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PinPoint Status
Offers a Better Way 
to Navigate Client 
Interaction

Money buys a lot of things, 
but it can’t buy time, 
can it? Now, think back: 

When’s the last time you scheduled 
a professional service provider to 
your home, and they said some-
thing like, “We’ll be there some-
where between 10 am and 3 pm.” 
Most likely, you’ll remember this 
if you’re one of the unlucky home-
owners who waited patiently for 
the bell to ring sooner than later, 
and they showed-up later, late, or 
worse, not at all. An unpleasant, 
yet memorable experience for sure, 
and a good reason to never call that 
service or company, again.         
 
   Understanding this all too well, 
Nick Began, the former owner of 
StoneWorks LTD. Inc., and now 
CEO of PinPoint Status, decided 
to put his efforts into finding a 

The 2021 Envision Award 
has been awarded to BB 
Industries. The Envision 

Award is presented to a supplier 
or manufacturer member that 
excels by having created some-
thing imaginative and exceptional 
for the surfacing industry. BBI’s 
nomination was based on the 
following:

Since 1994 our philosophy has 
been to offer the best customer ser-
vice and the best value. We pro-
vide quality stone, tile and concrete 
tooling and supplies. We strive to 
deliver the latest technology, fab-
rication techniques, and equipment 
improvements with better service 
and better value.

The BBI Customer Bill of Rights:
• To be treated with friendliness, 
honesty, and respect.
• The lowest prices on our tile and 
stone products, and full value for 
your money.
• A complete guarantee of 
satisfaction.
• Same-day shipping of our stone 
and floor tile supplies—in the 
event of a delay, customers are 
entitled to immediate notification 
along with an honest estimate of 
the expected shipping date.
• Speedy, courteous, and know- 
ledgeable answers to inquiries.
• Questions on accounts will be 
handled on an individual basis so 
they can be resolved quickly.

Peter J. Marcucci
Photos  Courtesy PinPoint Status
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better way to schedule, and devel-
oped a software specifically for 
companies that deliver or install, 
he recalled. “What PinPoint Sta-
tus does is help with all commu-
nications between your fabrica-
tion company and the client. It is 
customizable, and fully integrates 
within the majority of all ERP 
(Enterprise Resource Planning) 
software, such as Moraware, 
StoneApp and Stone Process to 
make them better. PinPoint Status 
is also Google Calendar certified, 
an app that 58 percent of stone 
fabricators use to schedule their 
appointments.”
  One of the main benefits of Pin-
Point Status is that the fabrication 

company has the option to sched-
ule 24, 48 or 72 hour notifications 
to the client, including the date 
and time of arrival. Additionally, 
said Began, just like Uber, the cli-
ent knows who is coming with a 
picture and bio as well as a GPS 
image of where they currently 
are, adding, “The big advantage 
and benefit of PinPoint Status is 
that the client does not have to 
sit around waiting for your sales-
person, templator or installers to 
show up. The client knows where 
they are, and there is no ‘four-hour 
arrival window.’ Our number 
one client complaint used to be, 
‘When are you going to arrive?’ 
and they were very unhappy get-
ting such a vague timetable.”

The PinPoint Status app facilitates clear communication on appointment times, in-home visits 
and deliveries between your shop and the client.  A demo is available on their website.

Vermont Verde  Antique 
 Quarry: Resiliency 
After the Storm

New Treatments for Natural 
Stone Make Them More 
Accessible in Kitchens

The Art of Scheduling

Registration Opens for 
2022 TISE and Coverings

Plus news from around the 
stone industry, advice from 
our stone business experts, 
and more…

BB Industries LLC Awarded 
ISFA 2021 Envision Award Keeping a Finger on the 

Pulse of Your Business
Began went on to say that during 
the early development of Pin-
Point Status, an important ob-
jective was to build in a way to 
privately and discretely get feed-
back from the client when the in-
stallation was complete. “In my 
old days of owning a shop, it was 
extremely difficult to find out 
what the finished product looked 
like. I could tell you stories about 
how the installers said that every-
thing went great, and then a day 
or two later we’d get the client 
calling back asking, ‘Why didn’t 
somebody call me back, I wasn’t 
really satisfied!’ 
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rating, but as soon as the install-
ers left the job, the client immedi-
ately gave them a One-Star rating 
using PinPoint Status, which fea-
tures a “Low Rating Report,” that 
alerts all levels of management. 
After reading the report, one man-
ager thought this was strange and 
brought it to our attention saying, 
‘My goodness! She gave us a five 
using the old program, and using 
PinPoint Status she gave us a one. 
I’m calling her’, and when he did, 
the client said, ‘How dare you put 
me in the position to rate your 
installation and installers, when 
they are standing right next to me! 
I didn’t feel like I could give real 
feedback!’ 

“So now they had the correct 
feedback, because if you give 
somebody a tool to sign off while 
the installers are there, I don’t 
think any of us would want to be 
in that situation, versus as soon 

Continued from page 1

as the installers leave, being able 
to give a rating and comments on 
how well they did or didn’t do – 
that is priceless.”

Unfortunately, I really didn’t 
have a good process in place to 
get real time feedback. 

   “So ask yourself this: to really 
run your company efficiently, 
are you getting the data that you 
need? Here’s another example, 
and a real eye-opener for us, just 
a month ago. One of our custom-
ers, and one of the largest service 
providers now using PinPoint 
Status, is Precision Countertops 
in Oregon. They had been using 
another product where they would 
hand a tablet to the client at the 
end of the installation, and ask 
them for their “Star Rating” and 
to check off how they did. At the 
time, Precision Countertops had 
just begun using our product, and 
was ready to turn the old one off. 
However, still using the tablet 
with the old program, the client 
gave the installation a Five-Star 

Furthermore, we live in a day 
and age where people like to 
know who’s coming and, accord-
ing to Began, when PinPoint 
Status added a picture and bio of 
who is coming to the home, 100 
percent of the time that person 
got a higher star rating. Not only 
are good ratings great for acquir-
ing new work, they are also good 
for morale, because if your com-
pany has a culture of praising and 
rewarding great work, and you 
take the time to recognize and 
praise those people, they will feel 
valued, appreciated, successful 
and secure, and this recognition 
will most likely help to create 
long-term employees. 

At the end of the day, you can 
do everything right, but it’s the 
installation that they’ll remem-
ber. It could be good or bad, but 
it’s something you need to know 
before your next sale, because 

good referrals are usually the 
most profitable, and word-of-
mouth, without a doubt, is the 
best advertisement. It’s free and 
sincere, and there are no more 
customers thinking, “Where’s my 
kitchen, who’s coming, and why 
am I waiting around?” all at a rea-
sonable monthly cost per user.  

So: What’s Your Status?
PinPoint Status was nomi-

nated by the International Surface 
Fabricators Alliance.  They were 
also the finalist for the Greater 
Cleveland Partnership’s “Most 
Promising Startup,” and addition-
ally, received an award for the 
“Best Tech Solution” in the com-
mercial division. 

For more information visit 
www.PinPointstatus.com and 
click on Demo for a firsthand 
experience.

PinPoint helps to automate the whole process from sales to finished countertop.  It puts the tools in your 
hands for accurate arrival time notification and managing customer expectations and satisfaction. 

PinPoint Status

Left and Below: Job completion and other vital in-the-field messaging 
is automated with PinPoint Status. Customer job satisfaction 
reporting data can be collated with the handy dashboard app.

To sum up its benefits, PinPoint Status 
helps to automate the whole process from 
the sales person to the finished product by 
pulling the data into the system. PinPoint 
Status is easily learned and flawlessly 
integrates with modern, action flow apps 
such as Moraware, Stone App, Eased 
Edge and Action Flow, and can also be 
integrated with much older versions of 
action control software with some addi-
tional work. It reduces call volume, ends 
late or no-show appointments and, above 
all, keeps your customers happy, while 
giving them the opportunity to confi-
dentially and comfortably review your 
work. These reviews can then be easily 
uploaded into any online media service 
by the customer through a supplied link 
to Google, Facebook and Houzz. 

https://hubs.la/Q010r7lN0
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Left: Mud and debris from 
flooding. Below: Removing the 
accumulated overburden.

Vermont Verde Antique: 
Resiliency After the Storm

ON a late summer weekend 
in August 2011, Hurricane 
Irene made landfall for 

the ninth time, in Brooklyn, NY. 
The storm had whipped itself into 
hurricane force some 2,400 miles 
southward, first crossing over land 
in the Virgin Islands, then strik-
ing Puerto Rico and the Bahamas 
before gathering strength and 
bouncing up the eastern seaboard, 
making landfall three more times, 
in North Carolina, New Jersey, 
and finally Brooklyn. The follow-
ing day, the storm veered inland 
and churned her way northward 
through the New England coun-
tryside, stalling over southern 
Vermont, dropping nearly one 
foot of rainfall in a single day.

The steep slopes of Vermont’s 
Green Mountains funneled the 
rain into streams and rivers, and 
the famously bucolic waterways 
transformed to raging torrents. 
Many of Vermont’s roadways 
follow stream valleys, and water 
rose beyond the stream banks and 
gushed over the pavement, rip-
ping out chunks of tarmac, car-
rying off cars and pickups, and 
dislodging bridges that had stood 
for over a century. 

Almost every stream and river 
in the state flooded. Six peo-
ple were killed, and 500 miles of 
roadway were damaged. Thirteen 
towns were left stranded when 
bridges and roads that served 
them collapsed, leaving no access 
to the community.

Among those unlucky towns 

was Rochester, home of the 
Vermont Verde Antique quarry.

Rising waters
“All of Vermont was devas-

tated,” recalls Tom Fabbioli, the 
owner of the quarry. “We were 
like an island. We lost all of our 
access to roads.” 

Due to the widespread extent of 
the damage, the power remained 
out for days. Tom uneasily 
watched water rising in the bot-
tom of the quarry, which couldn’t 

be pumped out without elec-
tricity. As the water rose, Tom 
searched frantically for a genera-
tor, but one obstacle after another 
prevented access to backup elec-
tricity. Three days after the 
storm, with the power still out, 
water stood just ten inches below 
$250,000 worth of equipment 
inside the quarry. 

“I believe in fate, whatever that 
means,” Tom says with a laugh. 
“I’m a positive guy.” After pur-
suing numerous options, all he 

Karin Kirk 
usenaturalstone.com
Diagrams and photos ® Karin Kirk.
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could do was hope for the best. 
But luck went his way, and the 
power was restored in the nick 
of time. Pumping resumed, and 
the equipment was saved. “I was 
very thankful,” says Tom, with 
relief still clear in his voice ten 
years after the incident. 

Overburden Saves the Day
Tom had purchased the quarry 

only four years prior to the storm, 
and shortly after he took the 
helm, the 2008 recession gripped 
the economy, cutting the compa-
ny’s sales by 75 percent. After 
the company navigated its way 
out of the recession, Irene took 
another swipe at the operation.

But the natural disaster had 
an upside. Before roads could 
be rebuilt, stream banks needed 
to be stabilized and restored. 
Massive amounts of rock and fill 
would be needed to replace what 
had been washed downstream. 
“We had a pile of waste rock 
from the 1950s; this huge pile of 
rock,” says Tom, “and within two 
months, it was all gone.”

Managing waste rock and the 
“overburden” of soil and frac-
tured rock that sit above the more 
valuable deposits is a fact of life 
for every quarry. The material 
has its uses, but it might not be 
the most interesting sales pros-
pect. In the fall of 2011, that 
waste rock built an essential life-
line that reconnected towns and 
rebuilt infrastructure.

Even 60 years’ worth of over-
burden was not enough to meet 
the demand for repairs. Tom 
recalls the Vermont Department 
of Transportation approached 
them again. “So, they asked us 
what other rock do we have?” 
Tom and his crew hired drillers 
and blasters to extract more rock, 
removing layers of chlorite schist 
that lie above the more valuable 
serpentine.

The excavation of new stone 
for roadways was good fortune 
on many levels. It helped the 
state recover from storm dam-
age, it provided steady sales for 
the company, and it fostered the 
development of an entirely new 
access point for the quarry. In 
essence, the work set the stage for 
the coming decades of quarrying.
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BB Industries LLC Awarded 
ISFA 2021 Envision Award 

Continued from page 1
 
CEO Rick Stimac commented, 

“BB Industries has stepped up 
their leadership regardless of 
COVID, which has hampered us 
globally,” shared a fellow ISFA 
fabricator. “They have stepped up 
by creating and displaying inge-
nuity that enhances the fabrica-
tion industry.”

In 2021, BB Industries was 
named a Top Workplace in 
Knoxville by the Knoxville News 
Sentinel. This is based solely 
on employee feedback gathered 
through a third-party survey.

“Most recently, we opened a 
full-service distribution opera-
tion in Salt Lake City to better 
serve the west coast with a sus-
tainable approach in mind. We’ve 
expanded our sales team as well 
as hired a business analyst to 
support strategic growth,” said 
Stimac.

“We are so honored to receive 
the ISFA Envision Award 
because it declares that we’ve 
created something imaginative 
and exceptional for the surfac-
ing industry, BBI strives to be 
innovative in all that we do from 
technology and operations to cus-
tomer service and treating our 
customers, vendors and employ-
ees like family. In the past few 
years, we have heavily expanded 
both our external and inter-
nal sales teams, added our large 

fulfillment center in Salt Lake City 
to better serve the west coast, and 
hired people who are helping our 
organization to grow strategically. 
We are also heavily involved in all 
stone industry associations, and as 
always strive to be the best part-
ner for all with which we do busi-
ness. This award recognizes all the 
steps we have taken in the last few 
years to grow our business sig-
nificantly, upgrade our technolo-
gies and expand our reach across 
the country, to be better for our 
customers.

“All of these new develop-
ments, plus BBI’s regular level of 
involvement in all aspects of the 
stone industry, solidifies our com-
mitment to being the best distrib-
utor partner for our customers and 
vendors,” said Stimac.  “We are 
ever-evolving to improve every 
aspect of business from speed and 
dependability, to new technology 
and logistics. We back up what 
we promise with the industry’s 
only 30-day money back guaran-
tee. There’s a reason for that. We 
believe in our products and our 
people. If you have never given us 
a try, now is the time.”

 For more information about the 
ISFA visit www.isfanow.com.

For more information 
about BB Industries, visit 
BBIndustriesLLC.com  and 
Facebook.com/BBIndustries 
LLC.USA.

Center: Rick Stimac, BBI CEO receives the Envision Award on 
the behalf of the company. Flanked by ISFA Executive Director 

Nancy Busch and ISFA board member Paul “Max” LaPera.

 Photo ©️ Kelley Carey Photography

“Attitude is a little thing that makes a big difference.”
—Winston Churchill

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

http://www.isfanow.com
http://BBIndustriesLLC.com
https://www.facebook.com/BBIndustriesLLC.USA/
https://www.facebook.com/BBIndustriesLLC.USA/
mailto:g.covell%40slipperyrockgazette.net?subject=Info%20on%20SRG%20advertising
mailto:publisher%40slipperyrockgazette.net?subject=
http://www.slipperyrockgazette.net
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Win more jobs.
Train employees.

Increase operational efficiencies.

