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Meet the 2010-2012 APFSP Board of Trustees
President
Arvin W. Starrett, CFSP
Starrett Funeral Home
425 South Church Street
Paris, TX 75460
Phone: (903) 784-4333 • Fax: (903) 784-7200
E-mail Address: starrett_funerals@sbcglobal.com
(Term Expires: 2012)
Vice President
Mark D. Musgrove, CFSP
Musgrove Family Mortuaries
P.O. Box 22210
Eugene, OR 97402
Phone: (541) 342-8281 • Fax: (541) 343-8583
E-mail Address: mark@musgroves.com
(Term Expires: 2012)
Secretary/Treasurer
William P. “Bill” Joyner, CFSP
Renaissance Funeral Home
7615 Six Forks Road
Raleigh, NC 27615
Phone: (919) 866-1866 • Fax: (919) 866-1606
E-mail address: bjoynercfsp@gmail.com
(Term Expires: 2014)
Immediate Past President
Kathleen M. Berry, CFSP
Wilbert Funeral Services, Inc.
P.O. Box 147
Forest Park, IL 60130-0147
Phone: (216) 521-1705 • Fax: (216) 521-1375
E-mail Address: kathleenberry@msn.com
(Term Expires: 2010)
Board Members
Diana Duksa Kurz, CFSP
Newington Memorial Funeral Home
20 Bonair Avenue
Newington, CT 06111
Phone: (860) 666-0600 • Fax: (860) 666-8377
E-mail Address: diana@newingtonmemorial.com
(Term Expires: 2012)
Robin M. Heppell, CFSP
FuneralFuturist.com (Div. of Heppell Media Corporation)
Box 8723
Victoria, BC, V8W 3S3
Phone: (250) 744-3595 • Fax: (250) 483-5455
E-mail Address: robin@funeralfuturist.com
(Term Expires: 2016)
John T. McQueen, CFSP
Anderson-McQueen Family Tribute Centers
2201 Dr. ML King Street North
St. Petersburg, FL 33704
Phone: (727) 822-2059 • Fax: (727) 342-6330
E-mail Address: robin@funeralfuturist.com
(Term Expires: 2016)
Robert E. Parks, CFSP
J. Henry Stuhr, Inc. Funeral Chapels and Crematory
232 Calhoun Street
Charleston, SC 29401
Phone: (843) 723-2524 • Fax: (843) 724-1548
E-mail Address: bob.parks@jhenrystuhr.com
(Term Expires: 2016)
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Randy A. Williams, CFSP
Cincinnati College of Mortuary Science
645 W. North Bend Road
Cincinnati, OH 45224
Phone: (513) 761-2020 • Fax: (513) 761-3333
E-mail Address: rwilliams@ccms.edu
(Term Expires: 2016)
Education Consultant
James M. Dorn, CFSP
Xavier University
Department of Chemistry
3800 Victory Parkway
Cincinnati, OH 45207
Phone: (513) 745-3351 • Fax: (513) 745-3695
E-mail Address: dornj@xavier.edu
Executive Director
Kimberly A. Gehlert
P.O. Box 2275
Westerville, OH 43086-2275
Toll Free: (866) 431-CFSP (2377)
Phone: (614) 899-6200 • Fax: (614) 899-6206
Cell: (614) 271-0091
E-mail Address: kgehlert@apfsp.com
Web for Members: apfsp.com
Web for Consumers: apfsp.org

