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President’s Message
By Melanie Kenney

 A s we prepare for a new board I 
would like to take this opportunity to thank you 
for allowing me to serve this past year as your 
president.  It has been a wonderful experience 
because of all the wonderful folks in our group 
that work together as a team.  I feel we have 
made some real progress in our goal to get 
more emerging professionals as well as adding 
young design/commercial professionals into our 
group.  Remember to advertise our Emerging 
Professionals Scholarship Program to all that 
would qualify.  Details are on our website.  Let’s 
keep our CSI Nashville Chapter going stronger 
than ever!  We are always interested in member 
input too as to how our chapter can evolve to 
better suit our members. 
 
The Regional Meeting held in Pensacola in April 
was a really good meeting for us!  We walked 
out with four awards – please congratulate the 
following recipients:

Continuing Publication Award - Mike Martin – Specifacts

Special Industry Event Service Award - The Nashville Chapter (Rick Jones) – Holiday Party

Rising Star Special Service Award - Derek Hickman

Membership Special Program Award - Jarrod Finger – Emerging Professionals

Our heartfelt thanks goes out to Cindi Brooks, our Awards Chair, for preparing these awards for 
submittal!

We will have more awards on June 9th at our local annual awards banquet at Mere Bulles at 
5:30pm.  This is a really fun night so plan on attending.



Although it didn’t seem like it at the time, one 
of the best parts of my CSI chapter’s certification 
classes was reading the A201 - not selectively, but the 
whole thing, beginning to end. Being the heart of the 
construction contract, anyone who works on a project 
should know what’s in it. I can’t quote every part of 
it, but it’s familiar enough that I can find what I’m 
looking for fairly quickly. I don’t deal with much of it, 
e.g., claims and time requirements, but there are a few 
parts that I find of particular interest. 

We’ll start with what I call the complementary clause. 

§ 1.2 CORRELATION AND INTENT OF THE CONTRACT  
DOCUMENTS

§ 1.2.1 The intent of the Contract Documents is to 
include all items necessary for the proper execution 
and completion of the Work by the Contractor. The 
Contract Documents are complementary, and what is 
required by one shall be as binding as if required by 
all; performance by the Contractor shall be required 
only to the extent consistent with the Contract 
Documents and reasonably inferable from them as 
being necessary to produce the indicated results.

Most architects are aware of this requirement, which 
is quite useful when something is on the drawings but 
didn’t make it into the specifications. Clearly, when 
that happens there has been a communication failure. 
The specifier might not have seen something on the 
drawings, or it might have been added unbeknownst 
to the specifier. Regardless of the reason, this clause 
has saved many an architect when something was 
missed.

It’s obviously a useful fallback requirement, but it 
shouldn’t be relied on to cover mistakes that should 
have been avoided. It is quite powerful, but it also is 
limited. Let’s look at a couple of examples.

The bidding documents show a bathroom on the 
drawings, and in the bathroom, floor tile is indicated. 

Unfortunately, there is no specification for tile. No 
problem, right? The complementary clause requires the 
contractor to provide floor tile! Of course, there is that 
pesky provision that requires to contractor to ask the 
architect about obvious conflicts, but it’s pretty much 
impossible to prove the contractor saw this error and 
failed to call the architect. 

Now we’re in construction, and the contractor discovers 
the error. Because the tile should have been included 
in the bid, and because of the complementary clause, 
the contractor is on the hook; the tile must be provided. 
That is true, but without specifications, the contractor 
is free to choose any type of tile. The contractor can 
claim the bid was based on plastic tile on sale at the 
dollar store, instead of the really cool stuff the architect 
wanted, priced at $20 per square foot. Furthermore, 
without installation instructions, the contractor could 
argue that simply laying the tile on the floor is all that’s 
required.

A silly example, to be sure, yet it emphasizes the 
importance of specifications as a way to ensure you get 
what you want. 

Perhaps less common is having specifications for 
something that does not appear on the drawings, but 
it does happen. Let’s use fire extinguisher cabinets 
for this example. The specifier knows the project has 
them, and includes the specification section. As long as 
the locations are on the drawings, it doesn’t matter to 
the specifier if there is but one, or if a hundred will be 
required. 

This time, when the “missing” fire extinguisher cabinets 
are discovered, the contractor says, “The locations 
weren’t shown, so I assumed only one was needed.” The 
specifications are there, so the correct unit is provided, 
but instead of a hundred, the contractor included only 
one. 

