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Maximizing Potential with 
ActionFlow 
There was a common nar-

rative that came from the 
stone countertop shops 

the Slippery Rock interviewed in 
2021. Most admitted they had a 
phenomenally good year in the 
residential market. Many con-
cluded that sales of natural stone 
for both indoors and out was pri-
marily due to their clients spend-
ing lots more time in their homes, 
over the last few years. It’s logical 
to presume, with COVID variants 
still on the loose, that 2022 will be 
about the same, with folks staying 
close to home. 

   If your company has also ex-
perienced this phenomenon, you 
may be thinking about where to 
invest your hard-earned bucks for 

Peter J. Marcucci
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Please turn to page 2

the most return this year. Maybe 
it’s a container of the trendiest 
exotics or the latest robotics. How 
about a facelift of that same ole, 
same ole showroom to up your 
game and hold your clients’ at-
tention? These are all great op-
tions, but have you looked closely 
at how well your current system 
flows from sales to installation? 
Where are the bottlenecks – and 
every company has them – and 
will these bottlenecks get worse 
with higher production, causing 
frustration to team members and 
clients? It was with these consid-
erations in mind that the folks at 
ActionFlow created an app that 
has your back. 

   
Reese Watt, founder and cre-

ator of ActionFlow, has a solid 
background in computer pro-
gramming as well as the stone 
industry. He combined his accu-
mulated knowledge into one great 

package, recalled Watt. “ In 2004, 
I was hired as a contractor to write 
software for Hallmark Stone in 
Saint Louis, Missouri. The soft-
ware they were wanting was sim-
ilar to what I had created for other 
companies in the past, and I took 
those foundational pieces and cre-
ated a product called, ‘JOT,’ short 
for job tracking.” 

 The company liked the product, 
and Watt was soon hired as the IT 
manager, where he learned even 
more about the industry. 

By 2011, Watt decided it was 
time to move on. He had learned 
all he needed to continue his quest 
for an even better way to run a 
fabrication company, he con-
tinued. “When I left Hallmark 
Stone, I created ActionFlow from 
the ground up, based on every-
thing I had learned over the last 
seven years. I felt like the exist-
ing applications out there were 
not meeting the needs of fabri-
cation shops. ActionFlow is a 
cloud-based, scalable app, cre-
ated to help manage and stream-
line countertop production. It is a 

Back from the Brink: 
Stone World TN

Saving a Piece of History 
With Natural Stone

How Do I Control the Chaos?

Does Your Countertop 
Company Have a Social 
Media Strategy?

Manufacturing Impacts: 
Natural Stone vs. Porcelain

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

clear, colorful and intuitive way 
to pinpoint any job at any stage of 
production, because you have the 
ability to map out your processes 
and automate the flow of actions, 

from the quote all the way to the 
installation.”

The ActionFlow team at the 2022 TISE show.  ActionFlow 
facilitates communication within the entire shop by managing 
and streamlining production. It can create a schedule of jobs 
ready to be installed and confirmed with the customer, among 
other valuable features. ActionFlow scheduler from 

the desktop, admin view.
This custom dashboard 
carries a lot of information, 
including personnel, outlined 
projects and responsibilities, 
and the timeline to complete 
installation.
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   Kyle Hunt, head of sales and 
marketing added, “We’ll work 
with the fabrication company, 
asking, ‘What steps do you take 
to complete your jobs?’ When 
they tell us, we teach that to Ac-
tionflow, and then ActionFlow is 
able to assign tasks to those em-
ployees, so they know exactly 
what they’re supposed to be do-
ing , each step of the way of each 
job. When finished, the job can be 
marked complete.” 

Continued from page 1

   Another key component of Ac-
tionFlow is what’s called the “Do 
Now List.” In a nutshell, it’s a list 
of priorities that must be complet-
ed by a certain time. For example: 
every user has this list, and when 
a person comes to work, he or she 
might have ten items that need to 
be done that day. When one of 
those items is completed and is 
dropped off the list, this triggers 
other actions for other users to 
complete, and if everyone does 

Keeping Shops Ahead 
of the Curve  

The first release of ActionFlow 
was in 2012, and by 2016, it was 
in use by a dozen companies. Ac-
cording to Watt, one of the key 
components is the account man-
ager. This manager is there from 
the beginning, getting everyone 
up and running, as well as for the 
duration, he explained. “When a 
customer signs up, they get a ded-
icated manager here at Action-
Flow. We’ve put a lot of effort 
into this transition period, where 
our account manager gets to know 
them by first name, and they get 
to know the manager by first 
name. We also request a whole 
set of data, such as how they cost, 
how they price, what their pro-
cesses are, and who is doing what. 
We then enter that initial config-
uration information, test the sys-
tem, and train and guide the users 
through the transition process to 
get them over that hump. Going 
forward, that account manager 
remains dedicated to that one ac-
count throughout the life of the 
account, and is the one person 
the fabricator will call when they 
have a question or a request.” 

their part, nothing falls between 
the cracks, and everything gets 
done. Additionally, schedules, 
reports, estimates and pricing are 
also viewable by those who have 
overview priority clearance to do 
so. Basically, everyone sees only 
what they need to see, alleviating 
complications and confusion, and 
streamlining operations.
   There is also a feature called, 
“The Paperless App”, that’s used 
for jobsite visits. For example: 
You’re sending your templater 
somewhere out in the boonies, 
internet service is questionable, 
and he or she needs all the info. 
Before the templator leaves the 
shop, all the info is download-
ed into the app, and is there for 

them when needed. Additionally, 
information acquired when on the 
jobsite, such as electronic tem-
plate info, notes, photos, or a cus-
tomer’s signature can be placed in 
ActionFlow, and then uploaded 
upon returning to the shop.

Built-In Benefits
Watt: “ActionFlow offers peace 

and productivity. We wanted to 
reduce stress, and believe that 
people are more productive and 
enjoy life more when they’re not 
stressed. By organizing these pro-
cesses, we can improve the peace 
and productivity of employees, 
and those two go hand-in-hand in 
creating higher profits. 

ActionFlow

Please turn to page 3

Below:  ActionFlow quoting tool sample shows 
the flexibility built-in to suit the user’s needs.  
This screen includes job layout and pricing 
information, and allows the user to assign in-
ventory to jobs. An additional feature allows 
you to see your margins on each job, and to 
duplicate the parameters for similar projects, 
like a multifamily job. Substituting a different 
material is easy, for managing upscale jobs.

ActionFlow Fabrication Scheduler calculates time needed for 
each step of the fabrication process, and works in sync with the 
install schedule to pinpoint bottlenecks.

Above:  The view in the field.  ActionFlow 
creates a shared schedule, and allows you to 
plot the most efficient route and share the 
destination with install teams.
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ActionFlow

“We do this through offering 
powerful features in this automa-
tion tool. We offer three differ-
ent tiers of features, from basic 
to full featured, making it scal-
able to whatever size company is 
using it. We are also constantly 
upgrading our features, and typi-
cally publish a new version every 
week. All versions have a robust 
technical foundation built on 
Microsoft technology, including 
redundancy.” 

Hunt: “The scalability of 
Actionflow is very important. 
Shops are able to start with the 
basic package, get good processes 
going and get the data into a sys-
tem. Then, as you grow you can 
step up to our Enterprise Package 
and have the tools you need to 
make better business decisions. 
I think this is crucial, because 
if you’re scrambling through a 
bunch of different papers in dif-
ferent places, early on, it’s harder 
to see that data, and make good 
business decisions. ActionFlow is 
ready to grow with your company 
every step of the way.”

To recap: ActionFlow allows 
any size shop to consolidate 
all information within a single 
source. It’s like a hub on a wagon 
wheel, the hub being the infor-
mation and the spokes being the 
people. You can draw graphs and 
reports using Microsoft Power BI, 

quote in it, schedule in it, see prof-
its in it and store pictures in it, and 
then share them with team mem-
bers or clients where applicable. 
With the click of a mouse or the 
touch of a finger, ActionFlow’s 
flow chart will keep your com-
pany on track, all the way from 
sale to sign off. It is fully custom-
izable, and integrates with Quick 
Books and similar software, 
thereby elevating bookkeeping 
redundancy. There is also a fea-
ture called “Red Flag Report” 
that alerts managers when a job is 
stalled in production. 

The basic version of ActionFlow 
has a reasonable monthly sub-
scription fee, and is a great way 
to start putting solid procedures 
in place.

There’s an additional bene-
fit, announced just this year. 
ActionFlow partnered with a 
credit card company to create a 
feature called “Action Pay,” giv-
ing the customer a button to push 
in their email quote to make a 
deposit, making it easy to get the 
ball rolling. Pretty slick, eh?

For more information, go to 
www.actionflow.net and try the 
demo, or email Kyle Hunt at 
kyle@actionflow.net .

If you missed ActionFlow at 
The International Surface Event 
in February, they are hosting a 
Peace and Productivity semi-
nar at ActionFlow Corporate this 
April in St. Louis, Missouri. Lots 
of learning, lots of fun.

Left: ActionFlow data can be exported 
to Microsoft BI, a data visualization pro-
gram. This allows you to see your data 
and create reports through a custom 
dashboard.  Individual and company per-
formance can be tracked through sales, 
jobs completed, and more.

Top: ActionFlow has an inventory system 
available with the Enterprise package. 
Search your inventory by different criteria 
like manufacturer, color, and type of stone. 
Determine availability in your inventory. 
Create purchase order and send to ven-
dors to order the stone specified for a job.  
ActionFlow also can link with other inven-
tory and labeling systems like Slabsmith.

Center:  ActionFlow sends a Red Flag 
report to alert managers when a process 
is falling behind, to help solve issues as 
they occur.  This comes as a basic feature 
and is customizable to your shop.

http://www.actionflow.net
mailto:kyle%40actionflow.net?subject=Tell%20me%20about%20ActionFlow
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BB Industr ies’  (BBI) 
quickly growing Tech 

Support program expands upon 
its CNC support to include in-
line tooling. The team includes 
industry veterans Peter Hauser, 
Director of CNC and Technical 
Services; Jerry Herring, CNC 
Tech Support; Josh Hart, CNC 
Tech Support and Ken Bloom, 
Inline and  CNC Tech Support.

Here’s what Alex Camarre, 
Operations Manager at Buffalo 
Granite & Marble in North 
Tonawanda, New York had to say 
about the BB Industries’ CNC 
Support Service. “The support 
we’ve received from Peter Hauser 
has been unbelievable. Most 
other companies make you pay 
for the knowledge of their techni-
cians and they will set you up just 
enough to get you started. BBI 
and Peter’s support really aims 
to maximize the efficiency of the 
equipment you already have. It 
is incomparable to any other ser-
vice our company has received. 
We have seen improvements up 
to 50 percent on our INTERMAC 
CNC run time. On top of that, we 
are now able to take most of our 
pieces off the machine without 
further hand polishing needed.” 

“Having the ability to speak to 
people with experience like Pete 
and Jerry on the BB Industries 
CNC support team has definitely 
made things easier for me and our 
Konkus Marble CNC team,” said 
Konkus Marble CNC department 
manager. 

“Their guidance has helped 
us to run our machines faster, 
increase our production, and 
our CNC tooling life has dras-
tically improved. We have also 
been able to run quartzite with 
no issues, which is a significant 
improvement for us. 

BB Industries Introduces 
Game-Changing Inline 

Tooling and CNC Support

Peter Hauser
Director of CNC & Technical 

Services

Jerry Herring
CNC Technical Support

Josh Hart
CNC Technical Support

Ken Bloom
Inline & CNC Technical Support

Please turn to page 5

“Neither the wisest constitution nor the 
wisest laws will secure the liberty and 

 happiness of a people whose manners are 
 universally corrupt.”  — Samuel Adams

mailto:g.covell%40slipperyrockgazette.net?subject=Tell%20me%20about%20SRG%20advertising
mailto:publisher%40slipperyrockgazette.net?subject=March%20Slippery%20Rock%20Comments
http://www.slipperyrockgazette.net
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How Do You Compare?
Prove Your Quality & Safety Practices are Best in Class

Only the fi nest companies in the industry can meet all of the 
qualifi cations necessary to earn Natural Stone Institute Accreditation. 

Di� erentiate yourself from the competition. Prove to design teams 
and consumers that your fabrication and installation methods 

are best in class and that safety is a top priority. 

Get started by watching our accreditation webinars.

naturalstoneinstitute.org/accreditation

Project completed by Carnevale & Lohr, Natural Stone Institute Accredited since 2014.
Vermont Quarries 

has sponsored the 
2022 Natural Stone 

Institute Stone of the Year. 
Olympian White Danby 
marble will be featured on 
2022 member certificates, 
membership code of ethics, 
and association marketing 
materials throughout the 
year.

Olympian White Danby 

‘It has been wonderful 
to be able to not stress or 
worry because I know that 
the BBI team makes them-
selves available when we 
have issues, and they are 
only a text away. They are 
there for us like an exten-
sion of our department, 
and they help us get the job 
done.”

“As BB Industries con-
tinues to grow strate-
gically, we are making 
significant investments to 

NSI Announces “Stone of the Year”

Olympian White Danby Marble, sourced from Vermont 
Quarries, is Natural Stone Institute’s 2022 Stone of the Year.

marble is quarried and 
manufactured in Danby, 
Vermont. This marble’s low 
absorption rate (0.08 per-
cent) makes it versatile for 
use on interior and exterior 
projects. World renowned 
architects and designers 
have specified Olympian 
White Danby on floors, 
walls, kitchen countertops, 
bathroom vanity tops, recep-
tion desks, pavers, and even 

on the inside of a pool. The 
soft white background with 
very little movement makes 
this marble a great choice for 
almost any project.

To learn more about 
Olympian White Danby 
marble and the Natural 
Stone Institute’s Stone of the 
Year program, visit www.
naturalstoneinstitute.org/
stoneoftheyear. 

Get Your Integra 
Adhesives HERE!

 NOW 
AVAILABLE

AT BB INDUSTRIES

Call BBI’s knowledgeable 
Customer Delight Reps 
toll-free 1-800-575-4401 to 
order Integra Colored 
Cartridge Adhesives and 
more! www.BBIndustriesLLC.com

bring in industry experts 
to expand technical train-
ing and installation for our 
customer partners,” said 
BBI CEO and President 
Rick Stimac. “Our focus is 
developing and enhancing 
industry-leading products 
and services that solve cus-
tomer issues.” 

“We are not aware of 
any other tool vendor who 
is providing this level of 
tech services to its cus-
tomers,” said Jeff Dykstra, 
BB Industries, VP of Sales 

and Marketing. “We know 
our experience can bridge 
the gap on training for 
inline tooling by working 
with manufacturers and 
fabricators.” 

