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Granite and Marble 
Solutions: Using 
Automation to 
Delight Clients

When Don Benton was 
between jobs in March 
2020, he began search-

ing for something similar. After 
all, as a longtime IT guy, who had 
supported various Fortune 500 
companies much of his working 
life, surely something along these 
same lines had to be available, or 
so he thought

 “With all the COVID stuff hap-
pening, I was put out into the job 
market, and spent several months 
looking for a similar level posi-
tion, which was nonexistent at 
the time. I then realized that this 
was more of an opportunity than 
a challenge, and that instead of 
beating my head against a wall 
looking for a job, this is the oppor-
tunity of a lifetime to go do some-
thing else.”      

Always wanting to own a com-
pany, Benton, with a mixture of 
enthusiasm and trepidation, began 
soul searching, he continued. “So 
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I began looking for the right com-
pany for me, something that fit 
my lifestyle and was pandemic 
proof. I had granite in my kitchen, 
and started narrowing it down to 
my criteria, and stone fabrication 
ended up being at the top of the 
list.”

The Art of Knowing 
What’s Possible

The focus was now on Granite 
and Marble Solutions, a success-
ful 17-year-old company located 
in Alpharetta, Georgia, whose 
original owners were looking to 
implement an exit plan. “They had 
about 50 percent of their original 
people, they were making money 
even through the pandemic, and 
it was the right fit for me,” con-
tinued Benton. “Even though it 
had its complexities, it wasn’t that 
complex to jump in and under-
stand the nuts and bolts from a 
business perspective.”

Now a newbie owner, Benton 
relied on the experience of the 
employees to help carry him 
through the transition and day-
to-day operations. The shop was 
very manual and templating was 
still being done with wood sticks. 
There was a gantry saw which did 
have functionality, according to 
Benton, but not a lot. Edging, cut-
outs and coring were also done by 
hand. Once up to speed, however, 
Benton recognized that produc-
tion could use a bit more giddy-up. 
And so he began searching for 
something to facilitate the higher 
volume needed, he explained. 

“I always try to look at products 

made by American manufacturers 
first. That’s a big thing for me, and 
after looking, the biggest thing that 
wowed me was BACA’s respon-
siveness and details. They were 
just all on top of it. I think it was 
about 9:30 at night that I filled out 
their online form wanting more 
information, and by 7 am the next 
morning, I was talking to Paul 
Schuch, their salesperson. Paul is 
a very straight shooter, and really 
helped me understand the pros 
and cons of different equipment. 
We also talked in-depth about 
how the shop operates, and he 
was very helpful with understand-
ing my team. One of the things 
that pushed me towards automa-
tion was staffing. Fabricators can 
be pretty hard to find here in the 
Atlanta area, and I’m not the kind 
of guy who wants to be dependent 
on one single person.” 

   
Moving Forward

In February 2021, Granite and 
Marble Solutions added a BACA 

Robo SawJet, a dual-table, com-
bination saw and waterjet, capa-
ble of cutting and coring any slab 
material quickly and accurately. 
“My fabrication manager is like a 
kid in a candy shop when it comes 
to new toys,” continued Benton. 
“Then there’s our saw man. He 
was not resistant, but he was a 
little intimidated to be in charge 
of running the SawJet; however, 
he was still very receptive to the 
training. So it did take everyone a 
little time to get used to the differ-
ences, and we did have our grow-
ing pains, but it was worth it.” 

According to Benton, return on 
investment (ROI) was an import-
ant factor before purchasing the 
BACA Robo SawJet, because 
it was such a large investment, 
especially after just buying the 
business. However, ROI is not 
everything, he explained.

“The biggest thing that I liked 
and continue to like about BACA 
is that we have that same rela-
tionship we had in the beginning. 

Before and after remodel treatment. Granite and Marble Solutions 
puts its customers first, and bringing in state-of-the-art automation 
is part of their solution to speed up production while keeping a 
high standard of quality.

The Care & Feeding of  
Slate Flooring

Create Bold Bathrooms 
Using Natural Stone

New York City’s Hottest 
Architecture Uses Modern 
Stone Cladding

Natural Stone Institute 
Completes 38th Home with 
Gary Sinise Foundation

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

Their people are willing to give 
references and talk about stuff, 
and help me to understand how the 
shop can do things better. Paul and 
his team have been in the indus-
try, are open and consultative and 
are willing to share their knowl-
edge, and that is very important 
to me, because it keeps me and 
my company moving forward. 
Additionally, their service has 
been great! If we have an issue, 
we call them up, and they walk us 
through whatever the problem is, 
and get us back up and running. 

“For example, recently we had 
a camera go out, and they over-
night shipped one to us, and we 
were back up and running the next  
morning. So that level of service 
definitely makes me sleep better 
at night, because anytime you’re 
down, it impacts the business. I am 
happy with my decision, and the 
Robo SawJet has worked out well. 
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“Although we will do work for 
any size home, we are targeting 
mid- to high-end homes,” contin-
ued Benton. “The amount of jobs 
we are now able to produce is 
up by 10 percent, and the square 
footage is up by 30 percent. So we 
can now focus on getting some 
bigger jobs into the shop.” 

When asked if the increase in 
production created more buying 
power, Benton said, “Yes, due 
to higher volume, we are now 
targeting how to get better pric-
ing out there. I try to buy nothing 
less than a bundle of each color, 
unless it’s a custom job. I like to 
keep in stock what we think our 
customers will like. Not sending 
them out shopping is to our bene-
fit.” Benton said he currently buys 
local, but is considering bringing 
in containers in the future, add-
ing, “I’m traveling to Turkey next 

Continued from page 1
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week with one of the local ven-
dors here to look at their quarry 
and try to closely integrate to get 
some better deals and give them 
more volume.” 

Innovating and Elevating 
Production Through 

 Team Work 
Including Benton and his son, 

the company totals 15 team mem-
bers, with nine fabricators and 
two installation crews. Benton 

The BACA machine has opened 
new opportunities for us, and 
we’ve also just installed a Marmo 
Meccanica LCV711M polishing 
machine to help keep up with the 
extra output we now have.”

The Nuts & Bolts
The everything-under-one-roof 

company encompasses a 12,000 
square foot building. 3,500 square 
feet is office and showroom, fea-
turing kitchen and bath vignettes, 
while 8,500 square feet is shop 
and inventory. All materials are 
on display racks, and viewable by 
clients. 

Producing mostly residential 
work and selling through local 
builders and renovators in the 
greater Atlanta area, Granite and 
Marble Solutions range of ser-
vice is about a 30 mile radius. gives them full credit for the 

ongoing success, he explained. 
“I’m here every day, but it’s not 
essential that I be here supervis-
ing every job, and that’s a tes-
tament to the fact that the team 
keeps things running. There’s 
not a team member who has been 
here less than five years, and the 
longest tenured employee’s been 
here 17 years. We are all family, 
and everyone truly cares about 
getting the jobs done, helping 
each other out and, most impor-
tantly, keeping the clients happy 
with exactly what they need. 
That’s everyone from the sales 
team up front, to the guys pol-
ishing in the back. Sometimes 
they’ll come grab me and say, 
‘Hey, we can do this better!’ 
Maybe it’s a quality issue, maybe 
it’s a safety issue, and that helps 

to make positive changes around 
here. If we’ve got to put in some 
late hours, the whole team is 
ready to rock ‘n’ roll to 9 o’clock, 
and then enjoy a good pizza after-
wards. We have a ‘Let’s Get It 
Done!’ family atmosphere, here. 
If I had to, I could leave for three 
weeks, and everything would be 
ticking along just as when I left. 
So I can’t say enough great things 
about everyone.”

Putting the Customer First
“We truly focus on the cus-

tomer. When they leave here, I 
don’t want anyone to say one bad 
thing or even a mediocre thing. 

From left:  Don Benton and some of the Granite and Marble Solutions team with and their BACA Robo 
SawJet, installed in February 2021. Recent shop machinery upgrades include a Marmo Meccanica – 

LCV711M  Vertical Line Polisher, and a Gorbel jib crane to handle moving and loading material.

Granite and Marble Solutions

Left and Below: Installed full slab 
kitchen island. The fabrication 
team makes a quality check and 
takes measurements before pro-
gramming the stovetop cutout.

The Granite and Marble Solutions 
showroom includes kitchen 
vignettes and samples 
of in-stock colors.
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Two residential remodeling treatments of outdated kitchens, replacing 
the client’s outdated look with lighter granite and a larger island.

Granite and Marble Solutions

 I want them to be ecstatic and tell 
everyone that they paid a lot of 
money for these countertops, and 
it was the best money that they 
have ever spent. If they are not 
happy, we are going to do what-
ever it takes to make them happy, 
and it’s really worked for us. My 
senior coordinator cares about 
anything and everything about the 
process. Part of her job is dealing 
with the clients when they’re not 
happy, and turning it around to 
make it a positive experience for 
them. We can have a serious com-
plaint and we’re all worried about 
what’s going to happen, and the 
next thing we know is that we’ve 
gotten a Five-Star Gold Review in 
the end. 

“As for the future, what I’m 
looking for is a couple of things: 
what can help me drive down 
costs, and what is going to help 
me do the type of jobs that I would 
like. I recently partnered with 
a designer that is doing a lot of 
very custom homes in the Atlanta 

area, where literally everything 
is mitered. There’s not a van-
ity in every 15,000 square foot 
home that isn’t mitered. We do 
our edges in-house, but the two, 
three and four inch mitering, we 
outsource to other folks locally, 
and that gets expensive for us and 
our clients. So there’s an opportu-
nity, that if I have enough volume 
for mitering, to look at something 
that will help us to bring costs 
down, increase sales and bring 
our craftsmanship up a couple of 
notches. It’s my nature to want 
to have the latest and the great-
est and the direction I roll to, and 
I’m not one to stick to how we’ve 
always done it.”

Granite and Marble Solutions 
is an accredited member of the 
Better Business Bureau as well as 
a member of the National Kitchen 
and Bath Association.

For more information go to 
www.graniteandmarblesolutions.
com .

Training & Education
The Care & Feeding of Slate Flooring

Slate flooring is becoming 
increasing popular in the 
US, today. Years ago, the 

available slate was basically gray 
and pale and there weren’t many 
varieties to choose from. Today, 
there are literally hundreds of 
slate colors. In India alone there 
are several hundred varieties of 
slates running every imaginable 
color, as well as texture. The 
problem with slate for flooring is 
that it differs somewhat from the 
typical highly polished marble, 
limestone and granite. This article 
will explore the proper care and 
feeding of slate flooring. Sections 
of this article can also be used to 
give your customers so they know 
the proper care of their new slate 
flooring.

What is Slate?
Slate is a metamorphic 

stone, which has been meta-
morphosed from shale  
— that is, it consists of clay-like 
materials that have undergone 
change under tremendous heat 
and pressure. 

Slate can be recognized by its 
sheet-like structure.   The mate-
rial is usually thin and if broken 
in half, will flake off into sheets.  
Slate is seldom highly reflec-
tive unless a coating is placed 
on it, and its surface is usually 
uneven unless machine-sanded to 
a smooth finish.

Although slate can be pur-
chased in 12 inch x 12 inch tiles, 
the most popular size is random 
patterns of varying shapes.

For those of you who would 
like to know more, slate is made 
up of the minerals quartz and 
illite. You will also find minor 
amounts of mica, calcite and 
other minerals. Red colored slates 
contains hematite, which gives it 
the red color. Green slates also 
contain chlorite, and black and 
gray slates contain carbon and or 
graphite. The reddish tan range in 
some slates show the presence of 
iron oxides.

 
Basic Slate Floor Cleaning
OK, let’s get down to what this 

article is all about—the actual 
care and maintenance of your 
slate flooring. It is not a compli-
cated subject. In fact, most of the 
mistakes that are made, and the 

what cause most surfaces to scratch 
and mar; if we could somehow 
eliminate them, this would cease 
to be a problem.  Several studies 
have indicated that floors which are 
dust-mopped often stay cleaner and 
shinier longer.

Do dust mop your floor daily.  If 
traffic is heavy, or the floor is 
located in a commercial building, 
do it several times a day. Remember 
do not use oil-treated dust mops on 
slate flooring.

When dust mopping, be sure 
to run the dust mop in one direc-
tion only. Do not move it back and 
forth.    Think of it as pushing the 
dirt in only one direction.    When 
you have accumulated enough dirt 
and debris, pick it up with a dust-
pan and brush and take the dust 
mop outside to shake any remaining 
dust. When storing the dust mop, be 
sure to keep its head off the ground. 
Hardware store sell various hang-
ers, which are excellent for storing 
mops and  brooms.

Designate only one dust mop for 
each type of surface.  For exam-
ple, you should use one dust mop 
for your slate flooring and a sep-
arate one for other tile or wood 
floors.  Do not get the dust mop wet; 
if the floor is wet, be sure to dry it 
before dust mopping.

Purchase a good quality 
machine-washable mop and keep 
it clean. Wash it in cold water with 
laundry detergent and machine-dry.

 Welcome Mats, Rugs, 
and Walk-Off Mats          

Another important tool necessary 
for keeping dirt and debris off your 
slate floors is some type of mat, rug 
or what is commonly called a walk-
off mat.  

main reason slate flooring gets dirty 
or ruined, can be traced to simple 
neglect.

Let’s suppose you’ve just pur-
chased a brand-new car – and you 
never wash it. Soon enough, the 
paint will fade, the body will rust, 
and the car will cost you a small for-
tune to restore.  

On the other hand, if you make the 
effort to wash it on a regular basis 
and throw a coat of wax on it every 
now and then, it will look as good as 
new for years. This is exactly what 
you need to do for your slate floor-
ing. Keep it clean and protected, and 
it will last till the kids move out—
and may even be around when they 
move back in. The following main-
tenance tips will tell you what you 
need to know to make this possible.

Daily Cleaning
To keep your slate flooring in tip-

top condition, a few simple mainte-
nance procedures are necessary. For 
best results, they should be followed 
very closely.

 Dust-Mop Regularly
Of all the procedures used to 

maintain slate flooring, simple 
dust mopping is probably the most 
important.  Dust, dirt and grit are 

Frederick M. Hueston
Stone Forensics

Slate flooring is durable but resto-
ration can require special handling. 

Please turn to page 5
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Create Bold Bathrooms 
Using Natural Stone

Rose Kallas and Christine 
Morgan, partners and 
principals of Chicago-

based Two Girls and a Hammer 
LLC, have seen residential design 
trends come and go. While many 
classics, like marble, remain 
popular, the duo is noticing clients 
asking for more color. Natural 
stone is delivering.

“When people think of mar-
ble, what often comes to mind 
is white Carrara,” says Kallas. 
White Carrara is a beautiful nat-
ural stone that is popular in 
bathroom projects featured in 
magazines spreads and online. 
Some clients are stepping out of 
the box and choosing stone with 
more color and movement; Kallas 
has seen clients leaning towards 
bolder choices, such as black 
marble with white veining.

“For the past 10 years or so, 
white and grey have ruled bath-
rooms and kitchens and now cli-
ents are wanting more color in 
their homes,” Kallas says. She’s 

Megy Karydes  
usenaturalstone.com 
Photos Courtesy Two Girls 
and a Hammer and United Marble

seeing more requests for jewel 
tones including sapphire blue, 
emerald green, and bright oranges 
and yellows for cabinets. With 
that comes the desire for more 
interesting countertops, back-
splashes, and walls.

