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COVER STORY

BY BRIAN JOHNSON &
THOMAS A. PARMALEE

Anderson-McQueen Funeral Homes is about to install the first machine
in the United States that will make alkaline hydrolysis available to the
general public. It’s a bold decision for brothers John and Bill and their
sister, Margaret, who have built a reputation throughout the profession
as being trailblazers when it comes to customer service.

lkaline hydrolysis applies a
higher-than-normal
alkalinity at a high temper-
ature to speed up the natural
decomposition process of tissue
hydrolysis. The process generates
amino acids, small peptides, sugars
and soap. It doesn’t release any
mercury, and it is touted as an alter-
native to cremation that is
environmentally friendly.

Upon first hearing about the
alkaline hydrolysis process, some
people are left with the impression
that it sounds unappealing. However,
this process can occur naturally to
bodies that are buried, due to the
alkalinity content of the soil as well
as bacteria. What alkaline hydrolysis
essentially does is speed up the
natural process of body decompo-
sition from several years to just a few
hours.

The process is expected to be
approved in California, which would
join Florida, Maine and Oregon as
states that have taken legislative
action to allow members of the
general public to opt for the process.
Other states such as Minnesota and
Colorado allow medical and
veterinary institutions to use the
process on cadavers or animals. One
country that has seemingly already
embraced the process is Australia,
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where a  new center for
“Aquamation” (their term for
alkaline hydrolysis) on the Gold
Coast in Queensland became the first
in the world to offer the process
commercially.

Matthews International Cremation
Division has partnered with
Resomation Ltd., a company based
in Scotland, to introduce the
technology to funeral homes in
North America under the trade-
marked name “Bio Cremation.”
Matthews’s arrangement with
Resomation gives the company the
exclusive rights to sell and market
Resomation technology in North
America and first right of refusal to
do the same in any other country
other than the United Kingdom.
Other companies are also trying to
find a market selling machines that
use the alkaline hydrolysis process.

Sandy Sullivan, managing director
of Resomation Ltd., said that his
company is very pleased with its
arrangement with Matthews. “They
are an excellent, highly ethical
company with a long credible history
in the U.S. funeral marketplace, and
they also offer a field service support
second to none,” Sullivan said.

Steve Schaal, division manager of
sales and marketing for Matthews
Cremation Division, is proud to be

PN

If we narrow our
focus and say that we only
are about ‘flame-based
cremation’ or ‘earth burial,
then we may miss out on the
next ‘disruptive innovation’
that revolutionizes our
profession.

- Bill McQueen, co-owner of Anderson-
McQueen
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partnering with the McQueens.
“Anybody that is able to associate
themselves with such a great business
has a wonderful opportunity,” he
said. “We believe their business will
afford us an opportunity to learn
more about the delivery and really
the direction and foundation of
making this a successful program.”

Partnering with pioneers like the
McQueens is a natural fit for
Matthews, Schaal said. “There are
between a half dozen to a dozen
units in some state of development,”
he shared. “But this is the one that is
furthest along in this process.” He
added, “We get inquiries regarding
Bio Cremation daily, but once you
have a practical application in the
process, it will immediately
steamroll. It will be the catalyst for
those who want to step in and for
those who are studying the process.”
Members of the environmental
committee in California who are now
reviewing data on the process will be
impressed once they see it in action
in Florida, Schaal added.

Bill McQueen, co-owner of
Anderson-McQueen, said that

equipment is waiting in Orlando for
delivery and installation, and he
expects the Bio Cremation unit to be
installed and operational no later
than Sept. 30.
Getting On Board

When the McQueens first saw a
presentation on the alkaline
hydrolysis process at the CANA
Convention in Montreal in August
2008, they found it interesting but
didn’t plan on incorporating it into
their funeral home offerings anytime
soon. “However, once Matthews
International’s Cremation Division
became involved (Resomation’s
exclusive representative in the United
States), and some colleagues who had
witnessed it firsthand at the Mayo
Clinic told me how impressed they
were with the process, we decided to
investigate it much more closely,” Bill
McQueen said. “For those who know
us, we are big believers that there is
market segmentation in the funeral
industry, and we have positioned our
Anderson-McQueen brand as the
provider for those individuals who
are ‘cremation solution-seekers.” To
be the first to offer this additional

option/solution to our marketplace
will differentiate our brand even that
much further. We are installing only
one Bio Cremation unit at this time.
It will be installed in our existing
Cremation Tribute Center (located at
7829 38th Avenue North, St.
Petersburg, Fla.).”

