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We hope you are saving the dates June 12-14, 2016, to join 

us in Charleston, SC, when we celebrate our annual        

convention along with North and South Carolina and  

Georgia. The venue, The Francis Marion Hotel, is located 

right on King Street in the heart of the “Holy City”. 

Charleston earned that prestigious nickname because of 

the many church steeples one can see on the skyline. It is 

absolutely beautiful, especially at night. 

One item on our agenda at this meeting is to elect new 

members to the Board of Directors. Normally, we vote to 

approve four new directors, but this year there are two  

additional vacancies that need to be filled. Within the Board, there are standing 

committees whose duties include addressing topics such as Ethics, Finance,     

Legislation and Membership. When necessary, they make recommendations as to 

a position on areas of concern. 

Please consider volunteering. As long as you are employed in the industry and 

work within the sixteen members’ states, the only requirement to serve is to have 

the passion for our industry and the willingness to speak your opinions. We meet 

twice during the annual convention and once more in the fall to visit the site of the 

forthcoming summer’s meetings. 

We are seeking to bring balance to the Board and representation from as many 

different states as possible. You may self-nominate, if you’d like. If you have     

already served on our Board, you may do so again as long as it’s been a year since 

your term ended. Please consider adding your talents to serve our organization. 

Help us continue to meet members’ business needs as our market climate grows 

more complex and specialized. 

Hope to see you in Charleston.  

As always, I wish you all the best, 

Linda 
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This is an honored opportunity to be asked to compose insight into the legal and legislative part of our industry.  This is a 
largely ignored avenue that many leaders in our industry do not get involved into enough. 

When asked to write this article, as many people do, I went straight to the facts.  What was going on in the different 
states and how can I get all the information together to provide it?  After spending many hours looking for this             
information, and reading many different articles, I realized that I would much rather take this opportunity to encourage 
the amazing people in this industry to get involved. 

It is extremely important that we take every opportunity that is offered to learn more about this industry and how it is 
changing.  I know that many people in this industry approach this subject in a couple of different ways.  In fact, about 5 
years ago I was one of those people.  There are many employees who look at this and think, there is someone in the 
Home Office that is looking into this or it is the responsibility of others.  There are also companies or owners that think it 
is too expensive to attend the conventions or trainings available.  What I would like to take this opportunity to say is, 
“GET INVOLVED”.  You do not have to attend every convention that is available, these do cost.  I will say that in my 
opinion they are worth every dime of it, but they are not required to find out what is going on.  Most states have an open 
meeting in the State Capital at least once a quarter.  How many of these have you attended?  Have you taken the time 
to learn what others are doing so that you can offer better customer service?  Are there any laws on the books or in 
study committee that can affect your business and the families that we serve?  It is not someone else’s responsibility to 
sit across the table from the family and tell them that you are fully invested in what you are saying and this industry as a 
whole.  How many actually know what the Governing Body or laws that applies to this industry? 

Below you will find a list of websites to the Governing Body for the states included in the SCCFA. These were found from 

a simple Google search so their might be others.  I highly encourage everyone to find the website for their state and find 

out when the next meeting is and attend: 

Alabama- http://www.aldoi.gov/preneed/EndowmentCareCemeteries.aspx 

Florida- http://www.fldfs.com/Division/funeralcemetery/ 

Georgia- http://www.legis.ga.gov/Legislation/Archives/19992000/leg/fulltext/sb462.htm 

Kentucky- http://www.fdaofky.com/?76 

Louisiana- http://www.lcb.state.la.us/ 

Mississippi- http://law.justia.com/codes/mississippi/2013/title-41/chapter-43/cemetery-law 

North Carolina- http://nccemetery.com/ 

South Carolina- http://www.llr.state.sc.us/POL/Cemetery/index.asp?file=laws.htm 

Tennessee- http://www.tngenweb.org/law/cemetery-law.html 

Texas- http://www.statutes.legis.state.tx.us/Docs/HS/htm/HS.711.htm 

Virginia- http://www.dpor.virginia.gov/boards/cemetery/ 

West Virginia- http://www.legis.state.wv.us/wvcode/code.cfm?chap=35&art=5 

Lastly, in closing please keep in mind that we are in the planning stages of the 2016 SCCFA conference in Charleston, 
SC.  This will be a shared convention with North Carolina, South Carolina and Georgia.  It should be a very amazing 
conference.  This is a perfect chance to get involved with the people with the industry from different parts of the Southern 
States.  We can offer each other support in many different way because here we are not in competition with each other, 
just people who care about their industry and want to do all they can to make it better.  “It is literally true that you can 
succeed best and quickest by helping other succeed!” Napoleon Hill 

Thank you and I hope to see you in June, “Be Southern”. 

