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HEN Jon Rathke showed 
up at Artistic Stone De-
sign in Richmond, Vir-
ginia, he did so in search 
of a white collar career 

change. He had absolutely no idea that 
he would be donning boots and apron to 
learn wet polishing—nor did he think 
the company would morph into a major 
stone repair business. 

At the time the then fledgling company had 
been on a roll since its conception around the 
millennium by its previous owner, a local 
builder who saw the need for a quality fab-
ricator. The Richmond area was in a hot and 
heavy building boom, and the stone trade was 
wide open.

“Artistic Stone Design was established in 
2000 by a good friend of mine, Tom Del 
Monaco,” explained Jon Rathke, Owner of 
Artistic Stone Design since 2010. “At that 
same time, I was getting tired of my desk job 
with John Deere and wanted to make a change 
in my career, and when I talked to Tom he 
said, ‘I’ve got a tiger by the tail, and I need 
some help!’ I then said I’m the guy for you, 
and in 2002, I came on board. When I first 
walked in the door Tom gave me an apron and 
boots and said, ‘Go ahead and practice polish-
ing that backsplash.’ It wasn’t my intention to 
wet polish granite back then, nor was it his, 
but it’s all part of the game, and it’s important 

to know what the guys in the shop do every 
day. Tom knew how important it was to have 
a fast turnaround of fabricated kitchens and 
vanities, and there weren’t very many fabrica-
tors in the Richmond area. Construction at the 
time was so brisk that people were coming in 
to Artistic Stone Design with checkbooks in 
hand saying, ‘I gotta have some granite, gotta, 
gotta—just get me some.’ It was almost like a 
drug back then. So we rode the construction 
wave from 2000 till 2007.”

That narrative of success continued, and the 
byproduct of the company’s main product: the 
turn-key installation of finely crafted granite 
countertops that also, according to Jon, contin-
ued to evolve. 

“So we had become well established with the 
area builders, who at that time were our core 
business. Most were smaller builders that did 
twelve to fifteen houses per year. At that same 

In This Issue
Our cover story presents the great people, 
splendid products and outstanding repair 
services offered by Artistic Stone Design.

We conclude the 2013 MIA Pinnacle awards 
with Part 2, pages 38-41, and see also 
the Migliore Award presented for lifetime 
contribution to the stone industry, page 36.

Our Profiles in Sculpture presents the work 
of Daniel Sinclair, pages 42-45.

Other features this issue include a special 
training soapbox from MIA president Tony 
Malisani, a report on the new Del Conca 
USA facility in Loudon, Tennessee, and the 
timeless allure of marble from Greece.

Continued on page 2

time, we were also supplying cabinet shops and 
had a pretty good retail business as well. One 
of the things that put us on the map with our 
retail business was dealing directly with our 
homeowners and doing turn-key installations. 

“We would essentially go into the clients’ 
home in the morning, take out their old tops, 
put in their new tops, mount the sink and 
range, and replace the dishwasher. We would 
then reattach the wires and finish by having a 
licensed plumber come in after lunch to hook-
up the plumbing. So the homeowner was down 
and back up the same day. They would have 
breakfast with their old countertops and dinner 
with their new ones. 

“People to this day really love that, because 
it is such a convenience and an incredible ser-
vice. A lot of companies install a kitchen over 
several days; we do it in one day, and that gets 
a lot of business for us.” 

Artistic Stone Design Rocks the 
Richmond, Virginia Market

This 3cm Copenhagen granite kitchen was 
“bought,” not “sold.” This distinction drives the 
company’s first claim to fame. Most of Artistic 
Stone Design’s installations are also completed 
in one day; the company’s second claim to fame. 
“When I’m at the client’s home, I spend fifty per-
cent of the time taking measurements, and the 
other fifty percent is talking to the client, and 
here again, setting those expectations while not 
selling,” explained ASD owner Jon Rathke.

According to Jon, the company does all of 
their own installations, and all fabrication is 
done in-house. Usually call backs, if any, hap-
pen within the first few months and not really 
that often. “We are not perfect by any means, 
nor is anyone else. Usually we can tie most 
of our callbacks to the cabinets, and not our 
installation. If it’s a seam that busts loose we 
probably won’t charge them, but if it’s a chip 
we will.” 

by Peter J. Marcucci
Photos Courtesy Artistic Stone Design
Additional Photos by Zack Smyser
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delivery trucks. Those trucks are also fitted 
with secure storage for sinks and tool boxes 
as well as voltage inverters that allow cutting 
and grinding without having to run extension 
cords from the home. Jon proudly noted that 
ninety percent of their work is merely measured 
and then drawn on paper, adding, that they do 
have a LT 55 laser templater, and use it for ten 
percent of their jobs which they then plot on 
plastic.

Drilling into the numbers, Artistic Stone 
Design sits on 1.2 acres with the all-under-
one-roof building’s footprint being a total of 
12,000 square feet. The shop encompasses 
9,000 square feet with the remaining 3,000 
square feet being office and showroom. The 24 
X 50 foot showroom features thought inspiring 
vignettes of granite, marble and soapstone 

The Facility – the Cornerstone  
of the Company

Jon referred to his shop as being analog. It 
consists of a Z. Bavelloni Sharp 500 bridge 
saw; two Thibaut radial arm machines used pri-
marily for sink cutouts, honing and texturing; 
and two hand-guided edge routers for profile 
work. The shop’s orderly design is engineered 
for easy maneuvering of both large and small 
slabs using two Gorbel overhead bridge cranes 
and either Woods or Manzelli vacuum lifters. 
A Water Treatment Technologies recycling 
system takes care of the slurry. According to 
Jon, slabs come in one door and make a loop 
during production. Finished products are then 
placed on any number of A-frames purchased 
from Braxton-Bragg. As needed, these frames 
are fork-lifted onto the company’s cab-over 

Above: Alberene Church Hill 
Reserve soapstone kitchen 
features a light colored rus-
tic backsplash created with a 
Tomahawk Stone Splitter sold 
by Braxton-Bragg. “We are 
lucky here in Virginia because 
we currently have the only 
functioning soapstone quarry 
in the country, about 80 miles 
from here.” 

Left: A glowing example of 
how 3/4 inch tempered glass 
with LED back lighting can 
adorn a cozy kitchen. 

as well as a wide selection of color samples. 
A wide range of kitchen sinks and vanity 
bowls are also on display. According to Jon, 
engineered stone such as Silestone, Cambria, 
Caesarstone and Zodiaq are normally ordered 
and shipped in as needed, while at any one time 
150-200 slabs of 3cm granite can be found in 
the outdoor slab yard. The company also cuts 
a lot of Alberene soapstone that’s quarried just 
80 miles away by new owner Polycor.

Quality Products
“We are a granite fabricator all-in-all, that’s 

where we cut our teeth,” Jon articulated. “I 
would say approximately seventy percent of 
what we cut is 3cm granite with a final thirty 
percent being engineered stone, marble or 
soapstone. This year there is definitely an 
uptick in exotics and that’s a good thing. Some 
of the bigger homes in our wealthier areas are 
using these exotics, and we are doing better and 
better with these materials. We are also doing 
more honed and textured surfaces with these 
higher end stones. 

   “We love to educate our clients about what 
is eventually going to happen with soapstone 
or marble if used in their kitchen and find out 
if they’re okay with that. If they’re not, then 
we tell them to look at something else. The 
same thing holds true for exotic granites and 
quartzites. Our sales people continually strive 
to give our clients the greatest service possible. 
We treat people like we would expect to be 
treated.” 

People – the Keystone of 
 Artistic Stone Design

Speaking of people, Artistic Stone Design has 
eleven employees total. All are cross trained and 
very flexible, and most have been with the com-

pany for many years. 
   “Our employees are by far the backbone of 
this company and have been key to our success. 
All of us have fun working here, and it’s not 
a burden—most times anyway. There are some 
tough days, but we try to have fun doing what 
we do because we spend so many hours doing 
it. There are four of us up front; two of them 
are sales people, then myself, and then Sharon 
Koehler who’s in charge of inside sales, social 
media, bookkeeping and coordinating our web-
site. Sharon, like all of our people, is a very 
valuable person. Our shop consists of three 
fabricators, two installers, one very dedicated 
repair technician, and is managed by Mike Sex-
ton, a veteran fabricator of twenty five years.”                    

A Thriving Repair Division
“There has always been a need for repairs in 

the stone business, but it’s been my experience 
that no one really embraced that need. Here, at 
one point, it was always left up to the installers, 
but they weren’t going to go out and do a repair 
until they were done with their installations. If 
they were busy the repair just got pushed back 
and pushed back again, sometimes to the point 
where it would take us three to four weeks to 
arrive at a client’s home.  Either way, no one 
wanted to do it or didn’t have the time to do 
it, and we didn’t take it seriously. At that time, 
to us, and frankly to most fabricators around 
the country, repairs were a pain in the neck but 
still necessary. So what I decided to do was 
first get a van and then fill it with everything 
we thought was necessary to do repairs: glues, 
shims, grinders, vacuum, cords, chemicals and 
anything to do face polishing. We also stocked 
it with items that we could sell such as sealers 
and maintenance products.”

Continued on page 4

Below & Inset: Craig and Jackson on 
the far left are discussing the day’s 
goals, while Tony removes an A-frame 
from the truck. Owner, Jon Rathke 
can be seen at far right, on his way 
through the shop to touch base with 
his crew. The organized and well-fit-
ted shop consists of a Z. Bavelloni 
Sharp 500 bridge saw; two Thibaut 
radial arm machines used primarily 
for sink cutouts, honing and texturing; 
and two hand-guided edge routers for 
profile work. Two Gorbel overhead 
bridge cranes and Woods and Man-
zelli vacuum lifters help stone safely 
move through the shop, and a Water 
Treatment Technologies recycling sys-
tem takes care of the slurry.

Photo by Zach Smyser
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Call 800-575-4401 Fax 800-915-5501 

Drills a Clean Hole, Every Time...

Viper® Side
Protection 

Dry Core Bit

• Diamond segments on side greatly reduce segment breaking
• Fast drilling  
• Long life
• Use wet or dry
• 2,000 to 4,000 RPM recommended for wet use
• 10,000 RPM recommended when using dry 
• Our testing proved over 60 holes done dry and more than
 100 holes done wet: average of 30 seconds per hole

Braxton-Bragg offers an exceptional line of quality, high  
performance core bits. Viper® Dry Core Bits are fast, long-lasting, 
and designed to handle the toughest coring applications quickly, 
efficiently, and economically.

Viper® Side Protection Dry Core Bits are very aggressive, high-
quality diamonds, in a wide range of applications. Our Diamond 
Core Bits are for use on granite, marble and quartz.

 Item # Description MSRP OUR Price 

 7563 Viper® SP Dry Core Bit, 1-3/8˝, 5/8˝ Threaded Arbor $77.95 $51.95 

YOU 

 SAVE

33%
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Artistic Stone Designs Rocks  the 
Richmond, Virginia Market

Jon continues, “We also installed an A-frame 
so one man could deliver and carry in a small 
vanity. The cool thing is, we’ve got a guy and 
that’s all he does, and when we get a call for 
maintenance or repairs, most of the time we 
are able to respond with a visit to the home 
within a week. What we do as far as appoint-
ments is block out an eight hour day into three 
segments. So normally there is plenty of time 
to do the rounds. The bread and butter of our 
repair business seems to be mostly chips, caulk 
and sealing. Those items are relatively easy to 
do, but when it comes to going into a home 
and polishing etched marble, that’s more time 
consuming, and a different story. 

“When finished, our repairman can then sug-
gest steps the homeowner can take to maintain 
his newly refinished stone. Typically there are 
two products that we can sell them: one is spray, 
with our label, that is applied like furniture pol-
ish. It goes on easily and renews the shine and 
makes the top shine like a new penny. It also 
contains a small amount of sealer that helps a 
little too. 

“For those clients that are a little more con-
cerned, especially about marble, we sell them 
a spray cleaner and an aerosol sealer. For 
homeowners that feel they can apply sealer on 
stone, we offer small cans of Pro Seal. So doing 
repairs in this way has taken a lot of pressure off 
our installers.” 

Artistic Stone Design: Success In 
Selling – Is Not Selling At All

“Our mission statement at Artistic Stone Design 
is ‘We help people love being at home,’ and we 
truly believe that. Our clients make memories 
making cookies on those granite countertops 

think, ‘If I can just get my price a little lower, I’ll 
get the job and everything will be fine.’ Well, 
that’s fine—except you’re leaving gross profit 
on the table when you walk out the door. We 
are a small company, and we cannot afford to 
sell low like those other guys. So we want to get 
people to buy from us, but for us there is no such 
thing as sell. You have to be different in this 
business—otherwise you’re just like everybody 
else. You have got to have a unique selling prop-
osition. Our job is a little fabrication, a whole lot 
of education and not selling.”

Extra Profit Centers,  
The Other Cornerstone

Another lucrative profit center that Artistic 
Stone Design has developed is working in 
conjunction with four area restoration com-
panies that repair water and fire damage, Jon 
explained. 

“You would be surprised to know how many 
leaky pipes there are in the world like the ice 

with their grandkids, or entertaining, or they just 
like coming home to a nice comfortable kitchen. 
A client may have beautiful cabinets, but good 
stonework makes them look a whole lot better. 
But we don’t sell here—we get people to buy, 
and embracing a concept like this is a really, 
really high hurdle for most to overcome. 

“A good example of this is when our sales-
man, Billy, goes out for an in-home quote. Billy 
will easily spend an hour and a half with a cli-
ent just talking about what her needs are and to 
try to understand, in detail, what their project 
is, and answer any questions they might have. 
That’s difficult as you might imagine. 

“Sometimes he’ll come back to the office and 
tell us that the last fabrication company that 
visited that homeowner showed up, stayed for 
twenty minutes, handed them a price quote, and 
then left. Fabrication companies like this are in a 
race to the bottom. If you think about it, it’s this 
guy’s price against mine, and the next two bid-
ders are against him; and then one of them may 

maker or dishwasher that leaked. So we will 
get calls from these contractors for, let’s say, 
an island with granite on it that needs to be 
removed. Typically the homeowners have tem-
porarily moved out, and we will store these tops 
in a garage or bedroom that is not being worked 
on. The contractor will remove the cabinets 
and subfloor, dry things out, and then re-install 
everything that was damaged. Then we will go 
back and replace the stone. According to the 
statistics, there is at least one leak on every city 
block at any given time, and on average we do 
this four times per week.

“Our other profit center is using our Tomahawk 
Stone Splitter purchased from Braxton-Bragg. 
We use it to make three quarter inch strips out 
of remnants. We call these strips SNS (Split 
Natural Stone), and we sell these strips as back-
splash. We pack them in boxes that hold three 
square feet and either sell them cash-and-carry 
or install them ourselves. The Tomahawk can 
do pavers and things like that, but we use it 
strictly for making these rustic backsplashes. 
That’s one way to make use of material that we 
would have otherwise thrown in the dumpster. 

“A week ago we installed a thirty-two square 
foot backsplash. It’s not a big part of our busi-
ness and all of these little things don’t make us a 
lot of money; but they do make money, and that 
helps us keep one person busy or helps us buy a 
month’s worth of health insurance.”

Left: A simple kitchen with a very dramatic coun-
tertop. 3cm Paradiso Silver granite was used to 
highlight this charming country kitchen. “We have 
a lot of designers we work with and that is part 
of our core business. We go after what I call ‘C’ 
customers. They are the smaller home builders that 
are probably a little higher end.”

Below: At any one time 150-200 slabs of 3cm ma-
terial can be found in the company’s slab yard. “I 
would say approximately seventy percent of what 
we cut is 3cm granite with the final thirty percent 
being engineered stone, marble or soapstone. This 
year there is definitely an uptick in exotics and 
that’s a good thing.”   

Continued from page 2

Continued on page 6

Left: Split natural stone (SNS) rustic backsplash 
built from 3/4-inch strips. Artistic Stone Design 
produces SNS strips using a Tomahawk Stone 
Splitter and their remnants, and pre-packages 
them for sale and to install, themselves.

Photo by Zach Smyser

Photo by Zach Smyser
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Some Guys Have All the Luck
Rockland, Massachusetts 
man busted for speeding 
through Hingham had a 
pretty good excuse when he 

was pulled over — he’d just won a big 
prize playing the lottery and was on his 
way to collect his cash.  

It turns out that that Thursday was 22-year-
old Scott Lowe’s lucky day in more ways than 
one. The officer who pulled him over issued a 

verbal warning instead of a ticket, and urged him 
to drive safely.

Lowe told the officer he was speeding because 
he had won $50,000 on a scratch-off ticket and 
was on his way to Massachusetts State Lottery 
headquarters in Braintree to collect his lottery 
winnings.

WCVB-TV reported that police said Lowe 
was shaking, and showed the officer his winning 
ticket. After the warning, Lowe went on his 
way– at the speed limit – and claimed his prize.
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The Future
“I do think the economy is picking up. A 

lot of builders that we haven’t done work for 
in several years are now busy and are again 
calling us. Just a few years ago, every kitchen 
we did was under fifty square feet. Now we are 
seeing eighty to a hundred and ten square foot 
kitchens, every day. Cabinet shops are busier 
too with more commercial work. Some of this 
is due to the shift in what the builders are doing. 
So I see slow controlled growth. I could easily 
go and get more equipment, hire more sales 
people and things like that and take business 
up a notch or two, but it’s not in our DNA to 
do that. There is a point where you get too big 
to be small, and are too small to be big, and 
that’s a horrible place to be. We then become 
what I don’t want to be, and that is one of those 
companies that a customer calls up, and goes 
through eight people before they can get an 
answer to their question. 

“I do think the next piece of equipment on my 
list will be a straight line edge polisher. It would 
improve our productions speed while also tak-
ing some of the monotony out of those tasks. 

“A key thing here is that it’s not bad to be a 
small company. I’ve seen articles that feature 
companies that have lots of saws and CNCs 
and 50,000 square foot buildings. They are 
factories. There is a whole other world out 
there of fabricators, like us, that are small. I 
also think that if you’re just cutting granite for 
kitchens you’re missing a lot of opportunities. 
The way I look at it—the more things you do, 
such as repairs or tile work—the better known 
you become and the more referrals you get. We 
are a strong referral-based company, and that’s 
how we got through the tough times over the 
last seven years.”

Artistic Stone Design has been awarded the 
Angie’s List Super Service award two years in 
a row and carries an A+ rating with the Better 

Business Bureau. Best of all, in 2013, 
Artistic Stone Design was voted “Best In 
Richmond” in 2 different categories. The 
company is also a dedicated member of the 
Marble Institute of America.

“But we don’t sell here –we get people 
to buy.” Interesting concept – don’t you 
think?

For more information about Artistic 
Stone Design please visit their website 
www.artisticstonerichmond.com.

Artistic Stone Designs Rocks  the 
Richmond, Virginia Market

Marketing 101–A Simple Approach 
 How Artistic Stone Design Does It Continued from page 4

Amber Pearl Icestone was specified for this bank teller station, one of many jobs to the credit of 
Artistic Stone Design. “Our type of commercial work is basically medical office buildings, reception 
desks and bank lobbies. We don’t do any hotels or apartments,” noted Owner Jon Rathke.

Meticulous attention to detail makes this 
showroom fireplace surround a showpiece, 
featuring Ambrosia White granite with Ab-
solute Black inner surround, hearth and 
accents. “The great thing about this busi-
ness is that we make everything in a house 
look good with our stonework,” said Jon.

RTISTIC Stone Design is a 
front-runner in the Rich-
mond, Virginia area mar-
ket in part because of its 

reputation, goodwill and ethics. But 
these three advantages are only just 
part of the successful equation; an 
organized marketing plan and image 
helps to spread the word about what 
sets them apart.

“We market for a few reasons,” explained 
Sharon Koehler, Head of Marketing for 
Artistic Stone Design. “Word of mouth is 
fantastic, and we love those referrals and 
look forward to them, but that doesn’t take 
care of all your business. You have to con-
tinually get your company name out there to 
let people know who you are, where you are, 
and what you do. So consequently, we have 
a series of roadside billboards that we’ve put 
up. We do that four or five times per year, 
usually in two different high traffic locations 
close to our shop. We also regularly adver-
tise in many local weekly shopper papers 
in our area like the Powhatan Shopper and 
the Goochland Shopper, and we have just 
placed an ad in the Angie’s List Richmond 
Edition for marble and granite repairs. In the 
past we’ve also done what’s called ‘Every 
Door Direct Mail’ (a large, colorful, two 
sided card loaded with marketing facts), 
mailed through the U.S. Post Office target-
ing areas you want them to be sent to. Lately 
we’ve been sending out what’s called ‘Flyer 
For Hire,’ where people go to houses and 
hand deliver our marketing materials into 
mailboxes.”

But, Sharon said, there’s one more import-
ant but much overlooked marketing tool: 

turning a name brand product, such as stone 
cleaner, into your store brand. Basically, it’s 
when you re-label an existing product or, 
better yet, when you order enough quantity 
of a product so that the maker or the distrib-
utor puts your company name on it, thereby 

creating your company’s private label. This 
makes good sense. Now, your established 
client, instead of looking for a past receipt 

or business card, can easily take out a pur-
chased can of your private label from their 
storage, and pass on your company name 
and phone number to a curious friend. A 
pretty slick and easy way to keep your 
company name front and center of your 
customers at all times, don’t you think? 

“Some clients may love what you’ve 
done for them in the past but may not 
remember your name or get it wrong,” 
noted Sharon. “So you want to keep 

your name in front of them 
whenever possible.”

So if sales could be better 
and you’re scratching your 
head wondering what you 
can do to change the equa-
tion, consider the innova-
tive marketing and brand-
ing tool that the folks from 
Artistic Stone Design use.  

Photo by Zach Smyser
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Buy from the #1 U.S. source for White Thassos since 1988! We produce 

the whitest Thassos available in slabs, 2cm, 3cm and tiles 12 x 12, 18 

x 18 and 24 x 24, with over 150,000 sq. feet in our Houston warehouse.

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

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

Call for more information
T. 713-521-1414
1-877-815-1414 (toll-free)
F. 713-521-2206

hope this edition of the 
Slippery rock finds you with 
good health and a plentiful 
workload. I am writing this ar-

ticle on a flight back from an MIA / Stone 
World Fabricators town hall education 
event in Edison, New Jersey. 

The companies in attendance indicated that 
they are looking forward to a great spring and 
summer after the long cold winter. This is a 
hopeful sentiment echoed around the country. 
As workflow increases, the demands for new 
employees will increase as well. Not all of the 
new hires will have experience in our industry 
and will require some “immersion” into the 
natural stone culture.

 
The MIA has prepared a package of resources 

for its members to use in the new hire training 
process. We have three separate tracks that 
should help you to get your new team members 
productive very quickly. Fabricators/installers, 
restoration, and sales associates will all benefit 
from the industry overview, safety training, 
glossary of terms, and topic specific CEU 
resources that are now bundled together for your 
convenience. It is our hope that this background 
will not only help these employees to hit the 
ground running and be productive immediately, 
but also to help them become familiar with the 
resources available to the members of the MIA.

Our website (marble-institute.com) is a portal 
to a wealth of business forms to the Dimensional 
Stone Design Manual (DSDM). For example, 
if you are looking for the proper methods for 
installing a slab shower, it is there. Forms that 
can be modified and used for everything from 
job descriptions, periodic employee reviews, to 
disciplinary action are also available. As one of 
our participants in New Jersey remarked, “I can 
save a lot of time by using these formats instead 
of developing my own.” The website can be 
accessed by anyone in your organization who 
has a password. This provides relevant topics 

Be Thinking About New Hires 
and Training Resources

and information to those team members that find 
they have a passion for natural stone and wish 
to increase their knowledge base and advance 
their career.

 What type of information will be found on the 
MIA website? All of the technical information 
has been reviewed by your peers in the indus-
try. It represents the efforts of many committee 
members and countless hours of the MIA staff 
over the last 70 years. The DSDM, the technical 
modules, bulletins, and safety resources are a 
definitive best practices reference from the most 
experienced people and companies in the indus-
try. The resources are under periodic review 
and represent the most up to date information 
available. This same process has been used to 
develop the CEUs and review all of the forms 
available in the MIA bookstore.

I believe that this is possibly the most 
underutilized member benefit and I encourage 
all of our members to take 5 minutes of your 
time to explore our website. You will be amazed 
by all of the resources at your fingertips. If 
you have any difficulties signing on or with 
the functionality of marble-institute.com please 
contact GpDistelhorst@marble-institute.com 
and we will resolve any access issues. As always 
I welcome your comments and feedback on the 
website or any other MIA activities. Please send 
them to miaexecbod@marble-institute.com

Tony Malisani
Guest Contributor

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Omni Cubed Pro Cart AT-2 and more
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CD Management Surface 
Specialist Inc. started out 
Solving Mickey Mouse prob-
lems — the important kind.        

Vince Vallone, who has owned the busi-
ness since 1972, is the inventor of a portable, 
self-contained soft blast machine that creates 
a no-slip surface on granite and marble and 
other surfaces without causing excessive and 
annoying dust.

“Our method of soft blasting is either done 
with templates with custom designs or solid 
etching,” Vallone said. “This creates a slip 
guard that is 400 percent safer than all stan-
dards.”

Slips and falls on wet surfaces are not triv-
ial concerns for operators of resorts or hotels,  
cruise ships, or even water attractions. It can 
cost up to thousands of dollars and major incon-
veniences to solve the problem of treacherous 
wet surfaces through traditional methods, but 
BCD offers an economical and less intrusive 
solution.

“Because our soft-blast process on flooring 
surfaces and bathtubs cleans and renews the 
finish, it saves the company from having to 
re-clean or replace them and leaves scratched, 
stained and weathered, old stone and tile sur-
faces looking refreshed and new,” Vallone said.

Based in St. Cloud, Florida, BCD primarily 
works with large hotel companies to provide 
100 percent safety for their bathrooms, but 
it also specializes in restoring slip guards in 
both the cruise line and theme park industries 
as well.

