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Check-in desk at Westgate Resort features stunning samples of Santorini Quartzite.
Below: The curving, free-form island in this custom kitchen is a beautiful marriage 

of granite and wood. Emco-Williams’ business is split about 50-50 between 
residential and commercial clients.

Three Generations 
Shape Emco-Williams’ 
Customer Service

From its beginning in 1962, 
Emco-Williams’ roots 
have stood firmly planted 

within the greater Knoxville, 
Tennessee area as a producer of 
cultured marble products. Located 
in Sevierville, Tennessee, about an 
hour’s drive from Knoxville, the 
company was founded by Hubert 
Williams, a local entrepreneur. As 
for the Emco- portion of the name, 
it was simply an abbreviation for 
Electro Mechanical Corporation, 
a franchise that Williams had pur-
chased to make multi-colored cul-
tured slate.             

   
Decades later, Hubert Williams 

put Emco-Williams up for sale, 
and when destiny came-a-knockin’ 
at the door of Bill Grove Senior, he 
took notice, he recalled. “The com-
pany is 58 years old, and we’ve 
owned it for 32 of those years. 
When we first bought it, the com-
pany was manufacturing bathtubs, 
whirlpools and shower enclosures.”

In an effort to add more value 
to their products, Bill Senior and 
son, Bill Grove Junior, decided 
that every shower enclosure would 
now come with glass doors and 
one other option, continued Bill 
Senior. “When we got into mak-
ing the glass doors, we decided 
that offering mirrors wouldn’t be a 
bad idea, either. Around that same 
time, a company named Bevels 
came up for sale in Knoxville. It 

turns out that Bevels did beveling 
on glass for mirrors. So we visited 
the company and got a list of their 
equipment, because before we buy 
any company, we always wanted to 
make sure that the equipment was 
an asset, and that we were getting 
good assets. Surprisingly enough, 
one of the glass beveling machines 
was a Z-Bavelloni.” 

By the next morning, Bill 
Senior had called Z-Bavelloni in 
Greensboro, North Carolina, and 
gave them the model and serial 
number, and asked them if they 
thought the machine was worth-
while, he explained. 

“Turns out, the person I talked to 
was their granite equipment sales-
man and he said, ‘Now, I’ll tell you 
what you want to do. I’ll be there to-
morrow, and we’re going to get you 
set up to fabricate granite. If you 
fabricate granite and have one of 
these machines and have a sign out 
on the street, you’ll be flooded with 
business.’ Sure enough he came 
up, and sure enough we bought the 
machine, and sure enough we were 
flooded with business, and that’s 
how we got started in granite fab-
rication, 17 years ago.” 

Peter J. Marcucci 
Photos by Derek Brodka, 
Larry Hood and Courtesy 
Emco-Williams
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Coverings Announces Cancellation of 
2020 International Conference & Show
Breaking News Update from 
Coverings, March 18, 2020

Coverings has been mon-
itoring the domestic 
and global develop-

ments regarding the coronavi-
rus pandemic for several weeks.

The health and safety of our 
exhibitors and attendees are 
very important to Coverings. 
Given the public health emer-
gency we are currently facing, 
we believe the only prudent 
action at this time is for 
Coverings to cancel for 2020.

As you can imagine, this 
was a very difficult decision. 
Coverings has been providing 
connections, education, and a 
global marketplace for the tile 
and stone industry for more 

than 30 years. However, with 
the limitations to travel, the rec-
ommendations regarding mass 
gatherings, and our concern 
for the health and safety of the 
Coverings community, we have 
decided cancelling is our only 
course of action.

We ask for your patience and 
understanding during this time 
of uncertainty, as there are many 
complexities involved in this 
decision which we are working 
to resolve.

Coverings is, as always, com-
mitted to the education and 
promotion of the tile and stone 
industry. Although the pub-
lic health concerns caused by 

this pandemic have impacted 
Coverings 2020, we look for-
ward to engaging with the 
Coverings community moving 
forward to ensure a robust in-
dustry and show for 2021.

Please monitor Coverings  
website, social media chan-
nels, and future press releases 
as we work toward a successful 
Coverings in April 2021.

Visit the Coverings web-
site for more information, 
including exhibitor and on-
line edication opprtunities: 
https://www.coverings.com/
coronavirus-impact/

https://www.coverings.com/coronavirus-impact/
https://www.coverings.com/coronavirus-impact/
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Emco- 
Williams
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“Yes,” recalled Bill Grove 
Junior, “but it was a little diffi-
cult in the beginning. We had no 
knowledge of natural stone and 
no one to ask for help, so when 
dad and I went for training at 
Z-Bavelloni in Greensboro, we 
took Jon Burns with us. Jon was 
one of our employees who had 
been working with cultured mar-
ble. He was very computer savvy, 
and he and I learned how to use 
the machine even before they in-
stalled it. Then, from that point, it 
was trial and error. We’d put the 
stone on, and hope it would turn 
out okay. Every time that we did 
a project, we’d learn a little bit, 
and we would then challenge our-
selves with a piece that was a lit-
tle bit more difficult. The biggest 
challenge was learning how to 
handle and cut it more efficiently, 
and how to install it better. It was 
learning on the fly, and we’d try 
and get better at it with every 
kitchen.” 

In the beginning, the company’s 
fabrication work was residential, 
but seeing opportunity in other 
markets, the company since then 
has become about 50 percent 
residential and 50 percent com-
mercial, explained Bill Junior. 
“Commercial work to us is hotels, 
motels, hospitality, rental cabins, 
resorts, time shares, apartments 
and restaurants. We are quite di-
verse, and we are now getting into 
the growing trend of porcelain. 
We’ve done a few jobs, but we 
are not a big fan of it, yet.” 

The Nuts and Bolts
Emco-Williams currently has 

two locations. All fabrication is 
done at the Sevierville location, 
which also includes a showroom. 
There’s a second showroom in 
Knoxville for the city folks look-
ing to adorn their living space 
with quality stone amenities or 
cultured products. “We actu-
ally still do cultured marble to 
this day,” continued Bill Junior, 
“but stone and cultured are not 
remotely similar. They are two 
different animals, and we have 
separated the cultured section and 
natural section within the factory. 
The front half is granite and the 
back half is cultured.”

The all-under-one-roof, 18,000 
square foot facility sits on three 
acres. Approximately two-thirds 
of the fabrication space is natural 
stone production, and one third is 
for cultured production. However, 
in the next three months, accord-
ing to Bill Junior, they are going 
to phase out the cultured produc-
tion portion, and expand fabrica-
tion into that space. “We are just 

projects. According to Bill Junior, 
the shop is totally wet and em-
ploys a recently installed Turrini 
Water Filtration System that pro-
vides 169 gallons per minute. 

Synchronous flow to the shop is 
accomplished through two inside 
sales personnel and an office man-
ager, while fabrication is achieved 
with 11 fabricators in the shop 
(four are dedicated machine op-
erators), and the remaining crafts-
men provide hands-on finishing 
or warehouse and slab routing. 
Three two-man crews in three 
trucks take care of the installation 
end. “Our people are very good 
at what they do,” continued Bill 
Junior, “and most have helped us 
grow. One of our lead installers, 
Ken Posey, was so good with peo-
ple, that we made him a salesman. 
As an installer, he really made 
customers feel comfortable and is 
very quality-oriented. His abilities 
are one of the key reasons why 
granite took off for us. ”

Emco-Williams’ service area 

is about a 60-mile radius from 
Sevierville, but they occasionally 
travel beyond that for commer-
cial jobs. As for the logistics, Bill 
Junior said, “After a salesperson 
meets with the client at their res-
idence, we’ll digitally template 
the kitchen with an ETemplate 
Laser, and place all the measure-
ments in a folder and bring it 
back. Typically, the salesperson 
will then create the finished shop 
drawing and digitize it, because 
he has established the client’s 
needs. The saw operator will then 
take it, and if the customer wants 
to come in and take a look at it– 
which doesn’t happen a whole 
lot– we will take them to their 
slabs and do a complete layout. 

“The job layout is also given to 
the CNC operator, and if the cli-
ent did not come in for a layout, 
both the saw operator and CNC 
operator will collaborate on coun-
tertop placement and bring the job 
into production.” 

Wet edge finishing with 
their Montresor Luna. 
The production staging 
area in background (and 
inset) uses a fleet of red 
Hercules carts. 

Below, right: Emco-Williams 
runs two Z-Bavelloni CNC 
machines to keep production 
flowing smoothly.
Above and right: Gearing up 
for early morning production 
in the 18,000 square foot facil-
ity. E-W was an early adopter 
of CNC technology for granite 
fabrication, but sometimes a 
hand-polished touch is needed.

too busy with stone fabrication 
to keep doing it the way we’ve 
been doing it, and we need more 
space.” 

Producing approximately two 
kitchens per day, the materials 
ratio is 80 percent granite, 15 
percent quartz and 5 percent mar-
ble. Equipment consists of two 
Z-Bavelloni CNCs, a Montresor 
Luna 740 edger, a Donatoni 
CNC Jet saw, a Marmo Electro 
Meccanica manual saw and a 
Sasso Flying Flat edge polisher. 
Additionally, a Rye-Corp Fab 
King is the go-to machine for sink 
area fabrication for commercial 
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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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Stone Forensics Offers 
Seminar for Historic Stone 

and Tile Restoration

SRG Mailbag

Fred Hueston of Stone 
Forensics announced 
today that he will be offer-

ing a one day Historic Stone & 
Tile  Restoration Seminar.

Historic stone preservation 
and restoration requires a certain 
knowledge and skill set that goes 
far beyond that of the average 
stone and tile restoration contrac-
tor. Normal floor or countertop 
restoration methods are often not 
appropriate and may even cause 
damage. This course is designed 
to provide the knowledge and the 
tools necessary to be successful 
in this potentially lucrative sector 
of the restoration business. This 
course is taught in a seven hour 
day beginning at 9:00 am, with 
breaks provided throughout the 
day.

About the Instructor
The one-day Historic 

Restoration and Preservation 
course will be taught by stone 
preservation expert, trainer and 
author Frederick M. Hueston, an 
internationally recognized stone 

and tile consultant, and the au-
thor of more than 27 books and 
numerous articles on stone and 
tile. Founder and former owner 
of the National Training Center 
for Stone and Masonry, he is now 
concentrating on full-time teach-
ing, consulting, installation fail 
investigations and expert witness 
work in courts worldwide.

Course Topics
• What is Historical  
 Restoration?
• Standards for Rehabilitation  
 and the National Register
• Who’s Who? (Architect,  
 Contractor, Architectural  
 Conservator)
• Repair and Maintenance of  
 Historical Stone Masonry
• Stone Masonry Cleaning
• Cleaning Historic Stone
• Stain Removal
• Long-term Effects of Cleaning
• How to Market Your Services
• How to Communicate with  
 Architects and Conservators

Class size is limited. To register 
contact Fred at fhueston@gmail.
com or call 321-514-6845.

Dear Slippery Rock Editor

The article by Sharon Koehler 
(March SRG) reminded me of 
my first visit to the Zimbabwe 
Ruins in 1949 (yes, not a mis-
print, 1949!). As a young boy I 
was totally fascinated by the ruins 
and the story we were told was 
that these might easily have been 
King Solomon’s mines. Somehow 
I seriously doubted that, so I have 
looked up the known history and 
found that they were built by the 
Shona tribe in the 12/13th century.

However, this whole article 
about Zimbabwe interested me 
very much and it brought back 
another memory, this time a little 
closer to today, as this happened 
in 1974/75. For those with a his-
torical bent, you might recall this 
was after U.D.I. when the white 
settlers were fighting a revolution 

by the same Shona tribe. 
It was at this time that Zimbabwe 

Black granite was first discov-
ered, and the company I managed 
started exporting it, thus neces-
sitating a trip for me to visit the 
quarries. This was a little more 
complex than appears because 
the quarries were in the direction 
of Mozambique and this was the 
rebels’ hideout if the army got too 
close. As a result the whole area 
was closed to regular civilian traf-
fic, but with special permission 
and timing of the trip to coincide 
with troop movements, one was 
allowed to travel in a convoy from 
Salisbury to Mutoko Hills.

Some of you may recall hav-
ing done business with Murray 
Gouldstone, and as he had been 
with the British South African 
police force, but was now a rep-
resentative for Impala granite in 
Rhodesia, he arranged the trip with 
an army convoy. 

Please turn to page 10
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Stone Services Group Offers Pooled 
Resources for Increasing Revenue

WE caught up with 
Rich Katzmann, 

owner of Stone Services 
Group (SSG) at the 2020 
TISE show to see what is 
new with this innovative 
service company. 

With the addition of Hot 
Sauce, SSG now has four 
systems that help fabrica-
tors increase revenue: Stone 
App, Quote Countertops, 
Granite Gold and Hot 
Sauce. 

Stone App streamlines 
business from lead track-
ing and visual quoting, 
to orders, inventory, pur-
chasing, scheduling and 
production management. 
Quote Countertops helps 
fabricators in two ways: by 
sending them leads and pro-
viding a showroom kiosk for 
low-pressure sales. Granite 
Gold is a consumer protec-
tion plan that relieves the 
fabricator of time-consum-
ing call-backs and provides 
the customer with peace of 
mind that their investment 
is protected. Hot Sauce is 
a program that upgrades 
countertop jobs to include 
premium edges, child-safe 
corners, lazy susans, furni-
ture tops and many more op-
tions to increase your profit. 

“Many resources in our 
industry focus on opera-
tions, but our programs 
primarily focus on increas-
ing net profit,” said SSG 
founder Rich Katzmann. “In 
a recent study, 52 percent of 
fabricators said they make 
less than 10 percent profit. 
So you sell a $4,000 coun-
tertop, and by the time you 

template, fabricate, install, 
promote your company on 
social media and other ser-
vices, you end up with $300 
of that countertop. What we 
are offering are instant pro-
grams to make that $300 
into $600, $800 or $1,000, 
as well as bringing fabrica-
tors more customers with 
our mining techniques.”

“Three of our partners 
come from the stone in-
dustry,” added Katzmann. 
“Inventor of Hot Sauce 
Geoffrey Gran is sharing 
a program he made for his 
business. Granite Gold 
founder Lenny Sciarrino 
sells granite polishing chem-
icals and cleaners. These 
guys are very busy with their 
primary businesses, so Stone 
Services Group is pooling 
marketing resources to share 
these tools with others.” 

From his experience at 
Laser Products, Katzmann 
saw a huge need to improve 
businesses from a software 
and process perspective. 

Katzmann explained, 
“You come to these shows 
and you see that we have 
equipment figured out. 

Robots, CNC routers, and 
all angles are covered. 
From an equipment stand-
point, the stone industry is 
way farther along than in 
the software. You still see 
white boards being used for 
scheduling. There is a huge 
lag. My goal is to get the 
software side caught up with 
the equipment side. 

We have four great soft-
ware partners, and plan to 
add a fifth “area” of oper-
ations in the second quar-
ter. As far as our Services 
division, I am seeing a 
huge need for a national 
installation company (stone 
and solid surface) and am 
working diligently to build 
out that division. Many 
fabricators win large com-
mercial jobs that are either 
outside their normal service 
territory or they don’t want 
to commit their everyday 
crews and disrupt their 
other business. At a 30,000 
foot level, we want to have 
local salesmen/technicians 
in major cities across the 
country to help with local 
training and support.”

Where will you see Stone 
Services Group next? They 
are presenting at the Artisan 
Group Industry Showcase 
in Austin, and exhibiting 
at the Coverings show in 
New Orleans this month. 
They also have joined NSI 
& ISFA, so you may see 
Rich or his partners at one 
of those events.

For more information on 
SSG or its programs, visit 
stoneservicesgroup.com or 
call 815-210-1006. 

Stone Services Group and their product displays 
were busy at TISE. From left, in blue: Jacquie Cook, 

Anthony Anderson and Christina Scobey.

© MARK ANDERSON. www.andertoons.com

“Well, no wonder. Instead of Robert’s Rules of Order, 
we’ve been following Murphy’s Law!”

http://www.UseNaturalStone.org
http://stoneservicesgroup.com
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Capacity Planning
Ed Hill
Synchronous Solutions

Training & Education

Spring is here! For most 
companies, this means a 
dramatic increase in sales. 

Homeowners are interested in 
upgrading both inside and out. 
Remodeling kitchens, baths and 
laundry rooms as well as install-
ing outdoor kitchens are common 
projects in the Spring of each year. 
New construction builders for 
homes and commercial projects 
are ramping up again. Countertop 
fabricators can get really busy. 

myriad other issues could disrupt 
all your plans.

There is a better way.
First, let’s consider the reality 

of “Murphy” (aka statistical fluc-
tuations and normal variability, 
also called “anything and every-
thing that could go wrong”). If 
you design your capacity with 
just enough to meet the expected 
demand, you will always experi-
ence unpleasant surprises. In fact, 
just enough capability is called a 
Balanced Capacity State and such 
a system will never produce to its 
expected result. 

The balanced capacity system is 
one in which the capacity for each 
process step is planned with the 
necessary equipment and staff-
ing to be about equal to the mar-
ket demand. In such an idealistic 
system, there would be no bottle-
necks and no attacks by Murphy. 
Orders would flow through the 
system without accumulating ex-
cess inventory at any place. The 
problem is: That is a practical 
impossibility. Machines do break 
down, key people are sometimes 
not present at work due to myriad 
reasons like vacations, sickness, 
jury duty, bad weather, etc. Even 
through careful capacity planning, 
“Murphy” still exists and can 
appear at the most inopportune 
times.  

While Balanced Capacity may 
seem to be a logical approach for 
an efficient operation and to make 
the most money, the reality is that 
this is simply not true.   The fact 
is that attempting to achieve and 
maintain a balanced system is not 
only a practical impossibility, it 
is a guaranteed failure of man-
agement philosophy. Your man-
agers will spend their time trying 
to regain the balanced status after 
every visit by Murphy, while they 
should be managing the flow of 
materials and information through 
your plant. 

The alternative to the approach 
is called Protective Capacity. This 
is an intentionally unbalanced 

system that maintains a planned 
level of capacity at each opera-
tional step to recover from the in-
evitable attacks by Murphy. One 
or more natural constraints always 
exist within your business.

Given that one or more con-
straints always exist, you already 
do have an unbalanced system. 
That is a good thing, not a bad 
one. Don’t fight it by constantly 
chasing the constraint around, 
embrace it instead. Manage the 
constraints all day, every day. 
Establish the necessary Protective 
Capacity at the appropriate loca-
tions and use it to respond to the 
effects of Murphy.

Protective Capacity is defined 
as the capacity to overcome vari-
ability. This additional capacity 
is designed to absorb the normal 
variabilities that exist every day. 
Further, the amount of Protective 
Capacity should be variable 
across the manufacturing system. 
More of it should be planned for 
those operations that experience 
lots of “Murphy” and less at steps 
that are more stable.

