
For many funeral home operators, 
a successful pre-need trust 
program can often be the 

difference between achieving or falling 
short of financial goals. That is because 
pre-need trust contracts generally 
account for between 20% and 40% of 
revenue and, when managed effectively 
and efficiently, can contribute substan-
tially to the business’s bottom line and 
the productivity of the funeral home’s 
staff. 

A growing, well-run preneed program 
is also integral to your business because it 
helps families take care of funeral plans 
now and not be burdened with managing 
all the details when a loved one passes. 
The families you serve today also may 
likely be an excellent referral source in 
your community. 

With the number of funeral services 
being held at or near pre-pandemic levels, 
we believe no time is better than the 
present to take a deep dive into the three 

areas of your preneed trust program 
management – investment management, 
recordkeeping and administration, and 
compliance. 

Investment Management: Steve 
Jackson, Argent Financial Group 
senior vice president and funeral 

services group manager 

One of the first questions you need 
answered i s  th is :  Does  your  t rust 
investment manager have extensive 
experience and a proven track record of 
successfully managing preneed trust 
investments? Preneed trust investment 
regulations vary by state and one small 
slip-up can cause your program to be 
out of compliance or miss investment 
return goals. 

Here is  one example: Many state 
statutes allow funeral homes to retain a 
certain percentage of the trust funded 
preneed sale. If those non-trusted funds 
are deposited in short-term certificates 
of deposit or similar investments, then 
owners are earning returns that very 
l ike ly  are  not  keeping  pace  with 
inflation (which was at a 40-year high 
last  year)  and the  cost  of  del ivery 
funeral services.  

Preneed trusts present unique 
challenges because the age and health 
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The new year is upon us, so now is an ideal time to review 
your pre-need trust program to make sure it is operating – 
administratively and financially – at peak performance.
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vary widely among contract holders, 
which are important factors in pricing 
and investing proceeds from the sale of 
the contract. In our work with funeral 
home operators across the country, we 
have found that the average preneed trust 
contact typically lasts about 11 years 
before funds must be withdrawn to pay 
for services. Given that time frame, it is 
essential that owners work with experts 
who can build investment portfolios with 
the appropriate risk profile and asset 
allocation mix to weather market swings 
(like the pandemic crash and the steep 
drop in 2022) – and generate investment 
returns that exceed the future cost of 
services and merchandise. 

Additional investment management 
considerations: 

•  Do e s  y o ur  t ru stee  have  the 
exp e r i e nce  to  cr eate  or  modi f y  an 
investment policy statement that is 
tailored to the death-care industry and 
guides the investment manager? 

•  Do e s  y o ur  t r u stee  u nderstand 
reporting requirements specific to the 
industry and your state? 

• Has your trustee reviewed trust 
portfolio investment management fees 
to  m a ke  s ur e  th e y  are  reasonable , 
clearly understood and compliant with 
state and federal regulators? 

Trust Administration and 
Recordkeeping: Bill Williams, 

Funeral Services, Inc. president and 
CEO 

Helping families plan for services and 
being there for them during their time of 
need are jobs No. 1 and No. 2 for funeral 
directors. Those initial discussions with 
families – where they can review services 

and learn how preneed trusts work – are 
often the deciding factor in choosing a 
funeral home. That’s why funeral home 
operators need to have preneed contract 
information that is easily accessible 24/7 
so they can answer any questions families 
may have and prepare all  required 
documentation when clients are ready to 
finalize their purchase. 

Being able to harness the power of a 
robust trust recordkeeping and adminis-
tration services platform can give funeral 
home directors the peace of mind that they 
are equipped with the online tools, resources 
and real-time information they need to serve 
families in today’s digital world. 

Today’s user-friendly trust platforms 
also dramatically speed up the processes 
of data input, account reconciliation, and 
regular upkeep and documentation 
maintenance on preneed trusts and 
contracts.  The technology frees up 
funeral directors to spend more time 
providing the personal touch families and 
community members have come to trust 
over the years – and less time performing 
routine, administrative tasks. 

Additional trust administration and 
recordkeeping considerations: 

• Does your trust administration and 
recordkeeping platform have the 
capability to generate monthly reporting 
on the market value for the trust and each 
item for every preneed contract? 

• Does your platform offer multiple 
payment options for your families (credit 
and debit card payments, interbank 
transfers and coupon books)? 

• Does your platform include capabil-
ities that help your team sell preneed 
(and at-need) contracts? 

 
Legal Counsel and Compliance: 

Wendy Russell Wiener, WRW Legal, 
PLLC, founder and managing 

member 
Funeral directors need counsel from 

experienced, death-care legal experts. 
The  laws  governing  the  funera l 
industry are a complex maze of rules 
and regulations that are best left in the 
capable hands of a veteran death-care 
lawyer. 

A majority of states, for instance, 
have more than one organization that is 
responsible for complete or partial 
regulatory oversight – and the regula-
tions governing the state can often 

change. Additionally, many states have 
dif fering processes for  compliance 
reporting and regulation enforcement. 
An experienced death-care lawyer can 
navigate that regulatory labyrinth and 
play a lead role in securing or retaining 
a  f i rm’s  l icensure;  rev iewing  and 
preparing customized state or federal 
compliant forms; updating policies and 
procedures for audit purposes; and 
performing a complete review or all 
aspects  of  a  c l ient ’ s  operat ions  to 
ensure regulatory and legal compliance.  

Addit ional  l ega l  counse l  and 
compliance considerations: 

•  Is  your  lawyer  making  sure  a l l 
preneed contracts, forms and related 
documentation are compliant with 
state law? 

•  Can your  lawyer  conduct  a 
complete review of your operations to 
ensure compliance? 

• Is your lawyer willing to serve as 
the liaison between you and state or 
federal regulators? 

The death-care industry is changing 
rapidly, due in large part to shifting 
consumer behavior (alternatives to 
t radi t ional  funera l  serv ices)  and 
increas ing  regulatory  overs ight 
(Federal Trade Commission proposed 
changes to consumer protection laws). 
Partnering with proven death-care 
industry experts can be a win-win for 
you and your clients by helping you 
increase preneed trust profits, reduce 
the stress of managing your business 
and –  just  as  important  –  provide 
fami l ies  in  your  community  with 
competitively priced services during 
their time of need.


