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President’s Message
Hello Nashville Chapter Members

 It is officially Fall!   
And here comes our Product 
Show around the corner 
and the Joint Holiday Bash 
close behind.  Our leaders 
have been working hard to 
make this fiscal year a really 
great one for our chapter.  
We have been so fortunate 
to get a lot of new faces 
involved on our board and 
on committees.  It is very 
exciting to see new leaders 
emerging and volunteering 
to lead and learn.  If you 
would like to get involved, we will find a job for 
you – just let us know you are interested.  We 
have also put an offer out there to all chapter 
members who want to attend one board 
meeting this year to join us to learn about the 
inner working of this chapter.  The board meets 
at 10:30 each month just prior to the chapter 
meeting.  Sometimes we meet in a back room 
just down the hall (where the caterer works) on 
the left.

Our Product Show booths are almost full.  At this 
writing we have 5 available booths still open if 
you are a vendor and would like to participate.  
We are looking for more $100 Lunch Sponsors 
as well  - your company name and logo will 

be displayed around the eating areas and on 
the closed circuit TV’s at Nissan Stadium that 
day.  We are needing volunteers to man the 
CSI Registration Table too so let us know if you 
can help and what time works for you!  Contact 

Tiffany Goulet @ 615-423-
8321 or myself if you want 
to sign up.

The Joint Holiday Bash 
is going to be a Dickens 
theme this year (dress up 
if you would like – or not) 
and IIDA has decided to 
join the groups from last 
year– CSI, AGC, ABC, CFMA, 
and other smaller groups 
like MTMA and NAWIC.  It 
will be lots of fun so please 
plan to attend!   A flyer 
will be sent out soon – the 
date is Thursday, Dec. 10th 
and will be held again at 
Marathon Music Works.

I am very happy to be serving as your President 
this year.  Please let me,  or any of our board 
members know of any concerns or ideas you 
have for our chapter moving forward!  We want 
to hear from you.

Sincerely,

Melanie



I’m sure you’ve heard the Army way of presenting information: Tell them what you’re going to tell them; tell them; 
tell them what you told them. 

While that may be a practical way of doing some things, it has no place in construction documents. For those, we 
have a different rule: Say it once in the right place. I think it’s safe to say that specifiers believe this rule, though 
convincing those who create the drawings is difficult; the result often is that the specifications may state things 
but once, while it’s common for drawings to repeat things many times, and it’s also common for drawing notes to 
repeat what is stated in the specifications. 

So what’s the big deal? Why not repeat things? I believe the intent is good, and that everyone working on draw-
ings or specifications simply wants to make sure the contractor knows what is needed. That’s the theory, but what 
really happens? In the next couple of articles, we’re going to look at unintentional redundancies. 

Let’s start with specifications; it’s quite common for a specification section to say the same thing twice. Here’s an 
example I have used when teaching specification writing classes. It’s from a specification I found online, but the 
same problems are found in manufacturers’ specifications and in commercial guide specifications. 

 2.02 Materials
 A. Flat roof board insulation: Extruded polystyrene board to ASTM C578, Type IV, rigid, closed cell type.
  1. Thermal resistance (ASTM C518): R-5 per 1 inch of thickness.
  2. Board size: 24” x 96”.
  3. Board thickness: As indicated on the Drawings.
  4. Compressive strength (ASTM D1621): Minimum 25 psi. 
  5. Water absorption: 0.7% by volume maximum.
  6. Edges: Square. 
  7. Water vapor permeance (ASTM E96): Maximum 1.1 perms.

That looks pretty good, right? Not really. Here’s the problem: Much of the information in the numbered paragraphs 
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is already required by ASTM C578, and is, therefore, 
redundant. 

2.02A. ASTM C578 – Standard Specification for Rigid, Cel-
lular Polystyrene Thermal Insulation, is, as the title states, 
for rigid polystyrene insulation. The standard states that 
the insulation shall “have essentially closed cells.” The 
standard also states the following requirements for Type 
IV insulation:

	 •	R	value:	5	per	inch.
	 •	Compressive	strength:	Minimum	25	psi.
	 •	Water	vapor	permeance:	Maximum	1.1	perms.	

