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Module 1 

 

THE FUNERAL 

DIRECTOR 

 

Unit 2 

   

COMMERCIAL AWARENESS FOR FUNERAL 

DIRECTORS 

 

Purpose and Aim 

of the Unit: 

The purpose of the unit is to develop learners' understanding of the broader 

commercial realities and financial issues relating to funeral directing. 

 

 

LEARNING OUTCOMES 

This unit has 7 learning outcomes. 

 

1 Understand the wider financial implications of funeral directing. 

 

2  Understand the commercial opportunities a DIY funeral may present to a 

funeral business.  

 

3 Understand the impact of the internet upon competitive pricing. 

 

4  Know the marketplace in which a funeral business operates. 

 

5 Know the opportunities for the supply of additional funeral products and 

services. 

 

6  Know what commercial contract opportunities are available to the funeral 

service. 

 

7  Know the business advantages of membership of The National Association of 

Funeral Directors (NAFD). 
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THE FINANCIAL IMPLICATIONS OF FUNERAL DIRECTING 

 

Learning Outcome 1 

 

Understand the wider financial implications of funeral directing. 

 

 

 

Introduction 

There are many factors that will contribute towards a successful funeral business; it is very much a 

“team effort” which ensures that a family are satisfied with the level of service provided by the 

funeral director.  Other factors, such as the cleanliness and quality of the facilities available at the 

funeral home, a modern funeral fleet and perhaps the broadest range of services offered may also 

play a significant part in ensuring that “word of mouth” recommendations are forthcoming. 

 

The provision of these extensive facilities by funeral business owners has a financial implication; 

and overheads will vary depending on the location and size of the company premises.  Overheads 

are the ongoing expenses of operating a business (sometimes called “operating expenses”).  In 

respect of a funeral business this can include things such as rent/mortgage, gas and electricity, 

wages, the cost of running a fleet of vehicles (petrol, servicing etc) and insurance (general, public 

liability, employers liability), to name but a few.    

 

The term overhead is usually used to define a group of expenses that are necessary to the 

continued functioning of the business but cannot be immediately associated with the products or 

services being offered (i.e. they do not directly generate profits).  These costs will need to be met 
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by the business concerned irrespective of the number of the number of funerals that the business 

carries out. 

Each funeral business will need to factor in their overheads when calculating their charges but 

they will often view these in the context of the fees charged by their competitors.  More and more 

people are actively seeking comparison quotes in respect of funeral arrangements, and whilst 

“word of mouth” recommendation has often been shown to be a significant factor in how people 

reach a decision; the current economic climate can also affect how choices are made.   

 

In poorer areas or areas of high unemployment there may be a large proportion of people reliant 

on DWP assistance with the cost of the funeral expenses.  This too has a financial implication for 

the funeral business as assistance is limited and even where an application for assistance is 

successful,  in many cases the amount awarded will only be a percentage of the overall cost, in 

some cases perhaps as little as 40%.  The remainder of the account will become the responsibility 

of the person arranging the funeral.  If a family struggle to meet the cost of the funeral or where 

payment is delayed; this can have an impact on the cash flow of the business. 

 

Cash flow is the movement in and out of the business.  For example, funeral businesses will often 

meet the cost of the disbursements relating to a funeral; these disbursements are then charged to 

the final funeral account.  Financial pressure can be placed on the funeral business where there is 

a large amount of time between the funeral business paying the disbursements and the family 

settling their account.  For this reason, many funeral businesses now seek payment of 

disbursements before the funeral takes place. 

 

If you think of the payment of disbursements in conjunction with the payment of the overheads of 

the business (i.e. the amount of money that leaves the account of the business) it is easy to see 

how delayed or the late payments of funeral accounts can impact on the cash flow of the business.  

Funeral businesses are in some ways no different to other businesses – all rely on the prompt and 

full payment of accounts in order to continue providing the service they do. 
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THE FINANCIAL PRESSURES 

Most funeral businesses will experience financial pressures and certainly those who have;  

- freehold premises or a long lease on premises;  

- an owned hire purchased or long leased fleet;  

- fully fitted mortuary and embalming theatre;  

- office equipment and funeral home furnishings  

FIXED COSTS 

A funeral business has what is known as high FIXED costs i.e. whether they carry out one funeral or 

10 funerals in a week, these costs remain.  

