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Part II: Quote Countertops and Functionality in the Showroom, in the Shop, and on the Web
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L

ast month we presented
Part I of an interview
with Colonial Marble and
Granite Owner-President Nikos
Papadopoulos, and Senior Vice
President of Marketing, Sales
and Design, Sandra Phillips.
Representing Quote Countertops
is COO/ Managing Partner,
Frank Sciarrino, and Chief Sales
Officer, Steven Fiumara.
SRG: The Quote Countertops
website lists four different levels or packages. The Kitchen
Visualizer, Combo, Basic, and
Enterprise. Could you please
explain the features and benefits
of the package you are using?
Nikos Papadopoulos: We pretty
much use everything in Enterprise, and that package is available to anyone. It allows us to utilize all the features to the fullest,
and we use it to engage with our
customers. There are options for
fabricators who don’t know exactly what they want – and there

are different price points for the
different tiers of features. Maybe they just want to utilize one
feature – like the kitchen visualizer, or maybe they just want the
estimation tool. For us, we really bought in to everything this
technology can do, and we implemented it into our day-to-day
business. Steven can better explain the different types of packages available – for fabricators,
or kitchen designers – businesses
that want to utilize specific tools.
Steven Fiumara: Nikos is on
our e-commerce Enterprise subscription. The big differences
between Enterprise and the rest
of the subscriptions include the
ability for both online and showroom quoting, dealer accounts,
our slab layout tool and the option to purchase a kiosk (See the
August Slippery Rock). Online
quoting gives consumers the ability to create a simple quote from
a fabricator’s website, social me-

dia, etc. Showroom quoting lets
the sales team create or edit more
robust quotes for the customer,
includes an advanced quoting
option to speed through creating
a quote, and has the ability for
the team to sign contracts and
process transactions. Dealer accounts allow a fabricator’s partners to create their own quotes
instantly using wholesale pricing
versus retail pricing. Slab layout
was something many of our fabricator customers were asking for
and we just launched it. It operates similarly to other options
on the market but built into the
software. And the kiosk provides
an interactive experience and interface to a shop’s full sales solution, including every single pricing product, every single price
point. A lot of our customers will
give away dealer accounts, and
some may purchase a kiosk for
their dealer network. The Enterprise subscription creates retail
and wholesale sales opportuni-

BB Industries Honored with Top Workplaces Award

BB

Industries has been
awarded
a
Top
Workplaces 2022 honor by The
Knoxville News Sentinel for the
second consecutive year. The
list is based solely on employee
feedback gathered through a
third-party survey administered
by employee engagement technology partner Energage, LLC.
The anonymous survey uniquely
measures 15 culture drivers that
are critical to the success of any
organization: including alignment, execution, and connection,
just to name a few.
“Companies need to authentically represent their brand to
job-seekers,” said Eric Rubino,
Energage CEO. “The employee

experience needs to be on the
mission-critical list. Leaders
who embrace a people-first
culture will benefit greatly.
By giving employees a voice
and showcasing your authentic culture through employer
branding, organizations can
attract those job-seekers who
complement their culture.
Culture drives performance.”
BB Industries is one of the
most respected distributors
in the stone industry and has
experienced explosive growth
over the past few years, setting record sales, doubling the
number of employees, adding many more partner suppliers, and expanding product
offerings.

“We recently had an employee
summit where we brainstormed solutions to issues we are facing with
supply chains, regulations and inflation,” said BB Industries CEO and
President Rick Stimac.
Please turn to page 11

Branch locations and franchise owners who work with Colonial
Marble are guided through the system, as they learn about the
benefits of integrating the interactive Quote Countertops kiosk in
their sales process. Below: Colonial Marble and Granite sales and
management team at their main showroom in King of Prussia, PA.

ties, from lead generation all the
way through contract signing and
payment, all within our system.
SRG: Does Quote Countertops
integrate with other production
software?
Steven Fiumara: Yes. We have
an API (Application Programming Interface) that allows Quote
Countertops to interface with
multiple applications. It integrates throughout the whole, typical work flow. Every data point

in our system is able to push and
pull, so we can pull data in from
other applications, or push our
data out. So as long as the other system is what we call “open
API,” they can connect into our
API. Some of the data that can
be pushed out from our software
includes customer information,
quote information, job information, statuses, specs, etcetera.
They can also push data back to
our tool, as well.
Please turn to page 2
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For example, the data can
include pricing, tool setups and
variables that affect their whole
quoting process. Our tool is very
front-heavy in the typical workflow for the whole initial experience including conversion and
sale. Our tool gathers customer
information, designs, specs, quote
information, job information and
notes, contracts, etc. The API integration is used to pull our information out and into an accounting
or production management system. Once a job is signed-off on,
it moves into a production management system, ERP or whatever they’re using where the final
data is easily. We do have the
capability of creating a job within
their production management tool
too if needed.
SRG: Nikos, when you first installed the Quote Countertops
system (in 2014), what was the
learning curve and onboarding
process like?
Nikos: From where it was to
where it is today, the technology
has really evolved. When it came
on the market, there was nothing
like it available. So, we were getting an immediate benefit on the
tool, providing an stone shop-type
of shopping experience, online,
that had never before existed in
the market place. We would get
feedback from the sales reps, and
the experiences that our customers were having. We were able
to improve the overall online ex-

perience. I think that the Quote
Countertop team has done a great
job with the technology continuing to evolve, creating different
features and functionalities that
got us all to where we needed to
get to, which is conversions, and
to get the customers to go through
the process. It is significantly
better today than what it was in
the beginning, but then it was a
new tool in the marketplace, and
now, the functionality has really
expanded. But even back in 201314, we saw instantaneous success,
because there was nothing like it.
There was nothing out there that
allowed for that online interaction
to occur for our customers.
SRG: Did the software change the
game for your company during
the pandemic?
Nikos: I joke with Frank and
the guys about that! Everyone
went through an online purchasing experience because people
didn’t want to leave their homes.
Well, now they’re accustomed to
it, right? Quote Countertops is
the only thing out there that takes
them through that countertop
shopping journey, and of the very
few estimation tools I’ve seen that
have its capabilities. But through
the pandemic, specifically, it was
incredible. Because we had the
right tool to interact with the customer at home and really engage
with them. And, you know, we
are moving into a world for
the last decade where you go to
your phone or your computer to
search for things. And now, we

Slippery Rock Gazette
have this tool that allows us to
engage. With the buying cycle
moving online, you’re sitting at
home, and you have nothing but
time to waste. You’re looking at
your ugly kitchen or your ugly
bathroom – remember, the software does bathroom visualization
as well, and it does really well
for us. So, we have those unique
resources on our website, and
it’s been fantastic throughout the
pandemic.
Overall, It’s really aligned with
what we thought, and still believe:
that online is where the majority
of the buying process for countertops occur. If you are prone to use
software for countertop purchasing, that’s an option we’re providing online, and that’s something
(countertop companies) will see
significant growth through.
SRG: You’ve been telling us about
Enterprise, basically the top-level
package. What features are available with the other subscriptions?
Steven Fiumara: So, our software is not a one-size fits all solution. Depending on the goal or
needs of our customers, we offer
several options from standalone
visualization to a basic package.
All of our subscriptions include
lead generation and lead capture
and are easily integrated into our
customer’s marketing plans and
tactics, including websites, social
media platforms like Facebook or
Instagram, email marketing and
even traditional advertising.
Our
Basics
subscription
includes visualization and limited, or basic online quoting.
The goal is to create engagement
The Square Foot Calculator
built into Quote Countertops
software now features an
interactive slab layout tool for
fabricators.

Top: The integrated Square Foot Calculator makes it easy to draw
out and measure countertop space for quoting purposes.
Above: The backend CRM allows tracking of leads and jobs, from
quote to completion.

online both in the ability for customers to start a design, and also
build an accurate quote. With the
Basics subscription, full showroom quoting, dealer accounts or
kiosk options are not included.
The Visualizer subscriptions are
pretty self-explanatory. We offer
either a single visualizer (e.g.,
Kitchen Visualizer) or a combo
visualizer (includes both room
visualizers). Visualization gives
consumers the ability to customize products in a kitchen or bathroom, like countertops, cabinets,
appliances, etc. and “visualize”
or see what their project could
look like. With the Visualization
subscriptions, there’s no quoting
involved.
Kitchen and bath shops love the
Visualizer, because they’re not
just quoting countertops. They’re
quoting full kitchen remodels,
and if they don’t want to build
out a whole quoting tool for their
kitchen remodel, they can at least
benefit from the lead generation
that comes with being able to use
it. Sandra explained how the tool
can be used on social: to engage
customers and let them design
their dream kitchen or bath.

Really, Sandra did a great job of
explaining how Colonial draws
customers from that.
Again, our subscriptions are not
a one-size fits all. Different customers have different goals or
needs. In terms of subscription
options, we offer both monthly or
annual payments.
Frank Sciarrino: Nikos, I
remember that you were tracking
results a few years back: you generated around $12 Million online
from the visualizer and quoting tools on your website alone.
And your conversion on those
leads and quotes was over 30 percent. So, just from online encounters, you’re bringing in more jobs
than some countertop shop do in
a couple of years.
Nikos: And what’s really great
about it. First – we get the potential customers connecting with us.
Secondly, if we’re able to get
those customers through our
doors, we have an over 50% conversion on visitors who have
made their way from a web
encounter to our showroom.
Please turn to page 3
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So, we average anywhere from
52 to 60% at times on our walk-in
traffic conversion. Again, a lot of
this traffic stems from a tool that
was online.
SRG: Nikos, you mentioned you’d
had an insight about how the internet was an unknown part of
the sales cycle, and how you suspected your website was crucial
in helping visitors make shopping
decisions, before they actually got
to your shop. With the addition of
Quote Countertops you had actual metrics on prospects browsing
your website, and how the Quote
Countertops system was driving
sales traffic to you. Can you describe that?
Nikos: We had seen that an
online purchasing cycle was
really starting to develop. Outside
of our marketing efforts, we
understood that there must be
another facet to the buying cycle
that exists online. We wanted to
be one of the first companies to
be able to offer that whole countertop shopping process online.
The ability to create templating,
make fabrication decisions, and
quote installation costs, and to
have the customer go through that
buying and quoting journey all on
their own – that technology was
very new. And seeing that everyone is moving to an online experience, that was one of the things
that resonated the most with me. I

thought it was genius. There was
a product out there that enabled
us to be able to have our customers go through a design journey that had not been available
before Quote Countertops. So
one, the software separates us
from the pack; two, it’s gorgeous,
cutting-edge technology, and our
customers love technology; and
three, when you’re a consumer
who is able to participate in the
process and become the designer
– how cool is that? How many
places can offer that experience?
We were one of the first to be able
to do that, and we saw the results
for it almost instantaneously.
Working
with
Quote
Countertops was a new insight. It
was a new opportunity, and that’s
how we really looked at it. We
were really intrigued to see what
(the web) can do. We came to realize that the web wasn’t actually a
part of our sales cycle, before. So
the minute we were able to see
the customers being identified
and the type of engagement that
they were really having with our
new website – that was a revelation to us. That’s kind of what we
had hoped for, but never to the
level that we discovered. Having
customers or potential customers going through a quoting and
visualization process – yes, it was
new for them. It was new for us,
too, and new for our sales reps –
but we got to see some marketing that really stuck. In the sales
process you want the customer

The Bathroom Visualizer can offer hundreds of options in
treatments and materials, customizable to a shop’s inventory.

September 2022 | 3
engagement to have substance,
not just these gimmicky ways to
get the customer’s attention. The
Visualizer was something that
was sticking to the sale. The customers were engaged. They had
an understanding of the products that we offered. It took them
through a process that put them in
the driver’s seat, and then when
we received all that information, a lot of the decision work
was already done. To Sandra’s
point, a customer will use a word
like “traditional” kitchen – it can
mean a completely different thing
in Lancaster, PA, it can be completely different than a “traditional” kitchen in Philadelphia.
So the customer can walk in the
door and say, ‘I want a traditional kitchen.’ If they’ve already
played with the design tool, you
got to see what their perception of
a traditional kitchen is, or how the
understand the concept. We were
able see that the tool was doing
a lot of the work, and the sales
rep had a really informed beginning to the sales process, because
the customer had given us a clear
direction they want to take their
kitchen. The sales rep could use
that as a base to take their project
to the final sale.
Introducing Quote Countertops
brought a whole new insight to
the sales process for us, and one
that really stuck, and is still here
today. The customer engagement
is one of our biggest drivers of
conversion.
Another important thing that
we haven’t mentioned at all is the
quality of the lead, which may be
the most important thing of all.
You have a customer, a real

Once customers get in the Colonial Marble and Granite main
showroom in King of Prussia, PA, besides the interactive kiosk,
they are surrounded by a wide array of real samples that customers can see and touch. An incredible marble staircase leads
to the second floor of the showroom.

customer, who is going through
the
authentication
process,
through verification, whether it
be an email or phone number.
They’re being pre-verified as a
valid customer, and then that customer is coming in, and ninety-plus percent of the time, you’re
dealing with a qualified lead. And
that is unheard of, in the old process. And like any other shop,
we don’t want to waste our time.
The beauty of it is, we used to
have different steps with a lock
when the customer is able to see
our whole catalog, so they would
have to go through X amount of
clicks or X amount of pages to get
a quote. To get pricing, they have
to let us know that they’re real,
and that’s information they don’t
disclose to just anybody. I want
to make sure that we are dealing
with a real person, and the lead is
a true lead.
SRG: To pre-qualify a genuine
lead is huge benefit! It means
they‘re not wasting your time,
you’re not wasting theirs. Does
Quote Countertops software have
any other side benefits? Can it be
used to train a sales force?
Frank Sciarrino: I can address
that. Yes, it’s a great training
tool. The quoting tool follows a
step-by-step process on selecting
things like countertops, backsplash, demo, plumbing, sink
cutouts, etc. It’s designed so a
salesperson follows a pre-defined process and doesn’t miss
any steps or upgrade opportunities. Each step includes product

images, descriptions, related features and more. Our customers
can use the software to train their
own team, or our Onboarding and
Customer Success teams can provide that training.
The
step-by-step
process
makes for an easy and consistent sales experience. It prompts
discussions to catch little things
that could be missed or forgotten which means lost revenue.
Let’s say you have a customer
who is interested in a countertop,
but forgot to think about a backsplash. It also lets the sales associate ask questions that need to be
asked like, ‘Hey, do you need us
to demo your existing countertops? Do you need us to disconnect the plumbing? Do you need
a new sink or faucet?’
So yes, while it’s a great training tool, it also makes for a consistent sales tool to have your
whole team quoting the same way
and remembering to ask the questions that lead to upgrades and
increased revenue.
Nikos: Again, the software captures most of what is involved
in the countertop sales process.
So, to Frank’s point, it is a great
tool to use, and it has a fail-safe
checklist so you aren’t missing
anything. The essentials of the
buying process for a countertop
sale are all there, so the sales reps
outside of training can always
refer back to the tool in the sales
process, if they ever needed to.
Please turn to page 32
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Natural Stone Institute
Announces 2022 Tucker
Design Award Recipients

T

he eight winning projects of the 2022 Tucker
Design Awards were celebrated during a ceremony at the
Hockey Hall of Fame in Toronto,
Canada on Wednesday, June 29.
The 2022 Bybee Prize recipients,
Tod Williams and Billie Tsien,
were also celebrated during the
ceremony.
The 2022 Tucker Design Award
recipients are:
Design Workshop
Andesite Ridge Retreat
Gallatin County, Montana
Atelierjun
Boulder House
Seoul, South Korea
Make Architects
Brookfield Place
Sydney, Australia
Teeple Architects
Calvin & Tina Tyler Hall at
Morgan State University
Baltimore, Maryland
PEI Architects
Chateau Lynch-Bages
New Bordeaux Winery
Pauillac, France
John G. Waite Associates,
Architects, PLLC
Jefferson Column Capitals
University of Virginia Rotunda
Charlottesville, Virginia

Patterhn Ives, LLC
Kol Rinah Synagogue
St. Louis, Missouri
MSR Design
Minneapolis Public
Service Building
Minneapolis, Minnesota
Jurors for the 2022 Tucker
Design Awards were Craig
Copeland (Pelli Clarke &
Partners),
Roger
Jackson
(FFKR Architects), and Cathy
Offenberg (IBI Group).
The biennial Tucker Design
Awards competition, which
began in 1977, honors members of the design community
who exhibit innovation and
excellence in the use of natural
stone. The Bybee Prize, named
in honor of the late James Daniel
Bybee, is awarded to an individual architect or landscape architect for a body of work executed
over time and distinguished by
outstanding design and use of
natural stone.
To watch video presentations
of the winning projects, please
visit www.naturalstoneinstitute.
org/tuckerawards. Photographs
of the winning projects will
be also presented on the
September web edition at www.
SlipperyRockGazette.net .

