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Alpha Countertops 
and the Quest for 
Shop Automation

IF you’re in the fabrication 
business, smile! COVID 

restrictions are easing up, interest 
rates are low, real estate sales are 
through the roof, and new home 
construction is going gangbusters, 
all adding up to one thing: higher 
production rocking and rolling 
out the door. 

   
You may be thinking about how 

to reach much needed higher pro-
duction goals, and might have 
already begun searching the 
Slippery Rock Gazette or talking 
the talk with a few manufacturers, 
ready to put more giddy-up into 
your system, and the decision is 
just a phone call away. But before 
making that call, there are con-
cerns that need to be addressed, 
such as return on investment, du-
rability and training. But maybe 
the biggest concern should be, 
“Am I purchasing from a com-
pany known for standing behind 
their products and service, and for 
how long?”

It was with these concerns 
and more that we reached out to 
Sheri Pruitt, co-owner and op-
erator of Alpha Countertops in 
Russellville, Arkansas. Alpha 
Countertops has been in busi-
ness for 15 years with Sheri at 
the helm for the last six. She has 
a keen sense for eyeballing the 
present, while looking toward the 
future — a future of automation 
in the shop. 

“My dad, Frank Parson, 
owns a countertop company in 
Springdale, Arkansas, about three 
hours away. It’s also where my 
husband, Lucas Moore, worked. 
Then, in 2006, Lucas and I de-
cided we really wanted to start 
our own company. So my dad 
partnered with us and became 
a 50 percent co-owner, and we 
started Alpha Countertops.”

Peter J. Marcucci 
Photos  Courtesy Alpha Countertops

Please turn to page 2

Unfortunately, in 2010 Lucas 
was diagnosed with Leukemia 
and passed away in April of 
2014. It was this devastating turn 
of events that would eventually 
leave the brunt of running the 
company on Sheri’s shoulders, 
she continued. “At the time, I was 
undecided if I wanted to step up 
and be an operator of a company. 
Prior to Lucas’ passing, I just 
thought I would have a couple of 
kids and be a mom, and just help 
out in the background.”

With her dad and a few dedi-
cated employees now running the 
company, Sheri took the time to 
think about her loss as well as tak-
ing the big step. “It took me over 
a year to decide what I wanted 
to do, and that was to embrace 
it, learn it, and be the best that I 
can be running the company. That 
was in 2016.”

Better Ways on the Horizon
Fast forward to 2019. Up un-

til this time, fabrication at Alpha 
Countertops had been quite slow, 
and meeting installation dates 
was sometimes quite uncer-
tain. Better ways of doing things 
were needed, continued Sheri. 
“About one year prior, my dad 
had bought a BACA Robo Sawjet 
for his company, and he sug-
gested I get in touch with them. 
So I called Nick at BACA, and 
he said, ‘Come to Michigan and 
look at the machine!’ So I went 
and took a couple of my employ-
ees with me. We met with Nick, 
and he showed us what the Robo 
Sawjet could do.

“At the time, I really wasn’t 
committed to any brand. My main 
concern was that I purchase from 

a company that I could trust and 
would take care of me. So, when 
we were researching brands, 
that’s just the feeling I got from 
BACA when I met with them. 
Nick, Lauren, Chuck (Russo, the 
owner of BACA) and everyone 
was super sweet and helpful, too, 
and said, ‘Anything we can do for 
you.’ I also based my decision on 
the positive feedback I got from 
others using the Robo Sawjet.”

The BACA Robo Sawjet is a 
two-table, combination saw and 
waterjet, capable of cutting and 
coring any slab material quickly 
and accurately.

After cutting components with 
the Robo Sawjet, such as an is-
land countertops, they can then 
be edged by hand or by an addi-
tional, more automated machine. 

After purchasing the Robo 
Sawjet, Sheri continued to plan 

for building the future of Alpha 
Countertops. “Just a few months 
ago, we purchased our first CNC, 
a BACA Edge XL (a combo 
router, edger and polisher). We 
love both of our BACA machines 
and have only had a couple of 
issues with the Robo Sawjet.  
Both issues were taken care of 
within 24 hours. 

Alpha Countertops designed and installed this Leblon Quartzite kitchen for a Conway, AR retail customer.

Alpha Countertops in Russellville,  Arkansas is looking to the 
future and expanding fabrication production with the help of a 
BACA Systems Robo Sawjet and a BACA Edge XL CNC machine.

Rugo Stone Receives 
Grande Pinnacle Award

2020 Migliore Award 
Goes to Barbara Cohen

A New Discovery Reveals 
World-Class Granite in 
Minnesota

BB Industries Supports 
and Celebrates Industry 
Partnerships

Industry news and issues, 
safety training, business 
advice from our monthly 
columns, and much more.
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one controls inventory, and 
there’s one dedicated templator. 
Additionally, there are three to 
handle sales. The remaining em-
ployees are managers,  including 
Sheri, of course. The company’s 
radius of service is approximately 
a one-hour drive time in all direc-
tions from Russellville, and they 
serve a demographic consisting of 
40 percent retail walk-in, 50 per-
cent builders, with the remainder 
being upscale designers. Alpha 
Countertops does not do any big 
box fabrication, at least not any-
more, said, Sheri. “We quit doing 
big box four years ago. We felt 
we could make more money and 
have less stress working in retail 
and with builders, so we went af-
ter those. This was one of the best 
decisions we ever made.” 

According to Sheri, before 
purchasing the two BACA ma-
chines, they averaged fabricat-
ing 800 square feet per week, and 

Continued from page 1

are currently averaging 1,100 
square feet per week production, 
although, the BACA Saw can 
cut more. “We are maxed out on 
what the XL Edger can do, right 
now,” said Sheri. “Our fabrica-
tion and installation just can’t 

“You can’t beat the customer 
service you receive from BACA, 
and I know that if there’s an is-
sue, all I have to do is call and 
it’s taken care of. They are a very 
good company to partner with, 
you can just feel that.”

As for the learning curve, Sheri 
said, “When we purchased the 
Robo Sawjet, everyone was very 
onboard with the transition and 
learned very quickly while be-
ing trained by BACA techni-
cians. Our people were frustrated 
with the old equipment that we 
had, and it not being dependable. 
There is always a little bit of pain 
with growth, but they embraced 
the vision of a better company and 
wanted the same thing I did.” 

Alpha Countertops employs 17 
hard-working folks. Three operate 
the shop while two 2-man crews 
handle the installations. One per-
son handles CAD operation, 

handle anymore production right 
now.” As for the ROI, Sheri said 
that per year they are able to pro-
duce an additional 13,000 square 
feet for an additional revenue of 
$635,000 dollars, adding up to a 
profit increase of $240,000, and 
a return on investment of 75 per-
cent payback over 1-3/4 years. 
Additional shop equipment con-
sists of a Farnese Mitre Excel 
capable of doing precise miters 
on small to large pieces, and a 
Marmo Meccanica LCV 711 
used for straight, polished edge 
finishing. 

Higher Production Equals 
Bigger Discounts 

on Material Purchases
As a plus, because they now 

produce more, higher produc-
tion allows Alpha Countertops 
to save money on inventory, said 

Please turn to page 3

Sheri. “We are now able to buy in 
bulk, which saves money.” Sheri 
keeps an average of 35 colors in 
full bundles in stock. Sales are 
approximately 50 percent granite, 
25 percent marble, and 25 percent 
quartz. To acquire sales, the com-
pany is very actively keeping their 
website current. Social media and 
word-of-mouth are also important 
drivers of customer awareness, 
but there are a few more rea-
sons and one very special attrac-
tion, said Sheri. “One big thing 
that sets us apart from most other 
countertop companies, is that we 
are female-owned and operated. 
There are some groups that this 
appeals to, such as designers. The 
other thing that helps us stand 
out is we focus on customer ser-
vice, and some people come back 
and say something like, ‘You 
cost more, but we really liked the 
feeling we got here. We felt like 
you would take care of us, or you 
were nicer, or you answered my 
questions.’ Additionally, it’s the 
quality of what comes out of the 
shop as well as our installations. 
I have some great fabricators, and 
great install crews who reassure 
the customers, and make sure 
they’re happy before they leave. 
So all of these factors are just part 
of good customer service. There 
are other companies in the area, 
but our goal is to not focus on our 
competition. We just try to be the 
best we can be at what we do.” 

Above and Right: Installation, setup and train-
ing on the BACA Systems Edge XL. The 
Alpha Countertops fab shop operates a BACA 
Robo Sawjet, the BACA Edge XL, a Farnese 
Mitre Excel and a Marmo Meccanica LCV 711 
Straight Edge Polisher.

Alpha Countertops fabricators, installers, sales and management at a recent company picnic.  They 
are a close-knit team who share a vision of steady growth for the future of the company.

Alpha Countertops
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Innovating and Elevating with 
Great People and Automation

“Our greatest strength is our employees 
who share a vision with me and help keep 
this company moving forward,” con-
tinued Sheri. “They are what make our 
company what it is, and we couldn’t be 
where we are today without them. They 
are very loyal to me and to the company, 
and I care deeply for all of them. I’m most 
proud that we had the ability to come back 
and survive. We lost the backbone of this 
company, my husband, Lucas, who ran 
it, and we pulled through and grew, and 
came back better. It wasn’t just because 
of me. I give credit to God, most of all, 
my dad and business partner, and a few 
key employees who stepped up when it 

Continued from page 2

was needed. I could have never done it on 
my own. 

“As for the next five years, our plan is to 
just continue growing, and to expand our 
market area. We’ve never grown fast, but 
we’ve always grown steadily. Sometimes 
it’s just chasing one bottle neck after the 
other. I get one thing ironed out and pro-
duction gets up, then we are going to have 
to sell more, and that’s what I do every 
day; chase whatever the next thing is!

“As for those looking to automate their 
production line, do your research, talk 
to others in the industry, and in the end 
choose who you think is going to take the 
best care of you. Find someone you trust, 
because the relationship is very important. 
We’ve found a great partner with BACA.”

For more information please visit  
www.alphacountertops.net .

Sheri Pruitt: “As for those looking to au-
tomate their production line, do your re-
search, talk to others in the industry, and 
in the end chose who you think is going to 
take the best care of you. Find someone 
you trust, because the relationship is very 
important.”
Below and Right: Alpha’s two-table Robo 
Sawjet in action.

Alpha Countertops

Sheri Pruitt

Right: Mitered Matte Black Cambria table 
for a local designer’s commercial lobby and 
coffee area.

Below: Steel Gray granite island and tops 
for a Russellville, Arkansas retail client.

http://www.alphacountertops.net
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“No, I don’t want a hug! Sales! 
That’s what I want! Sales! 

Summer is a great time for 
construction work, but a bru-

tal time for construction work-
ers.  Excessive  heat  and sun 
exposure pose significant dan-
gers, such as sunburn, dehydra-
tion,  heat  cramps,  heat  exhaustion 
and  heat  stroke. Every year, con-
struction workers become ill on the 
job and some even lose their lives 
due to heat exposure. 

 
To protect its workers from the 

extreme summer  heat, Western 
Specialty Contractors  manages 
a heat  illness training program and 
a safety hotline for its employees. 

“It is important particularly 
during the summer months that out-
door workers drink plenty of fluids 
to help prevent dehydration, which 
is the primary cause of heat cramps 
and heat exhaustion,” said Cameron 
Samuel, Assistant  Safety  Director 
at Western Specialty Contractors, 
who. offers the following tips for 
preventing heat-related illnesses on 
a construction jobsite:

• Drink water frequently and drink 
enough water that you never be-
come thirsty. Drink water or other 
non-caffeinated, electrolytic bever-
ages and make sure that your drinks 
are always cool, not room tem-
perature. Adding a lemon slice to 
water can make plain water more 
drinkable. 

• Wear light-colored, loose-fit-
ting, breathable clothing made 
from natural materials such 
as cotton. Avoid wearing 
non-breathing synthetic clothing. 
Wear  safety  glasses with UV pro-
tection, sunscreen and brimmed 
hard hats. 

• Gradually build up to heavy 
work. If possible, do the hardest 

work during the coolest time of the 
day. Workers who are suddenly 
exposed to working in a hot envi-
ronment face additional hazards to 
their health and safety. New work-
ers and those returning from time 
away need to be extra careful in 
making sure they stay hydrated. 

•  Take more breaks in ex-
treme  heat  and humidity. Move 
to the shade or a cool area such as 
an air-conditioned building or car 
when possible  but try not to go 
in and out of air conditioning too 
much as it will make it harder for 
you to adjust to the heat. Use cool-
ing fans whenever possible. 

• Select your lunch carefully. Junk 
food is high in fat and preservatives 
and will put a high caloric load on 
the digestive system. Try eating a 
bigger breakfast, so you’re not as 
hungry at lunch. Eat light lunches 
that include fruits, vegetables and 
salads. 

• Keep an eye on your co-work-
ers and be alert for signs of heat ex-
haustion. Early symptoms include 
lethargy, disorientation, stumbling, 
dropping tools, slurred speech or 
unresponsiveness.  Heat  stroke is a 
medical emergency requiring a 911 
call and immediate cooling.

• Check your urine frequency and 
color throughout the day. Water in-
take is adequate when urine is clear 
or light yellow. When the desire to 
urinate is less than twice per day 
and/or you are producing a dark yel-
low urine, you may be dehydrated. 

By training employees on the early 
signs of  heat  exhaustion, taking 
the proper precautions, and employ-
ing tips like the ones listed above, 
outdoor workers can greatly reduce 
the risk of heat-related dangers.

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

mailto:g.covell%40slipperyrockgazette.net?subject=SRG%20advertising
mailto:publisher%40slipperyrockgazette.net?subject=SRG%20Comments
http://www.slipperyrockgazette.net
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Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

Raising Awareness for 
 Colin Hurt and the Leukemia 

& Lymphoma Society

WE all read and hear about victims 
of cancer, then continue on 

with our day. But when cancer hits you or 
a close family member, it’s like a punch in 
the gut. Get ready for the fight of your life. 
Get ready for everyone’s life to be turned 
upside down while you’re trying to come 
to grips with what’s vitally important and 
what’s not, day after day. 

Beginning in September 2019 these are 
just a few of the complexities the Hirt 
family faced and continue to face after 
son Colton began showing strange phys-
ical signs, recalled Tyson Hirt. “Colton 
was a very active young man. He then be-
gan waking up with swollen eye lids and 
cheeks which then went away during the 
school day. A primary care physician di-
agnosed it as allergies, and put him on a 
treatment. However, the swelling just kept 
getting worse.”

