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Granite Counter Connection: High 
Standards for Small Shop Fabrication

Located in Granite Falls, 
North Carolina, Granite 
Counter Connection, 

since its reopening in 2014, has 
built a reputation for unsurpassed 
stone fabrication within an easy 
and courteous environment. 

Owned by Jerry Badertscher, 
the company was purchased from 
the previous owner just a few 
years ago, recalled Badertscher. 
“I bought this business from a 
guy four and a half years ago. 
At the time, I was working in a 
factory that poured polyurethane 
foam, and was looking for a ca-
reer change. I really didn’t know 
anything about stone, and didn’t 
even have granite countertops in 
my house, but it looked like an 
interesting business, and thought 
I could get my head around it 
pretty quickly. So, I cashed in my 
retirement savings and the owner 
funded the rest of it, and that’s 
how we got started.”             

Luckily for Badertscher, the 
previous owner’s son and one 
other employee stayed on after 
the transition, he explained. 
“They showed us how to take 
orders and do the work. Shortly 
after, my son came on-board and 
learned the business. Fortunately 
for me, at the time that we took it 

over, it was summer. My wife was 
a school teacher and took sum-
mers off, and she helped create 
the L.L.C. and comply with state 
and federal requirements.”  

Upgrading from  
Stone Age to Modern Age
The previous owner had been 

cutting with an old bridge saw, 
and edges and shaping were 
done by hand. Furthermore, the 
saw didn’t even have a tilt table, 
and that improvement was also 
quickly taken care of. Other equip-
ment soon followed as the 8,000 
square foot shop was brought up 
to expectations. This included 
a Donatoni 625 Jet (a five axis 
blade/router CNC), a Comandulli 
Penta edger, and a Hercules edge 
router and Fab King, both pur-
chased from Braxton-Bragg. 
With these changes, Badertscher 
basically turned a dry fab-shop 
into a safe and modern wet shop, 
he explained. 

“I had read a lot about silicosis 
when I was thinking about buy-
ing the business, and making it 
a fully wet shop was the primary 

Peter J. Marcucci 
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work with them for a while. Of 
course, the respirators and the eye 
and hearing protection are also a 
big part of our training, and we 
go over these items in depth when 
they start their careers with us.” 

Interestingly, Badertscher has 
taken a giant step towards safe 
slab handling by installing a 
jib crane to service most points 
within the shop, as well as a Stone 
Pro Rock Jockey from Braxton-
Bragg to facilitate safe, one-man 
handling of slabs when being 
moved with a fork lift.  

Atlas granite kitchen designed 
and fabricated for a Parade of 
Homes custom build project. 
Right- The view from high traffic 
volume scenic Hwy 321 entices 
drive-bys to come on in. 

 
Keeping Up With 

 the Demand
Granite Counter Connection 

currently staffs nine employ-
ees, with many of them cross-
trained. One particular employee 
mentioned is Leslie, noted 
Badertscher, adding that both of 
them wear many hats throughout 
the day. 

“I do all the digital templating, 
while Leslie takes care of the 
showroom, the accounting, the 
ordering, and customer service. 

Please turn to page 2

thing that we were going take care 
of. Safety is one of our core val-
ues, and something that we stress 
every day. When I bought the Fab 
King it was a huge improvement 
for our shop. It not only made us 
safer, it freed up our CNC to do 
other work while saving us time, 
because the Fab King will do a 
sink cut out in half the time.   

“Another big thing for us is that 
whenever we hire a new person, 
we immediately point out that the 
number one cause of death in this 
type of business is due to a slab 
falling and crushing a person. So, 
I personally instruct people how 
to correctly do it. We also make 
sure that our experienced people 

Please turn to page 6

Restoneovation Rocks Codiak San Herrell
Photos Courtesy Sm@b

Jointly owned by Steven Jaeger and Joe Schatzley, 
Steven manages the finances and marketing side 
while Joe brings to the table his nearly sixteen years 
of experience in the industry, ensuring their install 
and fabrication leadership and teams stay focused 
and running smoothly.

Complimenting each other’s skills, these two 
are also brothers-in-law, giving Restoneovation a 

Restoneovation is a stone fabrication shop 
located in Neosho, Missouri, an hour from 
the Arkansas border and a half-hour from 

Joplin, Missouri, in the southwest corner of the 
state. This unique shop thrives by building beauti-
ful kitchens, and making sure that their customers 
have the best experience possible. 

Co-owners of Restoneovation, (from left): 
Steven Jaeger, and Joe Schatzley modern-day twist on the tra-

ditional family-owned stone 
business.

Restoneovation was started 
with the intention of reusing 
scrap granite and making it into 
Lazy Susans and cutting boards. 
The two men set out with a 
hammer and a grinder, fabricat-
ing each piece of product under 
their carport. They set up a 
booth at home and craft shows, 
traveling as far as Kansas City, 
Missouri, and Tulsa, Oklahoma.
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“She’s really good at all of these 
things and gets compliments from 
our customers on how knowledge-
able she is. When she leaves at 
three in the afternoon, I then take 
over the showroom and anything 
else. 

“We’ll do whatever it takes to 
make the customer happy, but 
every now and then, you have a 
customer who you cannot make 
happy. I had a customer who said 
the chemical that we used to put 
her seam together smelled so bad, 
she couldn’t breathe. How do you 
handle something like that? You 
can apologize and do everything 
you can think of, but sometimes 
there’s no way you can satisfy that 
customer, and I’ll give them their 
money back. That’s painful, but at 
the end of the day, that customer 
will tell their friends that Granite 
Counter Connections did this 
wrong and couldn’t get this right, 
but they gave me my money back; 
and maybe, just maybe, the people 
listening will get the idea that this 
person is just very hard to satisfy.” 

Is Image Everything?
As you might have guessed, 

Badertscher’s small and efficient 
company stays quite busy. You 
may wonder if their crowded pro-
duction schedule is due to market-
ing, luck or chance. Well, it’s due 
to their attention to details that has 
paid off in spades. 

“We always strive to do a really 
nice, professional job at the cus-
tomer’s house, and that brings a lot 
of word-of-mouth business to us,” 
he continued. “The other thing is 
that we are on highway 321, and 
we have about 66,000 cars go by 
here every day! The former owner 
didn’t have any slabs or remnants 
outside. I put both out the day 

when we moved in, and almost 
immediately people took notice. I 
had one person show up saying, 
‘I’ve been driving by here for ten 
years, and I never knew this com-
pany was here.’ We also have a 
sign out front that says, We’ll Beat 
Anybody’s Written Quote. So for 
us it’s all about price, showing the 
slabs to drive-bys, and the quality 
of our work.”

There’s one more import-
ant point to mention, and that’s 
Image. The former owner had 
been working out of the back of 
a pickup truck for installations. It 
was beat up and just plain ugly, so 
one of the first things Badertscher 
did was buy a used but clean box 
truck, and put a logo on it. 

He added, “From the beginning 
you have to give a customer a 
good impression, and that starts 
from the road; is there garbage 
visible? Is the grass mowed? Are 
the slabs on display organized 
neatly, and are they labeled with 
pricing? We also have a sheet 
we give potential customers that 
breaks down the cost. Many shops 
don’t do that and just give a price 
saying, ‘Would you like to move 
forward or not?’ I cannot under-
stand how someone can operate 
a business that way. Moreover, a 
price should not be based on what 
type of car the customer pulls in 
with.”

Company shirts have also been a 
big win for customer confidence, 
he explained. “You’ve got guys 
in this business who have tattoos 
and weird hair, but when you put 
a company shirt on them, it makes 
all the difference in the world for 
image and customer trust.” 

Continued from page 1

Looking professional is even 
more important when you’re 
a small shop. Image may not 
be everything, but it helps.

Left and Below: These Parade 
of Homes vanities feature 
multi-colored Brazilian Mas-
calzone granite (left) and Atlas 
granite (guest bath), both with 
an undermount bowl sink.
Below, left: Another view of 
this spectacular full-slab island 
of Atlas Granite.

To Sell or Educate, 
That is the Question

Granite Counter Connection 
covers approximately a seven-
ty-plus mile radius in all direc-
tions from its home in Granite 
Falls. From the Blue Ridge 
Mountains to the lower rolling 
hills, the company’s diverse cli-
entele range from high-end to 
mid-size residential, and from 
builders to home owners looking 
for a quality renovation. 

Located on just a one-half acre 
lot, the showroom is 10,000 
square feet featuring vignettes of 
kitchens and baths topped with 
granite and quartz. As customers 
meander and peruse these dis-
plays, they are greeted by a large 
screen TV with photos and sam-
ples of all types. Looking deeper 
into the showroom, the client’s 
eyes are attracted to slabs rang-
ing from small to large. At any 
one time, at least 80 consignment 
slabs consisting of 35 different 
colors are in stock. Badertscher, 
nonetheless, does not set lim-
its to his customers’ tastes, he 
explained. 

Please turn to page 11
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BRAXTON-BRAGG IS THE PREFERRED 
NATIONAL FLEX DISTRIBUTOR IN THE 

STONE INDUSTRY

$795
MASONRY

 WET SAWS

      
 ONLY6

CS-40 WET
5” Masonry Wet Saw

Item # 50030

BUY 5 GET 1 FREE

 SPECIFICATIONS CS 40 WET 

 Motor 12 A

 Max. Disc Diameter 5”

 Bevel Cut 0-45

 Weight 9 lbs

The FLEX CS-40 wet tile saw is made for use in the stone, tile and glass 
industries. The powerful 12 A motor makes it possible for the saw to cut 
through any tough material. The wet tile cutter is also equipped with 
a high quality water-feed system that will eliminate the harmful dust 
particles which are common in dry cutting applications. 

Variable 
Speed Dial

A $ 125
VALUE

FREE
• Smooth, chip-free cutting • Dry or wet use
• Cooling holes extend life by cooling the blade core
• Designed for straight cuts on granite and quartz

$649
GRINDERS

AND BLADES

      
 ONLY6

$12999
Each

 SPECIFICATIONS LE14-11 125 

 Power Output 12 A

 No Load Speed 2800-11500 rpm

 Max. Disc Size 5”

 Weight 5.1 lbs

The LE14-11 125 is designed for the professional’s needs. Its safety 
features include a soft start system, reload protection and restart 
protection. In addition, its tool free adjustable guard makes it easy 
to adapt for whatever the job requires. 

BUY 5 
GET 1 FREE

LE14-11 125
12 A 5” Variable Speed Angle Grinder

Item # 80000

Use Code
GRIND49
when placing your order 

Use Code
CUT49

when placing your order 

6 FREE
Viper 5˝ Diamond Turbo Blades
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Training & Education

Square Feet Versus Dollars
How Do You Measure Profits?

Ed Hill
Synchronous SolutionsThe stone process-

ing industry is 
fixed on using 

square feet as the basis for 
operational management. 
Countertops are com-
monly sold by the square 
foot, and production oper-
ations are scheduled and 
tracked based on square 
feet produced.

I’m going to make a 
bold statement: Square 
feet, and any dimensional 
metric, is a flawed method 
for use as a scheduling or 
tracking tool.

The best example is 
this: imagine two kitchens 
exactly the same size and 
shape at 40 square feet. 
One has an eased edge. 
The other has a mitered 
edge. Although they are 
the same size, there is a 
world of difference in 
the labor required and the 
price of these two jobs. 
The square feet metric 
would not recognize this 
difference. If that is your 
metric for scheduling, you 
will dramatically overload 
the shop on the days the 
mitered edge kitchen is in 
process. 

Moreover, a given 
amount of square feet pro-
duced will not necessarily 
earn a reasonable profit. 
You don’t pay bills with 
square feet. You cannot 
correctly predict your fi-
nancial status throughout 
the month using a dimen-
sional metric (square feet, 
linear feet, linear inches, 
number of slabs, etc.). In 
fact none of the dimen-
sional metrics will suffice 
for an accurate method 
of planning, schedul-
ing or tracking your 
performance. 

You need a metric to 
plan, schedule and track 
your business that does 
recognize the differences 
in labor content and one 
that ties directly to your 

bottom line financial 
objectives. 

If a dimensional metric 
does not work, then what 
does?

The answer: DOLLARS. 

Please turn to page 5

“Consider 
this: You 
don’t pay 

 bills with 
square feet.”

The formula for $T is:

Sales Price 
– Material Investment
= $T

So, that 40 square-foot 
job with eased edges might 
have a sales price of $3,000, 
minus material investment 
of $1,000, which would 
equal a Throughput value of 
$2,000. The $T per square 
foot would be $50.

The job with mitered 
edges might be a sales price 
of $4,500, minus a mate-
rial investment of $1,500, 
which equals a Throughput 
value of $3,000. The $T per 
square foot would be $75.

This significant differ-
ence in labor content is rec-
ognized by the Throughput 
metric. It would not be rec-
ognized using square feet.

You can use the $T met-
ric for planning, scheduling 
and tracking performance 
of your company through-
out any month. 

Planning 
By converting your sales 

projections to $T, you can 
relate that demand to the ca-
pacity it takes to produce it. 
Every manufacturing man-
ager wants to know what 
to expect in the coming 
months. It is important to 
get prepared with additional 
capacity to meet a growing 
sales projection. The $T 
metric will provide an ac-
curate method to do this. 

Moreover, given a grow-
ing demand and the needed 
additional capacity to pro-
duce it, you need to know 
the impact on the compa-
ny’s financial performance. 

Let’s look at dollars rather 
than any dimensional met-
ric. What dollar metric is 
best? How about sales dol-
lars? That number would 
include the cost of exotic 
materials, which would not 
necessarily affect labor con-
tent or demand on capacity 
in any way. Also, as many 
have experienced, a high 
sales price including the 
cost of expensive raw ma-
terials does not necessarily 
mean good profits. 

You need a financial met-
ric that discounts the effects 
of expensive materials and 
focuses on the value added 
by the operational depart-
ments of your business. 
Essentially, you invest in 
raw materials to do a job 
and then you process those 
materials to make finished 
products. That process con-
version is the value your 
system adds to those raw 
materials to make them 
worth the amount of the 
sales price that your cus-
tomers pay. 

