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LRCSI / USGBC Arkansas - Joint Lunch Meeting

“Walkable Communities” 

Presented by Dave Roberts, ASLA and 
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Wednesday, March 16, 2011
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Next Level Events
1400 W. Markham

Little Rock, AR
 

Cost: $20 per person
 

Continuing Education: 1 AIA/CES LU Hour (SD/HSW), 1 PDH, 1 CEH, 0.1 CEU

Deadline to register - March 14, 2011

More details can be found at www.csilittlerock.org.

Reservations only contact Jerome Sorensen
PHONE 501-374-5300 / E-MAIL JSORENSEN@WERARCH.COM

Reservation “NO SHOWS” will be billed at full price
Credit Card payment and Reservations can be made on-line at

www.csilittlerock.org

Interested in hosting a Table Top at our next Meeting? 
Contact Jerome Sorenson at PHONE 501-374-5300 / E-MAIL JSORENSEN@WERARCH.COM
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Mission of CSI: 
“Advance the process of 

creating and sustaining the built 
environment.”

“CSI is a national association  
dedicated to creating standards and formats to 
improve construction documents and projects 

delivery.

The organization is unique in the  
industry in that its members are  

a cross section of specifiers,  
architects, engineers, contractors  
and building materials suppliers.”

From CSI Website: csinet.org
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New Member Spotlight 
By Kay Young, CSI, CDT, Membership Chair

Construction SpecWork is the monthly newsletter of the Little Rock Chapter of the Construction Specifications 
Institute, Inc.  Opinions and advertising expressed in the newsletter are those of the contributors and do not 
necessarily reflect the opinions, policies or practices of the Construction Specifications Institute or the Little Rock 
Chapter. The newsletter is funded, in part, by the sponsors listed within this  newsletter.   Laura Kirk, Editor
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Say hello to our new member! 

Jimmy Klawetter

I have worked for Ingersoll Rand Security Technologies since February 2001 as a Security & 
Safety Consultant.  I provide training and support for Ingersoll Rand Products to commercial 
hardware dealers, end users and architects.   This support includes product support and training 
for both mechanical and electronic access security hardware.  In addition to product support and 
training I provide specification services and consultation in regards to fire and life safety codes as 
it relates to commercial door hardware.  Prior to becoming employed with Ingersoll Rand Security 
Technologies I worked as a Project Manager for Asco Hardware Company in North Little Rock, 
Arkansas.  This is where I really got my feet wet and learned about the door and hardware business.

Donna Hutchison   

I have been employed with American Gypsum out of Dallas, TX for over 8 years.  American 
has four drywall plants – Albuquerque, NM, Eagle, CO, Duke, OK and Georgetown, SC.  I am a 
sales representative, covering Arkansas, Louisiana, Mississippi and the Memphis area.  I began 
in the drywall industry in 1976 as a secretary for Weyerhaeuser Company’s gypsum sales.  I then 
worked as a sales associate for several years, until the Nashville, AR plant was sold in 1989 to 
Boral Industries, whom I went to work for in Sales.  The plant was later sold to James Hardie and I 
worked for them until 1998.  I left then to stay home with my ailing husband, who passed away in 
2000.  I then went back to work for James Hardie in 2001 and worked for them about a year, when they sold to BPB 
Gypsum.  Fortunately, I was then offered the job with American and went to work for them before I had to go through 
another buy-out!  So I have worked for the one drywall plant in Arkansas under four owners (it has since sold again!) 
for a total of 23 years and for the past 8 years for American Gypsum.  I live in Glenwood, AR on a small farm; have 
one son, Shane, four horses and 2 Welsh Corgis.  I barrel race in my spare time and camp and trail ride.

Welcome to CSI Little Rock, 
Jimmy and Donna!



PRESIDENT’S MESSAGE
Lori Tanner, CDT

We had a great turnout at the February Chapter Meeting  at the 
Oyster Bar.  Some lucky members walked away with some door 
prizes.  We learned about Fighting the Super Bugs.  It was an 
interesting topic to learn about.  

There will be a seminar on MasterFormat which will occur in March 
at the Baldwin and Shell Office.  So please be on the lookout on the 
invites and make plans to attend this seminar.  

There will also be a spring/summer event that is in the works right now, more details to follow.  

Our March Meeting will be a Joint Meeting with USGBC, on Wednesday, March 16th at the 
Next Level Events. We will be learning about “Sustainable Walkable Neighborhood Design”.  
Should be an interesting topic.  Make plans to attend.  

Also, it is getting close to Awards time.  Be thinking about nominations for your fellow 
members for awards, either Chapter or Institute.  Contact Jan Sanders, Awards Chair, for any 
questions.  See you at the March Meeting at the Next Level Events.

