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Going Green: Is Solar 
Power Right for Your Shop?

IF you’ve been keeping 
up with the news lately, 

you’ve probably noticed the 
changes that deal with environ-
mental issues facing our planet. 
Three significant headlines with 
huge future benefits are that 
General Motors has promised 
only electric vehicles produced 
by 2035, America has rejoined the 
Paris Climate Accord, and a 100 
percent clean energy economy 
with net-zero emissions no later 
than 2050 is predicted.      

   
After all, clean water and clean 

air means a healthy, sustain-
able life for every living thing, 
and striking a balance between 
sustainability, manufacturing, 
and the consumption of natural 
resources and the waste manu-
facturing creates is paramount. 
Ready or not, change is coming 
from all directions.

Peter J. Marcucci 
Photos  Courtesy Fox Marble 
and Gecko Solid Surface

Willing and able to make 
needed changes to add sustain-
ability and push their fabrica-
tion companies into the future is 
Charley McLaughlin, Founder 
and President of Fox Production 
and Fox Custom, located in 
Richmond, California, and Augie 
Chavez, Founder and President of 
Gecko Solid Surface Solutions, 
located in San Antonio, Texas. As 
you’ll see, they’ve taken a good 
look at their long- term needs and 
goals, and have become pioneers 
while leading their companies 
into the future using solar power. 

Fox’s 260 kW solar power generating system is powered by the 340 solar collectors installed 
on the roof of the 100,000 square foot facility. The shop also has a state-of-the-art ventila-
tion system and has been retrofitted with a new, large-capacity water treatment system. 

BB Industries Adds Western 
Fulfillment Center in Utah

BB Industries is opening a 
large fulfillment center 

in Salt Lake City, Utah on April 
5, 2021 to better serve the 13 
Western States with guaranteed 
2-day or less delivery. 

“As we grow, so do our cus-
tomer partners’ benefits,” says 
BB Industries CEO Rick Stimac. 
“We are using the resources from 
our unprecedented 2020 growth to 
expand our fulfillment services to 
ensure customer delight. This in-
vestment also shows our commit-
ment to the stone industry and to 
our vendors and customers, and 
the fact that we want to provide 
the highest levels of service in all 
areas.”

The Utah facility is a full ser-
vice operation, just like at the BBI 
headquarters in Knoxville, TN. In 
addition, the company has several 
smaller satellite locations around 
the country. 

“Some of the big delivery ser-
vices are experiencing delays of 
up to six days with the increased 
demand for direct shipping, and 
BBI wants to ensure that deliv-
ery expectations are being met, 
regardless of the current environ-
ment,” added Stimac. “So we con-
sulted with FedEx and UPS and 
the consensus was that a Salt Lake 
City location will provide the 
level of service that BBI custom-
ers expect, with closer proximity 
to many of our Western custom-
ers. We have also expanded our 

BB Industries continues to 
grow to serve its customer 
base in North America, adding 
a Utah Fulfillment Center to 
better serve its western region 
customers.

outside sales team to 20, including 
several in the West Coast region, 
over the past few months.” 

BBI strives to constantly im-
prove its efficiency, as well as 
its clients’,  by doing things like 
minimizing the amount of boxes 
shipped in each order, and mark-
ing packages with red tape for easy 
recognition. They have created a 
one-stop-shop for all things stone 
fabricating, from diamond tooling 
and adhesives, to machines.

Stimac added, “Vans are a great 
service, but they have a limited 

inventory. With these two large 
fulfillment centers, we can ship 
anything from our 11,000 SKUs 
to customers in two days, across 
the entire country. Our customers 
know that BBI is committed to ac-
curacy, and we currently have 99 
percent accuracy, OTIF (On Time 
In Full). Boiling it down, we fulfill 
your order with the least amount 

of boxes, most accuracy, fastest 
time, with any of our 11,000 SKUs 
in two days or less, from anywhere 
in the US. With our 26-year suc-
cessful track record, we don’t 
just talk a good game. When we 
tell you we provide better service 
and better value, we mean it and 
we back it up with our 30-day, no 
questions asked guarantee, unlike 
any in the industry.”

Since its beginning in 1994, 
BBI’s philosophy has been to of-
fer the best customer service and 
the best value for the money. This 
is accomplished by delivering ex-
ceptional products and first-class 
service to our partners in the stone, 
tile, and concrete industries. For 
more info, visit BBIndustriesLLC.
com and https://www.facebook.
com/BBIndustriesLLC.USA. 

See related BBI news on Page 4.

Please turn to page 2
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Centrica  Business Solu-
tions installed the 340 pan-
el array to produce 260 
Kilowatts (kW) of current 
to meet Fox Production’s 
electrical power needs. 

Solar energy to power CNC 
fabrication machinery com-
pliments water recycling and 
other green initiatives at 
Fox Marble. Combined with 
the artistry and skill of mas-
ter craftsmen, the result is a 
reputation for projects of the 
highest quality.

Going Green: Is Solar Power 
Right for Your Shop?

Decisions and Commitment
Charley McLaughlin: “I think 

that the best thing that I can con-
tribute to this story is that who 
you pick to do your installation 
is most important. Our solar in-
stallation is just being finished, 
so I don’t have detailed, factu-
al results yet, but I did my due 
diligence, and chose Centrica 
Business Solutions (CBS), to in-
stall our system. We had others 
wanting to do the installation, 
including the electrical company 
that had done a huge amount of 
work to upgrade our electrical 
system, but I declined, because 
I wanted a company that has the 
skills and the experience of do-
ing large scale, commercial so-
lar projects, not residential. CBS 
came highly, highly recommend-
ed to us by people I trust. I wasn’t 
looking for the best price. I just 
wanted the job done right, and on 
schedule. You hear a lot of sto-
ries about solar companies that 
make promises, but they don’t 
get it done anywhere close to the 
time frame, and the performance 
is less than projected in kilowatt 
hours. So far, CBS has lived up 

to what they’ve said. They’ve 
been on time, the communication 
is fantastic, and they offer a great 
warranty. My experience with 
them has gone far beyond my 
expectations.”   

Green is the New Black
“As for the environmental bene-

fits, getting solar was a wonderful 
opportunity for us to do our part 
for the future in terms of sustain-
ability for our planet and its peo-
ple, ”continued McLaughlin, “but 
it also makes economic sense. 
Borrowed money right now is so 
cheap, so cheap! 3.5 percent in-
terest! So it doesn’t make sense to 
use your own capital. In addition, 
the tax credit you get, right off 
the bat, is huge! I needed cash re-
lief, and I was willing to finance 
a good part of this. It just made 
so much sense. Right now we 
are only getting the majority of 
the power we need with our solar 
array, because the roof isn’t big 
enough to get 100 percent. Some 
day we will install more panels, 
and be fully powered by the sun, 
and I’ll get another tax credit. So 
the financial and environmental 
benefits are incredible, and I’m 
very confident that our system 

will pay for itself in three to four 
years. Our utility provider has a 
program that gives us 100 percent 
credit for everything we don’t 
use. 

“So for those looking to solar 
as an investment in your future, 
as long as you own the proper-
ty, your company is established 
enough to warrant the investment, 
and you choose the right compa-
ny to install it, solar is a great way 
to go. For us it was a no brainer!” 

Satisfying a Company’s 
Current and Future Needs
Unlike most residential solar 

electric installations, where the 
solar panels (also known as pho-
to voltaic or PV for short) output 
direct current (DC) into a battery 
storage bank, which then converts 
it to alternating current (AC) using 
an inverter to create single-phase 
120 and 240 volts, commercial 
systems can be quite different. 
In the two examples within this 
story, neither company uses bat-
tery storage; only an inverter that 
creates single-phase 120 and 240 
volts for small equipment, tools 

and office, and three-phase at 480 
volts for large equipment. 

As a result, with this type of 
inverter (only) setup, when the 
solar power is not being used, 
such as nights or weekends, those 
solar panels are making money 
by sending unused power imme-
diately back into the grid, further 
adding to pay back of the system. 

The Fox Production and Fox 
Custom system uses a 340 panel 
array to produce 260 Kilowatts 
(kW) of current, while the Gecko 
Solid Surface Solutions system 
uses a 98 panel array to produce 
25 kW. It is worth noting that 
these systems, when needed, are 
easily adaptable to the future 
needs of a growing company.

Qualified Installation 
Companies are Worth 

Their Weight in Electrons
Augie Chavez: “I come from 

California, and sometimes I get a 
little bit of flack from friends for 
being a California Tree Hugger. 
Nonetheless, it’s just one of 
these things, that when I bought 
the building here in San Antonio 
eight years ago, literally, a so-
lar powered system was the first 
thing we put in before we even 
moved in. Freedom Solar Power, 
based out of Austin, Texas had 
come out to the new shop, and 
then came out to my previous 
shop to take electrical measure-
ments of the machines we were 
running. We also talked about 
the machines we were going to 
add, and then they were the ones 
that decided how many panels we 
needed. Originally were looking 
at installing 106, but decided that 
98 panels would be plenty for our 
needs. 

“Furthermore, every time I 
purchased a new machine, they 
would come out and inspect if 
for me. They would take record-
ings of what the new machine 
was going to do and it’s power 
requirements, and then either say, 
‘you’re still good,’ or ‘we need 
to put in a couple of new panels.’ 
Luckily, we haven’t had to, yet. 
However, we do have enough 
roof space that we could triple 
the system if we had to, but right 
now, it’s not in our plans. 

Continued from page 1

Please turn to page 3
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The original 98 panel solar array installed on the 
Gecko Solid Surface fab shop roof is expandable, 
to meet future needs. Gecko’s environmental-
ly-friendly approach also includes a 14,500 gallon 
cistern that collects rainwater for their wet fab-
rication process. Gecko primarily uses Sasso ma-
chinery for their production, including a 5-axes 
waterjet saw, an edge machine, and a backsplash 
polisher.

Photo by L Hood

Going Green: Is Solar Power 
Right for Your Shop?

“As for payback, they original-
ly estimated that it would take 
5-1/2 years, but we reached it in 
4-1/2 years. Since the beginning, 
there has been no down side. You 
completely forget that it’s there 
giving you free electricity, and 
if we don’t use it, the power just 
goes into the grid. And if we need 
more, we buy from the grid, but at 
a reduced rate. Our average bill, 
and it’s a pretty good-sized shop 
with lots of equipment and offic-
es and everything, averages $250 
per month, and sometimes $300 
per month, if we consume a lot. 

“I figured it out one time, us-
ing a friend’s shop that is close in 
comparison to ours, that it costs 
him $2,100 per month. So yeah, 
it saves me money, but it’s also a 
feel good thing for me, basically. I 
just like to drive here to work and 
see the panels, and it makes me 
happy. I know that sounds weird, 
but in our industry, we consume 
so much electricity and water. So 
it’s kinda nice not to take some-
thing away from somebody else. 
Let me put it this way. It sounds 
funny, but it makes sense.” 

Is Solar Right for You? 
“I think large to mid-level is the 
right size for a company to con-
sider going solar. It’s also import-
ant that you’ve established your 
company at one of these levels, 
and that your finances are doing 
well. If you’re new or small, you 
probably should not consider it, 
because you’re just trying to keep 
the doors open and get to the next 
level. But in large or mid-level 
applications, solar makes sense, 
especially if you own your own 
building. But do your due dili-
gence. Find an installation com-
pany that’s reputable, and partner 
with them. You’re not just their 
client. You need to partner with 
these people. They will take you 
through every step, and there’s no 
need to reinvent the wheel. Just 
let them do their homework. They 
are the experts, let them do their 
job, and you just sign off on it at 
the end.”

Two Final Perspectives 
In closing, we asked Brian 

McCommon, Director of 

Business Development of 
Centrica Business Solutions 
(CBS) and Sean Draper, Senior 
Project Manager also of Centrica 
Business Solutions to comment 
on shops going solar. Centrica 
Business Solutions is the compa-
ny that installed solar for the Fox 
companies. 

McCommon: “Payback is gen-
erally a driving factor. Pricing 
is determined based on any spe-
cific requirements by the client 
(module type, inverter types, etc.) 
along with any type of contractual 
requirements from an insurance 
and performance standpoint. Our 
projects are turn-key solutions for 
our clients. It makes the process 
much more streamlined, one ded-
icated team directing all of the 
different variables to ensure the 
project is done properly.”

As for what leaders of compa-
nies should consider before mak-
ing the move, McCommon added 
that ownership of the building 
and land, and how long you plan 
on being in the facility is import-
ant as well  what is the maximum 
ROI (return on investment) ac-
cepted within the organization? 
Would you consider a financing 
mechanism, what type of insur-
ance and warranty coverage is of-
fered in the package, and who is 

responsible if the system is not performing the way 
you expect it to be, are also valid considerations. 

Draper: “How many 480 volt machines run off 
the solar array system? The array at Fox gener-
ates approximately 375A of 480V, 3-phase power 
at its peak. The array is tied in at the main panel, 
not directly to any machinery. There is no battery 
backup. All loads behind the building meter will 
receive direct benefit from the solar generation.”

   
As for considerations before 

going solar, Draper added that 
depending on the utility tariff and 
rates for generation, the over-
all considerations are more or 
less complex, while adding that 

California actually has a relative-
ly simple structure, from a facility 
design standpoint.

For more information about 
the Fox companies, visit www.
fox-marble.com .

