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BB Industries Hosts Partner Appreciation 
Events in Vegas & Mexico

Since 2014, The Marble 
Restoration Company 
has been restoring some 

of Pennsylvania’s most notable 
landmarks. One recent project, 
the lobby of the 801 Market 
Street Building in downtown 
Philadelphia, PA, is the latest 
example of how The Marble 
Restoration Company has earned 
its reputation as the go-to experts 
for renovations done right. It is 
one more sterling example of 
what Rick Sirianni and his tech-
nicians can accomplish.

Occupying the former location 
of the well-known Strawbridge 
& Clothiers department store, a 
Beaux-Arts Style, six-story built 
in 1897, stands 801 Market Street, 
a 700,000 square-foot high-rise 
completed in 1928.

After almost 100 years of use, 
the lobby was looking the worse 
for enduring decades of foot 
traffic. This majestic old struc-
ture was in dire need of cos-
metic work. Answering the call 
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for help, The Marble Restoration 
Company rose to the challenge, 
recalls Rick Sirianni.

“When I initially looked at 801 
Market Street with two of my 
senior guys, we walked through 
the job step by step, section by 
section, and we just kind of esti-
mated how long each section 
would take. The cleaning and the 
polishing was the easy part, and 
very mechanical for us, but it’s 
the repair work stuff that scares 
you, because you never really 
know what you’re getting into. 

“Some of the stone cor-
ners were in terrible condi-
tion and crumbling, and, as you 
can imagine, sometimes, when 
you take out one piece of loose 
stone, all of a sudden the rest of 
it starts crumbling. So we had 
to go through over 500 different 

BB Industries hosted two re-
cent events to celebrate 

customers and vendors for their 
partnership — The Second Annual 
Partners in Paradise & Awards 
Ceremony, and the Second 
Annual Partner Appreciation 
event during The International 
Surface Event (TISE).

Partners in Paradise is a relaxed 
event for customers who have 
met a sales percentage with BB 
Industries, as well as vendor part-
ners who help sponsor the events. 
Attendees enjoy the resort’s ame-
nities, relax, and get to know each 
other better. There are roundtable 
discussions, with presentations 

sprinkled in, and an annual 
awards ceremony.

The 2021 award winners 
are: Congratulations go out 
again to the following BBI 
Partners: Leonard’s Services 
– Presidential Excellence 
2021, Atlanta Kitchen Inc. 
– Pinnacle Award (Largest 
Volume) 2021, Saxum Stone 
LLC – Rookie of the Year 2021, 
Johnson Granite – Diamond 
Partnership Award 2021, and 
Konkus Marble – Outstanding 
Growth 2021.

“We love this time with our 
customer and vendor partners 
because we get to know them on 
a personal and not just a profes-
sional level,” said Rick Stimac, 
BB Industries CEO & President. 
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The near-century-old limestone 
and marble lobby was marred 
with dirt, cracks and flaws from 
decades of heavy foot traffic. 
Renovations included baseboards, 
floors, and wall cladding.   In only 
three short weeks, the cleaned, 
repaired and polished lobby was 
restored to its former glory.

BB Industries hosted stone industry customer and vendor 
partners at its Second Annual Partners in Paradise event.

repairs, and try to estimate just 
how long each one was going to 
take. Even though we built in a 
little bit of fudge factor, there’s 
just so much fudge you can build 
in without worrying that you’re 
going to overprice a job.” 

Restoring the 801 Market 
Street Lobby in Philadelphia
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If things sound challeng-

ing at this point, an even big-
ger challenge awaited Sirianni. 
Unlike The Marble Restoration 
Company’s past jobs that were 
acquired through local contrac-
tors, this one was through G 
Builders LLC from New York, 
N.Y. They were, as some would 
say, the new guys on the block, 
continued Sirianni. 

“They had put the job out to bid, 
but they were new and we were 
strangers, they didn’t know who 
we were. So there was a matter 
of developing a trusting, work-
ing relationship, and we had to 
go through all kinds of hoops to 
prove to them that we were qual-
ified to do the work. To convince 
them, we said let us go in and do 
some samples for you. 

“We did two samples of repairs, 
two samples of the restoration and 
polishing of the floors, and two 
samples of the cleaning, polish-
ing and sealing of the walls. We 
did it on our own time, but it was 
a big enough job that it was worth 
doing the samples, and ultimately, 
between the samples and when 
they found out who we were and 
the types of buildings that we had 
done in the past, they decided we 
were the team that they wanted 
handling this project.”

Continued from page 1

Restoring the 801 
Market Street Lobby

The beautiful, carved trim around the arch was marred by cracks 
and spalling. Patches were made and covered with color-matched  
K-Bond epoxy, and then polished.

Cleaned, restored and polished, the Jerusalem Gold limestone lobby 
floor still looks pristine after a month of use — especially now, with reg-
ular maintenance.

The Fine Art of 
Color Matching

Now that Sirianni had landed 
the project, it was time to get 
down and dirty. As they were 
dealing with a 94-year-old build-
ing, sourcing replacement mate-
rials at a local marble shop was 
not an option, but color match-
ing and gluing was, although it 
would be very time consuming. 
However, there was a silver lin-
ing, explained Sirianni. “We had 
just brought on four new train-
ees, and we decided that this job 
would be a real good training 
ground for them. First of all, the 
last thing you want to do is put 
a new guy into a residential job 
with a cherry picker. At this job, 
though, we had this huge, 40-foot 
high, open lobby that we could 
really train them in the technique 
of using one of these. This really 
helped them. More importantly, 
though, with all the damage, the 
hardest thing to train someone in 
is doing the repair work, and how 
to color match. We’ve always 
had a real challenge training guys 
how to do these, because we sel-
dom have the right job to spend 
the time teaching and showing 
them. 

“On the 801 Market Street job, 
there were five different colors 
of stone and a ton of crazy, crazy 

damage, and it was the perfect 
opportunity to train and give them 
the experience of doing repairs 
and color matching.” 

According to Sirianni, mate-
rials used throughout were a 
picturesque mix of Jerusalem 
Gold, Perlato, Travertine, 
Absolute Black and Rosa Sardo. 
Framed, historical-themed fres-
cos mounted above the eleva-
tors adorn the lobby, but also 

Decades of damage to stone 
floors and baseboards were 
the major focus of this resto-
ration. The lobby rises some 
40 feet so cleaning and pol-
ishing the walls were a chal-
lenging part of the project.

added to the complication, and 
had to be safely worked around, 
said Sirianni. “We had to protect 
these beautiful frescos when we 
were polishing the marble walls 
around them. We were like, ‘Oh 
my goodness. We don’t want to 
damage them.’ So these areas 
were done by our more experi-
enced people.”
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801 Market

Color-matching the patch re-
pairs was a good opportunity 
for Sirianni’s newer techs to 
gain experience.

With a general cleaning, the 
beauty of the large floor tiles 
began to shine through the 
grime of decades. Some of the 
basic restoration issues the 
crew overcame included repair-
ing holes, cracks, and inferior fill 
repairs, as necessary. 

Another thing that worked in 
their favor was the fact that there 
wasn’t a lot of traffic to work 
around during the renovation. 
Due to the pandemic, many of 
the people occupying the upstairs 
floors were still working from 
home, so the technicians pretty 
much had free reign at all hours. 
One, two-man team did the high 
work which took two weeks, 
while another team did the prep 
work for the repairs and resto-
ration. With 4-6 techs working at 
any one time, total time from start 
to finish was three weeks. 

“A lot of times we didn’t have 
any material to fill in the bro-
ken or missing areas,” contin-
ued Sirianni, “So we filled in the 
big gaps with cement, and then 
covered the cement with colored 
K-Bond Epoxy to blend it in, and 
then polished it to match the sur-
rounding stone. The materials 
were so old there was no way 
we were going to find replace-
ment materials that matched, 
except for maybe the black gran-
ite. So the fact of the matter is 
that some areas were so beat up, 
that we were never going to get 
them to look brand new. Our goal 

was to match repaired areas as 
best as possible, and when we fin-
ished they looked outstanding. My 
senior techs Mike McCormick and 
Steve Meredith are great at color 
matching.”

   
When Sirianni was asked what 

he loved most about the final prod-
uct, he replied, “When we were 
finished with 801 Market Street, 
what impressed me the most was 
the view of the floors from the 
archway. The floors just popped! 
What looked like a beat-up old 
lady when we started —  and 
looked like a grand dame when 
we were finished. To me, it’s like 
cooking. I’m a chef, and when you 
make something you get gratifica-
tion. Refinishing old stone you get 
the same thing. The beauty comes 
out, and it looks brilliant. The fres-
cos and brass elevators that we 
didn’t even touch, were now high-
lighted from the work that my guys 
did. I don’t do the work, they do 
absolutely amazing work, and the 
company would be nothing with-
out them. I love the work that we 
accomplish, and all of us could 
really see the difference that we 
made when we stood back.” 

For more information about The 
Marble Restoration Company, visit 
www.marblerestorationco.com .

Left: Vestibule arch inside the front entrance 
is faced with Jerusalem Gold panels, to match 
the flooring. Cracks and spalling were the ma-
jor defects to be repaired, followed by a good 
polishing. The vestibule rises some 40 feet in-
side the front entrance, so a cherry picker was 
need to access the walls.

Apart from large cracks in the flooring, the 
areas in and around the elevators – especially 
the baseboards – were the most heavily worn. 

http://www.marblerestorationco.com


 

In This Issue…

Read our online edition at www.slipperyrockgazette.net . Use the Classifieds / department tabs to place a classified ad, and 
the article links to view the current issue. Send advertising inquiries to g.covell@slipperyrockgazette.net, and comments c/o 
publisher@slipperyrockgazette.net . Subscription requests, a classified ad submission form, current and archived back issues 
and articles are available online at www.slipperyrockgazette.net . 

SLIPPERY ROCK GAZETTE
The Voice of the Stone Fabricator 

®

Contributors & Staff
Rick Stimac   Publisher

Larry M. Hood  Editor and Design Director

G. William Brown  Graphic Designer

Gina Covell   Advertising Sales and Social Media Maven

Stephen Alberts Countertop Marketing Co.

Mark Anderson  Department of Humor

Ed Hill   Synchronous Solutions

Frederick M. Hueston Stone Forensics Investigations

Sharon Koehler  Stone Industry Consultant

Rufus B. Leakin   Guru of Urban Folklore

Peter J. Marcucci Special Contributor

Bob Murrell   Restoration Consultant

Ed Young Fabricator’s Business Coach

Sam Venable  Department of Irony

Stephanie Vierra Vierra Design & Education Services, LLC

DEPARTMENTS:
 Special Focus on the Industry

Restoring the 801 Market Street Building Lobby in Philadelphia, by Peter J. Marcucci  .............................  Begins on 1

2021 Grande Pinnacle and Pinnacle Awards of Excellence  ................................................................................  Begins on 10 

  Training, Safety and Education           

Would You Rather Have a Sales Problem or a Production Problem?  by Ed Young    ...................................................... 6

Google Reviews Are a Fabricator’s Online Word-of-Mouth Reputation,  by Stephen Alberts  .............  Begins on 8

Lean Manufacturing 2022, by Ed Hill  ..........................................................................................................................  Begins on 9

    Industry Topics, Tips and Featured Columns

The Stone Detective – The Case of the Mystery Marble, by Frederick M. Hueston  ................................  Begins on 21

Attention Shoppers: Airborne Apples in Produce Section,  by Sam Venable  ......................................................................  21

Stone Restoration and Maintenance Corner, by Bob Murrell  .............................................................................................. 22

Water and the Environment, by Sharon Koehler  ..................................................................................................................... 25

Manufacturing Impacts: Natural Stone vs. Sintered, by Stephanie Vierra  ...................................................... Begins on 28

 Industry News

BB Industries Hosts Partner Appreciation Events in Vegas & Mexico  ...............................................................  Begins on 1

Kim Dumais Receives 2022 Women in Stone Pioneer Award  ...............................................................................................  5

Brett Rugo Receives 2021 Migliore Award for Lifetime Achievement  ..............................................................................  11

John Cierech Named 2021 Natural Stone Craftsman of the Year ..................................................................................... 12

Majestic Kitchen+Bath Receives the 2021 Cosentino Home Builder–Fabricator of the Year Award .....................  14

Michael Picco Receives NSI 2021 Person of the Year  ............................................................................................................. 24

Weha PIG Variable Speed Orbital Polisher Kits Now Available for Surface Polishing  ............................  Begins on 24

SurpHaces Training Center Relocates to Melbourne, FL, Headed by Hueston  ............................................................ 29

Stone Panels International Named 2021 CEU Educator of the Year  ..............................................................................  30

Marketplace and Classified Ads  ............................................................................................................................  26, 27

4 |  April 2022 Slippery rock GAzette

Continued from page 1

BB Industries Hosts Partner 
Appreciation Events in 

 Vegas and Mexico

“Picking great partners is one of 
the ways we are successful, and 
we like to share the success with 
everyone,” said Stimac. 

The festivities included golfing, 
dancing, best practice sharing and 
swapping stone stories, and hang-
ing by the pool. 

The Second Annual BBI Partner 
Appreciation Event was a giant 
party held in Las Vegas at House 
of Blues Mandalay Bay after-
hours at the TISE show, where 
over 300 BB Industries VIP 
guests had a chance to decom-
press from a busy show day. 

“The BBI party was a fan-
tastic time winding down after 
TISE,” said Shayne Hogenmiller, 
General Manager of Southeast 
Stone and Managing Partner for 
All Slab Fabbers. “The oppor-
tunity to network in a room full 
of industry professionals was so 
valuable. It was great to see the 
continued growth of BBI along-
side us at All Slab Fabbers. Thank 
you BBI!”

“Our team hosted customer and 
vendor partners with a night of 
food, drinks and music to cele-
brate another momentous year 
and another busy TISE show,” 
added Stimac. “We are always 

investing in our partners finan-
cially, but we like to invest in 
them with our time as well. To 
spend this face time with our 
industry guests who help us grow 
our mutually beneficial business 
is a blessing.” 

Since its beginning in 1994, 
BBI’s philosophy has been to 
offer the best customer ser-
vice in the industry and the best 
value stone fabrication prod-
ucts. We are right there for our 
customers through all phases of 
business with education, train-
ing, and support from CNCs to 
blades. Our vendors and custom-
ers are valued partners. For more 
info, visit BBIndustriesLLC.com, 
and BBIndustriesLLC on social 
channels LinkedIn, Instagram, 
TikTok, and facebook.com/
BBIndustriesLLC.USA.“A compromise which results in a half-step toward evil is all wrong.” –Teddy Roosevelt

mailto:g.covell%40slipperyrockgazette.net?subject=Tell%20me%20about%20advertising%20in%20the%20SRG
mailto:publisher%40slipperyrockgazette.net?subject=
http://www.slipperyrockgazette.net
http://BBIndustriesLLC.com
http://facebook.com/BBIndustriesLLC.USA
http://facebook.com/BBIndustriesLLC.USA
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Kim Dumais receives the 
Women in Stone Pioneer 

Award at TISE 2022.

Kim Dumais (Miller 
Druck Specialty 
Contracting) is 

the 2022 Women in Stone 
Pioneer Award recipient. 

