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Customize Your Volunteer Experience with CSI's Volunteer Portal  

Are you interested in... 

Reaching out to educators to bring CSI principles into the classroom? 

Meeting and greeting with fellow members at Construct 2018? 

Guiding others studying for the CSI certification exams – lead an online study group? 

Sign up for these opportunities and more at CSI's NEW Volunteer Portal: 

See all volunteer opportunities in one location 

Easily apply for options that interest you and work with your schedule 

Opt into the volunteering pool, sit back and have volunteering invitations come directly to you  

Join your fellow members... Jump into the volunteer pool and make a difference!  

  

See how you can volunteer today on the Volunteer Portal. 

  

If you have any questions about volunteering, please email volunteer@csinet.org.   



President’s Thinking 
By Billy J. Mathis, FCSI, CDT 

This month I am taking on the topic of Service and Volunteerism.  These two words, while very different in 
spelling and in definition, can be used interchangeably in some situations.  Service is defined basically as 
“the action of helping or doing work for someone.”  While Volunteerism is defined as “the use or involvement 
of volunteer labor, especially in community services.”  While the two are connected at the most basic level, 
they are also totally different.   

Volunteers are the lifeblood of CSI and the Little Rock Chapter.  We depend on volunteers to keep the 
Chapter and Chapter Events moving forward.   We depend on volunteers to step up and be officers and 
directors within the Chapter.  Most often, however, the volunteers who get involved don’t necessarily realize 
they are providing a service while volunteering. Whether you are helping with the Golf Tournament or taking 
on one of the leadership roles, you are helping us (the Chapter) provide funds to help out people through 
scholarships, attend CSI Events and Training, and finance events and / or Chapter Member attendance to 
that event.   

Service is also getting involved in the local community.  Be it through an organized activity through some agency like Habitat for 
Humanity or be it just getting out and raking your elderly neighbor’s leaves.  Helping someone is key to involvement and if everyone 
would give a couple of hours a month to some local effort, you would be amazed what we could accomplish.  Here are some other 
thoughts: 

“Volunteers do not necessarily have the time; they just have the heart.” 
~Elizabeth Andrew 

“You make a living by what you get. You make a life by what you give.” 
~Winston Churchill 

“Volunteers are the only human beings on the face of the earth who reflect this nation’s compassion, unselfish caring, patience, and just 
plain loving one another.” 
~Erma Bombeck 

“You may not have saved a lot of money in your life, but if you have saved a lot of heartaches for other folks, you are a pretty rich man.” 
~Seth Parker 

“Volunteering is the ultimate exercise in democracy. You vote in elections once a year, but when you volunteer, you vote every day 
about the kind of community you want to live in”. 
~Author Unknown 

“The smallest act of kindness is worth more than the grandest intention.” 
~Oscar Wilde 



FOUR COMMON MISCONCEPTIONS ABOUT INSULATION 
Contributed by Truwin Windows, Doors, & Siding 

Insulation is a vital aspect of any home. It maintains the indoor heat during winter, while allowing less cool 
air to escape during the summer. Heat energy leaving your house or finding its way through raises utility 
costs and causes discomfort all year round. 

Ranging from cellulose, fiberglass to plastic spray foam, insulation ensures that your furnace or air condi-
tioner sustains the right indoor temperature. 

As with any other energy efficiency topic, insulation is likewise clouded with myths and misconceptions. 
Listed below are the most common myths. 

Attic and Internal Wall Condensation Result from the Absence of Ventilation 

This is not entirely accurate. The right ventilation in a building may allow condensed water to escape the 
walls or the attics, but the lack of it is not entirely to blame for condensation. The major cause is air leakage 
during periods of the year where the air outside the building happens to be colder than the indoor air. 

The capacity of air to hold moisture together is proportional to the temperature. It means that when the air is 
too warm, a higher amount of moisture is held. Should warm indoor air find its way into the cavities of the 

wall or the attic spaces, it cools slowly and penetrates deeper into the building. 