The Westin St. Francis hotel in San Francisco 
hired BCD Management Surface Specialist Inc. 
to treat cast iron bathtubs, Vallone said. “We 
soft-blasted the bottoms of 1,100 bathtubs in 
about three weeks with no downtime, and made 
the tubs like brand new on the bottom.”

Treating the bathtubs was far more cost 
economical than other alternatives, Vallone 
said.  “We saved them at least $3,500 a room in 
replacing the bathtub where you’ve got to take 
tiles out, walls out, and toilet out. By doing this 
quickly and easily, we’ve totally stopped their 
slips and falls 100 percent. This is what we do.”

Using the soft-blast technology saved the 
Westin St. Francis more than $6 million in tub 
replacement and downtime costs, Vallone said. 
His crews completed the project in just three 
weeks.

Vallone developed the soft-blast technology 
while working at Walt Disney World as well as 
on Disney cruise ships. 

“I was originally working at Disney as a 
glass etcher way back when,” Vallone said. “I 
noticed some rust on the side of a contemporary 
hotel. I was just visiting there, and I introduced 
myself to the engineer. I said I could blast that 
rust off the wall, and he says, ‘Did you ever do 
a bathtub?’”

A test run of the soft-blast machine — etch-
ing a Mickey Mouse into the bottom of a 
Disney hotel bathtub — proved successful, and 
Vallone found a niche for his business to fill.

In addition to its potential for cleaning, the 
soft-blast process paid dividends in risk man-
agement. “At Disney, they found out my pro-
cess was creating slip prevention to keep people 
from slipping and falling,” Vallone said. 

“After doing the Disney Hotel in Orlando, 
Florida, we branched out to many major hotels 
across the country,” he said. “We’ve saved 
them tons of money in tile and natural stone and 
bathtub replacement cost.”

The hotel work led to a relationship with 
a major bathtub manufacturer. “Back in the 
1990s, the Kohler company came down and 
wanted to know what it was we were doing 
that Disney was so excited over,” Vallone 
said. “They were impressed by my process and 
bought the process for their in-plant use.”

BCD Management Surface Specialist Inc. 
has worked with the biggest names in the travel 
industry including Hilton, Starwood, Marriott, 
Sea World, Disney, and Carnival Cruise lines. 

“I treated the Mickey pool for many years, 
keeping the children safe,” he said. “This grew 
to people at different cruise lines researching 
and finding me. There was a ship called The 
Splendor by Carnival. They had 36 percent 
slips and falls per cruise on the eating deck.

“The ship was in San Francisco in dry dock, 
and they flew me and my equipment out. We 
came up with a template of a wave, and they 
loved it. Since then there have been zero slips 
and falls.”

Slip Protection with Style: The Core of 
BCD Management Surface Specialist, Inc.

Joel Davis
Special Contributor

Continued on page 11

Photos courtesy of BCD Management

Vince Vallone, who has owned BCD 
Management Surface Specialist Inc. since 1972, 
is the inventor of a portable, self-contained soft 
blast machine that creates a no-slip surface on 
granite and marble and other surfaces without 
causing excessive and annoying dust.

One of Vince’s memorable jobs was for 
The Splendor, a Carnival cruise ship. 
They had 36 percent slips and falls per 
passenger, per cruise on the eating deck.
“The ship was in San Francisco in dry 
dock, and they flew me and my equip-
ment out. We came up with a template 
of a wave, and they loved it. Since then 
there have been zero slips and falls. Our 
method of soft blasting is either done with 
templates with custom designs or solid 
etching,” Vallone said. “This creates a 
slip guard that is 400 percent safer than 
all standards.”
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AMY Beshara of Marmi 
Natural Stone in Norcross, 
Georgia has been award-
ed the 2013 Natural Stone 

Craftsman of the Year Award by the 
Marble Institute of America (MIA).    

Beshara, a native of Alexandria, Egypt 
accepted the award at the annual MIA Awards 
Luncheon held during StonExpo/Marmomacc 
Americas 2014 in Las Vegas, Nevada.

Beshara’s first stop in the stone business was 
at the age of 21 as an apprentice to a family 
friend in the marble business in Alexandria, 
Egypt. Because of an inherent drive to under-
stand the intricacies of marble stone fabrication, 
he sought work in Italy, the epicenter of the 
stone industry. 

Armed with his apprenticeship and broad 
training in Italy, Samy became interested in all 
areas of the stone trade:  he bought blades, sold 
blades, designed and built his own equipment 
and fabricated a plethora of stone objects includ-
ing columns, fireplace surrounds, fountains, 
corbels, and even complete building façades.

Samy came to the United States in 2003 and 
settled in Michigan with his wife, Gehan, and 
their two daughters. He worked in a small stone 
shop for about a year. Having come from Egypt, 

Michigan weather was too harsh for Samy and 
his family. As Samy tells it: “The weather was 
too different for us. It was too cold.” So Samy 
connected with a family friend in Atlanta who 
planned to start a significant stone fabrication 
business. As a result, Samy moved to Atlanta, 
joined Marmi Natural Stone, and soon became a 
superstar craftsman.

“Samy is obsessed with quality,” said Magd 
Riad, president of Marmi Natural Stone, the 
U.S. Division of Marmomil, headquartered in 
Cairo, Egypt. “He wants to make a client happy 
and he wants the job to be perfect. And these are 
two very important qualities that Samy brings 
to Marmi Natural Stone. Samy is a real artist. 
He’s got a lot of passion and he’s brought a lot 

of artistry into countertops, fireplaces and other 
types of stone installations.”

Matthew Quinn, Principal with Design 
Galleria Kitchen and Bath Studio, who has 
worked with Samy on many projects, adds: 
“Samy’s confidence and solution-oriented 
mindset highlight the many attributes which 
make him valuable to our team and the interior 
designers, and homeowners with whom we 
work. I use Marmi Natural Stone consistently 
because of Samy and Marmi Natural Stone’s 
uncompromising standards of service, crafts-
manship and commitment to excellence.  

“In a field in which the attention to detail sets 
companies apart, Samy’s expertise and his dil-
igence in  double and triple checking his work 
exemplify his extraordinary level of commit-
ment to his trade.”

While Samy is thrilled with the Natural Stone 
Craftsman of the Year honors, there is still more 
great work to come in the future. As only Samy 
can say it: “This is not the end. I still have more 
to learn and more I’d like to learn. I know it will 
pay off.” Spoken like a true MIA Natural Stone 
Craftsman of the Year.

For more information on Samy Beshara or 
any of the other Pinnacle Award winners, visit 
www.marble-institute.com/awards.

 

Samy Beshara of Marmi Natural Stone 
Named MIA Natural Stone Craftsman of the Year

(L to R) 2013 MIA President Jonathan Zanger 
presents the Natural Stone Craftsman of the 
Year Award (pictured above) to Samy Beshara.

Call 800-575-4401

Makita®  4˝ Wet Polisher 
Variable Speed

• Five variable speeds 2,000 – 4,000 RPM (no load) 
• Built-in GFCI with reset and test buttons  
• Built-in water connections 
• Powerful 7.9 Amp motor  
• 5/8-11 spindle thread
• 5.1 lbs.
• 4˝ Hook & Loop Back-up Pad included
• 1-year limited manufacturer’s warranty

 Item # Description MSRP OUR Price
 9001 Makita® 4˝ Wet Polisher, PW5001C $568.00 $289.95 

 9376 Brush Set for Makita® PW5001C $18.60 $11.95 

Compare and SAVE!

OUR Price: $289.95!
Screen Capture, 4-10-2014 

GranQuartz Website

$4905

LESS
THAN 

GRANQUARTZ
Distributed By

FREE 

FREIGHT!
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HE Marble Institute 
of America (MIA) has 
released its 2013 Fabricator 
Benchmarking Survey, which 

was sponsored by Cosentino NA and 
KOHLER Co.            

The 2013 survey had a record number of 
participants due largely to wide spread industry 
support. Participation in the survey was avail-
able for free to all fabricators in North America 
and the resulting report allows fabrication com-
panies to compare their firm with firms of simi-
lar size. The MIA is using the data derived from 
the survey to create a one-of-a-kind web portal 
that contains statistical data, design trends, 
housing information, and more.

While the survey questions were posed to 
fabricators, the report offers relevant informa-
tion for suppliers and international companies 
seeking information about the North American 
market. The report also highlights key differ-
ences between fabricators operating manual 
versus automated production facilities.

Stephanie Guilfoyle, who facilitated the sur-
vey for the MIA, had this to say of the partic-
ipation, “I was truly amazed to see the variety 
within the stone industry… from small shops 
with 1 or 2 employees and no showroom, to 
larger operations with 80 employees and 10,000 
square foot showrooms! I’m excited for the 
upcoming 2014 survey with a few expanded 
questions to allow for further analysis about 
waste factor and salary comparisons.”

Chris Evans of Rock Solid Granite and Tile, 
Inc. found the survey results to be beneficial, 
“This information is very helpful and infor-
mative. I plan to make participation in the 
MIA financial benchmarking survey an annual 
priority.”

Jon Lancto of Surface Products in Cornelius, 
North Carolina added, “This survey helps us 
understand where we need to spend time and 
resources to increase profitability.”

“The number of participants was the best 

we’ve ever had,” said Mike Loflin, MIA 
Industry Research and Information Manager. 
“From the data they supplied, we were able to 
develop the charts and graphs in the Executive 
Summary available on our newly revised 
Stone Industry Statistical Data web page at 
www.marble-institute.com/data.”

The results of this study, along with several 
other key industry trends/reports, are posted by 
the MIA’s Industry Research and Information 
Department on the MIA’s online industry sta-
tistics web portal. To learn more about upcom-
ing studies, visit the MIA web site.

About the Marble Institute of America
Headquartered in Cleveland, Ohio, the 

Marble Institute of America (MIA) has served 
as the authoritative source of information on 
standards of natural stone workmanship and 
practice and the application of natural stone 
products for 70 years.

Membership in the association is worldwide 
and includes over 1,600 natural stone produc-
ers, exporters/importers, distributors/wholesal-
ers, fabricators, finishers, installers, and indus-
try suppliers committed to the highest standards 
of workmanship and ethics.

MIA offers an industry accreditation program 
for fabricators and installers, markets a range of 
technical publications and consumer pamphlets 
on natural stone, sponsors business and techni-
cal meetings and seminars on industry-related 
topics, provides educational programming for 
architects and construction specification pro-
fessionals, and conducts the annual Pinnacle 
Awards competitions recognizing outstanding 
natural stone projects worldwide.

MIA is also a leading promoter of stone usage 
in the commercial and residential marketplaces, 
producing consumer education materials on 
the use of natural stone and its proper care and 
maintenance. More information can be found 
on the association’s website: http://www.mar-
ble-institute.com.

MIA Releases  
2013 Fabrication 

Benchmarking Survey

Wake Up and Smell the Bacon
ANT to wake up to the 
sound of bacon sizzling on 
the stove with its aroma 
drawing you out of bed?

  
There’s an app for that.
Oscar Mayer says it has created a 

bacon-scented app for the iPhone, developed 
by the Madison-based company’s Institute 
for the Advancement of Bacon.

The company says that to emit a small 
puff reminiscent of bacon, the user needs an 

external device that plugs into the headphone 
jack. The app itself produces the sound of 
bacon sizzling in a pan.

Oscar Mayer says the aroma-producing 
device won’t be sold in stores and that quan-
tities are limited. The company started giving 
away 4,700 devices Thursday, March 6.

Oscar Mayer is part of Kraft Foods Group 
Inc., based in Glenview, Illinois.

Online Source:
www.wakeupandsmellthebacon.comCall 800-575-4401
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Includes:
• One Pair Main Flat Nano 
 Filters  
• Fleece Nano Filter Bag
• Disposal Bag  
• 1-3/8” x 16’ 
  Anti-Static Hose
• Crevice Nozzle  
• Cuff Adapter

Makita® Xtract 
12 Gallon Wet/Dry Shop Vac

 Item # Description MSRP OUR Price 
 5146 Makita® Xtract VC4710 12 Gallon Wet/Dry Vacuum $799.95 $699.95

• Powerful 12 AMP motor 
generates 135 CFM of suction 
power and 92” of water lift to 
take on the most challenging 
applications

• Motor chamber constructed of 
quality sound-absorbing materials 
resulting in a quiet operating sound 
level of 59 dB(A)

• Utilizes precision lightweight 
motor components and efficient 
air ducting to produce a vacuum 
weight of only 27 lbs.

• Automatic Filter Cleaning System 
with blow-back feature is timed 
at set intervals to maintain filter 
performance for longer filter life

• ETL certified to ANSI 1017 
standard for vacuums with onboard 
power outlet

• Efficient main nano filter set 
(captures 99.95% particles 2 
microns and larger) 

• Variable speed control dial for a  
variety of applications

FREE 

FREIGHT

ALL 50 STATES & 

 PUERTO RICO

SAVE
$100!

NEW!NEW!
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BCD has its creative aspects, too. At one 
location, Vallone and company built a tree 
sculpture with stone and metal. “We got granite 
and stacked it up and into the shape of a palm 
tree,” he said. “Then we ground it down. I am 
a copper sculptor as a hobby, and I put copper 
leaves on it. It’s kind of crafty and unusual. We 
do that as fun.”

Still, the main niche for BCD is helping 
businesses eliminate safety risks. “Our primary 
business is going to an existing hotel or office 
building, medical building, a hospital or retire-
ment home, and we’re asked to soft-blast the 
entranceway where it gets wet,” Vallone said.

The soft-blasting process is fast and effective, 
he said. “In wet conditions it really grips you. It 
has a very smooth emery-board-like finish that 
is very easily cleaned. We do up to 800-square 
feet with one machine. The dust is limited to 
practically nothing.

“We recently did some thresholds in mer-
chandising shops that were open for business,” 
he said. “Mess, noise and dust clouds were 
unacceptable. Sand blasting was out of the 
question, and could never create a smooth, even 
finish like our method.”

Soft-blasting is far more durable than the 
alternatives, Vallone said. “This process never 
goes away. There are other methods of slip 
prevention that we’ve heard of and seen and 
tried, but they just don’t work. It doesn’t last 
very long. The maintenance upkeep on the pol-
ishing and the different materials they use just 

doesn’t work.”
One of the most convenient aspects to using 

soft-blast technology is that surfaces can be 
treated without worrying about having to limit 
access to the rooms or areas. “Instead of closing 
down to tear up and install non-slip tile, they 
can continue operating with no interruptions or 
disturbances to their guests,” Vallone said. “We 
have done many different scenarios like entry-
ways to shopping centers, hospitals, hotel baths 
and flooring, water park walkways, and docks.”

BCD depends on word-of-mouth and educat-
ing customers to promote itself. “A lot of people 
just don’t know about us,” Vallone said. “We 
have to tell them who we are and what we do.”

In the end, BCD is very accomplished at 
addressing a low-visibility need that has the 
potential for major impact on a company’s 
bottom line.

“We would love to hear from people who have 
a problem with slipping and falling,” Vallone 
said. “We’re the problem solver.”

For more information, visit the BCD website 
at http://www.slipprevention.com, call toll-free 
(800) 585-2325 or email vincebcd@aol.com .

Slip Protection with Style: 
The Core of BCD Management

Continued from page 8

A sample soft-blast bathtub, about one-half completed. “We do this for the managers as a sample to 
show the difference, not only to show how clean and sanitized it looks, but the kicker is the bottom 
is now 400% above all A.S.T.M. and ADA, and OSHA standards and never goes away. We do this 
portably with our blast vac machines I invented, as with the perfect amount of pressure and the 
perfect amount of vacuum with our special blasting materials makes for a perfect smooth safe finish. 
We do each bathtub in about 10 minuets, only to hotels 300 rooms and up. We just completed the 
St. Francis Hotel Westin in San Francisco, California, and saved them millions in replacement for 
a fraction of the cost.”

Vince’s artistic side: The palm tree base is made of laminated pieces of tumbled marble epoxied 
together and than shaped to the curving tree base. A topper of hand-cut copper was created for the 
palm tree fronds, then welded together. “It’s kind of crafty and unusual. We do that as fun.”

“We carve and blast custom designs onto marble and granite for our clients. We mask with rubber 
and then hand-cut the design and blast the material. This can be done on site in hotels or a home, 
with no mess,” says BCD Management Surface Specialist owner Vince Vallone.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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BETTER PRODUCTS!  FASTER SERVICE! 
CHEAPER PRICES!

800-575-4401

Save BIG On  
This Cup Wheel!

Scorpion™ Turbo-Type Cup Wheels for granite are 
balanced at the factory to reduce bounce and chatter!

Scorpion™ Turbo Cup Wheels are available in 3 grits 
to fit your application: use the coarse grit cup wheel 
for heavy, aggressive stock removal; medium grit 
for final shaping; and fine grit for soft material or for 
getting close to layout lines without fear of chipping 
the edge.

YOU
SAVE

33 %

™

 Item # Description MSRP OUR Price

 19661 Scorpion™ Turbo Diamond Cup Wheel, 4˝, Coarse, 5/8-11 Threaded $74.95  $49.95 

 19662 Scorpion™ Turbo Diamond Cup Wheel, 4˝, Medium, 5/8-11 Threaded $74.95  $49.95

 19663 Scorpion™ Turbo Diamond Cup Wheel, 4˝, Fine, 5/8-11 Threaded $74.95  $49.95

Remember,
any order placed before

5:45pm EST 
gets shipped out 

same-day!

HE National Kitchen 
& Bath Association 
(NKBA) is proud to 
announce the release 

of Kitchen & Bath Design 
Presentation: Drawing, Plans, 
Digital Rendering, 2nd Edition 
(March 2014; $85.00).         

Published by John Wiley & Sons, 
this thoroughly revised volume 
describes, and provides examples of 
the most common project documents 
and their preparation methods. This 
essential reference features color 
illustrations and clear information on 
how to create designs that fully com-
ply with the NKBA’s Graphics and 
Presentation Standards.  

For any kitchen or bath project to be 
a success, much of the work is done 
long before the first tile is put in place. 
The planning and presentation of the 
project to both the client and tradespeople not 
only helps them visualize their newly proposed 
design space, but the documents also guide 
professionals through the installation and com-
pletion of all work. The standards in the design 
industry are to ensure a clear understanding of 
the components found on each type of drawing 
and to pave the way to project success. 

Contractors, plumbers, electricians and oth-
ers use these drawings for the completion of 
a design project. Product suppliers may also 
rely on these drawings for submitting bids and 
ordering products.

In Kitchen & Bath Design Presentation, 
Second Edition, both students and professionals 
will learn about the standards for kitchen and 
bath drawings along with the NKBA forms that 
will assist them with their designs and project 
completion. Content includes:

• Measuring the design space
• Tools and techniques of hand drafting
• Drafting conventions: line types, symbols  

  and techniques
• NKBA floor plan: drafting and 
 dimensioning the plan
• NKBA drawings in a set of plans
• Using the computer to design kitchens 
 and baths
• Graphics and Presentations Standards
• Sample kitchen and bathroom project 
 documents
The successful kitchen and bath designer 

needs to produce professionally drafted draw-
ings in accordance with the NKBA Graphics 
and Presentation Standards. The standards 
found throughout this book will guide a design-
er through the process of meeting a client’s 
wants and needs while creating a functional, 
well-designed space.

Sure to be the standard reference on the 

subject for students, professionals and anyone 
interested in the proper design of kitchens and 
baths, this new release is available for purchase 
online at www.NKBA.org, www.wiley.com, 
and retailers nationwide. 

About the Authors
Margaret Krohn, CKD, ASID, is the Program 

Coordinator of the Kitchen and Bath Design 
certificate program at Century College. She has 
a combined total of over 16 years of teaching in 
interior design and kitchen and bath design, and 
she has worked in the commercial and residen-
tial design field. 

David Newton’s introduction to the kitchen 
and bath industry came in 1970, managing 
a building products distributor. In 1986, he 
became the director of training for the National 
Kitchen and Bath Association (NKBA), teach-
ing the three-day Kitchen Specialist Training 
School and teaching the Bath Design course. 
David left the NKBA in 1989 to begin David 
Newton and Associates, but continued to teach 
and develop NKBA training programs.
For more information on NKBA, visit their 
website www.NKBA.org .

The NKBA Announces the 
Release of the 2nd Edition 

Kitchen & Bath Design Book

This essential reference features color illustra-
tions and clear information on how to create 
designs that comply with the NKBA’s Graphics 
and Presentation Standards. The standards 
in the design industry are to ensure a clear 
understanding of the components found on 
each type of drawing and to pave the way to 
project success.

Shop www.braxton-bragg.com for Stone Pro Carry Clamps Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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B E T T E R  P R O D U C T S !  F A S T E R  S E R V I C E !  C H E A P E R  P R I C E S !

Call 800-575-4401 Fax 800-915-5501 

The Swiss Army Knife Approach
The Fab King combines the functions of a router, a drill press, an in-line back splash 
polishing machine, top polisher, and a radial arm sink cut out machine in one. 

Real-World Designed 
Nobody knows a machine like a repairman.  The designer of this machine has more 
than 20 years’ experience in the stone industry.  Much of that time was spent trouble 
shooting and repairing stone equipment. 220 volt, single phase power and off the 
shelf components guarantee maximum uptime.

Strong Backbone
Unlike other radial arm machines, the solid frame will not flex when the motor is under 
load. Edge profiling requires a solid structure and the Fab King delivers it with 4” indus-
trial strength steel square tubing.   

Full-Size Bed 
Unlike smaller solutions, the Fab King fabrication bed offers a full 114” of linear travel 
and 30” of gantry travel.

Sink Cut-Outs in 6 Minutes!
The Fab King can cut out any sink shape using a template (which means no mistakes 
and precise dimensions) in as little as 8 minutes.

Save Your Core Bits!
It will drill holes in seconds without wobble and more than triple the life of your core 
bits.

Offer the Latest “Leather” Surface
Without Spending Big Money

No need to inventory special slabs, with Viper® Diamond Antiquing Brushes you can 
offer the latest finishes without the wait and expense of specials orders.

Profile Without Tears!
Unlike radial arm machines which can deflect 3/16” when fully extended and 
prevent true edge polishing, the Fab King cantilevered frame design presents a 
square and true tooling surface. You can use all of your favorite router bits. No need 
for a Plexiglass scratch guard.

A Back Splash Machine for Free!
A bonus application is that this is the easiest back splash polishing system yet 
developed.  The travel head runs true horizontal to insure a flat edge polish. You can 
use the 3-Step Viper® Pad to obtain the fastest finish yet. 
 

Quick Set-Up
If it’s delivered in the morning, you’ll be producing countertops by lunch. Unlike CNC 
machines, you don’t need long training programs and you won’t waste stone trying 
to figure out how it works.

Item # Description Great LOW Price
14141 Fab King Work Center  19,900.00

  F.O.B. Knoxville, TN • Includes $1,000 of FREE tools

Call for Equipment Financing Options

MADE IN THE USA

The Fab King cuts sink holes, profiles edges, drills holes, 
polishes backsplashes, and antiques surfaces 

for less than $20,000!
• 220 Volt single phase   – works in any shop!
• 114˝ travel, 30˝ travel, and 8˝ travel
• Dust free operation keeps your shop clean
• Heavier gauge steel than competition
• Precision control raise/lower 
 with friction brake for easy operation
• 3 point adjustable work surface
• Installs in minutes – no wasted set-up time
• Full 1-year manufacturer’s warranty
• Made in the USAINCLUDES

$1,000
OF FREE

TOOLING!

CALL NOW!

http://www.
braxton-bragg.
com/FabKing

www.rye-corp.com

We are so confident of our quality that
we offer a 30-day, risk-free, money-back 

guarantee for our entire product offering. 
If you are not satisfied with your 

purchase, simply return it for a prompt
and courteous refund.

Our Quality Guarantee

INCLUDES

FREE
TRAINING!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Fab King Work Center

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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HE International Surface 
Event (TISE) recognized 12 
leading companies with the 
prestigious “Best of Show” 

awards held January 27-30 at Mandalay 
Bay Convention Center in Las Vegas.         

Participating exhibitors competed for the 
top honor in eight categories: Booth Design 
(1200 sq.ft. or less/1201 sq.ft. or more), Booth 
Design (400 sq.ft. or less/401 sq.ft. or more), 
Innovation, Style & Design, Sustainability, 
Technology and Best New Product.  

“The Best of Show awards recognizes com-
panies that are at the forefront of introduc-
ing new products, tools and technologies and 
demonstrate cutting-edge designs that continue 
to enhance the industry,” said Dana Teague, 
Vice President, Hanley Wood Exhibitions.  
“The companies that received awards at TISE 
2014 were very deserving of this industry rec-
ognition.”  

Best of SURFACES
The Best of SURFACES awards were pre-

sented in the following categories: Booth 
Design (1200 sq. ft. or less/1201 sq.ft. or more) 
Innovation, Style & Design, Sustainability and 

Technology.  A panel of judges comprised of 
industry experts were tasked with reviewing 
more than 50 submissions and selecting one 
winner in each category.

The winners for Best of SURFACES 2014 
were: 

• Booth Design (1200 sq.ft. or less) – 
  Horizon Floors

• Booth Design (1201 sq.ft. or more) – 
  Mannington  
• Innovation – Armstrong for Architectural 
  Remnants
• Style & Design – US Floors for Core
  TEC Plus 
• Sustainability – Mohawk for Everstrand 
  Soft Appeal
• Technology – Schluter Systems for 
  Ditra-Heat

“We are pleased to recognize the products 
that reflect best-in-class illustrations of design, 
innovation, technology, sustainability and booth 
design on the SURFACES show floor,” said 
Steven Feldman, publisher of Floor Covering 
News and sponsor of the Best of SURFACES 
awards. “Now in its third year, this competi-
tion has become the benchmark by which new 
products and booth designs are judged. I’d like 
to personally thank all the industry experts who 
participated in the Best of SURFACES judging, 
both in the preliminary round and on-site at the 
event.”   

