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Coldspring: The Legacy
Continues

C

oldspring, a name synonymous with quality and
service, has been on the
forefront of quarrying America’s
finest stones for over 120 years.
Headquartered in Cold Spring,
Minnesota, the company has survived all the ups and downs of
changing trends, and the highs and
lows of economies in constant flux
throughout the world.
Staying ahead of the curve has
included knowing their markets, what colors are or will be
in vogue, and what is needed to
satisfy the appetites and aesthetic
demands of cutting-edge designers
and architects.
While many in the industry
know Coldspring for their work
on iconic projects throughout the
country, Coldspring has diversified throughout their history to
serve the architectural, memorial,
residential and industrial markets
on projects of all sizes with various types of natural stone, bronze,
engineered cladding systems,
construction and installation, and
industrial and diamond-tooling
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products. They have over 30 quarries and multiple stone fabrication
facilities across the country, a
bronze foundry at their headquarters and a lightweight cladding
fabrication facility at their Texas
facility.
Furthermore, and most important to the company’s success, is
the mindset of Coldspring’s 1,000
employees, who constantly strive
to be more efficient, quarry in an
environmentally aware manner
and produce first-quality materials, while developing new and
better ways to produce in an everchanging economy. Their team of
experts tailor to the work at hand
to create unique customer solutions for anyone they work with. It
is these attributes that are the focus
of this story and explained through
the words of Mike O’Connor,
Coldspring’s Director of Business
Development.
Please turn to page 2

Fountain built from rough-hewn Carnelian
Granite – just one small feature of the FDR
Memorial in Washington D.C. . The memorial comprises 7.5 acres and contains about
200 truckloads of Coldspring granite.

Catching Up with Sinkits

W

hat is it about Nixa?
The only city of its
name, Nixa, Missouri
is home to the annual Nixa
Sucker Day Fish and Craft
Festival (which unfortunately had
to be canceled this year due to the
COVID-19 pandemic). Author
Robert Ludlum named Nixa as
the birthplace of his fictional
character Jason Bourne (only his
name was David Webb when he
was born). And Nixa is home
to Sinkits Sink Clips, LLC, the
industry standard in undermount
sink installation systems.
When it comes to installing
a sink, time is money. Kevin

The Original Sinkits
Slot Sink Clip System
won the Innovator of
the Year Award from
the SFA in 2011.

Pridemore knew that but he knew
that safety was just as important. Observing installers at his
fabrication shop struggle with

Ken Scott
Photos Courtesy Sinkits & BBI
adhesives, old-fashioned nut and
bolt systems and custom-built
wood supports inspired him to
come up with the Sinkits system,
which uses static friction. This is
the same physics principle used
in vehicle braking systems. The
installer simply drills a hole or
cuts a slot, bends the pre-load tab
and inserts the clip into the hole
or slot. The downward pressure of
the sink on the clip secures the anchor in place. No adhesive is required. Pridemore won the Stone
Fabricators Alliance Innovator of
the Year Award for the Sinkits
Sink Clip in 2011.
Pridemore is an inventor at
heart, so once he had perfected

Sinkits High Rise
Sink Clip

his system and got it off the
ground, with help from members
of the Stone Fabricators Alliance
and industry-leading distributors
like BB Industries, he turned over
day-to-day management to Allen
Thrane and Jed Droge.

Almost ten years later, what has
changed in the Sinkits world?
In 2019, Lincoln Hill Holdings
acquired Sinkits with the goal
of growing the business through
increased sales and marketing efforts along with new product development. Kevin Pridemore still
works with Sinkits on new product development and quality control issues, while also pursuing
other new product development
for other industries.
Today, Will Pucillo leads the
Sinkits business and is excited to
expand the company’s reach and
help more fabricators save time
and money.
Please turn to page 11
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Continues
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A Legacy Built on Values
“For a company that has been
around for over 120 years, it’s fair
to say that Coldspring has pivoted
through an enormous amount of
change over the years. The core
reason that Coldspring has stuck
around through countless ups and
downs along the way is because
of the people who work here. In
every situation, we had the right
people at the right time, living
with the right values to help us
overcome the challenges. This
goes all the way back to when
Henry Alexander, a Scottish
stone cutter, started the company
in 1890, and acquired complete
interest in the company in 1898.
(Please turn to page 31 for a
Coldspring history timeline.)

The Alexander family has always been grounded in having a
servant’s heart. The thought of
serving first and leading second
has been a part of how they led
the organization in years past,
and is how I have been asked to
lead the business as I transition
into the role of carrying the business forward. When my fatherin-law, Pat Alexander, asked my
wife Holly and I to not only keep
the business in the family, but
to commit to leading the organization with the intent of thriving
for another 120 years, the answer
for us was an easy ‘yes’. We’ve
seen just how grounded in values this company is. The foundation that was set many years ago
with Henry Alexander still holds

true today and is something we
wanted to be a part of. Our values
at Coldspring are reflected in the
word HONOR.
“It’s important that we not just
have these values listed in an
employee handbook somewhere
rather that we live and breathe
these values in how we operate.
It’s how I have been advised to
have discussions within the organization. We frequently represent
the need to live with HONOR
and act accordingly. We fundamentally believe that if we take
care of our employees, and our
employees live with HONOR to
find the win-win with customers,
our bottom line will be OK.
“At Coldspring, we are open
and transparent, providing quarterly updates to our employees
to openly share results and forecasts. We strive to physically
visit all of our locations to communicate with our people. We
have no hidden agendas. We’ve
built our relationships to support
everyone’s well-being, including
the community in which we live,
work and play.
“A key part of being able to
live and operate by these values
is to have the right folks on our
team. Some would argue that
we’ve been very lucky. Others
would argue that we’ve been disciplined in our efforts to focus
on values. The end result is our
company is filled with the right
people. Not only do they work
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Right: 888 Boylston,
Boston, MA.
Exterior Coping,
Paving and Benches
in Textured Mesabi
Black.

Below: West Point

Cadet Barracks.
Charcoal Black Split
Face and Mesabi
Black were used for
exterior cladding
(Charcoal), flooring,
interior stone facing,
signage, site furnishings, staircases/steps,
and pillars.

©Amesse Photography (2)

Mesabi Black® Granite
Diamond 8 Finish
Babbitt, MN Quarry

a very demanding job here at
Coldspring, additionally so many
of them run their own farms and
side businesses as well. I don’t
know how they find the time to
do it, they are just those kinds of
people! They are capable, and
problem solvers. That owner’s
mindset is brought to work in
how they do their work.
“When people apply to come
to work with us, our first effort
is in determining if they are a

good fit. After the fit question,
is the hard skills question. While
we prefer to hire people that are
both a good fit and have the desired hard skills, if they are a good
fit and don’t have the hard skills,
we can give them the training and
development needed to ensure that
they will be able to contribute over
time. It’s just the way we approach
it. Retaining and maintaining our
employees is priority. Our company is our people and we know
that staying grounded in our values is a key part of our success
both now and into the future.

Using Resources Wisely
“In the quarry business, demand
for colors varies both by markets
as well as with the trends, there
isn’t a constant demand. This
makes utilizing our resources
wisely, a key to enabling our ability to thrive. We operate a mobile
quarry system and saw teams. This
allows us to go into a quarry and
extract what we estimate is needed
for the year.

Charcoal Black® Granite
Split Face Finish
St. Cloud, MN Quarry

Carnelian® Granite
Thermal Finish
Milbank, SD Quarry

Please turn to page 3
Denver Union Station,
Fountain and Paving features
Agate, Carnelian and Mesabi
Black in a thermal finish.
©Ryan Dravitz Photography

Agate
Polished Finish
Ortonville, MN Quarry
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Coldspring

Continued from page 2

Coldspring Company photo,
c. 2018. Over 500 employees
from all four divisions of the
company are represented in
this group.

Academy Black® Granite
Thermal Polish
Clovis, CA Quarry

Rockville White® Granite
Diamond 10 Point Finish
Rockville, MN Quarry

Korean War memorial: The
design is a formation of four
16-foot tall granite clad columns surrounded by four
granite walls – each column
representing one year of the
Korean War.
Thermal polished Academy
Black granite was chosen to
create a clear background for
the memorial’s artwork,
which was transferred and
carved into the stone.
Philadelphia, PA.

Stuart Mausoleum:
Variegated Rainbow granite,
one of the hardest of its kind
in the world, is an inspired
choice for this regal Neo-classical mausoleum. The sanded
Doric columns, architrave and
roof contrast beautifully with
the polished granite walls.
Palladian accents, including
the arched windows and door,
harmonize with the columns
to form a complete and elegant architectural statement.

“Putting together these teams
logistically and estimating what
we’ll need can be quite difficult.
We also get a lot of calls for materials quarried years ago and are
again needed for renovation work.
Fortunately, we catalog where,
when and for what jobs materials were extracted. Our quarries
are constantly changing, in some
cases subtly so we keep samples
to match as best as possible for
what the customers are looking
for.
“To enable the needed flexibility in the quarry system, we do
our best to cross-train as much as
we can. By operating this way,
we have seen productivity increase because we are doing more
with the same. It also allows us to
grow our bottom line and respond
with support based on demand.
For example, we are quarrying a
lot of stone for a large jetty job in
Corpus Christi, Texas. In the beginning, we knew that we needed
to engage with our people to get
the capacity to do the project, so
we reached back to our team and
asked for volunteers to go down to
Texas and help. To enable a second shift, we put lights up and we
are managing to get it done.
“When I went down there, I
was working with a guy who was
operating a wedger, breaking
stone. He looked like any of the
other quarriers working there, and
when I asked him, ’How did you
find yourself in Texas working in
a quarry?’ He said, ‘Mike, I normally work in your purchasing
department!’ I said, while smiling,
’That’s great!’ He was working
really hard, doing a dirty job after
driving down from Minnesota, at
our request. That example plays
© Tim Hoysradt Photography

Variegated Rainbow® Granite,
Thermal Finish
Morton, MN Quarry

Lake Superior Green®
Granite, Pacific Finish
Isabella, MN Quarry

out with people from all over the
Company. We are at the height of
this job, and expect to complete it
early next year.

An Outlook of Growth
and Prosperity
“As we look towards the future,
we know that the pace of change
is only going to get faster, and just
as we have throughout our history,
we need to continue to adapt to
the changing markets. When your
vision is to thrive for another 100
years, that mindset is the only option. This thought process is what
has gotten us to where we are
today. In some cases we grow and
expand within the markets we are
already serving, and in some cases
we have diversified our company
into new markets. Every year we
are acquiring more capable equipment and doing more work, so we
have more flexibility in our production system to meet the needs
of our customers. We know that
our equipment upgrades are headed
in the right direction and production keeps getting better and better.
Even despite COVID, Coldspring
is going to have a heck of a year,
but it gets back to being innovative
and nimble, and finding a way to
navigate through the uncertainties
of the current environment. At our
core, we believe if we focus on our
people, lead with a servant heart,
and problem solve as a team, we
will continue to adapt and be leaders in the industry.”
For more information and to
watch some great videos, visit
their excellent website at www.cold
springusa.com .
St. Francis of Assisi Church,
Staunton, VA. Lake Superior
Green Exterior Cladding
Finish: Split Face (Rockface)
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Marmomac ReStart Digital
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The Voice of the Stone Fabricator

T

he stone industry came to
Verona this year, albeit by
the information superhighway
than Italian autostrades.
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The cloud-based Marmomac
ReStart Digital Edition hosted
4,927 networked professionals from 135 countries from
September 30 to October 2, including 200 top buyers invited
by Veronafiere and the Italian
Foreign Trade Commission
(ICE).
Marmomac ReStart, organized
by event producer Veronafiere
after cancellation of the traditional in-person event in Verona,
also saw 210 companies exhibit
with virtual stands, including 111
international firms from 22 countries. More than 3,100 products
and 840 projects were uploaded
to exhibitor profiles.
The hit list for Marmomac
ReStart Digital Edition traffic
saw Italy take first place, followed by India, Brazil, the United
States, Turkey, Spain, the United
Kingdom, Portugal, Germany and
China.
The exhibition also featured
on-line content, with 158 live
streaming event, including webinars, company presentations and
Marmomac Academy refresher
courses for architects and designers. All in all, 67 speakers took
turns on-screen.
The most-popular market focus
session involved Brazil. There
was also significant interest for
in-depth information about the
United States and China.

“We are very pleased with the
result of this first entirely digital
event,” said Giovanni Mantovani,
CEO of Veronafiere. “Natural
stone within reach of a click
proved to be popular, especially
among international visitors who
accounted for a 60 percent share,
thereby validating the level of internationality already achieved by
the physically attended trade fair.
“The global natural stone
community responded well and
this confirms the huge appeal
of Marmomac. Even the digital
version proved to be an effective
matching tool, with an average
score for the quality of B2B contacts of 4.5 out of 5.”
All the Marmomac Academy
videos will be available on the
Marmomac website on October
26, 2020
The next appointment with
Marmomac is set for September
29 to October 2, 2021 in the
Veronafiere Exhibition Centre.
Visit marmomac.com for the
most up-to-date information on
the 2021 event.

© MARK ANDERSON. www.andertoons.com

“I want ‘USDA REJECT’ right here.”
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The Stone Detective
The Stone Detective Restores a Font

F

all temperatures are finally here,
and I can’t wait to get outside in the
morning cool and enjoy the weather.
This was a hot summer in Florida, and not
only hot, but humid, too. You could cut the
air with a diamond blade, it was so humid
(LOL)!