Another aspect of the complementary clause isn’t 
so obvious. Note that the contractor is required to 
provide “all items necessary for the proper execution 
and completion of the Work”.  This applies not only to 

Key clauses of the general conditions



Key clauses of the general conditions - Continued
tile and fire extinguisher cabinets, but to all the stuff used to hold everything together. It may be possible to specify 
absolutely everything used in a building, but given the number of products used, it’s likely that some things are not 
specifically addressed. Instead, they are considered to be components of an assembly that are indirectly specified 
by way of reference standards or manufacturers’ instructions. AIA’s position on this is stated in the AIA Document 
Commentary for the A201: “The contractor is expected to make reasonable inferences from the contract documents. 
When the documents show wall partitions covered by drywall, for example, it may be inferred that some reasonable 
method will be used to attach the drywall to the underlying framework.” 

However, what a “reasonable method” is, without the support of specifications, is debatable. For common products, 
such as drywall, it shouldn’t be difficult to show that Gypsum Association standards and similar references would 
be reasonable. And while the same argument could be used for installation of ceramic tile, the contractor could 
reasonably argue that without specifications, the most basic of the many installation options available in Tile Council 
of North America are all that is required. Still, that’s a great improvement over simply laying the tile on the floor! 

The complementary clause is powerful, but there is no substitute for showing everything required both on the 
drawings and in the specifications.

© 2016, Sheldon Wolfe, RA, FCSI, CCS, CCCA, CSC

Agree? Disagree? Leave your comments at http://swspecificthoughts.blogspot.com/

People on the Move in Nashville
PROFESSIONAL RECOGNITION FEBRUARY 29, 2016

Bea Thompson
Director of Nashville Operations at Moody Nolan

Bea was awarded the Iris award from the 
Associated General Contractors of Tennessee. 

The award recognizes a woman in the 
construction industry who has exhibited 
excellent qualities throughout her career: 
job performance, commitment to learning, 
leadership, and participation in community 
and charity.



How do you keep up with what’s going on in CSI NASHVILLE...
FOLLOW us on twitter @CSI_Nashville

LIKE us on facebook CSI Nashville
CONNECT with us on LinkedIn CSI Nashville

and don’t forget to check out our website www.csinashville.org

CSI NASHVILLE CHAPTER CALENDAR OF EVENTS
Visit our webpage at

http://www.csinashville.org/events.php

This calendar is a live Google calendar so anyone using an Android smartphone or iOS 
(Apple) can link to it quickly and get chapter events on their calendars and agendas. 
Please contact Devin Righter with any questions.

STAY IN THE KNOW

www.csinashville.org


february chapter meeting  
cliff brewis
dodge data and analytics

Submitted by Lynn Jolley CSI, AIA, CCS, CCCA, SCIP

The presenter at this month’s chapter meeting was Cliff Brewis of Dodge Data and Analytics. His topic was on 
the Construction Outlook.  Mr. Brewis began with a discussion of the major national economic influences and 
then narrowed down to a more local perspective. The following are 10 points of interest collected from CSI 
Nashville members attending the presentation:

1. Total 2016 construction for Tennessee is forecast to be 5.8% more than 2015. 
2. Tennessee total Construction in 2016 is forecast to be $13,127,643,000 with all construction sectors   
 increasing. 
3. Local population growth and consumer spending drives construction growth. 
4. Consumer spending is the most important aspect to watch when forecasting the economy of an area. 
5. Hiring for 2016 and 2017 is anticipated to slow based on challenges of finding candidates during a  
 low unemployment rate of 4.9%. As a result wages will increase.  Increased wages will mean more
 consumer spending. 
6. A positive single family housing market is a good indicator of what the overall construction market will
 be. Nashville’s single family housing market is very strong. 
7. Multifamily housing is the single strongest sector of construction in the Tennessee market. 
8. Nashville is in the top 20 of metropolitan multifamily housing growth. 
9. Senior assisted living is the most consistent construction division of the subsets of the multi-family
 sector. It will continue to be steady with modest growth. 
10. Hotel construction in Nashville is really booming. When this sector does slow down the drop will be
 sharp and quick. 

Cliff Brewis is Vice President of Content Acquisition with Dodge Data and Analytics (formerly McGraw-Hill 
Construction/Dodge) and is based in San Francisco CA.

