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Born in Rome, Italy, in 
the late 1940s, Joseph 
Lubrano, like many of 

the children of that era, was born 
with an un-stoppable nature to 
succeed. You see, growing up 
in a post WW2 economy wasn’t 
the easiest thing to do. And to do 
well, people had to push them-
selves. Italy, as well as a slew of 
other European countries, was 
still rebuilding, and opportunities 
weren’t that plentiful. What was 
plentiful, however, was beautiful 
marble.   

   
Sculptures made with the same 

Statuary, Venatino and Carrara 
marbles that we as fabricators, 
carvers and masons build with 
today, were abundantly visible 
from the centuries of famous 
Renaissance and Baroque artists 
such as Michelangelo and Bernini. 
An economy hungry for revenue 
was now gearing up to produce 
quarried blocks for carving, fab-
rication and dimensional applica-
tions, and the chosen few of the 

post-war generation looking to 
make his or her mark in the world 
of art were now empowered. 

One of the chosen few was 
Joseph Lubrano, now President of 
European Marble Company, lo-
cated in Sarasota, Florida. “When 
I was eleven years old, I would go 
to school and then go to work,” 
recalled Lubrano. “In Italy, we 
had a school apprenticeship pro-
gram, and at that time I was an 
apprentice in the marble industry. 
I learned how to cut, polish and 
chisel stone, and carving became 
my forte. In Italy, every year on 
May first, there is a consolidation 
memorial, and for many months 
prior to this, I had been carving 
a lot of tombstones that included 
names, angels and crosses. That 
was while I was age thirteen to 
fourteen.” 
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An architectural sampler of dimensional stonework and paving includes a wood-fired pizza oven.
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Industr (Artistic Industry), where 
he learned architectural draw-
ing, sketching, and the sculpture 
of stone and wood. By the time 
he was 19 years old he had com-
pleted this phase of his education. 
He was now a master mechanic, 
and had all the skills he needed to 
come to America and succeed. 

“Coming to America was the 
best decision I ever made,” con-
tinued Lubrano. “But at the time, 
the type of work I had been doing 
in Italy was not the same type of 
work being done here. I had been 
doing staircases with sculpture, 
and also windowsills, but no sinks 
or countertops. When I came to 
Sarasota trends were beginning to 
change, but stone fabrication as we 
know it now really didn’t exist, so 
I mostly worked with tile, and cut 
stone. Then, in 1968, somebody 
asked if I could do a fireplace for 
their client. This was on Bird Key, 
and I showed the designer and ar-
chitect, Jim West, two samples of 
marble. One was White Carrara 
and the other was Travertine, and 
when he looked at them, he said to 
me, ‘What the heck is that?’ but he 
agreed to let me do the fireplace 
for $275.00. So I went to Miami, 
picked up the stone, finished it 
in my backyard and installed it, 
and that’s how European Marble 
Company got started.” 

One commission led to the next, 

and Lubrano was now going to 
Miami quite frequently to pick up 
slabs, bring them back to Sarasota 
and fabricate them, he explained. 
“What got me though those days 
was determination. I was very 
determined to succeed, and I be-
lieved in myself because I knew 
the industry and the business. I 
knew from doing sculpture that I 
could cut marble with a chisel and 
polish it by hand. And talk about 
hard working! I used to get up at 
3 a.m. and drive to Miami where 
I would cut my slabs, and return 
at 1 a.m. the next morning. Then, 
a few hours later, I would unload 
the truck and get to work shaping 
and polishing.” 

By 1971, Lubrano had rented 
a small space (where European 
Marble is still located), and began 
looking for a few people to hire 
and teach the trade. One was a 
very young Emir Joanides, who 
is still with the company 38 years 
later. All production at the time 
was coming from a track saw built 
by Gaspari Menotti, explained 
Lubrano. “We used this saw to cut 
everything, including miters. We 
would make one cut, and turn the 
slab to make another. 

“Everything else was then done 
by hand. Slabs were also unloaded 
by hand off of our truck using 
pipes to roll them onto A-frames.”

Sufficient Drive Will Take 
You Where You Want to Go
Over the next few years, 

Lubrano continued carving and 
finished his apprenticeship. 
Looking to continue honing his 
skills, he then attended a well-
known art school called Artisich 

European Marble Company: Providing  
Custom Fabrication Since 1968

European Marble’s 6,000 square foot showroom includes a com-
plete, functional wine bar, a wide selection of stone samples and 
many tasteful vignettes both inside and outside the showroom, 
including tile, paving and flooring.
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Fast-forward to the mid 1980s. 
Sales had grown, and the com-
pany now had a radial arm pol-
isher and a Terzago bridge saw 
on order to fill the demand. They 
were on their way to becom-
ing the area leader in high-end 
fabrication. 

Current Moving Parts  
European Marble Company 

presently has four buildings, sit-
uated on 80,000 square feet of 
property. The facility consists of 
an elaborate 6,000 square foot 
showroom, an 11,000 square foot 
warehouse, a 29,000 square foot 
slab yard, and a 12,000 square 
foot open but covered fabrication 
building.

Equipment consists of two 
Terzago bridge saws and a GMM 
bridge saw, a Terzago radial arm 
polisher, two Intermac CNC ma-
chines, and a Montresor profiler 
and polisher. For the safety of 
the company’s thirty-five em-
ployees, two dust collectors and 
a Fraccaroli and Balzan water 
treatment system are strategically 
placed. Custom layouts are an ev-
eryday occurrence and very nec-
essary, said Lubrano.

The company’s high- and mid-
end market extends mainly from 
Tampa to Naples, Florida, and 
northeast as far as Ocala, Florida. 
That said, European Marble has 
gone the extra mile (miles, actu-
ally) to fabricate and install for 
their clients who own second 

homes throughout the Northeast 
and Midwest. 

“We have a lot of competition, 
but 90 percent of our competition 
does not have the experience and 
scope of services that we offer,” 
continued Lubrano. “Working 
from a drawing, we can make 
furniture, sculpture, kitchen tops, 
and anything imaginable, while 
other shops just cut the tops, pol-
ish the edges and install it. This 
is the market we are facing here, 
today. 

“But the most critical thing 
is that it really brings the mar-
ket down. The market that I es-
tablished years ago was a good 
market, but because other people 
want to go into this type of busi-
ness, they may give a cheap price 
today, but won’t be in business 
tomorrow. We, however, still 
have the same clients that we had 
thirty-five years ago. We are still 
at the forefront of the high-end 
market in the Sarasota area, and 
the most prestigious designers 
are using us, because we have 
the expertise, we do a good job 

and we deliver service. We have 
never, never, never walked away 
from a job saying we won’t fin-
ish! We get it done, and we get 
it done professionally.  We know 
what we are doing, and we can 
perform at the right price. We ac-
commodate the clients, get them 
to trust us when they first walk in, 
and if they leave us and go down 
the road and that company cannot 
answer their questions, that client 
does not feel comfortable, and 
will often come back to us to meet 
their expectations. 

“Moreover, when Emir and I 
go to the jobsite of a perspective 
client, and they are explaining 
to us what they want, we sketch 
it out right then and there, and 
we’ve already sold the job, right 
then and there, because they are 
so excited! This scenario happens 
over and over again, and nobody 
in this area can match us in this 

way. Nobody! And this is one of 
the things that makes us unique.” 

General Manager, John Stewart 
commented,  “One of the biggest 
things that keep us competitive 
is the abilities of our craftsmen. 
Many of them have been here for 
thirty to forty years, and they have 
more knowledge than any of our 
competitors. Our craftsmen, like 
Todd Boley, can make anything 
that you can think of, and all of 
us have a good imagination to de-
sign things that are different and 
unique. We also educate our cli-
ents when they walk in, and this 
is where our experience comes 
in. We are not here just to sell 
the client a product; we are here 
to educate them and sell them the 
right product for their application. 
I would challenge anyone to de-
sign a better product than Emir 
Joanides or Jackie McCormick.” 

European Marble serves 
the high- to mid-level 
market in Tampa, Naples, 
to northeast Florida, from 
its base in Sarasota. Two 
Intermac CNC machines, 
three bridge saws and 
a Montresor profiler/
polisher head their shop 
equipment line-up. Two 
dust collectors and a 
Fraccaroli & Balzan water 
treatment system help 
make a safe fabrication 
environment.

Above: The European Marble 
showroom is one of the more 
unique showrooms we have 
visited. It is filled with vi-
gnettes, samples of counter-
tops and even architectural 
masonry, feature walls and 
even a vaulted roman arch.
Right: A custom floating 
mitered vanity with floor to 
ceiling feature walls of 
Zebrado marble.
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GV-9 is THICKER 
making it perfect for 

vertical applications and 
hot/warm temperatures, 

while also reducing  the 
chances of shadowing with 

translucent stones

Superior GOLD
GV-9 Knife Grade

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

Braxton-Bragg
Struck GOLD

And We’re Sharing the Wealth with Our Partners!

 NOW 
AVAILABLE!

Visit us at Coverings, booth 9205
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Natural Stone Institute 
Announces 2020 Stone 

Industry Education Series

The Natural Stone Institute 
and sponsor  Stone World 
magazine are pleased to 

announce the schedule for the 
2020 Stone Industry Education 
Series. Stone Summits will be 
held in nine cities across the 
United States.

The nine Stone Summits sched-
uled for 2020 will cover topics 
relevant to stone fabricators, in-
cluding maximizing shop effi-
ciency and profits, using metrics 
to measure success, understand-
ing OSHA safety regulations, 
and creating a plan for finding 
and retaining top talent. 2020 
Stone Summits will be facilitated 
by a team of experienced indus-
try leaders including GK Naquin, 
Duane Naquin, Tony Malisani, 
and Eric Tryon.

2020 Stone Industry 
Education Series:

February 27
Arkansas Stone Summit: 
12 Business Axioms
Host: Pacific Shore Stones
Mabelvale, Arkansas

March 12
California Stone Summit: 
Stone Shop Management
Host: MSI
Orange, California

April 2
Colorado Stone Summit: 
Know Your Business
Arizona Tile
Denver, Colorado

May 7
Massachusetts Stone Summit: 
Key Pulse Points for Building 
a Successful Stone Fabrication 
Business
Host: Daltile
Westwood, Massachusetts

June 4
New Mexico Stone Summit: 
Key Pulse Points for Building 
a Successful Stone Fabrication 
Business
Host: Arizona Tile
Albuquerque, New Mexico

July 16
Oregon Stone Summit: 
Stone Shop Management
Host: MSI
Tualatin, Oregon

September 17
Illinois Stone Summit 
Know Your Business
Universal Granite & Marble
Chicago, Illinois

October 8
Alabama Stone Summit: 
Stone Shop Management
Triton Stone Group
Birmingham, Alabama

November 5
Texas Stone Summit: 
12 Business Axioms
Host: MSI
Austin, Texas

To learn more about each 
event, visit www.stoneindustry 
education.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.  We are all born ignorant, but one must work hard to remain stupid. 

— Benjamin Franklin

Read our online edition at www.slipperyrockgazette.net . Use the Classifieds / department tabs to place a classified ad, and the article links to view 
the current issue. Send address updates to b.burgess@braxtonbragg.com, and comments c/o publisher@slipperyrockgazette.net . Subscription 
requests, a classified ad submission form, and archived back issues and articles, are available online at www.slipperyrockgazette.net . Direct your 
advertising questions to g.covell@slipperyrockgazette.net .

http://www.stoneindustryeducation.com
http://www.stoneindustryeducation.com
http://www.naturalstoneinstitute.org
mailto:b.burgess%40braxtonbragg.com?subject=Update%20my%20SRG%20mailing%20address
mailto:publisher%40slipperyrockgazette.net?subject=Comments%20on%20the%20SRG
mailto:%20g.covell%40slipperyrockgazette.net?subject=Interested%20in%20advertising%20in%20the%20SRG
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Tenax Introduces No. 9 
Ceramic Razor Blades

New Collection of Terra Cotta 
Tiles from Walker Zanger

Tenax has announced 
the development of 

the first-ever No. 9 Ceramic 
razor blade for use in coun-
tertop fabrication.

 
The Tenax Ceramic razor 

blades are ideal for quartz 
stone materials, as well as 

all other stone.
These ceramic bales offer 

many benefits and improve-
ments over standard steel 
razor blades. Steel blades 
can leave metal marks on 
light-colored stone. Steel 
blades are often coated 
with oil (to keep them from 

rusting), and this oil coating 
can bleed into glue seams.

The ceramic blades are 
easily cleaned with acetone, 
and can be used over and 
over again without dulling,  
producing less shop waste. 
The long-lasting ceramic 
won’t snap during use as 
metal blades are prone to 
do, and are immune to acid 
and caustic substances.

The ceramic blades are 
designed to fit all common 
No. 9 blade holders so it is 
easy for a shop to transition 
to these new blades.

For more information 
visit the Tenax website, 
www.tenax4you.com .

The new No. 9-style ceramic blades from Tenax will 
be available in boxes of 10 blades.

Walker Zanger, 
the  leading 
stone and tile 

design resource in North 
America, brings an age-old 
Italian tradition to their 
already-impressive catalog 
of tiles with the new Cotto 
Toscano collection. Made 
in Tuscany, each terra cotta 
tile is hand-crafted and 
inspired by Italy’s adora-
tion of espresso. The rare, 
rich color gives the col-
lection a rustic, sophisti-
cated allure. Like the terra 
cotta facades seen across 
the Mediterranean, Cotto 
Toscano can be used for 
both interior and exterior 
walls and floors

The most distinctive char-
acteristic of Cotto Toscano 
is its deep, chocolate-like 
color. As dark and inviting 
as a freshly brewed cup of 
espresso, it offers a strik-
ing yet versatile design 

aesthetic for both contem-
porary and traditional styles 
alike. World-renowned 
for their unrivaled crafts-
manship, this family-run 
workshop has established 
an enduring legacy of 
sought-after terra cotta 
products that have even 
been used in Florence’s dis-
tinguished Uffizi Gallery 
and the famous Duomo.

“Cotto Toscano per-
fectly encapsulates Walker 
Zanger’s enduring passion 
for all things handmade,” 
said Erika Egede-Nissen, 
marketing director for 
Walker Zanger. “It’s our 
pursuit to find unique prod-
ucts that empower design-
ers to create their boldest 
design visions and consider 
materials, like this richly 
colored, one-of-a-kind terra 
cotta collection that has a 
beautiful story of origin 
through its materials and 
craftsmanship.”

Dating back to the 1700s, 
Cotto Toscano tiles have 
been handmade by the 
same family for over eight 
generations. Using a rare 
centuries-old production 
technique, skilled artisans 
hand-mold the clay into 
individual pieces and then 
dry them for 10 days. The 
tiles then spend five days 
in steady fire kilns be-
fore they are high fired to 
achieve their final form and 
structure. 

Dense and durable, Cotto 
Toscano is ideal for even 
the most high-traffic appli-
cations. This collection is 
a favorable building mate-
rial as interior and exterior 
walls and floors, pools and 
spas, and bathrooms and 
showers.

To learn more about 
Walker Zanger’s Cotto 
Toscano col lec t ion , 
please visit  www.walker- 
zanger.com .

“Knowledge is 
power. Information 

is liberating. 
Education is the 

premise of progress, 
in every society, in 

every family.”
— Kofi Annan

http://www.tenax4you.com
http://www.walkerzanger.com
http://www.walkerzanger.com
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The Continuous Pursuit of 
Excellence

Ed Hill
Synchronous Solutions

Training & Education

Things go wrong in any 
business.  This is partic-
ularly true in a custom 

manufacturing business.  The key 
point is to drill down to the true 
core cause of the issue and deal 
with correcting it and taking the 
necessary actions to prevent its 
recurrence.  Do not seek first just 
to find someone to blame.  Seek 
the systemic cause of the issue 
first.  