Tyson and wife Jennifer were now getting 
suspicious that something ominous was 
happening. After a second doctor exam-
ination, a CT scan was ordered and things 
got serious, continued Tyson. “We took 
him in for a CT Scan that was supposed to 

The first annual BB 
Indus t r i e s  Pa r tne r 

Appreciation party at Beer 
Park in Las Vegas during TISE 
drew hundreds of guests! The 
company plans on an even 
bigger party when the show 
repeats in early February 2022. 

The unique venue offered all 
kinds of games such as lawn 
chess, table hockey, bean bag 
toss, basketball shooting and 
more, plus great food and 
drinks. Several attendees re-
marked that the indoor venue 
was a great respite from the 
oppressive Las Vegas heat.

Several awards were pre-
sented to valued BBI partners 
for 2020:

• Lark / RDS  (La Mirada)  
earned The Pinnacle Award. 

• Atlanta Kitchens 
(Construction Resources) won 
Rookie of the Year  Award.

• Leonard’s Services re-
ceived the Presidential 
Diamond Award. 

• The Countertop Factory 
Midwest earned the 
Outstanding Growth Award.

•  2Sum Production Inc. 
received the Partners in 
Excellence Award.

Attendees had a great time 
relaxing and getting to know 
the BBI team even better. 

Ken Bloom of Leonard’s  
Services commented, “The 
award was amazing, and makes 
us feel appreciated as a cus-
tomer. The Party was amazing 
too, and in 15 years, no other 
vendors have done this. All the 
people at BBI were great!”

Geoffrey Gran of The 
Countertop Factory Midwest 
added, “The TISE show was 
smaller than previous years 

but it was so amazing to see 
our industry get back to-
gether. And one of the high-
lights for me was attending 
BBI’s first annual Customer 
appreciation party. The entire 
BBI team has really worked 
tirelessly over the past years 
to become one of the most 
trusted vendors and their 
passion never waivers.  The 

party was electric, the BBI 
team was in full party mode 
and the attendees were hav-
ing a blast – it was the best 
night of the week!”

BB Industries plans to 
make this an annual event.

For more information visit 
BBIndustriesLLC.com .

Please turn to page 12

BB Industries Supports and 
 Celebrates Industry Partnerships

take five minutes and be no big deal. After 
Jennifer and I waited close to an hour, we 
began looking at each other like we knew 
something was wrong.”

Tyson and Jennifer’s feelings were cor-
rect. A mass of fluid surrounding Colton’s 
heart was discovered, and he was imme-
diately admitted into a pediatric intensive 
care unit. After further examination, it was 
determined that the fluid was compress-
ing Colton’s heart, and he was airlifted to 
Children’s Mercy Hospital in Kansas City, 
Tyson continued. 

Colton Hirt and his big brother, Hayden. 
Hayden is leading a fundraising team on 
behalf of LLS for their Students of the 
Year Campaign in Colton’s honor.

Geoffrey Gran accepts the Outstanding Growth 
Award for The Countertop Factory Midwest.

BB Industry welcomed 300+ friends for a fun 
evening after hours at the TISE show in Las Vegas. 

http://BBIndustriesLLC.com
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Training & Education   

Ed Young
Fabricator’s Business Coach

Training & Education

Two companies decided 
to purchase and install 
their first CNC router. 

Company A installed the CNC, 
the shop is running well, and they 
are making more money than 
ever. Company B struggled to 
install the CNC and is constantly 
having problems as a result. Jobs 
are running late. Customers are 

upset. Profits are taking a hit.

Why did Company A have suc-
cess integrating a CNC into their 
operation where Company B 
didn’t? 

• Both companies installed the 
same brand and model of CNC. 

• Both companies are about the 
same size, have been in business 
for about the same length of time, 
are in similar markets, and have a 
similar customer base. 

• Both companies visited other 
fabricators to learn about how the 
CNC worked in those plants. 

• Both put together project plans 
and revised their plant layouts. 

• Both companies had their peo-
ple trained. 

Yet one was successful with 
their CNC install and one wasn’t. 
What was the difference?

When Company A visited fabri-
cators to learn about CNCs, they 
planned the visits.

• Several people made the trip.
• They planned the questions to 

be asked.
• They talked to operators and 

managers.
• After the trip, they com-

pared notes, documented lessons 
learned, and revised their ques-
tions for the next visit.

When Company B visited:
• Only the owner went because 

he didn’t want to spend the money 
to take the other folks – and, be-
sides, someone needed to stay and 
run the shop.

• Company B’s owner talked 
mainly to the other owner and a 
couple of managers.

• The same approach was used 
for the other visits.

The Difference Between a
Good Idea and a Great Idea

3. CELEBRATE SUCCESS
As milestones in the project 

plan were achieved, participants 
were rewarded:

•  An individual who took ini-
tiative to keep a project item 
from running late was given a 
gift certificate for a nice meal 
with his/her partner.

•  A team had to work late to 
get a customer’s job completed 
on time because production was 
interrupted by the electrical con-
tractor. They were recognized at 
the monthly company meeting 
and given gift cards.

• When the entire project was 
successfully completed, every-
one in the company was treated 
to a catered BBQ on Friday.

Lots of folks have good 
ideas. Those ideas only become 
great when they are executed 
effectively. 

While there are several good 
books out there on execu-
tion, one of the best is The 4 
Disciplines of Execution. It is 
an easy read with lots of exam-
ples and includes an extensive 
how-to section.

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 the author at 
Ed@FabricatorsCoach.com.

When the new CNC arrived, 
Company A was prepared, and 
the installation went well. The 
machine was up and running in 
a day or two. The operators were 
trained, and the first test runs went 
well. Although they had a few 
missteps, the first project went 
well, and the CNC was quickly 
helping improve operations.

When the new CNC arrived at 
Company B, things went down-
hill in a hurry:

• They didn’t have the right 
equipment to unload the truck

• The power supply wasn’t ade-
quate so the operator couldn’t be 
trained as planned

• When the machine was fi-
nally ready to run, the operator 
quit a few days before the train-
ing was scheduled. The super-
visor received the training but, 
because he was frequently in-
terrupted during the sessions, he 
missed a few things. His hit-and-
miss training of the new operator 
wasn’t too effective.

• You can pretty much guess 
how things went from there…

The difference in these two ex-
amples is Company A simply ex-
ecuted better than Company B. 
Both had access to the same in-
formation, both had similar re-
sources, and both had the same 
objective. How they executed 
their planning and how they ex-
ecuted the implementation made 
the difference.

You can have a lot of good 
ideas but, if you can’t make them 
happen, they are worthless. Great 
ideas are the good ideas that were 
executed well. Great ideas are the 
ones that generate results.

So, what is the key to good 
execution?

1. FOCUS
One person in charge. When 

Company A started planning this 
project, they made this the pri-
mary focus for the plant manager. 
This meant:

• Other initiatives like optimiz-
ing the Robo Saw or deciding on 
a new miter machine were paused 
until the new CNC was up and 
running.

• He was the one go-to person 
for all decisions. He was the one 
person in charge of the project. 
There was no uncertainty about 
who made decisions.

• Others pitched in as needed to 
help with running the shop and/
or handle various tasks in the 
project.

A clearly defined objective 
• Purchasing the CNC was jus-

tified by a financial analysis. The 
project was not considered com-
plete until those results had been 
achieved.

• The steps needed to achieve 
that financial result drove the 
structure and timing of the proj-
ect plan.

• The financial results and the 
project plan were shared with the 
entire company, so everyone un-
derstood what was happening and 
their role in the project.
 

2. CONTINUOUSLY 
TRACKING AND 

COMMUNICATING 
PROJECT STATUS

•  The core team met weekly 
and reviewed the status of project 
milestones.

• Updates were posted to the vi-
sual project board so everyone in 
the company could see the status.

• When any aspect of the plan 
threatened the overall schedule, 
one person was assigned respon-
sibility for getting it back on track 
and updating the team.

•  Regular communication with 
the machine vendor and subcon-
tractors was tracked and reported.

The difference between 
a good idea and a great 

idea is execution.
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Cheryl A. Moore, PsyD
CEO, Prestige Countertops 
& Services

Psychological Contract Breach

When an individual pur-
chases a new car a 
contract is signed docu-

menting the expectations and provi-
sions of the buyer and seller. There 
is a reciprocal exchange that is 
taking place. The same is true when 
an employer hires a new employee. 

The potential new employee is 
interviewed, and in the interview 
process, many job-related topics 
are discussed. These topics can in-
clude such items as business oper-
ations, business culture, job duties 
and expectations, growth and pro-
motions, fringe benefits, and pay 
scales to name a few. Once the can-
didate is selected the individual will 
be hired by the organization and 
proceed through the hiring process 
by signing all the required employ-
ment papers, and most likely given 
an employee handbook. 

In this employee/employer rela-
tionship there is another element in-
volved in which the employer and 
the employee have developed ex-
pectations of one another that each 
party expects to receive from this 
relationship. These expectations are 

unwritten expectations that may not 
be written in the employee hand-
book or verbalized from either 
party — a psychological contract. 
So, how may an employee react 
when this psychological contract is 
breached or violated?  How, in turn, 
does this impact the organization?

Psychological contracts and their 
positive and negative effects have 
been actively researched over the 
past 30 years. In a study published 
in 1995, Rousseau suggested that 
psychological contracts consist of 
individual beliefs, shaped by the 
organization, regarding terms of 
an exchange agreement between 
individuals and their organiza-
tion. These expectations are not 
only formed upon hiring, but also 
as employees are in their positions 
over time. The psychological con-
tract is an ongoing exchange. When 
some expectations and promises are 
met, new ones take their place. The 

contract can be transactional or re-
lational. The transaction can be as 
simple as being promised extra pay 
for extra effort or less tangible like 
employee loyalty and support for 
job security and fair evaluations. An 
example of a psychological contract 
would be an employee working ex-
tra hard for an inferred promotion 
only to find the promotion is given 
to someone else. Another example 
would be a mutual agreement be-
tween the employee and manage-
ment that extra performance and 
effort would result in a pay raise 
that does not go through. 

As leaders and mangers, it is im-
portant to understand the impact of 
psychological contracts on our em-
ployees and the organization when 
the employee perceives that the con-
tract has been breached. Morrison 
and Robinson (1997) defined psy-
chological contract breach as “the 
cognition that one’s organization 
has failed to meet one or more obli-
gations within one’s psychological 
contract in a manner commensurate 
with one’s contributions” (p. 230). 
The authors further suggested that 
psychological contract violation is 

the emotional and affective state 
that may follow awareness of the 
unfulfilled obligation. Studies have 
suggested that the occurrence of 
psychological contract breach leads 
to negative attitudes and behaviors 
including a decrease in job satis-
faction, performance, and organi-
zational commitment. More recent 
studies (Henderson & O’Leary-
Kelly, 2021) have suggested that 
the impact of the breach depends on 
how emotional employees get fol-
lowing the breach with sadness and 
anger being the top two emotions, 
followed by frustration and be-
trayal. Studies have also shown that 
the outcome of a perceived breach 
could depend on the strength of the 
relationship between the employee 
and the leader of the organization 

and the intentionality of the breach. 
Finally, the most important factor is 
trust. When employees perceive a 
breach, they lose trust in the organi-
zation and its ability to fulfill obli-
gations moving forward.

As mentioned above, the impact 
of the breach on psychological con-
tract evaluation depends on the in-
dividual and the emotions that are 
evoked because of the breach. As 
managers and leaders, we should 
take an interest in our employees 
and know what is going on with 
them both mentally and physically. 
If an individual is already stressed 
out about something, a psycholog-
ical contract breach may cause him 
or her to react stronger than they 
would have otherwise.
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Complacency
The Scourge of Continuous Improvement

Ed Hill
Synchronous SolutionsComplacency is an atti-

tude. A bad one. It is 
a sense of satisfaction 

with the company’s situation 
that causes workers to believe 
that there is no need to try any 
harder. It is also a perception 
of defeat. Complacency is the 
enemy of excellence and can be 
the single largest threat to any 
business.    A  complacent  work-
force never strives to reach higher 
potential because they feel that 
it is pointless.

When your people think that 
nothing more can be done to im-
prove conditions, your company 
is doomed to failure because your 
competition will overtake you 
and you will be left behind. 

There are many signals of work-
force complacency. If you hear 
any of the following statements 
from your people, you should be 
genuinely concerned:

  
• That’s just the way things are 

around here. We just accept it and 
deal with it every day.

• We tried to correct those is-
sues before and it didn’t work.

• We are as good as we can be 
given the realities of our business.

• It’s easier just to deal with 
those chronic problems than to try 
to prevent them.

• We don’t have the time to in-
vest in improvement initiatives. 

• Goals? Yes, my goal is just to 
make it through each day.

Those are statements of de-
feat. When that kind of thinking 
is dominant in your business, you 
will be assured of lackluster per-
formance and ultimate failure. 
You must take action to defeat 
this condition. Change must start 
with you.

 The primary point is: If you are 
not satisfied with your business 
results, you must change your 
system.

The continuous pursuit of ex-
cellence should be the culture in 
your company.

You can’t just wish for things to 
improve. You also can’t just de-
mand that people work harder. 
Improved results will only come 
with changing the way your com-
pany does what it does. You must 
reset the approach you practice 
every day. You must change the 
culture.

Insanity has been defined as 
continuing to do the same things 
while expecting different results. 
You, as a leader of your organiza-
tion, must set the stage for contin-
uous improvement, which is the 
opposite of complacency. 

• Continuous means it never 
ends. It means forever. It means 
“there is no finish line.”

• Pursuit means “striving for.”  
It means setting a goal that is a 
stretch so that it is a challenge to 
your business. 

• Excellence should be the Goal 
of every organization. It means 
that you should never be satisfied. 
There will always be opportuni-
ties for improvement.  

Improvement only occurs with 
change. But not every change 
will result in an improvement. 
The challenge is to pick the right 
changes and make them happen. 
It is not about making changes 
just for the sake of change. It is 
certainly not about “greasing 
the squeaky wheel.”  Effective 

improvements come from ad-
dressing the most chronic and 
the most advantageous opportu-
nities. That means that you must 
measure performance every day 
so that you can know what to 
change.  

 
“If you can’t measure it, 

you can’t manage it.”
The questions you should ask 

are:
• What to change?
• Change to what?
• How to accomplish the 

change?

The only way to know the an-
swers to those questions is to 
continually measure your busi-
ness Key Performance Indicators 
(KPI). You must know what the 
real issues are and not just the most 
common complaints. Charting in-
formation like in the Pareto chart 
above (Chronic Issues by Cause) 
will direct you to the most benefi-
cial actions.