 

VARIABLE COSTS 

The second type of cost is that known as VARIABLE costs.  These, as the name suggests, vary 

depending on the volume of funerals e.g. coffins and fittings, labour paid for on a funeral by 

funeral basis, vehicle fuel etc. 

 

DISBURSEMENTS 

There is a third type of costs Funeral Directors will know as DISBURSEMENTS.  These are third 

party costs paid for on behalf of the client, but ultimately charged to the client. Typically, these are 

church fees, crematorium charges, cemetery charges etc.  

 

In some smaller funeral firms, elements of the fixed costs are, in fact, variable costs.  A good 

example is where a funeral firm hires vehicles for each funeral rather than finances its own fleet.   

 

So we have costs in a funeral business with examples as follows.   

Fixed Variable Disbursements 

Premises 

Fleet 

Mortuary equipment 

Furnishings 

Full time staff 

Coffins 

Casual labour 

Fleet fuel and running costs 

Crematorium fees 

Cemetery charges 

Minister’s and church fees 

Celebrant’s charges 
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From the above, it can be seen that getting a sustained volume of funerals, with an acceptable 

profit margin, is important if the relatively high level of fixed costs is to be defrayed.  We then turn 

to the important matter of generating profit.  The gross profit made on a funeral is calculated as 

follows:-  

 

Charges to the client for all    The cost of all items comprising 

items comprising the funeral  less  the funeral excepting 

excepting disbursements                 disbursements 

 

                            The gross profit is then used to defray the fixed costs referred to. above. 

 

 

Historically, many funeral firms have relied on a substantial uplift between their purchase price of 

a coffin and the sale price of a coffin to the client, in order to generate a major part of the profit 

generated from a funeral.  

 

As a result the ‘professional’ charges (i.e. the charge for removal of the deceased, caring for the 

deceased, arranging the funeral and conducting the funeral) have been more modest and 

sometimes somewhat blurred in terms of their cost and the charge to the client for individual 

elements.  

 

These costs are often bundled together, and an overall charge to the client displayed on the price 

list of the funeral firm.  In essence the potentially differing charge to the client from one funeral to 

another has been affected, in the main, by the coffin the client has chosen.  Obviously, additional 

cars or long distances for the funeral could have an effect.  

 



 
 

National Association of Funeral Directors © 2013 Module 1 Unit 2 Dip FD Issue 1 October 2013 Page 6 

 

In recent times, there has been a trend towards reducing the uplift on coffins and making the 

professional charges more reflective of the true time, expertise, qualifications and experience of 

the funeral team.  In this way, the basis of charges for funerals would move gradually to a position 

more in line with the time and expertise based arrangements for charging that are commonly 

found in other professions.   

 

Given it is commonly estimated that an average funeral takes 40 hours of the funeral team’s time 

to complete, then ensuring an appropriate market rate is charged is an important ingredient in the 

viability of a funeral firm.  

 

The profit made by any business, funeral firms included, are entirely theoretical until the client has 

paid the firm’s invoice.  This is where profit (or loss!) and cash flow come together.  As a partial 

protection against non-payment many funeral firms ask for the client to pay the disbursement 

charges at the time of instructing the funeral director.  

 

The operating profit of the funeral firm is calculated after the fixed and variable costs have been 

accounted for.  Normally a tax is payable on this operating profit figure and it is the profit after tax 

that is the NET profit.  

 

In a funeral firm, the needs of the client families may extend to various matters that cannot be 

easily priced or, indeed, foreseen.  These clients needs often have to be met in delivering a quality 

of service, but the need to remain viable and profitable remains a principle objective in order to  

ensure the on-going trading strength of the enterprise.   

 

BALANCING THE FINANCIAL DEMANDS v PROVIDING EXCELLENT CLIENT SERVICE 

Although there are clearly financial demands on any funeral business, it is important to 

understand the needs of the client.  Clients will expect a modern funeral home with up to date 

facilities; one which can offer a broad range of facilities.  To ask how much it costs to set up a 

funeral business is like asking how long is a piece of string?  Costs will vary according to 

contributory factors such as location, size of premises etc. 
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It is almost impossible to predict how many funerals per annum a new business could carry out 

and many funeral businesses will have been built up over a number of years, if not decades.   

