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Restoring the Madison 
Building in Reading, PA

Since 2014, The Marble 
Restoration Company has 
been restoring some of 

Pennsylvania’s most notable land-
marks. Its newest undertaking, 
the Madison Building in down-
town Reading, PA,  is the latest 
example of what Rick Sirianni 
and his team of well-trained tech-
nicians can accomplish.       
   

Built between 1926 and 1927, 
the Madison Building was orig-
inally constructed to house the 
Metropolitan Edison Company. 
Created in the distinctive Chicago 
skyscraper style and quite vogue 

BBI is launching a robust 
new Augmented Reality 
(AR) application in con-

junction with its 2021 catalog. 

This app will allow fabricators 
to access product information on 
the fly from a phone, even if there 
is not an available computer. In 

the near future, purchasing from 
the app will be available. 

Augmented Reality is an inter-
active experience of a real-world 
environment where the objects 
that reside in the real world are 
enhanced by computer-generat-
ed perceptual information across 
multiple sensory modalities, 

including visual and auditory 
feedback. 

“This new app will give fab-
ricators the most options to get 
the products they need when 
they need them,” said CEO Rick 
Stimac.  “As a part of our com-
mitment to being a true business 
partner, we have heavily invested 

Peter J. Marcucci 
Photos  Courtesy The Marble 
Restoration Company
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for its day, its exterior features 
three distinct areas. Creamy 
Indiana Limestone adorns its 
base, while a reddish brown brick 
highlights its mid section, and a 
terra cotta-faced upper level is 
the icing on the cake. In its hey-
day, this 12-story work of art was 
the tallest structure in the city, 
topping out at just over 150 feet. 

Above:  The ornate Madison Building lobby, c1929. 
Right: The lobby restoration in progress, with most of the floor 
cleaned, polished and restored to its former beauty. Over a 
half-dozen decorative marbles have been identified including 
Black Gold, Rosso Rupa, Verde Tino and Tennessee Pink.

BB Industries Introduces New App with 2021 Catalog

BB INDUSTRIES

time and re-sources to provide 
next-level solutions and lead the 
industry with innovation. We 
know this product will be fast and 
convenient for our customers, 
and with this technology service 
level possibilities are endless.” 

http://www.slipperyrockgazette.net
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good shape.”
The team did have to do about 

a hundred small repairs on the 
floor, but it restored beautifully, 
as well as the surrounding areas, 
including the Rosa Valencia col-
umns, continued Rick. “There 
were Tennessee Pink marble 
window sills that were really 
damaged. We got them all filled 
and restored, and they looked 
beautiful. 

“We didn’t have to restore the 
Cararra marble walls. We just 
did a deep clean on them using 
high-grit Shine Pro Diamond 
Impregnated Pads from BB 
Industries to bring them back to 
life. So the whole main lobby is 
now done, and we are way ahead 
of the development in the other 
parts of the building. We restored 
everything to its original beauty, 
including the gilded ceiling. It’s 
exciting that we were able to bring 
it back to its original shape.”

While Rick and the team per-
formed the work on the first floor 
lobby, the upper floors were un-
dergoing demolition. When fin-
ished, the first floor will be retail 
stores and a cafe, while the upper 
floors will be luxury apartments 
and a rooftop lounge. “They just 
gave us a contract to do the ele-
vator lobby and one of the foyer 
entrances that are all marble walls 
and floors,” continued Rick. “In 
the foyer, the walls are so dam-
aged, that we are restoring them 
by grinding them down, polishing, 
to bring them back to life.  We’ve 
been using a lot of cleaner, Shine 
Pro Diamond Impregnated Pads, 
Stone Shield Sealer, Tenax Ager, 
and a lot of K-Bond Glue, all pur-
chased from BB Industries.” 

Continued from page 1

Restoring the Madison 
Building in Reading, PA

A Rosa Valencia marble baseboard runs the perimeter of the 
lobby, separated from the travertine and Rosso Rupa by a 
band of Black Gold marble.

After stripping out the carpet 
and mastic, the entire floor 
was given a good cleaning, and 
polished one section at a time. 
Below: The Rosso Rupa marble 
triangles inset in the travertine 
floor run the perimeter of the 
lobby walls.

Key Issues Facing the 
Extreme Fix-It Team 

Rick and company were 
brought into the job by project 
manager IPM Assist. The man-
agers didn’t want to bring in 
new material. They just wanted 
the old materials restored. All 
phases of the work were done on 
a bid basis, not time and materi-
al. According to Sirianni, most 
key issues were just a matter of 
coordinating their work with-
out affecting their other jobs. 
Fortunately, they were able to 
stretch out their scheduling by 
keeping only two to five techni-
cians on the Madison Building 
job at any one time, he explained. 

“It took a bit of juggling by 
Ms. Brynn Fiel, our VP of 
Operations. I don’t know how 
the heck she does it, but she is 
brilliant at scheduling. As for our 
guys, I am so darn proud of them. 
We have thirteen restoration ex-
perts and they all take the lead on 
certain jobs.” 

When the team got shut down 
by the pandemic, Sirianni made 
the decision to keep everybody 
on the payroll, and told them that 
he didn’t know how long it was 
going to last, but the company 
could sustain this for three or 
maybe four months. If it were to 
go on longer than that, he’d give 
them a month warning to go col-
lect unemployment. So he kept 
them employed, even though 
they weren’t doing anything. 

“Their friends and families were 
really struggling, but after two 
months, business came roaring 
back, and we’ve been extreme-
ly busy since May. The guys – I 
don’t quite know how to explain it 
– they are so grateful. They are not 
only loyal to their work and take 
their craftsmanship very seriously, 
they are also all in for this compa-
ny. They work as a team, they take 
care of each other and watch each 
other’s back, and I am really proud 
to be associated with  them.” 
   

Please turn to page 3

Further adding to its grand pres-
ence, the structure was crowned 
by a huge sign 110 feet in length, 
bringing the building to a total of 
210 feet above the sidewalk. 

By 1952, the Madison Building 
had new occupants: the American 
Casualty Company. Later, others 
would fill its marble-clad interior 
until 1985 when, after many de-
lays, the building’s aging interior 
received a much needed facelift. 

Now, 35 years later, the his-
torically registered building was 
again in need of a facelift to re-
turn the interior to its former maj-
esty.  However, a subtle surprise 
lay hidden, recalls The Marble 
Restoration Company’s Owner 
Rick Sirianni. 

“At some point, the Madison 
Building had become a bank, 
because the lobby we uncovered 
was where tellers would help their 
customers. When we picked up 
the carpeting, there was about a 
half inch of mastic, cement, and 
all kinds of glue there. After we 
chipped away at it, I saw a mar-
ble floor and said, ‘Oh my good-
ness! Wouldn’t this be beautiful if 
the whole place had this marble 
floor?’ So the project manager 
called us in and I said, ‘Here’s 
the risk. We can take off all this 
mastic and cement and uncover a 
really damaged floor, or uncover 
a very beautiful restorable floor, 
but we won’t know until we do it.’ 
So they agreed to pay us to take 
the risk, and as it turned out, there 
was this beautiful marble floor 
of Travertine, green, black and 
brown marble that was in very 
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Restoring the 
 Madison Building

Many of the Tennessee Pink 
marble sills were badly dam-
aged. The client wanted them 
repaired instead of replaced.

The Carrara walls and Rosa Va-
lencia columns mostly needed a 
thorough cleaning and polishing.

Large squares of green Verde 
Tino marble are a beautiful 
detail uncovered and restored.

With a general cleaning, the 
artistry of the floor began to 
shine through the grime of 
decades. Some of the basic 
restoration issues the crew 
overcame included removing 
mastic and glue, and repairing 
damage as necessary. 

Sirianni also gave one of his 
junior guys, Joey DiCarlantonio, 
the opportunity to take the 
lead on this job. It was up to 
DiCarlantonio to organize it, plan 
the schedule, plan the purchasing, 
and review the scheduling with 
the administrative staff to make 
sure they were covered, he said. 
“Joey just stepped up and did a 
brilliant job, to the point where 
the whole team was writing him 
emails congratulating him. He 
kept it on schedule, and I’m real-
ly proud of him.” 

Another Marble Restoration 
Company job in progress is the 
historic addition of the Manor 
House, a local nursing home. 
Through the warmer months, 
they’ve also been doing a lot of 
outdoor work throughout the old 
historic towns in the area that 
have brownstone houses and 
row houses with marble steps. 
Maintenance contracts are also 
a large part of the company’s 
revenue, and include a large of-
fice building owned by Tishman 
Speyer, the Four Seasons at The 
Comcast Center building, and the 
The Curtis Center.

Maintenance contracts are 
usually two and three years in 
duration, and when they include 

fabrication, there is only one 
company that they go through, 
said Sirianni: Michael Addesso 
Marble and Granite World. “They 
are pros, they are a multi-genera-
tional business, and they do all of 
our fabrication work. When our 
customers need fabrication, we 
call them. When their customers 
need maintenance work, they call 
us. It’s a great relationship!” 

The Marble Restoration 
Company keeps an armada of 10 
trucks that serve a 75-mile radi-
us of the greater Reading area. 
Service also extends into central 
New Jersey, including the Jersey 
shore, and as far as Delaware. 

A Shining Example 
of What’s Possible

Reading, Pennsylvania’s prime 
was from the 1920s until the 
1960s, when the economy fell 
apart after the local steel indus-
try left. Currently, there’s a lot of 
redevelopment that’s revitalizing 
the area, and the renovation of 
the Madison Building is a shining 
example of this. Gentrification is 
on the horizon, and those willing 
to roll up their sleeves and put in 
the time will reap the rewards and 
the satisfaction of helping restore 
Reading’s proud heritage. 

       
When The Marble Restoration 

Company techs first visited the 
Madison Building, they were con-
cerned by the extent of the deteri-
oration. “It was beat up and dirty, 

but when you stand in that main 
room, especially when you look 
at the ceiling, you could start to 
see the good bones of this build-
ing, and then we got challenged 
by it,” said Sirianni. “ Our guys 
love a challenge! ”

Sirianni explained that this res-
toration project was particularly 
hard work as they were restor-
ing 20-foot- high walls. “They 
worked up on a lift or on lad-
ders doing everything by hand. 
When you’re in the middle of a 
job and you’re dirty and you’ve 
got all this stuff going on around 
you, it’s hard to feel like you’re a 
craftsman or an artist. But when 
you step back and you see the fi-
nal picture, and my guys are al-
ways sending me pictures of their 

final work, that’s when you really 
feel like a craftsman and artist. 
We love doing what we do.”

Sirianni admitted they were 
staying quite busy. “I could hire 
four more techs right now, be-
cause we have that much busi-
ness. But I’m not going to hire 
just anybody. We are really par-
ticular, and (our work) uses some 
very unique techniques. But if I 
found a young guy who wanted 
to learn the craft and was will-
ing to commit a year to study as 
an apprentice, I’d hire him in a 
heartbeat.” 

Visit The Marble Restoration 
Company at www.marble 
restorationco.com . 

Continued from page 2

http://www.marblerestorationco.com
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“Too many people overvalue  
what they are not and  

undervalue what they are.”  
–Malcolm S. Forbes

BB Industries Introduces 
New App with 2021 Catalog

The company is launching the 
app with the January release of 
its 2021 catalog. Customers scan 
a graphic image with a hidden 
code, to receive product info, 
technical specs, sales offers and 
more, and are sent to the website 
to order. Phase 2 of the app will 
include purchase directly from 
the app. 

Customers can now download 
the new BBI app from iTunes 
and the Google app store to get 
started. The app will continue to 
evolve. 

For over 27 years BB 
Industries’ philosophy has been 
to offer exceptional products 

BB Industries

and first-class service to its part-
ners in the stone, tile and concrete 
industries. 

For more information, visit 
www.bbindustriesllc.com or 
www.facebook.com/bbindustries.

Continued from page 1

Natural Stone Institute 
Announces New “Find an 

Accredited Company” Tool

Architects, specifiers, 
general contractors, and 
homeowners will now 

have access to a brand new Find 
an Accredited Company Tool. 
Company listings are displayed 
according to their expanded ter-
ritory, not simply their physi-
cal location. This functionality 
will help to achieve the coveted 
“critical mass” needed for 
Accreditation language to be 
meaningful in a specification. 

This tool is being actively pro-
moted to specifiers through BSD 
Speclink, an innovative specifi-
cation writing software, and ad-
ditional direct outreach. It will 
also be referenced through other 
specification guidance resources 
used by design professionals such 
as Masterspec and the Natural 

Stone Institute’s Sample Quality 
Assurance Language document. 

For Accredited fabricators who 
focus primarily on residential 
projects, the tool will be adver-
tised through Google Ads target-
ing people currently in the market 
for countertops. 

Accreditation is quickly becom-
ing more valuable to natural stone 
countertop fabricators and install-
ers. If your company is interest-
ed in learning more about what 
it takes to obtain the credential, 
please contact Mark Meriaux: 
mark@naturalstoneinstitute.org. 

Visit www.naturalstone 
institute.org/accreditation to 
learn more about the Natural 
Stone Institute Accreditation 
program. 

http://www.slipperyrockgazette.net
mailto:g.covell@slipperyrockgazette.net
mailto:publisher%40slipperyrockgazette.net?subject=
http://www.slipperyrockgazette.net
http://www.bbindustriesllc.com
http://www.facebook.com/bbindustries
mailto:mark%40naturalstoneinstitute.org?subject=Find%20an%20Accredited%20Company%20Tool
http://www.naturalstoneinstitute.org/accreditation
http://www.naturalstoneinstitute.org/accreditation
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Win more jobs.
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Increase operational efficiencies.
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Training & Education

OSHA Issues Guidance Alerting 
Employers to Frequently Cited 

Standards in COVID-19 Inspections

Majestic Kitchen & Bath Names 
Ken Leitch as Director of 

Mutli-Family Housing Relationships

The U.S. Department of Labor’s 
Occupational Safety and Health 
Administration (OSHA) has 

issued  guidance  and an accompany-
ing one-pager to help employers under-
stand which standards are most frequently 
cited during coronavirus-related inspec-
tions. OSHA based these documents on 
data from citations issued, many of which 
were the result of complaints, referrals 
and fatalities in industries such as hos-
pitals and healthcare, nursing homes 
and long-term care facilities, and meat/
poultry processing plants.

The one-pager and guidance document 
provide available resources that address 
the most frequently cited standards, includ-
ing  Respiratory Protection,  Recording 
and Reporting Occupational Injuries 
and Illnesses,  Personal Protective 
Equipment and the General Duty Clause. 
The one-pager provides examples of re-
quirements employers must follow, such 
as:

• Provide a medical evaluation before a 
worker is fit-tested or uses a respirator.

• Establish, implement, and update 
a written respiratory protection pro-
gram with required worksite-specific 
procedures.

• Train workers to safely use respira-
tors and/or other PPE in the workplace, 
and retrain workers about changes in 
the workplace that might make previous 
training obsolete.

• Keep required records of work-related 
fatalities, injuries, and illness.
• Store respirators and other PPE prop-
erly in a way to protect them from dam-
age, contamination, and, where appli-
cable, deformation of the facepiece and 
exhalation valve.

OSHA is providing the guidance to help 
employers protect workers and increase 
compliance with OSHA requirements.

OSHA’s  On-Site Consultation 
Program offers no-cost and confidential 
occupational safety and health services 
to small- and medium-sized businesses 
to identify workplace hazards, provides 
advice for compliance with OSHA stan-
dards, and assists in establishing and 
improving safety and health programs. 
On-Site Consultation services are sepa-
rate from enforcement and do not result 
in penalties or citations.

Under the Occupational Safety and 
Health Act of 1970, employers are re-
sponsible for providing safe and healthful 
workplaces for their employees. OSHA’s 
role is to help ensure these conditions for 
America’s working men and women by 
setting and enforcing standards, and pro-
viding training, education and assistance. 
For more information, visit www.osha.gov.

The mission of the Department of 
Labor is to foster, promote, and devel-
op the welfare of the wage earners, job 
seekers, and retirees of the United States; 
improve working conditions; advance 
opportunities for profitable employment; 
and assure work-related benefits and 
rights.

Majestic Kitchen & 
Bath Creations Inc., 

one of the southeast re-
gion’s largest manufactur-
ers and installers of natural 
and engineered surfaces for 
the kitchen and bath, today 
announced that Ken Leitch 
has joined the company as 
Director of Multi-Family 
Housing Relationships. In 
his new role at Majestic, 
Leitch will be responsible for 
expanding the company’s re-
lationships and partnerships 
across the southeast to meet 
demand within the growing 
multi-family housing build-
ing industry. He will operate 
from Charleston and report 
to the company’s President 
& CEO Scott Byers.

Leitch joins Majestic from 
Stoneworks Ltd. in Charlotte 
where he supervised com-
mercial sales for that compa-
ny’s operations in Charlotte; 

Ken Leitch, Majestic Kitchen 
& Bath’s new sales executive,  
will lead the company’s con-
tinued expansion across the 
southeast into the growing 
multi-family housing 
building sector.

Naples and Largo, Florida; 
and Newburgh, New York.

“Ken brings a solid record 
of commercial business de-
velopment to Majestic that 
will help us expand our re-
lationships and client oppor-
tunities in the multi-family 
market segment,” said Scott 
Byers, president & chief 
executive officer, Majestic 
Kitchen & Bath Creations 
Inc. “Construction within 
the multi-family housing 
sector continues to grow and 
with Ken’s leadership and 
skills we see strong oppor-
tunities across the southeast 
U.S. region to meet demand 
as the professional solution 
that delivers certainty to 
multi-family housing build-
ers at a competitive price 
point.”

