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Not too long ago, Rich 
Strike stunned the 
horse-racing world by 

winning the Kentucky Derby. 
Close to 150,000 people at 
Churchill Downs watched in 
shock and awe as the 80 to 1 
longshot wove his way through 
the field and emerged trium-
phant. But Rich Strike was not the 
only winner that day. StoneMark 
Granite and Quartz Countertops 
of Louisville, Kentucky also came 
out as winners.

StoneMark Granite, owned by 
Joel Coleman, has been creating 
projects in Louisville since 2003, 
when he first opened their doors. 
They offer “prestige service,” 
which guarantees the customer: 

•  Priority Scheduling

• Enhanced seams

• Uniformed Installers who  
 are background checked

• A clean kitchen at  
 the end of every install

• Protection mats  
 for floors, and…

• A crew who does not  
 smoke on jobsites.

This service has given 
StoneMark a slew of 5-star Google 
reviews.

To cement their relation-
ship with Louisville and the sur-
rounding areas, they belong to 
Builders Industrial Association of 
Kentucky, and KHA (Kentucky 
Homebuilders Association).

National affiliations include 
the National Homebuilders 
Association, ISFA, and Rockheads 
Group, USA. 

Soon after opening, owner Joel 
Coleman saw the need for a ded-
icated sales person, and he con-
vinced Dani Silverthorn, a 5-year 
veteran on the commercial side 
of the stone industry, to join the 

Sharon Koehler
Photos  Courtesy StoneMark 
Granite and Quartz Countertops

company and head up their com-
mercial sales division. She had 
been quite successful in her 
previous position, and 4 years 
later, the commercial division 
of StoneMark Granite is now 
responsible for approximately 40 
percent of StoneMark’s work. 

A Big Job on the Horizon
When Churchill Downs 

decided to renovate, they chose to 
work with Calhoun Construction 
Services. Calhoun then turned to 
their trusted stone services pro-
vider: StoneMark Granite and 
Quartz Countertops.                     
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The Churchill Downs renovation project includes several phases of construction, so as to not impact cru-
cial events like the Kentucky Derby. Recently, StoneMark Granite and Quartz Countertops were on a very 
tight schedule for this very high-profile job.  The chosen material for the majority of this interior phase 
of the project was Calcutta quartzite, edge mitered, and vein-matched where possible.  “A tight-knit and 
hard-working team of fabricators and installers made this possible,” said Dani Silverthorn.

And…  They’re Off!
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Please turn to page 3Dani and StoneMark Granite 
project manager Sam Norton 
spearheaded the first phase of the 
Churchill Downs project known 
as the Homestretch Bar phase. 
Dani did the bidding on the 
project. Dani quipped that Sam 
“played a key role in this proj-
ect. Sam not only does take-offs, 
he also templates and schedules, 
as well.”

Contrary to its name, the 
Homestretch Bar project is not 
just a bar. This project involved 
fabricating and installing approx-
imately 1,000 square feet of 
Calcutta Quartzite, most of 
it mitered. The quartzite was 
installed in the main bar, back 
bar, various displays, food dis-
play areas, Mutuals*, part of the 
front desk, and restrooms. The 
main bar itself is 95 feet long and 
is the longest bar in Kentucky. 
It consists of approximately 22 
pieces, including an ADA drop-
down. According to Sam, the 
bar is so extremely long that you 
really can’t get a good picture 
of it. Calhoun gave Stonemark a 
tough deadline: only 4 weeks to 
complete this phase, from tem-
plate to install.

Continued from page 1

And… They’re Off!

According to Dani and Sam, 
it took an entire day just to lay-
out the bar. After that, with the 
help of two Northwood CNCs, a 
Marmo Meccanica straight-line 
polishing machine, and a BACA 
Robo SawJet that StoneMark pur-
chased specifically for this proj-
ect, the 7-man fabrication team 
went to work.

Local Talent
One lucky break for Stonemark 

Granite is that they are only 10 
minutes away from Churchill 
Downs. So, they were able to 
bring the project out in mini 
phases of 250 – 300 square feet at 

a time, keeping their three, 3-man 
crews busy, but not requiring any 
special, heavy-duty equipment or 
transportation vehicles. 

When that part of the proj-
ect was finished, Dani and Sam 
were split on what the biggest 
challenges were. Dani said she 
thought it was all the mitering, 
while Sam thought it was coor-
dinating the project with Calhoun 
and all the other subcontractors. 
Whatever the challenges were, 
the StoneMark team worked 
through them and helped make 
the project a remarkable success. 

Installation in progress on the Mutual betting counter (above, 
and above right), which also used mitered Calcutta quartzite for 
the top and front counter edge. In all, an estimated 1,000 square 
feet of hard-wearing quartzite stone were used on this phase of 
the Churchill Downs project.

Work on the behind the bar area, in early stages of installation.

The Homestretch bartop is re-
portedly the longest in Kentucky: 
some 95 feet of mitered Calcutta 
quartzite.
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And… They’re Off!

After the Homestretch bar proj-
ect was complete, Stonemark was 
then awarded a second phase ren-
ovation job: The Cabana proj-
ect. The Cabana area renovation 
would add another 1,000 square 
feet of material that needed to be 
templated, cut, and installed — in 
just 3 weeks!

The material chosen for this 
project was Diresco Divinity 
Crema quartz. The components 
in Diresco quartz include plant-
based resins with UV-stabilizers, 
making it a UV-stable quartz 
product rated for use in outdoor 
projects. Diresco was perfect for 
the open-air Cabana seating area 
situated by the track rail. 

StoneMark followed the 
same plan that they used for the 
Homestretch Bar portion of the 
remodel. Sam did the take-offs, 
templating, and scheduling while 
Dani did the bidding. This proj-
ect was also brought out in mini 
phases, and just like the first 
phase, everything went smoothly. 

Teamwork Gets it Done
StoneMark gave their sup-

plier OHM a good deal of credit 

for collaborating with them and 
getting the material to them as 
quickly as possible. According to 
Dani, Beth, the manager at OHM, 
“moved mountains” to get them 
the mountain of material they 
needed.

With phases 1 and 2 in the 
books, StoneMark is now look-
ing forward to other phases of the 
Churchill Downs renovation. The 
paddock area is being relocated 
to the opposite side of the track 
to make room for another lounge 
area, and next year StoneMark 
will be working on the new Turn 
1 area. Churchill Downs is in the 
planning stages of a “Derby City” 
gaming project, which will add 
a hotel and casino to the famous 
site. Dani and Sam are currently 
working on the bidding for that 
project, as well.

When asked if there was any-
thing else they wanted to say 
about this project, or StoneMark, 
Dani emphatically responded: 
“We have a great team! We all 
work together, including our boss, 
Joel Coleman. He is an amazing 
owner and boss. He always makes 
sure that if there is anything we 

A complete final cleanup is standard practice for StoneMark installations, Including large commercial jobs. 
Here, a StoneMark installer works on the tiled floor under a mitered vanity.  

Right: the Homestretch bar wraps 
around to a complex, mitered 
ADA-compliant countertop. “Pre-
cise templating and cutting was an 
essential part of a smooth install 
on this job,” said Dani Silverthorn.

Center and Bottom: Part of the 
long stretch of the deluxe Cabana 
seating area, next to the track. 
For this project, StoneMark spec-
ified 1,000 square feet of Diresco 
quartz Divinity Crema, from sup-
plier OHM.

need to get the job done, he is 
always available.”

StoneMark Granite and Quartz 
Countertops has been in Louisville 
for just shy of 20 years and they 
have installed over 20,000 coun-
tertops. Their team of 35 trusted 
professionals have developed into 
a well-oiled machine that gets 
the job done, no matter how big 
or small. Visit stonemarkgranite.
com for more information.

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

*For those of you who don’t 
have horse racing in your area, 
Mutuals are the stations where 
the public goes to place their bets.

http://stonemarkgranite.com
http://stonemarkgranite.com
mailto:Sharonk.SRG%40gmail.com?subject=Stonemark%20story
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The Stone Equipment 
and Supply Alliance 
is sponsoring a new 

pavilion at Stonexpo called 
the “Manufactured Surfaces 
Pavilion.”  This pavilion will 
welcome exhibitors of all man-
ufactured materials including 
quartz, large format porcelain and 
other man-made or engineered 
products.

SESA president Mike Schlough 
of Park Industries said “SESA is 
leading the effort to bring manu-
facturers of all surfaces that fabri-
cators work with on a daily basis 
to StonExpo, to make this show 
the best place for fabricators to 

learn about these materials and 
their associated fabrication tech-
niques, as well as seeing indus-
try-leading machinery and 
technology.”

For more information on this 
new initiative, please contact Jon 
Lancto of Big Fish Consulting, 
843-860-4150, jlancto@icloud.
com .

SESA to Sponsor 
Manufactured Surfaces 
Pavilion at TISE 2023

Total Solutions Plus 
Announces Highlights for 
Returning November 2022

ST   NE
EQUIPMENT & SUPPLY

The 13th Annual Total 
Solutions Plus (TSP) will 
bring the ceramic tile 

industry together again to network 
and learn from each other. Total 
Solutions Plus is brought to you 
by the Ceramic Tile Distributors 
Association, the National Tile 
Contractors Association, the Tile 
Council of North America and 
Tile Contractor’s Association of 
America.

Total Solutions Plus is return-
ing to the Hyatt Regency Indian 
Wells, and will be held November 
6-8, 2022, in Palm Springs, CA. 
Sponsorship opportunities, table-
top registration and attendee reg-
istration are currently open and 
available. 

Attendees will have the oppor-
tunity to participate in pre-con-
ference committee meetings, two 
keynote speakers and several edu-
cational business and technical 
breakouts. A Tabletop Exhibit 
Show is on Monday, November 
7 from 4:30 pm – 7:30 pm in the 
Indian Wells and Desert Vista 
Ballrooms, showcasing indus-
try-related products and services. 
Exhibiting at the tabletops is your 

ticket to generate valuable sales 
leads, increase your company’s 
visibility and discover new infor-
mation, fresh ideas and current 
industry trends. 

The show offers plenty of time 
to reconnect with industry part-
ners in person during nightly 
receptions, breakfasts, awards 
luncheon, and the closing theme 
party “Tile-Chella” after the 
area’s famous music festival. 

Become a sponsor and help 
educate the industry, gain valu-
able exposure for your organi-
zation, and demonstrate your 
commitment to the industry. 
Various levels of sponsorship are 
still available.

Total Solutions Plus is back in 
the desert in 2022, after hosting 
a successful conference there in 
2016. Activities include a Sunday 
afternoon golf tournament, jeep 
tour, horseback riding tour, bicy-
cle tour and hiking tour.

Registration for the event can 
be completed online at www.
ctdahome.org/tsp. 

For more information visit the 
website www.ctdahome.org/tsp 
or call 630-545-9415.

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

Dimension Stone
Design Manual 2022 

The stone industry’s single-source reference for 
dimension stone design and construction facts and details.

Access the digital version at
www.naturalstoneinstitute.org/DSDM.

The Stone Detective

I was sitting at my local greasy spoon 
enjoying my third cup of joe – and of 
course, flirting with Flo – when I had 

this sudden urge – uh,  call of nature. So, 
I told Flo, “Thanks for all the coffee, now 
I have to visit the little detective’s room.”

 
Now, I won’t bore you or gore you 

with the details, but while I was in there, 
my phone rang. NO, you didn’t – I’m sure 
you’re thinking. Did the stone detective 
actually answer his phone while sitting 
on the throne?  NO, I did not. I let it go to 
voicemail, but when I checked it when I was 
done, it had something to do with the crap-
per.  The voicemail said they had a marble 
floor in a bathroom that was developing a 
mysterious stain around the base of the toi-
let. So my first thought was that someone 
had a bad aim or they were cleaning it with 
the wrong chemical, but this stain seemed 
unusual. The caller went on to say that the 
stain would appear as a gummy substance. 
They would scrape it up and it would return 
the next day. I had an idea of what it could 
be, but I told them I would have to come 
out to perform an inspection.  So, I set up a 
time and a date.

Frederick M. Hueston, PhD

The Crapper Case – It’s Not What You Think 

The day had arrived for the 
“Crapper Case.” I hopped into 
the old Woody and I was off. On 
the ride over, I couldn’t help but 

think about all the unusual 
facts about the loo. Here are 
some of those facts:

• The reason we sometimes 
call the bathroom the crap-
per? In England the first 
flush toilets were made 
by Crapper & Co Ltd.   That 
was stamped on all the toi-

lets, and soldiers would 
just call it the Crapper. 

So, the title was coined in England, 
but made it across the pond to the US.

• How many of you call the toilet the 
John?  Back in the 1500s, John Harrington 
was credited for ‘inventing’ the modern 
potty, and hence many people still call it 
the John. Plus, it’s a lot easier to say than 
guarderobe.

Please turn to page 20

July 2022
All Slab Fabbers Workshop: Robot Carving Tech
When:    Thursday, July 14– Saturday, July 16, 2022  
Where:   Host: Rye Marble, Inc. 28 Nursery Lane, Rye, NY 10580

NSI Online Events
Women in Stone: Get Involved
When:    Tuesday July 12, 12:00 PM — 12:30 PM (EDT)
Virtual Quarry Tour: Vermont Quarries
When:    Wednesday July 13, 11:00 AM — 12:00 PM (EDT)

Fabricator’s Coach Coaching Session: How Do We Feed This Beast?
When:   Friday, July 15, 11:00 AM EST
Where:  Online. Space limited. Register Online @
https://fabricatorscoach.com/session-registration---how-do-we-feed-this-beast

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

MB Stone Professional Training
Hands-On Stone Fabrication Training 
When: July 14-16, 9 AM to 5 PM 
Where: Winston-Salem, NC.  See mbstonepro.com for info and to register.

NSI Event
Virtual Tucker Design Awards Celebration
When:    Wednesday July 27, 11:00 AM — 12:00 PM (EDT)
Where:   Online Event

August 2022
NSI Online Webinars and Events
Stone Tolerance and Quality Control
When:    Wednesday August 3,  11:00 AM — 12:00 PM (EDT)
Maximizing Your NSI Membership
When:    Wednesday August 3,  1:00 PM — 2:00 PM (EDT)
Natural Stone University Live Q&A and Tutorial: 
When:    Thursday August 11,  1:00 PM — 3:00 PM (EDT)

Artisan Group Annual Fishing Trip
When:  August 25, 2022
Where:   Yellowstone National Park

NSI Event
New Mexico Stone Summit: Take Your Organization to the Next Level
When:    Thursday August 4,  9:00 AM — 3:00 PM (EDT)
Where:   Arizona Tile 5800 Venice Ave NE, Albuquerque, NM 87113

SFA Workshop
When:   August 4 – 5, 2022
Where   The Colorado Floor Company, 102nd Ave., Henderson, CO 80640

ISFA Workshop
Certified Professional Fabrication - Solid Surface Training
When:   Tuesday, August 9 – Thursday August 11, 2022
Where:   Gecko Solid Surface Solutions, 4630 Sinclair Rd, San Antonio Texas, 78222

ISFA Podcast
Pricing Strategies – Installing Profitability Series Workshop, featuring Eric Tryon 
When:   Wednesday, August 10, 2022, 2PM (EDT)
Where:  Podcast

Fabricator’s Coach Coaching Session: Is That All This Data Is Good For?
When:   Friday, August 19, 11:00 AM EST
Where:  Online. Space limited. Register Online @
https://fabricatorscoach.com/ session-registration-is-that-all-this-data-is-good-for

ISFA Roundtable
When:  Monday August 22 – Wednesday, August 24, 2022
Where:  Seattle, WA; More details to come.

Rockheads Shop Tour and Roundtable Event
When:    August 31 - September 1, 2022 (EDT)
Where:   Discover Surfaces, 1 Latti Farm Rd, Milbury MA,  01527

Industry Calendar of Events

For more information and to register, visit the NSI Events page , the ISFA Events page, the SFA Events page, the 
mdstonepro.com website, or visit the ASF Facebook/events  page. See our online calendar for additional monthly 
industry training opportunities.

https://fabricatorscoach.com/session-registration---how-do-we-feed-this-beast
https://fabricatorscoach.com/ session-registration-is-that-all-this-data-is-good-for 
https://www.naturalstoneinstitute.org/education-and-events/events/calendar-listing/
https://www.isfanow.org/index.php?option=com_jevents&task=month.calendar&catids=22&Itemid=156&year=2022&month=04&day=18
https://stonefabricatorsalliance.com/events/sfa-workshop%20aug%202022
https://www.mbstonepro.com/pages/training
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Ed Young
Fabricator’s Business Coach

Training & Education

Even if you don’t need to 
increase sales for your 
shop today, you soon 

will if we hit the recession that 
the newsreaders are forecasting.  
If that happens, you are going to 
need a sound marketing strategy 
and implementation plan that 
doesn’t rely on pricing to get 
sales leads. You will also need 
new sales techniques to effec-
tively convert those leads to 
booked sales.

