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In addition to appraising numerous industrial, office, retail, apartment, 

and various specialty type properties such as subdivisions, hotels, and 

car washes throughout southeast Michigan, Siegle & Associates also  

appraises funeral homes.  The following is our most recent market  

analysis of this specialty property type.   

The funeral services industry is one that is often viewed unpleas-

antly because it is an industry reliant on death, and dealing with 

death takes an emotional toll on people.  However, the products 

and services the industry provides are necessary, highly regulated, 

and helpful at a very difficult time. 

Funeral homes are commonly small business operations.  The fu-

neral home itself is typically owned and operated by a small staff 

that handles every aspect of the funeral services, from transporting 

and preparing the body to the visitation and funeral service.  The 

funeral home property is highly specialized in its design and func-

tion, with limited alternative uses.   

Trends 

In the funeral services industry, there are several trends that have 

become common discussion points among directors and others.  

Some of these trends, such as advance funeral planning and corpo-

rate buyouts, have risen to prominence because of the opportunity 

presented by an aging population.   
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The U.S. has an aging population, and a substantial  

number of baby boomers are quickly reaching retirement.  

The following statistics are from SEMCOG and the U.S. 

Census Bureau, showing census trends in southeast 

Michigan.   

The aging population will eventually mean a higher vol-

ume of work for the funeral services industry.  Death 

rates have remained the same over the past 10 years, 

but are expected to steadily increase from 2010 to 2050.  

An increase of 1 to 2 percent per year is projected, for a 

total increase of 14 percent by 2050.  Entrepreneurs  

trying to take advantage of this trend have increased  

efforts in selling various forms of advanced funeral  

planning, including whole life insurance policies and  

advanced purchase of funeral home services, in addition 

to typical advanced planning and purchasing of cemetery 

plots.    

Cremation Services on the Rise 

Attitudes and choices regarding the grieving process and 

the use of funeral services have changed significantly 

over the span of two generations.  Fifty years ago it was 

common, when someone died, to have two or three days 

of visitation at the funeral home, transport the body to 

the church for a funeral service, ride in procession to the 

cemetery, have a committal service, and put the casket 

in a vault and bury the body in a cemetery that held  

possibly generations of relatives.  Twenty-five years ago  

it was more common to have shorter times of visitation, 

and to conduct the funeral at the funeral home; it  

became less common for burial or committal services at 

the cemetery.  Today, the funeral home providing “full  

service” is no longer the norm.   

Several local funeral home directors reported that  

cremation now represents most of their business 
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(approximately 55 percent).    

Dr. Jacquelyn Taylor, the executive director of the New  

England Institute at Mt. Ida College and a veteran funeral 

director, confirms the trend and notes in a recent article in 

the official publication of the National Funeral Directors 

Association, The Director, “with notable velocity, citizens 

appear to be rejecting the traditional funeral … [and] are 

opting out of the conventional form in favor of the most 

simple, expedient, and inexpensive disposition of the body 

possible.”   

In 2016, 50.2 percent of Americans chose cremation, up 

from 48.5 percent in 2015, while 43.5 percent opted for 

burial, down from 45.4 percent in 2015, according to the 

NFDA Cremation and Burial Report. 

It is becoming increasingly common for the choice of direct 

or immediate cremation.  That means, aside from the cre-

mation of the body, there are no funeral home services at 

all.  For the funeral home, this translates into significantly 

less income and narrowing profit margins.   

Green Burials 

Society has become increasingly aware of the environment 

and environmental concerns.  In the funeral services indus-

try, some new cemeter-

ies have been set aside 

for “green” or “natural” 

burials.  These cemeter-

ies restrict the use of 

chemicals and embalm-

ing prior to the burial 

and only allow wood  

or wicker caskets (no 
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In the next quarter’s issue of Trends,  

we’ll explore developments in one 

 the strongest industrial corridors 

in southeast Michigan. 

plastics) to be used.  In some cases, no caskets are used 

at all — only a blanket or shroud.  Also, no vaults are used 

by the cemetery, preserving the soil, trees, and other  

surroundings as much as is possible, leaving the entire 

site to continue as naturally as possible.  The absence of 

vaults means that no heavy equipment is used in the  

burial or in caring for the property. 

Corporate Ownership vs. Family-owned Business 

Another trend, especially for larger funeral homes, is  

the move to the corporately-owned business model.  

Some investors see a potential increase in the funeral 

business and are buying up some of the large and  

successful funeral homes.  Because of the importance  

of community connections, the name of the funeral home 

rarely changes.  From the outside, few see the difference; 

however, it can be seen in the cost of services.  The  

investors want to see a profit, and the price tag on vari-

ous services is up to 30 percent higher.  Many customers 

do not shop around and compare prices at a time when a 

loved one has died.  They choose the services they want 

and can afford at the time.   

The Increasing Use of Technology 

Technology has influenced every facet of life, and the 

funeral industry is no exception.  Obituaries and condo-

lences are available online hours after arrangements are 

made with the funeral director.   Most funeral homes are 

now equipped with DVD players and flat-screen TVs to 

show videos or photos of the deceased.  Many funeral 

homes offer to create memorial videos for the family,  

and some funeral homes now offer live online broadcasts 

of the funeral service or recordings for those relatives 

who are not able to attend.    