Two basic phenomena, depen-
dency and variability, exist in 
all manufacturing systems which 
result in serious consequences.   
Because of dependencies, vari-
ances in the product flow, caused 
by statistical fluctuations and ran-
dom events, disrupt the planned 
flow of product for the plant.  And 
because of the numerous disrup-
tions, common attempts to bal-
ance the capacity of a plant will 
end up being counterproductive.   
The conclusion is that the focus 
should be on synchronizing the 
flow of products through the plant 
and not on balancing capacities. 
Like water flowing down a moun-
tain river, the orders should flow 
at a consistent rate. The boulders 
that interrupt that river flow are 
not unlike the “Murphy” events 
that interrupt your process flow. 
The water always finds a way 
around those boulders. Your man-
agers need to do the same thing to 
address the “Murphy” events. To 
do that, they will need a planned 
level of Protective Capacity.

The Solution
Effective capacity planning 

must consider the three most im-
portant elements in a business 
plan:

•  The projected market 
  demand in the coming months  
 for each product line.

• The calculated daily/weekly  
 capacity needed to produce  
 that demand, including a  
 planned level of Protective  
 Capacity to overcome the 
 normal statistical fluctuations  
 that will inevitably occur. 

• The resulting financial 
 expectations and goals for  
 your company over the entire  
 planning period.

There are basically three types 
of capacity that should be consid-
ered in your planning:

• Productive Capacity. This is  
 the pure capacity it takes to  
 meet the projected market  
 demand.  This is the minimum  
 needed to satisfy orders and  
 has no accommodation for  
 Murphy. 

 to meet the demand, including  
 accommodation for Murphy.  
 Excessive capacity, which is  
 also calculable, means 
 excessive costs, and should be  
 avoided.

Synchronous Solutions has 
developed a tool to accomplish 
this objective. It is called the 
Protective Capacity Planner 
(PCP). It coordinates those three 
important elements of business 
planning (market projection, 
needed capacity and financial 
goals) into one tool. Updating 
it monthly to reflect the new 
knowledge of market demand and 
changes in internal capacity is all 
that is necessary to assure proper 
planning. 

The PCP is a planning tool. As 
with anything looking into the 
future, it is expected to be a pro-
jection, based on your best knowl-
edge, of the demand in the coming 
months. Based on that demand, 
the software can project the hours 
per day required at the primary 
functional steps. The report will 
tell you the $T goals each month 
and the amount to schedule each 
day to meet those goals. It will 
also alert you to high (or low) de-
mand in the coming months. With 
that knowledge, you can be better 
prepared for the needed capacity. 

The following chart is a por-
tion of the PCP indicating the 
projected hours needed per week 
at each process step. Red font 
indicates some overtime will be 
needed. Red background indi-
cates significant overtime may be 
needed. 

Without an appropriate amount 
of Protective Capacity, the ability 
to create Throughput ($T) value 
will be negatively impacted. 

 

 

 

Protective Capacity is 
not a cost factor; it is a 

strategy to assure 
continued value added 

and profits.

Having too much  
business is a nice 

 problem to have. But  
it is still a problem!

Overtime might help, but…
• It’s expensive
• It has diminishing returns
• It’s usually reactive in nature
• It can create a dependency
• It adds to the chaos

The opportunity 
to create value 
($T) is infinite. 

The opportunity 
to reduce costs is 

quite finite.

Being prepared for this increase 
in business volume is a smart 
(and essential) business manage-
ment practice.  Capacity planning 
is often done with just common 
sense. You may know what can 
be produced through the primary 
steps in your process. Most likely, 
in the countertop industry, this is 
an expected amount of square feet 
per day. You can compare that to 
your expected demand for square 
feet from your market. Then, 
you would plan for the number 
of hours needed per day to get 
it done. If your demand exceeds 
your capacity, your fallback posi-
tion is lots of overtime.

That could be called a “seat-
of-the-pants” approach. It might 
work, but it might not. The over-
time need could cause distress 
among your people. You could 
experience some turnover as a 
result of this. Excessive over-
time also increases the chance of 
errors and it definitely increases 
the chaos. Moreover, this ap-
proach does not provide a plan 
for “Murphy” (aka stuff happens). 
Unexpected machine break-
downs, poor quality materials, 
turnover of key employees, and 

Please turn to page 7

• Protective Capacity. This  
 is the Productive Capacity  
 plus an accommodation for  
 Murphy. The accommodation  
 for that variability is 
  calculable, meaning that where  
 there is little variability, there  
 is little need for Protective  
 Capacity. Where there is high  
 variability, there is need for  
 more Protective Capacity.  
 With adequate records on 
 production and variability,  
 this can be planned accurately.  
 Protective Capacity does not  
 mean higher costs. This 
 cushion of additional capacity  
 is essential to meeting the 
 market demand given the  
 known levels of 
 variability (aka Murphy).  
 Business is all about creating  
 value (Throughput), not only  
 reducing costs. 

• Excess Capacity. This is  
 the amount of capacity over  
 and above the needed amount  
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Capacity Planning

Please turn to page 9

Job Well Done Facilitates 
Mobile Communications

Job Well Done (JWD) is a 
field service software appli-
cation built for the stone 

industry to enable quicker com-
munication and greater collabo-
ration between office personnel, 
templators, installers and cus-
tomers. JWD partners and inte-
grates with Moraware, and while 
the application is primarily used 
by installers and templators to 
improve communication between 
the office and the field, the ben-
efits are realized across many 
departments throughout the orga-
nization. JWD can be accessed 
directly from a user’s mobile 
device and is available in both 
English and Spanish to accommo-
date a wide range of users. 

Historically, stone industry pro-
fessionals have relied on manual, 
paper processes for job distribu-
tion, job progress reports, ob-
taining customer approvals and 
feedback, and much more. JWD 
automates these manual work-
flows to create a seamless solution 
for stone industry organizations. 

their days. Next, JWD users can 
capture pictures on-site and trans-
mit them directly to Moraware to 
provide an instant update on the 
job’s progress. This eliminates 
the manual process of collecting 
the pictures off the mobile device, 
transferring them onto a USB 
drive, and uploading to Dropbox. 
Or it can reduce all the text mes-
sages with job pictures in them, 
that are never attached to any job. 

In addition, JWD helps compa-
nies proactively address customer 
feedback and job-issue resolution. 
Before using JWD, most shops 
wouldn’t be notified about an 
issue until their installer or tem-
plator returned from the jobsite. 
In many cases, communication 
of the specific nature of the issue 
would be corrupted as the mes-
sage gets passed along verbally 
from person to person. What’s 
worse is some shops only hear 
about an issue for the first time 
when a customer calls to provide 
a complaint. With JWD, install-
ers and templators have the abil-
ity to instantly communicate with 
designated persons within the 
organization to convey the issue 
that occurred and their proposed 
resolution, including providing 
pictures as needed. This instant 
method of communication allows 
the workers to remedy the issue 
immediately, all from their mo-
bile device while at the job-site. 

Software Gives Your Team Access to 
Scheduling, Communicates with Templators 

and Installers on the Jobsite & More

First, JWD allows templa-
tors and installers to access their 
schedule on their mobile device. 
This allows for real-time schedul-
ing updates and saves tremendous 
amounts of paper as companies 
no longer need to print out ac-
tivity packets for crews to begin 

Peter Hauser Appointed 
 Braxton-Bragg Director of CNC 

Sales & Technical Advisory

Braxton-Bragg announced 
Peter Hauser is filling the 
role of Director of CNC 

Sales & Technical Advisory, 
concentrating on helping fab-
ricators maximize efficiencies 
on their machinery to improve 
profitability. 

“Braxton-Bragg is changing the 
industry, and I am energized to be 
a part of that change,” said Hauser. 
“More than a tool provider, 
Braxton-Bragg is an educator, 
aiding customers in building and 
growing their businesses. We are 
bringing an even more hands-on 
experience to the market, giving 
fabricators and production man-
agers resources for tooling and 
machinery streamlining.”

Hauser comes to Braxton-Bragg 
from Diamut with a proven track 
record of building and leading 
successful sales programs in in-
dustrial and engineering fields. 
With more than a decade of expe-
rience, one of his greatest accom-
plishments was overseeing the 
installation and operation of the 
fully-automated Stone Factory 
System in Florida. While con-
centrating on building a strong 
and healthy work environment, 
he created detailed processes to 

maximize the machinery efficien-
cies and minimize labor. 

“Peter’s extensive CNC knowl-
edge allowed him to push the 
limits on speed and quality lev-
els, achieving unparalleled effi-
ciencies in the fab shop he ran for 
more than a decade,” said Rick 
Stimac, Braxton-Bragg CEO. 
“This skillset will contribute to 
Braxton-Bragg’s mission to help 
our customers/partners in consul-
tive relationships to assure max-
imum effectiveness and profits.” 

Two of Hauser’s primary initia-
tives in his new role are Facility 
Analysis and Braxton-Bragg 
Academy. Facility Analysis 

involves going through a fabrica-
tion facility from start to finish, 
pinpointing potential improve-
ments, and helping walk the 
customer through improving pro-
cesses, equipment, tooling and 
finances. Next, there are quarterly 
analytical follow-ups, timelines 
and tracking. 

The Braxton-Bragg Academy 
will offer educational videos, 
tips and other helpful informa-
tion from many categories. The 
first video will launch next week 
in the CNC category and covers 
the best technique to mount tools. 
Other topics will concentrate on 
how to measure CNC tooling 
and upload that data into both the 
CNC and the Cad/CAM software. 
Then focusing on how to create a 
“footprint” and the importance of 
repeating this on a regular basis. A 
customer can then take this infor-
mation and run their CNC tooling 
at faster feed rates increasing their 
capacity or reducing operating 
hours. Information for other cate-
gories will follow.

Since its beginning in 1994, 
Braxton-Bragg’s philosophy has 
been to offer the best customer 
service and the best value for the 
money. This is accomplished by 
providing quality tile, stone and 
concrete tooling and supplies at 
the best prices and best in-stock 
availability. For more informa-
tion, visit braxton-bragg.com and 
facebook.com/braxtonbraggllc .

Peter Hauser, Braxton-Bragg 
Director of CNC Sales

As the schedule begins to deteriorate, the inevita-
ble result will be more overtime and growing chaos. 
The reality is that ultimately, all manufacturing sys-
tems are unbalanced. Given that, it is a much better 
strategy to plan for that reality than to fight it. 

Planning for the needed capacity is an essential 
business strategy. With the expected increase in 

sales now that Spring has arrived, now is the time to 
revise those plans.

For more information on how to effectively plan for 
the needed capacity, contact: Ed Hill, Synchronous 
Solutions at www.SynchronousSolutions.com , or 
call 704-560-1536.

Continued from page 6

http://braxton-bragg.com
http://facebook.com/braxtonbraggllc
http://www.SynchronousSolutions.com
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Pressure washing is a fast 
and easy way to clean 
concrete, sidewalks, 

driveways, and other surfaces, 
but when it comes to stone and 
masonry, did you know that pres-
sure washing can cause damage? 
Also be aware that anyone can 
purchase a pressure washer and 
claim to be qualified to clean 
exterior stone and masonry. One 
should always opt to have a pro-
fessional stone restoration con-
tractor to achieve safe, lasting 
results. There are things you 
should know about if you are 
considering offering this service.

Oversaturation Can 
Cause Efflorescence

Pressure washing can remove 
the natural protective patina of 
stone and masonry surfaces. It 
will also remove any coating or 
sealers. This opens up the pores 
in the surface, allowing water to 
seep deep into the stone or ma-
sonry. The higher the pressure, 
the more water the stone or ma-
sonry will consume, and the 
more saturated it will become. 
Oversaturated stone or masonry 
can cause a condition known as 
Efflorescence, a white powdery 
residue that accumulates on the 
surface. This powder consists of 
salts originating from the stone 

Frederick M. Hueston, PhD

Stone Forensics

Thinking About Spring Cleaning?
Navigating the Dangerous Waters of 

Pressure Washing Stone and Masonry Surfaces

severe scaring of the surface. It is 
easy to recognize scaring by deep 
patterns carved into the surface of 
the stone or masonry. 

Efflorescence in masonry
shows as white salts leaching 

to the surface.

Visible scars from a no-tip 
pressure washer can carved 

into the surface

Missing Grout

Chemical damage as a result 
of improper use of chemicals

and the setting material. The salts 
are dissolved from the water and 
deposited on the surface. In many 
cases the salts will deposit into the 
pores without making their way 
all the way to the surface, causing 
pitting, flaking and delamination. 

Scaring/Gouging
In order to get difficult soiling 

removed, many contractors will 
intentionally not place tips on their 
pressure washers. This can cause 

Chemicals
In addition to pressure wash-

ing, unqualified contractors often 
use inappropriate chemicals in an 
attempt to help remove the soil-
ing. These chemicals are applied 
before and during the pressure 
washing process. The chemi-
cals can be driven deep into the 
stone with the high water pres-
sure, causing etching and other 
damage. Common chemicals are 
acids, bleach, and high alkaline 
cleaners, which if not applied and 
neutralized properly, can cause ir-
reversible damage.

Missing Grout and Point
Grout on interior surfaces and 

pointing on exterior surfaces can 
be removed by pressure washing. 
Old grout and pointing becomes 
soft, weak, and cracked with 
age. Using a pressure washer 
accelerates this process through 
oversaturation.

The Proper Use of 
a Pressure Washer

Not all pressure washing is 

damaging, but whoever per-
forms it needs to be aware of the 
following:

1. The surface to be cleaned 
should be inspected and evalu-
ated to determine the softness of 
the material – especially structur-
ally important material.

2. Grout and point should be ex-
amined carefully before washing.

3. Never use a pressure washer 
over 1000 PSI.

4. Never use a zero-point tip. 
Only fan tips should be used.

5. Do not use bleach, acids, or 
high-alkaline chemicals on stone 
or masonry surfaces.

6. The pressure washing tip 
should be at least 12 inches from 
the surface of the material being 
cleaned to mitigate the impact.

In order to avoid damage to 
your stone or masonry, always 
consult with a professional stone 
and masonry restoration contrac-
tor. This article will help you ask 
the right questions about training.

Dr. Frederick M. Hueston, PhD. 
has written over 33 books on stone 
and tile fabrication and installa-
tion, and also publishes a weekly 
podcast, The Tile and Stone 
Show. Fred has also been writ-
ing for the Slippery Rock for over 
20 years. Send your comments to 
fhueston@stoneforensics.com

“Motivation is the 
art of getting 

people to do what 
you want them to 
do because they 

want to do it.”
— Dwight D.
Eisenhower

Patsy Fell-Barker
BG Hoadley Quarries

W O M E N  I N  S T O N E

    Pioneer Award

AS the wife of a fourth-genera-
tion owner/operator of BG 

Hoadley Quarries — a limestone 
quarry and fabrication operation 
in Bloomington, Indiana — Patsy 
Fell-Barker was destined to enjoy 
an active role in the stone industry.   

After her husband, Bert Hoadley 
Fell, passed, Pasty became very 
involved in the business. She was 
determined to see the family name 
continue in the stone industry and 
wanted their company to survive. 

The dedication and determination 
Patsy had to succeed in this indus-
try were admirable. Things were 
not easy. The company was in debt. 
But Patsy believed in what she was 
doing, was determined to continue 
her husband’s legacy, and even sold 
her home to buy their first saw.

Patsy’s son David added: “in the 
time that everything evolved in 
the late 70’s, there were very few 
women in the industry. When she 
took over the business, word got out 
that here was this woman running 
an Indiana Limestone company, 
people were interested. Her name 
became well known.”

Under Patsy’s leadership, BG 
Hoadley had to adapt and cut costs 
wherever possible. She reinvested 
all she could and righted a sinking 
ship.

The company transitioned from 
a Buff slab and sill operation to in-
corporate gray block sales, and also 
became the first Indiana limestone 
company to employ the use of a 
large disc blade saw for the mill. 

Patsy’s late husband had been 
a member of the Building Stone 
Institute and together they had en-
joyed going to BSI conventions, 

getting ideas and making wonderful 
friends.

Patsy remembers that after 
Bert died, Dorothy Kender, then 
Executive Vice President of the 
Building Stone Institute, became 
a friend and confidant, and she 
wanted Patsy to excel as another 
woman in the industry. “She was 
very helpful, I think. Invited me to 
attend meetings, and I did,” Patsy 
said. “They felt that I could do the 
job, I guess, bring a new perspec-
tive of women being on the board. 
Which hadn’t happened before.”

Patsy served on the BSI Board 
from the late 70s until early 1982. 
She would earn the BSI’s presti-
gious “Man of the Year” designation 
in 1981, an obvious, gender-incor-
rect label signifying that the stone 
industry wasn’t yet prepared for the 
contributions of a female leader. 
But this didn’t concern Patsy much. 
She didn’t believe that women of 
her age were that concerned about 
being women of equality. They just 
did it because it seemed to be a nat-
ural thing to do. Patsy went on to 
serve as Secretary of the BSI Board 
in 1989 and became its first female 
President in 1992.

Patsy’s inherent success has al-
ways been driven by her passion 
for natural stone. She adds, “I don’t 
care where you go, the most beauti-
ful buildings and the ones that seem 
to be aging the best are those that 
were made from natural stone.” 

Her advice to women just entering 
the industry is to be willing to make 
sacrifices, which Patsy has, and to 
never give up. She recommends 
looking in the mirror every day and 
saying, “I am capable of doing this 
today.” 

On receiving the Pioneer award, 
Patsy said, “It’s very special to me. I 
hope it will be an inspiration for my 
family to continue to work as hard 
as they do now.”

Congratulations to Patsy Fell-
Barker, the 2020 Women in Stone 
Pioneer.

mailto:fhueston%40stoneforensics.com?subject=Article%20on%20Spring%20cleaning
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AVAILABLE AT

www.braxton-bragg.com • 800-575-4401

Elections should be held on April 16th- 
the day after we pay our income taxes. 
That is one of the few things that might 
discourage politicians from being big 
spenders.   — Thomas Sowell 

Job Well 
Done

Another key area in which JWD 
helps reduce paper and increase 
overall process efficiency is by 
digitizing forms.

 Companies can now collect a 
customer signature directly on the 
user’s mobile device, eliminating 
the need to print paper forms, man-
ually collect signatures, and spend 
time scanning, uploading and orga-
nizing documents. JWD’s digital 
forms also support Home Depot, 
Lowe's and Ikea waivers, COCs 
and other forms. 

What Do Users Say?
AMC Countertops based in 

Wisconsin has been a satisfied 
JWD user for 4 years. “Job Well 
Done has helped us increase com-
munication between our project 
managers and installers without 
any extra effort. Completion pic-
tures and waivers, and even issues, 
are instantly received by email by 
our PM’s and automatically up-
loaded into Moraware, making 
it possible to follow up with cus-
tomers right away,” said Carmina 
Mendez, Owner, AMC. “With 
JWD we have reduced our admin-
istrative costs, shortened our cycle 
time, and we can close jobs faster. 
And it is so easy to use. It’s hard to 
remember how we managed before 
without Job Well Done!” 