     L E G I S L A T I O N  
 By Tamala Randolph 

Southern Region RA for Stonemor Partners 
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I was requested to write an article about Sales.  There are a lot of aspects of sales but the one that is very close to me is 
being in Family Service.  There is a special satisfaction to helping a family at the time of need. 

There are 4 tasks for a counselor to complete to be successful: 

1.   Receiving the bereaved family  3.   Setting Pre-need appointments  

2.   Making a Condolence Call   4.   Giving Pre-need presentations 

 

Receiving a bereaved family will develop a lasting impression of you.  How you set the stage for this initial meeting and 
the quality of service you provide will dictate the quality of your relationship with the family from this time forward.  Proper 
dress and hygiene are an absolute must to instill the confidence required in the minds of the family.  Make sure your car 
is clean, you have all the necessary paperwork and the arrangement room is neat and organized.  Always try to meet the 
family at the door.  Make them comfortable and offer them a beverage.  There are a lot of steps to go through with the 
family such as explaining the purpose of the visit, reviewing the interment/entombment form, taking the family out to 
show the location and many other detailed things that need to be shared with the family. 

It is important to set a Condolence Call while you have the next of kin in the office.  The Condolence Call is for dropping 
off documents after the service.  It is recommended that the appointment is set no later than 3 days after the service.  

The primary purpose of the Condolence Cal is to 
provide    service.  One of the greatest services 
that can be provided is being willing to listen and 
expressing your sincere sympathy.  You can give 
the family a list of support groups, you can give 
them information about Social Security, Veterans    
Administration, etc. 

Completing the Historical Record is very         
important.  It provides the survivor with a history 
of the deceased.  You should explain the        
Historical Record in detail so the family can    
appreciate its value. You should get permission 
to get in touch with family and friends on the   
Historical Record.  It is a list you have earned the 
right to use on the quality of service you have 
provided. 

The counselor should do at least 6 Pre-Need     
in-home presentations weekly.  You need to find 
one person a day to tell the story. 

This is just a general outline for Family Service to 
begin with a family.  There is so much more to 
offer and more detailed information.  The main 
thing to remember is to show respect to the   
family and listen to what they are telling you.  
Treat them as you would if it is one of your own 
family members. By making a good bond with the 
family, your sales will come. 

 

================ 
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S A L E S   
 By Rita Augenstein 

Louisville Memorial Gardens & Funeral Home— Saber Management 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

April 13 – 16:  ICCFA Annual Convention & Exposition, New Orleans, LA 

May 1 – 3:      Texas Cemetery Association Convention, San Antonio, TX 

June 9-11:      Virginia Cemetery Association Convention, Roanoke, VA 

June 12 – 14: SCCFA, North Carolina & South Carolina Cemetery Associations, Georgia Cemetery Association    

Annual Convention, Charleston, SC 

July 17 – 20:   Tri-State Cemetery Convention (Alabama, Louisiana, Mississippi), Perdido Beach, AL 

July 22 – 27:   ICCFA University, University of Memphis, Memphis, TN  

July 28—30:   Florida Cemetery, Cremation & Funeral Association Meeting, St Petersburg, FL 

August 11-13: West Virginia Cemetery & Funeral Association, WV 

====================== 

If you do not see your Association listed, please contact the SCCFA Office (251-634-3434), so that we can update our 
records and add you to the Event Calendar.  

 

 

Put your game face on! Our Sunday Opening Reception will be a 
Tailgate Theme. Wear your favorite team’s colors – Professional or 
Collegiate. 

Don’t forget our Golf Tournament will be on Sunday morning this year so 
as not to interfere with our exhibiting times or sales school and it won’t be 
as hot! If you are going to be a golfer, make sure you make a Saturday 
night hotel reservation.  