Increased technology has also made product and service 

information more accessible to the public.  A simple 

Google search gives an 

individual the ability to 

compare products, ser-

vices, and pricing from 

any computer, tablet, or 

smartphone.  Additional-

ly, the social aspect of 

technology now brings input from “friends” on Facebook 

and from reviews online that can make a significant dif-

ference in decisions for funeral and burial services.   The 

younger generation is influenced more by these trends, 
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websites, Facebook presence, and other modern marketing 

strategies.      

Recent issues of The Director magazine deal with “Why 

Mobile Matters” and “Strengthening Your Business with 

Social Media.”  These articles are reinforcing the reality 

that technology is driving the ability to provide services to 

people in need.  In almost any market, potential customers 

search first on the internet, and then make a phone call.  

Even call patterns have changed.  There is increasing pres-

sure to be available 24/7.  Funeral homes that rely on 

voicemail will lose out to those that are immediately availa-

ble.  The funeral home must have an online presence and 

must have a good response time to compete in the new 

high-tech market.   

Personalized Services 

Modern trends have moved from traditional services  

to unique and individualized services.  More and more, 

families want to be involved in the planning of the service 

and look for a customized experience.  Personalization has 

become commonplace in current society, from Starbucks — 

literally dozens of options for a cup of coffee — to  

customizable radio stations.  This thinking has carried over 

to the funeral business, raising expectations for very  

personal and unique services for each family.  In many 

ways, the funeral director’s role has changed from director 

to planner, coordinator, and consultant.   

Summary 

There will always be a need for funeral services, but what 

those services will look like in the future is still uncertain.  

The current trend is away from visitation and burials,  

although those attitudes could change.  A very public  

funeral, such as that of a well-loved president, could  

impact the value the public puts on funeral home services.  

That remains to be seen.  But well-kept facilities, good 

community presence, and excellence in services will always 

serve the public well.  Doing it in a cost-effective manner 

will be the challenge.  
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Gerald S. Daugherty has been involved in various aspects of the commercial and residential real estate industry since 

1977. He was employed by a major financial institution for 25 years in a number of real-estate-related positions. As a 

residential REO property manager, he managed and sold hundreds of residential real estate properties. For nine 

years he was a commercial real estate loan senior analyst. His experience in this position included commercial real 

estate loan collateral analysis, and managing and selling foreclosed commercial real estate. He has been appraising 

real estate since the mid-1980s and has been a licensed real estate appraiser since the state appraisal licensing law 

was enacted in the 1990s. Jerry has a bachelor’s degree in finance from Walsh College. 

Kenneth R. Siegle, MAI, M.S.F., was a commercial real estate loan servicing officer for seven years and a staff apprais-

er for six years. He has expertise in appraising a variety of properties, including apartments, general office buildings, 

medical office buildings, retail centers, subdivisions, industrial buildings, vacant land, single-family residential, self-

storage facilities, car washes, and more. Ken holds a bachelor’s degree in business administration with a minor in 

systems analysis from Taylor University, and a master’s of science degree in finance from Walsh College. He is a Desig-

nated Member of the Appraisal Institute (MAI), as well as a state-certified general real estate appraiser. He presently 

serves as a member of the nominating committee of the Great Lakes Chapter of the Appraisal Institute (he previously 

served as a board director and regional rep), and he is also a member of the Macomb Township Board of Review. 

Don Pedde is a research assistant and limited license real estate appraiser. He is a graduate of Pensacola Christian 

College and holds a certificate of legal assistant studies from Oakland University, with specialties in business law and 

litigation. He has a wide range of professional experience, including teaching, production control, automotive man-

agement, and church ministry. Since joining Siegle & Associates in 2010, Don has gained valuable experience with 

commercial properties, and has focused on specialty properties including apartments, restaurants, and churches.  

 

Karen Relph is the office manager, a research assistant, and a residential appraiser. Karen keeps the office running 

smoothly by setting up appointments, scheduling property inspections, filing reports, ordering supplies, and perform-

ing a host of other duties. In addition to managing the office, Karen assists in residential appraising, and researches 

industrial and commercial properties for the firm's commercial appraisers. Karen's experience and expertise in ap-

praisal services has been an invaluable asset to the company. 

Kathy Siegle, chief financial officer, oversees the firm’s financial operations. Her duties include supervising accounts 

receivable and accounts payable, as well as purchasing and tax preparation. Kathy also assists with a variety of of-

fice duties. She attended Prairie Bible Institute near Calgary, Alberta, Canada, and completed courses in business 

and accounting at Macomb Community College. 

Rhea D. Allen is a certified general real estate appraiser who began her appraisal career in 1997 as a research assis-

tant at Stout Risius Ross Inc. After obtaining her limited license in 2003, she was promoted to an appraiser and then 

to senior appraiser in 2006, when she earned her certified general license. Rhea has appraised numerous properties 

including industrial buildings, retail buildings, general and medical office buildings, apartments, vacant land, and 

subdivisions. She joined Siegle & Associates in 2008. Rhea received a bachelor’s degree in public relations from 

Grand Valley State University in 1992.  

Founded in 2003 by Ken and Kathy Siegle, Siegle & Associates is a full-service  

commercial and residential appraisal services firm specializing in property valuation, 

consulting, feasibility analysis, and appraisal review services in Macomb, Oakland, 

Wayne, St. Clair, Monroe, and Lapeer counties. We also service other counties across 

Michigan. 
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