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A Visit with Tile and 
Light Art of Durango

Located in the Four Corners 
region of the southwest, 
known for its breathtaking 

vistas and its magnificent vaca-
tion opportunities lies Durango, 
Colorado, a town known for its 
blue sky, massive mountains, and 
narrow gauge railroad.             

   
Nestled within the town is Tile 

& Light Art of Durango, a fabri-
cation company renowned for its 
unique ability to blend stone and 
light, creating uncompromising 
visual effects that embellish and 
refine. So much so, in fact, that 
the company has recently moved 
from its original location, to a 
new, more efficient facility, just a 
stone’s throw away. 

Co-owned by Paul Beasley and 
wife Jackie, it was the couple’s 
uncompromising drive and per-
sistence that turned a small, pre-
viously-owned tile showroom, 
into the area’s foremost supplier 
of fabricated stone, recalled Paul. 
“For twenty-two years I man-
aged national accounts for a large 
lumber company. I was tired of 
spending my life on an airplane 
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visiting different locations around 
the country, so I started looking 
for different companies to acquire 
in 2010. Jackie and I both came 
from a small town, and we want-
ed to get back to that, and when 
this company popped up in 2011, 
we went, ‘Oh, okay!’ ”

By 2012, Paul and Jackie 
had put the acquisition togeth-
er, inked the deal, and rolled up 
their sleeves. You see, due to a 
lackluster attempt by the pre-
vious owners trying to produce 
countertops, it was either get all 
in or get all out, explained Paul. 
“After the acquisition, we hired a 
forensic accountant. He came in 
and looked at what we had and 
said, ‘You have to get the coun-
tertop business up and running in 
six months, or it’s going to drag 
you down.’ We went, Oh! Oh 
boy! So I spearheaded the coun-
tertop side, while Jackie, who had 
many years of running her own 

From ultra-modern design to traditional, Tile & Light Art 
educates customers on tile, fixtures, material and the  

wide range of color choices available for their projects.

TISE Set to Move Forward 
with In-Person Show this June

Excitement in the indus-
try has been building 
in anticipation of an in- 

person event in Las Vegas for 
The International Surface Event 
(TISE): SURFACES | StonExpo/
Marmomac | TileExpo. The show 
is scheduled to take place on June 
16-18, 2021 at the Mandalay Bay 
Convention Center in Las Vegas. 
Attendee registration for the show 
opened in April.

 
TISE, organized by 

Informa Markets, is taking a 

customer-focused approach to 
its return to the in-person event, 
surveying past attendees via a 
third-party provider to ensure the 
decision to hold The International 
Surface Event is a communi-
ty-driven one. Of those who re-
sponded, 89 percent were likely 
to attend in June and 98 percent 
viewed the decision as favorable 
to the industry. 

“TISE knows doing business 
in the flooring, stone, and tile in-
dustry requires experiencing the 
products first-hand and building 

relationships in a face-to-face en-
vironment. We are confident in our 
ability to execute a safe event un-
der Informa AllSecure,” expressed 
Dana Hicks, Show Director, The 
International Surface Event.

Governor Steve Sisolak of 
Nevada approved state guidance’s 
on March 12th that expanded 
opportunities for meetings, con-
ventions, and trade shows and 
conveyed Las Vegas’ updated re-
opening plan. Informa Markets 
has worked with the Mandalay 
Bay Convention Center on a 
thorough health and safety plan, 
largely based on the framework 
of Informa AllSecure, a set of rig-
orous health and safety measures 
to prioritize guest safety at trade 

events, including mandatory face 
masks and temperature checks 
for all participants. Through this 
plan, The International Surface 
Event has set specific operation-
al protocols and communication 
strategies surrounding the event. 

“Not only are tradeshows vital 
for the markets they serve, but 
the economic impact of holding 
The International Surface Event 
is tremendous for Las Vegas,” 
explained Kevin Thornton, VP of 
Operations at Informa Markets. 
“Conventions bring an estimated 

$11 billion annually to Las Vegas, 
and those like The International 
Surface Event create thousands 
of jobs supporting local hotels, 
restaurants, retailers, and enter-
tainment, among others.”

Visit www.intlsurfaceevent.
com/en/visit/register-pricing for 
registration info, or contact show 
management via email for general 
inquiries. Manufacturers interest-
ed in exhibiting at the June event 
should contact the TISE sales 
team.

businesses, took over the design 
and showroom side of things. In 
the beginning, part of the prob-
lem was that the previous owner 
was married to a local competing 
builder, so local builders wouldn’t 
touch them with a ten foot pole. 
When we bought the business, 
we said, we are not builders, and 
we are not going to be builders. 
We are here to support you and 
everything that you do. At first 
they kind of had the raised eye-
brow look and said, sure, sure, 
sure. But slowly, but surely, we 
just kept chipping away at them 
and gaining more and more mar-
ket share through pricing, quali-
ty, and service and winning them 
over one by one.” 

Keeping Pace with Success  
As for the fabrication end 

of things, Paul said that when 
Covid began, they were all sitting 
around the shop wondering what 
the heck is going on, he contin-
ued. “I was doing nothing but 
figuring out our company’s run 
rate, thinking that if we do this, 
this, and this, we’ll make it until 
February of 2021. I then looked 
at my wife and said, ‘You know, 
it makes completely no sense and 
every bit of good sense to start 
building a new fabrication shop.’ 

http://www.intlsurfaceevent.com/en/visit/register-pricing
http://www.intlsurfaceevent.com/en/visit/register-pricing
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doing the installations, and five 
in the showroom and administra-
tion. Its span of service is approx-
imately two hours driving time, 
and covers all of the mountain 
areas of southwest Colorado and 
northern New Mexico. The type 
of work consists of 85 percent 
residential with the remaining be-
ing commercial, hospitality and 
retail. They are members of the 
Durango Local Home Builders 
Association, the local Chamber 
of Commerce, and acquire work 
mostly through its long standing 
relationships with builders, and 
by word of mouth.   “We’ve got 
a very unique situation where we 
are,” continued Paul. “We’ve got 
a talent pool of Navajo craftsmen. 
The Navajo Reservation surrounds 
us, and we were lucky enough to 
hire some real good guys who 
have been with us from the begin-
ning. All businesses are all about 
the people that work with you and 
their attention to detail, and the 
pride and quality and craftsman-
ship of our people is incredible. 
Going to fabricator forums in big-
ger cities, or shows like Surfaces 
or Coverings, you hear that there 
is a lot of job-hopping in the big 
cities. We don’t get that here, and 
part of that is because of our geo-
graphics. The other part is that we 
like to keep our people! They are 
phenomenal and a huge portion of 
our success. Additionally, we have 
a full showroom with three full-
time designers and one part-time. 
They are tremendous at meeting 
and greeting and putting people at 
ease while guiding them through 
the process. When working in con-
junction with a designer, they will 
pair-up and work collaboratively. 
So it’s a process that  works quite 
well for us.” 

Continued from page 1

Tile & Light Art

Slabs Selection Onsite
To meet the demand of its clients, 

the company carries a large inventory 
of slabs consisting mostly of granite, 
quartzites and quartz with very little 
marble. Material supply points are in 
Albuquerque, Denver, Dallas, and Salt 
Lake City, said Paul, adding, “We did do 
the container thing in the past, but for me 
the juice just wasn’t worth the squeeze. 

However, every distributor is 
a long drive from here, so our 
half-acre slab yard and our 6,000 
square foot showroom, built here 
five years ago, is well stocked. 
This was very important to us, just 
because we wanted everybody 
and everything in one location, 
and to speed up communication 
and team building.” Paul added 
that buying containers direct real-
ly didn’t save him much money, 
and he buys in bulk mostly from 
Arizona Tile, MSI or The Stone 
Collection.

We were paying $3,200 per 
month to lease our old shop, and 
when we pencil this out, we are 
probably going to be down to 
$2,000 a month for a new shop. So 
I went to the bank and they said, 
‘Let’s do it!’, and in the middle of 
the pandemic last year, we broke 
ground. It’s the best thing we ever 
did, because as we all know, and I 
don’t think any of us saw this com-
ing, residential building went ber-
serk, and so did we. I’m not saying 
that I always make the right move, 
and I don’t claim this to be any-
thing other than just dumb luck, 
but the work started, and away we 
went!”

During a move, many owners opt 
to upgrade their equipment. The 
old equipment is then sold when 
the new shop goes live, but not so 
in this case. Other than upgrading 
their water filtration system, the 
existing machinery, a Sasso K-600 
5-axis CNC bridge saw, a Park 
Industries Wizard and a Marmo 
Meccanica Edge Profiler were 
fairly new and very well kept. 

After the move, Paul also took 
advantage of a program offered by 
Colorado State University where 
they come in and do an OSHA 
inspection, without being OSHA, 
and point out your deficiencies. 
“We worked with them and we 
said, ‘You tell us what we need to 
do, and we are going to fix every-
thing.’ We then got a certification 
that says we’ve done everything 
needed to comply with OSHA 
safety standards.”

People, Service & Materials
Tile & Light Art of Durango 

employs sixteen people total, 
with five manning the shop, four 

Understanding 
How to Be an Asset

With a construction background 
for most of his life, it was fairly 
easy for Paul to recognize the de-
mands of being in the stone biz, 
he explained. “Coming from the 
lumber industry and construction, 
it’s one of those things where you 
understand others. I understand 
when a builder says to me, ‘Hey, 
I know we’re behind, but can you 

Right: The new Tile & Light Art fab-
rication shop has an upgraded wa-
ter filtration system. They chose to 
keep their Sasso K-600 5-axis CNC 
bridge saw, a Park Industries Wiz-
ard and a Marmo Meccanica Edge 
Profiler, which were all fairly new 
and well-maintained  machines.

Please turn to page 3

Fabrication, templating and installation
operations are staffed by teams with 
many years of combined experience in 
the shop and on the jobsite.

Left: The Tile & Light Art crew, 
outside the showroom entrance. 
Employees are divided almost even-
ly between three departments: fab-
rication, installation, and showroom 
and admin. Lighting and fixtures 
sales alone account for about 15 
percent of their business.

help me improve on my schedule?’ 
and you know exactly what he’s 
saying. He’s got a closing date 
looming, and we sometimes have 
to pull out all the stops to make 
sure we work with him to get that 
closing date accomplished. The 
pressure is incredible as the house 
comes towards final completion. 
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Tile & Light Art

Above: The new facility has a 6,000 square foot show-
room. Jackie Beasley is a certified lighting specialist and 
designer, and heads up this niche division. “Lighting can 
make or break a house. You can have a gorgeous home, 
but if you make poor lighting choices in terms of function 
and esthetics, it really lets a house down.”

Clockwise, from top left: 
Traditional and rustic, 
to ultra-modern, these 
five kitchen and bath 
installation samples 
illustrate the range of 
Tile & Light Art’s design 
capabilities. 

Customers can select 
from a wide range of 
natural and engineered 
stone materials from 
the Tile & Light Art 
half-acre slab yard.

“Usually the homeowner has 
building fatigue, and the builder 
is trying to get out of that job and 
onto the next home project. They 
are also quite often on a budget, 
and everybody is a little tense, so 
we need to be a problem solver and 
not a hindrance to that process.”

Continued from page 2 Decorative Light — 
A Brilliant Niche Offering
Seeing a niche market that 

would further adorn their clients’ 
homes, the couple invested heav-
ily in all styles of chic lighting. 
It is run by Jackie, who is a fully 
certified lighting specialist and 
designer, continued Paul. “She 
does an excellent job. Lighting 

is always front and center in our 
business, but it’s the fourth prod-
uct category. In terms of volume, 
it’s about 15 percent. We have 
really morphed into the design 
world, and we have beautiful fix-
tures that complement our stone 
work. I always like coming in, 
because it’s always gorgeous, and 
I love lighting. Good lighting is 
like jewelry on a beautiful wom-
an, and makes everything look 
one step above.” 

Success Etched in Stone
Tile & Light Art of Durango has 

lots of competition. Paul looks at 
them and sees what they are do-
ing, but doesn’t focus on them. He 
instead focuses on what he does, 
and runs the company with care 
and efficiency, he explained. “We 
do what we say we are going to 
do, on the timeline that we say we 
are going to do it. That’s the big-
gest thing, especially with our cli-
entele. They are counting on reli-
ability, and we provide that along 
with excellent craftsmanship and 
quality at a competitive price. We 
are not the cheapest, those things 
and our get-it-done attitude keep 
our customers happy. Given our 
market here, we are very much 
into the custom fabrication world, 
and we always want to be the best. 
Anything new that comes out, 
such as materials, applications or 
design trends, we want to instant-
ly be on top of it. We always like 
to be at the forefront, and we like 
to try new things. We love this 
business, and we wouldn’t trade it 
for anything.” 

For more information, visit 
www.TileArtofDurango.com .

Scott Griggs Studios (5)

http://www.TileArtofDurango.com
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“Remember, it’s an “off-site meeting,” and not a retreat.”

Stone Forensics  has 
announced that it will be 
conducting its popular Stone 

and Tile Troubleshooting training 
in July 2021 in DeBary, Florida. 
The program is designed to teach 
the basics of stone and tile instal-
lations failures. Hueston just com-
pleted another successful seminar 
in Las Vegas, Nevada.

According to Hueston, “The 
stone and tile inspection semi-
nar in Las Vegas went without a 
hitch. We had six students. All 
wore masks, and each student 
was given a bottle of sanitizer, 
and the room was large enough 
for social distancing. The attend-
ees were engaged, asked lots of 
questions. Masks were usually 
removed during class, and ev-
eryone felt safe due to physical 
separation of the class seating. 
But we all put them on to use the 
facilities or when we had to leave 
for the day... Its nice to know that 
even during this pandemic we can 
still have live seminars. The  next 
one will be in Florida in July.”

According to Fred Hueston 
who will again be conducting the 
training, “The amount of failures, 
poor installations and other issues 
with stone and tile flooring are on 
the rise. This seminar is perfect 
for  restoration and installation 
contractors as well as architects, 
building engineers and mainte-
nance staff who have to deal with 
stone and tile installation and 
restoration.

