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Sambor Stone Ltd: Building a Residential 
and Commercial Powerhouse in Chicago

Located in South Holland, 
Illinois, a southern suburb 
of Chicago, Sambor Stone’s 

roots can be traced to  the residen-
tial construction market during the 
1990s. Initially, operated as First 
Choice Construction, and soon 
after, The Granite Place. It was 
these small but growing companies 
that set the stage for a new business 
destined to prosper in Chicago’s 
stone fabrication market, recalled 
Jonathon Sambor. 

  
 “My dad, Jan Sambor, was a res-

idential home builder in north-cen-
tral Chicago during the 1990s. The 
area was gentrifying with high-
end homes, and dad was part of 
that. During that time, there was a 
shortage of stone masons, so dad 
and another individual decided to 
start doing the stonework them-
selves, creating a partnership. Soon 
after, my mom, Margaret Sambor, 
opened up The Granite Place, a 
strictly retail establishment geared 
toward stone fabrication in the res-
idential market.”

Things were going great for the 
Sambor family well into the 2000s. 

New, modernized equipment was 
brought in to fill the demand, and 
success was on the horizon. That 
is, however, until the economy 
changed, explained Jonathon. “It 
was 2007, and I was 20 years old 
at the time that the economic crash 
happened. There was no work, so I 
set up Sambor Stone in 2008 as a 
way to get into the Mason’s Union. 
In Chicago, if you’re installing 
commercial work, you are required 
to be union. But our fabrication 
shop wasn’t, and it was a way of 
separating the two entities to be 
compliant with how commercial 
projects are done in Chicago.”

Accuracy Through Education
Over the next few years, fallout 

from the recession slowed but con-
tinued, and acquiring stone work 
was competitive, to say the least. 
A temporary change in plans was 
in order that would help to set 
precedence for a brighter future. 
“The economy was still turned 

Peter J. Marcucci 
Photos Courtesy Sambor Stone

Sambor Stone Ltd. owners and crew. Sambor Stone Ltd.  recently hosted a 
Stone Fabricators Alliance event at their shop in South Holland, Illinois.

Fireplace for the Sophy Hotel in Chicago’s Hyde Park.
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I learned a lot of things in college, 
but most of all I learned that em-
ployees are the main staple of any 
business. 

“I worked in the shop throughout 
college, and then got involved with 
a rep firm that sold various prod-
ucts to hotels, which then led us to 
doing hotel work for construction 
companies and their subsidiaries. 
We were doing work that was too 
complex or too timely to be brought 
in from China, and we filled in the 
gap with those types of jobs. Then, 
when the Chinese tariffs came in, 
we created a division exclusively 
for producing hotel work.”

Making the Cut
Divisions for doing high-end 

commercial work as well as for 
wholesale residential work were 
created, while contract cut-to-size 
work has also become part of the 
equation, said Jonathon.

“In the post tariff world, Sambor 
Stone has shifted our focus to the 
domestic production of cut-to-size 
countertops for the hospitality and 
multi-residential sectors. As we 
all know, this type of work used 
to be produced overseas, and it is 

always deadline driven, so when 
the opportunities to produce 
this type of work domestically 
presented itself, we needed to 
quickly identify a source for im-
mediate access to large amounts 
of material.   

“To accomplish this, we’ve 
partnered with domestic quartz 
manufacturers like Daltile to se-
cure up to 10,000 sf of slab ma-
terial in a short period of time.  
These partnerships have allowed 
us to deliver multiple large scale 
projects around the country, in a 
relatively short period of time, 
and that has helped us to build 
a reputation in that segment as 
a viable and cost effective alter-
native to our volatile overseas 
competitors.

“We are also doing a lot of light, 
medium and heavy commercial 
work in downtown Chicago that is 
either general contractor specific or 
through mill work companies, cab-
inet companies, kitchen and bath 
companies, builders or residential 
walk-ins. So we do a little bit of 
everything.” 

off, and I didn’t do anything with 
the company for a few years,” he 
continued. “Instead, I went back to 
college and got my degree at the 
University of Illinois in Chicago, 
majoring in business management. 
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Sambor Stone Ltd
Continued from page 1

Left: Ryan Navarrete programs  
one of their OMAG Area Cut CNC 
saws, and at right, Luis Gutierrez  
changes blades to suit the mate-
rial on their second OMAG saw. 
Sambor Stone runs two Area Cuts 
and three Montresor edge polish-
ers to keep up with their com-
mercial and residential work.

Part of the record-breaking SFA crowd visiting for the Demo Event.

This residential project features a vein-matched waterfall island.

Please turn to page 7

With momentum now fully in 
play, the facility that had begun 
life at 5,000 square feet, had transi-
tioned to 25,000 square feet. 

   
The company uses a broad 

array of equipment that includes 
a Zonato  Manual Bridge Saw, 
two OMAG Area Cut CNC 
Bridge Saws,  an Intermac Top 
Master 655 five axis CNC,  an 
Intermac Master Stone 1500 CNC,  
three  Intermac Master Stone 
4000 CNCs,  a Montresor Lola 
800 Edge Polisher,  a Montresor 
Luna 740 Edge Polisher, and a 
Montresor Vela 7.2 Edge Polisher. 
Heavy lifting throughout this high 
production facility is aided by a 
blend of  four overhead cranes.

According to Jonathon, sales of 
natural stone have fallen off con-
siderably, with quartz taking a front 
row seat. Current trends in Chicago 
as well as the company’s huge cov-
erage within the mid west and fur-
ther, have driven quartz sales to an 
unprecedented high, said Jonathon. 
“Ninety-eight percent of what we 
fabricate is quartz, with the final 
two percent being natural stone.” 

Ultra-Compact  Dekton is also 
part of the Sambor Stone’s sales, 
albeit a small part, continued 
Jonathon. “The problem is that be-
cause of the nature of ultra-compact 
material, it takes longer to produce, 
and that holds up our equipment 
for doing other work. So when 
shops want to add the space and 
make the investment for equipment 

specifically for this type of produc-
tion, it will take off. That said, the 
material is getting easier to work 
with, because the tooling is getting 
better, and when the material price 
drops, it will be an interesting dy-
namic. So how it plays out — only 
time will tell.” 

Resourcefulness is a 
Key Ingredient for Success
“What makes us special is our 

capacity output and quality,” con-
tinued Jonathon. “For instance, 

we were called in on a multi-unit 
project by a general contractor who 
had never built a multi unit before. 
They had purchased the material 
from China, and it didn’t come 
out correctly, and we had fabri-
cated and installed 90 kitchens in 
three weeks on the jobsite. These 
were low-rise giants, and we were 
sending in tractor trailer loads and 
booming materials in through the 
windows, and saved the general 
contractor from being fined thou-
sands of dollars for late damages. 
All this was going on while we 
were doing our hotels and resi-
dence jobs. Usually, the jobs that I 
deal with have giant problems, and 
the only way to fix a giant problem 

is with a lot of good guys and a 
lot of equipment, and another rea-
son that we are looking to expand 
again.” 

 Jonathon went on to say that the 
company shop is a predominately 
wet with small dust collecting 
units throughout. “Safety for our 
people is number one, and we do 
everything we can to keep them 
out of harm’s way. At any one 
time we have 10 to 15 shop and of-
fice personnel, and 10 to 25 union 
installers.” 

Jonathon and company are also 
members of the Natural Stone 
Institute (NSI) and the Stone 
Fabricators Alliance (SFA). “In 
business, especially in this busi-
ness, your people are everything,” 
he continued. “Having high-tech 
machines are great, but you need 
to have people that love the ma-
chines, and will check the quality 
of the work. So our most import-
ant lifeline in this business is our 
employees, and I believe that we 
have the best of the best. We are 
the highest-paying shop in Chicago 
and offer them the best benefits 
and a very safe environment. The 
NSI is a great resource, and offers 

an employee handbook that ad-
dresses many day to day issues. 
The SFA has also been a big part 
in the growth and success of our 
company, and why I felt obligated 
to hold a workshop last month. It’s 
like a big thank you to the SFA, 
and I was paying it forward. The 
attendees were anyone related to 
the stone industry. It was a huge 
success and broke all records.” 

Continuing the Momentum
“We are very lucky all the way 

around. We have the people and 
the infrastructure, and all of the 
variables that have combined to 
keep us working and growing. We 
started off as a retail fabrication 
shop, and then it turned into a high 
production shop. 

“That said, if we had stayed the 
course of a mom and pop shop, it 
was either branching off and sell-
ing cabinets or selling remodeling 
services. In our area, people want 
one-stop shopping, and the smaller 
fabrication companies in this area 
are going to have to fall into that 
category. 
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Each

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. 

6 FREE
Viper 5˝ Diamond Turbo Blades

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 

Visit us at TISE
Booth 3745
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Two New Artisan Group 
 Members Welcomed at 

Lakeside Surfaces Shop Tour

This year’s Artisan Group 
Shop Tour was an exciting 
blend of welcoming new 

members and touring a top-notch 
fabrication facility in Muskegon, 
Michigan.

New group members Harlan and 
Patty Bost have owned and oper-
ated Florida Custom Marble in 
Jacksonville, Florida since 1997. 
The company was founded in 
1973 and has worked with more 
builder professionals than anyone 
else in the region on residential 
new construction, commercial 
projects, and remodels. Whether 
customers are managing a single 
renovation project or overseeing a 
multi-million-dollar development, 
Florida Custom Marble provides 
quality installations at a compet-
itive price. They’re known and 
trusted in their market to always 
deliver consistent and beautiful 
work.

Fox Marble offers a wide range 
of services, from direct importing 
of the finest stone from around 
the world, to in-house fabrica-
tion, professional installation 
and full-service stone care and 
restoration.

The Artisan Shop Tour event, 
hosted by Rob Riegler and his 

From left: Artisan Group Executive Director Jon Lancto, Matt 
Neiger, Lakeside Surfaces, Eric Winter, Architectural Stone 
Group, Brad Pearce, Front Range Stone, and Layne Fulero, 
Architectural Stone Group, Channel Marketing & National 
Accounts Manager.

Charles McLaughlin of Fox 
Marble in San Francisco, 
California is another new Artisan 
Group member. Charley estab-
lished Fox Marble in 1986 and 
currently serves as its President 
and CEO. Charley served in 
the US Marine Corps, and is a 
Vietnam veteran. He graduated 
from Rutgers University in 1973, 
and managed a masonry products 
company for eight years where his 
love for natural stone was born. 

team at Lakeside Surfaces, was 
held Sept 18 and 19 at their 
Muskegon facility. The two day 
meeting was attended by 22 mem-
bers who shared best practices, 
metrics, as well as new products 
and services. However, the real 
value of this event was the tour of 
Lakeside’s operation. Riegler ex-
plained how culture is the driving 
force in influencing his employees 
to perform at their highest levels. 

Fun, Fellowship & Fishing 
at the Lakeside Surfaces 

Artisan Shop Tour

mailto:b.burgess%40braxtonbragg.com?subject=
mailto:publisher%40slipperyrockgazette.net?subject=
http://www.slipperyrockgazette.net
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Record Numbers of Guests Attend 
Inside Intermac Event

 Industry Startup Stone Services 
Group Directs National Rollout of 

Hot Sauce Software System

The guest list for the 
recent Fall Inside 
Intermac event in 

Charlotte, North Carolina  
indicates that interest 
in ceramics countertops 
continues to grow by leaps 
and bounds. The event set 
an attendance record for 
the educational sessions 
Intermac offers each 
year. The attendees who 
participated in the event 
were highly impressed by 
the level of knowledge, 
technology and enthusiasm 
they were exposed to last 
October. 

 
According to Michele 
Ragno, Vice President of 
Sales, Stone Division for 
Intermac America, “Inside 
Intermac was such a suc-
cess this year because we 
gave the event a strong 

educational focus. The va-
riety of seminars hosted by 
industry leaders gave our 
attendees an opportunity 
to learn about topics that 
are essential to growing 
their businesses. Without a 
doubt, the most successful 
part of the event was our ce-
ramic day, a huge hit within 
our industry and customer 
base. The agenda was 
filled with need-to-know 

information for companies 
that have an eye on expand-
ing their capabilities now or 
in the future.” 

Guest presenters on the 
first day included Mark 
Meriaux, Accreditation 
and Technical Manager for 
the Natural Stone Institute, 
Intermac Finance Manager 
Stan Ragley and Peter 
Hauser, Sales Manager 
Diamut North America. 

The following day was 
Ceramic Day, featuring a 
series of sessions designed 
to help guests evaluate the 
opportunities in new ce-
ramic trends. Guests ea-
gerly listened to presenter 
Ron Hannah with Cadenza 
Granite and Marble, an 
early adopter of ceramic 
technology, and learned 
from Todd Ward, EVP 
of National Accounts for 
Stonepeak Ceramics, a pio-
neering porcelain producer 
that integrated the produc-
tion of large porcelain slabs 
into their Tennessee plant 
in 2018. 