Since its beginning in 
1994, BBI’s philosophy 
has been to offer the best 
customer service and the 
best value for the money. 
This is done by deliver-
ing exceptional products 
and first-class service to 
our partners in the stone, 
tile, and concrete indus-
tries. For more info, visit 
BBIndustriesLLC.com and 
https://www.facebook.com/
BBIndustriesLLC.USA .

BB Industries Introduces 
Game-Changing Inline 

Tooling and CNC Support
Continued from page 4

http://www.naturalstoneinstitute.org/stoneoftheyear
http://www.naturalstoneinstitute.org/stoneoftheyear
http://www.naturalstoneinstitute.org/stoneoftheyear
http://BBIndustriesLLC.com
https://www.facebook.com/BBIndustriesLLC.USA
https://www.facebook.com/BBIndustriesLLC.USA
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Ed Young
Fabricator’s Business 
Coach

Training & Education

IF you are a regular reader of the Slippery Rock Gazette 
you know there are literally hundreds of pages of 

information here on how to improve your business. Those 
of us who submit that information care about this industry, 
and we want all of you to be more successful.

There is so much helpful information in these pages 
that it can be overwhelming to know just where to 
start.  To help, I’d like to offer some guidelines as you 
approach improving your business in 2022.

First: Decide
To successfully improve your business, you need to 

decide that you are going to run your business instead of 
the business running you. You will no longer spend all 
your time working IN your business — you will now 
spend time working ON your business. You will decide 
how your business operates — not your customers or 
employees.  You will make the decisions and take the 
actions needed to take control of your business. You will 
deal effectively with your sacred cows (See my June 2021 
article Sacred Cows May Be Killing Your Business).  

Only when you get comfortable with living outside 
of your comfort zone, will you begin to drive lasting 
improvement in your business. This comes from decid-
ing that enough is enough and, from now on, things will 
be different.

Next: Take Care of the Basics
Goals: Yogi Berra famously quipped, “If you don’t 

know where you are going, you’ll end up someplace else.” 
My version of that is:  If you don’t know where you are 
going, maybe you are already there.

What are your goals for 2022?  What level of revenue 
and profit are you shooting for? Do you plan to add equip-
ment in your shop? Do you plan to add salespeople?  Is 
this the year you finally take the leap and go digital?

Just as essential as planning for this year is planning 
where you want to be in 5 years. This should be driven 
by your exit strategy.  Your exit strategy relies on cash-
ing out at a certain dollar figure.  This means your busi-
ness needs to sell at a price that gives you those dollars.  
Today’s value of your business is your starting point.  The 
exit strategy is your end point.  You should be charting a 
path to get from where you are now to your exit date.

Defining your end goal is critical to help you get 
through the inevitable rough patches on this journey.

Management: Build the discipline of a management 
cadence.  In May of 2021 (Manage to Get Your Life Back), 
we talked about what that rhythm looks like. The article 
included specific examples of daily, weekly, and monthly 
activities that keep you and your mangers focused on the 
critical issues that drive the performance of your business.  
This cadence is the foundation of your business manage-
ment system.

Good management also includes making sure you have a 
training program for all positions.  This program is driven 
by the roles and responsibilities as defined in your job 
descriptions.  As difficult as it is to find good people these 
days, the last thing you want to do is to spend all that 

you how to free up over 20 percent of the capacity you are 
already paying for. Additionally, it will help you drive to a 
short, fixed template-to-install lead time of 5, 6, or 7 days. 
Implementing all the components of that system will also 
allow you to begin predicting your month-end profitability 
– while you are still operating in that month.  This is the 
key to running your business proactively as opposed to 
constantly being in reactive mode.

If you are in mode #2, you need a good sales and market-
ing strategy. This does not include a strategy to offer the 
lowest price in your market. A good marketing strategy is 
based on defining what you do better than anyone else – 
why customers should buy from you.  It then details how 
you will deliver that message to your market segments.

If you want to grow your retail market segment, you 
might generate some videos that show your graph-
ic-wrapped trucks, your installers in clean uniforms, and 
examples of how you use technology to communicate 
effectively with customers. (Example: Show a text with 
a photo of your lead installer, his name, and the expected 
arrival time for today.) That video would include your tag-
line and website. This message can be effectively deliv-
ered on multiple social media platforms.

If you want to grow your dealer or contractor market, you 
might integrate your messaging in marketing collaterals 
that can be used in a snail mail campaign that is followed 
up with phone calls and personal visits. This messaging 
could be the same as in the retail example above or it could 
focus on your short lead times and very low callback rate.

It is important to remember that you are in the busi-
ness of solving problems for your customers. Effective 
marketing tells your customers how you do that better than 
anyone else.

As you work through all the above suggestions, it is 
important to play to your strengths. Know what you 
are good at and make sure you have the processes dialed 
in to robustly support that work before you decide to add 
a complimentary product line. For example, I’ve had cli-
ents who wanted to add cabinets to their countertop busi-
ness.  This is a logical move: the products go together like 
hand and glove. It looks good on paper until you realize 
the company:

• Consistently misses template and install targets 
• Has a 7 percent callback/remake rate 
• Has trouble keeping good employees
• Has no PM system so its machines frequently break  

 down
• Has an owner who constantly chases the newest
 ‘opportunity’ or ‘special project’.

Adding cabinets to a fab shop like that could easily kill 
the entire business. Play to your strengths.

As you review the information provided by all the 
resources represented in SRG, remember that your busi-
ness is a vehicle to help you achieve what you want in 
life. Use these resources to help you build a strong founda-
tion for how you run your business so that it can take you 
where you want to go.

As a fab shop owner, you deserve to have a business 
that makes you money and also allows you the time 
to enjoy it. If you need a COACH to get you started, 
email the author at Ed@FabricatorsCoach.com, or call 
864-328-6231.

How Do I Control the Chaos?

time and effort recruiting good candidates only to have 
them fail because you didn’t train them. You must have 
a good training system that helps ensure every new hire 
has a high probability of being successful.

Just like it is critical that you take care of your employ-
ees, it is also critical that you take care of your equip-
ment.  A strong preventive maintenance program can 
greatly extend the useful life of your expensive machin-
ery. I have a client who is still using the same water jet, 
bridge saw, inline polisher, and CNC machines that they 
bought over 15 years ago. They are clean. They consis-
tently deliver a quality product. And they have little 
unscheduled downtime.  This is because they have been 
consistently maintained, upgraded as appropriate, and had 
critical components replaced/rebuilt when needed. That’s 
just good business.

Then: Shift Into High  Gear
After you have your foundation in place and you 

begin to assess where you are this year, you will find 
that you are in one of two modes:

1. A long backlog of work that will keep you busy for a 
couple of months, and you really need more capacity now, 
or
2. You have significant production capacity that isn’t 
being used, and you need more sales now.

If you are in mode  number 1, you have more sales than 
your shop can handle.  The system described in my series 
of articles from Dec 2020 through May 2021 will show 

1. DECIDE

2. TAKE CARE OF THE BASICS

3. SHIFT INTO HIGH GEAR

GOAL: 
  GROW 
  YOUR 
  BUSINESS

“If you don't know where you are going, 
you’ll end up someplace else.”

– Yogi  Berra

mailto:Ed%40fabricatorsCoach.com?subject=Slippery%20Rock%20article
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Capacity Planning in 2022

Ed Hill
Synchronous Solutions

Training & Education

This time last year, most fab-
ricators were in the midst 
of a major tsunami. We 

expected it, some planned for it, 
and others suffered through it. The 
pent-up demand was enormous, 
then vaccines became available to 
provide some security against the 
terrible pandemic, and business was 
booming. Most companies expe-
rienced a dramatically increased 
volume of sales. We saw business 
growth of 25 to 50 percent in many 
cases.

Then we ran into new problems. It 
became extremely difficult to attract 
and retain enough employees to 
maintain existing demand, much less 
enough to add capacity to accommo-
date significant growth. The virus 
did not subside as we had hoped, 
and employee absences became a 
serious threat to productivity. 

The supply chain issues have 
impacted our business, too. Some 
slabs and sinks are unavailable 
or slow to arrive. Customers who 
ordered new cabinets are delayed 
for weeks or even months. Our chal-
lenging business has become even 
more challenging.  

More than ever before, sufficient 
planning is the key to success. 

There are three types of capac-
ity that should be in your planning 
routine:

• Productive Capacity 
– The minimum required to get 

the job done. Given the uncertainty 
of demand and availability of capac-
ity resources, it is important to plan 
for various scenarios. A robust 
tool is needed rather than just “gut 
instinct.”

• Protective Capacity 
– Capacity to absorb variability. 

This is the minimum capacity plus 
about 15 percent more at non-con-
straints to accommodate the inevi-
table attacks by Murphy. Protective 

capacity is more important than ever 
given the uncertainties we face.

• Excess Capacity
– Too much capacity at any 

resource step is wasteful. If any 
resource demonstrates more than 
about 15 percent Protective Capacity 
over the absorption of variability, 
that is excessive and uneconomical.

Productive Capacity
The minimum capacity needed 

at each process step is called 
Productive Capacity. It is fairly 
easy to calculate by comparing the 
demonstrated productivity at each 
process step to the needed square 
feet, per day. However, as we all 
know, “Murphy Lives,” mean-
ing that you must have some addi-
tional capacity over the minimum to 
accommodate the inevitable issues 
that will occur every day, such as:

• Staffing issues. Absenteeism, 
turnover, vacations, training, etc.

• Equipment issues. Machine 
downtime, tooling availability, etc.

• Material issues. Poor quality, 
erratic delivery from vendors, etc.

• Weather issues. 
• Coronavirus issues.
• Etcetera, etcetera… 

It is a fact that if you only plan 
for the minimum capacity, you will 
always struggle to meet the market 
demand. That approach can result in 
excessive overtime, potential qual-
ity problems, employee burnout and 
extreme chaos throughout the busi-
ness process.

Protective Capacity
Therefore, given the reality of 

Murphy, it is important to establish 
and maintain Protective Capacity 
throughout the operations system. 
Protective Capacity is essential for a 

smooth and predictable process flow. 
Maintaining Protective Capacity at all 
times allows you to:

• Achieve and maintain short cycle 
times.

• Absorb the daily attacks by 
Murphy without affecting the install 
schedule.

• Finitely schedule the Control Point 
(Install) with assurance that the sched-
ule can be met.

• Bring stability and calmness into 
the business system.

• Confidently sell because there is 
knowledge that manufacturing can 
meet the demand.

Note that Protective Capacity is not 
an additional cost issue. In fact, it will 
save you money and, more impor-
tantly, it will allow you to create more 
$T value with less need for overtime, 
stress and chaos in busy times.

Planning for Growth
The Protective Capacity Planner 

(PCP) is the tool to use in planning for 
profitable growth. This tool will tell 
you when to take certain actions to 
keep three important business metrics 
in alignment:  (1) the projected market 

demand; (2) the needed manufactur-
ing capacity to meet that demand; (3) 
and your resulting financial goals. 
This report will show you the cur-
rent status of each. It will allow you 
to do a “what if” analysis to check 
the effects of any demand projection 
and any operational action. It is the 
“long-term planning tool” for your 
business. It is the essence of plan-
ning using the Synchronous Flow 
business system.

The example below is a portion 
of the PCP indicating the sales pro-
jections by product and market seg-
ment. Only the white cells require 

data entry and should be updated 
monthly to assure current informa-
tion is posted.  

The system then calculates the 
daily Throughput ($T) required to 
be scheduled in order to meet the 
demand. We use $T rather than 
square feet or any other dimensional 
metric, because it is more reflec-
tive of the actual labor content, and 
it is directly related to the company 
financial goals.

In this PCP example, only the white cells require data entry and should be updated monthly to as-
sure current information is posted.

The black is when the calculation is at 40 hours or less, the red font indicates that some overtime will 
be required, and red fill is excessive overtime required (over 48 hrs. per week).

Please turn to page  13
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Hard-Shell Topical Sealers
Mostly based on urethane resins, 
hard-shell topical sealer should 
only really be used to coat problem-
atic stones, such as slate, and sand-
stone. The type of protection that 
this kind of sealer offers is more 
familiar to clients, as it is similar 
to what they are used to with wood 
products, such as furniture, and 
floors. There are problems, how-
ever. Two of them, in fact.

The Natural Cleft Problem
The typical finish of the kinds of 
problematic stone that suit this seal-
ant is not even, and features what is 
known as a natural cleft. Whereas 
wood can be sanded smooth, the 
process of grinding the natural cleft 
from something like slate so that it 
is flat would defy the point of using 
that kind of stone in the first place, 
since it is that natural, irregular sur-
face look that is appealing. So what 
is the problem with a natural finish 
on this type of stone?
Well, it depends on the use, but for 
the more common uses, such as 
floors, the high spots of the stone 
would be subjected to much more 
wear and tear than the low points. 
This would result in an accelerated 
wearing down of the surface, which 
would eventually expose unsealed 
stone. Not the best look.
Of course, if the stone is being used 
somewhere where it will not be 
subjected to things like foot traffic, 
this would not be a problem.

A Deep Dive Into the World of Stone Sealers
Reprinted Courtesy 
MB Stone Care Refurbishing outdoor 

installations like stone 
facades, statues, stone 

bridges, and even tombstones 
has long been a stone resto-
ration activity held in the highest 
of regards, and has been one 
of the more recognized exam-
ples of the craft. As you might 
expect, a great deal of skill and 
expertise goes into this kind of 
work, which can include spe-
cialty cleaning to pointing, and 
even as far as replacing pieces 
of stone in the feature itself. 
When dealing with something 
as visible and recognizable as a 
statue, facade, or bridge, great 
care must be taken to not alter 
the features of the installation in 
the course of repair.

As such, it would be a disservice 
to the craft as a whole to attempt 
to explain everything in a rela-
tively short article. Instead, we 
will focus on the less demanding 
tasks that are often required of a 
stone restoration contractor.

By far, one of the largest aspects 
of a stone restoration profession-
als’ job will be the cleaning and 
sealing of stone installations, with 
the majority of these installations 
being floors.

It may seem odd – even demean-
ing – that a highly skilled stone 
restoration professional would 
take on the seemingly simple task 
of cleaning and sealing, but the 
truth is, this type of work is very 
much within their wheelhouse, so 
to speak, and floor work or seal-
ing are not an unskilled tasks. Far 
from it, in fact, as it will usually 
help to reinforce the contractor's 
reputation, not to mention giving 
them more exposure to the mar-
ket. Word of mouth still counts 
for a lot, even in today's social 
media-fueled world.

The important thing to remem-
ber is that natural stone is not cheap 
– stone installations even less so – 
so people are more hesitant when 
it comes to hiring someone to tend 
to their installation. Cleaning and 
sealing may be one of the less tax-
ing activities a stone restoration 
professional will undertake, but 
that is not the same as an unskilled 
job. As such, it provides a perfect 
inroad for a contractor to build up 
their reputation.

