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Fred Hueston Interviews Foster 
Lyons on Moisture Discoloration

Professional stone and tile install-
ers have skin in the game when it 
comes to understanding what causes 

moisture discoloration on marble and other 
natural stone installations, especially white 
Carrara marble floors. If installations are 
performed properly with the appropriate 
materials, why would there be a problem? 
It all boils down to understanding how 
water molecules penetrate natural stone and 
other porous building materials.

Pavlo “Pasha” Starykov of Star Tile & 
Stone LLC consulted with one of the most 
prominent natural stone experts in the 
industry, Fred Hueston of Stone Forensics, 
to test and research possible solutions for 
moisture discoloration. They continue to 
compare notes with other industry experts, 
including Foster Lyons of Foster Lyons 
Building Science, to provide reliable, fact-
based technical information regarding this 
ongoing problem. 

Hueston interviewed Lyons, a building 
science consultant who specializes in water 
and moisture dynamics. He offered unique 
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insight into how water molecules interact 
with each other, penetrate natural stone and 
other porous building materials, and con-
tribute to various processes, including the 
problem of moisture discoloration. This 
article is not a complete transcription of 
that interview and has been edited for clar-
ity, flow, and brevity. You can listen to the 
full interview at Fred Hueston’s The Stone 
and Tile Radio Show Podcast.

Lyons: In general, in the building indus-
try, most materials used have one awful 
characteristic. They’re porous. 100% of the 
natural stone materials in tile applications 
have some amount of porosity. Depending 
on the porosity and characteristics of stone, 
water enters in different ways. 

One such way is called capillary action, 
like sticking a straw into a soda and it wicks 
up into the straw. The surface tension of 

the liquid is attracted to the interior sur-
face of the straw and literally gets pulled 
up against the force of gravity. 

For a natural stone tile, slab floor, or a 
wall installation, if the water sits on the 
surface and the surface isn’t sealed with 
a surface sealer (not a penetrating sealer), 
the water will get sucked into the pores of 
the stone. 

Fred, you have spent a lot of time speak-
ing with Pasha about this: the grout that is 
on either side of the stone and setting bed 
and the thinset mortar beneath the stone 
have a different porosity than the stone 
tile. They’re both porous to some degree, 
so they both also pull water into them by 
capillarity.

Now, the second mechanism for getting 
water into stone, the grout, and the set-
ting bed underneath is gravity. If water is 
poured on a floor, gravity will try to pull 
that water into that material. 

Take a very close look at a grouted tile 
floor with no apparent gaps, holes, or 
cracks.  How the heck could gravity pos-
sibly pull water in?  Water molecules, 
themselves, are incredibly small, but liq-
uid water doesn’t move around as individ-
ual water molecules. It moves around in 
clumps of water molecules that are maybe 
25 to 200-300 molecules all clumped 
together. The molecules are constantly 
changing with their neighbor clumps. But, 
a liquid ball of 100 or 200 water molecules 
is still incredibly tiny. 

A very microscopically tiny crack will 
look like the Grand Canyon to a clump 
of two or three hundred water mole-
cules.  Imagine a ping pong ball on top 

of the Grand Canyon and gravity pulling 
it down.  It’ll go down. There’s plenty of 
room for it and all its neighbors, too.  

The water molecule clump will be pulled 
into a tiny crack between the grout and the 
tile, in the tile itself, around the edges, 
around the drainpipe, or any other place 
there are microscopic cracks.  It drops in 
by gravity and gets pulled in by capillar-
ity, and then it gets further pulled into all 
the tinier pores or crevices that are in the 
stone, grout, the thinset mortar, the cement 
setting that’s underneath, and any other 
crack or crevice that’s available. Water is 
very mischievous. If it is allowed to hang 
around, it’ll cause trouble! 

Water can also go in as a vapor. Imagine 
a steam room, which has 100% relative 
humidity, basically. That’s a lot of water 
vapor, and water vapor is not like liquid 
water. Water vapor kicks around and goes 
through life as single molecules bounc-
ing around with oxygen and nitrogen mol-
ecules. They collide amongst each other 
and the surrounding surfaces, like the 
walls, floors, and ceilings. Some number 
of them will zip right into those pores that 
exist in that material. 

Hueston: I think that’s an excellent point. 
We seal the floor with these impregnators, 
and their manufacturers say: “Oh, this stuff 
is breathable. It’s vapor permeable.” …or 
whatever other terminology they want to 
use. Even though these floors or walls are 
sealed with those impregnators, vapor can 
still get in. Is that correct? 

Cliff Dieker: Stone Carver 
Extraordinaire

Please turn to page 2

Cliff Dieker had no way of knowing 
that a field trip to a museum during 
his senior year in high school 

would ultimately lead to a hands-on, life-
long connection to stone. Dieker recalled 
gazing at the Egyptian Pyramid Block 
exhibit and being impressed with the way 
they were able to shape the stone in intri-
cate ways with such primitive tools. From 
that first observance of the techniques of 
stone shaping, to developing it as a hobby, 
then to becoming one of only a handful of 
craftsmen to restore the Kansas Statehouse 
to its original grandeur, Dieker’s path was 
a long and winding one.

But first Dieker felt like he needed a real 
job. After high school he attended college, 
graduating with an accounting degree. He 
went on to have a successful career as both 
a graphic artist and co-owner of a print 
shop, but he never forgot the pull he felt to 
try stone carving for himself. 
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This 20-year-old marble shower has had no water discoloration prob-
lems, likely due to the dry-pack mortar bed and traditional water-in/
water-out installation system.

Please turn to page 3

https://www.blogtalkradio.com/drfred/2020/12/09/interview-with-joseph-foster-lyons
https://www.blogtalkradio.com/drfred/2020/12/09/interview-with-joseph-foster-lyons
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Integrated bonding flange drains create a little dam around the drain 
opening; not what you want in your marble tile shower installation.

The cause of the moisture discolor-
ation was not clogged weep holes, but 
an improper assembly/system 
for marble.

Fred Hueston Interviews Foster 
Lyons on Moisture Discoloration

Lyons: That is 100% correct. Sealers do 
a very good job of making surfaces hydro-
phobic, meaning, they don’t like water, 
but sealers do nothing for cracks or holes. 
Sealers of the variety that you’re describ-
ing work on a microscopic level, so they’re 
literally coating the interior of the pores in 
the natural stone. But if there’s a tiny, lit-
tle hairline crack around the drain, between 
two tiles, or where the floor meets the wall 
and that sort of thing, the sealer does noth-
ing for that. It’s not waterproofing. 

I’m still looking for a single manufac-
turer to tell me what the vapor permeabil-
ity of their material is. Now, I know why 
they can’t, and I’ll talk about that in a min-
ute.  But whatever the number is, what I 
know for sure is they’re not increasing 
the vapor permeability of the stone-to-air 
boundary. They’re decreasing the vapor 
permeability of the stone-to-air bound-
ary.  They’re making it more difficult for 
vapor to move. 

One of the ways liquid escapes is through 
the surface of the stone as vapor.  Sealer 
decreases the speed at which that can 
happen. 

Hueston: Suppose you take a hot 
shower. You turn the shower off, and sud-
denly it gets cold.  What about conden-
sation?  Can condensation occur in these 
installations? And if so, explain that. 

Lyons: Yes, it can. Everybody who drinks 
cold beer understands condensation. I don’t 
think condensation is nearly as much of a 
factor as the volume of water created by 
running the shower. 

The wettest place on the surface of the 
earth is a shower stall. Do the math. There 
are more inches of rain per year in a typical 
shower stall than in the rainiest town in the 
mountains in Colombia, South America!

Let’s just, like, shrink our minds down, 
as if we went into Alice in Wonderland or 
the land of the Lilliputians. You’re a water 
molecule that just flew into a pore in the 
stone where there are a bunch of chemi-
cals or salts, silicon dioxide, aluminums, 
etc. The water can be attracted to these sur-
faces.  In other words, the overall energy 
state of the system will be lower if the 
water molecule sticks to the pore wall. The 
universe just prefers that.  The molecule 
would rather stick itself to the wall than fly 
around the room. 

