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When we left you last month I’m not sure how successful you thought the search 
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The Convention got in the way of all of our deadlines this month and 
that’s both a bad thing and a good thing. Yes we do consider missing 
deadlines is a bad thing, but when we can pick up some good stuff to fill 
these pages we get that nice warm fuzzy feeling and forget all the bad 
things. 
 
 ITEM 1 
MEMCOMM’s Region and Chapter President and President-Elect 
Seminar (RCP&PeS) was full of method and motivational stuff. Thurs-
day afternoon covered the practices and methods employed to discharge 
leadership responsibilities. Friday morning Kevin Reilly provided a les-
son in motivation with his story of dealing with life changing adversity.  
From the alternating laughter and rapt silence we’re certain the parallel 
with CSI’s current efforts to build a declining membership and retain 
relevancy in the construction industry was not lost on the 109 CSI leaders 
present.  For those of you who missed the sessions the short version of 
Kevin’s presentation is on www.youtube.com and the method segments 
will be posted to www.csinet.org.  
 
 ITEM 2 
Thursday afternoon those present at the RCP&PeS performed an exer-
cise. Attendees gathered at 12 tables and collectively determined a re-
sponse to the question as if asked by a prospective member, “WHAT is 
CSI”. The responses were collected and your MEM COMMunications 
Editor categorized the responses for those who performed the exercise.  

 
10 tables mentioned improving the construction process or industry 
standardization 
8 mentioned diversity, construction wide, convergence, umbrella or 
collaborative. 
8 mentioned Networking 
8 mentioned Education 
8 mentioned Certification 
8 mentioned Collaboration or communication 
3 mentioned FUN, camaraderie, rewarding 
2 mentioned Professional development or personal development 
1 mentioned showcase products and services 
 

(Continued on page 2) 
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  I could not help but point out the obvious neglect to mention activities 
that benefiting members on a personal level. When members of an or-
ganization place a minor systemic emphasis on personal enrichment and 
enjoyment they may be reflecting an ignorance of those values as a 
member/organization binding mechanism. In my persona as Ol’ Argyle, 
acting as an advocate for Audacity as a life force, I cautioned those at the 
12 tables to consider having a little fun as a membership value that 
greatly enhances the Member/Organization bond. I would not be at all 
surprised to find that chapters that get this fact have higher retention 
rates. After all there’s truth in “all work and no play makes Jack a dull 
boy.” (What would the Gulf States Region be without the Water Bal-
let?) 
 
 ITEM 3   
We took a look at the sign in sheets for the RCP&PeS and identified 38 
Chapter President-elects. That’s a 26% attendance rate for CSI chapters. 
That same rate applied to CSI’s total membership would have brought 
3380 members to Philadelphia. We’re pretty sure not many members 
attending missed* Bjarke Ingels’  keynote presentation and that room 
held way less than 3380 people. We also noticed that our flagship event 
the Awards Gala attracted about 1% of our membership. Of the 22 chap-
ters that are at or better than 4% Membership growth rates, 8 had their 
President-elect at the seminar. That 36.4% attendance rate is 40% better 
than the 26% RCP&PeS seminar attendance rate of all CSI chapters 
President-elect. Could it be that incoming chapter leaders of successful 
CSI chapters are telling us something about what they value. Given  their 
interest should we reflect on the words of Thomas Alva Edison., “ Suc-
cess is 10 percent inspiration and 90 percent perspiration.”  
 
 * BTW if you missed the keynote you missed a chance to walk up and 
look over the cutting edge to view the work of an architect that gets audac-
ity. Check out Ingels’ video 3 warp-speed architecture tales on YouTube. 
or get his comic book Yes is More but know that you really had to be there 
for the full effect.. As advocates for audacity, we have found a Pied Piper 
for rational architectural audacity. There are reasons behind all the creativ-
ity exhibited in Ingels' work. Now all we have to do is learn how to pro-
nounce his first name.  