Tenax USA added to the 
experience of Ceramic Day 
by demonstrating the inher-
ent value of using top of 
the line ceramics adhesives 
onto final products. 

The overall take-away 
from the event? That any 
size fabricator can get help 
to adopt innovative auto-
mation that will speed pro-
duction, save labor costs, 
increase productivity and 
help them conquer new 
markets.

For more information, 
please email marketing@
intermacamerica.com or 
call 704-357-3131. Please turn to page 21

The newly formed 
Stone Services 
Group (SSG) is 

excited to announce its 
immediate engagement with 
Ignite Consulting Group 
(ICG) to sell and market 
ICG’s industry-specific 
selling software, Hot Sauce. 
SSG is a fabricator-focused 
services company that part-
ners with countertop fabrica-
tors to implement new tools 
and processes that grow 
sales and increase profits.

SSG was formed when 
industry experts came 
together to identify the 
unique needs of counter-
top fabricators. SSG is led 
by Rich Katzmann, for-
mer President of Laser 
Products Industries; Kyle 

 Ignite Consulting Group Taps SSG to Bring a Revolutionary 
Product to Countertop Fabricator Shops of All Sizes

Welker, General Manager 
of Precision Measuring & 
Training (PMT); and four 
other individuals who offer 
more than 50 years of indus-
try experience in operations, 
customer service/sales, 
templating, scheduling, and 
programming. 

ICG, designer and de-
veloper of Hot Sauce, the 
comprehensive, easy-to-use 
software system that can 
boost profit immediately, 
has partnered with SSG to 
officially launch its revo-
lutionary product. The sys-
tem is entirely turnkey with 
pre-set software built for 

customer interaction and 
purchase. It also includes 
more than 50 unique, up-
sell items collected over the 
years to immediately add 
profit. In fact, more than 
75 percent of the items in 
the collection have no cost 
of goods and generate pure 
earnings. 

“SSG’s launch is already 
at fever pitch,” explains 
SSG’s Katzmann. “Not 
only have we launched a 
much requested and entirely 
unique business services 
company in the stone indus-
try, our first client, ICG’s 
Geoffrey Gran, is a true 
leader and innovator. We 
are thrilled to partner with 
him, and sell and market his 
Hot Sauce software.” 

Design & 
Construction Week®

This month In Las 
Vegas,  DCW 
( D e s i g n  & 

Construction Week®) fea-
tures the co-location of 
the NAHB International 
Builders Show® (IBS) and 
NKBA’s Kitchen & Bath 
Industry Show®(KBIS). 

In 2020, this synchroni-
zation of tradeshows and 
markets will take place 
in Las Vegas, Nevada, 
January 21-23. The sev-
enth annual DCW will 
bring together 95,000+ 
design and construction 

professionals in the larg-
est annual gathering of 
the residential design and 
construction industry. 

Natural Stone Institute 
members receive spe-
cial discounts to explore 
the exhibit floors of both 
shows — a combined total 
of 2,000 plus exhibits.

Register by January 18 
and you can still receive 
the regular price discount 
($125). Register online 
for your DCW expo pass 
at designandconstruction 
week.com .

mailto:marketing%40intermacamerica.com?subject=
mailto:marketing%40intermacamerica.com?subject=
http://www.designandconstructionweek.com
http://www.designandconstructionweek.com
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Making Money
Ed Hill
Synchronous Solutions

Training & Education

IF you haven’t read The 
Goal by Dr. Eli Goldratt, 

you should. If it has been more 
than a year since you read it, you 
should read it again. This is one 
of the best books on business 
management ever printed. It is 
written as a novel and tells the 
story of Alex, who is the man-
ager of a manufacturing plant. 
Alex and his Team have every 
problem you can imagine. Their 
lead times are way too long, 
quality is poor and employee 
morale is terrible. Customers are 
constantly complaining. As a re-
sult of all this, they live in chaos 
every day. It was not a pleasant 
place to work for anyone.

The product made at Alex’s 
plant was never identified, be-
cause it really doesn’t matter. 
The concepts described in the 
book are applicable to any prod-
uct in any industry.

Early in the book, Alex runs 
into an old college professor, 
Jonah, who asks him a basic 
question:  What is the goal of 
your company? Alex rattles off 
a long list of things including 
customer satisfaction, quality 
of product, shorter lead times, 
improved employee morale 
and less chaos. “Very good” 
said Jonah, “but if you are not 
making money, none of that 
matters.”

Jonah was right. Even with 
perfect quality, excellent cus-
tomer satisfaction, great em-
ployee morale and seamless 
control of the product flow, 
if you aren’t making enough 
money to justify your existence, 
you cannot stay in business. 
That is a fact of life.

There are three important 
bottom-line metrics to consider 
in your analysis of financial 
performance:

Net profit is an absolute mea-
sure. If your total income ex-
ceeds your total expenses, you 
made a profit. If not, you lost 
money. You probably track this 
information monthly, but it is 
important to look at multiple 
months to see the effects of sea-
sonal trends and other anomalies 
that can make a single month 

“There is no 
 finish line.”

Dr. Eli Goldratt, 1986

look unusually good or unusu-
ally bad. Another factor affecting 
a single month is material pur-
chases. You could buy raw mate-
rial in one month that may not be 
turned into finished products for 
several months later. Looking at 
trends over multiple months will 
minimize this potential issue.

Another factor that could affect 
a single month’s performance is 
production for the commercial 
market, which typically has a 
much longer process time from 
sale to completion. This is a good 
market to serve and can be very 
lucrative, but it does require “deep 
pockets” to withstand the longer 
time period for realization of 
income.

A variation of the Net Profit 
metric is EBIDTA, which is 
earnings before interest, depre-
ciation, taxes and amortization. 
Essentially, it’s a way to evaluate 
a company’s performance with-
out having to factor in financing, 
accounting or tax decisions. It 
negates the cost of capital invest-
ments like property, plant, and 
equipment and isolates the opera-
tional performance of the business 
enterprise. Please turn to page 9

EBITDA = Net Income + 
Interest + Taxes + Depreciation 

+ Amortization  

Return on Sales (ROS) is a 
relative measure. If your annual 
profit was a million dollars on 
twenty million in sales, that is a 
5% ROS, which is not very good. 
If your annual profit was a million 
dollars on ten million in sales, that 
is a 10% ROS, which is not bad. 
In fact, the general rule of thumb 
for an entrepreneurial (privately 
owned) company, is that it should 
earn at least a 10% ROS every 
year. Monthly fluctuations are 
expected, but the annual EBIDTA 
profit should exceed a 10% return 
every year. A properly managed 
business with a strong market can 
realize 15% or more.

By the way, Walmart, the 
world’s largest retailer and not a 
privately-owned company, had 
net income last year of $6.7 bil-
lion on $514 billion in sales. That 
is only a 1.3% ROS. But, $6.7 
billion in profits is not bad either. 
Public companies, like Walmart, 
commonly earn less as a relative 
measure than do privately owned 
companies.

Cash Flow is a survival mea-
sure. The age-old adage is, “if 
you have positive cash flow, it is 
not important. If you do not have 
positive cash flow, nothing else is 
important.” Cash flow is import-
ant  because it determines your 
ability to pay for things that make 
your business run: expenses like 
payroll, raw material purchases, 
rent and other operating expenses. 

Toolbox Talks for 
Quarriers Available in 

Natural Stone University

The Natural Stone 
Institute, in coordina-
tion with the National 

Building Granite Quarries 
Association (NBGQA), has 
added three toolbox talks for 
quarriers to the Natural Stone 
University. Topics include the 
following: 
 • Fall Arrest System  
  Regulations

 • Highwall Management  
  and Use of Drones

 • Quarry Slab Tipping  
  Safety

There are now a total of 27 
quarry-specific toolbox talks 
available in the University, cov-
ering topics ranging from per-
sonal health and human safety to 
the safe use of equipment such 
as wire saws and preventing 
silicosis.

Mike Loflin, Industry 
Research & Information 
Manager for the Natural Stone 
Institute commented: “These 
quarry-specific resources are an 
important addition to our library 
of safety resources. The infor-
mation provided is the cumula-
tive work of the NBGQA safety 
committee. The NBGQA safety 
committee consists of some of 
the most talented safety offi-
cers, operations managers, and 
human resources professionals 
in the natural stone industry. 
Over the last several years, the 
committee has identified issues 
and provided seriously needed 
safety solutions for the quarry 
sector of the dimension stone 
industry. We are proud to part-
ner with NBGQA to present 
these resources free of charge to 
the industry through the Natural 
Stone University.”

To access these toolbox talks 
and other educational resources, 
visit www.uofstone.org. To 
learn more about the National 
Building Granite Quarries 
Association, visit www.nbgqa.
com. 

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.  

The National Building Granite 
Quarries Association (NBGQA) 
was founded over a century ago 
with approximately 12 original 
member granite companies which 
included most of the major build-
ing granite quarriers in the United 
States at that time. The purpose of 
the organization was back then, 
and remains today, the promotion 
of the use of granite in buildings 
and educating architects and gen-
eral contractors about the proper-
ties and extraordinary durability 
of granite. In connection with this 
promotion, NBGQA provides 
listings of the available colors of 
granite, surface finishes, toler-
ances, test data and other specifi-
cations for owners, architects and 
contractors covering the proper 
use and incorporation of gran-
ite into building projects. In re-
cent years, the promotion of safe 
quarrying methods and consistent 
regulation has also become a top 
priority within the organization’s 
member firms.

https://edu.naturalstoneinstitute.org/education/catalog/courseGroup.cfm?id=19
http://www.uofstone.org
http://www.nbgqa.com
http://www.nbgqa.com
http://www.naturalstoneinstitute.org
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Sambor Stone Ltd
Continued from page 2

“Additionally, the flooring and 
cabinet companies that also went 
into granite, are now able to take 
market share, because customers 
are coming in to take advantage of 
one stop shopping. I did not want 
to do that, because it would have 
been next to impossible to tap into 
the labor pool and get that many 
people who could specialize in that 
kind of stuff, and nearly impossi-
ble to grow. So we simply looked 
at where the void was, and saw the 
need for high production. 

   

“To summarize, in this business, 
in this area, we are not going to get 
paid more for what we are doing, 
and we are just going to have to 
produce more. Sambor Stone has 
the system for doing that, but these 
days it is difficult to find labor, so 
I’ve made the decision to go into an 
even larger-style production model 
for two reasons. The first is to give 
my people job security, and the sec-
ond is that it’s a natural recruiting 
tool for us, because we have more 
to offer higher quality talent than 
our competitors. We are going to 
be putting in more equipment, and 
are looking at a CMS Brembana, 
and if we can buy it, we will be the 

first in the country to have one.” 
As for Jonathon’s parents, 

Margaret and Jan, they still play 
an active in the company, noted 
Jonathon, adding, “They are still 

in the shop, sometimes driving me 
nuts! But I know they enjoyed the 
recent SFA event. Even while play-
ing host, it gave us all the chance 
to reconnect with a lot of people 

and suppliers in the stone business. 
Some of those relationships go 
back decades.”

For more information visit the 
website www.samborstone.com .

Luminesce quartzite bar top, installed in the Hyde Park, Chicago 
location of the five-star Sophy Hotel – also pictured on page 1.

Quartz kitchen with full-height backsplash defines Sambor Stone’s work: modern, functional and elegant.

http://www.samborstone.com
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Transformations

The new year is upon us, 
when a self-evaluation 
among the masses com-

monly occurs; millions of people 
set goals, or proclaim a New 
Year’s Resolution. At the begin-
ning or end of a year they hope 
for improvements or upgrades, 
whether that upgrade is personal 
or a possession, such as a new car, 
phone, house or a kitchen or bath-
room makeover.

Out With the Old, 
In With the New

Thousands of residential cus-
tomers upgrade their kitchens and/
or vanities annually in the United 
States, but that does not mean it 
was one of their New Year’s reso-
lutions. For some customers, new 
countertops are an expensive up-
grade and can be a very tough de-
cision when customizing a home 
to fit their vision. For whatever 
reason, homeowners are creating 
beautiful transformations in their 
residences each and every year.

Solid Surface Designs
As well as making an appear-

ance on their own Facebook page 
for “Transformation Tuesday,” 
Solid Surface Designs in Billings, 
Missouri recreated a kitchen this 
past October for a customer who 
had decided they wanted to re-
place their old granite with Taj 
Mahal Quartzite. The update 

Below, left and right: two “before” photos of an outdated kitchen. 
This mix of styles is dark, heavy, and in serious need of a reboot. 

included placing an ogee edge on 
the perimeter and upper bar, and a 
6cm stacked lamination ogee over 
bullnose on the island. Another 
option was adding a full-height 
splash. Solid Surface Designs 
nailed this transformation and left 
a lasting impression on their cus-
tomer for years to follow.