The True
Strengths of
Funeral Service
There is a long-told story of a Texas farmer and his
constant struggle to make his small rural farm a
profitable endeavor. As a young man armed with
enthusiasm, he purchased a segment of land with all
intentions of obtaining wealth, organizing a thriving
operation and staying on the cutting edge of progress
and new technology. A recent graduate of agricultural
school, he was dismayed with his observation of the
farms surrounding his new venture, noting that their
methods and equipment were woefully behind the
times. His nearby colleagues, some of whom had been
operating farms in business for a century, seemed
somewhat archaic in their management skills and
methodology. He knew that his efforts would certainly surpass these meager farms in both productivity and
profit. The young farmer built the finest of facilities;
purchased the most expensive tractors, plows and harvesting equipment available; and built huge automated
silos in which to store his grain. He researched and
planted genetically engineered seed guaranteed to produce larger yield and sent scores of soil samples from
around his property for analysis. He closely followed
the recommended calendar for planting and read every
piece of scientific research he could find to aid him in
planting, fertilization and proper harvesting. When
his locale experienced a long, extended drought, he
invested thousands of dollars in irrigation equipment
and dug costly water wells. As time went by, he could
not help but notice that, most of the time, his expenses
exceeded his income. Determined that bigger was better, he began to purchase adjacent land, confident that
greater volumes of production could bring larger profits. The land he amassed soon became too great for his
wife, his son and himself to manage. He hired a large
workforce, certain that the cost of their employment
would be returned many times in revenue.
After a dozen years of drought, poor crops, the high
cost of doing business and low market prices, he sold
the farm and moved with his wife to a large city, where
he lived with great depression and worked as a com-

mon laborer until his despondency with a life of poverty brought
about his early death.
Within a few months following his untimely demise, a large
oil and gas exploration company
commissioned a geological survey of the thousands of acres the Arvin W. Starrett, CFSP
farmer had disgustedly walked APFSP President
away from. Within a few years,
land formerly planted with grain and vegetables was
covered with scores of producing oil wells, making its
new owners rich beyond belief and among the most
noted members of local society.
In pondering the saga of the farmer, we can make several observations. Firstly, cutting-edge equipment and
technology, important as they may be, do not a farmer
make. Secondly, knowledge, research, ambition and
optimism do not always produce larger crops. Thirdly,
and most importantly, sometimes the greatest of our
aspirations may already be under our ownership.
Funeral service, in days of great change, must most certainly attempt to stay abreast of cultural realignment,
technological advances and product development.
Marketing through information technology and the
Internet offers practitioners many new ways to both
serve their families and educate the public. Computers
and digital information devices have become a vital
part of most all funeral service operations and will be
even more important in days to come.
May we always remember, however, that the key to
service and success cannot be purchased, downloaded
and installed. The real meaning of ritual cannot be
digitized. Good funerals will never be plug-and-play. A
warm word, a sincere touch and an embrace of sincere
sympathy, coupled with dedication, perseverance and
true love and concern for bereaved families, are the
hallmarks of this great profession. These are the rudiments of what we do.
Stay abreast of change. Invest in new technology. Take
every opportunity to develop business systems that
better serve your families. But never forget that the
tools of true success will not have to be purchased.
They are already in your own backyard. 
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TECHNOLOGY TIPS
by Robin Heppell, CFSP

Making Sense of Social Media and On
People spend more time on Facebook than
any other website. YouTube is the second
most popular search engine next to (its
owner) Google. Twitter has aided in taking
down governments.
“So what?” you ask. “How does this affect
funeral service?”
People are using these social networks.
People in your communities. People in
your most important target market —
middle-aged women — who represent
approximately 20 percent of the Facebook
population in North America. (This is the
demographic that makes the vast majority of
buying decisions.)
Here’s the problem ... so-called “social media
experts” are telling small-business owners
like yourself to drop all of your other forms
of advertising, including YellowPages, newspapers and even church bulletins, and create
a Facebook (fan) page. They don’t understand that it is kind of weird to be a fan of
the local funeral home.

In reality, they don’t get it — “it” being
funeral service — at all!
When it comes to social media, funeral
service IS different from a lot of other businesses. Now this doesn’t mean that you
shouldn’t have a presence on Facebook.
You just want to do it right. And although
Facebook and YouTube are the two most
important ones, you can’t put all of your
marketing eggs in those baskets.
Remember, people make arrangements with
people, not logos, not buildings, not hearses
and not Facebook pages. This is why I
believe that having (and working) a Facebook profile in your name is more effective
than having a Facebook (fan) page in the
name of your firm. I do believe that you
should have both; the more important of the
two is your own profile.
Let me explain ... You wouldn’t go to Rotary
with a sandwich board on — would you?
Nope, I didn’t think so. With the Rotary
example, your profile is you and your page
is your business. So you and someone else