Kim Dumais has spent 
her entire career in the 
stone business. 22 of those 
years have been with 
Miller Druck Specialty 
Contracting. During those 
years, Kim has become an 
authority on stones around 
the world and earned a sta-
tus with architects and cli-
ents making her an asset 
to anything involving 
stone. While Miller Druck 
doesn’t typically believe 
in titles, Kim is recog-
nized as Vice President 
of Sales. Her colleague 
Ismael Garcia believes a 
more accurate title would 
be Director of Knowledge 
because of her thirst to 
teach, encourage, and help 
others advance. 

“Kim is a role model for 
other women interested 
in a career path in natu-
ral stone,” says Jonathan 
Mitnick of CCS Stone of 
Moonachie, NJ. “She has 
decades of experience, 
feels equally comfort-
able working with luxury 
clients, interior design-
ers, and architects as she 
would be at a jobsite in 
Manhattan, working with a 
difficult project manager.”

Respected by colleagues, 
clients, and peers, Kim’s 
stone knowledge, profes-
sionalism, and passion to 
teach is evident. “Daily, 
she helps motivate not only 
me, but our entire team,” 
adds Ismael Garcia. “Her 
tireless efforts to push our 
industry forward are inspir-
ing. From educating every-
one about stone, to always 
finding innovative ways to 
interact with clients, Kim’s 
career is quite admirable.” 
Eliana Bahamon, another 
colleague at Miller Druck, 
says that crossing paths 
with Kim 16 years ago was 
like winning the lottery. 

Kim Dumais Receives 2022 
 Women in Stone Pioneer Award 

Kim guided her steps in 
developing attributes of 
versatility and creativity, 
lending increased value 
and credibility to her opin-
ions on layout and design 
questions.

When Women in Stone 
was first formed, Kim 
didn’t waste any time get-
ting involved and join-
ing the steering committee. 
She has played an active 
role since its inception and 
works to give other women 
the tools that they needed to 
pursue a successful career in 
the stone industry. Women 
in Stone Administrator 
Sarah Gregg compliments 
Kim for her contribu-
tions to the organization’s 
Mentorship Program. “The 
most impactful thing that 
I’ve seen Kim do is men-
tor the young women in 
our industry. We assign her 
with a mentee who maybe 
has only one or two years 
of experience in the indus-
try, who shows great prom-
ise, but just needs that extra 
education about where the 
stone comes from and what 
its best uses are.”

Comments from 
Colleagues

Nadia Grogan of Capitol 
Conservation Services of 
Ottawa was mentored by 
Kim and was initially struck 
by her knowledge and pas-
sion for stone. She is grate-
ful for helping her flourish 

and grow in the industry. 
“I met her at a time when I 
worked almost exclusively 
with men. Now I manage 
a team of mostly women. I 
hope that I can offer them 
support and inspire their 
confidence like Kim did for 
me.”

Ismael Garcia also credits 
Kim for her inspiration and 
guidance during a summer 
job more than two decades 
ago when he was hired to 
be her assistant. “The posi-
tion was temporary and 
not much was expected 
of me. After two months, 
thanks to Kim, I was able to 
absorb enough knowledge 
to be invited back, and later 
promoted to a full-time 
salesperson. With Kim’s 
guidance for the past 22 
years, we turned a summer 
job into a passion for stone 
that turned into a career.” 

Paula Vigo has worked 
with Kim for 6 years now. 
She recalls interviewing 
with Kim who then taught 
her practically every-
thing and encouraged her 
to study and get certi-
fied to give face-to-face 
CEU and online courses 
for architects in New York 
City, which meant pushing 
beyond her comfort zone. 
Paula is grateful for this 
nurturing but also appreci-
ates the support Kim pro-
vided her and others during 
recent difficult times. “In 
the time of this pandemic, 
where you tried to find 
opportunities to meet, cre-
ate virtual meetings so we 
can be with each other. And 
you will check on us and 
see how we were doing. So, 
thank you. You deserve it 
all.”

Nominations for the 
2023 Women in Stone 
Pioneer Award are being 
accepted until May 20. 
To learn more, visit www.
naturalstoneinstitute.org/
pioneeraward. 

https://www.naturalstoneinstitute.org/programs/awards/women-in-stone-pioneer-award/
https://www.naturalstoneinstitute.org/programs/awards/women-in-stone-pioneer-award/
http://www.naturalstoneinstitute.org/pioneeraward
http://www.naturalstoneinstitute.org/pioneeraward
http://www.naturalstoneinstitute.org/pioneeraward


6 |  April 2022 Slippery rock GAzette

Ed Young
Fabricator’s Business 
Coach

Training & Education

SO far in this year-long series to help you be better 
prepared for the 2022 holiday season, we have 

talked about how to:

Start the change process – January 2022
Use metrics like a football coach – February
Start getting control of your business – March

This month we will continue talking about how to 
control your business. In March we said you were either 
in one of two modes:

1.You have months of backlog and need more capacity 
now, or

2.You have significant production capacity that isn’t 
being used and you need more sales now.

In this column I have presented a series of articles (SRG 
December 2020 to May 2021) that talk specifically about 
what to do if your shop is overloaded. This month we will 
focus on what to do if your shop isn’t full.

If you have production capacity that isn’t being used, 
then you aren’t making all the money you can make. 

You have invested in a building, machinery, and peo-
ple and you aren’t getting the full utilization of those 
resources. The return on your investment is lower than it 
should be.

Some shop owners like having excess capacity in their 
shops. I hear those owners say they would rather have 
a “sales problem” than a “production problem.” They 
think having this excess capacity allows them to respond 
quickly to a customer request and to do so without much 
stress. After all, they aren’t currently using all their peo-
ple and equipment, so they think there is little impact from 
dropping a last-minute order into the schedule. 

This is frequently inaccurate. If a shop owner thinks he/
she has available capacity, then there is less urgency to 
replace an employee that leaves. After all, we have more 
than we need, right?  The same is true for a machine that 
is down or a hand tool that breaks. There is little urgency 
to address those issues.

This lack of urgency creates complacency. It removes 
the drive to improve performance. The result is a shop 
that thinks it has 20% available capacity really has 40% to 
50% available capacity. Can you afford to only utilize half 
of your investment? If you see your business as a vehicle 
to get you where you want to go in life, using only half 
your investment means it will take you much longer to 
reach your exit strategy goal.

Whether you currently have unused production 
capacity or you foresee having it in the near future 
(due to economic cycles), you need a plan to increase 
sales. 

If you need to immediately increase sales, running a 
promotion is the easiest solution. One of the most effec-
tive ways to have a promotion generate quick sales is 
to use a comprehensive social media campaign. 

A strong market identity and marketing message 
shows customers why they should buy from you at 
your price, instead of buying from your competitor at 
a lower price. This message focuses on the customer, the 
problems the customer has, and how you can help the cus-
tomer solve those problems. 

Too many companies make the mistake of playing 
the role of ‘hero’ to their customers. 

Instead, making the customer the ‘hero’ in their story 
and showing how you help them overcome their prob-
lems, builds a stronger relationship with the customer, and 
clearly shows you can help them. This approach builds 
clear credibility for the fabricator.

A sound marketing strategy is essential for throttling 
sales demand to keep your shop full, but not overloaded. 
The economy ebbs and flows. Competitors come and go. 
Styles constantly change and the hottest colors this year 
are the duds next year. The ability to throttle sales demand 
allows you to fill up your shop when it has unused capac-
ity, or to keep your shop from becoming overloaded when 
demand is high. 

Throttling sales demand against available produc-
tion capacity allows you to be in control of your busi-
ness. This level of control is a big part of you running your 
business instead of it running you.

Ed Young is a seasoned manufacturing manager and 
business coach who has helped hundreds of companies of 
all sizes. If you would like a free assessment of your mar-
keting strategy, contact Ed at Ed@FabricatorsCoach.com 
or call 864-328-6231.

Would You Rather Have a Sales 
Problem or a Production Problem?

For this to work, you need to make sure the social media 
look and feel matches that of your website. You need to set 
a budget for how much you plan to spend on Facebook ads 
and Google ads. Your website SEO needs to be optimized 
and it needs to have certain critical content. 

Remember to include video. I continue to be amazed at 
the stories I hear about companies using TikTok to show-
case products. Photos are great, but people love seeing 
your process in action.

However, if you are one of those companies that runs 
a different promotion every month, then you may have 
a problem. When you do this, you are simply offering 
product-at-a-price. You are stuck playing the me-too price 
game – a game that is very difficult to win. There is always 
a larger competitor who can use his/her economies of scale 
to beat your price, or there are a dozen smaller competi-
tors with less overhead who can also beat your price. If 
you are playing the price game, your business is likely 
struggling.

So how do you stop playing the price game?
When everyone offers pretty much the same products, 

it may seem that the only thing left to leverage is price. 
Some shop owners will thump their chests and proclaim, 
“we work hard to build a relationship with our customers.” 
Those relationships are great – until the next guy or gal 
comes along, puts in the time to build that same relation-
ship, and then sweetens the deal with a new product line 
or a slightly better price. Strong customer relationships 
are essential, but they are not a guarantee of future 
business.

The best way to build a competitive edge in your mar-
ket is to have a sound marketing strategy – one that is built 
not on products or price or having the latest equipment, 
but is based on how well you understand your custom-
ers’ problems, and how well you help them solve those 
problems. 

Product, 
Service, or 
Technology

Value 
Proposition & 

Business Model

COMPETITIVE  EDGE

Weak Strong

A strong market identity 
and marketing message 
shows customers why 
they should buy from 

you at your price instead 
of buying from your 

competitor at a lower price.
 

“Your work is going to fill a large part 
of your life, and the only way to be 
truly satisfied is to do what you believe 
is great work. And the only way to do 
great work is to love what you do. If 
you haven’t found it yet, keep looking. 
Don’t settle. As with all matters of the 
heart, you’ll know when you find it.”    
–Steve Jobs

mailto:Ed@FabricatorsCoach.com
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Google Reviews Are a 
Fabricator’s Online 
Word-of-Mouth Reputation

Stephen Alberts 
Countertop Marketing 

Training & Education

Asking for Google Reviews
Below are Some tips and tricks 

when trying to get more Google 
reviews for your countertop 
company

 
• Make sure to ask them right 
after the job is complete if they 

Your countertop company gets 
probably most of its retail 

countertop projects from:
 
 1. Word-of-mouth leads
 2. Referrals from contractors
 3. Website and social media.

Most fabricators we talk to get 
most of their retail jobs from num-
ber 1 and  number 2. Some say they 
get projects from their website and 
social media, but they aren’t sure. 
Most countertop companies I speak 
with don’t track their online leads, 
so it’s tough for them to tell where 
they are coming from. 

In the online world, Google maps 
acts like a countertop company’s 
“word-of-mouth.” Think about it. 
When you get a WOM lead it’s 
someone who mentioned you to 
their friend/family and then you get 
the job. If I’m online looking for 
a countertop company and I read 
reviews on Google, I’m essentially 
using those reviews like referrals. 
The only difference is I don’t know 
the person leaving the review. 

But it doesn’t matter! And the 
numbers below explain why.

• 84 percent read online reviews 
for service-area businesses and 
tradespersons.*

• 81 percent of people use Google 
to evaluate a local business.*

• 55 percent of people care if the 
owner responded to the review.*

The first two stats don’t surprise 
me, but the last one should mat-
ter to you! I always tell our cli-
ents that whether they get a Good 
or Bad review on Google, respond 

to it. And since 55 percent of peo-
ple look at that, it’s super import-
ant that you respond to a review. 
I’ll break it all down for you below. 
I’m going to go over some simple 
steps you can follow to get more 
Google reviews, and I’ll give you 
a few tips you can follow. 

Step 1: Set Up Your 
Google Maps Page

You most likely already have this 
but you want to set up a Google 
maps page. It’s been called Google 
Local, Google My Business and 
at the time of writing this arti-
cle, it’s called Google Business 
Profile. They go through a lot 
of names! But it’s the same pro-
file as your Google maps list-
ing. Go to www.google.com/ 
business/ and follow the next step.  

Step 2: Get Your Google 
Optimized review Link

The next step is a little tricky 
but I’ll walk you through it. Go to 
the Google developer’s link (see 
below) and type in your business 
name – mine is the example.

Select and copy the Place ID that 
comes up, and paste it onto the end 
(after the =) 

search.google.com/local/
reviews?placeid=

Yours might look something like 
this, with a string of numbers and 
letters:

with your new review link. The 
more ways, the better! 

• Follow up! Most will not leave 
you a review right away. Make 
sure to follow up with them 2-3 
times, in 2-3 emails and 2-3 phone 
calls. 

search.google.com/ local 
/ reviews? placeid = 
ChIJ603jQDwQ6IkRW 
wH93k9KRaM

What this will do is automati-
cally open up the review box when 
someone clicks on it (see the exam-
ple of the review box in Sample 3). 
You want to save this link to a doc-
ument so you don’t lose or forget it. 

Step 3: Send This Link 
to Customers

After a job is complete, send your 
new Google optimized link to cus-
tomers. It will open up the review 
box like Figure 4 when they click 
on it.  This makes it much easier 

Please turn to page 15

One of the most important things you can do to promote your 
business online is to set up to receive – and respond to – customer 
reviews of your services. Best of all – it’s free.

are satisfied with your work. Give 
them an option to call you if they 
aren’t happy. This will help with 
preventing negative reviews. 
Give them your cell phone num-
ber (as we did in the example 
email). A cell number sounds 
more personal than a business 
office number.

• Ask them in person, on the 
phone, with a handout card, and 

•You can shorten your review 
link with a handy online tool 
(https://bitly.com/). That way the 
link to the reviews page isn’t super 
long, which can discourage people 
from using it.

• Respond to all positive and neg-
ative reviews. Remember 55 per-
cent of people read a business’s 
response. 

for them to leave you a review! 
And remember, the more reviews 
you have, the more retail counter-
top jobs you will get from peo-
ple reading those reviews. Below 
is an example email you can send 
out:

Hey, (NAME) 
Our team enjoyed working on 

your (TYPE OF COUNTERTOP 
PROJECT). If you have any 
issues, please contact me immedi-
ately about it at (your cellphone). 
And if you are happy with our 
work, please leave a review at the 
link below:
(YOUR GOOGLE LINK)

It helps spread the word about 
our countertop company to others 
in the community.

1

2

3

4

* Sources   https://www.brightlocal.com/research/local-consumer-review-survey/

http://www.google.com/business/
http://www.google.com/business/
https://search.google.com/local/reviews?placeid=
https://search.google.com/local/reviews?placeid=
https://search.google.com/local/reviews?placeid=
https://search.google.com/local/reviews?placeid=
https://bitly.com/
https://www.brightlocal.com/research/local-consumer-review-survey
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Lean Manufacturing 2022

Lean Manufacturing is a 
systematic approach to 
identifying and eliminat-

ing waste through continuous 
improvement efforts.

That’s the official definition. 
It is more precisely a set of pro-
cess tools, each designed to ac-
complish a specific objective.