Just take my word on that. Every stone is 
going to have a different level of attraction 
for these water molecules. 

Water that’s in the air in the room is 
going to end up inside the stone by vapor 
diffusion and normal physics. But it gets a 
little worse than that. 

In the tiniest of these pores, molecules 
have very little room to move around. 
We’re no longer in the Grand Canyon. 
The forces of attraction between the mol-
ecules and the sidewalls changes dramati-
cally, and liquid water condenses at a much 
higher temperature than it would otherwise. 
It’s like pulling a warm beer can out of the 
fridge and still seeing condensation on it.

If the relative humidity is high enough for 
long enough, stone could very well be satu-
rated with water. The tiniest pores fill first. 
That’s called capillary condensation. Then 
the larger pores, and when that’s filled up, 
it goes to the next largest pores, and it con-
tinues in that way. 

Hueston: This is great information. I just 
want to back up a second and mention that 
I’ve asked sealing manufacturers about 

perm rates for years, and half the time, 
they look at me like a deer in the headlights 
like: “What’s a perm rate?” And then that›s 
when I walk away. It’s like they don’t know 
what they’re talking about.

Lyons: I understand why they don’t 
quote it, because they would have to ask, 
“Exactly what stone? Where was it quar-
ried?  Which corner of the quarry it came 
out of?” They’d have to test the stone, with 
and without sealer at multiple different rel-
ative humidity levels and temperatures. It’s 
very easy to quickly realize that there’s 10 
billion different measurements they’d have 
to do here. This is not possible, right?

Hueston: Right. 
Lyons: I get it; I just don’t like it!
Hueston: Yeah. I’m with you there, 

believe me. Let’s talk a little bit about the 
installation systems and how water affects 
these or how the installation system affects 
the travel of moisture, etc. I remember back 
in the day; my dad would use white mar-
ble and never had this issue. Today we have 
new technologies, shower and floor sys-
tems, resin-backed tiles, etc. In your opin-
ion, what have the new technologies done 
to moisture?  We can talk about impreg-
nating sealers, resin-backed materials, and 
things of that nature. 

Lyons: There are no bad materials, there 
are only bad assemblies or poor installa-
tions. Pretty much all materials can be made 
to perform well if they’re in the proper 
assembly and installed properly, according 
to the manufacturer’s recommendations.

My guess is your dad was a very smart, 
skillful guy, but two-stage drains are a 
stroke of genius for systems or assemblies 
like shower floors or roof assemblies. In 
your dad’s systems, I’m assuming, water 
is going to get underneath the stone sur-
face.  There were holes in the side of the 
drain above the waterproofing membrane 
(called weep holes) to allow incidental 
water to drain. That’s how it was done for a 
very long time.

Then a chemical engineer in Waterbury, 
Connecticut, who went on to found the 
Laticrete company, invented thinset mor-
tar, which is basically just sand, Portland 
cement, and latex rubber mixed in with 
it. This allowed for thin setting beds under-
neath tile installations rather than thick 
beds, but without this thick bed of very 
porous sand and cement, it’s latex-modified 
– sand-cement glue, effectively. It drasti-
cally changes the porosity of that mixture. 
It is harder for liquid water and water vapor 
to move through. 

Imagine an Erector Set, but then building 
a second Erector Set within the first Erector 
Set. They’re not technically touching each 
other, but clearly one is inside of the other, 
and that’s the way we should think about a 
latex additive. 

Now, advance the clock from 1950 to 
2020. Well, I don’t know. Are there 10,000 
or 100,000 different additives that they 
put into this important cement-sand mix to 
make thinset mortar?

All I know is that there’s thousands of 
them, and good luck figuring out exactly 
what they are or at getting any manufac-
turer to tell you what their magic ground 
unicorn horn dust is that they put into their 
stuff. 

Water still gets into that latex-modified 
thinset.  You’ve probably changed your 
drain to a linear drain that has no second 
stage.  It’s a single stage drain, and the 
water just doesn’t move through that thin-
set the way it would move through an old-
school sand-cement setting bed. 

Water that hangs around is mischievous 
and needs a place to go as quickly as possi-
ble. Don’t let water hang around, that’s the 
secret to success, most of the time. 

Pasha’s got a different assembly, and 
I believe he is completely right for that 
assembly and those conditions.  But in 
many applications, if you can do a thick, 
porous bed with a two-stage drain, that’s 
great. Do it. 

Continued from page 1



SlIppery rock GazeTTe ocToBer 2022 | 3  

Please turn to page 9

Continued from page 1

Cliff Dieker: Stone Carver 
Extraordinaire

In his spare time, he practiced his carving 
skills on his first home, a one-room stone 
schoolhouse built in 1880 that he and his 
wife purchased. So when he retired from 
accounting and graphic arts, he began his 
second, much different career, as a stone 
carver. 

“I was drawn to that stone structure (my 
first home). We remodeled much of the 
inside, including the fireplace, and made 
doorways into windows,” Dieker said. “I 
was able to develop my skills doing these 
projects, including adding a stone porch, 
retaining walls, a stone treasure chest for 
my son and even a life size lion, which 
weighed several tons. After about a year, 
when I finished carving the lion, I realized 
I had spent about 75 percent of my project 
time on just looking at the piece of stone, 
deciding on the direction. With stone, it’s 
easy to take some off, but you really can’t 
put it back on.”

Dieker started off using hand tools, not 
so different from the ancient carvers. Then 

he progressed to using air-powered pneu-
matic hammers, chisels and sculpting tools. 
He went to workshops and said he learned 
from trial and error, from workshops and 
almost everyone he ever worked with.

In 2008, Dieker became an integral part 
of a three-to-seven-person stone carving 
team, tasked with restoring the Kansas 
Statehouse in Topeka. The original struc-
ture was completed in 1903 and the years 
had not been kind to the limestone façade. 
Correcting the issues required working 
on a custom-designed scaffolding system, 
which stood 60 feet high, and conducting 
Dutchman repairs at that lofty height. A 
Dutchman is a type of restoration technique 
where a damaged section of the limestone 
structure is removed and replaced with a 
new, cut-to-fit replacement piece. 

“These [Dutchman] repairs require 
smooth, flat cuts so precise that the new 
piece fits into the structure tight. So tight 
that after it’s epoxied, it’s not noticed,” 
Dieker said. “I did between 600-700 
Dutchman repairs on that project ranging 
from fist-size to about 800 pounds.” 

A block and tackle system was used to 

raise the larger sections into place, but 
Dieker said many of the smaller pieces 
were carried up the stairs by hand. The 
restoration was ultimately successful in 
returning the statehouse to its former glory.

One of the many stops along his 
stone-carving path was at Missouri Ledge 
Stone Supply and Fabrication in Oak 
Grove, Missouri. Owner Tim Crede had an 
idea for a “critter tree” and Dieker was just 
the man to turn that vision into a reality. 

Cliff Dieker was one of a handful of carvers who worked on the Kansas State-
house restoration. Completed in 2014, the project spanned several years.

Cliff Dieker estimates that he completed between 600 and 700 Dutchman repairs
on the Kansas Statehouse restoration, “from fist-size to about 800 pounds.”

Top half of the “Critter Tree,” a 
project Dieker created for Missouri 

Ledge Stone Supply with Tim Crede.

Standing over six feet high and weighing 
several tons, the tree, which features rac-
coons and squirrels (among other critters), 
spent many years at the KOA Campground 
in Oak Grove, delighting scores of camp-
ers passing through. 

Tim’s wife, Debbie, said that Tim was 
able to tell Dieker what he wanted and 
Dieker came through with exactly what 
he had in mind. The tree has since been 
moved from the campground and is look-
ing for a more permanent home. “Right 
now it is sitting at my son’s house in Green 
Valley,” Debbie said.

Stephen Crede, Debbie and Tim’s son, 
watched the tree come to life. “Cliff had 
tons of talent,” said Stephen. “The carv-
ing is so realistic-looking. I’d say he is one 
of the top stone cutters in the world. There 
aren’t very many out there who still do 
carving like he does.”

The several-ton free-standing sculpture 
is carved from a single piece of stone. 