Dodge Data & Analytics is the leading provider of data, analytics, news and intelligence serving the North 
American construction industry.  The company’s information enables building product manufacturers, general 
contractors and subcontractors, architects and engineers to size markets, prioritize prospects, target and build 
relationships, strengthen market positions, and optimize sales strategies.  For more information visit 
www.construction.com .



march chapter meeting  
michael hindman
michael hindman architects, p.c.

Submitted by Lynn Jolley CSI, AIA, CCS, CCCA, SCIP

The presenter at this month’s chapter meeting was Michael Hindman of H. Michael Hindman Architects, P.C.  His topic 
was on One Bellevue Place, the redevelopment of Bellevue Mall. The following are 10 points of interest collected from 
CSI Nashville members attending the presentation:

1. Original Mall History - The mall opened in 1990 and officially closed in 2008. Crosland Southeast purchased the
 mall property in 2014.  One of the Owners (sellers) of the property at the time of this transaction was Kristi
 Brikley’s husband.

2.  Why The Mall Closed - It is speculated that the demographics of the area were not conducive for the first mall.
 The mall was successful for a few years, but lost customers to the redeveloped Green Hills Mall and the new Cool
 Springs Mall. 

3. How the Architect Landed the Job - In February 2015, at the recommendation of civil engineers and landscape
 architects with whom Hindmen had a good working relationship, Crosland asked Hindmen to submit a proposal
 to design the new development. Hindmen submittal a proposal, was able to subdue Crosland’s concerns the
 firm was not big enough to handle the project, and was hired.

4. Ceremonial Project Start - In August 2015 there was a celebration at the old mall where, in ceremonial fashion,
 one of the glass-covered main entrances was demolished. Roughly 400 people attended.

5. New Development Schedule - Hindmen started designing in August of 2015. Plans were scheduled to be
 released the week second week of March 2016. Construction should begin in May 2016. There will be phased
 permitting for various components of the development.  The majority of the construction is expected to be
 completed by the end of 2017.

6. Tenant Makeup -The area will be developed into a horizontal mixed use environment that will include a hotel,
 office buildings, retail establishments, a 10 screen movie theater, several restaurants, and apartment buildings.

7. Retail Makeup - The new development will have less than half the retail as the old Bellevue Mall.  The retail will
 be half big box and half specialty stores. 



8. Additional Tenant Info - The developer will donate an 1800 SF community center. Some tenants have been
 contracted, but Hindmen was not at liberty to reveal names during the CSI meeting. Sprouts Grocery Store
 has publicly announced plans for tenancy.

9.  Facades Materials - The major skin material for the new buildings will be EIFS and brick.

10. Parking -There will be standard ground parking lots and “teaser parking” very close to buildings.

 Bonus Points of Interest

11. Traffic Control - There are currently no plans for major modifications or additions of roads or traffic signals
 around the development.  Studies indicate that the current infrastructure will sufficiently serve the new d
 velopment.

12. Public transit to the new development is being discussed by the city.

Thanks to Rick Jones, Michael Gober, Mackie Shanks, Kent Kile, Amber Veach, Odell Pullen and Barry Holt for submitting 
points of interest for this article.

For more information on the presenter please visit:
https://www.facebook.com/H-Michael-Hindman-Architects-PC-180006315384026 

march chapter meeting  - continued

Contribute To Specifacts!!

Jan-Feb Issue   Deadline Jan 16th
March-April Issue  Deadline March 16th 
May-June Issue  Deadline May 16th
July-August Issue  Deadline July 16th
Sept-Oct Issue  Deadline Sept 16th
Nov-Dec Issue  Deadline Nov 16th
 

Send article ideas to:
Mike Martin
specifacts@southeastassociates.com



	  

SAVE	  the	  DATE	  
2016	  CONSTRUCTION	  PRODUCT	  SHOW	  

Tuesday,	  October	  18th	  	  10:00	  –	  3:00	  
NISSAN	  STADIUM….home	  of	  the	  Tennessee	  Titans	  

	  

Sponsored	  by:	  

                   
 

Registration Opens September 20th  
Visit our website for registration details www.csinashville.org 

 
 Accredited	  Complimentary	  Seminars	  

Seminar	  1:	  Reorganization	  of	  STREAM	  Capital	  Projects	  
Presented	  by	  Natalie	  Hansen,	  Executive	  Director	  of	  Capital	  Projects	  	  –	  1	  LU	  Credit	  	  