For more information about 
Gecko Solid Surface Solutions, 
go to www.slipperyrockgazette.
net and type in a request for the 
November 2018 issue in the 
archive.

Continued from page 2

For more information about 
Centrica Business Solutions, visit 
www.centricabusinesssolutions 
.com .

For more information about 
Freedom Solar Power, visit www.
freedomsolarpower.com .

Above: the Gecko fabrication crew 
works within a safe and efficient 
wet production environment.
Right: The Gecko install crew, 
heading out for the day.

http://www.fox-marble.com
http://www.fox-marble.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.centricabusinesssolutions.com
http://www.centricabusinesssolutions.com
http://www.freedomsolarpower.com
http://www.freedomsolarpower.com
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BB Industries Adds Three 
to Outside Sales Force

Once again, BB Industries ex-
pands its sales force to keep 

up with its unprecedented growth. 
“We are in exciting times at BBI, 
with three new people joining our 
family this month,” commented 
Jeff Dykstra, VP of Marketing. 
“We are adding field sales asso-
ciates to support our guaranteed 
commitment to assure customer 
delight.”

“We Welcome Cesar Rojas, 
Randy Webb, and Ryan Karasz, 
who have all joined the outside 
sales team and are spending the 
week in training in our Knoxville, 
Tennessee facility.”

Cesar Rojas lives in Northern 
California and will be driving a 
BB Industries van around to cus-
tomers in the Bay area. He was 
formerly in sales at GranQuartz, 
where he worked for the past sev-
en years.

Randy Webb lives in San 
Antonio, Texas and will be driv-
ing a BBI van from San Antonio 
up to Austin. Randy has 12 years 
of experience in the granite indus-
try, most recently running a stone 
shop, and working with Triton 
previous to that.  Randy and his 
wife of 22 years have a son and 
3 furry kids (pets). Randy comes 
from a military family, and served 
in the United States Air Force.

Ryan Karasz hails from Southern 
California, and will be splitting his 
time between Southern California 
and Arizona to help expand BB 
Industries’ West Coast presence. 
Karasz has most recently worked 
in sales and marketing, but has 
previously worked in stone shops 
running saws, CNC, and waterjets.

For more info on a BBI out-
side sales rep in your area, 

call 800-575-4401 or go to 
BBIndustriesLLC.com.

For other current news, find 
BBI at https://www.facebook.
com/BBIndustriesLLC.USA.

Cesar Rojas, BBI Outside Sales 
for San Francisco Bay Area

Randy Webb, BBI Outside 
Sales for Central Texas

Ryan Karasz, BBI Outside 
Sales for Southern CA

“Profit in business comes from repeat 
customers, customers who boast about 
your project or service, and bring 
friends with them.”
—W. Edwards Deming

http://www.slipperyrockgazette.net
mailto:g.covell%40slipperyrockgazette.net?subject=How%20do%20I%20advertise%20in%20the%20SRG?
mailto:publisher%40slipperyrockgazette.net?subject=SRG%20Comments
http://BBIndustriesLLC.com
https://www.facebook.com/BBIndustriesLLC.USA
https://www.facebook.com/BBIndustriesLLC.USA
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How to Identify Fake N95 Masks
CDC.gov 
Safety BulletinNews recently sur-

faced that the 
federal and state 

governments are grappling 
with a massive counter-
feiting ring that managed 
to distribute at least 10 
million fake 3M N95 
masks throughout at least 
five states—and those are 
just the ones that have been 
identified and seized by 
federal officials.

The initial reports in-
volved distribution of fake 
masks in at least five states. 
In Washington State alone, 
it was discovered that a to-
tal of 300,000 masks the 
state had purchased for 
about $1.4 million were 
counterfeit. One hospital 
reported that the vendor 
had been examined and 
approved before purchase 
of the masks, which also 
passed physical and visual 
inspections. 

The phony masks have 
been carefully designed 
to mimic the ones made 
and sold by 3M, including 
raised markings and printed 
labels.  3M also has issued 
a warning  describing the 
model and lot numbers and 
other information to look 
out for when it comes to 
identifying the mask mod-
els that were counterfeited.

In addition,    a guide  to 
how masks can be spotted 
that are falsely claimed to 
be approved by the National 
Institute of Occupational 
Safety and Health (NIOSH) 
was recently distributed by 
NIOSH’s National Personal 
Protective Technology 
Laboratory (NPPTL). 

NIOSH-approved respira-
tors have an approval label 
on or within the packaging 
of the respirator (i.e., on 
the box itself and/or with-
in the users’ instructions). 
Additionally, an abbrevi-
ated approval is on the fil-
tering facepiece respirator 
(FFR) itself. 

You can verify the approv-
al number on the NIOSH 
Certified Equipment List 
(CEL) or the NIOSH 
Trusted-Source page to de-
termine if the respirator has 
been approved by NIOSH. 
NIOSH-approved FFRs 
will always have one of 
the following designations: 
N95, N99, N100, R95, R99, 
R100, P95, P99, P100.

The following are signs 
that a respirator may be 
counterfeit:

• No markings at all on the 
filtering facepiece respira-
tor (FFR).
• No approval (TC) num-
ber on FFR or headband.
• No NIOSH markings.
• NIOSH spelled 
incorrectly.
• Presence of decorative 
fabric or other decorative 
add-ons (e.g., sequins).
• Claims of approval for 
children (NIOSH does 
not approve any type of 
respiratory protection for 
children).
• The FFR has ear loops 
instead of headbands.

10 million
counterfeit 
masks have 

 already been 
seized by the 
government.

Examples from the CDC.
gov website cover sev-
eral examples of for-
eign-made masks. Some 
may be advertised as 
meeting a “KN95” stan-
dard, substandard to the 
strict N95 NIOSH fil-
tration standards. False 
claims of being NIOSH-
approved are a separate 
but serious problem from 
the counterfeit 3M masks 
or approved masks. 

Sample of a counterfeit 
mask – Note the misspell-
ing  of NIOSH.

Additional Tips
Make sure to check the 

respirator approval mark-
ings using the  Example of 
Correct Exterior Markings 
on a NIOSH-Approved 
Filtering Facepiece 
Respirator graphic. 

NIOSH also offers  addi-
tional tips  on how to spot 
counterfeit masks:

• When it comes to 
third-party marketplaces, if 
a listing claims to be “le-
gitimate” and “genuine,” it 
likely is not. Take the time 

to examine transactions 
history and feedback, if 
possible.

• On auction sites or 
third-party distribution 
networks, most have a link 
to the seller of the item 
and their past sales. “This 
is where buyers have the 
option to leave feedback 
regarding the experience 
with the seller such as if the 
buyer received the item as 
advertised, if they received 
it in a reasonable amount 
of time, and if the buyer 

was unhappy with the prod-
uct,” NIOSH notes. “Many 
reviewers will report if a 
product didn’t work or if it 
was cheap in construction.”

Please turn to page 9
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Communication and 
Accountability

Ed Hill
Synchronous SolutionsIN my work over the years 

with companies in myr-
iad industries, I have noticed a 
common issue that affects virtu-
ally every organization. People 
tell me:

• “We just don’t communicate 
well. I never know what’s going 
on. Sometimes I find out things 
after it is too late to avoid seri-
ous issues.”

•“We don’t hold people ac-
countable. We keep making the 
same mistakes and fighting the 
same fires day after day.”

According to Merriam-
Webster, communication is de-
fined as a process by which in-
formation is exchanged between 
individuals through a common 
system of symbols, signs, or 
behavior. 

Note that the definition 
uses the terms “process” and 
“system.”  This is important. 
Certainly between close friends 
and (perhaps) married couples, 
some communication occurs 
without words, either verbal or 
written. In the military world, 
communication systems are set 
using silent hand signals, for ob-
vious reasons. But, in the busi-
ness world, we need clarity. We 
need absolute certainty that the 
message has been effectively 
communicated and understood. 
It is important to note that com-
munication has occurred only 
when the receiver understands 
the message clearly. As such, 
the burden of communication is 
on the sender, not the receiver. 

Accountability is defined as an 
obligation or willingness to ac-
cept responsibility or to account 
for one’s actions. Key words 
in this definition are obligation 
and responsibility. Consider this 
example:

 

If Bob works for (reports to) 
Tom, then Bob would be re-
sponsible to do what Tom tells 
him to do. It would be Tom’s 
job to hold Bob accountable 
for doing those things. The very 
first time Tom does not address 
something Bob has done incor-
rectly, then the clear message 
is that Bob is no longer respon-
sible to follow Tom’s direction. 
Bob is no longer accountable 
to Tom. Moreover, every other 
employee who witnesses this 
situation is also no longer ac-
countable to Tom either. Tom 
has just lost all management 
authority. It really takes only 
one time of bad accountability 
management to destroy a man-
ager’s usefulness.

Most companies have daily 
production meetings designed 
to discuss the current issues that 
should be addressed. These daily 
meetings usually concentrate on 
responses to problems that have 
already occurred. They are reac-
tive in nature (aka Firefighting). 
The situation is that the problem 
already exists, and the objective is 
to determine what must be done to 
correct it. They also often evolve 
into a “finger pointing” session as 
people seek to find someone to 
blame for the problem. 

The stone processing industry 
is mostly a custom manufacturing 
challenge. Virtually every order 
is unique. Each one must be de-
signed and manufactured as an 
individual process and different 
than every other. Unlike other 
industries like automotive and 

printing that produce thousands 
of the same order, the stone in-
dustry must manage a system that 
is not able to gain the efficiencies 
of mass production. Moreover, 
this individual production envi-
ronment opens the door for an in-
finite number of single issues (aka 
attacks by Murphy). If a company 
seeks only to address these fre-
quent issues after they occur, then 
you are doomed to live a life of 
“firefighting.”  That is no fun.

There is a better way.

A system of proactive manage-
ment is possible. Consider Chart 
One. Buffer Management is the 
process of addressing identifiable 
issues before they become a cri-
sis. This is done by analyzing the 
status of all jobs each day relative 
to the day they are to be finished 
(installed or shipped). If a job is 
not in the zone that it should be 
each day, corrective (and preven-
tative) steps should be taken to get 
it back on track quickly. This pro-
active action is much better than 
crisis actions after the problem has 
manifested. 

Three important things must 
occur in each case of an identi-
fied issue with effective Buffer 
Management behaviors. The key 
is that this is done before the issue 
becomes a crisis by detecting the 
cause at its origin. 

1. The issue must be defined. 
This includes the job name and/or 
number and a brief statement of the 
actual problem.

2. The core cause of the issue 
must be identified. This is the 
most important (and most dif-
ficult) step. We need to know 
what happened or didn’t happen 
to cause the problem. We do not 
want to know how or why the 
problem occurred. Very impor-
tantly, we do not want to discuss 
who created the problem. If the 
process ever deteriorates into a 
“blame game,” then the process 
will ultimately fail. People partic-
ipating in the process must know 
that they can be fully honest and 
forthright in their reports with-
out fearing that blame will be 
assigned. 

3. One person should be as-
signed as the “owner” of each is-
sue identified. This is the person 
who will be held accountable for 
its resolution. He/she may involve 
other people, but this is the go-to 
person on the issue for resolution. 
At the next Buffer Meeting, this is 
the name to be called for the re-
port on the resolution of the issue 
assigned. Resolution means that 
the problem has been addressed 
and that the job is now in the cor-
rect zone for completion on time.

By making a follow-up note as 
the first agenda item on the Buffer 
Meeting the next day, a firm ac-
countability process is assured. 

Both are Essential for an Effective 
Business System
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Training & Education

Please turn to page 7

The vertical scale indicates the number of occurrences over the 
course of the month. The chart is organized to show the most 
chronic issues as the tallest bar.
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Communication and Accountability

At least once a month, the logbook in 
which all the Buffer Management data 
has been collected should be statistically 
analyzed. This information is now pro-
duced automatically by creating a graph-
ic Pareto Chart (aka “tall tent pole”) in-
dicating the most common and chronic 
core causes that occurred during the re-
cent period. Formal assignments are then 
made to proactively address each of the 
assigned projects with the goal of pre-
venting their reoccurrence. 

In Chart Three, the same data is pre-
sented in the “Buffer Holes by Zone” 
relative to the Synchronous Buffer Zone 
diagram. In this chart the bars indicate 
the location of the issues recorded during 
the month. We accept that there will be 
issues occurring in a custom fabrication 
business. But we desire those issues to be 
identified early in the process before they 
can become a crisis right before instal-
lation. The red line indicates the desired 

Continued from page 6 slope of the issues to be recorded. The 
Callback Rate box indicates the percent-
age of all jobs that required an unplanned 
trip to the jobsite to correct a problem.

Identification and tracking of inevitable 
issues (Communication) and daily follow 
up on those issues toward quick resolu-
tion (Accountability) is the essence of 
proactive management.

These are the fundamentals of an ef-
fective processes to achieve both com-
munication and accountability. There are 
many more details of the approach, but 
this is the basic outline. It takes diligence 
to the process and consistent leadership. 
Done right, this will transform your 
company. 

For more information on the Buffer 
Management and the Synchronous Flow 
process, contact Ed Hill, Synchronous 
Solutions, LLC, 704-560-1536. Visit 
www.SynchronousSolutions.com .
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CHART THREE

Training & Education

Providing innovative Rockhead exclusive

colors, quarterly special 
uys, programming

opportunities with design leaders, & more!