Jefferson column capitals, carved in Carrara, Italy to more closely
match the original columns destroyed by a fire in 1895. Fragments
of the old capitals and photos were studied for the reconstruction.
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Industry Calendar of Events
September 2022
ISFA Event
Behind the Surface Podcast: Identifying & Targeting Large Customers
When: Released September 7, 2022
NSI Online Events: Virtual Quarry Visit: Coldspring
When: Wednesday, September 7, 11:00 AM — 12:00 PM (ET)
Installing Profitability Workshop
When: Wednesday, September 14, 2PM EST
NSI Event: 2022 Bluestone Study Tour
When: Sunday, September 11 – Thursday, September 15, 2022
Where: Doubletree by Hilton, Binghamton, NY Hotel
Fabricator’s Coach 10 Week Workshop: Preparing for a Recession
When: Tuesdays, Beginning Sept. 13, 1:00 – 2:30PM (ET)
Where: Online Webinar
Note: Space is limited. Register Online at:

www.fabricatorsbusinessacademy.com
NSI Event: Block Talk: Women in Stone’s Virtual Stone Chat (Zoom Call)
When: Tuesday, September 20, 2:00 PM — 3:00 PM (ET)
ISFA Roundtable
When: Tuesday, September 27, through Thursday, September 29, 2022
Where: Knoxville TN; Sponsored by BB Industries and Crossville, Inc.
ISFA Mixer
When: Thursday, September 29
Where: Hosted by BB Industries, 4100 Appalachian Way, Knoxville TN 37918
NSI Event: Virginia Stone Summit– Town Hall
When: Thursday, September 22, 9:00 AM — 3:00 PM (ET)
Where: 44770 Old Ox Rd, Dulles, VA 20166
Stone Industry Event: Marmomac 2022 Trade Fair
When: Tuesday, September 26 through Friday, September 30, 2022
Where: Verona, Italy
For more information visit www.marmomacplus.com/en

October 2022
NSI Webinar and Online Events: Maximizing Your Natural Stone Institute Membership
When: Tuesday, October 4, 10:00 AM — 11:00 AM (ET)
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Rockheads Event: In-Person Meeting
When: Tuesday, November 1 to Friday, Nov 4, 2022
Where: Myrtle Beach, South Carolina
ISFA Workshop: Installing Profitability
When: Wednesday, November 9, 2:00 PM
Where: Online
NSI Event: California Stone Summit– Take Your Organization to the Next Level
When: Thursday, November 10, 9:00 AM — 3:00 PM (ET)
Where: 4291 Pell Drive, Ste A, Sacramento, CA 95838
ASLA Conference on Landscape Architecture
When: Friday, November 11, 12:00 AM — 11:59 PM (ET) through
Monday, November 14, 12:00 AM — 11:59 PM (ET)
Where: Moscone Center, San Francisco, CA
NSI Event: Block Talk: Women in Stone’s Virtual Stone Chat (Zoom Call)
When: Tuesday, November 15, 2:00 PM — 3:00 PM (ET)
NSI Webinar: Natural Stone vs. Manmade Materials: Interior Applications
When: Wednesday, November 16, 11:00 AM — 12:00 PM (ET)
Where: Online

December 2022
Middle East Stone Show
When: Monday, December 5, 12:00 AM — 11:59 PM (ET) through
Thursday, December 8, 12:00 AM — 11:59 PM (ET)
Where: Dubai, United Arab Emirates (UAE)
NSI Virtual Quarry Tour: Granites of America: Deere Isle (Online)
When: Wednesday, December 14, 11:00 AM — 12:00 PM (ET)
IFA Podcast Series: Behind the Surface (Online)
Delegating with Confidence
When: Released, December 7, 2022
For more information and to register, visit the NSI Events page , the ISFA Events page, the ASF Facebook/events page,
or visit mbstonepro.com. See our online calendar for additional monthly industry training opportunities.

INTRODUCING

NSI Event: North Carolina Stone Summit: Stone Shop Management
When: Thursday, October 6, 9:00 AM — 3:00 PM (ET)
Where: 1108 Continental Blvd, Ste F, Charlotte, NC 28273
Women in Stone: Get Involved
When: Tuesday, October 11, 12:00 PM — 12:30 PM (ET)
NSI Webinar– Case Studies: Using Natural Stone in Interior Design
When: Wednesday, October 19, 11:00 AM — 12:00 PM (ET)
Where: Online
All Slab Fabbers
When: October 13-15, 2022, (Host: Chris Hildebrand)
Where: Affordable Quality Marble and Granite, 1272 Powderhouse Rd SE, Aiken, SC 29803

Dimension Stone
Design Manual 2022
The stone industry’s single-source reference for
dimension stone design and construction facts and details.

ISFA Annual Conference
When: October 17-19, 2022
Where: Clearwater, Florida
For more information visit www.ISFANow.org/annual-conference
Hardscape North America Trade Show
When: October 19-21, 2022
Where: Louisville, Kentucky. For more information visit www.HardscapeNA.com
NSI Webinar– Joinery in Natural Stone Applications
When: Wednesday, October 26, 11:00 AM — 12:00 PM (ET)
Where: Online

November 2022
Greenbuild International Conference and Expo
When: Tuesday, November 1, 12:00 AM — 11:59 PM (ET) through
Thursday, November 3, 12:00 AM — 11:59 PM (ET)
Where: Moscone Center, San Francisco, CA
ISFA Podcast Series Behind the Surface: Annual Strategic Planning (online)
When: Released, November 2, 2022

Access the digital version at
www.naturalstoneinstitute.org/DSDM.
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How Does SEO Work
for a Countertop Shop?

SEO

– I know what you’re
thinking. You’ve
been pitched a million times either from cold callers or people
emailing you about SEO for your
countertop shop. Or maybe you
had a horrible experience with a
marketing company helping you
with SEO.

Stephen Alberts
Countertop Marketing
Google that will bring you traffic
to your countertop shops website.
And the more traffic you get to
your website, the more leads, and
projects you will get.

months. Nothing in Google happens overnight.
If anyone tells you that your
shop’s site will be on page 1 in
Google in 30 days, run and run
fast in the other direction!

tasks and briefly describe them
below:
•Website speed and user experience: Your site needs to be
fast and user-friendly. This is a
big ranking factor.

How Much Does it Cost, and
Why is it Expensive?

•Content: You need unique and
quality content on your website. Each page should have
around 500 words on it.

Remember when I said that
there were a lot of puzzle pieces
to SEO, this is the reason for the
high cost. It’s very labor intensive for a company or for yourself to do SEO on your website.
Most solid companies will charge

•Meta Titles and Descriptions:
This is what shows on a Google
search page. You want to
include important keywords in
these. (See diagram 2)
•NAP: Your name, address,
and phone number should be
consistent on your website and
online profiles like Google
maps and Yelp. Google looks at
this as a ranking factor as well.

1

Can I Do it Myself?
You could learn SEO and tackle
this yourself. There is a lot to
learn, so for some of the tasks
you might have to hire outside
help. Unless you are skilled in
web design, you will need to have
some of those skills.
But what you can do is write
content! This is probably the easiest thing you can do to help your
countertop shop’s SEO, and all it
takes is time. There are hundreds
of topics that you can write about.
Start with what your customers
ask you:
Typical search results when someone types in “quartz countertops Tampa” in Google search.
The listings here are the organic search results, and SEO helps a website get top-listed.

In this article, I’m hopefully
going to turn that around for you
and give you the truth about SEO
and how it can help your business.
And then next time someone calls
you pitching SEO services, you
can maybe teach them something!

What is SEO?
SEO stands for Search Engine
Optimization. It’s the things you
do to your online presence for
your website to show higher (aka
rank higher) in a search engine
like Google. The best way to
think about SEO is to imagine
a big puzzle. There are a ton of
pieces to that puzzle and like for
SEO, there are a ton of tasks and
things you can do to help your
search engine rankings.
And what’s the overall finished
puzzle? It’s that top few spots in

•What should I expect on the
day of my countertop installation?

there are tons of topics to write
about. I’d start by going through
your current pages and increasing the word count on those. Add a
few paragraphs to each one. Then
you can start a blog on your site
and post articles. Remember to
make sure each one is around 500
words long.

Is it Worth it for My
Countertop Company
to Do SEO?
YES, 1,000% yes! Think about
how people look for local businesses. They do ask friends and
family for recommendations, but
if they don’t do that, they pull
out their phones and search for
what they need. Google is never
going away; the way we search
might change, but people will
always “Google” things they want,
whether it’s a new pair of shoes
or some Alpine White granite for
their kitchen. Either invest the time
and learn SEO or invest the money,
and start now. Because like I said
above, it takes time. But if done
correctly, it can completely transform your business and bring you
in a ton of new revenue.
Stephen Alberts is the owner of
the Countertop Marketing Co and
STONE ENGAGE. They specialize
in helping countertop companies
grow the retail side of their business outside of word-of-mouth and
referrals. They also offer software
to help you engage more with customers and close more countertop
projects.

How Long Does it Take?
This is probably the number one
question I get. When will my fabrication shop be on page one in
Google? And I say the same thing
every time: I have no idea.
And that’s the truth. No one
knows this. But I’ll give you a
breakdown of what you can expect
if you start an SEO campaign.
Brand New Website: If you
never had a website it will take
you a LONG time to rank on
Google. By long it could take 12
to 24 months.
If your website in on page 3,4,
or 5+: This might take place a little quicker, but still could take a
good 6 to 12 months.
If your website in on page 2:
OK! Now we’re talking! If you
are on page 2 this is a good sign.
You can expect it to take 3-6

2

Meta titles and descriptions (shown in bold) are the specific key words you need to use in your business description.
This will help rank your website higher in search results.

around $2,000-5,000/month to
work on your business’s SEO
campaign. An in-house SEO
employee at a marketing firm
makes around $50-85K/year.

What Tasks Are Involved
in SEO?
There are dozens of tasks that go
into SEO. I’ll list some important

To learn more please visit counter
topmarketingco.com or stonengage.
com . You can also email Stephen at
steve@countertopmarketingco.com .

•What’s the difference between
granite and quartz?
•What kitchen countertop materials are best if I have children
in the house?
You can talk about the different types of edges, backsplashes,
material… the list is endless, and

“Courage is being scared
to death but
saddling up anyway.”
— John Wayne
True Grit (1969)
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Roger and His Fabrication Shop
Chapter III: The Hiring Process

R

oger joined the Zoom call
with Coach Rick, right at
10 am, looking like he was
in the middle of something.
“Good morning, Roger; what do
you feel like expressing”? Rick
asked.
“What I feel like expressing is
that my Leadership Team really
likes how the Labor Cap forces us
to focus our resources! We had a
great conversation about whether
we could afford to hire additional
front office help – turns out, we
can, and then we had an even
better discussion of whether we
should, and we shouldn’t! I am
really proud of my team!” Roger
paused. “And that’s what I feel
like expressing,” he concluded.
“Thank you, Roger! What I feel
like expressing is I am excited to
hear about your leadership team’s
discussion and conclusions. It’s
been a hectic week for me, but
some of our new clients are really
making strides, and that always
makes me feel good! And that’s
what I feel like expressing!” was
Coach Rick’s response.
Roger concluded the WIFLE
with “Thank you Rick.”
“Alright, Roger don’t keep me
in suspense! Tell me about your
Leadership Team’s discussion!”
“With some help from Bob, I
was able to explain the concept of
the Labor Cap to the Leadership
Team. It took a while, but everyone eventually understood the
logic of it. It was clear from the
‘Labor Cap – Labor Gap’ portion
of the PCP [Protective Capacity
Planner] that there was room
to hire an additional employee.
Sarah, our office manager, was
really pleased, at least until Brian,
our production manager, insisted
we look at the Capacity section of
the PCP to see if there were any
processes, other than the front
office, that were short on capacity
in the near term.”
“What a great call! Turns out in
about four months the PCP is predicting we will be getting really
tight in the Template department.
After much discussion, the team
agreed we should first focus on
expanding Templating capacity.

Rick Phelps
Synchronous Solutions
This in turn led to further discussion of how adding a second Template person will impact
$OE- OTHER, because we will
have to buy and wrap a new vehicle and purchase a second laser.”
“The best part of the Labor Cap
is it makes my job so much easier! I don’t have to be the referee
and make all the decisions. I just
turn it over to my team and make
them decide!” beamed Roger.
“Which brings me to what I
want your help on today. Just
before the Zoom call I was looking at our most recent hiring ads,
and remembering how many useless resumes I had to sort through
to find someone who was actually
interested in working AND was
qualified. There has got to be a
better way!” Roger said, waiting
for my response.
“It just so happens there is a
much better way! ActionCoach
has developed what we call the
‘4-Hour Hiring Process’. I think
you’ll like it, and I’ll send it
to you as soon as our session is
over.”
Coach Rick continued, “Let’s
use today’s session to explore
how it works and why it was
designed the way it is. Would that
be the best use of today’s time?”
he asked.

“Absolutely! If you can keep
me from wading through applicants that are not serious, that
would be amazing!” responded
Roger.
“Let’s start with looking at who
you are hoping to hire. Talk to me
about what you are looking for”
said Rick.
“I guess I am looking for a
measure tech who knows how to
use our laser system… Someone
who will show up on time, and
represent us well at the customer’s home. Ultimately, I just
want someone who wants to do
a good job and knows what they
are doing, you know?” Roger
responded.
“Is this person already working
or are they unemployed and looking for a job?” asked Coach Rick.
“That’s an interesting question!” Roger paused, and
thought for a bit before continuing. “If they were good, I guess
they would already be working,
wouldn’t they?”
“They would, so how might that
change the way you advertise for
the position?” asked Coach Rick.
Again, Roger thought for a
while. “It would change everything, wouldn’t it? We always
approach hiring saying what WE
want, not what a good candidate
might want. If I want to poach
a great employee, I better come
across as a great employer…”
Roger trailed off into thought.