The term we use for that 
conversion is Throughput, 
which is the measure of 
value added for your busi-
ness. You buy raw materials 
and convert them to finished 
products. That’s what man-
ufacturers do. Throughput 
(aka $T) is the monetary 
value of that conversion. 

https://www.brainyquote.com/quotes/leonardo_da_vinci_132234
https://www.brainyquote.com/quotes/leonardo_da_vinci_132234
https://www.brainyquote.com/authors/leonardo-da-vinci-quotes
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of natural stone, including suggested uses and applications 

for both residential and commercial settings.

Find Answers to Questions About Natural Stone
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This holiday party season, don’t Tartle (Scots). Tartle is a perfectly 
descriptive word for that panicky hesitation just before you have to 

introduce someone whose name you can’t quite remember.

Square Feet Versus Dollars
Training & Education

The $T metric provides an 
accurate method to do this, 
too. You can, and should, 
set daily $T goals at the be-
ginning of the month to use 
as the scheduling metric. 
This will ensure that you 
are meeting the customer 
demand and that you are 
accurately level-loading the 
operational system of your 
company.

Scheduling
As noted, the $T metric is 

a more accurate method to 
schedule and “level load” 
the manufacturing system. 
Square feet, or any other 
dimensional metric, will 
not be an accurate method. 
Just as your car runs best 
with the proper mixture 
of gasoline and air, your 
business runs best with the 
proper mixture of volume 
and velocity. Volume re-
lates to the amount of work 
loaded into the system day 
to day. A level load means 
that the labor content is 
fairly consistent day to day. 
The $T metric allows that 
to be done with confidence. 
Velocity relates to how long 
the jobs are planned for 
processing. Just as water 
flows consistently down a 
mountain river, your jobs 
should flow consistently 
through your business. The 
pace of job movement (i.e. 
the velocity) should be the 
same for all jobs. The re-
quirement that some jobs 

move faster than others, 
essentially “leap-frogging” 
over other jobs, is a guaran-
teed drain on manufacturing 
productivity. That condition 
also creates additional chaos 
in the management task. 

Ask any production man-
ager and you will get a con-
firmation of this.

The solution is to level 
load with a consistent $T 
value set to a goal estab-
lished at the beginning of the 
month. And, set the number 
of days that consistent $T 
value should be planned, 
for the manufacturing pro-
cess steps. Regardless of 
the product, the market seg-
ment or the design, all jobs 
should flow consistently at 
the same pace. 

Tracking
Having done the above in 

planning and scheduling, 
you will need to track the 
actual performance every 
day throughout the month to 
assure that you are meeting 
the goals. You should know, 
every day, the status to es-
tablished $T goals so that 
you can take action if you 
fall behind those goals. It is 
much better to take action as 
soon as problems are noted 
rather than waiting until the 
end of the month when it is 
too late to make worthwhile 
corrections.

There are two primary 
reasons for using $T as your 
method of planning, sched-
uling and tracking your 

monthly performance. 
$T is a more accurate 

reflection of labor con-
tent than any dimensional 
metric. It recognizes the 
impact of special fea-
tures like mitered edges, 
laminated edges, chiseled 
edges, cove backsplashes, 
leathered surfaces, multi-
ple sinks, multiple faucet 
holes, etc. 

$T is directly relative 
to your financial goals. 
You can know, with cer-
tainty, that producing to 
the $T goals throughout 
the month will produce a 
planned profit at the end 
of the month. No dimen-
sional metric can do that. 
You can also relate the 
$T goal to a Productivity 
Score that can be shared 
with your production 
team. It does not reveal 
sensitive financial infor-
mation, but it does allow 
a sharing of important 
performance status to use 
as a motivational tool for 
the company. 

The product you pro-
duce may be countertops, 
but your company really 
is all about producing a 
profit. It makes sense to 
use a metric to manage 
your business that relates 
to that actual goal.

For more information on 
how to do all this, please 
visit www.Synchronous 
Solutions.com or contact 
Mr. Hill at 704-560-1536.             

Continued from page 4

New Leadership 
Transition for TISE

T he International 
Surface Event 
(TISE): 

SURFACES | StonExpo/
Marmomac | TileExpo 
welcomes Dana Hicks as 
the new Show Director for 
the event. After 19 years 
of service to the flooring, 
stone, and tile industry 
through events, promotions, 
sponsorships, and commu-
nity involvement, TISE 
says goodbye to Amie 
(Gilmore) Gonzalez as she 
transitions the event to 
Hicks. The change comes 
as Informa Markets’ need 
for seasoned, show-lead-
ing professionals increases 
due to growth in large-scale 
events to the company’s 
event portfolio. 

Hicks has a strong 
background in the events 
space with nearly 20 plus 
years dedicated to the 

Dana Hicks, New TISE 
Show Director

trade, previously serving 
for 10 years in hospitality 
and events with Marriott 
International, followed by 
17 years in the tradeshow 
arena ending as the VP of 
Events for Informa Markets/
Virgo where he led a top 
portfolio event in the food 
ingredient sector. His recent 
venture for the past two 
years was into the world of 
surface materials, working 

as a design consultant at 
Baker Bros in the Phoenix 
market, focusing on sales 
and fulfillment of all resi-
dential flooring - hardwood, 
LVP, laminate, tile, carpet 
and area rugs. Hicks’s back-
ground in events, degree in 
design, and connection and 
understanding of the floor-
ing industry, made him the 
perfect choice to continue to 
steer the TISE event into the 
leading, industry-supporting 
event for the flooring, stone, 
and tile industry.

“I look forward to meet-
ing the industry this year at 
TISE in January. I plan to 
work closely with Amie to 
understand the vision and 
needs of the space the event 
serves and am excited to 
affect positive change that 
will take the current success 
of TISE and grow upon it. I 
welcome input from the in-
dustry, so please feel free to 
reach out and connect with 
me,” says Dana Hicks, the 
new Show Director, The 
International Surface Event.

Please turn to page 9

http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
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Supreme granite island with 
a beautiful chisel edge, and 
matching Supreme perimeter 
counter make for a stunning 
rustic kitchen design. The key 
to their success, so far? Good 
communication and building 
relationships with their clients.

Non-rectangular is no prob-
lem for Restoneovation. New 
Venetian Gold island and per-
imeter, with an impressive 
radius that matches the shape 
of barrels is the focal point of 
this man cave bar area.  
Authentic oak barrels form 
the platform for this custom 
piece, personalized for the 
client.

(See page 14 for the matching 
Venetian Gold kitchen in this 
unique residence.)

Restoneovation Rocks
 However, this venture proved 

unsuccessful as they were un-
able to sell as many Lazy Susans 
and cutting boards as they had 
hoped. Joe and Steven soon re-
alized if Restoneovation was 
going to continue to be successful 
they would have to change their 
focus and concentrate on selling 
countertops.

By this point, Joe had taken on 
a full time job at a steel company 
to assure he could place food on 
his table and pay his bills. Steven 
also was working as a RN in a 
local emergency room. The two of 
them would work after hours and 
weekends producing one small 
job here and there, still under their 
carport. They remember one job 
in particular: it was below freez-
ing and the water was turning into 
ice on top of the granite as they 
were fabricating. 

“It wasn’t ideal,” Joe Schatzley 
said, “but we worked with what 
we had.” 

Joe and Steven eventually took 
the next step and rented a store 
front in Neosho, Missouri that 
came with a small shop and even 
smaller office. They began to 
grow their customer base, pro-
ducing more and more counter-
tops. The space still wasn’t ideal, 
but better than their carport. They 
continued working extra hours at 
this facility trying to keep up with 
the jobs as they came in. Growing 
slowly, they added their first 
part-time employee. At this point 

both Joe and Steven’s 
full-time jobs were going 
very well. However, it 
became apparent that 
if Restoneovation was 
going to continue to grow 
certain changes would 
need to be made. Joe 
made the big decision and 
left the steel company to 
turn his attention full time 
on Restoneovation.  After 
a couple years of renting 
they purchased a much 
larger facility where they 
now continue to fabri-
cate granite countertops. 
Working mainly with 
3cm material, they are 
open to work with almost 
all materials, including 
milestone, natural stone, 
and soapstone. Restoneovation 
has now been in operation since 
2012 and currently employs a 
total of a dozen workers from the 
install team to the front office. 

Doing all the fabrication by 
hand and lifting by hand, using 
Omni Cubed devices or forklift, 
Restoneovation is implementing 
new machinery and just added a 
pristine water filtration system 
along with a 25hp Kaeser air 
compressor. The combination of 
these two machines will ensure 
that the brunt of the fabrication 
will be dust free as well as assur-
ing that the polish of each piece 
meets exceptional quality.

“You have to grow into your 
shoes,” stated Joe Schatzley, “and 

sometimes it takes more time than 
you want”. They are now buy-
ing their first 5 axis Sasso K600 
Extreme XL saw and are excited 
to start this chapter of their jour-
ney. Line polishers and CNC 
routers will follow shortly, as they 
continue to grow. 

Co-owner Steven Jaeger added, 
“We want to grow and expand 
but want to do it and take the suc-
cess of the company gradually. 
We want to stay as debt-free as 
possible and not deplete emer-
gency funds. In case another re-
cession hits, we want to be fine, 
not overextended, and be able to 
continue.” 

They stay extremely busy and 
use their own install crews for 
quality control. They found out 
the hard way that you can’t al-
ways rely on sub-contractors to 
install.

Now, Restoneovation does all 
installs themselves with a two- to 
three-man crew, and Joe does all 
the templating. They admitted that 
one problem with their location in 
Neosho is the long drive times for 
templating and installs. It is inev-
itable to compare their output to 
other companies that can pull off 
ten jobs a day, due to shorter drive 
times.

Continued from page 1
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Training & Education

 
PO Box 188, Stinesville, IN 47464 

Ph:  812-876-0835    Fax:  812-876-0839 
bigcreekstone.com 

The Natural Stone 
Institute has many 
resources available 

online to help combat the 
threat of silicosis and ensure 
safe slab handling. All 
safety resources are avail-
able free of charge cour-
tesy of the Natural Stone 
Institute Safety Committee.

Available resources to 
combat the threat of silico-
sis include:

 • Silica Exposure and  
  Employee Safety  
  (Webinar)

 • Silica Exposure  
 Control Plan for General  
 Industry (Document)

 • Silica Prevention  
  Checklist

Available resources to 
ensure safe slab handling 
include:
 
 • Safe Slab Handling  
  course bundle

 • Facility Safety Plan:  
  Creating an  
  Environment of Safety  
  for Your Employees 

 • Safe Stone Shopping  
  video for consumers

There is no place for 
complacency in the stone 
industry. Prevention and 

nations. The association of-
fers a wide array of techni-
cal and training resources, 
professional development 
opportunities, regulatory 
advocacy, and network-
ing events. Two prom-
inent publications—the 
Dimension Stone Design 
Manual and Building Stone 
Magazine—raise aware-
ness within the natural 
stone industry and in the 
design community for best 
practices and uses of nat-
ural stone. Learn more at 
www.naturalstoneinstitute.
org.  

awareness are critical for 
all employees in our indus-
try. Use the resources avail-
able to you to bring greater 
awareness to your team 
about these important issues, 
and remember that preven-
tion can save lives.

All safety resources can be 
found online at www.natural 
stoneinstitute.org/safety. 

The Natural Stone Institute 
is a trade association repre-
senting every aspect of the 
natural stone industry. The 
current membership exceeds 
2,000 members in over 50 

Resources Available from NSI for Silicosis 
Prevention and Safe Slab Handling

Job Hazard Analysis Stone-JHA-007 Issue 1.0 

 

Your company name 

Workplace Safety Assessment 
Job Hazard Analysis (JHA)    

Your logo here 

Document Control #: Stone-JHA-007 Revision Date: mm/dd/yyyy 
Document Title: Job Hazard Analysis (JHA) Issue #: 1.0 
Department: Warehousing Frequency: Annually 
Personal Protective Equipment 
Required: 

Safety glasses, safety shoes, safety vest, hard hat, 
gloves Completed by: Name of Company Representative 

Here 

Moving Slabs with Forklifts 
Task Description Hazard Control 

Preparing Slab for Lifting Tipped / Dropped 
Slabs 

• Use wedge to separate slab from stack and allow space for clamp or cables to 
be set. Spotter to stand at end of slabs while inserting wedge, staying outside 
the “fall shadow” 

• Spotter to wait until slabs are stable and forklift or crane is in place before 
stepping in front to slab to connect clamp or cables 

• Operator will not raise slab until spotter is clear at least arms distance and 
directs driver to raise slab 

Moving Slab With Forklift 

Struck by dropped 
material 

• Keep lower side of load within 10” of ground 
• Be aware of the “Fall Shadow” and stay clear 

Struck by / caught 
between load 

• Stay in safe zone, arm’s length away from load keeping one hand in contact 
with the load 

• Always stay in drivers line of site 
• Stay in sight of driver, give driver instructions as you guide the load 

Struck by forklift 
or load 

• Stay out from between vehicle and load 
• Do not walk directly in front of vehicle 
• Be aware of and inspect route to be taken and anticipate vehicle turns and 

changes in direction 
• Maintain minimum distance of 20ft of clearance from customers or non-

involved employees on all sides of forklift and load 

Sample page from the Safe Slab Handling course bundle

James Woelfel to Receive 
NTCA Ring of Honor Award

The NTCA (National 
Tile Contractors 
Association) has 

chosen James Woelfel, 
president of Artcraft 
Granite Marble and Tile 
Company in Mesa, Ariz., 
as its 2019 recipient of the 
NTCA Ring of Honor.

The NTCA Ring of Honor 
is a lifetime achievement 
award that recognizes 
NTCA contractors and as-
sociate members whose 
efforts have helped grow 
the association and assisted 
in achieving its objectives. 
Recipients are chosen by 
NTCA executive officers. 

Bart Bettiga, Executive 
Director of the NTCA and 
last year’s NTCA Ring 
of Honor recipient, said 
Woelfel was chosen be-
cause of his dedication to 
the association and the tile 
installation trade. “James 
has provided leadership 
and passion to our asso-
ciation. He has been a 

James Woelfel is the newest recipient of the NTCA Ring of Honor, a lifetime 
achievement award given to recognize NTCA contractors.

constant advocate for the 
professional tile contractor 
in the development of stan-
dards and methods and is a 
staunch proponent of qual-
ified labor. He has served 
on the executive committee 
for many years and is most 
deserving of this prestigious 
recognition.”