Sincerely,

Lori Tanner, CSI, CDT
LRCSI Chapter President 2010-2011 

The Construction Specifications Institute is a nationwide non-profit technical organization dedicated to the 
improvement of specifications and building practices in the construction industry through service, education and 
research.  Founded in 1948, CSI provides a forum for architects, engineers, specification writers, contractors, 
suppliers and others in our industry.  Membership is open to all who are involved in the built environment.  Please 
contact Chapter membership Chairman, Kay Young, 501-912-8534; e-mail kayyoung3@sbcglobal.net, or any chapter 
officer listed on the “Officer, Directors and Committee Chairs” page of this newsletter.

CSI lapel pins can be purchased for $10 at regular Monthly meetings.

 
 
 
 
 
 
 
 ThyssenKrupp Elevator 
Americas Business Unit 
 

Richard Stenger 
Construction/Modernization Sales Representative 
 

ThyssenKrupp	
  Elevator	
  Corporation	
  
211	
  Cornerstone	
  Rd.,	
  Alexander,	
  AR	
  	
  72002	
  
Phone:	
  (501)	
  407-­‐9030,	
  (800)	
  636-­‐4628	
  
Fax:	
  	
  	
  	
  	
  	
  (501)	
  407-­‐0476	
  
E-­‐mail:	
  richard.stenger@thyssenkrupp.com	
  
Internet:	
  www.thyssenkruppelevator.com	
  

Fax:   (866) 441-4515 
E-mail: richard.stenger@thyssenkrupp.com 
Internet: www.thyssenkruppelevator.com 
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WITTENBERG DELONY & DAVIDSON ARCHITECTS

DaviD RogeRs, aIA, CSI

400 W. CAPITOL AVENUE, SUITE 1800
LITTLE ROCK, AR 72201-4806

501/376/6681
501/376/0231 FAX
davidr@wddarchitects.com | www.wddarchitects.com
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CURMUDGEON’S CORNER
A Tale of Two Companies

A few months ago, in “Go-to guys”, I spoke of the many excellent product representatives I know, and how valuable they 
are to me in my job as specifier. This past month, I experienced something just a bit different. It wasn’t that the product reps 
weren’t helpful, but their corporate structure made it difficult for them to offer the help that specifiers need, which, in turn, 
makes it difficult for specifiers to properly serve their clients. 

It all started with an e-mail from one of our construction administrators, about a substitution request. The subcontractor 
claimed that a substantial savings would result from using the proposed products, and went on to say that one of the 
proposed substitute products was, in fact, identical to one that had been specified.

I’m sure many specifiers are asking themselves, “If it wasn’t specified, why didn’t you just reject it?” That’s a great question for 
a future discussion, but for the moment, accept as fact that there was more than one good reason to consider the request.

My research began with the supplier’s claim that one of the proposed substitutions was the same as one that had been 
specified. As it turned out, this was not a simple claim that one product was very similar to the other, but that the two literally 
were the same. This was something of a surprise, as we had been using the specified products for more than a decade, while 
the supposed equal product was an unknown.

It didn’t take long to determine that the manufacturers of the competing products were subsidiaries of a larger company. The 
fun began when I called the parent company’s toll-free number. After identifying myself, the call went something like this.

“I’d like to talk with someone in your technical department, to find out if [specified] product A and [substitute] product B are 
the same.”

“Where are you located?”

“St. Paul.”

“Call your local representative at 555-555-0101.”

“Does that representative deal with both A and B?”

“No. If you want the representative for B, call 555-555-0123.”

“I’d like to speak with someone who is familiar with both products.”

“You’ll have to call your local rep.”

“Do you mean to tell me that there is no one in your office who can answer the question?”

“That’s what our field representatives are for.”

It was clear that this wasn’t going any further, so I said “thanks” and hung up. I called one of the numbers; the phone rang for 
so long that I gave up and tried the other. That rep was out of the office, so I left a callback message.

I then went to my secret source of information, the CSI member database. Ta-da! I found the name of a person who was a vice 
president of the parent company. I called and got a message saying that person was out of the office. Transferring to the 

cont. next page...

by Sheldon Wolfe, RA, FCSI, CCS, CCCA CCCA
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operator, I again found myself talking to the person I had talked with a just a few minutes before. I’m sure she wasn’t pleased 
that I was still trying to burrow into the company, but I wasn’t pleased by the run-around. 

A short time later, I got a call from the rep for product A. When I told him about the substitution request, and the claim that A 
and B were the same, he expressed frustration, and made comments to the effect that he had run into this problem before, 
that A and B were not the same, and that there was some confusion at the corporate level that led to the problem. He said he 
would look into it and get back to me.

I then got another call, which I assumed would be from the VP of the parent company. However, instead of returning my call, 
the VP had passed my request off to a head of the product B company, so I was unable to talk with someone who could speak 
for both companies. 