are talking, and if the conversation takes
on a business tone — like the person says
that he or she is ready to prefund his or her
funeral — then you casually go to a briefcase
in the corner (or, in Facebook, direct them
to your page).
I wanted to share that analogy so that
the next time someone tells you the most
important thing that you need is a Facebook
page, you will know that he or she is probably looking out for his or her best interests
over yours.
This is a relationship business: yesterday, today
and tomorrow! Networks — whether they are
face-to-face or online — are just the tools used
to build relationships. Rotary may have been
yesterday’s tool, Facebook today’s, and who
knows what tomorrow’s will be; but we can
bank on funeral service still being a relationship business 50 years from now.
David Ogilvy, arguably one of the most
famous and successful “ad men” ever, said,
“Ninety-five percent of all advertising is
created ad hoc. Most products lack any
consistent image from one year to another.”
This can be said for many companies’ social
media and online marketing strategies. Most
online marketing efforts are ad hoc, and
there isn’t any consistency from one social
network to the next.
So let’s step back, zoom out and take a look
at your entire online presence. The Internet
is here to stay (for at least the next 50 years),
and just like Ogilvy says, we want to be consistent. To get that big picture, I like to look
at a company’s online presence as its virtual
marketing platform.
By seeing the Internet from the concept of
the Virtual Marketing Platform, all these
online elements are brought together. Over
time, some of these elements may change,
but with the big picture of the Virtual
Marketing Platform, you can replace the
old element (MySpace) with the new element (Facebook) without disrupting your
overall online marketing strategy.
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line Marketing for Funeral Homes
The foundation of this platform would be
your website, i.e., www.YourFuneralChapel.
com, and all of the other online elements feed
into your foundation. Similar to a bicycle
wheel, where your website is the hub, everything else online is like the spokes. The difference is that many of the spokes interact with
each other as well as your website.
Of the dozens of online elements that can
help promote your business, there are nine
main categories:
• Direct communication: e-mail, online chat
• Search engines: Google, Yahoo, Bing
(don’t forget YouTube as well)
• Blogs: website-integrated blogs, WordPress, Blogger
• Online video: YouTube, Viddler, Vimeo,
Veoh, Daily Motion, Revver
• Social networks: Facebook, Twitter, LinkedIn
• Mobile: mobile-friendly website, podcasts,
mobile search
• Reputation Management: Google Places,
Yelp, Merchant Circle
• Syndication: RSS (you don’t need to
understand it, you just need to know that
your website is RSS-compatible)
As you can see, the Virtual Marketing Platform far exceeds just social media, but, hopefully, it also makes it easier to digest all of the
things that make up your online presence by
bringing it all together. It isn’t meant to stop
you in your tracks, and it doesn’t mean that
you have all of your ducks in a row before
you start. You just have to know what makes
up (or can make up) your online presence.
You create a plan, and then build your platform step by step, making sure that you are
consistent with each new “spoke” you add to
the wheel.
To build an online brand with consistency,
you want to make sure that you have these
four key components:
• Username: you want your username to be
the same if possible through your VMP.
• Photo/Logo: the same image used in all
online profiles.

• URL/Domain Name: your foundation,
where you want to drive everyone back to.
• Bio/Tagline/USP (or Unique Selling
Point): Statement why people should find
out more about you, keeping in mind
that it really needs to be about them. This
should be 140 characters or fewer.
Here are three easy steps to get you started:
1. Pick a consistent username. Here is a
great free resource that you can use to make
sure that the username that you want to use
is available on the various online profiles. Go
to http://www.NameChk.com
2. Now create Power Platform Builder
accounts — these are the most important to
get started with first:
• Gmail: you won’t use this publicly, but it
will be the repository for all of your online
profiles, plus it will give you access to all
of Google’s great free tools, like: Google
Analytics, Webmaster Tools, Feedburner
and YouTube
• YouTube: use your Gmail account
3. Create your additional accounts, making sure that you have the four key
components ready:
• Facebook
• Twitter
• LinkedIn

