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Premier Surfaces-Northeast Rocks the Empire State

F

ounded in 1984 by Mitch
Makowski under the
name Solid Surfaces, the
Rochester, New York company’s roots stem from the growing
popularity of Corian countertops
at the time. Within a few years
after seeing opportunity for more
presence in the countertop market,
Mitch teamed up with his brother,
Mark Makowski, adding natural
stone to their product offering.
Success breeds success, and as
Solid Surfaces approached the millennium, so did engineered stone.
Not ones to sit on the fence and
watch opportunity pass them by,
Mitch and Mark again jumped in
with both feet.

This residential kitchen features pattern and book-matched Cambria quartz, designed to
flow across the countertops and the full-height backsplash.

Braxton-Bragg and Emmedue Launch
New Partnership at Coverings Booth 488

B

raxton-Bragg has been
named the preferred
national supplier for
Emmedue Marble & Granite
Machinery, and is one of only
two suppliers in the United
States. Emmedue will be exhibiting its 5 Axis bridge saw inside
the Braxton-Bragg Coverings
booth 488, in Orlando April 9-12,
launching this new partnership.

“This is a special show for both
Braxton-Bragg and Emmedue
to announce our partnership, as
we celebrate our 25th anniversary this year, and they just celebrated theirs.” said Rick Stimac,
Braxton-Bragg CEO. “As we continue to build our breadth of products, the addition of this capital

equipment will allow us to offer
fabricators a one-stop-shop.”
“Partnering with Braxton-Bragg
gives us our largest American
footprint for sales of our large
equipment,” said Christian
Montanari, Emmedue General
Manager. “This agreement gives
Emmedue a national platform
to reach more customers, with a
like-minded company who values
customer service as much as we
do.”
Additional products on display
at Coverings include BraxtonBragg’s material handling line,
and both national and exclusive
brands of blades, core bits, CNC
and accessories.
For 25 years Braxton-Bragg’s

philosophy has been to offer
exceptional products and worldclass service to its partners
in the stone, tile and concrete
industries. The company is a
one-stop-shop for CNC tooling,
material handling, pads, blades,
and accessories. For more info,
visit braxton-bragg.com and
facebook.com/braxtonbraggllc.
Since 1993, Emmedue has
offered numerous solutions for
cutting, milling and polishing
natural stone and agglomerates,
including bench saws, CNC
bridge saws, working centers and combined machines.
For more info visit emmedue
division.com and facebook.com/
emmeduestonemachines.

Fast forward to 2016 —
Makowski’s brain child was a
thriving company, but after 32
years, it was time to place the
company into the hands of an organization with resources looking
to enter stone fabrication, explains
Premier Surfaces Northeast
President, Gregg Sadwick.
“I knew the founder, Mitch
Makowski, and I had heard that he
was looking for a transition plan in
2016. I come from a background
in precision optical manufacturing,
so I’m an optics guy, and there’s
not a lot of difference between
polishing glass or stone other than
tolerances,” he says, in jest.
“So, I went to the markets and
found a private equity group that
was willing to work with me on it.
That group was Clio Holdings, and
in January of 2017 they purchased
this company. This was all part
of a transitions strategy from an
owner who had founded the company and wanted a change from his
daily routine. We then rebranded
in 2018 under the name Premier
Surfaces Northeast. This transition
allowed us a much bigger reach
across the country and a lot more
buying power.”
Clio Holdings, however, did

Peter Marcucci
Photos Courtesy
Premier Surfaces
not start or stop with Makowski’s
brain child. They wanted a family
of companies they could water,
feed and nurture, and that family now spans the eastern half of
America, explained Sadwick.
“Clio Holdings acquired six
separate companies, and that’s
how we got to where we are with
14 locations, if you factor in the
showrooms. We were the fourth
member of the acquisition and a
stand-alone company, handling
our own day-to-day activities. We
are allowed to make decisions at
the local level based on our specific market needs, while enjoying the full resources of the larger
company to help us fulfill those
needs.”
Being a longtime member of
The Artisan Group (a collection
of networking fabricators), this
group, when combined with five
other companies, created a power
house of shared information for
the entire Premier family, continued Sadwick.
“The Artisan Group is a great
collection of fabricators, but
there’s a limit to how much buying power can be consolidated, because each member has their own
unique needs. That’s the beauty of
being part of the Premier Surfaces
family. We are all aligning our
purchases together and sharing
data, and I can see anyone’s data
across the country.
“If anyone is fabricating more
square feet per hour than I am, my
team is down there trying to learn
from their team, and if I am installing more square feet per hour than
they are, they are up here figuring
out what we are doing differently.
Please turn to page 2
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Premier Surfaces
Continued from page 1
“It’s like The Artisan Group on
steroids, because we truly have
access to everyone’s information.
We literally open our books up,
and I can see everything everyone
is doing and how they are doing
it. It’s a shared interest and incumbent upon all of us to get better,
together. Another thing is that
there’s a certain competitiveness
to it, because when the numbers
come out, I’m shooting for number
one between the groups.”

20-20 Foresight
“Years ago, when Mitch
Makowski set up the company,
he had the foresight to bring in Ed
Hill,” continued Sadwick. “Ed is a
private consultant, and for many
years has helped the industry with
Synchronous Flow. (Note: Ed
Hill is a contributor to the SRG,
and his Synchronous Flow is a
business operations system that
brings control and stability to an
otherwise difficult process.) This
pretty well set us up, and we have
been very religious with it. To me,
this has been our manufacturing
differentiator. We have a very

controlled work flow, and when
we call customers with a measure
date, we also give them an installation date of seven days after. We
can do this because we operate to
Synchronous Flow’s beat of the
drum.
“How does it work? Well, first,
you have to be disciplined and believe in the system. You then need
to know what your capacity is,
where your bottleneck is, and what
the demand is. Then, once you
know where the bottleneck is and
what your throughput is, you run
the jobs accordingly through the
system, so that one day you don’t
have 60 jobs and the next day 15.
Each production stage has its own
check point, if you will.
“So starting out with the job
first coming in, we cannot put it
into the system until we have all
the information needed to produce
it. This takes training our designers and sales team as well as our
kitchen and bath dealers. Measure
techs then go out to measure, and
many times things have changed
by the time they show up. Not
only do we have to know that,
but the dealer needs to know that.

Measurements then come back for
programming, and we make sure
that the design team gets involved
when laying materials out. To be
frank, we don’t send out many
approvals. Of course, if one of
our dealers requires it, we will of
course provide it.
“It’s from here that we start our
first step in Synchronous Flow in
the design programming stage.

The bookmatched, full height backsplash and countertops are
fabricated in Galloway Quartz, from Cambria’s Coastal Collection.

The job then works its way through
the seven days, allowing each stage
a certain amount of time to do its
job. This is all set up in Moreware
with auto triggers, and once we set
our install date, it trickles it all back
telling us when each step has to be
done. This is the constant drum

beat that we march to. When we
are slow, we keep the drum beat
consistent by shortening hours.
When we are busy, we keep it consistent by lengthening hours.”
Can Synchronous Flow help
when another location has too
much work too close to a deadline?
“Yes, it can,” continued Sadwick.
“This happened with one of our
other facilities this year, where
for a seven week span they had
more orders than they could handle for their capacity. So we got
their drawings on a Monday, and
by Wednesday we were shipping
an additional 800 square feet on
a truck to their location. We were
doing our work, and supplying
them at the same time. It wasn’t
a big money maker for them shipping from Rochester, but it saved
the account, and it showed the
extent of the resources within the
entire Premier family. It did, however, throw our Synchronous Flow
off, but we were able to catch up
with predictability by the end of
the week.”

People — the Heart and
Soul of Any Company

The Shower surround and seating in this master bath features
Cambria Oakmoor, and sits atop a cultured marble floor pan
base. The vanity is done in Cambria Ramsey with an integrated
Corian sink, all fabricated and installed by Premiere Surfaces.

Anyone can buy equipment,
anyone can sell slabs, but it really comes down to your people,
doesn’t it? Sadwick’s team of
sales, design, office and craftsmen,
at any time, totals over 110, and
manages to put out 30 to 40 kitchens per day.
Please turn to page 7
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Emmedue Astra3 Bridge Saw
Emmedue is one of the premier brands of Industrie
Montanari Company, manufacturer of stone-working
machines since the beginning of the 1990s. Its product
range includes Bench Saws for contractors, and CNC
Bridge Saws and Work Centers for small, mid-sized
and large stone fabrication companies.

Astra3 is ideal for producing indoor and outdoor designs such as kitchen counters, bathroom counters,
capitals, tables, stairs, floors and funerary art.

Emmedue Astra5-Plus Bridge Saw
This automatic bridge saw has 5 interpolated
axes. Machine frame and work table are made of
hot galvanized dipped electro-welded steel that
guarantees high water resistance.

See the Astra5 at Booth 488

 he Z axis is driven by a
T
ball circulation screw. 

The Astra3 bridge saw machine structure and work table are
made of hot, galvanized-dipped, electro-welded steel that guarantees high water resistance. X
 / Y / Z axis movements on slideways with ball-bearing guide blocks protected by bellows.

Emmedue Contor Work Centre
The structure of the Contor vertical carriage is in the form
of a cage, manufactured in electro-welded steel, which
gives the machine maximum stability and rigidity, and
minimizes the vibrations generated during processing.

Digital brushless-type axis drives, coupled with high precision
gear motors, and linear guides with recirculating balls protected
by bellows, allow the operator to do extremely precise cuts.

Emmedue Discovery5-Plus Bridge Saw
The Discovery5-Plus Bridge Saw features a suction cup device
built in to the machine head, designed to move cut pieces to
speed up the production process while reducing processing time.

The high speed movements of the X, Y and Z axes are performed with
brushless motors and helicoidal racks to guarantee maximum precision.
The movement is performed by a recirculating roller on linear guideways
that are automatically lubricated.
The movement of the vertical Z axis is performed by a recirculating
ballscrew. The translational motion of the beam is performed by a motor
positioned between two pinions which scroll on a precision rack with
helicoidal teeth.

The Discovery5-Plus head automatically rotates 370°, and tilts from 0° to 90°. The
multi-touch 17˝ display is easy to use, and allows the operator to perform orthogonal,
sideways, elliptic, circular, tilted, straight, concave, and arched convex profiles. Two
and three-dimensional solid excavations are possible, exploiting axis interpolation.
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Call 1-800-575-4401

for Equipment Financing Options and Pricing
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com
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Letter to the Editor

To the Editor
Slippery Rock Gazette
Knoxville, TN

W

hen I first came to this country
in the mid-sixties, our natural
stone industry consisted of
major building construction such as
Cold Spring, North Carolina Granite, the
monument industry in Barre, Vermont;
Elberton, Georgia; Millbank, South
Dakota; the slate, bluestone, limestone industries; and some landscaping/
masonry, for total combined sales of
perhaps $5 Billion. Now with the advent
of granite/quartz kitchen countertops,
industry-wide sales are closer to $20
Billion, or four times as much!
The countertop industry really started
around 1990, whilst the other industry
sectors go back perhaps to 1875, thus this
sector is by far the youngest. At the beginning, most of the tops were produced
by mom-and-pop businesses employing
perhaps 5/6 people, more properly described as artisanal in nature. So the job
was done with relatively simple tools
and few, if any, companies could produce an ogee or rounded edge profile.
Then came the first StonExpo in 1987
and the industry really developed, adding water-fed grinders, diamond sandpaper, Alpha resin pads, Ghines routers and
track saws, as some examples. However,
in time the machinery manufacturers
started producing ever more sophisticated equipment such as CNC tooling,
water jets, automatic edge polishers and
the like; BUT, this equipment was very
much more expensive than the manual
machines of the past, and thus the fabricators had to become better organized
and more sophisticated business managers capable of borrowing $250 thousand or more from banks to pay for the
machines. Suddenly, the industry went
through a metamorphosis with engineers,
MBAs and college-trained marketing
people at the helm, and the industry really took off!

Fast forward ten years, and industry-wide consolidation is taking place not
only in the kitchen countertop sector but
also in major stone companies such as
Rock of Ages, Swenson, Georgia Marble,
now all under the umbrella of Polycor.
However, in the countertop sector as
the youngest player, consolidation is the
most pronounced with industry-wide
groups such as RockHeads, Artisan, SFA
and others forming associations and alliances with a view to combining. This
is a totally natural phenomenon as the
countertop industry sells approx. $12.5
Billion annually: put another way, 1,000
fabricators with sales of $12.5 Million
each would theoretically cover the entire
market, so what is more natural than a
consolidation process?
In the next ten years, who knows, but
machinery and tools are becoming ever
more sophisticated and productive, so
labor input will drop, helping the consolidation process along.
There is one exception to the consolidation process in our industry which relates
to its oldest sector, i.e. the monument industry. Although the death rate remains
fairly constant at 9 deaths per thousand
population, cremation has taken its toll,
therefore there are actually fewer monuments installed now than years ago and
dimensionally somewhat smaller, therefore by extension fewer monumental
manufacturers than in the past.
Now, consolidation is not just happening with the fabricators but also with the
suppliers to the industry: there is consolidation in the tooling supply business and
machinery producers. In Germany, six
stone machinery factories have become
one, so this consolidation is happening
internationally as well as domestically,
and I don’t see this changing in the foreseeable future.

Cheerio!
Peter de Kok
Atlanta, Georgia

“Conditions are never perfect. ‘Someday’ is a disease
that will take your dreams to the grave with you....
If it’s important to you and you want to do it ‘eventually,’
just do it and correct course along the way.”
—Tim Ferriss
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Training & Education

Free Online Training Tools for
Stone Industry Professionals

Throughput Accounting
Financial Reporting for Operational Decision Making

W

hat is the goal of
your company?
Some possible responses
are:
• Producing quality
products
• Providing excellent
Customer Service
• Maintaining a pleasant
work environment for
your people
• Sales growth every year
• Lower costs
• Survival

www.uofstone.com

Women in Stone Pioneer Award

M

onica
Gawet
(Tennessee Marble
Co,) is the recipient of the 2019 Women in
Stone Pioneer Award.
Gawet is a third-generation marble fabricator and
a first-generation quarrier;

one of only a handful of
female quarry owners in
the world. Her passion and
commitment for the stone
industry and producing the
highest quality stone products in a safe and efficient
environment are obvious
to those who get to work

with her. Josh Buchanan,
Business and Relationship
Cultivator at Tennessee
Marble Company said: “I
see a respect for her in the
men and women that work
here that makes it obvious,
she is not a figure head, she
is the real deal, not allowing
even an inch of disrespect or over stepping
boundaries from her
team.” She walks the
floor and engages her
team at every level.
With her hard hat
and rubber boots, she
can be found out in
the quarry, actively
promoting safety,
strategizing plans
for best yield with
the quarrymen, and
pushing everyone
toward professional
development.

Monica Gawet, recipient of the 2019 WIS Pioneer Award.

The construction
industry can be a
male
dominated

To be blunt, your company is in business to
make money. If you were
excellent at every item
in the list above, but you
were not profitable, you
would go out of business.
Your business should be
organized to “make more
money now and in the
future.” Earn a reasonable profit in the present
conditions and set your
company up to make
more money in the future.
This is the message in
The Goal, a book written
by Dr. Eliyahu Goldratt,
which in my opinion is
one of best business books
ever written.
The Goal is written as
a novel and explains the
business approach called
environment, but Gawet’s
peers have witnessed her
resiliency to uphold her values. Donna Lester, administrative assistant to Gawet
for 23 years, said she has
been inspired by her inner
strength, bravery, and ability to stay calm, maintaining complete composure
in difficult situations and
turning them into positive
outcomes for all involved.
It’s an impression and a
reputation that extends
throughout the industry.
Her industry involvement
included serving as president of the Marble Institute

Ed Hill
Synchronous Solutions

Throughput
Accounting
focuses on
creating more
value now and
in the future.
The Theory of Constraints
(TOC), now known as
Synchronous Flow. It is the
story of application of the
TOC principles to transform an underperforming
company to an excellent
one. Moreover, it is the
story of how continuous improvement can be a systematic approach to business
management.
One of the key principles of Synchronous Flow
is Throughput Accounting,
which is a simple, yet extraordinary, way to look at
a company’s finances. It
focuses on revenue generation, not product costing. As
such, it focuses on the positive potential of a company
(the generation of wealth)
and not on the reduction of
of America in 2001, as well
as on numerous industry
committees.
Gawet is an admired
Women in Stone mentor
and has earned accolades
not only from her peers in
the stone industry, but also
for leadership and service to
her community.
Learn more at www.
naturalstoneinstitute.org/
pioneeraward.
The Natural Stone
Institute is a trade association representing every
aspect of the natural stone
industry. The current

costs. That is not to say
that good stewardship of
resources is ignored. It’s
just that the focus is on
generating revenue, not
cutting costs.
Another power of
Throughput Accounting
is its focus on system effectiveness as opposed to
local efficiencies. This
aspect alone is sufficient
to deliver powerful measuring tools into the hands
of the business manager.
Throughput Accounting
provides financial tools
that allow operational
managers to make excellent, and quick, business
decisions.
An important aspect of
Throughput Accounting is
that the metrics are derived
using the same data as in
the existing cost accounting system. This means
that there is no investment
in additional accounting
software or resources. No
additional entries have to
be made. The numbers
are simply calculated in
a different way and presented in a different report
format. The bottom line is
always the same in either
accounting system.
Please turn to page 8

membership exceeds 2,000
members in over 50 nations. The association
offers a wide array of technical and training resources,
professional development
opportunities, regulatory
advocacy, and networking
events. Two prominent publications — the Dimension
Stone Design Manual and
Building Stone Magazine —
raise awareness within the
natural stone industry and
in the design community for
best practices and uses of
natural stone. Learn more at
www.naturalstoneinstitute.
org.
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Summit AP

SUMMIT

AP
•
•
•
•

Multi-Purpose
Re-Surfacing

SYSTEM

Designed To Match The Factory Finish Using A Radial Arm Polisher
Can Be Used on All Types of Natural/Engineered Stone, Quartz Surfaces, Marble and Limestone
Superior Quality Performance
PART NO.
GRIT
Fabricate Countertops, Tabletops and Monuments

Provides fast and
consistent results
SCAN TO SEE
A DEMO VIDEO

COLOR

SRAP100100

100

SRAP100200

200

Yellow

SRAP100500

500

Orange

SRAP101000

1000

Green

SRAP102000

2000

Light Green

SRAP103000

3000

Brown

SRAP10TSUYA

TSUYA

Gray

Now Available at
103 Bauer Drive, Oakland, NJ 07436 • 800-648-7229
www.alpha-tools.com

www.braxton-bragg.com • 800-575-4401

Blue

S lippery R ock G azette

A pril 2019 | 7

Premier Surfaces-Northeast
Continued from page 2

“There is a lot of personal pride in the history
of this company,” he continued. “We are very
fortunate, because out of all of our six companies, our Rochester group has the longest tenured team. We have people who love what they
do, and they’re good at it, and that translates
into the market.
“Our installers are incredible. They go into
people’s homes, which is a pretty scary proposition, and I cannot tell you how much great
feedback I get. They are well trained, polite and
dressed appropriately, and if there is a problem,
they can resolve it onsite. How did we get such
great installers? It all started with training. Our
installation manager spends a lot of time visiting the jobsites, helping these guys to make
sure everything is being done consistently. I
even visit the jobsites. It’s the best part of my
job when I’m out on the road. We are the largest fabricator in western New York, not just
because we are the most efficient, but because
we deliver a quality product, on-time. We are
very predictable and dependable.”
From Rochester, that predictable and dependable service extends approximately 200 square
miles throughout western New York.

