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Artisan Group Member 
Fox Marble Consolidates 
California Facilities 

Most of us can honestly 
say there was wide-
spread disruption to 

business conditions in 2020. One 
trend the SRG noticed is that 
where shops were able to, they 
took the downtime to complete 
needed safety and production 
upgrades and repairs. Looking 
back at some of the shops we 
visited in the past two years, we 
wondered what changes they had 
experienced.

It was just a year ago that we 
featured Fox Marble, one of four 
divisions of a group of stone in-
dustry-related companies, located 
in San Francisco, California. Fox 
Marble was created by Charley 
McLaughlin over three decades 
ago to serve a demographic want-
ing custom fabrication for their 
homes. As the company grew, it 
expanded its output, divided its 
services, and grew its markets to 
the point of over one quarter of 
California and to the powerhouse 
it is today. 

Fox Stone Care, a second di-
vision, is a very successful unit, 
serving a huge swath of clients 
from San Francisco and beyond in 
need of repairs and maintenance. 

“This old baptismal font 
isn’t working well for us 

anymore.”

Once again, I found myself 
at the Cathedral of Our Lady of 
Lourdes in downtown Spokane, 
Washington, “making marble 
great again,” as Father Connall 
jokingly proclaimed. As major 
renovations were already un-
derway, the need to move the 

existing baptismal naturally led 
into the conversation of altering 
it to fit the church’s modern re-
quirements and updated decor. 
Nothing too extreme, just carv-
ing out the bowl, going from a 
two-compartment “sink style” to 

Peter J. Marcucci 
Photos  Courtesy Fox Marble 
and Evolv Surfaces
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Evolv Surfaces, a third division, 

also located in San Francisco at 
the time, is a materials distributor 
that sells to distributors through-
out America, as well as directly to 
west coast fabrication shops. The 
company is a combination show-
room/warehouse facility well 
known for its sintered materials, 
such as Neolith and Diresco, and 
its first-quality natural stone ma-
terials imported from around the 
world. This prolific division was 
slated to be uprooted many years 
ago, and was newly transplanted 
in Berkley, California just a year 
ago. It is happy in its new envi-
ronment, and is doing just fine.

   
Fourth and finally, is Fox 

Hensley, a 50,000 square foot 
facility that produces custom 
fabrication. This division was 
and still is located in Richmond, 
California, a location that would 
soon see two of its sister divisions 
under the same roof.  

Production by the Fox Marble Custom division is 
highly automated, but sometimes there’s no me-
chanical substitute for hand-finishing a project to 
perfection.

Right: A 100,000 square foot building now houses 
the three divisions including ample production 
and admin space. Other facility upgrades include 
a 260 kW solar generating system on the roof, 
a state-of-the-art ventilation system and a new 
water treatment system. 

Saint John’s Magnificent 
New Retirement Home

a single larger and 
deeper bowl. And, of 
course, the prereq-
uisite cleaning and 
restoration of the de-
cades of dirt, stains, 
and scratches from 
all those years of ser-
vice, dunkin’ babies, 
and whatnot.

It was time for the marble baptismal 
font at Our Lady of Lourdes Cathedral 
in Spokane, Washington to be restored 
relocated, and repurposed.

Joey Marcella 
Photos  Courtesy 
Mario and Sons



2 |  March 2021 Slippery rock Gazette

the move, the home improvement 
business remained viable. I don’t 
take any credit for that. It was 
just good fortune at the time. But 
the hospitality industry and the 
restaurants at the time – Oh, my 
goodness! So we were really for-
tunate and blessed.”

   
According to McLaughlin, the 

divisions did lose some people 
during the transition and to the 
COVID shutdown. They also did 
not bring some management staff, 
due to some much needed reor-
ganizing. Not major, but some 
did occur, said McLaughlin, add-
ing, “When you go into combat, 
you never know how people are 
going to react until you’re in the 
thick of it, and we were in the 
thick of it, especially in spring 
of last year. Fortunately, because 
we have such a good leadership 
team, I didn’t have to personally 
spend that much time coordinat-
ing things at a higher level. Our 
V.P. of operations, our controller, 
all the administrators and all the 
team leaders at the management 
level just rolled up their sleeves 
and did it. The cream rose to the 
top and really flushed out those 
that weren’t ready for prime time. 
It was wonderful to experience 
that. These are the leaders who 
will take the company beyond my 
days. They did an amazing job. I 
can’t say enough.”  

A New Location, New 
Branding and More

With all production now under 
one roof, the situation still re-
quired that all companies contin-
ue to be independently managed 
and accounted. In other words, 

Continued from page 1

Fox Marble Consolidates

Left and Right:  White Macaubas 
quartzite bar top features a fac-
eted miter edge. Produced and 
installed for Avow, a restaurant in 
Napa, San Francisco, all the table 
tops feature the White Macaubas 
quartzite. 

Fox Marble (now Fox Marble 
Production) and Fox Hensley 
(now Fox Marble Custom) 
are all separately staffed and 
supervised by separate teams. 
However, all divisions are over-
looked from a high level by di-
vision CEOs and McLaughlin. 

As for production machinery, 
both McLaughlin and manage-
ment felt the best thing to do 
was to liquidate the old water-
jets, bridge saws and CNCs, 
and stock the new facility with 
all new equipment… sort of. 
“We brought in new BACA 
robots, a Breton CNC and other 
new equipment. We did, howev-
er, bring one machine from the 
old shop with us. It is a Breton 
5-axis, dual table CNC. I didn’t 
want to do that, but the team talk-
ed me into it, because Fox Marble 
Custom produces some very in-
tricate and expensive 3-dimen-
sional products. It was worth it, 
though, and the machine was still 
relatively new.”

Additionally, safety and effi-
ciency have always been hall-
marks of the Fox divisions, so 
while they were at it, their new 
production line was also outfitted 
with a state-of-the-art ventilation 
system and a new water treat-
ment system, said McLaughlin. 
“All of this new equipment real-
ly upgraded and streamlined our 
processes as well as created a safe 
environment.” 

The Risks Versus 
Benefits of Moving

In early 2019, the writing was 
on the wall that a move was 
needed. Profits were good, but 
expenses and regulations were 
excessive and growing. The deci-
sion was made to sell the existing 
property and implement a move 
that would take seven months, 
recalled Founder and President 
Charley McLaughlin. “It was an 
opportunity that we took to make 
some much needed changes and 
reorganization. San Francisco is 
in deep trouble. The city doesn’t 
really care about businesses, 
unless you are a sales force or 
a Microsoft. We were paying 
$70,000 a year just in city wage 
taxes, and for what? Additionally, 
our labor force couldn’t afford 
to live there. Richmond is more 
business-friendly, and the labor 
force here is much more condu-
cive. So, those were our primary 
reasons.” 

By late 2019, the stage was set, 
and the logistics of moving were 
in place, but they hadn’t fully 
finished the sale of Fox Marble’s 
property to consummate the 
move. Luckily, by early 2020, the 
sale was finalized, and the transi-
tion could now begin, continued 
McLaughlin. “We purchased the 
5.4 acres that Fox Hensley had 
been leasing in Richmond, and 
spent several million dollars up-
grading the building and the elec-
trical system, as well as installing 
a 260 kW solar generating system 
on the roof. We are now fully up 
and running in the 100,000 square 
foot building. Fortunately, during 

With its 3-D capabilities,  
the Breton dual-table 5-axis 
CNC is a workhorse for Fox 
Marble Custom production.
Center: Their BACA Robo 
Sawjet step-cuts a fire-
place surround.

Please turn to page 3
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Fox Marble Consolidates CA Facilities

Left: Residential project in Las Ve-
gas includes a custom game room 
bar, great room fireplace surround, 
and interior Neolith Flooring; on the 
exterior,  the overhang cladding and 
facade, and an infinity pool facade 
also feature Neolith. 

Right: Vent cover produced with 
their Breton CNC.

Above: Neolith cladding on the  Las Vegas 
boutique Feature storefront. The store 
interior also uses a coordinating Neolith  
wall cladding.

and every division now has a new 
budget for 2021. The only divi-
sion that will not grow, and it’s no 
surprise, is Fox Marble Custom. 
Nevertheless, Fox Marble 
Production, Fox Stone Care, and 
Evolv Surfaces all have very 
healthy growth budgets, and I see 
no reason why they’re not going 
to accomplish their budgets. 

“Furthermore, even though Fox 
Marble Custom is still the least 
profitable, the manufacturing 

Continued from page 2

Closing Words by 
McLaughlin 

“Natural stone is never going 
to go away. Granite seems to be 
waning in popularity here, but 
classic marbles and quartzites 
are always going to be around. 
We have 35 years of sourcing 
from the best suppliers in Italy, 
Spain and Brazil, so we are very 
well positioned with natural 
stone. Our growth will continue, 

Left: Black Moon 
marble fireplace sur-
round fabricated by 
the Fox Marble Cus-
tom division, which 
excels in fabricating 
large, 3-D projects

Right (2 ): Fox Stone 
Care division has 
been very successful 
offering diverse ser-
vices to residential 
and commercial cli-
ents in the Greater 
San Francisco Bay 
Area.

Photo by L Hood

volume has grown, because 
we’ve taken on a few other 
national accounts. So the cus-
tom work is always going to be 
there. It’s our core business, and 
how we started, but it’s getting 
harder and harder to stay in the 
black, no matter how much we 
charge. You can have the best 
labor and the best designs, but 
the coordination it takes is real-
ly, really difficult. The barriers 
of entry are high, and the prof-
it margins are low. As for Fox 
Marble Production, the compe-
tition is harder, but it’s okay, 
because the stone work here is 
growing in leaps and bounds 
and our manufacturing is going 
gangbusters, and we are happy. 

   
“Moving our divisions was an 

amazing accomplishment, es-
pecially during a pandemic and 
being shut down for two months 
during March and April, but 
somehow we did it, and it’s 
working out wonderfully.” 

 
For more information please 

visit www.fox-marble.com . 

http://www.fox-marble.com
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The Wisdom of an 
Unbalanced Capacity System

Ed Hill
Synchronous SolutionsMost people do seek a 

balanced capacity in 
their operations depart-

ments. I used to do that, too. Not 
anymore.

A balanced system is one that 
has just the right amount of 
manufacturing capacity at each 
process step. In such an ideal-
istic system, there would be no 
bottlenecks. Orders would flow 
through the system without accu-
mulating excess inventory at any 
place. The problem is, that is a 
practical impossibility. Machines 
break down, key people are some-
times not present at work due to 
myriad reasons like vacations, 
sickness, jury duty, bad weather, 
etc. And, in a custom product en-
vironment, how can you know 
how much capacity to maintain at 
each step? Even through careful 
capacity planning, “Murphy” still 
exists and can appear at the most 
inopportune times. “Murphy” is 
our name for anything that could 
go wrong (aka: statistical fluctua-
tions and normal variability). 

Dr. Frederick Taylor is known 
as the Father of Scientific 
Management. His theories in the 
early 1900’s argued that “work-
ers do not naturally enjoy work 
and they need close supervision 
and control. Therefore, manag-
ers should break down produc-
tion into a series of small tasks.”  
Moreover, he stated that the 
capacity of each of these steps 
should be calculated to just meet 
the market demand. This is the 
essence of a balanced capacity 
system. Essentially, there was no 
plan to accommodate “Murphy.”  

The balanced manufacturing 
system is one in which the capac-
ity for each process step is planned 
with the necessary equipment and 
staffing to be about equal to the 
market demand. While this may 
seem to be a logical approach 
for an efficient operation and to 
make the most money, the reality 
is that this is simply not true.  The 
fact is that attempting to achieve 
and maintain a balanced system 
is not only a practical impossi-
bility, it is a guaranteed failure 

of management philosophy. Your 
managers will spend their time 
trying to regain the balanced sta-
tus after every visit by Murphy, 
while they should be managing 
the flow of materials and infor-
mation through your plant. 

The result will be chaos and un-
realized productivity of finished 
products.

The solution to this dilemma 
is to maintain a planned level of 
Protective Capacity to absorb the 
disruptions of downtime, what-
ever the cause, in order to main-
tain the desired production levels 
and to meet the market demand. 
As we all know, customers re-
ally don’t care that some of 
your equipment was down or 
that some of your people are 
absent. They just want their or-
ders completed at the promised 
time. 

The unbalanced system is one 
that maintains a planned level 
of Protective Capacity at each 
operational step. Protective 
Capacity is defined as the ca-
pacity to overcome variability. 
Typically initiated at about 15 
percent, this additional capacity 
is intended to absorb the normal 
variabilities that exist every day. 

The opportunity to 
create value ($T) is 

infinite. The  
opportunity to 
 reduce costs is 
 quite finite.

Training & Education

 Do You Run A Balanced Capacity System?  Should You?

Please turn to page 8
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SaMoTer, Veronafiere’s 
triennial international 

construction machinery 
exhibition, will welcome 
companies and sector oper-
ators once again in March 
2023. This is a further and 
definitive change of date 
compared to the initial 
hypothesis of shifting the 
2020 edition— postponed 
because of the COVID-19 
emergency — to March 3-7, 
2021.

 
“This was an inevita-

ble yet carefully analyzed 
and widely shared de-
cision,”  said  Giovanni 
Mantovani, CEO of 
Veronafiere. 

“The scenario associ-
ated with the pandem-
ic is still very uncertain. 
Consequently, in agree-
ment with manufacturers 

SaMoTer 31 Postponed Until 2023

and sector associations, 
we have identified a new 
positioning in line with the 
needs of this industry as 
well as the calendar of oth-
er specialized trade fairs in 
Europe. At the same time, 
we are well aware of the 
importance for companies 
of having live occasions 
for presenting their latest 
developments to the Italian 
market. We have therefore 
decided to organize a dy-
namic new ‘run-up’ event 
in Autumn 2021.”

 
This demo event will 

be held in a quarry, with 

construction machinery 
and equipment operating 
‘live’  from, September 30 
to October 2, 2021. 

The event is sched-
uled in the same date 
as  Marmomac,  the most 
important trade fair in the 
world specifically for the 
entire natural stone supply 
and value chain and will 
offer the opportunity to 
create important synergies 
between sectors.

For more information, 
visit     www.samoter.it or 
email info@samoter.com .

Supporting Innovation Since 1995

Welcome to the 
March 2021 edi-

tion of the Slippery Rock 
Gazette.

This month also marks 
a milestone for me. It’s 
my 21st year producing 
this monthly magazine 
written for fabricators and 
shop owners in the stone 
industry.