Pick the most advantageous op-
portunity and don’t try to fix ev-
erything at once. Establish data 
on the current situation and iden-
tify the specifics on what you 
want to improve. That will tell 
you “What to change.”  

The second question, “Change 
to what?” is a matter of setting 
realistic and attainable goals. Be 
specific with defined measures 
that clearly show status to the 
goals you have set. A clear defini-
tion of the desired result is essen-
tial to achieving success. Define 
the behaviors that have led to 
the problem and those that must 
change to achieve the results. 
You must change those behav-
iors and constantly follow-up to 
make sure that the improved re-
sults are sustained. Make a plan to 
systemically attack every change 
initiative.

“How to accomplish the 
change” is best described in 
Leading Change, a book by John 
Kotter. Dr. Kotter is a Harvard 
researcher who has studied hun-
dreds of companies that have en-
gaged in improvement initiatives. 
The striking revelation in his book 
is that the majority of change ini-
tiatives do not achieve the desired 
results. But his research also iden-
tified those actions that are re-
quired to produce results. Follow 
the steps identified in this book 
and you will realize desired re-
sults from change initiatives.

Leading Change identifies an 
eight-step process to accomplish 
desirable change and achieve 
lasting results.  

1. Establish a sense of urgency. 
Help your people to see the need 
for change through a bold state-
ment that communicates your 
view of the importance of act-
ing immediately. Present it as 
an opportunity that can’t be dis-
regarded. Make it clear that per-
formance enhancement is not 
limited to bottom-line results 
for the company but also include 
improved quality of life for all 
those who work in your business.

2. Build a Guiding Coalition. 
This is a carefully selected group 
of cross-functional leaders in 
your company. They should be 
open-minded, respected by the 
other workers and willing to chal-
lenge the status quo. This group 
should be charged with making 
the improvements happen.

3.  Create a clear vision of 
success. With the help of the 
Guiding Coalition, articulate the 
results that will define sustained 
victory. Defining the “spot on 
the horizon” is important to drive 
the important behaviors.

4. Communicate the vision 
and the status to goals. Visual 
performance information, up-
dated and posted for all to see, 
is a great way to keep the initia-
tive alive and active. Make sta-
tus to goals an element of regular 

management and employee meet-
ings. Keep the initiatives on the 
“front burner” so that their impor-
tance will never be in doubt.

5. Avoid obstacles to success. It 
should be expected that there will 
be obstacles, even temporary set-
backs, in any improvement ini-
tiative. Treat these as challenges 
to be overcome. Never let a diffi-
culty become a failure.

6. Celebrate short-term wins. 
While the ultimate target is the 
goal, interim objectives can gen-
erate enthusiasm among the peo-
ple responsible for the project. 
Never miss an opportunity to 
complement the Team for prog-
ress toward the goals.

7. Don’t declare victory too 
soon. Conversely, be careful to 
keep the ultimate goal paramount 
in the view of the Team. Short-
term wins should be recognized, 
but the final result must remain 
the target.

8.  Establish a culture of 
Continuous Improvement. 
Make getting better and better an 
essential element of your busi-
ness. Track and communicate 
KPI’s every day. Identify the best 
opportunities to accomplish your 
mission.

Complacency is the enemy of 
progress. It is the duty of the busi-
ness leaders to defeat the nemesis 
of complacency. It is a never-end-
ing challenge but one that will 
produce excellent results for ev-
eryone in the business. 

Finally, lasting improvement 
requires systemic change.

If you want more information 
on how to do all this, please con-
tact the author directly: 
Ed Hill, Synchronous Solutions 
704-560-1536.
www.SynchronousSolutions.com

Training & Education

Business  performance 
never stays the same. 

You will either be 
getting better or 

getting worse. 
Choose better.

If you always do what 
you’ve always done, 
you’ll always get what 
you’ve always got.
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Market Leader
6,000+ systems sold worldwide.

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

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

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

13 out of the last 16 Fabricators  
of the Year use our system

Lowest 5-year cost of ownership

User-friendly software requires 
no CAD experience 

Online & onsite training included

Comprehensive warranty coverage 

Overnight loaner program

#GoDigital

What have you templated today?

MSI Introduces Two New Q Premium 
Natural Quartz Marble Looks

MS International, Inc. 
(MSI), a leading 

supplier of  flooring,  coun-
tertops,  wall tile, and  hard-
scaping products, introduces 
the new, luxurious  Carrara 
Breve  and  Calacatta 
Lavasa  Premium Natural 
Quartz. 

The luxurious  Carrara 
Breve  and  Calacatta 
Lavasa  surfaces are the per-
fect addition to architectural 
design styles in residen-
tial or commercial applica-
tions.  Carrara Breve’s  warm 

MSI has two new warm white styles in its Q quartz 
selections — Carrara Breve and Calacatta Lavasa.

white background and short 
gold and brown veins will 
captivate, while  Calacatta 
Lavasa’s  warm white back-
ground with short brown 

Carrara Breve

veins intermingled with long 
diagonal veins will awe with 
its modern appeal. 

“We are excited to an-
nounce the new addition 
of Quartz to our popular 
Q Collection” Senior Vice 
President, Product Sam Kim 
stated. “Both Carrara Breve 
and Calacatta Lavasa are rich 
inclusions for the expansion 
of our collection which pro-
vide a modern appeal that de-
signers will enjoy.”

The latest marble look 
Premium Natural Quartz is 

Calacatta Lavasa

available in 2cm and 3cm 
slab designs.

For more information 
about the Q Collection, 
visit  www.msisurfaces.
com/quartz-countertops .

To see MSI’s complete 
range of products  — from 
flooring and pavers to tiles, 
countertops, and more, 
visit  www.msisurfaces.
com.

Founded in 1975, MSI is 
a leading supplier of floor-
ing, countertop, wall tile, 
and hardscaping prod-
ucts in North America. 
Headquartered in Orange, 
California, MSI also main-
tains over 30 state-of-the-art 
showroom and distribution 
centers across the U.S. and 
Canada. MSI’s product line 
includes an extensive offer-
ing of quartz, porcelain, ce-
ramic, LVT, natural stone, 
and glass products imported 
from over 36 countries on 
six continents.

Coverings Announces 
2021 Rock Stars Winners

by distinguishing talented 
young leaders and fostering 
networking and educational 
opportunities.

A committee of tile and 
stone industry leaders thor-
oughly reviewed a bevy of 
nominations to select the 
16 remarkable inductees for 
the seventh assemblage of 
Coverings Rock Stars. The 
2021 Rock Star honorees 
include the following:

Designer Category (2):
• Rebecca Oehlschlaeger, 

Designer & Special Projects 
Manager, Bellew Tile & 
Marble, Sandwich, Mass.

•  Raquel Raney, Designer, 
EoA Group, Miami, Fla.

Distributor Category (3):
•Bruna Da Silva, Purch- 

asing Manager, StoneHard 
scapes LLC, Ft. Lauderdale, 
Fla.

Coverings, one of the 
largest international 
tile and stone exhi-

bition and conference in 
North America, announced 
the list of the Coverings 
2021 Rock Stars Winners 
and onsite features at the 
July tradeshow. Coverings 
2021 also broadcast an 
interactive, virtual event 
that corresponded with the 
onsite show that took place 
July 7-9, 2021, in Orlando, 
Florida, at the North Hall 
of the Orange County 
Convention Center.

The Coverings Rock 
Stars program recognized 
16 emerging leaders as the 
best and brightest young 
talent in the tile and stone 
industry. The program 
commemorates its sev-
enth year in 2021, and it 
furthers Coverings’ mis-
sion to support the growth 
and success of the industry 

http://email.prnewswire.com/ls/click?upn=OXp-2BEvHp8OzhyU1j9bSWuwMvMWelqIco5RbfBrouY-2BTYvPk-2BzBRcxswfDZPiuQcb6Pre5zrMR0osLHkO19M-2FEYpwpED1-2F8CiRX0UHkNN8Srmg-2Fc-2BK0vAM0C9XXw-2B9FxJVx6NslaxcGWS1eUe4fkBYnymS9OlLj-2BbvpXSLegr7RqOrELLwsdCLL7fITaMqQ0kPi_U_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9Fqe1GB6VJbgAoWLrSemVIN4AgO3mV611kX-2B3cFnBdh9RtxBy61tvj2kzkQBgkseSGqgRH-2FGTHz3aZQt-2BSTpeb43otiLe6QPyssDVgi8iFegI3-2FGqkSdw-2BsMFZz0YuTNg08S1cTJoWpuGww3HEmFPHQTZ4WDocWbYIQ87L4KTJdcF-2FbqIuGe-2BX1ncwX7Qdf-2BwLWacnIlqkBh7R3NwzDAWbRQvksWfHsKsmmzX4XyRL-2BOMEWaqL5glkLDH8Q2lX-2F0C7w3Hj6DV28GLDPCOiNvHK9fYbPNSWuywX6fSUmfr59ZTG0WGQllkRhJ-2BZkS1ps6DfkM
http://email.prnewswire.com/ls/click?upn=OXp-2BEvHp8OzhyU1j9bSWuwMvMWelqIco5RbfBrouY-2BTYvPk-2BzBRcxswfDZPiuQcbYw-2BWIU8sThdXGWXMf9M9WyJpshALZYOJa7Y715OsTaIBb39gbpc152GTNE-2Fh8dT-2Fwm96-2FyPqvXXOrXeiOZUlieDMwkgW-2BV4X3iNcIlZCCN2agiqHDEtOpTxHAqfsTgz24Jfh_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9Fqe1GB6VJbgAoWLrSemVIN4AgO3mV611kX-2B3cFnBdh9RtxBy61tvj2kzkQBgkseSGqgRH-2FGTHz3aZQt-2BSTpeb43otiLe6QPyssDVgi8iFegI3-2FGqkSdw-2BsMFZz0YuTNg08S1cTJoWpuGww3HEmFPHQTZ4WDocWbYIQ87L4KTJdcF-2FYbb5q-2FMKsWKJ2eoclsw8I-2Fe4XaiFMJ5LXccNmqIZ3V1lP0SF6Iyh2AsTBtvWGssemJ-2BnzuH-2FPI2h9y3fSLfhplWesli2GrNAQCiF-2BhYyXMAtaIS4tzhq-2B-2FUdcrSIFP0KXOkPNTQ-2Fxl6aHVUj3-2B1wYg
http://email.prnewswire.com/ls/click?upn=OXp-2BEvHp8OzhyU1j9bSWuwMvMWelqIco5RbfBrouY-2BTYvPk-2BzBRcxswfDZPiuQcbYw-2BWIU8sThdXGWXMf9M9WyJpshALZYOJa7Y715OsTaIBb39gbpc152GTNE-2Fh8dT-2Fwm96-2FyPqvXXOrXeiOZUlieDMwkgW-2BV4X3iNcIlZCCN2agiqHDEtOpTxHAqfsTgz24Jfh_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9Fqe1GB6VJbgAoWLrSemVIN4AgO3mV611kX-2B3cFnBdh9RtxBy61tvj2kzkQBgkseSGqgRH-2FGTHz3aZQt-2BSTpeb43otiLe6QPyssDVgi8iFegI3-2FGqkSdw-2BsMFZz0YuTNg08S1cTJoWpuGww3HEmFPHQTZ4WDocWbYIQ87L4KTJdcF-2FYbb5q-2FMKsWKJ2eoclsw8I-2Fe4XaiFMJ5LXccNmqIZ3V1lP0SF6Iyh2AsTBtvWGssemJ-2BnzuH-2FPI2h9y3fSLfhplWesli2GrNAQCiF-2BhYyXMAtaIS4tzhq-2B-2FUdcrSIFP0KXOkPNTQ-2Fxl6aHVUj3-2B1wYg
http://www.msisurfaces.com/quartz-countertops
http://www.msisurfaces.com/quartz-countertops
http://www.msisurfaces.com
http://www.msisurfaces.com
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Psychological 
Contract Breach

Continued from page 7

Good communication 
with our employees is the 
best way to combat this. 
Maintaining a two-way 
communication line with 
our employees allows both 
parties to be open and hon-
est with their thoughts and 
expectations. When an em-
ployee feels like they are 
confronted with a psycho-
logical contract breach he 
or she can react in a less ad-
verse manner if they know 
the organization or leader 
is being as forthright as ex-
pected. After an identified 
breach occurs, have a con-
versation identifying where 
the disconnect is and how, if 
possible, it can be rectified. 
If the situation cannot be 
rectified, have that conver-
sation as well. Transparency 
builds strong relationships. 

The information in 
this article is provided to 
make the readers aware 
of Psychological Contract 
Breach and the impact a per-
ceived breach can have on 
the employee or organiza-
tion. Further research on this 
topic can be found in schol-
arly research literature or by 
contacting the author.

Cheryl is the CEO of 
Prestige Countertops & 
Services, Inc. 

Contact her at cmoore2@ 
mercyhurst.edu .
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If an individual is 
already stressed out 
about something, a 

psychological contract 
breach may cause him 

or her to react stronger 
than they would have 

otherwise. Good com-
munication with our 
employees is the best 
way to combat this.
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Lost Creek Mercantile, 
New Market, Tennessee
Photo by Teresa Chambers

I can’t believe this actually hap-
pened, much less that I was an 
enthusiastic participant. But 

there were witnesses and other 
participants, so it must be true.

It occurred on a scorching 
August afternoon a couple of 
years ago, when East Tennessee 
was in the clutches of a record-set-
ting drought. Mary Ann and I 
had driven to New Market for 
the grand opening of Lost Creek 
Mercantile, a “new-old” country 
store.

Everything was going along 
swimmingly. There was abundant 

Sam Venable 
Department of Irony

chatter and lots of nostalgic 
“ooh-aahing” as folks nibbled 
fresh-baked goodies while perus-
ing the vintage décor.

Suddenly a loud, drumming 
noise from above silenced the 
crowd. Mouths dropped open. 
People gathered at the windows, 
staring in awe and wonder.

Could it be? Yes, it was!
Uh, rain was falling. Straight-

down, torrential, jungle rain.
No thunder boomed. No light-

ning flashed. Just a frog-stran-
gler deluge, as if the epicenter of 
Niagara Falls had been funneled 
to this one spot while the rest of 
East Tennessee baked.

What happened next?
Everybody ran to the front 

porch, of course. And there we all 
stood, gawking. If I’m lyin’, I’m 
dyin.’