The stone industry, like many 
other industries, is becoming more 
digital. Workers rely on technology 
to perform their jobs and customers 

Continued from page 7

expect an efficient and hassle-free 
experience. JWD provides a com-
petitive advantage for stone indus-
try organizations looking to take 
their processes and products into the 
digital age.

If you would like to learn more, 
or to see a demo of Job Well Done, 
please email ryan@jobwelldone.
com or visit www.jobwelldone.com. 

mailto:ryan%40jobwelldone.com?subject=Slippery%20Rock%20review%20on%20Jobwelldone
mailto:ryan%40jobwelldone.com?subject=Slippery%20Rock%20review%20on%20Jobwelldone
http://www.jobwelldone.com
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I have been in the stone busi-
ness for over 30 years, and I 
am still shocked at some of 

the weird calls and things I see 
in this business that are just plain 
strange. Today would be no dif-
ferent, but I had no idea it would 
be a first, even for me.

I was enjoying a cup of joe at 
my favorite greasy spoon and 
overheard Flo talking to one of 
the regulars about a new show on 
TV. I didn’t quite hear the name 
of the show, but I did hear her 
saying something about a little 
girl being possessed.   I thought 
nothing of it, figuring it was just 
the normal diner chitchat that I 
hear every morning. Little did I 
realize that I would be involved 
with a case later that day where 
someone’s marble floor was sup-
posedly possessed.  

I finished my coffee and was 
headed back to the office when 
my cell phone rang. “Stone 
Detective here,” I said. The voice 
on the other end sounded frantic 
and scared. The lady was crying, 
mumbling something about her 
new marble floor was haunted or 
possessed. She was going on and 
on claiming some “spirit entity” 
had entered her home and started 
writing on her marble floor. 

I wasn’t sure why she was 
calling me instead of a priest, 
but it roused my curiosity. After 
she finished her macabre tale, I 
started asking her my standard 
questions. How old was the in-
stallation? When did she start 
noticing the problem? Etcetera, 
etcetera. Then I asked the most 

Frederick M. Hueston, PhD

The Stone Detective
Help! My Marble is Possessed!

important question: why did she 
think her floor was possessed?  

She told me that her white mar-
ble floor was installed about 6 
months ago. One day recently, 
she woke up and noticed what ap-
peared to be blurry words appear-
ing on top of the marble. She told 
me that these words appeared to 
be getting more and more clear. I 
asked her if she could make out 
what the words were. She told 
me that one of the tiles appeared 
to have the number 666, and an-
other one had the word, “Tha…. 
something.” She was convinced 
it was some kind of spirit writing 
or maybe a demon sending a mes-
sage. Well, I almost laughed — 
but then again, I also was pretty 
scared when I saw The Exorcist. I 
told her I would be out there that 
afternoon to take a look.

I arrived at a large house that 
reminded me of the old hill-top 
house in the movie Psycho. As I 
pulled up in the drive, I thought, I 
hope Norman’s not home!  I swear 
I heard some eerie music coming 
from inside the house. 

I don’t know why, but my 
thoughts went to the music from 
Beetlejuice.  I tried to keep a seri-
ous face, but I laughed to myself. 
Maybe I’m watching too many 
movies. 

I grabbed my bag of inspection 
tools and headed for the front 
door. Time to cue my own theme 
music: Tubular Bells.

When I rang the doorbell, a tall, 

pale lady answered the door. She 
was wearing a long black dress 
that reminded me of the one that 
Morticia wore in the old Adams 
Family series. Yep. This is going 
to be a strange inspection, I 
thought.  

She led me into a large living 
room. When I say large–I mean 
large. It looked more like a ball-
room. The floor was a white 
Carrara-type marble. It was all 
perfectly vein matched, a beauti-
ful job. I noticed right away that 
some of the pieces had black 
squiggles and writing that was 
foggy but appeared to be just 
below the surface of the stone. 

I suspected right away what 
was causing it. I looked over at 
“Morticia” and wanted to tell her 
she needed to call Father Dyer.   
No, I didn’t – but I sure thought 
about it!

I did reassure her that her floor 
wasn’t possessed. I asked her 
if she had any leftover pieces 
that had not been installed. She 
told me there were a few pieces 
in the garage. She led me there, 
and indeed, there were several 
large pieces of thin marble lean-
ing up against the wall. I care-
fully grabbed one and pulled it 
away from the wall, to look at 
the reverse side. Bingo – just as 

I thought. There was writing on 
the back of each piece in what 
appeared to be black magic 
marker.  I told her that the alco-
hol-based ink in the marker was 
bleeding though the stone and 
was wicking to the surface of the 
stone. She genuflected and said 
a relieved “Thank goodness!” 
I told her that the stone would 
need to be poulticed to remove 
the stains, and it could take nu-
merous poultices applications.   
Another cased solved – and an-
other stone floor exorcised! 

What do you think: should 
I charge more for “ghost 
busting”?

 The Stone Detective is a fic-
tional character created 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 comments to fhueston@
stoneforensics.com.

Listen Closely

A guy walks into a bar, sits 
down, and the bartender 

says, “What’ll you have?”

“Jim Beam on the rocks,” the 
man says.

As the drink is being served, 
the bartender says, “That’ll be 
$7.50, please.”

The guy scowls. “What are 
you talking about? I don’t own 
you anything!”

“Of course you do!”
“I most certainly do not!”
Another man down the bar 

has been taking it all in. He 
approaches the bartender and 
says, “I happen to be a law-
yer, and what this man says is 
correct. You made the original 
offer, which was binding upon 
acceptance. Since there was no 
stipulation for remuneration, 
Ipso Facto the drink is free.”

 The bartender isn’t happy, 
but he accepts defeat. He leans 
across the bar and barks to the 
guy, “OK, you beat me out of a 
drink fair and square. Now get 
your ass out, and don’t let me 
catch you back in here again!”

A few days later, the same 
guy strolls though the door. The 
bartender is furious.

“Hey, deadbeat! What are you 
doing here? I told you to stay 
away from this place!”

The man recoils in shock. 
“Are you crazy, sir? What are 
you talking about? I’ve never 
been in this bar!

The contrite bartender apolo-
gizes. I’m so sorry for the mis-
take. You must have a double.”

“Why, thank you! the guy 
says with a smile. “Make it Jack 
Daniel’s this time.”

SRG Mailbag
Continued from page 4

So about 5 or 6 of us got into a Land 
Rover with 4 or 5 army transporters 
ahead of us and an equal number 
behind. About 15-20 miles from the 
quarries the convoy waved us good-
bye and was careful to wish us good 
luck as they disappeared down the 
road, leaving us in the solitary Land 
Rover, driving down dirt roads to the 
quarries. Just before getting there we 
were met by two armed guards who 
told us that we had to abandon the 
truck, walk the rest of the way and 
they would act as our bodyguards 
as, I repeat, this was all rebel terri-
tory. After a few minutes’ walk the 

lead guard got a couple of 100 yards 
ahead, as he was used to walking the 
jungle and we were not. Suddenly we 
heard a gun go off, so we all thought 
we were being attacked by rebels. I 
promptly dived to the ground and had 
the privilege of having 4 or 5 fairly 
heavy gentlemen, to include Murray, 
piled on top of me. 

Let’s say that it was most uncom-
fortable, but I was buoyed by the 
thought that when the Assegai (stab-
bing spears) guys came, I would be 
on the bottom and thus protected! 
However, nothing further happened 
and after 15-20 minutes we stood up, 
dusted ourselves off and continued 
walking. When we got to the quarry 
we discovered that the reason for the 
shot was not rebels, but our guard had 

shot a Guinea fowl for lunch! There 
was much rejoicing by all. The rest 
of the trip was uneventful, and we re-
turned to Salisbury late that evening.

Concerning Zimbabwe Black gran-
ite, once it arrived and was sold in 
North America, we discovered a 
peculiar phenomenon: sawn slabs 
looked perfect, but some polished 
slabs would show a black “knot” 
about the size of a baseball, generally 
circular. One of my customers, Mr. 
Marc Bussiere (of Bussiere Granite, 
Megantic, Quebec), found a solution 
to the problem by wiping the spots 
down with diluted muriatic acid, after 
which they would disappear. 

A friend of mine, Dr. William B. 
Size, was a professor of geology at 

Emory University, so I asked him 
what could cause this problem. He in-
vestigated and inspected a few pieces 
of stone with the defect clearly visible 
and gave the following explanation: 
Zimbabwe Black is an igneous rock, 
and was basically formed by erup-
tions from down below. 

During these eruptions, some mol-
ten lava would be spewed into the air 
and, due to surface tension, become 
ball-shaped, after which it would 
fall back into the remaining magma. 
However, that meant that these gran-
ite balls were in fact much denser than 
the surrounding material because the 
curved shape had reduced the vol-
ume. When these balls fell into the 
surrounding magma they melted once 
again, forming an integral part of the 

block so that, when it was sawn, you 
did not see this. However, under the 
polishing process, because these balls 
were denser and a little harder than 
the surrounding stone, they would 
take a deeper, darker gloss which be-
came visible. The muriatic acid treat-
ment aforementioned would simply 
attack the highly polished surface and 
tone it down a little to blend with the 
remaining material surrounding the 
balls. Suffice it to say that it worked, 
and that Zimbabwe Black is still being 
exported to this day some 45 years 
later!

Yours sincerely,
Peter T. de Kok

mailto:fhueston%40stoneforensics.com?subject=Hey%2C%20Stone%20Detective%21
mailto:fhueston%40stoneforensics.com?subject=Hey%2C%20Stone%20Detective%21
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The carefully detailed 
stone-clad lobby 
of 7 Bryant Park is 

the result of an extraordi-
nary effort by the design 
team to procure exactly 
the right materials and 
achieve the highest level of 
craftsmanship.

A thirty-story speculative 
office building at the south-
west corner of Manhattan’s 
Bryant Park, the tower 
makes the most of its prox-
imity to an important green 
space with a sculpted fa-
cade overlooking the park 
and a generous public space 
at ground level. The defin-
ing element of the design is 
a pair of mirrored conical 
forms carved out within the 
rectangular massing of the 
tower at the corner diago-
nally opposite the park.

The conical motif is re-
peated in the ground floor 
entry lobby through the 

arrangement and detailing of 
the stone elements. Mocha 
Crème limestone is used 
for the walls and Moleanos 
limestone for the floors, 
with accents of Calacatta 
Caldia marble and Jet Mist 
granite. Limestone was cho-
sen as the primary stone for 
its warmth, richness, and 
light tone, with the more 
richly grained white marble 
and black granite adding 
contrast to the palette.

On the floor, the triangular 

contour of the cones is rep-
resented by contrasting 
panels of white marble 
with black granite accents 
against a field of beige 
Moleanos limestone.

On the walls, the motif is 
represented by shallow con-
ical recesses in the Mocha 
Crème limestone. Oversize 
cubic stone panels were 
individually carved with a 
CNC router, then assembled 
on-site over a sloped struc-
tural steel frame. To create 

the illusion of cones carved 
out of a continuous flat 
wall, a close visual match 
between the thicker carved 
slabs and the adjacent flat 
slab panels was essential.

Finally, for the elevator 
lobbies, Calacatta Caldia 
marble, with a bright-white 
background and light vein-
ing, was chosen to provide 
balance and brighten the 
palette.

Grand Pinnacle Award 
7 Bryant Park  
New York, New York

Natural Stone Institute
Member Company

Pei Cobb Freed & Partners 
New York, New York

Architect

Other Project Team Members
Marmi e Graniti d’Italia

Stone Supplier

Stone Truss Systems
Stone Installer

Stone
Mocha Crème limestone

Moleanos limestone
Calacatta Caldia marble

Jet Mist granite

Judges Comments:
Executed with pinpoint precision, this extremely 

innovative, well detailed lobby delighted the jury, 
who also loved how the conical wall motifs and the 
triangular floor panels meet “on point.” They ad-
mired how the concave curve of the limestone panels 
reflects the mirrored conical motif within the exterior 
façade. The project exhibits superior stock control in 
unforgiving lighting conditions – showcasing texture 
and craftsmanship.

Grande Pinnacle
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AS Marie Antoinette once 
said, “If the people are 

too poor to eat fish, let the fish 
eat them!”

(Oh, wait. I think Miz Marie’s 
exact quote had something to do 
with bread, not fish. Or was it 
cake? Hmm. I distinctly remem-
ber she said something about 
eating, but she was nearly out of 
her head at the time, so forget I 
brought it up.)

Sam Venable 
Department of Irony

The Fish Sure 
Are Biting Today

What we do need to consider, 
though, is why Americans are 
shelling out good money to have 
fish gnaw on their feet? Which 
is what an estimated 50,000 
folks have done—at a rate of 
$35 for a 15-minute session—in 
the waters of the Yvonne Hair 
and Nails salon in Alexandria, 
Virginia.

Yep, at Yvonne’s, 100 tiny 
carp will chew the dead skin off 
your tootsies.

According to a recent 
Associated Press dispatch, fish 
pedicures have become quite 
popular in the D.C. suburb. The 
process originated in Turkey 
and has spread to some coun-
tries in Asia.

The little beasties doing the 
work are Garra rufa, or “doc-
tor fish.” They are toothless, so 
there’s no way they can attack 

And Patsy Fisher (who, by the 
way, has a great last name for a 
story of this nature), of Crofton, 
Maryland, who said, “It’s a little 
ticklish, actually.”

Also quoted was podiatrist 
Dennis Arnold, who had never 
heard of the procedure and 
doubted it would achieve wide-
spread acclaim: “I think most 
people would be afraid of it.”

Afraid? No, I wouldn’t say 
that.

We’re talking about a 

living flesh. Nonetheless, they 
apparently have quite an appe-
tite for dead, flaky skin—and if 
you’re into a bowl of dead, flaky 
Wheaties right now, please ac-
cept my deepest apologies. After 
the fish have dined and loosened 
the landscape, customers then 
undergo a standard pedicure.

The AP story quoted sev-
eral happy customers includ-
ing KaNin Reese, age 32, of 
Washington, who said, “It kind 
of feels like your foot’s asleep.” 

container filled with tiny fish, 
not black widow spiders, rat-
tlesnakes, snapping turtles or—
bleech!—garden slugs. But it 
does seem incredibly weird to 
pay to feed fish with your own 
skin.

Crazier things have happened, 
of course. If this fad catches 
on, I’m sure the fishing tackle 
industry will take note—and 
maybe bring the idea to full 
economic and piscatorial cir-
cle. Don’t be surprised to see 
lures featuring human skin on 
BassPro shelves near you.

But speaking as one who has 
turned many a finny critter into 
supper, I thought we were the 
ones who skinned the fish. Not 
the other way around.

Sam Venable is an author, co-
medic entertainer, and humor 
columnist for the Knoxville 
(TN) News Sentinel. His latest 
book is The Joke’s on YOU! 
(All I Did Was Clean Out My 
Files).

Contact Sam at sam.venable@
outlook.com.

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

Comprehensive warranty coverage

Financing available

Go Digital.

Lowest 5-Year Cost of Ownership
You are fully equipped, trained & covered for only $17,700.

LPI 
$17,700

• 5-year comprehensive 
warranty coverage 
including accidental 
damage

• Overnight loaner 
program

• No annual maintenance  
or calibration required

Competitor A 
$29,500

• 1-year limited warranty 
coverage (defects & 
workmanship only)

• No overnight loaner 
program

• Annual maintenance or 
calibration required

Competitor B 
$29,000

• 5-year limited warranty 
coverage (defects & 
workmanship only)

• No overnight loaner 
program

• Annual maintenance or 
calibration required

Competitor C 
$19,900

• 3-year limited warranty 
coverage (defects & 
workmanship only)

• No overnight loaner 
program

Cost of Ownership Breakdown Over 5 Years

On average, companies who operate a digital templating system want it to last  
at least 5 years with a piece of mind that they are covered from any malfunction  
or even accidental damage. 

Over the course of those 5 years with other systems, it may cost you as much as 
$29,500 to have just limited warranty coverage. Not with LPI. We have you covered. 

“I’ve managed to 
convince my wife 
that somewhere in 
the Bible it says, 

‘Man cannot have 
too many shotguns 
and fishing poles.’ ”
— Norman Schwarzkopf

Gulf War Commander in Chief

mailto:sam.venable%40outlook.com?subject=Who%27s%20fishing%20now?
mailto:sam.venable%40outlook.com?subject=Who%27s%20fishing%20now?
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Architectural Carving/Lettering/Sculpture 
Mosque in Shali City  

Chechnya, Russia

Judges Comments:
Not many things inspire to this level. Monumental 

and awesome. The mosque impressed in both sheer 
size and for the quantity, variety, and scope of all 
that marble detail and execution. The organization 
and management of the project was a sheer feat.

A rare white marble 
is the primary 
stone used for 

interior and exterior clad-
ding of the new religious 
center in the town of Shali 
in the Chechen Republic of 
Russia.

The project, which im-
plemented careful marble 
supply, marble consulta-
tion, and installation work, 
started in 2016 and was 
completed in July 2019. 
This mosque, which is 
designed with traditional 
Uzbek rhythm with many 
white marble spindles and 
columns, is to become 
the major attraction in the 
very center of Shali town 
in Chechnya and will 
be among the biggest in 
Europe with a projected 
capacity of up to 20,000 
worshipers.

The completely white 

Thassos marble, which is 
found only in one small 
island in Greece, had been 
selected for its color and 
sparkling nature. This mar-
ble provides a very high 
sunlight reflection quality 
which is an added value 
especially in warm regions. 
The rare and specialized 
supply of this raw material 
was an additional challenge 
in the time frame given.

All the white marble 
pieces for the cladding were 
minimally 3cm in thickness 
and had been dry installed 
with profiles. Colored gran-
ite, onyx, and marble inlays 
displaying flowers and 
eastward symbols in the 
exterior and interior arches 
created visual interest and 
contrast to the overall white 
mosque.

Managing the handling, 
transportation, and instal-
lation of the entire proj-
ect was an overall feat. 

The weight of the massive 
spindle columns, elaborate 
artifacts, column capitals, 
and balustrades created a 
particular challenge. Given 
the enormous height of the 
minarets at 63.3m, and the 
weight of the elaborate and 
delicate marble pieces, spe-
cial care had to be given to 
transporting them 2,000 km 

by road and seaway.
All artistic elaborations 

were done by state-of-the 
art machinery and then 
finished by hand. Careful 
stone consultation was im-
plemented in-house which 
allowed the opportunity to 
deliver adjustments wher-
ever needed.