“Exactly! And if they are not
actively looking for a job, we are
going to need their friends and
family to help us, aren’t we?”
Roger looked puzzled. “How
would we do that?”
“You are going to write such
a vivid description of the person you are looking for that your
ideal candidate’s friends and family will read it and think ‘that’s
Uncle Bill!’ and forward the ad
to him. Then the ad will describe
how your business is the ideal
place for him to thrive and grow,”
explained Rick.
Roger was grinning, now.
“Wow, that might just work!”
Roger paused, then continued,
“But how does that stop me from
getting all the garbage resumes of
people just fulfilling their unemployment requirements?”
“Simple. We create hurdles to
applying that only the truly interested will bother overcoming.
You let them weed themselves
out!” was Rick’s answer. “It’s all
in ActionCoach's ‘4-hour Hiring
Process’ which I will send to you
immediately after this call. You
don’t want hundreds of applicant
– you want just a handful of great
applicants!”

“Alright, let’s look at another
possibility: the possibility that
there is NOT a person with the
specific skills you are looking for,
currently in the marketplace. This
is actually the more likely case.
How would you advertise for that
situation?” asked Coach Rick.
A little deflated, Roger replied,
“I guess like we always do: post
the position and skills we are
looking for, and pray the right
person sees it.”
“Absolutely not! Can someone
be trained to be a Measure Tech?”
continued Rick.
“I suppose they can, if they have
what it takes,” Roger replied.
“Of course they can! So what
exactly is ‘if they have what it
takes’, in this case?”
“Well, they need to be technically savvy, punctual, polite, able
to be comfortable around strangers…” Rogers was looking up as
he thought about it. “Able to get
the details right, organized and
clean.”
“That’s a great start!” interrupted Rick. “Get your leadership
team together and flesh out the list
of characteristics or attributes that
the candidate would have. Then
work with marketing to develop
a version of the ad that describes
that ideal candidate, so THEIR
friends and family will recognize
them.”
You could tell by his expression
that Roger had just had a BFO,
a Blinding Flash of the Obvious.
“That makes so much sense! Why
didn’t I think of that?”
“Because like everyone else,
you recruit for skills that you
want, but could actually teach,
and not for the personality traits
you need, but could never teach!”
was the coach’s response.
Rick began to wrap up the call.
“I think this will give you plenty
to do before next week’s call.
Why don’t you summarize your
goals for working ON your business this coming week?”
“I am going to read the ‘4-Hour
Hiring Process’ and then get with
Ruth, my HR manager, and foreman Brian to write the description
of who we are looking for, one
version for an existing Measure
Tech, and one for a trainee.
Please turn to page 9
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MB Stone Professional Presents
Intro to Stone Restoration Class

Roger and His
Fabrication Shop
Chapter III
Continued from page 8

“Then we will brainstorm on
what we have to offer as a company, and draft our ads for you
to review.”
“Good. Add your marketing
person to the discussion since
you are writing to ‘sell’ working
for your business to your prospects. Marketing is bound to
have some good ideas that will
help there!”
“Great idea – I’ll do that!”
responded Roger.
“Excellent. Value of today’s
coaching, and number one
takeaway?”
“I guess it’s another 10. My
takeaway? Recruiting is just
another form of Marketing! Who
knew?”
With that, Roger waved goodbye and logged off of Zoom.
Contact Synchronous Solutions
for more information about
how our Synchronous Flow
Operating System can transform your business, and to learn
more about our ActionCoach
Executive Business Coaching
offerings.
For more information, visit their
website at www.Synchronous
Solutions.com .
Rick Phelps has been applying the concepts of Synchronous
Flow to difficult industrial problems 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 organization, refocused their improvement 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 production costs.
Now, back working with Ed
Hill at Synchronous Solutions,
Rick is once again applying
Synchronous Flow in the countertop industry, and having a
blast! Rick lives with his family
in the Cleveland, Ohio area.

MB

Day 4 – Stripping, Refinishing,
Stone Professional
will be offering a Polishing, starting 8 AM: Topics
new class in stone restoration ba- covered on Day 4 include:
• Stripping
sics at its new facility in Wilson,
• Maintenance
North Carolina. Beginning
• Skill evaluation
Monday, September 26 – Thursday,
September 29, the entire seminar
NOTE: Day-by-Day outline is
will span three and a half days,
with Day 1 being optional. The not indicative of the order the
optional Day 1 begins at 1:00 training is conducted and we are
PM. The remaining 3 days of constantly adding to the list to
class will start at 8 AM and provide the most comprehensive
end when someone cries Uncle. training experience available.
Lunch will be provided daily.
To provide a more conducive
Transportation will be provided
to and from class, if needed as learning experience, and to ensure
all students have an opportunity
well.
to work the equipment, classes
How To Get Started In the will be limited to 10-12 students.
All topics covered will be
Stone Restoration Industry
Day 1 – Equipment Basics demonstrated by instructors to
(Optional) 1 PM – 5 PM: This show the procedure. Then stusection is designed especially dents will have the opportunity to
for the Novice student, who will get on machines and work what
need a more thorough intro- they have been shown for themduction to stone restoration and selves. During this course, each
hands-on practice using the tools student will fix a crack, polish
and machinery needed for the
job.

a vertical and horizontal piece
of stone, and hone and polish a
floor section using one of our
Hyper Grinders and/or a Swing
machine. And, don’t forget, we
will be available after the official end of each days training
session for students that wish
to get some additional practice
and to make sure students have a
grasp of everything we covered.
The class will be held in a
new facility in North Carolina,
located at 2301 Industrial Park
Drive, Wilson, NC 27893.
According to class organizers, there will be transportation
available from the hotel to the
class everyday and lunch will
also be provided.
“The class and conversation
will continue as we share dinner together, as well,” says
Denise Daniels of MB Stone
Professional. “Of course, this is
optional!”

For those who desire even more
in-depth interaction with expert
trainers, MB Stone Professional
now also offers this training as a
private class. Requirements for
private instruction are registration of at least 4 to 5 students.
Class will be 21 hours of instruction presented in two 10.5 hour or
three 7-hour days. These classes
will follow the same core topics
described above, but presented in
an even more dynamic fashion,
with lots of hands-on training.
This class is endorsed by MB
Stone Professional and promises
the same level of stone expertise that is the hallmark of their
company. As always, MB Stone
Professional is committed to
“Education Before Any Sale.”
For additional information on
all that will be covered in this
training, please contact the MB
Stone Pro office at 888-509-5831.
See the website www.mbstone
pro.com/pages/training for more
information on their selection of
training programs.

Day 2 – Introductions, starting at 8 AM: Topics covered on
Day 2 will be introductions to:
• Stone Basics
• Tools of the Trade
Day 3 – Repairs and Reconditioning, starting at 8 AM:
Topics covered on Day 3
include:
• Various Repairs
• Granite Reconditioning

“The ‘morality of
compromise’ sounds
contradictory.
Compromise is usually
a sign of weakness, or
an admission of defeat.
Strong men don’t compromise, it is said, and
principles should never
be compromised.”
—Andrew Carnegie
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At least once every day, walk
around your company and intentionally focus on what is
being done correctly – not the
heroic over-and-above efforts
but the regular day-to-day of
executing consistently correctly. Look for an edge that has
been hand polished correctly.
Look for a checklist that was
initialed on time and showed
evidence of the items actually
being reviewed. Look for someone preventing a trip and fall
event by getting a trip hazard
out of the way.

What Is the Best Solution?

H

ave you ever had a problem
in your business and you
took action to solve that
problem, only to find out several
months later that you still had the
same problem? (I thought we fixed
that a few weeks ago!)

Have you ever had an employee
come to you with a pressing issue
and you thought you immediately
knew the cause – only to find out
later that there was more to the
story – and your original conclusion was wrong?
In order to improve your business, you need to effectively identify and solve problems – even
more importantly, those solutions need to stick; they need to be
durable and last more than a few
weeks. If the people impacted
by the solutions don’t accept
them, those changes will not last.
So, how do you get your people
to accept your solutions? The
answer is: You don’t!
There’s an old saying that goes
something like this:
Tell me and I forget,
Teach me and I remember,
Involve me and I learn.
Getting your people involved
in crafting solutions to problems
is, hands down, the best way to
make those solutions last. You’ll
also likely come away with better quality solutions! Here’s an
example:
I worked for a tooling manufacturer that kept having quality defects in many of its plastic parts. Many of the parts had
voids from the forming process. Engineers were called
in. Experts were consulted. No
one could figure out how to
solve the problem. When the
data was analyzed, they realized the parts run by one specific operator had almost no
quality issues. In interviewing
the operator, they asked how
she prevented the quality problem. She responded that she
just bumped the filled form
on her table – like she bumped
cake pans filled with batter before she baked them at home.
This caused the air pocket to
work up through the material

Ed Young
Fabricator’s Business Coach
before it was formed. The employee had solved a problem
that had stumped degreed engineers and other experts!
I still remember walking into
that plant my first day on the job.
It was early in my career and there
were people who had worked
there longer than I had been alive.
As soon as they walked into the
plant in the morning, they could
tell by the sounds and smells of
the machines what type of day it
was going to be. I learned that no
one knows a particular job any
better than the employee who
has to live with it every day!
Most of us know that asking
questions is a great way to discover new information.
The
challenge is knowing how to ask
the questions in a way that truly
engages the employee.

Now you have accomplished
several things:
•Instead of blaming the employee, you have now shown that
you value his/her experience.
•You have crafted the problem-solving exercise as ‘me
and you against the problem’
instead of ‘you messed up’.
•You have acknowledged that
particular job isn’t always easy
(few are) and that you under-

“Eighty-ﬁve percent of the reasons
for failure are deﬁciencies in the
systems & process rather than
the employee.
The role of management is to change
the process rather than
badgering individuals to do better.”
W. Edwards Deming
If you walk up to an employee
who has made a mistake and ask,
“Why didn’t you catch that error?”
you will likely get excuses. Your
question just placed the blame
on him/her for doing something
wrong. That person will immediately get defensive. Even though
you know that employee caused
the error, and you feel perfectly
justified in your inquisition, you
won’t get a good solution to your
problem. All you will achieve is
lowering the motivation of your
employee.
If, instead, you were to approach
the employee and say something like. “It looks like it’s really
tough to catch all these (name the
defect). From your experience,
what’s the biggest obstacle to
catching and preventing this?”

stand the challenges the employee faces.
•By asking for help identifying
obstacles, you have automatically engaged the employee in
finding a solution to the problem.
This approach puts you and the
employee on the same side of
the issue – the side that wants to
solve the problem. It shows the
employee that you value their
knowledge of the job. It raises
the self-esteem of the employee
instead of hammering it. If you
will ask the question above and
then stop talking, you stand to
learn a lot.
W. Edwards Deming said,
“Eighty-five percent of the

reasons for failure are deficiencies in the systems and process
rather than the employee. The
role of management is to change
the process rather than badgering individuals to do better.”
Certainly, there are a few folks
out there who aren’t interested in
doing a good job. However, in my
experience in literally hundreds
of plants around the world, I’ve
found that most employees want
to do a good job. They want to be
valuable employees who accomplish meaningful tasks and help
the organization succeed. As owners and managers, we are responsible for creating an environment,
a culture, that promotes this perspective. This culture is a result
of your beliefs – beliefs that drive
your daily actions.
As managers we are conditioned
to constantly find and solve problems – fix what’s broken and
things will improve. Our days
are filled with looking for what
is wrong, looking for problems to
solve, looking for people making
mistakes.
When you think about it, that’s
a pretty negative way to live.
If you agree, try this instead:

Uncovering these actions and
thanking the employees who performed them will go a long way
to improving your culture — and
injecting something positive into
your day. I have clients who keep
$50 gas cards in their pockets.
When they see something exceptionally good being done, they
hand out the cards. Highlighting
these employees at your weekly
or monthly all-hands meetings is
also a good practice. I have clients
who, in their daily stand-up meetings, start with the question, “who
has seen something good happen
in the last 24 hours?”
Making changes like these aren’t
expensive – but they can sometimes be challenging. It’s tough
to undo our old habits. The key is
consistent practice. You may do
well for a couple of days and then
it seems like you are in the middle of a dumpster fire. That’s life.
Once the fire is out, resume practicing these new habits.
You deserve to have a business that makes you money, and
also allows you time to enjoy
it. Contact the author at Ed@
FabricatorsCoach.com, or call
864-328-6231.

Email me if you would like to attend a free
coaching session on this topic on Sept 16th.
For immediate individualized attention, go to
FabricatorsCoach.com and click

This Fall, we will oﬀer a 10-part workshop
on Preparing for a Recession. Learn more at
www.FabricatorsBusinessAcademy.com
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BB Industries Honored with
Top Workplaces Award

The Stone Detective
The Case of the Marble Eater

IT

was one of those odd
mornings. I woke up early,
got dressed and was headed out
the door when an email popped
up on my phone. Rather than read
it on my phone, I walked back to
my desk to read it on my laptop.

Continued from page 1

Stimac continued, “Our employees work together to create workable solutions to provide our
customers with the service level
that they have come to expect.
Although there are many environmental obstacles, I believe
the way that we tackle them has
allowed BBI to continue to experience company and employee
growth, making us a great place to
work.”
Bill Hickey, Vice-President of
Business Development said, “I
have worked at BB Industries now
for almost 17 years. In that entire
time, I have always felt like we
were one big family. Beginning
with the original owners of Doug
Slocum and Ron Weiler and continuing today, we treat our customers and employees as if they
are family. I believe this is why
we have so many employees with
over 15 years of service, and customers who continue to allow us
to serve them. It truly is a joy to
work in an environment like this.
I am not sure many people have
the chance to experience that, but
I know it is why we have been as
successful as we have been for 28
years.”
“Many companies often state
that they are building relationships
with their customers. I believe the
difference for BBI is that we build
relationships with our employees FIRST,” said Karen Hamilton,
BB Industries Human Resources
Manager. “We know that without our employees, their dedication, their time, and commitment,
we certainly would not be where
we are today. Our employees are
the ‘difference’— in making BB
Industries successful. We know
that, appreciate that, and do our
best to show it. We genuinely care
about one another. We do not just
say it, we mean it.”

Stimac added, “This award
helps us gel even more as an
organization and everyone who
works here should be proud that
they contribute to such a special
atmosphere. We know that translates to our valued customers and
vendor partners and makes us one
of the best in the industry.”
Since its beginning in 1994,
BBI’s philosophy has been to
offer the best customer service in the industry and the best
value stone fabrication products. We are right there for our
customers through all phases of
business with education, training, and support from CNCs to
blades. Our vendors and customers are valued partners. For more
info, visit BBIndustriesLLC.com ,
and BBIndustriesLLC on social
channels LinkedIn, Instagram,
TikTok, and facebook.com/BB
IndustriesLLC.USA.
Energage is a purpose-driven
company that helps organizations turn employee feedback
into useful business intelligence
and credible employer recognition through the Top Workplaces
Awards. Built on 14 years of culture research and the results
from 23 million employees surveyed across more than 70,000
organizations, Energage delivers the most accurate competitive benchmark available. With
access to a unique combination of patented analytic tools
and expert guidance, Energage
customers lead the competition with an engaged workforce and an opportunity to
gain recognition for their people-first approach to culture. For
more information or to nominate
your organization, visit energage.
com or topworkplaces.com .  