Anyway, I was off for a morning walk
before I headed over to my favorite greasy
spoon for a quick cup of joe. I had just
stepped out of the door and my phone rang.
The call was from a soft-spoken gentleman.
I could hardly hear what he was saying, so
I asked him to speak up. Or maybe it was
me, and I’m starting to lose my hearing in
my old age. Hey, this could be a good excuse not to hear my wife when she yells
at me –NOT! I’ve already tried that, and it
didn’t work!
Anyway, the caller was saying something about some marble columns in his
church that had some chips and needed
repair. I asked him what type of marble it
was, etcetera, etcetera and then asked if he
could send me some pics. He told me the
church is in BFE. Hopefully, you know
what I mean by that acronym. If not, it simply means it’s in the middle of nowhere.
He told me the town and I Googled it. He
was correct, BFE. It would take me three
hours from the nearest airport to drive
there.
He asked if I could give him a price to
repair the chips and polish the columns. I
told him I didn’t do that type of work anymore, and I thought I was going to hear a
grown man cry! He went on and on that
he couldn’t find anyone to do the repairs,
and the columns were badly in need of repair. Well, being the good-hearted man that
I am, I thought, What the heck… I could
dig out my tools and do the work. After all,
things were a little slow right now. I gave
him my email, asked him to send me the
pics, and told him and I would get back to
him. I finished my walk and headed back
to the diner for that cup of joe.
I then headed back to my office and
opened my email. The church guy had
emailed one photo. It showed a close-up of
what appeared to be two tall white marble
columns (see photo). I noted several chips,
and it appeared dull and in need of a good
polish. I thought I would price this high
since it was kind of sight-unseen. I called
the church guy back and asked him how
many columns there were. He told me there
were only three or four columns. This
project seemed simple enough. I figured
it would take me a day or two to fill all
the chips and polish the columns. Luckily,

Frederick M.
Hueston, PhD

I had to dust off my restoration skills
to repair this beautiful antique
marble Baptismal font.

I had a student who wanted to learn about
repairs in the field, so I would turn this project into a teaching opportunity. I gave him a
price and a date when I could be there.
The day arrived to head to the church and
to what was going to be quite a surprise.
We packed our toolbox and headed to the
airport. We arrived at this little church, and
yes, it was in the middle of nowhere.
We met the church guy at the door, and he
walked us inside the church. It was a beautiful little church; it looked quite old. It had
intricate stained glass windows and an elaborate white marble alter. I looked around,
admiring the architecture, but didn’t see any
columns. I’m sure I looked a little puzzled,
and asked where the columns were.
Expecting to see these tall columns, he led
me to the front of the church and pointed
downward. I almost fainted when I saw
them. I also felt embarrassed that I gave
him such a high price for such a small job.
These weren’t tall columns at all, but
small, decorative columns supporting a
baptismal font. That’s what I get for assuming and not asking the right questions.
That was the real learning experience, here,
and my student got to see that even the “experts” shouldn’t make assumptions without
having all the facts.
I won’t make that mistake again (NOT)! I
also reduced the price and had the columns
repaired and polished in a few hours. Not a
huge job, but one I could feel good about.
The Stone Detective is a fictional character created by Dr. Frederick M. Hueston,
PhD, written to entertain and educate. Dr.
Fred has written over 33 books on stone
and tile installations, fabrication and restoration and also serves as an expert for
many legal cases across the world. Fred
has also been writing for the Slippery Rock
Gazette for over 20 years.
Send your comments to fhueston@stoneforensics.com.

How Do You Compare?

Prove Your Quality & Safety Practices are Best in Class
Only the finest companies in the industry can meet all of the
qualifications necessary to earn Natural Stone Institute Accreditation.
Differentiate yourself from the competition. Prove to design teams
and consumers that your fabrication and installation methods
are best in class and that safety is a top priority.
Get started by watching our accreditation webinars.

naturalstoneinstitute.org/accreditation
Photo and design by Ellen Taylor Interiors + Design. | Fabricated by Stone Interiors Columbia.

Ben Donley Joins BB Industries
Team as Ohio Sales Consultant

BB

Industries has
hired stone industry veteran Ben Donley
to be its Ohio sales consultant. Based in Cincinnati,
Donley has more than 15
years of fabrication experience, from templating to running a shop.
Most recently, he was
shop foreman at GQW in
Kentucky. He will cover
Cincinnati, Indianapolis
and Columbus for BB
Industries.
“We are very excited
about all the stone fabrication knowledge that Ben
brings to the BB Industries
family, and look forward
to expanding another territory,” said Jeff Dykstra,
VP of Sales & Marketing.
Donley started his career
polishing backsplash and
worked his way up lead installer, templater, shop fabricator, and then managing

shops– basically every job
in a stone shop. His experience also includes CNC and
CNC software training. He
even had his own stone restoration and repair business.
“BB Industries is what
I have been looking for,”
said Donley. “I have the
opportunity to work for a
highly-regarded tooling
company, and use my stone
knowledge to solve problems I have experienced
myself. I understand what
our fabrication customers
are going through, and I
want to provide solutions.

It is a huge benefit that the
BB Industries sales team
works together to share experience for the benefit of
our customers. What a great
environment!”
“BB Industries has been
expanding our outside and
inside sales since March and
Ben will reach the next territory in our plan,” said Rick
Stimac, BB Industries CEO.
“His successful hands-on
fabrication experience will
be another great resource for
our valued customer partners
in the Ohio area.”
For over 26 years BB
Industries’ philosophy has
been to offer exceptional
products and first-class
service to its partners in
the stone, tile and concrete
industries.
For more information,
visit www.bbindustriesllc.
com or www.facebook.com/
bbindustriesLLC.usa .
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Lean Manufacturing

L

ean Manufacturing is a
systematic approach to
identifying and eliminating waste through continuous improvement efforts.

Ed Hill
Synchronous Solutions

That’s the official definition.
It is more precisely a set of process tools, each designed to accomplish a specific objective.
•
		
•
		
•
		
•
		
•
		
•
		

Value Stream Mapping–
Plant/Flow Layout.
Kaizen – Continuous
improvement activities.
5S– Workplace Organization
and cleanliness.
TPM– Equipment
Preventative Maintenance.
SMED – Setup/Changeover
Reduction activities.
Kanban – Pull Mentality and
inventory control.

These tools, which can be
implemented together or separately, form the concepts of the
Lean Manufacturing System.
Lean is actually a derivative of
the Toyota Production System
(TPS) developed by the Japanese
auto manufacturer in the 1970s.
Lean Thinking, a book by Jim
Womack published in 2003, describes an Americanized version
of the TPS process.
The Lean approach is focused
on eliminating waste in all its
forms. The approach uses a
number of Japanese terms in its
process. Waste (called Muda in
Japanese) is defined as “consuming resources without creating
value.” Waste, in this context,
would include idle inventory
of any type and “ineffective resources” meaning nonproductive equipment and/or people.
The Lean system has identified seven categories of waste:
Over production. The ultimate Lean system is “single
piece flow” meaning that no
inventory item is ever idle. One
operational step is authorized to
work only if the following operational step is about to be out of
work.
Waiting. Timing is also critical. No operational step should
ever need to wait on product to
process. Any idle machine or

person is undesirable.
Unnecessary transportation.
Distances traveled are meticulously studied and minimized.
Since there is generally little
work-in-process in a Lean system, equipment is located so that a
short “hand-off” can be achieved.
Process inefficiencies. Every
process step is expected to meet
and maintain a desired level
of productivity relative to its
standard.
Excessive inventory. As stated,
idle inventory should not be
allowed.
Excessive motion. Every
worker and process step is studied
and engineered to be as quick and
efficient as possible.
Poor quality. Obviously, any
part that must be remade or repaired is a waste.
Value Stream Mapping involves plotting all the activities
necessary for a product family.
The objective is to identify all
non-value-added activities. The
book describing this concept is
Learning to See, by John Shook,
published in 1998.
Continuous Improvement.
Another Japanese term used is
Kaizen, which is a focused, team
approach designed to break the
status quo by making immediate
changes, i.e. continuous, incremental improvement of any activity to create more value with less
muda (waste).

5 S’s – This means a safe, clean,
neat, arrangement of the workplace. “Everything has a place
and everything is in its place.”
Always. The Five S’s originated
as Japanese terms, but the English
translation is:
Sort - eliminate the unnecessary.
Straighten - a marked location
for everything and every item always in its place.
Shine- Clean the workplace.
Standardize - Rules to maintain
the clean and organized workplace condition.
Systematize - Self-discipline to
sustain the desired conditions.
TPM – Total
Productive
Maintenance. This is a company-wide, team-based effort to
improve overall equipment effectiveness and minimize down-time.
TPM combines the practice
of preventive maintenance with
quality control and employee
involvement to create a culture
where operators develop ownership of their equipment.
SMED – Single
Minute
Exchange of Dies. This is a series
of techniques designed to reduce
complex setups/changeovers to
less than 10 minutes.
• Separating internal and external
changeover activities.
• Converting internal to external.
• Streamlining all aspects of the
changeover.
• Multiple iterations of the approach are used until the changeover can be accomplished in less
than 10 minutes.
Kanban. This is a “pull mentality” approach to inventory control.
Essentially, a Kanban is a signal
that indicates the need for product
at downstream operations.
Upstream operations are authorized to work only if the downstream operations they serve are
in need of materials.

Comparisons
There are many basic production strategies in use today. The
following is a brief explanation of
the most common ones:
Batch and Queue. This is the
“old school” method that modern
strategies have replaced. Batches
of product are processed (rather

than single-piece flow).
• Large lots to minimize setups
and maximize repetitiveness.
• Lots of work-in-process inventory is maintained to absorb
Murphy.
• Product is pushed through the
system.
• Generally, lead times are long
and often unreliable.
Lean. The focus is on eliminating waste in all its forms.
• Single piece flow is “pulled”
through the system.
• Resource capacities are balanced with Takt time, which is
the average time between the
start of production of one unit
and the start of production of the
next unit.
• Lean production is particularly
well suited for mass production
products like automotive parts.

TPM, SMED, etc.) are used as
appropriate.
• Synchronous Flow is ideally
suited for the custom manufacturing industry.

The Ultimate Solution
The ideal approach to process
management is applying the
science of Synchronous Flow
as the umbrella controlling the
daily management of the system
with selected elements of Lean
Manufacturing to address specific
areas within the business. This
combination of the two most popular business management systems has been proven to provide
excellent results in applications
in myriad industries around the
world.
Documented benefits include:

Demand Flow Technology.
DFT is a strategy for deploying
business processes driven in response to customer demand.
• DFT is built on principles of demand pull where the customer is
the central signal to guide factory
and office activity in the daily
operation.
• It is commonly used in mass
production products like automotive parts.
Synchronous Flow (aka The
Theory of Constraints). The
fundamental element is that
every business is a system and
every system is like a chain, the
strength of which is determined
only by the weakest link. This
concept was popularized by The
Goal by Dr. Eliyahu Goldratt first
published in 1984. The basic elements of the system are:
• The system’s constraint (weakest link) is identified and all other
elements seek to maximize it.
• Protective Capacity is established to consume the inevitable
variability in the system.
• Throughput ($T) is the “measure of value added” by each
order and is used to create a finite
schedule.
• Predetermined inventory time
(Buffers) are strategically located to protect the schedule and
are managed continuously as the
primary activity of Production
Managers and Supervisors.
• Lean tools (Kaizen, 5 S’s,

• Increased net profits and cash
flow
• Reduced duration and more
reliable Lead Times
• Greater control of inventories
• Use of proven tools to
properly plan for various
business scenarios
• Control and stability in daily
operations
• Reduced cost of overtime
• Reduced employee turnover
• Reduced chaos in daily
operations
• Improved quality of life for all
employees
If you want more information
on how to utilize Synchronous
Flow and Lean Manufacturing,
contact the Ed Hill directly at
Synchronous Solutions, www.
SynchronousSolutions.com or call
704-560-1536.
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150-200
L/F PER
HOUR!

LCR-7233M
FLAT EDGE POLISH,
CHAMFERS,
SMALL RADIUS,
BEVELS
AND MITERING

LCH-711M

150-200
L/F PER
HOUR!

FLAT EDGE POLISH,
CHAMFERS
AND MITERING

1590 E. HIGHWOOD, PONTIAC, MI 48340 248-853-9000 Steve@marmo-na.com

I Love High Tech

T

aro Kono, Japan’s new
minister for administrative
reform, is wasting no time in
starting his crusade to cut down
on bureaucratic red tape, reports
The Japan Times, and among his
first targets is the fax machine,
which is still in use in more than
95 percent of businesses in Japan.

“I don’t think there are many
administrative procedures that actually need printing out paper and
faxing,” Kono said on September
25. A day after being appointed to
his new job, Kono created a redtape hotline on his website, inviting public input, that had to be shut
down the next day after receiving
more than 4,000 responses.

K

eith Bebonis knows a secret about the Chicago Police
Department, reported the Chicago
Sun-Times on Sept. 25: They still use
typewriters. Bebonis knows because
he repairs them when the officers
“abuse” them. “Police officers, in
general, are very heavy typists,” said
Bebonis, 46, who carries on the business his dad started in the late 1960s,
Bebon Office Machines and Supplies.

“In January we start
saving money, getting
out of credit card
debt, funding our
retirement accounts,
and we’re doing wonderful. Then, every
single year like clockwork, starting in
November, all of you
fall into this trap that
says, ‘I have to buy
this gift... I can’t show
up at this party and
not have something
for everybody.’ ”
–Suze Orman
Nixon had been
to China. He had
been to Russia
doing arms negotiation. And so, he was
on his way toward
what happened in
November, which
was an electoral
win with 49 states.
And the sheer unnecessariness of the
Watergate break-in
is something that
must have tormented him and his
allies in all of the
years that followed.
–Thomas Mallon

He contracts every year to repair 40 to 50 IBM Wheelwriters
– early word-processing machines that can store a few pages’
worth of data. “I don’t want it to
seem like I’m saying they’re taking their frustrations out on the
typewriter,” Bebonis said. “But
they’re just not very sensitive
with these machines.”
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Could You Use an Additional 10 Percent
Production Capacity Right Now?

W

ould you like to
be able to process 10 percent
more square footage through
your plant every day –
without capital investment,
without adding people, and
without working additional
hours?

You can get that very quickly
if you apply the simple principles outlined in this article.
You might be in the fabrication business but, at its core,
your company is in business to
perform value-added services
that your customers are willing
to pay for. They are willing to
pay you for transforming slabs
of granite (or other material)
into countertops for their home
or business. Your customers
value that transformation. That’s
what they pay you to do.