Since 1995, the Slippery 
Rock has delivered stone 
industry news, education 
and articles focusing on 
industry issues like safety, 
best practices and innova-
tion into shops all across 
the U.S. 

 
One achievement I’m 

most proud of is that the 
Slippery Rock has in-
troduced scores of new 
products and fabrication 
innovations to all levels of 
the stone fabrication com-
munity. From start-ups 

to well-established com-
panies, we have been a 
showcase for inventors 
and engineers working 
to find a better, more ef-
ficient and safer way to 
market, fabricate, and in-
stall stone products.

For the remainder of 
2021 and beyond, I am ex-
tending an open invitation 
to all you innovators and 
inventors in the stone in-
dustry. As we have so often 
done over the past two-and-
a-half decades, we want to 

showcase your products, 
tools, machines, gadgets  
and software. Contact the 
Slippery Rock Gazette 
for more details on how 
we can help YOU high-
light your inventions and 
tell the industry about 
YOUR Great Idea. 

As always, I welcome 
your cards, letters and 
comments. It’s my goal 
and pleasure to keep the 
Slippery Rock relevant 
for fabricators and stone 
workers, everywhere, ev-
ery issue.

Enjoy our selection of 
stone industry articles and 
news this month. Contact 
me for more information 
on this ongoing project.

Larry Hood,
Editor, SRG
email  lhood@slippery 
rockgazette.net

The SRG
wants to 

 profile and 
promote 

YOUR new 
product.

© MARK ANDERSON. www.andertoons.com

“So, we have a tremendous third quarter projected, thanks in no 
small part to Jerry finding that leprechaun in the supply closet.”

http://zedcomm.musvc2.net/e/t?q=3%3dEe0VE%26H%3d5%26D%3dBZ5V%26v%3dXCVFc%26y%3d1h7e81PtI_ywWp_07_vqZv_66_ywWp_9B1M4.IeHtKq1j.9sC_ywWp_9B%26h%3dC2Oz39.JiJ%26pO%3d5U8a8
http://www.samoter.it
mailto:info%40samoter.com?subject=More%20info%20on%20Samoter
mailto:lhood%40slipperyrockgazette.net?subject=My%20Stone%20Industry%20Innovation
mailto:lhood%40slipperyrockgazette.net?subject=My%20Stone%20Industry%20Innovation
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Ed Young
Fabricator’s Business Coach

Training & Education

How much profit do 
you plan to make next 
Thursday?  I know it 

sounds like a crazy question. 
However, if you think about it, 
your scheduler really determines 
your ultimate potential to make 
a profit on any given day. So, 
I’ll ask again, how much profit 
has your scheduler planned for 
you for next Thursday?  

OK, predicting next Thursday 
may too tough to do right now, 
so let’s make it easier and look 
at the past:

How much money did you 
plan to make yesterday?  

How much did you actually 
make?  

How do you know?

Since scheduling sets the max-
imum amount of money you can 
make in a day, you can’t afford 
to schedule your precious lim-
ited capacity if you aren’t ab-
solutely sure you can execute 
to that schedule. To do other-
wise means that you are plan-
ning to waste your capacity to 
make money. This means you 
shouldn’t schedule a job unless:

• The customer has already  
 selected their material.
• The customer has signed  
 off on seam locations.
• You already have the  
 countertop material or are  
 certain it will be at the  
 shop in time to cut it.
• All sinks and faucets will  
 be at the shop or on site.
• Faucet holes have been  
 defined.
• The customer has signed  
 off on all waivers.
• You are sure that cabinets  
 are going to be set, when  
 you’re at template stage.
• A customer-authorized 
 decision maker will be on  
 site for the template and for  
 the install.
• Range/cooktop info is 
  defined, templates are on  
 hand, and the customer has  
 signed off as needed.

in your business. You can have 
the best fab plant in the world 
with the most modern technology 
and the best workers and the best 
managers, but even that heavenly 
scenario cannot overcome being 
fed incomplete or ill-defined jobs. 
Tight, well-defined, and well-ex-
ecuted pre-production processes 
are essential to maximizing the 
amount of money you can make 
next Thursday. 

If you have been following this 
article series, by now you will 
have selected a constraint and set 
up buffers to manage the flow of 
work to the constraint. You are 

• TIM WOODS* is on a diet  
 and isn’t eating up a lot of  
 your capacity.

Do You Want More Profit from Your Shop?
Then Schedule It! 

know this in time to make ad-
justments before the month is 
over. No longer are you driving 
while looking in the rear-view 
mirror. You can make effective 
proactive business decisions and 
accurately predict their impact. 
Next month we will dive into 
the critical few metrics needed 
to help you make that happen.

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

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.

• The customer has agreed  
 that no other trades will be  
 on site for either template or  
 install appointments.
• Site access restrictions have  
 been defined and addressed  
 (key codes, etc.).

You can probably think of a  
few more.

While there are obvious things 
you need to do to make this hap-
pen, the customer has a critical 
role too. Consumers buy more 

cars and houses than they do 
countertops. This means custom-
ers likely don’t understand the 
countertop sales and production 
process. If you don’t want to risk 
your precious limited capacity, 
you need to help your customers 
understand their role in ensuring 
a successfully completed job. 
Setting those expectations starts 
by educating the customer at 
every opportunity. Expectations 
that the customer should have of 
your business as well as expec-
tations you have of the customer 
should be spelled out early and 
often. Providing handouts are a 
good practice since you can’t be 
sure a customer has viewed the 
information on your web site.

How well you refine your sales 
and customer service processes to 
accomplish all this will determine 
how much money you can make 

also applying VA/NVA analysis 
to non-constraint processes in or-
der to drive the bottleneck to the 
constraint. This means you are 
starting to define the capacity of 
your shop and beginning to man-
age that capacity. You are begin-
ning to leverage this new produc-
tion management system:

• WIP (work in process – the  
 number of jobs on the shop  
 floor at one time) is  
 decreasing.
• Lead times are getting   
 shorter. 
• The production team is  
 beginning to focus on how  
 they impact the constraint by  
 watching for holes and fat in  
 the buffers. 
• You are getting control of  
 the flow of work through  
 your shop. 

• You are seeing the capacity  
 of your shop begin to   
 increase.
• The chaotic noise level  
 in your business should be  
 noticeably lower.

This is article number four of 
six. These articles are designed 
to help you get predictability and 
control of your business. One 
outcome of using this system is 
you will have the ability to pre-
dict your P&L before the month 
is over. This means, about the 
middle of the month, you should 
be able to predict what your ac-
countant is going to tell you on 
the 10th of the next month. You 
will know if you are on track 
to achieve the profit target you 
have set for the month – and you 

*TIM WOODS is an acronym that 
represents the 8 forms of waste 
found in processes, that should be 
reduced or eliminated: Transpor-
tation, Inventory, Motion, Wait-
ing, Overprocessing, Overproduc-
tion, Defects, Skills.    

mailto:Ed%40fabricatorscoach.com?subject=
mailto:Ed%40fabricatorscoach.com?subject=
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Cheryl A. Moore, PsyD
CEO, Prestige Countertops 
& Services

Please turn to page 11

How Workplace Incivilities Can 
 Impact Your Organization

Have you ever witnessed 
an individual within your 
organization being rude, 

unfair, condescending, slam-
ming doors, being brash, being 
antagonistic, displaying a lack of 
disregard for others, or making 
demeaning remarks?  Perhaps this 
individual is even you. 

Many individuals are famil-
iar with workplace bullying, but 
many are unaware that the be-
haviors I have referenced here are 
referred to as workplace incivility 
and are defined as “low-intensity 
deviant behavior with ambiguous 
intent to harm the target, in viola-
tion of workplace norms for mutu-
al respect” (Anderson & Pearson, 
1999, pg. 457). These behaviors 
often transpire through thought-
lessness rather than malice, but as 
they transgress the policies of co-
hesiveness of your organization, 
these behaviors can have a pro-
found effect on co-workers and 
on the bottom line. 

 
Various intensities of incivilities 
are within most organizations, 
but they are not always formally 
identified and called out. The tar-
gets of these behaviors endure the 
behaviors and develop their own 
explanation as to why the perpe-
trator would behave the way he or 
she does. By the time the target 
reaches the point where they re-
port the individual and his or her 
behavior to a manager or Human 
Resources, employee morale has 
decreased and turnover in the or-
ganization has increased. 

I have personally experienced 
employees who are very good 
at the mechanics of their job, 
but seem to have a chip on their 
shoulder and have self-selected to 
be excluded from the rest of the 
team. These individuals do not 
adhere to instructions given, do 

not like to change their methods, 
do not associate with others, are 
not always truthful when directly 
asked about an error or quality is-
sue and are outright rude and con-
descending. When an employee 
like this comes to work and dis-
plays a form of incivility within 
the first twenty-minutes of his or 
her shift, you now have at least 
one other individual, if not more, 
who are going to shut down for 
the day and not be as productive 
as they would have been before 
the incident happened. Worse yet, 
what happens when this individ-
ual is sent to a customer to tem-
plate a job or perform an install?  
Can you trust that this individual 
does a 360 in the presence of your 
customer?

We find ourselves in a time 
where it has become challenging 
to hire new employees and keep 
existing employees, and there-
fore, we have a tendency to want 
to keep those who are good at the 
mechanics of the job and overlook 

the incivilities and rude, brash be-
haviors. This type of behavior is 
cancerous throughout an orga-
nization. Other workers see this 
behavior on a daily basis, and it 
begins to erode their attitude, mo-
rale and production levels. Co-
workers begin to disrespect man-
agement, processes, procedures 
and each other. Additionally, 
researchers have shown that 
workplace incivility has been 
associated with increased levels 
of emotional exhaustion, depres-
sion, counter-productive work 
behavior, work-life conflicts, and 
decreases in motivation and job 
satisfaction. 

Porath & Pearson (2013) con-
ducted a poll of 800 managers 
and employees in 17 industries 
and learned that workers who 
have been on the receiving end 
of incivility react in the following 
ways:

• 48 percent intentionally 
decreased their work effort.

• 47 percent intentionally 
decreased their time spent at 
work.

• 38 percent intentionally 
decreased the quality of their 
work.

Please turn to page 8
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Continued from page 7

• 80 percent lost time worrying 
about the incident.

• 63 percent lost work time
avoiding the offender.

• 66 percent said their perfor-
mance declined.

• 78 percent said their commit-
ment to the organization declined.

• 12 percent said they left 
their job because of the uncivil 
treatment.

• 25 percent admitted to taking
their frustrations out on 
customers.

It is important for management 
to have a good rapport with their 
workers and have open lines of 
communication, so these types 
of behaviors do not go undetect-
ed. It is not unusual to have one 
co-worker make a passing remark 
about another worker’s behavior 
that just gets shrugged off at first, 
but as time passes, several workers 
are being impacted by the actions 
of this one individual and the situ-
ation starts to escalate. Ultimately, 
this individual can cost you good, 
productive workers and starts to 
impact your bottom line.

An important action for manag-
ers to take when it comes to work-
place incivility, is to walk the talk 
and to model good behavior. If 
a manager disrespects his or her 
subordinates by yelling, belittling, 
being condescending, and being 
unfair, the workers will begin to 
disrespect the manager and even-
tually the organization. It’s the old 
adage that actions speak louder 
than words. It doesn’t matter what 
motivational posters are all over 
the walls or if the employee hand-
book states that workplace incivil-
ity will not be tolerated if the lead-
ers and managers are not acting in 
ways that are conducive to a cohe-
sive, productive environment.

Another good way to show your 
employees that incivilities are 
not acceptable within your or-
ganization would be to include a 
section on this in your employee 
handbook. List out the behaviors 
and explain they will not be tol-
erated and what the repercussion 
of the offenses will be, just like 

any other infractions you would 
include. Additionally, you could 
make this part of your hiring 
practices and define and discuss 
workplace incivilities during your 
onboarding process.

Lastly, although this is not an 
exhaustive list of things you can 
do, make your employees aware 
of workplace incivilities through 
your training efforts. The time 
and investment you put into this 
should be reflected in your bot-
tom line as moral increases and 
in turn your production levels 
increase. 

Workplace incivilities are 
probably more transparent than 
workplace bullying behaviors. 
The transparency comes from the 
ignorance of the impact of these 
behaviors and the impression 
that these are just normal every 
day behaviors that creep into the 
workplace. Excuses are given for 
the behavior, which may work for 
the first time or two, but are not 
acceptable when they continue. 
One important thing to remember 
is your customers may witness 
this behavior as well and choose 
to do business elsewhere, even if 
the behavior is not directed their 
way.
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“Celebrity-worship and hero-worship should not be confused. Yet we confuse 
them every day, and by doing so we come dangerously close to depriving our-
selves of all real models. We lose sight of the men and women who do not sim-
ply seem great because they are famous but are famous because they are great. 
We come closer and closer to degrading all fame into notoriety.”
– Daniel J. Boorstin

Workplace Incivilities

Further, the amount of 
Protective Capacity should be 
variable across the manufactur-
ing system. More of it should be 
planned for those operations that 
experience lots of “Murphy” and 
less at steps that are more stable.

There are basically three types 
of capacity that should be consid-
ered in your planning:

Productive Capacity
This is the pure capacity it takes 
to meet the projected market 
demand. This is the minimum 
needed to satisfy orders and has 
no accommodation for Murphy.

  
Protective Capacity

This is Productive Capacity 
plus an accommodation for 
Murphy. The accommodation 
for that variability is calculable, 
meaning that where there is little 
variability there is little need for 
Protective Capacity. Where there 
is high variability, there is need 
for more Protective Capacity. 
With adequate records on pro-
duction and variability, this can 
be planned accurately. Protective 
Capacity does not mean higher 
costs. This cushion of additional 
capacity is essential to meeting 
the market demand given the 
known levels of variability (aka 
Murphy). Business is all about 
creating value (Throughput), not 
reducing costs. 

Excess Capacity
This is the amount of ca-

pacity over and above the 
needed amount to meet the 
demand including accommo-
dation for Murphy. Excessive 
capacity means excessive costs. 
Therefore, when you know it 
exists, you will need to plan the 
utilization of these resources to 

Training & Education
The Wisdom of an Unbalanced Capacity System

Continued from page 4

assure adequate control of this 
excess cost.