Earlier in his career, 
Leitch held senior level 
commercial sales and pur-
chasing positions at Surface 

Products in Cornelius, 
North Carolina, and at 
Simonini Group based in 
Charlotte. He received a 
Bachelor of Science degree 
in Construction Science & 
Management from Clemson 
University. Leitch is a past 
President of AWI Carolinas.

Please visit www.go 
majestic.com for more 
information.

Coverings Announces New 
Dates for 2021 Live Event

Coverings 2021 has announced new 
dates. The show will now be held July 

7-9, in the North Hall of the Orange County 
Convention Center, Orlando, Florida.

 
After consultation with many in the in-

dustry, the overwhelming sentiment was to 
reschedule to minimize the risks to all par-
ticipants and to produce a safe and robust 
event. Rescheduling Coverings will en-
ables the event organizers to move forward 
and provide the experience that attendees, 

exhibitors, partners, and the overall indus-
try expects and deserves.

With the new date, the new deadline 
to submit projects to the 2021 Coverings 
Installation & Design (CID) Awards or to 
nominate a young emerging leader to the 
2021 Coverings Rock Star program is now 
Friday, March 26, 2020.

For information specific to vendors, 
exhibitors and attendees, see the website  
coverings.com/faqs .

https://www.osha.gov/SLTC/covid-19/covid-citations-guidance.pdf
https://www.osha.gov/SLTC/covid-19/covid-citations-lessons.pdf
https://www.osha.gov/laws-regs/regulations/standardnumber/1910/1910.134
https://www.osha.gov/laws-regs/regulations/standardnumber/1904/
https://www.osha.gov/laws-regs/regulations/standardnumber/1904/
https://www.osha.gov/laws-regs/regulations/standardnumber/1904/
https://www.osha.gov/laws-regs/regulations/standardnumber/1910/1910.132
https://www.osha.gov/laws-regs/regulations/standardnumber/1910/1910.132
https://www.osha.gov/laws-regs/oshact/section5-duties
https://www.osha.gov/smallbusiness/
https://www.osha.gov/smallbusiness/
https://www.osha.gov/
http://www.gomajestic.com
http://www.gomajestic.com
http://coverings.com/faqs
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The discuss ion 
of  light-colored 
marble discoloration 

on shower floors remains an 
ongoing issue for the tile & 
stone industry in the United 
States. I am often contacted 
by designers, specifiers and 
installers who have been 
disappointed by the fact 
that the recently installed 
light-colored marble shower 
floor has blotchy-look-
ing wet “stains” that keep 
growing and sometimes 
begin to wick up the wall 
tile.

As mentioned in my article 
“Marble Moisture Discol-
oration: Don’t Blame the 
Stone!” (published in the 
September 2020 issue of the 

Pavlo Starykov
Star Tile & Stone LLC

Eliminating Marble Moisture Discoloration
The Water In / Water Out Shower Pan Method

Slippery Rock Gazette),  the 
problem is usually caused 
by the inappropriate materi-
als and/or installation meth-
ods, and is usually a result 
from the lack of sufficient 
technical information on the 
installation methods for this 
type of stone in shower ap-
plications. In this follow-up 
article I want to share some 
very important practical 
recommendations in re-
gards to light-colored mar-
ble installation on shower 
floors with the “dry-pack” 
method also known as “wa-
ter in / water out” but first I 

would like to address some 
misconceptions about this 
problem.

Is light-colored marble 
suitable for showers?
Despite opinions I often 
hear about “high porosity 
of marble” and therefore 
its supposedly inferior per-
formance in wet areas, this 
stone’s physical properties 
make it suitable for shower 
applications when installed 
correctly.
According to the Dimension 
Stone Design Manual pub-
lished by the Natural Stone 
Institute, stones installed in 
wet areas “must be able to 
withstand frequent or con-
tinuous water projections, 
and in the case of showers, 

the presence of hot steam”. 
Therefore, “the best results 
are obtained with a dense, 
resistant stone, such as a 
granite, or a compact stone 
with a low absorption co-
efficient” (see Dimension 
Stone Design Manual, Ver-
sion VIII, Chapter 3 – Stone 
Selection; Water Resistance 
5.3).

Is marble a dense, re-
sistant and compact stone 
with a low absorption coef-
ficient such as granite?

Even though marble’s pri-
mary mineral, calcite, only 
has a Mohs hardness of 3 
(versus 6th and 7th posi-
tions for feldspar and quartz 
that granite consists of), it is 
related to scratch resistance 
and not to the overall den-
sity and strength. Marble 
is still considered to be a 
strong and hard stone.

ASTM C97 represents 
standard test methods for 
absorption and bulk spe-
cific gravity of dimension 
stone (see www.astm.org/
Standards/C97.htm). The 
ASTM C97 absorption 
coefficient by weight for 
most white marbles ranges 
from 0.9% to 0.11% which 
is equal to many granites. 
Some sources even give 
the absorption coefficient 
by weight specifically for 
Carrara marble as 0.3% 
- 0.10%.

Studies conducted by 
the Illinois Institute of 
Technology have shown 
that the durability of mar-
ble is little affected by cy-
cles of weather. This is 
because of marble’s low 
rate of moisture absorp-
tion (see Dimension Stone 
Design Manual, Version 
VIII, Chapter 3 – Stone 
Selection; Water Resistance 
5.3).

What about the density of 
marble?
ASTM C97 test results of-
ten range from 2.716 to 
2.722 kg/cu.m which is 

even higher than of many 
granites.
In fact, marble is not very 
porous from a geologi-
cal standpoint, but being a 
translucent stone, light-col-
ored marbles like Carrara 
or Calacatta, simply shows 
the presence of moisture in 
it more obvious than many 
other darker, non-translu-
cent stones. When installed 
with a proper method it 
will though never act like a 
sponge that holds water.
Given these facts, let us 
discuss the seven important 
things to know about the 
installation of the light-col-
ored marble with a water in 
/ water out system.

1) The benefits of the 
“traditional” shower pan 
method for light-colored 

marble
It is important to under-
stand the benefits of the 
dry-packed mortar bed 
as stone’s substrate on a 
shower floor. Unlike most 
bonded sheet or liquid-ap-
plied topical waterproof 
membrane methods, the 
traditional water in / water 
out system is designed to 
provide not only the topical 
but also the internal water 
evacuation in the thick-bed 
assembly.
According to two of the 
leading researchers in the 
field of water transport in 
building materials, Chris-
topher Hall and William D. 
Hoff, “In a porous medium 
such as a sand pack, formed 
from solid particles, it is 
obvious that all the porosity 
is connected. A nanoscopic 
ant could wander through-
out the void space and 
eventually visit all points 
within it. This means that 
all pore space is available 
for flow of gas or liquid and 
is in communication with 
the environment in which 
the material finds itself” 
(Hoff, William D., and 
Hall, Christopher, Water 
Transport in Brick, Stone 
and Concrete, Second edi-
tion, pp. 6-7).

Even though cementa-
tion that takes place after 
mixing sand and Portland 
cement with water reduces 
the porosity of a raw sand 

pack, a properly installed 
dry-packed mortar bed still 
provides a highly porous 
bonding surface. 

Such bedding allows wa-
ter that penetrates below 
the stone to move away 
from the underside of tiles 
and eventually be evac-
uated via weep holes in 
the drain assembly. This 
allows marble to dry rela-
tively quickly and reduces 
the potential for moisture 
entrapment.

2) Important limitations 
when marble is used 
with the water in /  
water out method

According to the Natural 
Stone Institute,  “Stone 
tile with adhered fiber-
glass mesh reinforcement 
on their back surfaces are 
not to be used for shower 
applications”  (Dimension 
Stone Design Manual 
Version VIII, Chapter 
16, Wet Areas, Stone Tile 
Residential Showers, 
Steam Rooms, and Steam 
Showers, 1.3). 

Such “adhered fiberglass 
mesh reinforcement,” also 
known as “resin backing,” 
is used to reinforce stone 
tile and to reduce the likeli-
hood of fracture. The adhe-
sive used to attach the mesh 
is not standardized, but 
is commonly an epoxy or 
polyester-based adhesive 
that truly seals the back 
of the stone, eliminating 
vapor transfer and signifi-
cantly reducing the ability 
of Portland cement-based 
thin-set mortars to adhere 
to it (see TCNA Handbook 
2020, Natural Stone Tile 
Selection and Installation 
Guide, Fiberglass Mesh 
Reinforced Stone, page 
10, and  Dimension 
Stone Design Manual 
Version VIII, Chapter 
21, Restoration and 
Maintenance, 4.3.3).

It is important to under-
stand that such backing 
adds an impervious or wa-
ter repellent coating to the 
back of stone, reducing its 
“breathability” and creat-
ing a potential for moisture 
entrapment under or within 
the stone. 

Carrara marble tiles showing the unmistakable darkening of moisture discoloration.

Resin-backed marble mosaic tiles are recognized by the distinctive 
mesh “glue” coating on the back.

http://www.astm.org/Standards/C97.htm
http://www.astm.org/Standards/C97.htm
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Principles of Synchronous Flow
Ed Hill
Synchronous SolutionsCountertops are custom 

products. Every order 
is unique. That makes 

life quite interesting, but it also 
brings myriad challenges toward 
achieving a stable and prosper-
ous manufacturing organiza-
tion. The challenges come in an 
infinite variety of forms:

• Incomplete, inaccurate and 
untimely customer information
• Poor raw material quality
• Jobsite not ready when 
template and/or Installation are 
scheduled
• Color match issues
• Employee issues
• Equipment issues
• Damage to finished installa-
tions by other trades
• Weather
• The Covid Pandemic
• Etcetera, Etcetera, Etcetera…

The possibilities for compli-
cations to daily process flow are 
infinite.

The stone industry is also dis-
tinctive because it is commonly 
owner-operated.  Many success-
ful countertop fabricators started 
in someone’s garage and grew to 
a full-sized establishment with 
all the complexities of manag-
ing a real business. The con-
cepts that worked when it was 
a small business (hard work and 
“do whatever it takes”) cannot 
be enough when the owner tran-
sitions to a manager who must 
organize the efforts of others.  
The “homegrown” approaches 
to business management, which 
may have worked well in the 
past, may not suffice in modern 
times with increased technology 
and a wide variety of products 
needed to remain competitive.   

Moreover, business owners 
must ultimately transition to be-
coming entrepreneurs who work 
on the business rather than act-
ing as an internal manager who 
works actively in the business.   
Owners need a system by which 
business managers can operate 
the company to the standards of 
the owner, but without the need 
for daily involvement.  Thus, the 
owner can concentrate on larger 
issues such as market growth, 

equipment technology and long-
term planning.

A proven, scientific approach 
to business Process Flow 
Management is needed. Actually, 
there are many such management 
systems available in the market 
today. Virtually all the popular 
systems (Lean Manufacturing, 
Demand Flow Technology, Six 
Sigma) are particularly applica-
ble to mass production processes 
like the auto industry. When thou-
sands of copies of each product 
are needed, those systems have 
a place. But for a custom product 
manufacturer, a flow control sys-
tem is needed that is specifically 
designed to recognize the special 
needs of a custom process. 

The concept of Synchronous 
Flow is based on the fundamental 
principle that any business pro-
cess is one system with common 
characteristics such as variability, 
finite capacity and an identifiable 
constraint, which, therefore, de-
termines the capacity of the entire 
system.

By identifying the system’s con-
straint and scheduling it to a pre-
determined dollar volume amount 
each day, the business system 
can be synchronized around this 
identified Control Point. By con-
trolling the time orders consume 
in flowing through defined zones 
in the business system, total pro-
cess cycle times from Template 
through Install can be controlled 
to a reliable fixed time, usually 
one week. This is accomplished 
by coordinating the release of 
jobs into the manufacturing sys-
tem (input) at a rate consistent 
with the completion of jobs at 
Install (output).  

Control of the entire business 
system is rooted in the basic met-
ric called Throughput ($T), which 
is the measure of value added for 
the business system.  The system 
recognizes that operating with 
less work-in-process (WIP) in-
ventory is easier to manage and 
allows much more responsiveness 
in manufacturing to meet the de-
mands of the fluctuating market.  

Finally, and perhaps most im-
portantly, Synchronous Flow 
provides a methodology to deal 
with the routine issues of the 
day in a proactive rather than a 
reactive manner. Daily Buffer 
Management meetings replace the 
typical production meetings with 
a system that identifies all the 
issues that have a potential of af-
fecting the Installation Schedule.  
Identifying and dealing with the 
issues in a prioritized manner be-
fore impact is much better than 
“jumping through hoops” once 
the schedule has been interrupted.  

How it Works…
Synchronous Flow looks upon 

the entire business as one sys-
tem of separate, but dependent 
events. That chain of events, 
when mapped from beginning 
to end, shows that the capacity 
of the entire chain is limited by 
only one process step, that being 
the weakest link in the chain (aka 
the business system’s Constraint).  
Anything that the business does to 
increase the capacity and produc-
tivity of that Constraint, strength-
ens the entire chain and makes 
the business more productive.  
This is the basic concept of “The 
Theory of Constraints,” which is 
best described in The Goal, by Dr. 
Eliyahu Goldratt. Synchronous 
Flow is rooted in this concept.

Using an overall process flow 
map, from marketing & Sales 
through Installation and invoice 
collection, the strategic identi-
fication of the system’s Control 
Point, planned “buffers” of 

work-in-process and a mecha-
nism to control the release of 
new jobs into the system at the 
Template operation can be de-
signed. By synchronizing all the 
functions of the business to a 
strategic Control Point, the en-
tire operation can be coordinated, 
controlled and optimized.

The Control Point is finitely 
scheduled each day based on its 
capacity to produce Throughput 
($T). All other functions in the 
company from Sales through 
Manufacturing, and including all 
the support functions, operate to 
serve the Control Point. Every 
function in the company is “syn-
chronized” around the Control 
Point.

To manage the daily oper-
ations in a proactive (rather 
than reactive) manner, compa-
nies use another key element of 
Synchronous Flow called Buffer 
Management. The idea behind 
Buffer Management is recogni-
tion that there will be problems 
in the normal workday. Material 

issues, Customer information is-
sues, quality issues, equipment 
issues, people issues, etc. are in-
evitable and the business system 
must be prepared to deal with 
them. Designing into the business 
process a method to manage pro-
actively is much better than con-
stantly “fighting fires” with little 
effort toward preventing them in 
the first place. The disciplines of 
Buffer Management bring those 
virtues to the operations of the 
business enterprise. 

Buffer Management is accom-
plished by dividing all business 
operations into sequential “zones” 
reflecting a “time scheduling” 
approach for controlling the jobs 
as they move through the busi-
ness system. Based on the date of 
Install (or ship, deliver, pick-up), 
each job is planned for a certain 
Buffer Zone location each day. As 
jobs are processed, Management 
can monitor the status of each and 
can identify actions required to 
assure that each one can meet its 
schedule. 

MARKET
BUFFER MISSING

INFO
BUFFER TEMPLATE

BUFFER

Six Day Lead Time from Template through Install
SYNCHRONOUS BUFFER ZONES

Manufacturing Engine

Stand-by
ZONE

Template 
ZONE

Activities Complete
Real Time

Email DXF Real Time

6 DAYS
TEMPLATE THROUGH INSTALL

1 DAY 1 DAY 1 DAY 1 DAY2 DAYS

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

Marketing & 
sales

activities

New sold
jobs with
missing or

unconfirmed
info

“Pick & 
choose”  
queue

for optimum
scheduling.

All info 
known. All 

material 
available.
Jobsite 
ready.

24 Hour
Rule

CAD Complete
Material Confirm

Info Complete
by 12 P.M.

G-Code Complete EOD
Slabsmith EOD

Ready
by 2:00 P.M.

Quality Control
Ready for Install

$T
Achieved

Pull / Stage Material 
Cut

Route /Polish Edges
Assemble

Light Green 
ZONE

Dark Green 
ZONE

Yellow
ZONE

Red
ZONE

Install
ZONE

{ { {{ {{
Please turn to page 11

Training & Education
Throughput, expressed as $T, is the measure of 
value added by the company.  Fabricators “value 
added” is the transformation of sheets/slabs of raw 
material into custom countertops for its Custom-
ers.  That “transformation” is measured as the sales 
price minus the investment in materials, freight and 
outsourcing.  The result of that calculation is $T.  

A job priced at $5,000 and having $2,000 worth of 
materials would have $3,0000 worth of $T.  That is 
a 60 percent Throughput Ratio.

The desired mix of products and Customers is 
scheduled each day based accumulating the $T val-
ue of each job to achieve the maximum profitability 
and Customer service.  This finite schedule based 
on the $T for each job becomes the “drumbeat” for 
the company.
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Training & Education

Ed Young
Fabricator’s Business 
Coach

Short lead times are a tre-
mendous competitive 

advantage.  
 

The fewer jobs in your shop 
(work in process – WIP), the 
shorter your lead time.  Having 
a lot of jobs in your shop means 
your lead times may be longer 
than you like. Lean is a popular 
process improvement tool and it 
pushes for the lowest invento-
ry to generate the shortest lead 
times possible – and, therefore, 
great competitive advantage.   
So, if we want short lead times, 
then this must be the best busi-
ness solution, right?
 

