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TeamTangoAI Launches AI 
Platform for Funeral Homes 
and Cremation Providers

Jimmy LucasJeff Chen

D A L L A S / F O R T 
WORTH,TX— TeamTan-
goAI, an artificial intelligence 
platform designed exclusive-
ly for funeral homes, crema-
tion providers, and deathcare 
organizations, has officially 
launched.
	 The company was founded 
by Jimmy Lucas, a sixth-gen-
eration funeral profession-
al whose family has served 
families since 1860, and Jeff 
Chen, a technology executive 
with more than 25 years of 
experience in enterprise tech-
nology, cloud infrastructure, 
and business automation.

	 Unlike general-purpose AI 
tools, TeamTangoAI was built 
specifically for the workflows 
and communication needs of 
funeral and cremation pro-
viders. The platform helps 
manage first-call intake, after-
hours coverage, scheduling, 
family questions, and other 
routine interactions that of-
ten pull staff away from the 
families they are serving.
	 While the platform is equal-
ly suited for traditional fu-
neral homes, TeamTangoAI 
initially focuses on afford-
able online and direct crema-
tion providers. These busi-
nesses often operate with lean 
teams, high call volumes, and 
tight margins, making missed 
calls and administrative inter-
ruptions especially costly.
	 The platform was devel-
oped and refined inside Lu-
cas’s own direct cremation 
business, Simple Crema-
tion, where the challenges of 
missed calls and constant in-
terruptions inspired the idea.
	 “The idea grew out of a 
challenge in our own busi-
ness,” said Lucas, CEO of Lu-
cas Funerals & Cremations. 
“Our team was constantly 
being pulled away by simple 
phone calls and routine ques-
tions, and every interruption 
takes attention away from 
the families we’re serving. 
We wanted to know whether 
technology could handle re-
petitive work so our people 
could focus on what requires 
compassion and expertise.”
	 Lucas partnered with long-
time friend Chen to bring 
the concept to life. Their re-
lationship spans nearly four 
decades and includes a per-
sonal connection to funeral 
service—Lucas served as fu-
neral director and celebrant 
when Chen’s parents passed 
away, and both families now 
share property at the same 
cemetery. That experience re-
inforced their belief that tech-
nology should support, not 
replace, personal care.
	 “The funeral profession is 
built on compassion and per-

sonal connection,” said Chen. 
“Technology should remove 
friction from everyday opera-
tions, but it should never re-
place the human relationships 
at the heart of funeral service. 
Our goal is to give directors 
back the hours lost to rou-
tine calls and paperwork so 
they can spend that time with 
families.”
	 TeamTangoAI’s virtual as-
sistants always identify them-
selves as AI assistants and are 
trained in each firm’s pricing, 
services, policies, and pre-
ferred communication style. 
During a first call, the assis-

tant can either complete the 
initial intake or warm-trans-
fer callers to an on-call funer-
al director or cremation spe-
cialist, allowing each firm to 
determine how families are 
welcomed.
	 The platform includes five 
core capabilities: AI phone 
and text assistants that answer 
questions, capture leads, and 
route urgent calls 24/7; web-
site chat that assists families 
with online arrangements af-
ter hours; smart scheduling 
for arrangement conferences, 
confirmations, and remind-
ers; document automation 
that reduces manual data 
entry; a director dashboard 
that centralizes calls, conver-
sations, leads, and appoint-
ments; and privacy, security, 
and the responsible handling 
of sensitive family informa-
tion are built into every as-
pect of the platform.
	 Among the early adopt-
ers is Brian Leffler, owner 
of Cremation Specialists of 
Pennsylvania, who said “In 
the cremation business, ev-
ery family matters, and ev-
ery missed call is a missed 
opportunity to help some-
one in need. TeamTangoAI 
makes sure we’re always avail-
able, even when we can’t be 
everywhere at once. Families 
receive immediate, compas-
sionate responses that sound 
like they’re coming from a 
member of our staff. It’s the 
first AI solution I’ve seen that 
genuinely understands how 
funeral and cremation profes-
sionals serve families.” 
	 Lucas says the company’s 
mission has remained consis-
tent from the beginning, “We 
didn’t set out to build an AI 
company—we set out to solve 
a problem. If we can help fu-
neral professionals spend 
more time serving families 
and less time managing inter-
ruptions, we’ve done exactly 
what we hoped to do.”
	 To learn more or schedule 
a demonstration, visit Team-
TangoAI.com.

