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This cemetery district has an interesting past. The existing 23 acres were purchased from Crocker Bank on 

October 18, 1880 for $1.00. The Tracy Cemetery Association, a private non-profit organization, came into 

existence on March 26, 1881. People were encouraged to have their deceased family members moved and 

reinterred in Tracy’s new cemetery. 

On June 17, 1929, the Association was reorganized as the Tracy Public Cemetery District, which is how it 

continues to operate. Today, you can visit thousands of graves, old family plots, Little Arlington, and two family 

mausoleums. By about 2022, all available plots and niches are expected to be sold. 

Today, they have a staff of 6 full time and 2 part-time employees and five trustees on their board. 

They average about 220 interments each year. This is expected to increase with on-going growth in Tracy, 

Mountain House, Ellis, and Tracy Hills, all within the 200 square mile cemetery district. 

The top priority of the Tracy Public Cemetery District is the public they serve and those interred, who have been 

entrusted to their care. 

About five years ago, the District began the process of purchasing another 20 acres of land on which to build a 

second cemetery.  

Before breaking ground on a second cemetery, the Board wanted to ensure that the existing cemetery was in top 

shape. 

While continuing to improve the existing cemetery, they began the lengthy process of having the 20 acres of 

fallow farm land rezoned to ensure it was suitable for a cemetery as a condition of closing escrow. This involved 

environmental impact studies, ground well studies, soil studies, public hearings, and meeting with the few 

neighbors who were in proximity to the new site, etc. 

After completing the purchase, they then began the design phase, followed by construction bids, permits, etc., 

and about two years ago broke ground on the new site. Phase one of the new cemetery, which uses about 6 of the 

20 acres was completed about a year ago at a cost of approx. 2.2 million dollars. A large portion of the 

construction cost went into site infrastructure, new ground well, pumps, hot tap into city water for a fire hydrant, 

septic systems, electrical, lighting, roads, fencing, a large maintenance building with an office, and a caretaker’s 

residence on the property. With the infrastructure now in place, the remaining 16 acres will be built-out (straight 

back) as needed and will only require fencing, roads, lights, grass, and irrigation. 

With two cemeteries, the district has now broadened its interment offerings and price ranges from which the 

public can choose. They have also ensured that they can accommodate interments for the next 100 years. 

The District Manager, Alma Celeya, has been invaluable throughout this entire process, all while continuing to 

do an outstanding job of running the Tracy Public Cemetery, as she has for the last quarter of a century. After 

reluctantly agreeing to temporarily staff the office for a few weeks, many years ago, Alma ended up taking the 

manager’s position and over the years has transformed the cemeteries into what they are today. The board fully 

credits Alma and her staff for all that has been accomplished. 
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The President’s award is given to an individual or group that 

exhibits exceptional service and support of the PCA’s 

membership and programs. 

This years’ recipient celebrated their 90 birthday on Sunday, 

August 28
th
.  

When I partnered with the District’s Manager over two years 

ago to explore uncharted cemetery territory, little did I know 

the partnership package included the entire board of trustees, 

office staff and grounds crew. Let me tell you if you think Ray 

Young is a steamroller, the Fair Oaks Cemetery District’s 

trustees and staff are just as persistent and dedicated to the 

endeavors of the PCA. The Board, Management and Staff 

truly believe in and support the Public Cemetery Alliance 

goals. What I appreciate most about this group is their honesty 

and willingness to share their opinions and ideas! 

Fair Oaks Cemetery District’s contributions to the PCA over 

past years have been outstanding – Thank you for support! 

Trustees: Bob Clouse-Chairman, Tom Askins, Beverly Dodds, 

Patricia Vogel and Carolyn Flood 

Manager: Ray Young 

Office Manager: Terri Perrin 

Assistant: Teresa Day 

Lead Groundsman: Guillermo Barron 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

 

 

 

 

    ART LEONARD RETIRES  

September 1, 2016 was a sullen day for the Orland Cemetery 

District.   Art Leonard, Manager and PCA Director, retired 

after 31 years of service. Art’s career started in 1985 as a 

groundskeeper.  He worked his way to the District Manager 

position in 1996 where he remained until his retirement.   

Art served on the PCA Board of Directors for ten years.  In 

2015 he received the prestigious Public Cemetery Alliance 

President’s Award.  He worked hard throughout his career to 

keep the cemetery in good shape and to make sure that the 

Memorial Day celebrations were a priority. 