As a result, Kallas and Morgan 
admit they’re constantly on the 
hunt for beautiful natural stone 
to complement bathrooms with 
strong colors and features.

For a recent bathroom proj-
ect featuring wallpaper with a 
bold design of varying hues of 
blue, white, grey, and black, they 
installed a blue vanity with a grey 
and white veined Carrara marble 
countertop and blue veined pol-
ished Carrara marble flooring. 

Carrara marble vanity paired with a colorful wall treatment.  
Photo courtesy of Two Girls and a Hammer.
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Portable CNC Router for your Sink Cutouts

Easy to Program
P o r t a b l e   C N C   R o u t e r   f o r   L - s h ap e d   a n d   o v e r s i z e d   t o p s  
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SINKS
slowing you down?

SinkBot CNC

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

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

Cut your Sinks for 

$110 / week
less than $440 per month 

(60 payments)

A good-quality mat will cap-
ture dirt before someone walks 
on the floor.  If it is placed out-
side your door, it is only human 
nature and common courtesy for 
people to wipe their feet before 
entering the house. Studies have 
shown that it takes approxi-
mately seven steps to remove 
most loose dirt from one’s 
shoes.  For this reason, I would 
recommend placing mats both 
inside and outside.

 
 Mat and Rug Types

There are hundreds of mats 
and rugs on the market today. 
Be sure to purchase one of good 
quality. Be careful about using 
rubber- or jute-backed mats or 
rugs on slate flooring; either 
kind of backing can bleed into 
the slate, causing a stain that 
may be difficult or impossible to 
remove.  A mat should be at least 
as wide as the doorway it serves.

  Clean your mats often, daily 
if possible. Take them up and 
clean under them when you 
dust mop.  Be sure the floor is 
dry before returning them to the 
floor. Never place a mat down 
on a wet surface or put a wet mat 
on any surface.

 Damp or Wet Mopping 
All slate flooring needs to be 

cleaned. How often you will need 
to damp or wet mop will depend 
on    the amount of traffic and 
the finish (honed, coated, tex-
tured).  The following cleaning 
frequencies are recommended:

Residential:
Clean once a week.
Light commercial: 
Clean twice a week.
Heavy commercial:
Clean daily.

These are only recommenda-
tions; you will need to adjust 
the frequencies to suit your own 
conditions. For example, during 
a heavy rainstorm, dirt is often 
tracked onto the floor and should 
be mopped up as quickly as 
possible.

  

Removing Old Wax 
From Slate Flooring

Suppose your slate 
floor  has been covered with 
a wax or some other type of 
coating. How do you remove 
this coating, and what chemi-
cals should be used? The pro-
cedure used to strip a slate 
floor is relatively simple, 
and is outlined below. But 
before you run out and buy a 
chemical floor stripper, it is 
important, as always, to  find 
out what is on the floor.

  What’s On My Floor?
Today’s technology has 

delivered    hundreds of dif-
ferent types of floor coat-
ings — natural and synthetic 
waxes, acrylics, thermoplas-
tics, polyurethanes, epox-
ies, etcetera.  To choose the 
proper chemical for remov-
ing them, you must know 
what type of coating you are 
dealing with. I suggest the 
following procedure:
1. If you already know what 
coating is on the floor, con-
tact the product’s man-
ufacturer for removal 
instructions.

2.  If you have no idea what 
is on the floor, perform the 
following test. Mix one 
cup of household ammo-
nia in one gallon of warm 
water; pour a small amount 
of this mixture on the floor 
and agitate with a soft scrub 
brush. Pick up the solution 
with a wet vacuum or a dry 
rag.  Examine the area; if 
you have removed the coat-
ing, you will need to use a 
commercial wax stripper to 
remove the remaining wax. 
These coatings are water-
based and are easily removed 

with commercial strippers. 
Contact your local janito-
rial supply house and ask 
for an alkaline acrylic fin-
ish stripper. 

If the coating has  not 
been removed with the 
ammonia, there is a good 
possibility that the finish is 
urethane- or epoxy-based. 
What this means is that 
some very strong solvents 
will be needed to remove 
the finish. At this point, it 
might be wise to call in, or 
consult a professional with 
experience in this area.  

Note that it is common to 
find urethane-based coat-
ing on slate flooring. They 
can be very, very difficult 
to remove. The removal 
process may be so aggres-
sive that the surface    may 
become damaged. Always 
test a small area first to 
make sure you get the 
desired results.

  Stripping Procedure 
for Acrylics on Slate
To strip a slate floor 

with commercial alkaline 
strippers, use the follow-
ing procedure. A janitorial 
floor-buffing machine and 
a wet vacuum are highly 
recommended. Before set-
ting up to strip the slate, 
remove all furniture and 
protect painted surfaces 
such as baseboards with 
plastic drape.
1. Mix the stripper solution 
in a separate bucket, fol-
lowing    the instructions on 
the label.
 
2.  Apply the mixed solu-
tion with a string mop to 
one small section at a time. 

Training & Education
The Care & 
Feeding of 
Slate Flooring

Please turn to page 8

Continued from page 3

Test stripping a section to determine the coating.

Bob Murrell
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Ed Young
Fabricator’s Business Coach

Training & Education

IF you have implemented the 
recommendations from this 

column for the last year, then your 
business should be a cash-gener-
ating machine. You should be 
generating much more cash each 
day than you are burning. Life 
should be good!  

In fact, life can be so good at 
this level that a lot of companies 
stop improving. They are really 
happy with where they are. They 
don’t think it can get any better. 
Yet, there is a whole other level 
of ‘better’ to be had for those 
who are willing to go for it.

This new level of ‘better’ 
enables your business to:
• Generate even more cash each 
day – without increasing sales
  
• Make even more profit and 
still have the same business 
volume
 
• Have the same number of cus-
tomers, the same number of 
kitchens per day, and yet be 
even more profitable.

The foundation for making this 
work is continuously running 
your business using the recom-
mendations from my six-article 
series (SRG Nov. 2020 through 
May 2021) on improving your 
business:  
• You have a sound definition of 
your constraint
• You have a buffer management 
system that ensures your con-
straint is fed the required amount 
of Throughput Dollars ($T) 
• You are continuously reducing 
the non-value-added activities 
in your business
• You have a smooth process 
for calculating the $T for every 
order
• You are scheduling enough $T 
each day to cover your operat-
ing expense and also generate a 
profit
• You have a daily management 
routine that focuses on increas-
ing $T and delighting your 
customers.

To reach this next level, we 
need to dive into the $T for a 

How Fast Does Your 
Business Generate Cash?

in a year – running the same 
number of kitchens per day 
through your shop, with the 
same people, with the same 
machines, working the same 
hours!

Remember, this is from sim-
ply replacing one #105 job per 
day with one #110 job per day. 
Think what could happen if you 
could replace all your low $T/
hour jobs with high $T/hour 
jobs! This jump in profit is sim-
ply from understanding what 
factors determine how fast you 
generate cash.

sampling of orders. This will help 
us begin to understand the fac-
tors that determine how fast your 
business makes money. Chart 1 
shows a list of 10 orders. Note 
that I have made the sales price 
for all the orders the same, but 
these aren’t the same kitchens. 
I’m just taking selling price out of 
the analysis to make the concepts 
clearer.

From this we can see that some 
jobs obviously have higher $T 
than others. Typical factors that 
impact that difference are:
• Market segment — retail, con-
tractor, commercial
• Discount levels — different dis-
count percentages for different 
customers
• Material type — granite, quartz-
ite, porcelain, marble
• Salesperson — some sell on 
price and some sell features
• Kitchen configuration — miters, 
raised bar tops, full-height 
splashes.

However, $T per job is only 
part of the story of how fast 
your business generates cash.

Since you have defined your 
constraint and are using the above 
tools to run your business, then 
we also need to look at how these 
jobs run through the constraint. 
Assuming Install is your con-
straint, Chart 2 shows the num-
ber of hours each job requires for 
travel and installation. We then 
divide the $T for each job by the 
number of hours on the Constraint 
to get $T per Constraint Hour. 
Since the Constraint is the ulti-
mate bottleneck in your busi-
ness, we have just calculated 
how fast each job generates cash 
($T) for your business. 

Looking closely at the data, 
we see that there is still a lot of 
variability within each market 
segment. 
• Retail runs from a low of $933/
hour to a high of $1,260/hour
• Contractor runs from $780/hour 

to $1,200/hour
• Commercial runs from $857/
hour to $900/hour.

While the drivers between mar-
ket segments may be obvious, the 
drivers within segments may not. 
You will need to pull each order 
to see the job details so you can 
assess what is causing the differ-
ence. Typical factors are:
• How you price various mate-
rials: “Program” colors may be 
stocking colors that you sell by 
the square foot. “Non-program” 
colors may be special order, and 
you price them by the slab.
• Your contractor salesperson 
thinks they have to sell primarily 
on price and tends to offer more 
discounts.
• Some contractors run their busi-
ness better than others. Some 
don’t care if the tile guys are in 

the kitchen when you show up to 
install. Others manage those con-
flicts much better.
• The kitchen designs in your area 
may feature waterfall islands, 
or raised bar tops, or full-height 
backsplashes, or they may be 
simpler designs without those 
features. Your practices may 
require two trips for full height 
splashes.

Beware: The differences in $T/
hour may not look significant — 
the $T/hour for job 105 compared 
to job 110 may only be $180. 
However, when you multiply that 
by 8 hours a day x 5 days a week 
x 50 weeks a year, the differ-
ence is $360,000 per year. That 
means, if you can find a way to 
fill your shop with jobs more 
like #110 and less like #105, you 
can make $360,000 more profit 

 
 

Job Selling 
price $T $T% Market 

segment  
101 $6,000 $3,000 50% commercial  

102 $6,000 $2,700 45% commercial  

103 $6,000 $4,200 70% retail  

104 $6,000 $3,600 60% contractor  

105 $6,000 $4,320 72% retail  

106 $6,000 $3,300 55% contractor  

107 $6,000 $3,480 58% commercial  

108 $6,000 $3,900 65% contractor  

109 $6,000 $3,660 61% retail  

110 $6,000 $3,780 63% retail  

 

 
 
 
 
 

Job Selling 
price $T $T% Market 

segment 
Constraint 

hours 
$T/Const 

hour  
103 $6,000 $4,200 70% retail 4.5 $933  

105 $6,000 $4,320 72% retail 4 $1,080  

109 $6,000 $3,660 61% retail 3 $1,220  

110 $6,000 $3,780 63% retail 3 $1,260  

               

108 $6,000 $3,900 65% contractor 5 $780  

106 $6,000 $3,300 55% contractor 3 $1,100  

104 $6,000 $3,600 60% contractor 3 $1,200  

               

101 $6,000 $3,000 50% commercial 3.5 $857  

107 $6,000 $3,480 58% commercial 4 $870  

102 $6,000 $2,700 45% commercial 3 $900  

 

We spent the past year talking 
about ways that you can increase 
the amount of money your busi-
ness can make. This article 
shows you how to accelerate 
the rate at which your business 
makes money. If you robustly 
implement the fundamentals 
from the earlier articles and 
apply what we have discussed 
here, your exit strategy should 
be in fine shape!

As a fab shop owner, you 
deserve to have a business that 
makes you money and also 
allows you the time to enjoy it.  
To find out more about how to 
make more money and get your 
life back, email the author, Ed@
FabricatorsCoach.com.

Chart 1

Chart 2

mailto:Ed%40FabricatorsCoach.com?subject=Slippery%20Rock%20Article
mailto:Ed%40FabricatorsCoach.com?subject=Slippery%20Rock%20Article
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Cheryl A. Moore, PsyD
CEO, Prestige Countertops 
& Services

Are You Listening?
IN the July 2021 edition of 

the Slippery Rock Gazette, 
I submitted an article about the 
communication process and the 
barriers to communication that 
can impede this process. The 
communication barriers are re-
lated to thought processes wherein 
we either consciously or uncon-
sciously filter out information or 
let our emotions have a voice in 
the way we communicate. In this 
article, I would like to present 
some thoughts on another import-
ant aspect of the communication 
process and a way to reduce some 
communication barriers through 
active listening.

In his book, A Way of Being*, 
Carl Rogers described active lis-
tening as “creative, active, sen-
sitive, accurate, empathic, 
nonjudgmental listening.” How 
often do you find yourself listen-
ing to another individual only to 
realize you didn’t really hear any-
thing the other person said? You 
appeared to be listening, and you 
thought you were listening, but in 
reality you may have been think-
ing about what you were going to 

do after work, or what you were 
going to do on the weekend, or 
you were preparing your response 
to the person when he or she fin-
ished what they were saying. If 
we are listening to respond we 
are preparing a response based on 
what we have decided the speaker 
is going to say next, which quite 
often is not actually the case.

One of the aspects of being an 
effective leader is being an active 
listener. Active listening allows 
the leader to verify the conversa-
tion, clarify the senders message 
and encourage two-way com-
munication among others in the 
organization. An active listener 
is listening intently to the speaker 
without making premature judge-
ments or interrupting the speaker. 
The listener should be listen-
ing with the goal of empathizing 
with the speaker. One compo-
nent of active listening is a form 
of paraphrasing where the lis-
tener feeds back to the speaker 

his or her understanding of what 
the speaker just said. The listener 
would want to limit this to key 
points to minimize the annoy-
ance factor of having someone 
repeat back everything that was 
said. Rather than getting defen-
sive or acting negatively to some-
thing the speaker said, the leader 
should get clarification first. Ask 
the speaker to clarify his or her 
meaning and thought process.

The guidelines to active listen-
ing would include listening for 
total meaning, responding to feel-
ings, and noting all cues. Most 

messages have two components: 
the meaning of the message and 
the feeling or attitude underlying 
the content of the message. Both 
of these components are import-
ant in deciphering the message. 
The same words can be presented 
to a person from two separate 
people and yet be deciphered in 
a different way if the underlying 
feelings or attitudes are differ-
ent. There is a 7 percent rule that 
suggests that 7 percent of mean-
ing is the spoken word, 38 per-
cent is from the tone of voice 
used, and 55 percent is from the 
body language the speaker uses. 
Hesitations while speaking and 
inflections in the voice are also 
key indicators that should be lis-
tened for during active listening.

As organizational leaders we 
know how important and benefi-
cial good communication within 
the organization can be. Good 
communication not only helps 
build relationships and solve con-
flict, but also means fewer errors 
and less wasted time. To practice 
active listening, make it a point 
to face the speaker and maintain 
eye contact, be present in the con-
versation, keep an open mind and 
reserve judgement until you have 
all the facts, don’t impose your 

solutions too quickly, ask clar-
ifying questions, and pay atten-
tion to what isn’t being said 
through the speaker’s non- verbal 
cues. Barriers to communication 
can make it difficult to decode a 
message in the way the speaker 
intends, but individuals who 
engage in active listening tend to 
be better at receiving and deci-
phering the messages as intended.

Cheryl is the CEO of Prestige 
Countertops & Services, Inc. 
Contact her at cmoore2@ 
mercyhurst.edu  for additional 
resources in EQ studies.

*Rogers, C. R. (1980). A Way 
of Being. Boston, MA: Houghton 
Mifflin.