RECAPTURE 10% OF YOUR CAPACITY TODAY
TIM WOODS
Transportation – Moving product from one place to another.
•

Ed Young

•

Fabricator’s Business
Coach

•
•

unloading the cut pieces, cleaning
the machine. All these activities
may be necessary, but they are
not value added. The ideal solution is to eliminate those activities. This can be challenging for
the saw operation. However, if
you work at it, you can find ways
to reduce the time required to do
those activities.
TIP: To give you an idea how
much time is spent on NVA at the
saw, stand there and watch the
saw run. Use your wristwatch or
cell phone to track the time the
blade is in the stone compared to
the total time you are there. The
results may surprise you.

The pure definition of value
added is the physical transformation of material into something the customer is willing to
pay for.
Everything else is non-value
added. The maximum amount
of square footage that your plant
can process in a day is defined
by the quantity of value-added
hours that you execute that day.
A value-added process would be
something like the work done at
a saw. Tasks like ordering slabs
or repairing chips, while necessary to do, are non-value added.

Eliminating or reducing the
time for performing non-value-added activities frees up the
capacity of the people and machines you already have so they
can perform more value-added
activities.
Executing this well across your
plant can easily free up 10% additional capacity in your plant.
To help you look for more ways
to reduce non-value-added time,
I have put together a detailed
document and an easy to use
spreadsheet that gives you more
examples of VA and NVA along
with a simple way to track the
changes you are making.
These tools are available free
online from my website, www.
FabricatorsCoach.com .

The goal is to eliminate or
reduce the time spent on nonvalue-added activities.
While processing stone
through the saw is a value-added
process step, not every activity
performed at the saw is value
added. The only value-added
portion of this process step is
when the blade is actually cutting the stone. Everything else
is non-value added.
This includes programming
the machine, loading the slab,

In addition to having run a
countertop fabrication shop, Ed
has also helped many fab shop
owners become very successful.
He is a seasoned manufacturing manager and coach who has
helped hundreds of companies
from single person startups to
large international corporations.
As a former business owner, he
understands the responsibility to
make payroll while also satisfying
customers. Ed can be reached at
Ed@FabricatorsCoach.com .

How many carts do you have? How many forklifts do you have? How many
cranes do you have? They are all moving product from one place to another.
How many people do you have who spend time moving product around the
plant?
How far do the parts travel? It can be an eye-opening exercise to actually
measure the number of feet a piece of stone travels through your facility.
How often do you move things just to get them out of the way or to move
them aside so something else can use that space? How much time do your
folks spend doing that?

Inventory – Material or product that is in your plant but is not having value added

This document was developed
to help you find ways to free
up capacity (page 2 shown). It
details eight categories of NVA
activities with definitions and
examples. You can use it as you
walk around the plant to discover capacity you can free up.

work done to it right now.
• Inventory correlates directly to lead time. Higher levels of inventory equals
longer lead time. To shorten your lead time, you need to lower the amount
of Work In Process (WIP) inventory.
• How many jobs do you have in process from template to install? Are all of
them being worked on right now? Is every piece from every job having value
added work done to it right now?
o Add up all the pieces from all the jobs in your plant and then count the
ones that are having value added work being done to them at that
moment. All the pieces that aren’t having value added work done to
them are unnecessarily extending your lead time.
o Ask yourself why those pieces are not being worked on. Also ask
yourself how many pieces you can reasonably process at any given
time.
• You are not making fine wine or cheese. This inventory does not get better
with age. How often have you had a piece get damaged while sitting on a
cart? How often have you had a customer make a change to a job after you
already cut the slab? Nothing good comes from this inventory sitting still.

Motion – Excess movement by people
•

This includes:
o People picking up and moving products and supplies
o People walking to get supplies or information
o Loading or unloading a workstation
o Reaching for or walking to get tools and supplies (think installers)
o Excessive reaching or turning
o Heavy lifting

Reduce the Chaos | Make More Money | Get Your Life Back

I’ve developed a spreadsheet to help you track the opportunities you uncover, and to document the improvements you implement. It will also help you calculate the amount of capacity
you are freeing up.

2
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Solid Surfaces – NY
is Back in Business

focus back to the local market and
the customers it serves,” said VP
of Sales, Ben Allen.
Solid Surfaces–NY is a local fabricator of natural and engineered
stone for kitchen countertops and
bathrooms. Employing 90 people,
the company is headquartered in
Rochester, NY serving Kitchen
and Bath Dealers in Western and
Central NY. Sales offices are in
Rochester and Buffalo, and soon
to be in Syracuse, NY.

P

remier Surfaces – NY is
rebranding itself back to
its roots as Solid Surfaces.
Clio Holdings purchased Solid
Surfaces Inc. in January of 2017
and branded the company under
the Premier Surfaces umbrella,
which consisted of five other East
Coast fabricators. During the following three years, the Rochester
Division, serving Rochester and
Buffalo, was integrated into a
more standardized process that
was employed by the collective organization and the Clio
Holdings team.
January 3, 2020, saw the closing
of Clio Holdings and the shuttering of the six fabrication facilities.
On March 13, 2020, the assets of
the Rochester Division were purchased by Gregg Sadwick who
guided the employees and customers through the bankruptcy
process, and then the COVID
shutdown to reestablish the business as Premier Surfaces–NY,

Visit the Slippery Rock Gazette
online archives for our April 2019
feature story on Premier Surfaces.
Gregg Sadwick

retaining all jobs in the process.
Sadwick, a local entrepreneur
that got involved with the company after the Clio acquisition
said, “The Rochester Division had
been the source of cash for the organization for most of 2019, so it
was important to keep this division operating as an ongoing concern after the bankruptcy. Most of
the people here today, were here
prior to the 2017 acquisition. It
is an amazing team that deserved

The Rochester, NY residential fabrication facility.

the opportunity to chart its own
destiny.”
Back on their feet, the employees decided to get back to the basics that made Solid Surfaces Inc.
such a successful organization
prior to the acquisition, starting
with the rebranding back to their
former name, where they will
now operate under the DBA Solid
Surfaces–NY.

“Working with the bankruptcy
trustee, it was important for me
and the team to get our old name
back,” Sadwick said. Additional
changes include shifting the former corporate philosophy of
productivity, to the old Solid
Surfaces focus on quality. Focus
on headcount has shifted to focus
on the customer. “The direction
of the company will be shifting

“Elections remind
us not only of
the rights but the
responsibilities of
citizenship
in a democracy.”
–Robert F. Kennedy
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If you can use this US Single-Unit Housing Starts forecast for your business planning, perhaps you will also find our
Trends Report™ subscription useful. It includes articles just like this for construction markets including:
•
•
•

US Private Multi-Tenant Retail Construction •
US Private Warehouse Construction
US Total Education Construction
•

US Public Water and Sewer Facilities
Construction
US Private Office Construction

•
•
•

US Multi-Unit Housing Starts
US Total Hospital Construction
US Private Manufacturing Construction

You will also find three-year forecasts for the various markets within other major sectors of
the US economy, such as the manufacturing and financial sectors.

Visit our site at www.itreconomics.com/slippery-rock
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Catching Up with Sinkits
Continued from page 1

Speaking from his home in
Denver, Colorado, Pucillo talked
about their patented product line:
Sinkit Slot Clips, Sinkit Sink Clips,
Low Clearance “LC” Brackets and
E-Brackets.
Sinkit Slot Clips were
Pridemore’s first invention and are
used by cutting a ½-inch deep slot
1 inch from the edge of the sink
rim with a grinder. More recently,
the High Rise Slot Clip was unveiled, which is, as the name implies, a high rise version of the Slot
Clip that works on sink rim depths
up to 1-1/8 inch. “The High Rise
Slot Clip is great for use on thicker-rimmed vanity sinks,” Pucillo
said.
Sinkit Sink Clips use a bolt
anchored in a hole rather than a
slot, and have become Sinkits’
best-selling product. Sinkit Sink
Clips are offered in four sizes:
Standard, Super Short (which are
great for thin stainless steel sinks),
XL and High Rise. Sinkits are used
by drilling a 1/4 inch diameter hole
5/8 inch or 3/4 inch deep using a

LC (“Low Clearance”) Brackets
are another product invented by
Pridemore that can be used on both
new installations and repairs. This
product does not require installers
to drill or cut the stone. Instead, the
sink is supported using the cabinet.
They are a great method for tight
situations with low clearance between the sink and the cabinet.
“The LC Bracket works as a ledge
to hold the sink in place,” said
Pucillo. “Because no holes are
required, there is no need to drill
Sinkit Sink Clips anchor to a
1/4 inch x 5/8 hole.
or cut the stone. LC Brackets are
widely used throughout the indusdrill with a minimum RPM of try and have become the preferred
3,000. The Sinkit High Rise was under-mount sink installation
introduced in 2019 and works on method of Caesarstone.”
sink rim depths up to 1-3/8 inches.
Similarly, E-Brackets do not reEach Sinkit holds more than 120
quire
drilling a hole in the stone
pounds. Sinks require at least four
and
need
no slotting or adhesives.
Sinkits, but some may need six or
“The
E-Bracket
hangs over the
eight. Sinkits has sold more than
cabinet
divider
for
strength and at8 million units over the past five
taches
to
the
cabinet
with just one
years, with all products made in
screw,”
said
Pucillo.
“E-Brackets
the USA. The CNC machining
are
great
for
mounting
stainless
process has proven especially benand
composite
sinks
under
thin
eficial to the users of Sinkits, almaterial,
porcelains,
quartz,
or
lowing the installer to program the
any
time
sink
clearance
is
at
a
dimensions for the precise required
minimum.”
holes. “Sinkits are an incredible
Pucillo talked a bit about the uptime-saver for fabricators who use
hill
battle that Sinkits faced when
CNC machines,” said Pucillo.

LC Brackets, for undermount
sink installation can be used
for repairs or new installation.

E-Brackets provide support
without drilling anchor points.

Ultra Light Translucent Adhesive
• Vinyl Ester based for supreme adhesion and fast cure
• Machinable in 30 minutes or less
• For use with stone, quartz, porcelain, ceramics and
ultra-compact surfaces
• Knife Grade will not sag
• Applications include interior bonding, laminating, miters, seams,
joints, and repairs

Manufactured by InnoChem LLC
Atlanta, Ga
info@innochemllc.com
770-409-8789

AVAILABLE AT

www.BBIndustriesllc.com • 800-575-4401

(Uncured Knife Grade Sample)

it was first introduced to the industry. BB Industries helped significantly in this regard by helping to
get the word out. “Getting folks
to try something new is tough,”
said Pucillo. “But once fabricators
try our products, they realize how
much time they can save on sink
installations.”
There have been no reported
sink failures using Sinkits’ products that Pucillo is aware of, but
he has heard countless stories of
sink failures from other installation methods.
“The scariest story I’ve heard
involved giving a young baby a
bath in the kitchen sink,” Pucillo
said. “However, the most common sink failure stories start with
a very heavy Thanksgiving turkey
and end with significant marital
strife and an emergency call to a
plumber, handyman or countertop
installer.”
The Slippery Rock Gazette assures you that no turkeys or bathing babies were harmed in bringing
you this story.
Any inquiries can be sent to
info@sinkits.com and additional
product information can be found
at www.sinkits.com.
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Rage Against the Machine

T

hese are crazy times,
indeed. Like everyone,
COVID-19 has affected
our business in profound ways.
Luckily, construction has
remained relatively steady, and
aside from the mandatory shutdowns for the public side of our
company, we were still able to
remain somewhat active as we
service both Washington and
Idaho, construction remaining an
essential service for the latter of
the two. What we didn’t anticipate (how could we?) is how the
pandemic would affect a major
expansion of our factory capabilities that were set in motion before
the world was turned upside down
and slapped senseless.
Several years ago, we began
a strategic timeline to diversify
a sector of our company into
architectural stone processing,
focusing on the national market. Having the right technology, a large enough shop, good

Joey Marcella
Photos Courtesy Mario and Son
www.marioandson.com
designers and drafters, along with
established sources for buying
cubic material and the ability to
hand sculpt allowed us to “tick”
all the boxes to pursue this type
of work with a reasonable chance
of success. After dipping our toes
in these waters by mastering the
software and capabilities of CNC
technology early in our career, we
knew that we could do this but
were seriously restricted when
processing stone thicker than 8
inches, although we did a pretty
good job with what we had up to
that point.
We wanted to be free of the
processing constraints we were
experiencing and have the ability to seek larger and more challenging commercial endeavors.
After a productive meeting with
a manufacturer while in Verona,

“Take a look at
our CNC waterjet
in action, carving a
bas-relief for a
marble mantelpiece.
We now have the
capability to take on
almost any project.”