Another Solid Surface Designs 
customer, Melissa Howard, 
wanted to upgrade a vanity in 
her home with one more suitable 
to her current taste. She found a 
color that would fit her dimen-
sions in Solid Surface Designs’ 
well-organized remnant yard. Her 
desired top was small enough in 
square feet that she was able to 
find a remnant at a reduced price  
small enough to be priced as a 
remnant. Howard not only took 
advantage of the remnant price, 
but also chose to pick up and have 
the vanity installed herself. After 
replacing her pre-existing vanity 
top, she now has a beautiful 3cm 
Arabescus White vanity with an 
ogee over bullnose edge profile. 
She installed a vessel sink on top 
of the marble, and now her bath-
room has undergone a breathtak-
ing transformation and is one of 
her favorite rooms (see page 14).

Phenix Marble
Just thirty minutes down the 

road from Solid Surface Designs 
and from the iconic limestone 
quarry in Ash Grove Missouri, 
Phenix Marble also enjoys trans-
forming kitchens  – when they are 
not taking on high profile projects 
such as the restoration of the his-
toric Missouri state capital. 

Please turn to page 14

Solid Surface Designs’  
transformation lightens up 
the whole room and makes 

the kitchen a more 
 comfortable space to 

 cook and entertain.

This stunning transformation 
by Solid Surface Designs 
features 3cm Taj Mahal 
Quartzite with an ogee edge 
on perimeter and upper bar 
surfaces,  and a 6cm stacked 
lamination ogee over bullnose 
on the center island.
Taj Mahal Transformation project 
photos (4) Courtesy of Mitchell 
Mooberry

Codiak San Herrell
Photos Courtesy Mitchell 
Mooberry, Freddie Flores 
and Melissa Howard
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Making Money
Continued from page 6

Training & Education

Essentially, cash flow is a metric 
relative to time. You can be prof-
itable and have a good ROS, but 
still have a negative cash flow 
due to delayed payment for your 
goods and services. Managing 
cash flow is critical to a success-
ful business enterprise.

Essentially, as a manufacturer 
you exist to do three things in 
business every day:

• You provide a quality prod-
uct. This is not a competitive 
opportunity. You must produce 
(and have the earned reputation 
in providing) a quality product 
on every order. If you don’t, there 
will be no opportunity to con-
tinue in your market. Of course, 
mistakes happen. How you deal 
with them to satisfy the customer 
is the important part. You should 
do whatever it takes to make the 
customer happy.

A comment about price re-
ductions: Don’t do it. If your 
customer is not happy with the 
final product and you offer some 
money off the price, they will 
still not be happy. They will still 
point out the error to every visi-
tor to their house. Do whatever it 
takes to make them happy every 
time.

• You provide reasonable pric-
ing. This is also not much of a 
competitive opportunity. You do 
not need to be the cheapest pro-
vider. In fact, you should strive 
not to become a commodity pro-
ducer. Someone can always do 
it less expensively than you can. 
You should market your com-
pany as a producer of custom, 
high-end products that will en-
hance the beauty of any jobsite 
or home and should justify a rea-
sonable price.

Pricing of your products is ul-
timately determined by your cus-
tomer’s perception of value and 
availability. It has little to do with 
the cost of your production. More 
on that in future articles. 

• You provide timely availabil-
ity (aka customer service). This 
is a competitive opportunity. If 
you provide a quality product at 
reasonable prices, what can set 
you apart from your competition 
is speed. If all other things are 
equal, most customers will buy 
from the company that can be the 
fastest and most reliable.

But, having said all that, your 
business system must be set to 
make a profit, or you will not 
stay in business. In The Goal, Dr. 
Goldratt states it this way:

 
“The goal of a company should 
be to make more money now and 
in the future.”

Your system should be orga-
nized and managed to assure that 
you will be profitable every year 
and it should maintain the culture 
that you will always be seeking 
continuous improvement. You 
should never be satisfied.

For more information on how 
to make more money now and 
in the future, contact Ed Hill at 
Synchronous Solutions, 704-560-
1536, www.synchronoussolutions 
.com .

ISFA Announces Annual Awards
Erica Hussey of J.C.W. Countertops Inducted into ISFA Hall of Fame

The International Surface 
Fabricators Association 
(ISFA) announced the 

winners of its annual awards at 
the association’s recent annual 
meeting and conference in con-
ference in Scottsdale, Arizona. 
The ISFA awards are chosen by 
association members, and given 
to those in the industry that stand 
out as the very best. 

Past ISFA Board Member Erica 
Hussey, of J.C.W. Countertops 
in Woburn, Massachusetts, was 
inducted into the ISFA Hall of 
Fame, joining a long list of es-
teemed industry professionals. 
The Hall of Fame Award is given 
to the individual who has, in the 
course of his/her career, made 
significant contributions to the 
decorative surfacing industry, 
and has demonstrated leadership 
and commitment to the ideals of 
ISFA. 

Hussey is a second generation 
owner of a 35-year-old fabrica-
tion business, proud to have been 
among the first in New England 
to fabricate DuPont Corian. From 
a young age, she took to the busi-
ness sweeping floors and learning 
fabrication and sales techniques. 
Today, Hussey leads the business 
with a focus on the future and em-
bracing green surfaces, while con-
tinuing to excel in solid surface 
fabrication with an emphasis on 
commercial work. She has served 
ISFA through numerous Board of 
Director positions including the 
roles of Treasurer and Secretary, 
and she has also hosted events at 
her shop. Hussey is committed 
to the industry, continuous im-
provement, and she is dedicated 
to ISFA. 

The other honored winners are: 
The Fabricator of the 

Year Award was given to 
ROCKin’teriors, a world-class 
fabricator of a variety of hard 
surfacing products located in 
Raleigh, North Carolina. This is 
the second time the company has 
won the award. The Fabricator of 
the Year is awarded to an individ-
ual of a fabricator member com-
pany that in the past year has best 
exemplified the ISFA ideals of 
quality, innovation, character and 
exemplary service to ISFA and/or 

Hall of Fame inductee Erica Hussey receives the award 
with ISFA President Augie Chavez (left) and ISFA 

Executive Director Amy Miller (right).

Fabricator of the Year 2019  winner ROCKinteriors – 
Laura Grandlienard and Omar Salazar, flanked by 

Augie Chavez (left) and Amy Miller (right).

the decorative surfacing industry, 
with overall excellence. 

ROCKin’teriors continues 
to push the envelope on qual-
ity, craftsmanship and service 
within the surface industry. Laura 
Grandlienard has diversified her 
business to cover the spectrum 
from high-end residential and 
custom builder work, to ventilated 
and direct adhere facades. The 
company excels across both resi-
dential and commercial work and 
no job, no matter the difficulty or 

technicality, scares this company. 

The Associate of the Year 
Award is given to an associate 
member company that in the past 
year has best exemplified the role 
of servicing the needs of fabri-
cator member companies, and 
who has best supported ISFA in 
all activities. This year’s winner 
is Caragreen, which exemplifies 
professional prowess, innova-
tion and leadership in surfacing. 

Please turn to page 22

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

Jessica McNaughton accepts the Associate of the Year 
Award for Caragreen, with ISFA Executive Director Amy 

Miller (left) and ISFA President Augie Chavez (right). 

http://www.synchronoussolutions.com
http://www.synchronoussolutions.com
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I had just gotten off the plane, 
headed to yet another stone 
inspection –or more pre-

cisely, a terrazzo inspection. 
Well, since terrazzo is made up of 
stone chips, I guess that counts. 

Just as I was about to head to 
baggage claim, I heard a loud 
alarm. At first, I thought it was 
one of those door alarms, but this 
sounded a bit different. I kind 
of ignored it, and the next thing 
I knew, the overhead sprinklers 
came on and started spraying 
water everywhere! Holy crap, I 
thought, the airport must be on 
fire!

I started walking faster, hope-
fully away from the fire. Just 
as fast as the water started, it 
stopped. However, I was wet 
and this was supposed to be a 
one day trip, so I didn’t bring 
a change of clothes. Do I buy a 
change of clothes at the airport 
and pay a ridiculous price, or do 
I stop at Walmart or somewhere 
on my way to inspection? Thrift 
won that argument, so Walmart it 
was. After all, a soaking wet man 
in Walmart would probably be 
ignored anyway, compared to the 
sights I’ve seen at Walmart. Little 
did I know that this little drama 
would lead me to a clue for the 
terrazzo inspection I was about to 
perform.

I made my quick Walmart stop 
and picked up an outfit. That 
means underwear, shoes, socks 
and the works, in case you’re 
wondering. (Please, no emails 
asking if it’s boxers or briefs– 
LOL!) I paid for my purchases, 
changed in the restroom, and I 
was off to my inspection.

I took an Uber to the building 
and noticed a group of people 
waiting outside as we were pull-
ing up. I got out of the car and 
the entire group started walk-
ing toward me, which was kind 
of weird. One by one each one 
greeted me. It was a mixed pack 
of architects, contractors and law-
yers, oh my! This is going to be 
fun, I thought.  

You could easily tell who the 
lawyers were. They were the ones 
in 3-piece suits. The others were 
in either work uniforms (logo 

Frederick M. 
Hueston, PhD

The Stone Detective
The Case of the Lab Got It Wrong

on the shirt) or were 
dressed profession-
al-casual. One of the 
lawyers handed me a 
yellow pad and asked 
me to sign in. The GC, 
the one who called me 
about this project, in-
vited me inside to take 
a look at the terrazzo 
floor.  

I walked into a very 
large lobby. When I say 
large it had to be over 50,000 
square feet! I noticed immediately 
that the terrazzo was bubbling. 
The bubbles were all over the 
place, and ranged from about 1 
inch in diameter to over 6 inches. 
There had to be thousands of 
them. I took a quick walk around 
the lobby followed by my posse 
of lawyers, contractors, etc.. The 
lawyers were hanging on to every 
word  I said, and appeared to be 
taking notes.

 Fortunately, I have been in 
this situation before, and the only 
verbal responses they got out of 
me were my questions. I learned 
a long time ago not to speculate 
or come to any premature con-
clusions. If I did, it would surely 
come up later in a deposition, or 
even in trial. 

My questions were straight for-
ward. Here are a few examples:

How old was the installation?
When did you notice the 

bubbling?
Were there any installation 

specifications?
Was the slab tested for relative 

humidity before installation?
Have any tests such as core sam-

ples or lab tests been performed? 
If so, I would like to see them.

And so on…
Now, for those of you not famil-

iar with this bizarre bubbling ter-
razzo condition, this was a classic 
case of osmotic pressure caused 
by moisture in or below the slab. 
This was an epoxy terrazzo instal-
lation. Epoxy is not porous and 
will not allow vapor to escape. If 
the terrazzo was Portland-based 
it would not bubble.  Of course, I 

didn’t divulge this information to 
the pack.

I had to try and find out where 
the moisture was coming from, 
which led to even more questions:

Was there a vapor barrier under 
the slab?

Did they use a membrane on 
top of the slab?

Was the terrazzo poured 
before the building had a 

roof on it?   (If it had rained, 
the slab could have been 

soaked.)
What type of soil is under the 

slab?
Was there any event like a 

flood or hurricane that could 
have soaked the slab?

  No one seemed to have 
any answers, so I would 

have to dig deeper.   I 
asked if anyone had 

any questions and they 
all stood there looking at one an-
other. One of the lawyers asked 
me if I had any idea. I told him I 
would have to do some more in-
vestigating before I could reach 

any conclusions. I told them I was 
going to walk around a little more 
before I caught an Uber back to 
the airport.  Fortunately, they all 
left and I continued my inspection 
in peace and quiet. 

I walked again to the end of the 
lobby and noticed a lady mopping 
the floor. I walked up to her and 
started a friendly conversation. 
She asked me if I was here for 
the floor.  I told her yes. She told 
me that she was actually on the 
construction crew and witnessed 
the floor going in, day after day. 
I let her talk and then I asked her 
if she noticed anything unusual 
before or during the terrazzo in-
stallation. She told me that the 
day the terrazzo was supposed 
to start they were testing the fire 
system and the sprinklers went 
off and soaked the floor. BINGO, 
I thought. From the experience I 
just had at the airport, I was quite 
aware of how much water can end 
up on the floor. I asked her how 
long the system was on. She told 
me for over an hour.  At this point, 

I thought I had my answer for 
the bubbling. Of course, I would 
have to follow up with some core 
samples and lab tests. But my gut 
feeling was the slab was soaked 
and was never allowed to dry.   
As it turns out, the contractors 
and lawyers were looking at the 
wrong parameters for this condi-
tion. They didn’t have the lab test 
for moisture, so of course the re-
sults came back “normal.” So, as 
it turns out, my hunch was right.  
Sometimes it’s a matter of asking 
the right people the right ques-
tions. Another case solved. 

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.

Coldspring® Honored for Energy 
Excellence

Coldspring® — one of the 
leading quarriers and 
fabricators of natural 

stone and bronze manufacturing 
in North America — was recog-
nized by Xcel Energy for its out-
standing achievements in energy 
efficiency. Xcel Energy presented 
the “Recognition of Excellence 
Award” to Coldspring on Tuesday, 
November 5, at the utility’s annual 
Energy Solutions Expo at the Saint 
Paul RiverCentre. 