Lean Process Tools
•  Value Stream Mapping  
 – Plant/Flow Layout using a  
 specific approach
•  Kaizen – Continuous im- 
 provement activities in a  
 rapid “blitz” framework
•  5S – Workplace Organization  
 and cleanliness. No one  
 should ever need to look for  
 anything.
• TPM – Equipment  
 Preventative Maintenance. A  
 disciplined approach to  
 equipment maintenance.
• SMED – Setup / Changeover  
 Reduction activities.  
 Changeovers in 9 minutes or  
 less.
• Kanban – Pull Mentality and  
 inventory control

These tools, which can be 
implemented together or sepa-
rately, form the concepts of the 
Lean Manufacturing System. 
Lean is actually a derivative of 
the Toyota Production System 
(TPS) developed by the Japanese 
auto manufacturer in the 1970’s. 
Lean Thinking, a book by Jim 
Womack, published in 2003, de-
scribes an Americanized version 
of the TPS process. 

The Lean approach is fo-
cused on eliminating waste in 
all its forms. The approach uses 
a number of Japanese terms 
in its process. Waste (called 
muda in Japanese) is defined 
as “consuming resources with-
out creating value.”  Waste, in 
this context, would include idle 
inventory of any type and “in-
effective resources,” meaning 
nonproductive equipment and/
or people. The Lean system has 
identified seven categories of 
waste:

1 – Over production. The ul-
timate Lean system is “single 

piece flow” meaning that no in-
ventory item is ever idle. One op-
erational step is authorized to 
work only if the following oper-
ational step is about to be out of 
work.
2 – Waiting. Timing is also crit-
ical. A needed operational step 
should never wait on product to 
process. Any idle machine or per-
son is undesirable unless it is not 
needed to avoid Over Production.
3 – Unnecessary transportation. 
Distances traveled are meticu-
lously studied and minimized. 
Since there is little work-in-pro-
cess in a Lean system, equip-
ment is located so that a short 
“hand-off” can be achieved. A 
“Spaghetti Diagram” is used 
showing the travel of each unit of 
production throughout the manu-
facturing process.
4 – Process inefficiencies. Every 
process step is expected to meet 
and maintain a desired level of 
productivity relative to its stan-
dard, during the time its produc-
tion is needed. 
5 – Excessive inventory. As 
stated, idle inventory should not 
be allowed, except for the pre-
scribed units in a Kanban box.
6 – Excessive motion. Every 
worker and process step is stud-
ied and engineered to be as quick 
and efficient as possible. Classic 
Industrial Engineering. 
7 – Poor quality. Obviously, any 
part that must be remade or re-
paired is a waste.

Now, to explain the lean process 
tools:

Value Stream Mapping involves 
plotting all the activities neces-
sary for a product family. The 
objective is to identify all non-val-
ue-added activities. The book de-
scribing this concept is Learning 
to See by John Shook, published 
in 1998.

Continuous Improvement.
Another Japanese term used is 
Kaizen, which is a focused, team 
approach designed to break the 
status quo by making immediate 
changes, i.e. continuous, incre-
mental improvement of any activ-
ity to create more value with less 
muda (waste). A Kaizen event is 
typically completed within one 
week.

5S means a safe, clean, neat, ar-
rangement of the workplace. 
“Everything has a place, and ev-
erything is in its place.”  Always. 
The Five S’s originated as 
Japanese terms, but the English 
translations are:  
Sort - Eliminate the unnecessary.
Straighten - A marked location 
for everything and every item 
always in its place.
Shine – Clean the workplace.
Standardize – Rules to maintain 
the clean and organized work-
place condition.
Systematize – Self-discipline to 
sustain the desired conditions.

TPM – Total  Productive 
Maintenance. This is a com-
pany-wide, team-based effort 
to improve overall equipment 
effectiveness and minimize 
down-time. TPM combines the 
practice of preventive mainte-
nance with quality control and 
employee involvement to create 
a culture where operators develop 
ownership of their equipment. 
Employees are trained to listen to 
the machine for unusual sounds 
and to feel for unusual vibrations. 
Immediate reporting of these 
anomalies is encouraged. 

SMED –  S ing l e  Minute 
Exchange of Dies. This is a series 
of techniques designed to reduce 
complex setups/changeovers to 

Training & Education

Please turn to page 15

Ed Hill
Synchronous Solutions

less than 10 minutes:
 • Separating internal and ex- 
  ternal changeover activities.

• Converting internal to  
  external.

• Streamlining all aspects of  
  the changeover.

• Multiple iterations of the 
  approach are used until the  
  changeover can be accom- 
  plished in less than 10  
  minutes.

Kanban. This is a “pull mentality” 
approach to inventory control. 
Essentially, a Kanban is a signal 
that indicates the need for product 
at downstream operations.
 •  Upstream operations are  
  authorized to work only if  
  the downstream operations 
  they serve are in need of  
  materials. 
 •  A Kanban Box is a marked  
  space between two work 
  stations designed to store the  
  work-in-process items. It  
  should hold only a minimum 
  number of units. When the  
  Kanban Box is empty, the  
  previous operation should  
  produce to fill it again.

Bump Back. This is a clever tech-
nique designed to maximize the 
velocity for processing a product. 
Each person in a Cell (Team) is 
trained to do all jobs. Upon com-
pleting the last process step, that 
person moves back in the flow 
and takes over for the previous 
person in the process, who moves 
back to take over for the next pre-
vious person, and so on until the 
first person in the process draws 
from the Raw Material supply to 
start a new unit. In this approach, 
the units of product never stop and 
the ultimate velocity of product 
completion can be accomplished.

Comparisons
There are many basic produc-

tion strategies in use today. The 
following is a brief explanation of 
the most common ones:
Batch and Queue – This is the 
“old school” method that modern 
strategies have replaced. Batches 
of product are processed (rather 
than single-piece flow).
 •  Large lots to minimize set 
  ups and maximize  
  repetitiveness.
 • Lots of work-in-process in- 
  ventory is maintained to ab- 
  sorb “Murphy.”
 • Product is  through the system.

 • Generally, lead times are  
  long and often unreliable. 

Lean – The focus is on eliminating 
waste in all its forms.
 • Purist Lean is a single piece  
  flow which is “pulled”  
  through the system.
 •  Resource capacities are bal- 
  anced with Takt time, which  
  is the average time between  
  the start of production of one  
  unit and the start of produc- 
  tion of the next unit. 
 • Particularly well suited for mass  
  production products like auto- 
  motive parts.

Demand Flow Technology  (DFT)  
is a strategy for deploying business 
processes driven in response to 
customer demand. 
 • It is built on principles of  
  demand pull, where the cus- 
  tomer is the central signal to  
  guide factory and office
  activity in the daily operation.
 • Commonly used in mass pro- 
  duction products like auto- 
  motive parts.

To see Bump Back 
in action, go to a 
Subway sandwich 

shop during a busy 
day. The workers 
who make sand-
wiches use the 

Bump Back 
 approach. It is 

amazing to watch!

Synchronous Flow (aka The 
Theory of Constraints).  The fun-
damental element of synchronous 
flow is that every business is a 
system, and every system is like a 
chain, the strength of which is de-
termined only by the weakest link.
 • The system’s constraint  
  (weakest link) is identified  
  and all other elements seek to  
  maximize it.
 • Protective Capacity is estab- 
  lished to consume the inevit- 
  able variability in the system.
 • Throughput ($T) is the “mea- 
  sure of value added” by each  
  order, and is used to create a  
  finite schedule.
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Please turn to page 16 for 
the Pinnacle Awards of 

Excellence.

The Wyoming State 
Capitol is a National 
Historic Landmark 

designed in the Renaissance 
Revival style by Davis W. 
Gibbs. The building was 
constructed in three build-
ing campaigns completed in 
1888, 1890, and 1917. The 
center portion of the build-
ing was constructed first 
with the wings expanded 
during subsequent building 
campaigns. 

Prior to the restoration, 
distress conditions included 
delamination of the sand-
stone at the base of the 
building, a condition that 
was likely accelerated by 
a previously applied clear 
surface treatment. Severe 
delamination of the stone 
was also observed at cor-
nices, column capitals, and 
other projecting horizontal 

surfaces where the distress 
was primarily associated 
with water exposure and 
weathering. 

The stone quarries from 
which stone for the original 
building were quarried in 
the 1880s were accessed for 
this project. This included 
reopening the quarry in 
Rawlins, Wyoming. New 
stone slabs were quarried 
and selected by the project 
team to match the existing 
stone on the building. 

The stone dutchmen were 
shop fabricated with stan-
dardized profiles typical 
to individual features of 
the building. However, the 
exact size and shape of the 
existing building profiles 
varied, as would be expected 
for a building constructed in 
many phases. Stone masons 
in the field were chal-
lenged with blending the 

new stone with the exist-
ing, using a variety of tech-
niques to replicate surface 
texture. For highly deco-
rative dutchmen, the pro-
file of the stone was shop 
fabricated. However, areas 
of highly decorative orna-
ment were roughly blocked 
out to be hand-carved and 
blended by stone masons in 
the field. Repairs to existing 

stone also relied heavily on 
hand retooling and blending 
of the stone in the field to 
restore the historic appear-
ance and provide improved 
slope to horizontal surfaces 
that historically collected 
water. 

Approximately 3,160 
cubic feet and 1,135 indi-
vidual stone units were fab-
ricated for the project. 

Grande Pinnacle Award 
Wyoming State Capitol Restoration  
Cheyenne, Wyoming

Natural Stone Institute
Member Company

Wiss, Janney,
Elstner Associates 

Northbrook, Illinois
Stone Restoration Architect

Other Project Team Members
HDR Architecture
Architect of Record

Galloy & Van Etten
Stone Fabricator

Mark 1 Restoration Company
Stone Installer

Colorado Flagstone
Stone Supplier

JE Dunn
General Contractor

Stone
Fort Collins sandstone

Judges Comments:
This project was clearly the most 

impressive project they looked at this 
year in terms of complexity, execu-
tion, challenges, and outcome. When 
you consider they did the restoration 
on a facility’s building that was open 

to the public, they could have written a complete 
dissertation on the challenges that they must have 
faced. It’s a massive project that shows such a level 
of skill and craft in so many different areas, it had 
to win the award. One juror said: “To whomever did 
this work, I’m going to call them and just say, ‘Hats 
off’! This one is spectacular.” 

Grande  PinnacleGrande  Pinnacle
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Brett Rugo receives the 
Migliore Award at TISE 2022 

from Michael Picco.

Brett Rugo (Rugo Stone) 
has received the 2021 
Migliore Award for 

Lifetime Achievement. 

In his letter nominating Brett 
Rugo, Tony Malisani said that 
Brett has been and continues 
to be a champion for both the 
Natural Stone Institute and our 
industry around the world. “His 
passion for natural stone, as well 
as the incredible body of work 
he has completed, were the two 
motivating factors in nominating 
Brett Rugo for the 2021 Migliore 
Lifetime Achievement Award.” 
Vito Germinario of LGV Group, 
LLC., another longtime business 
associate and friend, recalled that 
one of the things that impressed 
him about Brett was his metic-
ulousness and his desire to do 
things right the first time. 

That same passion for stone 
was an essential element in 
Brett’s motivation to help cre-
ate the Craftsman of the Year 
award in 2009. This award was 
designed to celebrate the hands, 

Brett Rugo Receives 2021 Migliore Award 
for Lifetime Achievement

the minds, the skill, and the craft 
that forms the beautiful works of 
art from the blocks and slabs that 
we get from the quarries.

Born in Barre, Vermont, the 
grandson of an Italian stone 
carver, Brett knew early in his life 
that he was meant to work with 
one of nature’s most timeless 

materials. When asked about 
some of the key influences in his 
life, Brett began with his parents. 
“I was raised by really fine peo-
ple with tremendous work ethic. 
They taught me right from wrong 
and they taught me hard work and 
diligence and dedication, in spite 
of all the obstacles.”

His most meaningful employ-
ment in stone began the early 
1980s with Kenneth Castellucci, 
who Brett credits for being instru-
mental in terms of building his 
own network, his own aware-
ness of all the different sources 
and players within the indus-
try. “You know, he didn’t hand 
me a textbook, but he certainly 
opened doors and I will be eter-
nally grateful for that.”

In 1997, Brett struck out on 
his own with deep knowledge 
and vast experience. He quickly 
earned a reputation as a “can-do” 
contractor with an ability to han-
dle the most complex projects and 
became an expert in the industry.

Always seeking knowledge or 

Highlights from Brett Rugo’s career, clockwise from top left: Rugo receives one of two 2018 Pinnacle 
Awards of Excellence for Rugo Stone, from David Carnevale;  Bob Zavagno, 2020 NSI Board President, 

presents Rugo with the 2020 Grande Pinnacle; Rugo and Jim Hieb at Marmomac; Marble Institute Board.

an opportunity to share, Rugo 
Stone became a member of the 
Natural Stone Institute in 2000. 
Brett’s individual industry asso-
ciation accomplishments began 
with his appointment to the 
Board of Directors of the Marble 
Institute of America in 2004. He 
ultimately became president in 
2010. Here he pushed forward an 
agenda emphasizing the develop-
ment of new cutting-edge topics 
and updating the existing chapters 
of the Dimension Stone Design 
Manual to keep the industry up to 
date with changes in construction 
techniques and building codes. 

Brett can also be credited for 
initiating the development of the 
association’s Accreditation pro-
gram. Longtime Rugo Stone 
employee Sam Arcot tells us that 
Brett has always believed the 
industry should be standardized, 
and the Accreditation creden-
tialing program was an excel-
lent opportunity to achieve those 
standards and to create a bench-
mark for companies to achieve. 
It’s not surprising that Rugo 
Stone became the first accredited 
Commercial A contractor and 
natural stone fabricator. 

Brett and his team at Rugo 
Stone have together earned an 
impressive 22 Pinnacle Awards 
and 4 Tucker Design Awards 
over the life of these awards pro-
grams. Dozens of other organiza-
tional accolades have recognized 
his knowledge, skill, creative 
problem solving, and dedication 
to the highest quality in standards. 
He credits those to his team—not 
just himself. 

Early on Brett realized that 
he was a good captain, but that 
you need to have all star play-
ers on your team, and you must 
have people who are willing to 
take direction and use their skills, 

which he claims were often bet-
ter than his in individual disci-
plines. Rugo Stone has assembled 
a team that works together and is 
committed to the highest level of 
quality, which has always been 
the standard that he has wanted 
for his company. 

Brett recalls one of his per-
sonal high points. “Winning 
the Benemerenti Medal from 
Pope Francis for our work at the 
Trinity Dome was an unbeliev-
able moment as a Catholic receiv-
ing an award of service for all the 
years of dedication and quality 
that I’ve put into the work that we 
do within the Catholic Church.”

After winning the prestigious 
Migliore Award, what could be 
next for Brett Rugo?  Colleagues 
believe he will continue to look 
for more challenging projects for 
his company, as he always has. 

Brett anticipates working to 
continually advance the technical 
documents and documentation 
that the Natural Stone Institute 
offers to the industry. He plans 
to continue educating specifi-
ers and young architects on how 
to properly use natural stone. He 
believes it is the key to our indus-
try’s survival. 

Brett also encourages members 
who are passionate about this 
industry to be forthcoming and 
share their knowledge and expe-
rience with young people so that 
the same levels of standards, the 
same usage, continues for the 
next generation. “Inspiring young 
people that do have the passion 
for the stone industry I think is 
part of our own obligation as 
leaders.”