The stated water absorption is a bit of a mystery; ASTM 
C578 allows only 0.3 percent, while the specification al-
lows 0.7 percent. I can’t tell if this is a typo, or if it’s meas-
ured by the same standard. 

If we remove the redundancies, 
along with 2.02A.3 – a needless 
statement – we’re left with this:

 A. Flat roof board insulation: ASTM C578, Type IV.
 1. Board size: 24” x 96”.
 2. Edges: Square.

And that could be further reduced to a single statement. 

The usual objection I get is, “So what? What’s a few extra 
words? They’re correct, aren’t they?”
 
They are, but why are the requirement restated? Doing 
so adds nothing; more important, one could argue that 
because only those performance criteria are stated, the 
specifier doesn’t care about the other things required 
by ASTM C578, such as density, flexural strength, di-
mensional stability, oxygen index, the test temperature 
for the R value test, or acceptable defects. Part of the 
problem is that specifiers often state requirements that 
don’t matter, simply because they’re in a manufacturer’s 
specification. 

The usual counter is, “Of course we want all that, too. 
The contractor has to provide it because it’s part of the 
standard.” If that’s the argument, then why list any of the 
properties required by the standard? 

Another argument is that specifying those properties 
makes it easier to review submittals. I suppose that’s 
true, but again I ask, what about the other properties? 

Another problem with restating parts of the reference 

standard is that doing so introduces another possibil-
ity for conflict. In this case, it’s quite possible that the 
specified water absorption is a typo. Another possible 
problem arises when a person unfamiliar with the stand-
ard changes the Type, say, from Type IV to Type V, and 
doesn’t change the compressive strength. 

Virtually any reference standard contains a multitude of 
requirement, some stated, some incorporated by refer-
ence. Their value lies in the fact that requiring compli-
ance with them automatically makes the entire standard 
part of the contract documents. Selectively restating 
selected parts of those standards is not only unneces-
sary, but it suggests that the few things cited are the 
only ones that are important. 

Another redundancy in specification sections is cre-
ated when a manufacturer’s 
instructions are included in the 
section. A simple “Comply with 
manufacturer’s instructions” 
makes those instructions part of 
the contract documents. It also 

avoids problems created by incorrect copying, and by 
changes in the manufacturer’s instructions. 

Further complicating the issue is the fact that different 
manufacturers may well have different instructions. If 
a specification section is based on Really Great Coat-
ings Super Stuff, which is applied at 30 mils, but you get 
Coatings-R-Us, which goes on at 60 mils, the specifica-
tion is simply wrong. You could address the problem by 
specifying requirement for one product, followed by “Or 
other as required by manufacturer” but why not take it 
a step further, and simply require compliance with the 
manufacturer’s instructions? 

Of course, your personal experience may have been that 
you want something other than what the manufacturer 
requires. If that’s the case, you may be justified in chang-
ing the manufacturer’s instructions. Be aware, though, 
that if something goes awry, the contractor may well 
blame the problem on you. 

Next time, we’ll look at how specifications frequently 
repeat requirements stated in Division 00 and in Division 
01. 

© 2015, Sheldon Wolfe, RA, FCSI, CCS, CCCA, CSC
Agree? Disagree? Leave your comments at http://swcon-
structivethoughts.blogspot.com/
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Windows account for 40 percent of a building’s 
energy loss, and with energy costs and public 
demand for efficient buildings on the rise, using 
proven tactics to lessen this loss has become more 
important than ever. Finding the best materials to 
contribute to a building’s performance targets is 
essential, but knowing which products will actually 
shrink the envelope’s energy footprint can be 
daunting. When it comes to windows, U-factor is a 
key figure to consider and comes standard on all 
National Fenestration Rating Council (NFRC) labels.

U-factor indicates how much heat will be lost 
from a building through its windows by specifying 
how many BTUs can pass through one square 
foot of material in an hour. Most windows today 
have U-factors between 0.15 and 1.20, which 
NFRC-certified labs calculate using thermal 
measurements from the center and edges of 
the glass, the frame and along any dividers the 
window may have. In other words, whole product 
performance. The different measurements capture 
the total impact of the numerous components of a 
window, including glazing, gas fills, spacers, frames, 
weather stripping and sealants.