Warner Blackburn

Kansas Statehouse project photos by Warner Blackburn (7)
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Registration Open for Symposium 
on Dimension Stone Use in the 

Built Environment

Registration is open for 
the Symposium on 
Dimension Stone Use 

in the Built Environment, has 
been rescheduled be held 
October 18, 2022 at the 
Sheraton New Orleans 
Hotel (Louisiana, USA). 
The event is sponsored by 
ASTM committee C18 on dimen-
sion stone, in conjunction with the 
committee’s October standards development meetings.

Dimension stone is typically used in cladding and paving sys-
tems. The aim of the symposium is to facilitate a formal exchange 
among professionals in the dimension stone community on its 
behavior in the built environment, including areas like design, 
construction, and evaluation.

Topics will include, but are not limited to:
•Physical and/or mechanical properties
•Design
•Evaluation and investigation
•Durability
•Maintenance
•Restoration

To register for the event, or for more information, visit the 
ATSM International website.

Additional information is available from symposium chair 
Steven Naggatz, snaggatz@wje.com , or co-chair Charles 
Muehlbauer, charles@naturalstoneinstitute.org.

Committed to serving global societal needs, ASTM International 
positively impacts public health and safety, consumer confidence, 
and overall quality of life. We integrate consensus standards – de-
veloped with our international membership of volunteer technical 
experts – and innovate services to improve lives… Helping our 
world work better.

The Symposia Operations Contact is Jennifer Buono, phone 
(610) 832-9698, email symposia@astm.org .

Training & Education

Pangaea Stone Adopts 
InRoof Solar Power System

DEPARTMENTS:
 Special Focus on the Industry

Fred Hueston Interviews Foster Lyons on Moisture Discoloration,  by Fred Hueston, 
  Transcription by Alice Dean  .....................................................................................................................................  Begins on 1

Cliff Dieker: Stone Carver Extraordinaire, by Ken Scott  .....................................................................................  Begins on 1

  Training, Safety and Education           

Registration Open for Symposium on Dimension Stone Use in the Built Environment  ............................................... 4

Industry Calendar of Events and Training: October – December 2022 ............................................................................. 5

Roger and His Fabrication Shop, Chapter IV: Hiring Great People, by Rick Phelps  .........................................................  6

How Do We Get to the Next Level? by Ed Young ................................................................................................................... 8

90% of Countertop Shops Make This Mistake on Their Website, by Stephen Alberts  ........................... Begins on 10

International Surface Fabricators Association’s 2022 Annual Conference Agenda  ..................................... Begins on 11

    Industry Topics, Tips and Featured Columns

Is Your Past Really Your Past? by Sharon Koehler  ....................................................................................................................  12

The Stone Detective – The Case of the Color-Changing Tile, by Frederick M. Hueston  .............................................. 15

Stone Restoration and Maintenance Corner, by Bob Murrell  ..............................................................................................  16

The Devious Duo Reveal Their Newest Plan to Fleece Fools, by Sam Venable ..............................................................  19

 Industry News

Pangaea Stone Adopts InRoof Solar Power System  ...............................................................................................  Begins on 4 

Natural Stone Institute Completes 44th Home with Gary Sinise Foundation  ............................................................... 17

Granite Gold® Protection Plan Now Available for All Countertop Providers  ............................................................... 18

BACA Systems Hires Two New Account Execs to Manage Customer Relations in Five States .............................  20

Marketplace  .............................................................................................................................................................................  20

Classified Ads  ...........................................................................................................................................................................  21

Pangaea Natural Stone took a major step in offsetting CO2 emissions 
with the installation of one of the largest integrated solar roofs in India.

Designed, engineered and manufactured by New Delhi-based Ornate Solar, 
the InRoof Solar system serves as the primary roof over Pangaea’s newly 
constructed 35,000 square-foot production facility in Bagru, Rajasthan.

The 530 kWp system, designed by Ornate Solar, is powered by mod-
ule-level power electronics (MLPE) in the form of microinverters from 
Enphase Energy of Fremont, California.

With burst mode technology, the microinverters produce more electricity 
even at dawn, dusk, and in low-light conditions for a longer solar day.
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October 2022
NSI Webinar and Online Events: Maximizing Your Natural Stone Institute Membership
When: Tuesday, October 4, 10:00 AM — 11:00 AM (ET)

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

ISFA Annual Conference
When:    October 17-19, 2022 
Where:  Clearwater, Florida
For more information visit www.ISFANow.org/annual-conference

ASTM Symposium on Dimension Stone Use
When:    October 18, 2022 
Where:  Sheraton New Orleans, Louisiana
For more information contact symposium chair Steven Naggatz, snaggatz@wje.com

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

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

Industry Calendar of Events

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

I N T R O D U C I N G

Dimension Stone
Design Manual 2022 

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

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

Pangaea Stone Adopts InRoof Solar

The InRoof system is one of the first-of-
its-kind structural solutions that can inte-
grate panels of any shape and size to replace 
conventional metal roofs. Designed with 
proprietary architecture, InRoof accommo-
dates 26% more solar panels as compared 
to traditional roof mounted systems. It also 
generates 4%-8% more energy because of 
free air circulation which lowers module 
back sheet temperatures by up to 15°C.

With the InRoof system, Pangaea Natural 
Stone saved 124,968 kg of CO2 that would 
have been emitted in the production of the 
steel roof. The system, designed by Ornate 
Solar, is powered by module-level power 
electronics (MLPE) in the form of micro-
inverters from Enphase Energy of Fremont, 
California. With burst mode technology, 
the microinverters produce more electricity 
even at dawn, dusk, and in low-light condi-
tions for a longer solar day.

“Pangaea is walking the path of sustain-
ability by integrating photovoltaic panels 
as the chief roof over its production facility. 

With Enphase microinverters powering these 
panels, the system has generated 3.1 MWh 
on a single day, which is amongst the high-
est recorded day’s generation from a 530 kWp 
rooftop solar plant installed in Rajasthan,” 
said Sunil Thamaran, VP and MD at Enphase 
Energy India.

“Our 35,000 square-foot rooftop solar power 
plant powers our 90,000 square-foot produc-
tion facility,” said Sanjay Nikhanj, Pangaea 
Stones CEO/president. “I would have never 
made a decision on solar panels without inte-
grating them with Enphase microinverters. I 
see them as interdependent.

“Ornate Solar has added a tremendous 
amount of value with their patented rooftop 
structure. Solar rooftops installed in any other 
manner seems antiquated.”

“Pangaea Natural Stones was a client who 
understood not just the utility of solar, but 
also appreciated the importance of quality and 
safety to build true long-term sustainability, 
said Adiya Goel, Ornate Solar director. “It was 
a pleasure working with Mr. Sanjay Nikhanj 
and his team and we are extremely proud to 
have their site commissioned as India’s larg-
est integrated solar rooftop.”

Continued from page 4

http://www.ISFANow.org/annual-conference
mailto:snaggatz%40wje.com?subject=
https://www.naturalstoneinstitute.org/education-and-events/events/calendar-listing/
https://www.isfanow.org/index.php?option=com_jevents&task=month.calendar&catids=22&Itemid=156&year=2022&month=04&day=18
mailto:symposia%40astm.org?subject=
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Roger and His Fabrication Shop
Chapter IV: Hiring Great People

Rick Phelps
Synchronous Solutions“WE only got one 

response to our ad 
for an experienced 

Templater, but like you said, we only 
NEEDED one good candidate and man, 
was he a great candidate! We also got 
four candidates to our ad for an inexperi-
enced person we could train to become a 
Templater, AND we didn’t have to wade 
through any resumes that were just ‘check-
ing the box’ on unemployment require-
ments. It was just as you said it would be! 
My team is thrilled with the ActionCOACH 
Hiring Process and thrilled with the two 
new trainees we hired who start next week! 
And that’s what I feel like expressing,” 
stated Roger with a huge grin on his face.

“Thank you, Roger!” responded Coach 
Rick. “What I feel like expressing is, 
clearly you have more to tell about the 
hiring process and how you came to hire 
TWO trainees. I can’t wait to hear the rest 
of the story! And that’s what I feel like 
expressing.”

