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Coldspring Precision 
Diamond Tooling

Face it. You can have the 
best saws, edgers and 
CNCs, and the best oper-

ators running them, but if the 
diamond tooling you’re running 
is not performing to its peak, 
you’re taking the slow road to 
the finish line each and every job. 
Good tooling is not an option, 
it’s a necessity in the competi-
tive world of stone, and what’s 
on the spindle counts as much as 
anything. So, ask yourself, is my 
current diamond tooling perform-
ing at its best, or is it the weak 
link in my production chain?      

   
Knowing this all too well, 

Coldspring, a major stone pro-
ducer for 120 years (See our Nov. 
2020 feature, Coldspring: The 
Legacy Continues) began produc-
ing diamond tooling for their own 
production line during the 1930s. 
As time and the available tech-
nology progressed, Coldspring’s 
engineers and leadership set their 
sights on adapting new techniques 
in metallurgy and chemistry, and 
applied them to their cutting, 
shaping and polishing processes. 
Coldspring’s emergence as a U.S. 
tooling developer is the subject of 
this story.

Representing Coldspring for 
this story is Tooling Production 

Peter J. Marcucci 
Photos  Courtesy Coldspring
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Manager Francis Massmann, 
Product Development Specialist 
Joel Vettleson, and Director of 
Operations Josh Reitmeier.

Necessity was the 
Mother of Invention

In the 1970s, diamond tooling 
was still relatively new to the 
market, considering the stone in-
dustry was a thousand years old. 
At the time, industrial diamonds 
were still extremely expensive 
and not readily available, but as 
availability increased and pric-
es dropped, Coldspring grabbed 
hold of the technology and start-
ed to develop tooling for their 
own use. Massmann shares, 
“Coldspring has always had the 
mindset of being self-support-
ing. Many years ago, we built a 
building that housed carpenters, 
machinists, engineers, welders, 
mechanics, and a tooling divi-
sion. The biggest reason for doing 
this was to ensure we didn’t have 
to rely on outside sources to keep 
operations running.”    

From Left:  Francis Massmann, Joel Vettleson and Josh Reitmeier, Coldspring Tooling Division

NTCA Names Tile Setter Craftsperson 
of the Year Winners

The Nat ional  Ti le 
Contractors Association 
(NTCA) has announced its 

2020 Tile Setter Craftspersons of 
the Year Award in both the resi-
dential and commercial categories. 

On the commercial side, the 
winner is Ferid Hasic of Grazzini 
Brothers & Company, Eagan, 
Minn., while the recipient in 
the residential category is Leo 
Reynaga of Visalia Tile in Visalia, 
California.

Florida-Bound
The winners receive round-

trip airfare for two to Coverings 

2021, scheduled to take place at 
the Orange County Convention 
Center in Orlando, Fla., next April, 
as well as hotel accommodations 

Ferid Hasic, Commercial 
Division Tile Setter of the Year

Leo Renega, Center, with VCT 
Owners Robby Martinho (L) 

and Eddie Martinho (R)

for a three-night stay. They will 
be recognized at the annual NTCA 
Awards Night during the show. 
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This became very evident with 
Coldspring’s diamond tooling 
needs. Coldspring could get the 
tools they needed, but due to 
shipping timelines from over-
seas, it was often too big of a 
hold up for their production. In 
their case, delivery was key. This 
ultimately drove them to lean 
on their own trades, and be able 
to develop what was needed in 
house. “Whether its equipment 
or diamond tooling, we’ve built a 
lot of our own tools,” continued 
Massmann. “I guess you could 
say we started out doing it more 
for our own use, rather than be-
ing able to sell it to the rest of the 
industry.”

New Directions
By the 1980s, Coldspring had 

built a larger tooling  facility 
headed up by Linus Dingman, 
specifically to produce diamond 
tools using an improved electro-
plating technique. At the time, 
sintered tooling was still all the 
rage, but being industry pioneers, 
the folks at Coldspring took an 
additional route and began build-
ing tooling using an electroplat-
ing process that used a small 
electrically charged plating tank 
of warm chemicals. With this sys-
tem they could produce tooling 
where the diamonds were bonded 
with a nickel coating, the first be-
ing their T-31 Anchor Bits.   

Success was on the horizon, and 
as the popularity increased for 
electroplated tooling, Coldspring 

Continued from page 1

Coldspring Precision 

Segmented CNC Blades

Milling Wheels

Stock Removal Wheels

The Coldspring Tooling Divi-
sion produces many types of 
cutting, grinding and coring 
tools developed to cut specific 
types of natural stone.

Precision manufacturing to precise specs is the hallmark of 
Coldspring tooling. Below: a large scale custom milling drum.

8-foot surface milling tools 
custom-developed for pro-
cessing and leveling Indiana 
Limestone slabs.

Electroplated 1/4 inch T-31 
Anchor bits

continued to move forward to 
supply demand. Bigger plating 
tanks and better ways of process-
ing were needed to satisfy the 
growing market for more diverse 
and larger tooling, continued 
Massmann. “In the early 1990s, 
we started doing more types of 
tools. That’s when the countertop 
market really got going, and we 
developed a lot of tooling with 
different profiles. We also did 
a lot of custom profile tools in 
those days.”

According to Massmann, the 
Coldspring facility currently 
houses eight plating tanks – in-
cluding some that can handle 
electroplating of very large sized 
pieces. “We have the capability 
to do large calibration wheels 
that are eight to ten feet of solid 
steel. We’re coating that entire 
piece of steel with diamonds in 

the proper grit and proper con-
stancy that’s needed to calibrate 
limestone slabs, and in some cas-
es harder material such as granite 
or quartzite. There are just not a 
lot of companies that are capable 
of doing that sort of thing and 
supporting that kind of tool.” 

Custom Sintered and 
Electroplated Tooling: A 

Coldspring Specialty
Coldspring manufactures tools 

for a wide range of applications 
such as cutting, milling, heavy 
stock removal, coring, drilling and 
edging. CNC tools come in Half-
Gas or 35 mm, while saw blades 
run from four inch to enormous. 

Coldspring builds blades and seg-
ments for blades up to 138 inches in 
diameter (11 feet-6 inches). 

Like any other tool manufactur-
er, Coldspring has a standard line 
of tooling with a replacement or 
money-back guarantee. However, 
unlike other tool manufactur-
ers, Coldspring will work with 
the customer to build any custom 
tool to their needs or specs, said 
Massmann.

“We have a standard line of seg-
ments that we put on our blades, 
but we also customize segments. 
Every week we are customizing 

1/2 Gas Bits and Drums

Please turn to page 3

Segmented 
CNC Breaker 
Wheel

a segment, and modifying if it’s 
a regular solid segment, or if it’s 
what we call a layered (sandwich) 
segment, where there’s a different 
mix on the outside versus the in-
side. Turnaround time for custom 
tools is one to two weeks, while 
modified, standard tooling can be 
out the door in one to two days. 

“We work with the customer 
from the very start, understanding 
their equipment, the RPMs and all 
the parameters that their equip-
ment can run, as well as what ma-
terial they are working with. 
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ColdspringDiamond Blades

Adapters and Bushings

Anchoring Systems

Drilling / Core Bits

Electroplated Grinding Wheels

Router Tools

We try to get everything in 
place so we are certain that when 
we design a tool, it is going to 
work for them. Because of this 
we don’t see a lot of tools come 
back, or situations where a cus-
tomer is looking for a credit or a 
replacement. We try to avoid that 
by clarifying expectations with 
the customer up front.”

The Benefits 
of Electroplating

The electroplating process at 
Coldspring offers not only a bet-
ter performing tool, but a tool 
that is fully rebuildable. When 
the diamonds are worn, the core 
can be stripped and re-plated at 
a lower price than purchasing a 
new one. This is a key feature, 
especially when the tool was cus-
tom built, explains Coldspring 
Product Development Specialist 
Joel Vettleson. 

“When a customer has us build 
a custom profile or the steel of the 
tooling itself was expensive, they 
can continue to get more produc-
tion out of it if they’re able to put 
new diamonds on the tool each 
and every time. Obviously, if it’s 
a quarter-inch or half-inch tool, it 
doesn’t make sense, but on a larg-
er CNC application, it makes a lot 

of sense if it’s a repetitive or large 
job.”

Massmann added, “Probably, the 
best example of this would be our 
customers in Indiana who are mak-
ing products out of limestone. They 
have massive drums that are used as 
planers to flatten slabs, or in some 
cases to expose the aggregate in a 
concrete product. These things are 
huge, upwards of eight-feet long. If 
you can imagine a big drum spin-
ning and a slab going underneath 
it, the tool grinds that thing per-
fectly flat. The core, itself, might 
be worth $20,000. So obviously if 
there wasn’t the opportunity to just 
replace the diamonds when they 
are dull or when they round over, it 
would be pretty expensive. That is 
a huge cost advantage to those cus-
tomers to be able to do that.”

Josh Reitmeier, Director of 
Operations: “It’s important to note 
that a large number of our tooling 
customers are not just in the coun-
tertop world. A lot of the folks that 
we deal with have their own quarry 
or multiple quarries, and they are 
primarily processing one or two Please turn to page 28

types of material. For example, 
let’s say they’ve got a limestone 
quarry, and they process their 
own limestone, as well as buy 
materials from other limestone 
quarriers. In a lot of cases, if it’s a 
blade or a grinding tool – whatev-
er it is – they want tools for those 
specific types of stone. We work 
with them to ensure they have the 
best tool for their needs.” 

As for designing custom 
specs for large scale operations, 
Reitmeier said they have an expe-
rienced hammersmith who works 
in the field and consults with 
Coldspring customers. “He’s been 
in the tool industry primarily his 
whole life, and so he understands 
everything about the production 
process and the tool making pro-
cess, and gives us the feedback 
that we need in the tooling shop to 
be able to build the proper tool.” 

Using What They Sell
With the exception of blade 

cores, diamonds, metal bonds and 
powders for plating, all Coldspring 
tools and segments are made in-
house in Cold Spring, Minnesota. 
All research and development is 
also done in-house, with the lat-
est focus being on quartzites and 
porcelain based on market trends, 
explained Vettleson.

 “In-house, we’ve had some ex-
posure to quartzites and a lot more 
in the last couple of years, and we 
have developed blades to cut that 
stone efficiently. When it comes 
to porcelain, we are also explor-
ing that right now with a couple 
of customers and outside vendors. 
We are even pushing in the direc-
tion of using electroplated blades 
for thin porcelain. Generally, with 
electroplated tools, you’re not go-
ing to get the same lifespan that 
you would with a sintered tool, 
but you can control the shape, the 
size and the cut, as well as being 
able to reduce chipping on edges 
or miter cuts.”    

As for what Coldspring’s hot 
sellers are these days, it’s their 
CNC tooling for shaping and fin-
ishing, stock removal tools and 
finger bits, both in sintered and 
electroplated. 

Additionally, and a big bene-
fit for BB Industries customers, 
Coldspring, while gearing up for 
the roll-out of their products, has 
been working closely with Peter 
Hauser, BB Industries’ CNC 
specialist. 
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Coverings Call for 
2021 Entries

Coverings – the premier 
tile and stone trade event 
in North America – has 

announced that it’s now accept-
ing submissions for two incredi-
ble programs. 

By Friday, December 18 en-
ter your top projects to the 2021 
Coverings Installation & Design 
(CID) Awards or nominate a 
young emerging leader to the 
2021 Coverings Rock Star pro-
gram. Even in uncertain times, 
one thing is for certain…you 
work hard, and you deserve to be 
recognized for it. 

The 2021 CID Awards rec-
ognize and award projects fea-
turing tile and stone that feature 
beautiful design and impeccable 
installation. As always, multiple 
entries are accepted and there is 
no cost to enter.

Winners in each category will 
receive industry recognition and 

accolades, features in various 
media outlets, and a compli-
mentary one-night stay to attend 
Coverings 2021. 

If you know of a young industry 
talent that has a bright future in 
the tile and stone industry, nomi-
nate them to be a Coverings Rock 
Star. They must be 35 years or 
younger and currently working in 
the industry.

Selected Rock Stars will re-
ceive industry accolades, a 
complimentary one-night stay 
to attend Coverings 2021, and 
unique professional development 
opportunities.

Coverings 2021 is taking place 
April 13-16, 2021 at the Orange 
County Convention Center in 
Orlando, Florida.

For more information and to 
register, visit www.coverings.
com .

“I no longer listen to what people 
say, I just watch what they do.

Behavior never lies.” 
—Winston Churchill

© MARK ANDERSON. www.andertoons.com

mailto:g.covell%40slipperyrockgazette.net?subject=Tell%20me%20about%20Slippery%20Rock%20advertising
mailto:publisher%40slipperyrockgazette.net?subject=
http://www.slipperyrockgazette.net
http://www.coverings.com
http://www.coverings.com
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IT was a crisp late 
fall morning. The 

leaves were still changing 
in Florida, and I was in the 
mood for a walk over to my 
favorite greasy spoon for a 
cup of joe. I know I drink 
a lot of coffee. But that’s 
how this ole man stays alert 
(LOL). As I was walking 
out the door, I tripped over 
an extension cord I forget 
to put away last night. In 
case you’re wondering, I 
am testing out a new porta-
ble heater I just purchased 
for when it starts to get 
cold. Yes, it does get cold 
here in Florida. Little did I 
realize then, but that stum-
ble was a clue to my next 
stone and tile case.

  
I picked myself up and 

walked across the street 
to see Flo and perhaps see 
some bacon and eggs, too. 
I went to open the door to 
the diner, and I got a small 
shock. That little static 
shock was going to be-
come yet another clue to 
my next case. 