It Doesn’t Take A Lot to 
Impress Us Hillbilly Goobers

Let that percolate in your mind 
for a moment. Here were per-
haps three dozen 21st century 
adults, the vast majority of them 
college-educated. And they were 
spellbound as water fell out of 
the sky, like a bunch of hillbilly 
goobers who’d never seen such a 
spectacle.

popped back out. The temperature 
climbed. Steam billowed from 
the surface of Churchview Street, 
only to disappear as the pavement 
quickly dried. Everybody drifted 
back inside, marveling at what 
we’d just witnessed.

To make certain it hadn’t been 
a mirage, Mary Ann called up the 
weather map on her phone. Yep, 
there it was — a tiny green blob 
directly over western Jefferson 
County.

I was fishing with my grandson 
a few days later and started to tell 
him about the phenomenon. But 
I figured Max would mentally 
roll his eyes and think “duh,” just 
like I did whenever Grandmother 
Venable brought up that car.

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.

It was fitting this occurred in 
a country store setting. The only 
thing missing was a couple of griz-
zled croaks, spitting tobacco juice 
and arguing over their checker-
board whether the last rain fell in 
aught-six or aught-seven.

I couldn’t help but chuckle 
to myself. It reminded me of an 
oft-repeated memory from my 
paternal grandmother, Angie 
Venable, who was born in 1885. 
Anytime the subject of automo-
biles came up — for any reason —
she’d take a stroll down Memory 
Lane.

“Oh, honey! You can’t believe 
the excitement when the first car 
came to Jonesboro! We all ran out 
to the road and watched it drive 
by!”

The cloudburst was over in no 
more than five minutes. The sun 

“After hearing this, the tears 
started. Jennifer flew there with 
Colton, and I drove there in si-
lence, all the time praying.” The 
doctors then installed a picc line to 
administer drugs, and a tube was 
inserted to drain the fluid from 
the heart cavity. They then began 
running tests to find out what was 
causing the fluid.”  

Hours later, Tyson and Jennifer 
were surrounded by six doc-
tors who explained that it was ei-
ther cancer or a virus, continued 
Tyson. “We were all praying for 
a virus. Then it came back that it 
was cancer. We then prayed that it 
wasn’t a blood cancer, and it came 
back as blood cancer. When you 
hear those words from a doctor, it 
was devastating, and all we could 
think about was,‘What are we go-
ing to do?’ We wanted to save his 
life, and at this point we would do 
whatever it takes.”

Colton’s condition was then 
diagnosed as a specific type of 
blood cancer called T-Cell Acute 
Lymphoblastic Leukemia, a 
higher risk type that needs a very 
aggressive treatment of multiple 
chemo therapies and steroids for 
three and a half years.

For the first month, Tyson and 
Jennifer mostly stayed close to 
the hospital, while also trying to 
spend time with their other two 
children back home. Tyson was 
also trying to run his company, 
Hartland Granite in Wichita, 
Kansas. However, realizing that 
he was being pulled in too many 
directions, Tyson said he had to 
sell the company, adding, “You 
think you know about cancer, you 
know it’s terrible, but when it ac-
tually impacts you and it’s your 
child, it’s devastating!” 

Not an End, But 
a New Beginning

After being released from 
Children’s Mercy Hospital, 
Colton, for six months, had to 
have Chemo injections twice a 
day into his stomach, explained 
Tyson. “His stomach was so cov-
ered in bruises, that sometimes we 
didn’t know where to give him the 
next shot. He was always a brave 
kid, and in many, many ways he is 
much stronger than my wife and I. 
He has such a positive attitude and 
is such a happy little guy, that he 
has been the glue that has kept the 
five of us together.” 

Due to the high doses of ste-
roids and medications he was 
taking, Colton also developed 
what’s known as adrenal insuffi-
ciency, where the adrenal glands 
shut down. Pills to add cortisone 
to regulate his adrenal level are 
taken daily, to this day. He also 
had to revisit the hospital during 
Christmas of 2020 due to a blood 
clot in his arm.

Colton, now 8 years old, is cur-
rently in stage four maintenance 
and continues to recover. His en-
ergy is up, and he looks good. He 
has recovered from a recent health 
setback, and is doing much better. 
He says he’s still looking forward 
to playing football — and eventu-
ally becoming a Star Wars fran-
chise movie actor.

The staff at BB Industries LLC 
and the staff and writers at the 
Slippery Rock Gazette send out 
their best wishes to Colton, Tyson, 
Jennifer, Hayden and Olivia. 

To learn more about Leukemia 
& Lymphoma, go to lls.org. 

To donate to the Leukemia & 
Lymphoma Society, go to https://
donate.lls.org .

To donate to Colton’s fund-
raiser, go to https://events.lls.org/
mid/soywichita21/thirtq .

Raising Awareness for 
Colin Hurt & Leukemia

Continued  from  page 5

“Success is not final; failure is 
not fatal: it is the courage to 
continue that counts.”  
– Winston Churchill

“To waste, destroy 
our natural resources, 
to skin and exhaust 
the land instead of us-
ing it so as to increase 
its usefulness, will re-
sult in undermining 
in the days of our chil-
dren the very prosper-
ity which we ought by 
right to hand down to 
them amplified and 
developed.”
— Theodore Roosevelt

mailto:sam.venable%40outlook.com?subject=
mailto:sam.venable%40outlook.com?subject=
http://lls.org
https://donate.lls.org
https://donate.lls.org
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Natural Stone Institute 
Completes 36th Home with 

Gary Sinise Foundation

The Natural Stone 
Institute has pro-
vided natural stone 

and fabrication services for 
its 36th home with the Gary 
Sinise Foundation through 
its R.I.S.E. (Restoring 
Independence Supporting 
Empowerment) program. 
The Foundation’s R.I.S.E. 
program builds 100 percent 
mortgage-free specially 
adapted smart homes for 
severely wounded veter-
ans and first responders. 
Natural stone and fabrica-
tion for U.S. Navy Senior 
Chief Petty Officer Kenton 
Stacy and his family in 
Poway, California were 
provided by Arizona Tile 
and Tony Sciarrino Stone. 

Kenton and his wife 
Lindsey were high school 
sweethearts, and soon after 
they married, Kenton joined 
the U.S. Navy. Although he 
initially planned on serv-
ing four years before en-
rolling in college, Kenton 
loved both the military 
community and his job as 
an Explosive Ordinance 
Disposal (EOD) technician, 
so he chose to continue his 
life in the military. 

On November 19, 2017, 
while serving in Syria, 
Kenton was severely in-
jured by an Improvised 
Explosive Device (IED). As 
a result of the blast, Kenton 
became a quadriplegic and 
was blinded in his left eye. 
He also experiences issues 
with speech. Kenton has un-
dergone extensive rehabil-
itation in several facilities 
including the TIRR (The 
Institute for Rehabilitation 
and Research) Memorial 
Hermann in Houston, 
Texas. Kenton has re-
ceived numerous awards 
for his service including 
a Purple Heart, a Bronze 
Star Medal, and three Navy 
Achievement Medals. He is 
proud to have been named 
the 2010 USO Sailor of the 
Year. 

The Stacys have four 
children: Logan, Mason, 
Annabelle, and Sadie. 
Lindsey serves as the pri-
mary caretaker for Logan, 
who has special needs. A 
specially adapted smart 
home will significantly im-
prove Kenton’s quality of 
life as well as provide assis-
tance for Lindsey and their 
family.

Companies interested 
in getting involved with 
future projects are en-
couraged 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, products, and 
services to this cause, visit 
www.naturalstoneinstitute.
org/RISE. 

The Natural Stone 
Institute is a trade asso-
ciation representing ev-
ery aspect of the natural 
stone industry. The cur-
rent membership exceeds 
2,000 members in over 50 
nations. The association 
offers a wide array of tech-
nical and training resources, 
professional development 
opportunities, regulatory 
advocacy, and networking 
events. Two prominent pub-
lications—the Dimension 
Stone Design Manual and 
Building Stone Magazine—
raise awareness within 
the natural stone industry 
and in the design commu-
nity for best practices and 
uses of natural stone. Learn 
more at www.naturalstone 
institute.org. 

NTCA Announces 
Russian Version of Trowel 

and Error Video

The National Tile 
Contractors Asso-
ciation (NTCA), 

with support from Custom 
Building Products, is 
pleased to announce a new 
Russian language version of 
its popular Trowel and Error 
video. This collaborative 
effort could not have taken 
place without a significant 
contribution from NTCA 
Member Pavlo (Pasha) 
Starykov of Vancouver, 
Washington. 

Starykov, a native of 
Russia and the owner of 
Star Tile and Stone, volun-
teered countless hours in 
translation from English to 
Russian. This version is de-
signed to be more accessible 

to other Russian-speaking 
installers in the U.S. and 
abroad. 

NTCA now provides the 
Trowel and Error video 
in Russian, Spanish, and 
English. Trowel and Error 
is a short educational video 
that depicts the proper way 
to key in and trowel thin-set 
mortar for the installation 
of ceramic tile and natural 
stone. This video has as-
sisted thousands of install-
ers to help them achieve 
consistent mortar coverage 
to bond the tile or stone 
to the prepared substrate. 
It was developed by the 
National Tile Contractors 
Association in 1999 and 
quickly gained national and 
international acceptance. 

www.BBIndustriesLLC.com

U.S. Navy Senior Chief 
Petty Officer Kenton Stacy 
and his family in Poway, 
California. Kenton has 
received numerous awards 
for his service including 
a Purple Heart, a Bronze 
Star Medal, and three Navy 
Achievement Medals, and 
was named the 2010 USO 
Sailor of the Year.

Thanks to the generos-
ity of Custom Building 
Products, the video was re-
cently re-produced and for-
matted to modern digital 
platforms. A Spanish ver-
sion was quickly translated 
and has seen significant en-
gagement on the NTCA 
YouTube channel. 

NTCA is a leading trade 
association in the ceramic 
tile industry with more than 
1,500 members, represent-
ing thousands of tile and 
stone installers. Visit www.
tile-assn.com.

Pavlo Starykov, Star Tile & Stone
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2020 CEU Educator of the 
Year Awarded to Stone 

Panels International LLC

The Natural Stone Institute 
was proud to present the 
2020 CEU Awards to par-

ticipating members of the CEU 
Program at TISE in Las Vegas, 
Nevada on June 16, 2021. 

Each year, the association rec-
ognizes both an organization and 
a certified individual for present-
ing the most CEUs for that calen-
dar year. It takes time and effort 
to coordinate these events for ar-
chitects and designers, and the 
educational impact deserves rec-
ognition. As many locations were 
closed to visitors in 2020, certi-
fied speakers embraced virtual 
education to reach their audience. 

The 2020 CEU Educator of the 
Year Award was presented to 
Stone Panels International LLC, 
a lightweight stone company 
in Marble Falls, TX. Certified 
speakers at Stone Panels educated 
594 individuals at 74 classes: the 
most of any participating com-
pany for 2020. Stone Panels im-
plemented a marketing plan that 
targeted emails and flyers spe-
cific to architect and design firms, 
delivering a message they knew 
would resonate. 

Kayla Strand, Regional Sales 
Manager for Stone Panels 
International LLC, was named 
2020 CEU Speaker of the Year. 
Kayla’s efforts in outreach, pre-
senting, and maintaining industry 

Stone Panels International LLC 
was named 2020 CEU Educator 
of the Year, and Kayla Strand, 
Regional Sales Manager for Stone 
Panels International was named 
2020 CEU Speaker of the Year.

relationships allowed both her 
and her company to achieve these 
honors. Kayla was the top per-
forming speaker, contributing 
44 classes and 317 attendees to 
Stone Panels’ totals. 

Regarding achieving her goals 
during a global pandemic, Kayla 
stated: “Last year was trying for 
all of us on many different lev-
els. Every week regulations were 
changing. Instead of spending 
time on an airplane and traveling 
around to different cities, I used 
that time to dive into the market 
segments I was serving and offer 
them the same level of expertise 
I would have provided before the 
pandemic, just in a different way 
– virtually. I found that reaching 
out and offering online education 
was something many offices were 
looking for. People were looking 
for an opportunity to get their 

credits and learn about the prod-
uct Stone Panels International has 
to offer. Before I knew it, my cal-
endar was full: I was spending 
2-3 days a week providing CEUs, 
sometimes back to back. COVID 
has brought a lot of challenges to 
all aspects of our lives. I’m a be-
liever that sometimes the greatest 
ideas come out of the most chal-
lenging times.”

The Natural Stone Institute 
CEU program currently has 454 
certified speakers worldwide. 
With 336 CEU classes were pre-
sented to 4,225 design profes-
sionals in 2020, the program 
continues to make an important 
impact on the natural stone indus-
try. To learn how to get involved, 
visit www.naturalstoneinstitute.
org/CEU. 

Natural Stone Institute 
Announces Quarry Advocacy 
Group Steering Committee

The Natural Stone Institute 
is pleased to announce that 
nine applicants have been 

selected for the inaugural North 
American Quarry Advocacy 
Group Steering Committee:

Byron Davis – Salado USA, 
Florence, Texas

Quade Weaver – TexaStone
Quarries, Garden City, Texas

Ann Marie Ramos – New
England Stone Industries,
Smithfield, Rhode Island

Ben Kaus – Vetter Stone /
Alabama Stone, Mankato, MN

Bernard Buster – Lyons
Sandstone, Lyons, Colorado

Peter Prvulovic – Vermont
Quarries Corp., Mendon, VT

Ralph Morgan – Polycor,
Quebec City, QC, Canada
(Bedford, IN)

Reid Kubesh – Coldspring,
Cold Spring, Minnesota

Eric Chaloux – Miles Supply
Barre, Vermont

Reid Kubesh of Coldspring 
has been appointed chair of this 
committee. Kubesh brings strong 
volunteer leadership experience 
and enthusiasm for the indus-
try and committed support from 
Coldspring. Their confidence and 
support ensure Kubesh the appro-
priate time and resources neces-
sary to spearhead this initiative 
and advance the North American 
Quarry Advocacy Group’s 

purpose, positively impacting 
quarries of all sizes. 

In their initial meetings, the 
Steering Committee has identified 
several key areas of focus, with 
priority attention being given to 
two initial work groups: one ad-
dressing collaboration in bench-
marking and exchange of data and 
solution, and one that will collab-
orate to find solutions for recruit-
ing and retaining employees. The 
committee will continue to dis-
cuss natural stone promotion and 
educational needs for the North 
American sector. They will meet 
virtually throughout the summer, 
with their first in-person meet-
ing to occur during the Cleveland 
Study Tour in September. 