An important principle of 
Synchronous Manufacturing is 
that you should not focus on bal-
ancing capacities but, instead, 
focus on synchronizing the flow 
of both materials and informa-
tion throughout the overall pro-
cess.  Like water flowing down a 
mountain river, the orders should 
move at a consistent rate. The 
boulders that interrupt that river 
flow are not unlike the “Murphy” 
events that interrupt your process 
flow. The water always finds a 
way around those boulders. 

Your managers need to do 
the same thing to address the 
“Murphy” events. To do that, 
they will need a planned level 
of Protective Capacity to absorb 
that variability. 

Without an appropriate amount 
of Protective Capacity, the abil-
ity to create value Throughput 
($T) will be negatively im-
pacted. As the schedule begins 
to deteriorate, the inevitable re-
sult will be more overtime and 
growing chaos. The reality is 
that ultimately, all manufac-
turing systems are unbalanced. 
Given that, it is a much better 
strategy to plan for that reality 

than to fight it.
We have proof that attempting 

to maintain a balanced capacity 
plant where each resource op-
erates at maximum efficiency 
would create high inventories, 
long lead times and poor deliv-
ery performance, all of which 
are unacceptable in today’s 
manufacturing world.  

The Synchronous Flow ap-
proach is that all resources 
should work like the cartoon 
“Roadrunner,” which has two 
speeds:  wide open and stop. 
That is what your resources 
(equipment and people) should 
do. They should work to their 
maximum high quality speed 
when there is work to be done 
to satisfy the schedule. Once 
the schedule is produced, they 
should stop and move to some 
other resource that is still pro-
ducing to the schedule.

An unbalanced manufacturing 
system may seem odd, but the 
results of this strategy can be 
outstanding. 

Synchronous Solutions, LLC 
has developed programs specif-
ically for the stone processing 
industry. For more informa-
tion, contact Ed Hill at (704) 
560-1536.

An important 
 action for managers 

to take when it 
comes to workplace 

 incivility, is to 
 walk the talk 
 and to model 

 good behavior.

http://dx.doi.org/10.5465/amr.1999.2202131
http://dx.doi.org/10.5465/amr.1999.2202131
https://hbr.org/2013/01/the-price-of-incivility
https://hbr.org/2013/01/the-price-of-incivility


Slippery rock Gazette March 2021  |  9  



10 |  March 2021 Slippery rock Gazette

TRENCH DRAINS • PITS • RAMPS
BRIDGE SAW WALLS • FLOORS

JIB CRANE FOOTINGS
MACHINE FOUNDATIONS

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

CALL 877.999.1175
 or 404.543.0446

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

ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM

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

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

Bosch Unveils Profactor Lineup 
 for High-Powered Cordless Tools 

Bosch Power Tools, a global 
leader for power tools and 
power tool accessories, 

has announced the release of its 
PROFACTOR high-powered 
cordless tools, powered by its 
exclusive CORE18V battery plat-
form and equipped with Bosch 
BITURBO Brushless™ technol-
ogy. Delivering power that out-
performs its corded counterparts, 
PROFACTOR cordless tools give 
professionals the freedom to take 
on the most demanding applica-
tions on one battery platform.

 
“After thousands of hours of 

development, we are thrilled to 
cut the cord with this impressive 
line of professional cordless solu-
tions,” said Corey Hinkel, Lead 
PROFACTOR  Product Manager 
for Bosch Power Tools. “Offering 
more power and flexibility than 
corded tools, PROFACTOR sim-
plifies jobsites by delivering a 
line of solutions designed for the 
industry’s most demanding appli-
cations – all powered by a single 

18V battery platform.”
At the heart of this new 

high-powered cordless system 
is Bosch’s best battery technol-
ogy — the CORE18V battery 
platform. It features advanced 

cell technology, cutting edge 
design and Bosch-exclusive 
COOLPACK™ 2.0 technology. 
With a design including copper 
end plates, welded cell connec-
tors and power rails, the batteries 
provide reduced resistance and 
greater efficiency, allowing tools 
to draw higher currents from the 
battery. With the PROFACTOR-
optimized CORE18V 8.0 Ah and 
the new PROFACTOR Exclusive 
CORE18V 12.0 Ah batteries, 
professionals can power the full 
PROFACTOR tool lineup from 
a single platform, eliminating 
the need for multiple battery 

Powered by the Bosch COR-
E18V Battery Platform, PRO-
FACTOR Delivers Next-Gen-
eration Power and Runtime to 
Tackle the Toughest Jobs

platforms on the jobsite.
PROFACTOR tools feature 

Bosch BITURBO Brushless™ 
technology, which pairs a 
high-performance brushless mo-
tor and drive train system with 
powerful magnets and optimized 
in-tool electronics to take full ad-
vantage of the additional power 
generated by the CORE18V 8.0 
Ah and 12.0 Ah PROFACTOR 
batteries.

The PROFACTOR product 
portfolio includes the following, 
with more coming later in 2021: 

• Bosch 18V Spitfire 5–6 Inch 
Angle Grinder with Slide Switch

• Bosch 18V Strong Arm 
Connected-Ready 7-1/4 Inch 
Circular Saw

• Bosch 18V Surgeon 12 Inch 
Dual-Bevel Glide Miter Saw

• Bosch 18V Connected-Ready 
5-1/2 Inch Track Saw with Plunge 
Action.

 
For more information on the 

PROFACTOR lineup, visit www.
boschtools.com/profactor.

https://rushtim1973-dot-yamm-track.appspot.com/Redirect?ukey=1CcxDAMJmIkdtZGzrfXxAqw397rAkh9-8Xce22X9NBp4-0&key=YAMMID-77820209&link=http%3A%2F%2Fboschtools.com%2Fprofactor


Slippery rock Gazette March 2021  |  11  

Online AND onsite training 
included with each system.

More than 15 certified trainers 
and a 2,000 SF training center 
centrally located in the Midwest.  

Training center features many 
configurations from counters 
and cabinets to showers and 
stairs for a complete experience.

Trainings are customized to your 
needs. Whether you start at the 
basic or intermediate level, we 
ensure your training fits your 
team and operations.

Subsequent online trainings  
are available whether you have 
general or specific questions.

Private Facebook group to ask 
questions and share knowledge 
and jobs with other LPI users.

Comprehensive training program

Market Leader
6,000+ systems sold worldwide.

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

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

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

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

Lowest 5-year cost of ownership

User-friendly software requires 
no CAD experience 

Online & onsite training included

Comprehensive warranty coverage 

Overnight loaner program

#GoDigital

SNHU College of Engineering, Technology & 
Aeronautics Opts for Space Age Rainscreen System

Lifting the natural slate panels into place on the CETA building.

The new College of 
Engineering, Technology 
and Aeronautics (CETA) 

at Southern New Hampshire 
University is ready to weather 
the storm(s) of that region of this 
country.

According to university offi-
cials, “Right after crews finished 
the site utilities, workers started 
on the foundation work.” A major 
significance of this new CETA 
building... is that it will have been 
built with the intention of having 
classes taught there full-time. 
(The current CETA building was 
built only to serve as a temporary 
engineering building, until con-
struction of the new CETA build-
ing was completed later in 2020.) 
Generally speaking, in Southern 
New Hampshire, the summers 
are warm, the winters are freez-
ing, and it is partly cloudy year 
round. Over the course of the 
year, the temperature typically 
varies from 16°F  to 83°F and is 

rarely below 1°F or above 91°F. 
However, in the last two years, 
temperature has spiked up to 
106°F… and, greater amounts 
of both rain and snow than in the 
past are not out of the question. 

Boston-based Wilson HGA, a 
national design and architecture 
company specializing in science 
and technology facilities for high-
er education, was selected to de-
sign the building by Skanska, the 
global project development and 

construction group. Christianne 
Peschard, Project Manager of the 
firm stated, “The overall design 
pays homage to the surrounding 
New Hampshire architecture. We 
wanted a ‘vernacular look,’ so we 
looked at old covered bridges to 
get inspiration for the building’s 
roofing. Additionally, we wanted 
to follow the visual language of 
the SNHU community buildings, 
especially their pitched roofs, al-
ready in place. The look of slate 
was something we really liked, 

The College of Engineering, Technolo-
gy and Aeronautics (CETA) at South-
ern New Hampshire University is 
completely clad in natural slate.

Please turn to page  14 

so we started out by looking for it 
via online searching.”

One of the principals of Wilson 
HGA recommended that both the 
roofing and the siding have match-
ing slate… a very monochromat-
ic European look. Peschard stated 
that her firm was contracted by 
Skanska, officials from which 
had already spoken with some of 
the building’s subcontractors, in-
cluding T.J. McCarthy, Inc., the 
firm which eventually installed 
the slate product to the struc-
ture’s exterior. Small mockups 
were done to ensure all the de-
tails would work out… especially 
for the corners of the building’s 
façade. Once approved, a second 
mockup was created specifically 
for water testing. It was immedi-
ately approved.

 
Because of the range of climat-

ic change in that region, it was a 
wise decision for the architectural 
firm to specify an exterior façade 
rainscreen system that would 

protect the building both in the 
hottest of summers to the coldest 
of winters. The architects opted 
for the CupaClad® System, which 
is made from the most time-test-
ed, weather-resistant pure stone 
material known to mankind: nat-
ural slate. 
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Training & Education

Merliee Kern, MBA 
Forbes Business Council 
Member

IF you want to be the best and 
grow your business, not 

only do you have to hire and re-
ward the best ... you must either 
develop or  remove  the rest. It’s 
that simple. Toward this end, you 
might be surprised to learn that 
traditional, so-called “tried-and-
true” performance management 
methods fail. One top offender 
is the ubiquitous and erroneously 
exalted Performance Review.

According to leadership ex-
pert and executive coach Roxi 
Bahar Hewertson, CEO of 
Highland Consulting Group, Inc. 
and  AskRoxi.com, “This HR 
‘tool’ will not help your busi-
ness achieve ANY of its growth 
results. In fact, leaning on perfor-
mance reviews to assess staffers 
can greatly increase the likeli-
hood of achieving the exact op-
posite results.”

Business leaders and human re-
source professionals have had a 
doctrine hammered into them that 
annual evaluations or reviews 
are sufficient to document em-
ployee performance. According 
to Hewertson, who just released 
her highly anticipated second 
book,  Hire Right, Fire Right: A 
Leader’s Guide to Finding and 
Keeping Your Best People,  the 
problem with that logic is it’s 
short-sighted and often inaccu-
rate. “There are times when man-
agers need to fire someone, but 
find that nothing in that person’s 
‘personnel file‘ indicates a prob-
lem, and too often the opposite is 
true,” she says. “This is a chronic 
problem when supervisors don’t 
like to (or don’t know how to) 
deliver ongoing constructive 
feedback when it’s needed—all 
year long rather than during one 
ceremonial yearly event. This is 
the stuff grievances, arbitrations 
and lawsuits are made of and, 
quite often, are legal battles lost 
by management for good reason. 
Having an annual performance 
evaluation or review isn’t a pan-
acea. It’s more akin to “using a 
broken crutch for a broken leg.”

In fact, studies are emerging 
that further substantiate such 

performance evaluation short-
comings. A recent U.S. National 
Library of Medicine/National 
Institutes of Health study  pub-
lished in 2020 provides evidence 
that “performance feedback dis-
cussions can have counterpro-
ductive effects by  increasing  the 
recipient’s self-serving attribu-
tions for past performance,” with 
unintended associated effects in-
cluding “lower feedback accep-
tance” and “lower motivation to 
change.”

Businesses need something far 
more effective because the “old 
way” is just not going to help 
retain your best talent, engage 
your high potentials, or course 
correct below-par performance. 
Ultimately, annual performance 
evaluations are a waste of man-
agement’s time and your organi-
zation’s money while exacerbat-
ing opportunity loss. And, “nearly 
everyone hates to give and re-
ceive them,” Hewertson says. 

There’s a Better Way
Hewertson advocates that 

businesses  wholly replace for-
mal Performance Reviews with 
a  Personal Dialogues (PD) 
Process. A PD is not a tradition-
al performance evaluation. As 
Hewertson explains, it is instead 
a powerful and highly strategic 
conversation between a super-
visor and an employee that hap-
pens  at least once a year  and is 
followed up by  check-ins  that 
happen quarterly at the very least, 
sometimes even more frequently.  

“It’s important to establish a 
protocol and methodology that 
managers and employees under-
stand and agree to follow,”  she 
says. “Instead of dreading the 
‘annual review’ meeting, a PD is 
a two-way conversation that both 
parties can look forward to. It’s 
one that builds, versus diminish-
es, rapport and trust. The PD is 
intended to engage both parties in 
positive ways and add real value.”

Prepping for a Productive 
Personal Dialogue

Hewertson recommends com-
pleting two full annual cycles to 
allow the process to normalize 
within your organization’s cul-
ture. “You’ll likely find that both 
staff and supervisors may be ini-
tially resistant to the change, but 
will begin looking forward to 
these powerful conversations,” 
she notes. “This is, in part, due to 
the increase in trust and synergy 
these conversations generate be-
tween the supervisor and the em-
ployee as well as the measurable 
positive business results. The 
Personal Dialogue process can 
become a rock-solid cornerstone 
of dynamic cultural change.”

Hewertson suggests that the PD 
is scheduled at a mutually con-
venient time and place allowing 
enough time for both parties to 
thoughtfully consider and answer 
the PD questions thoroughly. 
Hewertson, has had hundreds of 
these conversations, sometimes 
in her office, in the employee’s 
workspace, in a park, on a boat, 
at a restaurant and even at a bo-
tanical garden.

You might throw up your arms 
and say,  “That’s crazy! I don’t 
have extended lengths of time 
to spend with each of my direct 
reports!”

Consider this:  What if you 
DO NOT spend that time with 
your employees? You’re already 
spending some of that time now 
on performance reviews, and 
dreading it, with the result likely 
to be a waste of your time, and 
theirs. In fact, it’s now known 
that there is a predictable loss of 
retention of top performers after 
traditional performance evalua-
tions occur and productivity often 
goes down among satisfactory 

organizations are well equipped 
to not just take on these talent 
management challenges ... but 
actually win on these key fronts. 
By following this kind of highly 
strategic system for developing 
employees, decision makers can 
dramatically boost employee re-
tention rates—and revel in the 
resultant ROI benefits.”

