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Two Girls and a Hammer: 
Making Chicago Beautiful 
One Renovation at a Time

Notre-Dame de Miséricorde
–AKA Claire’s Arch

When Rose Kallas and 
her niece, Christine 
Morgan, decided to 

enter into a partnership for fun 
and profit in 2016, it wasn’t final-
ized where you’d expect. Not on 
a napkin while dining, or in the 
presence of a lawyer. Nope! It 
was finalized while getting some 
rest and relaxation, recalled Rose 
Kallas.              

  
 “We were in a pool in New 

Smyrna Beach, Florida. Christine 
had just passed her real estate 
license test, and we were talking 
about if she should sell residen-
tial or commercial, when she said, 
‘You know... I’d really like to flip 
a condo!’ And I looked at her and 
said, ‘Well, me too!’ So we swam 
over to my husband, Jim, and told 
him what we wanted to do. He 
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looked at us like we were crazy, 
but said he’d give us x-amount of 
dollars and told us to have at it!”

With most of the details ham-
mered out, the girls returned 
home to Chicago to begin their 
search for their first condo. They 
looked here, there and every-
where, until they found the per-
fect one. It was a well used, 
one bedroom, one bath, built in 
1912, explained Rose. “It was a 
Benjamin Marshal building, one 
of the most beautiful buildings on 
Lakeshore Drive in Chicago.  As 
you entered the lobby – the beau-
tiful marble walls, original ele-
vators, all in this little 12 story 

building – it was stunning, and 
needless to say we fell in love. 
Marshal was a very well-known 
architect at the time, and you felt 
like you’d walked into a building 
in Paris or London.” 

The Girls Come 
Out Swinging

And so, the fun began. One of 
yesteryear’s finest would now get 
a much-needed facelift. With no 
previous construction experience, 
the renovation came with a learn-
ing curve for both girls, continued 
Rose. “We designed the entire 
space, decided what we wanted 
and what our buyer would want. 
We were very hands-on, there 
every day making sure every-
thing was being done properly. 
It was like going to the Harvard 
University of construction. We 

learned a lot about working on 
old buildings in the Chicago mar-
ket, the permitting process, what 
it takes to bring everything up 
to code, and who is giving us a 

line of baloney and who is being 
honest with us, which is prob-
ably the biggest thing you can 
learn in the construction industry. 

Those of us who deal in 
natural stone (whether 
we supply it, sell it, buy 

it, fabricate it, install it, admire it 
or cuss it out from time to time) 
can for the most part can agree 
that natural stone is ageless and 
timeless. It was around before we 
got here, and it will be here long 
after we are gone. Not only do we 
all know it, but a man by the name 
of Paul Holloway knows it better 
than many of us. 

Paul Holloway is a mason and 
has been so for roughly 48 years. 
He started in the trade when he 
was 15 years old, in Los Angeles, 
California,  and is still doing it 
today. He practiced his trade not 
only here in the United States, 

   
but across Europe.  He was also 
a Peace Corps volunteer, design-
ing and building schools in West 
Africa. 

Holloway owns Northeast 
Masonry, a successful masonry 

business in Mound House, 
Nevada, that he started in 
1988.  Northeast  Masonry holds 
licenses in three states.  Not too 
many places these days can say 
they have been around for over 
30 years. But Paul doesn’t take 
all the credit for his success. He 
realizes that he had good peo-
ple, good friends, and some great 
inspiration along the way.  

Paul was working on what he 
called a “castle”  for his family 
in rural  Mound House,  Nevada, 
when things took a happy turn. 
They added a daughter, Claire, to 
their family.  It was that act  that 
would  eventually  send Paul on 
a  quest  to create and build  a 
masonry masterpiece on his own 
property. The piers and arch are built 

from local andesite stone, with a 
Black Granite keystone.

Christine Morgan and Rose Kallas are Two Girls and a Hammer.
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another condo. Rose’s husband 
was paid back, and the girls were 
now the principal owners of Two 
Girls and a Hammer LLC. The 
company has been self-sustaining 
ever since, undertaking all lev-
els of residential and commercial 
renovation and construction.

Have Tools — Will Travel
The company’s service spans 

approximately 15 miles out to the 
neighboring suburbs from their 
downtown Chicago headquarters, 
continued Rose. “The subcontrac-
tors we work with live in various 
parts of the surrounding Chicago 
area, so we try not to go any fur-
ther than an hour and a half drive 
time. Any further than that,  we 
don’t make any money, because 
everyone is spending hours trav-
eling in a truck, trying to get to 
the jobsite. So, it doesn’t make 
economic sense for us. Besides, 

Continued from page 1

there is so much work for us in our 
area. We have been approached 
by a few clients to come down to 
Florida or out to Arizona, but it’s 
just not feasible at this moment.”

We certainly had our ups and our 
downs, but we managed to work 
our way through every bit of the 
challenge.”

The condo, when finished, was 
pristine. Christine then hired 
one of Chicago’s finest pho-
tographers to do a comprehen-
sive photo shoot, posted them on 
a real estate MLS website, and 
immediately, began receiving ten 
to twelve showing requests per 
day, explained Rose. “The pic-
tures were so good, and the unit 
turned out so beautifully, people 
couldn’t wait to see it. Many of 
the potential buyers were saying 
to Christine, ‘We need two bed-
rooms and two baths. Would you 
do the renovation for us?’ So, we 
were up and running.”

    
After that, the girls sold their 

“baby” and have never flipped 

our clients start to finish, from 
the day that we go in and meet 
them to talk about their proj-
ect. We then put their  project 
vision together and give them a 
ballpark price and a full blown 
scope of the work. We then con-
tinue to move through the project 
with them. The way we bid our 
clients, is that we price labor and 
rough materials. As for the finish 
material such as tile, stone, fau-
cets and cabinets, we let the client 
make the decisions on what grade 
they want to go with, because a 
cabinet is just a box, but what fin-
ish is their budget going to allow? 
So, we work with them to fit all 
these finishes within their bud-
get. We even take them material 
shopping. It’s just a very differ-
ent experience for the client and 
maybe a different way of running 

a renovation company.” 
When custom design work 

is an option, an architect is 
just a stone’s throw away, but 
not always needed, continued 
Christine. “When we do need an 
architect, we have someone who 
we love to work with. It really 
depends on the job and the loca-
tion. If it’s a simple bathroom, 
we’ll either shop for a vanity or 
build a custom one, if it’s not in 
a standard space. We also create 
our own kitchen drawings for our 
renovations, so our clients can 
see their vision come to life and 
the way it’s going to look when 
the project is finished. We try 
and solve problems for them and 
maximize their space by talking 
to them about what makes the 
most sense. However, design and 
materials are a big factor. Most of 
it depends on their budget.” 

The girls also keep clients 
within their budget by using rem-
nants found at stone yards, shop-
ping vendor sales and closeouts. 
Christine and Rose, when possi-
ble, will donate usable, unwanted 
materials to homeless and abused 
shelters for their projects when 
doing a client’s demo work, con-
tinued Christine. “We repur-
pose and donate as much as we 
can, especially appliances, cabi-
nets and even stone countertops, 
because many clients just want 
brand new in their kitchens. 

Two Girls and a Hammer

As for employees, it shouldn’t 
surprise you that Rose and 
Christine are the total make up 
of Two Girls and a Hammer, 
while most work is performed 
by licensed subcontractors, con-
tinued Rose. “Our subs bring our 
vision to reality. They are won-
derful people, and they love us, 
because we have all these wacky 
ideas, and they are creating many 
things that they haven’t done 
before.”

When asked about the Chicago 
market, Christine weighed in, 
saying that it is competitive, but 
not a problem for them. “We are 
very different than other con-
struction companies, because we 
are very hands-on. We are with 

Please turn to page 25

This  walk-in shower features 24 x 24-inch marble tiles to 
update this bathroom into a sexy, modern space. Says 
Christine, “We work with (the client) to get all these 
finishes within their budget.”
Right: This project, a 3,500 SF unit in the heart of Chica-
go’s downtown, involved a complete gut renovation.  The 
new, sleek kitchen features oyster marble countertops.  .

Christine and Rose, at the start of their partnership, at the 161 Chicago Avenue condo renovation, and 
a kitchen unit at the 1200 Lakeshore project.  “We did a complete gut rehab of the space to modernize 

it for today’s world while maintaining the details of its era.  The 
kitchen included leathered quartzite stone and custom cabinets. ”
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Notre-Dame de Miséricorde – AKA Claire’s Arch

The idea for  Claire’s  Arch 
came from his  then  5-year-
old  daughter Claire when they 
were  driving  together one 
day. He told Claire he wanted to 
build an  entrance to their prop-
erty. Claire asked him what kind 
of entrance.  Paul told her he 
wasn’t  sure,  but it would need 
to be “beautiful and strong.” His 
daughter  responded: “Papa, can 
you build an arch?” Those words 
sparked a journey,  a project  and 
a labor of love  that took over 
15  years to complete…  Claire’s 
Arch. 

Paul had a good company 
and a good  reputation, but 
he needed more. He needed 
funds.  So,  he started chasing 
large  CMU  commercial proj-
ects  for his business,  for capi-
tal. He started doing a lot of big 
commercial work at Lake Tahoe, 
Nevada.  He took  large jobs 
at El Dorado  Beach and 
King’s  Beach  in Tahoe, as 
well as a large multi-use 
project  running  from  Sand 
Harbor  Beach  to  Ponderosa 
Ranch Resort.  

Funds weren’t the only thing he 
needed. He needed equipment… 
large, specialized equipment.  He 
needed a large – actually, an extra-
large – cable saw. 

In 2017/18  he had  designed 
and built a smaller cable saw for 
use in company projects,  but he 
needed something bigger. So, he 

took the lessons he learned from 
building the smaller saw, went 
back to the drawing board and cre-
ated a  custom,  larger  cable  saw 
capable of cutting boulders up to 
16 feet. He built the larger saw for 
use solely on Claire’s Arch. (Both 
of these saws and a guillotine are 

area and it could be easily, locally 
sourced.  Andesite  is volcanic in 
origin with a light to dark gray 
color range. It does contain crys-
tals, but very seldom are they 
large enough to see,  and occa-
sionally Andesite does con-
tain  round “pockets” that  were 
created by bubbles of gas.  He 
wanted the piers to be  the same 
type of rock as the  arch,  but he 
wanted them to have a patina, so 
he collected stone for three years, 
picking and choosing  the color 
and size he wanted. 

Holloway teamed up with a 
local construction company  to 
draw up plans. He wanted to make 
sure that the structure looked like 
part of the surrounding land-
scape.  So, to that end,  he  cre-
ated a mockup  of the arch.  The Please turn to page 13

model was  1/4-inch  scale, made 
of natural stone, created right 
outside his office.  He took 
what he learned from  build-
ing the  model  and changed the 
plans several times  before  get-
ting exactly what he needed.  It 
was also the  mockup  that gave 
them insight to what kind of tools 
and equipment  they would need 
to use.

Building the Arch
On January 1, 2020, Paul and 

what he calls a team of  “a few 
good men” started working on the 
steel mats that would go under 
and support the  two piers.  After 
that it was up to Paul, gravity and 
“a few good men.” 

Once  the footings  cured, 
the  crew used a crane to  start 
placing the  30,000-pound  pier 
stones. After the larger boulders 

were placed, they used a Gradall 
to place the smaller  10,000-
pound  stones.  (A  Gradall  is 
a  piece of  heavy-duty construc-
tion equipment that features 
a  tilting, telescopic boom, which 
makes it a good fit for this type 
of project.) 

The stones were cut on 
Paul’s  large saw and then hand 
dressed  for fit.  More impor-
tantly, they are fit together with-
out  bonding agents such as 
mortar or concrete. Gravity holds 
everything together, so precision 
really is important.  

The arch is also  andesite rock, 
but without the patina of the pier 
stones. The exception is the key-
stone. The very middle stone of 
the arch weighs 5,832 pounds all 
by itself and is black granite.  

Clockwise, from top left:
The Arch construction team; 
The bases of the two piers 
come together, ready to build 
the arch; Holloway's custom 
wire saw, cutting stone for the 
arch; Hand-cutting stone on 
site; Lifting one of the major 
pier stones into place.
Below: Fitting the keystone.

currently for sale. Check out the 
SRG Classified section).

Sourcing Local Stone 
Another thing he needed 

was stone, and lots of it.  He 
chose Andesite rock. Andesite is 
very popular in the Lake  Tahoe 
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“How goes the merger?”

The Natural Stone Institute 
will welcome three individ-
uals to its board of directors 

in January 2022:

• North American Installer
Sam Arcot, Rugo Stone, LLC

Sam is the Special Projects 
Manager at Rugo Stone in Lorton, 
Virginia. With over 22 years 
of experience, Sam began his 
career in the Indian stone indus-
try at the age of 17 as an entre-
preneur. Sam is also an MBA 
graduate and has a strong back-
ground in Sales, Marketing, and 
Business Development. Having 
joined Rugo Stone in 2010, Sam 
has spearheaded the company’s 
marketing initiatives to promote 
natural stone products and to stra-
tegically diversify operations to 
target niche markets which require 
a combination of highly skilled/
experienced workforce as well as 
the latest technology in stone fab-
rication. Sam was the recipient 
of the Natural Stone Institute’s 
Natural Stone Scholarship in 2013 
and has volunteered for many 
NSI delegation trips and Stone 
Summits. Sam is also currently 
a mentor in the Women in Stone 
Mentorship Program.  

• North American Quarrier
Darrell Petit, 
Stony Creek Quarry

Darrell Petit has worked in all 
capacities of the Stony Creek 
Quarry since 1990. He has led the 
team on many projects including: 
The Statue of Liberty Museum, 
The Smithsonian Cooper Hewitt 

National Design Museum, 
Columbia University, the Second 
Division Memorial in President’s 
Park, DC, and 550 Madison in 
New York City. 

An internationally renowned 
sculptor, he has worked with quar-
ries around the world—such as 
Lundhs in Norway—to complete 
monumental sculptures includ-
ing those for the Chubu Museum 
and Cultural Center in Japan, 
for the Yale University Peabody 
Museum, for the Four Seasons 
One Dalton Boston and for the 
Egyptian Ministry of Culture.

Natural Stone Institute 
Announces New Board 

Members

Sam Arcot, Rugo Stone, 
North American Installer

Darrell Petit, Stony Creek 
Quarry – North American Quarrier

Please turn to page 5
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Training & Education

Ten Tips for Extending the Life 
of Your Diamond Abrasives

Frederick M. Hueston
Stone ForensicsAre you tired of your diamond 

abrasives wearing out too fast? 
Whether you’re a stone resto-

ration contractor, an installer, or a fab-
ricator, the cost of your materials will 
impact your bottom line. The price of 
diamonds, like everything else, is on 
the rise. Proper selection, use, and care 
of your abrasives will save you a signif-
icant amount of money over the course 
of time. Here are ten tips for getting the 
most use out of your diamonds: 

1. Choose the right diamond.
When it comes to diamond selection, 

consider both the type of material and the 
task. For example, a metal bond diamond 
would be the most appropriate choice for 
sandstone and certain limestones that are 
very abrasive, because a regular diamond 
would wear out in just a few square feet. 
Be sure to use the right diamond for the 
task, too. Floor diamonds are differ-
ent than diamonds used in edge polish-
ing. Choosing the right type of diamond 
is extremely important because diamond 
selection directly correlates with the 
amount of use the diamond will provide.

All metal bond and resin bond tools 
work by  controlled erosion. You must 
match the matrix, the material that holds 
the diamonds in place, to the material and 
the tool. When all factors are addressed 
you should get the diamonds and matrix 
wearing in harmony. If the bond is too 
hard the diamonds wear down prema-
turely and the tool stops cutting. If the 
bond is too soft the diamond is ejected 
before it is worn out and you lose tool 
life. Diamond tool manufacturers will 
tell you the hardness of the bond so that 
you can make a good, educated choice.

2. Don’t buy cheap diamonds.
You get what you pay for when it 

comes to diamonds. The stone and tile 
industry has been flooded with cheap 
bargain diamonds that may do the job, 
but not for long. These cheap diamonds 
will end up costing more in the long run. 
Buy good quality diamond tooling. Even 
though they cost more, they have more 
value, based on extended usage.

In a production application you should 
do a complete value analysis. There are 
several factors to consider:

•Price. Almost never is the cheapest 
best.
•Speed. Because time is money.
•Tool life directly impacts price.