I have gotten a lot of unusual
questions over the years, but
this one was especially odd.
Intrigued, I called the lady who
had sent the email. She started
the conversation in tears. I could
hardly understand what she was
saying since she was sobbing out
every word. As near as I could
understand, she was having her
marble floor honed and polished,
and her little 7-year-old started
eating the slurry from the floor.
Why she contacted me instead of
the emergency room, I have no
idea. (I may be called the stone
doctor, but not the medical kind.)
My mom used to say my son’s
a doctor – but not the kind that
helps people – LOL!
Anyhow, the lady with the slurry-slurping kid was really concerned. I asked if the contractor
was still there, and if so, could I
speak with him. She said, “Yes,
he is right here, and very concerned as well!” I asked him if he
was using any chemicals when
honing. He told me no, it was just
diamond abrasives and water.
“Great!” I said. Now, I wasn’t
about to give out medical advice,
but I told the concerned mom that
she might want to take her little

Frederick M.
Hueston, PhD

and other sports fields. Lime is
very caustic, meaning it can cause
discomfort or damage if the powder makes its way to a moist
skin surface, such as the eyes or
sweaty skin of athletes. These
days, powdered marble is used as
a safer alternative.

Calcium Supplements
boy to the ER, just to be
sure. I then went on to
explain that marble
is nothing more than
calcium carbonate. I
added that it is used in
antacids, etcetera, and
should be safe. Or
non-toxic, at least.
I hung up the
phone and within
minutes the contractor
called
me back, all concerned. I told him that marble is
used in many foods and drugs,
like the aforementioned antacid.
I told him I would send him an
email later of some the other uses
for marble. Here is the brief list:

Garden Lime
Gardeners use lime to raise the
pH level of acidic soil, which
can help certain plants extract
nutrients from the soil. Garden
lime is processed from marble.
The marble is heated in a kiln,
which removes the carbon dioxide from the stone, producing
a form of lime called calcium
oxide, or quicklime. DON’T
put this lime in your coconut!

Field Marking
In the past, lime was used to
mark soccer, baseball, football,

Many farm animals require
calcium for health reasons and
to produce eggs, milk, etcetera.
Farmers mix powdered calcium
into animal feed as a supplement.
These supplements are nothing
more than pulverized marble.

Antacids
If you take an antacid to calm
your stomach, you are basically
just ingesting powdered marble!

Whiting
Whiting is a fine powder made
of marble that is used as a brightener, filler, and even a pigment in many products. It can
be used to clean glass after glazing, and to shine copper, stainless steel, and other surfaces.

Cosmetics
One of the main ingredients
for face powders and blush is
pH-neutral calcium carbonate,
i.e., marble dust.

Construction Aggregate
Concrete is used for road
building and many other uses.
Concrete
mixtures
require
cement, water, and an aggregate,
such as crushed bits of stone,
gravel, or sand. Marble aggregate can be used in concrete.
Please turn to page 15
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Bottleworks Art Deco
Past Revived as a
One-of-a-Kind Hotel

IN

November of 2019,
Santarossa Mosaic and
Tile started work on a portion
of an exciting project to remodel a Coca-Cola building in
Indianapolis, Indiana. The former
bottling plant for Coca-Cola was
being transformed into a boutique hotel and Santarossa was
tasked with the job of refurbishing the terrazzo, tile and other
stone work for the project. Little
did they know at the time that a
pandemic was about to sweep the
nation, creating challenges they
could not foresee.
The Bottleworks building, as
it is known, was where CocoCola products for the Midwest
were formulated and bottled.
The original building was built
in the 1930s, with a second phase
added in the 1950s. Through
both phases, Santarossa installed
more than 70,000 square feet of
terrazzo in the building, so they
were a logical choice to tap for
the remodel.

The 1930s Bottleworks building
in Indianapolis was a former Coca-Cola bottling plant where products were formulated and shipped
throughout the Midwest. Now a
5-star boutique hotel, the restored
art-deco interior is filled with custom tile, terrazzo and stone. As
Santarossa Mosaic and Tile installed about 70,000 square feet of
the original terrazzo – they were a
natural choice to help restore the
Art Deco interior.
Below: The ornate lobby and second floor landing and hallway.

Ken Scott
Photos Courtesy Santarossa
Mosaic and Tile Company

Shawn Alexander, Santarossa’s
Marble and Granite Division
Operations Manager, drove by
the site for years and always felt
sad that the building had been
allowed to deteriorate. So when
they got the call, he was certain
they would be walking into a
huge mess. But he was pleasantly
surprised when he saw it.
“Even though the building
had been completely neglected
for decades, the stone was in
amazingly good shape,” said
Alexander. “It helped that we
were starting out with good
bones, because we know that
stone lasts. It was tedious work,
but we put our A Team on it, led
by Chris Lechner.”
Lechner was Santarossa’s foreman on the job and he didn’t
really know what to expect when

it all began. One thing is certain
– he did not know the COVID19 pandemic would happen and
bring challenges to a job that
proved to be the most complicated of his career thus far.
Today, Lechner serves as Field
Superintendent for Santarossa.
“This is the coolest project I have
ever worked on,” said Lechner.
“The COVID part was challenging, mostly due to staffing issues,
but we were able to finish our
work in November of 2020, a
year after we started.”
The first part of the job was to
work on the terrazzo in the high
profile areas of the lobby on
the first floor and the library on
the second. They ended up also
working on 15 rooms on the second floor, using epoxy terrazzo
to match the existing cement
terrazzo. Santarossa is one of

the few companies that specializes in the vitrification process,
which involves grinding down
and using chemicals to bring up
the shine. The finished product
is lustrous and strong. According
to the Santarossa website, “First
in the industry to use vitrification to restore natural stone
flooring, Santarossa has brought
light and shine back to many of
Indianapolis’s historic landmarks
and office buildings. Without the
addition of wax or lacquer, our
team will clean flooring, statues,
and other surfaces creating likenew luster that will last for many
more years.”
Please turn to page 18
Intricate terrazzo work runs
throughout the building. Terrazzo compass stars in the lobby (left) and library (right) after
cleaning and restoration. The
grand staircase leads to the second floor and guest rooms.
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MSI Announces Its Latest
Showroom and Distribution
Center in Richmond, VA

Vaishali Shah, Branch
Leader for MSI, said, “ With
our latest showroom and
distribution center opening in Richmond, we are
thrilled to expand the existing market reach that MSI’s
Virginia Beach and Dulles
locations currently offer.”
Dedicated, well-lit, climate-controlled
areas
encourage trade professionals and consumers to make
the best product and design
decisions. MSI’s Richmond
showroom features products for a diverse customer
base developed around lifestyles, trends, and budgets
– complete with a state-ofthe-art slab area featuring
natural stone and Q Premium

Makita XCV04Z Cordless
HEPA Filter Dry Vacuum
®

Includes:

•2 Anti-static hoses
•Crevice tool
• Nozzle
•Curved pipe
• Straight pipe
•Main filter
•Damper and pre-filter
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Item# 11486

Natural Quartz; and bestselling products like Everlife
LVT and Arterra Porcelain
Pavers.
The slab viewing area will
include over 140 colors of
quartzite, marble, granite,
and other unique natural
stone slabs available in various sough-after finishes like
matte, concrete, and polished. A designated quartz
gallery houses the industry-leading
Q-Premium
Natural Quartz collection.
Due to the breadth of MSI
products, the space is built
as a trade resource across
various business channels:
residential remodeling, new
home construction, multifamily, and commercial.
MSI’s exclusive company-owned fleet of express
delivery trucks provide
reduced lead times and
superior service.
The Richmond showroom and shipping/receiving is open six days a week,

from 9:00 am to 5:00 pm –
Monday through Friday, and
between 9:00 am and 12:30
pm on Saturday. Walk-ins
from consumers and trade
professionals are welcome.
Founded in 1975, MSI is
a leading supplier of flooring, countertop, wall tile,
and hardscaping products in North America.
Headquartered in Orange,
California, MSI also maintains over 30 state-of-the-art
showrooms and distribution
centers across the U.S. and
Canada. MSI’s product line
includes an extensive offering of quartz, porcelain,
ceramic, LVT, natural stone,
and glass products imported
from over 37 countries on
six continents.
To learn more about
MSI’s complete product
assortment, visit www.msi
surfaces.com .

Makita VC4210L 11 Gallon
Wet/Dry Vacuum
®

Includes:

!

NEW

•Main Flat Nano Filters (Pair)
•Fleece Nano Filter Bag
•Disposal Bag
•1-3/8” x 16’ Anti-Static Hose
•Crevice Nozzle
• Cuff Adapter
Item# 5146

Makita 9565CV SJS
5 inch Grinder
& Dust Shrouds
®

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

Item# 9375

ED
ANTE
GUAR

T
BERIS
CE!
P

Item# 11492

Take Control with Makita

International, Inc.
(MSI), the leading
supplier of flooring, countertops, wall tile, and hardscaping products in North
America, is celebrating its
new showroom and distribution center in Richmond,
Virginia, with its Grand
Opening on Wednesday,
July 20th. The location has
a complete offering of the
company’s flooring, countertop, decorative mosaic,
wall tile, and hardscape
products. The showroom is
located at 11060 Johnson
Road, Suite#100 Ashland,
VA 23005. The new 68,000
square-foot space will better
serve residential and commercial markets in the metro
Richmond area.

– George Washington, 1796
Makita Vacs and Shrouds for Dust Management on the Job Site

MS

“Against the insidious wiles of foreign influence, (I implore you to
believe me, fellow citizens) the jealousy of a free people ought to be
constantly awake; since history and experience prove that foreign
influence is one of the most baneful foes of Republican Government.”

Item# 11493

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

1

Available at

Call 1-800-575-4401 or Order Online
www.BBIndustriesLLC.com
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SESA
Reaches
Membership
Milestone

!
W
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N
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he Stone Equipment
and Supply Alliance has
reached a milestone with
50 active members.

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

is ready to get to work.

i
V

Unique 25mm
segments have
a fang pattern,
a diamond array
that lasts, with the
ability to cut natural
and engineered
stone with speed!
• Consistent Cuts with Fast Speeds and Long Life
• Cuts Natural and Engineered Stone
• Miters: Reduce Feed Rate by 30 percent
• Available in 14”, 16”, and 18”
• 25mm Segments
• Wet Use Only

you need and trust.

Man Buns
Outlawed in FL?

800-575-4401

D

Marxist propaganda, we will not
have our mullets replaced with
hippie-dippie man-buns,” said
DeSantis to the press. “The legacy of Florida as free, fair, and
man-bun free will live on!”

The legal consequences of having a man-bun will include forfeiting the right to vote and

Brett Rodrick, an ex-California
resident who now lives in Florida
and has sported a man-bun since
his youth, said “I can’t believe
this. What did my man-bun ever
do to him? It’s just, like… dude!
I can’t even! That’s totally unfair
that we can’t rock a bun, you

ue to the influx of new residents from states with less
refined sartorial sense, Florida
Governor DeSantis has signed an
order outlawing man-buns before
they can infect the proud and masculine culture of Florida.

having the bun cut off in a public and swift demonstration of
justice.
“Just as we will not have our
school textbooks replaced with

SESA president Mike Schlough
of Park Industries said, “Having
50 members speaks to the value
that companies see by joining
SESA. We will continue to work
to make SESA even more valuable to our members by hosting a
Manufactured Surfaces Pavilion
at TISE to make this show the
best place for fabricators to learn
about these materials and their
associated fabrication techniques
as well as seeing industry leading
machinery and technology.”
For more information on this
new initiative, please contact Jon
Lancto of Big Fish Consulting,
jlancto@icloud.com .

is the bridge saw blade that

www.BBIndustriesLLC.com

The 50 companies are all
engaged in the manufacturing of
stone fabrication equipment and
the associated supplies used by
stone fabricators. The alliance
was formed in 2021 to provide
a common voice for the aligned
companies in coordinating attendance and negotiating exhibition
costs at industry trade shows.

know? DeSantis is such a fascist,
establishment prude!”
Rodrick then tied his long
hair up in a messy bun and was
immediately dragged away and
brought to the town square for a
public bun removal.
At publishing time, Rodrick
confirmed he plans to remain in
Florida because he actually likes
the low taxes and having a job,
plus that sweet inflation relief
stimulus check last month.
Source: Babylon Bee

“People grow
through
experience if they
meet life honestly
and courageously.
This is how
character is built.”
Eleanor Roosevelt
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The Stone Detective
The Case of the Marble Eater
Continued from page 11

Neutralizers
Here is a little chemistry lesson.
If marble is dissolved in water, it
becomes alkaline, which means it
increases the pH level of the water.
Acid, which is low pH, can be
neutralized when marble is added.
Marble can be used to increase
pH, so it can serve as a neutralizer in swimming pools. It is also
used by water treatment plants
and other chemical industries.

Your Meds
Many prescription and over
the counter drugs use powdered marble as a filler. Yes,
really. So the next time you need
to take a pill, chances are you
will be ingesting some marble.

Carbonated Beverages
Have you ever wondered why
there is a tiny explosion when you
pop open a can of soda? During
the manufacturing process, a can
is filled with CO2 (carbon dioxide) dissolved in water. When
the can is sealed, the pressure
causes a chemical reaction to
take place, resulting in carbonic
acid. The sound you hear when
you open the can is caused by
carbonic acid returning to the
form of CO2 dissolved in water.
The carbonic acid that is used
in soda is derived from marble.

Chalk
Sidewalk
and
blackboard
chalk used to be made of marble, but these days, most chalk
manufacturers use gypsum.

Paint and Craft Additives

Marcite and Plasters

Marble powders are popular in many types of paint,
as well as acrylic modeling
paste, glue base gesso, and all
water and oil dispersed paints.

Marcite, a sprayed-on coating
that is applied to built-in swimming pools, contains marble dust.
Many plasters also contain marble dust as their main ingredient.

Groceries
Products containing marble,
such as baking powder, toothpaste, dry dessert mixes, dough,
and wine are for sale in your local
grocery store. The next time you
look at a list of ingredients and
you see the word calcium, the
product likely contains marble.

Carbon Capture Technology
A study by Industrial &
Engineering Chemistry Research
reports that one of the most promising technologies to reduce
global emissions of carbon dioxide (CO2) is called calcium
looping. The process involves
scrubbing CO2 from flue gases
by using calcium-oxide-based
sorbents. Can you guess what
those calcium-oxide-based sorbents are? That’s right. Waste
marble powder.

……
Several days later I heard that
the little boy was OK, and that his
acid reflux had been cured.
Another case solved. Who says
doctors don’t make house calls,
anymore?
The Stone Detective is a fictional character created by Dr.
Frederick M. Hueston, PhD, written to entertain and educate. Dr.
Fred has written over 33 books on
stone and tile installations, fabrication and restoration and also
serves as an expert for many legal
cases across the world. Fred has
also been writing for the Slippery
Rock for over 20 years.
Send your comments to
fhueston@stoneforensics.com .