The Power of Stopping 
‘Marketing by Accident’ 
and Starting ‘Marketing 

on Purpose’ 
The purpose of marketing is 

to generate sales leads – oppor-
tunities for your salespeople 
to interact with the prospect 
and turn them into a customer. 
However, if your primary mar-
keting message is based on 
your latest special, new col-
ors, or showcasing your lat-
est and greatest install photos, 
you are positioning your busi-
ness as ‘just another fab shop.’ 
You aren’t giving the customer 
a reason to look beyond price 
or selection because your shop 
looks just like all the other fab 
shops out there.  If you don’t 
believe it, pull up the websites 
or Facebook pages of 10 fab 
shops you know of. After the 
first 3, you will realize they all 
look pretty much the same.  

Most fab shops fall into the 
trap of doing what they see 
other fab shops doing.  This 
includes playing the ‘low price 
game’.  You might be doing 
this too.

So, what should you do 
instead? How do you stop spend-
ing ad money just so you can sell 
your products at a lower cost? 

To start, you need to step sol-
idly into your customer’s shoes 
and look at the world through 
their eyes. When you plan your 
message and your marketing 
from this perspective, you are 
becoming much more than just 
a commodity to them.  

Start by identifying the prob-
lems they are facing that keep 
them up at night and fill them 
with dread. If your primary 

Provocative Questions
Extraordinary sales profession-

als gain more clients by asking 
provocative questions that chal-
lenge the prospect’s current way 
of thinking. When done correctly, 
a prospective client gains value 
by engaging in a conversation 
with you; you gain the business 
context, understand their issues 
and the impacts, and identify fit. 
Together, you determine the path 
forward. 

M3 = Results
To be successful in sales 

requires a good Mindset, effec-
tive Mechanics (skills), and con-
sistent Motion (action). Having 
the right Mindset is critical 
to your long-term success and 
requires a deep understanding of 
what influences you, your percep-
tions, and your responses. Having 
effective Mechanics is about uti-
lizing the right process and having 
the skills to handle any situation. 

How Do We Feed This Beast?

customer is a contractor, craft 
your message to show them that 
you understand their plight, and 
why you are the trusted solu-
tion.  If your primary customer is 
a homeowner, tilt the message in 
that direction. 

Contractors are concerned 
about meeting target dates so 
they can manage their projects. 
Homeowners are concerned about 
selecting the product that best 
meets their needs and desires 
within their budget. While there is 
plenty of overlap, their core needs 
are different.

Next, show them how you are 
uniquely positioned to solve their 
problems. Demonstrate this by 
having your customers talk about 
how your lead time is shorter 
than your competition, how well 
you keep your install date com-
mitments, how you ensure the 
install goes off without a hitch. 
Show homeowners how you take 
the time up front to educate them 
about the products and the pro-
cess so that they can make the 
best decision for them. Featuring 
customer success stories will not 
only show how pleased your cus-
tomers are with their finished 
kitchens, it will also show how 
you ensure that delight happens 
for each customer.

When you do this well you are 
on your way to being a trusted and 
valued partner, not just another 
countertop shop.  The power of 
this kind of relationship is that 
you can charge for the value you 
provide rather than trying to com-
pete in the losing ‘low price game’ 
that every other fabricator is play-
ing. That is the power of stopping 
‘marketing by accident’ and start-
ing ‘marketing on purpose.’

 

How Do You STEP
OUT of the 

‘LOW 
PRICE 
GAME’

and STOP spending ad money
just so you can sell your products

at a lower cost?

5 Insights on How to 
Sell Without Selling

Now that you have lots of 
high-quality leads coming in, they 
need to be converted to booked 
sales.   Even with awesome mar-
keting, there is still a need for 
solid sales techniques.  The chal-
lenge is no one likes to be sold 
to.  So how do you sell with-
out selling? If you change your 
sales perspective and approach, 
every sales interaction you have 
will change. 

Why Buyers Buy 
Buyers don’t buy products 

or services. They buy a prod-
uct or service to alleviate pain, 
to take away fear, or to attain 
gain. Buyers make decisions on 
an emotional level and then they 
justify the decision logically. If 
you ask surface-level questions, 
you will not understand the buy-
er’s real motivation, nor will you 
connect to their emotion. Buyers 
want a partner who understands 
their unique situation and helps 
them make their best decision. 

Stop Selling 
It’s not about selling. It’s about 

serving by helping prospects dis-
cover solutions that provide the 
most significant value to them. 
When you and the prospect mutu-
ally discover how your offering 
impacts their situation, the value 
reveals itself. 

Interest or Resistance? 
 Everything you do when 

interacting with prospective cli-
ents will create either interest 
or resistance. It’s important to 
ask yourself, “What is my intent? 
How do my presence and behav-
iors reflect that in every pros-
pect interaction?” If your focus 
is “how do I get the person in 
front of me to buy?” you might be 
repelling more people than gain-
ing clients. The focus of selling 
alone produces fewer results than 
the focus on serving. If your goal 
is to truly help others while utiliz-
ing an effective process to deter-
mine fit and gain commitment, 
you might have more clients than 
you can handle.

Consistent Motion allows you 
to produce reliable results. It 
requires a solid commitment to 
your goals, the right game plan, 
constant and intelligent action, a 
resilient approach, and a willing-
ness to revise your plan. 

Buyers want a trusted advisor 
who can help them make the best 
decision for their unique needs. 
A sound marketing strategy will 
generate plenty of opportunities 
for your salespeople. Effective 
sales techniques will help your 
salespeople sell without selling. 
You will need both if you want 
to get out of the ‘low price game’ 
and excel during the next eco-
nomic downturn.

You deserve to have a busi-
ness that makes you money, But 
also allows you time to enjoy 
it. Contact the author at Ed@
FabricatorsCoach.com, or call 
864-328-6231.

 
INTEREST

or 

RESISTANCE 

Everything you do 
when interacting with 

prospective clients 
will create either

Sonya Giffin, MAXED

 https://fabricatorscoach.com/get-your-assessment/
864-328-6231

It is important to realize that your business is running 
exactly the way you have designed it to run.

If you are tired of how it has been running and you 
aren’t sure how to improve it, call Ed Young for a

FREE CUSTOM ASSESSMENT.

Ed can help you get started by identifying some
specific items you can tackle right away! 

mailto:ed%40fabricatorsCoach.com?subject=Slippery%20Rock%20Article
mailto:ed%40fabricatorsCoach.com?subject=Slippery%20Rock%20Article
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Roger and His Fabrication Shop
A True Story of Saving a Failing Business

Rick Phelps
Synchronous SolutionsRoger was stressed out. His 

family countertop fabri-
cating business was not 

making a profit, and hadn’t for 
some time. A lot was riding on his 
ability to make the business work 
– five direct family members were 
employed by his company, and they 
were counting on him. So were 25 
other employees, who were like 
family to him. There was plenty of 
business, but it just wasn’t profit-
able enough to justify the invest-
ment, the risk and the stress on all 
the employees.

 
Roger worked with his accoun-
tant every week to identify how to 
squeeze costs and eke out enough 
cash to pay the bills. They were 
also strategizing and making a 
marketing plan to boost the sales of 
their most profitable product offer-
ing. Surely if they could swing their 
product mix in this more profitable 
direction, things would be okay.

It was during this stressed-out 
period that an email caught Roger’s 
eye. A consulting group out of the 
Carolinas was offering an opera-
tions system designed for coun-
tertop fabricators, promising to 
help them grow their bottom line 
and create a process of on-go-
ing improvement. Why not, Roger 
thought – it’s worth a try. I’m 
willing to look at anything that 
will help us out of this funk.

The View from Outside
The consultant showed up at 

Roger’s shop the following week, 
right at lunch time! It reminded 
Roger of the saying he had heard 
about business advisors: ‘They are 
like seagulls, swooping in, eating 
your food, then crapping all over 
you’. Roger greeted Rick and sug-
gested they start with a shop tour, 
opting to skip the eating part.

When they arrived at the CNC 
machine, hidden behind four tall 
stacks of slabs waiting to be cut, the 
machine was idle. Roger explained 
it was lunch time and the shop 
was not operating. Roger patiently 
answered Rick’s other questions: 
how many square feet an hour 
the CNC could process for vari-
ous products, and so on. Patiently, 
that is, until Rick made the most 
important suggestion.  

“Roger, one of the first things 
you will want to do is hire a helper 
to run this machine through lunch 
and breaks.” Roger stared back 
at Rick, clearly wondering what 
kind of an idiot they had sent him, 
finally retorting with, “Which part 
of ‘We are not making any money’ 
did you not understand?”

The remainder of the tour pro-
gressed quickly, Rick clearly chas-
tened, asked fewer questions. 
Back in Roger’s office they were 
joined by Bob, Roger’s accountant. 
Together, the three dug into the 
numbers, examining the material 
costs, operating expenses, and dis-
cussing what had been done so far 
to try to get the company into the 
black. The discussion was going 
well until Roger described his and 
Bob’s plan to heavily promote their 
most profitable products: premium 
edges, backsplashes and other 
upgrades, with their accounts at 
Home Depot and Lowe’s stores. 
Things got awkward again.

Rick started to suggest that this 
may not be a good idea, stating, 
“It would likely lead to their worst 
losses to date,” and began asking 
more detailed questions. Roger 
stood, announced he had heard 
enough, and escorted Rick to the 
door. Meeting over. 

Returning to his office, Roger 
said, “Well, I guess you get what 
you pay for,” which in this case, 
was nothing.

Home Depot and Lowe’s were 
delighted with the upgrades pro-
motion, and within weeks these 
high-value jobs began to stream 
into the shop. Roger was relieved 
to see things would soon be alright.

Sales Up, Profits Down
Halfway through the next month, 

Bob showed up with the prior 
month’s financial statements, 
to review their progress. Roger 
thought Bob didn’t look so good, 
but he shrugged it off as they 
entered his office and sat down at 
the round worktable in the corner 
of the office. Roger picked up the 
Profit & Loss Statement and visi-
bly blanched. He was staring at his 
worst month ever. The business 
was awash in red ink. How could 
this be?  Sales volume was up, but 
profits were down.

Sitting in his chair, numb from 
the meeting with Bob and the bad 
news it brought, he recalled what 
that consultant had said about the 
upgrade promotion: “It would 
likely lead to their worst losses to 
date.”  How did he know?!

Roger dug around on his desk 
and found Rick’s telephone num-
ber and dialed it. The phone was 
answered after the second ring. 

“Synchronous Solutions, Rick 
speaking.” After exchanging pleas-
antries and Roger apologizing 
for basically tossing him out, he 
cut to the chase. “Rick, I just met 
with Bob to go over the results of 
our promotion at Home Depot and 
Lowe’s, and we just had our worst 
month ever. Bob cannot explain 
what happened, but clearly you 
can, since you predicted this would 
happen. Promoting my most profit-
able products led to my biggest loss 
ever. Is there any hope for me or 
this business?”

It’s Not Too Late
 “Roger, not only is there hope 

for your business, but you can also 
be very profitable, very quickly, 
if you are willing to change. You 
are going to have to un-learn a few 
things you currently hold to be true 
and learn some basics about how 
your business ACTUALLY makes 
money. If you are willing to do 
that, I can help you, AND, I can 
start next week!” Rick answered. 

Roger agreed to the consult-
ing terms and was ready to start 
immediately. 

……

It was a five-hour drive to 
Roger’s plant, so on Monday, 
after an early morning start, Rick 
once again arrived at lunch time. 
This time they went out for lunch 
so they could talk and not be dis-
turbed.  Roger started to explain 
how he had started his business 
after high school and never went 
to college to learn about business. 
“Stop, Roger. Don’t beat your-
self up.  You could have an MBA 
from Harvard and you would still 
not know how your business makes 
money!” explained Rick.

“There are just four streams of 
money in any business that the 
owner needs to understand. The 
first is REVENUE – the money 
you receive when you sell a prod-
uct. Everyone understands that 

one! The second is INVENTORY 
– the money you spend on things 
you buy intending to turn into 
the products you sell. The third is 
THROUGHPUT – the money that 
stays in the business after you pay 
your suppliers for the INVENTORY 
you bought to make your products. 
You can think of THROUGHPUT 
as a measure of ‘value added’. The 
fourth is OPERATING EXPENSE 
– all the money the business spends 
to convert INVENTORY into 
THROUGHPUT.” Rick cautioned 
Roger on that last one, “Accounting 
includes ‘Direct Labor’ in their 
‘cost of goods sold’ or C.O.G.S., 
and this is a mistake for business 
decision making. All labor, includ-
ing those labeled direct labor, are 
part of what we call OPERATING 
EXPENSE.”

Roger nodded, indicating he was 
following as he took down notes. 
Rick continued: “In business, you 
want to drive THROUGHPUT up, 
while driving INVENTORY and 
OPERATING EXPENSE down, 
and you want to do it in that order. 
Bob, and virtually every accountant 
and controller I have met, focus on 
just two of the levers, first and fore-
most OPERATING EXPENSE, 
and then INVENTORY, but not for 
the right reasons! That reasoning 
can basically only save you money, 
which is literally finite. Much more 
important, and literally infinite, is 
the opportunity to make money.  

“Tell me Roger, how big is your 
OPERATING EXPENSE lever? 
Do you have a lot of room to cut 
costs?” 

“No,” was Roger’s imme-
diate response. “Exactly!” 
Rick responded. “How about 
INVENTORY– is that a big lever 
for you?”  “Oh yes, as you saw on 
your last visit, I have stacks of slabs 
in the shop. Lots of money tied up 
there!”  

Training & Education
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“Exactly, and why is it sitting in 
your shop, Roger?” 

“Because we haven’t turned it 
into countertops yet,” responded 
Roger. 

“Ah, so you haven’t con-
verted the raw material, 
which is INVENTORY into 
THROUGHPUT, to put in my lan-
guage?”  “Right,” was Roger’s 
reply.

“Remember when we were in 
the shop standing at the idle CNC 
machine, and I suggested you hire a 
helper?” Roger grimaced and nod-
ded. “I lost you then, didn’t I?” 
Roger nodded again.

“Yeah, kicked myself for that all 
the way back to Tennessee! Here’s 
what you told me while we were 
standing at that machine. A slab of 
granite will cost you about $1,500, 
and the countertop fabricated from 
that slab, assuming you can use it 
all, you could sell for about $4,200. 
That means the THROUGHPUT 
(REVENUE minus INVENTORY 
or material costs) for a slab of gran-
ite sold is about $2,700.

“Here is what I knew at that time. 
Your CNC was limiting your shop’s 
ability to create THROUGHPUT, 
as evidenced by the huge volume 
of work-in-process INVENTORY 
waiting to be processed. Those 
four stacks were as tall as me, so 
I estimated they represented about 
$200,000 in INVENTORY, and 

more importantly, about $560,000 
in THROUGHPUT.” Roger was 
nodding as he followed along with 
the logic.

“At two slabs an hour, your 
CNC converts INVENTORY into 
THROUGHPUT at a rate of $5,400 
per CNC hour for simpler jobs.” 
Roger looked up from his note-tak-
ing with a look of shocked surprise 
on his face.

“Here’s what else I learned then, 
Roger: I am such a poor sales-
man that I couldn’t convince you 
to spend $15 per hour on a CNC 
helper to generate the $5,400 in 
cash the CNC would create to pay 
the OPERATING EXPENSE of 
your business, just during the oper-
ator’s lunch and breaks!”

 Idle Time is Expensive
Roger and Rick stared at each 

other across the table while Roger 
processed what he had just heard. 
After a long pause, Roger broke the 
silence. “So, Bob tells me an hour 
idle at the CNC costs me about 
$80. You’re telling me that same 
idle hour costs the business $5,400. 
As hard as that is to fathom, my gut 
is telling me you are right, but how 
could accounting be so far off?”

“Cost accounting was not 
designed, nor ever intended, for 
most of the operational decisions 
businesses make using that infor-
mation. I guess since companies 
spend so much time, energy, and 
resources collecting and reporting 

data for their accounting depart-
ment to use, they just use the infor-
mation accounting provides to 
make their business decisions. It’s 
a HUGE mistake, especially when 
it comes to making decisions con-
cerning relative product profitabil-
ity,” was Rick’s explanation.

“Like our decision to pro-
mote countertops with premium 
edges…” Roger’s voice tailed off 
as he pondered this. “You were in 
my plant less than two hours – how 
did you know our promotion would 
sink the ship?  It was like you knew 
my business better than I did…”

“Well, I know you charge a higher 
price for the premium edges, but 
from what I had learned it wasn’t 
enough to offset the amount of 
extra time taken at your Constraint 
– the CNC. Given that you have 
been operating just a bit below 
your break-even point, I surmised it 
would lower the THROUGHPUT 
dollars per hour generated at the 
CNC, and that could only be bad 
news. At that point it was only a 
guess, but you threw me out before 
I could ask the questions to verify 
my assumptions!”