•Quality of finish can greatly impact 
time.
•Operator skill level can greatly 
impact quality and time.

The goal is to find the least cost per 
cut or per square foot. For example a 
quarry needs to know the overall cost to 
produce their material in order to know 
what to charge the distributor.

3. Break in new diamonds, if 
applicable.

Brand-new diamonds may have a 
thin resin coating on the surface. The 
diamonds will not cut properly if this 
coating remains intact. Check with the 
manufacturer whether breaking in their 
diamonds is required. If so, break them 
in by running them quickly on a rough 
surface, such as concrete block or the 
back side of a rough piece of granite. 
Removing the resin coating exposes the 
diamonds for polishing.

This generally only applies to polish-
ing tools, as most diamond tool manu-
facturers grind down the metal bonds to 
expose a good first layer of diamond.

4. Properly expose diamonds on the 
first use.

Don’t force new diamonds to cut. 
Begin with little to no weight on your 
floor machine. After several minutes, 
add weight. This process not only helps 
break the diamonds in for polishing, but 
also inhibits premature wear.

5. Rotate diamonds.
Just as the tires on a vehicle should be 

rotated so that they wear evenly, rotating 
diamonds on your drive pad may allow 
you to get more use out of them. Number 
the pods on the drive pad and number the 
diamonds. For example, if diamond #1 
is on drive pod #1, then for the next use, 
diamond #1 should be on drive pod #2. 

6. Use a diamond lubricant. 
Diamonds will wear rapidly if they 

are not kept cool and well lubricated. 
Consider using a diamond lubricant 
(such as Dr. Fred’s Diamond Lubricant), 
created specifically for this purpose. 

Please turn to page 15

New NSI Board Members

Filippo Emanuel, Tenax USA
Associate member

Darrell has been a member 
of the NSF Joint Committee 
on Dimensional Stone to 
develop the ANSI/NSC 373 
sustainability assessment 
for natural dimension stone 
and currently volunteers as 
a mentor for the Women in 
Stone Mentorship Program. 
He was an early adopter of 
the Natural Stone Institute’s 
testing lab and currently vol-
unteers on the association’s 
sustainability committee.

• Associate Member
Filippo Emanuel, 
TENAX USA

Filippo Emanuel is 
the founder and CEO of 
TENAX USA LLC. After 
14 years spent in the Italian 
Navy both as a jet pilot 
and as a captain of a ship, 
Filippo moved to the US in 
1998 to develop the market 
for TENAX S.p.A, the lead-
ing Italian manufacturer of 
consumable products for the 
stone industry. 

In 2000 Emanuel founded 
TENAX USA LLC and 
became its general manager. 
Since then, the company has 
grown exponentially, mak-
ing the INC 5000 List of 
fastest growing companies 
in the US 5 times in less than 
8 years. From 2012 to 2016, 
Filippo was also in charge 
of TENAX do BRASIL, 
acquiring an enormous 
amount of experience in the 
stone industry both from 
the manufacturing point of 
view and of the fabrication 

side of the business. Filippo 
has supported the associa-
tion’s safety committee and 
multiple networking events. 
He has also provided equip-
ment resources for the asso-
ciation’s testing lab. 

Arcot, Petit, and Emanuel 
will be formally welcomed 
to the board during the first 
meeting of 2022 at TISE in 
February. The Natural Stone 
Institute would also like 
to thank their five outgo-
ing board members: Herwig 
Callewier (Beltrami Natural 
Stone), Leonardo De 
Tatagiba (Granitos Zucchi), 
Mariavittoria Grassi (Grassi 
Pietre), Marcella Prado 
(Laticrete), and Robert 
Zavagno (Cleveland Marble 
Mosaic) will conclude their 
board service at the January 
2022 board meeting.

Learn more at www. 
naturalstoneinstitute.org.  

Continued from page 4

http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
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Ed Young
Fabricator’s Business Coach

Training & Education

You could also ask “Change is so hard - Is it worth 
the effort? The answer to both questions depends 
on you and your team. What do you want from 

your business?

If you want January 2023 to feel much better than 
January 2022, if you want a better work experience, if you 
want less chaos and more sanity in your business – then 
you must change how you run your business. How much 
pain are you in right now?

  
 • Are you working too many hours for the money you  
  make?
 • Are you simply fed up with all the employee drama?
 • As you look at your business and your life, is the  
  stress  of the business so bad that the money just 
   doesn’t make up for it anymore?
 • Have you had enough customer drama for one lifetime?

Avoiding pain is a great motivator!
You know that you are frustrated with certain aspects 

of your business. Your staff is probably just as frustrated. 
Keeping in mind that you can’t make any long-last-
ing changes without buy-in from your team, why not 
involve them at the start of this process?

The following is a good exercise to kickstart the change 
process (depending on the size of the group, this exercise 
could take one to two hours).

1. Call a staff meeting. Give everyone a 3x5 Post-It note 
pad and a pen.

2. Ask everyone to think about all the challenges the busi-
ness had during October, November, and December of 
last year. Have each person write one issue on one Post-It 
note. Allow about 10 minutes for each person to write 
down their thoughts. Stop this part of the session when it’s 
apparent that everyone is finished. Shorten or lengthen the 
time as appropriate.

3. Have one person at a time go to the front of the room, 
place their notes on the wall (or a white board) and read 
them out loud. Get them to clarify anything that isn’t clear. 
There should be no discussion about whether the issue is 
valid and there should be no problem-solving at this time.

4. As more people add their notes, group together the ones 
that are similar. As more notes go up, themes will begin to 
appear. Group together notes that speak to similar themes 

8. After admitting that change can be messy and is some-
times hard work, ask the group if it is worth the effort to 
address the issues they have listed. Ask them if they would 
prefer to work for the company that exists today or the one 
that will exist once the issues are addressed.

By now you know what needs to be tackled and you 
should have strong buy-in from the team to help drive the 
improvements. While enthusiasm is still high, we need to 
move into action mode…

1. Rank the issues from the easiest to resolve to the hard-
est. Hopefully the easiest issues are pretty apparent. Check 
for consensus from the group.

2. Nothing succeeds like success. It is important to take 
action now and to have some early successes. Take the top 
two or three easiest to resolve challenges and assign one 
person to each. If your group is large enough, give each 
person 1-2 additional people to assist. Task them with 
resolving those issues. Make sure each group understands 
that you expect these issues to be resolved quickly.

3. Reconvene the group once per week to get a status report 
on each of those initiatives. Most should be resolved in 1-2 
weeks. 

4. While you are getting some early successes, begin to 
tackle some of the tougher challenges. As your group size 
allows, form additional teams to work on these. Remember 
that you may have to eat the elephant one bite at a time. 
Don’t try to tackle everything on your list at the same time. 

5. Celebrate success!  It is important to recognize the 
results of the teams as they resolve issues. This also gives 
you a chance to ensure everyone knows that things are 
changing, progress is being made, and things will be dif-
ferent going forward.

Some of the challenges you have identified will have 
obvious solutions.

  • Install errors may require additional training or new 
   tools. 
  • Template errors may also include training. 
  • You may need to work on your front office processes. 

Complex issues like customer satisfaction may require a 
more comprehensive approach and the solutions may not 
be as clear. One of the great things about this industry 
is the multitude of resources available to help you sort 
out these more complex issues.

 
From user groups like Rockheads and Artisan Group 

to industry associations like NSI and SFA, to multiple 
Facebook groups, to paid consultants – you should be able 
to find a resource that works for you.

As the year progresses, we will dive into some of the 
stickier issues and will talk about approaches and tools 
that could be useful.

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

Change Is So Hard – Why Should I Bother?

(it’s a good idea to have one person act as facilitator for this 
exercise). Label the themes. Examples of themes may be:

  The sales process
  Lead times
  Shop performance
  Template issues
  Install issues

5. Quantify the impact of each group of issues:

  •  On a scale of 1-10, how does each group increase 
   everyone’s stress level?
  • What’s the impact of each group on profit? 
   Estimate the dollars.
  • Did any of these groups cause you to lose customers?

• How many?
• Did any of these issues cause you to lose employees?   
  How many?
• On a scale of 1-10, how did each group of issue 
  impact customer satisfaction?
• Quantify other factors that are important to you.    
  Be  careful not to get too bogged down in making each 
  estimate precise. Get a general consensus quickly and 
  move on.
• You still should not have spent any time debating   
  the  issues nor should the group discuss solutions to  
  the issues.

6. At this point, you have a solid list of the key issues and 
you have estimated the impact of these issues. Now it’s 
time to generate team buy-in to help drive the changes: 
 
  • Have each person think about the impact on them 
   personally if these issues are successfully addressed.  
   Have them note each impact on a separate Post-It. 
  • In a separate area of the board (or wall), have one 
   person at a time post their notes. Clarify as needed.  
   Group together when appropriate.
  • Quantify the impact of each group of issues.

7. Step back and look at what the group has done:  

  • Review each theme group in the challenges section.  
   Mention the most significant notes. Review the impact. 
   Check the room for consensus. 
  •   Conduct the same review for the theme groups in the 
   personal impact section.

mailto:Ed%40FabricatorsCoach.com?subject=Slippery%20rock%20Article
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But Wait… I Thought 
Granite Was Immune to 

Acid Damage?
Karin Kirk 
Courtesy MB Stone
Diagrams and photos ® Karin Kirk.

Even “Bullet-
proof” Granite 

is No Match 
for Strong 

Acid Cleaners
AN innocuous bottle of 

bathroom cleaner sits 
on the Ubatuba vanity top. “Oh 
I’ll just put that away,” you muse, 
as you grab the bottle and proceed 
to the laundry room. 

But… Wait… 
Underneath the bottle is a 

doughnut-shaped ring of white, 
standing out like a sad constel-
lation against the black surface. 
When liquid was poured from the 
bottle of cleaner, a few remnant 
drips seeped down the outside of 
the container and collected under-
neath the bottle. The liquid sat 
on the stone, and an unfortunate 
chemical reaction ensued. 

What happened? What can be 
done? And how can this be pre-
vented? Read on, for the full 
scoop on how acids can damage 
even the toughest natural stones. 

Do You Know What’s in 
Toilet Bowl Cleaner?

When it comes to cleaning toi-
lets, most of us prefer to let a 
strong chemical do the work, 
rather than personally engag-
ing in the act of deep scrubbing. 
Thus, we’ve come to tolerate 
the use of potentially damaging 
chemicals in our homes.

The active ingredient in many 
toilet bowl cleaners is hydrochlo-
ric acid. Some cleaners use cit-
ric acid, or phosphoric acid. In 
any case, the acid dissolves hard 
water, rust, and soap scum – and 
that means we don’t have to scrub 
very hard to get rid of stains.

You can look up the details of 
any cleaning product by going 
to the product’s official website 
and looking for the MSDS — 
Material Safety Data Sheet. It’s 
a good way to learn exactly what 
you’re dealing with. For example, 
here’s the safety data sheet for 
Lysol Power toilet bowl cleaner, 
with some key excerpts in the 
Sample Safety Data Sheet, below.

Remember the pH Scale?
Toilet bowl cleaner is a strong 

acid. How strong? Well, the pH 
of Lysol toilet bowl cleaner is 
less than one. You might won-
der how it’s even possible to 
have a pH that low, but the pH 
scale doesn’t stop at one, or even 
zero; pH can actually be a nega-
tive number.

In the highly likely event that 
you forgot this tidbit from high 
school chemistry, pH stands for 
the potential of hydrogen. A 
low pH is acid, 7 is neutral, and 
above 7 is alkaline. An acidic 
solution has extra hydrogen ions 
floating around in it. The more 
hydrogen ions, the stronger the 
acid. 

Each number on the pH scale 
represents a ten-fold differ-
ence in the acidity. So a clean-
ing product with a pH of 1 is ten 
times more acidic than one with 
a pH of 2. 

If you’d like to refresh your 
memory a bit more, see the side-
bar for a short article about pH, 
which lists the pH of common 
household substances.

The pH Scale 
Explained with 
Common House-
hold Items

The pH scale shows how acidic or basic a 
chemical is in aqueous solution (mixed with 
water). The scale runs from 0 (most acidic) 
to 14 (most alkaline or basic), where 7 is 
neutral pH. Chemicals with pH values from 
0 up to 7 are acids, those with a pH value 
of 7 are neutral, and those with pH values 
greater than 7 up to 14 are bases. Here’s a 
table of pH values of common items.

pH Chemical
0 Hydrochloric acid
 (Muriatic acid) – HCl
1.0 Stomach acid, battery
 acid (sulfuric acid)
2.0 Lemon juice
2.2 Vinegar (Acetic acid)
3.0 Apples, soda
3.0-3.5 Sauerkraut
3.5-3.9 Pickles
4.0 Wine, beer
4.5 Tomatoes
4.5-5.2 Bananas
~5.0 Acid rain
5.0 Coffee
5.3-5.8 Bread
5.4-6.2 Red meat
5.9 Cheddar cheese
6.1-6.4 Butter
6.4-6.9 Milk
6.6-6.8 Fish
7.0 Pure water
7.0-10.0 Shampoo
7.4 Human tears, blood
7.8 Eggs
~8.0 Seawater
8.3 Baking soda
 (Sodium bicarbonate)
~9.0 Toothpaste
10.5 Milk of Magnesia,
 Dead Sea water
11.0 Ammonia
11-12 Soapy water
11.5-14.0 Hair straightening   

 chemicals
12.4 Lime
 (calcium hydroxide)
13.0 Lye
13.8 Oven cleaner
14.0 Drain cleaner
 (sodium hydroxide)

You can find charts on the Internet that give 
slightly different pH values for some chemicals.  
There’s usually a pH range for a substance. For 
example, fruit acidity depends on soil, tem-
perature, ripeness, and other factors. So, don’t 
get too caught up in the numbers.

Common Acids
Acids include chemicals with the word 

“acid” in their name, including hydrochloric 
acid and acetic acid. Most fruits and vegetables 
are acidic. So is human skin and hair, which has 
a low pH to help protect the body from patho-
gens. Coffee, tea, wine, and milk are all acidic. 
Stomach acid is, of course, acidic.

Strong Acids Affect 
Nearly All Rocks 

and Minerals
It’s well understood that 

acids etch limestone, mar-
ble, dolomite, and trav-
ertine. In these cases, a 
relatively weak acid will 
begin to dissolve the surface 
of the stone, leaving a dull 
spot.

Because we’re well 
trained to understand etch-
ing in marble, it seems con-
founding that granite can 
suffer the same problem. 
Aren’t granites supposed 
to be acid resistant? Well, 
“the dose makes the poi-
son,” as the saying goes. A 
strong acid will eat almost 
anything, including granite. 
This is doubly true when 
the acid is in contact with 
the stone for a long time, as 
can be the case with a bot-
tle of cleaner left on the 
countertop. 

This Ubatuba countertop had a close encounter with a leaky bottle of drain cleaner… and lost.

Please turn to page 10
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Training & Education

is often not the same as 
your first impression.  Drill 
down; investigate; ask 
questions.

• The callback was re-
quired because one top did 
not fit. Why was that?

• Was the template cor-
rect?  

• Is the equipment proper-
ly calibrated?

• Is the template tech 
properly trained?

• Did the cabinets change 
after template?

• Did the cut parts fit the 
template?

• Could the slab have 
shifted on the router?

• Did you properly check 
the quality and dimensions 
of the piece before it left 
the shop?

It does take a bit of effort 
to drill down to the true 
core cause, but there is no 
way to stop the reoccur-
rence of these problems 
unless you know the causes 
and you take definitive 
actions to prevent them.

The Curse of Callbacks
Ed Hill
Synchronous SolutionsA Cal lback  i s 

defined as an 
unplanned return 

trip to the jobsite, for any 
reason, to complete an 
installation. It does not 
matter who is at fault (the 
installer, the shop, the 
customer or anther trade). 
The effect is the same:

• The Customer is disap-
pointed (at best) or out-
right angry (at worst). 

•Word is spread to their 
friends and family that the 
fabricator did a bad job. 
Lost goodwill is very diffi-
cult to regain.

• The valuable time of the 
install team, or a service 
person, must be utilized to 
complete the repair on a 
return trip.

• The established install 
schedule can be disrupt-
ed due to the need for 
return trips to jobs that 
should have been already 
finished.

• Your entire operations 
team must deal with the 
resolutions, which adds to 
the daily chaos.