Best of StonExpo/Marmomacc Americas
The Best of StonExpo/Marmomacc Americas 

awards were presented in four categories: Booth 
Design (400 sq.ft. or less), Booth Design (401 
sq.ft. or more), Innovation and Technology.

The winners for Best of StonExpo were: 

• Booth Design (400 sq. ft. or less) – 
  Omni Cubed
• Booth Design (401 sq. ft. or more) – 
  Miles Supply Co.
• Innovation – MStone Stone & Tile 
  for Historical Floors
• Technology – Omni Cubed for the 
  Pro-Dolly HD2

“We are honored to sponsor the Best of 
StonExpo / Marmomacc Americas awards to 
recognize companies for outstanding innova-
tion,” said Alex Bachrach, publisher of Stone 
World magazine.  There was a lot of enthu-

siasm from the judges on the number of con-
tenders in each category.  The competition was 
tough as there were many deserving companies 
at this year’s show.”  

“We couldn’t be happier with the outcome 
of our 2014 “Best of Show” awards,” reported 
Teague. “We look forward to continued growth 
of this program as these awards add abundant 
value to the show and exhibitors’ experience.”

Best of New Product Marketplace
Thousands of new product introductions and 

technologies are unveiled for the first time each 
January at TISE. Attendees had the opportunity 
to vote for their favorite new product featured 
in the New Product Marketplace by texting 
their votes from the show floor. The companies 
receiving the most votes for Best New Product 
SURFACES and Best New Product StonExpo/
Marmomacc Americas were:

Best New Product of SURFACES 2014:  
900XT Pro Tile Saw by Q.E.P. Co., Inc.

The 900XT Pro Tile Saw features a powerful 
2.25 HP, 15 amp motor that easily cuts through 
ceramic tile, porcelain and stone. This saw has a 
large cutting capacity to perform rip cuts on 24 
inch tiles, diagonal cuts on 18 inch tiles, as well 
as having the ability to cut large tile or pavers 
up to 3-3/4˝ inch thick.

Best New Product of StonExpo/Marmomacc 
Americas 2014:  The Leatherhead by Blick 
Industries

The Leatherhead allows fabricators to use 
a CNC router, CNC bridge saw or manual 
machine to brush, hone or surface polish stone. 
It comes with Frankfurt shoes and a unique set 
of snail lock adapters that allow utilization of 
four, five or six inch snail locking brushes and 
parts.

For more information on the products honored 
with the Best of SURFACES, Best of StonExpo/
Marmomacc Americas or the New Product 
Marketplace, visit www.SURFACES.com or 
www.StonExpo.com. 

The International Surface Event East (TISE 
East) will be held October 19-22, 2014 at 
the Miami Beach Convention Center, Miami 
Beach, FL. 

TISE 2015 will be held January 20-23 at the 
Mandalay Bay Convention Center, Las Vegas, 
NV in conjunction with Design & Construction 
Week.  

Design & Construction Week 2015 will show-
case the largest collection of building & design 
product ever assembled in one place at one 
time.  Participants include TISE, International 
Builder Show (IBS), Kitchen & Bath Industry 
Show (KBIS) and Las Vegas Market. 

For more information on The International 
Surface Event, visit www.SURFACES.com or 
call 800-547-3477 or 972-536-6400.

Hanley Wood Exhibitions Announces “Best of Show” Award 
Recipients at The International Surface Event 2014

Pro-Dolly™HD2 award-winning carrying handle.

The Omni Cubed 
Pro-Dolly™HD2 
accommodates 
tops up to 5˝ 
thick (large 
clamp opening).

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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B E T T E R  P R O D U C T S !  F A S T E R  S E R V I C E !  C H E A P E R  P R I C E S !

Call 800-575-4401 Fax 800-915-5501 

NEW! Viper® CNC Tooling

Braxton-Bragg now offers superb quality CNC Tooling in the most 
popular profiles!

Viper® CNC Tooling is the only CNC tooling system featuring a 6mm 
layer of diamonds on each profile wheel, including the polishing steps, 
ensuring the longest tool life in the industry.

The Viper® CNC Tooling system features seven steps - 5 metal 

and 2 ceramic polishing steps. This allows you to complete the job 
faster than any other CNC system in the stone industry. All of our 
CNC tooling is accompanied by data sheets with complete set-up 
information including pre-calibrated setting parameters, detailed 
operating information, and maintenance instructions.

All tools are carefully balanced and inspected by strict quality control 
standards. All CNC profiles are produced with a standard 35mm bore.

* Seven step system

* 6mm thick layered diamond technology

* Longest life of any CNC tooling

* High speed tooling

* All profile wheels are balanced & carefully inspected

* Standard 35mm bore

ALL VIPER® CNC

FREE NEXT DAY 

DELIVERY!

In stock with FREE next day delivery!

If you are tired of paying INFLATED PRICES for CNC Tooling, call Daryl Sims 
at 877-493-0394 to learn how you can save money on CNC Tooling.

 Segmented Pos. 1 $356.95 $407.95 $459.95 $392.95 $473.95 $401.95

 Sintered Pos. 2 $347.95 $386.95 $500.95 $392.95 $515.95 $383.95

 Sintered Pos. 3 $347.95 $386.95 $500.95 $392.95 $515.95 $383.95

 Sintered Pos. 4 $347.95 $386.95 $500.95 $392.95 $515.95 $383.95

  Pos. 5 $149.95 $149.95 $197.95 $145.95 $164.95 $172.95

 Ceramic Pos. 6 $149.95 $149.95 $197.95 $145.95 $164.95 $172.95

 Ceramic Pos. 7 $149.95 $149.95 $197.95 $145.95 $164.95 $172.95

   $1,850.65 $2,018.65 $2,556.65 $2,009.65 $2,516.65 $2,072.65
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper CNC Tooling
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Want Accountability? 
Look in the Mirror First!

But this gets at the root of the issue. Many 
leaders are not prepared to hear the feedback. 
This is the most confounding aspect from a 
coaching point of view because a vital part of 
leadership is ongoing learning and develop-
ment. We can’t get better at what we are doing 
if we don’t hear about our blind spots and over-
sights. Interestingly enough, when I hear of an 
accountability issue among personnel, there is 
usually an underlying issue with ongoing con-
flict. The two go hand in hand as the inability to 
have a healthy exchange of feedback between 
people leads to unmet needs and frustration – 
ergo, conflict!

The promise in this, however, is when you 
begin to address one, you can’t help but address 

theme that seems to be sur-
facing with increasing reg-
ularity is that of account-
ability, or lack thereof, in 

organizations.               

I wrote about this subject in last July’s 
Slippery Rock Gazette (Accountability Begins 
With Culture) from a broad point of view of 
where accountability comes from at an organi-
zational level. Given the relevance of the topic 
these days, I’m going to take another swipe at 
it from a more individual level. 

Formalities and process aside, when you get 
right down to it, accountability is a difficult 
state to achieve. The reasons are many, how-
ever the most prevalent cause is the inability 
for many leaders to hear what they don’t want 
to hear. Ironically, this often times includes the 
very thing they are railing about – the lack of 
accountability! This is not surprising though, 
because in a relational sense with employees, 
accountability is a circular reference. You can-
not expect it in someone else without offering 
it. Thus, before one can do anything about 
accountability with others, one must look first 
in the mirror and ask the question, “how am 
I contributing to the lack of accountability on 
my team?”

the other. In other words, if you truly desire 
accountability among your team and you open 
yourself to feedback, you have also taken a key 
step in managing conflict in a healthy way. All 
of this falls into the realm of what I call high 
performance conversations. Accountability is a 
result, not an objective, hence the focus needs 
to be on the conversations. Admittedly, this 
doesn’t make it any easier for many, so the 
following is a framework you can use to begin 
having effective high-performance conversa-
tions with your team:

1. Create an atmosphere of trust – The 
first thing to reconcile is whether trust exists 
among the team. You can’t expect people 
to get to accountability without it. The best 
way to assess trust is through a third party 
survey. There are many ways to accomplish 
this depending on the resources in your area. 
Many HR outsourcing firms will offer this as a 
service. If you find there is a trust gap, then you 
must repair that first (trust is a separate topic 
that I will cover in a future article).

2. Decide you are willing to hear the feed-
back – It may sound simple but it is not easy to 
do. If you are truly willing, then you will com-
mit to hearing what you may not want to hear.

3. Ensure the integrity in the process – 
Reassure everyone involved that the feedback 

will be listened to and there will not be reper-
cussions. This gets back to the trust issue, but 
it is vitally important to the process to ensure 
there is integrity in it.

4. Offer feedback – Integrity in the process 
also means there is quid-pro-quo. Not to get 
back at someone, or a tit-for-tat, but offering 
true performance feedback whether it be posi-
tive, critical or somewhere in between.

5. Lastly, ask for help – If this is new to you, 
then get someone involved who can help men-
tor the process. Executive coaches, business 
consultants and HR professionals can be good 
resources for facilitating these conversations. 
However you find it, get help to make sure you 
have a productive start.

As with many things in business these days, 
what got us here isn’t going to get us there. If 
accountability is lacking, take a hard look in the 
mirror and commit to doing something different 
to change the outcome.

Rick Thomas is a Principal and Director of 
Human Capital at Pilot Wealth Management, a 
registered investment advisor in Oregon state. 
Leading their focus on the human component 
of building wealth, he consults and speaks to 
organizations across the country, focusing on 
individual and organizational achievement.

Richard Pierce Thomas
Leadership and Small Business Consultant

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

Bullet Proof ® Apron DELUXE

NEW

DESIGN!

Now Available from

TONE Forensics announced 
today that it will be con-
ducting its popular Certified 
Stone Inspector training in 

July, 2014, In Melbourne, Florida.          

The certification program is being offered in 
Melbourne, Florida for the first time. Training 
will be held July 14-17, 2014.

The program is designed to teach the basics 
of inspecting stone and tile installations. 
According to Dr. Fred Hueston who will be 
conducting the training, “The amount of fail-
ures, poor installations and other issues with 
stone and tile flooring are on the rise. There 
are only a few qualified inspectors in the US 
and there are unfortunately few quality training 
opportunities in this discipline.  

“It is also a very lucrative service with 
inspection starting at $1,500 and an average of 
$200 per hour for expert witness services.”

The Stone Inspectors program is a full 4 days 
with the certification test on the last day. The 
program is only offered once per year in Florida 
and the class size is limited. The cost of the 
class is $2,500 per person. 

The following is what will be covered in the 
comprehensive class:

• The geology of stone
• Understanding the structure of 
 different kinds of stone and materials
• Identification of stone and tile types
• Quarry techniques that affect 
 the final product
• Production of tile and slabs
• Fabrication and installation requirements
• Physical and chemical testing
• Stone and tile forensic investigation
• Diagnosis of problems
• Stone and tile restoration
• Repair and replacement
• Stain removal
• Troubleshooting
• Report writing
• Expert witness testimony
• Slip resistance
• Laboratory testing

 For further information and to register, visit 
www.stoneforensics.com or contact Dr. Fred at 
321-514-6845.

Stone Forensics to Offer 
Stone Inspectors Training 

Program in Florida

Shop www.braxton-bragg.com for New Bullet Proof Apron Deluxe Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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EL Conca USA, a ceramic tile 
manufacturer, has brought 
the latest Italian tile pro-
duction technology to rural 

East Tennessee and the United States.        

The company celebrated the opening of 
its new $50-million facility in the Sugarlimb 
Industrial Park in the city of Loudon on March 
26 — exactly one year after breaking ground 
on the site. 

“This has been a challenge,” said Paolo 
Mularoni, president of Del Conca USA. “It has 
been a very tough and intense year, but we are 
very happy and proud of the result. Not just 
because it was done quickly but because we feel 
that the moment is right for this market of porce-
lain tile that is expanding in the U.S.” 

Operations at the 323,000 square foot facility 
began early this year. Plans call for factory 
production to be ramped up to around the clock. 
Currently two presses are in operation while 
plans call for more capacity to be added in Phase 
Two. The company forecasts the production of 
30 million sq. ft. of tile per year in Phase One.

“Having a domestic product allows us to 
increase our market penetration, the ability to be 
more cost-competitive, and to be able to respond 
in a quicker and more flexible way to the needs 
of the many U.S. customers we are fortunate to 
already have,” Mularoni said in a press release 
marking the start of production at the plant.

“This plant is really state-of-the art,” he said. 
“We’ve used the best available technology in 
the industry, which is all-Italian machinery, 
Italian technology, and Italian know-how.”

The manufacturing of ceramic tile at the facil-
ity begins with stockpiles of the main ingredi-
ents: sand, clay, and feldspar, which is sourced 
locally and from North Carolina.

The raw materials are crushed to compose a 
slurry, which is delivered through a pipe sys-
tem to the spray dryer, and then to the pressing 
room where the complex automated production 
system begins. 

The largest format of tile currently produced 
at the plant is 60 cm x 60 cm. During the stamp-
ing process, up to five designs or textures are 
applied during a single run in order to create a 
more natural, varied look.

Stamping and decoration are digitally con-
trolled. Designs are developed in-house where 
Del Conca artisans research and create new 
patterns.

Tiles are glazed and then fired in a 156-yard-
long kiln, where they undergo 6 to 8 percent 
shrinkage.

The final printing is done with automated 
technology similar to ink jet printers, which is 
performed in a clean room alongside the pro-
duction line. 

The machinery used in the Loudon plant is 
even more advanced and energy efficient than 
those used in the Del Conca Group’s Italian 

plants. The tiles are inspected by computer and 
manually, before and after printing, to examine 
them for flaws and minute imperfections.

“It is essential that our made in the USA pro-
duction has the same high levels of quality and 
style as offered in our products made in Italy,” 
Mularoni said.

After firing, automated systems sort and pack 
the tiles: logging and tracking the pattern, size, 
and other parameters. The contents are printed 
on the boxes.

It is the computer-controlled automation that 
sets Del Conca apart from other ceramic porce-
lain tile producers. “Using the most advanced 
means of production — 100 percent digital dec-
oration and quality control — is the difference,” 
said Juan Molina, Sales Manager. 

The Del Conca USA facility recycles most 
of the waste produced during manufacturing. 
Broken or imperfect tiles are returned to the 
production system, which produces very little 
actual waste. It is rated as a green factory.

The company is a subsidiary of the Del 
Conca Group, one of the main Italian ceramic 
tile manufacturers, comprising four production 
companies: Ceramica Faetano Spa, Ceramica 
del Conca Spa, Pastorelli Spa, and Del Conca 
USA, Inc. It also includes one trading compa-
ny, Produco, and Fondazione Cino Mularoni, 
a foundation dealing with cultural and social 
activities. 

Del Conca USA Brings Italian Tile 
Technology to Rural East Tennessee

Joel Davis
Special Contributor

Continued on page 20

Photos: Joel Davis and courtesy of Del Conca USA

Decorated but unfired ceramic planks travel past a quality-control inspector as they roll toward 
the firing kilns. Tiles are also inspected by computer, before and after printing, to examine them for 
flaws and minute imperfections. 

Top: The new Del Conca USA headquarters over-
looks the Tennessee River, in rural Loudon County.

Right: Del Conca  USA’s state-of-the art ceramic 
kiln stretches over 150 yards behind Allen Borden 
and Enzo Mularoni on a tour through the manu-
facturing facility.
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Don’t You Judge Me
northeastern Pennsylvania 
couple have been cited for 
contempt of court for send-
ing back a jury questionnaire 

filled with profanity, crude language 
and racial slurs.
  

A Lackawanna County judge cited 
25-year-old Tina Keller and 23-year-old 
Drayke Jacobs-Van-Tol. That landed the 
Taylor, Pennsylvania couple a court date. 
Judge Vito Geroulo dismissed the contempt 
citation but warned that the pair could have 
spent up to six months in jail for what he 
called the most “intentionally disrespectful” 
jury form he’d ever seen.

Keller said she let her fiancée fill out her 
summons and she didn’t look it over before 
sending it in. Both of them apologized to 
the judge.

–––––––––––––––––
I’ll Be the Judge of That

A Kentucky judge might have been fooled 
once, but not twice.

The State Journal in Frankfort reports that 
Franklin District Judge Kathy Mangeot origi-
nally fined Gary Thompson $100 and waived 
court costs when he was arraigned one morn-
ing in a trespassing case. She said in a later 
hearing that he used a “fake voice” designed 

to gain sympathy.
After the arraignment, Mangeot says she 

searched Thompson’s name on the Internet 
and found news coverage in which he told 
Lexington TV stations last year that he faked 
having a disability while panhandling.

Mangeot ordered him hauled back into court 
and told him several times not to speak during 
the proceeding. She called him a “con artist,” 
told him to pay court costs and increased his 
fine.

“I also understand based on the interviews 
that I watched you speak in, that when you 
wish to speak in a clear, understandable voice, 
you do so,” Mangeot said. “The voice you used 
with me this morning was a voice that I feel 
certain you were trying to garner sympathy 
from this court by indicating that you maybe 
had a mental condition that did not permit you 
to speak clearly.”

She also warned that he would be held in 
contempt of court if he trespassed on the prop-
erty in question again and jailed.

WLEX-TV in Lexington reported that 
Thompson said he used to be a millionaire. He 
told the station he got a $2.4 million settlement 
in 1993 over a motorcycle crash, but he blew 
it all.

–––––––––––––––––BETTER PRODUCTS!  FASTER SERVICE! 
CHEAPER PRICES!

800-575-4401

Stone Pro Carry Clamps come as a set and are great around 
the shop or on the job site for lifting concrete countertops or 
granite slabs.

Designed by one of the best companies in the stone industries, 
that doesn’t just sell you tools – they actually fabricate and in-
stall natural stone countertops as well. Just as with their other 
products, Stone Pro Carry Clamps have been manufactured for 
the guys doing the actual work!

Save Your Back!

• Use 2 or more workers to safely lift & carry tops
• 500 lbs. capacity with replacement pads available
• The heavier the load, the stronger it clamps
• Comfortable handles offer good grip when lifting slabs

 Item # Description Great LOW Price 

 3744  Stone Pro Carry Clamps, 1 Pair    $159.95

NEW
Design!

Upcoming Training Opportunities:

Lavina Training & Certification
May 20-21, 2014
Knoxville, TN

WerkMaster Training & Certification
June 10-12, 2014
Knoxville, TN

Stone Restoration Hands-On Workshop
June 24-25, 2014
Knoxville, TN

Steve’s Polishing Pro Systems Training
July 8-10, 2014
Knoxville, TN

Fab King Training & Open House
May 27, 2014
Lenoir City, TN 

Call Kurt at 877-493-0205
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Call 800-575-4401 to order.
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BETTER PRODUCTS!  FASTER SERVICE! 
CHEAPER PRICES!

800-575-4401

Hercules® Variable Speed  
Wet Air Polisher
with Side Exhaust

Hurry—Sale Ends May 31, 2014

Save time 
AND money! 

Get maximum productivity 
with high-quality tools that  

fit your budget!
 Item # Descripti  on MSRP Reg. Price Sale Price 
 3803 Hercules® VS Wet Air Polisher,  $280.95 $164.95 $149.98
  Side Exhaust

  Back-Up Pad Sold Separately  

Spring Sale!

Five precision engineered 
bearings increase tool life

• Spindle speed: up to 4,500 RPM • 88 Db 
• Air consumption: 16 cfm @ 90 psi • Weight: 3 lbs. • Length: 7”  
• Center water feed  • 5/8–11 spindle thread • Built-in  
water dispenser • Reversible side handle • Textured,  
rubber coated body for secure grip • 90-day warranty

Comes with: Wrench, adapters, 12 foot water hose, lubricant

#1 Seller! Most Popular

Construction of the buildings and the instal-
lation of exclusively Italian-made production 
machinery were completed at the beginning of 
February just 10 months after the start of con-
struction. After extensive testing of the machin-
ery and training, new employees at the Loudon 
facility traveled to Italy for hands-on training at 
other plants in the group. 

Loudon provides strategic advantages for the 
company. “It is very geographically centrally 
located both in regards to our raw materials, 
within a range of 300 miles, and for logistics,” 
Mularoni said. “We are located close to the 
highway. We are close to a large part of the 
population of the U.S. We strong believe we 
have built a plan that will allow us to produce 
the highest quality porcelain tiles, producing 
them efficiently, and producing them respecting 
the environment.”

The global revenue of the Del Conca Group 
is $165 million, one-third coming from the US. 
market where sales increased by 12 percent in 
2013 compared to the previous year.

Enzo Mularoni, president of Del Conca 
Group, said the business environment in 
Tennessee stands in stark contrast to that of 
Italy.

“This is a new experience for us. In Italy, we 
have to fight every single day against bureau-
cracy. Everybody says ‘We want business,’ but 
in fact it is very difficult.”

Allen Borden, Assistant Commissioner 
of Business Development for the State of 
Tennessee’s Department of Economic and 
Community Development, presented company 
officials with a Tennessee state flag that had 
flown over the capitol. Borden said the state 
expects great things from the facility.

“We make things here in Tennessee, and we 

manufacture things with a great deal of pride 
and a great deal of quality. We make cars, we 
make guitars, and we’ve been known to make a 
little whiskey that is known around the world. 
All top quality premium products, and we know 
you’re going to be making some of the finest 
ceramic porcelain tile in the world.”

Within five years, the plant is expected to 
employ 170 people with a projected payroll of 
nearly $6 million.

The presence of Del Conca USA and the 
growing ceramic tile market could mean more 
good news for domestic feldspar producers. 

About 30 percent of feldspar production is 
used for manufacturing ceramics, especially 
commodes and sinks. Italy currently produces 
twice the amount of feldspar than the U.S. In 
Italy, the majority of feldspar production is 
for ceramic tile where the European custom of 
using ceramic tile flooring in homes instead of 
carpeting helps drive the market. 

Increasing usage of ceramic tile flooring in 
the U.S would, in turn, increase the demand for 
domestic feldspar.

Founded in 1979, the Italian ceramic tile 
maker uses high-tech manufacturing processes 
to serve the growing tile market. Its porcelain 
ceramic tiles are exported worldwide for use in 
both residential and commercial facilities.

Along with establishing a base for U.S. 
operations, the Loudon facility will allow Del 
Conca to better serve U.S. customers, including 
Lowe’s Arizona Tile, Mannington, Tile Shop 
and Acme Brick Tile & Stone.

“It’s a great moment of celebration, of hap-
piness, of joy, of being here and seeing this 
plant open,” Paolo Mularoni said. “Of course, 
we know it’s just the end of the construction 
process and now new challenges will arise.”

Del Conca USA Brings Italian Tile 
Technology to East Tennessee

Continued from page 17

From right, State Rep. Jimmy Matlock, R-Lenoir City, Loudon County Mayor Estelle Herron,  
Del Conca USA President Paolo Mularoni, City of Loudon Mayor Judy Keller, and Allen Borden, 
assistant commissioner of Business Development for the State of Tennessee’s Department of 
Economic and Community Development officially opened the 50 million dollar facility with a rib-
bon-cutting ceremony attended by some 300 guests from across the country, including customers, 
consultants, vendors, members of the media, and representatives from state and local government. 
As it expands operations during the next 5 years, the company is expected to employ 170 people.

Photo: Joel Davis
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by

Unlike polyester and epoxy adhesives, Everclear is a unique 
formulation that will never yellow or discolor marble repairs, 
seams, or laminations.

•Can Be Used on exterior appliCations

•Will not Bleed into stone Joints

•Can Be tinted to MatCh stones

•availaBle in Knife Grade and floWinG

•Uv resistent and Will not disColor in Uv liGht

 Item # Description MSRP OUR Price 
 10850 Akemi® Everclear Flowing Adhesive, A+B 900 Grams $121.95 $89.95

Available at

Call 800-575-4401

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Everclear
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From the Mouths of Babes

’M not what you would 
call a certified, card-car-
rying collector of cook-
books. Mainly because the 

length and breadth of my culinary art-
istry falls under the categories of boil-
ing, frying and grilling.

Nonetheless, I do have one coveted trea-
sury of recipes. It came from Jeannie Doriot, 
a kindergarten teacher at Knoxville’s Giffin 
Elementary School. Whenever I read it, my 
stomach turns into knots.

Every May, Doriot helps her five- and six-
year-old students make a unique Mother’s Day 
gift. She asks them to describe the best dish 
their mamas prepare. After recording this infor-
mation—straight out of the mouths of the 
babes—she compiles it in booklet form. The 
results are hilarious, even if they would send 
Betty Crocker packing for a nunnery.

For example, check out this formula for pound 
cake, courtesy of Matthew Dunlap: “First, I 
believe you put the sugar in a pan. One pound 
of sugar because it’s a pound cake. Boil it for 
an hour. Then you put butter on it—one pound, 
too. Then you turn it over so it can get brown on 
the other side. Then you take it out and put some 
syrup on it. Cut it up and it’s ready.”

It wasn’t until I read this cookbook that I real-
ized the lost art of alchemy has been rediscov-
ered in kitchens near Doriot’s school. Consider 
chocolate chip cookies from Matt Gerken and 
apple sauce from Mindy Floyd:

“Get some raisins—five,” instructed Matt. 
“Then put some powder—cooking powder—in 
a bowl. And you stir it up. Put it in the oven for 
15 minutes. While they cool off, the raisins turn 
into chocolate chips and you have chocolate 
chip cookies.”

For apple sauce, Mindy said, “You get a quart 
of apple cider. And then you pour it into some-
thing, kind of like a milk carton. And put it in 
the freezer for about nine hours. Then it freezes 
for a little while and turns into apple sauce.”

Phillip Norris, who must be somewhat of a 
numbers freak, also came up with a unique reci-
pe for chocolate chip cookies: “You need seven 
cartons of milk, three cups of salt, two eggs and 
some more milk after all that—seven more. Get 
five chocolate chips. Stir it a long time for a lit-
tle bit and it’ll get real fluffy. Get a pan and get 
one of those mixer spoons and put the cookies 

on the pan. Put seven cookies in. Put them in the 
oven and let them bake for an hour. Take them 
out when it dings. Let them cool and put them in 
a bowl for your children to eat.”