Just I was about to sit 
down, my phone rang. 
“Stone Detective,” I said as 
I waved to Flo and waved 
to the old admiral sitting 
in his designated stool.   
The voice on the other end 
sounded a bit shacking 
(shaken?). She told me she 
was the building manager 
of a large downtown office 
building, and a lot of the 
tenants were complaining 
about getting shocked as 
they entered the elevator 
and pressed the button. 
My first reaction was, why 
is she calling me? I’m a 
stone and tile expert, not 
a electrician or an elevator 
mechanic! 

She then related that the 
problem started the day 
after they had their marble 
floor polished. She thought 
that somehow this was re-
lated. Well, she certainly 
got my attention, so I jot-
ted down her address and 
told her I would swing by 

Frederick M. 
Hueston, PhD

The Stone Detective
… Makes a Shocking Discovery

in a bit. I ordered my bacon 
and eggs and flirted with Flo 
before heading out to take a 
look at this odd request.

I walked into the lobby 
of the building and noted it 
had a large tile format stone 
floor. The panels had to be 
at least 48 inches long and 
36 inches wide. I was famil-
iar with this building since 
my attorney’s office was 
here and I have attended a 
ton of depositions. 

The floor looked normal. 
It had a high polish on it, 
and appeared to be recently 
refinished.  I did notice that 
there appeared to be a light 
coating of some type of fin-
ish on it. 

I walked across the floor, 
headed for the elevators. I 
went to press the button on 
the elevator bank wall and 
got one heck of a shock. 
“Holy crap!” I said as I jerk-
ed my hand away.  It wasn’t 
the little static shock you get 
when you rub your feet on 
a carpet and touch someone. 
This almost felt like I stuck 
my finger in an electrical 
outlet!

As I was about to step 
into the elevator, a tall lady 
came walking out. She must 
have recognized me from 
my pictures on my website. 
She stopped and introduced 
herself as the property man-
ager. We walked across the 
floor and she started telling 
me that the contractor who 
did the work on the floor 
would be joining us.   That 
was great, since I needed to 
know exactly what process 
he used, and what prod-
uct he put on the floor. As 
we walked across the floor, 
and short, stocky gentleman 
walked up to us. I recog-
nized him right away. He 
had been one of my seminar 
attendees a few years ago. 

He put his hand out to greet 
me and yup, you guessed it 

– shocked again.  This was 
really strange. So I asked 
him what exactly did he do 
to the floor, and the prod-
ucts he used.    He told me 
they honed and polished the 
floor with standard marble 
polishing powder, and then 
applied a “proprietary fin-
ish that was designed for 
stone and tile.”  I asked him 
if he could get me an SDS 
(Safety Data Sheet) on the 
product. He said he could.  I 
told them both that I would 
have to do some research, 
but my educated guess was 
that the finish was gener-
ating a conductive charge 
similar to when one is 
walking across a carpet. I 
told them I would do some 
research on the product and 
get back to them.

I headed back to my office 
and opened up my email. 
There was the product in-
formation I had asked for. 
I downloaded the SDS and 
discovered that the product 
did have the potential of a 
static charge. I also did a 
Google search on this issue 
and lo and behold, several 
coating manufacturers re-
ported this very issue.

Once I was done with my 
research, I wrote a brief re-
port .

Here’s a brief summary of 
the report:

 
Static electricity is the re-

sult of two non-conducting 
materials touching each 
other. When this happens, 
some positive or negative 
ions, respectively called 
protons or electrons, trans-
fer from one material to 
another. This buildup of 
electrical charges causes 
an imbalance of protons 
and electrons on the sur-
face of these materials, and 

this can cause a static charge to 
accumulate until it is released. 
Certain Floor finishes, like the 
one used here are prone to hold 
this charge until it is released. 
People walking across the sur-
face with rubber soles can gen-
erate this electricity which gets 
stored in the floor finish. 

I suggested that the manager 
have floor maintenance pros 
either remove the floor fin-
ish or use an anti-static dust 
mop during regular mainte-
nance, which should release the 
charge.

Another shocking case 
solved.

The Stone Detective is a fic-
tional character created by 
Dr. Frederick M. Hueston, 
PhD, written to entertain and 
educate. Dr. Fred has written 
over 33 books on stone and tile 
installations, fabrication and 
restoration and also serves as 
an expert for many legal cases 
across the world. Fred has also 
been writing for the Slippery 
Rock Gazette  for over 20 years. 

Send your comments to 
fhueston@stoneforensics.com.

Democracy in Action

Nikolai Loktev, 58, 
the incumbent 

mayor of the village of 
Povalikhino in Russia, 
asked the woman who 
cleans the city hall to 
add her name to the 
ballot as a formality, in 
order to comply with a 
regulation that elections 
must have two or more 
candidates. 

In a twist of fate, 
however, Marina 
Udgodskaya received 
62 percent of the vote, 
compared to Loktev’s 
34 percent on the 

September election.
“I didn’t think people 

would actually vote for 
me,” Udgodskaya said, 
according to the BBC. 

But one village shop-
keeper explained: “If we 
could have voted against 
all we would have done, 
but we had the option to 
vote for Marina, so we 
did. I think she’ll cope. 
The whole village will 
help.” 

Loktev is sporting a 
stiff upper lip: “I’m not 
upset. People voted for 
her, so let her do her 
job.” 

“Be always at war with your vic-
es, at peace with your neighbors, 
and let each New Year find you a 
better man.”
—Benjamin Franklin

mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective
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Velocity Ed Hill
Synchronous Solutions

Training & Education

Velocity is all about 
selling speed. It is about 
being the fastest and the 

most reliable in your market. 
The Synchronous Flow system 
is designed to achieve a one-
week cycle time from Template 
through Install. Template on 
Monday and Install the next 
Monday. This is a systematic 
approach that assures the quoted 
cycle time; even shorter than 
one week if you need it.

Ask your salespeople: “If we 
could guarantee a one-week cy-
cle time from Template through 
Install, could you sell more?”  

As a manufacturer, you do ba-
sically three things:  

You provide a quality prod-
uct. This is not a competitive 
opportunity. It is an essential 
element of your business. The 
quality of the finished product 
must be excellent. It is no lon-
ger valid to say that your quality 
is better than your competition. 
Everyone’s quality must be ex-
cellent, or you will not be al-
lowed to exist in the market.

You must provide reason-
able pricing. This is not a com-
petitive opportunity. The pric-
ing of your products must be 
sensible, but in a custom man-
ufacturing market it is not much 
of a competitive opportunity ei-
ther. It you compete on pricing; 
you will become a commodity. 
Someone can always make it a 
bit cheaper. It is much better to 
maintain a reputation for excel-
lent quality at reasonable pric-
ing than to compete on pricing 
alone. Moreover, in many cas-
es, the price of your product is 
dictated by your customers, so 
you have little opportunity to 
negotiate. 

You must provide excellent 
customer service. This IS a 
competitive opportunity, and 
you can sell velocity. Time, 
speed, reliability. Most compa-
nies can produce a good quality 
product at a reasonable price. 
The best companies are those 

that can do all that plus do so fast-
er and with more reliability than 
their competitors. Speed to mar-
ket, while maintaining excellent 
quality and reasonable pricing, 
should be the focus of the suc-
cessful manufacturer today. In 
fact, with excellent quality and re-
liability quick process times you 
have much more clout to quote 
your own prices. 

The Synchronous Flow system 
provides a process to achieve 
short cycle times with excellent 
reliability. It is all a matter of how 
much water is in the river. 

Imagine a mountain stream. 
You are in a canoe, just floating 
along. If the water is deep your 
canoe will be moving slowly like 
the flow of the water.

as exit at Install in $T value. This 
is actually easier to accomplish 
than it may seem. We have devel-
oped the system to accomplish it 
with reliability. The Synchronous 
Flow system can help you achieve 
and maintain rapid cycle times.

Now, back to the mountain 
steam. As you were floating along 
on the deep water, there were 
boulders and obstacles below the 
water surface. They were not a 
problem to your canoe because 
they were at the bottom of the 
deep water. Downstream, in the 
shallow whitewater section, those 
boulders and obstacles would be 
exposed. Now they are a problem 
to your canoe.

The real world of your fabri-
cation plant is much the same. 
Those boulders come in the 
form of absent workers, machine 
downtime, poor quality materials, 
incorrect or incomplete custom-
er information and myriad other 
issues that custom manufactur-
ers face. Adding more inventory 
(raising the water level) is not a 
good solution because that ex-
tends your cycle times. So, you 
need a system to deal with these 
issues. 

The Process Time (aka cy-
cle time between Template and 
Install) is the velocity you can 
control within your business. It 
begins when you have confidence 
of three essential elements for 
any manufacturer. You will need 
assurance of these three things 
before you release new jobs into 
your system:

1) All information known. All 
means all. You can’t possibly 

produce a finished product with-
out knowledge of exactly what 
the customer wants. It is foolish 
to enter a job into your system 
when any piece of information 
is unknown. This is one of the 
most important disciplines of the 
successful manufacturer. It is the 
responsibility of the Sales and/or 
Project Management staff to se-
cure this information before a job 
is released to manufacturing. 

2) All material available. 
Again, all means all. Either the 
material should be on site or 
there should be some confidence 
that the necessary quantity will 
arrive before the first manufac-
turing step. Any delay in a man-
ufacturing step will lengthen the 
Process Time. 

3) Jobsite ready. This means 
that someone (probably Project 
Management) has spoken with 
the Customer to confirm that all 
preparatory steps will have been 
completed before the arrival of 
your Team for Templating and 
Installation. This would include 
items such as cabinet installation, 
other trades out of the way, easy 
access to the jobsite, etc. 

In custom manufacturing it 
is reasonable to maintain some 
accommodation for “Murphy” 
(aka: stuff happens). In making 
widgets, like automotive parts or 
printing, engineers work to elim-
inate variability. In custom man-
ufacturing, we accept the inevita-
bility of some variation (Murphy) 
and we set the system to deal 
with it. The two things you can 
and should do to accommodate 

Murphy are maintaining some 
Protective Capacity and some lev-
els of strategically placed inven-
tory “Buffers” between selected 
operational steps. Both of these 
strategies are essential in the cus-
tom manufacturing world. 

Protective Capacity is the extra 
capacity beyond the minimum to 
produce the demand. It is the ac-
commodation for Murphy. If you 
plan your system to only meet 
the basic demand, you rarely will 
achieve that objective. Because 
“Murphy Lives.”  Stuff happens. 
The smart manufacturer is the one 
who plans for this inevitability 
with strategic staffing and equip-
ment availability to overcome 
the unavoidable issues that occur 
every day in a custom world. Our 
Protective Capacity Planner is 
the tool to use in setting up this 
approach.

Buffer Management is the other 
tactic that will allow you to con-
trol the flow of information and 
materials throughout your system.  
In this approach, we divide the 
process flow into colored zones. 
Each zone in the example below 
represents one day of cycle time. 
Using this system, we can know 
exactly where a job should be to-
day relative to the day in the future 
that it is planned to be installed. 
Therefore, we can proactively 
manage the flow of all jobs. We 
can take action early in the pro-
cess to assure jobs will be ready 
for the day of installation while 
avoiding those last-minute rushes 
to get a job ready. As a result, the 
level of chaos can be dramatically 
reduced. 

MARKET
BUFFER MISSING

INFO
BUFFER TEMPLATE

BUFFER

Six Day Lead Time from Template through Install
SYNCHRONOUS BUFFER ZONES

Manufacturing Engine

Stand-by
ZONE

Template 
ZONE

Activities Complete
Real Time

Email DXF Real Time

6 DAYS
TEMPLATE THROUGH INSTALL

1 DAY 1 DAY 1 DAY 1 DAY2 DAYS

Stand-By includes jobs pulled offline, to be rescheduled when space in appropriate BufferZone opens up.

Marketing & 
sales

activities

New sold
jobs with
missing or

unconfirmed
info

“Pick & 
choose”  
queue

for optimum
scheduling.

All info 
known. All 

material 
available.
Jobsite 
ready.

24 Hour
Rule

CAD Complete
Material Confirm

Info Complete
by 12 P.M.

G-Code Complete EOD
Slabsmith EOD

Ready
by 2:00 P.M.

Quality Control
Ready for Install

$T
Achieved

Pull / Stage Material 
Cut

Route /Polish Edges
Assemble

Light Green 
ZONE

Dark Green 
ZONE

Yellow
ZONE

Red
ZONE

Install
ZONE

{ { {{ {{
Now imagine the same moun-

tain stream in an area of shallow 
water. Now you are on white wa-
ter, and the canoe will be moving 
rapidly like the flow of the water. 

If you have lots of inventory 
between Template and Install, 
your cycle times will be longer. If 
you carefully control the amount 
of inventory, you can control 
your cycle times. If you have one 
week of inventory, measured in 
Throughput ($T) dollars, you will 
have a one-week cycle time. The 
way to do that is to lower the in-
ventory levels to equal the num-
ber of days for your desired cycle 
time and then assure that you al-
low entry of $T into the system 
at Template only at the same rate Please turn to page 7
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Velocity

Ultimately, Inventory 
equals time. In any manufac-
turing system, the amount of 
orders within your system 
determines your cycle times. 
If you limit inventory to one 
week between Templating 
and Installation, you have a 
one-week process time. 

Beyond excellent quality 
and reasonable pricing, your 
competitive opportunities 
are all about speed and re-
liability. Synchronous Flow 
is designed to help you do 
that. 

For more information on 
how to maintain a rapid and 
reliable process time, con-
tact Ed Hill, Synchronous 
Solutions,  704-560-1536

Visit    www.Synchronous 
Solutions.com .

Please turn to page 10

Continued from page 6

NSI Testing Lab Receives Three 
Distinctions

Th e  N a t u r a l 
Stone Institute’s 
testing lab has 

received three noteworthy 
distinctions. 

USACE Validation
The Natural Stone 

Institute testing lab has 
received validation by 
the U.S. Army Corps of 
Engineers (USACE) for 
the ASTM C97 test meth-
od for absorption and bulk 
specific gravity of dimen-
sion stone. Only one other 
lab in the country has re-
ceived this designation. 