The Personal 
Dialogue Process

Hewertson’s PD process in-
volves three perspectives:  
(1) the employee’s perspective; 
(2) the employee’s  beliefs  about 
the supervisor’s perspective; 
and (3) the supervisor’s perspec-
tive. Individually, the supervi-
sor and the direct report write 
down answers to a series of ten 
questions (below)  prior to their 
meeting  where they will present 
and discuss their respective an-
swers.  “It’s insightful to see how 
accurate or inaccurate the em-
ployee’s ‘reading’ is of their di-
rect supervisor,” she says. “They 
both gain valuable insight about 
how much they are, or are not, on 
the same page and can respective-
ly course correct on the spot.”

Hewertson’s PD process 
for each question goes like this:
• The supervisor asks for the 
employee’s thoughts and listens 
carefully to the answers without 
interruption, asking for clarifica-
tion where needed.

• The supervisor asks how the 
employee thinks he/she (the su-
pervisor) will answer, listens 
without interrupting and asks for 
clarification where needed.

• The two parties discuss a and b.
 
•  The supervisor then shares 
her/his thoughts, without inter-
ruption, and the employee asks 
for clarification where needed.

• The two parties discuss where 
they are the same and where 
they differ. It is not unusual for 
an employee to have a different 
view from the supervisor about 
strengths and areas for improve-
ment. Employees can underesti-
mate their accomplishments and 
be overly self-critical—and vice 
versa.

employees. Clearly this is not a 
smart business strategy. 

If that weren’t incentive enough, 
consider how much time and 
money your organization spends 
recruiting and onboarding staff. 
Or, if they’ve been with you for a 
while, add up how much time and 
money it will cost you to replace 
even one of them if they leave be-
cause they aren’t happy in the job, 
aren’t feeling heard or valued, ar-
en’t engaged are underperforming 
and don’t know it ... or all of the 
above?

“Acquiring and retaining talent 
is a relational, not a transactional, 
process,” Hewertson says. This is 
among the fundamental concepts 
she shares in her book, Hire Right, 
Fire Right, in which she also de-
fines and explores the ARC em-
ployee life cycle: Acquisition 
(hire right), Retention (nurture 
right), Closure (fire right). Her 
book meticulously guides deci-
sion makers through each of these 
three key interactions relative to 
both new and existing employees. 
“Leaders need tangible and tacti-
cal tools, like the PD process as 
one example, to help ensure their 

There’s a better way to 
support workers than 

an annual review.  
This game-changing 

 Performance 
 Management Strategy 

 can be a boon for 
 business owners 

and managers.

Why Your 
Employee Approach Can 

 Undermine Business Success  

Please turn to page 13

http://askroxi.com/
https://www.amazon.com/Hire-Right-Fire-Leaders-Finding/dp/1538130629
https://www.amazon.com/Hire-Right-Fire-Leaders-Finding/dp/1538130629
https://www.amazon.com/Hire-Right-Fire-Leaders-Finding/dp/1538130629
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC7304587/
https://www.ncbi.nlm.nih.gov/pmc/articles/PMC7304587/
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• Post meeting, the supervisor 
and the employee share their final 
notes with each other, or combine 
them, so they have the  same re-
cord  of their conversation—in-
cluding where they agreed and 
disagreed.
•  If required, both sign a form 
for the official “personnel file” 
that simply says they had the 
conversation and when, but notes 
of their meeting do not get filed 
centrally.

“This process creates the op-
portunity for the employee to be 
heard first,” Hewertson under-
scores. “When the supervisor 
shares his/her views, they both 
can then compare similarities and/
or differences of their perceptions 
for each question and of each 
other. This prevents a one-sid-
ed monologue and it reduces the 
likelihood that employees will say 
what they think their supervisor 
wants to hear. Instead, it opens up 
new topics to explore and keeps 
assumptions in check. Applying 
rigor to this conversation creates 
greater trust and understanding, 
which is a key ingredient to great-
er engagement and retention.” 
 
Below are Hewertson’s ten pri-
mary questions and, of  course, 
businesses can and should adapt 
the questions to suit their own 
culture and needs. Hewertson 
cautions you  not to stray too 
far  from this format if your goal 
is to have a dialogue instead of an 
evaluation. These questions of-
fer the opportunity for a rich and 
meaningful discussion and come 
from decades of Hewertson’s 

experimentation and concerted 
field testing.

The 10 PD Questions  
(All Open-Ended)

1)  Please note 3-5 things you  
 have done especially well in  
 your job in the past year.

2) How did you measure your  
 own performance this year  
 and what were the results?

3) Please note 3-5 things you  
 would like to have accom- 
 plished but didn’t. Why? Are  
 any of these a priority for the  
 coming year?

4) What have you liked most  
 about working here this year?  

5) What have you liked least  
 about working here this year? 

6) What goals and projects are  
 most important to you in  
 the year ahead? How will you  
 know you’ve been successful?  
 Are there any factors— 
 personal, supervisory, or  
 organizational—that might  
 block you from accomplish- 
 ing your goals?

7) What skills, education, 
 experiences, or assistance  
 (including from your super 
 visor) do you think would  
 help you accomplish your  
 goals and increase your job  
 satisfaction?

8) What behaviors of yours help  
 you in your interactions  
 with others? What behaviors  
 of yours get in your way in  
 your interactions with others?  

 Please give specific examples  
 of each.

9) Who are you developing to  
 succeed you in your position  
 and what is your succession  
 plan? (If this is not relevant to  
 this person’s position, leave 
  out or replace with a question  
 that is more relevant to the  
 position.)

10)What has gone well, and what  
 needs to be improved in your  
 relationship with your super 
 visor? Please be as specific as  
 you can.

Hewertson also advises that 
managers be ready to offer one 
more question, “Is there more?”

“There may be times when a 
staff member hasn’t shared the 
whole story about something, or 
the discuss may have made them 
think of something they hadn’t 
initially considered,” she says. 

During the PD, performance is 
discussed in the context of the 
employee’s overall experience 
with the job. But Hewertson also 
clarifies that the nature of the 
discussion also provides a way 
for the supervisor to demonstrate 

respect, honors the employee’s 
dignity and recognizes the em-
ployee’s shared professional 
partnership by delving into their 
job, achievements, hopes, dis-
appointments, goals and needs. 
“During this conversation, ongo-
ing expectations and metrics for 
the future are agreed upon, with 
full transparency between both 
parties,” she notes. “It also gives 
the supervisor ample opportuni-
ty to openly appreciate and rec-
ognize the employee’s positive 
contributions.”

It’s noteworthy that 
Hewertson’s PD process can be 
used with any employee, union-
ized or not, nonexempt or ex-
empt, front line staff, managers 
or senior staff. The wording may 
be adjusted where appropriate 
for the nature of each employ-
ee’s role, but the intent of each 
question should be kept true. 
“While some employees will be 
entirely satisfied with their sta-
tus quo, they still have hopes, 
goals, opinions and things that 
matter to them in their specific 
workplace—all of which need 
to be heard,” Hewertson says. 
“You’ll never know what is truly 
important to your employees or 
what material insights will arise, 

Your Employee Approach unless you engage in meaningful 
conversation and ask the right 
questions.”

While the PD process re-
quires more planning, time and 
thought, it has the powerful up-
sides of increasing employee 
engagement, building trust and 
driving positive versus nega-
tive ROI for any organization.   
 
Forbes Business Council Member 
Merilee Kern, MBA is an  inter-
nationally-regarded  brand ana-
lyst, strategist and futurist  who 
reports on noteworthy industry 
change makers, movers, shakers 
and innovators across all B2B 
and B2C categories. This in-
cludes field experts and thought 
leaders, brands, products, ser-
vices, destinations and events. 
Merilee is Founder,  Executive 
Editor and Producer of “The 
Luxe List” as well as Host of 
the nationally-syndicated “Savvy 
Living”  TV show. As a prolific 
business and consumer trends, 
lifestyle and leisure industry 
voice of authority and tastemaker, 
she keeps her finger on the pulse 
of the marketplace in search of 
new and innovative must-haves 
and exemplary experiences at 
all price points, from the afford-
able to the extreme—also delving 
into the minds behind the brands. 
Her work reaches multi-millions 
worldwide via broadcast TV (her 
own shows and copious others on 
which she appears) as well as a 
myriad of print and online pub-
lications. Connect with her on 
Facebook www.Facebook.com/
LuxeListReports , LinkedIN www.
linkedin.com/in/merileekern/, at 
www.TheLuxeList.com and www.
SavvyLiving.tv .

Continued from page 12

Not My Secret Santa

AN Illinois woman who ordered flags 
for her grandmother’s garden last 

December got a surprise when the pack-
age finally arrived — someone’s apparent 
COVID-19 test specimen.

Andrea Ellis was wrapping Christmas gifts 
at her aunt’s house in East Moline, in north-
western Illinois, when she opened a padded 
envelope containing the flags she ordered 

weeks ago from the department store chain 
Kohl’s, according to The Quad City Times.

“I pulled out the flags and I told my aunt, 
‘Look how cute these are,’” she said. “I 
pulled out the packing slip and then noticed 
something deeper inside the envelope and 
pulled that out. It was a biohazard bag appar-
ently containing someone’s COVID-19 test 
specimen.”

Ellis, who didn’t immediately reply to a 
phone message from The Associated Press, 
called the police, who referred the issue to 

the county health department, according to 
East Moline police Chief Jeff Ramsey.

Janet Hill, the chief operating officer at 
the Rock Island County Health Department, 
told the AP that she picked up the biohazard 
bag over that weekend and that it appeared 
to contain a used nasal swab and identifying 
information of a person from Virginia. She 
said she was figuring out what to do next, in-
cluding contacting health officials in Virginia 
and trying to determine if the specimen was 
still viable.

“I’ve never heard of anything like this,” 
Hill said. “I want this person to know that 
the test has not been done yet.”

Wisconsin-based Kohl’s issued a state-
ment apologizing for “this very unusual 
and inexplicable experience” and saying the 
package was sent from an “outside direct 
ship vendor” and not directly from the retail 
chain.

The company said it launched its own in-
vestigation, but it declined to give further 
details, including the name of the vendor.

http://www.savvyliving.tv
http://www.savvyliving.tv
http://www.Facebook.com/LuxeListReports
http://www.Facebook.com/LuxeListReports
https://www.linkedin.com/in/merileekern/
https://www.linkedin.com/in/merileekern/
http://www.TheLuxeList.com
http://www.SavvyLiving.tv
http://www.SavvyLiving.tv
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The Stone Detective
The Case of the Winter Blues

Continued from page 11

CupaClad® materials are 100 
percent sustainable. Unlike ar-
tificial products, skilled crafts-
men handcraft natural slate, 
with no additional surface treat-
ment ever included or required. 
Additionally, the systems are 
quick and easy to install by pro-
fessional facade contractors. 
Once installed, the slate is per-
manently attached in a safe man-
ner; therefore, no maintenance 
is ever needed. Additionally, the 
CupaClad® System offers a very 
modern visual “look.” And, there 
are so many possibilities to con-
sider when designing with nat-
ural slate. The systems used are 
light and versatile… and, can be 
adapted to virtually any exterior 
façade.

 
According to Barry Hamilton, 

Operations Manager of T.J. 
McCarthy, Inc., the firm which 
installed the slate rainscreen sys-
tem at SNHU, “This was our first 
time working with CupaClad®. 

We are used to working with very 
large ‘panels’ when installing 
siding, so we were anticipating 
quite a bit of labor and time when 
mounting these slate materials. 
But to our surprise, that was not 
the case at all! The school is ‘slat-
ed’ to be open for the second se-
mester at the end of November, so 
working with this system made it 
easy to hit our timeline.

“Installation directions and 
drawings were accurate and 

perfect. Easy to read, easy to fol-
low. We did not need to purchase 
any special tools to install the sys-
tem,” continued Hamilton. “This 
project has the same material 
(slate) on an extremely pitched 
roof as it does on the façade’s 
rainscreen cladding system. As 
a result, the building presents a 
visual appearance of being very 
monochromatic. 

“We would definitely recom-
mend and not hesitate to work 

SNHU Space Age Rainscreen System with again with the CupaClad 
System®, especially due to its ease 
of installation,” added Hamilton. 
“It is an ideal system for the New 
England weather, which can 
change within an hour!”

Ryan David Ewell, New 
England’s  CupaClad®  Represen- 
tative from Envelope LLC added, 
“When a façade needs to breathe, 
this system allows it to do just 
that. It accommodates building 
movement, while keeping both 
heat and cold off of the building.

Design-ability.
“My favorite part of this project 

was that we were able to work 
the slate into the interior of the 
building,” stated Peschard. “The 
look of this slate ‘coming into the 
building’ is very pleasing to the 
eye.”

The SNHU project called for 
weaved corners that truly added 
to the aesthetics of the building. 
The CupaClad® 101 Random 
rainscreen cladding system was 
the answer, as it revolutionizes 
natural slate cladding installation 
by combining different slate siz-
es to generate a dynamic, visual 
creative composition. The cours-
ing of the material was easily ad-
justed on site. This was important 
to allow the proper and intended 
coursing that the architect intend-
ed around the triangular windows.

CupaClad® 101 Random system 
includes invisible attachment ele-
ments that make its natural slate 
the sole, main attraction of any 
facade. Designers can now offer 
an original design that makes the 
most of the flexibility and natural 
durability of slate cladding. 

Please turn to page 21

Please turn to page  21

The natural slate cladding allows 
the building to breathe.

IT  was a beautiful but chilly 
Sunday, and I was spend-

ing the afternoon inside doing 
the weekly crossword puzzle. 
Yikes, I must be getting old if my 
idea of action is doing these puz-
zles! I came across a one-word 
clue: “Salt.” Now, most people 
would immediately think of table 
salt, but not this stone detective. 
I have the curse of being in the 
stone business, and little did I 
know that this one-word clue 
would lead me to my next case.

Just as I was about to get out 
the crossword dictionary, my cell 
phone rang. As it was Sunday, I 
thought it was a friend or relative 
calling, but NOOOOOO. The 
voice on the other end sounded 
desperate. In a gravely voice he 
said he was the chief engineer at 
a major university, and their ter-
razzo, marble foyers and concrete 
lobbies were falling apart, and he 
didn’t know what was happening. 

Frederick M. Hueston, PhD

He did apologize 
for calling me on a 
Sunday, but he con-
tinued to tell me that 
all their buildings have 
this problem. He asked if I could 
come and perform an inspection. 

To put things into perspective, 
this morning it was 36 degrees 
here in Florida, and he was in up-
state New York where they had a 
couple of feet of snow and tem-
peratures down in the single dig-
its. I wasn’t looking forward to a 
trip to the very, very cold North 
this time of year. Last time I did 
an inspection up there, I ended up 
with a cold. But, money is money, 
so I agreed to do the inspection.