“Thank you, Coach! You are right, there 
is a lot more to the story. We actually made 
an offer to the experienced candidate. 
Everyone was impressed with his industry 
experience, in fact, too impressed. Turns 
out, all he was doing was using us to lever-
age his current employer for more money. 
That became abundantly clear, after he 
first accepted our offer, then when the time 
came to start, reneged on the offer, saying 
his current employer matched our offer.” 
Roger was in full story-telling mode as he 
continued.

“After he reneged, we regrouped and did 
an After-Action Review as you have taught 
us, to look at the process we had followed, 
and we learned a real important lesson. 
We hadn’t actually followed the process! 
Digging into what we had done, we real-
ized we all got enamored with his experi-
ence and skills, and completely ignored his 
‘character’ – the part that was supposed to 
be our focus! Thinking back, there were 
clues we ignored that should have kept 
us from offering him the job in the first 
place – clues to his character and attitude 
that would have made him a bad fit at our 
company.

“So, we dodged a bullet, AND we made 
ourselves better prepared to handle the 
group interview with the four candidates 
with no experience. None of us were too 
sure about how a group interview was 
going to work, but we followed the process 
this time, and it was amazing! Two candi-
dates stood out, both taking the opportunity 

to shine and show 
their character, 
their energy, and 
their enthusiasm for 
the opportunity.”

“Unable to decide 
which candidate 
was the superior 
candidate, our HR 
manager observed 
we could offer them 

BOTH jobs for about the same amount we 
offered the experienced candidate, so that 
is what the team decided to do!” concluded 
Roger.

“What a great story Roger,” exclaimed 
Coach Rick. “What are you going to do 
with the second candidate?”

“Here’s the best part. We are going to 
train them both in templating AND draw-
ing, and perhaps later in programing, as 
well. This will allow us to grow and also 
cover vacations. A real Win-Win!” Roger 
concluded.

“Congratulations! So how can I best help 
you this week, Roger?” asked the coach.

“Well, now that we have TWO new  peo-
ple to train, how can we best do that? What 
insights on employee on-boarding do you 
have for us?” 

“That’s a great question and topic for 
today. I am guessing you don’t have a 
training manual or operations manual for 
Template, CAD or Programming yet, is 
that correct?” asked Rick.

“You know us well,” chuckled Roger.

“Alright, then part of their orientation/
training is to document each of the pro-
cesses, creating the ‘How-To’ manual for 
each of the jobs as they are trained in that 
job. There is no better person to capture 
the details of the process than someone 
who doesn’t already know it and is try-
ing to learn it! With two people, one can 
video the training, while the other takes 
notes or is being trained.”

“That’s a great idea. We will definitely 
do that!” Roger was nodding as he took 
notes.

“One more thing I want to cover today,” 
continued the coach, “in two weeks’ 
time is the next 90-Day planning work-
shop. I want you to review your 3-Year 
and 1-Year plans to see how you are 
doing, and to make any updates to your 
objectives and goals. I also want you 
and your leadership team to go through 

the self-assessment of where the busi-
ness is right now on all aspects of having a 
‘Finished Business’ – a commercial, prof-
itable enterprise that works without YOU, 
Roger! We can review that next week to 
make sure you are in the best shape to make 
the most out of the planning workshop.”

Roger was nodding and thinking as he 
answered, “Absolutely! We will get on that 
post haste – it’s time to get the rest of the 
team engaged in that process. So far it has 
only been me doing the assessments. This 
will give the rest of the team a clear picture 
of the work ahead of us.”

“Great, Roger! I think that is probably 
enough for today. What was the number 1 
thing you got from today’s session?” asked 
Coach Rick.

“Use my new team members to write the 
operations manual! I love that solution!” 
Roger said as he signed out of the Zoom 
session.

Contact Synchronous Solutions for more 
information about how the Synchronous 
Flow Operating System can transform 
your business, and to learn more about 
the ActionCOACH Executive Business 
Coaching offerings to help you build ‘A 
Commercial, Profitable Enterprise That 
Works Without YOU.’

Rick Phelps has been applying the con-
cepts 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 organiza-
tion, 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 reduc-
tion in production costs.

Now, back working with Ed Hill at 
Synchronous Solutions, Rick is once again 
applying Synchronous Flow in the counter-
top industry, and having a blast! Rick lives 
with his family in the Cleveland, Ohio area.

Training & Education

Tell me and I forget. 
Teach me and I 

remember. Involve 
me and I learn. 

–Benjamin Franklin
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A big upgrade from the
traditional 8” manual pump

vacuum suction cups!

SPECIFICATIONS

• Granite
• Marble
• Quartz
• Quartzite

Continuously holds a solid
and strong vacuum on:

• Sheet Metal
• Glass
• Porcelain
• Ceramic

Will run continually for 72+ hours.

Cordless
Cup Diameter: 8”

Weight Capacity: 264 lbs
Rechargeable using USB- C Cable

Gray Rubber: Non- Bleeding
lightweight at 2.2 lbs
Triple Seal Rubber

Tuff Cup comes with:
USB- C cable
Plastic pad cover
Protective hard case
Manual

If the vacuum cup starts
losing pressure, the sensor
will recognize it and create
more vacuum to maintain full
vacuum power until the power
button is turned off.

• And other sheet goods!

For more info contact your
regional sales manager

or Scan QR code!
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Ed Young
Fabricator’s Business CoachDO  you feel like your business is 

running you into the ground?

Do you feel like you always have to be 
at the shop just to make sure the business 
functions properly?

Do you think it’s just impossible to get 
away and relax?

If you find yourself answering ‘Yes’ to 
these questions, then you should consider 
this question:  Are you a fabricator or 
are you a business owner?

What’s the difference? You own a coun-
tertop fab shop, so that makes you a fab-
ricator, right? You own a countertop 
fabrication business, so that makes you a 
business owner, right? Does that mean that 
you are both? Not necessarily.

If you mainly think of yourself as a fab-
ricator, then you are likely spending the 
majority of your day either selling or tem-
plating or repairing machines, or buying 
slabs, or any of the dozens of activities 
required for your business to function. 
A fabricator spends most of his/her time 
working in some daily function of the 
business – just like any other employee.

If you mainly think of yourself as a busi-
ness owner, then you are spending your 
time analyzing data to determine which 
markets perform the best for you, or which 
customers are more profitable for you. 
You are designing effective training pro-
grams. You are meeting with other busi-
ness owners (both in this business and 
others from outside this business) so you 
can learn from each other. A business 
owner spends most of his/her time finding 
ways to improve how the business is run 
and looking into the future.

Fabricators generally can’t get away 
from their businesses. They are the long 
pole in the tent – when they leave, the 
tent collapses.

Business owners work toward setting 
their businesses up so that they can get 
away when needed – either for personal 
downtime, or for improving their business 
skills, or for getting involved in improving 
the industry.

Fabricators never seem to be able to get 
away from the business. Employees are 
able to disconnect over the weekend and 
recharge. Employees can take a vacation 
and not have to still be ‘on call’ to handle 
business issues. Someone who owns a fab 
shop and considers himself/herself to be 
a fabricator has the worst of both worlds. 
They are busier than any other employee 
and they have all the responsibility for run-
ning the business. To make matters worse, 
they can never get totally away from the 
business – they are always ‘on call’.

is having a good training program and doc-
umented procedures for your CAD/CAM 
position(s) so any competent person could 
learn them, as opposed to relying on one 
person who is a ‘savant’ at CAD/CAM 
work – and who has no documented pro-
cedures because it is “all in his/her head.” 
If this key part of your fabrication process 
can only be executed by one person in your 
business, then that person can essentially 
hold you hostage to their whims. The stress 
from worrying about this situation is the 
stuff heart attacks are made of!

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

How Do We Get to the Next Level?

So, how does a fabricator become a 
business owner?  How do you make that 
seemingly insurmountable shift?

Here is a simple three-step plan that will 
get you there.

Step 1:  Set goals for your business.  
Where do you want your business to be at 
the end of 2022 and the end of 2023? Be 
specific about the sales levels and the net 
profit numbers you want to achieve.