Continued from page 11

Please turn to page 22

Natural Stone Institute
Member Company

FHL Kiriakidis Group
Drama, Greece

Stone Consultant/Supplier/Installer

Other Project Team Members
Abdukaxxar Turdiev

Architect/Designer

Trion A.K.G. Marble
Stone Installer

Stone
Blue Bahia granite

G603 granite
Mary Gold granite

Baltic Brown granite
Onyx K21

Indian Green marble – interior
Indian Green granite – exterior 

Giallo Reale marble
Rosso Alicante marble
Tunas Green marble

Thassos marble

Increased Profitability 
Business Management Training 

Financial Benchmarking
Operational Best Practices

and Support 

WHY JOIN US? 

Join us during our next meeting!
 

New Orleans, LA
April 20 - 22

 

If interested please contact
Amandam@rockheadsusa.com

"This network is filled with smart, compassionate people that want to continue
to raise the bar within the countertop fabrication industry. "
 

Geoffrey Gran, The Countertop Factory Midwest, Chicago, IL

"Engaging with a group of business leaders that have the same goals as us has
been incredibly rewarding in how we benchmark our own operations."

 
James Freeman, Colonial Marble, King of Prussia, PA

"Rockhead Members are always proactive about their business and constantly
bring us new opportunities to expand our product categories"
 

Rick Stimac, Braxton Bragg, Knoxville, TN

For more info, visit www.rockheadsusa.com
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The Definitive Guide to Quartzite

Quartzite may be the most 
confusing natural stone 
out there. A quick internet 

search will reveal an unsettling 
disparity of information. Some 
people say it etches. Some say 
it doesn’t. Sometimes you hear 
it’s a hybrid between marble and 
granite. Yet, others report that it’s 
harder than granite. Which is it? 
Why are there such conflicting 
reports about quartzite?

Let’s use my favorite tool – ge-
ology – to suss out the answer to 
this mystery.

I’ll get right to the point: quartz-
ite is commonly mislabeled. Some 
quartzite is the real deal, but 
sometimes marble or dolomitic 
marble are labeled as quartzite. 
Because each of these stones be-
haves differently, people might 
understandably conclude that 
quartzite is variable. But it isn’t; 
quartzite has very consistent 
properties. Unfortunately it has 
variable labeling.

What is Quartzite?
Quartzite is a metamorphic 

rock made almost entirely of the 
mineral quartz. Quartzite begins 
its geologic life as sand grains, 
perhaps on a beach, desert dune, 
or riverbed. Over time, the sand 
grains become compressed and 
stuck together to form sandstone. 
If the sandstone gets buried ever 
more deeply underneath layers 
of rocks, it gets hotter and more 
compressed. With enough heat 
and pressure, the sand grains lose 
their original shape and fuse to 
their neighbors, forming a dense, 
durable rock. The process is simi-
lar to individual snowflakes merg-
ing into solid, glacial ice.

Quartzite is usually white or 
light-colored because quartz 
sand is light in color. Additional 
minerals carried by groundwater 
can impart hues of green, blue, 
or iron-red. Van Gogh and Azul 
Macaubas quartzites are examples 
of vivid coloring.

Regardless of color, quartzite is 
made of one thing: quartz. That’s 
helpful because quartz has dis-
tinct properties that make it easy 
to tell apart from other minerals. 
(Note I’m talking about the min-
eral quartz, not the composite 
countertop material that is also 
named quartz.)

Properties of Quartzite
Hardness

You needn’t be a geologist to 
appreciate the hardness and dura-
bility of quartzite. Not only does 
this make for a tough stone, but it 
also makes it easy to tell quartzite 
from the impostors. Quartz is 7 on 
Mohs hardness scale. That means 
it’s harder than glass and harder 
than a knife blade. These things 
are easy to test with a sample of 
stone.

If a rock that is labeled as 
quartzite is soft, then it was misla-
beled. The unfortunate term “soft 
quartzite” has emerged to try to 
explain why a rock that is labeled 
quartzite is actually not hard and 
durable like real quartzite. There 
is no such thing as soft quartzite 
though. There is only one kind of 
quartzite and it’s hard. A rock la-
beled as “soft quartzite” is most 
likely marble.

Resistance to Acids
Quartzite will not etch from 

acids like lemon juice or vine-
gar. If a rock labeled as quartzite 
becomes etched from acid, then 
it’s been mislabeled. Marble and 
dolomitic marble, on the other 
hand, will etch from these acids. 
Dolomitic marble etches slightly 
more slowly than regular marble. 
But quartzite will not etch at all 
from normal kitchen acids. Not 
one little bit!

Porosity
Quartzite has a range of po-

rosities. Some, like Taj Mahal 
or Sea Pearl, have been highly 
metamorphosed, and the miner-
als are bonded together tightly. 
White Macaubas and Calacatta 
Macaubas have been exposed 
to less intense pressure, so they 
are more porous and will benefit 
from sealing.

 
How do you know if it’s 

real quartzite?
I know what you’re thinking. If 

the rock is sometimes mislabeled, 
then how do you know what it ac-
tually is? Thankfully, there is an 
easy test that anyone can do. It’s 
called the glass test.

Who should do the glass test? 
Everyone. People who sell 
quartzite should do it because 
they can easily find out if the 
rock is correctly labeled, and 
they can change the labeling if 
needed. Consumers should also 
do the glass test because not 
every showroom has read this 

Karin Kirk 
usenaturalstone.com

Diagrams and photos by 
Karin Kirk and courtesy 
Natural Stone Institute

Please turn to page 15

©2017 by Karin Kirk for MIA+BSI

article. It’s worthwhile to learn as 
much as you can about any stone 
you are buying (or selling).

• Use a glass tile.
• Find a rough section of the  
 stone, preferably a pointy edge.
• Put the glass tile on a table,  
 then try to scratch the tile with  
 the stone. Press hard.
• Inspect the scratch. Is it really a 
 scratch? Or is it a powdered  
 trail of crumbled rock?
 If the stone is variable and has  
 more than one color or type of  
 mineral in it, repeat the test in  
 different places.

What the results mean:
Real quartzite will scratch glass 

easily. You’ll hear it grind and 
you’ll feel it bite into the glass. 
The resulting scratch will be obvi-
ous. Yeah! You’ve got quartzite!

Non-quartzite will either leave 
no scratch or a very faint scratch. 
Often the rock feels slippery 
against the glass. It doesn’t make a 
noise. It leaves a powdery trail that 
rubs right off. Darn. Not quartzite. 
But aren’t you glad you know that 
now?

What if there is no broken edge 
to use, such as a full slab with ep-
oxied edges?

You can do a similar test with a 
knife blade. Try to scratch the rock 
with the tip of the blade. Genuine 
quartzite will be scratched lightly 
or not at all. Marble or dolomitic 

marble will be easily scratched.

You can also try the etching 
test.

Put lemon juice or vinegar on 
the surface of the slab, and let it 
sit for 15 minutes or so, and then 
wipe it off and see if the stone is 
affected. Etching can look like 
a lighter area, a darker area, or 
a place where the shiny finish 
of the stone has become dulled. 
When exposed to acids like vin-
egar or lemon juice, marble will 
show obvious etching. Dolomitic 
marble will show more sub-
tle etching. Quartzite will have 
zero etching. Note that strong 
acids like in rust stain remov-
ers can etch even granite and 
quartzite. For our purposes, we 
are talking about everyday acids 
you’d cook with: tomato sauces,  
balsamic vinegar, etcetera.

The knife blade test is a 
simple and easy way to 
determine if that slab is 

marble of quartzite.

The U.S. tax code was 
written by “A” students. 
Every April 15, we have 
to pay somebody who 

got an A in accounting 
to keep ourselves from 

being sent to jail. 
— P. J. O’Rourke 
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overall composition of marble. If 
you suspect there may be some 
variation in a slab of Fantasy 
Brown, do the glass or acid tests 
on each area individually and 
you will be able to tell which 
layers are marble and which are 
quartzite.

Geology is your friend
The confusion surrounding 

quartzite and marble is under-
standable. The stones look alike, 
and the abundance of conflicting 
information further muddies the 
water. Thankfully, the properties 
of quartzite make it easy to dis-
tinguish from other stones. Try 
the tests and see what you find. 
Exploring the properties of dif-
ferent stones can inspire confi-
dence if you’re uncertain about 
a stone, or it can eliminate one 
from contention if it fails to meet 
your needs. Either way, being 
informed about your stone is the 
way to go. So roll up your sleeves 
and try out a little geology!

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 reg-
ular contributor to usenatural 
stone.com and the Slippery 
Rock Gazette. Contact her at 
karinkirk@gmail.com .

These simple tests will go a 
long way toward sorting out the 
mystery of quartzite. Plus, you get 
to do a little geo-detective work 
and learn about your stone in new 
ways.

 
Things that do not help 

distinguish quartzite from 
non-quartzite

The country of origin, price, or 
the name of a stone are not reli-
able indicators of what type of 
rock you’ve got. In many cases, 
it’s not even possible to tell mar-
ble and quartzite apart visually. 
That’s why the tests are so useful.

Quartzite and marble can look 
very similar, but they have dra-
matically different properties. 
This is why testing the stones is 
the only assured way to tell them 
apart.

What’s the diff between 
quartzite and granite?

Granite is a whole separate cat-
egory of rocks that form from liq-
uid magma. Visually, granite has 
distinct flecks of darker colors in 
it, while quartzite has either no 
dark colors at all, or has subtle, 
flowing areas of different colors.

Sometimes quartzite is mis-
labeled as granite, which is not 
the worst mistake because they 
have similar properties. Granite 
and quartzite are both harder than 
glass, and neither will be etched 
by acids. Geologically, they are 
different classes of rocks, but that 
is less important than how they 
will behave on a countertop or as 
floor tile.

What about Super White?
Super White is one of the stones 

that is frequently caught in the 
quartzite vs. marble mystery. 
Most commonly, Super White is 
dolomitic marble. That means it 
won’t scratch glass and it will etch 
with acids. Some Super White has 
minor amounts of quartz mixed 
in with the marble. But the rock 
is still marble and will act like 
marble. When doing the glass 
test with Super White, be sure to 
test a few different areas to get a 
sense for the overall rock. Is it all 
the same? Or are there some parts 
that are harder or softer?

Fantasy Brown
In most cases Fantasy Brown 

is marble. In a few instances, 
Fantasy Brown may contain 
minor areas of quartzite amid an 

Super White is dolomitic 
marble —  which means it 
has some quartz mixed in, 
but it still etches and stains 
like marble.

Fantasy brown 
contains marble 
AND sometimes 
quartzite. Treat 
Fantasy Brown 
and care for it 
like it is marble, 
and you’ll be very 
happy together.

Continued from page 14 

Left: Taj Mahal Quartzite. Right: Emperador Light 
marble. Although they look similar, these two stones have 

different mineral compositions and hardness.

Natural Stone Institute 
Completes 26th Home with 

Gary Sinise Foundation

The Natural Stone Institute 
has provided natural stone 
and fabrication services 

for two homes with the Gary 
Sinise Foundation’s R.I.S.E. 
program (Restoring Independence 
Supporting Empowerment). The 
R.I.S.E. program builds spe-
cially adapted smart homes for 
severely wounded veterans and 
first responders. To date, Natural 
Stone Institute members have 
been involved in twenty-six com-
pleted homes.

Natural stone and fabrication 
services for Retired Army Major 
Jeremy Haynes were provided 
by MARVA, Virginia Marble & 
Granite, Washington Marble & 
Granite, and BMJ Stone.

Growing up in Albany, Georgia, 
Jeremy Haynes watched the hor-
rific events of September 11, 
2001 unfold from his Marine 
Corps JROTC class. That day, he 
vowed to serve his country. 

Jeremy went on to earn a 
scholarship to Georgia Military 
College and commissioned as 
a 2nd Lieutenant. He deployed 
to Afghanistan, leaving at home 
his two children and then-preg-
nant wife, Chelsea. On a mission 
in Kabul on August 5, 2014, an 
Afghan Military Soldier shot 
Jeremy four times, including once 
in his back. The shot to his spine 
severed Jeremy’s vena cava and 
80% of the nerves to his lower 
extremities, paralyzing both legs. 
He has faced a long and painful 
recovery. One day, Jeremy wrote 
“I WILL WALK AGAIN” on a 
sheet of paper. He stared at that 

Retired Army Major Jeremy Haynes with family,  
and their new specially-adapted smart home.  

paper for hours and every day 
after. Now, through Chelsea’s 
inspiration to heal, Jeremy can 
stand and walk for short periods 
with adaptive equipment. This 
specially adapted smart home 
will allow Jeremy to continue 
to progress in reclaiming his 
independence. 

Fifty-nine Natural Stone 
Institute members have donated 
their time, products, and services 
to this cause since 2016. A list of 
all donors can be found at www.
naturalstoneinstitute.org/RISE.

Stone companies interested in 
getting involved with future proj-
ects are encouraged to contact 
Pam Hammond at pam@natural 
stoneinstitute.org. 

The Natural Stone Institute is 
a trade association representing 
every aspect of the natural stone 
industry. The current membership 
exceeds 2,000 members in over 50 
nations. The association offers a 
wide array of technical and train-
ing resources, professional devel-
opment opportunities, regulatory 
advocacy, and networking events. 
Two prominent publications—the 
Dimension Stone Design Manual 
and Building Stone Magazine—
raise awareness within the natural 
stone industry and in the design 
community for best practices and 
uses of natural stone. Learn more 
at www.naturalstoneinstitute.org. 

http://usenaturalstone.com
http://usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=Quatrz-%20Quartzite?%20in%20Slippery%20Rock
http://www.naturalstoneinstitute.org/RISE
http://www.naturalstoneinstitute.org/RISE
mailto:pam@naturalstoneinstitute.org
mailto:pam@naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
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YOUR SAFETY 
IS WHAT MATTERS

THINK. SAFETY. FIRST.
800.991.2120 www.Groves.com

BUNDLE RACK

STONE STORAGE, 
FABRICATION AND 
TRANSPORTATION 
SYSTEMS
Built with the customer in mind, offering 
tremendous strength and support for 
every job.

TR6K

Plain of Jars – Plain of Mystery

Sharon Koehler
Artistic Stone DesignJust to keep things on the up 

and up and to avoid any cries 
of bias when I only write 

about “certain continents,” I asked 
a coworker to pick the next conti-
nent out of the bowl for this series. 
He pulled out Asia. 

There are so many ancient stone 
places to write about in Asia: 
Borobudur in Indonesia, Angkor 
Wat in Cambodia, and the Great 
Wall of China, just to name a few. 
I was so undecided. Then I stum-
bled across the Plain of Jars in 
Laos. I didn’t settle on it because it 
was ornate or an engineering mar-
vel. Although, to make the jars, it 
must have taken a lot of hard work 
by a lot of people to hollow out 
thousands of boulders by hand, 
with no modern tools or machines. 
I decided on it because it was 
mysterious. 

Laos is a country in Southeast 
Asia bordered in part by China, 
Myanmar and Thailand. Usually 
when people think about Laos, they 
think of the beautiful natural scen-
ery such as the waterfalls and lush, 

beautiful forests. But, up in the 
highlands, there is a place called 
Plain of Jars.

The Plain of Jars is scattered with 
thousands of large stone boulders 
that have been hollowed out to 
make jars. They are scattered over 
the area in clusters ranging from 1 
jar to several hundred jars. Some 
of the jars are thought to have had 

lids, but very few lids have been 
found. Most of the jars were made 
from sandstone but there are also 
some made of granite, limestone, 
and breccia. No matter what site 
the jars are found in (there are well 
over 60 sites), the jars carry the 
basic cylinder shape with the base 
being wider than the top. They 
range in height from 3 feet to 10 

“Site One” on the Plain of Jars 
and other stone jar sites in Laos 
are close to being awarded 
UNESCO World Heritage 
status.

First “discovered” and exca-
vated by French archaeologists 
in the 1930s, the stone vessels 
are slowly yielding their secrets.

feet and can weigh up to 14 tons 
per jar. The jars are thought to be 
between 1,500 and 2,000 years old. 

Some of the materials for the 
jars have been linked to a local 
quarry. Some folks think the boul-
ders were transported by elephants 
and other large animals, while still 
others think that the boulders were 

a race of giants lived in this area. 
They were ruled by King Kuhn 
Cheung. After they won a long, 
hard-fought war, he supposedly 
had the jars fabricated to make and 
store rice beer and wine for the vic-
tory celebration. 

Another theory is that the jars 
were placed along an ancient salt 

transported by raft on a nearby 
river. Whether by elephant or by 
river barge, somehow, someway 
these huge rock jars ended up 
hollowed out and scattered in the 
highlands.

While none of this sounds very 
mysterious, it is the use of these 
jars that seems to be the mystery.

 A local legend says that long ago 

trade route. The jars were used to 
collect and store rainwater during 
the monsoon season so traders 
could have water during the dry 
months. 

Please turn to page 18
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Turn in any competing grinder(s) 
and get $25 for each toward the 
purchase of a Flex 5” 
Variable Speed Grinder.

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

• Get $25 for every useless grinder in your boneyard
• NO limits
• NO cash value, refund or credit  
 toward any other products
• Valid March 15 - April 30, 2020

Item # 8822

•Code DLGrind•
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Three  Wishes

A man finds a magic lamp, 
rubs it, and out pops a ge-

nie-but unlike any genie in the 
history of magic lamp rubbing.

“I do things differently than 
my colleagues,” says the genie. 
“Before we begin, tell me the 
person you hate the most.”

“That would be my boss,” the 
guy answers.

“OK, it works like this,”the 
genie continues. “You get three 
wishes, but whatever you wish 
for, the person you hate gets 
double. What’s your first wish?”

The man says, “A million 
bucks.”

“Granted,” said the genie. 
“You get one million dollars, 
and your boss gets two million 
dollars. What’s your second 
wish?”

“A new Mercedes.”
“Granted. You get a new 

Mercedes, and your boss gets 
two of them. What’s your final 
wish?”

The guy thinks a minute. 
Then he spies a large stick 
on the ground. He picks it 
up, gives it to the genie, and 
commands, “Beat me half to 
death.”

THE BEST SOLUTION FOR YOUR
EDGING NEEDS

“We bought our LTN-621 about 3 years ago. It is a beast and we have never, knock on wood,  
had a problem with it. It has grown our production square footage. Working with the Marmo  
Meccanica team was a joy and the whole process was easy. I would definitely recommend them  
to anyone in the stone business. I prefer the in-line over a CNC as I believe it is faster and puts  
out more square footage. Some may thing differently, but I am a firm believer in this product  and 
would not change a thing. Hats off to the Marmo team for building a great and reliable  machine!” 
–Raegan Winn, Natural Stone Design

1590 E. HIGHWOOD, PONTIAC, MI48340•248-853-9000•info@marmo-na.com

take the step towards profitability and visit us at

BOOTH #9525
LCH-711M-OV

FLAT POLISH  
MITER CUTTING 
ONE MACHINE

LTN-621
MULTIPLE EDGES WITH  

SPEED, PRECISION, AND 
QUALITY RESULTS

STOCK

STOCK

IN

IN

“There are only two 
occasions when 

Americans respect 
privacy, especially 

in Presidents. 
Those are prayer 

and fishing.”