Our Session Speakers are lined up and will speak on topics you have 
asked to hear. Poul Lemasters will speak on Cremation, Andres Anguilar 

will speak on Corporation Culture and Carlos Quezada will speak on how to reach the Hispanic Market. We 

will be doing the Roundtable again with Bob Case as moderator. 

Our second annual Sales School is going to be on Monday afternoon. This is one you won’t want to miss. 
You can read all about this event in this newsletter on pages 10 - 12. 

Monday Night’s Reception gives everyone additional time to spend with the Exhibitors to see their new 
equipment and talk with them on how they can help your business grow. 

Our Celebration of Life Ceremony will be on Tuesday evening prior to our banquet. If you know of 
someone in our industry who has passed away since our last meeting, please submit their name so we can 
honor them during this special time. The form is included in this newsletter on page 19. 
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CO N V E N T I ON    U P D A T E S  

“Preparing Your Business for the Roaring 2020’s” 

S C C F A   S C H E D U L E D   2 0 1 6    C A L E N D A R    

O F   E V E N T S   T O   D A T E  
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Saber Management has experienced remarkable growth in its combination cemetery & funeral home 

operations over the last few years.  The joint cemetery & funeral home model has proven itself to be a 

winning combination over and over again.  We've all experienced, or at the very least, read about the 

advantages of the combination model for families.  But those advantages don't fully explain the 

reasoning behind the growth that we are seeing.  So what exactly is fueling the growth?  What is causing 

the increase in call volume?  More importantly, what keys have we identified that lead to a high 

performance combo operation?        

 Extraordinary Talent and Leadership / Compelling Culture 

The number one key in building a high performance combo operation is focusing on the two most 

important differentiators of any business: talent and culture.   Our cemeteries and funeral home 

operations are built by establishing solid, meaningful relationships with families.  Those relationships 

are personal.  And they are built on trust, integrity, and a commitment to anticipating and exceeding the 

needs of our families.  The culture of our cemeteries and funeral homes is easily described by the stories 

stemming from the relationships with our families.  And our family satisfaction surveys provide a great 

way for us to gauge whether or not our culture is healthy. 

So how do we ensure that we are establishing solid and meaningful relationships with our families?   

The answer is that we recruit extraordinary leadership to manage our cemetery & funeral home 

operations.  We recruit extraordinary leadership that will bring years and years of experience to the 

business.  It's not unusual for us to recruit funeral directors with 25 years or more of experience.  We 

recruit extraordinary leadership that is laser focused on our number one priority: families.  These 

leaders are committed to serving families the right way, paving the way for others to follow.  We recruit 

extraordinary leadership that leads by example and shows an exceptional level of commitment.  We 

recruit extraordinary leadership that lives in and is active in the communities we serve.  We expect our 

leadership to attend social events, participate on city councils, join business associations, and give back 

to their communities.  And we expect them to bring a high level of name recognition.  The combination of 

exceptional leadership and healthy culture drives organizational success and ensures growth of our 

operations.  

Outstanding Relationship with Sales Division 

The second key in building a high performance combo operation is the relationship between the 

leadership, funeral directors and the cemetery sales division.  Our leadership is expected to lead the 

effort in ensuring that the goals and objectives of the combo operation are constantly discussed with 

everyone, from grounds maintenance to funeral directors to administration to sales.  And our leadership 

is expected to review and measure those goals.  A simple 10 minute  morning line-up meeting is a good 

way to constantly communicate goals of the combo while also discussing the activities for each day.   Buy

-in of those goals and objectives is a bit more complicated.  Buy-in requires that our leadership be 

trusted.  Buy-in requires that our leadership be admired.  And buy-in also requires that our leadership 

be respected.  That buy-in is obtained by leading by example, rolling up sleeves, having a high level 

of visibility, taking responsibility, being honest, being persistent, creating solutions, listening, 

and delegating liberally.  It is vital for our leadership to set the example for others to follow. 

Meeting the needs of families often requires the expertise of both a funeral director and a cemetery sales 

team member.  Both must have a thorough understanding of the needs of the family and work together 

to meet those needs.   That means spending an ample amount of time listening to the family,  building  a 

    F U N E R A L   H O M E — 
Building a High Performance Combination Cemetery & Funeral Home  

 By Justin Hollingsworth 
VP & CIO, Saber Management 
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relationship, and addressing their needs.  It is crucial for our funeral directors and cemetery sales team 

members to trust one another and work together to meet the goals of each family, while also striving to 

meet the big picture goals of the combo operation.  Communication is vital.  Speaking with one voice is 

vital.  And belief in the same goals and objectives is essential to success. 