The next training seminar 
will be held July 5-8, 2021. For 
those who wish to be certified in-
spectors this course will also of-
fer certification.

 The stone and tile troubleshoot-
ing program is a full 4 days with 
the certification test on the last 
day. Class size is limited. The cost 
of the class is $2500 per person.

The following topics and more 
will be covered in the comprehen-
sive class:

 
• The Geology of Stone

• Understanding the Structure  
 of Different Kinds of Stone  
 and Materials

• Identification of Stone and Tile 

• Quarry Techniques and How  
 They Affect the Final Product

• Production of Tile and Slabs

• Fabrication and Installation  
 Requirements

• Physical and Chemical Testing

• Stone and Tile Forensic  
 Investigation

• Diagnosis of Problems

• Stone and Tile Restoration

• Repair and Replacement

• Stain Removal

• Troubleshooting

• Report Writing

• Expert Witness Testimony

• Slip Resistance

• Laboratory Testing

As usual with Dr. Fred’s hands-
on training seminars, one day will 
be spent in the field examining 
failures.

For further information and 
to register go to  stoneforensics 
.com  or contact Dr. Fred at 
321-514-6845. 
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BB Industries Adds Perez 
 to Customer Service Team

BB Industries continues its trend of 
strengthening West Coast cover-

age. In addition to several new sales asso-
ciates and a new service fulfillment center 
in Utah, the industry leader in customer ser-
vice has added stone industry veteran Emilio 
Perez to the team. Perez will service custom-
ers in Northern California, up as far as the 
Sacramento market. He has been in the in-
dustry for decades, working for GranQuartz 
and Hard Rock Stone Works, and most re-
cently with Columbia Stone Products. 

“Emilio has worked with BB Industries 
sales associates Joe Torres and Cesar Rojas 
before at other companies, so we are getting 
the band back together from many years ago 
when they started in the industry,” said VP 
of Sales Jeff Dykstra. “We are happy to have 
Emilio and know he will make a great ad-
dition to our team, as well as fill in some 
coverage spots for us in California.” 

“Even though BB Industries is a big com-
pany, they treated me like they had known 
me for a long time,” said Perez. “That means 
a lot to me because I am a relationship guy. 
My sales philosophy is to give my custom-
ers what they need, rather than to just sell 
them something. It is also a great feeling that 
the people supporting the outside sales team 

Emilio Perez will provide 
 Customer Service for BBI in 

Northern California.

have tons of industry and product knowl-
edge. I’m excited to see what we can do as a 
company on the West Coast.”

Since its beginning in 1994, BBI’s phi-
losophy has been to offer the best custom-
er service and the best value for the mon-
ey. This is accomplished by delivering 
exceptional products and first-class service 
to our partners in the stone, tile, and con-
crete industries. For more information, visit 
BBIndustriesLLC.com and https://www.
facebook.com/BBIndustriesLLC.USA. 

Trade Groups Pay Off
BY now, your New Year’s resolu-

tions and your thoughts on what 
you can change about your life in the stone 
business post-COVID have likely moved to 
the back of your brain. It is time to get off 
the couch or out of the day-to-day business 
mix of getting countertops out the door and 
start working ON your business instead of 
IN your business.

The best way to do this is to get involved in 
the industry. It pays! Many times in CASH, 
sometimes in other valuable ways! For 
entrepreneurs and business owners, visibili-
ty and networking are key, but these are just 
the obvious reasons why it is a good idea 
to join an industry best practice group, and 
there are many other reasons. Local, region-
al, and national industry organizations offer 
a wide range of opportunities that can lead 
to enhanced business relationships, and ul-
timately, greater success.

Here are 10 reasons why joining an in-
dustry-related association is well worth 
your time and effort:

1. Access to education and training. 
In many cases, membership in an industry 
association leads directly to advanced edu-
cation and training programs, which helps 
you and your team keep knowledge current 
and skills sharp.

2. Enhanced group buying programs. 
Most organizations offer members group 
purchasing perks, like freebies and dis-
counts, as a reward for your investment.

3. Access to membership directories. A 
lot of associations maintain directories in 
which member businesses are listed. This 
can help you increase your exposure to 
new markets and potential clients.

4. Competitive advantage. Taking 
advantage of association resources can 
help you earn and maintain an edge over 
non-member competitors thanks to access 
to inside information and advanced train-
ing opportunities.

5. Access to certification and licens-
ing programs. Many associations support 
member certification and licensing ini-
tiatives, both required and optional. This 
offers you an excellent opportunity to di-
versify and expand your skill set, qualifi-
cations, and marketability.

6. Privileged access to industry events 
and conferences. You may qualify for dis-
counts or special access to upcoming con-
ferences, trade shows and events locally 
and nationally.

7. Potential cost savings. Some industry 
associations grant members access to spe-
cial rates on products and services through 
key vendor partnerships, allowing them to 
price their goods more competitively, in 
turn saving you money and increasing your 
profit margins.

8. Inside access to innovations and new 
developments. Associations help you stay 
on top of new products, services, and inno-
vations within the industry. This gives you 
timely information to adopt and adjust to 
what makes sense for your business.

9. Opportunities to give back to the 
community. You can use your member-
ship to share your knowledge with other 
member businesses and promote a stronger 
sense of community cooperation. Many 
associations donate to charity events and 
provide member volunteer support and 
participation as a group.

10. Networking opportunities. Perhaps 
the most important benefit of these associa-
tions is that they provide you with an excel-
lent opportunity to network with other pro-
fessionals and entrepreneurs in your field. 
From these relationships you can learn and 
grow from shared experiences.

The Rockheads Group is a private net-
work of surfacing industry entrepreneurs 
dedicated to leadership, best practices, and 
financial health within our businesses. The 
Rockheads has over 100 companies to learn 
from and more than 300 participants to net-
work with! Many members that participate 
in our programs have NO out-of-pocket 
costs. Many of our members have been re-
ferred projects at 10X the membership val-
ue. Also, new businesses have incubated 
from our conferences and meetings.

JUST DO IT!
Of course, I am biased towards the 

Rockheads! However, if the Rockheads is 
not for you, there is a group out there that 
is. Get involved!  

You can learn more about our Group at 
www.rockheadsusa.com. If you’re inter-
ested in seeing what we’re really about, we 
invite you to join us for our Hill Country 
Mansion Retreat happening outside of 
Austin, Texas, on May 19-21. Come meet 
us and reap the rewards! 

Jon Kaplan
Rockheads Group Managing Partner

http://BBIndustriesLLC.com
http://www.facebook.com/bbindustriesllc.usa
http://www.facebook.com/bbindustriesllc.usa
http://www.rockheadsusa.com
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Capacity Planning in 2021

Ed Hill
Synchronous Solutions

Training & Education

“A tsunami is coming.”  That 
is a quote from one of my 

clients referring to the expected 
increase in customer demand in 
the coming months. I think he is 
right. The pandemic is winding 
down and the pent-up demand 
that has grown over the past 18 
months will surely translate into 
dramatically increased sales.

The challenge in the coming 
months will be how to handle all 
this high demand on your avail-
able capacity. Therefore, careful 
capacity planning is vitally im-
portant to your business success. 
Of course, capacity planning, 
means considering all the various 
scenarios on what could happen 
in the coming months. 

There are three types of capaci-
ty that should be in your planning 
routine:

• Productive Capacity 
– The minimum required to get 

the job done.
• Protective Capacity 
– Capacity to absorb variability.
– The minimum plus some ex-

tra to accommodate the inevitable 
attacks by Murphy.

• Excess Capacity
– Wasteful. More capacity than 

needed.

Productive Capacity
The minimum capacity need-

ed at each process step is called 
Productive Capacity. It is fairly 

easy to calculate by comparing 
the demonstrated productivity at 
each process step to the needed 
square feet per day. However, 
as we all know, “Murphy Lives” 
meaning that you must have some 
additional capacity over the min-
imum to accommodate the inevi-
table issues that will occur every 
day.

• Staffing issues. Absenteeism, 
turnover, vacations, training, etc.

• Equipment issues. Machine 
downtime, tooling availability, 
etc.

• Material issues. Poor quality, 
erratic delivery from vendors, etc.

• Weather issues. 
• Coronavirus issues.
• Etc., etc., etc. 

It is a fact that if you only plan 
for the minimum capacity, you 
will always struggle to meet the 
market demand. That approach 
can result in excessive overtime, 
potential quality problems, em-
ployee burnout and extreme chaos 
throughout the business process.

Protective Capacity
Therefore, given the reality of 

Murphy, it is important to es-
tablish and maintain “Protective 
Capacity” throughout the op-
erations system. Protective 
Capacity is essential for a smooth 
and predictable process flow. 
Maintaining Protective Capacity 
at all times allows you to:

• Achieve and maintain short 
cycle times.

• Absorb the daily attacks by 
Murphy without affecting the 
Install schedule.

• Finitely schedule the Control 
Point (Install) with assurance that 
the schedule can be met.

• Bring stability and calmness 

into the business system.
• Confidently sell because there 

is knowledge that manufacturing 
can meet the demand.

Note that Protective Capacity 
is not an additional cost issue. In 
fact, it will save you money and, 
more importantly, it will allow you 
to create more $T value with less 
need for overtime, stress and chaos 
in busy times.

Planning for Growth
The Protective Capacity Planner 

(PCP) is the tool to use in planning 
for profitable growth. This tool 
will tell you when to take certain 
actions to keep three important 
business metrics in alignment:  
The projected market demand, the 
needed manufacturing capacity 
to meet that demand and your re-
sulting financial goals. This report 
will show you the current status 
of each. It will allow you to do a 
“what if” analysis to check the 
effects of any demand projection 
and any operational action. It is the 
“long-term planning tool” for your 

business. It is the essence of plan-
ning using the Synchronous Flow 
business system.

Below is a portion of the PCP 
indicating the sales projections by 
product and market segment.

The system then calculates the 
daily Throughput ($T) required to 
be scheduled in order to meet the 
demand. We use $T rather than 
square feet or any other dimen-
sional metric because it is more 
reflective of the actual labor con-
tent and it is directly related to the 

company financial goals.
The sales dollars per square feet 

is used to convert dimensional 
capacity estimates to Throughput 
dollars ($T), which is then com-
pared to the daily $T demand. 
Using the current equipment and 
staffing in the company, the sys-
tem automatically calculates the 
needed hours per week at each 
resource step to meet the posted 
market demand. 

“Having more 
work than you 
can do is a nice 

problem to 
have…but it is 

still a problem!”

In this PCP example, only the white cells require data entry and should be updated monthly to 
assure current information is posted.

The black is when the calculation is at 40 hours or less, the red font indicates that some overtime 
will be required, and red fill is excessive overtime required (over 48 hrs. per week).

Please turn to page  10
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Cheryl A. Moore, PsyD
CEO, Prestige Countertops 
& Services

Please turn to page 11

Barriers to Communication

Communication is used in 
organizations to coordi-
nate actions and share 

information among both inter-
nal and external stakeholders. 
Organizations that promote good 
communication among leaders 
and employees are likely to be 
more effective. As leaders and 
managers, it is important to look 
at your communication efforts to 
determine if you are an effective 
communicator, or if you have 
room for improvement. When we 
consider the vast number of com-
munication channels used today, 
it is easy to see where commu-
nicating effectively has become 
more challenging. It is important 
to understand barriers to commu-
nication and where they originate.

If we were to consider a simple 
communication chain, we would 
start with the communicator who 
has a message to send, whether it 
is in verbal or non-verbal form. 
The communicator would select a 
proper medium to relay this mes-
sage to the receiver. The mediums 
used today include face-to face 

conversations, emails, telephone, 
texting, video-chats, faxes, and 
many more. Once the message 
has been transferred, it is up to 
the receiver to decode the mes-
sage using the receiver’s thought 
processes that stem from his or 
her own previous experiences 
and frame of reference. The ef-
fectiveness of the communication 
is going to depend on the receiver 
decoding the message as the mes-
sage was intended from the com-
municator. This is where feed-
back is so important. Feedback 
and two-way communication al-
low the opportunity for the com-
municator to verify that the mes-
sage was received and decoded as 
intended.

As simple as this process seems 
to be, there is “noise” that can 
occur at anytime during this com-
munication process. Noise can 
be physical, like the ringing of 
a phone, people talking loudly 

in the background, or construc-
tion work. Noise can also be an 
interference that ‘muddies a mes-
sage’ between the sender and the 
receiver. Noise could be someone 
being too tired to really listen or 
give full attention to the message 
being conveyed, a complex or 
difficult language, a difference in 
levels of understanding, or even 
a cultural difference that distorts 
the original intent of the message. 
Leaders should clear the com-
munication channel of any noise 
that may disrupt the meaning of 
the message. Clearing the channel 
requires the sender to recognize 
that there is noise in the commu-
nication channel or at the very 
least recognizing the possibilities.

Barriers to Communication
We also encounter various bar-

riers that can impede our ability 
to communicate successfully. A 
few of the barriers would include 
filtering, emotions, information 
overload, time constraints, and 
differing perceptions.

Filtering is when the send-
er screens and manipulates the 

message before sending it to the 
receiver. This could occur when 
a subordinate sends a message 
upward to an authority figure. 
The sender does not want to send 
negative information, so the indi-
vidual manipulates the message 
to make the information appear 
positive.

An individual’s state of feelings 
or emotions at a given time can 
also affect the way they com-
municate. When we are happy 
and relaxed, we are more likely 
to accept constructive criticism, 
whereas if we are angry and 
stressed, we are more apt to feel 
attacked or defensive and lash out 
at others. 

Given the number of emails, 
voicemails, text messages, faxes, 
memos, and reports we are faced 
with everyday it is no wonder we 
can be faced with information 
overload. 

Faced with all this information, 
we tend to make hasty decisions, 
lose creativity, and become less 
productive. Information over-
load can also be linked to physi-
cal repercussions like headaches, 
stress, and insomnia. 

More than ever, we are con-
stantly being bombarded with 
spam messages and emails that 
we must filter through to deter-
mine what is purposeful and use-
ful and what is not.