I booked a flight to the Great 
White North and kept my fingers 
crossed that my flight wouldn’t 
be canceled. I could write a book 
on the numerous times my flights 
have been delayed and can-
celed… but that’s another story. 
Luckily, this time my flight took 

off on time and landed in the 
middle of a snowstorm. Well, I 
thought, at least it landed. I got 
off the plane and ran over to the 
rental car counter, hoping they 
had something in a four-wheel 
drive. Fortunately, they did have 
a small, four-wheel drive SUV. 

“It’s not my Woody, but it will 
do,” I told the puzzled clerk.

It took me three hours to drive 
15 miles to the campus. The roads 
were snow-covered, and cars 
and trucks were sliding all over 
the place. Just as I was about to 
pull into the campus, a large deer 
leaped across the road in front of 
my car. It was a near miss, and I 
slid a bit, but I was able to recover 
and not end up in a ditch. (I grew 
up in the North and was glad to 
discover I hadn’t entirely lost my 
winter driving skills!) 

I saw I’d have to plow my way 
through snowdrifts to the build-
ing. Some students were standing 
nearby, pointing at me and laugh-
ing. In my day we would have run 
over to make sure the old geezer 
who had fallen was OK. Kids…

I brushed myself off and walked 
very slowly and carefully to the 
front entrance. Just as I was about 
to open the door, a maintenance 

bag of salt, and I knew right away 
what the problem was before I 
even inspected the damage (see 
photo of the exterior stairs).

A classic example of spalling due to absorbed salts – in this case, 
de-icing salts are the culprit – but now there’s a solution and a cure.

worker came by and began 
spreading de-icing salt on the 
concrete sidewalk. I stopped and 
introduced myself and asked if I 
could find out what kind of salt 
he was using. He showed me the 
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How Natural Stone is Elevating 
Universal Design and Aging 
in Place Spaces

Megy Karydes  
usenaturalstone.com
Photos Courtesy of the Gary Sinise 
Foundation’s R.I.S.E. Program

Many older adults prefer 
to  stay in their homes  as 

they age and research studies 
support that they prefer to be 
surrounded by familiar routines 
and a community in which they 
feel connected. Aging in place, as 
the term is commonly referred, is 
linked to greater health and hap-
piness among older adults, and 
there are a number of benefits, 
from it costing less than assisted 
living facilities to slowing the 
advancement of memory loss. 
Interior designers and architects 
are beginning to incorporate uni-
versal design into their plans and 
many are finding natural stone is 
a great way to soften the look of 
the space with its earthy colors 
and tones while creating acces-
sible environments for everyone.

What Is Universal Design?
“Universal design is a set 

of standards that encompass-
es all persons,” says Katherine 
Kawaguchi and co-owner and 
lead designer of Roseville, 
California-based GUCHI Interior 
Design.

Whether the homeowner has a 
pet or toddler, or someone needs 
to be able to sit in the shower due 
to a skiing accident or recovering 
from hip replacement surgery, a 
curb-less shower works and us-
ing natural stone can elevate the 
look of that space, according to 
Kawaguchi.

“I just spoke from the begin-
ning stages of homeownership 
to the end stages of homeowner-
ship,” she adds. “Universal de-
sign is creating a space that ev-
eryone can use and there are no 
barriers to anyone.”

No-Curb showers provide access for wheelchairs and also an 
aesthetic solution in universal bath design.

 Planning Today for 
Tomorrow’s Needs: 
Universal Design for 

 Everyone
One space in particular is crit-

ical when it comes to design-
ing with this set of standards: 
the bathroom. Everyone needs a 
functional bathroom and if you 
can’t use it, you won’t be able to 
stay in that home. Homeowners 
may be able to bring in someone 
to help with the cleaning and even 
the cooking, but we all need a us-
able bathroom.

“What happens if you have a 
fall or something happens to you 
a day or a month after you’ve 
installed that brand new, maybe 
$50,000 bathroom, and you can’t 
use the shower?” Kawaguchi 
asks. So even if clients hire her to 
work on other parts of the house, 
she always recommends they at 
least look at the master bathroom.

Natural stone is often her go-to 
material for bathrooms and she’s 

very deliberate and intentional 
with how she incorporates it into 
the overall design.

 “I think there’s nothing that is 
more beautiful than a beautiful 
piece of granite or quartzite,” she 
shares. Natural stone, she adds, 
commands a room. Unlike other 
materials a designer or architect 
can use in a bathroom, natural 
stone is sustainable, durable, and 
high quality. In a bathroom set-
ting in particular, the natural and 
earthy elements of stone also lend 
a wellness atmosphere since the 
material brings the outdoors in.

In addition to using natural 
stone on countertops, Kawaguchi 
will use the material to create a 
shower bench seat or find other 
interesting ways to incorporate it, 
like as a shelf.

What to Consider When 
Using Natural Stone in 

Universal Design Projects
For homeowners who want 

to use natural stone on floors, 
whether it’s in the bathroom 
or in the kitchen, Madeleine 
Dymling, president of New York-
based Flatbrook & Co, often rec-
ommends choosing a finish that 
will make the stone less slippery, 
such as honed or hammered.

Another thing to consider is the 
size of the stone tiles being used.

“Some say that the more grout 
lines you have makes it less slip-
pery, however one has to con-
sider cleanability,” Dymling 

explains. Many of her clients tend 
to choose less grout lines for the 
ease of maintenance, so opt for 
larger tiles.

Selecting Natural Stone for 
Universal Design Projects
While Dymling is happy to rec-

ommend natural stone options 
to clients, she recognizes that 
many homeowners enjoy the ex-
perience of selecting their stone. 
Dymling and her team prefer 
honed natural stone materials and 
often use mosaic floors for show-
er applications. 

If a client is unsure of what 
type of natural stone they want, 
Kawaguchi will start the conver-
sation by asking them what might 
resonate with them. Perhaps it’s 
the different color options avail-
able in granite or how the stone 
will be used within the design. 
Once she has a general idea of 
what they might be drawn to, 
they’ll review their available 
options.

Whether it’s a remodel or new 
build, a homeowner still needs to 
take into consideration what ad-
justments will need to be made to 
make the design work for aging. 
While it might be more costly to 
install a curb-less shower today, 
for example, it’ll be less costly 
in the long-run since the design 
means the homeowner won’t 
need to modify it to accommodate 

different needs later in life. 
In many cases, universal de-

sign can help increase a home’s 
value for two reasons: it allows 
the  homeowner to stay in their 
home longer, increasing the equi-
ty in their home, and the modifi-
cations make life easier at home, 
which helps come resale time 
since it broadens the market base.

Kawaguchi recognizes most 
clients asking for designs that 
can accommodate mobility chal-
lenges tends to be an older popu-
lation but she insists it shouldn’t 
be limited to a mature audience. 
Universal design needn’t look 
institutional and using materials 
like natural stone, with its time-
less beauty and rich textures, al-
low homeowners and designers to 
create a design that will work for 
today’s needs and tomorrow’s, 
too.

Since building or remodeling 
any part of a home, especially a 
bathroom or kitchen, takes a fair 
amount of time, money, and ef-
fort, it makes sense to plan ahead 
and incorporate universal design 
principles. These principles are 
not only suited for the needs of 
an aging population but take into 
consideration a family’s needs at 
all stages of life.

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

Universal design includes a lower or unhindered access to 
countertops and appliances.

https://www.aarp.org/livable-communities/about/info-2018/2018-aarp-home-and-community-preferences-survey.html
https://www.guchiinteriordesign.com/
https://www.guchiinteriordesign.com/
http://www.flatbrookandco.com/
https://www.senioradvisor.com/blog/2016/12/live-home-longer-raise-homes-value-universal-design/
https://www.senioradvisor.com/blog/2016/12/live-home-longer-raise-homes-value-universal-design/
https://www.chicagotribune.com/suburbs/advertising/primetime/chi-pt-universal-design-makes-life-easier-at-home-and-at-resale-time-20131010-story.html
https://www.chicagotribune.com/suburbs/advertising/primetime/chi-pt-universal-design-makes-life-easier-at-home-and-at-resale-time-20131010-story.html
http://MegyKarydes.com
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BB Industries
Partnership

Benefits

This is How SIMPLE
Business is with Us:

• Lowest Cost of Ownership
 - Lowest list price
 - BEST freight rates
 - Constant product promotions and offers

• Best-in-Class Supply Chain Management
 - Unparalleled inventory levels and product offerings
 - Strategic logistics and locations
 - Tireless freight carrier management

• Unwavering Satisfaction “Guarantee”
 - Best Service….Best Value
 - Exceptional Customer Delight delivering True Partnership
 - Ruthless commitment to delivering a superior customer experience

www.BBIndustriesLLC.com • 800 - 575 - 4401
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Three Easy Ways to Partner with BBI

WEBSITE

PHONE IN PERSON

We Cover ALL of the US 
in 2 Days or LESS

Red-Taped Boxes for 
EASIER Identification

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

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

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

• US Public Water and Sewer Facilities 
Construction

• US Private Office Construction

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

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

Construction   /   January 2021

ITR Management Objective

As Starts rise and your business grows, 
operations will become more complex. 
Use this time of increased cash flow to 
improve your corporate governance in 
order to manage these complexities.
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The bowl itself had an attached 
marble lid, which opened and 
closed using a large swivel pin, 
no longer wanted as part of the 
design. Removing it would not be 
a problem. However, on top sat a 
statue of Saint John the Baptist, 
that was quite dear to Father 
Connall. 

The statue was to be removed, 
restored, and given a new home 
somewhere in the Cathedral. But 
where?

As the other renovations – the 
new altar, stairs, pews, and car-
pet concluded within the church 
– the freshly restored baptismal 
found its way back from our shop 
to its new location near the public 
entry.

Based on this location, I pro-
posed a semi-circle partition of 
marble for John to sit on, circling 
the font with integrated niches 
containing the ornate glass jars of 
holy oils. Unfortunately, the con-
cept didn’t get any traction due to 
the continued and valid concerns 
of potential vandalism that could 
occur.

Instead, Father Connall sug-
gested a type of wall shelf, want-
ing to have the statue elevated, 
and he had the perfect spot in 
mind: a high-visibility area near 
the entry, yet still near the bap-
tismal font.

With that, I put on my design-
er hat and started working on a 
concept that met the functional 
criteria, yet looked as if it were an 
original piece of the church, and 
not a contemporary “add-on.”

I won’t lie, I found the inspira-
tion for it in about three seconds, 
Googling “recessed wall niche” 
on the prestigious and glamorous 
site of high-end design, Home 
Depot.

With the example I proposed, 
the shell motif had liturgical sig-
nificance with the baptism ritu-
al, according to Father Connall. 
Imagining John replacing 
Aphrodite occupying the printed 
illustration was the only mental 
obstacle, so there wasn’t much 
design back and forth – just some 
CAD manipulation of the di-
mensions, making it fit the space 
and the statue, and we were in 
business.

Unlike the Bianco Carrara mar-
ble we used at the front altar, the 
existing baptismal was created 
from white marble with mini-
mal veining. We provided stone 
from another Italian quarry a few 
miles south of Carrara – Bianco 
Altissimo – as a suitable match.

An 8-inch thick slab was ma-
chined through several CNC 
processes, resulting in a semi-fin-
ished piece finessed to life with a 
sculptor’s hand. (I know a guy.)

Saint John’s Magnificent 
New Retirement Home

Father Connall chose a vis-
ible location for the niche, 
and font, near the narthex 
or church entrance, and I 
proposed a suitable design 
for a niche  (from an un-
likely source) to house the 
statue.

Programming and ad-
justing the dimensions 
through the GMM CAD 
interface, our versa-
tile machine powered 
through rough stock re-
moval and dimensioning 
before I added hand-
carved finishing details, 
sanded, and polished the 
niche. Since it was de-
signed for it, the statue 
of St. John fit perfectly.

Continued from page 1

Please turn to page 25
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How to Get Your Hands 
On the Right Safety Gloves

Hands are the most used 
tools in the workplace, 
making their protection 

from on-the-job hazards criti-
cally important to maintaining 
employee productivity. Hand 
dangers are around every corner. 
Depending on the workplace, 
employees’ hands are endangered 
from chemicals, abrasive sur-
faces, splinters, broken glass, and 
cuts or scrapes, among countless 
other hazards.

According to the US Department 
of Labor, injuries to hands ac-
counted for nearly 25 percent of 
all lost-time industrial injuries 
— a total of 110,000 annually. 
Seventy percent of those injuries 
resulted when an employee was 
not wearing safety gloves, while 
the other 30 percent of hand inju-
ries occurred while an employee 
was wearing the wrong kind of 
gloves.

Hand injuries are preventable. 
Safety gloves, correctly sized and 
engineered with the right mate-
rials, will help defend workers 
from virtually any type of hazard. 
Unfortunately, employees often 
have a very limited understanding 
of how to select a glove properly 
based on the dangers they con-
front. The number of glove choic-
es is vast—and the standards 
governing personal protective 
equipment, including hand pro-
tection—are not always easy to 
decipher.

Protective gloves, like any 
safety product, must be selected 
properly for the specific appli-
cation. To do so, first conduct a 
risk assessment by determining 

the scope of the work, and next, 
identifying any potential hazards 
within that scope that may injure 
employees’ hands. If it is possi-
ble to eliminate the identified 
hazard by engineering or sub-
stitution, this is always the best 
means to protect the employee. If 
not, gloves should be used only 
as a last resort, along with other 
required PPE. Protective gloves 
tend to be less effective than oth-
er control measures but if avoid-
ing contact is impractical or is 
not enough to protect employees, 
then gloves are needed. 

Recognize that an employee 
may be exposed to more than one 
hazard. For instance, the jobsite 
may contain corrosive chemi-
cals or biological exposure, as 
well as sharp metals, or broken 
glass. If you are not sure of the 
hazard or hazards, confer with an 
Environmental Health & Safety 
(EHS) coordinator or industrial 
hygienist. 

Once gloves are selected, in-
form employees how to use them 
properly to protect themselves. 
Let them know when gloves 
should be replaced. If the gloves 
are reusable ask employees to 
rinse them before removal and 
tell them how they should be 
stored. 