“The men and women in the 
Armed Forces –that’s what I 
always think about and what 
I teach my kids about. We’re 
getting ready to sit down at 
the table and have Thanksgiv-
ing, and there’s people that 
are not with their families.”  
— Guy Fieri

mailto:cmoore2%40mercyhurst.edu?subject=Slippery%20Rock%20article
mailto:cmoore2%40mercyhurst.edu?subject=Slippery%20Rock%20article
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SMED – Lean Manufacturing
Ed Hill
Synchronous SolutionsHow long does it take 

you to change a tire on 
your vehicle?  Fifteen or 

twenty minutes; maybe more. A 
NASCAR Pit Crew can change 
all four tires, fill the car with 
fuel and clean the windshield 
in less than one minute. That 
is a perfect example of the ulti-
mate changeover time. In the 
real world, that is an example of 
the dramatic accomplishments 
that can be realized with a dis-
ciplined approach to operations 
management.

In the countertop fabrica-
tion industry, most shops would 
accept a CNC router changeover 
in twenty minutes. Commonly 
those changeovers can consume 
thirty minutes or more. We often 
see significant idle time during 
the changeover because the next 
material is not staged and ready 
at the machine, or when the DXF 
and program files are unavail-
able, or when assigned workers 
are not there when the change-
over is needed. All of that is 

wasted time. 
The actual time to complete the 

changeover, if all materials, files 
and people are ready when the 
current changeover is completed 
can be dramatically improved if 
the task is properly planned and 
executed.

Single Minute Exchange of 
Die (SMED) is one of the many 
Lean Manufacturing methods 
for reducing waste in a produc-
tion process. This approach pro-
vides a rapid methodology for 
converting automated equipment 
from running the current product 
to running the next product (aka 
Changeover time).

It is always best to 
know where you are 
now before you start 

an improvement 
process.

The phrase “single minute” does 
not mean that all changeovers 
should take only  one  minute, but 
that they can take less than 10 
minutes (i.e., 9 minutes or less). 
The changeover time begins upon 
completion of the last piece on the 
current production run and ends at 
the start of the first piece on the 
next production run.

Work Sampling Study
A waterjet saw and a CNC 

router are expensive equipment 
installations. As a result, you 
should assure that you are get-
ting the most productivity per 
hour of needed runtime out of 
these machines. A good first step 
toward process improvement is to 
know how much runtime is now 
being realized in your shop. A 
realistic expectation is that these 
machines should be running at 
least 80 percent of the required 
work time each day. The other 20 
percent would be consumed with 
changeovers, rework on defective 
pieces and maintenance. Much of 
this idle time is an opportunity for 
improvement.

At any time, a machine can be 
running or not running. Those 
times can be consumed within 
several possible categories:

• It can be running on a new job 
(not a rework job).

• It can be running on a rework 
job. You don’t get paid again to 
do rework jobs.

• It can be idle (i.e., not running):
 °During a changeover on a  
 new job. This is a necessary  
 task but should be streamlined  
 to the minimum time actually  
 required.
 °During a changeover on a  
 rework job. While this is 
 occasionally required, the  
 occasions should be mini- 
 mized. Again, you don’t get  
 paid twice to do rework jobs.
 °It can be down for mainte- 
 nance. Again, this is occasion- 
 ally required, but good preven- 
 tive maintenance practices will  
 minimize the down times. You  
 should identify the core causes  
 of these maintenance delays,  
 including:

 — Mechanical.
 — Electrical.
 — Water.

 ° It can be idle while waiting  
 on material for the next  
 change-over. This should  
 always be avoided.

 ° It can be idle while waiting  
 on DXF or program codes.  
 This should always be avoided.
 °It can be idle while waiting  
 on worker(s). This should  
 always be avoided.

One way to learn how much time 
is spent on all the activities would 
be to conduct a detailed “all activ-
ity” time study over several days 
to document the time spent on each 
possibility. This is very time-con-
suming and expensive. The data 
provided by the equipment, while 
valuable and useful, does not iden-
tify all the reasons for the machine 
being idle, nor does it identify run 
time on rework. To properly know 
what is really happening, you will 
need to know the true reasons for 
every run time and idle time.

Training & Education

Training & Education

Please turn to page 10

  Do not apply more than can be 
scrubbed effectively. 

Let the stripper sit for several min-
utes; this will allow the chemicals to 
break up the coating. If the stripper 
begins to dry, add more of the solu-
tion to keep it wet.

 
3. Scrub the floor using a 175-rpm 
standard buffing machine equipped 
with a black stripping pad or strip-
ping brush (pads and brushes are 
available at most janitorial and 
rental supply houses). Continue 
scrubbing until the coating breaks 
up.  Some slate may be scratched by 
stripping pads and brushes; always 
test a small area first before pro-
ceeding with the entire project. If the 
pad scratches, your janitorial or res-
toration supply house can    recom-
mend a softer pad or brush.
 
4.  Pick up the solution with a wet 
vacuum and rinse immediately.  Use 
a separate string mop, bucket and 
wringer for your rinse water.  

5.  Examine the area thoroughly. If 
any of    the coating is still present, 
re-strip.

 
When you’re through, be sure to 

rinse the floor thoroughly; most 
alkaline strippers have a tendency to 
leave a film. Adding several ounces 
of a good neutral cleaner or stone 
soap to the rinse water will help neu-
tralize the stripping solution.

If a coating is to be applied, re-ap-
ply according to the manufacturer’s 
instructions. If a penetrating sealer 
is to be used, make sure the floor 
is thoroughly dry. Allow at least 24 
hours before sealer application.

 
 Stripping Procedure 

for Urethanes on Slate
To strip a slate floor that has a ure-

thane coating, use the following pro-
cedure. As with any floor stripping 
job, remove all furniture and protect 
painted surfaces such as baseboards 
with plastic drape.

Caution:  Some of the strippers 
for removing urethane contain 

dangerous solvents such as meth-
ylene chloride. Make sure to wear 
protective clothing and gog-
gles and to ventilate the room to 
avoid being overcome with fumes. 
Many of these strippers also 
require you to wear a respira-
tor.  These strippers will damage 
all surfaces, so make sure every-
thing is protected. If you do not 
feel comfortable using hazardous 
chemicals, I recommend you con-
tact a professional.

There are also what are known as 
“safe strippers” available that do not 
pose as much as a danger, but they 
can take a very long time to react. 
Some of these strippers require as 
much as a 24-hour dwell time to 
remove urethane effectively.

 
1. Apply the stripper with a paint-
brush or roller. Apply liberally and 
try not to reapply once you have 
place the stripper down.  Most of 
these strippers are in a form of a 
thick paste.
 

The Care & Feeding of Slate Flooring
Continued from page 5 

2.  Let the stripper sit for several 
minutes to several hours; this will 
allow the chemicals to break up the 
coating. Do not scrub the floor with 
brushes or a floor machine.  These 
strippers are flammable and machin-
ery should not be used.  You can tell 
when the stripper is working by a 
bubbling or softening of the coat-
ing. Take a metal putty knife and try 
scraping the coating. If it is soft and 
easily comes off, then it is ready to 
be removed.

3. Scrape the coating with a putty 
knife and place the softened coating 
into a metal bucket. These materi-
als will need to be disposed of in an 
approved hazardous waste container 
and will need to be picked up by a 
hazardous waste company.  Refer 
to your yellow pages under hazard-
ous waste. Some counties and cit-
ies also will take these containers. 
Call you’re your local county gov-
ernment and ask how to dispose of 
these materials.

4. Once all the coating has been 
removed restrip the slate as outlined 
above using a commercial floor 
stripper for acrylics. 

5.  Examine the area thoroughly. If 
any of    the coating is still present, 
re-strip.

When you’re through, be sure 
to rinse the floor thoroughly; most 
alkaline strippers have a tendency to 
leave a film. Adding several ounces 
of a good neutral cleaner or stone 
soap to the rinse water will help neu-
tralize the striping solution.

If a coating is to be applied, re-ap-
ply according to manufacturers 
instructions. If a penetrating sealer 
is to be used, make sure the floor 
is thoroughly dry. Allow at least 24 
hours before sealer application.

  
NOTE: It is very important that 

the slate is thoroughly dry before 
applying any finish. Placing a coat-
ing on wet slate will cause the coat-
ing to turn a milky white color.

For more topics on stone care, 
visit Dr. Fred’s blog at stone 
forensics.blogspot.com and tune 
into his weekly podcast. 

http://stoneforensics.blogspot.com
http://stoneforensics.blogspot.com
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Training & Education
SMED – Lean Manufacturing

We have developed a sim-
ple statistical sampling pro-
gram that will allow you 
to know how much time is 
occupied in all these possi-
ble categories. “Statistical 
Sampling” simply means 
that we can study the activ-
ities of a machine(s) over 
an entire work week by 
observing a statistically cor-
rect sample of randomly 
selected observations.

Our program divides the 
work week for each shift 
into 15-minute segments 
and numbers each of them. 
In a forty-hour work week, 
there are 175 15-minute 
segments. The program pro-
duces a random sampling of 
30 of these segments, which 
is necessary to achieve a 
statistically correct study. 

An observer is then 
assigned to simply walk the 
floor at the appointed times 
and record exactly what 
each machine being stud-
ied is doing. Only 30 “snap-
shot” observations over an 
entire week at about ten 
minutes per observation is 
needed to produce reliable 
statistics on what is happen-
ing at each of the machines 
being studied during the 
entire work week.

These tools, among a 
few others, can be imple-
mented together or sepa-
rately and form the concepts 
of the Lean Manufacturing 
System. 

Lean is actually a deriv-
ative of the Toyota 
Production System (TPS) 
developed by the Japanese 
auto manufacturer in the 
1970s. Lean Thinking, a 
book by Jim Womack pub-
lished in 2003, describes an 
Americanized version of the 
TPS process.

run time would be at least 75 
percent. They were surprised 
and disappointed learning of 
the true situation.

It is always best to know 
where you are now before 
you start an improvement 
process. The Work Sampling 
Study is a relatively easy way 
to know what is really hap-
pening with your automated 
equipment. This fabricator 
engaged his staff in a SMED 
project and significantly 
improved the up time of his 
equipment. A planned pur-
chase of a new CNC router 
was delayed until sales vol-
ume increased to justify it.

Lean 
Manufacturing Tactics
Overall, Lean Manufac-

turing is a systematic 
approach to identifying and 
eliminating waste through 
continuous improvement 
efforts. It is ideally suited 
for continuous manufactur-
ing processes that make hun-
dreds or thousands of the 
same item. However, many 
of its elements, like SMED, 
can be useful in the custom 
fabrication industry.

Lean Manufacturing is 
essentially a set of pro-
cess tools, each designed 
to accomplish a specific 
objective:
• Value Stream Mapping 
– Effective design of plant 
layout for optimum flow.

• Kaizen – Continuous 
improvement activities 
done in a rapid manner.

• 5S – Workplace orga-
nization and cleanliness. 
Everything has a place and 
everything is in its place.

• Total Productive 
Maintenance – 
Equipment Preventative 
Maintenance procedures.

• Kanban – Pull Mentality 
and inventory control.

• SMED – Set-up/
Changeover reduction 
activities.

Continued from page 8 

Get the Latest in
Industry News

or go to www.stonemag.com/srg

Scan the
QR code

Every 1st & 3rd Wednesday

Twice-monthly

Every month

Every 2nd & 4th Wednesday

Cut   %  Hrs/Week
Run New 61% 24.4
Run Rework 5% 2.0
SU New 18% 7.2
SU Rework 5% 2.0
Mechanical 1% .4
Water 0% 0.0
Electrical 0% 0.0
Worker 5% 2.0

  100% 40.0

Route  %  Hrs/Week
Run New 50% 24.4
Run Rework 5% 2.0
SU New 28% 7.2
SU Rework 11% 2.0
Mechanical 1% .4
Water 0% 0.0
Electrical 0% 0.0
Material 3% 1.2
Worker 2% .8

  100% 40.0

The two charts show the 
results of a recent Work 
Sampling study at one of 
our clients. Note that the 
client estimated that their 

SMED - Single Minute 
Exchange of Dies  

This is a series of tech-
niques designed to reduce 
complex set-up/changeovers 
to less than 10 minutes. That 
goal is entirely possible with 
the proper attention to the 
details of the SMED process. 

There are seven basic 
steps to reducing changeover 
using the SMED system:
1. Observe and video record 
the current methodology 
from completion of the cur-
rent changeover to the start 
of the next changeover.
2. Select a group of manag-
ers and workers involved in 
the changeover process to 
carefully review that video 
and identify the internal and 
external activities. Internal 
activities are those that can 
only be performed when the 
process is stopped, while 
external activities are those 
that can be done while the 
current production run is 
working. For example, inter-
nal activities would include:
 • Positioning PODS for the 
next run.
• Placing the cut parts on the 
router.

External activities would 
include:

• Transferring the DXF and 
program files to the equip-
ment for the new run.
Staging and organizing the 
material for the new run.
• Alerting the needed work-
ers to be ready at the instant 
the current run is finished.

3. Convert (where possi-
ble) internal activities into 
external ones. Identify 
every activity that can be 
done before the current run 
is finished. Confirm a doc-
umented plan to assure that 
those activities are com-
pleted for every changeover 

are done routinely without 
delay to the changeover.
• Assure that the needed 
DXF and/or program files 
for the new changeover 
are available BEFORE the 
machine stops.
• Stage all the material 
needed for the next change-
over BEFORE the machine 
stops.
• Assure that the neces-
sary workers are ready to 
perform their changeover 
duties immediately when 
the machine stops.

6. Document the new proce-
dure, and train/practice mul-
tiple times. Video record 
each trial and analyze it to 
identify further opportuni-
ties for improvement. You 
must make changeover 
reduction important and a 
priority for your people.
7. Do it all again. All of it. 
For each iteration of the 
above process, a 45 percent 
to 50 percent improvement 
in changeover times can 
be expected, so it may take 
several iterations to cross 

during the current run. 
Make sure that all work-
ers understand that 
these activities must 
be completed on every 
changeover.

4. Streamline the remain-
ing internal activities, by 
simplifying them and 
assuring the necessary 
staffing is ready to com-
plete the tasks.

5. Streamline the exter-
nal activities, so that they 

the ten-minute line.

The countertop fabrica-
tion industry is blessed with 
amazing technology. Saw 
jets, robotic cutters and CNC 
routers have dramatically 
improved the productivity of 
fabrication shops and have 
reduced the reliability on man-
ual workers, who are so diffi-
cult to find and retain. But the 
point is, before you spend sev-
eral hundred thousand dollars 
on a new CNC router or other 
automated equipment, first 
make sure it is your system’s 
constraint and, if so, make sure 
you are getting the most out of 
the existing equipment. And 
when you do decide to invest 
in expensive automated equip-
ment, make sure you operate 
it to its maximum capability. 
Effective reduction of change-
over times, using the SMED 
process, is one way to do that.

For more information on uti-
lizing Synchronous Flow and 
Lean Manufacturing, contact 
Ed Hill,  at 704-560-1536.
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Market Leader
6,000+ systems sold worldwide.

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

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

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

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

Lowest 5-year cost of ownership

User-friendly software requires 
no CAD experience 

Online & onsite training included

Comprehensive warranty coverage 

Overnight loaner program

#GoDigital

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

Herb
Best Buy Granite

“

TRENCH DRAINS • PITS • RAMPS
BRIDGE SAW WALLS • FLOORS

JIB CRANE FOOTINGS
MACHINE FOUNDATIONS

Protecting Your Investment!
SERVING ALL OF USA & CANADA SINCE 2005!

