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The Long, Winding Road to
Crowley’s Granite & Quartz

I

magine, if you will, growing
up in a time and place much
like the illustrations you’d see
in a joyful, children’s storybook.
A place where kids can simply be
kids and parents can live without
fearing for their children’s safety.
Sound too good to be true, you
say? Not so fast, I say!
You see, the time was three decades ago, the place was Perzomaisk, Ukraine, and the folks were
the Izoita family, recalled Dan
Izoita. “I was born in Ukraine in
1985, and Perzomaisk was about
two hours from Odessa. Me, my
three brothers and sister grew up
there. We had nothing to worry
about growing up. During the
summers, we were just wild kids.
We’d get up in the morning, eat a
little breakfast, and go out barefoot. We’d eat off the trees, swim
in the lake, go fishing, hang out
with friends, and just come home
when it was dark.”

Peter J. Marcucci
Photos Courtesy Crowley’s
Granite & Quartz

Life was good, but by 1998, destiny was knocking at the family’s
door, and the decision was made
to leave their beloved Ukraine for
distant shores, continued Dan.
“The biggest reasons why we
moved to America, and it was my
parent’s decision, is because they
knew that in America there was
freedom of religion and speech,
and the opportunity to be successful in any business. We also
had relatives there, and they gave
us an invitation to stay at their
house, so my parents said, ‘Let’s
do it!’ And without even selling
our house, we packed up what we
could, and with each of us carrying two suitcases and the few
hundred bucks in dad’s pocket,
we left for America.”

Water, Water Everywhere…

W

hat is water to you? It’s
that liquid stuff that
makes crops grow,
enables us to go fishing, wash our
vehicles, keep our bodies healthy
and for a lot of us, it helps feed
our families by being an essential
part of our shops.
It also makes our shop floors
slippery; it congregates in the
corners to make puddles, as our
saws and other tools use it to fabricate stone. We see it every day,
but do you ever really think about
it? How dirty is it? How much do
we waste in a day? Where does
it go when we are done with it?
How can we keep run-off from
being a pollutant? There is so
much to think about! While you
are thinking about water, think
about water systems and what

This full-length island
is complemented by
a matching full-height
backsplash. Crowley’s
Granite specializes in
rapid fabrication-to-install work for high-end
residential and builder
clients.

Sharon Koehler
Stone Industry Consultant
Photo courtesy Rockcrete USA

Below: Dan Izoita and
family.

Hello, Vancouver
Even with limited English language skills, Dan and his family
stayed with the relatives for only
a month. The kids went to school
to learn the language and culture,
while mom and dad went to work
to keep a roof over their heads and
put food on the table. When Dan
was seventeen years old, he opted
to leave high school early, get his
GED, and then go straight into
construction-related jobs, he said.

they can mean for not only your
shop but the environment as well.
A water system can help reduce
machinery maintenance costs.
Clean water helps your machines
run smoother and prevents

Fabrication water runoff headed to a holding pit for filtration.

“My uncle had a tile business,
and I worked for him. Later on,
he opened up a countertop business, and that is where I first fell
in love with stone fabrication.”
Years later, around 2007,
at the beginning of the Great
Recession, Dan began trying other ways of earning a
living, including a few construction-related
entrepreneurships. One of them eventually
succeeded, he recalled. “I kept

clogging. Not to besmirch your
community water, but hard
water or even alkaline water
can lead to part breakdowns,
increasing your maintenance
costs. A water system can help
remove those chemicals, driving
your costs down and extending
the life of your equipment.
A water system can not only
help you save on your water bill,
but can help reduce the need
for public water, which in turn
lightens the load on your community’s public water plant.
Plus, when there is a water crisis in your area, like a water
main break, and public water is
not available, you will still have
water to run your shop.

Please turn to page 4

trying, and in 2017 I opened up
a roof maintenance company in
Vancouver, Washington. I had
taken what I had learned, and it
was my first successful business.
In just two years I had over 200
five-star ratings on Google.
Please turn to page 2
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The Long, Winding Road
to Crowley’s Granite

Dan Izoita and part of the
fabrication and office crew at
Crowley’s Granite.

Continued from page 1

“I pretty much was the go-toguy in the area, and I feel this was
my official four-year college program where the courses included
starting from scratch, learning
customer service, marketing, and
hiring and firing.”
By 2020, just three years later,
Dan began some serious thinking about the future. Should he
go or should he stay in the roofing industry? “Do I make this
company bigger, and do I even
want to stay in this industry? So,
I made the decision, that if I want
to grow a company big and fast, I
would need to buy an established
business versus starting one from
scratch.”

Good Bye Roofing,
Hello Fabrication!
It was at this point that the search
for an established business began,
and a good indication of where
the long, winding road was taking
him. “I looked at a metal shop,
an HVAC company and a few
countertop companies, but they
weren’t a good fit. Eventually,
my continued research led me
to Aaron Crowley, the owner of
Crowley’s Granite and Quartz in
Tualatin, Oregon. Aaron said he
had too many things going on,
and wanted to sell his business.
‘Are you interested?’ he asked,
and I said, ‘For sure!’”

From top, fab shop equipment includes:
Northwoods 2005 CNC; Park Industries
Fastback II, Park Industries Yukon Bridgesaw, Slab Smith digitization station, Sasso
600XL, Rogers air compressor for fabrication polishing and finishing, a water filtration system, a Kundle R Track series overhead crane, and two No-Lift install carts.

If you have been in the stone
industry awhile, the name
Crowley may sound familiar – especially if you have been
using a No-Lift Install System or
Bullet-Proof Apron in your shop,
or have been a long-time reader
of the Slippery Rock Gazette
(SRG). You see, Aaron Crowley
is a fabricator, an inventor — and
a former, long-time contributor of
a stone business advice column
for the SRG. He’s still giving his
stone industry business advice
via podcast ( www.aaroncrowley.
com), and you should check him
out.
Aaron’s a busy guy, for sure,
and as destiny would have it,
ci

Aaron would eventually sell his
20-year-old fab shop to Dan in
mid 2021.
The sale was finalized, but not
without some transition troubles.
“Even though Crowley’s Granite
and Quartz had a solid team and a
good reputation, you gotta prove
you and the still company have
the right stuff,” continued Dan.
“The bank pulled up every rock,
and wanted to see every detail
including insurance, Workman’s
Compensation insurance, assets,
et cetera. The list went on and
on! As for the transition between
Aaron and me, it went very
smooth. I had been working there
for over a month, so the team was
already getting used to me.”
Most of the team stayed, with
only one person being replaced,
continued, Dan. “One of the
things I learned from my previous
businesses, was to not get family involved, not even my wife,
just because it’s too personal, and
if something does go wrong, it
might not work out. It’s always
tougher. There’s more drama, and
it’s more complicated with family
involved.”
Please turn to page 3

Neatly organized fab and tool supplies optimize shop performance.
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The Long, Winding Road
Continued from page 2

Boosting Sales through SEO
and Business Optimization
Even though Dan’s newly
acquired company came with
oodles of loyal customers, a great
rep and some word-of-mouth
sales, more sales were needed.
One big change Dan made early
in his tenure was to update how
people found the company. “I
discovered that on the back end
of the website, the keyword was
Crowley’s, when Countertops
would have cast a wider net.
Additionally, it was on a platform
for other types of businesses, and
not stone, so we had to start from
scratch. I found a reputable company that specializes in search
engine optimization (SEO), and
building websites and maintaining them. Once we made those
changes, we noticed a 300 percent increase in organic searches
within three months, because
everything on the back end was
now setup correctly. Google
could now recognize what the
customer was searching for, and
now it was clear what we were
offering. They could put the

Left: Crowley’s Granite team
gathers in front of the 12,000
square-foot facility. The large
windows also let light into the
shop area.

pieces together, because the puzzle was not scattered. This has
made a huge difference.” Huge,
indeed! Dan reports his sales have
increased by a whopping 25 percent over last year.
Dan is also very proud of
another improvement he made. “I
came upon the concept of the Two
Second Lean a few years ago, fell
in love with it, and implemented
it just this year. It’s very simple.
All you have to do during the day
is to make a two-second improvement in any motion or a procedure
to make it work better or faster.”

Restructuring to
Meet Higher Demand
To compensate for the improved
volume, a sales manager position
and a director of operations position were appointed to two deserving, longtime team members. New
team members were also added,
albeit not easily, bringing the total
to 22, Dan said. “The game has
changed as far as finding and hiring good people, and we as business owners have to work more
aggressively at finding them. They
are out there, and when your company has a good culture, a good

Overhead view of fabrication station end of the shop shows loading
area for installation truck, and the configuration of the R-track rails.

Below: Before and after kitchen
room views show a dramatic
transformation taking place.
Crowley's showroom monitor
and website displays several of
these before-after room transformations.
Bottom: Panorama of shop floor
also shows how very organized
the shop is – and also a bit of the
company culture. Note the blue
floor scrubber by the fork lift in
the background – their secret
weapon against encroaching dust.

system and a good team, you will
attract good people. We have seen
this. I have three new team members just because they heard about
us, and we will continue to welcome good people who want to
work here. I don’t look at them
like employees. I look at them like
they are family, and that I have 22
families who have my back. I am
amazed and proud of how committed every one of them is.”
Even though the current showroom is on the small side — about
500 square feet — a large, high-def
monitor is front and center in the
room, displaying types of materials, edges and finished installations,
explained Dan. “If there is one
thing I learned from my previous

Before

After
companies, it’s that it doesn’t matter how big or fancy your showroom is. What matters is how good
your sales team presents ideas, and
if there is something we don’t have,
or a customer wants to see a previous job, we can display it on the

monitor.” Asked about sinks, faucets or cabinets, Dan says, “We are
going to stay focused on improving
our countertops and our profits, and
at this moment it does not make
sense to add any other services.
Please turn to page 30
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Filtration systems are not
always recycling systems. We
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before it goes directly into their
local sewer system. They don’t
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Zack Smyser: “We utilize a Turrini DEP350 system. It has a 95
gallon per minute capacity, and we purchased it through Gerry Van
Der Bas and Simon Bradberry, who were very helpful throughout
the set-up process. ” The Turrini water filtration system provides
clean water for fabrication and treats the mud from used water.

have the capacity to have a fullfledged recycling system in their
shop. They were “grandfathered”
in when new laws went into
effect to stop that sort of unregulated dumping. At least they filter their used water before it goes
into the sewer system. Depending
on where you live, you may face
fines and other penalties for polluting and over-burdening the
local water system.
There is a shop out in the northwest that didn’t have any type of
system at all. They just let their
water flow out the shop door.
When the property owner saw the
damage to the foundation, he got
all riled up and took them to court.
The shop had to pay thousands
in fines and thousands to fix the
foundation. They almost got shut
down. They actually did sell after
that. The new owner immediately
put in a water system.

Types of Water Systems
A Turrini Water System is a
sludge or mud bag collecting system. Water flows through a trench
into a dirty water collection pit.
Then everything is pumped into
a container where chemicals are
added to help promote settling of
the various contaminates in the
water. The sludge is then pumped

New York, they have been incredibly happy with their newly purchased Turrini system. He notes
that the 95 gallons per minute
set up they have is very low profile and maintenance is minimal,
about 15 minutes every 4 to 6
weeks. The reason a Turrini system can keep such a low profile
is due to the fact that the system
is “on demand.” Water storage in
a large separate tank isn’t necessary. All systems are automatic,
including the pumping and chemical addition to the water. The
only real labor is removing the
bags for disposal and setting up
new bags. Their tank holds over
2,200 gallons and Zach estimates
that it saves them approximately
45,000 gallons of water a day. He
isn’t sure how much it saves on
their water bill, but he is confident that it’s A LOT!
The only drawback for them
was in the very beginning. They
had a bit of trouble getting the
water to chemical ratio right,
mostly he thinks, just because
they weren’t used to the system.
Once they got that under control, which didn’t take very long,
everything has been fine, and has
worked smoothly.
Please turn to page 16
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Industry Calendar of Events – June 2022

NSI Event
Webinar: Maximizing Your Natural Stone Institute Membership
When: Wednesday, June 1, 10:00 AM — 11:00 AM (EDT)
Where: Online
BB Industries Supplier Partner Summit
When: Wednesday, June 1 to Friday June3
Where: 4100 Appalachian Way, Knoxville, TN 37918
NSI Event
Washington Stone Summit: Dynamic Intentionality
When: Thursday June 9, 9:00 AM — 3:00 PM (EDT)
Where: 11060 Tukwila International Blvd., Seattle, WA 98168
NSI Event
Webinar: Case Studies: Using Natural Stone in
Commercial Architecture
When: Wednesday June 15, 11:00 AM — 12:00 PM (EDT)
Where: Online
Stone Fabricators Alliance Workshop (In-Person Event)
When: Thursday, June 9
Where: Pyramid Marble & Granite,
1303 McGrath Ave. Effingham, IL 62401
ISFA Event
Mineral Surfaces Training & Industry Roundtable
When: June 7-9, 11:00 AM — 12:00 PM (EDT)
Where: Floform Countertops, Kent, WA

Win more jobs.
Train employees.
Increase operational efficiencies.