Most employees want to do a 
good job. They like being told 
so, too.  Good managers seek to 
“catch people doing things right.” 
This is a great opportunity to re-
inforce good behavior and teach 
valuable lessons.  I assure you that 
when an employee is recognized 
by the boss for doing something 
well, he/she will want to do that 
again.  Always praise good behav-
ior in public. Not only does that 
boost the spirit of that employee, 
it encourages others to do the 
same thing so that they, too, with 
get your praise. A word of cau-
tion: doing something well, make 
sure you praise others for doing 
the same thing.  

But, things do go wrong. 
Murphy lives in every business. 
Mistakes happen. When things go 
wrong, strive to make it a learn-
ing experience for all. That would 
include the employee at the oper-
ation where the mistake was made 
as well as the entire management 
staff.  We all need to learn from 
mistakes. Your approach should 
be to gain from the experience and 
make the employee a better one.  

The key point is that you should 
drill down to the true core cause 
of the issue. That is not easy to do. 
It does take some effort. Most im-
portantly, make sure that you do 
not seek to find out who to blame. 
That is usually easy to do, but it is 
a classic failure of management.  

When you seek “someone to 
blame” for an error of any kind, 
you send the message to all your 
employees that their primary 
objective should be to CYA. 
Moreover, they will attempt to 
deflect the blame to someone else 
when they do make a mistake.  

The best managers are those 
who accept the reality that no one 

is perfect and we can learn from 
our mistakes. Make sure that you 
have those difficult discussions in 
private. Never reprimand an em-
ployee in public. Moreover, take 
advantage of those opportunities 
to teach a lesson.  That is best 
done by asking questions. Ask 
the employee what happened to 
create the identified error.  Then, 
ask again for further clarification.  
Drill down to the true core cause 
of the issue.  It is almost never the 
first indication.  Usually, the true 
core cause of an issue is much 
more than the obvious.  

Most issues, in fact, are sys-
temic in nature.  In other words, 
issues occur because the system in 
which the employees are working 
is flawed or incomplete in some 
way.  Quality problems often 
occur because the employees do 
not clearly understand what is ex-
pected of them.

Every business needs a logical, 
planned, coordinated and en-
forced system.  The “seat of the 
pants” plan may have worked in 
the past, but once you grow into 
a real company, you will need a 
valid system in which to manage 
a profitable business.  

Therein is the rub.
A system can be defined as:  

• A set of principles or pro- 
 cedures according to  
 which something is done.

• A regularly interacting  
 or interdependent group  
 of activities forming a 
 unified whole.

• An organized set of doctrines,  
 ideas, or principles usually 
 intended to explain the  

 arrangement or working of  
 a systematic whole.

Note that a system infers ac-
tivities around a whole; meaning 
that your business is one system 
which includes a series of depen-
dent events that work together to 
accomplish the objectives of the 
business.  You are not a group of 
independent events (sales, tem-
plating, programming, cutting, 
routing, finishing or installation). 
Instead, your business system is 
one entity that must be synchro-
nized around all those separate 
functions that make up the whole. 

A system includes a set of prin-
ciples that are always followed by 
the management team. A system 
means that all employees know 
what to do and they know that 
they will consistently be held ac-
countable in following the princi-
ples of it.  

Discipline refers more to the 
behavior of management than 
it does to the action of pun-
ishment for employee errors. 
Management must be disciplined 
to follow the principles of the 
system you have designed for 
your business. Most importantly, 
employees must know that man-
agement will hold them account-
able to follow the established and 
well-communicated principles of 
performance.  

Follow a defined plan when 
mistakes are made:

First, seek to correct the error. 
Customers expect (and deserve) 
quick action on any errors that 
affect their purchase. Assign one 
person to take ownership of every 
issue to resolution. This should 
be the “go to” person for that job 
order. Make that assignment clear 
to everyone.

Next, (simultaneously) identify 
the true core cause of the issue 
(error).  This is the hard part, but 
also the most important step in the 
resolution process.  

Take corrective actions to pre-
vent recurrence of this issue. 
Another word of caution, work on 
corrective actions for the chronic 
core causes. If an error occurs 
once in a month, it is probably 
an anomaly and does not deserve 
a major system change. Work on 
only those issues that are caused 
by repeated causes.

If, after all these steps are taken, 

you conclude that the behavior of 
a person is the cause of the prob-
lem, clearly explain (in private) the 
situation that has occurred. Ask the 
person you deem responsible to ex-
plain the circumstance from their 
perspective. Talk it out. Your ob-
jective should be to learn from the 
exercise and make the employee a 
better one from the experience.

When Termination 
 is the Best Solution

Sometimes it becomes necessary 
to discharge an employee for contin-
ued poor performance or some other 
unacceptable behavior. Do that right, 
too.  

Firing is the ultimate corrective 
action. But, don’t use that word. Say 
something like:  “We have decided 
to terminate your employment with 
our company.” State the reason in as 
few words as possible. You do not 
need to engage in a lengthy expla-
nation. The employee should know 
what this is about. In fact, if the em-
ployee is surprised, you have failed 
as a manager. Explain the actions to 
follow such as the final check, any 
severance pay that you choose to 
apply, etc. The termination discus-
sion should be short and to the point, 
probably no more than five minutes 
start to finish. Thank the employee 
for his/her service and wish them 
luck. Done deal.  

More on this sensitive subject 
is provided by a friend and fellow 
consultant, Dave Oakley, who is 
an expert in business leadership 
principles.

A common cycle that allows the 
same problems to keep coming back 
can go something like this:

• Problem rises to the attention  
 of the manager and it seems  
 like no one was raising a flag  
 or fixing it fast enough.

• Manager jumps in, wrestles  
 the problem to the ground  
 and leaves the scene of the  
 crime frustrated that “no one  
 has the same sense of 
  urgency that I do! Why aren’t  
 people solving problems  
 when they see them?”

• Employees see the situation  
 differently, feeling, “He only  
 comes around when the stuff  
 is hitting the fan, rides in  
 barking orders, and doesn’t  

 listen when we say things are  
 messed up.” 

Even with good problem-solv-
ing tools, these dynamics prevent 
good companies from becoming 
their best. Problems seem to be 
slow to surface and come and go 
on their own. Everyone seems to 
operate at a level lower than their 
title and feels frustrated.

Breaking this cycle requires 
leaders to take a different ap-
proach in a few key areas. The 
good news is that none of these 
changes require superhero pow-
ers, they’re actually very simple 
but take hard work and patience. 
These include:

Get the right people in the right 
roles — when people are put in 
roles they are made for they can 
operate at the right level and you 
don’t have to micromanage at all.

Conduct autopsies without 
blame – when we really focus on 
what is behind our problems and 
face the real issues, we get to the 
root cause more often and build 
trust in the process.

Lead with questions, not an-
swers – with the right people in 
the right roles, they will come up 
with better solutions that will last.

Doing each of these builds the 
most important quality into our 
businesses, trust. When trust is 
high, people will raise issues 
faster without fear, they will offer 
and initiate fixes without being 
asked.

For more information on 
this or other Synchronous 
Solutions topics, visit  www.
SynchronousSolutions.com  or 
call Ed Hill at 704-560-1536.  
You may contact Dave Oakley 
at www.linkedin.com/in/dave- 
oakley-2b77b87/ or call him at  
760-889-7858.

 

Good managers 
seek to “catch 
 people doing 
things right.”

The best manag-
ers are those who 
accept the reality 

that no one is 
perfect and  we 
can learn from 
our mistakes.

http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
http://www.linkedin.com/in/dave-oakley-2b77b87
http://www.linkedin.com/in/dave-oakley-2b77b87
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Stone Services Group Adds Two New 
Offerings for the Stone Industry

Stone Services Group (SSG) 
is excited to announce two 
new services available to the 

stone industry.

Granite Gold® Countertop 
Protection Plan

Stone Services Group has part-
nered with Granite Gold Inc. to 
market and sell its unique Granite 
Gold® Countertop Protection Plan. 
The plan is sold nationally through 
fabricators and gives consumers 
the confidence that accidental 
damage to their countertops will 
be fixed at no additional cost for a 
period of five years and is backed 
by a well-known national brand 
in Granite Gold®. The advantage 
to the fabricator, in addition to in-
creased profit, is that all post-sale 
service calls will be handled by 
Granite Gold’s customer service 
and nationwide network of repair 
professionals, allowing them to 
focus on new work. 

SSG and its national network of 
selling professionals was selected 
by Granite Gold, manufacturers of 
industry-leading stone-care main-
tenance products available in re-
tail stores nationwide, because of 
SSG’s deep industry knowledge 
and connections. Upon the for-
mation of SSG at the end of last 
year, Granite Gold was targeted 
by SSG as a partner because of 
its exclusive position in the mar-
ket and the unique features of the 
plan, including the coverage of ac-
cidental damage such stains, chips, 
scratches, etches, seam expansions 
and more that may negatively af-
fect the consumer’s investment. 
The product is very inexpensive 
relative to the cost of the counter-
top and gives five years peace-of-
mind protection. 

The plan covers granite, quartz, 
quartzite, marble, limestone, slate, 
soapstone and travertine counter-
tops in both kitchens and baths. All 
the fabricator needs to do is collect 
the payment and fill out a simple 
online form. Every sale yields a 
commission to the fabricator. 

“We are very excited to be work-
ing with Lenny Sciarrino and his 
team to drive this product into our 
industry. It just makes so much 
sense that for $299, which aver-
ages to just less than $5 per month, 
consumers can feel the security 

that their investment will look as 
good at year five as it did when 
installed.” says Rich Katzmann, 
partner at SSG, “There is no cost 
for the fabricator to launch this 
program and we’ll provide all 
training and literature. This is big 
win-win for our industry.”

“We have implemented an 
aggressive growth plan for 
the Granite Gold Countertop 
Protection Plan and strongly feel 
SSG is the best partner to help 
achieve it,” said Sciarrino, Granite 
Gold Inc. president/CEO and co-
founder. Our partnership with SSG 
will help us to continue rolling out 
the plan nationwide to any size 
fabricator.”

 Stone Services Group Adds 
StoneApp ERP System 

to their Portfolio of  
Best-in-Class Solutions

SSG also announced a part-
nership with StoneGrid, LLC to 
offer and implement its powerful 
business software, StoneApp. The 
partnership combines the market-
ing and sales strength of SSG with 
the preeminent enterprise resource 
planning software company. The 
strength of the partnership is ele-
vated even higher as both compa-
nies come from and solely focus 
on the stone industry. 

The StoneApp system performs 
every major business task needed 
for small to large shops to effec-
tively manage their jobs with an 
interface that is simple to under-
stand and use. No other product in 
the industry has the features and 
functionality of this system. It is 
relatively inexpensive and is used 
to communicate and manage jobs 
from customer leads all the way 

The Granite Gold Countertop 
Protection Plan is sold 
through fabricators and offers 
a five year coverage policy to 
repair accidental damage in-
cluding stains, chips and etch-
ing. There is no start-up cost 
for fabricators to launch the 
Granite Gold program.

Please turn to page 11

through installation and every 
function in between. It can replace 
many current, individual programs 
that may not be integrated and are 
limited in scope. 

Fabricators need StoneApp for 
the following reasons: 1) Constant 
downward pressures on margins 
require a company to accom-
plish more with less resources; 2) 
Constant upward pressures on sal-
aries in order to attract and retain 
competent workers; 3) The need to 
stay ahead of the competition, with 
respect to items 1 and 2. StoneApp 
allows fabricators to accomplish 
more in less time and with less 
resources. 

SSG and its national network of 
selling professionals was selected 
by StoneGrid because of their deep 
industry knowledge, countertop 
fabrication process understanding, 
and network. 

From its inception in 2019, SSG 
has had a strong interest in provid-
ing an ERP solution to fabricators 
and through its research of current 
offerings, it selected StoneApp. 
The system provides management 
of the entire selling and fabrica-
tion process through its unique 
communication hub, mobile app 
and modules that focus on leads, 
quotes, orders, scheduling and 
routing, inventory, purchasing, 
and fabricating. 

ISFA Announces New  
Board of Directors

The International Surface 
Fabricators Association 
(ISFA) announced the 

results of its election for the asso-
ciation’s 2020 Board of Directors. 
Fabricator Member Directors are 
chosen by association members 
for a term of three years, with the 
option to renew for a second con-
secutive three-year term. Associate 
Member Directors are elected by 
association members for a term of 
two years, with the option to renew 
for a second consecutive two-year 
term.

Board officers are elected by 
members of the full board of 
directors.

The new board convened January 
1, 2020. Augie Chavez of GECKO 
Solid Surface Solutions in San 
Antonio, Texas, was re-elected 
by the full board to serve as ISFA 
President again in 2020. As such, 
for 2020 the position of Immediate 
Past President will remain open. 
To fill the empty spot thus cre-
ated on the Executive Committee, 
Associate Member Representative 
Jim Callaghan of GranQuartz will 
serve as Executive Committee 
Member.

Steve Mast, of Precision 
Countertops in Wilsonville, Ore., 
will serve as Vice President; 
Kelley Montana of Humboldt 
Countertops in Eureka, Calif, will 
serve as Treasurer; and, rounding 
out the Executive Committee, 
Austin Maxwell of Maxwell 
Countertops in Farmer City, Ill., 
will hold the position of Secretary.

Leaving the board having ful-
filled their service periods are: 
Adam Albee of Counter Culture 
in Lincoln, Nebraska, a past ISFA 
President; Kate Dillenburg of 
Bisley Fabrication in Gresham, 
Wisconsin, also a past ISFA 
President; Matt Kraft of Custom 
Marble in Millstadt, Illinois; and 
Steve Stoddard of Advanced 
Surfaces in Corry, Pennsylvania. 

New to the board are Joe Duszka 
of Carolina Custom Surfaces in 
Greensboro, North Carolina; Laura 
Grandlienard of ROCKin’teriors 
in Raleigh, North Carolina; and 

Rodrigo Velazquez of INDEKO 
in Zapopan, Jalisco, Mexico. All 
of them will serve as Directors in 
2020.

“We are so thankful for the great 
work Adam, Kate, Matt and Steve 
put in on the board,” said ISFA 
President Augie Chavez. “We will 
miss their insight, but are confi-
dent that the new board members 
will also bring great perspectives 
and enthusiasm to the group.”

Retaining their positions as 
Directors are Mike Langenderfer 
of The Countertop Shop in 
Monclova, Ohio, who has held 
several officer positions in the past 
including Treasurer, President, 
Vice President and Immediate 
Past President; and Eric Tryon 
of Clio Holdings in Alpharetta, 
Georgia. Also continuing their 
positions as Associate Member 
Representatives on the board are 
Paul “Max” Le Pera of Global 
Surfacing Alliance in Cranbury, 
New Jersey, and Joe Connolly of 
SASSO USA in Palatine, Illinois.

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 ISFA Executive Director 
Amy Miller at AmyM@isfanow.
org, or call (888) 599-ISFA.  

