
3 Easy-to-implement Strategies 
For Your Funeral Home 
To Supercharge Your 2016 



Today’s Agenda 
•  First Call Ice Breaker Email 
•  Up In Smoke – Maximizing Cremation Profits 
•  Lunch and Learns in a box – How to do them 

right 
•  How to get More Strategies like these 
•  Q & A 



Send First Call  
Ice Breaker Email 





Why Email Immediately After 1st Call? 
If you do, you will… 
•  Make your client family more prepared for the 

arrangement conference 
•  Have a better opportunity of having them choose 

better service offerings 
•  Increase the sales of new services & merchandise 
•  Enjoy a better overall arrangement process 



Make client family more prepared… 



Choose better service offerings 



of new service offerings & merchandise 



Enjoy a better overall arrangement process 





Creating Your Pre-Meeting Info Page 
Page sections:  
•  Information You Need 
•  Things You Need To Bring In 
•  Decisions You Will Have To Make 
•  Introduction To New Services 



Suggested New Offerings

•  Free Online Obituary

•  Memorial Video Tribute 

DVD

•  Catering Package

•  Reception Room Usage

•  Cremation Jewelry

•  Thumbies


•  Memorial Blanket

•  Tribute Portraits 

•  Executors Toolkit

•  Stuffed animals

•  Picture frames

•  Memorial candles




Implementation Details:  
1.  Chose a staff member (champion) will be responsible 

for this strategy?  
2.  Create a page (this page should be a hidden page on 

your website if possible) called "Information To 
Review Prior To Our Meeting“ 

3.  For every 1st Call, ask for their email address during 
the initial call 

4.  Send the following email to the family / next of kin / 
person making arrangement immediately after 
receiving the 1st Call 



Up In Smoke 



Is Your Business Going Up In Smoke? 
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By	
John	T.	McQueen,	CFSP	

Anderson-McQueen	Funeral	Homes	



Think Not…Think Again! 

According	to	
CANA:	
	
2013	 	45.3%	
2018 	 	50.6%	

Source:	CremaQon	AssociaQon	of	
North	America	–	website	stats	–	Dec.	
2015	



The Salvation of Funeral Service 



Don’t put all your eggs in the Boomer 
Basket! 



Take A Look Into Your Future… 



Take A Look Into Your Future… 
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Sales	are	going	up!	 Average	Age	is	Coming	Down!	
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Is Your Future Really Rosy? 

0.00%	

10.00%	

20.00%	

30.00%	

40.00%	

50.00%	

60.00%	

70.00%	

80.00%	

90.00%	

2006	 2009	 2012	 2015	

CremaQon	Contracts	

CremaQon	 Burial	



Average Preneed Sale 

AN	2009	
$2821	
30.4%	

AN	2012	
$2906	
31%	
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AN	2015	
$2,168	
29.8%	



Tomorrow’s Review Today 
Strengths 

•  Preneed Sales Volume Continues to 
Climb – Up 53% from 2006 

•  Average Age is down 7.7% so 
contract life is extended 

•  Preneed Average Sale continues to 
outpace At-Need Average Sale 

•  AN Revenue is up 16.3% since 2009 
•  AN Call Volume up 51.3% since 

2009 
•  AN Profit is up 106% 

Opportunities 
•  Continue increasing sales by tapping 

into segment/brands currently 
underserved 

•  Continue to develop ways to 
increase average cremation revenue 
through value added services & 
upgrades 

•  Increase the PN to AN Sales Ratio 
•  Continue training staff on how best 

to serve the cremation customer 



Step 1 - Education 
Your Staff 

•  Use of Value Statements 
•  Phone Skills – it’s not about price 
•  Eliminate the 30 Minute cremation 

arrangement conference 
•  Have defined standards of 

excellence 
•  Provide Funeral Home Tours – Let 

them “see” the possibilities 
•  Every Family –  

Every Option –  
Every Time 

Your Client 

•  Cremation Consumers do more 
research on the Internet than other 
funeral consumers 

•  Cremation consumers have more 
options to venues than burial 
consumers – what’s your funeral 
home promoting to them 

•  Look outside our industry for ideas 



We Are Our Own Worst Enemies! 
Eliminate the Cardboard Box 

•  It’s a Crematory Provided Container 
not a Funeral Home One! 

•  We don’t offer cardboard containers 
primarily for 2 reasons: 

•  Liability Reasons – There have been 
instances in funeral service where the 
box is punctured or damaged and the 
cremated remains have been spilled. 

•  Dignity Factor – We believe there is 
still a certain dignity factor involved, after 
all it is still your mother’s human 
remains. 

•  In the 20 years that we have done 
this, we’ve never had a family say – “If 
you don’t offer me cardboard I’m going 
somewhere else for my cremation.” 