Because the air is warm and moist, it leaks into the cavity of the wall and may encounter a sharp temperature gradient. With time, the 
air ends up losing its ability to hold the moisture leading to condensation and leaking. Condensation at this point occurs in the form of 
tiny droplets. 

The state where temperatures experience a drop leading to condensation is known as the dew point.  Any amount of water in the wall 
cavities can lead to the development of mold. Ventilation in a building is vital, not only to deal with moisture, but also to prevent air leak-
age and condensation. 

R Values Reflect Real World Energy Performance Accurately 

R-value remains the most crucial metric in the evaluation of the thermal protection given by insulation. It is the only acceptable standard 
for measuring the effectiveness of insulation to retard heat transfer in Canada and the US. In fully metric countries, the other similar 
system used is RSI. 

Building inspectors, professional builders, and homeowners all depend on R values, given that there is no other number that can be 
used to measure the performance of insulation. The problem is this metric often changes depending on what is being measured. 

As determined in the labs, there is often a major difference between R values and the real-world energy performance delivered by dif-
ferent insulations. The lab analysis of R values presents significant issues considering that air movement is eliminated from the results. 



Any professional builder knows that air movement lowers the performance of insulation, and air currents and drafts occur within the at-
tics and wall cavities. Any insulation product that hinders the flow of air within it gives higher insulation values than those that do allow. 

Vapor Barriers Trap Moisture 

If you have noticed a clear vapor barrier clouded with moisture, you may believe this myth. A vapor barrier, however, is responsible for 
preventing the infiltration of warm and moist indoor air into fiber-type insulation. 

Should infiltration happen, the indoor air cools down and loses some of its capacity to trap moisture. Any moisture noticed within a va-
por barrier may result from humidity getting into the wall cavity or a leaky vapor barrier. If the siding is leaky, it may also lead to this. 

However, it can also occur in leak-free basements. Because vapor barriers are significant in any insulation where air passes through, 
never be tempted to slash them if you notice moisture behind yours. A continuous and properly sealed vapor barrier is crucial for every 
warm side of walls containing air-porous insulation. 

The More Insulation, the Better 

While fabric first approach is highly valued, other details must be considered alongside the thickness of the insulation. In every building, 
air-tightness is as vital as the insulation itself. While installing insulation, an entire home approach must be taken to ensure that any de-
fect that could lead to air leakage is addressed. 

It means that when installing doors and windows, draft-proofing (draught-proofing) must be considered. This will ensure that ventilation 
stays clear of debris. If you include the insulation in an old home, new insulation may need to be installed.  This should address any 
gaps and cracks in the doors and the windows, among other parts of the building to minimize thermal bridging. 

Air leaks can be checked through blower door testing to determine the infiltration rate. Insulation is not meant to hinder air leakage, 
meaning that the effectiveness of the product being installed must be considered. 

Proper insulation is far more complicated than it looks. Unfortunately, many builders do not take the time to comprehend the reality and 
the physics of insulation. Aside from the fact that the building industry is hesitant to adopt change, energy efficiency and insulation dy-
namics are not easy to see. 

Usually, insulation products are hidden, the loss of heat is invisible, and the physics surrounding condensation and air movement are 
highly misunderstood. Understanding the highlighted myths should get you closer to optimizing energy efficiency in your home. 

 



EARN & LEARN PROJECT DELIVERY EDUCATION 
Contributed by Eric D. Lussier 

Whether an emerging professional, new to your 
company or new to your position, personal 
advancement through a professional certification is 
a tremendous asset in more ways than one. 
 
In the construction industry, the certifications 
through the Construction Specifications Institute 
(CSI) carry weight with many of the major players of 

a project – the owner, the architect, the general contractor, product representative or construction manager. 
 
CSI’s Certifications include the Construction Documents Technologist (CDT), Certified Construction Contract Administrator (CCCA), 
Certified Construction Specifier (CCS) and Certified Construction Product Representative (CCPR). 
 