Learn How
naturalstoneinstitute.org/fabricator-benefits

Networking • Technical Support • Accreditation

Online Education • Standards • Industry Updates

Portable CNC Router for your Sink Cutouts

Easy to Program
P o r t a b l e   C N C   R o u t e r   f o r   L - s h ap e d   a n d   o v e r s i z e d   t o p s  
 I n c l u d e s   C o n t r o l / W o r k   S t a t i o n   t o   l i f t   a n d   c a r r y   t h e   S i n k B o t   C N C
V a r i a b l e -s p e e d   S p i n d l e   w i t h   c e nt e r   w a t e r f e e d   t o   r u n   f i n e r   g r i t  bits

SINKS
slowing you down?

SinkBot CNC

 C a l l   f o r   d e t a i l s 
 6 1 2 - 7 4 1 - 6 51 0 

 E d g e m a t e S t o n e T o o l s . c o m

Cut your Sinks for 

$110 / week
less than $440 per month 

(60 payments)

Training & Education

Throughput ($T), which 
is defined as the measure 
of value added, represents 
the transformation of raw 
material investments into 
the income for finished 
products. $T is the value 
of that transformation and 
is an accurate reflection 
of the labor content for a 
job, including factors such 
as mitered edges and sink 
cutouts, which would not 
be recognized by a dimen-
sional metric like square 
feet. More importantly, $T 
is directly relative to the 
financial performance of 
the company. At a planned 
$T earning for the month, 
you can know how much 
profit you will make. Not 
so with square feet.  

True Level Load sched-
uling can only be accom-
plished with a metric like 
$T. Note that this could 
mean a different amount 
of square feet per day, but 
a consistent amount of $T, 
which will occupy about 
the same labor content.  

How Many 
 Schedules are Needed?  

Your business capacity 
is determined by your sys-
tem’s constraint. Just as a 
chain is only as strong as 
the one weakest link, your 
business capacity is deter-
mined by the one process 
step that has demonstrated 
the least daily capacity. 
That is the only place that 
determines the capacity of 
your entire business sys-
tem. Every other resource 
should strive to feed the 
system’s constraint.  

The Art of Scheduling
Ed Hill
Synchronous SolutionsScheduling orders 

in a custom man-
ufacturing envi-

ronment is much more 
art than science. The 
scheduler must consider 
a myriad of factors every 
day for the manufacturing 
system.  If installation of 
the finished product is also 
required–Like in a coun-
tertop shop –the schedul-
ing system becomes even 
more complicated.  

Essentially, the job of 
the Scheduler is to load 
sold orders into the man-
ufacturing system to its 
capacity while meeting 
customer demands. The 
result should be a plan that 
meets customer due dates 
within the internal capac-
ity of the business.  

To do this, you must 
first know the system 
capacity. In fact, your sys-
tem has finite, not infinite, 
capacity. With the fickle 
and unpredictable mar-
ket demand day to day, 
your process must reduce 
that market variability to 
a manageable daily sched-
ule. Some companies sim-
ply take the daily demand 
and cram it into the man-
ufacturing system with-
out careful consideration 
of actual capacity. This 
approach is doomed to 
failure. You must know 
your system’s capac-
ity and schedule to it. 
Submitting a schedule 
that exceeds your man-
ufacturing capacity will 
never work, and will cer-
tainly create lots of chaos. 
Ultimately, this “wishful 
thinking” approach will 
not satisfy the customer 
and will create ill will in 
the market.  

It takes negotiation with 
the customer base. It is 
hard work for the sched-
uler and requires a skill-
set that not everyone has. 
A talented scheduler is 
a great asset to a custom 
manufacturing business.

The “Level Load” 
Schedule

An ideal schedule cre-
ates a daily level load. That 
means that the scheduler 
works to minimize the vari-
ability day to day. Every 
manufacturing manager 
will understand this issue. 
When the schedule creates a 
roller coaster ride with way 
too much work one day and 
not enough another day, the 
shop is virtually impossible 
to manage. A level load will 
actually increase system 
capacity. In other words, 
with careful consideration 
for minimizing schedule 
variability day to day, your 
business will actually pro-
duce more. Guaranteed.  

Level loading requires 
use of a metric that relates 
to actual labor demand. 
Any dimensional metric, 
like square feet, linear feet 
or linear inches, will not do 
this. The metric we recom-
mend is Throughput.  (See 
Square Feet vs. Dollars in 
the July 2018 issue of The 
Slippery Rock Gazette for 
more information on this 
subject.) 

Scheduling is 
the process of 

 arranging, 
 controlling and 

optimizing 
 customer 

 orders in a 
 production

 process.

The scheduling function is 
the bridge between Sales 
and Manufacturing. It is an 
operational function and 

should report to the  
Operations Manager.

Please turn to page 10
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Ed Young
Fabricator’s Business 
Coach

Training & Education

Right about now, you are 
probably wishing the 
holiday season had only 

12 days. Counting Saturdays 
and the November run-up to 
Turkey Day, the 2021 season is 
more like 45 days – and that’s 
if you don’t include October!  
Somehow, it always seems even 
longer.

If you’re like most fab shops, 
the holidays are beyond stress-
ful. All the normal challenges of 
the rest of the year — last min-
ute order changes, employee 
absenteeism, machine break-
downs, late material deliveries, 
site issues that impact template 
and/or install — these all get 
compressed into about 8 weeks 
of chaotic activity.

Assuming we can have more 
traditional family gatherings 
next year, 2022 could be even 
more intense.

about how you can avoid the 
same chaos for the 2022 holiday 
season. I look forward to helping 
you on that journey.

As a fab shop owner, you 
deserve to have a business that 
makes you money and also 
allows you the time to enjoy it. 

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

The Twelve Days of Christmas

Why Does 
My Shop 

Feel 
Overloaded?

How Do 
I Feed
The 

Beast?

Why Do 
We Have 
So Many
Metrics?

Why Am I 
The ONLY One 

Here That 
Can Answer 
Questions?

How Do I
Get To
The 

Next Level?

Where 
Do We Go 

From 
Here?

Do We 
HAVE
To 

Change?

Whose 
Job 
Is It 

Anyway?

How Much 
Time is Left 

on the Game 
Clock?

How Do I 
Get Control 

of This 
Chaos?

How Do 
I Make 

This 
Work?

Change is so 
HARD – Why 

Should I 
Bother?

Your Working-ON-
Your-Business Plan

While you probably spent too 
much time working IN the busi-
ness this holiday season, now is 
the time to plan to work ON the 
business, like we talked about in 
the October 2021  Slippery Rock 
(see the SlipperyRockGazette.net 
archives for the October edition).

To help you with this, I am going 
to provide 12 articles over the next 
12 months of 2022 to challenge 
you to identify and improve spe-
cific aspects of your business.

I’ve run a fab shop, so I know 
what it’s like to be in the middle 
of this firefight.  I also know this 
is the best time to start thinking 

A 15-week Internship 
Resource Bundle is 
now available in the 

Natural Stone University. 
These resources, developed by 
Women in Stone, are ideal for 
students pursuing a degree in 
architecture, landscape archi-
tecture, or interior design. This 
set of tools will make it easier 
for stone companies to open 
their doors to students to help 
nurture an appreciation and 
preference for natural stone in 
their future projects. The turn-
key templates allow assign-
ments and learning outcomes 
to be documented throughout 
the program, benefiting both 
student and professor.

The Internship Resource 
Bundle includes a detailed syl-
labus and templates for assign-
ments, including: 

 • Weekly Journals
 • Online Learning  
  through the Natural  
  Stone University
 • One-on-One  
  Informational Interview
 • Midterm Evaluation
 • Work Samples
 • Final Evaluation

Courses included in the bun-
dle cover topics relevant to 
the stone industry, including 
geology, silicosis and acci-
dent prevention, stone test-
ing and specifying, and design 

Intern Resources for Stone 
Companies Now Available

trends. This resource can also be 
used to onboard new employees 
or prequalify workers for jobs in 
the stone industry. To access this 
bundle, which is available free 
of charge to the industry, visit 
www.naturalstoneinstitute.org/
internship. 

The Natural Stone Institute is 
a trade association representing 
every aspect of the natural stone 
industry. The current member-
ship exceeds 2,000 members in 
over 50 nations. The associa-
tion offers a wide array of tech-
nical and training resources, 
professional development oppor-
tunities, regulatory advocacy, 
and networking events. Two 
prominent publications—the 
Dimension Stone Design Manual 
and Building Stone Magazine—
raise awareness within the nat-
ural stone industry and in the 
design community for best prac-
tices and uses of natural stone. 
Learn more at www.natural 
stoneinstitute.org.  
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“So – do I, like, get a tracking number or anything?”

mailto:ed%40FabricatorsCoach.com?subject=
mailto:ed%40FabricatorsCoach.com?subject=
http://www.slipperyrockgazette.net/file/October_2021_SRG_Ebook/2021_SRG_October_URL.html#p=1
http://www.naturalstoneinstitute.org/internship
http://www.naturalstoneinstitute.org/internship
http://www.naturalstoneinstitute.org/internship
http://www.naturalstoneinstitute.org/internship
http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org


Slippery rock Gazette December 2021  |  7  

BBIndustriesLLC.com



8 |  December 2021 Slippery rock Gazette

Training & Education

• Do you have mentors? How often 
do you discuss with your mentors 
your reflections on the long-term 
future of the company and on your 
organization/employees?

• Do you delegate day to day issues 
to subordinates? How often? Why? 
Why not?

• Do you ask for feedback from 
your direct reports on your perfor-
mance as a Leader/Manager? Do 
you reflect on their feedback? Do 
you act on your reflections?

Here’s a Tip: Note the mea-
sures in a traditional or digital note-
book and keep track of how you 
are doing towards the suggested 
measures. For example, for the 
first measure above, you can note 
the time and frequency you spend 
weekly on reflecting on the long-
term future of the company.

Now that you have defined the 
System as You, your purpose 
of continuously improving as a 
Leader/Manager and how you will 
measure progress in meeting your 
purpose, it’s time to move to Step 1 
of the Five Focusing Steps. 

What is Constraining you from 
meeting your purpose? For most 
Leader/Managers the answer is 
Time. In other words, if only you 
had more Time in the day, you 
could become a better Leader/
Manager.

Now that you have determined 
that Time is your Constraint, it’s 

Five Focusing Steps to Improve Leadership Skills
Chuck McKnight
Synchronous SolutionsOne of the first steps in our 

Synchronous Flow imple-
mentations is to train 

the leadership in Synchronous 
Flow and its principles. In that 
training we discuss the Five 
Focusing Steps for Continuous 
Improvement as developed by 
Dr. Eli Goldratt and outlined in 
his seminal book The Goal. We 
always point out that the Five 
Focusing Steps are applicable to 
any system. In this article I want 
to discuss how to apply the Five 
Focusing Steps to make you a 
better Leader/Manager of your 
small business.

Before I continue, let me define 
what I mean by Leader and 
Manager.
• Leadership is the ability to 
understand where you are — I call 
it your “AS-IS” — then envision 
a future — your “TO-BE” — and 
make it a reality through planning, 
execution, measuring progress or 
lack thereof, and adapting the plan 
and actions as you learn along the 
way.

• Management is the ability to 
hire talent, develop talent, moti-
vate talent, and continuously 
improve your processes that sup-
port your company’s hiring/devel-
oping/motivating talent approach.

The following is  a reminder 
for those familiar with the Five 
Focusing Steps and as an intro-
duction to those that are not.

The Synchronous Flow 
Continuous Improvement 

Focusing Steps:Prerequisites
• Define the system and its 
purpose
• Decide how to measure the sys-
tem’s progress in achieving its 
purpose.

The Five Focusing Steps:
1. Identify the System’s 
  Constraint.
2. Decide how to Exploit the 
 System’s Constraint.
3. Subordinate everything   
 else to the above decisions.
4. Elevate the System’s 
  Constraint.
5. When a Constraint is broken,  
 return to step one.

In this discussion on improving 
as a Leader/Manager, You are the 
System. Your (the system’s) pur-
pose is “Become the Best Leader/
Manager you can be,” so you 
can realize your ultimate goal of 
improving your, the company’s 
and employee’s financial wellbe-
ing and quality of life.

So, how do You measure improv-
ing as a Leader/Manager? As with 
many questions in life, there’s not 
always a definitive answer, and it 
depends on who you ask. 

With that said, here are some tan-
gible measures to consider:

• How much time do you spend 
reflecting on the long-term future of 
your company versus participating 
in day-to-day operations?

• How much time do you spend 
reflecting on your organization? 
Your employees’ capabilities, 
would they be better suited for 
another role? Would you hire them 
again if they applied for the job 
today? Do you have and act on the 
answers to the questions?

• How often does a subordinate 
bring a day-to-day problem to you 
and you accept responsibility to 
resolve versus coaching them to 
solve it themselves? If you don’t 
coach them, why not?

• Do you network with other 
Leader/Managers inside and/or out-
side your industry? How often?

The Five Focusing Steps
1. Identify the System’s Constraint.
2. Decide how to Exploit the 
 System’s Constraint.
3. Subordinate everything else 
  to the above decisions.
4. Elevate the System’s Constraint.
5. When a Constraint is broken, 
 return to step one.

time to go to Step 2: Exploit the 
system’s constraint.

 How can you maximize the Time 
you have? In other words,  you 
there’s only 24 hours in a day, but 
you can certainly take better advan-
tage of the Time you have.

For example:
• Blocking out a certain amount 
of Time on your calendar weekly 
where you cannot be disturbed. Use 
that Time to address the Leadership/
Management questions outlined in 
the tangible measures.

• Coaching employees to learn to 
solve day-to-day problems them-
selves when they come to You with 
an issue.

Tip #2: When an employee comes 
to you with a problem, ask them 
how they would solve it, provide 
them feedback on their solution, let 
them work the problem and check 
in later in the day to see how it went.

This brings us to Step 3 of the Five 
Focusing Steps — Subordinate. In 
this step, you will identify policies/
practices to ensure your Leadership/
Management Time on the calendar 
is respected by both You and your 
organization. For example, you 
make the policy that no one disturbs 
you during this time and communi-
cate this clearly to your organiza-
tion. You make the policy that when 
employees come to you with a prob-
lem that they have come prepared to 
present the problem and options to 
resolve.  If they aren’t prepared, try 
the Tip above and remind them of 
the policy.

Now to Step 4 — Elevate the 
Constraint. To “elevate,” increase 
the Time you spend on improving 
yourself as a Leader/Manager. For 
example: 
• As you coach employees to solve 
problems themselves, in time you 
will notice you have more Time to 
spend on Leadership/Management 
tasks.

• Increase the Leadership/Manage- 
ment Time on your calendar.

• Consider using Synchronous 
Flow to reduce the level of chaos, 
firefighting and crisis, which in turn 
increases the time to proactively 
improve your system/company 

toward its goal of improving the 
financial wellbeing and quality 
of life of you, the company, the 
employees, et cetera.

Step 5 is easy… go back to 
Step 1. The Five Focusing 
Steps approach is an ongo-
ing Continuous Improvement 
Process.

If you move forward with prac-
ticing the Five Focusing Steps 
to Continuous Improvement to 
become a better Leader/Manager, 
let us know how it’s working for 
you. Synchronous Solutions’ 
mission is to help small business 
owners/entrepreneurs meet their 
goal to “Continuously Improve 
the financial wellbeing and qual-
ity of life for all the stakeholders 
in their business.”

The stakeholders in every busi-
ness are not only the owners/entre-
preneurs but also the employees 
and their families, suppliers, cus-
tomers, and the communities they 
are located. We believe that small 
businesses are the backbone of the 
American Economy and provide 
necessary livelihoods for many 
Americans. As you become a bet-
ter Leader/Manager you become 
more equipped to “continuously 
Improve the financial wellbe-
ing and quality of life for all the 
stakeholders in your business.”