• The financial cost of the 
return trip for the fabri-
cator is very significant. 
It is much more than the 
labor cost of the Installers 
and the gasoline used by 
the truck.  It includes the 
“opportunity cost” of 
the Throughput ($T) that 
could have been earned 
if that install team could 
have focused on a new 
job.

• Multiple return trips to 
complete a repair actu-
ally compound every 
one of these issues.

What to Do,  
What to Do?

First of all, you should 
know your Callback Rate. 
This is the percentage of 

all installation jobs requir-
ing an unplanned return trip. 
Simply keep track of the 
total number of jobs sched-
uled and the total num-
ber of return trips. Divide 
the number of return trips 
by the number of jobs and 
you have the Callback Rate. 
A realistic goal, although 
admittedly a tight one, is 
five percent, meaning five 
jobs out of 100 require an 
unplanned return trip. 

However, I have found 
that it is more common that 
companies don’t know what 
their Callback Rate is, and 
when we do calculate it, the 
actual performance is more 
like 25 percent or more. I 
actually have seen Callback 
Rates exceeding 50 per-
cent of all jobs. This is an 
unsustainable level of per-
formance. Customers will 
disappear as your competi-
tion finds a way to do much 
better than this.

Knowing the Core 
Causes is the First Key
Measuring the Callback 

Rate is a start, but only that. 
More importantly, you will 
need to know the true core 
causes of these issues. What 
is the original domino to fall 
that caused all the others to 
fall?

This takes a bit of investi-
gation as the true core cause 

If you can’t 
measure it, 
you can’t 
manage it.

A $T Example
A kitchen countertop job with a 
sales value of $5,000 might have a 
material cost of $2,000. The $T for 
that job is $3,000. Through the work 
of your company and its people, you 
made that $2,000 investment worth 
$5,000 to your Customer.  You cre-
ated $3,000 in value. That is $T.

The Law of Unintended 
Consequences

By the way, some of the 
common steps that fabrica-
tors take to address callbacks 
may not help at all.  

•An assigned Service 
Person can become a crutch 
for the Install Teams. “Why 
do I need to spend more time 
on this job? Joe can fix it.”

• “I get paid regardless if I 
finish this job or not.”

• Trip charges to a cus-
tomer who provided incor-
rect information are never 
enough to offset the actual 
loss of income. And, they can 
become a “nickel and dime” 
annoyance to the customer.

Know the True 
Costs of Callbacks

So, what is the true finan-
cial cost of callbacks? As 
said, it is much more than the 
wage rates and the fuel costs 
of the install team who does 
the repair. In fact, it is the 
opportunity cost of the lost 
income that could have been 
earned if that team had been 
able to install another job 
instead of taking drive time 
and job time to do that repair.

Throughput ($T) is the 
measure of value added by 
the company.  It is the mon-
etary value of all that the 

Fabricator does. It is the dif-
ference between your invest-
ment in materials and the 
amount you are paid for the 
finished product.

Effectively, $T is only 
earned when an installation 
is complete and the customer 
is satisfied. Customers don’t 
pay for templating, cutting, 
routing or polishing. They 
only pay for the finished 
product. Therefore, instal-
lation is “where your cash 

register rings.” As such, it 
should be your point of focus. 
Everything you do should 
enhance your ability to com-
plete installations on time and 
with excellent quality. A call-
back is the worst thing that 
can happen to your ability to 
earn $T. Not only did you not 
earn the $T as planned, but 
you now must commit more 
of that valuable resource to 
get the job completed.

We measure the value of 
installation (and the cost of 
callbacks) as “Octane.”  This 
is the $T earned per hour of 
time at installation.  Over the 
years, we have learned that 
in the countertop industry, a 
good install team should earn 
$T at about $700 per hour 
of their time. This would 
include travel time to the 
jobsite and installation time 
at the jobsite.  In an eight 
hour day, a good install team 
should earn about $5,600 in 
$T for the company. 

This means that when 
an installation team must 
spend time dealing with a 
job that was not completed 
on the first trip, it is not 
earning the $700 per hour 
that it should be. If it took 
an hour in drive time and 
an hour to complete the job, 
that is $1,400 in lost $T for 
every callback, every day.  

As an example, if 
your annual sales are 
$10,000,000, your $T value 

would be about $6,500,000.  
At a sales value of $5,000 
per job, you would sell 
about 167 jobs per month.  
If your callback rate is 20 
percent you would return to 
about 33 jobs per month.  

Assuming each callback 
takes two hours to com-
plete and at an Octane 
value of $700 per hour, 
this example suggests you 
would lose about $560,000 
per year due to callbacks.  
Note that this is lost value 
to your bottom line– essen-
tially lost profits.  

And, that example does 
not consider the other neg-
ative factors concerning 
callbacks such as customer 
dissatisfaction, lost good-
will, disruption to the 
schedule and added chaos 
to your organization.  

Substitute your numbers 
in the white cells in the 
chart below and calculate 
your true cost of Callbacks.  
Consider the impact on 
your bottom line if you 
could just cut it in half.

Please turn to page 11
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But Wait… I Thought 
Granite Was Immune to 

Acid Damage?

The chemistry of the ways var-
ious minerals dissolve in acids 
is complex, but the bottom line 
is that strong cleaners can dam-
age natural stone. Quite literally, 
the acid will remove some of the 
ions in the minerals. Other types 
of chemical reactions can occur 
too, and in some experiments, the 
acid-induced breakdown of feld-
spars formed a film of silica on 
the surface of the stone. Out in the 
natural world, naturally-occuring 
acids break feldspars down into 
clay, which is a normal weather-
ing process.

Different minerals will react 
with acid in different ways, and 
at different rates. Feldspar min-
erals undergo chemical changes 
in hydrochloric acid, but quartz 
is generally less affected. But 
even different types of feldspar 
respond differently to acid attack. 
This means that acid damage on 
a stone is usually not uniform. 
It’s likely to be speckled, with 
some minerals more affected than 
others. 

Minerals will show most dam-
age around their edges, rather than 
in the middle. Smaller grains will 
be more affected than larger ones. 
Acid will migrate along pores and 
cracks, which can concentrate the 
damage in certain areas.

One aspect of this problem 
remains a mystery. Even though 
the minerals have undergone a 
change in their chemistry and 
color, the polished shine on the 
stone is often unchanged. I wish 
I had a scientific explanation for 
this, but I don’t. We’ll have to 
crack that nut another time.

Now What?
Acid damage is not a stain. No 

amount of cleaners, poultice, or 
Magic Erasers will resolve the 
problem. The minerals have been 
permanently changed and there’s 
no reversing it. That can be dis-
couraging news, but it’s better to 
know the cold, hard truth up front. 

The only way to remove acid 
damage is to grind it out. But 
depending on the depth of the 
damage, it may be hard to restore 
the stone to an even, level surface. 

Continued from page 7 Some people opt to “Sharpie” 
their way out of the problem, by 
coloring or dying the stone to 
something close-ish to the origi-
nal color. 

Less-Damaging  
Products Are Available 

The best way to assure that a 
bottle of high-acid toilet bowl 
cleaner doesn’t damage your 
flooring or countertop is to not 
have it in the house in the first 
place. Otherwise, it’s all too easy 
for a guest or family member to 
set the bottle on the stone, causing 
damage, heartbreak, and potential 
family strife. 

Grist did a review of natural toi-
let bowl cleaners, and found some 
good options; their favorites were 
Clorox Green Works and Mrs. 
Meyer’s.

As always, the best medicine is 
prevention. Read labels carefully, 
buy less-damaging products, and 
invest in a good scrub brush so 
you can tackle stains physically, 
rather than chemically. Your 
mother would be proud. 

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

These three images show the telltale patterns of acid dam-
age: specked, whitened pattern following the grain of the stone.

Invest in a good, stiff brush and 
a less-acidic cleaner to help 

protect your granite surfaces.

Above and Below:  Toilet bowl cleaner damage on Ubatuba.
The polished shine may be unchanged in the damaged area, 

but grinding is the only way to remove acid damage. 

The different minerals in granite react in different ways, with 
quartz being the least affected by hydrochloric acid. But even dif-
ferent types of feldspar (the most common mineral in granite)
respond differently to acid attack. This means that acid damage on 
a stone is usually not uniform. It’s likely to be speckled, with some 
minerals more affected than others.

Image from Marco Verch. This original photo is 
re-used via Creative Commons license.

Does your countertop 
shop handle, process 
or store credit cards 

in any manner? Then you are 
required to comply with PCI 
DSS, or Payment Card Industry 
Data Security Standards. This 
is a set of LEGAL requirements 
you must abide by to maintain 
a secure environment. If you 
violate them, you will incur 
serious fines and fees.

Are you subject to them if you 
take credit card payments over 
the phone? Absolutely! If you 
have clients that pay you direct 
by credit card, you’re subject to 
these laws. However, there are 
various levels of security stan-
dards – but thinking you don’t 
process enough to matter or that 
“no one would want to hack us” 
is dangerous. All it takes is an 
employee writing down a credit 
card number in an e-mail or on 
a piece of paper to violate a 
law; and then you’ll be left with 
legal fees, fines and the repu-
tational damage incurred when 
you have to contact your clients 
to let them know you weren’t 
properly storing or handling 
their credit cards.

Getting compliant – or find-
ing out if you ARE compliant 
– isn’t a simple matter I can 
outline in a 1-2-3-step check-
list. It requires an assessment 
of your specific environment 
and how you handle credit card 
information.

The PCI Security Standards 
Council, or www.pcisecurity 
standards.org is a great 
resource, and there are many 
for-hire cyber security compa-
nies willing to advise you. 

Credit Cards 
and Safety 

Protocols for 
Top Shops

“It is better to keep your 
mouth closed and let 
 people think you are 
a fool than to open it  

and remove all doubt.” 
— Mark Twain

http://usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=Your%20article%20in%20the%20January%20Slippery%20Rock
mailto:karinkirk%40gmail.com?subject=Your%20article%20in%20the%20January%20Slippery%20Rock
http://www.pcisecuritystandards.org
http://www.pcisecuritystandards.org
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The Stone Detective

IT was one of my lazy morn-
ings. I’m usually up at 5 

A.M., but for some reason I slept 
in late and had trouble getting up. 
I looked over at the clock  – it was 
nearly 8 A.M.! Don’t hate me – 
that’s really late for me.

 I got up out of bed and decided 
to make my own breakfast, and 
later head over to my favorite 
greasy spoon for lunch.  I wasn’t 
sure what I was in the mood for 
as I was searching in the fridge. 
I decided on some frozen waf-
fles. I popped them in the toaster 
and sat down with a cup of home 
brewed jo to read the morning 
paper. One of the story lines was 
about the recent floods out on the 
West Coast, and how homes and 
businesses were getting all kinds 
of issues with mold, mildew, 
and other fungus-related prob-
lems. This grabbed my attention 
since I took a class in Mycology 
when I was in college (back in 
the dark ages). For those of you 
who are unfamiliar with the 

Frederick M. 
Hueston, PhD

… Reveals He’s a Fun Guy

term, Mycology is the study 
of fungi. Fungi includes 
yeasts, rusts, smuts, mildews, 
molds, mushrooms, lichens, 
etc. Little did I realize that 
my next mystery would be 
related directly to my mycol-
ogy studies.  I finished reading 
the article and went to my com-
puter to write some reports on my 
last inspection.

I finally finished up around 
noon, and I was getting a bit hun-
gry, so I made my way over to 
my favorite greasy spoon to grab 
a bite. I walked in the door and 
noticed right away on the daily 
special that homemade mush-
room soup was the soup de jour. 
Kind of struck me as funny, since 
mushrooms are the most com-
monly known type of fungi. As a 
matter of fact, I was often called a 
mushroom in college, since I was 
always kept in the dark and fed 

crap all the time! (Sorry, my 
attempt at a joke. I often try to 

avoid telling jokes about fungi 
since there is too mushroom 

for error. OK, OK, I’ll 
stop.)  
I sat down and told Flo 

that I would try the soup 
and perhaps a sandwich.  
As I consumed the mush-
room soup, I couldn’t stop 
thinking about the article I 
had read earlier that day: 

about all those floods, 
and the prediction 
that all these fungi 

problems would occur. Perhaps I 
would get some inspection work 
out of all of it. 

Well, no sooner that I thought 
that, my phone rang.  “Stone 
Detective here,” I said as I slurped 
my last spoonful of soup. I almost 
choked when the voice on the 
other end told me the following:

Mr. Stone Detective, this is Bob 
Shroom with AAA office build-
ings in Bellingham, Washington. 
As you know we’ve experienced 
some major flooding and our 
granite patios have these wet 
spots that are not drying out. I 
was wondering if I could send 
you some pics, and maybe you 

can suggest how to dry them out. 
I gave him my email and told him 
to send the files. I bid Flo a good-
bye and thanks for the great soup, 
then headed back to my office to 
check my email.

I sat down at my computer, 

opened my email and lo and 
behold – there was the picture. 

I have seen this problem a mil-
lion times and at first, I thought 
it was just your typical moisture 
issue. 

I filed this in my "What the Heck?” case folder.  Yes, 
under the right circumstances, granite can get moldy.

Please turn to page 12

The Curse of Callbacks
The Solution

First, know what your call-
back rate is. Track it daily and 
accumulate that information 
over every month of the year.

Drill down to the true core 
causes of those callbacks and 
analyze the data over time. 

Deal with the chronic causes 
first. Take only a few targets at 
a time and take aggressive pro-
active actions to prevent their 
reoccurrence.  

Know the quality and the 
quantity of the work leaving 
the shop. Check both every 
day. Develop the confidence 
that when those install trucks 
drive away, they can complete 
the jobs on the schedule and 
without undue extra effort (and 
time).

Accordingly, make sure jobs 
are completely ready each 
morning for the install teams. A 
delay of one hour to wait for the 
last pieces to be finished is lost 

$T at the same Octane Rate of 
about $700.  

Consider an Installation Pay 
System that compensates install 
teams only for completed jobs. 
Typically, subcontract install-
ers are more productive and they 
have a lower callback rate. That 
is because typically they are 
paid only for completed jobs.

You can do that with your 
employee install teams, too. It 
takes a cleverly designed sys-
tem and compliance with your 
state’s Wage & Hour regula-
tions, but such a plan will dra-
matically increase productivity 

Continued from page 8

Tell me how 

you will pay 

me, and I’ll 

tell you how I 

will behave.
Get the Latest in
Industry News

or go to www.stonemag.com/srg

Scan the
QR code

Every 1st & 3rd Wednesday

Twice-monthly

Every month

Every 2nd & 4th Wednesday

and decrease callbacks. The call-
back costs apply to both employee 
and subcontract install teams.

Synchronous Solutions has 
developed a process called Red 
Zone Staging. This is a detailed 
system specifically directed to 
reduce the percentage of jobs 
requiring an unscheduled return 
trip to the jobsite (aka a callback). 
The process includes job descrip-
tions of the roles involved, defined 
duties for each step, and pre-
pared checklists for each process 
step including installation itself. 
Properly followed and enforced 
by the management staff, this 
approach can reduce the expe-
rience of callbacks to less than 
5 percent of all installed jobs. 
Reducing the Curse of Callbacks 
should be a focus for your com-
pany. The opportunity to improve 
your bottom line is significant.  

For more information on 
this or other Synchronous 
Solutions topics, visit  www.
SynchronousSolutions.com or call 
Ed Hill at 704-560-1536.

“What is it that affectionate parents require of their Children; for all their 
care, anxiety, and toil on their accounts? Only that they would be Wise 
and Virtuous, Benevolent and Kind.”
– Abigail Adams

http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
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Natural Stone Institute 
 Announces New Spanish 

 Resources Page

The Natural Stone Institute 
is proud to announce a 
new webpage that will 

make it easier for the stone indus-
try to access Spanish language 
translations of popular safety and 
membership resources. This new 
page includes links to free safety 
resources, including download-
able documents, toolbox talks, 
and course bundles in the Natural 
Stone University. It also includes 
links to materials available for pur-
chase, including videos and safety 
posters that can be displayed 
in stone showrooms or fabrica-
tion facilities. Topics range from 
general stone industry safety to 
silicosis prevention, safe slab han-
dling, and OSHA compliance.