When considering a fenestration product, “window 
shoppers” should look for the NFRC label, which 
provides U-factor data, along with information 
for solar heat gain, visible transmittance and air 
leakage. Like the miles-per-gallon sticker on a 
car, the NFRC label – which can be affixed to the 
glass of all certified residential products or on a 
separate label certificate in the case of products in 
commercial applications – gives reliable, unbiased 
performance data to help architects, builders and 
even homeowners determine whether a product 
will meet their energy efficiency needs.

While NFRC does not recommend target U-factor 
values, the Efficient Windows Collaborative gives 
suggested thresholds based on climate zones:

•	 Northern states: 0.35 or less
•	 North Central or South Central states: 0.40 or 

less
•	 Southern states: 0.60 or less

The ENERGY STAR® program, which relies on NFRC 
ratings to determine product eligibility, uses even 
stricter limits:

•	 Northern, North Central and South Central 
states: 0.30 or less

•	 Southern states: 0.40 or less.

Since NFRC began rating fenestration products 
more than 25 years ago, the program has helped 
to foster a 50 percent reduction in the average 
U-factor of certified products, a trend that has 
helped lower U.S. per-capita energy consumption 
to pre-1970 levels. As state and federal energy 
policies and building codes evolve, window 
manufacturers and builders will continue to find 
innovative solutions to curb window energy 
loss, helping to save Americans some of the $40 
billion lost each year – and to significantly reduce 
the production of associated greenhouse gas 
emissions.
For more information about U-factor and window 
energy performance, visit www.nfrc.org.

Tom Herron is director, communications and 
marketing, for the National Fenestration Rating 
Council. You can reach him at therron@nfrc.org.

Understanding Window 
U-Factor
Understanding Window 
U-Factor



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


The conference will be held April 21 to 23 - Pensacola, FL

Chapter Presidents and President – Elects:

What leadership training does your chapter need from this conference? e.g. CSI Website, 
social media, graphics design, how to be a leader? 

Answers will be provide to the 2016 conference committee so they can provide events that 
will help your chapter develop. This event is for the members. Any feedback you can give us 

will be very much appreciated.

Thank You for your support of CSI!

William Sundquist, CSI
Southwest Regional Sales Manager
Whitacre Greer Co.
423-385-4598
wsundquist@wgpaver.com
www.wgpaver.com

Save The

DaTe

2016 GSR CSI Leadership 
and Annual Conference



LocaL  
Marketing Myths 7
That Could Be Holding You Back

T
here is a unique 
challenge to online 
local marketing. Your 
competition pool is 
often smaller and 

much more unique. Therefore 
the goal of getting to the first 
page of search results seems 
easier to obtain. It may even 
seem cheaper, since all you have 
to do is beat out a few hundred 
businesses. 

Perhaps you, as a business owner, 
have decided to do your own 
online local marketing. You’ve 
searched online for information 
on how to get the results you 
want. You’ve created a plan, and 
now you’re ready to take action.

But wait. Before you take that 
first step, there’s something that 
I need to tell you: chances are 
the information you’ve gathered 
is woefully out of date.



In fact, chances are most local business owners 
are using online marketing tactics that may be ten 
years old. 

“How is that possible?” you ask. After all, you 
checked the date of your information. Some of it 
was published as recently as a few days ago. 

Search engines change their algorithms daily. 
These changes are often minor, but they add up 
to bigger changes, like Google’s recent change 
favoring mobile-friendly websites (more on that 
later). So tactics that may have worked ten years 
ago do not work now. In fact, search engines 
penalize some of those tactics. If you get hit with 
penalties, it’s improbable that you will show up in 
the search engines at all. 

Here is a list of seven local marketing myths you 
may be buying into that are keeping your business 
from achieving online success. 

Myth #2: Microsites Will Help 
You Boost Your Rankings

The logic is fairly simple. Ranking a microsite is 
easier than ranking a huge site, right? And the 
microsites will contain general information that 
will point people back to your business. So you can 
pull in traffic from these sites without investing a 
lot of money in SEO for your company website. 