Roger laughed, “Yeah, I really 
thought you were talking nonsense 
that day! I apologize for the things 
I said about you after you left!  But 
now that you explain it, it all seems 
so simple. I’ve learned an expen-
sive lesson here!”

 “I learned an important lesson 
that day, as well!  I better get good 
at explaining this stuff, or my fam-
ily and I will starve!” replied Rick 
while laughing along with Roger.

The Power of Throughput
Roger quickly turned his com-

pany around. He hired a helper for 
the CNC and extended its hours. 
The piles of inventory behind 
the machine were converted to 
THROUGHPUT that more than 
paid for the few people he had to 
hire to finish the tops and pay for 
Synchronous Solutions’ consult-
ing fees.

He learned that product profit-
ability wasn’t about Gross Margin, 
as his accountant had taught, but 
about THROUGHPUT dollars per 
hour at his CONSTRAINT. Roger 
adjusted his pricing and market-
ing accordingly. And he learned 
to schedule his shop based on 
THROUGHPUT dollars, guaran-
teeing his business would be prof-
itable every day, every week, and 
every year, from then on!

Roger and His Fabrication Shop
A True Story of Saving a Failing Business

Continued from page 8

Rick moved on, teaching and 
coaching businesses to apply these 
concepts in mines throughout the 
Americas. From a diamond mine 
in the Arctic, to iron ore mines 
here in the States, Rick helped 
challenge managers’ understand-
ing of how their business made 
money. In many cases the com-
pany Controllers embraced what 
he taught, and his clients thrived. 
In others, he got tossed out like he 
did initially at Roger’s shop!

And now Rick is back, work-
ing with Ed Hill and Synchronous 
Solutions, helping fabricators 
‘Make more money, now and in 
the future!’

For more information on apply-
ing Synchronous Flow to 
your business operations,  con-
tact: Ed Hill at Synchronous 
Solutions www.Synchronous 
Solutions.com or call 
704-560-1536.

Rick Phelps has been apply-
ing the concepts of Synchronous 
Flow to difficult industrial prob-
lems at dozens of businesses and 
organizations around the world, 
since the early 1980s.

In 2009, as Cleveland 
Cliffs’ Director of Continuous 
Improvement, Rick took on a 
failing Lean Six Sigma organi-
zation, refocused their improve-
ment work using Synchronous 
Flow, and created a shop floor, 
engagement driven, continuous 
improvement process that Cliffs 
credits with creating a sustained 
$100M per year reduction in pro-
duction costs.

Now, back working with Ed 
Hill at Synchronous Solutions, 
Rick is once again applying 
Synchronous Flow in the coun-
tertop industry, and having a 
blast!

Rick lives with his family in the 
Cleveland, Ohio area.

Training & Education Crash Course

A passenger with no flying expe-
rience radioed an urgent plea 

for help when the pilot of a small 
plane suddenly fell ill off Florida’s 
Atlantic coast. Long story short:  he 
was able to land the plane safely with 
the help of air traffic controllers.

“I’ve got a serious situation here,” 
the man said one Tuesday afternoon, 
according to audio on LiveATC.
net, a website that broadcasts and 
archives air traffic controller com-
munications. “My pilot has gone 
incoherent. I have no idea how to fly 
the airplane.”

An air traffic controller in Fort 
Pierce responded, asking if he knew 
the position of the single-engine 
Cessna 208.

“I have no idea. I can see the coast 
of Florida in front of me, and I have 
no idea,” the passenger said.

According to Flight Aware, the 
plane had taken off earlier that 
Tuesday from Marsh Harbour 
International Airport in the Bahamas. 
The aircraft was occupied by the 
pilot and two passengers, according 
to a Federal Aviation Administration 
news release. Officials haven’t iden-
tified any of them.

As the plane flew over Florida, 
controller Christopher Flores, speak-
ing very calmly, told the passen-
ger to “maintain wings level and try 
to follow the coast, either north or 
southbound.” Twin controls enable 
a Cessna 208 to be steered from the 
passenger seat.

Minutes passed before controllers 
were able to locate the plane, which 
by then was heading north over Boca 
Raton.

Then the man’s voice seemed to 
fade, so the controller in Fort Pierce 
asked for the passenger’s cellphone 
number to enable controllers at Palm 
Beach International Airport to com-
municate with him more clearly.

Air traffic controller Robert 
Morgan, a 20-year veteran, took over 
at that point, talking the passenger 
down to a safe landing. Morgan is a 
certified flight instructor with expe-
rience piloting Cessna aircraft, the 
FAA said.

“Kudos to the new pilot,” one 
controller told him after the plane 
smoothly wheeled down the tarmac.

Rescue workers assisted the origi-
nal pilot, officials said. Neither pas-
senger had any injuries. Officials did 
not immediately say what caused the 
pilot to fall ill.

Morgan said in a video released 
by the FAA that he was just doing 
his job, but at a higher level than he 
thought he would have to do it.

“We’ve never had anything like 
that,” Morgan said. “I felt like I was 
in a movie.”

http://www.synchronousSolutions.com
http://www.synchronousSolutions.com
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Loose and broken pieces of this an-
tique mosaic tabletop were handed 
to Santarossa Mosaic and Tile in a 
box and a Ziploc bag. “Can you fix 
it?” the moving company asked.

Jigsaw Puzzle Masters 
Work Their Magic

A moving  company 
mishap, a box of pieces 
and a craftsman with an 

eye for puzzles and color com-
bined to restore a prized tabletop 
from 1841 that at first seemed 
like a “Humpty-Dumpty” lost 
cause. But fate stepped in when 
the movers contacted Santarossa 
Mosaic and Tile Company to see 
what could be done.

When the rare pietre dure-style 
tabletop was being moved, it was 
inadvertently dropped. The tech-
nique used to create the tabletop 
involves precise cutting and shap-
ing of fine slices of marble to cre-
ate a mosaic. Made by Darmanin 
and Sons, the piece was exhibited 
in 1851 at the Great Exhibition in 
London. A similar table from the 
same studio is on display at the 
Victoria and Albert Museum in 
London (see sidebar, page 12).

Knowing its value, the movers 
picked up as many pieces as they 
could find, but of course some 
were lost. Nevertheless, box in 
hand, they set out to find some-
one who could help “put Humpty 
together again.” Because the 
movers were responsible for the 

Ken Scott 
Photos  Courtesy Santarossa 
Mosaic and Tile Company

contents they were transporting, 
that was who Santarossa dealt 
with and not the owner of the 
table, who remains anonymous to 
them. 

“Restorations of this type are 
somewhat of a dying art; there 
are not a lot of companies that 
will take on this kind of proj-
ect,” said Santarossa’s Marble 
and Granite Division Operations 
Manager Shawn Alexander. “In 
these instances, we lean on the 
customer to tell us the direction 
we should take.”

Alexander said that this is not 
the first piece of this age that 
they have worked on. Santarossa 
restored a clock from about the 
same time frame, but the table-
top is the first 19th-century 
piece whose origin date could be 
verified. 

One of the first decisions to be 
made was whether to use tradi-
tional techniques, which would 
mean using older materials, or to use newer materials like epox-

ies that were not around when the 
table was first built. Upon inspec-
tion, it was obvious that some 
breaks had occurred before and 
had been put back together with 
modern cement. 

“The owner of the piece told the 
moving company to just have us 
do the best we could with what 
they gave us,” said Alexander. 
“But the movers wanted it to be 
as close to a full restoration as we 
could manage; this meant using 
today’s materials and finding 
pieces for the missing areas that 
would be as close a match as pos-
sible. The movers also wanted it 
to be sturdy enough to make mov-
ing it easier.”

Fortunately, the center medal-
lion was complete and had not 
been damaged. So the first task 
was to remove the medallion, 
which was accomplished by 
water-jetting the piece out. Then 
the work could begin on the 
restoration.

Alexander said there were a lot 
of helping hands in the beginning, 
including his own, but most of the 
work was done by Angel Lopez.

“We only have three or four 
individuals who do finish res-
toration, but Angel has a really 
good eye and is gifted with the 
important understanding of how 
to mix colors,” he said. “He is 
also blessed with the patience 
required for the tedious work of 
matching and fitting what can 
best be described as the ultimate 
jigsaw puzzle.” 

Another factor in their favor 
is the fact that Santarossa has 
a yard full of pieces of all types 
of stone. Alexander said they are 
always on the lookout for pieces. 
He mentioned Tennessee Pink as 
one type of stone that they pick 
up any time they run across some.

Please turn to page 12
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How Do Google Ads and 
Facebook Ads Work 
for Countertop Shops?

Stephen Alberts 
Countertop Marketing 

Training & Education

Paid ads like those available 
on Google and Facebook 
can bring in a large number 

of retail projects to a fabricator. 
You can also burn through money 
if you don’t fully understand 
how it all works. In this article, 
I’m going to go over Google and 
Facebook ads so you have a better 
understanding of how each plat-
form works. I will also explain 
some of the most common terms 
that you should know. Most likely 
you work with a company or have 
someone in-house to run your 
campaign, but you always want to 
have a general understanding of 
how this all works. 

Google Ads Explained
When you set up Google ads for 

your countertop company within 
one to two days you are at the 
top of the Google search page. 
When someone types in “granite 
countertops Dallas” your ad will 
show up (if you are going after 
that search term). And when they 
click your ad, you pay Google.  
(see sample 1, below). 

When someone clicks on your 
Google ad it’s called your ad’s 

CPC (cost per click). In the coun-
tertop industry, most clicks are 
around $5.00/click. If a market 
(like Dallas) is more competitive, 
then you can expect to pay more 
per click. So if you were to get 100 
clicks a month, at $5.00/click then 
you can expect to pay around $500. 

When running a campaign you 
set a daily budget. So for instance, 
you might want to spend $1000 per 
month on your Google ads. Since 
most months have 30 days you 
would use this simple formula to 
get your daily budget: $1,000/30 = 
$33.00 per day. Most of the coun-
tertop clients we work with spend 
around $30 to $50 a day.

Here are some of the terms that 
you want to be familiar with:
Daily Budget: How much you are 
going to spend per day.

CPC: Cost per click.

Conversion: This is a lead. 
Someone clicks your ad and either 

calls you or submits a quote form 
(if you have that set up properly).
 
Cost/Conversion: How much 
each lead costs.

Impressions: How many times a 
person sees your ad (this doesn’t 
mean that they click it).

CTR (click-through-rate): The 
percentage of people who click 
your ad. So, if 100 people see 
your ad (you have 100 impres-
sions) and 10 people click it, then 
your CTR is 10 percent.
 
Keywords: These are the words 
that you want to show for. For 
instance, a popular term in your 
industry is “countertops near me.”
 
Negative Keywords: These are 
the terms you DON’T want to 
show for. If someone types in 
“free countertops” you do not 
want them clicking your ad!

Facebook Ads Explained
Facebook has a similar type of 

ad platform but it does work a lit-
tle differently. People aren’t typ-
ing in keywords to see your ads. 
They are just hanging out on 
Facebook (or Instagram) and they 
scroll by your ad. Most of the 
time it’s in the newsfeed and on 
their mobile phone. 

It works the same as Google in 
that you need a daily budget. Most 

fabricators we work with usually 
spend about $30.00 per day on 
Facebook ads. Within that bud-
get, your ads will also show on 
Instagram (since Facebook owns 
them). 

The best type of campaigns 
that work for countertop compa-
nies are the following:

Leads: Someone will see your 
ad and click the Get Quote but-
ton. A form pops up right inside 
of Facebook or Instagram and 
they submit their information. 
You then get this lead.

Messages: This ad will send you 
a message through messenger. It 
starts the conversation with that 
homeowner and you can lead 
them down the path to get them 
a quote.

Engagement: This amplifies the 
social media posts you might 
already have on your page. You 
can show them to more people 
within your service area.

With Facebook and Instagram 
ads you can run them with pic-
tures and video. To show on 
Instagram, your video must be 
under 60 seconds. The best type 
of ads that work on Facebook 
are project ads. Showing off 
your work to potential custom-
ers is the best way to get more 
customers! 

In the end, the goal of any paid 
ads campaign is to get counter-
top leads and turn those leads 
into projects. And hopefully now 
you have an understanding of 
how it all works. 

Stephen Alberts is the owner of 
the Countertop Marketing Co. They 
specialize in helping countertop 
companies grow the retail side of 
their business outside of word-of-
mouth and referrals. 

To learn more, book a free strat-
egy call at www.countertopmarket 
ingco.com / or email steve@counter 
topmarketingco.com.

SAMPLE 1 Google brings up ads that fit the search criteria, and you pay “per click.”

SAMPLE 2: Facebook ads are not tied to Keywords.

The Fast & 
the Stoopid

A 19-year-old South 
Florida woman who fled 

from law enforcement in the 
Florida Keys one Thursday 
told the deputy who caught up 
to her that getting arrested was 
on her “bucket list.”

She was charged with flee-
ing and eluding, Monroe 
County Sheriff’s officials said.

A Deputy spotted the wom-
an’s vehicle driving reck-
lessly just before 8 a.m. one 
Thursday morning. He turned 
on his lights and siren, but the 
car did not immediately stop. 

Before she was taken to 
jail the woman said get-
ting arrested had been on her 
bucket list since high school.

OMG, that was, like, a whole  
YEAR ago, like, FOREVER! 
Status change: Arrested

The 
 difference 

between the 
almost right 
word and the 
right word is 
really a large 
matter –‘tis 

the difference 
between the 

lightning- 
bug and the 

lightning. 
–Mark Twain 

http://www.countertopmarketingco.com
http://www.countertopmarketingco.com
mailto:steve%40countertopmarketingco.com?subject=
mailto:steve%40countertopmarketingco.com?subject=
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Jigsaw Puzzle Masters 
Work Their Magic

“We are kind of stone-hoarders, 
but that has paid off many times. I 
can’t tell you the number of times we 
have pulled pieces of stone from the 
ground,” he said. “Being a hoarder 
pays off sometimes.” 

Several pieces were missing from 
the red marble ring surrounding the 
medallion, including some black 
and gold pieces. While stone can be 
extremely difficult to match, the scale 
of the project helped. However, at 
least one very small piece had to be 
cut out of a big slab. This was one area 
where the expertise Angel had in color 
matching was invaluable.

“If we had to match a 10-foot by 
5-foot piece, it would be pretty impos-
sible,” said Alexander. “It took lots 
of smaller pieces and having Angel’s 
eye was certainly a key factor. And we 
also got lucky, I guess!”

Alexander said that it took about 
60 hours to complete the restoration, 
which involved extensive hand work. 
A diamond blade on an angle grinder 
was used to cut the pieces, relying on 
the craftsman’s eye to match up the 
stone, then cutting to fit. The medal-
lion was re-laid once the outer pieces 
were complete. The finished product 
is not an exact replica, but it certainly 
keeps the feel of the period, and ties 
together very well.

Continued from page 10 As for the tabletop, it has been 
returned to its owners (and its base) 
via the moving company, who took 
extra-special care in its transport. The 
finished piece weighed 40 - 45 pounds, 
but Santarossa was never in posses-
sion of the table base, so they have 
not seen “Humpty Dumpty” since it’s 
been completely put back together. 
But they do know that it is all in one 
piece again.

Santarossa Mosaic and Tile 
Company is located in central Indiana 
and will celebrate its 100th year in 
business in 2024. Founded by Italian 
immigrant Domenic M. Santarossa, 
who left Italy at age 13 to study the 
terrazzo and mosaic trade in Germany, 
he arrived in the United States at age 
20 to build a future for himself and 
his family. Santarossa was in busi-
ness as a traveling company at first 
but in 1921, he moved into the build-
ing that they still occupy today. The 
company was officially incorporated 
in 1924. Today, four members of the 
Santarossa family are still with the 
company, marking three generations 
strong.

Visit www.santarossa.com and the 
Slipperyrockgazette.net archives 
for our 2015 story on the history  of 
Santarossa Mosaic and Tile Company.

A Slice of History

Malta had a number of marble work-
shops from the 17th century on, initially 

founded by Italian craftsmen. The island 
has close historical links with Sicily and the 
Southern Italian peninsula, which is only fifty 
miles away. The importation of the mosaic 
marble technique into Malta was owing to 
the patronage of the Knight Hospitallers of 
St John, based there from 1530 until 1798, 
who commissioned elaborate marble tomb-
stones for themselves. Under British rule 
from 1800, the workshops began making mar-
ble table tops in the Italian style for the influx 
of wealthy British tourists, who had for many 
years previously shown an interest in buying 
marble slabs in Italy as souvenirs of the Grand 
Tour.

