
Buyer’s Guide
F U NER A L HOME



SO YOU’RE READY PURCHASE A FUNERAL BUSINESS? 
HERE’S HOW TO MAKE IT HAPPEN!

Becoming a business owner is a great achievement both personally and professionally. As a small 
business lender who specializes in funeral home financing, we want to help you prepare for ownership. 
This guide outlines what you should consider and prepare when acquiring a funeral home.

CHOOSING THE RIGHT FUNERAL HOME

When it comes to funeral home acquisitions, we typically see two scenarios: a key employee 
purchases the funeral home where he or she currently works; or a current funeral home owner or 

director purchases an outside funeral home. 

Deciding which option is best for you greatly depends on your current circumstances and opportunities. 
Examine the business trends and operations and market trends to determine if it is the right fit for you.

BUSINESS TRENDS AND OPERATIONS

When acquiring a funeral home, you want to make sure it is the right fit for your personal and business 
goals. Consider the following questions to determine if the business you are acquiring is a good fit:

• Is the business growing? If not, can you identify and implement improvements? 

• Will the business support your current lifestyle? The business will be your source of income. 

• Is the business located in a place where you will be happy living? 

• Do you have a similar leadership style and philosophy to the current owner? As the new owner, you can 
make improvements, but an understanding of the former owner’s leadership style can help you ease any 
apprehension from the staff.

MARKET TRENDS

Many of the business trends will be driven by market trends, so it is important to understand the 
demographics in the area as well as trends in funeral service.

• What are the demographics of the area? 

• What competition do you face in your local community? 

• Is the local population growing?

• What is the cremation rate? How quickly is it rising?

• Does the cremation rate and cremation service charge justify the addition of a retort?



PREPARING FOR OWNERSHIP

CREATING A BUSINESS PLAN

As you prepare to purchase the funeral home business, you will need to write a business plan. The 
business plan is your blueprint for success. It will help you think through decisions as you approach 
ownership and will serve as a guide once you are in the day-to-day operations. You will also share your 
business plan with your lender, business partners and key employees. 

Be clear and thorough when writing your business plan. Include a formal title page, and make sure your 
writing is grammatically correct. Make an accurate and professional representation of your capabilities 
and objectives.  

Your business plan should include the following six components:

I.  EXECUTIVE SUMMARY

The Executive Summary introduces you and your business venture to readers, and is often the first 
impression they receive of your project. This section should be concise, providing the “what, why 
and how” of your undertaking, but also compelling enough to persuade lenders and others that 
your acquisition plan is viable. You may want to tackle the Executive Summary last, as much of the 
information for this section is extrapolated from the rest of your business plan. 

Your Executive Summary should include:

•  Business Overview – Provide a brief overview of the funeral business, your background in the 
profession, and the specific services you will offer. Describe where your funeral home will be located 
and the area’s demographics. If you are expanding your current funeral home, describe the benefits this 
expansion will bring to your business and the community. 

•  Mission Statement – Outline your business philosophy and rationale for your funeral home. Define 
your goals and where you expect to be in five or ten years.

•  Financing Requirements – Summarize the amount of capital you will need to achieve your 
acquisition or expansion goals. 

II.  BUSINESS DESCRIPTION

The Business Description goes into greater detail about the structure of your business, your 
qualifications for managing the funeral home and your business resources. This section explains why 
you have the personal know-how and professional means to build long-term success. 

Include the following in your Business Description:

•  Professional History – Describe your professional experience to date such as your business 
background, any professional experience in the funeral home industry, and where and when you 
attended school, degrees earned, and any related courses taken.

•  Management Team and Key Personnel – Identify the principals who are ultimately responsible 
for the financial performance of your funeral home, your key team members and their roles, and any 
professional advisors who will be instrumental in providing input and guidance. 

•  Organizational Structure – Define the legal entity for your business (Sole Proprietorship, LLC, etc.) 
and ownership details.

III.  MARKET RESEARCH

A certain amount of research is required to ensure the local market for your funeral home has the 
appropriate demographics and income to support your business. The Market Research section 
demonstrates to your lender that you understand your community and that you have considered the 
competition in this area.



The Market Research section should include the following:

•  Market Description – Describe who lives in the community surrounding your funeral home and what 
sort of growth or changes are predicted for this area over the next five or ten years. 

•  Target Customer – Describe the ideal customer or family for your business, including age and income 
level. Consider the mix of preneed versus at need services. If the community based on the Market 
Description above does not match the type of funeral service you plan to provide, you may want to 
reconsider the location of the business you are acquiring.  

•  Competitive Analysis – Define the other businesses in your local market, how many are funeral 
homes, what kind of services do they offer, and what their advantages and disadvantages are.

•  Competitive Advantage – Finally, define the competitive advantage your establishment offers that 
your competitors do not – for example, the types of services, the variety and range of your cremation 
offerings, location, price point, etc.

IV.  MARKETING PLAN

This section allows you to be a bit more creative as you describe the marketing activities you will use to 
create visibility for your funeral home and support ongoing business growth. Be sure your marketing 
plan is realistic and addresses the following issues:

• Approximately how much are you budgeting for marketing activities during the first year or two? 