Gus Mojarro, National 
Operations Quality Control 
Manager for Stone Source and 
Vice-Chair of the Natural Stone 
Institute Safety Committee shared: 
“We know that 75 percent of stone 
industry injuries occur in the first 
year of employment. This makes it 
even more important to have these 
crucial safety resources available 

not only in English, but in Spanish 
as well.” Jeff Pavic, Membership 
| Sales Manager for the Natural 
Stone Institute agreed: “One of 
our priorities is to make it easy 
for members to find the resources 

they need. Members have told us 
that they need and value Spanish-
language resources, so it was 
important to consolidate these 
existing resources into one cen-
tral location, making them easier 
to access and utilize.”

Members are invited to reach out 
to Pavic with thoughts or recom-
mendations for additional Spanish 

resources that will increase the 
overall value of Natural Stone 
Institute membership. He can be 
reached at jeffp@naturalstonein-
stitute.org. 

To access these Spanish 
resources, visit www.natu-
ralstoneinstitute.org/spanish. 

The Natural Stone Institute is 
a trade association representing 
every aspect of the natural stone 
industry. The current membership 
exceeds 2,000 members in over 50 
nations. The association offers a 
wide array of technical and train-
ing resources, professional devel-
opment opportunities, regulatory 
advocacy, and networking events. 
Two prominent publications —the 
Dimension Stone Design Manual 
and Building Stone Magazine —
raise awareness within the nat-
ural stone industry and in the 
design community for best prac-
tices and uses of natural stone. 
Learn more at www.natu-
ralstoneinstitute.org. 

We’re going to conduct a 
test to determine rela-
tive ages in the reading 

audience. Please study the follow-
ing sentence and consider what it 
means.

“Thanks to my spiffy fashion 
accessory, I could be modeling 
Hathaway shirts.”

If your reaction was, “Huh? 
What’s that doddering old croak 
blathering about now? Has he 
finally tumbled into the abyss 
of senility?” consider yourself a 
child.

If, however, you perused that 
sentence and immediately formed 
the mental image of a Hathaway 
shirt model, two things are iron-
clad certain.

1. You also are a doddering old 
croak.

2. You’re a veteran of, or are 
about to be drafted into, the 
Cataract Wars.

As anyone who came of age 
in the 1950s and ’60s will attest, 
Hathaway shirt models—for rea-
sons known only to Madison 
Avenue—always were pictured 
with a black patch across one eye. 
I’m wearing one of these patches 

Sam Venable 
Department of Irony

as we speak. But not in the name 
of haute couture.

Let me explain for those not of 
codger ilk.

I’ve been nearsighted all my life 
and have worn glasses or contact 
lenses since early on. With them, 
my adjusted vision was 20/20. It 
stayed that way for decades.

Then in the mid-1990s, the 
people who print books, maga-
zines, newspapers, church bul-
letins, menus, order forms, 
telephone directories, catalogs, 
etc., abruptly switched to tee-
ny-tiny type. Doc Cornea solved 
the problem by prescribing bifo-
cals for me.

But in the last year, my vision—
closeup as well as far off—started 
going due south. Got a lot darker 
and blurrier too.

Thus, a couple of weeks ago, I 
availed my left eye to laser cata-
ract surgery.

I chose the “faraway” option for 
the replacement lens. My right 
eye will get a similar long-range 
laser fix in a couple of days. I 
can’t wait.

I’m Beginning to See the 
Light of Geezerdom

© MARK ANDERSON. www.andertoons.com

In the meantime, my eyeballs 
have been feuding with each 
other something awful.

The left one acts like a tele-
scope. It sees clearly and sharply 
from here to Jupiter. The right 
one thinks it’s a microscope. It 
can’t focus on anything beyond 
the tip of my nose. Which is why 
I’m wearing a black patch over 
the left eye and typing with my 
face virtually glued to the com-
puter screen.

Yes, once both my eyes get 
fixed and into sync, I’ll need read-
ing glasses if I expect to recog-
nize any words that aren’t printed 
in boxcar letters.

So? As long as drug stores and 
discount stores sell el cheapo 
“cheaters” by the handful, I’ll 

“OK, but if we work together … Whammo! 
Depth perception!”

have abundant pairs for every 
pocket of my coats, the console 
of my truck, the nightstand, the 
boat, wherever. It is the duty of 
all characterized senior citizens to 
keep the local economy booming.

Now, if only my wife and 
grandchildren would quit mum-
bling. Lordy! Why don’t people 
speak up these days?

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

The Stone 
Detective

But as I looked closer I noticed 
the spots were very dark, and 
black in color. It didn’t strike me 
as your typical moisture issue. 

I was staring at the pics when 
my mind went back to that arti-
cle, the mushroom soup, and my 
mycology studies – and then it hit 
me. This was a mold issue!

 I called Mr. Shroom back 
and asked him a few questions, 
and then I told him to get some 
bleach, place it on the spots, let 
it sit for several minutes, and call 
me back to report what happens. 
I hung up the phone, went back 
to my report and about an hour 
later my phone rang. It was Bob 
Shroom. He told me the bleach 
removed the spot. BINGO – I had 
made the right call. 

Mr. Shroom asked me how I 
knew so quickly. I told him that 
I looked up my old textbook on 
fungi called “A Fun Guide.” 

At first he didn’t get it, and 
then laughed and said, “You’re 
a funny guy, for a detective.”  I 
replied, “Yes, you could say I’m a 
fungi!” Another case solved.

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

Send your comments to 
fhueston@stoneforensics.com.

Continued from page 11

mailto:jeffp%40naturalstoneinstitute.org?subject=New%20Spanish%20Resources%20Page
mailto:jeffp%40naturalstoneinstitute.org?subject=New%20Spanish%20Resources%20Page
http://www.naturalstoneinstitute.org/spanish
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Continued from page 3

Paul said that they changed the 
keystone to granite on a whim, 
after already cutting one keystone. 

Holloway often discussed 
aspects of the project with his 
team. So, he had a conversa-
tion  with his men,  question-
ing  if they should change that 
piece,  and  they  said,  “Why 
not?” So, the change was made.   

It may have taken over 15 years 
to get the project started, but once 
it started, Paul says, “They smoked 
it!”  They started on January 1st, 
2020. The first stones were laid 
in mid-January 2020 and the arch 
itself was completed  by mid-
March 2020.  The landscaping, 
curbing and plaque boulders were 
completed in the fall.  Paul lived 
at the site while it was under con-
struction saying that he wanted 
to view it in all different types of 
light. Besides building it, Paul  is 
also proud of the fact that no 
one got hurt during the process.   

Dedication
There are two  40,000-

pound  boulders at the  fin-
ished site, with inset plaques. One 
plaque has the names of all the 
people  who worked  on  or had a 
hand in the project, and is  dedi-
cated to all Stone Masons past and 
present, worldwide. Paul will say 
without hesitation: “I didn’t build 
that arch.  Tremendous  team-
work  and very skilled craftsman 
built that arch.”  

The  other  plaque is  a dedica-
tion to women, and more impor-
tantly,  to  the women in Paul’s 
life who helped him in differ-
ent ways,  at  different times.  He 
says they believed in him or saw 
something in him even when 

he couldn’t see it himself.  One 
woman helped him get through 
school.  Another one loaned him 
money when he needed it, no 
questions asked. Of the ones who 
are still living, he keeps in touch 
with them still, today. He says he 
is blessed to have known them all. 

When asked “Who gets to 
see the arch?”  Paul laughed and 
said “It’s kind of ironic  because 
it’s in a remote neighborhood 

east of  Carson City, along the 
river. It’s in a kind of rural area, in 
a beautiful setting  on property 
I  bought 35 years ago. The arch 
sits on the road and  is easy to see. 
All are welcome.”

The official name of the 
arch  is  Notre-Dame de   
Miséricorde, which translates   
to  Our Lady of  Forgiveness,  but 
Paul refers to it as Claire’s 
Arch,  as she was the one who 
inspired it. 

In essence, Claire’s Arch is 
a labor of love. 

It’s a 700,000-pound  monu-
ment to his daughter, the women 

Claire’s Arch

who have touched his life, 
and stone masons everywhere. 

“The World Needs 
More Tradesmen”

Paul  does believe in the value 
of  masonry as a trade and he 
believes that schools should offer 
masonry and other trades as 
courses. He strongly believes that 
tradesmen are the backbone of a 
country.  “They build our  roads. 
They build  our factories. They 
build our  schools. They build 
every part of our lives.”

At one time, Paul  approached 
the local high school and offered 
his services to teach masonry 
classes as a  working trade. The 
school shortsightedly refused, 
saying it was not their focus.  

Since his saws and guillotine 
are up for sale it was thought that 
maybe he was retiring. After all, a 
working mason in his 60s is hard 
to come by. He said he was tak-
ing a breath and figuring out his 
next path. 

Northeast  Masonry will be 
a part of Paul’s story  and leg-
acy for many years to come, but 
it will be overshadowed by Paul’s 

With the keystone in place, 
the major work on the arch 
is almost complete. Finishing 
touches include hardscap-
ing and placing  two 40,000 
lb. andesite boulders with 
inset plaques, which inform 
visitors and dedicate the 
arch site.

The arch was cut from black 
and white andesite Amacker 
stone locally sourced just 
outside of Markleeville, CA.  
The piers are surface stone 
with patina and cut to create 
a natural formation designed 
to fit with the terrain, unlike 
the rest of the arch, which is 
the same stone, only with-
out the patina. The keystone 
centerpiece is black Granite, 
quarried in Raymond, CA.  
This masonry-constructed   
arch with natural forma-
tion piers uses over 700,000 
pounds of stones, all cut with 
Holloway’s custom-designed 
wire saw.

Hand-chiseled steps lead up 
to the right-hand side plaque, 
dedicating Holloway’s efforts 
to the  influential women 
he has met over his life and 
career. 

masonry  tribute to a little girl’s 
question, and the women he met 
in his life who believed in him and 
helped him.  Paul Holloway  will 
always be known  as the  master-
mind and creator of Claire’s Arch. 

For more information on 
this amazing project, there are 
two  videos of Claire’s Arch 
on  YouTube.  One shows the 
actual process of building it, and 
the other is a panoramic view. 

There is also a video of 
Holloway and the arch when 
he was  interviewed  by  a 
local Nevada TV station.

Visit North East Masonry's 
website at www.northeast 
masonry.us .

https://www.youtube.com/watch?v=FJtkJUmZJEE&t=23s. 
https://www.youtube.com/watch?v=qbNCh5qsjlk&t=12s 
https://www.2news.com/someone-2-know-paul-holloway/video_06873e24-2f80-5bce-a7fc-3d9c4dba2503.html
http://www.northeastmasonry.us
http://www.northeastmasonry.us
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Please turn to page 15

From the Chemistry 
Lab to the Kitchen

Steven Schrenk 
PolycorWhen Stacy Garcia’s 

daughter and son-in-
law decided to remodel 

their kitchen, they naturally chose 
her parents to design and build 
the project. Michael and Stacy 
Garcia are the owners of Makers 
in Valley Center, California, a 
custom cabinetry business known 
for fine design and craftsmanship.

For the countertops Stacy’s 
daughter also chose a mate-
rial that was near and dear 
to her heart:  ALBERENE 
SOAPSTONE™. (See Slippery 
Rock Achieves, …)

The Garcia’s daughter, an 
emergency room physician, spent 
a lot of time in chemistry labs 
throughout her youth. She was 
accepted into pre-med straight 
out of high school and the lab 
counters she worked on were 
always soapstone. “When she 
wanted us to do the kitchen she 
wanted it to be soapstone,” said 
Stacy. She knew it would serve 
her as good in the kitchen as it did 
in the chem lab.

“It’s definitely a classic, but 
it fits in with the contemporary 
look of the kitchen as well,” she 
said. “It’s also tough stuff.”

 Harvested from the foothills 
of the Blue Ridge mountains 
in Schuyler, Virginia since the 
1800s, the history of the quarry 
runs deep. The once  booming 
soapstone industry  was concen-
trated in this region and used to 
employ over 1,500 people during 
its heyday - the town was literally 

built around the quarry as demand 
continued to grow. Blocks were 
fabricated into various utilitarian 
products from sinks to counter-
tops, making use of all the mate-
rial down to the finest powders 
for additives in roofing shingles, 
talcum powder, and even tires. 

Classified as a high-density, 
foliated, metamorphic steatite, 
Polycor’s Alberene Soapstone is 
an architectural-grade soapstone 

due to its unique close-grained 
structure and lower talc con-
tent. It’s known for its consistent, 
silky blue-gray surface with occa-
sional thin white veining when 
left untreated. A characteristic 
that sets it apart from imported 
soapstone from overseas is how 
it turns a deep, dark black when 
enhanced with wax, not green as 
many others will. 

Alberene Soapstone has been a staple for chemistry labs in 
schools and pharmaceutical companies across the U.S.

they didn’t want anything high 
maintenance.

“My daughter has every food 
group in her yard,” said Stacy. 
“On her days off she is in the gar-
den with its fruit trees, vegetables 
and chickens. She likes to cook 
with food from her garden, and 

she didn’t want to worry about 
juices on her counter. She remem-
bered from school that soapstone 
was impervious to chemicals so 
a bit of citrus juice wasn’t going 
to do any harm to the soapstone. 
And it lasts and lasts.”

Glass beakers, Bunson burn-
ers, and hydrochloric acid are no 

match for Alberene Soapstone in 
the chemistry lab, so naturally 
there is nothing in the kitchen it 
can’t handle.

Her son in-law also appreci-
ates the soapstone counters for 
the bread making the couple 
enjoys. “It’s a wonderful surface 
for bread making and other bak-
ing. Items can be rolled out right 
on the countertop,” Stacy told us. 
There’s a reason  why chefs pre-
fer soapstone in their personal 
kitchens.

Soapstone has been a staple 
material in chemistry labs across 
the country for decades because 
of its heat and acid resistance. 
It’s called soapstone because it’s 
soft and smooth to the touch, like 
a bar of soap. “It has such a soft, 
silky feel. It just feels good,” said 
Garcia. Its silkiness is chalked up 
to the talc content in the matrix of 

Soapstone Offers Much More 
 than a Passing Grade

As Stacy says: “It’s got the black 
look with a particularly beautiful 
prominent white vein through the 
island. It’s just beautiful.”

It’s also a high density soap-
stone, which makes it durable for 
everyday use. The couple love 
to cook but they are busy pro-
fessionals, so while they chose 
something beautiful and resilient, 

the stone. But its unique thermal 
properties and closely-packed 
grain structure also make it desir-
able for radiant heated floors 
as well as for  masonry heat-
ers like models available from 
Greenstone Heaters. 

Stacy Garcia’s husband is a 
custom cabinet maker and her 
daughter’s design brief included 
“dad’s cabinets” in her contem-
porary kitchen with gray painted, 
inset doors. Every opening has a 
pullout/ organizer of a sort. The 
Garcias also installed a back-
splash of 3-dimensional, large 
format white tiles with tight 
joints for a seamless look. The 
overall effect is striking and mod-
ern against the dark Alberene 
Soapstone countertops.

Don’t Be Cruel

Somebody who ain’t nothin’ 
but a hound dog has made 

off with an Elvis Presley bust 
from a Central Illinois saloon.

The Peoria Journal Star 
reports that the theft of the 
King of Rock n’ Roll from atop 
the bar of Jimmy’s Bar in West 
Peoria happened sometime 
between 1:00 p.m. Saturday 
afternoon and Sunday morning.

“To walk off with that took 
some guts,” said Jimmy Spears, 
the bar’s owner for 39 years. 
He said the heist couldn't have 
taken much planning or work 
since he never bothered to bolt 
down something that he never 
thought anyone would want to 
steal.

Spears said nobody has 
claimed responsibility or sent 
a ransom note. And he didn’t 
call the police because he 
didn’t want to bother officers 
who might have something 
better to do. Spears said his 
niece found the bust about 15 
years ago at a garage sale and 
bought  it for $20.

Please turn to page 15

http://www.greenstoneheat.com/soapstone-masonry-heaters/
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From the Chemistry 
Lab to the Kitchen

Continued from page 14

Besides the kitchen, the Garcias 
also used the soapstone for the 
counter in the downstairs bath-
room. A bumped-out cabinet 
and rectangle undermount sink 
allowed for a nice cut detail on 
the stone. As with the backsplash 
in the kitchen, they used a large 
format geometric tile for fea-
ture walls behind the counter and 
in the shower. “It’s a very tex-
tual white but really looks good 
with the silky, soft finish of the 
counter,” said Stacy.