S lippery R ock G azette
Italy, the decision to jump in with
both feet was made in Autumn
of 2019 as we pulled the trigger
on a new 6-axis, fully interpolated shape mill, a monstrosity
of a machine capable of working
stone up to 78 inches thick, with
an integral CNC lathe for turning
ornate columns up to 11 feet long.
For the readers not versed in CNC
machining:
CNC: Computer Numerical
Control. Material machining
through software and robotics.
Axis: The movement of which
a selected tool can work (aside
from the rotation of the tool itself). Up & down (Z), side to side
(X), forward and back (Y), angle
(W), head rotation (R), lathe rotation back & forth, incremental
(B).
Interpolated: The ability for
all axes to move simultaneously,
allowing the tool to approach the
workpiece from any trajectory,
working along straight or curved
paths in three dimensional space.
So, as January ushered in the
new decade, I found myself,
as usual, at the annual North
American stone show in Las
Vegas (TISE). Little did I know
it would be the last time I would
be traveling for quite a while.
Normally when we procure a
piece of machinery, it is a meticulously planned out process.
At these trade shows, most of
the machines there are sold long
before they arrive. As fate would

have it, two of the Italian companies had their clients cancel their
orders for one reason or another.
In these situations, the manufacturer really can’t send them back
after the show. They have to find
other buyers, and fast. For us,
acquiring this equipment was in
our future plans to replace some
of our aging production systems,
and solving this early would save
on relocation expenses, making
way for the new shape mill, saving a lot of headaches in the grand
scheme of things. We would also
bypass the typical six to nine
month wait time needed to build
and ship the machines if we ordered them through the normal
channels. Long story short, they
made us an offer we couldn’t refuse, we crunched the numbers, it
worked, we bit.
So now we had planned on one
machine on its way, yet had three,
two of which would be arriving
in mere days. These are not “plug
and play” pieces of equipment,
and the 6-axis shape mill required
a lot more planning and preparation beyond the usual.
The old equipment being replaced had to be disassembled
and stored inside, being that it
was winter, inconveniently in the

Making room for new equipment = demolition and (temporary) chaos in the shop.

way of the other operations taking
place until it could be sold. In the
end we sold off what we could,
while some being so specialized
we couldn’t find a buyer and ultimately had to be disposed as
scrap.
I won’t lie, seeing a once stateof-the-art, $300,000 bridge saw
turned into a couple hundred
bucks of scrap metal hurts just
a bit. I once naively thought as
a young fabricator that you purchased a piece of machinery to
provide a solution to a problem
and that issue was solved forever.
Being constantly exposed to stone
grit and water, this industry is
tough on equipment, but beyond
that and what I didn’t realize then
is what role obsolescence would
play. Technology advances rapidly, and that evolution can be
significant to your production
schedule. This is especially true
of the stone industry in the last
decade or so. Factory upgrades
are an unavoidable reality if one
wants to remain competitive and
stay at the front of the pack.
Please turn to page 13
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Below: loading and unloading
a BIG piece of equipment is a
major undertaking in itself.

Continued from page 12

We began in earnest the very
loud and obnoxious jackhammering (just ask the office gals) of the
concrete floor to create the substantial foundation and walls for
the shape mill, now built and on its
way from Gravellona, Toce, Italy,
as well as the simultaneous demolition of the existing concrete saw
walls to make room for the other
new machines. Running new electrical, plumbing service and relocating drains followed. We also
had to enhance and upgrade our
water system to be able to keep
up with the demands of this new
equipment, adding more powerful pumps from Water Treatment
Technologies and new 3-inch
supply lines overhead feeding the
factory. With everything running,
our shop consumes 250 gallons
of water a minute, every gallon
recycled continuously. We try to
be as environmentally friendly as
possible.
Under the floor we discovered
that the electrical lines for our
overhead cranes were inaccurately located on the building
plans. (The never-ending curse of
going with the “low bidder”.) Of
anywhere in a 44,000 square foot
shop, they had to miraculously
appear right where we wanted to
dig. Luckily, the electricians were
able to remedy the situation without too much trouble. One more
surprise expense of an expansion
already nearing seven figures.
Adding infrastructure to
house the 6-axis lathe
involved building massive
concrete support walls.

The first piece of equipment,
a Comandulli edging machine,
arrived ahead of schedule on
Monday morning. We had arranged to have a crane company on site to unload it on
Wednesday, along with a Breton
5-axis Combicut, also scheduled
to arrive then as they were both
coming from the Las Vegas trade
show. For some reason, the truck
driver couldn’t understand why
we couldn’t just snap our fingers
and conjure up a rigging company
at will to offload the machine.
After a good hour or so of arguing, he finally understood that it
not only wouldn’t happen, but
couldn’t, and simply dropped the
semi-trailer off with the machine
covered in the parking lot. Chaos
ensued on Wednesday as the semi
with the other machine arrived,
jockeying for space with the other
trailer blocking the parking lot,
the rigging company’s crane and
support trucks, the concrete guys
tearing up the floors, electricians
running power lines, plumbers

doing their thing and our installers trying to load up in the middle
of all this. What else? Oh, I know,
how about a heavy snowfall just
to make everyone’s job a bit more
miserable?
The edging machine was the
first to be installed and went in
without a fuss. But just as our
shape mill was delivered and the
technician arrived to install the
Combicut, COVID-19 made its
grand, uninvited entrance and
crashed the party.
Breton’s technician for the
Combicut was able to get it installed and operational before
our governor shut everything
down. So, we had an operating
machine, but little training. It was
two months before he was able to
return.
The 6-axis shape mill was by
far the most disruptive. Because
of the size and complexity of it,
the manufacturer wanted to send
a technician directly from the factory in Italy as opposed to their

We were lucky to have Taf Wharton, Senior U.S.
Sales Manager for GMM, available to help install our
massive, multifuntion machine.

usual US-based technicians. The
problem was a travel ban between
the US and Italy (and still ongoing as of this writing).
The concrete walls and the disassembled saw sitting adjacent to
them takes up a sizable portion
of the shop, now completely unusable. It remained this way for
over four months, sitting there,
taunting us. During this time, we
navigated our own COVID reality
of government-imposed closures,
playing semantics with Governor
Inslee over the word essential,
and liberally dousing everything
in isopropyl alcohol and bleach
daily, ever-so-slowly returning to
a “kind of” normal operation over
the next few months.

After four months and still no
end to the travel ban in sight,
GMM (Gravellona Macchine
Marmo), the manufacturer of our
6-axis shape mill called on their
most senior US-based sales manager, Taf Wharton, having years
of installations and experience
under his belt, to leave the office
in Charlotte for a few weeks to install our equipment under Italian
support via FaceTime, Zoom or
the current gizmo du jour. Taf’s
a good “bloke” I’ve known for
years. Think “Italian-speaking,
lumberjack-looking guy with an
Australian accent” and you get
the picture. “Ciao, Mate!”
Please turn to page 16
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Winterize Yourself

R

ecently, in spite
of the pandemic,
I have been to the
doctor (not for COVID,
just an ear infection) and
I have been to the dentist.
I have also been on the
AARP website as I am a
member, and they do have
cool stuff and information.
Anyway, when I was at
the doctor, the dentist and
the AARP website, winter
precautions amid the pandemic did come up and I
thought I would share what
I learned. Please note: I am
not a doctor or dentist. I
don’t practice medicine or
dentistry. This is just what
was told to me by people
who do.
#1 Wear a mask – This
is not a political statement,
just a recommendation
from a professional. Yes,
they are hot, irritating and
fog up your glasses, but
look at how many people

and lung function, perfect
for helping fight off viruses and other ailments affecting the lungs. It’s not a
prescription; you can buy it
over the counter. (But, only
if your physician believes it
to be necessary. I personally
have to take extra Vitamin
D every day.

Sharon Koehler
have an illness and have no
symptoms. You could get
exposed and not even know
it. Do you really want to
take a chance on that happening to you? Better safe
than sorry.
#2 Get a flu shot – More
so than ever before, doctors are urging us to get a
flu shot. If you get the flu,
your immune system is
compromised and leaves
you wide open to get the
COVID virus. Not to mention the fact that the flu
and COVID share a lot of
symptoms. Don’t take the
chance of getting accidentally incorrectly diagnosed.
Plus, medical staff and
supplies are at an all-time
usage high. Why aggravate
an already strained medical system if you don’t
have to? And lastly, why
would you want to sit in a

doctor’s waiting room with
a bunch of strangers hacking and coughing, being exposed to who knows what!
Remember, the flu shot
takes a couple of weeks to
become effective, so get it
as soon as possible.
#3 Get a pneumonia shot
– for the reasons why, look
at #2 and substitute the
word pneumonia for the
word flu. As with the flu
vaccine, it does take two to
three weeks to become effective, so get it as soon as
possible.
#4 Check your Vitamin D
levels – Vitamin D helps
support the immune system

Economical
Vacuum Pads with
Replaceable Sealing Rings

Power Tilter
Vacuum Lifter
(PT1010TAIR)

#5 Crank up the
Humidifier – For whatever
reason, virus droplets hang
longer in dry air than moist
air. When virus droplets
land on already moist air,
they become heavier and fall
to the ground much more
quickly. The Consumer
Product Safety Commission
and the Mayo Clinic recommends a humidity level
of 30-50 percent. The CDC
recommends a 40 percent
humidity level or higher. I
have a whole house humidifier attached to my heating
system that maintains 50
percent humidity, which is
my comfort level. If that is
not practical for you, standalone humidifiers for any
room can be purchased very
reasonably. I had one in the
bedroom for a couple of
years before I got my whole
home one. They make a
difference. Plus, CDC researchers found that a humidity level of 40 percent or
more can cut viral infections
by up to a third. Who knew?

#7 Always carry a pen
with you – This one was a
surprise to me until I got
an explanation. Viruses can
live on hard surfaces for up
to 2 days. The pen a cashier
or waitress hands you can
be loaded with someone
else’s sickness. Ewww! Be
safer; carry your own pen
#6 If at all possible this with just your germs.
holiday season, shop online – I know the mood can
#8 Change your toothbe set by Christmas dec- brush – Rule of thumb says
orations and music at the you are supposed to change

Proud
to be
Authorized
Proud to
be an
an Authorized
WPG
Distributor
WPG Distributor

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

A Moraware Partner
Hand-Held
Vacuum Cups
for Stone Handling

Better! Faster! Cheaper!

your toothbrush every 3
months. However, if you
have been sick, change it
right away. Your mouth
harbors germs which transfer to your toothbrush.
Changing out your toothbrush will help you not
reinfect yourself, which
in turn keeps you from
infecting other members
of your family, friends or
co – workers. My dentist
also recommended using
mouthwash every day. It
does NOT kill cold or virus
germs, but it is part of a
healthy dental routine that
will hopefully keep you out
of the dentist waiting room
for an emergency visit, and
less likely to catch whatever people in the waiting
room have.
There are other things
that we all know about:
eat healthier, wash your
hands thoroughly and use
sanitizer often, exercise,
get some sun and outdoor
time every day, stay home
when possible, stay away
from parties and crowds,
social distance, no handshakes and keep your people bubble small. These
precautions are not just to
help you with COVID, but
will also help you avoid the
flu and other viruses. I am
wishing for a safe, healthy
and happy holiday season
for us all!

Streamline
field to office
communications.

From the stone yard
to final installation,
stone handling is more
efficient and less
dangerous with WPG®
equipment.

braxton-bragg.com
b
bindustriesllc.com

mall, or any store for that
matter. There is certainly
something to be said for
the holiday hustle and bustle, the holiday cheer and
good will toward men. It
is recommended this year
that shopping online is
more important than ever
to cut down on shopping
in a crowd, and therefore
lowering your chances of
getting ill. To fill the void,
decorate your home a bit
more, ask Alexa to play
you some holiday tunes,
and drink some eggnog or
holiday punch while you
are placing your online orders. (My suggestion here
is that you order as early as
possible. The post office is
having enough difficulties
as is.) If you must go to a
store or the mall, see if they
have pickup service or shop
at off-peak hours when the
crowds are fewer. If you
are considered a “senior,”
check and see if the store
has special senior shopping
hours. It’s likely to be less
crowded then as well.

www.jobwelldone.com

“

Job Well Done has increased our communication
and organization of our field operations.
-AMC of Wisconsin
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IceStone Introduces Honed
Finish, New Colors and
a Fresh Website

I

Patented Undermount Sink Clips

ceStone, a premium solid surface material manufactured using recycled glass,
now offers honed finish as an option of
its 17-color palette. It also has launched the
color Ocean Grass and revamped the color
Forest Fern. IceStone Surfaces has also
re-launched its website to help customers
who are less able to get to a showroom or
a fabricator with the current environment.
“Like so many companies, IceStone
has tried to adapt to the crazy moment
we are in,” said CEO Anthony Weiner.
“Consumers who might have relied more
on a showroom, now seek out information about us online. We took this as an
invitation to revamp our website. It now
has better functionality, and is a place that
encourages customers to share installation
photos. Just like our original look, our
honed countertops require no treatment or
sealing but have unparalleled durability
and resistance to heat, stain and UV damage, and offer a different design element.
We have added a new color and updated an
existing color for a more rich look.”
The newest color, Ocean Grass, consists
of large blue glass with tiny hints of clear
and emerald green glass in a white background. Forest Fern has been refreshed
to contain smaller and darker green glass
than previously. The company conducted
an Instagram poll and 86 percent of its
followers voted “Yes” for the Forest Fern
color change.
“These website and color changes enhance IceStone’s image and appeal, and

FAST. SIMPLE. SECURE.
www.sinkits.com

keep the product top of mind,” added
Weiner. “We are also the most environmentally sustainable countertop on the
planet. A Cradle to Cradle Silver certified
company, we have diverted more than
17 million pounds of glass from landfills
while manufacturing our product in the
historic Brooklyn Navy Yard.”
IceStone material is installed in some
notable places including: Levi’s Stadium
(home of the San Francisco 49ers), The
Durst Organization, located in the Bank
of America Tower, the Bill & Melinda
Gates Foundation office, NASA headquarters, Campbell’s (the soup company)
headquarters, MTV’s Real World season
21, Heineken headquarters, and a variety
of museums and hospitals.

IceStone Ocean Grass, one of 17 colors of this recycled glass solid surface product.

(417) 374-7373

info@sinkits.com

Fast. Flexible. Financing.
Ascentium.Info/Rock20
If you have great IceStone
installation photos, please
email them to marketing@
icestoneusa.com.
IceStone began in 2003
with a simple concept;
transform waste glass into
something beautiful. The
founders set out to create
a business that integrated
sustainable, responsible
practices from process to
product, and to provide a
high design solution that
would address a real need.
With capital investment
from over 70 progressive
angel investors including
Ben Cohen from Ben &
Jerry’s, activist and author
Dal LaMagna, the founder
of Tweezerman, Greg
Steltenpohl from Odwalla,
and Gary Hirshberg from
Stonyfield Farm, IceStone
recycled glass surfaces
were brought to market.
For more information,
visit their website www.ice
stoneusa.com .

