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Proud to be part of the 
Green Initiative  

Outlook Group and Michigan Funeral 
Directors Association Present Innovative 

Seminar 
 
Franklin, OH. The Outlook Group, Inc., America's 
premier Funeral Service Solutions Company, 
presented a cutting-edge funeral service educational 
seminar to members of the Michigan Funeral Directors 
Association (MFDA) in October.  

The seminar, entitled Stop Reacting and Start Winning, 
was presented in conjunction with the MFDA. Three 
separate presentation sites were scattered across the 
state for the convenience of MFDA members. 

The well-attended seminar focused on how the 
character of funeral service is rapidly changing, and will 
continue to do so at an accelerated pace in the years 
ahead. This change is thanks to today's Baby Boomer 
segment of the U.S. population. From caskets being 
sold by national retailers to natural burial packages and 
a steady increase in cremation, funeral directors need 
to learn how to change and adapt to the constantly 
shifting wants and needs of today's modern family. This 
program helped attendees better understand the true 
depth and breadth of the challenges facing the death 
care industry and offered concrete solutions on how to 
begin their individual process of service and 
merchandise transformation in order to remain 
financially profitable into the future.   

Program participants learned how to identify the many 
forces that are impacting funeral service and how the 

world global economy is affecting their bottom line. They 
also learned how to better focus on the customer and 
their unique wants, needs and desires;  how to 
implement new Discovery Techniques to enhance 
customer communication, interpersonal interaction and 
satisfaction; what new funeral service options should be 
made available to consumers today; and the five 
important survival skills they will want to start using now!  

Post-seminar surveys showed the seminar very highly 
ranked by attendees, with 97% sharing that the seminar 
content was well worth their time to attend. Plans are 
currently underway to present this seminar at additional 
sites across the United States in 2011.  

Outlook Group Attends NFDA Convention 

Franklin, OH. Members of The Outlook Group, Inc. 
leadership team attended the National Funeral Directors 
Association Annual Convention. The convention was 
held in New Orleans, Louisiana. Members in attendance 
included Charles and Tyler Anderson and Chris Kuhnen. 

The leadership team members met with progressive 
funeral industry executives, walked the convention floor, 
fellowshipped with client funeral home owners, and 
attended educational seminars. 

One of the highlights of the convention was the New 
Orleans funeral procession march that strolled down the 
street in front of the convention center hall.  
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                                                            Mark Jorgensen 
 
Batesville, IN. Since management search and 
professional recruiting are relatively new concepts in 
the funeral service profession, I’m often asked, “Why 
would I pay you to do something I’ve always done on 
my own?”  That’s a great question.   
 
It always prompts a question from me. There’s no 
disputing the fact that finding great talent for your 
funeral home may be the most critical element of your 
long term success.  That said, it can be time 
consuming, costly, and often results in a series of 
misfires or disappointing results.  My question: How 
then might you better spend your most precious 
resource—your time? 
 
Just as you’ve found other professionals to manage 
payroll/accounting, design a website, or build new 
facilities, many of your colleagues are now engaging 
professional recruiting as a “best practice” for their 
funeral homes. 
 
A great metaphor for what we do is based on my own 
personal experience hanging wallpaper.  The parallels 
to recruiting are quite remarkable if you’ll indulge me 
for a moment in sharing a personal experience. 
 
With confidence in our abilities and very little money in 
our pockets, my wife and I decided that we could be 
weekend warriors and hang wallpaper just as well as 
the best professionals.  We purchased tools and the 
absolute minimum amount of paper for the job. We 
started with a stairwell (bad idea!) with steep angles at 
the ceiling and floor. 
 
After cautiously cutting that first piece we held it up to 
the wall and discovered…it was way too short.  We 
now needed marriage counseling and another trip to 
the store to order another expensive double roll.  It was 
a learning experience--my wife picked up some new 
vocabulary from me.  Our unskilled labor and wasted 
paper meant greater cost and a job that took five times 
longer than it would have with a professional 
paperhanger.   
 
 
 

"You are the masterpiece of your own life; you are the Michelangelo of your experience. 
The David that you are sculpting is you. And you do it with your thoughts." 

— Dr. Joe Vitale, motivational author and speaker 

In the end, it looked OK, but the seams could have 
been better.  Most importantly, our marriage survived a 
paperhanging trauma and we gained a whole new 
appreciation for hiring a professional who would 
produce better results in less time at lower cost. 
 
Let’s examine how that unfortunate experience 
compares with recruiting: 
 

• We overspent because we lacked expertise-
not enough “cycles of learning.”  Just as we 
wasted wallpaper and precious leisure time, 
funeral home owners often engage in costly, 
time-consuming efforts to find talent.  
Advertising and harvesting resumes means 
you’re finding folks we identify as active 
candidates—those who are constantly looking 
or changing jobs; sometimes even what I’ve 
termed the chronically unemployed.  A 
professional recruiter will find passive or semi-
passive candidates.  These people are 
successfully employed elsewhere.  They’re 
working, not job hunting. 
 