A reception was held on September 2, at the Odd Fellows 

Cemetery Gazebo (a building that Art was instrumental in 

constructing during his tenure).  Supervisor Dwight Foltz was 

present at the celebration and presented Art with a Letter of 

Commendation on behalf of the Glenn County Board of 

Supervisors for his exceptional service.  Orland Cemetery 

District Chairwoman, Pat DeFries bestowed Art with a framed 

Letter of Appreciation for his service and dedication coupled 

with pictures of some of the major improvement projects Art 

has been responsible for.  The event as well attended by 

grateful community members, friends, family, the OCD board 

and staff, vendors, local dignitaries as well as PCA President 

Cheryl Smith and Director Arnie Brinton.  

In his retirement, Art stated that he will be working on a list of 

“Honey do” projects as well as traveling with his wife Carol.   

Congratulations and Best Wishes as you start a new chapter of 

your life! 

 

 

2016 PRESIDENT'S AWARD 

PRESENTED TO THE 

FAIR OAKS CEMETERY DISTRICT 

BOARD OF TRUSTEES 

AND STAFF 

 

 

Art receiving the 

PCA Honorary Life 

Membership 

Receiving a letter of 

appreciation for 31 years of 

service to the Orland 

Cemetery District 



 

 CUSTOM 

AGRONOMIC 

SOLUTIONS 

2787 Del Monte Street 

West Sacramento, Ca 95691  

Phone 866-477-2307  Local 916-277-8090  Fax 916-303-1635 

Certified Small Business / Micro Business - # 1746252 

 Bare Ground and Roadway Weed Control / Abatement / Pre and Post Herbicide Treatments 

 Turf Renovation Weed Control, Nutrient, Pre and Post Herbicide Treatments 

 Tree and Shrub Insect, Disease & Nutrient Treatments & Injections 

Contractors State License Board # 962721   Qualified License # 105889 & 122147 

 

Mark R. Velasquez 

Jami K. Terrell 

Robert W.Hunt 

                                                                                                                                                             1478 Stone Point Dr. Suite 100 

    Mark R. Velasquez                            Jami K. Terrell              Robert W. Hunt                  Roseville, Ca 95661 

mvelasquez@hjg-law.com               jterrell@hjg-law.com       rhunt@hjg-law.com        Telephone (916) 708-7008 
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SAFETY TRAINING DAY 
 

Join Madera Cemetery District On 

Wednesday February 1, 2017 

From 9:00 am—2:00 pm 

1301 Roberts Ave.  Madera, CA 93637 
 

Co-hosted and lunch provided by 
Golden State Risk Management 

For more information contact 
John Anderson  

maderad@sbcglobal.net 
 

 

 

 

4 

 Less Maintenance 

 No heavy Equipment 

 Easy to set and install 

 

 

 

 

Increased revenue 

Nests for convenient storage 

Delivered on company  

Owned trucks 

Any vault can be 

personalized allowing all 

families you serve the option 

for peace of mind at the 

grave site 

 



PREVAILING WAGES 
By Mark R. Velasquez, Esq. 

Of Hunt Jeppson & Griffin LLP 

 
What is the Purpose of Prevailing Wages? The California 

Public Works Law (found in Labor Code 1720 et. seq., and 8 

CCR Sec 16000)requires a contractor topay prevailing wages 

to its workers employed on public works projects. The 

purpose of the law is to protect workers from being forced to 

work in unlawful conditions, protect employers who comply 

with the law from those who seek an advantage by not abiding 

by the standards, and ensure that the ability to get a public 

works contract is not based on paying lower wage rates than a 

competitor. Essentially, all contractors are required to use the 

same wage rates when bidding on a public works project. 

What is a Public Works Project / When must the Contractor 

Pay Prevailing Wages? “Public works” means a project that:  

1) involves construction (including work performed during the 

design and preconstruction phases of construction including, 

but not limited to, inspection and land surveying work), 

alteration, demolition,installation, or repair work; 2) is done 

under contract and; 3) is to be paid either in whole or in part 

out of public funds.  The law specifically does not apply to 

work by a public agency with its own employees.  While 

“maintenance” is not mentioned in Labor Code 1720, 

maintenance including tree pruning and removal has been 

determined  by the Courts to be within the general definition 

of “public works.” Reliable Tree Experts v. Baker (App. 1 

Dist. 2011) 133 Cal.Rptr.3d 186; see also 8 CCR 16000. 

Who sets Prevailing Wage?  The Director of the California 

Department of Industrial Relations(“DIR”) sets the actual 

wage according to the type of work and location of the project.  

Prevailing wage rates can be found at: 

http://www.dir.ca.gov/OPRL/DPreWageDetermination.htm.  