Need a quick cake? Robbie Cochran can fill 
the bill: “Get a cracker. Put icing on the cracker.”

Grant McMahan is my candidate for the 
Chamber of Commerce’s Visit-All-The-Stores 
Award, although he may not be able to accept if 
he eats too many of these hamburgers:

“We have to get some meat at Kroger’s—one 
package. Then get some bread or some buns, 
probably at Food City. Take the package off the 
meat and just put it on a bun of a hamburger. 
Then, put it in the oven. My mom leaves them 
in about 20 seconds or something—no, not that 
much. But that’s probably plenty. Then you take 
it out. If you have any ketchup you can put it on 
there. Or mayonnaise.”

Aljerome Grimes, on the other hand, is a devo-
tee of longer cooking, as witness this formula for 
broccoli: “It comes in this bag. Let it cook for 11 
hours. Take it out and put cheese on it and let it 
melt while it’s in the pan. When you’re through 
you eat it.”

To top off the meal, I suggest Keyawna 
Bingham’s strawberry cake: “You’re supposed to 
put garlic in it—just one drop. Mix it up and then 
you’re supposed to put something else in it. You 
should put a little more garlic in it, too. Then you 
should put it in the oven for about five minutes. 
Then my mama will check it to make sure it don’t 
get burned.”

Yum, yum. Is dinner ready yet?

Sam Venable is an author, stand-up comedian, 
and humor columnist for the Knoxville (TN) 
News Sentinel. Email him at mahv@outlook.com.

 Sam Venable  
Special Contributor

Every May, Doriot helps her five- 
and six-year-old students make a 

unique Mother’s Day gift. She asks 
them to describe the best dish their 

mamas prepare. After recording 
this information—straight out of the 
mouths of the babes—she compiles 
it in booklet form. The results are 
hilarious, even if they would send 

Betty Crocker packing for a nunnery.

Sports Quote of the Month
“Sports teaches you character, it teaches you to 
play by the rules, it teaches you to know what it 

feels like to win and lose-it teaches you about life.”
Billie Jean King  (b. November 22, 1943)  

 Former World No. 1 professional tennis player
She won 39 Grand Slam titles, including 12 singles,  
16 women’s doubles, and 11 mixed doubles titles.

Burger King Baby Finds Her Mom

woman who, as a newborn, 
was abandoned in the bath-
room of a Pennsylvania 
fast-food restaurant said 

she has found her birth mother just 
three weeks after launching a search 
that garnered worldwide attention, 
and as her mother prepared to look for 
her.
  

Katheryn Deprill, 27, said she felt “pure 
joy” when she met her biological mother 
for the first time at an attorney’s office. 
And, after she learned the sad details of her 
conception and abandonment, she said she 
understood why her mom did what she did.

“She is better than anything I could’ve 
ever imagined. She is so sweet and amazing. 
I’m so happy,” said Deprill, who has become 
known as the Burger King Baby.

The woman had decided about six months 
ago to launch her own search for the daugh-
ter she gave up.

Deprill began her quest on March 2 by 
posting on her Facebook page a photo in 
which she held up a sign that said, “Looking 
for my birth mother. ... She abandoned me 
in the Burger King bathroom only hours old, 
Allentown PA. Please help me find her by 
sharing my post.”

The photo was shared more than 30,000 
times by Facebook users around the world, 
and Deprill’s story landed in numerous 
media outlets. That caught the attention of 
the woman who abandoned her, and she 
came forward to attorney John Waldron, 
who arranged for them to meet.

Deprill said she bears a very strong resem-
blance to the woman, whose name she 
wouldn’t disclose.

“It looked like I was looking in a mirror,” 
she said.

Deprill, an EMT and married mother of 

three who lives outside Allentown in South 
Whitehall Township, said she embraced her 
mother.

“I got the hug that I had wanted for the last 
27 years, and that broke the ice,” she said. “I 
asked if I could have it, and she said, ‘abso-
lutely,’ and just held her arms open, and the 
rest is history.”

The pair met for about four hours and 
exchanged contact information. Deprill said 
they plan to meet again.

“We are definitely going to have a relation-
ship,” she said.

Deprill declined to address the circum-
stances of her abandonment, referring those 
questions to Waldron.

The attorney said the woman said that, as 
a 16-year-old, she was raped while traveling 
abroad and became pregnant. The woman 
said she hid the pregnancy from her par-
ents and, after giving birth in her bedroom, 
felt she could not take her newborn to the 
hospital because she would have to answer 
questions.

Waldron had his staff prepare for the reuni-
fication with flowers, chocolates and boxes 
of tissues. Deprill, who had launched the 
search with the blessing and encouragement 
of her adoptive parents, was accompanied by 
her adoptive mother and her youngest son, 
7-month-old Jackson.

“It was one of the most emotional, joyful, 
dramatic, exciting things I’ve ever seen,” 
Waldron said, adding there’s no doubt in his 
mind that his client is Deprill’s mother.

“If you sat there for five minutes and heard 
them and watched them and observed them 
and looked at them, you would know,” he 
said.

Deprill said her birth mother expressed 
regret during their tear-filled meeting. She 
said she forgave her “110 percent, absolute-
ly.”

This March 2, 2014, file photo, pro-
vided by Katheryn Deprill that she 
posted on Facebook, shows Deprill 
holding a sign that says she is seeking 
her birth mother. Deprill was aban-
doned in the bathroom of a Burger 
King restaurant in Allentown, Pa., 
when she was a few hours old. Deprill 
tells The Associated Press that she 
met her biological mother for the first 
time Monday, March 24, 2014, in an 
attorney’s office. Deprill said that she 
felt “pure joy” and that it was like 
“looking in a mirror.” 

Photo: Michael Deprill, AP
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Equipment (Alone) Can’t Save You
ECENTLY, my wife and I 
bought and moved our four 
kids (soon to be five) to a 20 
acre farm.  

 
Somehow reconnecting with the heritage of 

a simpler, slower, agricultural lifestyle seemed 
the perfect antidote to the complicated, hec-
tic, and urban reality that is running a granite 
counter top company.

We currently have chickens, goats, a donkey, 
barn cats and a dog, but they are merely the 
gateway drugs of the mini-farm that will inev-
itably lead to more serious livestock!  Serious 
livestock being a couple Jersey milk cows, 
horses for my girls, and a small herd of beef 
steers for freezer and sale.   

This pursuit is consuming a serious percent-
age of my strategic thinking and since these 
animals consume serious quantities of feed in 
the winter, I’ve begun to consider and research 
the possibility of growing and harvesting our 
own hay.

So naturally…I Googled “How to grow hay.”  
The first article I read surprised me by its con-
tent (or lack thereof) then amused me by the 
fact that it might actually apply to the granite 
counter business.  

What surprised me was the glaring absence 
of topics such as soil prep, hay selection, time 

to plant and harvest, fertilization, irrigation, 
regional considerations, storage, and bales per 
acre in this article titled: “How to Grow Hay.”   
What amused me was that 80% of the article 
talked about hay equipment!   

See the connection to the granite business?
It has been my observation for years the 

over-emphasis on technology and equipment 
as the easy answer for fabricators struggling 
to improve output, manage costs, and increase 
profits.

Now, any fabricator can go to a trade show 

 Aaron J. Crowley
Stone Industry Consultant

and finance equipment, but that alone is about 
as likely to put profit in the bank as hay machin-
ery is guaranteed to put hay in my barn for this 
winter.

If you are considering the purchase of a major 
(or even minor) piece of equipment as a silver 
bullet solution, take a moment to chew on this 
fact:  

If your company is already struggling to 
meet deadlines, manage overtime, and generate 
a reasonable profit, acquiring sophisticated 
equipment (or more of it) will not resolve the 
underlying factors causing those struggles. It 
will more likely compound them.

The underlying factors can be grouped into 
three categories of People, Processes, and 
Pricing. 

People:  People who don’t share your values, 
who care only about themselves, or perhaps 
have been promoted beyond their competency 
(The Peter Principle) will be a limiting factor on 
your company’s performance and its ability to 
deliver as long as they fill important positions.  

Processes: Even if the right people are in 
place, a lack of clearly assigned tasks and stan-
dards will lead to chaos, then a bunch of costly 
re-work and overtime trying to get things done.  
This is true whether an employee is cutting a 
sink by hand or programming a machine that 
will do it.

Pricing: If you’re not charging enough to 
turn a profit without the equipment, do not be 
deceived by believing that a piece of equipment 
will enable you to do more of that low cost work 
to make up the difference!  The way to raise 
prices (and profit margin) is to better communi-
cate the value of your service or to add services 
that increase the value and ultimately the price 
you are able to charge.

If you’re on the verge of placing an order 
for some equipment that will solve all your 
problems, know this: equipment can do amaz-
ing things while we stand there and watch it 
run,  but it cannot evaluate problem people and 
decide whether to replace them or train them.  
Nor can it develop the processes and procedures 
that will ensure it’s programed, operated, and 
maintained properly. And finally, equipment 
cannot justify itself to the customer and com-
mand a higher price.

Nope, that’s your job, boss, because you’re the 
only one who can do it. And that’s great news 
when you think about it, because that’s one job 
that will never be replaced by a machine!

Aaron Crowley is a stone shop owner, author, 
speaker, and consultant to mid-size stone com-
panies. Readers may respond to his commentary 
at aaron@fabricatorsfriend.com.

EL Conca USA, the new 
North American manufac-
turing facility of Ceramica 
del Conca S.p.A. (one of 

Italy’s premier producers of porcelain 
stoneware tile) slated to “inaugurate” 
the factory this spring, has announced 
that Acme Brick Tile & Stone (for-
merly Jenkins Brick & Tile) Berkshire 
Hathaway Companies has recently signed 
on as its “first official distributor.”         

According to Tony Whitfield, Jenkins’ 
General Manager/Tile Operations, “We are 
very excited about this. In particular, because 
we’ll have a great domestic supplier right here 
in the Southeastern part of the United States. 
Receiving materials will be quick and shipping 
will be cost-efficient. And, Del Conca USA is 
supporting our American economy by provid-
ing more than 100 people with new jobs.”

Whitfield went on to state that Acme Brick 
Tile & Stone will be distributing the Del Conca 
USA line throughout their 17 locations in the 
Southeastern United States. Headquartered in 
Fort Worth, Texas, Acme Brick Tile & Stone 
is a true American institution, being in business 
since the late 1800’s.

“Acme is a company known for its profes-

sionalism and integrity,” declared Juan Molina, 
General Manager-Sales & Marketing for Del 
Conca USA. “I’ve had the pleasure of work-
ing with Tony Whitfield and his team in the 
past. We have no doubt that his firm will do 
an outstanding job distributing our beautiful, 
high-performance range of products.”

The new North American Del Conca USA 
facility in Loudon County, Tennessee (just 
south of Knoxville) will include a 30,000 
square meter/323,000 square foot complex with 
production facilities, research labs, showrooms 
and administrative offices. With an initial 
investment of $50 million US, tile production 
is planned to begin as early as 2014, and based 
upon projected business growth, another invest-
ment of $20 million US will take place in the 
next four-to-six years. 

Acme Brick Tile & Stone First 
to Distribute DC USA Tile

(L to R) Juan Molina, DCUSA; Tony Whitfield, 
Jenkins Brick; Valter Calderoni, DCUSA.
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B E T T E R  P R O D U C T S !  F A S T E R  S E R V I C E !  C H E A P E R  P R I C E S !

Call 800-575-4401 Fax 800-915-5501 

“We use them when the dishwasher 
is not on site. Works great, no 
return trips.” 

Jeremy Williamson, SFA
Granite Shop Manager
Kitchen Craft Inc.
Osage Beach, MO

Call today!  Toll free 1-800-575-4401
Offer extended due to popularity! Call and receive a FREE E-Z Dishwasher Bracket!

   Item # Description Great LOW Price 
 10565 E-Z Dishwasher Bracket, with Mounting Screws $3.98

 10578 E-Z Compact Bracket 18”, with Mounting Screws $3.98

NOW
works for 

European 

Dishwashers!

More than 439,890 sold!

Michael Peay, a veteran home builder with 30 years 
of experience that includes hundreds of kitchen 
installs, was continually confronted with a nagging 
problem—mounting the dishwasher. Out of frus-
tration, Michael Peay invented and patented the 
solution.

Installation Problem
Why is installing the dishwasher always on the 
punch list? There are many reasons; after all, who 
is responsible for this task? Is it the granite guy, the 
plumber, the appliance delivery man, or the general 
contractor? If the granite installer is responsible and 
the dishwasher is on site, there is no problem, but 
many times this is not the case. So in order to pre-
serve your good name and reputation it means an 
expensive return trip to install the dishwasher.

Installation Solution
Can $3.98 solve this costly return trip? The answer 
is YES! It is estimated that it could cost nearly $200 
in time, labor and fuel to pull someone off another 
job for this one chore. There is no need for the dish-
washer to be on site and you can install before or 
after the countertop is installed. And it is designed 
to fit all standard dishwashers and install them cor-
rectly. 

Easy To Use
The E-Z Dishwasher Bracket can be installed in 2 
minutes and is a permanent solution. If the dish-
washer is not installed or not on site, simply fasten 
the E-Z Dishwasher Bracket to the cabinet with 
the hardware supplied, apply silicone to dampen 
the sound, and install the granite. As simple as that, 

your job is done, with regard to the dishwasher.
If the dishwasher and countertop are already in 
place, simply bend the tabs to fit in between the 
cabinets, apply silicone, put in place and fasten with 
the hardware supplied. 

No More Call Backs to Install a Dishwasher! 
This solution seems so simple, the only question 
you’ll ask is, “Why didn’t I think of this?” This 
product really works, and we’ll prove it to you. 
We’ll give you a FREE E-Z Dishwasher Bracket. 
We guarantee that you’ll agree this is a real $3.98 
solution. Call Braxton-Bragg and never have to 
make that expensive return trip again. Our knowl-
edgeable sales staff wants to let you know “you have 
a friend in Tennessee” and we listen to you. Count 
on Braxton-Bragg for all your installation needs. 

OUR Price: $3.98!
GranQuartz Website

Screen Capture
4-16-2014

We save you 10.5% over the GranQuartz price

3.98
Now YOU can solve a $200 problem for only $495

and we’ll send you a FREE sample to prove it.
4.10

MADE IN THE USA

NEW size for compact dishwashers!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for E-Z Dishwasher Bracket
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Call 800-575-4401 Fax 800-915-5501 

 High-quality diamonds (3x more than the competition) 
 Computer controlled production for consistency, pad after pad

 Can be used at 1,500-5,000 RPM

 With use of buff pad, reach 102 reading on gloss meter

Familiar Quote
At Braxton-Bragg, we 

hear this question about 
Viper® 8-Step Granite 
Wet Polishing Pads from 
fabricators all the time:

Are Diamond Pads  
Really Different?

Year after year, Viper® is 
the industry choice. Is this 
just dumb luck or is there a 
reason?

4 Things to Look 
for in a Pad

1. Consistency is the 
primary reason why the 
Viper® Polishing Pad is 
so popular, but how is 
this maintained? It turns 
out that Viper® 8-Step 
Granite Wet Polishing Pads 
are manufactured under 
precise computer controlled 
conditions from start to 
finish. Nobody is just 
sprinkling diamond powder 
at their own discretion. 
Compute r  con t ro l l ed 
processes produce absolute 
consistency, reliability and 
dependability. Viper® has 
it, many others do not.

2. Quality is another 
key to Viper® being the 
preferred polishing pad.  

Diamonds with multiple 
cutting surfaces are the 
main reason Viper® 8-Step 
Granite Wet Polishing Pads 
perform at a high level from 
start to finish. Other pads 
start out working well but 
quit on you before the job is 
done, and yet appear to still 
have life remaining.

  
3. Bond of a polishing pad 

is as critical as the diamonds 
used. The Viper® Polishing 
Pad’s bond achieves a 
balance of flexibility and 
strength. Our unique resin 
bond holds diamonds in 
place until their useful life 
is exhausted, providing 
great pad life. The bond also 
has good flexibility keeping 
the pad in constant contact 
with the work surface, even 
when polishing inside or 
outside radiuses.

4. Price of Viper® 8-Step 
Granite Wet Polishing 
Pads is the final piece to 
the puzzle. Combine our 
unbeatable price with 
consistency, quality and 
superior bond, and its 
no wonder fabricators 
say, “Viper Granite Wet 
Polishing Pads can’t be 
beat!”

4 Reasons Why Fabricators Say…
“Viper Wet Polishing Pads Can’t be Beat!”

 Item # Description MSRP OUR Price 

  Viper® 8-Step Granite Wet 4˝ Polishing Pads Hook & Loop-Backed

 11051 Viper® 8-Step Granite Wet, 4˝, 30 Grit, Resin Pad $22.95 $14.95 

 1730 Viper® 8-Step Granite Wet, 4˝, 50 Grit, Lime Green $22.95 $14.95 

 1732 Viper® 8-Step Granite Wet, 4˝, 100 Grit, Red $22.95 $14.95 

 1734 Viper® 8-Step Granite Wet, 4˝, 200 Grit, Yellow $22.95 $14.95 

 1736 Viper® 8-Step Granite Wet, 4˝, 400 Grit, Light Blue $22.95 $14.95 

 1738 Viper® 8-Step Granite Wet, 4˝, 800 Grit, Green $22.95 $14.95

 1740 Viper® 8-Step Granite Wet, 4˝, 1,500 Grit, Orange $22.95 $14.95 

 1742 Viper® 8-Step Granite Wet, 4˝, 3,000 Grit, Pink $22.95 $14.95 

 1744 Viper® 8-Step Granite Wet, 4˝, Final Polish, Black $22.95 $14.95

 1745 Viper® 8-Step Granite Wet, 4˝, Final Polish, White $22.95 $14.95

GREAT 

LOW
PRICE! 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 8-Step Wet Pads
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HEN hearing of famous 
cities in Greece such as 
Athens, Olympia, Rhodes, 
and Troy, one thinks of 

history and great places to experience. 
Perhaps when viewing evocative photos 
such as the Parthenon and Acropolis, 
one’s imagination summons images of 
leaders, politicians and citizens, gath-
ered in grand courts, discussing import-
ant issues of the day. 

Known officially as the Hellenic Republic, 
Greece’s mainland is located in southern Europe, 
situated at the southern end of the Balkan 
Peninsula. Bordered on the north by Bulgaria, 
Albania and the Republic of Macedonia, its 
southern coastline is the Mediterranean Sea, 
and its eastern coastline is the Aegean Sea. 
Its western region is mostly coastline along 
the Ionian Sea, with a small portion bordering 
Turkey. 

With evidence of human presence dating 

back to 270,000 BC, ancient Greece is consid-
ered the cradle of western civilization and the 
birthplace of democracy. Ancient Greece was 
a society where the individual was important, 
and the common good of all its people was par-
amount. It is remembered for its mathematics, 
science, mythology, philosophy, Olympics and, 
of course, warriors. Indisputably well known 
for its role in history, Greece was one of the 
greatest influences of our modern world. 

Modern day Greece, by contrast, is renowned 
for its vast supplies of fine white marble and 
is widely recognized as a major player in the 
production and export of natural stone, ranking 
high among the top producers in the world. 

Despite strict government restrictions 
imposed on quarrying in certain areas, Greece 
continues to maintain a significant share of 
exports in a global market, particularly with its 
white and light-colored marble. 

Characterized as excellent, marble is one of 
the most sound production sectors of the Greek 
economy with substantial reserves said to last 

for centuries. As artisans and artists, many of us 
work our hands and tools in these timeless col-
ors every day, shaping and polishing stone such 
as Thassos, Tinos Green and Olympus White. 

In search of further clarity, this writer 
sourced the expertise of Nick Politis, owner 
of Eurostone Marble Inc., Houston, Texas, a 
supplier of premium natural stone since 1987. 

During that time, Eurostone Marble has held 
a unique position within our industry as one of 
the  largest importers of premium Greek marble 
and is credited with supplying quality materials 
to hospitality franchises such as Hilton Hotels 
and Hotel Valencia, and stores such as Forever 
21 and Chanel. That list of credits also extends 
to The Galleria shopping mall in Houston, 
Texas, and more—lots more. 

The Timeless Whites
“When you talk about marble from Greece, 

you are talking about white and semi-white 
most of the time, and White Thassos is the 
number one stone exported from Greece,” 
explained Nick Politis. “It is quarried from a 
northern Greek island named Thassos, and like 
all Greek quarries, all have limitations. 

“Although there are a dozen or so quarries, 
only about half of them are fully operational, 
and only half of those can produce significant 
quantities of premium white in larger slabs. 

“Thassos that is pure white is very rare, and it 
is difficult to get large slabs that are good quali-
ty. That’s also the reason that the price has gone 
up. You can buy large slabs all day long, but 
they might have holes or gray areas, and that 
doesn’t do you any good. This is the difficult 
part of this business and the biggest challenge.”

Looking at a map, it is the Drama, Kavala 
and Xanthi areas of Greece that are the most 
productive, Nick explained, noting that these 
three areas combined are known as the “Golden 
Triangle” and where whites such as Kavala, 
Apollon, Kyknos, Balkan, Kavala and Dramas 

White, just to name a few, are quarried. 
“One of many exceptional looking marbles 

quarried in this triangle is Volakas White, also 
known as Olympus White. Its color and veining 
is very similar to White Carrara. It’s a very pop-
ular color and will continue to be. 

“The quarries in this area produce a lot of 
stone, and thank goodness for that. This area is 
also where a lot of factories have been set up to 
facilitate production. 

“Another popular color though difficult to 
produce is French Vanilla. This marble isn’t as 
popular as it was in the 1980s, because these 
quarries currently have many difficulties. They 
are not in the triangle; they are about sixty miles 
north of Athens in a centralized region known 
as Sterea Ellada. The main quarry from those 
days has gone out of business. 

“I knew the man that ran it. He got old and his 
sons got into it, and they never developed it the 
right way. There are a few secondary quarries 
that are currently producing French Vanilla, but 
not with very good success. If you are doing a 
small project, these quarries can deliver, but 
if you need fifty-thousand square feet in two 
months, you will have difficulty getting it.” 

Approximately thirty kilometers (about 18 
miles) from Athens lies the ancient quarry that 
was used to construct the Parthenon, said Nick, 
explaining that Pentelicon is still in demand but 
hard to get. “The government has put restric-
tions on the quarrying of Pentelicon, however, 
people have found loopholes in the law, and 
with the right ‘connections’ you can still get it. 
Here and there they still extract small quanti-
ties, but not enough to do a big project. 

“Pentelicon is also sold under a different 
name, Dionysos. Still another great quarry is on 
the island of Naxos. Naxos White was used in 
the ancient world and is still quarried today, but 
like so many Greek quarries, it can be difficult 
to get what you want, when you want it.”

                                     

This map shows the Drama, Kavala and Xanthi region that constitutes the area known as the 
“Golden Triangle.” Kavala White, Apollon White, Kyknos White, Balkan White, Dramas White and 
Volakas White all originate from this area.  

The ancient Parthenon, a temple located in Athens, Greece, was constructed using Pentelicon 
marble. The original quarry is located approximately 18 miles (thirty Kilometers) from Athens. 
Pentelicon is still in demand but is hard to get. Pentelicon is also sold under the name “Dionysos.”

Stones of The World:
The Timeless Colors of Greece

Peter J. Marcucci
Special Contributor

Continued on page 27
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The Timeless Greens and In-Betweens
Yes, Greece is most famous for its whites and 

semi-whites, but there is more to Greek marble 
than just white. A popular color is the hard, yet 
seductive, serpentine known as Tinos Green. 
This serpentine comes from the island of Tinos 
in the southern part of Greece. 

Years ago it was very popular and came in 
two different varieties. One had a lot of white 
veins and the other just a few. “I don’t know 
if you remember, but in the 1980s, everybody 
wanted Tinos Green. That fashion died out, and 
we don’t sell as much as we used to. It is still 
quarried and we are still carrying it, but the use 
of Tinos green has slowed considerably due 
only to demand, not the quarry. The current 
quality is still exceptional.” 

Yet another striking and exceptional color 
is Pillion Pink (known as Alexandria in the 
1980s).

“Pillion Pink comes in five varieties and 
continues to be quarried in a central area of 
Greece known as Volos. I do carry it, but it is 
not popular due to color problems at the quarry. 

“As you can see by now, many Greek marbles 
of color have problems with either the structure, 
the productivity, or the color. That makes it dif-
ficult for the producer because they cannot just 
throw away what people don’t want to use. The 
same is true with other colors, such as Dessert 
Pink from the Sterea Ellada region. Dessert 

them. NEXT!’
“Some of them feel like they have a monop-

oly. I know them and they know me, but it is 
hard to deal with them especially with the eco-
nomics that Greece is facing right now. You say 
good morning to them, and they say, ‘Where’s 
the check?’ They want to get paid up front, and 
I’ve known these people for many years! 

“And even when you do pay good money, 
you may not get what you anticipated you were 
getting. I do have good connections in Greece, 
and I rarely have any problems, but you do have 
to keep an eye on things. I do have people that 
go to the quarries and specify materials for me 
when I cannot be there myself. 

“Of course that’s what my people do there, 
and sometimes they’ll tell me, ‘Forget about 
that quarry for a while!’ 

‘Why?’ I say, ‘They are nice people! We’ve 
done business for a long time!’ 

‘Yes, but they have problems! And they are 
not producing good material right now! You 
want to buy from them right now, go ahead and 
buy, but you are going to have problems!’ 

“So you need to know the faces, who your 

Pink used to be very popular, but eventually 
that quarry ran into problems as well.”

Two other colors that also used to be popular 
for export is a marble named Karneceka Gray, 
quarried from the Peloponnese region, and 
Kavala Gray, which is quarried in the triangle, 
said Nick, noting that these Grays continue to 
be very popular in Greece but do not sell well 
in America because of the grayish color. These 
materials are very strong, easy to polish, and the 
availability is huge. 