The Recognition of Excellence 
awards honor Xcel Energy’s 
Minnesota business customers that 
have demonstrated an exemplary 
commitment to energy efficiency. 
Six organizations received awards 
for their efforts completed in 2018 
and 2019 using Xcel Energy’s 
portfolio of energy solutions, long-
term strategies and leadership.

“Coldspring was founded in 
1898 with a commitment to good 
stewardship in every aspect of 
our operations,” says Ray Jaeger, 
Engineering and Environmental 
Manager. “Today, we continue this 
mission by taking our commitment 
to the environment very seriously 
at every location. Coldspring has 

made significant advancements in 
energy reduction in recent years, 
and we’re honored to receive rec-
ognition from Xcel Energy for our 
efforts.”

Coldspring was honored with 
a Recognition of Excellence 
award for energy efficiency 
in their operations. Pictured 
here: the Coldspring engi-
neering Group

Please turn to page 11

mailto:fhueston%40stoneforensics.com?subject=Hey%20Stone%20Detective
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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 10

AVAILABLE AT

In 2008, Coldspring imple-
mented a long-term plan to re-
duce energy usage by 2 percent 
every year and to date their an-
nual average energy reduction 
has exceeded that goal with an 
anticipated 10 percent reduction 
for 2019. These achievements 
are a result of the completion of 
a wide variety of innovative proj-
ects including wide-scale custom 
equipment upgrades and ener-
gy-efficient LED lighting. 

In addition to implementing 
custom equipment and lighting, 
Coldspring has added new pro-
cesses to save energy, including 
renewable wind through Xcel’s 
WIndsource program. In August 
2019, Coldspring installed more 
than 3,000 solar electric panels at 
its Minnesota headquarters. The 
1-megawatt ground array system 
covers approximately 5 acres 
and – along with renewable wind 
energy – is helping Coldspring 
achieve an estimated reduction in 
energy consumption of 12 percent 
each year.

“Coldspring has a history of 
demonstrating leadership for the 
environment not only in the state 
of Minnesota but also within 
the natural stone industry,” 
says Kathy Spanier, Director of 
Marketing at Coldspring. “In 
2006, we began working within 
the stone industry to form a sus-
tainability committee which 
would later implement the in-
dustry’s first third-party-verified 
standard to recognize the sustain-
able production of natural stone, 
ANSI/NSC 373. Reducing en-
ergy consumption has played an 
important role in Coldspring’s 
ability to achieve ANSI/NSC 
373 certifications at various 
locations.”

Coldspring®

Please turn to page 14

“Make New Year’s goals. Dig 
within, and discover what 
you would like to have hap-
pen in your life this year. This 
helps you do your part. It is 
an affirmation that you’re in-
terested in fully living life in 
the year to come.”

— Melody Beattie
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Continued from page 4

New Artisan 
Group Shops

He added, “We have the best 
interest of the company and our 
workers in mind in every aspect 
of the day at Lakeside. Our team 
relies on creating processes, doc-
umenting them and then holding 
team members accountable for 
following these processes. When 
something goes wrong, the first 
step is to see if the process was 
followed and if so, the process is 
changed. If the process was not 
followed, then the employee is 
“coached” to follow the process 
in future endeavors.”

Artisan Group Executive 
Director Jon Lancto added, 
“Lakeside’s processes and culture 
have proven to be very effective 
tools for running a complex op-
eration. The facility is maintained 
better than any shop I’ve seen, 
and safety is a key aspect of the 
shop environment.” Some of the 
descriptions of the tour by attend-
ees include; inspiring, humbling, 
and overwhelming.

We have included some photos 
of the tour - luckily the weather 
also cooperated for some great 
golf and fishing outings with the 
group!  

About Lakeside Surfaces
Established in 1992, Lakeside 

Surfaces is one of the largest fab-
ricators of surfacing products in 
the Midwest. The company was 
founded by current President, Rob 
Riegler, who began as a certified 
Corian fabricator. By listening 
carefully to customers and busi-
ness partners, Lakeside has been 
able to steadily increase service 

area and fabrication capabili-
ties as the surfacing market has 
evolved.

Today, the company employs 
over 125 artisans in 5 loca-
tions whose focus on quality, 

craftsmanship, commitment to 
unparalleled customer service and 
daily pursuit of excellence are a 
cornerstone of the business.

The Artisan Group™ is the first 
premier network of stone & quartz 
fabricators in North America, 
being the first to earn 100% ac-
creditation through the Natural 
Stone Institute. Utilizing the most 
technically advanced, automated 
shops in the industry, highly 
skilled craftsmen ensure that 
each installation meets exacting 
standards. From classic to exotic, 
Artisan Group offers the most ex-
tensive array of stone and quartz 
choices in the industry and is ded-
icated to customer service. For 
more information, visit www.ar-
tisan-counters.com or facebook.
com/ArtisanGroupCountertops.

“Will My Stone Be OK Outside?”
A Lesson in the Durability of Stone

Sharon Koehler
Artistic Stone DesignWE show up to work every 

day in our cars and 
trucks. We sell, fabricate or install 
some sort of stone or quartz with 
our drills, CNCs, bridge saws, 
suction lifting systems, carts, and 
all the other tools we use to make 
the job easier. We have laser 
templates, Fastbacks and robots 
to measure and cut. We can dye 
stone, etch and sandblast stone 
or leather stone. We have all the 
technologies known to man, so 
we can pretty much manipulate 
the stone to be almost anything 
we want. Almost.

The question is, “What about 
before technology?” The world 
has so many natural stone mon-
uments created well before even 
the basics of modern technology 
were a glimmer on the horizon. 

Think about the Leaning Tower 
of Pisa in Italy. Made almost en-
tirely from marble, quartzite and 
limestone in a time when there 
was no modern tooling, CNCs or 
even electricity available. This 

stone wonder shows us that our 
ancestors were truly engineers, 
artists and craftsmen. Yes, it does 
lean, but that is a soil issue, not an 
engineering or construction faux 
pas. The tower weighs approxi-
mately 14,500 TONS (approxi-
mately the same weight as about 
828 Navy battleships or 2,400 el-
ephants) The soil at the site of the 
tower is very soft, and the weight 
of the tower compressed it and 
created the lean. It actually started 
to lean before it was completed. 

Construction started in 1173 
but was halted twice by war. One 
time construction was halted for 
100 years. The general theory is 
that if they had finished it all at 
one time the tower would have 
collapsed because the engineers 
would not have identified the 
lean until it was too late. Due to 
the construction delays the engi-
neers had the opportunity to make 
adjustments to the tower design, 

constructing it in almost a banana 
shape to offset the lean. In 1990 
the lean was identified as 5.5 de-
grees (almost 15 feet off center). 
The tower was then closed for just 
over 10 years to “straighten” it a 
bit. They succeeded in getting it 
back to a 4 degree lean. They also 
declared it stable for the next 300 
years.

The tower is 8 stories tall with 
a bell tower containing 7 bells. 
The circular tower stands be-
tween 186- and 187-1/4 feet tall. 
(Depending on which side you 
measure!)  It is made up almost 
entirely of beautiful white mar-
ble. Some local marble was used, 
but the majority of the marble 
came from other countries such 
as Turkey, Greece and Africa. 
Quartzite and limestone were 
also used in the construction as 
well. Limestone was used in the 
non-visible portions of the tower. 

Oddly enough, the choice of 
limestone for the inner structure 
is thought to be another reason 
that the tower has not collapsed, 
because the limestone is thought 
to be more flexible than the mar-
ble. Had it been 100 percent mar-
ble, the conjecture is that it would 

have collapsed a long time ago. 
This marble tower also contains 

207 columns, two twin spiral 
staircases with approximately 294 
to 296 steps each (again, depend-
ing on which side you are on). 
There are 15 marble arches on the 
first story, 30 arches each on the 
next 6 stories and 16 on the top 
bell tower portion. 

Had the construction not been 
halted multiple times by war, it is 
thought it would have taken about 
185 years to complete instead of 
the 344 years it actually took. 

800 years later, hampered by 
soft soil and war and with a little 
help from modern man, the tower 
still stands. Is it a testament to 
the ancient architects, engineers, 

laborers, stone masons and carv-
ers? Sure it is. People come from 
the world over to see it, study it 
or just take in its 800-year-old 
history.

It is also a monument that shows 
the mesmerizing beauty, flexibil-
ity and durability of natural stone. 
So, the next time a customer asks 
you if it’s OK to use natural stone 
for an outdoor kitchen or they 
want to know how durable natural 
stone is, just tell them the story of 
the Leaning Tower of Pisa. That 
should do it. 

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

Almost everyone has heard of the Leaning Tower, but few 
understand its significance to building with natural stone.

http://www.artisan-counters.com
http://www.artisan-counters.com
http://facebook.com/ArtisanGroupCountertops
http://facebook.com/ArtisanGroupCountertops
mailto:Sharon%40asdrva.rocks?subject=Your%20Slippery%20Rock%20article
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Transformations
Continued from page 8

For this article, Phenix Marble 
chose to display a transformation 
that blended both of Phenix’s 
trademark cuts of Fleuri and 
Napoleon. Fleuri is the cross-cut, 
and less common variation of the 
two, but is also the cut known to 
reveal fossils. Napoleon is a vein 
cut, and reveals a distinctive dark 
veining that beautifully compli-
ments its counterpart Fleuri. 

And that is exactly what one cus-
tomer chose to do when changing 
their old laminate kitchen top to a 
2-inch-thick Napoleon island and 
a 4cm Fleuri perimeter – both with 
a chiseled edge. Upgrading from a 
top mount sink to a custom-built 

farm sink that features brachio-
pods (pre-historic clams) on the 
front waterfall ledge, it was hand 
chiseled to expose the fossils in 
3D fashion. This home upgrade 
would do Phenix Marble justice as 
a showroom display, but instead 
belongs to one lucky customer 
in a new and vastly transformed 
kitchen. 

From a stone shop perspec-
tive, besides new construction 
and commercial work, custom-
ers looking to make an upgrade 
in their home can be reward-
ing work that also helps keeps 
the doors open. Oftentimes, the 
choice in the color of the stone or 
all the small details and edgework 
— especially in a dream home 
— is a major decision and can be 
compared to purchasing a new 
car. When a customer chooses 
one shop over all the competition 
(and there can be many to choose 
from), the chosen shop has been 
paid a high complement, and it 
should be their main goal to leave 
the customer smiling about their 
home transformation, just like 
these customers did. 

The front of this new custom 
farm sink features numerous 
brachiopod fossils. The apron 
was hand chiseled to expose the 
fossils in 3D – making this trans-
formation truly a one-of-a-kind 
kitchen.
Below, right: a bare canvas before 
the complete transformation.

This kitchen transformation involved a com-
plete tear-out, replacing Formica tops with 
a Fleuri-cut Phenix limestone perimeter and 
Napoleon cut limestone backsplash, giving this 
transformation a unique, completely new look.

Bath and vanity transforma-
tion can be done on a budget: 
this DIY project replaced a 
cultured marble vanity top 
with real marble (3cm Ara-
bescus White) from a rem-
nant stack, with a vessel sink, 
dresser and pony wall for a 
completely new look.

Arabescus Vanity Transformation photos (2)  Courtesy of Melissa Howard

Phenix – Green Residence Transformation 
before and after photos (6)- Courtesy of 
Freddie Flores

Continued from page 11

Coldspring®

Since 1898, Coldspring has 
served the architectural, memo-
rial, residential and industrial 
markets with all types of natu-
ral stone, bronze, and industrial 
and diamond-tooling products.  
With headquarters, a primary 
manufacturing facility and 
bronze foundry in Cold Spring, 
Minnesota, the company has 
over 700 employees at opera-
tions across the country, includ-
ing 30 quarries and multiple 
fabrication facilities.

In 2016, the company’s 
headquarters, primary man-
ufacturing operations and 
three Minnesota-based quar-
ries received ANSI/NSC 
373 Sustainable Production 
of Natural Dimension Stone 
certification. In 2018 their 
South Dakota based quarry 
achieved certification as well. 
Coldspring’s in-house services 
and support such as drafting, 
design, BIM, and project and 
construction management con-
tribute to creating unique cus-
tomer solutions.

To learn more about 
Coldspring, visit www.cold 
springusa.com.

http://www.coldspringusa.com
http://www.coldspringusa.com
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MY ol’ buddy Wilbur 
stopped me on the 

street a few days ago and, know-
ing I sometimes speak the mother 
tongue of Southern Appalachia, 
posed several questions:

“What constitutes a ‘mess’ of 
anything? How much is a ‘mess’? 
Is ‘mess’ a noun? A verb? An 
adjective? Is ‘mess’ something 
you’d wear to church? Do you 
make a ‘mess’ if you eat a ‘mess’ 
sloppily?”