“There is a rank due
to the United States
among nations, which
will be withheld, if not
absolutely lost, by the
reputation of weakness.
If we desire to avoid
insult, we must be able
to repel it; if we desire
to secure peace, one
of the most powerful
instruments of our rising prosperity, it must
be known that we are at
all times ready for war.”
—George Washington (1793)
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National Desert Storm
Memorial Association

H

istory tells us that in
1990, then president,
George H.W. Bush, with
the help of Secretary of State
James A. Baker III put together
a coalition of over 30 countries
including: Canada, Australia,
Kuwait, France, Saudi Arabia, and
Bahrain to combat Iraq’s invasion
of Kuwait and feared invasion
of Saudi Arabia. On August 7,
1990, Desert Shield was launched
in defense of Kuwait and Saudi
Arabia against Iraq’s aggression.
On January 17, 1991, under
the command of General H
Norman Schwarzkopf, Operation
Desert Shield transitioned over
to Operation Desert Storm as
the air offensive began. General
Schwarzkopf is still credited to
this day for coming up with the
“Left Hook” strategy that ended
the war quickly, saving thousands
of lives. By February 28, 1991, it
was all over. Kuwait was liberated and Saudi Arabia had been
defended.

Sharon Koehler
Stone Industry Consultant
Almost 20 years later, in 2010,
Marine Lance Corporal Scott
Stump, a Desert Storm veteran,
thought that, maybe, people were
undervaluing and forgetting about
the Desert Shield/Desert Storm
war that lasted from August
1990 through February 1991.
He wanted it to be remembered
by all and not just a footnote in
American History. So, he founded
the National Desert Storm
Memorial Association, a nonprofit organization. The Goal: A
Desert Shield/ Desert Storm War
Memorial in Washington, DC.
Scott created a board of veterans to organize and run the nonprofit. He also did some fund
raising and walked the halls of
Congress to try and drum up support for the project. Scott knew
he needed renderings to help his
fund-raising efforts. For that, he
called upon CSO, an architectural

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

firm in Indianapolis, Indiana.
CSO agreed to help and because
of the nature of the project, they
decided to help at no charge. The
project then landed on the desk
of Randy Schumacher in 2012.
Randy studied the approximately
100 sites in Washington DC that
are set aside for memorials. He
picked a beautiful site not too far
from the Lincoln Memorial and
the Vietnam Veterans Memorial.
Please turn to page 19

Architectural renderings of the proposed Desert Storm
Veterans Memorial show a central granite monument within a
spiraling installation. The low walls bear sculptures of soldiers.

EZ Installation Cart
CODE
SCAN
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EZ-CaustriesLLC.C
BBInd

Item#
4051

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

No hydraulics or
electronics needed!

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

• Height Adjustment:
From 34” to 42”

www.BBIndustriesLLC.com

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

For more information, call or visit us online.

800-575-4401

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

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

www.BBIndustriesLLC.com • 800-575-4401
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Bottleworks Art Deco
Past Revived as a
One-of-a-Kind Hotel
Continued from page 12

Besides the terrazzo, there was
tile work to be done. The most
complicated portion was in the
lab, where the Coca-Cola brands
were actually formulated and
made. Here they needed to replicate 400 4 x 4-inch tiles. Working
with a local artist who used regular unglazed tile to match the colors and then fired them in a kiln,
they were able to do just that. The
same process was done in the
lobby as well, with colors ranging
from antique white to sea-green
to maroon to cyan blue and more.
One hundred pieces or more of
each color were created for the
finished product.
There were bathroom renovations involving tile, terrazzo and
stone that Santarossa was also
responsible for. New shower
installations made with Calacatta
porcelain tile were part of establishing the opulent feel of the
guest rooms for the boutique hotel.

Working on this area proved difficult because the building had to
adhere to strict codes to preserve
its historical status. Alexander
said that nothing was square and
they were required to keep their
caulk joints to no more than a sixteenth of an inch anywhere.
Another challenge they had was
matching marble for the windowsills in the club room that had
been damaged, again due mainly
to neglect. Alexander said that
they were lucky enough to find
marble to match the windowsills
in their own yard. “This is not the
first time that our yard yielded
exactly what the job called for,”
said Alexander. “Who knows? It
could even have been left over
from the original. Being able to
find that for this legacy project
was truly awesome.”
Santarossa Mosaic and Tile
Company will celebrate its centennial in 2024. Located in central Indiana, the company was
founded by Italian immigrant

Some 400 custom tiles had to be
created by hand, including firing
in custom colors to match or
replace the original installation.
This colorful mosaic is in the
lobby / tasting room.

Domenic M. Santarossa. Leaving
Italy at age 13 to study the terrazzo and mosaic trade in
Germany, Domenic arrived in the
United States at age 20 to build
a future for himself and his family. Santarossa started out as a
traveling company, but in 1921,
Domenic and his partner moved
into the building that they still
occupy today. The company was
officially incorporated in 1924.

Today, four members of the
Santarossa family are still with
the company, making three generations involved in the business.

Dal “Diamond Mine” panoramic
large format porcelain panels were chosen for the private baths in this beautiful
hotel. The Panoramic panels
were custom cut into 2 x 2-inch
hexagon mosaics for the shower
floors, and the bathroom floors
were custom cut to 24 x 24 inch
tiles. All of the shower walls
were cut to size for each unit to
match the veining, and kept in
their large panel sizes.

The Bottleworks Hotel website tells the history of the building. Built by brothers Lee and
James Yuncker, the building features unique art-deco architecture. The factory located on Mass
Ave was able to produce more
than 2 million bottles of soda per
week at its peak. But in 1964, the
factory moved to Speedway, IN
after being purchased by Tony
Hulman. The plant stayed empty

This high-ceiling former lab
room is on the second floor,
and needed extensive replacement, restoration and cleaning
of the walls and floor. It’s now
used for weddings and events.

until 1969 when the Indianapolis
Public Schools bought the property. It was the home of the IPS
Service Center until 2016. That’s
when Hendricks Commercial
Properties purchased the property
for its current development. The
rest, as they say, is history.
For more information, visit
www.bottleworkshotel.com and
www.Santarossa.com .
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RECESSION AHEAD!
Pressured to drop prices?
Sales volume decreasing?
Backlog disappearing?
Sponsored By:

GET HELP.
BE PREPARED.
Fabricators Business Academy.com
National Desert Storm
Memorial Association
Continued from page 16

However, according to Randy, he
didn’t want to take this project on
without veteran input. Randy created a survey and sent it to the
veteran data base of Scott’s nonprofit. He wanted input from the
people this memorial was most
important to.
20 months after he was handed
the project, Randy completed the
first set of drawings. The drawings are of a curved wall made
of granite to symbolize the sand
dunes in the terrain the war was
fought on and the arc of the “Left
Hook” offensive that helped
the coalition free Kuwait and
defend Saudi Arabia. Armed with
Randy’s drawings, Scott Stump
went back to Congress for a vote.
The vote was 360 to 0, getting the
memorial the Congressional support it needed.
At this time, The Olin Studio,
a premier landscape and urban
design firm in Philadelphia,
Pennsylvania took over the

project. Skip Graffam, landscape
architect with Olin Studio, has
been working with this project
and pushing it forward ever since
Olin took it over. The project
broke ground on July 14, 2022,
and is scheduled to be completed
on Veterans Day, November
11, 2024. Present at the groundbreaking were the board of the
National Desert Storm Memorial
Association (all veterans), representatives from CSO and Olin
Studio, plus His Excellency
Salem
Abdullah
Al-Jaber
Al-Sabah, Ambassador of the
State of Kuwait.
Even though the original design
has changed, the curved granite wall still remains the focus of
the project. The site is drawn to
be approximately 200 feet x 200
feet. The granite wall itself will
be approximately 7 feet tall. The
fear was that if it was much taller
it would obstruct the Lincoln
Memorial.
Oddly enough though, while the
project does have a completion

Left: Randy Schumacher with a Desert Storm veteran,
attending the ground-breaking ceremony for the Desert
Storm War Memorial (below), in Washington, DC.

date, they have not yet picked the
color of the granite for the wall.
They are looking for a color that
best represents the color of the
sand dunes. We wish them luck.
If you wish to learn more about
the war, the memorial or if you
wish to donate, please visit www.
ndswm.org.
To follow the progress of the
memorial, visit their Facebook

page:
https://www.facebook.
com/NationalDesertStorm
WarMemorial.
On a side note, there are four
different people the Slippery Rock
needs to thank: Number 1 – To
all our veterans of Desert Shield/
Desert Storm and to all our veterans everywhere, we thank you for
your service. Number 2 – Scott
Stump, we thank you for your

service and to your dedication
to this project. Lastly, we thank
you for showing the world that
one man can make a difference.
Number 3 – Randy Schmacher,
we thank you for taking the time
to talk to us and tell us this story.
And number 4 – Trey Monday
of BBG Granite in Virginia, we
thank you for bringing this significant and worthwhile project to
our attention.
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Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.
www.sinkits.com

(417) 374-7373

info@sinkits.com

Texting: What a Pain

T

echnology has given
us many wonderful things: smarter
homes, safer cars, messaging in an instant, the ability
for a lot of us to work from
almost anywhere, and so
many other great advancements that help us both professionally and personally.
On the flip side, technology has also given us some
not-so-great things: weight
issues from lack of exercise, eye strain, wrist issues,
posture problems from
incorrect sitting, and sitting
too long, headaches, and a
number of other unpleasant things. Studies show
that 60% of Americans
develop technology related
health issues. Now, on top
of everything else, we have
Text Neck Syndrome.
Text Neck Syndrome
is defined as: A repetitive
stress injury to the neck
caused by having your
head in a forward position
for an extended period. The
forward pending posture
affects the curvature of the
cervical spine, the neck and
shoulder muscles, and supporting ligaments.
In simpler terms, we are
all walking (or sitting)
around looking down at our
phones and it’s hurting our
necks. We are either looking for, sending, reading,
or receiving text messages.
Believe it or not, your head

Sharon Koehler
Stone Industry Consultant
can weigh up to 12 pounds.
Depending on how far you
bend your neck, you are
asking your neck to hold up
to 60 pounds of pressure.
That is a lot.
The symptoms of Text
Neck Syndrome are as
follows:
•Nerve pain or numbness
in your upper arms and/
or neck.
•Headaches
•Eye strain
•Decreased range of
motion in your neck or
shoulders due to stiffness
•Nagging or constant
pain in your neck, shoulders, or upper back
•Dizziness
If you are suffering from
Text Neck Syndrome, there
are things you can do to
help relieve your numbness, pain, and stiffness:
•If you can, take an OTC
anti-inflammatory.
•Apply ice for the first
day or so and then, if
necessary, switch to
heat.
•Severe cases may
require a doctor and possible physical therapy,
but lighter cases can be
helped by a visit to a chiropractor and/or doing
neck strengthening exercises like yoga stretches
and chin tucks.

If you don’t have Text
Neck Syndrome, but you
think you might be a candidate, there are several
things you can do to hopefully keep yourself from
falling prey to this ailment:
•When writing, reading or sending text messages, hold your phone
eye level so you aren’t
looking down.
•Take breaks from your
phone
every
15-20
minutes.
•If possible, set your
phone on a stand that
raises it off the table or
desk, in an upright position, so when you look
at it, you aren’t looking
down.
•Do neck strengthening exercises like yoga
stretches or chin tucks to
strengthen your neck.
On top of Text Neck
Syndrome, medical professionals are also seeing
Texting Thumb. Texting
Thumb is a tendon problem
in the thumb(s), usually
accompanied by pain and
swelling at the joint along
with tenderness and stiffness. There may also be a
clicking sound when bending the thumb. Apparently
human thumbs are not built
to take the constant, repetitive movements associated
with texting. In short, we
are rubbing our thumbs the
wrong way.
Please turn to page 22
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Never Give a Sucker
(Or a Grandfather) an Even Break

I

will be having alpha-andomega feelings on September
11 this year.

“Nine-Eleven (or 9/11),” as
it has come to be called, marks
one of the most tragic days in
American history. Even now, 21
years after the fact, images of ash,
smoke, fire and terror flash anew
in my mind.
Fortunately, there’s an opposite,
happier, side of September 11 in
2022. It’s National Grandparents
Day. Officially declared by presidential proclamation in 1979 by
Jimmy Carter, Grandparents Day
falls on the first Sunday after
Labor Day.
This gives me yet another
opportunity to repeat a universal
truth: As much as you love your
children, just wait until you have
grandkids. Mary Ann and I have
three, all of whom live within
20 miles of our house. What a
blessing!
This summer, I’ve been letting

Sam Venable
Department of Irony

them run the outboard on my
bass boat—with kill switch
firmly snapped to their wrists and
just-to-make-sure Pippy seated
alongside.
They know only one speed, of
course: full bore, straight down
the channel. Looking at those
grins, caps backward, hair in the
wind, I invariably start humming
Alan Jackson’s country classic,
“When Daddy Let Me Drive.” If
you’re not familiar with that song,
Google it and smile. This tune
oughta be declared the National
Anthem of Growing Up.
Ah, but there’s also a devious
side of grandchildren. I discovered it from granddaughter Lucy
when she was a sweet, innocent
11-year-old. It was the day she
introduced me to a new form of
insanity called “mancala.”
New to me, that is. Mancala

itself is ancient, dating to the
Seventh Century. It’s the generic
name for a complicated board
game. Mancala has something
like 800 specific names, depending on where in the world you
happen to be playing. In any location, I would call it “that %$#!&#
smarty-pants nightmare.”
I never turn down an opportunity to play any game with my
grandkids. Thus, I agreed immediately when Lucy said, “C’mon,
Pippy. It’s easy to learn.”
Sure it’s easy—if you have a
mathematical mind, which Lucy
does. She inherited this trait via
her electrical engineer father and
computer guru grandmother.
Me? You gotta be kidding. I
still have trouble with basic jock
math.
This game involves a series of
parallel, cupped depressions. It
can be played on the bare ground
or with a board that looks like an
elongated muffin tin. At the start,
each cup is filled with an equal
number of tokens: beans, seeds,
rocks, whatever’s handy. Lucy
and I used colorful river pebbles.
The action moves in a circular rotation. The object is to capture as many of your opponent’s
tokens as possible, while losing as few of yours. Each player
starts with an equal number and
doles them out, one per cup.
If the last token lands in a cup
filled with others, that player gets
possession of the entire cache and
then keeps rotating and doling
until he or she inevitably winds
up on an empty cup. Then it’s the
other player’s turn. The person

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.

its relative the Tyrannosaurus Rex by
10 million years.
The nine-foot-tall, 22-foot-long
skeleton was discovered in 2018 in the
Judith River Formation near Havre,
Montana, Sotheby’s said. The Judith

River Formation is a fossil-rich area
in Montana about 45 miles from the
Canadian border. The auction house,
which did not disclose the name of
the seller or the buyer, had estimated
it would sell for between $5 million
and $8 million. The high bidder also
won the right to name the dinosaur’s
skeleton.
All of the other known Gorgosaurus
skeletons are in museum collections,
making this one the only specimen
available for private ownership, the
auction house said.
“In my career, I have had the privilege of handling and selling many

One Owner Dino

T

he fossilized skeleton of a T. Rex
relative that roamed the earth
about 76 million years ago was auctioned in at Sotheby’s in New York,
for $6.1 million.
The Gorgosaurus skeleton was a
highlight of Sotheby’s natural history
auction on July 28, the auction house
said.
The Gorgosaurus was an apex carnivore that lived in what is now the western United States and Canada during
the late Cretaceous Period. It predated

The sale was the latest in a series
of dinosaur-fossil auctions that
have infuriated paleontologists
who worry about the commercialization of Earth’s precious
evolutionary history.

with the most tokens at the end
wins.
Doesn’t sound all that complicated, right? Be not fooled.
I thought this was a completely
random affair, pure chance. Little
did I realize it’s an analytical
game. Like chess, it requires that
you anticipate moves in advance.
After five or six games, all of
which Lucy won handily, she
took pity.
It was my move.
“Start with those pebbles,” she
said, pointing to a certain cup.
I did. It seemed like a prudent
choice. But then a few cups later,
I landed on empty and was out.
“I thought you were giving me
good advice,” I complained.
Lucy smiled devilishly and
raised her eyebrows.
Several games later I faced a
similar quandary.
“Start there,” she said, pointing
to another cup.
“Yeah, right,” I replied sarcastically. “Just like you led me astray
before.”
“Noooo,” she cooed sweetly.
“It’ll work this time.”
Yes, of course, I was out in the
blink of an eye.
“You tricked me again!” I spat.
Lucy just shrugged as she
counted her winning pebbles.
“It’s your own fault, Pippy.
You’re the one who listened to
me.”
Kid’s got a great future in
politics.