— Herbert Hoover

Plain of Jars
Continued from page 16

Another theory is that the jars 
were used as food storage by the 
local population (not the giants), 
and to help deter plundering by 
animals. This one idea is linked 
to the fact that even though many 
of the jars were fashioned to have 
lids, so few lids were found. It is 
thought that the majority of lids 
were made of non-stone material 
so they would not weigh as much. 
That way they would be easier to 
move when necessary.

It is also thought that the jars 
were used in ancient burial prac-
tices. The deceased was placed in 
a jar during the beginning stages 
of the funeral process so its soul 
could make the transfer from earth 
to the heavens. Once the soul trans-
fer was complete, the burial ritual 
would continue. This particular 
idea seems to be the most popu-
lar and accepted use of the jars, a 
theory that is borne out by ongoing 
archaeological exploration of the 
different sites.

Of all the jar sites found, only a 
few can be visited at this time. Only 
three sites and the local quarry 
have been cleared for visitors. The 
other sites are considered unsafe 
as they are still littered with unex-
ploded cluster bombs dropped on 
the countryside during the 1960s. 
Work is ongoing to clear these 
other sites so that one day tourists 
and others will be able to visit all 
the sites. Currently, an innovative 
use of drone photography and 3D 
mapping give a safer avenue of ex-
ploration for researchers.

Whether you believe in war-mon-
gering giants, ancient burial rituals 
or something in between, the mys-
tery of the Plain of Jars remains to 
this day—a modern mystery rooted 
in ancient stone times.

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

It’s theorized the traders would 
boil the water over open fires to 
make it drinkable. Then they would 
leave beads or other trinkets at the 
site as thanks and/or payment. 

mailto:Sharon%40asdrva.rocks?subject=Slippery%20Rock%20Story
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“Toledo is better than 
 exciting, it’s happy. Because 
nothing is more conducive 

to unhappiness than taking 
yourself seriously, and taking 
yourself seriously is difficult 

when your baseball team 
is the Mud Hens.” 

 — P. J. O’Rourke

Smith is New 
Braxton-Bragg 

Inside Sales 
Associate

Pads for EVERY Surface

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

Viper 7-Step 
Quartz Diamond 

Wet Polishing Pads

Diamondback 
7-Step Wet 

Polishing Pads

Viper 3-Step Wet/
Dry Polishing 

Pads

Viper 7-Step Dry 
Polishing Pads

Scorpion 7-Step 
Wet Polishing Pads

Viper 7-Step 
Granite Diamond 

Wet Polishing Pads

Viper Elite 6-Step 
Granite Diamond 

Wet Polishing Pads

Viper 7-Step 
Flexible Marble Dry 

Polishing Pads

“The Viper 3-Step Pads are the
best I’ve used...Saves us 60% of
polishing time and lasts twice as
long as the previous pads.”
 
—Tim Zeng 
Granite Installation Specialists 

 ORDER 

YOUR POLISHING

SOLUTIONS

TODAY!

Talon 3-Step 
Vitrabond 

Ceramic Bond Dry 
Polishing Pads

Talon 4-Step 
Quartz Wet 

Polishing Pads

“This four-step system is the best solution I 
have come across for polishing engineered 
stones.  There is no color transfer from the 
pads. The process is quick and they work 
equally as well on our natural stones.”
 
— Phil Kuczma, Shop Manager 
Italian Marble and Granite Inc., Clarence Center, N.Y.

“We have used the Viper pads for over 8 years 
because they are consistent in quality, affordable, 
& long lasting. I have tried dozens of other pads 
but none have produced the cost to production ratio 
that the Vipers have performed.”
 
— Frank Keyser, GM 
MGT Stone Inc. 

™™

Seeking to upgrade their cus-
tomers’ overall experience, 
Braxton-Bragg has hired a 

bilingual inside sales associate with 
an extensive customer service and 
sales background. Kevin Smith 
comes to Braxton-Bragg from  
Bootlegger Harley Davidson motor-
cycles, where he was consistently at 
the top of the sales charts.

Smith has broken many long-stand-
ing sales records throughout his 
career. He brings team-building 
experience as well as a passion for 
learning about his product. Bilingual 
in English and Spanish, Kevin brings 
a higher level of service to customers.

 “We are happy to have Kevin 
on our team,” said Rick Stimac, 
Braxton-Bragg CEO. “We can’t wait 
to see him do for Braxton-Bragg 
and our customers what he has done 
elsewhere.”

For over 25 years Braxton-Bragg’s 
philosophy has been to offer excep-
tional products and first-class ser-
vice to its partners in the stone, tile 
and concrete industries. For more 
information, visit braxton-bragg.com 
and facebook.com/braxtonbraggllc .

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

Tile Restoration Projects

Bob Murrell 
M3 Technologies
Photos by Bob MurrellI come across ceramic tile proj-

ects quite regularly. Some are 
newer installations and some 

are very old. The older installa-
tions may have many years of 
poor maintenance practice issues 
such as improper coatings that 
have been applied through the 
years, sometimes for decades or 
longer. Many times, the coatings 
are slathered all the way up to the 
base or cove molding as well.

Recently, I assisted Knoxville 
Marble Polish with restoring an 
estate home built in the early 
1900s by a local tile shop owner. 

vitrification (from the Latin vit-
reum, meaning “glass”) process 
takes these tiles to a much higher 
heat level than the terracotta tiles. 
The vitrification process trans-
forms the clay material of the 
clinker tile into a non-crystalline 
amorphous solid, which helps 
with the impermeability of water 

from around the world. There are 
cotto or terracotta tiles, clinker 
tiles, glazed tiles, and even hand 
painted tiles on the flooring as well 
as vertical surfaces. My friend and 
ceramic engineer, Bob Simpson, 
says that the hand-painted tiles are 
probably from Portugal, as they 
were very popular during the early 
Twentieth century, and most likely 
were quite expensive at the time.     

Cotto or terracotta (translates 

years of mineral buildup and rust. 
Of course there was also old wax 
and sealer on this, just like all of 
the other tile surfaces, too.

There was literally 50-plus years 
of waxes and sealers on most all 
of the surfaces in the home. This 
included the terrazzo foyer and the 
concrete staircase leading to the 
second floor. Some quarry tiles 
were used in a fairly new remodel 
of the laundry room, located off 
the kitchen, which also had a floor 
finish that had accumulated for 
several years. 

To refinish all of these tile sur-
faces, most of which had fairly 
wide grout lines, stripper and 
brushes were necessary to get into 
the grout. Multiple applications of 
the stripper, in combination with 
hot water and brushing agitation 
were required. 

On the flooring surfaces, a me-
dium nylo-grit brush was used 
under the rotary machine. One 
25-pound weight was used on the 
machine for additional down pres-
sure. In the corners, stubborn areas 
and features, a stainless grout 
brush was used, by hand.

After it was determined that the 
coatings had been effectively re-
moved, Majestic Deep Cleaning 
Stripper/Degreaser and Majestic 
Heavy Duty Tile & Grout Cleaner 
(a mild acid) were used to remove 
any remaining soiling as well 
as staining or discoloring in the 
grout. These were also done using 
the nylo-grit brush and the floor 
machine. The Heavy Duty Tile & 
Grout Cleaner was very effective 
at removing rust, oxidation, and 
discoloring. The acid basically 
removes these issues by exfoli-
ation. Once these surfaces were 
completely stripped and clean, 
Majestic No-Rinse pH Neutral 
Cleaner was used to effectively 
neutralize the surfaces and remove 
any of the heavy cleaner residues.

Please turn to page 21

The home has a beautiful, antique terracotta tile floor  
with hand-painted and glazed tile inserts.

The sunroom features clinker tiles on the floor and a 
glazed tile water feature on wall and floor.

I was asked to consult on a 
special Knoxville Marble 
Polish project at an early 
to mid 1920s John Beretta 
home in Knoxville, Ten-
nessee – a house filled with 
handmade and imported tile.

This is the second or third house 
built by the John Beretta Tile 
Company family that KMP has 
helped restore.

 John Beretta Tile Co was es-
tablished in 1914 and imported 
tiles from Italy, Spain, and other 
countries from around the world. 
They installed their tiles in many 
residences, local businesses, 
and landmark institutions like 
the Bijou Theatre in downtown 
Knoxville.   

The home we worked on for 
this particular project was built 
in the early to mid 1920s, proba-
bly around 1925 or so. As usual, 
the John Beretta Tile Company 
installed plenty of fanciful tiles 

from Italian as “baked earth” tiles 
are created from particularly po-
rous and easily shaped clay with 
a high iron content. This high iron 
content gives the tiles their charac-
teristic reddish and brown colors. 
They are fired at relatively low 
temperatures, around 600 to 1,000 
degrees Fahrenheit. These earth-
toned tiles are very desirable, but 
due to their porosity (unless they 
are glazed) and surface texture, 
require some sort of sealer to pro-
tect them from soiling and staining 
issues.

There were also clinker tiles 
in some of the flooring surfaces. 
Clinker tiles differ from terracotta 
tiles as they are vitrified. The 

to the tiles. Vitrification is usually 
achieved by heating the material 
until it liquidizes and then cooling 
rapidly so that it forms a glassy 
solid.   

The hand painted tiles, which 
were geometrically scattered 
throughout the terracotta floor, 
were probably of Portuguese or-
igin, or quite possibly Spanish. 
There was also an Azulejo-type  
tilework on the wall in the en-
trance vestibule. Azulejos were 
typically a tin-glazed ceramic 
tilework found on the interior 
and exterior of churches, palaces, 
schools, government buildings, 
and upscale houses. They were 
not only used as an ornamental 
art form but also had a function 
— temperature control in the 
building.

There were also many glazed 
tiles used throughout the tile 
floors, walls, and features. 
Specifically, there was a water 
feature on a wall in the sunroom. 
This fountain was covered with 
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Checkerboard terrazzo foyer floor after honing and 
polishing with a nylo-grit brush (inset), a great tool for 
efficiently cleaning textured tiles and grout.

Glazed tile floors and walls adorn this kitchenette.

Continued from page 20
The terrazzo foyer and concrete 

stairs had to be honed to remove 
any old coatings and restore con-
sistency. The stairs required strip-
ping and honing to remove the 
years of finish and waxes that had 
been applied. The terrazzo foyer 
was honed with Triple Thick 220 
grit and 400 grit diamonds, and 
finally polished with Majestic 5X 
Gold and a natural hair pad. Border 
edging was completed using 220 
grit and 400 grit AA5 Turbo resins 
on a Makita slow speed right angle 
hand tool, prior to each grit on the 
floor machine. Stairs were honed 
with a 400 grit ELF electroplated 
metal-bond diamond.

At the request of the homeowner, 
a matte finish topical sealer was 
applied to all of the tile, grout, and 
concrete stair surfaces once every-
thing had sufficiently dried. About 
three applications of the sealer 
were eventually applied. Nothing 
topical was applied to the terrazzo.

The tile, concrete and terrazzo 
surfaces all turned out looking very 
good. The contrast between the be-
fore and after was very sharp. This 

was another historic and unique 
home project that was completed 
with outstanding results.

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 project. 
Also, the best way to help ensure 
success is by partnering with a good 
distributor. I have worked with 

Braxton-Bragg for many years. 
They really know their products 
and 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.
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Award of Excellence – Commercial Exterior 
Church Street  

United Methodist Church Expansion  
Knoxville, Tennessee

Judges Comments:
An excellent example of precisely 

how to utilize stone in a modern 
addition to a historic core structure. 
Adding hand carved stone decorative 
matching pieces was the seamless 
icing on the cake.

Originally designed 
by the New York 
firm of John 

Russell Pope with the help 
of local architect Charles 
Barber of Barber McMurry 
Architects, Church Street 
United Methodist Church 
was built in 1930-31 by 
Worsham Brothers, with 
TL Yon as the stone mason.

Between 1945 and 1956, 
the stained-glass win-
dows designed by the 
Charles Connick Studio 
of Boston, Massachusetts 
were installed in the nave 
of the church. Listed on 
the National Register of 
Historic Places and de-
scribed as “one of the most 
important church build-
ings in the South,” the 
1931 CSUMC building 
is a unique structure that 
needed expansion, renova-
tion, and renewal to further 

its continued service to the 
church congregation and 
community at large.

The exterior envelope 
of the original build-
ing was clad in sand-
stone and trimmed in 
limestone and had to 
be matched. Tennessee 
Marble Company was rec-
ommended to the general 
contractor because of their 
reputation.

Once selected, they were 
responsible for sourcing, 
fabricating, and finishing 
the limestone for the proj-
ect that took over a year 
and a half to fabricate from 
block to crate. In an early 
examination of the current 
building and design de-
tails, they provided helpful 
feedback for the limestone 
coursing on the quoined 
window surround to line up 
perfectly with the sandstone 
coursing, as does the origi-
nal building.

Tennessee Marble Co. 
was also asked to hand 
carve and match a thistle 
detail that required site 
visits, photography, hand 
drawing, and ultimately the 
skilled craftsmanship of 
their master carver. There 
were hundreds of carved 
arch pieces, many of which 
were on a radial wall, that 
also had tapered arch bot-
tom pieces. This detail 
required advanced pro-
gramming of their 5 axis 
CNC machine, then the 
handiwork of their master 
carver and his apprentice, 
and finally the perfect sand-
blast combination.

Continued from page 13

Natural Stone Institute
Member Company

Tennessee
Marble Company
Friendsville, Tennessee 

Stone Fabricator

Other Project Team Members
Hartman-Cox Architects

Architect

Silvara Stone Company
Stone Quarrier/Supplier/Fabricator

Polycor 
Stone Supplier

Johnson & Galyon Construction
Howard Masonry

Stone Installers

Stone
Indiana limestone

Crab Orchard sandstone

Pinnacle
A w a r d  o f  E x c e l l e n c e

John.Hansen@kohler.com

Easy to order.
Easy to install.
Easy to love.
The enameled cast iron 
Whitehaven® farmhouse sink, 
with its innovative KOHLER® 
Self-Trimming installation 
design, is ready to ship today.

Contact John.Hansen@kohler.com 
for information on where to buy.

Please turn to page 28
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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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Migliore Award
F O R  L I F E T I M E  A C H I E V E M E N T

Jack Seiders
Artisan Group

IN his letter nominating 
Jack Seiders for the 2019 

Migliore Award for Lifetime 
Achievement, Jim Hogan only 
needed ten words to put Jack’s 
career into perspective: “Jack 
Seiders is a titan of the natural 
stone industry.”

Jack Seiders’ career in the nat-
ural stone industry began in the 
1970s with his father-in-law Tom 
Wilson, owner of the small, ver-
tically integrated Capital Marble 
and Granite. The next forty years 
would include developing a 
state-of-the-art stone processing 
facility, serving as a top sales 
and marketing executive for one 
of the stone industry’s largest 
companies, developing his own 

company and, finally, becoming 
a major force in setting strategic 
direction for what was then the 
Marble Institute of America.

While at Capital Marble and 
Granite, Jack oversaw the de-
velopment of granite gang saws 
and automated polishing lines 
while opening several new quar-
ries in Texas and Oklahoma. A 
sizable project to produce all the 
granite needed for a project in 
between Dallas and Fort Worth 
called Williams Square was a tre-
mendous opportunity to expand 
their facility with state-of-the-art 
equipment. 

By 1988, the company was 
involved in projects around the 
world. Later that year, the com-
pany was purchased by Cold 

Spring Granite and Jack joined 
the company, eventually leading 
their sales and marketing. He later 
left the company to start the dis-
tribution company Architectural 
Granite & Marble (AG&M). With 
Jack’s knowledge and entrepre-
neurial background, the company 
grew quickly and soon was selling 
stone products across the country. 

Jack’s impact on the Marble 
Institute and the industry began 
when he was elected to the board 
of directors in 2003, ultimately be-
coming board president in 2007. 
He started the Artisan Group with 
a focus on building membership 
among successful fabricators 
across the country. He insisted 
that all Artisan Group members 
also become association members 

and also become accredited. That 
commitment infused a number of 
fabricators as early adopters of 
accreditation. 

While serving on the board Jack 
insisted on two priorities. “We 
wanted to be involved in pro-
motion of natural stone and we 
wanted to be the leaders in tech-
nical education of natural stone.”

In 2008, Jack Seiders played a 
major role in the industry’s re-
sponse to the radon crisis. He 
was also a key advocate for the 
promotion of natural stone and 
utilization of a check-off pro-
gram, which remains an industry 
priority. Some early fruits of that 
promotional emphasis have been  
realized through the association’s 
Use Natural Stone campaign 

and education to the design 
community. 

Additional contributions have 
included hosting multiple asso-
ciation seminars and supporting 
the safety committee both finan-
cially and with personnel, which 
led to the creation of a vast library 
of slab handling and silica train-
ing materials. The Natural Stone 
Institute and the industry at large 
continue to benefit from Jack’s 
original strategic vision.

Congratulations to Jack 
Seiders, winner of the 2019 
Migliore Award for Lifetime 
Achievement.

“He was absolutely committed to the 
accreditation program and made a huge  

difference in the success of that program.” 

Scott Lardner 
Rocky Mountain Stone

“A befitting honor for jack’s dedication and 
tireless effort on behalf of the 

Natural Stone Industry.” 

Guido Gliori
Grazzini Brothers
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IN Virginia, as in some archaic state 
and local statues, letting an F-bomb 

fly in public could get you slapped with a 
misdemeanor and up to a $250 fine.

“Profane swearing” has been illegal in the 
commonwealth since 1792, when the fine 
was 83 cents. Just what bleepin’ words are 
banned? Well, the state code doesn’t say. 

But on a Wednesday in February, legis-
lators said to hell with the anti-swearing 
law: The Virginia Senate voted to repeal 
it, just weeks after the Virginia House did 
the same.

It now awaits Gov. Ralph Northam’s 
signature. Northam spokesperson Alena 
Yarmosky says the governor will review 
the bill when it gets to his desk, adding, 
“It’s past time we swore off the antiquated 
policies of the past.”

If he signs the bill, Virginians will le-
gally be able to curse to their heart’s con-
tent starting July 1. Though, the current law 
doesn’t seem to be stopping many people 
from doing just that. Statewide enforce-
ment numbers are hard to pin down, but ac-
cording to The Washington Post, Arlington 
County in Northern Virginia only charged 
three people with cursing over two years.

