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Friday, July 19
2:00– 4:30 pm

Registration & Check-in
4:30–5:00 pm

Orientation
5:00–6:00 pm

University Reception
6:00 pm

University Dinner

Saturday, July 20
8:00–9:00 am

Breakfast
9:00–10:30 am

You Don’t Need to Be a 
Superstar for Success - You 
Simply Need an Effective 
Selling System
Gary O’Sullivan, CCFE

Good sales managers focus on volume, great 
sales managers focus on the daily activities 
that create the volume. In this session you 

will learn why selling is not voodoo but rather 
what a systematic selling process can do. In 
this session you will learn the foundational 
principles of activity and outcomes needed 
to make your sales more controllable, 
predictable and repeatable.
10:30–11:00 am

Break
11:00 am–12:30 pm

Discovering Your Secret 
Numbers and How to Use 
Them 
Mitch Bennett

Do you know exactly how many people you 
should have? Are you sure? Of the people 
you have, what activities and outcomes 
should they be achieving every day? If your 
sales people ask how can I earn more, do 
you just say make more sales? Or do you 
have a method to show them exactly where 
they need to improve to make their sales and 
income more controllable? If not, this is the 
class you must attended
12:30–1:30 pm

Lunch

J. aSher Neel College 
oF SaleS & MarketiNg
   Dean Gary O’Sullivan, CCFE
The principles of sales and marketing don’t change; only 
technique and application do. Learn how to take the tried-
and-true principles of cemetery and funeral sales and 
apply them within today’s highly mobile, multi-cultural, 
high-tech, information-driven marketplace.
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1:30–3:00 pm

The Facebook Formula: 
Secrets for Taking Your 
Business Viral on Facebook
Zachary Garbow

To many professionals in our business, 
Facebook remains a mystery. But 
understanding the secrets of how the 
world’s largest social network operates is 
the key to taking your message viral. This 
class will uncover the secrets behind how 
Facebook determines who sees your content 
and how you can use that insight to expose 
your business to even more people within 
your community. Further, you will learn 
actionable methods for using your Facebook 
page as an effective marketing channel; 
one that can ultimately result in customer 
growth, community outreach and even pre-
need leads.
3:00–3:30 pm

Break
3:30–5:00 pm

Creating a Sales Culture that 
Helps you Attract and Keep 
Good Sales Talent
Andrés Aguilar

Objections! They are usually the only thing 
that stand between you and closing a sale. 
Rather than trying to overcome them, in this 
session you will learn how to manage them. 
During this session you will learn a step-by-
step process of how to manage almost every 
objection you will ever get.
5:00 pm

Dinner
7:00–9:00 pm

Sports Night
Join your ICCFAU colleagues for a friendly 
game.

SuNday, July 21
8:00–9:00 am

Breakfast

9:00–10:30 am

Why Making a Systematic 
and Compelling Pre-Need 
Presentation is Critical to 
Influence Today’s Consumer
Linda Jankowski, CCE

Do you have an effective pre-need 
presentation or do you just wing it? When 
dealing with today’s savvy consumer, 
winging it is no longer effective. Customers 
want you to explain your selling proposition 
in a methodical and logical method. If you 
don’t have a systematic process by which to 
accomplish this, you will after this session. 
You will learn the critical elements and the 
tools you need to make a compelling and 
convincing pre-need presentation that will 
help you make more sales.
10:30–11:00 am

Break
11:00 am–12:30 pm

Prospecting Made Easy and 
Effective, the Key to Your 
Sales Success 
Mitch Bennett

It was once said, “Nothing happens 
until somebody sells something.” To sell 
something you must have people to sell 
to. The key to sales success in any sales 
organization is ensuring your people are in 
as many selling situations a day as possible. 
That why the phrase is now, “Nothing has 
a chance to happen unless you are in a 
selling situation.” How does that happen? 
Prospecting. If your sales team detests 
prospecting, in this session you will learn 
how to make prospecting fun and productive. 
Yes, FUN and PRODUCTIVE. How is that 
possible? Ninety minutes after this session 
begins you will know what to and how to 
make that happen.
12:30–1:30 pm

Lunch
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1:30–3:00 pm

What a Lawyer Can Teach Me 
About Sales
Poul Lemasters, Esq.