If you are ready to ELEVATE your fabrication business, visit our website for

more information or contact us. We'll help you understand why being a

Rockhead is different from other trade association memberships.

www.rockheadsusa.com 
 

WELCOME  TO  OUR

WELCOME  TO  OUR

 

 

GRAND  SPONSOR

GRAND  SPONSOR

JOIN  OUR  NETWORK !

JOIN  OUR  NETWORK !

& OUR  OTHER  NEW  2021  SPONSORS

& OUR  OTHER  NEW  2021  SPONSORS

Jon Kaplan

Managing Partner

jonk@rockheadsusa.com

216-310-1569

Amanda McMillan

Member Experience Director

amandam@rockheadsusa.com

216-203-2147

© MARK ANDERSON. www.andertoons.com

“It all looks good except for this ACME spending.”
What is that?

http://www.SynchronousSolutions.com
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NTCA Announces In-Person 
Regional Training Schedule for 2021

Training & Education

The National Tile Contractors 
Association (NTCA) announces its 
training and education programs 

for 2021. “We are excited to be heading 
back on the road (in a safe manner) this 
year to bring our seminars and workshops 
to our members across the country,” says 
Jim Olson, Assistant Executive Director, 
who oversees training and education pro-
grams for the NTCA. 

Each year, the NTCA reaches over 
8,000 industry professionals through a va-
riety of educational programs, including 
hands on workshops. These workshops 
are usually hosted by a tile distributor at 
their site, providing an excellent oppor-
tunity for tile distributors to offer valu-
able education/training to their custom-
ers. The workshops usually take place in 
the evening, but can be done at any time 
of day. NTCA has scheduled 53 three-
hour evening workshops and 35 day-long 
hands-on regional training programs.

Regional training programs were intro-
duced in 2018 and offer comprehensive, 
hands-on training related to specific skills 
required for certain products and systems. 
Examples include gauged porcelain tile 
panels and large-format tile installations, 
substrate preparation and more. 

“NTCA training instructors are techni-
cally-trained individuals with real-world 
tile contracting experience who are eager 
to share their knowledge with others,” 
Olson added. NTCA was forced to cancel 
29 0f 30 scheduled programs in 2020 due 
to the COVID-19 pandemic. 

Information and registration for train-
ing programs are available at the NTCA 
website, www.tile-assn.com under the 
Education & Certification drop down 
menu. Cost associated with attending is 
listed with each program. Interested par-
ties can select programs of interest, click 
on it and register for the event. NTCA 
also has a text notification service for 
upcoming educational events. Interested 
parties need only text “NTCA” to 31996 
on their phones to sign up for alerts. 

Established in 1947, the NTCA is a 
nonprofit trade association, with more 
than 1600 members, dedicated to the pro-
fessional installation of ceramic tile and 
natural stone.  It is widely recognized as 
the largest and most respected tile con-
tractor’s association in the world.

NTCA trainers travel all over the country bringing education and 
training like at this event in 2019 at the Tile Shop in Dunwoody, Georgia.

Fast. Flexible. Financing.
Ascentium.Info/Rock20

Natural Stone Institute Announces 
2021 Stone of the Year

Calacatta Columbus marble by 
Granitos Zucchi has been chosen 
as the 2021 Natural Stone Institute 

Stone of the Year. The stone will be featured 
on 2021 member certificates, membership 
code of ethics, and association marketing 
materials throughout the year.

Calacatta Columbus is a high-density hard 
marble that shows great versatility to be 
applied on high traffic floors, countertops, 
walls, and special design projects. It is quar-
ried in the state of Paraná in southern Brazil. 
It is known for its variation—in the same 
block, you can find smooth and minimalist 
patterns or movements with delicate golden 
veins. 

For more information on Calacatta 
Columbus and the Natural Stone Institute’s 
Stone of the Year program, visit www.natu-
ralstoneinstitute.org/stoneoftheyear. 

The Natural Stone Institute is a trade asso-
ciation representing every aspect of the nat-
ural stone industry. The current membership 

exceeds 2,000 members in over 50 na-
tions. The association offers a wide ar-
ray of technical and training resources, 
professional development opportunities, 
regulatory advocacy, and networking 
events. Two prominent publications—the 
Dimension Stone Design Manual and 
Building Stone Magazine—raise aware-
ness within the natural stone industry and 
in the design community for best practic-
es and uses of natural stone. Learn more 
at www.naturalstoneinstitute.org. 

http://www.tile-assn.com
http://www.naturalstoneinstitute.org/stoneoftheyear
http://www.naturalstoneinstitute.org/stoneoftheyear
http://www.naturalstoneinstitute.org
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How to Identify Fake N95 Masks

Samples of an authentic 3M N95 and 3M Model 8210 mask.

• Look for fluctuations of items 
traded over time (high or low pe-
riods of transaction). Is the seller 
marketing the same products over 
time, or are they primarily selling 
trendy items? Legitimate busi-
nesses and distributors typically 
sell what they know and stay con-
sistent with their stock over time. 
A buyer should be able to discover 
this by looking into a businesses’ 
other products.

• Buyers also should be able to 
gain insight to sellers on big on-
line platforms (reviews of the 

seller). Are there price deviations 
and fluctuations (Is it too good to 
be true?). Don’t forget to look at 
the quantity a buyer has in stock. 
“During a time of shortage, ad-
vertising “unlimited stock” could 
be an indication that the respirator 
is not approved,” NIOSH warns.

• Does the seller break market-
place policy and hide their con-
tact information within images 
to circumvent filters. Typical 
third-party marketplaces require 
interactions between seller and 
buyer to occur within an on-
site messaging system. Sellers 
should not try to circumvent this 

system to display personal contact 
information.

• On websites—look at the big 
picture. Is the primary contact 
email address connected to the 
website or is it a free email ac-
count? Using a free email service 
may suggest the seller is not com-
mitted to the domain. Also look 
for bad grammar, typos and other 
errors.

• Watch for cookie-cutter web-
sites, where the sellers inter-
change several websites, making 
mistakes. These can include mix-
ing up names and logos; leaving 
the site partially unfinished with 
dummy text; blank pages; a non-
sense privacy policy page and 
broken links; and domain squat-
ting type activity (for example, 
misspelling the domain name).

For more information and a list 
of suspect and counterfeit and 
non-approved masks, visit safety 
equipment.org and CDC.gov.

Continued from page 5            

Politically active pets are out 
of luck in New Hampshire, 

where some lawmakers say they 
have been told to keep their cats 
and dogs out of the room when 
they log on for remote hearings.

Rep. Anita Burroughs, a 
Democrat from Glen, said her 
cats, Yoshi and Jack, have made 
appearances during several recent 
House Commerce and Consumer 
Affairs Committee hearings — 
including one Wednesday, when 
Yoshi’s fluffy black-and-white 
face partially obscured her own 
as he moved in for some atten-
tion. No one objected at the time, 
but a colleague later passed along 
a message from the committee 
chair, Republican Rep. John Hunt 
of Rindge.

“The chair talked to her and 
said no animals in the room,” 
Burroughs said. “I can try to keep 
the cats off the screen. Keeping 
them out of the room is going to 
be impossible.”

Hunt, however, denied issuing 
a ban.

“I simply asked the ranking 
Democrat: Do we really want to 
have cats parading in front of the 
legislator’s computer? Let alone 
stopping and getting petted so 
that someone may assume the cat 
is sitting in for the legislator?” he 
said in an email.

Burroughs said at least one 
other lawmaker’s cat attended 
the hearing, and another’s dog 
barked briefly in the background. 
Lawmakers’ children also have 
popped up, she said.

“That’s part of the life we’re 
living right now, and pets are part 
of it, too,” she said. “For me per-
sonally, it’s just calming having 
my animals sit next to me so I can 
pet them, and it doesn’t distract 
me in any way. I’m fully attentive 
to what’s going on.”

Lawmakers have been con-
ducting much of their business 
remotely because of the coro-
navirus pandemic. The House 
speaker’s office did not respond 
to a request for comment on 
whether other committees have 
prohibited pets.

All In Favor Say “Meow”

http://safetyequipment.org
http://safetyequipment.org
http://CDC.gov
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Training & Education

Ed Young
Fabricator’s Business Coach

Training & Education

The universal primary 
metric of business per-
formance is profit. If 

you knew how much cash your 
shop generated in a day and also 
knew how much cash your shop 
burned in a day, you would know 
how much profit you made that 
same day. With simple metrics 
like this, you can track your 
progress during the month and 
begin to predict your P&L for 
the month. This certainly beats 
waiting until the 10th of next 
month for your accountant to tell 
you how this month worked out.

The benefit of this approach 
is you can run your busi-
ness in a proactive looking-
through-the-windshield man-
ner instead of the traditional 
driving-while-looking-in-the-
rearview-mirror mode.

The essence of countertop 
fabrication is this:  Raw ma-
terials come into the plant, a 
miracle occurs, and a finished 
product goes out of the plant. 
The market sets both the price 
you pay for materials (slabs) 
and the price you receive for 
your installed tops (if you don’t 
agree, try selling your tops for 
$1000/ sq ft). Subtracting the 
material cost from the selling 
price equals the value that the 
market places on the miracle 
that occurs in your fab shop. 
(If you contract out templating 
and/or installation, then subtract 
these costs from the sales price 
as well.)   It looks like this:  

$Sales price – $Material cost 
 = $Value added

Since this calculation shows 
material and contract costs as 
essentially a pass-through, then 
$Value Added is the cash the 
business generates. We call this 
Throughput Dollars ($T). 

To calculate our profit every 
day rather than every month, 
there’s another financial factor 
that is important. If we think 
of the business like a machine 
that generates cash, then there 
is a cost to turn the crank. This 
includes all productive labor and 

Stop Counting the Square Feet You Produce

In the March Slippery Rock 
article (see SRG website/ ar-
chives), we asked the question:  
How much profit do you plan to 
make next Thursday?  By track-
ing the metrics in this article, 
you can now dial in scheduling 
so that you are planning enough 
installs to allow you to make a 
profit every day.

If you have been following this 
article series, by now:

•You will have selected a 
constraint. 

•You have set up buffers to 
manage the flow of work to 
the constraint. 

•You are applying VA/NVA 
analysis to non-constraint 
processes to drive the bot-
tleneck to the constraint. 
[TIM WOODS is on a diet 
and isn’t eating up a lot of 
your capacity].

•Lead times are getting 
shorter.

all overhead costs – insurance, 
rent, maintenance, office labor, 
etc. This is the cash the business 
burns and we call it Operating 
Expense ($OE). 

Since $T is the cash the business 
generates and $OE is the cash the 
business burns, then $T – $OE = 
Profit. With these simple metrics, 
you can calculate your profit ev-
ery day and begin running your 
business much more proactively.

Here are the steps to implement 
these metrics:

$OE

$RM $FG

Dreamstime Illustration 27753375 © Dharshani Gk Arts 

TODAY

1. Gather the last 3-4 months 
of P&Ls and calculate 
$OE(operating expense) for 
each month. Average the $OE 
for those months. Divide the 
average by 20 (typical number 
of working days in the month). 
This gives you the daily $OE or 
the amount of cash your busi-
ness burns each day.
2. Calculate the $T for each 
order.
3. Each morning add up the $T 
for each FULLY COMPLETED 
job from the previous day. Do 
NOT score $T for any job that is 
not totally and fully complete.
4. Subtract your daily $OE rate 
from the $T for that day and you 
will know how much profit you 
made that day. It’s really that 
simple.

5. If you track and graph these 
numbers every day (see example 
Graph One), you can easily see 
if you are making a profit for the 
month or not. If you are reading 
this article early in the month, 
go ahead and graph this infor-
mation to see how your month is 
progressing so far.
6. As performance of your plant 
stabilizes, you can use your 
sales backlog (jobs sold and 
ready to be templated) to get a 
very close estimate of what your 
P&L will look like before the 
month is over. This allows you 
to be proactive in running your 
business and you can make bet-
ter decisions to improve your 
profitability!

These metrics can also help you 
make better decisions on which 
changes to make for your busi-
ness. We discussed Value Added 
and Non-Valued Added tasks in 
the February Slippery Rock arti-
cle (see SRG website/ archives). 
With these metrics you can now 
put dollar values on the Value 
Added and Non-Value-Added 
tasks in your shop. This will 
help you make decisions like:

•This more expensive CNC 
tooling certainly increases my 
$OE. How much will it in-
crease my $T?
• I think I need a helper on the 
shop floor so my SawJet won’t 
be a bottleneck and I can keep 
the constraint at Install. I know 
this will increase my $OE. 
How much will it increase my 
$T?
• It will take a little time and 
money to install a high-flow 
washdown to decrease clean-
ing time (NVA) for my CNC 
tables because work tends to 
bottleneck there. How much 
time will it free up and what 
does that mean in $T?

01 02

04

03

05

06

Get 
Control

Optimize
Control

Leverage
ControlMeasure

Control

Manage
Control

Maintain
Control

If the primary 
metric for the 

 success of 
your fab shop 
is how many 

square feet you 
produce, then 

chances are you 
are not making 
as much money 
as you should.

Please turn to page 11

Graph One
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HTO-R2- 5A

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

LCR-7233-OV

The complete solution for your fabricating 
needs with the  perfect combo!