Nominations for the 2022 
Migliore Award are being 
accepted until May 20. To learn 
more, visit www.naturalstone 
institute.org/migliore. 

“Facts are stubborn things;  
and whatever may be our wishes, 

 our inclination, or the dictates of 
our passions, they cannot alter the 

state of facts and evidence.”  
—John Adams

https://www.naturalstoneinstitute.org/programs/awards/migliore-awards/
https://www.naturalstoneinstitute.org/programs/awards/migliore-awards/
http://www.naturalstoneinstitute.org/migliore
http://www.naturalstoneinstitute.org/migliore
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John Cierech Named 2021 
Natural Stone Craftsman 

of the Year

John Cierech (Tennessee 
Marble Company) has been 
named 2021 Natural Stone 

Craftsman of the Year. 

John was 30 years old when 
he began his career in the stone 
industry. After serving in the 
military, he spent a short time 
in electronics before accept-
ing his first full-time work with 
stone at Gawet Marble and 
Granite in Vermont. Gawet had 
just acquired some accounts 
from Vermont Marble Company 
after they closed their doors. He 
explained: “There was a huge 
demand for craftsmen to ser-
vice these accounts. Fortunately 
for me, there were a number of 
skilled craftsmen in the area, who 
would circulate through the com-
pany and I was able to pick up on 
their skills to develop my own.”

John would spend the next 32 
years honing his stone skills, 
passion, and craft, eventually 
advancing to more detailed work, 
including V-sunk lettering and 
intricate carving, especially on 
memorials. He attributes his 
interest in this work to an appre-
ciation of the stone carving his-
tory of the area’s memorial art. 
His favorite work was done 
on the old headstones of New 
England, especially the artwork 
that was done on the gray stones: 
“I think it started with a reli-
gious outfit that wasn’t permit-
ted to draw on paper any kind of 
artwork, but they could carve it 

on headstones. A lot of the carv-
ers would develop their own and 
would just pass it down.”

John also enjoyed making resi-
dential granite and marble coun-
tertops, putting them into homes 
and getting good satisfaction 
from how the customers reacted, 
including their realization of what 
it did for their home.

In 2011 John left Vermont for 
the warmer climate of the South, 
and through his work at Cutting 
Edge Stone in Alpharetta, GA, 
gained experience in limestone 
carving for Old World style res-
idential projects. There he honed 
his ability to create his own 
designs and layouts, sometimes 
based on pictures, and other 
times just from someone’s ver-
bal description. He soon brought 
that experience back to the Gawet 
family. “I feel so fortunate that 
John reconnected with us at our 
factory in Tennessee,” Monica 
Gawet, president of Tennessee 
Marble Company remarked. “To 
remember him when he first 
started his career working with 

my father in Vermont, and then 
to work with him 40 years later at 
Tennessee Marble was very spe-
cial for us as a family.” 

At Tennessee Marble Company, 
John began working on projects 
together with other craftsmen 
from different departments, col-
laborating and applying individ-
ual skills from start to finish. This 
approach created a huge inter-
est in the project itself because 
all departments got to see what 
needed to be done and how the 
craftsmen in each department 

went about their work, shar-
ing this sense of concern for all 
efforts from the beginning to the 
end of the project. It created a 
cohesive workforce and positive 
impact. 

John explained further how 
working with apprentices 
enriched his work experience. 
“Just to have these young peo-
ple come in to learn the skills 

and develop their own skills. It’s 
very rewarding to a company and 
the industry,” he said. “I person-
ally enjoyed watching appren-
tices develop their own style and 
method of carving techniques. It 
was rewarding for me to just work 
alongside someone that possessed 
the confidence and interest in 
developing this skill in the craft.”

Emma Levitz was an appren-
tice at Tennessee Marble under 
John’s mentoring who is grate-
ful to have had the opportunity 
to work with him. She expressed 
that while she had experience in 
carving stone, she had no experi-
ence in architectural carving, but 
John was an excellent teacher. 
“It was helpful to just watch him 
work,” Emma said. “John always 

made stone carving look easy and 
natural, even when doing chal-
lenging work. He is truly a mas-
ter of his craft.”

Phillip Gibbs apprenticed with 
John for a year and shared that 
“he exemplifies the character 
needed to be a true stone crafts-
man, and the natural ability to 

see something beautiful and 
bring it to life out of solid stone.” 
Colleague Ryan Cole agreed, 
saying: “John has a way to see a 
carved piece inside a solid block, 
and most times, he could carve 
pieces faster than I could program 
them on the CNC.”

When asked what receiving 
this award meant to him, John 
replied: “It means a great deal to 
me. Knowing that there’s a huge 
interest in the work that an indi-
vidual does in the industry is a 
great incentive for the craftsmen 
to strive to achieve their finest 
work.”

Nominations for the 2022 
Craftsman of the Year Award 
are being accepted until May 
20. Learn more at www.natu-
ralstoneinstitute.org/craftsman. 

© MARK ANDERSON. www.andertoons.com

“I agree April 16 should be a holiday. But I think we 
should call it “‘Accountant’s Day,’ not ‘Handle Your 

Own Damn Finances Day’…”

The owners of a New Mexico 
home were doubly sur-

prised one weekend to find a 
burglar in their house with an 
AR-15, and then to have him 
apologize, give them money and 
leave embarrassed.

The man had slept, bathed, 
dined and had some beer at the 
home on the outskirts of Santa 
Fe before the owners returned 
and discovered him, according 

Not an Airbnb? to a Santa Fe County Sheriff’s 
Office police report cited by the 
Albuquerque Journal.

He had an AR-15 scoped rifle 
but didn’t threaten them, or take 
any of their jewelry or other 
belongings.

Instead, he gave the homeown-
ers $200 as “reimbursement for 
the window he broke,” the report 
said.

The suspect — about 6 feet tall 
and in his late 20s — also shared 
a bit of his story, telling the own-
ers he was running from someone 
and that his family had been killed 

in east Texas, according to the 
report. He said his car had bro-
ken down outside Santa Fe.

The homeowners told author-
ities the man was “extremely 
embarrassed and apologetic 
about the situation,” the report 
states.

The suspect left the home with 
his duffel bag and gun, walking 
down a ditch. His alleged larce-
nies totaled $15, the report said.

Sheriff’s deputies came to the 
home and searched the ditch but 
didn’t find anyone.

http://www.naturalstoneinstitute.org/craftsman
http://www.naturalstoneinstitute.org/craftsman
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STRONGER. SAFER. SMARTER.

THE INDUSTRY’S MUST-HAVE TO SAFELY STORE STONE

HEAVY-DUTY BUNDLE RACK LONG

WWW.GROVES.COM    SALES@GROVES.COM    800.991.2120
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Unique 25mm 
segments have 
a fang pattern, 

a diamond array 
that lasts, with the 

ability to cut natural 
and engineered 

stone with speed!

NEW!

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

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

• Consistently Cuts with Fast Speeds and Long Life

• Cuts Natural and Engineered Stone

• Miters: Reduce Feed Rate by 30 percent

• Available in 14”, 16”, and 18”

• 25mm Segments

• Wet Use Only

Majestic Kitchen+Bath Receives the 2021 Cosentino 
Home Builder – Fabricator of the Year Award 

Majestic Kitchen+ Bath 
announced that it has 
received the 2021 Home 

Builder Fabricator of The Year 
award at Cosentino’s CNEXT 
Annual Conference. CNEXT is 
widely considered one of the most 
important events for the surfaces 
industry. 

This year’s conference featured 
500+ top industry professionals 
from across North America who 
met to share ideas, learn from one 
another, and define the future of 
the industry. 

“Being named by Cosentino as 
the Home Builder Fabricator of 
The Year is truly a testament to the 
dedication and professionalism of 

our team, and a strong recognition 
of where they set the bar for deliv-
ering quality and certainty to each 
of our clients,” said Scott Byers, 
president & CEO of Majestic. “We 
are all very honored by this recog-
nition, which is a testament to our 
deep recognition and knowledge of 
the new home construction space.”

Since 2017, Majestic has 

experienced consecutive year-
over-year double-digit organic 
growth. Through a series of stra-
tegic acquisitions, Majestic has 
broadened its product portfolio, 
provided production redundancy 
to meet increased product demand, 
and expanded its customer base 
throughout the Southeastern 
United States. 

Today, Majestic has 250+ 
employees across six different 
locations. Majestic continues to 
invest in its team, training, tech-
nology, equipment, and processes 

under a guiding vision to be the 
most professional trade partner in 
the Southeast.

Founded in 1990, Majestic is 
one of the largest manufactur-
ers and installers of natural and 
engineered surfaces and acces-
sories for the kitchen and bath in 
the Southeastern United States. 
Headquartered in Youngsville, 
North Carolina, Majestic special-
izes in creating distinctive and 
cost-effective solutions for the 
industry’s top national residential 
builders, general contractors and 
homeowners across the Southeast. 
Majestic’s 30+ years of experi-
ence is backed by its accreditation 
from the Natural Stone Institute 
and Artisan Group membership; 
the industry’s marks for delivering 
quality and value. From consul-
tation and design to manufactur-
ing and installation, Majestic is 
the most professional trade partner 
to the residential and commercial 
building industries. Visit www.
gomajestic.com.

A Massachusetts contestant 
on “The Price Is Right” was 

hoping to win a getaway to some 
tropical locale during a recent ap-
pearance on the game show.

Instead she won a trip to neigh-
boring New Hampshire.

Catherine Graham had already 
won a firepit and a love seat when 
she was picked to go on stage and 
play “Side By Side” with host 
Drew Carey.

Then she found out she’d 
be playing for a trip to New 
Hampshire, just across the bor-
der from Massachusetts. She won 
by correctly guessing the value of 
the prize was $7,696 instead of 
$9,676.

Graham confessed she was 
hoping for somewhere a bit more 
exotic than the “Live Free or 
Die” state, which she said she’s 
already visited “a million times.”

“I just wish it was Tahiti or 
some place, or Bora Bora. A 
cruise around the world maybe,” 
Graham told WBZ-TV, laughing.

“But traveling to New 
Hampshire for $7,000? I guess 
that’s inflation for you.”

Thanks for 
Participating

See us in Las Vegas at Coverings, April 5-8, 2022  – Booth N609

http://www.gomajestic.com
http://www.gomajestic.com
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THE BEST SOLUTION FOR YOUR
EDGING NEEDS

take the step towards profitability and visit us at
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FLAT EDGE POLISH, 
CHAMFERS

AND MITERING

 
LCV-711M

FLAT EDGE POLISHER 
AND CHAMFERING 

UP TO 6 CM

BOOTH #N618

LCH-711M-SU

•

Continued from page 9

Synchronous Flow

Lean  
Manufacturing

 • Predetermined inventory time  
  (Buffers) are strategically lo- 
  cated to protect the schedule  
  and are proactively managed  
  continuously as the primary  
  activity of Production  
  Managers and Supervisors.
 • Lean tools (Kaizen, 5S’s,  
  TPM, SMED, etc.) are used  
  as appropriate to support the  
  principles of Synchronous  
  Flow. 
 • Ideally suited for the custom  
  manufacturing industry,z 
  including countertops.

The Ultimate Solution
The ideal approach to process 

management is applying the 
science of Synchronous Flow 
as the umbrella controlling the 
daily management of the system 
with selected elements of Lean 
Manufacturing to address spe-
cific areas within the business. 
This combination of the two most 
popular business management 
systems has been proven to pro-
vide excellent results in applica-
tions in myriad industries around 
the world. Documented benefits 
include:

• Increased net profits and cash  
  flow

• Reduced duration and more  
  reliable Lead/Process Times

• Greater control of inventories
• Use of proven tools to prop- 

 erly plan for various business  
 scenarios

• Control and stability in daily  
 operations

• Reduced costs of overtime
• Reduced employee turnover
• Reduced chaos in daily  

 operations
• Improved quality of life for all  

 employees

If you want more information 
on how to utilize Synchronous 
Flow and Lean Manufacturing, 
please contact the author directly.

Ed Hill is the owner of Synchronous 
Solutions. Visit his website www.
SynchronousSolutions.com or call 
704-560-1536 for more information.

Google Reviews

If you get a negative review, 
call the customer right away and 
see if you can fix the issue. And 
if you can resolve their issue, they 
can change that review into a pos-
itive one. And if that doesn’t hap-
pen, be sure to respond to it in 
Google.

Continued from page 8

• When responding to negative 
reviews write the response and 
let it sit there for a day. Then read 
it again. It should sound truth-
ful, caring, and professional. You 
don’t want to blow up, and that’s 
the reason for coming back to the 
response you wrote a day later so 
you can review it again with a dif-
ferent mindset.

• Be consistent! Don’t stop 
asking for reviews after one 

completed countertop project. 
Keep doing it month after month 
and you will see reviews come in. 

Unfortunately, the stats are 
against you. Realistically, you 
can expect about 1-3 out of 10 
customers to leave you a review, 
even if you follow the steps above 
and all my tips. But even get-
ting only 2-3 reviews a month 
will add up. That’s 24-36 after a 
year, and you will get more retail 

countertop projects from it. Just 
keep at it! 

Stephen Alberts is the owner of the 
Countertop Marketing Co. They 
specialize in helping countertop 
companies grow the retail side 
of their business outside of word-
of-mouth and referrals. To learn 
more, book a free strategy call 
at www.countertopmarketingco. 
com/ or email steve@counter  
topmarketingco.com.

https://countertopmarketingco.com/
https://countertopmarketingco.com/
mailto:steve%40countertopmarketingco.com?subject=Google%20Reviews%20article
mailto:steve%40countertopmarketingco.com?subject=Google%20Reviews%20article


16 |  April 2022 Slippery rock GAzette

Commercial Exterior 
Charles Library at Temple University  

Philadelphia, Pennsylvania

Judges Comments:
Fell in love with it. Well 

controlled stone color and 
quality that respects the 
proper use of stone. Loved 
the texture of the surface 
treatment and the inno-
vation of the open-faced 
rainscreen design. Well 
executed. 

Lo c a t e d  i n 
Philadelphia at 
Temple University, 

Charles Library is one of 
the country’s most modern 
and significant new library 
constructions.

With a design that pushes 
the limits of creativ-
ity, the library fulfills the 
architect’s intent to spur 
imagination and inspire 
excellence. Key to the 
building’s striking design 
is more than 37,000 square 
feet of black granite. 

The architect visited 
the granite quarry before 
the project’s start to view 
numerous mockups of the 
material and finish options. 
Throughout the process, 
the stone supplier worked 
closely with the design 
team to ensure they under-
stood the material’s natu-
ral characteristics and the 
color range. 

Vertical sections of the 
granite in a split-face finish 
clad the library’s solid base 
and coordinate with the 
existing campus landscape. 
A total of more than 30,000 
square feet of Mesabi Black 
granite pieces were suc-
cessfully produced with 
manufacturing skill and 
quality. To keep the costs 
of the rusticated pieces 
within the owner’s budget, 
the stone supplier evaluated 
its processes from the out-
set to develop production 
efficiencies. 