“Mr. B, I have been told that your product B is identical to product A. Is that true?”

“They’re not really identical. They do use the same material, have the same properties, and use the same MSDS, but the 
pigment and the name are different.”

“So they’re really the same?” Although Mr. B never came right out and said so, everything he said indicated that A and B are 
the same. He then spent some time explaining the distribution systems used by the two companies. One is sold direct to 
installers, while the other is sold through distributors. Furthermore, an installer of A is not allowed to purchase B, and vice 
versa.

“What I’m concerned about is that we’ve been specifying A for many years, and now it appears that your company is selling 
the same thing under a different name at a lower price. In other words, our clients may have been paying more than they had 
to. Is there a difference in the quality of installers?”

“No. We do have factory training, but we do not certify installers.”

Giving up the battle, I asked if we could get a list showing all of the products of both companies, indicating which are the 
same. I’m certain someone knows this information, but I was told such a list is not available. 

When I got back to my computer, I discovered an e-mail from the product A rep. He told me the proposed substitution wasn’t 
available any longer, and had been replaced by another product. Mr. B said that was essentially correct - but the new product 
is really the same thing with a different name. 

OK, maybe there is good reason to have two distribution systems for a single product, but why not just sell the same product 
and avoid the confusion? Is there a point to this shell game? Could it be nothing more than a way to get around public bidding 
requirements? Whatever the reason, it doesn’t really matter. Apparently, we have two product representatives selling many 
of the same products under different names, competing with each other, and, understandably, not too interested in talking 
about the competing company’s products. 

Design professionals need straight answers, and episodes like this can quickly destroy a company’s credibility. 

© 2011, Sheldon Wolfe, RA, FCSI, CCS, CCCA, CSC
Follow me at http://swconstructivethoughts.blogspot.com/, www.linkedin.com/in/swolfearchfcsiccs
http://twitter.com/swolfearch

by Sheldon Wolfe, RA, FCSI, CCS, CCCA CCCA

CURMUDGEON’S CORNER                                cont. 
A Tale of Two Companies
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MEMBERSHIP RECRUITMENT CAMPAIGN

EARN RECOGNITION.....WIN GREAT PRIZES....HELP CSI GROW!

Did you know that 79% of new members joined because someone asked them?

Make 1 phone call . Send 1 e-mail . Have 1 conversation 

That’s all it takes to recruit a new member and participate in CSI’s Every1Counts 
Membership Recruitment Campaign — and you’ll receive recruiter points, win great prizes and earn local and 

national recognition!

In the Every1Counts Membership Recruitment Campaign everyone does count. 
So...whether you’re a product representative, an architect, a contractor, a project manager, an advisor or a stu-

dent - you can participate and help CSI become a stronger advocate for you and the profession!

Take the initiative today. Recruit just 1 new member—or more!

Every member counts campaign – www.csinet.org/eoc

GULF STATES REGION CSI
2011 CONFERENCE 

                                     					   

Join us in Mobile!!!
The Birthplace of Mardi Gras

Friday, April 29 & Saturday, April 30, 2011
Renaissance Riverview Plaza Hotel, Mobile, Alabama

Registration form can be found at: http://gulfstates.csinet.org

If you plan to attend, please contact Lori Tanner, President for more information
LTanner@tmecorp.com / 501-666.6776
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LITTLE ROCK CSI CHAPTER
OFFICERS, DIRECTORS AND COMMITTEE CHAIRS 2010-2011

President		  Lori Tanner, CSI, CDT  	  		  501-666-6776 		  LTanner@tmecorp.com
	
President Elect		  Tim Davis, CSI, CDT	 		  501-374-8677		  tdavis@baldwinshell.com
			 
Vice-President		  Jerome Sorensen, AIA, CSI, LEEP AP, NCARB 	501-374-5300	 	 jsorensen @werarch.com

Past President		  Cynthia Toney, CSI, CDT, LEED AP 		  501-372-2900		  cynthia.toney@cromwell.com

Secretary		  Billy Mathis, CSI, CDT 			   501-758-7443		  bjmathis@taggarch.com

Treasurer		  Jonathan Lowery,  CSI, CDT		  501-374-8677		  jlowrey@baldwinshell.com	

Director: 1-Yr Ind	 Mark T. Edds, CSI, CDT			   501-804-7889		  medds@weatherizationpartners.com 

Director 1-Yr Prof 	 Melinda Jester, CSI, CCS			   501-223-9302		  mjester@lemvrw.com

Director 2-Yr Ind	 Kara White, CSI, CDT, CPC			  501-765-5250		  whitekdeane@yahoo.com

Director 2-Yr Prof	 Porter Brownlee, CSI, CCCA		  501-666-9401		  spb3bcc@sbcglobal.net

