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2010 Product Show was a success
In late May, when 

we began plan-
ning this year’s an-
nual product show, 
the “500 Year Flood” 
was still fresh on our 
minds.  Obviously, 
the event served as 
inspiration for the ti-
tle of this year’s show 
- - “reCONSTRUCT 
Nashville.” Many of 
you may also recog-
nize the title as a play 
on the name of CSI’s 
annual convention.  
Also inspired by the 
work of Rebuilding 
Together – Nashville 
and their volunteers, 
we decided to do-
nate a portion of our 
booth sales to assist 
in their cause.

Therefore, on 
behalf of the CSI 
Nashville Chapter,  I 
want to thank our 
35 Exhibitors and 
the following spon-
sors: CertainTeed 
(Event Sponsor & 
Education Sponsor), 
Draper (Education 
Sponsor), PPG/Por-
ter Paints (Educa-
tion Sponsor), TN 
Builders Exchange 
(General Sponsor), 
LoJac (General Spon-
sor), Covington 
Power Services (Gen-
eral Sponsor), and 

Brandon Company 
(General Sponsor). 
Because of them, we 
were able to donate 
$875.00 to Rebuild-
ing Together – Nash-
ville.

In addition to our 
exhibitors and spon-
sors, the product 
show would not have 
been as successful 
without our three 
seminar speakers; 
Barry Bonifay (2010 
Accessibility Stan-
dards), Bill Nelson 
(Specifying Mold & 
Mildew Control), 
and Troy Harper 
(Color Trends), and 
the many exhibitors 
who gave away door 
prizes, including 
Hunter Panels who 
couldn’t be in atten-
dance, but still spon-
sored a door prize.

As for numbers, a 
total of 225 people 
in attendance regis-
tered, 25 of who were 
MTSU students. We 
suspect, given the 
line for lunch (sorry 
about that), many 
more attended, but 
didn’t register. Of the 
225, over 90 attended 
the 3 seminars, many 
of whom attended all 
three.

Finally, I must 

also thank the many 
people who had a 
role in helping me 
plan, promote, pre-
pare for, and set-up 
this event in any way, 
especially while I was 
out of town the two 
days before the show. 
Because of their 
help, along with the 
participation of our 
sponsors, our exhibi-
tors, and everyone 
who attended, I be-
lieve we can claim 
the 2010 Product 
Show “reCON-
STRUCT Nashville” 
as being a HUGE 
success. 

Now, let the plan-
ning begin for next 
year….all we need 
are some VOLUN-
TEERS?!

Thanks again to 
everyone, and we 
hope to see you (and 
more of your friends 
and co-workers) next 
year!

by Tim Yoko

Vendors and 
attendees enjoyed the 
booths at the 2010 
CSI product Show. 
With 35 vendors and 
225 guests, the show 
was nothing short of a 
success! 

Tex and Woody prove that the 
product show was not all work!
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I recently received an 
e-mail from my local IMI 

(International Masonry 
Institute) representative, saying 
that she would be retiring in 
a few weeks. Even though I 
had known her all the twenty-
plus years I have been a CSI 
member, and knew we were 
about the same age, it was a 
bit of a shock. After trying to 
convince her not to retire (not 
very hard), I thought about 
other favorite product reps - 
my go-to guys, some of whom 
retired or lost their jobs in the 
past couple of years. 

Specifiers have a simple 
job: to know everything 
about everything. Which is 
interesting, given that they not 
only must try to keep up with 
new products and changes in 
old ones, but must somehow 
divine what it is that the rest of 
the project team has in mind. 
Of course it’s impossible to 
know everything, so what they 
do know is phone numbers 
for their go-to guys. These are 
the people who have the right 
answer or know where to get it, 
help extract information from 
manufacturers’ labyrinthine 
websites, respond quickly, and 
appear to remain unfazed by 
calls made just days - or hours 
- before bidding documents 
are issued. They’re the ones 
who know not only their 
own products but those of 
competitors, and are able to 

offer advice about installation, 
maintenance, potential 
problems, and corrective 
measures for defects or failures 
beyond their control. 