ISFA Event
Installing Profitability Podcast Series
Workshop- Part 9: Performance Improvement Plans &
Fierce Conversations, Hosted by Eric Tryon
When: Wednesday, June 8, 2022 @ 2:00 PM–3:00 PM (EDT)
Where: Online Workshop

Learn How
naturalstoneinstitute.org/fabricator-benefits
Networking • Technical Support • Accreditation
Online Education • Standards • Industry Updates

ISFA Event
Installing Profitability Podcast Series
Workshop- Part 9
When: Wednesday, June 15, 2022 @ 2:00 PM–3:00 PM (EDT)
Where: Online Workshop
Rockheads Member Event: Shop Tours & Member Roundtable Discussions
When: Thursday, June 15 to 16, 2022
Where: Milwaukee, WS | Contact heatherb@rockheadsusa.com or call 609-799-4900
Fabricator’s Coach
“Whose Job is it, Anyway?”
When: Friday, June 17 11a.m. EDT
Where: Register online, https://fabricatorscoach.com/session-registration

July 2022
All Slab Fabbers Workshop: Robot Carving Tech
When: July 6–8, 2022
Where: Host: Rye Marble, Inc. 28 Nursery Lane, Rye, NY 10580
NSI Event
Women in Stone: Get Involved
When: Tuesday July 12, 12:00 PM — 12:30 PM (EDT)
Where: Online
NSI Event
Virtual Quarry Tour: Vermont Quarries
When: Wednesday July 13, 11:00 AM — 12:00 PM (EDT)
Where: Online
NSI Event
Illinois Stone Summit: Know Your Business
When: Thursday July 21, 9:00 AM — 3:00 PM (EDT)
Where: 3555 South Normal Avenue, Bridgeport, IL 60609
NSI Event
Virtual Tucker Design Awards Celebration
When: Wednesday July 27, 11:00 AM — 12:00 PM (EDT)
Where: Online
Have an industry event planned? Send us your event calendar updates for the next quarter. For more information
and to register, visit the NSI Events page , visit the ISFA Events page, visit the SFA Events page, or visit the ASF
Facebook/join page. See our online calendar for additional monthly industry training opportunities.

The Stone Detective
A Lesson in Deflection

M

ost of you are familiar with my
favorite greasy spoon – I go there
almost every morning. I have
mentioned it in almost all my stories, but I
have never described what it looked like. I
thought I would give everyone a tour and,
actually, that leads to this month’s stone
puzzle.
If you have ever visited New Jersey and
had the experience of eating in one of their
dinners, then the following description is
a textbook New Jersey diner motif, just
located in Florida. The outside of the diner
is all chrome. There is a small front door
that sticks when you push it (well, maybe
that’s not standard). When you walk in, you
immediately think you have gone back in
time to the 1950s. The interior is red and
black with a lot of black and white tile. The
stools at the counter are covered in worn,
red vinyl. There are a few tables opposite
the counter. The grill and the entire kitchen
is behind the counter – similar to the set up
in a Waffle House. (See my photos of some
examples.) The countertops are Formica
with a swirling pattern that looks like onyx.
I never really paid attention to the

Frederick M. Hueston, PhD
countertops until this morning. I
was sipping my cup of joe and
got a text that said: Hello Mr.
Stone Detective, I am an interior designer and have a
large onyx tabletop that is
cracking, can you please
call me to discuss?
As I
was reading the text Flo came
over, filled my coffee cup
and pointed to my phone
and said, “Another fan?” I
laughed and told her what
it said. She asked me what
onyx was. I started telling her that it’s a type
of marble formed in water, etcetera,
etcetera. I continued my geology lesson
until I noticed she had one of those deer
in the headlight looks, and no idea what I
was talking about. I reached for my phone
to get a pic and then I realized that the
diner countertop had an onyx-like pattern.
I pointed to the countertop and told her it
looks like that.
Please turn to page 15
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Want to Increase Retail
Leads? Five Tips to Improve
Your Countertop Website

H

aving a website is like
having a business card,
these days. If you’re a
fabricator you probably already
have a website and that’s great.
But do you know if you are
getting the most you can out of
your website?
Even if you are only getting 10
visits to your site a week from
homeowners, you can turn that
traffic into leads. And then those
leads into countertop projects.
I’m going to give you 5 tips on
how you can improve your website so you are getting the most
out of it.

Tip 1: Mobile-Friendly
and FAST!

Stephen Alberts
Countertop Marketing
And once they land there, your
site must be FAST! If a homeowner searches for “granite countertops” and they land on your
site, it should load in about 3 seconds. If it takes 8 seconds to load,
what do you think they will do?
They will hit that back button
and go to your competitor. Use
this free tool to see how fast your
page loads https://tools.pingdom.
com/. Or, simply go to that link
and paste in your website URL.
SAMPLE 2: PING test tool

I listed this one first because
it’s
extremely
important.
Homeowners are two things
these days: they are impatient,
and wherever they are, they are
often on their phones. Your site
must be mobile-friendly or
you are going to miss out on a
Tip 2: Scrolling Navbar
massive opportunity in getting
Your navigation bar needs to
more retail countertop projects. scroll down with your website.
People should be able to contact Your navigation bar is the top
you with a click of a button for a portion of your site and has links
quote, or a quick tap to call you SAMPLE 1: A FAST mobile(see sample 1, below).
friendly website is a must.

to all of the pages on your website. The reason you want it to
scroll down is that at any point,
a homeowner might want to call
or request a quote. And you want
those CTA (call to action) buttons
to be right in front of them, and
easy to use.

Tip 3: Project and
Material Gallery
Homeowners want to look at
two things when they land on
your website. They want to see
completed countertop project pictures, and they want to see samples of the materials you offer.
You should have two unique galleries with this type of content.
Break out your material into
granite, quartz, and all other
material you offer. In the example
below, we also include the supplier of that type of material.

SAMPLE 3

1

It’s essential for a good countertop website to include a comprehensive materials section. A search function is a necessity.
SAMPLE 4

Prominently displayed Call to Action buttons make it easy for
customers to contact you.

Tip 5: Solid Home
and About Page
For your project pictures,
upload as many as you can to fill
your gallery page. Include before
and after pictures, if you can!
Tip 4: Include Numerous
CTAs (Calls to Action)
You should have a few different CTA (call to action) buttons
throughout your site. Most homeowners are going to want to call
or request a quote. But they might
also want to email you or talk to
you on a chat widget. You want to
include these items:
• Phone number: Should be
positioned in the top right corner
of your page.
• Request a quote: Put this right
next to your phone number.
• Email: Be sure to include your
email contact at the bottom of
your site (the footer) and also on
your contact page.
• Chat widget: A easy way to
get a chat widget for your website
is to use the free chat widget from
Facebook. Add this to your website so people can quickly and
easily contact you.

When you show on a Google
search page, most of the time it
will be your homepage. So you
want to make sure it has everything someone needs. I would
include:
• CTA buttons throughout the
page so someone can call
or request a quote (see sample 4).
• An “About Us”section
on your company (or a link to
your about page).
• A material section someone
can click on to view your
selection of stone.
• A small project gallery and a
button or thumbnails to click
and access more project
pictures.
• Reviews and testimonials
from customers.
• Highlight services that make
your shop special. For instance, maybe you install in
7-10 days, or you give free
measurement estimates, or
you offer virtual estimates.

Anything that makes you stand
out from the countertop company down the block is important to include!
One last thing: make sure you
have a solid “About Us” page.
People want to work with people, not just work with a company. You are working in their
home so they want to feel like
they can trust you. Include pictures of yourself and your team
on that page, include behind
the scene pictures of your CNC
machine and showroom. Tell
them your story and connect
with them.
Following these five tips will
help you get more out of each
homeowner who visits your
website and will result in more
revenue.
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-ofmouth and referrals.
To learn more, book a free strategy call at www.countertopmarket
ingco.com / or email steve@counter
topmarketingco.com.
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Whose Job Is It, Anyway?

WE

don’t know when it
will happen, but this
phenomenally tight labor market
will eventually loosen up. Until
then, we still need to run our
shops profitably. This requires
taking a different approach to
how we utilize the people we
already have as well as how we
recruit and retain new employees. I’ve discussed a few tactics
in two previous articles: How
Much Money Can Your Shop
Make? (SRG February, 2021)
and Having Trouble Finding
Good Help These Days? (SRG
June, 2021). Here are two additional employee-related strategies that can help you thrive in
these challenging times.

First – Make the best use of
the people you already have.
Dad always said, “It’s not what
you’ve got that counts, it’s what
you do with what you’ve got that
counts.” In a time when finding
good people to hire is tougher
than finding air on the moon,
effectively utilizing the people you already have is essential. A big part of that is ensuring
everyone knows what they are
supposed to do and how they are
supposed to do it.
An obvious place to start is to
develop job descriptions that
define roles and responsibilities
for each position in the company.
Even in small shops where everyone wears multiple hats, definition of roles and responsibilities
is important.
Assuming everyone knows
what to do, when to do it, and how
to do it leaves you open to too
many misunderstandings — and
these generate costly mistakes.
A good rule to remember is:
If you didn’t write it down, it
didn’t happen. If you talked to
an employee about the role you
need him/her to fill but didn’t
document it, then you wasted
your time and their time. When
you find out later the employee
misunderstood your intention,
you have to spend time getting
everyone back on the same page.
There are many resources available to help you with job descriptions: NSI members can access

Ed Young

Fabricator’s Business Coach

their library of job descriptions;
standard formats can be found
with an internet search; you can
even download a format that I
have used in the Free Tools section of my website.
Job descriptions are great at
letting someone know what to
do, however they don’t tell the
person anything about how to
do what they do.
This is especially critical when
it comes to quality standards.
How often does this happen in
your shop? You find a top with a
scratch or a chip that is about to be
loaded on the install truck, yet you
can’t find out how it occurred.
Typically, we start asking a lot
of questions to find out who did
it, how it happened, and why it
wasn’t caught earlier by anyone.
After this frustrating inquisition,
you might even gather the shop
team and give a speech about how
quality is everyone’s job.
The problem is, if quality
is everyone’s job, then it frequently becomes no-one’s job.
This leads to the attitude of “if
I miss a scratch or a chip, the
next person down the line will
catch it”. The defect keeps getting passed through the shop until
either the install crew has to deal
with it or the homeowner calls to
complain about it.
We all agree that quality should
be core to what every employee
does and that every employee
should have a ‘quality’ mindset.
The problem is very few fabricators have defined what quality
means. Should your quality standards be the same for the sawyer and the CNC operator — or
should they be different? What
dimensional tolerances do you
expect for a saw cut versus a CNC
pass? How would an operator
know those expectations? Where
did you write it down?
Bottom line: Defining quality
standards for each position in the
company (front office included)
is essential to building a culture of quality and consistently

delighting customers with quality
countertops.
Next – Make sure your new
hires are successful early and
often.
One of the challenges in this current employment market is keeping a new hire from disappearing
shortly after they are hired. I hear
countless stories about a new hire
going to lunch on the first day and
never returning – even to pick up
their check.
One of the keys to keeping a
new hire is ensuring they know
you will help them be successful in their new job. In addition
to defining the job well, this also
requires taking the time to effectively train the employee.
Hoping the new hire will absorb
enough information to be a good
sawyer is also not a good strategy.
To be effective, training must be
structured. It must be organized.
It must help the trainee understand why certain methods are
important, and how using those
methods creates a quality product.
Basic skills should be taught
before more advanced skills.
Evaluation of the employee’s
mastery of each skill should also
be structured. Feedback should be
frequent and objective and should
include assistance in any areas the
employee is struggling.

If the student hasn’t learned,
the teacher hasn’t taught.
Training is the foundation of
job performance. Effective training includes having a trainer that
understands something about
good training methods. Pro tip:
Assigning new hire Bob to follow your best saw operator Joe
around for a month does NOT
constitute effective training! Joe
may be a great, long-time, loyal
employee who is a fabulous saw
operator. This doesn’t make him
a good trainer.
Technical schools and community colleges often have Train
The Trainer instruction that can
be helpful. A little forethought
and a little structure can go a long
way to improving your training
outcomes.
If COVID has taught us
one thing, it has taught us the
importance of cross training.
How many times have you had
the only person who knows how
to run a specific machine suddenly go home to quarantine for a
week or two? Without good cross
training that machine becomes an
expensive boat anchor.
Cross training everyone in the
shop can feel overwhelming. The
easiest way to manage this process is to build a cross training
matrix.
This is a simple spreadsheet
with a list of employees down the

left side and a list of jobs across
the top. The matrix is then filled
out showing which employees
are qualified to run each job in
the shop. Employees are typically
graded as Competent, Qualified,
or Master. Competent means they
can run the job with some oversight. Qualified means they can
run the job with no oversight.
Master means they can teach others to run the job.
It is important that these grades
are awarded based on demonstrated skills – a manager has personally graded and evaluated an
employee’s skill for a specific
job. Once you have documented
your current status, obvious gaps
begin to appear. These form the
basis for your cross-training plan.
You can get an example of a cross
training matrix in the Free Tools
section of my website.
If you are struggling with
implementing lasting change in
your business and you aren’t sure
where to start, call me for a free
custom assessment. I’ll help you
get started by identifying some
specific items you can tackle
today.
You deserve to have a business that makes you money, But
also allows you time to enjoy
it. Contact the author at Ed@
FabricatorsCoach.com, or call
864-328-6231.