For more information, contact 
Synchronous Solutions at (704) 
560-1536. We look forward to 
hearing about your progress and 
business.

In 1988, while working as a 
software engineer at a printed 
wiring board manufacturing 
facility for what was at the time 
the second largest computer 
manufacturer in the world, 
Chuck was introduced to Dr. Eli 
Goldratt’s The Goal. Inspired 
by Dr. Goldratt’s Theory of 
Constraints, he transferred 
from the IT department to the 
Manufacturing department as 
a Production Supervisor so he 
could begin to develop his lead-
ership skills and practice the 
principles behind Synchronous 
Flow. For 35+ years, Chuck 
has enjoyed many opportunities 
working in various industries at 
all levels of management– from 
production manager, to VP, to 
CEO.
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Market Leader
6,000+ systems sold worldwide.

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

Jobs from our LPI Family
www.laserproductsus.com/projects

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

13 out of the last 16 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

Don’t take our word for it
Without this system,
we were being left 
behind. This system 
has increased our 
capacity by 30%, 
going from 10-12 
kitchens per week 
to 15-20 kitchens 
per week.”

Herb
Best Buy Granite

“

The Art of Scheduling

In the countertop industry, the 
point at which money is earned 
is normally at installation. This 
is “where the company’s cash 
register rings.” As such, this is 
a desirable location for the busi-
ness schedule and one that can be 
visible upstream to all manufac-
turing functions. Therefore, only 
one schedule is needed. Multiple 
schedules create confusion. 
Establish one schedule and make 
it visible to everyone.  

Clean Sheets
In most companies, orders 

come in with some open ques-
tions. The order may be closed, 
but the customer may have not 
made the final decision on color, 
edge, backsplash, or some other 
important piece of information. 
It is important to never release a 
job to scheduling (much less the 
shop) until all these questions 
are answered. We call this “clean 
sheets” meaning all the blanks are 
filled in. Scheduling should only 

Continued from page 5 work on jobs that are “clean.” 
In fact, it is desirable to manage 
a group of “clean” jobs so that 
scheduling can plan a good rout-
ing, and can consider all the fac-
tors that are important, such as:

• Customer service and due  
 dates
• Equipment capacity
• Employee capacity
• Product mix
• Level loading
• Installation geography
• Plan for Murphy… 
 – Employee absences
 – Weather conditions
 – Customer demands and  
 rush jobs
• Installer skillsets
• Maximizing company  
 profitability

“Clean sheets” should mean 
that three tests are considered 
before jobs are even made avail-
able to the scheduling function:

• All information known. That 

means no open questions about 
exactly what the customer wants.

• All material available. Either 
the needed material must be on 
site or there must be confidence 
that it will be available in a timely 
manner so as not to delay any 
manufacturing function.

• Jobsite ready. A customer 
service or project management 
person must have confirmed with 
the customer that (for example)
cabinets are set and no delays 
should be expected at template or 
at installation.  

Two Elements of Scheduling
Your vehicle runs best with the 

proper mixture of gasoline (fuel) 
and air (oxygen). If that mixture is 
not correct, the engine will not run 
well, if at all. Scheduling is much the 
same. 

Clean Sheet production means all the variables and blanks, such as customer 
choices, installation date, and product availability have been filled in.

Please turn to page 11
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or go to www.stonemag.com/srg

Scan the
QR code

Every 1st & 3rd Wednesday
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Every month

Every 2nd & 4th Wednesday

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

“Nothing is so difficult as not deceiving oneself.”  
—Ludwig Wittgenstein

The Art of Scheduling

A good schedule 
requires the proper mix 
of volume (how much) 
and velocity (how fast). 
The volume should be 
Level Loaded using $T 
to assure the labor content 
is about the same, day to 
day. The velocity, or time 
allowed, must be con-
trolled, too. A desirable 
and common process time 
for the countertop indus-
try is one week from tem-
plate through install. 

A good schedule will 
allow the same process 
time for all jobs.  In fact, 
scheduling jobs with dif-
ferent process times will 
cause manufacturing dis-
ruptions and chaos. The 

Continued from page 10 best schedule is one that 
is level loaded and all 
jobs planned to flow at 
the same pace.  

Plan, Schedule, Track.
The best business per-

formance is one that cre-
ates a plan for action in 
advance of each month. 
You should know how 
much value added ($T) 
you need per day in order 
to make a given level of 
profit. You should set 
up these goals for your 
scheduling department 
to load that amount of 
$T for each product line, 
each day of the month. 
Level Loading means 
to keep this consistent 
day to day and maintain 
an even flow of jobs (no 

“leap-frogging” of jobs). 
And, you will need to 
track this performance 
plan every day to assure 
that the goals can be met 
at the end of the month.

Having done all this will 
be your best shot at opti-
mizing the art of sched-
uling. But it is still a 
difficult job in a custom 
manufacturing business. 
It requires a special per-
son to do it well.

For more informa-
tion on The Art of 
Scheduling, including 
a detailed job descrip-
tion, contact Ed Hill at 
Synchronous Solutions 
at 704-560-1536, www.
SynchronousSolutions.
com .

http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
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Registration Open for TISE 2022

The industry can now 
begin making plans for 
Las Vegas 2022 as The 

International Surface Event 
(TISE): SURFACES | StonExpo/
Marmomac | TileExpo opens 
registration for its next event, 
February, 1-3, 2022, featuring 
industry education January 31 to 
February 3, 2022.

Whether traveling to Las Vegas 
for in-person networking and 
product sourcing or connect-
ing to the event virtually at the 
hybrid TISE Live Virtual Event 
| Vegas Edition 2022, sponsored 
by Mannington with Microban®, 
the industry will discover more 
exhibitors, the return of highly 
anticipated exhibitors, new edu-
cation formats and program-
ming, new show features, and 
much more. The full experience 
is being planned now for floor-
ing, stone, and tile professionals 
to experience at TISE 2022.

The industry has two options 
while registering for TISE 2022, 
with separate registration sites 
for either in-person registra-
tion or virtual hybrid registration 
at www.intlsurfaceevent.com/ 
register. Las Vegas In-person 
attendees as well as virtual par-
ticipants who register before 
December 10 will secure the low-
est registration prices and have 
access to exclusive content lead-
ing into the event, including but 
not limited to, the TISE Talks: 
Behind the Industry Podcast 
Series and special discounts and 
show specials from exhibitors.

The Las Vegas in-person event 
is occurring February 1-3, 2022, 
with education opportunities held 
January 31  through February 3. 
The TISE Live Virtual Event | 
Vegas Edition going live concur-
rently to the in-person event.  

The first option is to attend 
in-person, registering at The 
International Surface Event 
(TISE): SURFACES | StonExpo/
Marmomac | TileExpo. Attendees 
will register through the standard 
registration system and have the 
option of purchasing an exhibit 
pass, add-on education passes, 
additional events, certifications, 
and training all happening in Las 
Vegas. As a bonus, all in-person 
attendees include free access to 
the virtual/hybrid event. 

The second registration option 
is to register for the TISE Live 
Virtual Event | Vegas Edition, 
sponsored by Mannington with 
Microban®. Attendees will regis-
ter through the virtual registration 
system and the pass includes full 
access to the TISE Live Virtual 
Event content including open-
ing ceremonies, product inter-
views from the show floor, show 
updates from Las Vegas, virtual 
booths and product highlights, 
education and live demonstra-
tions, interactive workshops, and 
more! 

In-person attendees who have 
staff remaining back at the office 
should consider registering their 
colleagues and team members for 
the virtual experience to enhance 
their learning and product knowl-
edge and to include them in the 
annual TISE industry experience.  

Industry professionals who 
align with the individual show 
brands under The International 
Surface Event umbrella will dis-
cover additional benefits at the 
upcoming event as several new 
event updates are being imple-
mented. With a focus on the indi-
vidual event brands, finding and 
sourcing products and seeking 
the targeted education is now 
easier than ever. SURFACES is 
now across Halls D, E, and F. 
TileExpo is presented in Halls C 
and D and StonExpo/Marmomac 
will be presented in Halls A and 
B. Review the new TISE 2022 
floor plan to view these shifts and 
get familiar with the new show 
layout. In addition, the previ-
ous CONVERGE education pro-
gram is now reconfigured to be 
the TISE Education Program with 
specified interest tracks following 
show-specific branding themes 
of surfaces, stone, and tile. Each 
track will go deeper into the inter-
ests of those segments of the 
industry including technical, mar-
keting, business, trends and more!

The International Surface Event 
(TISE): SURFACES | StonExpo/
Marmomac | TileExpo has served 
nearly 30 years as an indus-
try marketplace for floorcover-
ing, stone, and tile businesses to 
come together, seek products and 
services, build relationships, and 
develop their businesses. 

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

The Stone Detective

I woke up fairly early and 
decided to head over to my 
favorite greasy spoon, a little 

earlier than usual. I grabbed my 
fedora and trench coat and noticed 
it was a bit cold as I headed out 
the door. Now, cold in Florida 
means it has dropped below 60 
degrees F. Shivering, I ran back 
inside to put the liner in my coat. 
I was now bundled up and ready 
for a hot cup of joe and to flirt 
with Flo.  

I walked into the diner and 
noted three gentlemen sitting 
at the counter dressed in Santa 
suits. After all, it is December, 
even if it is Florida. I sat down 
next to them, nodded said, 
“Merry Christmas!” Perhaps 
I should have wished them a 
hearty “Happy Holidays!” as I 
really don’t want to offend any-
one, and you never can tell. And 
it’s a good thing I’m not afraid 
of Santa – I wouldn’t want to be 
called Claus-trophobic (LOL)! 

However, they all raised their 
cups of coffee and said, “HO! 
HO! HO!” pretty much in unison. 
I laughed, and started talking with 
Flo as she poured my cup of joe. 
Little did I know that I would be 
involved in a case with Santa later 
that day. I only briefly believed in 
Santa Claus, as a kid, but that’s 
another story. I guess you could 
call me a rebel without a claus!

I finished my breakfast, said 
goodbye to Flo and the Santa 
Claus posse, and headed out 
the door. Just as I sat down in 
the old Woody, my phone rang. 
The jovial voice on the other end 
was kind-of chuckling as he was 

Frederick M. 
Hueston, PhD

… Meets Santa Claus!

talking. Yup, he sounded 
just like a jolly Burl Ives 
version of Santa Claus. 

He told me he had a mar-
ble floor in his office barn 
and had an issue with some 
staining. What the heck is 
an office barn? I thought. He 
asked if I could come out and 
take a look. Since it was only 
a few miles away, I agreed. 

I arrived at the house – or should 
I say, farm. The place was huge. 
It had a long driveway that led to 
this ornate Victorian-style  man-
sion that looked like a ginger-
bread house. The mailbox at the 
entrance sat on a candy cane post, 
and the whole place was decorated 
like Dollywood for Christmas. 

I drove past the house to a barn-
like structure. Just as I pulled up, 
a large man with a long, bright 
white beard came out of the door. 
Yes, you guessed it – he looked 
like the apple-cheeked Santa 
from a vintage Coke ad. The only 
thing missing was a red suit and 
a floppy hat with a bobble on it. 

He greeted me with a hand-
shake and a hearty chuckle, and 
motioned me to come inside. He 
led me to a large office area with a 
white marble floor. I noticed right 
away there were some rectangular 
red stains all over the marble. He 
pointed to the stains and told me 
that he and his elves (yes, he did 
say elves) were wrapping pres-
ents on the floor, and when they 
were done, the stains were there.  

I looked around, and in 

the corner was this large 
Christmas tree. Stacked next to 

it there must have been over 
a hundred gifts wrapped 
in red paper. I suspected 

right away that the dye 
from the wrapping paper 
transferred to the marble, 
and caused the stains. I 
told him my diagnosis and 
gave him some instruc-
tions to remove the stains.

As I was winding 
up my conclusions, 
I looked through 

a large glass door in one side 
wall. I could see stables, which 
was where I assumed he kept his 
horses. So, I asked him what kind 
of horses he had. He again laughed 
and said, “Horses, hah! Those 
are for my reindeer.” He said it 
with a perfectly straight face.

I thought I was dreaming for a 
minute, and thought about that 
famous article that starts, “YES, 
Virginia, there is a Santa Claus.” 
Then he went on to explain that 
he plays a Santa Claus every year 
– to the max, he said. Another 
case solved, just in time for 
Christmas. Maybe someone 
will take into account that I’ve 
been a good boy – er– detective?

Just so you don’t offend any-
one and get a lump of coal, 
use these phrases, as needed:

Spanish: Felices Fiestas! 
French: Joyeuses Fêtes! 
Dutch: Prettige Feestdagen! 
Italian: Buone Feste! 
Fijian: Vanuinui vinaka Me 
Nomuni!  Hawaiian: Hau’oli 
Lanui! (Pronounced how-oh-lay 
la-new-ee – always fun to try out 
at holiday parties!) 
Irish: Laethanta saoire sona! 
Yiddish: A Freylekhn Yontev! 
German: Frohe Feiertage! 
Portuguese: Boas Festas! 
Indonesian: Selamat Hari Raya! 
Japanese: Tanoshii kurisumasu 
wo! Maori: Meri Kirihimete! 
Korean:                ; 
Turkish: Mutlu Bayramlar! 
Mandarin: Jie Ri Yu Kuai! Thai: 
Sawadee Pee Mai! 
South African: Ii holide exim-
nandi!  Southern USA: Happy 
Holidays, Ya’ll! Australian: 
Happy Holidays, Mate!

HAPPY Holidays from the Stone 
Detective. See ya’all next year!

Send your comments to 
fhueston@stoneforensics.com.

http://www.intlsurfaceevent.com/register
http://www.intlsurfaceevent.com/register
mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective
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Coverings 
2022 Online 
Registration 

Open

The online portal for 
Coverings 2022 event 
registration and hotel 

bookings has officially opened, 
starting  in October.

Attendees of the tile-and-
stone event, taking place on 
April 5-8, 2022 at the Las 
Vegas Convention Center in 
Las Vegas, have begun sign-
ing up for exhibit passes and 
lodging.

Also online, Coverings 
is also accepting submis-
sions for the 2022 Coverings 
Installation and Design (CID) 
Awards and nominations for 
the 2022 Rock Star Awards 
through December 17, 2021.

Key advantages to registering 
online and in advance include 
preliminary notices of popular 
programs, special promotions, 
product sneak peeks, and other 
opportunities only available 
with early registration.

“Las Vegas embodies the 
exciting work-meets-play atti-
tude everyone is ready for, 
and we are excited to give 
Coverings’ attendees the best 
of both worlds in business 
and leisure,” said Jennifer 
Hoff, president of Taffy 
Event Strategies, the manage-
ment company for Coverings. 
“Coverings 2022 exhibitors 
and attendees will be able to 
learn, explore, network, and 
build business at the foremost 
tile and natural stone event 
during the day, and experience 
some of the best dining and 
entertainment the world has to 
offer at night.”

Coverings’ show manage-
ment is currently planning 
for a creative and strategic 
lineup of product displays, a 
global exhibit hall, networking 
events, and robust educational 
opportunities, including CEUs 
through sessions, demonstra-
tions, live interviews, and 
much more.

Please turn to page 23

Rhode Island Rednecks DO Exist

A uthorities say two Rhode 
Island men touched off a 

needless and expensive ocean 
search-and-rescue effort when 
they fired maritime distress 
flares to celebrate a friend’s 
wedding. The two men have 
agreed to pay $5,000 each to 
settle the case, federal prosecu-
tors said.