Chemical-Proof Gloves
A principle function of skin is 

to protect our bodies from ex-
posure to potentially harmful 
components of the external envi-
ronment. Skin does this remark-
ably well, but direct contact with 
chemicals poses a danger to the 
skin itself. Chemical reactions 
to skin can be a burn, dermatitis 

or chapping. Chemicals can also 
penetrate the skin and enter the 
bloodstream. Risk varies ac-
cording to the chemical, its con-
centration, and time of contact 
among other safety factors. Refer 
to the product SDS for specifics. 
Section 8 of the SDS provides 
what types of PPE are necessary 
to protect the user. Section 11 has 
toxicological information such 
as potential local skin effects, 
as well as potential absorption 
through the skin and resultant 
acute and chronic effects.

Because different glove materi-
als resist different chemicals, no 
one glove is suited for all chem-
ical exposures. Dependant on 
the chemical, gloves can be fab-
ricated with natural rubber, neo-
prene, nitrile rubber, butyl rub-
ber, polyvinyl chloride, polyvinyl 
alcohol, Saranex™, Tychem®, 
Trellchem®. Key factors to re-
view in selecting the material are 
breakthrough time, degradation 
and permeation rate. Always re-
fer to the glove manufacturer’s 
test data for details.

OSHA 29 CFR 1910.138 (Hand 
Protection General Requirements) 
specifically addresses the need 
for hand protection or chemical 
protective gloves. This standard 
makes it mandatory to assess 
the job for chemical exposures, 
and then select the appropriate, 
chemical protective glove based 
on material, thickness, length 
and other traits. ANSI/ISEA 
105-2016 is another source of 
information that provides a con-
sistent, numeric-scale method for 
manufacturers to rate their gloves 
against certain contaminants and 
exposures.

Cut-Resistant Gloves
Tear, puncture, and  cut-resis-

tant gloves  are often construct-
ed from materials such as high-
grade stainless steel Kevlar®, and 
may feature a mesh aesthetic. 
Resistant to damage from sharp 
or abrasive objects such as glass 

and knives, these gloves are often 
ergonomically designed for a pre-
cise fit.

There are two major global stan-
dards used to evaluate the protec-
tion levels of work gloves: ANSI/
ISEA 105 (U.S. Standard) and 
EN 388 (EU Standard). Besides 
Europe, EN 388 is also common-
ly cited in other parts of the world 
such as Canada, Australia / New 
Zealand and South America. In 
2015-2016, significant chang-
es were made to both to ensure 
consistency between different 
standards and to reduce the gaps 
between protection levels. The 
new ANSI/ISEA 105 scale, char-
acterized by an ‘A’ in front of 
level numbers from A1 to A9, 
measures a glove’s performance 
by the cutting force it can with-
stand in grams. 

For instance, an A1 glove can 
withstand from 200-499 grams of 
cutting force, while an A9 glove 
can withstand 6000+ grams of 
cutting force. When looking at 
glove specifications, the ANSI 
cut level will be displayed inside 
a badge that resembles a shield.

Cut-resistant sleeves, often 
worn with cut-resistant gloves, 
extend protection from the wrist 
up towards the elbow or shoulder. 

Thermal-Proof Gloves
Thermal proof gloves protect 

against extreme temperatures and 
are fabricated from a variety of 
materials, including:

Neoprene
Neoprene gloves  are used for 

protection against frost and burn 
injuries, as in the case of fire-
fighting gloves. 

Aluminized Material
Aluminized material is capa-

ble of handling and withstanding 

extremely high temperatures (de-
pending on the specific formula, 
up to and exceeding 2,000° F). 
Gloves made of this material are 
suitable for welding, furnace and 
foundry, and some laboratory 
applications.

When choosing the heat-re-
sistant gloves for a task, you’ll 
need to find out the precise tem-
perature of the object, not just 
the ambient temperature. For ex-
ample, an industrial oven might 
be 1000°F but the object being 
handled is only 600°F. Also, high 
temperature gloves are available 
as either gloves or mitts. Gloves 
are for applications that require 
dexterity, while mitts are for ap-
plications that require additional 
insulation for heat protection, 
added comfort, and longer wear. 
Heat-resistant gloves should be 
tested to ASTM F1060-87 (also 
know as C.H.A.R.) that establish-
es the maximum temperature at 
which a person can hold an object 
for more than four seconds before 
feeling pain, and for more than 
15 seconds before getting a sec-
ond-degree burn.

On the other end of the tem-
perature spectrum, cold-resistant 
gloves, commonly known as 
freezer gloves, protect employ-
ee hands from cuts and scrapes, 
while an inner insulation reduces 
the risk of frostbite. These gloves 
do not have the thickness or the 
high level of insulation associat-
ed with a ski type glove since that 
bulkiness would inhibit grip and 
dexterity when handling frozen 
foods. Polyethylene, glass fiber, 
polyester, and spandex are all 
used in the construction of cold 
storage thermal gloves. Water 
wicking on the glove’s base lay-
er moves moisture away from the 
skin, helping to keep hands dryer 
and warmer for a longer period of 
time.

Nitril Chemical-Resistant 
Sleeves & Gloves

Industrial Knit Kevlar 
 Cut-Resistant Gloves

Heat-Resistant Gloves
with Rubberized Palm Grip 

Cut-Resistant sleeves

Please turn to page 28

https://blog.rockfordsystems.com/how-to-get-your-hands-on-the-right-safety-gloves/
https://blog.rockfordsystems.com/how-to-get-your-hands-on-the-right-safety-gloves/
https://www.rockfordsystems.com/product-category/ppe/hand-protection/cut-resistant-gloves-hand-protection/
https://www.rockfordsystems.com/product-category/ppe/hand-protection/cut-resistant-gloves-hand-protection/
https://www.rockfordsystems.com/product/flock-lined-latex-neoprene-glove-13/
https://www.rockfordsystems.com/product-category/ppe/hand-protection/welder-gloves/
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The rainscreen system has 
been wildly popular in Eu-
rope. Introduced into the 
U.S. and Canada in 2018, 
it is steadily gaining trac-
tion among developers 
and builders as a green 
solution. Some of the ben-
efits include its affordable 
pricing compared to other 
cladding, and the natural 
slate cladding allows the 
building to breathe.

equivalent of “Who’s on First?”
Weeks directed me to the web 

site webexhibits.org/daylightsav-
ing that details this regulatory 
mess. It’s a fascinating read. 
Consider: “One year, 23 different 
pairs of DST start and end dates 
were used in Iowa alone. And on 
one Ohio-to-West-Virginia bus 
route, passengers had to change 
their watches seven times in 35 
miles!”

Everything changed with the 
federal Uniform Time Act of 
1966. There’s been some tweak-
ing along the line, of course, and 
a couple of states and U.S. territo-
ries still are holdouts. But by and 
large, the entire country “springs 
forward” in March and “falls 
back” in November.

Even if the ghost of I.D. Beasley 
howls every time it happens.

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.

IF you happen to be driv-
ing through tiny Dixon 

Springs, Tennessee, during a cer-
tain day in the spring or fall and 
feel the ground trembling, have no 
fear. It’s not an earthquake.

Instead, it’s the grave of I.D. 
Beasley — a former, not to men-
tion formidable — state represen-
tative who almost single-hand-
edly made it against the law for 
Tennesseans to observe Daylight 
Saving Time. All because he 
missed his bus.

Tom Jellicorse, a retired 
Knoxville insurance executive, 
knows the hilarious story well. 
It’s part of his family’s histo-
ry, and he’s happy to share it 
whenever DST adjustment rolls 
around.

“Uncle I.D. was my mother’s 
brother,” Jellicorse told me. “He 
died in 1956, but he served in the 
state legislature for 38 years be-
fore that. He was a bachelor, and 
he never learned to drive a car.

Sam Venable 
Department of Irony

“He lived at the Walton Hotel in 
Carthage. On days when the leg-
islature was in session, he’d catch 
the bus to Nashville. There, he’d 
stay at the Andrew Jackson Hotel 
until it was time to come back to 
Carthage.

“One morning, Uncle I.D. 
walked down to the bus station 
in Carthage, just like always. But 
the bus had already left. Seems 
Uncle I.D. had forgotten about the 
switch to Daylight Saving Time. 
It made him mad as a hornet.”

For Hizzoner Beasley, this was 
a call to arms.

A carryover from World War II 
back then, DST was never pop-
ular with farmers. Since Beasley 
controlled the rural bloc in his 
part of the state, it was a sim-
ple matter for him to draw up a 
bill abolishing DST and guide it 
along to final approval.

Eddie Weeks, librarian for the 
Tennessee General Assembly, 
did some archival digging for me. 
Sure enough, he found Beasley’s 
bill, which was signed into law 
on Feb. 4, 1949, by Gov. Gordon 
Browning.

Tennessee hasn’t been the only 
state wrangling in and out of the 
DST maze through the years. In 
fact, there has been such a hodge-
podge of local and state laws, this 
exercise became the time-keeping 

Uncle I.D. Hated DST

Tennessee Statesman I.D. Beasley

The Stone 
Detective

Continued from page 14

Continued from page 14

Consisting of  50 × 25, 50 × 20 
and 50 × 15 cm slates installed 
horizontally with concealed 
screws,  CupaClad® 101 systems 
use self-drilling stainless steel 
screws with large diameter flat 
heads, specially selected by the 
firm’s engineers to guarantee per-
fect attachment and reduce instal-
lation times, as well. Furthermore, 
the system enables contractors to 
install various shapes and sizes of 
slates with all attachment compo-
nents concealed behind the slates 
in the row above, allowing for a 
100 percent focus upon the natu-
ral slate.

“This system, wildly success-
ful in Europe, was introduced 
to the United States and Canada 
in 2018,” declared Matt Berk, 
co-owner of EcoSupply Center, 
the specifier on this project. “Due 
to its performance, ‘look’ and sur-
prisingly affordable pricing, we 
have been very successful with 
CupaClad® Systems already!”

And, according to Patricia A. 
Lynott, president of SNHU’s uni-
versity college, “The new CETA 

SNHU Space Age Rainscreen System

building continues SNHU’s trend 
of innovative improvements to our 
higher education system. In all my 
years here, I think I am most excit-
ed about this building; what it rep-
resents and the possibilities it opens 
up for our students and faculty.”

For more information visit 
www. Cupapizarras.com/usa/
rainscreen-cladding/ .

 

I walked inside and found my 
contact right away. I looked at 
him, and of course, the floor. 
I took out my trusty moisture 
meter, some filter paper and some 
distilled water, and placed it on 
the floor. This is a little test I use 
to test for salts. If the moisture 
reading is higher than just plain 
distilled water, that indicates salts 
are present. (By the way, I teach 
this technique in my stone and 
inspection class.) It is not only 
good for detecting de-icing salts, 
but also works well for efflores-
cence issues. 

I finished my test and looked up 
at my contact and told him that the 
salts they were using for de-icing 
were causing the deterioration. 

I outlined a couple of options.
First, I recommended he change 

the type of salts. There are many 
salts now on the market that don’t 
cause this problem. I also told him 
he could just not apply the salts 
and hire a good law firm to con-
test all the slip-fall lawsuits (No, I 
really didn’t tell him that!). 

He asked me if the spalling 
could be fixed. I told him that the 
spalls could be filled, but all the 
floors would have to be rinsed 
and treated to remove the salts to 
prevent further damage. 

Another case solved. Now, 
where is the nearest Starbucks– 
I’m freezing!

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

http://webexhibits.org/daylightsaving
http://webexhibits.org/daylightsaving
mailto:sam.venable%40outlook.com?subject=Uncle%20ID
mailto:sam.venable%40outlook.com?subject=Uncle%20ID
http://www.Cupapizarras.com/usa/rainscreen-cladding/
http://www.Cupapizarras.com/usa/rainscreen-cladding/
mailto:fhueston%40stoneforensics.com?subject=
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

This project was very 
exciting, actually 
more than most. It 

was really cool to see this 
restoration and upscale 
restaurant come together 
with such success. Indeed, 
it was quite an honor to be 
a part of this metamorpho-
sis. It takes a true vision-
ary to see something like 
this through, for sure. Jim 
and Lori Klonaris are those 
visionaries. Of course there 
were also plenty of com-
panies that helped Jim and 
Lori’s vision for Vida and 
the Vault come to fruition. 
Knoxville Marble Polish 
was one of those companies.

cosmetic trickery.
Most of the floors were 

ground with 120 grit 
through 400 grit M3 TX 
Triple Thick resins and 
polished with Majestic 5X 
Gold. This process series 
yielded excellent results. 
There were areas, how-
ever, that required more 
aggressive grinding and 
honing due to stubborn ad-
hesive and some heavy wear 
scratching. On the mid and 
lower landings of the stair-
case, and lower level floor, 
60 grit M3 ELF Flexible 
Metals were used to recti-
fy these issues before using 
the 50 grit through 400 grit 
TX resins and then finally 
polished with the Majestic 
5X Gold.

There were also areas, 
where the marble had been 
crashed into, with goodness 
knows what, and was bro-
ken and barely still clung 

Most of the original mar-
ble flooring was covered in 
vinyl tile (possibly asbes-
tos, as it was fairly old) and 
there was adhesive residual 
on most all of these sur-
faces. Other areas, such as 
the solid marble stairwell, 
where previous construc-
tion and demolition had 
taken place, needed either 
complete piece replace-
ment, repair, a combina-
tion of both, or just plain 

Lower level marble floor showing adhesive residue and heavy wear.

together. These pieces were 
carefully removed and 
repaired using polyester 
transparent knife grade col-
ored to match. They were 
then reinstalled (which was 
somewhat tedious) and re-
finished with either a hand 
tool and M3 DICP Premium 
Flexibles or 2 ¼’ x 3 ¾’ di-
amond hand pads. BTW, 
every stone restoration con-
tractor should have a set of 
these diamond hand pads 
for each crew. 

There were some ar-
eas where the marble was 
completely missing and 
could not be replaced due 
to extenuating circumstanc-
es. One example of this is 
located in the lower level 
landing where, in a tight 
corner on the inside of the 
stairwell, there was about a 
square foot of missing mar-
ble. It was in the tight radi-
us of the lower stair case. 
This was filled with level-
ing compound and painted 
to match. It was not really 
a very visible location, so 
that was an easy decision.

One challenge was an 
unfortunate, large gap 
that was left between the 
existing marble and a re-
placement piece (provid-
ed by Tennessee Marble 
Company). This was also 
filled with the leveling 
compound and then colored 
to match. Both of these re-
pairs ultimately looked al-
most undetectable. 