Laboratory validation 
is a process by which the 
Materials Testing Center 
(located at the USACE 

Engineer Research and 
Development Center in 
Vicksburg, MS) ensures 
that the lab is equipped, 
staffed, and qualified to 
perform material testing 
for the specified test. This 
process took two months 
from start to finish and 
included a documentation 
of how the association’s 
lab process complies with 
ASTM C97. 

ASSIMAGRA S.TONE 
Network

Portuguese stone asso-
ciation ASSIMAGRA has 

selected the Natural Stone 
Institute’s testing lab as 
one of two US-based labs 
to join the new S.TONE 
network of recommended 
labs for natural stone test-
ing. The S.TONE network 
provides access to techni-
cal resources and exists to 
“close the gap that exists 
between those who need 
the services and those who 
provide them,” according 
to ASSIMAGRA. 

Fischer Fixings USA
The Natural Stone 

Institute lab has been 
named the exclusive North 
American Fischer Anchor 
Pull Test Provider. The 
NSI lab is the exclusive 

provider of ASTM C1354 
Strength of Individual 
Stone Anchorages testing 
for North American proj-
ects utilizing the Fischer 
Fixings Systems with nat-
ural stone. 

The Natural Stone 
Institute lab has remained 
fully functional during 
the pandemic and remains 
ready to accept new stone. 

Current tests offer-
ing by the Natural Stone 
Institute’s lab include:

• ANSI A326.3 Dynamic 
Coefficient of Friction of 
Hard Surface Materials
• ASTM C97 Absorption 
and Bulk Specific 
Gravity of Dimension 
Stone
• ASTM C99 Modulus 
of Rupture of Dimension 
Stone

• ASTM C170 
Compressive Strength 
of Dimension Stone
• ASTM C880 Flexural 
Strength of Dimension 
Stone
• ASTM C1353 
Abrasion Resistance 
of Dimension Stone 
Subjected to Foot 
Traffic Using a Rotary 
Platform, Double-Head 
Abraser
• ASTM C1354 
Strength of Individual 
Stone Anchorages in 
Dimension Stone
• ASTM C666 (and 
similar) Freeze/Thaw 
Testing 

Visit www.natural 
stoneinstitute.org  for 
more information on the 
NSI testing lab.

Training & Education

When you bid a 
job, what are 
you selling? 

Are you simply setting 
tile or are you building a 
custom tile assembly that 
you can set tile on that 
will last?

When you walk onto 
a site for a consult with 
a client, you first deter-
mine how the building 
is constructed. You may 
feel the floor roll under-
neath your feet or in the 
bathroom, you may smell 
musty air and see swell-
ing wood. The client asks, 
“how much will it be to 
lay some new tile here?”

We have all heard that 
question. It is a simple 
question, but for skilled 
installers, it is not a sim-
ple answer.

In those quick moments, 
a skilled tradesperson 
might have determined 
that they will need to 
demo the entire bath-
room to studs, replace 

Joseph Mattice
On The Level Flooring

Understanding the Crucial Difference Between 
Setting Tile and Building a Tile Assembly

rotted joists, install new 
subflooring, flatten the 
floor, flatten the walls, 
cover them, waterproof, 
and install underlayment. 
All that before you can 
“lay tile.” Are you able 
to explain and present 
that to your client so that 
you can sell your value? 
More important still, do 
you understand the dif-
ference between install-
ing tile and building an 
assembly?

What is a Tile 
Assembly?

As yet, there is no of-
ficial definition of this 
term, but generally speak-
ing, a tile assembly can be 
thought of as a collection 
of components from struc-
ture to finish that directly 
relate to the performance 
of the tile. Not every com-
ponent is necessarily done 

by the tile contractor, but 
they will all have an im-
pact on the success of the 
installation.

Let us take method 
TCNA B422 in the TCNA 
Handbook for Ceramic, 
Glass and Stone Tile 
Installation as an example 
(see diagram at right). This 
is a common installation 
in a shower. While a client 
might assume that tiling 
a shower consists of just 
setting the finish product 
and grouting, a diagram 
like this reveals the true 
complexity of an assem-
bly in a common situation. 
There is a minimum of 
seven components in this 
diagram that are part of 
the tile assembly. This is 
completely aside from the 
design and layout of the 
tile pattern itself, which 
is an art in its own right. 
The correct type of drain, 
the right bonding mortar, 
the backing or substrate, 
membrane choice, appro-
priate sealant and location, 

wet area-approved tile, the 
sloped bed. If any of these 
steps are improperly ex-
ecuted – or components 
improperly installed – it 
could put the entire assem-
bly at risk. Each compo-
nent requires knowledge 
of the correct material to 
use and the method of in-
stallation, as well as the 
order of installation and 
appropriate cure times 
of the various materials. 
Add in niches, benches, 
and other custom touches, 
and the need for someone 
who understands these de-
tails grows more and more 
apparent.

Why is it Important?
When we understand all 

the components of an as-
sembly, it helps us in sev-
eral ways.

First, it will ensure the 
highest chance of suc-
cess in our installations. 
Getting things right at each 
step adds to the lifecycle of 
the tile assembly.

http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
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Ed Young
Fabricator’s Business 
Coach

Training & Education

Production managers attack 
bottlenecks. Since a bot-
tleneck in the flow of a 

fabrication process limits the 
output of that process, breaking 
bottlenecks is usually seen as an 
effective way to increase output. 

Effectively breaking a bottle-
neck requires focusing on that 
process step. 

• Equipment may be moved. 
• People are re-allocated. 
• Work rules are changed. 

A lot of attention is paid to 
how the rest of the plant impacts 
operation of the bottleneck.  

The problem is, once the bot-
tleneck is broken, another one 
shows up elsewhere in the plant. 
Then the focus shifts to address 
the new bottleneck. Frequently, 
this shift in focus causes im-
provements at the first bottle-
neck to backslide. Sometimes 
the bottleneck shifts back to the 
first location – while everyone 
is still trying to improve the 
second bottleneck. Imagine the 
chaos that occurs while you are 
attacking the third and fourth 
bottlenecks! Additionally, while 
all this is going on, product 
mix shifts, you have turnover, 
you have absenteeism, the saw 
breaks down — and the bottle-
neck moves somewhere totally 
different. This makes it impossi-
ble to focus on any one thing, so 
we end up tackling everything.

These constantly moving 
bottlenecks are creating a lot 
of the chaos occurring today 
in fabrication plants.

As a manager, your job is to 
continuously improve the per-
formance of your fab plant. If 
attacking bottlenecks is an ef-
fective way to increase output 
of the plant, and if doing this is 
causing chaos in your operation 
while hampering your improve-
ment efforts, how do you im-
prove operational performance 
without all the chaos?  There’s 
an old sales adage: “If you can’t 
fix it, feature it.”  The scratch-
and-dent sale comes to mind.

The idea is to find a way to 
make bottlenecks work for you.

The core of this approach is 
to find the ‘ultimate bottleneck’ 
in your process – let’s call it a 
“Constraint”. Common character-
istics of a Constraint are:
 • Represents your competitive  
  edge
 • May be difficult and/or 
  expensive to increase  
  capacity
 • May or may not be a current  
  bottleneck
 • Preferably is very close to  
  your customer 

The constraint becomes the 
point around which you will 
leverage your business to drive 
a tremendous increase in profit.

Remember the focusing activ-
ities we described above when 
talking about eliminating bot-
tlenecks?  Once you select your 
constraint, similar activities will 
occur, but with even more in-
tensity, and with an even greater 
positive impact on the rest of the 
plant. For that reason, identifying 
the constraint should be a strate-
gic decision. It is an intentional 
selection, not an abstract analysis.

Since this strategic decision will 
have such a fundamental impact 
on your business, the constraint 
should never move. Once you 
have selected your constraint, you 
will begin to optimize how the rest 
of the plant supports that process 
step. Here are a few suggestions:

1. Don’t waste constraint time 
processing an order that is due 
several days or weeks from now, 
since products sitting around the 
shop can get damaged.
2. Make sure all details for an or-
der have been finalized before it 
is released to the shop – sink se-
lection, edge detail, layout.
3. Don’t waste constraint time 
processing parts that already have 
defects. You will then have to in-
vest precious constraint time to 
remake that part.
4. Don’t waste constraint time 
with Non-Value-Added activities. 

How to  Love a Bottleneck

Constantly moving
bottlenecks are creating
a lot of the chaos occurring
today in fabrication plants.

Alter work schedules 
and break times to 
ensure the Constraint 
is always running.

Fully utilize the capacity of the 
Constraint operation to do only 
Value-Added work (see the arti-
cle from Slippery Rock Gazette 
November 2020, page 8). 
5. Alter work schedules and break 
times to ensure the Constraint is 
always running. Remember, if the 
Constraint stops, then that is the 
same as your entire plant stop-
ping.

If your constraint is not current-
ly also your bottleneck, then use 
your bottleneck-busting skills to 
drive the bottleneck to the con-
straint process step – and keep 
it there. Focusing on reducing or 
eliminating Non-Value-Added 
activities is an effective and low-
cost way to do that. We discussed 
some useful tools in November’s 
article that will help you do that. 
You can get those tools for free at 
www.FabricatorsCoach.com.

A common focus on the con-
straint by everyone in the plant 
drives effective prioritization for 
all operational and improvement 
activities. The impact on the 
Constraint is always Job One. 
Everything else is secondary. If 
you do this well, you can see the 
throughput of your plant increase 
30 percent or more – and with 
little to no investment in capital 
or additional labor. Obviously, 

this greatly increases profit. This 
enhanced focus on the Constraint 
will also greatly reduce the level 
of chaos in your plant. 

To pull this off, you will need 
a few additional tools and some 
key financial measures. So that 
you have what you need, each 
month for six months, I will cov-
er additional tools and recom-
mendations. This is the first those 
articles. Next month we will talk 
about how to leverage the number 
of jobs in your shop to improve 
your due date performance. Here 
is an excerpt:

The fewer jobs in your shop 
(inventory), the shorter your lead 
time. 

A lot of jobs in your shop means 
your lead times may be longer 
than you like. Lean is a popular 
process improvement tool and it 
pushes for the lowest inventory 
possible to generate the shortest 
lead times possible – and, there-
fore, great competitive advan-
tage. So, if we want short lead 

times then this must be the best 
business solution, right?

To find out more about How 
to Love a Bottleneck as well 
as How to Reduce the Chaos, 
Make More Money, and Get 
Your Life Back – email me at 
Ed@FabricatorsCoach.com to 
set up a call.

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

http://www.FabricatorsCoach.com
mailto:Ed%40FabricatorsCoach.com?subject=Tell%20me%20more%20about%20Fabricator%20Coaching
mailto:Ed%40FabricatorsCoach.com?subject=Your%20December%20Slippery%20Rock%20article
mailto:Ed%40FabricatorsCoach.com?subject=Your%20December%20Slippery%20Rock%20article
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Think a Bit Differently
Sharon KoehlerLet’s face it folks, the 

holidays are here. 
It doesn’t matter if 

you celebrate Hanukkah, 
Christmas, Kwanza or 
something else. They are 
here. And, truth be told, 
they may look a bit differ-
ent this year than in years 
past. There will probably be 
a lot more social distancing, 
elbow bumping and mask 
wearing. Fewer parties, 
less hugging and kissing, 
more in-home dining and 
certainly more online shop-
ping for gifts and surprises.

This is usually the time 
of year where I extol the 
virtues of the many helping 
charities like the Salvation 
Army Angel Tree or 30 
Bikes in 30 Days programs, 
Christmas Mother, and 
Toys for Tots. All of these 
programs and many more 
need our help this year more 
than ever. The shop I work 
in raised, what was for us, 

another scarf. Maybe what 
she does need is help with 
her electric bill, or maybe 
your sister Suzy needs a 
babysitter for a night just 
to get out and decompress. 
Is it possible that Uncle 
Morty needs a couple of 
rides to the doctor, or that 
Grandma Grace would just 
like to have a cup of cof-
fee and someone to visit 
with for a while? Maybe 
Grandpa Irving needs help 
decking the halls for his 
grandkids’ visit but can’t 
get up in the attic or down 
in the basement anymore 
to get the decorations. Is 
it possible that your neigh-
bor Maybelle with the coke 
bottle glasses and arthritis 

a record amount of money 
for the Angel Tree program 
this year. I’m proud of that 
and I am proud of the peo-
ple I work with for commit-
ting to the idea that we can 
make a difference.

All that being said, it’s 
not the charities I want to 
highlight right now. I want 
you to consider a differ-
ent way of giving to your 
relatives and friends this 
holiday season. Before 
you run off to Amazon or 
Walmart+ and spend all 
your hard-earned money 
or run up credit card debt 
on “things” you think they 
want, I urge you to think a 
bit differently.

Maybe Aunt Bertha 
doesn’t need a smelly can-
dle. Maybe what she really 
needs is a tank of gas or 
two before her social secu-
rity check arrives. Maybe 
Cousin Edna doesn’t need 

needs help addressing holi-
day cards or wrapping gifts? 
Consider the idea that may-
be your BFF may need some 
groceries or a prescription 
filled. The possibilities here 
are endless.

What’s that you say? You 
don’t have time! Really? 
You have time to wander 
around a mall aimless-
ly shuffling from store to 
store looking for that “per-
fect gift” for Cousin Greta 
but you don’t have time to 
babysit her kids while she 
goes to the hairdresser for 
the first time in months of 
quarantine? You have time 
to spend hours online look-
ing for the “perfect gift” 
for Brother Clarence but 

you don’t have time to go 
to his home and help him 
trim those shrubs in his 
backyard? You have time 
to look through countless 
catalogs searching for just 
the right thing for Mama 
Abigail when all you have 
to do is make a double 
batch of spaghetti & meat-
balls so you can bring her 
some and she won’t have to 
cook a night or two.  Or if 
spaghetti isn’t your thing, 
throw a couple extra chick-
en breasts in the oven and 
bake a couple extra pota-
toes. (Whatever your cook-
ing style, just go bigger.)