Today, Polycor has ushered in a 
rebirth of the quarry, and a resur-
gence in soapstone. Alberene 
Soapstone continues to be the 
only soapstone actively quar-
ried in the U.S, and once again 
the marvelous, unique qualities 
of the stone are being celebrated 
in kitchen and bath designs for 
countertops, flooring and many 
other architectural applications. 
In fact, the soapstone is enjoying 
a resurgence as a kitchen counter 
material of choice  for many 

design professionals and home-
owners (not to mention students of 
geology).

The Garcias’ daughter opted 
to wax her soapstone counters. 
Waxing it with  Alberene Dry 
Wax brings out a deep, dark black 
tonality, and never turns the soap-
stone green  like others will when 
waxed. Some people opt not to 
enhance their countertops and 
instead choose to preserve its nat-
ural color where the surface keeps 
its light bluish-gray hue.

The choice to darken the stone or 
not comes down to personal taste. 
Either way, it’s beautiful and dura-
ble. And as the public gains more 
knowledge of this timeless stone, 
it’s sure to bring more joy to more 
kitchens, and more chefs, both pro-
fessional and amateur.

Wondering if soapstone is all 
that it claims to be? See for your-
self how Alberene Soapstone looks 
and feels (or even do some darken-
ing tests). Order a 4x4-inch sample 
from Polycor to see for yourself, 
from www.polycor.com .

Ten Tips for Diamond Abrasives

contractors do not realize that 
slower RPMs actually allow 
each individual diamond parti-
cle to cut faster, as they have the 
opportunity to “scratch” deeper 
into the material. This can 
increase production speed.

8. Avoid trouble spots in and 
around your work area.

Try to keep diamonds on 
the surface of the work area. 
Overlapping onto wood, metal 
or other materials will cause the 
diamonds to clog and rapidly 
wear prematurely. Also,  avoid 
sharp edges and lippage, which 
can quickly wear resin-backed 
diamond tools.

9. Rinse diamond tools after 
use. 

If slurry remains on diamond 

Continued from page 5

A diamond lubricant will also 
keep harmful slurry suspended 
and aid in slurry clean up.

Make sure you know whether 
the tools are made for wet 
or dry use. Important rule. 
Wet tools can  only  be run 
wet but dry tools can be run 
wet or dry. Improper use can 
destroy a set of pads quickly. 

7. Avoid high speeds.
Overheating can cause the dia-

monds to glaze over, and then 
they will no longer cut. Keeping 
diamonds cool becomes increas-
ingly difficult the higher the 
speed. Avoid high speeds. For 
hand machines, do not exceed 
5000 rpm. Floor machines are 
generally 175 to 300 rpm, so 
speed should not be an issue. 

Note: Diamonds can be 
re-opened by using the same 
break-in process as brand-
new diamonds with resin coat-
ing, but be aware that each 
time a diamond is glazed over 
and reopened, premature wear 
occurs.

All diamond tools have rec-
ommended RPMs. If you do 
not have that information, con-
tact the manufacturer. Many 

tooling long enough, it hardens 
as it dries, just like wet concrete. 
Hardened, dried-on slurry can be 
abrasive on diamonds. So, after 
each use, rinse diamonds in clean 
water and use a soft scrub brush to 
remove slurry from the crevices. 
Cleaning diamonds in between 
jobs can double the amount of use 
they provide.

10. Allow clean diamonds to 
fully dry before storing them. 

The best way to dry diamonds 
is to wipe off the excess mois-
ture with a clean, dry towel and 
then let them air dry. Diamond 
pads that are stored wet can grow 
mold and mildew, and moisture 
can break down the glue hold-
ing the backing. Make sure dia-
monds are completely dry before 
you store them. The best way to 
store diamonds is on a board in 
your shop, or in a toolbox on your 
truck. Avoid storing diamonds in 
plastic bags, because even a small 
amount of trapped moisture can 
still cause damage.  

Follow these tips to get the most 
use out of your diamonds and 
keep the cost of your materials 
down, which will improve your 
bottom line.

Tenax has announced the 
launch of a new, neutral 
silicon sealant named  Si, 

after the symbol for the element 
Silicon in the periodic table of 
elements.

The single-component, neu-
tral-curing sealant is suitable for 
white and crystalline marbles, 
granites, porous stones, quartz 
and ceramics. Si is particularly 
suitable for natural stones, but can 
also be applied to cement, wood, 
glass, glazed surfaces, aluminum, 

plywood and laminates without 
damaging the materials.

Odorless and non-toxic, Si 
Sealant does not shrink or crum-
ble when cured, and as a bonus 
is resistant to mold and UV rays. 
Solvent-free, no primer is needed 
before painting, if desired.

The new product is currently 
available in white and transparent 
formulations. 

For more information visit 
www.tenax4you.com .

Tenax Announces New  
Neutral Silicon Sealant

Don’t Be Cruel

But even though Spears isn’t 
“some big Elvis fan,” the bust 
has enough sentimental value 
that when its nose came off 
when a customer acciden-
tally knocked it to the floor, he 
allowed a regular customer to 
give Elvis a nose job with a lit-
tle glue and paint.

Now, Jimmy’s wants Elvis 
back badly enough to post this 
on the bar’s Facebook page:

“Elvis has left the building,” 
to ask for the return of their 
mascot –no questions asked.

BUT the story doesn’t end 
there. See page 26 for the rest 
of the story, as Paul Harvey 
used to say.

Please turn to page 26

Continued from page 14

http://www.polycor.com
http://www.tenax4you.com
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Southern California
Las Vegas, NV
Wisconsin

Indiana
Louisville, KY
St. Louis, MO

Jackson, WY
Boise, ID
Orlando, FL

Oklahoma
Mississippi

Currently we are looking for new companies to join the group’s partnership in 
the following areas:

To learn more about becoming a member contact Jon Lancto: jonl@Artisan-counters.com

The Artisan Group is an elite North American network of independent 
countertop professionals. We were among the first stone fabricators in  
the world to achieve full accreditation with the Natural Stone Institute,  
with each member rigorously tested on quality, safety, and service.

Each member is an owner and partner in the Artisan Group. Our extensive 
network gives the group leverage in purchasing supplies, equipment, 
services, and the highest quality material from the best sources around  
the globe.

Membership in the Artisan Group allows sharing of best practices because 
of our strict non-compete territory policy. Members are given a 300 mile 
radius around their shops to prevent competitors from joining the group. 

Architectural Surfaces is a supporting partner of the Artisan Group 
providing access to the best-in-class natural stone, PentalQuartz and 
MetroQuartz. The ability to service Artisan members nationally from  
30 locations, as well as provide event planning and marketing support 
 is a value-add.

WANT TO JOIN THE ARTISAN GROUP?
 The Artisan Group, an elite North American network of independent 

countertop professionals, is looking to grow their group.
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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 30-45%

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

• Full service
 Redressing & manufacturing in USA

• Extreme edge quality
 Finish 100% 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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Savings & Rebates
with over 40
Vendor Partners

Collaboration
Meetings (Virtual
& In-Person) 

Financial
Benchmarking
with Peer-to-Peer
Comparisons 

 

Jon Kaplan

Managing Partner

jonk@rockheadsusa.com

216-310-1569

Join Our
Best-in-Class

Network

 www.rockheadsusa.com 

Training & Education by Professionals     
        for your Management Team

Knowledge Sharing with a 
        National Network 

Neolith Announces NJ Showroom 
 Opening to Serve the North  

American Market

Neolith, one of the leading global 
companies in the sintered stone 
industry, has just opened a new 

45,000-square-foot, state-of-the-art distri-
bution center in New Jersey, servicing New 
York and the Tri-State area, in line with the 
company’s aggressive strategic expansion 
in the North American market.

This opening follows recent openings of 
Atlanta, Georgia and Miami, Florida, add-
ing over 100,000 square foot of extra sur-
face in state-of-the-art centers. With this, 
Neolith completes directly and through its 
network of collaborating partners a total of 
35 distribution centers, becoming the larg-
est specialized sintered stone distribution 
network in the entire U.S. market.

“As we already announced in our expan-
sion plan, the U.S was one of our strate-
gic markets and here we are, today, pleased 
to announce that we are materializing our 
commitment” said Jose Luis Ramon, CEO 
of Neolith Group who continued by saying 
“where we have excellent growth prospects 
in the country of over 50 percent this year, 
driven by a strong demand from multiple 

be a great transformation and we will cap-
italize on the huge potential it brings. The 
U.S. stands at the forefront of architecture 
and design worldwide, while Neolith is the 
brand of choice for the world’s most bold 
and innovative architects and designers.

“We are very pleased to be able to work 
side by side with them, with more inten-
sity than ever, designing and creating 
unique spaces to be lived in, and this can 
only be achieved by providing an excel-
lent service from start to end, to deliver 
the best-in-class brand experience” says 
James Amendola, vice president for North 
America at Neolith.

Amendola’s argument is supported by 
the results of a survey conducted by the 

Neolith residential project. Photography: Hilary Hale Interiors

applications, specially kitchen and bath, 
and interior design decoration, our iconic 
strongholds.”

Neolith has responded by establishing a 
design team specializing in the U.S. mar-
ket, creating a line of design, colors and 
collections specially thought to inspire the 
local market.

“This is just the beginning; it is going to 

company at a global level: nearly 90 per-
cent of architects and designers surveyed 
would recommend Neolith for their proj-
ects, for its ability to combine design and 
functionality, as well as for being the most 
sustainable in its category.

Simply put: Sintered stone is a value at 
the forefront of market interest, and Neolith 
is at the forefront of sintered stone. 

Please turn to page 19
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Vi
800-575-4401www.BBIndustriesLLC.com

Unique 25mm 
segments have 
a fang pattern, 

a diamond array 
that lasts, with the 

ability to cut natural 
and engineered 

stone with speed!

NEW!

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

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

• Consistently Cuts with Fast Speeds and Long Life

• Cuts Natural and Engineered Stone

• Miters: Reduce Feed Rate by 30 percent

• Available in 14”, 16”, and 18”

• 25mm Segments

• Wet Use Only

Neolith NJ 
Showroom 

While environmental world 
leaders are currently pledging 
to cut carbon emissions, Neolith 
prides itself in being the first 
company in the category to 
become carbon neutral. Striving 
to continue being the greener 
and safer overall surface solution 
while strongly supporting a cir-
cular economy, Neolith is day-
to-day enhancing its innovation 
program and product sustainabil-
ity as demonstrated by its recent 
celebrated green technologies 
90R and NeolEAT.

Neolith has been recognized 
in the world of architecture and 
interior design with such awards 
as Architectural Digest Awards, 
Interior Design Best of the Year, 
Architectural Record Products 
of the Year, and the Red Dot 
Awards, among others.

Founded in 2009, Neolith is the 
leading global brand in sintered 
stone. A revolutionary and inno-
vative architectural surface made 
from natural materials and with 
superior technical characteris-
tics, Neolith is ideal for the most 
demanding interior and exterior 
building projects.

Neolith is renowned for its 
quality, versatility, durability, 
elegance and style as well as 
sustainability and practicality. 
Around the world it has become a 
trusted “go-to” or “wow” element 
in any uniquely designed kitchen, 
bathroom, facade, flooring, and 
even furniture for indoor and out-
door spaces, combining exquisite 
design with high functionality.

Committed to social respon-
sibility, Neolith is also the first 
company in its sector to have 
reached carbon neutrality, in 
2019. The company is currently 
in the middle of global expansion 
effort in areas like North America, 
Europe, China and Australia to 
continue its mission of creating 
unique spaces and extraordinary 
experiences featuring function-
ally sustainable design through 
direct distribution and an exten-
sive sales network.

Discover more at neolith.com 
or visit their Youtube channel. 

Neolith is used extensively in the Chase Center Stadium, in San Francisco, CA. 
Photography: Misha Bruck

Continued from page 18

Who is wise? He that 
learns from everyone. 
Who is powerful? 
He that governs 
his passions.  
Who is rich? He that is 
content. Who is that? 
Nobody.

Benjamin Franklin

http://neolith.com
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

Most of us use our prod-
ucts like mad scientists, 
a little of this, a little of 

that, hot water, cold water, pick a 
color for pads, brushes, steel wool, 
you name it. We make some of the 
wildest and quite possibly danger-
ous concoctions you can think of. 
The horror stories of combining 
bleach and ammonia, that we have 
all heard of, should at least make 
us somewhat cautious. 

As we grow in our experience 
levels, we tend to take liberties 
and possibly push the envelope 
of chemical combinations to an 
extreme that may not only be dan-
gerous but detrimental to the proj-
ect at hand.

I suggest always reading the 
label, checking the Product 
Application Sheets, and checking 
with the technical department of 
the product distributor. They can 
help you achieve the best possi-
ble solution to issues in a partic-
ular situation.

For example, mixing ratios are 
something we should all know 
how to do. If a chemical’s label 
refers to mix 1 part product to 10 
parts water, what exactly, does 
that mean?  That would equal 
about 13 ounces of product to 115 
ounces per gallon (128 ounces 
total) of mixed solution. Many 
concentrated products actually 
require a certain amount of water 
to work correctly.

I have personally made the 
“mad scientist” call before. You 
know, if the directions call for a 
1 to 10 dilution ratio, certainly 
using the product neat or undi-
luted should work much faster 
and better, right? Wrong! Water 
itself contains solvent proper-
ties. In fact, it is an aqueous sol-
vent solution. When we usually 
think of solvents, acetone or min-
eral spirits come to mind. These 
are non-aqueous solvents. So, 
“for Best Results,” use the recom-
mended product directions on the 
label. After all, that’s why they 
are there.

Now, what about hot versus 
cold water for cleaning? There are 
valid reasons for using both. Hot 
or warm water helps with most 
any type of grease or oil deposits. 

Hot water is not necessar-
ily the best choice for clean-
ing with certain chemicals. For 
example, consider what happens 
with ammonia, bleach, or even a 
multi-surface cleaner: hot water 
can actually break down these 
solutions, preventing them from 
doing what they are designed to 
do. You might think that using 
hot water will aid the chemi-
cal, when it is actually making 
the chemical weaker. You may 
think that hot water will assist 
with the killing of bacteria and 
other pathogens, but you could 
be wrong. Once again, the hot 
water can inhibit the effect of cer-
tain disinfectants or sanitizers by 
weakening the chemical. Water 
that is hot enough to kill patho-
gens is much too hot to work with 
by hand. Hot water does contain 
more energy, and this is the rea-
son we have always associated 
it with washing our hands, but it 
is not necessary if you have the 
proper cleaner. Today’s cleaners 
are so much more effective that 
hot water is actually not needed.   

Now, let’s consider pad type 
and color. There are so many dif-
ferent pads on the market today 
that I couldn’t even begin to cover 
them all, and really don’t want to. 
I typically use natural pads for 
polishing and general cleaning on 

Grease and oil congeal and then 
easily adhere to surfaces. Heat 
helps break the bond so that it 
melts and floats, and washes away 
more readily. Hot or warm water 
also helps with the dissolving 
of precipitates such as salts and 
other minerals. Always remem-
ber that dwell time is essential for 
conducting proper cleaning tech-
nique. Let the chemicals do their 
job by increasing contact time.

Certain chemicals (surfactants) 
mixed with warm water contain 
both hydrophilic (water-loving) 
and hydrophobic (water-hating) 
components that work together 
to help place oils in suspension, 
which allows them to be pulled 
away from the surface and into 
the solution. In layman's terms, 
that means that the water and oil 
will now mix together, which 
makes for easier cleaning and 
removal. 

Majestic Stone & Grout Intensive Cleaner with dilution and use 
instructions, from the product application sheet (M3techinc.com). 
The same info can be found on the product container (below).

Elite Natural (light hair) Pad, for cleaning and polishing.

marble and other honed and pol-
ished surfaces. There are even dif-
ferent versions of the natural pads. 
There are light, which I prefer, 
and then heavier hair-blended nat-
ural pads. At M3 Technologies, 
we offer the Elite (light hair) and 
Porko (heavier hair) pads, which 
some customers prefer. It is a per-
sonal preference, as both are suit-
able for these procedures. Some 
even prefer “red” pads which also 
work well for polishing and clean-
ing. They can, however, some-
times lead to dye transfer on high 
tile edges or lippage, and for that 
reason, I switched to the natural 
pads years ago.  

I even use natural pads for light 
stripping of coatings on previously 
polished marble. I would lean on 
the stripping chemical to do the 
work and less on the mechanical 
action of a more aggressive type 
pad, like green, brown, or black. 
Black pads are the typical go-to 
pad for most stripping procedures, 
and if the coating is particularly 
heavy or chemically resistant, 
that would probably be my pad of 
choice, too. 