 Phillips and Foster recorded 
their ill-conceived stunt to post 
on social media, prosecutors 
said.

People who saw the flares 
reported them to the New 
Shoreham harbormaster, who 
in turn alerted the Coast Guard. 
The Coast Guard deployed a 
boat and two helicopters for 
the fruitless search and rescue 
mission.

The Coast Guard and the town 
of New Shoreham spent more 
than $100,000 combined respond-
ing to the flares off Block Island 
on June 6, 2020, when there 
was no one in distress, accord-
ing to a statement from the U.S. 
Attorney’s office in Providence.

Perry Phillips, 31, and 
Benjamin Foster, 33, “knowingly 
and willfully communicated a 

false distress message to the 
Coast Guard,” according to the 
civil complaint, and “caused the 
Coast Guard to attempt to save 
lives and property when no help 
was needed.”

The men borrowed a flare gun 
and flares, set out on the water in 
a small skiff, and fired three flares 
when they thought they could be 
seen by people at their friend’s 
wedding reception, prosecutors 
said.
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Any time my friend 
Paul Shaw passes an 
overgrown field in 

December — a field awash 
in tall, tan sage grass and 
studded with green cedars —
he can’t help but wonder if all 
the trees are firmly attached to 
the ground.

To understand the signifi-
cance of his thought process, 
you need to turn back the 
calendar to the mid-1960s. 
That’s when Shaw, who now 
lives in rural Roane County, 
was a high school kid grow-
ing up near Auburn, Alabama.

Shaw and a buddy, Tom 
Richbourgh, had spotted a 
bushy, perfectly shaped, 8-foot 
-tall cedar growing in a field 
that was adjacent to a coun-
try road. In keeping with the 
spirit of the season, ahem, 
they decided to steal it.

“I had a ’53 Chevy we 
called the ‘Brown Bomb’,” 
said Shaw. “I parked on the 
other side of the field, got a 
bow saw out of the trunk, and 
me and Tom headed out for 
it.”

The theft was progressing 
smoothly until two situations 
occurred at the same moment: 
(1) the tree began to topple 
and (2) a car approached.

“It was the landowner, 
driving slow,” said Shaw. “I 
guess he’d seen the Brown 
Bomb and was wondering 
whose car it was and what 
they were up to.

Sam Venable 
Department of Irony

“The sage grass was waist-
high, and we were able to 
hunker down in it. But the tree 
was about to fall. So we each 
stuck out an arm and held it 
in place. Thankfully, the guy 
didn’t notice. He kept going 
’til he drove out of sight.”

Figuring they had dodged 
trouble, the boys claimed their 
purloined treasure and began 
dragging it across the field. 
Then they heard the car once 
more.

“He was driving back the 
other way,” said Shaw, “so we 
dropped into the grass again.”

The sage grass may have 
hidden two prone teenagers, 
but not a bulging, horizontal 
tree. Thus, they stood it back 
up, just as the car putt-putted 
into view.

“Our skinny ol’ arms and 
hands were holding the trunk 
as tight as we could,” he 
chuckled. “We were tryin’ 

O, Christmas Tree! 
 O, Christmas Tree! 

 How Heisted are Thy Branches!
our best not to make the tree 
shake.”

No, the tree didn’t shake, 
but it did draw the attention 
of the driver. He stopped and 
stared intently.

Why?
“There wasn’t another tree 

anywhere around us!” Shaw 
exclaimed. “I reckon he was 
wonderin’ where in the world 
that thing came from. But he 
wasn’t curious enough to get 
out of his car and come over 
for a look. After a minute or 
so, he drove off.

“Just to make sure he 
wasn’t waitin’ for us, Tom 
belly-crawled to the road. 
When he motioned the coast 
was clear, I grabbed the tree 
and we got out of there.”

All of which begs the ques-
tion: Why steal a cedar tree in 
the first place?

“The thrill of the chase,” 
Paul replied. “I’m sure any-
body would’ve let us have all 
the cedar trees we could cut. 
But for teenage boys, this 
was like watermelons: stolen 
ones always taste sweetest.”

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

mailto:sam.venable%40outlook.com?subject=SRG%20December%20article
mailto:sam.venable%40outlook.com?subject=SRG%20December%20article
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Well folks, it’s that 
time of year. You 
know…that time of 

year (holiday season) when I 
start buggin’ you to look toward 
helping someone less fortunate 
than you are. And, let’s face 
it, more people than ever need 
help this year. Not counting the 
pandemic, there were numer-
ous other natural and man-made 
disasters not only in this country, 
but around the world. California 
wildfires, Louisiana hurricanes, 
multi-state bridge collapses, Gulf 
oil spills, businesses laying off 
employees or closing all together, 
and so much more.

Usually I talk about the reg-
ular charities. Marine Toys for 
Tots is a great program set up to 
help kids get toys at Christmas. 
Founded in 1947, Marine Toys 
for Tots to date has distributed 
over 565 million toys to over 270 
million children who otherwise 
wouldn’t have had “Christmas 
Joy.” The Salvation Army runs 
a great program every year, The 
Angel Tree. Established by the 
Salvation Army in 1979, it helps 
to not only provide toys for chil-
dren (Angels) at Christmas, but 
also helps seniors (Silver Bells). 
Corporations can sponsor whole 
trees or just individuals. You 
don’t need to be a whole com-
pany to sponsor an Angel or a 
Silver Bell. Individuals can go to 
an Angel Tree (usually found in 
malls and other high traffic loca-
tions) and pick individual angels 
or silver bells to help. Last year, 
my company sponsored 3 chil-
dren and I personally sponsored a 
Silver Bell.

If you observe Hanukkah and 
want to help in your community, 

shelters, and ring those bells for 
the red kettles. (Actually, for the 
last two years, the guy with the 
red kettle at my local Walmart 
has played the trumpet).

My next-door neighbor helps 
our local county Christmas 
Mother program every year. 
Also, check with your church, 
synagogue, temple or mosque.  
They often run volunteer pro-
grams where you can donate 
items, money or time (or all three, 
if you are so inclined).

 If you happen to be a bit of 
an introvert and interacting with 
strangers just isn’t your thing, try 
contacting your local animal shel-
ters. A lot of shelters try to send 
animals “home for the holidays” 
because many of their volun-
teers either go away for the hol-
idays, or want to be with family, 
so often there’s limited staff to 
take care of the animals. After the 
holidays, the pooch or kitty goes 
back to the shelter, and you go 
back to whatever you do. 

The holidays can be a hectic 
time. There are shopping malls 
to visit, internet orders to track, 
plans to make, parties to go to, 
meals to prepare, traveling to do, 
relatives to see, choirs to listen to, 
trees to trim, menorahs to light 
,and so much more. It is possi-
ble to become a bit cranky over 
the holiday season, but I have a 

try contacting the Jewish 
Children’s Regional Services, 
headquartered in Louisiana. They 
do not operate nationwide, but 
they do operate in seven southern 
states, and can probably put you 
in touch with an organization in 
your area. Or if you have a Jewish 
Community Center in your area, 
that is an excellent place to turn 
to for information on how to help.

Homeless shelters around the 
country are also struggling, and 
need help. If you want to help but 
maybe don’t have the $100 (plus 
or minus) recommended to spon-
sor an Angel or a Silver Bell, think 
about donating to a homeless 
shelter. Besides money, home-
less shelters have a great need 
for shoes, socks, school supplies, 
blankets, diapers, wipes, coats, 
and male and female hygiene 
products, as well. 

Something else on the home-
less shelter needs list are earbuds. 
(I would have NEVER thought of 
that.) Earbuds are needed because 
nighttime at shelters can be noisy 
and earbuds help muffle the noise 
so people can sleep better. Who 
knew? Not me (until now)! A few 
pairs of socks or a blanket doesn’t 
carry the price tag of sponsoring 
an Angel, but can do just as much 
good. 

Don’t have spare cash but still 
want to help? Donate your time. 
Become a volunteer somewhere.  
Homeless shelters, soup kitchens 
and other charities LOVE volun-
teers. Someone has to man those 
Angel Tree booths, do inventory 
at a soup kitchen, help pass out 
blankets and ear buds at homeless 

secret that will help you feel bet-
ter. Acts of charity make you feel 
good. IT’S TRUE! There is sci-
ence behind it. Helping literally 
makes you feel happy. I am not a 
scientist, but what happens is that 
during the acts of charity your 
brain releases chemicals (endor-
phins) that make you feel good. 
It’s called a Helper’s High (sim-
ilar to a runner’s high). This in 
turn reduces your stress which 
lowers your blood pressure. It’s a 
win – win for everyone. The less 
fortunate get the help they need, 
and you feel better during a rather 
hectic time. 

John Wesley, a clergyman in 
the Church of England back in the 
1700s once said:

Do all the good you can
By all the means you can
In all the ways you can
In all the places you can
At all the times you can
To all the people you can
As long as ever you can

So, like Nike says, “Just do it.” 
Help someone, feel good and go 
into 2022 knowing that you did 
the right thing. Happy Holidays, 
y’all.

 
Please send your thoughts on 

this article to Sharon Koehler at 
Sharonk.SRG@gmail.com.

                                         

Sharon Koehler
Stone Industry Consultant

Take a Minute…

“T
he principle of spending 

money to be paid by posterity, 

under the name of funding, is 

but swindling futurity on a large scale.” 

 —Thomas Jefferson (1816) 

Notoriety’s 
Price Tag

AL Capone may have 
died nearly 75 years 

ago but it’s clear interest in the 
infamous Chicago gangster is 
very much alive after some of 
his prized possessions were auc-
tioned off for at least $3 million.

The Chicago Tribune reports 
that Capone’s family sold sev-
eral of his belongings, including 
what was billed as his favorite 
gun, at auction in California, 
where his three surviving grand-
daughters live.

The event, called “A Century 
of Notoriety: The Estate of Al 
Capone,” was held at a private 
club in Sacramento and attracted 
nearly 1,000 registered bidders, 
including 150 who attended the 
nearly four-hour-long event in 
person.

Among the items up for auc-
tion was a bear-shaped humidor 
as well as diamond jewelry and 
some family photographs. The 
most popular item proved to be 
Capone’s favorite Colt .45-cal-
iber semi-automatic pistol, 
which went for $860,000.

Most of the buyers’ identi-
ties were kept private. But one 
whose name has been made pub-
lic is Kevin Nagle, a Sacramento 
investor and business owner. 
Among the items that once 
belonged to “Scarface” Capone 
that he picked up was a deco-
rative humidor for $120,000 
and an 18-karat yellow gold 
and platinum belt buckle for 
$22,500.

Capone’s story is a familiar 
one, thanks in large part to a 
host of movies, television shows 
and books about the mobster. 
Called Public Enemy No. 1 
after the 1929 “Valentine’s Day 
Massacre” in which seven mem-
bers of a rival bootlegger gang 
were gunned down in a park-
ing garage, Capone was finally 
convicted of a lesser charge of 
income tax evasion in 1934. 
He spent 11 years locked up 
in Alcatraz, a federal prison in 
the middle of the San Francisco 
Bay, and died of a heart attack 
in 1947 in the Florida home 
where he and his associates 
were believed to have plotted 
the massacre years earlier.

mailto:Sharonk.SRG%40gmail.com?subject=December%20SRG%20article
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Item# 68005
Item# 68006

SKIL SPT79-00 7” Worm 
Drive Skilsaw for Concrete

SKIL SPT79A-10 7” 
Walk Behind Worm Drive 
Skilsaw for Concrete

USE

WET 
OR 

DRY

Power Through EVERY Job with

When there’s concrete to conquer, 
the concrete Worm Drive Skilsaw 
makes the job a whole lot easier.
Cuts WET or DRY.

Natural Stone Institute: Update 
on Transparency Documentation 

for Natural Stone

Since taking ownership 
of the Natural Stone 
Sustainability Standard 

(ANSI/NSC 373 Sustainable 
Production of Natural Stone) 
earlier this year, sustainability has 
become a major point of focus 
for the Natural Stone Institute. 
Here are three projects currently 
underway.

Industry Wide EPDs
The Natural Stone Institute 

is coordinating the devel-
opment of a set of industry 
wide Environmental Product 
Declarations (EPDs) for nat-
ural stone. Product cate-
gories include: Flooring/
Paving, Exterior Cladding, 
and Residential Countertops. 
The EPDs will represent proj-
ects installed in the USA with 
stone sourced from around the 
world. Once published, the trans-
parency reports will be avail-
able through popular embodied 

carbon databases including EC3 
by Building Transparency and 
the Transparency Catalog by 
Sustainable Minds. Estimated 
completion date for this docu-
mentation is July 2022. Learn 
more at www.naturalstoneinsti-
tute.org/epdwebinar. 

Industry Wide HPDs
The Natural Stone Institute is 

also creating a set of industry 
wide Health Product Declarations 
(HPDs). The HPD Collaborative 
has a special exception for geo-
logical materials which allows us 
to define the ingredients of our 
products on behalf of the indus-
try. This is a simple document 
since natural stone has only a 
single ingredient. These should 
be available in November 2022. 
To access an up-to-date list-
ing of transparency documen-
tation for natural stone, visit 
www.naturalstoneinstitute.org/
sustainabilityresources.  

New Green Building CEU
The Design Community 

Outreach work group of the 
Natural Stone Institute’s 

Sustainability Committee has 
developed a new CEU course enti-
tled “Achieving Green Building 
Goals with Natural Stone.” The 
course qualifies for CEU credit 
through AIA, IDCEC, GBCI, and 
LACES and focuses on why nat-
ural stone is an ideal choice for 
projects with green building goals 
and how to find the documenta-
tion needed to qualify for credits 
available through common green 
building programs. The course 

was originally presented as a live 
webinar on Tuesday, November 9. 
Register at www.naturalstonein-
stitute.org/greenbuildingCEU. 

To learn more about the Natural 
Stone Sustainability Standard, 
which serves as the basis for all 
Natural Stone Institute sustain-
ability initiatives, and to join the 
new sustainability mailing list, 
visit www.naturalstoneinstitute.
org/sustainability. 

http://www.naturalstoneinstitute.org/epdwebinar
http://www.naturalstoneinstitute.org/epdwebinar
http://www.naturalstoneinstitute.org/sustainabilityresources
http://www.naturalstoneinstitute.org/sustainabilityresources
http://www.naturalstoneinstitute.org/greenbuildingCEU
http://www.naturalstoneinstitute.org/greenbuildingCEU
http://www.naturalstoneinstitute.org/sustainability
http://www.naturalstoneinstitute.org/sustainability
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NOW’S THE TIME
To take advantage of the  

IRS Section 179 Tax Deductions  
on the Purchase of Large Equipment 

Before 2022!

Act 
Now!FINANCING

AVAILABLE!

Material Handling

CNC Dressing Machine

Bridge Saw

Lifters

Product must be received by 12/31/21 to qualify

Shop Equipment

Call Your BB Industries 
Representative to Learn 

More About How These Tax 
Deductions Can Work for You!
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New Treatments for Natural Stone Make 
Them More Accessible in Kitchens

Megy Karydes  
usenaturalstone.comHomeowners looking for 

ways to  update their 
kitchens  are not always 

looking for a gut rehab job. With 
more natural stone options avail-
able on the market, and with 
recent advancements in sealing 
technology, choosing to install 
natural stone in busy household 
kitchens is an easier decision than 
ever.