The Quarries
A total of more than 70 percent of marble 

quarried in Greece comes from the north-
ern area, with a sizable amount coming from 
Greece’s mid-area as well as Athens, and like 
all Greek quarries, they are of the open type, 
operated by mostly small to medium size com-
panies. 

“Competing for materials from Greece, espe-
cially Thassos, is challenging. There is not 
enough for everybody, and it is a close group 
of people that specialize in it. Unless you know 
these people and they trust you, you will have a 
hard time doing business repeatedly. You need 
to know them! 

“Sometimes egos get in the way, and they 
will say, ‘I don’t like that guy,’ and someone 
answers, ‘But they have the money,’ and the 
other says, ‘I don’t care. I don’t want to sell to 

suppliers are and what you are buying. You also 
need to be there when they load the material. 
Quarries that are producing good material today 
may not be the ones that are producing good 
material tomorrow. They might run into a dif-
ficult face of the mountain so that all they can 
produce is material with yellow or black spots. 

“Now that quarry or manufacturer is no good 
to me, even though I have a good relationship 
with them. So, what I do is try to maintain my 
relationships and find out which quarries are 
producing the right material at the right ratio 
and buy from them. Then after they’ve exhaust-
ed their supply of quality material, or if the 
factory has a problem, I go to another supplier. 

“We know all of them, and we are all friends, 
but we only buy from them as long as the 
material is good. I think this is just the nature 
of the business, and no importer is unfamiliar 
with that fact.” 

Athens, Greece is a production hub where 
you find the bigger facilities, and it operates 
much like the way Carrara, Italy operates, just 
on a smaller scale. 

Stones of The World:
The Timeless Colors of Greece 

A perfect example of big and pure Thassos. “Getting high quality tiles in any size are easy, but when 
it comes to getting big, clean slabs, that’s where the challenge comes in, although I do love it,” said 
Nick Politis, Eurostone Marble Inc. 

A prime example of Volakas White, sometimes called Olympus White. It is produced by several 
quarries and factories within the Golden Triangle that use both names, although, Volakas White is 
the most common.

Above: A slab of pure white marble. “Clients will pick smaller slabs as long as they are pure white, 
but when slabs have yellow or black spots, that’s when it is difficult to sell.”

Inset: Tinos Green marble.  In the 1980s, Tinos Green, quarried on the Island of Tinos, was all 
the rage. It is still quarried, according to Nick Politis of Eurostone Marble, but its use has slowed 
considerably. The current quality, however, is still exceptional.

Continued on page 46

Photos courtesy of Eurostone Marble, Inc.
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The Stone Detective
The Case of the Dippy Dews

is rare that I get to do 
a stone inspection 
outside the US, but 
today would be one 

of those rare occurrences.    
  

I was just finishing up a cup of Jo 
at the local greasy spoon when my 
cell phone rang. It didn’t matter who 
was calling, because I found myself 
listening to this old guy who was 
doing more of a monologue than a 
conversation. I’m sure you know the 
type; he knew it all and wasn’t too shy 
to let me and everyone else know. So, 
the second my phone rang I excused 
myself and headed out the door.

The voice on the other end was 
a lady with a really squeaky, high-
pitched voice. Kind of sounded like 
Edith from that All in the Family TV 
sit-com.  

“Is this the stone detective, eh?” she asked. 
I said, “Yes, it is,” and she responded with 

“Good, eh.” No, that is not a typo—she actu-
ally said “eh.” I’m sure now you guessed what 
country she was calling from. 

She continued on in that high-pitched, annoy-
ing voice. She said that she was the manager of 
a bank and that her stone lobby floor had the 
“dippy dews.” 

Now, I’ve been doing stone inspections for 
a long time and had never heard of the Dippy 
Dews. Maybe it was a Canadian thing, eh? 

Before I could ask her what she meant, she 
continued on and on about the dippy dews 
and how the local stone restoration contractor 
ruined her floor. She asked if I could fly up 
there and take a look. 

Well, I thought, I have to see what the heck 
the Dippy Dews are, so I agreed. I emailed her 
my proposal and then booked my flight.

The flight to Canada was uneventful unless 
you count the screaming babies at the back of 
the plane. For some reason I have learned how 
to tune that out. Is it me or are they putting the 
seats closer together on these planes? My seat 
was so close to the row in front of me that my 
knees were touching the back of it. 

Anyway, enough of my grumpy, old-man 
complaining. I got off the plane, grabbed my 
bag, and headed to immigration. Immigration is 
always fun. I felt like I had committed a crime 
and was being interrogated. 

They asked why I was coming to Canada and 
how long I was going to be there, etc., etc. I 
gave them my usual canned answers. I learned 
many years ago when you go into a foreign 
country, never, ever tell them you are there for 
business. I made that mistake once and ended 
up spending several hours in line getting a work 
permit. I survived customs and grabbed a cab to 
head to my hotel.

The next morning I met “Edith” in the bank 
lobby. You won’t believe me when I tell you 

that she not only sounded like Edith from the 
TV show, but looked like her too. I was expect-
ing any minute now for Archie to start yelling 
at her. 

She pointed at the floor and said, “Well, there 
she is. You see what’s wrong, eh?” 

I got down on my knees and looked across 
the floor and noticed that it had dips. In other 
words, the floor had high and low spots. If you 
rolled a marble across the floor it would ride up 
and down as if it were being rolled over waves. 

At that moment I knew exactly what was 
wrong. “Do you know what kind of machine 
was used to grind and hone the floor?” I asked. 

She said, “It was a buffer, like a janitor uses.” 
“That’s what I thought,” I told her. I explained 

to her that the marble she had was very soft and 
when the floor was ground and honed, that the 
machine used can create dips, and the rolling 
effect that she was observing is, in her words, 
the dippy dews.  

“Can it be be fixed?” she asked. 
“It may be possible to have someone come 

in with a planetary head machine with a rigid 
plate. The only problem is that the entire floor 
may be one big dip rather than several. But it’s 
worth a try, otherwise the floor will need to be 
replaced.” 

Another case solved. And at least now I know 
what the dippy dews are. Now, to find some of 
that famous Canadian bacon for breakfast, eh? 

The Stone Detective is a fictional character 
created by Fred Hueston, written to be enter-
taining and educational. He has written over 
33 books on stone and tile installations, fab-
rication and restoration and also serves as an 
expert for many legal cases across the world. 
You can send any email comments to him at 
fhueston@stoneforensics.com.

Now, I’ve been doing stone 
inspections for a long time and had 

never heard of the Dippy Dews.

 Frederick M. Hueston, PhD  
Stone Care Consultant 

BETTER PRODUCTS!  FASTER SERVICE! 
CHEAPER PRICES!

800-575-4401

Save more by getting 
Stone Shield!

Stone Shield™ 
Enhancer and Sealer 
is great for color enhancing of 
all types of granite, marble and 

travertines.

MADE IN THE USA

Stone Shield Enhancer & Sealer brings out a deep, rich color in stone. Use 

it to get that wet-effect look for indoor and outdoor applications. Apply it 

on polished, flamed, rough or sanded surfaces. Works well to disguise small 

scratches on surfaces. It is also suitable to protect surfaces against oil and water.

NEW!

COMPARE 

TO
AGER!

• Enhances the natural look of granite, marble and travertines

• UV stable - Does not change color when exposed to the sun

• Offers a wet look indoors and outdoors

• Works as a stone color enhancer and a high quality sealer

 Item # Description MSRP OUR Price 
 46407 Stone Shield™ Color Enhancer & Sealer, 1 Quart $55.95 $39.95

 46408 Stone Shield™ Color Enhancer & Sealer, 1/2 Pint $24.95 $14.95

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Color Enhancer
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Call 800-575-4401 to order

Available at

NEW!

Why spend $100k for an inline machine when the 
Edgemate 100 will give you a PERFECT PROFILE for $6k?  

And you won’t have to buy special high-priced tooling!

• Portable inline polisher
• Create a polished profiled edge using 
 a cup wheel and polishing pads for 
 any radius roundover or bevel
• Back grind your seams 
• Make your seams so invisible 
 you won’t need to color your epoxy

Includes:
• (1) Makita® 4-1/2” Variable Speed Grinder 
 (#9377 Model 9564CV) Installed
• (1) 12’ Track (144”) • (1) 7.3’ Track (88”)
• (1) 4.6’ Track (56”) • (2) Track Clamps
• (1) Track Calibrator 

MADE IN THE USA

“Great for new employees without 
fabrication experience. After 
just two days, she was producing 
perfect, clean profiles on granite.”

– Brian Fansworth, Owner

’S a business no-brainer 
that happy employees make 
happy customers. But how 
do you get happy employees 

that deliver the best possible customer 
service? 

 
It requires employees to move beyond simple 

compliance of workplace rules and becoming 
truly committed to the jobs they do. And mov-
ing people to commitment requires positive 
reinforcement in the leadership system.

Employee engagement has been identified by 
as a key driver of your company’s profitability 
and human performance. Sadly, only 15 percent 
of employees say they are “actively engaged” 
at work.

So, how precisely do you shift your work-
place culture from “I have to do it or I’ll be in 
trouble” to “I want to do it because I believe in 
it”? And how do you get more positive rein-
forcement in your management system?

If you are a leader, your success in business 
will depend on your ability to deliver positive 
reinforcement, something that is rarely used 
by today’s managers and leaders. And, let’s be 
clear: we not talking about steak dinners and 
handing out gift cards and t-shirts for lagging 
indicators.

That’s not an example of positive reinforce-
ment. In fact, those types of “one size fits all” 
reinforcement actually erode commitment and 
encourage non-compliance. In short, they breed 
mediocrity.

When we reward everyone the same, regard-
less of their level of effort, we are introducing a 
system that says it doesn’t matter how hard we 
all work, we’re all going to get the same thing.

True positive reinforcement needs to be indi-
vidualized and delivered immediately after an 
employee does something right. That way, the 
employee will be more likely to repeat those 
behaviors in the future. If an employee demon-
strates stellar customer service work, or goes 
above and beyond to make a guest or client 
happy, they should be recognized for that. Yes, 
they are doing their job and that’s what they’re 
paid to do, but studies show that a paycheck is 
not as big a motivator as feeling like you are 

making a difference at work.
Bosses who think they don’t need to tell their 

employees they are doing a good job are not 
fully engaging them.

When it comes to engagement, every com-
pany has just three kinds of workers: Non-
Compliant, Compliant, and Committed. Here’s 
what each looks like:

• Non-Compliant: “I will not follow your 
rules because I am convinced the only way to 
get high production is to take risks and short-
cuts.”

• Compliant: “I will follow your rules as 
long as someone (a manager, a supervisor, or 
a peer observer) is standing there watching me. 
But when that person leaves, I’ll take more 
risks and shortcuts.”

• Committed: “I will follow the rules, when 
nobody is watching. This is who I am…”

That ultimate level of employee engagement 
is commitment. And yet, not many employees 
are truly committed to the job. Why? Because 
the management method most bosses use is the 
classic “Leave Alone/Zap.”

Simply put, it means that we leave employees 
alone and say nothing when they do something 
right (giving no positive feedback), but we are 
quick to “Zap” (punish and negatively reinforce 
them) when they make a mistake. The problem 

with “Leave Alone/Zap” management is that it 
doesn’t get you to the highest level of perfor-
mance, engagement and commitment. It only 
gets you a temporary change in behavior, which 
lasts as long as it takes you and your big stick 
to leave the room.

Without positive reinforcement, you are get-
ting less performance from your team than you 
could be and your workplace culture will suffer. 
But if you use positive reinforcement to culti-
vate engaged, committed employees, all aspects 
of their work, including customer service, will 
improve.

Bill Sims, Jr. is President of The Bill Sims 
Company, Inc. For nearly 30 years, Sims has 
created behavior-based recognition programs 
that have helped large and small firms to 
deliver positive reinforcement to inspire better 
performance from employees and increase bot-
tom line profits. A sought-after speaker, he has 
delivered leadership workshops and keynote 
speeches around the globe, and has built more 
than 1,000 positive reinforcement systems at 
firms including DuPont, Siemens VDO, Coca-
Cola, and Disney.

Websites: www.greenbeanbook.com; 
www.greenbeanleadership.com

Getting Your Employees to Commit 
to Customer Service

 Bill Sims, Jr.
Guest Contributor

If you are a leader, your success in 
business will depend on your ability 

to deliver positive reinforcement, 
something that is rarely used by 

today’s managers and leaders. True 
positive reinforcement needs to be 

individualized.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Edgemate 100
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800-575-4401 • www.braxton-bragg.com

Call now, toll-free or order on the web 24/7! 

Available at

K-Bond Elite Knife Grade 
Acrylic Blend Adhesive

NEW!NEW!
A CLEAR alternative to 

Polyesters!
K-Bond Elite is a premium quality acrylic and epoxy 
blended adhesive. It has been designed with the stone 
fabricator and installer in mind. 

K-Bond Elite has been developed to have the best possible 
ratio of working time to curing speed possible, and 
offers increased bonding strength compared to standard 
polyester adhesives. 

Its lack of color makes it easy to use 
for most applications!

BRAXTON-BRAGGPAYS YOURHAZMATFees!

 Item # Description MSRP OUR Price 

16993 K-Bond Elite Knife Grade Acrylic Blend Adhesive, Qt. $24.95  $17.95

16994 K-Bond Elite Knife Grade Acrylic Blend Adhesive, Gal. $89.95  $59.95

16995 K-Bond Elite Knife Grade Acrylic Blend Adhesive, 5 Gal. $319.95  $229.95

Note: 5 Gallons of K-Bond Elite Knife Grade Acrylic Blend Ad-
hesive now come in Ship Saver Packaging, 4 Individually-filled 
1.25 Gallon Cans.

• Ultra transparent clear formulation
• Stronger than standard polyester stone adhesive systems
• Chemical resistant
• Fastest cure at room temperature
• 5-7 minutes of working time
• Tack-free in 10-20 minutes
• Can be used on all interior applications and most exterior applications
• Polishable in 20-30 minutes
• Gel won’t sag on vertical surfaces

MADE IN THE USA

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for K-Bond Elite Knife Grade Acrylic
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Photos courtesy Bob Murrell

OST consumers of natu-
ral stone probably don’t 
realize what goes into the 
process of polishing those 

stones, which are capable of taking on a 
highly reflective surface.           

When they see polished marble, metamorphic 
limestone, granite, gneiss, serpentine, basalt, 
gabbro, and countless others, they mostly just 
think of shiny marble or granite. They also may 
not realize that the shine is not poured onto the 
surface from a bottle.   

Of course those of us who are in the natural 
stone industry know what it takes to produce 
that shiny piece of stone. First you must have 
a stone capable of taking a polish. That means 
it must be hard enough and dense enough. As  
a general rule concerning dimensional stone, 
metamorphic stones and igneous stones are typ-
ically the types capable of taking a true polish.  

For the most part, natural stone is polished 
using a smoothing process. Once dimensioned, 
the stone surface is ground, honed, and finally 
polished through a gradation of abrasive grains, 
from coarse to fine. Simple, right? However, 
those of us who have polished various types of 
black granites (anorthosite, gabbro, basalt) or 
sensitive, calcium-based stones know just how 
difficult this can be at times. 

Both specular reflection gloss and color are 
achieved with the polishing process. Have you 
ever taken a 12 x 12 tile of Absolute Black 
granite and simply turned it from one side to 
the other? What is the difference? Both sides 
are the same stone so the only difference is the 
surface profile of the back side with that of the 
front.

As the honing process gets finer in grit/
micron size, the specular reflection gloss and 
color start to increase. More light is reflected 
back to our eyes and the stone’s crystals and 
minerals become easier to see, allowing the 
color to become more apparent. Some of the 
physical properties of light come into play here. 

On the back side of the tile where the surface 
is rough, the light is diffused. This scatters the 
light and the eye can’t catch very much of it. 
This causes the surface to look dull and lacking 
in color. On the polished side where the surface 
is very smooth and shiny, the light is reflected 
back to the eye and the color of the stone is 
now vivid. 

Different stones can require more or less of 
the honing process. Most marbles can be pol-
ished after an 800 grit hone while many types 
of granite require up to a 3,000 grit level hone 
before polishing can be achieved. 

Marbles and other similar stones can be pol-
ished very effectively with the aide of special 
acidic compounds that basically soften the 
surface, allowing the fine abrasive polishing 
process to work much faster. Use of 5X pol-
ishing bricks comprised of potassium oxalate 

worked on the weekends making specialty 
polishing buffing heads for both marbles and 
granites on radial arm machines. For marbles, 
I used to hand-roll corn shucks and stack them 
in a bound buffing head assembly where we 
would glue them in with epoxy. We eventually 
switched to hemp rope and even added fiber-
glass to aide with heat development. These 
buffing heads were used in combination with 
aluminum oxide and either 5X or oxalic acid 
to achieve excellent results on specific hard to 
polish marbles and were highly sought after at 
one point in time. 

For granites, we used lead-wrapped felt heads 
in combination with tin oxide and aluminum 
oxide. Four inch rolls of felt belting covered 
in thin lead were spiraled like a cinnamon roll. 
The lead would help create heat and would also 
help fill in the surface pits on granites, making 
them more monolithic and thereby increasing 
the polish and color. 

Of course eventually the use of lead was out-
lawed due to health and environmental regula-
tions. The solid felt head then became common. 

and fine aluminum oxides are how marbles are 
polished at slab and tile production facilities all 
around the world.  

There are other methods used in the field for 
polishing calcium-based stones. The 5X comes 
in both powder and compound form and can 
be used to somewhat duplicate the polishing 
results of production plants. 

Crystallization is another process very com-
monly used to maintain the polish on marbles 
and terrazzo. This spray on, buffing-type pro-
cess typically uses a special acid like a magne-
sium fluorosilicate combined with a polymer 
and steel wool abrasive to produce a high shine.     

Granites do not react to acid the way mar-
bles and other calcium-based stones do, so the 
polishing must be accomplished by mechanical 
means. Tin Oxide and aluminum oxide in com-
bination with colorants and other binders is nor-
mally the preferred method. Of course there are 
always exceptions. The crystallization process 
can also be combined with the granite powders 
to help achieve full color on dark granites.

As a kid growing up in the 60s and 70s, I 

So, when my wife accuses me of being crazy, 
now she will know why!

Today, marbles are polished much the same 
way but with different application methods. 
Granites are also polished similarly. Many 
of the processes in the production plants are 
automated. New diamond discs and tools go 
very fine and sometimes include special buffing 
discs with aluminum oxides so that the edges 
are all done quickly and efficiently by either 
hand tools or CNC machines. 

Restoration professionals use specific dia-
mond tooling and polishing abrasives to get the 
job done in the field as well. Most all processes 
improve and become more efficient with time. 
However, the basic principles and concepts 
remain the same.

Bob Murrell has worked as a supplier of 
products and technical support to the natural 
stone industry for over 35 years. He has written 
numerous articles for various trade publications 
and has also trained thousands of contractors 
over the last 25 years.

Restoration & Maintenance Corner
Polishing Natural Stone

Bob Murrell 
Special Contributor

Black granite polished side; smooth surface profile results in high specular 
reflection gloss and deep color.

Black granite back side; rough surface profile in which light is diffused, 
resulting in low gloss and color.

Back side of light marble; rough surface profile with diffused light on 
surface and little color.

Light marble polished; smooth surface profile with highly reflective surface 
and full color. Inset: Fiber head made of hemp/sisal with fiber glass inserts 
for polishing marble.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The Slippery Rock Classifieds

Join Us 
Each Month!

For your subscription 
 requests, address changes, &  

FREE CLASSIFIEDS, visit 
www.slipperyrockgazette.net 

AdS not meeting guidelineS will not 
be publiShed. 

•$30.00 per print ad, per month. Ads 
may be renewed by contacting the 
Slippery Rock Gazette. Free online ads!
•Maximum of 70 words or less per ad
•Payment must be made at the time ad 
is submitted. Credit or Debit Card only. 
A Credit Authorization Form is avail-
able by fax, or download a PDF from 
the Slippery Rock website.

•All faxed ads must be typed–No 
hand-written ads–No exceptions. 
•Please review all your ad info before 
submitting– NO refunds will be given 
for ads that are submitted with the 
wrong contact info or content and then 
published.
•Best way to submit an ad is by going 
online at www.slipperyrockgazette.net 
for a free ad, or use the online form for 
a print ad, then fax payment to 865-688-
8254, (Attn: Karen Richards).

2014 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

June 2014 Tuesday, May 6, 2014

July 2014 Tuesday, June 3, 2014

August 2014 Tuesday, July 8, 2014

For Sale

FOR SALE: New, in stock, in Upstate 
New York; Steinex Hydraulic  Stone 
Splitters & Extreme Duty Conveyors. 
Menhir model 1000x600 “H-frame”, 
Broadway model 600x300 “H-frame”, 
Igloo model 480x450, “C-frame” & 
Conveyor models T4 (high sideboards 
13´ x 3´), BTD (pivoting dual track) 
& BTS (pivoting single track). Our 
inventory is evolving monthly. For 
more information about specifications 
and related pricing, please contact 
André @ (518) 260-2158 or email 
apexequipintl@aol.com.

_____________ 

FOR SALE: Diamond Wire Saws. 
Small, large, new & used. $12,500 
to $125,000. Engine-driven hydraulic 
or electric, auto feed, PLC controls. 
Email: art@idealquarry.com, web-
site- www.idealquarry.com.

_____________

FOR SALE: CEE JAY; 350 ton 
“Chris Cutter” 5´ opening, 4´ blade 
length, 2´ blade height, inbound power 
roller conveyor, w/ John Deere power 
unit & alloy steel piston bar upgrade, 
asking $35,000.00 Call Tony @ 203 
650-6119.

_____________

Help Wanted

(SOBER) FULL SERVICE SLAB 
STONE TECHNICIAN NEEDED 
FOR HIRE! – Looking for a 
HANDS-ON technician that knows 
all ends of the new/remodel home 
construction service. Including work-
ing with customers, sales, measur-
ing, design, needs to know all areas 
of fabrication including removal of 
existing surfaces and installation of 
new services. This business is located 
in Jackson, Wyoming next to Grand 
Teton National Park. Email resume to 
neal@stoneworksofjacksonhole.com 
LONG-TERM DESIRED! 

_____________

DEMO & CLOSEOUT
TOOLS & EqUipMEnT

Premium diamond tooling and equipment at 
rock-bottom prices. Call now – Limited Quantities!

Call 800-575-4401 or visit Close OUTS page 
at www.braxton-bragg.com

• Scratch Pro Auto Paint Repair Kit, $19.95 • Lavina Quick Change 
Trapezoid Pads, 50 grit, $18-$36 • Talon ES Wet Pads, 6-Step, 

$59.95 (Set) • Homax Spray & Set Wall Adhesive for Tile, 16 oz. 
can, $12.99 • Tenax Black Knifegrade Polyester, 1 qt., $5.99 

• Talon 30 grit, 4 in. Polishing Pad, $9.99 ea. • Nato 3 in. Floor 
Polishing Discs, 600 or 3500 grit, $16.00 ea. • Viper 3cm Full Bull-

nose #4111, Pos. 2, $98.95

ishing techniques, equipment, tooling 
and chemicals. Graduates will leave 
knowledgeable in surface preparation, 
concrete grinding, polishing steps 
and procedures. The class fee is just 
$999.00. This 3-day course covers:
• How to assess and properly estimate 
a job
• Managing customer expectations
• Choosing the right equipment, cor-
rect bond & diamond tools

Business Opportunities

Do you want 10, 20, 30 + more 
installs per month? We can take you 
from wholesale to retail and fill that 
void left by channel partner’s drying 
up. We have generated over 5 Million 
in sales for our partners in 2013. Your 
phone can be ringing in as little as 24 
hours. Call today at 877-877-1916 
or visit www.FireUps.com , Granite 
Marketing Experts. We have clients 
doing up to 70 installs per month from 
our programs - Sell More Granite.

_____________ 

Granite Shop For Sale or Lease: 
Everything needed for granite fabri-
cation. New state of the art building, 
not a retro-fit. 1-1/2 acres on heavy 
volume, 4 lane commuting to & from 
Pittsburgh, PA location. Turn Key 
operation. Call for details, 412-527-
5705.

_____________ 

Granite Fabrication Business For 
Sale. Includes business name, slab 
inventory, Fab King, bridge saw, instal-
lation carts, etc.. Willing to train and 
do commission sales for new owner. 
We are located in NE South Dakota. 
Email: hcgranite@gmail.com for 
more information.

_____________ 

Hands-On Training

WerkMaster Training & 
Certification. Tuesday, June, 10 - 
Thursday, June 12, 2014. Braxton-
Bragg LLC is proud to announce 
hands-on WerkMaster training on 
concrete floor surface preparation, 
where you will be using the latest 
WerkMaster machines and tools. The 
attendees say: “It’s the best training in 
the industry!” This three-day, hands-
on training is for contractors and dis-
tributors looking to gain a knowledge 
and understanding of floor preparation 
and hard surface polishing techniques. 
This Decorative Concrete Training 
features the latest grinding and pol-

• How to properly repair, grind, polish, 
dye, seal concrete
• Understanding hardness of concrete
• Floor preparation
• Hard surface polishing techniques
• Concrete grinding & polishing tech-
niques
• Familiarity with tools & chemicals
• Polishing steps & procedures
• Marketing your business
The seminar fee includes:
• All training materials
• Classroom, demonstrations & hands-
on training
• Lunches and snacks
• Training hours are 8:30 AM to 5:00 
PM
Transportation to/from Braxton-Bragg 
and the hotel is not provided.
For more info and to reserve your 
spot, contact Kurt Alexander, toll-free 
at 1-877-493-0205 or visit online at 
www.braxton-bragg.com, then click 

“Hands-On Training” at the top of 
the page. 