The contractor is required to make sure its bid and contract 

price includes prevailing wages for its employees.  

Additionally, the government entity also has a responsibility to 

make sure that the contactors are notified that it is a public 

works project.   

Exceptions to Prevailing Wages:  There are a few exceptions 

to the prevailing wage requirement and they are as follows:  1) 

Apublic works projectthat is $1,000 or less; 2) if an awarding 

body already has a Labor Compliance Program approved by 

the Director of the Department of Industrial Relations, or has 

entered into a collective bargaining agreement that binds all 

contractors(most districts do not have this), and; 3)  work done 

by volunteers, janitorial services, security guards, and work 

done by the Cal. Conservation Corps.   

 

NOTE: A District cannot split up a project into several parts 

each under $1,000.00 to avoid prevailing wages.  In fact, it can 

be a crime to do so. See Public Contract Code § 20163.  Nor 

does the law differentiate between what is being built.  

Construction is construction whether it is a road or a niche.  

The only items that can be separated from a public works 

project are those done by the district’s employees.   

 

 

USEFUL DEVELOPMENT: A 2014 court decision held that 

prevailing wage law does not apply to employees who 

fabricate materials for a public works project at a permanent, 

offsite manufacturing facility that is not exclusively dedicated 

to the project.  This means,for example, that a 

premanufactured niche should not cost any more than it does 

if being sold to a private cemetery. Only the cost of 

installation, if being done by the niche company, is subject to 

prevailing wages.  

Why is this Important for Your Districts /Agencies Now? 

There were some changes that went into effect in 2015 that 

made this topic stand out.  First, the creation of the DIR 

Compliance Monitoring Unit to monitor and enforce 

California’s prevailing wage laws on certain projects funded 

in whole or in part from any bond issued by the state.  Second, 

the change requires mandatory registration forcontractors (and 

subcontractors) who wanted to bid and enter into contracts for 

public works projects.  Third, the awarding body (i.e. the 

District/Agency) must resister public works projects with the 

DIR within 5 days of awarding a public works contract (online 

Form PWC 100), must make sure the contracting body is 

registered with the DIR, and must notify the DIR of any 

suspected violations. For more specific information and 

instructions for awarding bodies, please go 

tohttp://www.dir.ca.gov/Public-Works/Awarding-Bodies.html 

What can be done?  While legislative action to change the 

laws is always an option, the California legislature has 

generally been working to strengthen the prevailing wage 

laws, not weaken them.  Districts may need to consider 

additional income sources as part of the equation to pay for 

certain projects.  

Disclaimer: The information contained in this article is general in 

nature, and is not intended to serve as legal advice or as a 

guarantee, warranty or prediction regarding the outcome of any 

particular legal matter. The information on these web pages is 

subject to change at any time and may be incomplete and/or may 

contain errors. You should not rely on these pages without first 

consulting a qualified attorney. 

 

 

               Mark Velasquez 

http://www.dir.ca.gov/OPRL/DPreWageDetermination.htm
http://www.dir.ca.gov/Public-Works/Awarding-Bodies.html


Coaching Employees to Improved 

Performance 
John Anderson 

PCA Vise President 

 
     What is coaching and why do we need to do it?  

Coaching is a way to take the employee further in 

terms of performance and capability.  Simply put, 

coaching means helping the employee to 

continuously improve, reach the limits of his or her 

performance capability and achieve outstanding 

performance for you and your District. 

     So how do we get employees to perform better?  

It’s important you establish a personal connection 

with each person who works for you.  The better 

you learn to know them, the better position you are 

in to know what motivates them.  Learn to know 

what makes each employee feel good about 

themselves, what are they passionate about, and 

what makes them put forth a little extra effort in 

their lives. Make time during the day to talk with 

each employee.  Discuss something of interest to 

them.  Your purpose is to stay connected with them 

and to give them frequent opportunities to bring up 

work issues.  Don’t use these times to tell them 

what they are doing wrong.  There is a time and 

place for that.  You want them to feel comfortable 

when you stop to talk with them.  Always make 

them feel you are interested and have a concern for 

what’s going on.   Give employees advice and 

comment on the job they are doing.  Look for the 

positive and let them know that they are doing well.  

Some need to know more often than others.   

     Taking care of a bad situation is easier when you 

establish a positive working relationship and 

environment.  When addressing a poor work habit, 

take care of it as soon as possible so it doesn’t 

continue.  Talk to the person in a positive manner.  

Not only tell them what was done incorrectly but 

explain how it should be done so they feel you are 

helping them. 