Seriously? Everyone thinks that lawyers are 
there when things go wrong, and probably 
would never compare the world of a lawyer 
to the world of sales - but in fact, the two 
worlds have a lot in common. In fact, there 
are probably a few things a lawyer can teach 
you about sales! This session will cover the 
spectrum of law and sales – ranging from 
the day to day legal issues all the way to 
tips/tricks a lawyer can share to help with 
anyone’s sales.
3:00–3:30 pm

Break
3:30–5:00 pm

Community Engagement: 
How to Position Your 
Cemetery or Funeral Home as 
the Market Leader
Tiffany Gallarzo

What is your brand? What is your competitive  
edge? Who owns your brand? Here is a clue, 
it’s not you. In the exciting fact-filled and 
interactive session you will learn who really 
owns your brand and three things you must 
do if you want to dominate your market, 
enhance your reputation and ultimately 
increase your sales.
5:00 pm

Dinner

MoNday, July 22
8:00–9:00 am

Breakfast
9:00–10:30 am

The Process of Service and 
Opportunities Through an 
Effective After Care Program
Linda Jankowski, CCE

Perhaps one of the most under-utilized  
opportunities we have to build stronger 
relationships, provide more service and 
drive more pre-need sales is effective 
aftercare. In the session you will go through 
the process of helping a family who has had 
a loss using the System’s exclusive “Going 
Forward” methods and materials.

10:30–11:00 am

Break
11:00 am–12:30 pm

The Power and Process of 
Effective Recruiting
Patrick Downey, CCE

Most would agree that a sales manager’s 
greatest challenge is finding, hiring and 
keeping top sales talent. In this session 
you will learn effective methods for 
finding people, explaining the opportunity 
our profession offers, and creating an 
environment where good people want to stay 
and give their best.
12:30–1:30 pm

Lunch
1:30–3:00 pm

Coaching for Success
Carlos Quezada, CCFE

In today’s fast paced world, it’s difficult not be 
distracted with a thousand different things 
every day. Keeping a strong focus on the 
task at hand while developing good habits in 
our team members is quite an undertaking. 
This session will teach you the foundations 
of coaching that will enable you to help your 
team, develop habits that deliver amazing 
results through the transformation of the 
triangle between thoughts, emotions and 
actions. We will cover the following topics:

 » The foundation of human behavior
 » Coaching versus mentoring
 » The belief system and its impacts on 

decision making
 » The decision-making triangle of 

thoughts, emotions and actions
 » The four things that block behavioral 

cycles
 » The “self” concept

3:00–3:30 pm

Break
3:30–5:00 pm

The Four Major Benefits of 
Using a Planning Guide
Tiffany Gallarzo

If you aren’t currently using some type of a 
planning guide, you will after sitting through 
this session! Learn how this valuable sales 
tool can serve you in ways you might never 
have considered. This session will cover the 
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four major benefits of why this may just be 
one of the most effective sales tool you can 
employ. Not only will you discover these 
powerful concepts, you will also learn how 
to use them to help increase your level of 
service to families and obtain more sales.
6:00 pm

Dinner/Student Night

tueSday, July 23
8:00–9:00 am

Breakfast
9:00–10:30 am

Generating Leads Without a 
Phone
Daniel Thomas

While the phone and going to the front door 
are great ways to generate leads, there are 
numerous other ways to reach your target 
audience. From the mall to the farmer’s 
market, this session will show you where to 
look to find more leads, how to evaluate the 
opportunities you have, and how to develop 
strategies for implementation.
10:30 am – 11:00 am

Break 
11:00 am–12:30 pm

How to Capture the Fastest 
Growing Market Segment in 
America
Carlos Quezada, CCFE

The Hispanic market is the fastest growing 
market segment in almost every corner 
of America today. In this session you will 
learn more about this market than you could 
probably learn in years of trial and error. 
You will learn the key elements to effectively 
approach this growing market segment, why 
everyone who speaks the language is not the 
same, and what you need to know to build 
a proper relationship to serve this culture 
successfully. 
12:30–1:30 pm

Lunch

1:30–3:00 pm

Coming Face to Face with 
Cremation
John Bolton, CCE, CCrE, CSE

We are all aware of the impact cremation is 
having on our business. We all know how the 
market is changing, the question is, are we 
changing at the same pace as our consumers? 
This highly interactive session will focus on 
how to improve your face-to-face interaction 
with the cremation consumer, and gain a 
better understanding of who they are and 
what drives their purchasing habits. As a 
result, you will have a better understanding 
of how to serve more and sell more.
3:00–3:30 pm

Break
3:30–4:30 pm

Using Contest and Incentives 
to Reinforce the Results You 
Want
Patrick Downey, CCE

In this session, concepts for designing 
and implementing effective sales contests 
and incentives will be explained with an 
emphasis on industry best practices. We 
will also have an open discussion of dos 
and don’ts with many examples that will 
help with building a productive, fun and 
motivating sales environment.
4:30–6:00 pm

Graduation/Reception for 
Students Completing Four 
Years

WedNeSday, July 24
8:00–9:00 am

Breakfast
9:00–10:00 am

The Making of a Merrcle
Gary O’Sullivan, CCFE

After four days and nearly 25 hours of 
instruction, ideas, concepts and inspiration, 
now what? How do you determine what 
matters most to you, to your business, and 
to your future? In this session you begin the 
creation of your own Merrcle. This is one of 
the ICCFA University’s most well-known 
sessions and you will have the experience 
that has the power to change everything!
10:00–10:30 am

Diploma