S lippery R ock G azette

J une 2022 | 9

Training & Education

Find the Core Cause:

An Essential Approach to Improve Productivity

E

very company will experience problems (aka
issues, glitches, difficulties, snags, attacks by Murphy,
etc.). Things just don’t run
smooth all the time. Employees
don’t perform at the same levels
every day, and even the most
robust equipment will inevitably
break down. In a custom manufacturing business, these issues
are more profound.
To deal with this reality, you
must do two things:
• Maintain a level of
Protective Capacity.
• Identify and respond to
the Core Causes of every
disruption that occurs.
Protective Capacity is the
ability to absorb variability. It is about intentionally
unbalancing the capacity levels throughout your processes.
With that additional capacity
at selected process steps, you
can overcome the disruptions
of Murphy and protect the productivity of your overall system. While things do go astray,
you should design your system to accommodate that reality. For more on this subject, see
“The Wisdom of an Unbalanced
Capacity System” in the
September 2018 edition of the
Slippery Rock Gazette (slippery
rockgazette.net/archives/
September2018.)
Having established and maintained prescribed levels of
Protective Capacity, you will
also need to track every issue
that disrupts the consistent flow
of information and/or material
through your system.
Every day, you should consider
where every job (order) in your
pipeline should be relative to the
day it is planned to be finished
(installed or shipped). When a
job is not where it should be, you
should work to identify the reason for this.
It could be:
A machine broke down. Was
this a random event or was it
predictable? Was preventative

Ed Hill
Synchronous Solutions

“You can’t solve a problem
and prevent its recurrence
unless you know the true
core cause that created it in
the first place.”
maintenance
performed
as
needed? Were there signals that
the machine needed attention?
Should you have had a replacement part in stock? Was the operator properly trained?
A key employee was absent.
Was the absence a chronic problem with this employee? Did you
have other people trained to fill in
for this person? Did you have the
necessary Protective Capacity in
place?
A piece of material was broken during processing. Was the
breakage a preventable event?
Was the material movement handled in a safe manner? Was the
processing equipment set up properly? Did you have color-matched
replacement material available?
Note that the issues just listed
are conditions. None of them
are core causes. “A machine
broke down” is not a definition of
what happened. It is only a summary of the result of some action
or inaction that created the problem. The questions following

each condition will direct you to
the true core causes.
Identifying the true core cause
of an issue is not easy. It does take
a bit of effort and diligence. And,
it is everyone’s responsibility. In
a meeting to review the status of
jobs in the pipeline, you should
do three things:
1) Identify the issue. List job
number (or name) and the
brief description of the issue
(example: Job 123 is behind
schedule, i.e. not where it
should be today relative to the
day it is promised to be
finished).
2) Identify the core cause of
that issue (example: CNC
machine was down yesterday
for Preventative Maintenance).
This does require some investigation and always requires
effort to correctly drill down to
the true core cause. Persons
reporting on job status should
have already thought about its
core cause.
Designate an owner of each
issue who will be charged
with assuring that the issue
will be addressed and that
the job will be in the correct location the following
day. The owner may not actually do any of the work on the
job but is the one person who
should assure that the work
gets done. This is the person
who will be held accountable
for the resolution of the issue.

What was the first
domino to fall?

Sample Pareto chart with some typical issues found in
manufacturing, and with countertop fabrication in particular.

Note that identifying the core
cause should always be about
what happened and never about
who made a mistake. If you
let this process deteriorate into
“pointing fingers” at who might
have caused the problem, the concept will not work, because people reporting the status will be
careful to avoid blame. The purpose of the approach is to identify the true core causes so that
actions can be addressed to prevent the most chronic of them.
Resolution of the current issue
is the first step. The one person
assigned as the owner of each
issue should give it the necessary
attention immediately to assure
that it is resolved as quickly as
possible. Not doing so in a timely
manner can result in the issue
becoming a crisis as the finish
date approaches.
The next step is to accumulate the data to identify the best
opportunities for continuous
improvement and prevention of
the chronic issues that cause the
most frequent disruptions. This is
about preventing fires rather than
continuing to fight the same ones
over and over.
Over time, you can collect the
data of core causes and analyze them in a Pareto Analysis.
This is also known as a “tall tent
pole” chart. It is a graphic representation of the issues you have
experienced so that it is easy to
see which of them is chronic and
often reoccurring.
Fundamentally, you should not
fight the same fires over and over
again. To avoid that condition,
you should diligently identify
the true core causes and address
them in priority order. The Pareto
Analysis is the best way to do
that.

Then, it is a matter of organizing
an effort to address each selected
issue with a clear directive of the
results you expect. Generally, we
recommend selecting two or three
issues to address at a time. Don’t
try to fix everything, because you
will likely fix nothing.
The approach we like best is a
formal Project Management Plan
developed by Elliott Jaques called
CPQQRT. This is a simple and
powerful tool to assure that the
issue is understood and that the
expectations are clear.
For every issue identification
that you wish to address to prevent its chronic recurrence, organize the project by preparing a
one-page summary of the task as
follows:
Context. Explain the situation
that exists. Why is this an important issue to be addressed?
Purpose. Describe the situation
that you expect from a successful
project.
Quantity and/or Quality. List
the specific output details that you
expect.
Resources. List the people
who will be assigned to complete
this project as well as any tools,
equipment and budget that will be
available to assist them. Usually
three to five people are assigned
to these projects with a designated
Chair of the group.
Time. Clearly define the due
date for completion of the project.
It is desirable to receive weekly
updates on the status of the project to avoid last minute actions.
Please turn to page 11
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Hearing Loss Prevention:
What You Should Consider?

L

oud noises in the workplace can lead to permanent hearing loss among
workers. Banging, drilling, and
other mechanical processes can
produce loud noises that can
damage a person’s eardrum. The
types of sounds, noise intensity,
and duration of exposure can
all contribute to hearing loss.
Symptoms may take years to
develop, but even brief exposure
to loud noises can have a major
effect on a person’s life, limiting their ability to hear the world
around them. Once noise-related
hearing loss occurs, it is irreversible, so it’s crucial to protect your
hearing when on the job and off
(like when attending concerts,
using loud tools and equipment
at home, etc.).

The Occupational Safety and
Health Administration (OSHA)
has set clear rules regarding noise
pollution in the workplace. If
these sounds pass a certain threshold, managers should implement
what’s known as a hearing conservation program to protect staff
from permanent hearing loss.

Measuring Sound
Managers first need to understand how sound is measured in
the workplace. Decibels (dB) are
used to measure the intensity of
sound. The higher the decibel,
the louder the sound. For context, normal conversations occur
at around 40 dB, while appliances
like a hair dryer come in at around
70 dB. Meanwhile, a jetliner can
be as loud as 140 dB.
Prolonged exposure to sound
above 85 dB and any exposure
to sounds above 135 dB can
cause permanent hearing damage. In addition to hearing loss,
these noises can cause damage to
the inner ear, which can lead to
long-term ringing in the ears or
tinnitus.

Complying with OSHA
Guidelines: When to
Implement a Hearing
Conservation Program
According to current OSHA
guidelines, employers must

Rick Pedley
CEO, PK Safety

Make sure every
employee is aware
of the hazards of
noise-induced
hearing loss, so
they can take steps
to protect against
them.
implement a hearing conservation
program if noise exposure is at or
above 85 decibels averaged over
8 working hours, or an 8-hour
time-weighted average (TWA).
This doesn’t mean exposing
workers to 85 dB for 8 hours
straight. OSHA wants employers
to average sound exposure over
the 8-hour day. For example, if a
worker is exposed to 100 dB of
sound on and off for around two
hours in an otherwise quiet workplace, they will likely still need
a hearing conservation program
during their shift if the average
comes out to 85 dB or more.
To add up the average, employers can add up the amount of time
workers are exposed to different
levels of noises. For example, a
worker may be exposed to 50
dB for two hours, 70 dB for two
hours, 90 dB for two hours and
then another two hours of 50 dB.
This comes out to an average of
65 dB over an 8-hour shift.
According to OSHA, hearing
conservation programs should
"strive to prevent initial occupational hearing loss, preserve and
protect remaining hearing, and
equip workers with the knowledge and hearing protection
devices necessary to safeguard
themselves.”
These programs can take many
forms as long as they all work
toward the same goal, which is
to prevent hearing loss. Creating
a hearing conservation program
all depends on the workplace in

question and the source of the
noise. However, most programs
include the following:
• Workers should be aware of
the risks of noise-induced hearing
loss and other health risks that can
occur due to noise exposure.
• If workers are potentially
exposed to noise-induced hearing
loss, they must be given a baseline audiogram within the first six
months of work. Afterward, they
should receive an annual audiogram performed by a certified
audiologist, free of charge. They
should then compare the results
to those of the baseline audiogram
to determine if noise exposure has
caused hearing loss.
• Workers at risk of experiencing noise-induced hearing loss
should be given various hearing
protection options, including earplugs, earmuffs, and headphones
for reducing ambient sound.
• Employers must hold a hearing protection training program
every year to make sure workers
who will be exposed to more than
8 hours of 85-decibel noise know
how to protect themselves on the
job.
• Records must be kept of
employees' varying noise exposure levels.
Hearing protection equipment
comes in many different shapes
and sizes. Managers should provide workers with a range of
options, so they can choose the
right, securely-fitted equipment
for the task at hand.
For example, electricians will
often wear dielectric headphones
to protect them from electrical
hazards. This equipment is often
inserted underneath or on top of
other personal protective equipment. Workers may need to use
bands or inserts underneath their
helmets. In other cases, these
devices may be mounted on the
helmet or neck.
Some teams will use earplugs
when it’s too hot to wear earmuffs or to supplement their hearing protection equipment. Plugs
can be molded, custom molded,
or unmolded. Some are corded,
which may get in the way on the
job. Some are disposable, while
others are reusable. These devices

should fit properly without making the worker uncomfortable.
Managers should consider investing in custom-molded ear plugs
for a better fit if their workers
are continuously exposed to loud
noises.

Creating a Hearing
Conservation Program
Managers can use the following steps to implement a safe and
effective hearing conservation
program in the workplace:
1. Managers should first make a
checklist of all the loud noises that
occur in the workplace, including
their respective decibel levels and
how often they occur.
2. Once the source of the noise
has been identified, the manager
should look for ways to reduce
the noise level. This may include
using a different piece of equipment, setting up a sound barrier,
running equipment during different times of the day, or moving workers away from the source
of the sound. Managers may also
rotate their teams to limit their
exposure to high noise levels.
Preventing loud noises also means
using materials and machinery
with care. Workers should avoid
slamming or dropping items that
could put their colleagues’ hearing at risk.
3. If the noise level can’t be
adjusted, managers should install
“High Noise Area” signs around
the site to alert staff.
4. They should also provide various types of hearing protection
equipment to workers before they
enter the high noise area.
5. Crew members should regularly inspect this equipment for
damage, including cracks, tears,
or poor noise control, to make
sure it will work as intended in the
workplace.

6. In addition to baseline testing,
managers should continue monitoring and testing their workers’
hearing to make sure they aren’t
losing their hearing over time.
Even if some workers appear to
have their hearing intact, they may
see a noticeable decline down the
line since these symptoms may
take years to develop.
Workers have a right to earn a
living without worrying about
losing their hearing. If managers don’t comply with the latest
noise pollution guidelines, workers have a right to report their
employer to OSHA. Workers
may also receive compensation
if their hearing is damaged in the
workplace.
If managers aren’t sure whether
sound levels merit a hearing conservation program or they don’t
know how to implement such a
program, they should consult with
a workplace safety professional
with a background in preventing
hearing loss. This person can help
managers identify potential hazards in the workplace while proposing a reasonable solution for
limiting staff exposure to these
sounds.
Preventing hearing loss is often
a group effort. Everyone in the
workplace should be aware of the
hazards of noise-induced hearing
loss, so they can take steps to protect against them. If employees
have any questions about hearing
protection, they should contact
their employer directly for more
information.
Rick Pedley is president and
CEO of PK Safety (www.pksafety.
com), a supplier of occupational
safety and personal protective
equipment since 1947.
Source
https://www.ehstoday.com/ppe/
hearing-protection/article/

“Don’t let yesterday
take up too
much of today.”
– Will Rogers
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U.S. Ceramic Tile Market Update

Sustainability Standard
Guidance Course
From NSI

U.S. Tile Consumption Overview

A

new course focused on the requirements
needed to certify to the Natural Stone
Sustainability Standard is now available in
the Natural Stone University. This video series provides step by step guidance to help quarriers and
producers complete the process of certifying to the
standard. Participants will receive an overview of
the documentation required to achieve each of the 10
sections. They will be able to preview data collection
templates and receive useful tips and examples for
completing each section properly and efficiently.
The course covers the following sections of the
Natural Stone Sustainability Standard:

• Chemicals
• Water
• Land Reclamation & Adaptive Reuse
• Site Management
• Transportation
• Corporate Governance
• Human Health & Safety
• Energy
• Excess Process Materials & Waste
• Innovation
The ultimate goal of this video series is to make it
easier for companies to understand the requirements
of certifying to the Natural Stone Sustainability
Standard and help them prepare documentation for
each step.
Ownership of the Natural Stone Sustainability
Standard transferred to the Natural Stone Institute
in 2021. Since then, the Standard has been updated
to ensure continued relevance in the green building
space. Companies ready to certify to the standard
and design teams interested in learning more about
the metrics of the standard and how to source sustainably produced natural stone for their projects
are encouraged to visit www.naturalstoneinstitute.
org/sustainability.
To access the new video series, visit www.naturalstoneinstitute.org/sustainabilityguidance.
The Natural Stone Institute is a trade association
representing every aspect of the natural stone industry. The current membership exceeds 2,000 members in over 50 nations. The association offers a wide
array of technical and training resources, professional
development opportunities, regulatory advocacy, and
networking events. Two prominent publications—the
Dimension Stone Design Manual and Building Stone
Magazine—raise awareness within the natural stone
industry and in the design community for best practices and uses of natural stone. Learn more at www.
naturalstoneinstitute.org.

S

upported by gains in
the U.S. construction
and housing markets
and robust overall economic
growth, U.S. ceramic tile
consumption increased for
the first time since 2018.

share of U.S. imports by from 39.3% the previous year.
volume.
The per unit value of domesU.S. Shipments
tic shipments increased from
U.S. manufacturers shipped $1.49/square feet in 2020 to
880.3 million square feet of $1.54/square feet last year.3
ceramic tile domestically last

Total U.S. ceramic tile consumption in 2021 was 3.11
billion square feet, up 9.9%
from the previous year.
Table 1 shows U.S. ceramic
tile shipments, imports,
exports, and total consumption in thousands of square
feet, while Chart 2 shows
total annual U.S. ceramic tile
consumption in square feet.