Augie Chavez of Gecko Solid Surface 
Solutions Re-Elected to Serve as 

President of the Board

Augie Chavez has been 
re-elected to a second term as 
President of the ISFA Board.

mailto:AmyM@isfanow.org
mailto:AmyM@isfanow.org
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Cosentino Brings Together Top 
Clients from North America 
at C100 Convention

Cosentino Group, a leading 
global company in the 
production and distribu-

tion of innovative surfaces for the 
world of architecture and design, 
is celebrating the 22nd edition of 
its annual “Cosentino 100” con-
vention held in the Riviera Maya 
(Mexico), in the first major event 
of the year for the multinational 
firm. Now established as one of 
the most important events for the 
stone, decoration and remodel-
ing sectors in North America, 
the convention brings together 
Cosentino’s main customers and 
partners from the region. This 
year the company has gathered 
a record number of attendees 
once again, with more than 360 
individuals representing 164 
manufacturing and processing 
companies from across the United 
States and Canada.

Given the relevance of this 
convention, representatives from 
the region’s most important in-
dustry associations accepted 
Cosentino’s invitation once again, 
including the American Society 
of Interior Designers (ASID), the 
American Institute of Architects 
(AIA), the International Surface 
Fabricators Association (ISFA) 
and the National Association 
of the Remodeling Industry 
(NARI), among others. In addi-
tion, renowned speakers such as 
the prestigious artist and lecturer, 
Freddie Ravel, the designer and 
president of Nar Design Group, 
Nar Bustamente, and the natural 
stone expert, Kevin Stillian also 
participated. 

The theme for this year’s 
convention, held in January, 
was “Committed to the Future. 
Committed to You,” with which 
the multinational firm aims to 
convey to all attendees its vi-
sion to build a prosperous, safe, 
sustainable industry together for 
the future. With this in mind, 
Cosentino’s top executives pre-
sented the company’s latest initia-
tives in the fields of occupational 
safety, sustainability, quality and 
innovation during the various 
talks and working sessions. 

In the area of innovation, in 

This year, more than 360 clients representing 164 manufactur-
ers and processing companies from across the US and Canada 
attended the event. Below: Paco Cosentino concludes a speech.

particular, the event served to 
showcase the firm’s key upcom-
ing products, which will be star 
exhibits at some of the industry’s 
biggest fairs this month, namely 
the Interior Design Show (IDS) in 
Toronto and KBIS in Las Vegas.

One of the highlights was the 
opening speech by Francisco 
Martínez-Cosentino, President 
of the Cosentino Group, which 
focused on the crucial moment 
at which the industry finds itself: 
“We are in the midst of an era of 
profound change that is challeng-
ing us to be competitive, agile 
and socially conscious. From a 
business perspective, we have to 
reinforce the integration of envi-
ronmental measures and values, 
in addition to further improv-
ing our occupational health and 
safety policies and continuing 
our digital transformation.” ”In 
the same way, we have to adapt 
to the needs of our clients and 
users. In our case, we must pur-
sue innovation to develop respon-
sible and competitive products in 
this increasingly global industry, 
in order to create a sustainable 
and long-term sector,” concluded 
Martínez-Cosentino.

Finally, this edition of 
“Cosentino 100” served as the 
perfect setting in which to com-
memorate the tenth anniversary 
of Eduardo Cosentino’s appoint-
ment as CEO of Cosentino North 

America, the subsidiary of the 
group that manages this import-
ant market from its headquarters 
in Miami. Over these ten years 
at the helm, Eduardo Cosentino, 
together with his executive team, 
has spearheaded significant 
growth – both in the number of 
employees and the number of 
facilities owned throughout the 
North American territory. This 
has meant that Cosentino now 
boasts one of the largest commer-
cial and distribution networks in 
the region for a Stone manufactur-
ing company. Likewise, the com-
pany has further reinforced its 
leading position in the sector with 
the great progress and diversifica-
tion of its main brands, Silestone® 
and Dekton®.

The Cosentino Group is a 
global, family-owned company 
that produces and distributes high 
value innovative surfaces in more 
than 110 countries for architecture 
and design. For more information 
visit cosentino.com .

Training & Education

How New HR Rules Can
Affect Your Business

Sharon Koehler
Artistic Stone DesignI was able to attend some HR 

classes recently and brush 
up on current regulations. 

Folks, I hate to be the bearer of 
bad news, but HR is changing. 
It is tougher to keep up with 
ever-changing laws and regula-
tions. There is federal law, state 
law, local law, labor law and a 
few other regulations to keep up 
with and worry about. It’s tough. 
HR is not for the faint of heart! 

Consider the I-9 form. It’s 
a pretty simple form to verify 
identity that you give to a new 
employee; they are supposed to 
return it filled out with the proper 
documentation. That seems sim-
ple enough, BUT there are two 
things you need to be aware of.

The first hurdle concerns the 
list of documents. You cannot 
tell a new hire, “Just give me 
your driver’s license, social se-
curity card, passport, etc. for 
ID.” Turns out, it is illegal for 
you to tell the employee what 
you will accept for documenta-
tion! You give him/her the form, 
and they decide what they will 
give you, in accordance with the 
guidelines on the form. 

Secondly, there is a Spanish 
I -9. Now, before you get excited 
and think that you can start giv-
ing that to your Latino workers 
to make it easier for them to fill 
out, think again. The Spanish I-9 
form can only be used in Puerto 
Rico. So, if you have been using 
that form and you are not in 
Puerto Rico, you might have 
some explaining to do to the 
Federal Government. 

Service Animals Versus 
Comfort Animals

The ADA only recognizes 
dogs (any breed) and just re-
cently, miniature horses, as ser-
vice animals. Service animals 
must be properly trained and 
they must perform a “task” for 
the owner. Service dog training 
is a tall order, and goes well be-
yond sensitizing the dog to his 
handler’s specific disability—
tough enough in its own right.  

Service animals are not lim-
ited to being seeing eye dogs, 

anymore. Service animals can 
help with diabetes, seizures, 
heart problems, mobility is-
sues and countless other things. 
Service animals come with no 
documentation, so if anyone tells 
you they have certificates or doc-
uments saying their animal is a 
service animal, they are not tell-
ing the truth. It is a little-known 
fact that by law, they do not need 
documentation.

A business owner (or em-
ployer) can only ask two ques-
tions regarding service animals: 
Is your (animal) a service ani-
mal? (and) What task does the 
animal perform? According to 
the ADA, a service animal is al-
lowed to go anywhere the owner 
goes. They are not pets, are 
highly trained, and not subject to 
pet rules. So take note: this ap-
plies to employees and custom-
ers, alike.

Comfort/ESA animals are 
a completely different thing. 
Comfort animals perform no 
specific task. They do not have 
to be trained in any way and can 
be any animal. They do not fall 
under ADA guidelines for ser-
vice animals, and you do not 
have to accept their presence like 
a service animal.

Service dog training is a 
big deal. It often lasts one 
to two years of daily train-
ing, and goes well beyond 
sensitizing the dog to his 
handler’s specific disabil-
ity — which is tough enough 
in its own right — to include 
impeccable manners and 
the ability to remain calm 
in all situations. 

Please turn to page 15

http://www.cosentino.com
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Decrease templating time by 50%

Template jobs faster with more accuracy, and expedite the entire fabrication  
process to increase your jobs per week and bottom line. 
Go Digital with the LT-2D3D Laser Templator.
Template an average kitchen with cut-ready files (60 SF) in 30 minutes  
with one person, email files back to the shop for fabrication and move  
on to your next job! 

More than 50% of our customers are still manual shops making the transition  
to digital. Hear what they have to say at...
www.laserproductsus.com/go-digital

Why Go Digital? 
More Jobs Completed = More Revenue

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

12 out of the last 15 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

Go Digital.

European
Marble Co. 

Continued from page 2

One of the things that Lubrano 
and company did beginning in 
1987 was to bring in their own 
containerized inventory. Lubrano 
would visit quarries in Italy, 
Spain, Turkey, China, Israel and 
Brazil to hand select the finest 
materials, so that clients could 
actually see their slabs instead of 
just a small sample. “Our inven-
tory grew to a very large point 
and to what it is now, continued 
Lubrano. “It’s amazing! I love 
to look at marble! To me, every 
slab is a painting. Our slabs are 
always the best that I can find, for 
the best price, with the least stress 
cracks, and when we furnish a 
client, they get the most uniform 
and most unique slabs available. 
This allows us to charge a little bit 
more, because nobody else in this 
market has them.” 

 European Marble Company has 
always done its own slab installa-
tions, while subcontractors install 
tile exclusively for the company. 

European Marble Company started bringing in container-loads of stone in 
the mid-1980s. Serving a high-end market means having some of the fin-
est stone available to offer their clients - like the slabs in their slabyard, 
and the feature walls displayed in their showroom.

As for sales ratio, 40 percent is 
engineered stone and porcelain, 
and 60 percent is natural stone. 
From Clearwater and Tampa, 
and south to Naples and every-
where in between, all are within 
the company’s everyday market, 
with a small percentage of sales 
throughout New England and the 
Midwest. 

A Harsh Lesson 
Through Hard Times 

“While making our way through 
the recent “great recession,” we 
had to cut back expenses and had 
to work smarter and harder, and 
we got through it,” continued 
Lubrano. “We were not producing 
as much as we had been the years 
before, so we kept our best peo-
ple and the people who had been 
with us the longest, and our ex-
penses were less. We also had to 
adjust our prices, too. There were 
still clients with money, but they 
were not spending their money 
very easily, so we gave a little 
bit of discount to get us through 
those times. Fortunately, most of 
our clients were high-end and still 
had spending power, and we could 
continue to do business.” 

Stewart commented, “It was 
tough. There were a lot of times 
that we didn’t think we would 
make it, but we still kept a good 
attitude, got up every morning and 
worked hard, and we got through 
it. We also had a lot of inventory 
on hand that had already been paid 
for, and we tried to sell what we 
had in stock. The other thing that 
helped us out, honestly, was our 

showroom. Clients with big proj-
ects would come in the door think-
ing, here is a big company that is 
still here; do I want to give my 
work and deposit to this company 
that will still be here, or do I want 
to give it to a little company that 
has only been in business a short 
time and may not finish?” 

Please turn to page 12
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While Dr. Fred was preparing 
to teach his hands-on workshop in 
Las Vegas,  we received a question 
from a frustrated home owner. Dr. 
Fred was kind enough to offer 
some answers by email, and his 
video blog on The Tile and Stone 
Show…

Dear Stone Detective, I 
have a question for you. 
I installed a marble-lined 

shower about 3-1/2 years ago, and 
I am wondering if it is time to be 
resealed. I am attaching a picture 
– you can see my ADA compliant 
roll-in shower has no threshhold, 
a built-in bench, and pony walls 
topped with glass that separates 
it from a walk-in tub and the rest 
of the bathroom. I supplied the 
contractor with recycled 6x6 inch 
polished Carrara tiles, and larger 
pieces of honed Carrara for the 
bench top and shelves on the pony 
walls. As you can see, this means 
there are a lot of seams!

The floor in the shower is a dif-
ferent composition: small tiles of 
Carrara and black Carrara Bianco 
basket weave, purchased from a 
commercial tile house. It coordi-
nates with a larger basket weave 
pattern used for the rest of the 
bathroom floor.

So: after over three years of 
water and steam, I can see where 
tiles on the lower walls are dark-
ening, and that worries me. 
Should I seal everything in the 
shower? I don’t know how much 
the installer actually applied. I 

Frederick M. Hueston, PhD

The Stone Detective
To Seal or Not to Seal, That is the Question

gave them a full, one liter bottle 
of Akemi Sealer, and they didn’t 
use it all.

You might be wondering why 
I don’t ask the original installer?  
Because this was part of a larger 
renovation, which ran over about 
two months past what it should 
have taken. On the bathroom proj-
ect alone, two different teams of 
tile guys worked on it. I stipulated 
in the original contract that the 
floor and wall tiles be installed 
over a Noble membrane system, 
with a slot drain, instead of a cen-
tral sloping drain. They said they 
were familiar with Schluter system 
membrane installation, and were 
able to finish the job, but I’d give 
the marble tile shower installation 
about a B–minus grade, and now 
think it was too hard for them. I’d 
rather trust the recommendation of 
someone more knowledgeable.

So, Stone Detective: in your ex-
perience with wet environments, 
what do you recommend?

Thanks, M. H. in Tennessee

Hello M. H.  –
This is a problem I have seen be-

fore. Not the bad tile job, but the 
marble shower sealing question.  
(Okay, I have also seen plenty of 
bad installations, too – LOL). 

I receive several calls a week 
with questions on the use of im-
pregnating type sealers for use on 
outdoor stone as well as interior 
wet areas such as showers, water 

fountains, etcetera. The question 
is simple: Should I seal my stone 
in these conditions?

I happen to have a video blog 
(#23) and a short article that ad-
dress this very question. In my 
Tile and Stone Show number 23, 
I do an experiment starting with 
unsealed white marble, which can 
be a fairly porous stone. I demon-
strate how water is absorbed into 
unsealed marble (see above, top 
right), while water will bead up 
and not be absorbed on sealed 
stone. Watch it – my blog demon-
strates and examines the case 
against sealing stone in wet areas.

But I’m getting ahead of myself. 
What most installers fail to ac-

knowledge is that you also have 
to deal with the long-term effects 
of condensation and steam in a 
shower.

In my video experiment, I used  
a handheld steamer to simulate the 
effect that steam has in a steam 
shower, or the effects of vapor 
from hot water in the shower.

I steamed a piece of sealed 
marble for about a minute and a 
half. The video shows how dark 
the stone gets with absorbed 
moisture. What happened is that 
the steam was penetrating right 
through the sealer.

This is a pretty compelling rea-
son why stone in wet areas should 
not be sealed.

But before we discuss the rea-
son why we shouldn’t seal stone 
in these conditions, a few defini-
tions are necessary.

Impregnators or penetrating 
sealers are designed to penetrate 
below the surface of the stone 
and deposit solid particles in the 
pores of the stone or to coat the 

individual minerals below the sur-
face of the stone.  Water, oil, and 
dirt are restricted from entering 
the stone.  Impregnators can be 
solvent- or water-based. Most im-
pregnators are vapor permeable.

Vapor Permeable refers to the 
stone’s ability to “breath.” Vapor 
permeability  describes a stone’s 
ability to allow water  vapor  to 
pass through it.

The case for not sealing 
stone in wet environments
When stone is exposed to un-

regulated humidity and tempera-
ture fluctuations, like it would 
in an outdoor environment or in 
a shower where the air contains 
vapor in what we know as humid-
ity, temperature along with hu-
midity can result in condensation 
as well.

Most of the impregnators on the 
market today are breathable. This 
simply means that the stone will 
be protected from water entering 
the pores of the stone in liquid 
form, but will allow water vapor 
to pass.

In a wet environment, vapor can 
be present for several reasons: 
rain, high humidity, temperature 
fluctuations, and steam. Since 
these impregnators are breathable, 
this vapor can easily penetrate 
into the stone.  One would think 
that this is a positive. The fact is, 
once the vapor enters the stone it 
can condense and become a liq-
uid. Since impregnators protect 
against water in its liquid phase 
it becomes trapped within the 
stone’s pores and will not escape 
until it evaporates, or in other 
words, turns into a vapor.

© MARK ANDERSON. www.andertoons.com

“Seriously – What are the odds?”

Who Needs 
Angie’s List?

A man places a small box 
on the table and says to 

his wife, “Honey, I bought this 
for you from a stranger I met 
downtown. You always wanted 
some help around the house, 
and here it is.”

With that, he removed the top 
of the box and dumped out a 
centipede.

“Gross!” screamed his wife. 
“Get that disgusting bug outta 
here!”

“Hey, give it a chance,” the 
husband replied. “The guy I 
bought it from said it would 
perform any chore you asked. 
Here, let’s see.”

With that he said, “Centipede, 
go wash the dishes.”

