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	 About a week before the United States government 
announced the dreaded Covid-19 pandemic, our fam-
ily pet, Lady Bug, became extremely ill and, sadly, 
passed away. This was a tough loss for our family. Lady 
Bug had been our family 
pet for 16 years. We loved 
her so dearly.
	 For us, Lady Bug was 
not merely our family 
dog or pet. She was a be-
loved member of our fam-
ily. She gave us compan-
ionship, love, and joy. She 
played with us, comforted 
us when we were lonely or 
sad, and if we were hav-
ing a particularly bad day, 
Lady Bug could sense it 
and would go out of her 
way to comfort us. Lady 
Bug also helped to keep us active by encouraging us to 
play with her outside or to take her walking. She would 
help us overcome the setbacks and challenges that life 
sometimes threw our way.
	 When Lady Bug died, our lives were suddenly very 
lonely. She had held a special place in our family, and 
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about grieving over the loss of their beloved pet.
	 Some pets are service animals. Service animals play a 
vital role in the lives of the person they serve. When a 
service or support animal dies, it can be devastating. The 
person who has lost their service or support animal may 
now be without independence. Sometimes a service or 
support animal functions as a coworker. In such a case, 
the person relying on the animal may now be unable to 
support themselves financially. This loss may be devastat-
ing as it can be life-changing in a critical way.
	 While experiencing loss is inevitable in human and 
animal companionship, coping with the pain and com-
ing to terms with grief is necessary. An animal com-
panion can assist a grieving human upon the loss of a 
human loved one. However, when your loss is your ani-
mal companion, who do you turn to for assistance with 
your grief?
	 One effective therapy for animal companionship loss 
is to reach out to others who have previously lost ani-
mals. Message boards, pet loss hotlines, and pet loss 
support groups are available. Of course, if you know 
someone who has experienced pet loss, you can always 
reach out to them. After a time, you might even con-
sider a new animal companion. It has been three years 
since we lost our Lady Bug, and recently, we have ad-
opted a new pet. She is a schnauzer like Lady Bug. 
Seeing the same characteristics and personality traits 
in Spottie Dottie that Lady Bug had is wonderful. It 
brings us comfort and reminds us of our special times 
with her and the love she shared with us.
	 Animal companions are special friends who love you 
without prejudice. Their value should never be under-
estimated.
	 Tracy Renee Lee is a Certified Grief Counselor (GC-C), 
Funeral Director (FDIC), published author, syndicated col-
umnist, Podcaster, and founder of the “Mikey Joe Children’s 
Memorial” and Heaven Sent, Corp. Tracy writes books, 
weekly bereavement articles, Podcasts, and Grief BRIEFs 
related to understanding and coping with grief. She is an 
American Funeral Director of the Year Runner-Up and re-
cipient of the BBB’s Integrity Award. 
	 For additional encouragement, visit her podcast “Deadline” at 
https://open.spotify.com/show/7MHPy4ctu9OLvdp2JzQsAA 
or at https://anchor.fm/tracy874 and follow her on Instagram 
at “Deadline_TracyLee”.

without her there, we 
missed her infinitely. Our 
pain and grief were over-
whelming.
	 Some people may not 
understand the depth of 
grief experienced when a 
beloved pet dies, but that 
does not make the loss any 
less significant. For some 
people, loving their pets 
is similar to loving a child. 
When people cannot have 
children, sometimes a pet 
helps fill that void. The 
love they would bestow on 
their children is bestowed 
on their pets. A pet fami-
ly should never feel guilty 
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	 This isn’t the first time I’ve mentioned this point, and 
it certainly won’t be the last time. But given the ongo-
ing challenges and uncertainty in the deathcare profes-
sion right now, I think it’s best to provide a reminder 
of what works for marketing your funeral home.
	 The equation is incredibly simple: Google = at-needs. 
Social media = preneeds.
	 I’ll grant that while the equation itself is simple, exe-
cution is a little more complex. With that said, it’s im-
perative to remember this golden rule and to reflect on 
it whenever you’re unsure about your approach.
	 To attract clientele with immediate or imminent 
needs—either someone has just died, or death is im-
pending—by far the best use of your marketing dollars 
is to invest in search engine marketing (SEM). And the 
best way to do that is to leverage Google Ads.
	 Conversely, to attract individuals and families who 
are preplanning, you’re best off focusing on social me-
dia.
	 To be clear, I’m not saying SEM is the only way to 
attract at-need clientele. And I’m not saying social 
media is the only channel that generates preplanning 
business.
	 Honestly, I’m a strong proponent of omnichannel 
marketing, which is to say your funeral home should 
be utilizing a variety of marketing channels, letting 
you reach different audiences and providing more op-
tions for individuals and families in your area.
	 Although my firm specializes in digital marketing, 
I don’t object to funeral home clients employing of-
fline marketing. In fact, I recommend it! My philoso-
phy is simple: If you’re at least breaking even on any 
marketing channel—be it online marketing, print ad-
vertising, direct mails, community outreach, etc.—it’s 

worth using.
	 However, as it relates specifically to digital marketing, 
certain techniques simply work much better for particu-
lar results than others.
	 I liken it to using the right tool for the job: You could 
use a vegetable peeler to remove a Phillips-head screw, 
but a Phillips-head screwdriver works much better. You 
also could use a brick to hammer a nail, but… you get 
the idea.
	 Regarding SEM and social media, it’s true that social 
media can have a small, mostly indirect effect on attract-
ing at-need consumers. And SEM can have a similar ef-
fect on preneed consumers. However, by far the biggest 
bang for the buck occurs when you employ SEM for at-
needs and social media for preneeds.
	 If a family has suffered a recent death or expects loss to 
be imminent, they’re considered “problem-aware” con-
sumers. They need a resting place for their loved one, and 
they need to arrange it immediately.
	 Social media won’t move the needle with this audience. 
They’ll go to Google and search, for example, for “local 
funeral homes” or “funeral homes near me.” The best way 
to get the attention of these problem-aware consumers is 
to employ SEM, highlighting your firm in Google search 
results.
	 Of course, it’s also beneficial to ensure your funeral 
home website also has excellent search engine optimiza-
tion (SEO). This is what most benefits your organic (un-
paid) rankings on search results pages.
	 Again, SEM works by targeting users with intent. Social 
media doesn’t do that. In general, most people hate being 
“sold to” on social media. You certainly can promote your 
business through social media, but the idea there isn’t to 
harness intent. With social media, your number-one goal 
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is to create awareness.
	 That’s why social media is the best tool for engaging 
potential funeral home clientele who are not currently 
“problem aware.” Instead of harnessing intent, you’re 
looking to create it. What you post on social media 
acts as a steady reminder to local individuals and fami-
lies that they should plan for their final rest and con-
sider the options you provide.
	

	 Welton Hong is the founder of Ring Ring Marketing® and a 
leading expert in creating case generation from online to the 
phone line. He is the author of Making Your Phone Ring with 
Internet Marketing for Funeral Homes. For more information, visit  
www.FuneralHomeProfits.com.
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LoadAlone is made from the hardest and 
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Our beautiful
laminate surfaces
make a passenger 
vehicle a dignified 
alternative to the

expense of
using a hearse!
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