Woelfel has been the 
chairman of the NTCA 
Technical Committee since 
2007 and is a voting mem-
ber of the TCNA Handbook 
and ANSI A108, 118, and 
137.1 Committees. He 
served as president of the 
NTCA from 2015-2017 and 
was the 2011 recipient of 
the NTCA Tile Person of 
the Year Award. Woelfel is 
also an NTCA Recognized 
Consultant and a high-
ly-rated speaker at industry 
shows such as Coverings, 
The International Surface 
Event (TISE), and Total 
Solutions Plus.

“Receiving the Ring of 
Honor shows that James’ 

peers have recognized the 
years of meaningful work 
he has done for the NTCA,” 
said Bettiga. “There is 
nothing more honorable 
and laudable than what this 
award represents.”

Woelfel’s father, Butch 
Woelfel, was the 2007 
NTCA Ring of Honor re-
cipient recognized for his 
career contributions to the 
association. The Woelfels 
are the only father and son 
to both receive the NTCA 
Ring of Honor recognition. 

Woelfel received the 
award on October 29th, 
2019 during the Awards 
Luncheon at the Total 
Solution Plus conference in 
Nashville, Tennessee. 

The National Tile 
Contractors Association 
(NTCA), the world’s larg-
est tile contractor associa-
tion, is a non-profit trade 
association serving every 
segment of the industry, 
spearheading education for 
the professional installa-
tion of ceramic tile, natural 
stone and allied products. 

For more information, 
please contact NTCA exec-
utive director Bart Bettiga 
at bart@tile-assn.com or 
via telephone at (601) 939-
2071, or visit www.tile-
assn.com.

“To give without any reward, 
 or any notice, has a special 

quality of its own.”
— Anne Morrow Lindbergh

http://www.naturalstoneinstitute.org/safety
http://www.naturalstoneinstitute.org/safety
http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org/safety
http://www.naturalstoneinstitute.org/safety
mailto:bart%40tile-assn.com?subject=NTCA
http://www.tile-assn.com
http://www.tile-assn.com
https://www.brainyquote.com/quotes/anne_morrow_lindbergh_163044
https://www.brainyquote.com/quotes/anne_morrow_lindbergh_163044
https://www.brainyquote.com/quotes/anne_morrow_lindbergh_163044
https://www.brainyquote.com/authors/anne-morrow-lindbergh-quotes
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Restoneovation Rocks

But “quality over quantity” and 
“slow and steady wins the race” 
are attitudes that the two owners 
could not stress enough. “We 
all want to be perfect, but we all 
make mistakes. In the back of our 
minds, our desire to do right by 
our customers far outweighs our 
desire to grow and expand and 
drive nicer vehicles,” says Joe 
Schatzley. “It means more to us to 
be honest with customers than to 
only get two out of six jobs right.” 
They made it clear that building 
relationships with customers and 
making people happy, is more im-
portant to them than making a ton 
of money. In other words, treating 
others the way they would want 
to be treated is the basis of their 
work ethic. 

“Rough and difficult situations 
will teach you lessons and are 
important to the growing process. 
Keep your promises with cus-
tomers and they will report better 
word of mouth.” There’s a proven 
history of these endorsements 
bringing return business from 
satisfied customers spreading the 
word. “Under promise, over de-
liver. Never lie to your custom-
ers,” concluded Joe Schatzley.

Kitchens like this Calacatta Venice are precisely the reason 
Restoneovation implements LED lights in their shop: for a 
proper quality inspection, simulating residence lighting.

Here’s how they take precau-
tions to improve quality: every 
departments is responsible for 
quality checking – and not just 
one department – avoiding the 
issue of department controversies 
and helping departments to own 
their work. 

Although there is a higher prob-
ability of being double-checked 
in the shop for a precise qual-
ity inspection before going out 
the door to installation, the job 
folder stays with each desig-
nated job every step of the way. 
Restoneovation realizes the im-
portance of a job well done from 
every department, and credits 
their workers and crew. “It is not 
just a one-man success, it takes 
the team, and I am very grateful 
for the team that we have,” ex-
presses Joe Schatzley.  Improving 
their receiving material receiving 
process, Restoneovation has also 
started being picky about what 
slab distributors they use – espe-
cially if the distributor does not 
share the same belief in “under 
promise and over deliver.”  

Restoneovation recently in-
stalled LED lights in the shop 
ceiling to replicate what a cus-
tomer’s lighting will look like 
on their countertops. They also 

put all their seams together in the 
shop, and expressed how they 
strive to offer the best seams in 
their region. They pay special 
attention to the flowing veins in 
directional material, backsplash 
included, matching the flow as 
much as possible.   

When asking the two own-
ers about their experiences with 
Braxton-Bragg, they expressed 
how much they like their prices, 
reliability and accuracy of order-
ing, and called Braxton-Bragg’s 

Please turn to page 14

online ordering “top notch.” They 
purchased their forklift boom 
from them, and admitted that 
they love the polishing pads they 
get from Braxton-Bragg, includ-
ing 3-step Viper pads, and Talon 
4-step Quartz pads.

Restoneovation has an impres-
sive social media following, with 
over 55,000 likes on Facebook 
currently, as well as a YouTube 
page with several quality videos. 
They believe that social media re-
ally helps their word of mouth and 

it does help bring them business. 
This is part of Jenny’s forte (Joe 
Schatzleys wife and Steven’s sis-
ter). She manages the office and 
does most of the social media 
posting. 

Amongst many other giveaways, 
they once teamed up with Bass 
Pro on a “Shark Dive Giveaway,” 
where Restoneovation gave away 
four Bass Pro shark encounters, 
as well as shirts and Wonders of 
Wildlife admissions to the lucky 
winners picked at random, from 
among those who liked, shared, 
commented and watched their 
video. Joe and Steven stressed  
that they like making customers 
happy, and the social media just 
adds to their capabilities to in-
crease customer satisfaction.

Continued from page 6

Above and Below: 
Elegant Jaguar 
granite island, 
perimeter and full 
height backsplash. 
(See also page 14)

Brazilian Jaguar granite was selected for the dramatic stripes of color in this open-plan kitchen.
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• ZERO Bleeding
• Colorless, clear knife grade formula
• Fast cure time with 5 - 8 minute 
   working time
• Easy to mix 1:1 ratio

• Indoor and Outdoor
• Non yellowing
• For all surfaces – stone, porcelain, ceramic,   
   quartzite, quartz, etc.
• Non-hazardous and VOC Free

*Packaged in 1 Quart total unit (1 quart = Half quart A and two half pint tubes of B). Based on PUR resin 
technology now with longer shelf life. Packaged 8 units per case. Each individual units in its own box.

InnoChem, LLC  Atlanta, Ga
Phone: 770-409-8789 Email: Info@innochemllc.com

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

Continued from page 5

Leadership
Transition 
for TISE

Amie Gonzalez, 
outgoing TISE Show 

Director

TISE also wants to take a mo-
ment to thank Amie (Gilmore) 
Gonzalez for her commitment 
and dedication to the industry. 
Amie has spent tens of thousands 
of hours over 19 years planning, 
working with the team, building 
networks and friendships, and 
working/serving industry profes-
sionals, all with the purpose of 
making sure the industry’s goals, 
needs, and expectations were 
met by TISE at the highest pos-
sible level of excellence. Those 
who would like to send Amie a 
message may reach her at amie. 
gonzalez@informa.com. Amie 
has now transitioned to a large 
commercial cleaning and resto-
ration event within the Informa 
Markets portfolio, allowing her 
knowledge and skills to be used 
to nurture and grow her new event 
beyond its successful current 
positioning.

“I would like to thank the indus-
try for making me feel like fam-
ily. It’s been an honor to serve the 
professionals, the manufacturers, 
and the associations and partners 
to this industry. I look forward to 
working with Hicks on the transi-
tion for the next six months, and 
to seeing everyone at TISE 2020 
this year,” says Amie (Gilmore) 
Gonzalez, CEM, former Show 
Director for The International 
Surface Event.

TISE 2020 
Save the date for The 

International Surface Event 2020 
scheduled to be held January 
28-30, 2020, education January 
27-30, at the Mandalay Bay 
Convention Center in Las Vegas, 
Nevada.

AVAILABLE AT

mailto:amie.gonzalez%40informa.com?subject=Thanks%20Amie
mailto:amie.gonzalez%40informa.com?subject=Thanks%20Amie
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IT was a typical Monday. I 
had just woken up after a 

long trip to Cali. and had to re-
view a report and laboratory re-
sults from a recent inspection. 
Little did I know that the lab re-
sults would prove me wrong  — 
or should I say right.

It all started when I was hired 
to look at a problem occurring 
with a large granite sign erected 
outside a major movie studio in 
L.A. . The problem was streaking 
on the sign where the letters were 
engraved into it. The streaking 
was somewhat of a mystery since 
the sign was in a locale where 
it wasn’t subject to graffiti, and 
the sign was old. I would post a 
picture, but I signed a non-disclo-
sure, and  plus, I have been sworn 
to secrecy and I don’t want to 
ruin my chance of being a movie 
star…LOL! 

I thought this would be an easy 
inspection, an open and shut case, 
but it turns out it wasn’t as easy 
as I thought.

The call I received was your 
basic, “I have a problem with 
some streaking” complaint. I 
have seen streaking issues on 
many projects over the years, 
and all of them have pretty sim-
ple solutions. They are all rather 
simple. The wrong grout with a 
high lime content is a common 
streaking problem on exterior 
stone facades and signs, etc.  I 
thought I could solve this one 
over the phone with some pics, 
but they insisted that I come out 
to L.A. to see this problem with 
my own eyes. Well, who was I 
to argue – plus, it could be my 
big break in becoming an actor – 
maybe I would be “discovered” 
like Harrison Ford! Yeah, fat 
chance, but they were willing to 
pay my fee and my expenses, so 
off I jetted to La-La Land.

I drove to the studio and sure 
enough, there was this large sign 
about 30 feet or so in the air. 
From the ground it was clear that 
there was a streaking problem. I 
had asked the guy who hired me 
to have a high lift available so I 
could get a closer look. There was 
no high lift at the site, so I pulled 
out a pair of binoculars to get a 
closer look. Just as I was deep in 

Frederick M. 
Hueston, PhD

The Stone Detective

LPI Strengthens Its Corporate 
Training Team

Here’s Your Hollywood Sign

my inspection, I felt 
a tap on my shoulder 
which caused me to 
jump and drop my 
binoculars. Luckily, I 
had the strap around 
my neck. 

 I quickly turned 
around and was face-
to-face with a gentle-
man who I swore was 
a famous Hollywood 
director. Darn, I thought 
– I should have brought my audi-
tion tapes. 

Well, it turned out he was just 
the studio’s engineer and just 
happened to look like a famous 
director. (OK, I’ll give you a hint: 
His recent movie was the last in a 
series of space-adventure movies. 
Sorry, you’ll have to guess.)

  Anyway, he told me that they 
had hired a major engineering firm 
to come out and take a look. They 
had generated a report, which he 
handed me, along with the N.D.. 
Holy crap, I thought as he handed 
me the “report”. It had to weigh 5 
pounds and was in a 4-inch thick 
binder. Well, I wasn’t going to sit 
there and go through the entire re-
port. I told him I would review it 
on the return trip home. (Which I 
didn’t do, since I fell asleep on the 
plane.)

However, I did what any sane 
detective in a hurry would do: 
turn to the last page or two to see 
what their conclusion was. Based 
on their test results, they had 
summarized that the streaking 
was caused by the silicone used 
to surround the acrylic lettering. I 
just looked up at the sign and then 
over to Mr. Hollywood.

 I asked the following questions, 
and got the following answers:

How old was the sign?  Seven 
years old.

When did you first notice the 
streaking?  One year ago.

Has the silicone caulking around 
the letters been changed? No, it’s 
the original caulking.

 I pointed to the top of the sign 
where a few pigeons were perched 
and said, “I see there’s not a lot 

of pigeon excrement on the sign. 
How often do they clean the 
sign?” He told me it gets cleaned 
every night, since there appears to 
be a real issue with the pigeons.  I 
next asked him what they used to 
clean the sign, and he told me he 
could find out.

Long story short: I finished 
my inspection and returned 
home the next day. 
Now, back to today. I 

opened the report, poured a 
cup of tea (Yeah, I know –I’m 
cutting back) and sat down 
to review the huge report. 
Before I opened the binder, 
I turned on my computer 
and found an email from Mr. 
Hollywood with an attach-
ment of the cleaner they 

used. I did a Google 
search and discovered 

the cleaner was a brand-
name, highly alkaline cleaner with 

a pH of 12.  After several cups of 
tea and my review of the lab re-
port, I had an answer. 

I concluded that the streaking 
was not from the silicone.  If that 
was the case, then why did they 
detect silicone in the testing?  The 
answer is simple: the trace of sil-
icone was from a sealer they used 
to seal the stone. I had uncovered 
this clue after calling and asking if 
the sign had ever been sealed, and 
with what. 

So I concluded the streaking was 
actually residue from the  cleaner.  
This is a part of a lesson I now 
teach my students: Laboratory 
results don’t necessarily solve the 
problem. You have to combine 
the field experience with the test 
results to see if it makes sense. 
It this case, it didn’t. Asking the 
right questions was the key. 

Hopefully, I impressed Mr. 
Hollywood with my sleuthing, 

and he can get me an audition! 
(Hard-boiled Noir detective mov-
ies may make a comeback— you 
never know!)

For more details and to learn 
more about the investigation pro-
cess, you’ll have to attend my 
inspection and troubleshooting 
class — next session is in Vegas, 
January-27-30, 2020. Call to reg-
ister: 321-514-6845.

The Stone Detective is a fictional 
character created by Dr. Frederick 
M. Hueston, PhD, written to en-
tertain 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. Fred has also been writ-
ing for the Slippery Rock for over 
20 years. Send your comments to 
fhueston@stoneforensics.com.

LPI expands its training department with the 
promotion of Aaron Alexander (left) to cor-
porate training manager, and the addition of 
Dan Lafser (right).

LPI has announced the pro-
motion of Aaron Alexander 
from corporate trainer to 

corporate training manage and the 
hiring of Dan Lafser to the role of 
corporate trainer.

Serving as a lead trainer for 
LPI for more than four years, 
Alexander has trained hundreds 
of customers throughout the coun-
try and Canada on the LT-2D3D 
Laser Templator. He will now 
manage the company’s training 
department, including enhancing 
the onsite and online programs to 
provide customers with an even 
more robust training experience. 