	  
Seminar	  2:	  New	  LEED	  V4	  –	  1	  LU	  Credit	  

Presented	  by	  Mike	  Leonard,	  greenSTUDIO	  Sustainability	  Consulting	  
	  	  

	  Seminar	  3:	  TBD	  –	  1	  LU	  Credit	  
	  

Featured	  booths:	  Southland	  Brick	  and	  Block,	  Tnemec,	  Xypex,	  Builders	  Exchange	  of	  Tennessee,	  LoJac,	  PPG,	  Panel	  
Specialists,	  Southeast	  Associates,	  Alley-‐Cassetty	  Brick,	  Homasote,	  Guardian	  Industries,	  DIRTT,	  Ardex,	  Sherwin	  
Williams,	  Marion	  Ware,	  McElroy	  Metals,	  Mid	  South	  Prestress,	  Huber	  Engineered	  Woods,	  Brandon	  Company,	  Phelan	  &	  
Associates,	  Key	  Resin,	  Duro-‐Last	  Roofing,	  Boral	  Bricks,	  Philadelphia	  Commercial,	  MiTek	  Builders	  Products,	  Johns	  
Manville,	  Ferguson	  Enterprises,	  Farrell	  Calhoun,	  Custom	  Aluminum	  Systems,	  Hillyer	  Sales,	  record	  automatic	  doors,	  
Coastal	  Construction	  Products,	  Keene	  Building	  Products,	  Translucent	  Design,	  MAPEI,	  IMI,	  Rockcast,	  Sage	  Glass,	  
Tectura	  Designs,	  SIKA,	  Crimsafe,	  Retroplate,	  SOPREMA	  Inc.	  
	  

Free	  Admission	  and	  Parking � 	  	  	  	  Door	  Prizes	  	  	  � 	  	  	  Lunch	  Provided	  



Sponsored By 

 

Note: Booths 1‐14 are under a 7’ Ceiling Area. Electricity is available in Booths 1‐14 and 34‐48 only. 
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Alley-Cassetty Brick 
Alley-Cassetty Brick
Homasote Company
Guardian Industries
DIRTT
Ardex Americas
Sherwin Williams
Marion Ware
McElroy Metals
Mid South Prestress
Huber Engineered Woods
Brandon Company
Brandon Company

Key Resin
Phelan & Associates, Inc.

Duro-Last Roofing, Inc.
Boral Bricks
Philadelphia Commercial
LoJac
MiTek Builders Products
Johns Manville
Ferguson Enterprises
Tnemec/Xypex
Farrell Calhoun
Custom Aluminum Systems, Inc.

Hillyer Sales
record automatic doors, inc.
Coastal Construction Products

Southeast Associates
Keene Building Products
SOPREMA, Inc.

Translucent Design
MAPEI
Panel Specialists
Builders Exchange of Tennessee

IMI (Irving Materials)
Rockcast
Southland Brick & Block
Southland Brick & Block
Sage Glass
Tectura Designs
SIKA
Crimsafe
Retroplate



 
CSI Product Show – Tuesday, October 18th @ Titan’s Stadium 

Sponsored by 

 

Sponsorship Opportunities 
 

Printing Sponsor   (1)   Printing sponsor will provide all Product Show printing needs 
Includes: 

 Name and logo prominently displayed at entrance to show floor and stadium entrance 
 Displayed on all closed circuit TV’s during show hours  
 Posted on the CSI Nashville website  
 Advertised in Specifacts  

 
Seminar Sponsors   (4) $250 
Includes: 

 Company name and logo prominently displayed at seminar and show floor entrances.  
 Displayed on closed circuit TV’s during show hours 
 Advertised in Specifacts  

 
Lunch Sponsors   (unlimited) $100 
Include:  

 Lunch Sponsor company names will be displayed on cocktail tables throughout the show bars and lunch buffets.   
 List will be displayed on all the closed circuit TV’s during show hours  

 
Company Name____________________________________________________________ 
 
Contact Person_____________________________________________________________ 
 
Phone Number______________________________ 
 
Email Address______________________________________________________________ 
 
I want to be a ___________________________________Sponsor    $_________________ 
 
To sign up, fill out form and email with your company logo to: mkenney@southlandbrickandblock.com 



2016 CSI Nashville Booth Rental Reservation Form 
Each 8’ wide by 8’ deep booth comes with pipe and drape separation, one covered table, two chairs, wastebasket, and a one 

line booth sign.  Two lunch tickets provided per booth. 