      Sit down and talk with them about their 

performance in private every 3 to 4 months.  Ask 

them how they think they are doing and needs they 

might have.  Be willing to listen.  This is a time they 

may have suggestions or new ideas.  After their 

inputs recommend ways they can improve and set 

new goals or ideas for them. Show your 

appreciation for a job well done.  If they know their 

work is valued it will increase performance.        

  

 
 

 

 
 

 

  John Wilks                           "The Lord Reigns" 
    Owner 

 
 CONCRETE PRODUCTS - VANTAGE DEALER 

      HONORED TO SERVE YOU SINCE 1978 

 

    530-868-5568                   P.O. Box 813 

  Cell: 530-321-8423           Biggs, Ca 95917 

 

 

 

 

 



 

2017 Annual Meeting 

Where: Black Oak Casino, Tuolumne, CA 

 

August 22 - 24, 2017 

 Tuesday, 22 – Afternoon Bowling Mixer & Vendor Reception 
 

 Wednesday, 23 - Featured Guest Speaker 

 Brent Ives  
Consultant, Management & Organizational Behavior 

 

 Thursday, 24 - Roundtables: Legal, Policy, Risk Management, Operations,  
 Hot Issues 
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We Work For California Public Cemeteries
Golden State Risk Management Authority (GSRMA) is unique in 
California risk pools. We cater to small and medium-sized public 
entities that do not have the resources to fund all the expertise 
(human resource staff, dedicated legal counsel and even risk 
management and loss prevention positions) that their larger 
counterparts can afford.

A good number of our members are public cemeteries ranging 
from multi-site entities with as many as 20 employees and a 
full time administrative staff, to small entities run with only a 
small volunteer board. We are proud to provide them and all of 
our members not just competitive insurance rates, but a solid, 
respected risk sharing pool, a variety of useful benefits and the 
highest level of personalized service.
 
We “work” for California public cemeteries by:

More than 120 public cemeteries of all sizes and from all regions 
of California are covered through Golden State Risk Management 
Authority. If you are not already a GSRMA member, we invite you 
to contact us and take a look at the comprehensive coverage and 
services that we offer California public cemetery districts.

For more information please contact:
Jennifer Peters or Naomi Whatley at
(530) 934-5633 or memberservices@gsrma.org
Visit our website at www.gsrma.org



BREAKOUT SESSION 
By: Ray Young, Manager, Fair Oaks Cemetery District 

PCA ANNUAL CONFERNCE 

AUGUST 26, 2016 
The Manager’s Break-Out Session was led by Ken Moeller, 

Manager of the Hills Ferry Cemetery District.  Many subjects 

were covered and as usual we ran short on time! 

We welcomed two new district manager’s from the private 

cemetery sector joining us for the first time and bringing with 

them some very valuable information on marketing, pricing, 

policy and clearly a “New Perspective” for us to take a look at.  

Harley Forrey, Manager, Newcastle-Rocklin-Gold Hill 

Cemetery District joined us as well as Jonathan Lambdin, 

Manager, Elk Grove-Consumnes Cemetery District. Both 

managers shared their insight and knowledge of cemetery 

operations and we look forward to their participation at future 

meetings.  I would recommend you give them a call just to 

introduce yourself and find out more about their cemetery 

operation solutions.  I just found out that Galt-Arno Cemetery 

District has enlisted the services a new manager from the 

mortuary side of our industry too, Belinda Ellis, formally with 

Herberger’s Mortuary.    Welcome to all the new managers on 

behalf of the Public Cemetery Alliance. 

It was a brisk discussion led by Ken, subjects that were 

discussed ranged from Non-Resident burials, double depth 

burials, flower regulations, pricing, green burials, dis-

interments, personnel matters, actually too many to list and 

report on.  

An interesting topic arose about accepting cash payments. Due 

to safety and risk concerns, some districts have adopted policy 

to only accept payments in checks, credit cards or money 

orders. This may be a good idea for districts located in isolated 

rural areas and/or for those with a small office staff.  

Green burials are being done by Nevada Cemetery District.  

Operations Manager Matt Melugin gave a brief breakdown of 

the development of the District’s Green Burial policies and 

procedures.  I have since visited the Nevada Cemetery District 

to get a tour and Matt was kind enough to take time out of his 

busy schedule to give me a personal tour of the location for 

these Green Burials.  The tour revealed the start to finish 

research and development of this type of burial.  The Nevada 

Cemetery District has accomplished a unique type of burial 

that most of our district’s don’t do or have knowledge of.  If 

you have a chance, call or even better, travel to the Nevada 

Cemetery District’s facility and I’m sure Matt would take time 

to give you a tour and the background of the project 
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              Rick Beal  

New PCA  Board Member  

 

 

 

          Manager's Breakout Session 

         Trustee's Breakout Session 



The 10 Commandments of Customer 

Service 

Know who is the boss. You are in business to service 

customer needs, and you can only do that if you know what it 

is your customers want. When you truly listen to your 

customers, they let you know what they want and how you can 

provide good service. Never forget that the customer pays 

your salary and makes your job possible.  