This all started, Wilbur ex-
plained, when he purchased a 
mess of green beans at the farm-
er’s market. He shared some of 
his bounty with a neighborhood 
newcomer from foreign lands 
(north of Union County), who 
wanted to know the specifics of 
the word “mess.” He’d been hear-
ing it spoken in many forms and 
was confused. The new neighbor 
went on to say he was so swept 
up in deep thought about the prob-
lem he didn’t watch where he was 

Sam Venable 
Department of Irony

Our Language is 
Nothing to Mess With

walking and stepped in fresh dog 
doo, which messed up his good 
shoes something awful.

Typically, this is something I 
wouldn’t mess with.

But the more I thought about it, 
the more I realized “mess” is one 
of those Southern Appalachian 
words that (a) flows off the 
tongue smooth as honey, (b) cov-
ers a wide variety of sins, and (c) 
defies quantitative analysis.

In other words, “mess” can 
mean anything you want it to 
mean.

The “mess” of fish you gave to 
your cousin can be as few as five 
small bluegills or an eighteen-foot 
johnboat filled to the gunnels with 
four-pound catfish. It all depends 
on whether he needed enough to 
feed himself or supply the main 
ingredient for his Optimist club’s 
annual cookout.

fried foods until a few pounds 
evaporate from your waist.

Nobody asks for an explanation. 
Everybody comprehends. Simple 
as that.

“Mess” shares much in common 
with “passel,” “tad,” “smidgen,” 
“right smart of,” “nigh ’bout,” 
“fair to middlin’” and other in-
exact—yet perfectly logical and 
easily understood—figures of 
Southern Appalachian speech.

Frankly, I wish people in other 
parts of the country would use 

What’s more, it doesn’t mat-
ter if your cousin is rich or poor, 
Republican or Democrat, com-
pletely lucid or nutty as a pecan 
tree, funny or stoic, friendly or 
grouchy, etc. Whatever the case, 
it is permissible to describe him 
as a “mess.” (Which can be pro-
nounced “MAY-yess” for posi-
tive or negative emphasis.)

Additionally, it is OK to decline 
Cuz’s kind offer to attend his 
club’s cookout because the doctor 
said you shouldn’t “mess” with 

words like ours when they speak. 
Presidential candidates, for in-
stance. I have listened to many 
presidential debates. The only 
thing I ever learn is that hot air is 
a great source of energy.

Both sides sling ridiculous 
numbers, sizzling accusations, 
and bold declarations like they’re 
working the chow line on corned 
beef hash day. As soon as they 
hush, fact-checkers swing into 
action, proving the just-spoken 
ridiculous numbers, sizzling 
accusations, and bold declara-
tions have less substance than 
pocket lint. So why worry about 
precision?

The first candidate who ac-
knowledges we have a “mess” of 
debt on our hands, solvable only 
by a “right smart of changes” in 
the tax code and an end to a “pas-
sel” of wasteful spending gets my 
vote.

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.

Power Tilter 
Vacuum Lifter
(PT1010TAIR)

Hand-Held 
Vacuum Cups 

for Stone Handling

Economical 
Vacuum Pads with 

Replaceable Sealing Rings

From the stone yard 
to final installation, 

stone handling is more 
efficient and less 

dangerous with WPG® 

equipment. 

Better! Faster! Cheaper! 
braxton-bragg.com
Proud to be an Authorized

WPG Distributor

Margraf Installs New Resin 
Coating Line at Chiampo Facility 

Due to the growing 
demand in inter-
national markets 

for superior Italian marble, 
Margraf has boosted the 
production capacity in its 
Chiampo facility (near 
Vicenza) and invested in a 
new robotic resin coating 
unit for slabs (which 
enhances the quality of 
the materials by improv-
ing their durability and 
flexibility). 

Simec produced the fully- 
automated resining unit. It 
can be used to coat materi-
als on both sides, and fea-
tures no fewer than three 
drying and catalysis ovens, 
automatic resin distribution 
and spraying systems, a re-
inforcement mesh roller and 
a tray return system. 

At the heart of the unit are 
three ovens, which guar-
antee high productivity 
and keep the quality of the 

output high in all weather 
conditions, while also re-
ducing energy use.

The materials go through 
the ovens in a cyclical pro-
cess. Consequently, they 
can remain inside until the 
drying or catalysis process 
is completed without slow-
ing down the unit’s produc-
tion speed. 

Significant energy sav-
ings are made thanks to a 
combination of meticulous 
insulation solutions and an 
efficient circulation sys-
tem for the air, which is 
extracted and put back into 
the ovens.

The robotic resin coating system produced by Simak 
can treat process multiple slabs at one time with an 
automated resin spraying and oven curing system.

Please turn to page 21

mailto:sam.venable%40outlook.com?subject=On%20Language%20and%20Messes-%20Slippery%20rock
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800-575-4401www.braxton-bragg.com

STARTING
LESS THAN

$120/MO

with our  

easy financing

Formidable. Powerful. Trustworthy.

NOW!NOW!IN STOCK

V A C U U M  L I F T E R S

Easily mountable and has 
friendly-to-operate features 
designed for natural stone 

fabricators in a shop.

Call 1-800-575-4401 
for Equipment Financing  

Options and Pricing

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

12 out of the last 14 Fabricators  
of the Year use our system

User-friendly software requires 
no CAD experience 

50+ hour battery life

Online & onsite training included

Overnight loaner program

Extendable warranty up to 9 years

Financing available

How long can you afford to be down?
With some companies, it could take several weeks 

to get your unit back from repair or replacement  
due to damage. This can result in thousands of 

dollars lost from not doing business.  
Are you willing to take that risk?

LPI will OVERNIGHT a loaner  
so you are never without a unit  

during repair or replacement. 

You’re family with LPI.

Go Digital.

Visit us at TISE
 Booth 3745
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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
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Blades and Core Bits

Viper 7-Step 
Granite Diamond 

Wet Polishing Pads

Viper 3-Step Dry 
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Quartz Diamond 
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Surfaces

™

Viper Porcelain
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Viper Marble Side Cut

Visit us at TISE Booth 3745
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Know Your Minerals - Part Three
A Handy Guide to the Ingredients of Your Favorite Natural Stone

IN our last installment of 
Know Your Minerals, we 

will look at some of the less glam-
orous minerals that can be seen in 
the slabyard. As you may recall, 
you can only see individual min-
erals in coarse-grained stones.

Amphibole
Black flecks in an otherwise 

light granite are either amphi-
bole or black mica. Amphibole 
and black mica are also the duo 
that makes up the dark stripes in 
gneiss. (The light stripes are feld-
spar and quartz.) Amphibole is 
also called hornblende. 

Identifying features: 
•Amphibole is an even, jet 

black.
•It tends to form crystals that are 

skinny rectangles, but sometimes 
it also has an irregular, blocky-ish 
shape.

•You can tell the difference 
between mica and amphibole by 
shape. Mica = thin flakes, and 
amphibole = thin rectangles. It’s 
subtle, but different enough to be 
a reliable way to tell these miner-
als apart.

•When in doubt, look at the edge 
of the slab to determine the crystal 
shape. 

Properties:
Amphibole has a hardness 

between 5 and 6, which is similar 
to or slightly harder than glass. It 
takes a polish well, and does not 
need any special care. In most 
stones it’s a minor ingredient.

Examples: Amphibole is usually 
a minor ingredient in slabs, but it 
makes a spectacular appearance 
in Crowsfoot Schist, Montana 
Brown, and Alaska White. Stones 
like Barcelona, Roca Montana, 
and Bianco Antico have more 
subtle crystals of amphibole.

Superpower: Eases headaches; 
but also may cause cravings for 
salty things or Chinese food.

Calcite
This humble mineral expresses 

itself in so many wonderful ways. 
Calcite is the main ingredient in 
marble, limestone, travertine, and 
onyx. 

Color:  Calcite is almost always 
white or nearly white, and it can 
have tones of other colors like 

cream, apricot, light brown, light 
green, light grey, or light pink.

Identifying features: 
• Calcite can look a bit like 

quartz (hence the perpetual confu-
sion between marble and quartz-
ite), but it has a few differences.

• Calcite has a satin luster, 
while quartz looks glassy and is 
more translucent. 

• Calcite forms crystals with flat 
surfaces, and also breaks along 
flat planes. So when light reflects 
off calcite, you see glints of light 
from flat surfaces (see photo).

• When in doubt, go by the 
properties rather than the looks. 

• Calcite is easily dissolved 
in groundwater and it often fills 
in cracks in rocks. Bright white 
stripes in dark colored limestone 
or marble are veins of calcite.

•Just to make things more con-
fusing, quartz can also make light 
colored veins in a stone. A quick 
hardness test with a pocketknife 
will reliably tell you which is 
which.

Karin Kirk 
usenaturalstone.com

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

Amphibole showing off its characteristic black rectangles. 
The white is feldspar, and the copper color is quartz. The 
small flecks of black just above the left side of the pencil 
are black mica. This stone is called Sedna.

Please turn to page 30

Left: Amphibole crystals 
are the dark brown or black 
rectangles. The clear, grey, 
glassy vein is quartz. There 
are also white feldspar crys-
tals throughout this slab, 
and some garnets near the 
bottom of the photo. This is 
Montana Brown.

Above: Don’t ask me to 
explain how this piece of 
amphibole got this inter-
esting shape. But it sure 
is cool! The slab is Alaska 
White.
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Slate is Great to Combat Minnesota Climate
CupaClad chosen for a new building in the historic district of Fort Snelling

Spread across 300 acres 
in St. Paul, Minnesota, 
Fort Snelling is steeped 

in history and aura. Originally 
built as Fort Saint Anthony in 
the 1820s, the structure resides 
on Native America land (Dakota 
homeland), strategically situated 
at the confluence of the Minnesota 
and Mississippi rivers. Today, the 
Minnesota Historical Society runs 
the fort, which is located atop a 
bluff along the Mississippi River.

Named a “Natural Treasure” 
by the National Trust for Historic 
Preservation, Fort Snelling and 
the surrounding area are a sight 
to behold. That’s why when the 
Northern Star Council for the 
Boy Scouts of America, which 
serves communities across cen-
tral Minnesota and western 
Wisconsin, sought to expand its 
headquarters there, nothing but 
the best was considered for the 
undertaking.

 The $17 million expansion 
included the addition of the 
Peter J. King Family Foundation 
Leadership Center. The new 
building features an atrium/wel-
come area; expanded retail shop; 
interactive technology room for 
kids; several meeting rooms; a 
climbing tower; and a team-fo-
cused high ropes challenge 
course. The Council also moved 
its two offices in St. Paul and 
Golden Valley into the Center.

The design and construction 
team was the concerted effort of 
Cuningham Group Architecture 
Inc., Mortenson Construction and 
the Vermont Slate Co.. As they 
set out to make Council’s vision 
a reality, there was much ground-
work work to do. For starters, 
they had to be sensitive to what 
materials were used in the process 
because the project sat within an 
historic district, thereby limiting 
what would be consistent with the 
building context.

In addition, because Minnesota 
is known for its extreme cli-
mate, they needed a wall system 
and cladding that was able to 
withstand the large temperature 
swings.

“They wanted the environmen-
tal benefits and efficiency of a 
ventilated rains screen, the look 
of a natural product, the 100-plus 

year durability of natural slate 
with virtually no maintenance 
and a price that was competitive 
with other rainscreen systems,” 
says Ken Rule, owner of Vermont 
Slate, which has been distribut-
ing CupaClad on a national basis 
since 2016.

The design and construction 
team settled on CupaClad 101 
Logic material, a natural slate that 
helped reflect the values of BSA 
because of its natural properties, 
longevity and aesthetic qualities.

Natural slate also had historical 
value as an able-bodied roofing 
and cladding material. For hun-
dreds of years, slate roofing has 
been used on castles, cathedrals 
and homes. Revered as being a 
durable and long lasting material, 
the material is capable of with-
standing shock from hail, acid 
rain, and even hurricane-force 
winds without breaking. On av-
erage, a quality slate roof has an 
expected lifespan of more than 
100 years. As an added bonus, 
the minimal processing of natu-
ral slate makes it one of the most 
environmentally-friendly building 
materials on the market.

“The slate contributed to the 
overall aesthetic with its mod-
ern metallic luster, and yet mod-
est-compliment to the historic 
1913 Calvary building that sits 
adjacent to the BSA Leadership 
Center,” says Chad J. Clow, AIA 
NCARB, principal at Cuningham 
Group Architecture. “The wall 
system concept and slate exterior 
detailing provided the perfor-
mance that we required.”

And along with its aesthetic 
capabilities, the material is 
lauded for its sustainability. “The 
CupaClad will last well over 100 
years in the worst climates in the 
world, hot or cold,” Rule says. 
“Plus, it will look practically the 
same as it looks the day is goes 
on without any kind of painting or 
sealing.”

Slate rates...
As stewards of the Northern Star 

Council, the project team also was 
diligent in identifying cost-effec-
tive solutions while maintaining 
the design integrity. That’s why 
early in the planning stages, the 
project team locked down slate as 
the wall cladding system.