Alexander will manage corpo-
rate trainers Vince Strelow, who 
was promoted to the role in May, 
and new addition Dan Lafser.

A native of Naperville, Illinois 
Lafser has spent most of his career 
in residential construction and 
landscaping. He has worked ex-
clusively in the stone industry this 
year digital templating up to 10 
jobs per day with the LT-2D3D. 

“His intimate knowledge of our 
LT-2D3D digital templating sys-
tem along with a degree in educa-
tion from Illinois State University 
makes Dan an ideal fit for our 
training team,” said Kevin Yeh, 
director of sales and marketing 
for LPI. “Our team strives to build 

a rapport with our customers and 
customize trainings around their 
initial skill level and needs, just 
as a good educator should. We’re 
excited to add Dan to the mix, as 
well as have Aaron take the reins 
and further enhance our training 
programs.”

Celebrating its 25th anniver-
sary, LPI develops laser measur-
ing equipment and technology 
solutions for various industries, 
including countertop, cabinet, 
glass and construction. LPI has 
sold over 6,000 lasers to more 

than 3,000 companies in over 35 
countries. LPI products are made 
in the USA with some imported 
components, and used by both 
the world’s leading automated 
fabricators, as well as smaller, 
manual shops. LPI has earned 
a spot on the Inc. Magazine Inc. 
5000 “Fastest Growing Private 
Companies in America” in 2017 
and 2018, and as one of the top 
10 fastest-growing private manu-
facturers in Illinois. 

For more information, please 
visit their website laserproducts 
us.com .

What lies behind you and what lies in 
front of you, pales in comparison to what 
lies inside of you. 
— Ralph Waldo Emerson

mailto:fhueston%40stoneforensics.com?subject=Dear%20Stone%20Detective
http://laserproductsus.com
http://laserproductsus.com
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ZENESIS™ introduces an unmatched premium 7-step wet 
polishing pad. Independent testing has shown these new pads 
to achieve the highest gloss readings after the 3000 grit level
when polishing both white and black granite. Our unique design 
provides these pads with an exceptional lifespan.

 • Removes dull spots, etches, and smooths uneven surfaces quickly
 • Shorter polishing times on the most di�cult stone surfaces
 • Better shine (higher gloss reading) us.zenesistechnology.com

A WHOLE  OTHER LEVEL
OF POLISHING PERFORMANCE, 

POLISHING PADs

Granite Counter Connection
Continued from page 2

 “We do occasionally send peo-
ple to Charlotte, North Carolina 
where they can view slabs from 
22 suppliers, but I do believe that 
our inventory gives us a com-
petitive advantage. Many of our 
customers are so busy during the 
week, that they want to come in 
on Saturday and we are one of the 
few shops in our market that has 
Saturday hours. They can select 
stone, sinks and faucets right then 
and there and give us a deposit.

“There are seven steps to sell-
ing, and the number one thing is to 
find out what the customer wants. 

So if you can greet the customer 
and then ask them, ‘What can I 
do for you, or what can I help you 
with?’ everything after that will 
fall into place. Most often custom-
ers will also ask, ‘What’s better, 
granite or quartz?’ We’ll then ex-
plain how both products are made, 
and the benefits of both for your 
application, and just educate them 
and then let them make the deci-
sion. So really, my job is to insure 
that when the customer sees and 
feels their own countertops, they 
will love them, and at the end of 
the day that’s what it’s all about.” 

 Fulfilling the work load are 
four full-time shop employees, 
while two, two-man crews take 
care of installations. “Any and all 
success that we’ve achieved is a 
direct result of our employees and 
their efforts,” Badertscher contin-
ued. “Their interaction with our 
customers and making sure the 
job is done right has been key to 
our success. Things don’t always 
go right, but if we communicate 
with the customer early and let 
them know that we’ve got a sit-
uation that has come up and that 

their job is a priority, then that 
customer knows we are doing ev-
erything we can.” 

 “We are trying hard to level out 
our workload to consistently pro-
duce two kitchens per day, year 
round. I’m also working on a con-
tract to buy this property. That’s 
going to be important, so all of 
us can have security. We have 
a lot of competition in this area, 
and it’s important for us to treat 
our employees, our vendors and 
our customers the way we would 
want to be treated. That’s the best 
advice I could tell anybody.” 

By all indications, Granite 
Counter Connection is the con-
summate role model for the re-
boot of a small shop. You be the 
judge.  

For more information go to 
www.granitecounterconnection.
com .

Showroom displays include 
kitchen and bath vignettes, a 
wall full of sink options, and 
about 80 samples of stone.

Granite Countertop Connec-
tion serves a 70-mile radius 
that includes high end to mid-
range consumer and builder 
clients. Improvements like 
their Comandulli Penta edger 
keep their quality consistent.

http://www.granitecounterconnection.com
http://www.granitecounterconnection.com
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SQUARE
[ 200 x 200 mm ]

RECTANGULAR
[ 200 x 400  mm ]

ROUND
[ 120 mm (glass) – 200 mm ]

LOW-PROFILE
[ 150 x 150 mm – 150 mm Round ]

SHAPED
[ Vanity Sink Cup Set ]

500 SERIES
[ 50 x 500 mm – 250 x 500 mm ]

ANY CUSTOM SHAPES AVAILABLE
[ Trapezoidal – Hexagonal – Beveled Trophy]

SPECIALTY ITEMS
[ Robocup – Retractable – Miter ]

NOTE: Not all suction cups are to scale

BLICK INDUSTRIES has the largest selection of suction cups in the industry, with 30+ shapes available to suit your machine and your project. 
Accuracy and consistency are imperative; every cup is checked to meet a standard +0.05 mm, -0.00 mm tolerance.

Open body design allows most cups to be safely and easily picked up with one hand. 
Do not risk damaging fittings, cups, table or yourself by holding heavy water-filled pods by the tubing/fittings.

All BLICK INDUSTRIES products are designed, manufactured and assembled in Laguna Beach, CA, U.S.A.

Scan M
e
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The 1/2” Gas Adaptor is available in Left-Handed (14-101-11) and Right-handed (14-101-10) threading.

Leathering your stone on a 5-axis saw is now possible 
with the BLICK Leatherhead & 1/2” Gas Adaptor!

The Leatherhead attached to 
5-axis saw via 1/2” Gas Adaptor.

1/2” Gas Adaptor1/2” Gas Adaptor
for The Leatherhead

The Leaders in Vacuum Workholding Solutions

• Every product is designed, manufactured, warehoused and assembled in the USA
• The highest quality with the lowest prices in the industry...PERIOD!
• More than 20 years of experience and knowledge at your disposal
• BLICK INDUSTRIES - The name and enterprise you can count on!

Scan M
e

2245 Laguna Canyon Road, Laguna Beach, CA 92651 USA |  Phone: (949) 499-5026 |  Fax:  (949) 499-13982245 Laguna Canyon Road, Laguna Beach, CA 92651 USA |  Phone: (949) 499-5026 |  Fax:  (949) 499-13982245 Laguna Canyon Road, Laguna Beach, CA 92651 USA |  Phone: (949) 499-5026 |  Fax:  (949) 499-1398
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Restoneovation Rocks
Continued from page 8

As American as Apple Pie
Apple pie is an important part 

of American culture and tradition, 
observed Schatzley and Jaeger. 
That’s why these creative own-
ers implemented a unique way of 
showing their appreciation to cus-
tomers by giving them all an apple 
pie, after doing business with them. 

“A handshake and an apple pie, 
as a way of saying thank you to our 
customers,” was a big hit claims 
Steven Jaeger, whose wife Kara 
used to make all the apple pies her-
self. Spreading the word through 
social media, the pies became 
hugely popular  – and too much 
for Kara, she admits – so they now 
offer home-made pies sourced 
from a local bakery called Flower 
Box Café. 

They also believe in real-life 
interactions with the people who 
trust them to assemble countertops 
in their homes. When Joe or Steven 
are in a residence, they realize that 
it is an opportunity to interact with 
customers, and have a free-flowing 
conversation and build a long-last-
ing relationship, instead of just 
getting there, doing the job, and 
getting out with as little interac-
tion as possible. Also, by making 
customer satisfaction follow-up 
calls, they believe that when the 
call is made to the customer after 
installation, it shows that they are 

confident in the job being done 
right. 

They have also implemented 
an integrity test to help them get 
an idea of who they are hiring. 
Restoneovation wants the people 
who work for them to be people 
who they can trust and depend on, 
and can turn loose to do their job 
correctly. With only approximately 
25 percent of applicants passing 
the integrity test, they are believers 
that integrity and attitude means 
more to them than experience. A 
positive attitude, Joe believes, can 
get you anywhere in life.

Balancing Priorities
Restoneovation is also firm about 

their employees having a home life 
that is not dominated by work. 
They believe in family, and have 
no problem letting their employees 
off work for family issues; a happy 
home life creates a happy work life. 
As a company, Restoneovation 
is also involved with Adult and 
Teen Challenge, a rehabilitation 
program that offers troubled guys 
a job if they can do a satisfactory 
job. “Helping others get back on 
their feet is another way of giving 
back to our community,” said Joe 
Schatzley.

Craftsmanship and passion is 
an equation that best relates the 
mind set of this patient yet ambi-
tious stone shop in rural Southwest 
Missouri. Restoneovation trusts 

New Venetian Gold island and perimeter, with an impressive radius that matches the 
shape of the supporting barrels. This kitchen island is echoed by a similar design gracing 
the bar area of this residence. (See page 6)

Below, right: Viewed from above, the vertically diagonal stripes of the Jaguar granite ac-
centuate the two-story height of the great room and kitchen.  (See page 8 for more photos)

Below, left: Typhoon Bordeaux full-height shower walls with matching vessel sink vanity.

that their honesty and craftsman-
ship alone will bring them all the 
success that they need.

For more information on 
Restoneovation, visit their website 
Restoneovation.com or www.face 
book.com/ Restoneovation. 

http://www.Restoneovation.com
http://www.facebook.com/Restoneovation
http://www.facebook.com/Restoneovation
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Polycor Announces Acquisition 
of Elliott Stone Co. Inc. 

Polycor Inc., the largest 
quarrier of natural stone 
in the world, continues its 

strong growth with the acquisi-
tion of Elliott Stone Company 
Inc., a leading quarrier and fabri-
cator of Indiana limestone based 
in Bedford, Indiana. The acquisi-
tion expands Polycor’s ability to 
deliver the most comprehensive 
offering of natural stone building 
products for the hardscapes and 
masonry industry.  

“We are excited to bring Elliott 
Stone’s  technologies, processes 
and industry know-how into 
the Polycor family,” says  Matt 
Howard, President of Polycor 
West. “This is truly an exciting 
time for Polycor as our business 
continues to grow, not only from 
a product offering standpoint, but 
from an innovation and experi-
ence perspective as well.” 

Beginning immediately, 
Polycor will execute the planned 
integration of the two companies’ 

The Elliott Stone Company 
limestone quarry acquisi-
tion now reinforces Polycor’s 
leading position as the global 
natural stone quarrier and 
further strengthens its port-
folio of hardscapes and ma-
sonry products.

facilities, customers and employ-
ees to ensure a smooth transition 
that will deliver immediate value 
for all partners and stakeholders. 

Brian Elliott  of  Elliott 
Stone  says the acquisition rep-
resents a new and exciting chap-
ter for the small family-owned 
business. “Elliott Stone  has a 
long and proud heritage that we 
take great pride in, so as part 
of this transition we wanted to 
find someone who shared our 
same principles and values,” 
said Elliott. “Polycor has an 
unmatched reputation in the in-
dustry and I’m confident our 
synergies will contribute to the 
overall success of the business.” 

A Rich Company History
Founded in 1957 by Dave 

and Judy Elliott, Elliott Stone 
Company has a long history as 
one of the most forward-thinking 
companies in the stone industry. 
In fact, the company is unique 
among limestone quarriers as 

the bulk of their material comes 
from an underground quarry. 
This allows for continuous oper-
ation even in inclement or winter 
weather, allowing the company 
to meet customer demand for 
quality limestone on schedule all 
year.

Polycor Inc. is the world’s 
leading natural stone quarrier 
and its core mission is to make 
people fall in love with natural 
stone. Their world-class reputa-
tion comes from a great legacy 

of stone work on historical land-
marks, institutional, commercial 
and residential projects.

 Founded in Québec City 
(Canada) in 1987, the com-
pany now employs nearly 
1,200 people and owns over 
50 quarries and 18 manufac-
turing plants across  North 
America  and  Europe. For more 
information, visit their website or 
follow their social media profiles 
on Facebook, Twitter, LinkedIn 
and Instagram.

Elliott Stone Company has 
been in operation for nearly half 
a century and has always been 
dedicated to serving customers’ 
needs. The company continu-
ously develops new quarrying 
processes, finishing techniques 
and machinery of our own de-
sign for the purpose of providing 
customers with quick delivery, 
excellent products, and the finest 
quality stone available. For more 
information, visit  www.elliott-
stone.com .

https://c212.net/c/link/?t=0&l=en&o=2597558-1&h=2505924598&u=https%3A%2F%2Fwww.polycor.com%2F&a=website
https://c212.net/c/link/?t=0&l=en&o=2597558-1&h=4194352169&u=https%3A%2F%2Fwww.facebook.com%2FPolycorStone%2F&a=Facebook
https://c212.net/c/link/?t=0&l=en&o=2597558-1&h=271052608&u=https%3A%2F%2Ftwitter.com%2FPolycor&a=Twitter
https://c212.net/c/link/?t=0&l=en&o=2597558-1&h=1273298255&u=https%3A%2F%2Fca.linkedin.com%2Fcompany%2Fpolycor&a=LinkedIn
https://c212.net/c/link/?t=0&l=en&o=2597558-1&h=4204304925&u=https%3A%2F%2Fwww.instagram.com%2Fpolycordesign&a=Instagram
http://www.elliottstone.com
http://www.elliottstone.com


Know Your Minerals - Part Two
A Handy Guide to the Ingredients of Your Favorite Natural Stone

AS I related last month, min-
erals are the components 

of all natural stones. The color of 
every natural stone, whether it’s 
jet black, glittery silver, or a kalei-
doscope of Technicolor – comes 
from the individual minerals.

Minerals also dictate the prop-
erties of a stone: Hard or soft; 
acid-resistant or acid-sensitive; 
flaky, chunky, or smooth.