Company Name  _____________________________________________________ 

Contact Person  _____________________________________________________ 

Phone Number  ___________________________ 

Email address    ____________________________________________________ 

Mailing Address  _____________________________________________________ 
      _____________________________________________________ 

Booth Number(s) Requested: 
First Choice _________  Second Choice _________  Third Choice _________ 
Confirmed booth numbers will be emailed to each vendor, an up to date list of assigned booths will be available.   
Please contact us if there are any issues with your booth assignment. 
 

Wording for Booth Sign – 1 line: 
_____________________________________________________________________________ 
Names for all persons in your booth(s) for name tags: 
_________________________________  _________________________________________ 
_________________________________  _________________________________________ 
Booth Fee is $600 per single booth.  If payment is not received by August 31st, the rate will go up to $650 per 
booth.  No exceptions.  All booths must be paid for in advance of the show or you will not be allowed to set up. 
Early Bird Special:  $575 per booth.  Must be paid by May 31th to receive this special rate. 
 
# of Booths requested   _________ @  rate of $__________  =     $________________ 
# of Additional Lunch tickets   _________ @  rate of $35 each   =     $________________ 
Additional Table      1       @  rate of $35     =     $________________ 
Electric Fee        1       @  rate of $35      =     $________________ 
Note:  Electric hook‐ups are only available in booths on the two outside walls (Booth Numbers 1‐14 and 34‐48) 

 
Credit Card processing Fee**   1     @ rate of $25     =     $________________ 
**a link will be emailed to you for credit card payment processing 

Sponsorship Options  ‐  see sponsorship flyer for details       =     $ ________________ 
 
            TOTAL DUE            $________________ 

 
Email completed form to mkenney@southlandbrickandblock.com  

Checks should be made out to:  CSI Nashville Chapter 
Mail to:  Southland Brick and Block, 667 Wedgewood Ave., Nashville, TN  37203 

0.00



by Mike Martin - South East Associates
CSI, RCIRaise The Roof

Advertising in Specifacts is an inexpensive way 
to get your business message out to the CSI 
members.

It also helps support the efforts of our local 
Nashville CSI chapter. Below are our affordable 
rates. For more information, please contact:

Mike Martin
specifacts@southeastassociates.com

Business Card:  $100 for 6 editions

Quarter Page:   $35 per edition
   $150 for 6 editions

Half page:   $50 per edition
   $250 for 6 editions
   
Full page:   $100 per edition 
   $500 for 6 editions

adverTIse 
YOur BusIness 

here



2015 CONSTRUCTION PRODUCT SHOW 

Tuesday, October 20th 10:00 – 3:00 
Nissan Stadium ….home of the Tennessee Titans 

Registration opens September 28th 
Go to our website to register.        www.csinashville.org 

Free Admission   

Accredited Complimentary Seminars 

Door Prizes through-out the day 

Free Lunch   11:30- 2:00 

Scroll down to read about seminars and to see vendor booth layout. 

Many thanks to our Printing Sponsor………… 

February 2016 Meeting Photos

Special Thanks To
cliff brewiS from

dodge daTa and analyTicS
for Presenting at our meeting



Toast & Tour



O
nline marketing is no longer optional for most 
businesses. A majority of shoppers seek out information 
and reviews online before making a purchase. They 
expect the businesses they frequent to maintain an 

online presence, and will probably seek out alternatives if they 
don’t find what they expect.

With the end of the year fast approaching, let’s take a look at the 
five online marketing mistakes you must avoid in 2016 if you want 
your business to thrive.

5 Online Mistakes  
that Will kill YOur Business in 2016



As of 2014, more internet users 
access their favorite websites 
using mobile devices than using 
computers. That means you 
can’t afford to ignore mobile 
marketing as a way of getting the 
word out about your business. 
Mobile users also spend more 
time online than people who 
use computers.

The best way to make your 
website accessible to mobile 
users is to go with a mobile-
adaptive option. What that 
means is that your site will 
automatically adapt so that any 
user, on any device, gets an 
easy-to-use version of your site 

that’s uniquely suited to their 
phone or tablet. It used to be 
common for websites to have 
a separate mobile site, generally 
indicated by the letter “M” before 
the site name.

Of course, having a mobile-
adaptive site isn’t the only way to 
cater to mobile users. You may 
also want to consider collecting 
mobile numbers to use in 
marketing. “Text messages are 
inexpensive to send and tend 
to have a far higher open rate 
(close to 99%) than traditional 
emails.” They can be a great way 
to engage local customers and 
get them to visit your business.