Wrong!  The lower your WIP 
levels, the more you are im-
pacted by variation in process 
performance. Variation comes 
from:

• Inconsistent machine perfor- 
 mance due to wear and tear
• Different process times due  
 to different materials
• Tool wear  
• Inconsistent human
 performance 
• Absenteeism

 
All production operations have 

inherent variation and, while it 
can be managed to some degree, 
this variation cannot be elimi-
nated. Worse still, that variation 
accumulates through the steps 
of your fabrication process rath-
er than averaging out. The result 
is a whip effect that makes it dif-
ficult to predict customer install 
dates. Since this variation can’t 
be eliminated, lowering WIP too 
much can hurt your ability to hit 
your promised install dates and 
hurt your ability to delight your 
customer.

 
Since we can’t complete-

ly stop the variation, how do 
we keep output of the plant 
consistent so we can meet our 
promised install dates and still 
make a profit – all while hav-
ing short lead times?

Last month we talked about 
how bottlenecks constantly 
moving around a plant creates 
chaos.  We talked about the need 
to decide where your constraint 

should be and how you can use 
various tools to help drive the bot-
tleneck to the constraint.

Once you have accomplished 
that, you will need to protect the 
constraint from the variation ac-
cumulating throughout the pro-
cesses that feed it. This is critical 
since, by definition, the constraint 
controls the throughput of the en-
tire plant. It defines the capacity 
of the entire facility to make mon-
ey.  If the constraint stops running 
for an hour, that is an hour of ca-
pacity lost for the entire facility.   
That means you lose an hour of 
capacity to make money!

Having extra inventory in front 
of the constraint helps ensure it 
doesn’t stop due to lack of work.  
It gives you time to ‘catch up’ if 
a machine in the production flow 
feeding the constraint breaks 
down, or if a slab doesn’t show up 
on time, of if a really complex job 
slows everything down. It also 
gives you time to inspect those 
jobs to make sure you don’t waste 
constraint time processing a part 
that is already defective. 

 
Since this inventory buffers 

the constraint from everything 
that happens prior to it, let’s 
call it a buffer.
  How large should the buffer 
be? You can conduct an extensive 
statistical analysis, or you can 
make a rough guesstimate and 
adjust as needed.  In most opera-
tions, about a day of buffer stock 
is a good place to start. 
 
• Monitor the buffer levels  
  over time (track the data!).  
• Record the issues that cause  
  the buffer level to increase  
  and the ones that cause it to  
  decrease.  
•  Once you have a good feel  
  for how prior processes im- 
  pact the supply of jobs to the 
  constraint, start lowering  
  inventory between those  
  prior processes.  
• As those WIP levels begin  
  to stabilize, start lowering the  
  size of the buffer.

 • You will probably end up 
  stabilizing the buffer at  
  somewhere around a half- 
  day of inventory. 

Some folks won’t be comfort-
able with this S.W.A.G. approach 
but, in the long run, it will save a 
lot of time and arguments.   The 
reason is, if you conduct a statis-
tical analysis, people will argue 
about the assumptions you used 
or the calculations in the analy-
sis. It always happens and you 
can easily end up with Analysis 
Paralysis and get nothing done. If 
you do happen to get your anal-
ysis approved, it will be imple-
mented, you will monitor perfor-
mance of the buffer, and then you 
will adjust it accordingly. My rec-
ommendation just saves you the 
analysis and the subsequent argu-
ing – and gets you results quicker.

So far in this series, we’ve talk-
ed about constraints, and buffers. 
There are a few additional tools 
needed to make this system work 
smoothly for you.   One of them 

is knowing how to maximize your 
capacity to make money.   Look 
for that in our next article. Here’s 
an excerpt:

You are paying for all the ca-
pacity in your shop. How well 
are you using it?

The maximum amount of mon-
ey your shop can generate in a 
day is equal to the quantity of 
value-added hours you execute 
in that day. If you want to make 
more money without hiring more 
people or buying new equipment, 
then you need to find ways to re-
duce the non-value-added activi-
ties in your shop.

To find out more about how to 
Increase Inventory to Increase 

Increase Inventory to Increase  Profit
This is the second in our series of six articles 
which will show you how to get predictability 
and control of your countertop shop. 
 Additionally, you can increase capacity 
utilization by 30 percent or more and short-
en your lead time.

Profit as well as how to 
Reduce the Chaos, Make More 
Money, and Get Your Life 
Back – email the author – Ed@
FabricatorsCoach.com.

In addition to having run a coun-
tertop fabrication shop, Ed has 
also helped many fab shop owners 
become very successful.
He is a seasoned manufactur-
ing manager and coach who has 
helped hundreds of companies 
from single person startups to 
large international corporations. 
As a former business owner, he 
understands the responsibility to 
make payroll while also satisfying 
customers. Ed can be reached at 
Ed@FabricatorsCoach.com.

The right amount of inventory in the right place protects the 
throughput of your shop.

mailto:Ed%40FabricatorsCoach.com?subject=
mailto:Ed%40FabricatorsCoach.com?subject=
mailto:Ed%40FabricatorsCoach.com?subject=
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“That Stone Won’t See It Coming!”

800-575-4401www.BBIndustriesLLC.com

These blades are specifically 
designed with high, aggressive 

segments for FASTER cutting

Item # 11026 - 11037

Viper Strike
Quartzite  

Bridge Saw Blade

Item # 11008 - 11025

Viper Strike
Turbo Diamond Dry 

Granite Blade

Item # 4587 - 4590

Viper Strike
Granite Quartz

Bridge Saw Blade

Cheryl A. Moore, PsyD
CEO, Prestige Countertops 
& Services

Please turn to page 11

Opportunities and 
Obstacles in 2021

The year 2020 was one that 
none of us will soon forget.  
The experience of going 

through a contentious election and 
living in a pandemic challenged 
every one of us in our personal 
and professional lives. As business 
owners and managers, we will con-
tinue to face challenges in 2021 that 
will fall outside of our normal day-
to-day routines.  These challenges 
create a necessity for all of us to 
think outside the box and look at 
our businesses in a way we may not 
have looked at them before.

Businesses that were able to sur-
vive the ever-changing rules of the 
pandemic were fortunate.  For some 
it required a lot of creativity to con-
tinue to provide a product or service 
that was being limited to new rules 
and procedures every day. As we 
push forward into 2021, this is the 
time to do a complete analysis of all 
aspects of your business to identify 
and address the challenges ahead.    
As with any new administration, 
we would be remiss to not consider 
the possibilities of new regulations, 
extended shut-downs, increases in 

taxes, increases in interest rates, 
and increases in minimum wage 
rates, to name a few.  As we all try 
to figure out what our new “nor-
mal” will look like, I would like to 
present some areas of consideration 
as you plan for the New Year.

As we put 2020 behind us, we 
need to take a look at the basics in 
our business operations and iden-
tify the areas where we performed 
well and the areas where we need 
improvement. In doing this, I 
would like to suggest, and provide, 
a brief thought on the topics of cur-
rent and prospective markets, pro-
jections, workforce, finances, and, 
technology. As you read through 
these, some may think it is just ba-
sic business acumen, and it is, but, 
unfortunately, many of us get so 
involved with the day-to-day chaos 
that we lose sight of operating to 
be more efficient, and doing what 
we need to do to improve quality, 
which in turn will impact profits.

In this industry we tend to focus 

on commercial or retail work, with 
some having a foot in both arenas.  
So what do these two areas look 
like currently and moving forward?  
Do you have a backlog built up for 
2021?  In what areas do we have 
room for growth? Are we fiscally 
and properly prepared to achieve 
our sales goals? I would suggest 
utilizing your employees to make 
or set realistic goals moving for-
ward and documenting how you 
plan to achieve these goals. Getting 
your employees involved in deci-
sions like these gives them a sense 
of ownership and pride in your 
product and service. Create a team 
of workers to implement and moni-
tor the outcomes of these plans.

Even in these challenging times 

we should be examining our work-
force.  Do we have employees who 
are all in with our growth plans?  
Are our employees motivated and 
efficient workers who pride them-
selves in the quality of their work 
and the product we are delivering to 
our customers? Are the employees 
paid a fair wage and do you pro-
vide bonuses for a job well done? 
Do the employees know where they 
stand in the future of the company?  
A happy worker is a productive 
worker, and their happiness starts 
with you, in how you communicate 
with them, and show an interest in 
them and the knowledge they bring 
to you.

So, what about the historically 
low interest rates?  Given the uncer-
tainty of the future, refinancing is a 
viable option for reducing monthly 
fixed costs.  Is now the time to look 
at a low interest loan to provide 
the capital needed to invest in the 
growth plan you have put togeth-
er for the coming year? Develop a 
relationship with your banker and 
CPA, if you don’t already have one. 
These are two outlets that can pro-
vide a wealth of information to you 
and provide advice and guidance 
on moving forward

Network with others in your 
industry. Starting a business 
with nothing but hand tools and 

knowledge is not a bad idea, but 
when is the right time to start to 
invest in technologies that will 
make you more efficient?  Is there 
a particular sales level you need to 
be at to approach this decision? Do 
you need to be classified as a mid-
sized to large company? Prepare 
cost projections and a return on 
investment analysis to ensure that 
you are financially prepared and 
can justify the leap to a digital tem-
plating machine or a CNC machine 
to increase production and improve 
quality. You will find this move is 
well worth it, when your company 
is ready.  Reach out to your fellow 
fabricators and ask them about their 
experiences.  Whatever choices you 
make, you want to strive to keep 
your business financially strong, so 
you can survive whatever 2021 has 
to offer.

In your strategic planning process 
for 2021, you may want to consider 
the Section 179 tax deduction. 

For those of you who are not 
familiar with this tax deduction, I 
would encourage you to talk with 
your accountant or tax advisor 
about this. In essence, Section 179 
allows businesses to fully depreci-
ate qualifying equipment purchases 
and qualifying business vehicles in 
the year of purchase.  

Utilize your 
 employees to 

make or set 
 realistic goals, 
and document 

how you plan to 
achieve those 
goals in 2021.

http://www.BBIndustriesLLC.com
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Continued from page 6

Eliminating Marble Moisture Discoloration
The Water In / Water Out Shower Pan Method

“Resin backing” must be ei-
ther completely removed/scari-
fied prior to marble installation, 
or stone has to be installed with 
the “epoxy method” that will be 
explained in detail in the next ar-
ticle on this subject (feel free to 
contact the author at Pavlo@star 
tile.us if you have an upcoming 
project with a resin-backed mar-
ble in a shower). 

3) Composition and installation 
of the dry-packed mortar bed
Best porosity for proper internal 

water evacuation is achieved with 
a dry-packed mortar bed consist-
ing of one part Portland cement 
to four to five parts sand (see 
Dimension Stone Design Manual 
Version VIII, Chapter 16, Stone 
Tile Residential Showers, Steam 
Rooms, and Steam Showers, 2.2). 
Avoid using rapid-set polymer 
modified mortar screeds because 
they have a lower porosity which 
can significantly slow down 
water evacuation under natural 
stone installed on a shower floor.

Over-compacting the dry-
packed mortar and burnish-
ing the surface is not recom-
mended (see Dimension Stone 

Design Manual Version VIII, 
Chapter 13. Installation, General 
Information. 3.1.2.4. Suitable 
backings).

Pre-pitch (also known as pre-
slope or sloped mortar bed under 
the waterproof pan liner) and fi-
nal slope must conform to indus-
try standards.

“Dry pack” requires little water 
and should hold its shape when 
fully mixed but not be fluid like. 
Use a water measuring cup and 
carefully follow the mortar manu-
facturer’s instructions for mixing 
speed, time, and water ratio. Do 
not install floor stone tiles until 
the dry pack has fully cured to 
avoid moisture entrapment in the 
mortar bed.

4) Using a Waterproofing 
membrane / pan liner

The waterproof membrane, 
whether it is a PVC/CPE pan liner 
or lead/copper/hot-mop system, 
must smoothly follow the con-
tour to the shower receptor and 
the drain body must sit flush with 
the substrate. A bead of suitable 
sealant is applied over the drain 
body before loosely-laid PVC or 
CPE membrane is clamped to the 
drain. Careful attention should be 
paid to ensure that the weep holes 

are not blocked with sealant. The 
bead should be applied just out-
side the clamping bolts and after 
the membrane has been laid over 
the drain body. It must be em-
bedded over the sealant to flatten 
the bead to avoid partial block-
ing of weep channels (see Noble 
Company Technical Bulletin 
#015 “Securing Waterproofing 
Membrane to Clamping Ring 
Drains”).

It is important that there are 
NO wrinkles, “bird baths” or 
low spots  in the pan liner, since 
these obstructions will block the 
passage of water and could im-
pact the stone appearance on the 
top surface.

Weep holes protection is criti-
cal and should not be avoided!

Take a close look at how fast 
water evacuates into the drain af-
ter you pull the plug during the 
flood test. Any standing water 
will indicate an existing problem 
in the preparation work that needs 
to be corrected before you pro-
ceed. For more information see 
TCNA Handbook for Ceramic, 
Glass, and Stone Tile Installation 
2020, Wet Areas Guidelines, pag-
es 41-42.

5) Setting Materials
It is recommended that 

light-colored marble be installed 
with white thin-set mortar and 
the ridges are fully collapsed 
when the stone tiles are set in 
place.  “100% mortar coverage 
between floor and sub-slab is 
recommended” (see Dimension 
Stone Design Manual Version 
VIII, Chapter 16, Stone Tile 
Residential Showers, Steam 
Rooms, and Steam Showers, 2.2). 
It is my opinion that unmodified 
thin-set (mortar that conforms to 
ANSI 118.1 standard) is the best 
adhesive to install marble over 

a dry-packed shower floor due 
to its higher porosity and drain-
age capability as opposed to the 
modified mortars that are more 
water-repellent and could slow 
down the internal water evacu-
ation below the marble tiles laid 
on the shower floor. Traditional 
cementitious grout works better 
for quicker water evacuation than 
high-performing stain-resistant 
dense grouts. Note the excellent 
condition of a 20-year-old marble 
shower featuring traditional sim-
ple grout that gets basic cleaning!

6) Marble Tile Installation 
on Shower Walls

While a simple approach to 
setting materials with higher po-
rosity are, in my opinion, the best 
choice to install marble tiles over 
a water in / water out shower 
system, premium  modified thin-
set mortars conforming to ANSI 
118.15 standard can be used to 
install stone on shower walls.

It is important to apply such 
mortars using an appropriate 
notch trowel over a waterproof 
backing system using direction-
al troweling method that allows 
to achieve optimal mortar con-
tact with substrate and elimi-
nate voids (see TCNA Handbook 
2020, Mortar Application 
and Coverage, Directional 
Troweling, page 35). It is import-
ant to understand water and vapor 
management systems for shower 
walls and floors to provide more 
predictable results with natural 
stone.
More information about the 
availability of high-performing 
mortars can be obtained from the 
mortar manufacturer’s represen-
tatives.

Below is a 20-year-old marble 
shower installed in Portland, 
Oregon with the Water In/
Water out method. After 20 
years of use it is in great shape.

Embedding marble into fresh 
mortar with pre-flattened 
ridges

Please turn to page 12

mailto:Pavlo%40startile.us?subject=
mailto:Pavlo%40startile.us?subject=
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Principles of Synchronous Flow

Continued from page 7

Continued from page 9

Overall, Buffer Management 
brings a system of control to the 
process by optimizing the vol-
ume of WIP within each zone 
on a continuous basis.  

As a process of accountabili-
ty, the first issue to be discussed 
in the agenda of each Buffer 
Management meeting is the 
follow-up on all assignments 
of the previous day. Assigned 
persons simply report that they 
have (or have not) completed 
the resolution of the identified 
issue. How it was accomplished 
is not reported, only that it has 
been resolved. If a resolution 
is not complete, a new assign-
ment (possibly the same person, 
possibly someone else) is made 
as necessary. In this manner, 
no issue can “fall through the 
cracks” and cause more serious 
problems for the company as it 
is compounded over time.

During the meeting, the 

current status of the business is 
reported including performance 
relative to preset goals in daily 
Throughput ($T) for each product 
line. Current, actual cycle times 
in manufacturing from Template 
through Install and from Cut 
through Install are reported for 
each product line. The amount of 
work yet to enter manufacturing, 
expressed in elements of time and 
Throughput dollars, is reported 
indicating the demand in the com-
ing weeks for each product line. 
At the conclusion of these brief 
reports, everyone present knows 
the current business status, updat-
ed each day of the month, rela-
tive to the performance goals and 
the coming demand within each 
product line. 

Then, the status of each Buffer 
Zone is reported by the operations 
person in charge of each area.  A 
“hole” is reported if a particular 
job is not in the position within 
the process that it should be ac-
cording to the Synchronous Flow 

scheduling process. The zone 
location of the issue in question 
determines its priority for action.  
A “buffer hole” in the Red Zone 
will affect the Control Point in a 
few hours, whereas a “hole” in 
the Green Zone will not affect the 
Control Point for several days.  
Therefore, assignments are pri-
oritized and proactive actions are 
planned to achieve resolution of 
each issue identified.  

A review of the Buffer 
Management Log, in which a 
brief description of each “issue” 
is recorded, will allow identifi-
cation of the most chronic issues 
for a managed effort to truly solve 
the problem and prevent the issue 
from reoccurring.  The test for ef-
fectiveness is that the identified 
issue does not reappear in the re-
cords of the Buffer Management 
Log in succeeding months. By 
definition, this approach will ad-
dress the issues that are occupy-
ing the valuable time of the opera-
tions people and the management 
staff within the business. As the 
most serious of these are solved, 

the time that those issues required 
each day is converted into plan-
ning time during which proactive 
management is accomplished.  
Inevitably, the stress levels of the 
operations and management staff 
is reduced, and a sense of calm-
ness and control is introduced 
into the daily routine. Users of 
the Synchronous Flow Business 
System report that the quality of 
life improves for the people with-
in the business system. Others re-
port that an extraordinary period 
of growth was accomplished only 
because the business practiced the 
principles of Synchronous Flow 
and used the planning tools it pro-
vides to grow intelligently and 
profitably.