Sorry to be the bearer of bad news, but it doesn’t 
work like that anymore. The days when you could 
use dozens of keyword-based microsites to get 
search engine rankings are gone.

Search engine algorithms have been updated to 
exclude any network of websites that point to 
the same domain. So if you’re looking to use 50 
plumber-based keyword microsites to point back 
to your business websites, think again. You’re 
more likely to get penalized than be rewarded.  

Myth #1: Quick SEO Can 
Help You Get on Page 1

There are no shortcuts when it comes to 
ranking in SEO. A long term, consistent 
approach is needed in order to be 
successful. Sometimes, even the best plan 
to get on the first page doesn’t come to 
fruition.

There are hundreds of factors that decide 
where your website is going to rank in a 
search engine. One of those factors is how 
long your website has been around. If it’s 
less than a year old, your chances of getting 
on page one are about 2-3% at best. 

Search engines put their trust in older 
websites with an established history. Those 
websites that are ranking on page one for 
your keyword have been around for years. 
Even if they haven’t, they’ve probably got 
other ranking factors working for them 
that you aren’t seeing. It is highly unlikely 
that any “quick SEO” technique is going to 
work in your favor. It’s better if you simply 
invest in a solid, long term plan and exercise 
some patience. 



Myth #3: Your Keyword 
Needs to Be in Your Domain

This springs from the second myth involving 
microsites. Having someone search for “laptop 
repair” and seeing “laptoprepair.com” at the #1 
position will garner clicks. 

Except for one thing: if you actually search for 
“laptop repair” in a search engine, the first results 
to come up are going to be businesses with brand 
names as their domains, like “geeksquad.com.” 

Brand names are more important than keywords 
in search engine results. The moral: focus on 
establishing your brand instead of trying to rank 
for a keyword. If your brand is associated with 
that keyword, you’ll be rewarded with higher 
rankings. 

Myth #4: You Need Multiple 
Phone Numbers for Tracking 
Purposes 

This is another myth that springs from myth #2. 
When setting up microsites, each site would 
have its own separate phone number. That way 
the business owner could see which sites were 
performing the best, and which ones needed to 
be cut.

A search engine uses your phone number to 
identify your business as unique. Multiple phone 
numbers confuses the search engine, and can 
hinder your online marketing efforts. Stick to one 
number. It’s easier to maintain. 

Myth #5: You Don’t Need 
Social Media

It is true that some businesses won’t get a lot 
of attention on social media. But you still 

need to use it to your advantage. You 
can use it to connect with other local 

businesses that compliment your 
services. You can report on local 
events, or curate information that 
is of interest in your niche. Doing 
these things can position you as 
an expert in your field. 



Myth #6: Optimizing Your 
Site for Mobile is a Waste  
of Time

Maybe this was true a few years ago, but now it’s 
a necessary part of having a website. 

In fact, in early 2015 Google launched an 
algorithm change that rewards mobile-friendly 
websites with higher rankings. They’re placing 
more emphasis on mobile traffic, since more 
than 50% of internet traffic comes from mobile 
sources. That number will continue to grow.

Optimize your website for mobile. You’ll boost 
your rankings and get more traffic.  

Myth #7: Reviews Affect 
Your Rankings

Your reviews have nothing to do with your 
rankings. 

Your reviews are just that: reviews. They do affect 
how customers view your business, but they don’t 
affect how search engines rank your website. 

If you’re worried about bad reviews and a bad 
reputation, you shouldn’t be. Be proactive. 
Respond to negative reviews in a very professional 
manner. Most of the time you’ll find you can 
resolve the issue. This impresses upon potential 
customers that you care about their experience 
with you and you want to satisfy them. 

In truth, the right response to a bad review is 
better than a dozen glowing reviews.