As you may recall, you can only 
see individual minerals in coarse-
grained stones. A smooth stone 
with small grains, like Absolute 
Black or Pietra Grey, doesn’t re-
veal much about specific minerals 
because you can’t see them. But 
many popular stones have big 
crystals in all kinds of patterns 
and colors, inviting curiosity 
about just what those minerals are 
all about. (One disclosure about 
minerals – these superpowers are 
not to be taken literally. Hopefully 
you already realized that?)

Quartz
Quartz is the second most abun-

dant mineral on the Earth’s crust. 
Even though it occurs in similar 
colors as feldspar, it has a dis-
tinctly different look.

Quartz colors include: Clear, 
white, grey, black, pink, amber, 
brown, purple. Some colors of 
quartz have their own name. 

Purple quartz is amethyst. Amber 
quartz is citrine. Grey quartz is 
smoky quartz, and so on.

Identifying features: 
Once again, color is no help in 

identifying quartz, but quartz is 
easy to spot once you see it a few 
times.
•Quartz is often translucent, 
meaning you can see down into 
the crystal. 
•Quartz looks a lot like colored 
glass, because it has the same 
chemical composition as glass.
•Unlike feldspar, quartz does not 
have a ‘preferred’ shape and it 
almost never breaks along a flat 
plane. 
•When looking at an igneous 
rock, quartz is often blob-shaped, 
because it’s the last mineral to 
solidify and it fills in the gaps left 
open between the other minerals.
•In a metamorphic rock like 
gneiss, schist, or a quartzite like 
Fusion or Marine Blue, quartz 
forms white blobs that are often 
squiggly-looking. In these cases, 
the quartz melted as the rock was 

undergoing metamorphism.

Properties:
Quartz is heralded for being 

beautiful, durable, inert, and gen-
erally bombproof. It’s 7 on Mohs 
hardness scale and isn’t both-
ered by acids or less-than-ideal 
cleaning habits. In fact, quartz is 
such a cool mineral, that a type 
of man-made material borrowed 
its name, leading to endless con-
fusion within the countertop 
industry.

Examples: Quartz is preva-
lent in light colored granites like 
Alaska White or Bianco Antico. 
And, of course, quartz plays the 
starring role in quartzites like Taj 
Mahal, Fusion, and Sea Pearl. 
Quartz is also the main ingredient 
in Wild Sea sandstone.

Superpower: Having quartz-
rich stones in your home makes 
you less likely to snack between 
meals. No one knows why. 

Karin Kirk 
usenaturalstone.com

Many thanks to Slabworks of Montana 
and Montana Tile and Stone for allow-
ing me to explore and photograph their 
beautiful stone slabs.

Areas of white quartz in a slab of Titanium. In this case the 
quartz melted during metamorphism, forming fluid blobs 
within the rest of the stone. Geologists would call this stone a 
‘migmatite,’ meaning ‘mixed rock,’ because it’s part metamor-
phic, part igneous.

Quartz looks like glass. You can see ‘into’ it. It also has an irregular shape.

Please turn to page 24

Geologists call this ‘graphic granite,’ because the quartz looks 
like ancient cuneiform writing. It’s an intergrowth of feldspar 
(the white background mineral) and quartz (the grey bits). 
Once you recognize this pattern, you’ll notice it on a lot of 
slabs. This is Alaska White.

Translucent and blob 
shaped... you might 
think this is quartz. 
Alas, it’s epoxy fill. 
I’ve been fooled by 
that more than once! 
The best way to tell 
an epoxy, acrylic or 
resin fill from quartz 
is by hardness. Epoxy 
and acrylic are easily 
scratched by a knife 
blade or nail. Also, 
epoxy often has a green 
or yellow color to it.
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This slab of Allure is 100%, crystalline quartz. Notice that 
the crystals don’t have any particular shape.

https://slabworksofmontana.com/
https://www.montanatile.com/
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karinkirk@gmail.com

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

BEST Brands!
BEST Guarantee!

BEST Service!
BEST Rates!

The Brand with 
More BITE!

Quartzite, Ultra Compact Surfaces (UCS), 
Marble, Quartz, & Granite 

From Blades, to Pads, to Core Bits, 
the Viper Product Line Covers Every Surface

The NEW Species of Viper
Blades and Core Bits

Viper 7-Step 
Granite Diamond 

Wet Polishing Pads

Viper 3-Step Dry 
Polishing Pads

Viper 7-Step 
Quartz Diamond 

Wet Polishing Pad

Viper Quartzite

Viper Ultra 
Compact 
Surfaces

™

Viper Porcelain

Viper Granite 
and Quartz

Viper Marble Side Cut
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Stone Restoration and 
Maintenance Corner

Chemistry 101 – Part 1

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

AS  restoration and 
maintenance pro-

fessionals, we regularly 
deal with chemicals. It only 
makes sense that we should 
have some basic chemistry 
knowledge, and perhaps a 
little bit more.

I sat down with a 
friend who happens to 
be a bio-chemist with 
CoreChem. John Rippetoe 
is one of those people who 
is a natural-born teacher, 
and he loves sharing his 
knowledge of chemistry 
with others. I came to John 
with a list of topics that I 
thought would be relevant 
to our industry. We covered 
these topics, and John’s in-
sight was very detailed. I 
hope that I can do my part 
and relate that to Slippery 
Rock readers. 

So, in Chemistry 101 Part 
One, a good place to start 
is the pH scale. Most of 
you probably know some 
information about the pH 
scale. This scale is used to 
show how acidic or basic a 

base (marble is approxi-
mately CaCO3). CO2 and 
H2O are released to the at-
mosphere and the surface is 
left with a chemical attack, 
so to speak, in the form of 
an etch. These etches can be 
mild or very deep, depend-
ing on both the strength of 
the acid and the contact 
time the solution is allowed 
to dwell on the surface.

In the stone industry, we 
utilize this etching process 
to aid in the polishing of 
marble and similar stone 
surfaces. Certain special 
acids, such as potassium 
oxalate or oxalic acid, are 
used in combination with 
micro abrasives like alumi-
num oxides. This softening 
(etching) of the surface by 
the acid component allows 

water-based solution is, and 
it ranges from 0-14. Pure 
water at ambient tempera-
ture is neutral, a pH of 7. 
Anything below 7 is acidic. 
Anything above 7 is basic 
(alkaline). 

The lower the pH value 
(below 7), the stronger the 
acid. The higher the pH 
value (above 7), the stron-
ger the base. These values 
are not linear but are loga-
rithmic and actually based 
on the concentration of hy-
drogen ions in a solution.

In any case, how pH 
values affect our business 
should be well known to 
most restoration profession-
als. We regularly see where 
acidic solutions have af-
fected marble, onyx, lime-
stone, or any other calcium 
containing material. Where 
acidic solutions have come 
in contact with marble, for 
example, the acid gives up 
a hydrogen ion (+) to the 

the micro abrasives to do 
their job much more quickly 
and efficiently, thereby 
speeding up the polishing 
process. 

The Majestic 5X Gold is 
one of the best marble pol-
ishing powders available 
anywhere in the world. You 
should neutralize or, more 
correctly, dilute (rinse with 
copious amounts of clean 
water) this process once 
you have satisfactorily ac-
complished the polishing 
process. John has a phrase 
that goes something like, 
“Dilution is the solution to 
pollution”.

Acids are also very effec-
tive for removing salts and 
oxidation. Mineral depos-
its or buildup of salts like 
calcium and magnesium 

Water (pH neutral) sits right in the center of the 
scale. The lower the pH number, the stronger the acid 
(acidic) value is. Anything above a pH of 7 is consid-
ered an alkaline or base solution.

Majestic 5X Gold solved a rust-removal problem from this historic Tennessee marble. Majestic 5X Gold 
is a slightly acidic solution that allows micro abrasives to do their polishing job quickly and efficiently.

can be effectively removed 
with acidic solutions. Of 
course, the use of acids on 
marble and similar mate-
rials must be very specific 
in nature, for example like 
using Majestic 5X around 
faucets to remove a mineral 
buildup, while achieving 
a polish at the same time. 
Acids can also be used to at-
tack and remove iron oxide 
(rust) in some applications.

We can also use pH to our 
advantage with respect to 
cleaning and other mainte-
nance issues, too. Alkalines 
or bases clean very well, 
especially with respect to 
what John calls “FOG” or 
Fats, Oils, and Grease. He 
claims that most soiling (in 
the Eastern part of the USA, 
anyway) has a component 
of fog and that is why these 
products usually work well. 

These alkalines give up 
a hydroxide ion (-) which 
react with the “FOG” in 
a chemical process called 
saponification. This is actu-
ally how soap is made – a 
base and a fat are combined. 
So with regards to soil re-
moval, the base helps to 
shock or loosen the FOG 
materials from the substrate 
to which they were previ-
ously attached or annealed. 

Once the soiling has 
been loosened, most al-
kaline cleaners contain 

emulsifying agents and/
or surfactants (an acronym 
from root words surface-ac-
tive-agent), which are used 
to keep the soiling sus-
pended in solution and from 
redepositing on the sub-
strate surface. Surfactants 
basically work by chem-
ically reducing the water 
surface tension.

Note: The use of a good 
wet vacuum is paramount 
in the successful imple-
mentation of chemical pro-
cesses. Extraction of both 
the used chemical and the 
contaminant or removed 
finish is the best way to as-
sure a clean surface, and to 
properly neutralize. I also 
suggest a complete and 
thorough rinsing.

There are also pH neutral 
cleaners that may contain 
surfactants and emulsi-
fiers. These products are 
normally used for routine 
daily cleaning, for several 
reasons. They impose no 
chemical threat to the in-
stallation or the operator 
using them, yet will lift ac-
cumulated soiling for easy 
removal. Majestic No-Rinse 
Neutral Cleaner has optical 
brighteners too, which help 
keep hard surfaces looking 
their best.

Please turn to page 21

© MARK ANDERSON. www.andertoons.com

“Did I mention the heated seats?”

People will buy anything that is 
‘one to a customer.’
 — Sinclair Lewis

https://www.brainyquote.com/quotes/sinclair_lewis_100107
https://www.brainyquote.com/quotes/sinclair_lewis_100107
https://www.brainyquote.com/authors/sinclair-lewis-quotes
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Cut your sinks for 

$100 / week
less than $400 per month (60 payments)

Variable speed spindle, center waterfeed and 1/2G for finer grit CNC brazed bits

SinkBot includes router, control cart, computer & touchscreen monitor, CAD/CAM

  Call for details  612-741-6510   E d g e m a t e S t o n e T o o l s . c om

 Powerful  &  Fast    
 3x the speed cutting   

over 100" per min

Use the control-work station to lift and carry the SinkBot CNC to your 
polishing benches and reduce handling of L -shaped and oversized tops

Easy programming and incremental bits will profile a radius top edge, cut the hole 
to size, reduce your labor with no templates, no blowouts, and no tool changes

Save on Labor & Money
                    - - a portable CNC for sink cutouts - -SinkBot 

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

Stone Shield has high performance, 
high quality products from sealers 

and adhesives, to color enhancers and 
caulk, compatible with granite, marble, 

travertine and engineered stone.

With the current kitchen trend of using 
light-colored stone, this translucent 
adhesive provides better color matching, 
and is designed for a stronger bond.

Exclusively available at:

Get Seamless Seams  
on White Material

Get Seamless Seams  
on White Material
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Take a Walking Tour of 
Washington, D.C. Where 
History is Carved in Stone

Steven Schrenk 
Polycor
Photos Courtesy Acton Ostry

With outstanding mon-
uments, some of the 
world’s best museums 

and other cultural institutions, 
Washington, D.C. is a must-do 
destination. While the sheer 
number of sites may seem over-
whelming, Washington is an 
easily navigable city. The nation’s 
capital is rather compact in size 
and easy to explore on foot. 
You might say it’s the perfect 
walking city. Washington was 
elegantly planned by Frenchman 
Pierre Charles L’Enfant, who 
came to America to fight in the 
Revolutionary War and went on 
to become a trusted city planner 
for George Washington.

Each memorial and monument 
is an opportunity to reflect on the 
history of the country and its de-
fining moments and people. It’s 
easy to focus on the individual 
buildings and monuments. When 
you do, you will see that many 
of these historic and important 
structures are made of stone from 
America’s greatest quarries like 
Indiana Limestone, white granite 
from Vermont and Georgia mar-
ble, all from the Polycor portfolio.

You can take in all these incred-
ible sights in one full day of walk-
ing and sightseeing. Or stretch it 
over two days leaving more time 
at each. The Washington 

Monument Plaza 
benches are carved in 
White Cherokee mar-
ble. The plaza pavers 
are flamed CAMBRIAN 
BLACK© granite pavers.

First things first. Start your tour 
by saying hello to Honest Abe. 
The Lincoln Memorial is easily 
one of the favorite sites in the city. 
Located at the western end of the 
National Mall, the dignified me-
morial features an imposing 19-
foot statue of a seated President 
Abraham Lincoln. It overlooks a 
reflection pool and the views from 
the memorial are spectacular. 
Since it was dedicated in 1922, 
the Lincoln Memorial has been 
home to many defining moments 
in American history. It was on the 
memorial’s steps, for example, 
that Martin Luther King, Jr. deliv-
ered his “I Have a Dream” speech.

The structure was designed 
by Daniel Chester French in the 
style of a Greek temple with 36 
Doric columns representing the 
36 States of the Union at the 
time of Lincoln’s death. The in-
terior chamber’s columns, lintels 
and walls were cut from Indian 
Limestone, a beautiful light-grey 
to bluish-grey oolitic limestone. 
It’s an example of how the sub-
tle and sophisticated Indiana 
Limestone has given some of 
the most iconic buildings in the 

country the gravitas and ele-
gance they deserve. The Lincoln 
statue itself is composed of White 
Cherokee, the lustrous Georgia 
marble, meticulously carved from 
28 separate blocks and weighing 
an astonishing 175 tons. The 
finished pieces were shipped in-
dividually from the renowned 
Piccirilli Brothers’ studio in NYC 
direct to Washington to be re-as-
sembled with perfectly matching 
joints, giving the appearance of 
a monolithic piece of marble. 
Originating from Polycor’s cen-
turies-old quarry, Georgia marble 
is both stylish and homogeneous, 

making it a natural choice for 
major architectural projects and 
American heritage buildings.