Ed Hill is President of 
Synchronous Solutions and is 
based in Charlotte, North Carolina. 
He can be reached at EdHill@
SynchronousSolutions.com and 
at 704-560-1536.

For more information on how 
to maintain a rapid and reliable 
process time, contact Ed Hill, 
Synchronous Solutions, 704-560-
1536, or visit  www.Synchronous 
Solutions.com .

There is nothing complicated 
about this deduction and it has the 
potential to significantly reduce 
your taxable income. Utilizing this 
tax deduction may play a factor 
in your decision to invest in that 
new machine I discussed above. 
Assuming this taxable deduction 
is still relevant in the New Year, 
I would suggest researching it to 
prepare to take advantage of it this 
year.

None of us know what 2021 will 
bring, but we all have a responsibil-
ity to do our part.  We are going to 
face obstacles and we are going to 
see challenges, but with obstacles 
come opportunities.  Now is the 
time to do your homework, analyze 
every aspect of your business, ask 
questions, and make the hard deci-
sions, so you too can be a survivor 
in 2021.

Cheryl is the CEO of Prestige 
Countertops & Services, Inc. and an 
Assistant Professor of Accounting 
at Mercyhurst University.  If you 
would like additional information, 
please email her at cmoore2@ 
mercyhurst.edu .

  

Opportunities

mailto:EdHill@SynchronousSolutions.com
mailto:EdHill@SynchronousSolutions.com
http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
mailto:cmoore2%40mercyhurst.edu?subject=
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Eliminating Marble Moisture Discoloration
The Water In / Water Out Shower Pan Method

7) Impregnating/penetrating 
sealers and marble installed 
with the water in / water out 

method
To avoid moisture discolor-

ation of the marble installed with 
the traditional shower floor sys-
tem it is my opinion that natural 
stone should NOT be sealed.

One of the most prominent ex-
perts in the tile and stone indus-
try, Dr. Frederick M. Hueston of 
Stone Forensics, explains such 
an approach in detail in his arti-
cle “Stone impregnating sealers 
in wet environments? Bad idea” 
(to read the article visit www.
stoneforensics.com/articles/f/
sealing-stone-in-wet-areas .

Full mortar coverage behind 
Carrara marble on a shower 
wall.

The principles covered in this 
article will help you professional-
ly approach challenges associated 
with the light-colored marble for 
shower applications.

Finally, use your best efforts 
to educate your customers about 
the basic maintenance and care 
of their newly installed marble 
and provide them with a premi-
um PH-neutral cleaner designed 
for natural stone. Simple but reg-
ular cleaning will keep a marble 
shower floor installed with the 
water in / water out method in  
great condition for many years, if 
not decades, to come.

Pavlo (a.k.a. Pasha) Starykov 
is owner of Star Tile & Stone 
LLC, a certified stone and tile in-
spector, a certified tile installer 
(CTI #1480), and NTCA Region 
9 State Ambassador. Contact the 
author at pavlo@startile.us with 
questions.

Those Pesky Amendments
Sharon KoehlerThis month I am here to 

talk about what I think is 
a sore subject for some 

but, no worries, it’s not going 
to turn out the way you think. I 
want to talk about the November 
2020 election. Before you start 
yelling Trump this or Biden that, 
Democrats, Republicans, etcetera, 
etcetera, etcetera, please be aware 
that I don’t want to talk about 
the presidential part. (I discuss 
politics with no one, not even 
my closest relatives or friends.) I 
want to talk about the amendment 
and /or initiative portion of the 
ballots. While it’s true that we are 
the United States, amendments 
on the ballots were different from 
state to state, and even town to 
town.

Now some of those amendments 
only affect a few certain people. 
For instance, here in my county 
we voted on an amendment to 
not assess personal property tax 
on vehicles of disabled veterans. 
It passed, not only in my county 
but in my state as well. However, 
this amendment was not on the 
ballot in Santa Fe, New Mexico. 
They had nine amendments on 
their ballot while mine only had 
two. In Puerto Rico, they voted 

Contributions start in 2023 
and leaves can start in 2024. 
Downside number two is if 
the company has nine employ-
ees or less, they don’t have to 
participate.

In Florida, they voted in an 
increasing scale minimum wage 
amendment. Due to prior gov-
ernment action, on January 1, 
2021 the minimum wage in 
Florida went from $7.25 per 
hour up to $8.65 per hour. Then 
on September 30, 2021, it will 
increase to $10 per hour. Then 
every year on September 30 
through 2026, the minimum 
wage will increase $1 per year 
until it hits $15 per hour. 

California passed Proposition 
22 which basically says app 
drivers like Lyft or Doordash 

on whether to become our 51st 
state or not. I assure you, this was 
not on my ballot. The point here 
is that amendments vary widely 
across the nation. Some affect 
how area governments are run. 
Some affect land or water use, 
state constitutional amendments 
or various other mundane things 
that the general public doesn’t 
always care about, but needs to 
know about all the same to help 
govern their state. However, 
some amendments have bearing 
on your taxes, finances or work 
(which in turn affects your fi-
nances), and you need to know 
which ones affect you. 

Colorado voted in a medical and 
family leave issue. It will give the 
citizens of Colorado 12 weeks of 
paid leave per year to take care 
of themselves or a family mem-
ber with a serious health prob-
lem, and if it is a complication 
of pregnancy or childbirth, leave 
can be extended to 16 weeks. It is 
an employee- and company-fund-
ed program so everybody has to 
work together. 

Two downsides: This does 
not go into effect immediately. 

are independent contractors, not 
employees. That may not sound 
like much, but it will change their 
benefits, taxes and insurance for 
starters. So if you moonlight a 
bit (as many people do), or you 
know an app driver in California, 
this could be a big change for you 
or them. 

On the other side of the coun-
try, some municipalities in Maine 
voted to enact hazard pay for 
workers/employees who work or 
provide services under declared 
state of emergency situations.  
There is a bit of confusion as to 
when this goes into law, but it you 
live in Maine, you might want to 
check it out.

More than a few states passed 
various laws on Marijuana. They 
varied widely across the country. 

Arizona and Montana now al-
low recreational use. Mississippi 
approved medical-use marijua-
na and South Dakota voters ap-
proved recreational and medical 
use. HOWEVER, all that being 
said, there aren’t any laws at this 
time that make it okay for employ-
ees to use, sell or be in possession 
of marijuana at work or while on 
company time. Companies should 
probably check the laws in their 
state and employees should check 
with their employers to find out 
what company policies are per-
taining to this issue. 

Obviously we can’t discuss ev-
ery amendment or initiative put 
on every single ballot. There are 
far too many spread out all across 
the US and its territories. Some 
affect just a portion of a state, like 
in Maine, and some affect whole 
states, like in Virginia. Check 
the local issues in your area and 
see what passed. Not all of them 
did. Wouldn’t it be nice to know 
if you are getting a raise or some 
other benefit? Did your taxes go 
up? (Or perhaps you might find 
yourself in a place where some 
taxes went down.) Just Google 
your locality and see what affects 
you. You might just be surprised.

 
Please send your thoughts on 

this article to Sharon Koehler at 
Sharon@asdrva.rocks.

http://www.stoneforensics.com/articles/f/sealing-stone-in-wet-areas
http://www.stoneforensics.com/articles/f/sealing-stone-in-wet-areas
http://www.stoneforensics.com/articles/f/sealing-stone-in-wet-areas
mailto:pavlo@startile.us
mailto:Sharon@asdrva.rocks
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Ann Sacks® Unveils Fluted Tile 
to the Terrazzo Renata Collection

ANN SACKS unveiled an 
extraordinary fluted tile 
to the Terrazzo Renata 

Collection, which made its debut 
in 2018 with subsequent intro-
ductions in 2019 and in February 
2020. Fluted is a classic design 
that marries the charm of Old 
World terrazzo with the advances 
of 21st century technology to 
create a tile of uncommon beauty 
that is at once timeless and of the 
moment. 

Fluted begins as a slab, the cool 
white stone field inlaid in a com-
bination of varying white and 
light grey stones. The surface is 
then fluted using CNC technolo-
gy and hand-finished to remove 
any imperfections and giving the 
tile face a consistent look and vel-
vety hand. 

Fluted joins the Terrazzo 
Renata earlier designs of sophis-
ticated color choices in Black, 
White, Aubergine, Brulée, and 
Grigio Carnico. Hailing from 
Italy, Terrazzo Renata puts a 

thoroughly modern spin on tra-
ditional terrazzo tiles, while re-
maining true to its roots. Terrazzo 
Renata includes marbles from the 
famed Carrara quarries, its stone 
combination selected for its fine 
variation in size, composition and 
coloration.

Fluted is offered in a 12 inch 
x 12 inch field tile and with its 
striking fluted detail and brushed 
finish a statement-making choice 
for large scale commercial and 
residential wall applications. 
Competitively priced and in-
stock, Terrazzo Renata can meet 
the demands of even the most 

aggressive budget and deadline.
Founded in 1981, ANN SACKS 

has built its reputation with in-
spiring designs in tile, stone, 
plumbing, lighting and accesso-
ries. Based in Portland, Oregon, 
the company, along with sister 
brands, KALLISTA plumbing, 
Robern mirrored cabinetry and 
vanities, and KOHLER Lighting, 
is a division of the Kohler Co. 
Decorative Products Group, and 
a wholly owned subsidiary of 
Kohler Co.

Founded in 1873 and head-
quartered in Kohler, Wisconsin, 
Kohler Co. is one of America’s 
oldest and largest privately held 
companies. Kohler is a glob-
al leader in the manufacture of 
kitchen and bath products, en-
gines and power generation sys-
tems, cabinetry, tile and home 
interiors.

For additional information re-
garding Terrazzo Renata Fluted,  
can call toll-free 1-800-278-TILE 
or visit the ANN SACKS website 
at www.annsacks.com. 

Polycor Announces Health 
Product Declaration

Polycor has developed 
brand-new Health Product 
Declarations (HPDs) avail-

able from their website.

What Are HPDs 
The HPD Open Standard pro-

vides a framework for product 
manufacturers to report and dis-
close information about product 
and associated health informa-
tion. The use of HPDs is one of 
the most common and easy ways 
to gather documentation for com-
pliance with LEED®, WELL or 
the Living Building Challenge, 
etcetera.

Polycor developed HPDs for 
the following products: 

• Granite (all granites)
• Marble (all marbles)
• Limestone (all limestones)
• Granite Composite Products
 (all products with backings)
• Marble Composite Products (all  
 products with backings)
• Limestone Composite Products  
 (all products with backings).

Polycor encourages fabricators 
and masons to download their 
HPDs along with their NSC 373 
certificates and the Hardscapes 
Solar Reflectance Index. 

  For more information visit 
polycor.com .
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“Your most unhappy customers are 
your greatest source of learning.”

–Bill Gates
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manufacturers when their mate-
rials are installed correctly. And 
in the TCNA Handbook, we find 
this language regarding the instal-
lation of waterproof membranes: 
“Bonded waterproof membrane 
must be continuous, including at 
changes in plane.  Follow mem-
brane manufacturer’s require-
ments  for corners, seaming, and 
overlap.” The bold emphasis is 
mine.

Let’s take a closer look and see 
what challenges and risks tile 
contractors take when they build 
a hybrid shower system.

You Don’t Know What 
You Don’t Know

The first potential issue tile 
contractors should be aware of is 
introducing technical unknowns 
into the system. Potential mate-
rial incompatibilities may arise 
when mixing waterproofing sys-
tems and materials. 

Today’s tile installations 
enjoy a tremendous 
amount of flexibility and 

creativity in methods, materi-
als, and design. While a few 
decades ago there was only one 
option for waterproofing shower 
stalls, today we have myriad 
options. One tempting method 
is the Franken-shower, or hybrid 
shower system. But what risks are 
there and when is it the appropri-
ate choice?

What is a Hybrid?
With topical applications like 

B421 and B422 in the  TCNA 
Handbook for Ceramic, Glass 
and Stone Tile Installation, 
which call for an ANSI A118.10 
load-bearing, bonded, waterproof 
membrane, the membrane ex-
tends continuously from the drain 
to above the showerhead.

A membrane can either be 
sheet-applied or liquid-applied. 
Typically, a sheet-applied mem-
brane calls for a 2-inch overlap at 
seams, corners, and penetrations. 
This is usually a band of the same 
material applied with thinset or an 
approved adhesive. A hybrid sys-
tem is a liquid-applied membrane 
at corners and seams to create the 
waterproof overlap.

Some contractors who use this 
method do so simply because 
they don’t trust the science be-
hind thinset bonding a 2-inch 
overlap to maintain a waterproof 
seal. The internet is replete with 
videos of contractors conduct-
ing their own tests to determine 
whether or not a system or mate-
rial is actually waterproof. Other 
contractors prefer the ease of 
liquid-applied membranes over a 
seam. Still others don’t like the 
potential build-up of overlapping 
membranes.

Trust the Methods 
and Manufacturers

That said, one of the most valu-
able resources we have avail-
able to us in the tile industry 
are ANSI standards and TCNA 
methods. When we use materials 
that meet ANSI A118.10 we can 
trust they will perform as a wa-
terproof system. This being the 
case, we can and should trust the 

The Hazards of Hybrids

As contractors, we simply can’t 
know for sure how different ma-
terials will interact with one an-
other. The liquid might require a 
mechanical profile to grab onto, 
or the sheet might not allow the 
liquid to integrate fully into the 
fabric, thus potentially allowing 
water to migrate behind the liq-
uid membrane, leading to a fail-
ure. Since we can’t speak to the 
composition of the different ma-
terials and how they’ll interact, 
care should be taken in mixing 
components from different man-
ufacturers. Ask yourself the fol-
lowing: If there is a failure, where 
would the fault lie? In the liquid 
seam? Or in the fabric material? 
How could that be determined? 

In this case, the failure, and li-
ability, would lie squarely on the 
shoulders of the installer.

It’s worth noting that some 
manufacturers allow for a liq-
uid seam mixed with their sheet 

membrane.  Since they are able to 
test in a laboratory setting, they 
can confirm the suitability and 
compatibility of these installa-
tions in their systems. This is key 
to deciding if a hybrid approach is 
the right one for your installation. 
If you prefer building your show-
er systems in this way, choose a 
system designed for it.

Partnering with a 
Manufacturer Benefits 

 Your Client
The second issue you should 

consider is what the manufactur-
er recommends. A huge strength 
of our industry is the partnerships 
between installers and manufac-
turers. Our trade benefits from 
the support and knowledge that 
is available to each and every 
one of us. Following the recom-
mendations of the manufactur-
ers of the products we use is the 
simplest step we can take in our 
partnership.

A popular sentiment and state-
ment is “my word is my warran-
ty.” Unfortunately, it is not that 
simple. When companies write 
warranties, they are binding legal 
language. In other words, if you 
meet the terms of a warranty, they 
must as well. And these compa-
nies want to partner with us, and 
so they want to make sure you 
and your client are taken care of. 
Manufacturers want to stand with 
you behind their product. Often, 
manufacturers’ reps will even go 
beyond what’s required of them 
by the terms of the warranty to 
help installers in the field and to 
educate them. Of course, as noted 
above, that may be the start of a 
long-term partnership between 
the company and you.

Consider this: in 2020 we 

Hybrid seam installation: membrane and liquid.  Photo courtesy of Bryan Cook.

Joseph Mattice
On The Level Flooring

Below, Left: A properly- 
installed liquid membrane and  
(Below) a properly-installed 
sheet membrane showing  a 
wide margin of overlap.  
Photos by Jake Schaefer 
and Jeff Tomczak

suffered an economic shutdown 
that could not be avoided due to 
COVID-19. Many small busi-
nesses went under, as they could 
no longer afford to stay in busi-
ness. Others encountered health 
issues associated with our trade 
and must retire early or change 
careers. If in two years, a client 
needs a repair on their shower, 
but their installer is no longer in 
operation, who will they call? If 
they believe their shower was 
built as a system and is under 
warranty, they will call the sys-
tem manufacturer. When the 
manufacturer comes to inspect 
the installation and determines 
that an unapproved hybrid sys-
tem was “designed” by an install-
er who is no longer in business, 
what recourse will the homeown-
er have?

All this is to say we have an 
ethical obligation as profession-
als to our clients to make sure 
that not only is their shower built 
with proper methods, but proper 
materials as well. If we “design” 
our own hybrid system out of 
materials we happen to like, not 
only are we assuming all liability 
on ourselves, but we are  active-
ly voiding the client’s warranty, 
robbing them of their legal rights.

These are vital questions you 
should ask yourself:

• Are you introducing techni-
cal unknowns into the system, 
and with them potential failures 
and health risks for your client?

• Are you actively voiding your 
client’s warranty?

Perhaps this won’t change your 
mind on the subject. However, 
the fact remains that hybrids 
come with their own sets of haz-
ards and risks.