Fundamentals
Premier Surfaces-Northeast is housed in an
all-under-one-roof, 100,000 square-foot facility with 15,000 square feet of showroom and
office space, including lots of installation vignettes, while the remaining 85,000 square feet
houses materials, equipment and fabrication
spaces. Engineered stone comprises 70 percent
of the company’s sales, while natural stone accounts for 20 percent, with the final 10 percent
being solid surface. With the exception of some

commercial materials bought from Asia, all
materials are purchased locally.
According to Sadwick, kitchen and bath customers tend to be mostly upscale, whereas big
box jobs tend to be a mix of income ranges.
“Kitchen and bath companies are what we primarily serve, and these relationships run very
deep. We try to not do retail sales, but if we do,
we price protect our dealers, because they are
our bread and butter. We have customers who
are putting in $1,500 to over $100,000 kitchens, but it is really quite a diverse group, which
is a challenge because of different expectations. The contractors that we serve primarily
deal directly with us. Most of our commercial
business is handled through our sales team,
and spec’d in by the designer.”

Tools and Equipment
Hardware and software mainly consist of
a Proliner Digital Templater, two dual-bed
Northwood Machine Manufacturing Sawjets,
seven Northwood CNCs, three Northwood
edge polishers, and one bridge saw, managed
with Mastercam, Moreware and AutoCAD
software. For safety’s sake, multiple 3-axis
cranes are strategically placed throughout the
shop, while eight Donaldson Torit dust collectors keep the air nice and clean. According to
Sadwick, all Premier Surface facilities have
been inspected and comply with OSHA standards. “Fortunately, all of us are in compliance
and it is all documented. Even our trucks and
crews have been evaluated for proper safety
equipment and procedures. Our team has been
well trained, and it’s safety first for our most
important resource. We also have a safety officer onsite as well as one from corporate to hold
us accountable. It’s important.”
Please turn to page 26

PremierSurface’sresidentialproductionline
includes a Proliner Digital Templater,
two dual-bed Northwood Sawjets, five
Northwood CNCs, three Northwood Edge
Polishers, and a bridge saw, managed with
Mastercam, Moreware and AutoCAD
software. Multiple 3-axis cranes help keep
the many projects moving smoothly and
safely around the large fabrication shop.

Premier Surfaces-Northeast produces some very diverse products,
such as: (Top) Residential fireplace
surround fabricated in quartz;
(Center) Backlit Corian desk, milled
to different depths and including complex butterfly shapes, for
Strong Children’s Hospital;
(Bottom) Thermoformed Corian
benches fabricated for the newly
remodeled Rochester International
Airport.
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Throughput Accounting
Continued from page 5

There are three important metrics regarding “making money.”
Net Profit (NP) is an absolute
measure. If your income exceeds your expenses, you made
money. Earnings before interest, tax, depreciation and amortization (EBITDA) is a common
measure of a company’s operating performance.
Return on Sales (ROS) is
a relative measure. Making
$100,000 on ten million in annual sales is only a 1% ROS.
Not very good. In fact a privately owned company should
expect at least a 10% ROS every
year.
Cash Flow is a survival measure. If you have enough cash
flow, it may not be an important metric. If you don’t have
enough cash flow, it is the only
important metric.
Throughput (expressed as
$T) is the rate at which a company earns money through sales.
It is the measure of value added.
A company buys raw materials,
transforms them into finished
products and sells them to their
customers. Throughput is the
measure of value added due to
the transformation of raw materials into finished products. The
formula for Throughput calculation is:

Throughput = Sales – truly
variable expenses
Truly variable expenses
(expressed as tve) are those
outflows of cash associated directly with a specific product or
job. They are” variable” in that
changes in tve are directly associated with changes in sales.
Typical variable expenses are:

• Raw materials
• Transportation costs for the
raw materials
• Outsourcing (farming out
manufacturing to another
company)
• Sales commissions (paid per
sale, not per time period)
If all four were active, the formula for $T would be:

Throughput = Sales – (raw
materials + freight + outsourcing + commissions)
The continuing objective
should be that Throughput is always trending up.
Inventory (expressed as $I)
reflects the money required to
purchase the things the company intends to turn into $T.
Essentially, this includes the
investment in all raw materials,
work-in-process and finished
goods inventories. The value of
$I is calculated at the price paid
to the vendor for the materials.
Generally, the value of materials does not increase as they
move through the business system; they do not “accrue value”
in the Throughput Accounting
approach.
There is a circumstance in
which Inventory is valued differently. After WIP passes
through the system’s critically
constrained resource, it is valued at the price of the sale. If the
finished product, having passed
through the Control Point, is
damaged such that it is not accepted by the customer, the
business has lost more than the
raw material value; it has lost
the value of the sale. Capacity
of the critically constrained resource has been consumed, and,
is lost forever. In order to satisfy
this customer, the business must

“The greatest crime in the world is not
developing your potential. When you
do what you do best, you are helping not
only yourself but the world.”
— Roger Williams

essentially start from scratch and
manufacture the job again with no
additional income. As well, time
at the critical Control Point must
be consumed again to complete
the order. This is very bad and
must be vigorously avoided.
The continuing objective is to
work in a “lowest reasonably possible” Inventory environment.
Operating Expense (expressed
as $OE) reflects the money
the business spends in turning
Inventory into Throughput. This
includes all outflows of cash that
are not associated with a product
or job; essentially all expenses
not classified as tve (i.e. all labor
and all overhead). Included are all
wages, salaries, occupancy costs
and all other overhead associated
with operating the business.
The company should strive to
be good stewards of its resources.
It should not carry an operating
expense that is not clearly necessary. However, it is important to
maintain a predetermined level
of Protective Capacity in order
to be able to quickly respond to
the inevitable and unpredictable
fluctuations of daily business operations. Protective Capacity is
not excess capacity; it is required
capacity to maintain a smooth operating system, which is always
more productive than a “balanced
capacity” approach. As a result,
Protective Capacity helps to make
money. The recognition that there

must be a plan for absorbing the
effects of the inevitable attacks
by “Murphy” is a hallmark of the
Synchronous Flow business process and it supported by the metrics provided through Throughput
Accounting.

Once the business system
has covered all fixed
operating expenses (OE),
any additional $T flows
directly to the bottom line

Throughput Accounting
Financial Statements result in
exactly the same bottom line
net profit as do the traditional
cost accounting financial statements. The difference is in how
Throughput Accounting handles
the revenue and expense elements of the business. Costs associated directly with a specific sale
(materials, outsourcing, freight
and commissions) are deducted
from the sales price to reflect the
value added for that sale, called
Throughput. All other costs (all
those not associated with a particular sale but are regular costs
of the business including all labor
and all overhead) are listed as
Operating Expense. Please note
that there is no attempt to determine the cost of making a single
product (product cost) or to calculate profits on a single order.
There is no attempt to allocate
any expenses in any way.

Return on Sales: ROS is a
contrasting measure of the effectiveness of the bottom line to
top line metrics of the company.
It is the ratio of net profit to sales
and is calculated as:

Net Profit (EBIDTA):
Net Profit is calculated as
Throughput minus Operating
Expense:

ROS = NP ÷ Sales
Productivity is a simple and
powerful measure of business
effectiveness. It reflects the relationship between $T (the measure of value added) and $OE
(the money the company spends
to create the $T). This is the
basic effectiveness ratio (output
over input). Since it does not reveal any sensitive information, it
can be shared with company employees as the “score” of overall
system performance on a daily
basis. As such, it can be used
as a valuable motivational tool
for the production employees.
It also can be used as the basis
for a performance incentive system that can share the fruits of
improved performance with the
people who worked to create it.
Please turn to page 10

NP = T – OE

Artisan Group Partners with Home Trust
International as the Exclusive National
Countertop Fabrication Group

A

rtisan Group and The
Home Trust International
have partnered to
promote luxury countertops to
affluent consumers and design
professionals. This collaboration
simplifies a homeowner’s search
for extraordinary design services
and products. Member brands are
carefully vetted to ensure the best
experience in buying, building,
renovating and shopping for a
home.
The Home Trust International
promises the very best for the
home, across all categories, from

The Home Trust
International is a
prestigious invitationonly network, presenting
luxury home products
and services.

professionals, who prides themselves on their craftsmanship and
customer service.
“Artisan Group helps fulfill our
mission to present the world’s
finest products and services to
homeowners and influencers,”
said Chris Ramey, president, The
Home Trust International.

large pieces of fine art or furniture to the smallest handmade
object or detail. Available exclusively to firms that serve upscale
homeowners, the partnership
is a perfect match for Artisan
Group, an elite network of independent countertop fabrication

“Artisan Group has the range of
products to serve the affluent market of The Home Trust, through
its network of countertop fabricators,” said Jon Lancto, Executive
Director, Artisan Group.
Please turn to page 11
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“I didn’t understand
anything about playing baseball. I started
playing, and it was
enjoyable. Most of my
life, I played with older
people on my team, in
my league. I learned
a lot about life. Every
day in my life, I learned
something new from
somebody.”
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Easy Joint Matching with AKEMI
PLATINUM 3.0

COLOURBOND

– Ernie Banks

When Life
Resembles
Hollywood

A

classic scene from a decade-old episode of The
Office helped an Arizona mechanic save an unconscious
woman’s life.
The Arizona Daily Star reports that 21-year-old Cross
Scott found a woman locked in
her car in February and broke
in, finding she wasn’t breathing.
He doesn’t have any emergency training but thought of
the show where Steve Carell’s
character does CPR to the tune
of the Bee Gees’ song Stayin’
Alive. The song has the correct
tempo for chest compressions.
Within a minute, the woman
was breathing, and she was
taken to a hospital and later
released.
Scott, who shares the last
name of Carell’s character
Michael Scott, had help from
two women who also stopped
when they saw the car and
called 911.

(Uncured Product Color Example)

*50+ COLORS AVAILABLE
- EpoxyAcrylate color matching
adhesives
- Match quartz and stones with 50+
colors available
- Non-drip formula for easy miters,
seams, joints and repairs
- Color matching app available
- Cures in under 20 minutes

- Low color, translucent adhesives
- Easily tintable to match nearly all
white and light applications
- Ultra strong Epoxyacrylate formula
- Formula will not discolor or darken
during hardening
- Cures in under 20 minutes

*Applications for Platinum 3.0 and Colourbond Include: Quartz, Stone, Glass, Porcelain and Ceramics
Great for indoor use. For outdoor applications, use Akemi Akepox 5010

DOWNLOAD
COLOR MATCHING APP

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
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Throughput Accounting
Continued from page 8
Productivity is calculated as:

PS = T ÷ OE
If PS is equal to one, the company is at break even. Typically,
a PS score of 1.25 will produce
a ROS of about 10%.

provide value comparisons between products, market segments
and Customers. As an approach
toward continuous improvement,
it allows a focus on the prioritized issues that affect the critical
Control Point of the business.

Throughput Accounting
Monthly Sales

$850,000

tve
Raw Materials
Freight
Outsourcing

$295,000
$5,000
$0

Total tve

$300,000
(35% of %T) 		

Throughput ($T)
(sales – tve)

$550,000
65% of $T

Operating Expense ($OE)
(all labor and overhead)

$425,000

Net Profit (NP)
($T - $OE)

$125,000
EBIDTA

Productivity (PS)
($T ÷ $OE)

1.29%

Return on Sales (ROS)
(NP ÷ sales)

15%

Total Control Point Time
(Travel + Installation
time for all jobs)

786 hours

Average System
Octane (T/time)

700
($T ÷ 786)

Octane is calculated as:
Octane is a measure of revenue generated per job relative to
the time it consumes at the business system Control Point. This
accomplishes a focus on the resource in the system where revenue is generated. The clearly
communicated focus is that
this resource should operate
as effectively as possible. This
means that this resource should
be optimized (well engineered
and finitely scheduled) and that
all other resources should subordinate all their activities to
assure the most effective operation of the Control Point.
Ideally, the Control Point is
where revenue is generated.
This is “where the cash register rings.” Revenue generated
per hour of time at this function
(called Octane), is a clear indication of effectiveness at this
critical resource. Octane can

Octane = T ÷ time consumed
at the Control Point
$T is the measure of value
added for that job and is divided
by the measure of time at the
Control Point that is consumed
in completing that job. Where
Installation is the Control Point,
Octane would be calculated as $T
divided by travel time plus installation time.
The chart at right is a typical example of a Throughput
Accounting financial statement
for one month. This example is
of a company producing about
$10,000,000 in annual sales.
Throughput Accounting is all
about operational decision-making. It is one of the elements of
the business management system
called Synchronous Flow.

For more information on
Throughput Accounting and
the principles of Synchronous
Flow, please contact Ed Hill at

2019 “Stone of the Year” Announced

L

abradorite Bianca by Sun
Minerals Madagascar has been
chosen as the 2019 Natural
Stone Institute Stone of the Year.
The stone will be featured on 2019
member certificates, membership code
of ethics, and association marketing
materials throughout the year.

Labradorite Bianca, a luxurious exotic semi-precious white Labradorite
granite is available exclusively in
the quarry owned by Sun Minerals
Madagascar. Quarried in the remote
southwestern region of Madagascar,
this stone has a color palette varying
from pure white to light grey. The
granite is highlighted by flecks of iridescent blue Labradorite crystals.
Labradorite Bianca is one of the rarest
and most unique natural stones of its
kind and is extremely durable. It exhibits an aura of luxury and opulence

Synchronous Solutions, www.
SynchronousSolutions.com or
call 704-560-1536.

Labradorite Bianca, a white
labradorite granite is mined
exclusively in Madagascar.

“Embrace what you don’t
know, especially in the
beginning, because what
you don’t know can become your greatest asset.
It ensures that you will
absolutely be doing things
different from
everybody else.”
—Sara Blakely

Antique Fraud

A

man has pleaded guilty to
forging an artifact that ended
up in a Connecticut museum.
Harold Gordon faces up to 20
years in prison after entering his
plea to wire fraud.
Prosecutors say the 69-year-old
turned a plain writing desk into
the “Bingham Family Civil War
Memorial Secretary” and sold it to
an antiques dealer for $64,500.
The piece was falsely claimed to
be a gift given to a Civil War veteran in honor of his brother who
was killed in the Battle of Antietam.
The Wadsworth Atheneum
Museum of Art purchased the piece
at a New York antiques show in
2015.
Gordon says he sold the piece because he needed the money.
The museum said it has been offered a full refund.

and is ideal for mansions, hotels, resorts, commercial buildings, and luxurious residential
developments.
For more information on
Labradorite Bianca granite,
please visit www.sunmineralsmadagascar.rocks. To learn more
about the Natural Stone Institute’s
Stone of the Year program, visit
www.naturalstoneinstitute.org/
stoneoftheyear.
The Natural Stone Institute is
a trade association representing
every aspect of the natural stone
industry. The current membership
exceeds 2,000 members in over
50 nations. The association offers a wide array of technical and
training resources, professional
development opportunities, regulatory advocacy, and networking events. Learn more at www.
naturalstoneinstitute.org .
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Don’t Fall for Fake Blackmail Scams

F

or a while now I have been
telling you about hackers,
spammers, phishing, trolling and all manner of online
threats. I have been warning you
to stay vigilant and protect yourself. I do take my own advice, but
sometimes things just happen.
Recently I received this e-mail
below. I was intrigued by it
because it was sent from me to,
well, ME!