Step 2:  List the obstacles keeping you 
from hitting those goals. Then select one 
obstacle – only one. Plan for how you will 
tackle that obstacle – list specific actions 
and put dates on when those actions will be 
completed. Determine what impact elim-
inating that obstacle will have and when 
you can have that obstacle eliminated. 
Note that eliminating an obstacle may not 
get you all the way to reaching your goal. 
That’s fine. Once an obstacle is eliminated, 
select another, and tackle it.  

Step 3:  Set aside one hour per week – 
same time, same place – and execute your 
plan for eliminating that obstacle. After 
you have done this for one month, increase 
your time to 2 hours per week – you can 
do these hours separately or together. For 
month 3, go to 3 hours. Repeat until your 
business can function without you being 
there all day, every day.

As you work through these simple steps, 
you will find that you don’t have all the 
answers to the questions that will inevita-
bly pop up. Fortunately, there are lots of 
great resources you can refer to.

Networking with other business owners 
can be tremendously helpful. Check out 
local business groups as well as the many 
countertop industry groups. There are sev-
eral good podcasts that are specific to the 
industry (Fab Lab, Fabricators Coach, 
Countertop Success) – but seek out others 
who are outside the industry, as well.

The more you act like a business 
owner, the more you will become a stu-
dent of business ownership. 

While peer-to-peer learning within var-
ious business groups is great, you will 
want the invaluable advice that comes 
from great books. Here are four to get you 
started.

The E-Myth Revisited by Michael Gerber 
– This one will help you shift your mindset 
from being a fabricator to being a business 

owner.  Since it uses a fictitious business 
to tell a story, it reads like a novel and is 
easy to follow. This is probably the sin-
gle most recommended book on business 
ownership.

Rhythm by Patrick Thean, Traction by 
Gino Wickman, and The 4 Disciplines 
of Execution by Chris McChesney, Jim 
Huling, and Sean Covey – all offer specific 
tools, management structures, and man-
agement processes for helping you gain 
control of your business. These are critical 
as you start to design how your business 
operates.

Throughout this transition you will get 
ample opportunity to practice what is called 
intellectual humility – the mindset that you 
don’t have all the answers and, therefore, 
still have a lot to learn. Maintaining that 
mindset will be important for your success. 
It is the sweet spot between confidence 
and competence.

Pro Tip: One key to successfully making 
this transition is to focus on building busi-
ness processes that are independent of the 
people who execute them. A good example 

Training & Education Intellectual Humility:

The mindset that you don’t have 
all the answers and, 

therefore, 
still have a lot to learn.

GET TO THE NEXT LEVEL!
To attend a free coaching session 
on this topic or to schedule a free 
business assessment - contact me 

Ed@FabricatorsCoach.com

Get the Latest in
Industry News

or go to www.stonemag.com/srg

Scan the
QR code

Every 1st & 3rd Wednesday

Twice-monthly

Every month

Every 2nd & 4th Wednesday
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LT3Raptor is our new game-changing software 
designed to make you quicker in the field 

and help expedite your process to get more 
jobs done per week. 

The digital templating evolution begins now...

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM

Templating Intelligence 
LT3Raptor has built-in Templating Intelligence to 
make quick even quicker. From Edge Detection to 
One-Touch technology, complete fab-ready files 

in fewer clicks easily and intuitively.

Same Simplicity. Enhanced Experience. 
LT3Raptor has taken the user-friendly foundation 

of the current LT software and enhanced it. The 
new UX and UI features workspace customization, 

improved Quick Actions, and more.

Templator.com powered by LPI Cloud 
A Cloud-based management hub at your 

fingertips where you can create and manage 
jobs, edge profiles, drop-ins, user permissions, 

workflows and more.

Scan the QR code to the right to signup for 
news and updates on LT3Raptor, including 
Beta testing opportunities and more! You 
can also contact us at 877-679-1300 x1.

Another interesting project Dieker 
worked on was the exterior restoration 
of the Riverfront Community Center in 
Leavenworth, Kansas in 2014. “Built 
more than 130 years ago, that structure 
still stands and looks magnificent,” Dieker 
said.  “Originally it was a Union Depot 
Train Station, built in 1888, and the dete-
rioration to the stone was severe. Years of 
cracks widened by moisture and freezes, 
required us to remove, carve to match, and 

Continued from page 3

Cliff Dieker: Stone Carver 
Extraordinaire

replace blocks of stone. Fortunately, much 
of the carving work could be done in the 
shop and transported to the site.” 

Today, Dieker says he is mostly retired. 
But if the right piece of stone were to 
present itself, who knows? He just might 
pick up his tools again and get busy carv-
ing. Dieker said when he discovered his 
desire to shape stone, he couldn’t resist it 
and couldn’t stop using tools to create and 
restore stone objects. 

Above: Top Ledge Cottonwood lime-
stone marker for a basketball court a 
friend donated to Reading Elementary 
School, in memory of his son.
Top Right: Dieker installs a Top Ledge 
Cottonwood limestone sign at William 
Allen White Elementary School in 
Emporia, Kansas.
Below: Carved Indiana limestone pillars 
for a housing development – a Missouri 
Ledge Stone project, c. 2006.

The Riverfront Community Center in Leavenworth, Kansas, is a restored Union 
Depot train station, built in 1888.

Bottom Ledge Cottonwood limestone 
mother and child sculpture, c. 1998. 
Dieker says, “This was the first piece I 
carved of a human figure, no air tools 
used. I carved it for my wife.”

Please turn to page 23
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90% of Countertop Shops Make 
This Mistake on Their Website

Stephen Alberts 
Countertop Marketing 

Training & Education

I talk to a lot of countertop shops each 
week and review their websites. And 
about 1 out of 10 make a huge mistake 

on their website. Making this mistake will 
result in:

The Mistake I See -> Lower Google 
Rankings -> Low Website Traffic -> 
Fewer Project Leads

It’s a bad chain of events. And it’s all 
caused by… thin content.

Thin content is not having enough con-
tent on your website in terms of word 
count. A low word count is not having 
enough words on the page. I know this 
might not sound like a big issue, but let me 
explain why it is.  

Google has complex systems that will 
crawl (scan) your website’s code when it’s 
looking to rank it on a search page. It looks 
at your site structure, pictures, videos, and 
other elements on your website. But the 
most important part of your site it crawls 
is your content, which are the actual words 
and paragraphs that are on your site.

So: say someone types in “granite coun-
tertops austin tx.” Google is going to scan 
all the sites in that local area and look for 
relevant websites. If you’re a countertop 
shop in Austin and have one, small para-
graph on each page of your site, then it 
will be tough for Google to see how rel-
evant you are.

Their goal is to show the websites on a 
Google search page that are most relevant 
to a search term someone types in. 

But no need to worry! I’m going to break 
down exactly what you need to do. 

How many words should 
there be on each page?

Each page on your site should have 
around 500 words on it. This content 
should not be copied from other sites or 
other pages on your site. It should be 100% 
unique. If some pages have 450 words and 
some have 850 words that’s totally fine. 

I suggest typing this into Google:
site:yoursite.com

This will show you all the pages that 
Google sees and crawls. Then go to each 
page and look at the content and word 
count. I suggest creating a spreadsheet and 
putting all these URLs into your spread-
sheet that you want to check.  

You can use this tool (Graphic 2) to count 
how many words are on a page: Word 
Counter Plus, found at chrome.google.
com/webstore/detail/word-counter-plus/.

My word count is low; 
what do I write about?

After you make your list of pages that 
you want to add content to, go through 
each one and add a few paragraphs of qual-
ity, unique content to each page. Check 

1

2

that page off in your spreadsheet and then 
move to the next. Try to tackle a few pages 
a month. Ideally, you want these pages on 
your website:

Home
About
Material (Granite, Quartz, 
Marble, Quartzite)
Portfolio
Contact
Quote

Your Quote, Contact, and Portfolio 
page will naturally have a lower word 
count and that’s fine. But your Home 
page, About, and each material page 
should have at least 500 words or so. For 
the countertop shops we work with, we 
show a gallery of material for each type of 
countertop, and then at the bottom, we add 
a few paragraphs of content. These pages 
are easy to come up with content because 
you simply write about the advantages of 
that type of material, how to care for it, 
and some general facts. 