Thanks to years of experience, 
both good and bad, when I 
meet new reps I quickly develop 
a feel for their experience and 
knowledge, and my BS meter 
occasionally warns me that I’m 
not likely to get the straight 
scoop from a particular rep. 
I may call them later, but I 
remain uncertain about the 
value of what they say. 

One thing that gives new 
product reps, if not instant 
credibility, a big step in that 
direction, is three letters on 
their business cards. You might 
think I mean CSI, but what I 
look for first is CDT; if I see 
both CSI and CDT, we’re ready 
to rock! If the CDT isn’t there, 
before they leave, they get a 
quick and friendly lecture about 
the value of CDT to a specifier. 
And if they are CDTs, I tell 
them how much I appreciate 
their efforts to understand 
construction documents. 
Although my go-to guys 
don’t have to be CDT or CSI 
members, most of them are.

Not all of my go-to guys are 
product reps. Many of them are 
specifiers, architects, engineers, 
and others whom I trust in the 
same way as the product reps. 
Some of them I know only 

through online forums, but, 
as is the case with the product 
reps, most of them are CSI 
members.

I often am amazed at how 
personal business can be. 
In theory, you can get good 
information from any product 
rep, from any company’s 
customer service department, 
or from any company’s 
literature or website. And, also 
in theory, you’ll get the same 
excellent support from those 
same sources. That being the 
case, I find it strange that a 
particular brand of hardware 
or roofing, for example, is 
dominant in one area while 
virtually unused in another. 
If one hospital or university 
believes it is the best option, 
why is it dismissed elsewhere?

The answer, unfortunately, 
is something that can’t 
successfully be specified, but is 
realized only through personal 
relationships. It’s the experience, 
knowledge, and trust that come 
from knowing that the person 
you’re dealing with is someone 
you’ll work with again, and will 
be there when needed. It’s easy 
to specify that a manufacturer 
must have 24-hour service, or 
maintain a local parts center, 
but once the final payment has 
been made there isn’t much 
an owner can do if those post-
completion requirements 
disappear.

Perhaps more important 
is the confidence that this 
person will be not only honest, 
but will tell the whole truth. 
There are few things that will 
build credibility more quickly 
than a suggestion that the 
manufacturer’s product may not 
be the right one for the job. 

Just a few days ago, I put my 
network to the test. I got a call 
from one of our construction 
administrators, something 
about fireproofing. I thought I 
knew the answer, but to make 
sure I called my fireproofing 
go-to guy. She was on vacation, 
but the answering machine 
included the name and phone 
number of someone who would 
fill in for her. A nice touch, 
better than the usual “press zero 
and take your chances.” 

At this point, one of Murphy’s 
laws kicked in; the less time 
you have to get an answer, 
the more difficult it will be to 
find a person with the answer. 
I called the back-up person 
and got another answering 
machine, this one telling me 
only that the person I called 
was not available; no indication 
of when he would be back or 
how to contact anyone else. My 
next move was to pull up CSI’s 
online member database, and 
search for people who worked 
for the fireproofing company. 
Several names appeared, and 
I recognized one of them 
as a person I had worked 
with several years ago and, 
fortunately, one of my go-to 
guys from that time. He was 
in, and was able to confirm my 
belief immediately. 

Another recent experience, 
which also started with a 
call from a construction 
administrator, confirmed 
the value of go-to guys. This 
one involved a proposed 
substitution for a specified 
joint sealant. Again, my go-to 
guy wasn’t available, but this 
time, instead of looking for 
another CSI member, I called 
the manufacturer’s customer 
service number. During the 
conversation, the person who 
took the call told me several 
interesting things; among 
them that the company does 
not provide information about 
expected life of their products, 
and that there is little difference 
between polyurethane and 
silicone sealants. I asked for a 
recommendation for use with 
masonry, and was given the 
name of a specific product. 
While we were talking, I pulled 
up the data sheet from the 
manufacturer’s website, and 
found that it made no mention 
of staining masonry, while 
another product specifically 
said that it was recommended 
for masonry. I asked about the 
second product, and was told, 
“Oh, you could use that one, 
too.” 

About then, I saw that I had 
another call coming in, from 
my go-to guy, so I took his call. 

