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OK. Here's how funeral homes operate.

They transport a body from the place of death; prepare it for viewing in a casket; arrange a memorial service; provide transportation to the service, and to the cemetery, and help with the burial.

A typical funeral home has $1 million of annual revenue and conducts 150 funerals per year, only about 3 per week.

They sell caskets, help with paperwork, arrange for flowers and obituary notices; and may provide websites where family and friends can post pictures and messages.

A funeral costs about $6,000, including $2,000 for a casket. They usually carry a selection of caskets, with a range of prices. 

Some also own cemeteries or crematoriums, and may have their own chapel. In states with many retirees, like Florida, some specialize in shipping bodies. Some sell so-called "pre-need" contracts, which is basically a pre-paid funeral.

Marketing is difficult. Personal contacts with local hospitals and religious houses are common.

Here are some strategic things you should know.

The biggest operator in the business is Service Corporation. 

Other so-called "consolidators" buy up local funeral homes so they can share employees and cars among them. With only 3 funerals per week, the average funeral home has a lot of downtime.

Because of the high cost of caskets and other services, 40 percent of burials now involve cremation. In some states as much as 70 percent. But some religions don't allow it.

With the baby-boom generation in their sixties, annual deaths in the US will increase during the next decade, to about 3 million per year.

Here are some good talking points.

Are they independent or affiliated with other funeral homes?

How many funerals do they do per year? 150 is the average.

How much revenue do they get per funeral?

How many of their funerals involve cremation?

Do they sell pre-paid funerals?

What sort of marketing do they do?

Do they have age data about their community? Nationally, 13 percent of the population is over 65.

And finally, how do they see their business changing in the future?

Now you're ready.