• We eventually finished the job but it didn’t 
have a “finished look.”  We didn’t know the 
“tricks of the trade” for rounding corners, 
matching seams and squaring up over poorly 
finished drywall.  The professional has seen it 
all before and accounts for all this.  As 
recruiters, we have too.  By screening and 
interviewing hundreds of candidates, we’ve 
learned how to probe for hidden information 
that helps us discern true talent and find that 
proper fit for your funeral home. 

 
• We learned the value of engaging a 

professional specialist.  We were in awe 
when we watched that paperhanger tackle our 
next job.  He was in and out in less than a day 
and his work was amazing.  We decided that 
day to retire our tools.  You can sit back and 
watch it happen with a professional recruiter 
too.  You don’t have to toil with stacks of 
resumes that lead to wasted hours of 
embarrassing “courtesy” interviews with the 
unqualified.  Instead, we do all the screening, 
interviewing and reference checking and 
present people, not paper.  You’ll be briefed on 
a small number of candidates who best meet 
your specific funeral home need.  And all of our 
work with clients and candidates is handled in 
the strictest confidence. 

 
 

      Continued on page three – right hand column 

Professional Talent 
Recruiting 

Can Save You Time, 
Money and Headaches 
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Who’s On Track? 
 

This is the list of all Outlook Group Sales Agents who have qualified and/or are at 75% of qualification for 
 the 2011 Homesteaders Life Leaders Conference as of October 31, 2010. 

    

 

Jacqueline Adamson   
 
Mary Rogatzki            
 
Jamie Sarver               
 
Bev Keen                    
 
Claudia Murray           
 
William Seits              
 
Megan Stamos            
 
Ann White                  
 
Pamela Leppla            
 
Kyle Aler                    
 
Bruce Sonnenberg      
 
Fred Rieman               
 
Rosemary Hartman     

Lewis Cahoon         
 
Don Odom            
 
Carol Chambers     
 
Ann Miller 
 
Maureen Purcell   
 
Sherry Kent          
 
James Bublitz        
 
David Dwyer       
 
Rachel Bledsoe    
 
Anthony Ripepi  
 
Kelley Hubbard    
 
Lana Fargo          
 
Josette Freeman   

Matthew Creech 
 
Jeff Courtad 
 
John Pluger 
 
Susan Schrotenboer 
 
Michael Jarzin 
 
Benjamin Hooker 
 
Beth Buxton 
 
Laurie Rohloff 
 
Stephen Dicecco 
 
Cindy Wojtowicz 
 
Diana McCorkle 
 
Christine Collins 
 
Lynette Schiefer 
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Want To Reach Out To                
Younger Age Sales     
Prospects?   
 
 Candace Franco - Academy Director 
 
 
One of the many challenges Advance Funeral Planning 
Professionals face today is consistently reaching 
younger age prospects. By younger, I’m referring to 
anyone under age 70. Mary T. Rogatzki, Advance 
Funeral Planning Professional with Bradley Funeral 
Home in Antigo, Wisconsin always seems to see and 
prearrange younger age clientele. I asked her what her 
secret was and here’s what she had to share. 
 
“Before I started working with the Outlook Group, if 
someone younger expressed interest in the pre-need 
program I would think they were too young and as such, 
would most likely not be interested in hearing about 
funeral prearrangement. I did not talk about paying over 
time, thinking it was better to have a funeral paid in full.  
Once I started working with Tyler Anderson, he gave me 
the tools to explain funding and helped me to realize 
that I should give everyone the same information and let 
them decide if this was something they wanted to give 
their family.  
 
As a result of my many discussions with Tyler, I have 
significantly changed how I present to younger people.  
Today I think, why wouldn’t they want to prearrange and 
prepay their funeral?  I also continue to let them know 
throughout the arrangement that to prepay their funerals 
now is a great idea, because when they are ready to 
retire, their funerals are paid in full. This is a true gift of 
love they are giving their families.  It seems that when 
someone prearranges, they go back to their jobs and 
tell their friends and they also think it is a good idea. 
 
The owner of the funeral home and the other funeral 
directors also tell people when they ask anything about 
funeral prearrangement that they need to talk to me.  
This is many times followed up by a personal 
introduction.   
 
The mailing that we are doing now also seems to 
appeal to the younger people.  Many of them have sent 
it back asking for more information.  When I call and 
they ask me to send it information in the mail, I explain 
that it is better to sit down together so they can have 
their questions answered right away.  The majority set 
an appointment right on the spot. Once I changed my 
thinking and attitude about younger age prospects, I 
seem to be reaching and selling them more than those 
over 70 years of age.”   