Please turn to page 11



8 |  May 2021 Slippery rock Gazette

Training & Education

Ed Young
Fabricator’s Business Coach

Training & Education

While it may look like 
it to some people, we 
all know that busi-

nesses don’t run themselves. A 
person (usually more than one) 
must understand what is hap-
pening in the business and take 
the actions required to adjust 
performance or there are conse-
quences. Businesses that seem 
to run themselves have several 
factors in common.

 First:  There are a 
few key people in 
key positions that 

are very capable of perform-
ing their assigned roles.

I run into far too many fabrica-
tors that are struggling because 
they don’t have good capable 
people in critical roles. “Bob’s 
my brother-in-law and he does a 
decent job managing the shop,” 
just isn’t good enough anymore. 

When you can’t find a qual-
ified manager with industry 
experience, refusing to hire an 
experienced manager from out-
side the industry is short-sighted 
(none of us were born knowing 
how to fabricate tops). Most 
small businesses stall because 
the owner either can’t or won’t 
build a strong management team 
(and delegate authority). Having 
capable people in positions like 
production management, field 
management (template and in-
stall), and sales is a necessity 
(the size of your company will 
determine how many people are 
needed in these roles). 

Jim Collins talks about the im-
pact of having the right people 
in the right seat on the bus in 
his book Good To Great. While 
he refers only to large public-
ly traded companies, the same 
principles apply to your fab 
shop, no matter the size.

 Second: The key 
people in the busi-
ness spend part of 

their day working on the busi-
ness and not just working in 
the business.

Manage to Get Your Life Back • Assess if you have enough 
volume at each stage to keep 
the constraint busy.

R Monthly — Communicate 
with the entire business 

about where things are and 
where they are going (impend-
ing challenges).

• Don’t just talk – ask for 
questions from your folks and 
LISTEN to the answers.
• Recognize people who are 
modeling the behaviors you 
want to see more of.

The six articles in this series 
form the basis of a robust and 
proven management system. 
This system gives you the in-
formation and tools needed to 
run the business very effectively 
– freeing up 30% of the capac-
ity you are already paying for, 
reducing lead times, and reduc-
ing the chaos in your business. 
But this system won’t deliver 
results by itself – it requires ca-
pable people in key positions to 
make it work. Consultants are 
great tools to help you learn a 
different way of looking at your 
business, teach you new tools 
to help you run your business 
better, and challenge you to 
leverage them effectively. In the 
end, your management team has 
to execute effectively for your 
business to see the benefits.

As a fab shop owner, you de-
serve to have a business that 
makes you money and also al-
lows you the time to enjoy it. 
To find out more about how 
to make more money and get 
your life back, email me at Ed@
FabricatorsCoach.com. 

For a link to the Management 
Rhythm Tool, scan the QR code 
below.

Spending all day in fire-fight-
ing mode is exhausting. It feels 
critical right now, but it is threat-
ening the future of your busi-
ness. Everything in life is either 
growing and getting better or it 
is shrinking and declining. If it 
isn’t  growing, your business is 
declining. 

In order to grow, you have to 
spend time improving various 
aspects of your business. In the 
middle of the daily fire fight of 
running your business is admit-
tedly a very tough time to stop, 
take a deep breath, and get your 
head above the fray so you can 
see what’s really going on. But it 
is essential to do this frequently if 
you want your business to grow. 

Start by taking 30 minutes first 
thing in the morning two days a 
week to work on your business. 
Do this for a few weeks. Then 
switch to 3 days a week for a 
few weeks. Work your way up 
to spending an hour each day fig-
uring out how to improve some 
aspect of your team, your man-
agement style, and your culture 
so performance of the business 
improves. 

 Third: The busi-
ness uses a man-
agement system 

that helps them stay on top of 
current performance, track 
historical trends, and provide 
leading indicators.

Depending on the size of your 
business, your management sys-
tem may include a software pack-
age to help manage the flow of 
jobs in your shop and give you 
key information. However, the 
management system should be 
more than just software. 

To be effective, it must include 
a daily rhythm of activities to 
assess business performance and 
address identified issues. The fre-
quency and level of detail for this 

assessment should be appropri-
ate to each manager, but it looks 
something like this:

RCheck the status of the buf-
fer zones 3 times per day.

• Visual controls on the plant 
floor are effective in making this 
a quick check (example: paint 
squares on the floor for each 
A-frame in the red zone if your 
constraint is Install).

RCheck the performance 
of the constraint at least 3 

time per day.
 
• Set up a white board or com-

puter screen so this is continuous-
ly visible to everyone

RCheck $T score from the 
previous day as early in the 

day as possible – post where ev-
eryone can see it.

REach morning (same time, 
place, attendees, agenda) 

hold a 15-minute stand-up meet-
ing to communicate to the man-
agement team:

• Constraint performance – 
how much $T did we score 
yesterday?

– Do we have any outstand-
ing issues from yesterday that 
need to be addressed?

• Buffer health — where do we 
have holes or fat in each zone? 
Assign someone to address 
each issue.
• Any prior issues from other 
buffer meetings that haven’t 
been resolved.
• Backlog level – the number of 
days of jobs sold and ready for 
template.
• Guidelines for this meeting:

— This is a status meeting 
only – no problem-solving 
allowed.
— Check the status of each 

issue and assign one person to 
be responsible for resolving 
an issue.
— Problem solving will occur 
later as appropriate.
— This gives each key team 
member a sense of priorities 
for the day.
— Posting this information in 
a few key places in the busi-
ness can be a great tool to 
keep everyone focused on the 
critical issues.

RDaily — Carve out one 
hour to improve some as-

pect of the business.

• Do this individually and also 
as a group.
•  This should include docu-
menting and improving some 
part of a business process. 
• This could include training.

RDaily — Plot $T vs $OE

• Forecast month end P&L 
based on backlog and shop 
performance.
• Review with the management 
team weekly.

RWeekly — Take a safety 
walk through your plant to 

look for:

• People wearing their PPE and 
using safe practices – praise 
and recognize them.
• Safety issues that need to be 
addressed.
• At least monthly – Make the 
same safety assessment at cus-
tomer sites for templators and 
installers.

RWeekly — Get a status of 
the volume at each stage of 

your marketing and sales funnel – 
quantify in $T.

• Analyze trends for each stage.

01 02

04

03

05

06

Get 
Control

Optimize
Control

Leverage
Control

Measure
Control

Manage
Control

Maintain
Control

If you don’t make a conscious decision to 
run your business, then it will run you.

mailto:Ed@FabricatorsCoach.com
mailto:Ed@FabricatorsCoach.com
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Madelaine Design Group 
Wins First Place at 

 NKBA Awards

Madeleine  Design 
Group’s Ocean Bluff 
project, located in the 

suburbs of Vancouver, British 
Columbia, has taken home First 
Place in the  NKBA’s Design + 
Industry Awards  category for 
Contemporary Kitchen, Large 
(250+ sq ft). The win comes five 
years after the studio began work 
on what ended up being a four-
year odyssey that evolved from 
a partial renovation plan in 2016 
to a breathtaking addition and full 
remodel of a 10,000 square foot 
home completed in early 2020.

The project’s original vision: 
to create a luxurious oceanfront 
property in total harmony with 
the natural beauty of its sur-
roundings. Principal designer 
Madeleine Sloback’s passion for 
finishing carpentry and millwork 
is showcased throughout  Ocean 
Bluff, expressed perfectly in the 
meticulously designed custom 
wall paneling in the study. The 
home features an open floor plan 
filled with multi-use spaces and 
utilizes a thoughtful layering of 
lighting, materials, and finishes 
that tell a design story: each room 
is unique but is complementa-
ry to the next. From every angle 
of the home, Madeleine Design 
Group’s involvement is felt in 
the ultra-luxe final project, right 
down to the art on the walls. 

On her project’s recent NKBA 
win, Sloback says: “This award 
is very special to me because it 
is a reflection of the amount of 
effort invested into these proj-
ects. Over the course of the job, 
you and your client build a rela-
tionship that becomes so personal 
and trusting, and it’s exciting to 

Vancouver-based firm’s 
Ocean Bluff residen-
tial design project wins 
First Place for Large 
Contemporary Kitchen 
at the National Kitchen 
& Bath Association’s 
(NKBA) annual Design 
+ Industry Awards

see their dream coming together 
a little more each day, because 
you’ve become just as invested in 
it as they are. When the work is 
done, you hope both parties – de-
signer and client – are proud of the 
work. In the case of Ocean Bluff, 
everyone involved was thrilled 
with the end result. Receiving an 
award for our work is an incredi-
ble feeling and extra affirmation 
that our kitchen design is a space 
that not only looks beautiful, but 
really works! NKBA does not 
just judge aesthetics; they look at 
functionality, overcoming chal-
lenges, and how all elements flow 
together in the space, so it’s a real 
honor to be recognized – espe-
cially on an international level.”

The win at the NKBA’s Design 
+ Industry Awards is the latest in 
an impressive string of awards 
and nominations for this amaz-
ing project. Other recognition 
of the Ocean Bluff project in-
cludes the International Property 
Awards’ Five Star Award for 
Bathroom Design in British 
Columbia, the NKBA Design 
Excellence Award for Best Large 
Contemporary Bathroom, named 
a Top 5 Finalist in Western 
Living Magazine’s 2020 Home 

of the Year contest, chosen as 
a finalist for Western Living 
Magazine’s Robert Ledingham 
Memorial Award for Emerging 
Designer, and nominations for 
the 2020 Georgie Awards in the 
category of Best Any Room for 
the home’s Light Powder Room, 
and the 2021 Georgie Awards in 
the category of Best Residential 
Renovation $800,000 and over 
and Best Kitchen Renovation 
Over $125,000.

Madeleine Design Group is a 
high-end, award-winning, full- 
service interior design firm locat-
ed in Vancouver, BC. Founded 
in 2014 by principal Madeleine 
Sloback, the studio’s mission is 
simple and direct: to help clients 
develop a vision of their dream 
home and turn it into reality. The 
studio’s most recent project is 
their largest residential design 
to date: a four-year labor of love 
in the form of an award-winning 
full-scale remodel and addition 
dubbed “Ocean Bluff.”

Please visit  www.madeleine 
designgroup.com  for more in-
formation on Madeleine Design 
Group and further samples of 
their award-winning work.

“We the people 
 are the Rightful Masters 
of both Congress and the 
courts, not to overthrow 
 the Constitution but to  
overthrow the men who 

pervert the Constitution.” 
—Abraham Lincoln

Capacity Planning in 2021
Training & Education

Continued from page 6

The Dynamic Budget/Expense Control Planner gives you a 
line-item financial status of the business system, and  

indicates decisions needed to maximize financial profits.

As in the Capacity in Hours 
Per Week chart, the system 
shows black font when the cal-
culation is at 40 hours or less, 
red font when the indication 
is that some overtime will be 
required and red fill when the 
overtime required is excessive 
(over 48 hours per week).

The Protective Capacity 
Multiplier is used to allow for 
the needed additional capacity 
at each resource step to accom-
modate the inevitable interrup-
tions due to statistical fluctua-
tions (aka attacks by Murphy).

Financial Goals
Given the demand picture 

and the desired return on those 
sales, the Protective Capacity 
planning tool will calculate 
the expected net profit and the 
maximum operating expense 
(all labor and all overhead) that 
can be experienced in order 
to make that profit amount at 
the given level of sales. In ef-
fect, this becomes the expense 
budget for each of the coming 
months. The financial officer 
of the company can divide that 
maximum operating expense 
into a fixed and variable bud-
get. Usually, the variable bud-
get boils down to labor and 
supplies and can form the ex-
penditure targets for operations 
management. Controlling labor 
(including overtime) and sup-
plies to this level while meeting 

the market demand will help to 
assure that the company’s fi-
nancial goals can be met. 

Taking this to the next log-
ical step, the system evolves 
to a monthly Dynamic Budget 
(aka Expense Control Planner) 
which uses the current sales 
revenue projections to auto-
matically post to a line-item 

financial status of the business 
system. The conclusion of this 
analysis indicates the prevail-
ing Status to the Controllable 
Expense (CE) Limit. This leads 
to a clear indication of the ac-
tions that are needed to maxi-
mize financial profits.

Kept up to date and used 
effectively, the Protective 
Capacity Planner can become 
a very important element of 
your routine business manage-
ment. It will trigger actions to 
generate sales when the de-
mand is low and it will trigger 
actions to prepare the needed 
capacity when demand is high. 
It is the tool to coordinate mar-
ket demand, manufacturing ca-
pacity and your financial goals.

For more information on how 
to effectively plan for the need-
ed capacity, contact Ed Hill, 
Synchronous Solutions, LLC, 
704-560-1536.

Visit www.Synchronous 
Solutions.com for more in-
formation on the author’s 
programs.
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Market Leader
6,000+ systems sold worldwide.

Made in the USA
American-pride. American-made.
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Complete package for under $18K.
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LASERPRODUCTSUS.COM
877-679-1300
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of the Year use our system

Lowest 5-year cost of ownership

User-friendly software requires 
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Online & onsite training included

Comprehensive warranty coverage 

Overnight loaner program

#GoDigital

What have you templated today?

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

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

Barriers to Communication

Researchers have shown that spam 
messages can cost U.S. organizations 
billions in dollars of lost productivity 
and IT resources to identify and filter 
out spam. 

Time pressures and constraints can 
cause us to shortcut processes and pro-
cedures. We train and setup processes 
and procedures for our employees, and 
then when we shortcut them in a way 
that causes individuals to be left out of 
the communication channel, this tends 
to create animosity and lower morale.

The final barrier, differing perceptions, 
goes back to my discussion on noise. We 
are all different in our thoughts, beliefs, 
and values. Two people can decipher the 
same message differently because they 
perceive things differently. A great ex-
ample of this is the increase in the num-
ber of generations currently working in 
the workplace.