If you are new to the construction industry or a 50-year veteran, the CDT can and will help you with an overall building project - it is truly 
the ultimate guide to project delivery. If you find yourself lost in a 1500 page, 49 division project manual, the CDT can help you 
understand where to find what you are looking for and just how that project unfolds right through to commissioning. 
 
I can tell you first hand how much attaining the CDT has assisted me in my job. Before I attained my CDT, I focused almost solely on 
Division 9 of architectural specifications, where you can find the sport flooring that I represent. Week after week of studying and 
learning from the (then) PRM (Project Resource Manual), my eyes were opened to just how much broader of a scope a project is. From 
project conception right through to commissioning, I was able to more thoroughly understand all of the facets and parties involved. 
 
You are never alone when you work with CSI, either. Whether a member or a CDT test taker, fellow CSI members like myself are 
always there to help. Through blogs, Twitter, Facebook, LinkedIn, or the tried and true phone call, we’re always glad to offer 
assistance. 



CSI Bloggers include David Stutzman, CSI, CCS from Conspectus. “What was my first project after graduating college with an 
architectural degree? A prominent design? No, measuring and documenting 65 existing buildings at Letterkenny Army Depot; 
calculating energy savings; estimating construction costs; and finally writing the project specifications using the Corps of Engineers 
master specs.” Read David’s blog: www.conspectusinc.com/blog/author/david-stutzman. 
 
Liz O’Sullivan, CSI, CCS, CCCA: “There’s SO MUCH to learn – all of us in the construction industry are constantly learning (or should 
be). Much of this knowledge can ONLY be gained through experience, but not all of it has to be.A really good way to learn about how 
your documents may be interpreted by the users is to prepare for a CSI certification exam, starting with the CDT (Construction 
Documents Technologist) exam.” Read Liz’s blog: www.lizosullivanaia.com/ 
 
Marvin Kemp, AIA, FCSI, CSI says "What if we used the great manufacturer's reps each chapter has to mentor the next generation of 
manufacturer's reps? How great could our industry be if each and every rep that entered an architect's or engineer's office or stepped 
onto a job site held the CCPR certification or at least CDT? How great would CSI be with that sort of involvement?"  Read Marvin's 
blog: www.accidentaleader.blogspot.com/ 
 
CSI only offers CDT certifications during a spring and a fall testing window each year and the spring window is approaching.  2020 
CDT Exam early registration is February 19 to March 18 and the late registration is April 1 to Apr 30.  The exam testing window is May 
4 – June 5, 2020. 
 
To read more about CDT Certification, please visit wwwcsiresources.org/certification/cdt 
________________________________________ 
2020 CSI CDT Certification Study Groups and Courses 
Editor's Note: Let's Fix Construction is not endorsing any particular CSI Chapter, group or company that is providing these study 
groups. This list is meant to be informative only. If your Chapter is offering a CDT Study Group for 2020, please email us at 
letsfixconstruction@gmail.com with the details to be added. ) 
 
EASTERN USA:  
CSI Baltimore will be running 11 weekly sessions for CDT starting on January 7th from 6:00 p.m. to 8:00 p.m.  Download the syllabus 
and registration information here.  Depending upon interest, we will also offer the CCS and CCCA sessions (4 weekly sessions each) 
in April instead of as listed in the syllabus. 



CSI Vermont will be hosting an eight week CDT Study Session starting Tuesday, February 4th and will meet each Tuesday March 24th 
from 5:30 to 7:30 at TruexCullins Architecture + Interior Design, 209 Battery Street, Burlington, VT 05401. Please visit http://
ow.ly/5kmE30q4w07 for more information or contact lead instructor Cam Featherstonhaugh at 802.658.2775 or via 
prez.csivermont@gmail.com should you have additional questions.  
 
Greater Lehigh Valley CSI is hosting 2020 CDT Study Sessions with instructors Mitch Miller and Clint Newton at ATAS International, 
6612 Snowdrift Road, Allentown, PA. Earn up to 12 AIA/CES LUs and register no later than  January 31. FREE to CSI Members.  Non-
members $50.  All classes will be held on a Thursday, from 6:00 to 8:30 PM on the 1/16, 1/30, 2/13, 2/27, 3/12 and 3/26 Details & 
Registration: ow.ly/E1En30q4w2M Download a flyer on this study group here.  
 