CALL 877.999.1175
 or 404.543.0446

FULLY  INSURED  |   ALL  WORK GUARANTEED  |   ALL  STRUCTURES ENG INEER-DES IGNED  

ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM
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Yes, folks — fall is in 
the air, and I can smell 
the decaying leaves as 

I walk out the door, headed to 
my favorite greasy spoon. You 
know the place, but I don’t think 
I ever named the diner. My fol-
lowers know Flo and also know 
the Admiral, but all the years I 
have been telling my stories I 
have never told you the name of 
my favorite dive diner. Well, I’m 
finally going to reveal it, since the 
name of this diner is a clue to the 
inspection I was about to perform. 
The diner’s name? Frank’s Corner 
Angle Diner. 

Now, I have never mentioned 
Frank since I have never met 
him, nor had I ever heard why the 
diner was named after Frank. It is 
located on a corner, which makes 
sense for that part of the name. 
But who the heck is Frank? 

I walked in from the crisp air 
and took my seat next to the Ole 
Admiral. Flo poured me a cup of 
jo and gave me that flirty smile. 
As she was pouring, I said, “Flo, 
who the heck is Frank?” She 
laughed and told me the follow-
ing story:

Frank was a math professor 
teaching at one of the local high 
schools. He would often take his 
students to this corner and teach 
them how to use a compass, and 
how to calculate angles in real 
life. He lost his job teaching and 
decided to open a diner right 
here on this corner, and hence 
the name “Frank’s Corner Angle 
Diner.” She stopped and started 

Frederick M. 
Hueston, PhD

…Discovers the Wrong Angle 

to walk away and I said, “But 
where’s Frank?” 

“Oh, Frank died a number of 
years ago,” Flo smiled and said. 
“His son took over the diner, and 
is rarely here. I pretty much run 
the place,” she said in a frustrated 
tone. Well, now you know the 
name of my favorite diner– but 
how does this fit into my latest 
inspection?  

Flo had just served my usual 
breakfast plate –ham and eggs – 
and, of course, my phone rang. 
The voice on the other end had a 
heavy accent. He sounded Indian, 
but could have been from any-
where, for all I knew. He was 
complaining about his porce-
lain floor tile. He said there 
were cracks all over it, but only 
in areas where there was a heat-
ing register, and around corners. 
He pleaded for me to come out 
and take a look to see what was 
causing these cracks. I told him 
I could be there that afternoon. I 
finished my breakfast, and said 
goodbye to Flo and the Admiral.

 I arrived at the house and was 
greeted by a short gentleman 
dressed in a traditional Indian 
Kurta. He bowed and asked me 
to follow him. I didn’t even have 
a chance to introduce myself. I 
guess he somehow knew who I 
was. Maybe it was the fedora and 
trench coat?

He led me into the house and 
onto a large format porcelain 

There’s good reason to drill a radius corner to begin a cut in 
porcelain tile. This is what can happen when you don’t.

The 64,000 square foot facility includes over 300 varieties of quartz, 
granite and marble in its slab viewing area. Additionally, a Q Premium 
Quartz gallery houses over 100 samples of the industry-leading Q 
Premium Natural Quartz collection.

tile floor. These tiles were huge! 
I took out my tape measure and 
they were four feet by three feet. 
I started walking the floor and 
noted that everywhere there was a 
heating register, there was a crack 
radiating from an inside corner of 
the cutout. I bent down and lifted 
one of the registers and right away 
knew what the problem was. 

I walked over to the homeowner 
and told him that these cracks 
were caused by cutting the tile 
with a sharp right inside corner. 
He looked at me kind of puzzled 
and I started to explain why you 
should never cut a inside right 
angle corner. Before I could fin-
ish, he started arguing with me. 
I stopped him and said, “Never 
argue about a right angle… it’s 
always right!” It took him a 
moment to figure out the joke, but 
it broke the tension and we both 
laughed. I told him the following:

“When you cut a piece of glass, 
you first score it, meaning you 
scratch it along where you want it 
to crack. This is a stress point in 
the crystal structure that is weaker 
than the rest, so a crack tends to 
run along it.

“Likewise, if you cut a square 
inside corner in a stone or tile 
slab, you have created a concen-
trated stress point where a crack 
is more likely to start. By mak-
ing instead a gentle inside curve, 
you are distributing the stress in 
that area across the curve, instead 
of concentrating it into a point. 
This in effect strengthens the cor-
ner. That’s why you see all these 
cracks. These cutouts are square 
cuts.”

I also told him, “And that’s also 
why portholes in a ship are round 
and not square, and why airplane 
windows are not square.”

He asked me to write it up in a 
report. I told him I would be glad 
to. I also told him to remember 
that three angles don’t make one 
right (LOL)! Another case solved.

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.

 

MSI Surfaces  Celebrates 
 Opening of St. Louis Showroom

MS International, Inc. 
(MSI), the leading sup-

plier of flooring, countertops, wall 
tile, and hardscaping products, an-
nounces its newest showroom and 
distribution center in St. Louis, 
Missouri. The showroom is lo-
cated at 2067 Westport Center Dr. 
St. Louis, MO 63146. The new 
64,000 square-foot facility will 
serve residential and commercial 
markets in the state of Missouri.

Benjamin Cardelli, Missouri’s 
Branch Leader for MSI, said, 
“We are expanding into new 
markets rapidly, and I’m excited 
Missouri is part of MSI’s growth 
strategy; Our breadth of product 
assortment and customer service 
is unparalleled.” 

The new facility welcomes 
trade professionals and consum-
ers to make the best product and 
design decisions for their specific 
needs. The new showroom fea-
tures products developed around 

lifestyles, trends, and budgets 
– complete with a state-of-the-
art indoor slab area featuring Q 
Premium Natural Quartz and 
Natural Stone; and bestselling 
products like Everlife LVT and 
Arterra Porcelain Pavers.

The slab viewing area includes 
over 300 colors of Quartz, gran-
ite, marble, and other natural 
stone slabs. A designated quartz 
gallery houses the industry-lead-
ing Q Premium Natural Quartz 
collection. The lineup features 
over 100 colors in an array of 
sought-after finishes like matte, 
concrete, and polished.

The St. Louis, Missouri show-
room is open six days a week, 
8:00 am to 5:00 pm - Monday 
thru Friday and between 9:00 am 
and 12:00 pm on Saturday: walk-
ins from consumers and trade 
professionals are welcome. 

For more information visit their 
website msisurfaces.com .

The Stone Detective

mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective
http://msisurfaces.com
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“That’s actually a misnomer. They’re traditionally 
made with leather over a rubber polyurethane 
bladder. Still, it does make me uncomfortable.”

Cambria and 
Cosentino 

Settle Patent 
Infringement 

Lawsuit

Cambria Company LLC and 
Cosentino Group, both 
leading producers of quartz 

surfaces, have announced a settle-
ment in the patent infringement 
lawsuit filed by Cambria.

In September 2020, Cambria 
filed a patent infringement law-
suit in the United States District 
Court of the Western District of 
Texas against Cosentino, seek-
ing damages and an injunction to 
stop the sale of products infring-
ing Cambria’s patented technology 
regarding quartz surface prod-
ucts with veins. Through litiga-
tion, Cambria has determined that 
Cosentino’s infringement of its 
patents, if any, was unintentional.

No specific terms were available 
on the settlement of Cambria’s 
action against Cosentino, although 
a news release by Cambria noted 
that it had been “fully compen-
sated by Cosentino.” As part of the 
confidential settlement, both par-
ties agree that they will maintain 
and respect their respective intel-
lectual property rights and patent 
portfolios. 

Both industry leaders reinforce 
their commitment to continue to 
defend their technology and high-
light the importance of fight-
ing against unfair practices in the 
market. 

Cambria CEO and President 
Marty Davis explains, “We have 
always had high regard for and 
good relations with the Cosentino 
company and the Cosentino fam-
ily; we are most pleased to reach 
this settlement agreement.” 

AN elderly woman in 
Okemos, Michigan, 

moved to a nursing home, and an 
auction company was hired to clear 
out her home, MLive.com reported 
in September. 

One of the items found by Epic 
Auctions and Estate Sales’ Brad 
Stoecker was a 5-foot-tall granite 

Recycled Granite headstone with the name Peter J. 
Weller on the front. Apparently, the 
woman’s family didn’t know the ori-
gin of the stone, saying they used the 
reverse side of it to make fudge. 

Stoecker eventually donated the 
stone to the Friends of Lansing’s 
Historic Cemeteries, but a geneal-
ogist was unable to find any sur-
viving family members of Weller, 
who died in 1849. However, they 
did track down his grave, which had 

been moved in 1875. That’s prob-
ably when the gravestone was lost, 
experts believe. Cemetery pres-
ervationists restored the stone to 
Weller’s current resting place and 
repaired and cleaned those of his 
family members nearby. 

“It’s kind of like a family 
reunion,” remarked  one of the 
workers. “Lots of families aren’t 
so lucky and won’t be able to get 
together this Thanksgiving.”
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Savings & Rebates
with over 40
Vendor Partners

Collaboration
Meetings (Virtual
& In-Person) 

Financial
Benchmarking
with Peer-to-Peer
Comparisons 

 

Jon Kaplan

Managing Partner

jonk@rockheadsusa.com

216-310-1569

Join Our
Best-in-Class

Network

 www.rockheadsusa.com 

Training & Education by Professionals     
        for your Management Team

Knowledge Sharing with a 
        National Network 
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“I know it’s terrible. Do you have an actual question?”

Four companies 
have joined the 
Leadership Society 

of the Natural Stone 
Foundation, an honor given 
to companies and indi-
viduals who have made 
sizable contributions to the 
Foundation. These com-
panies join Gary Mullard, 
founder of Northern 
Stone Supply, who jump-
started the Natural Stone 
Foundation’s fundraising 
efforts with a $100,000 
Diamond Level contribution 
and was the first individual 
to make a multi-year con-
tribution. Mullard was cel-
ebrated during the Natural 
Stone Institute’s annual 
Board of Directors dinner at 
TISE this June.

As of September 10, 2021, 
the following companies 
had joined the Leadership 
Society:

Camarata Masonry 
Systems

“We are pleased to sup-
port the Natural Stone 
Foundation in order to pro-
vide perpetual financial 
support for the non-profit 
and its mission of promot-
ing critical initiatives that 
increase natural stone’s 
market share, establish 
globally unified standards, 
educate design profession-
als on the use of natural 
stone and clarify the dif-
ferences between natural 
stone and other compet-
ing products.”— Kevin M. 

Four Companies Join Natural Stone 
Institute Leadership Society

Camarata, CEO, Camarata 
Masonry Systems. 

Dee Brown, Inc.
“By making this contri-

bution, I am continuing to 
do what I said I would do: 
contribute my time, talent, 
and treasure to the indus-
try that has put food on my 
table my entire life. I am 
indebted to it. I hope this 
helps get the Foundation 
off to a great start!”— Rob 
Barnes, President & CEO, 
Dee Brown, Inc. 

MSI Charitable Trust
“MSI applauds the bold 

mission undertaken by 
the Natural Stone Institute 
to create a much-needed 
global standard for natu-
ral stone. We are proud to 
support the Natural Stone 
Foundation and further the 
growth of the natural stone 
industry.”— Rupesh Shah, 
President, MSI.

Triton Stone Group
“Triton Stone Group is 

proud to support the Natural 
Stone Foundation. They are 
doing excellent work with 
promoting natural stone 
and providing education 
and resources to all those 
in the natural stone indus-
try. Natural stone is the 
backbone of Triton Stone, 
and we are fortunate to be 

able to give back to such an 
amazing organization that 
is supporting such a great 
industry,” — Katie Jensen, 
President, Triton Stone 
Group.

The Foundation is well 
positioned to begin their 
launch of a major gift cam-
paign and has obtained 
pledges from all current 
Foundation board members, 
as well as many Natural 
Stone Institute board mem-
bers and other industry 
leaders. They are on track 
to reach their goal of rais-
ing $1.1 million in com-
mitments through tiered 
donations payable over a 
three-year period. 

The Natural Stone 
Foundation is the chari-
table arm of the Natural 
Stone Institute and will 
play a critical role in help-
ing the industry implement 
innovative solutions and 
provide funding to make 
them possible.    In 2021, 
the Foundation has under-
written several webinars 
and provided funding for 
the ISO initiative. To learn 
more about the Foundation, 
view a full list of donors, 
and learn how you can 
make a donation, visit 
www.naturalstoneinstitute.
org/foundation.  

http://www.naturalstoneinstitute.org/foundation
http://www.naturalstoneinstitute.org/foundation
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Last month, I gave y’all (is 
my Southern showing?) 
some tips to help with 

everyone’s personal COVID 
Fatigue:

• Move more (dance, walk, exer-
cise, etcetera)     
• Change the way you think (sit-
uation acceptance)
• Listen to music (whatever 
moves you)
• Talk about it (not just to your-
self, but someone else)
• Filter out negative input (neg-
ative people, news, social media).

These are just some of the 
recommended ways to get you 
through your own situation. If you 
watch any sort of programs like 
the Today Show or Good Morning 
America, COVID Fatigue and 
how to deal with it are in the news 
more and more these days. You 
might pick up a few other tips 
from those platforms as well.

This month, I’m looking at an-
other side of COVID Fatigue: 
Worker Fatigue a.k.a. Worker 
Stress. This is what happens to 
people who are overburdened 
and over-stressed, working long 
hours to keep the company they 
work for functioning as normally 
as possible. It happens for multi-
ple reasons. The biggest reason is 
due to lack of co-workers, either 
because people are out sick, or the 
business can’t find people to fill 
open spots. 

I’ve seen it more than once, 
recently. I called a friend not 
too long ago, and the stress in 
her voice was obvious from the 

• Trouble sleeping
• More tardiness or absenteeism
• Slower reflexes.

So now you find yourself sad-
dled with doing the work of two, 
three, or four or more people. 
What can you do as an employee 
to help yourself? It is recom-
mended that you make a list of 
all your duties and then prior-
itize. Bank deposits or invoicing 
may be more important than writ-
ing thank you notes or filing. If 
you are unsure what is the most 
important, ask your manager. If 
more than one boss is asking for 
your help, explain your situation 
to all involved and come up with 
a game plan together. 

Another thing you can do is 
get organized. During stress-
ful times, things sometimes 
fall through the cracks, making 
the stressful time more stress-
ful (which is the last thing you 
need). Organize your workspace 
or company vehicle. Not having 
to search for a tool or report cuts 
down on the time you spend on 
a task. 

Make notes as you go along. If 
you have to make daily or weekly 
reports of any kind, it’s much 
quicker to scan your notes than 
it is to try and remember some-
thing you did 6 hours ago or 6 
days ago, especially since mem-
ory issues often plague fatigued 
workers. Also, if you have a ver-
bal conversation with anyone that 
results in some kind of needed 
action, make a note so it doesn’t 
fall through the cracks, and you 
don’t have to circle back and try 
to remember. Notes don’t have to 
be written. Send yourself a text 
or an email. Put a note app on 
your phone (I love my note app). 
Use your Google calendar. Do 

moment she picked up the phone. 
She explained that three people 
were out sick, and she was try-
ing to do the work of four people. 
Unless she can transform into 
Wally West or The Flash, there 
is no good ending here. Time and 
physics will not allow one person 
to become four, or duplicate the 
work of four in the same amount 
of time. 

It happened to my own son. He 
manages a department of people 
who are on the move, all day, 
every day. He had two open spots 
in his department, and then two 
of his people went out sick. He 
and one of his employees were 
trying to do the work of six peo-
ple! Again, time and physics were 
against them. 