Bill McQueen said the total
investment for the unit will be almost
$450,000 - including the Bio
Cremation unit itself and all ancillary
equipment, such as a state-of-art
processor, drying unit, automatic
loader and some solar energy compo-
nents. He said that the total number
includes the installation and
engineering work that is required.
“We would not say that the decision
to make the investment was hard, but
it was one which our senior
leadership discussed in great detail
before making any commitment,” he
said.

Given how much money Anderson-
McQueen is spending on the unit, it
is clear the firm thinks the decision
will pay off. But it remains to be seen
how fast the funeral home’s customer
base will embrace the alkaline

The Resomation equipment is a fully automated stainless steel vessel that utilizes a user-friendly PLC
touch screen to establish appropriate operating settings.

86" (2.59m) ‘

Pump

Recirculation

Outside:

Length: §' 6 (259 m)
Width: 2' 11" (89 m)
Height: 6 4" (193 m)

— Effluent Treatment

Load Cells
Drain

Inside:

Radius 29" (73.66 cm)  Lenqth 6'6" (2.03 m)

BI0 Cremate up to 350 Ibs. (158.76 kq) individual
Holds 559 liters (148 gallons) of water, top of basket

Equipment Necessary:
- Stainless steel pressure vessel

- Steam generator - produces
sufficient steam at the required
temperature and pressure

- Chemical ank - contains
the alkali solution

- Optional: Effluent tank that would
fold process effluent that would
be transported to an authorized facility

(Image courtesy of Matthews International
Cremation Division)
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hydrolysis option. “We think there is
a segment of our marketplace that
will embrace the value of this new
process, especially the environmen-
tally conscious population,” Bill
McQueen said. “Our main market
area is greater St. Petersburg, which
is the first city in Florida which has
been designated a ‘green city’ because
of its environmental initiatives,
including the country’s largest
reclaimed water systems, recycling
programs, extensive parks systems
and water conservation educational
programs.”

The McQueens feel that with the
publicity gained from the Bio-
Cremation process, they will be able
to reach out to interested consumers
from outside their immediate market-
place. But will they be charging a
high premium for the new service?
“Though  consumer research
conducted to date indicates that the
interested consumer is willing to pay
a premium above the basic flame-
based cremation, we have not made a
final determination if we will charge
one because our cremation services
already are premium-priced for our
market area,” Bill McQueen said. “If
we do charge a premium, it probably
would be no more than 10 percent
above our current pricing.”

Proper Education

One of the biggest obstacles
seemingly standing in the way of
alkaline hydrolysis becoming a more
widespread practice is proper
education about the process, both for
the consumer and for the funeral
director.

On the importance of proper
education, Sullivan said, “The
independent public market research
carried out in the U.K. by one of our
clients and also those done indepen-
dently by Matthews in the U.S.A.
shows that the public in general are
on (alkaline hydrolysis’s) side once
they understand the process and
benefits. Education is key.”

Schaal said that there is a lot of
misinformation going around about
the alkaline hydrolysis process. He
explained that he sees several distinct
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groups who
seek out the
media,
including;:

1) Those
who look at
alkaline

hydrolysis as
the butt-end
of a joke

2) Those who are threatened by the
technology

3) Those who are sincerely inter-
ested (open-minded) about the
environment and end-of-life impact

Schaal said he finds it interesting
that the majority of consumers fall
into the third category. “As we are
witnessing more and more within our
industry, the consumer is way out in
front of us, and we are trying desper-
ately to catch up and remain
significant with meaningful products
and services,” Schaal said. “Here we
have an opportunity to provide an
option for a greener funeral that can
offer a premium in service that
happens to coincide and support
behavior in the market. People don’t
view being green as cheap but a cost
for a particular lifestyle that lessens
the impact on the environment.”

Bill McQueen stated that his firm
has collaborated with Matthews to
help increase consumer education of
the alkaline hydrolysis process. “We
have been assisting Matthews as they
perform their consumer research and
work with their marketing and PR
firms to develop the media and
approach for the consumer to present
the unique value proposition for Bio
Cremation,” he said.

If an alkaline hydrolysis unit is
installed at a funeral home, the staff
will also have to be educated on its
proper operation. Although the unit
had yet to be installed at Anderson-
McQueen as of this writing, Bill
McQueen said that a plan has been
laid out to give staff the appropriate
training. “There will be several days
of on-site training as well as online
monitoring once we are up and
operating,” he said. “We have been
blessed with a staff that always is
willing to try a new approach or

Here we have an
opportunity to provide an
option for a greener funeral
that can offer a premium in
service that happens to
coincide and support
behavior in the market.