Joseph Mattice is a CTEF 
Certified Tile Installer #1155 and 
owner of On the Level, LLC, lo-
cated in South Carolina.  Article 
reprinted permission of the 
Author and Tile Letter magazine, 
and photos used by permission..
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“Few will have the greatness to bend 
history itself, but each of us can work 
to change a small portion of events, 
and in the total of all those acts will be 
written the history of this generation.”    
—  John F. Kennedy

TCNA Announces Critical Product 
Testing for New Uniform Swimming 
Pool, Spa, and Hot Tub Slip 
Resistance Code

The Tile Council 
of North America 
(TCNA) announces 

the formal approval of 
specific and measurable 
walkway safety crite-
ria for swimming pools, 
spas, and hot tubs by the 
International Association of 
Plumbing and Mechanical 
Officials (IAPMO). The 
2021 Uniform Swimming 
Pool, Spa, & Hot Tub Code 
(USPSHTC) establishes for 
the first time, measurable 
criteria (and a required test 
method) for suitably slip 
resistant surfaces around 
pools, spas, and hot tubs. 

The USPSHTC Slip 
Resistance Task Group led 
by Bill Griese, TCNA’s 
Director of Standards 
Development and 
Sustainability Initiatives, 
developed improvements 
to the code language, which 
went through a public com-
ment period this fall and 
has now been approved 
by IAPMO’s Swimming 
Pool, Spa, and Hot Tub 
Technical Committee to be 
part of the USPSHTC. 

“IAPMO’s decision to in-
corporate the recommend-
ed code language provides 
code officials, inspectors, 
and specifiers, among 
others, with model code 
criteria they have not had 
before to appropriately as-
sess walkway surfaces that 
are intended to be slip-re-
sistant,” stated Mr. Griese. 
“It’s important for owners 
and specifiers to be aware 
of these criteria in order to 

properly specify and main-
tain flooring, which can 
help keep people safe.”

The new code for slip-re-
sistant walkway surfaces 
includes:

A required wet dynam-
ic coefficient of friction 
(DCOF) value of no less 
than 0.42, for level walk-
way surfaces intended to be 
walked upon when wet, as 
determined in accordance 
with the current ANSI 
A326.3 standardized test 
method.

A corrected minimum 
DCOF requirement for in-
clined/sloped walkways, 
which require greater avail-
able friction to prevent 
slipping.

Guidance for testing 
on three-dimensional-
ly patterned or profiled 
walkways. 

An appendix providing 
additional information re-
garding the determination 
of DCOF values for hard 
surface walkways intended 
to be slip-resistant.

For three-dimensional or 
textured surfaces, the code 
notes that testing shall be 
conducted on a nominally 
flat section of such walk-
ways. Where that is not 
possible, the code states 
that the specifier must pro-
vide documentation sub-
stantiating their product 
choice. 

To address this require-
ment of the code, TCNA 
recommends a widely-rec-
ognized international stan-
dard (DIN 51130) for test-
ing product slip resistance 

with human subjects on an 
inclined plane — commonly 
referred to as the “German 
Ramp” test. Until now, this 
testing has not been com-
mercially available in the 
U.S.

“TCNA’s Product 
Performance Testing 
Laboratory is a leader in 
U.S.-based slip resistance 
testing and research through 
our work with standards 
developers, manufactur-
ers, specifiers, distributors, 
and design professionals,” 
said TCNA’s Director 
of Laboratory Services, 
Katelyn Simpson. “Drawing 
upon decades of experience 
with our German Ramp, we 
are pleased to now offer this 
testing to others in response 
to the needs of design pro-
fessionals. We look forward 
to working with the IAPMO 
Technical Committee in 
future code cycles and will 
continue to expand testing 
capabilities as new code lan-
guage, standards, and meth-
odologies are developed.”

To order product testing 
according to ANSI A326.3, 
DIN 51130, or other slip re-
sistance test methodologies, 
or to discuss custom testing 
and research, contact TCNA 
at  testing@TCNAtile.
com or call 864-646-8453. 

For more information on 
the new code, consult the 
complete USPSHTC Slip 
Resistance Task Group re-
port at IAMPO.org.

TCNA is a trade associa-
tion representing manufac-
turers of ceramic tile, tile 
installation materials, tile 
equipment, raw materials 
and other tile-related prod-
ucts. Established in 1945 as 
the Tile Council of America 
(TCA), it became the Tile 
Council of North America 
(TCNA) in 2003, reflecting 
its membership expansion 
to all of North America. 

NTCA Announces Joe A. 
Tarver Award Recipient

The National Tile 
Contractors 
Association 

(NTCA), the world’s largest 
tile contractor association, 
is pleased to recognize 
Mary Yocum of Schluter 
Systems as the recipient 
of the 2020 Joe A. Tarver 
Service to the Industry 
Award. Named after 
NTCA Executive Director 
Emeritus Joe Tarver, who 
served the industry through-
out his career in both man-
ufacturing and association 
management, this award is 
given to individuals who 
have dedicated their careers 
to improving the tile and 
stone industry in the United 
States.

 Mary is only the second 
woman to receive this pres-
tigious award. This well-de-
served recognition is de-
rived from Mary’s active 
participation and support of 
leading trade associations 
such as the NTCA and the 
Ceramic Tile Distributors 
Association (CTDA), 
where she was a two-time 
President. 

“Mary has devoted her 
time and energy to the en-
tire tile industry and is high-
ly deserving of this recog-
nition,” says Bart Bettiga, 
Executive Director of the 
NTCA. “As both a distri-
bution and manufacturing 

representative, Mary has 
worked closely with the tile 
contracting community and 
has helped communicate 
the need for hiring quali-
fied and trained installers 
to the design, building, 
specification and architec-
tural community. Mary has 
actively promoted qualified 
labor language in the speci-
fications and has supported 
the importance of industry 
certification offered by the 
Ceramic Tile Education 
Foundation.”

“I am beyond humbled,” 
Mary says while discussing 
award. “Firstly, it’s the Joe 
Tarver Award! I worked 
with Joe and have a great 
deal of respect for him and 
all he did for the tile indus-
try.  All the people who 
have received this award 
prior to me have committed 
themselves generously to 
the industry. I am so grate-
ful and extremely humbled 
to be in their company.”

Marco Ludwig, President 
and CEO of Schluter-
Systems North America, 
congratulated Mary on re-
ceiving the award. “Over 
the years Mary has formed 
countless deep and mean-
ingful relationships and it 
doesn’t take long to real-
ize just how well respect-
ed she is in the tile indus-
try. Her dedication and 
commitment to improving 

Mary Yoakum, Schluter 
Systems, Recipient of the 
2020 Joe A. Tarver Award

Mary Yocum of Schluter® Systems

the industry makes her an 
excellent choice for the 
Joe Tarver Award. We, at 
Schluter- Systems are fortu-
nate to benefit from Mary’s 
knowledge, experience and 
enthusiasm.” 

The NTCA has produced 
a video of highlights from 
Mary’s impressive career 
in the tile industry and pro-
viding insight into her life 
and character, available on 
Youtube, 

The National Tile 
Contractors Association 
(NTCA) is a non-profit 
trade association serving 
every segment of the in-
dustry, spearheading edu-
cation for the professional 
installation of ceramic tile, 
natural stone and allied 
products.   For more in-
formation, please contact 
NTCA executive direc-
tor Bart Bettiga at bart@
tile-assn.com, via tele-
phone at (601) 939-2071, 
or visit www.tile-assn.com. 

http://r20.rs6.net/tn.jsp?f=001ocBV8Cafq_4TXDkjZL5_Tfgp5v720aYXT-NwsGeLm1uEoEvZUx3xM2fY4LCMFsPkIqgKtlOsqLlWCAnwEttDceeUmKOKReo7w-9rVMCscA20K3zgGkjkHhjHQAipbd5nTdYHPh1EWR5R6cRF4maxa2mwtikQHx38mxpjczY-6yQzbYuwuYOm9F3TOyRig7UHhcbRP2dqIRjDgLbeJdAkcpmPtm-ioywSWDa5QKIlHAg=&c=-617CGZ2NlPcGjRH64s6dbB1uajq2wpbnmJ4KRtZaV2fTlnzYXyeXQ==&ch=bBy85vPAHSColFvGMPzeCsL1UtZicwcLo_XCNoPpKggimrdud6osIg==
mailto:testing@TCNAtile.com
mailto:testing@TCNAtile.com
http://r20.rs6.net/tn.jsp?f=001ocBV8Cafq_4TXDkjZL5_Tfgp5v720aYXT-NwsGeLm1uEoEvZUx3xM2fY4LCMFsPkIqgKtlOsqLlWCAnwEttDceeUmKOKReo7w-9rVMCscA20K3zgGkjkHhjHQAipbd5nTdYHPh1EWR5R6cRF4maxa2mwtikQHx38mxpjczY-6yQzbYuwuYOm9F3TOyRig7UHhcbRP2dqIRjDgLbeJdAkcpmPtm-ioywSWDa5QKIlHAg=&c=-617CGZ2NlPcGjRH64s6dbB1uajq2wpbnmJ4KRtZaV2fTlnzYXyeXQ==&ch=bBy85vPAHSColFvGMPzeCsL1UtZicwcLo_XCNoPpKggimrdud6osIg==
mailto:bart@tile-assn.com
mailto:bart@tile-assn.com
http://www.tile-assn.com
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Visit our website for 
more shipping informa-
tion or call 1-800-575-
4401 to speak with any 
of our knowledgeable 
sales representatives.

The BB Industries team 
truly goes the extra mile 
on sourcing the best 
products and getting 
them to you fast.

BBI Shipping & Delivery Information
Because your time is important, we do our best not to 
waste it. For example, when you call us, a salesman will 
answer your call, not an answering machine. In other 
words, you get your order placed fast. 

If you order today 
by 5:45 pm, Eastern 
Standard Time (EST) 
on the web or on the 
phone, we will ship 
today and will deliver 
it in two days or less.

And, if it won’t fit on the truck, 
we’ll find the fastest way to get 
your order to you no matter 
where you are.

www.BBIndustriesLLC.com  u  800-575-4401

Just Keep Walking…

Turnabout is Fair Play…

Freedom is Like Gold

After a heated argument with 
his wife in late November, a 

48-year-old unnamed man from 
Como, Italy, stepped outside to 
walk it off and kept on walking 
until he was stopped a week later 
by police officers patrolling after 
curfew in Gimarra, more than 
260 miles away.

The man said he had walked 
the entire way, without using 
any other modes of transporta-
tion and relied on the kindness 
of strangers for food and drink. 
“I’m fine. I’m just a little tired,” 
he said. His wife, who had re-
ported him missing, picked him 
up the next day, but had to pay a 
fine of almost $500 for his viola-
tion of the curfew. 

AN unnamed hunter near 
the Czech Republic 

village of Horni Plana contacted 
police in late November after 
a deer startled by the man’s 
dogs charged him, snagging his 
.22-caliber rifle on its antlers be-
fore running into the woods.

Fortunately, the gun was un-
loaded, and police said another 
hunter saw the stag more than a 
half-mile away with the rifle still 
hanging from its antlers. The ri-
fle has not been recovered.

AN unnamed Nor th 
Korean man in his late 

20s told officials his training as a 
gymnast enabled him to jump al-
most 10 feet high over a fence in 
November to escape into South 
Korea, National Public Radio 
reported. After crossing the 
fence, the man evaded capture 
for about 14 hours before being 
detained by South Korean sol-
diers, whom he told he wanted to 
defect. Skeptical officials made 
him jump the same height again 
twice to help prove his story. 
Amazingly, he successfully 
avoided land mines and sensors 
around the border.

Weird Around 
the Globe

http://www.BBIndustriesLLC.com
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Tis the Season

Socially distanced visitors to 
Tokyo’s Sunshine Aquarium 

were delighted to see Santa Claus, 
complete with a mask and flip-
pers and holding a Christmas 
wreath, gliding among banana fish 
and a stingray in a huge tank on 
December, according to Reuters. 
The swimming Santa, who also used 
a bazooka-like feeder to shoot treats 
to the fish, is a 20-year tradition at 
the aquarium. “I know it’s difficult 
to hold events like these because of 
the coronavirus situation,” said vis-
itor Ayami Kobayashi, 35, “but I’m 
grateful they still held the event.”

AN animal rescue worker 
in Adelaide, Australia, 

thought she was being pranked when 
Amanda McCormick called on Dec. 
2 to report she had discovered a 
koala in her Christmas tree. The lit-
tle marsupial didn’t come with the 
tree; it wandered in the house and 
found a cozy new home among the 
ornaments, 9News reported. The 
female koala was safely removed 
to its more natural habitat. “Koalas 
are very curious creatures, and if the 
opportunity presents itself, they will 
investigate,” the rescue team said.

Some of my favorite childhood 
memories involve our family’s 

annual trips to the local Christmas 
tree farm. Although we have an arti-
ficial tree at our house, my children 
are still able to partake in the tradi-
tion by accompanying my parents 
when they cut down their tree.

When I announced we would be 
helping them pick a tree the fol-
lowing weekend, I expected Ethan, 
my six-year-old, to be excited about 
the outing. Instead, he furrowed his 
brow, puzzled, and asked, “What 
did they do with the one we got 
them last year?” 

800-575-4401www.BBIndustriesLLC.com

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

77671 - Superior Gold 
GV-1 Flowing  

Adhesive, Big Box

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

77668 - Superior Gold 
GV-1 Flowing  

Adhesive, Gallon

Superior GOLD is a Modified Acrylic 
with an Epoxy Backbone.      

ALL–IN–ONE!

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

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

“Consumers are 
rational individuals 

who are perfectly able 
 to tell screws from bolts. 

That is to say, when 
consumers get 

 screwed, they bolt.”
—  P. J. O’Rourke 

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

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

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

• US Public Water and Sewer Facilities 
Construction

• US Private Office Construction

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

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

Construction   /   December 2020

ITR Management Objective

Make sure you have the staff and 
the capital to take on higher levels of 
activity in this market next year and in 
2022.



SlIppery rock GazeTTe January 2021  |  19  

The weather is finally 
changing down 
here in Florida. 

It was brisk a 55 degrees 
this morning. Of course, 
you snow birds consider 
that shorts and flip-flops 
weather, but us native 
Floridians break out the 
parkas, ski masks and 
gloves. If you have never 
experienced the cold in the 
South, it’s way different 
than the cold in the North. 
I’ve been told the humidity 
makes it feel like you’re 
chilled to the bones.

Anyway, it was a cold 
enough morning to head 
over to Flo’s for a warm 
cup of coffee, and perhaps 
some bacon and eggs. I 
grabbed my fedora and 
trench coat and headed out 
the door. I hadn’t gotten two 
steps out of the door, when 
my phone rang. “Stone 
Detective,” I said, shiver-
ing. The call was from a 
contractor who had gotten a 
call back on a granite floor 
he installed a few weeks 
ago. It was in a retail store 
that was about to open. He 
told me that there appeared 
to be a light-colored halo 
around the perimeter of the 
stone in certain areas. 

He also told me that the 
phenomenon comes and 
goes, and seems to be 

Frederick M. 
Hueston, PhD

The Stone Detective
… My Stone Must  Be an Angel

worse when the floor is 
mopped. I asked him the 
standard questions, like:

What type of granite was it?

What type of grout was 
used?

Did they seal the stone?

All his answers were well 
within the industry guide-
lines. It was a domestic gray 
granite. They used a stan-
dard cement-based grout, 
and they had not sealed the 
stone. 

I have seen this problem 
on numerous occasions 
when an epoxy grout is 
used, so I asked him if he 
was sure it was not epoxy. 
He told me the brand name, 

and sure enough, it was not 
epoxy. I told him I would 
have to come out and see it. 

Unfortunately, it was in 
another state. I could book 
a flight and be there in less 
than a hour’s flight time, 
but this old man is kind of 
skeptical about the safety of 
traipsing through airports, 
and maybe catching the co-
rona bug. Thinking about 
that, I put the address into 
my GPS and it would take 
me about 12 hours to get 
there. That meant I would 
need to charge for two days 
travel. 

I gave him the bad news, 
and he wasn’t happy. He 
was huffing and puffing on 
the phone about my fees, 
and then I just asked him,  
“Do you FaceTime, Skype 
or even just internet access 
on your phone at the job 
site?” He said he did. I told 
him I could do a virtual in-
spection. He would need to 
show me the problem and I 
would tell him what to do as 
far as testing, etc. He agreed 
and we set a time later that 
day for the inspection. Now 
maybe I can get that cup of 
joe and some breakfast.

Later that day, as I sat 
in my office dreaming of 
warmer days, my phone 
alerted me that I had a video 
call. The tile contractor was 
on the job site, and had the 
phone’s camera pointing 
at his shoe. I told him he 
had some nice shoes, but I 
was not a shoemaker and 
needed to see the problem. 
He laughed, which kind of 

helped to break the ice. 
I asked him to show me 

the areas where this halo 
was appearing. He walked 
over to a spot on the floor 
and said: “That is odd. It 
was here this morning, and 
now it’s gone!” I asked him 
to spill some water on those 
areas. He grabbed a cup of 
water and spilled it on the 
stone, and you could see 
the stone get darker except 
for about an inch around the 
perimeter of the stone. I no-
ticed that the grout joints in 
that area were shiny, which 
is uncharacteristic of stan-
dard grout. 

Next, I asked him to take 
a knife and poke the grout. 
When he did, I could tell it 
was soft. I told him that was 
not standard grout. He said, 
“Yes, I know this is where 
the expansion joint is, and 
we used silicone in those 
areas.”

I asked him if the halo ef-
fect was occurring only on 

the expansion joint areas.
He replied, ”Well now 

that I think about it, yes!”
Bingo, I thought. I told 

him this was a classic case 
of silicone bleeding. The 
oils in the silicone had bled 
into the stone. The bleed is 
invisible when the stone is 
dry, but when you wet the 
stone, the silicone water-
proofs where it has bled,  
causing the stone in that 
area to stay dry. I told him if 
it’s a big concern, he could 
remove the silicone, poul-
tice the area with a silicone 
digester, and reinstall a soft 
joint that will not stain.