As we look at our industry and iden-
tify all the important communication 
channels we deal with daily, we can see 
the importance of being effective lead-
ers and effective communicators. Our 
communication channels include our 

employees, our suppliers (like BBI), our 
project partners, our customers, and our 
finance partners to name a few. Each 
of the communication channels listed 
require us to give 100 percent recogni-
tion to our communication efforts. We 
always want to be mindful of practicing 
active listening. We do not want to be 
half listening and half planning our re-
sponse at the same time. Take the time 
to hear what the other person is saying 
and clarify your understanding of what 
they said. Have you ever had a conflict 
in a conversation because you or the 
other person reacted based on what the 
listener thought the other person was 
going to say? The listener did not truly 
listen to what was being said and lashed 
out based on what they were expecting 
to hear. This would tie into perception 
errors, which would be a great next 
article.

 
Cheryl Moore is the CEO of Prestige 
Countertops & Services, Inc. and an 
Assistant Professor of Accounting at 
Mercyhurst University.

If you would like additional infor-
mation, please email her at cmoore2@ 
mercyhurst.edu .

Continued from page 7

mailto:cmoore2%40mercyhurst.edu?subject=Slippery%20Rock%20Article
mailto:cmoore2%40mercyhurst.edu?subject=Slippery%20Rock%20Article
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Alabama Underground: The Transformation 
of Vetter Stone’s Alabama Quarry

Natural stone is a two-part 
collaboration. First, the 
stone is forged by forces 

of nature. Ancient sea life, adrift 
in a long-vanished ocean, settled 
to the seafloor, gradually becom-
ing fused into solid rock from 
the radiant warmth of the planet. 
That part of the story is well doc-
umented by geology. But what’s 
often overlooked is the intensity 
of human labor required to heft 
the stone out of the ground and 
shape it into something useful. 
These efforts allow the stone to 
emerge from the earth and attain 
a second life: as a building stone, 
monument, fireplace hearth, or 
garden wall. We celebrate natural 
materials not only because of 
nature, but also with gratitude for 
the human effort that transforms 
them.

Mike Hester has worked with 
stone his whole life. He grew 
up near a limestone quarry in 
Russellville, Alabama. “I’ve 
known about it since I was 5 years 
old,” he says of the quarry. His 
father worked at the quarry. His 
grandfather worked there, too.

The quarry opened in 1884 
as the Rockwood Limestone 
Company, and in 1956 quarry-
ing moved underground. “It was 
drills, it was loud, dusty.” Hester 
recalls that his grandfather would 
come home from work “just solid 
white” from limestone dust. 

Hester describes how the chron-
ic exposure to noise took its toll 
on his grandfather’s hearing: “In 
his later years, he didn’t hear a 
thing.” 

The Emergence of 
Organized Labor

The Journeyman Stonecutters 
Association of North America 
was founded in 1853. It’s the 
oldest active labor union in the 
United States. At the time the 
union was chartered, stone carv-
ers were among the highest paid 
of the building trades, earning 
wages similar to doctors and 
lawyers.

By organizing into a union, 
stonecutters were able to leverage 
their skills to garner workplace 
protections that are now, thank-
fully, commonplace. In 1867, 
stonecutters were the first trade 

Karin Kirk 
usenaturalstone.com
Diagrams ® Karin Kirk,
Photos courtesy Vetter Stone

to secure an 8-hour workday, a 
full 20 years before the practice 
became widespread. 

One hundred years later, the 
role of organized workers was 
still evident. In 1963, laborers at 
the Rockwood quarry went on 
strike over a pay raise of 4 cents 
per hour. In protest, the quarry-
men leveraged their industrial 
know-how, repurposing dyna-
mite normally used in the quar-
ry to blow up the administrative 

The Sterling Vein limestone quarried by Vetter Stone is charac-
terized by its silvery color with gentle darker veins and curves 
from cross-bedded oolitic grains. The Federal Courthouse in 
Mobile, Alabama is clad with this distinctive white limestone.

offices. The incident was a not-
so-subtle reminder to stay on the 
good side of people who wield 
explosives in their daily work. 

Thanks in part to labor laws, 
environmental laws, and unions, 
American quarries have gradual-
ly become less dangerous work-
places, with better pay and ben-
efits. Even today, improvements 
in safety and technology continue 
to make the natural stone industry 
less perilous and more productive.

Hester explains that in 1980s 
and ‘90s, quarrying switched 
to diamond belt saws. “That 
got rid of the dust and the noise 
but brought in the water and the 
mud,” he says. Despite the up-
dated methods, “there was still a 
lot of physical labor. Still sledge-
hammers; still blasting.” 

In 1997, Vetter Stone, a lime-
stone quarrier based in Mankato, 
Minnesota, bought the business, 
ushering in a wave of change at 
the Alabama quarry.

Culture Shift
“They put money into this 

place,” says Tracye Harrison, 
Alabama Stone’s General 
Manager. “It was so run down 
when they bought it. It was in re-
ally bad shape.” Harrison is a 32-
year veteran of the stone industry, 
and she was hired not long after 
Vetter Stone took the reins of the 
Alabama quarry.

The first order of business was 
improving the safety of the oper-
ations. “They took on that right at 
the get-go,” says Hester. “There 
was no safety going on.”

“Zero,” adds Harrison.
Adopting new practices at the 

quarry was a long play. Harrison 
recalls that it wasn’t even clear 

how they were supposed to meet 
safety standards. Harrison hired 
Audrey Marsh as her right-hand 
woman, and the two of them nav-
igated the tricky waters of trans-
forming the company. Hester 
admires the way the leadership 
team tackled the change: “Tracye 
and Audrey, they really stepped it 
up.”

Harrison, Hester, and Marsh 
are all quick to praise MSHA 
(Mine Safety and Health 
Administration) for helping them 
build a better program. 

“Thank goodness they (MSHA 
and OSHA) were really under-
standing and worked with us, be-
cause this stuff just wasn’t being 
done,” Harrison says. “It’s amaz-
ing that they helped us the way 
they did.”

The relationship between the 
quarry and the government agen-
cy could have become an adver-
sarial one, but instead it was a 
valuable collaboration with the 
workers’ best interests at the front 
of their minds. “They just helped 
us get everything fixed like it 
needed to be,” says Harrison with 
a sense of appreciation.

Re-thinking workplace practic-
es requires more than just a direc-
tive from above. A new culture 
needed to be infused throughout 
the operation. Marsh admits it 
was major cultural shift to get 
“the guys” to change their ways 
beyond the bare minimum. 

Diamond belt saws, intro-
duced in the ‘90s, are the pri-
marily tools used to quarry 
the stone. There’s an empha-
sis on safety in every aspect of 
the company’s operations. Please turn to page 24
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The Stone Detective
The Stone that Doesn’t Like Cold

IT was a bright and sunny 
day here in Florida. I woke 

up early, got dressed and headed 
over to my favorite greasy spoon 
for a cup of joe and maybe some 
waffles. I know it’s a switch from 
my normal bacon and eggs, but 
what the heck. 

 I put on my fedora and trench 
coat, grabbed the keys to the old 
Woody and headed out the door. I 
no sooner got in the Woody when 
my cell phone rang. The voice on 
the other end sounded very calm 
and professional. He introduced 
himself as a homeowner who 
had a modest summer home in 
the mountains of Colorado and 
has some issues with his stone 
balconies. Yes, that’s not a typo 
– he said “balconies,” as in more 
than one. He told me he had built 
this house several years ago and 
limestone was used all over the 
house.

 I asked him what the problem 

Frederick M. Hueston, PhD

was, and he told me the 
following story:

Several years ago, I 
started noticing a lot of 
algae and mold growing on 
the stone. I have had it cleaned 
several times, but it keeps coming 
back shortly after they clean it. It 
is also flaking in numerous plac-
es.  He said he was at his wits end 
and needed someone like me to 
come take a look at it, and figure 
out what was wrong with it. Well, 
who was I to turn down a trip to 
Colorado? Too bad I don’t ski but 
I’m sure I can find something to 
do there.  

I made it to the diner, walked 
inside and greeted Flo, and or-
dered my breakfast. Of course, 
the Admiral, one of the regulars, 
was telling another one of his war 
stories. I’m sure it was the same 
one he tells every day, hoping to 
find a new ear to tell it to. I fin-
ished my breakfast, blew a kiss to 
Flo and thanked the Admiral for 

his service and headed back to 
my office to book my trip.

The day of my trip to Colorado 
had arrived. I drove to the airport, 
headed to my gate and I was off.

I pulled into the long drive at 
the address the GPS sent me to, 
and in front of me was this little, 
modest home. (Now you can look 
at the photo.)  Yeah, it was only 
a summer “cottage,” and one of 

only five of his houses. 
I pulled up against the four-car 

garage and knocked on the back 
door. A tall, lean gentleman an-
swered the door and introduced 
himself as the owner. I’d tell you 
who he was but I was sworn to 
secrecy.  

We sat down and he told me 
again what his issues were. One 
of the things he told me was 
the type of limestone he used. I 
would mention it in this story, but 
I don’t want to get any hate mail!

 The type of limestone he chose 
was very soft, very absorbent, and 
is prone to freeze thaw failure.   
Before I had a chance to look at 
it I was sure this was the type of 
damage I was going to see.   Sure 
enough, we walked outside to one 
of the – dozen – balconies, and the 
stone was flaking and spalling. It 

A classic example of spalling due to freeze-thaw conditions. Sadly, 
In this case, reinstalling a more suitable limestone is the cure.

No matter how lavish or simple the setting, choosing the right 
stone for the environment will help your project last longer.

was also full of mold and algae, 
which was not uncommon for this 
environment. But, this stone is 
also noted for harboring biolog-
ical growth.   Fortunately, I only 
know of two or three buildings in 
the entire US that have this type 
of stone. However, the others are 
in warmer, subtropical environ-
ments where freeze-thaw is not an 
issue.  Now, for those of you un-
aware of what freeze-thaw dam-
age is, here is a brief explanation.  
When rain or moisture enters the 
stone and then the temperature 
drops to below freezing, the ice 
crystals expand within the pores 
of the stone causing the stone ex-
pand, and to flake or spall.

The damage on these balconies 
was extensive, and in my opinion, 

P rinceton  Chemica l 
Company (PCC), produc-
ers of Join.It surfacing 

adhesives, announced the addition 
of Kevin Cole as the Company’s 
Sales & Marketing Manager. Cole 
will assist in sales team leader-
ship, developing and executing 
on-product branding strategies 
in the digital marketing age, as 
well as offering oversight as it 
relates to the company’s customer 
service strategies.

“After a thoughtful and dili-
gent search for a candidate who 
aligned with our values and busi-
ness needs, we are excited to wel-
come Kevin to the company. His 
insight, knowledge of our cus-
tomer base, leadership and mar-
keting experience further allows 
the company to execute on its 
strategic growth plan,” said Chad 
Thomas, National Sales Director 
of PCC. 

Previously, Cole served 

more than 12 years as the 
International Surface Fabricators 
Association’s (ISFA) Director 
of Communications as well as 
Editor, Publisher and ad sales 
manager of the organization’s 
Countertops & Architectural 
Surfaces publication. Cole was 
inducted into the prestigious 
ISFA Hall of Fame in 2017 for 
his two decades promoting, edu-
cating and providing information 

Princeton Chemical Company Hires 
 Kevin Cole As Sales and Marketing Manager

to the countertop industry. Prior 
to his roles with ISFA, Cole also 
served as Associate Publisher 
and Editor of Cygnus Business 
Media’s Surface Fabrication and 
Solid Surface magazines for nu-
merous years. 

“I truly enjoyed my role with 
ISFA wherein I was able to make 
lifelong friends and contacts that 
taught immeasurable, valuable 
lessons,” Cole commented. “After 
being the longest-serving employ-
ee in the history of ISFA, I will 
certainly miss it. However, I be-
lieve I had reached my pinnacle 
there and am looking forward to 
this next big move in my life and 
career. Join.it is a well-managed, 
up and coming company that of-
fers a wealth of growth and edu-
cational opportunities. Of course, 
I wish my absolute best to my for-
mer colleagues at the association.” 

Visit www.princetonchemco.com 
for more info on their products.

it was not only installed improp-
erly, but a different type of lime-
stone should have been used. I 
recommend replacement with the 
proper stone.

Another case solved. Now off 
to the golden Rockies, and per-
haps some buffalo stew.

The Stone Detective is a fic-
tional character created by Dr. 
Frederick M. Hueston, PhD, 
written to be entertaining and 
educational. Dr. Fred has writ-
ten over 33 books on stone and 
tile installations, fabrication 
and restoration and also serves 
as an expert for many legal 
cases across the world. Send 
your email comments to him at 
fhueston@stoneforensics.com.

http://www.princetonchemco.com
mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective


Slippery rock Gazette May 2021  |  15  

Sharon Koehler
Artistic Stone Design

These days, we are all spend-
ing much more time with 
our electronics. I am at an 

age where when I see someone with 
earbuds in their ears I “assume” 
they are listening to music, mostly 
because that’s what I do. However, 
that is not necessarily the case. They 
could be listening to a podcast. I 
also have a set of headphones with 
a microphone attached that I use for 
webinars. Different tools for differ-
ent applications and uses. Podcast, 
webinar, blog, vlog and vodcast 
are also different tools for different 
uses.

A podcast is a prerecorded audio, 
usually a series, that you can lis-
ten to on a device such as a smart 
phone, computer, tablet or smart 
TV. They are available on multiple 
platforms such as Spotify, Amazon 
Music, iTunes, YouTube, and many 
more places. Podcasts are available 
24/7 and you can listen whenever 
you want. They cover just about any 
topic you can think of, from grow-
ing orchids to murder mysteries to 
consumer information. Businesses 
use podcasts to relay information 
to customers and potential custom-
ers. Podcasts seem more personal 
than emails because a real person 
is speaking with real human tones. 
Plus, a potential customer who you 
haven’t met yet can listen to your 
podcast. Podcasts are very flexible 
in that you can listen to them just 
about anywhere, doing just about 
anything: driving a car, taking a 
walk, riding a bike, exercising, sit-
ting in a doctor’s waiting room, or 
just relaxing. It is recommended 

that podcasts should be 20-30 min-
utes long.