“I believe every
human has a finite
number of heartbeats. I don’t
intend to waste
any of mine.”
— Neil Armstrong

Getaway Mower

F

lorida deputies used a
taser to stop a man who
tried to avoid arrest by fleeing
on a riding lawn mower one
Saturday.
The Okaloosa County sheriff’s office said it was trying
to serve arrest warrants on an
unnamed 40-year-old man and
found him on the mower in a
backyard. They shouted at him
to stop and get on the ground
when he tried to escape on the
mower.
Deputies chased him on foot
before using the taser. When
he was finally caught deputies
found him with a revolver, a
handcuff key and a pipe with
methamphetamine residue.
He is facing charges of grand
theft, grand theft of a vehicle,
felony criminal mischief, two
counts of resisting an officer, possession of a concealed
weapon by a convicted felon,
carrying a concealed handcuff
key, possession of drug paraphernalia, felony failure and
other counts. It is not known
if he has legal representation.

exceptional and unique objects, but
few have the capacity to inspire wonder and capture imaginations quite like
this unbelievable Gorgosaurus skeleton,” Cassandra Hatton, Sotheby’s
global head of science and popular
culture, said.
Paleontologists were not so awestruck. But they acknowledge that
everything about the sale appears
legal. In the United States, fossils
found on private land can be sold for
profit. If the Gorgosaurus had been
found just north of the border, in
Alberta, it would have belonged to the
public, paleontologists said.
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Texting: What a Pain
Continued from page 20

Treating this malady is almost
the same as text neck syndrome.
Phone breaks, OTC anti-inflammatory, ice then heat, and thumb
strengthening exercises. You can
also purchase a thumb brace to
immobilize your thumb and its
joints.
The best way to prevent text
thumb is to let your cell phone
do the work. Smart phones have
a texting feature that lets you
speak your texts instead of typing. Dr. Melody Mathews, DC
and medical instructor, says there
is a direct link between text neck
syndrome and texting thumb. If
you have one, you are probably
on your way to getting the other,
if you don’t have both already.
Prevention is the first course of
action but if symptoms do arise,
try to address them at the first
sign of trouble so your condition doesn’t become serious or
chronic.

Everybody sends and receives
multiple texts a day, even kids.
It’s a great tool that helps us in our
everyday lives both professionally and personally. The key is to
do it in a proper, safe and healthy
manor. Maybe, just maybe, the
answer is to put the phone down
and talk face to face?
Please send your thoughts on
this article to Sharon Koehler at
Sharonk.SRG@gmail.com .

Exercises for Text
Neck Syndrome
Listed below are some
exercises that could prevent text neck syndrome.
These
exercises
should
not increase pain. If your
pain increases, then stop
and contact your healthcare provider or physical
therapist.
1. Chin tuck:
Start in a upright sitting

Survey Indicates Positive Outlook for
Homebuilder Market Despite Recession

T

he
Association
of
Professional
Builders (APB), a leading
business coaching service for
custom home builders, with
members in the United States,
Canada, Australia and New
Zealand, today provided additional insights on the homebuilder
market in light of a possible
recession that U.S. economists
are predicting. While construction
material costs, labor shortages,
and other pandemic implications have arisen, the association
remains optimistic about residential homebuilders’ businesses –
provided that they know how to
prepare for a possible recession.
Recently, APB released findings from its annual 2022 State
of Residential Construction
Industry (SORCI) Report. The
report, compiled annually, surveyed more than 700 builders
from the United States, Canada,
Australia, and New Zealand, and

46.7% of the
residential home
builders surveyed
indicated that
they are on track
to earn more
money this year
was sponsored by Buildertrend,
CBUSA,
Buildxact,
Xact
Accounting and Builda Price. Key
findings concluded that 68.9% of
U.S. homebuilders focus on new
construction and take on approximately 13 projects per calendar
year.
“Smart builders must factor
in extended lead times, material price increases, and labor
shortages. These factors are all
combining to erode what little margins builders have left
in their projects,” said Russ
Stephens, Co-Founder of APB.

“The residential home builders
who will continue to succeed are
the ones that have a good understanding of their financials; this
includes protecting their profit
margins with at least a 25% gross
margin.”
The 2022 SORCI Report indicated that the benchmark for
fixed expenses is approximately
15% of the company’s annual
sales for those building companies with over $3 million in
annual revenue. 55% of the home
builders surveyed also projected
marking up their jobs by 25% or
more based on their profitability in 2022. More than 50% (56.6
percent) of U.S. builders noted
that they monitor their gross margins on jobs every month.
Optimistically, 46.7% of the
residential home builders surveyed indicated that they are on
track to earn more money this
year, surpassing $120,000 in
annual salary, also with 52.7% of
their jobs completed on budget.

APB predicts that with demand
now starting to reduce for home
builders in the U.S., it’s imperative that builders address how
they are marketing their business
before it’s too late.
“Sales have been relatively easy
for builders to achieve over the
past two years due to unprecedented demand which has led to
a reduction in marketing activity for most building companies,” said Stephens. “However,
as demand softens, it’s important
that companies factor in the long
sales cycle in the industry. This
means they need to be generating
opportunities right now in order
to still be signing contracts in 6 to
12 months time.”
The right understanding of the
company’s operating costs, both
fixed and variable, accounting
for lead times, taking on specific
jobs that don’t stretch the company too thin, and marking up
jobs correctly to account for the
materials and labor market, are all
critical with a possible recession
looming. As some of the jobs the
home builders are completing are
already booked out with a more
than 18-month lead time in their

position, gently tuck your
chin as if you are making a
double chin. Make sure your
nose and chin are facing forward, not downward. Hold
this position for 5 seconds.
Repeat for 30 repetitions.
2. Scapular Retraction:
Start in a upright sitting
position. Tighten the muscles between your shoulder
blades and gently squeeze
your
shoulder
blades
together. Hold this position
for 5 seconds and repeat 30
times.
3. Pectoralis Stretch:
Place one hand onto a
door frame, up to your
shoulder level. Slowly lean
forward until you feel a
stretch along your chest.
Hold this stretch for 30 seconds and repeat 3 times on
each side.
4. Foam Rolling Series:
For upper back mobility and anterior shoulder
mobility.

schedules based on prior demand,
the building companies that will
still be operating in 2023 will stay
close to their financials, recalculating their costs every 30 days.
To find out more about the state
of the residential construction
industry, a free PDF of the report
can be downloaded at https://
go.associationofprofessionalbuilders.com/sorci-download.

“The most important
thing we can do is
inspire young minds
and to advance the
kind of science, math
and technology
education that will
help youngsters take
us to the next phase
of space travel.”
— John Glenn
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WANT TO JOIN THE ARTISAN GROUP?
The Artisan Group, an elite North American network of independent
countertop professionals, is looking to grow their group.
The Artisan Group is an elite North American network of independent
countertop professionals. We were among the first stone fabricators in
the world to achieve full accreditation with the Natural Stone Institute,
with each member rigorously tested on quality, safety, and service.
Each member is an owner and partner in the Artisan Group. Our extensive
network gives the group leverage in purchasing supplies, equipment,
services, and the highest quality material from the best sources around
the globe.

Membership in the Artisan Group allows sharing of best practices because
of our strict non-compete territory policy. Members are given a 300 mile
radius around their shops to prevent competitors from joining the group.
Architectural Surfaces is a supporting partner of the Artisan Group
providing access to the best-in-class natural stone, PentalQuartz and
MetroQuartz. The ability to service Artisan members nationally from
30 locations, as well as provide event planning and marketing support
is a value-add.

Currently we are looking for new companies to join the group’s partnership in
the following areas:
Southern California
Las Vegas, NV
Wisconsin

Indiana
Louisville, KY
St. Louis, MO

Jackson, WY
Boise, ID
Orlando, FL

Oklahoma
Mississippi

To learn more about becoming a member contact Jon Lancto: jonl@Artisan-counters.com
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Natural Stone Institute Completes 43rd
Home with Gary Sinise Foundation

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

Staff Sergeant Stuart DiPaolo
and his family were provided by
Quality Marble & Granite and
Andrew Lauren Surfaces.
During a training exercise in
2015 at Camp Pendleton in San
Diego, California, retired U.S.
Ma-rine Corps Staff Sergeant
Stuart DiPaolo was navigating an
all-terrain vehicle when he lost
con-trol on the weathered course.
Rain had pelted the area the day
before, causing conditions on the

“While I understand your concerns, I like to think
that by creating shareholder value we
are delivering a kind of justice.”

© MARK ANDERSON. www.andertoons.com

T

he Natural Stone Institute
has provided natural
stone and fabrication
services for its 43rd home with
the Gary Sinise Foundation
through its R.I.S.E. (Restoring
Independence
Supporting
Em-powerment) program. The
Foundation’s R.I.S.E. program
builds 100% mortgage-free specially adapted smart homes for
severely wounded veterans and
first responders. Natural stone and
fabrication for U.S. Marine Corps

ground to be more challenging to
navigate than initially assessed.
When his vehicle began to go up
an embankment, Stuart made the
split-second decision to bail out
as the best course of action for
his overall safety. Upon jumping
from the vehicle and landing on
the ground, the vehicle then rolled
over on its side, where the roll
bar ended up crushing his head.
When medical help ar-rived,
every bone in his face was broken
and his right-side carotid artery
was severed. His neck was broken and his left eye was detached
from the optical nerve.

Since his injury in 2015 and following surgeries and setbacks in
treatments, his wife Michelline
and their two daughters, Kaylee
and Audrey, have empowered
Stuart on his road to recovery.
While his left arm and left leg
are paralyzed and with limited
vision in his right eye after losing eyesight in his left, Stuart is
intent on being the rock in the
family and serving as a mentor
to other wounded service members battling physical and psychological wounds that come
with life-changing traumatic injuries. This specially adapted smart
home will not only ease his daily
struggles and mobility needs, but
it will also enable him to spend
more time with his family and
supporting their needs instead of
his own.
Companies interested in getting
involved with future projects are
encouraged to email rise@naturalstoneinstitute.org.
To learn more, and to see a
list of all Natural Stone Institute
members who have donated their
time, products, and services to
this cause, visit www.naturalstone
institute.org/RISE.
The Natural Stone Institute is
a trade association representing
every aspect of the natural stone
industry. The current membership exceeds 2,000 members in
over 50 nations. The association offers a wide array of technical and training resources,
professional development opportunities, regulatory advocacy,
and networking events. Two
prominent
publications—the
Dimension Stone Design Manual
and Building Stone Magazine—
raise awareness within the natural
stone industry and in the design
community for best practices and
uses of natural stone. Learn more
at www.naturalstoneinstitute.org.

“Being in good physical shape is the
best way to combat depression. You
just have endorphins running around
your body. It is the best
anti-depressive that there is.”
—Chris Pratt

Study Finds 100%
Of Work Meetings
Ever Held In Human
History Have Been
Entirely Unnecessary

A

ccording to the results of a new
study conducted by Brown
University, exactly 100% of work
meetings ever held in all of human
history, across all industries and sectors, have been entirely unnecessary.

Researchers followed careful criteria while observing real-life business meetings to understand what
constitutes a successful meeting.
Successful meetings, they said,
would qualify as a valid use of time.
Researchers took detailed notes
on employee engagement, follow
through on meeting action plans, and
whether or not meetings were actually about something. In all meetings
observed, none met the criteria of a
successful meeting and were thus
deemed a complete waste of time.
“My team sat in on over 3,000
meetings. All of them met with
disaster,” said Dr. Ansul Sundilhop.
“I, myself, once witnessed a meeting in which the person who called
the meeting had no idea he had done
so. Employees sat quietly for twenty
minutes waiting for someone to
speak before giving up and returning
to their workstations.”
“The amount of data we’ve put
together from this study has been
astronomical. I really hope it’ll help
businesses improve their efficiency
and work relationships,” he added.
Highlights from the study include:
Over 83% of meetings end with
employees confused about who does
what.
•45% of meetings feature a sleeping employee.
•Employees invited to mandatory
work meetings are 91% more likely
to experience suicidal thoughts.
•Over half of all meetings are
put together so that one ambitious
employee can show off to their boss
that they can run a meeting.
According to sources, business
leaders have taken the results of the
study to heart and are currently holding meetings to brainstorm alternatives to meetings.
“There must be something we can
do,” said Amazon CEO Andy Jassy.
“I’m going to have to put the finest members of my team together in
Zoom and figure this out!”
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Beth Gaughan Celebrates 35
Years at Arizona Tile

A

rizona Tile is proud to
share the contributions
of Beth Gaughan who
recently celebrated her 35th anniversary with the company. Beth
is currently the Vice President of
Sales and Marketing for Arizona
Tile, but the significant impact
she has had on Arizona Tile’s
success during her tenure spans
much further than that.
Not only has she been a key
leader in the direction of the company, but the relationships she has
developed with vendors and customers, and the mentoring she has
provided to countless employees,
are immeasurable. Her tenacity and level of professionalism,
as well as her foresight about the
market and evolving trends, have
earned her the respect of all who
know her. Never wanting to put
herself in the spotlight, she always
leads by example and attributes
successes to a team effort.
Beth’s story at Arizona Tile

Beth Gaughan, VP of Sales and
Marketing, Arizona Tile

began in 1987, but her relationship with the Huarte family began
well before that. Co-founders of
Arizona Tile Eileen and John
Huarte lived in Kansas City,
Missouri, during John’s years
playing for the Kansas City
Chiefs. This is where the Gaughan
and Huarte families were originally introduced. A few of the
Gaughan siblings, including
Beth, even baby-sat the Huarte

children from time to-time, and
their friendship continued after
the Huartes left Kansas City.
Both during and after her time
as a student at the University of
Missouri, Beth’s work ethic was
immediately clear. She worked as
both a UPS driver and ran a country club pro shop, always willing to give of her time and energy
to work hard and succeed. With
Arizona Tile having been in business for over 45 years, it is evident that Beth’s drive and tenacity
have played a key role in the
company’s success. Always willing to give 100%, she was never
one to shy away from a challenging position.
In 1987, Eileen Huarte hired
Beth in her first role at Arizona
Tile as a Showroom Consultant.
She went on to serve in various roles including Outside
Sales Representative and Sales
Manager. Beth was appointed
Vice President of Sales in
September 2003 and then Vice
President of Sales and Marketing
in January 2019. In her current role, she leads the implementation of sales strategies in
the field and showrooms including the management of Regional