As for textured materials like 
slate, flamed granite, and grout 
with stubborn soiling issues, I like 

Safe Product Use

Please turn to page 21

using a brush. Of course, just like 
with pads, there are many choices 
here, too. There is nylon (usually 
the most expensive and longest 
lasting), polypropylene, nylo-grit 
(contains an abrasive), combina-
tions of brush and pad, and nat-
ural fiber brushes such as White 
Tampico (good for polishing 
with 5X Gold btw), Union, and 
Bassine. There are also cylindri-
cal brushes for cylindrical brush 
machines (the best option for 
cleaning grout). For most normal 
cleaning, a non-abrasive nylon or 
polypropylene brush will suffice. 
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Stone Restoration and 
Maintenance Corner

There is an advantage to certain 
nylo-grit brushes in that they are 
not cut even. This means the bris-
tles have different lengths as they 
do not have a final even cut from 
the factory. I call these high/low 
bristles and they tend to get into 
the grout lines better than even 
cut bristles. Nylo-grit brushes are 
available in 60/80 grit, all the way 
up to about 500 grit. Obviously, 
you would not want to run the 
60/80 grit brushes on most mar-
ble, with certain exceptions like 
rough cut or chiseled travertine.

As always, I recommend sub-
mitting a test area to confirm the 
results and the procedure, prior 
to starting a stone or hard surface 

restoration/ maintenance proj-
ect. Also the best way to help 
ensure success is by partnering 
with a good distributor, like BB 
Industries, that knows the busi-
ness. They can help with tech-
nical support, product purchase 
decisions, logistics, and other per-
tinent project information.

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

 

Nylo-grit brush, 80 grit. Notice the bristle length is uneven, a feature 
which allows for better cleaning of textured surfaces.

www.BBIndustriesLLC.com

Continued from page 20

A polypropylene brush provides general purpose cleaning of both 
the surface and the grout.
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© MARK ANDERSON. www.andertoons.com

Whether you’re part of 
a corporation with a 
huge fleet of vehicles, 

a small company with just a few 
vehicles or an individual driving 
a 1982 Pontiac Firebird, one thing 
we can all say is that the price of 
gas is truly affecting our bottom 
line. Several news outlets are 
reporting that gas hasn’t been this 
high in seven years. The spike 
in gas is hurting us all in some 
way. Even if you own an electric 
or hybrid, you may personally 
not be feeling pain at the pump, 
but stores and service providers 
are – and their prices are going 
up – which means that a hybrid 
or electric helps you in one way, 
but you are losing it in others. So, 
let’s look at some tips to help us 
all keep a bit more in our pockets 
when it comes to gassing up our 
vehicles.

Change your oil regularly and 
use the right oil when you get 
your oil changed. If you aren’t 
sure, check your owner’s man-
ual or check with your mechanic. 
The brand is not as important as 
getting the right weight. If your 
car has a lot of miles, consider a 
high-mileage oil. Also think about 
looking for an energy saving oil. 
Synthetic oil is more expen-
sive, but improves gas mileage 
because it lubricates better. 

Fix your gas cap. If your gas 
cap is missing or the seal is worn/
cracked and not sealing properly, 
gas can be evaporating from your 
tank. At that point you are losing 
gas out of your tank but you are 
also polluting the air. 

Maintain your vehicle. Make 
sure your spark plugs aren’t 
worn. Improperly firing spark 
plugs can eat up your fuel by as 
much as 30 percent. Make sure 
your tires are operating at the 
proper pressure. Under- inflated 
tires can increase gas consump-
tion 3-4 percent. Worn gas-
kets and seals can cause leaks. 
Maintaining your vehicle will 
increase your gas mileage.

Use cruise control when 
you can. Maintaining a steady 
speed increases gas mileage. 
Admittedly, cruise control can-
not be used everywhere, but 
cruising down the highway is 
the perfect opportunity. When 
I travel, I check my miles per 
gallon and it goes up 3-5 .m.p.g 
when I use cruise control on the 
highway. 

Fill up earlier rather than 
later. This applies on two dif-
ferent levels. On one level, 
GasBuddy did a survey and 
found that generally, gas prices 
are lower at the beginning of 
the week than at the end of the 
week. So, it’s better to fill up on 
Mondays or Tuesdays instead 
of Fridays or Saturdays. On 
another level, you shouldn’t wait 
until you are on empty to fill up. 
Waiting until you are desperate 
for gas takes away the option to 
hunt for a lower price on gas. 
Gas right off the highway or in 
the middle of the city tends to 
be higher. Leave yourself with 
options.

Reduce your idle time. Idling 
can cost you half a gallon of 
gas an hour. That doesn’t sound 
like much but think about all 

Join a fuel rewards program.  
Lots of grocery stores and gas 
chains offer rewards programs. 
Every company has different 
rules to go by, but as an example: 
my local grocery store, when I use 
my shopping card, gives me one 
fuel point for every dollar I spend. 
I can redeem those points at their 
gas pumps and save 10, 20 or 30 
cents a gallon, or more. 

Use a rewards credit card to pay 
for your gas. This has nothing to 
do with the fuel rewards program 
mentioned above. Use a credit 
card that gives you cash back on 
gas purchases. I have a card that 
gives me 3 percent back on gas 
purchases. I only use it for gas 
and I pay the balance every month 
so my 3 percent back doesn’t get 
eaten up in interest.  

Join a warehouse club like 
Sam’s or Costco. Warehouse 
clubs are generally five to ten 
cents cheaper per gallon than a lot 
of gas stations. You need a mem-
bership card and a credit/debit 
card. No cash allowed. However, 
don’t join just for gas, as the 
membership fee may negate your 
gas savings. 

Clean out your car. The more 
the car weighs, the more gas it 
uses. We all store junk in our 
trunks or backseats. Trash, sports 
equipment, tools, etc. add to the 
weight of the vehicle. Another 
culprit is the racks on our cars. It’s 
January in Pueblo, Colorado, not 
a good time for a bicycle trail ride. 
Take the rack off your car. It’s 
100 degrees in St. Louis, Missouri 
in August. Chances are you aren’t 
going snow skiing. Take the rack 
off your car.

the idling you do in a day… stop 
lights, drive throughs, traffic 
jams, rush hour, and of course, 
the ever-popular car warm-up on 
a cold morning. Newer cars do 
not require warm-up time, but if 
you do, try to keep it to a mini-
mum – 10 minutes or less. If you 
are stuck in an accident on the 
highway and traffic is stopped 
dead, turn your car off.

Use a gas app to find the 
best prices. There are a couple 
of different types. GasBuddy 
will show you prices at stations 
in your area so you can choose 
where you want to go. There 
are other apps like GetUpside 
that pay you cash back to buy 
gas. You can get money back 
either by gift card, PayPal or 
direct into your account. I usu-
ally cash out at $100 but you 
can cash out anytime you 
want. I have gotten Lowe’s, 
Amazon and other gift cards 
using this app. (I saved for a 
new TV at Walmart this way) 
In some areas you can get cash 
back in stores and restaurants, 
as well. 

There are other things you 
can do like ride sharing or 
planning your most efficient 
route for errands and appoint-
ments. You can drive easy, 
which means put your lead 
foot away so you acceler-
ate and brake more evenly, 
and you will also drive a bit 

Sharon Koehler
Stone Industry ConsultantSmileOur Bottom Line

My GetUpside screen,  
showing current gas prices 

and potential savings.
slower, so you use less gas. A 
lead foot is the enemy of higher 
gas mileage.

Hopefully gas prices will fall 
again soon, but in the meantime 
we can all do some things that 
help limit how much damage is 
done to our bottom line. 

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

                                         

“There are more instances 
of the abridgment of the 

 freedom of the people 
by gradual and silent 

encroachments of those in 
power, than by violent and 

 sudden usurpations.”
–James Madison (1788)

Speech to the Virginia 
Ratifying  Convention

“My New Year’s resolution? Set some unattainable 
career goals. Then some reasonable ones. Then some-
thing easy. Then settle into February. You?

mailto:Sharonk.SRG%40gmail.com?subject=Your%20Slippery%20Rock%20article
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Alpha Professional Tools 
Announces New ESC-150 

Wet/Dry Stone Cutter

Alpha® has announced a 
new electric stone cutter, 
the ESC-150, which is 

equipped with a powerful motor 
capable cutting 1-1/4-inch (3cm) 
stone slabs in one pass.

Alpha® states the tool was 
developed to meet the need for 

a quality electric portable stone 
cutter capable of miter cutting 
1-1/4-inch (3cm) materials with 
ease, so that any stone fabrica-
tor can use it when miter cuts are 
required, without the time-con-
suming setup. Also, Alpha® states 
the new tool is great for sink-hole 
cutting and groove-cutting for 

rodding applications. The ESC-
150 includes a kink-free water 
hose for improved maneuverabil-
ity of the stone cutter. The flex-
ibility of the hose helps reduce 
operator fatigue and improves the 
operation.

The Alpha® ESC-150 was 
developed with a built-in dust 
gate making it dustless when con-
nected to a HEPA vacuum. It can 
utilize a variety of consumables, 
including the Alpha® Katana 
6-inch blade for porcelain panels 
and slabs, Hot-Rod 4-inch blade 
for 1/4-inch steel rods and 1/8-
inch fiber glass rods. For mar-
ble applications, a Libero 5-inch 
blade is recommended since most 
marble slabs are 3/4-inches (2cm) 
thick or less. 

Alpha® offers a carriage assem-
bly that fits on the Alpha® Guide 
Rail System to support the appli-
cation of making precise miter 
cuts for the perfect lamination.

Two New Kits for ESC-150
Alpha® has also created two 

new kits to showcase the versa-
tility of the ESC-150. The first is 
a Miter Cutting Kit which allows 
you to easily make mitered cuts 

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

for a beautiful waterfall edge. 
This kit comes with dual car-
riages, blades, and a set of guide 
rails to fit any size job. 

The second is a simple cut-
ting system to trim countertops 
quickly and smoothly. It comes 
with a carriage assembly, blade 
and guide rail to provide accu-
racy, and a stable performance, 
even on full size slab cutting.

For more information, visit 
www.alpha-tools.com or call 
Alpha® at 800-648-7229.

Alpha Professional Tools® is 
a leading manufacturer of qual-
ity tools for professionals in the 
natural and engineered stone, 
tile, glass, concrete and construc-
tion industries. Alpha® provides 
unique and innovative products 
for cutting, drilling, shaping and 
polishing all types of materials. 
In addition to providing the best 
products in the industry, Alpha 
Professional Tools® offers a vari-
ety of services to support their 
products.

“I love the man 
who can smile 
in trouble, who 

can gather strength 
from distress, and 
grow brave by reflec-
tion. ’Tis the business 
of little minds to 
shrink, but he whose 
heart is firm, and 
whose conscience 
approves his conduct, 
will pursue his prin-
ciples unto death.” 
 —Thomas Paine

http://www.alpha-tools.com
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IAMPO and TCNA to Jointly Develop 
Consensus Standard for Fabricated 

Shower Tile Kits and Receptors

Th e  I n t e r n a t i o n a l 
Association of Plumbing 
and Mechanical Officials 

(IAPMO®) and the Tile Council 
of North America, Inc. (TCNA) 
have agreed to jointly develop an 
American and Canadian National 
Standard for fabricated shower 
tiling kits and receptors. Applying 
the procedures of the American 
National Standards Institute’s 
(ANSI) Accredited Standards 
Committee (ASC) A108, to which 
TCNA serves as Secretariat, and 
IAPMO’s accredited Canadian 
Standards Development proce-
dures, the consensus standard will 
be available for use by specifiers 
in the United States and Canada. 

The scope of the standard will 
address the test methods and min-
imum requirements for field fab-
ricated shower tiling kits and 
prefabricated, tillable shower 
receptors, including the materi-
als, physical characteristics, per-
formance testing, markings and 
specification. 

TCNA is a trade association 
representing manufacturers of 
ceramic tile, tile installation mate-
rials, tile equipment, raw materi-
als, and other tile-related products. 
Established in 1945, TCNA is 
recognized for its leadership role 
in facilitating the development of 

North American and international 
industry quality standards to ben-
efit tile consumers. 

IAPMO is a worldwide leader 
in the plumbing and mechani-
cal industry dedicated to protect-
ing health and safety. Founded in 
1926, IAPMO develops industry 
standards with a focus on inno-
vative plumbing products, solar 
heating systems and components, 
mechanical products (including 
heating, ventilation, cooling and 
refrigeration system products) 
and products used in the recre-
ational vehicle and the manufac-
tured housing industry.

TCNA’s long history represent-
ing manufacturers of ceramic tile 
combined with IAPMO’s lead-
ership in the plumbing industry 
and consensus-based Uniform 
Plumbing Code (UPC) forms 
a preeminent collaboration to 
establish a standard that provides 
guidance for successful shower 
kit installations. 

Bill Griese, TCNA’s direc-
tor of Standards Development & 
Sustainability Initiatives, said: 
“We see many benefits in col-
laborating with IAPMO on this 
effort. Expanded conversa-
tion between tile and plumbing 
experts will lead to better techni-
cal criteria, which ultimately pro-
tects consumers. Furthermore, 

given IAPMO’s recognition and 
successes in building code arenas, 
we are excited about the oppor-
tunity to raise tile’s overall pro-
file in both the United States and 
Canada, which we truly feel will 
strengthen the industry.” 

Hugo Aguilar, IAPMO’s senior 
vice president of Codes and 
Standards, said: “IAPMO Codes 
and Standards is delighted to be 
part of this effort. It is another 
example of how the industry 
can come together to address 
the needs of the industry. With 
TCNA being the leader in the tile 
industry and IAPMO being the 
leader in the plumbing industry, 
such a collaboration only makes 
sense.”

For more information, contact 
Katelyn Simpson, ksimpson@
tileusa.com, or Terry Burger at 
terry.burger@iapmo.org.

When you focus on the past, that’s your ego. 
When I focus on my future, it’s my pride. 

 I try to focus in the present. That’s humility.” 
– Giannis Antetokounmpo

American Equipment 
Completes Acquisition of 

 Washington Crane & Hoist

American Equipment 
Holdings (“American 
E q u i p m e n t ” ) ,  a 

Rotunda Capital Partners port-
folio company, has acquired 
Washington Crane & Hoist 
(“Washington Crane”), the 
premier provider of overhead 
crane maintenance, repair, 
and overhaul (“MRO”) ser-
vices and equipment in the 
Pacific Northwest and Alaska. 
Washington Crane is the third 
acquisition completed by 
American Equipment since part-
nering with Rotunda in May of 
2021.

For more than 45 years, 
Washington Crane has been pro-
viding a full suite of overhead 
crane and hoist solutions to mar-
ket-leading customers through-
out the Pacific Northwest and 
Alaska, including OSHA man-
dated inspections, preventative 
maintenance and repair services, 
parts, engineering, new and 
replacement equipment, and sys-
tem modernizations. Washington 
Crane is headquartered in 
Pacific, Washington, with addi-
tional facilities in Vancouver, 
Washington and Anchorage, 
Alaska.

The acquisition of Washington 
Crane adds another premium 
brand to American Equipment’s 
portfolio of leading overhead 
crane and hoist MRO service and 
equipment providers, and further 
strengthens its position as the 
leader in advanced and highly 
engineered overhead crane 
systems.

“We are excited to welcome the 
entire Washington Crane team to 
the American Equipment fam-
ily,” said American Equipment 
CEO Adam Zimmerman. 
“Leveraging both companies’ 

differentiated capabilities and 
expanded geographic footprint 
enables us to deliver unprece-
dented value to our customers. The 
acquisition of Washington Crane is 
a tremendous milestone as we rein-
force our position as the trusted 
partner-of-choice in the overhead 
crane and hoist markets.”

“I have been extremely impressed 
with the American Equipment and 
Rotunda teams, especially their 
collective vision for the indus-
try,” said Mike Currie, owner and 
president of Washington Crane. 
“After meeting with American 
Equipment, it was clear to me that 
Adam and his team are building a 
special company – their focus on 
their customers, employees, and 
safety are best-in-class. We are 
thrilled by the opportunities this 
acquisition creates for both our 
customers and our employees.”

Currie will continue to support 
the company and its customers 
post-transaction as a special advi-
sor to American Equipment.