MCC 

Just in case you noticed our article terminator MC2  has been replaced 
with MCC . We’d like you to believe that the big C places greater emphasis 
on what we’re here for ... COMMUNICATION!  (We’re really looking for 
our replacement and we’ve come to believe that an English major beats  a 
math geek even with a player to be named later. We’re also hoping that 
frequent use of the new terminator might subliminally improve everyone’s 
communication skills.)   Editor MCC 
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One of the best services provided by CSI is networking opportunities. But 
do we, as members, take advantage of this service to its fullest potential? 
Most of you know we architects and specifications writers can be a taci-
turn, introverted bunch, preferring to keep to ourselves or our small circle 
of friends and acquaintances. We may feel intimidated by the thought of 
having to put ourselves out there every month, doing our best to keep the 
interaction to a minimum, and rushing out of the room at the end of the 
evening, as soon as it’s polite. 
I recently listened to a very informative webinar produced by Society for 
Marketing Professional Services, titled “The Introvert’s Secret to Network-
ing." It was presented by Tim Klabunde, director of Marketing at William 
H. Gordon Associates, and had a number of revelations I’d like to share 
with you. The sheer number of advantages to being an introvert when it 
comes to successful networking blew me away! 
Introverts have a key advantage over extroverts: When it comes to net-
working, introverts innately focus on a small group of relationships -- a 
network -- and establish stronger, deeper, relationships, than extroverts. 
Here are some highlights and pointers of the presentation:  
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(Continued on page 4) 
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The Introvert's Secret to Networking caught our eye while we were exploring the blog area of CSI’s 
renovated website. As editor of these pages, we valiantly struggle to build communication skills of 
CSI introverts wherever they chose to hide, thus we immediately saw the value of reproducing it here. 
We risk boring you with these facts not to draw sympathy for our editorial plight but to encourage 
introverts everywhere to contribute material that deals with effective methods of building CSI mem-
bership value. Somewhere in this issue we will offer some ideas on Managing Retention. In that arti-
cle we will not have the space (or energy) to discuss the direct relationship Membership Value bears 
to Membership Retention. So in the ongoing struggle to pacify Retentisaurus Rex join this recovering 
introvert in the search for any material addressing building CSI member value. If you are ready to 
break out of your shell by actually writing about one of your chapters Best Practices for building 
member value, we’ll get you published and you’re on your way to a richer more fulfilling new life. 
Most of our spare time at the Philadelphia convention was taken up by seeking out individuals ready 
and willing to embrace a more audacious lifestyle. We did  meet with some success but we are still 
looking for COMMUNICATORS (audacity is a plus):  Editor MCC 
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Roster Ruminations the Good News— Any chapter at  3.33% growth rate that maintains 
that pace through FY2010’s last two months will meet the MEMCOMM’s goal of 4% . The good 
news is that 23 CSI chapters have proved that with effort that goal is reachable. The GLR, GSR and 
the SER each have 5 chapters at or above 3.3%. The large chapters Pensacola (7.8%), San Diego & 
Louisville (both at 6.0%), Metro NY (4.5%), Cincinnati (4%), and Central PA (3.5% are led by 

GSR’s Memphis chapter with 10.4% MGR . Also in growth dou-
ble figures are small chapters GLR’s Cleveland 13%, and Lansing 
11%; GSR’s Mobil Bay 10.0%  and SER’s Suncoast 49.7%, FL 
Southwest 25.6%, Tallahassee 25%, and Tampa Bay (FL West) 
22.0%.  The Northeast Region led by Maine and Metro NY led all 
CSI Regions in growth, but disappointingly at minus 3.4%.  

With 2 months left of FY2010 and growth at –6.84% good news is 
hard to find. What if each of us reading MCC went out and re-
cruited an Emerging Professional and mentored them to provide 
the future leaders of CSI and reduce the average age of CSI mem-
bers? As Ol’ Argyle I need a couple of 25 year old EmPros to get 
our average down to 43 years. You should find the job easier. 