“It’s very easy to change out 
countertops and backsplashes to 
give the kitchen a fresher look,” 
says  Lance Stratton, president 
of  Studio Stratton, a Southern 
California-based luxury kitchen 
and bath design firm.

“The look and color of a nat-
ural stone is paramount,” says 
Stratton. If the client doesn’t need 
to worry about whether the mate-
rial will withstand normal wear 
and tear, the selection comes 
down to look, color and finish and 
available slab size.

Stratton and his firm tend to 
specify natural stone on most of 
their jobs. While he has five stone 
countertops on display in his 
showroom, he and his team typ-
ically accompany their clients to 
specific slab yards that they work 
with.

Natural Stone 
Trends in Kitchens

Marble is still king when it 
comes to kitchens, and Stratton 
has noticed quartzite being 
requested more often due to its 
hardness. They also occasionally 
specify soapstone.

In three recent kitchen proj-
ects, Stratton and his team 
used Nacarado quartzite for the 

Photos Courtesy of Studio Stratton; Photography 
by Martin Mann Photography
 

 

counters and Versailles Chiseled 
limestone on the floors.  Another 
home used a stunning Mont Blanc 
quartzite on the countertops. For 
a third, he used Casablanca Super 
White marble.

“Each of the homeowners of the 
three kitchens had different aes-
thetics and needs,” says Stratton, 
who worked with the homeown-
ers to choose the stone mostly 
based on aesthetics and at that 
time the durability of the partic-
ular stone. He often recommends 
to homeowners to consider how 
a stone moves them. If it doesn’t 

move them, move on.
Speaking of movement, there 

seems to be a movement towards 
stones with a lot of pattern to 
them. Another trend Stratton is 
seeing is a desire to make a strong 
statement by using the same stone 
for both the countertop and the 
backsplash.

 
Choosing Between 

Quartzite and 
Engineered Quartz

“Quite often, clients are con-
fused between quartz and quartz-
ite,” Stratton admits. “When we 

can share some quartzite options 
that are about the same price as 
a manmade quartz, the choice 
is obvious.  They’ll go with the 
quartzite.”

It’s hard to beat the beauty, tex-
ture and movement natural stone 
provides. “Natural stone has 
beauty and depth that enlivens any 
new kitchen or remodel,” Stratton 
adds. “It’s original and one-of-a-
kind. So why go with a manmade 
product?  Not every edge detail 
can be made with quartz, where 
you can with natural stone.”

 
Caring for Natural 
Stone in Kitchens

Homeowners are often con-
cerned about using natural stone 
in a space that gets a lot of activity, 
such as a busy kitchen. They may 
worry about staining white mar-
ble with red wine or pasta sauce, 
for example. Stratton shares main-
tenance tips with his customers to 
help minimize these concerns.

“We always let clients know 
that natural stone will need to 
be sealed after install,” Stratton 
says. He notes some impregnating 
sealers on the market need  to be 
applied twice at install but last for 
years after that process.

Sealing is typically completed 
by the fabricator after install. In 
heavy use areas, Stratton recom-
mends resealing periodically.

Being diligent when spills hap-
pen and cleaning them up imme-
diately means they don’t get 
absorbed and stain the stone. 
Stratton reminds clients that nat-
ural stone countertops are much 
easier to maintain than they 
think because  they aren’t having 
to clean porous grout on a regu-
lar basis. A simple wipe down is 
usually all you need.

For example, Stratton notes that 
quartzite is just as durable as man-
made materials and a regular wipe 
down is all you need. Marble, 
he admits, requires a little more 
attention and if you spill wine on 
marble, you should wipe that up 
before it has a chance to set.

What about natural stone floor-
ing in a kitchen? “Limestone 
floors can also have an impregnat-
ing sealer applied,” Stratton says.

  “They just need to be cleaned 
with soft soap and water on a reg-
ular basis, to remove excess dirt.”

Mont Blanc quartzite

Below(2): Casablanca Super White marble kitchens

Please turn to page 21

http://StudioStratton.com
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“ The public 
cannot be 

too curious 
 concerning the 

characters of 
public men.” 

—Samuel Adams

BB Industries 
Builds a Shed 
for Knoxville 
Habitat for 
Humanity

Members of BB Industries 
came together with the 

members of the Knoxville Habitat 
For Humanity on the morning of 
October 30th to volunteer and do-
nate some of their time for a good 
deed. Despite the threat of rain, 
the task at hand was straight-for-
ward: level the foundation and 
lay the floor, raise the walls, add 
a roof and shingle – with lots of 
nailing and effort added in.

Despite the cool weather, every-
one who came out was prepared 
and ready to work, and the eager 
participation of all made it fun. In 
record time, a neat little outdoor 
shed was completed for a deserv-
ing Knoxville family. 

This Habitat project recipi-
ent is Candice Canty and her 
son, Daran. Candace is an amaz-
ing mother and woman who has 
been passionate about children 
and their enrichment since she 
was a teenager. While raising 
her son, Candice worked on her 
career path and grew profession-
ally from a summer camp coun-
selor to Recreational Specialist at 
a city recreational center.

Daran, Candice’s son, has always 
been an active boy and is looking 
forward to having his own yard to 
practice in. One of the first things  
Candice plans on doing is getting 
her son a basketball goal of his 
own so he can practice at home.

Candice serves her community 
by nurturing children to help them 
grow into passionate citizens of 
our community. Now, Central 
Baptist Bearden, First Baptist 
Church of Knoxville and Publix 
Charities will gather around this 
family and help them continue 
to build their future in a positive 
way.

We’re sure that Candice and 
Daran will enjoy their new home 
and yard, and have many happy 
years there.

Visit habitat.org to find out how 
you can help in your community.

Visionary indust r ia l 
designer Louis Nelson 
conceived and spent five 

years creating the Korean War 
Veterans Memorial mural in 
Washington, D.C.—a striking, 
unforgettable granite mural featur-
ing the faces of those who served. 
Now, Nelson releases  Mosaic: 
War Monument Mystery (Original 
Trade Paperback; ISBN: 978-
1098366124), and examines how 
this war affected him and its vet-
erans–then and now—leading to 
his design of its mural wall and a 
new addition. Designed as a coun-
terpoint to the Vietnam Veterans 
Memorial, Nelson’s mural wall 
vibrantly honors the men and 
women who fought in America’s 
“Forgotten War.” In tandem with 
Frank Gaylord’s haunting steel 
sculptures, the wall forms a lasting 
tribute to both those who gave 
their lives and those who survived 
the brutal first salvo of the Cold 
War.

Mosaic details not only Nelson’s 
personal process and intentions 
in designing the mural, but also 
explores the complex web of 
motivations, aspirations, conflicts 
and controversies that accom-
pany the building of memorials, 
especially those commemorating 
war. “The basis of all my work,” 
Nelson explains, “is the purity and 
simplicity of design relationships 
working hand in hand with the 
story, the clear narrative to move 
people to understand and perhaps 
take action and assure their com-
fort in that process. At its core is 
that it must matter.”

 
In  Mosaic,  Nelson blends 

aspects of his own autobiog-
raphy, recounting the journey 
that shaped the work he designs. 
Raised in the melting pot of New 
York City, he studied at Pratt 
before a stint as a U.S. Army 
helicopter pilot. Military life, as 
absorbing as it was, took its toll 
on his first marriage, and he left 
the service, narrowly escaping a 
probable tour of duty in Vietnam. 
Returning to Pratt for graduate 
school, he went on to an eminent 
career as an industrial designer. 
  In 1990, Nelson was asked 
to design the mural wall, and 
he immersed himself in the 
often-overlooked history of the 
Korean conflict. This profound 
engagement gave him great 
insight into the human reality of 
the war—a reality he chose to 
recreate and celebrate through 

some 2,000 faces, taken from 
actual photographs from the mil-
itary archives. Engraved into the 
granite through a constellation of 
points, these are images of dif-
ferent groups of occupations in 
each of the services—from truck 
drivers to pilots, signal men to 
telephone operators, boatswains 
to bridge builders, doctors and 
nurses to cooks.

Nelson places the mural wall 
into multiple contexts: its phys-
ical and symbolic placement on 
the National Mall, straddling the 
Lincoln Memorial and providing 
a balancing arm to the Vietnam 
Veterans Memorial; its histori-
cal lineage in the long tradition of 
memorials to soldiers and conflict, 
in America and beyond; its heal-
ing powers as a place of remem-
brance and reflection for those 
who lived the experience or loved 

someone who did; and illumina-
tion for those of us who need to 
be reminded of the call of duty 
and the sacrifice these no longer 
faceless service members made. 
 

Louis Nelson  is a visiting lec-
turer at Harvard University, Pratt 
Institute, Stockholm’s Konstfack 
University and Seoul’s Hongik 
University. He has been honored by 
virtually every significant design 
industry organization in the coun-
try and abroad, awarded Pratt 
Institute’s Career Achievement 
Award, IDSA Industrial Design 
Excellent Award and nominee for 
the Smithsonian National Design 
Medal. He lives in New York with 
his wife, the noted singer, author 
and performer, Judy Collins. 
For more information, please 
visit www.louisnelson.com.

The Industrial Designer of The Mural 
 Wall at the Korean War Memorial 

 Reminds Us Never to Forget

http://habitat.org
http://www.louisnelson.com
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

First, I need to start out 
with some news that 
will be unpopular. As 

the Director of Operations 
at M3 Technologies Inc., it 
is my unfortunate position 
to inform everyone that 
our prices will be going up 
officially on November the 
8th, (I am writing this in 
October). This is due to raw 
materials cost increases, 
production cost increases, 
and of course logistics or 
shipping cost increases. It’s 
not just our industry, it’s 
energy prices, food prices, 
commodity prices, con-
struction prices, and basi-
cally most everything has 
shot up in price as of late.

example, floor machine 
prices (basically anything 
with a motor) have risen as 
much as 40 percent and we 
won’t be receiving any new 
inventory until sometime 
in January of 2022, if then. 

However, it’s not all 
bad news. As stone indus-
try restoration and main-
tenance professionals, we 
serve as an important link 
in the chain of the com-
munity. We provide a 
highly skilled service that 
is currently in big demand. 

Over the last 30-plus 
years, I have seen a tre-
mendous growth in the use 
of natural stone, terrazzo, 
ceramic tile, and decorative 
concrete. Of course, this 
translates into an increased 
demand for these sur-
faces to be restored to new 
or better than new con-
dition. That’s where we 
come into the picture, right?

There are also many more 
links in the chain of com-
munity such as electrical, 
mechanical, healthcare, 

We can no longer absorb 
all of the increases and, 
to be fair, we have not 
adjusted our prices since 
2018. To remain profit-
able and keep the doors 
open, we must pass along 
the increases we have 
received. I am sure most 
of you will have to do the 
same, and I hope that you 
understand. It is what it is. 

As if that is not bad 
enough, we also have to 
contend with the current 
supply chain delays. For 

A Sheriff Deputy’s cruiser is his office. It’s where he 
spends the majority of his time on patrol, so it can be a 
little cramped for the front-seat passenger!

construction, firefighting, and 
of course, law enforcement.

As a part of this community, 
one morning recently I was 
asked by a fellow Crossfitter 
at the gym (who also happens 
to be a K9 Sheriff’s Deputy), 
if I wanted to do a ride-along.

Of course I instantly 
thought of Kevin Hart in the 
movie Ride Along. Then, a 
few seconds later, I am think-
ing of the song “Bad Boys”, 
then on to “Show me your 
hands!”, and finally, “You’re 
gonna get tased!” Then I 
snapped out of it and decided 
to see for myself what a 
ride-along was really like.

I’ve always respected those 
who serve, whether it’s in 
law enforcement, firefight-
ing, first responders, and of 
course, the military. I served 
four years in the world’s fin-
est Navy, so they all have a 
special place in my heart.

I told my friend (Knox 
County Deputy Nick 
Halsey) that I would love 
to do the ride along. So 
the date was arranged 
and we were on! Initially 
we had discussed that we 
would go over the proto-
col before the actual ride-
along date. There would be 
a release form that I had to 
sign. I really don’t remem-
ber reading it, as nothing 
really stood out, other than 
“stuff could be remotely 
possible” (my interpre-
tation), and who cares, 
right? I mean, I’m the 
one doing this! I quickly 
signed my affirmation. 

I talked about it with 
my other friends for days 
leading up to the event. 
Everyone kept asking me, 
are you excited? Let’s 
just say I was beyond 
excited, I was pumped!

The day finally arrived. 

We were to meet at 2:30 
at a place not far from my 
house. I got there a few min-
utes early. Remember my 
motto: On time is late, early 
is on time. Nick arrived in 
his cruiser and, after a few 
adjustments to the front 
seat to accommodate me, 
we were off. Remember, 
the cruiser is these guys’ 
office. Computer, radios, 
and all kinds of stuff make 
for a small area for any 
front seat passengers. We 
made it work, though.

A restricted space was the 
least of my concerns, as I 
now had a full set of highly 
trained teeth about 6 inches 
from the back of my head, 
going nuts to get at me!

Knox is a Belgian 
Malinois and he didn’t 
much care for me being in 
the front seat of his cruiser!  

Community

Please turn to page 22

Deputy Nick Halsey and his Belgian Malinois partner, “Knox,” training and working out.
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“I got tired of untangling all the lights, so I bought 
more and just molded them into a tree.”

© MARK ANDERSON. www.andertoons.com

“Fairy tales do not 
tell children the 

dragons exist.
Children already 

know that dragons 
exist. Fairy tales 
tell children the 
dragons can be 

killed.” 
– G.K. Chesterton

New Treatments for Natural Stone 

Another option Stratton has 
found and has recommended 
to some clients is Italian-
based Azerocare by Antolini.

“Azerocare is protected by 
an international patent,” says 
Stratton. “It’s a permanent treat-
ment applied to polished marbles, 
onyxes, and soft quartzites [dolo-
mitic marbles]. It gives full protec-
tion against  etching and staining 
from lemon, red wine, coffee, 
tomato juice, vinegar, mustard, 
ketchup and oil, to name a few. 
It’s a permanent treatment that has 
been tested with the items  above 
for at least 12 hours. It also has 
bacteriostatic treatment.”

At the end of the day, Stratton still 
reminds clients that any time wine, 
oils, or other items spill on natural 

Nacarado quartzite combined with Versailles Chiseled limestone.

stone, sealed or not, it should be 
wiped it up quickly. “Don’t leave 
overnight and expect the sealer to 
work,” he says.

There is an inherent beauty that 
comes with natural stone. While 
synthetic products might try to 
imitate its natural veining, they 
can’t compare.   Stratton also 
shares with clients there is a nat-
ural patina that occurs with age.

There are many reasons home-
owners  choose natural stone in 
their kitchens and with new tech-
nology and resources that allow 
for more stress-free living, they 
have more options than ever to 
create a space they love.

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

Continued from page 18

SESA Membership Opened to 
Slab and Material Providers

The Stone Equipment and 
Supply Alliance has ex-

panded its membership catego-
ries to include slab and material 
providers and manufacturers.  
The new category of membership 
will be called “SESA Slab and 
Material Supplier.”

These members will be entitled 
to benefits including reduced fees 
for exhibiting and access to pre-
ferred space in a dedicated pavil-
ion at StonExpo.

SESA Board President Mike 
Schlough of Park Industries said 
“Our goal is to make StonExpo 

the show for fabricators to see 
equipment, supplies, and now all 
materials that are relevant to their 
businesses. This new membership 
category will improve the show 
experience for both attendees and 
exhibitors.”