Finally, I advised him to 
make sure to test the type of 
silicone on a sample piece 
so it doesn’t happen again.  
Many silicone manufactur-
ers will test it for you, but 
you will have to send them 
a sample of the stone.

Well, that’s another case 
solved. It was interesting to 
solve this long-distance, and 

A Moraware Partner

Streamline 
field to office 

communications.

www.jobwelldone.com

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

-AMC of Wisconsin

“

Fast. Flexible. Financing.
Ascentium.Info/Rock2021

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

hardest part was not rolling 
my eyes, keeping my pro-
fessional face, and not pull-
ing his leg. For instance, I 
wanted to tell him that the 
stone was an angel, since 
it had a halo. But he was 
probably thinking it was 
more like the devil, since he 
hasn’t received final pay-
ment on that job, yet.

The Stone Detective is 
a fictional character cre-
ated by Dr. Frederick M. 
Hueston, PhD, written to 
entertain and educate. Dr. 
Fred has written over 33 
books on stone and tile in-
stallations, fabrication and 
restoration and also serves 
as an expert for many le-
gal cases across the world. 
Fred has also been writ-
ing for the Slippery Rock 
Gazette for over 20 years. 

Send your comments to 
fhueston@stoneforensics.
com.

“Did you get it wet?”

mailto:fhueston@stoneforensics.com
mailto:fhueston@stoneforensics.com
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Three Things to Never Ask a 
Military Veteran in the Workplace

Merliee Kern
The Luxe ListAccording to the 

U.S. Department 
of Labor, in August 

2019 the 3.4 percent veteran 
unemployment rate repre-
sented the 12th consecu-
tive month this metric was 
lower than the non-veteran 
unemployment rate (at 3.6 
percent)—an indication 
that the hiring of veterans is 
going strong. Considering 
NCSL.org estimates that 
there are 18.8 million veter-
ans living in America today, 
representing 7.6 percent of 
the country’s population, 
this is a robust, trained 
and skilled employee pool 
that can make a signifi-
cant impact on U.S. indus-
try and, in turn, the global 
economy at large.  

However, while the copi-
ous benefits of hiring mili-
tary vets has been well-re-
ported and it appears U.S. 
employers are taking heed, 
there are a number of criti-
cal considerations business 
owners and managers must 
keep top-of mind—and im-
part to their staffers—rel-
ative to what’s considered 
inappropriate dialogue with 
a person who has served in 
the military.  There are also 
legal landmines to avoid 
when interviewing a veter-
an for any kind of employ-
ment opportunity, whether 
full or part time, contract, 
freelance or any other.  

According to retired 
Army Lieutenant Colonel 
John Berry of Berry Law 
Firm, you can improve your 
veteran hiring and retention 
by making small changes 
to your interview process.  
Berry, whose law firm 
became the first to ever 

receive the Department 
of Labor’s HIREVets 
Platinum Medallion, has 
filled his staff with veterans 
by following a few simple 
rules.  Among them are a 
list of questions to NEVER 
ask, including:

Do you have PTSD? – 
First, in an interview sit-
uation, it’s illegal to ask 
this mental health question 
before a job offer has been 
made under the Americans 
With Disabilities Act, and 
even after unless certain 
conditions are met. So, 
avoid this line of ques-
tioning (even after a hiring 
decision has been made) 
or risk exposing the com-
pany to legal repercus-
sions.  Second, it’s just 
disrespectful.  The veteran 
will likely think they’re 
being stigmatized and la-
beled as “damaged goods” 
in some way or regarded 
as a stereotypical “unsta-
ble veteran,” which will 
make it difficult to establish 
trust, a healthy rapport and 
a sustainable profession-
al relationship ongoing. 

Have you ever killed 
anyone? – Most veterans 

who served in combat don’t 
want to discuss the details 
of their military service 
with a civilian, whether 
it be a boss or workplace 
counterpart. This question 
can be offensive, discon-
certing or generally uncom-
fortable to the veteran who 
did, in fact, have to take a 
life in the defense of his or 
her country—and can be 
equally objectionable for 
veterans who made many 
sacrifices, but did not have 
to take the life of another. 
The notion of taking anoth-
er human being’s life in the 
line of duty is a highly sen-
sitive and emotion-evoking 
topic that demands the ut-
most courtesy of privacy. 

Have you ever been 
shot? – While the veter-
an may not have a current 
disability from an injury, 
you don’t want to take the 
chance of touching on what 
could be deep-seated emo-
tional wounds and traumat-
ic memories of physical 
distress that may have been 
difficult to come to terms 
with. Furthermore, the vet-
eran who was not in com-
bat is likely proud of his 
or her accomplishments in 
the military, and, wheth-
er or not they’ve engaged 
in gunfire and/or been hit, 
may perceive the comment 
as belittling. 

In a DiversityInc.com 
workplace article, Army 
veteran Ryan Kules stated, 
“Far too often, people as-
sume a level of familiarity 
with former military that 
not only breeches prop-
er office conduct but also 
invades one’s ‘personal 
space’.” With that in mind, 
according to a Military.com 
article, here are a few oth-
er things one should avoid 
asking military veterans in 
a job interview or any other 
form of conversation:

Is it hard to get back to 
real life after being in the 
military?

deployments and that our 
veterans should not have 
had to make sacrifices. 
Political views aside, you 
may be speaking to a vet-
eran who is proud to have 
served in that conflict and, 
irrespective of all, respects 
the governmental decisions 
made to go that route. Don’t 
risk degrading the veteran’s 
actual service—and choice 
to throw themselves into 
the fray—because you dis-
agree with the nature of the 
conflict.

Also as reported on 
Military.com, as part of 
American coffee company 
Starbucks’ growing com-
mitment to empower mil-
itary veterans, it advises 
civilians to, “Get to know 
somebody and take it slow-
ly, just like you would with 
anyone else. Ask questions 
about who they are, where 
they’re from and what they 
like to do.”  Conversation 
starters included on 
Starbucks’ list include:

How long did you serve?

What did you do (in the 
Army, Navy, Marines, 
Coast Guard, Air Force, 
Guard, or Reserves)?

Why did you choose that 
branch?

Do you come from a mil-
itary family?

Did you visit any other 
countries?

Where was your favorite 
place you lived?

“Veterans are some of 
the hardest working, dedi-
cated and loyal employees 

How could you leave 
your family for so long?

What’s the worst thing 
that happened to you?

Were you raped?

There are also a few key 
concerns owners and man-
agers should bear in mind 
when managing veterans 
who are already on the 
payroll as formal hires. 
According to Berry, here 
are top-line things to avoid:

Don’t make combat refer-
ences or analogies. It’s bad 
form to tell a veteran that 
dealing with a competitor 
or other professional foe 
is like “hand-to-hand com-
bat” or that you’re taking 
“friendly fire.” Relating 
these kinds of serious 
phrases in the mind and 
heart of a veteran to civilian 
experiences can be distaste-
ful at best and even deemed 
utterly reprehensible. 

Don’t make fun of any 
military branch if you 
didn’t serve. It’s general-
ly accepted for veterans to 
lightheartedly make fun of 
the other branches of ser-
vice with and among fellow 
veterans. You might hear 
a vet refer to Marines as 
“crayon eaters,” joke about 
the Air Force “not really 
being military,” and other 
such tongue-in-cheek re-
marks. However, veterans 
greatly frown upon a per-
son who has never served 
making fun of their branch 
of service or any other.  

Don’t bad-mouth mil-
itary conflicts. You may 
think you are showing 
empathy by talking about 
“unnecessary” wars and 

Veterans Law 

Attorney cites critical 

questions to avoid when 

interviewing a military 

veteran for hire—and 

engaging with those 

 already on-staff—to avoid  

legal landmines and foster 

a military-friendly 

 employer status.

you could ever hope to hire 
... I know, because I have 
hired dozens of them on 
my team,” Berry notes. “In 
fact, they are the most im-
portant asset in my compa-
ny. If you get the chance to 
hire a veteran, don’t mess 
up what can be a hugely 
fruitful and rewarding en-
gagement by saying some-
thing distasteful – or down-
right stupid. As a hiring 
manager or a colleague, 
you can establish cama-
raderie with veteran co-
workers by being mindful 
and respectful person, and 
the vet will undoubtedly 
‘cover your six’ no matter 
what challenges come your 
way.”

Forbes Business Council 
Member Merilee Kern, 
MBA is a brand analyst, 
strategist and futurist who 
reports on industry change 
makers, movers, shakers 
and innovators: field ex-
perts and thought leaders, 
brands, products, services, 
destinations and events. 
Merilee is Founder of “The 
Luxe List” and Host of 
the nationally-syndicated 
“Savvy Living” TV show. 
A prolific business and 
consumer trends, lifestyle 
and leisure industry voice 
of authority and tastemak-
er, Merilee’s work reaches 
millions worldwide via TV 
(her own shows and oth-
ers) as well as a myriad of 
print and online publica-
tions. Connect with her on 
Facebook www.Facebook.
com/LuxeListReports , 
LinkedIN www.LinkedIn.
com/in/MerileeKern, and at 
www.TheLuxeList.com and 
www.SavvyLiving.tv .

Perfect Freedom is as necessary
 to the Health and Vigor of

 Commerce as it is to the Health
 and Vigor of Citizenship.

– Patrick Henry

http://NCSL.org
http://DiversityInc.com
http://Military.com
http://Military.com
http://www.Facebook.com/LuxeListReports
http://www.Facebook.com/LuxeListReports
http://www.LinkedIn.com/in/MerileeKern
http://www.LinkedIn.com/in/MerileeKern
http://www.TheLuxeList.com
http://www.SavvyLiving.tv
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Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

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

User-friendly software requires 
no CAD experience 

50+ hour battery life

Online & onsite training included

Overnight loaner program

Comprehensive warranty coverage

Financing available

Go Digital.

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

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

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

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

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

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

John Seiler 
Owner, Red Leaf Milling Company, Newfane, New York

Yes, children, there is a hell. 
It is called Getting a New 

Computer System.

Our newspaper recently got re-
designed. Part of the process in-
volved tossing out our old com-
puters and bringing in “new and 
improved” (insert laugh here) 
ones.

I should be accustomed to this 
shell game by now. So should 
anybody who works in an office 
environment. About the time your 
equipment starts feeling comfort-
able, the suits decide you need 
something else. Such is life.

But this SaxoTech monster—it 
oughta be called WhackoTack—
has taken the learning curve to 
new heights. Or depths, as the 
case may be.

Oh, sure; all the functions we 
had before are still there. They’ve 
just been moved, repackaged, 
changed, rearranged, and slowed 
to the speed of a drunken sloth.

Sam Venable 
Department of Irony

Let me explain it another way:
Imagine you wake up one morn-

ing and begin getting dressed. 
You open the sock drawer, only 
to find hammers and screwdrivers 
from the garage.

“What th’hell are hammers and 
screwdrivers doing here?” you 
ask the geek who has been as-
signed to assist your transforma-
tion. “I expect to find socks in my 
sock drawer, not tools.”

“It doesn’t work that way in 
the new system,” the geek says. 
“Henceforth, the sock drawer is 
where hammers and screwdrivers 
will be stored. Your socks are 
now on the top shelf in the hall 
closet downstairs.”

You start toward the staircase, 
but the geek interrupts: “No-no-
no! You don’t go that way any-
more; under the new system, you 

white, brown-blue.
“Why aren’t they paired by the 

same color, like before?” you na-
ively probe.

The geek smirks: “I knew you 
were going to ask such a silly 
question. All you have to do is 
double-click on them.”

This you do. And sure enough, 
the socks finally are regrouped by 
same color.

“But why must I go to all this 
trouble?” you inquire.

Duh. Before the geek can reply, 
you already know the answer: 
That’s the way it works under the 
new system.

can’t descend the stairs. Instead, 
you need to climb out your bed-
room window — please note 
we have installed an OSHA-
approved ladder for your safe-
ty and convenience — carefully 
step down, then walk around the 
house, enter through the front 
door, and proceed down the hall 
to the closet.”

Like a good Stockholm 
Syndrome sufferer, you follow 
the new orders obediently. When 
you finally arrive at the hall closet 
and reach to the top shelf, there 
are your socks.

Except they’re paired black- 

Step One: Beat Head 
on Wall

Thus the humanoid reprogram-
ming continues.

The only thing that has gotten 
me through this wretched week 
is a cheat sheet. I wrote it on real 
paper with a real pen. It takes me, 
step-by-step, through the intricate 
process of making a template, 
which I then fill with words and 
forward to a cyber editor some-
where. Assuming I don’t hit the 
wrong key and ship it to Jupiter.

Yes, the time will come when 
I get comfortable with this new 
beast. That will occur approxi-
mately six weeks before the suits 
decide we need an even newer 
computer system.

I sure could use a beer right 
now. Maybe there’s one in the 
microwave.

 
Sam Venable is an author, co-

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

mailto:sam.venable@outlook.com
mailto:sam.venable@outlook.com
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Georgia Marble Marvels 
A New Generation

Steven Schrenk 
Polycor
Photos Courtesy Curio 
Collection by Hilton Hotels

IN 1906, Asa G. Candler, 
founder of Coca-Cola and 

prominent philanthropist, con-
structed the renowned Candler 
building in the heart of Atlanta. 
The Candler building quickly be-
came a city landmark, and part of 
the city’s lore: A safe in the base-
ment cellar was said to have con-
tained the famously secret recipe 
for Coca-Cola. It has been, and 
continues to be, one of the most 
historic buildings in downtown 
Atlanta for decades, and now has 
taken on a new life as a luxe bou-
tique hotel.

Made in the Beaux-Art and Art 
Deco styles, the exterior architec-
tural and décor details are elabo-
rate even by the standards of its 
day. It is an outstanding example 
of early twentieth century archi-
tecture, known for its incredibly 
elaborate decorative details. The 
building’s interior and exterior 
architectural vernacular is defined 
by the extensive use of locally 
quarried Georgia marble from 
Tate, Georgia. Massive blocks 
of the white crystalline marble 
form a pair of Corinthian col-
umns gracing the façade. Another 

foot. All along the veined marble 
stairs you can see a cherub-laden 
frieze on the wall while brass gar-
goyles brace the ceiling.

Candler spared no expense in   
the construction and personally 
oversaw all of its most crucial 
details. Working closely along-
side architect George Murphy, 
Candler chose the material him-
self and insisted on the use of the 
nation’s finest Georgia marble, 
from the quarries just north of 
Atlanta, where marble has been 
mined for over 180 years. Today 
these quarries remain the pillars 
of America that  Polycor  contin-
ues to own and operate.

By choosing  Georgia Marble 
–White Georgia™ for the exteri-
or of his building, the American 
business tycoon opted for a stone 
that has a story close to home 
as well as a wider history. Asa 
Griggs Candler himself was 
born in Villa Rica, Georgia, just 
a short 60 mile journey from the 

The neoclassical Candler Building front entrance façade.

A watchful winged lion stands 
guard at the base of the 
opulent marble-clad grand 
staircase.

The Candler building proud-
ly displaying the Coca-Cola 
name.

Business tycoon and philanthropist 
Asa G. Candler, c1906.

entrance is festooned with a frieze 
featuring multiple ornate mar-
ble figures and carved figurative 
jambs appearing as though they 
are holding up the pediment with 
their muscular arms, a testament 
to the artistic qualities admired in 
the stone.

Upon entering the Candler 
building’s lobby it is clear that 
the interior is as dramatic as the 
exterior: The magnificent cavern-
ous space features an ornate, cas-
cading staircase constructed en-
tirely of  Georgia Marble – White 
Cherokee™ where a pair of mar-
ble winged lions sit guard at the 

For a century, the Candler 
building functioned as an office 
building with its fourteen floors 
occupied by prominent business-
es and law offices. Today, the 

building continues as an everlast-
ing piece of history with a new 
role which is being embraced by 
a new generation that respects the 
architectural integrity of bygone 
construction  when it reopened 
as  The Candler Hotel, Curio 
Collection by Hilton. 

Tate quarry. For century’s build-
ers, sculptors and masons have 
appreciated the natural qualities, 
majestic beauty and purity of the 
white Georgia marble: its luster 
and pure calcite crystals sparkle 
on their own without the addi-
tion of chemicals or fillers. The 
marble has graced some of the 
best known buildings and monu-
ments across the U.S. such as the 
New York Stock Exchange, the 
Lincoln Memorial, and the U.S. 
Capitol. You can  take a walking 
tour of Washington D.C. for a 
rundown of iconic Georgia mar-
ble projects in the nation’s capital.

http://polycor.com/
https://www.polycor.com/stone/marble/georgia-marble-white-georgia/
https://www.polycor.com/stone/marble/georgia-marble-white-georgia/
https://www.polycor.com/stone/marble/goergia-marble-white-cherokee/
https://www.polycor.com/stone/marble/goergia-marble-white-cherokee/
https://www.hilton.com/en/curio/
https://www.hilton.com/en/curio/
https://blog.polycor.com/take-a-walking-tour-of-washington-dc-where-history-is-carved-in-stone
https://blog.polycor.com/take-a-walking-tour-of-washington-dc-where-history-is-carved-in-stone
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Continued from page 22

Georgia Marble Adorns
The Candler Building

Columns of Georgia Marble – Solar Grey™ topped 
with White Cherokee marble capitals.

The iconic Georgia marble 
quarry in Tate, Georgia is still 
turning out the same luxuri-
ous marble since the 1800’s. 