MCC 

We’re not sure about all of the rest of you trying to deal with Retention 
Rates and keep Retentisaurus Rex at bay but we here at MCC  really couldn’t 
find much use for CSI’s Retention  Rate data. Rates that could change 
every day depending on what happened that day and what might have hap-
pened 365 days before that day didn’t really help us a lot in managing re-
tention. So we did a little thinking about the data and what we might do to 
make it a more useful tool.  

We got the idea of considering Retention the same way we consider Mem-
bership Growth by establishing a baseline date of July 1 of the current year. 
By identifying the members you have on July 1 and comparing only those 
members with the members you have at the end of each month you can 
determine the lost members. If you have lost none of those members at the 
end of July your Baseline Retention Rate (RRBL) is 100% Each month you 
can make a calculation of RRB which will gradually decrease as you lose 
members. Finally on the last day of the June in the next calendar year when 
you make the calculation you will have determined the Retention Rate for 
that Fiscal Year.  

Let’s consider the Louisville Chapter with 100 members on the July 1, 2009 
baseline.  We have attached the “Scrubbed” file for April 30, 2010 to which 
we have added a worksheet  titled Louisville as of  6/30/10. On that work-
sheet we identified 18 dropped members. Inserting our known data MD=18, 

MBL=100 in the retention rate formula RRBL= 100 - 100x(MD/MBL)  we get 
RRBL = 82%. If Louisville can get to June 30, 2010 without losing any 
more members, it will finish with a RRBL slightly above the CSI average. 
Being a chapter of 100 members for every member lost their Baseline Re-
tention Rate will go down one point.  

We then sorted the Chapter by the Membership Expires in Months column 
to determine that without renewing 3 members are scheduled to be dropped 
May 31 and no other members will be dropped prior to July 1, 2010. With 3 
successful reminder calls Louisville could end up with an 82% retention 
rate on June 30, 2010. That above average rate indicates that Louisville 
members value their CSI membership enough to renew even in these diffi-
cult times. With chapter leaders attention to providing value and just 
enough membership appreciation touches throughout the year Louisville, 
and any other successful CSI chapter, avoids becoming  part of the mem-
bership renewal problem. A baseline system of managing retention gives a 
chapter a better idea of membership renewal actions. It does nothing to bind 
a member to CSI by providing membership value. Chapters that have mem-
bers satisfied with CSI membership value have done the work to make the 
renewal decision a no-brainer. An active  CSI member, attending stimulat-
ing chapter meetings has little difficulty with the renewal decision and. that 
member’s chapter has significantly improved prospects of growing their 
membership.  

MCC  
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With Region Liaison Assignments   

MEMCOMM Chair  
Northwest & Southeast   
Dennis R. Hall CSI, CCCA  
  619-518-9095/ dhall.presidio@att.net 