Hi, your account was recently infected! Modify the pswd right away!
You may not know anything about
me and you really are most likely
interested why you are reading this
particular letter, right?
I am a hacker who burstyour
emailand systemsome time ago.
Never try to talk to me or alternatively look for me, it is not possible,
since I forwarded you a letter from
YOUR account that I’ve hacked.
I build in special program on the
adult vids (porn) websites and guess
you spent time on this website to
enjoy it (think you understand what
I really mean).
When you were watching video
clips, you internet browser started
out functioning as a RDP (remote
control) having a keylogger that provided me permission to access your
desktop and camera.
Afterword, my softwareobtainedall
data.
You entered passcodes on the sites
you visited, and I intercepted them.
Of course, you could possibly
modify them, or perhaps already

modified them.
But it really doesn’t matter, my
program updates it every 5 minutes.
What actually did I do?
I made a reserve copy of your system. Of all files and contacts.
I created a dual screen video recording. The 1 part presents the film
you had been observing (you have a
good taste, ahah...) the second screen
displays the recording from your web
camera.
What exactly should you do?
So, I believe, 1000 USD is a reasonable amount of money for this small
secret. You will do the deposit by bitcoins (if you don’t understand this, go
searching “how to buy bitcoin” in any
search engine)
My bitcoin wallet address
1BrRQjpENBME7zy7BFim1Uj
(It is cAse sensitive, so just copy
and paste it).
Important:
You will have 48 hours to perform
payment. (I built in an unique pixel
in this message, and at this moment
I know that you have read through
this email). To monitorthe reading
of a letterand the actionsin it, I utilzea Facebook pixel. Thanks to them.
(Anything thatis appliedfor the authorities can helpus.)
In case I fail to get bitcoins, I will
immediately direct your recordings
to all of your contacts, such as family
members, colleagues, and so forth?

……
I copied and pasted this straight
from my e-mail so all the misspellings and wacky punctuation

Sharon Koehler
Artistic Stone Design
errors are from the so-called
hacker. I don’t even think I need
to address those. You can see for
yourself. However, if you look
closer you can find other red flags
that tell you this is not legitimate.
In the first line he says you
should modify your password
right away but further down he
says you can modify your password but it won’t matter because
his program updates every 5 minutes. So which is it? Modify your
password or not?
The second thing is that he says
he got me because I visited a porn
site. Now for me this is a definite
red flag because I do not visit
porn sites. So no you didn’t, you
are lying, buster! Another red flag
is the actual e-mail address used.
It is a company address, but an
old, inactive one. We switched to
another e-mail address (@asdrva.
rocks) several years ago. We still
own @artisticstonerichmond.
com. We just don’t use it anymore – and haven’t for years.
As far as accessing my desktop
and camera… that’s a big NOPE!
My desktop does not even have
a webcam! Neither one of my
monitors has one, nor do I have
an external add-on camera. It’s
difficult to access something that
doesn’t exist!
Our porn-hacker throws in a
few buzz words that he hopes are
scary and you may not recognize,

such as Keylogger. A keylogger
or key stroke logging app is a
program that can be installed on
a computer that at the very least
will record all your keystrokes,
and let the hacker see what you
are typing, including passwords
and other vital information. The
funny thing about keyloggers is
that while they can be installed
remotely, the hacker does need
your help to do it. You have to
open a suspicious e-mail, or click
on a malicious link, or visit an infected site. I have heard that porn
sites are notorious for this! (LOL)
Facebook Pixel – A Facebook
pixel is a code that you add to
your website to help track your
Facebook ad conversions, and
it also helps to optimize your
Facebook ads. The Facebook
pixel is an analytics tool that allows you to measure the effectiveness of your advertising by
understanding the actions people
take on a website. It is embedded
in a web header to track clicks and
actions, like buying something. I
have no idea what Facebook Pixel
has to do with your email – possibly nothing. In the fake blackmail
scheme, it is just being used as a
technical-sounding scare word.
Now, truth be told, some hackers send e-mails like this and they

Artisan Group Partners with
Home Trust International
Continued from page 8
“Our group members pride
themselves on quality, being the
first stone fabrication group in
the world to have all members
accredited by the Natural Stone
Institute. This partnership is a
great way for us to expand our
reach with beautiful customized
granite, marble, quartz, quartzite
and soapstone countertops, bathroom vanities and other stone
applications.”
The extensive network of

Artisan Group members allows
the organization to offer the
highest quality stone surfaces,
imported from the best sources
around the globe. Utilizing the
most technically advanced, automated shops in the industry,
highly skilled craftsmen ensure
that each and every installation
meets exacting standards. Every
countertop is custom-made according to exact specifications.
The Home Trust International is
a by-invitation only organization,

whose brand partners have been
chosen very carefully. Its brand is
recognized as the luxury standard
for estate homes.

For more information visit www.
artisan-counters.com , facebook.
com/ArtisanGroupCountertops or
www.thehometrust.com .

really do have you over a barrel,
so to speak. However, 99.9 percent of these blackmail attempts
are fake, so before you freak out
and start trying to buy Bitcoin,
analyze what you have in front of
you. (By the way, on the day I
finished writing this, one Bitcoin
was worth $3,788.71 US Dollars,
so I don’t know how you would
send .263 of a Bitcoin to a hacker/
blackmailer).
Another thing you need to do
after receiving something like this
is to call your IT people and ask
them to do a check of your system to make sure there is nothing
nasty hiding in there, as a safety
precaution, just in case. My IT
guy almost quoted to the word
what the e-mail said. He said
those are popping up everywhere
now. He checked the system anyway and found nothing.
To end this, I didn’t pay the ransom and nothing happened. What
you do is up to you, and how viable you think your threat is. You
may laugh if get one of these, but
the threat is out there, and you
have been targeted.
Please send your thoughts on
this article to Sharon Koehler at
Sharon@asdrva.rocks.

“For me, the most
fun is change or
growth. There are
definitely elements
of both that I like.
Launching a business is kind of like a
motorboat: You can
go very quickly and
turn fast.”

—Tony Hsieh
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Training & Education
Don’t Use Sink Clips on Solid Surface Tops

A

re sink clips an
outdated way
to install sinks?
The answer is “Yes,”
says Brian Brutting, as far
as Caesarstone and other
quartz tops are concerned.

PO Box 188, Stinesville, IN 47464
Ph: 812-876-0835 Fax: 812-876-0839
bigcreekstone.com

Consolidation in the Stone Industry

IF

you’ve kept reasonably informed over
the last few years, you’ve
no doubt seen some big
changes in our industry.
With mouthwatering new
sources of stone, equipment
that could only be imagined
a few decades ago, and new
designs and uses for what
we produce, there’s never
a dull moment in our ever-evolving industry. But
it is acquisitions and consolidation, some behind the
scenes by industry movers
and shakers, that’s the focus
of this story.
Considerations for a
merger or acquisition from
the buyer include the efficiency and age of the company or management. Does
the founder or founders not
have someone to pass the
company to, or an exit plan?
Have they been innovative
or not, are they weak on the
marketing side, or do they
not have the energy or vision
to continue? In this instance,
two companies with each
having different advantages
could make great partners.
In conclusion, it’s these and
other reasons that are driving this consolidation as told
from the perspective of three
industry luminaries with decades of experience in the
stone industry.
First, representing Big
Fish Consulting and The
Artisan Group is Jon Lancto.
John was a fabrication

Slippery Rock Staff
shop-owner for 27 years, and
is the current owner of Big
Fish Consulting located in
Charleston, South Carolina.
Jon is the President of The
Artisan Group, a national
network of premium stone
fabricators.
Second,
representing Tennessee Marble
Company, is Monica Gawet.
Monica entered her family’s
stone fabrication business in
1993. Soon after, the family
purchased the Tennessee
Marble Company located
in Friendsville, Tennessee
where she has since been the
President.
Third,
representing
Premier Surfaces-Northeast,
a fabricator located in
Rochester, New York, is
Gregg Sadwick. Gregg has
directed the company as
President since the company
was acquired a few years
ago, and is now part of a
conglomerate serving the
eastern half of America.
Jon Lancto: “The driving
force of the consolidation
in our industry is by people
with private equity looking for places to put their
money. The stone industry
in the past, because of its
newness in the world and
until the advent of diamond
tooling to cut granite, in
comparison to other types of
companies, was very small.
It was this diamond tooling that was the impetus to

Jon Lancto, Artisan Group

jump-starting the countertop industry, and once it got
rolling along, it was mostly
by craftsman without a business background, and the
skills to think in terms of
consolidating or merging
with other companies.
“But as things went along,
we got a new crop of managers coming into these
businesses who had more of
a business background, and
opened up the door for the
acquisition phase that we
are going through right now.
Mostly what’s driving this
is the aging-out of the original people who started these
companies. They are getting to a point in their lives
where they are not going
to pass the company on to
family members, and need
some sort of an exit strategy. Additional reasons for
acquisitions are influenced
by capital shortages, trying
to comply with new safety
regulations (such as OSHA),
or don’t have what it takes
to buy high tech equipment
that’s now required to be
profitable.
Please turn to page 17

Brian Brutting is senior customer service
and training specialist for
Caesarstone USA.
“With the advent of so
many new systems that
are easier to use (like the
SINK-IT LC system),
they are more cost effective when you calculate
your labor cost. Plus,
there’s no risk of scratching or damaging the top,
trying to drill or grind
holes on the opposite
side. Sinks installed with
a rail system will never
fail, if installed properly.
But most importantly,
in today’s world and the
increased focus and concern of silicosis, why
would you use any system that could create any
stone dust, in the shop or
a customer’s home?”
Brutting continued,
“Another thought to consider is using on a drill
or grinding system on a
quartz top may lead to
a crack. All engineered
quartz expands and contracts, so whenever you
use the old-fashioned
clips, you create a tension
point for potential failure
(see photo at top right–
can you spot the hairline
crack?).
“I’m not saying drilling will always lead to a
crack, but when you consider all the risks of old
fashion clips, and all the
benefits of rail style systems, it really and easy to
choose.”
In his training classes,
Brutting stress the importance of using
non-mechanical rail type
fasteners. “No matter
what type of hard surface you use, old style

CaesarStone’s
Brian Brutting
Presents Some
Best Practice
Advice on Solid
Surface Sink
Installation
clips systems simply fail
over time; they don’t last as
they should. Also, clip system can lead to pipe failure,
cracks and leaks, because
the clips simply can’t hold
the weight of a full sink of
water.

A crack has started in this
top using clips to support
an undermount sink. The
crack is visible just to the
center right of the penny.

Products like the Sink
Undermounter bars and
Sinkits LC Brackets do
not penetrate the top surface and will not lead to a
fracture.

“In Quartz counter tops,
clips create a void on the
underside that can lead to a
fracture, when the counter
expands and contracts from

heat. Even on natural
stone, clips can rust, and
the rust can cause the clip
to break due to moisture
absorbed through the porous stone.
“Rail style Systems
provide stronger and
quicker installation of
sinks and are becoming
the standard for all hard
surfaces. For over 20
years, Caesarstone has
prohibited the use of clips
systems, knowing that it
could cause premature
failure of the clips and /
or damaging the counters
above. Rail system like
the Sink LC are cost-effective, faster to install
and safer, as there is no
need to drill and create
unnecessary stone dust.
Most importantly, a rail
system is the best method
for quality craftsmanship.
“I have many friends
in the industry, and over
the years of spreading
this message, they have
all come around and
changed over, saving
tons of time and money.
We at Caesarstone have
recommended a rail system as an installer guideline, for years. The only
systems that we approve
attach to the cabinet, not
the counter top. We feel
so strongly of the benefits of not using sink clips
that if the counter fails
because of the use of a
sink clips, it will have to
be replaced at the fabricator’s expense.
“Caesarstone offers a
lifetime warranty, so our
guidelines are always
ahead of the curve to ensure that our counters last
the lifetime their owners
expect.
For more information
on these issues, contact
Brian at Brian.Brutting@
caesarstoneus.com.
You can also use
Linkedin.com and search
Brian Brutting Jr. for general industry questions.
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Commercial Interior
Rugo Stone, LLC

NATURAL

Lorton, Virginia
Stone Consultant/Fabricator/Installer

STONE

Sacred Heart Cathedral

INSTITUTE

Knoxville, Tennessee

2018

F

or Sacred Heart Cathedral,
the design architects relied
heavily on the architectural
stone detailing of the Old World
to deliver a level of design, stone
details, and ornamentation rarely
found in the New World.

Pinnacle Awards
OTHER PROJECT
TEAM MEMBERS
McCrery Architects, LLC
Architects
Pedrini Mario & Co.
SNC Scultori
Grebelsky and Sons
Stone Fabricators

STONES
Giallo Siena Brocatello marble
Bianco Carrara C Campanili
marble
Grigio Carnico marble
Statuario Michelangelo marble
Campan Payole Gris marble
Rosso Francia Languedoc
marble
Fior di Pesco marble
Nero Portoro marble

JURORS’ COMMENTS
“What you don’t see in the photos
is the difficult joint work. Beautiful
craftsman and artisan work.
The statement of permanence
makes natural stone a
perfect material selection
for places of worship.”

A field of diagonal and radiating
patterns of marble paving greets
visitors upon entering the Narthex
and repeats along the perimeter
aisles and transepts, while two
solid columns of fragile Giallo
Siena Brocatello marble stand at
each side of the entry. Within the
nave and aisles are fourteen specially engineered solid columns
of Bianco Carrara C Campanili
marble, strategically set upon
Grigio Carnico solid octagonal
and veneer marble bases.
The paving in the raised sanctuary is a mosaic carpet of stone
comprised of twelve types of
marble and over 2,000 pavers and
treads. In the center is the Altar
of Sacrifice made of polished
Statuario Michelangelo marble
with waterjet cut face panels of

Campan Payole Gris, Giallo Siena
Brocatello and Rosso Francia
Languedoc marbles that surround
three stone and glass mosaics.
A raised Altar of Reservation
is made from polished Statuario
Michelangelo marble with Grigio
Carnico treads and Fior di Pesco
risers along with various other
marbles used as accent stones
within the wall panels and paving.
Set upon the Altar of Reservation
is the tabernacle surround of
Rosso Francia Languedoc and
Giallo Siena Brocatello solid columns supporting the Ciborium.
The baptismal font basin is solid
Bianco Carrara C Campanili marble with an intricately carved side
wall supported by a solid shaft
of marble with inlaid panels of
Rosso Francia Languedoc and
Nero Portoro set upon a Grigio
Carnico base.
The center panel of the raised
cathedra is made of solid Fior di
Pesco marble with inlaid diamond
book matched panels.
The Bishop’s coat of arms is another exquisitely detailed panel of
mosaic patterns and inlaid stones.
Please turn to page 19

“Baseball, it is said, is only a game. True. And the
Grand Canyon is only a hole in Arizona. Not all
holes, or games, are created equal.”

—George Will
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Stone Restoration and
Maintenance Corner
Resources for Large Projects

IF

you have an average-sized stone restoration and maintenance
company, you probably
do mostly residential and
some smaller commercial
projects. Some of you, of
course, have larger companies who do everything
from residential to large
commercial projects.
Large commercial projects normally require some
different parameters. These
projects can require different machinery than used for
the smaller residential and
commercial jobs. For example, you will need equipment that is designed for
higher productivity.
Another issue, which
should be considered, is
the schedule of availability. Many times weekends
and nights are all that may
be available to access the
facility. A recent project at
the Knoxville Museum of
Art required that some staff
personnel be present (due
to the security issues of the
building), and that the job

Bob Murrell

M3 Technologies
Photos by Bob Murrell

be completed on days the
museum was scheduled to
be closed or had limited access by the public.
This project was about
5,000 square feet of terrazzo, which needed to
be stripped and cleaned,
honed, then treated with a
sealer that would protect
the terrazzo from frequent
events such as galas and
private parties. At these
events, a bar and catering
are routinely supplied. With
spillage and heavy foot
traffic being a big issue,
the floor needed to be able
to withstand penetration
from contaminants and resist wear, and with as little
maintenance as possible.
So, with the floor being
rectangular and very open,
an auto-scrubber was
needed to complete the
stripping, cleaning and
some light honing. Most
restoration professionals

The KMA terrazzo floor, before the stripping,
filling and honing process.