“So you force them to buy an urn?” 
Urn Indemnification Form 

•  Container Requirements –  
•  Minimum volume capacity  
•  Dispose of excess 
•  Construction requirements 

•  Timing of Cremation 
•  This is the most important 

part 
•  Cremation will not occur 

until we have the urn 
•  Transfer of Container 
•  Indemnification of Funeral 

Home   



Cremation Packages 

§  Selling the Value – “What 
this package does for you in 
your healing journey” 

§  Provides increased service 
enhancements 

§  Provides choice based on 
containers 

§  Provides choice based on 
urns/disposition 

Benefits to the Family 



Results of Packaging 
Percent Selected – Packages     82% 

Percent Selected – Upgraded Container  56% 

Percent Selected – Urn      89% 

 

Average Cremation Sale      $6,206 

Average Cremation Sale – Packaged   $6,800 

Average Cremation Sale – Non-Packaged  $5,500 



Disclaimer 
•  The documents contained in 

the presentation are not 
presented as being compliant 
with your State laws nor is the 
advice given considered to be 
legal advice. 

•  If you are uncertain about 
compliance issues, please 
consult your professional 
attorney. 







•  All	perQnent	informaQon	and	disclosures	are	
contained	on	1	form	

•  Family	is	noQfying	you	of	their	relaQonship	
and	that	no	one	is	higher	nor	do	they	know	
of	any	objecQons	

•  Acknowledging	whether	or	not	individual	will	
be	seen	again	

•  Acknowledging	implants	if	any	
•  Discloses	type	of	container	selected	and	type	

of	urn	selected	
•  Discloses	type	of	disposiQon	

•  If	sca_ering	–	what	type	of	sca_ering	
•  Acknowledges	Funeral	Home	right	to	sca_er	

in	Gulf	aaer	120	days	
•  MulQple	signature	lines	with	ID	
•  NotarizaQon	if	form	not	signed	in	front	of	FH	

staff	
•  Acknowledge	receipt	of	cremated	remains	on	

same	form.	

•  Remember,	State	law	may	only	require	1	
signature	but	Civil	law	is	different	







Ceremonial	Casket:	
	
1.  Family	acknowledges	this	is	a	rental	casket	so	it	has	been	used	

previously	to	hold	human	remains	and	will	be	used	again.	
2.  Family	acknowledges	that	because	this	casket	may	have	been	

used	previously	there	may	be	minor	scratches,	dents	or	“wear	&	
tear”	

3.  Family	acknowledges	that	following	the	ceremony	the	individual	
will	be	removed	and	placed	in	an	AlternaQve	Container	for	
cremaQon.	

4.  Casket	Size	and	may	requires	something	different	if	too	large.	
5.  Ceremony	will	be	scheduled	based	upon	availability	of	casket.	
6.  PersonalizaQon	OpQons	–	we	included	as	a	keepsake	

THINK	AVIS	and	HERTZ!	



These	two	items	are	a	must!	



Lunch & Learns 
in a Box 



Lunch & Learns in a Box 
1.  The Power of the 

Community Presentation 
2.  Common Challenges 
3.  How to set the program 

up 
4.  Written training program 
5.  The idea of "Making 

Funerals Interesting." 

6.  How to use "Push/Pull" 
7.  The essentials of the 

evaluation 
8.  Polishing up the 

presentation 
9.  Introductions and Bios 
10.  Questions 



Sample: Dr. Cicely Saunders 



Sample: Grave Tour of The Founding 
Father’s of America 



How To Get More 
Strategies Like These 



Let Me Introduce You To The… 
Funeral Gurus Membership Site 



At Your Finger Tips… 
•  Q & A Discussion:  Ask the Mentors… anytime 
•  Assets:  

•  Anderson McQueen Vault 
•  Van Beck Library 
•  Funeral Futurist Database 

•  Weekly Trainings (10 – 20 mins) great for staff meetings 
•  Monthly Webinar (45 – 60 mins) 
•  Training Archive – recordings of past and future 

presentations 



Samples of Assets 
•  Worksheets & Checklists:  

•  Online Video Marketing 
Strategy 

•  Email Shoppers Reply 
•  Google AdWords 

Worksheet & Keyword List 
•  Funeral Home Radio 
•  Staff Bio Worksheet 

•  Templates 
•  Job Descriptions 
•  Cremation Packages 

•  Files:  
•  Competition Tracker XLS 
•  Price Point Analyzer XLS 
•  Numerous PowerPoints 



Value of the Funeral Gurus Membership 

•  Ask the Mentors:        $200 
•  Assets:            $500 
•  Weekly Trainings:        $150 
•  Monthly Webinar:        $150 
•  Training Archive:         $100 
•  TOTAL:            $1,100 



Become A Funeral Gurus Member 
Monthly 

 
$99 / month 

Annually 
 

$999 / year 
(2 months free) 

All memberships come with 30 Day, 100% Satisfaction Guarantee 



Become A Founding Member 
•  Join now and become a Founding member 
•  Lock in the discounted price  
•  Two payment options of:   

•  Monthly: $59 / month 
•  Annually: $599 / year 

•  To register, go to: www.FuneralGurus.com/join 