• How will you set yourself apart from the competition? For example, will you offer special events or sponsor 
community events?

• How will you attract families from the surrounding area and be at the top of your guests’ minds when they 
have a future need for their family?  

• What is your marketing mix – the balance between print and television advertising, referrals, social media, and 
other channels of marketing?

V.  OPERATIONS

The Operations section of your business plan details the day-to-day needs and functions of your 
funeral home, demonstrating that your future success is based on well-thought-out ideas about how 
you intend to run your business. Include the following:

•  Location and Premises – Describe in detail the location of your funeral home, why you chose it, and 
whether you will own or lease the space. Detail the equipment and inventory necessary now and in the 
future, whether the equipment will be owned or leased, and who your major suppliers will be. Describe 
the visibility of your funeral home to surrounding foot and vehicle traffic. 

•  Days and Hours of Operation – Describe the days and hours you will be open and how you will 
handle holiday and after hours calls. 

•  Staffing – Outline any staffing changes that will occur after the acquisition. Define the roles of staff 
members, compensation and personnel policies. 



FINANCING THE PURCHASE

VI.  FINANCIAL FORECAST

For most business owners, the Financial Forecast is the most challenging section to complete. For your 
lender, it is the most important. The financing package you receive is based on the numbers in your 
financial forecast, so it is critical to make these calculations as accurate as possible. Work with your 
CPA or financial advisor to ensure your forecast is viable and reflects the business accurately.

Your forecast should include:

•  Income and Cash Flow Projection. The financial projection should cover at least 36 months of 
operation of your funeral home. Your projected income is based on service costs per week and will 
likely grow over time. Your cash flow is the difference between your gross income and your operating 
expenses and overhead. 

•  Capital and Operating Expenses. These are the total funds needed to acquire and operate your 
new or expanded funeral home. Try to be as specific and realistic as possible. Include loan payments, 
staff salaries, rent, utilities, supplies and other minor expenses. It is better to be conservative and 
overestimate your budget.

•  Project Financing. Detail how much you need in financing to your funeral home and consider your 
preferred terms. Include any personal or investor funds that will be contributed to the project. 
Include purchase price details such as real estate value and whether the transaction will be an asset 
or stock purchase. 

SETTING GOALS

Whether your objective is to run a small, profitable funeral home, or become a leading funeral home in 
your region, the only way to ultimately control the outcome of your business goals is to plan for it. Set 
realistic goals quarterly that will help you reach your ultimate goal. Goals may include the following:

• Growing revenue by 5-10%

• Reducing your Cost of Goods Sold

• Offering new cremation products and service offerings

• Creating an effective marketing plan

• Adding a reception center, memorial garden and/or crematory

SETTING A BUDGET

As a business owner, you will need to set a budget. Develop a budget for projected income and expenses. 
At a minimum, your budget should include operating expense, inventory, staffing, business savings and 
your salary. Working with an accountant or consultant who specializes in funeral service can help you set 
an appropriate budget. 

To successfully acquire a funeral home, you will likely need financing. Historically, seller financing was the 
primary method to complete the transaction, but today buyers have financing options through financial 
institutions. As the buyer, you will work directly with the lender to receive the funds to purchase the 
funeral home. Ultimately, a lender will base an approval on the funeral home’s financial strength —the 
ability for the business to service all new and existing business debt including new owner’s salary, and the 
buyer’s personal credit. 

Initial qualifications of the borrower include:

• Three years of funeral home experience

• Funeral Director’s license

• No bankruptcies 



You will then work with your lender to complete the following requirements:

FINANCIALS

• Three years of business tax returns

• Year-to-date (YTD) income statement and current balance sheet 

• Comparable income statement and balance sheet from previous year

• Projections for at least the first three years under new ownership

If you have plans to acquire a funeral home, we hope this guide aides in your success. Please do 
not hesitate to contact our team with any questions. Our goal is to partner with you to make your 
dreams of ownership a reality. 

CONCLUSION

CHECKLIST

• Staffing plan:

Will existing employees remain on staff once you own the business?  
Will you need to hire additional staff?  

• Identify new expenses upon acquisition (refer to “Creating a Business Plan” for more detail) such as:

Marketing
Renovations
New Equipment

• Call volume for past three years and year-to-date (YTD) interim call volume, including cremation 
percentage

• Market share and competition overview

• Preneed Insurance & Trust backlog and amount converted to at need volume for past three years

• Letter of intent (LOI) stating:

1. Purchase price

2. Stock or Asset Purchase

3. Portion of purchase price allocated to:

Real estate intangible business assets (goodwill)
FF&E (Furniture, Fixtures, & Equipment)

4.     Seller Carry (if applicable) 

The rate of the seller note is at the buyer and seller’s discretion. The seller carry must be on full standby 
with no principal or interest payments to be made for the life of the SBA loan. Seller note cannot exceed 
5% of the required equity.

The financial information will be used by Live Oak Bank to qualify the acquisition opportunity. We 
understand this acquisition is an important event for both you and the current owner, which is why we 
do our best to structure the deal to benefit both parties. Our goal is to work with you to simplify the loan 
process and help ensure a smooth ownership transition.

Learn more at liveoakbank.com/funeral
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