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Are you dead or alive?

Uncomfortable        Change        Stimulation       Growth       
SUCCESS!!

How we have always done it, no longer applies!!

“Death care as a whole is confused over what to let go and what 
to cling to...the best way to get out of a slump is to acknowledge 
it and get back to basics“.

The Right Way of Death



Great customer service leads to brand loyalty, brand loyalty 
comes from value, VALUE leads to SALES!!!

Covid squashed customer service

Make it about them…not about you!

Listen to understand, not listen to reply!



TRL

Trust: prepared, educated, process, value statements, 
honest and transparent

Respect: kind, considerate, respectful and ethical

Like: automatic when you earn their trust and respect



Top 8-10 closing techniques for pre-need sales….

- “Remember” what they are going through, treat every appt as if

- Start your conversation with a “you” statement
- Get the appt, before you leave the appt
- Be specific on your next visit, don’t be random 
- Ask “WHY”
- Walk out
- Never say…”Do you want”…or …”Would you like”
- Appt Summary sheet
- 24-hour rule
- Referrals





…leaders are those who do, or who arrange to get done, whatever is critical for the 
team to accomplish its purpose, be willing to “carry” the water 

Today’s Takeaway’s
Get uncomfortable, so you can continue to grow

Continue to educate yourself
TRL

Listen to understand, not listen to reply
Make it about them, not about you

Ask WHY?
Never say “would you like” or “do you want”
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