Stone Sealers
There are two main types of stone 
sealers that are distinguished by 
the way in which they go about 
their task. Topical hard-shell seal-
ers act as a kind of coating, largely 
sitting on the surface of the stone. 
Penetrating sealers, on the other 
hand, impregnate the stone. There 
are other types of sealers, such as 
soft-shell topical finishes, but these 
are so rarely used that we won't con-
cern ourselves with them here. 
It should be noted, however, that 
a significant portion of the rea-
son these types of sealants are not 
commonly used is not necessarily 
a reflection on their effectiveness, 
but on certain misconceptions about 
them. If people generally believe a 
product to be inferior, they won't 
request it, even if they are wrong. 
Of course, stone restoration con-
tractors are often likely to know 
better, but that does not mean they 
are interested in spending time con-
vincing a potential client, rather 
than just taking the job. It is worth 
remembering that the world of 
stone restoration is often an expen-
sive one, and the types of personal-
ities a contractor will encounter are 
not likely to be the kind of person-
alities who are interested in having 
what they asked for questioned. In 
other words, pushing the virtues of 
something like soft-shell sealant on 
a client who wants hard-shell could 
well lose them the job.

The Long-Term Care Problem
Over enough time, any surface 

will wear down. In the case of a 
urethane finish on a wood floor, 
this can be dealt with by sand-
ing the wood back to a smooth 
finish and resealing it. With a 
stone surface like slate or sand-
stone with a natural cleft, the 
only way to achieve this would 
be to grind the stone flat. As we 
mentioned above, this is possi-
ble, but it would defy the point of 
having such beautiful and inter-
esting-looking stone in the first 
place.

This leaves only one way to 
remove the topical finish without 
affecting the surface of the stone 
itself; chemically. Unfortunately, 
urethane sealers are not as eas-
ily stripped away as the unpopu-
lar soft-shell options. The options 
going forward do not make life 
any easier. The solvent, meth-
ylene chloride, is effective, but 
is rumored to be carcinogenic. 

There is also a product made in 
Richmond, Virginia, that can 
allegedly perform this task and 
is non-toxic, but we are given 
to believe it is very slow when 
compared to the methylene 
chloride, and requires several 
applications to get the job done.

This list of problems tends 
to put many contractors off of 
taking on a job like this, espe-
cially since there is so much 
other business out there at the 
moment. Still, the cost of any 
work will usually be determined 
by a compromise between the 
most a client is willing to pay, 
and the least a contractor is will-
ing to accept. If a client is strug-
gling to find anybody to take on 
their work because of the prob-
lems we have covered here, they 
will likely be willing to pay 
more to the contractor who will 
take the job on.

Hard-Shell Conclusions
All things considered, hard-

shell topical sealers certainly 
have their place in the world of 
stone sealing, but that place is 
apt to be one with low traffic. 
While they are very effective, 
the longer-term ramifications of 
this type of sealant leads many 
contractors to go a different 
route.

mb

Please turn to page 10
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which is not good for this kind 
of sealant. Attempting to use this 
type of sealant on stones that are 
too dense to absorb it will not 
only not have any benefit, but 
it can also create “ghost water 
stains” as a result of the seal-
ant sitting on the surface and not 
being absorbed.

As a general rule of thumb, if 
the absorbency rating of a stone 
is less than 0.2 percent, sealing 
is not advised. Of course, find-
ing out the absorbency rating of 
stone is not always possible, and 
certainly not easy. Another way 
to check is to perform a test. Find 
a piece of stone like that which is 
to be sealed that can be discarded. 
Lay it flat and drop a little water 
and a little cooking oil on, and let 
them sit for five minutes. Then 
wipe the stone clean. If there are 
dark patches where the water and 
oil were, the stone has absorbed 
some liquid. In this case, seal-
ing the stone would make sense, 
since you know it will absorb the 
sealer. This is generally the best 
way to determine if a floor should 
be sealed (if you can get a piece 
of stone to test on), especially if 
the installation being sealed is an 
old stone structure. 

It is also worth remember-
ing that the absorbency ratings 
for any given type of stone are 
determined when the stone is in 
its pristine state, which may not 
be accurate even for relatively 
freshly cut stone, never mind 
stone that is years, decades, even 
centuries old. There is also the 
matter of how the stone is pro-
cessed. Some stones are cut or 
polished in such a way that it 
effectively increases the surface 
tension of the stone, meaning it 
would not be suitable for sealing, 
even though its absorbency rating 
would suggest otherwise.

Another factor is the environ-
ment in which the stone resides. 
For example, an absorbent stone 
that is installed in a kitchen envi-
ronment will certainly need seal-
ing, as there is a high likelihood 
of spillages and general moisture 
content in the air. Conversely, 
stone that is installed on the walls 
in the confines of a dry office is 
unlikely to suffer much in the 
way of spillages, so the practical-
ity of sealing it would need to be 

A Deep Dive Into the World of Stone Sealers

In situations where there is not 
much foot traffic, there are far 
fewer downsides to hard-shell 
topical sealers. But for those 
high-traffic areas, it is often a 
case of trading one problem for 
another. And, with that in mind, 
let us consider the alternative...

Impregnating Stone Sealers
Impregnating sealers can be 

broken into two major types: 
solvent-carried and water-car-
ried. Solvent-carried impregna-
tors can be based on siloxane, 
silane, or are ester epoxy-based. 
Water-carried impregnators, on 
the other hand, are based on res-
ins in the fluorocarbon group, 
such as alphatic resin, though 
there are some silicon-based 

options available. There is also 
talk of research into nano tech-
nology-based alternatives, though 
there is nothing concrete to speak 
of, yet.

So, how does an impregna-
tor work? Rather than forming a 
protective coating on the surface 
of the stone, impregnating seal-
ers work by being absorbed into 
the stone. Once absorbed, the car-
rier (the solvent or water we men-
tioned above) evaporates, leaving 
the resin behind to clog up the 
pores of the stone.

The way this kind of sealant 
works means that it is only effec-
tive on the more porous types of 
stone that it can be absorbed into. 
Technically speaking, all dimen-
sional stones are porous to some 
degree, but some are so dense 
as to be practically water-tight, 

considered more carefully. Which 
brings us nicely to our next topic.

Does Stone Need Sealing?
More often than not, the ques-

tion which sealer should be used 
on a stone installation is asked 
without ever considering if the 
stone needs sealing. As a general 
rule, stone is better for being left 
alone wherever possible. Granted, 
there are situations where sealing 
stone is necessary, but there are 
also situations where it is emphat-
ically not necessary, and, in those 
cases, we would recommend 
leaving the stone be.

So why do stone installations 
get sealed so often, if it is not 
essential? No doubt fueled by the 
people and companies that sell 
sealant, there is a sort of socie-
tal lionizing of sealant as some 
magical substance that can pro-
tect everything it comes in con-
tact with. In truth, impregnating 
sealers are not nearly as neces-
sary as people tend to believe, nor 
are they as effective as the mar-
keting would have you believe. 
Staining is certainly a possibility 

with a stone surface –particu-
larly a porous one – and sealer 
can help in the right circum-
stances, but the truth is, stain-
ing is often not that big a deal, 
and can be removed without too 
much fuss.

MB Stone was founded in 1989 
by Maurizio Bertoli. His passion 
led him to develop products and 
techniques for professionals and 
homeowners. After Maurizio 
passed in 2008, Stu Rosen 
acquired the company, bring-
ing additional knowledge and 
technology advancements to 
their product lines and train-
ing. Their mantra of, "Education 
Before Any Sale," and practice 
of "system of no systems”, lets 
them offer training and products 
based on the stone’s proper-
ties and characteristics without 
bias. MB Stone has a passion for 
stone refinishing and the prod-
ucts and tools that produce the 
best results. More information 
can be found at www.mbstone 
care.com and www.mbstonepro.
com .

Continued from page 8

http://www.mbstonecare.com
http://www.mbstonecare.com
http://www.mbstonepro.com
http://www.mbstonepro.com
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Does Your Countertop Company Have a Social Media Strategy?
Stephen Alberts 
Countertop Marketing 

Training & Education

What to Post
Below are some tips on what 

you can post on your profiles.

• People LOVE to look at pic-
tures of completed projects. Have 
your installation crew take pho-
tos of completed projects. Before 
and after shots are great content 
to show on social media. People 
like to see the transformation of a 
job. Setup a Google drive account 
and a Project Upload folder, and 
then have your employees upload 
pictures to that folder. It’s very 
simple to do once it’s set up.

• Also, don’t forget about video! 
Take short clips of your jobs. 
Try to keep them under 60 sec-
onds so you can use that content 
for Instagram. You don’t need 
a commercial-style video. Our 
phone cameras are good enough 
for video, and people like the 
rawness of that type of content. 

• Post behind-the-scenes-type 
content. Whether this is photos or 
videos, show your crew using a 
CNC machine. Give them a tour 
of your showroom. Again, the 
rawness of taking your phone 
out and shooting this video will 
do better than an expensive com-
mercial-style video shoot. 

Social media can be a big 
asset to your countertop 
company in helping it 

grow online. People are hooked 
to their phones these days, and 
most are on one of the big social 
media platforms. In this article, 
I’ll break down Facebook and 
Instagram. You could look at 
other platforms like Twitter and 
LinkedIn, but the stone industry 
is great for showing off your 
work, and FB and IG are the 
perfect platforms for pictures 
and video. 

Let’s first talk about the 
numbers. 

3.51 billion people are 
active on Facebook, Instagram, 
WhatsApp, and Messenger each 
month. *

1.91 billion people log on 
daily to Facebook. *

Adults spend an average of 
2.55 hours a day on their mobile 
phones.**

Now, for your local mar-
ket, these numbers are smaller, 
but it's good to have an idea of 
just how big social media and 
mobile phones are a part of our 
everyday lives. Let’s jump into 
the strategy.

Step 1: Set Up Business Pages
You’ll need a business page 

for Facebook and Instagram, 
and most likely you already 
have one. But if you don’t, fol-
low the two links below to cre-
ate them. You should reach a 
page that looks like this for FB:

FB: www.facebook.com / 
 Business / Help/

And for instagram:
IG: help.instagram.com

• Post pictures of your material. 
People love to see new material 
that you have in stock, especially 
exotic colors and patterns. 

• If you are posting about 4 to 5 
days a week, that’s around 15-20 
times a month. Use the 80/20 rule 
here. 80 percent of posts should 
be about projects, material, and 
behind-the-scenes content. 20 per-
cent  should be about direct pro-
motions you have. Maybe you 
have a sale on some slabs that 
you want to move out. Create a 
post about it. But don’t only post 
about promotions and sales. If you 
only post that type of content, then 
people will start blocking out your 
posts when they see them. 

How to Post
Let’s go over some tips on how 

to post photos and videos. 

• You could break FB and IG 
content out so you post some-
thing different on each platform, 
but I suggest using the same posts, 
photos, and videos for both. A tool 
like Buffer ( https://buffer.com/ ) 
will make this job easier. Buffer is 
easy to use, and will post to each 
of your profiles with a few clicks.

Step 2: Optimize Each Page
Next, you’ll want to jump into 

each platform and optimize each 
page for your countertop business. 
I’ll break down what to do for each 
platform.

Facebook: Include your logo 
and a good cover photo on your 
page. I recommend using a project 
picture for your cover photo. Also, 
jump over to the About section on 
your FB page and add a general 
description about your company, 
your hours, address, phone num-
ber, website, and fill in as many 
fields as you can.

Instagram: Now on Instagram, 
we’re not able to add as much, 
but you’ll want to go to the Edit 
Profile section and fill in as many 
fields as you can. Make sure to add 
your website address so someone 
visiting your IG profile, can easily 
jump over to your website. 

Step 3: Post on Your 
Profile Weekly

Let’s dive into the when, what 
and how to use social media for 
your countertop company. Below 
is what I’ve found works for the 
countertop industry. 

When to Post
Post as often as possible! If 

you can’t post daily, then try to 
stick to at least 3-4 times a week. 
You want to stay consistent with 
this, and keep to this schedule. 
Activity will be slow at first, 
but as you gain more follow-
ers, you’ll get more traction with 
your profile. More people will 
like your posts, go to your pro-
file, and also visit your website 
to see what you are doing. 

Please turn to page 13

Instagram landing page to 
set up a business account.
Fill in the Edit Profile sec-
tion as completely as you 
can, especially your web-
site address. It will allow 
visitors to your Instagram 
account to jump directly 
to your website.  

https://www.facebook.com/business/help/
https://www.facebook.com/business/help/
http://help.instagram.com
https://buffer.com
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Lapitec Patents “Silica-
Free” Sintered Stone

While some countries 
still allow certain 
amounts of silica 

exposure, others — such as the 
United States and Australia — 
have already introduced strict 
regulations prohibiting the use 
of crystalline silica in all materi-
als, making this one of the most 
widely discussed topics in the con-
struction and architecture spheres 
in recent months. Inhalation of 
dust containing crystalline silica, 
which is naturally present in all 
clay, granite, quartz and sand-
stone, can cause silicosis and 
other chronic respiratory diseases.

In 2021 Lapitec committed 
to eliminating crystalline sil-
ica from its product range, and 
in 2022 it is now officially sili-
ca-free. The Italian company had 
already begun the process with 

In response to the new health regulations in place in many 
countries around the world, Lapitec has patented a mineral 

formula for a material that is entirely free of crystalline silica.

the colors Bianco Assoluto, Nero 
Assoluto and the Musa collection, 
and can now add the remainder of 
the range. Composed of a mix-
ture of 100 percent natural min-
erals and already free of resins, 
digital prints and other petroleum 
derivatives, the Lapitec family 
of surfaces has now achieved an 
additional objective in terms of 
sustainability and safety, without 
sacrificing any of its performance 
characteristics.       

“We have been experimenting 
for a long time, and have invested 
significant resources over the past 
decade to achieve this outstand-
ing result, which we are very 
proud of” commented Marcello 
Toncelli, the third generation of 
the family at the helm of the com-
pany. “Using natural minerals, we 
have found a way to synthesize a 
new mineral that we have called 

Biorite®. A Lapitec exclusive 
that, together with the other com-
ponents of the mixture, makes the 
material completely ‘silica-free’ 
and safe for fabricators, install-
ers and anyone mechanically pro-
cessing the material, starting with 
our own workers.”

Biorite® joins the list of inven-
tions registered by Lapitec which, 
thanks to the advanced technol-
ogies of the parent company, 
Breton S.p.A., boasts more than 
25 patents. These advances make 
sintered stone a unique material, 
resistant to sudden changes in 
temperature, frost and high tem-
peratures, impacts and scratches, 
and equally suitable for indoor 
and outdoor use thanks to its 
pore-free surface and “full body” 
composition, without the use of 
digital prints.  