 
Natural Stone Institute members 
are encouraged to join the advo-
cacy group to receive communi-
cations and updates on the group’s 
initiatives and progress. To learn 
more, visit www.naturalstone 
institute.org/naquarryadvocacy. 

The Natural Stone Institute is a 
trade association representing ev-
ery aspect of the natural stone in-
dustry. 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.natural 
stoneinstitute.org. 

“There are no secrets to 
success. It is the result of 
preparation, hard work 
and learning from failure.”
— General Colin L. Powell (Ret.)
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http://naturalstoneinstitute.org
http://naturalstoneinstitute.org
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Sharon Koehler
Artistic Stone Design

MY house was built in 1960. 
It’s a brick ranch-style 

with two whole steps down into 
the den. It’s good for me because it 
pretty much has no steps to worry a 
senior citizen, like me. I will never 
have to get one of those electric 
chairs that slide up and down the 
wall of a stairwell. 

However, at 61 years old, the 
house needs work. So, every year 
I hire a contractor to come in and 
work on an area that needs fixing. 
The thing is, I don’t stick around 
and watch. When he comes in to 
work, I go on vacation and leave 
him alone. I do this for a couple of 
reasons:

#1 – Most people work better 
when they aren’t being hovered 
over.

#2 – (and most important) I know 
myself. If I stick around, I will be 
all up in his business watching ev-
erything he does, asking all kinds of 
questions, not trusting the process, 
and concerned about everything af-
ter he leaves for the day. It’s eas-
ier on both of our stress levels if I 
just go away, inspect everything 
when I get back, and do a punch 

list if necessary. Now, it should be 
said that I know this guy really well. 
He’s been a friend of the family 
since before I got the house, and I 
trust him to oversee whatever needs 
to be overseen. 

Unfortunately, not everyone can 
or should do this. I don’t do it for 
the exterminators or the heating and 
air people. I don’t know them. The 
point is, unless you are at a project 
being overseen by a trusted con-
tractor, at some point in time you 
will more than likely encounter the 
homeowner. 

That’s not normally a bad thing, 
but keep in mind that most ordi-
nary people have been cooped up 
for the last 12-18 months with lim-
ited contact outside their bubble. 
For the most part, a lot of people 
have been afraid: afraid they would 
catch COVID and possibly die, or 
afraid their loved ones or someone 
else close to them would get it, or 
just afraid of the situation in gen-
eral. It’s only natural, but it weighs 
on people’s minds, and some-
times changes their mindset a bit. 
It may take some people longer to 
get back to “normal” than others. 
We have all heard the stories lately 

Smile

of passengers behaving badly on 
planes, or the uptick in road rage. 
We have read about the violent ar-
guments between people standing in 
line at stores, or arguments between 
neighbors that got out of hand. 

So maybe, just maybe, we need 
a different mindset ourselves when 
going into people’s homes. Maybe 
we need to be just a little more po-
lite, a little more “yes, ma’am” and 
“no, sir,” with a smile. Maybe we 
need to take the time to fully answer 
the customer’s questions instead of 
those short, know-them-by-heart 
quips we use when we have been 
asked the same question for the 
umpteenth time. Maybe we need 
to make it a point to be on time, or 
call them and keep them in the loop 
when being on time isn’t possible. 

 I know – heck, we all know that 
installing is dirty work, but maybe 
instead of pulling on those holey 
jeans or those wrinkled khakis in 
the laundry basket, maybe we put 
on something not so wrinkled and 
holey. Or maybe we don’t put on 
the t-shirt with that big tear at the 
hem. Maybe we trim our beards a 
bit and don’t wear the tennis shoes 
with your little toe sticking out the 
hole on the side. If you’re having 
a bad hair day and your hair looks 
like it has a mind of its own, maybe 
put on a hat instead of thinking you 
are never going to see these people 
again, so who cares. Or, put it in a 
ponytail so only the back of your 
head looks like it’s having a bad 
hair day.

Maybe we need to clean and or-
ganize our trucks and other vehi-
cles. Wash the trucks, shine the tires 
and get the dents and bruises out so 
they look fantastic driving down the 
road. Maybe we need to organize 
the inside so the customer doesn’t 
see us rummaging through it look-
ing for something that should be at 
our fingertips. 

Now, don’t get me wrong, I am 
not saying that we are all running 
around looking like bums and act-
ing like cavemen and women driv-
ing garbage trucks. I’m just saying 
that sometimes, with time, compla-
cency settles in and we don’t always 
realize it. (Especially with the times 
we have had in the last year plus.)

So, with everything trying at least 
to make its way back to normal, 
what would it hurt to smile a little 
more, speak a little calmer, be a lit-
tle more polite, answer a little more 
fully, look a little better and drive 
a cleaner truck? For the first time 
in recent history, we get a second 
chance to make a good first impres-
sion, and hopefully make someone’s 
reentry into the world a little nicer.     

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

®

Longer Life, More Efficient

PROVEN QUALITY.

EXTENSIVE SELECTION.

CUSTOM DESIGNS.

FAST, RESPONSIVE SERVICE.

From the initial cut to the final detailing, Coldspring Diamond Tools  
are designed for your needs.

SHOP OUR TOOLS ONLINE.
tooling.coldspringusa.com
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The Stone Detective
The Case of the Gangsta Rat

I woke up to the sound of a 
gunshot echoing down my 
street. Heck, it was 5 in the 

morning! I don’t live in a bad 
area, but I immediately went 
to my gun safe to grab my old 
Louisville slugger. You thought I 
was going to say shot gun, didn’t 
you?  Well, I have one of those 
too, but for some reason, walking 
out of my front door holding a bat 
seemed like the thing to do. After 
all, I’ve already been tagged by 
some of the neighbors as a crazy 
old man. Why, I have no idea. 
Maybe ‘cause I drive a 1953 
Woody station wagon. They 
don’t build them like they used 
too. Plus, I don’t have to worry 
about all those fancy electronics. 
After all, I learned to drive a stick 
shift, and even how to roll the 
window down with a crank and 
not a button.  But enough about 
me and my eccentricities; let’s 
get to today’s case…

Frederick M. Hueston, PhD

As soon as I stepped 
outside, I found out it 
wasn’t a gunshot, only a 
backfire from a car. But 
I just gave my neigh-
bors another reason to 
call me crazy. Yup – 
you guessed  it. Forgot 
to put on my robe and 
walked outside in my underwear. 
It’s a good thing I don’t sleep in 
my birthday suit.

I walked back inside, got 
dressed and headed over to see 
Flo for some early morning 
java and perhaps some French 
toast. As I walked in the door I 
could hear Flo screaming in the 
kitchen… again. Luckily, it was 
early and the diner almost empty; 
only the old admiral was there, 
and he’s almost deaf.

Well, if you remember my last 
story, there was a mouse incur-
sion in the diner. This time it 
wasn’t a mouse, but a rat. At this 
point I was thinking I should have 

brought my bat, but I grabbed a 
broom on the way back to the 
kitchen. There he was, sitting 

there bold as brass, as if he 
was purposely teasing Flo. I 
swatted at him and he took 

off under the stove. I helped 
Flo down from her perch and 
told her I needed my morn-
ing cup of joe after the ex-
citement. I went back to my 
regular stool, sat down, and 
then my phone rang. Yes, it 

rings at all hours of the 
morning. 

The voice on the other 
end said he was a contractor 
who was doing a bathroom re-
model in some big wig’s home. 
He said they had a problem with 
the shower in the master bath and 
thought it might be leaking, since 
he saw some water spots on the 
opposite wall to the shower. He 
told me he needed someone with 
some test equipment to see if it 
was leaking. I told him I could 
look at it right away. He said, 
“Thanks, see ya later.”

I arrived at the home, or 
should I say castle. The place 
was huge. It was almost the size 
of the Biltmore House in North 
Carolina. I parked the old Woody 

in front of the house and was im-
mediately greeted by a short, 
stout gentleman. He was wearing 
a t-shirt with his company name 

on it, so I assumed he was the guy 
who called me. 

800-575-4401www.BBIndustriesLLC.com

Item # 1023

CS-40 5” WET STONE SAW
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Each

5” VIPER 

TURBO BLADEFREE

The FLEX CS-40 wet tile saw is made for use in the 
stone, tile and glass industries. The powerful 12 amp 
motor makes it possible for the saw to cut through 
any tough material. This saw is also equipped with 
a high quality water-feed system that will eliminate 
the harmful dust particles common in dry cutting 
applications. 

 SPECIFICATIONS CS 40 WET  

 Motor 12 Amp

 Max. Disc Diameter 5”

 Bevel Cut 0-45
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• 12 Amp
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FLEX Wet Stone Saw thru 
August 31, 2021
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Flex Distributor 
In The Stone Industry
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If part of your business model includes remodeling bathrooms, 
you may recognize the clues in this wall space behind a shower.
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Continued from page 16

Katie Jensen has been 
chosen as the 2020 
Natural Stone Institute 

Person of the Year. 

Natural Stone Institute CEO Jim 
Hieb explains why Katie was this 
year’s choice. “She stepped up to 
help the association overcome ob-
stacles, presented new ideas, and 
constantly focused on the big pic-
ture while inspiring others to do 
the same.” As a tireless volunteer 
and dedicated leader, Katie was 
a natural choice for this year’s 
award. She serves on the Natural 
Stone Institute’s board of direc-
tors and joined the executive lead-
ership team as secretary in 2021. 

Her association contributions 
in 2020 include much more than 
serving on the board of direc-
tors. Katie was instrumental in 
her company donating stone to 
multiple Gary Sinise Foundation 
R.I.S.E program homes for se-
verely wounded veterans. She 
also inspired the association to 
create a natural stone Lookbook 
to streamline how R.I.S.E. 

recipients select natural stone for 
their homes. Katie then person-
ally contacted several quarries to 
solicit their involvement and con-
tributions to the program. 

When asked about her reasons 
for being so involved, Katie re-
plied: “It is important to give 
back to the industry. It helps me 
be more well-rounded. I am able 
to interact with many different 

people at many different levels in 
the industry.” 

During the early phases of the 
COVID-19 pandemic, Katie 
participated in weekly round-
table discussions with industry 
peers offering insight for the as-
sociation’s executive board and 
CEO. She served as a mentor in 
the Women in Stone Mentorship 
Program and assisted in key 
meetings with U.S. Senators ad-
dressing legislative issues import-
ant to the industry. 

Knowing that membership is 
the lifeblood of any association, 
Katie deployed the full resources 
of her company in 2020 to market 
membership to its suppliers and 
customers. In that effort, she led 
all volunteers in recruiting com-
panies to join. She highlights the 
importance of membership within 
the Natural Stone Institute by 
saying: “It’s important to connect 
with those like-minded individu-
als who are also fabricators, dis-
tributors, and suppliers. You’re 
able to learn from one another. 
There are so many resources that 
the Natural Stone Institute offers, 
and really the further that you ap-
ply yourself, the more that you 
are able to enact change and be a 
better person for your company.” 

Her long list of 2020 industry 

Katie Jensen Receives 2020 
Person of the Year Award

Katie Jensen, NSI 2020 
Person of the Year

© MARK ANDERSON. www.andertoons.com

“Yes, I’d say your sunburn is pretty inflamed.”

involvement includes participat-
ing in several educational webi-
nars and offering support to the 
association’s presence at KBIS. 
She has also provided helpful in-
sight and donations to the Natural 
Stone Foundation, the charitable 
arm of the Natural Stone Institute.

Pam Hammond, Natural Stone 
Institute Executive Assistant 
to the CEO, worked alongside 
Jensen on several projects and de-
scribes her as “someone who has 
great marketing prowess, is head 
of 21 locations across the south-
eastern USA, and mother to 4 
children. She’s a dynamo!”

In her own words, Katie de-
scribes why her commitment to 
the industry correlates to the suc-
cess of her company. “It’s really 
not about the dollars and cents. 
I’ll be honest, I truly love what I 
do. I’m passionate about natural 
stone.”

The Natural Stone Institute is a 
trade association representing ev-
ery aspect of the natural stone in-
dustry. The current membership 
exceeds 2,000 members in over 
50 nations. The association of-
fers a wide array of technical and 
training resources, professional 
development opportunities, reg-
ulatory advocacy, and network-
ing 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.natural 
stoneinstitute.org. 
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Time for a 
Career Change

A pet dog who vanished for two 
days after being ejected from 

a vehicle during a car accident has 
been found apparently doing the 
job it was bred to do — herding 
sheep.

Linda Oswald’s family and 
their dog, Tilly, were driving 
along Idaho State Highway 41 
one Sunday when they crashed 
into another car, launching the 
dog through the rear window, the 
Spokesman-Review reported.

The unharmed but stunned dog 
then ran away, prompting an im-
mediate search with at least six 
complete strangers who witnessed 
the crash and pulled over along the 
highway to help, Oswald said.

“People just kept going out,” 
Oswald said, noting that the search 
lasted about 10 hours before the 
family went home. “We were sore 
and exhausted.”

Oswald said the family then 
wrote a Facebook post that in-
cluded a picture of the 2-year-old 
border collie and red heeler mix, 
and more than 3,000 people shared 
the post.

That’s when Tyler, Travis and 
Zane Potter recognized the dog 
in the photo as the same mys-
tery dog they saw on their family 
farm, south of Rathdrum. Both the 
Potters and Oswald think Tilly was 
drawn to the farm and their sheep.

“I think that dog was trying to 
herd,” Travis Potter said.

Oswald said if it weren’t for the 
post, he would likely still be out 
there, happily herding sheep.

http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
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Continued from page 17
I grabbed my test kit and my 

tool box and walked over to 
greet him. He pointed at the old 
Woody, and smiled and shook his 
head. We bumped elbows and we 
headed inside. He led me through 
what seemed like a museum. We 
walked by all kinds of statues and 
weird, modern sculptures. 

However, the bath looked like 
it was done in the 1950s, includ-
ing the pink tile and pink toilet 
and sink. Brought me back to my 
childhood. He opened the shower 
door and right away I smelled a 
familiar odor. At that point I had 
my suspicions on what the issue 
could be. I turned around and 
asked him where the moisture 
was coming from. He led me out 
of the bath and around the cor-
ner to a long hallway. On the wall 
right opposite the shower was a 
dark spot. I pulled out my mois-
ture meter to verify it was wet, 
and it was off the scale. I rubbed 
my chin and commented that 
it sure would be nice to see be-
hind this wall. He smiled and said 
it was my lucky day, since they 

The Stone Detective
were going to tear the walls out 
today. “Great,” I said. “Can we 
start here?” as I was pointing to 
the suspected moisture area. 