Two scenarios that can happen
1) I already rank on Page 1 and don’t 

have a lot of content.
That’s awesome! Having a lot of con-

tent is not the only factor that helps you 

rank. Maybe your website is old (older 
sites usually rank higher), you have a lot 
of great internal links, or you have decent 
backlinks.

That’s excellent but there are TONS of 
searches you can still rank for. People type 
in:

Kitchen countertops
Bathroom countertops
Affordable countertops
Durable countertops
Quartz vs Granite

Above are 5 pages that you should be 
able to write about. Once those pages start 
to rank, you’ll get even more traffic and 
countertop project leads. 

2) My competitor is ranking and has a 
low word count.

This often happens for all the reasons I 
mentioned above. But one of the best and 
easiest ways to outshine your competition 
(in Google’s eyes) is to beef up your pages 
with a higher word count. Will it shoot 
you up to the top of Google tomorrow? 
Nope. But you’ll eventually see your site 
move up in the rankings.

Please turn to page 12

https://chrome.google.com/webstore/detail/word-counter-plus/fpjegfbcdijjfkceenlfoehpcakfgldj?hl=en
https://chrome.google.com/webstore/detail/word-counter-plus/fpjegfbcdijjfkceenlfoehpcakfgldj?hl=en
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International Surface Fabricators Association’s 
2022 Annual Conference Agenda 

Fabricators and other professionals 
within the decorative surface indus-
try are encouraged to explore new 

“Waves of Innovation” at the International 
Surface Fabricators Association’s (ISFA) 
2022 Annual Conference, which will be 
held October 17-19 in Clearwater, Florida. 
Attendees will enjoy three days of edu-
cational sessions, business development 
workshops, new product presentations, 
networking opportunities, and more at the 
stunning Hyatt Regency Clearwater Beach 
Resort.

This signature event will kick off with a 
welcome reception and dinner, including 
a celebration that honors the 2022 ISFA 
Award recipients and the introduction of 
ISFA’s 2023 board of directors.

In subsequent days, attendees will bene-
fit from powerful presentations and work-
shops that focus on fostering a growth 
mindset in business with insights from 
experts regarding industry trends, mar-
ketplace insights, business model strate-
gies, software and technology solutions 
and integration, and more. Programming 
includes:

TUESDAY, OCTOBER 18, 2022
The Technology of a Growth Mindset  
Are you making decisions based on the 

last 12 months or the next 12 months? Is 
your technology telling you what needs to 
be done, or are you just trusting your gut? 
With an unprecedented labor shortage and 
a recession looming, we need technology 
now more than ever. Tim Saddoris, presi-
dent of Grand Onyx, a firm dedicated to 
building world-class fabricators by helping 
them streamline processes and implement 
growth strategies using digital solutions, 
breaks down how you can transform your 
business with the right approach to tech-
nology. In this session, Tim covers: 

•A new kind of power tool: Transforming 
your business with technology
•Better late than never: Why it’s some-
times better to delay tech onboarding 
adoption

•Tech fatigue: What is it and how do 
you avoid it 
    
•Review, rinse and repeat: Did I make 
the right tech decision, or is it time to 
pivot?

Tim Saddoris is the president of Grand 
Onyx, a firm dedicated to building world-
class surface fabricators. Grand Onyx helps 
companies define operational processes and 

create roadmaps that enable more predict-
able revenue, stronger margins and fos-
ter legacy businesses that stand the test of 
time. Previously, Tim worked as IT director 
for the fourth largest power tool importing/
exporting company in the United States and 
subsequently founded Thrive MES, an inter-
national software company that improves 
shop floor machine performance and oper-
ations, as well as InfoStream Solutions, a 
digital marketing company that helps orga-
nizations with critical tasks like lead gen-
eration through campaigns that play to the 
strengths that make them unique.

Industry Trends, Market Forecasts 
and a Rock-Solid Business Model

Join Mitch Henderson, CEO of Clear 
Seas Research, for firsthand data and con-
sumer insights within the stone indus-
try. Mitch will showcase over 15 years of 
overall stone market trends to demonstrate 
how customer centricity leads to success. 
In this session, learn the logic behind: 

•The reasons customers are drawn to the 
most preferred brands 

•Key drivers behind stone equipment 
purchase plans 

•Essential factors in selecting stone-re-
lated equipment and products 

In addition to market trends, learn about 
the not-so-surprising model that leads to 
success in virtually every segment of the 
stone industry.

Mitch Henderson is the founder of Clear 
Seas Research, a full-service market 
research insights company. He is the co-cre-
ator of the online community, myCLEAR 
opinion Panel, which specializes in skilled 
industry data sampling by providing access 
to a unique and powerful audience of deci-
sion makers, contractors, installers, techni-
cians and experienced professionals. With 
an extensive background in research and 
statistics, Henderson evangelizes B2B mar-
ket insights as the model that replaces tradi-
tional enterprise sales feedback. He obtained 
his MBA from the University of Michigan, 
and he trained at the Burke Institute with a 
focus on applications of market research. 

Proficient in interpreting statistical market-
ing research, Henderson also studied under 
IBM’s SPSS statistics program.

Wednesday, OCTOBER 18, 2022
Panel Discussion: How Software 

& Technology Drive Growth 
for the Surfacing Industry 

A panel of industry experts shares their 
experiences implementing technology in a 
fabrication shop. Gain powerful insights, 
best practices and more on:

•How software and technology can add 
value to your business

•What you should be doing out of the 
gate to ensure success 

•The best bolt-on solutions that increase 
efficiency

This open discussion will provide real-
world examples of successes and failures, 
arming fabricators with the best path for-
ward in a challenging time when digital 
innovations are proving to be a top driver 
for growth. Panelists include:

Aaron Martens, QXM Solutions
Aaron Martens is a technology expert who 

has designed and implemented software 
solutions for more than 25 years. He has 
helped organizations improve operational 
and financial performance by optimizing 
business processes with digital tools. Aaron 
is regularly invited to offer his thought lead-
ership within industries that want to mod-
ernize and leverage more technology in their 
businesses. As the CEO of QXM Solutions, 
an enterprise SaaS construction sales man-
agement solution, Aaron has more to say 
now than ever. He is encouraging the fabri-
cation industry to become more empowered, 
more connected and more profitable using 
smart tools and forward-thinking strategies. 

Frank Sciarrino, Quote Countertops 
and Granite Gold Services

Frank Sciarrino is a third-generation 
stone fabricator with more than 20 years’ 
experience in the stone industry. Frank is a 
managing partner of Quote Countertops, a 
leading consumer-facing visualization and 
quoting platform, and president of Granite 
Gold Services, a provider of countertop 
care products and services. He regularly 
advises fabricators and marketing compa-
nies across the nation to help drive more 
sales through digital marketing strategy and 
technology. 

Harry Hollander, Moraware
Harry Hollander is the CEO and 

co-founder of Moraware, the leading esti-
mating and scheduling software for coun-
tertop fabricators. Since 2002, Moraware 
has been building solutions for drawing, 

quoting, scheduling and job management. 
Harry’s passion is helping build sustainable, 
profitable companies that provide an excep-
tional quality of life for their employees. 

Steve Mast, Precision Countertops
Steve Mast is the director of Precision 

Countertops in Portland, Oregon. He has 
worked in the decorative surface indus-
try for more than 25 years. He served as 
ISFA’s president in 2021. Steve got his start 
working for Avonite Solid Surfaces where 
he trained and worked with distributors. 
He joined Precision Countertops in 2004, 
which has since become one of the largest 
shops in the United States. In addition, Steve 
co-owns a remodeling company, a laminate 
edge manufacturer and the software com-
pany behind the popular SPEEDlabel solu-
tion. Passionate about the industry, he loves 
visiting other fabrication shops, learning 
and sharing ways to improve business. 