Mass Media Advertising 

The third key in building a high performance combo operation is mass media advertising.  Our 

leadership brings a high level of name recognition to our operations.  They are the faces of our cemetery 

& funeral home combo operations.  We want them to be recognized in the communities and surrounding 

areas that they serve.  So we piggyback on that name recognition with mass media advertising via 

television, radio, print medium, internet and other streams.  While less personal than one-on-one 

meetings, all of these mediums allow us to increase customer awareness and increase brand awareness.  

And advertising  helps families see our brand as an essential part of their lives.   

Advertising is a vital part of our marketing campaigns.  The different advertising mediums provide both 

broad and targeted platforms allowing us to reach thousands of families.  For example, television and 

radio advertising easily reaches thousands of families.  The downside is that it's difficult to gauge the 

success of these mediums.  A more targeted approach is Facebook advertising.  Facebook allows us to 

target geography, age, gender, marital status, spending habits, and veteran status, just to name a few.  

And Facebook makes it very easy to track the success of ads placed online. 

The "WOW" Factor 

The final key in building a high performance combo operation is exceptional customer service.  It is 

essential to growing our cemetery & funeral home operations, and that customer service is at the heart 

of our operations.  Exceptional customer service generates positive word of mouth for our business.  It's 

free advertising.  It's how we keep our families happy and encourage them to come see us again.  

Exceptional customer service is about: 

Treating our families with dignity and respect 
Following up on feedback or requests (family satisfaction surveys) 
Handling complaints gracefully 
Understanding our families' needs and wants (listening) 
Anticipating and exceeding expectations 
Creating memories to be cherished for a lifetime 
Going above and beyond 100% of the time 

We like to provide the "WOW" factor at Saber Management.  The "WOW" factor ensures that families 

have positive engagement with our brand.  It's what makes our families and visitors excited about the 

opportunity to come back.  Funeral services provide the perfect opportunity for us to impress visitors 

with our customer service, our facilities, and the celebration services that we provide.  We want everyone 

that has attended a funeral service to say, "I've never seen anything like that.  That's what I want".  It 

only takes one very positive experience to keep families coming back. 

So how do we create the "WOW" factor?  We start by critiquing everything we do, from how we answer 

incoming calls to how we greet families to the coffee we serve to the celebration services that we provide.  

We provide facilities with ample parking, state of the art technology, comfortable lounge areas, reception 

centers, and catering options.  We spend ample time listening to families, building relationships, and 

creating memories to be cherished.  And we comfort families by touching their hearts from the moment 

they enter our facilities.   

We also constantly measure all of our family touch points with satisfaction surveys.  While we love to 

hear about positive experiences,  we also love to hear w here we can improve.    So  we  ask  open  ended 
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questions that allow families to critique us in their own words.  Any survey that fails to meet expecta-

tions is responded to immediately.  As I stated above, our family satisfaction surveys are an invaluable 

tool that gauges the overall health of our culture.   

 

 

 

 

 

 

 

 

 

 

In closing, the four keys to building your own high performance combination operation are extraordi-

nary leadership, healthy relationships with your cemetery sales division, mass media advertising and 

exceptional customer service.  While this is not a complete list of everything that is needed to guarantee 

success, focusing on these four keys is a great starting point.   

To be considered a Lifetime Achievement Candidate, One Must: 

► Have been in the Death Care Industry at least 25 years. 

► Have been an active member of the Southern during these 25 years, along with making a measurable 
contribution to the Southern organization and the Funeral Industry in general. 

► Have been active in the Community where they live or have lived. 

► Have been well respected by his or her peers. 

Election Process: 

Any current dues paying member can submit a candidate’s name and address, along with a description of 
the qualifications you feel make this candidate worthy of this honor, to the Ethics and Inquiry Committee.  
This Committee is made up of the Immediate Past President and the current three Board Past Presidents.  
Recommendations can be mailed to the SCCFA office, 9500 Christo Court, Mobile, AL 36695 or by 

email to: sccfa@bellsouth.net.   