The centipede leaped off the 
table and scurried off into the 
kitchen. When it returned 15 
minutes later, every dish was 
washed, dried and put away. 
Plus, the floor had been swept 
and mopped.

Next, he ordered, “Centipede, 
clean the den.”

Same results as before. In 15 
minutes, the furniture had been 
rearranged and dusted,  the car-
pet vacuumed, and all the books 
were lined up in alphabetical 
order on the shelves.

“See what I mean?” said the 
beaming husband. “Now, let’s 
try one more chore.

“Centipede, run to KFC and 
bring us a bucket of chicken 
and some biscuits.”

Out the door the centipede 
ran. Fifteen minutes passed, 
then 20. Then half an hour. 
Still, no centipede.

“You supposed it got 
squashed on the sidewalk or 
eaten by a bird?” the husband 
wondered aloud.

He went to the front door and 
opened it. On the top step sat 
the centipede, hunched over.

“I told you nearly 45 minutes 
ago to go to KFC and get us 
something to eat. What’s takin’ 
so long?”

The centipede stopped what 
he was doing and looked up at 
the guy.

“You told me to run, so  
hold your horses,” the bug ex-
claimed. “I’m still tying my 
damn Nikes!”

Please turn to page 29

Marble showers: How often 
should the stone be sealed – 
or not be sealed, at all?

Absorbed water and water 
vapor show up as darker 
areas in the unsealed marble 
(top) and the sealed marble 
steam test.
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AVAILABLE AT

Continued from page 7

StoneAPP’s open architecture 
allows the system to exchange 
data with industry software pack-
ages, such as SpeedDRAW/
SpeedLABEL and Slabsmith, 
plus non-industry packages like 
QuickBooks and Home Depot’s 
IconX. 

 “We can’t overstate how im-
pressive the StoneApp software 
package is and how committed to 
the industry Raj and his team are,” 
says Rich Katzmann, managing 
partner at SS. “For essentially 
the same price as other less broad 
products, this package does it all. 
Every function and command in 
the software was developed with 
our industry in mind. You can re-
ally tell these guys have fabricated 
thousands of countertops in their 
lives.”

 “Our partnership with SSG is 
a major step forward in our plan 
to provide the most comprehen-
sive business management soft-
ware in our industry and has been 
so desperately needed,” said Raj 
Katta, co-founder and director of 
development at StoneGrid. “Our 
development and management 
team all come from the industry, 
so working with SSG has been a 
no-brainer and will yield immedi-
ate sales growth.”

For more information about 
Stone Services Group, visit stone 
servicesgroup.com or call 815-
210-1006. For more information 
about the Granite Gold Protection 
Plan, visit granitegoldservices.
com . For more information about 
the StoneApp, visit stonegridusa.
com or call SSG at 815-210-1006. 

Founded in 2019, Stone 
Services Group is a fabrica-
tor-focused firm offering growth, 
placement, training, scheduling 
and technology services to the 
countertop industry by utilizing 
over 50 years of expertise across 
many key areas of a shop. SSG 
is currently working with best-
in-class software brands such as 
Hot Sauce, Quote Countertop, 
Granite Gold Protection Plans 
and SpeedDRAW/SpeedLABEL. 
The company is anchored by Rich 
Katzmann, who in addition to for-
merly running Laser Products, 
has been CEO of the nation’s 

Stone Services 
Group

largest templating and program-
ming firm, an active member of 
Women in Stone and a Director 
of NSI’s Foundation, focused on 
giving back to the industry. Mr. 
Katzmann is joined by stone pro-
fessionals having worked for all-
sized fabricators throughout the 
country.

www.braxton-bragg.com • 800-575-4401

“Fellow citizens, we cannot escape history. We, of this Congress and 
this administration, will be remembered in spite of ourselves. No 
personal significance, or insignificance, can spare one or another of 
us. The fiery trial through which we pass will light us down in honor 
or dishonor, to the latest generation.”
— Abraham Lincoln

http://www.stoneservicesgroup.com
http://www.stoneservicesgroup.com
http://granitegoldservices.com
http://granitegoldservices.com
http://www.stonegridusa.com
http://www.stonegridusa.com
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European
Marble Co.

Continued from page 9

A Lifetime Company 
and a Company for Life

When a person signs-up to go 
to work for European Marble 
Company, they, unbeknownst to 
them at the time, are signing up 
with a company that will keep 
them for life, no kidding. “It has 
always been this way and always 
will,” said Lubrano, adding, “This 
company grew because of the 
right people I trained. They were 
very dedicated to making this 
company work. Emir Joanides has 
been a huge asset, and been with 
me from the beginning. My son, 
Joe Lubrano Jr., has been with the 
company for over 30 years, and 
handles the commercial accounts. 
Our shop foreman, Richard 
Kneriem, has been here for al-
most 30 years, and John Stewart, 
30 years.  And talk about our shop 
people! They are the ones who 
step up when it’s so busy that we 
are challenged to keep up, and 
work the extra hours.   

   
“Last year I bought a new boat, 

and took the management team to 
Key West where we stayed in a 
rented house. I had the best time 

in my life having them with me. 
Furthermore, our spontaneous 
pizza parties are great, and our 
Christmas parties are even greater. 
I always do good things for my 
people, because without them, I 
wouldn’t have a company. They 
are my army and my family.” 

Closing Thoughts 
from Joe Lubrano

“I don’t want to grow the com-
pany; the structure is already here. 
I do want to fine polish the com-
pany; I want to make it better. 
Professionalism for me is very, 
very important. I want to look bet-
ter for the public and the clients. I 
also want to buy new machines, so 
we can perform a little bit better, 
and want to improve my show-
room and offer more selection for 
a better price. 

“I would like to see natural stone 
sales come back to the level of the 
old days, and I believe it will, be-
cause of its beauty and prestige. 
There is no comparison. I still say 
that every piece of stone is a paint-
ing. I will always look at it that 
way, and nobody can ever dupli-
cate that. When John and I go out 
of the country to buy material, we 
don’t buy Santa Cecelia or Giallo 
Veneziano. Everybody’s got that. 
No, we buy material that has some 
blue or some green; something  
unique that no other shops have. 

We’ll go anywhere we have to, and 
take the time to find it. ” 

For more information, please visit 
www.europeanmarble.com .

Left, Right and Below: Lubrano in his showroom, 
and circa 1967 as a young sculptor. A 200-year- 
old fountain carved in the round from Carrara 
marble graces the exterior courtyard of their 
showroom.

European Marble Company, headquartered in Sarasota, Florida, is approaching its 50-year anni-
versary in the stone business, and currently employs a full-time staff of 35. Their material sales 
ratio is 40 percent engineered stone and porcelain, and 60 percent natural stone.
Owner Joe Lubrano: “I would like to see nat-
ural stone sales come back to the level of the 
old days, and I believe it will, because of its 
beauty and prestige. There is no comparison. I 
still say that every piece of stone is a painting. 
I will always look at it that way, and nobody 
can ever duplicate that.”

http://www.europeanmarble.com
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Gird yourself. The first part 
of Uncle Sam’s semi-an-
nual “time share” shell 

game is about to begin.

This has nothing to do with par-
tial ownership of a mountain cabin 
or a condo by the sea. Rather, it’s 
the twice-yearly business of turn-
ing our clocks one hour forward, 
waiting a few months, then turn-
ing them one hour back. Sorta like 
smacking yourself in the nose so 
you’ll know how good it feels 
when the throbbing subsides.

But now there’s another acro-
nym to add to your March vocab-
ulary: HAD.

It stands for “heart attack dead-
line,” and I swear on a stack of 
grandfather clocks I’m not mak-
ing this up.

HAD can be traced to a study 
by Dr. Amneet Sandhu of the 
University of Colorado in Denver. 
According to Doc Sandhu’s re-
search, hospitals see nearly a 25 
percent increase in heart attacks 

Sam Venable 
Department of Irony

Adjusting to DST 
While Avoiding HAD

on the first Monday after Daylight 
Saving Time goes into effect in 
the spring. Apparently the change 
seriously disrupts some people’s 
internal wiring. They get stressed 
and fatigued to the point that their 
tickers (in their chest, not on their 
wrist) go kaput.

I have nothing to judge the qual-
ity of Doc’s study, but my gut re-
action leans toward baloney.

Then again, my gut often leans 
toward baloney, especially if it’s 
thick-sliced, tucked between two 
hunks of light bread, dressed with 
lettuce and tomato, and slathered 
with Duke’s mayo. But that’s not 
the heart attack-inducing baloney 
I’m referring to in this instance.

The reason I’m not wholly con-
vinced is because any abrupt, 
one-day, 25 percent jump in heart 
attacks—or rickets, mumps, dan-
druff and ingrown toenails, for 

threatening. Fine by me. I’m so 
sick of 24/7 standard news blather 
by talking heads, any change in 
the bickering cycle would be wel-
come, whatever time it occurs.

Frankly, I wish DST was cut in 
half and then made permanent. 
Instead of a 60-minute swing 
twice annually, just do it for 30 
minutes and thereafter quit mess-
ing with our timepieces, period. 
That would provide the best, or 
worst, of both worlds, depending 
on individual perspective. After 
a year or two, I daresay every-
body would be used to it and quit 
fussing.

Ha-ha. Just kidding again. We 
Americans can come up with 
an arguing point at the drop of a 
hat—starting with what kind of 
hat should be dropped. Ten-gallon 
Hoss Cartwright special? Derby? 
Fedora? Straw boater? Baseball 
cap?

If it’s a baseball cap, should the 
brim be worn in front or back? 
What color? What kind of fab-
ric? What team logo or company 
slogan?

See what I mean? There’s never 
been a quarrel we can’t leap into 

that matter—is huge. There could 
be a variety of contributing fac-
tors. I’d have to see a lot more 
research before I started worry-
ing about The Big One just be-
cause our clocks moved ahead 60 
minutes.

Not that my body doesn’t com-
plain. It does take a day or three 
for me to adjust to DST, espe-
cially in the spring. But it’s noth-
ing more serious than an extra 
yawn. Not the sudden onset of a 
heart att—Aiiiiee! Thump!

Ha-ha. Just kidding. I’m still 
typing, so it’s safe to say I always 
manage to beat the HAD rap. 
Hope you do, too.

To DST or not to DST is a 
never-ending question for state 
governments to argue about. 
Arizona and Hawaii are the only 
two to reject it outright, although 
a couple of others in the West are 

with both feet and both fists.
Whether you’re “fer it” or 

“agin it,” though, the arrival 
of DST is especially beneficial 
for snow-ravaged portions of 
the United States. I learned this 
nugget of knowledge from Sam 
Doughty, a deep thinker and 
longtime reader of my drivel—
which is frightening in its own 
regard.

As Sam recently told me: “The 
extra hour of daylight sure will 
help melt the snow and ice all 
across the country.”

Sam didn’t mention whether 
DST changes the egg-laying hab-
its of his chickens, the growth of 
his corn, or the condition of his 
heart. No doubt additional deep 
thinking is required on his part.

I recommend Sam conduct it 
over a tasty baloney sandwich. 
And I hope he chews carefully 
to avoid biting the tongue in his 
cheek.

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

mailto:sam.venable%40outlook.com?subject=Your%20Slippery%20Rock%20humor
mailto:sam.venable%40outlook.com?subject=Your%20Slippery%20Rock%20humor
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Natural Quartzite and Engineered Quartz –
What’s the Difference? 

Engineered quartz and 
natural quartzite are 
both popular choices for 

countertops, backsplashes, bath-
rooms, and more. Their names 
are similar, and are sometimes 
(incorrectly) used interchange-
ably. But even aside from the 
names, there’s a lot of confusion 
about these materials.

Here’s a quick and handy refer-
ence for understanding both engi-
neered quartz and quartzite: where 
they come from, what they’re 
made of, and how they differ.

 
Quartzite is a natural stone.
Quartzite is 100% natural and 

comes directly from the earth. 
Quartzite has formed in locations 
all around the planet and the most 
well-known quartzite quarries are 
in Brazil. Quartzite is also quar-
ried in the United States, Sweden, 
Canada, Norway, India, and Italy, 
among other locales. Dramatic 
settings like the Medicine Bow 
Mountains in Wyoming show 
off quartzite in its natural habi-
tat, where an impressive massif 
of white quartzite rises above the 
surrounding terrain.

Engineered quartz is 
manmade. 

Even though the name “quartz” 
refers to a natural mineral, engi-
neered quartz (sometimes also 
called “engineered stone”) is a 
manufactured product. It’s made 
from quartz particles bonded to-
gether with resin, pigments, and 
other ingredients. Manufactured 
quartz is made in factories in the 
United States, Europe, and Asia, 
among other locations.

 
Natural quartzite contains 

minerals, and nothing else.
All quartzites are made of 100% 

minerals, and are purely a product 
of nature. Quartz (the mineral) is 
the main ingredient in all quartz-
ites, and some types of quartzite 
contain smaller amounts of other 
minerals that give the stone color 
and character. The diverse options 
in aesthetics are impressive—and 
all from the earth. So if you like 
calm monochrome, nature pro-
vides that. If wild streaks of color 
tug on your heart, nature’s got you 
covered.

Engineered quartz contains 
minerals, polyester, styrene, 

pigments, and tert-Butyl 
peroxybenzoate.

The exact blend of ingredients 
in engineered quartz varies by 
brand and color, and manufac-
turers tout the high percentage of 
minerals in their slabs. The oft-
cited statistic is that manufactured 
quartz contains 93% mineral 
quartz. But there are two caveats. 
First, 93% is the maximum, and 
actual quartz content can be much 
lower. Secondly, that percentage 
is measured by weight, not vol-
ume. A particle of quartz weighs 
a lot more than a particle of resin. 
So if you want to know how much 
of a countertop surface is made of 
quartz, then you need to measure 
the ingredients by volume, not 
weight. Based on proportions of 
materials in PentalQuartz, for ex-
ample, the product is around 74% 
mineral quartz when measured 
by volume, even though it’s 88% 
quartz by weight.

Quartzite is made from 
geologic processes, over 

millions of years.
Some people (me included!) 

love the idea of having a slice of 
geologic time in their home or 
office. Every natural stone is an 
expression of all of the time and 
events that shaped it. Each quartz-
ite has its own life story, but many 
were deposited as beach sand, 
and then buried and compressed 
into solid rock to make sand-
stone. Then the stone was pushed 
deeper into Earth’s crust where it 
was further and compressed and 
heated into a metamorphic rock. 
During metamorphism, quartzite 
experiences temperatures some-
where between 800° and 3000° F, 
and pressures of at least 40,000 
pounds per square inch (in metric 
units, that’s 400° to 1600° C and 
300 MPa), all over the course of 
millions of years.

Natural quartzites are not all 
alike. There is variation in how 
deeply they were buried and for 

how long, and what types of con-
ditions they endured. Because of 
this, some quartzites are some-
what porous (like Macaubas), 
while others are tightly bonded 
together (like Marine Blue, Taj 
Mahal, or Fusion). For an ex-
planation of the different mem-
bers of the quartzite family, 
check out A Deep Dive Into the 
Properties of Quartzite (see SRG 
online archives,  October 2018).

Engineered quartz is 
made in a mold.