The Washington 
 Monument Plaza

Next, cross through the famed 
National Mall, America’s 
most-visited national park (it’s 
sometimes called America’s front 
yard). As you wander along the 
wide, pedestrian-friendly, tree-
lined boulevards you can’t help 
but feel just how much you are 
surrounded by history. But also 
by the present: there’s sure to be 
political activism in action. The 
Mall is the perfect place to take 
five and fuel up. Food trucks 
have become a less monumental, 
but no less sought after, attrac-
tion. Grab lunch, then head over 
to the Washington Monument 

plaza, which surrounds the tow-
ering Washington Monument 
in the center of the Mall. Take 
your lunch on one of the long 
and elegant plaza benches made 
of polished White Cherokee mar-
ble. They curve around the plaza, 
appearing to float on a surface 
of flamed Cambrian Black gran-
ite pavers. With the Washington 
Monument as a backdrop it’ll be 
one of the most memorable, and 
monumental lunches, you’ll have.

The Lincoln Memorial,  
WHITE CHEROKEE ™ marble

The Corcoran Gallery of 
Art, White Georgia marble.

Please turn to page 22
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New to 
Market S3 | SLIM SLAB SAVER™

• Pays for itself with one prevented break™

• Ideal for LFTM (large format thin material), gauged or thin 
porcelain slabs, and sintered stone such as Dekton®

• Cups, clamps, and rails can be arranged in many configurations

• Non-marking 6” cups feature a concave design for quick 
attachment, even to bowed and textured surfaces

• High flow vacuum release valves for fast and hassle-free removal

• Kickstand Kit accessory (included with 3-Rail models) allows 
upright resting of material for easy application of mortar

(530) 748-2260
omnicubed.com

Saving Your Thin Materials
The FIRST Time

There are six Slim Slab Saver™ models available, as well as numerous accessories 
and a-la-cart options, to build a truly customized system.

Stone Restoration and 
Maintenance Corner

react to hard surface instal-
lations, we certainly have 
specific uses for all three. 
In the upcoming Chemistry 
101 Part 2, we will cover 
densifiers, consolidators, 
solvents, and other chemis-
try related issues.

Note: Know the law. 
Every contractor should 
have, on hand and available 
for inspection, the proper 
new 16 section internation-
ally standardized SDS for 
each chemical product that 
is in inventory and/or used 
on every project. It is the 
law, folks, and it is there 
for your safety. The proper 
use of PPE (personal pro-
tective equipment), product 
use and disposal, and other 
pertinent health and safety 
information will be given 
on each product SDS.  

As always, I recommend 
submitting a test area to 
confirm the results and the 

Temperature can play an 
important role in the use 
of chemicals, especially al-
kalines. Elevated tempera-
tures will most definitely 
improve the effectiveness of 
the cleaning process when 
using alkalines. The added 
heat helps reduce FOG’s 
viscosity and increases the 
activity of the surfactant 
which displaces the soils, 
making them easier to rinse 
away. 

Alkaline products are also 
used for the removal or the 
stripping of floor finish 
from hard surfaces. Once 
again, the alkaline shocks, 
or in this case disrupts, the 
cross-linked finish which 
allows the emulsifiers and 
surfactants to do their job. 
Elevated temperature also 
helps in this process as well.  

So knowing how the 
acidic range, neutral, and the 
alkaline range of chemicals 

Continued from page 18

procedure prior to start-
ing a stone or hard surface 
restoration or maintenance 
project. Also the best way 
to help ensure success is by 
partnering with a good dis-
tributor that knows the busi-
ness. They can help with 
technical support, chemical 
product purchase decisions, 
logistics, and other perti-
nent 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 dec-
orative concrete restoration 
and maintenance. He helped 
develop some of the main 
products and processes 
which revolutionized the in-
dustry, and is currently the 
Director of Operations for 
M3 Technologies.

Majestic Ultra Strip, a 
strong alkaline solution, is 
being used to remove the 
existing floor finish on this 
high-traffic floor at the 
Knoxville Museum of Art.
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Continued from page 20

The Smithsonian Museum 
of Natural History

At the far side of the mall are 
the world renowned Smithsonian 
Museums. They are collectively 
called the Smithsonian Institution, 
and consist of 17 museums, gal-
leries and a zoo. The Smithsonian 
Museum of Natural History is an 
all-time favorite that first opened 
in 1910 and is dedicated to nat-
ural world discoveries. Inside are 
140 million-plus natural science 
specimens and cultural artifacts. 
From the outside it beckons you 
with its green dome and immense 
size (it’s about as big as 18 foot-
ball fields). The museum is clad 
in flawless, even grained polished 
Bethel White granite quarried in 
Bethel, Vermont. The stone’s 
purity of color and uncommon 
strength have made it a natural fit 
for grand projects that will stand 
the test of time and quality. The 
Bethel White granite has main-
tained it’s bright white tonality 
over the last century thanks to 
its unique mineral properties that 
prevent oxidation or rusting. The 
design by renowned architects 
Daniel Burnham and Charles 
McKim includes immense intri-
cately carved Corinthian column 
capitals. A stunning feature of this 
Beaux-Arts style that make this 
stop worth the trip.

The Library of Congress’ 
James Madison Memorial 

Public Library
From the Smithsonian, it’s just 

a few minutes to the next stop. 
The Library of Congress’ James 
Madison Memorial Public Library 
is awaiting your arrival. This vast 
building is both a memorial to a 
president and the largest library 
structure in the world (it encom-
passes 1.5 million square feet 
of space). That’s fitting, as the 
4th president of the U.S., and 
Father of the Constitution, James 
Madison, was known to be a par-
ticularly literate president. The 
Madison Building was designed 
by the firm of DeWitt, Poor & 
Shelton. Construction began in 
1976 and it opened in 1980. With 
its tall colonnade of unadorned 
piers, the design references clas-
sical architectural ideals while 
also embracing a modern spirit. 
The building is clad entirely in 
large panels of White Cherokee 
marble. This Georgia marble has 
been quarried for well over a cen-
tury and its density and tightly 
interlocking calcite crystals make 
it a durable choice for exterior 
applications. It’s also a popular 
choice for countertops and other 
residential applications.

The Folger 
Shakespeare Library 

It’s just a couple minutes jaunt, 
but in a culturally linear path, to 
the Folger Shakespeare Library. 
A couple of hours will fly by as 
you take in the world’s largest 
collection of Shakespeare-related 
and rare Renaissance books. The 
Folger holds more than 250,000 
books and 55,000 manuscripts 

The Library of Congress’ 
James Madison Memorial 
Public Library, White 
Cherokee marble.

The Corcoran Gallery of 
Art, White 

Georgia marble.

The Smithsonian Museum 
of Natural History features 
BETHEL WHITE® granite.

from 1641 to the time of Mark 
Twain. The museum is also known 
as an innovator in rare print pres-
ervation. Indeed, the contents are 
wonderful, but for many visitors, 
the building is an equal draw. It 
was designed by Paul Philippe 
Cret, for (and with) Henry and 
Emily Folger, a New York couple 
who shared a lifelong passion for 
Shakespeare and collecting. The 
building makes a bold figurative 
statement about the importance 
of culture to a democracy. And a 

literal one. It’s extensively orna-
mented with inscriptions of quo-
tations by and about Shakespeare. 
But what may grab you first are 
the bas relief sculptures on the 
exterior of the building. Carved 
in White Georgia marble they il-
lustrate Shakespeare’s works with 
vivid detail.

 
Corcoran College of 

Art and Design 
  Next stop, the Corcoran Gallery 

of Art. The Beaux-Arts landmark 
near the White House was long 
Washington’s oldest private art 
gallery with a fine collection 
of American paintings curated 
by the founder of the museum, 
William Wilson Corcoran. These 
include “George Washington” by 
Gilbert Stuart and “Niagara” by 
Frederic Edwin Church. The col-
lection also includes works from 
the great European artists includ-
ing Delacroix, Renoir, Monet, 
Rembrandt, Degas, and Picasso. 
The building was designed by the 
American architect Ernest Flagg 
and opened its doors in 1897. 
Today, the collections have been 
taken over by the Smithsonian 
and the National Gallery, and the 
building now houses the Corcoran 
College of Art and Design. The 
lavish style of the building was a 
natural choice in the 19th century 
for this kind of private gallery. 
For art patrons it was a chance 
to demonstrate their wealth and 
their public spirit of charity. Of 
note in the building is the elegant 
curving facade made of White 
Georgia marble, and the interior 
grand staircase, made up of solid 
blocks of the same marble each 
over a foot thick.

 

White Georgia marble is 
also an excellent medium 
for carving and sculpting.

The Folger Shakespeare Library façade is WHITE 
GEORGIA™ marble and features bas-relief sculptures 

illustrating key scenes from of Shakespeare’s plays.

Take a Walking Tour of Washington, D.C.
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Supportful.com
Sharon Koehler
Artistic Stone DesignOnce again the holidays are 

here. The holiday season 
brings a lot of things with 

it: shopping, whispering, cooking, 
presents, anticipation, going to 
parties and generally feeling pretty 
good. We may attend church a 
little more or do a round of Secret 
Santa with our co-workers. Maybe 
some of us are old school and still 
send out actual physical, stuff ‘em 
in the envelope cards.

 Another thing that happens 
around the holidays is goodwill 
towards men. We donate to var-
ious charities such as Christmas 
Mother, the Salvation Army 
Angel Tree or any one of the 
other dozens of charities that are 
available.  Last year at this time, 
I wrote a piece for the SRG on 
Goodwill Towards Men. What I 
wrote was that goodwill seems all 
great during the holiday season 
but after the holidays the goodwill 
sentiment seems to wane and not 
carry through after the first of the 
year. The article told the story of a 
91-year-old widower in Vermont 

who was being taken care of by 
his community. The people of his 
community were helping him all 
year long. The very last sentence 
said: “What if we all did that? Just 
helped. Not just at the holidays, 
but every day?”

Little did I know that someone 
out there was wondering the same 
thing. How can we as humans help 
each other? The idea of helping 
one another was the driving force 
behind Supportful.com . When 
someone suffers a loss or per-
haps has been hospitalized or has 
a difficult situation in which they 
need help, we offer food and moral 
support but there is only so much 
food and company a person can 
handle when they are struggling.  
Or maybe, we don’t do anything 
at all because asking the questions 
might be awkward or embarrass-
ing. Supportful offers a way of 
knowing what they need and pres-
ents you with an opportunity to 

do it for them or help them with 
their situation. Founder and CEO 
Nicholas Emerson Mazzone found 
out firsthand when he lost his fa-
ther that sometimes it takes more 
than food. 

When you sign up at Supportful.
com you can tell your individual 
story and also say exactly what 
you need. If you need money, you 
can start a fundraising page. All 
proceeds raised go to the recipient. 
The donor pays all processing fees 
and Supportful does not take a cut 
of funds raised.

A lot of other fundraising sites 
take out credit card fees and some 
even take out their own adminis-
trative fees. The Supportful web-
site says, “If you raise $100, you 
get $100.”  Beneficiaries of money 
raised on Supportful can get their 
donated funds in one business day. 
Other fundraising platforms can 
take anywhere from two to seven 
days. 

If you need a chore done such 
as housecleaning, lawn mowing, 
grocery shopping, child care, a 
ride to a doctor’s appointment or 
any other errands, you can sign 
up on their Help with Tasks and 
Errands page. Here again, you say 

what you need and give your com-
munity the chance to rally around 
you and help you. 

Supportful also has a gift and 
supply registry. Just make a list 
of what you need: groceries, sup-
plies, household items, etc. and 
your community can donate those 
items to you as well. 

Truthfully, I had never heard of 
this site until I was on vacation. I 
was watching the Today Show and 
the site founder Nicholas Emerson 
Mazzone was a guest on the show 
telling everyone about the site 
and how it works.  The video of 
that interview is on their website. 
It’s fairly new. It has been up and 
running about a year. The website 
supports itself with donations and 
contributions. Anything you do on 
the site is free of charge. You can 
set up a page for yourself or you 
can set up a page for someone else. 
Also, as the needs change during a 
situation, the page can be changed 
to reflect the new needs of the 
situation.

Supportful.com is a great way 
to get help when you need it but 
it is also a great way to give help 
to someone in your community 

who needs it. There’s no guess 
work or embarrassing questions, 
just a list of what you can do to 
help one person. On their website, 
Supportful states their mission is: 
To transform the human experi-
ence surrounding hardships, from 
one that feels overwhelming, iso-
lating, and burdensome, to one that 
feels manageable, compassionate, 
and strengthened by community.*

So when the thoughts of good-
will begin to taper off, maybe you 
just need to make a New Year’s 
resolution to help your community 
by helping someone in it. Your 
goodwill stays local and personal 
and, who knows, maybe you will 
make a friend along the way. All it 
takes is the click of a mouse.

*(Supportful does recommend 
that you perform your due dili-
gence when volunteering to help 
someone. They do their best to 
weed out scammers and all around 
bad guys but you should check as 
well.)

Please send your thoughts on 
this article to Sharon Koehler at 
Sharon@asdrva.rocks.

TRENCH DRAINS • PITS • RAMPS
BRIDGE SAW WALLS • FLOORS

JIB CRANE FOOTINGS
MACHINE FOUNDATIONS

Protecting Your Investment!
SERVING ALL OF USA & CANADA SINCE 2005!

CALL 877.999.1175
 or 404.543.0446

FULLY  INSURED  |   ALL  WORK GUARANTEED  |   ALL  STRUCTURES ENG INEER-DES IGNED  

ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM



Know Your Minerals – Part 2

Black mica is called muscovite, 
and it’s seen two ways in this 
photo. On the edge of the slab, 
the flat surfaces of the flakes 
are visible. On the polished 
surface of the slab in the back-
ground, you can see thin slivers 
of the edges of the mica flakes. 
This stone is Orion.

Continued from page 16  
Mica

Mica is the defining ingredient 
in sparkling stones like Orion 
and Magma Gold, and is a minor 
player in granite and gneiss. Mica 
is nature’s glitter: it’s shiny and 
forms in flat flakes. It’s hard to 
identify mica in a polished sur-
face, but if you look at the edge 
of the slab you can usually make 
out the trademark shape.

Identifying features: 
• When you view mica crystals 

end-on, you can see the very thin 
edges of the flakes. Sometimes 
these are stacked like pages in a 
book. 