That’s a Lot of Pie

T

he Utah Giant
Pumpkin Growers
group has recorded eight
pumpkins from the state
this year that weighed
more than 1,000 pounds
(455 kilograms), setting
a state record.
The first-place pumpkin at the 16th annual
event in the city of
Lehi came in at 1,825
pounds (830 kilograms),
KSTU-TV reported.
The hefty gourd was
grown by local farmer
Mohamed Sadiq. It was
the largest pumpkin to
be grown outside of
a greenhouse and the
second largest pumpkin ever grown in Utah,
event organizers said.
The event was an official weighing session
for the Great Pumpkin
Commonwealth, an

Sadiq and his 1,850
pound pumpkin

organization that has
made giant pumpkin
growing a hobby with
standards to ensure quality, competition fairness
and education.
The group hosted a second event at Hee Haw
Farms in Pleasant Grove
in October.
For more information
visit www.utahpumpkin
growers.com .
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Rage Against the Machine
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Manufacturing the infrastructure
for our new 6-axis machine took
over 4 months.

Continued from page 13

You will not find a machine
like this anywhere in our local
area. This gives us capabilities
and capacities well beyond the
reach of the typical stone fabricator. Custom bathtubs, sinks,
fireplaces, statuary, columns and
truly unique landscape features,
with very little limitation in regard to working size. There is essentially nothing we can’t produce
in our shop now.
This is a new problem thoughsince the saw head goes all the
way to the ceiling, I had to put
a warning sign up to avoid collision with the overhead crane. In a
game of chicken between the saw
and crane, the only loser would be
me.

Since the saw head installed
goes to the ceiling, a warning
sign helps to avoid collision
with the overhead crane.

It’s now been almost one year
since we signed the contract on
the 6-axis behemoth, feeling like
everything that could’ve gone
wrong did, thanks to that pesky
little virus. But now with all the
equipment finally up and running,
our rage against the machine is
over and we can get back to what
we do best, making incredible
stonework with a few liturgical
projects already in the queue and
some interesting and extremely
ambitious projects on the horizon.
You’ll want to keep an eye on
my blog in the months ahead.
To be continued next month…
There is not a machine like this anywhere in our
local area, giving us the capabilities and capacities well beyond the reach of the typical stone
fabricator. There is essentially nothing we can’t
produce in our shop now.

We can now do custom bathtubs, sinks, fireplaces, statuary, columns and truly unique
landscape features, with very little limitation
in regard to working size.
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A Tough Sell
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Fun and FREE

Weekly Prizes
A

home
where
Lizzie
Borden lived in Fall River,
Massachusetts, is on the market
again, after being sold most recently
in 2018.
The current owners, Donald
Woods and Leeann Wilber, also
operate a Borden-themed museum
and bed-and-breakfast at a different
home where Borden was famously
accused of killing her father and
stepmother with an ax in 1892, the
Herald News reported.
Borden was acquitted and moved
into a home at 306 French St. in Fall
River in 1893 with her sister, the
newspaper reported. The killings
were never officially solved.
Woods and Wilber installed a
sprinkler system in the French
Street home, which Borden called
Maplecroft, when they purchased it
for $500,000. They intended to convert it into another destination for
tourists interested in Borden’s story,
the newspaper reported.
But when the town asked for additional renovations and placed other
conditions on the proposed business,
they decided to abandon the venture,
an employee of Woods and Wilber’s
told the newspaper.
The seven-bedroom home is being
sold fully furnished and the asking
price is $890,000, the newspaper
reported.

POOL
Thousands of
Dollars in Prizes
to be Given Away
Join NOW by visiting:
www.BBIndustriesLLC.com/nfl
League: 26601 Pswrd: BBI

“Money is numbers and
numbers never end. If
it takes money to be
happy, your search for
happiness will never
end.”
– Robert Nesta Marley

Sponsors:

PS
SP

Steve’s
Polishing
Pro
System

Join ANYTIME
During the Season!

Winners Every Week

Plus a Grand Prize for the
Season Winner!

Anyone Can Play!
It’s Easy, FUN and

!
e
e
Fr

www.BBIndustriesLLC.com

800-575-4401
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There’s Only One Kind
of C-Sauce

L

ike any couple closing in on
a half century of matrimony,
my wife and I have marked
differences.
Mary Ann suffers from “throwawayitis.” I am plagued by
“packratium.”
She enjoys watching high-quality British drama on Netflix and
PBS. I follow college and pro
football on high-def cable.
She is an organizer of everything, from clothes to garden
tools. I adhere to the “make a new
pile” method.
When a letter needs to be written, she sits down at the computer.
I reach for a note pad, envelope
and postage stamp.
She likes to hike in the woods.
So do I—but prefer to be carrying
a shotgun, and accompanied by a
bird dog, at the same time.
If we both come home tired and
tuckered at the end of the day,
she would rather whip something

“Elections are won by
men and women chiefly
because most people
vote against somebody
rather than for
somebody.”

Sam Venable
Department of Irony
up in the kitchen. I can whip up
a dozen good reasons why we
should dine at a restaurant.
And so it goes.
But there is one area of agreement on the fourth Thursday in
November: Mary Ann and I dearly
love jellied cranberry sauce.
Yes, that gelatinous, dark-red,
cylindrical blob of tart sweetness
that disgorges—ker-plop!—from
the can intact, complete with
“Ocean Spray rings,” and then is
sliced with anything from a dull
butter knife to a fillet blade sharp
enough to split atoms.
Frankly, I defy you to check our
pantry any day of the year and
not find at least one can of jellied C-sauce. We’re just as liable
to eat it with grilled hamburgers
in August as roasted turkey on
Thanksgiving.

– Franklin Pierce Adams

To reiterate: jellied C-sauce, not
that nasty whole-berry stuff.
There is only one exception
to this rule. We have a dear
West Tennessee friend, Roberta
Richardson, who cooks a
whole-cranberry wine sauce that
is perfectly delicious when ladled
onto smoked duck, goose, pork or
venison. No doubt the wine forgives any whole-cranberry sin.
(Yes, I have Roberta’s recipe.
No, you may not have it. I took
a blood oath of silence when,
after years of begging, she finally

passed it along to me.)
As a faithful listener of NPR’s
“Morning Edition,” I always tune
in for Susan Stamberg’s annual
Thanksgiving tribute to “Mama
Stamberg’s Cranberry Relish.”
Wouldn’t miss it for the world,
even though I stay nauseated as
she describes a cranberry dish that
(1) includes horseradish, (2) must
be frozen before serving and (3)
turns out Pepto-Bismol pink. If
you must have the recipe, go online and create to your heart’s and
belly’s content.

COUNTERTOP
SALES KINDA

BLAND?

IT’S TIME TO BRING THE HEAT!

HOT SAUCE
Countertop Upgrades
Selling SOFTWARE
Maximize Proﬁts through selling upgrades.
Hot Sauce gets every customer-facing
employee in your company involved in the
selling process.

www.HotSauceYourTops.com

But here in a couple of weeks,
Mary Ann and I shall reach for a
can opener (by the way, it helps
to pierce the bottom of the can
with an old-time church key for
easy removal) and enjoy our kerplopped jellied cranberry sauce,
thank you just the same.
If this is what successfully binds
our marriage, so be it.
Sam Venable is an author, comedic 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). He
may be reached at sam.venable@
outlook.com .
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NTCA Announces FiveStar Contractor Projects
of the Year Winners

T

he
National
Tile
Contractors Association
recently announced its
2020 NTCA Five-Star Contractor
Project of the Year winners.
Seven winners were named –
Grand Prize, and Achievement
of Excellence in Residential,
Commercial and Commercial Elite
(projects over $1 million) categories, and one People’s Choice
winner selected by popular vote.
Judges included Consultant
Dave Gobis; Richard Goldberg,
Professional
Consultants
International; and Kent Klaser,
Tile & Stone Consultants. The criteria included scope, complexity,
technical soundness, online voting (People’s Choice award), and
presentation.
Winners will receive a trophy or
a plaque to honor their achievement plus celebration of their accomplishment in social media, as
well as with expanded coverage
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glass mosaic tile by Sicis, and
handmade ceramic Pratt and
Larson stars onto a Moroccan
style gunite grotto shell after
floating the walls with mud to
meet the tolerances that would accept glass mosaic. When it turned
out that the shell did not follow
landscape architect’s calculations
for the precise placement of the
mosaic, the contractor made adjustments on site, hand setting the
pattern to avoid re-ordering Sicis
mosaic from Italy and delaying
the project.

Residential Achievement
of Excellence: Boatman
and Magnani, Inc.
French Travertine Villa,
Bethesda, Maryland

on NTCA’s print and digital
platforms.

Residential Achievement
of Excellence
Boatman and Magnani, Inc., installed tile and stone in the interior
and on the exterior of this private
residence. 1 cm travertine in a
French Pattern graced the basement and first floor levels over a
radiant floor heating system. The
project included eight uniquely-designed and detailed bathrooms plus
a stunning Master Bath featuring vein-matched Magnum Gold
Marble slabs.

Residential Grand Prize:
Heritage Marble & Tile, Mill
Valley, California
The Ultimate Grotto,
Corte Madera, California

Residential Grand Prize
This project also won the 2020
Coverings Installation & Design
(CID) Award for Residential Tile
Installation. Heritage Marble and
Tile installed intricate custom

LI VE

Please turn to page 21
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Caesarstone’s New Art
of Darkness Series

C

aesarstone’s new Dark
Series embraces a contemporary trend in kitchens and bathrooms that has set a
bold tone.
As an antidote to light and
sometimes austere color palettes,
this softer mood is much more
striking and unexpected. Today,
black has been reconsidered as
a modern classic, used as a stark
accent or a powerful overall look.
Furniture, tabletops, flowers and
food are just some of the lifestyle elements that have turned to
black. Dark slate and stone, along
with oxidized metal and black
lacquered wood, are among the
remarkable materials being combined in dramatic interiors and
hospitality spaces.
From the classic luxury of
Empira Black™, to the matte
infinity of Piatto Black™, via
the evocative patinas of rusted
Oxidian™ and weathered Black
Tempal™, the Dark Collection

presents an intriguing range
of captivating hues that bring
warmth to the home and an emotional caress to the stone. Black
Tempal, Oxidian and Piatto Black
are enhanced by a new Natural
Finish, which has a subtle texture that can be seen as well as
felt, bringing much warmth to its
range – and adding extra depth to
its textural darks.

Natural Finish
The delicately textured Natural
finish conjures up the emotional
caress of stone; adding warmth
to the grain so it’s pleasing to the
touch. A satin sheen that gently
reflects light – captivating the
viewer and enhancing the depth of
a color, especially in these darker
shades. The new Natural finish
combines an appealing texture enjoyed with each touch, along with
the practicality of minimal care
and maintenance synonymous
with all Caesarstone products.

S lippery R ock G azette
Polished Finish
This high gloss polish evokes
luxury and modernity, bringing out the best in the color by
emphasizing its features in high
definition. Reflecting the shine of
the times, it attracts light and illuminates kitchens, bathrooms and
laundry rooms, naturally making
them look larger. This durable
surface is smooth to the touch and
requires minimal care and maintenance, lasting for the long-term.
Effortlessly elegant, our Polished
finish feels both timeless and
contemporary, adding sustained
value to any residential, hospitality or commercial interior.

Empira Black is a
creative interpretation
of dark marble. It’s a
design beyond time and
trend. With all the
mystery of a dark
stone, Empira Black has
a dark base composed
of rich, deep black,
beautified by fine
white natural veins.

Please turn to page 26

Black Tempal has a complex
composition of mineral-like
layers. It captures the
qualities of natural stones
like travertine and slate.
Warm whites expand across
the slab, in contrast to its
black base.

Find the Facts ... Fast!
The Latest News
24.7

Tracking Supply &
Markets

stoneupdate.com

Industry Issues
& Solutions

magazine.stonemag.com
latest.hardsurfacereport.com

Exclusively online / Works on any device / Always free
Subscribe to all three at stoneupdate.com/subscribe/SRG
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Makita XCV04Z Cordless
HEPA Filter Dry Vacuum
®

The contractor fabricated
and installed the natural
stone and quartz elements for
the kitchen perimeter tops
and islands, as well as other
select areas in the home.
Random-sized split-faced
Texas Cream Limestone
wall veneer graced the exterior, as well as many other
custom elements.
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Item # Description
11486

Get OSHA Compliant

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

Continued from page 19

Makita Vacs and Shrouds for Dust Management on the Job Site

NTCA Announces Five-Star
Contractor Projects of the Year
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Price

Makita XCV04Z Cordless HEPA Filter Dry Vacuum
®

$738.45

Makita XCV05PT HEPA Filter Dry
Backpack Vacuum
®

Commercial Grand Prize
The 92,500 square foot
uniquely-constructed multipurpose facility ,community gathering space
and historical exhibit featured over 28,000 square
feet of ceramic and stone
mosaic floor, wall tile, ceramic tile base and glass
wall tile installed in the
River Gallery, in the lobby,
men’s and women’s locker
rooms, showers, restrooms,
grand staircase, and atrium
entrances. The circularshaped building required
ongoing adjustments to fit
patterns to the built space
and tie in with the lobby
layout pattern. Actual river
rocks were sliced in half
and meshed together so that
flat rock faces formed the
finished floor in the pebble
mosaic, requiring numerous
radius cuts, a tile leveling
system, and a thicker setting
bed to accommodate the uneven rounded stone halves.
Commercial Achievement
of Excellence
This massive business
complex required exterior installation of 52,000
square feet of 12 x 24 inch
porcelain floor tile with
nine different percentages
within three uninterrupted
6 x 8 foot patterns specific
to atriums, walking paths,
common areas. It flowed
though all levels of one
building, through walkways
and through the four levels
of another building. Artcraft
used a surveyor’s transit and
lasers to find square lines
and gridded the entire installation. The contractor had
to meet the challenges of

Commercial Grand Prize: Grazzini Brothers &
Company, Eagan, Minnesota
Shakopee Mdewakanton Sioux Community
(SMSC) Cultural Center, Shakopee, Minnesota

Kit Includes:
•39” hose
•Telescoping extension wand
•Floor nozzle
•HEPA filter
•Filter dust bag
•(2) 18V Lithium-Ion Batteries
•Charger
Item # Description
11492

Price

Makita XCV05PT HEPA Filter Backpack Dry Vac. Kit
®

$667.69

Makita 9565CV SJS
5 inch Grinder
& Dust Shrouds
®

Commercial Achievement of Excellence:
Artcraft Granite Marble and Tile Company,
Mesa, Arizona; Mission Improbable: Elevate 24,
Phoenix, Arizona

•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.