Many quartz brands are made 
with the patented Breton process, 
which involves pouring the in-
gredients in slab-shaped molds, 
then subjecting the mixture to a 
vacuum, vibration, and pressure. 
In the words of the manufacturer, 
it’s called “compaction by vibro-
compression vacuum process.” 
The Breton process compresses 
slabs at around 30 pounds per 
square inch, and applies heat up 
to 360° F for around 40 minutes 
(in metric, that’s 180° C and 0.2 
MPa). For comparison, that’s 
about the same amount of pres-
sure in a car tire, and the same 
temperature and duration as if 
baking a casserole. Then the 
slabs are cured in a kiln, cooled, 
and polished. Compared to na-
ture’s way of making stone, this 
is certainly quicker and more 
controlled, but the amount of heat 
and pressure used to manufacture 
a slab are far less than what hap-
pens in nature.

Because quartz particles are en-
cased in resin, engineered quartz 
ends up having low porosity even 
though it is not compressed as 
much as natural quartzite (water 
absorption up to 0.02% in weight, 
according to Breton). On the 
other hand, the presence of resin 
means that engineered quartz is 
softer than natural quartzite.

 

Karin Kirk 
usenaturalstone.com

Diagrams by Karin Kirk

Please turn to page 15

Medicine Bow Peak in Wyoming is made from 
white quartzite that is over a billion years old. 

Wikimedia Commons by Fredlyfish4

https://usenaturalstone.org/properties-of-quartzite/
https://usenaturalstone.org/properties-of-quartzite/
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Quartzite – Engineered Quartz

as was shown in a  performance 
comparison of countertop materi-
als (Got Data? – Feb. 2020 SRG)

 
Which should you use?

There is no simple answer to 
this question. Each material has 
its devoted fans and selling points. 
No matter which surface you 
choose, be sure to obtain samples 
that you can test, work with a rep-
utable dealer and fabricator, and 
take some time to learn about the 
product. While labels and miscon-
ceptions can cause confusion, the 
combination of informed custom-
ers and experienced professionals 
can help ensure that materials are 
used in ways that allow them to 
perform well, last a long time, and 
look terrific every day.

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 .

Quartzite can be used 
indoors and out.

Natural quartzite is at home in 
many applications, from coun-
tertops and flooring, to outdoor 
kitchens and cladding. Harsh 
weather and UV light won’t affect 
the stone.

Engineered stone is 
best left indoors.

As I learned when I left several 
quartz slabs outside for a few 
months, the resins in engineered 
stone will turn yellow in the 
sunlight.

 
Quartzite is often 
misunderstood.

An unfortunate side effect of 
the desirability of quartzite is the 
temptation to sell stones as quartz-
ite when they are not quartzite. 
Thus, quartzite is commonly 
mislabeled, which has resulted in 
widespread confusion about the 
properties of the stone. So-called 
“soft quartzite” is usually  mar-
ble, which has entirely different 
properties than real quartzite. 
Simple  diagnostic tests  can be 
used to differentiate quartzite and 
marble. 

Furthermore, some sandstones 
are sold as quartzite, which further 
adds to the mix-up. Sandstone and 
quartzite have the same mineral 
ingredients (quartz), but quartzite 
has much lower porosity, as is ex-
plained in the Deep Dive into the 
Properties of Quartzite. 

Thankfully, it seems that both 
industry pros and consumers are 
becoming more discerning about 
what quartzite truly is, or is not.

 
Engineered quartz is 
misunderstood, too.

One well-known brand of man-
ufactured quartz literally calls it-
self natural stone, which it isn’t. 
Manufactured quartz is some-
times thought to be maintenance 
free, which would be nice, but en-
gineered surfaces are not immune 
to staining, chipping, scratching, 
or damage from excessive heat. 
Just as with any other material, 
users of manufactured quartz sur-
faces need to be mindful of the 
properties of engineered quartz 
and the particular requirements 
for its care.

(Some misconceptions about 
engineered quartz are addressed 
in Karin’s articles Sifting Through 
the Confusion about Manmade 
Quartz Surfaces  (see August 
2019 SRG) and  Do Engineered 
Quartz Countertops Stain? (see 
September and October 2019 
SRG for this two-part article).

 
Quartzite needs sealing.

The most common problem 
with quartzites is inadequate seal-
ing – particularly along the edges 
and cut surfaces. As described 
above, some quartzites are porous 
and care must be taken to seal the 
stone. When in doubt, be sure 
to work with a fabricator who is 
experienced with the particular 
quartzite you are considering.

 
Engineered quartz should be 
protected from heat and not 

scrubbed too hard.
In a series of tests, major brands 

of engineered quartz stood up rea-
sonably well to staining, but were 
damaged by scrubbing with abra-
sive cleaners or scouring pads. 
Exposure to hot, dirty cookware 
damaged some types of quartz, 

Some white or light-colored 
quartzites are pretty much 
pure quartz, like Taj Mahal, 
Sea Pearl, and Allure.

The most striking features of 
Marine Blue quartzite are the 
swirls of quartz that melted 
when this stone was brought 
right to the brink of melt-
ing completely. The stone 
also contains mica minerals, 
and vivid orange accents of 
hematite.

Blue quartzites like Imperial 
Blue and Azul Macaubas con-
tain dumortierite, which is an 
uncommon blue mineral.

White quartzites that have a 
marble-like pattern of grey 
swirls and layers, like White 
Macaubas or Infinity White, 
contain thin ribbons of mus-
covite or biotite mica.            

Continued from page 14  

Training & Education
New HR Rules

Please turn to page 18

Continued from page 8

I have a personal example to 
relate. One morning I needed a 
ride-share service (Uber, Lyft, 
Carma Grab, etc.) to get to work. 
When I got in the car, the driver 
had a dog on her lap. I have noth-
ing against dogs. I love dogs. I 
own dogs. Dogs are great.

Unfortunately, the dog became 
a problem during the ride. She 
was paying so much attention 
to the dog that she wasn’t driv-
ing when the lights turned green. 
Several times when the lights 
changed, I had to prompt her to 
drive. She was drifting because 
she was petting the dog and not 
looking at the lanes. We got 
honked at more than once. 

Long story short: I gave her 
a less than stellar review. The 
company contacted me and I 
explained the circumstances to 
them. Turns out the dog was not 
a service dog, but a comfort ani-
mal – not authorized or allowed 
by the company. They do allow 
service animals, but they need to 
be separated from the passenger 
(with the passenger in front and 
service animal in back), and the 
rider is told about the situation 
before pickup, in case there are 
allergies or phobias.

Hiring a Contractor
There is an old issue making a 

comeback for a modern reason. 
Some companies try to discour-
age or prevent employees from 
talking about their pay. Did 

you know that discouraging or 
preventing an employee from 
talking about their pay is ille-
gal. It has been since 1934, and 
there is nothing on the horizon 
to change that. 

Other issues employees can 
talk about are working condi-
tions and hours. Social media 
(Facebook, Twitter, etc.) has 
been blamed for the resurgence 
of this old issue. Let’s face 
it (no pun intended), we talk 
about everything on our social 
media platforms. These three 
issues can be discussed as the 
employee sees fit. 

Another pitfall to be aware 
of is a change to job applica-
tions. Some states have banned 
the question, “Have you ever 
been convicted of a felony?” 
Companies are being advised to 

take that off their applications, 
even if it is allowed in their state. 

Why? As it turns out, if an 
applicant from another state 
that does not ask the “ex-con” 
question fills out the applica-
tion (downloads it or fills it out 
online), you can potentially be 
sued for infringing on their pri-
vacy. Find out what regulations 
are enforced in your area.

There is something on the 
horizon that might end up being 
a big deal for some companies. 
It is not sweeping across the US 
yet, but several states have al-
ready implemented changes to 
worker classifications. This af-
fects 1099 individuals (self-em-
ployed independent contractors).

Anger is an acid that can do more harm to 
the vessel in which it is stored than to any-
thing on which it is poured.  – Mark Twain

THERAPY
DOGS

Animal-assisted therapy involving 
animals as a form of treatment.

EMOTIONAL
SUPPORT DOGS

Medically prescribed animals 
providing theraputic benefits 

through dedicated companionship.

SERVICE
DOGS

Any dog trained to perform tasks 
for an individual with a disability.

https://usenaturalstone.org/got-data-testing-the-performance-of-granite-engineered-quartz-concrete-and-sintered-countertop-surfaces/
https://usenaturalstone.org/got-data-testing-the-performance-of-granite-engineered-quartz-concrete-and-sintered-countertop-surfaces/
https://usenaturalstone.org/got-data-testing-the-performance-of-granite-engineered-quartz-concrete-and-sintered-countertop-surfaces/
http://www.usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=Slippery%20Rock%20-%20Quartzite%20vs%20Engineered%20Quartz
mailto:karinkirk%40gmail.com?subject=Slippery%20Rock%20-%20Quartzite%20vs%20Engineered%20Quartz
https://usenaturalstone.org/mad-marble-geological-look-classic-stone/
https://usenaturalstone.org/mad-marble-geological-look-classic-stone/
https://usenaturalstone.org/definitive-guide-quartzite
https://usenaturalstone.org/properties-of-quartzite/
https://usenaturalstone.org/properties-of-quartzite/
https://usenaturalstone.org/is-quartz-natural-stone/
https://usenaturalstone.org/is-quartz-natural-stone/
https://usenaturalstone.org/is-quartz-natural-stone/
https://usenaturalstone.org/do-engineered-quartz-countertops-stain/
https://usenaturalstone.org/do-engineered-quartz-countertops-stain/
https://usenaturalstone.org/do-engineered-quartz-countertops-stain/
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STONE STORAGE, 
FABRICATION AND 
TRANSPORTATION 
SYSTEMS
Built with the customer in mind, offering 
tremendous strength and support for 
every job they are needed for!

THINK. SAFETY. FIRST.

YOUR SAFETY 
IS WHAT MATTERS

BUNDLE 
RACK

800.991.2120 www.Groves.com

TR6K
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800-575-4401www.braxton-bragg.com   u

EXCLUSIVE OFFER!

$15900
Each

$795
MASONRY

 WET SAWS

      
 ONLY6

CS-40 WET
5” Masonry Wet Saw

 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

• 120 Volt
• 12 Amp
• 12,000 RPM

$12999
Each

 SPECIFICATIONS LE14-11 125 

 Power output 12 A

 No load speed 2800-11500 rpm

 Max. disc size 5”

 Weight 5.1 lbs

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

BUY 5 
GET 1 FREE

BUY 5 
GET 1 FREE

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

Item # 8822

BRAXTON-BRAGG IS NOW THE 
 PREFERRED NATIONAL FLEX 

 DISTRIBUTOR IN THE STONE INDUSTRY

Item # 50030

Lightweight, 
Ultra-Powerful, 
and Built to Last!

Use Code
M206
when placing your order 

Use Code
M205

when placing your order 

Visit us at Coverings’20 booth 9205

$649
ANGLE

GRINDERS

      
 ONLY6

• Microprocessor control with soft start, restart  
 protection after power failure, temperature  
 monitoring, CDC- electronic feedback control
• Highly efficient and resilient motor for more  
 power output
• Longer service life thanks to optimised cooling 
 and revised carbon geometry
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How Many Reps?

Station KTVX reported a man 
in Sandy, Utah, mistakenly 

assumed his local 24 Hour Fitness 
was open… 24 hours. Dan Hill 
went to the gym late one January 
evening and finished his session 
with laps in the pool sometime 
after midnight.

When he emerged, he realized 
everyone was gone and the doors 

were locked.
“Doesn’t the name suggest that 

they stay open 24 hours?” Hill 
complained on Facebook. He 
called his wife, who suggested he 
“find a comfortable place to sleep.” 
Instead, he called police dispatch 
“and the guy pauses for like 10 sec-
onds and says, ‘You’re where?’ ” 
Hill said. 

He explained that he didn’t want 
to risk tripping the alarm system 
and “get busted for breaking and 

entering,” so police responded 
and freed Hill from his unex-
pected prison. 

A manager from the gym apol-
ogized in a statement and said, 
“We made the decision recently 
to close select clubs in the over-
night hours…We clearly did not 
do a good job of our closing pro-
cedures for this club on Saturday 
night.”

 Maybe you should start by in-
forming your membership, pal.

What they are saying is that 
any 1099 worker you hire can-
not do the same work as your 
regular employees. For exam-
ple: You do granite countertop 
work, and you get a big con-
tract for a huge job. You have 
installers who work for you, so 
you will not be able to use any 
1099 installers to help complete 
the project. The 1099 individ-
ual must do something differ-
ent, like plumbing. Now, that 
regulation is not in all states, 
just a few at this time, so check 
your state and local regulations. 

Now, I am not a lawyer. I am 
not giving out legal advice. I 
am just passing along some of 
what I have learned in my re-
cent HR classes and seminars. 
If you have any questions, my 
best advice is to call your local 
agencies and get the right infor-
mation on what is acceptable in 
your location. HR is changing 
daily and you just need to find 
a way to keep up.

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

New HR Rules
Continued from page 15

R-E-S-P-E-C-T

A Hindu holy man, a Rabbi and a 
politician were traveling to to-

gether, headed to a symposium on 
world peace, when they experienced 
car trouble far out of town. They hiked 
for miles and finally came upon a small 
farmhouse. The farmer welcomed them 
and offered them a place to stay for the 
night.

“Only one problem,” the farmer 
said. “ We ain’t got but two extra beds. 
One of you is gonna have to sleep in 
the barn.” The holy man said, “I am 
humble and will be glad to sleep in the 
barn.” Off he went. A few minutes later 
he was back.

“There is a cow in the barn. It is 
against my beliefs to sleep that close to 
a sacred animal.”

“No problem,” said the Rabbi. I am 
humble and will take the barn.” A few 
minutes later, he too was back. 

“There is a pig in the barn!” he said. 
It is against my beliefs to sleep that 
close to an unclean animal.”

There was nothing the politician 
could do but accept his fate. “See you 
both in the morning,” he said.

A few minutes later, there was a 
knock at the door. It was the cow and 
the pig.

“Motivation is the 
art of getting 

people to do what 
you want them to 
do because they 

want to do it.”
— Dwight D.
Eisenhower

mailto:Sharon%40asdrva.rocks?subject=Slippery%20Rock-%20New%20HR%20Rules%20Article
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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

The NEW Species of Viper
Blades and Core Bits

Viper 7-Step 
Granite Diamond 

Wet Polishing Pads

Viper 3-Step Dry 
Polishing Pads

Viper 7-Step 
Quartz Diamond 

Wet Polishing Pad

Viper Venom  
 Quartzite

Viper Ultra 
Compact 
Surfaces

™

Viper Porcelain

Viper Granite 
and Quartz

Viper Quartz and ES Side Cut

800-575-4401  •    www.braxton-bragg.com  • Visit us at Coverings’20 booth 9205
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Stone Restoration and 
Maintenance Corner

More Polishing Techniques

Bob Murrell 
M3 Technologies
Photos by Bob MurrellFor you restoration and 

maintenance profession-
als, polishing marble 

should be pretty straight forward 
by now, right? Even though we 
have many hours and square feet 
of experience, when dealing with 
natural stone, there are always 
surprises and things don’t always 
go as intended.

I mean, let’s face it: if all mar-
ble polished the same, Majestic 
5X Gold would be the only 
product you would ever need. 
Realistically,  5X Gold will work 
fantastic maybe 85 percent of 

of them are beautiful.
So in essence, many of these 

difficult-to-polish marbles and 
limestones can require more steps 
in the refinishing process than 
Crema Marfil, for example, or 
something similar that is normally 
easier to refinish. In many cases, 
these easier-to-refinish stones can 
be totally restored by simply using 

metamorphic limestone, onyx, 
and others weren’t enough, now 
we have to deal with dolomitic 
marbles and limestones sold under 
the guise of quartzites, as well. Of 
course there is also the serpentine 
family that we must deal with, 
and fairly routinely too. By that 
I mean these “green marbles” are 
very common in both commercial 
and residential installations.