And so this new year brings 
another milestone: “Before the 
invention of Biorite®, only a few 
colors in the collection had zero 
crystalline silica. But today we 
are able to extend this feature to 
our entire range. Ours is above all 
a natural and sustainable product, 
which cares for people and the 
planet.” Please turn to page 14
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Does Your Countertop Company Have 
a Social Media Strategy?

Continued from page 11

How to Post
• Schedule your content out 

ahead of time. This is super 
important. You want to schedule 
that content out a week before, 
so you aren’t rushing to post it 
up. In social media tools like 
Buffer, you can easily sched-
ule it out for the whole month or 
week ahead. 

• Include hashtags with each 
post. Explain what the post 
is about and then at the bot-
tom include a few hashtags. 
Some to use are #yourcompa-
nyname #allthecitiesyouserve 
#countertops #granitecounter-
tops #quartzcountertops #kitch-
enremodel #kitcherenovation. 
The ones in bold are your com-
pany, and then also all the cities 
that you serve. So if you are in 
Austin, include #austin, but also 
include surrounding towns as 
separate hashtags. 

• To find hashtags, go to 
Instagram on a computer and 
then click on the search bar. 
Type in # and then a specific 

word, and you’ll start to see what 
people are searching for. 

I just checked #granitecounter-
tops and it has over 300K posts. 
The more hashtags you find with 
50K-500K posts, the better. That 
means your post will stick around 
for longer and more people will 
see it. If a hashtag has millions of 
posts, you might not get as much 
traction. But I suggest including 
the smaller posted hashtags like 
#granitecountertop, and some of 
the bigger ones like your local city 
hashtags. 

The goal with this whole strat-
egy is to stay consistent. If you 
follow this strategy for 6-12 
months, you will build a follow-
ing with content that people want 
to see. And this will grow your 
brand name and also help you sell 
more countertops. 

Sources
*https://zephoria.com/
top-15-valuable-face-
book-statistics/

** https://www.oberlo.com/
blog/mobile-usage-statistics

Stephen Alberts is the owner of 
Countertop Marketing Co. They 
specialize in helping counter-
top companies double the square 
footage they do a day. To learn 
more, book a free strategy go to 
https://countertopmarketingco.
com/ or email Stephen at steve@
countertopmarketingco.com. 

Example of an Instagram 
hashtag search. The search 
shows how many people are 
searching for a particular 
item – granite countertops.

Buffer is an online tool used to upload 
updates to your social media accounts.

Capacity Planning in 2022
Training & Education

Continued from page 7

The Growth Planner gives you the bottom-line status of the financial 
condition of your business system, and indicates decisions needed to 
maximize financial profits.

The system then calculates the 
daily Throughput ($T) required to 
be scheduled to meet the demand. 
We use $T rather than square feet 
or any other dimensional met-
ric, because it is more reflective 
of the actual labor content, and it 
is directly related to the company 
financial goals.  The sales dollars 
per square feet is used to convert 

dimensional capacity estimates to 
Throughput dollars ($T), which 
is then compared to the daily $T 
demand. 

Using the current equipment and 
staffing in the company, the sys-
tem automatically calculates the 
needed hours per week at each 
resource step to meet the posted 
market demand. 

As in the Capacity in Hours Per 
Week chart (page 7), the system 
shows black font when the calcula-
tion is at 40 hours or less, red font 
when the indication is that some 
overtime will be required, and red 
fill when the overtime required 
is excessive (over 48 hours per 
week).

The Protective Capacity 
Multiplier is used to allow for the 
needed additional capacity at each 
resource step to accommodate the 
inevitable interruptions due to sta-
tistical fluctuations (aka attacks by 
Murphy).

Financial Goals
Given the demand picture and 

the desired return on those sales, 
the Protective Capacity Planning 
tool will calculate the expected net 
profit and the maximum operat-
ing expense (all labor and all over-
head) that can be experienced in 
order to make that profit amount at 
the given level of sales. In effect, 

this becomes the expense budget 
for each of the coming months. 
The financial officer of the com-
pany can divide that maximum 
operating expense into a fixed and 
variable budget. Usually, the vari-
able budget boils down to labor and 
supplies and can form the expendi-
ture targets for operations manage-
ment. Controlling labor (including 
overtime) and supplies to this level 
while meeting the market demand 

will help to assure that the compa-
ny’s financial goals can be met.

Taking this to the next logi-
cal step, the system evolves to a 
monthly Dynamic Budget (aka 
Expense Control Planner) which 
uses the current sales revenue pro-
jections to automatically post to 
a line-item financial status of the 
business system. The conclusion 
of this analysis indicates the pre-
vailing Status to the Controllable 
Expense (CE) Limit. This leads to 
a clear indication of the actions that 
are needed to maximize financial 
profits.

Kept up to date and used effec-
tively, the Protective Capacity 
Planner can become a very 
important element of your routine 
business management. It will trig-
ger actions to generate sales when 
the demand is low and it will trig-
ger actions to prepare the needed 
capacity when demand is high. 
It is the tool to coordinate market 
demand, manufacturing capacity 
and your financial goals.

For more information on how to 
effectively plan for the needed capac-
ity, contact Ed Hill, Synchronous 
Solutions, LLC, 704-560-1536. 
Visit www.Synchronous 
Solutions.com for more informa-
tion on the their programs.

https://zephoria.com/top-15-valuable-facebook-statistics/
https://zephoria.com/top-15-valuable-facebook-statistics/
https://zephoria.com/top-15-valuable-facebook-statistics/
https://www.oberlo.com/blog/mobile-usage-statistics
https://www.oberlo.com/blog/mobile-usage-statistics
https://countertopmarketingco.com/
https://countertopmarketingco.com/
mailto:steve%40countertopmarketingco.com?subject=
mailto:steve%40countertopmarketingco.com?subject=
http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
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Lapitec Patents “Silica-
Free” Sintered Stone

Marcello concluded. “The abil-
ity to create certain raw materi-
als internally also makes us more 
autonomous, allowing the com-
pany to respond to the current 
shortage of raw materials that is 
paralyzing the global market.”

Lapitec is made from a mix-
ture of natural minerals which is 
first melted at 1,580°C, and then 
subjected to a patented vacuum 
vibro-compression technology. 
It is available in large slabs and 
combines the best qualities and 
benefits of ceramics, porcelain 
stoneware, quartz, marble and 
granite. Lapitec is a “full body” 
material: the exterior and interior 
are identical, without enamel and 
digital printing on the surface. 

This feature allows Lapitec to be 
machined across its full thickness 
while ensuring consistent appear-
ance and performance. It is also 
easy to work with and is used in 
architecture, interior design and 
product design. Free of porosity, 
it is resistant to heat and frost, UV 
rays and scratches. It is non-absor-
bent and is resistant to dirt, mold 
and bacteria. Lapitec also stands 
the test of time and is not suscep-
tible to atmospheric and domestic 
agents. Cleaning does not reveal 
any degeneration. The original 
appearance is maintained.

Lapitec was founded in Veneto, 
Italy in 1989 from an entre-
preneurial idea of Marcello 
Toncelli. After more than 20 

years of scientific research, test-
ing and certifications, Lapitec is 
now marketed in over 70 coun-
tries worldwide. Lapitec is 100 
Percent Made in Italy and has 
a sustainable focus, as regards 
both the raw materials used 
and the stages of the production 
process.

The technological partnership 
with parent company Breton, a 
world leader in the production 
of plants for machining stone 
materials and natural agglomer-
ates, guarantees the reliability of 
the production chain, creating a 
product with unique performance 
qualities.

Lapitec is currently used all 
over the world for architectural, 
interior and product design proj-
ects, in facades, floors, swim-
ming pools, kitchens, bathrooms, 
decor, yachts and much more. 
For more information about 
Lapitec and its applications, visit 
www.lapitec.com .

NTCA Announces Member 
Benefit: Free Access to 

 NTCA University

The National  Tile 
Contractors Association 
(NTCA) has announced 

that as an added member benefit, 
all main contractor account 
holders will now have free access 
to NTCA University. Each addi-
tional subscription will still be 
$25 per user per year access.

“With so many of our con-
tractor members being one or 
two person shops, this really is 
a member benefit that they can 
use,” said Becky Serbin, NTCA 
Director of Education and 
Curriculum.  “NTCA University 
not only has courses on install-
ing tile but it also offers gen-
eral business courses such as 
accounting, human resources, 
and marketing.”

A feature of NTCA University 
added this year is the “Toolbox 
Talks” series of discussions 
about safety topics like heat 
exposure, housekeeping, ladder, 

lifting, knee safety and more. 
“These courses are still rele-
vant, and we have added them to 
NTCA University for these same 
members to download and use,” 
Serbin said. 

Contact Jim Olson at jim@tile-
assn.com or phone 601-942-2996  
for more information about mem-
bership. Members can access 
NTCA University through the 
organization’s website, www.
ntcauniversity.com/education .

Continued from page 12

In selecting men for office, let principle be your guide. 
Regard not the particular sect or denomination of the 

candidate – look to his character....  — Noah Webster
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“Last thing, I need everyone to keep March open this year. Word is 
we’re going to be testing out hiding pots of gold to see if we can’t 

pick up some of that market.”

http://www.lapitec.com
mailto:Jim%40tile-assn.com?subject=
mailto:Jim%40tile-assn.com?subject=
http://www.ntcauniversity.com/education
http://www.ntcauniversity.com/education
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YOU DON’T DO CHEAP WORK, 
NEITHER DO WE.
Your team, materials, and reputation are safe with Omni Cubed®. From mechanical design, 
engineering, and machining to the top-notch materials we use, quality is at the forefront 
of everything we do.

The S3 | Slim Slab Saver™ prevents breakage and reduce risk of injury while fabricating, 
transporting, and installing large format slabs and other fragile materials (up to 600 lbs!).

(530) 748-3120
omnicubed.com

Omni_SRG_S3_FP_AD_v4_012522

Learn More Here
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The Gift that 
Keeps on Giving

Two New Hampshire brothers 
have gotten their holiday “re-

gifting” skills down to an art — 
they’ve been passing the same hard 
candy back and forth for over 30 
years.

It started in 1987, when Ryan 
Wasson gave a 10-roll Frankford 
“Santa’s Candy Book” with assorted 

year I thought, ‘Hey, I think I’m 
going to give it back to him. He’ll 
never remember.’”

But Ryan immediately recog-
nized it. They’ve been taking turns 
ever since, keeping a log of their 
exchanges. In fact, they’ve gotten 
creative about it.

Ryan Wasson told the station the 
candy has been frozen in a block of 
ice and put in Jell-O, adding, “He 
one time sewed it into a teddy bear.”

The tradition has also involved 
family members, co-workers and 
even a sheriff’s department. Last 

year, it was presented to Ryan 
Wasson on a silver platter at a 
restaurant.

This year, Ryan Wasson turned 
to a group on social media for 
ideas. Suggestions included hav-
ing it arrive via a pizza delivery or 
Christmas carolers, hiding it in a 
book or cake, or holding a scaven-
ger hunt with clues.

“If you ask which one has ever 
done the best as far as giving these, 
we’re both going to say it’s ourself, 
right?” Ryan Wasson said. “We’re 
never going to give in.”

fruit flavors to his brother, Eric 
Wasson, as a joke for Christmas, 
knowing that Eric wouldn’t like it.

“I didn’t eat them,” Eric Wasson 
told WMUR-TV. “And so the next 

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

Psst, Hey Buddy!
Wanna Buy a 

Bridge?

A 58-foot-long pedestrian 
bridge stolen from an 

Ohio city in November has 
been found and a man is facing 
charges, police said.

Akron police said investiga-
tors acting on tips and other 
information one Friday after-
noon found the missing span 
partially disassembled on prop-
erty in Sharon Township in 
neighboring Medina County. 
A man has been arrested and 
charged with felony theft, police 
said.

The Akron bridge, described 
as a Lego-like structure, once 
crossed a river in Akron’s 
Middlebury Run Park near 
Goodyear’s world headquarters. 
It was taken down in 2003-04 
as part of a wetland restoration 
project and was stored on park 
property with plans for it to be 
reused for a Battered Women’s 
shelter project.

Police discovered on Nov. 
3 that someone had removed 
the treated deck boards of the 
10-foot-wide (3-meter-wide), 
6-foot-tall (2-meter-tall) struc-
ture. On Nov. 11, they found 
that the metal frame had been 
taken.

A 63-year-old man was 
charged with felony theft, 
according to Akron police and 
court records. Authorities allege 
that he paid a trucking company 
for crane service and the firm 
picked up the bridge and took it 
to Medina County.

The suspect was scheduled for 
arraignment in Akron Municipal 
Court. An official said he has no 
attorney yet; listed phone num-
bers for him were not in service.

The bridge is expected to be 
shipped back to Akron in com-
ing days, police said.

“People often say that 
motivation doesn't 
last. Well, neither does 
bathing – that’s why we 
recommend it daily.”
— Zig Ziglar
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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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Tile Artistry Coloring Books 
Raise Money for THF, CTEF

The coloring book is available 
on www.tile-assn.com/store

The Tile Artistry Coloring 
Book, which features art 
tile designs to color, was 

published by the National Tile 
Contractors Association right 
before the 2021 holiday season, 
and is available on its online 
store. Conceived as a fundraiser 
for The Tile Heritage Foundation 
(THF) and Ceramic Tile Education 
Foundation (CTEF), with printing 
sponsored by LATICRETE, the 
books have already raised $3,144 
for each THF and CTEF.

Sheila Menzies and Joe Taylor 
of THF were “so appreciative of 
being a ‘beneficiary’ of its suc-
cess – along with CTEF. Thank 
you NTCA for so generously shar-
ing the profits from selling the col-
oring book – it ‘hit a chord’ with 
many – just amazing, end-of-year, 
much-appreciated funding windfall 
for Tile Heritage!  You guys are the 
best!”

Brad Denny, Executive Director 
of the CTEF, remarked, “Art begets 
Art! Support is always appre-
ciated, but when it comes from 
clever efforts like the Tile Artistry 
Coloring Book it is an extra special 
blessing. The donations generated 
by this campaign will be used to 
further the opportunities for more 
education, training, and certifica-
tion for the tile industry through the 
programs of CTEF. The people’s 
lives we touch eventually grasp the 
incredible opportunity for tile art at 
some point in their career and the 
Tile Artistry Coloring Book is a 
wonderful representation of it!”

Menzies and Taylor mailed 
over 60 books to THF supporters, 
friends and advocates and have 
received  “delighted” responses 
from people and inquiries, with 
questions like:

What are the best color pencils to 
use?” (Conte or Prang)

Is the paper thick enough to take 
watercolor? (Yes, it is!) 

I want to use the designs to make 
a whole patchwork quilt or myself 
– the line art is all there- is that OK? 
(Yes!  That sounds beautiful!).