“CupaClad was an ideal choice 
for the project, as it achieved the 
designer’s aesthetic intent; as a 
pre-engineered rainscreen sys-
tem,” says David Wood, project 
manager for the Minneapolis 
Operating Group at Mortenson. 
“It also met the functional re-
quirements in a commercial 
application such as this. It was 
also an incredibly cost-effective 
option relative to other cladding 
systems.”

In addition, the project team im-
plemented a rain-screen cladding 
concept—a kind of double-wall 
construction that utilizes a sur-
face to help keep the rain out and 
an inner layer to offer thermal 
insulation, prevent excessive air 
leakage and carry wind loading. 
The surface or slate in the exam-
ple breathes just like a skin as the 
inner layer reduces energy losses.

The Center, named in honor 
of the King foundation’s $4 mil-
lion gift in Northern Star’s capi-
tal campaign, opened in summer 
2018, helping usher in a renewed 
commitment to the positive in-
fluence the Council makes in the 
lives of the 25-plus communities 
it serves.

“The project was a ground 
breaker for CupaClad in the 
United States,” Rule says. 
“Unlike in Europe, where natural 
slate rainscreens are becoming 
well known and desired, every 
job is critical in introducing this 
new concept to America. Nobody 
wants to be the crash test dummy, 
but everyone associated with the 
project is happy. To complete an 
important high profile project like 
this one with a new product and 
walk away with everyone smiling 
is a testament to their vision.”

Visit cupapizarras.com/usa for 
more information on CupaClad ®.

http://cupapizarras.com/usa
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The Alpha® Air polisher 
set a standard as the 
pneumatic polisher with 

a center water feed many years 
ago and changed how stone fab-
ricators polish the edges of hard 
surfaces. Since then, competitors 
have copied the design in various 
ways, which just emphasizes the 
high Alpha® standard.

newly-developed motor with a 
five hybrid composite vane design 
that outputs more power and lasts 
longer than their predecessor. 

The polishers come with new  
design splash guard which blocks 
the splash while providing better 
visibility. 

The end case was also re-de-
signed to improve the water 
and air control operation, and 
minimize the risk of breakage. 
In addition, Alpha® added a sil-
icon boot for the gear head, and 
water quick coupler with shut off 
valve, for the user’s comfort and 
convenience. 

Alpha® Introduces AIR-830 and 
AIR-850 Pneumatic Polishers 

Announces Updates to an Industry Favorite Polisher

Alpha® polishers al-
ways come with an en-
hanced spindle shaft and 
full size wrenches for 
easy tool removal. The 
all-weather air and water 
hoses are 15 feet long 
and rated for -40°F or 
+140°F. 

The AIR-830 has a 
maximum no-load RPM 
of 4,400 and the AIR-
850 has a maximum no-
load RPM of 5,500. 

Alpha® is proud to 
show off these new tools 
as it wasn’t easy to make 
best polisher better! 

Visit www.alpha-tools.com 
for product specific information 
and videos, or contact Alpha® at 
800-648-7229.

Alpha Professional Tools® was 
founded in 1986 and has be-
come a leading manufacturer of 
quality tools for professionals 
in the natural/engineered stone, 
porcelain, ceramic, glass, con-
struction, marine and automo-
tive industries. Alpha® provides 

Introducing the latest 
Alpha®: the AIR-830 
and AIR-850 Pneumatic 
Polishers that will make 
the polishing operation 
easier than ever. Now 
Alpha® offers two mod-
els with different max-
imum RPM to cover all 
fabricators who want 
to create the best polish 
and/or want to improve 
their productivities and 
efficiencies. 

B o t h  p o l i s h e r s 
are equipped with a 

the highest quality products for 
cutting, drilling, shaping and 
polishing all types of materials. 
In addition to providing some of 
the best products in the industry, 
Alpha Professional Tools® offers a 
variety of services to support their 
products.

Visit www.slipperyrockgazette.net 
for the September 2018 Alpha®  arti-
cle featuring founder and President 
Nao Takahashi and Marketing 
Manager Mindy Wessel.

http://www.alpha-tools.com
http://www.slipperyrockgazette.net
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Continued from page 5

Rollout of Hot 
Sauce Software 

System

“The countertop industry can be 
difficult, and many fabricators are 
excellent at producing countertops 
but sometimes struggle with sales, 
marketing and improving prof-
its,” explains Gran. “Our goal at 
ICG is to provide simple solutions 
that provide instant returns for our 
Customers. SSG has an experience 
knowledge base of our industry 
and combines that with strategic 
thinking and best practices. We 
know how powerful the Hot Sauce 
software is and the immediate im-
pact it makes on a company’s bot-
tom line, and SSG will help get the 
word out to the entire fabrication 
network.” 

For more information about 
Stone Services Group, visit stone 
servicesgroup.com or call 815-
210-1006. For more information 
about Hot Sauce, visit www.hot 
sauceyourtops.com or call SSG at 
815-210-1006. 

Founded in 2019, Stone Services 
Group is a fabricator-focused 
firm offering growth, placement, 
scheduling and technology ser-
vices to the countertop industry 
by utilizing more than 50 years of 
expertise across many key areas of 
a shop. The company is anchored 
by Rich Katzmann, who, in ad-
dition to formerly running Laser 
Products, has been CEO of the 
nation’s largest templating and 
training firm. Katzmann is an ac-
tive member of Women in Stone, 
and he is a Director of Natural 
Stone Institute’s Natural Stone 
Foundation. Katzmann is joined 
by stone professionals who have 
worked for all-sized fabricators 
throughout the country. 

Ignite Consulting Group was 
founded by Geoffrey Gran and 
Bill Heuer, who also own one of 
the largest countertop manufac-
turing companies in the Midwest. 
Gran and Heuer, both classically 
trained in corporate sales and mar-
keting, have been deeply involved 
in this industry since they opened 
their company in 2005. They are 
active members of the Rockheads 
Group, the Artisan Group, the 
International Surface Fabricators 
Alliance, the Stone Fabricators 
Alliance and the Natural Stone 
Institute (accredited member).

The substantial investment in 
this new production unit has un-
derlined Margraf’s status as a 
cutting-edge company that can 
respond promptly and effectively, 
and also offer the market beau-
tiful, high-quality solutions for 
prestigious projects.

Margraf’s story (formerly 
Industria Marmi Vicentini) started 

in Chiampo, Italy (a province of 
Vicenza) in 1906. Since its begin-
ning, the company has devoted 
itself to accurate research work 
and developing new technologies, 
working in close collaboration 
with famous international archi-
tects, producing a full range of 
marble products from finished, 
polished slabs to tiny tiles.

For more information on their 
projects and materials, please visit 
www.margraf.it .

Margraf
Continued from page 15

http://stoneservicesgroup.com
http://stoneservicesgroup.com
http://www.hotsauceyourtops.com
http://www.hotsauceyourtops.com
http://www.margraf.it
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ISFA Awards

The company has led the charge 
for sustainable materials, and 
is are true champion for the 
environment. 

Under the leadership of Jessica 
McNaughton, Caragreen has ac-
tively engaged in, and been an 
advocate for ISFA. 

In 2019, Caragreen hosted a 
Roundtable event in Raleigh, 
North Carolina, and introduced 
several new members to the 
association.

Rodrigo Velazquez receives the Innovator of the Year 
Award, with ISFA President Augie Chavez (left) and ISFA 

Executive Director Amy Miller (right). 

The 2019 Envision Award presented to WilsonArt, by 
ISFA President Augie Chavez (left) and ISFA Executive 

Director Amy Miller (second from right). 

through its commitment to con-
tinuous improvement and its em-
brace of best practices across all 
products and surfaces. In a unique 
move, the company brought to-
gether various ISFA members 
to create beautiful solid surface 
installations in 460 rooms in a 
Playa Mujeres hotel in Cancun. 
INDEKO has established itself 
among the best fabricators in the 
world through professionalism, 
excellence in fabrication and eth-
ical business practices. 

The Envision Award is given 
to the manufacturer member 

The Innovator Award is given 
to the member firm or individual 
who goes outside the box to cre-
ate a product or system that en-
hances the life or elevates the role 
of the surface fabricator.

The 2018 Winner is INDEKO, 
founded by Rodrigo Velazquez 
as the first surface company in 
Mexico. INDEKO has acceler-
ated the standards for its peers 

that excels in creating some-
thing imaginative and special 
for the surfacing industry. The 
2018 winner is Wilsonart for its 
new THINSCAPE Performance 
Tops, which are unlike any-
thing in the marketplace. With 
a sleek, ½-inch-thick profile, 
THINSCAPE Performance 
Tops are suitable for horizon-
tal residential or commercial 

Continued from page 9

Thomas Brick Appointed to 
 Distribute Cupaclad®

CupaClad® has announced 
that The Thomas Brick 
Company, North-East 

Ohio-based distributor of brick, 
natural stones, tile and metal 
facades, has been selected to dis-
tribute its world-leading natural 
slate rainscreen cladding system. 
Sustainable, efficient, modern… 
and wildly successful through-
out Europe, CupaClad® recently 
entered the North American mar-
ketplace. Thomas Brick will be 
responsible for covering the North 
Eastern Ohio Region. 

According to Kevin Perciak, 
who handles architectural sales 
at Thomas Brick, “We’ve been 
in business for 86 years… and, 
work very closely with the ar-
chitectural & design community. 
Clearly, there has been a demand 
for newer façade solutions, es-
pecially for rainscreens, as the 

industry continues to change. 
The CupaClad® System has ar-
rived in America at the right time. 
Because it’s composed of true 
natural slate, it requires little or 
no maintenance whatsoever. And, 
once updated on it, specifiers find 
it’s very easy to install and also, 
offers a number of strong design 
options. We’re proud to be part-
nering with such an excellent 
company.”

CupaClad® materials are pains-
takingly chosen from 16 quarries 
of the firm’s parent company, 
Cupa Pizarras, the world leader 
in natural slate. The most exact-
ing quality control program en-
sures that CupaClad® technical 
properties will ensure exceptional 
façade performance in any loca-
tion of the world. 

“The CupaClad® System has al-
ready been specified for the first 
multi-family residential LEED 
silver certified development on 
Cleveland’s west side, which is 
under construction now,” added 
Perciak.   

See page 19 for a case study 
on a CupaClad® project in 
Minnesota. Visit cupapizarras.
com/usa for more projects featur-
ing CupaClad ®.                

applications. The material is 
easy to work with, and fabricates 
with dry tools. Manufactured in 
the United States, THINSCAPE 
Performance Tops are easy to 
clean and also impact-, scratch- 
and moisture-resistant. They 
are UL GREENGUARD Gold 
Certified for indoor air quality.  

The International Surface 
Fabricators Association (ISFA) is 
a not-for-profit trade association 
dedicated to helping its members 
become more profitable through 
education, fostering professional-
ism and promoting the countertop 
industry. For more information 
contact Executive Director Amy 
Miller at 888-599-ISFA or 
amym@isfanow.org.

© MARK ANDERSON. www.andertoons.com

“You should see someone about that.”

Nothing in life is to be 
feared, it is only to be 
u nderstood. Now is 
the time to understand 
more, so that we may fear 
less.   – Marie Curie

http://cupapizarras.com/usa
http://cupapizarras.com/usa
mailto:amym%40isfanow.org?subject=Seeking%20ISFA%20Info
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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.

There is no doubt that the 
electric angle grinder is 
the most popular portable 

power tool in stone fabrication. 
It is normal to see such grinders 
being used in almost all stone fab-
rication shops, whether creating 
dust or blowing dust into a vacuum 
system.

Introducing the Alpha® PSC-
600 — a newly developed, 
high-performance wet pneumatic 
stone cutter that will set a new 
“normal” in stone fabrication 
shops. It is common knowledge 
that electric power tools don’t last 
very long due to the stone dust or 
the water splash which damages 
them easily. This is why most of 
the polishers nowadays are pneu-
matic-driven polishers. The PSC-
600 comes with a very unique 
center water-feed system to de-
liver ample water on the both sides 
of the diamond blade, which will 
keep the dust down on the floor 
and also enhance the performance 
and life of the diamond blade. 

In addition, Alpha® made the 
end case with a composite mate-
rial to prevent freezing, which is 
a common issue for hands, by the 
rear exhaust system, in consider-
ation of operator comfort. 

The Alpha® PSC-600 is smaller 
and lighter than electric angle 
grinders and offers better maneu-
verability along with all the safety 
features. This turn-key operation 
stone cutter comes with 15 foot 
all–weather hoses and a conve-
nient water quick coupler with 
shut off valve. 

Although the Alpha® PSC-600 
is primarily designed for stone 
cutting applications, Alpha® also 

provides the option to use as a 
grinding or sanding tool with a 
7/8-inch arbor. 

For grinding applications, a sec-
ond inner flange is included as a 
standard accessory. This second 
inner flange will direct the water 
to come out of the water channels 
on the outer flange, which opti-
mizes the water distribution nec-
essary for heavy material removal. 