Local marketing can be pretty confusing. It’s 
easy to come down with information overload. If 
you’re still using any of these myths in your local 
marketing plans, make immediate adjustments. 
You don’t want to purposefully hold your business 
back from reaching its full potential. 
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Taste and Tour NISSAN Stadium



 

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, ABC, CFMA, and IIDA 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 

 



Introducing the CSI Nashville Gold Level Sponsor!
Your company name and logo displayed on screen during lunch at all 
monthly meetings and on the CSI Nashville website. CSI will also give 
verbal thanks to these sponsors at every meeting.
To become a Gold Level Sponsor, you must commit to $1,000 dollars of sponsorships of your choice from the two opportunities listed below by 
April 1st 2015 for the calendar year 2015.

 Product Show * Holiday Party

Contact Melanie Kenneymkenney@southlandbrickandblock.com 615-979-9497 to sign up!

CSI Product Show – Tuesday, October 20th @ Titan’s Stadium

This show is very well attended by designers, architects, engineers, and various other 

commercial construction persons. Many sign up for our seminars throughout the day. 

Forty commercial vendors exhibited with us in 2014. More than 250 design profession-

als attended.

Show Sponsors (2) $500 Company name and logo printed on a large poster board and 

will be prominently displayed at the entrance to the show floor. Advertisement in Speci-

facts and on all the closed circuit TV’s on show floor day of event. Logo on our website.

Seminar Sponsors (4) $250 Company name and logo printed on a large poster board 

and will be prominently displayed at the entrance to the seminar you are hosting. Ad-

vertisement in Specifacts and on all the closed circuit TV’s on show floor day of event.

Lunch Sponsors (unlimited) $100 Company logo printed on 8 ½ x 11 paper and 

placed on Hi Boys near the lunch buffet – tables will be out entire length of show. Ad-

vertisement in Specifacts.

Printing Sponsor (1) For providing all our printing needs, your company name and 

logo printed on a large poster board and will be prominently displayed at the entrance 

to the show floor, Advertisement in Specifacts and on all the closed circuit TV’s on show 

floor day of event. Logo on our website.



Joint Holiday Bash – Thursday, Dec. 
10th @ Marathon Music Works

CSI partners with AGC, ABC, and CFMA on an event 

that is so much fun it is not to be missed!

Holly Jolly Sponsor $1,200. Your Company 

logo prominently displayed on invitations, at 

registration table, and on the buffet line during 

the event. 

Your Company website link will be on the Holiday 

Bash website.

Your Logo will also be projected on the back 

stage wall.

All members of your company are invited to 

attend.

Santa’s Sips Sponsors $800. Your Company 

website link on the Holiday Bash website and on 

the bar at the event.
All members of your company invited to attend.

Reindeer Games Sponsors $500.Your Company 

signage at your choice of either the Photo Booth 

or at the Toys for Tots Donation area.

Your Company website link on Holiday Bash 

website.

Sleigh Sponsors $200. Company signage on 

table tops at event.
Company website link on Holiday Bash website.



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………… 



 

Seminar #1   9:00 -10:00  

 

 “Investigation and Treatment of a Swallvette* ” 
aka: Sinkhole Remediation at the National Corvette Museum 

Presented by Michael J Marasa, PE, BD  1 HSW/LU 
Michael J Marasa, PE is a Senior Engineer with Hayward Baker, the largest geotechnical contractor in the United States. Mr. Marasa uses his 36 

years of experience as a practicing geotechnical engineer to assist engineers and contractors with matching appropriate geotechnical 
construction techniques to specific site challenges and performance requirements. He frequently makes in-house presentations to engineering 
and construction firms to educate or update staffs on current ground improvement and foundation construction techniques including grouting, 

micropiles, earth retention, vibro techniques, and many others. He has authored papers on ground improvement and specialty foundation 
systems and has presented at numerous seminars and short courses. 

 
This is an exciting topic and not to be missed! 

Michael has given this presentation to many groups and it is awesome.  Entertaining as well as informative. 
 

 

 
Sponsored by……………….. 