Now, truth be told, I did 
not come up with this idea. 
It’s not even a new idea. It’s 
been around a while. But 
somehow, as we approach 
the end of what has been 
at best a vile and repugnant 
year for a lot of people, 
maybe this can help turn a 
corner into the new year. 
We don’t necessarily have 
to “spend big” this holiday 
season, in some cases may-
be we just need to “do.” 

Talk to your friends and 
family. Find out what they 
really need instead of what 
you think they might want. 
Bring your whole family 
in on it. Maybe you can’t 
help trim Clarence’s hedg-
es but Uncle Morty can or 
maybe Mama Abigail can’t 
babysit Sister Suzy’s kids 
but Cousin Edna can. Work 
together. 

So go on out there and 
trim some hedges, give 
some rides, cook some 
food, fill some gas tanks 
and visit with whomev-
er wants to have coffee 
(keeping socially distant, 
of course). Your wallet will 
thank you. Your family, 
friends and neighbors will 
thank you. Plus in the end, 
you will feel good because 
your stress level will be a 
lot lower, and you made a 
lot of people smile. What a 
way to go through the hol-
idays and start a new year.

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

mailto:Sharon%40asdrva.rocks?subject=Your%20December%20Slippery%20Rock%20Article
mailto:Sharon%40asdrva.rocks?subject=Your%20December%20Slippery%20Rock%20Article
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specific products, because 
they know how they will in-
teract, what the different com-
ponents do, and the long-term 
interactions between them.

If you take the time to learn 
about different parts of an as-
sembly, that will make you a 
more flexible installer, more 
efficient, and better able to 
know how to adapt your 
knowledge and expertise to 
new challenges. And it will 
also enable you to take on 
installations that you might 
not have experience in. The 
resources we have at our 
disposal such as the TCNA 
Handbook for Ceramic, Glass, 
and Stone Tile Installation, the 
NTCA Reference Manual, and 
the ANSI A108 documents – 
in addition to the education 
we can access from major 

If you take the time 
to learn about different 
parts of an assembly, 
that will make you a 
more flexible installer, 
more efficient, and bet-
ter able to know how to 
adapt your knowledge 
and expertise to new 
challenges. 

Training & Education

OSHA Offers Onsite 
Consultation Program

OSHA’s Onsite Consultation 
Program  offers no-cost 
and confidential occupa-

tional safety and health services 
to small- and medium-sized busi-
nesses in all 50 states, the District 
of Columbia, and several U.S. 
territories, with priority given to 
high-hazard worksites.

 Onsite Consultation services are 
separate from enforcement and do 
not result in penalties or citations. 
Consultants from state agencies or 
universities work with employers 
to identify workplace hazards, pro-
vide advice for compliance with 
OSHA standards, and assist in 
establishing and improving safety 
and health programs. 

Using a no-cost consultation ser-
vice largely funded by the OSHA, 
employers can find out about po-
tential hazards at their worksites, 

improve their safety and health 
programs, and even qualify for a 
one-year exemption from routine 
OSHA inspections.

The service is delivered by state 
governments using well-trained 
professional staff. Most consul-
tations take place on-site, though 
limited services away from the 
worksite are available.

Primarily targeted for smaller 
businesses, this safety and health 
consultation program is com-
pletely separate from the OSHA 
inspection effort. In addition, no 
citations are issued or penalties 
proposed.

The consultation is completely 
confidential and any information 
provided about the workplace, 
plus any unsafe or unhealth-
ful working conditions that the 
consultant uncovers, will not be 
reported routinely to the OSHA 

inspection staff.
The only obligation will be to 

correct serious job safety and 
health hazards — a commitment 
which is expected to be made pri-
or to the actual visit and carried 
out in a timely manner.

Because consultation is vol-
untary, it must be request-
ed (see  OSHA’s Consultation 
Directory). The consultant will 
discuss your company’s specif-
ic needs and set up a visit date 
based on the priority assigned to 
the request, work schedules and 
the time needed for the consul-
tant to adequately prepare.

Visit the OSHA.gov website for 
the consultation directory map 
and links for your state contacts.

Second, it allows us to charge 
appropriately for the work and 
time it takes to do it right. If we 
bid a job without understanding 
everything that we will have to 
address, we open the door to lost 
profit, which is the downfall of 
any business, large or small.

Third, in educating our cli-
ents it gives them the oppor-
tunity to make sure that they 
are getting truly comparable 
bids. If they understand what 
goes into an assembly, they 
will be empowered to make 
an informed choice as to who 
they hire. 

And the person who was the 
expert and educated them will 
always be top of mind.

Fourth, when presented with 
a project drawn up and spec-
ified by a design professional 
(i.e. an architect or structur-
al engineer), understanding 
the exact terms and limits on 
where your work begins, and 
other trade’s work ends is 
invaluable.

Predictable Performance 
Protects Profits

An underrated advantage of 
understanding what goes into 
your assembly is that your 
installations will perform pre-
dictably. This is one reason 
manufacturers recommend 

Continued from page 7

Understanding the Crucial Difference Between 
Setting Tile and Building a Tile Assembly

manufacturers and the Ceramic 
Tile Education Foundation – 
are powerful tools we can use 
to further our businesses, as 
well as our skills.

So, what are you selling? What 
are you installing?

Joseph Mattice is a CTEF 
Certified Tile Installer #1155 and 
owner of On the Level, LLC, lo-
cated in South Carolina.  Article 
reprinted permission of the 
Author and Tile Letter magazine.

https://www.osha.gov/consultation/directory-text
https://www.osha.gov/consultation/directory-text
http://OSHA.gov
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www.BBIndustriesllc.com
800-575-4401

AVAILABLE AT

“That Stone Won’t See It Coming!”

800-575-4401www.BBIndustriesLLC.com

These blades are specifically 
designed with high, aggressive 

segments for FASTER cutting

Item # 11026 - 11037

Viper Strike
Quartzite  

Bridge Saw Blade

Item # 11008 - 11025

Viper Strike
Turbo Diamond Dry 

Granite Blade

Item # 4587 - 4590

Viper Strike
Granite Quartz

Bridge Saw Blade
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“Since Total Solutions Plus 
was  changed to a virtual event 
this year due to COVID-19,,” 
explained Bart Bettiga, NTCA’s 
executive director, “we will be 
presenting the award to Ferid and 
Leo at Coverings 2021.”

 
Praiseworthy Achievement
Nyle Wadford, a residential 

category judge and industry con-
sultant, noted, “I am honored to 
be chosen to judge these entries. 
Viewing their work and their 
dedication to their craft was an 
uplifting experience. When this 
fast-paced world in which we live 
demands that it be done more rap-
idly with ‘get by’ quality, these 
entrants eschew that notion and 
proved their dedication to qual-
ity on each of the installations 
reviewed. 

“It is both pleasing and hum-
bling to know that there are still 
tile installers today that adhere 
to these practices,” he added. 

“Congratulations to all the en-
trants. They’re all winners in my 
book.”

Rod Owen, C.C. Owen Co., 
Mike Micalizzi of Custom 
Building Products, and James 
Woelfel, consultant, scored the 
commercial entries. Jan Hohn 
of Hohn & Hohn, Inc., William 
White, ARDEX, and consultant 
Nyle Wadford judged the residen-
tial entries. 

 Judging criteria for the awards 
included the following factors:

• 15 years or more setting tile, and 
continuing to set tile as part of job 
today (Yes/No)
• Technical Correctness of tile 
installations - 25%
• Craftsmanship/Artistry - 30%
• Ability to Resolve Tile 
Installation Problems - 20%
• Self-Improvement/Continuing 
Education - 15%
• Mentoring/Leading Others - 10%

How They Got Here
Hasic was nominated for the 

The 1.75 million square foot U.S. Bank Stadium, home of the Minnesota Vikings, located in 
Minneapolis, is the largest construction project in Minnesota. Ferid Hasic was chosen to install 
the large format thin porcelain panels, a new form of tile in 2015, which required training/
mentoring 10 additional tile setters for this installation. Ferid and his crew installed 35,000 
square feet in 3 months on 6 different concourse levels.

NTCA Tile Setter 
Craftspersons of the Year

award by Greg Grazzini, CEO and 
president, Grazzini Brothers and 
Company, while Reynaga was 
nominated by Teresa Inglehart, 
residential operations assistant, 
Visalia Tile. Both winners hailed 
from NTCA Five-Star contractor 
member companies. 

Hasic grew up in Bosnia and 
learned the tile trade from a third 
generation tile setter in Germany. 
He and his family moved to the 
U.S. in January 1998 and he be-
came a naturalized U.S. citizen. 
His training in Germany allowed 
him to obtain his Tile Setter 

Journeyman card with the lo-
cal union. He also holds a Stone 
Mason Journeyman card. 

He supervises up to 45 work-
ers with Grazzini Brothers and 
Company, while mentoring crew 
and overseeing projects, and has 
become a role model for his crew 
members. 

“If I show the people by my 
working hard, they will work 
hard,” Hasic said. “I take pride in 
my work and want to set a good 
example. I strive for no punch list 
on every job. It is important for 
the people to see that I put myself 

in their shoes – both my crew and 
the company. I want to do a good 
job, so the company gets more 
jobs. If the company prospers, I 
will prosper.”

As a young father who started 
working before finishing high 
school, Reynaga came to Visalia 
Ceramic Tile with no experience, 
and learned his craft through train-
ing with owner Robert Martinho, 
discovering that this career could 
provide a good living for his 
growing family. 

Please turn to page 20

Continued from page 1
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DREAM
SEAMTH

E

It joins, levels, and flattens warped stone to help 
you consistently produce virtually invisible seams. 
The durable, 8” non-marking vacuum cups won’t 
stain even the lightest materials and they feature 
triple sealing rings that are composed of a 
proprietary rubber that conforms to textured and 
porous surfaces for a strong, reliable hold on 
heavy materials.

Omni Cubed’s Pro Stealth Seamer™Pro Stealth Seamer™ is the 
key to completing a “seamless” installation.

(530) 748-2260
omnicubed.com

—
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A Moraware Partner

Streamline 
field to office 

communications.

www.jobwelldone.com

Job Well Done has increased our communication 
and organization of our field operations. 

-AMC of Wisconsin

“

Request pre-approval  
before Coverings 2020 
April 20 - 23 

*Financing and instant decisions subject to credit parameters. Loans made or arranged 
pursuant to a California Financing Law license.

Request the $0 Down Program

Ascentium Capital is trusted nationwide to provide  
competitive financing and leasing solutions. Our finance  
specialists develop programs that let you acquire the new  
or used stone equipment you need to grow your business.

Fast. Flexible. Financing. 

•  Financing up to $2 million
•  Application-only up to $250,000*
•  Fast credit decisions

Call today for a no obligation quote:

Tony Zieglar | 281.883.5005 
TonyZieglar@AscentiumCapital.com
Learn more: Ascentium.Info/Rock20

Ribbon Black Geotzzo

Squares Grey Geotzzo and 
(right) Squares White

The Artistic Tile 
Geotzzo Collection

Geotzzo is new 
collection from 
Artistic Tile that 

brings modern rhythm and 
updated style to an eternal 
classic. A feature of out-
standing design for centu-
ries, terrazzo uses marble 
chips in a cementitious 
mix, traditionally poured 
and ground in place. 

The floors of monumental 
homes and palaces around 
the world are of poured 
terrazzo – it has a style that 
suits the most elegant spac-
es and truly spans the ages. 

Geotzzo takes classic 
terrazzo and spins it, using 
modern cutting technolo-
gy to embed larger mar-
ble shapes into Squares, 
in Grey and White col-
orways, and Ribbon, in 
striking black and white. 
Both patterns enhance the 
regular background of ter-
razzo with modern shapes 
and elegant stone to both 
embrace the classic form, 
and elevate it. Geotzzo pat-
terns may be customized 
in the USA or paired with 
modified Venezia Terrazzo 
field tile via Artistic Tile’s 
Tailored-To program. 

Visit the artistic tile web-
site for specifications on 
Geotzzo installation, www.
artistictile.com.

Family Values

This past October, as 
an Advent Health 

worker checked visitors’ 
temperatures at Disney 
World in Orlando, 
Florida, she noticed a 
woman removing some-
thing from the stroller she 
was pushing and place it 
in the bushes outside the 
entrance to the park. The 
woman then proceeded 
through the checkpoint 
and into the park.

The witness alerted 
authorities, who found 
a purse and, inside, a 
handgun. The wom-
an, Marcia Temple of 
Georgia, returned to the 
spot and told the officer 
the purse was hers, but 
threw her 6-year-old son 

under the bus: “I had told 
my son to hold it for me 
and stand right here while 
I go get my brother. He 
put it down, and messed 
with the plants and I put 
them back, but I didn’t 
know he put it down and I 
didn’t know he left it over 
here.” 

Unfortunately for 
Temple, security camer-
as captured her planting 
the purse in the bushes, 
ClickOrlando.com re-
ported. Orange County 
deputies said the firearm 
was fully loaded, and 
Temple did not have a 
concealed weapons per-
mit for either Florida or 
Georgia. She was charged 
with carrying a concealed 
firearm. 

“The main reason Santa is so jolly is because 
he knows where all the bad girls live.”

– George Carlin

https://www.artistictile.com
https://www.artistictile.com


Slippery rock Gazette December 2020  |  15  

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

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

Cosentino Unveils the 
Silestone® Loft Series

Silestone by Cosentino is proud 
to unveil the latest of many lead-
ing-edge introductions for 2020 — 

The Silestone® Loft Series.  