Now another issue was a 
missing piece, which was 
evidently broken out from 
a previous construction 
project and was in a con-
caved area that would not 
be easy or cost effective to 
replace. 

Fortunately, Julie, the 
owner of Knoxville Marble 
Polish is a very creative 
person. She took a pic-
ture of some surrounding 
marble, edited the picture, 
printed it on a sticker page, 
and then applied a decoup-
age for shine. She then 
made a template to cut the 
sticker to the exact size and 

A semi-private nook on the lower level outside The Vault, after restoration.

applied it. The owner was 
blown away by how good 
this ingenious, simple and 
economic fix looked. 

Of course the brass hand-
rail and aluminum balus-
trade came together quite 
nicely. They were cleaned, 
sanded, and polished. It 
was decided to leave them 
natural and the restaurant 
would maintain them using 
conventional cleaners/pol-
ishes like Brasso. This was 
a whole new learning expe-
rience and will become part 
of the service offering for 
KMP going forward. 

Vida and The Vault Restoration
Final Walk-Through

Please turn to page 23
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Continued from page 22

Stone Restoration & Maintenance Corner

The décor of the restaurant 
is very posh. In my opinion, 
this is probably one of the 
most upscale restaurants in 
the Knoxville area. Local 
well-known artist Bill Cook 
Jr’s marble sculpture, enti-
tled Vida Princess, greets 
patrons as they enter the es-
tablishment. As discussed 
in a previous article, it was 
carved from a solid piece of 
Pink Tennessee Marble. It 
was possibly a bit too ris-
qué, so it was decided that 
she needed a bit of cover-
ing in certain areas. LOL! 
There are other pieces of 
unique art throughout the 
restaurant and the appoint-
ments are quite exquisite. 

They offer an extensive 
wine and drink selection,  
while the food is Pan Latin 
and consists of hors d’oeu-
vres, small plates, food 

for the table, and decadent 
desserts. It is always very 
fresh, quite different and 
positively enjoyable. I can 
say that with total confi-
dence because I have dined 
there several times, as of 
the time of this writing.

Now The Vault, which is 
the cocktail lounge down-
stairs, is also very popular. 

The Vida and The Vault of-
fer exclusive memberships 
that allow head-of-the-line 
privileges at the restaurant 
and entry to the Vault, pri-
vate day trips to regional 
distilleries, wineries and 
such, as well as many more 
indulgent benefits. They 
usually have some easy-on-
the-ear live music on the 

Left and Above: The 
restored (& camou-
flaged) concave cor-
ner of the stairwell. 
The Art Deco stairs 
and railings shine with 
renewed splendor.

Right: Vida Princess, 
by Knoxville artist 
Bill Cook Jr, sculpted 
in solid Pink Tennes-
see marble, greets 
visitors at the club 
entrance.

One of the signature desserts from the Vida kitchen. 

Julie applies the printed marble photo sticker to 
cover a gaping hole in the concave surface.

weekends. My oldest daugh-
ter Logan, who is an East 
Tennessee legend (in my 
opinion), has been playing 
there for the first few open-
ing weekends. She will also 
be dining and celebrating 
there with her wedding party 
soon!

All in all, I am proud to say 
that I was able to be a part 
of this project. It is a very 
unique business with a flair 
for good food and drink, a 
beautiful atmosphere, and 
excellent service. I look for-
ward to many more enjoy-
able experiences there.

As always, I recommend 
submitting a test area to con-
firm both the results and the 
procedure prior to starting a 
stone or hard surface resto-
ration or maintenance proj-
ect. Also the best way to help 
ensure success is by part-
nering with a good distrib-
utor, like BBI, that knows 
the business. They can help 
with technical support, 
product purchase decisions, 
logistics, and other pertinent 
project information.

I pray you all stay safe and 
healthy.

Bob Murrell has worked 
in the natural stone indus-
try for over 40 years and is 
well known for his expertise 
in natural stone, tile and 
decorative concrete resto-
ration and maintenance. He 
helped develop some of the 
main products and process-
es which revolutionized the 
industry, and is currently the 
Director of Operations for 
M3 Technologies.
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Sharon Koehler
Artistic Stone DesignLet’s face it, a lot of things hap-

pened in 2020, some good, some 
not so good. Whether good or bad 

they all had one thing in common: They 
distracted us and took us away from our 
normal routines. While we were quarantin-
ing, zooming, politicking, civil unresting, 
home schooling, home working, worrying 
and eating, unfortunately, hackers were 
hacking.

 Sadly, I cannot list every single data 
breach that happened last year. Space is 
too short and the list is way too long,  but 
what I can do is give you some information 
on some of the ones that affected the most 
people.

Ever eat at a Morton’s Steakhouse, 
a Bubba Gump Shrimp Company or a 
Boathouse Restaurant (I have)? The par-
ent company is Landry’s, and they own 
hundreds of fine dining and casual restau-
rants across the country – not to mention 
hotels, casinos and other entertainment 
venues. They had a malware attack at the 
worst possible place, their point of sale 
data. What that means is: if you swiped 
a card, credit or debit, your card number, 
name, pin number or security info (on 
the back of the card) was compromised. 
Google Landry’s to see if you have eaten, 
ordered take out or pickup at any of their 
restaurants or stayed at any of their hotels 
in 2020 or before. Check your statements 
or accounts to look for anything suspi-
cious. You may, at the very least, have 
to change your pin and passwords. See   
www.landrysinc.com .

 Did you ever contact Microsoft with a 
customer service issue? Maybe something 
wasn’t working right, or you didn’t under-
stand something, so you gave Microsoft a 
shout out to help you. Well, Microsoft left 
over 280 MILLION customer records ex-
posed on an unprotected database. Now, 
financial records were not at risk, but IP 
addresses and email addresses were. Do 
you know what a hacker can do with an 
IP or email address? These two things are 
the basis of your online identity. Hacking 
these two things can leave you wide open 
to identity theft, phishing, spoofing, and 
so much more. Change your username, 
email address and password if you think 
you were affected. 

I hate to mention the next one because 
we should all have faith in our pharmacies, 
but Walgreen’s had a breach in their mo-
bile app, more specifically, in the messag-
ing feature of the app. It not only exposed 
app messages but names and addresses 
of users, plus drug names and prescrip-
tion numbers, as well. They haven’t said 
how many people are affected but the app 

itself has been downloaded over 10 million 
times. This has the potential for insurance 
fraud by the bad guys, and possibly a lack 
of medication for you if someone else fills 
it in your name. If you think this breach 
involves you or a family member, check 
with your insurance company to make sure 
someone out there isn’t filling your pre-
scriptions – and change your password.

This next data breach sends shivers 
down my spine because of the type of in-
formation that was compromised. Carnival 
Corporations aka Princess Cruises and 
Holland America Line suffered a breach 
through someone’s work email. Customer’s 
names, addresses, SOCIAL SECURITY 
and PASSPORT information along with 
financial data was compromised. This one 
is very scary because everything anyone 
needs to steal an identity is right there. 

Sticking with the travel theme, Marriott 
International hotels had a breach that af-
fected over 5 million guests. Names, ad-
dresses, email addresses (how was Carnival 
compromised? Through email) and other 
personal information was stolen. AND this 
is their second time. Back in 2018, the in-
formation of over 500 million guests was 
placed at risk. 

What Happened in 2020?

“The reason 
angels can fly 

 is they take 
themselves 

lightly.”

– G.K. Chesterton

Please turn to page 29

Natural Stone Institute Announces 
2020 Scholarship Recipients

The Natural Stone Institute has 
announced the recipients of the 
2020 Natural Stone Scholarship 

and Women in Stone Empowerment 
Scholarship. Both recipients will be cele-
brated during the association’s awards cer-
emony at TISE in Las Vegas this June. 

Jim Buth, Production Manager for 
Lakeside Surfaces in Muskegon, Michigan, 
is the recipient of the 2020 Natural Stone 
Scholarship. The Natural Stone Scholarship 
provides a trip to TISE, where the recipient 
will gain valuable technical and practical 
knowledge regarding the natural stone 
industry and will meet and network with 
leading stone professionals. Jim comment-
ed: “Over the next five years, I have goals 
to continue my education in natural stone, 
develop processes to improve fabrication, 
continue to improve quality, and develop 
processes and procedures to help lead the 
natural stone industry in innovation and 
improvement. Ultimately, I want to grow 
into an expert in natural stone fabrication.”

Nicole Renko, Estimator for Colorado 
Custom Stone in Denver, Colorado is the 
recipient of the 2020 Women in Stone 
Empowerment Scholarship. The Women 
in Stone Empowerment Scholarship pro-
vides a trip to one of three major indus-
try events: TISE, Coverings, or a Natural 
Stone Institute study tour. The recipient is 
given the opportunity to shadow industry 
professionals within different sectors of the 
stone industry and explore her potential for 
leadership and her commitment to a career 
in the stone industry. Nicole commented: 
“I enjoy being a leader, coming up with 
new ways to improve our functions and the 
overall development of the company. My 
career goals are to continue learning, shar-
ing knowledge with others, and promoting 
Colorado Custom Stone, the Natural Stone 

Institute, and the stone industry to the high-
est levels of professionalism and standards 
in the commercial market.” 

More information will be shared about 
2020 award recipients in the next issue of 
the Slippery Rock Gazette. Learn more at 
www.naturalstoneinstitute.org/awards. 

Jim Buth, Production Manager for 
Lakeside Surfaces in Mugkegon, MI

Nicole Renko, Estimator for  
Colorado Custom Stone in Denver, CO

“Capital, land, labor and 
entrepreneurship are indis-
pensable factors of produc-
tion. Likewise, self-esteem 
and self-confidence are 
prerequisites for achieve-
ment of genuine success.”

– Emeasoba George

https://www.landrysinc.com/
http://www.naturalstoneinstitute.org/awards
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 Specifically designed for safety

	Every product is  
 individually tested and 
 approved before shipping

	USA Manufacturer 
 Complies with ANSI standards	

Visit WPG.com or call 800.548.7341 
for more information on WPG’s  

stone-handling products. 

WOOD’S POWR-GRIP®  
VACUUM LIFTERS & HAND CUPS

Once I refined the details, pol-
ishing began. Sanding the mar-
ble and my fingers down to the 
bone left me with a glistening 
piece of holy stonework ready for 
installation.

Our installers had the unpleas-
ant task of pocketing a recessed 
cavity into the brick and plaster 
wall to accommodate the niche. 
Care was taken to tent the area 
air-tight, working with multiple 

vacuums to ensure not a speck of 
dust escaped into the Cathedral.

With the niche now installed in 
its permanent place, St. John has 
officially retired, spending eter-
nity gazing from the vantage of 
his new estate, a front-row seat 
witnessing the rebirth of the next 
generation of faithful Catholics 
in this beautiful and historic 
Cathedral.

Visit www.marioandson.com 
for Joey Marcella’s blog.

Saint John’s Magnificent 
New Retirement Home

Continued from page 19

At the Cathedral of Our Lady of Lourdes, in Spokane, the 
pure white marble baptismal glows after being cleaned 
and restored. In the background the rescued statue of St. 
John has a place of honor in its new niche.

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

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

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

will be in Florida in July.”
According to Fred Hueston 

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

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

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

The following topics will be 
covered in the comprehensive 
class:

 

Stone Forensics Announces 
Summer  2021 Stone & Tile 

Troubleshooting Seminar

• The Geology of Stone

• Understanding the Structure of  
 Different Kinds of Stone and  
 Materials

• Identification of Stone and Tile 

• Quarry Techniques and How  
 They Affect the Final Product

• Production of Tile and Slabs

• Fabrication and Installation  
 Requirements

• Physical and Chemical Testing

• Stone and Tile Forensic  
 Investigation

• Diagnosis of Problems

• Stone and Tile Restoration

• Repair and Replacement

• Stain Removal

• Troubleshooting

• Report Writing

• Expert Witness Testimony

• Slip Resistance

• Laboratory Testing

As usual, one day will be spent in 
the field examining failures.

For further information and to 
register go to stoneforensics.com or 
contact Dr. Fred at 321-514-6845. 

http://www.marioandson.com
http://www.stoneforensics.com


26 |  March 2021  Slippery rock Gazette      

The Slippery Rock Marketplace

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

Fast. Flexible. Financing.
Ascentium.Info/Rock2021

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

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

www.NoLiftSystem.com
503.212.4034

Sales@NoLiftSystem.com

Visit our website for pricing
and more information

#NoLiftSystem

See the No Lift System 
in action on YouTube!

See the No Lift System 
in action on YouTube!

LOWER INSTALL COSTS

INCREASE PRODUCTIVITY

REDUCE INJURIES

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

STRONGER. SAFER. SMARTER.

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

WWW.GROVES.COM    SALES@GROVES.COM    800.991.2120

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

Makita 9565CV SJS
5” Industrial VS Grinder

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

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

shown are the intellectual properties of their respective owners.

Omni_SRG_AT2_Marketplace_AD_v2_120820

ALWAYS AMERICAN.

omnicubed.com (530) 748-3120

ENGINEERED. MACHINED. ASSEMBLED.

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

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

Reduce the Chaos

Make More Money

Get Your Life Back

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

Ed@FabricatorsCoach.com    
864-328-6231

Nature has a way of 
playing tricks on our 

minds. So molded are we 
by “objective” scientific 
thought and the materi-
alism of modern life, an 
occasional “accident” in 
nature may tell us that 
there’s more to all of this 
than can be measured.

A rare species of or-
chid or the shape a cloud 
might mimic things from 
our imaginations, as if 
nature were winking at us 
and whispering from the 
other side, “That was no 
accident.”And there are 
geodes—those amethyst 
crystal formations found 
inside rocks, which geol-
ogists like to display on 
their desks and are found 
in souvenir shops. What 
do you suppose nature 
meant when she formed 
a perfectly  heart-shaped 
geode found by a team of 
miners in Uruguay?

One such rare rock was 
discovered by the work-
ers of  Uruguay Minerals, 
and it has had the internet 
buzzing.

Miners in Artigas uncov-
ered an unlikely amethyst 
geode, which when they 
cut it open was found to 
have formed into a perfect 
if irregular heart shape.

Not only was the dis-
covery itself shocking, 
but it gave the miners en-
couragement considering 
they’d been struggling 

with starting up the 
excavation.