He motioned to one of his men 
who was standing there watching 
my inspection to start tearing the 
wall out. His guy took a sledge 
hammer and put a big hole in the 
drywall. I asked him to stop, took 
out my flashlight, and what I saw 
is what I expected to see. In the 
wall space was a little piece of 
waterproof membrane and some 
rat droppings.

I looked down at the droppings 
and pointed, and said,  “You dirty 
rat!  You’re the guy that  killed 
my shower!”   The guy with the 
sledgehammer gave me a blank 
look. I guess you would have to 
be a James Cagney buff to get the 
reference. 

Anyway, you’ve probably 
guessed it – the rats were chew-
ing into the liner, creating a small 
leak. My prescription was to tear 
out the shower and redo it, but 
first call an exterminator to get 
rid of the rats. 

Another case solved for this 
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crazy ole stone detective. You 
know, that makes two significant 
rat incidents in one day… I won-
der if this is the year of the rat? 

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

Send your comments to 
fhueston@stoneforensics.com.

After nearly five decades of 
blowin’ in the wind, a dou-

ble Bob Dylan album finally has 
a direction home: A man living 
in San Francisco has mailed the 
vintage vinyl back to an Ohio 
library 48 years after it was sup-
posed to be returned.

Howard Simon recently sent 
the album along with a letter to 
Heights Libraries apologizing for 
his tardiness, according to a news 
release from the library system 
outside Cleveland.

Simon checked out Dylan’s 
“Self Portrait” album in 1973 as 
an eighth-grader at a University 
Heights middle school. Simon 
says he found it between two 
other Dylan albums in his per-
sonal vinyl collection.

“As a recent retiree, I am taking 
the opportunity to turn my atten-
tion to some of the many vignettes 
of life that by dint of career and 

Like a Rollin’  
Stone: Bob Dylan 
Album Returned 

48 Years Late

family have been neglected these 
many years,” Simon wrote. “I am 
returning with the letter an over-
due item by my count, approxi-
mately 17,480 days overdue as of 
this writing.”

His letter says the album cover 
is a little battered after traveling 
with him from University Heights 
to San Francisco with various 
stops in between, but the library 
says the records themselves re-
main in “great shape.”

Simon also sent the library a 
$175 replacement fee for “Self 
Portrait” along with an album he 
recorded, “Western Reserve,” for 
possible inclusion in the library’s 
collection.

The library bore no hard feel-
ings, or sense that Simon wasted 
their precious time, essentially 
telling him in the press release 
don’t think twice; it’s all right.

“The funny thing about this 
is that we don’t charge overdue 
fines anymore–as long as we get 
the item back, we see no need to 
penalize people,” branch man-
ager Sara Phillips was quoted as 
saying. “We’re grateful that Mr. 
Simon returned the record. I’d 
said we can now call it even.”

mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective
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Rugo Stone in Lorton, 
Virginia has been 
named the recipient 

of the 2020 Grande Pinnacle 
Award for their work on the 
Trinity Church Wall Street 
Altar & Chancel Restoration 
project in New York City.

Located at the crossing of 
Wall Street and Broadway, 
Trinity Church is an his-
torical structure that for 
174 years has served New 
Yorkers as a place of wor-
ship. During 9/11 the church 
served as a shelter from the 
debris caused by the col-
lapse of the first World Trade 
Center tower. 

Trinity Church needed a 
variety of upgrades, includ-
ing complete conservation 
and restoration of the Gothic 
Revival chancel and the his-
toric Astor memorial altar. 

Rugo Stone was selected to 
dismantle and conserve the 
Astor memorial altar based 
on extensive experience in 
stone and mosaic conserva-
tion and restoration. Their 
task was to carefully dis-
mantle the marble and the 
mosaic which formed the al-
tar. The mosaic panels, be-
lieved to have been created 
in the 1870s by acclaimed 
Italian mosaic artist Antonio 
Salviati, are considered 
priceless, as is the Vermont 
statuary marble altar. 

Rugo Stone carefully cat-
aloged the altar by 3D scan-
ning it in place, and then 
dismantled and transported 
it to their carving studio. 
Over the next 6 months, ar-
tisans carefully cleaned and 
restored the damaged pieces, 
as well as produced new col-
umns, hand-carved capi-
tals, performed dutchman 
patches, and new gilding, all 
to create a new configura-
tion for an ADA accessible 
altar mounted to a new steel 
frame. 

The team also sourced new 
Caen French limestone to 
recreate rear wall missing pi-
lasters and base, which was 
particularly challenging as 
the original Caen limestone 
was quarried in the 1860s. 

Rugo Stone Receives 2020 
Grande Pinnacle Award

RUGO STONE
Trinity Church Wall Street 

Chancel & Altar Restoration 
New York, NY

____________________

Rugo Stone  
Lorton, VA

Grande Pinnacle
RENOVATION/RESTORATION



slippery rock gAzette August 2021  |  21  

EXTEND YOUR

STAY & PLAN A

VISIT TO THE

GRAND CANYON!

ACCOMMODATIONS AT RANCHOS DE LOS

CABALLEROS (2 NIGHTS)

ALL MEALS

WELCOME RECEPTION

SPEAKERS & EDUCATIONAL SESSIONS

NEW PRODUCT ROUNDUP

AWARDS RECEPTION

LEISURE ACTIVITIES INCLUDING A HAYRIDE &

COWBOY COOKOUT

AND MORE!

 

 

REGISTRATION INCLUDES:

 

AT RANCHO DE LOS CABALLEROS

A LUXURY DUDE RANCH IN SUNNY ARIZONA

ANNUAL

CONFERENCE

ANNUAL

CONFERENCE

Saddle Up for ISFA's 

BROUGHT TO YOU BY THE INTERNATIONAL SURFACE FABRICATORS ASSOCIATION

REGISTER NOW AT WWW.ISFANOW.ORG



22 |  August 2021 slippery rock gAzette

Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

I have a great backstory 
to this month’s article. 
It’s no secret that I am 

getting up there in years, as 
they say. However, I do still 
have my 17-year-old daugh-
ter at home (my 25-year-old 
daughter got married back 
in February), and I want to 
make as many lasting mem-
ories as possible with my 
youngest daughter before 
she flies the coop, too. So 
as any responsible and 
upstanding seniors should 
do, my wife and I recently 
purchased an RV. That’s 
right, a recreational vehicle! 
So that confirms the fact 
that I am getting old…

basic operation of the RV.  
The next morning we 

were up and after some last 
minute operational infor-
mation, we were headed 
down the road by 7am. 
We stopped and topped 
off the diesel, propane, and 
grabbed some doughnuts 
(these weren’t required but 
we opted for them anyway, 
lol) and headed north to-
wards the Flagstaff area. 

Of course the Phoenix 
area was hot, even though 
they were having a cool 
spell, in the lower to mid 
90s. As we traveled north 
and higher in altitude, it be-
came cooler, say the lower 
to mid 80s. We decided to 
check out Sedona and what 
a quaint little town it was. 
It was full of southwestern 
artsy stores and restaurants. 
It was our first stop and we 
had a great time walking 
the main street down and 
back, perusing the authen-
tic Indian-made jewelry and 
handwoven textiles.

That night we lucked out 

It just so happened that 
one of my wife’s good 
friends, who resides in 
Phoenix, Arizona, had a 
nice Mercedes Winnebago 
that she agreed to part with. 
She gave us an extraordi-
narily good deal that we 
couldn’t pass up. So the 
three of us flew to Phoenix 
and picked up our new toy. 
It was immaculate and with 
less than 15K miles on it. 
We spent the night with her 
and she tutored us on the 

My family set out to visit the geologic wonder of the 
Grand Canyon National Park, among other destinations. 
The information graphic below explains the different 
layers of stone deposits in the Oak Creek Canyon section 
of the park.

and found a beautiful camp-
site in Oak Creek Canyon, 
just off 89A. This was the 
theme of the entire trip as 
we had no reservations and 
COVID was still winding 
down. These are important 
issues and they plagued us 
for the rest of the trip, al-
though we were able to 
overcome. After all, we 
were in a fully self-con-
tained RV, right?  

The next day we took in 
the vastness of the Grand 
Canyon from the south rim. 
I have seen it several times 
now and it blows my mind 
every time. Carved by the 
Colorado River, it is 277 
miles long, up to 18 miles 
across, and 1 mile deep. I 
sure am glad I got to see it 
with my wife and daugh-
ter. You just can’t compre-
hend it without being there 
in person.

So, this begins the geology 
part of the trip. The Grand 
Canyon is composed of all 
three basic rock groups. 
Geologists claim that mil-
lions of years ago, igne-
ous and metamorphic rocks 
formed the base (Vishnu 
Metamorphic Complex) 
of the canyon upon which 
layer and layer of different 
materials formed the sedi-
mentary walls. The young-
est rocks are on top, which 
is referred to as the princi-
ple of superposition.  

Believe me folks, when 
I tell you, geology doesn’t 

get much more majes-
tic than looking across 
the Grand Canyon with 
your family. Everywhere 
you look, you see the nat-
ural beauty of the land-
scape. Hues of red and 
buff sandstone, limestone 
(Coconino), and schist at 
the Vishnu Complex, are 
almost in every direction 
you turn.

So as we departed the 
Grand Canyon National 
Park (the campground in 
the park was full, naturally) 
we started to realize that 
we needed a place to camp/
park for the night. We had 
remembered seeing a pri-
vately run campground 
back before the park en-
trance. We lucked out 
again and got a campsite 
with full services (about 
$65/night). We walked to 
the restaurant just out front 
and got pizza. We then 
came back to the coach and 
watched a movie. Ah, this 
is the life! 

The next morning, we 
were up and ready to roll 
by 7 a.m..Next stop, Bryce 
Canyon. Hoodoo City! If 
you aren’t familiar with 
the legend of the hoodoos, 
the story goes that the 
Legend People, who lived 
in this land long before the 
Europeans and even the 
native people who were 
found there, were a glut-
tonous group who ravaged 
the land and took more 

than they needed.
Now, they also lived in 

the time where gods like 
Coyote oversaw the land. 
Coyote was a trickster and 
so he invited the Legend 
People to a great feast. They 
showed up in their finest 
garb and jewelry, but be-
fore they could eat even one 
bite, Coyote cast a curse on 
them that turned them all to 
stone. To this day they are 
trapped in the stone of the 
Hoodoos.

Of course, with our mod-
ern geological understand-
ing of the hoodoos, we can 
explain what happened by 
science. They are basically 
pillars of sandstone created 
by the processes of uneven 
weathering and erosion. 
For about 200 days a year 
the region experiences both 
above and below freez-
ing temperatures, which 
allows ice and rain to cre-
ate the hoodoos by freezing 
(expansion) and thawing. 
This process, known as ice 
wedging, starts to break 
apart rocks, first into walls, 
then windows, and finally a 
fully formed hoodoo.

Our guide at the park also 
explained that the top layer 
on the hoodoos is com-
posed of dolomite, which 
is harder than the sandstone 
below it, and therefore pro-
tects it, somewhat, and ends 
up looking something like a 
mushroom cap.

Geologic Adventures in America

Please turn to page 23

Our new toy for exploring this great country!
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This story only covers a 
few geological highlights 
of our wonderful trip and 
I know that this may not 
qualify as a true stone res-
toration and maintenance 
article. However, after 40 
years in this business, I 
tend to look at everything 
through lens of the industry 
that has been so good to me 
and others. For example, 
when I walk into any es-
tablishment, the first thing 
I see is the floor, counters, 
vertical surfaces, detailed 
architecture, etcetera. I am 
always evaluating hard sur-
faces to see what they are, 
what has been done regard-
ing maintenance, and what 
should be done. So imag-
ine how entertaining it was 
to see stone everywhere I 
looked!

All things considered,  
this trip was a welcome 
break from the lockdown 
life of 2020. If there’s one 
thing I’ve learned over the 
past year, it is enjoy being 
with your family and living 
life!

As always, I recommend 
submitting a test area to 
confirm both the results 
and the procedure prior to 
starting a stone or hard sur-
face restoration or main-
tenance project. Also, the 
best way to help ensure suc-
cess is by partnering with a 
good distributor, like BBI, 
that knows the business. 
They can help with tech-
nical support, product pur-
chase decisions, logistics, 
and other pertinent project 
information.

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 dec-
orative concrete restoration 
and maintenance. He helped 
develop some of the main 
products and processes 
which revolutionized the in-
dustry, and is currently the 
Director of Operations for 
M3 Technologies.

 

The expanse of this landscape is just too vast to comprehend without seeing it for 
yourself. Just look at all those hues of limestones and sandstones! 

The unusual beauty of the hoodoos in Bryce Canyon National Park were created by 
millions of years of natural weathering, and, specifically ice wedging in a freeze-thaw 
cycle taking place over eons. 

Stone Restoration and 
Maintenance Corner

The other side of the canyon (north rim) is many miles 
from where I am sitting, on the south rim.

Continued from page 22

You may fool all the people 
some of the time; you can even fool 

some of the people all the time; 
but you cannot fool all of 
the people all of the time.

– Abraham Lincoln
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Please turn to page 25

One of the newest quarry operations in North America,
Kasota Stone works to deliver a new granite deposit of 
rare quality to the international and domestic market: 
Superior Northern  — a sparkling “black” granite.

A New Discovery Reveals World-Class Granite 
in Minnesota: Superior Northern

Jake Barkley appears to be 
perched on the edge of his 
seat. In a Zoom conversation 

with Barkley and his colleagues 
at Kasota Stone, the vibe is one of 
casual intensity and sharp focus. 
Much of the stone industry rests 
on centuries-old quarries with a 
multi-generational history of oper-
ations, but Kasota Stone emerged 
only seven years ago. “We’re kind 
of breaking in on the scene” says 
Barkley, the principal founder of 
the company.

Barkley and his team bring 
forth an unusual business model, 
a collaboration with the State of 
Minnesota, and a clearly-articu-
lated determination to grow and 
thrive.

“How do we scale up and grow 
this business at a rapid rate to be 
able to compete at a national and 
international level?” asks Barkley, 
reflecting on the question that’s 
driven him for the past seven years. 
“That kind of stuff just doesn’t 
happen by accident.” 

Core Values
Kasota Stone adopted an ap-

proach called Entrepreneurial 
Operating System, which is a 
framework to help companies un-
derstand their goals so they can 
stay focused on their main purpose. 
Business decisions are centered 
around a set of core values, which 
Barkley recites: “Commitment 
to excellence, tenacity to deliver, 
empowered optimism, problem 

solver, and family.” He adds, “It 
kind of sounds squishy, but for us, 
it’s real.” 