The long, slender granite 
pieces presented a challeng-
ing installation. Because 
of the stones’ small size, 
they rely on two points of 
attachment rather than the 
typical four. The stone’s 
installation on a seal-
ant-less, caulk-less rain-
screen system allows for 
water drainage and evap-
oration, preventing water 

from penetrating the facili-
ty’s interior while lowering 
the risk of wall rot. 

Black granite also pro-
vides a key design ele-
ment for the building’s 
green roof, where it adorns 
the façade and coping. 
The dimensional 2-foot by 
2-foot granite blocks pro-
vided challenging rigging, 
logistics, and installation at 
the building’s parapet. 

A beautiful outcome for 
a challenging design was 
accomplished at every stage 
of the project by the skilled, 
well-coordinated team.

 Today, Charles Library 
is a centerpiece of Temple 
University and the city 
of Philadelphia, where its 
inspiring design promotes 
learning, innovation, and 
community. 

Please turn to page 18

Natural Stone Institute
Member Company

Coldspring
Cold Spring, Minnesota

Stone Supplier/Fabricator

Other Project Team Members
Snøhetta
Architect

Dan Lepore & Sons
Stone Installer

Stone
Mesabi Black granite

#GoDigital

Intuitive interface & text-based 
instructions allow users to quickly 
learn digital templating without 
CAD experience. 

Add backsplashes, waterfall edges, 
corners, edge profiles, drop-ins, 
and much more all with your 
customer onsite. 

Create and combine estimates, 
shop sheets, signoffs, contracts, 
saw pages, slab layouts, and jobsite 
photos into one complete package.

Switch between 17 different 
languages to accommodate 
diverse workforces.

Comprehensive initial and ongoing 
training and support to enhance 
user proficiency and confidence.

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

Making the best 
even better in 2022.

Follow us to stay up to date on
new product and company 
announcements, as well as 

information to help improve your 
business and operations!   

Templating Made Easy

Pinnacle Awards
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www.BBIndustriesLLC.com • 800-575-4401

Right There With YouOn your first day,
your worst day and
your best day, we’re...

• Guaranteed Products

• Hands-On Training and Support

• Industry Expert Staff

• Partnership Mentality

• Same-Day Shipping

See us in Las Vegas at Coverings, April 5-8, 2022  – Booth N609
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TRENCH DRAINS • PITS • RAMPS
BRIDGE SAW WALLS • FLOORS

JIB CRANE FOOTINGS
MACHINE FOUNDATIONS

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

CALL 877.999.1175
 or 404.543.0446

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

ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM

Continued from page 16

Natural Stone Institute
Member Company

Rugo Stone
Lorton, Virginia
Stone Supplier/ 

Fabricator/Installer

Other Project Team Members
McCrery Architects

Architect

Stone
Fior di Pesco Carnico marble

Bianco Carrara C marble
Nero Portoro marble

Rosso Francia marble
Grigio Carnico marble

Indiana limestone

Judges Comments:
Despite the wide availability of 5-axis machine 

cutting technology, we still think this project has an 
exceptional level of craft exhibited in the intricate 
nature of these inlays. It is really well done. The com-
plexity of the carving, the dry set - all done in their 
studio - there was nothing lacking in any respect. 
Technology aside, this is work that only a handful 
of companies in the country could pull off with this 
level of quality and with this level of control.

Commercial Interior 
Corpus Christi Catholic Church  

Aldie, Virginia

This Altar of Sacrifice 
includes particularly 
complex monolithic 

Gothic tracery and inlay 
panels, along with a deco-
rative marble mosaic band 
framing the tracery panels. 
The project required a 
careful material selection 
and fabrication.

The entire fabrication was 
completed at Rugo Stone’s 
studio in Lorton, VA. The 
carefully selected blocks 
and slabs were milled on 
5-axis machines, according 

to highly detailed 3D draw-
ings. After the CNC pro-
cess, a team of stone carvers 
finished all the fine ele-
ments by hand, creating an 
elegant path of the tracery. 
The honed matte finish was 
applied by hand sanding due 
to the elaborate curvature of 
the panels. Located within 
these tracery panels are dou-
ble inlays of colored mar-
ble, that were precisely cut 
with a waterjet and expertly 
assembled. The color con-
trast of the different marbles 
and the seamless transi-
tion of the inlays create an 
exquisite image. 

Another example of the 
fine craftsmanship is the 
mosaic marble banding, cre-
ated from small 1- 1⁄4˝ x 1⁄4˝ 
tiles, cut to a zero-face tol-
erance dimension. Each tes-
serae’s precise location was 
selected by veining. Adding 
to the complexity, the four-
tone checkerboard banding 

is canted on an angle with 
the mitered corner cuts. 

Once the fabrication 
was completed, the entire 
altar was dry set to ensure 
the perfect fit. The ornate 
monolithic limestone bap-
tismal font was also cre-
ated in the same process of 
combining the 5-axis CNC 
machines and hand carving 
at the Rugo Stone studio. 
The antique altar rail was 
salvaged by Rugo Stone 
and restored in house. The 
brass rails, as well as the 
5-inch thick classic Portoro 
marble base were expertly 
brought back to their gran-
deur. The installation was 
flawless, thanks to the 
expertise of Rugo Stone’s 
masons. This altar is the 
finest piece the company 
has produced in their stu-
dio. They, the owner, and 
architect could not be hap-
pier with the result. 

Please turn to page 19
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Commercial Interior 
Saint Paul of the Cross Monastery Renovation  

Pittsburgh, Pennsylvania

Continued from page 18

Please turn to page 20

Natural Stone Institute
Member Company

Rugo Stone
Lorton, Virginia
Stone Supplier/ 

Fabricator/Installer

Other Project Team Members
O’Brien & Keane Architects

Architect

Stone
Arabescato marble

Bianco Carrara C marble
Calacatta marble

Fior di Pesco Carnico marble
Nero Belgium marble
Rosso Francia marble
Rosso Levanto marble

Statuario Michelangelo marble

Judges Comments:
Attractive. Obviously, a challenging project. 

Everything is well done, from the stock selection, to 
the extreme craftsmanship, to the installation. Well 
executed care taken particularly with the selection 
of stone for the statues to provide the best outcomes. 
Despite the technology involved, the touch of the 
hand on the stone for finish work is really important.

This 1850s monas-
tery was in dire 
need of renovation. 

Rugo Stone’s involvement 
began during the design 
process, traveling with the 
architect to Italy to select 
marble for the rear taberna-
cle, front altar, ambo, and 
two statue niches

Involving customary 
classical architecture, the 
project included exten-
sive fine detailing for the 
molded profiles (both large 
and small pilasters), and 

hand-carved Corinthian 
capitals on the rear taberna-
cle, front altar, and ambo. 
The main marble color in 
Bianco Carrara combined 
with the lightly veined 
Arabescato marble pilas-
ters is accented with bold 
elements of Rosso Francia 
marble to create a stunning 
effect. 

Rugo Stone produced 
precise shop drawings 
and, with their engineer, 
designed the concrete and 
unit masonry details for 
the 28-foot, slender taber-
nacle element. Rugo Stone 

performed all masonry sup-
port, developed the rigging 
for setting capstones weigh-
ing more than 2,500 lbs., 
and integrated and supplied 
a new brass custom taber-
nacle enclosure. 

The tabernacle features a 
hand-carved Christ on the 
Cross statue, modeled on 
the works of Pietro Tacca, a 
famous 16th-century artist 
from Carrara. Also adorn-
ing the tabernacle are two 
other custom-made stat-
ues, based on simple black 
and white images of Saints 
Gemma and Maria Goretti. 
The Rugo Stone team trav-
eled to Italy to scan the 
wood statue of Saint Maria 
Goretti, using the dimen-
sions to create a niche 
where she would eventually 
rest. The artist and archi-
tect collaborated exten-
sively to recreate the facial 
image. The Saint Maria 
statue is unique in that her 
outreached arm is entirely 
solid to her torso – no pin-
ning and epoxy were used. 

Rugo Stone fabricated 
the center aisle marble in 
their studio. Comprised 
of a starburst pattern of 
rich-colored marbles, it 
complements the existing 
antique Tennessee mar-
ble floor of the side aisles. 
The completed look awed 
the client and Pittsburgh 
Passionist community, who 
praised the timely and pro-
fessional work of the team.

www.BBIndustriesLLC.com

“Anyway, no drug, not 
even alcohol, causes 
the fundamental ills 
of societ y. If we’re 
looking for the source 
of our  troubles, we 
shouldn’t test  peo-
ple for dr ugs, we 
should test  them for 
stupidity, ignorance, 
greed and love of 
power. ”

–P.J. O’Rourke, 
November 1947— 

February 2022

One weekend in February, a man 
in Raleigh, North Carolina, was 
stopped at a red light when the 

woman in the car next to him exited her 
car and approached his passenger window. 

The woman – a total stranger – screamed 
at him, “Fix my car! Fix the problem!” he 
reported to ABC11-TV. “Once I locked 
the car, she got more aggressive.” The man 
wanted to drive away, but he was boxed 
in by cars. “Next thing I know, I seen the 
knife coming out – a big machete-type 
knife – she pulled it out from her sleeve” 
and started beating his passenger-side win-
dow with it.

Eventually, the angry woman broke 
through the window. “I was just pressed 
against my driver-side seat… until I could 
step on the gas,” he said. When the light 
changed, he drove to a police station, 
where he filed a report. Raleigh police 
are investigating to determine the mystery 
woman’s identity.

Mistaken Identity
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Natural Stone Institute
Member Company

F.H.L.I. Kiriakidis 
Marbles – Granites

Drama, Greece
Stone Supplier/Sculptor

Stone
Thassos White marble

Architectural Carving/Lettering/Sculpture 
Caryatid Sculpture - The Missing Maiden of Karyai  

Drama, Greece

Judges Comments:
Great display 

of craftsmanship. 
Innovative use of tech-
nology and hand work, 
and laser scanning is a 
good way of blending 
the two approaches. 
Felt authentic. A dif-
ficult quarry and even 
more difficult to find 
the perfect block to 
allow such quality of 
control. A little jewel.

This replica of the 
“missing” Caryatid 
statue is created 

in Thassos marble using a 
robotic sculpturing machine 
and finished by hand. To 
create this one-to-one 
replica, careful selection of 
a suitable marble block was 

required, one which can 
be found only in the small 
Greek island of Thassos, 
known throughout the cen-
turies for its sparkling and 
pure white marble.

The rareness of this all-
white marble was chal-
lenging, given the fact that 
the company wanted to 

carve the statue from one 
piece. Detailed 3D mod-
eling took over 30 days of 
carving time on the robotic 
machinery and over two 
months of careful hand fin-
ishing in order to ”breathe 
life” into this emblem-
atic 2.31m tall sculpture. 
F.H.L.I. Kiriakidis Marbles 
– Granites’ in-house sculp-
tor, who studied at the mar-
ble sculpturing school of 
Tinos, carefully carved all 
aspects of the headdress 
and the fluidly draping veil 
and tunic that are flattering 
this female figure. 

This specific sculp-
ture is one of the total 
six Caryatids or “maid-
ens of Karyai,” maybe the 
most emblematic sculpture 
groups, highly recognizable 
and synonymous to ancient 
and modern Greece. The 
Caryatids are a perfect 
example of Hellenic sculp-
turing and craftsmanship, 

while proving the eter-
nal sustainability of nat-
ural stone and especially 
marble. 

The “Six Daughters of 
Karyon” originally stood 
together for over 2,300 
years at the south porch 
of the Erechtheion, at the 
Acropolis in Athens. The 
original sculpture of this 
“missing” Caryatid repli-
cated by F.H.L.I. Kiriakidis 
Marbles - Granite has stood 
in the British Museum of 
London since the abduc-
tion of Lord Elgin in 1801, 
while the other five sisters 
have remained united since 
1979, in their original for-
mation, at the Acropolis 
Museum in Athens. The 
empty spot (second from 
the left side) of the “miss-
ing Caryatid” symbolizes 
the constant demand of her 
“sisters” to return to her 
rightful home. 

Continued from page 19

Please turn to page 23

Powerful Countertop Software
Peak Performance Culture

Increase Your Peace of Mind and  
Business Productivity at the same time!

Schedule a demo Now! 
 www.actionflow.net
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The Stone Detective

Spring is in the air, and I 
decided to venture out on 
the motorcycle for a long 

ride. I got dressed, grabbed my 
helmet, and headed out the door. 
Of course, I first needed to stop 
by the greasy spoon for a cup of 
joe, some ham and eggs, and to 
flirt with Flo.

I parked the bike right out 
front and as soon as I entered the 
diner, Flo gave me a look like I 
was going to rob the place and 
then she realized it was me, and 
immediately started laughing.  “I 
never knew you were the biker 
type,” she said, as she poured me 
my morning brew.  I looked at 
her and told her I was the original 
easy rider.  “I should take you on 
a ride sometime,” I said, as I gave 
her a flirtatious wink.  Before I 
could start on my joe, my phone 
rang. The familiar voice on the 
line was a friend of mine, who 
also is in the stone restoration 
business. 

He started with some small talk, 
and then he told me he had a prob-
lem he had never seen before. 
Well, that got my attention – 
after all, I am a stone forensics 
expert. He went on to explain that 
he had been maintaining a black 
marble floor for the past several 
years and it was starting to show 
these gray blotches throughout. I 
asked him to send me a few pics 
and started asking him the typical 
questions. What was he using to 
polish the marble? Was the mar-
ble set on a slab on grade or was 
it elevated? Et cetera, et cetera…

 He told me he could send me 
some pics. He went on to explain 
that when they started main-
taining the marble a few years 
back, it was a solid black color, 
and after a few years these gray 
squiggle lines started showing up, 

Frederick M. 
Hueston, PhD

The Case of the Marble Mystery

and now they are show-
ing up more and more.  I 

told him to go ahead 
and text me the pics, 
so I could see it with 

my own eyes. 
As he continued to 

answer my questions, 
the pics showed up 
but I really didn’t see 
anything unusual, so 
I suggested that he 

give the owners 
my contact info, 

and I would make a personal 
inspection to solve this mystery. 
He told me he would have the 
general manager of the hotel con-
tact me.

I finished my breakfast and 
looked over at the ol’ Admiral, 
who was sitting in his normal 
spot. He didn’t recognize me, but 
gave me a thumbs up. He then 
proceeded to tell me about his 
riding days. He was going on and 
on about his old Indian bike and 
how he traveled across the U.S. 
It was interesting, but he was 
starting to stray from his story, 
and somehow it blended into his 
time in the Navy. Thankfully ,my 
phone rang again, and I excused 
myself to take the call.  

The person calling introduced 
himself as the general manager of 
the hotel. He told me he got my 
name from my restoration buddy, 
and they wanted me to take a 
look at the marble lobby ASAP. 
I told him I would send him an 
email with my fees, and a date 
when I could take a look at it. I 
waved goodbye to Flo, saluted 
the Admiral, put on my helmet 
and went off for my ride.

Please turn to page 26

“Government’s view of the economy could 
be summed up in a few short phrases: If it  

moves, tax it. If it keeps moving, regulate it.  
And if it stops moving, subsidize it.”

— Ronald Reagan

Lately, I’ve taken on some of 
the grocery shopping duties 

for the House of Venable.

Sam Venable 
Department of Irony

Which makes me wonder: 
Do some Baptists have vanilla 
breath?