The building’s current owners, 
REM Associates began a pains-
taking restoration and conver-
sion process. They hired Design 
Services Group International as 
developers and The Beck Group, 
who specialize in refurbishment, 
as the project’s design-builder.

This project is a wonderful 
example of adaptive reuse hap-
pening in Atlanta, which is giv-
ing new purpose to storied and 
beautiful old buildings. Adaptive 
reuse is popular with developers 
as part of a larger sustainable 
business plan that cuts down on 
the carbon footprint of building 
new, sparing them from having 
to grapple for ever more elusive 
developable land, and sending 
good quality, usable materials to 
landfills (in this case gloriously 
pristine marble). 

Across the US,  adaptive reuse 
is a growing movement  with 
hotels opening up in once grand 
spaces—such as office buildings, 
post offices, train stations and 
banks—giving new life to these 
existing structures. And adaptive 

reuse is helping foster a  new 
generation of design lovers and 
architecture fans, with younger 
people really connecting to their 
cities as they get to know and 
appreciate repurposed buildings, 
some of which have long been 
sitting, ignored, for decades. 

The Candler Hotel’s General 
Manager, Martin Wormull, said 
visitors and city residents have 
been thrilled with the project: 
“People who walk into the lobby 
are totally stunned, overwhelmed 
with emotion about how beauti-
ful the hotel is.” A far cry from 
the typical, cookie-cutter repeti-
tion seen at other establishments 
where less thoughtful designs 
typically dominate the décor. 

The Candler Building is on 
the National Register of Historic 
Places, so preserving its historical 
elements was a requirement—not 
that anyone would really want 
to tamper with the masterpieces 
throughout the building. Interior 
designer Nicole Harris wanted 
to give the grand building a resi-
dential—granted a grand residen-
tial—feel, while keeping the con-
nection between present and past.  

The hotel honors its past by re-
taining the original iconic lobby, 
grand marble staircase, Tiffany 
windows and brass fixtures, of-
fering patrons a unique, boutique 
experience. The 265-room prop-
erty heralds Atlanta’s new era 
of grandeur, by combining its 
distinctive, beloved history with 
modern Southern hospitality.

Another way she connected 
the past and the present was by 
continuing the use of Georgia 
marble in the new hotel spaces. 
Polycor’s pioneering advance-
ments in marble quarrying and 
manufacturing have resulted in 
a new, thinner 1cm marble slab 
which is one third the weight of 
a normal 3cm slab. A proprietary 
composite backing engineered 
for the stone increases its strength 
tenfold. The bathroom counters 
of the Candler Hotel are sheathed 
in these ultra thin marble slabs, 
cut from  Georgia Marble – Pearl 
Grey™. You can read more about 
these lighter, stronger  1cm slabs 
used on another hotel project, the 
Ritz Carlton on Polycor.com . 

 
Housed within the hotel is anoth-

er hidden gem providing a special 
culinary experience set against 
a rich, marble backdrop.  By 
George, a French-inspired restau-
rant run by award-winning chef 
and food author, Hugh Acheson 
of Ottawa, Canada, provides a 
luxe dining experience steeped in 
the past. The light-filled spaces 
overlooking Peachtree Street are 

punctuated by solid mar-
ble columns cut from giant 
blocks of Georgia Marble – 
Solar Grey™, and flanked 
by engaged pilasters along 
the side walls, creating a 
sophisticated and timeless 
ambiance.

Martin Wormull, the 
Candler’s general manag-
er, says he is very friendly 
with the current genera-
tion of the Candler family 
and said they told him that 
the family patriarch   “Asa 
Candler would be extremely 
proud and honored in the way the 
building has been preserved.”

From adaptive reuse to new con-
struction projects Polycor’s North 
American quarries and manufac-
turing facilities help designers 

and architects reach their design 
intention. See more in the Polycor 
Marble Projects Lookbook.

https://www.beckgroup.com
https://blog.polycor.com/heritage-and-homecoming-at-the-bell-works-adaptive-reuse-project
https://blog.polycor.com/heritage-and-homecoming-at-the-bell-works-adaptive-reuse-project
https://ruemag.com/home-tour-2/a-modern-forward-thinking-home-with-a-surprising-historical-element
https://ruemag.com/home-tour-2/a-modern-forward-thinking-home-with-a-surprising-historical-element
https://ruemag.com/home-tour-2/a-modern-forward-thinking-home-with-a-surprising-historical-element
https://www.polycor.com/stone/marble/georgia-marble-pearl-grey/
https://www.polycor.com/stone/marble/georgia-marble-pearl-grey/
https://blog.polycor.com/ritz-carlton-wraps-its-lobby-in-the-thinnest-marble-slabs-on-the-market
https://blog.polycor.com/ritz-carlton-wraps-its-lobby-in-the-thinnest-marble-slabs-on-the-market
https://blog.polycor.com/ritz-carlton-wraps-its-lobby-in-the-thinnest-marble-slabs-on-the-market
http://Polycor.com
https://www.bygeorgeatl.com/
https://www.bygeorgeatl.com/
https://www.polycor.com/stone/marble/georgia-marble-solar-grey/
https://www.polycor.com/stone/marble/georgia-marble-solar-grey/
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 ORDER 

YOUR VIPER WHITE

RESIN WET PADS

TODAY!

Available in 
4 and 5 inch

OUR NEW VIPER WHITE RESIN PADS 
HAVE ARRIVED!

800-575-4401www.BBIndustriesLLC.com

Viper White Resin 
Wet 7-Step Polishing 
Pads are true white 

resin pads that work 
great on natural 
and engineered 

stone. They have 
become popular in 

many shops with 
the increase of light 

stone demands in 
the market. Item # 400000 - 400008

             100000 - 100008

The 30 grit polishing pad has the 
chops to remove stock, shape 

edges and prepare cut stone to 
begin the polishing process. NEW!

Nefarious Schemes

Spoiler Warning!

Typo, a gift and stationery re-
tailer in Australia known for 

its tongue-in-cheek merchandise, 
is drawing fire from moms and 
dads Down Under after market-
ing a Christmas ornament that 
features a small elf holding a 
sign that says, “Santa isn’t real,” 
7News reported.

One dad posted that the item 
led to an awkward discussion 
with his son and encouraged 
other parents to “complain and 
get these things taken off the 
shelves.” The store said the orna-
ment, which is part of its “naugh-
ty” line, has been removed from 
Typo’s in-person and online 
stores. “Sometimes we do make 
mistakes,” a spokesperson ad-
mitted. “We certainly don’t want 
to take the fun out of Christmas 
for anyone, especially after the 
year we’ve all had.” Bloody 
right, mate.

Salvage Rights

Douglas Allen Hatley, 71, of 
Lakeland, Florida, was ar-

rested last November after the 
Florida Highway Patrol said he 
found a metal light pole by the 
side of the road in Tampa and 
tried to sell it to Eagle Metals 
Recycling.

The Tampa Bay Times reported 
the recycling center turned him 
away because he didn’t have doc-
umentation for the pole, and of-
ficers responding to reports of a 
1997 Camry with a pole twice its 
length strapped to the top pulled 
him over soon afterward. Hatley 
told troopers a highway mainte-
nance worker “gave it to me.”

“… I would hope in the 
new year, we could start 
thinking about politics 
not like it was the Super 
Bowl, where you always 
have to have one team 
that wins and the other 
team has to be a loser.”
– John Breaux

Kimberly Ragsdale’s appar-
ent plan to get free food 

at a Chick-Fil-A in Rockmart, 
Georgia, ended in her arrest on 
charges of impersonating a public 
officer in November.

According to police, Ragsdale, 
47, of Dallas, had repeated-
ly visited the restaurant, telling 
workers she was an FBI agent 

and threatening to arrest them if 
they didn’t serve her a compli-
mentary meal. Ragsdale contin-
ued her charade, the Associated 
Press reported, telling arresting 
officers her credentials were elec-
tronic and talking “into her shirt 
like she was talking into a radio,” 
the arrest report noted. Rockmart 
Police Chief Randy Turner said 
in a statement to news outlets, 
“You will not hear a real officer 
demand a meal anywhere.”

Two men have been arrested 
on suspicion of conning an 

unnamed doctor in the Indian 

state of Uttar Pradesh into paying 
$41,600 for a magic “Aladdin’s 
lamp” that the sellers promised 
would bring him “wealth, health 
and good fortune.” 

The two con artists even con-
spired to conjure a genie from the 
lamp, which turned out to be one 
of the men, to convince the doc-
tor of its authenticity, the BBC 
reported. According to local po-
lice, the con men had duped other 
families in the same way.

http://www.BBIndustriesLLC.com
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Stone Restoration and 
Maintenance Corner

Restoring Marble & Metal?

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

IF you read my 
December 2020 arti-

cle “Working for the General 
Contractor,” regarding the 
Holston Building resto-
ration (Vida and The Vault) 
in downtown Knoxville, 
Tennessee, the handrails of 
the staircase are made of alu-
minum with solid brass on 
top. Now I know quite a few 
of my M3 Technologies cus-
tomers who do metal along 
with marble and other hard 
surfaces. Why, I even did a 
previous article, a couple of 
years ago, about restoring 
Corian. Writing about metal, 
however, was something I 
hadn’t attempted in quite a 
long time. 

In fact, the last time I per-
sonally worked on brass was 

protection, but doesn’t last 
for very long, especially 
when being continuously 
touched by sweaty hands. 

When the testing came 
about on the brass handrail, 
I remembered the Never 
Dull and it was tried first. 
There was a black tarnish 
and something more on the 
handrail which the Never 
Dull just wouldn’t cut 
through, at least not at an 
acceptable productivity rate 
for me. So we tried Brasso 
liquid polish next. It per-
formed about the same as 
the Never Dull. Pretty much 
anywhere there was no 
black stuff and what looked 
like brass colored paint, it 
shined the metal up really 
good, just like back in the 
good ol’ Navy days. 

At this point, I reached 
out to one of my customers, 
who offers metal restoration 
as part of their routine ser-
vice, and asked them for 
guidance. I explained the 
issue and sent some pic-
tures via IPhone and he 
confirmed that there was in-
deed a coating on the hand-
rail. Therefore, the old coat-
ing, which was probably an 
enamel or a lacquer, had 
to be stripped first. A test 
was done and it was deter-
mined that a safety stripper 
(non-methylene chloride) in 
combination with a Scotch-
Brite type scrubbing pad 
did the job well.

The stripper was applied 
with a paint brush (not a 
Purdy!) and allowed to 
dwell long enough to cut 
the old lacquer. Then the 
scrub pad was used to ac-
tually remove the coating 
and any other residues. This 
process had to be repeated 
several times to get down to 
the bare brass.  

Once all of the existing 
coating was properly re-
moved, any scratches or tar-
nish had to be removed by 
sanding with 200 grit and 
finally 400 grit sandpaper. 
The brass was then rubbed 
down with the scrubbing 
pad again to blend, and help 
make everything look con-
sistent. Note: always rub 
with the length of the brass 
(it’s not really a grain thing) 
to help avoid the look of a 

when I was in the Navy, 
during 1978-1982. That has 
definitely been a few years 
ago! 

Now, in the Navy, there 
are plenty of brass railings, 
trim, and fittings that need 
maintenance and fortunate-
ly, there are plenty of sailors 
around to do the work, too. 
So they gave us a product 
called Never Dull Magic 
Wadding. It worked great, 
as long as you polished 
with it routinely, as brass 
will tarnish rather quickly. 
There is a type of oil prod-
uct in the Never Dull which 
offers some temporary 

Cleaning the aluminum balustrade and brass handrail.

cross pattern, which will 
stick out like a sore thumb. 

When the brass is free 
from coatings and well 
sanded to a medium to 
medium-high gloss, it will 
start to tarnish, if not coat-
ed with an oil based prod-
uct like Brasso, or sprayed 
with a clear lacquer or 
enamel. If you choose to 
use a Brasso or Never Dull 
type product, as mentioned 
before, you will have to 
maintain with this prod-
uct routinely. However, 
if you use a clear lacquer, 
it should keep the brass 
looking great and last for 
many years.   

Another issue with the 
metal on this project, and 
for that matter all of the 
existing surfaces, was 
residues left behind from 
many years of being sub-
jected to cigarette smoke. 
Remember this building 
was opened in 1913, when 
smoking was a common 
and accepted practice 
indoors.

There are lots of toxic 
chemicals in tobacco-re-
lated residue such as nico-
tine, cotinine, and a potent 
lung carcinogen called 
NNK or Nicotine-derived 
nitrosamine ketone (say 
that one three times fast).

Majestic Deep Cleaner 
Degreaser was prescribed, 
in combination with a 
non-abrasive scrub pad, 
to clean all of the vertical 
marble and aluminum sur-
faces. Of course, there was 
also plenty of elbow grease 
required, as well. 

Normal aluminum clean-
ers are acidic, so this was 
not really an option as 
most all of the surrounding 
surfaces were, of course, 
marble. This entailed some 
very careful cleaning, and 
paying attention to adja-
cent surfaces.

As mentioned in the last 
article (December 2020), 
this is a large commercial 
project and is still going on 
as I type. It won’t be com-
pleted for another 30 days 
at least. Knoxville Marble 
Polish is working when 
they can, as permitted, and 
will hopefully have their 
aspect of the project com-
pleted soon. 

Julie cleaning the marble 
stair encasement and 
walls. Removing the old 
residues from tobacco 
smoke revealed the hid-
den beauty of the 
Tennessee Pink walls. 

This closeup shows the 
damaged coating, proba-
bly a lacquer, on the brass 
handrail.
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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

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.

HEAVY DUTY BUNDLE RACK LONG

DESIGNED FOR 
JUMBO SIZE 

STONE BUNDLES!

STORAGE, FABRICATION, 
& TRANSPORTATION 

SYSTEMS

FOR MORE INFORMATION
CALL US AT 800-991-2120 

OR VISIT US AT
WWW.GROVESGLASSANDSTONE.COM

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

Makita 9565CV SJS
5” Industrial VS Grinder

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

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

shown are the intellectual properties of their respective owners.

Omni_SRG_AT2_Marketplace_AD_v2_120820

ALWAYS AMERICAN.

omnicubed.com (530) 748-3120

ENGINEERED. MACHINED. ASSEMBLED.

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

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

Reduce the Chaos

Make More Money

Get Your Life Back

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

Ed@FabricatorsCoach.com    
864-328-6231

Well, would you look 
at what the cat 

dragged in?

A Florida woman says 
her daughter’s cat Olive 
caught a rare two-headed 
snake slithering around 
outside her Palm Harbor 
home and plopped it down 
in the living room.

Now, wildlife officials 
are caring for the reptile in 
hopes of giving it a fight-
ing chance.

Kay Rogers said she 
and her family initially 
thought the snake was in-
jured when they found it, 
then when her daughter 
scooped it up to take a 
closer look, they realized 
it was something much 
more bizarre.

“Originally I thought 
my daughter was kidding 
when she said that. Then I 
saw him and was amazed. 
I had never seen anything 
like that,” Rogers said.

Her daughter, who loves 
nature and animals, was 
intrigued and started doing 
research. She also named 
the snake Dos.

“So of course because it 
is her cat, Olive, she said, 
‘See mom? Olive brought 
him inside because she 
knew we would save 
him,’” Rogers said.

From there, Rogers 
turned to a snake identifi-
cation group on Facebook.

“Our cat brought this 
guy inside, I am wonder-
ing if I should let him go 
or contact a rescue. We 
watched him for a bit to 
make sure he wasn’t in-
jured but he doesn’t move 
around very well. Has 
anyone had experience 
with a two headed snake?” 
she wrote in September, 
not long after it was found.

Commenters were quick 
to offer advice and let 
her know that it was a 
two-headed black racer 
and the odds of surviving 
back in the wild were slim 
to none.

Not willing to give up, 
Rogers then contacted The 
Florida Fish and Wildlife 
Conservation Commission 
Research Institute and of-
ficials there agreed to help 
out.

In the meantime, she set 
up a habitat where Dos 
lived for a few days be-
fore Jonathan Mays from 
FWC came to get it on 
September 27.

The Research Institute 
posted pictures showing 
the snake and explaining 
more about its condition.

“This phenomenon, 
termed bicephaly, is un-
common but happens 
during embryo develop-
ment when two monozy-
gotic twins failed to sep-
arate, leaving the heads 
conjoined onto a single 
body. Both head’s tongue 
flick and react to move-
ment, but not always in the 
same way,” FWC said.

The problem is, both 
brains act and think inde-
pendently, making it dif-
ficult for the snake to eat 
and escape from predators. 
Because of that, two-head-
ed creatures are unlikely to 
survive long in the wild.

Now, Rogers is glad that 
Dos is with the experts.

“We are happy to have 
found him and had him as 
a little part of our family. 
I feel like we found him 
the best place to thrive. We 
really hope he does,” she 
said. “They’ve taken such 
good care of him and we 
are happy he’s doing so 
well.”

Dos, the rare, two-head-
ed Black Racer snake is 
doing just fine with the 
Florida Fish and Wildlife 
folks.

Signs and Portents 
in Florida

http://BBIndustriesLLC.com
http://www.makitatools.com
https://fabricatorscoach.com/
mailto:Ed@FabricatorsCoach.com
https://www.facebook.com/groups/FloridaSnakeID/permalink/2724126914511258/
https://www.facebook.com/groups/FloridaSnakeID/permalink/2724126914511258/
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The Slippery Rock Classifieds

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

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

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

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

Learn Stone & Tile Troubleshooting

Call 321-514-6845   Stoneforensics.com

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

“The liberties of a 
 people never were, 

nor ever will be, 
 secure, when the 

transactions of their 
rulers may be con-
cealed from them.”