Rooted in the industrial, the colors cap-
ture the essence of neighborhoods cele-
brated for their raw, purely urban beauty: 
Camden, Poblenou, Seaport, Nolita and 
Corktown.

“It is the connection between the past 
and the present that led us to the cre-
ation of the Silestone Loft Series,” says 
Valentin Tijeras Garcia, Product and R&D 
Corporate Director for Cosentino Group. 
“To capture the essence and energy of 
this mid-20th century industrial style, we 
studied the architectural bones and tex-
tures of abandoned factories. It’s that same 
deliberately unfinished look of concrete, 
cement, beams and pipes have been em-
braced in homes today and evolved into a 
leading design trend.”

Silestone Loft Colorways
• Camden is inspired by one of London’s 
most influential alternative neighbor-
hoods– beloved for its diversity, eclectic 
residents and vibrant art scene. A soft, del-
icate and consistent gray, with a fine grain 
and a very subtle white veining, Camden 
captures the natural wear and tear that 
gives cement its character. 
• Poblenou serves as a nod to the epicen-
ter of Barcelona’s industrial revolution, 
one of the city’s most modern and creative 
neighborhoods. Its warm shade of gray 
with subtle veining on a sandy background 
brings brightness– offering a comforting 
texture and familiar ambiance.
• Seaport channels the peacefulness of the  
weather-worn docks found in the seaside 
district of lower Manhattan. Similar to a 

dark, worn cement, the subtle streaks of 
white blend perfectly in the background 
for the perfect touch of contrast.
• Nolita, another New York-inspired cre-
ation, celebrates the avant-garde spirit 
and strong architectural identity that gave 
the neighborhood its  distinctive charac-
ter. Nolita is both elegant and industrial. 
Blended with shades of whites and light 
gray, it creates an elegant, fine line — free 
of strong contrasts.
• Corktown captures both the light and 
shade of a Detroit neighborhood that grew 
up amidst steam, pistons and the sound of 
engines — one that has reaped prosperi-
ty, endured deterioration, and regenerat-
ed once more. As the most intense, solid 
and deep black of the Loft collection, its 
dark matte finish blends beautifully with 
intense brown touches.
• Among the notable new features of the 
Silestone Loft Series: the debut of the 
innovative and exclusive HybriQ+ tech-
nology — a new production process and 
major leap in the evolution of the Silestone 
brand that combines reused raw materials, 
along with 98 percent recycled water and 
100 percent renewable energy. HybriQ+ 
technology also allows for the signifi-
cant reduction of crystalline silica in the 
Silestone® Loft Series surfaces. Instead, a 
hybrid formula made up of mineral and re-
used raw materials, such as recycled glass, 
is used. This new composition provides the 
material with a modern aesthetic and de-
sign features, while maintaining the beau-
ty and quality of Silestone, as well as its 
25-year warranty. Additionally, this new 
generation of Silestone is designed with 
sustainability and respect for the environ-
ment in mind — a tremendous milestone 
made possible by more than three years 
of intense work by Cosentino Group’s 

Innovation and Product and Environment 
teams.
• “The launch of Silestone HybriQ+ ex-
tends beyond Cosentino’s commitment 
to innovation and sustainability,” says 
Eduardo Cosentino, CEO of Cosentino 
North America and SVP of Global Sales 
for Cosentino Group. “This truly changes 
the entire paradigm of the quartz category. 

By reducing the presence of quartz in these 
new Silestone colors, our hope is that this 
advancement fuels industry-wide regula-
tion changes requiring a decreased use of 
silica. Doing so will bring a greater sense 
of security and peace to both the profes-
sionals and customers at production and 
fabrication facilities.”

Camden offers a delicate, fine-grained gray. Seaport is a more weathered gray, like worn cement. Corktown is a dark, matte finish surface with touches of brown.

“Personally I think it’s terrific. But the other Santas 
are complaining that you’re showing them up.”

© MARK ANDERSON. www.andertoons.com
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“Republicans believe 
every day is the Fourth 

of July, but the 
democrats believe 

every day is April 15. 

– Ronald Reagan

Visit our site at www.promotions.itreconomics.com/slippery-rock

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

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

• US Public Water and Sewer Facilities 
Construction

• US Private Office Construction

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

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

Two former Oklahoma jail em-
ployees and their supervisor 

face misdemeanor cruelty charges 
after investigators found they forced 
inmates to stand handcuffed for 
hours and listen to the children’s 
song “Baby Shark” on repeat, a 
prosecutor said.

At least four inmates were secured 
to a wall with their hands cuffed be-
hind them while the song played on 
a loop at a loud volume for hours, 
The Oklahoman reported. The sepa-
rate incidents occurred in November 
and December, according to court 
records.

The misdemeanor charges were 
filed against former Oklahoma 
County jail employees Gregory 
Cornell Butler Jr. and Christian 
Charles Miles, both 21, and their 
supervisor, Christopher Raymond 
Hendershott, 50.

“It was unfortunate that I could 
not find a felony statute to fit this 
fact scenario,” Oklahoma County 
District Attorney David Prater said. 
“I would have preferred filing a fel-
ony on this behavior.”

Butler and Miles are accused 
of imposing the discipline and 
Hendershott is accused of know-
ing about it but not stopping it, the 
newspaper reported. Court records 
do not list an attorney for any of 
them.

Sheriff P.D. Taylor said that 
Butler and Miles resigned during 
an internal investigation and that 
Hendershott retired.

“We don’t tolerate it,” Taylor said 
of the mistreatment. “We always did 
an excellent job policing ourselves.”

The “Baby Shark” song gained 
huge popularity two years ago af-
ter the company Pinkfong released 
its first video online. The video has 
since been viewed more than 6.5 
billion times.

800-575-4401www.BBIndustriesLLC.com

77683 - Superior Gold 
GV-9 Knife Grade  
Adhesive, Big Box

77671 - Superior Gold 
GV-1 Flowing  

Adhesive, Big Box

77680 - Superior Gold 
GV-9 Knife Grade  
Adhesive, Gallon

77668 - Superior Gold 
GV-1 Flowing  

Adhesive, Gallon

Superior GOLD is a Modified Acrylic 
with an Epoxy Backbone.      

ALL–IN–ONE!

• Translucent in color for perfect seaming
• Contains no styrene, use indoor/outdoor
• Clarity makes matching any stone color easy

Superior Stone Products available:
Adhesives,  Assorted Coloring Pastes and Cartridges

“The Supreme Court 
has ruled that they can-
not have a nativity scene 

in Washington, D.C. This 
wasn’t for any religious 

reasons. They couldn’t find 
three wise men and a virgin.”  

— Jay Leno
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HOT SAUCE

COUNTERTOP
SALES KINDA 
BLAND?

IT’S TIME TO BRING THE HEAT!

Countertop Upgrades
Selling SOFTWARE

www.HotSauceYourTops.com

Maximize Profits through selling upgrades.
Hot Sauce gets every customer-facing 

employee in your company involved in the 
selling process.

Marmomac Renews Support of 
NSI Grande Pinnacle Award

CupaClad Adds West 
Coast Regional Manager

Marmomac has renewed 
its sponsorship for 
the Natural Stone 

Institute’s Grande Pinnacle 
Award for the next four years. 
Marmomac has sponsored the 
Grande Pinnacle Award since its 
inception in 2008.

The Grande Pinnacle Award 
is presented to the best overall 
project entered in the Pinnacle 
Awards. The winner will receive 
a trip to Marmomac including 
round trip economy airfare, four 
nights lodging, and registration. 
One architect from the winning 
project will also receive this 
award. 

In announcing the renewal, 
Natural Stone Institute CEO Jim 
Hieb stated: “We look forward 
to continuing this important part-
nership with Marmomac. The 
Grande Pinnacle represents the 
best use of natural stone in the 
Pinnacle Awards, and as such, 
it makes perfect sense for the 

CupaClad ® America 
recently announced that 
Drew Ford has joined the 

company as West Coast Regional 
Manager. The firm brings to 
market a world-leading natural 
slate rainscreen cladding system 
that is sustainable, efficient and 
very modern, which for years has 
been specified throughout Europe. 
The product line was launched 
in North America just two years 
ago, and has been very successful 
since day one. 

Based in Dallas, Ford comes 
to CupaClad® from Boral, where 
he was Area Sales Manager rep-
resenting Cultured Stone and 
Eldorado Stone. He stated, “I’m 
very excited to be joining the 
amazing CupaClad® team and 
grow the world’s leading natu-
ral slate cladding product in the 
United States marketplace.” Ford 
received his BA in International 
Studies from the University of 
Missouri – Columbia.

winner to receive a trip to Verona 
to attend Marmomac. We appre-
ciate Marmomac’s support of this 
prestigious program.” 

Veronafiere Deputy Marketing 
Director Elena Amadini added: 
“Marmomac and the Natural 
Stone Institute share the goal 
of promoting the use of natural 
stone by engaging the design 
community and challenging it to 
use stone in increasingly aesthet-
ic and diverse ways. Our spon-
sorship of the Grande Pinnacle 
Award is thus a perfect fit in pur-
suit of this common goal.”

The Pinnacle Awards honor 
projects whose beauty, creativi-
ty, and craftsmanship exemplify 
professional mastery in the use 
of natural stone in residential and 
commercial applications. Last 
year’s Grande Pinnacle award 
recipient was honored at TISE in 
January 2020 and at Marmomac 
ReStart, the first entirely virtu-
al edition of Marmomac, which 
took place in September. 

Learn more about the Pinnacle 
Awards at www.naturalstonein-
stitute.org/awards. 

Jeff Moen, General Manager of 
CupaClad® USA added, “We’re 
delighted to have Drew Ford on-
board. With his background of 
working with natural stone mate-
rial, we see him as a perfect fit for 
our growing company.”

CupaClad® materials are pains-
takingly chosen from 16 quarries 
of the firm’s parent company, 
Cupa Pizarras, the world leader in 
natural slate.

Drew Ford, new CupaClad USA 
West Coast Regional Manager

http://www.naturalstoneinstitute.org/awards
http://www.naturalstoneinstitute.org/awards
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WHY JOIN US? 

For more info, visit www.rockheadsusa.com 
or call/text Jon Kaplan 216-310-1569

A PRIVATELY OWNED TRADE COUNCIL OF THE

A PRIVATELY OWNED TRADE COUNCIL OF THE

 

 

BEST-IN-CLASS SURFACING FABRICATORS

BEST-IN-CLASS SURFACING FABRICATORS

Savings and Rebates 
Collaboration Meetings (Virtual & Face to Face) 
Benchmarking - Peer to Peer Comparisons 
Training & Education by Professionals for your Management Teams 

Our Members Enjoy:

JOIN  OUR  NETWORK !

JOIN  OUR  NETWORK !

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

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

User-friendly software requires 
no CAD experience 

50+ hour battery life

Online & onsite training included

Overnight loaner program

Comprehensive warranty coverage

Financing available

Go Digital.

American Pride. American-Made. 
Our products are designed and assembled in the United States by American 
workers including U.S. military veterans and multiple generations of American 
families for more than 25 years. 

With supply chain challenges worldwide, you want a digital templating system 
that is made in the USA. With the LT-2D3D, no worries about added costs, longer 
lead times and lack of parts availability due to import and tariff restrictions!

Lowest 5-Year Cost of Ownership
The road of ownership over a 5-year period is wide open with LPI. For more than 
25 years, we have put an emphasis on providing excellent value and optimal 
service support for our customers. 

With LPI, you are fully equipped, trained & covered for 5 years for only $17,700. 
A stark contrast to other systems that could cost you more than $30,000 over 
the same 5 years.

With LPI, you are FULLY equipped, trained 
& covered for 5 years for only $17,700!

Don’t Just Take Our Word for It... 
“As a business owner, if you’re going to have success in your business you have to surround 
yourself with people that are good with what they do. The folks at Laser Products have  
impressed us with every turn in the road. They have helped us grow our business in a way  
that has been profound and in a way that has contributed to our bottom line.”

John Seiler 
Owner, Red Leaf Milling Company, Newfane, New York
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Find the Facts  ... Fast!

Exclusively online / Works on any device / Always free

Subscribe to all three at stoneupdate.com/subscribe/SRG

The Latest News

24.7

Tracking Supply &

Markets

Industry Issues

& Solutions

magazine.stonemag.com

latest.hardsurfacereport.com

stoneupdate.com

Continued from page 12

Inglehart said Reynaga’s go-getter 
attitude propelled him to success.

“Today, with over 24 years in the 
trade, Leo has become a top setter 
for commercial and residential appli-
cations,” Inglehart said, in her nom-
ination letter. “It is rare to have one 
guy the best at projects requiring vast 
differences from small to large areas, 
simple to custom details- and he’s 
got it.” His positive attitude, product 
knowledge, continuing quest for ed-
ucation and experience and willing-
ness to motivate and encourage oth-
ers has distinguished him as a leader. 

Reynaga said that receiving the 
award demonstrates that “no matter 
what age or time in your career you 
could always achieve. This award 
shows my family and coworkers that 
if you have dedication, hard work, 
and love for your craft you will 
succeed.”

For more information about the 
National Tile Council of America, 
visit www.tile-assn.com .

Leo Reynaga headed the exterior portion 
of this project, the Hoffman residence in 
Fresno, California, consisting of Versailles 
Pattern 3CM travertine pavers running 
through the edges of the pool deck. His 
expert ability to prep the substrate made 
it an easy call to put him on the job. The 
homeowner wanted joints as tight as pos-
sible, despite the size and variation of the 
stone.

NTCA Tile Setter 
Craftspersons of the Year Tennessee officials acciden-

tally listed 13 pallets of coro-
navirus testing materials and other 
supplies on a government auction 
site, officials admitted.

The state listed the items on 
GovDeals.com, a government liq-
uidation website, but promptly re-
moved them after Nashville news-
paper  The Tennessean asked about 
the auction. Officials told the news-
paper the listing was accidental.