The surface of the table is made using the 
pietre dure technique, using fine slices of 
brightly-colored marbles and semi precious 
stones to create a pictorial decoration and 
mosaic which completely cover the top and 
edges of a backing stone slab. The decora-
tive stones are cut into fine slices using a wire 
saw, to which an abrasive paste is applied. 

Traditionally, Paper 
templates are pasted 
to the slices of stone, 
which are then cut to 
shape. The pieces are 
then fitted closely 
together face down 
on a flat surface, and 
the backs are coated 
with molten bees-

wax and resin, before being glued to the sur-
face of a backing stone.

The tabletop Santarossa restored was made 
by the best-known marble-working firm in 
19th-century Malta, J. Darmanin and Sons, 
who traded from about 1800 to the 1880s, 
and exhibited at several international exhibi-
tions including the Great Exhibition, London 
in 1851.

The circular stone top rests on a colum-
nar pedestal frame, of turned and carved 
mahogany.

A similar stone table by the J. Darmanin 
and Sons studio is in the Victoria & Albert 
Museum (inset), gives us the complete prov-
enance of these historical examples of the 
stoneworker’s art. 

http://www.santarossa.com
https://www.slipperyrockgazette.net/index.cfm/pageId/1747/Santarossa%20Mosaic%20and%20Tile/
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Item# 11492

Item# 11493

Item# 9375

Makita®  9565CV SJS 
5 inch Grinder 

 & Dust Shrouds

Makita®  XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita®  XCV05PT HEPA Filter Dry 
Backpack Vacuum

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

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

 GUARANTEED

BEST
PRICE!

•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.

 GUARANTEED

BEST
PRICE!

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

“Don’t fire unless fired upon. But if they 
want war, let it begin here.”
– Captain John Parker, Commander of Militiamen at Lexington, 1775

ASTM Committee on 
 Dimension Stone Meets in TN

ON May 2nd and 3rd, 2022, BB 
Industries hosted members of the 

ASTM International Committee C18 on 
Dimension Stone for their first in-person 
meeting of 2022. The group held meetings 
at the Knoxville, Tennessee headquarters in 
the morning, and afterwards traveled to visit 
area stone operations, such as the Tennessee 
Marble Company and quarry in Friendsville, 
Tennessee. 

Tennessee Marble Company (TMC) was 
formed in 1993 and extracts as well as man-
ufactures high-quality dimensional stone for 
clients throughout North America. 

The ASTM members in attendance 
expressed their appreciation for BBI open-
ing their facility to provide the needed meet-
ing space, as well as technical support to be 
able to hold virtual meetings for other mem-
bers not able to attend in person. The group 
also toured BB Industries’ facility and had a 
chance to ask the staff questions.

Pictured Left to Right:
 David Lee (ASTM International, Staff Manager C18 Dimension Stone),

Ken Bownds (Curtain Wall Design and Consulting, Inc.),

Bob Vetter (Vetter Stone), Jeff Kerr (Simpson Gumpertz Heger, Inc. 
Secretary C18.03 Dimension Stone Specifications), 
Frank Strickland (TEi-Testing Services, LLC), 

Bryan Imhoff (Imhoff Engineering Inc., Chair C18.07 Dimension Stone Environmental)

Steven Naggatz (Wiss Janney Elstner Associates, Chair 
C18.08 Dimension Stone Selection)

Matt Farmer (Wiss Janney Elstner Associates, Chair, Dimension Stone Test Methods)

Todd Schnatzmeyer (Indiana Limestone Institute of America, Inc.)

Kurt Hoigard (Raths, Raths, & Johnson, Chair C18 Dimension Stone)

Michael Lewis (Façade Forensics Inc., Chair C18.06 Dimension Stone Attachments)

Mary Vetter-Benedict (Vetter Stone, Chair C18.91 Dimension Stone Nomenclature)

Chuck Muehlbauer (Natural Stone Institute, Secretary C18 Dimension Stone)

Jeff Matthews (Trade International Inc.)

“The meeting space BB Industries pro-
vided for our Spring 2022 meetings was 
a priceless contribution to our commit-
tee’s activities… The top-notch audio-
video equipment in your classroom space 
allowed us to interact with other members 
in places as remote as Australia,” — Kurt 
Hoigrad, Chairman, ASDTM Committee 
C18. 

ASTM International, founded as 
the American Society for Testing and 
Materials, is a nonprofit organization that 
develops and publishes approximately 
12,000 technical standards, covering the 
procedures for testing and classification 
of materials of every sort. Headquartered 
in West Conshohocken, United States, 
ASTM standards are used worldwide, with 
its membership consisting of over 30,000 
members representing 135 countries. 

For more information visit ASTM.org .

http://ASTM.org
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Unique 25mm 
segments have 
a fang pattern, 

a diamond array 
that lasts, with the 

ability to cut natural 
and engineered 

stone with speed!

NEW!

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

is the bridge saw blade that 
you need and trust.

• 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

Updated Dimension Stone 
Design Manual Now Available

The Natural Stone Institute 
is thrilled to announce that 
the newest version of the 

Dimension Stone Design Manual 
2022 edition is now available for 
download or hard copy purchase.
The 2022 edition will be of special 
interest to commercial installers, 
fabricators, design professionals, 

and suppliers to the construction 
sector. 

The 2022 edition includes 
major revisions to the instal-
lation chapters. Information is 
now combined into two chap-
ters rather than three for ease of 
access. Chapters 13 and 14 now 

focus on horizontal and vertical 
installations, respectively. 

This edition also includes newly 

created and consistently format-
ted drawings and graphics. New 
graphics explain coursed ashlar, 
split-face stone, and dry-stack 
detailing. Expanded anchorage 
graphics showcase additional 
anchor types currently in use. 
Graphics have also been updated 
to include continuous insulation 
components and thermal sep-
arations where necessary. All 
new graphics are compliant with 
ASHRAE codes. 

The Natural Stone Institute 
thanks the following companies 

for their assistance in these 
updates: Camarata Masonry 
Systems, Curtainwall Design & 
Consulting, Gallegos, KEPCO+, 
Malisani Inc., PICCO Group, 
Rugo Stone, and SM Haw. 

To access a digital copy of the 
new Dimension Stone Design 
Manual, visit www.naturalstone 
institute.org/resourcelibrary. For 
hard copy purchases, visit the 
Natural Stone Institute online 
store at www.naturalstoneinsti-
tute.org/store. 

The Natural Stone Institute is 
a trade association representing 
every aspect of the natural stone 
industry. The current member-
ship exceeds 2,000 members in 
over 50 nations. The associa-
tion offers a wide array of tech-
nical and training resources, 
professional development oppor-
tunities, 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.  

“This was the object of the 
Declaration of Independence. 
Not to find out new principles, 
or new arguments, never before 
thought of, not merely to say 
things which had never been 
said before; but to place before 
mankind the common sense of 
the subject, in terms so plain 
and firm as to command their 
assent, and to justify ourselves 
in the independent stand we 
are compelled to take. Neither 
aiming at originality of princi-
ple or sentiment, nor yet copied 
from any particular and pre-
vious writing, it was intended 
to be an expression of the 
American mind, and to give 
to that expression the proper 
tone and spirit called for by the 
occasion.”
— Thomas Jefferson

http://www.naturalstoneinstitute.org/resourcelibrary
http://www.naturalstoneinstitute.org/resourcelibrary
http://www.naturalstoneinstitute.org/store
http://www.naturalstoneinstitute.org/store
http://www.naturalstoneinstitute.org
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ROUNDTABLE

A  S U R F A C E  F A B R I C A T I O N  F O R U M
I N C L U D I N G  S T R A T E G Y  S E S S I O N S ,  A  F A C I L I T Y
T O U R ,  N E T W O R K I N G  O P P O R T U N I T I E S  A N D  M O R E

SEATTLE

For  de ta i l s  on  how  you  can  a t tend ,  v i s i t  www . I S FAnow .o rg/ i ndus t r y - r ound tab l e .

Please turn to page 16

Like most of the people I 
know in the stone indus-
try, you likely are a good, 

law-abiding person who has a 
legit, licensed-to-do- business 
establishment with hard working, 
conscientious employees. You 
pay your employees on time. 
You pay your taxes and licensing 
fees. Your vehicles are kept in 
good repair. Your business gives 
the best customer service it can, 
and the business gets involved in 
community events whenever pos-
sible. All is good.

Then one day, someone walks 
through the door, demands to see 
your labor law posters because 
the state agency they are from has 
been tasked with cracking down 
on non-compliant businesses. 
And BAM, you are hit with a 
“fine,” given a list of what you 
need and an order form to pur-
chase it.

You pay because you con-
sider yourself to be an upstand-
ing, law-abiding citizen. Plus, 

you certainly did not want to get 
in any further trouble with any 
government agency, local or oth-
erwise. Guess what? You just got 
scammed!

These labor law poster scam-
mers are no longer content to just 
send us urgent, threatening emails 
or snail mails. They no longer 
want to hide behind intimidating 
and menacing phone calls. Now 
they are brash enough to walk 
right into our offices and shops, 
conduct a fake audit and demand 
you pay up with your real money. 
No bueno!

The question is: How do you 
know if the email, letter, phone 
call or visit is a scam or legit? 
After all, there are real laws about 
labor posters and there are real, 
honest companies out there pro-
viding this service. How do you 
tell the difference?

1-866-487-9243
TTY: 1-877-889-5627

www.dol.gov/whd

WH1088 REV 07/16

OVERTIME PAY At least 1½ times the regular rate of pay for all hours worked over 40 in a workweek.

CHILD LABOR An employee must be at least 16 years old to work in most non-farm jobs and at least 18 to work 
in non-farm jobs declared hazardous by the Secretary of Labor. Youths 14 and 15 years old may 
work outside school hours in various non-manufacturing, non-mining, non-hazardous jobs with 
certain work hours restrictions. Different rules apply in agricultural employment.

TIP CREDIT Employers of “tipped employees” who meet certain conditions may claim a partial wage credit 
based on tips received by their employees. Employers must pay tipped employees a cash wage 
of at least $2.13 per hour if they claim a tip credit against their minimum wage obligation. If an 
employee’s tips combined with the employer’s cash wage of at least $2.13 per hour do not equal 
the minimum hourly wage, the employer must make up the difference.

NURSING 
MOTHERS

The FLSA requires employers to provide reasonable break time for a nursing mother employee 
who is subject to the FLSA’s overtime requirements in order for the employee to express breast 
milk for her nursing child for one year after the child’s birth each time such employee has a need 
to express breast milk. Employers are also required to provide a place, other than a bathroom, 
that is shielded from view and free from intrusion from coworkers and the public, which may be 
used by the employee to express breast milk.

ENFORCEMENT The Department has authority to recover back wages and an equal amount in liquidated damages 
in instances of minimum wage, overtime, and other violations. The Department may litigate 
and/or recommend criminal prosecution. Employers may be assessed civil money penalties for 
each willful or repeated violation of the minimum wage or overtime pay provisions of the law. 
Civil money penalties may also be assessed for violations of the FLSA’s child labor provisions. 
Heightened civil money penalties may be assessed for each child labor violation that results in 
the death or serious injury of any minor employee, and such assessments may be doubled when 
the violations are determined to be willful or repeated. The law also prohibits retaliating against or 
discharging workers who file a complaint or participate in any proceeding under the FLSA.

ADDITIONAL 
INFORMATION

• Certain occupations and establishments are exempt from the minimum wage, and/or overtime 
pay provisions.

• Special provisions apply to workers in American Samoa, the Commonwealth of the Northern 
Mariana Islands, and the Commonwealth of Puerto Rico.

• Some state laws provide greater employee protections; employers must comply with both.

• Some employers incorrectly classify workers as “independent contractors” when they are 
actually employees under the FLSA. It is important to know the difference between the two 
because employees (unless exempt) are entitled to the FLSA’s minimum wage and overtime 
pay protections and correctly classified independent contractors are not.

• Certain full-time students, student learners, apprentices, and workers with disabilities may be 
paid less than the minimum wage under special certificates issued by the Department of Labor.

EMPLOYEE RIGHTS 
UNDER THE FAIR LABOR STANDARDS ACT

The law requires employers to display this poster where employees can readily see it.

FEDERAL MINIMUM WAGE

$7.25 PER HOUR

BEGINNING JULY 24, 2009

WAGE AND HOUR DIVISION
UNITED STATES DEPARTMENT OF LABOR

Sharon Koehler
Stone Industry Consultant

Recently, the BBB posted some 
good advice on this problem on 
their website:

• Understand the laws about 
workplace posters.
The  U.S. Department of Labor 
(DOL) does require some notices 
to be posted in workplaces, but 
the DOL provides free elec-
tronic copies of the required 
posters. You should never have 
to pay for posters to be in com-
pliance with DOL regulations. 

• Get to know government 
regulations for your business.
 If someone tells you your busi-
ness hasn’t complied with any 
other state or federal regula-
tions, check with official gov-
ernment sources to inquire 
about the requirements and how 
to meet them before you pay a 
third-party to handle the matter. 

• Carefully inspect invoices 
and payment notices. 
Before you pay any invoice or 
send money for an unsolicited 
service, find out if the com-
pany who initiated contact with 
you is legitimate. Look for an 
official business address and 

Courtesy www.dol.gov

phone number and look over 
their website. If you can’t find 
any real contact information 
for the company, that’s a red 
flag. Do a search including the 
company name and the word 
“scam” to see if others have 

spotted a scam relative to the 
correspondence you received. 
Never pay an invoice with-
out double checking that it’s 
for a service you authorized. 

Public Service
Announcement

https://www.dol.gov/general/topics/posters
https://www.dol.gov/general/topics/posters
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“It has been a source of great pain to me to 

have met with so many among my opponents 
who had not the liberality to distinguish 
between political and social opposition; 

who transferred at once to the person, the 
hatred they bore to his political opinions.”

—Thomas Jefferson (1808)

PSA

• Don’t give in to scare tactics. 
Scammers love to scare victims 
into paying, so it’s important not 
to panic even if you’ve received 
a threatening letter. Think twice 
and do your research before you 
pay.

So, exactly how do you know if 
a poster company is legitimate or 
a fraud? There are several effec-
tive ways to tell:

• There will not be repeated, 
threatening phone calls. 
If a legitimate company calls 
you and you refuse, it’s over.

• There will be no threat-
ening emails or snail mails. 
They may send you mail, but 
it will not be threatening or 
menacing.

• There will be reviews of 
the company on places such 
as Google, the BBB or Yelp.

• They will give you eco-
friendly options for your 
posters. 

Continued from page 15

•You should get FREE auto-
matic updates when federal, 
state, or local changes occur.

• There should be a war-
ranty included to cover your 
fines and costs if you are ever 
found to be non-compliant 
because they dropped the 
ball.

• Finally, there should be a 
friendly reminder when your 
plan is set to expire, and you 
need to renew—not intimi-
dating or threatening phone 
calls.

One last thing you can do is to 
listen to yourself. If you think you 
are being threatened, you proba-
bly are. If you think you are being 
harassed, you probably are. If 
you think you are being bullied, 
you probably are. Humans have 
instincts for a reason. Listen to 
yourself. If it doesn’t seem right, 
then it probably isn’t.

What should you do if you are 
the victim of a labor law poster 
swindle? You need to report 
it to your local state Attorney 
General’s office. You also need 
to report it to FTC (Federal 

Trade Commission) at this link: 
ReportFraud.ftc.gov. 

Now, before you go thinking 
that big government can’t help, 
think again. In 2019, the FTC sent 
out over 232 MILLION dollars to 
victims of various fraud schemes. 
In 2020, in conjunction with the 
Texas and Florida Attorneys 
General offices, they sent out 
more than 1 MILLION dollars to 
victims of labor law poster frauds 
in these two states, alone. So, 
report it for yourself and for oth-
ers who might end up in the same 
situation. 

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

 Specifically designed for safety

	Every product is  
 individually tested and 
 approved before shipping

	USA Manufacturer 
 Complies with ANSI standards	

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

stone-handling products. 

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

800-575-4401www.BBIndustriesLLC.com

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

EZ Installation Cart

NEW FEATURES include
• Knee-activated tilt    
 release from locked 
 vertical transport position
• Rubber frame bumpers to  
 protect door frames 

NOW EVEN EZ-ER to Transport your 
countertop from the truck to the 
kitchen with ONE cart and NO lifting! 

From shop to jobsite – install any size or height 
countertop. The EZ Installation Cart 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.

Item# 
4051

The EZ Installation Cart is ideal for 
transporting & installing large islands. 

For more information, call or visit us online.

No hydraulics or 
electronics needed!

•Loading Capacity:  
1,100 lbs.

•Height Adjustment:  
From 34” to 40”

SEE THE

EZ-Cart in action

BBIndustriesLLC.COM

•Weight: 
 190 lbs.