Item# 9375
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P

Commercial Elite Grand Prize: David Allen
Company, Raleigh, North Carolina
Hotel Bennett, Charleston, South Carolina

20,000 square feet of loose,
unbonded tile and mud bed,
devising a tile-over-tile
installation, and working
through wet soggy, winter
weather.
Commercial Elite
Grand Prize
This complex project,
rife with different patterns,
required advance strategic

planning. Field measurements were double checked,
and dry layouts were done
to ensure pleasing pattern
placements. The porcelain
tile and stone border in the
grand lobby were hand-cut
in the field to be flush with
the radial corners that wrap
the room.
Please turn to page 28

Item# 11493

Item # Description
9375

Our Low Price

Makita ® 9565CV SJS 5” Industrial VS Grinder

11482
		

Makita Dust Extraction Surface Grinding Shroud
for Makita 9565CV, 5”

11483
		

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

®

$183.50
$57.07
$118.47

Available at

Call 1-800-575-4401 or Order Online
www.BBIndustriesLLC.com
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Colorado Marble

American Stone Meets Italian Tradition

AT

first, the Colorado Stone
Quarry seems like an
unlikely prospect. It’s perched
at 10,000 feet above sea level in
exquisitely rugged terrain. The
nearest town boasts a population
of 144 people. The 3-mile, gravel
road leading to the quarry climbs
over 1100 feet through prime avalanche terrain, and plumes of
snow sweep across the road with
some regularity in wintertime.
A pale grey cliff rises above
Yule Creek, and six portals open
into the mountainside, offering
an alluring glimpse of what lies
inside.
Why put a quarry in such a complex and inaccessible spot?
“…I would say this marble is
one of the best in the world,” says
Marco Pezzica, a native of the
Carrara region of Italy, who has
spent his lifetime working around
stone.
Pezzica praises the stone’s pure
color, pure composition (99.56%
calcium carbonate), light veining,
and consistency of the pattern
throughout the formation. These
attributes and beauty – in addition to the sheer quantity of stone
present – give Colorado marble a
place of prominence in the world
market.
Passing through the portals into
the underground galleries, the
astonishing nature of the stone
reveals itself. Smooth walls rise
up in vertical planes; a vast room
made of pure white stone.
“It’s very unique to go underground there, because it’s huge
spaces,” explains Ben Miller,

Karin Kirk

usenaturalstone.com
Charts by Karin Kirk

Principal Mine Engineer for the
quarry. “The stone is extremely
stable so there’s not a lot of need
for pillars.”
The soundness of the deposit allows them to pull benches weighing approximately 200 metric
tons, something not always possible in other quarries.
“It’s not a typical quarry,” says
Pezzica, in a vast understatement.
Pezzica is the sales manager of
Colorado Stone Quarries, and
he’s been living in Colorado for
three years. His passion for the
stone is immediately evident.
“I don’t want to say I’m an expert, he says with a modest shrug,
despite the fact that he exudes
expertise.
Since 2011 the quarry is under
new ownership and they’re
making big investments and
even bigger plans. Thanks to
re-invigorated attention to quarrying Colorado marble, it’s becoming well known around the
world. “And it’s beautiful,” adds
Pezzica.

Nearby Magma Turned
Limestone to Marble
Colorado marble has a slightly
different geologic recipe than

most marbles. Usually, marble is
formed when an entire region undergoes a tectonic compression,
which buries, heats, and deforms
vast swaths of rock. But the metamorphism in Colorado’s case was
much more localized. The ‘parent
rock’ of Colorado marble is the
Leadville Limestone, which was
formed 350 million years ago
when inland seas occupied much
of North America. These shallow,
warm waters left behind a thick
layer of limestone in many parts
of the U.S, including the famous
Indiana limestones.
But Colorado is a dynamic
place, and multiple episodes
of uplift and igneous activity
punctuated its geologic history.
Starting around 35 million years
ago, pockets of magma bubbled
upward here and there around
western Colorado. The areas of
molten rock didn’t necessarily
erupt like volcanoes, but they did
create localized areas of igneous
rock.
The Treasure Mountain Granite
is one such igneous rock. Molten
granite injected itself between existing rock layers, warping them
upward. The heat from the magma
caused nearby rocks to warm up.
Geologists call this ‘contact metamorphism,’ wherein the nearby
rocks are transformed simply
because they’re near a magma
source. This localized heating recrystallized and strengthened the
Leadville Limestone, turning the

original blue-grey limestone into
a gleaming white marble.
As with every special stone, it
takes a serendipitous sequence
of geologic events to transform
ordinary rock into a world class
resource. In the case of Colorado
Marble, the added heat from a
nearby granite made all the difference – without this nearby igneous activity, there would be no
marble here at all.

Part of American History
Through the ages, the hallmarks
of Colorado marble have been
its purity, even grain, and ability
to be quarried in large blocks.
Colorado’s Yule marble was first
quarried in 1886 and was used
heavily in the U.S. throughout
the early 1900s. The Lincoln
Memorial was built of Colorado

marble from 1914 to 1916,
and the Tomb of the Unknown
Soldiers was built from the same
stone in 1931. Capitol buildings,
banks, luxury hotels, and prominent buildings in 30 states are
built with Colorado marble.

The Italian Connection
Italian culture has a celebrated
relationship with marble, and
Italians have been working with
the stone for over two thousand
years. Throughout the history of
the Colorado marble, there’s been
a strong Italian connection. In
1910, about half of the 291 quarry
workers were Italian.
Please turn to page 23
The Tomb of the
Unknown Soldiers, 1931
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Colorado
Marble

Continued from page 22

“This whole region was settled by Italians,” says Miller, and
many hail from the same part of
Italy as Pezzica and other managers in today’s operation. “They
know each other’s families from a
very long time ago.”
Colorado Stone Quarries is
owned by R.E.D. Graniti, a family-owned, multinational company based in Massa, Italy, in
the heart of Italy’s marble trade.
The company operates quarries in
Finland, South Africa, Zimbabwe,
Madagascar, India, and Brazil,
in addition to three well-known
American quarries: Colorado
(CO) marble, Danby (VT) marble,
and Virginia Mist (VA) granite.
R.E.D. Graniti purchased the
Colorado quarry in 2011 with a
strategy that included significant
investments, “but also the expertise,” says Miller. “The key is the
Italian influence of the R.E.D.
Graniti group; and their ability to
really understand the market, and
understand the art of mining the
marble.”
“It isn’t just money, it’s the passion that R.E.D. Graniti has for it.
And they way they treat the marble,” says Miller.
The Italian influence is alive
and well at the quarries. Stefano
Mazzucchelli is the Quarry
Master and Daniele Treves is the
General Manger. Pezzica muses
with a clear sense of admiration,
“They really are masters.”

From Rough Blocks to
Countertops to Statues
Pristine white blocks emerge
from the quarry mouth, twinkling
in the high-altitude sun, where the
road to their eventual marketplace
is an especially long one.
The marble is sold in rough
blocks about ten feet long, rather
than slabs or finished pieces. A
Part of the block production is
exported overseas. The stone
that stays in U.S. is shipped to
Vermont Quarries, also owned by
R.E.D. Graniti, to be processed
into slabs and sold to distributors.
Colorado marble is commonly
used as countertops, tiles, flooring, and cladding. “The cladding
is some of the most dramatic
implementations of the marble,”
says Miller.
“This is a material for big
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projects,” adds Pezzica with a
sweep of his hands. A recent
project in Kuwait used 7000 metric tons of marble over 18 months.
“And they all match,” he says
with satisfaction. “This is the advantage with this quarry, we can
literally cover any kind of request.
I have no worries to take any kind
of project.”

Sustainability ‘A Moral
Responsibility’
The quarry sits in privately
held mining claims, and is surrounded by National Forest lands
and the Raggeds Wilderness
Area, “where I go foraging mushrooms!” Pezzica quips. “We work
really tight, hand-by-hand with
the Forest Service,” he says.
Sustainability can be a mere
buzzword in corporate boardrooms, but Pezzica sees it differently. “I would say as a father of
a family that it’s a moral responsibility. It’s an obligation for our
society.”
Pezzica and Miller describe the
efforts at the quarry to improve
sustainability. Since 2011, they
have upgraded much of the machinery used in the quarries. The
new equipment operates more
efficiently and generates less pollution. Engines used underground
are especially clean-burning, to
protect the health and safety of
the workers in a confined setting.
Cutting tools are lubricated with
biodegradable grease. Dust on the
road is managed with a biological
alternative to magnesium chloride
salts that are typically used.
“They’re looking for solutions
everywhere to be the greenest
they possibly can be,” says Miller.

Located along and above the east and west side of Yule Creek, from an elevation of 9,000 feet
(2,700 m) to 10,000 feet (3,050 m), where five quarries, of which only one on the west side is in
operation today. Those on the west, being the John Osgood quarry, (pit-type started in the early
1890s) and the present day quarry started in 1905 by the Colorado Yule Marble Company inside
the mountain. The east side quarry, started in 1904 by the Strauss brothers, was quarried inside
Whitehouse Mountain.

Pezzica jumps in, “And then
of course this is a natural stone.
We’re not emitting carbon dioxide to produce the marble;
the marble is already produced.
“Natural stone is much greener
than any other building material
such as engineered stones, quartz
or ceramics.”
Pezzica emphasized his affinity
for the natural environment, and
described encounters with bears
and other wildlife. “Sometimes
you have a moose,” he adds. “It’s
a beautiful place and we want to
do everything possible to preserve
that ecosystem.”

New Factory Nears
Completion
A major environmental impact
of natural stone is the shipping.
Pezzica winces at the thought of
Colorado blocks being processed
in Italy, then shipped back to the
U.S. to the end customer. That’s
a practice that Colorado Stone
Quarries aims to end with the
advent of their new processing

Featuring Calacatta Golden Yule marble, the Lincoln
Memorial is one of the nation’s most iconic monuments.

facility in the nearby town of
Delta, Colorado.
The new venture has many benefits, and Miller and Pezzica’s excitement is palpable.
First and foremost, the factory
will allow better use of the quarried stone because smaller pieces
can be made into tiles and other
products, “and that means less
waste and more penetration into
many markets,” says Miller. The
factory will make slabs, tiles, pavers, and landscaping stone.
Sustainable practices are being
built into the new facility, and
water for cutting and processing
stone will be filtered and recirculated. “We are not using fresh
water, says Pezzica. “We keep recycling the water we have.”
Finished stone will then be connected directly to the domestic
market, eliminating shipping to
Vermont or Italy for processing
into slabs.
Pezzica expects a workforce of
at least 15 more people will be
hired to work in the new facility
and revive the locally depressed,
boom-and-bust economy. “It’s a
very cool story because that community has got its manufacturing
back,” says Miller.
And as if the plotline couldn’t
get any better, the company plans
to hire workers who have been
recently laid off by the shrinking
coal industry. Pezzica estimates
that 90 percent of workers in the
quarry had been formerly employed in coal mining.
“A lot of those families that
were in the coal mines, they were
historic, multigenerational mining
families,” Miller says. “So this
provides an opportunity to continue on with the heritage of it.”

A Bright Future
The state-of-the-art facility is

on the cusp of completion. “We
purchased all Italian machinery,” says Pezzica. “Everything
is brand new. We purchased the
best in technology, bringing in
know-how and experience from
Italy that was not available here
in Colorado.”
“We have all the machines here
in place,” Pezzica explains, but
the final setup of the machinery
needs to be completed by a specialist from Italy. Travel restrictions due to COVID-19 have
delayed this process, but the technician’s visit is expected soon,
and the factory should be ready to
fire up this fall.
Pezzica adds, “In the near future
we’ll be able to produce about
5000 square feet per day of slabs
and same quantity of tiles here in
Delta, Colorado, with potential to
increase to accommodate new orders and make our qualities more
available in the North American
market.”
Pezzica has thousands of tons
of stone waiting to be cut, and orders are already rolling in. “The
demand is there,” he says. “It’s a
very good sign.”
“So there’s a ton of excitement,” says Miller, showing evident pride. “We look forward to
the resurgence of the American
economy and to be able to supply domestically produced, finished products into the American
market.”
Karin Kirk is a geologist and
science educator with over 20
years of experience and brings a
different perspective to the stone
industry. Karin is a regular contributor to usenaturalstone.org
and the Slippery Rock Gazette.
Contact her at karinkirk@gmail.
com .
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OUR NEW VIPER WHITE RESIN PADS

HAVE ARRIVED!
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The 30 grit polishing pad has the
chops to remove stock, shape
edges and prepare cut stone to
begin the polishing process.

Viper White Resin
Wet 7-Step Polishing
Pads are true white
resin pads that work
great on natural
and engineered
stone. They have
become popular in
many shops with
the increase of light
stone demands in
the market.

Item # 400000 - 400008
100000 - 100008
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Available in
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V
D
YOUR N WET PA
RESI

Y!
A
D
O
T

www.BBIndustriesLLC.com

800-575-4401
Bad Tourist!

“Technically, if it’s cooked outside the bird it’s called dressing, but
we’re getting off topic. They’re totally going to eat you, dude.”