The auction listing was the “re-
sult of an internal processing mis-
take,” said Dean Flener, spokesman 
for the state’s COVID-19 Unified 
Command Team. He said the sup-
plies should have been stored but 
were inadvertently labeled as sur-
plus and so were listed for auction.

“The State of Tennessee’s ware-
house has separate sections for 
storage and for surplus material to 
be sold,” Flener said in an email. 
“During an internal movement of 
items, these pallets were identified 
as surplus when they should have 
remained in storage.”

The auction had received one 
generous bid for $150 before the 
items were removed, the newspa-
per reported.

Oops, My Bad

http://www.tile-assn.com
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Porcelain
Starting At

$24

We work hard to help you 
succeed in every project.

Stainless Steel
Starting At

Quartz Granite
Starting At

$74$179

exclusive offer
10% Off

Your Next Purchase!

Use Code: MRDSRG10
Call In or Shop Online

(877) 946-5725
mrdirectint.com

Cannot be combined with any other discount. Can only 
be used on MR Direct products. One time use only. 

Offer expires 12/30/2020.

Dependable 
Customer Service

Competitive 
Pricing

1000+ Quality 
Products

The MR Direct Advantage Fast, reliable shipping

MAP SHOWS ESTIMATED SHIPPING TIMES. DELIVERY DATES ARE NOT GUARANTEED.

Place your order by 2pm ET to receive same-day 
shipping, so your projects stay on track without delay. 

1-2 Days

Transit Days

3 Days

4-5 Days

U1913 White

3120S848-Black
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A Mountain with a  
Heart of Marble

Karin Kirk 
usenaturalstone.com
Charts by Karin Kirk
Photos Courtesy Vermont Quarries

A visitor to the quiet 
Vermont village of 
Danby might admire the 

rolling mountains, stately maple 
trees, and idyllic small farms. 
Bread and breakfasts, autumn 
foliage, and wintertime skiing 
are among the area’s famous 
attractions.

But passers-by are unlikely to 
even realize the tranquil town is 
home to a world-class industry. 
“Unless you know what you’re 
looking for you never would 
know that we’re up here,” says 
Peter Prvulovic, head of sales and 
marketing for Vermont Quarries 
Corporation.

Vermont Quarries is the source 
of Danby marble, a stone with a 
devoted following among kitchen 
designers and homeowners and a 
rich history in American archi-
tecture. But the company – quite 
literally – is on the downlow. “If 
you know where to look,” says 
Prvulovic, “you would see a 
white open space in the middle of 
a forest.”

Tucked inside Dorset Mountain 
is the world’s largest underground 
marble quarry, spanning an area 
of about 16 football fields and 
stretching for over a mile – all un-
derground. There’s one entrance 
to the Vermont Danby quarry, 
and it’s the same one that’s been 
in use for over 100 years.

Please turn to page 23

Production Line Entirely 
Inside the Mountain

Under R.E.D. Graniti and 
Mazzucchelli ownership, along 
with Mannolini’s leadership, the 
quarry was revived from a dor-
mant state, to one that produces 
over 7,000 square feet of finished 
slabs per day. For context, that’s 
enough marble to cover 40 to 50 
kitchens, every day.

“Our entire production is inside 
the vacant portions of the quarry 
that have been quarried out in 
the 1900s,” explains Prvulovic. 
“We do our quarrying, our slab-
bing, our finishing of the slabs, 
and shipping, all within our 
mountain.” 

The quarry operates with a 
quick tempo, and Prvulovic 

appears to have abundant energy 
to keep pace. “We cut from 6am 
to almost 11pm on a daily basis, 
Monday through Friday. Just to 
give you an idea,” says Prvulovic. 
“They keep Dan and me busy 
here!” he laughed, speaking of 
his colleague Dan Drew, the west 
coast sales representative.

Most quarry operations have to 
contend with weather, and many 
in northern climes close during 
the winter. 

“That’s the wonderful thing 
about being underground,” says 
Prvulovic. “You can work as 
many days as you want and you 
can’t use the rain, snow, sleet, or 
anything else as an excuse.”

Danby quarry. R.E.D. Graniti is 
headquartered in Italy’s Carrara 
region but owns and operates 
quarries all around the world, in-
cluding Colorado Stone Quarries 
and Virginia Mist. Mazzucchelli 
Marmi is also based in Carrara, 
where they quarry marble and 
coordinate sales of marble and 
quartzite worldwide.

Mannolini moved from Italy 
to Vermont in 1996 with the tall 
task of resurrecting the idle quar-
ry, and he’s ushered the business 
through major changes. “When I 
came here 25 years ago, without 
a flashlight in your pocket you 
didn’t know where to go,” he 
says. 

Since its rebirth in 1993, the 
company has made steady im-
provements, from machinery, to 
workforce training, to custom-
er relations. Mannolini is quick 
to credit his core team, which 
includes Prvulovic and quarry 
manager Keith Millard. While 
Prvulovic keeps the marble flow-
ing to customers, Millard drives 
the operation from the opposite 
end, as he organizes the quarrying 
to keep a steady supply of fresh 
stone. “We rely on Keith to get 
us the right material to feed our 
gang saws,” says Mannolini. He 
adds, “We can have all the mod-
ern equipment in the world, but 
if we do not have the right mate-
rial that equipment is not worth 
anything.”

“It’s like a city,” says Luca 
Mannolini, describing the bright 
lighting, machines whirring, 
trucks scurrying enormous blocks 
of white stone across cavernous 
spaces, and skilled workers at the 
helm of state of the art fabrication 
equipment.

“We do everything in-house,” 
says Mannolini, who is the 
General Manager of the quarry. 
“And everything underground.”

The Quarry’s Rebirth
The Danby quarry sprung to 

life in the 1850s, working above 
ground at first, then shifting to un-
derground operations in 1902. In 
Vermont’s marble heyday, doz-
ens of quarries worked the state’s 
famous ‘marble belt.’ But one 
by one, the quarries closed. The 
Danby quarry was not spared. It 
too, stalled in the 1970s.

In pursuit of high-quality mar-
ble, a partnership of two Italian 
companies, R.E.D. Graniti and 
Mazzucchelli Marmi, revived the 

Going Underground with Vermont Danby

Processing blocks into slabs occurs inside the mountain.

Stone cutting machinery reminiscent of a huge chainsaw 
blade is used to extract blocks from the quarry walls.
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Danby Marble

Inside Dorset Mountain, the 
temperature stays between 48 and 
52 degrees, year-round. “During 
summer we love it because it’s 
free air conditioning. During win-
ter we love it because it’s free 
heat,” says Prvulovic.  

From Quarry to Countertop 
in 160 Miles

It would be hard to imagine a 
shorter production chain from 
quarrying a rough block to pro-
ducing a finished, packaged prod-
uct, all before the stone sees the 
light of day.

From there, most of the stone is 
shipped a short distance to meet 
bustling demand in the Northeast. 
“Obviously this makes it a more 
sustainable material because 
we’re not wasting fuel to ship 
material all over the place,” says 
Prvulovic.

Danby marble earns LEED 
points for locally-derived materi-
als when used within a 500-mile 
radius. Boston, Philadelphia, and 
New York City, all sit inside that 
perimeter. For example, it’s only 
160 miles from the Danby quarry 

The layered deposition of Danby marble reveals a wealth of 
variations and colors, like the four distinct layers in this seam.

to downtown Boston. Compare 
that with a shipping distance of 
around 4,000 miles for a stone 
imported from South America 
or Europe, or a whopping 7,700 
miles from Asia. Using Vermont 
marble would shave off 96 per-
cent to 98 percent of the shipping 
distance compared to an imported 
stone.

Another advantage of the direct 
supply chain is quick turnaround. 
“We’re able to deliver to the mar-
ket in days, what other places 
would take weeks or months,” 
says Prvulovic. Between fast pro-
duction and short shipping dis-
tance, the company can get stone 
to its customers quickly, and keep 
projects running on schedule.

Colorado Stone Quarries is 
the sister company to Vermont 
Quarries, and each helps the 
other. Stone from Vermont is 
staged in Colorado so it can be 
shipped quickly to the west coast. 
“Having the material in Delta 
[Colorado] keeps it in easy strik-
ing distance for Los Angeles or 
San Francisco,” says Mannolini. 

“And we cut Colorado marble 
here and service the northeast,” 
says Prvulovic. “It’s really a 
partnership.”

Sustainable from 
Start to Finish

The minimal footprint of the 
Danby quarry creates a low envi-
ronmental impact. The landscape 
is not disrupted, blocks are not 
cleaved from a mountainside, and 
the operations don’t generate a 
big hole in the ground. 

“We’re basically occupying 
parts of the mountain that are al-
ready vacant,” says Prvulovic. “It 
just made sense for us to fill those 
voids and repurpose them.”

In an underground workplace, 
air quality is of utmost impor-
tance. Mannolini explained that 
all the cutting and polishing ma-
chinery is electrical, and the mod-
ern diesel loaders are equipped so 
they produce minimal exhaust.

The quarry has a large ventila-
tion shaft to circulate fresh air, 
and the operation is subject to 
frequent air sampling. “We never 

had a single day where we didn’t 
pass,” says Mannolini. A major 
advantage of American stone is 
the stringent measures in place 
to protect workers and the natural 
environment. For some custom-
ers, that’s one of the appeals of 
domestic stone.

Companywide, R.E.D. Graniti 
strives for sustainable practices, 
and the Vermont Quarries are 
beginning the process of pursu-
ing National Stone Council sus-
tainability certification. “We 
as a company believe it’s a very 
important aspect for us,” says 
Prvulovic. NSC’s formal sustain-
ability assessment will help the 
company “see exactly where we 
fit in,” says Prvulovic. “We’re 
just getting started.”

Trusted American Heritage
“What people are looking for in 

the stone is mainly the beauty,” 

Mannolini says, emphasizing a 
quintessentially Italian sense of 
style. Prvulovic follows up with 
the practicality, pointing out that 
Danby’s low absorption rate (0.06 
percent to 0.08 percent compared 
to other marbles (typically 0.1 to 
0.2 percent) means Danby marble 
is less likely to stain. It’s also why 
Danby marble shrugs off the ele-
ments when used outdoors, where 
it’s been a reliable, historical 
building stone for over 100 years. 

The U.S. Supreme Court, 
Jefferson Memorial, headstones 
and amphitheater at the Arlington 
National Cemetery, and the New 
York public library are a few 
well-known examples of Danby 
marble. “It’s been tested, so to 
speak,” says Prvulovic.

Colors and Patterns to 
Suit Many Tastes

The company is best known for 
Imperial Danby, which has wispy 
veins of caramel bronze and 
warm grey on a pure white back-
ground. But several different stra-
ta of marble run through Dorset 
Mountain, allowing for variations 
in color, veining, and pattern. 
“We have different sections for 
different colors,” says Prvulovic.

The quarry produces ten dif-
ferent varieties of marble, from 
the green-on-white of Vermont 
Cipollino, to the vivid grey and 
brown Fantastico Danby, to the 
serene subtlety of Olympian 
White. 

https://naturalstonecouncil.org/sustainability/
https://naturalstonecouncil.org/sustainability/
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Danby 
Marble

In addition to the varieties of 
colors, the blocks can be cut ei-
ther parallel to the grain, or per-
pendicular to it, which changes 
the aesthetic character of the slab. 

Mannolini, who is a geologist, 
notes that the stone is all the same, 
technically speaking – it’s all mar-
ble. But just like a few drops of 
food coloring will greatly change 
the look of vanilla frosting, small 
amounts of phyllosilicate miner-
als (in Montclair Danby) or clay 
minerals (in Imperial Danby) can 
create an entirely different ap-
pearance and mood.

“That’s what makes us one of 
the more different quarries in the 
world, is that were able to extract 
so many different colors from 
the same mountain,” explains 
Prvulovic. 

Origins of the Marble Belt
You can re-create the geology 

of western Vermont with this sim-
ple demonstration. Place a throw 
rug on a smooth floor, with one 
end of it up against a wall. Get a 
brisk running start, then leap onto 
the throw rug and surf it across 
the floor and toward the wall. The 
rug will fold into an accordion of 
wrinkles (and you may or may not 
remain upright).

In this exciting re-enactment, 
you’d be playing the role of a vol-
canic chain of islands, which col-
lided into the eastern U.S. about 
440 million years ago. The throw 
rug would represent the pre-ex-
isting rocks, which were ma-
rine sandstones, limestones and 
shales. These rocks got caught in 
a geologic crumple-zone as the 
collision took formerly flat-lying 
layers and folded them into long, 
linear mountain ranges that run 
roughly north-south up the length 
of western Vermont. The orig-
inal sedimentary rocks became 

recrystallized into metamorphic 
rocks, and the rock was folded in 
on itself, transforming ribbons of 
clay and mica into stunning pat-
terns within the marble.  

Danby marble comes from the 
Shelburne Formation, a thin band 
of rock that runs down the length 
of Vermont and on southward 
into Massachusetts. Many quar-
ries in the region tapped into this 
same formation, spread out up 
and down the marble belt.

Mannolini noted that since most 
of the older quarries have closed, 
Danby’s importance has grown. 
“Vermont Danby marble can be 
used for repairs and restoration 
of historical marbles of the north-
east,” he says.

Growing Demand and 
Constant Improvement

Despite competition from im-
ported stones and engineered 
stone products, people’s desire 
for authentic Danby marble is un-
wavering. “Our product has been 
on an upswing for the last ten 

years,” says Prvulovic. “We see 
better and better demand from 
every side of our country.”

Prvulovic is bullish for the fu-
ture of the quarry. “We’re never 
going to be one of those compa-
nies that says ‘yep, we got this, 
this is where we’re staying.’ It 
doesn’t work that way in this 
industry.”

Mannolini and his team keeps 
watch over the geology of the 
mountain, overseeing periodic 
surveys of the rock and plotting 
future development. “We are 
not worried about running out 
of marble,” explains Mannolini. 
Prvulovic quickly chimes in, 
“Not in our lifetime anyway!” 