_____________

Stone Restoration Hands-On 
Workshop. Tuesday, June, 24 to 
Wednesday, June 25, 2014. Braxton-
Bragg LLC is excited to announce 
Stone Restoration Hands-On 
Workshop taught by Bob Murrell of 
M3 Technologies. Gain the knowledge 
of how to properly restore and main-
tain floors. Bob Murrell has worked in 
the natural stone industry for over 40 
years and is well known for his exper-
tise in the restoration and maintenance 
of natural stone, terrazzo, ceramic tile, 
and decorative concretes. He helped 
develop some of the main products 
and processes which revolutionized 
the industry. 
 Bob started one of the largest and 
most successful training seminars in 

The information contained in our 
Classifieds section is provided by 
third parties and not an endorsement 
of particular products, companies or 
employers. The SRG® encourages all 
interviewing employers to carefully 
conduct prescreening of all prospec-
tive employees, and purchasers of 
used equipment are encouraged to 
use caution and common sense.

Readers Please Note:

Act NOW and Save $1,000! 
 Intro Price Ends May 20 , 2014!

visit www.stoneforensics.com

Become a Stone & Tile Inspector
Visit the Stone Forensics 
website/training page & 
see what attendees say 
about the class!

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

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

Call 321-514-6845

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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The Slippery Rock Classifieds

B E T T E R  P R O D U C T S !  F A S T E R  S E R V I C E !  C H E A P E R  P R I C E S !

Fax 800-915-5501 

Akemi® Stone Impregnation Remover
Removes Tenax Ager!

Remove Without Scrubbing
Introducing the NEW Akemi Impregnation 

Remover—The ultimate product to remove 
all penetrating impregnators, sealers, or 
enhancers.

Impregnation Remover has a gel 
consistency and is strong enough to 
remove the best stone treatments. It can 
can remove enhancing products like Ager 
and other darkeners that did not achieve 
the desired result. It removes solvent and 
water-based impregnator treatments as well. 
This remover is best for restoration projects 
and can be used to effectively remove new, 
uneven, or old treatments, and all deep 
penetrating products. The only things you 
need to use are water and a bristle brush to 

clean the stone surface when the stripping 
process has finished.

No Odor, Biodegradable
Impregnation Remover is a concentrated, 

gel-like, highly alkaline cleaning agent, 
without odor and harsh solvents. It is also 
biodegradable!

It is designed to removes stains caused 
by impregnators, as well as heavy dirt 
like lacquer residue on natural stone and 
concrete. This great remover is suitable for 
horizontal surfaces like floors and table tops 
and the gel consistency enables you to use 
it on vertical applications on façades and 
wall covering. Impregnation Remover is not 
designed for resin-bonded quartz products.

 Item # Description MSRP  OUR Price 
 4651 Akemi® Stone Impregnation Remover, 1 Liter $58.95 $41.95

NEW!NEW!

NOTE: Impregnation Remover corrodes polished marble, limestone, 
resin-bonded artificial stone and terrazzo, as well as eloxal and 
enamel. Do not use it on artificial stone, which is sensitive to alkalis, 
painted surface or similar. If in doubt, test on an inconspicuous area.

YOU

SAVE

28%

Call 800-575-4401

The staff at the Slippery Rock Gazette 
would like to wish you and yours a safe and

the industry, with thousands of con-
tractors having attended his school 
over a 25-year period. He has an AS 
MET degree from State Technical 
Institute in Knoxville, TN, has writ-
ten many industry publications, and 
is currently the Sales Manager for M3 
Technologies based out of Cohasset, 
MA. M3 Technologies is one of the 
leading global providers of restoration 
and maintenance products for the hard 
surface industries. For over 20 years, 
the M3 Technologies Majestic label 
is well known for premium quality 
products and superior technical sup-
port. This two-day, hands-on training 
is for contractors and distributors look-
ing to gain a knowledge and under-
standing of maintaining natural stone 
floors. Graduates will also gain an 
understanding of the proper restoration 
techniques and procedures. The 2-day 
course covers:

• Natural stone identification
• Introduction to abrasives & floor pads
• Difference between mechanical & 
chemical polish
• How to attain perfect polish vs. 
acceptable polish
• Impregnators, penetrating sealers and 
topical sealers
• Proper stain removal
• Stone maintenance & cleaning
• Polishing demo on granite and marble
• Types of ceramic tile

• Tile stain protection
• Concrete prep & polishing
The $599.00 seminar fee includes:
• All training materials
• Classroom, demonstrations & hands-
on training
• Lunches and snacks
• Training hours are 8:30 AM to 5:00 
PM
Transportation to/from Braxton-Bragg 
and the hotel is not provided.
For more info and to reserve your 
spot, contact Kurt Alexander, toll-free 
at 1-877-493-0205 or visit online at 
www.braxton-bragg.com, then click 
“Hands-On Training” at the top of 
the page. 

_____________

Repair Services

AIR TOOL OVERHAUL –  
Complete overhauls for selected mod-
els, include ALL NEW upgraded bear-
ings, oil seals, O-rings, body gaskets, 
head packing, vanes, and the honing 
of cylinder. We will restore YOUR 
TOOLS to run like NEW! FREE Pre-
Overhaul Inspection. $159.00 plus 
$4.95 Shipping and Handling. Call 
for available model numbers. Stone 
Perfect Enterprises, Inc. Call 503-705-
2398 or email rogerc52@comcast.net 

_____________

14th A n n u a l
Sax

Stonecarving 
Workshops

Rinconada, New Mexico
Session I July 12 - 18
“Letter Carving” with Karin Sprague

Session II August 11 - 17
“Traditional and Contemporary” 

with Fred X. Brownstein
& Guest Artist Kazutaka Uchida

www.saxstonecarving.com
505.579.9179

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Stone Impregnation Remover
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B E T T E R  P R O D U C T S !  F A S T E R  S E R V I C E !  C H E A P E R  P R I C E S !

Call Now 800-575-4401 Fax 800-915-5501 

The Raptor Aqua Base Rail Saw 
Makes All Other Rail Saws Obsolete!

Saw Base Features:
• As fast as a bridge saw
• Precision cut
• Fast set-up
• Portable

Unlike conventional rail saws, the Raptor glides on a film of 
water, all but eliminating the chance of scratching the stone. 
It slices through 3 cm stone like a hot knife through butter at 
a speed that approaches a bridge saw – no more step cutting 
required!

The Raptor cuts twice as fast as current rail saws, at a 
fraction of the cost. It can also make small tapered cuts, a 
feature which hasn’t been possible with other rail saws.

The Raptor uses a high quality 6-inch turbo blade (we 
recommend the Cyclone for this application) instead of an 
expensive specialty blade at 7 times the cost! Unlike bulky, 
heavy first generations saws, this saw only requires 120 Volt 
power so you can use it in any shop. No need to run 220 Volt 
lines! Any straight edge will work, no need for an expensive, 
truck ship only, rail system.

The best news is that this saw will save you thousands 
compared to the best selling rail saw and it will out-perform 
it in every way - We Guarantee It!

 Item # Description OUR Price
 14159 Raptor Portable Saw/ 5˝ Milwaukee Angle Grinder Kit $1,295.00

Kit Includes:

• 6˝ Cyclone Silent Core Turbo Blade

• Milwaukee Angle Grinder
 with Lock-On Paddle Switch 

• Raptor Saw Aqua-Base

• Yellow Jacket GFCI

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

MADE IN THE USA

Includes 
FREE Shipping!
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MIA Releases Two New Radon/Radiation Studies
Prove That Granite Quarry and Fabrication Workers Do Not Face Risk from Radon/Radiation

UILDING on the li-
brary research they 
have already com-
missioned, the Mar-

ble Institute of America has 
announced the completion of 
two new granite and radon/ra-
diation studies focusing on the 
occupational safety of quarry 
and fabrication workers. 

 
Previous research had been cen-

tered on consumer safety. The results 
of the new occupational studies, 
conducted by Environmental Health 
& Engineering of Cambridge, MA, 
overwhelmingly prove that the risk 
granite fabrication and quarry work-
ers face is insignificant with respect 
to radon and radiation. Additionally, 
the study focusing on fabrication 
workers has been peer reviewed 
and published in the Journal of 
Radiological Protection.

The MIA sought to look into these safety con-
cerns due to the U.S. Environmental Protection 
Agency (EPA) presenting an abstract that 
included some exploratory research pertain-
ing to certain occupational exposure scenarios 
related to granite, namely quarry workers and 
fabricators. MIA Executive Vice President and 
CEO, Jim Hieb, said, “When we learned that 
the EPA would be looking into these issues and 
that there was a lack of reliable information on 
the topic, the MIA decided to take a leadership 
role and facilitate the necessary studies to con-
firm employee safety.”

Key findings from the Radiation Dose of 
Workers During Fabrication of Granite study 
are as follows:

• Radiation doses due to fabrication of gran-
ite are very low, and well below both occupa-
tional standards (5,000 mrem/year) and limits 
to the general public (100 mrem/year).

• Workers exposed to granite dust concen-
trations at the Occupational Safety and Health 
Administration (OSHA) respirable dust permis-
sible exposure limit (PEL) of 5 milligram per 
cubic meter (mg/m³) had an estimated radiation 
dose of only 8.7 mrem/year, even assuming 
they spent their entire 2,000 hour work year 
only working with granite and were exposed to 
dust at the OSHA limit the entire time.

• Workers exposed to respirable granite dust 
concentrations at the OSHA silica PEL would 
have an expected radiation dose of only 1.4 
mrem/year, again with very conservative (i.e., 
health-protective) assumptions (2,000 hour 
work year only working with granite stone and 
at the OSHA silica limit).

Key findings from the Radon Exposures in a 
Granite Quarry study are as follows:

• According to the Mine Safety and Health 
Administration (MSHA) all active granite quar-
ries in the U.S. are considered to be surface 

mines and therefore are naturally ventilated. 
MSHA reported that there were only 330 work-
ers in dimension granite quarries.

• Air monitoring conducted as part of this 
study found that the radon concentrations mea-
sured at varying heights in a deep quarry in 
Vermont, selected to represent a ‘worst-case’ 
scenario because of the depth and high natural 
background radon, were all less than 0.3 pico-
curies per liter (pCi/L). This observed value is 
less than the average background radon concen-
tration in the United States.

• If a temperature inversion occurs, it typi-
cally occurs at night during times when work-
ers are not normally present in the quarry. 
Therefore, inversions would have little or no 
impact on workers’ annual average exposure to 
radon.

• Occupational exposure to radon for granite 
quarry workers is insignificant, even when 
considering the potential for temperature inver-
sions.

The research was funded through gener-
ous contributions by MIA members to the 
Truth About Granite Fund. Additional con-
tributions were made by the Building Stone 
Institute, Elberton Granite Association, 
Indiana Limestone Institute, the National 
Tile Contractor’s Association, the Mason 
Contractors Association of America, and 
the National Building Granite Quarriers 
Association. To read the full reports on these, 
or any of the other studies the MIA has com-
missioned, please visit the MIA website, 
www.marble-institute.com/radon .

About the Marble Institute of America
Headquartered in Cleveland, Ohio, the Marble 

Institute of America (MIA) has served as the 
authoritative source of information on standards 
of natural stone workmanship and practice and 
the application of natural stone products for 70 

years.
Membership in the association is 

worldwide and includes over 1,600 
natural stone producers, exporters/
importers, distributors/wholesalers, 
fabricators, finishers, installers, and 
industry suppliers committed to the 
highest standards of workmanship and 
ethics.

MIA offers an industry accreditation 
program for fabricators and installers, 
markets a range of technical publi-
cations and consumer pamphlets on 
natural stone, sponsors business and 
technical meetings and seminars on 
industry-related topics, provides edu-
cational programming for architects 
and construction specification pro-
fessionals, and conducts the annual 
Pinnacle Awards competitions recog-
nizing outstanding natural stone proj-
ects worldwide.

MIA is also a leading promoter 
of stone usage in the commercial and residen-
tial marketplaces, producing consumer education 
materials on the use of natural stone and its 
proper care and maintenance. More informa-
tion can be found on the association’s website: 
http://www.marble-institute.com.

Building on the library research they have 
already commissioned, the Marble Institute of 
America has announced the completion of two 
new granite and radon/radiation studies focus-
ing on the occupational safety of quarry and 
fabrication workers. The research was funded 
through generous contributions by MIA mem-
bers to the Truth About Granite Fund.
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Jesús González III (right) of Marble World 
receives his Migliore Award for Lifetime 
Achievement from the 2013 MIA President 
Jonathan Zanger of Walker Zanger.

Jesús González III Receives 2013 Migliore Award 
for Lifetime Achievement

ESÚS González III of Marble 
World in San Pedro Garza 
Garcia, Mexico has been 
awarded the 2013 Migliore 

Award for Lifetime Achievement by the 
Marble Institute of America (MIA). 

 
González, who has been an active MIA mem-

ber for over 50 years, accepted the award at 
the annual MIA Awards Luncheon held during 
StonExpo/Marmomacc Americas 2014 in Las 
Vegas, NV.  

When Jesús’ father became ill and passed 
away many years ago, he took over manage-
ment of what then was a modest stone business 
in Northern Mexico. The firm had limited 
financial resources and its future at the time 
was uncertain. But, with his passion for stone, 
imagination and drive, and a dream to build 
Marble World into the best stone company in 
Mexico, Jesús III far exceeded his own ambi-
tions.

Today, the business has a worldwide pres-
ence. Most of the fabrication work is done at a 
facility in Gomez Palacio, Mexico, where the 
firm produces products like hand-carved fire 
places, hood ranges, columns and other pieces 
usually made from limestone and travertine. 
While Marble World has the kind of production 

equipment you’d find in most major shops, 
technology is not the major focus. “We search 
all over Mexico for the best carvers and the 
most skilled labor we can find to do what we 
call creative work,” says González. 

In addition to the Gomez Palacio facility, 

Marble World has numerous locations else-
where in Mexico that do traditional marble and 
granite work for skyscrapers, shopping centers, 
department stores, museums, etc. The growth 
he generated created the need for more stone 
factories with bigger and better capabilities, so 
he expanded his operations to include several 
plants where quarries were close by. González 
wanted to be vertically integrated, so he began 
quarrying and installing the stone. 

Monica Gawet, a former MIA president 
shared, “his passion, involvement, guidance 
and support for MIA is unwavering. As a 
person who was newly elected on the board 
in 1997, it was board members like Jesús who 
set the right tone for professionalism, realism, 
advocacy and support so that MIA could be the 
best association possible for the membership. 
He was very familiar with the operations of the 

MIA and was so helpful to explain things that I 
wasn’t fully aware of.”

Bob Stasswender, also a former MIA pres-
ident added, “I did my first job with Jesús in 
1978. It was a small order using Rosa Mexicana 
marble that was fabricated in Monterrey and 
shipped to Austin for the Paramount Theater 
renovation. It was my first time dealing with 
an international order and without Jesús’ help, I 
would have botched it completely.”

Jesús González has been an ambassador 
for the MIA in so many ways. He helped 
attract other members from Central and South 
America and always represented the interests 
of contractors and fabricators on the board. 
His keen business acumen was always present 
at MIA board meetings and he has provided 
extremely valuable counsel to the association 
and staff leaders. A very sharp international 
business person with knowledge and insight 
that most domestic stone company owners do 
not have, Jesús’ reputation reaches far beyond 
the Americas. 

González’s motto has always been, “I will 
only supply a stone job if it makes me proud.” 
He has stood by his word for over half a cen-
tury. 

Jesús and his wife, Adriana, have four sons 
and 12 grandchildren.

QUA Art™ is 
the newest, 
next-genera-
tion high-per-

formance genre of glass 
pool tile brought to mar-
ket today.          

The company officially 
debuted at The Orlando Pool 
& Spa Show on February 
21 and 22, and the response 
was “absolutely outstand-
ing.” Offering state-of-the-art 
designs for use in pools, fountains and other 
water projects, Aqua Art™ is fun to specify… 
and, quick and easy to procure. The color pal-
ette available is very extensive, far exceeding 
the typical “blues” which are primarily seen in 
pool tile installation today.

To further serve clientele at optimal levels, 
Aqua Art™ even has an in-house design team 
primed to actually create new glass tile prod-
ucts according to specification for customers’ 
proprietary projects.

Fully inventoried and ready for expedit-
ed shipment from the firm’s Miami, Florida 

warehouses, Aqua Art™ is ideal for any water 
project application, from residential jobs to 
large-scale commercial installations, indoors 
or outdoors. Custom requests from pool, archi-
tectural and landscape designers are always 
welcomed. 

For more information, please visit the com-
pany website: http://www.aquaartmosaics.com

Introducing Aqua Art™  
Mosaic Tiles Developed for 

the Pool & Spa Industry

World-class mosaic tiles exclusively developed 
for the pool and spa industry, Aqua Art™ 
is ideal for any water project application, 
from residential jobs to large-scale commer-
cial installations, indoors or outdoors. Custom 
requests from designers are always welcomed.
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The Varmint County Chronicles “Boomer” Winfrey
Varmint County Correspondent

ARMINT County folks pur-
sued an age-old tradition 
earlier this month, swap-
ping rumors as the deadline 

approached for candidates to file for 
the upcoming primary elections.  

Everyone already was aware of the pending 
“Battle of the Bandits” for the office of Sheriff, 
as Stephanie Bandit Potts filed her petition 
early to run for the office against her husband 
Hiram Potts.

When asked how he felt about having to 
run against his own wife, Sheriff Potts simply 
replied, “Beats sleeping in my jail for the next 
six months.”

Hiram, you might recall, was caught having 
a dalliance with one of the local divorcées. His 
wife could choose to kick him out of the house, 
leave him or run against him. Being the spunky 
daughter of former Sheriff Smoky T Bandit, 
she chose the path that would inflict the most 
pain on her husband.

But the real excitement hereabouts as the 
filing deadline grew near did not concern the 
sheriff’s race, or any of the dozens of people 
rumored to be running for county commis-
sion, school board or constable. Instead the 
rumors were flying about the office of Criminal 
Court Judge for the Thirteenth District, which 
includes Varmint County, neighboring Burr 
County and parts of McAdoo County. That seat 
on the bench is currently occupied, as it has 
been for the past thirty-two years, by Lower 
Primroy’s own Hobert “Hard Time” Harwell.

The rumors started back in February when, 
at one of Doc Filstrup’s weekly poker games, 
Hard Time told his companions he was consid-
ering retirement.

“Boys, I’m the only current office holder 
sitting in on this game, where all the real-
ly important decisions concerning Varmint 
County politics and government are made. 
Being in office and beholden to the voters 
kind’a cramps my style. You guys get to make 
decisions, tell the squires and other officials 
how to vote and never have to answer to the 
public,” Hard Time observed.

“Besides,” he added, “I really would like to 
have the luxury of going fishing in the middle 
of the week or sleeping late after one of these 
poker nights. Might be time I joined the retired 
officials’ club.”

Around the table there was only stunned 
silence. Nobody, from former County Judge 
Colonel Hugh Ray Jass to former Sheriff 
Smoky to former Mayor Doc Filstrup, could 
picture Hard Time anywhere but on the bench 
in his flowing robe, Colt .45 strapped to his 
side, dispensing justice to Varmint County’s 
various ne’er-do-wells.

“Well, who would run to take your place, 
Hobert? None of the lawyers around here com-
mand the respect or instill the fear in criminals 

that you do.” Colonel Hugh observed.
“Oh, District Attorney General Habeas C. 

Conklin would do a decent job. I can think of 
a few others practicing over in Burrville that 
would probably run for the office if I retire,” 
Hard Time replied. “Anyway, it’s a thought.”

The “thought” soon became fodder for the 
Varmint County Grapevine, the only news 
source in the county that rivals the local news-
paper that I work for, the Varmint County War 
Whoop & Exterminator. The Grapevine is 
twice as fast and one-tenth as accurate, but that 
doesn’t slow down the rumors from spreading.

Criminals, as one can imagine, began to cele-
brate. “Hard Time” Harwell was a power to be 
feared in these parts if one ran counter to the 
law. He got the nickname a few decades back, 
when the debate over the death penalty began 
to heat up around the country.

A reporter for the big city television station 
asked Judge Harwell how he felt about capital 
punishment, since he often presided over trials 
where a jury could possibly recommend a pen-
alty of death.

“Personally, I’m not fond of handing out 
death penalties on cold-blooded murderers or 
rapists. That’s letting them off too easy. People 
opposing the death penalty have obviously 
never served time in our state’s prison system,” 
the Judge observed. “I’d rather sentence them 
to thirty years hard time. Then when they die, 
they might find salvation because they’ve 
already spent their time in Hell.” 

That comment made the news and made 
“Hard Time” Harwell an instant celebrity 
among the state’s jurists. He became known 
for handing out harsh jail terms on the real 
hard cases, while sometimes showing leni-
ency on those who exhibited a possibility of 
redemption.

Hard Time’s “no mercy” reputation was 
further enhanced when folks discovered how 
he spent his vacation time – volunteering to 
serve as a judicial witness for various execu-
tions around the country, usually in Texas or 
Florida where such penalties were commonly 

meted out.
“It’s not as heartless as it seems,” Hard Time 

once confided to Doc Filstrup. “The state pays 
my travel expenses and two or three nights’ 
lodging and meals. Then I’ve got the rest of 
my vacation time to go deep-sea fishing while 
the Missus shops ’til she drops. I probably 
wouldn’t do it if the executions were held in 
some place without a decent lake to fish in, say 
Nebraska or New Jersey.”

At any rate, Hard Time’s reputation as a 
judge who is “hard but fair” has meant that 
he ran unopposed in all but two of his bids for 
re-election. In his first race for the office back 
in 1982, he already had developed a reputation 
as a hard-working Assistant District Attorney 
and won the judge’s seat in a close four-man 
race. In the only other election in which he 
was opposed, Hard Time crushed a personal 
injury lawyer from Burrville, Tommy “Triple 
Damages” Tubman, winning with over 80 per-
cent of the vote.

His reputation as a judge is rivaled only by 
his reputation as an outdoorsman and a lover of 
tall tales. When not on the bench, Hard Time 
holds court in his law office, where local wags 
gather around an ancient pot-bellied stove to 
spin yarns and tell stories, pausing on occasion 
to expel tobacco juice into a brass spittoon on 
the floor.

 Decorating the wall are the mounts of his 
numerous hunting trophies, ranging from a 
moose head and a Rocky Mountain goat to 
a local Bobcat he caught raiding his chicken 
coop. Adding to this surreal scene is another 
mount on the wall, a plaster cast of convicted 
murderer and multiple sex offender “Gomer” 
Hutchins, who Hard Time had sentenced to life 
at hard labor.

“Life,” in Gomer’s case, lasted only three 
weeks. The uncle of one of his teen-aged vic-
tims was also serving time at the state pen, put 
there by Hard Time for armed robbery.    

My most recent experience with Hard Time’s 
judicial decorum came a few years back when 
I joined the poker pals, along with Elijah “Big 
Poison” Haig, on a deep-sea fishing expedition 
out of Panama City.

The State of Florida had recently placed 
30-inch size limits on grouper, red snapper 
and most other popular saltwater game fish, as 
the growing population of tourists and retirees 
was quickly depleting the population of these 
tasty denizens of the deep, threatening a billion 
dollar tourist industry.

The captain of our charter boat was a stickler 
for the new size limits, insisting on taking out 
a ruler and measuring every fish that our party 
reeled in. One after another, Captain Quid, as 
we took to calling him, declared the catch too 
small to keep.

“That grouper is, uh, only twenty-nine and 
a half inches. You gotta throw it back,” the 
Captain would proclaim, quickly unhooking 

the hapless fish and tossing it overboard.
Of course none of the fish that were being 

“spared” survived. All were hooked and reeled 
up quickly from deep water on the bottom 
and all suffered from the “bends.” When the 
fish were tossed over the side, they floated, 
stunned, on the surface just long enough for the 
school of dolphins that were swimming around 
the boat to flash in and grab a quick meal.

It seemed like every nice fish that anyone 
hooked measured out at twenty-nine or twen-
ty-nine and a half inches. That is still nearly 
two and a half feet long, weighing anywhere 
from five to ten pounds of prize seafood. 
Finally, Elijah Haig had seen enough. Elijah 
hooked a nice red snapper that he fought for 
fifteen minutes and looked for sure like a 
keeper, but here came Captain Quid with his 
measuring stick.

“Uh, only twenty-nine and three-quarter 
inches. Got to throw him back,” the Captain 
proclaimed.

Elijah simply squinted at the captain through 
half-closed eyes, then grabbed the fish by the 
head and tail and gave a hard yank with his cal-
loused, muscular hands, cracking the snapper’s 
backbone like a twig.

“Measure it again,” the old man ordered.
“Uh, thirty-three inches,” the Captain said as 

he held the rubbery fish out to measure it, “But 
you cheated. This fish was undersized when it 
was alive.”

“Judge, can we get a ruling on this?” Doc 
Filstrup quickly chimed in.

“Let me see those state fishing regulations,” 
Hard Time told Captain Quid, reading the 
pamphlet over quickly before proclaiming, 
“The law does not specify whether the size 
limit applies to live fish or dead fish. I rule that 
this fish is within the legal size limits and can 
be kept.”

“Besides,” the Judge whispered to the hap-
less captain, “If you don’t let Elijah keep that 
one, the next thing he snaps will be your neck.” 

And so the fishing trip ended on a happy 
note. Every time someone would reel in a nice 
fish of debatable legality, they would pass 
it first to Elijah Haig for stretching before 
Captain Quid measured it and proclaimed it 
“a keeper.”

Well, to make a long story short, Hard Time 
came to the poker game the night before the 
filing deadline and put everyone’s mind to rest.

“I’m running again, gentlemen. I have my 
petition right here and would be honored if you 
would all sign it.” 

“What changed your mind, Judge? I thought 
you were looking forward to retirement.” 
Sheriff Smoky asked.

“I was, until I heard that Lawyer Philbert 
McSwine has filed a petition to run for my 
seat. I can’t do that to the poor folks of Varmint 
County, and a chance to beat the stuffing out of 
Philbert is just too good to pass up!”