•Mica sheets are pliable and 
you can likely bend them with 
your fingernail.

• The mica family includes min-
erals of silvery white, golden, 
brown, and black. There is even 
a green mica called chlorite that 
gives green slate its color. 

Properties:
Mica is best in small doses, 

because it’s soft and does not 
conform to polishing like other 

minerals. Small-grained mica is 
ideal because you can enjoy the 
sparkle without having the stone 
flake apart. Mica is a major ingre-
dient in schist.

Examples: Many granites and 
gneisses have small amounts of 
mica minerals. Some examples 
include Delicatus White, Vahalla, 
Rocky Mountain, or Viscount 
White. Schists contain larger 
amounts of mica, as can be seen 
in Desert Dream, Galaxy Schist, 
or Saturnia.

Superpower: Mica makes you 
more tolerant of your family 
members. 

Join us next month for Part 
3 of Know your Minerals and a 
quiz to test your mineral savvy.

Left: Silver mica is also 
called muscovite. The 
edge of the slab is the 
best place to spot the 
thin layers within the 
mineral. The black, 
blocky grains behind 
the mica are amphi-
bole. The white miner-
al  is feldspar – and you 
can really see the non-
glossy luster of feldspar 
in this photo.

Right: This pretty slab 
of Persian Pearl is 
mostly quartz with thin 
slivers of black mica and 
a few garnets.

24 |  December 2019 Slippery rock Gazette

New Alpha® Nine Inch 
Wet Blade Cutting Kit

Alpha Professional Tools® 
is excited to introduce 
the newest addition to 

their Wet Blade Cutting Kit line-
up. The WBC9KIT is designed 
for the easy conversion of large 
grinders into a wet cutting tool 
with a water feed system.

The Alpha® WBC9KIT fits on 
most 7-inch and 9-inch high-speed 
angle grinders. It allows you to 
save money, by converting your 
existing dry angle grinder into a 
wet tool, without the expense of 
a second tool. You can keep the 
dust down while you are cutting, 
grinding and profiling any surfac-
ing materials with water. This is 

a simple way to be in compliance 
with the OSHA silica rules with a 
minimal investment. 

The Alpha® WBC9KIT comes 
with multiple connectors, for 
most popular grinders* on the 
market today, Safety Guard, Loc-
Line Assembly, Plastic Tie, Water 
Hose Assembly (15 feet/4.5m), 
Memory Wrap (3 feet/1m), Quick 
Connect Adapter, GFCI Plug and 
Hook & Loop Ties.

Assembly is required for the 
wet cutting kit.

For more information, visit the 
website at www.alpha-tools.com 
or contact them at 800-648-7229. 

The new Alpha Nine-inch-
Wet Cutting Kit fits many 
popular grinders used in 
the stone industry, includ-
ing Bosch, Dewalt, Hitachi, 
Fein, Flex, Makita, Metabo, 
and Milwaukee.

Karin Kirk is a geologist and science educator with 
over 20 years of experience and brings a different 
perspective to the stone industry. Karin is a regular 
contributor to usenaturalstone.com and the Slippery 
Rock Gazette. Contact her at karinkirk@gmail.com .

When viewed on the edge 
of the slab, mica’s distinc-
tive thin sheets are easily 
recognizable. In this case, 
the layers of this schist 
are folded into wavy 
layers, which is a common 
theme in metamorphic 
rocks.

To perceive Christmas through its 
wrappings becomes more difficult 
with every year.      — E. B. White
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Filter Project Dry Dust Collection Booths are all stainless steel, 
heavy duty, dry dust collectors.
With the additional requirements initiated by OSHA for Silica 
in the granite and engineered stone, the Filter Project Clean 
Air Dry Dust Collection Booths will be a major advantage in 

removing silica dust from the air.

How does the Dry Dust Collection
Booth Work?

The Filter Project Dry Dust Collectors have specially designed cloth filtering 
sleeves inside the Dust Collector. The Dry 
Dust Suction Wall’s powerful motors create 
a strong vacuum that pulls the dust particles 

horizontally from the work bench directly into the dust suction wall, then pulls it down 
to the bottom of the wall and inside the unit. The cloth filtering sleeves trap the dust 
and only allows 99.99% clean air to come out of the top. The dust is then collected in 
the catch basin draw at the bottom. Every day or once a week simply empty the dust 
that has been collected in the bottom of the catch basin. 
The Filter Project Dry Dust Collection Booth comes with a 
3 ft (1 meter) extension enclosure that provides additional 
dust control and greater vacuum efficiency. 6 ft (2 meter) 
extension enclosures are available as options.
Filter Project Automatic Dry Dust Collector are available 
in 10 FT (3 meter) and 13 FT (4 meter). 6.5 FT (2 meter) 
available by special order only.

The Filter Project Dry Dust Collector Booth is made 
to trap 99.99% of Dust from Granite, Marble, 

Engineered Stone, Quartz, Quartzite, and other 
airborne particles.

Automatic Dry Dust
Collection Booths

10% OFF 
FILTER PROJECT AUTOMATIC DRY DUST COLLECTORS*

END OF YEAR

SPECIAL!
END OF YEAR

SPECIAL!

Available 
Filtering Sleeve

TEC733

Visit your preferred Weha distributor to purchase • more info at www.wehausa.com

*Offer good through Dec. 31, 2019
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The Slippery Rock Marketplace

www.wilsonsaws.com 
MMaannuuffaaccttuurriinngg  SSttoonnee  PPrroocceessssiinngg  

EEqquuiippmmeenntt  SSiinnccee  11998822..                                                
770066--221133--66772255  

Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

A WHOLE  OTHER LEVEL
OF PERFORMANCE

us.zenesistechnology.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

We produce durable, easy-to-use stone 
processing and handling equipment that 
will help the stone fabricator increase 

production while decreasing costs.
www.rye-corp.com

MADE IN THE USA FAB KING • HUSKY • PRISM MITER  
RENEGADE • RYDRATOR • TILT-A-SLAB

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 pro-
fessionals in the stone processing industry.

Since 1933...
the original and 
most trusted seam 
adhesive

www.akemi.com

Available at www.braxton-bragg.com

braxton-bragg.com
800-575-4401

Call 800-575-4401 for New Vinyl Ester

STORAGE
FABRICATION

TRANSPORTATION

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

Built with the customer in mind, offering tremendous 
strength and support for every job they are needed for!

Check out the Heavy Duty Transport Rack

CNC Tooling for 
Natural Stone and  
Dekton

www.braxton-bragg.com
NOW AVAILABLE AT

www.braxton-bragg.com

Natural Stone Institute 
Completes 23rd Home with 

Gary Sinise Foundation

The Natural Stone 
Institute has pro-

vided natural stone and 
fabrication services for 
its 23rd home with the 
Gary Sinise Foundation’s 
R.I.S.E. program (Restoring 
Independence Supporting 
Empowerment).

The R.I.S.E. program 
builds specially adapted 
smart homes for severely 
wounded veterans and 
first responders. To date, 
Natural Stone Institute 
members have been in-
volved in twenty-three 
completed homes.

Natural stone and fabri-
cation services for USMC 
Corporal Chad Watson and 
his family in Illinois were 
provided by MSI, Eden 
Stone, and The Countertop 
Factory Midwest.

Chad Watson was on com-
bat patrol in the Al Anbar 
Province of Fallujah, Iraq on 
November 29, 2006 when 
the Humvee he was driving 
hit an IED. Chad traumati-
cally lost his right leg above 
the knee. He shattered his 
left foot and ankle and was 
struck in the face and right 
eye by shrapnel. Despite 
these horrific injuries, Chad 
has given new meaning 
to the word perseverance. 
He spent the following 
22 months going through 

multiple surgeries and in-
tense recovery. Throughout 
this time he was supported 
by his family and his now 
wife, Jillian, who left her 
Master’s program to be by 
his side. The couple now 
has three children. In the 
spring of 2016, Chad grad-
uated with his MBA from 
Notre Dame and accepted 
a position with Medtronic 
Spine and Biologics. His job 
requires frequent walking, 
which causes stress on his 
left leg if using his prosthetic 
for long periods of time. 
The specially adapted smart 
home provided by the Gary 
Sinise Foundation will ease 
his daily pain and provide a 
safe place where he and his 
family can live comfortably 
and independently.

Laura Grandlienard 
(ROCKin’teriors), chair of 
the Natural Stone Institute 
R.I.S.E. committee said: 
“Being involved with the 
R.I.S.E. program enables 
our industry to take a lead-
ership role in supporting 
these veterans and their 
families who have endured 
so much to protect our free-
doms. We feel tremendous 
pride in sharing our talents 
for such an important cause. 
It’s a beautiful feeling to say 
‘welcome home’ to these 
heroes.”

USMC Corporal Chad Watson and family

Please turn to page 29
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The Slippery Rock Classifieds
For Sale

Stone Fabrication Equipment. Used 
equipment from a stone fabrication 
plant that has recently closed. 1. Bridge 
saw. (1) one meter blade 2. (2) two sets 
heavy duty power rolls 10´ each. 3. 
Outside hoist (5) five tons on track 4. 
(1) One meter blade saw for cutting 3/8˝ 
tile. 5. Tysman Gauger with twin heads. 
6. Twin Blade Conveyor saw. 7. Ger-
man-made polisher. 8. Air Compressor 
with new air motor.  Contact William 
(Pete) Ruby, 802-265-3644. Email:  
pete2019stone@yahoo.com for prices.

_____________

Tuckahoe Marble. Approximately 15 
tons of old cut ashlar building stone. 
Selling all or part. Contact Michael 
Jamieson, 845-671-9040,    Mijoroc@
optonline.net. 

___________ 
2001 Park Industries Cougar. 2001 
Park Industries Cougar bridge saw on 
steel stands with hydraulic turntable 
for sale by original owner for $7,500 
or best offer. Please call or email 
for pictures. Phone: 248-623-8500, 
Discountmarble@sbcglobal.net. 

___________ 
Wellcut 1200 Bridge Saw Monobloc. 
Wellcut 1200mm blade monobloc 
2018. Automatic cutting of slabs up 
to 450mm thick, with turntable. Could 
be setup in quarry in 30 minutes, fully 
portable. Like New - $38,000.  Contact 
Martin, 303-478-9293, email martin@
stone-concept.ca. 

___________ 
ScandInvent AB-Cn Cut C-3 2004. 
ScandInvent AB Cn Cut C-3 for 
sale. Purchased new in 2004 and in 
good condition now. This small bed 
CNC is for sale by the original owner 
for $12,500.00. Please call or email 
for pictures. Contact Hunter Olive, 
910-484-5277, bette@oliveglassand 
marble.com. 

___________ 
Cee-Jay Stone Splitter M-70, Trailer. 
Stone splitter M-70 Cee-Jay 2009 with 
very low hours. 25 hp Subaru engine, 
70 tons, process stone 32˝ wide x 11˝. 
DOT approved $26,000 Italmec air 
box, 4100 dust collector, 2017 — like 
new $8,500 Rockford hydraulic planer 
with over 150 carbide profiles, perfect 
machine to make limestone profiles, 
$28,000. All equipment is in very good 
condition. Contact Martin, 303-478-
9293,  martin@stone-concept.ca. 

___________ 

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. 

___________ 

vehicle is clean at end of day • Assist 
install team in loading and unloading 
company vehicles with items neces-
sary to complete installs • Assist in 
job clean-up after install • Inventory 
tools and ensure they are collected and 
returned to assigned Alpha Granite 
vehicle at the end of each job • Label 
pieces for install prior to dispatch 
• Report safety issues immediately 
Minimum Qualifications: • Must be 
able to work a flexible schedule that 
may include working outside the typi-
cal schedule of Mon-Fri, and overtime 
• Able to complete a satisfactory phys-
ical exam, background check (criminal 
and motor vehicle), and drug screen • 
Must hold valid Texas driver’s license 
- with a clean record • Maintain pro-
fessional appearance • Must be able 
to accurately read a measuring tape & 
read and interpret installation drawings 
• Must be able to use hand tools and 
power tools • Must be able to lift 100+ 
pounds • Must be able to wear pro-
tective equipment that includes steel 
toe shoes, eye wear and face mask • 
Must be able to climb stairs, ladders, 
lift, squat and stand for long periods 
• Must be proficient in using GPS 
system and reading maps • Candidate 
MUST be bilingual with the ability 
to speak, read and write English and 
Spanish and communicate effectively 
by phone The Preferred Candidate Will 
Possess: • Previous experience with 

Help Wanted

Installer Needed. We are looking 
for an experienced granite installer. 
Physically capable & knowledgeable 
of installing, lifting/loading/unloading 
and safely transporting heavy granite/
marble. If you or anyone you know are 
interested, please come by and fill out 
an application! Contact MOUNTAIN 
MARBLE & TILE, 706-348-6111,   
mountainmarble@myemc.net. 

___________ 

Alpha Granite is seeking a Countertop 
Install Helper to assist with installation 
of stone countertops and other sur-
faces. No experience required in the 
stone industry but the ideal candidate 
will have a minimum of one year of 
construction experience. Other related 
industry experience in remodeling, 
tiling, carpentry and/or construction 
will be helpful. A successful candidate 
will have the ability to represent our 
company by interfacing with custom-
ers and contractors with a positive 
& professional attitude. This position 
reports to the Lead Installer onsite 
and Install Manager. Responsibilities: 
• Assist Lead Installer in all aspects of 
countertop installation process • Check 
and maintain assigned Alpha Granite 
vehicle with proper fluids and tire pres-
sure • Ensure assigned Alpha Granite 

TOUGH TOOLS

METAL, GRANITE & MARBLE
Call For 
FREE
Samples1-800-851-8464

TOUGH TOOLS

PAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERS

METAL, GRANITE & MARBLE

1-800-851-8464
METAL, GRANITE & MARBLE

PAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERS

METAL TIP

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

FOR USE 
IN ALL 
FABRICATION

home improvement, design, granite, 
flooring and/or cabinetry • Experience 
installing granite, quartz, and/or solid 
surface counter tops • An understanding 
of the fabrication process capable of 
reading blue prints & shop drawings • 
Excellent organizational skills and be 
task driven • A strong work ethic, be 
honest, punctual and a positive team 
player Compensation: • Salary range: 
$13 - $15 per hour based on experience 
• Health insurance benefits offered after 
first 90 days • Paid Time Off • Paid 
holidays • Opportunity for growth and 

apprenticeship toward Lead Installer 
role. Contact: Alpha Granite & Tile,  
512-834-8746,  hr@alphagraniteaustin.
com.

