
1 

 

THE RICHMOND REPORT                                                                                                                       July/August 2010 

��������	
���
��	��������	
���
��	��������	
���
��	��������	
���
��		 			

���
���
���	
���
���
���	
���
���
���	
���
���
���		 			

���������
����	���
�
�
����������
����	���
�
�
����������
����	���
�
�
����������
����	���
�
�
�	 			
������	����	����������	����	����������	����	����������	����	����� �������������������	 			

				

���	����
���	���	���	����
���	���	���	����
���	���	���	����
���	���	
 ���
!��� ���
!��� ���
!��� ���
!���	 			

	
	 "�������
	 	 	 #��$�	�������	
	 "�������
	����
	 	 %���
	"������	
	 ��
	&���	"�������
		 ��$��
	&��'���	
	 �����
��(	 	 	 !��	)�����	
	 !��������	 	 	 *�$	 ����+�	

	
 ����
���	���������	

,��	
����-	.�/�	#���/��	 �0�	�����	
	

#��
	1�����	���	�	'���
	(���2	

Volume 50 No. 11 ��������	��
����

� July/August 2010 

www.richmondcsi.org ����

Inside this Issue: 
 

President’s Message......2 
MARC Announcement ...3 
Board Minutes................3 
Go To Guys....................4 
Why Owners Make  
the Difference ................6 
MAR Conference 
Registration ....................8 
CSI Richmond News......10 
Leadership Directory......11 

The Richmond 
Report 

Advancement of 
Construction Technology 

 

RICHMOND, VIRGINIA 
CHARTERED JUNE, 1959 

Next Newsletter Deadline Monday, July 12, 2010 

NEXT BOARD 
MEETING 

 

Thursday, 
26 AUG 2010 

4:30pm 
 

At 

Emerald 
Construction 

2219 Dabney Road  
Richmond, VA  23230 



2 

 

THE RICHMOND REPORT                                                                                                                       July/August 2010 

PRESIDENT’S MESSAGE 
 
MEMBERSHIP and EDUCA-
TION!!!  You will be hearing 
me talk about this throughout 
the year.  What are some of 
the benefits of being a mem-
ber of CSI.  Here are a few… 

 
�� Networking 
�� Resource 
�� Advancement of your career 

through certification 
 
 Each year, the new Board meets in July and Au-
gust for strategic planning for the coming year.  I’d 
like to share with you some of the exciting ideas 
that are in the planning stages for our Chapter, 
focusing on membership benefits and education. 
Mike Bricker is our New Programs Chair and is 
working on a great program for September.  Our 
focus this year will be on bringing more educa-
tional programs to our monthly meetings.  Our 
goal is to provide as many certified AIA and CSI 
programs as possible in order to help our mem-
bers achieve their continuing education credits.  
Look for more information in our August Newslet-
ter for the September program. 
Also in September, the Mid-Atlantic Regional 
Conference (MARC 10) will be held in historic An-
napolis, MD (September 23-26).  Annapolis will 
be a great place to be in the fall and MARC is a 
great opportunity to meet other Chapters and 
share in the experience.  Since our Chapter will 
be hosting MARC 12, we will be making a presen-
tation about our Conference (which will be held In 
May/June 2012).  Janet Procida is chair of this 
committee and has been busy planning for this 
conference already.  We are looking for volun-
teers to work on this committee to make it a great 
event.  Please contact Janet if you are interested 
in helping out. 
Mark your calendar for October 21 for the Annual 
Front Porch Event.  It is going to be held at Mose-
ley’s new office.  In case you’ve never been to a 
Front Porch Event, it is where the different design 
professional organizations get together for an 
evening of networking (AIA, CSI, IIDA, and 
ASLA).  It’s FREE to our members and it will be 
an evening of great food, drink and NETWORK-
ING. 
This past June, we had a very successful Product 
Show and Seminar Program.  We are already 

making plans to hold this again in March, 2011 and 
hope to make it even bigger and better.  This is also 
a great way to entice new members to our Chapter.  
Stephen Weisensale is heading up this Committee.  
If you are interested in helping out, please contact 
Stephen. 
As your Chapter President, my goal is to increase 
membership, educate, and have CSI recognized as 
a resource in the design community.  I can’t do it 
without your help and support.  I look forward to 
serving as your President and having a successful 
year with CSI.          ���������		�����������		�����������		�����������		��� ���

CSI Richmond Chapter 
President 
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Go-to guys 
 
by Sheldon Wolfe, RA, FCSI, CCS, CCCA, CSC 
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 
answering machine included the name and phone number of 
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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. 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! 
© 2010, Sheldon Wolfe 
Follow me at http://swconstructivethoughts.blogspot.com/,  
http://twitter.com/swolfearch 
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Why Owners Make The Difference  
07/28/2010 

By Barbara White Bryson and Canan Yetmen  
It is no secret that the design and construction 
industry is one of the most inefficient on the 
planet. A number of books have identified and 
documented the declining productivity of every 
hour and dollar invested in the building process. 
Architects, engineers, contractors and 
developers have been struggling for years in an 
environment so fragmented, no single player 
can have significant influence or initiate 
meaningful change. Architects are marginalized 
and commoditized, and contractors struggle 
with the same labor and process risk they have 
carried for centuries. Critical design information 
is withheld until the submittal process. No viable 
and practical risk management instrument has 
been developed. Buildings are still created one 
brick, one nail and one shim at a time, and the 
value proposition to owners continues to 
decline. 

Frankly, the inefficiency of the industry— 
whether in product delivery, construction 
technology or design factors—is inexcusable 
and amounts to billions of dollars of 
unnecessary waste that is paid for by public 
and private owners. This situation, in turn, 
discourages viable business plans, eats away 
at institutional endowments, reduces the 
aspirations of school districts and raises taxes 
for communities wishing to fix roads and build 
community centers. In a $1- trillion industry, that 
amounts to $300 billion or more of wasted 
investment a year. 

These numbers are astounding, and owners 
are increasingly frustrated and bewildered. To 
owners, the industry sometimes appears to be 

 
BRYSON 

filled with ostrich-like professionals in deep 
denial. 

As a result, owners grapple with a dilemma 
every time they start a design and construction 
project. Every owner who recognizes the gross 
inefficiency of the industry must decide either to 
trust the traditional processes performed by 
design and construction professionals or try to 
create better, more efficient alternatives that are 
capable of providing higher value. 

We just can’t help ourselves. As many times as 
we have been burned, as many times as we 
have been surprised and frustrated by design 
and construction process outcomes—
regardless of whether we are using CM-at-risk, 
design/build or even bridging processes—the 
professionals and owners of the design and 
construction industry still hope there’s one 
answer or a magic fix. 

No Guarantees 

There is no magical alchemy. There is no 
guaranteed process or contract or tool that will 
fix what is wrong with the industry. The industry 

 
YETMEN 

FABRICATORS - ERECTORS 
STRUCTURAL - MISCELLANEOUS 

ORNAMENTAL 
STEEL & ALUMINUM 

�
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�

P.O. Box 785 
MIDLOTHIAN, VA 23113 

 
 

HENRY ZIRKLE         OFF:  794-0547 
RES: 794-1030         FAX:  379-5484�
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already knows the truth. A poor team can screw 
up the best process (or contract); alternatively, 
a great team can often overcome a poor 
process (or contract). 

This is not to say we should stop trying to 
improve our processes, contracts or tools. But 
predictable success starts with recognizing that 
projects and project teams are complex 
organizations. These organizations typically are 
forced to operate in isolated environments with 
leaders who have few management skills; 
environments in which it seems no one can 
control bad team behavior, communication is 
slow, and efficient decision-making is rare. 

Owners have the power to change poor project 
environments by carefully crafting great teams, 
managing with values, creating disciplined 
decision processes and being fully invested 
members of the project teams. 

Managing a great team is hard, tedious work. It 
requires continuous stewardship, development 
of accurate and timely feedback processes and 
willingness to provide the team with the 
decisions and tools required to do a great job. 