Menzies and Taylor also reported 
many more comments  “about how 
calming it is to color, and fun to see 
the actual original glaze colors of 
the real tiles.”

“We are well aware of the techni-
cal skills with Illustrator that were 
necessary to separate and strip 
back the vector layers to become 
line drawings for the coloring 
book,” they said. This is a ”labor of 
tile love  — great work!”

All funding the Foundation 
receives supports managing and 
safekeeping Tile Heritage’s valu-
able and irreplaceable collections. 
Menzies and Taylor called this 
“our life’s work—  preserving the 
stories, tiles,  installation images 
and documents  about the life and 
work  of all the people and diverse 
aspects of the American tile indus-
try, past and present.”

Rockheads Group Announces Hiring 
of Industry Veteran Rich Katzmann 

 as New Executive Director

The Rockheads Group (RHG), 
the countertop industry’s 
leading buying and best prac-

tices group, is excited to announce 
the addition of Rich Katzmann to its 
executive team effective February 
1, 2022. Katzmann will utilize his 
business and industry experience that 
spans more than 30 years to lead RHG 
into a rapid-growth phase as the group 
continues to leverage its combined 
buying power of more than $1 billion, 
best-in-class fabricator members and 
the industry’s most comprehensive 
benchmarking process.

The growth and success of the 
group has allowed it to beef up its 
executive team and hire Katzmann 
as a fully dedicated employee. His 
previous accomplishments, plus his 
vision for the group, are consistent 
with what the members and vendors 
deserve, and RHG owners require. 
Katzmann, previously President of 
Laser Products and Founder/CEO of 
Stone Services Group, will imme-
diately focus on reaching out to all 
members and vendors to gather stra-
tegic information. 

“I’ve known Rich for more than 
5 years, and he is the perfect exec-
utive to lead the Rockheads into the 
next phase of our strategic plan by 
aggressively adding new members 
to leverage our buying power, while 

the owners and many members of the 
group,” says Katzmann. “My expe-
rience working with the Rockheads, 
fabricators, vendors and industry 
associations will be easily leveraged 
to service this elite group of compa-
nies. I have a deep understanding of 
the advantages that the Rockheads 
offers its members. I have innovative 
ideas for enhancements to the group.” 

For more information about the 
Rockheads Group, visit rockheads 
usa.com or call 815-210-1006. 

Founded in 2004, the Rockheads 
Group is a private network of surfac-
ing industry entrepreneurs dedicated to 
leadership, best practices, and finan-
cial health within the North American 
countertop industry. RHG leverages 
its premier buying power to negotiate 
and offer exclusive savings and pri-
vate-label opportunities to its mem-
bership. RHG organizes multiple shop 
tours and facilitates peer sharing meet-
ings throughout the year. RHG is highly 
engaged in analyzing and sharing 
advanced fabrication and installation 
techniques, financial benchmarks, and 
performance issues and opportunities,

 Specifically designed for safety

	Every product is  
 individually tested and 
 approved before shipping

	USA Manufacturer 
 Complies with ANSI standards	

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

stone-handling products. 

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

Please turn to page 30

“Is the relinquishment of the trial by jury and the liberty 
of the press necessary for your liberty? Will the aban-
donment of your most sacred rights tend to the security 
of your liberty? Liberty, the greatest of all earthly bless-
ings — give us that precious jewel, and you may take ev-
ery thing else! Guard with jealous attention the public 
liberty. Suspect every one who approaches that jewel.”

—Patrick Henry

simultaneously directing more rev-
enue to our supplier partners,” says 
Jon Kaplan, owner and Director of 
Rockheads Group. “Rich will also 
continue to add to our member pro-
grams, such as our industry’s most 
comprehensive benchmarking studies 
and best practice sharing. His experi-
ence delivering high-quality, on-time 
services is unmatched.” 

“Jumping on this opportunity was a 
no-brainer for me after speaking with 

http://www.tile-assn.com/store
http://rockheadsusa.com
http://rockheadsusa.com
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After four months in pur-
gatory, my truck is about 
to regain its soul. The 

transition will occur precisely at 
3 a.m. on March 13. Not so coin-
cidentally, that’s when Daylight 
Saving Time kicks off for 2022.

Last November, when the 2021 
edition of DST came to an end, 
I attempted to adjust my truck’s 
clock accordingly. I tried to make 
it “fall back” one hour. I was not 
successful. 

Nothing new here. My truck 
and I engage in the same frustrat-
ing exercise twice annually. 

It’s because the steering wheel 
and dashboard of this 4-wheel-
drive beast looks like the con-
trol panel of a 747. There are 
more knobs, buttons, widgets 
and blinking indicators than I 
could decipher in four lifetimes. 
If Henry Ford could’ve foreseen 
this insanity, he would have quit 
after the Model T and sold shoes, 
door-to-door, the rest of his life. 

Sam Venable 
Department of Irony

Just a few fer’instances: 
There is a button called “Cat/

Fold.” This is of no use to me 
because I don’t own a cat. Even 
if I did, I wouldn’t fold the poor 
thing. 

What’s an Hour Either 
Way Between Friends?

Check out this one: “Set up.” 
Does this have anything to do 
with mixers for liquor? If so, it is 
totally unnecessary. It’s against 
the law to drink and drive, for 
Pete’s sake. Besides, I don’t mix 
my hooch with anything except 
maybe a splash of water. 

 One more: “Sync line in.” Huh? 
Is this fishing line? A clothesline? 
What it’s supposed to sync with? 

Phooey on all of them! All I 
want is a simple button for AC/
heat and a fan to blow either, 
plus a button for 2-wheel high, 
4-wheel high and 4-wheel low. Is 
this too much to ask? 

But back to clock-setting. Here, 
step-by-step, is how the silly 
exercise plays out twice a year. 

1. I sit behind the wheel and 
push the button that says “Clock 
#.” 

2. The time on the clock face 
blinks, but there’s no way to 
adjust it. 

3. I begin twisting dials and 
pushing buttons at random. The 
windshield wipers start flopping 
back and forth. Or else the horn 
blows. Or a voice comes on offer-
ing me “Sirius” or “On Star.” 

4. I slide out of the cab, angrily 
slam the door and beg my 

computer guru wife to change the 
clock for me. 

5. Mary Ann pushes a but-
ton or two and — shazam, just 
like that — the clock is fixed. It’s 
witchcraft, I tell you. 

But last November, I said to 
hell with the entire process. I kept 
the clock on 2021’s DST. Thus, 
for the last four months, it has 
remained one hour ahead of the 
rest of the world. 

Yes, there might be a short 
“DST unlearning curve” for me 
over the next couple of weeks. 
I can imagine driving to an 
appointment, thinking I’ve got an 
hour to spare, then realizing the 
clock is telling the truth and I’m 
running late. 

Big deal. Nobody expects me to 
be on time anyway. 

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

“I have lived, Sir, a 
long time; and 
the longer I 

live, the more convinc-
ing proofs I see of this 
Truth, that God governs 
in the Affairs of Men. 
And if a Sparrow cannot 
fall to the Ground with-
out his Notice, is it prob-
able that an Empire can 
rise without his Aid?”

– Benjamin Franklin

mailto:sam.venable%40outlook.com?subject=Slippery%20Rock%20Yarn
mailto:sam.venable%40outlook.com?subject=Slippery%20Rock%20Yarn
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

Customer: “I need a floor 
machine.”  Me: “What 
type?” Customer: “You 

know, a floor machine for res-
toration and polishing marble, 
natural stone, terrazzo, and possi-
bly concrete.” Me: “I have several 
types and sizes, such as single disc 
(swing machines) AC motor and 
DC motor machines, as well as 
planetary design, too.” Customer: 
“Whichever one is the best.” Me: 
“They are all good, just different.”

Not all machine inquiries are 
exactly like the scenario above 
and yet, many are. Over a 40-year 
period, I have sold, at one time 
or another, basically all of the 
machines available for marble, 
granite, terrazzo, and concrete. 
From many different single disc, 
slow speed machines, to 3 phase, 
440 volt, 1200 pound 30 h.p. 
multi-head monster machines — 
I have sold them all. I have not 
sold the newer remote controlled 
machines, or the big, ride-along 
machines generally used for large 
scale terrazzo or concrete jobs. So 
you see, there are many machines 
to choose from. It all depends on 
your needs.

Most stone restoration and main-
tenance professionals will use a 
single disc, slow speed machine 
more often than others, especially 
for polishing. However, plane-
tary machines are typically much 
more productive when grinding 
and honing. 

Stone and restoration contrac-
tors, when starting out, rely on 
the typical slow speed, single disc 
swing machine for their grind-
ing, honing, polishing, and main-
tenance needs. They are, or used 
to be, cost effective, and perform 
most related tasks quite well. 
These workhorses do everything 
from stripping floor finish to pol-
ishing granite, so it is an easy 
decision to purchase one or mul-
tiple machines. Also, accesso-
ries are found most everywhere 
floor working supplies are sold. 
Unfortunately, due to supply 
chain and raw materials issues, 
these machines have risen sig-
nificantly in price recently and 
are much harder to find. They are 
still the basic workhorse of this 

If you can, going with one brand 
and size is the most economi-
cal way to go. So, if you have 
3 swing machines that are the 
same brand and size, all of your 
accessories, replacement parts, 
and operational requirements, 
will be consistent. This would 
make for operational efficiency 
and cost effectiveness. I’ve had 
a 20-inch AC machine for more 
than 15 years, and I have used as 
a demo unit. It has worked very 
well. If I had my druthers though, 
I would prefer a 17-inch machine, 
because the additional production 
I can get with the 20 is insignifi-
cant to the other “big” benefit of 
the 17-inch machine: it allows 
me to work less cramped, while 
working in tight spaces. So, I say 
it usually boils down to personal 
preference. Savvy? 

Of course, I also have access 
to a 13-inch AC machine which 
comes in handy for very tight 
spaces like small bathrooms, 
closets, alcoves, etcetera. This lit-
tle machine is very versatile and I 
have even used the 20-inch drive 
plate under it, which gives 

you bet-
ter access 
under cab-

inet overhangs.
So, most of the 

actual machine 
parts are the same 

as the 17 and 20-inch 
machines, just the 
stock drive assem-
blies are the 
13-inch size.

One very import-
ant feature com-
mon to all of the 
machines I have 
so far discussed is 
they are all 110-120 
volt machines. This 
is essential for doing 

residential and many 
commercial spaces, too. 

Having equipment that 
utilizes 110 volt power 

is certainly the most con-
venient way to go, for these 

projects (110-120 volt power is 
everywhere).  Having your floor 
machines and your hand tools 
using the same power source 

is both consistent and 
efficient.  

As I previously men-
tioned, planetary heads 

can definitely help with 
production when grind-

ing and honing. Polishing can 
also be adequately accomplished 

industry, and M3 currently has a 
small quantity available.

At M3 Technologies, we sell 
two basic types of the single disc 
machines. We offer the M3 Heavy 
Duty machine, which utilizes a 
dual capacitor AC motor, comes 
with two 25 pound horseshoe 
weights, splash guard, solution 
tank, and a Velcro drive plate. We 
also offer the MasterCraft Quarry 
Master, which has a robust DC 
rectified motor, comes with addi-
tional weights, solution tank, 
and Velcro drive plate. Both are 
excellent machines.

Of course, I get asked quite 
often, “Which one is best?” My 

with 
these 
machines. 
Many plane-
tary machines 
are based on 
the rotational 
design of 3 (or 
more) smaller sat-
ellites that rotate 
opposite to the 
main drum. Some 
are powered and oth-
ers are reactionary. 
Some of the powered mod-
els even have variable speed on 
both the satellites and drum.

To stay consistent with 
the convenient access 
110 volt power, I like the 
Cimex CR48DF planetary 
machine. It is reactive, 
meaning the satellites 
rotate opposite the drum 
when in contact with the 
floor. This is a 19-inch diameter 
machine that has an industrial 
motor, splash/dust guard, and 
comes standard with solution 
tank and two 25 pound horseshoe 
weights. It is easier to operate 
than a swing machine (mean-
ing it is less labor intensive due 
to lower realized torque), and 
much faster at grind-
ing and honing, due to 
the mechanical action 
and accumulative speed. 
Of course, it is also more 
expensive. On larger 
projects where grinding 
or honing is required, it 
is certainly a value, and 
very effective.

So I recommend 
talking with your sup-
plier to see which 
machine is the best fit for 
your needs. Also remem-
ber, the supply chain is 
still an issue that must 
be taken into consid-
eration. There may be 
a several week wait 
time for deliv-
ery, and possibly 
even more. I rec-
ommend being pro-
active and getting a 
machine order as early as pos-
sible to allow for delayed deliv-
ery times. And if your machine 
goes down, parts can also be 
delayed, so act as soon as pos-
sible when you need parts or 
repairs. Oh, and be prepared to 
pay more than the last time, too. 

Floor Machines: All Good, Just Different

The CIMEK CR48DF 
Planetary Machine is 
easier to operate than 
a swing machine.

Everything has gone up in price, 
and machines are no exception.

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/ mainte-
nance project. Also the 

best way to help ensure 
success is by partner-
ing with a good distribu-

tor, like BB Industries, 
that knows the busi-
ness. They can help 
with technical support, 
product purchase deci-
sions, logistics, and 
other pertinent project 
information.

 

Bob Murrell has 
worked in the nat-
ural stone indus-
try for over 40 

years and is well 
known for his exper-

tise in natural stone, tile and 
decorative concrete restoration 
and maintenance. He helped 
develop some of the main products 
and processes which revolution-
ized the industry, and is currently 
the Director of Operations for M3 
Technologies.

answer is that they are 
both good, and it’s merely 
a personal preference as to which 
machine one prefers. I am par-
tial to the dual capaci-
tor AC machine, 
but many are die-
hard DC machine 
followers. The 
DC machine can 
offer marginal 
increased torque 
performance, but 
the AC machine is 
less maintenance 
and normally more 
reliable. Six of one, 
half a dozen of the 
other, if you know what 
I mean.       

17 inch  M3 swing floor 
machine, with horseshoe 
weights. A 17-inch machine 
allows you to work in tight 
spaces, and is generally 
more maneuverable.

The 17 inch  Mastercraft Floor 
Machine has been a floor 
restoration standard 
for decades.
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The Stone Detective

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

ing the afternoon inside doing the 
weekly crossword puzzle. You 
may think I must be getting old 
if I’m doing these puzzles, but 
it keeps my brain sharp. I came 
across a one-word clue: “Salt.” 
Now, most people would imme-
diately think of table salt, but not 
this Stone Detective. I have the 
curse of being in the stone busi-
ness, and little did I know that this 
one-word clue would lead me to 
my next case.