What about engineered marble? 

many types of polishing media 
that will work for marble, lime-
stone, onyx and other diffi-
cult-to-polish materials. Some of 
our top products for marble and 
other calcium containing stones 
are Majestic 5X Gold (our #1 pol-
ishing product), Majestic Marble 
Polishing Compound (MPC is a 
wet and easier-to-use version of 
5X–the wet formula keeps the 
powder from going airborne), 
Majestic XXX Shine (a unique 
and different blend of raw materi-
als), and Majestic DiaBrite 10X (a 
more intense version of the XXX 
Shine). We also offer the Majestic 
Spray Polish Crystallizer for some 
particular applications –  I’ll share 
more information on that product, 
later.

As I mentioned earlier, the 
Majestic 5X Gold is our #1 mar-
ble polishing product. 5X Gold 
is comprised of the finest raw 
materials and ball-milled to be 
extra fine. Ball-milling increases 
the surface area, which helps the 
5X Gold work faster, produce a 
higher shine, and go further than 

other competitive products on the 
market. It will work well on 85 
percent of the marble and lime-
stone on the market, and has a 100 
percent satisfaction guarantee.

The Majestic XXX Shine is 
also an extra-fine powder prod-
uct, but composed of a different 
formula, although it works and is 
used much the same as 5X Gold. 
XXX Shine will produce a high 
sheen, but doesn’t have the abil-
ity to remove heavier etches and 
light scratching like the 5X Gold. 
It is more for adding that “pop” to 
already good-looking stone. XXX 
Shine is a green-colored powder.

DiaBrite 10X is another 
green-colored powder and is more 
aggressive then the XXX Shine. 
The term “hotter” is often associ-
ated with the DiaBrite 10X.

Majestic Marble Polishing 
Compound is an old favorite. It 
is 5X formula-based with added 
special conditioners, which make 
it a user-friendly paste. It does not 
easily go airborne and provides 
a very consistent performance. It 
works especially well on cemen-
titious terrazzo.

All of these above products are 
used much the same way.

Please turn to page 21

These are the go-to Majestic marble polishing products I keep in my truck: 
From left: Diabrite 10X, MPC, MPC-5X Gold and XXX Shine.

A sample of etched engineered marble, before polishing.

Polishing results after using Majestic 5X Gold.

5X Gold and DiaBrite 10X: 
notice how fine both the 5X 
Gold and Diabrite 10X are – 
no rocks or chunks, thanks 
to the ball-milling process 
used in production. 

the time or more, but as you do 
more footage and experience dif-
ferent types of marble, that last 
15 percent becomes a larger and 
larger number. Also, we are see-
ing more and more new types of 
stone being installed, nowadays. 
Some of these newly introduced 
stones can present a new set of 
polishing challenges. If all mar-
ble was comprised of the exact 
proportions of the same minerals, 
it would all look the same. As we 
all know, it certainly does not all 
look the same.

If all of the new marble, 

Yes, this type of surface is becom-
ing more and more common, and 
I am not talking about cultured 
marble. At first glance, you may 
not even recognize that some of 
these are, in fact, a man-made 
product. Manufacturers normally 
use marble dust and/or chips in a 
resin matrix. Some of these resin 
and marble-chip formulas can 
present some difficult-to-polish 
situations, but can normally be 
re-polished successfully with the 
right process and products. I have 
had personal experience with 
these engineered stones and many 

the Majestic 5X Gold by itself. 
Fewer polishing steps is the ideal 
scenario, of course. However, the 
more difficult to polish materials 
can often be much more tricky.

Consider, for instance, the ser-
pentine family of green marble: 
Normally, these require taking 
the stone to higher grits when 
honing, to at least 1,800 grit, 
before polishing can be success-
fully achieved. Because there can 
be little to no calcium content in 
many of the common varieties 
of serpentine and serpentinite, 
Majestic 5X Gold will probably 
not give the desired polish, even 
though it does work well on some. 
So a test area is definitely manda-
tory when polishing a green mar-
ble. I have found that once you 
get the stone to 1,800 grit finish, 
use of the Majestic Spray Polish 
Crystallizer, in combination with 
a fine steel wool pad, will usually 
provide the desired level of gloss.

At M3 Technologies, we have 
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Polishing engineered marble using Majestic 5X Gold.

Nature Meets Ancient People and 
Art Down Under

Sharon Koehler
Artistic Stone DesignAustralia, “discovered” 

by the western world by 
British Captain James 

Cook in 1770, is thought to be 
rather new to modern history, 
and occasionally is thought to be 
of little consequence to ancient 
history. Nothing could be further 
from the truth.

There is a place in Australia 
where nature and the ancient 
Jawoyn (Aborigine) people came 
together to create some of history’s 
firsts and some of the world’s old-
est accomplishments. It’s a double 
entrance cave in the western sec-
tion of Arnhem Land, Australia, 
called Nawarla Gabarnmang 
(translated: Hole in the Rock, Cleft 
in the Rock or Passageway). This 
site is older than Stonehenge and 
the Great Pyramids. It is heralded 
as being one of the oldest human 
occupation sites in the world, and 
it is also a place that has some peo-
ple wondering if this is the site of 
the oldest stone mason work in the 
world. 

True, nature created the sand-
stone and quartzite cave, but an-
cient humans transformed it into 
a place rich in history and art with 
their knowledge, stone skills and 
creative talent. 

Nawarla Gabarnmang is ap-
proximately 82 feet long by 50 
feet wide, and the ceiling height 
averages about 6-1/2 feet tall. The 

roof is held up by numerous col-
umns of stone. In its original state, 
the columns were situated about 
three feet apart. The closeness of 
the columns made it difficult to 
move through the chamber, so at 
some time in the distant past, cal-
culations were made and some of 
the stone pillars were moved or 
taken out entirely. This had to be 

Gabarnmang is so remote that 
it is accessible only by helicop-
ter, and so sacred that it is cur-
rently closed to people not of 
the Jawoyn tribe, by decree of 
the traditional owners.

Inside the Gabarnmang rockshelter, the ceiling has been richly 
decorated over a period of thousands of years. Relatively recent 

art (within last 600 years) overlaps some truly ancient work.

done in such a way that the roof 
did not collapse. There are now 
only 36 pillars holding up this 
massive shelf of stone.

There are some pillars that had 
their top sections removed so 
they were no longer attached to 
the ceiling. Then they were either 
taken apart or moved to another 

than the world’s oldest stone axe 
previously discovered.

Pieces of quartzite rock litter 
the floor of the cave. The rock 
pieces came from the ceiling and 
were fashioned into rectangles ap-
proximately 15 inches long, 7-1/2 
inches wide and 4 inches thick. 

location within the cave. Other 
pillars were chipped away, their 
top sections and bottom bases 
still in place, attached to the ceil-
ing and floor. The amazing fact? 
This work was done with stone 
tools. Coincidentally, a stone axe 
with a ground edge was found 
in the area, and is thought to be 
approximately 5,000 years older 

Folk lore handed down says the 
pillows (see page 22 photo) were 
brought by older tribespeople to 
rest on. Most of you know how 
hard quartzite is, and how dif-
ficult to cut and shape. Again, 
they managed this feat only using 
stone tools.

Photo Courtesy Venture North

Please turn to page 22

Continued from page 20

 Do a 25 square foot to 40 square 
foot area at a time. Wet the floor 
with clean water. Use about a 
heaping tablespoon to ¼ cup of 
the product, apply to the surface 
in about an 8 inch line so that it 
will be oriented like the spoke of a 
wheel when the pad is lowered to 
the floor. Using a natural or hog 
hair type pad, buff the area with 
your slow speed machine (175 
rpm) at a nice, slow moving pace. 
After about four to eight passes, 
use a window squeegee (keep in 
your back pocket or in the solu-
tion tank of your machine) to pull 
back the slurry and check your 
progress. If the floor looks good, 
wet vacuum the area, floor rinse 
with more clean water and wet 
vacuum again. Move to the next 
area, completing large areas in a 
checker-board fashion, overlap-
ping to blend.

Typically, I tell contractors 
to work the powder or com-
pound until it begins to resemble 
whipped cream in consistency. 
Variables that you can adjust are 

the amount of time or number of 
passes, the amount of product and/
or water, and the weight of the ma-
chine. I like to use my machine at 
about 125 pounds. Adjust any of 
these variables to get the polish 
you need. If you still have no luck 
achieving the desired results, try 
using one of the other polishes. 
They are all slightly different, so if 
5X Gold isn’t quite providing the 
finish you need, try DiaBrite 10X.     

Many use the Majestic No-Rinse 
Neutral Cleaner in their rinse solu-
tion and as a barrier to avoid splat-
ter marks/etches. Remember, all 
of these products do contain acid 
and will etch if left to dry on the 
stone. Another trick to avoid splat-
ter or heat marks is to use warm 
water when rinsing. I tell contrac-
tors that they can also use a 12,000 
grit diamond impregnated pad to 
help clean up the floor after pol-
ishing. That will typically reverse 
any heat marks. I’ll cover using 
Majestic Spray Polish Crystallizer 
and some other specialty polishing 
products, like Granite’s Gloss, in a 
future article.

So: the most frequent ques-
tion I get is, “Which product do 

I want?” My answer to this is al-
ways the same. I personally like 
the Majestic 5X Gold as my go-to 
product. However, I would always 
keep some XXX Shine, DiaBrite 
10X, MPC, Crystallizer, and some 
other good stuff in the van. It is 
better to have it with you and not 
need it than to have to go back to 
the office to get it. Once you have 
completed your test area, you will 
know which product provides the 
performance you need.     

As always, I recommend sub-
mitting a test area to confirm both 
the results and the procedure prior 
to starting a stone or hard surface 
restoration or maintenance proj-
ect. Also the best way to help en-
sure success is by partnering with 
a good distributor, like Braxton-
Bragg, that knows the business. 
They can help with technical sup-
port, product purchase decisions, 
logistics, and other pertinent proj-
ect information.

Bob Murrell has worked in the 
natural stone industry for over 
40 years and is currently the 
Director of Operations for M3 
Technologies.

 

Stone Restoration
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Omni Cubed Announces 
Product Updates and 
New Kung Fu Tape™

Omni Cubed is excited 
to announce the release 
of updated  Sink Hole 

Saver™ products.

All  Sink Hole Saver™  prod-
ucts now have a “v” added 
to their names. This “v” rep-
resents the version number and 
indicates the model number. 

Sink Hole Saver™ Auto and 
Manual v6 Improvements
The v6 Sink Hole Savers now 

feature a lighter, yet stronger, 

aluminum rail — providing extra 
stability. Omni Cubed also in-
creased the size of their propri-
etary, non-marking rubber cups 
from 5 inches to 6 inches. These 
cups utilize a triple vacuum seal 
and an enhanced concave design 
that allows them to hold on tight 
to both heavily textured stone and 
porous surfaces better than ever 
before. Both the Auto and Manual 

This adjustable slider extends 
from 51 inches to 90 inches to fit 
nearly any slab or difficult job! 
The  slider now comes in both 
a Manual and Auto version.

Sink Hole Saver™ Edge v3
The  Sink Hole Saver™ Edge 

v3 comes in the same three sizes 
as before: 4 foot, 6 foot and 8 foot. 
The only difference is  a name and 
pricing change. All features of the 
Edge, like the mechanical clamps, 
and non-marking rubber bumpers, 
will remain the same.

KUNG FU Tape™ 
Omni Cubed now offers Kung 

Fu Tape™, a product designed 
with the needs of fabricators in 
mind. 

Unlike other construction 
tapes,  Kung Fu Tape™  won’t 
leave a sticky, gummy, tacky, 
hard-to-remove residue on your 
stone. It also won’t bleed into 
the pores of the stone or epoxy, 
and can be cleanly removed 
for up to 10 days after appli-
cation, saving your customer 
from the pains of scraping and 
cleaning their stone, and saving 
stone workers valuable time!   
 

Kung Fu Tape™ offers: 
• No Residue/Clean Removal 
• Strong Backing 
• Safe on Sensitive Materials 
• Stretchy – Holds Seams Tight 
• Easy-to-Tear Edges 
• Non-Marking 
• Waterproof

For more information on these 
new Omni Cubed products, visit 
www.omnicubed.com .

“The trouble ain’t 
that there is too 
many fools, but that 
the lightning ain’t 
distributed right.”
– Mark Twain

The Sink Hole Saver now 
features 6 inch non-marking 
rubber suction cups, and 
the Auto version 6 includes 
a more powerful suction 
pump.
Below: new, multifunction 
Kung Fu™ fabrication tape.

This stone chip may not 
look like much, but it is part 
of a drawing created around 

26,000 B.C. E. 

The most clearly visible art in the Gabarnmang rockshelter 
was added within the past 600 years, overlaying much, much 

older pigments and charcoal drawings.

Below: Only a handful of the general public, and teams of 
archaeologists, have been invited to visit this ancient site.

come in two lengths: 4 foot and 
7 foot.

The  Sink Hole Saver™ Auto 
v6  also features a  brand new, 
powerful VMP750 suction pump, 
with a built in rechargeable bat-
tery pack that’s able to provide up 
to 5 hours of battery life. 

 
Sink Hole Saver™ Slider 

Auto and Manual v6
The  Sink Hole Saver™ Slider 

v6 further customizes your coun-
tertop reinforcement options. 

Down Under

Some of the rock pieces were 
also made into tools.  Other rock 
pieces were used as grinding 
tools. The grinding tools were 
used to make the paint that gen-
erations of ancient artists used to 
cover the cave with paintings. 

Some rock pieces were stacked 
in layers to create platforms for 
the artists to stand on while they 
painted. There is even some spec-
ulation that pieces of the pillars 
and ceiling pieces were made into 
furniture. 

Continued from page 21

Also found at the site is 
Australia’s oldest known (char-
coal) drawing. It is on a piece of 
rock that separated or fell from 
the ceiling, only a little over 1 
inch x 1 inch. The carbon in the 
charcoal allowed this artifact to 
be dated to 28,000 years ago.

As big and rich in history as 
Nawarla Gabarnmang is, it is a 
sacred site to the Jawoyn, and 
well-kept secret until it was acci-
dentally “discovered” in 2006 by 
two archaeological surveyors on a 
helicopter ride.  The first excava-
tion didn’t take place until 2010. 
So, the site of what is thought to 
be the world’s first stone mason 
work has only been known by the 
outside world for 14 years. I won-
der what else they will find there?

Whatever it is, it was done by 
ancient people with none of to-
day’s modern technology and 
know-how. Props to the ancients 
for creating something so mind- 
boggling that all we can do is 
stare in awe, and wonder how 
they did it.  

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

http://www.omnicubed.com
mailto:Sharon%40asdrva.rocks?subject=
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LAMELLAR WATER
CLARIFICATION PLANTS

     Both Systems Include:
• Flocculant Unit
• Coagulant Unit
• Submersible Pump
• Relaunching Pump

 - 66 GPM = 4 HP
 - 105 GPM = 5 ½ HP

• Sludge Dehydrator Bag System
• Filter Bags

 - 66 GPM includes 1 bag
 - 105 GPM includes 2 bags

Sludge Dehydrator Bag 
System

Flocculant Unit
Lamellar Pack - Wavy DividersControl Panel

Relaunching Pump

66 GPM (250 LPM) 66 GPM (250 LPM) 

105 GPM (400 LPM)105 GPM (400 LPM)

CALL
1-877-315-4761

for pricing
and availability

SAVE MONEY AND TIME!!!
NO DOWN TIME CLEANING SLUDGE PITS
4-5 YEAR PAYBACK - THEN FREE WATER

Fully loaded systems
include Delivery & Installation

HOT DIPPED GALVANIZED = 20+ YEARS
All Filter Project Lamellar Water plants are built using sturdy, first quality materials and ground breaking techniques. 

