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THE PRENEED PRENUPTIAL

by Ann Marie St. George

Personally, | never made enough money to demand or require
a prenuptial agreement, | am a funeral director and unlike
what the general public believes, “| don’t make a lot of money.”
A few of the men | dated most likely would have demanded
one, not because | look like someone that would have taken
them for everything their worth; They were just paranoid. |
am more the type that doesn’t leave a forwarding address.

According to the online law dictionary a “prenuptial
agreement” is a written contract between two people who are
about to marry, setting out the terms of possession of assets,
treatment of future earnings, control of the property of each,
and potential division if the marriage is later dissolved. These
agreements are most common if either or both parties have
substantial assets, children from a prior marriage, potential
inheritances, high incomes, or have been previously “taken”
by a prior spouse. (Wouldn't it be awesome if the spouse that
“took” the other spouse got “taken” by the future spouse. |
know that made a few of you smile as it is karma at its finest).

| am personally insulted that “preneed trust funds” were
not specifically listed as an asset. | know there must be
somebody out there, besides the prosperous funeral
director, who thinks about preneed all the time. If all the
people in the world are not thinking about it at least some
of the time it must be in some way our fault! Right? Okay,
maybe not “all” the people in the world, just those that are
thinking about prenuptials or those of us cough, cough,
close to our retirement years. These people my friends
are our preneed “sweet spots.” In other words, this group
should be our focus when marketing preneed, but you
smarties out there already knew that.

We need to try and think outside the proverbial box when it
comes to preneed because, let’s face it, there doesn’t seem
to be a lot of “new” and “innovative” options out there.
Sometimes all we hear when the preneed experts pontificate
is blah, blah, blah; Am | right? Sadly, | know | am. So, think
about this, why not reach out to local divorce attorneys and
offer your expertise in prefunding funeral arrangements. It
can be packaged as an adjunct to a prenuptial agreement
with assurances their final wishes, whatever they may be, will

or call (800) 336-1102.

be executed as desired. How is it any different than reaching
out to the elder care law attorney? They are all brothers and
sisters of the law, which reminds me of a funny joke:

Q: What do you call a lawyer with an |IQ of 100?
A: Your Honor.

Q: What do you call a lawyer with an |IQ of 50
A: Senator.

| don’t recommend telling that one to your new comrade in
preneed as he/she may be negotiating your next spouse’s
divorce proceedings. The point of all this is if we truly want
to be successful with our preneed programs, we need to get
off our duffs and get into our community. Consider all the
possibilities and the people with whom we need to partner. |
know most of us understand what should be done, we merely
sometimes lack the time and motivation. That motivation is
literally the difference between developing a kickass preneed
marketing program to waiting for a possible prearrangement
to walk through the door. Seriously? Do you really want to just
sit around the funeral home complaining about how business
isn’t like it used to be? Wouldn’t you rather be out and about
building that nest egg for your retirement? | know you are all
very wise and all-knowing. So instead of giving you more blah,
blah, blah | am going to leave you with a good funeral joke
since it is only fair as we already picked on our lawyer friends:

A man is at his lawyer’s funeral and was surprised by the
large turnout. He turns to the man next to him and says,
“Why are all these people here for one man’s funeral?” The
man replied, “We are all clients.” The other man replies,
“How touching that all these people came to pay their
respects.” The man shakes his head, “No, not really, we
came to make sure he was dead.”

Oops was that another lawyer joke? Sorry, | just couldn’t
resist. Who wants to hear another insensitive funeral director
joke anyways? So as a new year marches forward, think of
some fresh opportunities to help increase your preneed sales.
And for the record; I’'m old fashioned and | married for love
instead of money. I'm thinking he did too, cuz after all, | am
a funeral director that doesn’t make a lot of money. FBA
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