®

“Freedom is never more 
than one generation away 

from extinction. We 
didn’t pass it to our chil-

dren in the bloodstream. 
It must be fought for, pro-
tected, and handed on for 

them to do the same.”
– Ronald Reagan

https://reportfraud.ftc.gov/
mailto:Sharonk.SRG%40gmail.com?subject=Slippery%20Rock%20Article-%20Public%20Sevice%20Announcement
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www.BBIndustriesLLC.com • 800-575-4401

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

• Guaranteed Products

• Hands-On Training and Support

• Industry Expert Staff

• Partnership Mentality

• Same-Day Shipping
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Veronafiere / 31st Edition of 
SaMoTer Now Scheduled 

for May 2023

The dates for SaMoTer’s 
reemergence as a live 
show at Veronafiere have 

been set: the international con-
struction equipment trade fair will 
be held May 3-7, 2023.

 The schedule was developed 
with machinery builders and 

trade associations after consid-
ering the busy trade fair calendar 
for the construction sector, with 
the aim of capitalizing on the re-
covery in this field which in 2021 
closed with growth of 30 percent 
over 2020.

The 31st edition of SaMoTer 
will highlight the key role that the 
construction equipment indus-
try is destined to play, regard-
ing environmental sustainability 
and the development of the eco-
nomic models outlined by the 
New Green Deal.

This is a vital turning point for 
the industry to promote the inno-
vations introduced to reduce 
emissions and promote recycling 
of the materials used on construc-
tion sites. This rational approach 
to sustainability promises signif-
icant efficiency improvements 
and the consequent reduction 
of economic and environmental 
costs, as well as overall improve-
ments in performance.

Sophisticated technologies con-
nect humans with machines (h2m) 
and machines with other machines 
(m2m), thereby enabling the pro-
gressive automation of construc-
tion activities, improvements in 
efficiency and safe management 
of the most hazardous tasks. 

The industry 4.0 revolution 
is also having an impact on the 
world of construction equipment, 
and SaMoTer is the world-market 
observatory for a better under-
standing of construction sites of 
the future.

“We have a date at last for the 
return of SaMoTer after the long 
pit stop caused by the most acute 
phase of the pandemic,” said 
Giovanni Mantovani, CEO of 
Veronafiere. “The supply chain 
was significantly impacted by 
the cancellation lack of one of its 
landmark professional appoint-
ments in Europe. Trade fairs con-
tinue to confirm their role as one 
of the main tools for promoting 
business. We are now working 
with our main partners, includ-
ing Unacea, to design a show in 
2023 that will meet the expecta-
tions of companies and our stake-
holders, while taking into account 
the highly expansive scenario that 
will be assigned to the Italian con-
struction sector in coming years 

with over 107 billion euros in the 
National Recovery and Resilience 
Plan.”

“The construction machinery 
and equipment sector,” added 
Mirco Risi, President of Unacea, 
“comes forward at SaMoTer with 
a range of technological solutions 
which, if encouraged and adopted, 
would significantly improve 
advance the environmental sus-
tainability of construction sites. 
They range from latest-generation 
machinery with Tier V engines 
and 4.0 Technologies to equip-
ment for selective demolition 
and recycling, through to con-
crete plant equipped with mixers 
producing quality material with 
lower gaseous emissions.”

Six halls will be available to 
exhibitors at SaMoTer, plus three 
outdoor areas. The new format 
of the show will be enhanced 
through an interactive and 
dynamic approach focusing on 
demo areas where visitors can see 
and try many of the machines on 
display. 

Regarding incoming interna-
tional buyers, a series of initiatives 
is being developed to support the 
internationalization processes of 
SMEs, with an emphasis on B2B 
presentations and business meet-
ings during the trade fair.

In the meantime, the run-up 
to the 2023 show has already 
started. The road map envisages 
two SaMoTer Day appointments: 
the traditional networking day in 
Verona in January next year will 
be preceded at the end of March 
2022 by a meeting in Rome to 
take stock of the national and 
international construction equip-
ment market, analyzing 2020-
2021 data and initial estimates 
for 2022, together with institu-
tions, Unacea and CER-Centro 
Europa Ricerche. This is an addi-
tional market intelligence tool 
that SaMoTer makes available to 
companies keen to invest with a 
view to the availability of addi-
tional NRP resources.

2023 will also welcome B2Press 
appointments bringing together 
selected companies and the trade 
press, the Technical Innovation 
Competition rewarding research 
and innovation investments 
by companies, and a major 
International Summit dedicated to 
all exponents and decision makers 
in the construction industry.

For more information visit 
www.samoter.it .

The Veronafiere event will focus on construction 
machinery of the future: h2m and m2m 

technologies, efficiency, safety and sustainability BACA Systems an-
nounced  that 

the company has hired two 
professionals to lead business 
development and manage cus-
tomer relationships in several 
states. Nicholas Jensen and 
Michael Brommeland have re-
cently joined the company as 
Regional Territory Managers. 
Jensen is based in Manchaca, 
Texas, and will be responsible for 
Texas, Colorado and Oklahoma. 
Brommeland is based in Sheridan, 
Indiana, and will be responsible 
for Indiana, Illinois and Ohio. 
Both Jensen and Brommeland 
report to BACA Systems Chief 
Revenue Officer Tim Burke.

 
“We are excited to have Nick 

and Mike join BACA Systems to 
help us serve our new and exist-
ing customers throughout sev-
eral key states, and their past 
experiences in the stone fabri-
cation industry will be tremen-
dous enablers for each of them,” 
said Burke. “Nick and Mike also 
will be instrumental in growing 
BACA Systems’ business in their 
respective territories.”

Prior to joining BACA 
Systems, Jensen was vice presi-
dent of operations for the Texas 
divisions of Interior Logic 
Group and Residential Design 
Services, where he was respon-
sible for managing the opera-
tions of three facilities with six 
product lines, including counter-
tops. Previously, he held man-
agement, operations and sales 
roles with Summit Stoneworks in 
Buda, Tex. Jensen holds a bach-
elor’s degree in business man-
agement from the University of 
Wisconsin.

 
Brommeland was general man-

ager and owner of MARBLELIFE 
of Indianapolis before join-
ing BACA Systems. Previously, 
he worked for Sims-Lohman 
in Cincinnati and Zionsville, 
Indiana, for 14 years. There, he 
worked with BACA Systems 
equipment and gained extensive 
experience in the stone industry, 
including digital measurement, 

Nick Jensen to serve customers across Texas, Colorado, 
Oklahoma; Mike Brommeland to serve customers in 

Indiana, Illinois, Ohio

Nick Jensen, Regional Territory 
Manager for BACA Systems

Mike Brommeland, Regional 
Territory Manager for 

BACA Systems

machine programming and oper-
ation, cost-benefit analysis, shop 
layout and process development.

 
Founded in 2014, BACA 

Systems, a KUKA Robotics sys-
tems integrator, develops inno-
vative fabrication solutions for 
the countertop industry and is 
the leader in Robotic SawJet 
technology. 

BACA Systems potential cus-
tomers the opportunity to travel 
to the Detroit area at BACA 
Systems’ expense to see the com-
pany’s equipment in action and 
meet with current customers, and 
provides virtual and regional 
in-person support seminars to 
help customers increase their 
sales and profitability. Learn 
more at www.bacasystems.com.

BACA Systems Hires Account 
Execs for Regional Positions

“I’m going on vacation and this carry-on has my smart-
phone, my work laptop, and a ton of important paperwork I 
could do on the plane. How much extra for you to loose it?”©

 M
A

R
K

 A
N

D
ER

SO
N

. w
w

w
.a

nd
er

to
on

s.
co

m

http://www.samoter.it
http://www.bacasystems.com


Slippery rock Gazette July 2022  |  19  

ISFA Hosts 2022 Annual 
 Conference in Clearwater, Florida

Themed “Waves of 
Innovation,” this year’s 
conference will foster 

a growth mindset by educat-
ing attendees about business 
development opportunities that 
use innovative products, soft-
ware, technology and other cut-
ting-edge solutions.

Fabricators and other profes-
sionals within the decorative sur-
face industry are invited to explore 
new “Waves of Innovation” 
at the International Surface 
Fabricators Association’s (ISFA) 
2022 Annual Conference, which 
will be held October 17-19 in 
Clearwater, Florida. Attendees 
will enjoy three days of edu-
cational sessions and business 
development workshops, new 
product presentations, network-
ing opportunities and more at 
the stunning Hyatt Regency 
Clearwater Beach Resort.

This signature event will kick 
off with a welcome reception and 

dinner with incredible views of 
the sand and surf at Clearwater 
Beach. The first night will con-
clude with a celebration that 
honors the 2022 ISFA Award 
recipients and the introduction of 
ISFA’s 2023 board of directors.

In subsequent days, attendees 
will benefit from powerful pre-
sentations and workshops that 
focus on fostering a growth mind-
set in business by integrating 
software and technology. From 
onboarding modern technologies 
that improve production output 
to analyzing and understanding 
key metrics within marketing and 

consumer outreach to better serv-
ing business needs and enabling 
expansion, the programming is 
aimed at fabrication businesses of 
all sizes and scopes. 

In addition to workshops, 
attendees will learn about some 
of the latest innovative materials, 
tooling and other products in the 
decorative surface industry. The 
New Product Lunch & Learn will 
showcase innovations from mate-
rial manufacturers, tooling dis-
tributors, technology and solution 
providers, and more. 

In between workshops and pre-
sentations, attendees will have 

the chance to network with their 
peers over great food, entertain-
ment and a breathtaking resort 
backdrop that enables everyone 
to kick back, relax and enjoy each 
other’s company. Sharing expe-
riences and learning from one 
another in conversation continues 
to be a cornerstone of ISFA. 

“The ISFA Annual Conference 
is always a meaningful event for 
our members and this year’s event 
promises to be exceptional,” said 
Nancy Busch, executive direc-
tor of ISFA. “We have thought-
fully planned programming and 
resources that will bring value and 
growth opportunities to attendees, 
which adheres to ISFA’s mission 
to further the decorative surface 
industry and support fabricators 
in their work. 

The 2022 ISFA Annual 
Conference is proudly spon-
sored Cambria and Moraware, 
Aristech, Cosentino, DuPont, 
GranQuartz, Infinity, LX Hausys, 
Park Industries and Wilsonart. 
These companies, together with 
ISFA, are dedicated to the success 
of fabricators everywhere.

Registration for this event 
is now open and those 

interested in attending can find 
more details at www.ISFAnow.
org/annual-conference. 

The International Surface 
Fabricators Association (ISFA) is 
globally recognized as a premier 
trade organization serving the 
manufactured surface industry. 
ISFA exists to help fabricators 
and other industry professionals 
increase product quality, improve 
safety measures, encourage pro-
fessionalism and elevate profit-
ability by facilitating education, 
standards and camaraderie. ISFA 
values innovation, dependability, 
trust, honesty, ethics, and serving 
others above all else.

For more information about 
ISFA, the benefits of membership, 
training opportunities, associa-
tion events including the Annual 
Conference and more, visit www.
ISFAnow.org.

GET MORE FOR LESS
THE MOST ADVANCED SOFTWARE FOR COUNTERTOP FABRICATORS

SEAM LAYOUT

VEIN MATCHING

Quote is the most robust and user-friendly software solution for the countertop fab-
rication 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!

QUOTING
VISUALIZATION

& Full Ecommerce

quotekitchenandbath.com

Learn More

Talk to an Expert    +1 (844) QUOTE-44

“Nothing is more certain than 
that a general profligacy and 
corruption of manners make 
a people ripe for destruction.”
– John Witherspoon (1776)

https://www.isfanow.org
https://www.isfanow.org
https://www.hyatt.com/en-US/hotel/florida/hyatt-regency-clearwater-beach-resort-and-spa/pierc
https://www.hyatt.com/en-US/hotel/florida/hyatt-regency-clearwater-beach-resort-and-spa/pierc
https://isfa.memberclicks.net/isfa-awards
https://isfa.memberclicks.net/board-of-directors
https://www.moraware.com/?utm_medium=logo&utm_source=isfa&utm_campaign=ISFA_Partnership_Event&utm_content=Annual_Conference_2022
https://www.isfanow.org/annual-conference
https://www.isfanow.org/annual-conference
https://www.isfanow.org
https://www.isfanow.org
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Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

The Stone Detective
• The oldest toilet is still 

functioning about 4,000 
years after it was built. It 
can be seen in Knossos in 
Greece, in a small castle.

• The original use of ‘toi-
let,’ derived from the 
French,’ means – “act of 
washing, dressing, and pre-
paring oneself.”

…And there are many 
more facts, but I don’t want 
to flush your memory with 
all the facts… or pun-ish 
you any more.

 
I arrived at my client’s 

home. He immediately took 
me to the bathroom and 
pointed down at this yellow-
ish, gummy substance that 
was puddled completely 
around the perimeter of the 
toilet base. I took out my 
knife and scraped some up. 
I was about to run my fin-
ger to feel how gooey the 
substance was but stopped 
in mid-reach – thought for 
a moment – and grabbed a 
pair of surgical gloves from 
my inspection bag. I rubbed 
the substance between my 
fingers and asked the fol-
lowing question.   Did you 
recently have a new toilet 
installed? He told me yes, 
and I knew right away what 
it was. 

I’m sure you amateur 
plumbers and DDIY guys 
out there know, but for 
you plumbing-challenged 
people: when toilets are 
installed, they place what 

is called a wax ring to seal 
the toilet to the floor and 
plumbing. This wax ring is 
compressed when the bolts 
on the toilet are tightened.   
SO, this goo was noth-
ing more than the wax ring 
oozing out. It would even-
tually go away. I told him 
that all he needed to do was 
scrape it up and clean it, 
and it would stop at some 
point. So, the Crapper Case 
is solved and now I can go. 
I mean leave. 

Well, you know what I 
mean.

 
Now, did you know…
• 2.6 billion people do not 

have access to even a basic 
toilet.

• Only 7% of Afghanistan 
homes have flush toilets.

• The average life expec-
tancy of a toilet is 50 years.

• The toilet on the interna-
tional space station cost 19 
million dollars.

• In China, there are pub-
lic toilets for dogs.

• The more features  your 
smart phone has, the longer 
you spend in the bathroom.

 
Until next month: Be 

kind, keep the lid down, 
and don’t forget to flush.

The Stone Detective is 
a fictional character cre-
ated by Dr. Frederick 
M. Hueston, PhD, writ-
ten to entertain and edu-
cate. Dr. Fred has written 
over 33 books on stone and 
tile installations, fabrica-
tion and restoration and 
also serves as an expert for 
many legal cases across the 
world. Fred has also been 
writing for the Slippery 
Rock for over 20 years. 

Send your comments to 
fhueston@stoneforensics.
com.

Sir John Harrington’s flush 
toilet design, described 
in his 1596 book The 
Metamorphasis of Ajax.

Continued from page 5

mailto:fhueston%40stoneforensics.com?subject=Dear%20Stone%20Detective-
mailto:fhueston%40stoneforensics.com?subject=Dear%20Stone%20Detective-
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MSI Surfaces Celebrates the Opening 
of Its New Wisconsin Location

ONE of   North America’s lead-
ing suppliers of premium 

quartz, natural stone, porcelain & ceramic 
tile, luxury vinyl tile, and glass surfaces, 
MSI, celebrated its new showroom and dis-
tribution center in Pewaukee, Wisconsin, 
with a Grand Opening in May 2022. 

The location has a complete offering of 
the company’s flooring, countertop, dec-
orative mosaic, wall tile, and hardscape 
products. The showroom is located at N24 
W23501 Watertown Rd., Pewaukee, WI 
53072. The brand new 61,000 square-foot 
space will also serve residential and com-
mercial markets in southeastern Wisconsin 
and the entire state of Wisconsin

Neal Wallner, Branch Leader for MSI, 
said, “Builders, retailers, fabricators, con-
tractors, and interior designers will have an 
immersive, customer-focused experience 
with the full line of MSI products. Access 
to a fully stocked inventory means they can 
source and select the best surfaces for their 
projects – all under one roof.” Dedicated, 
well-lit, climate-controlled areas encourage 
trade professionals and consumers to make 
the best product and design decisions.

MSI’s Wisconsin showroom features 
products for a diverse customer base devel-
oped around lifestyles, trends, and budgets 
– complete with a state-of-the-art indoor 
slab area featuring natural stone and  Q 
Premium Natural Quartz; and bestselling 
products like  Everlife LVT  and Arterra 
Porcelain Pavers.

The slab viewing area will include 
over 140 colors of granite, marble, and 
other natural stone slabs. A designated 
quartz gallery houses the industry-leading 
Q-Premium Natural Quartz collection. The 
lineup features over 100 colors in an array 
of sought-after finishes like matte, con-
crete, and polished.

Due to the breadth of MSI products, the 
space is built as a trade resource across 
various business channels: residential re-
modeling, new home construction, multi-
family, and commercial. Vignettes display 
bestselling products in a real-life setting so 
that visitors can see the latest innovations 
in everything from hardscaping to porce-
lain and ceramic tile to mosaic backsplash 
tile,” said Mr. Wallner.