Owners not only have the power to improve the 
way teams deliver projects, they also carry the 
responsibility of carefully managing the complex 
organizations they create to execute projects. 
Owners have the power to hire and fire team 
members. Owners make decisions. Owners 
have the ability to set the tone. In fact, owners 
can provide positive leadership if they lead with 

great values and have an eye for innovative 
solutions. 

Barbara White Bryson, associate vice president 
for facilities engineering and planning at Rice 
University, and Canan Yetmen, principal of 
CYMK Group, Austin, Texas, are co-authors of 
“The Owner’s Dilemma: Driving Success and 
Innovation in the Design and Construction 
Industry” (2010), from which this article is 
excerpted. The book is available from 
Greenway Communications. 
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Richmond Chapter CSI 
2010-11 Calendar of Events 

 
All Chapter dinner meetings are held at the Westwood 
Club, 6500 West Club Lane, Richmond, VA (unless other-
wise noted, below). These meetings offer members and guests 
a chance to network, as well as obtain valuable insight on im-
portant technical topics. Our programs are registered with 
the AIA and AIA members will receive 1.0 learning units 
for each program, often including health, safety and welfare 
credits, depending on the topic. 
Dinner meetings occur subject to the following schedule 
(unless otherwise noted): 

Board Meeting: 4:30 PM, Club Board Room. 
Social: 5:30 - 6:15 PM 
Dinner: 6:15 - 7:00 PM 

Technical Program: 7:00 - 8:00 PM 
Reservations may be made either by registering via our on-line 
PayPal account or by faxing the reservation form in the news-
letter to our Chapter Administrator. Reservations are required 
by the close of business of the Tuesday preceding each meet-
ing. Programs are subject to change 
Dinner meetings are scheduled for the following evenings in 
2010-11: 

September 23, 2010 – 6:00-8:00 PM 
Cost: $32.00 per person. 

October 21, 2010 (Third Thursday) – 5:30-7:30 
PM 

Location:  Office of Mosley Architects. 
Joint networking event with AIA, ASLA, and IIDA.   
Cost:  Admission is FREE for all current CSI Rich-

mond chapter members, $20.00 for guests at the door. 
November 18, 2010 
Meeting topic TBD  

Cost: $32.00 per person. 
December 16, 2010 

Annual Holliday Celebration; 6:30-8:30 
January 27, 2011 

Cost: $32.00 per person. 
February 24, 2011 

Mid-Winter Social – Location 
March 24, 2011 

Annual Products Show and Educational Seminars. 
Join us for several hours of continuing education 

courses, as well as our annual products show. 
April 28, 2011 

Cost: $32.00 per person. 
May 26, 2011 (Tentative) 
Cost: $32.00 per person. 

June 23, 2011  
Annual Awards Ceremony 
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Richmond Chapter CSI 
Officers, Directors and Committee Chairmen  2010-2011 