For more information or to join 
this alliance, please contact Jon 
Lancto of Big Fish Consulting, 
843-860-4150 or email  jlancto@
icloud.com .

ST   NE
EQUIPMENT SUPPLY ALLIANCE

ST   NE
EQUIPMENT & SUPPLY ALLIANCE

ST   NE
EQUIPMENT & SUPPLY ALLIANCE

mailto:MegyKarydes.com?subject=SRG-%20New%20Treatments%20for%20Natural%20Stone
mailto:jlancto%40icloud.com?subject=SESA%20Questions
mailto:jlancto%40icloud.com?subject=SESA%20Questions
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Continued from page 20

Stone Restoration and 
Maintenance Corner

Nick gave Knox a firm talking-to, 
and as the evening wore on, the 
tension between Knox and me got 
a little better.

First stop: meet with the other 
northside evening shift team. We 
stopped for some quick spicy 
tacos before heading out to our 
shift. These men and women 
work very closely with one 
another and back each other up, 
so that no one unit is without sup-
port from the others. I learned 
very quickly, this backup is very 
important for the security and 
safety of each Deputy. To say 
they have each other’s backs is an 
understatement. 

After our late lunch, we were 
heading out to investigate some-
one supposedly walking in the 
road erratically. Then we got a 
call from one of Nick’s team;  he 
had a felony stop. So we whipped 
the cruiser around and off we sped 
to go support the other Deputy. 
(BTW, they use special apps on 
their phones as two-way radios so 
as to not tie up the official radio 
channels.)

We arrived at the scene within a 
minute or two.  The other Deputy 

already had one person in the 
back of his cruiser and was ques-
tioning the other outside of the 
vehicle.

Nick immediately went into 
backup mode, and in a few sec-
onds, the Deputies has retrieved 
a loaded 9mm, which was seen 
on the floor of the vehicle. The 
Deputies then asked for consent 
to search the vehicle and it was 
denied (since having a loaded 
weapon in your possession is not 
necessarily illegal in Tennessee). 
So that’s where Knox comes in 
handy. Nick took Knox around 
the vehicle and when Knox 
“alerted” he’d sniffed something 
(he is trained to smell narcotics), 
they now had probable cause to 
search the vehicle.

 After a quick search, they had 
a tomahawk, machete, and drug 
paraphernalia sitting on top of the 
vehicle. I was blown away! This 
all started from a simple traffic 
stop where the license tag was 
improperly displayed. I got to go 
up close and see all of the stuff 
on the vehicle roof and thought 
to myself, this could have easily 
gone bad, fast. This is why time is 
of the essence when one of these 
brave Deputies makes a stop or 

responds to a call. Quick backup 
is paramount to safety and ensur-
ing success.    

One of the persons was a pre-
viously convicted felon, and it is 
a major violation when a loaded 
weapon is found in their imme-
diate vicinity. He did cooper-
ate with the Deputies and took 
responsibility for the weapon. He 
went to jail and the other guy was 
released to go on about his busi-
ness, but without the vehicle I 
might add, as this was now evi-
dence in the new felony charge.

One thing nice about hav-
ing Knox with us was that we 
couldn’t transport any arrestees to 
the county detention center. Since 
the van or paddy wagon was not in 
service on this particular evening 

shift, each person who ended up 
with a date to see the judge had 
to be transported to the facility by 
one of the evening shift Deputies.

After this stop, we went to a 
couple of domestic calls. Knox 
and I stayed in the cruiser for 
these. It was interesting to watch 
as the Deputies did their job. I 
would say these could easily go 
bad as well, because emotions are 
high.

Watching Nick amazed me. I 
mean when he was talking with 
the parties involved, I swear he 
was looking straight into their 
souls. I know that these Deputies 
are highly trained to know what 
to look for, what to say and what 
to expect. Nick has over 13 years 
of experience doing this, so lying 

to him, probably ain’t going to 
work. Just sayin’…

We finished the evening with 
another domestic call, only this 
one was flagged as a homicidal/
suicidal-type call. An older man 
was holding two knives to his own 
throat. He evidently had eaten a 
bunch of pills and was drinking 
beer, too. So the Deputies (there 
ended up being over 10 of them, 
with two supervisors) basically 
just reassured the guy that every-
thing would be alright. After a 
couple hours of this tense stand-
off, they only had to wait until 
he passed out, allowing them to 
safely remove the knives. He was 
taken by ambulance to the hos-
pital for his health, safety, and 
evaluation. Ultimately, they com-
pleted another shift safely, along 
with everyone else involved that 
evening.

I can’t tell you how eye-open-
ing this experience was for me.  
We were busy from the time we 
started and through the entire 
shift. Knox had even almost 
acclimated to me by the end of 
the shift.  These men and women 
are consummate professionals 
at what they do. Their bravery, 
skill, and desire to serve the com-
munity are a sight that everyone 
should be able to witness up close 
like I did. I would rate my experi-
ence as out-freakin-standing!    

 
As always, I recommend sub-

mitting a test area to confirm 
both the results and the proce-
dure prior to starting a stone or 
hard surface restoration or main-
tenance project. Also the best 
way to help ensure success is by 
partnering with a good distrib-
utor partner, like BB Industries, 
that knows the business. They 
can help with technical support, 
product purchase decisions, logis-
tics, and other pertinent project 
information.

I pray you all stay safe and 
healthy.

Bob Murrell has worked in the 
natural stone industry for over 
40 years and is well known for 
his expertise in natural stone, tile 
and decorative concrete resto-
ration and maintenance. He helped 
develop some of the main products 
and processes which revolution-
ized the industry, and is currently 
the Director of Operations for M3 
Technologies. 

Knox Co. Deputy Nick Halsey and his rookie ride-along, Bob.

© MARK ANDERSON. www.andertoons.com

Patrol dog Knox applies his special training and alerts his partner 
something dangerous has been detected in the vehicle.
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Opustone, one of Florida’s 
most sought-after stone 
and tile distributors, 

invites customers to discover 
some of the newest global design 
trends in tile with Italian tile man-
ufacturer, Mutina. As Mutina’s 
exclusive Florida distributor, 
Opustone displays the brand’s 
latest Cersaie 2021 and Milan 
Design Week collections at its 
three showroom locations, includ-
ing its Mattonelle Margherita 
collection by French artist and 
designer Natalie Du Pasquier.

Mutina revealed its highly 
anticipated collections at Italy’s 
most respected design shows, 
Cersaie and Milan Design 
Week, in late September. The 
Mattonelle Margherita collec-
tion by Nathalie Du Pasquier is 
a vibrant glazed porcelain col-
lection, comprised of 41 differ-
ent patterns, designed by hand. 
The design-forward tiles allow 
designers to experiment with its 
versatile, graphic patterns to cre-
ate bold to minimalist designs. 

“Mutina and Opustone have a 
five-year history as partners in the 
Florida market. This is a partner-
ship we deeply value, as Mutina is 
a trendsetting, international brand 
that always brings a new perspec-
tive to design,” said Eric Schigiel, 
president of Opustone. “We’re 
thrilled to present to our custom-
ers Mattonelle Margherita. It’s a 
dynamic collection with bold col-
ors and patterns.”

Opustone hosted an event hon-
oring its exclusive distributor 

partnership with Mutina on 
October 21 at Opustone’s Miami 
showroom. Local design trade 
professionals attended the event, 
seeing Mutina’s newest collec-
tions from Cersaie in person and 
learning more about the exclusive 
partnership. 

All Mutina products are now 
available through special order 
at Opustone’s three Florida 
showroom locations. To find a 
Florida showroom, visit opustone 
.com. 

Opustone was founded in 2001 
by Eric Schigiel, a young entre-
preneur whose interest in stone 
evolved from his experience with 
his father’s high-end construction 
business. 

Sourcing the best quality stones 
from around the world, Opustone 
showrooms present stone slabs in 
a gallery-like setting, as if exhib-
iting nature’s most precious 
works of art. Opustone houses 
an impressive array of premium 
quality natural and engineered 
stone slabs and tiles, while main-
taining a lead position ahead of 
the latest looks and design trends, 
offering a wealth of pure design 
inspiration as well. 

For more information about 
Opustone, visit opustone.com.

Coverings 2022 official hotels 
will be available starting October 
20 through Coverings’ only hotel 
provider, OnPeak. Both attend-
ees and exhibitors of Coverings 
2022 can secure rooms at dis-
counted nightly rates at a selec-
tion of Las Vegas hotels on The 
Strip and within walking distance 
to the Las Vegas Convention 
Center, including the Bellagio, 
Aria, Westgate, and more.

Registrants who reserve rooms 
through OnPeak can book with 
no risk. There are no deposits and 
no restrictions, and bookings may 
be canceled with no penalty three 
to seven days prior to arrival. 
Individual hotel cancellation pol-
icies may vary.

Coverings Installation 
and Design (CID) Awards
The CID Awards bestow rec-

ognition for outstanding design 
and installation in residential and 
commercial tile and stone proj-
ects. Architects, designers, build-
ers, contractors, distributors, 
retailers, installers, and other 
industry professionals may sub-
mit their projects through the 
CID project submittal portal by 
or before the December 17 mid-
night (11:59 p.m.) EST deadline.

Projects submitted for review 
by the deadline will be evaluated 
and awarded based upon eight cat-
egorical designations: Residential 
Tile Installation, Residential 
Tile Design, Residential Stone 
Installation, Residential Stone 
Design, Commercial Tile 
Installation, Commercial Tile 
Design, Commercial Stone 
Installation, and Commercial 
Stone Design. Project entries 
are free of charge, and multiple 
entries are encouraged.

International projects may be 
submitted. All projects must have 
been completed between January 
2020 and December 2021 for 
review eligibility.

Winners will be selected in 
spring 2022 after an independent 
panel of judges assesses each 
project on the levels of creativity, 
craftsmanship and use of materi-
als. Winning projects will be rec-
ognized onsite at Coverings 2022 

as well as in various publications 
and on Coverings’ website and 
social media channels.

Coverings Rock Star Awards
The Coverings 2022 Rock Star 

Awards will recognize emerg-
ing leaders in tile and stone from 
2021. As with the CID process, 
online nominations may be sub-
mitted by or before the December 
17 midnight (11:59 p.m.) EST 
deadline.

Coverings Rock Star nomi-
nees must be 35 years of age or 
younger and employed as one of 
the following professions: archi-
tect, designer, distributor, retailer, 
contractor/installer, fabricator, 
specifier, manufacturer, and/or 
trade association personnel.

Nominees will be judged by 
a committee of industry lead-
ers who evaluate experience lev-
els; professional certifications or 
affiliations; previous awards or 
accolades; prior speaking engage-
ments at industry events; quantity 
of published works; impact in the 
tile and stone industry; and traits 
that set them apart as emerging 
leaders in the industry.

Winners of the Coverings 2022 
Rock Star Awards will be hon-
ored onsite at Coverings 2022; 
included in a Coverings press 
release distributed to dozens 
of top magazines and publica-
tions; and highlighted in a year-
long professional feature on 
the Coverings’ website and via 
Coverings’ social media channels 
and blog.

Sponsors of the show are 
Ceramics of Italy/Confindustria 
Ceramica, Ceramic Tile 
Manufacturers Association 
of Spain (ASCER)/Tile of 
Spain, Tile Council of North 
America (TCNA), National Tile 
Contractors Association (NTCA), 
and Ceramic Tile Distributors 
Association (CTDA).

For more information about 
attending, sponsoring or exhib-
iting at Coverings 2022, contact 
Taffy Event Strategies at 571-
313-5801 or email  info@cover-
ings.com.

Coverings 2022 Online
 Registration Opens

Continued from page 13

The Italian brand’s 
newest and most 

vibrant collections are 
now available in 

 Opustone Florida 
showrooms.

Hide & Seek

IN  a scene worthy of a 
Three Stooges comedy 

sketch, a Turkish man joined a 
search party for a missing per-
son, not realizing the individual 
being sought was him

Beyhan Mutlu, 51, went 
drinking with a friend in a for-
est in the town of Inegol, north-
west Turkey, late one Tuesday. 
His wife reported him missing 
after he did not return home and 
she heard he had walked away 
from his friend, drunk.

Gendarmerie and rescue 
teams were called in to find 
Mutlu, who had gone to sleep 
in a house in the forest, Turkish 
online news site T24 reported.

He came across members of 
the search party in the morning 
and decided to help them find 
the missing person. He realized 
he was the focus of the search 
when they began calling his 
name.

“After a while, they said 
they were looking for Beyhan 
Mutlu,” T24 quoted him as say-
ing. “I broke into a cold sweat 
when I heard my name.”

“I told them I was Beyhan 
Mutlu, but they continued 
to search,” Mutlu continued. 
“They didn’t believe me. The 
truth came out when my friend 
Mesut saw me.”

Mutlu said he was part of the 
search team for more than half 
an hour.

Mutina Introduces Latest Cersaie 2021 Tile 
 Collections at Florida Distributor Opustone

http://www.opustone.com
mailto:info%40coverings.com?subject=
mailto:info%40coverings.com?subject=
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Construction Begun on 
 New Portobello Tile Factory

Portobello Group, a leading 
producer of porcelain and 
ceramic tile in Brazil, 

announces the beginning of con-
struction of its U.S. factory in 
Baxter, Tennessee.

“Growing and developing in the 
American market, incorporating 
the local culture, generating job 
opportunities and investments as 
the result of ‘production to part-
nership relationships’ with dis-
tributors, is what guides this new 
challenge,” stated Portobello 
Group’s CEO, Cesar Gomes, Jr. 
“We are proud to soon present 
Portobello America’s new United 
States-based factory. We believe 
in the strategy, the market poten-
tial and, above all, the combina-
tion of our know-how with the 
American team and culture.” 

The planned facility is slated 
to be approximately 895,000 
square feet in size, and is located 
in Baxter, Tennessee, roughly 
70 miles east of Nashville. Total 
investment is expected to reach 
$160 million USD, of which $80 
million will be allocated to the 
construction of the new facility. 
The remaining $80 million will 
focus on the investment in world-
class tile production machinery. 
Construction is projected to be 
completed by the end of Q4 2022. 

Portobello Group officials have 
announced the construction of 
a 895,000 square foot facility in 
Baxter,  Tennessee, projected 
to be completed by Q4 2022.
Top:  Architectural rendering 
of the proposed facility.

Portobello estimates the new, 
state-of-the-art facility will create 
220 local jobs. 

The 92-acre project site is 
located on the south side of 
Interstate 40 within the city lim-
its of Baxter, Tennessee. Situated 
in Putnam County, the overall 
region is considered a national 
hotbed for ceramic tile manufac-
turing due to the region’s vast nat-
ural supplies of clay and feldspar. 

The company currently has two 
distribution centers in the U.S. 
market, strategically located in 
Florida and Tennessee (where 
the future industrial facility will 
be located, as well as Portobello 
America’s U.S. headquarters). 

According to Luiz Felipe Brito, 
Portobello America’s CEO, “The 
construction of the factory is 
the next step of our strategy that 
began in 2018. We have assem-
bled a world-class team, curated a 
product portfolio that has proven 
to be very successful and have 
partnered with the best indepen-
dent distributors in the country.”

About Portobello America
Portobello America, a 

Portobello Group company, 
designs, produces and pro-
vides complete and competitive-
ly-priced hard surface solutions 
focused on the U.S. market. Their 
belief is that design can trans-
form the way people feel by shap-
ing the environments in which we 
live. This idea is the essence of 
Portobello America. 