– Patrick Henry

For Sale

Laser Products 2D3D with Plotter. We 
have an almost new 2D3D with Allen 
Data plotter for sale. It was used for 1 
month. Comes complete and ready to 
operate. Asking $21,500 OBO.  Contact: 
Chris, 484-213-0087, celticstone734@
gmail.com .

___________ 

Help Wanted

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

___________

LOOKING FOR A BOOKKEEPER. 
Our company is looking for an experi-
enced Bookkeeper to assist in managing 
our day-to-day accounting and finance 
requirements. Responsibilities include, 
Balance and maintain accurate ledgers, 
Match purchase orders with invoices, 
Coordinate bank deposits and report finan-
cial results on a regular basis to manage-
ment, Monitor office expenses and tally 
and enter cash receipts and Pay vendor 
invoices and track bank account balanc-
es. Apply below. Part Time. Great pay! 
Contact: Antonio Laurel,  331-223-9347, 
dondodo00@protonmail.com. 

___________

Seeking Stone Carver / Engraver  Rugo 
Stone seeks an experienced Stone Carver 
able to use hand and pneumatic chisels, as 
well as sandblasting techniques to shape 
and carve all stone types for lettering, 
moldings, arches, flowers, cornices, res-
toration repairs, bas-reliefs, and statues. 
Plaster casting and knowledge of design 
software is a plus. Full-time $23-33/hr, 
depending on experience. Portfolio/exam-
ples of work will be an advantage. Send 
applications via email to jobs@rugos-
tone.com . Visit: www.rugostone.com 
to learn more about us.

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

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

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

2021 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

February 2021 Friday, December 18, 2020

March 2021 Friday, January 22, 2021

April 2021 Friday, February 19, 2021

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

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

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

YOU

SAVE

15%

 REG. $1,295.00
$995.00

USE CODE RAPTOR 32 Item# 
14159

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

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 70 400 X 350

$43,600.00 USD EXW   
Whitehall, NY

“My New Year’s resolution? Set some unattainable career goals. 
Then some reasonable ones. Then something easy.  

Then settle into February.  You?” 

Monolith Hoax?

State officials were flying over 
southeastern Utah looking for 

sheep as part of a routine task. 
Instead they found something 
straight out of a sci-fi movie.

From a helicopter, officers 
from the Utah Department of 
Public Safety spotted a large met-
al monolith — a single block of 
metal — last week. It was sitting 
in Utah’s Red Rock Country in 
the southeast. Officials have no 
idea how or when it got there — 
or who might have placed it.

“That’s been about the strang-
est thing that I’ve come across out 
there in all my years of flying,” 
helicopter pilot Bret Hutchings 
told KSL TV.

Hutchings said the structure 
appeared to be 10 to 12 feet tall 
and looked like it was planted 
there — not dropped from the air. 
In any case, officials said it isn’t 
legal.

“It is illegal to install structures 
or art without authorization on 
federally managed public lands,” 
said the Utah Department of 
Public Safety in a statement, “no 
matter what planet you’re from.”

It also referenced the structure’s 
out-of-this-world appearance on 
social media.

As for would-be visitors, offi-
cials decided not to disclose the 
exact location of the monolith. 
It’s in a remote area — and if 

people attempt to visit it, “there 
is a significant possibility they 
may become stranded and re-
quire rescue,” the department 
said in its statement.

Utah’s Bureau of Land 
Management is assessing 
whether further investigation is 
necessary.

Hutchings has his own theory.
In the classic sci-fi film 2001: 

A Space Odyssey, a group of 
prehistoric ape-men was baffled 
by a large black monolith that ap-
peared in an African desert.

“I’m assuming it’s some 
new-wave artist or something,” 
Hutchings said, according to 
KSL TV. “Somebody that was a 
big fan [of the film].”

About a week later, the mono-
lith vanished from the Utah des-
ert as mysteriously as it appeared, 
according to the Bureau of Land 
Management’s Utah division. An 
agency statement says credible 
reports point to “an unknown 
party” removing the illegally in-
stalled structure on the evening 
of November 27. 

Utah Dept. of Public Safety

mailto:celticstone734@gmail.com
mailto:celticstone734@gmail.com
mailto:qtileandstone@gmail.com
mailto:qtileandstone@gmail.com
mailto:dondodo00@protonmail.com
mailto:jobs@rugostone.com
mailto:jobs@rugostone.com
http://www.rugostone.com
http://www.slipperyrockgazette.net/listingform
http://www.slipperyrockgazette.net/listingform
mailto:publisher@slipperyrockgazette.net
mailto:publisher@slipperyrockgazette.net
http://www.BBIndustriesLLC.com
http://www.ApexEquipmentInternational.com
mailto:ApexEquipIntl@Aol.com
https://ksltv.com/449486/dps-crew-discovers-mysterious-monolith-from-air-in-remote-utah-wilderness/
https://dpsnews.utah.gov/dps-aero-bureau-encounters-monolith-in-red-rock-country/
https://www.facebook.com/BLMUtah/posts/3816317375067234
https://www.facebook.com/BLMUtah/posts/3816317375067234
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NTCA Names Brookes 2020 Tile Person 
of the Year and 2021-2022 President

TISE Live Virtual Event 
Coming January 26-28, 2021

The National  Ti le 
Contractors Association 
(NTCA) recently named 

Martin Brookes its 2020 Tile 
Person of the Year as well as 
the organization’s President for 
2021 and 2022. The announce-
ments were made by Bart Bettiga, 
Executive Director of NTCA, at 
NTCA’s annual meeting, held 
virtually on December 3. 

Bettiga explained that the 
award had traditionally been giv-
en at the Coverings trade show, 
but that was canceled in 2020 
due to the COVID-19 Pandemic. 
Brookes showed the Tile Person 
of the Year award – which he had 
received by mail – to the video 
audience, saying, “I am hum-
bled and honored to receive this 
award and be recognized by my 
peers in an industry I have been 
active in for almost 40 years. It’s 
a privilege to be so recognized by 
my colleagues and friends. I am 
overwhelmed. Thank you.” 

Bettiga explained the Brookes 
was being recognized for 10 
years of work for NTCA behind 
the scenes, and that accepting 
the role as president is a com-
mitment for another 10 years of 
service. NTCA presidents move 
up through the chairs in two-year 
term increments, from 2nd Vice 
President to 1st Vice President 

The International Surface 
Event (TISE): SURFACES | 

StonExpo/Marmomac | TileExpo 
is producing a special online ex-
perience, the TISE Live Virtual 
Event, over the previously sched-
uled January event dates with an 
online product-focused program-
ming and content line-up! This 
unique industry event will GO 
LIVE online with the future of 
floor covering, stone, and tile sur-
faces for 2021 offering attendees 
the opportunity to connect and 
pre-view products while enjoying 
creative, immersive experiences. 

Join your industry colleagues 

to President, and then serve two 
years as Chairman of the Board, 
and afterwards as Advisory 
Board members. 

Brookes has built a resume 
of achievements and activities 
that represent commitment and 
passion for the tile and stone 
industry. His career began in 
England in 1978 when he attend-
ed the Chesterfield College of 
Technology, earning a City and 
Guilds of London Institute di-
ploma in Masonry Construction. 
Brookes left the United Kingdom 
for San Francisco in 1994, where 
he started work for a masonry 
company as superintendent and, 
in 1997, obtained a California 
State License for Masonry (C29) 
and Tile (C54). 

In 1996, Brookes became a 
principal at Heritage Marble & 
Tile, a premiere tile installation 
company with a focus on detail, in 
Mill Valley, in the San Francisco 
Bay Area. Brookes is committed 
to his installers’ training through 
continuing education and product 
manufacturer seminars. 

Heritage employs Ceramic Tile 
Education Foundation (CTEF) 
Certified Tile Installers (CTIs) 
with Advanced Certifications 
for Tile Installers (ACT) crew 
members. The company is a cur-
rent member of the National Tile 
Contractors Association Five-
Star contractor group of elite tile 
installation contractors. Heritage 
Marble & Tile is known through-
out the San Francisco Bay Area 
for quality installations and being 
willing to take on the most chal-
lenging projects. 

Brookes is a Recognized 
Industry Consultant and current-
ly sits on the NTCA Technical 
Committee as part of the Methods 
and Standards Committee, 
and serves on the ANSI A108 
Committee. He is a member of the 
Institute of Inspection, Cleaning 
& Restoration Certification as an 
Inspector for stone and ceramic 
tile.

Brookes served as Regional 
Director for NTCA from 2012 
– 2015, as well as the National 
Tile Contractors Association 

Martin Brookes, New NTCA 
Presdient and 2020 Tile 
Person of the Year

Membership Committee 
Chairperson. He served as Stone 
Ceramic Inspector Chair for the 
Institute of Inspection Cleaning 
and Restoration Certification 
from 2011 to 2019.

Family is also very important 
to Brookes, who stated, “I have 
been blessed working in an in-
dustry that I love and to have a 
family that has supported my pro-
fessional career. My wife Carmen 
is a Professor of Psychology at 
UCSF and has also had a suc-
cessful career in research. My 
children Joseph and Chloe make 
me proud everyday with their 
accomplishments.”

The video of Brookes accept-
ing his award is available on 
YouTube.

The NTCA is a non-profit trade 
association serving every seg-
ment of the industry, spearhead-
ing education for the professional 
installation of ceramic tile, nat-
ural stone and allied products.   
For more information, please 
contact NTCA executive director 
Bart Bettiga at bart@tile-assn.
com, via telephone at (601) 939-
2071, or visit www.tile-assn.com.

for three packed days of live 
meetings, education, product 
pitch videos, and unique, fun 
content and activities, January 
26-28, 2021. Plus, come back 
until February 17 to watch more 
on-demand content and contin-
ued business card drops to gather 
even more information. 

Registration for the TISE 
Live Virtual Event opened in 
November, 2020. The official 
TISE Live event portal opened 
starting December 15, 2020. 
Industry manufacturers and sup-
pliers can participate in the TISE 
Live Virtual Event. Industry 
professionals can source new 

products and connect with the 
stone, and tile industry. 

The exclusive TISE 2021 
Annual Perks Pass is available 
inside registration. This limited 
time offer will give you an all 
access pass to everything TISE 
produces for 2021 including full 
access to the TISE Live Virtual 
Event, the TISE Las Vegas event 
in June, and other exciting things 
the TISE Team has in the works 
for the industry for 2021.

Plus, The International Surface 
Event has always supported and 
is dedicated to continuing to sup-
port and raise funds for industry 

charities each year. For 2021, 
TISE has committed to donating 
a portion of your registration with 
the TISE Live Virtual Event to in-
dustry charities. Help TISE sup-
port these special organizations 

that provide for the causes and the 
people in our industry.

Go to: www.intlsurfaceevent.
com for more information.

Saved By the Tail

A Dutch train burst past the end 
of its elevated tracks in the 

Netherlands, in early December.

But instead of crashing to the 
ground 30 feet below, the metro 
train was caught — held aloft by 
an artist’s massive sculpture of a 
whale’s tail. Despite some dam-
age,  no injuries  or deaths were 
reported.

The sculpture at the end of the 
tracks was given a prescient name: 
“Saved by the Whale’s Tail,” ac-
cording to France 24. It was built 
in 2002, installed at the De Akkers 
station in Spijkenisse, a city just 
outside Rotterdam.

It’s unclear why the train 
didn’t stop. The partial derail-
ment is under investigation, and 
the train driver was the only per-
son on board,  according to The 
Associated Press.

The driver was questioned by 
police and sent home, the local 
emergency service  said  Monday 
afternoon.

The train spent the night on the 
whale’s tail. The next morning, 
workers lifted the train to safety by 
using slings, local authorities said.

“It’s like the scene of a 
Hollywood movie,” said Ruud 
Natrop, a spokesman for safety 
in the Rotterdam-Rijnmond area, 
according to The New York Times. 
“Thank God the tail was there.”

The architect who created the 
sculpture, Maarten Struijs, was 
shocked it held up.

“I am amazed that it is so 
strong,” Struijs said, according to 
The Guardian. “When plastic has 
stood for 20 years, you don’t ex-
pect it to hold up a metro train.”

mailto:bart%40tile-assn.com?subject=
mailto:bart%40tile-assn.com?subject=
http://www.tile-assn.com
http://www.intlsurfaceevent.com
http://www.intlsurfaceevent.com
https://twitter.com/Politie24/status/1323047185727000577
https://www.france24.com/en/live-news/20201102-whale-tail-sculpture-saves-dutch-metro-train
https://apnews.com/article/dutch-whale-tail-sculpture-catches-train-de0577175ba65260b4bd0923bf7b4a08
https://apnews.com/article/dutch-whale-tail-sculpture-catches-train-de0577175ba65260b4bd0923bf7b4a08
https://twitter.com/rijnmondveilig/status/1323325929804959746
https://www.rijnmondveilig.nl/incidenten/grip1-metro-station-de-akkers-spijkenisse/
https://www.nytimes.com/2020/11/02/world/europe/whale-sculpture-netherlands-train.html
https://www.theguardian.com/world/2020/nov/02/all-cetaceans-go-whale-sculpture-stops-dutch-train-crashing-into-water
https://www.theguardian.com/world/2020/nov/02/all-cetaceans-go-whale-sculpture-stops-dutch-train-crashing-into-water
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Stone Restoration & Maintenance Corner

Continued from page 25

Above: Applying paint stripper to facilitate removal of 
old lacquer from the brass handrail.

Below: A common scrub pad was used to remove 
the loosened old lacquer and clean the brass 
handrail. A sealer was applied over the restored brass.

Item# 11492

Item# 11493

Item# 9375

Makita®  9565CV SJS 
5 inch Grinder 

 & Dust Shrouds

Makita®  XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita®  XCV05PT HEPA Filter Dry 
Backpack Vacuum

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

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

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

 Item # Description Price

 11486 Makita® XCV04Z Cordless HEPA Filter Dry Vacuum $738.45  

 Item # Description Price

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

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

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

Get OSHA Com
pliant
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Available at

 GUARANTEED

BEST
PRICE!

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

 GUARANTEED

BEST
PRICE!

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

Hunting dogs are very 
smart. They can learn to 

pursue any quarry. What 
we need to do is train 

hunting dogs to sniff out 
virtue, integrity, firm 

character, worthy princi-
ples, and good leadership. 
Then put the dogs on the 

campaign trail.

–P. J. O’Rourke

As soon as I get the pho-
tos and final results from 
both the Vida and The 
Vault project as well as the 
Candoro Office building 
project, I will submit a final 
results article of both com-
pleted projects. Hopefully, 
it will be worth the wait. 

I sure hope that every-
one had a safe and Happy 
Holiday Season. I also hope 
for a much better 2021 for 
all.

As always, I recommend 
submitting a test area to 
confirm both the results and 
the procedure prior to start-
ing a stone or hard surface 
restoration or maintenance 
project. Also the best way 
to help ensure success is 
by partnering with a good 
distributor, like Braxton 
Bragg, that knows the busi-
ness. They can help with 
technical support, product 
purchase decisions, logis-
tics, and other pertinent 
project information.

I pray you all stay safe 
and healthy.

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

http://www.BBIndustriesLLC.com
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Filter Project Dry Dust Collection Booths are all stainless steel, 
heavy duty, dry dust collectors.
With the additional requirements initiated by OSHA for Silica in 
the granite and engineered stone, the Filter Project Clean Air Dry 
Dust Collection Booths will be a major advantage in removing 
silica dust from the air.

How does the Dry Dust Collection Booth Work?
The Filter Project Dry Dust Collectors have specially designed cloth filtering 

sleeves inside the Dust Collector. The Dry Dust Suction Wall’s 
powerful motors create a strong vacuum that pulls the dust particles 

horizontally from the work bench directly into the dust suction wall, then pulls it 
down to the bottom of the wall and inside the unit. The cloth filtering sleeves trap 
the dust and only allows 99.99% clean air to come out of the top. The dust is then 
collected in the catch basin draw at the bottom. Every day or once a week simply 
empty the dust that has been collected in the bottom of the catch basin. The Filter 
Project Dry Dust Collection Booth comes with a 3 ft (1 meter) extension enclosure that 
provides additional dust control and greater vacuum efficiency. 6 ft (2 meter) extension 
enclosures are available as options.
Filter Project Automatic Dry Dust Collector are available in 10 FT (3 meter) and 13 FT (4 
meter). 6.5 FT (2 meter) available by special order only.

The Filter Project Dry Dust Collector Booth is made to trap 
99.99% of Dust from Granite, Marble, Engineered Stone, 

Quartz, Quartzite, and other airborne particles.

Automatic Dry Dust
Collection 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 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.
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Item#
14161

Item#
14141

LESS THAN

$430/MO

with our  

easy financing*

Cuts 45° 

Miters!

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

MADE IN THE USA

MADE IN THE USA

The Fab King cuts sink holes, profiles edges, drills holes, polishes 
back splashes, and antiques, polishes, or hones surfaces.

LESS THAN

$1,110/MO

with our  

easy financing*

www.BBIndustriesLLC.com u Sales: 800-575-4401 & 865-310-5416 
 RYE-Corp Customer Service: 865-938-3823

http://www.BBIndustriesLLC.com
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*Freight charges may apply

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

Get a Hercules 
A-Frame
for only
$19875

Item# 6698

Legendary Strength

Three Easy Ways to Partner with BBI

Website

Phone In Person

800-575-4401www.BBIndustriesLLC.com

http://www.BBIndustriesLLC.com
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