Continued from page 9

“You can’t fix
everything, so focus
on the frequently
occurring core
causes first.”
Note that the key to this
approach is that the owner/
manager hold the assigned
team accountable for the
identified results. If you
don’t do this, the project
will be reduced to “busy
work” and you will not
achieve the results you
desire.
If you are a Seinfeld fan,
you may recall the episode in which George
Costanza was working for
the NY Yankees. He was
assigned a project by his
boss, and yet he had no
idea of what he was supposed to do or the results
that were expected. The
Project Management Plan
described in this article
will prevent this dilemma
and will help to assure the
results you desire.

Imports
U.S. imports in 2021
reached their highest level in
fifteen years. The 2.23 billion
square feet of tile imported
last year was a 13.6%
increase from 2020.2
Spain, which in 2020 supplanted China as the largest exporter of ceramic tile
to the U.S. by volume, maintained this position. Spanish
imports held a 22.2% share
of total U.S. imports by volume in 2021, up from 20.7%
the previous year.
Italy was the second largest exporter to the U.S. by
volume, its highest position
since 2008. Italian-produced
tiles made up 17.4% of the
U.S. import market last year,
up from 16.6% the previous
year.
Mexico, which was the
third largest exporter to the
U.S., has seen its share of
total imports fall steadily
over the last decade from
an all-time high of 31.5% in
2012 to 16.1 % last year.
Rounding out the top five
were Turkey (13.5% share)
and Brazil with a 10.7 %

Find the Core
Cause

year, a 1.5% increase from
2020.
Though imports’ share of
U.S. consumption grew from
69.4% in 2020 to 71.7% last
year, domestically-produced
tiles’ share of consumption
(28.3%) remained far ahead
of all other individual countries exporting tile to the
U.S., with the nearest being
Spain (15.9% of U.S. tile
consumption), Italy (12.5%),
and Mexico (11.5%).
In dollars, 2021 U.S. FOB
factory sales of domestic
shipments were $1.36 billion,
a 5.0% increase from 2020.
U.S. shipments comprised
35.2% of 2021 total U.S. tile
consumption by value, down

U.S. Exports
U.S. ceramic tile exports in
2021 were 38.0 million sq.
ft., a 22.5% increase from the
previous year. The two largest
consumers of U.S. exports by
volume were Canada (70.7%)
and Mexico (14.3%).
The value of U.S. exports
rose 29.8% from $31.2 million in 2020 to $40.4 million
last year.4
Please turn to page 14
Sources
U.S. Dept. of Commerce & Tile
Council of North America
1

2

U.S. Dept. of Commerce

3

Tile Council of North America

4

U.S. Dept. of Commerce

Don’t be like George; use a
Project Management plan.

The test for successful
results? In the next Pareto
Analysis, you should
expect that the issue identified does not show up as
one of the chronic problems you experienced.
Ed Hill is the owner of
Synchronous
Solutions.

For more information on
how to effectively address
true core causes, contact
Ed Hill at Synchronous
Solutions, website www.
SynchronousSolutions.
com , 704-560-1536.
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Natural Stone Institute Completes 42nd
Home with Gary Sinise Foundation

Arizona Tile Launches
New Website

A

Natural stone and fabrication for U.S. Army Sergeant (retired) Christopher Kurtz and family was
provided by Triton Stone Group, Exodus Stone Surfaces, and Northern Stone Supply.

T

he Natural Stone Institute
has provided natural stone
and fabrication services
for its 42nd home with the Gary
Sinise Foundation through its
R.I.S.E. (Restoring Independence
Supporting Empowerment)
program. The Foundation’s
R.I.S.E. program builds 100
percent mortgage-free specially
adapted smart homes for severely
wounded veterans and first
responders. Natural stone and fabrication for U.S. Army Sergeant
Christopher Kurtz were provided
by Triton Stone Group, Exodus
Stone Surfaces, and Northern
Stone Supply.

Christopher Kurtz enlisted
in the U.S. Army in February
2009 and deployed with the
101st Airborne Division to the
Arghandab River Valley region
of Afghanistan in June 2010. In
December 2010 a remote improvised explosive device (IED) detonated nearby where Christopher
was walking on foot patrol. The
blast tore through his legs. He
lost two fingers on his left hand
and broke his pelvis in three different places. Once stabilized
on the battlefield, Christopher
was evacuated to Kandahar Air
Field then to Landstuhl, Germany
before arriving at Walter Reed
Army Medical Center to undergo

additional surgeries where both
his legs were amputated above
the knee. After four years of
active-duty service, Christopher
medically retired from the Army
in 2013 with the rank of Sergeant.

rizona Tile, a tile and slab
distribution company, is
very excited to announce
the launch of its new website,
arizonatile.com. The redesign
occurred to create a better overall
user experience in both functionality as well as visually.

Tile products before making a
commitment. The Online Slab
Yard allows users to view slabs
at Arizona Tile locations from the
comfort of their own homes.
Also, be sure to check out the
new Homeowner Corner and
Designer Corner which features

“We are continually working to
improve our website in regard to
both the customer experience and
overall functionality,” said Adria
Harrison, Director of Marketing.
“We think the updates we made
most recently, based on input
from both customers and employees, are improvements for both of
those and have been pleased with
the positive feedback received
thus far.”

collaborators and social media
influencers and how they are
using Arizona Tile products.
These can be located under the
Blog section in the Inspiration
Corner tab.
Founded in 1977 in San Diego,
California, Arizona Tile has
grown into a nationally recognized commercial and residential
distributor in 10 Western states.

Companies
interested
in getting involved with
future projects are encouraged to email Rise@natural
stoneinstitute.org.
To learn more, and to see a
list of all Natural Stone Institute
members who have donated their
time, products, and services to
this cause, visit www.naturalstone
institute.org/RISE.
Arizona Tile’s new Product Finder page includes
an efficient filter by product function.

“I am not bound to win, but I am bound to be true. I am not bound
to succeed, but I am bound to live by the light that I have. I must
stand with anybody that stands right, and stand with him while he
is right, and part with him when he goes wrong.”

– Abraham Lincoln

Arizona Tile has invited visitors to explore the new website. Their new Product Finder
enables the user to find every
product they carry on one page.
Or use the filter feature to narrow
results, making finding products
that much easier.
New tabs have been added for
both Arizona Tile’s Visualizer
and Online Slab Yard, improving ease of use. The Visualizer
enables users to envision Arizona

Arizona Tile imports more than
300 varieties of granite, marble,
quartzite, limestone and travertine slabs and tile, over 60 colors
of Della Terra® Quartz, and over
60 series of porcelain, ceramic,
and glass tile. Founded by John
Huarte, former NFL player and
Heisman Trophy winner, the
company is still family-owned
after more than 40 years.
Visit www.arizonatile.com and
browse their selection of natural
stone, quartz and tile products.
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Antolini Introduces New Member of
Exclusive Collection: Atlantic White

“I have never been lost, but I will admit
to being confused for several weeks.”
– Daniel Boone

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

TO

view a slab of
Atlantic White
is like looking at a magnificent painting created by Mother Nature.
Atlantic White is a masterpiece where black and
white mingle in a balanced, diffused and infinite movement that fades
into delicate gray tones.
The color combination of
this soft quartzite stands
out for its dynamism of
subtle hues, making this
material a distinctive,
timeless feature for interior design in any type of
space, capable of creating
relaxing atmospheres with
an aura of great elegance.
Antolini’s
carefully
selected natural stone
designs each stand for
unconstrained
stylistic

Makita Vacs and Shrouds for Dust Management on the Job Site

®

ED
ANTE
GUAR

T
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Makita XCV05PT HEPA Filter Dry
Backpack Vacuum
®

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

freedom. With worldwide
exclusivity over the most
astonishing materials and
sole access to the quarries, Antolini is able to
offer the most desired and
recognizable natural masterpieces in multiple finishes through a network
of distributors and partners. Driven by unbound
curiosity and passion,

Antolini brings Mother
Nature’s finest creations
to light.
Antolini stone features
exclusive Azerocare, a
revolutionary and unprecedented stain protection treatment for natural
stone. Without sacrificing or affecting the colors and characteristics of
natural stone, Antolini’s
Azerocare treatment is
the first ever of its kind
to offer polished marbles,
onyxes and soft quartzites
full protection from etching and staining caused by
contact with acid-based
food elements. Azerocare
also provides water-repellent and oil-repellent protection from staining and
etching caused by oil, fat,
and greasy elements.
For more information on
the Exclusive Collection,
visit the Antolini website,
www.antolini.com/
exclusive-collection/
atlantic-white .

Makita 9565CV SJS
5 inch Grinder
& Dust Shrouds
®

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

Item# 9375

ED
ANTE
GUAR

T
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CE!

Item# 11492

P

Take Control with Makita

Makita XCV04Z Cordless
HEPA Filter Dry Vacuum

Item# 11493

Available at

Call 1-800-575-4401 or Order Online
www.BBIndustriesLLC.com
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tile, tile installation materials, tile
equipment, raw materials and other
tile-related products. Established in
1945 as the Tile Council of America
(TCA), it became the Tile Council
of North America (TCNA) in 2003,
reflecting its membership expansion
to all of North America.
The Tile Council is recognized
for its leadership role in facilitating
the development of North American
and international industry quality
standards to benefit tile consumers. Additionally, TCNA regularly
conducts independent research and
product testing, works with regulatory, trade, and other government
agencies, and publishes installation
guidelines, tile standards, economic
reports, and promotional literature.

U.S. Ceramic Tile Market Update
Continued from page 11

Housing Market Highlights
New Home Starts: In the residential market, despite supply chain
and labor issues, new home starts
rose for the twelfth consecutive
year and were at their highest point
since 2006. The 1.60 million units
started in 2021 represented a 16.0%
increase from the previous year.5

New Single Family Home Sales
However, with record-high
average new home prices and
a low supply of available properties, new single-family home
sales fell for the first time in a
decade. The 770,000 units sold in
2021 represented a 6.3% decline
from the previous year.6
TCNA is a trade association representing manufacturers of ceramic

!
NEW

5

U.S. Census Bureau

6

U.S. Census Bureau

Goin’ Muddin’

AN

Alabama man who
called a wrecker service asking to have a 70-ton
crane pulled out of the woods is
now charged with stealing the
heavy machinery, sheriff’s officials said.

When you need to cut fast, cut consistently,
and strike at your production, Viper Vibora

is ready to get to work.

i
V

Unique 25mm
segments have
a fang pattern,
a diamond array
that lasts, with the
ability to cut natural
and engineered
stone with speed!
• Consistent 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

is the bridge saw blade that

you need and trust.

www.BBIndustriesLLC.com

800-575-4401

The owner of a towing service
contacted the Chilton County
Sheriff’s Office one Monday,
saying the man had called claiming someone gave him the crane,
and he wanted it removed so he
could sell it for scrap, the agency
said in a statement.
The wrecker service owner
recalled moving the same crane a
few years before and contacted its
owner, who denied having given
it away. The towing operator then
called law enforcement. The man
who wanted the crane moved
fled before officers arrived, driving the rig into a ditch where it
became stuck.
The 26-year-old Clanton man
was arrested that following
Tuesday on a probation violation
and first-degree theft charges.
Court records didn’t include the
name of a defense attorney who
could speak on the accused scofflaw's behalf.
“We have worked a lot of theft
cases over the years, but this one
definitely takes first place in the
heavyweight category,” Sheriff
John Shearon’s office said in a
statement, thanking the wrecker
service for their quick thinking.
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OCTOBER 17-19, 2022
CLEARWATER, FLORIDA
SOAK UP NEW IDEAS.
TAKE A DEEP DIVE INTO FRESH PERSPECTIVES.
SAIL AWAY WITH VALUABLE INSIGHTS AND EXPERTISE.
REGISTRATION INCLUDES:
Accommodations at the Hyatt Regency

New product presentations

Clearwater Beach Resort and Spa

ISFA Awards reception

All meals

Fun in the sun with oceanfront

Welcome reception

leisure activities beneath the

Educational speakers and workshops

swaying palm trees

LEARN MORE AND REGISTER AT
WWW.ISFANOW.ORG/ANNUAL-CONFERENCE.
BROUGHT TO YOU BY:

The Stone Detective
Continued from page 5

Flo just rolled her eyes and
walked away. I finished my
breakfast and went back to my
office to call the designer lady.
I logged on to my email and
found that the designer lady had
sent me over a dozen pics of the
onyx table. It was rather large,
about 4 feet in diameter, and was
set on a tall base. I looked closely
to see the size of the base and
discovered it was only about 12
inches square. I really couldn’t
see what was set on the base to
support the onyx.
I got on the phone and gave her
a call. She told me that the fabricator had placed it on a piece
of acrylic and assured her it
would be strong enough to support the onyx. I had my doubts
and started examining the photos more closely. The first thing I
noted is that the cracks ran all the
way across the top. I also noted
that the edges of the cracks were
lifted upward. This indicates that
the stone is deflected. I wrote up
a brief letter to explain what was

happening. Here is part of the letter I sent her:
The type of cracks observed are
the result of deflection. Deflection
is the stress placed on the stone
which causes a bend in the stone.
Since the stone’s flexural strength
is limited, when this flexural
strength is exceeded, it will result
in a crack. This is evidenced in
crack dynamics by the pattern
of the crack and the lifting of
the minerals within the crack as
observed in the photographs. The
structural acrylic is either not
rigid enough to prevent the flexural limits of the onyx or is not
properly adhered, allowing the
onyx to exceed its flexural limits
resulting in the cracks observed.
According to the Marble
Institute of America, Bulletin VI,
onyx has a flexural strength of
3.4-5.2 MPa*. The following is
a direct quote from this bulletin:
“Flexural strength of onyx is
low when compared to many
other stone varieties and is frequently in the 500 to 750 lbs./

in² (3.4 to 5.2 MPa) range. This
property, coupled with a brittle
breaking behavior, makes bonding area critical. Compliance with
the MIA guidelines of coverage
and void restrictions is imperative. Additionally, substrate
rigidity is critical, and MIA substrate deflection limits must be
observed.”
The subbase that is used should
exceed this number to properly
support the onyx as well as making sure that the onyx is bonded
with 100 percent coverage to prevent any deflection.