Water clarification plants play an ever-increasing role in running a productive and profitable stone fabrication or 
processing enterprise. 

Everything for the Stone Industry
www.wehausa.com info@wehausa.com
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2020 Colors of the Year 
Channel Calm and Nature

Megy Karydes  
usenaturalstone.comIt’s no surprise that paint com-

panies and trend forecasters 
spend so much time choosing 

a color of the year. They know 
that color can have an enormous 
effect on our daily outlook. Many 
homeowners, interior designers, 
architects, and landscape archi-
tects take color into consideration 
as it impacts everything from the 
color on the walls to the natural 
stone selected for projects.

Two decades ago, Pantone in-
troduced their first color of the 
year. Since then, other companies 
have joined the fray. We asked 
several experts how this year’s 
color of the year will impact how 
homeowners design their homes 
and what types of natural stone 
choices they might make.

Color Sets the Tone
“One of the great aspects of nat-

ural stone  is that it sets the pre-
cedence for the space. You build 
off of the beauty of the  natu-
ral stone to evoke a specific de-
sign style or feeling you want for 
that room,” says Sue Wadden, 
director of color marketing 
for Sherwin-Williams.

Sherwin-Williams’ 2020 
color of the year is a navy-tone: 
SW 6244 Naval. “Pairing SW 
6244 Naval with a variety 

This powder room features Soleil quartzite. 
Photo courtesy Shumaker Design & Build Associates

of  natural  stone  elements  – counter-
tops, flooring, stone veneer accents, for 
example – only enhances the beauty 
and design style that the homeowner or 
designer is trying to achieve,” Wadden 
adds. “Naval and  natural  stone  both 
can be manipulated for a variety of de-
sign styles,  including art deco, farm-
house, and industrial. The possibilities 
are endless.”

Behr’s 2020 Color of the Year 
is Back to Nature (S340-4), which 
was inspired by nature and the world 
around us. “Influenced by our innate 
desire to connect with nature, this 
biophilic shade imparts a fresh sense 
of vitality,” says Erika Woelfel, VP 
of Color and Creative Services at Behr 
Paint Company. “Just as plants release 
oxygen into the air, incorporating an 
ecological green in the home helps pu-
rify and promote a balanced space—
bringing the outside, inside.”

Color as Design Inspiration 
for Natural Stone

Color of the year revelations are 
fun for homeowners and designers 
because they remind us of what’s 
trending, but most people don’t make 
long-term decisions based on them.

“Our clients are inspired by one 
material. Sometimes it’s a natural 
stone slab,” says Suzanne Shumaker, 
principal of Evanston, Illinois-
based  Shumaker Design + Build 
Associates. “Sometimes it’s a color, 
or maybe it’s a piece of art they al-
ready own.”

Shumaker will bring up the color 
of the year during a design meeting 
if the color happens to work for the 
project. In some cases, she says, her 
clients will deviate from the color and 
aim for something different, hoping 
to set the next trend.

Still, this year’s color trends very 
much align with recent projects. 
White and grey stones pair well with 
blue cabinetry, for example.

To use the full slab from a kitchen 
project, Shumaker carried the nat-
ural stone into the powder room. 
The stone is a Brazilian quartzite 
called Soleil sourced from Marble 
& Granite Supply of Illinois. “The 
leather finish softens the bold vein-
ing,” says Shumaker, who calls it 
a piece of art.  The paint is Farrow 
and Ball Inchyra Blue, a blue grey. 
Bathed in a warm natural light, it has 
a green undertone.

For even more depth and tex-
ture to the space, which used to be 
a narrow closet, Shumaker added 
an unlacquered brass faucet from 
Waterworks. “We designed the van-
ity cabinet to run the entire length 
of the powder room, which allowed 
the stone to show off its long linear 
veins,” Shumaker adds. “The toilet is 
on axis with the door, but the window 
and vanity stay the focal point with 
use of color, light and the stone.”

In this client’s kitchen, Shumaker paired a Brazilian Calacatta 
quartzite with blue cabinetry.
Photo courtesy Shumaker Design & Build Associates

Sherwin-Williams chose Naval as 
their 2020 Color of the Year. Please turn to page 30

https://www.sherwin-williams.com/
https://www.behr.com/consumer
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Storm Corral, 40, and a possi-
ble accomplice went to a lot of 
trouble to enter the Cigarettes 

Cheaper store in Sonora, California, 
on December 22, according to police. 

They bored a hole in the ceiling, 
gaining access from a vacant building 
above the business, which probably 
took a couple of hours, Sonora Police 
Chief Turu VanderWiel told Fox40. 
When Corral tripped an alarm inside 
the store, he tried to escape back up 
through the hole, but ended up fall-
ing through the ceiling into a storage 
room, all of which was caught on sur-
veillance video. 

For all his effort, Corral came away 
with a small bag of rolling tobacco 
and two energy drinks, said an em-
ployee of the business, but he caused 
thousands of dollars worth of damage.

Corral, who was already on proba-
tion, was charged with burglary and 
conspiracy to commit a crime. Police 
are still looking for his suspected 
accomplice.

Wasted Effort

According to the Des Moines 
Register, David Ostrom, 40, and 

his ex-wife, Bridgette Ostrom, 38, 
have been tussling over custody and 
visitation issues and property taxes for 
some time.

However, a frustrated David, of 
Paola, Kansas, has come up with 
a unique way of settling their dif-
ferences. He has challenged his ex, 
of Harlan, Iowa, and her attorney, 
Matthew Hudson, to a trial by combat 
and asked the Iowa District Court in 
Shelby County to let them “resolve our 
disputes on the field of battle, legally,” 
the Des Moines Register reported. 
In court documents, Ostrom claims 
such a trial “has never been explicitly 
banned or restricted as a right in these 
United States.” Ostrom also asked for 
12 weeks to secure some Japanese sa-
murai swords. Hudson, for his part, 
argued that the fight could end in a 
death, and “such ramifications likely 
outweigh those of property tax and 
custody issues.” At press time, the 
court had not ruled on the motions.

Dost Thou Yield?

I am a firm believer in the people. If given 
the truth, they can be depended upon 
to meet any national crisis. The great 
point is to bring them the real facts.  
—  Abraham Lincoln
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Call 800-575-4401 for Stone Shield

Stone Forensics Offers Stone 
and Tile Troubleshooting 

Workshop in Florida

Stone Forensics  has 
announced that it 
will be conducting 

its popular Stone and Tile 
Troubleshooting  training 
in June 2020, in DeBary, 
Florida. The  program is 
designed to teach the basics 
of stone and tile installa-
tions failures.

According to Fred 
Hueston, who will be con-
ducting the training: “The 
amount of failures, poor 
installations and other is-
sues with stone and tile 
flooring  are on the rise. 
This seminar is perfect 
for  restoration and instal-
lation contractors as well 
as architects, building en-
gineers and maintenance 
staff who have to deal with 
stone and tile installation 
and restoration.

Training will be held June 
15-18, 2020.  For those who 
wish to become certified 
inspectors, this course will 
also offer certification.

The stone and tile trouble-
shooting program is a full 4 
days with the certification 
test on the last day.   Class 
size is limited. The cost 
of the class is $2,500 per 
person. 

The following topics will 
be covered in this compre-
hensive workshop:

 
• The Geology of Stone
• Understanding the  
  Structure of Different  
  Kinds of Stone and  
  Materials
• Identifying Stone and  
  Tile Types
• Quarry Techniques that 
  Affect the Final Product
• Tile and Slab Production
• Fabrication and  
  Installation Requirements
• Physical and Chemical  
  Testing
• Stone and Tile Forensic  
  Investigation
• Problem Diagnosis
• Stone and Tile Restoration
• Repair and Replacement
• Stain Removal
• Troubleshooting
• Report Writing
• Expert Witness Testimony
• Slip Resistance
• Laboratory Testing

One day will be spent in the 
field examining failures.

For further information 
and to register go to  stone 
forensics.com or contact Dr. 
Fred at 321-514-6845.

© MARK ANDERSON. www.andertoons.com

“Technically, Daylight Savings Time isn’t time travel, but 
sure, I guess if you see another you, try to avoid contact.”

www.sinkits.com     (417) 374-7373     info@sinkits.com

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

Request a copy at braxton-bragg.com

Do You  
Have 
One?

Dr. Fred stands at center left, at the January 2020 Workshop

Viper ® Venom Turbo
Our Top Line of Turbo Blades!
Order a blade now and experience 
why great fabricators around the coun-
try rely on Viper to get the job done!

Call 1-800-575-4401 or Order Online

  www.braxton-bragg.com

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

www.wehausa.com
info@wehausa.com

1-877-315-4761

www.NoLiftSystem.com
503.212.4034

Sales@NoLiftSystem.com

Visit our website for pricing
and more information

#NoLiftSystem

See the No Lift System 
in action on YouTube!

See the No Lift System 
in action on YouTube!

LOWER INSTALL COSTS

INCREASE PRODUCTIVITY

REDUCE INJURIES

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

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

Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

CNC Tooling for 
Natural Stone and  
Dekton

www.braxton-bragg.com
NOW AVAILABLE AT

www.braxton-bragg.com

Braxton-bragg.com
800-575-4401

https://www.braxton-bragg.com/catalogsearch/result/?q=Stone+Shield
http://www.stoneforensics.com
http://www.stoneforensics.com
http://www.braxton-bragg.com
http://www.sinkits.com
https://www.braxton-bragg.com/catalogsearch/result/?q=venom+
http://www.akemi.com
http://www.wehausa.com
http://www.NoLiftSystem.com
http://www.groves.com
http://www.rye-corp.com
http://www.rockcreteusa.com
https://www.braxton-bragg.com/catalogsearch/result/?q=hercules
http://www.laserproductsus.com
https://www.braxton-bragg.com/catalogsearch/result/?q=Diamut
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The Slippery Rock Classifieds
For Sale

Edgemate 100. Edgemate 100 with less 
than 20 hours use on it. All accessories 
included. asking $3000.00. For more 
info ask for Joe when you call. Classic 
Stone Design, 860-426-2800. Email: 
classicstonedesign@cox.net.

_____________

2001 Mantello B5 Bridge Saw. 2001 
Mantello B5 bridge saw with tilting/ 
rotating table. Saw and table are in 
great shape. Pictures and videos available 
upon request. Saw is up & running now, 
primarily used as backup saw...$20,000. 
2011 Fab King in good condition with 
surface polishing blocks...$8,000. 
Contact: CREATIVE COUNTERTOPS, 
937-238-3766. Email joekunk@creative- 
countertops.com. 

___________ 
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@
oliveglassandmarble.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. All equip-
ment is in very good condition. Contact: 
Martin, 403-478-9293,  martin@stone 
concept.ca. 

___________

Business Opportunities

How Many More Sales Do You Want 
This Month? Let’s partner up and grow 
your business. We have been helping 
granite fabricators since 2009 go from 
commercial to build a direct to consumer 
marketing channel. With over 20 million 
in countertop sales at this time, we will 
help you Sell More Granite. Call 877-
877-1916 or visit www.FireUps.com for 
more details. 

___________ 

Project Manager. White House Stone 
is currently seeking a seasoned full-time 
Project Manager. Must have well-rounded 
knowledge of floor, wall, and countertop 
installations for high-end residences. Must 
be willing to wear many hats and instruct 
very talented workers. Please call or send 
resume. Contact: Brian Twardowski, 561-
881-2155, brian@whitehousestone.com. 

___________ 
Positions Available. Looking for crafts-
men to work for our company, White 
House Stone. We are located in sunny 
South Florida. We welcome experienced 
technicians or hard-working, motivated 

Help Wanted

Stone Shop Foreman. Minimum of five 
years experience in a stone fabrication 
shop is required. Knowledge of ALL steps 
in stone fabrication is important. The hours 
are 7:00 am to 3:30 pm with occasional 
overtime. Pay rate is based on experience. 
Health benefits and PTO available after 
90 day trial period. Phillipsburg Marble 
Company is located in northwest New 
Jersey.  Please email resume to  mmeyer@
pburgmarble.com. 

___________ 

helpers who want to learn the trade. Please 
email us with any questions or comments. 
We would love to have you join our team.  
Contact: Peggy, 561-881-2155,  Peggy@
whitehousestone.com. 

___________

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. 

  

Fabricators/Sawyer. Granite and Marble 
Countertop shop looking for fabricators and 
a sawyer. The shop has all Park Industries 
machinery. Job is located in Kailua Kona, 
HI. If you or anyone you know is interested, 
please come by or give us a call! Contact: 
Marlene Johnson, 808-327-6555,  info@
stoneworkspacific.com. 

___________

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 g.covell@
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

April 2020 Friday, February 21, 2020

May 2020 Friday, March 20, 2020

June 2020 Friday, April 24, 2020

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

For your subscription requests, 
address changes, and

FREE CLASSIFIEDS    
visit www.slipperyrockgazette.net

• 176 TON SPLITTING FORCE 
• CHOICE OF CONVEYOR DIRECTION

• 23.6” BLADE LENGTH
• 21.6” SPLITTING HEIGHT
• 5 KW PUMP UPGRADE 
• 3.73” PER SECOND DESCENT  
• 5.71” PER SECOND RETRACT              
• REINFORCED 13.12’ LONG CONVEYOR w/ HIGH SIDEBOARDS
• 39.37” WIDE, 37.4” HIGH, 3.94” PER SECOND SPEEDS
• TESTED and PRESSURES SET PRIOR TO SHIPMENT
• $68,100.00 USD SPLITTER ONLY!

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 160 600 X 550
w/ SHERPA T4L•  

$88,950.00 USD, EXW  
Whitehall, NY

Stone Forensics is now offering its 
popular Stone Inspection Seminar 
as an affordable, self guided Power-
Point presentation. 

Take Dr Fred’s Stone and Tile In-
spection course and learn how to 
take your skills to the next level as 
a certified stone inspector. Evaluate 
installations, understand crack prop-
agation, troubleshoot failures, learn 
problem solving for stain removal, 
efflorescence, lippage, and more.