And another thing. Who glues 
those hateful produce bags 
together?

Yes, it’s rather easy to yank 
an individual bag from the roll, 
thanks to a pointed metal doo-
hickey that cuts the seam as the 
spindle turns. But that’s when the 
work really begins.

Even if you start on the “OPEN 
HERE” end, the bag refuses to 
cooperate. You stand there, whip-
ping it through the air or pulling it 
like taffy. All for naught.

Oh, and you can rest assured I 
quickly discovered that a partially 
opened bag is more dangerous 
than a closed one. It might as well 
be spring-loaded. Drop an apple 
or potato into a half-opened/half-
sealed bag and prepare to shout 
“Fore!” as the projectile arcs into 
the void.

Back in the years B.C. — Before 
COVID — a quick finger-lick 

Attention Shoppers: 
Airborne Apples in 
Produce Section…

was the solution. But now? No 
way! I’d rather lick a frost-cov-
ered metal pole!

Ever the experimenter, I finally 
found the secret: You know those 
disinfectant tissues at the store-
front, for wiping down the han-
dles of your buggy? Keep one 
and go immediately to the pro-
duce department before it dries. It 
should stay moist enough to give 
your fingertips plenty of traction.

Whatever happened to small 
chicken breasts? When did they 
get the Dolly Parton treatment? 
I’m not talking chicken tenders, 
either. I’m talking the entire 
bosom.

I remember when a single 
chicken breast was an ample serv-
ing. It was possible to grill six or 
seven chicken breasts at a time.

But these days (unless you have 
a grill the size of a sofa or enjoy 
manhandling a slab of meat that 
appears to have been carved from 
a pterodactyl) stick to pork.

Lastly, why are there so many 
varieties of Cheez-Its?

At one store, I counted 18 dif-
ferent styles of this yummy 
snack besides your basic “orig-
inal.” Some of the more bizarre 
included queso fundido, jalape-
no-cheddar jack, bacon-cheddar, 
hot and spicy, toasty, cheesy taco, 
and last but not least, plain ol’ 
whole grain. I gained two pounds 
by osmosis just standing beside 
the shelf.

Sure would help if each super-
market appointed its own 
Commissioner of Cheez-Its 
to interpret, referee and direct 
traffic.

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.

“Some,” I reiterate.
Th’Missus, long a veteran of 

the supermarket wars, is far more 
efficient—not to mention eco-
nomical—than her husband. She 
has her list. She navigates quickly 
from aisle to aisle, department to 
department. She buys what the 
list dictates—nothing more, noth-
ing less. Then she’s out the door. 
Bada-bing, bada-boom.

I tend to take a more casual 
approach. If I see something of 
interest on the shelves, I pick it up, 
read the label, think “Hmm, looks 
interesting” and toss it into the 
cart. Which may explain why our 
refrigerator contains any number 
of once-tasted-and-quickly-for-
gotten containers, but that’s nei-
ther here nor there.

Nonetheless, the more times my 
shadow crosses the threshold of a 
supermarket, the more questions 
arise in my pea brain. Perhaps 
grocery-getters with more experi-
ence can explain:

Why does state law require I 
show my driver’s license when 
buying non-alcohol beer, but not 
for vanilla extract?

According to their respective 
ingredient lists, non-alcohol beer 
has less than 0.5 percent alco-
hol by volume, while vanilla 
extract has a full 35 percent. 
In fact, the U.S. Food and Drug 
Administration says 35 percent 
is the minimum amount of alco-
hol that pure vanilla extract can 
contain.

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

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

AT the time I began this arti-
cle, it was still February 

and mostly cold here in East 
Tennessee. A local restoration 
contractor asked me if it would be 
OK to color enhance a honed Pink 
Tennessee marble front porch, after 
stripping the old sealer off and hon-
ing to a 100 grit. The weather was 
to be in the mid-50s for the week, 
the sun was going to be out, and 
the porch was covered so I said, 
“Maybe.” Theoretically, the tem-
perature is supposed to be above 
50°F to apply most impregnators, 
color enhancers, and sealers, so 
(and hopefully by now, you know 
my standard response) I said, “Do 
a test to confirm both the results 
and procedure, prior to general 
application.” 

The porch was stripped using 
conventional high pH stripper 
and black pads. There were sev-
eral coats of acrylic sealer, and 
who knows what else was applied 
through the years. The house was 
over 100 years old and the mar-
ble was quarried locally, back in 
the early 20th century. Most of the 
existing sealers came off except for 
the oldest, which was quite stub-
born. It was decided that some hon-
ing would definitely be required. 

The edges had the most issues, 
as they weren’t worn off from foot 
traffic, so they were honed first 
using Flexible Metal bond dia-
monds ELF5-220 with a Makita 
right angle variable speed tool. 
The edges were especially bad, but 
once the edges were cut in, ELF3-
220s were used under a 20” floor 
machine to do the field and over-
lap the edgework. The porch floor 
was fairly flat (with minimal lip-
page) but some lower areas had to 
be touched-up with the hand tool. 

After the edges and field of the 
floor had been honed to 220 grit 
finish, the process left a pattern 
from the electroplated flexible ELF 
series diamonds, which was to be 
expected. At this point, a 100 grit 
PLP diamond impregnated pad was 
used to make everything consistent. 
The porch had a nice matte finish 
and looked great. 

The weather forecast was mon-
itored and after the third day of 
50°F afternoons in a row, the 

impregnator in the direct sun 
during summer months, and (I’m 
ashamed to say more than once…) 
had miserable results. Planning for 
the different aspects of the project 
is paramount. Applying impreg-
nator in the direct sun will evapo-
rate the carrier (water or solvent) 
prematurely and prevent adequate 
penetration. This will ultimately 
result in excess product usage and 
therefore higher product cost, and 
could result in poor performance.

Using a color enhancing impreg-
nator in the sun, and when too 
warm, could result in an incon-
sistent appearance. There may be 
more penetration in some areas 
than others. I definitely advise 
against making this mistake as 
this can sometimes be difficult to 
rectify.  

Now for the topical sealers. If the 
stone or masonry surface is too hot, 
the carrier may once again evapo-
rate too quickly. This could result 
in the product not leveling satis-
factorily. Brush, roller, or appli-
cator patterns may be left in the 
coating. Sometimes, these applica-
tion marks can be buffed out. But 
if they are too 3-dimensional, you 
may have to strip and start over. 
Diamond impregnated pads (DIPs) 
can occasionally do the trick by 
lightly honing the coating surface. 
In any case, subsequent applica-
tions should be done mid-morning 
and/or before direct sunlight will 
be a factor.

I call it the Goldie Locks tem-
perature. Not too cold and not 
too hot – it’s just right. I would 
pick between 65° and 80° F as my 
Goldie Locks temp, with little to 
no direct sunlight. Of course, these 
are my preferences. Even though I 
have a few years in this business 
now, I suggest you check with the 
product Application Sheet, Data 
Sheet, and SDS for specific appli-
cation instructions, technical tips, 

color-enhancing impregnator test 
was performed. Unfortunately, it 
was a failure. The reason for this 
was actually pretty simple. The 
mid-afternoon days did reach 
the mid-50 degree mark, yes. 
However, the nights were in the 
upper 20s and low 30s. So, the 
marble never reached the 50° mark 
and was too cold for the process. 
The color enhancing impregnator 
congealed on the surface and never 
penetrated satisfactorily. This was 
a new bottle of a very good and 
expensive impregnator (Akemi 
Color Intensifier). I inspected and 
knew the product wasn’t the prob-
lem. The stone was just too cold for 
the process.

It was eventually decided that the 
color enhancing process would be 
rescheduled in April when warmer 
temps would be the norm. The con-
tractor was paid for the stripping 
and honing processes that had been 
rendered and would come back 
to color enhance when the temps 
were above a 50°F daily average.

Of course the temperature also 
plays an important role in warmer 
seasons, as well. This is espe-
cially true for the southeast and 
west. Exterior projects can suffer 
from too much heat, most certainly 
when exposed to direct sunlight.

I have attempted to apply an 

and safety guidelines. Always fol-
low local, state, and federal waste 
guidelines.

As always, I recommend sub-
mitting a test area to confirm the 
results and the procedure, prior to 
starting a stone or hard surface res-
toration/ maintenance project. Also 
the best way to help ensure suc-
cess is by partnering with a good 
distributor, like BB Industries, that 
knows the business. They can help 
with technical support, product 
purchase decisions, logistics, and 
other pertinent project information.

Impregnating, Color Enhancing and Sealing

It was necessary to apply stripper by hand in the low areas. Even in the 
warm sunlight, it was still cold enough to need a warm hoody, indicat-
ing the temps were still too cool for applying color enhancing impreg-
nator. Notice the chiseled-edge capstone on the porch wall.

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

Years of coating degradation 
and soiling are really notice-
able on the low areas at the 
joints. Some of the Tennessee 
Pink marble beauty still shines 
through.

The edges and field of the porch 
have been stripped and honed 
to 100 grit, but it’s still too cool 
to apply the enhancer. The con-
tractor will come back in April 
when it’s warmer to complete.  Stripping with black 

pads and conventional 
high alkaline stripper 
before running a 100 
grit PLP dip.
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Commercial Exterior 
Frederik Meijer Gardens & Sculpture Park  

Grand Rapids, Michigan

Continued from page 20

Please turn to page 30

Natural Stone Institute
Member Company

Coldspring
Cold Spring, Minnesota

Stone Supplier/Fabricator

Other Project Team Members
Tod Williams Billie Tsien

Architects
Architect

JK Masonry
Stone Installer

Stone
Echo Lake granite

Judges Comments:
The stock control was really, well executed. A 

pleasing looking installation. Great job of keeping 
it homogeneous yet still allowing the fairly, strong 
movement of the pattern to symbiotically move 
throughout the walls, and even the contrasting floor, 
creating a cohesive whole. Elegant. This is museum 
quality stonework. A celebration of stone and a nice 
backdrop to the art and sculpture. 

IN 2017, Frederick 
Meijer Gardens 

announced plans for a $115-
million expansion, including 
a new 69,000-square-foot 
Welcome Center and 
upgrades to their amphi-
theater. More than 71,000 
square feet of Echo Lake 
granite played a key role in 
meeting the design vision. 

The core has been Design 
goals included tying 
together the many parts of 

the Garden into a coherent 
and understandable whole 
and creating a Welcome 
Center that amazed every-
one who entered. During the 
design team’s initial quarry 
visit, Coldspring provided 
a large-scale mockup to 
demonstrate the panels in 
various finishes. The archi-
tects had very specific 
requirements for the allow-
able color range, markings, 
and inclusions for the gran-
ite, which the supplier was 
able to meet. 

During extraction, the 
stone manufacturer did an 
excellent job chasing the 
desirable black markings 
and not allowing unwanted 
markings in the product. In 
the fabrication phase, the 
manufacturer expertly han-
dled the large pieces mov-
ing through the plant. 

Many of the panels for 
the Welcome Center were 
extremely large rectilinear 
pieces which required spe-
cial detailing for anchors 
and relief angles for instal-
lation, with type 31 anchors 
on the back. In addition, 
minimizing joints for the 
large piece sizes was a 
requirement in the stone 
detailing. 

For the 70-foot-tall walls 
of the Welcome Center, the 
installation contractor used 
a series of cranes mounted to 
the wall and bolted on with 
trolleys. To set the granite 
along the roof, the instal-
lation contractor followed 
advice from Coldspring on 
using clamps to set the stone 
since there was no scaffold 
or crane access. 

Echo Lake granite proved 
to be a beautiful material to 
ground and define the land-
scape at Meijer Gardens. 
The upgrades now allow 
Meijer Gardens to continue 
serving an expanding audi-
ence with the vision of con-
necting the community, 
land, and the arts. 
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Michael Picco with last year’s 
recipient, Katie Jensen,  at the 
NSI 2021 Awards ceremony.

The Natural Stone Institute’s 
Person of the Year award 
is presented annually to 

an individual who has provided 
extensive support to the associ-
ation’s executive team during 
the year. As a dedicated leader 
and tireless volunteer, Michael 
Picco of PICCO Group is recog-
nized as the 2021 Person of the 
Year. Michael served as the 2021 
Natural Stone Institute board 
president, guiding the association 
through the second year impacted 
by the COVID-19 pandemic.

Natural Stone Institute CEO 
Jim Hieb explains why Michael 
was this year’s choice. “It was 
remarkable to watch how he 
got involved and how he was 
engaged. There were committee 
meetings upon committee meet-
ings that were conducted via vir-
tual platforms, and he was the 
pillar of participation, contri-
bution, and leadership. He was 
a tremendous influence on me 
and our staff this year.” Hieb 
described Michael’s leadership 
style as concise, direct, strategic, 
and spot on.

Michael Picco Receives NSI 
2021 Person of the Year

Picco’s association contribu-
tions in 2021 include much more 
than serving as the board pres-
ident. Michael championed the 
industry’s sustainability initia-
tive, helping give the Natural 
Stone Sustainability Standard rel-
evance in the marketplace and 
positioning natural stone as a sus-
tainable building material for the 
design community. He has the 
unique ability to simplify com-
plex issues and his ability to 

rally people around a concept 
is impressive. Specific to sus-
tainability, he shared the mes-
sage that this initiative is the 
“path to the future.” He added, 
“Sustainability is important to the 
design community and the natural 

stone industry has a big opportu-
nity to leverage natural stone as 
the premier sustainable building 
product. We needed to seize this 
moment.”

His long list of 2021 industry 
involvement also includes serv-
ing as a key contributor to the 
planned update of the Dimension 
Stone Design Manual, assisting 
in the development and launch of 
the “Achieving Green Building 
Goals with Natural Stone” CEU 
course, and leading the strategic 
effort to develop Environmental 
Product Declarations (EPDs) for 
cladding, flooring/paving, and 
countertops.

When asked to reflect on his 
year of volunteer leadership, he 
responded: “I’m very proud of 
the multifaceted initiatives that 
we’ve taken on at the same time 
— the ISO project, the Natural 
Stone Sustainability Standard, 
and updating the Dimension 
Stone Design Manual. We’re all 
really focused around the sus-
tainability initiative and some of 
the pieces we need to put in place 

around that. I’m proud of being 
part of that process and we’ll con-
tinue to help in the future to drive 
that forward.”

Picco also guided the asso-
ciation through a merger with 
the National Building Granite 
Quarriers Association, served as 
an advocate for the Natural Stone 
Pavilion at StonExpo/Marmomac 
at TISE, and gave multiple pre-
sentations highlighting the global 
role and initiatives led by the 
Natural Stone Institute.

In his own words, Michael 
described what it was like serving 
during the pandemic. “Despite 
the challenges we had this year 
with restricted travel, connecting 
through webinars (as much as I 
don’t like them) was the only way 
to do it. Whatever it took (phone 
calls, zoom meetings, go-to-meet-
ings), I felt a commitment that I 
needed to do it for the industry.”

Congratulations to Michael 
Picco, Natural Stone Institute's 
2021 Person of the Year.