Raj Shah, President of MSI, said, “With 
our new showroom and distribution center, 
we have dramatically enhanced our ability 
to service our customers across Wisconsin. 
With a dedicated team of local profession-
als, local inventory, and a state-of-the-art 
showroom, we believe we can offer the 
broadest selection of hard surfacing prod-
ucts, unparalleled customer service, and the 
strongest distribution capabilities across 
the region.”

The Pewaukee showroom is open six days 
a week, 8:30 am to 5:00 pm- Monday thru 
Friday and between 9:00 am and 1:00 pm 
on Saturday: walk-ins from both consumers 
and trade professionals are welcome.

Founded in 1975, MSI is a leading 
supplier of premium surfaces in North 
America. MSI’s portfolio of products in-
cludes flooring, countertops, decorative 
mosaics, wall tile, and hardscape prod-
ucts. The company offers an extensive se-
lection of quartz, natural stone, porcelain, 
ceramic, luxury vinyl tile, and glass, among 
other materials. Headquartered in Orange, 
California, MSI has distribution centers 
across the United States and Canada and 
maintains over 150 million square feet of 
inventory, imported from over 37 different 
countries on six continents. For more infor-
mation, visit www.msisurfaces.com.

LumaLuxe is a Q™ Quartz collection 
exclusive to MSI.

www.integra-adhesives.com

Announcing

A 2-in-1 super strength 
adhesive and color 
matched sealant!
TopSeal from Integra Adhesives 
is the ultimate one-stop product 
for countertop fabricators and 
installers. TopSeal is both an 
adhesive and sealant.  The quick, 
high-strength grab is perfect for 
shower panels, wall panels and 
backsplashes. 

Plus, TopSeal is tinted to blend with 
its surrounding material.  TopSeal 
is free of solvents and won’t yellow.

• 6 colors at launch
• Adheres to most surfaces
• Excellent gap fi ller—low shrinkage
• Waterproof
• 10–15 minute open time
• Solvent-free

Talk to your 
Integra Adhesives distributor today!

http://email.prnewswire.com/ls/click?upn=OXp-2BEvHp8OzhyU1j9bSWuwMvMWelqIco5RbfBrouY-2BRewYZoXrRC-2Bunl271dobB3NeU8ZLuCBicHzEv67mDzrOOSM-2BU7Umqgb3ChnsvGv2ixZLGatpFYFNUqw-2FXwSpul8L6XHJArZqU7lBvwor7aO-2BY3YMByf0JSzeKAyd-2BO8Vw8dZVA2wSl1NW38utpiInct13tDHyNV7C-2Fug7Fg-2BflWg-3D-3DTlPe_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9Fqe1GB6VJbgAoWLrSemVIN4AiW0QT1TF2dZyP7rYsHe79KefrI01tMeNjmTXAp7S6U9zgq-2BCs-2Fvvh4mrnRaaWiRG8F8P8LYplD05B7Hwn3AjAZtg5TDquxgyMvKr9KJ0maZTDSBR0p0BqbgHdXeDXjAvAfoXn-2F5WIG9IYya3CJQRVKVqZzSdlwnFvvZuzTS2nqhd-2FZca63hbydnY-2BwtwbB5nm-2BMPIVtDam-2F-2FiCuQeTJ6SPPzTribjl6TGyy2mWChVA6s-2Fyy-2BO9RiQHFmQtxUghIBUCUH1xX0aEAstKfsBNYjZZIUyBk8MKSgylnfLHI6xVv
http://email.prnewswire.com/ls/click?upn=OXp-2BEvHp8OzhyU1j9bSWuwMvMWelqIco5RbfBrouY-2BRewYZoXrRC-2Bunl271dobB3NeU8ZLuCBicHzEv67mDzrOOSM-2BU7Umqgb3ChnsvGv2ixZLGatpFYFNUqw-2FXwSpul8L6XHJArZqU7lBvwor7aO-2BY3YMByf0JSzeKAyd-2BO8Vw8dZVA2wSl1NW38utpiInct13tDHyNV7C-2Fug7Fg-2BflWg-3D-3DTlPe_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9Fqe1GB6VJbgAoWLrSemVIN4AiW0QT1TF2dZyP7rYsHe79KefrI01tMeNjmTXAp7S6U9zgq-2BCs-2Fvvh4mrnRaaWiRG8F8P8LYplD05B7Hwn3AjAZtg5TDquxgyMvKr9KJ0maZTDSBR0p0BqbgHdXeDXjAvAfoXn-2F5WIG9IYya3CJQRVKVqZzSdlwnFvvZuzTS2nqhd-2FZca63hbydnY-2BwtwbB5nm-2BMPIVtDam-2F-2FiCuQeTJ6SPPzTribjl6TGyy2mWChVA6s-2Fyy-2BO9RiQHFmQtxUghIBUCUH1xX0aEAstKfsBNYjZZIUyBk8MKSgylnfLHI6xVv
http://email.prnewswire.com/ls/click?upn=OXp-2BEvHp8OzhyU1j9bSWuwMvMWelqIco5RbfBrouY-2BRewYZoXrRC-2Bunl271dobB3vrum2sUUPdQDjZIM7r6bGxczw1TpXyRdoOD-2FZu07XC-2F0szOMSddaLxF3LMAJjwPnvHD9qxYNgjcLDVFWaOJxNg0WRFI4lKc96a9wf1u-2BeiwWUl1f0siByagVTE8LoJydbfPD_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9Fqe1GB6VJbgAoWLrSemVIN4AiW0QT1TF2dZyP7rYsHe79KefrI01tMeNjmTXAp7S6U9zgq-2BCs-2Fvvh4mrnRaaWiRG8F8P8LYplD05B7Hwn3AjAZtg5TDquxgyMvKr9KJ0maZTDSBR0p0BqbgHdXeDXjAvAfoXn-2F5WIG9IYya3CJQRVJUDk770-2BcUJThprOSBjXCc2B0q7Skm4sty0qxszCvxBGVYn2NDVkCVtBQ-2Fj3bCdqvXMqA-2FxdRwjTREoo165KOZ9v5Zu-2FxpGaQEmgGSYuhNXgzByXj2qelCOxcT-2FK6j9jrcPP1QBq1gqpchem4-2FIULV
http://email.prnewswire.com/ls/click?upn=OXp-2BEvHp8OzhyU1j9bSWuwMvMWelqIco5RbfBrouY-2BRewYZoXrRC-2Bunl271dobB30yfctE-2Bnto10xMTGw1krwsVS2Rkd9zJrwnOyqbkD5Ny5K3HnZDHcR1CytYePNCM2YJNLQFhw1V6noxZOZ4vvcBKmg4zH3ZqRKo-2B-2FLGHUIsVU2YbMxyGbnqq8BKJNa8ImtA3P_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9Fqe1GB6VJbgAoWLrSemVIN4AiW0QT1TF2dZyP7rYsHe79KefrI01tMeNjmTXAp7S6U9zgq-2BCs-2Fvvh4mrnRaaWiRG8F8P8LYplD05B7Hwn3AjAZtg5TDquxgyMvKr9KJ0maZTDSBR0p0BqbgHdXeDXjAvAfoXn-2F5WIG9IYya3CJQRVL56dKWmJ6K-2BC9ut6Zia6h7ZfuhQm8c-2BgNxRTb7Mw-2FM1Y0alZmuA9N4tXPHuSC8TFn0kbLI8MY8Joe7xj1P4CecYqt-2FTTpI8N-2B27oadbImQGXRGhNRkgiov6MY-2FddEbBpVlr-2BqJ33a0op237zYjGwxz
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob MurrellFirst, I wanted to update 

everyone with a personal 
announcement: Bobby 

Grace is here so, and with great 
pomp and circumstance, I am now 
officially a grandfather! I have 
been given the name Bob O, from 
everyone else involved. Julie will 
be called JuJu. Where did these 
names come from? Well, they call 
me Bob O at the gym and Julie was 
called JuJu as a nickname when 
she was younger.

Bobby Grace came in at 7 
pounds., 12 ounces and measured 
in at over 20 inches long. Her feet 
are so long I think she could water 
ski on them. Most importantly, 
she and her mom are healthy and 
doing well. I am beaming with 
both relief and pride.

Now during this same period, my 
youngest daughter graduated high 
school. She made me extremely 
proud and will be attending WKU 
this coming fall. Of course with 
Logan, Bobby Grace, and Taylor 
all residing in Bowling Green, my 
logistics will be as close to perfect 
as you can get. I am a blessed man.

So on to the outcome of the his-
toric picnic table made from a 
couple of Pink Tennessee mar-
ble varieties. I am confident these 
stones were extracted from one of 
the many quarries that Candoro 
Marble Company owned, back in 
the day. The table, bench seats and 
column style legs were cut, ground, 
and honed at Candoro’s fabrica-
tion facility. If my timeline is cor-
rect, and I suspect it is very close, 
the table is at least 80-plus years 
old. This means that it was fabri-
cated sometime in the late 1930s, 
possibly by a steam powered 
block saw and other equipment. 
Candoro switched to electricity in 
the early 1940s when TVA made 
it more readily available in South 
Knoxville, and installed a special 
line for them. 

After much discussion, the 
homeowner was ultimately con-
vinced the best course of action 
was to leave the table in a honed 
condition and seal it. Polishing the 
table would look great for a while, 
but would not survive being sub-
jected to environmental forces 
well, even with a custom cover.  

Per the completed test areas, the 
table surface was honed using a 
Makita tool and 5-inch ELF flex-
ible metal-bond diamond. It still 
took quite a while to cut through 
all of that tough organic crust. 
Sodium hypochlorite (bleach) 
was then used to remove any 

The Historic Picnic Table Project, Part 2

All arrisses (sharp 90 degree 
corners) had to be eased or 
beveled for safety.

Among other repairs, the broken end of the bench seat had to 
be rounded and smoothed.

or other porous material, I prob-
ably would have recommended a 
different product.  

As you may notice from the 
photos, there are two different 
materials used in the picnic table 
and benches. The table itself is 
made from a darker and more col-
orful Tennessee Cedar while the 
bench seats and legs are made of 
a lighter pink variety. The Akemi 
Color Intensifier deepened the 
cedar and will protect all surfaces 
for quite some time. The contrac-
tor is recommending that the table 
be inspected and evaluated every 
couple of years and re-impreg-
nated as necessary.  

The picnic table is set on a 
flagged Tennessee marble patio 
and includes a block retaining 
wall of the same stone. The house 
exterior is also constructed of the 
same material. The inside con-
tains similar and many different 
marbles as well. It is certainly a 
historic home worthy of resto-
ration. Julie at Knoxville Marble 
Polish has been working for this 
particular client for several years 
on various projects around the 
estate. This project turned out 
great and the client loves the 
newly restored picnic table she 
and her family will now enjoy. 

There is also an oven/grill 
across the patio from the picnic 
table. It has cracked on both sides 
and is being re-enforced using an 
epoxy that is UV and environ-
mentally stable. Of course, that 
could be used as a future article, 
so we’ll see…

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 busi-
ness. They can help with tech-
nical support, product purchase 
decisions, logistics, and other per-
tinent project information.

 
Bob Murrell has worked in the nat-

ural stone industry for over 40 years 
and is well known for his expertise 
in natural stone, tile and decora-
tive concrete restoration and main-
tenance. He helped develop some 
of the main products and processes 
which revolutionized the indus-
try, and is currently the Director of 
Operations for M3 Technologies.

contaminants left behind in the 
veins and open pores of the stone. 
Once all biologic materials were 
removed, an ELF5 60 grit, ELF5 
120 grit, and ELF5 220 grit flexible 
diamond were run in succession.

As many of you know, met-
al-bond diamonds are fairly aggres-
sive and can leave a honing pattern 
on a surface, so a 220 grit DICP5 
resin-bond diamond was then used 
to help clean this up. Even a res-
in-bonded diamond can leave 
a honing pattern, so ultimately 
a 7-inch PLP 200 grit diamond 
impregnated pad was implemented 
to smooth out any existing patterns 
and make the surface consistent.      

Remember, the table surface 
and edges, bench surfaces and 
edges, and legs of both, all had 
to be cleaned, honed, and sealed. 
Granted, the legs didn’t have quite 
the quantity of organic material 
grown into the surface, as the hor-
izontal surfaces. A 3,500 psi pres-
sure washer, in combination with 
the bleach product, was success-
fully used to clean the legs. 

The bench seats also had to be 
honed starting from the flexible 
metal 60 grit and then finished 
much the same as the table. One 
bench seat was broken and jagged, 
and had to be ground and honed 
smooth.   

The arisses of all 90 degree cor-
ners were both sharp and jagged. 
They were actually a safety hazard 
and all had to be eased or beveled 
using the Makita and the ELF5 
flexible metal-bond diamond and / 
or a 2-¼ inch x 3-¾ inch diamond 
hand pad of the same grit. This 
took quite some time as there were 
plenty of edges – you can do the 
math!  

Once all surfaces were prop-
erly honed to satisfaction, they 
were sealed using Akemi Color 
Intensifier. This particular product 
was chosen because it is a much 
more refined color enhancer, and 
because this Tennessee marble 
was very dense, the Akemi Color 
Intensifier penetrated better than 
many other color enhancing prod-
ucts. If this had been a limestone 

What a minimalist work of 
art – simple yet elegant! Notice 
the tabletop was of the darker 
cedar material – and most likely 
was originally honed.
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Until recently, I wouldn’t 
have known nootkatone 
from a flutophone.

IN a letter to the Stone 
Industry, Igino Bombana, 

Tenax S.p.A. announced:

“We are pleased to announce 
that Sun European Partners, a 
leading private investment advi-
sory firm, has acquired a stake in 
Tenax. The heart of the company 
that my father founded in 1956 
beats with the same strength as 
ever: our values, our vision and 
our passion are more intact than 
ever. This is a great opportunity 
to strengthen our strategic plan 
and to o er ever more innova-
tive solutions, capable of satisfy-
ing the constantly evolving needs 
of our customers through import-
ant investments in our operations 
and in research and development, 
and to foster continuous improve-
ment throughout the organization 
with the goal to always ensure the 
highest quality. 

In Sun European we have found 
a partner with whom we can con-
tinue our growth and develop-
ment. It will be a shared journey 
as the Bombana family retains 
a significant stake in the busi-
ness and remains involved in the 
management.

Your contact persons will 
remain the same, and our com-
mitment and links with the busi-
ness remain equally unchanged. 
We are excited about the future 
opportunities and look for-
ward to embarking on a new and 

Sam Venable 
Department of Irony

a variety of other noxious gnaw-
ing pests. If all goes well, nootka-
tone-laced bug spray might be on 
retailers’ shelves in the next cou-
ple of years. Hoo-zah!

I’ve written previously about 
my relationship with ticks. It can 
be summarized in six words: I. 
Hate. Them. They. Love. Me.

All I gotta do it set one foot in 
the woods this time of year, and 
the tick dinner bell starts clang-
ing. Don’t know if I exude a 
weird pheromone that ticks find 
irresistible, or if my hide is the 
perfect consistency for chewing. 
Whatever the reason, ticks and I 
battle from spring’s first thaw ’til 
fall’s first frost.

Not only do I attract ticks, they 
turn me into a scratching machine.

Doesn’t matter how carefully 
I excise the vile things from my 
skin, or how thoroughly I clean 
and disinfect the bites. Invariably, 
they morph into red welts that 
itch like fire. I claw when pos-
sible, but often the nibbling has 

occurred in an, uh, “discreet” 
area of the torso. This results in 
subtle spasms and tics (tick-tics, 
you might say, not to be confused 
with Tic-Tacs) as I attempt to 
conquer the itch without calling 
undue attention.

But with nootkatone, the tables 
are turned. Saints be praised!

According to Ben Beard, dep-
uty director of vector-borne dis-
eases with the Centers for Disease 
Control and Prevention, nootka-
tone appears to stimulate recep-
tors that send electrical impulses 
between the bug’s nerve cells. In 
large enough doses, he says, the 
hateful critters essentially “twitch 
to death.”

Let the twitching begin, I say. 
May every tick be smitten. May 
they jump, jive, jitterbug, hop, 
quiver, shimmy, shake, do cart-
wheels, backflips and somersaults 
until they perish. Good riddance.

— Bartender, a grapefruit 
screwdriver, please! And hold the 
vodka. I prefer my poison straight 
up.

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.

But now that I’ve read about 
this marvelous stuff and a new 
use for it, I realize I’ve been 
enjoying it for years — except in 
a different way.

Nootkatone is a natural organic 
compound. It is found in the 
Alaska yellow cedar tree and vet-
iver grass, a long-stemmed, wil-
lowy, tropical grass from India. 
But by far, its most common 
source is grapefruit. Nootkatone 
is what gives grapefruit its dis-
tinctive flavor and aroma.