I sent her my report and have
not heard back from her, but have
a feeling I will be once she confronts the fabricator. Hope this
doesn’t get ugly. Another case
solved – sort of.
*Megapascal pressure unit
measurement is similar to
hydraulic pressure measurement.
Primarily used for higher range
pressure measurement due to its
larger value (e.g. 1 MPa = 10
bar), the MPa is mainly used to
describe the pressure ranges and
ratings of structural concrete.

The Stone Detective is a fictional character created 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 writing for the Slippery
Rock Gazette for over 20 years.
Send your comments on the
Stone Detective to fhueston@
stoneforensics.com .

“Ignorant Men often oppose a
thing merely because they have
had no agency in planning it, or
because it may have been planned
by those whom they dislike.”

— Alexander Hamilton
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Water, Water Everywhere
Continued from page 4

Gerry Vanderbas with Stone
Industry Group, which sells both
the Turrini and the Clearly systems, commented that the Turrini
system is all stainless steel and
comes with a one-year warranty
after installation. After a system
is installed, there is also training on how to run and upkeep the
system.
The Clearly Water System,
which Stone Industry Group also
sells, is the brainchild of Gerry
and his partner Simon Bradbury.

When the pandemic hit, there
were, as we all know, supply chain
issues that resulted in some lessthan-ideal lead times. So, they
developed their own water system
as a way to help their customers. It
operates on the same premise as a
Turrini sludge-bag system. While
it is not all stainless steel, it does
come with the same one-year warranty and training as the Turrini
System.

Filter Press System
The filter press system uses
a different method of water

Pit construction and photo by Rockcrete USA.

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

This filter press system uses water very efficiently and was designed
to fit the medium-capacity water-use needs of this wet shop.

filtration. In these systems, water
is forced through a series of specially designed filters. The filters then collect the sediment and
pollutants in the water, sending
clean water back to machinery in
the shop. Before the water runs
through the filter, it is kept in a
sedimentation tank or pit so larger
particles can settle to the bottom.
The size of the set up can vary
greatly depending on the needs of
the shop. The more filters needed,
the more space it takes up, plus
it needs a reservoir tank for the
water. However, some systems

can be installed vertically instead
of horizontally, reducing the
machinery footprint.
There also may be a bit of added
labor with a filter press system. The pit needs to be cleaned
out occasionally, plus the filters
need to be cleaned, and occasionally the filter cloth needs to be
replaced.
David Schalow of Marva
Marble and Granite in Richmond,
Virginia likes their filter press system installed by Water Treatment
Technologies. They have a 24-filter system with a 6 x 6 x6 foot pit

which holds approximately 2,500
gallons of water, and a water tank
that holds another 7,500 gallons.
He likes it because it doesn’t
waste any water and it doesn’t
put any pollutants into their local
water system. He did say that
the company trained them on
the system after installation and
answered any questions they had
moving forward. He feels that the
system has more than paid for
itself over the years.
The only thing he wasn’t completely happy about was when
they run a lot of marble or quartzite through, it seems the filters
need cleaning a little more often.
Water systems are sold by multiple companies. Water Treatment
Technologies, Water Treatment
Solutions, Beckhardt, and Stone
Industry Group are just a few. As
such, their footprints and operating systems vary widely and so
does their cost. Do your research
and pick the one that is best for
your shop and for your local
water supply system.
Please send your thoughts on
this article to Sharon Koehler at
Sharonk.SRG@gmail.com .

EZ Installation Cart
CODE
SCAN

E
TO SE

n
actioM
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O
EZ-CaustriesLLC.C
BBInd

Item#
4051

Transport your countertop from
the truck to the kitchen with
ONE cart and NO lifting!
The EZ Installation Cart
saves your stone and your
back from a nasty break.

No hydraulics or
electronics needed!

• Weight:
190 lbs.
• Loading Capacity:
1,100 lbs.

• Height Adjustment:
From 34” to 42”

www.BBIndustriesLLC.com

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

For more information, call or visit us online.

800-575-4401

®
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On your first day,
your worst day and
your best day, we’re...
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Right There With You

• Guaranteed Products
• Hands-On Training and Support
• Industry Expert Staff
• Partnership Mentality
• Same-Day Shipping

www.BBIndustriesLLC.com • 800-575-4401
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Lapitec Adds to Range
of XXL Slabs

O

ne of the most popular
features of Lapitec since
its entry into the international market in 2012 has been its
range of XXL slabs, which offer
great versatility of use in architecture, interior design and product
design for the covering of kitchen
tops or table tops for indoor or
outdoor environments.
In addition to the 1500 x 3365
mm size slab, which has accompanied Lapitec’s growth since
its debut, the full-body material is now available in two new
sizes and ranks among the largest
selectable in the world of design
and construction: in the 12 and
20 mm thicknesses, the slab measures 60.625 x 135.5 inches (1540
x 3440 mm), while in the 30
mm thickness its size is approximately 59 x 133-7/8 inches
(1,500 x 3,400 mm), regardless of
the nuance or finish chosen.
“The versatility of Lapitec
and its ability to be used indifferently as a facade or roof, for
cladding swimming pools, kitchens or bathrooms, for horizontal or vertical surfaces, makes
it an ideal product in the wider
world of design, and in this sense
the new sizes offered are a step
forward and a further opportunity,” says Marcello Toncelli,
the third generation at the helm
of the company. “We never stop
experimenting and our research
is aimed at delivering an increasingly sustainable and high-performance product.”
Lapitec is made from a blend of
100 percent natural minerals with
the addition of Biorite®. It is free

Lapitec Sintered stone slabs are now available in even larger sizes for
better performance in the world of architecture and interior design.

A

Massachusetts man
says he has the answer for those singing the
blues about stratospheric gas
prices.

of crystalline silica, resins, inks,
petroleum derivatives and surface
prints, and thanks to a production
process covered by 25 patents the
material is resistant to shocks,
scratches, temperature changes,
frost and high temperatures. Its
non-porous surface is unaffected
by UV rays, meaning that it can
also be used in direct contact with
water without undermining the
eternal appeal of sintered stone.
Lapitec Sintered surfaces are
the result of a production process
covered by 25 patents, Lapitec
is a material used in architecture, interior and product design,
made from a mixture of 100 percent natural mineral materials and
free of resins, inks and petroleum
derivatives. Entirely free of crystalline silica thanks to the use of
Biorite® – a mineral component
patented by the company, which
makes it safe and even more sustainable, Lapitec’s large slabs
come in three thicknesses (12, 20
and 30 mm), 16 shades and 7 surface finishes. Non-porous on the
surface, it is also resistant to temperature changes, frost and high
temperatures, UV rays, scratches,
chemicals and can be used in
direct contact with water. Its high
performance, sustainability and
availability in XXL sizes make
it extremely versatile for use in
ventilated facades and roofing,
indoor and outdoor horizontal
and vertical surfaces, swimming
pool cladding and yacht upholstery, and kitchen and table tops.

Roll On, Bro

In the12 and 20 mm thicknesses, the sintered slabs measure
60.625 x 135.5 inches (1540 x 3440 mm), the largest size available.

Rick Madeira, of Fall
River, has taken to riding his electric unicycle to
work, saving on gas and cutting his commute time in the
process.
“It’s just more convenient
and it’s obviously more fun,”
he told The Herald News.
Madeira’s Gotway Nikola
Plus, with no seat or handle
bars, just places for his feet,
can go 70 or 80 miles (113
or 129 kilometers) on one
charge and reaches speeds
of up to 40 mph (64 kph),
although he rarely goes that
fast.
“It literally takes me four
minutes to get to work, versus about eight minutes in a
vehicle,” he said.
He’s allowed to ride on the
sidewalk, but usually sticks
to the road, keeping to the
shoulder when possible. He
can also move to the front
of the line at red lights, like
cyclists, he said.
His advice to those interested in buying an electric
unicycle, which sell for more
than $2,000: wear protective
and reflective gear, and be
respectful of pedestrians.
“It’s the future. In 10 or 20
years, I’m sure I won’t even
have to bring it up,” he said.

For more information visit
www.lapitec.com .

Photos (3) by Andrea Martiradonna

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.
www.sinkits.com

(417) 374-7373

info@sinkits.com
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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

ROCKCRETEUSA.COM

SALES@ROCKCRETEUSA.COM
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BB Industries Expands Sales Team with New
Sales Team Members Bautista and Godsey

Edgar Bautista, Outside Sales
Consultant, Orange Co., CA

BB

Industries continues
to expand its outside
and inside sales team with new
hires Edgar Bautista and Thomas
Godsey.
Bautista joins BB Industries
as outside sales consultant in the
Los Angeles area. He was previously a sales representative at

GranQuartz for more than four
years, after earning his stripes in
the warehouse at Pearl Abrasive.
Bautista will cover Los Angeles
and Orange County.
Bautista explains his sales philosophy, “I always put my customers first and BB Industries
does the same with their customers and employees. I have known
members of BB Industries’ west
coast sales team for years and now
I am proud to be on their team.
Joe Torres, Jose Figueroa, Cesar
Rojas, and Jackie Hoffman are
a team I can grow with because
they are the right people with the
right support.”
Godsey is a seasoned account
manager, business owner and
salesperson with a successful track record in client retention and acquisition. He also has
extensive expertise in inbound
and outbound sales environments,
proficiency in financial management, communication theory,

Thomas Godsey, Inside Sales
Consultant, Knoxville, TN

business operations and sales.
He was the owner/operator of the
Coffee Run (2017-2022) where he
managed operations, assisted in
marketing, sales, and event coordination. Prior to that, Godsey has
managed sales and operations for
many businesses in Knoxville. He
earned a Bachelor of Arts Degree
in communication from Florida

Gulf Coast University.
Godsey adds, “I believe my job
and life experience are a great fit
for BB Industries because I am
not only passionate about earning our customer’s business, but
I also desire to understand their
needs! I pride myself on always
being honest and transparent with
my customers because if you cannot sell yourself, then you won’t
have much success at selling anything. I love the family culture
here at BBI, and I feel honored to
be a part of the team.”
Since its beginning in 1994,
BBI’s philosophy has been to
offer the best customer service in the industry and the best
value stone fabrication products. We are right there for our
customers through all phases of
business with education, training, and support from CNCs to
blades. Our vendors and customers are valued partners. For more
info, visit BBIndustriesLLC.com,
and BBIndustriesLLC on social
channels LinkedIn, Instagram,
facebook.com/
TikTok
and
BBIndustriesLLC.USA .

Calling AAA

T

he moral of this story:
Always keep an eye on
that gas gauge.

Police
in
Memphis,
Tennessee, were called about
an abandoned Chevy Suburban
on the I-55 bridge between
Tennessee and Arkansas
one evening in April, station WREG-TV reported. The
truck, left in a southbound lane
of traffic, had been struck by
another car, and while police
were preparing to tow it away,
the Chevy’s owner, Catherine
Mardesich, 54, returned to the
scene, saying she had run out
of gas.
But when police started
to inventory the truck, she
allegedly said, “I don’t want
you going through my vehicle,” and got argumentative
about it. And here’s why:
Inside they found 229 pounds
of marijuana and $17,800 in
cash. Mardesich was charged
with possession. Nearest gas
station? 0.9 mile.
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NTCA Announces Dirk Sullivan
Awarded Tile Person of the Year

D

irk Sullivan, founder and president of Hawthorne Tile in
Portland, Oregon, was recognized
as Tile Person of the Year by the National
Tile Contractors Association (NTCA) at
its 75th Anniversary Reception during
Coverings, which was held at the Las
Vegas Convention Center in Las Vegas,
Nevada. The prestigious honor is bestowed
annually to a tile professional who is dedicated to supporting the non-profit trade
association as it serves all segments of the
tile and stone industry.
As a respected Five Star NTCA Contractor
and NTCA state director, Dirk has supported the association at every imaginable
level, including two terms on the Board of
Directors, as well as a longstanding role
on the NTCA Technical, Membership, and
Training and Education Committees. He
also pioneered the effort to get approval of
the first-of-its-kind, state-approved, joint
apprenticeship program utilizing the online
NTCA University.
These accomplishments, among many
others, were cited when he was presented
the award by NTCA President Martin
Brookes.
“It’s a tremendous honor to receive this
prestigious award,” said Dirk Sullivan.
“There is a direct correlation between my
success as a tile contractor and my involvement in the NTCA. Getting involved as a
member of the NTCA is for the betterment of your own business. We volunteer
our time to network, which is incredibly

Photo by Ron Nash

important. When you take time to get
involved, awesome stuff rubs off from
other people. I’m not just a tile guy in
Oregon anymore; I run a business that now
people across the country know. There’s
credibility to what we do here. I’m proud of
the work I’ve done with the NTCA, growing membership in the Pacific Northwest.
Through the NTCA, I’ve also been able
to mentor other young business members,
which has been very important.”
Founded in 2000, Hawthorne Tile is the
Pacific Northwest’s only NTCA 5 Star
Contractor.
NTCA, recognized as the largest and
most respected tile contractor associations
in the world, is a leading authority in the
development of tile industry standards and
methods.
For more information on the NTCA, visit
www.tile-assn.com .

S lippery R ock G azette

J une 2022 | 21

‘I Scream’ About the
Hottest Frozen Treat

J

une has been recognized as
National Dairy Month since
1937. The notion came about
as a way to raise consumer interest in milk and ice cream.