A blog is different from a podcast 
in some big ways. A blog is in the 
written word, not audio, and while 
you can access it from your smart 
device, it obviously should not be 
read while driving, biking, walking, 
or any other activity that requires 
your full attention. A blog is usual-
ly found on a website, business or 
personal, and is a way to pass on 
written information to consumers 
or followers. We have a blog spot 
on our website that we post to with 
relative frequency. It’s an informa-
tion space where customers as well 
as potential customers can read 
about our industry, different stone 
types, solving problems and more. 
Blogs are normally (not always but 
normally) informational and educa-
tional. A blog post should be at least 
300 words. Longer posts, around 
1,000 words, are better and should 
max out at about 2,000 words. 

Who watches “Last Man 
Standing,” starring Tim Allen? At 

Podcast Versus Blog Versus Webinar…
the end of every show the Mike 
Baxter character sits at his desk 
with a video camera and records 
a brief speech about his business 
or personal opinions. He uses it to 
promote his business and his mer-
chandise. He promotes sales, new 
items and trending items. This is 
a VLOG. It has the same purpose 
as a blog, it’s just video instead of 
written. It is usually found on web-
sites, and like a blog it is normally 
educational and informational. Also 
like a blog, you shouldn’t view it 
while doing anything that requires 
your undivided attention. A VLOG 
post should be 5-10 minutes but not 
more than 20 minutes long.

A relative newcomer to the media 
market is the vodcast. Vodcast is a 
spinoff, so to speak, of podcast. It 
is in reality a video podcast. Like 
podcasts, vodcasts can be found 
on many different platforms like 
YouTube, Amazon, Spotify, and 
more. Vodcasts are a great new 
way to attract new customers and 
give them a sense of your busi-
ness before they ever contact you. 
Vodcasts are generally shorter than 
VLOG posts and are excellent for 
social media such as Facebook and 
Instagram. Vodcasts, like podcasts, 
can be found covering a variety of 
different topics, but can be enter-
tainment-oriented as well as edu-
cational and informative. At this 
time, there doesn’t seem to be any 
suggested timing for vodcasts, but 
based on my own browsing, any-
thing over about 4 minutes tends to 
lose me. 

Everything mentioned above does 

not have to happen in real time, 
meaning they can be viewed or 
downloaded and watched at a later, 
more convenient time. Webinars 
happen in real time with graphics, 
videos and live speakers. Webinars 
are usually conveying some sort 
of information valuable to the au-
dience. Audience members can 
interact with the speaker and ask 
questions or make observations. 
Webinars can be downloaded for 
viewing later but you lose the abili-
ty to interact in real time. Webinars 
are usually presented in 3 phases: 
Introductions – where the speaker 
can greet everyone and layout the 
agenda. The body of the webinar or 
the presentation portion is where the 
speakers present their program and 
then questions from the audience 
and sign offs. The ideal webinar 
should last approximately 60 min-
utes. If you want to create a series of 
webinars on the same subject, 15 to 
20 minutes is recommended. This is 
a great way to get your message out 
to a specific audience. I love webi-
nars. I have participated in many 
over the years, covering everything 
from Google Ads to credit card in-
terest to the repair of natural stone. 

All these platforms serve a pur-
pose and your company isn’t locked 
into just one format. You can select 
one, or two, or all of them. There 
are companies out there that will 
help you get started, or in some cas-
es you can do it on your own. These 
are just other ways to get the word 
out about your company, the prod-
ucts you sell, and the services you 
provide. 

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

Learn Something New: Sax
Stone Carving Workshops in 2021

2021 seems like a good 
year to do things 

differently.

For the previous twenty years, 
we have hosted two or three stone 
carving classes in New Mexico 
each summer. Guest instructors 
and guest artists from across the 
globe would be flown in to teach. 
Students from all over would sign 
up to come and learn. While our 
largest classes were comparatively 
small (about thirty participants per 
session), the pandemic has caused 
us to try a different approach this 
year.

Last year, we had big plans for our 
20th annual stone carving classes. 
The pandemic had other ideas. As 
the severity of the lockdown mea-
sures increased, we watched our 
enrollment numbers decrease, one 
by one, until only a handful of stu-
dents from within state remained. 
Guest instructors stayed home. Out 
of state students asked for a refund 
or a carry-over of tuition. We gave 
serious thought to canceling alto-
gether, but decided instead to host 

small classes for those in-state stu-
dents who had not canceled. Safe 
physical spaces were demarcated 
by surveyor’s tape. Lunches were 
boxed. It was certainly not the 20th 
Anniversary celebration we had 
anticipated – there were no com-
memorative tee-shirts, no evening 
barbecue parties — but we and the 
students were especially apprecia-
tive of the quiet camaraderie and 
spent seven days concentrating on 

projects with respectful interaction 
when needed. With the trend in 
business moving toward consolida-
tion and increase, we learned that 
going the other direction, toward 
smallness and the human scale, has 
plenty to offer. And because we are 
a mom-and-pop operation, change 
is relatively easy to implement. 

In 2020 we also expanded how 
we think about continuing the tra-
ditions of stone carving. During 
these last 12 months, long-time stu-
dent, Roger Murphy, and workshop 
founder and director, Mark Saxe, 
have initiated a blog delving into 
the rich history of the stone carving 
program at St. John the Divine in 
New York City. Two of our guest 
instructors – Nicholas Fairplay and 
Joseph Kincannon – were deeply 

involved in the Cathedral’s carv-
ing program for over a decade, and 
this project grew out of a recogni-
tion that such an important chap-
ter in the story of stone carving in 
the US was not fully documented. 
With a goal of compiling a book, 
Roger and Mark have reached out 
to photographers, apprentice stone 
carvers, church leaders, and any-
one associated with the carving of 
the largest Gothic cathedral in the 
world.

Roger posts a weekly entry with 
photographs and text at www. 
Divinestone.org. 

  
So here we are, a year later. We’ve 

continued to adapt and have discov-
ered that change can be our ally.

Camel Rustlers?

Emirati police have arrested a 
man for allegedly stealing a 

highly valuable newborn camel to 
give to his girlfriend for her birth-
day, the United Arab Emirates’ 
state-linked newspaper reported 
one Wednesday this Spring.

The owners of the baby cam-
el reported the theft from their 
farm, according to the local 
National newspaper, prompting 
Dubai police to fruitlessly search 
the area. Several days later, an 
Emirati man called authorities to 
say a stray camel had wandered 
onto his farm some 2 miles away.

When interrogated, the man’s 
story fell apart, according to po-
lice in Dubai. He soon admitted 
to trespassing on his neighbor’s 
farm to steal a rare breed of cam-
el for his girlfriend, the report 
said, settling for the newborn 
after failing to wrangle an adult. 
The man reported the stray beast 
when he grew worried about be-
ing caught, the paper said.

The police returned the camel 
to its owners and arrested the sus-
pect and his girlfriend on charges 
of theft and making a false state-
ment, the National said.

The days are long gone when 
camels were an essential part of 
life in Dubai, now a futuristic 
skyscraper-studded city on the 
Persian Gulf. But some continue 
to raise camels for food and milk. 
Camel racing remains a cher-
ished pastime in the federation of 
seven desert sheikhdoms and the 
occasional camel beauty pageant 
even draws traders willing to pay 
millions of dollars for the most 
prized breeds.

Betsy Williams 
Rift Gallery

Please turn to page 29

mailto:Sharon%40asdrva.rocks?subject=
http://www.Divinestone.org
http://www.Divinestone.org
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NEW & IMPROVED! 
for 2021 EZ Installation Cart

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

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

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

Item# 4051

For any size and height 
countertop or island installation. 

For more information, call or go online at :

No hydraulics or 
electronics needed!

  •Weight: 190 lbs.
   
 •Loading Capacity:  
    1,200 lbs.

  •Height Adjustment:  
    34”-42”

SEE THE

VIDEO

BBIndustriesLLC.COM

Darkhorse Lodge Gives Combat 
Veterans a Safe Space

BB Industries proudly do-
nated ADA compliant 

support brackets for bathroom 
sink vanities at Darkhorse Lodge, 
a rustic retreat designed with 
the needs of the handicapped in 
mind. Darkhorse Lodge, cur-
rently under construction, is a 
501(c)(3) non-profit organiza-
tion designed to be a retreat for 
combat veterans of all branches 

Kirk and Gretchen 
Catherwood are 

building a retreat for 
combat veterans near 

Kentucky Lake, in 
Western Tennessee. 
The Catherwood’s 

son Alec, Lieutenant 
Corporal USMC, was 

Killed In Action in 
Afghanistan in 2010.

of service to come to relax, fish 
on Kentucky Lake, enjoy area 
activities and communicate with 
others who have walked in their 
boots. All of this is free of charge 
to their honored guests.

This retreat is the vision and 
heart of Gold Star Parents 
Gretchen and Kirk Catherwood, 
whose 19-year-old son Lieutenant 

Corporal Alec E. Catherwood, 
USMC was KIA in Afghanistan 
October 14, 2010. 

“You can pull the covers up 
over your head and not move for-
ward, or you can do something,” 
said Catherwood. “We taught our 
kids to never quit, so we couldn’t 
quit, either. After realizing that 
we wouldn’t honor him by giving 
up, I stayed up nights, wondering 

what I could do for those who 
did come home. Once I had the 
basics down, my husband add-
ed  improvements to the plan for 
Darkhorse Lodge.” 

Seven years ago, the 
Catherwoods began fundraising 
to make their vision come true. 
Their vision is five guest cabins, 
each room named for one of the 
men lost from Marine Corps 3/5, 
Darkhorse unit. In addition, there 
is a staff cabin and shower house/
dining facility named for US 
Army National Guard, Specialist 
Tim Bowman, who committed 
suicide on Thanksgiving Day, 
2005 after returning home from 
Iraq.

The buildings at Darkhorse 

Lodge are handicapped accessible 
to accommodate as many veter-
ans as possible. Darkhorse Lodge 
employees will be combat veter-
ans as well, including those who 
will take the participants fishing 
at one of the most beautiful spots 
in the south. 

“But more than the buildings, 
Darkhorse is a safe place for vet-
erans to talk about their experi-
ences, so they have another sup-
port system,” said Catherwood. 
“This is vital because the suicide 
rate of combat veterans is 22 per 
day, or an average of one every 65 
minutes. We want to do whatever 
we can to save those lives.” 

Please turn to page 29
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Three Easy Ways to Partner with BBI

WEBSITE

PHONE IN PERSON

We Cover ALL of the US 
in 2 Days or LESS

Red-Taped Boxes for 
EASIER Identification

www.BBIndustriesLLC.com • 800 - 575 - 4401
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Visit our site at www.promotions.itreconomics.com/slippery-rock

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

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

• US Public Water and Sewer Facilities 
Construction

• US Private Office Construction

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

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

Construction   /   March 2021

ITR Management Objective

Recruit top people to ensure quality
keeps pace with demand; this
is essential to maintaining your
competitiveness in this market.
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Muehlbauer of NSI Appointed 
Chair of ISO Technical Committee 

327 on Natural Stones

Natural Stone Institute techni-
cal director Chuck Muehlbauer 
has been appointed chair of 

the International Organization for 
Standardization’s (ISO) Technical 
Committee (TC) 327 on Natural stones. 
As chair, he is responsible for the overall 
management of the committee, helping to 
manage standards projects effectively and 
leading the committee in reaching consen-
sus. He will serve in this capacity through 
2025.

TC 327 currently has 13 global participat-
ing members (Belgium, Brazil, Columbia, 
Finland, France, Germany, India, Italy, 
Russian Federation, Spain, Sweden, United 
Kingdom, and United States), with anoth-
er 10 national standards bodies observing. 
Participation in the committee is expect-
ed to grow as its work advances. TC 327 
held its first virtual meeting on January 14, 
2021, and the committee will continue to 
work virtually throughout 2021, with plans 
to bring global members to Las Vegas for 
an in-person event as part of TISE 2022.

The progress of the committee will be 
accelerated by assembling existing stan-
dards from around the globe, including the 
Natural Stone Institute’s Dimension Stone 
Design Manual (DSDM), and using them to 
create one unified standard. Additionally, 
a U.S. Technical Advisory Group (TAG) 
has been formed to develop and trans-
mit, via the American National Standards 
Institute (ANSI), U.S.-consensus positions 
and comments on activities and ballots of 
the ISO TC. The U.S. TAG held its first 
virtual meeting on December 9, 2020, and 
is chaired by Scott Scallorn of Intertek’s 
York, PA location.

Michael Picco, 2021 Natural Stone 
Institute board president, commented: “As 
the current president of the association, I 
am extremely proud that we will be taking 
a leading role in the new ISO initiative. We 
are ensuring that we will be at the forefront 
of the creation of this global standard.” 

Jim Hieb, Natural Stone Institute CEO, 
agreed: “Through our work with ISO TC 
327, we will be able to develop uniform 
standards for natural stone with members 

in ISO in over 150 countries. We are mov-
ing our industry forward in new and excit-
ing ways and ensuring a global connection 
for our association for years to come.” 

The Natural Stone Institute is a trade as-
sociation representing every aspect of the 
natural stone industry. The current mem-
bership exceeds 2,000 members in over 
50 nations. The association offers a wide 
array of technical and training resourc-
es, professional development opportuni-
ties, regulatory advocacy, and networking 
events. Two prominent publications — the 
Dimension Stone Design Manual and 
Building Stone Magazine — raise aware-
ness within the natural stone industry and 
in the design community for best practices 
and uses of natural stone. Learn more at 
www.naturalstoneinstitute.org. 

800-575-4401www.BBIndustriesLLC.com

BB Industries is now the 
Preferred National 

Flex Distributor 
In The Stone Industry

LINE OF PRODUCTS

Item # 8822

Item # 88031

Item # 8803

Item # 8802

Item # 50030

Item # 8896

The scope of the ISO 327 Com-
mittee is the standardization of 
definitions, requirements and 

test methods for natural stones 
relating to rough blocks, slabs, 

semi-finished and finished prod-
ucts intended for use in flooring/

pavement, stairs, wall veneer/
cladding, countertops and other 

uses for both interior and 
exterior applications.