For product specific information 
and videos visit the website www.
alpha-tools.com or contact them 
at 800-648-7229, or their distrib-
utor Braxton-Bragg at 800-575-
4401, www.braxton-bragg.com.

Alpha® Introduces the PSC-600 
Wet Pneumatic Stone Cutter

The new center 
water-feed Alpha® 

Stone Cutter is 
lighter than an 
electric grinder 
and can be used 
for cutting and 
grinding applica-
tions. 

What’s in My Granite?
Over the past three issues of 

the Slippery Rock, geologist 
Karin Kirk has presented a sim-
plified guide to identifying the 
most common minerals found 

in granite and other natural stone 
countertops. Can you identify the 
four common minerals shown 
below, tagged A, B, C and D? 

See page 30 for answers.

http://www.alpha-tools.com
http://www.alpha-tools.com
http://www.braxton-bragg.com
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Stone Restoration and 
Maintenance Corner

Chemistry 101 – Part 2

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

Happy New Year to all 
you Slippery Rock 

readers out there!

As restoration and main-
tenance professionals, we 
regularly deal with chem-
icals. It only makes sense 
that we should have some 
basic chemistry knowledge, 
and perhaps a little bit more.

So I sat down with a 
friend who also happens 
to be a bio-chemist with 
CoreChem. 

John Rippetoe is one of 
those people who is a nat-
ural-born teacher and 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. 

In Chemistry 101 Part 1, 
we covered the pH scale. 
In Part 2, we are going 
to cover other aspects of 
chemistry like densifiers, 
consolidators, impregna-
tors and sealers, safety, and 
other issues.

Densifiers  
Densifiers are typically 

used for concrete, terrazzo, 

surface, while preventing 
dusting. 

Lithium silicate reacts 
with the calcium hydroxide 
faster and better than both 
the sodium and potassium 
silicate materials, without 
generating any hazardous 
waste water due to scrub-
bing and removal. Lithium 
silicate densifiers are also 
easier to use – simply spray 
and massage into the sur-
face with a microfiber ap-
plicator, then allow to dry. 
There is no scrubbing or 
removal process.

Consolidators
Consolidators work simi-

larly to colloidal densifiers 
by strengthening the stone 
through a bonding process. 
Many consolidators use a 
silicic ethyl ester to form 
silicon dioxide, which is 

and even limestone. There 
are different types of liq-
uid silicate hardeners, but 
mainly the sodium, potas-
sium, and lithium densifi-
ers are the most common. 
There are also colloidal 
products on the market, 
which simply drive mate-
rials that harden into the 
surface.

All of these silicate den-
sifiers react with the cal-
cium hydroxide, which is 
a byproduct of cement hy-
dration (water migrating up 
through and evaporating 
from the cement). Calcium 
hydroxide is actually not 
very hard and when it re-
acts with carbon dioxide, it 
leaves behind a white pow-
der on the surface, a pro-
cess called dusting. When 
the densifier reacts with 
the calcium hydroxide, it 
forms calcium silicate hy-
drate or CSH. CSH is what 
gives concrete much of its 
strength and hardness at the 

a glass-like material, and 
very hard. This SiO2, which 
has very similar properties 
to the original stone, re-
places the lost cement of 
the stone due to weathering 
and moisture-related issues. 
These consolidators are 
very useful for deteriorating 
limestones and sandstones. 
Consolidators can also in-
corporate an impregnator/
sealer so that once the mate-
rial has been strengthened, 
it is also protected from 
liquid penetration and the 
elements.

Sealers
Speaking of protection 

from liquid penetration and 
the elements, let’s discuss 
the use of sealers, color en-
hancers, and true impregna-
tors. In my view, sealers are 
necessarily topical coatings, 

Sandstone with Majestic Low Odor Impregnator applied. 
The test liquid beading up is Southern sweet tea.

Limestone floor before applying color enhancer.
Limestone floor after applying color enhancer— 
what a color difference! Sandstone — half with color enhancer applied. 

which can be either wa-
ter-based or solvent-based. 
Sealers give the best protec-
tion against staining, etch-
ing, wear, and most other 
negative issues. However, 
they have their own nega-
tive issues, as well, such as a 
possibly significant change 
in the natural appearance of 
the material. Sealers most 
always take away from the 
natural beauty that stone 
and similar surfaces exude. 

They can make the sur-
face look plastic, which is 
exactly what takes place 
when it is applied. They 
can also discolor (turn yel-
low), trap moisture (cloud 
up), and show scuffing and 
wear. In my book, sealers 
are pretty much for tex-
tured stone only, and con-
crete and terrazzo. You see, 
concrete guard products 
would be classified as seal-
ers, too. Guard products, 
which are typically a high 
solids acrylic, can protect 
an acid stain on concrete, 
polished concrete, and pol-
ished terrazzo from acid 
etching and other chemical 
contaminants. This is why 
guards are used in grocery 
stores and other similar 
high-traffic commercial 
applications. 

Color Enhancers
Color enhancing prod-

ucts are basically a pene-
trating sealer, which is like 
a cross between a sealer 
and an impregnator. They 
don’t really leave a topi-
cal coating, per se, but do 
fill the pores with resinous 
materials. These resins are 

what help bring out or en-
hance the natural colors of 
the stone. Typically, color 
enhancing sealers are sol-
vent-based but there are 
a few water-based color 
enhancers around. Just re-
member that solvent-based 
products most always pene-
trate faster and deeper than 
water-based products. Color 
enhancers are really only 
for more porous materials 
with lots of surface area like 
textured slate, flamed gran-
ite, sandstone, and possibly 
a coarse-honed limestone, 
marble, or granite. 

So let’s say you want pro-
tection from liquid spills 
such as grease, oil and wa-
ter-borne contaminants, 
but you have a polished 
material, or don’t want any 
appearance change. Well, 
this is where a true im-
pregnator comes into play. 
Impregnators differ from 
sealers and color enhancers 
in that they use either a sol-
vent or water to carry their 
fluorinated copolymer into 
the pore structure of the 
material. Once deposited, 
the carrier evaporates. They 
offer little to no appearance 
change and allow the stone 
to transpire water vapor 
(breathe) all while protect-
ing the surface from liquid 
spills. They will not, how-
ever, give complete pro-
tection from acid etching 
on calcium-based materi-
als, even though they can 
help minimize the damage. 
Impregnators are the staple 
for protection on polished 
kitchen countertops.

Please turn to page 26
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Now available at braxton-bragg.com

Compelling 
Explanation

AN unnamed resident of the 
Wilson Lane apartments in 

Elkins, West Virginia, told police she 
left her home for a few minutes one 
October evening, returning a short 
time later to find a neighbor, Ronald 
L. Thorne Jr., 52, “standing in her 
apartment eating her lasagna from the 
refrigerator.” 

Thorne went on to tell her he “just 
wanted to talk and maybe more,” and 
then he returned to his own apart-
ment, carrying the lasagna and one of 
her forks, according to the police re-
port. The Inter-Mountain reports the 
woman also told Randolph County 
Sheriff’s officers that her home had 
been ransacked and a crisp, new $20 
bill was missing from her purse. 

When officers confronted Thorne, 
he told them he “had been sleepwalk-
ing and had woke up standing in his 
neighbor’s apartment,” the complaint 
stated. The officers also noticed a pan 
of lasagna on his table, and Thorne 
told them “she could have it back.” 

Thorne was arrested and charged 
with burglary; as he was being pro-
cessed, a crisp, new $20 bill was 
found in his wallet. Hmmm: coinci-
dence or clue?

Residents of the Oakland neighbor-
hood in Topeka, Kansas, called 

police just after midnight on Oct. 27 to 
report that someone was driving con-
struction equipment around the resi-
dential area. 

The Topeka Capital Journal reported 
that when officers arrived, they found 
46-year-old Shane Dee Funk behind 
the wheel of a loader, a piece of heavy 
equipment, driving it through yards 
and streets and damaging property. 
Police Capt. Colleen Stuart said Funk 
refused to stop for officers, and “nu-
merous residences in the loader’s path 
were evacuated for safety purposes.” 

When Funk turned the loader toward 
police, they fired nonlethal bean bag 
pellets at him to disable him. Funk was 
treated at a hospital, then booked into 
the Shawnee County Jail on charges 
of felony theft, criminal damage to 
property, aggravated assault to a law 
enforcement officer and fleeing or at-
tempting to elude law enforcement. 
DUI was not mentioned in his long list 
of transgressions.

Anger Issues
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The Slippery Rock Marketplace

Used by 11 out of 12  fabricators of the year

www.laserproductsus.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

 See the Hercules 
display at TISE 

Booth 3745

Call 800-575-4401 for Stone Shield

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

Stone Restoration and 
Maintenance Corner

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 
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. 

Impregnators can also be 
hydrophobic (water resis-
tant) or oliophobic (oil and 
grease resistant). If the im-
pregnator is oliophobic, it 
is also hydrophobic, but not 
the other way around.

So to sum up, many of the 
above referenced products 
are solvent-based or have 
a high level of VOCs (vol-
atile organic compounds). 
Solvents are becoming 
more and more restricted in 
their use and transportation. 
For example, in California, 
solvent-based impregna-
tors can only be shipped in 
containers of quart size or 
smaller. This could possibly 
increase your cost of doing 
business – just something to 
keep in mind.

  
Note: Every contractor 

should have, on hand and 
available for inspection, 
the proper new 16 section 
internationally standard-
ized SDS for each chemical 
product that is in inventory 
and/or used on every proj-
ect. It is the law. The proper 

Continued from page 24

Applying color enhancer to Tennessee Crab Orchard 
sandstone really brings out the beauty of this stone.

IN Boca Raton, Florida, 
a robber approached a 

Wells Fargo bank branch teller 
with a very specific request on 
one Monday in November, re-
ported station WPLG. 

Bucket List? Sandy Hawkins, 73, entered 
the bank that morning and told 
the teller, “This is a robbery. I 
have a weapon,” and put his 
hand in his waistband to indicate 
a gun, according to the Palm 
Beach County Sheriff’s Office 
arrest report. 

The teller started counting out 

$100 bills, eventually totaling 
$2,000, the affidavit said, but 
Hawkins explained that was 
too much money, and he only 
wanted $1,100. Authorities 
said the teller made the adjust-
ment, then slid the bills through 
the window to Hawkins, who 
left the bank. When detectives 

caught up with him the next 
day, he told them, “I will make 
this easy” and showed them a 
note he had written, which read, 
“Give me $1,100. Now, No 
Alarms, Hope to get caught.” 

He was booked into the Palm 
Beach County Jail on robbery 
charges.

Life’s most persistent 
and urgent question is, 

‘What are you doing 
for others?’ 

Martin Luther King, Jr. 

Viper ® Turbo Blades
Price + Performance = Our Best Seller!
Order a blade now and experience 
why this blade sells day after day to 
great fabricators around the country.

Call 1-800-575-4401 or Order Online

TISE Booth 3745  • www.braxton-bragg.com

http://www.laserproductsus.com
http://www.rockcreteusa.com
http://www.wehausa.com
http://www.rye-corp.com
https://stein.akemi.de/en/
https://www.braxton-bragg.com/stone-shield-vinyl-ester-adhesives.html
https://www.braxton-bragg.com/hercules-a-frame.html
https://www.grovesglassandstone.com
https://www.braxton-bragg.com/catalogsearch/result/?q=Diamut+cnc
http://www.noliftsystem.com
https://www.braxton-bragg.com/viper-turbo-quartizite-blades.html
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The Slippery Rock Classifieds
For Sale

Company Closing. 2002 6́ x12´ Flow IFB 
Waterjet. Has 3600 hrs. on it, selling for 
$46,500.00. 2002 Sawing Systems radial 
arm polisher model 5. Has 250 hrs on it, 
selling for $7,000.00. Miller Syncrowave 
250DX Tigrunner 310 amp ac/dc welder. 
Selling for $3,750.00. TimeSaver Mod-
el 1211-12-0 with a 24˝ Belt selling for 
$10,000.00. Equipment located in Jack-
sonville, FL. Marker Tile. Email: Marker-
tile@gmail.com.

_____________

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 inch tile 5. Tysman 
Gauger with twin heads 6. Twin Blade 
Conveyor saw 7. German-made polisher 
8. Air Compressor with new air motor.  
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 248-623-8500 or email for 
pictures Discountmarble@sbcglobal.net. 

___________ 
Wellcut 1200 Bridge Saw Monobloc. 
Wellcut 1200 mm blade monobloc 2018. 
Automatic cutting of slabs up to 450mm 
thick, with turn table. Could be setup in 
quarry in 30 minutes fully portable. Like 
New - $38,000.  Contact Martin, 303-478-
9293, 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 con-
dition 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@olive-
glassandmarble.com. 