INCREASE  
CUTTING  
CAPACITY  
BY 40%

120-220
L/F

PER HOUR

FLAT, SMALL RADIUS AND BEVEL EDGES
MITER CUT OR GRIND MATERIAL THICKNESS RANGE OF 1/4" - 1-1/4"

5 AXIS BRIDGE SAW WITH TILTING TABLE 
ROTATING HEAD - MITER CUTTING - CORE DRILLING - ROUTERING

Stop Counting 
Square Feet

•You are starting to define 
and manage the capacity 
of your shop. 

•You are making the 
changes needed in the 
front office so that sched-
uling can reliably commit 
to template and install 
dates.

 •The production team is 
beginning to focus on how 
they impact the constraint 
by watching for holes and 
fat in the buffers.

•You are getting control of 
the flow of work through 
your shop and the capacity 
of your shop is starting to 
increase.

•You are making more 
money.

•The chaos and noise level 
in your business is notice-
ably lower.

Next month we will wrap up 
this 6-part series and dive into 
the tools and techniques needed 
to manage this new way of run-
ning your shop.

As a fab shop owner, you de-
serve to have a business that 
makes you money and also al-
lows you the time to enjoy it. 

To find out more about how 
to make more money and get 
your life back, email me at 
Ed@FabricatorsCoach.com. 

In addition to having run a coun-
tertop fabrication shop, Ed has 
also helped many fab shop own-
ers 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 satisfy-
ing customers.

Continued from page 10            

Catch and Release

A mysterious and possibly mythical, 
ape-like creature that has captured 

the imagination of adventurers for decades 
has now become the target of a state law-
maker in Oklahoma.

An Oklahoma House member has intro-
duced a bill that would create a Bigfoot 
hunting season. Rep. Justin Humphrey’s 
district includes the heavily forested 

Ouachita Mountains in southeast 
Oklahoma, where a Bigfoot festival 
is held each year near the Arkansas 
border. He says issuing a state hunt-
ing license and tag could help 
boost tourism.

“Establishing an actual 
hunting season and issuing 
licenses for people who want to 
hunt Bigfoot will just draw more 
people to our already beau-
tiful part of the state,” Rep. 

Humphrey said in a statement.
Humphrey says his bill would only allow 

trapping and that he also hopes to secure 
$25,000 to be offered as a bounty.

Micah Holmes, a spokesman for the 
Oklahoma Department of Wildlife 
Conservation, which oversees hunt-

ing in Oklahoma, told television sta-
tion KOCO that the agency uses “sci-

ence-driven research” and doesn’t 
recognize Bigfoot as a “real” species.

mailto:Ed%40FabricatorsCoach.com?subject=Article%205-%20April%20Slippery%20rock
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S³ | Frame Cart AT
All-Terrain Thin Material Cart
The S³ | Frame Cart ATS³ | Frame Cart AT is uniquely engineered to work hand in hand 
with our S³ | Slim Slab Saver™ frame*S³ | Slim Slab Saver™ frame* to overcome the challenges 
of moving large format thin material (LFTM) pieces over long long 
distancesdistances and through rough terrain.rough terrain.

Integrated turnbuckle system 
creates a rigid attachment 
between S³ | Slim Slab Saver™ 
frame and S³ | Frame Cart AT

Adjustable wheelbase to 
match stair tread depth

Quickly folds down to 12” wide 
for easy storage between jobs

Wooden cargo deck holds  
essential equipment during 
transport

8” non-marking, flat-free, shock 
absorbing tires

750 lb capacity, weighs less 
than 65 lb

From fabrication to the final jobsite, the S³ | Frame Cart AT 
saves your material, your back, and your time. Call Us Today!

* Kickstand Kit accessory required

(530) 748-3120
omnicubed.com
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The Stone Detective
The Case of the Flooded Travertine

I was sitting at my favorite 
greasy spoon when a stranger 
walked in and sat next to me. 

This was kind of strange since 
this local spot rarely has strang-
ers. Most of the regulars are 
locals who live nearby, includ-
ing the retired Admiral who tells 
the same story every day. Most 
are retired, but there are also 
the group I call the construction 
crew. These guys come in pretty 
early for a quick bite and a cup 
of joe. 

Flo poured my coffee, gave 
me that wink she gives me every 
morning and asked the stranger, 
“What ya havin’?” in her classic 
Southern drawl. The stranger said 
nothing for what seemed like sev-
eral minutes and then he ordered 
a glass of water and some bacon 
and eggs.   Flo turned around to 
pour him a glass of water and 
when she turned back to place it 
in front of him, it spilled all over 
the counter. Part of it splashed 

Frederick M. Hueston, PhD

on the stranger’s coat and he 
jumped up and in a loud voice 
yelled, “You’ve ruined my coat!” 
I offered him a few napkins and 
then I asked him very politely, 
“Isn’t that a raincoat you’re wear-
ing?” He just stared at me and I 
mumbled under my breath, How 
does a glass of water ruin a coat 
that is designed to get wet?  I al-
most said something to him, but 
wasn’t in the mood to get into an 
argument or possibly get my face 
rearranged. Fortunately, he threw 
a ten on the counter and stormed 
out of the diner.   I asked Flo if 
she was OK and she nodded yes.  
Little did I know that this incident 
would give me an insight into my 
next inspection.

I finished my breakfast, said 
goodbye to Flo and the other reg-
ulars and headed out the door, on 
my way to an inspection. Today’s 
case was your typical flooding is-
sue. Some $7 million home had a 
pipe that leaked and flooded the 
upstairs bedroom and overflowed 

into the downstairs living 
room. I was told the floor 
was marble and I was asked 

by the insurance company 
to make an evaluation. The 
owner of the home claimed 
the stone was ruined and 

needed to be replaced. 
Water damage is a typ-

ical inspection that occurs fre-
quently. In some cases, the stone 
actually is ruined, depending on 
the type of stone and the source 
of the water. So as far as I was 
concerned, this should be a cut-
and-dried inspection.

I arrived at the home right on 
time and was greeted at the gate 
by the insurance adjuster. He in-
troduced himself as the guy who I 
talked to on the phone a few days 
ago.  He proceeded to tell me that 
the homeowner was present, and 
warned me the homeowner was a 
know-it-all, arrogant individual, 
and he was likely going to argue 
about the case.  Well, this is going 
to fun, I thought. 

I grabbed my bag of instru-
ments and followed the insur-
ance guy into the house. As he 
opened the large front doors, 
there stood a tall, lean gentle-
man. He was wearing a pair of 
khakis and a red golf shirt with 

mumbling something. 
Later in my report I mentioned 

that the travertine was set on a 
concrete slab with the thin set 
method and that water did no 
damage. I also wrote a brief ge-
ology explanation that travertine 
is actually formed in water. Now, 
if the travertine had been installed 
on a wood substrate, it may have 
been a different matter. Of course, 
there are other considerations that 
I didn’t mention to him.  Now you 
know that travertine is similar to a 
raincoat – It can get wet with no 
damage. Another case solved.

The Stone detective is a fic-
tional character created by Dr. 
Frederick M. Hueston, PhD, writ-
ten to entertain and educate. Dr. 
Fred has written over 33 books on 
stone and tile installations, fabri-
cation 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.

Travertine, despite its porous texture, is a limestone and has been 
used in fountains for centuries. So, depending on the subflooring 
(like concrete), a travertine floor won’t be damaged by a little water.

the local country club logo on 
it. For a minute I thought it was 
Jake from State Farm, but he was 
too tall. I introduced myself and 
he proceeded to tell me all about 
the flood and where the water 
had gone and how the stone was 
ruined.   I listened, not saying a 
word, and when he was finished, 
I took out my moisture meter and 
started checking numerous areas 
on the floor. The entire floor was 
dry. Not any evidence of mois-
ture. By the way, the stone floor 
was travertine and not a marble. 

One of my pet peeves is when 
people call travertine a marble, 
when in fact it is a limestone. 
(Well, right now I do not have 
time for a geology lesson. Just 
take my word for it or Google it. 
LOL.)

I did a detailed walk-through 
examining every inch of the floor. 
I found no evidence of damage. 
The entire time, he was telling 
me how ruined the floor was. The 
funny thing is he did not give me 
any details. He did not say it was 
discolored, pitted or whatever.   I 
could not find anything wrong 
with the floor.   When I was 
through, he kept pressuring me on 
what I thought.  I rarely give my 
opinion in these cases, so I sim-
ply said it would be in my report. 
He kept insisting and finally I had 
had enough, and I pointed to the 
travertine that was in the fountain 
he had in the main entrance. This 
was a big fountain with about 
a foot of water containing the 
same travertine. I pointed to the 
fountain and asked if that traver-
tine was ruined by the water. He 
turned around and walked away 

Dr. Cheryl Moore
CEO, Prestige Countertops 
& Services

Follow Up On 
Opportunities and 
Obstacles in 2021

Can you believe we are 
already through the first 
quarter of 2021?   Time 

flies, right?  As we start into the 
second quarter, I would encour-
age you to revisit and evaluate 
the processes and projections you 
implemented for this year and 
gauge your successes and failures 
so far. 

In my January SRG article, 
Opportunities and Obstacles in 
2021, I suggested evaluating your 
current and prospective markets, 
sales projections, workforce, fi-
nances, and technology. Yes, 
again, basic business acumen, but 
like a New Year’s resolution, we 
tend to say we are going to make 
changes, but then we do not car-
ry through, or we do not take the 
time to assess how we are doing.

Did you implement the proper 
changes and personnel to achieve 

your stated goals?  What are ad-
ditional areas for consideration?

Overhead
As you review your short-term 

and long-term strategies, I would 
like to suggest evaluating your 
supply chain and operating activ-
ities to identify your value added 
and non-value-added activities. 
Reducing or eliminating non-val-
ue-added activities enables you 
to reduce your costs and increase 
your bottom line. It takes time to 
identify and cost each activity, 
but once you have completed the 
process you can confidently as-
sign your overhead costs to your 
jobs. This process helps to ensure 
you are not losing quoted jobs 

due to overpricing or losing rev-
enue on an awarded job because 
you underpriced it. 

Sales Goals
As you close out the first quar-

ter, are your sales where you 
projected and on track to meet or 
improve your projections? If not, 
can you pinpoint where your dis-
crepancies are at? Is your adver-
tising or marketing ineffective? 
Are you giving your sales person-
nel proper time and funding? Are 
you responsible for sales and you 
are not following or seeking out 
leads? 

“The result of long- 
term business 

relationships is 
 better and better 
quality, and lower 
 and lower costs. ”

– W. Edwards Demming

Like a New Year’s 
Resolution, we 

tend to say we are 
going to make 

changes, but then 
we do not carry 

through…

Please turn to page 24

mailto:fhueston%40stoneforensics.com?subject=The%20Stone%20Detective
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Online AND onsite training 
included with each system.

More than 15 certified trainers 
and a 2,000 SF training center 
centrally located in the Midwest.  

Training center features many 
configurations from counters 
and cabinets to showers and 
stairs for a complete experience.

Trainings are customized to your 
needs. Whether you start at the 
basic or intermediate level, we 
ensure your training fits your 
team and operations.

Subsequent online trainings  
are available whether you have 
general or specific questions.

Private Facebook group to ask 
questions and share knowledge 
and jobs with other LPI users.

Comprehensive training program

Market Leader
6,000+ systems sold worldwide.

Made in the USA
American-pride. American-made.

Lowest 5-year cost
Complete package for under $18K.

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

12 out of the last 15 Fabricators  
of the Year use our system

Lowest 5-year cost of ownership

User-friendly software requires 
no CAD experience 

Online & onsite training included

Comprehensive warranty coverage 

Overnight loaner program

#GoDigital

800-575-4401www.BBIndustriesLLC.com

BB Industries is now the 
Preferred National 

Flex Distributor 
In The Stone Industry

LINE OF PRODUCTS

Item # 8822

Item # 88031

Item # 8803

Item # 8802

Item # 50030

Item # 8896
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Let’s hope the dyed eggs 
your kids or grand-
kids found on Easter 

Sunday — then continued to hide 
and find throughout the after-
noon — have all been accounted 
for.

Health advisories I’ve read late-
ly say a hard-boiled egg will last 
for upwards of a week. Could 
be. But that’s a culinary decision 
for someone else to make. When 
it comes to consumption of the 
ova, your Uncle Cloaca takes no 
chances on spoilage.

Sam Venable 
Department of Irony

(Which provides a great intro 
for the ultimate redneck question: 
Who was the first man to watch 
an egg emerge from a chicken’s 
butt and think, “Wow! I bet that’d 
be good to eat!”? Please do for-
give me.)

Our church solved the AWOL 
Easter egg conundrum sever-
al years ago by going artificial. 
The children’s department owns 
something like 900 plastic eggs, 
the kind that easily snap apart. 
Before the grand hunt begins, 
each egg is stuffed with a piece of 
candy. Not only does this deliver 
instant gratification, the resulting 
sugar surge ensures nobody nods 
off during the sermon.

The fake egg route proves es-
pecially prudent if Easter is a 
washout. Nothing worse than 

our house. One particularly cre-
ative lad, ahem, crawled under 
the piano and worked a deposit 
deep into the innards of the in-
strument. He was certain neither 
of his brothers would find it.

They didn’t.
Alas, his pea brain immediately 

forgot pertinent details. (A prob-
lem that persists to this day, but 
that’s grist for another— wait; 
where was I? Oh yes, the piano 
egg.)

Months later, a guy came to our 
house to service and tune the pi-
ano. Waaaay back there, he saw 
you-know-what. The shell shat-
tered as soon as he touched it. All 
that was left on the inside was a 
fine powder. No stink.