Furry Porch Thief

A Chicago family sitting on their 
front porch witnessed an unusual 

package theft when a squirrel grabbed 
a parcel envelope and took it to the roof 
of a building.

Noemi Gutierrez said she was on her 
front porch with her family in Avondale 
when they spotted a squirrel approach-
ing an Amazon package that had just 
been dropped off to a building across 
the street. Gutierrez’s mother recorded 
video as the squirrel grabbed the pack-
age and carried it up a 2-story brick wall 
to the roof of the building.

“We laughed and couldn’t believe it,” 
Gutierrez told Block Club Chicago. She 
said the squirrel is suspected to be the 
same animal that stole her tortillas from 
her porch earlier in March. “I just want 
to know how many packages are in the 
roof or between the crack,” Gutierrez 
said. “That squirrel is a troublemaker!”

https://www.iso.org/committee/7913791.html
http://www.naturalstoneinstitute.org
https://abc7chicago.com/squirrel-video-steals-package-theft-chicago-squirrels/10442191/
https://abc7chicago.com/squirrel-video-steals-package-theft-chicago-squirrels/10442191/
https://www.upi.com/topic/Amazoncom/
https://blockclubchicago.org/2021/03/22/squirrel-package-thief-the-latest-mail-nightmare-to-hit-chicago/
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No-Lift Transitions  to New 
Manufacturing Facility to 
Better Serve Customers 

Strictly from the standpoints of 
biology and mechanics, being 

a father is easy.

However, if Mother’s Day and 
Father’s Day were observed in 
proportion to each parent’s con-
tribution to the entirety of preg-
nancy and childbirth, the respec-
tive celebrations would be polar 
opposites.

Mother’s Day would dominate 
the calendar 24/7 from, oh, say, 
12:01 a.m. on New Year’s Day 
straight through to 11:59 p.m. the 
following New Year’s Eve.

Father’s Day? Pfft. It would 
briefly flicker between uncorking 
of the champagne and the first 
verse of “Auld Lang Syne.”

But what if male-female biolog-
ical roles were reversed? Well, 
duh! Father’s Day then would be-
come a year-long celebration, re-
plete with numerous days off from 
work, festive events, lucrative 
federal grants and government 

Sam Venable 
Department of Irony

agencies dedicated to relieving 
men’s suffering.

In theory, anyway. But I’ll tell 
you something that ain’t theo-
ry. It’s ironclad fact, and I break 
out in a cold sweat just thinking 
about it. To wit: If men spent 
nine back-aching months puk-
ing, abstaining from their favor-
ite adult beverages, watching 
stretch marks creep across their 
ever-expanding bellies and then 
expelling a seven-pound infant 
out of their bodies by way of—
Aaaiiieee! Dear God, no! Say it 
isn’t so!—the population of the 
world would be under 5,000.

Maternal and paternal roles are 
even more skewed for those of us 
who came of age in the Norman 
Rockwell era.

Ours was a world where the 
men went to work, and the 

the mid-1960s, although—sur-
prise!—American women on 
average still earn 18 percent less 
than their male peers.

But at least they’re actually 
getting paid. In one of her re-
cent “Ask Amy” advice columns, 
Amy Dickinson cited this star-
tling statistic from the website 
Salary.com: A stay-at-home par-
ent typically puts in a 96-hour 
workweek which, figuring all the 
individual tasks, should result in 
annual pay of $162,581.

Yeah, right. Good luck cashing 
that check at the bank or grocery 
store.

women stayed home. They fed 
babies, got the older kids off to 
school, changed diapers, washed 
dishes, did the laundry, ran the 
vacuum, took an active role in 
PTA, double-checked homework, 
ferried youthful passengers to 
scout meetings and baseball prac-
tice, cooked supper and spent the 
remainder of the evening listen-
ing to their spouse fret about his 
weekend golf tournament.

Familial lines have blurred sig-
nificantly since then. According 
to the website Alternet.com, 
the number of women in the 
workforce has tripled since 

Mothers Deserve More than 
Flowers, Candy and a Card

“Mothers are like glue. 
Even when you can’t see 
them, they’re still hold-

ing the family together.” 

—Susan Gale

These disparities notwith-
standing, please permit this fa-
ther to (a) wish a wonderful and 
much-deserved Mother’s Day to 
all and (b) reiterate sage advice 
parents have been imparting to 
their offspring since the dawn of 
creation: Life isn’t always fair.

For better or for worse, this is 
especially true of the baby-pro-
duction process.

Gaak! I just felt another cold 
sweat coming on.

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

NO-Lift Install Systems 
has moved operations 

to a new facility in Estacada, 
Oregon, a small community 
near Portland. The move into the 
4,000 square foot facility was 
made in March, and the upgrade 
is a measure of the company’s 
success over the past eight years. 
All operations and production 
will be based out of the new 
headquarters.

“The new facility will give us 
room for growth, with room for 
new equipment and processes, 
and will be solely dedicated to 
No-Lift production and mar-
keting. When you consider we 
started out in a shared space in 
the back of Crowley’s Granite 
Concepts fab shop, with Aaron’s 
install guys doing on-the-job 
testing, we really have come a 
long way,” said Wesley Rice, 
Marketing Manager for No-
Lift. No-Lift is already shipping 

new carts assembled in the new 
location.

Rice continued: “We will be 
moving in some new equipment. 
Our plan is to do the manufac-
turing process in-house, from be-
ginning to end. Due to space and 
equipment limitations, in the past 
we’ve had to sub-contract the 
welding and powder-coat. Doing 
all production start to finish, in-
house, will give us closer quali-
ty control,” Rice said. The addi-
tional equipment will facilitate 
in-house processes like robotic 
welding and CNC machining. 
No-Lift currently has 14 employ-
ees, with 9 on the manufacturing 
side of the business. Some office 
staff are still working part of the 
time from home, a health and 
safety measure adopted in 2020 
during the pandemic, and gradu-
ally being relaxed.

No-Lift has new products in 
development, and the new fa-
cility will enable them to go 

to prototype even faster. In a 
February Slippery Rock Gazette 
interview with No-Lift inventor 
Aaron Crowley, he hinted that 
they were developing a trailer 
and crane system to load counter-
tops onto the No-Lift cart at the 
jobsite. If you have ever loaded 
or unloaded stone from a trailer, 

A-frame or truck bed by hand, 
a safer way to save even more 
backs and knees sounds like a 
great idea.

Rice concluded: “I get letters a 
regularly from guys who love the 
No-Lift System, and can’t thank 
us enough for saving their backs, 
and making installation safer 

The No-Lift System crew celebrates their new 
4,000 sq. ft. manufacturing facility. The goal of the 
new facility is to bring all the production processes 
in-house, with an emphasis on quality control.

and less physically demanding 
for themselves and their install 
crews.”

For more information, video 
demonstrations of the No-Lift in 
action, and user testimonials, go 
to www.noliftsystem.com. Email 
Sales@NoLiftSystem.com or call 
503-212-4034.

http://www.noliftsystem.com
mailto:Sales%40NoLiftSystem.com?subject=
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VISIT OUR ONLINE STORE
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WWW.ROCKCRETEUSA.COM
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

The most common techni-
cal support calls I receive 
involve instruction on what 

product to use for a specific appli-
cation and how to use it. As you 
probably know from reading any 
of my articles across the years, by 
submitting a test area you accom-
plish two major confirmations: the 
end results, and the most effective 
procedure to reach them. So there 
you have it – my best shot – so you 
should have no further need of my 
advice. I’ve just made myself obso-
lete. LOL!

But let’s first talk about the most 
used Majestic product(s): the pol-
ishing powders and compounds 
for marble. The Majestic 5X Gold, 
Majestic XXX, Majestic Marble 
Polishing Compound (MPC), and 
the Majestic DiaBrite 10X are the 
most common products used for 
the polishing of calcareous-based 
stones such as marble, limestone, 

I typically use a natural pad 
(sometimes referred to as a hog hair 
or simply a hair pad). Of course, 
there are different varieties of 
these pads, with some having larg-
er amounts of hair and others with 
less. I like the Elite pads M3 sells, 
but we also sell a heavier hair pad, 
too. I used to use red pads, but they 
can transfer dye on high lips (edg-
es) sometimes. In any case, it is a 
personal preference, so use whatev-
er works best for you. 

I recommend wetting the area 
to be polished with clean water 
first, adding a 1/4 cup or so of the 
Majestic 5X Gold, XXX, 10X or 
MPC in a small line, then adding 
the pad and machine. Polish a 25 
square foot to 40 square foot area 
at a time, something you can eas-
ily reach with the machine. Make 
4 to 8 slow and even passes. If the 
little circles you see when moving 
the machine from right to left are 
spaced further than 1 inch apart, 
you are moving too fast. Keep a lit-
tle hand-held squeegee in your back 
pocket and it will help you to check 
your progress. Once polished, wet 
vacuum the slurry, immediately 
flood rinse with plenty of clean wa-
ter (some use pH Neutral Cleaner 
in their rinse water), and do another 
wet vacuum. Complete large areas 
in a checkerboard fashion, overlap-
ping completed areas to blend. 

I suggest that you play around 
with the amount of machine weight 
(I like about 125 pounds total), 
amount of water to powder ra-
tio, number of passes, and which 
product works best on a particular 
stone to achieve the desired results. 
In many cases, it helps to run a 
12,000 grit diamond impregnated 
pad (DIP) wet, like the Majestic 
PLP series over the surface, to rec-
tify any heat swirls that may have 
resulted from the polishing pro-
cess. This last step can really clean 
up a freshly-polished marble floor 
nicely.

Speaking of dips, many contrac-
tors ask if they should be run wet 
or dry and low speed or high speed. 
The answer is, “Yes.” Dips tend 
to cut more when used slow speed 
and wet. They tend to produce a 
higher finish when used high speed 
and dry. So you see, it all depends 
on the application or project re-
quirements. I use them slow speed 
and wet for re-honing marble and 
limestone. Many use them under 
auto-scrubbers, for an economic, 
light resurfacing tool on smooth 
concrete floors. 

You can also do a chemical-free 

onyx, alabaster, terrazzo, and some 
other stones, as well. Majestic 
5X Gold is the number one mar-
ble polishing product, but having 
some of the other products on hand 
may help with particularly stub-
born stones. I advise that every-
one should have a small amount of 
XXX, 10X, and MPC on the truck, 
just in case the 5X doesn’t give the 
desired result. 

All of these products are used 
in basically the same way. Each is 
typically used with a slow, speed 
single disc machine, but there are 
exceptions. This can be a floor ma-
chine or a hand tool. Single disc 
machines normally work better 
for this procedure as the product is 
more effectively captured under a 
slow speed disc.

Here, I’ve applied clean water to a small section of marble 
floor. I’m using a swing machine with Majestic 5X Gold.

scrub and recoat on floors with 
finish. Simply use your swing ma-
chine and the appropriate dip (usu-
ally an 800 grit will work well) and 
water. It will remove heel marks, 
scuffs, and light discoloring so that 
you are ready for a new application 
of finish. 

Using the dips dry and at high 
speed (like a burnisher) tends to 
produce a higher shine. You can 
also use them dry with your slow 
speed machine, as well. Many floor 
refinishers use a 1,500 or 3,000 
grit pad to even out and shine up 
a concrete or terrazzo floor, once 
they have been polished to a 1,500 
grit or 3,000 grit with a resin puck 
or disc. You can also shine up and 
harden many Concrete Guards and 
floor finishes, including the newer 

“ceramic type“ finishes. You can 
also use the 12,000 grit to buff 
out polished marble or limestone 
floors, too. 

At M3 Technologies, Inc., we 
have many polishing products for 
granite and similar stone, such as 
quartz, green marble (serpentine), 
and quartzite. We stock Granite 
Polishing Powder (available in 
light, dark, or extra dark), which 
is a mixture of fine aluminum ox-
ide and tin oxide, pure tin oxide 
(kind of expensive but very effec-
tive), Granite’s Gloss (a brand-
ed paste product from Italy), and 
our Majestic Granite Polishing 
Compound. Once again you may 
ask, “Well, which one is the best, 
and the one I should have?”

My go-to premium marble polishing products include Majestic 
5X Gold, Marble Polishing Compound (MPC), XXX Shine, 

DiaBrite 10X, and Marble Spray Polish Crystallizer.

Absolute Black Granite floor after polishing with 
Majestic Granite Polishing Powder Dark.

Floor Restoration Products and Their Use

Please turn to page 23

“When something is important enough, you 
do it even if the odds are not in your favor.”
— Elon Musk
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Continued from page 22

Stone Restoration & Maintenance Corner
need as much weight on the ma-
chine as possible. 

Do about a 9 square foot area at 
a time. Apply a tablespoon of the 
Granite Polishing Powder in one 
spot, give a couple (2-4) spritzes of 
the Crystallizer, and use the steel 
wool pad to spread the paste over 
the area. Buff until the paste starts 
to dry and re-spritz with a couple 
more squirts of the Crystallizer to 
lubricate. Go until it starts to dry 
again, and repeat the procedure un-
til the desired polish is achieved. 

I like to put a natural pad on my 
pad driver, and then the steel wool 
under the natural pad. This is to 
help keep the steel wool from ad-
hering and collecting to the pad 
driver,  and also from tearing the 
steel wool up prematurely.

I hope some of these technical 
tips will help you. Don’t be afraid 
to call your distributor for technical 
assistance.

As always, I recommend sub-
mitting a test area to confirm both 
the results and the procedure pri-
or to starting a stone or hard sur-
face restoration or maintenance 
project. Also the best way to help 
ensure success is by partnering 
with a good distributor, like BBI, 
that knows the business. They 
can help with technical support, 
product purchase decisions, lo-
gistics, and other pertinent proj-
ect information.

I pray you all stay safe and 
healthy.

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

 
Diamond impregnated pads (DIPs) used wet on terrazzo, under an auto-scrubber.

DIPs being used dry under a propane-powered 
high speed burnisher for a “ceramic sealer.” 