___________ 
Fabrication Equipment For Immediate 
Sale. 2000 Flow Waterjet 6x12 $38,900. 
2001GMN Bridge Saw Euro 35A $26,900. 
Radial Arm Bed Polisher $5,000.00. 2001 
Park Pro Edge $19,900. 1997 GMN Bridge 
Saw Euro 35 with tilt table $28,900. 
All Items in working order in southern 
New Jersey, Dismantle and install can be 
arranged. Must sell by January 15th, 2020. 
Contact: Tad Stelmaszyk, 856-952-2874, 
tad@connectitit.com. 

___________

Cee-Jay Stone Splitter M-70, Trailer. 
2009 Stone Splitter M-70 Cee-Jay with 
very low hours. 25 hp Subaru engine, 
70 tons, process stone 32˝ wide x 11˝. 
DOT approved, $26,000. 2017 Italmec 
air box 4100 dust collector - like new, 
$8,500. Rockford hydraulic planer with 
over 150 carbide profiles, perfect machine 
to make limestone profiles- $28,000. 

Counter Top Fabrication / Kitchen & 
Bath Remodeling Company. Successful 
& reputable 30+ year business in Hawaii, 
long history of stability, managed growth 
and profitability, only .5% of annual sales 
needed to drive revenue stream. Complete 
stone & tile contractors providing cus-
tom-crafted natural and engineered stone 
work. 5,000 sq. ft. base yard located in 
central Maui (leased), 3 page asset list incl. 
Diamond Gantry Bridge Saw, 1 ton flatbed 
stake-side truck, 10,000# forklift, sand-
ers, polishers, compressors etc.. Training 
period provided, partial seller financing 
for qualified buyer. $345,000. Contact 
Mark Chesler, 808-936-3616,  Mark@
konabusinessbroker.com. 

 

All equipment is in very good condi-
tion. Contact Martin, martin@stone- 
concept.ca or call 403-478-9293. 

___________

Business Opportunities

How Many More Sales Do You Want 
This Month? Let’s partner up and grow 
your business. We have been helping gran-
ite fabricators since 2009 go from commer-
cial 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. 

Smack Dab in the Middle of Big Sky 
Country. Established stone quarry and 
stone fabrication business located in central 
Montana. Small town, but short drive to 
largest city. Strong local market in season 
and year-round truckload quantity sales 
to Western U.S. and Pacific Northwest. 
Uber used 17 semi-trailers of our stone 
for their $300M new office complex in 
SF last year. Includes 2/3 of a city block, 
new 2400 sq. ft. shop with radiant floor 
heat, house/office. Imagine not getting all 
your stuff ripped off when you forget to 
lock your shop or pickup? $880K - terms 
considered.  Phone: 406-323-2223, vacca.
stone@gmail.com. 

___________ 

Help Wanted

Installer Needed. We are looking for an 
experienced granite installer. Physically 
capable & knowledgeable of installing, 
lifting/loading/unloading and safely trans-
porting 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. 

___________ 

Ads not meeting guidelines will not 
be published. 
•To submit a print or online classified 
ad, use the online form at www.
slipperyrockgazette.net/listingform – 
you will be sent a confirmation email. 
Send other ad inquiries to publisher@
slipperyrockgazette.net.

•Maximum of 70 words or less per ad. 
All classified ads must be typed–No ads 
taken over the phone–No exceptions. 

•Please review all your ad info before 
submitting – The Slippery Rock is not 
responsible for ads submitted with the 
wrong contact info or content.

2020 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

February 2020 Friday, December 20, 2019

March 2020 Friday, January 24, 2020

April 2020 Friday, February 21, 2020

• 11 KW PUMP UPGRADE 

• 2.35” PER SECOND DESCENT  

• 5.35” PER SECOND RETRACT

• 242 TON SPLITTING FORCE 

• 51” MAXIMUM OPENING             

• 39.37” BLADE LENGTH

• 22.2” SPLITTING HEIGHT 

• TESTED and PRESSURES SET PRIOR TO SHIPPING

• IN STOCK @ $154,300.00 w/MP1000, BTS & BTS

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

MENHIR 220 
1000 X 600 

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

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

mailto:Markertile%40gmail.com?subject=SRG%20Classified
mailto:Markertile%40gmail.com?subject=SRG%20Classified
mailto:pete2019stone%40yahoo.com?subject=
mailto:Mijoroc%40optonline.net?subject=
mailto:Discountmarble%40sbcglobal.net?subject=
mailto:martin%40stone-concept.ca?subject=
mailto:bette%40oliveglassandmarble.com?subject=
mailto:bette%40oliveglassandmarble.com?subject=
mailto:tad%40connectitit.com?subject=
mailto:Mark%40konabusinessbroker.com?subject=
mailto:Mark%40konabusinessbroker.com?subject=
mailto:martin%40stone-%20concept.ca?subject=
mailto:martin%40stone-%20concept.ca?subject=
mailto:www.FireUps.com?subject=
mailto:vacca.stone%40gmail.com?subject=
mailto:vacca.stone%40gmail.com?subject=
mailto:mountainmarble%40myemc.net?subject=
http://www.apexequipmentinternational.com
http://www.rockcreteusa.com
http://www.stoneforensics.com
http://www.skmproducts.com
http://www.eurostonemarble.com
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Everything for the Stone Industry Spend $2000 or more and receive 
a FREE Weha Blizzard Air Polisher*

ALL MATERIAL HANDLING EQUIPMENT ALL MATERIAL HANDLING EQUIPMENT 10%10% OFF OFF
MSRPMSRP

*Offer good January 1, 2020 thru April 30, 2020. Free products while supplies last. Achilli products excluded from sale. 
Replacement parts and accessory also excluded from sale. You must spend at least $2000 (not including taxes or shipping) to 

qualify for free items.

Visit www.wehausa.com to see our complete line of Material Handling Equipment. 
Please visit your preferred Weha distributor to purchase.

Wheels sold
separately

Weha Hippo HD Bundle Rack 
190,080 lb Weigh Capacity

#137605
Reg. $2346

NOW $2111

Weha Heavy Duty Remnant Rack 
#134947

Reg. $378
NOW $340

Weha Yellow Granite and Stone
A Frame Storage Rack Set with 

Crossbar
 #137635

Reg. $270.69
NOW $244

Weha Yellow Single Sided
A Frame Storage Rack with 

Crossbar
 #139453

Reg. $236
NOW $212

Weha Granite Shop Cart
4 Swivel Wheels

 #139451
Reg. $212.50
NOW $191

Weha Granite Shop Cart
2 Swivel Wheels/ 2 Fixed Wheels 

#139452
Reg. $198

NOW $178

Weha V Cart Flip Cart
2000 Lb Capacity

#137206
Reg. $580

NOW $522

Weha Bison 5 Ft. Interlocking
Slab Storage Rack Set

#127435
Reg. $739.50
NOW $665

Weha Buffalo Bundle Slab 
Storage Rack

92,000 lb Weigh Capacity
#137328

Reg. $1479
NOW $1331

Weha Large 96” x 43” x 68”
Double Sided Transport Cart

#8010484
Reg. $1734

NOW $1561

Weha Small 78” x 43” x 58”
Double Sided Transport Cart

#8010480
Reg. $1377

NOW $1239

Weha Shorty 78” x 42” x 32”
Double Sided Transport Cart

#8010487
Reg. $1029.59
NOW $927

Weha Large 94” x 25” x 71” Large
Single Sided Transport Cart

#133321
Reg. $1395.36
NOW $1256

Weha 78” x 26” x 56”
Single Sided Transport Cart

#8010483
Reg. $1050.60

NOW $946

Weha 94” x  25” x 81” X-Large
Single Sided Transport Cart

#800002

Reg. $1433

NOW $1290
Weha A1500 5 Pad Vacuum Lifter

1500 lb Capacity
#138514

Reg. $6405.60

NOW $5765

Weha 84” x 28” x 40”
Wood Top Insert Stone Fabrication

 Table with Locking Posts
#143371

Reg. $785

NOW $707

Weha 84” x 27” x 40”
Wood Insert Fabrication

Work Table
#143370

Reg. $459

NOW $413
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Replacement parts and accessory also excluded from sale. You must spend at least $2000 (not including taxes or shipping) to 

qualify for free items.

Visit www.wehausa.com to see our complete line of Material Handling Equipment. 
Please visit your preferred Weha distributor to purchase.
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Weha Heavy Duty Remnant Rack 
#134947

Reg. $378
NOW $340

Weha Yellow Granite and Stone
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Reg. $270.69
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Weha Yellow Single Sided
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 #139453
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Weha Granite Shop Cart
4 Swivel Wheels
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#139452
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#137206
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92,000 lb Weigh Capacity
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Double Sided Transport Cart

#8010480
Reg. $1377

NOW $1239

Weha Shorty 78” x 42” x 32”
Double Sided Transport Cart

#8010487
Reg. $1029.59
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Weha Large 94” x 25” x 71” Large
Single Sided Transport Cart

#133321
Reg. $1395.36
NOW $1256

Weha 78” x 26” x 56”
Single Sided Transport Cart

#8010483
Reg. $1050.60

NOW $946

Weha 94” x  25” x 81” X-Large
Single Sided Transport Cart

#800002

Reg. $1433

NOW $1290
Weha A1500 5 Pad Vacuum Lifter

1500 lb Capacity
#138514

Reg. $6405.60

NOW $5765

Weha 84” x 28” x 40”
Wood Top Insert Stone Fabrication

 Table with Locking Posts
#143371

Reg. $785

NOW $707

Weha 84” x 27” x 40”
Wood Insert Fabrication

Work Table
#143370

Reg. $459

NOW $413
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© MARK ANDERSON. www.andertoons.com

“I’m not saying we stop demolishing buildings. 
I’m saying we also rebrand it as performance 

art. It could be a whole new market!”

Know Your Minerals – Part 3

Calcite fills in pore spaces 
in this limestone. On the 
edge of this slab is a small, 
crystal-lined pocket.

Calcite can look similar to quartz because it’s translucent, but quartz 
is glassy while calcite has a softer, satiny luster. But a quick hardness 
test will sort it out definitively. Below: a spectacular slab of onyx.

Calcite crystals reflect 
light off of their flat planes. 
Leathered Fantasy Brown.

Continued from page 18 

Properties:
The best way to tell calcite from 

quartz or feldspar is by its prop-
erties. Calcite has a Mohs hard-
ness of 3, which is harder than a 
fingernail but softer than glass. A 
sharp-tipped nail or pocketknife 
will leave a definitive scratch in 
calcite. Also, vinegar dripped 
onto calcite will often gently fizz.

These same properties apply to 

slabs and tiles. Stones made of 
calcite can be etched from acids, 
and can also be scratched by metal 
or ceramic kitchen implements. 

Examples:
All marbles and limestones are 

made of calcite. Some well-loved 
examples are Carrara, Danby, 
White Cherokee, and Colorado 
White marbles; or Belgian Blue, 
Fossil Black, Saint Pierre, or 
Emperador limestones. 

Superpower: Calcite makes 
it easier to keep world events in 
perspective and has been shown 
to reduce social media use. 

Dolomite
This is calcite’s cousin, and 

shares similar color and properties 
of calcite with a few exceptions. 
Compared to calcite, dolomite is 
slightly less susceptible to etching 
from acids, giving you some time 
to wipe up spills before the stone 
is affected. 

Identifying features: 
•Dolomite and calcite look 

alike and you can’t tell them apart 
visually. 

•The test for dolomite is called 
the ‘powdered rock acid test.’ 
Calcite will have a fizzing reac-
tion when in contact with diluted 
hydrochloric acid. Dolomite will 
not, unless the stone is powdered 
first. To do this test, use a nail 

Above: This is not natural stone – it’s a slab of 
engineered quartz. One of the clues to identifying 
manmade quartz, and the reason why we say it 
does not look “natural” is because the “crystals” 
are all blob-shaped and have the same luster as 
the rest of the surface. The recognizable rectan-
gles of feldspar and the glassiness of real quartz 
are absent.

or tip of a knife and scratch up 
an area of the stone. Leave the 
stone dust in place, and then put 
one drop of acid on it. If the stone 
is dolomite, it will have a weak, 
bubbling reaction. If it’s some 
other type of mineral altogether, 
like feldspar, there will be no re-
action at all. 

Properties:
Dolomite has a Mohs hardness 

of 3.5, which is slightly harder 
than calcite. Dolomite also etches 
more slowly than calcite, but it 
will still etch. 

Example: Super White is a 
well known dolomitic marble 
that is frequently mislabeled as 
quartzite.

Superpower: Proximity to 
dolomite strengthens teeth and 
makes dental visits less stressful.

Now, let’s see what you’ve 
learned. Turn to page 23 for a 
short test of your mineral saavy.  
Answers are below .

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 con-
tributor to usenaturalstone.com 
and the Slippery Rock Gazette. 
Contact her at karinkirk@
gmail.com .

Mineral Quiz, Page 23
A: Quartz   B: Feldspar 

C: Garnet   D: Amphibole

http://usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=
mailto:karinkirk%40gmail.com?subject=
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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.

Visit us at TISE Booth 3745
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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

Visit us at TISE Booth 3745

https://www.braxton-bragg.com/rye-corp-husky-bridge-saw.html