MIDWEST: 
CSI Chicago is hosting an in-person class starting January 6 and running through March 23, 2020, 5:30pm - 8:00pm at HACIA 650 W. 
Lake Street, Suite 415 in Chicago. More information and register at  http://csiresources.org/chicagochapter/certification/cdt/study-class 
and act fast as there are only a few seats left. 
 
Metro Detroit CSI is hosting study classes for the Spring 2020 CDT Exam beginning January 23, 2020.  Classes will be held on 
Thursday evenings at 6pm in Walled Lake, MI. There is no charge for these classes. They are made available courtesy of Metro Detroit 
CSI and Hansen Marketing Services, Inc. Please visit  www.detroitcsi.org/certifications.html for additional information and to register. 
 
WESTERN USA:  
LACSI is offering preparation classes for all four levels of certification.  AIA CEU/LU credits will be offered. Classes to be held at DLR 
Group, 700 Flower St., 22nd Floor, Los Angeles, CA 90017 and held Saturdays, February 1st– March 14th, 2019 9:00 am – 12:00 Noon 
(CDT Training Sessions), Saturday, March 7th, 2019 9:00 am – 12:00 Noon (Mock Exam) and Saturday, March 14th, 2019 9:00 am – 
12:00 Noon (Review of AIA document, A201). More info at https://www.lacsi.org/events/lacsi-certification-preparation-classes-winter-
spring-2020/ 
 



 



SELL SOLUTIONS, NOT PRODUCTS 
Let’s Fix Construction Blog, Article Contributed by Michael 
Chambers 

As an architectural marketer, educator, and trainer, I have tried 
to identify and present the most effective ways of reaching 
architects, establishing relationships, getting products listed in 
specifications, developing great educational programs, 
improving presentation skills, minimizing substitutions, 
networking, and a host of other strategies and tactics to 
effectively market architectural design professionals.   

Marketing not Sales 

I have long pounded home the notion that you don’t sell design 
professionals; you market them.  The critical strategy is how to overcome the “peddler” image of the product rep and become a key 
resource and industry expert.  Time and time again, I have made the point that architects don’t buy products; they specify them.  I have 
offered the notion that marketing is really education; so, don’t sell, educate. 

While marketing is a key aspect of the effective construction product representative, it still is not the whole package.  Issues on 
specifying and specifications are integral to success.  Developing and presenting outstanding continuing education programs are 
incredibly effective in opening doors into design professional offices are crucial.  Learning to be marketer-educator instead of a 
salesperson is the hallmark of a successful construction product representative. 

What is Missing? 

What then is the missing element in highly effective construction product representative?  I have found myself coming full circle in the 
process and am convinced that in the end, the bottom line is selling.  Not selling products, no, never that, but selling solutions.  Design 
professionals operate on the basis of identifying problems and developing solutions for those problems. 

Products Rarely Solve Problems 

Products are merely elements in a solution, and it is critical to being effective with design professionals to make this key differentiation. 

 



Solutions solve problems; products are a part of a solution, but not the solution itself. 

Don’t misunderstand, products are critical to good solutions but are rarely the sum total of an actual solution to a problem.  Solutions are 
made up of a series of issues, elements, constraints, and opportunities that can be simple or complex and require a range of responses 
to solve.  A product is merely on element of a solution. 

Sell Solutions NOT Products 

When product representatives can successfully move themselves from a product focus to a solutions focus, they immediately join the 
larger world of the design professional who is dealing with hundreds of issues, problems, solutions, and a vast array of products.  Highly 
effective product representatives use all of the techniques of specification selling, continuing education, relationship, and networking to 
position themselves to do one thing and one thing only, selling solutions not products. 

