Abstract

What is 'Good Death'? A Comparative Analysis of
Christian and Islamic Perspectives on End-of-Life
Care in Abuja and Salzburg through the Lens of Ars
Moriendi

This study explores the cultural and religious conceptions of living and dying well within Christian and
Islamic traditions in Abuja, Nigeria, and Salzburg, Austria. Through the lens of Ars Moriendi, which
discusses the art of dying, the research examines how these traditions shape individuals' views on
what constitutes a "good death." The study delves into how family, community, and religious leaders
guide individuals through the end-of-life process, as well as how modern medical ethics and legal
frameworks in both regions interact with religious and cultural norms. The broader focus lies in
understanding how religious teachings and cultural practices help navigate the dying process with
dignity, autonomy, and community support.
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