Striping and honing with a T-5 auto scrubber – a
machine designed to cover a lot of surface area.
An auto-scrubber is a good candidate for rental.

don’t have a T5 32-inch
self-propelled walk-behind
scrubber on the truck or
trailer. Therefore, it was
necessary to rent this machine from a local Jan-San
house that provided that
service. Naturally, this
machine used two 16-inch
pads, which are not as common as 17-inch pads. The
machine was supplied with
two black stripping pads
(which was very nice, indeed,) but the contractor
had to cut their 17-inch diamond impregnated pads
down to size.
According to the ISSA
447 Cleaning Times (a reference handbook that every
restoration and maintenance professional should
have handy), with a 32-inch
self-propelled auto-scrubber, you can scrub and light
strip at the rate of about
14,000 square feet / hour,
give or take. We can extrapolate to say that the honing
process with the diamond
impregnated pads would be
about the same rate as the
scrub process. Don’t forget
that the auto-scrubber can
not only dispense water (hot
water, if you have access to
it) but it vacuums the slurry
up as well. As a comparison
to regular swing machines,
the rate is 1,920 square feet
/ hour and requires a separate wet vacuum, too. So

you can quickly see the benefit the auto-scrubber brings
to the process.
The sealer or guard product used on this particular
project required buffing
with an 800 grit diamond
impregnated pad using a
27-inch propane burnisher
(a smaller 20-inch electric
burnisher just doesn’t have
the speed or weight to effectively produce the desired
results). This was another
piece of equipment that had
to be rented. Unless you’re
a concrete contractor who
routinely does polishing or
guard application, you really wouldn’t have the need
to own and store one of
these machines. Plus, when
you rent the machine, it is
100 percent deductible, and
they maintain it. There is a
value to this, for sure.
Now, using a propane-powered anything is
something you need to use
cautiously. Newer machines
have very low emissions,
and if kept in good working order should not be a
problem. However, if the
machine is older or not in
good working condition, the
emissions could be higher
and could trigger smoke
and/or fire alarms. Also, use
of a diamond-impregnated
pad could generate enough
dust to set off the alarms,
too. An 800 grit pad would

be the lowest grit I would
personally even consider
using dry. Most use a 1,500
grit and higher to burnish
their guards or sealers.
Setting off a smoke or fire
alarm could be disastrous.
What if a sprinkler system
was activated? That could
be a million dollar mistake
in a grocery store, home improvement center, and certainly a museum of art!! So
be very careful and mindful
of the operation.
The ISSA 447 Cleaning
Times Manual says that you
should be able to burnish
up to 22,000 square feet per
hour, but please take these
guidelines with a grain of
salt. Using a diamond impregnated pad to achieve
a specific result may take
more than one pass, if you
know what I am saying...
Renting larger equipment
is a very convenient thing
to do. You can find these
types of equipment at JanSan houses and equipment
rental houses. You specify when the equipment is
delivered and picked up.
Just make sure to always
return the equipment in the
same condition it was delivered. My experience has
been basically good with
renting, and the equipment

has always been in topnotch condition. One issue
though: if you are not familiar with the operation of
these types of equipment,
please take the time to learn
first, and always be sure to
get adequate operational
instruction from the rental
company.
As always, I recommend
submitting a test area to
confirm the results and the
procedure prior to starting a stone or hard surface
restoration or maintenance
project. Also the best way
to help ensure success is by
partnering with a good distributor that knows the business. They can help with
technical support, product
purchase decisions, logistics, and other pertinent
project information.
Bob Murrell has worked
in the natural stone industry
for over 40 years and is well
known for his expertise in
natural stone, tile and decorative concrete restoration
and maintenance. He helped
develop some of the main
products and processes
which revolutionized the industry, and is currently the
Director of Operations for
M3 Technologies.

The restored and burnished terrazzo floor is again
worthy of the art housed in the museum.
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“I watched a small man
with thick calluses on both
hands work 15 and 16 hours
a day… who taught me all
I needed to know about
faith and hard work by the
simple eloquence of his
example.”
— Mario Cuomo

Barking Up the
Wrong Tree

AN

Indiana woman who
barked at a police
dog attracted the attention of
officers, who arrested her on
outstanding warrants.
Lafayette police say officers
were conducting a traffic stop
one Monday when 20-year-old
Kiana Champagne Fletcher,
who was standing in front of
her home, began barking at a
police dog sniffing the stopped
car.
The Journal and Courier reports that officers recognized
Fletcher and knew she had two
outstanding warrants.
Police say Fletcher ran inside her house, but officers
arrested her after obtaining a
search warrant.
Fletcher remains jailed
on warrants for conversion,
which is a form of theft, and
operating a vehicle without a
license. She also faces preliminary charges of possessing
methamphetamine and drug
paraphernalia after police say
they found drugs in her home.
Online court records don’t
list an attorney who might
speak, growl or whine on
Fletcher’s behalf.

Stone Forensics Announces June 2019
Stone and Tile Troubleshooting Class

S

tone Forensics announces that it will
be conducting its popular Stone and Tile
Troubleshooting training
in June 2019 in Debary,
Florida.
The program is designed
to teach the basics of stone

and tile installations failures. According to Fred
Hueston who will be conducting the training, “The
amount of failures, poor
installations and other issues with stone and tile
flooring are on the rise.
This seminar is perfect

for restoration and installation contractors as well as
architects, building engineers and maintenance staff
who have to deal with stone
and tile installation and
restoration.
Training will be held June
17-20, 2019. For those who

wish to become certified
inspectors, this course will
also offer certification.
The stone and tile troubleshooting program is a
full four days with the certification test on the last
day. Note that class size is
limited. The cost of the class
is $2,500.00 per person.
The following topics will
be covered in the comprehensive class:

• The Geology of Stone
• Understanding the structure of
different kinds of stone and materials
• Identification of stone and tile types
• How quarry techniques affect the final
product
• Tile and slab production
• Fabrication and installation
requirements
• Physical and chemical testing
• Stone and Tile forensic
investigation
• Problem diagnosis
• Stone and Tile Restoration
• Repair and replacement

•
•
•
•
•
•

Stain Removal
Troubleshooting
Report writing
Expert witness testimony
Slip resistance
Laboratory testing

One day will be spent in
the field examining failures.
For further information
and to register go to stone
forensics.com or contact Dr.
Fred at 321-514-6845.
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Ready, Set, Clamp!

AS

our warehouse racks
were originally laid
down in 2005, after much discussion, Solid Surface Designs
decided to pull the trigger on a
warehouse renovation. Bringing
the idea to mind was a new sales
tactic involving select promotional material. As a bonus, we
would also have the potential for
more open space and free racks
when the project was completed.
The original layout consisted of
four rows of racks, running east
to west. Our plan was to turn that
into two rows of racks running
longways, north to south. We also
wanted to have all the engineered
and natural stone fully segregated,
unlike our current layout.
We have two different styles
of racks: one style is in five-foot
sections and has tall posts that can
be adjusted in slots in the racks,
holding up to seven slabs per slot.
The second style of racks consists of ten-foot sections that are
not adjustable and hold four slabs
per slot. Our plan was to have the
engineered stone in the five-foot
sections and natural stone in the
ten-foot sections.
In the original planning, I imagined gutting the entire warehouse
and then reassembling. But after
an adequate amount of planning,
my helper, Zach Wilson, and I
realized that how we moved each
section, needed to be methodical to increase efficiency and
decrease unnecessary material
handling. After receiving the goahead from our boss, we started
by unloading 20 to 30 feet of the
five-foot section style racks, and
moving the slabs onto A-Frames
safely set to one side. We then did
the same thing to the ten-foot sections, to give us racks and space

“Use what talents
you possess: the
woods would be very
silent if no birds sang
there except those
that sang best.”
-Henry Van Dyke

Codiak San Herrell
Solid Surface Designs
to start setting up the new layout.
Working in spurts, we carefully
and efficiently moved slabs from
one rack to another. That was the
ultimate goal, when it came down
to it. It was like a checkers game
with slabs. With great communication and planning, we finished
the warehouse in ten business
days. Production and deliveries
never got postponed. And most
importantly, there were zero
major accidents!
With the slabs relocated and
their new locations scanned in,
we began installing brand new
metal A-frames. We carefully
placed and bolted them down on
the warehouse floor in an attractive layout, ready for the new promotional material being delivered
in. We also attempted to move
our photo station, but after a few
trials, we decided that its original
placement was the best spot for

Above: Solid Surface Designs’ old
slab storage system made for less
free space to extract slabs from a
rack, and increased forklift travel.
They use a slab photo scanning
and bar code system to track slab
inventory, work station seen at
center left.

quality and lighting the photos.
Rearranging any inventory,
whether big or small, will throw
you a few curve balls. And with a
warehouse of approximately 700
slabs of stone, it is not all smooth
roads. I don’t think anyone will
ever feel fully prepared for the
task at hand. And giving the goahead to begin the process is not
an easy decision.
Before you begin, try to plan
as many steps ahead as possible.

After taking a critical look at how
it is organized, and if you are willing to do the work, you can end
up with a safer, more efficient and
attractive workplace.
Codiak San Herrell is a native of Aurora, Missouri. He is
Warehouse Supervisor with Solid
Surface Designs, where he serves
on their safety and LEAN committee. Codiak is CPR / AED certified and currently working on
other certifications.

Above: New slab storage layout,
in progress. Two lanes of slab
racks gave Solid Surface Designs
safer and easier access when extracting slabs from a rack. They
were also able to separate natural
stone and engineered stone materials, making it easier to track
inventory.

Above: New layout, with A-frame racks added at the ends also makes promo materials more visible.
Below: Old layout placed infrequently-accessed thin surfacing material in the center, which blocked off safety
sight-lines, and placed slabs along outside walls where they were less organized.
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Say In Reverse

Sam Venable

TO

department. Oops, sorry!
No more idly pouring a
cup of joe at the office coffee pot, thinking there’s nobody within fifty feet, when
Mabel from human
resources—wearing
sneakers on the carpeted floor—shuffles up from behind
and barks in her
loud nasal twang,
“Hey! Did’ja leave
any?” Gaaak!
No more tripping
over a shovel or rake
as you walk backwards across the
driveway, dragging
a tarp full of leaves
and grass clippings
for the compost bin.
$#%&!Of course, there could be
one serious drawback.
Instead of simply pushing a button to activate the
head camera, it likely would
come with a password. By
the time I remembered the
hateful thing, I would’ve
wrecked two grocery buggies, slung coffee halfway
to accounting, and snapped
both the shovel and rake
handles, not to mention
tweaking my back.
Maybe some ideas are
better left alone.

Consolidation in the Stone Industry
Continued from page 12

paraphrase the
Dos Equis beer
guy: “I don’t often drive my
wife’s car. But when I do, I
enjoy reverse.”

slam on your brakes, knowing the walker or driver is
mouthing “jerk-wad!” in
your direction.
Not so with the camera.

No, Mary Ann
doesn’t object to my
operating her car.
It’s just difficult for
a guy like me, with a
wired-together spine
and knees that struggle to bend, to climb
in and out of her lowslung auto. My frame
fits much better up
high, in the seat of a
pickup truck.
What’s more, I
don’t make a habit
out of driving her car
continually backward
after I pop the clutch. Cops
tend to frown on this technique, however innovative
it might be.
But I really do like the
rear-camera feature on her
ride. A lot of new cars have
a device like this. It’s wonderful for old croaks with
stiff necks and backs (and
we know who we are) attempting to navigate in a
180-degree plane.
Perhaps you’ve found
yourself in this situation,
too.
No matter how many
times you check for approaching pedestrians or
vehicles as you creep out of
a parking space in reverse,
somebody or something
catches you off guard. You

There’s no more slowly
and painfully craning over
one shoulder, then the next.
No continually glancing at
side- and rear-view mirrors.
Instead, the camera reveals everything in the vicinity of the automobile,
moving or stationary. It
performs this task instantly,
too—exceedingly faster
than Sir Creaksalot can
take inventory of the ever-changing landscape.
I just wish I could buy one
to wear on my head.
Think of the advantages!
No more bumping into
other shoppers at the grocery store when you back
away from a tight squeeze
between grapes and asparagus in the produce

HAUK
INDUSTRIES

Department of Irony

Sam Venable is an author, entertainer, and columnist for the Knoxville
(TN) News Sentinel. He
may be reached at sam.
venable@outlook.com.

Rail Saw Fabrication System

Super Hauk-Rail Saw
10hp Monster Hauk-Bridge saw on Rails

Hydraulic Tilting Fabrication-Cutting Table

www.haukindustries.com

(407) 432-8960

So, it’s really a mix of
things that are influencing
this consolidation.”
Jon continued, “There’s
also the dynamics of consolidations in the distribution business. I’ve seen this
playing out, too, especially
with companies that are
distributing engineered materials where they need a
major brand to be successful. Companies that have
their own brand or private
label, that are not getting
national distribution, are
going to have a harder time
of marketing their products
to compete against major
brand names that have distribution facilities across
the United States. So the industries’ transition to engineered materials is affecting
and accelerating the rates of
roll-up within these distribution businesses as well.
“So are acquisitions good
or bad? Well... they are good
for companies that are not
reaching their full potential
and the employees are at
sort of a dead end, and when
you have somebody that’s
willing to come in and inject capital and modernize
the facility and get it up to
higher standards, it provides
a longer career path for
those employees. The other
positive is that if someone
needs an exit strategy and
are positioned to sell, they
need someone to come in
and buy. Some acquisitions
are done very well with good
people at the top who enjoy
working with these companies, but there are some situations where it hasn’t been
a good thing, because the
management wasn’t there
to take on multi-branch locations and make them successful. So there have been
failures and successes in all
of these situations.
“As for the future, I think
we will continue to see
consolidations. I know just
from conversations with The
Artisan Group members I
work with that there are several members looking for
these types of opportunities

that will take their companies to a different level. I
also think that consolidation
in our industry will continue
to play out, because the
money that’s sitting on the
sidelines looking for these
types of opportunities is still
there. The stone industry is
young and ripe for roll-ups,
and we need to see it stay
at this current level and not
faster.

Monica Gawet, Tennessee Marble

Monica Gawet: “I see
acquisitions as simply a
byproduct of what’s happening in the stone industry
and neither good nor bad.
There are people who want
their companies to get bigger or they see opportunities
for consolidation and being
more efficient in the market, and have the capital to
invest. I think that the most
important things to look at
in an acquisition, though,
is whether or not the accessibility of the acquired
company’s stone will be the
same or greater.
“When I came to
Tennessee Marble Company
in the ‘90s, it wasn’t a great
time in the market place and
with not anywhere near as
many fabricators who were
small or medium, and are
now larger. Today, the industry has expanded in all
those levels. This is a good
thing. What I do worry
about, however, is that there
are so many companies selling the engineered materials
along with natural stone.
That, to me, is more worrisome, only because I am a
natural stone quarry and fabricator, period! Sometimes I
see customers, be it architect or residential, walk into
a fabrication shop and say,

‘Oh, wow! I like this! How
much does it cost?’ and base
so much of their decision
on a low price. I understand
fully that shops want to offer
variety, but as a player in
natural stone, I don’t see it
as a good thing and far more
dangerous to our industry
than acquisitions. For the
consumer, though, all these
choices are fantastic, right?
More choices than ever before with different price
points, colors and durability,
but that’s different than the
question of the industry and
how we react to that.
“I don’t have my finger on the pulse of small
shops. That said, it is not
inexpensive to start a shop
if you want to just do very
simple things with simple
edges. But these days, people want different finishes
and details that are far more
elaborate than years ago,
and you need more sophisticated equipment that is
very expensive. So shops
that get bigger and more
sophisticated are a natural
progression that is driven by
a plethora of different options that are out there, and
in some ways the consumer
knows it, because they can
go on websites that show
different products that create
different expectations. Years
ago, simply having different
types of marble and granite was enough, and if you
were looking for something
specific, you just called a
shop to find what you were
looking for. But these days,
shops have a lot of pressure
on them to offer a lot of different products. So as a shop
owner, if you find yourself
not being competitive, you
might have to find yourself
a partner.
“In terms of some of the
larger consolidations, I hope
I’m seeing them make a
difference in the viability
and the life span of quarries. This to me is number
one, because if you look at
American history, an incredible amount of quarries were
not able to survive.
Please turn to page 20
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Park Industries TISE Recap

E

xcitement rang through the
Mandalay Bay Convention
Center in Las Vegas as
thousands of fabricators, builders
and designers filled the building
for the 2019 International Surface
Event. Park Industries’ booth welcomed many visitors while displaying the fierce SABERjet™
CNC SawJet and the mighty
TITAN® CNC Router.

Presentations throughout the
show. Park Industries® held five to
seven presentations each day covering topics ranging from business
strategy to financing, to programming demonstrations. Attendees
enjoyed the chance to view live
presentations and network in booth
#3825.
In other news, Park Industries®
was named ‘2018 Global Reseller
of the Year’

Park Industries® enhanced the
TISE experience with In Booth

S lippery R ock G azette
Vero Software presented the
Number 1 Global Reseller Award
to Park Industries® for the second consecutive year in a row.
Vero Software is a world leader
in CAD CAM software development producing world-renowned
brands including Alphacam. Park
Industries® is the largest distributor of Alphacam in the world. Park
Industries® is honored to have
been awarded with recognition of
this achievement.
For information, visit www.
parkindustries.com.

For the second year in a row, Park Industries® was named Vero
Software’s Global Reseller of the Year. Park experienced good
attendance at the presentations held daily it its booth.

4 ˝ Straight-Edge Flat Edge Inline
Polishing Wheels

Abrasive Technology 4˝ Straight-Edge Diamond Polishing Wheels are designed
for polishing straight edges using “C-frame” automatic machinery. The discs have
been engineered to eliminate workpiece end scratches and polish flat edges with a
premium finish and quick, high-quality results. The system includes six steps from
calibrating to final buff. It is suited for edges measuring 3/4 inch or thicker and will
provide a high gloss finish on granite.

abrasive
technology, inc.
•Designed specifically for polishing flat edges
•Used on C-Frame machinery
•Snail lock mounted for easy access
•Use on granite and marble
•Polish and yield better finish with faster results, eliminating workpiece
end scratches
•For edges 3/4” wide or wider

Call one of our knowledgeable
sales staff to learn more about the
Braxton-Bragg advantage!

•4” diameter size

BEST Brands!
BEST Guarantee!

www.braxton-bragg.com

BEST Service!
BEST Rates!

800-575-4401
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NEW in

2019

TM

WORLD BEST

BRIDGE SAW BLADES
ZENESIS Black 4
TM

The most technologically advanced pattern diamond bridge saw blade available today

ZENESIS Carbon
TM

Designed to cut the hardest materials: Dekton®, Lapitec®, Neolith®,
Petrified Wood and Geode Slabs
“Dekton” is a registered trademark of Dekton USA. “LAPITEC” is a registered trademark of LAPITEC S.p.A. “Neolith” is a registered trademark of Neolith Distribution, S.L.

