
NPS’ financial condition as recently as last February was 
so dire that company owner Brent Cassity was ready to 
launch a “fear and greed” campaign to raise cash, the Insider 
has learned. 
 

Mere weeks before Missouri regulators forced NPS to 
stop selling preneed within the state, Cassity laid out a plan 
to raise $11.8 million by threatening not to pay growth on 
contracts unless Missouri FDs wrote more business. That 
would solve the company’s “cash crunch,” according to an 
internal NPS e-mail obtained by the Insider. 
 
Inside Cassity’s Plan to Stem Growth Payments 
 

Under Cassity’s plan, 590 Missouri funeral homes were 
to be told they would not receive growth on their NPS 
policies unless they wrote at least one new preneed contract 
every 90 days. 
 

If all 590 of those “non-writing” (Cassity’s term) funeral 
homes could be induced to start writing a contract at that 
pace, then, at an average $5,000 per funeral, NPS could 
generate $11.8 million of new business in a single year, 
Cassity wrote in a Feb. 13 e-mail to Roxanne Schnieders, 
NPS’ president of corporate development. 
 

“[That’s] as little as four contracts a year,” Cassity 
wrote. “We can even be lenient on that if they are very 
small…[This] could single-handedly pull us from our 
volume cash crunch.”  
  

Neither Cassity nor Schnieders responded to interview 
requests for this report. The Texas Department of Insurance, 
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now the receiver for NPS, also declined to comment. But Cassity’s position, as expressed in the 
February e-mail, was that “we have no obligation to pay them growth if they haven’t kept their 
agreement with us current. Either side can cancel if they are not satisfied. Our satisfaction comes 
from us receiving some business from them; theirs is receiving growth.” 
 

The Insider has found no evidence that the plan was ever deployed on a grand scale as an 
outbound sales effort. But a former NPS account rep, who declined to be identified, confirms that 
when “funeral homes called to verify why they only received face amount on their claims, they were 
given the script.” (A reproduction of the script appears on p. 3.) 
 
Was the Plan a Legitimate Tactic or a Breach of Contract? 
 

Cassity’s legal argument is questionable, says preneed attorney Bill Stalter of Stalter Legal 
Services in Overland Park, Kan. He says the contract gives the parties the right to terminate their 
relationship with regard to future preneed contracts, not to renege on promises made regarding 
preneed contracts that have already been sold. 
 

“They’re saying, ‘We’ll do what we said we would, but only if you continue to write business,’” 
agrees Danielle Grace, a former NPS account rep in Iowa. “That’s a threat.” 
 

“I call it the ‘extortion’ e-mail,” adds Mike McCoy, NPS’ former COO. “It’s saying, ‘You’re 
either going to send us another contract or you’re not going to get what we promised you.’ I don’t 
know of anybody else who does that.” 
 

Cozean Funeral Home in Farmington, Mo., was on Cassity’s target list of 590 firms. But owner 
Jon Cozean isn’t indignant. “Those are hardball tactics, but it’s standard practice in the business 
world,” he observes. “Car dealerships are the same way. You have to sell a certain amount if you 
want to keep that Chevrolet dealership. Lots of industries use leverage that way.” 
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Desperate to solve a “cash crunch,” NPS owner Brent Cassity developed 

a script to help account execs talk FDs out of their growth payments.  
The Texas Department of Insurance’s investigation into NPS is ongoing. No time line has been 

set, says department attorney Rachel Giani. 
 

Many NPS clients face severe financial hardship if they do not receive growth payments. The 
average NPS-affiliated funeral homes is owed $80,788 in growth, according to a recent Insider 
survey (FSI 5/5/08), with some reporting growth amounts in the hundreds of thousands of dollars.  