American Equipment Holdings 
is home to a collection of lead-
ing overhead crane and hoist dis-
tributors and service providers, 
including American Equipment, 
Pacific Crane & Hoist, Allied 
Crane, and Washington Crane & 
Hoist. The consolidated entity is 
one of the largest independently- 
owned overhead crane and hoist 
solutions providers in the coun-
try, serving over 3,000 customers 
across 17 strategic locations, and 
in 10 western U.S. states. For more 
information, visit  www.amquip 
inc.com or www.washington 
crane.com.

Ascentium Capital is trusted nationwide to provide competitive financing and 
leasing solutions. Our finance specialists develop programs that let you acquire 
the new or used stone equipment you need to grow your business.

Fast. Flexible. Financing. 

Call today for a no obligation quote:
Tony Zieglar | 281.883.5005  
TonyZieglar@AscentiumCapital.com
Learn more: Ascentium.Info/Stone22 
1 Financing dependent on credit parameters. Loans made or arranged pursuant to a California Financing Law license. Neither Ascentium Capital 
nor Natural Stone Institute is the agent of the other.

Financing up to $2 million 
for the Stone Industry

Financing & leasing  
up to $2 million1

App-only up to  
$250,000

Fast credit 
decisions

mailto:ksimpson%40tileusa.com?subject=TCNA%2BIAPMO
mailto:ksimpson%40tileusa.com?subject=TCNA%2BIAPMO
mailto:terry.burger%40iapmo.org?subject=TCNA%2BIAPMO
http://www.amquipinc.com
http://www.amquipinc.com
http://www.washingtoncrane.com
http://www.washingtoncrane.com
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Continued from page 2

Rose and Christine in the Crown-Tribune atrium. They are currently 
working on a residence renovation at the Residences at Tribune Tower.

This kitchen update included quartzite countertops, stone up the 
wall, and custom cabinets.

Two Girls and a Hammer

“The charities we work with, 
especially the ones for abused 
women, give these women apart-
ments with kitchens that need to 
be redone.”

Making it in a Man’s World
If you showed up at one of Two 

Girls and a Hammer’s jobsites, 
it’s likely you’d see Rose donning 
knee pads, working a paint brush, 
or getting into the thick of things 
while explaining what needs to be 
done. About 90 percent of their 
work is residential, and the girls 
have a very high level of expec-
tation, said Rose. “We have a 
wonderful relationship with our 
subcontractors. After five years, 
we really have a good team. 
When we do our full-blown house 
renovations, we have a team 
for that, and have another team 
for smaller projects. The Team 
knows and works well with each 
other and understands our expec-
tations.  We won’t start a job until 
all the needed materials are on 
site, so everyone stays busy and 
are not waiting for materials to 
arrive. Everything is there. These 
days, we are dealing with sup-
ply chain issues, and if we have a 

problem obtaining a certain com-
ponent for a client, we will try and 
find a replacement or just build 
something similar. Furthermore, 
once we get a job, we don’t start 
construction until two or three 
months later, so everyone has 
time to put the job in their sched-
ule, and we have time to get the 
materials delivered to the jobsite. 
So, we work very hard to keep our 
jobs on track.”

Christine: “It takes months to 
get everything together and we 
won’t start the demo until we do. 
Once it begins, we have a devel-
oped schedule and  tell the team 
who is coming and when they are 
coming, and we follow through 
with them every day. We don’t 
have the time to fool around with 
subs who don’t want to work on 
our schedule, and our subs appre-
ciate it, because they get a ton of 
business from us. They don’t have 
to find the work, schedule with 
the client, or do the paperwork. 
We do it all.” 

Success, What’s Hot 
and What’s Not in the 

Chicago Market
True success can be measured 

on many levels, and as our inter-
view began winding down, I 

decided to ask the construction 
mavens what they attribute their 
success to? Is it your quality, is 
it knowing what’s vogue, is it 
word of mouth or is it the femi-
nine touch? Rose responded: “All 
of the above, but the main reason 
is this: who makes the decisions 
about the inside of your house? 
It’s your wife, right? Women run 
the house, and women like deal-
ing with women. We’ve walked 
into various bids, where another 
contractor had just left, and we 
get, ‘Oh, my God! He wasn’t lis-
tening to what I was saying, and 
he didn’t understand my vision!’ 
Then, we get the job, because we 
understand what women want!” 

As for what’s popular in Chi-
Town these days, Rose contin-
ued, saying, “ As for the trend in 
cabinetry we are seeing more use 
of wood, and mixing and match-
ing different colors, as well as 
expensive with less expensive, 
in fashion that’s better known 
as High — Low and right now it 
seems to be vogue, trendy, cool 
and hip. Also, more natural colors 
and soft tones, and colors in appli-
ances to bring in more excite-
ment. Over the last two years, 
people have spent a lot of time 
in their homes, and stark whites 
don’t give them that warm, fuzzy 
feeling. It’s too institutionalized.”

Christine: “We are very aware 
of design trends. Super high gloss 
laminates, high-contrast, and wall 
papers with textures and colors 
are popular, as well as leathered 
surfaces on stone. Five years ago, 
everything was white quartz or 
marble. Now we are selling lots 
of quartzites. We tell our clients 
that your countertops and lighting 
are the jewels of your kitchen. We 
just got a call for a suburban proj-
ect, and she wants Dekton. People 
are also gravitating toward lighter 
flooring, because darker flooring 
shows stains. More modern cab-
inets and doors with colors that 
pop, rather than light or dark. 
Shaker is also trendy. Blacks are 
also coming back with differ-
ent textures and clean lines, and 
even retro colors from the 1960s. 
Cabinets with drawers and pull-
outs are also getting popular.”   

Rose: “Yes, it’s all about func-
tionality.  The consumer is all 
about, ‘When you open up your 
pantry, are those shelves going 
to roll out and pull all of those 
cans out in front of you?’ That’s 
where we come in, and really 
work through and create more 

functional spaces. Like I tell our 
clients: a cabinet is just a box, 
and it’s what you put in that box 
that makes your life easier. We 
educate them, but I do feel that 
sometimes it’s to our detriment, 
because we give some clients a 
lot of information, and then they 
don’t use us for their project, 
but they use our ideas, which is 
fine. However, we really do feel 
that we need to give them all the 
information they need to make an 
informed decision.” 

Hitting the Nail on the Head 
In closing, when Rose and 

Christine first started, they would 
go out almost every day on bids, 
until they understood that they 
were killing themselves and 
weren’t being productive, but 
not so anymore, continued Rose. 
“We realized that to give good 
customer service, we couldn’t 
kill ourselves trying to grab every 
piece of business, so we started 
telling our customers that their bid 
could be a month or more away. 
Some were willing to wait, while 
others said they couldn’t, but 
eventually called back a month 
later, saying that we are worth the 

wait. That, for us, was very heart-
ening. So we continue to visit our 
jobs every day, but dedicate one 
day a week to going out on bids. 
Tuesdays and Wednesdays are 
dedicated to doing punch lists and 
jobsite stuff, and Thursday and 
Friday are our catch-up days.”

Christine: “Both of us are 
there 100 percent on each proj-
ect, because a renovation can be 
very difficult for a family. Lots 
of big decisions, lots of money 
being spent, and I think our clients 
really appreciate the way we do 
things. We don’t have a secretary 
or somebody else talking to you 
about your project. We answer 
our own phones, and we get the 
calls and texts at eleven o’clock 
at night asking what you think 
of this or that. We are all about 
keeping in mind our client’s life-
style, their budget, and their ulti-
mate goal. We are funny and fun, 
and we run a tight ship. We took a 
chance and it worked!” 

For more information go to 
www.twogirlsandahammerllc.
com, or find them on Instagram 
and Facebook.

http://www.twogirlsandahammerllc.com
http://www.twogirlsandahammerllc.com
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The Slippery Rock Marketplace

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

Fast. Flexible. Financing.
Ascentium.Info/Rock2021

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

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

Material Handling • Air Tools  •  Electric Tools

BBIndustriesLLC.com

800-575-4401

Save BIG on  
Hercules stone  

transport solutions.

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

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

Makita 9565CV SJS
5” Industrial VS Grinder

Omni_SRG_AT2_Marketplace_AD_v2_120820

ALWAYS AMERICAN.

omnicubed.com (530) 748-3120

ENGINEERED. MACHINED. ASSEMBLED.

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

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

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

FABRICATOR’S

COACH

Make Your GOAL!

Vi
BBIndustriesLLC.com    800-575-4401

There’s a new Viper in town

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

design and the best color 
 match website in the industry.

All others are 
just imposters!

www.integra-adhesives.com

“A lways bear in mind that your own 
resolution to succeed is more 
important than any other.”

– Abraham Lincoln

®

BBIndustriesLLC.com    800-575-4401

Quality Adhesives & Sealants for Stone

He’s Back...

Here’s one theft story 
with a happy ending. 

Remember that bust of 
Elvis Presley swiped from 
a central Illinois bar? It 
has been returned after the 
story of its theft attracted 
international attention.

Employees at Jimmy’s 
Bar found the missing 
bust one Thursday night 
sitting on a porch outside 
the West Peoria saloon, 
the Peoria Journal Star 
reported. The theft had 
been discovered that pre-
vious Sunday morning.

“He’s back!” pub owner 
Jimmy Spears com-
mented on Facebook early 
Friday, attributing the 
bust’s return to the wide-
spread attention its theft 
had attracted. The previ-
ous Wednesday, the bar’s 

Facebook page had made 
an appeal for its return: 
“No questions asked.”

Spears said he was con-
sidering ways to improve 
security for the bust, but 
for now it’s back in its 
familiar position over-
looking the saloon and 
greeting customers from 
atop the center of its long 
bar.

Spears, the bar’s owner 
for 39 years, said his niece 
bought the bust about 15 
years ago at a garage 
sale for $20, and it soon 
became the business’ bar-
top mascot.
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The Slippery Rock Classifieds
For Sale

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

__________

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

___________

CEE JAY Stone Splitter For Sale. 007 
Cee Jay Stone Splitter model L#HDS-16/
R1BT/STL/NVG, very good condition. 
Photos available. FOB delivery. Contact 
Missouri Ledge Stone Supply, 816-739-
5578, dkcrede@gmail.com . See Photos:

___________

Business Opportunities

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

___________

Help Wanted

Templator/Scribe. Lesher Natural 
Stone, Quartz, & Tile is a family owned 
stone fabrication and installation busi-
ness based out of Middletown, PA that 
is dedicated to providing quality stone 
work to the greater Central PA area. 
Currently looking for a Template 
Technician to work at our facility in 
Middletown, PA. 
Duties: Onsite measuring of 
jobs. Drawing jobs on AutoCAD. 
Communicating with customers on 
project details. Communicating job 
details with Project Managers. 

Skills: Attention to detail. Computer 
skills required. CAD skills. Willingness 
to learn. Contact: Alexia Lesher,  717-
944-4431.  Alexia@leshermarble.com. 

___________

3D Templater and Draftsman - Atlanta 
GA. Full-time, salaried position respon-
sible for collecting detail and specifi-
cation information for stone fabrica-
tion projects. He/she will make digi-
tal and physical templates at job sites, 
including a detailed drawing, for use 
in creating fabrication shop tickets and 
3D renderings. This position directly 
reports to the Director of Operations. 
Salary negotiable DOE. Excellent ben-
efits and growth opportunities. Contact:  

Marmi Natural Stone, 678-578-5397, 
careers@marmistone.com. 

___________

Installer and Fabricator Wanted. 
The overall responsibility of the 
installer includes overseeing and coor-
dinating the installation of the stone 
to meet the customer’s satisfaction. 
Contact Italian Marble and Granite, 
716-741-1800, khora@italianmarbleinc.
com.

___________

Fabricator Position(s) Open. 
Established Granite Company in 
Jacksonville, FL is looking for 

2022 Classified Ad Deadlines
Issue Ad Submission Deadline

February 2022 Monday, December 27, 2021

March 2022 Friday, January 2, 2021

April 2022 Friday, February 25, 2022

•176 TON SPLITTING FORCE 
•23.63” BLADE LENGTH
•21.66” SPLITTING HEIGHT
•15 KW PUMP UPGRADE 
• 3.73” PER SECOND DESCENT  
• 5.71” PER SECOND RETRACT              
• SHERPA BTS 2 x .8 (78.74” x 31.5”), INBOUND & OUTBOUND
• CONVEYORS LOWER & PIVOT AWAY FROM SPLITTING HEAD
• CONSOLE EQUIPPED TO OPERATE ANOTHER INBOUND SHERPA
• CURRENTLY IN STOCK, WHITEHALL, NY 12887

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 600 BMB 
600 X 550 15Kw 160t 

$105,575.00 USD
While Supplies Last

EXW Whitehall, NY

Northeast Masonry  32 Cash Drive  Mound House, NV   89706  • 775.246.0105

CABLE SAWS FOR SALE
Custom built by owner – $125K
Cuts boulders 6’ x 16’ long, many modifications 
built-in. To see in action, go to www.youtube.com/
channel/UC2uj5WVOZNiYfPVsfUU88kw and 
watch “The Making of Claire’s Arch”

Custom built by owner – $35K

Email accounting@nemasonry.net or call us for more details.

Northeast Masonry  32 Cash Drive  Mound House, NV   89706  • 775.246.0105

EQUIPMENT FOR SALE

CALL FOR 
PRICING 
& MORE 

Igloo 640 x450: 132 Ton Splitting force; 
25.2” Blade Length; 17.72” Splitting Ht.; 15kW; 
Pump Upgrade; 6.39” Per/Second Blade Descent 
Speed; 1.17” Per/Second Retract Speed
Sherpa T4: Moterized Conveyor; Load on left,
goes right w/o control console; High side boards; 
13.2’ L x 39.47” W x 37.4” H; Reinforced design

Stone Inspection & Troubleshooting

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

shooting workshop. The class will be 
held February 7-10, 2022, in Las Vegas, 
Nevada, presented by Dr. Fredrick M. 
Hueston. 

The program is designed to teach in-
vestigating stone and tile installation 
failures and also offers certification.

“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!

CEE-JAY Splitter For Sale

Call 816-739-5578 for Info

full-time (Mon–Fri) stone fabricators. 
Dependable, willing to work, works 
well with others. Please only apply if 
serious about working. Competitive 
pay and benefit incentives. Pay is based 
on experience. Job duties include but 
not limited to: Wet/dry hand machine 
stone polishing, bowl cutting, edge 
router, surface refinishing, forklift 
operator, maintaining a clean ware-
house, etc. Contact: Jennifer Stewart, 
904-764-5007, sandy.marblemasters@
gmail.com.

___________

Installer Position Open. Established 
Granite Company in Jacksonville, FL is 
looking for full-time (Mon–Fri) coun-
tertop installer/helper. Dependable, 
willing to work, works well with oth-
ers. Please only apply if serious about 
working. Competitive pay and benefit 
incentives. Pay is based on experience. 
Job duties include but not limited to: 

Stone handling, stone installation, stone 
cutting, sink mounting, etc. Clean and 
presentable attire. Valid driver license. 
Contact: Jennifer Stewart, 904-764-
5007, sandy.marblemasters@gmail.com.

___________

Stone Floor and Counter Top 
Restoration Position. Established 
Granite Company in Jacksonville, FL 
is looking for full-time (Mon–Fri) stone 
restoration helper. Dependable, will-
ing to work, works well with others. 
Please only apply if serious about work-
ing. Competitive pay and benefit incen-
tives. Pay is based on experience. Job 
duties include: Stone floors/countertop 
refinish, honing, polishing, cleaning, 
and sealing. Stone/tile repairs, main-
taining a clean work vehicle. Clean and 
presentable attire. Valid driver license. 
Contact: Jennifer Stewart, 904-764-
5007, sandy.marblemasters@gmail.com.