The best place to see the val-
ues in motion is to look at the 
people at the company. “One of 
our strengths is our people,” says 
Barkley. “In the quarry business, 
there is nothing easy that happens 
here,” he says, acknowledging that 
it’s one of the toughest jobs he’s 
ever had. “Some of these folks just 
work their tails off and tenacity to 
deliver is first and foremost one 
of our best core values,” he says. 
“We’re super proud of that.”

Keeping Company Culture 
Vibrant During COVID

During the pandemic, “big get 
togethers just haven’t happened” 
says Barkley, “which is like the an-
tithesis of building your culture.” 
Undeterred, the management team 
has been facilitating mobile, out-
door lunch gatherings for each de-
partment. “Colin makes a mean 
lunch that nobody can resist,” says 
Barkley with a grin, referring to 
Colin Kimball, the company ‘in-
tegrator,’ who oversees the var-
ious departments throughout the 
company.

Kimball sets the stage: “Bring a 
big grill, cook a bunch of burgers, 

Karin Kirk 
usenaturalstone.com
Diagrams © Karin Kirk.
Photos Courtesy Kasota Stone

cook a bunch of brats, laugh a lit-
tle bit, poke fun at each other, blow 
a little bit of wind in everybody’s 
sail and then get back to work,” he 
says. “It’s all about engaging with 
people at a real human level.” 

Brandon Archer, Director of 
Sales and Marketing, jumps in with 
a recent anecdote, “We did one in 
January and it had to be 15 degrees 
outside and Colin and I were cook-
ing burgers. It was fun. When you 
bring some dedication and actually 
go out to deliver – people appreci-
ate that.” 

Perhaps a healthy appetite is an 
unspoken addition to Kasota’s 
core values. “We’ve got a bunch 

The discovery was no acci-
dent. Minnesota’s Department of 
Natural Resources is charged with 
finding and managing mineral re-
sources in the state. A state geolo-
gist identified the sparkling black 
granite as one with market poten-
tial, and Kasota leased the land 
from the state and began quarrying 
in 2015.

The stone has few joints or frac-
tures, and can be extracted in large, 
flawless blocks. Barkley describes 
quarry faces over 100 feet long and 
40 feet tall with no irregularities or 
cracks. “And the color is consistent 
the whole way,” he adds.

If you want to please your geol-
ogy friends, Superior Northern is 
called anorthosite. The term ‘black 
granite’ is a geologic oxymoron, 
because by definition granites are 
light colored. Superior Northern is 
made almost entirely of dark grey 
feldspar. Feldspar crystals have 
flat surfaces that reflect light, and 
the larger the crystals, the bigger 
the wow-factor. Depending on the 
surface finish, Superior Northern 
can have a subtle glint, a holo-
gram-like twinkle, or a brilliant 
gleaming sparkle.

Barkley recalls that the geologist 
who found the deposit “went bon-
kers for it because he knew what 
we had in there,” he says. “It was 
the find of a lifetime.”

of big, strong eaters on our 
team,” Kimball mused.

‘The Find of a 
Lifetime’

Kasota’s initial foray 
into natural stone pro-
duction was a limestone 
quarry at the company’s 
headquarters in Mankato, 
Minnesota. In the last few 
years they’ve opened to 
two new granite quarries 
in northern Minnesota –
Superior Northern granite 
near Ely, and a green gran-
ite quarry near Isabella. 
Barkley describes the 
company’s Superior 
Northern granite as “a de-
posit of rare quality.” 
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Sawing an exposed granite 
cliff face before dropping and 
processing the raw blocks.

Superior 
Northern

Continued from page 24 

Amid Mining Controversy, 
Quarry is ‘A Win’

Public opinion in the rural Ely 
area is sharply divided over pros-
pects for a new copper mine. Mining 
for metallic ores has a tragic legacy 
of land and water that remains con-
taminated for generations to come, 
forcing residents to choose between 
economic gain and environmental 
loss. But that dilemma is thankfully 

farther apart by about an inch each 
year. 

But the Midcontinent Rift stopped 
rifting, and geologists still aren’t 
exactly sure why. After around 20 
million years the action stopped. 
An ocean wasn’t destined to sep-
arate Wisconsin and Minnesota 
after all, and North America re-
mained united as a single continent. 
Geologists call this a ‘failed rift,’ 
which seems a bit judgmental.

The Midcontinent Rift left behind 
a layer 10 miles thick of various ig-
neous and volcanic rocks. Today, 
old lava flows form beautiful cliffs 
along the north shore of Lake 
Superior. An expanse of dark col-
ored, dense igneous rock now sits 
north of Lake Superior, called the 
Duluth Complex. Most of the rocks 
in the Duluth Complex didn’t erupt 
like lava. They were formed in vast, 
underground pools of magma that 
cooled slowly over millennia. As 
the magma cooled, the semi-mol-
ten rock separated out into layers of 
different chemistries and densities. 
Pockets of metallic elements settled 
to the bottom of the magma cham-
ber. Today, ores of nickel, cop-
per, and platinum are found in the 
Duluth Complex, setting the stage 
for mining. 

Duluth Complex
Around 1.1 billion years ago, the 

North American continent literally 
began to tear itself in half. Driven 
by a plume of heat rising up through 
Earth’s mantle, the landscape 
that straddles today’s Minnesota-
Wisconsin state line cracked open, 
with Minnesota heading northwest-
ward, and Wisconsin pulling away 
to the south. This feature is called 
the Midcontinent Rift, and it was 
potentially the birth of a new ocean.

As the tectonic plate started to 
rupture into two pieces, basal-
tic lava oozed up and filled in the 
cracks. The plate stretched further 
apart, more lava seeped in, and the 
sequence repeated. The stretched 
and broken crust created a low area 
in the landscape; a basin, if you 
will. This process went on for mil-
lions of years, and the basin wid-
ened and eventually filled with 
water. The Atlantic Ocean was 
formed the same way, and is still 
continuing to widen today, pulling 
Europe and North America ever 

moot when it comes to a granite 
quarry – natural stone is inert and 
nonpolluting. 

“We can do what we do with-
out releasing any sulfur and with-
out discharging water that has 
contaminants in it,” says Barkley. 
Quarrying stone “is something 
you can do here that benefits eco-
nomics and the community and the 
state, but we’re not doing all these 

harmful things along the way”
Barkley says that people in the 

region are “hypersensitive to heavy 
metal mining,” and the topic is 
fraught with conflict. Amidst that 
controversy, the quarry offers a 
more agreeable option. 

“We’re viewed as kind of a big 
win for this type of work in this in-
dustry,” he says.

From Stones to 
School Funding

Mining royalties are an important 
economic contribution to the state 
of Minnesota. Companies that ex-
tract minerals and rock from pub-
licly-owned land pay a royalty to 
the public coffers. The Superior 
Northern quarry sits on School Trust 
land, which means that the royalties 
help fund the state’s school system. 
In 2020, Minnesota’s School Trust 
lands generated $28 million in roy-
alties for public education. 

“It’s a pretty good deal,” says 
Barkley.

Please turn to page 29
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The Slippery Rock Marketplace

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

Fast. Flexible. Financing.
Ascentium.Info/Rock2021

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

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

www.NoLiftSystem.com
503.212.4034

Sales@NoLiftSystem.com

Visit our website for pricing
and more information

#NoLiftSystem

See the No Lift System 
in action on YouTube!

See the No Lift System 
in action on YouTube!

LOWER INSTALL COSTS

INCREASE PRODUCTIVITY

REDUCE INJURIES

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

STRONGER. SAFER. SMARTER.

ECONOMY TRANSPORT CART
ETC-8448

WWW.GROVES.COM    SALES@GROVES.COM    800.991.2120

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

Makita 9565CV SJS
5” Industrial VS Grinder

Omni_SRG_AT2_Marketplace_AD_v2_120820

ALWAYS AMERICAN.

omnicubed.com (530) 748-3120

ENGINEERED. MACHINED. ASSEMBLED.

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

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

https://fabricatorscoach.com/

https://fabricatorscoach.com/

It starts with 
a free 
assessment...

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

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

GET YOUR ASSESSMENT

Coverings Announces 2021 
Rock Stars Winners

• Blakely Dent, RID, 
Commercial Sales Specialist, 
Florida Tile, Lexington, Ky.
• Annie Llerena, Branch 
Manager, D&B Tile 
Distributors, Doral, Fla. 

Fabricator Category (1):
• Steven Miranda, Production 
& Facilities Manager, 
NOVUS Building Services, 
Sterling, Va. 

Installer Category (3):
• Ken Ballin, Owner, Skyro 
Floors, West Creek, N.J.
• Mikaela Fedor, Owner, Tile 
Titan LLC, Bath, Pa.
• Nick Struzik, Owner/Setter, 
Syndicate Tile and Stone, 
Burr Ridge, Ill. 

Manufacturer Category (2):
• Adam Abell, Senior Market 
Manager – Tile & Stone 
and Surface Prep Products, 
Bostik, Wauwatosa, Wis.
• Sarah Williams, Marketing 
Director, iQ Power Tools, 
Perris, Calif. 

Retailer Category (2):
• Meagan Jensen, Co-
Owner, Bella Pietra Design, 
Honolulu, Hawaii
• Nicolas Valderrama, Sales 
Manager, Casa Linda Tile & 
Marble, Miami, Fla. 

Trade Assoc. Category (2):
• Christopher Ellis, Tile, 
Marble, Terrazzo Field 
Representative, Bricklayers 

& Allied Craftworkers 
Local 1 WA/AK, Lacey, 
Wash.
• Amanda McMillan, 
Director of Member 
Experience, Rockheads 
Group USA, Beachwood, 
Ohio. 

Other Category (1):
• Jennifer Diliberto 
Riquelme, Senior 
Development Chemist, 
MAPEI Corporation, 
Deerfield Beach, Fla. 

The 2021 Coverings 
Rock Stars were recog-
nized Wednesday, July 7, 
in the Coverings Lounge, at 
Coverings 2021. Featured 
programming created for 
young professionals in-
cluded an interactive ses-
sion from Dahlia El Gazzar, 
founder of Dahlia+Agency, 
on social media, content 
creation and how to brand 
oneself in the marketplace. 
Past Rock Star winners 
were involved in the ses-
sion, speaking about how 
their careers and personal 
growth have changed since 
winning the coveted award.

“These young profession-
als have already made im-
pactful contributions to the 
tile and stone industry in 
their careers,” said Jennifer 
Hoff, president of Taffy 
Event Strategies, the show 
management company for 
Coverings.

Continued from page 10 Vi
BBIndustriesLLC.com    800-575-4401

There’s a new Viper in town
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The Slippery Rock Classifieds

For your subscription requests, 
address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

Visit www.stoneforensics.com

Become a Stone & Tile Inspector
Stone Forensics is now offering its 

popular Stone Inspection Seminar 
as an affordable, self guided Power-
Point presentation. 

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

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

Call 321-514-6845 Visit www.stoneforensics.com

Troubleshooting 
pitting and spalling, 
moisture and rust 
damage will be 
covered in Dr. Fred’s 
4-day, in-depth 
class.

For Sale

2003 Marmo Elettro Meccanica 
Dynamica Bridge Saw. Condition is 
“Used.” Programmable cutting saw for 
marble and granite. Motorized turning saw 
head for cross cuts. Tilting and Rotating 
Table. Can email pictures upon request. 
Machine available for inspection. Email  
info@emco-williams.com .

___________ 

Help Wanted

Countertop Template Technician. $35 
Hour Cape Cod. This position will be 
responsible for accurately measuring and 
creating templates for residential projects 
using an LT-2D3D digital laser template 
machine. Ideally, the Countertop Template 
Technician will have construction expe-
rience, stone experience, and be able to 
determine if worksite conditions are suit-
able for stone installation. Projects include 
fireplaces, countertops, bathroom vani-
ties and custom fabrications; person must 
be very well versed and able to do cus-
tom projects. Contact: Fabio DeOliviera, 
fabio@globalcapecod.com .

___________

Stone Fabricator position in Beautiful 
Bend, Oregon. Relocate to one of 
the top places to live in the country, 
Bend, Oregon! Baptista Tile and Stone 
Gallery is looking for an experienced 
stone fabricator. Join our team and 
enjoy full benefits, a competitive wage, 
and Central Oregon outdoors. Room 
to grow within the company. Must be 
comfortable with wet polishers and 
grinders, follow shop work orders, 
drawings, and templates to meet prod-
uct specifications of quartz and natu-
ral stone. Contact: Manuel Baptista at 
541-382-9130 EXT. 306, baptistatile-
andstone@gmail.com .

___________

Experienced Marble Tile Installers 
Needed. Please apply at 1820 N. Lime 
Ave. Sarasota, FL 34234, contact: John 
Stewart, 941-955-9536, or send resume to 
teresa.europeanmarble@gmail.com .

___________

Installer Helpers Needed. Marble & 
Granite installer helpers needed. No expe-
rience necessary. Will train. Benefits 
include medical, paid vacation, sick time 
and profit sharing. Please apply at 1820 
N. Lime Ave. Sarasota, FL 34234, con-
tact: John Stewart, 941-955-9536, or 
send resume to teresa.europeanmarble@
gmail.com .

___________

Experienced Shop Help Wanted. 
Experienced shop help wanted. Salary 
commensurate with experience. Benefits 
include medical, paid vacation, sick time, 
holiday pay and profit sharing. Please 
apply at 1820 N. Lime Ave. Sarasota, FL 
34234, contact: John Stewart, 941-955-
9536, or send resume to teresa.european 
marble@gmail.com .

___________

The Wild West is Calling for Digital 
Templaters and Stone Industry 
Professionals! Digital Templater and 
other positions available in the Colorful 
Colorado Rocky mountains! An indus-
try leading Granite, Marble, and Quartz 
fabricator and installer based in Colorado 
Springs, Colorado, is seeking talented 
candidates for numerous full-time posi-
tions. Candidates with Proliner and Stone 
Industry experience are encouraged to 
apply! Please e-mail Morgan Hanes at  
morgan@planetgranite.us to inquire 
about job openings!   

___________

HIRING STONE FABRICATORS & 
INSTALLERS. Alpha Stone Designs is 
a busy fabrication shop in South West 
Florida. We are looking for experi-
enced fabricators and installers, full-
time. Offering top $$$ 20-30 per hour. 
Apply in person: 4723 Exchange Ave, 
Naples, FL 34104. Contact: Bill Brisc,  
239-530-0400, alphastonedesigns@
earthlink.net.