ACADEMY NEWS

 Talent Recruiting – continued from page 2 
 

• The paperhanger guaranteed his work.  
Wow, it really didn’t fall off the walls or 
separate at the seams!  And if it had, he would 
have been back to repair or replace it.  
Similarly, a reputable recruiter will provide a 
guarantee for a candidate once placed.   

 
Professional recruitment may not be the solution for 
every funeral home, but those who have tried it are 
adopting it as a “best practice” that’s helping them 
become more efficient and profitable.  
 
ABOUT US 
Global Recruiters of Batesville is the nation’s premier 
management search and recruiting firm specializing in 
funeral service and cemetery professions.  
Independently owned and operated by Mark 
Jorgensen, we are a supplier member of ICCFA and 
have worked with some of the most prestigious family-
owned and publicly traded companies in our 
profession. 
 
HOW WE CAN HELP YOU 
As our young business grows, we’d be honored to 
partner with the outstanding funeral homes now 
associated with The Outlook Group.  While each of 
our searches is tailored to the specific needs of the 
client firm, I’m prepared to extend a preferred fee 
arrangement to your funeral home because of your 
unique relationship with Outlook.   
 
I WELCOME YOUR INQUIRIES 
Exploring our services is just a simple phone call 
away.  I encourage you to visit our website anytime at 
www.grnbatesville.com or call me in Batesville at 812-
932-1290 and mention that you learned about us from 
The Outlook Observer.  We can assess your particular 
needs and determine how we might help.  
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CONTACT US: 

The Outlook Group, Inc 
121 East Second Street                            

Franklin, Ohio 45005  

Toll free 800-331-6270 

Fax line 937-743-8918 

www.theoutlookgroup.com 

 

The Outlook Observer is the official company newsletter of The Outlook 

Group, Inc.  The mission of the Outlook Observer newsletter is to 

inform, educate, engage, and inspire our readership.  Although every 

precaution is taken to ensure accuracy of published materials, the 

Outlook Observer cannot be held responsible for opinions expressed or 

facts supplied by its authors.  Please direct all questions to the Editor. 

 

Editor: Christopher Kuhnen 

Contributors: Candace Franco, Tyler Anderson, Mark 

Jorgensen, Thomas Folkert and Mary Rogatzki. 

 
 
 
 
 
 
 
    
 
 
Franklin, OH. The Outlook Group, Inc. announced 
that Mr. Tyler B. Anderson, Regional Development 
Director, Wisconsin/Greater Chicago territory will 
transition into the role of company President and 
Chief Operating Officer. Tyler will be steadily 
assuming responsibility for all day-to-day operations 
of the company between now and December 31st, 
2010. Company Founder Mr. Charles W. Anderson is 
retaining the position of Chief Executive Officer and 
will be focused on new business acquisition and 
strategic growth opportunities for the company.  

Outlook Group Make Donation to Funeral 
Service Foundation 

 
New Orleans, LA. The Outlook Group, Inc. recently 
made a meaningful donation to the Funeral Service 
Foundation. The donation was presented to the 
foundation during the National Funeral Directors 
Association Convention. The convention was held the 
week of October 11th, 2010 in New Orleans, Louisiana.  
 
The Funeral Service Foundation is a national public 
grant-making organization whose mission is, through 
charitable gifts and grants, to provide resources for: 
 
• Career and professional development 
• The support of funeral service and allied professions 
• Public awareness and education 
• The improvement of children's lives 
 
FSF works on behalf of all aspects of funeral service, 
from the funeral director to the supplier community to the 
lives touched by those who work in and around the 
profession. The foundation is dedicated to strong fiscal 
stewardship of donated funds, with an absolute minimum 
devoted to operating expenses. The Funeral Service 
Foundation is a registered 501(c) (3) organization.  
 
According to Outlook Group Company President and 
Chief Operating Officer, Mr. Tyler Anderson, “We view 
our company’s donation as a sound investment in the 
future of our beloved industry."  He went on to add, "In 
my opinion, there is no other funeral service foundation 
that does so much to promote the entire funeral 
profession."  
 

Candace Franco Becomes Life Tribute 
Specialist 

 
Chicago, IL.  Mrs. Candace Franco, Director, The 
Academy attended a three-day workshop to become a 
fully qualified and Certified Funeral Celebrant. The 
training was held at the nationally respected Worsham 
Mortuary College in Chicago, Illinois.  
 
The Funeral Celebrants Training is a new approach to 
personalized funerals presented by Doug Manning 
and Glenda Stansbury of the renowned In-Sight 
Institute. At the end of 2009, they had trained over 
1,200 Funeral Celebrants in 80 locations in the United 
States and Canada.  
 
A Funeral Celebrant is a lay person, clergy person or 
funeral service professional who has been trained in 
the specific area of conducting funerals for families 
that wish to have a personalized and individualized 
funeral service experience.  
 
 

Planning is bringing the 
future into the present so 

you can do something 
about it now. 

 
                                         --- Alan Lakein 