Now in truth, these situations 
can probably be handled in the 
short term with some teamwork 
and overtime, but as the situation 
continues or grows worse, the 
more likely worker fatigue will 
set in. With the variants kicking 
our as*** and businesses having 
difficulty hiring, Worker Fatigue 
is on the rise. 

Worker Fatigue does come with 
some recognizable symptoms: 
• Repeatedly being tired after a  
 good night’s sleep
•  Constant bad moods or  
 irritability
• Headaches
• Lack of motivation or a lack  
 of care about doing a good job
• Memory issues

whatever works for you for notes 
and reminders. 

Rely on email or texting when-
ever possible. Texting and email-
ing create a verifiable record of 
what was said or agreed to. That’s 
better than trusting it to a stressed-
out, overworked memory. 

Try to develop a schedule for 
yourself. Now, for spontaneous 
people (like me), this can be dif-
ficult, but it helps. Knowing that 
at 2 pm you need to do a certain 
thing for a certain amount of time 
helps to keep things in order. Or, 
everyday on your way back to 
work or home, check your gas 
gauge. It’s easier to fill up at the 
end of the day than during rush 
hour in the morning, or when you 
are rushing to try and keep an 
appointment.

 
Take little mini-breaks during 

the day to rest your mind. I 
don’t mean jump in the car and 
cruise around town. Go outside 
for two or three minutes, walk 
around your area for a minute, 
something to get the blood flow-
ing and rest your eyes and brain. 

Try to leave work at work. 
If you carry it home with you, 

the stress will follow you home 
as well, affecting not only you, 
but also your family. No bueno. 
Try to use the commute home to 
shift from work to home. I turn 
the radio up, sing along and take 
the long way home. You do what 
works for you. 

Bosses, supervisors, managers 
and owners: you can help. Worker 
Fatigue can affect the bottom line 
of your company in many ways. 
Mental issues can lead to bad 
decisions costing your company 
time and money. Dulled reflexes 
lead to accidents. However, there 
are things you can do to help.

Train all your employees about 
Worker Fatigue. Not only how to 
recognize it, but things you can do 
in a proactive attempt to prevent 
it. Try to keep schedules as con-
sistent as possible and allow for 
consecutive days off. Keep the 
workspace cool and as full of nat-
ural light as possible. Don’t rely 
solely on your go-to guy or gal. 
Spread the extra work around as 
evenly as possible. If necessary, 
be prepared to do some training. 
Be understanding about little 
mini-breaks. Be involved with 
the extra workload. Don’t just 
delegate, pitch in. Lastly, show 
your employees you appreciate 
the extra effort. Smiles, pats on 
the back and thank yous go a long 
way toward attitude and morale. 
Of course, there are other things 
you can do as well. Find what 
works for you and your company. 

These are trying times for lots 
of reasons. Let’s all just try to 
be more aware and react accord-
ingly. Healthy employees help 
make a good company.

Please send your thoughts on 
this article to Sharon Koehler at 
Sharonk.SRG@gmail.com.

                                         

Sharon Koehler
Stone Industry Consultant

SmileI’m Tired, You’re Tired,
We’re ALL Tired – Part 2

“H ow  far you go in life depends 
on your being tender with the 
young, compassionate with 

the aged, sympathetic with the striving 
and tolerant of the weak and strong. Be-
cause someday in your life you will have 
been all of these.”
GeorGe WashinGton Carver

mailto:Sharonk.SRG%40gmail.com?subject=Slippery%20Rock%20Article
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NEW & IMPROVED! 
for 2021

EZ Installation Cart

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

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

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

Item# 4051

For any size and height 
countertop or island installation. 

For more information, call or go online at :

No hydraulics or 
electronics needed!

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

  •Height Adjustment:  
    34”-42”

SEE THE

VIDEO

BBIndustriesLLC.COM

Natural Stone Institute Completes 
38th Home with Gary Sinise 

Foundation

The Natural Stone 
Institute has pro-
vided natural stone 

and fabrication services for 
its 38th 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 Petty 
Officer Second Class Doc 
Jacobs and his family in 
California were provided 
by Pacific Shore Stones 
and Marjan Stone.

Jacobs enlisted in sum-
mer 2004. After a year of 
Navy Corpsman training, 

Natural stone and fabrication for U.S. Navy Petty Officer 
Second Class Doc Jacobs and his family in California 
were provided by Pacific Shore Stones and Marjan Stone.

he was assigned to a unit 
and sent to Ramadi Iraq. 
On February 25, 2006, 6 
months into his 7-month 
deployment, Jacobs was 
severely injured in an 
IED explosion. Early in 
his Company’s patrol, a 
Humvee was struck by an 
IED. After switching vehi-
cles and rearranging mem-
bers, they headed back 
to base. On the way, his 
Humvee was struck by a 
triple stack IED, which 
took two lives, left two 
soldiers as amputees, and 
resulted in other seri-
ous injuries. Jacobs was 
medevaced through Balad 
Surgical and soon trans-
ferred to National Naval 
Medical Center Bethesda 
via Landstuhl. After three 
months in Bethesda receiv-
ing critical surgeries, he 

began outpatient recovery 
and transferred to Naval 
Medical Center San Diego.

Jacobs was determined 
to continue his service. 
He fought to achieve his 
goal, becoming the Navy’s 
first amputee Corpsman 
and of all Navy Personnel 
to return to a deployable 
infantry unit. However, 
after several jaw surgeries 
left metal in Jacobs’ face 
and mouth, he was deemed 
undeployable by the Navy.

Soon after, he chose to 
retire from the Navy to 
pursue dreams and goals in 
other areas of life. 

Companies interested 
in getting involved with 
future projects are encour-
aged to email Rise@natural 
stoneinstitute.org.

To learn more, and to see a list of all Natural Stone 
Institute members who have donated their time, prod-
ucts, and services to this cause, visit www.naturalstone 
institute.org/RISE. 

mailto:Rise%40naturalstoneinstitute.org?subject=
mailto:Rise%40naturalstoneinstitute.org?subject=
mailto:www.naturalstoneinstitute.org/RISE?subject=Tell%20me%20more%20about%20the%20RISE%20Program
mailto:www.naturalstoneinstitute.org/RISE?subject=Tell%20me%20more%20about%20the%20RISE%20Program
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NOW’S THE TIME
to take advantage of the  

IRS Section 179 Tax Deductions  
on the Purchase of Large Equipment 

Before 2022!

Act 
Now!FINANCING

AVAILABLE!

Material Handling

CNC Dressing Machine

Bridge Saw

Lifters

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

Shop Equipment

Call Your BB Industries 
Representative to Learn 

More About How These Tax 
Deductions Can Work for You!
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Item# 68005
Item# 68006

SKIL SPT79-00 7” Worm 
Drive Skilsaw for Concrete

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

USE

WET 
OR 

DRY

Power Through EVERY Job with

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

Continental Cut Stone in 
Florence, TX has earned 
certification to the Natural 

Stone Sustainability Standard 
(NSC/ANSI 373). The company 
has achieved Gold status for their 
quarry, which extracts Cordova 
Cream and Cordova Shell lime-
stone, and Silver status for their 
fabrication facility, which pro-
cesses limestone from raw blocks 
of stone into usable building 
materials. 

Rob Teel, President of 
Continental Cut Stone com-
mented: “It has been a goal of 
mine to get our companies certi-
fied for a number of years. I have 
been involved with the Natural 
Stone Council since its inception 
and believe that stone has a great 
story to tell. We are proud of our 
staff, especially Kristin Cannon, 
for working through the process 
with the help of Tom Cleveland. 
Our hope is that others will con-
tinue to follow suit and get 

certified.”
The Natural Stone Sustainability 

Standard was first published 
in 2014 by the Natural Stone 
Council. Ownership of the stan-
dard transferred to the Natural 
Stone Institute in early 2021, 
marking a significant opportu-
nity to raise awareness about the 
standard within the design com-
munity and helping to position 
natural stone as a solution for 
green building goals. 

Quarriers and natural stone fab-
ricators can look to this multi-at-
tribute industry standard to 
identify ways to improve sustain-
ability efforts in their operations. 
Through NSF’s third-party verifi-
cation, companies can certify their 
compliance to the standard’s met-
rics, which include human health 
and safety, corporate governance, 
and environmental responsibil-
ity. By defining best practices 
for land reclamation, adaptive 
reuse, and management of excess 
materials and waste, the standard 

NSF International  is an inde-
pendent, global organization 
that facilitates the development 
of standards, and tests and certi-
fies products for the food, water, 
health sciences and consumer 
goods industries to minimize 
adverse health effects and pro-
tect the environment. Founded 
in 1944, NSF International is 
committed to protecting human 
health and safety worldwide. 
With operations in 180 coun-
tries, NSF International is a Pan 
American Health Organization/
World Health Organization 
(WHO) Collaborating Centre on 
Food Safety, Water Quality, and 
Indoor Environment. 

NSF’s National Center for 
Sustainability Standards facil-
itates the development of stan-
dards, product category rules 
(PCRs) and protocols in a con-
sensus-based stakeholder pro-
cess. Input from manufacturers, 
suppliers, regulatory agencies, 
environmental organizations, 
procurement professionals, 
product specifiers, customers 
and academia achieves accep-
tance and support for these mar-
ket-changing standards.

ensures that natural stone com-
panies are being good stewards 
of the land.

To learn more about the Natural 
Stone Sustainability Standard 
and source certified natural 
stone, visit www.naturalstone 
institute.org/sustainability.

The Natural Stone Institute is 
a trade association representing 
every aspect of the natural stone 
industry. The current member-
ship exceeds 2,000 members in 
over 50 nations. The associa-
tion offers a wide array of tech-
nical and training resources, 
professional development 
opportunities, regulatory advo-
cacy, and networking events. 
Learn more at www.naturalstone 
institute.org. 

Continental Cut Stone Earns 
NSI Sustainability Certification

Nit-Pick Much?

Ethiopia’s Derara Hurisa was dis-
qualified for wearing the wrong 

shoes after winning the recent Vienna 
Marathon.

The 24-year-old Hurisa crossed the 
line first by three seconds but was 
later told he had been disqualified 
because the soles of his shoes were 1 
centimeter (0.4 inches) thicker than 
the maximum 4 centimeters allowed.

Organizers said Hurisa had reg-
istered another shoe that met race 
rules, but switched to the shoes he 
had used in training to run the actual 
marathon.

“I can’t say at the moment why he 
didn’t run in the shoes that were spec-
ified in the form,” race coordinator 
Johannes Langer said. “Perhaps he 
didn’t think the rule was important.”

Leonard Langat of Kenya, who 
had originally finished second — in 
2 hours, 9 minutes, 25 seconds — 
was declared the winner.

Betesfa Getahun of Ethiopia and 
Kenya’s Edwin Kosgei completed 
the top three.

Vibian Chepkirui of Kenya won 
the women’s race in 2:24:29.

http://www.naturalstoneinstitute.org/sustainability
http://www.naturalstoneinstitute.org/sustainability
http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
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Unique 25mm 
segments have 
a fang pattern, 

a diamond array 
that lasts, with the 

ability to cut natural 
and engineered 

stone with speed!

NEW!

When you need to cut fast, cut consistently, 
and strike at your production, Viper Vibora 
is ready to get to work.

will be the bridge saw blade 
that you need and trust.

• Consistently Cuts with Fast Speeds and Long Life

• Cuts Natural and Engineered Stone

• Miters: Reduce Feed Rate by 30 percent

• Available in 14”, 16”, and 18”

• 25mm Segments

• Wet Use Only

NTCA, Archi-
tectural Record 

Establish Online 
Tile Academy

The National  Ti le 
Contractors Association 
(NTCA) – with support 

from Custom Building Products, 
Daltile and Schluter Systems –
has partnered with Architectural 
Record in the establishment 
of a Tile Academy, which 
is part of the BNP Media 
Continuing Education Center for 
Architecture+Construction. The 
purpose of the Tile Academy is to 
guide learners in both the practi-
cal and the stylistic specification 
of tile. 

As the first webinar in the Tile 
Academy, “Designing with Tile 
and Natural Stone for Elegance, 
Vibrancy and Style,” will explore 
the specification of tile and stone 
in four unique projects. The pre-
senters will discuss how tile and 
stone met the design goals in 
unique ways, from creating visual 
excitement in a Bronx, N.Y., 
community center, to enhancing 
a stately history home owned by 
Henry Ford’s son, to elevating 
South Florida estates to a modern 
tropical elegance. 

Amber Fox, NTCA Five-Star 
Contractor Program Director, who 
spearheaded this program with 
Architectural Record said, “The 
NTCA and Five-Star Program has 
taken a new approach this year 
in our outreach. We have built a 
well-rounded program that covers 
the many layers that contribute to 
a successful project such as mate-
rial selection, installation system, 
methods and standards and how 
using qualified labor can help 
to bring all these components 
together.  We’re eager to see how 
our Tile Academy impacts the 
tile industry.” NTCA Members 
who acquire Five-Star Company 
Recognition status must com-
plete a comprehensive applica-
tion that demonstrates a proven 
track record of success in tile and 
stone installation and business 
management.

Six Tile Academy courses 
delve into known pitfalls of spec-
ification, tile industry standards 
and how to use them and the 

latest trends in tile.   The Tile 
Academy will be active for a 
year and additional webinars 
and mixed media pieces will be 
added during that time to bring 
fresh content and education to 
the A&D community. 

Visit the Tile Academy at 
www.continuingeducation.bnp 
media.com/academies/tile .

“One’s family is the most 
important thing in life. I 
look at it this way: One 
of these days I’ll be over 
in a hospital somewhere 
with four walls around 
me. And the only people 
who’ll be with me will be 
my family.” 

—Robert Byrd

https://continuingeducation.bnpmedia.com/academies/tile
https://continuingeducation.bnpmedia.com/academies/tile
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

I know that we have all 
heard about the resur-
gence of COVID under 

the “D” and other vari-
ants. It is evidently more 
contagious and has been 
spreading like wildfire. I 
personally know several 
people who have contracted 
this new strain, including 
me. Why, I even think that 
my dogs got it (from me?), 
but I didn’t have them tested 
to confirm it. 

I felt sick for a couple of 
days, just like when I orig-
inally contracted COVID 
back in early January 2021. 
This time, it was more like 
36 hours or so before I 

would be “COVID Proof,” 
so to speak. Wrong!

So, my wife got it from 
me, but I’m not sure where 
I got it. I’m old so I have 
to go to the gym 5-6 days a 
week, just to stay in shape. 
Sometimes I go out in the 
field (restoration related) to 
consult. I go out fairly often 
to eat at restaurants. And 
my secret thrill, in my old 
age, is visiting the grocery 
store at least twice a week. I 
also go to a few other stores 
(I like Tractor Supply and 
Rural King). A friend at the 
gym got it a few days after 
me, but who knows? The 
point is, this stuff is fly-
ing around like pollen in an 
East Tennessee springtime. 
I’m assuming like many 
others that this will become, 
like the flu, a regular or sea-
sonal issue that we will all 
just have to deal with. 