Fine. I’m happy to accept a free
Nutty Buddy or pint of chocolate
milk any time somebody wants to
offer one. But now things may be
getting out of hand. There’s a new
kind of frozen treat on the market.
Doggie ice cream.
My immediate reaction to this
was the same as when doggie
toothpaste, doggie pasta and doggie bottled water came on the
market: “How could an animal
that greets other dogs with The
Sniff, drinks from the toilet, rolls
in dead fish at every opportunity
and licks its privates possibly tell,
much less care, how something
tastes?”
Apparently I’m in the minority,
because doggie ice cream is
one of the hottest products in
your grocer’s frozen food section — which is as mixed a metaphor as combining nuts, cheese,
mint, pretzels and bacon with
a “sunflower butter base” and
charging big bucks for it.
The vegetable base is important, I’ve learned, because
sure-nuff, dairy-based frozen
treats shouldn’t be fed to dogs.
Otherwise, they can suffer gastrointestinal problems.
At least I got that part right.
In the multi-decades I had dogs,

Sam Venable
Department of Irony

never once did I give them ice
cream. Poor ol’ Imp, Taffy,
Smokey, Lucky, Stormy, Kip,
Belle, Goldie, and others whose
names escape me at the moment,
were fed plain Jane dog food.
(Well, yes; now that I think
about it, I did occasionally share
a sausage biscuit in the duck
blind with Stormy, a Labrador
retriever, and in the quail fields
and grouse woods with Kip and
Belle, English setter and pointer,
respectively. But never ice cream,
dairy-based or otherwise.* What
a heartless master; I hang my
head in shame.)
If you’re not nearly as cruel and
callous, there are several varieties
of doggie ice cream on the market. I perused the frozen food bins
at a couple of stores and discovered treats from companies like
Ben & Jerry’s, Dogsters, and The
Bear and the Rat. Most came in

four-packs of small cups, which
begs the question of how Rover
uses a spoon.
“Oh, you don’t need any kind
of utensil or bowl,” one clerk told
me. “You just toss the cup on the
floor, and they nose it around as
it melts.”
Riiiiiight. That’s another reason why doggie ice cream would
never cross the Venable threshold. If Mary Ann walked into her
kitchen and saw me with a pooch
that was smearing sticky goo
all over the place, the doghouse
would gain a new, and possibly
permanent, resident.
That begs (pun intended)
another question: can humans eat
doggie ice cream? I inspected the
labels on several packages and
only saw warnings against human
consumption from The Bear and
the Rat brand pup-sicle treat. I
guess with the other brands — arf,
barf — you’re on your own.
But it does make me wonder
about folks who really do belly
up to the frozen bar with Bowser.
After a few rounds of this stuff,
do trees start taking on a whole
new perspective?
If so, I hope they live out in the
country, where spontaneous irrigation always occurs without
necessitating a trip back inside
the house.
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.

*See www.pets.webmd.com/dogs/-foods-your-dog-should-never-eat
for a real eye-opener on those treats you’ve been sneaking Fido.
© MARK ANDERSON. www.andertoons.com

“Race, ethnicity, religion,
or region never counted
for much; what mattered was what they had
behind their belt buckles or between their ears.
Did they have the guts
to be Infantrymen and
Rangers?”

—Col. Ralph Puckett,

Medal of Honor Recipient

“But, to be fair, there’s a fifty-percent
chance of just about anything!”

TCNA’s Martha Salazar
Is a 2022 Rock Star

T

he Tile Council of North
America (TCNA) is
pleased to announce
Martha Salazar, Director of
Marketing for TCNA-Mexico,
has been named a Coverings
2022 Rock Star Award recipient.
The Rock Stars program is the
tile industry’s premier recognition of emerging tile and stone
industry trailblazers who consistently innovate and lead through
achievement. The winners repreMartha Salazar, Director of
sent the talented and resourceful
Marketing for TCNA-Mexico
young professionals in the industry who are setting new standards and all that she has accomplished
for the tile industry and TCNAfor excellence and performance.
Mexico,” added TCNA Executive
Ms. Salazar has worked in mar- Director, Eric Astrachan.
TCNA congratulates Martha on
keting in the ceramic tile industry
for fifteen years. She is credited this important and well-deserved
with a foundational role in estab- industry award.
lishing Obra Blanca Expo (www.
TCNA is a trade association
obrablancaexpo.com), a tradeshow in Mexico for ceramic tile representing manufacturers of
and installation materials and ceramic tile, tile installation
other construction finishes. She materials, tile equipment, raw
serves on its Board of Directors materials and other tile-related
and Marketing Committee. She products. Established in 1945
also serves on the TCNA-Mexico as the Tile Council of America
Marketing Committee, Coverings (TCA), it became the Tile Council
Marketing Committee, and the of North America (TCNA) in 2003,
Communications Working Group reflecting its membership expanof the World Ceramic Tiles sion to all of North America.
The Tile Council is recognized
Forum. Additionally, Ms. Salazar
led the development of Hazlo con for its leadership role in faciliCeramicos (www.hazloconcera tating the development of North
micos.com), the first marketing American and international
campaign created for ceramic industry quality standards to bentile promotion in Mexico, and efit tile consumers. Additionally,
she led the development of DAC TCNA regularly conducts indeMagazine (Design, Architecture, pendent research and product
and Ceramics; www.hazlocon testing, and works with regulatory, trade, and other government
ceramicos.com/lp/revista-dacsegunda-edicion), the first maga- agencies to, publish installation
zine in Mexico for inspiration on guidelines, tile standards, and
economic reports. Visit TCNAtile.
the many uses of ceramic tile.
“Martha is well-known in the com for more information.
Mexican ceramic tile industry for
her dedication, leadership, creativity, and professionalism,”
stated TCNA Mexico Director,
Fernando
Lozano
Assad.
“Martha’s understanding of
ceramic tile, her marketing vision,
and her commitment to our industry have made her an invaluable
part of TCNA Mexico’s efforts
critically supporting the Mexican
ceramic tile market.”
“Martha’s work has been
extraordinary and fundamental
to our many programs in Mexico.
We are extremely proud of her

“It is better to have
died a small child
than to be a
politician who gets
caught in a
scandal during a
slow news month.”
—Lewis Grizzard
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Stone Restoration and
Maintenance Corner
The Historic Picnic Table Project, Part I

F

irst, I want to start with
some personal news. My
oldest daughter, Logan, is
expecting her first child, my first
grandchild a few weeks from now
(It is now early May). She and her
husband Hendrix, we call him H,
are currently living in Bowling
Green, Kentucky. He is working
on his master’s degree at WKU
(Western Kentucky University)
and heads up their Life Works
program for young adults with
special needs. He is a very smart
and patient young man. We are
blessed to be able to call him
son-in-law.
My youngest daughter, Taylor,
is a senior in high school and will
be graduating this spring. She has
decided to attend WKU this coming fall. How convenient for Julie
and me! The logistics couldn’t get
any better, except for the 3.5 hour
drive. We can take the RV and stay
at Logan and H’s place. Just think
about it, we can visit our grandchild,
Logan and H, and Taylor all in one
fell swoop! Life is good and I am a
blessed man, indeed.
For this article I will be discussing
a most unusual project: a very large
solid marble picnic table installed
outside of a very old historic house,
also the site of a previous project. The
homeowner wants the entire piece
polished. And yes, it was discussed
with her that this was highly unusual,
especially because it was outside. We
all know how the weather will affect
polished marble. In other words, it
would normally not stay polished for
very long, due to the acidic nature of
precipitation in this area.
We suggested leaving the marble
honed and heavily impregnated to
help with resistance to the weather,
but the homeowner still insisted she
wants it polished. According to the
contractor, this particular customer
was a regular, and deserved the attention. So, since the goal was clearly
stated and understood, the actual
project could begin the next phase.
The restoration of the table and
accompanying benches would necessarily need to be a fairly aggressive
plan of action. After submitting a test
area, it was determined that many
decades of organic growth can be

Bob Murrell

M3 Technologies
Photos by Bob Murrell

extremely stubborn to remove.
Initially, a 120 grit diamond
handpad (BTW — every contractor should have a complete set of
these on-hand) was decided to be
the starting point. This would normally be considered an aggressive
approach, for most marble tables
or similar, but in this case, it ended
up not being enough. The test was

Top to bottom: Starting the
lengthy process of cleaning and
restoring a solid marble table
using anti-fungal chemicals, diamond pads with polishing powder, and diamond handpads.

successful on a corner, with the diamond hand pad set to 120 grit metal
to 800 grit resin. Then, Majestic 5X
Gold was used to polish the marble,
with the center of a natural pad, by
hand.
It is suspected that the picnic table
was installed some time not long after
the house was built, say in the early
1900s. I can almost guarantee that
the marble was not installed polished
and has been sitting uncovered in an
exterior environment the last 80 or so
years. The stone came from Candor
Marble Company, a historic marble
company in Knoxville that we have
discussed before. It was quarried
just down the road in Friendsville,
Tennessee.
Now, when I say it was covered with organic materials, I mean
that these living organisms have
been growing on that rock for many
decades. Lichens, moss, mold and
environmental pollutants were all
firmly ensconced into the surface
porosity of the marble, and not quite
to the same extent, the edges were
somewhat covered as well.
Now, I suspect that the horizontal
surfaces held water for longer periods than did the vertical edges. Also,
since the marble was probably honed
when installed, the level of surface
porosity exposed would have been a
great breeding ground for these quite
tough organic growths. Everything
basically grew into the surface porosity, and especially into compromised
veins.
It was decided at this juncture, since
the surface was very open because it
was at a 60 grit, to administer a chemical application of sodium hypochlorite (a strong bleach) solution. This
worked very well at ridding the surface of most remaining mold and
other organic staining. Now, honing
the surface would resume with the
120 grit, and eventually on up to the
level of finish that the client finally
decides upon.
Taking a corner of the table closer
to a honed state reveals the original
Tennessee Pink coloration so characteristic of marble from the historic Friendsville quarry. From the
time period when it was installed
(early 1900s), the original finish was
most likely honed.

I have seen it before. The client
may change her mind about taking
the table and benches all the way to
a high polish, especially after seeing
just how much work has gone into
the project at this point. Remember,
all of the vertical edges for both the
table and benches will necessarily
need to be honed and all sharp edges
must be eased (remove the arris) for
safety reasons. The 2-¼ x 3-¾ diamond hand pads came in very handy
for sections of this step.
If it were up to me, I would probably recommend leaving the table
and benches at an acceptable level of
hone. This could be anywhere from
200 grit and upwards to 800 grit, or
so. Of course, the higher the grit, the
more color and reflection (shine) the
stone will naturally exhibit. Also,
the higher the hone, the more maintenance it will require.
So, If my opinion were sought, I
would strongly suggest a 200 – 400
grit level hone and then impregnate
(seal) the heck out of it.
Additionally, the client would
also be doing herself a favor to use
a cover for added protection. At a
lower level of hone, any etching or
surface staining would probably not
be so obvious.
In any case, once the surfaces
are all honed and cleaned, this new
approach will be offered. If they still
insist on a polished surface, then it
will be granted with the caveat that
there can be no guarantees that the
surface will not need excessive routine maintenance.
In Part 2, I will discuss the final
decisions and the results. Stay tuned!
As always and before beginning
any new project, I recommend submitting a test area to confirm the
results and the procedure, prior to
starting a stone or hard surface restoration/maintenance project. Also,
the best way to help ensure success
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.
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 restoration and maintenance. He helped develop some
of the main products and processes
which revolutionized the industry, and is currently the Director of
Operations for M3 Technologies.
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Templating Made Easy
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.

Leader in Digital
Fabrication Solutions

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!

Switch between 17 different
languages to accommodate
diverse workforces.
Comprehensive initial and ongoing
training and support to enhance
user proficiency and confidence.

LASERPRODUCTSUS.COM

877-679-1300

#GoDigital

Dining Al Desko

T

he old black and white
movies are full of business people in suits and
dresses having the leisurely twoand three-martini lunch, and then
going back to work. Sometimes
they were executives entertaining clients. Sometimes they were
regular folks just wanting to get
out of the office for a while.
Those sort of lunches, for various
reasons, gave way to a shorter,
more formal “lunch hour” in a sitdown restaurant with waiters and
actual silverware.
Fast forward to “newer times,”

Sharon Koehler
Stone Industry Consultant
when the lunch hour is spent running errands like picking up dry
cleaning or prescriptions, and
possibly a trip to the grocery
store to pick up a few things.
Then “lunch hour” became driving through a fast food joint while
you run some errands. And all
that has now evolved to eating
lunch at your desk.
In an effort to eat healthier or
to save money or to save gas and
wear and tear on our vehicles – or

Eat at your desk? A waterproof keyboard is highly recommended.