They must be received no later than April 30th to be considered for the 2016 year’s award.  The Ethics 
and Inquiry Committee will then review the candidate’s qualifications and make a recommendation to the 
SCCFA Board of Directors. If no qualified nominees are submitted, then no award will be presented. 

S C C F A    L I F E T I M E   A C H I E V E M E N T    A W A R D    

C A N D I D A T E    Q U A L I F I C A T I O N S  
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SCCFA 2016 SCHOLARSHIP APPLICATION 

A. Scholarship Questionnaire 
Submit all answers on a separate sheet of paper. Answers must be typed and double spaced. Identify each question below by 
number, and repeat the question prior to answering. 

     1.  Why did you enter the cemetery or funeral industry? 
     2.  Describe the duties and responsibilities of your current position. 
     3. List any community service or professional associations in which you are currently active and explain your participation. 
     4.  What continuing education courses have you taken in the past year? 
     5.  Describe your philosophy of customer service. 
     6.  What are your long-range professional goals? 
B.  Personal Data 

Name:__________________________________________________________ Home phone# (___)________________________ 

Home Address: ___________________________________________________________________________________________ 

Member Firm: _________________________________________________________________________________________ 

Address:  ________________________________________________________________________________________________ 

Firm telephone # (______) _________________________________  Firm Fax # (_______)_____________________________ 

Current Position _________________________________________  Title____________________________________________ 

Length of employment___________________  E-Mail address________________________________________________ 

Previous Employment: 

    Employer_____________________________________________    Telephone (_______)____________________________ 

         Address____________________________________________________________________________________________ 

         Length of time employed_______________________________  Position_______________________________________ 

     Employer_____________________________________________ Telephone (_______)____________________________ 

          Address___________________________________________________________________________________________ 

          Length of time employed______________________________  Position______________________________________ 

Education (include current courses of study if applicable): 

   School________________________________________________   Location_______________________________________ 

     Course of Study_______________________________________    Completion Date________________________________ 

   School_______________________________________________     Location ______________________________________ 

 Course of Study__________________________________     Completion Date________________________________ 

   School_______________________________________________    Location_______________________________________ 

 Course of Study__________________________________    Completion Date_________________________________ 

C. Certification of Intent 

Name (Please Print) ____________________________________________________________________ 

I hereby certify that: 

A. This Southern Cemetery, Cremation and Funeral Association Scholarship application has been personally completed by 
myself, and to the best of my knowledge, the information contained herein is correct and complete.   

B. If awarded the 2016 SCCFA Scholarship I am able to attend the ICCFA University program July 22—27 at the Fogelman 
Conference Center at the University of Memphis, Memphis, TN and I am still employed by the sponsoring member firm 
on that date, or I will forfeit the scholarship. 

SIGNATURE___________________________________________________________________________ 
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 I C C F A   S C H O L A R S H I P   O P P O R T U N I T Y  

The ICCFA University is a five-day program designed to offer intensive instruction and networking opportunities 

in a college-campus setting. It is located at the Fogelman Executive Conference Center at the University of      

Memphis, Memphis, TN 

There are seven colleges to choose from: 

1. 21st Century Services     5. Land Management & Grounds Operations 

2. Cremation Services     6. Leadership, Administration & Management 

3. International Studies     7. Sales & Marketing 

4. Funeral Home Management 

What some past attendees had to say: 

“Being a part of the ICCFA University has been inspiring to a degree that no other program for our industry comes 

close to.  It is that inspiration that drives me to send as many people from our organization each year as possible – 

so they can inherit the same inspiration that I have felt from year to year – and use it to make our organization 

better, as well as our industry as a whole.” 

Lauren Blevins, Chief Operating Office, Williams Funeral Homes & Crematory, Columbia, TN 

 “Attending the ICCFA University was life changing. This experience has changed me as a manager, a person, and 

who I will strive to be in the future with this industry. In the classroom the best lineup in the industry shares with 

you what they know. There is something in every lesson for everyone. The friendships that I made at the            

university will be remembered forever!” 

  Tamala Randolph, Stonemor Partners, LP, Wellford, SC 

SCCFA SCHOLARSHIP PROGRAM — Please give out application on page 16 to all qualified em-

ployees 

THE GOAL:  The Scholarship covers all registration fees, housing and meals for the ICCFA University for the calendar year in 

which awarded.  The ICCFAU will be held on July 22—27, 2016, at the Fogelman Conference Center at the University of         

Memphis, Memphis, TN. The ICCFA University offers five days of intensive educational programming in six collages and two 

graduate programs.   

