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While being a funeral director may be your calling, hiring 
and managing employees may not be. With Generation Z 
now entering the workforce to the tune of 61 million, we are 
moving into an era of complicated multigenerational  
personnel management. 

If the above statement made your eyes glaze over, that’s 
OK; stay with me. 

We live in an age where millennials need continuous feed-
back, Gen Zs have trouble with verbal communication, and 
the baby boomers’ preferred method of contact continues 
to be spoken. With that said, funeral directors will need 
a hands-on hiring process to attract the younger work-
force while helping their mature staff feel involved and 
connected to new hires. 

Indeed.com is the most popular online platform for employ-
ment searches. If you type in “Funeral Home, Florida,” there 
may be 320 jobs listed on a given day. Something I noticed 
when scanning over ads was that most listed potential can-
didates’ requirements: must have, must be, must live, etc. 

Employees typically have their own sets of values. Most 
ads online talk about the funeral home, but not what 
might be important to the applicant. This is good news for 
the family-run funeral home, as you have much to offer, which 
can be easily communicated to attract the right people. 

When filling a new position, it’s critical to think about your 
funeral home objectively, both the good and the bad. Why? 
Because it allows you to figure out what type of person will 

succeed in your culture and be happy to come to work every 
day, taking excellent care of your families. 

Creating what’s called an “Ideal Candidate Profile” will help 
you paint a picture of what your ideal employee might look 
like. It provides a tool to write job advertisements that attract 
good quality candidates — more on that later. 

Sounds like a lot of work, right?

Wrong; it can be a fun process! You don’t have to do this 
alone; you should involve other members of your team. 
They will give you great insight into what’s good about their jobs 
and what may be challenging. Encourage them to be honest 
with you. This helps you be realistic about what you have to offer 
and enables you to be more disciplined when you interview. 

Many people conduct an interview and decide to hire the 
person because they like them or they can start next week. 
The Ideal Candidate Profile is a better way! 

Sit down with a notepad and list out the following information 
to build an Ideal Candidate Profile. 
• Position – List the formal job title.
• Education or Degree Requirements – List these out 

in detail or write “N/A” if none are needed for the job.
• Years of Experience – List your ideal number of years 

and the minimum you can accept.
• Skills – List out precisely the skills needed to do this 

job. Be specific and detailed. 
• Personal Qualities – (This one is important!) List out the 

qualities that you believe will be a good fit, not only for 
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the job, but for the funeral home as a whole. Do they need 
to be able to work alone and unsupervised? Should they 
be able to work under pressure or tight deadlines that 
change often? Do you require a warm and friendly tone 
on the phone? Or attention to detail that necessitates 
they make no mistakes? List anything you can think of. 
One side note here — these should be qualities to do the 
job, nothing more. You can’t list that you want them to be 
male or female, have a road-worthy car, be married, etc. 

• The final section to work on is called Other. I use this 
section to add anything else that may help me narrow 
down my “ideal” candidate. Do you offer ongoing train-
ing for employees? “Must be open to training and new 
ideas.” Do you have non-negotiables, such as consis-
tent work history with a minimum of one year at each 
previous job? How about, “Someone who wants to 
move up the ranks.” Because you are an independent 
funeral home, you can get creative and customize what 
this ideal candidate might look like.

OK, you included your team in gathering ideas and  
listing out the items above; you now have an Ideal 
Candidate Profile! Congratulations! You are ready to write 
the job posting. 

Tip: People don’t tend to read long text; keep it  
concise and straightforward. 

If you have time to write the ad, excellent; if not, delegate 
to your office manager or administrative assistant. Start 
by telling the reader who you are and what you do that is 
important to them! The goal here is to let applicants know 
something unique they may experience working with you. 

Here’s a sample ad opening: Funeral assistant needed 
to do meaningful work. Warm, friendly, family environment 
where you will be encouraged to grow professionally and 
receive continued on-the-job training. We encourage our 
employees’ feedback and welcome your ideas to serve our 
families better in these changing times. 

Tip: Now that you have a meaningful opening, you 
can list the job requirements you laid out in the Ideal 
Candidate Profile. This is where the planning pays off, 
because you now have an ideal candidate-focused adver-
tisement that someone can connect to if it matches their 
skills and desired work environment. When your ad is  
complete, test the free sites first, including Indeed.com 
(non-boosted ad) and, of course, your IFDF job board. 

Final tip: HR headaches should also be reduced, as you 
will be making conscious hiring decisions that hopefully 
lead you to many successful hires! Use this simple process 
each time you have a job opening. There are many benefits to 
having a recruiting strategy as part of your hiring process.

Colette Kemp is an experienced small business owner 
with 15 years of experience hiring and managing teams. 
She is the Principal at Kemp Funeral Group. If you would 
like a copy of an Ideal Candidate Profile worksheet that 
Colette uses herself, send an email to her at colette@
colettekemp.com, and she’ll be happy to share a copy.
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