Just as I was about to get out 
the thesaurus (yes, I have one), 
my cell phone rang. I didn’t rec-
ognize the number, but as it 
was Sunday, I thought it was a 
friend or relative calling – but 
NOOOOOOOO. The voice on 
the other end sounded desperate. 
In a gravelly voice he said he was 
the chief engineer at a major uni-
versity, and their terrazzo, marble 
foyers and concrete lobbies were 
falling apart, and he didn’t know 
what was happening. He did apol-
ogize for calling me on a Sunday, 
but he was clearly in a panic, and 
continued to tell me that all their 
buildings have this problem. As 
his spiel ran down, he finally got 
to the point and asked if I could 
come and perform an inspection. 

To put things into perspective, 
this morning it was 36 degrees 
here in Florida, and he was in 
upstate New York where they’d 
had a couple of feet dumped 
on them last month, and were 
still  digging out. Temperatures 
were still well below freezing. I 
wasn’t looking forward to a trip 
to the very, very cold North this 
time of year. Last time I did an 
inspection up there, I ended up 
with a cold; if I am lucky, that’s 
the worst disease I’ll bring back 

Frederick M. 
Hueston, PhD

The Case of the Winter Blues

to the Sunshine state. 
But, money is money, 

gotta put gas in the 
Woody and food on 
the table, so I agreed 

to do the inspection.

I booked a flight 
to the frigid North 
and kept my fin-
gers crossed that 
my flight wouldn’t 

be canceled. I 
could write a 

book on the numerous times 
my flights have been delayed and 
canceled… but that’s another 
story. Luckily, this time my flight 
took off on time and landed in a 
middle of a snowstorm. Well, I 
thought, at least it landed. I got 
off the plane and ran over to the 
rental car counter, hoping they 
had something in a four-wheel 
drive. Fortunately, they did have 
a small, four-wheel drive SUV. 

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

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

I saw I’d have to plow my way 
through snowdrifts to the build-
ing where I had arranged to meet 
my contact. 

Please turn to page 26

“The name of American, which belongs to you, 
in your national capacity, must always exalt 
the just pride of Patriotism, more than any 

appellation derived from local discriminations." 

– George Washington
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Saving a Piece of History 
with Natural Stone

Have you ever wondered 
what happens to building 
materials after they are 

created, installed, and have served 
their useful life? Often, dispos-
able products end up in landfills 
after they wear out. Today home-
owners, designers, and architects 
are instead seeking materials that 
make a longer lasting impression 
on their projects and serve more 
than one useful life. There is a 
growing trend to reduce waste, 
conserve resources, and create 
more sustainable buildings and a 
sustainable way of life.

Natural stone can easily be 
reused, repurposed, and recycled 
into new applications and proj-
ects. From whole buildings to 
building elements such as floor-
ing, walls, or countertops, and 
landscape components including 
pavers, blocks, steps, treads, land-
ings, or decorative accents, stone 
offers a wide range of options for 
second life designs. Natural stone 
is only enhanced over time as the 
patina improves with age and its 
technical characteristics tend to 
remain unchanged. Stone speaks 
volumes about the quality of a 
project as it can perform and look 
beautiful for many lifetimes.

Natural stone ages well and 
retains its value. Whereas many 
building materials become 
unsightly over the course of many 
years, natural stone will transform 
with a natural patina. As an added 
benefit, it holds 93 percent of its 
original value at its peak, which 
is a higher percentile than most 
other cladding options.

 
Incorporating Natural Stone 

into Building Projects
Incorporating a recycled stone 

may take some extra time at the 
outset of a project and close 
coordination throughout design 
and construction. However, the 
rewards are worth it. Not only are 
you saving a valuable part of his-
tory, you are also letting the stone 
continue to tell its story and be a 
part of a new chapter in time, con-
tributing to less materials end-
ing up in landfills, and saving 

resources that would otherwise 
be used to create new materials. 
Using stone in the project may 
also qualify for credits in green 
building rating systems such 
as LEED and the Living Building 
Challenge (LBC). Consult a sus-
tainability professional or archi-
tectural firm about entering into 
the LEED or LBC process to 
ensure you are using a stone that 
can be provided in the quantity, 
time frame, and budget, while 
also meeting the rating system’s 
requirements.

It is important to first define the 
project. What look, color, style, 
function, and application do you 
wish to achieve? Then get to 
know the local environment. Are 
there historic stone buildings or 
stone quarries in your area that 
have played a significant role in 
the design and architecture of the 
place that could provide a source 
of stone to reuse? Are there archi-
tectural salvage yards nearby 
to explore for materials wait-
ing to be reused, repurposed, or 
renewed? Are there stone fabri-
cators and installers with expe-
rience in repurposing stone? Do 
the stone yards and fabricators 
have scraps left over from their 
fabrication process available for 
use? Do you have a preference 
for antique French limestone or 
Italian marble? The search for 

these materials may add addi-
tional time and resources to the 
project if you cannot locate a 
source within the U.S. But the 
result is the same: a project that 
will last for many more years.

There are recycled stone 
sources around the country with 
inventory organized by type 
and source of stone and poten-
tial applications. Ask what types 
of stone are available for repur-
posing as you begin your search. 
Typical sources may come from 
curbing, cobblestones, gran-
ite blocks, pavers, posts, foun-
dations, or quarry tailings from 
the fabrication process. In many 
cases the stone can simply be 
cleaned up and prepared for 
repurposing into a new applica-
tion using the same methods as 
newly fabricated stone. But fabri-
cating a new design element from 
old stones is also an option.

Recycled granite pavers find 
new life as a walkway.

These Big Dig cobblestones have a traditional patina that blends 
into many environments. Right: Semi-dimensional reclaimed granite 
blocks – raw material harvested and awaiting repurposing.

Resources for Using 
Recycled Stone

The company Recycled 
Granite believes no stone should 
ever end up in a landfill. They 
recycle 2 million tons of stone 
waste every year and their busi-
ness is growing, demonstrating 
that recycling stone contributes 
to job creation and waste diver-
sion. Their inventory consists 
of stones originally quarried in 
Brazil, China, India and many 
other countries, most of which is 
granite, one of the oldest, most 
abundant and durable building 
materials. Then they partner with 
fabricators to help save them on 
disposal costs. They agree that 
recycled stone can be installed 
the same way any other tile or 
paver is installed. They have used 

Please turn to page 30

Photos courtesy Stone Farm Living

Photos courtesy Stone Farm Living

Using Recycled Stone for Green Building Projects

Palette of stone after harvesting 
and ready for re-installation. 
Right: Stones installed in an 
exterior landscape design. 
These weathered gray and 
earth tone pavers are a combi-
nation of palletized granite 
squares and rectangles which 
allow running bond and patch-
work paving patterns with a 
loose joint. They are 4-6 inches 
thick with natural sides, with no 
square over 18 x 18 inches.

thinset mortar for wall veneers or 
simply dry stack the stone; and 
pavers have been installed using 
polymeric sand, which effec-
tively locks them in place. The 
key to success is knowing how 
to get the highest value out of the 
material you are working with 
and offer these tips:

• Choose a timeless color to 
guarantee lasting beauty and 
appeal.

• If you see something you like, 
get it while you can. There is a 
chance you won’t see it again 
since recycled stone choices 
may be limited.

Stephanie Vierra,  Assoc. AIA, 
LEED AP BD+C Vierra Design 
& Education Services, LLC 
usenaturalstone.org

https://living-future.org/lbc/
https://living-future.org/lbc/
http://www.recycledgranite.com/
http://www.recycledgranite.com/
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Noe Cortez,  
Quality Marble & Granite 

Ontario, California

Andrea Carlson Claus 
Mont Surfaces, Grand 

Rapids, Michigan

Kristiin Cannon 
Continental Cut Stone, 

Florence, Texas

The Natural Stone 
I n s t i t u t e  h a s 
announced the recipi-

ents of the 2021 Natural Stone 
Scholarship and Women 
in Stone Empowerment 
Scholarship. Recipients were 
honored during the associ-
ation’s awards ceremony 
at StonExpo/Marmomac 
at TISE in Las Vegas, this 
February.

Noe Cortez, Customer 
Solutions Manager for 
Quality Marble & Granite 
in Ontario, California is the 
recipient of the 2021 Natural 
Stone Scholarship. The 
Natural Stone Scholarship 
provides a trip to TISE, 
where the recipient will gain 
valuable technical and practi-
cal knowledge regarding the 
natural stone industry and 
will meet and network with 
leading stone professionals. 

Natural Stone Institute Announces 
Scholarship Recipients

Noe commented: “I’m really 
looking forward to attend-
ing TISE and getting a more 
in-depth understanding of 
our industry and all it has to 
offer. I’m humbled by the 
recognition and look forward 
to receiving the opportunity.”

Andrea (Andi) Carlson 
Claus, Senior Account 
Representative at Mont 
Surfaces in Grand Rapids, 
Michigan has received 
a 2021 Women in Stone 
Empowerment Scholarship. 
The Women in Stone 
Empowerment Scholarship 
provides a trip to one of three 
major industry events: TISE, 
Coverings, or a Natural 
Stone Institute study tour. 
The recipient is given the 
opportunity to shadow indus-
try professionals within dif-
ferent sectors of the stone 
industry and explore her 
potential for leadership and 

her commitment to a career 
in the stone industry. Andi 
commented: “I am so excited 
for the opportunity to not 
only attend TISE, but for 
the connections that I will 
make, mentors I will meet, 
and education that I will 
gain because of the Women 
in Stone Empowerment 
Scholarship! I hope to leave 
Las Vegas as a more inspired 
and well-rounded version 
of myself with new lifelong 
friendships.”

Kristin Cannon, Project 
Coordinator for Continental 
Cut Stone in Florence, Texas 
has received a 2021 Women 
in Stone Empowerment 
scholarship and will attend 
the Natural Stone Institute’s 
Bluestone Study Tour in 
September. Kristin com-
mented: “I love that this 
scholarship will give me the 
opportunity to meet other 
people in the industry and 
grow my knowledge of the 
stone industry as a whole. I 
can’t wait to see what I can 
learn thanks to this schol-
arship, and I am so grateful 
that programs like this exist 
to help women in the indus-
try grow and succeed.”

Industry members were 
invited to attend the Natural 
Stone Institute’s annual 
awards ceremony at TISE on 
February 1 at 4:00 p.m. at the 
Mandalay Bay Convention 
Center in Las Vegas, Nevada. 
Learn more at www.natural 
stoneinstitute.org.

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

http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
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Whenever I fly, I always 
book a window seat. 
I love to look out the 

window and see the Earth go by. 
It’s a much different view than 
from a car window. 

I had occasion to fly recently 
and I saw some beautiful things. 
Snow-capped mountains, beau-
tiful evergreen forests, and a 
bird walking on frozen Lake 
Michigan. I am always in awe of 
nature’s wonders. 

Along the way I did spot some-
thing that wasn’t quite so pretty. I 
spotted a huge landfill. It wasn’t 
the landfill itself that caught my 
attention, it was the land around 
it. The land around it was just 
dead. No trees, no grass, and it 
had a sick brownish color to it. 
Not winter dead, but dead-dead. 
The land surrounding the land-
fill was polluted and nothing was 
growing on it. 

Land pollution is described as 
“The presence of toxic chemi-
cals (pollutants or contaminants) 
in soil, in high enough concen-
trations to pose a risk to human 
health and/or the ecosystem. 

Man-made waste is the num-
ber one reason for land pollution, 
and we do it in so many different 
ways that it’s hard to keep track.

• Gasoline spills at gas stations 
• Using non-organic pesticides 

and insecticides
• Mining
• Sewer line leakage 
• Industrial pollution from man-

ufacturing and spills
• Farming– pesticide runoff.
• Air pollution (Pollutants in the 

air eventually settle on the earth. 
What is bad for the air is also bad 
for the land.)

• …And the list goes on.

Not only that, but in the descrip-
tion of the copy paper they state 
that they are Elemental Chlorine 
Free, as well. It only takes a min-
ute of reading to see what your 
office is buying.

Another way to help stem the 
tide is to consider taking your 
office paperless. With apps like 
DocuSign and GoCanvas, instead 
of a filing cabinet, your storage 
is in the cloud, including email. 
If more companies used it, we 
should be able to significantly 
reduce the amount of paper used, 
therefore reducing the solid waste 
in landfills. Bank of America 
committed to going paperless 
back in 2018. It’s worth a thought.

If you have your indoor office 
or outside landscaping sprayed 
for pests, request organic sprays 
like Pyrethrum (made from a type 
of Chrysanthemum flower) or 
Neem oil (which comes from the 
Neem tree). Using organic treat-
ments means that thrown out mop 
water or rain run off won’t carry 
harmful pollutants to nearby soil 
or streams.

Snow/ice melt is another area 
that deserves consideration. 
Instead of treating your side-
walks with environmentally harsh 
chemicals that can run off into the 
soil, consider a greener, more eco-
friendly product that doesn’t harm 
the soil. The one I use is a corn-
based product mixed with mag-
nesium chloride. (Magnesium 
chloride sounds bad, but it can be 
found in the supplement aisle of 
just about every drug store, just 
like vitamins, fish oil, iron or cal-
cium). It is kid- and pet-friendly 
and it is safe for concrete and sur-
rounding plant life.

Individuals can help with land 
pollution as well;

*Don’t litter – that plastic wrap-
per or cigarette butt that lands on 
the ground can leach toxic chem-
icals into the soil. Remember, it’s 
not only you but thousands if not 
millions of other folks missing 
the trash can, too.

• If you have a home garden, 
use organic weed killers. They are 
available at a wide variety of big 
box stores.

• Use organic pest killers, as 
well. Outside, you can lay down a 
barrier of diatomaceous earth. (in 
early spring, after the last snow 
but before the rains come, I lay 
down a barrier of diatomaceous 
earth all along the front, back and 

If the land is polluted, plants 
and trees don’t grow, which 
reduces the earth’s oxygen lev-
els. Contaminated land produces 
less crop growth and produces 
less healthy plants, reducing our 
food levels. During storms, pol-
luted land can run off into rivers 
and streams, affecting marine life 
and water supplies. It’s hard to 
catch fish for dinner when the fish 
are dead!

Animals (like cows) that eat 
grass grown on polluted land may 
become sick and unfit for humans 
to eat. Again, this is lands pol-
lution affecting our food lev-
els. According to Responsible 
Business, 95 percent of our global 
food comes from soil, and 33 per-
cent of our global land is already 
contaminated. 

Besides chemicals, solid man-
made waste is one of the biggest 
contributors to land pollution. 
This includes, but is not limited 
to things like construction debris, 
garbage, used electronics, and 
tires. 

There are things that businesses 
can do to help stop land pollution. 

Look for Eco Conscious, 
Recycled Content, Elemental 
Chlorine Free or Forest 
Stewardship Council (FSC) on 
the supplies you purchase for 
office use. Some office supply 
stores are even putting recycled 
or less harsh chemicals in their fil-
ters. More recycled content means 
less solid waste.