“I can’t stress enough the importance of his leadership on the 
sustainability initiative. We would not have accomplished all the 
things we were able to accomplish in 2021 without him.”
Sarah Gregg, Natural Stone Institute

“Mike is a great asset to the natural stone industry.”
Robert Zavango, Cleveland Marble Mosaic
2020 Natural Stone Institute Board President

Weha PIG Variable Speed Orbital Polisher 
Kits Now Available for Surface Finishing

The Weha “PIG” Variable 
Speed Orbital Polisher is now 

available with surface honing and 
polishing packages for granite, 
quartz and quartzite, and marble

The Weha PIG Countertop 
Planetary Polisher was designed 
and built specifically for stone 
countertops. This isn’t a modified 
floor machine. The PIG Planetary 
Machine has been designed to 
re-polish, hone, and leather all 
stone countertops. If you have a 
scratch, you can re-polish. If you 
want to remove the polish and 
hone, no problem. If you need to 
leather granite, marble, quartzite, 
you can do it easily with the Pig 
Planetary Polisher.

The PIG Planetary Surface 
Machine has been designed for 
both in-shop use as well as for 
job site (in-home) use. For use 

in the shop, there is a dedicated 
quick connect water port that 
connects to a standard garden 
hose for continuous water flow. 
This has an on/off valve to con-
trol water flow. For on-the-job, 
or in the home, the machine fea-
tures a half-gallon water reser-
voir than can be filled off site, 
ahead of time. The user dispenses 
the water with two separate on/
off valves to control the exact 
amount of water needed. To help 
control the water spray from the 
pads, a removable rubber water 
skirt is provided.

The PIG Planetary Polisher has 
three heads, each with a 5/8-11 
thread mounts. It can accept four, 
five, or six-inch pads. With a full 
14 inch clearance, the 6 inch pad 
is the recommended size, as it 
offers more diamond to surface 
contact. 

The PIG is a dual-action plan-
etary polisher, which means that  
the three heads spin as well as the 
entire body, giving dual plane-
tary action for fast, clean, even, 
no-swirl finish to all material.

Using the PIG Planetary 
Polisher along with the Weha 
polishing systems available will 
give you best results, says the 
manufacturer, and a professional, 
factory-grade hone, polish, or 
leather finish. 

Please turn to page 25
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Water pollution is 
defined as: when 
chemicals or microor-

ganisms—contaminate a stream, 
river, lake, ocean, aquifer, or 
other body of water, degrading 
water quality and rendering it 
toxic to humans or the environ-
ment. Basically, we make our 
water unfit for use by humans, 
plants, or animals.

The sad thing is that we do this 
to ourselves either by accident or 
on purpose. Most of us remem-
ber the Flint, Michigan water cri-
sis. The city of Flint changed its 
water supply from Detroit Water 
& Sewage which got its water 
from Lake Huron over to the 
Flint River that ran through town. 
The problem was that the Flint 
River was polluted, and Flint 
didn’t have the facilities to prop-
erly treat it. Scores of people got 
sick and countless children were 
exposed to unhealthy levels of 
lead. 

is that every year, more people 
die from unsafe water than from 
all forms of violence, including 
war. Another statistic is that 2 
MILLION tons of water-contam-
inating substances are released 
into the worldwide water supply 
EVERY DAY! 

What can businesses do to help 
fight water pollution? 

• Figure out which chemicals 
in your business can be a water 
contaminant and learn how to 
dispose of them properly (not 
down a toilet, sewer, or drain-
age ditch).

• Reduce your use of plastics. 
60-95 percent of the trash in the 
ocean is plastic.

• If possible, recycle your water.
Use eco-friendly solutions for 
your outdoor areas so harsh 
chemicals don’t get caught up 
in water runoff from storms.

• Develop a good leak and spill 
prevention and cleanup plan for 
the various substances in your 
business to prevent dangerous 
seepage and runoff. 
 
• Reduce other pollutants your 
business may be contributing 
to, such as air and land pollu-
tion. What is in the air even-
tually settles on the earth’s 
surface, including oceans, 
streams, and rivers. What set-
tles on the land eventually runs 
off into the water as well.

Businesses aren’t the only ones 
that can help curb water pollution. 
Individuals can help as well. 

• Reduce your use of plas-
tics. Just under 9 percent of all 
plastic actually gets recycled. 
Approximately 8 million pieces 
of plastic make its way to the 
ocean every day.
 
• Dispose of your trash cor-
rectly. Use a reputable waste 
company or a municipal dump 
site.

• Trash on the side of the road 
or dumped in sewers ends up 
in storm runoff and makes its 
way into public water systems 
like lakes and oceans. There is 
a patch of floating trash in the 
Pacific Ocean bigger than the 
state of Texas. 

If not Flint, Michigan, then how 
about the Taylor Energy oil spill 
which has been ongoing SINCE 
2004! It is estimated that 12,000-
25,000 gallons leaked EVERY 
DAY for 16 years +/-. In 2016, the 
coast Guard along with some pri-
vate contractors did get the leak-
ing MOSTLY contained. It went 
from over 12,000 gallons a day 
down to between 420 and 4,200 
gallons a day. In 2018 the Coast 
Guard set up a containment sys-
tem that captures over 1,200 bar-
rels a day. That is a big help.

Contrary to the above exam-
ples, big business or government 
are not the only people respon-
sible for water pollution. Small 
businesses and individuals are 
also responsible for water pollu-
tion. At this time, it is estimated 
that 23 percent of the Earth’s 
water is polluted. The sad statistic 

• Don’t clean up a spill or leak 
by washing it into a sewer or 
storm drain. Soak it up with 
sand or kitty litter and dispose 
of it in a trash can.

• Take used oil from your car, 
lawn mower, generator, etc. to 
a proper disposal site. Don’t 
pour it down the toilet, sink or 
sewer drain. Most auto parts 
stores will take and properly 
dispose of used oil.

• Don’t litter. The next time you 
want to throw that candy wrap-
per or soda can out the car win-
dow…DON’T. Hold on to it 
until you get somewhere you 
can dispose of it properly. You 
may just think it’s just one can, 
but it isn’t because it’s not just 
you. It’s people worldwide are 
doing the same thing and our 
water is suffering from it. Litter 
ends up in storm runoff and 
makes its way into our water 
systems.

Sharon Koehler
Stone Industry Consultant

SmileWater and the Environment
• Use eco-friendly home and 
garden products that don’t put 
harmful chemicals into your 
wastewater or storm runoff.

We tend to think of water as a 
never-ending resource, but we 
need to take care of it. If you add 
clean water to polluted water, 
what you have is more polluted 
water. The rain that falls from 
the sky is not always clean. You 
can’t always count on rainwa-
ter to be a fresh water source. 
Sometimes rain falls through air 
pollution and is dirty before it 
ever hits the earth. Water pollu-
tion affects marine animals and 
plants thus affecting our eco – 
system and our food supply. Let’s 
treat our water with kindness so 
it can continue to sustain us and 
give us what we need for work, 
play and life. 

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

                                         

Weha  PIG Variable 
 Speed Orbital Polisher 

The PIG comes with three 
brass thread snail lock back-up 
pads. These can accept both five- 
and six-inch Velcro snail lock 
back-up pads. Six-inch Donkey 
pads are included with the stan-
dard package.

The PIG also comes with a 
31-1/2-inch extension handle 
that attaches via a quick pin sys-
tem. The extension handle plugs 
into the PIG electrical system so 
you can turn the machine on/off 
and change the variable speed, all 
from the extension handle. The 
extension handle is ideal for larger 
islands, as it will reach across the 
entire island and work the surface 
continuously without having to 
walk around the island.

The extension handle is also 

perfect for working on the floor 
by either polishing floors or put-
ting full slabs on the floor, or saw 
bed, or work table.

The PIG features a variable 
speed of 300-940 RPM. The unit 
has an RPM memory built-in 
so that it starts back at the rpm 
where you turned it off. Several 
optional packages are available 
specific to honing, leathering or 
polishing  on granite, marble, 
quartz or quartzite.

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

The Great Pacific Garbage Patch: bigger than the state of  Texas.

Continued from page 24

Six-inch Donkey Pads are included in 
the standard package. Packages for 
specific finishes are also available

“Don’t think of it as spying on you; we just want stuff 
to brag about when we see other countries.” ©
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The Slippery Rock Marketplace

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

STRONGER. SAFER. SMARTER.

HEAVY-DUTY BUNDLE 
RACK LONG
THE INDUSTRY’S MUST-HAVE TO SAFELY STORE STONE

WWW.GROVES.COM    SALES@GROVES.COM    800.991.2120

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
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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

A few days later I was 
headed to the hotel to look 
at this mystery marble. 
My restoration buddy was 
there, as well as the gen-
eral manager of the hotel. 
Together, they looked like 
dead ringers for Abbot and 
Costello. I wouldn’t have 
been surprised if they went 
into the “Who’s on first” 
skit.  (For you young folks 
who have never heard of 
these two legends of com-
edy, look them up on 
YouTube.)

They walked me over to 
an area of the floor, and 
sure enough, there was this 
black marble with gray 
squiggle spots (see attached 
pic). I really didn’t see any-
thing unusual about the 
stone, and then he showed 
me an area where the stone 
was jet black, with none 
of the squiggles. He told 
me that the ones with the 
squiggles were also once 
jet black. Then my detec-
tive light bulb lit up. I asked 
both Abbott and Costello if 
they had any acetone and a 
white rag. My restoration 
buddy said he had some in 
the truck, and he headed 
out the door to grab some. 

After a few minutes he 
returned and handed me the 
stuff. I poured some ace-
tone on the rag and went 

over to the jet black stone 
and rubbed the surface.  I 
removed the rag, flipped it 
over and looked at both of 
them and said, “Heyyyyyy 
Abbott!” No – not really 
– but that’s what I was 
thinking. 

 I showed them the rag 
and told them that the stone 
had been dyed to hide the 
gray squiggles. The daily 
cleaning, occasionally pol-
ishing, and general mainte-
nance had removed the dye. 
These squiggles were sim-
ply part of the stone’s vein-
ing.  The general manager 
wasn’t happy, but the facts 
are the facts. 

Another mystery solved. 
This one was not my bud-
dy’s fault. He didn’t install 
the cut-rate marble, after 
all. 

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

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.

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

mailto:fhueston%40stoneforensics%20.com?subject=Stone%20Detective
mailto:fhueston%40stoneforensics%20.com?subject=Stone%20Detective


Slippery rock GAzette April 2022  |  27  

The Slippery Rock Classifieds

Did You Know?
Slippery Rock Classified 

HELP WANTED ads 
are available FREE to the 

Stone Industry!
Visit www.slipperyrockgazette.net

for more details

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

For Sale

2003 Breton Spider 800 FR/PC Bridge 
Saw. CURRENTLY UNDER POWER! 
WILL BE AVAILABLE APRIL 2022!
Includes metal stands, tilt table, & man-
ual miter function. Table gear was recently 
replaced. In good condition, being replaced 
due to purchasing a new machine.
Located in Midwest. $20,000.  Contact: 
Terry King, cadillaccutstone@yahoo.
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,
elizabeth@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 .

___________

Business Opportunity

Stone restoration business for sale, 
owner retiring. Established 20-year-
old business in booming St. George,  
Utah. Staff of 3, all equipment, includ-
ing van. The premier stone cleaning, 
maintenance and restoration com-
pany in area. Normally booked 1-2 
months in advance. Referrals from 
past clients and related vendors. All 
accounts on QB’s online and option 
to take over website. Owner will stay 
on for 2 months to ensure smooth 
transition. Serious inquiries to Jeff at 
435-628-1001. 

___________

Northern Maine Wholesale Countertop 
Fabrication Shop. Shop fabricates and 
installs granite, quartz, soapstone and 
laminate countertops for an established 
network of lumberyards, kitchen deal-
ers and big box stores. Equipment, 
vehicles, contacts and training 
$375,000.00, 32´ x 80´ shop on .73 
acre, $225.000.00. Inventory is nego-
tiable  Contact: Mia Pangburn, 207-
768-0736, 2mpangburn@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. 

___________

CNC Router Operator/Programmer. 
Experienced CNC programmer and 
operator needed in Denver, Colorado. 
Intermac/Biesse machinery experi-
ence preferred but not required. Pay 
based on experience. Great benefits 
package offering with health/dental/
vision plans. Generous PTO, 401K 
plan, optional STD/LTD, etc.  Contact: 
Colorado Custom Stone, 720-833-
0238,  ccssales@coloradocustomstone.
com. 

___________

Natural Stone Restoration Company 
-Lead Man. Natural Stone Restoration 
Company looking for lead man for res-
idential and commercial restoration. 
Must be experienced in all phases of 
stone restoration –quartz experience is 
helpful. Contact by email or phone for 
details.  Contact: Bob Adwar,  1-303-
881-0400, bob@marbletecsystems.
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

May 2022 Friday, March 25, 2022

June 2022 Friday, April 22, 2022

July 2022 Friday, May 27, 2022

Thanks for
READING!

___________

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

•132 TON SPLITTING FORCE 
*CHOICE OF CONVEYOR DIRECTION

•18.9” BLADE LENGTH
•17.72” SPLITTING HEIGHT
• 11 KW PUMP UPGRADE 
• 4.44” PER SECOND DESCENT  
• 4.98” PER SECOND RETRACT              
• REINFORCED 13.12’ LONG CONVEYOR w/ HIGH SIDEBOARDS
• 39.37” WIDE, 37.4” HIGH, 3.94” PER SECOND SPEEDS
• TESTED and PRESSURES SET PRIOR TO SHIPMENT
• $52,775.00 USD SPLITTER w/o CONVEYOR

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 480 X 450 120t
w/SHERPA T4R*  

$73,625.00 USD
While Supplies Last

EXW Whitehall, NY

http://www.stoneforensics.com
mailto:cadillaccutstone%40yahoo.com?subject=
mailto:cadillaccutstone%40yahoo.com?subject=
mailto:elizabeth%40delorenzomarble.com?subject=
mailto:accounting%40nemasonry.net?subject=Igloo%20Splitter
mailto:Samcraycraft%40gmail.com?subject=OMA%20Machine
mailto:Samcraycraft%40gmail.com?subject=OMA%20Machine
mailto:2mpangburn%40gmail.com?subject=Maine%20Shop
mailto:fwogan%40bacasystems.com?subject=Inline%20Polishing%20Job
mailto:fwogan%40bacasystems.com?subject=Inline%20Polishing%20Job
mailto:ccssales%40coloradocustomstone.com?subject=CNC%20Operator
mailto:ccssales%40coloradocustomstone.com?subject=CNC%20Operator
mailto:bob%40marbletecsystems.com?subject=Natural%20Stone%20Restoration
mailto:bob%40marbletecsystems.com?subject=Natural%20Stone%20Restoration
mailto:publisher%40slipperyrockgazette.net?subject=Advertising%20in%20SRG
mailto:publisher%40slipperyrockgazette.net?subject=Advertising%20in%20SRG
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Sintered surface, also known 
as ultra-compact surface, is 
an engineered product that 

is dense, durable, and resistant to 
stains, heat, and scratches. The 
material can be used in many dif-
ferent applications including inte-
rior kitchens and bathrooms, and 
exterior applications such as wall 
cladding and countertops. This 
is due to the material’s various 
thicknesses and durability, and 
because it has a low porosity and 
does not fade from UV exposure. 