- Steve Schaal, division manager of
sales and marketing for Matthews
Cremation Division

product if it might bring more value
to our client families. Our staff is
excited to be a part of this ground-
breaking experience and can’t wait to
get started.”

Education isn’t the only hurdle
alkaline hydrolysis has to face in the
U.S. “Keep in mind, it’s not just
about the commercial application for
funeral home integration but also
water treatment compliance,” Schaal
said. “Because Matthews is leading
the pioneering developments, it’s
been a fairly complicated process
that requires a lot of expertise. We’re
confident that we can deliver the
technical solutions that will support
any client around the world wanting
to provide this environmental
service.”

Although Florida recognizes
alkaline hydrolysis as a form of
cremation, Anderson-McQueen
recently needed to obtain water
treatment compliance. “We still are
in the process of obtaining the final
water resources permit from the City
of St. Petersburg,” Bill McQueen
said. “Since this is a totally new
concept, they are doing a very
thorough job of making sure that the
process complies with all rules and
regulations, but we are hopeful that
we will have this last permit in hand
shortly so installation can begin.”

Industry Acceptance
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Even if funeral firms in the U.S. are
properly educated on alkaline
hydrolysis, they may still be reluctant
to spend money on a basically
unknown endeavor. But having a
prestigious and well-respected firm
such as Anderson-McQueen take the
first step may help open the flood-
gates to other funeral homes
adopting the process.

“The McQueen family are well
known leaders within funeral service,
and we are honored by the associ-
ation,” Schaal said. “Being the first
commercially viable Bio Cremation
Center will certainly help open a
global market awareness.”

Sullivan agrees with Schaal that a
high-profile funeral firm making the
jump to alkaline hydrolysis will help
kick-start more interest. “Inevitably,
a successful commercial installation
in conjunction with a highly
respected and prestigious client
delivers a positive market statement
in the process of positive change,”
Sullivan said. “Fundamental change
never comes easy, and it takes
credible market leaders and forward
thinkers such as Anderson-McQueen
to show the way. Many others
Matthews is talking to are clearly
waiting to evaluate and make their
decisions.”

Although the installation of the Bio
Cremation unit is a big deal,
McQueen said that they haven’t
made it well known just yet. “Only a
few of our colleagues do know that
we are in the process of installing a
Bio Cremation unit,” he said. “Most
have applauded our efforts to be the
first in this endeavor.”

Anderson-McQueen has kept its
new venture fairly quiet, but Schaal
said that Matthews has still received
a sizable amount of interest in Bio
Cremation. “We have hundreds of
inquiries,” he said. “Probably a dozen
projects in various stages of devel-
opment.”

While interest is blossoming, Bill
McQueen doesn’t expect an
overnight success for Bio Cremation,
with flame-based cremation still
growing considerably every year. “I
think it will be a complement, and
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not a replacement, to flame-based
cremation,” he said. And although
they’re obvious advocates of alkaline
hydrolysis, McQueen said he and his
firm are not involved with any lobby-
ing efforts on behalf of the technolo-
gy. That being said, he stated that he
would certainly encourage other
funeral homes to incorporate a Bio
Cremation unit. “I do think because
of the significant capital investment,
the funeral home would need to be
handling enough case volume to war-
rant the investment, or partner with
others (or provide the service to
other funeral homes in their expand-
ed trade area),” he said. “Also, for
those firms who might be located in
an area where it is becoming much
more difficult to obtain an air quality
permit for a flame-based crematory,
this could be a good alternative
option.”

Other funeral homes may wonder
how Bio Cremation would be
profitable for them, and Bill
McQueen said that the low cost per
cremation is a key factor. “We feel
that if one were performing 500 Bio
Cremations annually, the cost per
cremation would be approximately
$200,” he said. “This would include
operating costs, maintenance and
capital cost/installation. It would not
include labor cost.”

Even if the process appeals to a
funeral home, it would still have to
appeal to the consumer more than
flame-based cremation. So whom
would you target for a Bio
Cremation service? “I think this
process will appeal to those solution-
seeking consumers who are looking
for a gentler or more sympathetic
process to quickly reduce the body to
bones than a flame-based cremation,
those who want to minimize their
final carbon footprint or those who
are not comfortable with the slow
decomposition process of burial
through microorganisms,” McQueen
said. “For those consumers who are
price-seekers and are looking only
for the least expensive means of body
disposal, this probably will not be for
them.”