Businesses normally expand as the number of funerals conducted increases; for example, larger 

premises, a new fleet, an increase in the numbers of staff.   Some will expand in accordance with 

client demand or based on the feedback from clients.  

 

 Successful expansion requires detailed planning; the funeral business needs to be sure that the 

cost of expansion can be both met and recouped.  The needs of the client must be viewed in 

context with the financial implications for the business.  For example: 

 

Feedback: “Clients were happy with the service provided but felt our 

vehicles let us down as they are very old and somewhat out of 

date” 

Solution:    Purchase of new or newer vehicles 

Financial implication (business): Cost of purchase, running costs, insurance 

Financial implication (client):  Increase in cost of funeral expenses 

 

When looking at something such as the purchase of a new fleet it should be possible to reach 

approximate annual cost.  This can then be divided amongst the number of funerals per annum.  In 

doing this it should be possible to see how much the cost of each funeral needs to increase to 

ensure that the business has the funds to meet the additional financial demands placed upon it.  

Would the current clients of the business accept this increase?  Are we able to make this increase 

and still compare favourably with our competitors? 

 

There are of course, other factors to take into consideration.  A newer fleet could perhaps present 

a more professional image; a funeral business that is seen to invest in up to the date vehicles could 

be viewed more favourably by the public, this in turn could lead to an increase in the number of 

funerals conducted.  Such additional factors are however, difficult to predict and can only really be 

monitored after the purchase has taken place.   
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LEARNING OUTCOME 2 

 

 Understand the commercial opportunities a DIY funeral may 

present to a funeral business.  

 

 The DIY funeral has become a more apparent option as funerals have become 

increasingly a bespoke celebration of the life of the deceased. 

In the UK, DIY funerals remain a very small fraction of the total number of funerals that 

take place each year.  Even those that do take place often have an input, at some stage, 

from a funeral director. 

 

In theory, there could be a rate for the funeral director as an adviser or consultant, to 

those families who wish to take care of the physical funeral, but would like some advice 

on legal formalities and/or some of the requirements to ensure care of the deceased.   

 

The introduction of the World Wide Web has ensured that people have access to a wealth of 

information regarding the funeral profession.  Where once families were reliant on their local 

funeral director for help and advice on arranging a funeral, this information is now freely available 

to anyone with access to the internet. 

 

A natural progression of this has seen a number of people wishing for a “DIY” funeral.  This term 

relates to funerals where the arrangements, in their entirety, are handled by the family or friends 

of the deceased.  It is understandable that some people would wish to take care of the 

arrangements themselves, and this is sometimes the case where the deceased has been ill for a 

considerable length of time and has been nursed by family and friends.  Many feel that it is the last 

thing they can do for their loved one, and that the deceased should be cared for by those that love 

them not by “strangers”. 
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There are both advantages and disadvantages in DIY funerals, some of which are outlined here: 

 

Advantages: 

� The funeral arrangements are handled by someone who was close to the deceased 

� The deceased’s expressed wishes can be carried out without the need for the involvement 

of a funeral director 

� The family retains control over the documentation and all that is required for the funeral to 

go ahead 

� The family is able to purchase a coffin on the internet, thus saving costs 

� The costs of a funeral director are not applicable 

 

Disadvantages: 

� To make such detailed arrangements whilst grieving can be very difficult 

� Families will need to familiarise themselves with the legal requirements for registration, 

burial, cremation etc. 

� Where will the deceased rest?  There are numerous factors to take into consideration if the 

deceased is to rest at home, particularly if it is to be for any length of time.  Without 

embalming the ambient temperature of the room needs to be carefully controlled and this 

is not always practical in modern homes. 

� Who will provide the transportation on the day of the funeral?  Pall- bearers? 

