
Pre-Need Marketing-Where the Rubber Meets the Road 
By Mike Iles

In prior PNS Viewpoints articles, I sought to answer whether it was possible to use a 
pre-need (PN) marketing program to gain competitive advantage (our answer is yes) and 
also how a funeral home accomplishes that (by building a sizeable PN backlog).  In this 
issue of PNS Viewpoints, I’ll attempt to describe the building blocks of creating a successful 
PN marketing program.

As you may recall, the short-term measure of success is the pre-need to at-need (PN/AN) ratio 
and our minimum objective is 50%.  So what kind of program will lead to a 50% PN/AN ratio?  
Can you get there with advertising to generate call-in and walk-in traffic?  In our experience, 
not even close.  Your position in your funeral market is important because you’re the product 
the customer is buying.  But even with a strong position, we don’t think walk-in and call-in PN 
sales will get it done.  What about direct mail?  Certainly an important ingredient, but among 
today’s customers this alone will not generate enough sales opportunities to provide a 50% 
PN/AN ratio, and even if it could we think it would be cost prohibitive.  What about family 
service or family follow-up?  Certainly a great source of leads, but in most situations the focus 
is the informant and our experience is that this alone will not translate into a 50% PN/AN 
ratio.  Group presentations, referrals, counselor developed, and funeral director referral?  Yes, 
each of these is important as well, but in our experience will not lead to a 50% PN/AN ratio.  
So at this point, you’re probably wondering what will?

Our answer is all of the above.  To achieve a 50% PN/AN ratio, you must incorporate elements 
of all of the above with one more critical ingredient:  You have to be able to keep track of all 
of the statistics that undergird a program’s success.  Within PreNeed Systems, we use a sophis-
ticated contact management system (CMS) to accomplish this, and through our CMS we are 
able to determine the level of sales by source thereby allowing us to know where improve-
ment is needed in order to achieve or exceed the 50% target.  The CMS provides several other 
important benefits which I will discuss more thoroughly in a separate article, but in general it 
facilitates effective management of the most valuable asset in a PN sales program, the 
prospect.  Do we even know the names and contact information for all of our prospects?  Do 
we call our prospects when we say we will?  The first counselor we knew to sell more than a 
million PN dollars in a year once said that a lead is a lead until they buy or they die.  Since 
many of our prospects don’t buy when first offered the opportunity, these prospects develop 
into a mountain of opportunity if we are able to keep track of them effectively.  As always, if 
you would like to learn more about this subject or have questions, please feel free to contact 
me at (800) 677-0969 x107.  
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PreNeed Systems, an award winning provider of pre-need marketing, contact management and 
administrative services for family owned funeral homes, is pleased to provide you with 
another service…PNS Viewpoints.  One of our goals is to share information in order to keep 
clients informed.  By discussing topics pertinent to pre-need, we wish to help our clients 
make better decisions in order to strengthen their business.  PreNeed Systems is proud to 
work with funeral homes who consider their pre-need sales program to be a strategic part of 
their business.  PNS Viewpoints is provided to you without expectation.  If you would like 
more information about PreNeed Systems or this topic, please contact Vice President of 
Sales, Lori Crabb @ lori.crabb@preneedsystems.com or (800)869-7704 ext. 410.   
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