Sullivan thinks that Bio Cremation

will especially hold appeal to those
looking to reduce their carbon
footprint. “Apart from it simply not
being burial or burning for which a
percentage of the population seek an
alternative exit, there are three real
environmental benefits, which are 1)
significant carbon  footprint
reduction 2) on average seven times
less fossil fuels being used per body
and 3) no emissions to air -
especially mercury vapor from teeth
amalgam, which end up as highly
toxic methyl mercury in water
supplies and ultimately our food
chain,” he said.

Association Approach

As outgoing president of the
Cremation Association of North
America, Bill McQueen believes that
alkaline hydrolysis should be tied to
CANA’s mission and embraced by all
death-care associations. “I personally
feel that none of the death-care
associations  should  dismiss
summarily alkaline hydrolysis or any
other innovative service or product,”
he said. “If we narrow our focus and
say that we only are about ‘flame-
based cremation’ or ‘earth burial,
then we may miss out on the next
‘disruptive innovation’ that revolu-
tionizes our profession.”

He added, “I recall hearing a
speaker say once that the railroad
titans missed out on controlling the
airline industry because they said
that they were ‘men of steel” and only
concerned about trains — rather than
saying they were all about ‘trans-
portation’ through whatever
appropriate means.”

John Ross, executive director of
CANA, said that there is buzz among
the association’s members about
alkaline hydrolysis. “Clearly there is
interest in alkaline hydrolysis within
the CANA membership. This is just
one of the variants of the disposition
of a body. A ‘cremation option’ is the
terminology we would use, but just
as clearly it's still very early in the life
cycle of that product, and it will take
some time to really evaluate what the
reception is going to be to alkaline
hydrolysis,” Ross said. “Obviously,
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there will be alternatives to tradi-
tional cremation that will emerge
from time to time, and as an organi-
zation, we are open to whatever
those technologies will be. The
ultimate test will be what the market
will accept.”

Ross noted that CANA does not
endorse any particular method of
cremation. “But we are certainly
open to every technology, and I antic-
ipate that alkaline hydrolysis will
grow as an option,” he said.

When asked if CANA will be
including those who choose alkaline
hydrolysis in its cremation statistics,
or if the association would be
creating an entirely new category,
Ross replied, “This will evolve over
time ... for reporting purposes, we
will include alkaline hydrolysis
cremations in with the overall
statistics. However, as this (or any
other) category grows, we will
definitely consider reporting it
separately. It will likely be a few

years before alkaline hydrolysis
exceeds 1 to 2 percent of the total —
the capacity just is not in place yet.
We are tracking capacity but will
likely cite that only as a footnote
until the numbers are rather larger.”

In the Future

Ross predicts that within 10 years,
alkaline hydrolysis could be a signif-
icant portion of overall disposition -
perhaps in the 5 to 10 percent range.
“In 25 years, it will probably be an
even larger percent — it could be as
much as half in some point of time,
but it really depends on the market,”
he said.

Schaal said that what will happen
with alkaline hydrolysis 10 years
down the road is tough to predict,
but said based on his experience
within the funeral industry, adoption
will be cautious and slow.
“Consumers’ preferences are what
drive the creation/delivery of
products and services, and this issue

will be no different within our
industry,” he said. “The consumer is
way out in front of us. We already
have the early funeral pioneers who
recognize immediately the oppor-
tunity to enhance their services while
championing the environmental
responsibilities within the
community.”

Sullivan agreed that it’s difficult to
see where the process will be in 10
years, but he is optimistic that it will
catch on. “I certainly do not budget
that far ahead and would not dare to
predict where alkaline hydrolysis will
be other than to say it will be a clear,
well-established third choice for the
public to allow them to express their
environmental awareness and
concerns in a positive way,” he said.
“I expect that it will overtake flame
cremation at some time in the future,
but the timing is too dependent on
many other factors to predict how
fast this will come about. The public
will ultimately decide.” o

BUSINESS CONFIDENCE.

Making sure your funeral home thrives has always been tough.

But with the economic crisis deepening into a recession that's

expected to be more painful than any in living memory, it's about

to get tougher. We can help.

The Economic Survival Guide is packed with 101 tips on how

to survive (and thrive!) in these challenging times. Sponsored

exclusively by Homesteaders Life Company, this guide is

available now for only $75.

Order Your Copy Today!

Call 800-500-4585 or visit www.katesboylston.com/survival
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