Sales Managers. She oversees the
development of new showrooms,
the remodeling of existing showrooms, and is part of the Product
Design Team for all products.
Beth has guided the development and promotion of the
National Builder Programs and is
responsible for maintaining positive customer relations, including overseeing customer service
training for Customer Service
Representatives and Sales staff.
Beth also works with, and oversees, the Marketing Team in the
development of sales tools for
showrooms and outside sales
teams, as well as all marketing
and digital initiatives. Beth has
always been a leader in setting the
culture at Arizona Tile and is one
of the primary reasons the company has long-standing relationships with vendors and customers
alike.
When asked about her impact,
co-founder John Huarte remarked,
“Beth’s role in the success of
Arizona Tile cannot be understated. Her ability to build relationships with customers, have
great foresight in regard to trends
in the industry, and be a strong

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

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

CALL 877.999.1175
or 404.543.0446

ROCKCRETEUSA.COM

SALES@ROCKCRETEUSA.COM

F U L LY I N S U R E D | A L L W O R K G U A R A N T E E D | A L L S T R U C T U R E S E N G I N E E R - D E S I G N E D

“The sound and music
are 50 percent
of the entertainment
in a movie.”
— George Lucas
leader as part of the Executive
Team, driving many strategic initiatives, has been invaluable. She
is a key part of our success.”
Founded in 1977 in San Diego,
California, Arizona Tile has
grown into a nationally recognized commercial and residential distributor in 10 Western
states. Arizona Tile distributes
more than 300 varieties of granite, marble, quartzite, limestone
and travertine slabs and tile, over
60 colors of Della Terra® Quartz,
and over 60 series of porcelain,
ceramic and glass tile. Founded
by John Huarte, former NFL
player and Heisman Trophy winner, the company is still family-owned after more than 45
years.
Visit Arizonatile.com for more
information on their products.
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Three Waterfront Projects
Featuring Natural Stone

W

aterside living evokes
a special connection with nature and
peaceful feelings–and natural
stone is one building material
that can enhance this experience. Homeowners are spending
more time at home and continue
investing in their outdoor living
projects, maximizing the value of
waterfront property and enhancing the quality of life through

Patio and flagstone provided
by The Rockshop at New
Hampshire Thinstone, with
design by Stephens
Landscaping.

Lisa Miller

charm. This space is perfectly
suited and has ample space for
gathering and socializing, and
the homeowners are sure to enjoy
many magical, memorable nights
regardless of the season.

Delgado Stone
is all about making the most of
lakeside living and leisure.
Especially during the summer season, there's nothing better than an outdoor living space
that incorporates waterfront
views from the pool! This Maine
homeowner built the ultimate

About the Stone
Fitzwilliam Granite comes from
New Hampshire, also known as
the Granite State. The light modern grey color is consistent, but
it has some weathering which
offers variability throughout the

Fitzwilliam granite full bed fountain.
Backsplash, fountain, and retaining wall by
Sudbury Design Group in Massachusetts.

collection. You may have seen
this historic stone on various projects throughout the United States.
Liberty Hill is another granite
native to Connecticut. Liberty Hill
is popular because of the blue/
grey color, with occasional pink
and white striations. The strength
of this granite makes it a popular
choice for veneer and landscape
projects in colder climates.

Liberty Hill granite walkway installed by
Green Monster Landscapes, New Hampshire.

built-in leisure. Whether lakeside
or oceanside, the natural stone
designs featured in these projects
create an incredible atmosphere to
enjoy throughout the seasons, and
they are sure to inspire waterfront
living projects all year round.
These New Hampshire homeowners turned their backyard
into the ultimate outdoor living
destination with a retaining wall
by the lake, and a flagstone walkway and patio, which coordinates
seamlessly with the dock area.
This project features a Liberty
Hill Flagstone walkway from one
end of the property to the other,
which showcases the beauty and
color range of the stone. Whether
sitting and relaxing, admiring the
view, or setting sail on an adventure (and enjoying the view from
the other direction) this backyard

backyard space by combining
natural stone (in various layouts)
including American Mist Mosaic
Thinstone. Spectacular ocean
views, waterfalls, and perfectly
placed seating create the perfect
setting to admire it all. Even when
the pool is not in season, the landscaping and design leave much to
be enjoyed even in cooler months,
while dreaming of warm, sunny
days spent in the company of
family and friends.
Fireplaces and fire pits are
among our favorite projects to
feature, and this one along the
shores of Cape Cod is no exception! The view from this backyard
living space speaks for itself, and
the outdoor fireplace design and
stone wall featuring Old New
England Rounds enhances that
natural northeastern beachside

For more information, visit
Delgadostone.com .
Lisa Miller is a Customer
Experience
Associate
with
Delgado Stone. You can read
more of her blog posts at Delgado
stone.com/blog.

Firepit designed
by Cranberry
Landscape,
with materials
provided by
Stonewood
Products.

“How many legs does a dog
have if you call his tail a leg?
Four. Saying that a tail is a
leg doesn’t make it a leg.”

— Abraham Linclon
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Construction Resources Acquired
by Mill Point Capitol

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

ISFA to Host Industry Roundtable
Event in Knoxville, TN

T

he International
Surface Fabricators
Association (ISFA)
will host its fifth Industry
Roundtable Event of the
year from September 27
through September 29
in Knoxville, Tenn. The
event is part of a series that
aims to support fabricators
in their work with robust
business development discussions, key marketplace
insights and tours of stateof-the-art facilities.
The agenda includes
roundtable discussions —
hosted at BB Industries’
headquarters — that will
focus on sales and marketing strategies with an
emphasis on planning for
growth. Topics include best
practices within the sales
process, coaching and connecting with sales teams,
and showroom design.
Attendees will also benefit from an in-depth tour of
Crossville, America’s leading manufacturer of porcelain tile. Known for its
creative and sustainable
design solutions, Crossville
will open its doors for a
behind-the-scenes
look

at its tile production process. Furthering what has
become one of the fastest-growing material categories in terms of demand,
expert panelists will lead a
discussion on how porcelain can support business
growth and new opportunities for fabricators.
Networking
functions
and leisure time, including the chance to try some
of Tennessee’s best barbecue, are built into the schedule for this event, which is
sponsored by BB Industries
and Crossville, Inc. .
This Industry Roundtable
is open to all fabricators,
including nonmembers, and
registration costs just $199.
Registration for Associate
Members is $399.
“ISFA is proud to present this fantastic opportunity for fabricators to learn
more about porcelain materials,” said Nancy Busch,
executive director of ISFA.
“The moderated discussions and presentations are
curated to help fabricators and other industry professionals strengthen their
businesses. ISFA’s mission

is to further the decorative
surface industry by providing meaningful resources,
training opportunities and
events like this one, which
helps fabricators connect and learn from one
another.”
Space is limited, so those
interested in attending are
encouraged to reserve their
spot as soon as possible by
visiting
www.ISFAnow.
org/industry-roundtable.
ISFA’s final in-person
event of 2022 will be its
Annual Conference, happening October 17-19
in Clearwater, Florida.
Themed
“Waves
of
Innovation,” this year’s
conference will foster a
growth mindset by educating attendees about
business
development
opportunities that use innovative products, software,
technology and other cutting-edge solutions. The
event encompasses three
days of informative sessions and workshops, and
more at the stunning Hyatt
Regency Clearwater Beach
Resort. Learn more at
www.ISFAnow.org .

onstruction Resources, LLC,
(CR) a 52-year-old
Atlanta-based company,
has recently been acquired
by investment group,
Mill Point Capital.
(Construction Resources
formerly included the
division known as Atlanta
Kitchen). The goal is
to support the strategic
growth plans of the business including geographical expansion via green
fielding and acquisition in
its core product categories.
Over the past decade,
CR has expanded its service area, product categories, and offerings to
better serve its customers,
and with the Mill Point
partnership, will continue to focus on growth
initiatives
providing
enhanced opportunities to
CR employees across the
U.S. through their legacy
brands and locations.
“Our company has
always believed in developing our team and fostering relationships while we
provide the best possible
solutions and products to
our residential, multi-family, fabricator and commercial customers. As part
of International Designs
Group and Mill Point
Capital, we plan to continue our mission of being
a loyal partner to our customers and vendors, creating job opportunities,
and working with our 750
employees across 30 plus
locations,” Mitch Hires,
CEO of Construction
Resources said.
In late 2015, Construction
Resources
was
acquired by Monomoy
Capital Partners and continued further strengthening the company’s
footprint and product
offering. In 2019, CR
acquired United Materials,
Inc. helping expand its

product and geographic
reach.
Throughout the Monomoy
hold period, they have significantly expanded their
construction and design
influence in the southeastern
part of the United States, as
well as integrated and professionalized the business.

built. We’re excited to partner with Mitch and the rest
of the CR team to continue
growing the International
Designs platform and pursuing the numerous opportunities
ahead,”
said
Michael Duran, Founder
and Managing Partner of
Mill Point.

Through growth and
expansion, CR has always
maintained its brand legacy
and relationship value with
its associates and customers and plans to continue
operating under the same
model. While the Company
has grown over the years, its
leadership team and focus
has been consistent. CR is
pleased to report its entire
Senior Leadership team will
be moving forward with
Mill Point post transaction.
“Mitch and his team have
built a special platform in
Construction
Resources.
The growth opportunities
in front of the Company
are exceptional, and we
are thrilled to be bringing
CR into the International
Designs family,” added
Rick Bennet, Mill Point
Executive Partner and
Executive Chairman of the
Board.

For 50+ years, CR has
provided residential and
commercial builders and
remodelers, as well as
homeowners, with a onestop shop for their surface,
appliance, and architectural specialty needs. Construction Resources offers
an array of high-quality
proprietary and sought-after blue-chip brands for
builders and homeowners.
The company is headquartered in Atlanta, Georgia,
with showrooms, surface
galleries, and design centers located regionally.
Visit
www.construction

“We’ve been
impressed by
CR team, and
lent foundation
www.cartoonstock.com

extremely
the entire
the excelthey have

resourcesusa.com.

Mill Point Capital LLC is a
private equity firm focused
on control investments in
middle market companies
in North America across
the business services, IT
services, and industrial sectors. Mill Point is based in
New York, NY. For more information, please visit www.
millpoint.com .
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Them’s MY Dusty Bugs!

The Slippery Rock Marketplace
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ASA wants its moon
dust and test-bugs
back.

BBIndustriesLLC.com

800-575-4401

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

1

FAST. SIMPLE. SECURE.
www.sinkits.com

(417) 374-7373

info@sinkits.com

We produce durable, easy-to-use stone
processing and handling equipment that
will help the stone fabricator increase
production while decreasing costs.
www.rye-corp.com

MADE IN THE USA

FAB KING • HUSKY • PRISM MITER
RENEGADE • RYDRATOR • TILT-A-SLAB
Save BIG on
Hercules stone
transport solutions.

BBIndustriesLLC.com
800-575-4401

Material Handling • Air Tools • Electric Tools

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

CALL 877.999.1175 or 404.543.0446
ROCKCRETEUSA.COM

SALES@ROCKCRETEUSA.COM

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

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

O

The test-bugs that were
fed moon dust were
brought to the University of
Minnesota where entomologist Marion Brooks dissected and studied them.
“I found no evidence of
infectious agents,” Brooks,
who died in 2007, told the
Minneapolis Tribune for
an October 1969 story. She
found no evidence that the
moon material was toxic or
caused any other ill effects
in the insects, according to
the article.
But the moon rock and
the cockroaches were never
returned to NASA, instead
displayed at Brooks’ home.
Her daughter sold them in
2010, and now they are
up for sale again by a consignor who RR did not
disclose.
It’s not unusual for a third
party to lay claim to something that is being auctioned, said Mark Zaid, an
attorney for RR Auction.
“NASA has a track
record of pursuing items
related to the early space
programs,” although they
have been inconsistent in
doing so, Zaid said. By
its own admission, NASA
acknowledged in one of its
letters that it did not know
about the previous auction
of the cockroach experiment items.
“We have worked with
NASA before and have
always cooperated with the
U.S. government when they
lay claims to items,” Zaid
said. “At the end of the day,
we want to act appropriately and lawfully.”
RR Auction is holding on
to the lot for now, but ultimately, it’s up to the consignor to work something
out with NASA, he said.

Patented Undermount Sink Clips

There’s a new Viper in town

Insects and "lower life
forms" were fed moon
dust to test for toxicity.

M

The space agency has
asked Boston-based RR
Auction to halt the sale of
moon dust collected during
the 1969 Apollo 11 mission
that had subsequently been
fed to cockroaches during
an experiment to determine
if the lunar rock contained
any sort of pathogen that
posed a threat to terrestrial
life.
The material, a NASA
lawyer said in a letter to the
auctioneer, still belongs to
the federal government.
The material from the
experiment, including a
vial with about 40 milligrams of moon dust and
three cockroach carcasses,
was expected to sell for at
least $40,000, but has been
pulled from the auction
block, RR said.
“All Apollo samples, as
stipulated in this collection of items, belong to
NASA and no person, university, or other entity has
ever been given permission
to keep them after analysis,
destruction, or other use for
any purpose, especially for
sale or individual display,”
said NASA’s letter dated
June 15.
It went on: “We are
requesting that you no longer facilitate the sale of
any and all items containing the Apollo 11 Lunar
Soil
Experiment
(the
cockroaches, slides, and
post-destructive
testing
specimen) by immediately
stopping the bidding process,” NASA wrote.
In another letter dated
June 22, NASA’s lawyer
asked RR Auction to work
with the current owner of
the material to return it to
the federal government.
The Apollo 11 mission brought more than 47
pounds (21.3 kilograms) of
lunar rock back to Earth.
Some was fed to insects,
fish and other small creatures to see if it would kill
them.

ETING

RECESSION
AHEAD!
Pressured to drop prices?
Backlog disappearing?

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

Sales volume decreasing?

GET HELP.
BE PREPARED.
Sponsored By:

Fabricators Business Academy.com
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The Slippery Rock Classifieds
For Sale
2018 Mec Horizontal T1 Pitching
machine. A single head machine that,
peels, i.e. pitches, natural stone pieces
for the production of thin veneer and wall
claddings with one face split side in view.
Can pitch different kind of stones: starting from the softest, such as sandstone
and marble, to the hardest ones, such as
granite and quartzite and even concrete.
Contact: Martin M, 403-478-9293, martin
@stone-concept.ca .
___________
The HPS Express G series. The HPS
Express G series of energy efficient low
voltage distribution transformers offer an
ideal combination of features, quality,
reliability and performance to provide the
most cost effective solution for your commercial applications. Contact: Martin M,
403-478-9293, martin@stone-concept.ca .
___________

Classified Ad Guidelines
Ads not meeting guidelines will not
be published.

•To submit a print or online classified
ad, use the online form at www.
slipperyrockgazette.net/listingform –
you will be sent a confirmation email.
Send other ad inquiries to publisher@
slipperyrockgazette.net.