Now available at braxton-bragg.com

Renovation/Restoration
Carnevale & Lohr, Inc.
Bell Gardens, California
Stone Contractor

Neptune Pool
San Simeon, California

O

riginally designed by
architect Julia Morgan,
this classically styled
pool began construction in 1924
on William Randolph Hearst’s
lavish estate and was named the
“Neptune Pool.”

After being redesigned and expanded three times during its construction, it was finally deemed
complete by Mr. Hearst in 1936.
Its basin, gutters, and alcove are
completely lined in Vermont marble and feature overlapping diamond and Greek Key patterns, as
well as marble ladders and handrails. The 345,000 gallon pool is
104 feet long and 58 feet wide
(95 feet wide at the alcove) with
over 3,000 square feet of Verde
Antique serpentine and 7,000
square feet of Olympian White
marble.
Due to damages, the pool
was drained in 2014 and after a

considerable amount of study
and planning, it was determined
that all the marble veneer in and
around the pool would need to
be replaced. Because the pool is
a National Historic Landmark, the
original type of marble, patterning,
placement, color selection, and
blending would need to be used.
Before demolition of the original cladding, 3D laser scans were
used to document the location
and shape of over 19,000 marble
tiles. Many of the curved elements
were precut on a CNC water jet
and individually numbered to ensure proper placement. The new
marble veneer was installed with
modified thinset over a hand troweled mortar bed. Extensive hand
fitting of tiles on site was required
to meet tolerances of 1/8 inch in
variance from original placement,
with joints averaging 1/32 of an
inch in width.
Hundreds of hours were spent
reviewing photos, videos and survey information to make certain
that even the smallest of details
was captured. After five months
of work, experienced masons had
restored this iconic marble pool
back to its original luster.
Please turn to page 38

sustainability requirements that
in many ways, represents a return
to the land for a city whose development history has traditionally
stood in stark contrast to its native
us.ZENESISTechnology.com
ecology.

OTHER PROJECT TEAM MEMBERS

Page & Turnbull
Architect
Sutherland Falls Stoneworks
Stone Consultant
Proctor Marble Co.
Fabrication, Carving,
& Finishing
Cali. Dpt. of Parks and Rec.
•Vermont Verde Antique•
•Vermont Quarries Corp.•
Stone Suppliers
•Custom Building Products•
Stone Supplier (setting materials)
•Trade International•
Material Consultant
•Ceramic Tile & Stone
Consultants•
Installation Consultant

STONES
Antique
Call one of our knowledgeable sales staff toVerde
learn
moreserpentine
Olympian White marble
about the Braxton-Bragg advantage!

JURORS’ COMMENTS
“Photography portrays a great story of
restoration. It had me at the ladder.
The definition of restoration work”

(•NSI Member Company•)
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Consolidation in the Stone Industry
Continued from page 17
My conclusion has always been
that they didn’t invest in new technology and didn’t take capital and
reinvest it into their company.
“These days, with larger consolidations, there is a great focus on
efficiency and the expansion and
the availability of North American
stone, and to me there is nothing better than this for American
quarry operators.
“In closing, as an industry, we
should constantly be asking ourselves what are we doing well
and what are we not doing well.
I think right now we are on very
good footing to continue to hold
our ground for the use of natural
stone and can expand on it. I say
that because there is a tremendous amount of production capability and capacity in America.
What concerns me, however, is
that there are so many alternates
to natural stone, and that is the
big threat to us. We have to find
ways to be competitive and differentiate, because our stuff is going
to cost more than the man- made
stuff, and the buyer needs to see
the benefits of that higher cost.
Natural stone has sustainability
and aesthetic advantages, and is
very friendly to the environment.
If these benefits can be taken advantage of, I think that we will be
able to increase our market share.”

Gregg Sadwick, Premier Surfaces

Gregg Sadwick: “In the context of companies, there is the
supply side and the demand side.
On the supply side, I think you
have a lot of fabricators, such as
our company, that were started 35
or so years ago. They are wonderful companies that now need an
exit strategy that they did not plan
for. On the demand side, there’s a
lot of money on the sidelines and
people that are looking to put that
money into any industry that looks

appealing. So, it is an interesting
time for the cross sections of supply and demand. You have people
who want to get out, and people
who have the money to get in. This
is one of the bigger driving factors,
and when an investment company
starts looking at companies, some
of these owners are more ready
to sell, and all of a sudden are
thinking, ‘Oh, gee whiz, I gotta do
something. I don’t want to be the
odd man out because I didn’t get
out when I should have.’
“So, I think that this excitement, if you will, has also precipitated some of that. Do I think
that these mergers and acquisitions are a good thing? Yes! I
think it’s healthy and good for the
market, and very similar to what
we are doing at Premier Surfaces
Northeast where we are collectively figuring out ways to do better, and that’s good for the market.
Solid competition should be lowering prices, and that’s going to
lower our costs, and we will be
more affective.
“As for how it affects the employees, when you’re buying a
company; the team has to be intact, and if it isn’t, what are you
really buying? What you are really buying is all those intangibles
that come with the people, not
the equipment, and if you are just
buying the equipment, you might
as well do a startup.
“I also get the part of negative
attitudes by employees, but when
I came to this company, one of the
first things I told them was that
nobody has to worry about losing
their job other than me! If we are
not performing, they are not going
to shut this place down. They are
going to get someone else who
knows how to run the darn thing,
and that’s the truth! So a lot depends on who is coming in and
how they handle it. The people
here knew I was a local guy and
not just some plant by corporate.
I also think it generally helps the
employees and provides them
more opportunity. This cross pollinating of companies allows people, who have seen only one way
of doing things for many years, the
ability to see that there is another
way of doing things, and this collaboration improves their skills.
“So you lose the family atmosphere of the company? Well...
In our instance, we’ve kept the

leadership local in all divisions.
We are not answering to an unknown face five states away. We
have to keep a local presence,
because our customers are all relationship-based, and we need to
maintain those relationships at a
local level and not distant. Those
customers still want to know that
they still have access to a local
leader.
“One other advantage to private
equity coming in to mergers and
acquisitions, in our case, is that the
seller of our company had what he
needed, but may not have been as
aggressive as private equity tends
to be. What he had done in the
first 35 years may have worked
very well, but as the market was
changing, he didn’t want to deal
with it, because he had been there
and done that and could have been
an inhibiting factor. I’m not saying
that it was, but there’s the potential for this to occur, and in private
equity we don’t have that luxury.
We have to continue to grow the
business for everyone and provide
opportunities.
“As for the future of acquisitions in the stone industry, I see
it growing. I think that the advantages we are seeing with our
team make it so much stronger
at the local level. I see that as the
technology changes and as more
OSHA rules come out, it’s going
to be tougher for the smaller guy
to succeed. Additionally, customers’ expectations are changing.
Everyone wants better and better service. Some of the things
that we are doing here with the
Premier Surfaces team are developing technology tools that make
our information flow better from
templating to installation, and
smaller players don’t have the
ability or capital to do that. Also,
the new tools and equipment that
are coming out are going to be expensive for some of these smaller
players, but with a private equity
group behind them that’s willing
to throw in capital, we are going
to see more of it, to be frank.”

Tony Malisani Receives
2018 Person of the
Year Award

T

ony Malisani (Malisani,
Inc.) has been named the
Natural Stone Institute’s
2018 Person of the Year. The
Person of the Year Award is
presented annual to an individual who has provided extensive
support to the association’s executive team during the year.
Malisani is a true stone industry ambassador. He has been a
champion for the industry, serving on delegations to Marmomac
and the Xiamen Stone Fair,
speaking at Coverings and
StonExpo, and participating
in countless membership outreach meetings and education
seminars. Malisani has offered
innovative changes to the association’s Stone Industry Education
Series, and has worked tirelessly
to advance education for fabricators with an emphasis on building business skills. In his role as
a membership advocate, he challenges stone companies around
the world to “help us pull the industry forward.” That sentiment
describes his passion for the
leadership position the Natural
Stone Institute has in making a
difference in the industry.
Natural Stone Institute CEO
Jim Hieb commented: “Tony
could have stopped contributing after his term as president in
2014. However, he continues to
provide support, advice, encouragement, and feedback not only
to me but several staff members.
He made every attempt to support us whenever possible.”

Tony Malisani had been named
NSI’s 2018 Person of the Year.

David Castellucci, 2017 Person
of the Year, agreed, commenting:
“Tony is a model association
volunteer as a speaker, attending
trade shows, on committees, and
as a role model and mentor. More
than that, Tony is the best friend
you could ever hope to have.”
Tony isn’t done contributing. In 2019 he will lead three
stone summits through the
Stone Industry Education Series,
champion an effort to update
the Dimension Stone Design
Manual, and serve as a volunteer
on two trade delegations.
To learn more about the
Person of the Year Award, visit
www.naturalstoneinstitute.org/
personoftheyear.

© MARK ANDERSON. www.andertoons.com

So, is consolidation in the stone
industry good or bad? Well...
you’ve heard the opinions. You
be the judge. What all our industry veterans agree on is that
you better have top-flight service
to go with increased size and
capability.
“I’m gonna be honest with you; I have no idea
what the hell is happening here.”
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Countertop & Floor
Protection Film
Fiberglass
Rodding

DEN
Our Viper Den Will Take a BITE Out of Your Next Project
The Viper Den makes it easy to add all of the necessary fabrication and
installation accessories to your next order.
Our extensive line of accessories includes not only the vital fabrication
needs like blades, core bits, and diamond pads, but also the small but
important stuff like tape, protection film, boots, gloves, safety glasses,
stir sticks, and more. The Viper Den one-stop shop has you covered.

Silicon Carbide
Grinding Wheels

Heavy-Duty
Aprons

Non-Marring
Masking Tape

7-Step Granite Wet
Polishing Pads

Hearing
Protection
Ear Muffs
Stirring
Sticks

Side Protection
Core Bits

Viper
Blades

Epoxy
Mixing
Cups
Safety Glasses

Steel
Razor
Blades

Stone Fabrication
Sleeves
ChemicalResistant
Gloves

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
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“Iron rusts
from disuse;
stagnant water
loses its purity
and in cold
weather
becomes
frozen; even so
does inaction
sap the vigor
of the mind.”
—
Leonardo da
Vinci
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Ronnie Benton Joins Diamut America’s
Stone Division as Southeast Area
Product Manager

D

iamond tool manufacturer Diamut, which
became part of Biesse
Group in 2002, has announced the
appointment of Ronnie Benton as
Southeast Area Product Manager
serving the states of Georgia,
Alabama, South Carolina and
Florida.
After more than 30 years of

advising and collaborating with
customers who work with stone,
Benton is bringing his talents,
experience and stone industry expertise to a company dedicated to
serving its North American customers closer to home. The news
that Benton has joined the Diamut
team comes after the company announced a $3 million expansion
at the Biesse Group Campus in

Charlotte, starting with the new
tool redressing facility that began
operation last fall. He will be responsible for developing sales
strategies, working with distributors, and assisting with direct
sales, sharing his expertise in
finding and selling tools.
“We are very excited to have
Ronnie on our Diamut team.
His sales experience in the stone

industry will help us better serve
our end-users and distributors,”
said Peter Hauser, VP of Sales
Diamut America Stone Division.
“We are looking forward to continuing to grow our business with
Ronnie and our new redressing
and manufacturing facility here
in Charlotte. Our ultimate goal
for 2019 is to help more companies get the best ROI on their
tooling and increase their production while maintaining the highest
quality in their operations.”
For more than 30 years, Diamut
has manufactured a complete
range of diamond tools for working stone, glass and synthetic materials, designed for use on the
majority of the machines on the
market. In recent years, the variety of products Diamut offers
has expanded to include tooling
for machines ranging from CNC
routers to inline and 5-axis machines, as well as edge polishers
and bridge saws.
Visitors to Coverings19 can
meet Benton in person and ask
questions about tooling solutions.
Look for Diamut in Booth 3377.
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Real World
Animal Control

AN

Indiana town marshal wielding a
chain saw rescued a horse that
became wedged between two
branches of a tree trunk in dangerous subzero cold.
Winfield Town Marshal Dan
Ball says the horse somehow
became stuck in the multitrunked tree one Wednesday
morning in the town about 15
miles (25 kilometers) south of
Gary.
He told The (Northwest
Indiana) Times that he feared
the horse might die because it
collapsed at one point and was
growing weak with the temperature hovering near minus
20 degrees (minus 28 Celsius).
But when a neighbor brought
a chain saw to the scene, Ball
braved the frigid conditions
for 45 minutes to cut away
branches until the horse was
able to pull free.
The horse then managed to
walk back to its barn and eat
breakfast.
——

A

uthorities in India’s most
populous state have been
ordered to bar code stray cows
and use vacant buildings to
shelter them in response to
farmers’ complaints that the
closure of slaughterhouses has
created a menace of crop-destroying, free-range cattle.

Now available at braxton-bragg.com

An order by the Hindu nationalist-led Uttar Pradesh
state government also says
that officials should use radio
frequency identification technology to scan the tags to help
keep track of stray cows.
Since the ultra-conservative
government began closing
cow slaughterhouses in 2017,
many farmers have abandoned their cattle, unable to
continue feeding them after
they stop producing milk, creating a crisis for farmers and
town-dwellers, as well.
Slaughtering cows is banned
in parts of predominantly
Hindu India, including Uttar
Pradesh state. Cows are considered holy by Hindus.
Please turn to page 33
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Who’s Next?

F

or the last decade, if not
longer, there has been
a lot of hoopla over the
Millennials. You know, those
people born between 1981 and
1996, which makes them anywhere from 23 to 38 years old.
We have attended seminars on
multi-generational workplaces
and how to make them work.
Boomers don’t understand them.
Bosses struggle to figure out
what makes them tick. Surveys
have been taken, books and blogs
written and company policies and
programs have been reviewed, all
to deal with “The Millennials.”
Well, guess what? The
Millennials are no longer the
ones to be stressing about. Gen Z
(iGen, Gen Tech, Gen Wii or Net
Gen, depending on who you talk
to) is now coming onto the scene.
The oldest ones are 22, fresh out
of college or trade school, and
looking to make an impact in the
work force.
So what exactly do we know
about Gen Z? They are mobile.
Over 20 percent of Gen Z had a
smartphone by the time they were
10. They grew up being mobile
and connected. Their parents are
tech savvy, and Gen Z is even
more so. They grew up playing
with their parent’s cell phones
and tablets before they got their
own. My young Gen Z grandson
was at my house last week, and he

Sharon Koehler
Artistic Stone Design
fixed my brand new tablet. I tried
for days to fix it and couldn’t.
Neither could my roommate. He
asked if he could play with it. I
told him it was broken, and how
it was broken and that I needed to
take it somewhere to get it fixed.
A few minutes later he brought
it to me in the kitchen and said
“Here, grandma, all fixed.” What
can I say? I let him play with it.
Gen Z can multitask exceptionally well. They have grown up
in an ever changing, fast-paced
tech environment, where things
change in the blink of an eye.
They can text, talk on the phone,
watch a You Tube video and type
a presentation all at the same time
and not blink an eye.
However, these multitasking
skills do come with drawbacks.
Gen Z has the shortest attention
span of any generation, about 8
seconds. (A goldfish has a longer attention span.) To be fair,
that doesn’t mean they work 8
seconds at a time. It means you
have about 8 seconds to grab their
attention. Once you grab their attention they do have the ability
to focus on projects, outcomes or
anything else you need.
Gen Z does want to work hard,
learn and do a good job. They
are very interested in their own

financial futures. The oldest ones
were growing up during the 2008
financial crisis and watched a
lot of people struggle, including
members of their own families,
and they witnessed a lot of longterm after effects. In a recent survey, over 30 percent of Gen Z
said they wanted to start saving
for their retirement in their 20s.
That is great financial planning.
Now, admittedly, I am a
Boomer. I have always lived by
the adage, “If your boss isn’t
talking to you, everything is fine.”
Not that I am not on good speaking terms with my boss, it just
means everything is fine, keep
doing what you’re doing. Gen Z
doesn’t feel that way. They grew
up in a world of reviews and constant, instant feedback. They want
this from their supervisors as
well. They always want to know
how they are doing. Not just the
good, but the bad and the ugly, as
well. They want a constant line of
communication between themselves and their managers and
bosses. This may be difficult and /
or exhausting for some managers
– especially if they are not used to
this kind of constant interaction.
Another possible drawback to
Gen Z is their social skills. True,
Gen Z is very global. They have
a lot of different friends and they
have developed a very diverse,
cultural environment for themselves, but a lot of that interaction is screen time. Snapchat,
Instagram, Twitter, etc. are
their communication platforms.
Plus, they grew up in a world of
YouTube, emojis and abbreviations that go far beyond LOL,
BRB and EOB. The good news
here, again, is that they want to
learn and do a good job. They are
easily teachable, and because the
environment they have created
for themselves is so diverse, once
they get the hang of it and feel
comfortable, they will probably
bring some things to the table you
never thought of.
Gen Z is young, energetic and
the most tech savvy generation of
all time. What will you let them
do for you?
Please send your thoughts on
this article to Sharon Koehler at
Sharon@asdrva.rocks.