(Note: If you need help getting started with
these Power Platform Builder accounts, visit
http://www.funeralhomeinternetmarketing.
com/social-media-fast-start/ for free tutorials
that will get you started quickly and easily.)
So does all of that make sense? I hope so.
Many clients have said that the concept of
Virtual Marketing Platform simplifies the
sometimes-overwhelming scope of social
media and everything else that affects your
company online.
In the next article, I will show you how to
work your Virtual Marketing Platform in the
most effective and efficient way possible.
To see a free video demonstration of the
Virtual Marketing Platform concept, go to:
http://w w w.funeralfuturist.com/virtualmarketing-platform 
Robin Heppell, CFSP, combines his expertise in technology and pre-need, his formal business knowledge and his
deep-rooted legacy in the funeral profession so that he can
help funeral homes and cemeteries be more competitive,
be more profitable, and provide the best possible service
for the families they serve. For more information on
Funeral Futurist Websites, visit http://www.FuneralFuturistWebsites.com.
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APFSP Website Redesigned for
More Diverse Uses
COMING SOON: MEMBER WEB TOOLS WILL BE REDESIGNED

Last year, the Heritage Club Officers and Trustees provided the
Academy of Professional Funeral Service Practice a grant to fund the
development of a new website including web tools for our membership, consumers, state licensing boards and continuing education
providers. We have reached a critical point where our current Web
infrastructure is outdated and manually maintained, which causes
inconsistency in information — a situation that many of you may
have experienced during the last year as you have tried to use your
iPads, smartphones and other browser technologies to access our
website to report your activities and view your transcript.
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members’ commitment to lifelong learning, a higher level of professionalism and greater exposure for their achievement with consumers.
The new site will be accessible from tablets such as the iPad; smartphones; and all of the current Web browsers, such as Safari, Firefox,
Mozilla and Internet Explorer versions 8 and higher.
The old site has been turned upside down, and we shook out a redesigned website that will communicate the value of the CFSP designation to both consumers and funeral service professionals.

We’re very pleased to let you know we’re very close to finalizing the
site and are now ready to begin testing it before the launch to our
membership and consumers. If you are interested in helping us testdrive the new site and giving feedback so we can make improvements,
we want to hear from you. Please call Kimberly at the Academy office
to get your personal login information to begin.

CONSUMERS WILL LEARN:
• Why they should consider doing business with a Certified Funeral
Service Professional
• Who are active CFSPs by city, state (or province and country,
where appropriate)
• Contact information for the Academy office and members of the
Academy’s Board of Trustees

By embarking on this project at this time, we sincerely believe the
results of this development effort will be an invaluable resource in our

FUNERAL SERVICE PROFESSIONALS WILL LEARN:
• A quick overview of what is required to become a CFSP
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• About continuing education opportunities approved
by the Academy of Professional Funeral Service Practice and, in some cases, approved by their state
board, if their board reciprocates Academy continuing
education approval
• About continuing education providers who are endorsed
and recognized by the Academy of Professional Funeral
Service Practice’s rigid educational standards
AND FOR YOU, OUR MEMBERS:
After logging in with your personal Member ID and password, you will have access to membership tools such as:
• Step-by-step instructions for earning the CFSP designation
• Online activity reporting, activity reporting with paper
forms and Career Review
• Member transcripts online so you can monitor your progress toward certification and annual recertification
• Membership renewals online using a secure checkout
• The ability to update your business and personal contact
information, as well as reset your user name and password for secure login to the Academy member tools
• Library of previous Compass magazine issues and
other articles
• Access to Family Card order forms, Membership Logos
to use on your company websites or business cards, presentation scripts and personalized press releases
• Information about our Legacy Endowment
• Frequently Asked Questions and more!
We’re very excited about the work that has been done to
bring you this new site. Watch your 2012 renewal statements (arriving beginning November 15) for important
information about how you can begin using the new
Academy website.
If you know a member of the Heritage Club, please thank
him or her, because this would not be possible without the
Heritage Club’s generosity. The members of the Heritage
Club were instrumental almost 20 years ago when they provided the Academy of Professional Funeral Service Practice
a grant to computerize our membership records, a project
which was successfully completed in early 1993. Without
this generous grant and the grant for this recent update, the
Academy would not have been able to grow our membership and expand our services in the approval of continuing
education programs to the extent we enjoy today.
The Heritage Club is a charitable group dedicated to securing a positive and progressive future for the funeral service
profession. While established in 1978 by past presidents of
the National Funeral Directors Association (NFDA) as an
independent, tax-exempt educational foundation, it is not
directly affiliated with NFDA. 