 

It is up to the individual family concerned to view the advantages and disadvantages and how each 

of those relates to their individual family.  The Natural Death Centre provides a wealth of 

information regarding the practicalities of arranging a funeral independently. 
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THE IMPACT OF A DIY FUNERAL ON THE FUNERAL BUSINESS  

One of the issues surrounding DIY funerals seems to be people’s interpretation of the meaning.   A 

DIY funeral is a funeral which is arranged without the involvement of a funeral director or funeral 

company.   

 This is something that only a few families undertake as many families find the prospect of 

organising a funeral entirely without support from a funeral company very daunting, not least 

from a practical point of view (source: The Natural Death Centre). 

Naturally, a high number of DIY funerals would result in a loss of potential revenue for the funeral 

businesses within that area and this would have an impact on the day to day running costs of the 

business involved.   

However, there are instances where families will contact a funeral director and then state that 

they wish to purchase their own coffin from the internet and perhaps also provide their own 

transport.  Depending on how that particular funeral business’s pricing is structured, agreeing to 

this can have a significant financial implication for the business involved.   

EXAMPLE OF THE COMMERCIAL IMPLICATIONS 

Here is an example of the breakdown of a funeral business’s charge for their services and the 

commercial implications. 

Simple Veneered Oak Coffin    £395 

Removal of the deceased to funeral home  £175 

Hearse       £195 

Professional services     £795 

Within each of these charges there will be a profit element.  Let’s say that the coffin (taking into 

account the cost of the coffin, lining, fitting, interior, handles etc, delivery charge) has a net cost to 

the funeral business of £195, it is easy to see that the gross profit element in this regard is £200.  If 
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we then factor in the implication of the family providing their own transport we could perhaps add 

another £100 to that figure. 

So in this particular instance, by agreeing to the family providing some of the services normally 

provided by the funeral business themselves, the funeral business sustains a £300 drop in gross 

profit for that particular funeral.  It is from the gross profits of the company that the overheads are 

paid, the overheads will be largely unchanged in this case, so any drop in gross profit is a drop in 

net profit.  If this were to happen on a regular basis, it would seriously impact on the business’s 

operating costs and cause an urgent review of the business’s pricing structure. 

 

Some funeral businesses may choose to impose a “surcharge” on the funeral expenses where the 

family wish to purchase their own coffin or provide their own transport, to allow for the profit 

element contained within these charges.  Others amend their pricing structure so that the 

majority of the gross profit is contained within the professional service charge.    

 

It is important that the individual funeral director is aware of its company’s policy in situations 

such as these to ensure that the family concerned is provided with accurate information from the 

outset. 

 

It is worth pointing out that if the family are providing their own coffin, purchased elsewhere, the 

funeral director would need to satisfy himself that the coffin met the requirements of the 

cemetery or crematorium involved.  This is most important in the case of cremation as the funeral 

director will normally be the person who signs the Notice of Cremation which confirms that the 

coffin and all its fittings are within statutory guidelines. 

 

Where families are providing their own transport for the coffin, the funeral director should, as a 

precaution, request sight of the insurance documentation relative to the proposed vehicle.  It is 

imperative that the insurance covers the use of the vehicle as a removal vehicle for the 

transportation of human remains.   A normal domestic insurance policy will not suffice. 
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There is no doubt that client demands in the funeral profession are changing and the funeral 

profession itself must readily adapt to these changes.  It is only right that we should accept that 

many families wish for a much clearer involvement in the funeral arrangements of their loved one 

and that this involvement can take many forms.  By ensuring that they are prepared for such 

eventualities funeral businesses will be able and equipped to deal with the challenges facing them.   
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Learning Outcome 3 

 

Understand the impact of the internet upon competitive pricing. 

 

 

The internet cannot match the level of personal attention and support a funeral director can 

provide through face-to-face interactions with clients. However, the internet can be used for 

research. 

Many funeral homes are facing competitors and are open to other firms offering lower cost 

funeral services and associated merchandise, all of which is information easily transmitted via the 

internet and accessible by people who prefer to do some research and planning on their own 

before meeting with a funeral director. 

A funeral business can attract those potential clients who utilise the web for research prior to 

making purchasing decisions, and for finding products that they believe will be much cheaper for 

them to buy. 