Other communities have been more pro-
active. The Oceanfront area of Virginia 

Dang It, Virginia Beach has long had no-cursing signs on 
its boardwalk — you can even buy replica 
versions at tchotchke gift shops. The 
signs were put up by the visitor’s bureau 
to “encourage courteous language” in a 
family-friendly area, the Virginian-Pilot 
reported.

The effort to repeal the anti-swearing law 
appeared to be cursed in previous legisla-
tive sessions, failing every year since it was 
first introduced in 2016.

Republican Del. Michael Webert — a 
cattle farmer from Fauquier County — has 
sponsored the bill every year.

“When you’re working with cows and a 
1,400-pound animal doesn’t do what you 
want it to, or steps on your feet, every once 
in a while something colorful comes out of 
your mouth,” Webert told The Washington 
Post in 2017.

Webert thinks the bill finally passed be-
cause of the new makeup of the statehouse 
after Democrats took over both chambers 
in November. He also cited bipartisanship.

He says he and his Democratic col-
leagues agree that the current code violates 
free speech and is unconstitutional.

However, lawmakers voted to keep the 
ban on spitting, with one lawmaker calling 
it “yucky.”

For the sake of preserving civil discourse, 
it’s encouraging that Virginia lawmakers 
have their priorities straight.
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“So I went to the optometrist, and everything’s fine.
But he just won’t let it go!”

Picture Perfect

Two nature photographers were hik-
ing in the wilds of Alaska when they 

rounded a bend on a steep trail. Forty 
yards away was a grizzly bear.

The instant it saw the men, the enor-
mous bruin stood on its hind paws and 
let out a roar. Then it dropped to all fours 
and began a slow, menacing advance, 
staring at them with deadly menace.

“Quick!” said one of the cameramen, 
furiously digging into his pack.“Get your 
gear set up!”

“That’s going to keep the bear from at-
tacking?” asked the other.

“Highly doubtful,” said his partner, 
hastily snapping on a new lens and fo-
cusing, “but one of us is going to get a 
hell of an action shot.” Item# 11492

Item# 11493

Item# 9375

Makita®  9565CV SJS 
5 inch Grinder 

 & Dust Shrouds

Makita® XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita® XCV05PT HEPA Filter Dry 
Backpack Vacuum

 Item # Description Our Low Price
 9375 Makita® 9565CV SJS 5” Industrial VS Grinder $183.50  

 11482 Makita® Dust Extraction Surface Grinding Shroud $57.07   
  for Makita 9565CV, 5”

  11483 Makita® Dust Xtracting 4-1/2”, 5” Cutting Guard $118.47  
  with Shoe for Makita 9565CV

 Item # Description Price

 11486 Makita® XCV04Z Cordless HEPA Filter Dry Vacuum $738.45  

 Item # Description Price

 11492 Makita® XCV05PT HEPA Filter Backpack Dry Vac. Kit $667.69  

Includes:
•2 Anti-static hoses
•Crevice tool
• Nozzle
•Curved pipe
• Straight pipe
•Main filter
•Damper and pre-filter

Kit Includes:
•39” hose
•Telescoping extension wand
•Floor nozzle
•HEPA filter
•Filter dust bag
•(2) 18V Lithium-Ion Batteries
•Charger

Get OSHA Com
pliant
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Available at

 GUARANTEED

BEST
PRICE!

•13 Amps
•Lock-On Switch
•No Load Speed: 2,800 - 10,500 RPM
•Spindle Thread: 5/8” - 11 UNC
•Variable Speed Control Dial
•Overall Length: 11-3/4”
•Net Weight: 4 Lbs.

 GUARANTEED

BEST
PRICE!

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

https://hdl.handle.net/2027/hvd.hxh5ui?urlappend=%3Bseq=584
https://hdl.handle.net/2027/hvd.hxh5ui?urlappend=%3Bseq=584
http://lis.virginia.gov/cgi-bin/legp604.exe?201+sum+HB1071
http://lis.virginia.gov/cgi-bin/legp604.exe?201+sum+HB1071
https://www.washingtonpost.com/local/virginia-politics/its-a-crime-in-virginia-to-swear-in-public-a-lawmaker-says-thats-ating-nuts/2017/12/14/59a3760c-e0d9-11e7-8679-a9728984779c_story.html
https://www.washingtonpost.com/local/virginia-politics/its-a-crime-in-virginia-to-swear-in-public-a-lawmaker-says-thats-ating-nuts/2017/12/14/59a3760c-e0d9-11e7-8679-a9728984779c_story.html
https://www.pilotonline.com/government/virginia/article_8a394c89-27d5-5d8f-9f31-32da8522d151.html
https://www.pilotonline.com/government/virginia/article_8a394c89-27d5-5d8f-9f31-32da8522d151.html
https://www.washingtonpost.com/local/virginia-politics/its-a-crime-in-virginia-to-swear-in-public-a-lawmaker-says-thats-ating-nuts/2017/12/14/59a3760c-e0d9-11e7-8679-a9728984779c_story.html
https://www.washingtonpost.com/local/virginia-politics/its-a-crime-in-virginia-to-swear-in-public-a-lawmaker-says-thats-ating-nuts/2017/12/14/59a3760c-e0d9-11e7-8679-a9728984779c_story.html
https://twitter.com/MichaelLeePope/status/1230209163558555649
https://twitter.com/MichaelLeePope/status/1230209163558555649
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The Slippery Rock Marketplace

Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

AKEMI for over 80 years is your leading partner for 
filler and adhesive systems based on polyester and 

epoxy resin. Our products are used worldwide by pro-
fessionals in the stone processing industry.

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

www.akemi.com

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

Caesarstone Begins 
Workplace Safety 
Program

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

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

Thassos White MarbleThassos White Marble
Buy factory direct. We ship all over the U.S.Buy factory direct. We ship all over the U.S.

Call for more 
information
T. 713-521-1414
nick@eurostonemarble.com

• Factory direct Thassos White Marble slabs & tiles cut to size

• Specializing in Thassos White & Premium White Greek Marbles

• Celebrating 31 years supplying the U.S. stone industry

• Factory direct Thassos White Marble slabs & tiles cut to size

• Specializing in Thassos White & Premium White Greek Marbles

• Celebrating 31 years supplying the U.S. stone industry

www.eurostonemarble.comwww.eurostonemarble.com

nick@eurostonemarble.com,
info@eurostonemarble.com

2502 Dunlavy • Houston, Texas 77006 

2502 Dunlavy • Houston, TX 77006 

Call for more 
information
T. 713-521-1414
nick@eurostonemarble.com

Fabricator education 
on silicosis broad-
ened last month when 

quartz-surface producer 
Caesarstone introduced an 
educational series on the 
workplace hazard.

The  Master of Stone  pro-
gram, involving in-person 
seminars and online training 
at no charge, debuted The 
International Surfaces Event 
(TISE) on Jan. 28-29, with 
more sessions set nationwide 
through 2020.

The initiative by the Israeli 
manufacturer comes during 
heightened awareness of ex-
posure to crystalline silica 
during fabrication – partic-
ularly with quartz surfaces 
– and increased industry 
education efforts such as 
those from the Natural Stone 
Institute.

Caesarstone worked 19 
months in developing its own 
program, noted Elizabeth 
Margles, vice president of 
marketing for Caesarstone 
North America.

“It’s launching in all the 
countries in which we op-
erate,” she said. “We devel-
oped it by learning in the 
field, from conversations that 
we’ve had on the regulatory 
level with our peers.

“When dealing with the 
dust risk and its implications, 
we at Caesarstone are deter-
mined to become part of the 
solution by being proactive 
and leading the revolution to 
create a safer work environ-
ment for all.”

The core of the Master 
of Stone effort is an Online 

Training Center containing 
short, visually appealing 
e-modules for shop own-
ers and employees, Margles 
said, with a curriculum that 
includes – but isn’t limited to 
– silicosis prevention.

“It’s everything from 
dust prevention, obviously, 
and management to regular 
cleaning of your shops, “she 
said, “to regular cleaning 
of the stone, or when to use 
silicone and when not to, re-
moving stains, all that kind 
of thing. It is really quite 
broad and deep at the same 
time.”

Participants take a quiz 
at the end of each module 
and must get a 100 per-
cent score to be certified by 
Caesarstone.

It’s also a program des-
tined for more material. 
During the first session at 
TISE with The Rockheads 
Group, Margles said they’d 
generated three new topics 
for learning modules based 
on the feedback.

“We keep saying it’s very 
evolutionary,” she noted.

The program also involves 
guidance on regulation com-
pliance, including assistance 
from the company’s in-the-
field technical supervisors.

“If you have any questions, 
and if you’re a bit wary of 
maybe going directly to the 
regulatory agency to start 
– by all means, call us,” 
Margles said. “Use us as a 
resource, We will come out, 
we will help you, we will 
guide you, and we’ll put you 
in the best position possible.”

The program formally 
launched on February 3, 
2020 when the website and 
e-Learning modules went 
live online. The program 
will be available in English, 
French, Portuguese, Spanish, 
and Hebrew.

The company will also 
hold training seminars 
throughout the year, with the 
first sessions set for the first 
quarter in Atlanta, Charlotte, 
Chicago and Dallas. Other 
locations are planned for cit-
ies on both coasts.

“This is an investment in 
our customers’ businesses,” 
Margles said. “We want 
them to do well, and obvi-
ously we want to sell more 
product. But, at the end of 
the day, we can e with them 
what we are learning, and 
for them to share that learn-
ing with their employees.

“We’re taking the first 
step making sure that we 
know everything that there 
is to know about health and 
safety and silicosis preven-
tion and sharing everything 
with them. We’re making it 
as easy as possible for them 
to follow regulations, and to 
follow safe practices.”

Fabricator signup for 
the program is available 
at   ht tps: //mos.caesa r 
stoneus.com/ .

Reprinted by kind per-
mission from Stone Update, 
www.stoneupdate.com .

Elizabeth Margles, V.P. 
Marketing, Caesarstone

Learn Stone & Tile Troubleshooting

Get a full 4 days of training, covering…
•The geology of stone  •Understanding the 
structure of different kinds of stone  •Slab 
& tile production  •Quarry techniques that 
affect the final product  •Stone and tile 
forensic investigation •Problem diagnosis & 
troubleshooting •Stain Removal •Installation 
requirements •Stone and tile restoration 
•Physical & chemical  lab testing  •A day in 
the field examining real-life tile failures

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

shooting workshop. The class will be 
held June15-18, 2020, in DeBary, FL, 
presented by Dr. Fredrick M. Hueston. 
The program is designed to teach the 
basics of investigating stone and tile 
installation failures.
“The amount of failures, poor instal-
lations and other issues with stone 
and tile flooring are on the rise. This 
workshop is perfect for restoration 
and installation contractors as well 
as architects, building engineers 
and maintenance staff who have to 
deal with stone and tile installation 
and restoration,” says Dr. Fred. This 
course also offers certification.
Class size is limited – Register today 
to reserve your seat!

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

Call 321-514-6845
Stoneforensics.com

Photo ©dolcemag.com

The unmatched 
quality and durability 
of Makita products 
have earned the 
trust of professional 
users worldwide. www.makitatools.com

Makita 9565CV SJS
5” Industrial VS Grinder

Emerson 
Schwartzkopf 
Stone Update

http://www.laserproductsus.com
http://www.wehausa.com
http://www.rye-corp.com
http://www.akemi.com
http://www.NoLiftSystem.com
http://www.sinkits.com
http://www.groves.com
http://www.eurostonemarble.com
https://mos.caesarstone.com/home-page/
https://www.naturalstoneinstitute.org/silica/
https://www.naturalstoneinstitute.org/silica/
https://mos.caesarstoneus.com/
https://mos.caesarstoneus.com/
http://www.stoneupdate.com
http://www.stoneforensics.com
http://www.makitatools.com
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The Slippery Rock Classifieds
For Sale

2011 Fab King with All Tooling. Pur-
chased new in 2012 for $20,000. Asking 
$9500. Several features: 240 Volt, 3 HP 
motor, 114 inch X-axis travel, 30 inch 
Y-axis travel, and 8 inch Z-axis travel, 
variable speed 2,700-10,000 RPM, dust 
free operation, center & halo water feed, 
precision control, gas water feed, heavy 
duty spindle bearing for long life, water 
consumption 2 gallons per minute, ide-
ally below 10 microns purity. Excellent 
condition. Keith Shishnia, 605-380-5427. 
Email: graniteworks1960@gmail.com.

_____________

Company Closing. 2002 6́ x12´ Flow IFB 
Waterjet. Has 3600 hrs on it, selling for 
$46,500.00. Miller Syncrowave 250DX 
Tigrunner 310 amp ac/dc welder. Selling 
for $3,700.00. TimeSaver Model 1211-12-
0 with a 24˝ belt, selling for $10,000.00. 
Equipment located in Jacksonville, FL.  
Marker Tile, 904-993-9855. Email: Mark 
ertile@gmail.com.

_____________

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

___________ 
Wellcut 1200 Bridge Saw Monobloc. 
Wellcut 1200mm 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. 

___________ 

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. 

___________ 
Looking for Stone Care Products 
Wholesale Distributor. MB Stone 
Care is now actively seeking for new 
Wholesalers and Business Partners.  We 
are offering Significant Discounts on all 
MB Stone Care Bulk Purchase, low MOQ 
and Professionally Product & Marketing 
Materials. Contact Joe at stonecarewhole-
sale@gmail.com for more details. 

___________ 
Smack dab in the middle of Big Sky 
Country. Established stone quarry and 
stone fabrication business located in cen-
tral Montana. Small town, but short drive 
to largest city. Strong local market in sea-
son and year-round truckload qty sales to 
Western U.S. and Pacific Northwest. Uber 
used 17 semi-trailers of our stone for their 
$300M new office complex in SF last year. 
Includes 2/3 of a city block, new 2400 sq. 
ft. shop with radiant floor heat, house/
office. Imagine not getting all your stuff 

polishers, compressors etc...Training 
period provided, partial seller financing 
for qualified buyer. Reduced -$310,500 
Contact: Mark Chesler, 808-936-3616, 
Mark@Konabusinessbroker.com.  

___________ 

Help Wanted

Head Sawyer Wanted. Full-time Operator 
wanted to run our GMM Brio 35 Bridge 
Saw and new GMM Intra in Lorton, VA. 
Must have a minimum 5 years experience, 
citizenship or green card. The ideal can-
didate will have knowledge of this type 
of equipment, understand shop flow and 

ripped off when you forget to lock your 
shop or pickup? $880K - terms considered. 
Phone: 406-323-2223,  vacca.stone@gmail.
com.  

___________ 
Counter Top Fabrication / Kitchen & 
Bath Remodeling Company. Successful 
& reputable 30+ year business in Hawaii, 
long history of stability, managed growth 
and profitability, only .5% of annual sales 
needed to drive revenue stream. Complete 
stone & tile contractors providing cus-
tom-crafted natural and engineered stone 
work. 5,000 sq. ft. base yard located in 
central Maui (leased), 3 page asset list incl. 
Diamond Gantry Bridge Saw, 1 ton flatbed 
stake-side truck, 10,000# forklift, sanders, 

work with little or no supervision. Please 
email inquiries and resumes to Chuck 
Fiedler, chuck@Stoneandtileguys.com. 

___________ 
Full-Time Fabricators Wanted. 
We are a growing stone fabrication shop 
located in Lorton, VA. Must have a min-
imum 5 years experience, citizenship or 
green card. The ideal candidate will have 
knowledge of commercial stone fabrica-
tion, understand shop flow, and work with 
little or no supervision. Please email inqui-
ries and resumes to Chuck Fiedler, chuck@
Stoneandtileguys.com. 

___________ 
All Positions, Leading Stone Fabricator. 
Looking for talented, happy, self-oriented 
individuals to join our teams of sales, 
field tech, fabrication shop management, 
installers. Great incentives and pay based 
on experience and review. Contact: Ozzy 
Yilmaz, 703-698-5595, ozzy@marblexinc.
com. 

___________

Project Manager. White House Stone 
is currently seeking 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 
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. 

___________

Digital Template Tech Wanted. 
Experience with LT 55 and/or Proliner 
a must. Top pay and health benefits. 
Company established 27 years. South 
Florida territory. Company vehicle and 
expenses covered. Join a winning team! 
Real Stone and Granite. Contact: Jose D. 
Ubilla, 772-489-9964, Jose@realstoneand 
granite.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. 
Business to business ads are $50.00 
month. All other Classifieds are free.

•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

May 2020 Friday, March 20, 2020

June 2020 Friday, April 24, 2020

July 2020 Friday, May 22, 2020

Session I May 23-25
Letter Carving

505.579.917920th
annual

ww
w.

sa
xs

to
ne
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rv

ing
.co

m

Session II July 25-31
with Fred X. Brownstein

Session III August  17-23
Stone Carving: The Basics and Beyond

•132 TON SPLITTING FORCE 
*CHOICE OF CONVEYOR DIRECTION

•18.9” BLADE LENGTH
•17.72” SPLITTING HEIGHT
• 15 KW PUMP UPGRADE 
• 6.39” PER SECOND DESCENT  
• 7.17” 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
• $55,320.00 USD SPLITTER w/o CONVEYOR

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 120 480 X 450 15Kw
w/SHERPA T4L*  

$76,170.00 fob  
Whitehall, NY

Stone Quest 
is ready to provide you with our service to 

support your slabs distribution such as:

Services for
Distributors and 
Fabricators

• Unloading Containers • Slab Storage  
• Loading Orders on Trucks

Ask for Josef 
(732) 750-3090 

 271 ADELPHIA RD • FARMINGDALE, NJ • 07727 

mailto:graniteworks1960%40gmail.com?subject=Fab%20King%20ad%20in%20SRG
mailto:Markertile%40gmail.com?subject=Ad%20in%20SRG
mailto:Markertile%40gmail.com?subject=Ad%20in%20SRG
mailto:Mijoroc%40Optonline.net?subject=Tuckahoe%20marble%20ad%20in%20SRG
mailto:Mijoroc%40Optonline.net?subject=Tuckahoe%20marble%20ad%20in%20SRG
mailto:martin%40stone-concept.ca?subject=Wellcut%20saw%20ad%20in%20SRG
http://www.FireUps.com
mailto:stonecarewholesale%40gmail.com?subject=MB%20Stone%20care%20ad%20in%20SRG
mailto:stonecarewholesale%40gmail.com?subject=MB%20Stone%20care%20ad%20in%20SRG
mailto:Mark%40Konabusinessbroker.com?subject=Shop%20in%20HI%2C%20Ad%20in%20SRG
mailto:vacca.stone%40gmail.com?subject=Big%20Sky%20Quarry%20and%20Fab%20Facility%20in%20SRG
mailto:vacca.stone%40gmail.com?subject=Big%20Sky%20Quarry%20and%20Fab%20Facility%20in%20SRG
mailto:chuck%40Stoneandtileguys.com?subject=Help%20Wanted%20in%20SRG
mailto:chuck%40Stoneandtileguys.com?subject=Help%20Wanted%20ad%20in%20SRG
mailto:chuck%40Stoneandtileguys.com?subject=Help%20Wanted%20ad%20in%20SRG
mailto:brian%40whitehousestone.com?subject=Help%20Wnated%20ad%20in%20SRG
mailto:Peggy%40Whitehousestone.com?subject=Help%20Wanted%20ad%20in%20SRG
mailto:Peggy%40Whitehousestone.com?subject=Help%20Wanted%20ad%20in%20SRG
mailto:Jose%40realstoneandgranite.com?subject=Help%20Wanted%20ad%20in%20SRG
mailto:Jose%40realstoneandgranite.com?subject=Help%20Wanted%20ad%20in%20SRG
http://www.slipperyrockgazette.net/index.cfm/m/13/fuseaction/listing.listingForm
mailto:%20g.covell%40slipperyrockgazette.net?subject=Advertising%20in%20the%20SRG
mailto:%20g.covell%40slipperyrockgazette.net?subject=Advertising%20in%20the%20SRG
http://www.skmproducts.com
http://www.rockcreteusa.com
http://www.saxstonecarving.com
http://www.ApexEquipmentInternational.com
http://www.stone-quest.com
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Natural Stone Institute
Member Company

IMS Masonry
Lindon, Utah

Stone Installer

Other Project Team Members
VCBO Architecture

Architect

Bestview International
Stone Fabricator

PICCO Engineering
Stone Engineer

Stone
Moleanos limestone

Judges Comments:
Beautiful sculptural blocks of limestone are so 

tailored, crisp, and clean. This faith makes a point 
of cladding their temples in stone and should be 
celebrated. Control and execution are well done. 
This temple looks like it has been here forever, 
and it will be. The exceptionally clean design of-
fers no opportunity to hide a defect. Extremely 
challenging for both the supplier and installer.