The answer is similar to that con-
cerning marble polishing: it all de-
pends on the stone, and you should 
probably have some of each with 
you to test.

When polishing granite and sim-
ilar stone, you can use a natural 
or hair pad, or the latest preferred 
method of using a #0 (or close to 
0) steel wool pad. It all depends 
on the application. For touching 
up countertops, I would probably 
try a hair pad or #0 steel wool with 
some Granite’s Gloss first, as this 
is typically sufficient for this type 
of operation. If I was polishing af-
ter refinishing (honing), I would 
probably go with the Granite 
Polishing Powder, Majestic  Spray 
Crystallizer (no water), and a #0 
steel wool pad. This last procedure 
is slow and labor intensive, as you 

Please turn to page 28

NTCA Creates Tom Ade 
Scholarship Fund

The National  Ti le 
Contractors Association 
( N T C A )  r e c e n t l y 

announced the formation of the 
Tom Ade Scholarship Fund. The 
fund would be used to support 
the Tom Ade Ceramic Tile 
Scholarship, named for the indus-
try veteran, which was established 
in 2014 by the NTCA to provide 
educational opportunities for 
children and grandchildren of the 
association’s contractor members.

Providing Aid in a 
 Scholarly Fashion  

In the past 7 years, NTCA 
has issued scholarships totaling 
$150,000. Now, in 2021, accord-
ing to NTCA Executive Director, 
Bart Bettiga, the association has 
established an investment fund 
that is solely designated for 
scholarships. 

“Donations to the fund can be 
made by NTCA members and 
supporters who would like to help 
support the program,” he said. 
“The more the fund grows, the 
more scholarships will be given.”

In 2018, LATICRETE 
International joined NTCA 
as a sponsor of the program, 
pledging dollars on an annual 
basis.  Scholarship awards are 
announced in the spring with of-
ficial presentations taking place 
at Coverings at NTCA Awards 
Night. A third party administrator 
is being secured to manage the 
process moving forward. 

Tom Ade, left, receiving the 
Joe A. Tarver Award from 
NTCA’s executive direc-
tor, Bart Bettiga in 2019. 
The Tom Ade Scholarship 
Fund will help support the 
association’s ceramic tile 
scholarship program moving 
forward.

Ade was the NTCA Ring of 
Honor recipient in 2006, as well 
as the association’s winner of the 
Joe A. Tarver Award for Lifetime 
Service to the tile industry in 
2019.  He has given or pledged 
more than $300,000 to the NTCA 
to use for scholarships for deserv-
ing children and grandchildren of 
NTCA contractor members. 

Deserving Honor for an 
Industry Veteran 

Ade was president of NTCA 
Five Star Contractor, Filling 
Marble and Tile in Cologne, 
N.J.  In addition to supporting 
the scholarship program, Ade 
has been involved in many resto-
ration projects in his hometown 
of Egg Harbor, N.J. 
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Alabama Underground: The Transformation 
of Vetter Stone’s Alabama Quarry

The Vetter Stone Alabama 
quarry operation employs 
some 40 to 50 people in 
three segments of the busi-
ness: quarry operations, 
the processing mill, and the 
company offices. “We’re like 
one big happy family,” says 
Mike Hester.

“Hard hats and steel toed shoes 
was about it for safety,” she 
recalls.

“Tracye and Audrey and the 
Vetters themselves, they made 
safety the top priority, and every-
body caught on. It was definitely 
a culture change,” says Hester. “It 
took a little while, but now safety 
is the top priority.” 

The proof is in the pudding. The 
quarry had two inspections the 
week prior to our conversation. 
With evident pride, Hester re-
ports: “One inspector said it was 
the safest quarry he’d ever been 
in.” 

‘We’re like one big family’
Vetter’s Alabama Stone op-

eration employs 40 to 50 peo-
ple; it sits a few miles outside 
Russellville, a small city of near-
ly 10,000 people in northwestern 
Alabama’s verdant rolling hills.

The company is divided into the 
underground quarry, the produc-
tion mill, and the offices. “We’re 
like one big family,” says Hester. 
The underground quarry oper-
ates with a tight-knit staff of 10 
to 12 quarriers. Hester contin-
ues, “there’s hardly any turnover 
whatsoever. They enjoy their 
work and they’re proud of it.”

Harrison is pleased with the 
improvements that Vetter Stone 
has brought to the Alabama quar-
ry. “They keep building it up and 
building it up,” she says. Higher 
pay and better benefits help 
the company retain employees. 
“They’re by far the best owners 
that have ever been here,” she 
says. 

Hester points out how invest-
ments in equipment have made 
the job less strenuous. “In 2004 
we got Fantini chainsaws with 
carbide bits. That got rid of the 
dust, water, mud, and blasting. 
It’s more mental work now. 
There’s very little physical work 
now,” he says.

But the pride in workmanship 
remains unchanged. Hester re-
counts an anecdote from a quar-
rier named Nicolette. After cut-
ting a block and pulling it away 
from the quarry wall, she walked 
across the newly exposed section 
of rock that hasn’t seen the light 
of day since the Mississippian 

Continued from page 12

Period. “That’s the first step that 
someone has ever made, right 
there,” says Hester, smiling. 
“That’s pretty cool.” 

Harrison praises Nicolette, 
showing a glimpse of the team-
work that makes her employee 
team so loyal: “She likes to do 
her own maintenance. She likes 
to just prove that she can do it. 
She does a really good job.”

Limestone Shoals
The Federal courthouse in 

Mobile is clad with Alabama 
Stone’s signature white lime-
stone. Wisps of silvery grey lend 
a sense of character and move-
ment to the stately architecture. 
Upon closer inspection, the lay-
ering is rhythmic and direction-
al, capturing the waves and cur-
rents of a coral sand beach, as if 
sandbars had once migrated right 
down Joseph Street. 

The observation turns out to be 
almost plausible. The Alabama 
Stone quarry taps into the Bangor 
Limestone, a 330-million-year-
old remnant of an environment 
similar to today’s Bahama Bank 
– a shallow, tropical sea. During 
that time in geologic history, the 
northern portion of the state was 
part of an inland seaway 

One of the hallmarks of 
Alabama Stone is its oolitic 

texture. Ooids are small, round-
ed pellets of limestone that are 
formed when waves slosh parti-
cles back and forth in lime-rich 
seawater. As underwater currents 
roll the grains around, they be-
come coated in calcium carbon-
ate. The more they roll around, 
the more layers get added. A 
magnified cross-section of an 
ooid reveals an internal structure 
made of thin, concentric layers. 

Ooid sand resembles a collec-
tion of small white beads: round-
ed, glossy, and uniform in shape 
and size. The same currents that 
jostled the pellets across the sea 
floor also piled them up into 
ripples and shoals, making a 
cross-bedded pattern in the stone. 
Cross beds are gracefully curved, 
pointing in the direction that the 
water once flowed. A keen-eyed 
observer can put her finger on a 
single, individual ripple of sedi-
ment; a passing tide from millen-
nia ago, frozen in time. 

Projects Near and Far
Business is brisk at the quar-

ry, with blocks coming out of 
the ground from April through 
October, and fabrication hum-
ming along year-round. “It’s cra-
zy busy right now and it seems to 
be holding steady” says Harrison, 
noting that the coronavirus 

pandemic hasn’t diminished de-
mand. “This whole year has been 
busy,” she says.

The stone is in demand for 
projects near and far. “New 
York City’s got buildings every-
where with this stone on it,” says 
Harrison, noting that Washington 
D.C. and Canada are common 
destinations for Alabama Stone. 
“We ship all over,” she says.

Most of the work is for custom 
commercial projects such as uni-
versities, banks, courthouses, of-
fices, medical campuses.

And on the smaller scale, 
“Today a guy picked up a one-
piece hearth for his residence,” 
notes Harrison. “So we do that, 
too.”

The stone earns LEED credit 
for locally-sourced material when 
used within a 100-mile radius 
of the quarry, and old-fashioned 
local pride boosts the popularity 

of the product. “A lot of people 
want to use us because we’re in 
Alabama,” says Harrison. “The 
University of Alabama uses us 
over and over.” 

There’s also a practical reason 
that architects prefer a domestic 
product. “When you’re dealing 
with an overseas stone, if you 
have any sort of problem, you’re 
six weeks out from a replacement 
stone,” explains Harrison. “Little 
things become real big things if 
it’s holding up a job.” 

Please turn to page 26
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Back in person andBack in person and  
ready to ROCK!ready to ROCK!

R O C K H E A D S
H I L L  C O U N T R Y   

R E T R E A T

ATX

ATX

ATX

MAY 19-21,  2021

THANK YOU TO OUR SPONSORS

Featuring Programming From:

Our Rockheads Retreat will certainly be a
memorable experience. A time to relax,
converse, build on ideas and connect.

www.rockheadsusa.com 
Learn more at

AUSTIN, TX
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The Slippery Rock Marketplace

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

Fast. Flexible. Financing.
Ascentium.Info/Rock2021

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

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

www.NoLiftSystem.com
503.212.4034

Sales@NoLiftSystem.com

Visit our website for pricing
and more information

#NoLiftSystem

See the No Lift System 
in action on YouTube!

See the No Lift System 
in action on YouTube!

LOWER INSTALL COSTS

INCREASE PRODUCTIVITY

REDUCE INJURIES

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

STRONGER. SAFER. SMARTER.

SIX WHEELED FABRICATION CART
MOVE ANYTHING FROM FULL SLABS TO FINISHED 
COUNTERTOPS

WWW.GROVES.COM    SALES@GROVES.COM    800.991.2120

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

Makita 9565CV SJS
5” Industrial VS Grinder

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

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

shown are the intellectual properties of their respective owners.

Omni_SRG_AT2_Marketplace_AD_v2_120820

ALWAYS AMERICAN.

omnicubed.com (530) 748-3120

ENGINEERED. MACHINED. ASSEMBLED.

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

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

Reduce the Chaos

Make More Money

Get Your Life Back

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

Ed@FabricatorsCoach.com    
864-328-6231

505.579.917921stannual
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Five Small Sessions
see our website for details

Alabama Underground: The 
Transformation of Vetter 
Stone’s Alabama Quarry

Continued from page 24

Female Stewardship
Harrison made her foray 

into the stone industry as a 
draftsperson, producing de-
tailed drawings for each piece 
of stone. For custom work, 
every piece of stone has its 
own pattern and particular di-
mensions. “It’s like a jigsaw 
puzzle,” Marsh says. “You 
have to get all the pieces to fit 
just right.”

Harrison brushed off the 
notion that she’s a female 
pioneer in a male-dominated 
industry. “Oh, I don’t know,” 
she says with a sigh. But she 
admits that she appreciates 
her leadership role a bit more 
as she gets older and reflects 
on her career. At the outset, 
though, “I was just trying to 
make a living,” she says.

Last year, Harrison was 
featured by the Natural Stone 
Institute’s Women in Stone 
program that offers mentor-
ing, resources, and events for 
women who work in the stone 
industry. Harrison doesn’t 
feel that her gender influ-
enced her path one way or 
another. 

But Harrison’s work speaks 
for itself, both in terms of the 
bustling quarry and its pro-
ductive workforce. Hester is 
quick to point out what makes 
Harrison a capable leader: 
“Tracye is fair to everyone, 
she hears everyone. When 
she took over, she demanded 
that culture change to make 

it safer and a better place to 
work. And now we’re reap-
ing the benefits of it. It’s a 
great place to work. It’s safe. 
Everybody feels at home. As 
far as I’ve ever heard, every-
body respects her.”

A warm smile spreads 
across Harrison’s face as she 
listens to Hester. The sense of 
appreciation and trust among 
the three managers is palpa-
ble. Between them they have 
70 years of experience, and 
it’s clear they feel a sense of 
satisfaction in their efforts to 
make the job better and safer 
for everyone. 

Marsh articulates her pride 
in the company and her role in 
shaping it: “It really makes me 
pleased, when you go some-
where and you see the stone 
and you think, that came from 
Russellville. That came from 
where I work. That makes 
you feel good. To know that 
it came from us!”

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 reg-
ular contributor to usenatural 
stone.com and the Slippery 
Rock Gazette. Contact her at  
karinkirk@gmail.com .

Note:  This article is part 
of a series about American 
quarries. If you’d like your 
NSI-affiliated quarry to be 
featured here,  contact Karin 
Kirk. Thank you!

 

https://fabricatorscoach.com/
https://www.vetterstone.com/2019/03/26/241083/
https://www.naturalstoneinstitute.org/womeninstone/
http://www.usenaturalstone.com
http://www.usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=American%20Quarry%20Series
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The Slippery Rock Classifieds

WANTED
Benetti belt saw 
for use in quarry, 
with or without 
tracks, Running 
or not running.

Contact Mike Solari
Phone: 802 770 2994
mike@vtverde.com

For Sale

2016 Husky Bridge Saw. Husky Bridge 
Saw by Rye Corp., 20 hp Direct Drive with 
remote. Made in America. Comes with 
hydraulic tilt table. Great, used condition. 
Hoping to retire soon. It’s a great machine 
for small shops or high volume fabricators. 
Email: krstrickland@yahoo.com .

___________

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

___________ 

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

___________ 

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

___________ 

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

___________ 

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

___________ 

Wanted

Water Recycle System. Looking for sys-
tem to recycle water for limestone fabrica-
tion shop. Filter press or clarifier system. 
Please call Jeff Kohmann, 330-575-3871 
or Email  jeff@rocksolidcutstone.com. 

___________

Cross Cut Saw. Looking for cross cut 
saw for cutting 45 degree angles on stone 
and porcelain, must have ability up to 3 
cm thickness and length of 6 ft, looking 
to make steps and drop edge coping!!! We 
are located in North NJ. Contact: Todd 
Zecher, 201-376-7606,  toddz@bergen 
brick.com. 

___________

Pitching Machine Stone Facer 5000. 
Pitching machine for slab/sill /concrete 
block up to 16” height. Comes with set of 4 
brand new chisels. Perfect machine for lime-
stone and sandstone. $40,000 – Machine in 
New condition. Contact: Martin, 403-478-
9293, martin@stone-concept.ca .