These people want objective information and enjoy the convenience and privacy the web offers. 

They prefer to seek personal assistance at a later time when they are ready to make decisions. 

Web-savvy clients are likely to be new clients because those people who are already committed to 

your firm will likely come directly to your door. 

To stay head of the competition, a funeral business needs to ensure market analysis is regularly 

carried out, and price awareness is known in the local area. 
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A client nowadays may well tell you that Smith & Jones Funeral Directors have quoted less than 

you, but if you don’t keep on top of competitor analysis and pricing, how will you know if the 

potential client is telling you the truth, or simply attempting to save money? 
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Learning Outcome 4 

  

Know the marketplace in which a funeral business operates. 

 

The market for funerals in the UK is declining in volume terms and is likely to ‘flat line’ going 

forward from 2016.  

 

The chart below shows the historic and forecast deaths in the UK from 2000 to 2021.   

 
 

Generally, funeral businesses, apart from the very large firms, operate in a geographical ‘micro 

market’.  There are four factors that influence funeral volumes i.e.  

- population (number and age structure); 

- geography (where the funeral business is); 

- mortality rate (the number of people per 1000 who dies in any one given year); 

- unexpected events (pandemics, extreme weather etc).  

The value (as opposed to the volume) of the funeral market is growing due to the above-inflation 

increases in the cost of dying.  (Source: AXA Direct Life Assurance Company: Cost of Dying Annual 

Report).  

The most rapidly increasing cost elements are disbursements e.g. cremation fees, church charges, 

grave space charges.  Overall the cost of a typical funeral has been increasing at circa 7% per 

annum in recent years.   
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The demand side of the funeral market has a trend that is the opposite of the supply side volume.  

The number of funeral service outlets is increasing as the following graph shows.   

 

 
 

There are a number of factors attributed to the course of this trend.   

- ‘rush for security in recession; 

- abundance of secondary retail space; 

- de-mystification of death; 

- career advancement; 

- low barriers to entry. 

 

The funeral market further segments into ‘at need’ and ‘pre-need’.  At need is the purchase of a 

funeral immediately after someone has died.  Pre-need is the purchase of a financial services 

product such as a funeral plan designed to pay most or all of the funeral costs when, ultimately, 

someone dies.   

 

Funeral plan sales have been showing strong sales growth in recent years, and the members of the 

Funeral Planning Authority record circa 120,731sales for 2012.  

 

 

 

 

 

 

 

 

 

 

 

 

? 
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Learning Outcome 5 Know the opportunities for the supply of additional funeral 

products and services. 
 

Knowledge is power and for funeral directors, product knowledge can mean more satisfied clients.  

It is difficult to effectively and sensitively sell to a client if you cannot show how a particular 

product will address a particular need.  

Ensure you are aware of the vast range of products and services accessible within your business, 

and from within the funeral service. The greater your product knowledge, the better equipped you 

are to respond to your clients requests, and to offer suggestions to them to meet their needs. 

Strengthens Communication Skills 

Ensure that you acquire a thorough understanding of the funeral service products available, and if 

appropriate, use different techniques and methods of presenting the various options and products 

to your clients to match their preferences. 

Inspire Confidence 

If a client isn't fully confident in the choices they are making, the difference may simply be the 

presence (or lack) of confidence you are portraying and have in the choices you are offering. 

Funeral Service Products and Services 

Your tutor will be able to help you to gain and share knowledge with other students in your group 

about the range of products accessible in the funeral service. 

 If your product knowledge is limited, a short research project as part of your learning may be 

beneficial. There are many suppliers willing to help. 

Product Knowledge can be acquired by any of the following methods:-  
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� Marketing Literature 

� Supplier Representatives 

� Attending Training Sessions 

� Hands On Demonstration 

It is important to understand how such as the coffin is made, the value of the coffin, and what 

coffins and trim and flower choices work well together. 

What a Funeral Director needs to know  

• Pricing structure 

• Styles, colors, materials  available 

• History of the product 

• Any special manufacturing process 

• Practical see and the benefits 

It may take a while to easily articulate your funeral service product knowledge, especially with 

new products, but over time you'll become comfortable and confident in providing the correct 

information to your clients.  
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Learning Outcome 6 

  

Know what commercial contract opportunities are available to the funeral 

service. 