Their business model is an 
integrated one. With exper-
tise in retail and logistics, as 
well as being founded on design 
and innovation, the Portobello 
America company is uniquely 
positioned to provide compre-
hensive support to their partners. 

To learn more, visit www. 
portobelloamerica.com. 

11

20 mm - 3/4”

Neolith Sintered Stone ESSENTIAL Series 
Features Anti-Bacterial Properties

The company Neolith®, a 
world leader in the sin-
tered stone industry, 

recently launched a new series 
known as  ESSENTIALS in the 
US. This series was created in 
response to what has proven to 
be “essential” in people’s lives in 
view of the pandemic. This 100 
Percent all-natural revolutionary 
product is now formulated with 
up to 90 percent recycled material 
and features an innovative tech-
nology that prevents the prolifer-
ation of bacteria such as Listeria 
monocytogenes and Salmonella.

“People worldwide have gained 
a new understanding for what 
really matters: health, safety and 
environmental awareness have 
become key in everyone’s day-to-
day lives. The current situation of 
our planet has made society more 
committed to the environment 
and concerned about exposure to 
biological agents such as bacte-
ria all while developing a special 
sensitivity towards well-being, 
pureness and beauty. It’s a shift 
in paradigm where the materials 
we choose for our daily lives have 
become essential to living bet-
ter,” says José Luis Ramón, CEO 
of Neolith® .

Neolith® ESSENTIALS was 
devised based on the three major 
values that define the brand’s 
character and, more specifically, 
that of this all-new series.

The Environment 
Neolith® is a 100 percent all-nat-

ural product and the first company 
in the sector to achieve  carbon 
neutral status in 2019 as a brand 
with a great social conscience that 
is committed to respecting and 
protecting the environment and 
which carries out important envi-
ronmentally-friendly initiatives. 

Please turn to page 30

IF “By the Liberty of the 
Press” were understood 

merely the liberty of discussing 
the propriety of public measures 
and political opinions, let us have 
as much of it as you please: But if 
it means the liberty of Affronting, 
Calumniating and Defaming one 
another, I, for my part, own my-
self willing to part with my share 
of it, whenever our Legislators 
shall please so to alter the Law, 
and shall cheerfully consent to 
exchange my Liberty of abusing 
others for the privilege of not 
being abused myself. 
– Benjamin Franklin

http://www.Portobelloamerica.com
http://www.Portobelloamerica.com
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Vermont Verde
Continued from page 3

What is Serpentine?
Vermont Verde Antique is a 

serpentine, and it’s not unlike the 
coveted prize in a Cracker Jack 
box, because it occurs as isolated 
deposits within bedrock of schist 
and phyllite. 

Although serpentine is often 
called green marble, it’s not mar-
ble, nor is it particularly similar 
to marble. Verde Antique is deep 
green, rippling with white veins. 
The stone has a Mohs hardness of 
around 5, and doesn’t etch from 
household acids. For those seek-
ing the look of marble without the 
upkeep, it’s a sound option.

a keyway, working their way 
toward the existing deep hole. 

The ramp into the old quarry 
will run straight through the cen-
ter of a second serpentine lens, 
which they’ve located via drill-
ing and core sampling. This 
will allow the double benefit of 
providing better access to the 
old quarry while also access-
ing a whole new deposit along 
the way. “We’re in a good loca-
tion to start,” says Peter, adding, 
“It’s like a Cracker Jack box. You 
don’t know what you’re going to 
find.”

‘It’s like a Cracker Jack box’
Vermont Verde’s original 

quarry is so impressively deep 
that it’s a tourist attraction. The 
sheer rock walls step down into 
the Earth with geometric preci-
sion. The walls of the quarry are 
dark green with white veining, 
and a pool of turquoise water sits 
at the bottom, 200 feet down.

The picturesque worksite suf-
fers from one major problem, 
though. 

“It takes us about an hour to pull 
one block out of the hole,” says 
Peter Fabbioli, Tom’s son and 
business manager of Vermont 
Verde. Even after all the planning, 
drilling, and cutting of each block 
from the deep quarry, it still takes 
an hour just to lift one block up to 
ground level. “It’s very time-con-
suming,” Peter says. “So, if you 
can imagine, we have like 50 
blocks down there – there’s 50 
hours of crane movement.” 

As the quarry team extracted 
rock for road building, they did 
so strategically, with a new con-
cept in mind. “We’re starting a 
new area where we are going to 
go down next to the old quarry,” 
says Peter.

To convert the deep hole quarry 
into a drive-in quarry, the crew 
started 1,500 feet away and 34 
feet lower than the surface of 
the existing quarry, and cut in 

Serpentine — often called green marble —  is not. It's harder than 
marble (Mohs 5 hardness), and doesn’t etch from household acids.

 Vermont Verde has a some-
what complex geologic history, 
but it’s a fun story to tell. 

Serpentine is a metamorphic 
rock that originates very deep 
inside the Earth, usually in the 
lower crust or the mantle, which 
is a thick zone of hot, semi-solidi-
fied rock that lies beneath Earth’s 
solid crust. Verde Antique ser-
pentine began its life as basalt, 
which is the igneous rock that 
makes up Earth’s ocean basins. 

Fans of geology know that rocks 
don’t always stick around in their 
original locations. Around 450 
million years ago, the east coast of 
the U.S. went through a geologic 
train wreck known as the Taconic 
Orogeny, caused by a volcanic 
island chain crashing into the east 
coast of North America. When 
land masses collide, the ocean 
floor that once stood between 
them gets “subducted” or pushed 

underneath the continents. But 
it’s not quite as tidy as that. Some 
oceanic rocks get scraped up and 
folded into the overlying sedi-
ments, then the whole mass gets 
plastered onto the leading edge 
of the continent. It sounds messy, 
but that’s how Vermont was 
made.

All told, the landscape around 
Vermont got compressed by 600 
miles, squeezing the rock lay-
ers into tight folds and trans-
forming them into metamorphic 
rocks. Slivers of ocean crust, long 
detached from their ocean, got 
pushed downward and exposed 
to hot, mineral-rich fluids. The 
heat and chemical reactions trans-
formed the basalt into serpen-
tine, in a process helpfully named 
“serpentinization.”

Fractures in the rock filled in 
with calcite and magnesite, cre-
ating white veining that hints at 
how the rock was pushed, pulled, 
and twisted underground. 

The old Vermont Verde quarry 
is picturesque enough to be a 
tourist attraction, and also has 
featured in past Natural Stone 
Institute Vermont quarry tours.

Please turn to page 29
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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.

Material Handling • Air Tools  •  Electric Tools

BBIndustriesLLC.com

800-575-4401

Save BIG on  
Hercules stone  

transport solutions.

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.

ECONOMY TRANSPORT CART
ETC-8448

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

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

https://fabricatorscoach.com/

https://fabricatorscoach.com/

It starts with 
a free 
assessment...

Ed@FabricatorsCoach.com   864-328-6231 
www.FabricatorsCoach.com

“Every fab shop owner deserves 
to have a business that makes 
you money and also allows you 
time to enjoy it...”

GET YOUR ASSESSMENT

Vi
BBIndustriesLLC.com    800-575-4401

There’s a new Viper in town

Integra is the tube adhesive 
innovator with the easiest-to-use 

design and the best color 
 match website in the industry.

All others are 
just imposters!

www.integra-adhesives.com

A Danish artist who 
was given a pile of 

money by a museum with 
which to create a piece of 
artwork, submitted two 
empty canvases — titled 
“Take the Money and 
Run.”

Jens Haaning was given 
the equivalent of nearly 
$84,000 in Danish kroner 
and euro bank notes by 
the Kunsten Museum of 
Modern Art in Aalborg.

For its exhibition on 
labor conditions and 
money, entitled “Work 
It Out” that opened in 
September, the museum 
commissioned him to rec-
reate two of his earlier 
pieces, which featured 
bank notes attached to a 

It May Not Be Art, 
 But I Know What I Like

canvas representing the 
average annual wage in 
Denmark and Austria. As 
well as lending him the 
notes, the museum also 
paid him 25,000 kroner 
($3,900) for the work.

But when museum offi-
cials received the com-
pleted artworks, they 
were blank.

“The artwork is that I 
have taken the money,” 
Haaning told a radio show 
on the P1 channel that is 
part of Danish broadcaster 
DR. He declined to say 
where the money was.

Haaning, who is known 
as a provocateur, said the 
artwork represented his 
“current work situation.”

“The multiplication of public offices, increase 
of expense beyond income, growth and 
entailment of public debt, are indications 

soliciting the employment of the pruning knife.”
– Thomas Jefferson, 1821

®

BBIndustriesLLC.com    800-575-4401

Quality Adhesives & Sealants for Stone
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The Slippery Rock Classifieds

2502 Dunlavy • Houston, Texas 77006 
www.eurostonemarble.com

Call for more information
T. 713-521-1414
F. 713-521-2206
Offering Premium White 
and Semi-White Marble

Buy factory direct. We ship all over the U.S.
Buy from the #1 U.S. Source for White Thassos since 1988! 
We produce the whitest Thassos, available in 2cm & 3cm 
slabs, and in 12 x 12, 12 x 24, 18 x 18 and 24 x 24 tiles, with 
over 150,000 sq. feet of inventory in our Houston warehouse.

32 YEARS
Serving

YOU

32 YEARS
Serving

YOU

Thassos White MarbleThassos White Marble

For Sale

Steinex Igloo Stone Splitter w/Sherpa. 
Stone splitter w/sherpa. 215 hours, $125k 
for both. Contact: Paul Holloway, 775-
246-0105, accounting@nemasonry.net .

___________

CEE JAY Stone Splitter For Sale. 007 
Cee Jay Stone Splitter model L#HDS-16/
R1BT/STL/NVG, very good condition. 
Photos available. FOB delivery. Contact 
Missouri Ledge Stone Supply, 816-739-
5578, dkcrede@gmail.com .

___________

For sale. Oma edge shaping router with 
hydraulic motor includes bits for ogee 
and full bullnose. Asking $1200.00 or best 
offer. Call 410-917-7343,  Samcraycraft@
gmail.com .

___________

Business Opportunities

Northern Michigan Stone Shop. Own 
your own stone shop in beautiful Northern 
Michigan. Hwy 131 road frontage. On 5.5 
acre parcel, a shop with saw, planer, lathe, 
3 ton crane, and attached office. A repair/
tool shop with car hoist. A 26x56 build-
ing with well and septic (possible liv-
ing quarters). Plus a second parcel with 
a beautiful 3 bedroom, 2 bath, 2400 sq. 
ft. home. $650,000. See by owner Zillow 
listing, 615 Tobias Rd, Elmira, Michigan. 
Contact: Greg Dean, granco2@gmail.com. 

___________

Help Wanted

Templator/Scribe. Lesher Natural 
Stone, Quartz, & Tile is a family owned 
stone fabrication and installation busi-
ness based out of Middletown, PA that 
is dedicated to providing quality stone 
work to the greater Central PA area. 
Currently looking for a Template 
Technician to work at our facility in 
Middletown, PA. 
Duties: Onsite measuring of 
jobs. Drawing jobs on AutoCAD. 
Communicating with customers on 
project details. Communicating job 
details with Project Managers. 
Skills: Attention to detail. Computer 
skills required. CAD skills. Willingness 
to learn. Contact: Alexia Lesher,  717-
944-4431.  Alexia@leshermarble.com. 

___________

3D Templater and Draftsman - Atlanta 
GA. Full-time, salaried position respon-
sible for collecting detail and specifica-
tion information for stone fabrication 
projects. He/she will make digital and 
physical templates at job sites, includ-
ing a detailed drawing, for use in creat-
ing fabrication shop tickets and 3D ren-
derings. This position directly reports 
to the Director of Operations. Salary 
negotiable DOE. Excellent benefits 
and growth opportunities. Contact:  
Marmi Natural Stone, 678-578-5397, 
careers@marmistone.com. 

___________

Help Wanted

Installer and Fabricator Wanted. 
The overall responsibility of the 
installer includes overseeing and coor-
dinating the installation of the stone 
to meet the customer’s satisfaction. 
Contact Italian Marble and Granite, 
716-741-1800, khora@italianmarbleinc.
com.

___________

Natural Stone Restoration Company 
—Lead Man. Natural Stone 
Restoration Company looking for lead 
man for residential and commercial 
restoration. Must be experienced in all 
phases of stone restoration — quartz 
experience is helpful. For details, con-
tact Bob Adwar, Phone: 1-303-881-
0400, bob@marbletecsystems.com.

___________

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

2022 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline
January 2022 Monday, November 29, 2021
February 2022 Monday, December 27, 2021
March 2022 Friday, January 28, 2022

•176 TON SPLITTING FORCE 
•23.63” BLADE LENGTH
•21.66” SPLITTING HEIGHT
•15 KW PUMP UPGRADE 
• 3.73” PER SECOND DESCENT  
• 5.71” PER SECOND RETRACT              
• SHERPA BTS 2 x .8 (78.74” x 31.5”), INBOUND & OUTBOUND
• CONVEYORS LOWER & PIVOT AWAY FROM SPLITTING HEAD
• CONSOLE EQUIPPED TO OPERATE ANOTHER INBOUND SHERPA
• CURRENTLY IN STOCK, WHITEHALL, NY 12887

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 600 BMB 
600 X 550 15Kw 160t 

$105,575.00 USD
While Supplies Last

EXW Whitehall, NY

Northeast Masonry  32 Cash Drive  Mound House, NV   89706  • 775.246.0105

CABLE SAWS FOR SALE
Custom built by owner – $125K
Cuts boulders 6’ x 16’ long, many modifications 
built-in. To see in action, go to www.youtube.com/
channel/UC2uj5WVOZNiYfPVsfUU88kw and 
watch “The Making of Claire’s Arch”

Custom built by owner – $35K

Email accounting@nemasonry.net or call us for more details.

Northeast Masonry  32 Cash Drive  Mound House, NV   89706  • 775.246.0105

EQUIPMENT FOR SALE

CALL FOR 
PRICING 
& MORE 

Igloo 640 x450: 132 Ton Splitting force; 
25.2” Blade Length; 17.72” Splitting Ht.; 15kW; 
Pump Upgrade; 6.39” Per/Second Blade Descent 
Speed; 1.17” Per/Second Retract Speed
Sherpa T4: Moterized Conveyor; Load on left,
goes right w/o control console; High side boards; 
13.2’ L x 39.47” W x 37.4” H; Reinforced design

Stone Inspection & Troubleshooting

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

shooting workshop. The class will be 
held February 7-10, 2022, in Las Vegas, 
Nevada, presented by Dr. Fredrick M. 
Hueston. 

The program is designed to teach in-
vestigating stone and tile installation 
failures and also offers certification.

