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Summary

The following feasibility study represents a funeral home operating and financial
plan for the coming five years. The funeral home business is usually carried from
father to son, and all family members are involved in the process.

The funeral home can have a diversified range of services or can outsource part
of its services. Whether outsourced or in house, those services include transferring the
remains of the dead, preparation of the dead, obtaining the necessary and required
legal documents for foreigners, consulting with the family, clergy and others to make
service arrangements, placing obituaries in appropriate media, contacting the
cemetery, and providing flower arrangements.

Wars, catastrophes, aging population and recession affect a funeral home
business. All affect the number of funerals except for the recession, which affects the
price of the funerals.

Funeral homes get their business from nearby areas, from referrals and from
hospitals. Many undertakers have traditionally exclusive contact with certain families,
churches and graveyards.

Direct competitors of a funeral home are funeral homes providing full funeral
services.

The financing requirements are 28 457 $US of which 12 000 $US will be taken
as a loan and reimbursed over a period of two years in equal monthly installments of
545 $US. The remaining 16 457 $US will represent the owners’ contribution. The
financing requirements cover the cost of equipment and the required working capital
during year one.

Total sales are expected to be 79 100 $US in year one and will increase gradually
to reach 108 221 $US in year five. The gross profit margin in the first year is 50 %; it
remains constant over the years . The net profit will increase from 19 295 $US in year
one to 30 538 $US in year five; the resulting net profit margin is 24 % in year one and
it increases over the years reaching 28 % in year five.

The cash flow generated by the operating activities will allow the funeral home
to have the funds to reimburse the loan in the second years.

The overall performance of the funeral home is subject to the realization of the
projected services volume depending on the undertakers’ connections.
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