THE RULES:   

1. Applicant, or the firm with which the applicant is affiliated, must be a current member of  SCCFA in good standing for the 

fiscal year. 

2. Applicant must have been employed with a member firm in the cemetery, cremation or funeral industry for at least one 

year. 

3. Only completed applications will be considered by the selection committee.  Missing information on the Personal Data, 

Scholarship Questionnaire, or Certification of Intent form or failing to sign it will disqualify the applicant. 

4. Alternates will be selected in the event that the scholarship recipient is unable to attend ICCFAU, or is no longer employed 

by the sponsoring member. 

5. Applications must be received no later than March 1, 2016; SCCFA scholarship recipient will be notified no later than 

March 31, 2016. 

6. Only the individual award recipient is eligible, and the award is nontransferable. 

7. All award decisions of the SCCFA Scholarship Committee are final. 

8. Award winner will be publicly announced in the June Southerner Newsletter.  

HOW TO APPLY:   Carefully read and complete the entire three part application. 

     A.  Scholarship Questionnaire    B.  Personal Data Form    C.  Certification of Intent 

After completing the application, please review, sign it and return to: SCCFA Scholarship Committee, 9500 Christo Court, 

Mobile, AL 36695 
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The Francis Marion Hotel Lobby 

I love scholarships! If grants, scholarships, student aid and work incentive had not 

been available to me, I would never have attended and completed my higher education. 
      

Some of us would go to the financial aid office on a regular basis and read everything 

available. We didn’t have powerful search engines to do the work for us. We read, 

found an opportunity, wrote letters, made calls, set appointments, gave a presentation 

and hoped for the best. Some of the financial aid we found was obscure, but it helped us keep going from 

one semester to the next. 
     

A scholarship isn’t just money; it represents much more. Here are a few things to think about in relation 

to our annual SCCFA Scholarship Fundraiser.                                                                                                                             

 

INVESTMENT:   When you give to our SCCFA Scholarship Fundraiser you are not just throwing mon-

ey around. It may look like that when Buddy Ewing and I are running around the convention    grabbing 

every dollar we can, but that’s just the fun part of getting the job done. When you give, you are making 

an investment that can generate returns of commitment, excellence and leadership in our       industry 

long after we are gone. You are investing in the future. 
 

INCENTIVE:   The scholarship is an inducement to get a person in our industry to be bigger in the    

future than they are today. I remember Ken Brandt (former SCI RVP of Sales) coming to me and telling 

me about a new year-long Certification program. When he said to me, “It could make you a much better 

person in our industry,” I was ready to sign up because he believed in me. It made me take action. 
 

MOTIVATION:   In college, every time the financial aid office told me my bill was paid up, I believed in 

myself more and more. If somebody believed I could do it then I would prove to them that I could. Once I 

got moving, the help of others kept me going. Before long, the journey to completion seemed achievable. 
 

PAIN RELEIF:   I remember watching some pretty good people pack their bags to leave. They hit a   

financial brick wall and the worry about finances kept them from applying themselves academically. 

They were in constant financial mental pain. Our SCCFA Scholarship monies allow our industry        

participants to study pain-free. 
 

BUILDER UPPER:   Some of the people who provided help to me (or their representatives) took the 

time to take me off to the side and have a one-on-one. The most important thing I remember about these 

investors-in-me was that they were honest. They told it to me straight. Sometimes it was painful, most 

of the time it was warm, but they told me the truth for my own well-being. Find the people we are     

sending to the ICCFA University with our SCCFA Scholarship Fundraisers and talk to them. Let them 

know you appreciate them and then tell them you are counting on them to lead the way and set fine    

examples. 
 

REWARD:   Well, for those who use the knowledge given to them because of our SCCFA Scholarship 

monies, the reward is security going forward and for those of you who invest in the SCCFA Scholarship 

Fundraiser…. IT’S A 50/50 CHANCE FOR YOU! 

I WILL be contacting you soon; we’ve already raised $1,000 for this year’s fund! 

I’M LOOKING FOR AN INVESTMENT, NOT A HANDOUT 

Scholarships the SCCFA way 
 By Bob Case 

Holly Hill Memorial Park, Thomasville, NC 
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