The incident did, however, pro-
vide vivid new meaning to the 
Lenten term “dust to dust.”

Sam Venable is an author, co-
medic entertainer, and humor 
columnist for the Knoxville (TN) 
News Sentinel. His latest book is 
“The Joke’s on YOU! (All I Did 
Was Clean Out My Files).” He 
may be reached at sam.venable@
outlook.com.

getting your Easter bonnet filled 
with rain. I distinctly recall one 
year when the switch was made 
from an outdoor hunt to indoors 
because of weather. This decision 
was made (a) spur-of-the-moment 
and (b) ASAP. Meaning hun-
dreds of eggs were hastily cached 
in nooks and crannies through-
out the Sunday school rooms. I 
wasn’t there when the green light 
came on, but witnesses said the 
hallway rush was reminiscent of 
Pickett’s Charge.

Judging from the heavily laden 
baskets I saw at the late service 

Never Seek an Errant Egg 
Until Well After Easter

that day, the vast majority of 
these eggs were successfully lo-
cated. If not, no biggie. Given the 
preservative qualities of plastic 
containers and commercial can-
dy, everything should remain 
fresh until long after the Second 
Coming.

Actually, a missing real egg 
doesn’t always prove disastrous. 
Therein lies a family story.

It must have rained one Easter 
back in the Pleistocene period 
when I was of egg-hunting vin-
tage, because my brothers and I 
took turns hiding them throughout 

800-575-4401www.BBIndustriesLLC.com

NEW & IMPROVED! 
for 2021 EZ Installation Cart

The EZ Installation Cart 
saves your stone and your 
back from a nasty break.

Transport your countertop from 
the truck to the kitchen with 
ONE cart and NO lifting! 

The EZ Installation Cart uses a pneumatic cylinder to 
safely and gently absorb the countertop weight when 
tilting into place on cabinets or islands. It’s also useful 
in the shop turning island pieces 180° to polish all four 
sides on straight line polishing machines.

Item# 4051

For any size and height 
countertop or island installation. 

For more information, call or go online at:

No hydraulics, 
electronics or 
battery needed!

   • American Built &  
  Tough!

 • Weight: 190 lbs.

   • Loading Capacity:  
    1,200 lbs.

  •Height Adjustment:  
   34”– 42”

•Pneumatic design
 for safe & easy use

SEE THE

VIDEO

BBIndustriesLLC.COM

“The saddest aspect of life 
right now is that science 

gathers knowledge faster 
than society gathers 

wisdom.” 
— Issac Asimov

mailto:sam.venable%40outlook.com?subject=
mailto:sam.venable%40outlook.com?subject=
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Three Easy Ways to Partner with BBI

Website

Phone In Person

800-575-4401www.BBIndustriesLLC.com

Sharon Koehler
Artistic Stone Design

Note the definition of mentor, 
above, copied and pasted 
out of the Cambridge dic-

tionary. It’s a slightly confusing 
word because it can be a noun or a 
verb. The noun is the person actu-
ally giving the help – A Mentor. 
The verb is the act of giving help or 
advice – to mentor. 

All those years ago when I start-
ed this gig at SRG, I had never had 
a steady writing opportunity. I had 

It’s On All of Us

mentor
Noun [ C ]
US 
 /ˈMEN.TƆːR/ UK 
 /ˈMEN.TƆːR/
 
A person who gives a 
younger or less experi-
enced person help and 
advice over a period 
of time, especially at 
work or at school.

had other articles published in dif-
ferent places, but nothing steady 
where I had deadlines every month 
and specific guidelines that need-
ed to be followed. It was different. 
When I had problems or things 
weren’t working out or I needed 
advice I had my editor Larry to fall 
back on. Back then he was a big 
help. 

He was a big help for a lot of rea-
sons. He was clear about what he 
wanted. He was open to dialogue. 
He wasn’t vague about how he 
needed things to be and he always 
made sure I understood what was 
expected. All these years later, he is 
still there but I don’t need him for 
advice quite as often as I used to. 
These days mostly I just check in 
with a “Hi, how are you?”

However, there was a time when 
I was writing about something that 
was a bit out of my league. I put it 
on paper and I hated it. I knew it 

wasn’t right but I didn’t know how 
to fix it. That time I turned to anoth-
er writer on the SRG - Peter. Y’all 
know him as Peter Marcucci. He’s 
on the cover of the SRG a lot and he 
turned out to be a great help and re-
source when I needed it, every time 
I needed it.

What is the point to all this? The 
point is that we should not throw the 
“newbie” to the wolves or let them 
figure it out by themselves and we 
shouldn’t leave their training up to 
just one person. Everybody needs 
to pitch in. It’s not uncommon for 
someone to say that the new person 
slows them down or they are too 
busy to train. It’s quicker and eas-
ier to just let the more experienced/
trained person do it. Unfortunately 
that doesn’t help anybody. The new 
person gets frustrated because they 
can’t help or do anything. The boss 
doesn’t want to pay someone to do 
nothing, and the person who is sup-
posed to do the training and doesn’t, 
can’t get help when they need it. 
It’s a lose – lose – lose situation for 
everyone. 

Before the new person starts have 
the head of their department come 
up with a training plan and who 
is going to help. If someone says 

they don’t have time or they are too 
busy, lighten their load a little bit if 
you can until the “newbie” is going 
down the right path. 

When the new person comes on 
board, sit down and talk to them. 
Don’t point out the shop door and 
say “Go see the guy in the pickup. 
You’re riding with him.” Make sure 
to have a conversation about exact-
ly what you expect and who they 
can turn to for help. If you hire a 
helper for a truck and you have mul-
tiple crews, let him go with all your 
crews a couple of days so he can 
see how things work. If you hire a 
fab guy, show him your set up from 
start to finish. Don’t just stick him 
in a position and leave him. Let him 
understand how the job gets to him 
and what happens after it leaves 
him. If you hire an office person, let 
them sit with everyone for a couple 
of days to see how the flow goes 
and what gets done by whom. Even 
if you hire someone with previous 
experience, remember, all compa-
nies are not alike. They each come 
with a different set of rules and 
expectations. Make sure yours are 
clear and there is no confusion.

After a week or two, sit down 
with the new person and ask them 

how things are going. Ask them 
how you can help them. Walking 
past them in the hall and asking 
them  how things are going is not 
the way to get the best answer. 
They are just going to say “Great” 
and keep on going. Make sure they 
understand that if there is any kind 
of issue, they can say it without fear 
or repercussion. If the new person is 
part of a team, talk to the team lead-
er. Get their feedback as well. If the 
new person is a leader or manager, 
talk to the other team members and 
get their feedback on the new lead-
er’s performance and attitude. Not 
everything always goes 100 percent 
great from the beginning. It’s better 
to address small things in the begin-
ning before they become big things 
down the road. 

Granted, every person is not right 
for every job, but the “right” new 
person’s success will benefit the 
company and the other employees. 
Keep in mind that is not instant. 
It takes work and communication 
from everyone. It’s on all of us to 
make a new person successful.

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

mailto:Sharon%40asdrva.rocks?subject=Slippery%20Rock%20-%20April%20article
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Visit our site at www.promotions.itreconomics.com/slippery-rock

If you can use this forecast for your business planning, perhaps you will find value in receiving forecasts
for the below industries for 90 days FREE, no commitment required. 

• 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.

Construction   /   March 2021

ITR Management Objective

Recruit top people to ensure quality
keeps pace with demand; this
is essential to maintaining your
competitiveness in this market.
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TexaStone Quarries: A Sustainable 
Product from the Permian Basin

The Earth is nature’s ulti-
mate hardware store. It 
gives us building materials 

in the form of stone and gravel, 
stores of underground water, 
deposits of oil and gas, and miner-
als for all kinds of uses. In certain 
parts of Texas, all these resources 
can be found in the same place.

TexaStone Quarries operates in 
the Permian Basin of West Texas, 
a region best known for producing 
massive quantities of oil and gas. 
But the TexaStone business mod-
el is far more stable than that of 
the fossil fuel industry. Quarrying 
began before derricks and pump 
jacks dotted the landscape, and 
while the fossil fuel industry suf-
fered major losses through 2020, 
the quarries soldiered on.

TexaStone’s limestone slabs 
and blocks are enduring, non-pol-
luting resources that don’t suffer 
the boom-and-bust cycle of their 
neighboring industry. While hy-
drocarbons burn brightly for a 
short time, a solid slab of natu-
ral stone serves its purpose for 
decades. At the completion of 
its useful life, natural stone can 
return to the earth, leaving no 
toxins in its wake and no legacy 
of greenhouse gases lingering 
behind.

 
‘A Broom and a Hose’

TexaStone’s first quarries were 
opened in 1990 and were cut into 
shelves of limestone that natural-
ly sit right at ground level. All 
it takes to access the uppermost 
layer of limestone is “a broom 
and a hose,” says Vince Gray, 
the Production Manager at the 
quarry.

The prospects began modestly, 
“with one saw up on top of the 
hill, out in the open,” recalls Gray. 
Operations gradually expanded 
and TexaStone Quarries official-
ly became an entity in 1995, and 
their infrastructure, equipment, 
and capabilities have been grow-
ing ever since. The company is 
owned by Brenda Edwards, who 
started the business with her late 
husband.

TexaStone taps into 16 indi-
vidual quarry pits to produce six 
different varieties of limestone. 
A 55,000 square-foot fabrica-
tion shop sits on the property, 

equipped with state-of-the art ma-
chinery. A workforce of 32 peo-
ple keeps the quarries, the mill, 
and the office humming along.

Stone gets shipped all over 
the country “and international-
ly as well,” says Quade Weaver, 
the Sales and Project Manager. 
Weaver credits the company’s 
expansion on their collaboration 
with architects, masonry contrac-
tors, and design firms. “We devel-
oped relationships over time,” he 
says. “We had architectural firms 
that would use the material over 
and over, and it became more and 
more visible.”

Natural Stone Has an 
Environmental Advantage 

Over Manmade Competitors
“We compete with a lot of man-

made products,” says Weaver, 
echoing a trend seen throughout 
the stone industry. The biggest 
competitor to TexaStone is con-
crete ‘cast stone,’ “It’s something 
that we compete with on a daily 
basis,” says Weaver. Although 
concrete is usually cheaper at the 
front-end of a project, Weaver ap-
preciates that “longevity and sus-
tainability” are major advantages 
of natural stone.

Weaver distinguishes natural 
stone from the impostors by mak-
ing the case for the smaller en-
vironmental footprint of natural 

stone. “That’s a driving factor for 
us to promote that natural materi-
al and what we’re doing to quarry 
it,” he says.

Concrete production accounts 
for a whopping 8 percent of glob-
al greenhouse gas emissions. 
Concrete is made by heating up 
ground limestone; the process to 
heat the limestone is energy-inten-
sive, and then further CO2 is re-
leased when the limestone breaks 
apart via chemical reactions. By 
contrast, a slab of limestone is 
already completely formed by 
natural processes, and limestone 
is a natural store of CO2. As the 
world strives to lower greenhouse 

Karin Kirk 
usenaturalstone.com
Diagrams ® Karin Kirk,
Photos courtesy TexaStone.

Please turn to page 21

gas emissions, it makes sense to 
keep CO2 locked up inside stone 
and out of the atmosphere.

Platinum Sustainability 
Certification

Sustainability has been a 
steady focus of the company, and 
TexaStone was the first operation 
to become certified to the Natural 
Stone Sustainability Standard 
(ANSI 373). In 2014 the quarry 
attained gold-level sustainabil-
ity and the fabrication facility 
scored a silver-level ranking. The 
company has continued to im-
prove their practices, and in 2020 
they garnered platinum-level 

certification for both the quarry-
ing and the fabrication processes.

“Actually, we were pretty well 
within the standard before the 
standard was written,” says Gray, 
noting that their initial effort was 
primarily one of measuring and 
tracking water consumption, en-
ergy usage, and waste output. The 
ability to track their environmen-
tal performance showed where 
more improvements were possi-
ble, and the company’s baseline 
certification set the stage for fur-
ther efficiency.

“We continually monitor our 
water usage and electricity,” says 
Weaver. “As you shrink that, 
that’s what allowed us to jump up 
to that next level.”

Shelves of limestone deposits sit near the surface, and 
access is literally as easy as using “a broom and a hose.” 
These days, 16 quarry pits yield 6 different varieties of 
limestone, including Hadrian, a fossil-rich tan stone, 
Cedar Hill Cream, and 
TexaStone Pink, a unique,  
fossil-laden pastel color.
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TexaStone
Continued from page 20

surface. Wind turbines rise above 
it all, turning moving air into 
electricity.

 
High-Quality Workmanship
The TexaStone property is 

about 12 miles long and contains 
16 small to medium-sized quarry 
pits that vary in depth from 10 to 
20 feet deep. In the larger quar-
ries, “there’s a natural seam ex-
actly where we’re cutting,” says 
Gray, “so it really makes it nice.”

Across the property, the geol-
ogy varies enough to produce an 
array of colors and textures, and 
the company sells six varieties 
of limestone. The two most pop-
ular colors are Hadrian, a fos-
sil-rich stone with a neutral tan 
color, and Cedar Hill Cream, an 
evenly-patterned limestone with 
warm tones of pale yellow. The 
other four colors are quarried a 

Gray. That accounted for most of 
the company’s energy savings, 
while also saving money on fuel 
and wear and tear on engines.