© MARK ANDERSON. www.andertoons.com

C

NN reports a 32-year-old unnamed Irishman was charged
with vandalism in September after
being caught carving his first and
last initials into a pillar on the first
floor of the Colosseum in Rome.
The Carabinieri police said the
32-year-old man was caught by
the Colosseum’s private security
one Monday and immediately

Nosy Neighbor
Calls 911 on
Hockey Fans

A

neighbor called sheriff’s
deputies on some rabid
Tampa Bay Lightning fans who
were screaming “shoot! shoot!”
as they watched Game 3 of the
Stanley Cup final on television.
The call prompted several
Hillsborough County Sheriff’s
deputies to show up at Devon
Garnett’s apartment door. He
and two friends had gathered
to watch the game at Garnett’s
Radius Palms apartment.
In the first period, the trio
began screaming for a goal,
prompting the 911 call.
The caller told dispatchers
someone was yelling loudly in
the apartment above just before
8:30 p.m. that Wednesday, according to Hillsborough County
Sheriff’s spokesperson Natalia
Verdina.
“So, they came to the door
and thought there were guns in
the house,” Garnett, 26, told the
Tampa Bay Times. “We’re like,
‘Nope, we’re just screaming for
Steven Stamkos.’”
According to a sheriff’s office dispatch report released
that Thursday, the complainant
told police he heard a couple
screaming at each other, with
one yelling, “I dare you to
shoot!”
Deputies went on their way
after talking to everyone
involved.
“(The police) completely
understood and just laughed it
off,” Garnett said. “But they
thought it was serious because
I was screaming ‘Shoot!’ as in
‘Shoot the puck.’”

reported to officers.
The man’s two initials, about 6
centimeters (2 inches) high, were
said to have been carved with
a metal point on a pillar of the
first floor of the 2,000-year-old
monument.
The Colosseum is a World
Heritage Site, along with 54 other
Italian sites that comprise the city’s
historic center. The Coliseum
is considered one of the Seven
Wonders of the Modern World.
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Stone Restoration and
Maintenance Corner

W

Current Status: Hopeful

ow! Just wow! Can
this year get any
weirder? Wait, don’t
answer that, as it’s not over yet.
It is now early October, as I write
this. So we were steaming along
nicely in February when COVID
was officially announced. Was it
the plague, or more akin to the
common influenza, that most
everyone has contracted at some
point in their life? No one knew,
not even the so called “experts.”
In February, we were looking
at stock market records and the
stone restoration and maintenance
industry was going gangbusters.
Everybody was in 5th gear or
overdrive (it would’ve been 4th
gear for us older people) and
winding out, when all of a sudden
it felt like a front tire blew out.
Most of us were told to quarantine
in our homes, and many companies were basically dead in the

Bob Murrell

M3 Technologies
Photos by Bob Murrell

water. If you weren’t Walmart, the
grocery store, or some other “essential” industry, you were shut
down and told to shelter in place
at home.
So, for most of March, many
of us stayed home and hunkered
down, per the government’s suggested course of action. Some
states were stricter about it than
others, but the entire country
pretty much heeded the experts’
(scientists) advice. Flatten the
curve they said, and everything
would be fine. No need to wear
a mask, as the healthcare professionals needed the scant supply
available. Wash your hands frequently and don’t touch anything
unnecessarily they said, as you
could spread the virus by contact

Julie Murrell heading off to work a restoration job. Over the
past few months there has been a big demand for marble
restoration in both the residential and commercial markets.

with contaminated surfaces.
So through April and into
May, we stayed at home. With a
few exceptions in certain states,
most of my clients in the stone
and hard surface restoration and
maintenance business were pretty
much shut down. Then slowly,
in early to mid-May, some of the
shutdown states started to allow
re-opening, albeit on a restricted
basis. I started to see orders coming in again. In fact, many of these
orders were fairly significant in
size. There was hope, and I, as
well as many of my customers
thought we saw a light at the end

of the tunnel.
The problem, however, was that
some of our largest customer base
were in cities and states that had
been highly affected by the virus,
or had some of the toughest restrictions on business operation.
Some of these states were New
York, Nevada, and California.
As you probably can guess, these
states have some of the largest
stone restoration and maintenance opportunities.
We, at M3 Technologies
Inc., also had our own issues.
Massachusetts, our base of operations, was one of the strict lockdown states. In March, we had to
start doing all of our normal operation work from home. It was no
problem for me, as that is what
I do anyway. However, for the
office personnel, this was a first.
Also, we were very lucky that we
had someone who lived basically
next door who could come in to
do the processing, boxing, and
shipping. We did have a steady
stream of orders coming in,
mostly from areas of the country where the operations of most
businesses were less restricted.
However, places like Las Vegas
were basically shut down, and
that really hurt business, and is
still hurting to this day.
By June, many restoration and
maintenance companies were
starting up again, especially in
the Southeast and Midwest. This
newly restored flow of business
was “manna from Heaven” for
us, here at M3 Technologies Inc.,
so to speak. I’m sure the contractors themselves were grateful to
be working again, too. I mean,
really, we were all getting cabin
fever by this time. So equipment,
chemicals, and consumables
started moving again, and we
started to feel some relief and

optimism that the end was in sight.
But before we were able to get
up and going again, new waves
of infection begin to arise, mostly
in the newly opened-up states. By
this time, more information about
the virus was being released.
Governors of many or most states
were either strongly suggesting the
use of masks and social distancing
or, in some cases, mandating their
use. Restrictions on businesses
hours of operation, social distancing, and number of patrons and/or
employees per square foot of space
were put back in place.
Needless to say, this slowed everyone down once again. If business owners were limited as to
how many clients they could serve,
it obviously affected their bottom
line. This in turn has affected the
amount of budget these businesses
had available for restoration and
maintenance projects. Some businesses however, were able to hire
some contractors to do some restoration and maintenance as their
facilities were empty of personnel,
and it was actually the perfect time
to do renovations.
Notice I haven’t said much
about residential work, yet? The
reason for this is that I believe
while home owners were sitting
at home in quarantine staring at
the current condition of their interiors, they decided it was a good
time for some remodeling or restoration and long overdue maintenance on their marble and other
hard surfaces. At least here in East
Tennessee, this was the case. My
wife Julie’s business, Knoxville
Marble Polish, is doing quite well,
despite the pandemic. Of course, I
attribute most of her success to her
professional attitude and quality
work. (You have seen some of that
work in the pages of the Slippery
Rock, and I plan to present more
of the historic Candoro Building
restoration.)
Please turn to page 29

“Unless you try to do
something beyond
that you have already
mastered, you will
never grow.”
–Ralph Waldo
Emerson
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Caesarstone’s New Art
of Darkness Series
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The Slippery Rock Marketplace

Continued from page 20

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

Used by 11 out of 12 fabricators of the year
www.laserproductsus.com

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

www.sinkits.com

(417) 374-7373

info@sinkits.com

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

Makita 9565CV SJS

www.rye-corp.com

5” Industrial VS Grinder

MADE IN THE USA

www.makitatools.com

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

Since 1933...

the original and
most trusted seam
adhesive

STORAGE
FABRICATION
TRANSPORTATION

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

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

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

www.akemi.com

Oxidian bears the qualities of transformed alloys
like bronze, steel and cast-iron and an aesthetic
of oxidized rust and weathered patinas. It blends
well with other industrial materials like concrete.
Its dark grey satin base has true depth, with an
unevenly dispersed oxidized russet effect.

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

www.wehausa.com
info@wehausa.com
1-877-315-4761
LOWER INSTALL COSTS
INCREASE PRODUCTIVITY
REDUCE INJURIES

#NoLiftSystem

Visit our website for pricing
and more information

www.NoLiftSystem.com

See the No Lift System
in action on YouTube!

A-8851-0520 ©2020 LATICRETE International, Inc. All trademarks
shown are the intellectual properties of their respective owners.

®

www.laticrete.com | 1.800.243.4788

Piatto Black is the ultimate dark. Its fine granular
appearance is complemented by a textured finish;
enhancing a deeper, more intense black. Highly
durable, this captivating material guarantees the
ease and care synonymous with all Caesarstone
products. Piatto Black has been designed with
versatility in mind.

For specs, samples and information on the entire
collection, visit www.caesarstoneus.com .

BBIndustriesLLC.com
800-575-4401

Save BIG on
Hercules stone
transport solutions.

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

Call 321-514-6845 Stoneforensics.com

503.212.4034
Sales@NoLiftSystem.com

STONETECH Surface Care
and Maintenance

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

Reduce the Chaos
Make More Money
Get Your Life Back
Get a Customized Game Plan & Hands-On
Coaching by a Seasoned Expert
at www.FabricatorsCoach.com
Ed@FabricatorsCoach.com
864-328-6231
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The Slippery Rock Classifieds
For Sale
Blick Industries Pod Seals, New. Brand
new, never used Blick Industries Pod seals
for suction cups. We have the following
sizes and quantities: 70mm x 240mm, Top
(8), Bottom (12) 150mm x 150mm, Top
(28), Bottom (48) 150mm x 300mm, Top
(12), Bottom (23) 200mm x 200mm, Top
(19), Bottom (32) 200mm x 300mm, Top
(7), Bottom (17)
In original packaging. Price varies depending on seal(s) and quantity (+ shipping,
if applicable). Local pick-up location:
Genoa City, WI. Serious inquiries only.
Contact: Ashley Schwarz, 262-279-7866,
joestone@craftedcountertops.com .
___________
Like New 14 Inch Milling Wheels. Like
new 14˝ Milling Wheels are used but in
great condition. There are three available.
Asking $700 each (+ shipping, if
applicable), OBO. Local pick-up location:
Genoa City, WI.
Contact: Ashley
Schwarz, 262-279-7866, joestone@
craftedcountertops.com .
___________
Flow Waterjet. 6´ x 12´ Flying Bridge
with two 50HP pumps. 2003 Machine
needs new Comm card. Pumps in good
working order. Many new spare parts and
over 1,000# of garnet included. Best offer
over $25,000. Contact: Clement Zanzuri,
305-666-6676, clement@stoneworksinc.
com .
___________
New Pompetravaini Vacuum Pump,
TRMX 257/1-C/RX. Brand new, never
used Pompetravaini Vacuum Pump, type:
TRMX 257/1-C/RX, still in the original
packaging. Asking $1700 (+ shipping, if
applicable), OBO. Local pick-up location:
Genoa City, WI. Serious inquiries only.
Contact: Ashley Schwarz, 262-279-7866,
joestone@craftedcountertops.com .
___________
INDIAN WHITE MARBLE Marble is
honestly one of the most beautiful natural
stone materials that you can have in your
home. Natural stone is always a favorite
of many homeowners, but this is specific
has long been recognized as one of the
best designs in the world. Between the
many marble colors available and the
look of marble countertops alone should
be enough to push them toward the top
of your wish list. Imagine having that

Join Us

Each Month!
For your subscription requests,
address changes, and

FREE CLASSIFIEDS,
visit www.slipperyrockgazette.net

Classified Ad Guidelines

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

Ads not meeting guidelines will not
be published.

•To submit a print or online classified
ad, use the online form at www.
slipperyrockgazette.net/listingform –
you will be sent a confirmation email.
Send other ad inquiries to publisher@
slipperyrockgazette.net.

•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 - 2021 Classified Ad Deadlines
Ad Submission Deadline
Friday, October 23, 2020
Friday, November 20, 2020
Friday, December 18, 2020

Issue
December 2020
January 2021
February 2021

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

$76,170.00 fob
Whitehall, NY
•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
(518) 499-0602
• TESTED and PRESSURES SET PRIOR TO SHIPMENT
ApexEquipIntl@Aol.com
• $55,320.00 USD SPLITTER w/o CONVEYOR

www.ApexEquipmentInternational.com
U
YO

VE
SA %
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The Raptor Aqua-Plate Rail Saw
makes all other rail saws obsolete!

The Raptor cuts twice as fast as other rail
saws, at a fraction of the cost. The Raptor
also cuts small tapered cuts, which are
not possible with other model saws.

1,100.00

$
Item#
14159

REG. $1,295.00

USE CODE RAPTOR 32

www.BBIndustriesLLC.com • 1-800-575-4401
perfect beauty in your home in the form
of a marble countertop, backsplash, or
vanity. You will have many options to
choose from when it comes to marble.
Also, because it is a natural stone, each
marble slab is unique – even tiles that
come from the same internal region. If you
use the rock for a countertop, or any other
home structure, such as a noble white,
you can know that your particular slab is
like no other in the world. While marble
is not the cheapest countertop material, it
is well worth the cost. If you keep up on
maintenance regularly, your marble will
keep its distinction without a difference for
years to come. Contact: Sonali, +91-9461944-326, leofintechind@gmail.com .
___________

Business Opportunities
Smack dab in the middle of Big Sky
Country. Established stone quarry and
stone fabrication business located in central Montana. Small town, but short drive
to largest city. Strong local market in
season and year-round truckload 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 2,400 sq. ft. shop with radiant floor
heat, house/office. Imagine not getting all
your stuff ripped off when you forget to
lock your shop or pickup? $880K - terms
considered. Phone: 406-323-2223, vacca.
stone@gmail.com.
___________

Help Wanted
Granite Fabricator/Supervisor. We have
an opening available for a Shop Supervisor
who is organized and knows how to manage employees, knows how to use a Bridge
Saw, Fabricate, Polish, and Template. You
must have at least 5 years experience working with granite, quartz and marble slabs
and a valid drivers license. If you are interested in growing with our company, please
respond to the email. Salary is depending
on experience. Contact: Carol White, 912341-0435, carol@surfacegallery-sav.com.
___________
Experienced Fabricator. We are looking
for an experienced fabricator to join our
small shop. We do high end custom residential work in Marin and San Francisco,
CA. Most of our work is one of a kind so
precision is key. Competitive wages including medical and dental benefits. We’ve
been in business since 1997 and I have been
here since 2000. We are looking for a long
term employee. Contact: Jared Schmidt,
415-898-5891, js@nbstoneworks.com.
___________

The staff at Slippery Rock

Hopes You and
Yours Have a
Safe and

BACA Robot w/water-jet and BACA
Boss Saw Operator. We are a fabrication company that deals with high-end
clientele in the South Florida area. We are
looking for skilled fabricators that have
experience with running multiple high-end
projects, mitered edge detail, large scale
porcelain slab work, using vein matching
program, very good communication skills.
Knowledge of the BACA Robot and Boss
saw helpful but not mandatory. Full-time
$20-30 hr depending on experience/skill.
Contact: CJ Marble & Tile, Inc., 954-4951226, ashlee@cjmti.com.
___________
Fabrication Shop — Polishers, Drivers,
Installers. We are a fabrication company
dealing with high-end clientele in the South
Florida area. We are looking for polishers,
drivers and installers who take pride in
their attention to detail, the outcome of the
project, are respectful of the job/job-site
and work easily with others. Experience
with stone, quartz and porcelain needed.
$15-$25hr depending on skill with room
to grow. Contact: CJ Marble & Tile, Inc.,
954-495-1226, ashlee@cjmti.com.
___________
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NTCA Announces
Five-Star Contractor
Projects of the Year
Continued from page 21

Cut-to-size stone treads
and risers were fabricated
for both monumental
staircases and mirror each
other. Exterior challenges
involved keeping crew and
materials cool during installation of the roof deck
in the heat of summer, and
installing 8,000 square
feet of adjoining balconies
and decks with porcelain
tile, while keeping proper
slope to drains without
out-of-tolerance lippage.
Commercial Elite
Achievement
of Excellence
The main level public areas of the 23-floor
structure feature Ariostea
24 x 48 x 3/4 inch and
24 x 24 x 3/4 inch porcelain pavers for interior
and exterior, with interior
elevator lobby and main
corridor walls of the LEED
Gold building adorned
with
Granitifiandre
Maximum nine foot by
five foot x 6mm porcelain panels. The contractor
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People’s Choice: Premier Tile & Marble,
Gardena, California
Academy Museum of Motion Pictures
The Saban Building,
Los Angeles, California

Polly Want a
Cork?