Sell, Sell, Sell 

In most of my presentations to product manufacturers and representatives, I am often challenged by individuals complaining that, “If ar-
chitects were as open and available as you are, then we wouldn’t have any problems.  What do we do with the architects who refuse to 
see us or make us substitute time after time but refuse to put us in their specifications?” 

This question has troubled me greatly for many years.  I hate to say, “Well, try harder”, or walk away.  Those are appropriate responses 
but not very useful or effective.  Lately I have begun to see that my original approach of minimizing sales and maximizing marketing was 
only half the answer.  In the final analysis, product representatives’ ability to sell themselves is probably the most effective tool in their 
arsenal.  Unfortunately, sales types do not decouple sales techniques from the product they represent.  When they sell, they sell prod-
uct, rather than selling themselves, their expertise, and most important, solutions. 

Using Your Sales Experience Effectively 

Next time you run up against a design professional who is pig-headed, obstinate, biased, and generally a pain-the-posterior, sell.  But 
don’t sell them product because they won’t buy, and they will throw you out on your posterior.  Sell them yourself; be aggressive, not 
about products but about solutions.  Answer their objections, not with products but with solutions. 

As a specifier it is easy, and actually quite entertaining, to ignore representatives who are obviously trying to get their product specified 
by selling features and benefits.  Especially when they don’t have a clue about your design issues, what kinds of problems are confront-
ing you, and particularly, when they believe their product is the only one that could possibly work. 

 



Hard to Ignore Industry Expertise 

It is, however, much more difficult to ignore someone who demonstrates industry expertise, who is knowledgeable about design and 
specification processes, and who can supply a complete competitive solution for the design problem.  Ultimately, this is how relation-
ships are forged between design professionals and product representatives, solutions not products. 

As a product representative, I never talked to design professionals about my company or my products.  I only addressed industry issues 
and specification problems.  I think that my approach was so intriguing that specifiers forgot I was a rep and continued to listen to me as 
a resource and industry expert.  I never mentioned that I was an architect or specifier until much later in the process.  I focused immedi-
ately and solely on understanding the specifier’s issues, problems, and constraints.  I got my product specified almost every time, and 
most the specifiers had never heard of my product prior to meeting me. 

So, I must finally confess that my long-held notion about marketing rather than selling was a cover up.  Sell your heart out, answer ob-
jections, close the deal, get specified but don’t sell products SELL SOLUTIONS. 

(Editor's Note: Michael D. Chambers, FCSI, FAIA, CCS is Associate Vice President and Senior Project Specifier for HGA and is respon-
sible for the specifications in the four California offices and is principal of MCA Specifications.  Michael also sits on the CONSTRUCT 
Education Advisory Council with Let's Fix Construction Co-Founders, Cherise Lakeside and Eric D. Lussier. ) 



SPECS + DATA = ? 
Let’s Fix Construction Blog, Article Contributed by Jeffrey Potter 

The AEC industry is finally recognizing their treasure chest of data. It’s like the explosion of 
analytics with baseball (aka sabermetrics), it took over 100 years for baseball to realize what data 
chest they had and how to implement it. The same event is happening within the AEC industry and 
you better hop on the train now because it’s moving fast. Everything from the design of the building 
to the construction of the building is using data now in some capacity, but what about the specs, 
how can data assist or improve the role of specifications? The answer is probably not what you 

think… 

When I realized the treasure chest of spec data I was sitting on, I work with a software where everything is stored on a server, my mind 
literally had one of those light bulb moments. Initially, from our project history in the server, I was able to figure the most commonly used 
sections and do two things. First, I cut down our 100-page specifications checklist to 40-pages, and finally to what is now 10-pages, of 
all the common sections for selections. Second, I created a historical archive where we keep those sections that have only been used 
once or twice in the past 4 years to be stored. My mind was blown, the possibilities where endless. I got amazing reviews for the two 
items above, and had so many other ideas on how to extract specification data and analyze it, but was going in the wrong direction 
until… 

A few months later, I had another light bulb moment. There is such a thing as good data and bad/useless data. I was moving into the 
bad/useless data realm. For one example I wanted to figure or set up a template project with the top X amount of sections. Because 
every good size project has the same basic sections, it would be easy to set up and save time, but this conflicted with the Revit Model 
and how we bring specifications into our software. Which essentially does the same thing as a template project, although much quicker 
and smarter. Then, what would I do on small projects or much larger projects? This wasn’t the solution I was looking for on my data set. 