Silly me. All I’ve ever done 
with grapefruit is eat the flesh and 
drink the juice. Little did I realize 
I should be bathing in it. Or at the 
very least, applying it liberally to 
my skin to ward off the bane of 
my spring-summer existence…
Ticks.

I learned about this phenom-
enon from an article in the New 
York Times. Seems that scientists 
are testing nootkatone as an envi-
ronmentally friendly repellent for 
ticks, as well as mosquitoes and 

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

Fast. Flexible. Financing. 

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

Financing up to $2 million 
for the Stone Industry

Financing & leasing  
up to $2 million1

App-only up to  
$250,000

Fast credit 
decisions

Shake, Rattle and Roll Might 
Give Ticks the Ol’ Heave-Ho

Sun European Partners 
 Acquires Majority Stake in Tenax

important phase in the history of 
Tenax.”

- Igino Bombana, Tenax S.p.A.

More than 60 years ago in 
Verona, Italy, Gino Bombana’s 
father, Angelo Bombana, 
founded Tenax as a producer 
of mastic for local and interna-
tional markets. His vision has 
flourished into an internationally 
recognized,world-leading man-
ufacturer of polyesters, epoxies, 
surface treatments, as well as dia-
mond abrasives and tooling for 
the stone industry. The Tenax 
USA branch was established in 
2000, catering to the granite and 
marble distributors and fabrica-
tors of North and South America. 

Filippo Emanuel, the CEO of 
Tenax USA, also sees the value 
in the Sun European Partnership. 
“Tenax USA, the North America 
branch of Tenax, has never been 
stronger. With the additional sup-
port and expertise of Sun Partners, 
Tenax USA will continue to sup-
port our distribution network and 
will ever more listen to fabrica-
tor’s needs to help improve our 
ever growing industry.”

Sun European Partners, LLP is 
a leading private investment advi-
sory firm, focused on partnering 
with offices in London and affil-
iates with offices in Boca Raton, 
Los Angeles, and New York. 

Visit tenaxusa.com for more 
information on their products.

“First in war, first in peace, and first in the hearts of his countrymen, 
he was second to none in humble and enduring scenes of private 
life. Pious, just humane, temperate, and sincere; uniform digni-
fied, and commanding; his example was as edifying to all around 
him as were the effects of that example lasting; correct through-
out, vice shuddered in his presence and virtue always felt his fos-
tering hand. The purity of his private charter gave effulgence to his 
public virtues; Such was the man for whom our nation morns.”

John Marshall
Official Eulogy of George Washington, 1799 

mailto:sam.venable%40outlook.com?subject=Thanks%2C%20Sam
mailto:sam.venable%40outlook.com?subject=Thanks%2C%20Sam
http://tenaxusa.com
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The Marble Restoration Group 
Purchases Custom Metal Restoration

Stone Care Management, 
Inc., owner of The Marble 
Restoration Company, 

has announced the purchase of 
Custom Metal Restoration.

The merger of these two 
Philadelphia-area businesses 
offers clients a one-stop-shop for 
all their natural stone and metal 
restoration and maintenance 
needs.

In making the announcement, 
Stone Care CEO Rick Sirianni 
said that George and Michael 
Fedin, previous owners of Custom 
Metal, have agreed to assist with 
the transition and that all Custom 
Metal staff members, including 
Sally Fedin, the office manager, 
will remain in place.

Sally said of Rick Sirianni and 
The Marble Restoration Company 
that “his successful business, 
leadership, and heart which is 
just like ours ... we know he will 
take care of our employees and 
customers as we have for many 
years. I look forward to working 
with Rick and bringing both com-
panies together as one.”

“We are very excited to offer 
our clients the same kind of qual-
ity and excellent customer service 
that both companies are known 
for,” Sirianni said. “Our pres-
ident, Brynn Fata, is working 
on merging and automating the 
CMR systems into Stone Care to 
provide a seamless transition for 
our clients.”

Custom Metal, a long-time local 
family business, has specialized 
in original restoration, refinish-
ing, and high-tech maintenance 
services for architectural metals. 
The company’s distinctive qual-
ity restoration work has included 
building facades, door and win-
dow frames, elevator cabs, esca-
lators, decorative plaques, and 
monuments.

The “Wannamaker Eagle,” a Philadelphia landmark, was cast in bronze in 
Frankfürt, Germany and was originally part of the decor of Wanamaker’s 

department store. It was a central meeting place in the early 20th century. 

The merger between 
Stone Care Manage-
ment and Custom 
Metal Restoration 
creates a one-stop-
shop for full-service 
stone and metal 
restoration an 
maintenance services.

Founded in 2014, the Marble 
Restoration Company specializes 
in restoring scratched, etched, or 
worn natural stone to its origi-
nal beauty. The company also 
has the expertise to alter the final 
finish of stone to a gloss, matte, 
or satin luster. About half of the 
company’s work is in residen-
tial projects, with the other half 
commercial.

In 2017, the company was part 
of the award-winning restoration 
of Philadelphia’s Belgravia Hotel, 
also known as Peale House. Built 
in 1902 and featuring the Beaux-
Arts style that was popular in the 
late 19th and early 20th centuries, 
the building is on the National 
Register of Historic Places.

In 2016, The Marble 
Restoration Company received 
the Grand Jury Award from the 
Preservation Alliance for Greater 
Philadelphia for its work on the 
Esherick House, designed by 
architect Louis Kahn for Margaret 
Esherick and constructed in 1961. 
Other notable projects have 
included the restoration of the 
Cathedral Basilica of Saints Peter 
and Paul and the Curtis Center in 
Philadelphia.

“From the beginning, our goal 
has never been to be the larg-
est restoration company in the 
Delaware Valley but to be the 
best,” said Sirianni. “Custom 
Metal Restoration has always had 
the same philosophy, and that 
is why this acquisition is such a 
good fit.”

“Our clients have come to 

expect quality, honesty, and 
integrity from our teams, and 
that is what we will continue to 
deliver.”

The Marble Restoration 
Company provides the ultimate in 
professional, reliable, and effec-
tive stone restoration and care 
for our customers. Their pas-
sion for beautifying natural stone 
combined with extensive exper-
tise, state-of-the art technology, 
and intensive technician training 
allows them to exceed the expec-
tations of their clients, no matter 
what the project. From corpo-
rate lobbies and factory floors 
to private kitchens and personal 
patios: If it’s made of stone, MRC 
can make it like new again. 

Visit  marblerestorationco.com 
or call 215-233-0150.

Specializing in original resto-
ration, refinishing, and high-tech 
maintenance services for archi-
tectural metals, Custom Metal’s 
restoration work ranges from 
building facades, door and win-
dow frames, elevator cabs and 
escalators to decorative plaques 
and monuments. No matter what 
is involved: stripping, refinishing, 
polishing, regraining, painting, 
sealing, lacquering, or chemi-
cal reoxidation, Custom Metal 
Restoration has the expertise 
to rejuvenate your commercial 
structure.

Visit www.cmrestoration.com or 
call 610-325-4594.

“In selecting men for 
office, let principle be your 

guide. Regard not the 
particular sect or denomi-
nation of the candidate - 

look to his character....”

  — Noah Webster

http://marblerestorationco.com
http://www.cmrestoration.com
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“Now,  that’s dedication.”

© MARK ANDERSON. www.andertoons.com

TRENCH DRAINS • PITS • RAMPS
BRIDGE SAW WALLS • FLOORS

JIB CRANE FOOTINGS
MACHINE FOUNDATIONS

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

CALL 877.999.1175
 or 404.543.0446

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

ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM

MSI Awarded Top Company for  
Sustainable Growth by  

Association for Corporate Growth

The Association for 
Corporate Growth 
named MSI the Top 

Company for Sustainable 
Growth during its 27th 
annual awards event held 
in Orange, California. 

The Association for 
Corporate Growth orga-
nized its 27th Annual 
Awards event at Marriott 
Irvine, which honored the 
highest performing and 
extraordinary top mid-
dle-market companies 
in Orange County and 
the Inland Empire. The 
theme of the event was, 
“Symphony of Success.”

More than 100 nomi-
nees were submitted for the 
competition out of which 
a total of 27 finalists were 
recognized and celebrated. 

The honorees of the event 
were group of past win-
ners, and each nominee of 
the awards has significantly 
contributed to the economic 
growth of Orange County 
and the Inland Empire. 
The companies recognized 
have created jobs and pio-
neered products and ser-
vices that have helped the 
region become a national 
powerhouse of growth and 
innovation.

The various cate-
gories of the awards 
were Start-Up, Green 
Sustainability, Innovation, 
Corporate Responsibility, 
Reinventing, Emerging 
Growth and Sustained 
Growth.

The Award for Sustained 
Growth was to recognize an 
established company that 

exhibits distinctive strate-
gic positioning, as well as 
sustained growth and prof-
itability. Under this cat-
egory, MS International 
received the Top Company 
for Sustainable Growth 
Award by Association for 
Corporate Growth.

MS International’s 
President, Mr. Rup Shah 
was present along with the 
senior leadership of the 
MSI team at the event to 
receive the award. “MSI is 
honored to be recognized 
as the Top Company for 
Sustainable Growth and 
expresses its gratitude to 
Association for Corporate 
Growth for this honor,” 
said Mr. Shah.

Founded in 1975, 
MS International Inc.  

is a leading supplier of 
flooring, countertop, wall 
tile, and hardscaping prod-
ucts in North America. 
Headquartered in Orange, 
California, MSI also main-
tains over 40 state-of-
the-art showrooms and 
distribution centers across 
the U.S. and Canada, 
directly employs over 
3000 people, and supports 
over 150,000 jobs glob-
ally. MSI’s products can 
be found in every corner 
of the country, support-
ing local Mom and Pop 
flooring dealers, indepen-
dent contractors, interior 
designers, big box stores, 
and national homebuild-
ers. MSI even supplied 
the black Granite used in 
the Vietnam Memorial in 
Washington, DC.

 
MSI has grown organi-

cally every year since its 
inception, experiencing 40  
percent growth in 2021, 
with revenue exceeding 
$2 Billion. In 2021, MSI 
was one of the 15 largest 

importers of goods into 
the US. In addition, in the 
last three years, MSI has 
expanded into domes-
tic manufacturing and 
now operates manufactur-
ing facilities in the United 
States for quartz and luxury 
vinyl tile. MSI is currently 
undergoing its largest 
expansion ever, with ten 
new distribution centers 
in development. for more 
information visit www.msi-
surfaces.com .

“The ordaining 
of laws in favor 

of one part of the 
nation, to the prej-
udice and oppres-
sion of another, is 
certainly the most 

erroneous and 
mistaken policy.”
– Benjamin Franklin

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

www.wehausa.com
info@wehausa.com

1-877-315-4761 www.sinkits.com     (417) 374-7373     info@sinkits.com

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

Experienced and Specializing in: 
Training/ Calibration /Troubleshooting of OMAG CNCs  

Countertop production and fabrication stategies  
EasySTONE and EasySTONE-NCsoftware 

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

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

CALL 877.999.1175 or 404.543.0446
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Grow the Retail Side of your Countertop Company

https://countertopmarketingco.com/

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

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.

Fast. Flexible. Financing.1

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

Material Handling • Air Tools  •  Electric Tools

BBIndustriesLLC.com

800-575-4401

Save BIG on  
Hercules stone  

transport solutions.

Goodwill Gold

A marble bust that a 
Texas woman bought 

for about $35 from a 
Goodwill store is tempo-
rarily on display at a San 
Antonio museum after ex-
perts determined it was a 
centuries-old marble sculp-
ture missing from Germany 
since World War II.

The bust, which art col-
lector Laura Young found 
at Goodwill in 2018, once 
belonged in the collec-
tion of King Ludwig I of 
Bavaria, according to the 
San Antonio Museum of 
Art, which is temporarily 
displaying the piece until it 
is returned to Germany next 
year.

The ancient Roman bust 
dates to the first century 
B.C. or first century A.D. 
and historians believe it may 
depict a son of Pompey the 
Great, who was defeated in 
civil war by Julius Caesar, 
a museum spokesman said. 

The sculpture was last 
seen in Aschaffenburg, 
Germany, and historians 
believe a soldier took the 
sculpture as a war souvenir 
and brought it to the United 
States, the museum said.

A Sotheby’s consultant 
identified the work and it 
was further authenticated, 
the museum said.

“We are very pleased that 
a piece of Bavarian history 
that we thought was lost has 
reappeared and will soon be 
able to return to its right-
ful location,” said Bernd 
Schreiber, president of the 
Bavarian Administration 
of State-Owned Palaces, 
Gardens, and Lakes.

Young said there were 
a few months of “intense 
excitement” after learn-
ing the history behind the 
piece, which she found on 
the floor beneath a table at a 
Goodwill in Austin, Texas.

Young reached a deal to 
return the bust to Germany 
with the help of an attorney 
who specializes in interna-
tional art law. Terms of that 
deal were confidential.

“But it was bittersweet 
since I knew I couldn’t 
keep or sell the (bust),” she 
said. "Either way, I’m glad 
I got to be a small part of 
(its) long and complicated 
history, and he sure looked 
great in the house while I 
had him.”

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

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

Custom built by owner – $35K

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

“I think that’s the single best piece of advice: 
constantly think about how you could be doing 
things better and questioning yourself.”
–  Elon Musk
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The Slippery Rock Classifieds
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 Ad Submission Deadline
August 2022 Friday, June 24, 2022
September 2022 Friday, July 22, 2022

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

EQUIPMENT FOR SALE

CALL FOR 
PRICING 
& MORE 

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

Ads not meeting guidelines will not be published. See SlipperyRockGazette 
for full details on our listing and ad guidelines.

For Sale

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

___________

Prussiani Platino 2000 CNC Work 
Center 2017. Prussiani Platino 2000 
CNC Work Center 2017 with: Fagor 8070 
Numerical Control, 10k RPM Spindle, 37 
Tools, 19-HP Motor. Age: 2017 Location: 
Fullerton, CA. X-Axis Stroke 149 5/8˝, 
Y-Axis Stroke 78 3/4˝, Z-Axis Stroke 
13 3/4˝, A-Axis Rotation 360°, B-Axis 
Inclination -1/ +1°, X & Y Axis Rapid 
Speed 164 fpm, Z-Axis Rapid Speed 98.4 
fpm, Tool-Holder Spindle Motor 19-HP, 
Tool-Holder Spindle Rotation Speed 
0-10,000 RPM, Spindle Tool Holder ISO 
40, Tool Stations 37 Max., Total Power 
26.8 HP. Equipped With: Fagor 8070 
Interpolated Numerical Control. Video: 
https://youtu.be/Yvts1corkd0 *Bank 
REPO Open to Offers* Price: $99,500.00. 
Contact: Randy Goodman, 714-441-1992, 
bfm@actmachinery.com .

___________

Comandulli Speedy Edge Polishing 
Machine For Sale. Edge polishing 
machine for sale $19K OBO - Must sell! 
Located in Los Angeles, CA, the machine 
is in excellent condition, low hours, Model 
Speedy System, Year 2006, Automatic 
Tool changer, Pneumatic turntable for 
piece loading, pre-set programs visualized 
on “touch-screen” control panel.   Contact: 
Elizabeth DeLorenzo, 310-328-8000,  
elizabeth@delorenzomarble.com .

___________

Countertop Fabrication Tools. Pinske 
straight edges, backsplash jig, mutiple 
aluminum Pinske table stands (2) 12´ and 
(1) 8´ and 2 vacuum sanding machines 
and one set of high quality suction cups, 
adjustable sink cutout template & misc. 
tools. LT 55 laser templator with tri-
pod. Heavy duty Porter Cable routers 
and some bits. For pickup in Mt. View, 
AR. Call Greg, 870-213-6492, golfaydt@
gmail.com .

___________

Denver Quota for Sale $15,000. Denver 
Quota, 2003, working fine, 230V, 3 Phase, 
for sale with more than 70 tools mounted 
on tool holders. This offer includes many 
unused and unmounted extra tools. The 
offer includes recent rectangular suction 
pads and is packaged with my templat-
ing tools, a LT 55, with tri-pod, an NEMI 
template reader, and more. All materials 
are located in my shop, under power in 
Montreal, Canada, They have served me 
well, but illness forces me to close my 
shop. Please contact me for more infor-
mation or pictures.  Contact: Michael 
Wells, 514-995-2495, michaeljwells@hot-
mail.com .

___________

Business Opportunities

Limestone Fabrication Facility. Turnkey 
limestone Fabrication business for sale 
in southern Indiana. We have all the 
equipment inside a 7200 Sq Ft Butler 
steel building with double girder over-
head crane. Please call for more infor-
mation. Contact: Michael Donham, 
812-829-5663, mdonham@accentlime-
stone.com. 