Select Interior Concepts
Acquires Summit
Stoneworks in Buda, Texas

S

elect Interior Concepts
(SIC) is proud to announce
the purchase of Summit
Stoneworks, a leading stone
fabrication company based in
Buda, Texas. This acquisition,
completed on August 31, 2018,
allows SIC, a building products
and services company located in
Anaheim, California, to expand
its services into the highly lucrative and desirable Texas market
for long- term growth and future
expansion nationally.
As a result of this acquisition,
Residential Design Services
(RDS), a SIC subsidiary and
major player in home design services across America, will have
an ever stronger presence in this
region, explains RDS President
Kendall Hoyd. “Summit
Stoneworks currently serves San
Antonio and Austin, Texas, a
market that we at RDS are currently looking at with a two road
strategy. One is to expand nationally by acquiring ‘best in class’
companies in market areas that
we are not currently operating in,
and the other is to grow in three

basic ‘cool’ product areas which
are flooring, countertops and cabinets. We were attracted to these
types of companies, because as
we got to know their owners and
founders and their operations,
we just became more impressed
by the way they are run, the efficiency with which they operate,
and the strength of the relationships with some very ‘blue chip’
customers. So we thought that
with our management team and
track record, that we could bring
RDS’ resources to the Austin and
San Antonio, Texas market and
leverage a successful and rapidly
growing operation.”
Since
2006,
Summit
Stoneworks, a respected member
of the Artisan Group, has been
focused on countertops, and they
are extraordinarily good at fabricating granite and engineered
stone for large production homebuilders. They also have a little
bit of a flooring operation but no
cabinets. As a result, this partnership with RDS is a strategic advantage for Summit Stoneworks
explains President, Brandon Self.
Please turn to page 25
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Select Interior Concepts
Acquires Summit
Stoneworks in Buda, Texas
Continued from page 24
“It provides a huge opportunity
for us to grow our existing countertop business with additional
capital and expansion plans, and
to be able to grow in other markets in Texas. It also allows us
to strategically bolt-on an all-inone package of other products
like cabinets and flooring which
our builders are in need of, especially when it comes from a
trusted supplier that they currently purchase from. We’ve also
added design services that RDS
specializes in, and those are a lot
of products that can benefit our
builders. It reduces turnaround
time, reduces communication
issues in the trades, and because
we are the ones communicating
with each other, it also has some
cost savings that could be realized for the builder by bundling
those services. Finally, we have
some amazing people at Summit
Stoneworks, but being a smaller

company, people sometimes max
out, and we saw a huge opportunity for our employees to continue to grow in their careers. So
we saw this very strategically
from our side.”
At the moment, the benefits of
this partnership are fairly local
for RDS, because there needs to
be a concentration and collaboration of material supply and labor
for installation, continued Hoyd.
“This is step one for Summit
Stoneworks as they consolidate
market share and grow to the levels that we hope they do. At that
point, then, certainly, we’d like
this to be a model that we can replicate in other parts in the country.
So what we intend to do is leverage their expertise with our flooring teams that we’ve had in place
for thirty years, and our cabinet
teams that we’ve had in place for
twenty years as well as our nationally based supply chains and
source relationships. These are

things that we can bring to bear
that offer Summit Stoneworks
two distinct opportunities to
strengthen their relationships with
their customers. The first is that
Summit Stoneworks can grow
and add capacity and bring more
market share due to their excellent
performance just in countertops.
The second is that a lot of their
customers have expressed a lot of
interest to us in consolidating the
purchasing of interior products,
cabinets and flooring, and very
interested in us offering these in
a package. So we are working on
bringing these two growth strategies to bear right now. There is,
however, a lot of work to do to
bring these additional products
to the Summit Stoneworks organization, but after that, a couple
of years past that, we have a few
projects on the drawing board to
bring technology to the design aspect of Summit Stoneworks.”
For more information about the
companies mentioned in this article, go to:
www.summitstoneworks.com
www.selectinteriorconcepts.com
www.resdesign.com

Braxton-Bragg Expands
Outside Sales Presence
in West Coast, Pacific
Northwest and Central U.S.

A

fter many years of
emphasis on inside sales,
Braxton-Bragg is beefing
up outside sales by hiring Joe
Torres as West Coast Regional
Sales Manager, Jackie Hoffman
as Pacific Northwest sales consultant, and focusing long-time
employee and vice president of
business development Bill Hickey
on the central United States.
“We support our fabricator
partners by providing exceptional
value, sharing best practices to
assure efficiencies and conducting regional events that help us
grow together,” said Rick Stimac,
Braxton-Bragg CEO. “Enhancing
our outside presence in the market, allows us to extend our bestin-class service to the customer’s
shop floor, assuring customer delight, which is our primary goal.”
Torres brings Braxton-Bragg

Joe Torres, West Coast
Regional Sales manager for
Braxton-Bragg

years of CNC, stone, tile and concrete tooling, sales experience
with stints at Diamut, GranQuartz
and Hard Rock Tool.
“We are committed to world
class customer service, and Joe’s
track record and customer following reflects the same values,” says
Stimac, Braxton-Bragg CEO.
Please turn to page 33

Get Seamless Seams on White Material
NEUW
CT!

PROD

Braxton-Bragg is expanding the
Stone Shield adhesive line with the
addition of a high-quality Vinyl
Ester adhesive.

With the current kitchen trend of using lightcolored stone, this translucent vinyl ester
adhesive provides superior color matching,
and is designed for a stronger bond.

Call one of our
knowledgeable sales
staff to learn more
about the Braxton-Bragg
advantage!
BEST Brands!
BEST Guarantee!

www.braxton-bragg.com

BEST Service!
BEST Rates!

800-575-4401
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Premier
Surfaces

Commercial project for New Era
Field, home of the Buffalo Bills,
includes hard-wearing quartz
tops for the sport commentator
area and private boxes.

Continued from page 7

The Company With a
Volunteer Spirit
So what does a company do
when you’re not fabricating 30
kitchens per day? You build camaraderie, said Sadwick. “We
just had 15 employees volunteer
to help with the Special Olympics
(for athletes with intellectual disabilities). I share that, as it was an
enthused group of employees giving up a Saturday to do something
for the community. Other employee engagement opportunities
include 25 runners in the Chase
Corporate Challenge Road Race,
where 10,000 runners from companies get together as a fundraiser
run held by JPMorgan Chase. We
also had a group of 20 meet at our
local Zoo for their fundraiser at
their summer ZooBrew, as well as
an afternoon last summer to build
some camaraderie for a company
volleyball tournament. So, we are
not all work and no play.”

Forecast for the Future
“We have the best reputation
in western New York, and that’s
because of the people who have
made it that way. Everyone is
very aware of what collectively
this team can do relative to our
competitors and relative to what
the market is looking for. Mitch
and Mark Makowski did a great
job building this company, but
it couldn’t have been done without the hundred or so people
behind them. They take pride in
what they do, and success breeds
success.
“Furthermore, because of our
equipment, we have a lot of

capacity, and my goal is to improve our productivity within
that capacity. To accomplish this,
we will be focusing more on our
home builders and multi-family
commercial work than we have
in the past. The neat thing about
working within the Premier family is that others are doing some
things that are making them more
productive than we are, and we
are taking on those concepts to
improve our productivity.
“At the moment, one of those
members is way ahead of us when
it comes to metrics and computerization, and we are actually in
the process of ‘borrowing’ their
processes so we can measure our
metrics more affectively, and use

our Moreware system more affectively. Our efficiency in using this
software is good, but frankly, they
are using it better, so why not get
better by just borrowing knowledge from our teammates?
“If I can quote our CEO, ‘Stone
fabrication is the ultimate team
sport,’ and I’m on one great
team!”
For more information, please
visit www.premiersurfaces.com.

See also the interviews
beginning on page 12,
and read Gregg Sadwick’s
contribution to the article
Consolidation in the Stone
Industry, where we explore
the complex issues surrounding consolidation, acquisitions and mergers in the
stone industry.

A recent Niagara University
project (shown in progress)
included a refit of solid surfaces
throughout Clet Hall. Above and
left: cafeteria installation of a
long, curved bench barrier separating seating and the serving
line, and the tray return area.
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Now available at braxton-bragg.com
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The Stone Detective

Frederick M. Hueston, PhD

INTRODUCING A NEW LINE OF PRODUCTS

The Case of the Protection Racket
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Call 1-800-575-4401 or Order Online
www.braxton-bragg.com

had just returned from my afternoon
ride on the Harley. Got to love the
early Spring here in Florida. There’s
plenty to look at, so I try not to look at
my phone while I’m riding. I have a rule
of never talking on it while riding, either,
even with a fancy headset.
I could tell it had been ringing, though.
When I got off the bike, I noticed I had
seven missed calls! I opened up my recent
calls and noted that all the calls were from
the same number, so I figured this must
be important. I also noticed that there was
only one voice mail from that same number. I took off my helmet and headed into
my office to listen to the voice mail and
heard to the following:
“Mr. Stone detective, this is very important. I need you to call me as soon as
you get this message. I have a problem
with some stone that was installed on the
façade of our building and it is getting
darker and darker. Please call me.”
The caller was female, with a smoker’s gravely voice. She sounded a lot like
Nina Blackwood from the old VH1 channel. I image only you older readers will
know who I mean. Wow, now I’m starting to feel old –LOL! I returned the call
and discovered that the building was only
a few hours away, so I arranged to do an
inspection of the building the next day.
The next day arrived and it looked like
it was going to be another warm, sunny
day so I decided to take the Harley. Of
course, I stopped to have a cup of Joe and
flirt with Flo before heading off.
I arrived at the address in the late morning. The building was only a three-story
structure, but was clad in a beautiful,
grey granite. I immediately noticed that
90 percent of the stone had a dark, wet
appearance, as if it had just rained. The
odd thing was that it hadn’t rained here
in over a week.
I headed toward the entrance and before
I reached the door, a tall, thin blonde exited the building, headed right for me. She
had one of those long cigarettes hanging
out of the corner of her mouth and I knew
the minute she spoke that she was the
lady on the phone with the gravely voice.
“You must be the Stone Detective. I
looked you up on your website.” She
extended her right hand and at the same
time she removed the cigarette from her
mouth. She tilted her head back and released a huge plume of smoke. No wonder her voice sounded so rough.
She told me that the stone was recently
cleaned, and several months after the

cleaning the dark
areas started to
appear. I told her
I needed to perform some nondestructive testing and
that I would need
to talk to the contractor who did the
cleaning. She said
OK as she coughed
on another puff and
walked back inside.
I took out my
moisture meter
and placed it on the
stone, and it was soaking wet! So, my next question was, why was it still wet after several
months? It should have dried by now!
This was going to require some detective
work, I thought. Ms. Blackwood returned
just as was about to take some photos
and handed me a business card with the
contractor who cleaned the building. I
thanked her and called the contractor.
The contractor told me they used a mild
neutral cleaner and allowed the stone to
dry for several days before they sealed it.
“Wait a minute,” I said, “you sealed it?”
I asked what they used, and he told me
a standard impregnating sealer. I knew
right away what the problem was. The
following is what I wrote in my report to
Mrs. Blackwood.
When stone is exposed to unregulated
humidity and temperature fluctuations,
like it would in an outdoor environment
or in a shower, the air contains vapor in
what we know as humidity. Temperature
along with humidity can result in condensation as well.
Most of the impregnators on the market
today are breathable. This simply means
that the stone will be protected from water
entering the pores of the stone in liquid
form, but will allow water vapor to pass
through.
In wet environments, vapor can be
present for several reasons: rain, high humidity, temperature fluctuations, steam,
etcetera. Since these impregnators are
breathable, this vapor can easily penetrate
into the stone. One would think that this
is a positive feature. The fact is that once
the vapor enters the stone it can condense
and become a liquid.
Since impregnators protect against
water in its liquid phase it becomes
trapped within the stones pores and will
not escape until it evaporates, or in other
words, turns into a vapor.
Please turn to page 29
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Stone Detective
Protection Racket

Continued from page 28
Once this water becomes
trapped it can result in all
kinds of problems. Stones with
iron content can begin to oxidize, natural salts within the
stone can become dissolved
and cause pitting and spalling.
Aesthetically, the stone will appear darker since it is constantly
wet.
I have seen this problem numerous times when stone is exposed to this condition. I have
even seen this problem occur
in showers, especially shower
floors.
I told her it would eventually
dry out but was going to take a
while. I also told her the next
time the building is cleaned not
to seal it. In this case no protection should be necessary.
Stay tuned for a detailed article on this subject and the
results of some testing being
conducted on sealers in wet
environments.

HYS2 – Hyper Speed Solution
HYS2 tooling marked a revolutionary turn for Diamut,
drastically increasing CNC feed rates and improving
production. Constructed of premium materials and with a
high-performance bond and diamonds, HYS2’s can reach
an impressive 500”/min on the 2nd & 3rd diamonds, well
above the promoted average feed rate of 270”/min.

The Stone Detective is a fictional character created by Dr.
Frederick M. Hueston, PhD,
written to entertain and educate. Dr. Fred has written over
33 books on stone and tile installations, fabrication and
restoration and also serves as
an expert for many legal cases
across the world. Send your
email comments to fhueston@
stoneforensics.com.

Toll Free 800 575 4401
www.braxton-bragg.com

YOUR PREFERRED NATIONAL DIMAUT DISTRIBUTOR

GIVE NEW LIFE TO A WORN TOOL!

Redressing service is now available at our Charlotte N.C. location.
The success of a well-performing machine depends on the performance of
the point of contact between machine and material: the tool. Keeping tools
honed to the most precise standards so they perform like new is key to the
power behind our technology promise.

Love is the most
important thing in
the world, but baseball is pretty good,
too.
–Yogi
Berra

You Better Think Twice

Fall River police tell the Herald News the
woman walked into the Fall River Municipal
Credit Union one Monday afternoon and apolice in Massachusetts are looking for a proached a teller.
Police say the woman hesitated, told the teller
woman they say intended to rob a bank but
got cold feet and left without a confrontation or “give me a minute,” and went to a counter and
wrote on a piece of paper.
a penny of the bank’s money.

P

But the would-be robber possibly had second
thoughts, ripped up the note, dropped the pieces
in the trash and walked out.
Bank employees pieced the note together and it
said: “Give me the money.”
Anyone who recognizes the woman in surveillance images is asked to contact Fall River police.
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The Slippery Rock Classifieds
Classified Ad Guidelines
Ads not meeting guidelines will not
be published.

• We are again offering FREE online
and print line ads for 2019! Ads
may be renewed or discontinued by
contacting the Slippery Rock Gazette via
email or fax at 865-688-2076.
•To submit a print or online classified
ad, use the online form at www.
slipperyrockgazette.net/listingform

– you will be sent a confirmation
email. Send other ad inquiries to
the editor, Larry Hood, at lhood@
slipperyrockgazette.net.
•Maximum of 70 words or less per ad.
All classified ads must be typed–No ads
taken over the phone–No exceptions.
•Please review all your ad info before
submitting – The Slippery Rock is not
responsible for ads submitted with the
wrong contact info or content.

2019 Classified Ad Deadlines
Issue
May 2019
June 2019
July 2019

For Sale
Abaco 5 Bag Dehydrator. 2008
Abaco Dehydration system. Very good
condition. Low usage. Original pump
never used. $2750. Call Ron (757)
867-7526, RMBurke@outlook.com.
___________
Park industries Cougar saw. 2003
Park industries Cougar bridge saw.
$9,000 firm. Cuts real good. Contact:
Pieri Tile and Marble, 985-778-4811,
Redshpper@hotmail.com.
___________

Ad Submission Deadline
Wednesday, March 27, 2019
Wednesday, April 24, 2019
Wednesday, May 22, 2019
Stone Fabrication shop and equipment. Honolulu, Hawaii. That’s right,
your opportunity to be in Paradise.
4,000 sq. ft. turn key shop for sale.
Take over lease or move with all the
equipment. Marmo Meccanica bridge
saw and numerous hand tools, hydroplane routers, everything you need
for basic and CUSTOM fabrication.
Looking to retire - fast sale 65K /
offer Hawaii construction is solid year
around, more work than you would be
able to handle. Pictures upon request.
808 382-3489, tgahawaii@gmail.com.

Business Opportunities
How Many More Sales Do You
Want This Month? Let’s partner up
and grow your business. We have been
helping granite fabricators since 2009
go from commercial to build a direct
to consumer marketing channel. With
over 20 million in countertop sales at
this time, we will help you Sell More
Granite. Call 877-877-1916 or visit
www.FireUps.com for more details.
_____________
Fabrication Facility For Sale or
Lease. Fully operational, high capacity
facility with all equipment including
delivery vehicles. Perfect for company
interested in expanding into a vibrant,
growing market in the Philadelphia
area. Email: aham1924@comcast.net.
___________
Fabrication shop owner retiring
after 45 years. Equipment includes:
Superior bridgesaw, radial arm
polisher, forklift, 2005 Ford F-250
(75k miles) with boom & A-frame,
misc. power tools, compressor, etc.
Great location in Atlanta, northside.
Established customer base, selling as
complete business. Contact James
L. Stack, 404-633-2122, jlstack2@
bellsouth.net.
___________

Readers Please Note:
The information contained in our
Classifieds section is provided by
third parties and not an endorsement
of particular products, companies or
employers. The SRG encourages all
interviewing employers to carefully
conduct prescreening of all prospective employees, and purchasers of used
equipment are encouraged to use caution and common sense.
®

Granite Fab Shop/Showroom For
Sale. Interested in expanding into the
Rochester, MN area? Great established
9-year granite shop/showroom for sale
including all equipment. Rochester,
MN is a great, growing market and
expanding daily. Looking to sell for
retirement. 507-261-3492, aliceajulie@yahoo.com.
___________

Services
****
ONLINE
STORE
STEEL GRATES - TRENCH
DRAIN SYSTEMS - TRENCH
INSTALLATIONS - MACHINE
FOUNDATIONS - CONCRETE
STRUCTURES **** We have a
variety of trench drain products, steel
grating, and other construction products. ROCKCRETE USA has served

CNC / Machine Techs Wanted
Braxton-Bragg, LLC is looking for experienced CNC and machine techs
to increase support to our growing CNC and large equipment program. Will
train. Job responsibilities include travel to support installed machines in the
U.S. and Canada, and CNC tool set up. Required: Field experience in machinery
repair, excellent communication skills and strong desire to provide the highestlevel customer service. Email resume to m.maples@braxtonbragg.com .