I am convinced that 
because I try to stay in rel-
atively good shape, that this 
has helped me fend off this 
dreaded virus on at least 

started feeling better, unlike 
last January (that bout 
lasted for several unpleas-
ant weeks). Also, this time 
around, I had my two doses 
of Pfizer under my belt as 
well. So, theoretically, my 
experience was pretty much 
what was to be expected. 
Just because you’re a nat-
ural survivor and/or vacci-
nated, does not mean you 
won’t necessarily contract 
the virus. I thought that as 
a “survivor” and having my 
current vaccinations that I 

I received my second dose of the Pfizer vaccine back in 
August, and have just recently recovered from catching 
the Delta variant. Be careful when out in the field…

two occasions that I know 
of, now. So I say with some 
experience, try to keep 
yourself in good physi-
cal condition, or at least as 
best possible. In our line of 
work, we need to be in good 
shape anyway, if you know 
what I mean? This should 
help your body’s immune 
system lessen the effects 
of the virus, if you contract 
it. Check with your doctor 
before starting a workout 
regimen.

I also take a daily multi-
vitamin and have tried to 
implement a better diet in 
the last two years. All my 
years before that I was on 
a seefood diet, you know– 
I see food and I eat it! Now, 
I eat more fruits and green 
vegetables, less red meat 
(although I love steak, ham-
burger, and most anything 
with red meat in it), and 
try to drink more water and 
fewer sodas. Once again, 
check with your doctor for 

an applicable diet plan for 
you. By the way, I have 
maintained a weight loss of 
about 30 pounds, over the 
last few years.

So according to the statis-
tics on the news, there are 
about 1 in 400 people who 
have died from COVID 
thus far. This translates to 
about 685,000 people! So 
we all know someone who 
has been affected by this 
disease. It is a serious issue 
that we must acknowl-
edge and then do our best 
to combat. Each of us has 
our political views on the 
matter, but we all need to 
push past that. Check with 
your doctor, and if you are 
immune system compro-
mised, please do what you 
can to help protect your-
self. After all, you can’t 
polish marble from a hos-
pital bed.

Let’s face it: our pro-
fession is hard work. 
It requires a degree of 

dedication and perfection-
ism. So, just like the mili-
tary, we must train to keep 
our bodies fit if we are to 
be successful. Now, I know 
that we all probably won’t 
end up at the CrossFit 
Games anytime soon, but 
nevertheless, we need to 
be mindful of our physi-
cal condition. I mean, I still 
lift heavy duty machines 
out of a van and sometimes 
upstairs. Of course , this is 
along with everything else 
that goes along with our 
business, like wet vacs, 
machine weights, etcetera. 
This ain’t easy stuff! “Hard 
work-work. Hard work, is 
what they say. Hard work- 
work. Hard work, I earn my 
pay.” Some of you will rec-
ognize this snippet from a 
cadence song…

Also, we have to be mind-
ful of our customers as well 
as our professional appear-
ance, too. 

Are You Prepared for  
Another Round of COVID?

Please turn to page 22

A healthy diet is key to staying in shape and helping your body’s immune system. Part of 
my current diet plan includes lots of leafy greens, but there are compensations (notice 
the bacon)!
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The upper crust of Cheshire, 
England is on official 
notice: Any day now, 

Cuzzin Sam is headed your way 
to claim his rightful inheritance.

Why? Because spit doesn’t lie.
A few months ago, my wife 

bought me a kit from the web-
site Ancestry.com. Following 
the directions, I spat into a little 
test tube gizmo that was included 
in the packet and shipped it to 
the lab. This gave the folks at 
Ancestry a sample of my DNA.

The results just came back. And, 
by gum, they reinforced every-
thing I’ve ever been told about 
my lineage.

All my life, I’d heard that we 
Venables originated in France. 
We filtered into England during 
the Norman conquest—quite 
likely in search of cheaper hooch; 
that French wine is high-dollar 
stuff—and somehow found our-
selves caught up in the Battle of 
Hastings in 1066.

With the neighborhood gone 
plumb to hell, English aristo-
crats threw up their hands in dis-
may. Too bad for them. Our 
clan began, uh, “intermingling” 
with the locals—you know what 
they say about the savoir faire 
of French lovers—and soon we 
established a pretty good toehold 
in the new digs.

Our surname back then 
was Venables, with an “s.” 
Somewhere along the line, the “s” 
was abandoned.

Probably, this was a techni-
cal error by some boneheaded 
British court clerk whose grasp of 
the alphabet was lacking, but we 
were too polite to make a stink 
of it and let the matter drop. Or 
maybe we were too interested in 
producing new generations, if 
you catch my drift. In any event, 
“Venable” spread through west-
ern Europe.

Ancestry.com agrees.
According to my spit, 90 per-

cent of our line traces back to 
England, Wales, Isle of Man, 
Ireland and Scotland, along with 
a smattering in Germany, Norway 
and Sweden.

I began tickling computer keys 
and uncovered a treasure trove of 
long-lost cousins—with and with-
out the “s.”

Sam Venable 
Department of Irony

Among them was Letitia 
de Venables, circa 1240, the 
“Heiress of Wymincham.” Her 
grandfather was Sir William 
Venerables, circa 1174. (Before 
the “s” got dropped, apparently 
they also had to lop off the “er.” 
Geez, people! How ’bout a little 
uniformity? 

In any case, Sir William 
Venerables was “Lord of 
Wymincham.”)

I couldn’t determine what’s 
left of Wymincham these 
days. Maybe they now spell it 
“Wincham.” All I know is I saw 
a lot of pictures of castles on the 
computer. I’ll worry about the 
details when I get there.

In fact, I don’t care if the spell-
ing is Venable. Or Venables. Or 
Venerables. Or Wymincham. Or 
Wincham.

If Cuzzin Sam went to all that 
trouble of spitting into a test tube, 
the least his Old Country relatives 
can do is cut him in on a piece of 
the action.

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

I’ll Pack Plenty of Clean 
Skivvies, Jeans and Socks

William de Venables of Bradwall

© MARK ANDERSON. www.andertoons.com

“I don’t think the oil is hot enough, Hank.”

“The bosom of America is 
open to receive not only the 
Opulent and respectable 
Stranger, but the oppressed 
and persecuted of all Nations 
and Religions; whom we shall 
wellcome to a participation 
of all our Rights and Priv-
eledges, if by Decency and 
Propriety of conduct they ap-
pear to merit the enjoyment.”   
— General George Washington

mailto:sam.venable%40outlook.com?subject=Jean-E-Ology
mailto:sam.venable%40outlook.com?subject=Jean-E-Ology
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Chinese Quartz Tariff Evasion 
Under Investigation in Texas

Continued from page 20

Stone Restoration and 
Maintenance Corner

I recommend following the CDC 
guidelines and to wear a mask (as 
well as any required PPE, based 
on the task at hand) at all times 
in a customer’s home or place 
of business. Also, be mindful of 
social distancing, where applica-
ble. Political talk around custom-
ers is almost always a no-no. You 
never know how someone actu-
ally feels or believes about a spe-
cific topic, so be careful.

On a much brighter note, looks 
like I’m finally going to be a 
grandpa this next May! I’m super 
stoked about this! I want to be 
able to spend as much quality time 
as possible with my grandchild 
(and hopefully, more to come), so 
rest assured, I will do whatever it 
takes to stay as healthy as possi-
ble. I hope and pray that you stay 
safe and healthy, too.

As always, I recommend sub-
mitting a test area to confirm both 

the results and the procedure prior 
to starting a stone or hard surface 
restoration or maintenance proj-
ect. Also the best way to help 
ensure success is by partnering 
with a good distributor, like BBI, 
that knows the business. They can 
help with technical support, prod-
uct purchase decisions, logis-
tics, and other pertinent project 
information.

Enjoy being with your family 
and live life to the fullest!

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

Me (center) and two of the world’s fittest Crossfitters at a 
charity event: Rich Froning and Chase Hill.

A Texas hard-surface 
importer faces interim 
measures from U.S. 

Customs and Border Protection 
(CBP) over possible evasion of 
the stiff tariffs on quartz-surface 
products from China.

The federal agency will con-
tinue an investigation of alle-
gations made by U.S. producer 
Cambria Company LLC last 
December concerning crushed-
glass slabs that actually fall under 
the quartz-surface tariff ruling.

The CBP ordered that import 
transactions after Feb. 1 that 
involve Houston-based Vivaldi 
Commercial LLC and Vivaldi 
Interiors LLC and the material in 
question remain open and possi-
bly subject to additional duties 
and fines.

The May 10 CBP action came 
as part of Cambria’s continu-
ing policy of identifying possible 
tariff evaders under the federal 
Enforce and Protect Act (EAPA).

The investigation involves 
material that substitutes fine-
grained, silica-based glass 
powder for quartz sand in manu-
facturing hard-surface products. 
Cambria sought to include such 
products in early 2019 as part of 
its unfair-trade complaint against 
Chinese quartz surfaces.

The U.S. International Trade 
Commission (USITC)  agreed in 
June 2019 to place the glass-based 

materials under its order to assess 
duties of up to at least 293% on 
China-made quartz surfaces. 
However, the USITC also spelled 
out specific standards to exclude 
surfaces using larger-diameter 
bits of recycled glass.

In its complaint against Vivaldi, 
Cambria cited social-media 
entries in early summer 2019 
involving the manufacturer in 
China, Xiamen Sunrise Stone 
Co., and comments on produc-
ing a new “glass” product to 
evade the upcoming quartz-sur-
face duties.

The allegation also comments 
from a witness concerning the 
imports, although the public-re-
cord copy of the CBP action 
shows a large blank space; the 
witness statements are redacted.

Vivaldi previously contacted 
CBP in December 2018 seek-
ing an import classification for 
the ECO Glass surface. Based on 
samples provided by Vivaldi, the 
CBP initially ruled the material 
being under the “Other articles of 
glass: Other” category.

However, the CBP conducted 
cargo inspections and labora-
tory analyses of ECO Glass ship-
ments to Vivaldi earlier this year. 
The agency found some discrep-
ancies in bills-of-lading and cus-
toms forms that also allude to 
quartz-surface classifications. 
(Xiamen Sunrise Stone is also a 
large producer of quartz surfaces 

with factories in China and 
Malaysia.)

What the CBP learned from the 
lab analyses can’t be discerned, 
as all data and conclusions are 
redacted from the public-record 
report.

CBP will continue its investiga-
tion during the next seven months 
to make any final determinations. 
In the interim, all shipments of 
the material in question to Vivaldi 
after Feb. 1 will have liquida-
tion suspended, meaning that the 
importing process won’t be final-
ized and shipments could be sub-
ject to additional duties and fines.

“The industry should now 
know that U.S. Customs and 
Cambria are fully aware of the 
ways that importers are under-
mining the AD/CVD duties that 
were imposed to stop illegal trade 
violating U.S. trade law and level 
the playing field for American 
companies like Cambria,” noted 
Marty Davis, Cambria presi-
dent/CEO, in a statement. “The 
enforcement actions that Customs 
has taken are just the tip of the 
iceberg, because we are bring-
ing more evidence of evasion 
to the agency’s attention so that 
they can take additional enforce-
ment action against these illegal 
evaders.”

See Slippery Rock Gazette 
archives, March 2019– (Debate 
on Chinese Quartz Duties / 
Tariffs Continues) for the origins 
of this Tariff and Unfair Practice 
legislation.

“Since 1981, I’ve spent every Thanksgiving 
Day broadcasting a game, and it is one of 
my favorite days. You can say, ‘Woe is me, I 
never get to be part of the tradition,’ or you 
can say, ‘Heck, we’ve got our own tradition, 
and it’s pretty good.’ ”
—John Madden

Here, Kitty…

AN 80-pound cougar was 
removed from a New 

York City apartment where she 
was being kept illegally as a pet, 
animal welfare officials said in 
September.

The owner of the 11-month-
old female cougar surren-
dered the animal one Thursday, 
Kelly Donithan, director of ani-
mal disaster response for the 
Humane Society of the United 
States, said in a news release.

The cougar, nicknamed 
Sasha, spent the weekend at 
the Bronx Zoo receiving veteri-
nary care and is now headed to 
the Turpentine Creek Wildlife 

Refuge in Arkansas, officials 
said.

The Humane Society coordi-
nated with zoo officials, the state 
Department of Environmental 
Conservation and the New York 
Police Department on the big 
cat’s removal.

“I’ve never seen a cougar in 
the wild, but I’ve seen them on 
leashes, smashed into cages, and 
crying for their mothers when 
breeders rip them away,” the 
Humane Society’s Donithan said. 
“I’ve also seen the heartbreak of 
owners, like in this case, after 
being sold not just a wild animal, 
but a false dream that they could 
make a good ‘pet.’”

Donithan said this cougar was 
relatively lucky because her 

owners, who live in the Bronx, 
recognized that a growing wild 
cat is not fit to live in an apart-
ment and surrendered her.

“The owner’s tears and ner-
vous chirps from the cougar 
as we drove her away pain-
fully drives home the many vic-
tims of this horrendous trade 
and myth that wild animals 
belong anywhere but the wild,” 
Donithan said.

Department of Environmental 
Conservation Commissioner 
Basil Seggos said that while 
cougars “may look cute and 
cuddly when young, these ani-
mals can grow up to be unpre-
dictable and dangerous.”
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Antolini Opens New 
 MilanoDuomo Showroom

This September marked 
the opening of the first 
Antolini Stoneroom in the 

center of Milan — a new, unique 
space where the absolute protag-
onist is natural stone, narrated 
through the vision and experience 
of the Verona-based company, a 
leader in the selection, processing 
and distribution of a wide, exclu-
sive range of natural materials.

The opening of this magnifi-
cent facility was timed to occur 
during Fuorisalone 2021, the 
moment in which the capital city 
of Lombardy, a worldwide design 
hub, becomes an international 
showcase for the non plus ultra 
of interior design, product design, 
innovation and creativity. 

Antolini took part in this 
extraordinary moment by open-
ing the doors of its own hub, 
which is entirely focused on the 
universe of natural stone: a uni-
verse in which stone marks the 
phases of evolution of the locus 
mundi, and also the world in 
which architects, designers and 
curious visitors from around the 
world are invited to discover the 
infinite charm of natural stone in 
all its versions and applications, 
many of which are still unfamiliar 
to the general public.

The Stoneroom is in a unique 
location,  situated between Piazza 
Fontana and Via San Clemente, a 
historic crossroads in the city cen-
ter, where its eight display win-
dows catch the eye, stimulating 
curiosity and capturing the gaze to 
lure passers-by into an emotional, 
timeless journey that builds and 
expands upon entrance. 

Antolini Milano Duomo 
Stoneroom is a place of cultural 
value, expressing the desire of 
the Antolini family to narrate the 

exclusive, unique character of nat-
ural materials, through a narra-
tive that starts with the material 
and continues in the design. The 
co-author of this tale is the interior 
designer Alessandro La Spada, 
whose extraordinary expertise and 
vision have produced a forceful, 
presentation in every square meter 
of the display area.

Antolini and Alessandro La 
Spada, applying a precise visual, 
tactile, and emotional language, 
communicate clearly the identity 
and values of the brand – tradi-
tion, innovation and the pursuit of 
beauty – confirming the Verona-
based company’s unrivaled role as 
an ambassador in the sector of nat-
ural facing materials.

Architectural elements, lay-
outs, displays within an effective 
retail concept reflect Antolini’s 
leadership in best practices, both 
in Italy and worldwide. Antolini 
uses innovative and sustainable 
industrial processes, contributes 
to research and development of 
avant-garde technologies, includ-
ing many patents, is all about fine 
craftsmanship, the tradition of 
selection and crafting of natural 
stones.

The new Antolini MilanoDuomo 
Stoneroom is the gathering place 
for those who recognize the excel-
lence of products crafted in Italy, 
including signature design, and 
seek the expertise of a company 
with a remarkable tradition that 
looks to the future, thanks to dar-
ing innovations which are applied 
to the beautiful materials provided 
by nature.