Commercial Exterior 
Oklahoma City LDS Temple  

Oklahoma City, Oklahoma

The Church of Jesus 
Christ of Latter-day 
Saints view the essen-

tial idea of a temple as that of 
a place specially set apart for 
service regarded as sacred. 
This condition of excellence 
was LDS communitiy’s offer-
ing unto the Lord. It was in 
every respect the best the 
people could give – erecting a 
structure befitting a house of 
the Lord.

The exterior of the 15,500 
square foot Oklahoma City 
LDS temple was redesigned 
to improve the overall mass-
ing, entry, and tower of the 
structure.

The tower’s steeple was 
raised 10 feet from the existing 
height to better correspond to 
the revised entry. The cut stone 
design allowed for thickened 
cubic base material and in-
corporated thickened pilasters 
as well as cubic cornice profi 
les which added depth. The 
bulky stones at the base of the 
entrance creates the look of 
columns flanking the main en-
trance doors.

The floor plan was slightly 
modified for more effi cient 
use of the building, and venti-
lation issues were addressed. 
Working from the air barrier 
out, it was determined to add 
4˝ of insulation into the hat 
channel design and incorpo-
rate a mechanical stone setting 
system.

The client selected the use 
of Moleanos limestone for 
its warm color. 40 containers 
equaling 1,600,000 pounds of 
cubic blocks of the limestone 
was shipped from Portugal to 
China for fabrication, resulting 
in 350,000 pounds of finished 
stone.

The exterior design incor-
porates local architecture, 
culture, and motifs to give the 
temple a tie to its geographic 
location. Classical architec-
tural elements such as the egg 
and dart, rosettes, and acanthus 
leaves were used throughout 
the building. Specific regional 
motifs of wheat and the Indian 
Blanket wildfl ower were se-
lected to root the building 
in its surroundings and local 
community.

Natural Stone Institute
Member Company

Dan Lepore & Sons 
Company

Conshohocken, Pennsylvania
Stone Installer

Other Project Team Members
FFKR Architects

Architect

Dimensional Stone
Services, Inc.
Stone Supplier

Quanzhou Liangun
Building Materialsi

Stone Fabricator

Stone
Temple White granite G655W

Judges Comments:
So articulate. The balance of sculpted and flat 

elements requires amulti-skilled and experienced 
installer. If you’re just getting into the trade, don’t 
start with a project like this. These types of jobs are 
for the seasoned veterans of the industry.

Commercial Exterior 
Hartford Connecticut Temple  

Farmington, Connecticut

The Hartford Connecticut Temple of the Church of Jesus Christ of 
Latter-day Saints is the church’s 155th temple erected worldwide. 
The single-story, granite clad structure is rich in materials and archi-

tectural detailing and enjoyed by the community in Farmington, Connecticut. 

FFKR Architects conducted careful research of the 
classical architectural styles and building traditions 
in New England to determine appropriate precedents 
for the design and set the tone and character of the 
architecture for the Hartford Connecticut Temple. 
Combining the local culture and history with the 
unique function of the temple, they were able to create 
a beautiful building that is comfortable in its surround-
ings. A beautiful light grey granite was selected for 
the building’s exterior because of the owner’s commit-
ment to building with durable, noble materials.

To facilitate the stone fabricators in China, who 
were unfamiliar with traditional western architecture 
and detailing, FFKR Architects prepared full-size 
drawings of many details and all the decorative pieces 
to use as patterns for carving. The drawings included 
diagrams showing the depth of the carvings and the 
projections of the pieces in relief. The installation of 
the stone by Dan Lepore & Sons Company took more 
than a year to complete.

The temple entrance is under a beautiful portico 
with detailed eighteen-foot tall Ionic columns that 
have richly carved capitals and a full entablature and 
cornice. The triangular tympanum features a wreath 
of oak leaves (Connecticut’s state tree) and flanks 

elaborate acanthus scrolls carved in stone. The slender tower 
rises in steps to 117 feet and is topped with a gold statue of 
the angel Moroni. The building occupies a beautiful park-
like setting that complements the architecture.

The interior of the temple is richly appointed in the 
Georgian and Federal styles, with stained glass windows 
and marble fl oors. Details in the trim and moldings detail 
nature and floral motifs.

The SRG will continue the Pinnacle Awards next issue.

Continued from page 22
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Dan Doyle of Galegos Corporation 
Named 2019 Craftsman of the Year

Dan Doyle epitomizes what 
a dedicated tradesman in 
the stone industry can 

accomplish. His craftsmanship, 
customer service, leadership, 
and communication skills have 
set him apart from his peers to 
become the 2019 Craftsman of 
the Year.

Dan joined The Gallegos 
Corporation in 1988 as a brick 
and rubble stone mason and has 
been indispensable to the com-
pany ever since. Dan’s colleague 
Dave Little, Chief Business 
Development Officer at Gallegos, 
believes Dan’s ability to under-
stand what clients are looking for 
has earned him a good reputation 
of accomplishment for his skills 
and ability to converse with de-
signers, owners, and contractors 
and contributed to repeat busi-
ness. “They want Dan on their 
project because it gives them a 
sense that it’s going to be com-
pleted on time. But it’s also going 
to be what the owners want,” 
Dave said.

In early 1991, Gallegos tran-
sitioned from an installation 
company to a fabrication and in-
stallation operation after realizing 
that waiting for others to fabri-
cate the stone for their job needs 
wasn’t time or cost effective.  Dan 
was asked to shift his work focus 
from a love of brick and rubble 
stone masonry to one involving 
cut stone. Dan agreed and rely-
ing on his strength in masonry, he 
took it upon himself to learn the 
trade of tile and slab installation. 

Lately, Dan has been embarking 
on a new role with Gallegos as a 
tile and slab installation instruc-
tor. With so few opportunities to 
learn from someone as skilled as 
Dan, Gallegos sees the business 
sense in promoting him as a men-
tor. On the job, his colleagues are 
learning just by working along-
side Dan.

“They see how he reacts to the 
architects a lot when they have 
strange requests – or maybe not 
strange requests, but something 
that is really different,” adds 
Little. “Dan takes the time to 
either tell them this isn’t possi-
ble, and this is why, or, he says, 
‘Yeah, we can do it, but we need 
to do this to do it.’” 

Dan Doyle
Galegos Corporation

Dan enjoys communicating with 
architects, but his real satisfaction 
comes from sharing his skills and 
experience with his co-workers. 
“It makes you feel good. Because 
you know that you have learned a 
few things over the years, and it 
is nice that you can help someone 
out to further them along.”

This award has also inspired 
Dan’s coworkers. Travis Preston, 
a member of Dan’s crew, re-
flected on what this honor means. 
“This is an award that I have heard 
about through the years, and only 
really, really good fabricators and 
installers are getting this award. It 
was a true inspiration, and I even 
joked around with him that, ‘hey, 

you just gave me a new goal in 
life.’ This is something that I’m 
going to strive for.”

For Dan, receiving the award 
has been overwhelming. The 
award has meant a lot to both 
Dan and his father, but he attri-
butes this success to the team at 
The Gallegos Corporation. “I 
would like to thank the Gallegos 
Corporation, I would like to thank 
Suzanne Gallegos. Her husband, 
Gerald, was – he was the bomb,” 
said Dan. “Gary Woodworth, 
Daryl Woodworth, all the PMs. 
All of them. Can’t do it without 
them. They’re all good people.”

Congratulations to Dan Doyle, 
the 2019 Craftsman of the Year.
He has served on the executive 
committee for many years and is 
most deserving of this prestigious 
recognition.”

“He’s a great mentor. If I were new 
to the industry, it would be an hon-
or to work with somebody that has 
the skill that Dan has. It would be 
something that if you were truly in 
this for a career, you couldn’t have 
a better mentor.”

Dave Little  
The Gallegos Corporation

“Congratulations, Dan, you’re mak-
ing us all proud. You’ve earned ev-
ery bit of this award, and I look for-
ward to the next 40 years.”

Daryl Woodworth  
The Gallegos Corporation

Altima Products Now Manufactured As 
the Integra Adhesives Brand

Integra Adhesives, maker of 
Altima Adhesives, is retiring 
the brand and name. With this 

change, Altima Adhesives will no 
longer be available at GranQuartz 
USA, company spokesmen 
revealed. 

Fabricators familiar with the 
discontinued brand Altima will be 
happy to learn that this quality ad-
hesive is now available under the 
Integra Adhesives brand, with the 
same premium formula, and in a 
broader range of colors.

The Integra products are the 
same, trusted, pre-colored seaming 
and assembly adhesives formulated 
for quartz, natural stone, sintered 
materials, solid surface, and more.

This change over includes 
Altima Seaming Adhesive — 
now Integra Surface Bonder XI; 
Altima+ Dripless Adhesive – now 
Integra Surface Bonder ZERO; 
Altima Indoor/Outdoor Adhesive 
– now Integra Surface Bonder 

Integra Adhesives Premium 
Cartridge Systems offer 
hundreds of pre-mixed 
colors matching everything 
from granite to sintered 
stone, including most quartz 
and solid surface brands.

Ultra; and the dual cartridge 
Altima Structural Adhesive – Now 
Integra Component Bonder.

Going forward, Integra 
Adhesives will be distributed 
through Braxton-Bragg. 

Visit integra-adhesives.com 
for lists of their full line of avail-
able color-matched adhesives. 
Visit braxton-bragg.com to order 
Integra.

Craftsman of the Year

“Republicans believe 
every day is the Fourth 

of July, but the 
democrats believe 

every day is April 15.”

 — Ronald Reagan

http://www.integra-adhesives.com
http://www.braxton-bragg.com
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Inheriting the Past and 
Probing the Future

Mark Saxe 
Special Contributor
Photos Courtesy John T. 
Denne, Morgan Dummit,
Patrick Halloran, and
Jessi Cole Eaton

This Spring, the Sax Stone 
Carving Workshop in 
northern New Mexico is 

celebrating 20 years of training 
and encouraging stone carvers.

As my wife/partner in this en-
deavor and I sit at the dinner table 
planning this year’s classes, we 
have also been talking about the 
instructors and participants we 
have come to know over these 
twenty years. Many have become 
good friends and loyal supporters 
of the workshop, a family of sorts.  
Some participants have even gone 
on to have careers in the stone 
trades as carvers, stonemasons, or 
sculptors.

A landmark moment such as this 
inevitably also brings to mind the 
question of how long things last.  
Is twenty years a long time?  It de-
pends on what you compare it to. 
For some things, like the age of 
the earth (4 billion) or the duration 
of the pyramids (25 centuries), 20 
years is a mere grain of sand. Even 
the Arctic whale lives to be 200, 
while the bristlecone pine may 
thrive for an unthinkable 5,000 
years. But then again, the aver-
age electric dryer lasts a measly 
12 years, which is, coincidentally, 
about the life span of a goat.  A 
freezer may continue working effi-
ciently for a decade and a half, and 
a gas range barely outlasts a high 
school graduate. 

We hope, of course, that what we 
have created will outlast us, and 
that young, dedicated carvers will 
see fit to carry the program into 
the future. We continue to take it 

Jessi Cole carves with a pneumatic tool on her free-form 
sculpture at the 2019 Sax Stone Workshop.

Patrick Halloran working on his angel, an advanced 
project that extended over the course of several classes.

Morgan Dummitt uses the pointing machine during the 
2018 workshop.

one year at a time, trusting that a 
momentum has built up that will 
withstand the test of time and that 
what we have begun will continue 
to educate and reveal the beauty 
and worth of stone work, carving, 
and sculpture.

What makes a workshop suc-
cessful?  First and foremost, we 
learn from our instructors.  Over 
the past 20 years we have been 
privileged to welcome some of the 
best stone carvers in the world, in-
cluding Kazutaka Uchida, Karin 

giving the class a life of its own 
while keeping it small enough for 
each student to receive personal 
attention and interaction. By the 
end of the seven-day experience, 
everyone knows one another by 
name and by the project they are 
working on, and many connect as 
friends beyond the class, sharing 
information and experience. We 
learn from each other.  

Everyone brings to the work-
shop their special talents, and 
we make sure that everyone has 

Sprague, Patrick Plunkett, Kelly 
Jamison, Joseph Kincannon, 
DJ Garrity, Nicholas Fairplay, 
Gary Haven Smith, Frank Haufe, 
Fred X. Brownstein, and Matt 
Auvinen. From them, the learn-
ing branches out, not unlike the 
roots of that bristlecone pine.  
Dedicated staff, an organized cur-
riculum, good equipment, an in-
spiring setting in which to work, 
quality stone, the experience of 
being in a professional and active 
stone carving studio, delicious 
food – all of these factors contrib-
ute to a meaningful experience. 

We have found that 18 stu-
dents is our optimum class size, 

a chance to share them. Our stu-
dents include doctors, nurses, 
teachers, lawyers, architects, 
geologists, hydrologists, rocket 
scientists, artists, plumbers, stone-
masons, archeologists, flight at-
tendants, photographers, jewelers, 
managers, students, city planners, 
historians, designers, and the list 
goes on.  It is amazing to see how 
much knowledge is brought to 
bear during the class.

So needless to say, over 
the years, we have learned a 
few things! We know, just as 
one example, to prepare two 
zones, a quiet zone and a dusty, 
noisy zone, allowing for the 

comfortable separation of those 
who want to carve with hand tools 
from those who want to use power 
tools. Every year, we have taken 
and followed suggestions from 
our staff and students to make the 
classes better and better, not un-
like stacking stone upon stone.

At the core of what we offer is 
the understanding that everyone 
who comes has a dream, and that 
it is our job to help them realize 
that dream by providing all of the 
information and guidance we can 

in a seven-day span.  This includes 
teaching safety considerations, 
then helping each student choose 
the right stone and the right tools, 
teaching them how to care for 
and use those tools, how to plan, 
rough out, split, carve, texture, 
polish. We also have lessons in 
pneumatic and electric tools, rig-
ging, lettering, gold leafing, and 
so on. Some of our repeat students 
have gained such proficiency as to 
lead some of these demonstrations 
themselves.

Adding to the overall experience 
is an extensive library of books on 
stone and sculpture.

Please turn to page 31 
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Continued from page 30

Sax Stone Workshop

As in previous workshops, 
an ongoing series of videos 
will explore some of the 
greatest carvers and their 
work.

Fresh homemade daily 
lunches offer vegans, veg-
etarians, gluten free, and 
omnivores a chance to re-
charge and relax al fresco 
around large communal 
tables. A safe, encouraging 
atmosphere for students of 
all backgrounds and lev-
els of experience contrib-
utes to a healthy learning 
environment.

This year, the Stone 
Workshop will offer three 
sessions:  

down from generation to 
generation for hundreds of 
years. Fred shares his im-
mense knowledge, over 40 
years of experience, and 
techniques with great gener-
osity of spirit and a true de-
sire to see students develop a 
strong foundation in carving.  
This class is a rare opportu-
nity to work with an artist 
trained in the classic Italian 
tradition.

Session Three  
(August 17-23, 2020)  

“The Basics and Beyond”
This class will be taught 

by our staff instructors, who 
have a combined 125 years 
of experience. Petro, Hul, 

Mexico, situated on the con-
fluence of the Rio Embudo 
and the Rio Grande, about 
one hour north of Santa Fe 
and thirty minutes south of 
Taos, two world class art 
destinations. The geology 
of the area, nestled between 
immense basalt and granite 
formations and towering 
sandstone chimneys, is un-
forgettable. Dixon, New 
Mexico itself is a small art 
colony with two wineries, 
an award-winning indepen-
dent library, a local craft 
brewery, restaurant, and co-
operative grocery store with 
a weekly farmers market.  

We welcome everyone to 
join us in celebrating our 

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

“

Session One (May 23-25, 
2020) Letter Carving

Instructors will be Mark 
Saxe and Petro Hul. The 
class will be a comprehen-
sive introduction to carving 
letters in stone using ham-
mer and chisel, a tradition 
dating back thousands of 
years.

Session Two (July 23-31, 
2020) with National 

Sculpture Society Fellow, 
Fred X. Brownstein 

“Traditional and 
Contemporary”

Fred trained and worked 
in Italy for 16 years, learn-
ing the traditional skills of 
stone carving as passed 

Schuyler Blanchard, Brian 
Barreto and Mark Saxe  
will share their knowledge 
and expertise to help stu-
dents achieve their goals. 
Participants will learn what 
is necessary to create a carv-
ing in stone. Topics include 
geology, safety, plug and 
feather splitting, proper use 
and care of tools, planning, 
measuring, common mis-
takes and how to learn from 
them, aesthetic consider-
ations, carving, cutting, pol-
ishing, texturing, lettering, 
gold leafing, rigging, and 
other topics as the need 
arises.

Dixon is a beautiful moun-
tain town in northern New 

Mark Saxe and Petro Hul will demonstrate chiseled letter carving techniques 
at the first 2020 Stone Workshop session. Inset: Mark Saxe

twentieth season, and we 
hope that this is just the 
beginning of another de-
cade of profound workshop 
experiences.