Congratulations to the
New CFSPs!

Congratulations to the following APFSP members who
achieved the designation of Certified Funeral Service
Practitioner since our Summer 2011 issue. Please help us
congratulate these members for their hard work!
James E. Bruzdzinski,
CFSP (James)
Bruzdzinski Funeral Home
1407 Old Eastern Avenue
Baltimore, MD 21221
Christine Elizabeth Bushby,
CFSP (Chrissy)
U.S. Air Force 42FSS/FSOM
50 LeMay Plaza
Maxwell AFB, AL 36112
Dorman Howell Caudle,
CFSP (Dorman)
126 Kingsmill Place
Advance, NC 27006
Michael J. Cecere Jr.,
CFSP (Michael)
Donohue Cecere Funeral Home
290 Post Avenue
Westbury, NY 11590
Howard K. Hill, CFSP (Howard)
Howard K. Hill Funeral Service
1287 Chapel Street
New Haven, CT 06511
Justin Robert Kaszowski,
CFSP (Justin)
1515 Woodhill Drive NE
Warren, OH 44484
Joseph A. Lucchese,
CFSP (Joseph)
Ballard-Durand Funeral &
Cremation Services
2 Maple Avenue
White Plains, NY 10601
Jason Ryan Maise Sr.,
CFSP (Jason)
1523 Estes Drive
Glencoe, AL 35905
W. David McEachnie,
CFSP (David)
Arbor Memorial Services, Inc.
2 Jane Street
Toronto, ON M6S 4W8 Canada

Spencer A. Skorupski,
CFSP (Spencer)
49150 Schoenerr Road
Shelby Twp, MI 48315
Donald Mitchel Thomson,
CFSP (Mitch)
Reflections Funeral Homes
5226-46 Street
Olds, AB T4H 1B8 Canada
Michael E.M. Turch,
CFSP (Michael)
Mountcastle Turch Funeral Home
& Crematory, Inc.
4143 Dale Blvd
Dale City, VA 22193
June Renee Williams,
CFSP (June)
Henry L. Fuqua Funeral Service
94 Granby
Bloomfield, CT 06002
Richard Lee Willick,
CFSP (Richard)
David C. Brown Funeral Home
460 E. Huron River
Belleville, MI 48111 

Make it your goal
to be in the list of
new CFSPs in the
next issue!
Here’s how:
• Check out the continuing
education programs on
our website
• Complete your Career Review
if you haven’t already done so
• Tell us about any activities you
have completed that do not
appear on your transcript

Andrew T. Scheid,
CFSP (Andy)
Andrew T. Scheid Funeral Home
320 Blue Rock Road
Millersville, PA 17561
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WELCOME THE
NEW APFSP MEMBERS!

The following individuals have enrolled as members to begin earning their CFSP designation. Membership in the
Academy is open to any funeral director or embalmer as recognized by their state, province or country’s licensing
board. Students may also join the Academy and work on the requirements of the CFSP while there are completing
mortuary school or their internship, but student members are not permitted to complete a Career Review as part of
their qualifying activities toward certification.