___________

Help Wanted

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

___________

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

___________

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

___________

Stone Fabricators Needed. Located in 
Asheville. We’ve been in business for 
over 25 yrs. Come be part of our fam-
ily 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 fab-
rication of stone & quartz countertops, 
tops, fireplaces, showers, etc. * Color 
fill, patching/chip matching experience 
is a must * Site repair, seam match-
ing & repair, sink setting is a must * 
Knowledge of various stone types & 
their properties is a must * A willing-
ness to be part of a team environment, 
while at the same time being self-moti-
vated & goal oriented.
Qualification & Requirements: * Own 
transportation * Have stone fabrica-
tion experience, 3 yr. min. * References 
required upon application * A strong 
eye for detail a must * A strong eye for 
design is very helpful.  
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. 
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 will-
ingness 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@mountainmar-
ble.com. 

___________

Wanted

MULTI BLADE MOSAIC CUTTING 
MACHINE. We are looking to buy a multi-
blade mosaic tile cutting machine, working 
or for parts. Contact: Luigi Castelli, 216-
361-1222, luigi@castellimarble.com .

Learn Stone & Tile Troubleshooting

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

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

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

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

Call 321-514-6845   Stoneforensics.com

• Learn physical 
and chemical  
testing, troubleshoot 
problems
• Earn Up to $300 
per hour
• Includes class 
manual & three 
technical calls to 
Dr. Fred

• 77 TON SPLITTING FORCE 
• 15.75” BLADE LENGTH
• 13.78” SPLITTING HEIGHT
• 6.02” PER SECOND DESCENT  
• 7.09” PER SECOND RETRACT              
• TESTED and PRESSURES SET PRIOR TO SHIPMENT
• CURRENTLY IN STOCK, WHITEHALL, NY 12887

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 400 X 350 70t

$43,600.00 USD
While Supplies Last

EXW Whitehall, NY

List it Free 
www.slipperyrockgazette.net

mailto:accounting%40nemasonry.net?subject=Igloo%20for%20Sale
https://youtu.be/Yvts1corkd0
mailto:bfm%40actmachinery.com?subject=Prussiani%20and%20Tools
mailto:elizabeth%40delorenzomarble.com?subject=Comandulli
mailto:golfaydt%40gmail.com?subject=Countertop%20Fab%20Tools
mailto:golfaydt%40gmail.com?subject=Countertop%20Fab%20Tools
mailto:michaeljwells%40hotmail.com?subject=Denver%20Quota
mailto:michaeljwells%40hotmail.com?subject=Denver%20Quota
mailto:mdonham%40accentlimestone.com?subject=Limestone%20Fab%20Facility%20For%20Sale
mailto:mdonham%40accentlimestone.com?subject=Limestone%20Fab%20Facility%20For%20Sale
mailto:fwogan%40bacasystems.com?subject=Help%20Wanted
mailto:fwogan%40bacasystems.com?subject=Help%20Wanted
mailto:ccssales%40coloradocustomstone.com?subject=Help%20Wanted
mailto:ccssales%40coloradocustomstone.com?subject=Help%20Wanted
mailto:bob%40marbletecsystems.com?subject=Help%20Wanted
mailto:ana%40mountainmarble.com?subject=Help%20Wanted%20in%20Asheville
mailto:ana%40mountainmarble.com?subject=Help%20Wanted%20in%20Asheville
mailto:luigi%40castellimarble.com?subject=Multiblade%20machine
http://Stoneforensics.com
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Butaro Hospital, Rwanda.    Photo by Iwan Baan

Common Materials, Uncommon Building

WE often dismiss the 
things with which we 

come into daily contact. They are 
undervalued and unappreciated. 
In Rwanda’s Burera District, it’s 
pumice. These volcanic rocks 
are everywhere, and farmers re-
move them from their fields as 
if they are garden pests. But as 
it turns out, the mundane natural 
stone proved itself to be a change 
agent in this landlocked African 
country. 

In 2007, the Rwandan Ministry 
of Health brought in Partners In 
Health to rebuild Burera’s nearly 
non-existent health system. 
Partners In Health is a global con-
sultancy that works with govern-
ments to bring health care to some 
of the world’s poorest places. The 
following year, Partners In Health 
aligned with volunteer architects 
from Boston and Kigali-based 
MASS Design Group to create 
the site design and supervise con-
struction for what would become 
Butaro Hospital.

At the time, Rwanda imported 
most building materials such 
as steel and glass from Kenya, 
Uganda, Turkey, and Dubai, mak-
ing construction projects expen-
sive. “Much of the construction 
happening was using imported 
materials and we wanted to see 
what could be produced locally to 
keep economic impact within the 
region to reduce cost and the envi-
ronmental footprint,” said archi-
tect Alan Ricks, MASS Design 

Group’s founding principal. 
“What we saw in this very fertile 
region of Rwanda on the south-
ern border of a chain of volcanoes 
was pumice stone.” 

While it wasn’t unheard of to 
build with the local stone, doing 
so just didn’t have the cache of 
using imported materials. “Stone 
was seen as a low-value material, 
but it was available and afford-
able,” Ricks said. “We had to 
transform the perception of value 
from one focused on this com-
modity to one focused on craft. 
The inhabitants saw the stone as 
a nuisance with little value, but it 
was beautiful.”

Architecture of Service
MASS (Model of Architecture 

Serving Society) Design Group 
was founded by Ricks and 
Michael Murphy as a nonprofit 
architecture firm devoted to 
improving lives through beautiful 
and impactful buildings. Ricks 
told a New York City TED audi-
ence in 2014 that “we start by 
rejecting the notion that some 
deserve the full benefits of archi-
tecture and others the bare min-
imum…. We need to constantly 
ask how the choices we make 
have the greatest impact on the 
communities we serve.” 

That philosophy would serve 

Stacey Freed 
Reprinted by permission of the author 
and Building Stone Magazine

Please turn to page 29

Ricks and Murphy well when, as 
students in the Harvard Graduate 
School of Design, they began 
volunteering on the Butaro proj-
ect. They, along with others from 
MASS, would put in 25,000 
hours of volunteer labor over the 
course of a decade.  

When it came to hospital 
design, Ricks and Murphy had 
read the studies that showed that 
tuberculosis spread in hospitals 
via crowded, unventilated hall-
ways and waiting rooms. They’d 
read the studies that showed that 
patients recover 25 percent faster 
with a view of nature. They con-
sidered that data as they designed 

Butaro Hospital. “We really 
immersed ourselves in Partners 
In Health’s philosophy of health 
care delivery and tried to imagine 
what that meant for architecture. 
They saw that physical space 
was important but so were aes-
thetics. They invested in building 
gardens around the clinics they 
built to creates spaces for healing 
and also of dignity,” Ricks says. 
Using the local volcanic stone 
became a part of that philosophy. 

MASS designed a 64,583 
square-foot, two-story hospital 
with external covered walkways, 
and took into account patient and 
staff flow and natural ventilation 
systems to mitigate and reduce 
the transmission of airborne 
diseases. The buildings were 
designed to be “passively venti-
lated without heating or air con-
ditioning. Instead, we used basic 
design principles to achieve ther-
mal comfort,” Ricks said. 

Built on land formerly used as a 
military encampment, the project 
also includes gardens, fishponds, 
landscaping, and small houses for 
doctors.  “Recovery is about more 
than hospital structure,” Ricks 
told his TED audience. “We 
designed a hospital to be healthy, 
effective, efficient. This is what 
you’d expect an architect to do. 
We wanted to make a statement to 
create dignity in the community. 
A garden helps people feel joy 
and happiness and recover more 
quickly.”

Locally sourced volcanic stone brings beauty to a Rwandan 
hospital as well as jobs and dignity to patients and workers

Iwan Baan

Local pumice stone was viewed as a low-value material, but it was available and affordable. 
Photo courtesy of MASS Design Group
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Uncommon 
Building

Continued from page 28

CMU [concrete masonry unit] or 
in some places compressed earth 
block,” Ricks says. The mortar 
is a cement applied to the back 
of the stone, then placed onto 
the structural masonry wall. The 
stone is applied as a self support-
ing veneer, mortared to the super-
structure with steel tension ties as 
required. 

From an environmental stand-
point, “the most radical thing is 
going back to stone foundations,” 
Ricks says, explaining that the 
majority of the carbon impact 
of most buildings is the rein-
forced concrete in the foundation. 

day,” Ricks says. “Today, the pros 
can do about seven stones. It’s a 
laborious task. The first wall and 
the last wall of the first building 
look different because the masons 
got better and increasingly pre-
cise over time.” 

The rocks are mortared into 
place with cement prepared 
onsite and applied as a veneer 
to the back of the stones. “The 
stones are a ‘rain screen’ on top 
of a structural masonry wall, 

The Promise of Pumice
Since the volcanic rock is ubiq-

uitous, there was no need for 
extraction, Ricks says. Farmers 
pulled the pumice stones from 
their fields and piled them up or 
used them as boundary mark-
ers. Construction crews drove 
through agricultural zones load-
ing the stones on trucks to bring 
to the site. 

Partners In Health and MASS 
found people in the community 
who knew the craft of masonry. 
“It’s not uncommon to have 1,000 
people working onsite,” Ricks 
says. Partners In Health hired and 
paid four-person teams to lead 
crews and teach apprentice-level 
employees. While some local 
laborers had experience building 
with volcanic stone, that wasn’t 
common, “and achieving the level 
of precision needed was a depar-
ture,” Rick says. 

The masons learned to do the 
rough cutting to get the stones to 
a manageable size. They form fit-
ted a piece of wire, chalked that 
shape on a stone, chiseled it and 
refined it. Then they tested it. “At 
first, masons did mockups of the 
walls to see how tight they needed 
to get the joints between stones. 
Early on, one mason could cut, 
shape, and install two stones a 

“Going back to a stone founda-
tion (which Butaro has) is the big-
gest improvement we can make in 
a building’s embodied carbon.” 

Building Dignity 
As Ricks pointed out, the hospi-

tal project was more than design-
ing a facility. The project made 
a dramatic impact on the local 
economy and the lives of those 
living in the community. 

One mason, Anne-Marie 
Nyiranshimiyimana began her 
masonry training while work-
ing on the hospital project. She 
had a limited educated and had 

difficulties finding a job and sup-
porting her family. 

Despite her inexperience and 
the difficulties of being a woman 
in a male-dominated industry, 
Nyiranshimiyimana grew pas-
sionate about the work, mentor-
ing and training other women in 
masonry techniques. She earned 
the nickname “Kankwanzi,” the 
name of a Rwandan radio show 
character, the only female work-
ing on a construction crew. The 
name is loosely translated as “a 
rising star that refuses to conform 
to society’s expectations.”

In a MASS-produced video, 
“Beyond the Building,” 
Nyiranshimiyimana says, “They 
told me, ‘No woman builds; no 
woman climbs.’ They told me, 
‘Women can’t do a lot of things.’ 
They harassed me.” 

Locals pull pumice stone from the fields which is then collected and used 
in construction sites.   Photo courtesy of MASS Design Group

“Around the village [Kankwanzi] 
is changing the life of her col-
leagues,” says Kayihura Nyundo, 
engineering consultant to MASS, 
Rwanda.
Photo courtesy of MASS Design Group

Landscapes that heal. Master gardener Jean-Baptiste Maniragaba is renown within MASS Design Group for 
his expression “nziza cyane” which translates as something that makes you happy. He shares a belief that 
“when the patients are recovering, they look at the gardens and landscape and they feel like everything is 
going well.”   Photo courtesy of MASS Design Group

Masons will form fit a piece of wire, 
chalk that shape onto a stone, 
chisel it and refine it into a man-
ageable size. 

Below: Master mason Hakizimana 
Emmanuel describes his experi-
ence working with the local stone. 
“What makes me happy?
People in this neighborhood, when 
we meet, they tell me I have done 
something beautiful here. I will 
build my house with this stone.” 
Photos (2) courtesy of 
MASS Design Group

Please turn to page 30
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Uncommon 
Building

Anne Marie Nyiranshimiyimana mentored and trained other women 
in masonry techniques and earned the nickname “Kankwanzi” which is 
loosely translated as “a rising star that refuses to conform to society’s 
expectations.”  Nyiranshimiyimana said, ‘they told me no woman 
builds; no woman climbs. They told me women can’t do a lot of things.” 
She proved the naysayers wrong and rose to the rank of master mason. 
Photo courtesy of MASS Design Group

Butaro Hospital opened in 2011 as part of a 15-year master plan that 
also includes phase two of doctor housing, a cancer center, and a 
university — all featuring local stone.
Photo by Iwan Baan

Continued from page 29

She would prove the naysayers 
wrong, becoming a team leader 
and ultimately rising to the rank of 
master mason. Her new skills and 
earning power have boosted her 
confidence and self-esteem and 
inspired other women in the com-
munity. “Women look up to [me] 
so much when they hear about 
me. They want to come work with 
‘Kankwanzi,’" she says.  

“Around the village she is 
changing the life of her col-
leagues,” says Kayihura Nyundo, 
engineering consultant to MASS, 
Rwanda. “She’s paying school 
fees for many kids and helping 
her husband to build a house.” 

Kankwanzi, along with a 
group of 200 women, has most 
recently been working on the 
new University of Global Health 
Equity campus, a Partners In 
Health initiative just across the 

valley from the Butaro hospital. 
She says masonry “dignified” her 
and that she is happy; “everything 
is because of the hospital project.” 

Think Local. Impact Local.
Butaro Hospital opened in 2011 

as part of a 15-year master plan 
that also includes phase two of 
doctor housing, a cancer center, 
and a university — all featuring 
local stone.  

MASS co-principal Murphy 
described the effects of these 
projects to Architect magazine in 

2014: “When I first got to Butaro 
in the beginning of 2008 there 
was no electricity in the town; 
there were mostly empty busi-
nesses. Not even six years later, 
there’s a hydroelectric dam in 
town. In the whole village below 
the hospital, there’s lots of fresh 
coats of paint on businesses. A 
Bank of Kigali has opened up 
there, not to mention middle-class 
families are moving to this com-
munity because there’s ongoing 
work at the hospital both in terms 
of service, nursing, as well as in 
construction.

“Over the course of these proj-
ects, we’ve been able to find 
really skilled workers. But what’s 

even more exciting is that we’ve 
seen these people take those skills 
and find other jobs because of the 
recognition they’ve received for 
the work on these projects. We’ve 
seen that in different trades such 
as masonry, welding, weaving, and 
pottery.” 

MASS continues to work on 
health care projects throughout 
the developing world in places like 
Liberia, Burundi, and Haiti. MASS 
is currently working on a “pur-
pose-built campus” for the Ellen 
DeGeneres Campus of the Dian 
Fossey Gorilla Fund, the world’s 
largest and longest-running orga-
nization focused solely on gorilla 
conservation. 

“We’re committed to develop-
ing architecture that’s of its place, 
that looks to the resources of the 
region. We figure out how we can 
showcase them and think about 

social and environmental implica-
tions of what we choose to build 
with,” Ricks says. In the case of 
Butaro Hospital, “to know [we’ve 
used] low carbon, climate pos-
itive materials that create jobs 
and are ethically sourced, pro-
duced, and installed — that’s 
what we [in the building indus-
try] should be thinking about. 
Even when you’re not able to do 
that all yourself, it’s worth asking 
the questions, ‘Where do these 
things come from? Are they eth-
ically harvested, manufactured, 
and extracted?’ and ‘What is the 
social and environmental foot-
print that they have?’” 

This article originally 
appeared in the Fall 2021 issue 
of Building Stone Magazine. Visit 
www.buildingstonemagazine.com 
to read more. 

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

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

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

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

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

OPTIONAL PACKAGES
AVAILABLE FOR:

• MARBLE
• LEATHERING

Scan QR code to see
Videos of the PIG in operation

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

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

#9051 DONKEY PACKAGE 
- What’s Included:

• The Pig 350VS Planetary Polisher
• 3-6” BRASS Thread Snail Lock Backup Pad
• 3-6” Snail Lock Hook and Loop Backup Pad
• 3-6’ Pig 3 Step - Step 0
• 3-6’ Pig 3 Step - Step 1
• 3-6’ Pig 3 Step - Step 2
• 3-6’ Pig 3 Step - Step 3
• 3-6” Donkey Pads 600 grit
• 3-6” Donkey Pads 1000 grit
• 3-6” Donkey Pads 2000 grit
• 3-6” Donkey Pads 3000 grit
• 31 1/2” Extension Handle with Power on/off 

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

Fix
scratches in the home

or in
the shop!

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

*Freight charges may apply

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

Item# 12124

If You have a CNC 
Machine, You NEED 

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

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

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

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

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

SEE THE

VIDEO

BBIndustriesLLC.com

LESS THAN

$450/MO

With our  

easy financing*

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

Why clutter 
your shop 
when ONE 
machine 
does it all?

Item#
14141

Distributed by:

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