to get more accomplished in our
busy day – we are now using our
desks as a destination for lunch.
A recent Gallop survey shows
that 67 percent of Americans eat
lunch at their desk more than
once a week. I do several times a
week (unless I have to go out and
run some errands).
The thing is, eating lunch at
your desk is really not good for
you or your work. Snacking or
eating alone at your desk can lead
to increased calorie intake. People
usually eat a greater amount of
food when they eat with others,
but those meals are usually more
balanced. We tend to snack more
or eat a bit less healthy alone at
our desks, since there is no one
with us to judge us or to keep
us from eating that sinful desert.
Those extra calories can lead to
weight gain.
Eating at your desk also
makes you more sedentary.
Approximately 86 percent of
American workers have desk jobs
and spend the majority of their
day sitting down. Use your lunch
break to get up and move, get the
blood flowing. A change of scenery is good for you. It makes you

more alert. Getting up and being
active gives your brain and eyes
a break. This mid-day activity
also helps relive the afternoon
“slump” that happens between
2 and 3 p.m. . There is nothing
that says you can’t grab a chair
and eat that sandwich and chips
outside. (If you go out and run
errands, try not to run through the
fast food joint.)
If there is no way around it and
you must eat a meal or two at
your desk, there are some “Desk
Etiquette” tips you should be
aware of.
1. Don’t eat stinky food in
the office! Pungent smells can
spread through an office quicker
than gossip, and can be an issue
for your co–workers. Example:
I tend to eat at my desk several
times a week, but I only bring
tuna on Thursday, because my
office mate, due to her schedule, is usually out of the office on
Thursday. If someone routinely
brings offensive smelling food,
just talk to them. Most issues can
be resolved with a simple conversation. For example, I once had
an office worker in my area who

drank a lot of coffee, and I mean
a lot. I hate coffee. I don’t like the
taste or the smell. Every time he
walked by my desk with his cup
of joe I wanted to hurl. So, we
had a conversation and reached
a compromise. He changed to
drinking his coffee out of a cup
with a lid on it. He drinks all
the coffee he wants and people
around him don’t have to suffer.
Problem solved.
2. If possible, time your meal
to normal lunch hour times. If
everyone else is out to lunch or
even eating at their desk as well,
you are less likely to distract your
office mates with your desk meal.
Plus, if you eat when they eat,
they are also less likely to distract
you.
3. Be prepared for interruptions. When people see you at
your desk they assume you are
working and may try to start a
conversation or ask you to do
extra things. How you handle
that is up to you, and depends on
your office environment.
Please turn to page 25
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Coldspring Receives Stone Industry Honors

C

oldspring®, the leading
quarrier and fabricator of natural stone and
bronze manufacturing in North
America – is proud to announce
the company has received two
Pinnacle Awards of Excellence
from the Natural Stone Institute
(NSI) in the Commercial Exterior
category. The two award-winning projects include the Charles
Library at Temple University in
Philadelphia, and Frederik Meijer
Gardens & Sculpture Park in
Grand Rapids, Michigan.
These highly coveted awards are
given to projects whose beauty,
creativity, ingenuity and craftsmanship exemplify professional
mastery in the use of natural
stone in commercial and residential applications. The awards
were recently celebrated at The
International Surface Event in
Las Vegas, Nevada.
“Coldspring is honored to
receive recognition for the creativity and collaboration among
all team members on these two
projects,” says Brent Koosmann,

Director
of
Marketing,
Coldspring. “Each award-winning project plays a significant role in its community and
highlights the innovation and
expert craftsmanship found at
Coldspring.”
The first award for Charles
Library recognizes one of the
country's most modern and significant new library constructions. The building’s striking and
challenging design features more
than 37,000 square feet of Mesabi
Black® granite from Coldspring.
Expertly manufactured vertical
sections of the granite pieces in a
split-face finish clad the library’s
solid base and coordinate with the
existing campus landscape.

Charles Library
Comments from the judges
provide insight on their selection of Charles Library as a 2021
Pinnacle recipient: “well-controlled stone color and quality that
respects the proper use of stone,”
and “love the texture of the surface treatment and the innovation of the open-faced rainscreen

The Charles Library,Temple University, Philadelphia, PA

design.” Additional members
of the team include the architecture firm of Snøhetta, New
York, and stone installer Dan
Lepore and Sons, Conshohocken,
Philadelphia.
Next, Coldspring’s award
for the new 69,000 square-foot
Welcome Center for Frederik
Meijer Gardens & Sculpture Park
includes more than 71,000 square
feet of Echo Lake® Granite from
Coldspring. Design goals for the
project included tying together
the many parts of the garden into
a cohesive whole and creating a
Welcome Center to inspire everyone who enters. The architects
had very specific requirements
for the granite’s allowable color
range, markings and inclusions.
During extraction, Coldspring
successfully chased the desirable black markings, not allowing
unwanted markings in the product. Many panels were extremely
large, rectilinear pieces requiring special detailing for anchors
and relief angles for installation.
Echo Lake granite proved to be a

beautiful material to ground and
define the landscape at Meijer
Gardens.

Welcome Center, Frederik
Meijer Gardens &
Sculpture Park
Judges commented, “great job
of keeping it homogeneous yet
still allowing the fairly strong
movement of the pattern to symbolically move throughout the
walls – elegant, “This is museum-quality stonework – a celebration of stone and a nice
backdrop to the art and sculpture.” Additional members of the
team include the architecture firm
of Tod Williams Billie Tsien,
New York, and stone installer
JK Masonry, Grand Rapids,
Michigan.
“Coldspring is a proud member of the Natural Stone Institute,
which elevates the work of projects with natural stone through the
Pinnacle Awards of Excellence,’
Dan Rea, VP of Sales, Coldspring.
“The two award-winning projects from Coldspring are among
the best-designed projects in the
building industry, and we’re honored to be involved in them.”

The Frederik Meijer Gardens & Sculpture Park
in Grand Rapids, Michigan (exterior and interior views)

Since 1898, Coldspring has
served the architectural, memorial, residential and industrial
markets with all types of natural
stone, bronze, and industrial and
diamond-tooling products. With
headquarters, a primary manufacturing facility and bronze foundry
in Cold Spring, Minnesota, the
company has more than 700
employees at operations across
the country, including 30 quarries
and multiple fabrication facilities.
In 2016, the company’s headquarters, primary manufacturing
operations and three Minnesotabased quarries received ANSI/
NSC 373 Sustainable Production
of Natural Dimension Stone certification. In 2018 their South
Dakota-based quarry achieved
certification as well. Coldspring’s
in-house services and support
such as drafting, design, BIM,
and project and construction
management contribute to creating unique customer solutions.
To
learn
more
about
Coldspring’s natural stone products and tooling, visit www.coldspringusa.com .

P

atriotism ultimately
springs from a country’s
identity, and that identity
is first molded by its creators. Patriots themselves,
America’s Founding Fathers
spent their lives thinking
about patriotism and liberty.
Even though time has passed
and things have changed, we
can learn from their thoughts
and writings on these subjects.
“A spirit of liberty and patriotism animates all degrees and
denominations of men.”
— James Madison
“Guard against the impostures of pretended patriotism.”— George Washington
“If ever the time should come,
when vain & aspiring men
shall possess the highest seats
in government, our country
will stand in need of its experienced patriots to prevent its
ruin.”— Samuel Adams
“There is a certain enthusiasm
in liberty that makes human
nature rise above itself, in acts
of bravery and heroism.”
— Alexander Hamilton
“The price of freedom is eternal vigilance.”
— Thomas Jefferson
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Dining Al Desko
Continued from page 23

4. Turn your phone off.
You are “out to lunch.” You
don’t want to answer the
phone with a mouth full of
food, so why let your phone
ring and disturb other people? Just remember to turn
it back on, later.
5. Chew slowly. Not
only does this help prevent you from overeating,
it is also less annoying to
your co- workers. Loud eating or crunching food is on
the Top 10 Most Irritating
Co-Worker Habits list.
6. Don’t dump your leftovers in your office trashcan. Food that doesn’t start
out as stinky can become
stinky quickly when left
to rot in a trashcan – especially if the trashcan is not
emptied on a daily basis.
For your own well-being, please know that your
desk can harbor 400 times
more bacteria than the average toilet. Your keyboard
is the biggest offender. If

you tend to dine al desko
frequently, for your own
health, clean and disinfect your desk more often,
especially your keyboard.
Your keyboard is full of little cracks and crevices that
can catch crumbs and promote the growth of germs,
bacteria and mold. (Yuck!)
One good way to fight
this is to blow out your
keyboard with canned air.
Another good way is to get
a waterproof keyboard. (I
have one, and highly recommend it.) There are far
fewer cracks and crevices
to promote the growth of
anything, plus after you
blow it out with air, you can
hit it with a disinfectant.
It is generally better for
your health for you to not
eat at your desk, but if you
must, then be a wise and
courteous desk diner. Your
co-workers will appreciate
it, and so will you.
Please send your thoughts
on this article to Sharon
Koehler at Sharonk.SRG@
gmail.com .

Clorox® has coined a new term for this
potential keyboard mess… Board-‘oeuvres.
© MARK ANDERSON. www.andertoons.com

“No tacos, no crabcakes, no BBQ! Ice cream!
Just ice cream!

Jumping
the Shark

High Speed Seaming Adhesive

T

he 25-foot tall sculpture of a shark crashing
through the roof of Magnus
Hanson-Heine’s house in
rural Oxford, England,
is now a protected landmark  – and he’s not happy
about it.
Hanson-Heine loves the
installation, erected by his
father and a local sculptor in 1986 as an anti-war,
anti-nuke protest that still
remains relevant now as
bombs fall on Ukraine and
Russian President Vladimir
Putin rattles his nuclear
weapons.
But he says the Oxford
City Council ignored his
father’s other message this
week when it designated
the structure a heritage site
that makes a “special contribution” to the community. Bill Heine installed the
shark without the approval
of local officials because
he didn’t think they should
have the right to decide
what art people see, and the
council spent years trying to
remove the sculpture.
“Using the planning apparatus to preserve a historical symbol of planning law
defiance is absurd on the
face of it,” Hanson-Heine,
a quantum chemist, said
in an interview with The
Associated Press.
Bill Heine, an American
expat who studied law at the
University of Oxford, got
the idea for the sculpture
after he heard warplanes fly
over his house one night in
April, 1986.
Please turn to page 26
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Jumping the Shark

Continued from page 25

When Heine woke up the
next morning, he learned
that the planes had been on
their way to bomb Tripoli in
retaliation for Libyan sponsorship of terrorist attacks
on U.S. troops.
The image of a shark
crashing through the roof
captured the shock civilians must feel when bombs
smash into their homes,
Magnus Hanson-Heine said.
His father died in 2019.
Heine and his friend sculptor John Buckley built the
great white out of fiberglass,
then installed it on Aug. 9,
the 41st anniversary of the
day the U.S. dropped an
atomic bomb on Nagasaki.
The shark’s anti-war message is just as important
today as Russian bombs fall
on Ukraine, Henson-Heine
said.
“That’s obviously something that the people in
Ukraine are experiencing
right now in very real time,”

The Slippery Rock Marketplace

he said. “But certainly when
there’s nuclear weapons on
the stage, which has been
through my entire life, that’s
always a very real threat.”
But the sight of three-quarters of a great white shark
sticking out of the roof of
a row of brick houses on a
quiet suburban street isn’t
always a serious subject.
The shark house has its
own website, which features
photos of Bill Heine and
Buckley sharing a glass of
wine alongside the sculpture
and a young passer-by in a
pose that makes it look as if
she’s eating the shark.
Hanson-Heine
recently
had it repainted to restore
the blue-green shimmer to
the shark’s hide — keeping
it in tip-top shape.
He laughs when asked
whether the shark’s head
can be found inside the
house.
“I believe it was an urban
myth for a while that it was
poking above the toilet,’’ he
said. “But no.”

www.wehausa.com
info@wehausa.com
1-877-315-4761

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

1

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.
www.sinkits.com

(417) 374-7373

info@sinkits.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

BBIndustriesLLC.com
800-575-4401

Save BIG on
Hercules stone
transport solutions.

Material Handling • Air Tools • Electric Tools

© MARK ANDERSON. www.andertoons.com

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

Experienced and Specializing in:
Training/ Calibration /Troubleshooting of OMAG CNCs
Countertop production and fabrication stategies
EasySTONE and EasySTONE-NCsoftware

“We’re right where we want to be!”

Phone: (970) 309-4339
Email: jerry@kiddimprovements.com

com website for more online
training opportunities.

Call 321-514-6845 Stoneforensics.com
Call 321-514-6845 Stoneforensics.com
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• Learn physical
and chemical
testing, troubleshoot
problems
• Earn Up to $300
per hour
• Includes class
manual & three
technical calls to
Dr. Fred

A

UN

O

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

M
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Do you want

BETTER RESULTS
from Your Fab Shop?

Grow the Retail Side of your Countertop Company
You only get retail countertop jobs from
word- of-mouth leads and referrals.
You’ve tried marketing in the past and it didn’t
work to bring in jobs.
You don’t have a system to follow-up with
homeowners in order to close more jobs.
BOOK A FREE STRATEGY CALL TODAY
to find out how we can help
https://countertopmarketingco.com/

www.FabricatorsCoach.com
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The Slippery Rock Classifieds
For Sale
ADSI Template Maker. AD-830TM
Template cutter. Very slightly used as
we transitioned to digital. Fabricator in
Central Texas. $3,000 or best offer. As
is, where is. Phone: 512-715-4975, johnd
packer@yahoo.com .
___________
Yukon Bridge Saw For Sale. Park
Industries Yukon Bridge Saw. Email or call
for additional information, pictures, and/or
video. Located Northeast Florida. Phone:
904-613-6253, jennifer@Jandjcorp.com .
___________

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.

2022 Classified Ad Deadlines
Issue
July 2022
August 2022
September 2022

Ad Submission Deadline
Friday, May 27, 2022
Friday, June 24, 2022
Friday, July 22, 2022

Ads not meeting guidelines will not be published.