Tiffanie Gardner, Top Priority, Inc. 
Tiffanie Gardner is the general man-

ager of Top Priority, Inc., a surface fab-
rication company located in Waipahu, 
Hawaii. Previously, Tiffanie served as Top 
Priority’s business development manager 
and was responsible for expanding the com-
pany’s sales activities to include more com-
mercial, civil and government projects. She 
managed the technology division and played 
a key role in the continued integration of 
Moraware as a customer relationship man-
agement tool and job tracker. As general 
manager, Tiffanie develops, processes, and 
implements technologies that improve Top 
Priority’s production capacity and project 
lead times using optimized end-to-end man-
agement tools.

Marketing Matters: How Fabricators 
Can Elevate Their Businesses

Are you putting marketing on the 
back burner in favor of the day-to-day 
rush? Join Stephen Alberts, owner of the 
Countertop Marketing Company, to learn 
the most critical communication strategies 
you should be doing right now, regardless 
of how packed your production schedule 
is. From website optimization to social 
media management to tracking sales leads 
and everything in between, Stephen will 
break down the best practices in marketing 
and communications that any fabricator 
can apply. Learn the benefits of imple-
menting marketing tactics now that could 
offset potential challenges ahead.

Roundtable Discussion: EOS 
Implementation + Conference Takeaways
In this session, ISFA Board Member 

Travis McDermott shares his experience 
onboarding an Entrepreneurial Operating 
System (EOS) at his fabrication shop, 
McDermott Top Shop. 

Please turn to page 13

2022 Conference Schedule 
Packed with Game-Changing 

Business Development 
 Presentations and Discussions
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There are two scenarios to consider, 
when we look at background checks.

1 – You are an employer looking to 
fill a position. You advertise. You inter-
view. Finally, one day, you find the per-
fect employee: knowledgeable in your 
trade or business, good references, lik-
able, and seems intelligent. It looks like a 
great fit. The potential new hire fills out 
some forms and signs off on a DMV driv-
ing record check and background check. 
These are technicalities so you proceed on, 
grateful that you found someone. Then the 
background check comes back, and your 
perfect candidate gets thrown out because 
of what it says. There are a lot of arrests 
and convictions. Arrested and convicted 
of multiple charges, everything from bur-
glary to assault. Your perfect employee is 
no longer your perfect employee, and you 
start looking all over again.

2 – You are looking for a job. You 
apply a lot of places. You go on a lot of 
interviews, but nothing seems quite right. 
Then one day, you have the perfect inter-
view with what seems to be the perfect 
employer. Stable company, good pay and 
benefits, decent hours and what seems like 
a fair boss or supervisor. You fill out a lot 
of forms and sign off on a DMV driving 
record check and background check. Why 
not? You have nothing to hide. You’re 
excited and you get your hopes up. You 
are going to work for this place, and you 
are going to be happy. Then out of the 
blue, you get the call: “Sorry, not inter-
ested. Your background check is way too 
much for us to consider you.” You hang 
up stunned. What are they talking about? 
You never had anything more than a traffic 
ticket! What is going on? You call back, 
only to hear that your long list of arrests 

and convictions disqualifies you as a can-
didate for employment. You protest but it’s 
too late.

It all sounds ridiculous, doesn’t it? But 
it happens a lot more often than you think. 
Over the last few years, background check 
companies have come under fire for inac-
curate information. It is estimated that 
72% of all employers conduct some sort of 
background check on prospective employ-
ees, and unfortunately it is also estimated 
that 50-80% of those reports contain errors. 

The most common errors are:
• Mistaken identity
• Outdated information
•Incorrect criminal information.

There are multiple reasons for all these 
errors. However, most errors are human 
errors. It may be a court document not 
entered correctly or a transposed number 
in a social security number, a birthdate or 
even an address. It could also be a name 
mix up: Jon instead of John or Cassandra 
vs Cassaundra.  Maybe the background 
check company didn’t access all the data-
bases they needed to, or maybe the person 
doing the check just didn’t do their due dil-
igence that day to make sure everything 
was correct. Or it could just be that you 
have the same name as a criminal and no 
one caught the error that put their record on 
your background. 

So, if this happens to you, do you have 
any recourse? The simple answer is YES!

Back in 1970, the federal government 
enacted the Fair Credit Reporting Act 
(FCRA). It was done to promote accuracy 
in credit reporting, but background checks 
fall under it, as well. 

Sharon Koehler
Stone Industry Consultant

Is Your Past Really Your Past?

Training & Education
90% of Countertop Shops Make This 

Mistake on Their Website

What NOT To Do When Writing 
Content To Your Website

There are a few things you want to avoid 
doing. Some of these are old-school tac-
tics and others are just plain bad practice! 

Keyword Stuffing: Don’t try to stuff 
keywords into the page and mention it 
20 times. Google wants to see natural, 
organic flowing content. If you have a 
page about granite countertops, it can be 
within 500 words 2-4 times. I wouldn’t go 
more than that. 

Duplicate Content: Don’t copy con-
tent from another site or another page. I 
mentioned this earlier. It should be 100% 
unique content. It’s better to have zero 
content rather than to have copied content. 

Non-relevant Content: You want to 
make sure that the content you are add-
ing to a page, makes sense. If a page is 
about granite, don’t start talking about the 

advantages of quartz. Think about it: if 
someone lands on that page, what do they 
want to see? Now, mentioning quartz on 
the page and comparing it to granite is 
OK, but just don’t go off the rails!

In the end, what Google wants to see is 
that you are satisfying the website visitor. 
So always keep that in mind. You want 
that visitor to invest as much time as pos-
sible on your website, so the better you 
make that content and the more valuable 
it is to them, the better the experience 
they’ll have on your website. 

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. 

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

Continued from page 10

The FCRA gives you rights in these 
matters:
• A background check cannot be run on 
you without your WRITTEN consent.
• An employer must notify you if you 
are disqualified due to your back-
ground check.
•You have the right to receive and read 
a copy of your background check. 
•You do have the right to dispute a 
background check.

Any information that is incorrect or dis-
puted must be removed or corrected within 
30 days from the date the dispute is filed.

If the reporting agency has made an error, 
violated FCRA rules, or if you have lost a 
job due to background check errors, you 
may be able to take legal action as well. 

If you do discover an error on your back-
ground check, you can and should file a 
dispute with the reporting company in 
question. Most companies have a section 
on their website to start the dispute pro-
cess. (Apparently even they know there are 
problems.) If they don’t have a dispute pro-
cess, then you can file by phone or mail. 

“I’m telling you I looked, and our business plan doesn’t 
say anything about rampaging Kaiju.”
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During this process you must keep in mind 
that they only have 30 days to resolve the 
dispute, BUT, just because you solve it 
with one company doesn’t mean it won’t 
pop up with another company. 

Once you discover the error and you file 
a dispute, the next step is to find the source 
and go back and get it corrected there. If 
you don’t, it may continue to pop up on 
other reports by other companies. How dif-
ficult that process is depends on who made 
the mistake and when. It may be as simple 
as a phone call, or it may take some time, 
correspondence, and due diligence on your 
part. The background check company may 
also be willing to help you or at least get 
you headed in the right direction.

Once the dispute or mistake is corrected, 
you can ask the reporting company to send 
an updated report to the potential employer 
that received the inaccurate report. They 
may have already found someone for the 
position you applied for, but you may be 
able to apply again if they have any posi-
tions open in the future.

As much as we want to think that this 
could never happen to us, it can, and it 
does. Everyday. Just know that you have 
rights and that there are things you can do 
to protect you and your future. 

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

Be aware that a 
background check can 
 contain errors – and 
more often than you 

might think.

https://countertopmarketingco.com/
https://countertopmarketingco.com/
https://stonengage.com/
mailto:steve%40countertopmarketingco.com?subject=Slippery%20Rock%20Article-%20September
mailto:steve%40countertopmarketingco.com?subject=Slippery%20Rock%20Article-%20September
mailto:Sharonk.SRG%40gmail.com?subject=Slippery%20Rock-%20August%20artilce
mailto:Sharonk.SRG%40gmail.com?subject=Slippery%20Rock-%20August%20artilce
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Faster

THE ULTIMATE TECNOLOGY FOR 
EDGE POLISHING

This session will provide a high-level 
overview of how EOS systems foster 
growth and how it has transformed his 
business. 