“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!

http://www.eurostonemarble.com
mailto:accounting%40nemasonry.net?subject=
mailto:dkcrede%40gmail.com?subject=CEE%20Jay%20listed%20in%20December%20SRG
mailto:Samcraycraft%40gmail.com?subject=Oma%20Router%20listed%20in%20SRG
mailto:Samcraycraft%40gmail.com?subject=Oma%20Router%20listed%20in%20SRG
mailto:granco2%40gmail.com?subject=MI%20Shop%20listed%20in%20SRG
mailto:Alexia%40leshermarble.com?subject=Job%20Listing%20in%20SRG
mailto:careers%40marmistone.com?subject=Job%20Listing%20in%20SRG
mailto:khora%40italianmarbleinc.com?subject=Job%20Listing%20in%20SRG
mailto:khora%40italianmarbleinc.com?subject=Job%20Listing%20in%20SRG
mailto:bob%40marbletecsystems.com?subject=Job%20Listing%20in%20SRG
mailto:Sales%40SKMproducts.com?subject=Corrector%20Pen
mailto:apexEquipment%40AOL.com?subject=Steinex%20Equipment
mailto:accounting%40nemasonry?subject=Cable%20Saw
mailto:accounting%40nemasonry?subject=Splitters%20Listed%20in%20SRG
http://www.stoneforensics.com
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NTCA Names 2021 Tile 
Setter Craftsperson of the 

Year Winners

The National  Ti le 
Contractors Association 
(NTCA) has announced 

its 2021 Tile Setter Craftsperson 
of the Year Award in both the 
residential and commercial 
categories. 

On the commercial side, the win-
ner is Gary Fox, of Fox Ceramic 
Tile in St. Marys, Kansas, while 
the recipient in the residential cat-
egory is Jay Cerda of Cox Tile in 
San Antonio, Texas. 

Winners receive round-trip air-
fare for two to Coverings 2022, 
scheduled to take place at the 
Las Vegas Convention Center in 
Las Vegas, Nevada next April 
5-8, as well as hotel accommo-
dations for a three-night stay. 
They were recognized during the 
NTCA Annual Meeting at Total 
Solutions Plus, in Jacksonville, 
Florida in October, 2021. 

Judges who scored nominees in 
the competition included residen-
tial judges Matt Blood, Paragon 
Tile and Shannon Huffstickler, 
Schluter Systems, and com-
mercial judges Adam Abell, 
Bostik, and Kent Klaser, Klaser 
Consulting. 

Judging criteria for the awards 
included the following factors: 

• 15 years or more setting 
 tile, and continuing to set  
 tile as part of job today 
• Technical Correctness  
 of tile installations 
• Craftsmanship/Artistry 
• Ability to Resolve Tile  
 Installation Problems 
• Self-Improvement/ 
 Continuing Education 
• Mentoring/Leading Others 

Gary Fox was nominated for 
the award by Kevin Fox, Owner 
and President, Fox Ceramic Tile, 
while Cerda was nominated by 
John Cox, Owner, Cox Tile. 
Both winners hailed from NTCA 
Five-Star contractor member 
companies. 

Gary Fox, Fox Ceramic Tile
Gary Fox is more than an out-

standing craftsman, industry vet-
eran, and friend to Kevin Fox 

– he is also his highly-respected 
uncle. He entered the trade at 14, 
launched his career after grad-
uation and was already running 
his own commercial projects in 
his early 20s, wowing super-
intendents with his skill and 
savvy. Though Gary now works 
on Kevin’s team today, he calls 
Gary his mentor “and a true 
leader within our company and 
industry.” 

Kevin credits all of the most 
profitable and major Fox Ceramic 
Tile accounts to Gary’s efforts 
over the years; and is in awe of 
his outstanding mentoring, con-
tribution to the company culture 
of demanding outstanding instal-
lations from everyone in the com-
pany, and the way he has led by 
example over 45 years. Kevin 
says Gary excels not only in the 
challenging technical work and 
situations, but also when dealing 
with “challenging personalities.” 

A senior foreman since 1992, 
he acted as foreman for the com-
pany’s several award winning 
projects and his work was once 
featured on the cover of the 
American Olean Ceramic Tile 
Trim catalog. 

Fox earned his CTI (#649) in 
2011, prompting everyone else in 
the company to follow his lead. 
“He sets the example for all by 
the way he conducts himself, both 
personally and professionally,” 
said Kevin, never considering 
any task too small, and giving all 
on the job in an organized way. 
The number of his enduring proj-
ects as an elite craftsman is only 
matched by his “ability to teach, 
nurture and grow other excep-
tional craftsmen to make our 
industry better and better, year 
after year,” Kevin said. 

Jay Cerda, Cox Tile
Cerda got his start in the tile 

industry right out of high school 
with Cox Tile, transitioning from 
helper to apprentice to setter to 
his current title of Master Tile 
Setter. He is also distinguished by 
as Certified Tile Installer (CTI) 
#719.

As lead tile setter, Cerda has 
been instrumental in training 
many Cox Tile setters and sup-
porting and facilitating their edu-
cation as they worked with him 
as helpers. Many have gone on 
attain their CTI credentials as 
well. “All our employees look to 
Jay not only for his positive lead-
ership but for his expertise when it 
comes to challenging and unique 
issues,” John Cox commented. 

Cerda’s passion for perfec-
tion makes him an essential lead 
in the company’s most complex 
jobs, and he excels in mudwork 
for both walls and floors. He has 
helped the company achieve rec-
ognition for several  awards. He 
also worked on the challeng-
ing Installation Showcase at 
Coverings in 2010, pitting his 
knowledge and skills against 
a tight time frame and limited 
resources.  

He’s known for his pursuit of 
education, attending local sem-
inars and events by suppliers to 
learn about new products and 
installation techniques. Not only 
does he attend every NTCA 
Workshop and training in San 
Antonio, he also helps NTCA 
staff with setup and tear down.

Gary Fox, Fox Ceramic Tile

Jay Cerda, Cox Tile

This marble master bath project reflects 
the excellence of Jay Cerda’s work.

Gary Fox’s work was featured on the American Olean 
Ceramic Tile Trim catalog cover in the early 1990s. 

At home, Cerda enjoys time 
with wife Krista and daughters 
Stacie and Jordan, fishing and 
visiting the beach.

For more information, visit the 
NTCA website, www.tile-assn.
com .

http://www.tile-assn.com
http://www.tile-assn.com
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Vermont Verde
Continued from page 25

Because the serpentine origi-
nated as small scraps of ocean 
crust, the serpentine deposits 
are found in pockets, rather than 
in a continuous layer. Vermont 
Verde’s original quarry taps into 
one pocket, and the new quarry is 
aiming for another one.

One of the ‘Little Guys’
As the crew prepares the next 

section of the quarry, Tom and his 
team continue to work the origi-
nal hole. “we’re nearing the best 
of the area” says Tom. “Mike 
firmly believes that some of the 
best deposit is down there.”

Mike Solari is among the tight-
knit crew of eight people who 
work at the Vermont Verde 
quarry. With 26 years of experi-
ence, he’s of enormous value to 
the company. “It’s a great place to 
work,” he says, “the Fabbiolis are 
a great family, a lot of fun to work 
with.” Their connection is easy to 
observe, even on a Zoom call. 

The leadership team of Vermont 
Verde has a distinctly different 
feel than most others. There’s vis-
ible pride as Tom describes their 
operation as “one of the little 
guys.” Many of today’s quarries 
tend to be owned by large com-
panies with substantial resources. 
But Tom’s path is different. “I 
started out as a cabinet maker,” he 
says modestly. He first went into 
business for himself at the tender 
age of 21, and he bootstrapped his 
way into general contracting, then 
renovating historic buildings. “I 
did it with all my own working 
capital,” he says.

With dreams to buy a quarry, he 
began scouting. “I went around 
the world looking for different 
quarries,” he recalls.

Tom first bought a stone fab-
rication shop in Barre, Vermont, 
which eventually led him to the 
Verde Antique quarry. “It was 
not a straight line, let’s put it that 
way,” he says. Indeed, one could 
even say it was a serpentine path 
that led him to the beautiful, deep 
hole in Rochester. 

Through all the chapters in his 
career, Tom’s foundational phi-
losophy becomes evident. “I 
have always produced something 
where the customer’s expecta-
tions were met or exceeded. And 
when you do that, you always 

seem to have work. You always 
seem to be busy.” 

Nowadays, Tom doesn’t need 
to shoulder the entire burden; his 
three sons all work in the busi-
ness. “I have worked with my 
father hand in hand since I can 
remember,” says Peter. 

Both Peter and Tom consider 
Mike to be an honorary member 
of the Fabbioli family. “We have 
a wonderful quarry and we’re 
happy to have purchased it,” says 
Tom, “but having Mike part of the 
family business here has been—
it’s better than the quarry. You 
know? He is a wonderful, won-
derful asset.”

“It can’t get more white…”
A quarry operation can do a 

lot to ensure success, but it can’t 
control the aesthetic whims of the 
market. In recent years, kitchen 
design has leaned strongly toward 

white, grey, and neutral col-
ors. The move away from satu-
rated colors has been “a negative 
impact on us,” says Tom.

When manufactured quartz 
entered the marketplace, it pushed 
the trend even father toward col-
orless surfaces.

Tom recounts their internal con-
versations about design trends: 
“I would say, ‘It can’t get more 
white than it is now.’ And sure as 
hell…”

Peter chimed in, and father 
and son finished the sentence in 
perfect harmony: “It got more 
white!” 

Nevertheless, Mike points out 
that the stone’s enduring history 
is a bigger benefit than the col-
or-du-jour. “Verde Antique was 
used in so many commercial proj-
ects, so a lot of restoration work is 
going on now.” 

In the meantime, the chlorite 
schist that was excavated for road 
repair may prove to be another 
color option the company can 
offer. It has a subtle, silky glint 
of mica and a grey-green, muted 
color that would be at home in 
contemporary designs. 

Northward Migration 
and Local Devotion

Regardless of the ebbs and 
flows of stone fashion, Tom and 
his crew recognize their stron-
gest market is the one closest to 
home. “We have a wonderful cli-
entele, noting that dedicated cus-
tomers are mostly local but come 
from all over. “We have custom-
ers that will go out of their way—
we’ve had people coming in from 
California and all around the 
country.”

Spurred by the pandemic, the 
local market expanded as peo-
ple migrated northward, away 
from the more populous parts of 
the eastern seaboard. This fueled 
a steady stream of work and a 
strong interest in Vermont Verde. 
“People wanted to come to the 
showroom. People wanted to see 
it,” recalls Tom. Peter adds, “All 
the fabricators we were talking 

to, they were gung-ho through the 
whole pandemic.”

Tom “I think the reality is peo-
ple look at our stone and there is 
a draw – there is something they 
feel – whether they remember it 
from something old or wherever 
this connection comes from, but 
I think that’s only developing in a 
more positive way.”

As a lifelong Vermonter, Mike 
appreciates the bond of the local 
culture, “That’s a big thing here 
in New England. They love buy-
ing local stones. We have a 
lot of fabricators that are regu-
lars. Somebody comes into their 
shop and they say, “Look at this 
Verde Antique. It comes out of 
Vermont. It’s nearby.” People 
like it for that reason and the fab-
ricators like it also,” he says. “It’s 
a big, big thing.”

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 .

Site development photo from 1991 documents quarry access ramp.

http://usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=Vermont%20Verde%20Article%20in%20SRG
mailto:karinkirk%40gmail.com?subject=Vermont%20Verde%20Article%20in%20SRG
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(*) Pursuant to JIS Z 2801:2006 / ISO 22196, tests at more than 99.9% effective.

Continued from page 24

Neolith Sintered Stone ESSENTIAL Series 
Features Anti-Bacterial Properties

To maintain and reinforce its sus-
tainability commitment, Neolith® 
is presenting a new formula with 
up to 90% recycled material in the 
composition of some of the models 
in the ESSENTIALS series.

Hygiene 
Due to such built-in technical 

properties, as a near-zero porosity, 
not to mention the ease of clean-
ing and disinfection with regular 
household products, Neolith® is 
an ultra-hygienic and low-mainte-
nance surface, which is perfect for 
use in both private and professional 
kitchens.

With the ESSENTIALS series, 
Neolith® is going one step further 
by focusing on food hygiene and 
launching its NeolEAT technology. 
Along with adequate household 
hygiene on the material, this new 
technology helps mitigate the prolif-
eration of bacteria such as Listeria 
monocytogenes and Salmonella. 

According to a press release, 
NeolEAT  technology* has been 
incorporated in the four lines in the 
new series:  Shilin,  Wulong,  Met-
ropolitan, and Sofia Cuprum 2021. 

Excellence
Built into the Neolith® DNA, 

excellence highlights the brand’s 
commitment and demand to obtain 
the highest quality and achieve the 
most rigorous standards with which 
each surface is produced. Excellence 
can be seen in everything from the 
sourcing of raw materials, qual-
ity controls and the delicacy of its 
design to the carbon neutral environ-
ment in which it is manufactured.

The Neolith® ESSENTIALS series 
brings out the brand’s constant appe-
tite for innovation, making use of 
cutting-edge technology and pro-
cesses to achieve the best composi-
tion, quality and design results for 
surfaces. 

 
The All-New Models

Following a search for the essen-
tial elements that could provide 
visual harmony and functionality, 
Neolith® ESSENTIALS is now pre-
senting two new models inspired by 
limestone to design residential and 
commercial atmospheres that entice 

peace and quiet:  SHILIN: serene 
beauty and WULONG: elegant 
neutrality.

Inspired by the Chinese natu-
ral area Shilin Karst (the “Stone 
Forest”), Shilin has a light back-
ground and fine, granular details 
with a special texture that further 
enhances its natural qualities, much 
like limestone.

As a spiritual brother to Shilin, 
Wulong is a slightly darker surface 
with grey tones and granular detail-
ing which was inspired by one of 
China’s unique geological forma-
tions: the Wulong Karst.

Neolith® ESSENTIALS also 
reflects another of the latest trends 
in residential and commercial 
architecture and interior design: 
industrial minimalism — the idea 
that “less is more.” 

Neolith® is present in the North 
American market through an exten-
sive sales and distribution net-
work comprised of various partners 
located in more than 20 states. 
Several direct distribution ware-
houses are expected to open in dif-
ferent states throughout the country.

Visit  www.neolith.com/en for 
more information.

800-575-4401www.BBIndustriesLLC.com

ONE heavy-duty pneumatic
piston lowers large islands 
safely and smoothly onto 
cabinets. Installer controls 
lowering the stone with a 
simple mechanical air valve.

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! 

Can also be used in the shop turning island pieces 
180° to polish all four sides on straight line polishing 
machines. The loading brackets are collapsible for 360° 
installation on site and in the shop, helping you to roll 
tops from the street to the kitchen with ease.

Item# 
4051

For any size and height 
countertop or island installation. 

For more information, call or visit us online.

No hydraulics or 
electronics needed!

•Loading Capacity:  
1,100 lbs.

•Height Adjustment:  
From 34” to 42”

SCAN CODE TO SEE

EZ-Cart in action

BBIndustriesLLC.COM

•Weight: 
 190 lbs.

https://commitment.neolith.com/en/
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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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Call 1-800-575-4401 or Order Online  www.BBIndustriesLLC.com

*Freight charges may apply

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

Item# 12124

If You have a CNC 
Machine, You NEED 

One of These!With the new SPERONI ESSENTIA you 
can efficiently measure tools, easily and 
independently of the operator, achieving 
full machining productivity.

• Save Time Measuring CNC Tooling
• Get Accurate Measurements for Years with 
 Solid Iron Construction
• Get Deep Dive, Highly Precise Views of Your Tooling

The all new SPERONI STP ESSENTIA 
is our new entry-level Tool Presetting 
and Measuring system.

Robust, space-saving and long-lasting, ready 
to deliver quality results right beside your 
CNC machine.

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.

SEE THE

VIDEO

BBIndustriesLLC.com

LESS THAN

$1,255/MO

with our  

easy financing*

Cuts 45° 

Miters!

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

MADE IN THE USA

Distributed by:

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