My next train of thought took me down some exciting new avenues on how we can leverage data with specifications: product use and 
production. Product use is extremely important and I simply define it as “a product specified on a project that was installed”, pretty 
simple. Why is this important? Because if I am specifying Product A on 85% of my projects, yet on 75% of those projects, the Contractor 
is substituting for Product B… Why am I specifying this product? Why is the Contractor substituting? Is it because Product A cost more, 
harder on labor? Is it a regional item where Contractors in a specific region want Product B? Is my firm specifying old technology? Is 
one office favoring Product A over Product B? As you can see many questions arise, but the big ones are … 



If I am specifying Product A and it’s being substituted X amount of time, that COSTS the team time and money every single time. What 
about RFI’s? The same goes for RFI’s. If we get X percentage of RFI’s on a certain product is it because we are specifying it wrong, 
detailing it wrong, what is the case? I have heard that it costs my firm over $700 to review an RFI. That was a few years back, so it 
could have changed, but it just shows the impact RFI’s have. I’m not saying that this data is the answer for all substitutions or RFI’s, but 
it probably will eliminate a solid portion. 

 The second data set that is available is production on the specifier side. I’m not talking about the Amazon ankle bracelet monitoring of 
how much time someone is billing or how much work they are getting done, but in theory one could find the “true” time spent in every 
section on a server-based spec software. What I’m talking about here is this… How long is someone spending in each section, editing it 
down to the project requirements? If a section is consistently taking a long time to edit, why is that the case? Are we specifying older 
products? Are certain regional offices changing products? All these questions, plus many, many more can be answered by looking 
deeply at the software server. From this, a specifications writer can appropriately manage work time for a given project, correctly specify 
the right product, and update masters accordingly. 

 Unfortunately, the software doesn’t exist for the first data set of product use. The data is there in firm archives, but it would take a huge 
effort for someone to manually get this data. For the production data set, the software companies would have to enable this feature on 
their program. The data is there but would need some configuration by the software company. A simple program, if one doesn’t know 
SQL, would be Power BI to extract and analyze the data set. 

 Specs, in this data revolution, seem to be an afterthought because these are just word documents. How can you get data from word 
documents? Well, the two examples above show you how to get specifications into the 21st century and make them a part of this 
revolution. Right now, I am using some of this data to help reorganize and refocus my firms master specification library. By taking the 
most common sections used, I shortened our project checklist, which enabled us to actually meet with the project teams to discuss the 
initial spec edits. This has added better coordination and added more overall “value” to the spec writer and Design Development Project 
Manual. 

 I was also able to set up the specifications software to conduct or automate basic edits based on soft data. I didn’t have hard data, but I 
have worked on over 300 projects in the past 4 years, so I know what is specified and what is not. I used that soft data and set the 
sections up in our software program, so now the software does a majority of the initial edits when the sections are brought in from the 
Revit model. This has cut down my editing time from about 10-15 minutes per section to under 5 minutes per section on the initial pass 
through. Where I was spending over 9 hours on 90+ sections, I can now say I spend about half the time on the same amount of 
sections. 



To answer my equation above in the title “specs + data = better overall management”. The data in specs can cut down cost, time, ener-
gy, and assist in better management of the projects and master libraries. Once the big software companies come around to product use 
and production data, the benefits will be even greater, and specifications will truly be in this conversation of data and earn a right to stay 
in it. It will take some work, but it will revolution not just the project manual, but also how products are selected. Data is everything, we 
just need to leverage it. We should be working proactively towards a better, more predictable future, not reacting to the past. 