1. Be a Good Listener 

Take the time to identify customer needs by asking questions 

and concentrating on what the customer is really saying. 

Listen to their words, the tone of voice, body language, and 

most importantly, how they feel. Beware of making 

assumptions - thinking you intuitively know what the 

customer wants. Do you know what two things are most 

important to your customer?Effective listening and undivided 

attention are particularly important. 

2. Identify and Anticipate Needs 

Customers don't buy products or services. They buy good 

feelings and solutions to problems. Most customer needs are 

emotional rather than logical. The more you know your 

customers, the better you become at anticipating their needs. 

Communicate regularly so that you are aware of problems or 

upcoming needs. 

3. Make Customers Feel Important and Appreciated 

Treat them as individuals. Always use their name and find 

ways to compliment them, but be sincere. People value 

sincerity. It creates good feeling and trust. Think about ways 

to generate good feelings about doing business with you. 

Customers are very sensitive and know whether or not you 

really care about them. Thank them every time you get a 

chance. 

4. Body Language Is Key 

Be sure that your body language conveys sincerity. Your 

words and actions should be congruent. 

5. Understanding Is Crucial 

Help customers understand your systems. Your organization 

may have the world's best systems for getting things done, but 

if customers don't understand them, they can get confused, 

impatient and angry. Take time to explain how your systems 

work and how they simplify transactions. Be careful that your 

systems don't reduce the human element of your organization.  

 

 

 

6. Appreciate the Power of "Yes" 

Always look for ways to help your customers.When they have 

a request (as long as it is reasonable) tell them that you can do 

it. Figure out how afterward. Look for ways to make doing 

business with you easy. Always do what you say you are 

going to do.  

7. Know How to Apologize 

When something goes wrong, apologize. It's easy and 

customers like it. The customer may not always be right, but 

the customer must alwayswin. Deal with problems 

immediately and let customers know what you have done. 

Make it simple for customers to complain. Value their 

complaints. As much as we dislike it, it gives us an 

opportunity to improve. Even if customers are having a bad 

day, go out of your way to make them feel comfortable.  

8. Give More Than Expected 

Since the future of all companies lies in keeping customers 

happy, think of ways to elevate yourself above the 

competition. Consider the following: 

 What can you give customers that they cannot get 

elsewhere? 

 What can you do to follow-up and thank people even 

when they don't buy?  

 What can you give customers thatistotally 

unexpected? 

9. Get Regular Feedback 

Encourage and welcome suggestions about how you could 

improve. There are several ways in which you can find out 

what customers think and feel about your services. 

 Listen carefully to what they say. 

 Check back regularly to see how things are going.  

 Provide a method that invites constructive 

criticism,comments, and suggestions. 

10. Treat Employees Well 

Employees are your internal customers and need a regular 

dose of appreciation. Thank them and find ways to let them 

know how important they are. Treat your employees with 

respect and chances are they will have a higher regard for 

customers. Appreciation stems from the top. Treating 

customers and employees well is equally important. 
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Public Cemetery Alliance 

Post Office Box 494 

Gridley, Ca 95948 

 
RETURN SERVICE REQUESTED 

 

 

 

 

 

 

 

 

The Special Needs of Special Districts 
 

Wells Fargo Advisors can help by: 

 

•Working within your investment policy to potentially increase your assets 
•Developing a long-range strategy 
•Providing trust-worthy advice and dependable service 

 

Call today for a free consultation. 

 

 

Sandra Wheeler 
Associate Vice President – Investment 
Officer 
1160 Marsh St., Suite 200 
San Luis Obispo, CA 93401 
805-783-7942 • 855-999-7942 
sandra.wheeler@wfadvisors.com 
CA Insurance License # 0806589 

Investment and Insurance Products: u NOT FDIC Insured u NO Bank Guarantee u MAY Lose Value 

Wells Fargo Advisors, LLC, Member SIPC, is a registered broker-dealer and a separate 
non-bank affiliate of Wells Fargo & Company. 
©2013 Wells Fargo Advisors, LLC. All rights reserved. 0913-00150 [74129-v2] 

 

 

Together we'll go far 
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