Nolan Adam
Ville St. Laurent, QC Canada

Lynette Buchanan
Winnipeg, MB Canada

Graeme Cowie
Orleans, ON Canada

Marco Frederico
Woodbridge, ON Canada

Avery Aker
Windsor, NS Canada

Shannon Burberry
London, ON Canada

David Cunningham
St. John, NB Canada

Jon C. Fredlock (Chris)
West Newton, PA

Bruce Anderson
Windsor, ON Canada

Stacy Burnett
Tecumseh, ON Canada

Perry Curtis
West St. Paul, MB Canada

Doug Gaetz
Delta, BC Canada

David Arnold Ayers
Woodstock, ON Canada

Mike Burnett
Windsor, ON Canada

Ngaio Davis
Richmond, BC Canada

Mike Guttin
St. Catharines, ON Canada

Tim Bailey
Kingston, ON Canada

Jennifer Bush
London, ON Canada

Heather Earle
Markham, ON Canada

Jana Lindsay Haldenwang
Canastsota, NY

John Bazinet
Hamilton, ON Canada

Arlillian Kate
Bushelon
Birmingham, AL

Bruce Elliott
Coderich, ON Canada

Don Hilts
Ancaster, ON Canada

Tom English
Peterborough, ON Canada

Mark Hooftman
Hallifax, NS

Maxine Essex
Chicago, IL

Lori Christine Hopper
Fullerton, CA

Melissa Ann Etter (Missy)
Mechanicsburg, PA

Christopher Gordon
Jong (Chris)
Lethbridge, AB Canada

Chris Benesch
Colwood, BC Canada
Stephen Betts
Scarborough, ON Canada
Doug Bielby
St. Catharines, ON Canada
Thomas Bigelow
Ottawa, ON Canada
Cassandra Parson
Bowen (Cassie)
Jacksonville, AL
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Kevin Carmichael
Surrey, BC Canada
Pierre Cecile
Belle River, ON Canada
David Chatson
Nepean, ON Canada
Roderic Antoine Clark
Birmingham, AL
Don Clarke
Oakville, ON Canada

Patrick Brown
Red Deer, AB Canada

Barry Clements
Toronto, ON Canada

David Don Brown
Whittier, CA

Morley Copeland
Claresholm, AB Canada
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Troy Evans
Calgary, AB Canada
Thomas Flannery
Burlington, ON Canada
Jarret Florecki
Mississauga, ON Canada
Thomas William Ford (Tom)
Millersville, PA

Brian Justik
Edmonton, AB Canada
Annie Lacoste
Trois-Rivieres, QC Canada
Nickol Marie Ladd
San Mateo, CA
John Laframboise
Kanata, ON Canada

Greg Lalach
Saskatoon, SK Canada
Yves Larocque
Brampton, ON Canada
Nick Larter (Nick)
Toronto, ON Canada
Patrick LeBlanc
Stouffville, ON Canada
Chris Leeder
Scarborough, ON Canada
Randy Ling
Ajax, ON Canada
Peter Lojewski
Amherstburg, ON Canada
Greg Lovering
Toronto, ON Canada
Joseph A. Lucchese, CFSP
White Plains, NY
Gerald Lutz (Jerry)
Cole Harbour, NS Canada
Gary Lynn
Edmonton, AB Canada
James MacNeil
Chatham, ON Canada
Jason Ryan
Maise Sr., CFSP
Glencoe, AL
Sean M. Marenger
Toronto, ON Canada
Elroy Mattatall
Cole Harbour, NS Canada
Tim Mayberry
Calgary, AB Canada
Adam McBrain
Scarborough, ON Canada
Scott McEachnie
Ajax, ON Canada
Luke McEachnie
Kingston, ON Canada
Diane McGraw
Grande-Mere, QC Canada
Malcolm McKinnon (Mac)
Midland, ON Canada
Marc Melanson
Moncton, NB Canada
Sandra Melin
Richmond, BC Canada

Rex Anderson
Millsaps II (Andy)
Lawrenceville, GA
George Montpetit
Sherwood Park, AB Canada
Ian Moore
Kingston, ON Canada
Sharma Moran
Ottawa, ON Canada
Joseph Moynham
Dollard des Ormeaux,
QC Canada
Ryan D. Muskopf
Flora, IL
Jody Nicholson
Winnipeg, MB Canada
Richard Nolan
Kanata, ON Canada
James Panoff (Jim)
Ancaster, ON Canada
John Dee Perkes
Pocatello, ID
Peter Quaglia
Hamilton, ON Canada
Steve Reynolds
Oakville, ON Canada
Nathan Romagnoli
Victoria, BC Canada
Dorothea Schaab
Calgary, AB Canada
Justin Schultz
Surrey, BC Canada
Paul Jason Sherer
Cincinnati, OH
Iain Smith
Duncan, BC Canada

Adam Clarke Tipert
Bridgewater, NS Canada
Jim Tomasek
Woodbridge, ON Canada
Eden Tourangeau)
Edmonton, AB Canada
Kristie Tourangeau
Edmonton, AB Canada
Brent Trudell
Thunder Bay, ON Canada
Kelly VanLouwe
Hamilton, ON Canada
Crystal Bryan Vinson
Bloomingdale, GA
Gary Thomas Vinson Jr.
Bloomingdale, GA
Gordon Walker
Ottawa, ON Canada
Bradford R.
Waudby (Brad)
Oakland, NJ
Jeff Weafer
Regina, SK Canada
Veronica Mae Welling
Chestertown, MD
Gary Lee Westerman
Irving, TX