With Sintered material, the 
intended pattern or design gets 
printed on the surface but typ-
ically does not go all the way 
through the material. This means 
that the ends and edges may not 
have the same color or pattern as 
the rest of the surface. Sintered 
surface has an increased risk of 
chipping due to its denseness and 
hardness. The edges are especially 
prone to damage if impacted and 
can be difficult to repair.

Sintered surface is sometimes 
marketed as sustainable because 
it contains natural materials. But 
as you will see from the manufac-
turing process described below, 
the use of an energy intensive 
manufacturing process gives sin-
tered surface a much larger envi-
ronmental footprint than natural 
stone.

Manufacturing Sintered 
Surface vs. Natural Stone
Sintered surfaces are created 

with several natural materials 
including kaolin, feldspars, sili-
co-aluminates, and clays, which 
are first mined out of the ground. 
The raw materials are then trans-
ported to a manufacturing plant, 
where they must then undergo a 
complex, energy intensive pro-
cess that simulates, or mimics, 
hundreds of years of metamorphic 

Manufacturing Impacts: 
 Natural Stone vs. Sintered

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

A sintered stone slab with an interesting texture ready for use as a 
countertop. Photo Credit: Wikimedia Commons/JonSmith37341.

change. To manufacture a sintered 
surface requires several differ-
ent stages of processing includ-
ing grinding, mixing, reacting, 
stabilizing, separating, and dry-
ing. This resulting mixture is then 
subjected to immense pressure 
and extreme heat—more than 
2,000°  F—to fuse the materials 
together, all of which requires a 
lot of energy.

In contrast, natural stone 
requires only quarrying, fabricat-
ing, finishing, and transporting. 
No additive materials or chemi-
cals are required to create natural 
stone. Stone is formed naturally 
by the Earth over time. Several 
types of natural stone, including 
marble and gneiss, undergo meta-
morphoses within the Earth’s 
crust where extreme pressure and 
heat transform the deposit from a 
more porous material to a harder 
and denser material. This pro-
cess happens over millions of 
years in the ground. This means 
natural stone really is a natu-
ral material and has many other 

attributes, including its durabil-
ity, recyclability, and wide range 
of aesthetics. Natural stone can 
be used in many different indoor 
and outdoor applications as well 
and contains no Volatile Organic 
Compounds (VOCs), meaning it 
does not emit any harmful gases, 
making it a healthy material. 

Sustainability Concerns
From an overall sustainability 

perspective, natural stone has a 
much lower environmental foot-
print than a sintered surface. This 
is due to the minimal resources 
used to quarry, fabricate, finish, 
and transport natural stone. As the 
graph below demonstrates, a sin-
tered surface has a much higher 
global warming potential (GWP) 
than natural stone and a few other 
building materials. Each step in 
the sintered surface manufactur-
ing process requires the use of a 
lot of energy, which contributes 
to a large GWP. The larger the 
GWP, the more that a given gas 
warms the Earth compared to car-
bon dioxide (CO2) over the same 
time frame.

The impacts of these processes 
have been documented and sys-
tematically compared against 
other materials using the same 
environmental criteria. This infor-
mation is a valuable resource 
when selecting a sustainable 
material 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). 

Manufacturing Impacts of Sintered Surface Manufacturing Impacts of Natural Stone

Kaolin, Feldspars, 
Silico Aluminates and 

Clays are Mined

Raw Materials  
Transported to 

Manufacturing Plant

Ingredients Go Through Several Stages of Processing, 
Including: Grinding, Mixing, Reacting, Stabilizing, Separating, 

and Drying. The Resulting Mixture is Subjected to 
Immense Pressure then Extreme Heat, and Pressed.

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.

This stone fabrication plant recycles and reuses water in the polish-
ing stage, saving thousands of gallons of water annually. 
Photo Credit: Dennett Tile & Stone

Global Warming Potential by Material

Please turn to page 29
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Manufacturing 
Impacts 

To further advance these issues, the nat-
ural stone industry has been working dili-
gently over the years to make continuous 
improvements in each area and step of the 
process. This includes reducing water use, 
energy use, improving the efficiency of 
the transportation of natural stone, prop-
erly managing and adaptively reusing 
quarry sites, and many others.

The natural stone industry has created 
a certification system that determines 
if a quarry or fabricator meets defined 
sustainability standards in key areas of 
importance. This makes it easier to find 
and use natural stones that meet the stan-
dard, simplifying the process of choos-
ing 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 ensuring its use in sustain-
able building projects. The metrics of the 
Natural Stone Sustainability Standard can 
be used to vet stone suppliers even if they 
have not yet achieved certification.  More 
information is available via the  Natural 
Stone Institute or NSF International.

Stephanie Vierra is a consultant special-
izing in curriculum development, project 
management, and research in sustainabil-
ity and holistic design. This article is part 
of a series. See the Slipperyrockgazette.
net archives for February and March.

Continued from page 28

SurpHaces, the resource and support 
organization for surface care pros 
and their customers, has announced 

the relocation and opening of its new 
training facility, the SurpHaces Learning 
Institute (formerly The Stone and Tile 
School), in Melbourne, Florida. 

Doug Nelson, the former director of the 
school has retired, and the school is very 
proud to announce that Fred Hueston has 
stepped in to replace him as Director. 

The school will continue to offer its 
highly reviewed hands-on training for 
stone and tile restoration, but additional 
eLearning courses in a wide variety of 

subjects of interest to those in the indus-
try are also now available or coming soon.  

The eLearning courses include all of the 
stone and tile restoration training that the 
school has always offered but go beyond 
to include industry relevant courses in 
skills training, sales and marketing, and 
business growth and support.  

The course topics, presented by some 
of the most respected authorities in the 
industry, including Fred Hueston, John 
Freitag and Deborah Nelson include: 

• Become an Expert Witness
• Engineered Stone  
 Restoration

SurpHaces Training 
Center Relocates 

to Melbourne, FL, 
Headed by Hueston

• Grout Color Sealing
• Essential Marketing
• How to Build a Case 
 Studies Gallery
• Stain Care Pro Training
• Commercial Maintenance  
 for Stone Floors
• How to Price and Sell 
 Your Stone Restoration 
 Services
…And many others

Students can expect pure training, 
with no marketing pitch of products or 
equipment. 

For both hands-on training and eLearn-
ing, valuable resources and on-going sup-
port is always provided.

The motto for SurpHaces Learning 
Institute is: Where beginners come to 
learn from the ground up and seasoned 
pros come to take their skills and business 
to the next level.

Visit the portal page website 
at Gettrainedtoday.com or their 
web site learninginstitute.surphaces.com 
or call 877-715-5313 to learn more. 

https://www.naturalstoneinstitute.org/programs/sustainability/source-sustainable-stone/
https://www.naturalstoneinstitute.org/programs/sustainability/source-sustainable-stone/
https://info.nsf.org/Certified/Sustain/Listings.asp?ProdCat=NSC373&
http://Gettrainedtoday.com
http://learninginstitute.surphaces.com
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Natural Stone Institute
Member Company

Dee Brown, Inc.
Richardson, Texas

Stone Installer

Other Project Team Members
Gensler
Architect

Phoenix 1 Restoration  
& Construction

General Contractor

Continental Cut Stone
Stone Suppliers

Stone
Texas Cordova Cream limestone

Judges Comments:
The judges felt the restorers paid very close atten-

tion to identifying what parts to clean, what parts to 
restore and what parts to replace, in order, to preserve 
as much of the original stone fabric as possible. The 
stone repairs and cleaning were done expertly and the 
before and after photos were just great. They restored 
a lot of beautiful existing stone and maintained as 
much of the existing fabric that they could. That’s the 
definition of restoration. 

Renovation / Restoration 
Hall of State Exterior Remediations  

Dallas, Texas

Continued from page 23

Built within a shock-
ingly quick nine-
month period in 

1936 for the Republic of 
Texas Centennial, the Hall 
of State is regarded as the 
premier display of Art Deco 
architecture in Texas.

For over eighty years it 
has served to house his-
torically significant arti-
facts and documents while 
being open to the public. 

Stone materials performed 
well during that time as 
the major façade element, 
but restoration efforts were 
needed. 

Texas Cordova Cream 
limestone is the primary 
cladding, with second-
ary decorative elements of 
architectural wet-cast con-
crete. The buildings expo-
sure to sunlight, moisture, 
and pollution differed 
greatly by elevation, which 
accordingly left varying 

levels of discoloration, 
mold growth, cracking, 
and spalling to be remedi-
ated. Through a series of 
early sample areas on the 
buildings north side, vari-
ous cleaning products and 
methods were explored. 
These sample areas also 
served as a test bed for 
patching compounds, 
dutchman repairs, and for 
matching of mortar. 

Work began, and a flow 
was established on the job-
site that allowed repairs and 
washdown to take place 
simultaneously, though on 
different wall areas. For the 
Cordova Cream replace-
ments, existing pieces were 
carefully removed and 
measured to generate fab-
rication tickets. Where new 
architectural precast was 
required, the dismantled 
pieces were palletized and 
trucked to the fabricator. 
There the original pieces 
were used to create wood 
and rubber molds. 

Over twelve months 
the masonry contractor 
expended 45,000 hours 
towards cleaning, patching, 
crack repairs, replacements, 
and re-pointing of the build-
ing’s 95,000 square-feet of 
facade. This project proved 
to be an exercise in evalu-
ating conditions and deter-
mining optimal approach. 
The exterior is now bright, 
consistent in appearance, 
ready for exposure to the 
elements, and renewed for 
decades of future service. 

Before

After

The 2021 CEU 
Awards were pre-
sented to participat-

ing members of the CEU 
Program at TISE in Las 
Vegas, February, 2022.

The 2021 CEU Educator 
of the Year Award was 
presented to Stone Panels 
International LLC, a light-
weight stone company 
located in Marble Falls, 
Texas. Stone Panels contin-
ued the marketing strategy 
that earned them this title in 
2020: consistent outreach 
and the willingness to offer 
webinars. Most of their 
presentations were deliv-
ered online, allowing them 
to continually reach their 
audience as COVID restric-
tions changed throughout 
the year. Valorie Ormand, 
Marketing Director, stated 
“CEUs are excellent con-
duits for product intro-
duction. The last couple 
of years have been excit-
ing from a CEU perspec-
tive. We have been able to 
exponentially increase our 
reach and overall product 
category awareness based 
on our virtual presentation 
option.”

With a combination of 
more locations accepting 
onsite presentations and 
their push to make connec-
tions and offer live webi-
nars, Stone Panels grew 
their total attendees edu-
cated from 594 individuals 

in 2020 to 1128 in 2021.
Two individuals were 

honored with the CEU 
Speaker of the Year award. 
Kayla Keenan, Technical 
Sales Director-Midwest 
Region for Stone Panels 
LLC presented 42 classes 
and educated 401 attend-
ees in 2021. Kayla said: “In 
these unprecedented times, 
you have to be creative and 
continue to reach as many 
people as possible. CEUs 
have given us the opportu-
nity to gain connections and 
tell our story.”    

Leigh Ann McKinley, 
Design and Development 
Lead for Temmer, pre-
sented 30 classes and edu-
cated 190 individuals. 
Leigh Ann said: “Because 
natural stone is formed by 
the earth without being 

altered by man, its char-
acteristics are unique and 
diverse. Through CEUs, 
we are able to educate peo-
ple to appreciate its geo-
logic origin and use this 
information to make wise 
design decisions in the built 
environment.”

The Natural Stone 
Institute’s CEU program 
currently has 463 certi-
fied speakers worldwide. 
With a total of 410 CEU 
classes presented and 4,605 
design professionals edu-
cated in 2021, our speak-
ers are making an important 
impact on the natural stone 
industry. To learn how you 
can connect with your audi-
ence through education, 
visit www.naturalstonein-
stitute.org/CEU.

NSI President Michael Picco presents the 2021 CEU 
 Educator of the Year award to Kayla Keenan, Stone Panels.

Stone Panels International Named  
2021 CEU Educator of the  Year

http://www.naturalstoneinstitute.org/CEU
http://www.naturalstoneinstitute.org/CEU
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NNNNNNNN
“PIG” Planetary Polisher“PIG” Planetary Polisher
350VS with Donkey Package350VS with Donkey Package
to Polish and Hone Granite,to Polish and Hone Granite,
Quartz, Quartzite and Polish MarbleQuartz, Quartzite and Polish Marble

PIG Planetary Polisher Specifications:
• Variable Speed: 300-940 RPM
• Motor: 1 HP
• Power: 110v (10 amp) or 220v (5 amp). Automatically recognizes. 

It comes wired with 110v plug
• Weight: 63 lbs (66 lbs when the reservoir is full of water)
• Diameter: 14” (350mm)
• Water: Built-in Reservoir and quick connect water hose 

attachment
• Polishing Pad size: 5” or 6”. 
• Number of heads: 3 (standard 5/8-11 thread)
• Wet or Dry application
• Comes with a 31 1/2” Extension Handle
• 25’ Power Cord

For more information visit www.wehausa.comFor more information visit www.wehausa.com
email: sales@wehausa.com • ph: 877-315-4761email: sales@wehausa.com • ph: 877-315-4761

OPTIONAL PACKAGES
AVAILABLE FOR:

• MARBLE
• LEATHERING

Scan QR code to see
Videos of the PIG in operation

Built for stone countertops.Built for stone countertops.
This is This is NOTNOT a modified floor machine! a modified floor machine!

Re-polish, Repair, Hone, and Leather Re-polish, Repair, Hone, and Leather 
Surfaces!Surfaces!

#9051 DONKEY PACKAGE
- What’s Included:

• The Pig 350VS Planetary Polisher
• 3-BRASS Thread Snail Lock Backup Pad
• 3-6” Snail Lock Hook and Loop Backup Pad
• 3-50g Honing/Polish Removal Pad
• 3-Donkey Inline Pads #1 
• 3-Donkey Inline Pads #2 
• 3-Donkey Inline Pads #3
• 3-Donkey Pads 600 grit
• 3-Donkey Pads 1000 grit
• 3-Donkey Pads 2000 grit
• 3-Donkey Pads 3000 grit
• 31 1/2” Extension Handle with Power on/off 

variable Speed
• 110v/220 single-phase Powerbox.

Fix
scratches in the home

or in
the shop!

3 ROTATING HEADS
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LESS THAN

$1,255/MO

With our  

easy financing*

Cuts 45° 

Miters!

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

MADE IN THE USA

Distributed by:

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

Hercules A-Frame Slab 
Storage Racks #6698

Capacity: 15,400 Lbs. Per Side

– Your complete source for storing and transporting stone –

Hercules Shop Cart #6706
Capacity: 2,200 Lbs.

Hercules 8 Ft. Kitchen 
Transport Rack #6703

Capacity: 30,800 Lbs. 
(Also available at 6 Ft.)

MATERIAL HANDLING SOLUTIONSMATERIAL HANDLING SOLUTIONS

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

“Hercules A-Frames are very sturdy, 
nice looking and professionally-built. I was 
surprised that they came with the wooden 
inserts, to keep the slabs from sliding off, 
which was very much needed. We stock 
around 3,000 slabs, and now all of them 

are on display for ease of viewing.” 
 – Terry Bortolotti, G.M.S. Werks /

Universal Terrazzo & Tile Co.

Visit us at Booth N609