1. not being  
mobile-friendly



Google My Business has replaced 
Google Local, and if you haven’t 
logged in to claim your page, 
you’re making a big mistake. You 
can claim your page by logging in 
to your Google+ account, or by 
creating one for your business if 
you don’t have one. 

Once you claim your page, 
you should add a profile 

picture, a brief description 
of your business, and a 
link to your website. It’s 
also a good idea to include 
basic information such as a 
menu, prices, or your hours 
of operation. Check your 
address and phone number 
for accuracy, and use 
important keywords to reap 
the SEO benefits.

Not only will claiming your 

page help local customers 

find you online, it will also 

give your local search ranking 

on Google a boost. 

Note: you should also make 

sure to claim your page on 

online review sites such as 

Yelp and Angie’s List.

2. not claiming your 
“my business” page 

3. not responding to 
negative reviews

The subject of online review 
sites brings us to the third 
mistake on our list. Sites like 
Yelp, Angie’s List, Google My 
Business, and others, offer 
an easy way for consumers 
to leave reviews of local 
businesses. Recent studies 
reveal that a huge percentage 
of consumers – upwards of 
80% -- read online reviews 
prior to making a purchase. 

Everyone loves to get positive 
reviews, but it’s how you 

respond to the negative ones 
that can set your business 
apart. Every negative review 
you receive is an opportunity 
to show customers that you 
care about them.

To handle negative reviews 
well, start by claiming your 
page. Once you have done 
that, you need to monitor 
your pages and respond 
quickly to all reviews, good 
and bad. If you decide to 
delegate the responsibility 

of responding to reviews, 
make sure you choose 
someone who can respond 
to a negative reviews 
without sounding defensive 
or angry. Remember that 
other customers will be able 
to see your response. This is 
free marketing designed as 
customer service, so make 
the most of it. Be courteous, 
grateful for the feedback, 
and make sure to address 
whatever issues are raised in a 
timely and respectful manner.



4. not engaging customers or 
promoting your business  
on social media

If responding to negative 
reviews is important, it is equally 
vital to maintain an active social 
media presence and engage with 
your customers there. Despite 
the overwhelming popularity 
of social media, a surprising 
number of companies aren’t 
using it to their best advantage.

You don’t need to be on 
every social media site, but 

picking the right ones is 
essential. Facebook is still the 
largest social media site and 
a great place for businesses 
who market directly to 
consumers. For business-to-
business marketing, LinkedIn is 
the gold standard. Businesses 
who sell aspirational products 
that lend themselves well 
to photography would be 
remiss if they ignored the 

benefits of setting up a 
Pinterest account.

It’s a good idea to monitor 
some of your competitors on 
social media and see what they 
are posting. Try sharing a mix 
of original content and curated 
content. One easy way to find 
content is to follow relevant 
publications and pages and 
share their posts.



5. not using paid 
advertising

There are plenty of ways to 
market your business online 
for free, but that doesn’t 
mean you should ignore paid 
advertising. Online advertising 
tends to be relatively 
inexpensive and offers some 
easy options that allow you 
to budget an ad that won’t 
break the bank.

One option to consider is pay-
per-click (PPC) advertising on 
search engines like Google and 
Bing. Both options require you 
to bid on a selected keyword. 
On Google AdWords, you can 
use the Keyword Finder to 

identify potential keywords. 
Your ads appear only if you 
outbid your competitors – the 
bid is based on a combination 
of the keyword’s popularity 
and your website’s authority. 
Chosen ads appear either 
at the top of a list of search 
results or on the right margin 
of the page.

Social media advertising 
is another excellent and 
affordable choice. Facebook 
offers options to attract new 
visitors to your Facebook 
page or website. In addition, 
you can boost an individual 

post so it displays to your 
followers and their friends, or 
to target demographics you 
select. Facebook allows you 
to set a daily budget as low 
as one dollar, and emails you 
regular updates that make 
it easy to track your results. 
You can also use customer 
psychographics – things like 
interests, hobbies, political 
affiliations, and more – to 
target your ads. Other social 
media sites such as Twitter 
and Pinterest offer similar 
options.

2016 promises to bring new marketing challenges for 
all businesses, but if you avoid the five mistakes listed 
here you’ll be ahead of the pack.