___________

Help Wanted

Fabricator Help. Looking for stone fab-
ricator for exterior stone in North NJ, 
looking for experienced person working on 
bridge saws and routing tools, bluestone, 
limestone, sandstone, rockfacing and ther-
maling stone. Contact: Todd Zecher, 201-
376-7606,  toddz@bergenbrick.com. 

___________

Join the LPI team as a Corporate 
Trainer. We are seeking a highly motivat-
ed, organized individual to serve as a full-
time corporate trainer. This engaging and 
energetic individual will interact daily with 
our customers, educating them on the basic 
and advanced use of our product via online 
and onsite sessions. We offer a competitive 
salary and bonus, along with healthcare, 
vacation, 401K and much more. For more 
information and to submit a resume, please 
contact Tammy Rehbock at trehbock@
laserproductsus.com.

___________

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

___________

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

June 2021 Friday, April 23, 2021

July 2021 Friday, May 21, 2021

August 2021 Friday, June 25, 2021

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

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

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

YOU

SAVE

23%

 REG. $1,295.00
$995.00

USE CODE RAPTOR 32 Item# 
14159

Stone Inspection & Troubleshooting

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

ing workshop. The class will be held July 
5-8, 2021, in DeBary, Florida, presented 
by Dr. Fredrick M. Hueston. 

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

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

Class size is limited– register today.

Call 321-514-6845
stoneforensics.com

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

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

• 176 TON SPLITTING FORCE 
*CHOICE OF CONVEYOR DIRECTION

• 23.6” BLADE LENGTH
• 21.6” SPLITTING HEIGHT
• 5 KW PUMP UPGRADE 
• 3.73” PER SECOND DESCENT  
• 5.71” 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
• $68,100.00 USD SPLITTER ONLY!

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 160 600 X 550
w/ SHERPA T4L*  

$88,950.00 USD, EXW  
Whitehall, NY

List Your CLassified ads free 
go to: www.slipperyrockgazette.net 

© MARK ANDERSON. www.andertoons.com

“Yes, well, root of evil though it may be, you still 
have to pay the invoice.”

“Take a chance! 
 All life is a chance. 

The person who 
goes the furthest 
 is generally the 

 one who is willing 
to do and dare.”

—Dale Carnegie

mailto:Rmburke%40outlook.com?subject=Antarex
mailto:trehbock%40laserproductsus.com?subject=Trainer%20at%20LPI
mailto:trehbock%40laserproductsus.com?subject=Trainer%20at%20LPI
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800-575-4401www.BBIndustriesLLC.com

Stick With
“We’re Adhering to the BEST Industry Standards”

Superior Gold

Polyesters

Akemi Platinum

Vinyl Esters

Cartridges

Hot Stuff

Epoxies

We offer a 30-day, unconditional, money-back, satisfaction 
guarantee on all of our stocked consumable products.

Call BBI for ALL Your Adhesive Needs and
We’ll Help You Keep It Together!

YOU NEED IT

WE HAVE IT!

Continued from page 23

Tom Ade 
Scholarship 

Fund

Ade has purchased multiple build-
ings in the community and helped 
deserving local entrepreneurs estab-
lish businesses, helping to restore an 
area hit hard economically in recent 
years. 

“I have been involved in the NTCA 
for many years, and I have person-
ally benefited from my involvement 
in the association,” Ade explained. 
“Supporting their efforts at provid-
ing scholarships is something I feel 
very fortunate to be able to do, and 
I am honored to have helped get this 
program off the ground. I hope oth-
ers will join in contributing to the 
program.”

How to Donate   
Contributions to the scholarship 

fund can be one-time, annual, or 
monthly in any increment. Donations 
can be made through the following 
link, www.tile-assn.com/donations or 
be mailed to the NTCA, P.O. Box 
13629, Jackson, MS 39236, with 
checks made out to the association 
and earmarked for the Tom Ade 
Scholarship Fund. 

For more information, contact Mr. 
Bettiga at bart@tile-assn.com. 

 
Tom Ade helps NTCA present the 
scholarship award named after him 
to recipient Brianne Martinho in 
2016. Ade has given or pledged more 
than $300,000 to NTCA to use for 
scholarships over the years.

“It may be possible 
 to gild pure gold, 

 but who can 
make his mother 
 more beautiful?” 

— Mahatma Gandhi

http://www.tile-assn.com/donations
mailto:bart%40tile-assn.com?subject=
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Continued from page 16

Darkhorse Lodge Gives 
 Combat Veterans a Safe Space

“We are humbled to be a 
small part of this amazing 
retreat to honor combat vet-
erans,” said Rick Stimac, 
President and CEO of BB 
Industries. 

“Darkhorse Lodge will be 
a great escape for veterans 
to relax and share their ex-
periences with others who 
understand what they have 
been through.”

 
COVID slowed down 

their fundraising events last 
year, so the opening is now 
planned for summer 2022. 
They have received some 
generous donations, the 
most recent one being from 
Kohler. The framework of 
all cabins is complete, and 
will continue as they begin 
the dining hall and decking. 

Aerial view of Darkhorse Lodge in the early 
construction phase, showing the foundations 
laid for the individual cabins. The building at 

the center is Bowman Hall, named in 
memory of SPC Tim Bowman.

All monetary and in-kind 
donations are appreciated. 

“We are so grateful for all 
help we have received be-
cause we are building this 
place on donations only,” 
adds Catherwood. “Finding 
my new purpose in life has 
given me a reason to get 
up each morning and face 
the challenges ahead.  I 
hope that others will join 
Darkhorse Lodge’s mission 
to help those heroes who 
came home enjoy life to the 
fullest, in loving memory of 
those who did not.”                

For more info on this proj-
ect, please visit www.dark 
horselodge.org . 

A video documenting the 
Catherwood’s journey to 
build this  unique space is 
posted on Youtube. Search 
for Darkhorse Lodge.                                                    

Learn Something New: Sax
Stone Carving Workshops in 2021

Rather than our typical two class-
es with guest instructors flown 
in from out of state and about 25 
students each, we are offering five 
smaller courses, with enrollment 
in each limited to ten. We kick off 
the season with a tool making class. 
Not only can students sign up for a 
week of carving, they can start out 
by learning to make their own chis-
els. New this year are two ‘Come 
and Carve’ sessions – each seven 
days – in which students have the 
time and space to work on their 

own in the company of others, with 
knowledgeable staff instructors al-
ways near at hand. The first Come 
and Carve Session is suggested for 
beginners, with more advanced stu-
dents using this week to continue 
work on their ongoing projects. The 
two Open Studio sessions alternate 
with a Figure Carving Class taught 
by Schuyler Blanchard (NM) and a 
Traditional Carving Class taught by 
Fred X. Brownstein (VT). 

Since we founded the work-
shops in 2001, one tenet that 
has not changed is that we try 

to accommodate everyone  —
young and old, male and female, 
Republican and Democrat, reli-
gious and secular; in other words, 
people of all backgrounds, beliefs, 
and income levels. The results, with 
a few hiccups, have been remark-
able. We have seen a New York 
City female executive work along-
side a deeply religious businessman 
from the South, both relishing their 
love of stone with no conflict over 
differences. Young men and wom-
en in their 20s and 30s, still finding 
their way in the world and living on 
a dime, find common ground with 
successful retirees — both seeking 
the meaning that comes from seeing 
a stone take shape. The workshop 

space is governed by true democrat-
ic principles. Unlikely friendships 
are formed and diverse individuals 
come together through a love of 
stone carving. All we ask is that stu-
dents do their best and are serious 
about learning. 

In short, there’s no better way to 
get out of your bubble than to come 
and chisel away at a stone. 

Subjects covered in the classes 
include:  Safety, Basic Geology of 
Carving Stone, Tool Selection and 
Care, How to Begin a Carving, 
Measuring Techniques, Power Tool 
Safety and Use, Drilling, Mounting, 
Polishing, and Rigging.

For more information visit www.
saxstonecarving.com .

Schedule of Classes:
Tool Making with Petro Hul 
April 14-16

Come and Carve  May 1-7

Figure Carving with Schuyler 
Blanchard  May 22-28

Come and Carve Week 
July 17-23

Traditional Carving with 
Fred X. Brownstein  August 9-15

We offer work scholarships and finan-
cial aid. If you love stone and want to 
learn, we will find a way to accommo-
date your needs. We follow all New 
Mexico  state protocols for COVID-19 
safety, including physical distancing, 
mask wearing, and proof of negative 
test results and/or vaccination. 

Everyone’s well-being is paramount.

Continued from page 15

http://www.darkhorselodge.org
http://www.darkhorselodge.org
http://www.saxstonecarving.com
http://www.saxstonecarving.com
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Automatic Dry DustAutomatic Dry Dust
Collection BoothsCollection Booths

Are you compliant with OSHA Crystalline Silica rules and guidelines?

Visit your preferred Weha distributor to purchase • more info at www.wehausa.com

ALSO AVAILABLE Wet Dust Collection Booth Water WallsWet Dust Collection Booth Water Walls
The Filter Project Wet Dust Collection Booth Water Wall Dust collector is 
an all aluminum, heavy duty, wet dust collector designed to trap 90% of 

dust from Granite, Marble, Engineered Stone, Quartz, Quartzite, and other 
airborne particles.

The Filter Project Water Dust Collection Booth comes with a 3 ft (1 meter) 
extension enclosure that provides additional dust control and great vacuum 
efficiency. 6 ft (2 meter) extension enclosures are available as options.
Filter Project Water Wall Dust Collector are available in 10 FT (3 meter) and 
13 FT (4 meter). 6.5 FT (2 meter) available by special order only.

*Noise levels: 60 dB - Normal Conversation; 70 dB - Toilet Flushing/Vacuum Cleaner; 80 dB - Heavy Traffic/Noisy Restaurant

DESCRIPTION SUCTION LENGTH TOTAL LENGTH WIDTH HEIGHT WEIGHT POWER 220
3 PHASE

ASPIRATION DUST
EFFECTIVENESS

NOISE LEVEL
DECIBELS

10 FT
3 METER 115” 128” 43” 96” 858 lbs 4 hp 9417 CFM 99.99% 67 dB*

13 FT
4 METER 155” 179” 43” 96” 1100 lbs 8 hp 18834 CFM 99.99% 67 dB*

• Traps 99.99% of airborne dust and particles
• Automatic self cleaning system
• Easy to dump dust collection drawers
• Easy ON/OFF buttons
• Easy to use control panel
• 13’ has dual motors / 10’ has 

single motor
• Comes with a 3 foot 

extension box for focused 
suction

• Comes fully assembled; just connect to power

Filter Project Dry Dust Collector Booths Filter Project Dry Dust Collector Booths 
are designed to traop 99.99% of dust from are designed to traop 99.99% of dust from 
granite, marble, engineered stone, quartz, granite, marble, engineered stone, quartz, 

quartzite, and other airborne particles.quartzite, and other airborne particles.
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Natural Stone Institute 
Completes Home with Gary 

Sinise Foundation

The Natural Stone Institute 
has provided natural stone 
and fabrication services 

for another home through the 
Gary Sinise Foundation’s R.I.S.E. 
program (Restoring Independence 
Supporting Empowerment). The 
R.I.S.E. program builds spe-
cially adapted smart homes for 
severely wounded veterans and 
first responders. Natural Stone 
Institute members have been 
involved in over 30 projects since 
2017.

Natural stone and fabrication 
services for USMC Corporal 
Josue Barron and his family were 
provided by Quality Marble & 
Granite and Inland Counter Tops.

Josue joined the Marine Corps 
in 2007, at age 17. He joined 
0311 (infantry) and was a fire 
team leader with 3rd Battalion 5th 
Marines out of Camp Pendleton. 
His first deployment was the 
31st MUE in 2009, which took 
him to Japan, Korea, Thailand, 
the Philippines, and Australia. 
His second deployment was in 
Afghanistan in 2010. On October 
21, 2010, Josue was on a morn-
ing foot patrol. On the way back 
to the base, his engineer stepped 
on an IED, hitting him and Josue. 
Both left with amputations. Josue 

USMC Corporal (Ret.) Josue 
Barron, his family, and their 
new smart home.

received the Purple Heart and 
combat action ribbon and was 
taken to the Naval Hospital in San 
Diego.

Throughout recovery, Josue’s 
wife and mother kept him going 
by believing in him and chal-
lenging him to be stronger. He 
was also humbled and motivated 
by the stories of other Marines, 
saying “My heroes are other dis-
abled veterans who have tougher 
challenges than me but still have 
a smile on their faces, making it 
look easy.”

Josue’s new smart home will 
give him his independence back 
and eliminate the daily challenges 
caused by his disability. He will 
be able to play with his kids and 
be able to chase them in and out 
of the house in his wheelchair. 

Companies interested in get-
ting involved with future proj-
ects are encouraged to contact 
Pam Hammond at pam@natural 
stoneinstitute.org. To learn more, 
and to see a list of all Natural 
Stone Institute members who 
have donated their time, prod-
ucts, and services to this cause, 
visit www.naturalstoneinstitute.
org/RISE. 

The Natural Stone Institute is 
a trade association representing 
every aspect of the natural stone 

industry. The current membership 
exceeds 2,000 members in over 50 
nations. The association offers a 
wide array of technical and train-
ing resources, professional devel-
opment opportunities, regulatory 
advocacy, and networking events. 
Two prominent publications—the 
Dimension Stone Design Manual 
and Building Stone Magazine—
raise awareness within the natural 
stone industry and in the design 
community for best practices and 
uses of natural stone. Learn more 
at www.naturalstoneinstitute.org. 
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*Freight charges may apply

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

Get a Hercules 
A-Frame
for only

$22400

Item# 6698

Legendary Strength

LESS THAN

$1,150/MO

with our  

easy financing*

Cuts 45° 

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

MADE IN THE USA

Distributed by:

www.BBIndustriesLLC.com u Sales: 800-575-4401  
 RYE-Corp Customer Service: 865-988-3822