A

British zoo has had to separate five foul-mouthed
parrots who keepers say were
encouraging each other to swear.

employed both a pedestal
installation system and
the TCNA F-121-19 installation method to create seamless alignment
of porcelain paver grout
joints from interior lobby
to exterior and onto the
concrete sidewalk. Scissor
lifts and rolling scaffolds
allowed the contractor to
align marble veining on
the porcelain wall panels through four different
panel varieties. The illusion of continuous veining
was aided by perfectly mitered tile corners, all fabricated onsite.
People’s Choice Award
The restoration of this
iconic 1939 Streamline
Moderne Building involved the preservation, rehabilitation and
six-story replacement of
350,000 of its 500,000,
24 Karat gold 1 x 1 inch
tile. Working hand in
hand with preservationists and conservators,
each of the 500,000 tiles
were inspected, graded,
marked and accepted or

Commercial Elite Achievement of Excellence:
DeAnza Tile, Freemont, California
Oakland T-12 City Center, Oakland, California

Billy, Eric, Tyson, Jade
and Elsie joined Lincolnshire
Wildlife Centre’s colony of 200
gray parrots in August, and soon
revealed a penchant for blue
language.
“We are quite used to parrots
swearing, but we’ve never had
five at the same time,” said the
zoo’s chief executive, Steve
Nichols. “Most parrots clam up
outside, but for some reason
these five relish it.”
Nichols said no visitors had
complained about the parrots,
and most found the situation
funny.
“When a parrot tells you to
‘f-— off’ it amuses people very
highly,” he said. “It’s brought a
big smile to a really hard year.”
Nichols said the parrots have
been separated to save children’s ears. They were moved
to different areas of the park so
they don’t “set each other off,”
he said.

deemed unfit for rehabilitation, using technology
employed by NASA on
the Rover. Crews gave

meticulous attention to
removing damaged mosaics with small one-inch
rotary power tools and low
impact pneumatic chisels,
and fitting new mosaics
flush and aligned with preserved existing tiles, one
piece at a time.
The National Tile
Contractors Association
(NTCA), the world’s largest tile contractor association, is a non-profit trade
association serving every
segment of the industry,
spearheading education for
the professional installation of ceramic tile, natural
stone and allied products.
For more information,
please contact NTCA
executive director Bart
Bettiga at bart@tile-assn.
com or via telephone at
(601) 939-2071, or visit
www.tile-assn.com.

There’s Something Fishy Here

A

pair of Utah men have
been convicted of felony charges stemming from
attempts to cheat in a bass
fishing tournament.
Robert Dennett, 45, and
Kamron Wootton, 35,
pleaded guilty to felony
bribery or threat to influence a contest and misdemeanor unlawful release of
wildlife and unlawful captivity of protected wildlife,
KTVX-TV reports.
Conservation officers received a report of illegal
activity in October 2018
through a tip line.
Charging documents said
Dennett and Wootton took
several bass from the Quail
Lake Reservoir in southwest
Utah without authorization
or permits and transported
the fish about 180 miles east
to Lake Powell.

The men then submitted
the fish to a Lake Powell
largemouth bass fishing
tournament.
The Utah Division of
Wildlife Resources said
competition organizers
noticed some fish submitted for judging by the
men looked much different from other bass caught
during the tournament.
The men were each ordered to serve two years of
probation and 48 hours of
community service and pay
a $2,500 fine.
The charges will be dismissed after successful
completion of all sentencing requirements.
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iQ Power Tools Wins Back-to-Back
Pro Tool Innovation Awards

F

or the second year in a row,
iQ Power Tools, manufacturer of premium power
tools with integrated dust collection systems, has received an
award at the 8th Annual Pro Tool
Innovation Awards (PTIA). This
year, the prestigious award is for
the company’s iQ228CYCLONE.
Judges consisting of contractors, construction business
owners, tradesmen, and media
professionals voted on the most
innovative construction and outdoor power equipment industry
products in the world. This year,
78 different manufacturers and
brands submitted over 320 products in dozens of categories for a
chance to take home a 2020 Pro
Tool Innovation Award.
PTIA judges stated about the
iQ228CYCLONE, “iQ Power
Tools has a heavy focus on creating dust collection second to
none and turning wet-cutting

Continued from page 25

I say all of this because we are
very lucky to be in the business
we are in. In most cases, the contractors I know have been able to
stay somewhat busy. The restaurant and entertainment industry
has not been so lucky. I read a
Yelp Local Economic Impact
Report that claimed that, due to
local restrictions in many states,
many of the affected businesses
resulted in a 60 percent permanent closure rate. Let that sink in
for a minute.
I know this COVID thing seems
like it is going on forever, but as
Americans we live in the greatest
country on earth. We are learning
more about this virus now and
know that the most vulnerable are
the elderly, especially those who
are medically compromised with
pre-existing conditions. At least
four vaccines are in their final approval stages now, and the therapeutics are getting better every
day. So wear your mask, practice
good hygiene, use common sense,
and we’ll get through this soon.
We will get through this and we
will come out on the other side
stronger. I’m confident this will
be the case.

It’s good to see small businesses like our Farmer’s
Market opening back up.
Such signs of normalcy –
even with a mask– are very
reassuring.

As always, I recommend submitting 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, like Braxton
Bragg, that knows the business.
They can help with technical support, product purchase decisions,
logistics, and other pertinent project information.
I pray you all stay safe and
healthy.
Bob Murrell has worked in the
natural stone industry for over 40
years and is well known for his expertise in natural stone, tile and
decorative concrete restoration
and maintenance. He helped develop some of the main products
and processes which revolutionized the industry, and is currently
the Director of Operations for M3
Technologies.

applications into dry-cutting
ones. Having been impressed by
the quality and performance of
their original dry cut tile saw, a
smaller benchtop version makes it
even more portable. It combines
the same incredible dust collection with a smaller 7-inch saw
that’s common on jobsites.”
Paul Guth, iQ’s President commented, “Our entire team was
quite excited to learn that the iQ228CYCLONE was a winner. With the iQ228CYCLONE
being the newest member of our
dry-cut saw collection, what
a great way to introduce this
7-inch bench-top saw… with an
Innovation Award!”
Sarah Hurtado, iQ’s Marketing
& Communications Manager
added, “Winning this award

two years in a row is a great
honor. As a smaller company, we’re keeping up with, and
even surpassing, the ‘big dogs’
of the industry via innovative,
well thought-out products. Like
David and Goliath, ours is an ongoing story about the proverbial
underdog going against all the
odds... and being victorious!”
Guth concluded, “Product
Innovation is vital to who we are
as a company. At iQ, innovation
allows us to not only build tough
power tools, but to do so while
developing ways to actually
make a difference in our industry. We are grateful to be recognized for manufacturing products
that contribute to safer job sites,
healthier work practices, and a
more sustainable construction
industry.”
iQ Power Tools manufactures
a comprehensive range of premium power tools with integrated
dust collection systems for the
concrete, masonry, hardscape
and tile sectors. The company
was founded by third-generation
masons Joel and Paul Guth, who
have logged over 30 years each
in the masonry industry. Decades
of experience taught them about
dust problems; their company
started out creating tools to solve
their own problems only to realize these same issues affected all
contractors… mess, money and a
threat to the health and safety of
the industry. iQ Power Tools envisions a future where their innovation helps create a 100 percent
dust-free environment– where
jobsites are safer, work practices
are healthier... and, the construction industry becomes even more
sustainable.
For more information visit
iQpowertools.com .

“For all the virtues will
be present when the
one virtue, practical
wisdom, is present.”
– Aristotle
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SAVE MONEY AND TIME!!!
NO DOWN TIME CLEANING SLUDGE PITS
4-5 YEAR PAYBACK - THEN FREE WATER

LAMELLAR WATER
CLARIFICATION PLANTS

66 GPM (250 LPM)

105 GPM (400 LPM)

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

CALL

1-877-315-4761
for pricing
and availability

Fully loaded systems
include Delivery & Installation

Relaunching Pump
Flocculant Unit

Control Panel

Sludge Dehydrator Bag
System

Lamellar Pack - Wavy Dividers

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.

www.wehausa.com

Everything for the Stone Industry

info@wehausa.com
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Coldspring: Making Stone Industry History for 130 Years
1880

1900

1920

1940

1900

1950-58

Rockville Granite begins the
new century with a contract to
fabricate the columns for the
Rotunda of the new Minnesota
State capitol Building.

Years of Acquisition:
Granite Mountain, Marble
Falls, Texas
Pyramid Granite Works and
Royal Granite, near St. Cloud,
Minnesota

1913

Henry Alexander dies of pneumonia;. Maggie Alexander and
son Pat take over the business.

1917
1880
Henry Alexander, a 32-yearold stonecutter trained in Scotland’s granite industry arrives
in America.

Maggie Alexander also dies of
pneumonia, 4 years to the day
of Henry’s passing. Pat Alexander crosses the ocean to fight in
WWI; his brother John leaves
college to carry on the business
with the help of Rockville Granite foreman Alex Milne.

1886
Henry Alexander marries Maggie Milne in Boston. They settled in Rockville, Minnesota and
have six children: Nellie Jean,
Patrick Henry, William Milne,
Isabelle Watt, Marion Gregg
and John Cooper.
1890
Henry and seven partners form
the Rockville Granite Company.
1898
Henry Alexander becomes the
sole owner of the The Rockville
Granite Company.

Construction of a new granite
processing plant begins in Cold
Spring, using emerging technologies and advanced production
line methods. It will become
the most modern plant in the
U.S. granite industry.

1927

The brothers investigate
nearby Cold Spring, Minnesota
as a possible quarry site, strike
business deals with leaders of
the community to help finance
and purchase a quarry, construct buildings and acquire
needed tools and equipment.

Rockville Granite Company, c. 1890

Melrose Granite,
St. Cloud, Minnesota

1920

Company name is changed to
Cold Spring Granite Company.

1919

Raymond Granite Company,
Raymond, California

c. 1920, Cold Spring introduces modern production line methods to the
stone industry.

1924

Columns for the rotunda of the new
Minnesota State capitol.

1950

John Alexander develops ideas
to pursue more monument
business; opens Chicago sales
office and hires first national
sales manager. In 1928, John
becomes a single parent after
the tragic loss of wife Alice.

1929

Cold Spring Granite owns four
granite quarries and posts record sales of $1.3 million.

Lake Placid Granite,
Au Sable Forks, New York
Cold Spring converts its production
focus to building ship components,
engines and more for the war effort.

1942

The John Clark Granite Co. in
Rockville, Minnesota, is purchased by Cold Spring Granite.
Cold Spring Granite begins
building ship components for
the war effort.

1945

Company returns to granite
work as the war winds down.

1948

Pat Alexander dies at age 57;
John Alexander becomes the
company’s president.

1950

Company again returns to war
work during the Korean
Conflict.

Sunset Red Granite, from the
Marble Falls, Texas quarry

1953

Granit Bronz is formed to
supply markers for the new
memorial parks opening
across the country.

1954

Work begins on the new
U.S. Air Force Academy
in Colorado.

Pat (in white shirt and cap, center)
and John (right rear) were hands-on
owners.

1931

The Great Depression hits
home: Chicago office closes,
sales manager is laid off and
revenues fall for the first time.

1933

Company revenues fall for the
first time, to $500,000z

1935

Recovery begins. Cold Spring
is profitable again thanks to
the monument division. By
1939, revenues return to predepression levels.

A labor-saving edge polishing machine invented by Pat, c. 1930s

Pat Alexander’s granite mausoleum
with it’s carved panels and cast
bronze doors were designed to
honor his significant contributions to
the granite industry.
Pat’s applications of Henry Ford’s assembly-line production methods to
the stone industry allowed Cold Spring to make granite more affordable,
and also created the safest working conditions of any plant in the country.
Together with his brother John, they kept the company on the leading
edge of technological innovations, and assembled an experienced sales
force to develop relationships with dealers and customers.

Join us next month as we present the Coldspring Tooling Division,
and a timeline showing highlights of the next 70 years of Coldspring
company history, 1960 to 2020.
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Get a Hercules

A-Frame
for only
$

198

75

4100 A ppalachian W ay
K noxville , TN 37918
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Item# 6698

*Freight charges may apply

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

THAN
LESS
MO

$

is the investment that works hard
for you day after day.

h ouring
*witin
f anc
easy

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.

Distributed by:

The Husky 20 HP Direct Drive Bridge Saw

/
1,150

5°
Cuts 4rs!
Mite

800-575-4401

www.BBIndustriesLLC.com

MADE IN THE USA