Sarasota, FL Company Looking for Personnel
Company in business for 50 years is looking
for fabricators, installers and coordinators.
Excellent benefits, aggressive salary, medical
benefits, vacation time and sick time.

Call 941-955-9536 or

email johneuromarb@aol.com

Buy factory direct. We ship all over the U.S.

TOUGH TOOLS

Writes on
Most Surfaces

. Metal . Plastic
. Rubber . Glass
. Wood . Stone
. Wet . Oily Surfaces
and much more!

Buy from the #1 U.S. source for White Thassos since 1988! We
produce the whitest Thassos available in slabs, 2cm, 3cm and
tiles 12 x 12, 18 x 18 and 24 x 24, with over 150,000 sq. feet in
our Houston warehouse.

Call for more information
T. 713-521-1414
1-877-815-1414 (toll-free)
F. 713-521-2206

METAL, GRANITE & MARBLE

1-800-851-8464

Call For
FREE
Samples

Training: Stone and Tile Troubleshooting / Inspection Seminar
The popular stone and tile troubleshooting
inspection seminar is coming to Florida,
June 17-20, 2019. Class size is limited. For
further info visit www.stoneforensics.com,
call Fred Hueston, 321-514-6845 .

Thassos White Marble

PAINT MARKERS

FOR USE
IN ALL
FABRICATION

the Granite Industry since 2005 all
over the US and Canada. We pride
ourselves in effectively providing high
quality products at wholesale prices.
Call us today, 404-543-0446, or visit
us at www.RockCreteUsa.com.
_____________

METAL TIP

2502 Dunlavy • Houston, Texas 77006
www.eurostonemarble.com

Become a Stone & Tile Inspector
Stone Forensics is now offering its
popular Stone Inspection Seminar
as an affordable, self guided PowerPoint presentation.
Take Dr Fred’s Stone and Tile Inspection course and learn how to
take your skills to the next level as
a certified stone inspector. Evaluate
installations, understand crack propagation, troubleshoot failures, learn
problem solving for stain removal,
efflorescence, lippage, and more.

IGLOO 120
640 X 450

•132 TON SPLITTING FORCE
• 25.2” BLADE LENGTH and 		
17.72” SPLITTING HEIGHT
•15 KW PUMP UPGRADE 		
PRODUCING BLADE SPEEDS of;
• 6.39” PER SECOND DESCENT 		
and 7.17” PER SECOND RETRACT
•TESTED and PRESSURES SET 		
PRIOR TO SHIPMENT

(518) 499-0602
ApexEquipIntl@Aol.com

www.ApexEquipmentInternational.com

Troubleshooting
pitting and spalling,
moisture and rust
damage will be
covered in Dr. Fred’s
4-day, in-depth
class.

• Learn physical and chemical
testing, troubleshoot problems
• Earn Up to $300 per hour
• Includes class manual & three
technical calls to Dr. Fred

Call 321-514-6845

Visit www.stoneforensics.com
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The Slippery Rock Classifieds

The Slippery Rock Marketplace

Seeking Regional Sales Managers
Laser Products Industries (LPI), a leader in digital fabrication
solutions, is currently looking for Regional Sales Managers
in various territories to join our team. If you are highly motivated with excellent sales and communication skills along
with a strong desire to learn, we are looking for you! This
position allows you to set your own schedule with the ability
to control your compensation with salary and commission.
Must have minimum of 5 years industry sales experience, the
ability to seek, close and service customers in your territories
with the expectation of 60-75% travel.

Since 1933...

the original and
most trusted seam
adhesive

AKEMI for over 80 years is your leading partner for
filler and adhesive systems based on polyester and
epoxy resin. Our products are used worldwide by professionals in the stone processing industry.
www.akemi.com

www.wilsonsaws.com
Manufacturing Stone Processing
Equipment Since 1982.
706-213-6725

Please submit your resume to Tammy Rehbock at
Trehbock@laserproductsus.com .

STORAGE
FABRICATION
TRANSPORTATION

Braxton-Bragg’s 25th
Anniversary
2019
Product Catalog is now
available with all the
best stone and concrete
tools, supplies and new
equipment, and also
offers a full range of
fabrication tooling and
installation accessories
for stone and tile shops.

www.groves.com | P: 800.991.2120 | sales@groves.com

A WHOLE OTHER LEVEL
OF PERFORMANCE

Call 800-575-4401 for New Vinyl Ester

CALL 800-575-4401

www.saxstonecarving.com

19

th

us.zenesistechnology.com

505.579.9179

annual

Available at www.braxton-bragg.com

The Most Advanced Polishing
System Since…EVER!
Introducing the Elipse Polishing System with
exclusive TrifectaMate Technology ™ and
revolutionary Elipse Backer Pad

Used by 11 out of 12 fabricators of the year

www.braxton-bragg.com

Session I June 22-28
with Joseph Kincannon

We produce durable, easy-to-use stone
processing and handling equipment that
will help the stone fabricator increase
production while decreasing costs.

Session II August 10-16
with Nick Fairplay

Marketplace
braxton-bragg.com
800-575-4401

www.laserproductsus.com

MADE IN THE USA

Fabricators Friend is dedicated to developing
products such as the Bullet Proof Fabricator’s
Apron and Fabricator’s Stone Sleeve that help
stone fabricators stay safe, more comfortable,
productive, and profitable.

www.rye-corp.com

MADE IN THE USA

FAB KING • HUSKY • PRISM MITER
RENEGADE • RYDRATOR • TILT-A-SLAB

www.fabricatorsfriend.com

Viper Turbo Blades
®

Price + Performance = Our Best Seller!

Order a blade now and experience
why this blade sells day after day to
great fabricators around the country.
Call 1-800-575-4401 or Order Online

www.braxton-bragg.com

www.wehausa.com
info@wehausa.com
1-877-315-4761

We’re so confident you’ll love the
quality & polish of Talon™ pads,
we offer them with a

100% Money Back Guarantee!

www.braxton-bragg.com

CNC Tooling for
Natural Stone and
Dekton
NOW AVAILABLE AT

www.braxton-bragg.com
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Polycor Inc. Honors their
Veteran Employees by
Collaborating with The
Veterans Portrait Project

AT

Polycor, we share the
same values of our military veterans: devotion, generosity, commitment, and last year
we had an opportunity to create a
monument in honor of these men
and women and their values.

M

ilitary explosive specialists destroyed a World
War II-era mortar round found
at an Alaska museum after determining the munition was live.

Steven Schrenk
Polycor
Photos © Stacy Pearsall

Photographer Stacy Pearsall’s creative vision celebrates the
commitment and generosity of the men and women who dedicated their lives to America.

We were proud to collaborate
with the renowned American
photographer Stacy Pearsall on
The Veterans Portrait Project
with ‘The Living Monuments’
campaign, to honor and celebrate
the courage and devotion of our
veteran employees - while they’re
very much alive.
“Polycor employs almost 60
veterans in the US. When we saw
Stacy’s work, we wanted to do
something to thank them for their
service and so, quite naturally, we
thought of a stone monument,”
Perus said. “We often commemorate the veterans who have lost
their lives at war, but those who
have fought for this beautiful
country and survived are often
forgotten.”
Polycor’s campaign included
exclusive behind-the-scenes
video footage, interviews, portraits and heartwarming content
that it will continue to share on
social media through June 2019.
“My process is to capture organic poses that are natural to the
individuals and who they are,”
Pearsall said. “My goal is to continue to raise awareness for veterans in our communities and to

Night at the
Museum

The inscription reads: “THE LIVING MONUMENTS DEVOTION.
GENEROSITY. COMMITMENT. WE SALUTE THE DIVERSITY OF
HEROES WHO STAND UP FOR THEIR BELIEFS EVERY DAY.”

keep them at the forefront of people’s minds.”
The monument serves as both
an independent marker as well as
a podium upon which individuals
can stand. The monument will be
installed after Thanksgiving 2019
in the Rock of Ages Visitors’
Center in Barre, Vermont – a
Polycor subsidiary – where
guests can view the video of the
collaboration as well as the iconic
images.
For more information on the
project, and links to a short video
documenting Pearsall’s process of
photographing the veterans, visit
the website https://blog.polycor.
com/together-we-build-landmarks-for-humanity .
The Veterans Portrait Project
captures portraits and stories
throughout the U.S. with the
aim of raising awareness for the
veteran community through digital media and print exhibits nationwide. For more information,
visit their website www.veterans
portraitproject.com or follow
their social media profiles on
Facebook, Twitter and Instagram.

Individual and group portraits of the Polycor vets used the monument block as both a podium and a common identifying theme
for the project. Some 60 veterans are employed by Polycor, at
different locations around the U.S. .

The device was destroyed by
detonating it at a safe place, said
Capt. Brandon Browning of
the 716th Explosive Ordnance
Disposal.
A staff member found the
Japanese mortar round in
February while sorting through
the collections vault at the
Sheldon Museum and Cultural
Center in Haines, the Anchorage
Daily News reported.
When staff members could
not confirm if the shell had been
disarmed, the museum temporarily closed.
Explosives
specialists
from Joint Base Elmendorf
Richardson in Anchorage later
determined the device was still
live, the newspaper said.
The museum was considering
using the shell in an upcoming
exhibit featuring World War II
battle art, but the item’s donation paperwork did not indicate
if it had been deactivated, said
Helen Alten, the museum’s
director.
The 80mm shell did not have
a detonator on top. Museum officials concluded the shell likely
was disabled, but because they
could not be sure, they notified
police, Alten said.
The shell has been in the museum’s possession for more than
20 years, Alten said. It was donated by a longtime Haines resident who was a World War II
veteran. In all that time, no one
had looked closely at it.
Staff members worked out of
a public library while the museum closed.
The museum’s new exhibit is
still scheduled to open – without
the suspicious shells.

“The limits of the possible can only be defined
by going beyond them
into the impossible.”
— Arthur C. Clarke
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Braxton-Bragg Expands Outside Sales
Presence in West Coast, Pacific
Northwest and Central U.S.
Continued from page 25

“Outside sales is once again
a big focus for us, and the West
Coast is a region where we see
additional opportunity, so we are
blessed to have Joe join our team.”
Torres showed his level of commitment to a former company
when five veteran sales staff left
their territories and moved to
a competitor. Torres and a coworker managed to cover five
territories and work seven days a
week to make sure their customers
were not negatively affected.
Torres manages the 10 western
states, with an immediate focus on
key accounts throughout the territory, and general coverage of the
Southern California area.
Jackie Hoffman has joined
Braxton-Bragg as Pacific
Northwest sales consultant, covering Oregon and Washington.
Hoffman has enjoyed a very

“Jackie is a goal-driven sales
consultant with demonstrated
success building lasting relationships with customers, who will
make a big impact on our bottom
line.” said Jeff Dykstra, BraxtonBragg vice president of sales &
marketing.

Jackie, Hofman, Pacific
Northwest Sales Consultant
for Braxton-Bragg

successful sales career in the stone
industry. Since 2007, she has
worked with GranQuartz, Western
Tool, and Steve’s Polishing Pro.
Her past sales growth includes
increasing monthly revenue
440%, improving client retention
exponentially, and expanding account base from 175 to more than
750 qualified revenue generating
clients.

The company has refocused
and streamlined some executive
positions.
Bill Hickey is now focusing on
outside sales for the central United
States, 18 states from Louisiana
to Minnesota. Hickey has been
with Braxton-Bragg for 14 years,
serving in the roles of inside sales
consultant, regional sales for
Tennessee, Kentucky & Indiana,
sales director, vice president of
sales, and vice president of business development.
“Our service levels have always been world class, but this
increased outside sales effort will

Real World
Animal Control
Continued from page 23

Bill Hickey, Braxton-Bragg
Outside Sales
Manager for Central U.S.

provide an even better customer
experience,” said Hickey. “Our
objective is to be face-to-face
with our customers, and to let
them know we are here to help
them in all facets of their operation, 24 hours per day, seven days
a week.”
For 25 years Braxton-Bragg’s
philosophy has been to offer
exceptional products and firstclass service to its partners in
the stone, tile and concrete industries. For more info, visit
braxton-bragg.com and facebook.
com/braxtonbraggllc.

Earlier this year, fed-up farmers in the city of Agra herded a
group of stray cows into a government school building, forcing school children to attend
class outdoors, in an attempt to
focus government attention on
this growing problem.
Surendera Narain Pandey, a
farmer, said that he used to sell
an old cow for up to 10,000 rupees ($140), using the proceeds
to buy a milk-yielding one that
costs five times more.
“The situation has changed.
We cannot afford to feed an unproductive cow, now,” he said.
Just goes to show that one
man’s sacred cow really is another man’s beef...

Don’t worry about failures,
worry about the chances you
miss when you don’t even try.”
–Jack Canfield
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Joey Marcella Receives
2018 Craftsman of the Year

J

oey Marcella (Mario &
Son – shown at right in
the photo) has been named
2018 Natural Stone Craftsman
of the Year by the Natural
Stone Institute.
Joey Marcella believes that if
you have integrity, are true to

your word, and are good at what
you do, then the rewards will follow. His simple philosophy about
the stone industry is “don’t chase
the money, chase your passion.”
Not only is Marcella an outstanding fabricator when it comes to
all things stone for the residential, commercial, and religious

For ANY Type of Countertop
Braxton-Bragg has the sink installation hardware
to make Installing an undermount sink a risk-free,
hassle-free process.
Braxton-Bragg is the leading distributor of Sink Setters, Sink Harness
and Sink Bracket LC systems for all of your sink installation needs!

Hercules Sink Harness Kit

E-Z Dishwasher Bracket

®

Sink Setters
llera!r
e
S
#1st Popul
Mo

Sink

Kit

Item # 78600

Universal Sink Undermounter

Sinkits LC Bracket

HE
SEE T

VIDEAXOTON-

.BR
WWW
M
G.CO
BRAG

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

buildings sectors, he is also a
brilliant sculptor of museum
and collector quality stone objects that are in great demand
in the state of Washington and
beyond. He is as comfortable
with a hammer and chisel as he
is at the helm of a multi-axis
CNC machine.
Marcella started in the stone
industry as a teenager when he
assisted his tile-setter father on
jobs—and eventually joined
him in the family business.
When their company saw the
demand for natural stone in the
kitchen begin to boom, they
expanded into countertops.
The company recently began
working with more cubic
material producing altars for
churches, fireplaces, and other
wall features.
A foray into the world of
sculpting came at the suggestion of Marcella’s father-inlaw, who was on the board of
directors of the local Museum
of Art and Culture, which
held an annual art auction. He
has been sculpting and selling his work ever since. Most
of Marcella’s work has been
sold, with the exception of
two pieces, including Aura,
the 2018 Grande Pinnacle
Award winning project. Aura
is on display in Mario & Son’s
Liberty Lake showroom.
Marcella has shared his
knowledge and been a leader
within the industry through
years of his participation in
workshops, lectures, and fabricator roundtables. Looking
forward, Marcella plans to immerse himself into the international art scene, and has even
been invited to intern at the
renowned Massimo Galleni
Studio in Pietrasanta, Italy,
where he and his wife hope to
establish a part-time residence.
To learn more about the
Natural Stone Craftsman of
the Year Award, visit www.
naturalstoneinstitute.org/
craftsman.

“Once you replace
negative thoughts with
positive ones, you’ll start
having positive results.”
—Willie Nelson
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Omni Cubed Launches Two New Products:
Pro Stealth Seamer® Manual and Auto

A pril 2019 | 35

Circa Lighting Opens New
West Hollywood Showroom

O

C

Both the Manual and the
Auto version of the Pro Stealth
Seamer™ allow for the ultimate
seam control, giving users the
ability to complete a “seamless”
installation by joining, leveling,
and flattening warped stone to
produce virtually invisible seams.
Both products feature Omni
Cubed’s exclusive, gray,
non-marking vacuum cups that
won’t stain light materials. These
cups feature completely closed,
triple sealing rings and are composed of a proprietary rubber that
conforms to textured and porous
surfaces for a strong, reliable
hold. Additional features include
a more durable, manual thumb
pump and improved vacuum-release valve that are more resistant
to epoxy and solvents.
The Auto system includes a
powerful compact vacuum pump
that maintains pressure for all
cups, and runs on AC power
or AA batteries for any install

While some may know
Hollywood for the kind of lights
that display celebrities’ names,
the interior design community
knows West Hollywood for the
stunning lights offered at the
Circa Lighting showroom. Circa
Lighting’s West Hollywood location is the west coast’s premier resource for Visual Comfort, Tech
Lighting, and Monte Carlo Fans.

than simply refreshing the interior
decor and displays. The extensive
renovation encompassed the expansive 4,800+ square foot first
floor, as well as the 2,400 square
foot mezzanine. The visionaries
who planned the update, including Circa’s leadership and designers with Houston-based Rudy
Colby of Colby Design, focused
on function and fashion from the
inside out—not only demolishing
existing finishes and walls, but
also replacing mechanical, electrical, and plumbing systems.
Additionally, this renovation
allowed the Circa team to go beyond by designing entirely new
displays and areas for interaction
to best show off their numerous

Circa’s target audience is comprised of luminaries in the world
of interior design. Because of this,
the Circa team knows it’s imperative that the West Hollywood
showroom always be updated and
ready for its close-ups. Discerning
interior designers, homeowners,
and decision-makers frequently
cross the threshold, expecting
to be wowed with options and
inspired by the ambiance of the
space.
The showroom’s most recent
remodel was about much more

product lines. The focus on
product display serves to offer
showroom visitors an immersive
experience to see lighting products in use and be able to easily
visualize how those pieces could
be added to their own spaces. The
addition of coffee bars, a living
lighting lab, and numerous workspaces were included to deepen
engagement with the southern
California clientele and encourage customers to work on projects or just “hang out.”
Please turn to page 36

rossville’s tile and countertop collections prove
to be the ideal surfacing
solutions for this West Hollywood
lighting showroom. The range of
porcelain tile looks play a superb
supporting role that lets the illumination have the spotlight.

mni Cubed, Inc., an
industry leader in
stone fabrication tools,
unveiled their two latest products at The International Surface
Event in Las Vegas: the Pro
Stealth Seamer™, Manual and
the Pro Stealth Seamer™, Auto.