“Those were the two biggest 
things that took us up to plati-
num,” says Gray.

Gray describes other improve-
ments: New, efficient lighting 
was installed throughout the fab-
rication shop, and office paper 
is shredded and used as packing 
material.

The quarries are surrounded 
by oil and gas wells, but across 
the road dozens of wind turbines 
churn in the steady breeze, an-
other nod to a changing econo-
my that’s branching out from the 
volatile swings of the oil and gas 
industry. Texas is by far the larg-
est producer of wind energy in the 
USA.

Oil and gas wells tap into deep 
shales and limestones, while 
TexaStone quarries young-
er limestones near the ground 

Part of the sustainability stan-
dard is transparent communica-
tion to the community, and the 
TexaStone website shows the 
company’s environmental per-
formance over the past 5 years. 
Their goal is to reduce energy 
consumption by 5 percent each 
year over the next five years.

TexaStone shares their envi-
ronmental performance on their 
website. The company was able 
to reduce energy use by switching 
to efficient lighting and by mini-
mizing idling time for equipment.

Water is a scarce resource in 
West Texas, and the operation 
uses 80 percent recycled water 
in the quarry and 93 percent re-
cycled water in the fabrication 
plant. Water is treated in 1-acre 
settling pond located on the prop-
erty. Limestone mud settles to 
the bottom, and clear water ac-
cumulates on top, which is then 
pumped back to the plant. The 
leftover ‘sludge’ is an inert slurry 
of lime mud and water, not unlike 
the material at the bottom of the 
seafloor when the limestone orig-
inally formed. The company uses 
some of the slurry for road base 
and berms, and it can also be used 
as backfill. It’s the primary waste 
product of the facility.

The company was able to lower 
its energy use by “reducing idle 
time on all of our machinery, 
whether gasoline or diesel,” says 

few months at a time to build up 
a supply that will last a year or 
more. TexaStone Pink is one of 
the more unusual offerings; it’s 
a fossil-laden, pastel pink stone. 
“As far as we know, this is the 
only place you can find it domes-
tically,” says Weaver.

While their neighbors are wild-
catting for pockets of oil and gas, 
the TexaStone drill rig sniffs out 
new varieties of limestone. Some 
of their explorations have panned 
out, and others haven’t. Gray de-
scribes the results of exploratory 
drilling as “sometimes exciting, 
sometimes disappointing!”

Four of the TexaStone varieties 
have been tested to withstand re-
peated freeze-thaw cycles and are 
most commonly used as exterior 
cladding. These are Cedar Hill 
Cream, Hadrian, Permian Sea 
Coral, and Texas Pearl.

“Our workforce is something 
to really be proud of,” Gray mus-
es, as he recalls the improve-
ments over his 14-year tenure at 
TexaStone. Modern machinery, 
less physical labor, and contin-
ually improving craftsmanship 
have been the highlights of the 
company’s evolution. Thanks to 
technologies like CNC machin-
ing, “we can take a 3D scan and 
a 5-axis machine can carve what-
ever that scan shows,” says Gray.

“The workmanship is high 
quality,” he says. “I hate to toot 
our own horn too much, but we 
do very nice work.”

A Cretaceous Beach Day
The pandemic kept many of 

us home through 2020, which 
led to a surge in residential proj-
ects. And what better way to 
spend a hot Texas summer than 
by the poolside. “The pandemic 
seems like it caused an increase 
of people putting pools in,” says 
Weaver.

A swimming pool surrounded 
with fossil-laden limestone on a 
sweltering midsummer afternoon 
might be a reasonable analog to 
the time when the TexaStone 
limestones formed. They’re 
around 125 million years old, 
from the Cretaceous Period – fa-
mous for dinosaurs, a hot climate, 
and seawater lapping up onto 
Texas.

Texas has had an on-again, off-
again relationship with the ocean 
throughout most of its history. 
During Cretaceous time, North 
America was drifting away from 
Europe and Africa. The Gulf 
of Mexico had been attached to 
western Africa, and as the con-
tinents pulled apart, the Atlantic 
Ocean was born as seas filled 
the growing rift between the 
continents.

TexaStone shares their environmental performance on their website. The company was able to reduce energy use by 
switching to efficient lighting and by minimizing idling time for equipment.

Please turn to page 30
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

Finally, after well over 
a year, the Candoro 
Office Building is 

almost complete, at least 
for the marble restoration 
part of the project. This 
project was especially close 
to me because my grandpa 
worked there when I was a 
kid. I also knew the Craigs, 
who were the original 
owners. My stepdad, Vic 
Green, used Candoro as a 
testing field for many of the 
products he developed or 
brought in over the years, in 
the beginning years of Vic 
International Corp. 

In its heyday, Candoro 
Marble Works was the third 
largest marble producer 
and importer in the United 
States, second only to 
Vermont Marble Company 
and Georgia Marble 
Company. The showroom 
and garage was completed 
in 1923 and was designed 
by local architect Charles 
I. Barber, in the Beaux-
Arts style. The ornamental 
ironwork decorating the 
main entrance is by Samuel 
Yellin, the most notable ar-
tisan of iron during the 20th 
Century.

 The Candoro Marble 
Works complex was added 
to the National Register of 
Historic Places in 1996 and 
the office and showroom 
building, along with the ga-
rage, were relisted in 2005 
to include architecture in 

Of course, as many in the 
industry may remember, 
Vic International went on 
to become one of the largest 
suppliers of tools, equip-
ment, and chemicals to the 
stone industry before ulti-
mately succumbing to the 
“Great Recession” of 2007-
2008. Vic International 
closed its doors in 2012, 
and Vic Green passed way 
in 2019.

  
Candoro entry hall with travertine walls, frescoes on stucco ceiling, 

and black and light marble floors all restored. 

their area of importance.
After the Civil War, the 

East Tennessee area had a 
quarrying boom of the local 
stone – Holston Formation 
limestone, otherwise 
known as East Tennessee 
Marble. The John J. Craig 
Company operated sev-
eral of these quarries and 
was very successful. To 
convert his quarried and 
imported stone into us-
able building materials, he 
started the Candoro Marble 
Company. The facility 
used water from a nearby 
creek for a boiler, and used 
steam-powered cutting 
and finishing machinery 
before switching to elec-
tricity after the Tennessee 
Valley Authority (TVA) 
started supplying power to 
the Tennessee Valley area 
around 1940.

The Candoro Marble 
Company supplied varieties 
(typically pinks or gray) of 
East Tennessee Marble for 
the Smithsonian Museum 
of History and Technology, 
the National Gallery of Art, 
and many government and 
private buildings around 
the country, along with 
the Knoxville Post Office 
building. After World 
War II, the use of marble 
began to decline, due to 
cost of production. Glass, 
steel, and concrete were 
much more cost effective 

until the advent of indus-
trial diamonds helped to 
make stone more compet-
itively priced again. These 
new diamond tools made 
cutting stone much faster, 
more cost effective, and 
thinner material (think 12 
x 12 x 3/8 tiles) was now 
possible. Ultimately, the 
Candoro Marble Company 
didn’t keep up with the 
new diamond and equip-
ment technologies and 
closed their doors in 1982.

The repaired front office corners and walls, which had sustained cracking  
and separation issues due to water leakage under the foundation.

Since then, the building 
was used by local inde-
pendent fabricators until 
a group of historic pres-
ervationists purchased 
the office/showroom and 
made the space available 
to the South Knoxville Arts 
and Heritage Center. The 
group hosted various art 
exhibitions and communi-
ty events, until the building 
was acquired by the Aslan 
Foundation in 2014.

Candora Marble Company 
 Office and Showroom Restoration

Please turn to page 23
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Stone Restoration & Maintenance Corner

Through the years, 
the building suffered 
from water damage and 
some neglect. The Aslan 
Foundation contracted 
Hickory Construction to 
restore the building(s) to 
their original glory, and that 
is when KMP (Knoxville 
Marble Polish) was called 
into action. 

The water damage caused 
the right front of the build-
ing to sink significantly and 
this caused, as described 
in a previous article, some 
walls and trim pieces to 
actually separate and up-
heave. This damage was 
mostly limited to the corner 
and window frame pieces 
on the right front. Once the 
foundation was jacked back 
up and leveled, the separa-
tion remained and had to be 
filled and ground flat again. 

Remember that these pieces 
were at least 3/4 inches or 
2cm, and some were even 
7/8 inches thick. It was a 
major undertaking but once 
completed, it turned out 
very nice, considering the 
extent of the damage.

The entrance hall had 
walls with unfilled traver-
tine, a frescoed stucco ceil-
ing (originally painted by 
WPA-era mural artist Hugh 
Tyler), hand-carved marble 
rosettes, black (Imperial 
Black, quarried near 

Restored front office 
walls and marble floor 
featuring yet another 
intricate, distinctive 
pattern.

Sign posted by GC, after window sills were com-
pleted. Note the decorative sill edge.

Front entrance. Albert Milani, a master sculptor 
from Carrara, Italy, carved the exterior 

ornamentation of the building.

Morristown, Tennessee) 
and white (actually light 
TN pink) floors, and a black 
and gold Porturo marble 
base moulding. The un-
filled travertine had almost 
100 years of soot and dirt, 
so Knoxville Marble Polish 
used a latex or waterless 
product to clean, due to 
the large quantity of holes 
in the stone. This product 
was applied about 1/8-inch 
thick, allowed to dry, and 
then peeled off. The dirt and 
soot adhered to the latex. 
The process worked very 
well. The frescoed ceil-
ing was totally restored by 
Evergreene Architectural 
Arts, headquartered in New 
York. Finally KMP refin-
ished all of the floors to 
their original beauty. Most 
of the floors were honed us-
ing M3 Triple Thick resin 
diamonds in 220 grit and 
400 grit, before polishing 
using Majestic 5X Gold. 

The room adjacent to the 
entry hall was composed of 
Tennessee marbles in var-
ious colors of pink, buff, 
and gray. The walls and 

floors were of solid marble. 
This is the room which had 
suffered the breakage and 
separation from founda-
tion-caused damage, result-
ing from water leak issues. 
This room required most 
of the serious detailed hand 
work. The floor was an 
amazing chevron or zigzag 
pattern. This room turned 
out much nicer than many 
expected, considering its 
deteriorated state. 

The main room or hall 
was also composed of the 
same flooring as the en-
trance hall. This floor had 
some deterioration issues 
on some of the tiles which 
required filling before the 
honing process began. The 
rear side rooms were com-
posed of similar materials, 
but both were in different 
patterns. The floors were 
honed and polished in the 
same manner as the others. 
Also, all of the window sills 
had to be refinished as well. 
You don’t really see quality 
installations like this any-
more. Most modern proj-
ects use 12 x 12 x 3/8 inch 
tiles, not slab-thickness ma-
terial. As you can see from 
the photos, these installs are 
quite beautiful. 

In 2000 a group of volun-
teers and a few investors set 

out to preserve the Candoro 
Office/Showroom Building 
complex. They wanted to 
make it accessible to the 
community. They formed 
what would be eventually 
called Candoro Arts and 
Heritage Center. They were 
able to stabilize the building 
from years of water damage 
and vandalism, but lacked 
the funds to complete a full 
restoration. The building 
was used for communi-
ty programs of which the 
most popular was Vestival, 
named for the Vestal 
neighborhood in South 
Knoxville. Vestival became 
a popular, yearly event for 
arts, crafts, history, food, 
and music performances.

When the Aslan 
Foundation came in to the 
picture, they brought in the 
needed funds and focus to 
address the full restoration 
of the complex. In 2019, the 
restoration began accord-
ing to historic preservation 
standards from the National 
Park Service.

KMP extends their thanks 
to many people who helped 
make this project a reality. 

As always, I recommend 
submitting a test area to 
confirm both the results and 
the procedure prior to start-
ing a stone or hard surface 
restoration or maintenance 
project. Also the best way 
to help ensure success is 
by partnering with a good 
distributor, like BBI, 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 indus-
try for over 40 years and is 
well known for his expertise 
in natural stone, tile and 
decorative concrete resto-
ration and maintenance. He 
helped develop some of the 
main products and process-
es which revolutionized the 
industry, and is currently 
the Director of Operations 
for M3 Technologies.

 

Continued from page 22
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TRENCH DRAINS • PITS • RAMPS
BRIDGE SAW WALLS • FLOORS

JIB CRANE FOOTINGS
MACHINE FOUNDATIONS

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

CALL 877.999.1175
 or 404.543.0446

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

ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM

It is easy to get busy and not 
consider third and fourth quarter 
sales right now. This, however, 
is very poor planning and can 
result in unexpected business 
results come the end of the year. 
Accountability is key in all 
these areas.

Production Goals  
Whether you are a small two 

or three person shop or a large 
50-to-100-person shop, produc-
tion can make or break a com-
pany. In my January article, 
I discussed the importance of 
having the right people on board 
with you. Do you have the right 
Project Manager and the right 
person in charge of produc-
tion? Are you getting your jobs 
completed on schedule with the 
quality your customers expect? 
How do your employees repre-
sent your company outside of 
your shop? How efficient are 

you with customer follow-up 
and service issues? 

Technology
In the January issue, I suggest-

ed preparing cost projections 
and a return-on-investment 
analysis to see if the time is 
right for you to invest in tech-
nology. If you are a small shop, 
and have not already made these 
investments, I can tell you from 
experience upgrading to a dig-
ital templating machine, CNC 
production machines and pol-
ishing machines will help you 
grow by expanding your pro-
ductivity and quality, without 
the need to hire more employ-
ees. If you are not moving for-
ward, you will go backwards. 