     
 



 

Seminar #2   10:30 - 11:30 
 

3D Printing in the Architectural Environment 
presented by Bob Paschal with Konica Minolta 

1 LU Credit 
 

1.  The Benefit of 3D Printing in the World of Architecture 
 a. Hand models versus 3D printed models 
 b. Review the transformation of sketches and digital drawings to tangible models 
 c. Exploring shape studies 
 d. 3D printed modes for communication and the client perspective 
   
2.  Understanding the different Technologies of 3D Printing and the fit to modeling 
 a. Introduction to entry level 3D Printer 
 b. Exploring production grade 3D Printers 
   
3.  The differences between a 3D design and a 3D printable file    
           a. The needs of a 3D printable file, scaling is not always the solution 
 b. Design rules 
 c. Software applications that bridge the gap from design to printing 

 

Bob Paschal’s Bio: 

3D Printing & Wide Format Program Manager for Konica Minolta's South Region.  Bob's background is in the AEC 
industry where he served as the VP of Sales and later Operations Manager for ARC's Florida Operations.  Bob has seen 
first hand the progress of 3D printing into the Architectural and Engineering space.  Bob's expertise on 3D Printing 
stretches into the manufacturing, medical, education, aerospace and construction verticals.  Bob holds a Bachelor's 
degree from the University of Kentucky and MBA from the University of Louisville. 

 

Sponsored by………………………. 

 

 



Seminar #3   1:45to 2:45 and 3:00 to 4:00 

 MTMA 2 Part Masonry Seminar for Designers     
Goal:  Understanding the proper basic fundamentals of laying masonry units and the architect’s role in Masonry Inspection.  

 
Part A     Classroom portion with Bryan Light     1 HSW/LU Credit 

Bryan is the Technical Services Manager, Brick Industry Association, Southeast Region 
Understanding ASTM Standards for FBA, FBS, and FBX brick. 

Understanding mortar - strengths needed for each masonry application. 
The architect’s role in masonry specifications to protect the client. 

 
Bryan Light has been in the masonry industry since 1964 and became a master mason in 1970, and a mason contractor in 1974, with experience in 

both residential and commercial brick construction.  He joined BIA in October of 1999, and is the Technical Services Manager, covering the nine 
southeastern states.  In regards to brick marketing, he has made many guest appearances on a variety of television shows.  He is also the face of 
educational instructional videos developed by BIA for use by residential and commercial mason contractors, as well as architects. In the area of 
codes and standards he is a Gold member of the Building Officials of Georgia, and a member of the Metro Atlanta Inspectors Association.  As to 

masonry training, Bryan is the Chairman of the National Skills USA Technical Committee, and runs their contest for Secondary and Post Secondary 
masonry students held annually in Kansas City.  He develops and runs the annual Manpower Forum Masonry Contest for apprentices in the 

southeast region.  Bryan sits on the Masonry Association of Georgia Apprenticeship Committee, and is on the Board of Directors of the Mississippi 
Construction Education Foundation, the North Carolina Masonry Contractors Board of Governors, and the Masonry Association of Florida Board of 

Directors. He regularly donates his skills and time to do non-profit work on industry related projects.   
 

Part B    “Hands-On” portion with Donnie Dickerson    1 HSW/LU Credit 
Donnie is a superintendent with Wasco, Inc. and Apprentice Trainer for ABC of Tennessee 

Designers will actually be laying brick while applying basic fundamentals of safety, 
trowel manipulation, “buttering” a head joint, laying a unit on bond, 

 and laying units level and plumb to a line. 
 

The ABC of Tennessee Apprenticeship Training Program is the leading organization for training skilled masons in our area.  The program is 3 years 
with a mixture of classroom work, lab, and hands-on work.  Classes meet twice a week for 3 hours per class period.  The program is NCCER 

accredited with the federal government.   There are currently 14 masonry apprentices in this program.  ABC of Tennessee facilitates and distributes 
information, books, reporting and grading, and ceremonies for this program. 

 
 

The Middle TN Masonry Association was formed in the summer of 2014. 
 