Fall 2011

Brad White
Woodbridge, ON Canada
Reggie Wilburn
Fort Wayne, IN
Christa Wildfong
Barrie, ON Canada
Ralph Edward Williams II
Bowie, MD

Neil James Sobel
Long Beach, CA

June Renee
Williams, CFSP
Bloomfield, CT

Shane Suter
Surrey, BC Canada

Scott Young
Nepean, ON Canada

Chris Sutton
Newmarket, ON Canada

Mischa Zeitner
Amherst, NB Canada 

Joshua Shane
Taylor (Josh)
Little Rock, AR
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To advertise in
The Compass,
contact Jerry Stains
at 502.423.7272
or jstains@ipipub.com.

www.ipipub.com

Eric Thompson
Belleville, ON Canada
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The Academy of Professional Funeral Service Practice
with Matthews International Corporation, Wilbert Funeral Services, American Funeral
Financial, Kates-Boylston Publications, Nomis Publications and 1-800 Flowers invite you
to lunch and a keynote featuring Tom Lynch, poet and author

Readings from Apparition and Late Fictions
October 24, 2011, at 11:45 a.m. at the
McCormick Place Lakeside Center, Chicago, IL

Thomas Lynch is the author of four collections of poems and three books of essays. His
essays, poems and stories have appeared in The Atlantic and Granta, The New York Times
and Times of London, The New Yorker, Poetry and The Paris Review and elsewhere. He
lives in Milford, Michigan where he has been the funeral director since 1974.
Tom is a regular presenter to professional conferences of funeral directors, hospice and
medical ethics professionals, clergy, educators and business leaders.
Thomas Lynch’s work has been the subject of two film documentaries including PBS
Frontline’s The Undertaking, aired nationwide in 2007, which won the 2008 Emmy
Award for Arts and Culture Documentary.
Tom will read from his book of stories, Apparition & Late Fictions, published in 2010
to critical acclaim. A copy of this book will be given to each attendee with an opportunity
to have Tom autograph it as a keepsake.
Funeral directors who earned the CFSP (Certified Funeral Service Practitioner) designation
this year will be recognized. For more information about the CFSP program, call (866) 431-CFSP.

Admission is only $50 and includes CFSP Recognition, Lunch,
Keynote, and a copy of Readings from Apparition & Late Fictions.
" Cut here and return "

Registration Form
First Name

r CFSP Recognition
Middle

Last Name

Nickname

Guest(s)
Employer
Cell Phone

Address
Work Phone

City
Fax

State

Zip

E-Mail Address

Please reserve _____ ticket(s) for the APFSP Annual CFSP Recognition and Lunch for $50 per person.

Payment Options

Please send registration form and payment to:
r Check Enclosed (must be mailed)
Academy of Professional Funeral Service Practice
Credit Card r VISA/MasterCard r American Express r Discover
(APFSP)
PO Box 2275 • Westerville, OH 43086-2275
Credit Card No.
Expiration Date
– OR –
Fax application form with credit card payment to
Cardholder’s Name
Cardholder’s Signature
(614) 899-6206
– OR –
Zip Code where statement is sent
Security Code
Register online with a Paypal payment at
(For MasterCard, VISA and Discover, the Security Code is the last 3 digits of the
www.apfsp.com/CFSPEvent2011.htm
number in the signature line on the reverse of the card. For American Express,
the Security Code is the 4-digit number on the front of the card.)
Seminar Flyer 2011 v2.indd 1
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Where can I get continuing education?

Thanos Institute
Continuing Education for Funeral Directors –
Approved by the Academy of
Professional Funeral Service Practice
10 continuing education hours per course in Category A.
Also approved for ceu’s in 32 states - Offered Online & In-print

Thanos Institute
PO Box 1928 • Buffalo, NY 14231-1928
1-800-742-8257
www.thanosinstitute.com
mrizzo@thanosinstitute.com
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Academy of Professional Funeral Service Practice
PO Box 2275
Westerville, OH 43086-2275
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