___________

URGENT: HIRING STONE 
FABRICATORS & INSTALLERS. 
Triple D Marble and Granite  is a busy 
fabrication shop in South Florida. We 
are looking for full-time employees 
who have experience and positive atti-
tude. Offering top $$$ 20-30 per hour. 
Apply in person: 931 NW 12th Avenue 
Ft. Lauderdale, FL 33311. Contact: 
Rosalia Di Giovanni,   954-536-0407, 
accounting@tripledmg.com.

___________

Fabricator Help. Looking for stone fab-
ricator for exterior stone in North NJ. 
Looking for experienced person work-
ing on bridge saws and routing tools, 
bluestone, limestone, sandstone, rock-
facing and thermaling stone. Please 
send email to Todd Zecher,  201-376-
7606, toddz@bergenbrick.com.

___________

Laser Templator. Create digital tem-
plates using a LT-55 XL Laser Template 
System and assemble templates that 
would serve as exact dimensions for 
the stone/granite/marble applications, in 
conjunctions with the job specifications. 
Spaces can be measured in AutoCAD. 
Drawing must be verified and mak-
ing sure that all structures are prepared 
to accept the chosen medium. Must be 
able to email the PDF & DSX files to 
the office for approval and fabrication. 
Contact: Anthony Fimiani, 216-310-4324, 

afimiani@firenzastone.com.
___________

Natural Stone Fabricator. This position 
will operate machinery or use power 
tools to assemble product according 
to specification. Operate power equip-
ment to move product around in the 
warehouse or production line, put prod-
uct away in the warehouse, or unload/
load product. Review and confirm job 
packet specifications and drawings. 
Correct defects identified by a quality 
inspector. Learn and demonstrate skill 
on new equipment; become certified. 
Contact: Anthony Fimiani,  216-310-
4324, afimiani@firenzastone.com.

___________

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

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

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

2021 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

September 2021 Friday, July 23, 2021

October 2021 Friday, August 20, 2021

November 2021 Friday, September 24, 2021

HELP WANTED
Quarry Apprentice

Vermont Verde Antique’s Rochester 
quarry is looking people interested in 
a challenging and rewarding career in 
the dimension stone business. No ex-
perience necessary, basic construction 
experience is desired. We will provide 
training in quarry techniques, equip-
ment operation and safety procedures. 
This is a full-time position with many 
opportunities for advancement with a 
growing company involved at all levels 
of the stone business. 

HELP WANTED
Manager

Vermont Verde Antique’s Rochester 
quarry is looking for a full-time quarry 
manager. VVA is a growing multifac-
eted company involved in quarrying, 
distribution and advanced fabrication 
of stone products. We are seeking an 
organized and energetic individual 
looking for an exciting career. A back-
ground in the construction industry is 
essential, will train in quarrying and 
safety procedures. Compensation and 
benefit package based on experience 
and performance. 

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

• 77 TON SPLITTING FORCE 
• 15.75” BLADE LENGTH
• 13.78” SPLITTING HEIGHT
• 6.02” PER SECOND DESCENT  
• 7.09” PER SECOND RETRACT              
• TESTED and PRESSURES SET PRIOR TO SHIPMENT
• CURRENTLY IN STOCK, WHITEHALL, NY 12887

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 400 X 350 70t

$43,600.00 USD
While Supplies Last

EXW Whitehall, NY

Used Bridge 
Saw Wanted

BB Industries is looking for a used 
bridge saw to set up a dedicated 
testing area. If you have a bridge 
saw in good condition located in 
the EAST TENNESSEE area and 
you’re upgrading your shop, BBI can 
take it off your hands! 
Please contact Andrew Geronimo 
at 800-575-4401, a.geronimo@
BBIndustriesLLC.com and make a 
reasonable offer. We’ll pick it up.

Join Us 
Each Month!

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

mailto:info%40emco-williams.com?subject=Marmo%20Saw
mailto:fabio%40globalcapecod.com?subject=Countertop%20Tech%20
mailto:baptistatileandstone%40gmail.com?subject=Fabricator%20Position
mailto:baptistatileandstone%40gmail.com?subject=Fabricator%20Position
mailto:teresa.europeanmarble%40gmail.com?subject=
mailto:teresa.europeanmarble%40gmail.com?subject=
mailto:teresa.europeanmarble%40gmail.com?subject=
mailto:teresa.europeanmarble%40gmail.com?subject=
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mailto:morgan%40planetgranite.us?subject=
mailto:alphastonedesigns%40earthlink.net?subject=
mailto:alphastonedesigns%40earthlink.net?subject=
mailto:accounting%40tripledmg.com?subject=Stone%20Fabricator%20position
mailto:toddz%40bergenbrick.com?subject=Fabricator%20Help
mailto:afimiani%40firenzastone.com?subject=Laser%20templator
mailto:afimiani%40firenzastone.com?subject=Natural%20Stone%20Fabricator
mailto:publisher%40slipperyrockgazette.net?subject=Advertising%20in%20the%20Slippery%20Rock
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mailto:mike%40vtverde.com?subject=Quarry%20Manager%20Position
mailto:a.geronimo%40BBIndustriesLLC.com?subject=
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Migliore Award
F O R  L I F E T I M E  A C H I E V E M E N T

Barbara Cohen
Miller Druck 
Specialty Contracting

Barbara Cohen (Miller 
D r u c k  S p e c i a l t y 
Contracting) has been 

named the recipient of the 2020 
Migliore Award for Lifetime 
Achievement. Barbara makes 
history as both the first woman 
to receive this award and the first 
second-generation recipient (her 
father, Malcolm Cohen, received 
the award in 2005.)

Barbara Cohen has been called 
many things: a force of nature, a 
true leader. In a letter nominat-
ing Barbara for this award, her 
colleague Kim Dumais wrote: 
“There are many individuals who 
have positively contributed to 
the success of the Natural Stone 
Institute and to the natural stone 
industry. Yet few have done it 
over the span of several decades 
as well as her.” 

Barbara entered the stone indus-
try in the 1970s, joining her father 
Malcolm in the family business 
then known as Domestic Marble 
and Stone. Her father was a big 
inspiration to her. She reflected 
that he gave her an opportunity to 
lead “in a time when it was un-
popular for a woman to take over 
ownership of a company, to work 
in an industry that I love.”  

Barbara has been a role model 
for women in a male dominated 
industry, in a time when there 
were few women in positions of 
authority or management. She 
supported people from all walks 
of life, regardless of where they 
were from, only wanting to see 
people who worked with stone 
do better and to learn from each 
other by being involved in the 
association. 

During her board service 
Barbara contributed not only to 
strategic guidance, but also led 
the development of the “Color 
Plate” books and stone refer-
ence guides. She also provided 
substantial contributions to the 
version IV update to the iconic 
Dimension Stone Design Manual. 
Tennessee Marble Company pres-
ident Monica Gawet, who served 
with Barbara on the board, called 
her a “true leader for all of us in 
the industry, male or female.”

Barbara became president of the 
MIA in 1998. During her term, 
she was committed to improving 
the association’s image by striv-
ing to have the most inclusive 
membership possible with the 
widest net of global representa-
tion on the board, so the industry 
would broaden its opportunities. 

She was instrumental in improv-
ing the association’s technical ser-
vices, particularly as she saw the 
void that the MIA was not fill-
ing to address technical standards 
in the industry. Barbara worked 
with Vince Migliore, former MIA 
Technical Director for whom this 
lifetime achievement award is 
named, helping to establish the as-
sociation as the foremost author-
ity in technical knowledge and 
assistance.

Barbara herself is a strong tech-
nical resource and loves teaching 
everyone she meets about nat-
ural stone. Longtime employee 
Ismael Garcia affectionately calls 
Barbara a force of nature and ex-
plains her devotion to educating 
others. “You just need five min-
utes with her,” he says. “One 
story will turn into three and if 

you don’t learn 20 different things 
in those 5 minutes, something is 
wrong with you. You just need to 
sit and listen and learn.”

Barbara has always advocated 
for opportunities for leadership 
among women in the industry, 
lending her staff support to the 
serve on the Women in Stone 
Steering Committee and finan-
cially supporting the initiative to 
inspire, empower, and advance 
hundreds of women in the stone 
industry. Yet her true legacy will 
be remembered for the passion 
with which she talks about natu-
ral stone. 

“Stone has as much style as the 
clothes we wear — as the homes 
we build — as the architects can 
dream up in their beautiful de-
signs,” Barbara said.

 Her love of natural stone, lead-
ership philosophy, and contri-
butions to the association now 
known as the Natural Stone 
Institute have resulted in signifi-
cant advancements for the entire 
industry.

To learn more, visit www. 
Naturalstoneinstitute.org/
migliore. 

“There are many individuals who have 
positively contributed to the success of the 
 natural stone industry. Yet few have done 

it over the span of several decades as 
well as her.” 

Kim Dumais 
Miller Druck Specialty Contracting

“A true leader for all of us in the 
Industry, male or female.” 

Monica Gawet
Tennessee Marble Company

Malcolm Cohen and daughter Barbara Cohen. Malcolm 
Cohen was awarded the Migliore Award in 2005. Barbara 
served as MIA president in 1998.
Center: Barbara, hands-on in the Miller Druck shop.

Barbara teaching at a CEU event. Her entire career, Barbara 
has long been a staunch advocate for education in the industry. 

Past MIA presidents at 
StonExpo 2012.

http://www.naturalstoneinstitute.org/migliore
http://www.naturalstoneinstitute.org/migliore
http://www.naturalstoneinstitute.org/migliore
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Continued from page 25 

part of the society change in the last 
year might be people wanting to en-
gage with the outdoors and a sim-
pler life.” 

These changes have a direct con-
nection to their business focus, as 
Kimball explains, “Every commer-
cial project I have seen lately has an 
acute focus on how to get a great 
greenspace.”

Greenspaces can be part of a park, 
waterfront, restaurant, or busi-
ness plaza. Stone elements within 
a greenspace can include pavers, 
benches, outcroppings, and retain-
ing walls. Using natural stone em-
phasizes a connection with the 
natural landscape, and “it’s really 

substantial amounts of energy to 
manufacture. Hence, concrete ac-
counts for 8 percent of global car-
bon emissions. For natural stone, 
the only emissions come from cut-
ting, finishing, and transporting it. 
The material itself needs no energy 
inputs. 

Greenspaces Ease 
Covid Stress

As 2021 reaches its midpoint, 
many of us are still wondering 
what the evolving pandemic has in 
store for our lives. Barkley reflects 
on implications for their company 
as we shift from staying home to 
branching out again. “I feel like 

The active quarry occupies 36 
acres, within a leased property of 
120 acres. “And it is just beauti-
ful,” says Barkley. He describes 
the site as a “drive-in quarry” be-
cause the deposit juts upward from 
ground level, with almost no top-
soil above the rock. “The glaciers 
wiped it clean,” says Barkley.

“Just drive up and there’s the 
face—unreal,” says Barkley, pan-
ning his hands across an unseen 
slab of rock. “Like I said, it is rare.”

Uses of Superior Northern
The current emphasis for their 

black granite is landscape archi-
tecture, according to Archer. “We 
are having a lot of success with 
granite pavers right now,” he says. 
“Landscape is a big part of our 
business, but we do a lot of cut-to-
size architectural stone as well,” 
says Archer. 

Superior Northern is suited for 
walls, sculptures, and monuments, 
and the lack of fracturing in the 
stone makes it adaptable to many 
uses. The granite is fabricated in 
their Mankato factory, or sold as 
raw blocks and slabs. 

Superior Northern granite’s abil-
ity to produce big blocks make it 
particularly useful for large-for-
mat retaining walls, where the pri-
mary competitor is cast concrete, 
“which is a huge, huge market,” 
says Barkley.

Concrete has a cheaper upfront 
price, but Barkley explains, “a lot 
of those materials were having is-
sues after ten or fifteen years, 
from road salt and other things.” 
Over the long haul, granite out-
lasts concrete several times over, 
says Barkley. “So we’re finding a 
good niche – using stone in those 
instances where it can stand up to 
the elements.” 

Archer fills in more details, “I’ve 
gotten a lot of feedback from ar-
chitects that they absolutely love 
natural stone,” but the higher price 
can be a drawback. “We’re always 
having to coach and really help 
them to look beyond the initial up-
front costs, and consider the life-
time costs and benefits.”

“But, the other thing is we’re 
more sustainable than the con-
crete,” adds Barkley. Concrete 
production releases CO2 from 
crushing limestone, and uses 

clear that people have a heightened 
level of comfort outside,” says 
Kimball.

Archer emphasizes that the 
large blocks of Superior Northern 
are well-suited for “seat blocks,” 
and Kimball noted that schools 
are interested in outdoor benches, 
“They’re getting ready for next 
year already, where they want 
to have 4th grade reading time 
outside.”

Barkley chimes in, “You know, 
we talk a lot about how the world 
has changed in the last year and 
a half, well, people have changed 
too. A lot of people are exhausted 
right now and they are realizing 
that there’s more to life.”

Barkley takes the conversa-
tion full circle by linking back to 
the company’s vision. “Our pur-
pose is to enrich lives and enhance 

communities. We want to bring 
people together in these greenspa-
ces. If we can be a part of that, we 
want to be.” 

An outdoor gathering place for 
family, friends, and impromptu so-
cializing amongst natural elements 
may be just the tonic for a weary 
society.
Barkley adds, “And it is my belief 
that this trend is going to outlive 
the virus.”

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

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

Left & Bottom: dropping a shelf 
of high-quality, durable Superior 
Northern granite. The stone 
cleaves into large blocks with 
few fissures, and is a suitable re-
placement for concrete outdoor 
projects such as large-format re-
taining walls and seating benches.

Superior 
Northern

http://usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=Slippery%20Rock%20article
mailto:karinkirk%40gmail.com?subject=Slippery%20Rock%20article
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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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BACA PURE
Water Filtration Systems 

www.BACAsystems.com
8 5 5 - 8 4 7 - 7 3 3 0

101 PREMIER DRIVE
ORION TOWNSHIP, MI 48359

Taking care of your water in your fabrication facility is 
essential for better polishing, faster cutting and preserving 
your machines. BACA PURE is a Water Filtration System that 
will save you thousands on your water bill and provide grey 
and clear water where you need it in the shop with steady 
pressure all day.

 No cleaning your collection pit
 No cleaning trenches 
 No maintenance downtime 
 Automatic filter cleaning stations

“This thing is awesome, 
absolutely incredible.”
James Yost Inland Counter Tops, 
Rialto, CA
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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 & 865-310-5416 
 RYE-Corp Customer Service: 865-988-3823

YOU NEED IT

WE HAVE IT!
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