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

Imperial Danby

Imperial Danby is extremely popular for countertops.

Royal Danby

Vermont Cippolino Eureka / Calacatta

Olympean White Danby Grey

Mountain White Montclair Danby, Vein Cut

Fantastico Danby

Surface polishing slabs, inside the mountain.

Crystal Gray

Danby Quarry Marble Colors

“I am not a product of 
my circumstances. 

I am a product of  
my decisions.”  

– Stephen Covey

http://usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=
mailto:karinkirk%40gmail.com?subject=
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Stone Restoration and 
Maintenance Corner

Working for the General Contractor

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

I recently wrote an article 
on The Historic Candoro 
Office Building resto-

ration and have been promis-
ing a follow-up with the final 
results from that project. 
However, as many of you 
probably know, working 
for a General Contractor 
on a major restoration of a 
historic project, with many 
subcontractors, can be some-
what hectic and lengthy. 
There are plumbers, elec-
tricians, HVAC, sheetrock 
and/or plaster crews, paint-
ers (including mural artists), 
fabricators and installers, a 
concrete refinishing crew, 
and of course the marble 
restoration team.

takes every contractor’s 
temperature with a digital 
thermometer device. All 
jobsite workers are required 
to wear a mask.  

What this translates into 
is uncertainty. You show up 
to the jobsite to work on the 
project one morning only to 
discover that the GC now 
has the ceiling re-plaster 
team scheduled for the day, 
and possibly even for the 
week. It is an ever-evolving 
dynamic, for sure. Now, you 
basically have to turn around 
and go check something else 
off of your list, whether 
it’s on that jobsite or some-
where else. This can be very 
frustrating, but believe me, 
it happens quite frequent-
ly on big projects like this. 
Hopefully, the schedule is 
discussed at weekly on-site 
progress meetings, which 
helps to avoid these types of 
irritating surprises.

So, this is the time when 
you’re thankful that you 
have jobs scheduled out 
for 45-60 days. Yes, even 
during this pandemic, busi-
ness in many areas is very 
good. When you are forced 
off your big commercial 
project, you call to see if the 
homeowner down the street 
is available for their coun-
tertop refinishing project. 
And that is what you go stay 
busy with. Be sure to take 
your face mask with you, 
regardless of where you go. 
Some people and places are 
more stringent than others, 
but be on the safe side and 
have a box with you at all 
times. Also have plenty of 
hand sanitizer, as well.

Julie of Knoxville Marble 
Polish also has another large 
commercial project that will 
be starting soon. This one 
will be a new very upscale 
restaurant in downtown 
Knoxville, at the old Holston 
National Bank building. The 
building was started in 1913 
and finally completed in 
1928 when the thirteenth and 
fourteenth floors were add-
ed. It became the Hamilton 
National Bank Building 
after the Holston-Union 
Bank failed (due to the Wall 
Street Stock Market Crash 
of 1929) in 1931. It became 

This particular project 
has been going on for over 
14 months now.  You not 
only work when you can, 
but there must be a strategy 
to your work as well. There 
is usually a plan in place by 
the GC so that things are 
done in a logical sequence, 
in order that one contrac-
tor’s work does not inhibit 
or compromise another’s. 
Oh, and by the way, during 
this year’s COVID pan-
demic, each day when con-
tractors arrive, the foreman 

The bottom floor and basement of the historic 
Hamilton National Bank Building, located in down-
town Knoxville, Tennessee, are being restored to 
showcase new businesses.

Knoxville’s largest bank for 
over 40 years. The building 
was added to the National 
Register of Historic Places 
in 1979.

The building was de-
signed by architect John 
Kevan Peebles, built by 
George A. Fuller Company 
of New York, and opened 
in 1913. The marblework 
was installed by Fenton 
Construction and was com-
posed of mostly “Pink 
Tennessee,” most like-
ly from the local quarries 
owned by the Tennessee 
Producers Marble Company 
(just prior to the opening 
of Candoro Marble Works 
in 1914), or one of several 
others.   

In 1974, a bidding war 
over Hamilton National 
Bank ensued between 
Dean Moses, president of 
Memphis-based Transcom 
and Financial, and Jake 
Butcher, the president of 
United American Bank. In 
February of 1975, Butcher 
won the bidding war by 
offering $307 per share, 
and the two banks merged. 
The Butcher banking em-
pire collapsed in 1983 after 
he was charged with bank 
fraud. This was in large part 
because he was overextend-
ed due to the hype around 
the 1982 World’s Fair in 
Knoxville. Trapped with 
bad loans estimated at more 
than $50 million dollars, 
United American Bank was 
declared insolvent in the 
fourth largest bank failure in 
U.S. history. The sharehold-
ers all got zilch, zero, nada.

The upper floors (2-14) 
of the building as it stands  
were converted to upscale 
luxury condominiums by 
Dewhirst Properties. In 
2008, one of these con-
dos became the first in 
Knoxville to sell for over 
$1 million. 

The bottom floor and 
basement will now become 
Vida and The Vault, respec-
tively. The two new upscale 
restaurants are the vision 
of restaurateurs Jim and 
Lori Klonaris. They will 
be adding these new jewels 
to their existing portfolio 

of successful restaurants: 
Kefi, Café Four, The Square 
Room, The Press Room, and 
City Catering. 

The couple says that Vida 
will offer pan-Latin cuisine 
featuring fine dishes from 
seven Latin American coun-
tries, while incorporating an 
Asian influence. If mixing 
Latin American with Asian 
cuisine sounds odd, you 
should know that Brazil has 
the largest Japanese popula-
tion outside of Japan.

Following the marble 
staircase down to the base-
ment will lead to The Vault, 
which will be a retro cock-
tail bar. Patrons will enter 
and walk past the original 
safe door, which is a me-
chanical marvel.  

Knoxville Marble Polish 
will be restoring the first 
floor entry and lobby of 
Vida, the stairwell and inter-
mediate landing, a knee wall 
with brass and aluminum 
balustrade, and the lower 
level floor, which will be the 
entry to The Vault. 

The once-grand Tennessee marble knee wall is in 
dire need of repair and restoration. The aluminum 
and brass balustrade will also be restored.

Julie of Knoxville Marble Polish 
meets with (left) Jim Klonaris the 
owner, and (r) sculptor Bill Cook Jr.  
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Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

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

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

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

www.akemi.com

BBIndustriesLLC.com
800-575-4401

Save BIG on  
Hercules stone  

transport solutions.

www.NoLiftSystem.com
503.212.4034

Sales@NoLiftSystem.com

Visit our website for pricing
and more information

#NoLiftSystem

See the No Lift System 
in action on YouTube!

See the No Lift System 
in action on YouTube!

LOWER INSTALL COSTS

INCREASE PRODUCTIVITY

REDUCE INJURIES

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

STORAGE
FABRICATION

TRANSPORTATION

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

Built with the customer in mind, offering tremendous 
strength and support for every job they are needed for!

Check out the Heavy Duty Transport Rack

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

Take Dr Fred’s Stone and 
Tile Inspection course and 
learn how to take your skills 
to the next level as a certified 
stone inspector. Evaluate in-
stallations, understand crack 
propagation, troubleshoot 
failures, learn problem solv-
ing for stain removal, efflores-
cence, lippage, and more.

See the stoneforensics.com 
website for more online train-
ing opportunities.

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

Learn Stone & Tile Troubleshooting

Call 321-514-6845   Stoneforensics.com

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

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

Makita 9565CV SJS
5” Industrial VS Grinder

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

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

shown are the intellectual properties of their respective owners.

Reduce the Chaos

Make More Money

Get Your Life Back

Get a Customized Game Plan & Hands-On 
Coaching by a Seasoned Expert
at www.FabricatorsCoach.com

Ed@FabricatorsCoach.com    
864-328-6231

Rudolph and His Nose-So-Bright 
Into Auction Will Take Flight

Rudolph and his still-
shiny nose are getting a 

new home, and it’s bound to 
be a lot nicer than the Island 
of Misfit Toys.

The soaring reindeer and 
Santa Claus figures who 
starred in the perennially be-
loved stop-motion animation 
Christmas special “Rudolph 
the Red Nosed Reindeer” 
were scheduled to be auc-
tioned off in November.

Auction house Profiles 
in History announced in 
October that a 6-inch-tall 
Rudolph and 11-inch-tall 
Santa used to animate the 
1964 TV special are being 
sold together in the auc-
tion to start November 13 
and were expected to fetch 
between $150,000 and 
$250,000.

Collector Peter Lutrario 
of Staten Island, New York, 
thought they might be the 
only items he would never 
sell, but when he recent-
ly turned 65 he thought 
about having something to 
leave for his children and 
grandchildren.

“I always said I would die 
with the dolls,” he told The 
Associated Press. “I’m just 
putting the family first.”

The figures were made 
by Japanese puppet maker 
Ichiro Komuro and used for 
the filming of the show at 
Tadaito Mochinaga’s MOM 
Productions in Tokyo.

They’re made of wood, 
wire, cloth and leath-
er. Rudolph’s nose, after 
some minimal maintenance 
through the years, still lights 
up. The realistic bristles of 
Santa’s beard are made from 
yak hair.

Lutrario, who bought 
them about 15 years ago 
after seeing them appraised 
on “Antiques Roadshow” 
on PBS, says that even after 
well over five decades you 
can manipulate them as the 
original animators did.

“They’re still malleable,” 
he said, “and it’s very de-
tailed. Not only can you 
move the arms, the legs, the 
head, you can move the fin-
gers, the thumbs.

The show, produced by 
the company that would 
become Rankin/Bass 
Animated Entertainment, 
first aired Dec. 6, 1964 on 
NBC in the United States. 
It’s been a TV staple ever 
since with its tale, based 
on the 1939 song, of a year 
when Christmas was al-
most canceled, the misfit 
reindeer who saved it, an 
elf with dreams of being a 
dentist, and an island full of 
cast-away toys.

The figures would make 
their way to the New York 
offices of Arthur Rankin 
Jr. and Jules Bass. Rankin 
later gave them to his secre-
tary, who gave them to her 
nephew, who owned them 
until Lutrario bought them 
in 2005.

The figures, among sever-
al used to make the special, 
are the first encountered by 
the auctioneers at Profiles in 
History, which specializes 
in selling rare and coveted 
Hollywood memorabilia.

The company said in a 
statement that the “rarity 
of these puppets cannot be 
overstated.”

http://www.fabricatorsCoach.com
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The Slippery Rock Classifieds
For Sale

Blick Industries Pod Seals, New. Brand 
new, never used Blick Industries Pod seals 
for suction cups. We have the following 
sizes and quantities: 70mm x 240mm, Top 
(8), Bottom (12) 150mm x 150mm, Top 
(28), Bottom (48) 150mm x 300mm, Top 
(12), Bottom (23) 200mm x 200mm, Top 
(19), Bottom (32) 200mm x 300mm, Top 
(7), Bottom (17)
In original packaging. Price varies depend-
ing on seal(s) and quantity (+ shipping, 
if applicable). Local pick-up location: 
Genoa City, WI. Serious inquiries only.  
Contact: Ashley Schwarz, 262-279-7866, 
joestone@craftedcountertops.com .

___________ 

Flow Waterjet. 6´ x 12´ Flying Bridge 
with two 50HP pumps. 2003 Machine 
needs new Comm card. Pumps in good 
working order. Many new spare parts 
and over 1,000# of garnet included. Best 
offer over $25,000. Contact: Clement 
Zanzuri, 305-666-6676, clement@
stoneworksinc.com .

 ___________

New Pompetravaini Vacuum Pump, 
TRMX 257/1-C/RX. Brand new, never 
used Pompetravaini Vacuum Pump, type: 
TRMX 257/1-C/RX, still in the original 
packaging. Asking $1700 (+ shipping, if 
applicable), OBO. Local pick-up location: 
Genoa City, WI. Serious inquiries only.  
Contact: Ashley Schwarz,  262-279-7866, 
joestone@craftedcountertops.com .

 ___________

Help Wanted

Granite Fabricator/Supervisor. We have 
an opening available for a Shop Supervisor 
who is organized and knows how to man-
age employees, knows how to use a Bridge 
Saw, Fabricate, Polish, and Template. You 
must have at least 5 years experience 
working with granite, quartz and marble 
slabs and a valid drivers license. If you are 
interested in growing with our company, 
please respond to the email. Salary is 
depending on experience. Contact: Carol 
White, 912-341-0435, carol@surface 
gallery-sav.com. 

___________

Experienced Fabricator. We are looking 
for an experienced fabricator to join our 
small shop. We do high end custom resi-
dential work in Marin and San Francisco 
CA. Most of our work is one of a kind 
so precision is key. Competitive wages 
including medical and dental benefits. 
We’ve been in business since 1997 and I 
have been here since 2000. We are look-
ing for a long term employee. Contact: 
Jared Schmidt, 415-898-5891, js@nbstone 
works.com. 

___________

Shop Manager Wanted in Denver. We 
are looking for an experienced fab shop 
manager for a fast-growing shop in Denver. 
Saw Jet (double table), 2 CNCs, Omega 
polisher. The ideal candidate will have 
strong people skills, strong organizational 
skills, thorough technical knowledge in 
the industry, and a history of success. 

Competitive pay and benefits. Relocation 
assistance. Please email resume and cover 
letter. Contact: Ed Young, 864-328-6231, 
Ed@WeReduceChaos.com. 

___________

Fabricator Assistant and/or Manager. 
We are looking for someone who can fab-
ricate, assist, and/or manage with Johnson 
Machinery GMM Eura Saw. We are locat-
ed in Kailua, HI. Pay based on experience 
(incentive). Looking for a motivated, pos-
itive, happy individual that is willing to 
join our teams of fabrication, installation 
and shop management. Please email us 
with any questions and we would be happy 
to have you work with us. Contact: Will 
Quigley, 808-397-1089, qtileandstone@
gmail.com. 