Together with Alessandro La 
Spada, in the name of the trait 
d’union between dreams and the 
concrete impact with which the 
brand identifies, Antolini has 
created an aesthetic vehicle of 

infinite elegance and functional 
quality, where the magnificence 
of the displays, through formats 
and fixtures honed down to the 
smallest details, intersects with 
in-depth research and the possibil-
ity of choice of the materials, as in 
a store offering high fashion fab-
rics, where customers touch and 
experience weaves and textures, 
relying on the option of taking 
samples home in order to make 
the perfect choices.

The distinctive value that 
embodies the vast selection of 
Antolini stones and positions the 
brand on the front lines of retail 
concepts in the sector consists of 
an extraordinarily exclusive and 
complete range of samples, both 
in terms of numbers and of types 
of materials.

Starting with the panoply of 
choice among 1,300 natural 
materials available and in stock, 
Antolini MilanoDuomo presents 
professionals and clients with 
over 5,000 samples in exclusive 
formats.

Visitors to the Antolini 
Stoneroom can admire stones 
from the Exclusive Collection, 
Textures+, the Natura Collection, 
the Precioustone, Gemstone, 
Shellstone, Perception and 
Couture series. 

The store presents actual slabs 
taken from large blocks of natu-
ral stone. From the original mate-
rial, just as it is found in nature, 
to the design choices that best 

respond to the needs of clients, 
interior designers and architects: 
an exceptional, striking and real 
event in the center of Milan.

The Stoneroom incorporates 
vignettes of different décor sec-
tors: residential, office, hospital-
ity and retail. Hence, through the 
use of infinite varieties of natu-
ral stone, interpreted in wall fac-
ings, surfaces and floors, islands, 
furnishing complements, as well 
as items like shelving, desks and 
tables, the hub becomes a lab to 
present luxurious interior design, 
contemporary and ancient at the 
same time. 

The facility offers personal-
ized services for clients, thanks 
to 360° consulting that starts with 
the technical characteristics of the 
stone and extends to its aesthetic 
qualities, by way of the possi-
ble applications in interior design 
projects.

Antolini Stoneroom is a trib-
ute to the creativity of Nature, 
the ingenuity of Man, the city of 
Milan, the Italian territory and its 
historic buildings and monuments, 
built for the most part with marble 
and natural stones, the only build-
ing material capable of absorbing 
and reflecting light, and chang-
ing color, just like the exclusive 
material offered by Antolini, liv-
ing, shapeable matte which offers 
infinite strength and beauty

Visit Antolini.com for more 
information on their exclusive 
stone collections.

Ig Noble Prize 
Winners 2021

Beards aren’t just cool and 
trendy — they might also 

be an evolutionary development 
to help protect a man’s delicate 
facial bones from a punch to the 
face.

That’s the conclusion of a trio 
of scientists from the University 
of Utah who are among the 
winners of this year’s Ig Nobel 
Prizes, the Nobel Prize spoofs 
that honor — or maybe dis-
honor, depending on your point 
of view — strange scientific 
discoveries.

The winners of the 31st 
annual Ig Nobels being 
announced included research-
ers who figured out how to bet-
ter control cockroaches on U.S. 
Navy submarines; animal sci-
entists who looked at whether 
it’s safer to transport an air-
borne rhinoceros upside-down; 
and a team that figured out just 
how disgusting that discarded 
gum stuck to your shoe is.

For the second year in a row, 
the ceremony was a roughly 
90-minute prerecorded digital 
event because of the worldwide 
coronavirus pandemic, said 
Marc Abrahams, editor of the 
Annals of Improbable Research 
magazine, the event’s primary 
sponsor.

While disappointing in many 
ways because half the fun of 
a live ceremony is the rowdy 
audience participation, the cer-
emony retained many in-person 
traditions. Those included real 
Nobel laureates announcing 
the prizes, and the world pre-
miere of a mini opera called “A 
Bridge Between People,” about 
children who literally build tiny 
suspension bridges to join two 
angry adults.

No faces were punched for 
the beard study published in the 
scientific journal Integrative 
Organismal Biology.

Instead, University of Utah 
scientists Ethan Beseris, Steven 
Naleway and David Carrier 
used a fiber epoxy compos-
ite to simulate human bone, 
and sheepskin to act as the 
human skin — sometimes with 
the fleece still on, sometimes 
sheared. They then dropped 
weights on them.

Please turn to 27

http://Antolini.com
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Florim USA Expands Its 
Clarksville, TN Operations

Florim USA will invest 
roughly $35 million in an 

expansion project, according to a 
news release from the Tennessee 
Governor's office.

“International investment in 
Tennessee bolsters our state’s 
reputation as a global leader in 
business, trade and manufactur-
ing. Florim USA has been a great 
partner to Tennessee, and I con-
gratulate the company on the 
expansion of its Clarksville facil-
ity,” Gov. Bill Lee said in the 
release.

The expansion will include 
construction of a new adminis-
tration building and showroom, 
and the addition of technolog-
ically advanced manufacturing 
machinery to increase not only 

Florim USA officials have 
announced that the porcelain 
floor and wall tile manufacturer 
will expand operations at its 
facility in Clarksville, TN, 
adding at least 30 new jobs.

production capabilities, but also 
the range of product offerings, 
which will allow for a 100 per-
cent U.S.-manufactured product. 
Florim USA will also invest in 
additional tile crusher machinery 
to recycle fired scrap metal back 
into production, the Governor’s 
release said.

“For over a decade, Florim 
USA has invested in state-of-
the-art production processes, 
enabling technologies, work-
force cleanliness and safety, and 

environmental responsibility,” 
Florim USA President Antonio 
Albanese said.

“We’ve seen the great success 
and tremendous opportunity that 
has been created from our contin-
ued partnership with the state of 
Tennessee. These new expansions 
are aligned with Florim USA’s 
philosophy of environmental sus-
tainability by supporting effi-
ciency in energy consumption 
and minimizing waste generation. 
We are not only thinking about 
our growth today but growth 
with an environmentally sustain-
able future inspired by our parent 
company, the first porcelain tile 
manufacturer to become a Benefit 
Corporation and to obtain the B 
Corp certification.”

Florim USA’s Clarksville 
facility consists of the follow-
ing highly automated operations: 
body preparation, glaze prepara-
tion, pressing, glazing, kiln, recti-
fication, polishing, selection and 
packaging. The process is consid-
ered “closed-loop” with 100 per-
cent of the water and 95 percent 

of all production waste generated 
throughout the operations recy-
cled back through the system.

The American subsidiary of 
Florim Group, based in Italy, 
Florim USA is one of the larg-
est and most technologically 
advanced porcelain tile facilities 
in North America. Florim USA 
is one of over 40 Italian-owned 
establishments in Tennessee 
that employ more than 4,800 
Tennesseans.

Over the last five years, 
TNECD has supported 11 eco-
nomic development projects in 
Montgomery County, resulting 
in more than 3,100 job commit-
ments and roughly $815 million 
in capital investment, the release 
said.

Located in Clarksville, 
Tennessee, Florim USA’s man-
ufacturing facility is within 500 
miles of 34 percent of the US 
population. The strategic loca-
tion in the southeastern United 
States places Florim USA’s plant 
and warehouse near five major 

interstates, saving time, money 
and resources.

The production space con-
sists of six operations: body 
preparation, glaze preparation, 
press, glazing, kiln and selec-
tion. The process is considered 
“closed-loop,” with all waste 
generated throughout the six 
operations recycled back through 
the system.

The American subsidiary of 
Florim Group, based in Italy, 
Florim USA is one of the larg-
est and most technologically 
advanced porcelain facilities in 
North America. Florim USA is 
also committed to the environ-
ment, observing environmen-
tal regulations through certified 
quality management systems and 
ecological processes. In 2010, 
Florim USA was one of the first 
American companies to intro-
duce HDG (High Definition 
Graphic) technology.

For more information visit 
www.milestonetiles.com .

The lobbies of New York’s most 
exciting new buildings and their 
wall cladding are dressed in 

Indiana Limestone, the same stone used 
to build New York in its Golden Age. 

Whether walking by one of these 
iconic buildings, or entering into one of 
their grand lobbies, you feel transported 
in time, yet still rooted in the exciting 
energy of present-day New York. 

That’s in large part thanks to the 
use of prestigious Indiana Limestone, 
which helped build New York land-
marks such as the Empire State Building, 
Metropolitan Museum of Art, and Grand 
Central Station. It’s a stone that has stood 
the test of time, like the iconic buildings 

that are shorthand for New York’s Golden 
Age of architecture.

And today, New York’s most presti-
gious architecture firms are again using 
the renowned limestone in vertical appli-
cations, exterior wall cladding and lob-
bies, to help  tell the next chapter of its 
great architectural story. They aren’t 
restrained by the past, however, they are 
using Indiana Limestone on new builds 
in a fascinating, dynamic conversation 
between time-honored design and cutting 

edge techniques.  Polycor’s stone process-
ing technologies and innovations in stone 
wall cladding are also attracting many 
innovators in building design.  Indeed, 
Indiana limestone’s appeal lies in its ele-
gance, timelessness and energy efficiency 
(compared to glass, concrete or steel). 

Polycor natural stones are compatible 
with a variety of facade anchoring and sup-
port systems. Originating at the  Polycor 
quarries  and all through production, the 
stones are manufactured to each of the sys-
tem manufacturer’s specifications from 
ultra-thin profiles up to full bed thick-
ness, dimensional elements that compli-
ment a wide range of facade structures and 
configurations. 

Please turn to page 29

New York City’s Hottest Architecture 
Uses Modern Stone Wall Cladding

Steven Schrenk 
Polycor
Photos courtesy Polycor

Iconic architecture on the streets of New 
York, like the Flatiron Building, are con-
structed with Indiana Limestone.

http://www.milestonetiles.com
https://blog.polycor.com/new-york-citys-iconic-skyline-is-grounded-with-polycor-stone
https://blog.polycor.com/new-york-citys-iconic-skyline-is-grounded-with-polycor-stone
https://blog.polycor.com/new-york-citys-iconic-skyline-is-grounded-with-polycor-stone
https://www.polycor.com/quarries-plants/
https://www.polycor.com/quarries-plants/
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The Slippery Rock Marketplace

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

Fast. Flexible. Financing.
Ascentium.Info/Rock2021

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

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

Material Handling • Air Tools  •  Electric Tools

BBIndustriesLLC.com

800-575-4401

Save BIG on  
Hercules stone  

transport solutions.

www.NoLiftSystem.com
503.212.4034

Sales@NoLiftSystem.com

Visit our website for pricing
and more information

#NoLiftSystem

See the No Lift System 
in action on YouTube!

See the No Lift System 
in action on YouTube!

LOWER INSTALL COSTS

INCREASE PRODUCTIVITY

REDUCE INJURIES

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

STRONGER. SAFER. SMARTER.

ECONOMY TRANSPORT CART
ETC-8448

WWW.GROVES.COM    SALES@GROVES.COM    800.991.2120

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

Makita 9565CV SJS
5” Industrial VS Grinder

Omni_SRG_AT2_Marketplace_AD_v2_120820

ALWAYS AMERICAN.

omnicubed.com (530) 748-3120

ENGINEERED. MACHINED. ASSEMBLED.

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

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

https://fabricatorscoach.com/

https://fabricatorscoach.com/

It starts with 
a free 
assessment...

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

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

GET YOUR ASSESSMENT

Vi
BBIndustriesLLC.com    800-575-4401

There’s a new Viper in town

What’s In Your Attic?

A rare framed photo-
graph of Susan B. 

Anthony is being auc-
tioned with a starting price 
of $5,000.

The 20-by-16-inch photo 
was found in a concealed 
attic space in a building in 
Geneva, New York, after 
the property was sold last 
December.

The Rochester Democrat 
and Chronicle reported 
that David Whitcomb, an 
attorney and now owner of 
the building, has worked 
with an antiques dealer to 
bring some 350 items that 
he discovered in the attic, 
including the historic pho-
tograph of Anthony, to 
auction.

The photo was taken 
by Geneva photogra-
pher James Ellery Hale in 
1905, just months before 
Anthony’s death. It was 
selected by the Susan 
B. Anthony Memorial 
Association as her official 
photograph. This framed 
copy is thought to be one 
of four that exist, accord-
ing to the auction listing.

A second version of the 
photograph that is not 
framed is also being auc-
tioned, as well as several 
photos of the suffragist 
Elizabeth Smith Miller, 
among other people.

After purchasing the 
property,Whicomb noticed 
water damage in the ceiling 

on the third floor and soon 
realized that above it was 
a trove of objects that had 
been sealed by a drop ceil-
ing and abandoned for 
decades, the newspaper 
reported in February.

“At that moment in time, 
the decision was made to 
simply leave what almost 
amounts to a full photo-
graphic studio up there, 
and just seal it shut,” 
Whitcomb said. “It’s mind- 
boggling.”

One Source Auctions 
of Canandaigua held the 
auction September 18, 
along with an open house 
the night before. Aaron 
Kirvan, of the auction 
house, estimated the found 
collection could bring in 
around $100,000 but said 
it was difficult to know 
because some of the items 
are one of a kind.

Anthony was a leader 
of the campaign for wom-
en’s suffrage, writing the 
text of what became the 
19th Amendment when it 
was passed in 1920, giving 
women the right to vote.

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

design and the best color 
 match website in the industry.

All others are 
just imposters!

www.integra-adhesives.com

David Whitcomb

http://laserproductsUS.com
http://www.wehaUSA.com
http://www.rye-corp.com
http://abacolifter.tv
http://www.ascentium.info/Rock2021
https://www.bbindustriesllc.com/catalogsearch/result/?q=Hercules
http://www.NoLiftSystem.com
http://www.sinkits.com
http://www.groves.com
http://www.makitatools.com
http://www.omnicubed.com
http://www.rockcreteusa.com
http://www.fabricatorscoach.com
https://www.bbindustriesllc.com/viper-vibora-bridge-saw-blades.html
http://www.integra-adhesives.com


Slippery rock Gazette November 2021  |  27  

The Slippery Rock Classifieds

2021 Ig Noble Awards

The sample with the fleece still 
attached absorbed more energy 
than the sheared samples.

“If the same is true for human 
facial hair, then having a full 
beard may help protect vulnera-
ble regions of the facial skeleton 
from damaging strikes, such as 
the jaw,” they said. “Presumably, 
full beards also reduce injury, 
laceration, and contusion to the 
skin and muscle of the face.”

It’s obvious that those wads of 
discarded chewing gum found on 
sidewalks around the world are 
pretty revolting.

But just how revolting?
Researchers from a Spanish 

university determined the 
already-chewed gum that has 
been stuck to the sidewalk for 
three months – surprise, sur-
prise – is teeming with nasty 
bacteria. 

Alba Guillén, Àngela Vidal-
Verdú, and Manuel Porcar from 
the University of Valencia wrote in 
their paper, which was published at 
Nature.com.

A team of U.S. Navy researchers 
won for figuring out a cheaper and 
more effective way to control cock-
roaches on submarines. The 1971 
study that appeared in Journal of 
Economic Entomology found that 
traditional methods such as car-
boxide fumigation and use of the 
pesticide malathion were not good 
enough — because Navy roaches 
are tough mothers. They found that 
using the pesticide dichlorvos was 
less expensive and more effective.