 

 

Most funerals are purchased singularly at the point of need with either an invoice being raised to a 

client for settlement or to a prepayment company. However there are numerous opportunities for 

contracts to be negotiated within the funeral industry, here are a few. 

 

•  Coroner's / Procurator Fiscal Contracts. Where a death is sudden and or suspicious the 

 responsibility for the removal of the deceased lies with these Officers. It is quite common 

 for a contract to be offered for the removal of all such deceased's within their jurisdiction. 

 

•  Local Authorities & Hospitals. Under Section 46 of the Local Authority Social Services Act 

 (1970) these organisations have a duty to arrange and pay for the simple funeral of those 

 persons who die within their jurisdiction. Each Authority will contract this to a Funeral 

 Director. 

 

•  Military Repatriation & Funerals. As we have seen all too frequently within the last few 

 years those service personnel who are killed in action will be repatriated and their funeral 

 will be co-arranged and paid for by the Military. 

 

•  Prepayment Plans. This has already been adequately covered but usually contracts are put 

 in place to service these funerals. 
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Learning Outcome 7 

  

Know the business advantages of membership of The National Association of 

Funeral Directors (NAFD). 

 

 

 

 

The Association was founded in 1905 as the British Undertakers’ Association, becoming the 

National Association of Funeral Directors in 1936 and, as such, has stood for all these years as the 

lead body in funeral service, supporting and campaigning  for higher standards within the 

profession and the rights of all Funeral Directors and their clients. 

 

In effect, the Association is formed to organise, watch over, maintain, promote, 

protect and assist the rights and interests of members of the Association, of all 

Funeral Directors and other persons interested or concerned in the “Objects” of 

the Association, and to give such members the means and advantages of 

association and united action”. 

 

 

 

The Mission Statement of the Association shall be “Helping Funeral Directors care for the Bereaved” 

and, in so doing, the “Objects” of the Association are: 

 

� to provide for and protect the interests of members by means of formulating, 

making known and implementing policy with regard to the statutory, legal, economic, 

health and safety, commercial, educational and other matters affecting funeral service 

and to make known the funeral service’s views to Government and other Bodies or 

persons, as appropriate 

 

� to secure and maintain high standards of qualification for all who seek to practice 

as Funeral Directors and the recognition of a Code of Professional Conduct 

 

� to encourage, by the provision of lectures and teaching, the study and practice of 

improved methods of funeral directing and all subjects incidental thereto, and to provide 

for the holding of examinations and for the award of Diplomas and Certificates of 

proficiency therein 

 

� to promote and support the formation of groups of members within the 
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Association for the proper fulfillment of these “Objects” 

 

� to provide machinery for the settlement of disputes between members, 

and members and clients 

 

� to facilitate the interchange of members’ views with regard to matters of 

common interest, and to promote the consideration and discussion of all questions 

affecting the same 

 

� to print and publish any periodicals, books or leaflets that the Association 

may think desirable for the promotion of its “Objects” 

 

� to operate one or more funeral pre-payment plans on such terms and 

subject to such conditions as the Executive shall determine 

 

� to provide such other services or facilities to members on such terms and 

subject to such conditions as the Executive shall determine 

 

� to own and control a limited company to support the Association and its activities 

 

The Association is organised on the basis of Local Associations and Area Federations, most of which 

hold regular meetings and, from time to time, social functions, as a result of which Members form 

friendships which often prove of inestimable value to the running of their businesses. This value is 

further enhanced through Members of one area getting to know Members in other areas. There is 

no doubt that the most satisfactory way of combatting restrictions and regulations which threaten 

private enterprise is by a united and powerful Association of which the more complete the 

coverage of its Membership, the more influential its voice. 

 

The Association has contact with Parliamentarians through Cross-Party groups at Westminster, 

the Scottish Parliament, the Welsh Assembly and Stormont. These give access to frequent 
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meetings with Government Ministers and their senior officials. In addition, Government 

Departments consult with the NAFD on matters concerning all aspects of funerals, which might 

affect Members. As a result the Association has means through which individual Members, Local 

Associations and Area Federations can have a say in legislation before it becomes statutory law. 