IGLOO 600 BMB

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

600 X 550 15Kw 160t

$105,575.00 USD

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

While Supplies Last

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

2022 Classified Ad Deadlines
Ad Submission Deadline
Friday, August 26, 2022
Friday, September 23, 2022
Friday, October 28, 2022

Issue
October 2022
November 2022
December 2022

www.ApexEquipmentInternational.com
Learn Stone & Tile Troubleshooting
Stone Forensics is once again
offering its popular Stone Inspection 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.

2019 Prodium Proliner 7 CS Digital
Templating – Perfect Condition. Have
too many, trying to sell one. Also have
a 2016 model available. Will sell either
machine. Includes aluminum tripod, 2
batteries, charger, remote control, case.
Asking $21,500 or best offer. Call 706318-3181, Email: radams@stargranite
interiors.com .
___________
2012 XTREME MFG XR1245 For Sale.
2012 XTREME XR1245 Telescopic lift
S/N: XR1245031291687 Meter Reads:
3891 hrs. Engine: Perkins, HP: 120,
Transmission: 4F/4R non-pneumatic tires,
out riggers. Enclosed cab fully heated.
This machine is in mint condition…
$70,000 USD. Contact: Martin M, 403478-9293, martin@stone-concept.ca .
___________

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

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

Call 321-514-6845 Stoneforensics.com

Rockford Planer. Includes over 150 shaping knifes. Perfect for Limestone. Asking
price $12,000 USD. Contact: Martin M,
403-478-9293, martin@stone-concept.ca .
___________

Ford F550 Boom Truck. Used 2004 Ford
F550 with RWD, flat bed, towing package.
Trailer hatch, bench seat, steel wheels,
AC, 68,700 miles, has A40 Auto Crane
Knuckle Boom #7500. Call for info or
email Brent. Contact: Young Brothers, Inc,
405-272-0821, brent@youngbrosinc.com .
___________
2020 Baca Robo Sawjet for Sale.
Excellent Condition, Low Hours robot
run time 520.95 hrs, waterjet run time
222.95 hrs. HP pump runtime 256.91
hrs, total saw motor run time 258.42
hrs. Can Assist with training and installation. Machine located in the Southeast.
Additional Information and pictures available. Priced to Sell: $275,000. Call 904613-6253, jennifer@jandjcorp.com .

List Your Items FREE

www.SlipperyRockGazette.net

CABLE SAWS FOR SALE

Custom built by owner – $35K

Custom built by owner – $125K

Cuts boulders 6’ x 16’ long, many modifications
built-in. To see in action, go to www.youtube.com/
channel/UC2uj5WVOZNiYfPVsfUU88kw and
watch “The Making of Claire’s Arch”

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

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

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

Business Opportunities
Turn Key Shop. Looking to get out of
the business. Shop is located just outside Buffalo, New York. I am willing to take monthly payments, with
some money down. We have 2 Intermac
Master 43 CNCs, a Yukon 2 bridge saw,
overhead crane with vac lifters– everything you need to get started. Maybe
some help, too – owner willing to stick
around for the changeover. Email:
stonetech45@gmail.com.
___________

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 overhead crane. Please call for more information. Contact: Michael Donham,
812-829-5663, mdonham@accentlimestone.com.
___________

CALL FOR
PRICING
& MORE

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

© MARK ANDERSON. www.andertoons.com

GENSET 250 Kva. Almost new, 350 hrs.
Asking $25,000 USD. Contact: Martin M,
403-478-9293, martin@stone-concept.ca .
___________

“Thanks a lot, Carl!”
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Stone Restoration and
Maintenance Corner
Helping Out a Local Fabricator

T

his month I’m presenting a
unique story about a local
fabricator who contacted
Knoxville Marble Polish regarding some damaged marble slabs
that had been stored outside. Rain
(acidic) had left run lines (light
etching) down the slabs, along with
general environmental contamination from birds and whatnot. Stone
Creek Surfaces had previously
paid another local company, who
had the means, about a $1,000 to
re-polish slabs – plus the risk and
inconvenience of loading them up
and shipping them to be processed,
and then returned.
So Trenton, who is the fab shop
foreman, called and asked if it was
possible that these could be re-polished more efficiently in-house
at their location? Of course, the
answer was a resounding yes! For
a restoration contractor, re-polishing slabs is easy stuff as there are

Bob Murrell

M3 Technologies
Photos by Bob Murrell

no grout lines, lippage, nothing to
tape off, no stairs, plenty of easily
available water, and a rare perfect
environment for our type of work.
There was, however, one big
caveat: the slabs had to be polished on the CNC gantry saw bed
as this was the easiest place to load
and unload the slabs efficiently.
Of course, the saw bed was about
3 feet off the floor! Trenton had
looked at several hand-operated
slab polishing machines, but these
were very expensive (at least for
the serious models), and it would
still be hard to reach across a full
slab, typically a 4 foot to 5 foot
wide by 10 feet or more long
piece. Also, with a 17-inch floor
machine, the polishing process
would go much, much faster than
with a hand-held machine.

Using the floor machine 3 feet off the ground was the primary concern, for safety reason. This operation can be dangerous.You can see the accumulated grime in this photo.

Marble and other slabs
stored outside can develop
environmental damage like
drip or run lines from acid
rain, bird droppings, etc.

Now for me, this was not a problem. I have been running floor
machines of all types for well over
40 years now. Once you have the
balance of the machine down pat,
it is basically effortless. There are
exceptions of course, like polishing granite with 175+ pounds of
weight on the machine, or severe
lippage removal, for sure. But
other than that, I have learned to
become one with the machine.
The machine works for me, not the
other way around.
For those who don’t have the
many years of floor machine experience under their belt, it can be
quite a scary task, at least in the
beginning. And this is running the
machine on a flooring surface, not
elevated 3 feet in the air on a CNC
saw turntable. As you can imagine, this is a daunting operation
with the possibility of dire consequences. If the machine were to go
over the edge, it might very well
drag the operator with it — Not to
mention that this would certainly
be detrimental to the machine!
Now, the fab shop technicians
were all watching me re-polish
their Calcutta Viola and Calcutta
Nathalia slabs with ease. And
rightfully so, they wanted to get
their own machine to be able to
accomplish this going forward.
Most fabrication shops do not have
ample storage to be able to keep
their slabs inside or even under
cover, so this environmental staining, on marble especially, is a very
common problem.
So Trenton and I discussed them
getting their own machine. Of
course, I’m in the machine selling
business, so I worked up a quote

for them and included
all of the accessories I
thought they might need,
at least initially. I agreed
to help them get started so
they could work on doing
this procedure on their
own.
The machine arrived
and I came out to help
them get started. We
opened everything up and
I went over the operation
of the machine, for polishing only. I showed them
where to adjust the handle, which is typically just
below the belt. I explained
that you lift up on the handle to
guide the machine to the right and
push down to guide the machine to
the left, and that this is most safely
done in very small increments.
I had them practice on the shop
concrete floor with an old natural
pad. They were able to control the
machine, but discovered quickly
that it will take some time to get
the level of confidence and control
necessary to operate the machine
on the saw table. I had Trenton try
it, but it is a pretty scary situation
when you’re new to floor machine
operation, and three feet off the
ground, to boot! So, they admitted
they’d need to continue to practice
on the floor for a while longer.
I also discussed the possibility
of them constructing some type of
bumper rail system around the saw
turntable bed, say with 2 x 6s or
something similar. I believe this
would definitely help and be much
safer for the shop.
I think with a bumper edge system installed on the turntable, this
could be a very effective method
for the re-polishing of marble and
other materials as well as taking a

polished slab to a honed surface. In
fact, this could be a game-changer
for honing slabs. Here in the US,
honed materials are not as easy to
come by, and with this operation in
place it could save both time and
money for a shop.
We’ll see how this plays out
at Stone Creek Surfaces and I’ll
report back at a future date with
the progress. Of course, Trenton
knows that I am not too far away
and will help if they need me. I
want this to be a success. We just
need to ensure the safety of the
operator as well as the machine. So
for now, this is still in the experimental phase, but with some safety
features installed, it looks promising. The main advantage of this
set-up is speed. I can repolish a
slab in 30 minutes or so quite easily, so this is definitely the goal.
As always and before beginning any new project, I recommend submitting a test area to
confirm the results and the procedure, prior to starting a stone or
hard surface restoration/maintenance project. Also, the best way
to help ensure success is by partnering with a good distributor, like
BB Industries, that knows the business. They can help with technical
support, product purchase decisions, logistics, and other pertinent
project information.
Bob Murrell has worked in the
natural stone industry for over
40 years and is well known for
his expertise in natural stone, tile
and decorative concrete restoration and maintenance. He helped
develop some of the main products
and processes which revolutionized the industry, and is currently
the Director of Operations for M3
Technologies.

The idea is to load the slab on the CNC gantry saw turntable and repolish the slab using a floor machine. With many
years of experience, polishing on the bed of a saw is not
too difficult for me, but is still dangerous. I recommended
a bumper system be installed to help with fall safety issues.
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GET MORE FOR LESS

THE MOST ADVANCED SOFTWARE FOR
COUNTERTOP FABRICATORS

SEAM LAYOUT

VEIN MATCHING

QUOTING
VISUALIZATION

& Full Ecommerce

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

TALK TO AN EXPERT

+1 (844) QUOTE-44
Learn More

FULL CRM MANAGEMENT
& Scheduling
quotekitchenandbath.com
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Colonial Marble and
Granite: A Case Study

A design and lead form is
generated when a potential customer is led through
the online design and quote
process. Colonial marble
and Granite has seen an
online conversion rate of
over 30% from these online
encounters.

Unhappy Meal

AN

unnamed traveler
is not loving it
after having to pay a $1,874
fine for bringing undeclared
McDonald’s food with him on
a flight to Australia.

Unstaffed, self-run Kiosks can also be installed in public spaces, and according to Nikos Papadopoulos they
result in a surprising number of sales conversions.

Continued from page 3

SRG: Could Quote Countertops be used as an online
selling tool to make a final
purchase?
Nikos: If the customer
knows what they want and
the tool is able to capture
the entire interaction, and
they have made all their selections, we would have to
do very little to no selling
effort. The technology itself would do all the work,
and we could just sit back
and schedule the job. Then
you would have this online
source of revenue which
could be a part of your regular revenue cycle, and you
got it right from the tool –
the tool did all the work. It
could be the most focused
employee you’ve got!
SRG: Nikos, do you have
any additional thoughts on
how Quote Countertops
has improved your business
and your customer interactions?

“We cannot solve
our problems with
the same thinking
we used to
create them.”
— Albert Einstein

Nikos: I just think having a
tool that allows for engagement in a very complicated
interaction and has made it
into a simple process has
been one of the greatest
benefits for us on the retail
side, because a large portion of our business is retail
driven. For any business
out there that is retail-driven, I think they would be
making a mistake to not
utilize a tool like this, because there’s no downside,
there are only benefits that
come with it.
And for any business that
really wanted to get out
there, take what they feel is
a risk, like to make an investment on paid advertisement – You have a tool that
really compliments that
effort, that increases the
probability of conversion
right off the bat, for such a
minimal cost. It really just
aligns with everything that
I wanted it to do, and the
technology has surpassed
any expectations that I had.
So, the Enterprise package
has been just phenomenal
for us.
Our thanks to Nikos, Sandra, Frank and Steven for
sharing their experience
with Quote Countertops.
For more information
visit www.colonialmarble.
net and www.quotecountertops.com .

These two residential samples show projects introduced though a Quote
Countertops online interaction and completed through consultation in the
showroom with the customer. Above: This project uses two complimentary
types of marble. The two-sided, mitered 3cm waterfall island and eased-edge
perimeter uses 3cm Statuary Arabesque marble, while the fireplace (in background) uses Calacatta Black Supreme.

Kitchen material, perimeter: Blue Fantasy marble with eased edges. Kitchen
island: Blue Fantasy marble, leathered, with eased two-sided waterfall.

Australia has introduced
new biosecurity rules after an
Indonesian
foot-and-mouth
disease outbreak spread to the
tourist hub island of Bali.
The passenger brought two
sausage and egg McMuffins
and a ham croissant onboard
with him for his flight from
Indonesia into Australia‘s
Darwin Airport in the north
of the country closest to
Indonesia last week. A trained
detection dog uncovered his
deception and revealed his
illicit snacks.
In a statement, Australian
Minister for Agriculture,
Fisheries and Forestry Murray
Watt wrote that “This will be
the most expensive Maccas
meal this passenger ever has,
this fine is twice the cost of
an airfare to Bali, but I have
no sympathy for people who
choose to disobey Australia‘s
strict biosecurity measures.”
While Indonesia’s foot-andmouth disease outbreak poses
no risk to humans, it does
jeopardize Australia‘s lucrative livestock industries.
In early July, Fiona Simson,
president
of
Australia‘s
National Farmers’ Federation,
told CNN that “The impacts
on farmers if foot and mouth
gets in are too gut-wrenching
to even contemplate. But it’s
not just about farmers. Wiping
$80 billion off Australia‘s
GDP would be an economic
disaster for everyone.”
To prevent such an outbreak,
Australia‘s new government
announced biosecurity measures, including detection
dogs and sanitation foot mats
at airports, last month.
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Weha Double Sided Transport A-Frame Carts are the world standard for
Stone Material Handling Transport Equipment.

Built to last for safety and years of service.
Made of
Hot Dipped
Galvanized
Steel!

Load capacity for all sizes:
4410 lbs (2205 lbs per side)
Wheels sold separately

Available in 4 sizes:
• Large: 96” x 68” x 43”
#8010484
• Medium 6’: 78” x 58” x 43”
#8010480
• Shorty: 78”x 42’ X 32”
#8010487
Grea
oversize t for
d slabs!

• Extra Tall 8’:
94” x94” x 43”
#143363

Solid galvanized steel. Fully replaceable rubber.
Weha transport carts are really in a league of their own!

BUILT TO LAST!
These are photos of
a 14 year old
Weha A-Frame.

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

Extra Tall does NOT come with the
upright poles so ratchet straps will
be needed (sold separately).

Scan QR code to see more
info on Weha Transport Carts

PERMIT #255

KNOXVILLE, TN

PRSRT-STD

U.S. POSTAGE PAID
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Go To The MASTERS
with

and Integra!

It’s a Hole-In-One Opportunity!

For every case of Integra purchased, you will earn an entry
into the drawing for 1 of 2 tickets to attend the

2023 Masters Golf Tournament,
April 2-9 in Augusta, Georgia.

• 1 case = 20 tubes, colors can be mixed
• Case quantity must be purchased on single order to qualify

4100 A ppalachian W ay
K noxville , TN 37918

S lippery R ock G azette

NO Registration Necessary!
2 Winners TBA at TISE 2023

Purchases count towards
drawing from 6/15/22
through 12/31/22

Masters Tournament tickets and 		
accommodations are included

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

Why clutter
your shop
when ONE
machine
does it all?
The Fab King cuts sink
holes, profiles edges,
drills holes, polishes back
splashes, and antiques,
polishes, or hones surfaces.

THAN
LESS
O
$

450/

M

Item#
14141

our
Withancing*
n
i
f
easy

MADE IN THE USA

Distributed by:

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

