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Client Background
• Sylvia Tennessee-City Pond Utility District

oWater Utility in Suburban/Rural Middle Tennessee
oMost waterline extensions/replacements are done by staff
oWorking relationship going back to 2021
oFirst waterline extension in mid to late 2022



Typical Waterline Extension Plans
• 6+ pages
• Weeks to develop
• 100 scale drawings
• Detailed instructions
• Expensive

• Usually left rolled 
up in the truck



Typical Waterline Extension Plans
• Very detailed
• Includes blow ups
• Specifies pieces and 

parts
• Multiple sheets to 

flip through for 
necessary 
information



What does the client NEED
• TDEC(AHJ) approval
• Construction Plans

oWaterline Location, appurtenances, and sizing.
• Calculations showing it will work. 



Will less be Acceptable? Approvable?
• It was important for me to discuss what the client needs, and what 

regulators will require.
• Since this approach was unconventional, I got client approval before 

proceeding. 



What that looks like
• 1 Page
• Developed in Hours
• 400 scale drawings
• Constructable 

Instructions
• Inexpensive
• TDEC Approval
• Easily viewed on a 

phone/kept up with 
on site



What’s on the plans



Calculations



Results
• Reduced timeline allowed our client to complete more projects and 

add more customers.
• Simple plans are easier to follow
• Saved our client about $40,000 in just 8 projects
• Of the $18,400 in total fees, $11,400 were recognized as write ups 
• Client trust/relationship building. 



Presenter

Peter Chimera
• Nashville Office
• pchimera@cecinc.com
• 215-200-4495

mailto:pchimera@cecinc.com


QUESTIONS?
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