Members: Music City Masonry, Masonry Specialty Contractors, Inc,  WASCO, Inc.,  RG Masonry,  Olympic Masonry,  Jackson Masonry 
Associate Members: Southland Brick and Block, Boral Brick, Quikrete, Alley-Cassetty, EFI,  

Sunstate Equipment, Better Block, LoJac, WhiteCap/HDSupply 

 



 

Booths  
        _______________________________East Side Window Wall______________________________ 

        #38           #39       #40            #41            #42      #43      #44   #45      #46   #47 & 48         #49    #50      #51      #52        #53       #54 
Translucent   Johns      Panel           Bobrick      Johnston   METL   BXTN   PPG   RockCast Southland      Wausau    SIKA Crimsafe  Metal   Coastal  Protect-All   
     Design     Manville  Specialists Washroom    Tech       SPAN                   Brick & Block   Tectura                               Design      GCP     Flooring 
    Equipment                                                 Designs                              Systems         
      

 
 
         #28         #29       #30      #31     #32        Lunch Area                    #33  #34          #35   
        Grace         Irving       Hillyer      Record    Keene                 South East   Retroplate   Vapro  
         Const.     Materials      Arch     Automatic    Bldg                                                       Associates                         Shield 
          Prods           Inc.           Prods   Doors, Inc.  Prods       _____    
         #27          #26       #25      #24      #23        #22  #21 #20           #19 
       Tnemec      G.Bowie    Firestone    LoJac    Mapei         Lunch Area                       Philadelphia   Sherwin    Ardex      PROSOCO 
                                             & Xypex      & Assoc.   Building                       Flooring       Williams   Americas 
                                                                                     Products 
CSI 
Registration                                                                                   To Seminars……………………. 
 
 
               #1 & #2   #3          #4 & #5           #6      #7     #8             #9 #10        #11       #12 & #13        #14 
          Alley Cassetty     DIRTT     LP Products      Farrell       Konica   Mid-South   McElroy    Adams    Boral       Brandon         Wausau 
                    Environ    Calhoun    Minolta    Prestress    Metals   Oldcastle                   Companies    Window & 
                                      Solutions                                          Wall Systems 
 

Other Trade Organizations represented:  ABC, AGC, NAWIC, CFMA, and MTMA 

 

LUNCH SPONSORS: 
LoJac 

Panel Specialists 
Brandon Company 

Summit Constructors 
Masonry Specialty Contractors, Inc. 

Philadelphia Commercial 
Civil Constructors, LLC 

ECS Central, PLLC 
Builders Exchange of TN 
Dodge Data & Analytics 
Crain Construction, Inc. 
Skanska USA Building 

Grace Construction Products 
Keene Building Products 



 

2015 CONSTRUCTION PRODUCT SHOW – EXHIBITOR INFORMATION  
Tuesday, October 20 10:00 – 3:00 

LP Field East Club Level One Titans Way, Nashville, TN 
  

We are pleased to announce that the CSI Nashville Chapter’s annual Construction Product Show will be 
returning to LP Field, home of the Tennessee Titans.  We will be providing four complimentary Educational 
Seminars, with AIA credit, through-out the day for the design community.  Lunch will be provided to attendees 
and vendors at no charge.  Drink stations with tea and water will also be available throughout the day.  Coffee 
and pastries will be served from 8:00 till 10:30 am. 

We again expect this year’s show to be very well attended and hope you will join us!  We hope our vendors will 
provide at least one nice Door Prize in order to generate excitement throughout the day. In order to secure 
your booth space, please complete the attached form and email ASAP with your desired booth number(s).  We 
will work with you to secure a great spot!  Payment is required by July 31st to hold those spots.   

Single Booth space is $600.  After September 1st, if we have not received your payment, your desired booth could 
be taken by another vendor and the booth cost will go up to $650.   

Early bird special:  If payment is received before May 31st, booth rate is $575. 

Set Up:    Mon., Oct. 19th    4:00pm till 6:00pm               Tear Down: Tues., Oct. 21st   3:00 pm till 5:30pm     
                 Tues., Oct. 20th   8:00am till 10:00am 
 

You MUST be completely out of LP Field by Tues., Oct. 20th at 5:30pm 

Exhibitors must enter and exit LP Field through the Stadium Club Entrance East Side.  This location is on South 2nd Street.  No forklift 
service is available.  You may use unloading/loading zone in front of the Stadium Club Entrance on EAST SIDE.  Parking is available in 
lots C and D.  Exhibitors may not sell, resell, offer for sale or merchandise any goods, wares, or services at this event without express 
written consent from the CSI Nashville Chapter.  No alcohol shall be brought into the building.  Helium balloons are prohibited.  No 
communications equipment may be utilized if it interferes with other LP Field communications systems or telephony. Exhibitors may 
not place or make holes in any part of the Facility for any purpose.  Take care to avoid damage to grass, plants, tress and other 
landscaping, the asphalt, parking lot markings and all other appurtenances of the Facility. 
 