___________

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

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

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

2021 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

January 2021 Friday, November 20, 2020

February 2021 Friday, December 18, 2020

March 2021 Friday, January 22, 2021

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

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

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

YOU

SAVE

15%

 REG. $1,295.00
$995.00

USE CODE RAPTOR 32 Item# 
14159

Join Us 
Each Month!
For your subscription requests, 

address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

•132 TON SPLITTING FORCE 
*CHOICE OF CONVEYOR DIRECTION

•18.9” BLADE LENGTH
•17.72” SPLITTING HEIGHT
• 11 KW PUMP UPGRADE 
• 4.44” PER SECOND DESCENT  
• 4.98” PER SECOND RETRACT              
• REINFORCED 13.12’ LONG CONVEYOR w/ HIGH SIDEBOARDS
• 39.37” WIDE, 37.4” HIGH, 3.94” PER SECOND SPEEDS
• TESTED and PRESSURES SET PRIOR TO SHIPMENT
• $49,800.00 USD SPLITTER w/o CONVEYOR

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 120 480 X 450
w/SHERPA T4L*  

$70,650.00 fob   
Whitehall, NY

Coffee, Doughnuts and a Side Order of Romance

Sugar Good, 49, manages a 
Dunkin’ donuts store in Ed-

mond, Oklahoma. She knew 
a good man when she saw one 
... every morning at 7:15, as he 
collected his sausage, egg and 
cheese croissant at her drive-thru. 

After a year of friendly com-
mercial exchanges, The New 
York Times reported, Good fi-
nally got up the nerve to hand 
John Thompson, 45, her busi-
ness card along with his food 
and coffee. Two years later, on 
Oct. 13, Good and Thompson 
tied the knot at the place that 
brought them together: the 

Dunkin’ drive-thru. “We knew 
we wanted to share it with the 
Dunkin’ family,” Good said. 
She stood at her spot in the win-
dow and Thompson drove up in 
his red truck, where former pas-
tor Colby Taylor was waiting for 
them. Taylor kept the ceremony 
short, as other customers were 
lined up behind Thompson, but 
at the end, Good came outside 
and Thompson got out of his 
truck for their first kiss as regu-
lars, friends and family cheered 
them on. “Our story wasn’t 
glamour,” Good said, “but it was 
true romance.” 

“There is nothing as easy as denounc-
ing … It don’t take much to see that some-
thing is wrong but it does take some eye-
sight to see what will put it right again.”  

— Will Rogers

mailto:joestone%40craftedcountertops.com?subject=
mailto:clement%40stoneworksinc.com?subject=
mailto:clement%40stoneworksinc.com?subject=
mailto:joestone%40craftedcountertops.com?subject=
mailto:carol%40surfacegallery-sav.com?subject=
mailto:carol%40surfacegallery-sav.com?subject=
mailto:js%40nbstoneworks.com?subject=
mailto:js%40nbstoneworks.com?subject=
mailto:Ed%40WeReduceChaos.com?subject=
mailto:qtileandstone%40gmail.com?subject=Fabrication%20Assistant
mailto:qtileandstone%40gmail.com?subject=Fabrication%20Assistant
mailto:publisher%40slipperyrockgazette.net?subject=
mailto:publisher%40slipperyrockgazette.net?subject=
http://www.ApexEquipmentInternational.com
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Continued from page 3

Coldspring

Closing Thoughts 
 from the Team

Vettleson: “We are pretty excit-
ed about the opportunity to work 
with some newer customers, and 
even places outside of our com-
fort zone. I also think we are well 
positioned to move forward with 
some new developments.  We are 
excited about working with BB 
Industries in the future, and we 
are working to be a supplier for 
them and to get their sales and 
development staff familiar with 
what we are capable of, and what 
Coldspring as a company is all 
about. We look forward to that 
partnership as we move forward 
into the future.” 

Massmann: “We are always 
developing tooling and have a 
wide range of standard tooling 
solutions, but if a customer calls 
and they’ve got a different ap-
plication, we don’t look at it as 
simply designing a tool. We are 
designing a tool solution for their 
operation life. 

Reitmeier: “It’s not just about a 

tool sale – it’s about how we help 
them develop their process. One 
that’s more productive, with fast-
er lead times, and higher quality. 
Really, whatever the goal is, our 
door is open. 

“In addition to building tools, the 
bigger part of our business is pro-
cessing stone and other materials. 
We have the benefit of operating 
one of the largest stone facilities in 
the world, and have the opportunity 

to share our expertise. We have an 
in-house team of people who are 
doing the same jobs that our cus-
tomers do all day long. We might 
be able to help with why their saw 
isn’t performing, or why their pro-
gram isn’t working the way they 
want it to. So we do leverage the 
expertise of our stone processing 
facility to help our customers. 
Maybe our competition doesn’t 
have that expertise. I certainly 
have been in the field visiting with 
customers who were having prob-
lems, and I’ll call (Coldspring), 
and not the tooling department, 
but the shop floor in the plant. I’ll 
lay out the issue to our team and 
get answers to help our customers 

with their problem. That’s very 
unique for a tooling company – to 
have that (expertise) to lean on.” 

It might be fair to say that 
Coldspring’s consultative ap-
proach is one of their biggest as-
sets, and leads to the fact that when 
they specify a tool, it’s done by tru-
ly consulting with customers about 
what their goals are, and what tool 
is needed for them to be the most 
effective.

So: What’s on your spindle? 

Visit www.coldspringusa.com . 

Please turn to page 31 for Part 2 
of our Coldspring history timeline.

 

Shaft Die Grinders

Water Jackets

Below and right: 60 inch block saw blade, and retipped blades

Coldspring’s in-house drafting department can create a precise tool for your specialized 
needs. They can develop tooling from a hand-drawn sketch or a phone conversation. 

Vektor Tools

Custom and Retipped Blades

Coldspring’s consultative 
approach to manufactur-
ing custom tooling is one 
of their biggest assets. 
When they specify a tool, 
it’s done by truly consult-
ing with customers about 
what their goals are, and 
what tool is needed for 
them to be the most 
effective.

http://www.coldspringusa.com
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They will also be part-
nering with local artist Bill 
Cook Jr.. Cook is doing 
an original sculpture for 
the entryway to Vida of an 
Incan or Mayan princess. 
The sculpture will be atop 
a marble base that Julie 
will give assistance with in 
design and fabrication. Of 
course, this latest project 
will also be shared by mul-
tiple contractors who will be 
vying for the work sched-
ule as logically as possible. 
The marble restoration will 
not begin until sometime in 
mid-December, at least that 
is the current plan!

In a not-too-distant future 
article, I hope to have the 
final results of both The 
Candoro Office Building 
and Vida and The Vault 
projects. Stay tuned…

As always, I recommend 
submitting a test area to 
confirm both the results and 
the procedure prior to start-
ing a stone or hard surface 
restoration or maintenance 
project. Also the best way 
to help ensure success is by 
partnering with a good dis-
tributor, like BB Industries, 
who knows the business. 
They can help with tech-
nical support, product pur-
chase decisions, logistics, 
and other pertinent project 
information.

I pray you all stay safe and 
healthy.

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

 

Stone Restoration & Maintenance Corner
Continued from page 25

This graceful, curving Pink Tennessee stairwell and 
landing will also be restored.

Below: The original bank vault mechanism has been 
preserved, and will grace the entrance to “The 
Vault.”

Item# 11492

Item# 11493

Item# 9375

Makita®  9565CV SJS 
5 inch Grinder 

 & Dust Shrouds

Makita®  XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita®  XCV05PT HEPA Filter Dry 
Backpack Vacuum

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

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

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

 Item # Description Price

 11486 Makita® XCV04Z Cordless HEPA Filter Dry Vacuum $738.45  

 Item # Description Price

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

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

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

Get OSHA Com
pliant
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Available at

 GUARANTEED

BEST
PRICE!

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

 GUARANTEED

BEST
PRICE!

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

“Life’s most persistent and 
urgent question is, ‘What 
are you doing for others?’ ” 

Martin Luther King, Jr.
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LAMELLAR WATER
CLARIFICATION PLANTS

     Both Systems Include:
• Flocculant Unit
• Coagulant Unit
• Submersible Pump
• Relaunching Pump

 - 66 GPM = 4 HP
 - 105 GPM = 5 ½ HP

• Sludge Dehydrator Bag System
• Filter Bags

 - 66 GPM includes 1 bag
 - 105 GPM includes 2 bags

Sludge Dehydrator Bag 
System

Flocculant Unit
Lamellar Pack - Wavy DividersControl Panel

Relaunching Pump

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

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

CALL
1-877-315-4761

for pricing
and availability

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

Fully loaded systems
include Delivery & Installation

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

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

Everything for the Stone Industry
www.wehausa.com info@wehausa.com
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Coldspring: Making Stone Industry History for 130 Years

1962
A disastrous explosion and fire 
at the Royal Granite operation 
becomes an opportunity to 
merge Royal and Melrose divi-
sions into one.

1964 
An 11-story mosaic mural at 
the University of Notre Dame 
is completed.

1983
Tom Alexander retires; Pat-
rick D. Alexander becomes 
President of Cold Spring 
Granite and begins rebuilding 
the company with new tech-
nology  to make it more com-
petitive. 

1998-2000
LEAN principles are adopted 
using Toyota’s Kaizen meth-
odology and a continuous im-
provement promotions office 
(CIPO) is introduced as a learn-
ing and doing function. The 
first phase of a new Foundry 
for finishing bronze memorials 
is completed on the west cam-
pus with a second phase to fol-
low in 2002.

2004
Pat Mitchell steps down and 
John Mattke is named the next 
President of Coldspring.

2006
The majority of the company’s 
operational consolidation from 
downtown Cold Spring to the 
new Campus 2-1/2 miles west 
of Cold Spring is complete with 
the office, support services and 
the quarry system to come the 
following year. The move be-
yond granite to expanding into 
limestone and other materials 
is begun with the introduction 
of Kasota Valley® Limestone.

2017
John Mattke steps down as 
President of Coldspring and as-
sumes a new role as a member 
of the Coldspring Board of Di-
rectors and President of Stone 
Panels International LLC. Greg 
Flint becomes President and 
COO of Coldspring. Major proj-
ects completed in 2017 include
the West Point Cadet Barracks 
and National Museum of Afri-
can American History and Cul-
ture.

2010 
The Adams Private Estate be-
comes a signature project – Mr. 
Adams is the owner of the Ten-
nessee Titans NFL franchise.

2011
Completion of Ralph Carr Col-
orado Judicial Center and MLK 
Memorials, both signature 
projects. Further expanding 
into limestone, sandstones and 
other resource alternatives. 
Opening of Echo Lake quarry, 
Diamond Equipment expansion 
and start of World Trade Cen-
ter project.

Korean War Memorial, 
dedicated 1995

Patrick J. Mitchell

Patrick D. Alexander named Cold 
Spring Granite President in 1983, CEO 
and Chairman of the Board in 1996.

Several new product lines, design 
series and merchandising systems 
accelerates the growth of the bronze 
business.

2007-2008 The move into a new LEED 
Gold certified office headquarters is 
completed in November of 2007 with 
the support services move completed 
the following spring.
 

2000 – Opening of the Mesabi Black 
and Lake Superior Green quarries.

Ralph Carr Colorado Judicial Center

West Point Cadet Barracks

1960 1980 2000 2010 2020

2018
Milbank Quarry in Milbank, SD 
awarded ANSI/NSC 373 Stan-
dard Gold Quarrier certifica-
tion.

1976
An unprecedented boom in 
office building construction 
begins – this significantly in-
creased the granite industry 
as granite became the pre-
ferred material.

1985
Work begins on the Franklin 
Delano Roosevelt memorial 
to be constructed in Wash-
ington DC. Cold Spring Gran-
ite acquires red granite quar-
ry in Fredericksburg, TX.

1985-88
The new Granite West plant 
designed for mass produc-
tion of thin granite for build-
ing products opens. Capitol 
Marble and Granite, in Gran-
ite Shoals, Texas is acquired, 
which adds 7 more quarries.

1990-96
A second manufacturing fa-
cility is opened next to the 
Granite West plant for mon-
ument production. Cold Spring 
Granite receives ISO 9001 cer-
tification. Pat Alexander be-
comes Chairman of the Board 
and CEO and names Patrick J. 
Mitchell President and COO of 
the company.

2013
Growth initiatives are begin-
ning to take hold. Quarry Ma-
terials including jetty, rip-rap 
and aggregates, improving in-
ternational block sales. The 
strategic re-branding of Cold 
Spring Granite to Coldspring.

2016
Coldspring awarded ANSI/NSC 
373 Certification Gold Fabrica-
tor for Cold Spring, MN head-
quarters and Platinum Quarri-
er for Mesabi Black®, Charcoal 
Black® and Rockville® quarries.

2013
Rose Alexander passes away 
at the age of 94, signaling the 
end of an era of the second 
generation Alexander family.

2016
Stone Panels International LLC 
becomes a wholly-owned sub-
sidiary of Coldspring.

https://www.coldspringusa.com/Building-Materials/Products-Colors-and-Finishes/Granite/Mesabi-Black%C2%AE/
https://coldspringusa.com/memorial_products/charcoal-black/
https://coldspringusa.com/memorial_products/charcoal-black/
https://coldspringusa.com/memorial_products/rockville/
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LESS THAN

$1,150/MO

*with our  

easy financing

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

for you day after day.

Cuts 45° 

Miters!

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

MADE IN THE USA

800-575-4401
www.BBIndustriesLLC.com

Distributed by:

*Freight charges may apply

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

Get a Hercules 
A-Frame
for only
$19875

Item# 6698

Legendary Strength


	_GoBack
	_GoBack
	_GoBack