Expenses
Have you considered ways to re-
duce basic expenses? Examples 
include reducing utility expens-
es. Given the amount of water 

Continued from page 13

used in this business, have you 
considered a water recycling 
system? Perhaps savings can 
be found by changing all your 
lighting with new LED fixtures 
or replacing your heating system 
with a new highly efficient unit. 
These are savings that can be 
added to your bottom-line long 
term. When it comes to expens-
es, consult your accountant, and 
discuss available tax credits.

Financing and Loans
I also suggested in January to 

form close relationships with 
your banker and your accoun-
tant if you do not have these 
relationships already in place. 
These individuals will have sug-
gestions and options for you that 
you may not have thought of, or 
you just need further informa-
tion and clarification to see if 
something is a viable option for 
your business. 

 Did you take advantage of 
the PPE loan offered last year? 
If you did, have you considered 
applying for the second PPP 
loan? The newest PPP loan be-
ing offered is simpler to apply 
for than the first one. 

Again, ask your accountant, 
but the current PPP loan being 

offered seems to have the basic 
requirement of showing a 25 
percent reduction in gross re-
ceipts between any comparable 
quarter from 2019 and 2020. If 
you qualify for the PPP loan, 
and when you find out how 
much you qualify for, you can 
figure out how and where this 
can help you going forward.

So, I am going to put the 
Opportunities and Obstacles in 
2021 to rest now, but I wanted 
to revisit it since we are through 
our first quarters. As we get 
busy with running our business-
es and dealing with our daily 
routines, we sometimes need 
the reminder to continue to plan 
ahead and make sure we are 
strategizing for the long-term, 
as well as looking at what we 
are currently focusing on.

Cheryl Moore is the CEO 
of Prestige Countertops & 
Services, Inc. and an Assistant 
Professor of Accounting 
at Mercyhurst University. 
If you would like addi-
tional information, please 
email her at cmoore2@ 
mercyhurst.edu .

Follow Up On 
Opportunities and 
Obstacles in 2021

A car thief who found a toddler in 
the backseat of a stolen vehicle 

drove back and chastised the mother 
for leaving the child unattended before 
taking off again, police in Oregon said.

The woman went into a grocery 
store about 15 feet (5 yards) from the 
car one Saturday, leaving her 4-year-
old child inside with the engine run-
ning and the vehicle unlocked, said 
Beaverton, Oregon police spokesman 
Officer Matt Henderson.

A store employee told authorities 
the woman was in the market for a few 
minutes before someone began driving 
away with the SUV.

Once the thief realized the toddler 
was in the backseat, he drove back, be-
rated the woman for leaving her child 
unattended, told the woman to take 
the child and drove away in the stolen 
vehicle.

“He actually lectured the mother 
for leaving the child in the car and 
threatened to call the police on her,” 
Henderson said.

Henderson said the woman did noth-
ing wrong and was within sight and 
sound of the child. He said the incident 
served as a “good reminder to take ex-
tra precaution” with children.

“Obviously, we’re thankful he 
brought the little one back and had the 
decency to do that,” Henderson said.

Virtue Signaling

mailto:cmoore2%40mercyhurst.edu?subject=Slippery%20Rock%20April%20Article
mailto:cmoore2%40mercyhurst.edu?subject=Slippery%20Rock%20April%20Article
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Item# 11492

Item# 11493

Item# 9375

Makita®  9565CV SJS 
5 inch Grinder 

 & Dust Shrouds

Makita®  XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita®  XCV05PT HEPA Filter Dry 
Backpack Vacuum

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

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

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

 Item # Description Price

 11486 Makita® XCV04Z Cordless HEPA Filter Dry Vacuum $738.45  

 Item # Description Price

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

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

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

Get OSHA Com
pliant
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Available at

 GUARANTEED

BEST
PRICE!

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

 GUARANTEED

BEST
PRICE!

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

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

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

MS International, Inc. 
(MSI), a leading 

supplier of flooring, coun-
tertops, wall tile, and hard-
scaping products, has been 
honored with the Companies 
That Care Award. The com-
pany received this award for 
its exceptional commitment 
to supporting the commu-
nities in which it operates 
through its philanthropic 
efforts. 

The Companies That Care 
Awards honor five business-
es that went above and be-
yond to support the commu-
nity during the COVID-19 
pandemic. This was the 
awards’ inaugural year. 

“Giving back to the com-
munities in which we live 
and work is a fundamental 

MSI Honored with 
 Companies that 

Care Award
part of our organization,” 
said Raj Shah, President 
for MSI. “We work to give 
back through direct and in-
direct channels and are in-
credibly proud of what the 
company and our employees 
have been able to accom-
plish. We are truly honored 
to have been recognized by 
the Orange County Business 
Journal with the Companies 
That Care Award and will 
continue to put great effort 
into our charitable work.”

The MSI Charitable 
Trust aims to improve and 
strengthen the health, edu-
cation, and wellness of com-
munities worldwide. In addi-
tion to investing in research, 
education technology, vo-
cational training, and nutri-
tion, MSI offers a matching 

employee donation program 
at a 1:1 ratio. The program 
has helped support more 
than 200 unique charities 
across the United States.

To learn more about 
MSI’s efforts and the MSI 
Charitable Trust visit, www.
msisurfaces.com/corpo-
rate/charitable-trust.aspx.

About MS International
Founded in 1975, MSI 

is a leading supplier of 
flooring, countertop, wall 
tile, and hardscaping prod-
ucts in North America. 
Headquartered in Orange, 
California, MSI also main-
tains over 30 state-of-the-art 
showroom and distribution 
centers across the U.S. and 
Canada. MSI’s product line 
includes an extensive of-
fering of quartz, porcelain, 
ceramic, LVT, natural stone 
and glass products imported 
from over 36 countries on 
six continents.

© MARK ANDERSON. www.andertoons.com

“Another unanimous vote. Man, I love the herd mentality!”
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The Slippery Rock Marketplace

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

Fast. Flexible. Financing.
Ascentium.Info/Rock2021

Financing dependent on credit parameters. 
Loans made or arranged pursuant to a California Financing Law license.

Financing dependent on credit parameters.
Loans made or arranged pursuant to a 
California Financing Law license.

www.NoLiftSystem.com
503.212.4034

Sales@NoLiftSystem.com

Visit our website for pricing
and more information

#NoLiftSystem

See the No Lift System 
in action on YouTube!

See the No Lift System 
in action on YouTube!

LOWER INSTALL COSTS

INCREASE PRODUCTIVITY

REDUCE INJURIES

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

STRONGER. SAFER. SMARTER.

TR6K HD TRANSPORT RACK
UNIQUE DESIGN FEATURES HELP REDUCE 
BREAKAGE DURING TRANSPORT

WWW.GROVES.COM    SALES@GROVES.COM    800.991.2120

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

Makita 9565CV SJS
5” Industrial VS Grinder

STONETECH® Surface Care 
and Maintenance
www.laticrete.com | 1.800.243.4788

A-8851-0520  ©
2020 LATICRETE International, Inc. All trademarks 

shown are the intellectual properties of their respective owners.

Omni_SRG_AT2_Marketplace_AD_v2_120820

ALWAYS AMERICAN.

omnicubed.com (530) 748-3120

ENGINEERED. MACHINED. ASSEMBLED.

TRENCH DRAINS • PITS • RAMPS • BRIDGE SAW WALLS 
FLOORS • JIB CRANE FOOTINGS •MACHINE FOUNDATIONS

CALL 877.999.1175 or 404.543.0446
ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM

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

Busting a Move, Robo-Style

The man who designed 
some of the world’s 

most advanced dynamic 
robots was on a daunting 
mission: programming his 
creations to dance to the beat 
with a mix of fluid, explo-
sive and expressive motions 
that are “almost human.”

The results? Almost a year 
and half of choreography, 
simulation, programming 
and upgrades that were 
capped by two days of film-
ing to produce a video run-
ning at less than 3 minutes. 
The clip, showing robots 
dancing to the 1962 hit “Do 
You Love Me?” by The 
Contours, was an instant hit 
on social media, attracting 
more than 23 million views 
during the first week.

It shows two of Boston 
Dynamics’ humanoid Atlas 
research robots doing the 
twist, the mashed potato and 
other classic moves, joined 
by Spot, a dog-like robot, 
and Handle, a wheeled robot 
designed for lifting and mov-
ing boxes in a warehouse or 
truck.

Boston Dynamics found-
er and chairperson Marc 
Raibert says what the robot 
maker learned was far more 
valuable.

“It turned out that we need-
ed to upgrade the robot in the 
middle of development in or-
der for it to be strong enough 
and to have enough energy 
to do the whole performance 
without stopping. So that 
was a real benefit to the de-
sign,” Raibert says.

The difficult challenge of 
teaching robots to dance also 
pushed Boston Dynamics 
engineers to develop better 
motion-programming tools 
that let robots reconcile bal-
ance, bouncing and doing a 
performance simultaneously.

“So, we went from having 
very crude tools for doing 
that to having very effec-
tive rapid-generation tools 
so that by the time we were 
done, we could generate new 
dance steps very quickly and 
integrate them into the per-
formance,” Raibert says.

The quality of the ro-
bots’ dancing was so good 
that some viewers online 
said they couldn’t believe 
their eyes. Some applaud-
ed the robots’ moves and 
the technology powering 
them. Others appeared to be 
freaked out by some of their 
expressive routines.

Others added that what 
they were seeing was proba-
bly computer-generated im-
agery, or CGI.

Not so, Raibert says.
What was on display was 

a results of long, hard work 
fueled by a determination to 
program the robot to dance 
to the beat, he says.

“We didn’t want a robot 
doing robot-like dancing. 
We wanted it to do human 
dancing and, you know, 
when a human dances, the 
music has a beat and their 
whole body moves to it — 
their hands, their body, their 
head,” he says. “And we 
tried to get all of those things 
involved and coordinated so 
that it, you know, it was ... 
it looked like the robot was 
having fun and really moved 
with the music. And I think 
that had a lot to do with the 
result of the production.”

Please turn to page 30

https://fabricatorscoach.com/
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The Slippery Rock Classifieds
For Sale

Park Industries Stone Splitter. Three 
foot under head HydraSplit 150 ton stone 
splitter. Includes outbound conveyor, and 
veneer gauge. Also includes owners man-
ual. One owner. Contact: Leonard,  1-920-
324-5316, frens-stone@sbcglobal.net .

___________

Oma hydraulic edge shaping router. 
Machine and hydraulic motor in good 
condition. Also have bullnose and ogee 
bits, bought new in 2006 for $5,000 ask-
ing $1,800. Can email pictures of both. 
Contact: Sam Craycraft, 410-917-7343,  
Samcraycraft@gmail.com .

___________ 

Harris Accuglide Saw System. Condition 
is “Used”. Accuglide saw system for cut-
ting granite & marble comes with 2 sets of 
7.5´ rails, 1 set of 12´ tracks. The 12´ & 
7.5´ are in wood crates and ready to ship. 
Comes with 8 saw blades, 5 granite blades, 
3 marble blades, 2 suction cups for quick 
setup. Comes with a miter attachment for 
mitering slabs, comes with GFCI & water 
hose. I used this saw in and out of town 
for jobs. Basically brand new, very low 
hours, used once on an out-of-state job. 
Can cut 6´ x 11´ slabs precisely. Paid 8,500 
for all, asking for 6,500. Contact: Jarrod 
Golay, 208-731-2978, jarrodgolay@hot-
mail.com .

___________ 

BRIDGE SAW FOR MARBLE AND 
GRANITE GSc 2000. Condition is 
“Used.” Small Shop, very low hours on 
saw. It is in excellent shape for used. 
Matrix maintenance in 2016. Everything 
runs perfectly. Reason for selling is 
moved locations and bought a new Matrix 
machine. Made in USA. Includes concrete 
saw table 6´ x 10´ with tilting stirrups 
to turn slabs. Comes with Cuttler ham-
mer, 3 phase control panel. Also comes 
with phase-a-matic, 3 phase, 20 hp motor. 
Contact: Jarrod Golay, 208-731-2978,  
jarrodgolay@hotmail.com .

___________ 

Oma Antarex Bowl Cutter and CP 99 
Edge Profiling Hydraulic Machines. 
Oma Antarex Bowl Cutting Machine for 
granite, Marble and Stone. Oma CP99 
Edge profiling machine with a 4 HP 
Hydraulic power unit. Includes two 
Hydraulic units and cutters for profiling 
and polishing. Low usage. Good shape. 
Best offer. Contact: Ron Burke, email 
Rmburke@outlook.com .

___________ 

Help Wanted

Career Opportunities with BBI
BB Industries is one of the largest dis-
tributors in the stone industry. We sup-
ply stone fabricators with a variety of 
tools to move, cut, polish, and repair 
stone countertops. We are currently 
seeking qualified sales people to join 
our team to drive a tool truck across a 
designated territory by supplying our 
customers with needed product on site. 
This individual should have previous 

with healthcare, vacation, 401K and much 
more. For more information and to submit 
a resume, please contact Tammy Rehbock 
at trehbock@laserproductsus.com.