MEMCOMM Members 
North Central  Fred Burr, CSI  
 708-302-3786/ fburr911@sbcglobal.net 
Middle Atlantic   Edward M. Healy, RA, FCSI , CDT 
 508-842-8520/ ehealy@townisp.com  
Northeast & South Central  Jan O'Brien, CSI  
 406-245-6363/ jobrien@jgaarchitects.com                 
Gulf States & Southwest  Janet J. Piccola, FCSI  
 714-936-2890/ jpiccola@Frazee.com 
West & Great Lakes  Harold Woolard, FCSI 
 713-725-9881/ hwoolard@wrmeadows.com 
CSI Officer Liaison Mitch A. Miller, CSI, CCS, AIA 
 610-559-6000 x664/mmiller@usaarchitects.com 
Staff Liaison: Jennifer A. Zimmermann, Membership Manager  
 800-689-2900, 1 then ext. 4787/ jzimmermann@csinet.org 
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WR Jennifer Alexander, CSI, CCCA /Co Chair—Northern CA 
 415-892-0848/ jalexander369@gmail.com   
 Craig L. Mount, , CSI, CDT, AIA /Co-Chair— Southern CA 
  323-377-5571/ cmount@attg.net 
GLR Peter Baker, CSI, CCPR 
 317-252-5415/ pbaker@sewardsales.com  
NCR Fred Burr, CSI  
 708-302-3786/ fburr911@sbcglobal.net 
NER Timothy Downey, CSI 
  716-913-3736/ tdowney@easternhospitalityadvisors.com      
SCR Harold S. Woolard, FCSI  
 713-725-9881/ hwoolard@wrmeadows.com  
MAR Marvin Kemp, CSI, CDT, AIA  
 410-685-6655/ mkemp@designcollective.com  
NWR Sheri B. Konowitz, CSI, CDT; sherikonowitz@hotmail.com  
SER Karla Toledo, CSI, AIT / kmtoledo82@yahoo.com 
GSR Robert B Swan, CSI, CCS, CCCA, AIA 
 504-586-9303/ rswan@earthlink.net  
SWR Kristine Moore, CSI, CDT  
        915-317-5036/ kristine@thereferencelibrary.com 

	 $0��$���
�����2
�������3� ���
GLR David Dixon, CSI, CCPR, CCCA, RRC, RRO; dgdixon@dowroofingsystems.com  
GSR M. Keith West , CSI, CCPR; keith@westarchspec.com 
 Robert B. Swan CSI, CCS, CCCA, AIA; rswan@mathesbrierre.com 
MAR Mitch A. Miller CSI, CCS, AIA; mmiller@usaarchitects.com 
NCR John M. Griffith, II CSI; grif@empirehouse.com 
 J. Gerard Capell, CSI, CCS; jgcapell@wi.rr.com  
NER  Scott Tobias, CSI, CDT, AHC; stobias@assaabloydss.com  
  Howard A. Levine, FCSI, CDT; galvguy@aol.com 
NWR Robert W. Simmons FCSI, CCPR, BS, CEO; AROBERTWSIMMONS@CS.COM 
SCR Robert M. Olson , CSI; rolson@garlandind.com 
SER   George Wade Bevier CSI, CCS, LEED AP, USGBC; gwbevier@earthlink.net 
 
SWR Cornelius H. Davison, Jr., CSI, CCS, CCCA, AIA; neil@davisonassociates.org 
WR Duane Michael Johnson , FCSI, CDT; duane@cja-architects.com 
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Editor: Ol’ Argyle AKA Edward M Healy, FCSI Emeritus, CDT, RA, Email: ehealy@townisp.com  
Associate Editor: Sheri B. Konowitz, CSI, CDT Email: sherikonowitz@hotmail.com  
IT Guru: Roland Barrett, CSI  Email: barrettr@comcast.net 
Rant Editor: Argyla the Worcester HUN: Argie@pillaging.org 
Editorial Policy: MEM COMMunications is a monthly publication of the FY2010 Institute Mem-
bership Committee which acts to promote the communication of  Best Membership Practices by 
CSI’s regions and chapters. Distribution is to all CSI leaders listed on this page, to all Chapter Presi-
dents and Membership Committee chairs whose contact info we could find and anyone else that said 
please while asking. Send us your Chapter’s success stories and we’ll set them up for an  audaciously 
Argylian presentation.  

Our volunteer staff digs relentlessly for chapter success stories and correct Email addresses for some 
of those on the distribution list. Your help in the digging will be appreciated.  In some instances, 
metaphorically, dirt may land on your new white shoes. We want you to know that the Construction 
Specifications Institute had nothing to do with the dirt throwing. It is not our intent to dirty anyone’s 
nice shoes and we’re sorry if we did.  The material collected herein does not necessarily represent the 
official views of CSI further it may not work efficaciously in all cases. Therefore, consider MEM-
COMMunications as guidance and use your best judgment in adapting other’s practices for use in 
your situation.  

MC2
 