___________

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

Thassos White Marble

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

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

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. 
YEAR END SALE — French Vanilla 2 cm slabs– $9 / SF

Thassos White Marble

•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

IGLOO 120 
640 X 450 

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

Stone Inspection & Troubleshooting

Get a full 4 days of training, covering…
•The geology of stone  •Understanding the structure 
of different kinds of stone  •Slab & tile production  
•Quarry techniques that affect the final product  
•Stone and tile forensic investigation •Problem 
 diagnosis & troubleshooting •Installation require-
ments •Stone and tile restoration • Lab Testing

Stone Forensics is again offering 
its popular Stone and Tile Trouble-

shooting workshop. The class will be 
held Jan 27-30, 2020, in Las Vegas, NV, 
presented by Dr. Fredrick M. Hueston. 

The program is designed to teach the 
basics of investigating stone and tile 
installation failures.

“The amount of failures, poor instal-
lations and other issues with stone and 
tile flooring are on the rise. This semi-
nar is perfect for restoration and instal-
lation contractors as well as architects, 
building engineers and maintenance 
staff who have to deal with stone and 
tile installation and restoration,” says 
Dr. Fred.

Class size is limited– register today.

Call 321-514-6845

visit www.stoneforensics.com
For more information,For more information,
visit www.stoneforensics.com

Save the Date
For 2020 Classified Listings

January 2020 issue deadline 
Friday, November 15, 2019
Feb. 2020 issue deadline 
Friday, December 20, 2019

mailto:pete2019stone%40yahoo.com?subject=Classified%20ad
mailto:Mijoroc%40optonline.net?subject=Classified%20ad
mailto:Mijoroc%40optonline.net?subject=Classified%20ad
mailto:Discountmarble%40sbcglobal.net?subject=Classified%20ad
mailto:martin%40stone-concept.ca?subject=Classified%20Ad
mailto:martin%40stone-concept.ca?subject=Classified%20Ad
mailto:bette%40oliveglassandmarble.com?subject=Classified%20ad
mailto:bette%40oliveglassandmarble.com?subject=Classified%20ad
mailto:martin%40stone-concept.ca?subject=Classified%20ad
http://www.FireUps.com
mailto:mountainmarble%40myemc.net?subject=Classified%20ad
mailto:hr%40alphagraniteaustin.com?subject=Help%20Wanted%20Ad%20in%20SRG
mailto:hr%40alphagraniteaustin.com?subject=Help%20Wanted%20Ad%20in%20SRG
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News That Sounds Like a Bad Joke

IN Turkmenistan’s capi-
tal, Ashgabat, drivers of 

black cars faced high costs to 
repaint their cars white or sil-
ver after President Gurbanguly 
Berdymukhammedov banned 
black vehicles because he thinks 
the color white brings good luck.

Police began seizing dark-col-
ored vehicles in late December 

2017, and owners had to apply for 
permission to repaint and re-reg-
ister them. The average wage in 
Ashgabat is about $300 a month 
(or 1,200 manats); one Turkman 
told Radio Free Europe that he 
was quoted 7,000 manats for a 
paint job, but was told that the 
price would rise within a week to 
11,000 manats. “Even if I don’t 

spend any money anywhere, I 
will be forced to hand over pretty 
much my entire annual salary just 
to repaint,” the unnamed man 
said, adding that his black car had 
already been impounded. 

Alibi from a Movie?*

A woman claiming to be “on 
a mission from God” led a 

Kentucky State Police trooper 
on a chase at speeds up to 120 
mph on Feb. 10, stopping only 

when another trooper pulled in 
front of her car. According to the 
Elizabethtown (Kentucky) News-
Enterprise, Connie Lynn Allen, 
52, of Goodlettsville, Tennessee, 
told officers that she was Mother 
Mary, en route to pick up Baby 
Jesus, and that God had given her 
permission to speed. She also said 
that she had died six years ago. 
She was charged with several of-
fenses and is being held in Hardin 
County.   (*Blues Brothers, 1980)

IF you feel like breaking into 
Christmas carols, fine. 

Make all the music you wish. Far 
be it from me to ruin your holi-
day fun. Indeed, join your friends 
and neighbors, traipsing house-to-
house and singing yourselves silly.

It’s just that I’ve been mulling 
over the lyrics to some of the sea-
son’s favorites — “Frosty,” “Jingle 
Bells,” “Sleigh Ride,” “Little 
Drummer Boy” and the like  —  and 
I’ve scratched a furrow in my head 
trying to get them to make sense.

Maybe I’m too literal, but  

Sam Venable 
Department of Irony

Just Humming a Few Bars Will Suffice

c’mon, admit it — don’t you really 
think:

• There’s no way a new mother 
would give permission for some kid 
to start banging away on a drum 
just as her baby was drifting off to 
sleep?

• The only people who run 
around deliriously shouting, “Let it 
snow! Let snow! Let it snow!” are 

meteorologists, teachers, students, 
and grocers?

• When people are searching for 
the perfect Christmas tree, they’re 
more interested in price than “how 
steadfast are thy branches?”

• Anybody who claims to have 
seen a deer with a bright red nose 
(1) is pretty well lit-up himself and 
(2) has no business in the woods 
with a gun, bow, or knife?

• Seven swans a’swimming, six 
geese a’laying, four calling birds, 
three French hens, two turtle doves, 
and a partridge in a pear tree 

would make one hellacious mess 
on the carpet?

• Anyone named Brown who goes 
into the ministry would take what-
ever dietary and theological steps 
are necessary to make certain he’s 
never confused with a snowman in 
the meadow?

• Children are listening for the 
ring tone on their iPhone instead 
of sleigh bells in the snow?

• Sugarplums? Bah! What about 
gift cards to Mickey D’s?

• And anybody who would climb 
atop a snowy roof and try to squirm 
down the chimney with a fat man 
wearing a red suit has click-click-
clicked past the eggnog bowl a few 
times too often?

Yeah, I tend to wander as I won-
der about these things.

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

mailto:sam.venable%40outlook.com?subject=SRG%20article
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Gary Sinise 
Foundation

Now available at braxton-bragg.com

56 Natural Stone Institute mem-
bers have donated their time, prod-
ucts, and services to this cause 
since 2016. A list of all donors can 
be found at www.naturalstonein-
stitute.org/RISE. Stone companies 
interested in getting involved with 
future projects are encouraged to 
contact Pam Hammond at pam@
naturalstoneinstitute.org.

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 train-
ing resources, professional devel-
opment 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. 

Continued from page 26  

Joshua Jack of Auckland, 
New Zealand, received an 

email from his bosses at an ad 
agency informing him that he 
was expected at a “redundancy 
meeting” to discuss his future 
at the company. 

Kindly, the New Zealand 
Herald reported, they sug-
gested he was welcome to bring 
along a support person, such 
as a friend or family member. 
“Sensing the bad news, I de-
cided I’d need the best support 
person available,” Jack wrote 
on Facebook, “so I spent $200 
($127 U.S.) to hire a clown.” 
As the co-workers discussed 
Jack’s exit, the clown blew 
up balloons and folded them 
into animals. He mimed crying 
when Jack was handed his final 
paperwork. Jack said his bosses 
found the humor in the situa-
tion, and he has already landed 
another job.

Send in the 
 Clowns

http://www.naturalstoneinstitute.org/RISE
http://www.naturalstoneinstitute.org/RISE
mailto:pam%40naturalstoneinstitute.org.?subject=RISE%20Program
mailto:pam%40naturalstoneinstitute.org.?subject=RISE%20Program
http://www.naturalstoneinstitute.org
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The National Cathedral
Not far from the famed 

Smithsonian Zoo, north of the 
Mall, and its monuments, is the 
majestic National Cathedral. It 
would be hard to miss the Neo-
Gothic structure. It’s one of the 
biggest churches in the U.S. 
While construction started at 
the turn of the 20th century, the 
National Cathedral employs the 
traditional building techniques of 
the 14th-century English Gothic 
style. The medieval style was 
hugely innovative in structure, 
technique and materials (did we 
mention it was labor intensive?). 
The cathedral was built using 
solid masonry, with no steel re-
inforcement on any part of the 
building. The various elements 
of the building — buttresses, pin-
nacles, arches, vaulting — bear 
against each other to keep the 
building intact and upright.

Most of the architectural stone 
on the magnificent cathedral was 
fabricated in the great limestone 
mills of Indiana.  Rustic Buff™  
was the select Indiana limestone 
used for many of the ornate stone 
carvings that are a feature of the 
church: These works of art were 
executed in clay by sculptors then 
cast into plaster models to be re-
produced in stone by the carvers. 
The statuary, finials, rosettes, re-
liefs and other carved elements 
arrived at the cathedral in block 
or roughed out form. Indiana 
Limestone’s strength and uni-
form character made it the natural 
choice, too, for the flying but-
tresses and arches that hold the 
structure together.

Fun fact:  The master stone 
artisans were also given some 
freedom to add some of their 
own signature touches to certain 
carvings on the cathedral such as 
gargoyles, the menacing-looking 
carvings on exteriors of medie-
val churches designed to ward 
off evil spirits, and, functionally, 
to direct rainwater from founda-
tions and stained glass windows. 
Visitors might be surprised to see 
what looks like a Darth Vader 
gargoyle. They’re correct. In the 
1980s, while the cathedral’s two 
west towers were under construc-
tion, a competition was held for 
the design of one of the gargoyles. 
A young teen submitted a draw-
ing of the Star Wars villain and 
now Darth Vader is embedded 
in stone on the capital’s National 
Cathedral – a wonderfully 
American story.

John F. Kennedy Center 
for the Performing Arts

  Cap off your event-filled 
day with a concert at The John 
F. Kennedy Center for the 
Performing Arts. If your budget 
allows snag a ticket to a coveted 
play or musical. If not, there are 

Walking 
Tour of 

Washington
Continued from page 22

The John F. Kennedy 
Center for the Performing 
Arts, Bethel White granite.

The Beaux Arts Union Station features Bethel White granite.

Left and above: The National Cathedral was constructed 
with Indiana Limestone. One popular bit of carving to 

search for is the famous Darth Vader gargoyle.

free concerts of various genres on 
the Millennium Stage at 6 p.m. 
every evening. 

The center is not far from the 
Lincoln Memorial where the 
day of touring started, so we’ve 
come almost full circle. President 
Lyndon B. Johnson laid the cor-
nerstone shortly after Kennedy 
was assassinated, and the center 
opened in 1971. The Kennedy 
presidency was of course, in great 
part defined by its promotion of 
the arts. (Noted authors, musi-
cians, poets and artists frequently 
visited and performed at the 
Kennedy White House). Today 
the center is one of the country’s 
premier performing arts spaces. 
It was designed by famed archi-
tect Edward Durrell Stone. The 
expansive plazas are covered in 
2 inch-thick flamed Bethel White 
granite pavers and treads leading 
up the grand staircase, as well 
as surrounding planter walls and 
caps done in honed finishes. The 
medium grain, white granite has 
been quarried in Bethel, Vermont 
since the 19th century and has be-
come a world standard for monu-
mental grade granite. 

Union Station
If you are leaving D.C. you 

might be doing so via Union 
Station, the capital’s impres-
sive train station. But even if an 
Amtrak trip isn’t part of the plan, 
a visit to the spectacular station 
should be on your list. Union 
Station opened in 1908 after a 
three year building project. The 
Beaux-Arts design, with grand 
statues, majestic arches, dra-
matic staircases, gold leaf ceil-
ings and a lovely plaza, is truly 
remarkable. It was also built 
with Bethel White granite. In fact 
Union Station is one of the most 
famous uses of the stone that is 
now gaining popularity with ar-
chitects as an alternative to white 

European marble.* At the outset 
of the building project European 
stone masters were brought in. 
One of them carved a small statue 
of a young woman with flowing 
hair tumbling over her shoulders. 
She wears a rippling garment 
and flowers cradled in her arms. 
The statue was carved to prove 

that granite could hold the edges 
required to make the fine detail 
needed in the huge tableaux. It 
has continued to do so up to this 
day.

* See polycor.com for more 
information the U.S. quarried 
stones mentioned in this article.

© MARK ANDERSON. www.andertoons.com

“Your Tweets tell a different story, Timmy…”

http://www.polycor.com
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Astra3 Bridge Saw

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

Braxton-Bragg has been named the preferred national 
supplier for Emmedue Marble & Granite Machinery, and 
is one of only two suppliers in the United States. Emme-
due is one of the premier brands of Industrie Montanari 
Company, manufacturer of stone-working machines since 
the early1990s. Its product range includes Bench Saws for 
contractors, and CNC Bridge Saws and Work Centers for 
small, mid-sized and large stone fabrication companies.

Braxton-Bragg is the Preferred 
Emmedue Supplier in the USA

LESS THAN
$2,000/MO

with our  
easy financing

LESS THAN
$1,450/MO

with our  
easy financing

LESS THAN
$3,600/MO

with our  
easy financing 5-AXIS 

BRIDGE SAW

3-AXIS 

BRIDGE SAW

4-AXIS 

CNC MACHINE

Astra5 
Bridge Saw

Contor CNC

Call for Equipment Financing  
Options and Pricing

We offer several different machines with a 
variety of options. Let us help you choose 
the best machine to suit your needs.
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Distributed by

LESS THAN

$1,150/MO

with our  

easy financing*

The Husky 20 HP Direct Drive Bridge Saw 
is the investment that works hard  

for you day after day.

Cuts 45° 

Miters!

The Husky Bridge Saw 
controls are easy to use. 
You can even operate 
the saw using the control 
panel and the wireless 
remote at the same time.

MADE IN THE USA

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

Hercules A-Frame Slab 
Storage Racks #6698

Only $198.75
Capacity: 15,400 Lbs. Per Side

– Your complete source for storing and transporting stone –

Hercules Shop Cart #6706

Only $198.85
Capacity: 2,200 Lbs.

Hercules 8 Ft. Kitchen 
Transport Rack #6703

Only $1,498.00
Capacity: 30,800 Lbs. 
(Also available at 6 Ft.)

MATERIAL HANDLING SOLUTIONSMATERIAL HANDLING SOLUTIONS

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