Several of the main Sax 
Workshop guest instructors 
spent many years working at 
the Cathedral of St. John the 
Divine in New York City, 
and growing interest has led 
to a new project extensively 
documenting the stonework, 
stone carvings, and carvers 
of the cathedral, which will 
become available at www.
DivineStone.org in the com-
ing weeks, and also featured 
in an upcoming edition of 
the Slippery Rock Gazette.

Request pre-approval  
before Coverings 2020 
April 20 - 23 

*Financing and instant decisions subject to credit parameters. Loans made or arranged 
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“Greg cares about every part of the 
industry and wants to know what it’s 
about and what he can do to help.” 

Marcella Prado 
LATICRETE International

““Greg brought a level of organi-
zation to the association that has 

helped us both bind together the old 
associations – the MIA and the BSI 
– healed it together and made one 
stronger, better, more vibrant and 

dynamic organization.”

Tony Malisani
Malisani Inc.

Greg Osterhout Selected for 
Person of the Year Award

The Person of the Year award 
is presented annually to an 
individual who has pro-

vided extensive support to the asso-
ciation’s executive team during the 
year.  As a dedicated leader and 
tireless volunteer, Greg Osterhout 
is a natural choice to be selected as 
the 2019 Person of the Year. 

Greg served as the association’s 
board president in 2019, where he 
has earned accolades from many of 
his peers. He has been described as 
a natural leader, a great problem 
solver, a good listener, and a ded-
icated advocate. Greg cares about 
every segment of the industry and 
constantly looks for ways to bring 
the industry together for one com-
mon goal.

Natural Stone Institute CEO 
Jim Hieb explains why Greg was 
this year’s choice. “He is really 
good at representing our industry, 

Greg Osterhout, Northern Stone 
Supply – Natural Stone Institute 

2019 Person of the Year

The Gary Sinise R.I.S.E. program is one of Osterhout’s big 
volunteer endeavors. His company (Northern Stone Supply)
has donated stone and materials to several R.I.S.E. projects. 

Greg Osterhout and Tony Malisani present Peter de Kok with 
the 2018 Migliore Award for Lifetime Achievement.

Greg Osterhout, Northern Stone Supply,  is accustomed to 
keeping things running – from an active quarry standpoint, 
and at the national organization level..

presenting the needs, and always a 
true advocate. His passion for the 
industry is second to none.”

His association contributions in-
clude much more than serving as 
board president. Greg has been a 
tireless advocate of legislation in 
Washington DC to further advance 
the checkoff efforts for the indus-
try. He has been outspoken about 
the need for companies to subscribe 
to sustainable business practices, 
including certifying to the natural 
stone sustainability standard (NSC 
373). Greg also donated stone to 

multiple Gary Sinise Foundation 
R.I.S.E program homes for severely 
wounded veterans and attended 
membership outreach meetings and 
industry meetings at both domestic 
and international trade shows.

Yet his industry colleagues be-
lieve his greatest attribute is who 
is he is as an individual. Natural 
Stone Institute Executive Vice 
President Jane Bennett said: “His 
sacrifice in service is admirable – 
not only to the association and the 
industry, but to his neighbors and 
his church. This is who Greg is.” 

Bennett has worked alongside 
Greg for many years, especially 
during the joint venture days be-
tween BSI and MIA and shares an-
other observation about him. “What 
has impressed me most about Greg 
over these past few years is his 
personal and professional growth.  
How he has embraced the merge 
and eagerly volunteered to learn 
about the other aspects of this in-
dustry that previously weren’t part 
of his daily vocabulary, and far 
beyond domestic quarrying. He is 
now truly a global leader.”  

In his own words, Greg described 
his past year of leadership. “I think 
the thing I can take the most pride 
in as President, and just as my time 
in a leadership role, is the synthe-
sizing of so many different parts of 
our industry—the promoted col-
laboration and having people work 
together who didn’t work together 

before.”
When asked about the impor-

tance of volunteering, Greg added: 
“I choose to volunteer with the 
Natural Stone Institute, and in 
many other causes, because I be-
lieve it’s important that we give 
back. This industry gives me, my 
family, and my employees their 
livelihoods. I believe it’s important 
to give back for the future of the 
industry.”

Greg isn’t done contributing. In 
2020, he will lead multiple commit-
tees and increase his involvement 
with the Gary Sinise Foundation 
R.I.S.E Program.

Congratulations to Greg. 
Osterhout, NSI 2019 Person of 
the Year.

Person of the Year

Greg Osterhout, at far right
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Emco- 
Williams
Continued from page 2

Bill Junior went on to explain 
that most of their residential cli-
ents are mid-level, adding, “Our 
area is not like Nashville where 
you have music and movie stars 
and professional athletes. Our area 
has more tourists with timeshares, 
cabin rentals, etc. There are nice 
homes, too, but not a lot of really 
high-end. Our work comes to us 
through area designers, builders 
and owners, and when it does, 
our people give personal service, 
because this is a family person-
alized company. Making our cli-
ents happy is more important to us 
than high volume, and because of 
this we have a good, solid busi-
ness, and an excellent reputation.” 

Words of Wisdom
Bill Senior: “What got us to this 

point is our ability to find and 
train people. My son and I are 
mechanically inclined, and we 
don’t have a whole lot of prob-
lems with mechanical things. We 
understand machinery. However, 
people are the life blood of any 
business, and you just have to find 
the good ones and train them.” 

Bill Junior: “We are still hav-
ing problems keeping up with 
the demand, so just today we 
called about purchasing another 
Donatoni CNC Jet Saw. My long 
term goal is to construct a new 
building that is more conducive 
to our needs, such as a duel table 
robotic saw, overhead cranes and 
a better way to get our water back 
to the filtration system. Basically 

we want to be more automated 
to grow the business. Not gynor-
mous! Just a little bigger. We like 
being a smaller, independent and 
customer-oriented company that 
knows its customers.

“Ultra Compact materials have 
not taken off in this area. We’ve 
done a few of these types of jobs 
and had a few inquiries, but we 
are not busy with it. It really de-
pends on the application. If it’s 
a commercial application and a 
designer likes it and it’s going to 
be outside, I think porcelain is a 
great product. But as far as inside, 
I haven’t seen many people that 
like it. People here, like me, still 
like the idea of natural stone. We 

are, however, going to start doing 
showers with quartz or Dekton-
type materials when we get rid of 
our cultured production, because 
this is the direction that we are 
going. This is our next venture, 
and it’s coming up soon.” 

As for Bill Grove Senior, he is a 
self-described “86 years young,” 
stays very active in the company, 
and vows to never quit working. 
As for his wife, Carol, when she’s 
not driving her husband around 
town or to work, she can be found 
playing bridge with her Senior 
friends. 

For more project and com-
pany history, please visit 
emco-williams.com .

Above: Mitered hostess stand for a hospitality 
property. 
Right: Emco-Williams recycles about 95% of 
its wet fabrication water with a Turrini water 
filtration system, which can provide 169 gallons/
minute to their CNCs, saws, and wet polishing 
machinery. Their exterior slabyard stocks 
approximately 200 slabs of premium stone and 
also select stone remnants. 

Left: Multilevel double vanity for a master bath suite. 
Below, right: Custom Juparana Bordeaux granite bar 
top features an undulating decorative edge that echoes 
the ridges of the nearby Smoky Mountains, in this rustic 
mountain retreat.

http://emco-williams.com
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Cosentino Announces 
Inaugural “Design 
Alliance” Influencer 
Program

Cosentino, the global 
leader in the distribution 
and production of inno-

vative surfaces for architecture 
and design, is delighted to unveil 
its latest influencer program, the 
Cosentino Design Alliance. The 
inaugural class is comprised of 
seven leading interior designers 
across North America, with exper-
tise spanning the residential, hos-
pitality and commercial spaces.

The program, which will of-
ficially commenced at the 2020 
Kitchen & Bath Industry Show 
(KBIS) in Las Vegas, will show-
case the designers’ expertise and 
talent at tent pole industry events 
and trade shows in 2020 and 2021 
where the beauty and durability of 
Cosentino’s products will come to 
life through panels, installations, 
activations, and more. 

“Cosentino was among the very 
first in the industry to launch a de-
sign influencer program and we’re 
delighted to unveil this latest iter-
ation at KBIS 2020,” says Patty 
Dominguez, VP of A&D Sales for 
Cosentino North America. “The 
opportunity to create even deeper 
partnerships and synergies with 
these incredibly talented profes-
sionals is such an honor, and we 
so look forward to having them 
share their expertise with fellow 
industry professionals and design 
enthusiasts alike on behalf of the 
brand.”

The 2020–2021 Cosentino De-
sign Alliance includes:

Richard T. Anuszkiewicz,
Nashville, Tennessee.
With accolades including 2019 

Kitchen+Bath Business Person 
of the Year Praiseworthy Pick, 
NKBA Insider, 2018 Coverings 
Emerging Leader, 2017 Mode-
nus Top 10 Design Influencer and 
alumnus of the inaugural NKBA 
Top 30 Under 30 program, Rich-
ard is a recognized kitchen & bath 
design authority. He graduated 
from Virginia Tech’s Residential 
Design program and has spoken 
at industry events across North 

America, including Design Chi-
cago, Wanted Design New York, 
DDA Toronto, and KBIS, among 
others. He has also been high-
lighted in national publications 
such as Architectural Digest, Tra-
ditional Home, House Beautiful, 
The Washington Post, Business of 
Home, Robb Report, HGTV Mag-
azine, and more.

Nar Bustamante,
Sacramento, California.
Nar Bustamante, president 

and principal designer of Sacra-
mento, Calif.-based Nar Design 
Group, was born in Mexico City 
and raised in San Francisco. His 
extensive travels throughout Eu-
rope, North Africa, and North 
America have played an influen-
tial role in his appreciation for art, 
culture and architecture. These 
cornerstones, along with his own 
clients’ artwork, provide the in-
spiration for his international 
award-winning and highly publi-
cized designs that exude luxurious 
modern, eclectic and innovative 
aesthetics. 

Young Huh,
New York, New York
Young Huh, founder of Young 

Huh Interior Design, specializes 
in residential and commercial in-
teriors. After receiving an English 
degree from Smith College and a 
law degree from Fordham Univer-
sity, the Detroit native founded 
her firm in 2007. Young believes 
in resetting the design narrative 
for each project to find the har-
mony and dynamism through 
classic and modern design princi-
ples, with thoughtful architectural 
details providing the groundwork 
for warm and welcoming interiors 
animated by surface treatments, 
play of pattern and color and a 
touch of wanderlust. Industry 
accolades include the prestigious 
2019 ELLE Decor A-List and 
“Five Interior Designers on the 
Rise” by VOGUE, among others. 
Her work can be seen in leading 
publications such as Architectural 
Digest, Domino, ELLE Decor, 
House Beautiful, Interior Design, 

LUXE Interiors + Design, The 
New York Times, Real Simple and 
The Wall Street Journal. Young 
actively bolsters the local and 
global design community through 
speaking engagements and char-
itable events including, among 
others, the Kips Bay Decorator 
Show House and NKBA Board of 
Directors.

Nina Magon, 
Houston, Texas
Nina Magon is an international, 

award-winning interior designer 
and TV personality renowned 
for her signature refined modern 
aesthetic. As Creative Director 
of Contour Interior Design, Nina 
seeks first to create a vision and 
then execute it for each client, 
designing one-of-a-kind envi-
ronments tailored to the client’s 
unique taste, with an emphasis 
on skillfully executed, flawless 
detail. Contour is lauded in its 
industry for its integration of de-
sign innovation, construction ex-
pertise, and business acumen. Her 
lavish residential, commercial 
and hospitality spaces have won 
national and international acclaim 
as she has been recognized as 
one of the top designers and most 
creative in the world by leading 
publications, such as Hospitality 
Design, Interior Design, Archi-
tectural Digest, The Wall Street 
Journal and more.

Jaime Rummerfield,
Los Angeles, California
Los Angeles-based Woodson & 

Rummerfield’s co-founder Jaime 
Rummerfield has a signature Cal-
ifornia sensibility rooted in classic 
design training mixed with a fash-
ion-forward design approach. She 
is touted as one of the nation’s top 
young Interior Designers by Tra-
ditional Home, Town & Country 
and House Beautiful magazines. 
Her creative eye focuses on the 
science behind color, texture, bal-
ance, proportion and scale that 
is applied to creating memorable 
and pleasing spaces.  Much of her 
passion and inspiration is derived 
from the theatrics of Hollywood, 

not just because of Woodson & 
Rummerfield’s A-list clientele, 
but even more so the glamour of 
the silver screen and the romantic 
bygone eras of film.

Ron Woodson,
Los Angeles, California
Growing up with parents in 

the music industry in Los Ange-
les, Woodson & Rummerfield’s 
co-founder Ron Woodson was 
exposed to the homes of many 
tastemakers. “One’s home is 
a refuge from the ordinary. It 
should be the perfect expression 
of the lives, aspirations and con-
sciousness of the homeowner. 
My job is to understand these 
aspirations and release them into 
a very special space for the resi-
dents,” says Ron. With more than 
15 years in the design industry, 
Ron is ever-exploring new ma-
terials, furniture forms, colors 
and fixtures always with a nod to 
the past. He attended the UCLA 
School of Interior Design and was 
recently named one of the Top 20 
Black Designers in America. Ron 

New Cosentino Design Alliance Influencers, from left: 
Richard T. Anuszkiewicz; Nar Bustamante; Young Huh; Nina Magon; 
Jaime Rummerfiel; Ron Woodson; Ashley Rumsey

draws inspiration from his trav-
els, with more than 30 countries 
to date. His passions span a range 
of architectural forms – from ul-
tra-modern, Regency style, Span-
ish, and mid-century architecture. 
“Most homes have immense 
potential. My job is to bring the 
property to its full potential.”

Ashley Rumsey,
Toronto, Canada
Ashley Rumsey is a principal 

at the award-winning interior de-
sign firm Mason Studio, alongside 
co-principal Stanley Sun. In 2011, 
the duo launched Mason Studio, 
a firm focused on the integra-
tion of art, objects, graphics and 
technology. Ashley is a specialist 
in interior design and visual arts 
and has been trained at leading 
Canadian and Australian institu-
tions. She previously held a lead 
design position for Yabu Pushel-
berg managing large scale proj-
ects for international hoteliers. 
Today, Mason Studio’s projects 
range from jewel toned boutique 
bistros to sleek condos and chic 
retail spaces in Canada and be-
yond. Mason Studio has received 
various awards recognizing their 
outstanding work and have been 
featured in leading publications 
such as The New York Times, 
Metropolis, The Globe and Mail, 
Azure, Wallpaper, Canadian Inte-
riors and more.

“A man’s character may be learned from 
the adjectives which he habitually uses 

in conversation.”  —  Mark Twain

© MARK ANDERSON. www.andertoons.com

“I’ve found it’s more effective than ‘Beware of dog.’ ”
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Coldspring Named 2019 
Educator of the Year for 

NSI CEU Program

Coldspring of Cold 
Spring, Minnesota has 

been named 2019 Educator 
of the Year for the Natural 
Stone Institute’s CEU 
program. 

The company presented 
247 classes to a total of 
2,789 design profession-
als last year. Cari May, 
Marketing Manager at 
Coldspring commented: 
“Continuing education is 
an essential component to 
licensing criteria for land-
scape architects, architects, 
and designers. Being able 
to support their need by pro-
viding education is a great 
way for us to continue to 
enhance our relationships as 
well as share how and why 
to use natural stone in their 
projects.” Coldspring was 
honored during the Stone 
Pavilion Block Party during 

TISE 2020.
Karen Olah, Regional 

Sales Manager for 
Coldspring, was named 
Speaker of the Year for the 
CEU program for presenting 
71 classes and educating 923 
design professionals. Olah 
commented: “Coldspring’s 
Continuing Education pro-
gram provides the A&D 
community with relevant 
education and credits for 
their licensing. It’s an honor 
to be recognized for the 
traction we have been able 
to make with this program 
in the field.”

The Natural Stone 
Institute’s CEU program 
currently has 431 certified 
speakers worldwide. With 
a total of 828 CEU classes 
presented and 7,670 design 
professionals educated in 
2019, the program contin-
ues to make an important 

impact on the natural stone 
industry. 

To learn how your com-
pany can get involved with 
the Natural Stone Institute’s 
CEU program, visit www.
naturalstoneinstitute.org/
CEU. 

The Natural Stone 
Institute is a trade associ-
ation representing every 
aspect of the natural stone 
industry. The current mem-
bership exceeds 2,000 mem-
bers in over 50 nations. NSI 
offers a wide array of tech-
nical and training resources, 
professional development 
opportunities, regulatory 
advocacy, and networking 
events. Learn more at www.
naturalstoneinstitute.org.

Show Me the Way 
To Go Home

A Yorkshire Terrier dog that went missing 
in Texas more than 13 years ago has been 

reunited with its owner after being positively 
identified by a microchip.

Rescue experts in Fort Worth recovered the 
dog last week after a call from a concerned cit-
izen and noted in a Facebook post it had been 
thin, wounded and “horribly matted.” And 
after some investigation, it emerged the small 
mix breed had been missing for over a decade.

The wounded canine, named Remington, 
or Remi for short, was traced back to original 
owner Aaron Webster, who lives with his fam-
ily in Houston.

Officials from Fort Worth Animal Care & 
Control who found the pup contacted another 
rescue group called Saving Hope, which got 
the dog medical attention and helped track its 
ownership history. Both organizations shared 
video footage of the emotional reunion to their 
social media pages.

Houston is approximately 262 miles from 
Fort Worth, and it remains unclear what hap-
pened to the dog during its lengthy disappear-
ance. According to Saving Hope, the dog was 
stolen from a family member’s yard when he 
was just nine weeks old and the family had 
searched for months.

McKenzie Smith, a Saving Hope volunteer, 
said the dog was picked up one weekend, last 
month. “After all these years he finally got 
home and we’re just so excited we were able 
to help,” Smith told KXAS, which reported the 
rescue team re-homed more than 700 dogs as 
of December 2019.

“Remington was reunited with his original 
family, who couldn’t have been happier to 
have him back in their family,” the Fort Worth 
Animal Care & Control said on Facebook. 
It added: “Thank you to Saving Hope for 
helping make this reunion possible, and to 
Remington’s family for microchipping him 
and updating their contact information as they 
continued to search. Remember microchips are 
a permanent way to identify your pet should it 
ever go missing!”

http://www.naturalstoneinstitute.org/CEU
http://www.naturalstoneinstitute.org/CEU
http://www.naturalstoneinstitute.org/CEU
http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
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Distributed by

LESS THAN

$1,150/MO

with our  

easy financing•

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

for you day after day.

Cuts 45° 

Miters!

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

MADE IN THE USA

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

Hercules A-Frame Slab 
Storage Racks #6698

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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