Some suppliers are putting the 
labels out there where you can see 
them, so you know your company 
is helping the cause

For example: here’s is the label 
from a case of copy paper: 100% 
Recycled FSC® Certified. (FSC 
Certified means that all wood or 
paper in the product is reclaimed/
reused.) 

sides of my house as a deterrent 
to pests that want to get inside) 

• Did you know that the essen-
tial oils you use in your home dif-
fuser to make your home smell 
good are also excellent natural 
pest deterrents? A Eucalyptus oil 
and water spray mixture can be 
used for roach problems. Ants 
can be controlled with a mix-
ture of water, peppermint oil and 
lemon oil. Flies can be driven 
away with Rosemary and a laven-
der – lemongrass mixture can be 
used to help repel fleas on your 
pets. Last year, my cat got fleas 
and I treated her and the house 

Sharon Koehler
Stone Industry Consultant

SmileLand  and Our Environment

with a natural flea spray that had 
peppermint oil and eugenol. It 
worked, plus it wasn’t harmful to 
the cat or me.

We haven’t figured out how to 
live on the moon or on any other 
planet besides Earth, so we should 
probably figure out how to all be 
doctors of the earth and remem-
ber the words “First, do no harm.” 
The earth is all we got, let’s keep 
it healthy.

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

                                         

Weha USA Announces 
 Matrix SawJet Blade

After months of testing and 
development, Weha USA 

has announced a new large-for-
mat blade developed for SawJet 
machines.

The Matrix SawJet was devel-
oped with the feedback of fab-
ricators who demanded the best 
for their SawJet machines. Not 
happy with the performance of 
the blades, one Florida fabricator 
worked as a test shop with Weha 
to develop a better 16-inch blade. 

Weha tried several bonds until 
we satisfied the new this Matrix 
SJ bond. The fabricator is now 
getting over 50 hours of cutting 
use with the Matrix blade, has 
remarked how quiet it is to oper-
ate, compared to  other blades. 

The New Matrix SawJet blade 
comes in a 14 and 16 inch size, 
and is suitable is for both robot 
BACA SawJet and bed sawjets.

For more information visit 
wehausa.com for a list of dealers.

mailto:Sharonk.SRG%40gmail.com?subject=Slippery%20Rock%20article
http://wehausa.com
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Back from the Brink: Stone World TN
Peter Marcucci
Photos  Courtesy Stone World TN

Please turn to page 29

IT  is sometimes mind-bog-
gling, that in the blink of 

an eye, all our careful plans can 
be altered, and the course of a 
person’s life can change. We see 
these tragedies play out in the 
media every day, shake our heads 
in astonishment, and then move 
on, hoping that the unexpected 
never catches up with us.            
   

Case in point is Stone World 
TN, located in Nashville, 
Tennessee. Purchased by Duan 
Coqui in 2011, Stone World TN 
was a medium-sized, thriving 
shop doing mostly big box and 
residential work. Sadly, the twist 
of fate that befell him out of the 
clear blue sky was an EF-4 tor-
nado on March 3, 2019 – a trag-
edy that will never be forgotten, 
recalled Coqui. “I had gone home 
that night. Everything at the shop 
was running right. That morn-
ing, like every morning I watched 
the news to see how the traffic is 
doing. I knew there had been a 
tornado, and when I saw the news 
chopper flying above my shop 
showing the destruction, I said, 
‘Oh, my! That’s my building!’  
Funny, you think you’re on top of 
the world, and the next morning 
you wake up and there is nothing. 
Luckily, nobody was there in the 
shop that night.”  

   

   
When the dust had settled, it 

was clear that the tornado had 
flattened the whole building. It 
had picked up a 20-foot container 
full of sinks as well as semi-trucks 
from up the road and thrown them 
into the building. Coqui, truly had 
nothing left, he continued. “It was 
scary! You know, when you see 
devastation on television, you’ve 
never really experienced it until 
you’re standing there and you see 
it right in front of you. My build-
ing looked like spaghetti. Then, 

was not an option, and moving 
forward was the only option. 

Leaving No Stone Unturned 
His first sobering thought was 

that he would have to rebuild from 
scratch. Next, came the cold, hard 
reckoning about what to do with 
the fifty employees who could 
no longer make a living, he con-
tinued. “I couldn’t keep all of 
my team, so I found them jobs 
with the other fabricators here in 
Nashville. They were all willing 

to help me.” Hence, Coqui was 
able to keep 25 team members. 
Now, dirty hands, sweaty bodies, 
bruised knuckles and sore mus-
cles was a daily challenge for the 
team members clearing the mess, 
while other members did the 
installations, explained Coqui. 

   

Local media coverage docu-
mented the swath of destruction, 
including Coqui’s shop, after 
the March 3, 2019 tornado that 
ripped through the region.

Recognizable bits of the Stone World  TN 
shop can be seen amidst the wreckage:  Left 
to right, their Water Treatment Technology 
system;  A-Frame racks, still loaded with 
material; and heavy granite slabs toppled 
like dominos in the slab storage area.

the first thoughts that go through 
your head are, ‘What should I 
do now? Where do I start?’ It 
was total devastation, and you’re 
really helpless until you sit down 
and start figuring things out.” It 
was with an abundance of per-
sonal and professional pride, at 
this point, that failure for Coqui 
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The Slippery Rock Marketplace

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.1

Visit: Ascentium.info/Rock2022
1Financing dependent on credit parameters. 

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

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!

C
OU
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P

M

A R K E T I N G C
O

.

We Help you Double the Sq. Footage you do a Day

https://countertopmarketingco.com/

to find out how we can help
BOOK A FREE STRATEGY CALL TODAY

You have no system to get leads outside of  
    word-of-mouth leads.
You have no tracking in place and no idea of  
    what’s working.
You don’t have a clear path to growing your  
    countertop company.

®

BBIndustriesLLC.com    800-575-4401

Quality Adhesives & Sealants for Stone

The Stone Detective

Continued from page 21

I got out of the car and 
within seconds fell on the 
ice. First, I wondered if any-
one had seen me, and sec-
ond, I wondered if I ought 
to raise my fee for hazard 
pay. The only thing hurt was 
my pride, since several col-
lege students were actually 
standing nearby, pointing 
at me and laughing. In my 
day we would have run over 
to make sure the old gee-
zer who had fallen was OK. 
Anyway, I brushed myself 
off and walked very slowly 
and carefully to the front 
entrance.  Just as I was about 
to open the door, a mainte-
nance worker came by and 
was spreading deicing salt 
on the sidewalk. I stopped 
and introduced myself and 
asked if could find out what 
kind of salt he was using. He 
showed me the bag of salt, 
and I knew right away what 
the problem was before I 
even inspected the damage 
(see photo).

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

I finished my test and 

looked up at my contact and 
told him that the salts they 
were using for de-icing were 
causing the deterioration. I 
explained that the salts dis-
solve and enter the pores of 
the stone and concrete, and 
when they dry, they crystal-
lize, causing pressure in the 
pores. The salts are larger 
than the pores, and that is 
what causes the spalling.

I told him he could do sev-
eral things. First, I recom-
mended he change the type 
of salts. There are many 
salts now on the market that 
don’t cause this problem. 
(He could also just not apply 
the salts and hire a good law 
firm to fight all the slip-fall 
lawsuits, but I wasn’t going 
tell him that.)

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

Another case solved. 
Now, where is the near-
est Starbucks so I can thaw 
out?!

The Stone Detective is 
a fictional character cre-
ated by Dr. Frederick 
M. Hueston, PhD, writ-
ten to entertain and edu-
cate. Dr. Fred has written 
over 33 books on stone and 
tile installations, fabrica-
tion 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 .

When I got there I found a classic example of spalling due 
to absorbed salts – in this case, de-icing salts are the cul-
prit – but now there’s a solution, and a cure.

mailto:fhueston%40stoneforensics%20.com?subject=Stone%20Detective
mailto:fhueston%40stoneforensics%20.com?subject=Stone%20Detective
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The Slippery Rock Classifieds

Did You Know?
Slippery Rock Classifieds 

HELP WANTED ads 
are available FREE to the 

Stone Industry!
Visit www.slipperyrockgazette.net

for more details

For Sale

Planer for sale. Patch Wegner planer for 
sale. Many cutters included. Contact Jeff 
Kohmann, 330-575-3871, jeff@rocksolid-
cutstone.com .

___________

Baca SawJet almost brand new. 1+ yr 
old Baca for Sale. Shop currently has two, 
need to sell one to make room for new 
Baca w/ Miter. Machine has 1,000 + hours. 
Will Train Up to 5 days 2-3 people, with 
deposit. Will pay first $2,000 of freight 
to move to your location. No financing 
available; must have a bank letter with 
proof of funds. As is, no warranty. Sale 
Amount $275,000. No solicitations from 
Equipment Brokers. southeastgranite 
fab@gmail.com .

___________

Comandulli Speedy Edge Polishing 
Machine For Sale. Edge polishing 
machine for sale $24K or OBO Machine 
located in Los Angeles, CA area Excellent 
condition, low hours, Model Speedy 
System, Year 2006, Automatic Tool 
changer, Pneumatic turntable for piece 
loading, pre-set programs visualized on 
“touch-screen” control panel. Contact: 
Elizabeth DeLorenzo, 310-328-8000, eliz-
abeth@delorenzomarble.com .

___________

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

___________

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 .

___________

Help Wanted

Inline Polisher Technical Product 
Specialist. Leading equipment manu-
facturer for the stone industry is seek-
ing an enthusiastic and personable indi-
vidual to lead the installation, training, 
and service activities of our new inline 
polisher. This is a great opportunity for 
someone who has worked in a stone 
shop, is seeking a change, and has rele-
vant experience with inline polishers or 
related systems. Competitive pay and 
strong benefits package. Must be open 
to moderate travel. Contact: Felipa 
Wogan, 248-706-6307, fwogan@baca-
systems.com. 

___________

Help Wanted

Templaters Needed in Low Country. 
StoneWorks is a local, family-owned com-
pany with 25+ years of experience in 
the area, seeking bright and motivated 
individuals. WE HAVE: • 2 Full-Time 
TEMPLATE positions • Salary starts at 
$40K (based on experience) • Full time, 
40 hour/week • EXCELLENT benefits 
REQUIREMENTS: • Steady, reliable work 
record • Good customer service skills 
and teamwork attitude • Ability to follow 

detailed directions • CAD training and 
experience are a plus • Technologically 
savvy and comfortable with new com-
puter programs • Acceptable DMV record. 
EMAIL TO APPLY John@hiltonhead-
stone.com .

___________

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

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

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

2022 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

April 2022 Friday, February 25, 2022

May 2022 Friday, March 25, 2022

June 2022 Friday, April 22, 2022

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

•110 TON SPLITTING FORCE 

• 25.2” BLADE LENGTH

• 17.72” SPLITTING HEIGHT

• 11 KW PUMP UPGRADE 

• 5.05” PER SECOND DESCENT  

• 6.49” PER SECOND RETRACT              

• TESTED and PRESSURES SET PRIOR TO SHIPMENT

• CURRENTLY IN STOCK, WHITEHALL, NY 12887

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 640 X 450 100t

$56,300.00 USD
While Supplies Last

EXW Whitehall, NY

Learn Stone & Tile Troubleshooting

Stone Forensics is once again 
offering its popular Stone Inspec-
tion Seminar as an affordable, self 
guided PowerPoint presentation. 

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

See the stoneforensics.com 
website for more online training 
opportunities.

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

Call 321-514-6845   Stoneforensics.com

• Learn physical 
and chemical  
testing, troubleshoot 
problems
• Earn Up to $300 
per hour
• Includes class 
manual & three 
technical calls to 
Dr. Fred
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“And now, the 7-Day forecast…”

mailto:jeff%40rocksolidcutstone.com?subject=Ad%20in%20Slippery%20rock
mailto:jeff%40rocksolidcutstone.com?subject=Ad%20in%20Slippery%20rock
mailto:southeastgranitefab%40gmail.com?subject=SawJet%20in%20Slippery%20Rock
mailto:southeastgranitefab%40gmail.com?subject=SawJet%20in%20Slippery%20Rock
mailto:elizabeth%40delorenzomarble.com?subject=Ad%20in%20Slippery%20rock
mailto:elizabeth%40delorenzomarble.com?subject=Ad%20in%20Slippery%20rock
mailto:accounting%40nemasonry.net?subject=Saw%20ad%20in%20Slippery%20Rock
mailto:Samcraycraft%40gmail.com?subject=Ad%20in%20Slippery%20Rock
mailto:Samcraycraft%40gmail.com?subject=Ad%20in%20Slippery%20Rock
mailto:fwogan%40bacasystems.com?subject=Help%20Wanted%20ad%20in%20Slippery%20rock
mailto:fwogan%40bacasystems.com?subject=Help%20Wanted%20ad%20in%20Slippery%20rock
mailto:John%40hiltonheadstone.com?subject=Help%20Wanted%20ad%20in%20Slippery%20Rock
mailto:John%40hiltonheadstone.com?subject=Help%20Wanted%20ad%20in%20Slippery%20Rock
mailto:publisher%40slipperyrockgazette.net?subject=Advertising%20in%20the%20Slippery%20rock
mailto:publisher%40slipperyrockgazette.net?subject=Advertising%20in%20the%20Slippery%20rock
http://www.stoneforensics.com
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Porcelain is a hardwearing 
material that is suitable for 
both indoor and outdoor 

design projects. Porcelain slabs 
or tile are often used for kitchen 
and bathroom counters, flooring, 
stairs, and windowsills. It is a 
fairly thin material, typically man-
ufactured to be only ½-inch thick. 

The basic ingredients that go 
into the process of manufacturing 
porcelain are clays, sands, and dif-
ferent feldspar minerals. Because 
it contains some natural materi-
als, porcelain is often marketed as 
a sustainable material. Porcelain 
is also produced to emulate the 
beauty and veining of marble. But 
as you will see from the manufac-
turing process outlined below, the 
use of many materials and addi-
tives, and the energy intensive 
processes involved in its man-
ufacturing create a much larger 
environmental footprint for por-
celain than natural stone. 

Manufacturing Porcelain 
vs. Natural Stone 

Raw materials like clay, feld-
spar, and other materials must 
first be mined out of the ground 
and then transported to a manu-
facturing plant. The next step in 
the process is the intake, storage, 
and sorting of the required raw 
materials. Additives such as inks 
and glazes must also be trans-
ported to the manufacturing plant, 
where they undergo further sort-
ing, mixing, forming, drying, and 
pressing. Images and glazes are 
applied to the porcelain surface 
at this stage. Then, extreme heat 
is required to fire and glaze the 
materials into the final porcelain 
product.