Board Advisor		  Doyle Phillips, CSI, CCCA			  501-374-8677		  dphillips@baldwinshell.com

Board Advisor		  Michelle Christen, FCSI, CCCA   		  501-666-6776   		 mchristen@tmecorp.com

COMMITTEE CHAIRS
Academic Affairs	 Kiem Kirkpatrick, CSI, CCCA		  501-680-7738		  kkirkpatrick@tmecorp.com
Awards Committee	 Jan Sanders, FCSI, CCPR, SEGD		  501-329-5645		  sanders2kjan@aol.com
Certification / 		  Doyle Phillips, CSI, CCCA			  501-374-8677		  dphillips@baldwinshell.com
Education	
Emerging Prof		  Kara White, CSI, CDT, CPS			  501-765-5250		  whitekdeane@yahoo.com
Membership		  Kay Young, CSI, CDT			   501-912-8534		  kayyoung3@sbcglobal.net
Media Promotion	 Mark T. Edds, CSI, CDT			   501-804-7889		  medds@weatherizationpartners.com
Programs / 		  Jerome Sorensen,  AIA, CSI, LEEP AP, NCARB	501-374-5300		  jsorensen @werarch.com
Tabletops		
Fundraising / Golf 	 Sally R Bowen, CCS, LEED AP		  501-372-0272		  sbrppy@sbcglobal.net 
Planning		  Cynthia Toney, CSI, CDT , LEED AP 		 501-372-2900		  cynthia.toney@cromwell.com
     Operating Guide	
Newsletter Editor	
   Newsletter Advertising	 Laura Kirk, CSI		   		  501-224-0227		  lkirk@archwaygraphic.com
Technical		  Karl Hanson, CSI, CCS, CCCA		  501-455-2850		  Karl_Hanson@swbell.net
Website			  Mark T. Edds, CSI, CDT			   501-804-7889		  medds@weatherizationpartners.com
Nominating		  Cynthia Toney, CSI, CDT , LEED AP 		 501-372-2900		  cynthia.toney@cromwell.com
Scholarship		  Bradley McLaurin, CSI			   501-374-5300		  bmclaurin@werarch.com
Incorporation /		  Billy Mathis, CSI CDT			   501-758-7443		  bjmathis@taggarch.com 
     Non-Profit Status
Product Show		  Kelly Phillips, CSI			   501-376-6858		  kellyp@ascohardware.net
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MASTERFORMAT™
PAST, PRESENT, AND FUTURE 

A Special LRCSI Educational Event
 

Presented by Doyle Phillips, CCCA, CPE, CPC
Chief Estimator

Baldwin & Shell Construction Co.
 

 CHOICE OF DATES:                        
 

Friday, March 11, 2011 OR Friday, March 25, 2011
 

Registration:  7:30 AM
Program:  8:00 AM - 5:00 PM

 
LOCATION:                                       

 
Baldwin & Shell Construction Co.

1000 West Capitol Ave.
Little Rock, AR  72201

 
 COST:                                                

CSI Member Fee -       $125
Non-Member Fee -      $155

      (Includes lunch and course materials)
 

CONTINUING EDUCATION:  7 AIA/CES LU Hours, 7 CEN hours, 7 PDH, 7 CEH, 0.7 CEU
 

REGISTER ONLINE NOW!
 

When MasterFormat™ 2004 first hit the scenes over six years ago it encountered a lot of questioning and negative reactions 
from the industry. Why was the change so drastic? What were the driving forces that led to such a major overhaul? 
 
This course will look at a history of MasterFormat™ and the set up of the newest version. Next, we will take a look at where 
the industry stands in the implementation process to date. We will review who has made the change and why. How did these 
companies handle the change? If your company has not made the switch, possible implementation plans will be looked at to 
make the change over as painless as possible. Now that acceptance and implementation have happened, where do we go from 
here? What are the plans for future updates and revisions? Who has input in this process and who controls that final decision to 
accept additional changes? 
 
You owe it to yourself to get current with this industry trend, because just like an outdated program, the older version of Mas-
terFormat™ is no longer being supported. Prepare yourself for the future to enhance your 
understanding of this predominant industry standard.
 
For more information, visit www.csilittlerock.org or contact Doyle Phillips at 501-374-8677 or dphillips@baldwinshell.com. 
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SpecWork is now all electronic and will be sent out via e-mail and available on our web 
site at www.csilittlerock.org.  

Interested in providing an article or placing an ad in the next newsletter?
Please notify Laura Kirk.

Laura Kirk, Editor
501-224-0227

lkirk@archwaygraphic.com

Please visit our web site: www.csilittlerock.org

Please consider the environment before printing this newsletter! 

Illustration Source:  

http://www.csinet.org/s_csi/sec.asp? TRACKID =&CID=28&D ID=28 