Stealth Seamer® manual version features thumb pumps and nonmarking vacuum cups that grip both textured and polished surfaces

situation, while the Manual is a
cost-effective system requiring
the user to maintain and manage
pressure with the patent-pending
thumb pump.
Omni Cubed’s line of purpose-built products continue to
gain popularity in the stone industry because they enable craftsmen
to cut down on time and labor,
while increasing quality, without
extensive training or experience.
Whether it’s fabrication, transportation, or installation, every tool
is engineered to promote safety,
efficiency, and longevity in the
trade. Products are available for
purchase through Omni Cubed’s
trusted network of authorized

Indiana Limestone Company
Receives ANSI/NSC 373
Certification for Quarry Operations

I

ndiana Limestone Company
(ILCO), a leading supplier
of natural limestone building
products and largest limestone
quarrier in the U.S., has received
ANSI/NSC 373 Sustainable
Production of Natural Dimension
Stone Certification for its three
quarries. This accreditation helps
architects and builders who specify
ILCO materials ensure the stone
for their buildings is produced in
an economic, environmental and
socially responsible manner.
Developed by the Natural Stone
Council (NSC) and accredited by
the American National Standards
Institute (ANSI), the rigorous and
voluntary standard establishes

criteria to determine the degree to
which natural dimension stone is
extracted and manufactured sustainably. ILCO’s three operating
quarries in Central Indiana, all received silver certification.
This certification clears the path
for fabricators of ILCO materials
to certify their operations as well,
and deliver a 100 percent certified
finished product, thereby helping
building designers meet industry
standards for green building, such
as LEED® v4 and The Living
Building Challenge.
“Indiana Limestone Company
has a long-time commitment to
producing materials in a manner
that is environmentally responsible, and this recognition only

distributors. To find a distributor
in your area, visit: www.omnicubed.com/buy.
Omni Cubed, Inc., headquartered in Shingle Springs,
California, is a Christian owned,
engineering and design company
providing high quality, innovative tooling for the stone fabrication industry. Omni Cubed®
specializes in products that provide reductions in time, labor, and
money spent on countertop fabrication and related processes. All
products are proudly manufactured and assembled in the USA.
For more information, please
visit: www.omnicubed.com.

reinforces the long-standing position that our operations, partners
and products should all be held to a
level of good environmental stewardship,” said Tom Quigley, CEO
of ILCO. “I’m proud of the teams
at our quarries that moved this forward and helped us achieve ANSI/
NSC 373 certification.”
The ANSI/NSC 373 standard
evaluates nine elements of a quarrier and fabricator’s operations,
including: water usage and recycling, custody and transportation,
site management, land reclamation and adaptive use, corporate
governance, energy usage and
conservation, management of excess process materials and waste,
safer chemical and material management, worker health and safety
considerations, as well as optional
innovation credits.
Please turn to page 38
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Circa Lighting Opens New
West Hollywood Showroom

Continued from page 35
These new approaches for
product presentation and
customer connections come
to life on the backdrop of a
completely re-imagined,
modern interior design.
No detail was overlooked
in achieving the innovative
interiors and experience of
the showroom. The team
focused much attention on
the selection of surfacing
materials, as these materials have such an impact on
the overall feel of spaces
for which the lighting is the
focal point. To get all the
best solutions, the design

team turned to Crossville,
choosing a curated mix of
Crossville tile and porcelain countertop collections
for installation throughout the showroom. With
Crossville’s simple selection support and reliable
product delivery, the Circa
team had ready access to a
full range of brilliant options for the time-sensitive
renovation.
For the first and second floor coffee bars,
Crossville’s State of Grace
marble-look porcelain
countertop collection makes
a bold statement for the
counters and backsplashes.

With gentle stone veining
of grays with delicate, subtle touches of black and
brown tones, State of Grace
is a durable porcelain tile alternative to true marble that
offers easy maintenance
and eliminates worries of
staining and chipping that
are common when using the
natural stone. Crossville’s
porcelain countertop material, fabricated for a 2-inch
thick appearance and offered in large slab sizes, was
installed with a squaredeased edge for a contemporary style in the traditional
look of marble. The backsplash, also in State of

Grace, provides seamless
beauty that blends from the
countertops to the walls and
maintains the easy clean-up
from potentially staining
and etching coffee splashes.
A first-floor main display
island countertop also is
fabricated with the squareeased edge countertop material that waterfalls to the
floor on two sides. The team
chose the unpolished finish
of State of Grace to help
decrease light reflection
and showcase the lighting
fixtures as the main selling
point in the space.
In addition to the main
display island, the team

constructed two 4-foot by
4-foot lamp station tops and
chose Crossville porcelain
countertops in the solid
white, unpolished Sugar
Coat, again with the squareeased edge. The pure white
surface allows the lamps on
display to truly shine as the
focal points.
A unique feature of
Circa’s premier West
Hollywood location is the
second floor lighting lab
featuring a built-in cabinet
space with recessed lighting
options from counter height
to ceiling, so customers can
easily see the various lighting capabilities. The design
team chose the solid white
Sugar Coat countertops in
an unpolished finish with
no backsplash for this area.
The clean lines allow customers to fully view the
lighting options without any
design distractions.
For the restrooms, subway
tile in Retro Active 2.0’s
Snow Blind color wainscots the walls in a sleek,
horizontal soldier-stacked
installation. Because Retro
Active 2.0 collection is a
through-body tile, the team
did not have to worry
about color issues on
the edging and were
able to achieve a modern square edge to the
wainscoting that offered a chic, industrial
look. The crisp white
tile on the walls blends
with flooring in Ready
to Wear’s Flannel
Suit, creating a classic, fabric appearance
underfoot and rounding out
the spaces in dapper style.
Crossville’s prominent
role in the story of Circa’s
West Hollywood showroom
earns rave reviews with
staff and clients alike and
helps to make the entire experience totally star quality.
Circa Lighting West
Hollywood, Property Owner:
Abraham Moradzadeh
Designer: Rudy Colby
Colby Design, Houston, Texas
Local Architect:
Tim Sullivan
Scrafano Architects
Contractor: Howard CDM

Discover Why Others are Saying:
“The Viper 3-Step Pads
are the best I’ve used.”

Our Viper ® 3-Step Dry System reduces
polishing time by over 50% and increases
pad life significantly.

Seeing is believing... Watch the 2 minute video and
see the Viper® 3-Step Pad in action as it dry polishes a
piece of black granite right before your eyes.
How is this possible?
Our new sintered technology only requires three steps to achieve the highest
possible gloss and does it DRY! We also incorporate our exclusive TrifectaMate
Technology™ that requires fewer steps to achieve a superior gloss. This combination
results in an outstanding dry pad which has become our best selling dry pad.

OUR

BESTNG
I
SERLYLPAD!
D

“The Viper 3-Step Pads
are the best I’ve used…
•Polish in only 3 steps
•Reduce labor over 60%
•Dry–2,000-5,000 RPM:
(Recommended: 4,000)

…Saves us 60% of polishing
time and lasts twice as long
as the previous pads.”

See the video at:
www.Braxton-Bragg.com

Actual Customer - Tim Zeng,
Granite Installation Specialists

Item # Description

Price

17867

Viper ® 3-Step Granite Dry Polishing Pad, 4˝, Step 1, Red

$25.95

17868

Viper ® 3-Step Granite Dry Polishing Pad, 4˝, Step 2, Lt. Blue $25.95

17869

Viper ® 3-Step Granite Dry Polishing Pad, 4˝, Step 3, Orange $25.95

178691

Viper ® 3-Step Granite Dry Polishing Pads, 4˝, Steps 1-3

$76.95

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
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All Filter Project clarification plants are built using sturdy, first quality materials
and ground breaking techniques. Water clarification plants play an everincreasing role in running a productive and profitable stone fabrication or
processing enterprise.

132 GPM (500 LPM) Water Plant - TEC771

The 132 GPM Compact Water Recycling System installs inside or outside of the processing facility. It can be
installed inside the fabrication shop because of its compact size. The 132 GPM Stone Water Recycling System
functions like a traditional system and is available with or without the optional accessories. For example, this
compact slurry filtration machine for fabricating granite is available in galvanized carbon steel or stainless
steel.
The components that are included:
• Hot-galvanized or Stainless Steel AISI 304 • Mixing Slurry Tank
• Filterpress Diaphragm Pump
• 3,434 Gallon Clarifier
• Mud Extraction Valve
• 4" Safety Manual Shutter
• AS300/8P Automatic Filterpress
• 4" Pneumatic Valve
• Submerged Pump
• 140 Gallon Flocculant Unit
• Electrical Control Panel

198 GPM (750 LPM) Water Plant - TEC772

The 198 GPM Compact Water Recycling System installs inside or outside of the processing facility. It can
be installed inside the fabrication shop because of its compact size. The 198 GPM Stone Water Recycling
System functions like a traditional system and is available with or without the optional accessories. For
example, this compact slurry filtration machine for fabricating granite is available in galvanized carbon steel
or stainless steel.
The components that are included:
• Hot-galvanized or Stainless Steel AISI 304
• 4,755 Gallon Clarifier
• 4" Safety Manual Shutter
• 4" Pneumatic Valve
• 140 Gallon Flocculant Unit

• Mixing Slurry Tank
• Filterpress Diaphragm Pump
Mud Extraction Valve
• AS400/8P Automatic Filterpress
• Submerged Pump
• Electrical Control Panel

LAMELLAR WATER PLANTS

66 GPM (250 LPM) - TEC754

Specifications:
• 66 Gallons per Minute
• 140 Gallon Flocculant Unit
• 26 Gallon Coagulant Unit
• Submersible Pump
• 4 HP Relaunching Pump
• Sludge Dehydrator Bag System
• Wavy Dividers

Lamellar Pack - Wavy
Dividers

105 GPM (400 LPM) - TEC756

Specifications:
• 105 Gallons per Minute
• 140 Gallon Flocculant Unit
• 26 Gallon Coagulant Unit
• Submersible Pump
• 5 1/2 HP Relaunching Pump
• Dual Sludge Dehydrator Bag System
• Wavy Dividers

Relaunching Pump

Flocculant Unit

Control Panel
Available at braxton-bragg.com

www.wehausa.com

Everything for the Stone Industry
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Public Landscapes/Parks/Memorials
Las Vegas Rock

Jean, Nevada
Stone Supplier/Fabricator

The Park at MGM Resort
Las Vegas, Nevada

T

Continued from page 19

he Park, MGM Resort’s
dynamic outdoor dining
and entertainment district,
is a lush promenade featuring
avant-garde stone planters, native
plantings, monumental shade
structures, and cascading water
walls offering a refuge from the
hustle and bustle of the Las Vegas
Strip.

The goal was to create a space
where stunning desert landscapes
and cutting edge design work in
harmony, directly and authentically inspired by the city’s context, history, and landscape.
Metaquartzite supplied by Las
Vegas Rock offers vivid strata
variations and introduces colors that are characteristic of the
southwestern landscape to Las
Vegas Boulevard, reminiscent of
some of Nevada’s most iconic
natural landmarks. Created by

NATURAL

nature and crafted by man, metaquartzite mirrors the dual worlds
that intersect within The Park.
To achieve the multi-dimensional surfaces of The Park’s
crystal shaped planters, the most
advanced stone cutting technology
was required. Using seven-axis
wire saws acquired specifically
for the project, 3D computer programming was utilized to carefully slice the massive pieces of
rock from multiple directions and
angles.
Of the total 596 crystals created,
no two are identical. Eighty-six
of the crystals presented distinct
challenges of unique complicated
contours, double-sided complex
geometries, or giant assemblages
that had to fit together flawlessly.
To assure fit and accuracy, every
piece was pre-assembled.
Overall, 2,225 linear feet of metaquartzite crystals were 3D cut,
pre-assembled, and finished to a
windswept appearance.
Envisioned as an experiential
eco-oasis mirroring the Mojave

STONE
INSTITUTE

2018
Pinnacle Awards
OTHER PROJECT
TEAM MEMBERS
MGM Resorts International
Client
!Melk Landscape
Architecture
& Urban Design
Architect
Shaw-Lundquist
Associates Inc.
Stone Installer

STONE
Metaquartzite

Desert’s striking natural beauty,
The Park is unlike anything ever
constructed on the man-made
marvel that is The Las Vegas
Strip. As one of its most prolific
building elements, metaquartzite
contributed to The Park’s intricate

sustainability requirements that in
many ways, represents a return to
the land for a city whose development history has traditionally
stood in stark contrast to its native
ecology.

Indiana Limestone Company
Receives ANSI/NSC 373
Certification for Quarry Operations
Continued from page 35
ILCO’s dedication to sustainable practices is part of a larger
corporate commitment driven at
all levels of the organization. In
late 2018, ILCO became part of
the Polycor Inc. brand portfolio.
Polycor Inc. is the largest natural
stone quarrier in the world and
owns over 50 quarries and 17
manufacturing plants across the
U.S., Canada and Europe.
Like ILCO, Polycor is steadfast in its dedication to continually working towards

“The last 10 percent it
takes to launch something takes as much
energy as the first 90
percent.”
—Rob Kalin

developing greener building
practices as demonstrated by
its Cambrian Black Quarry in
Quebec receiving ANSI/NSC 373
gold certification.
“We are committed as ever to
working with architects, contractors, and building owners to build
a sustainable future. Receiving
ANSI/NSC 373 certification provides construction professionals
with a high level of transparency
regarding the environmental impacts of our products and materials,” said Patrick Perus, President
and CEO of Polycor Inc.
As part of Polycor’s long-term
sustainable strategy, the company
will work to get more quarries
ANSI/NSC 373 certified over
the next several years throughout
North America.
Polycor Inc. is the world’s leading natural stone quarrier and its
core mission is to make people fall

JURORS’ COMMENTS
“The harmonious colors used
within the project are unique and its
form is other-worldly. The stone guides
you through the park. So unusual.”

Indiana
Limestone’s
historic Empire
Quarry in
Bloomington,
Indiana provided
the stone to erect
the Empire State
Building.

in love with natural stone. Their
world-class reputation comes
from a great legacy of stone work
on historical landmarks, institutional, commercial and residential
projects. Founded in Québec City
(Canada) in 1987, the company
now employs nearly 1,100 people
and owns over 50 quarries and
17 manufacturing plants across
North America and Europe. For
more information, visit their website or follow their social media
profiles on Facebook, Twitter,
LinkedIn and Instagram.

© MARK ANDERSON. www.andertoons.com

“So you wanna play hardball, eh?
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1,000 LB CAPACITY
COMPACT, LIGHTWEIGHT DESIGN
FITS IN TRUCK, VAN, OR TRAILER
UNLOAD SLABS FROM TRUCK BED
CONTROLLED TILTING ACTION
STRONG, NON-RUSTING ALUMINUM

Available at braxton-bragg.com
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At RYE-Corp, we produce
AFFORDABLE, durable, easyto-use stone processing and
handling equipment that
will help the stone fabricator
increase production while
decreasing costs.

rye-corp.com
Fab King CNC

4100 A ppalachian W ay
K noxville , TN 37918
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The Fab King CNC is designed
and priced to put CNC fabrication
technology within the budget of most
shops. Cut bowl holes and more using
the precision of computer controlled
tech. It even comes with it’s own
computer!

Fab King Fabrication Center

Designed to give the fabricator precise manual control, surface polish,
texture and edge countertops at a fraction of the cost of similar systems.
The Fab King is easy to maintain and repair.

MADE IN THE USA

The Husky Gantry Saw is a precise
machine designed to give long
life and accurate cuts, time after
time. Built with American steel 3
times thicker than cheap imported
saws, the heavy-duty bridge resists
warping over the life of the saw.
Adjust the RPM speed to the material
to achieve chip-free cuts.

Distributed by

Husky Gantry Bridge Saw

The RYE-Corp Tilt-A-Slab worktable is designed
to allow a one man operation to lay a heavy
stone slab down for effective stone fabrication
or when cutting the slab with a rail saw. This
tilt table that takes the stress out of slab
handling. Top surface 2x4s is designed for easy
replacement.

Tilt-A-Slab Table

Ca5l-l4401
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Rydrator

The Rydrator is a simple-to-operate sludge
and slurry water filtration system that
requires minimal maintenance to operate.
It collects, separates, and traps abrasive
mud from wet countertop fabrication.

Call 1-800-575-4401 or Order Online w w w . b r a x t o n - b r a g g . c o m

