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ABOUT RING RING MARKETING
Ring Ring Marketing is deathcare’s premier provider of marketing solutions for 
funeral homes, cemeteries and affiliated industry partners. 

RRM founder and CEO Welton Hong is one of the top educators in deathcare. 
Among numerous other credits, he is:

 

Mr. Hong and his team at RRM have a proven record of helping funeral home 
owners generate more at-need calls, grow their preneed contracts, improve 
website conversions, brand their businesses with social media, dominate local 
competitors in search results, protect their market share and much more.

An in-demand speaker at national conferences, including NFDA and ICCFA, 
state associations and mortuary schools 

A regular contributor to numerous industry publications, including NFDA’s 
“The Director,” Kates-Boylston’s “American Funeral Director” and ICCFA’s 
“Memento Mori” 

Author of the celebrated book “Making Your Phone Ring with Internet 
Marketing for Funeral Homes, Third Edition” 

tel:8883832848
tel:4089826096


Funeral homes do not lose trust all at once; it fades quietly 
when communication stops and families are left uncertain. In 
today’s environment, where decisions take time and attention 
is divided, the funeral home that remains present and helpful 
becomes the one families remember when it matters most. 
Email nurturing is not about sending more messages—it is 
about building familiarity before the need becomes urgent.  

Most families are not ready to act after their first interaction. 
They are processing emotions, gathering information and 
waiting for reassurance. When communication ends too soon, 
doubt grows. Consistent, thoughtful email nurturing bridges 
that gap, positioning your funeral home as a steady, trusted 
guide over time. IN

TR
O

D
UC

TI
O

N



Close the Trust Gap with
Consistent Communication 

Recognize that trust must be reinforced regularly,
not assumed from reputation alone. 

Address family hesitation by providing reassurance
instead of pressure. 

Follow up consistently after initial inquiries to
maintain connection.

Stay visible so competitors do not replace
your presence.

Provide ongoing answers to common
questions families are hesitant to ask. 



Build a Structured Email
Nurturing Strategy 

Replace random newsletters with a clear,
intentional email sequence. 

Focus on education rather than promotion to
build authority.

Create a logical progression of emails that
guide families step by step.

Maintain a consistent tone that feels calm,
confident and supportive. 

Establish a predictable sending cadence
to build familiarity.



Leverage Psychology to 
Strengthen Long-Term Trust 

Use consistent exposure to make your funeral
home feel familiar and safe.

Deliver clear, simple explanations to demonstrate
authority without pressure.

Communicate transparently to reduce fear
and uncertainty. 

Maintain a steady email rhythm to signal 
reliability and professionalism.

Reinforce your values consistently to
strengthen brand identity. 



Build a Strong Email Foundation 
for Long-Term Success 

Offer valuable resources (guides, checklists)
in exchange for email sign-ups. 

Set clear expectations on what families will
receive and how often. 

Segment your audience based on interests
and behavior. 

Map out a 12-month email plan to maintain
consistent engagement. 

Align messaging with each stage of the family
decision journey.



Create Messaging That Builds 
Confidence and Connection 

Educate families with simple, step-by-step
explanations of preplanning. 

Address pricing and processes transparently 
to build credibility. 

Share meaningful stories that reflect
community values and experiences. 

Highlight your involvement and service
within the community.

Use low-pressure invitations that encourage
conversations, not commitments. 



Automate Emails Without Losing 
Personal Connection 

Write emails as if speaking directly to
one family.

Use warm, conversational language instead of a formal 
or corporate tone. 

Schedule emails with balanced timing to
avoid overwhelming recipients.

Start with frequent communication, then transition
to a steady rhythm.

Monitor engagement trends and refine
messaging gradually. 



Measure Trust Through
Meaningful Engagement 

Track repeated email opens as a sign of
growing familiarity. 

Monitor clicks on educational content to 
identify intent. 

Pay attention to replies as indicators of
comfort and trust. 

Measure time from email sign-up to consultation to
understand long-term impact. 

Evaluate overall relationship value, not
just short-term conversions. 



Choose the Right Marketing 
Partner to Support Growth 

Prioritize partners who focus on long-term 
strategy, not just execution. 

Ensure they understand the emotional nuance 
of deathcare.

Look for alignment in values, tone and 
communication style. 

Confirm they support compliance and 
transparency in messaging. 

Choose a partner committed to
consistent, long-term trust building. 



Trust is built long before a family walks through your doors. The funeral home that
communicates consistently and thoughtfully becomes familiar, and familiarity 
becomes preference when decisions are made. Email nurturing ensures your 
presence is felt throughout the entire journey, not just at the moment of need.  

When you educate clearly, communicate consistently and invite gently, families 
begin to see you as both a trusted authority and a compassionate guide. Over time, 
this approach transforms your communication into a system that naturally builds 
stronger relationships and increases long-term loyalty. 

Conclusion 



If you want to strengthen trust and stay consistently connected with families in your 
community, the next step is to evaluate your current email strategy. Understanding 

what is working, and where gaps exist, can help you build a more intentional, 
effective nurturing system that supports long-term growth.  

Call (888) 383-2848 or email info@ringringmarketing.com to schedule your 
complimentary strategy assessment. With the right approach, your funeral home 

can become the steady, trusted presence families turn to first. 

Take the Next Step 

tel:8883832848


WELTON HONG
FOUNDER & CEO

You can reach us at info@ringringmarketing.com
or toll-free at (888) 383-2848
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