Rumors Fly as Judge “Hard Time” Harwell Ponders Early Retirement
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Award of Merit: Commercial Exterior

City Creek Center
Salt Lake City, Utah

SALT Lake City’s 23-acre City Creek Center 
is the perfect balance of modern innovation and 
natural beauty. A LEED Gold-certified project, 
City Creek Center is part of a revitalization 
plan to re-establish the city’s downtown as 
a vibrant economic and cultural center. One 
of the Center’s most impressive features is 
the amazingly accurate replica of City Creek, 
the project’s namesake. The realistic man-
made creek flows through two city blocks and 
includes three waterfalls, with the tallest mea-
suring 18 feet high. 3D models of each cascade 
were created to assist in the careful selection of 
the project’s 275 boulders. Boulders were quar-
ried locally so that the stone would be natural 
to the area and consistent with the architect’s 
desired color range.

The City Creek Center also features seven 
unique natural stone fountains, with three offer-
ing interactive experiences. The “Flutter” and 
“Transcend” fountains capture the attention of 
patrons with their choreographed fire and water 
displays, while “Engage” invites children to 
interact with its energetic bursts of water. The 
project incorporates seven different granites 
and two types of sandstone totaling 15,400 
cubic feet of natural stone. Coldspring fabri-
cated the Mesabi Black® and Prairie Brown 
granites used for several of the fountains, 
including the pieces requiring perfectly posi-
tioned holes for water jets, light fixtures, and 
fire nozzles. Bestview International fabricated 
the Sunset Gold granite used in the project’s 
intricately designed 12-piece paving pattern, 

and Yellow Supreme, Giallo Veneziano, Giallo 
Imperial and Black Rain granites used in the 
project’s exterior cladding. Cladding contractor 
KEPCO+ installed the stonework for all of the 
water features and much of the paving. The 
success of this project would not have been 
possible without the collaborative efforts of the 
complete stone team. The City Creek Center 
is enjoyed by all and will share its beauty, 
innovation, and tranquility with both locals and 
visitors for generations to come. Continued on page 39

2013 MIA Pinnacle Awards
Recognizing Excellence in the Stone Industry, Part 2

Photo by Martin van Hemert

Four Freedoms Park on Welfare Island, New 
York, NY.

In 1973, Welfare Island, a two-mile long strip 
of land in the center of the East River of New 
York City, was renamed for President Franklin 
D. Roosevelt, and the southernmost four acres 
were dedicated as a memorial for him. It was 
designed by the preeminent architect, Louis I. 
Kahn in the 1970’s. The “Room,” the south-
ernmost part of the completed design, is the 
physical realization of Kahn’s famous quote: 
“The walls parted and the columns became,” 

HE Marble Institute of 
America announced the win-
ners of the 2013 Pinnacle 
Awards competition during 

its annual Awards Luncheon held during 
StonExpo/Marmomacc Americas 2014.             

The Pinnacle Awards recognize excellence 
in commercial, residential, and renovation/
restoration of natural stone projects world-
wide. Projects selected as winners must demon-
strate exceptional beauty, creativity, ingenuity 
and craftsmanship in the use of granite, mar-
ble, travertine, limestone, and other natural 
stones. The sponsors of the Pinnacle Awards 
are Custom Building Products and Aqua 
Mix for the Pinnacle Commercial Awards, 
BLANCO for the Pinnacle Residential Awards 
and Coldspring for the Pinnacle Renovation/
Restoration Awards. The competition is open 
to MIA members around the world.

During the Awards Luncheon, the MIA also 
presented the 6th annual Grande Pinnacle 
Award, sponsored by Marmomacc. A Grande 
Pinnacle Award was also presented to the archi-
tect involved with the winning project. 

The 2013 Grande Pinnacle Award winner:
North Carolina Granite Corporation of Mount 

Airy, NC for the amazing Franklin D. Roosevelt 

his notion about a basic relationship between 
two indispensable architectural elements. The 
project evokes the eternal, a fitting memorial 
to Roosevelt’s legacy and his four Freedoms 
(speech, worship, want, fear).  All granite that 
makes up Franklin D. Roosevelt Four Freedoms 
Park was quarried in Mount Airy, NC at the 
North Carolina Granite Corporation.  12,100 
tons (roughly 24 million pounds) of granite 
were quarried to produce 7,700 tons (roughly 
15 million pounds) of dimension granite. The 
solid granite blocks used to make the “Room” 
measure 6 by 6 by 12 ft. and weigh 36 tons.

The architectural firm of Mitchell/Giurgola 
Architects, Architect of Record for the project, 
was also presented with a Grande Pinnacle 
Award.

The 2013 Pinnacle Award winners are: 
• Commercial Exterior Award of Excellence 

to Coldspring, Cold Spring, MN for the Intuit, 
Inc. headquarters in Silicon Valley, CA.

• Commercial Exterior Award of Excellence 
to Coldspring, Cold Spring, MN for the Ralph 
L. Carr Colorado Judicial Center in Denver, 
CO.

• Residential Interior/Exterior Award of 
Excellence to Valders Stone & Marble, Inc., 
Valders, WI for a Long Island Residence in 
Long Island, NY.

• Residential Interior/Exterior Award 
of Excellence to M&G Contracts (S) PTE 
LTD, Singapore for the Ardmore Residence in 
Singapore.

• Renovation/Restoration Award of 
Excellence to Miller Druck Specialty 
Contracting, Inc., New York, NY for the 632 
Broadway building in New York, NY.

• Renovation/Restoration Award of 
Excellence to Rugo Stone, LLC, Lorton, VA 
for the Cathedral of the Immaculate Conception 
in Wichita, KS.

 The Pinnacle Awards of Excellence were all 
featured in the April issue of the Slippery Rock 
Gazette.

Congratulations to all the winners.
 
Judges for the 2013 Pinnacle Awards com-

petition were:
• Kent Duffy FAIA, SRG Partnership in 

Portland, OR.
• Steve Poland, Ankrom Moisan Architects in 

Portland, OR.
• Christian Pongratz, Pongratz Perbellini 

Architects in Verona, Italy.
• Michael Twiss, Immediate MIA Past 

President, Columbia Stone, Inc. in Tualatin, 
OR.

• Chuck Muehlbauer, Technical Director, 
Marble Institute of America in Cleveland, OH.
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MIA Member Company: 
Bestview International

Glenview, Illinois
Stone Supplier | Stone Fabricator 

Coldspring
Cold Spring, Minnesota

Stone Supplier | Stone Fabricator
KEPCO+

Salt Lake City, Utah
Stone Installer

Client
City Creek Reserve Inc.

Other Project Team Members: 
SWA Group • WET Design

Hobbs & Black 
CMS Collaborative Inc.

Architects
Jacobsen Construction

General Contractor
Caffall Tile & Stone Co., Inc.

(MIA Member Company) 
Stone Installer
Delta Stone

Stone Supplier | Stone Fabricator
Stones:

Prairie Brown Granite, Mesabi Black® Granite
Pepper Brown Granite 

Mountain Valley Sandstone
Mountain Blend Sandstone, Sunset Gold Granite

Yellow Supreme Granite 
Giallo Imperial Granite

Giallo Veneziano Granite, Black Rain Granite
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Award of Merit: Commercial Exterior

Place d’Armes
Montreal, Canada

Award of Merit: Commercial Interior

Music City Center
Nashville, Tennessee

THE Place d’Armes project was not only to 
completely refurbish one of the most visited 
plazas in Montreal, but also to lower it to street 
level. The same running bond pattern paving 
was used for the plaza, crosswalks and streets 
requiring many different thicknesses, all with a 
5mm bevel on top and bottom to avoid lippage. 

The mix of color was not random, but an 
established pattern and every single piece had 
to be numbered and crated in sequence.

Additionally, to the color/finish/thickness 
mix, two other factors were complicating the 
fabrication. Because the two main streets on 
the North and South sides of the plaza are not 
perfectly parallel, a few bonds had to be fab-
ricated with slight angles to adjust without it 
being noticeable. 

Also, all the end pieces abutting the historical 
buildings had to be shop ticketed for a perfect 
fit without any field cutting. Aside from the 
logistical complexity, the multiple dimensions 
required in each color/finish/thickness allowed 
the recovery of waste to fabricate smaller 
pieces from the nonconforming larger ones. 
Cobblestones of the former plaza were also 
reused as accents.

Now complete, the new plaza is one of the 
nicest touristic, gathering places in Montreal, 
and will withstand even the harsh Montreal 
climate and the abuse of snow removal equip-
ment.

ASSOCIATED Imports was contracted as 
the prime contractor to supply, fabricate and 
install the natural stone building veneer at both 
the interior and exterior locations of the Music 
City Center. By collaborating with TVS Design 
early in the design phase, they were able to size 
the limestone panels at 15 inches tall, which 
maximized the block usage and minimized the 
waste, which in turn provided the best overall 
value to the project. 

This particular quarry layer was 48 inches tall 
and, when processed into three 15 inches tall 
vein cut panels, it yielded three fairly distinc-
tive panels; light vein, heavy vein and a no vein, 
or “mud” panel. Once properly blended onsite, 
the end project was seamless. 

This early involvement allowed for optimal 
stone usage and coordination/alignment with 
other materials, such as window mullions, 
metal panels and brick coursing.

In addition to the 24,500 sq. ft. of exterior 
limestone veneer, 4,500 sq. ft. of cubic stone 
caps and 2,200 sq. ft. of exterior granite, the 
interior concourse hosted the most dramatic 
stone facades. The main concourse contained 
three large feature walls, each 125 ft. long and 
35 ft. high. Each wall was accentuated with 
pocket lights trimmed in acrylic. This combi-
nation provided a great ambiance when viewed 
from both the interior and the exterior.

The project earned a LEED Silver certifica-
tion. Sustainability features included a four-
acre green roof and 260,000 gallon rain water 
retention tank. Associated Imports was able 
to contribute by providing local and recycled 
setting materials including thin set, grout and 
the stone joint sealants.

Associated Imports also directed 20% of the 
contract value to help meet the overall project’s 
goals for the DBE participation. As a whole, 
over 130 minority/women/disadvantaged busi-
nesses were contracted for the project.

Continued on page 40
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MIA Member Company: 
POLYCOR INC.
Quebec, Canada
Stone Supplier

Stone Fabricator
Client

City of Montreal

Other Project Team Members: 
Cardinal Hardy

Architect
Terramex

General Contractor
Installer

Stones:
Caledonia Granite

Newton Brown Granite
Peribonka Granite
Stanstead Granite

MIA Member Company: 
Associated Imports

Atlanta, Georgia
Stone Fabricator 
Stone Installer

Client
Convention Center Authority

Other Project Team Members: 
TVS Design

Tuck Hinton Architects
Moody-Nolan Architects

Architects
Simpson Construction Inc.

General Contractor
Bell/Clark a Joint Venture 

Construction Manager 
Jurassic Marble Suppliers 

Stone Fabricator | Stone Supplier

Stones:
Jura Beige Limestone

Sahara Granite
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Award of Merit: Commercial Interior

Liberty Mutual Insurance Company World Headquarters
Boston, Massachusetts

THE project encompasses the expansion of 
the Liberty Mutual Insurance Company world 
headquarters within an urban corporate campus 
in Boston, MA. The new twenty-two-story 
office building lobby is an elegant two-story 
space connected by a grand staircase of stone 
and glass. 

The first floor lobby welcomes employees 
and visitors into the building. The second floor 
lobby connects to a pedestrian bridge and cor-
porate cafeteria. The lobby walls are comprised 

of a series of articulated travertine panels 
accented by floor to ceiling light coves that 
highlight the articulation. Dark cherry wood 
panels complement the 10,000 sq. ft. of Roman 
travertine. The floors consist of two types of 
North American granite: Jet Mist and Cambrian 
Black featuring thermal finishes.

The most challenging aspect of the interior 
installation was the use of Roman travertine. 
The design plan called for a completely uniform 
background color with individual stones placed 
randomly to avoid a repetitive pattern.

This was achieved by having the project team 
make six trips to Italy. The initial trip entailed 
reviewing the slabs to establish the allowable 
range of material and size of the allowable 
fissures. 

Subsequent trips included visiting the quarry 
to hand select the seven blocks required for the 
project and a trip to the fabrication facility to 
review the slabs from the selected blocks to 
ensure that they met the design intent and the 
allowable range approved during the initial 
trip. Another visit to the fabrication facility 
to review the entire 10,000 sq. ft. dry-laid 
elevation by elevation allowed the architect to 
reject any stones that did not meet the approved 
range. 

In addition, the architect was able to place 
individual pieces to achieve the desired “ran-
dom” look. After each dry-lay was completed, 
each stone was assigned an individual number 
to determine its final installation location in 
the lobby.

Award of Merit: Commercial Interior

Renaissance Shanghai Putuo Hotel
Shanghai, P.R.C.

THIS five-star Renaissance Hotel was 
built in the up-and-coming Putuo district of 
Shanghai. The contemporary interior, designed 
by VOA Architects, is themed around wind pat-
terns. The client wished to add a floor pattern 
that was minimal and contemporary, yet bring 
in elements more organic than can be achieved 
with typical pavers or tile.

The floor pattern was developed to follow the 
curvatures of the ceiling patterns and the flow 
of traffic from entry to reception desk to guest 
rooms and through the bar and seating areas. 
The client also requested that the design include 
a representation of the RuYi, a ceremonial 
scepter or talisman, and a Chinese symbol of 
power and good fortune. This object was subtly 
integrated into the linear patterns of “wind.”

Because of the long curves of this pattern, the 
main challenge of this project was the fit from 
factory to jobsite installation. This was ensured 
through complete factory layout and dry-fitting 
at the site. 

Also, to ensure the continuity of the pattern, 
the color, tone and texture of each of the four 
beige stones had to be carefully planned, so 
they would be clear and distinguishable from 
each other, yet subtle so as to not take away 
from the rest of the lobby features. The lobby 
and bar areas are approximately 8,000 sq. ft.

Continued from page 39
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MIA Member Company: 
Kenneth Castellucci & Associates

Lincoln, Rhode Island
 Stone Installer

Client
Liberty Mutual Insurance Company

Other Project Team Members:
CBT Architects

Architects
Turner Construction Company

Construction Manager
Polycor (MIA member)

Euromarble
Granites of America 

 Stone Suppliers
Stones:

Roman Travertine
Cambrian Black Granite

Jet Mist Granite

MIA Member Company: 
Creative Edge Master Shop, Inc.

Fairfield, Iowa
Floor Design and Fabrication

Client
MingJie Real Estate

Other Project Team Members: 
VOA Architects
Interior Designer

Aalto Design
FNW Co.

Floor Design and Fabrication

Stones:
Royal Botticino Marble

Bursa Dark Beige Marble
New Botticino Marble

Limra Limestone

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/


slIppery rock GazeTTe may 2014  |  41  

Award of Merit: Residential Interior/Exterior

Sukhothai Residences Unit K. Chumpol
Bangkok, Thailand

Craftsmanship | Special Award of Merit: Residential Int./Ext.

Stockholm
Stockholm, Sweden

THIS project began four years ago in a meet-
ing with architects. The meeting concluded 
with one goal; white statuario marble, very 
characteristic, big tiles and book matched. The 
pursuit for good material started immediately.

Most blocks did not fulfill the requests, but 
finally, one was found. It was a very sound 
block with the right dimensions and heavily 
veined. Realizing that it would be much more 
difficult to achieve the look with this strong 
veining, the project forged ahead. Before pre-
senting the material to the client, the oppor-
tunities were discussed with the architects. 
Sketches were made of the best use of the mate-
rial. The architects were very open-minded, 
realizing the difficulties of the project, but also 
very demanding regarding design and details.

StenCentrum staff went to Stockholm to 
measure the two bathrooms in question. After 
making drawings of the rooms, slabs were com-
pared to the drawings spread all over the work-
shop. Realizing dimensions from the architect’s 
drawings could not be followed new sizes were 
created to follow the book matched pattern. 
Frames to doors, windows and shelves were 
carefully cut to book match the wall pieces.

Finally, when all the pieces were installed, 
the client said: “I would like to have the same 
stone on the curved wall in larger book matched 
pieces. I also want to be able to put a door in 
the middle of the wall in case we put a Jacuzzi 
on the other side.”

The project was a huge challenge, with a 
lot of ideas and requests from both client and 
architects. Without the supplier, my workshop 
and field staff, this project would not have been 
possible.

THE design of the living room and dining 
room is primarily inspired by the architecture 
and interior design of the adjacent Sukhothai 
Hotel. There is an evocation of the Thai culture, 
religion and architecture. The design aims to 
theatrically create an atmosphere conducive of 
spirituality, serenity and refinement.

The main stone material, a honed black 
basalt, contributes to creating mystery and 
serenity. The plain black color of the stone 
reacts to the lighting featuring shades of medi-
um grays to deep black which dramatizes the 
“mise en scene” of the Thai artworks.

The Thai style arch which separates the foyer 
from the dining area features a split face mosaic 
designed by Stones and Roses International. 
This mosaic mixes split face brown sandstone 
chips with titanium ore blocks. The choice 
of this material is inspired by the ancient 
Sukhothai temples and chedi which were origi-
nally built in bricks.

The mandala panel separates the dining area 
and the living room. It features concentric cir-
cles carved into the stone at increasing depths. 
The pattern with expressed joints is reminiscent 
of Angkor Wat where large stone carvings are 
built by stacking rectangular stone blocs in a 
geometrical pattern. It was a deliberate choice 
to execute this piece of work mostly by hand to 
bring a sense of humanity.
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MIA Member Company: 
Stones and Roses

International Co. Ltd.
Samutprakam, Thailand

Stone Supplier
Stone Fabricator
Stone Installer

Client
K. Chumpol Uchukamol

Other Project Team Members: 
Gooseberry Design

Architect
Classic House Furniture Co. Ltd.

General Contractor

Stones:
Black Basalt Granite

Sandstone Mosaic
Stanstead Granite

MIA Member Company: 
StenCentrum

Molndal, Sweden
Stone Fabricator
Stone Installer

Client
Private Residence

Other Project Team Members: 
Samark Architecture and Design

Architect
Kungsfiskaren Bygg och

Fastighet AB
General Contractor
Santucci Armando 

(MIA Member Company) 
Stone Supplier 

Stone:
White Statuario Marble
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Continued on page 43

Profiles in Sculpture:
A Lineage of Images by Artist Daniel Sinclair

Peter J. Marcucci
Special Contributor

ROSSING the George 
Washington bridge into New 
York City that morning, all 
signs pointed to an inter-

view where this month’s featured artist 
would offer his time—and yours truly 
would leave with a recording of his life 
and weave a story. How wrong I was.            

Based in Long Island City, New York, Daniel 
Sinclair, an established figurative and his-
toric carver, art aficionado and critic, was 
born into art, and a child prodigy since the 
1940s. Throughout his interview, Sinclair, also 
owner of DMS Studios, not only answered 
my questions, but generously offered many 
thought-provoking opinions about modern day 
versus yesteryear art and craftsmanship, while 
additionally defining the difference between 
craftsman and artist. 

With his manic bravado mind-set and unique 
stylistic exuberance, Sinclair also checked in 
on his accomplishments and goals, placing the 
state-of-the-art of media such as stone, bronze, 
clay, paint and sketch into a context of detail 
and reality. It is in this realm Sinclair felt most 
comfortable as he reflected on his feelings of 
past and present, while bringing clarity to the 
future of an art form constantly in flux. 

Furthermore, it is Sinclair’s ability to seam-
lessly move between craftsman and impres-
sionistic artist, while pushing the limits of his 
skills and style to the edge that has earned him 
considerable credence within the art communi-
ty, as well as kept him at the top of his game 
for decades. 

The icing on the cake during this super 
engaging interview was that I, the interviewer, 
became the student, while Sinclair, now the 
teacher, taught me a few rules of art and how to 
break those rules to traverse the barriers of the 
norm into a world of personal expression and 
interpretation.

When I entered his studio he was working on 
his latest sculpture, a clay model of a woman. 

“I’ve been carving stone here since 1979. I’ve 
been very lucky, it’s a good building. Although 
when I got the building it wasn’t like this, nor 
was the neighborhood like this. I was able to 
purchase it because the cost of real-estate here 
at that time was not that expensive. This same 
building in Manhattan would have been much 
more expensive, so this is why I’m here. It’s an 
ideal little shop to do sculpture and stonework.” 

Is your clientele base within close  
proximity? 

“Yes, mostly around here, but also much of 
it is within the tri-state area. I’ve also done a 
lot of work in Washington making a couple of 
interesting projects for the White House. The 
most interesting project was a carved marble 
fireplace for the Lincoln bedroom.”   

You have so many works to your credit in 
stone, bronze and clay. What inspired you to 
be an artist?

“I have a very strong background in historic 
styles and decorative arts. My parents were 
Europeans and I’m first generation American. I 
had a very indulgent mother who allowed me, 
and encouraged me, to spend as much time as 
I wanted in museums around the world. I trav-
eled with her and was exposed to painting and 
sculpture since childhood. I also had a natural 
gift for drawing and sketching and had an appe-
tite for these things as a boy, so I studied them 
very diligently. Lately I’ve been concentrating 
more and more on doing little figures out of 
clay and eventually out of terracotta or bronze.” 

Do you do bronzing here or do you send it 
out?

“I have a foundries I use — I’m not a found-
ry. That’s a whole different thing, and I use 
several. There are four or five of them, but I 
haven’t really landed on one that I’m complete-
ly committed to using. Making small figures is 
very challenging, but it’s the clay model that 
determines the success of a bronzed piece. 

“The process is called lost wax. It’s a very 
ancient process that goes back thousands of 
years. All the little bronze Roman pieces that 
you see in museums were done this way. They 
may have not modeled them in clay first; they 
may have modeled them directly in wax like 
the ancient near eastern exquisite bronzes from 
Tibet and Burma and so forth. As far as I know, 
there are only a few people today that are trying 
to make bronze figures to scale or none.” 

Changing the subject, Daniel moves and sits 
at his computer. “Here is an artist I admire very 
much who recently died. His name is Lucian 
Freud, grandson of Sigmund Freud. He is a 
highly sought after painter of the late twentieth 
century and he did very, very expressive paint-

ings. His paintings today sell for many millions 
of dollars. Here’s a painting Freud made of 
Queen Elizabeth, and here is a realistic painting 
of her that someone else made from a photo-
graph. Can you see the difference in Freud’s 
interpretation?” he asks. 

Yes!
“How would you describe the difference?”
Well, the facial expression in Freud’s paint-

ing looks nothing like the face in the realistic 
painting. 

“Let’s try and use another language. This is 
a very generic portrait of somebody, and it’s 
obviously from a snapshot.” 

It’s British Prime Minister Tony Blair.  
“Yes. Somebody took a photograph of him 

and then very diligently copied the photograph 
into a painting. Freud did not work that way. 
That’s why there are certain distinctive inter-
pretive changes. 

“The whole point of being an artist is how 
you express yourself, and how you express 
yourself does not necessarily mean that you are 
strictly making copies of things. You’re looking 
at something and you try to express your feel-
ings about it in the work that you’re making. 
That’s why art that is very strong, evocative 
and powerful is not merely photographic repro-
ductions. 

“So it’s the same thing with doing what I’m 
doing here. When I model someone in clay, 
hopefully, I’m trying to interpret what I see 
and not just strictly copying what I see. This, is 
being an artist. 

“Now, if you’re talking about being a crafts-
man, that’s another story.” Picking up and hold-
ing a marble relief sculpture, Daniel continues. 

“This is a reproduction of a relief sculpture 

called the Pieta, and was very difficult for 
me to make. Pieta in Italian means pity, and 
from what I understand, it depicts when Christ 
descended from the cross and was held by his 
distraught mother. It’s a very famous and clas-
sical subject that has been used in art history for 
hundreds of years. 

“This replica sculpture is a work of crafts-
manship, not a work of art. It is made of 
Bianco-P marble, a very fine quality Italian 
marble that has been used for a long time 
because the fineness of the grain allows you 
to carve very highly detailed things that other 
marbles will not. It was such a wonderful piece 
of sculpture I decided to reproduce it, but it is 
strictly a bit of craftsmanship, not art.”  

How did you get all the proportions to make 
something like this accurately. Do you take 
pictures or take measurements? 

“Are you familiar with the techniques of mar-
ble reproduction in stone carving?”

No, not really. 
“Reproductions of stone carvings started with 

the Greeks and was then perfected by the 
Romans. The technique employed is taking 
measurements in three dimensions by a process 
the Greeks invented called ‘triangulation.’ 

“Triangulation means that you can locate 
a measurement space in three dimensions. 
Most people in the world of fabricating, are 
accustomed to working in two dimensions. The 
concept of three dimensions is a little harder to 
work with.”

Fabricators don’t need to work in 3D when 
we make things like countertops out of slabs.

“Right, but when doing a reproduction you 
do. 

The acanthus leaves on this Statuary Antique Fireplace are a superb example of craftsmanship 
pushed to the limit and requires the trained eye of a sculptor to truly understand how difficult 
it was to carve the leaves that turn and curl around the architectural design.

Photos courtesy of Daniel Sinclair
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Continued on page 44

Profiles in Sculpture:
A Lineage of Images by Artist Daniel Sinclair

“Yes—there are challenges, but I get by.”
Going back to your Mom and your travels 

with her to museums, is that something you 
desired to do?

“Yes, and that began at about age 12.”
So you were meant to be an artist from 

childhood?
“I’ve never done anything else. I was either 

painting, drawing or carving and don’t recall 
doing anything else in my life other than some 
type of artwork. I was not a particularly good 
student in school. I always had a notebook 
filled with drawings of Mickey Mouse or car-
icatures.” 

Did you ever attend any art schools?
“I was born in California a long time ago, 

and graduated college with a Masters and 
Bachelor of Fine Arts degree from University 
of California.” Daniel would not admit to his 
age but he thinks young and looks great. 