According to Abrahams, the goal 
of the Ig Noble Awards is to return 
next year’s ceremony to its tradi-
tional home at Harvard University’s 
Sanders Theatre, Abrahams said, 
but much depends on whether the 
pandemic is under control and what 
kind of travel restrictions are in 
place around the world.

It sounds like a silly study, but 
as usual, there was some method 
to the madness.

“Our findings have implica-
tions for a wide range of dis-
ciplines, including forensics, 
contagious disease control, or 
bioremediation of wasted chew-
ing gum residues,” Leila Satari, 

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 .

___________

2008 Express 3200 Bridge Saw. 
Condition is used, programmable saw for 
cutting granite, quartz and marble, table 
tilts and rotates. Will do miter cuts. Can 
email photos and videos. Machine is up 
and running and available for inspection. 
$18,000.00 or best offer. Call 252-237-
7906, bharris4129@gmail.com .

___________

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

___________

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

___________

Business Opportunities

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

___________

Help Wanted

Experienced Stone Polisher Needed. 
Flexible hours, flexible days. Premium 
pay for experience. Call:  (912) 965-
9654. info@bellaterrais.com. 

___________

Lead Installer. Paramount Granite and 
Marble in Valdosta, Georgia is cur-
rently looking to hire Experienced 
Stone Countertop Installation Crew 
Leader. Minimum 5 years of Stone 
Countertop Installation experience 
required. This position offers com-
petitive pay, a comprehensive ben-
efits package, relocation assistance 
offered to the right qualified candidate. 
Contact: Tony Garcia, (229) 244-4992. 
Please send resume to  jobs@para-
mountgranitemarble.com. Do not reply 
if you do not meet our prerequisite for 
employment.

___________

Installer and Fabricator Wanted. 
The overall responsibility of the 
installer position includes overseeing 
and coordinating the installation of 
the stone to meet the customer’s sat-
isfaction. Contact Italian Marble and 
Granite, Email: khora@italianmar-
bleinc.com Phone: 716-741-1800.

___________

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.

2021-2022 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

December 2021 Friday, October 22, 2021

January 2022 Monday, November 29, 2021

February 2022 Monday, December 27, 2021

WANTED
Benetti belt 

saw for use in 
quarry, with or 
without tracks, 

running or 
not running.

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

Expanding stone fabrication business 
in the Virginia Beach area (Hampton 
Roads), looking for experienced 
Installers, Fabricators, and a Digital 
templater. Pay $20-$30 per hour, 
depending on experience. Potential 
promotion to Team Leader or Shop 
Manager. Email resume to: dsb@
stone4kitchen.com

 Installers, Fabricators & 
Digital Templater Wanted

•132 TON SPLITTING FORCE 
•RIGHT LOADING CONVEYOR PICTURED

•25.2” BLADE LENGTH
•17.72” SPLITTING HEIGHT
• 15 KW PUMP UPGRADE 
• 6.39” PER SECOND DESCENT  
• 7.17” PER SECOND RETRACT              
• REINFORCED 13.12’ LONG CONVEYOR w/ HIGH SIDEBOARDS
• TESTED and PRESSURES SET PRIOR TO SHIPMENT
• $63,700.00 w/o CONVEYOR
• CURRENTLY IN STOCK, WHITEHALL, NY 12887

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO SHERPA 
640 X 450 120t

$84,550.00 USD
While Supplies Last

EXW Whitehall, NY

Stone Inspection & Troubleshooting

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

shooting workshop. The class will be 
held January 25-28, 2021, in Las Vegas, 
Nevada, presented by Dr. Fredrick M. 
Hueston. 

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

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

Class size is limited– register today.

Call 321-514-6845

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

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

Continued from page 23

Join Us Each Month
FREE CLASSIFIEDS    

visit www.slipperyrockgazette.net 
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Choosing Natural Stone 
for a Bathroom

When clients come to Two Girls 
and a Hammer, they usually have 
a general idea of their design pref-
erences or features they want to 
incorporate.

“For the blue bathroom, we 
selected the blue vanity before 
we chose the flooring material,” 
Kallas says. “Shortly after we 
selected the vanity, our supplier 
started stocking the blue veined 
Carrara marble. Once we saw the 
marble sample, the choice of the 
blue marble was the best fit for the 
bathroom project.”

Don’t assume that you can’t 
afford to include natural stone in 
your project. Kallas and Morgan 
recommend having a discussion 
with your designer or contractor: 
tell them what you love and see 
if they can source something that 
will work with your design and 
budget.

Maintenance shouldn’t be an 
afterthought when choosing a 
stone for your bathroom project. 

Your designer or contractor can 
make recommendations based on 
your lifestyle and cleaning pref-
erences. Understanding your 
stone’s  maintenance needs  will 
help ensure that you love your 
bathroom project for years to 
come.

 
Trends in Natural 
Stone Bathrooms

The biggest trend Kallas and 
Morgan are seeing is the use of 
colored marble in bathrooms. In 
addition to more colors being used, 
clients are choosing larger format 
tile on the shower wall or floor, 
which helps make the shower and 
floor space look larger. “Tight 
grout lines make your stone appear 
as if you have one large sheet of 
stone as well as easier to clean,” 
Kallas says.

Some clients who want less 
maintenance overall are opting 
for solid sheets of marble for their 
shower walls so they can avoid 
grout lines altogether. “Grout tends 
to hold dirt and appear darker over 
the years,” Kallas adds.

While more clients are asking 
for marble and quartzite in their 
bathrooms, granite still holds a fair 
share of the marketplace.

You Can Upgrade a 
Bathroom Without a 
Complete Overhaul

An easy way to update a residen-
tial bathroom space is by replacing 
the vanity top. Kallas offers this 
budget-friendly tip you can pass 
on to clients: “Many stone fabri-
cators have what we call a ‘bone 
yard’ where you will find smaller 
pieces of stone from previous proj-
ects. If you are lucky, you will 
find a beautiful piece of remnant 
stone perfect for your project at 
a cost much lower than a regular 
retailer.”

There is no shortage of places 
to find inspiration for a bold bath-
room design. Kallas recommends 
homeowners embrace and enjoy 
the process by going online and 
checking out design websites. She 
also recommends walking through 
big box stores and bath and kitchen 
showroom displays.

“I highly suggest, before start-
ing a big renovation project, you 
assemble a mood board with your 

Black Marble shower seat, wall and niche creates a stylish illusion 
of expanded space in this glass-walled shower remodel.
Photo courtesy United Marble.

color palette,” Kallas says. “The 
paint stores offer color swatches 
that will make selecting the colors 
of walls much easier. 

Check out fixtures, layout ideas, 
review your selections months 
before your initial meeting. Keep 
adding and subtracting ideas until 
you finally settle on your ultimate 
wish list.”

The natural stone doesn’t detract 
from the focal point of the wall-
paper, but it does add to the over-
all elegant feel of the space.

Color doesn’t always have to 
be bright and bold to be striking. 
In another bathroom design fea-
turing more white tones, the team 
and homeowner opted for natu-
ral Mother of Pearl hand cut tile 
for a feature wall and inside the 
shower niche, polished white and 
grey veined Carrara marble was 
installed for the shower walls 
and main floor. The shower base 
features small hexagon grey and 
white veined Carrara marble.

“The selection of Mother of 
Pearl was made because of the 
color variation: grey, white, hints 
of blue and light beige, which 
accent the colors of the Carrara 
[marble],” Kallas says. Since 
Mother of Pearl comes from 
the sea, the tiles have shine and 
reflection that make the shower 
stand out.

Create Bold Bathrooms 
Using Natural Stone

Continued from page 4

Carrara marble and decorative glass feature wall.
Photo courtesy Two Girls and a Hammer.

By going through this process 
in advance, whether the project 
is small or large, you can present 
your mood board to your designer 
or contractor, which will help 
them better understand the scope 
of your project.

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

Carrara marble shower, paired with Mother of Pearl accent tile.
Photo courtesy Two Girls and a Hammer.

http://MegyKarydes.com
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Continued from page 24
The Steinway Building on W 

57th Street, or Billionaire’s Row 
as it is also known, is a soaring 
slice of a building that has been 
one of the most remarkable archi-
tecture projects in the city in 
recent years. It is a unique con-
struction that is receiving acco-
lades and is sure to leave its mark 
on the city’s skyline for decades 
to come. The firm of  ShoP 
Architects and JDS Development 
Group  were behind the project. 
ShoP are known for their con-
vention-defying works, including 
unique construction of acrobatic 
skyscrapers. This is no excep-
tion: the Steinway Building is the 
world’s skinniest skyscraper at 
1,420 feet high (82 stories) and a 
mere 100 feet wide, with a 1:23 
ratio at the tallest point.

The super tall tower integrates 
the neighboring, original historic 
Steinway Hall whose exterior 
stone wall cladding was designed 
by architects Warren & Wetmore 
and constructed with Indiana 
limestone, relieved by arches 
and pillared center windows. 
Steinway & Sons piano makers 
called it their home since 1925 
where the showroom of grand 
pianos was a meeting hub for 
musicians and has since become 
the entryway to the tower. The 
impressive rotunda and recep-
tion room were landmarked in 
September 2013, making it the 
city’s 116th interior landmark, 
keeping the neo-Renaissance 
spaces safe from the onslaught of 
new construction.

Apartments in the new build-
ings are at the top end of the 
market in New York and ShoP 
felt strongly that people spend-
ing these amounts for their home 
want to feel a sense of perma-
nence, a link to New York’s his-
torical past and significance. As 
much as the supertower wows 
by its height and slenderness the 
architects were mindful of how 
rich the street-level design has 
become once again, as it was 
back in the day. 

The firm referenced the crafts-
manship of the Beaux-Arts orig-
inal Steinway elements such as 

a bronze framed, glass curtain 
wall along the facades, while also 
incorporating its cutting edge 
design. For the building base and 
the interior lobby, they turned to 
a time-honored material. Walls 
are Indiana Limestone – Standard 
Silver Buff™  from Polycor’s 
quarries, giving a sense of the 
history of the Steinway building 
while delivering an awe-inspiring 
effect upon entering the building.

New York City’s Hottest Architecture 
Uses Modern Stone Wall Cladding

Indiana Limestone Standard 
Silver™ greets visitors in the 
Steinway Building lobby.

Polycor’s Wallace Creek lime-
stone cut in a radial pattern 
butts up to Indiana Limestone 
base material.

Another of Polycor’s North 
American quarried stones factors 
into the lobby design with Wallace 
Creek™ limestone tile flooring in 
an antiqued finish adding a tai-
lored contrast to the warm-toned 
Indiana Limestone walls.

Beckford Tower 
& Beckford House

A little further uptown in 
the East Side neighborhood of 
Yorkville you’ll discover The 
Beckford House and Beckford 
Tower, the crème de la crème of 
new Upper East Side apartments. 
They’re the work of  Studio 
Sofield who are very much wed-
ded to the ideals of the turn of 
the century. Steering away from 
designs that stand out and call 
attention to themselves, the kind 
of “starchitecture” as some mod-
ern design has been called, Studio 
Sofield’s buildings are part of the 
story on the street, reinterpreting 
the classical stone detailing of 
days gone by.

At first glance, you could be 
forgiven for thinking the two 
Beckford buildings are part of 

New York’s golden age of clas-
sical architecture when Beaux-
Arts beauties began populating 
the skyline. When looking for a 
material for the building’s facade, 
the decision was made to spec-
ify  Indiana Limestone - Full 
Color Blend™. It’s a stone that is 
almost shorthand for New York 
architectural elegance. 

Banding, cornice and columns 
running around the Beckford 
window surrounds are Indiana 
Limestone. The base of the build-
ings are also Indiana Limestone, 
while the field panels of the 
building feature a stylish mixture 
of Indiana limestone and brick, 
knitted up the elevation in repeat-
ing patterns of the same size. 

But these latest buildings are 
very forward-looking and stand 
as a dialogue with the past, never 
a pastiche. The Beckford twin 
towers used 4 inch thick full bed 
veneer. Although thicker than the 
veneers typically used in many 
modern buildings, it is quite in 
line with the luxury that tenants 
would expect in the building. 

Beckford 
House & 
Tower
photos
courtesy
Yimby

Indiana Limestone adorns the base 
of the 82-story Steinway Building.
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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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New York City’s Hottest Architecture 
Uses Modern Stone Wall Cladding

Downtown on Wall Street 
and Broadway,  the storied cor-
ner where New York City has its 
roots, there is a little known fact 
that has a starring role in US his-
tory.  (George Washington gave 
one of his inaugural speeches 
here.)  Here stands  One Wall 
Street. As some may know, this is 
not a new construction. One Wall 
Street was an  Art Deco marvel 
when it came up between 1929 
and 1931.  The North Tower, 
the original 50 story tower, was 
designed by Ralph Thomas 
Walker, for Irving Trust, one of 
the largest banks in the country.

 One Wallstreet
The building has held its spell 

over the Financial District with 
its ornate entrances, mullions and 
curved bays with fluting designed 
to look like stone curtains. It’s 
an absolute landmark of an Art 
Deco building with an exterior 
stone facade entirely constructed 
of Indiana limestone that fea-
tures  show-stopping artistry and 

masonry craftsmanship.
Indeed, the Irving Trust spared 

no expense on the building, as 
was the trend with bank build-
ings at the time. The crown of the 
building with its undulating chev-
ron surfaces looks like a flower-
ing ornament.

A 36-story annex came up 
between 1963 and 1965, dou-
bling the area of the lower 28 sto-
ries. That building went against 
the grain of the mid-century aes-
thetic of the time by referenc-
ing the decorative elements that 
Walker had used, such as a rip-
pling curtain wall effect.

Macklowe Properties purchased 
the illustrious property in 2014 

and hired cutting-edge New York 
architecture firm  SLCE  to con-
vert it into residential apartments 
comprising  566 high-end luxury 
condominiums. Its lucky resi-
dents will enjoy amenities such as 
a golf simulator, indoor and out-
door lounge,   and a large swim-
ming pool. The building’s lower 
floors are being converted into a 
dazzling shopping arcade.

While not a new construction, 
it’s a major conversion nonethe-
less.  The 50-story, 1.1 million-
square-foot project is the largest 
office-to-condo conversion in the 
city’s history, and the first time 
that a pre-war building has been 
so extensively renovated.  The 
elevation is being redone with 
intricate detailing that recalls the 
original but executed with modern 
technology and spirit. This starts 
with Polycor’s Indiana limestone, 
coming from the same quarry 
that supplied the 1931 structure, 
on the base of the exterior and in 
the grand entrance.  The original 
building, the annex, and the new 
addition all come together to con-
tinue the story of timeless New 
York architectural vernacular.

Architect’s proposal showing the 
connector and addition above the 
One Wall Street annex.
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Call 1-800-575-4401 or Order Online  www.BBIndustriesLLC.com

*Freight charges may apply

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

Item# 12124

If You have a CNC 
Machine, You NEED 

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

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

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

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

From our complete offering of 
the industry’s top brands, to 
our knowledgeable inside and 
outside CNC staff, BB Industries 
is your preferred CNC partner.

SEE THE

VIDEO

BBIndustriesLLC.com

LESS THAN

$430/MO

with our  

easy financing*

MADE IN THE USAThe Fab King cuts sink 
holes, profiles edges, 
drills holes, polishes back 
splashes, and antiques, 
polishes, or hones surfaces.

Why clutter 
your shop 
when ONE 
machine 
does it all?

Item#
14141

Distributed by:

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