Construction Contract Documents Classes 
Offered by Nashville Chapter CSI 

Nashville Chapter  –  Construction Specifications Institute   - November  2015                                                                                                           

Study Classes: 
The Nashville Chapter of CSI will again host CDT Study Classes for the Spring 2016 Exams.  The classes will 
also include AIA document review, of interest to those preparing for CCS, CCCA and CCPR exams as well as 
breakout sessions focused on those advanced exams. 
Class Location: 

The Tennessee Board of Regents – Board Room, 3rd Floor,  
Genesco Office Park, 1415 Murfreesboro Road, Nashville   

CCS, CCCA and CCPR breakout sessions will be scheduled at times and locations as appropriate. 
 
You may park anywhere (except in the reserved spaces).  Come in the main entrance (actually the second 
floor) and sign-in at the security desk.    Your name should be on the list for CSI (if you have sent it in), if not 
just add your name to the list at the desk.  Take the escalator to the third floor and turn right and right, the TBR 
Board Room is # 366. 
 
Cost: FREE and CEU’s / PDH’s / LU’s will be offered. 
 
When: 
Thursday’s from 6:00 pm till 8:00 pm starting on January 14, 2016 and run for 10 weeks.  (Note: The building 
entry will be closed at 6:30.)  
 
Whom: 
Classes are open to anyone with a desire to gain a better understanding of construction contract documents.  
Being registered to take a CSI exam or being a CSI member is not a requirement to participate. All are 
welcome. 
 
Study Materials: 
The classes and the exams will be based on the CSI Project Resource Manual which includes the latest 
MasterFormat.  The class will cover UniFormat, GreenFormat SectionFormat and other standards of our 
industry.  We will also use AIA documents, particularly the AIA A201 2007 General Conditions and Contracts.  
Having access to the CSI Resource Manual or Project Deliver Practice Guide will be helpful. 
 
If you sign up for the National Exam you should have received a study guide.  These are also available (free) 
at www.csinet.org.  We will generally follow the CSI Study Guide.  See class outline below.     
 
Nashville Study Class Sign Up: 
Sign-up for our Nashville study class is requested, but not required.  Anyone interested is encouraged to 
attend.  For questions or to sign-up, email: Carl.Manka@tbr.edu. Please state which class / exam you intend 
to take. 

 
National Exam Sign Up: 
The nationwide exams for CDT CCS, CCCA and CCPR will be a computerized test and will be offered March 
28 – April 9, 2016.   Check out the details of the certification program and register for the national exam at 
www.csinet.org  then click on certification.  Early registration is open until January 31, 2016. Final registration 
for the national exams is open until February 28, 2016.    

CSI CDT & Certification Study Classes - 2016 
Study classes will be held for 10 weeks by the Nashville Chapter of CSI.  The focus in the first 3 
sessions will be primarily toward the CDT exam and a refresher for anyone taking other exams.  Weeks 
4, 5 & 6 will focus on the AIA General Conditions. The General Conditions play a significant role in all of 
the CSI Exams.  Weeks 7, 8 & 9 will include continued review toward CDT and CCS, CCCA and CCPR 
exams.    The final session will be a Mock Exam and review. 
 
As the CDT exam is the basis for the subsequent certification exams and a significant part of the 
certification exam will depend on knowledge covered in the CDT - ALL candidates are encouraged to 
attend all classes.   
 
 

2015 CONSTRUCTION PRODUCT SHOW 

Tuesday, October 20th 10:00 – 3:00 
Nissan Stadium ….home of the Tennessee Titans 

Registration opens September 28th 
Go to our website to register.        www.csinashville.org 

Free Admission   

Accredited Complimentary Seminars 

Door Prizes through-out the day 

Free Lunch   11:30- 2:00 

Scroll down to read about seminars and to see vendor booth layout. 

Many thanks to our Printing Sponsor………… 



 

Benefits and Opportunities   
As a CSI Nashville Chapter member, you get many benefits.  As in all organizations, you must 
engage to reap the rewards.  Here are some of our benefits and how you can get involved. 

Networking    This is probably the single best benefit of your CSI membership.  Monthly meetings and various 
events throughout the year provide many, many opportunities to network.  Also by volunteering and working on 
committees, you can really get to know your fellow professionals.  Many of our members have become best 
friends for life.  People tend to do business with folks they know, trust, and like.  So get involved!   