Sustainability Concerns
From an overall sustainability 

perspective, natural stone has a 

Manufacturing Impacts: 
 Natural Stone vs. Porcelain

Stephanie Vierra,  Assoc. AIA, LEED AP BD+C 
Vierra Design & Education Services, LLC 
Reprinted by Permission usenaturalstone.org

Porcelain is often printed to mim-
ic the beauty and veining of gen-
uine marble. Photo courtesy of 
Stephanie Vierra.

Arabescato marble, showing the 
natural formation and veining 
present in crystalline marble.

much lower environmental foot-
print than porcelain due to the 
minimal resources used to quarry, 
fabricate, finish, and transport it.  
In fact, it has been demonstrated 
that porcelain has the highest 
global warming potential (GWP) 
among several other building 
materials. All of the steps in the 
manufacturing process of por-
celain require the use of a lot of 
water and energy which contrib-
ute to a large GWP. The larger the 
GWP, the more that a given gas 
warms the Earth compared to CO2 
over that same time-frame.

The impacts of these processes 
have been documented and sys-
tematically compared against 
other materials using the same 
environmental criteria. This 
information is a valuable resource 
when selecting a sustainable 
material, especially natural stone, 
for a project.

These characteristics and attri-
butes also make natural stone 
a great choice when seeking a 
green building rating certification 
within the U.S. Green Building 
Council’s Leadership in Energy 

and Environmental Design 
(LEED) or the International 
Living Future Institute’s Living 
Building Challenge (LBC). To 
further advance these issues, the 
natural stone industry has been 
working diligently over the years 
to make continuous improve-
ments in each area and step of the 
production process. This includes 
reducing water use, energy use, 
improving the efficiency of the 
transportation of natural stone, 
properly managing and adap-
tively reusing quarry sites, and 
many others.

The natural stone industry has 
created a certification system that 
determines if a quarry or fabrica-
tor meets defined sustainability 
standards in key areas of impor-
tance. This makes it easier to find 
and use natural stones that meet 
the standard, simplifying the pro-
cess of choosing the right material 
that not only looks and performs 
well, but also has the least amount 
of impact on the environment. 
The standard is also accepted 
within the LBC, further ensur-
ing its use in sustainable building 

projects.  Even if a natural stone 
is not yet certified to the standard, 
the information can be used to vet 
stone suppliers and ask important 
questions to help choose the opti-
mal natural stone for your proj-
ect. More information is available 
via the Natural Stone Institute or 
NSF International.

Stephanie Vierra is a consultant 
specializing in curriculum devel-
opment, project management, 
and research in sustainability 
and holistic design. This article is 
part of a series, and will be con-
tinued in the April SRG.

Manufacturing Impacts of Porcelain Manufacturing Impacts of Natural Stone

Clay, Sand, Feldspar 
and Other Minerals 

are Mined

Raw Materials  
Transported to 

Manufacturing Plant

Ink Glaze and Other Additives are 
Acquired and/or Manufactured 

then Transported To Plant

Ingredients Combined with Water, 
Formed, Dried, and Pressed.

Images and Glaze are Applied 
to Surface, then Fired

This chart compares the Global Warming Potential (expressed as kg 
CO2 eq) of the product manufacturing phase (A1-A3) documented 
in the LCA results published within EPDs, for a variety of products. 
Data averaged when multiple EPDs were used.  All functional units 
converted to 1 ton.

Halibut Point State Park in Massachusetts is a former granite quarry 
reclaimed into a public park.  Photo by Toby McGuire

Global Warming Potential by Material

http://NaturalStoneInstitute.org
https://www.nsfinternational.eu/about-nsf-international/


Slippery rock Gazette March 2022  |  29  

Back from the Brink: Stone World TN
Continued from page 25

“We had fabrication jobs and 
we had the measurements, and 
I knew most of the shop own-
ers in Nashville. I also had really 
good friends in Atlanta, Georgia 
who had fabrication shops, so we 
made a plan, and had five shops 
fabricating for us. We would send 
them the material and the files, 
and they would fabricate our jobs. 
We would then pick them up and 
install them. This allowed me to 
keep my customers, because I 
knew that if we closed down for 
a year or two to rebuild, I would 
never get them back. No matter 
how loyal they were, they would 
have to use other companies, so 
I had to do something, even if it 
meant using other fabricators to 
help me, and that’s how we kept 
going.” 

   
Stone World TN had again 

become a viable company. Money 
was coming in, and plans for a 
new shop and showroom were 
on the drawing board. Coqui had 
also created a remote showroom 
in Knoxville, 180 miles away, 
to supplement current and future 
sales. However, a new shop in the 
old location could be years away, 
so a location close to the old shop 
was needed, he continued. 

“Nashville was growing, and it 
was very difficult to find a build-
ing with tall ceilings for an over-
head crane, and lots of electrical 
power. I couldn’t find anything! 
And then one day I was clean-
ing up at the old location, when 

set to fill it with new machines, 
he explained. “At the time, equip-
ment was very difficult to get, 
because fabrication companies 
were busy, and it was a six to 
eight month wait. However, there 
was a company that had ordered 
Poseidon Industries equipment, 
but when the Corona Virus hit, 
the order was canceled, and I was 
able to get that equipment. So it 
worked out perfectly for me.” 

That new equipment con-
sists of two Poseidon Industries 
T-REX 5-Axis CNC Bridge 
Saws (one single table, one dual 
table), a Poseidon Industries 
Trident Inline edge polisher, and 
a dual table BACA Systems Robo 
SawJet, with a Turrini Claudio 
water recycling system to keep 
the clean water flowing. 

Sales are approximately 80 per-
cent quartz with the remaining 
20 percent natural materials or 
Dekton, with a simple eased edge 
being all the rage for the compa-
ny’s builders, architects, residen-
tial owners and big box clients, 
explained Coqui. “Everybody 
wants a minimalistic look now, 
and eased edge is our most pop-
ular. At our old location, we were 
doing a lot of Lowe’s and Home 
Depot work, but I couldn’t handle 
it anymore without having a shop. 
So I gave up Lowe’s, and I still 
do some Home Depot, because 
big box pays my overhead, and 
it is always there.” Coqui added 
that very little sales are gained 
through advertising, while most is 
obtained through word of mouth. 

With production cut in half, 
Coqui and company are still 
down to 25 team members who 
have stayed with the company 

through thick and thin, contin-
ued Coqui. “Were they going to 
go look at other companies some-
where else, or were they going to 
trust me and stick with me? There 
was a lot of uncertainty, but the 
ones who stayed made my life 
easier. They are very loyal, we’ve 
fought the battles together, and 
we are a family.” 

“The Nashville market is grow-
ing, so it seems that anyone with 
a grinder is opening up a small 
shop. I hear about a new shop 
opening up every day, because 
it’s easy and doesn’t cost a lot. I 
think the biggest thing that keeps 
us ahead of them, though, is that 
we communicate with our cli-
ents and we meet our deadlines. 
If we give a date, we stick to it, 
and that’s one of the things that 
we pride ourselves on. I feel that 
in this day and age, people don’t 
communicate enough. We’ve also 
diversified into cabinet refin-
ishing. If I’ve learned one thing 
throughout this whole devasta-
tion, it’s that don’t keep all your 
eggs in one basket. That is very 
dangerous. I also don’t have the 
need to import anymore, because 
Antolini has a warehouse right 
next to us.

“As for our old shop location, 
we still haven’t finished con-
structing the new building. It will 
be finished by February 2022, but 
I’m not sure if we’ll be moving 
back. Time will tell.” 

Stone World TN is a mem-
ber of the Knoxville Builders 
Association, the Nashville Builders 
Association and one of the first 
members of The Rockheads. For 
more information, visit www.stone 
worldtn.com.

a gentleman from next door paid 
me a visit. We started to talk, and 
I explained that I couldn’t find an 
adequate building, and he said to 
me, ‘Man, you wouldn’t believe 
it, but I just had lunch with a gen-
tleman, Ronny Wentzler, who 

has a couple of buildings here in 
Nashville. Let me call him!’”

Turns out, there was a 20,000 
square foot building that was 
exactly what Coqui needed. It 
even had an overhead crane. A 
lease was signed and the stage was 

Samples of the current work of Stone World TN show they are 
back in business, and even better than before. Their website, 
 StoneWorldTN.com, has more examples of their residential work.

Current Stone World TN shop 
equipment includes 2 Poseidon 
Industries T-REX 5-Axis Bridge 
Saws, a Poseidon Trident Inline 
Polisher,  a BACA Systems Robo 
SawJet, and a Turrini Claudio 
water system.

http://www.stoneworldtn.com
http://www.stoneworldtn.com
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Continued from page 22

Continued from page 18

Saving a Piece of History 
with Natural Stone

  

Photos courtesy RecycledGranite.com

Above: Over 200 pounds of 
white antique granite were dry 
stacked in this backsplash and 
did not require any grout. The 
granite pieces are the cut-offs 
from the fabrication process 
which were split by people with 
special needs, creating jobs 
for people with disabilities; a 
program Recycled Granite calls 
Green Abilities.

Right: This split stone veneer 
wall is approximately 6 pounds 
per square foot, so there was 
no need for metal lath or grout.  
The recycled stones in most 
cases are dry stacked directly 
over drywall, brick or cement 
board.  

In New England, where there is 
a rich history of stone quarrying 
and stone buildings,  Stone Farm 
Living  has harvested cobble-
stones from historic Faneuil Hall 
in Boston, paving stones from 
the Boston Common, and even 
cobbles from Belgian villages, 
all for new use elsewhere. The 
patina of stone is their passion as 
it is unique and can’t be imitated. 
They and their clients understand 
and appreciate that using natural 
elements makes good design even 
better. They recycle hundreds of 
20-ton loads a year and generally 
get the material from contractors 
who come across it in their work.

Cobblestones, road curbing, 
granite foundation blocks and 
stone building parts are some 
of the bigger categories. Their 
advice to homeowners is: be pre-
pared to handle variability in 

sizes, as the material was often 
handmade. They frequently see 
this with steps and landings. 
People want an old landing and 
come to them with very specific 
sizes. It is better to come with a 
range of sizes that may work as 
they are not making them a new 
landing. They want their clients 
to use their imagination because 
they can take old stone and cut it 
into new products that provide a 
new function while preserving the 
old look and patina. They have 
learned that there is a use for vir-
tually every old stone—you just 
may not see it right away. So they 
like to talk to people about their 
vision and then help them find the 
right material.

Stephanie Vierra is a consultant 
specializing in curriculum devel-
opment, project management, and 
research in sustainability and 
holistic design.

Please turn to page 29

800-575-4401www.BBIndustriesLLC.com

Item# 68005
Item# 68006

SKIL SPT79-00 7” Worm 
Drive Skilsaw for Concrete

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

USE

WET 
OR 

DRY

Power Through EVERY Job with

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

Tile Artistry Coloring Books

They continued, “Tile Heritage 
staff and volunteers, their thou-
sands of hours [of work], are sus-
tained by your support. They 
are passionate in their dedica-
tion to document and continue to 
develop the index of THF holdings 
for posterity.”

Denny added, “CTEF would like 
to say a very special thank you to 
the NTCA for the time, vision, and 
expertise provided by TileLetter 

Art Director Michelle Chapman 
and Lesley Goddin, Editor of 
TileLetter and originator of the 
concept.”

Interested in supporting THF and 
CTEF through the relaxing prac-
tice of coloring? Visit www.tile-
assn.com/store and purchase a 
Tile Artistry Coloring Book of your 
very own, or plan to give them 
as gifts for birthdays and special 
occasions in 2022. 

http://www.stonefarmliving.com/
http://www.stonefarmliving.com/
http://www.tile-assn.com/store
http://www.tile-assn.com/store
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*Noise levels: 60 dB - Normal Conversation; 70 dB - Toilet Flushing/Vacuum Cleaner; 80 dB - Heavy Traffic/Noisy Restaurant

DESCRIPTION SUCTION LENGTH TOTAL LENGTH WIDTH HEIGHT WEIGHT POWER 220
3 PHASE

ASPIRATION DUST
EFFECTIVENESS

NOISE LEVEL
DECIBELS

10 FT
3 METER 115” 128” 43” 96” 858 lbs 4 hp 9417 CFM 99.99% 67 dB*

13 FT
4 METER 155” 179” 43” 96” 1100 lbs 8 hp 18834 CFM 99.99% 67 dB*

• Traps 99.99% of airborne dust and particles
• Automatic self cleaning system
• Easy to dump dust collection drawers
• Easy ON/OFF buttons
• Easy to use control panel
• 13’ has dual motors / 10’ has single motor
• Comes with a 3 foot extension box for focused 

suction
• Comes fully assembled; just connect to power
• Financing available

OSHA
COMPLIANT

10' & 13' Automatic 10' & 13' Automatic 
Dry DustDry Dust

Collection BoothCollection Booth
What makes Filter Project different What makes Filter Project different 

than other filter systems?than other filter systems?

• Stocked in USA on both coasts to 
help save freight costs

• Free remote service available
• Spare parts stored in Charlotte, NC
• US based technicians

www.wehausa.com

Strada della Selva, snc - Fraz. Lobia 37047 San Bonifacio - Verona - Italy  

Tel. +39 045 6183191 - Fax +39 045 6187030 - e-mail: info@filter-project.it - filter.project@pec.it  

C.F. e P.IVA 04299740235 - Registro imprese 2014-80538 R.E.A. 408924 Cap.Soc. € 5.000,00 i.v. 

LABORATORY TEST REPORT 
With reference to the tests on samples of dust emissions into the 

atmosphere, performed by the firm ECOCHEM S.r.l (reports n° 11/LT/12692-

1 and 11/LT/12692-2) on the 17th June 2011 at our site, of the product: 

4 M DRY DUST SUCTION CABIN, MODEL CS040 

For the extraction of the dust during the processing of marble, granite, natural 

and silicon stone: 

WE DECLARE  The cabin respects the technical features and has a blasting efficiency of 

99,99 % as detailed below: Intake mass flow  = 2945,88 g/h 
Outlet mass flow = 28,759 g/h Calculation: 28,759 / 2945,88 = 0,009762 equal to  99,99%

We also certify that the maximum limit in Italy of the dust emission into the 

atmosphere is 50 mg/Nmc ( 20 mg/Nmc in some provinces and regions) and 

that, as shown in the annexed tests, the outlet ratio of the cabin is 2.8 

mg/Nmc and therefore well below the current legal threshold. 

  

Filter Project Dry Dust Collector Filter Project Dry Dust Collector 
Booths are designed to trap 99.99% Booths are designed to trap 99.99% 

of dust from granite, marble, of dust from granite, marble, 
engineered stone, quartz, quartzite, engineered stone, quartz, quartzite, 

and other airborne particles.and other airborne particles.
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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

$450/MO

With our  

easy financing*

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

Why clutter 
your shop 
when ONE 
machine 
does it all?

Item#
14141

Distributed by:

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