Melanie Kenney Booth Sales 615-979-9497    mkenney@southlandbrickandblock.com 

Other Show Contacts: 
Tiffany Goulet   Chairperson     615-423-8321  tiffany@nexgen-cr.com 
Jerilyn Green  Co-Chair     615-238-2170  jgreen@kmbs.konicaminolta.us 
Loretta Baltz   Attendee Registration    615-969-4890  loretta.baltz@mhfi.com 
 

 
 

Sponsored By:
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CSI Nashville - Officers  & Directors/Committee Chairs & Co-Chairs
July 1, 2015 –June 30, 2016

President  Melanie Kenney 615-979-9497  mkenney@southlandbrickandblock.com
Past President  Rick Jones  615-566-4171  rjones@twfrierson.com
President Elect  Lynn Jolley  615-876-8096  ljolley@comcast.net
Treasurer  Jack Potter  615-370-8500  JPotter@hfrdesign.com 
Secretary  Derek Hickman  615-953-9474 x708 derek@wisengineers.com
2nd Year Director Loretta Baltz  615-969-4890  Storm.97@comcast.net
2nd Year Director Mark Buck   615-973-2013  mark_buck@bellsouth.net
2nd Year Director Steve Honey   615-533-7886  shoney@southlandbrickandblock.com
1st Year Director Stephen Martin  615-669-9363  stephen.martin@panelspec.com
1st Year Director Tiffany Goulet  615-423-8321  tiffany@nexgen-cr.com
1st Year Director Dan Cress   615-523-5235  dcress@tmpartners.com

**6 of the above persons must be present at board meetings for a voting quorum**

Committee Chairs & Co-Chairs

Awards Josh Pagonis 512-564-0842 josh@yadconsultingllc.com
Awards Co-Chair Cindi Brooks 423-827-4848 cindibrooksgsr@gmail.com
Certification Carl Manka 615-351-1177 carl.manka@tbr.edu
Certification Co-Chair Lynn Jolley 615-876-8096 ljolley@comcast.net
Education Michael Gober 615-351-7458 michael.gober@shawinc.com
Education Co-Chair Scott Beasley 615-390-3945 sbeasley@ppg.com 
Emerging Professionals Jarrod Finger 865-850-8707 Jarrod@wisengineers.com
Golf Tournament Steve Honey 615-533-7886 shoney@southlandbrickandblock.com
Historian Devin Righter 615-306-2692 devin@bxtn.org
Holiday Party Rick Jones, Tiffany Goulet, Melanie Kenney 
Membership Devin Righter 615-306-2692 devin@bxtn.org
Membership Co-Chair Stephen Martin 615-669-9363 stephenclydemartin@gmail.com
MTSU Academic Liaison Kevin Russell 615-767-6139 krussell@mcelroymetal.com
Planning Tom Parshall 615-479-6199 tlparch@bellsouth.net
Product Show Tiffany Goulet 615-423-8321 tiffany@nexgen-cr.com
Product Show Co-Chair Jerilyn Green 615-238-2170 jgreen@kmbs.konicaminolta.us
Programs Loretta Baltz 615-969-4890 Storm.97@comcast.net
Social Media Arya Kabiri  423-326-4872 aryak@tmpartners.com
Spec Heads Jerry Curtis 615-969-8970 tnbass@comcast.net
Spec Heads Co-Chair Aaron Schaller 615-995-5023 aschaller@southlandbrickandblock.com
Specifacts Mike Martin 615-864-6350 specifacts@southeastassociates.com
Toast & Tour Chair Tim Yoko 615-377-9773 tyoko@tmpartners.com
Website Tiffany Goulet 615-423-8321 tiffany@nexgen-cr.com