 

BUSINESS ADVANTAGES OF MEMBERSHIP 

Membership of the Association is divided into four categories: 

 

• Businesses engaged in (but not necessarily exclusively) the practice of funeral 

directing within the United Kingdom, Isle of Man and the Channel Islands. 

 

• Businesses engaged in (but not necessarily exclusively) supplying goods or 

services to the funeral profession. 

 

• Funeral Directors, ancillary businesses and allied professional Associations who 

operate outside the United Kingdom. 

 

• Membership of Category D entitles any Past President of the National 

Association of Funeral Directors to attend General meetings of the Association 

but not entitled to vote in this capacity. 

 

In respect of applications for Category A membership, a premises inspection shall be carried out 

by one of the Association’s Standard & Quality Managers to show suitability of premises and 

compliance with the Code of Practice. In the absence of a Diploma holder on the staff, a 

representative of the applicant must successfully complete and pass the Qualifying Examination 

for entry into membership. 
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BENEFITS OF BUSINESS MEMBERSHIP 

 

The Association works on behalf of all professional Funeral Directors to meet their constantly 

changing needs in an ever altering world, and exists to help all Funeral Directors and their clients. 

The following are just a few of the many benefits the Association offers to members. 

 

A Code of Practice 

 

All Category A member firms are required to abide by the NAFD Code of Practice, which 

highlights the basic relationship between a Funeral Director and their client, guiding the public to 

expect good service from this relationship. 

 

Members advertise that they adhere to the Code of Practice by displaying the logo of the 

Association at their premises so that it is clearly visible from the outside, and also on stationery 

and promotional material. This gives the public the right to the use of the complaints procedure 

that is operated by the NAFD. The public has no redress against non-members, except the usual 

process of Law, consumer organisations and Trading Standards Officers, or by other Codes of 

Conduct/ Practice and client pledges of organisations representing smaller and narrower sectoral 

interests. 

 

The NAFD Business Support Helpline 

A NAFD Business Support Helpline is available for any Category A or B member queries relating 

to issues including commercial and contract law, company law, employment and personnel, 

health and safety issues, licensing, PAYE, payroll, Tax and VAT. Included in this service is the NAFD 

Legal Library which can be found on the members’ website at www.nafd.org.uk. This Library which 

is exclusive to NAFD member firms - will enable members to access over sixty factsheets covering a 

wide range of topics that they will find invaluable to the running of their business 
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Professional Indemnity Insurance 

All Category A members of the Association are covered under the Professional Indemnity 

Insurance Policy.The policy covers the member’s ‘professional’ liability to its clients. It does not 

cover standard business liabilities such as employer’s liability or public liability insurance or 

Directors and Officer or Pension Trustee cover. 

 

This is one of those intangible benefits of membership of the Association, for a member never 

knows when they might be grateful for such insurance cover. It is a case of “Be Prepared”. In this 

connection, it is pointed out that it is most important that members should not, in any way, accept 

liability as this is a matter for the underwriters to determine. If it appears that a claim under the 

Policy may be made, it is important that National Office is informed immediately so that the 

Association’s insurers may be advised. It is also noted that the underwriters will not accept a claim 

from those whose membership has lapsed through non-payment of the subscription. 

 

The Association has insurance brokers who specialise in insurance for the funeral profession. 

 

These brokers are pleased to give advice and information to any member and can offer 

inexpensive cover for NAFD members in respect of private motor, fleet commercial property, 

residential property, contents, animals and travel.
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ASSESSMENT CRITERIA 

 

The learner can: 

 Explain the wider financial implications of   funeral directing.  

 

 Identify any commercial opportunities a DIY funeral may present to a funeral business. 

 

 Evaluate the impact of the internet upon competitive pricing. 

 

Describe the marketplace in which a funeral business operates. 

 

 Identify the opportunities for the supply of additional funeral products and services. 

 

 Identify what commercial contract opportunities are available to the funeral service. 

 

Outline the business advantages to a funeral business of membership of The National 

Association of Funeral Directors (NAFD) 

 

 

 

 

  