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

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

Call 321-514-6845

Become a Stone & Tile Inspector

mailto:classicstonedesign%40cox.net?subject=Edgemate%20for%20sale
mailto:joekunk%40creative-countertops.com?subject=Mantello%20and%20Fab%20King%20for%20sale
mailto:joekunk%40creative-countertops.com?subject=Mantello%20and%20Fab%20King%20for%20sale
mailto:Discountmarble%40sbcglobal.net?subject=Park%20Cougar%20for%20slae
mailto:Discountmarble%40sbcglobal.net?subject=Park%20Cougar%20for%20slae
mailto:martin%40stone-concept.ca?subject=Wellcut%20for%20sale
mailto:bette%40oliveglassandmarble.com?subject=ScandInvent%20for%20sale
mailto:bette%40oliveglassandmarble.com?subject=ScandInvent%20for%20sale
mailto:martin%40stoneconcept.ca?subject=Equipment%20for%20Sale
mailto:martin%40stoneconcept.ca?subject=Equipment%20for%20Sale
http://www.FireUps.com
mailto:brian%40whitehousestone.com?subject=Project%20Manager%20Position
mailto:mmeyer%40pburgmarble.com?subject=Help%20Wanted
mailto:mmeyer%40pburgmarble.com?subject=Help%20Wanted
mailto:Peggy%40whitehousestone.com?subject=Craftsmen%20Wanted
mailto:Peggy%40whitehousestone.com?subject=Craftsmen%20Wanted
mailto:mountainmarble%40myemc.net?subject=Installer%20Wanted
mailto:info%40stoneworkspacific.com?subject=Sawyer%20Wanted
mailto:info%40stoneworkspacific.com?subject=Sawyer%20Wanted
mailto:g.covell%40slipperyrockgazette.net?subject=Advertising%20in%20the%20SRG
mailto:g.covell%40slipperyrockgazette.net?subject=Advertising%20in%20the%20SRG
http://www.skmproducts.com
http://www.eurostonemarble.com
http://www.rockcreteusa.com
http://www.ApexEquipmentInternational.com
http://www.stoneforensics.com
http://www.stoneforensics.com
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Adding Modern to a 
Mid-Century Kitchen:

Personalizing  
Military Housing

Steven Schrenk 
PolycorAriel Garneau of home 

décor and DIY blog PMQ 
for Two  began her 

designer adventure as part of an 
always-on-the-move military 
family when she married her 
husband Dan in 2013. She’s built 
a blog and business around how 
to personalize Private Military/
Married Quarters (PMQs), 
housing provided to members of 
the military and their families. Her 
devoted fan base loves to read her 
ideas on how to personalize these 
temporary rental-style spaces with 
smart solutions and delightful 
DIYs.

 

Designer  Ariel Garneau serves 
up retro cocktails to match the 
vibe of her revamped design and 
the home’s original charm.

After she and her husband pur-
chased their first home, a 1960s 
fixer-upper, Garneau faced a 
brand-new challenge: fully reno-
vating a kitchen, from top to bot-
tom, while keeping as much of the 
homes’ retro charm as possible.

“When we bought the house 
we’re currently in, we knew we 
wanted to update it,” she says. 
“The layout’s good, the bones are 
good, it just needed to be mod-
ernized. We needed to take it 
from mid-century to mid-century 

modern. There has to be that mod-
ern part to it – it’s about making it 
accessible.”

The American marble coun-
tertops pair nicely with  Copper 
Peonies Rifle Paper Co. x Hygge 
& West wallpaper and satin brass 
Myles Lever door handles with 
Modern Rectangular Rosette and 
Jasper cabinet and drawer pulls, 
all from Emtek.

Garneau’s style is a unique take 
on mid-century modern: bold and 

Designer Ariel Garneau serves 
up retro cocktails to match 
the vibe of her revamped de-
sign and the home’s original 
charm.
The cement tile here from 
Villa Lagoon looks like it 
might be the original floor-
ing in a mint 1950’s home. 
Garneau’s clever sourcing bal-
ances retro and modern ele-
ments for a space that feels 
fresh.

colorful and full of patterns and 
eclectic home decor that bring 
a smile. But she knows that not 
everyone is as enthusiastic about 
color as she is. And because this 
is a house they will probably have 
to sell in the next two to five years, 
the Garneau needed to make the 
most of the renovation budget, ul-
timately deciding on a substantial 
kitchen renovation.

But she wasn’t overwhelmed. 
She quickly started on a mood 
board for the kitchen renovation 
and homed in on a retro glam 
approach.

“I would have gone full retro, 
but I went with retro glam because 

I needed to be able to incorpo-
rate luxurious, glamorous mate-
rials and finishes in this space so 
that it’s ready for the next family 
when we need to sell,” she said. 
“I can always take down wall-
paper, I can always paint over 
something, but really nice finishes 
like countertops and backsplashes 
and hardware – those are the real 
showstoppers.”

 
Putting the Glam 

in Retro-Glam
From early on, Garneau knew 

she wanted marble – because even 
though marble is very on-trend 
right now, it is an equally timeless 
choice. Plus, marble helped ele-
vate the overall design — helping 
put the “glam” in her retro glam 
vision. But her location provided 

Garneau has transformed this temporary home into a welcom-
ing nest for her growing family. It will be hard to leave this 
home behind with the next military move.   

The American marble counter-
tops pair nicely with Copper 
Peonies Rifle Paper Co. x Hygge 
& West wallpaper and satin 
brass Myles Lever door han-
dles with Modern Rectangular 
Rosette and Jasper cabinet and 
drawer pulls, all from Emtek.

some limitation – her choices were 
basically limited to what was avail-
able in the big box stores. And that 
is not what Garneau wanted – she 
was looking for something special 
and a material that would enhance 

the space. 
“I had been looking for marble, 

but I hadn’t found a type of mar-
ble, or a brand that I really liked. 
I hadn’t really loved the veining 
or the quality of the pieces I was 
finding,” she said.

The subtle veining of the White 
Cherokee marble has a timeless 
look that helps make this space 
both modern and retro.

She finally found the stone 
source she had been searching 
for when she saw interior de-
signer Holly Phillips’ renovated 
kitchen featuring Polycor’s White 
Cherokee marble.

“When I saw her kitchen, I was 
like ‘Yep, this is it,’” she said.

Like Phillips, Garneau partici-
pated in the One Room Challenge 
with her kitchen renovation.

One Room Challenge is a bi-an-
nual event that showcases 20 de-
signers/influencers vetted and 
selected by the ORC team. The 
event, which kicks off the first 
Wednesday of every April and 
October, aims to inspire, entertain, 
and inform the audience of new 
ideas and trends in the world of 
home design.

Garneau then started researching 
Polycor, discovering the rich his-
tory of the company and its North 
American quarries and began 
looking on Pinterest to see how it 
looked in different spaces. 

Fun fact: Garneau lives in 
Polycor’s headquarter province of 

Quebec. Having a local connection 
to an internationally recognized 
company was part of the appeal.

Paint cabinet color: Opal Silk by Behr – a perfect retro choice.

https://www.pmqfortwo.com/
https://www.pmqfortwo.com/
https://www.pmqfortwo.com/
https://www.polycor.com/stone/marble/white-cherokee/
https://www.polycor.com/stone/marble/white-cherokee/
https://www.polycor.com/stone/marble/white-cherokee/
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Adding Modern to a 
Mid-Century Kitchen

The subtle veining of the White Cherokee mar-
ble has a timeless look that helps make this space 
both modern and retro.

“The more I saw, the more 
I was impressed. It’s quality 
stone and definitely worth 
the investment,” she says. 
“And most importantly, it’s 
going to age well. 

“Anything looks good 
when it’s fresh, but how does 
it look three years down the 
road?”

She specifically liked this 
particular American marble 
because she thought it would 
last, which was one of her 
main goals in choosing a 
countertop. Garneau also 
says honed White Cherokee 

& West  wallpaper, so the 
subtlety of the veining was 
an important consideration. 
Other glamorous details in 
the kitchen include the satin 
brass Myles Lever door han-
dles with Modern Rectangular 
Rosette  and  Jasper cabinet 
and drawer pulls,  all from 
Emtek.

“The next person who buys 
from us isn’t going to swap 
out the countertops,” she 
says. “If anything, they’ll 
paint the cabinets or take the 
wallpaper down. But they are 
going to buy it because they 
love the countertops in here.”

 

was the right choice for her 
countertops because it is 
considered very strong for a 
marble, and that utility was 
a factor in her decision, too.

The marble is not just 
being used as the counter-
top, but the backsplash too, 
which means it’s directly up 
against the  Copper Peonies 
Rifle Paper Co. x Hygge 

home and tried to keep as 
much of the original kitchen 
as made sense.

“It’s so easy to take retro to 
kitsch town, and I am all for 
kitschy cute, when it comes 
to Christmas – give me the 
tinsel and the Santas, let’s do 
it,” she says. “But for every-
day living I need my kitsch 
under control.”

The cement tile here from 
Villa Lagoon looks like it 
might be the original floor-
ing in a mint 1950’s home. 
Garneau’s clever sourcing 
balances retro and modern 
elements for a space that 
feels fresh.

A prominent design choice 
that leaned heavily on the 
retro part of retro glam was 
the black and white check-
erboard floor. To add a 
modern spin she and her 
husband chose cement tile 
from Villa Lagoon, The 
Tugboat in Black & White. 
Another modern take on 
retro style is their new apron 
sink,  the IKON 33 farm-
house sink from Blanco 
in Silgranit.  The couple 
kept the original cabinets, 
which they painted along 
with a newly-built window 
bench in BEHR’s Opal Silk 
PPU12-8m. After adding an 
internal thermometer, they 
were able to keep the home’s 
original wall oven, too.

“When we were looking 
the realtor said ‘Oh, you can 
swap that’ and I was like 
“Why would I? If it works, 
it’s going to stay. This appli-
ance outlasted Eisenhower, 
it’s going to outlast you,’” 
she said.

And a kitchen renovation 
isn’t the only big project for 
Garneau this year: the couple 
is expecting their first child 
later this summer, a fact 
that weighed in on the deci-
sion-making process.

“When I think forward to 
the fall and then the next hol-
iday season, the next year of 
my life basically, everything 
we do with her is going to be 
centered around the kitchen 
– whether it’s sitting in the 
kitchen for a late-night feed-
ing, or my husband pacing 
with her in there,” she says. 
“The kitchen is the heart of 
the home, especially with a 
kid on the way.”

Retro Kitchen 
Without the Kitsch

Because the vintage charm 
was a leading reason as to 
why they bought the house 
in the first place, it was im-
portant to Garneau to keep 
as much of it as she could. 
She and her husband chose 
designs that were comple-
mentary to the era of the 

Once this water becomes 
trapped it can result in all 
kinds of problems. Stones 
with iron content can begin 
to oxidize, natural salts 
within the stone can dis-
solve and cause pitting and 
spalling. Aesthetically, the 
stone will appear darker 
since it is constantly wet. 

This problem is becom-
ing more of an issue with 
the increased use of stone 
in showers and exterior 
environments. Besides me, 
there are currently several 

The Stone Detective
To Seal or Not to Seal

people doing experiments 
to demonstrate that sealer in 
wet environments can cause 
these issues. I strongly be-
lieve that care should be 
taken when sealing stone in 
these wet environments.

What I concluded in my 
experiment is that if you 
don’t seal, the stone tends to 
dry out much quicker than if 
you seal them.

Now, in the situation with 
marble walls AND floor in 
a shower, walls are vertical 
and moisture can escape 
through the back–whereas 

www.sinkits.com        (417) 374-7373        info@sinkits.com

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

A Moraware Partner

Streamline 
field to office 

communications.

www.jobwelldone.com

Job Well Done has increased our communication 
and organization of our field operations. 

-AMC of Wisconsin

“

Darker wall tiles at the 
bottom of this marble 
shower show signs of 
water absorption.

a floor is (usually) directly 
on a slab and hence holds 
water longer. Also, the floor 
has a thicker substrate and 
that’s where all the water 
collects.

So, in the case of this 
project: my advice is that 
it’s OK to seal the walls and 
bench, but I wouldn’t seal 
the floor. And, it is always 
best to have a professional 
inspect the problem. Your 
issue might be the result of 
poor installation, after all.

The Stone Detective is 
a fictional character cre-
ated by Dr. Frederick M. 
Hueston, PhD. Dr. Fred has 
written over 33 books on 
stone and tile fabrication and 
installation, and also serves 
as an expert witness. Fred 
has also been writing for 
the Slippery Rock for over 
20 years. Send your com-
ments to fhueston@stone 
forensics.com.

To see the video blog 
mentioned in this article, 
visit BlogTalkRadio.com/
DrFred  on Youtube.
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Wadden agrees that coupling 
blues and white or gray marbles 
are a strong combination.

“Bringing  natural  elements 
that evoke the outdoors is a great 
way to start the morning,” admits 
Wadden. “Natural stone and a deep 
classic blue is the perfect combo to 
achieve balance. Naval provides a 
complementary  backdrop for a 
beautiful marble vanity either as 
a wall color or as a cabinet color. 
It plays perfectly with the creamy 
white and gray veining.”

“Another way to pair  natu-
ral stone with Naval would be to 
add a color-coordinating slab—for 
example,  Blue Pearl granite—as 
an accent wall to be seen through a 
glass shower door to add another 
dose of spa-like elegance to your 
daily routine,” she adds.

Blues and greens are also mak-
ing appearances in kitchens.

In one client’s kitchen, 
Shumaker selected a calming 

Brazilian Calacatta quartzite for its 
grey tones and fine white veins to 
accompany the blue cabinets that 
are the room’s focal point.

Wadden feels Naval cabine-
try with full natural stone back-
splashes—such as a Sea Pearl 
quartzite—can create a truly mod-
ern look. “For that wow factor, in-
stalling Van Gogh quartzite makes 
a stunning island when paired with 
Naval to give your kitchen a truly 
one-of-a-kind look,” she says.

Nature-tones like the green Behr 
is highlighting this year can also 
inspire rooms. For another client’s 
kitchen, Shumaker noted that the 
client wanted the colors and ma-
terial choices to reflect the idea of 
being outdoors, warm weather, and 
connecting with trees and greenery. 
Shumaker chose Soleil quartzite to 
complement the soft green hue on 
the walls.

Neutrals are often the founda-
tion of a homeowners’ palettes but 
it’s possible to choose materials to 
work with each other, including the 
colors of the materials, so they’re 

not fighting to be a focal point. 
Adding natural stone to the mix can 
be a great way to punch up or bal-
ance the colors chosen, whether it’s 
a color of the year or not.

Megy Karydes is a Chicago-based 
writer. Find her at MegyKarydes.
com.

Behr’s 2020 Color of the Year, 
Back to Nature, pairs well 
with natural stone accents.

Brazilian Calacatta quartzite 
paired with blue cabinetry.

2020 Colors of the Year 
Channel Calm and Nature

Continued from page 24

http://www.MegyKarydes.com
http://www.MegyKarydes.com
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The Pro-Lift helps to reduce the risk of injury by doing the heavy lifting 
for you! That means you can send less people to the install. It enables 
you to safely tilt countertops onto cabinets with ease. The Pro-Lift easily 
fits into your installation trucks and vans and can be used to lift, lower and 
transport stone, heavy doors or just about any heavy panel you need to 
move more safely. 

• Compact. Stable. Solid.
• Wireless remote for ease of use
• 1,000 lb (450 kg) capacity; weighs only 74 lb

heavy
let us do the 
heavy lifting
Pro-Lift Automatic

(530) 748-2260
omnicubed.com

FIND OUT MORE!



32 |  March 2020 Slippery rock Gazette
Sl

ip
p

e
r

y
 r

o
c

k
 G

a
z

e
t

t
e

4
1

0
0

 a
p

p
a

l
a

c
h

ia
n

 W
a

y

k
n

o
x

v
il

l
e
, 

t
n

 3
7

9
1

8
PR

SR
T-

ST
D

U.
S.

 P
OS

TA
GE

 P
AI

D
KN

OX
VI

LL
E,

 T
N

PE
RM

IT
 #

25
5

Distributed by

LESS THAN
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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

Capacity: 15,400 Lbs. Per Side

– Your complete source for storing and transporting stone –

Hercules Shop Cart #6706
Capacity: 2,200 Lbs.

Hercules 8 Ft. Kitchen 
Transport Rack #6703

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

“Hercules A-Frames are very sturdy, 
nice looking and professionally-built. I was 
surprised that they came with the wooden 
inserts, to keep the slabs from sliding off, 
which was very much needed. We stock 
around 3,000 slabs, and now all of them 

are on display for ease of viewing.” 
 – Terry Bortolotti, G.M.S. Werks /

Universal Terrazzo & Tile Co.

Visit us at Booth 9205
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