J. B. Showalter joins Chptr
NEW YORK,NY— Chptr 
has announced the appoint-
ment of J.B. Showalter as 
senior vice president of part-
nerships, strengthening the 
company’s leadership team as 
it continues its rapid expan-
sion across the funeral profes-
sion.
	 Showalter joins Chptr af-
ter more than 27 years with 
Batesville, where he held a 
series of executive sales lead-
ership and strategy roles and 
helped guide strategic growth 
initiatives across the organiza-
tion. Throughout his career, J.B. Showalter

he has earned a reputation for developing high-performing 
teams, cultivating trusted industry relationships, and helping 
funeral homeowners and operators stay ahead of their evolving 
profession.
	 His appointment comes during a period of significant mo-
mentum for Chptr. Over the past several months, the com-
pany has expanded to more than 400 funeral home locations 
nationwide, announced strategic partnerships with leading fu-
neral home groups and media companies, and closed its Series 
A financing to accelerate growth.
	 “Throughout my career, I’ve always believed that the best in-
novations are the ones that promote the value of the funeral to 
the end consumer, by strengthening the relationship between 
funeral directors and the families they serve,” said Showalter. 
“What drew me to Chptr is that we are doing exactly that. This 
team has built something that genuinely helps funeral profes-
sionals better tell their story of what makes this profession so 
special, while serving families in a more meaningful way. Join-
ing Chptr at this stage, with the momentum the company has 
built and the opportunity that’s ahead, was simply too exciting 
to pass up. I’m looking forward to helping even more funeral 
homes discover how to better tell their story.”
	 Showalter will work closely with funeral home partners na-
tionwide as Chptr continues expanding its broadcast, social, 
video, and slideshows offerings, helping funeral homes reach 
more families and strengthen community connections through 
modern memorialization.
	 “J.B. is one of the most respected leaders in funeral service,” 
said Rehan Choudhry, founder and CEO of Chptr. “His rep-
utation has been built over decades by earning the trust of fu-
neral professionals and consistently helping them succeed. As 
more funeral homes look for meaningful ways to better serve 
families, there’s no one better positioned to help lead that con-
versation. His experience, relationships, and understanding 
of this profession make him an extraordinary addition to our 
team, and we’re thrilled to welcome him to Chptr.”
	 Founded in 2020, Chptr has become one of the fastest-grow-
ing companies in death care, helping funeral homes transform 
obituaries into broadcast memorial announcements, memorial 
films, social tributes, and other digital experiences that connect 
families with the communities that care about them. Learn 
more at www.chptr.com.

	 By focusing on both major innovations and smaller opera-
tional improvements, Passages remains committed to ensuring 
that environmental stewardship is reflected in every detail of 
the products and services it provides. Learn more at www.pas-
sagesinternational.com.
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and will continue to enforce its patents, trade dress, and other 
intellectual property rights against parties who copy its prod-
ucts or processes, whether they operate as established business-
es or as individual sellers on online marketplaces.
	 Parting Stone offers solidified remains as a complete alterna-
tive to traditional cremated ashes, for people and pets. Devel-
oped in Santa Fe, NM with material scientists, the company’s 
patented process returns cremated remains as a collection of 
smooth, solid stones that families can hold and keep. Parting 
Stone partners with funeral homes and serves families across 
the United States and internationally. The company was fea-
tured on ABC’s Shark Tank in 2023 and proudly served over 
14,000 families. Learn more at partingstone.com.
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	 Conventional loans may 
also offer faster approval and 
closing timelines than SBA 
financing, making them at-
tractive when speed is im-
portant. Larger operators, 
multi-location funeral home 
groups, or owners refinanc-
ing existing properties may 
find conventional lend-
ing provides greater flexi-
bility. However, borrowers 
should expect higher down 
payment requirements—
often between 20 and 30 
percent—and shorter repay-
ment terms that typically re-
sult in higher monthly pay-
ments.
	 Selecting between SBA 
and conventional financing 
depends largely on the spe-
cifics of each transaction. 
SBA loans are generally the 
better fit when purchasing 
an existing funeral home 
with significant goodwill, 
when buyers have limited 
cash available for a down 
payment, or when preserv-
ing cash flow through longer 
repayment terms is a prior-
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Funeral Home Financing 
in 2026: SBA 7(a) Loans vs. 
Conventional Financing 

ity. Conventional financing 
may be preferable for buy-
ers with strong financial re-
sources, transactions em-
phasizing real estate rather 
than goodwill, refinancing 
projects, or situations where 
closing quickly is essential.
	 Several common financing 
scenarios illustrate these dif-
ferences. Acquiring an ex-
isting funeral home is often 
best suited for SBA financing 
because purchase prices typ-
ically include established cli-
ent relationships, communi-
ty reputation, and pre-need 
contracts that convention-
al lenders may be reluctant 
to finance. Renovation and 
expansion projects, such as 
adding a second chapel, up-
grading cremation facilities, 
or modernizing preparation 
rooms, may qualify under 
either program depending 
on the owner’s equity posi-
tion and financing objec-
tives. Partner buyouts and 
family succession planning 
also frequently benefit from 
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