___________

Join the award-winning No-Lift System 
team! The award-winning No-Lift 
System has changed the game for 
stone countertop installation around 
the world. With the high demand for 
the No-Lift and our commitment to 
customer service, it’s time to grow 
our sales team. We’re ready to add 
someone who cares as much about this 
industry as we do. We are committed to 
excellence and integrity for ourselves 
and our customers. Contact us to learn 
more. Email: Sales@noliftsystem.com
Phone: 503-864-6000.

___________

sales or stone fabrication experience, be 
a team player, and have excellent cus-
tomer service skills.
We are seeking enthusiastic and de-
tail-oriented people to fill our open 
Territory Sales Consultant positions. 
BBI offers an excellent benefit pack-
age that includes 401K with company 
match, earned vacation, paid holidays 
and health insurance contribution. BBI 
also offers a competitive base pay.

TEXAS 
Territory Sales Consultant For Stone 
Tools (San Antonio, Austin, Houston, 
Dallas areas) 
SOUTHERN CALIFORNIA 
Territory Sales Consultant 
NORTH CAROLINA 
Territory Sales Consultant

If you’re in a big metropolitan area 
not listed above, and still interested in 
joining the growing, #1 BEST Team in 
the stone industry, contact us as well. 
Please send resume with cover letter to 
Jeff Dykstra (VP Sales & Marketing), 
email j.dykstra@bbindustriesllc.com .

___________

Join the LPI team as a Corporate 
Trainer. We are seeking a highly moti-
vated, organized individual to serve as a 
full-time corporate trainer. This engaging 
and energetic individual will interact daily 
with our customers, educating them on 
the basic and advanced use of our product 
via online and onsite sessions. We offer 
a competitive salary and bonus, along 

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

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

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

2021 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

May 2021 Friday, March 19, 2021

June 2021 Friday, April 23, 2021

July 2021 Friday, May 21, 2021

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

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.

www.BBIndustriesLLC.com  •  1-800-575-4401

YOU

SAVE

23%

 REG. $1,295.00
$995.00

USE CODE RAPTOR 32 Item# 
14159

Stone Inspection & Troubleshooting

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

shooting workshop. The class will be 
held July 5-8, 2021, in DeBary, FL, pre-
sented by Dr. Fredrick M. Hueston. 

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

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

Class size is limited– register today.

Call 321-514-6845
stoneforensics.com

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

Get a full 4 days of training, covering…
•The geology of stone  •Understanding the structure 
of different kinds of stone  •Slab & tile production  
•Quarry techniques that affect the final product  
•Stone and tile forensic investigation •Problem 
 diagnosis & troubleshooting •Fabrication & Instal-
lation requirements •Stone and tile restoration • 
Lab Testing •Stone & Tile Forensic Investigation
• Expert Witness Testimony – and much more!

• 352 TON SPLITTING FORCE 
• 61” MAXIMUM OPENING
• 51.18” BLADE LENGTH
• 23.62” SPLITTING HEIGHT
• 22 KW PUMP UPGRADE 
• 1.94” PER SECOND DESCENT  
• 1.81” PER SECOND RETRACT              
• MP 3RB MANIPULATING ARM
• HYDRAULIC FLUID HEATING ELEMENT
• BTS 3X1 INBOUND AND OUTBOUND CONVEYORS
• CURRENTLY IN STOCK IN WHITEHALL, NY 12887

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

MENHIR 320 1300 X 600
W/ MP3RB, BTS & BTS  

$269,000.00 USD fob 
Whitehall, NY

Did You Know?
Slippery Rock Classifieds 
are available FREE to the 

Stone Industry!
Visit www.slipperyrockgazette.net

© MARK ANDERSON. www.andertoons.com

“What we need to do in this PC world is forget about 
unanimity of speech and unanimity of thought and 
we need to concentrate on being respectful of those 
people with whom we disagree.”
— Ben Carson

mailto:Samcraycraft%40gmail.com?subject=
mailto:jarrodgolay%40hotmail.com?subject=Accuglide%20Saw
mailto:jarrodgolay%40hotmail.com?subject=Accuglide%20Saw
mailto:jarrodgolay%40hotmail.com?subject=Matrix%20Bridge%20Saw
mailto:Rmburke%40outlook.com?subject=Antarex%20Bowl%20Cutter
mailto:trehbock%40laserproductsus.com?subject=LPI%20Corporate%20Trainer%20Position
mailto:Sales%40noliftsystem.com?subject=No%20Lift%20Sales%20Position
mailto:j.dykstra%40bbindustriesllc.com?subject=BBI%20Outside%20Sales%20Positions%20
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www.wehausa.com

AVAILABLE IN
5” AND 6”

We've
changed the 

name because 
these pads are

KICKING
A$$!

We’ve changed the name from Monkey 
to Donkey!

Weha Donkey Auto-Edge Inline Pads
Designed to accommodate between 5-9 heads, 

the Weha inline polishing combo system will create a 
fantastic polish on marble, granite, dark quartz, light quartz, 

quartzite, porcelain, ceramic, sintered stone, etc.
The Weha inline polishing wheels are velcro backed for quick replacement without the hassle 
of removing the snail lock holders.
The Step 0 is not needed under normal circumstances. Only use Step 0 if the edge is not flat or extremely 
rough and needs some stock removal before Step 1.
This Weha combo system took several months of R & D and has been tested on 5 head vertical machines as 
well on up to 8 head horizontal machines. The combination of the 3 Step and Donkey Pads is producing an 
excellent polish on all materials with all machines. The Step 1, 2, and 3 will be used together in sequence.

Built and designed for:
• Horizontal machines such as:
 -Comandulli machines
 -Montresor edge polishers
• Vertical machines such as:
 -Sasso Flying Flat
 -Park Industries FastBack
 -GMM Tower
 -Marmo 711
As well as many other machines.

For 5 head machines: 
Step 1, 2 & 3: Donkey Pad 1000, 2000 or 2000, 
3000 depending on the stone and how much 
gloss you need to match.
Typical quartz use: 1, 2, & 3 then Donkey Pad 
1000, 2000.
For greater texture use: Step 1, 2, & 3 then 
Donkey Pad 600, 1000.
For 6 or more head machines the sequence 
can be the same as the 5 head sequence. You 
may add the 3000 grit Donkey Pad for the 
occasional very difficult granite.
Machine Specs:
Step 1: 3 bar
Step 2-6: 2.5 bar
Feedrate: 80-120cm per minute
depending on machine
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What makes Filter Project
a better choice than other

water clarifier systems?
• Double chemical system for 

cleaner water
• Siemens parts
• Pedrollo pumps/motors
• Items stocked in US
• Free remote service available
• US based technician for better 

customer service

LAMELLAR WATER
CLARIFICATION PLANTS

     Both Systems Include:
• Flocculant Unit

• Coagulant Unit

• Submersible Pump

• Relaunching Pump
 - 66 GPM = 4 HP
 - 105 GPM = 5 ½ HP

• Sludge Dehydrator Bag System

• Filter Bags
 - 66 GPM includes 1 bag
 - 105 GPM includes 2 bags

Sludge Dehydrator Bag 
System

Flocculant Unit Lamellar Pack - Wavy Dividers Control Panel Relaunching Pump

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

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

CALL
1-877-315-4761

for pricing
and availability

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

Fully loaded systems
include Delivery & Installation

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

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

Everything for the Stone Industry

www.wehausa.com info@wehausa.com
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TexaStone
Continued from page 21

A continental shelf called the 
Comanche Shelf formed in West 
Texas, marking the edge of the 
widening ocean. Seas advanced 
over Texas, but they did so in 
pulses. The region went through 
alternating periods of dry land, 
tidal flats, and open water.

TexaStone limestones were 
formed during a time when a 
shallow ocean covered the area, 
and the characteristics of the 
rocks and fossils indicate that the 
water was relatively shallow and 
wave-agitated.

Fossils include oysters and 
reef-building organisms called 
rudists which anchored to the 
seafloor. Coiled shells of ammo-
nites are present; these creatures 
swam through the seas and fed on 
plankton floating in the seawater. 
Ammonites went extinct along 
with the dinosaurs, but their rel-
atives live on as squid, octopus, 
and cuttlefish.

Incidentally, these limestone 
layers are much younger than the 
rocks that contain oil and gas. 
The TexaStone quarries are right 
at ground level while oil and gas 
wells tap into deeper, Permian-
age rocks that formed more 
than 100 million years before 
the TexaStone rocks came into 
existence.

2021 ‘Looks Bright’
Garden City and the surround-

ing communities benefited from 
their sparse population by avoid-
ing the worst of the COVID-19 
pandemic. “The county hasn’t 

had many cases,” says Weaver. 
“We haven’t really skipped much 
of a beat here.”

Gray notes the increased safe-
ty and sanitation practices at the 
company: “Everybody’s washing 
their hands; everybody’s got a 
mask on.”

The pandemic caused a slow-
down of new projects in the pipe-
line during 2020, which reduced 
the company’s slate of upcoming 
work. “That was a little concern-
ing” says Weaver, “but things 
seem to be easing up now and I’m 
seeing more new designs.”

“There seems to be more inter-
est in domestic materials, which 
is very exciting,” Weaver says.” 
From a sales standpoint, it looks 
good. Things are opening up.”

Weaver expects 2021 will be a 
year of recovery. “Even though 
the oil industry is down, construc-
tion is still pretty strong in Dallas, 
Houston, and San Antonio,” he 
says. “It looks bright.”

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

Note:  This article is part of a 
series about American quarries. 
If you work for a quarry that’s 
a member of the Natural Stone 
Institute and you’d like your 
quarry to be featured here,  con-
tact Karin Kirk. Thank you!

Busting a Move, 
Robo-Style

Teaching robots to dance with 
fluid and expressive motions was a 
new challenge for a company that 
spent years building robots that 
have functional abilities like walk-
ing, navigating in rough terrain, 
pick things up with their hands and 
use attached advanced sensors to 
monitor and sense many things, 
Raibert says.

“You know, our job is to try and 
stretch the boundaries of what ro-
bots can do, both in terms of the 

outer research boundary, but also 
in terms of practical applications. 
And I think when people see the 
new things that robots can do, it 
excites them,” he says.

The advanced Atlas robot relies 
on a wide array of sensors to exe-
cute the dance moves, including 28 
actuators — devices that serve as 

muscles by converting electronic 
or physical signal into movement 
— as well as a gyroscope that helps 
it to balance, and three quad-core 
onboard computers, including one 
that processes perception signals 
and two that control movement.

Still, the fact that video of the 
dancing robots has fired up the 

Continued from page 26

public imagination and inspired 
a sense of awe was gratifying, 
Raibert says.

“We hoped... that people would 
enjoy it and they seem to. We’ve 
gotten calls from all around the 
world,” Raibert says. “We got a 
call from one of the sound engi-
neers who had recorded the orig-
inal Contours performance back 
in the 1960s. And he said that his 
whole crew of Motown friends had 
been passing it around and been 
excited by it.”

You can find the three minute 
video on YouTube by searching 
“Robots Dance Boston Dynamics.”

No one knows 
the full cost of a 

defective product 
– don’t tell me you 
do. You may know 

the cost of replacing 
it, but not the cost 

of a dissatisfied 
customer. 

— W. Edwards Deming

http://usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=Your%20TexaStone%20Article%20in%20the%20Slippery%20rock
mailto:karinkirk%40gmail.com?subject=Your%20TexaStone%20Article%20in%20the%20Slippery%20rock
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Call us today for all of your  
CNC Tooling and Accessory needs.

800-575-4401www.BBIndustriesLLC.com

™

abrasive 
technology, inc.

From our complete offering 
of the industry’s top brands, 

to our knowledgeable 
inside and outside CNC staff, 

BB Industries is your 
preferred CNC partner.

• Extreme feed-rates
 Reduce run cycle by 30-45percent

• Long-life tooling
 Reaching over 30,000 linear ft.

• Full service
 Redressing & manufacturing in USA

• Extreme edge quality
 Finish 100percent at the CNC

What customers are saying about Diamut speed and shop efficiency

“We were considering hiring more people, but being able to run our Diamut tooling so much faster let us avoid adding a second 
shift. I also ran the numbers, and figured out that from our original starting point, we were able to run at 132% with Diamut. We 
were able to hit a speed of 500 inches/minute, a huge leap given that the industry’s average speed for running tooling is about 100 
inches/minute. After analyzing the results, I decided that for now our comfort zone is 400 inches/minute. In addition, Diamut tools 
are easier to maintain and last longer than any others we have used. Using Diamut has been huge for us.”

– Dave VanTil, production operations manager
Premier Granite & Stone (PGS) Grandville, MI

The Hercules Tooling 
Dressing Machine can 
easily extend the life of 
your CNC prolife tools and 
make them run true on 
natural stone during the 
fabrication process. After 
dressing, the diamonds 
are re-opened and more 
exposed to better perform.

Scan to visit our CNC web page
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*Freight charges may apply

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

Get a Hercules 
A-Frame
for only

$22400 

Item# 6698

Legendary Strength

LESS THAN

$450/MO

with our  

easy financing*

MADE IN THE USA
The Fab King cuts sink 
holes, profiles edges, 
drills holes, polishes back 
splashes, and antiques, 
polishes, or hones surfaces.

Why clutter 
your shop 
when ONE 
machine 
does it all?

Item#
14141

Distributed by:

www.BBIndustriesLLC.com u Sales: 800-575-4401 & 865-310-5416 
 RYE-Corp Customer Service: 865-988-3823
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