The Go-To Guys by Sheldon Wolfe, RA, FCSI, CCS, CCCA, CSC
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TNEMEC COMPANY INCORPORATED 

Williams Coating Consultants, Inc. 
1231 Antioch Pike 

Nashville, TN 37211 
615/333-1000 FAX 615/333-1006 

E-mail tnemectn@aol.com 
TOM WILLIAMS 

 TIFFANY GOULET 

PHONE  615-386-7199 
E-MAIL BJACOWAY@NETZERO.COM 

CELL  615-400-0236 
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President’s Message

Randy Huffman
CSI CDT

Notice anything different?  
Welcome to the first edi-

tion of the all electronic 
version of Specifacts!   Erin 
Chambers, the chapters 
Publications Chair and 
Editor, has 
been hard at 
work creating 
the new look.  
I would once 
again encour-
age every-
one within 
the chapter 
to consider 
submitting articles for 
publication in Specifacts.  
Our chapter has a wealth 
of knowledge whether you 
are an architect, contrac-
tor, or product representa-
tive.  Everyone has a story 
to tell, so take this oppor-
tunity to spread the word 
about real world experi-
ences and lessons learned 
that could benefit other 
readers.

On October 21st, the 
chapter held our annual 
Product Show at LP Field.  
I’m happy to report that 
the show was a great suc-
cess, both in revenue for 
the chapter and attendance 
for the vendors.  As ev-
eryone knows, successful 
events such as this don’t 
just happen.  Tim Yoko 

(Product Show Chair & 
President Elect) along with 
the rest of his committee 
spent countless hours pro-
moting and planning this 
event.  

In Novem-
ber, the chap-
ter meeting 
will return to 
is typical time 
and location, 
so please make 
plans to attend 
on November 
16th  at the 

Tennessee Engineering 
Center located within the 
Adventure Science Center.

In closing, I would like 
to take this opportunity to 
thank Bessie Hanserd for 
her service to the Nashville 
Chapter.  Many may not 
be aware that for the last 
few years Bessie has been 
helping with such things 
as meeting reminders, 
registration, editing and 
publishing Specifacts.  I 
know I speak for the entire 
chapter and especially past 
presidents when I say that 
Bessie’s service has been 
outstanding and invalu-
able to our chapter.  Thank 
you Bessie for all the work 
you’ve done for the Nash-
ville CSI Chapter!

November meeting presentation 
to LEED the way through green 
concrete 

This program address 
the impact of the EPA’s 
limitations on VOC’s 
inside the building en-
velope. New limitations 
are now being placed 
outside the building 
envelope that will cause 
many new challenges to 
the construction process. 
The knowledge provided 
by this program measur-
bly improves IAQ. This 
eliminates mass amounts 
of moisture from the con-

crete, where there is no 
moisture, there is no mold. 
Presented by Scott Bergs-
baken CST, ACI of Imco 
SPG. His broad concrete 
knowledge and specialized 
training, combined with 
extensive experience make 
him an industry expert 
well versed to speak on the 
subject of LEEDing the 
way through Green Con-
crete.
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November Member Anniversaries
Steve Rick CSI

Street Dixson Rick
30 Years

Rex Garton CSI, CCS, 
AIA, LEED AP

Hart Freeland Roberts
24 Years

Gary Taylor CSI
Earl Swensson 
Associates, Inc.

21 Years

Kevin Russell CSI
McElroy Metals

18 Years

Jack Dews CSI, CDT
Structural Engineers, 

Inc.
15 Years

Fawn Fenton CSI, CDT, 
AIA, LEED AP

Adkisson Harrison 
Architects

6 Years

Christina Moore CSI-S
Student
1 Year

Kathy Richards CSI, 
CDT

Kaatz, Binkley, Jones & 
Morris Architects

4 Years

He provided all the information 
I did not get from talking with 
the factory rep, recommended 
specific products, and discussed 
at length the differences 
between them. I couldn’t help 
but compare my experience 
with the factory rep to that of 
buying a camera or computer 
from Target. The sales people 
are friendly and helpful, but 
their knowledge extends no 
further than the information 
printed on the outside of the 
box. Most calls I’ve made to 
manufacturers were much more 
satisfying, but I’ll always prefer 
talking with someone I know to 
talking to a faceless person who 
might have started the same 
day.