(Editor's Note: You can view this blog and more on Jeffrey Potter's blog, In My Element.) 

Even 5 years after moving, I still read the news from the city in Massachusetts where I previously lived for 16 years, and I 
was #wordless when I saw this story from the Framingham Source.  I receive reader photos of blocked emergency exits on a weekly 
basis, but often it feels pointless to try to effect change.  I worry about waiting for a tragedy to occur so people will understand why the 
codes exist, but even past tragedies have not resulted in lasting change.  People forget, doors are locked or blocked, and it happens 
again. 

But here’s another incentive to comply:  A news release from the US Department of Labor’s Occupational Safety and Health Administra-
tion (OSHA) states that two Massachusetts stores (including one near my old home) were recently fined $227,304 for blocked emergen-
cy exits.  Almost a quarter of a million dollars. 

OSHA inspectors found fire exit routes in backroom storage areas blocked by objects, such as packing boxes, products, rolling carts, 
metal bars, portable ladders, and a powered industrial truck. 

A few years ago I looked into whether OSHA regulations are applicable to public schools, since some of the security methods being 
used are not compliant with OSHA requirements, adopted codes, or federal accessibility laws.  Here’s what I wrote in my arti-
cle, Barricade Device, Think Twice: 

The Occupational Safety and Health Administration (OSHA) regulation 1926.34 prohibits devices that impede egress: “No lock or fas-
tening to prevent free escape from the inside of any building shall be installed except in mental, penal, or corrective institutions where 
supervisory personnel is continually on duty and effective provisions are made to remove occupants in case of fire or other emergen-
cy.” In some states, OSHA regulations do not cover state and local government employees (including school staff), but many 
states adopt the OSHA regulations as part of their workplace safety requirements. In those states, the OSHA requirements for 
free egress may apply to schools.  

I Dig Hardware Blog, Provided by Lori Greene 







If you are interested in following the Little Rock Chapter, our links are as follows (for Facebook and 
LinkedIn look for the CSI Little Rock Chapter): 

  Website: https://csilittlerock.org    
  Facebook: www.facebook.com 
  LinkedIn:  www.linkedin.com 
 
If you are interested in Joining CSI or if you are just interested in keeping up with the information 
provided by CSI, follow this link to the Institute Website Membership Pages: 
 
For Membership Information: 
https://www.csiresources.org/communities/membership/individual-membership 
 
To Join CSI: 
https://higherlogicdownload.s3.amazonaws.com/CSIRESOURCES/143a718d-6df6-484a-8a79-
76d79635b741/UploadedImages/PDFs/CSI_MembershipFormFY18.pdf 
 
To See what CSI is all about: 
https://higherlogicdownload.s3.amazonaws.com/CSIRESOURCES/143a718d-6df6-484a-8a79-
76d79635b741/UploadedImages/CSI_ResourcesCatalogFinalLowRes.pdf 
 
 



LITTLE ROCK CHAPTER INFORMATION 
Chapter Officers 

 President:         Billy J. Mathis, FCSI, CDT 
 President-Elect:        Melissa Aguiar, CSI, CCS, CDT, SCIP 
 Immediate Past President:       Open 
 Secretary:       T  Melissa Aguiar, CSI, CCS, CDT, SCIP 
 Treasurer:        Billy J. Mathis, FCSI, CDT 
 Directors 

 Operations       Rachal Belanger, CSI 
 Honors        Melissa Aguiar, CSI, CCS, CDT, SCIP 
 Membership       Carlie Massery, CSI 
 Education / Certification     Open 

Chapter Info 

Chapter Website:         https://csilittlerock.org 
Chapter Newsletter:        SpecWork 
Chapter Meeting Day and Time:     2nd Wednesday of Each Month unless otherwise specified by the  

   Chapter President 
Chapter Board Meeting Day and Time:     1st Friday of each Month unless otherwise specified by Chapter  
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If you are interested in Joining CSI or if you are just interested in keeping up with the information provided by CSI, See the slides 
shown from the “Why CSI” presentation  
 
 
 