“When I got to New York, I received a Masters 
Degree in sculpture from Pratt Institute, a well-
known architectural and engineering college in 
Brooklyn, New York. I’m also a recipient of 
quite a lot of prizes and grants. 

“In the 1960s, I figured I’d go to Italy and 
pick up all the tricks I needed to come back 
here and get famous. I was very much affected 
by sculpture and the achievements of the great 
sculptors of the past, and it was with enthusi-
asm that I still thought there might be some-
thing to say using stone, so I went to Europe. 

“I landed in a small town in northern Italy 
named Pietrasanta that had been fabricating 

stone since Roman times. Within a very short 
period of time, about two or three months after 
I arrived, I was apprenticed by two brothers and 
worked for them for five years. 

“They had very kindly hired me, but really 
had no need for me—So why would they do 
this? I thought. Out of generosity I guessed, and 
the fact that I was also willing to work for free 
was also nice.” He laughs. 

“I had my Masters Degree with honors and 
my prizes, and when I went there I quickly real-
ized that I didn’t know anything at all! I really 
didn’t know anything about sculpture, art or 
stone, but gradually during the period of years I 
worked for them, I learned pretty much the way 
people had learned for the last fifteen hundred 
years, and what all apprentices went through. 

“I could tell you a cute story. This is an 
anecdote to give you a sense of the mentality 
of those days, and I’m sure many people in this 
country have had many notable moments like 
this in their careers.

“During the first couple of weeks in the 
Pietrasanta shop, which by the way had dirt 
floors, there were some wooden work tables 
that were very old, and one day the boss said to 
me, ‘Break them up for use in the potbelly stove 
for heat. We are going to burn them.’ 

“So, I took them apart and the nails fell on the 
ground. These were old rusty nails from Roman 
times! So, I stacked the wood, and the boss 
came back and he saw the nails on the ground, 
and he said to me, ‘What about those?’ 

“And I said, ‘What do you mean?’ This is all 
in Italian, by the way—and he gives me kind of 
a sour look and says, ‘Pick up all those nails and 
straighten them up, we’re going to use them.’ 

“He didn’t waste anything! Wood, metal, 
scraps of stone — anything! And the roof of 
this building was rotted out and was essentially 
a falling down stucco shed with a tile roof with 
trees growing out of it — and it was still being 
used! This is the world I lived in with quarries, 
gang saws, air hammers and work benches.”

What was the owner’s name?
“Pasquino Pasquini. His studio was in con-

tinuous operation as the McBride studio from 
about 1850.” 

After your five-year apprenticeship, what 
then?

“I spent four more years in Italy and accu-
mulated some artwork and had a few shows.  
We then came back to the U.S. and had a few 
shows. My wife and I wanted our daughter to 
be raised here, and I figured I belonged here 
rather than Italy.” 

Is your wife from Italy?
“No, no, no, she’s from here.”
So you were married in Italy?
“No, we were married before we went. So, 

we came back here and had a few shows, and I 
quickly realized that the world was not waiting 
for little white marble sculptures, particularly in 
the United States in the 1980s. So now what do 
we do? I thought.”

So when you triangulate, you need to estab-
lish three points, and from those three points 
any measurement can be fixed, and this has 
been the practice of stone carvers for the last 
two thousand years. 

“Most sculptors were not Michelangelos, 
Rodins or Donatellos, they were guys like me 
working on fireplaces and ornamental carvings. 
The only thing that was different was that you 
had a very discerning clientele, and the kind of 
work done today wouldn’t be acceptable, be it 
slab work or carving. 

“It’s extraordinary to me that with the tech-
nology and wealth we have today, that the 
general definitions of craftsmanship are so 
modest, and today’s craftsmanship is not even 
worth discussing. Most people are very happy 
with anything as long as they can have it. Many 
more people can afford many more things, so 
many more people can sell things. 

“Back in the day, so to speak, you had only 
a small group of people who could afford 
anything, so they were very demanding in 
the quality they requested. Today, the public 
demands are so modest that ancient skills are 
irrelevant. Maybe democracy is not conducive 
to craftsmanship.” 

There must be a small niche?
“Hardly anymore, Pete. It’s becoming less 

and less. Most of what I concentrate on these 
days is sculpting in metal or clay. I still exercise 
my skills in my golden years, but instead of 
doing it for clientele, I do it for me.”

But does that pay the bills?

Calacatta Vagli Rosato marble was imported from Lucca, Italy, specifically for this fireplace 
mantel. It is very brittle and was very difficult to carve. Notice the delicate beads that run along 
the front. The leaves carved in the center and down the legs are also very delicately modeled and 
required a skilled touch when carving.

Sinclair considers this Phaeton 
Fireplace Mantel one of his fin-
est fireplace surrounds to date. 
It is carved from perfect blocks 
of ultra-fine, pure white, natu-
ral limestone especially import-
ed from Europe for its excellent 
carving characteristics.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news

http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net


44 |  may 2014 slIppery rock GazeTTe      

molding and get some device like a CNC and 
program it to match a complicated shape — for-
get it! By the time the programmer programs it, 
I’ve already finished the fireplace. It’s not an 
edge to a sink of a counter top. So, this becomes 
a very complex thing. Most of the time, I just 
use hammers and chisels. Do you want to see 
DMS Studios?”

Yes, I want to see DMS Studios! 
“Come on, I’ll show you DMS.” We walked 

out the office door toward an old wooden work-
bench full of hundreds of chisels, one hammer 
and a die grinder — and stopped. 

“This is DMS Studios. This is the whole busi-
ness,” Daniel says while hand gesturing and 
looking in another direction towards a forging 
anvil, torch, drill press, Arri light and various 
hand tools. 

“That’s it, this is DMS. Here’s a plaster mold 
of a sculpture I did. This I sculpted in clay. You 
see these dots, they are points of measurements. 
I translate these points of measurements into 
stone. This is triangulation. 

“There’s a measuring device we use with a 
needle. The needle doesn’t cut or carve any-
thing, it just measures and tells you how far in 
from the surface of the stone it is to get each of 
these points.” 

It sounds time consuming.
“That’s why it’s not done anymore and his-

toric carving is not in demand. My training 
and intention was to be an artist. I had to move 
side-ways into the fabricating world because I 
couldn’t make enough money being an artist, 
and had to use my skills to do business. 

“Since you’re not dealing with a public that 
demands very much, they’re happy with what 
they get. You give them a price and something 
more or less that seems to be okay — great! 
If the public is happy, you make money — it 
works for everyone. Artwork is different than 
craftsmanship. When you’re thinking about 
artwork you cannot use the same set of values. 

“What has happened, and this is interesting 
with all precious things, is that people can 
usually manage to take wonderful, rare trea-
sures and turn them into rubbish. The work 
of stone had always been only for the very, 
very rich while everybody else admired it. 
With human ingenuity and social advancement 
where it’s not just the few rich on top and many 
other unprivileged underneath, now, everybody 
wants these things and you have to equalize it, 
and it’s no longer anything particularly won-
derful and valuable. Stonework, when I started, 
was a specialty. Now stone is a commodity. I 
guess it’s the same thing with you.” 

Yes, fabricated stone does seem to be a 
commodity these days. Where do you buy your 
chisels and files? 

“All of these chisels were made by me. You 
can’t go to the art store or go online and buy 
these, you have to forge them. I spent about 6 
months in Europe being a blacksmith.”

Are they made out of high quality steel?
“No, these are all junk steel and not high 

quality. They are made like they made them 
in the sixteenth century, and that’s the kind of 
technology you need to do this kind of work, 
and not for any kind of romantic reason that I 
make my own. It’s the shape and the way you 
handle them, and you’re not going to get those 
results if you don’t do it this way. 

“If I could buy the tools, I would buy them. 
I’m not somebody that says working hard is 
good for the soul. If you can hire it or send it 
out, I do it!” Now pointing to a far wall with 
a myriad of plaster fireplace models hanging 
from hooks, Sinclair continued. 

“These, by the way, are models. For certain 
very complicated projects you have to create 
models for the elements that go into the carv-
ings. I model them in clay then cast them in 
plaster, because I need to have a rigid model to 
work from. These were plaster details for a fire-
place at the White House, so I could have actual 
sculpted patterns to work from, for authenticity. 

“You really can’t get the quality unless you 
have something to work from. Modeling like 
this is not something I’ve invented. It’s been 
going on for hundreds of years, and if you want 
to do high-level historic work, you need to be 
willing to do it this way. 

“Most people don’t need historical authentic-
ity, but the White House did, and it was a very 
satisfying project because they had requested 
of me what I was able to give them. The White 

House gave me a picture and said, ‘Go make 
it.’ That’s it. 

“So from a photograph, I had to generate a 
historic reproduction of this fireplace. To do 
something like this you also have to have a 
very strong background in the historic styles 
of furniture and sculpture. You’re not going to 
be able to do it from a drawing or generating it 
from a computer, and if somebody hands you 
a photograph, you’re not just going to make 
a sketch and think that it’s going to come out 
right.” 

What president was in the White House at 
the time?

“It was George W. Bush. What was interest-
ing is that the Bush family was very smart, but 
it was the Clintons, previously, I believe, who 
were renting out the bedroom to big campaign 
donors. You know, you contribute so much to 
your party and you get to have a night in the 
Lincoln bedroom at the White House. But the 
bedroom at that time looked like something 
out of Howard Johnson’s, so Laura Bush said, 
‘Let’s bring it back to its original glory.’ 

“However, it was not originally a bedroom. 
This was Lincoln’s office during the Civil War, 
and this room was a pretty big deal because 
this is where Lincoln made many of his major 
decisions while the country was at war. So this 
room had tremendous historic significance, and 
I was impressed with that.” 

You came back very skilled!
“Yes, but I had no real training doing archi-

tectural stone carving. However, the shop next 
to us in Pietrasanta — that’s what they were 
doing, making fireplaces. I had seen what they 
were doing and I realized that if I had the skills 
to sculpt, then I had the skills to do architectural 
work. It did have certain challenges that I didn’t 
know about, and I didn’t understand the geome-
try.” Pointing to blueprints he continued. 

“For instance, drawing a fireplace like this 
takes some doing, and in order to execute all the 
patterns in this mantel takes a pretty high level 
of drafting skills. 

“I can’t seem to get draftsmen to produce 
shop drawings of anything as complex as this. 
I’ve tried to get guys to do drawings of this 
stuff and, oh my God, it’s more than they want 
to think about! It’s way, way beyond anybody’s 
pay grade. 

“I don’t know how you feel about it, but 
drawings like this would be more than most 
guys I know would be willing to jump into. 
Your experience might be different. Is this 
something that you think would be in the range 
of most guys?”

No.
“Okay. So some of these other projects that 

I’ve done, for example this one, a Phaeton 
fireplace mantel, if you want to talk about 
craftsmanship, this is a very demanding piece 
of work.”

You carved this mantel?
“I carved everything. I did the shop drawings, 

everything. The design came from an architec-
tural book of an eighteenth century mantel and 
a client said, ‘I want that.’ 

“So, there were many challenges to draw it 
and make sure it looked right. The second part 
is how do you construct it in a way that you can 
make it, and where are the pieces, and how is it 
divided so you can carve each piece and put it 
back together? 

“You know that you have to prepare a model 
of every element and sculpt it out of a small 
block. You also have to know how it’s going 
to be assembled, and unless you do it this way, 
in sections, you can’t do it. You don’t have the 
time! 

“In Roman times they didn’t do it this way 
because they had the time, and the blocks they 
used were much larger. In contemporary times 
we try to take advantage of the technology that 
we have. Obviously, if we can find a better way 
to do it, why kill yourself? So, the most expedi-
ent way to do a carved fireplace is to break it up 
into bite-size pieces so we know we can handle 
it in the shop.” 

So, you use saws, router bits and profile 
wheels?

“I use anything, you name it, whatever I can 
get my hands on I’ll use, however, most of the 
mechanically driven equipment for this level of 
work is of very minimal use. For example, to do 

Profiles in Sculpture:
A Lineage of Images by Artist Daniel Sinclair
Continued from page 43

Continued on page 45

According to Daniel Sinclair, 
each of these stone sculptures 
were custom designed and hand 
carved to his customers’ wishes. 
DMS Studios specializes in real-
istic and figurative stone carving 
and sculpture and offers a wide 
variety of designs for individu-
als, institutions, organizations, 
churches, or synagogues. 
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Did it have an existing fireplace?
“It had been a bedroom since the late eighteen 

hundreds, and at the time had a very simple 
fireplace made of marble. The photograph that 
was given to me to use for the fireplace was of 
an old mantel, and with my intimate knowledge 
of historic styles and architecture, the mantel 
I carved is indistinguishable from the picture. 

“Every detail in the way it’s made is indistin-
guishable from something from the nineteenth 
century.” 

Do you ever age your work with oil or dirt?
“No, it’s always so obvious, and any knowl-

edgeable person will recognize this. When a 
piece is covered with grime and dirt you know 
it’s a fake. It’s like putting a big sign on it say-
ing ‘FAKE!’ 

“So, when customers ask me for things like 
that, I tend to discourage them, and fortunately 
I’ve never had to do it. I know how to do it if it 
needs to be done, but I always try to discourage 
this because it’s so phony. The execution and 
overall design is what tells the authenticity of 
the piece.” 

Do you have a favorite artist or type of art?
“Japanese art is fantastic. So much of what 

they did and their level of craftsmanship is 
amazing. They had the patience for detail. There 
were many interesting periods in Japanese art, 
and one of them I found interesting was in the 
late 19th century when Japan was facing very 
strong commercial, technological and cultural 
challenges from the West. 

I think in the 1860s they had voted out the 

Yes, there was no radio, no television, no 
video games — nothing to distract you from 
your work! 

“Yes. I also think the level of pay was very 
low during those years, and all these things are 
interrelated. I suppose that if people still have 
these innate capacities, and if the demand ever 
returned, it’s still within our ability. 

“So there’s a certain kind of logic that occurs 
in this type of pre-twentieth century art and 
design, and when you see modern reproduc-
tions that are now made in Asia, the differences 
are so large that they are not even speaking the 
same language for the most part. They don’t 
really understand the language of the work that 
they are trying to execute, and the clientele is 
not either discerning or the price is so attractive, 
that they don’t care — after all, it’s just a fire-
place, etc., so why make a such big deal? You 
get my point?”

So, what does the future hold for you and 
DMS Studios?

“Hopefully, I will find interesting and chal-
lenging projects to do. There are some historic 
stone projects lurking out there that I’m bidding 
on that will require a substantial amount of 
stone carving, but I won’t know for sure until 
I hear back.” 

Any words of wisdom for our readers look-

Shoguns and the futile empire, and established 
some kind of representative or quasi represen-
tative government and prohibited the tradi-
tional purposes of the Samurai. The Samurai 
were basically paid mercenaries for powerful 
families, but one of the things that stimulated 
Japanese craftsmanship were the accoutre-
ments of these solders. Working metal, lacquer, 
bronze and ceramics were directly related to 
the fitting out of these men in their armor and 
weapons. The level of skill was astounding! 

“So, after the closing of this period they had all 
these craftsmen that were unemployed — kind 
of like me! They had a high level of skill, but 
now what do they do with it? 

“So, the government began to encourage 
using these skills for commercial efforts. One 
of the things they encouraged was the devel-
opment of cloisonné enamel. The word, cloi-
sonné, is French and means little cells, and in 
this specialized area you had maybe four artists 
that worked in these modest areas and together, 
would spend two years to make a little vase 3 
inches tall. 

“I think this type of art began in the Middle 
East and then went to China and then gradually 
went to Japan. It is still being done today, but 
it’s one of those things that have again been 
cheapened and turned into bric-a-brak, howev-
er, the ones made by the Japanese during this 
period are extremely valuable. I know of no 
one at this time that makes cloisonné to that 
level of compulsion. Back then, that was your 
life’s work.” 

ing to do sculpture or historic reproductions?
“You don’t ask easy questions. Goodness 

gracious! If you want to be an artist or a crafts-
man of any kind, I think much of your success 
is based upon the ability to draw. Without 
drawing, I think that you’re handicapped to 
express yourself. 

“Drawing is very direct, and the more free-
dom you have to express yourself the better, 
and if you don’t have the means to communi-
cate with people, you won’t do as well. So, the 
more drawing comes naturally to you, the more 
able you are to express yourself whether it is 
decorative art or decorating a room, and if you 
want to do the work that I do, it is essential. 

“One more thing. That interesting event that 
happened when that wonderful lady (Diana 
Nyad) swam from Cuba to the United States? 
She’s 64 years old and it was her 5th or 6th try 
after failing all the other times. Now, that is a 
wonderful example of perseverance!” 

For more information, visit Daniel Sinclair’s 
website at www.dmsstudios.com .

Peter J. Marcucci has over 25 years of fab-
rication experience in the stone industry. Send 
your comments to our Contacts page on the 
SRG website, www.slipperyrockgazettte.net .

According to Sinclair, this relief sculpture titled 
“Pieta” was carved from marble quarried in 
Pietrasanta, Italy and was a challenge to carve.  
“It’s a very famous and classical subject that 
has been used in art history for hundreds of 
years, and it is a replica, and a replica is a 
work of craftsmanship, not a work of art. It is 
made of Bianco-P marble, a very fine quality 
Italian marble that has been used for a long 
time because the fineness of the grain allows you 
to carve very highly detailed things that other 
marbles will not.”

These carved limestone Gothic corbels and arches can be seen on 53rd St. in New York City, NY, 
and were produced for one of America’s most notable Gothic revival churches. DMS Studios was 
commissioned to supply both the plans and stone carving for this historic site.

A Papal Prize
Harley-Davidson motorcy-
cle donated last year to 
Pope Francis is being 
sold at a Paris auc-

tion to benefit charity.
  

It’s unknown whether the pontiff 
ever rode the custom 2013 Dyna 
Super Glide that was a gift from 
Willie Davidson, a retired Harley-
Davidson designer and grandson of 

the company’s co-founder.
The pope’s hog is expected to fetch 

between 12,000 and 15,000 euros ($16,000-
$20,000) when it goes under the hammer at 
the Grand Palais, said Ben Walker, head of 

collector motorcycles at the auction house 
Bonhams, which is organizing the sale.

Money from the sale will be donated to 
the Rome-based charity Caritas Roma, 
which runs a soup kitchen and a hostel for 
the homeless in the eternal city.
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OIN natural stone profes-
sionals from around the 
world in entering the 2014 
MIA Pinnacle Awards com-

petition.          

These highly coveted awards are given to 
projects whose beauty, creativity, ingenuity, 
and craftsmanship exemplify professional mas-
tery in the use of natural stone in commercial 
and residential environments. As a Pinnacle 
Award winner, you will receive widespread 
recognition for your professional accomplish-
ments.

The Grande Pinnacle Award, sponsored by 
Marmomacc, has become the world’s most 
important stone show. The Pinnacle Award win-
ner from the Commercial Interior, Commercial 
Exterior, Residential/Exterior, Residential 
Interior or Renovation/Restoration categories 
that is selected as the best across all categories 
will receive the Grande Pinnacle Award which 
is designed and crafted in Verona, Italy. 

The award also entitles the winner to round-
trip economy airfare, 5-nights hotel room, 
meals and registration to Marmomacc 2015, as 
well as other perks such as an invitation to the 
gala dinner that closes the world’s largest stone 
show. The Grande Pinnacle Award is created 
by Tobia Scarpa, an award-winning architect, 
designer, and restoration specialist.

Grande Pinnacle Award 
Marmomacc will also present a Grande 

Pinnacle Award to the architect from the firm 
involved in the winning project. In addition, 
the architect will win a trip to Marmomacc 
to attend Veronafiere’s week-long continuing 
education program on designing with natural 
stone. The winner will receive round-trip econ-
omy airfare and complimentary hotel for five 
nights, as well as local meals and transporta-
tion, while taking part in this 20+ LU program. 

All Pinnacle Award of Excellence and Award 
of Merit winners now have the opportunity to 

invite an architect from the firm involved in 
their winning project to StonExpo/Marmomacc 
Americas 2014. 

With the generous support of Hanley Wood 
Exhibitions, these award-receiving architects 
will receive 3 nights lodging in Las Vegas 
and will be invited to a VIP reception. Also, 
Veronafiere will invite the winning architects 
to take part in a full-day educational program 
held during StonExpo/Marmomacc Americas 
(the program offers 5+LUs and includes com-
plimentary lunch and dinner). (Note: Airfare to 
Las Vegas is not included).

2014 Award Categories
A distinguished panel of judges will bestow 

Awards of Excellence, and, as deemed appro-
priate, Awards of Merit, in the following cat-
egories:

• Commercial Interior
• Commercial Exterior
• Residential Interior/Exterior
• Renovation/Restoration

Eligibility
The Pinnacle Awards are open to all MIA 

member companies. Project teams must include 
at least one MIA member company. Projects 
submitted must comply with MIA standards 
as defined in MIA’s Dimension Stone Design 
Manual and MIA Technical Modules.

Eligibility Period
To be eligible, projects must have been 

completed within the past three years (January, 
2011 to July 2014). Multiple entries are accept-
ed and encouraged. Please fill out a separate 
entry form for each project.

General Entry Rules & Entry Forms have 
been available since April 1, 2014.

Deadline to apply: August 1, 2014
For more information on any of the other 

Pinnacle Award winners, please visit the web-
site www.marble-institute.com/awards.

2014 MIA Pinnacle Awards 
Entry Forms Now Available

The 2013 Grande Pinnacle and Award of Excellence winner: the Franklin D. Roosevelt 
Four Freedoms Park, Welfare Island, East River, New York, New York.

After processing the stone, there are two main 
ports that materials are shipped from: Port of 
Piraeus, the biggest port, located just southwest 
of Athens, and Port of Thessaloniki, in northern 
Greece. These ports are used for shipping to 
countries such as America, Australia and Saudi 
Arabia. 

For marble destined within Europe it is more 
economical to transport it by truck, especially 
when materials are quarried in northern Greece, 
which is most of the time, said Nick. There are 
only two or three borders it must go through, 
and it can be delivered in one half to two days 
driving time to most of Europe. China also buys 
a lot of blocks from Greece but, according to 
Nick,  it is the U.S. that buys the bulk of quality 
material from Greece.  

Drilling into the numbers, consider for a 
moment that the U.S. Dept of Commerce 
reported that marble imports to the United 
States from Greece totaled 3,365 tons in 2012. 

In contrast, the tonnage figures for 2013, 
minus the month of December (not available 
at the time of this writing) show that marble 
imports to the United States, just one year later, 
increased to 5,232 tons. By comparison, that’s a 
1,867 ton increase and accounts for a one-third 
increase over the previous year, yielding a total 
of 68,000 cubic feet.

                          

The Future of the Timeless Colors? 
It’s All Greek to Me!

Fact: Greece is considered a country with 
the widest variety of white and light-colored 
marbles anywhere. That’s one big reason why 
the white hot trends of the past will continue to 
be fueled by very cool Greek stones well into 
the future. Fact: The supply of Greek marble 
is considered inexhaustible and is another big 
reason for its continued success in the world 
market. 

“I’ve been doing this for twenty-seven years. 
Whites from Greece continue to be very pop-
ular, and never really go out of fashion. There 
is always some part of a house that uses white 
stone, and these marbles will continue to be in 
demand. Greece has been quarrying marble for 
thousands of years, and I don’t think they are 
going to run out in our generation. That said, 
every year it does becomes more and more 
difficult to quarry enough material to supply the 
growing demand.” 

Peter J. Marcucci has over 25 years of fab-
rication experience in the stone industry. Send 
your comments to our Contacts page on the 
SRG website, www.slipperyrockgazettte.net.

Stones of The World:
The Timeless Colors of Greece 
Continued from page 27

Thassos is the number one stone exported from Greece and is quarried from the northern Greek 
island of Thassos.  Although there are a dozen or so quarries, only about half of them are fully oper-
ational, and only half of those can produce significant quantities of premium white in larger slabs. 
Thassos that is pure white is very rare, and it is difficult to get large slabs that are of good quality. 
That’s also the reason that the price has gone up, said Nick. 
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B E T T E R  P R O D U C T S !  F A S T E R  S E R V I C E !  C H E A P E R  P R I C E S !

Call 800-575-4401 Fax 800-915-5501 

$ave Steps
$ave Time
$ave Money

 Item # Description  MSRP OUR Price
1723 4˝ Viper Elite® Granite Wet Polishing Pad, Step 1, Red  $26.95 $17.95

 1724 4˝ Viper Elite®Granite Wet Polishing Pad, Step 2, Yellow $26.95 $17.95

 1725 4˝ Viper Elite®Granite Wet Polishing Pad, Step 3, Blue  $26.95 $17.95

 1726 4˝ Viper Elite®Granite Wet Polishing Pad, Step 4, Green  $26.95 $17.95

 1727 4˝ Viper Elite®Granite Wet Polishing Pad, Step 5, Orange  $26.95 $17.95

 1728 4˝ Viper Elite®Granite Wet Polishing Pad, Step 6, Pink $26.95 $17.95

One Pad Works for Three Applications: Granite, Marble, or Quartz
Significant time savings

Fabricators who’ve been using eight pads to 
achieve a polish will use only six Viper Elite® pads, 
saving 25% of the time required to complete a job. 
Fabricators using seven pads will use only five Viper 
Elite®  pads, saving 29% of the time to perform the 
same job.

Use on natural stone or quartz
Viper Elite® Granite Wet 6-Step Polishing Pads per-
forms excellently on quartz in 4-5 steps and polishes 
marble to a glowing finish in 3-4 steps.

• For use on all types of stone–the most versatile  
 and flexible pad on the market
• Wet polishing pad

For Wet Use Only

We are so confident of our quality that
we offer a 30-day, risk-free, money-back 

guarantee for our entire product offering. 
If you are not satisfied with your 

purchase, simply return it for a prompt
and courteous refund.

Our Quality Guarantee

YOU

SAVE

30%

- Just -

6 Steps!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Elite Wet Polishing Pads
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Husky Bridge Saw

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/Husky/
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