There are times when I don’t 
know anyone who is familiar 
with a given product. When 
that happens, my first stop is 
the member database, where I 
look first for certified members. 
When I find a likely source, 
I call and start by identifying 
myself as a CSI member, then 
go on to say that I found the 
person’s name in the member 
database. Does that get me a 
better or faster answer? I’m not 
naïve enough to believe that 
every CDT or CSI member 
is going to be the go-to guy I 
need, but thus far I have not 
been put off or disappointed.

The longer I do this job, the 
more I know how much I don’t 
know. So here’s to the go-to 
guys who make it possible!

The Go-To Guys
continued from page 3



Randy Huffman, President
(615) 244-0440 

(615) 244-4553 fax
rhuffman@alley-cassetty.com

Tim Yoko, President Elect
(615) 377-9773 

(615) 370-4147 fax
tyoko@tmpartners.com

Woody Bruhn, 1st Vice President
(615) 772-3468 

woody@coolsunlight.com
 

Mike Leonard, Immediate Past President
(615) 329-1399

(615) 329-1486 fax
mleonard@haa.us

Dan Cress, Secretary
(615) 377-9773 

(615) 370-4147 fax
dcress@tmpartners.com

Jack Potter, Treasurer
(615) 370-8500 

(615) 370-8530 fax
jpotter@hfrdesign.com

   Founded in 1948, CSI is a non-profit technical
organization dedicated to the advancement of
construction technology through communication,
research, education, and service. CSI serves the
interests of architects, engineers, specifiers,
contractors, product manufacturers, and others in the
construction industry.
    Specifacts is published monthly by the Nashville
ChapterCSI. This publication acts as a moderator
without approving, disapproving or guaranteeing the
validity or accuracy of any data, claims or opinions
appearing under a byline or obtaining or quoted from 
an acknowledged source. The Chapter does not consti-
tute any endorsement of products featured in
advertisements

A b o u t  U s . . .
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Kevin Russell, Academic 
Liaison
(615) 767-6139
krussell@mcelroymetal.
com

Troy Williams, Awards
(615) 356-9911
(615) 352-6737 fax
troy@bargecauthen.com

Carl Manka, Certification
(615) 504-6625
(615) 366-3992 fax
carl.manka@tbr.edu

Kent Kile, Education
(615) 347-4572
(615) 251-1885 fax
kkile@ppg.com

Tiffany Goulet
Electronic Communica-
tions
(615) 333-1000
(615) 333-1006 fax
tiffanyannwil@aol.com

Loretta Baltz, Friendship
(615) 844-1017
(615) 250-9425 fax
Loretta_baltz@mcgraw-
hill.com

Tiffany Goulet, Member-
ship
(615) 333-1000
(615) 333-1006 fax
tiffanyannwil@aol.com

Tom Parshall, Planning
(615) 399-5275
(615) 399-5285 fax
tlparch@bellsouth.net

Tim Yoko, Product Show
(615) 377-9773
(615) 370-4147 fax
tyoko@tmpartners.com

Tex Stohl, Programs
(615) 360-7013
(615) 360-7137 fax
tex.stohl@kone.com

Erin Chambers, Publica-
tions/Editor
(615) 790-9840
(615) 790-9927 fax
echambers@lojac.com

John Arndt, Scholarship
(615) 256-3185
(615) 256-6263 fax
johna@dwccares.com

Kathy Richards, Chapter 
Director
(615) 754-5393 
(615) 754-5340 fax
krichards@kbjmarchitects.
com

Woody Bruhn, Chapter 
Director
(615) 772-3468 
woody@coolsunlight.com

Kevin Corkern, Chapter 
Director
(615) 399-5275
(615) 399-5285 fax
kevin@tlparchitects.com

 Bob Grummon, Chapter 
Director
(615) 322-2715
(615) 343-4830 fax
Robert.grummon@
vanderbilt.edu

Becky Wagoner, Chapter 
Director
(615)743-3334
bwagoner@hermitagelight-
ing.com

Kent Kile, Chapter Direc-
tor
(615) 347-4572
(615) 251-1885 fax
kkile@ppg.com

Commitee Chairs & Co-Chairs

Directors

Chapter Officers

Jerry Curtis, Technical
(615) 790-2828
tnbass@comcast.net
 