“We were opening the 
mine to work normal-
ly, but the land was dif-
ficult to work,” Marcos 
Lorenzelli with Uruguay 
Minerals said in an inter-
view with  My Modern 
Met  in January. “Our em-
ployees said, ‘We have to 
find something really nice 
due to the hard work we 
are doing.’”

Their hard work paid 
off; they found something 
more than nice, but also 
exceedingly rare.

“After two or three 
hours, they moved a ba-
salt rock and with the ex-
cavator machine, opened 
a heart-shaped amethyst 
geode—what a treasure!” 
Lorenzelli told   Bored 
Panda.

The amethyst heart is 
for sale on the compa-
ny’s website, where it has 
been dubbed “The New 
Treasure.” Anyone inter-
ested in owning the purple 
heart-shaped geode can 
purchase it there, or shop-
pers can purchase smaller, 
more affordable versions 
on sites like Etsy.

Miners at the Uruguay Minerals company discovered 
a rare amethyst formation in a Geode crystal.

Heart-Shaped Purple 
Geode Discovered at 

 Uruguay Mine

https://fabricatorscoach.com/
https://www.theepochtimes.com/t-heart
http://www.uruguayanminerals.com/
https://mymodernmet.com/natural-heart-geode/
https://mymodernmet.com/natural-heart-geode/
https://www.boredpanda.com/heart-shaped-amethyst-geode-natural-uruguay-minerals/
https://www.boredpanda.com/heart-shaped-amethyst-geode-natural-uruguay-minerals/
http://www.uruguayanminerals.com/products.aspx?id=53&name=THE%20NEW%20TREASURE&cat=13
https://www.etsy.com/search?q=uruguay%20geode%20heart&awc=6220_1610649516_c6dd9054a322c49e1dbfce5a78bde843&source=aw&utm_source=affiliate_window&utm_medium=affiliate&utm_campaign=us_location_buyer&utm_term=3657&utm_content=259915
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The Slippery Rock Classifieds

2502 Dunlavy • Houston, Texas 77006 
www.eurostonemarble.com

Call for more information
T. 713-521-1414
F. 713-521-2206
Offering Premium White 
and Semi-White Marble

Buy factory direct. We ship all over the U.S.

Buy from the #1 U.S. Source for White Thassos since 1988! 
We produce the whitest Thassos, available in 2cm & 3cm 
slabs, and in 12 x 12, 12 x 24, 18 x 18 and 24 x 24 tiles, with 
over 150,000 sq. feet of inventory in our Houston warehouse.

32 YEARS
Serving

YOU

32 YEARS
Serving

YOU

Thassos White MarbleThassos White MarbleFor Sale

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

___________ 

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

___________ 

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

___________ 

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

___________ 

Help Wanted

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

___________

Templator. Templator wanted for work 
in Greater Boston area. Commercial and 
Residential. Pay based off experience. 

the stone industry, contact us as well. 
Please send resume with cover letter to 
Jeff Dykstra (VP Sales & Marketing), 
email j.dykstra@bbindustriesllc.com .

___________

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

___________

Contact: Jason Demski, 301-305-8431, 
demski13@gmail.com. 

___________

Career Opportunities with BBI
BB Industries is one of the largest dis-
tributors in the stone industry. We sup-
ply stone fabricators with a variety of 
tools to move, cut, polish, and repair 
stone countertops. We are currently 
seeking qualified sales people to join 
our team to drive a tool truck across a 
designated territory by supplying our 
customers with needed product on site. 
This individual should have previous 
sales or stone fabrication experience, be 
a team player, and have excellent cus-
tomer service skills.
We are seeking enthusiastic and de-
tail-oriented people to fill our open 
Territory Sales Consultant positions. 
BBI offers an excellent benefit pack-
age that includes 401K with company 
match, earned vacation, paid holidays 
and health insurance contribution. BBI 
also offers a competitive base pay.

TEXAS 
Territory Sales Consultant For Stone 
Tools (San Antonio, Austin, Houston, 
Dallas areas) 
SOUTHERN CALIFORNIA 
Territory Sales Consultant 
NORTH CAROLINA 
Territory Sales Consultant

If you’re in a big metropolitan area 
not listed above, and still interested in 
joining the growing, #1 BEST Team in 

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

April 2021 Friday, February 19, 2021

May 2021 Friday, March 19, 2021

June 2021 Friday, April 23, 2021

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

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

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

YOU

SAVE

23%

 REG. $1,295.00
$995.00

USE CODE RAPTOR 32 Item# 
14159

•132 TON SPLITTING FORCE 

• 25.2” BLADE LENGTH

• 17.72” SPLITTING HEIGHT

• 15 KW PUMP UPGRADE 

• 6.39” PER SECOND DESCENT  

• 7.17” PER SECOND RETRACT              

• TESTED and PRESSURES SET PRIOR TO SHIPMENT

• CURRENTLY IN STOCK IN WHITEHALL, NY 12887

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 120 640 X 450

$59,800.00 USD EXW   
Whitehall, NY

Stone Inspection & Troubleshooting

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

shooting workshop. The class will be 
held July 5-8, 2021, in DeBary, FL, pre-
sented by Dr. Fredrick M. Hueston. 

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

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

Class size is limited– register today.

Call 321-514-6845
stoneforensics.com

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

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

“Anyone who stops learning is old, whether 
at twenty or eighty. Anyone who keeps 
 learning stays young. The greatest thing 
 in life is to keep your mind young.” 
– Henry Ford

© MARK ANDERSON. www.andertoons.com

mailto:Samcraycraft%40gmail.com?subject=Oma%20machine
mailto:jarrodgolay%40hotmail.com?subject=
mailto:jarrodgolay%40hotmail.com?subject=
mailto:jarrodgolay%40hotmail.com?subject=
mailto:Rmburke%40outlook.com?subject=Antarex%20Machine
mailto:Sales%40noliftsystem.com?subject=No-Lift%20Position
mailto:j.dykstra%40bbindustriesllc.com?subject=BBI%20Team
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A remorseful veteran returned 
a sword he stole from a 

statue of a Revolutionary War 
general 40 years ago, telling the 
head of the Massachusetts town’s 
historical commission that he re-
gretted taking it.

Cindy P. Gaylord, the chair 
of Westfield’s Historical 
Commission, said a man 

contacted the city hall say-
ing he had the sword stolen 
from the town’s statue of Gen. 
William Shepard in 1980, the 
Springfield Republican report-
ed one Sunday.

Gaylord agreed to give the 
man anonymity if he returned 
the bronze sword and arranged 
for him and his wife to drop it 
off at her home, she said.

“He had a great deal of shame 
and remorse,” Gaylord told the 

newspaper. “He is a veteran and 
told me the fact that he did this 
to another soldier troubled him. 
He wants the story printed to re-
mind people that something you 
do in your youth could haunt 
you for the rest of your life.”

The man, who Gaylord de-
scribed as a “great big bear of 
a guy,” told her he had worked 
at a bar in the town while he 
was enrolled as a student at 
Westfield State University. 

Guilty Conscience

800-575-4401www.BBIndustriesLLC.com

These blades 
are specifically 

designed with high, 
aggressive segments 

for FASTER cutting

Item # 4587 - 4590

Viper Strike
Granite Quartz

Bridge Saw Blade

Item # 11008 - 11025

Viper Strike
Turbo Diamond Dry 

Granite Blade

Item # 11026 - 11037

Viper Strike
Quartzite  

Bridge Saw Blade

See the Viper Blade video here

“So Fast, the Stone Won’t See It Coming!”

The Right 
Safety Gloves

Gloves and Machinery
Machinists who are operating 

rotating machines should not wear 
gloves. If machinists are working 
with a CNC machine, a lathe, a knee 
mill, or a drill press, wearing gloves 
near a rotating spindle can spell di-
saster. Machinery must have guards 
installed or incorporated into their 
design that prevent hands from con-
tacting the point of operation or oth-
er moving parts.

Glove Maintenance
Like any tool, gloves must be treat-

ed properly for them to perform their 
function. Protective gloves should be 
inspected before each use to ensure 
that they are not torn, punctured or 
made ineffective in any way. A visu-
al inspection will help detect cuts or 
tears but a more thorough inspection 
by filling the gloves with water and 
tightly rolling the cuff towards the 
fingers will help reveal any pinhole 
leaks. Gloves that are discolored or 
stiff may also indicate deficiencies 
caused by excessive use or degrada-
tion from chemical exposure. 

Wearing the right safety gloves is 
instrumental in preventing different 
workplace hand injuries, including 
cuts, punctures, burns, or abrasion 
injuries. It also saves costs incurred 
by the company each time a hand in-
jury occurs, such as medical expens-
es that average $6,000 and lost-time 
compensation expenses that average 
$7,500. Hand injuries send more than 
one million workers to the emergen-
cy room each year. Your employees 
cannot afford to go barehanded or be 
wearing the wrong gloves, not when 
the cost of one preventable incident 
far exceeds the cost of an entire hand 
protection program.

Continued from page 20

After a night of drinking, he 
and a group of friends went to 
steal the sword, which he said 
he wrenched loose with just his 
own strength. When they re-
alized what they had done the 
next morning, they were not 
sure how to return the sword 
without facing consequences.

The stolen sword was re-
placed with the help of a lo-
cal sculptor and paid for by 
an anonymous donor, the 

newspaper reported. The re-
turned sword is likely to be 
preserved by a local museum, 
the newspaper reported.

Shepard was born in the 
area in the 1730s and fought 
as a militia man and solider in 
multiple wars, including the 
Revolutionary War. The town 
erected the bronze statue of 
him in 1919, the newspaper 
reported.
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www.BBIndustriesLLC.com

What Happened 
in 2020?

If you think the Carnival 
data breach one is bad, 
guess what? The one at 
T-Mobil was just as bad. 
Again, accessed through 
e-mail, the compromised 
information includes cus-
tomer’s names and address-
es plus social security and 
financial information. To 
make it worse, they also 
got phone numbers and 
plan information. (And you 
wonder why you get so 
many spam and robo calls.) 
Again, everything needed 
for identity theft was made 
available to the hackers. 

Are you into social media 
at all? Facebook got hit to 
the tune of 267 million pro-
files. These profiles have 
been discovered for sale on 
the dark web. It happens 
from time to time; your 
Facebook friends message 
you and tell you they got 
another friend request from 
you. It’s happened to me. 
I will say that Facebook is 
good about taking down 
these fake accounts. Last 
year a friend of mine mes-
saged me and said he got a 
second friend request from 
me. Before I could even do 
anything, another friend of 

mine said she also got the 
same request and report-
ed it. The fake profile was 
down in less than a day. 

The thing is that this list 
is just the tip of the ice-
berg. Nintendo, Home 
Chef, the U.S. Marshals, 
Amtrak, Twitter, Ancestry.
com, Instagram, TikTok, 
YouTube, Barnes & Noble, 
Pfizer (yes, the drug com-
pany) and so many more 
got hit last year. Don’t fool 
yourself into thinking that 
just because you didn’t in-
teract with a company or 
site last year that you are 
safe. Companies store data. 
You could have given your 
information out in 2019, 
2018, 2017 or even before 
that, and be affected by the 
2020 breaches.

I’m not telling you all this 
to scare you. (Although it 
should). I’m telling you this 
to remind you to be VERY 
careful about your personal 
information. Check your 
credit card statements and 
bank accounts. 

I look at my bank account 
every day. It’s how I dis-
covered that my debit card 
was being used by some-
one other than myself, and 
I got it shut down before 

Continued from page 24

any real damage was done. 
Report anything abnormal. 
Use a credit card for on-
line purchases instead of 
a debit card. Credit cards 
usually offer fraud protec-
tion. Don’t store payment 
information on sites. Make 
long and strong passwords 
with at least 8 characters, 
combined with numbers 
and symbols. Don’t reuse 
passwords or use one pass-
word for multiple accounts, 
and don’t share them with 
anyone. 

If you want to be extra 
careful, hire an identity 
theft service and get a VPN 
(virtual private network). 
An identity theft service 
will monitor your credit in-
formation, alert you to sus-
picious activity or someone 
opening new accounts in 
your name, and will help 
you recover your identity if 
it is stolen. 

Depending on what you 
contract for, services usu-
ally begin at about $15 
per month and go up from 

there. A VPN can protect 
your computer’s IP address 
(every computer has one), 
and it also protects your in-
ternet connections and your 
privacy, making it more dif-
ficult (not impossible, just 
more difficult) for hackers 
to gain access to your com-
puter and data. 

Here again, depending on 
the services you need and 
the devices you want to 
cover, VPN services start at 
about $10 per month and go 
up from there. 

In this day and age it 
seems impossible to protect 
yourself, but if you pay at-
tention, you may be able to 
stop it before it gets too far 
and does too much damage. 
Pay attention, be vigilant, 
and be careful. 

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

mailto:Sharon%40asdrva.rocks?subject=March%20Slippery%20Rock
mailto:Sharon%40asdrva.rocks?subject=March%20Slippery%20Rock
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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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Call us today for all of your  
CNC Tooling and Accessory needs.

800-575-4401www.BBIndustriesLLC.com

™

abrasive 
technology, inc.

From our complete offering 
of the industry’s top brands, 

to our knowledgeable 
inside and outside CNC staff, 

BB Industries is your 
preferred CNC partner.

• Extreme feed-rates
 Reduce run cycle by 30-45percent

• Long-life tooling
 Reaching over 30,000 linear ft.

• Full service
 Redressing & manufacturing in USA

• Extreme edge quality
 Finish 100percent at the CNC

What customers are saying about Diamut speed and shop efficiency

“We were considering hiring more people, but being able to run our Diamut tooling so much faster let us avoid adding a second 
shift. I also ran the numbers, and figured out that from our original starting point, we were able to run at 132% with Diamut. We 
were able to hit a speed of 500 inches/minute, a huge leap given that the industry’s average speed for running tooling is about 100 
inches/minute. After analyzing the results, I decided that for now our comfort zone is 400 inches/minute. In addition, Diamut tools 
are easier to maintain and last longer than any others we have used. Using Diamut has been huge for us.”

– Dave VanTil, production operations manager
Premier Granite & Stone (PGS) Grandville, MI

The Hercules Tooling 
Dressing Machine can 
easily extend the life of 
your CNC prolife tools and 
make them run true on 
natural stone during the 
fabrication process. After 
dressing, the diamonds 
are re-opened and more 
exposed to better perform.

Scan to visit our CNC web page
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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

LESS THAN

$1,150/MO

with our  

easy financing*

Cuts 45° 

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

MADE IN THE USA

Distributed by:

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