Certification   The CSI Program of Certifications is designed to educate, inform and validate those in all areas of 
design and construction. The Nashville CSI Chapter aggressively promotes the CDT program which is the basis for 
the three certifications: CCS, CCCA and CCPR. Starting in January each year the Nashville Chapter provides 10 
weeks of two hour classes focused on the Contract Documents Technologist criteria. The Construction Documents 
Technology Certificate is a comprehensive overview for anyone who writes, interprets, enforces, or manages 
construction documents. Classes are open to anyone interested. You do not need to be a member and there is no 
cost to attend. To find out more about CSI and the CDT and Certification program check www.csinet.org  and click 
on the Certification menu item.   In addition to the CDT classes, the chapter provides assistance for candidates who 
intend to take the CCS, CCCA or CCPR exams. This assistance can be tailored to meet specific needs. The CDT 
classes will cover MasterFormat, UniFormat, AIA A201 – 2007 General Conditions and various other documents 
commonly used in construction.  For more information contact:  Carl.Manka@tbr.edu 

Monthly Meetings Ten monthly meetings per year – held the third Tuesday of each month at the 
Adventure Science Center at 11:30.  Lunch is provided in local membership dues. You must RSVP prior to meetings. 
We strive to provide AIA credits for many of our meetings.  Networking with fellow professionals and learning 
about new local projects are also benefits of attending.  We do not schedule a meeting in July and December.  The 
October meeting is our Product Show.  Contact Devin Righter @ devin@bxtn.org  to get on our meeting 
announcement and RSVP list. 

Spec Heads  This group meets the second Tuesday of every month and is designed primarily for spec 
writers.  A vendor provides the program each month and complimentary box lunches for attendees.  AIA credit for 
attending.  You must RSVP.  Contact Aaron Schaller at aschaller@southlandbrickandblock.com to get on the 
announcement list or to provide an AIA program. 

Construction Product Show is held the third Tuesday of October at the Titans Stadium.  We sell vendor 
booths and provide complimentary continuing education seminars for design profesionals through-out the day 
that offer AIA credit.  Free lunch to all attendees.  This is our single largest event of the year. Contact Tiffany Goulet 
at tiffany@nexgen-cr.com to find out more. 

 



Golf Tournament Contact Steve Honey @ shoney@southlandbrickandblock.com for information. This
event will be held in late spring.  We partner with IFMA and IIDA and everyone has a great time at this sold out 
event each year!  Proceeds from CSI involvement fund our Emerging Professionals Scholarship Fund each year. 

Holiday Bash   An event not to be missed!  We partner with AGC, CFMA, ABC, IIDA, and USGBC among other 
smaller construction groups and hold this event the second Thursday of December at Marathon Music Works.  It 
is free to our members and significant others.  Live Music, 2 free drink tickets, Photo Booth, Contests, 
Networking, etc.  We expect around 500 folks this year so plan to attend! 

Thirsty Thursday Events       Held the first Thursday of each month at various local places of interest.  CSI
partners with IIDA and IFMA to provide free appetizers and opportunities to meet and fellowship with other 
construction professionals. Lots of fun! 

Awards   Our chapter awards those individuals who work hard for our chapter.  We also submit for regional and
institute awards both for our chapter and for individuals.  We have a very special banquet every year to celebrate 
those achievements, open to all chapter members.   

On-Line Education Webinars are offered to CSI members regularly.  Join a chat group on Linkedin.  See us
also on Facebook. 

Emerging Professional Scholarship Program   There is a program available for folks entering their careers
as construction professionals (within three years of employment in the Nashville and surrounding areas) to receive 
a complimentary one year membership –they only pay $50 total dues.  Contact Jarod Finger at 
Jarrod@wisengineers.com for more information and application packets. 

Regional Meetings    The CSI Gulf States Region holds one meeting per year where you can get involved with
construction folks throughout the southeast.  This is great for new board members or new CSI members wanting to 
learn about committees and chapter functions.  There are plenty of seasoned CSI members there to help and to 
teach you.  It is a great experience and also a lot of fun. Ask about our chapter reimbursement policy too. 

Institute Convention   Once a year in the fall, there is a CSI Convention held in a major city.  Nashville was the
designated city in 2013 and will be again because of the positive response and attendance from that wonderful 
event. Many, many CSI Nashville Chapter volunteers made that event so successful.   

Please contact me if I can answer any questions for you! 

Melanie Kenney,   2015-2016 Chapter President 

615-979-9497 

mkenney@southlandbrickandblock.com 

You can also check out our chapter website:   www.csinashville.org 
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