2003 Breton Spider 800 FR/PC Bridge
Saw. CURRENTLY UNDER POWER!
AVAILABLE APRIL 2022!
Includes metal stands, tilt table, & manual 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 .
___________

2 Saws For Sale
16 ft. Saw for $15,000 &
13 ft. Saw for $10,000 OBO

Classic Roman-Style Indiana limestone entrances. Columns, archway and
surround. Removed from the fronts of
WPA era government buildings. Beautiful
old-time craftsmanship. Three available.
15,000 each. E-mail for photos. Contact:
Michael Jamieson, 845-671-9040, mijoroc@icloud.com .
___________

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

Help Wanted
Inline Polisher Technical Product
Specialist. Leading equipment manufacturer for the stone industry is seeking an enthusiastic and personable individual 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 relevant 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@bacasystems.com.
___________
CNC Router Operator/Programmer.
Experienced CNC programmer and

600 X 550 15Kw 160t

$105,575.00 USD
While Supplies Last

EXW Whitehall, NY
•176 TON SPLITTING FORCE
•23.63” BLADE LENGTH
•21.66” SPLITTING HEIGHT
•15 KW PUMP UPGRADE
• 3.73” PER SECOND DESCENT
• 5.71” PER SECOND RETRACT
• SHERPA BTS 2 x .8 (78.74” x 31.5”), INBOUND & OUTBOUND
• CONVEYORS LOWER & PIVOT AWAY FROM SPLITTING HEAD
• CONSOLE EQUIPPED TO OPERATE ANOTHER INBOUND SHERPA (518) 499-0602
• CURRENTLY IN STOCK, WHITEHALL, NY 12887
ApexEquipIntl@Aol.com

www.ApexEquipmentInternational.com

2019 Baca For Sale. 2019 Baca Robosaw
jet for Sale. Great condition, currently
under Power. Can offer training. $275,000
OBO. Contact: Jennifer G Czyzewski,
904-613-6253, jennifer@Jandjcorp.com .
___________

Steinex Igloo Stone Splitter w/Sherpa.
Stone splitter w/Sherpa. 215 hours, $125k
for both. Contact: Paul Holloway, 775246-0105, accounting@nemasonry.net .
___________

IGLOO 600 BMB

Sunshine Granite
907 Back Water Driver
Tarpon Springs, FL 34689
Please email, call or stop in
Mon-Fri, 8 am to 3:30 pm
727-463-0654
Ask for Sy or Maribeth

CABLE SAWS FOR SALE

Custom built by owner – $35K

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”

Email accounting@nemasonry.net or call us for more details.
Northeast Masonry 32 Cash Drive Mound House, NV 89706 • 775.246.0105

Sunshinemarblegranite@yahoo.com

operator needed in Denver, Colorado.
Intermac/Biesse machinery experience 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, 720-8330238, ccssales@coloradocustomstone.
com.
___________
Natural Stone Restoration Company
-Lead Man. Natural Stone Restoration
Company looking for lead man for residential 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, 1-303881-0400, bob@marbletecsystems.
com.
___________

Positions Wanted
Stone Fabricators Needed. Located in
Asheville. We’ve been in business for
over 25 yrs. Come be part of our family business & join the timeless Trade of
Stone Fabrication:
Senior Stone Fabricator Salary based

on experience plus. Overtime & Paid
Time off M-F: 8am - 4:30pm
Duties & Responsibilities: •Finish fabrication of stone & quartz countertops,
tops, fireplaces, showers, etc. •Color
fill, patching/chip matching experience
is a must •Site repair, seam matching & repair, sink setting is a must
•Knowledge of various stone types &
their properties is a must •A willingness to be part of a team environment,
while at the same time being self-motivated & goal oriented.
Qualification & Requirements: Own
transportation •Have stone fabrication experience, 3 yr. min. •References
required upon application •A strong
eye for detail a must •A strong eye for
design is very helpful.
Contact: Mountain Marble & Granite
Inc, 828-225-0001, ana@mountainmarble.com.
_____
Entry-level
Stone
Fabricator
+/- $16/hr plus Overtime & Paid
Time off M-F: 8am — 4:30pm
Are you good with your hands? Love to make
things? Are strong & able bodied? Have a
hunger to learn & become part of a long
standing family business? Then come learn
the timeless Trade of Stone Fabrication.

EQUIPMENT FOR SALE
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

CALL FOR
PRICING
& MORE

Northeast Masonry 32 Cash Drive Mound House, NV 89706 • 775.246.0105
Duties & Responsibilities: •Learning
•Finish fabrication on stone & quartz
countertops, tops, fireplaces, showers, etc.
•Have a good eye & a craftsman mentality
•Self-motivated & goal oriented. •A willingness to be part of a team environment,
help out when needed — a team player.
Qualification & Requirements: •Own

transportation •Stone Familiarity encouraged •A willingness to learn a trade, which
takes years to master.
Contact: Mountain Marble & Granite
Inc, 828-225-0001, ana@mountainmarble.com.
___________

List It Free

Thanks for

www.slipperyrockgazette.net

READING!
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Park Industries Announces New CEO and
Welcomes New VP of Customer Experience
Joan Schatz, New CEO, and Dirk Kloss, VP of Customer Experience

J

“It is an honor to serve as CEO
of Park Industries,” comments
Schatz. “In this new role, I will
be focusing on providing the best
possible experience for our customers and associates, continuing
to innovate our product offering in new ways, and unlocking

For more information on Park
Industries, visit their website
www.parkindustries.com .

Joan Schatz named new
Park Industries CEO

Dirk Kloss, new Park Industries
VP of Customer Experience

future growth opportunities for
Park Industries and fabricators
across North America.”
“It has been a tremendous
honor to work side-by-side with
Joan,” adds Mike Schlough,
Park Industries® President and
Co-Owner, “and, I thank her for
leadership and tireless dedication
to the company. I am excited for
her to assume this new role and
for the future of the company.”

Dirk Kloss recently joined Park
Industries as VP of Customer
Experience. His career began in
the US Army/National Guard
where he held numerous leadership positions including Deputy
Chief of Staff, Director of
Operations, and Chief of Staff,
where he lead a team of over 500
employees.
In 2014, Dirk joined Polaris
Inc. as Senior Manager where he

“Protection … against the
tyranny of the magistrate is
not enough; there needs protection against the tyranny of
the prevailing opinion and
feeling, against the tendency
of society to impose, by other
means than civil penalties,
its own ideas and practices
as rules of conduct on those
who dissent from them.”
—John Stuart Mill
(1806-1873)
© MARK ANDERSON. www.andertoons.com

oan Schatz joined Park
Industries® in 2006 as CFO
and has served as COO
and Co-President. In all her
senior leadership positions, she
has demonstrated outstanding
leadership. As co-president,
she successfully managed the
complexity of the COVID-19
pandemic while continuing
to provide excellent customer
service. Her vision for the future
has resulted in several product
development initiatives that will
help the company grow in the
markets served and advance the
technology of the countertop fabrication industry.

developed a field service team.
He was promoted to Senior
Director and was focused on
building a team designed to
improve customer experience
and service.
“I’m delighted to join Park
Industries,” adds Kloss, “and
am looking forward to continually evolving the customer
experience model that distinguishes Park from others in this
industry.”

“I mean, come on – metal exterior, heart condition, part
of a team… the stuff we have in common!”

GET MORE FOR LESS

THE MOST ADVANCED SOFTWARE FOR COUNTERTOP FABRICATORS

SEAM LAYOUT

VEIN MATCHING

FULL CRM MANAGEMENT
& Scheduling

Learn More

Quote is the most robust and user-friendly software solution for the countertop fabrication industry designed to streamline your process. Quote gives you more without
costing more, including unlimited users, best-in-class onboarding, training and ongoing
support, open API technology and consumer-facing visualization, design and quoting
functionality. If you’re looking for a competitive edge in your fabrication business, then
Quote is for you!

quotekitchenandbath.com
Talk to an Expert

+1 (844) QUOTE-44
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SHI M S A N D 2X 4’ S A R E A TH IN G O F TH E P A ST…
Join, level, and flatten warped stone to produce virtually invisible seams with the Pro
Stealth Seamer™ and Edge Seamer.

Learn More Here

Omni_SRG_EdgeSeamer_FP_AD_v2_042622

(530) 748-3120
omnicubed.com
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The Long, Winding Road
Continued from page 3

Someday, if we added cabinets, it would be through the
acquisition of an established
custom cabinet builder, and
not an addition to current
shop production.”
As for the equipment
side of things (see photos,
page 2), the 12,000 square
foot shop includes a Park
Industries Yukon bridge
saw, a 2005 Northwood

industry. It’s been part of
the shop production routine
for quite some time. It works
great and they have made
many improvements, but I’m
aware there’s other software
out there catching up with it,
and offering more capabilities, more flexibility.”
Most of their fabrication
jobs are high-end residential,
with coverage that spans an
average radius of 25 miles

sales ratios are 50 percent
quartz and 25 percent quartzite, with the remainder being
granite and marble. Dan also
mentioned that there are four
shops within a five-mile
radius, but the service that he
provides is unique and different from his competitors.
“Everyone has their own
niche. Ours is that we offer
template to installation in six
days, and that’s a very attractive option for our customers, why they have chosen

The earthtone veining in the Quartzite island, countertops and full-height backsplash offset the dark wood cabinets and copper range hood in this formal kitchen.

138 CNC, a newly acquired
Park Industries Fastback 2
edger, a Kundle R-Track
3-axis overhead crane,
and a Wasseraufbereitung
water purification system.
Dan said that Slab Smith
Digital Imaging Software
and Moraware, job tracking and scheduling software,
are important digital production assets. “Moraware is
designed for the fabrication

from Tualatin, Oregon.
However, Crowley’s Granite
is prepared to travel if
needed to serve their mostly
retail clients and builders.
Materials are bought locally
from four suppliers, with no
current plans of dealing with
quarries directly. Material

Dan was very up-front
about his feelings for his
adopted country. “What
we heard while living in
Ukraine is true. America
is still the land of opportunity. There is still unlimited
potential, and all Americans
have the freedom and the
opportunity to be successful. If you feel stuck or have
problems, there is always a
solution and someone there
to help you, and if you see

2021 Harvest celebration
in the shop. Last year Dan
started hosting regular company dinners, and plans to
hold many more to thank his
hard-working team members.

us. We understand that they
have to live in their house
while we install, and they
have kids and pets and they
work, and have to schedule
everything around us. We
make it easy for them, with
minimal disruption. That’s a
win-win for the customer.”

A large, high-def monitor expands the limited display
space in the showroom by showing project samples and
more. Below, right: Quartz kitchen features extra-long
counters and a spacious island work station / dining table.

Dan Izoita’s Philosophy

someone who is successful, don’t be afraid to ask
them how they did it. It’s
an amazing and beautiful
country to live in, and as an
immigrant, I am honored
and thankful to live here.”
Dan is a member of the
All Slab Fabbers group.
For more information visit
www.crowleysgranite.com .
Follow the video links
watch the Crowley’s team
in action, on their video
channel and YouTube.

The Poseidon Ferrari

I

am proud to say that
today marks my 100th
day in the position as
President of Poseidon! It
is time the story is told
about our CEO, Joe Alva,
a person who at times is
misunderstood. Once you
understand his Core Value
and Core Purpose, you are a
friend for life. I am glad to
become part of his life and
the Poseidon family, with
the ability to work by his
side as one of the leadership
team to take this Industry
by storm.

Joe Alva and I met 4 years
ago at TISE and was introduced to me by a colleague
and friend. I was currently
the leader and Managing
Partner of the Rockheads
Group. I was told, “You
have to meet this special
guy who has taken apart and
rebuilt every machine in the
stone industry. He also is
fluent in 5 languages! Joe
is a game changer in this
industry.” He was right!
Joe’s story is a typical entrepreneurial dream.
Starting from nothing, bootstrapped the vision, overcame adversity, and won!
We should not be jealous
of this story or the Ferrari.
This is a story to be told, to
inspire. Share it with your
colleagues, friends, family, and especially your kids
(our future generations).
The Ferrari is a symbol
of giving back. Joe is creating an experience for the
POSEIDON FAMILY, aka
our customers, to enjoy.
This was never an act of
feeding an ego. Many of

Jon Kaplan
President, Poseidon
our customers and those
who are reading this can
afford a Ferrari, however
if you can’t, you should
put a picture of a Ferrari
on your wall to visualize
you driving the Ferrari and
you will be motivated, and
it will happen! Many of us
are striving to find workers.
Where did they go? Maybe
if they heard the Poseidon
story THEY would go to

work.
Together, Joe and I, have
spent the last year reflecting on the Poseidon Vision/
Mission and our Core
Purpose and Passion at
Poseidon:

Creating Lifelong
Relationships &
Memorable Experiences
These are not just words.
We walk the talk. The
Ferrari is a gesture to our
customers to create an
experience they most likely
would not do on their own.
That is what Joe Alva is
all about. This is not his
Ferrari. This is a symbol of
gratitude. He won’t be driving it! His Poseidon Family
will!
We look forward to
having Stone Industry
Fabricators becoming part
of our family!
Email
info@Poseidon
machinery.com , or visit
www.poseidonmachinery.
com for more information.
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“PIG” Planetary Polisher
350VS with Donkey Package

NNNN

to Polish and Hone Granite,
Quartz, Quartzite and Polish Marble
Re-polish, Repair, Hone, and Leather
Surfaces!
Built for stone countertops.
This is NOT a modified floor machine!
#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

Fix
scratch
es in
the hom
e
or in
the shop
!

• 110v/220 single-phase Powerbox.

OPTIONAL PACKAGES
AVAILABLE FOR:
• Variable Speed: 300-940 RPM
• MARBLE
• Motor: 1 HP
• LEATHERING
• Power: 110v (10 amp) or 220v (5 amp). Automatically recognizes.

PIG Planetary Polisher Specifications:

•
•
•

3 ROTATING HEADS

•
•
•
•
•

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.com
email: sales@wehausa.com • ph: 877-315-4761

Scan QR code to see
Videos of the PIG in operation
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If You have a CNC
Machine, You NEED
One of These!

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

PERMIT #255

KNOXVILLE, TN

PRSRT-STD

U.S. POSTAGE PAID
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With the new SPERONI ESSENTIA you
can efficiently measure tools, easily and
independently of the operator, achieving
full machining productivity.

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

om
VIDEsO
LLC.c

ie

ustr

BBInd

4100 A ppalachian W ay
K noxville , TN 37918
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From our complete offering of
the industry’s top brands, to
our knowledgeable inside and
outside CNC staff, BB Industries
is your preferred CNC partner.
*Freight charges may apply

Item# 12124

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

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

Distributed by:

MADE IN THE USA

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