POSITION NAME PHONE E-MAIL ADDRESS  

President Barbe Shaffer 343-1010 ���������	��
��
�
���  

Immediate Past President Stephen Weisensale 262-7941 sweisensale@adtapc.com 

President Elect Janet Procida 565-3862 janetprocida@procidadesign.com 

Vice President Robert Vaughn 355-2886 rvaughn@shadeandwise.com 

Secretary Tom Hanson 648-7122 hansonpc@msn.com 

Treasurer Gib DeShazo 747-4854 gdeshazo@emeraldconstruction.com 

Director—2010-2011 John Heisler 355-2616 john@jaheisler.com 

Director—2010-2011 Keith Morgan 330-4400 kmorgan@centuryconstruction.com 

Director—2010-2011 Lou Wolf 233-5343 lwolf@smbu.com 

Director—2010-2012 Ken Cordo   

Director—2010-2012 Mike Bricker 794-0571 mbricker@balzer.cc 

Director—2010-2012 Dave Shupe 908-6666 dshupe@seamancorp.com 

Programs Chair Mike Bricker 794-0571 mbricker@balzer.cc 

Membership Chair Jim Snowa 643-6196 jsnowa@ws-arch.com 

Products Show tba   

Richmond Report Editor Norman Jacobs 779-7076 JCSCPM@aol.com  

Richmond Report Co-editor Henry Zirkle 794-0547 HJZirkle@Comcast.net   

Certification Chair Stephen Weisensale 262-7941 sweisensale@adtapc.com 

Education Chair Stephen Weisensale 262-7941 sweisensale@adtapc.com 

Web Chair Stephen Weisensale 262-7941 sweisensale@adtapc.com 

Advertising Chair tba   

Scholarship Chair Paul Sweet 819-4913 psweet@vccs.edu 

Awards Chair Ken Cordo   

Long Range Planning Dave Shupe 908-6666 dshupe@seamancorp.com 

Hospitality Chair Nancy Farkas 804-672-7424 nklarch@aol.com 

Technical Chair Paul Sweet 819-4913 psweet@vccs.edu 

Nominating Chair Jim Snowa 643-6196 jsnowa@ws-arch.com 

RJEC Liaison Jim Watson  804-285-4171 j.watson@haengineers.com  

Administrator Leslie West 307-3282 csirichmond@comcast.net 
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The Richmond Report-CSI 
9016 Peaks Road 
Ashland, VA 23005 
 
Administrator:  Leslie West 
Ph. 307-3282 
Fax: 752-2670 
 
E-mail: csirichmond@comcast.net 
Website: www.richmondcsi.org ����
 
 
The RICHMOND REPORT is the monthly newsletter of the 
Richmond, Virginia Chapter CSI which is distributed free to 
all members and interested parties in the Construction In-
dustry in the Richmond area and others nationwide. 
The RICHMOND REPORT does not approve, sanction or 
guarantee the validity or accuracy of any data, claim, opinion 
or picture, nor endorse any advertisement. 

Deadline for information to the Editor is MONDAY fo llowing the Board Meeting 

ADDRESS SEVICE REQUESTED 

THE CONSTRUCTION SPECIFICATIONS INSTITUTE is a National Technical Society embracing the entire construction industry, including research 
and development manufacturers, material suppliers, subcontractors and prime building contractors, as well as designing and specifying Professional 
Engineers and Architects. The Society is dedicated to continuing education through free interchange of information and experience among its Members 
throughout the entire construction industry. 

TO: 

Next issue—September 2010 
 

Next Meeting  
September 23, 2010 

 
Interested in joining us? Contact Jim Snowa 
 643-6196 or snowa@ws-arch.com 
 

Ideas for Programs? Contact Janet Procida  
 804-565-3862 or janetprocida@procidadesign.com  
 

Interested in Advertising in this publication? 
 Contact  Norm Royce   
 at 745-0930 or norm_royce@yahoo.com 
 

Letters to the Editor:  Contact Norman Jacobs 
 at 779-7076 or JCSCPM@aol.com 
  

Mid-Atlantic Region   
 
Director:  Mitch A. Miller, CSI, CCS, AIA 
USA Architects,  Easton,  PA 
Tel: 610-559-6000 x664  mmiller@usaarchitects.com  

 

CSI RICHMOND CHAPTER—2010-2011 Officers & Directors 
 

PRESIDENT 
 Barbe Shaffer 804-343-1010   
  B.Shaffer@ha-inc.com   
PRESIDENT ELECT  
 Janet Procida 804-565-3862 
  janetprocida@procidadesign.com 
 
FIRST VICE PRESIDENT 
 Robert Vaughn 804-355-2886 
  rwvaughn@verizon.net 
IM.PAST PRESIDENT 
  Stephen Weisensale 804-262-7941 
    weisensale@adtapc.com  
SECRETARY  

       Tom Hanson   648-7122 
    hansonpc@msn.com 

TREASURER 
 Gib DeShazo 804- 747-4854 
 gdeshazo@emeraldconstruction.com 
DIRECTORS 2010-11 
John Heisler  Keith Morgan Lou Wolf 
 
DIRECTORS 2010-12 
Ken Cordo     Mike Bricker   Dave Shupe 
 