___________

mailto:accounting%40nemasonry.net?subject=Steinex%20in%20Slippery%20Rock
mailto:Samcraycraft%40gmail.com?subject=Used%20Edge%20Router
mailto:Samcraycraft%40gmail.com?subject=Used%20Edge%20Router
mailto:dkcrede%40gmail.com?subject=CEE-JAY%20Splitter
mailto:granco2%40gmail.com?subject=northern%20MI%20Shop
mailto:Alexia%40leshermarble.com?subject=Templater%20Position%20Ad%20in%20Slippery%20Rock
mailto:careers%40marmistone.com?subject=Templater%20Position%20Ad%20in%20Slippery%20Rock
mailto:khora%40italianmarbleinc.com?subject=Installer%20/Fabricator%20Position%20Ad%20in%20Slippery%20Rock
mailto:khora%40italianmarbleinc.com?subject=Installer%20/Fabricator%20Position%20Ad%20in%20Slippery%20Rock
mailto:sandy.marblemasters%40gmail.com?subject=Fabricator%20Position%20Ad%20in%20Slippery%20Rock
mailto:sandy.marblemasters%40gmail.com?subject=Fabricator%20Position%20Ad%20in%20Slippery%20Rock
mailto:sandy.marblemasters%40gmail.com?subject=Installer%20Position%20Ad%20in%20Slippery%20Rock
mailto:sandy.marblemasters%40gmail.com?subject=Restoration%20Help%20Ad%20in%20Slippery%20Rock
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On the Surface: Choosing and 
Caring for Natural Stone Finishes

Kat Coleman, owner and princi-
pal of Long Beach, California-
based Topkat Design Group, had a 

client who loved Carrara marble and wanted 
her entire bathroom to feature natural stone: 
main bathroom floor, shower floors, and 
walls with a decorative feature wall behind 
a claw-foot tub. “We are talking Ritz-
Carlton style,” Coleman says.

Coleman’s client was concerned the nat-
ural stone would be too high maintenance 
and possibly cost prohibitive. To try to meet 
her client’s aesthetic, Coleman searched for 
alternatives, but they were unsatisfied since 
those options just didn’t look or feel like 
the real thing.

The reality is genuine natural stone, 
like Carrara marble, cannot be mimicked. 
Coleman knew it was her job to educate 
her client and remind her that marble has 
been used for centuries. Many commercial 
settings use marble throughout high-traffic 
areas and hotel bathrooms successfully, and 
the sealers on the market have improved 
substantially over the last decade. She con-
vinced her client that Carrara marble was 
the best choice for her bathroom.

“This was close to 10 years ago and her 
bathroom still looks like new,” Coleman 
adds.

 
Sealers and Grout for Natural Stone
Whether going for a polished, honed, or 

leathered finish, choosing the proper sealer 
and maintaining the sealing process is 
probably the most important thing clients 
need to consider when using natural stone 
in their spaces, according to Coleman.

“Some softer stones such as marble are 
more prone to possibly show wear over 
time, although I have a few past clients who 
have all-Carrara marble bathrooms that still 
look pristine after many years,” she says.

One trend she’s noticing is that clients 
seem to want as thin a grout line as possi-
ble. Selecting a stone with a straight edge 
versus a slight bevel is best to achieve this. 
She reminds clients that stone is a natural 
material so there needs be some tolerance. 
What some clients may view as imperfec-
tions in natural stone, Coleman calls “char-
acter.” “Nature is perfectly imperfect,” she 
reminds clients.

 
Fresh and New Natural 

Stone Finish Trends
Coleman finds that most clients still think 

a polished finish is their only option. It’s 
often their designers, who are well-versed 
in what’s happening in their industry and 
what’s available, who turn them on to other 
options or educate them on what they may 

With care, a Carrara marble bath and floor can still be 
pristine after many years of use.

Premium Absolute 
Black granite top with 
natural (leather) finish.

Photos courtesy of Kat Coleman, Topkat Design Group.

actually be looking at when they present 
inspirational images.

She admits polished countertops are the 
norm in the United States, but matte-type 
surfaces seem to be having a moment in 
the natural stone space right now. “I have 
the occasional client mention a desire for a 
honed (or leathered/suede) countertop but 
usually it’s me, as the designer, making the 
recommendation in the design,” she says.

Manufacturers are constantly creating 
new options in finishes, which is exciting 
for Coleman and her clients. She’s recently 
learned of a brushed countertop surface fin-
ish. “This surface has a matte look with a 
brushed texture,” she explains. While she’s 
not yet had the chance to install this fin-
ish in one of her projects, she admits she’s 
intrigued and looking forward to doing more 
research to learn the pros and cons of using 
it in one of her designs.

A finish she does love to use for kitchen 
countertops is honed. Honed is the original 
matte-type surface. In bathrooms, she enjoys 
mixing honed and polished stone. For exam-
ple, she’s combined honed floors and niches 
in a shower with polished stone walls.

Megy Karydes  
usenaturalstone.com

Leathered finish on  stone has been 
around for some time and Coleman says 
it has a sexy but classic look and feel that 
men seem to like.

 
Updating Natural Stone Countertops

For those who want to refresh or update 
spaces like a kitchen and keep their exist-
ing cabinetry, one option is having them 
restored to a different finish. “A perfect 
example would be if you had the popu-
lar polished black granite countertops that 
were all the rage around the early 2000s,” 
says Coleman. “You can have a fabrica-
tor put a honed finish on these, replace the 
backsplash, and you would have a com-
pletely different and more current look!”

 
Choosing Natural Stone for Its 

Beauty, Strength, and Longevity
There are many reasons why clients 

choose natural stone for their projects and 
there is something to be said about the 
beauty of the real material versus some-
thing that looks like stone. Coleman knew 
her client from 10 years ago wanted mar-
ble and while she could have settled for 

a non-marble look-alike, the reality is she 
wouldn’t have been happy. Instead, advis-
ing her client on how to care for her mar-
ble means her client was able to include the 
stone she wanted in her bathroom and is still 
happy a decade later. Nothing beats the real 
thing.

While marble remains a favorite among 
her clients, Coleman has been installing 
more quartzite lately. She appreciates that 
quartzite is harder than granite and can 
sometimes even be non-porous, although 
she highly recommends testing the porosity 
level if that feature is important to a client. 
White quartzites have the look of mar-
ble with the durability of granite, she says, 
which makes them attractive to clients.

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

Polished White Macaubas 
quartzite vanity.

http://www.studiotopkat.com/
mailto:MegyKarydes.com?subject=Slippery%20Rock%20article
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The Industrial Designer of The Mural 
 Wall at the Korean War Memorial 

 Reminds Us Never to Forget

Visionary industrial 
designer Louis Nelson 
conceived and spent 

five years creating the Korean 
War Veterans Memorial mural 
in Washington, D.C.—a striking, 
unforgettable granite mural featur-
ing the faces of those who served. 
Now, Nelson releases  Mosaic: 
War Monument Mystery (Original 
Trade Paperback; ISBN: 978-
1098366124), and examines how 
this war affected him and its vet-
erans–then and now—leading to 
his design of its mural wall and a 
new addition. Designed as a coun-
terpoint to the Vietnam Veterans 
Memorial, Nelson’s mural wall 
vibrantly honors the men and 
women who fought in America’s 
“Forgotten War.” In tandem 
with Frank Gaylord’s haunting 
steel sculptures, the wall forms a 
lasting tribute to both those who 
gave their lives and those who 
survived the brutal first salvo of 
the Cold War.

 
Mosaic details not only Nelson’s 

personal process and intentions 
in designing the mural, but also 
explores the complex web of 
motivations, aspirations, conflicts 
and controversies that accom-
pany the building of memorials, 
especially those commemorating 
war. “The basis of all my work,” 
Nelson explains, “is the purity and 
simplicity of design relationships 
working hand in hand with the 
story, the clear narrative to move 
people to understand and perhaps 
take action and assure their com-
fort in that process. At its core is 
that it must matter.”

 

In  Mosaic,  Nelson blends 
aspects of his own autobiogra-
phy, recounting the journey that 
shaped the work he designs. 
Raised in the melting pot of New 
York City, he studied at Pratt 
before a stint as a U.S. Army 
helicopter pilot. Military life, as 
absorbing as it was, took its toll 
on his first marriage, and he left 
the service, narrowly escaping a 
probable tour of duty in Vietnam. 
Returning to Pratt for graduate 
school, he went on to an eminent 
career as an industrial designer. 
In 1990, Nelson was asked 
to design the mural wall, and 
he immersed himself in the 
often-overlooked history of the 
Korean conflict. This profound 
engagement gave him great 
insight into the human reality of 
the war—a reality he chose to 
recreate and celebrate through 

some 2,000 faces, taken from 
actual photographs from the mil-
itary archives. Engraved into the 
granite through a constellation of 
points, these are images of dif-
ferent groups of occupations in 
each of the services—from truck 
drivers to pilots, signal men to 
telephone operators, boatswains 
to bridge builders, doctors and 
nurses to cooks.

  Nelson places the mural wall 
into multiple contexts: its phys-
ical and symbolic placement on 
the National Mall, straddling the 
Lincoln Memorial and providing 
a balancing arm to the Vietnam 

Veterans Memorial; its histori-
cal lineage in the long tradition 
of memorials to soldiers and con-
flict, in America and beyond; 
its healing powers as a place of 
remembrance and reflection for 
those who lived the experience or 
loved someone who did; and illu-
mination for those of us who need 
to be reminded of the call of duty 
and the sacrifice these no longer 
faceless service members made. 
 

Louis Nelson  is a visiting lec-
turer at Harvard University, 
Pratt Institute, Stockholm’s 
Konstfack University and 

Seoul’s Hongik University. He 
has been honored by virtually 
every significant design indus-
try organization in the coun-
try and abroad, awarded Pratt 
Institute’s Career Achievement 
Award, IDSA Industrial Design 
Excellent Award and nominee for 
the Smithsonian National Design 
Medal. He lives in New York with 
his wife, the noted singer, author 
and performer, Judy Collins. 

For more information, please 
visit www.louisnelson.com.

http://www.louisnelson.com
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800-575-4401www.BBIndustriesLLC.com

ONE heavy-duty pneumatic
piston lowers large islands 
safely and smoothly onto 
cabinets. Installer controls 
lowering the stone with a 
simple mechanical air valve.

EZ Installation Cart

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

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

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

Item# 
4051

For any size and height 
countertop or island installation. 

For more information, call or visit us online.

No hydraulics or 
electronics needed!

•Loading Capacity:  
1,100 lbs.

•Height Adjustment:  
From 34” to 42”

SCAN CODE TO SEE

EZ-Cart in action

BBIndustriesLLC.COM

•Weight: 
 190 lbs.

CTEF Hires Bradford  
Denny as Executive Director

The Ceramic Tile Education 
Foundation (CTEF) 
proudly  announces 

that  Bradford Denny CTI 
#1190 has joined CTEF as exec-
utive director effective November 
1, 2021. 

Most recently, Brad Denny was 
Vice President of Nichols Tile and 
Terrazzo in Nashville, Tennessee, 
a family-owned tile contractor 
business. He has a proven track 
record of success as a contractor 
and leader in the National Tile 
Contractors Association (NTCA), 
having served as a board member 
of NTCA. He became a Certified 
Tile Installer in January 2016. 

In 2021, Mr. Denny received 
the NTCA Tile Person of the Year 
Award for his volunteerism. He is 
passionate about the tile industry 
and the importance of proper tile 
installation methods and standards 
and serves as a respected mentor 
in the installation community. 

Mr. Denny takes on the role that 
Bart Bettiga, executive director of 
NTCA and member of the CTEF 
board of directors, has played on 
an interim basis, so CTEF could 
not only focus on launching cer-
tification programs such as the 
Certified Tile Installer (CTI) 
and Advanced Certifications 
for Tile Installers (ACT), but do 
so in the leanest manner possi-
ble with only two full-time staff-
ers: one focused on certification 
and education, and the other on 
administration. CTEF has been 
instrumental in developing and 
growing industry-recognized tile 
installation certification in the 
U.S., as well as offering import-
ant education programs that bene-
fit the tile industry. 

“It is time the Foundation has 
dedicated leadership to take 
CTEF to a new level utilizing all 
the tools put in place in the past 
few years,” says Bettiga. “We are 
excited to have found the individ-
ual we are confident will make 
that happen.” 

As CTEF executive director, 
Mr. Denny will manage CTEF 
from his home office in Nashville. 
He will be in regular contact with 
CTEF volunteers, board mem-
bers, and CTEF Staff. Scott 
Carothers, CTEF director of certi-
fication and training, will mentor 
him as he grows the program and 
trains evaluators. Mr. Carothers 
will continue to lead educational 
and training classes and programs 
offered by the Foundation. 

“I am honored to join CTEF as 
executive director, and excited 
about getting the word out about 
CTEF programs so we can 

significantly grow the community 
of certified installers who respect 
tile installation methods and stan-
dards and enthusiastically pro-
mote them with customers and 
specifiers,” says Bradford Denny.

“The lack of qualified and 
trained tile installers is one of 
the most significant threats to the 
growth of the tile industry, and 
the success of the CTI and ACT 
certification programs, as well as 
the training courses offered by 
the CTEF, is a vital component 
to solving this problem,” adds 
Bettiga. “Having a leader like 
Brad Denny on board is a sig-
nificant step in building on the 
mission of CTEF. Please join us 
in welcoming Brad to CTEF as 
executive director.”

To learn more about Mr. Denny, 
read www.ceramictilefoundation.
org/blog/nichols-tile-brad-denny, 
an interview conducted with 
him after he participated in the 
Installation & Design Experience 
with “Hidden Oasis” during 
Coverings 2019.

To donate in support of CTEF 
and its mission, please visit www.
ceramictilefoundation.org/donate 
-now  or consider becoming a 

corporate sponsor: www.ceramic 
tilefoundation.org/become-a-ctef 
-corporate-sponsor-benefits .

For more information about 
CTEF, visit  www.ceramictile 
foundation.org/about-us .

The Ceramic Tile Education 
Foundation (CTEF) provides 
education and installer certifi-
cation for professionals work-
ing in the ceramic tile and stone 
industry. Certification programs 
include the CTEF Certified Tile 
Installer (CTI) program which is 
the only third-party assessment of 
installer skill and knowledge to 
be recognized by the tile industry 
and the Advanced Certifications 
for Tile Installers (ACT).

CTEF is headquartered in 
Pendleton, South Carolina, 
near Clemson University and 
the offices of the Tile Council of 
North America (TCNA).

Bradford Denny, CTEF 
Executive Director

“Kindness is the language 
which the deaf can hear 

and the blind can see.”
– Mark Twain

®

http://www.ceramictilefoundation.org/blog/nichols-tile-brad-denny
http://www.ceramictilefoundation.org/blog/nichols-tile-brad-denny
http://www.ceramictilefoundation.org/donate-now
http://www.ceramictilefoundation.org/donate-now
http://www.ceramictilefoundation.org/donate-now
http://www.ceramictilefoundation.org/become-a-ctef-corporate-sponsor-benefits
http://www.ceramictilefoundation.org/become-a-ctef-corporate-sponsor-benefits
http://www.ceramictilefoundation.org/become-a-ctef-corporate-sponsor-benefits
https://www.ceramictilefoundation.org/about-us
https://www.ceramictilefoundation.org/about-us
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What makes Filter Project
a better choice than other

water clarifier systems?
• Double chemical system for 

cleaner water
• Siemens parts
• Pedrollo pumps/motors
• Items stocked in US
• Free remote service available
• US based technician for better 

customer service

LAMELLAR WATER
CLARIFICATION PLANTS

     Both Systems Include:
• Flocculant Unit

• Coagulant Unit

• Submersible Pump

• Relaunching Pump
 - 66 GPM = 4 HP
 - 105 GPM = 5 ½ HP

• Sludge Dehydrator Bag System

• Filter Bags
 - 66 GPM includes 1 bag
 - 105 GPM includes 2 bags

Sludge Dehydrator Bag 
System

Flocculant Unit Lamellar Pack - Wavy Dividers Control Panel Relaunching Pump

66 GPM (250 LPM) 66 GPM (250 LPM) 

105 GPM (400 LPM)105 GPM (400 LPM)

CALL
1-877-315-4761

for pricing
and availability

SAVE MONEY AND TIME!!!
NO DOWN TIME CLEANING SLUDGE PITS
4-5 YEAR PAYBACK - THEN FREE WATER

Fully loaded systems
include Delivery & Installation

HOT DIPPED GALVANIZED = 20+ YEARS
All Filter Project Lamellar Water plants are built using sturdy, first quality materials and ground breaking techniques. 

Water clarification plants play an ever-increasing role in running a productive and profitable stone fabrication or 
processing enterprise. 

Everything for the Stone Industry

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

*Freight charges may apply

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

Item# 12124

If You have a CNC 
Machine, You NEED 

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

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

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

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

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

SEE THE

VIDEO

BBIndustriesLLC.com

LESS THAN

$1,255/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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