The roundtable will wrap up with a 
recap discussion about additional insights 
around implementing digital solutions 
and other key takeaways from the Annual 
Conference.

Travis McDermott serves as opera-
tions manager for McDermott Top Shop 
in Jefferson, Wisconsin. Having worked in 
many roles in the company over the past 16 
years, he is adept at all parts of the business, 
including best practices in fabrication, shop 
management, CAD and related software pro-
gramming, sales, inventory, installation and 
more. Travis is passionate about leader-
ship and contributing to a thriving company 
culture.

In addition to workshops, attendees will 
learn about some of the latest innovative 
materials, tooling and other products in 
the decorative surface industry. The New 
Product Lunch & Learn will showcase inno-
vations from material manufacturers, tooling 
distributors, technology and solution provid-
ers, and more. In between workshops and 
presentations, attendees will have the chance 
to network with their peers over great food, 
entertainment and a breathtaking resort 
backdrop that enables everyone to kick back, 
relax and enjoy each other’s company. 

“This year’s Annual Conference is a 
must-attend event curated specifically for 
today’s surface fabricators,” said Nancy 
Busch, executive director of ISFA. “The 
agenda addresses the obstacles fabricators 
face in today’s challenging market, and 
each discussion will provide actionable 
solutions. Our expert speakers and panel-
ists will deliver meaningful insights and 
encourage out-of-the-box thinking that can 
be a driver for growth. We have thought-
fully planned programming and resources 
that will bring significant value to attend-
ees, which adheres to ISFA’s mission to 
further the decorative surface industry and 
support fabricators in their work.”

The 2022 ISFA Annual Conference 
is proudly sponsored by Cambria and 
Moraware, Aristech Surfaces, Corian 
Design, Cosentino, GranQuartz, Infinity 
Surfaces, LX Hausys, Park Industries and 
Wilsonart. These companies, together with 
ISFA, are dedicated to the success of fabri-
cators everywhere.

The conference register concluded in 
September. Those planning to attend can 
find more details at www.isfaconference.
com. 

ISFA 2022 Annual 
Conference Agenda 

Continued from page 11

“Your time is limited, 
 so don’t waste it living 

someone else’s life. 
Don’t be trapped 

 by dogma – which is 
living with the results of 
other people’s thinking.” 

–Steve Jobs

http://www.isfaconference.com
http://www.isfaconference.com
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Too Much Monkey 
Business

Doughnut Burglar

A Capuchin monkey used a zoo cell-
phone to call 911 and summon dep-

uties from the San Luis Obispo County 
Sheriff’s Office one Saturday night.

Dispatchers received the call, which 
then disconnected. When attempts to call 
and text back failed, deputies were sent to 
investigate, fearing a real emergency.

From there, they arrived at the offices 
of Zoo to You in Paso Robles, California, 
where staff said none of them had placed 

A Northern California burglar bra-
zenly returned to the scene of the 

crime after he forgot his keys inside a 
doughnut company’s corporate office.

The thief stole some petty cash from 
Johnny Doughnuts’ office in the San 
Francisco Bay Area one Saturday night, 
police said. In another twist, he also 
grabbed the keys to a bakery vehicle, 
but didn’t steal the vehicle itself.

San Rafael police are seeking the 
public’s help to identify the burglar, 
who used an unknown tool to “manip-
ulate” the office’s doorknob and get 
inside around 10 p.m., according to Lt. 
Dan Fink. The crime was reported to 
police that following Monday.

Surveillance video shows a man 
wearing a Kentucky T-shirt moving 
between the office and a back storage 
area, where he pried open a filing cabi-
net, Fink said. 

The lieutenant said the thief took a 
bank bag with an unknown amount of 
cash. 

“Part of the investigating is finding 
out why this specific business was tar-
geted,” he said.

Craig Blum, founder of Johnny 
Doughnuts, said his company plans to 
deliver a few dozen doughnuts to the 
San Rafael police officers “who came 
to our aid to ensure that we can continue 
serving our community hand-crafted 
doughnuts without interruption.”

“It was an unfortunate incident, 
but we’re glad no doughnuts or team 
members were harmed,” Blum said. 
“Sometimes even the thought of a 
doughnut makes you do crazy things.” 

the call. It was at that point that zookeepers 
figured out the culprit – a Capuchin mon-
key named “Route.” 

“Route had picked up the zoo’s cell 
phone, which was in the zoo’s golf cart, 
which is used to travel around the zoo’s 40 
acre site,” according to  a statement  from 
the sheriff’s office on Facebook.

Capuchin monkeys are curious creatures 
and will gladly grab items and just start 
pressing buttons.

Route had managed to find a way to 
dial 911, either via the number itself or an 
emergency call option on the phone.

“Route is a little embarrassed by the 
whole thing. But you can’t really blame 
her, after all monkey see, monkey do,” the 
sheriff’s statement concluded.

“Halloween was 
confusing. All my 

life my parents said, 
‘Never take candy 

from strangers.’ And 
then they dressed 

me up and said, 
‘Go beg for it.’ ”

Rita Rudner

https://www.facebook.com/SLOSheriff/posts/pfbid02AusxZ5LrGxMPRU6aqCCiPKW1Fs9jai4gB9nn9ZH3RbYJDjWByhEFiEwSNPHFdUU7l
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OH boy, what a morning. I 
woke up with a sore back 
and my arms were asleep. 

It sure is fun getting older. If I didn’t wake 
up with something that hurt, I would 
think I’d died!   But life goes on and 
so do all the issues with stone and tile. 
As a matter of fact, the problems seem 
to be getting more and more complex.  I 
managed to roll out of bed and was really 
in the mood for a Taylor Ham and egg 
sandwich.  Can you guess where this ole 
man grew up based on the craving?

I got dressed and headed out the door 
on my way to the diner. Just as I was 
cranking up the ole Woody my phone 
rang. “Stone Detective, here,” I said in an 
“I-just-woke-up” voice. The caller on the 
other end was a local home builder and he 
had a voice very similar to Christopher 
Walken’s.  For a moment, I even thought 
it might be the actor. He went on and on 
about this subway-type tile that he had 
installed in several new homes. He told 
me that the bottom row of tiles was turning 
gray. He went on and on about how the tile 
was properly installed, and his relation-
ship with the installer, etcetera, etcetera. I 
really didn’t care about all of that since I 
was only interested in the problem. 

My first thought was it’s not unusual for 
tile to turn color and darken. I have seen 
this in numerous projects and the rea-
sons can vary. But what he said next got 
my attention. He told me that the tiles 
turn gray in the morning and by the late 
afternoon they’re white again.   Can you 
guess what could be happening?   I told 
him I would have to do an inspection to 
give him a definite answer. He said that 
would be great and we set it up for later 
that morning. Now I was off for a cup of 
joe, a Taylor ham and egg sandwich – on 
a hard roll, of course.  Can you guess yet 
where I was raised? No cheating, I see you 
going to Google. LOL! 

I parked the ole Woody and headed into 
the diner. Flo must have seen me coming 
and was already pouring me a hot cup of 
joe. She gave me that “what do you want 
this morning?” look. I just tipped my 
fedora, and she smiled and said, “Taylor 
Ham and Egg coming right up.” She 
yelled to the short order cook, “(Insert 
state name) pig and a hen’s kid on a bun.” 
(That’s another hint.)

Just as she was pouring my cup of joe, 
the old Admiral walked in, sat down next 
to me – and you guessed it. He starting 
telling me the same old story I have heard 
a million times. I smiled and asked Flo to 
wrap up my sandwich to go. I threw a fin 
on the counter and headed out the door to 

The Case of the Color-Changing Tile 

go meet “Mr. Walken.”
My destination for the con-
sult was in a brand new 
development. I was sup-
posed to meet the contractor 

on a certain street, but none 
of the houses had numbers on 
them. I drove by a group of 
about 10 people hanging out 
in front of one of the homes 
and stopped to ask. A short, 
stocky fellow came up to me 

and said, “You’re the Stone 
Detective?”

“I sure am. Where 
should I park?” I 

asked. He eyeballed the Woody and 
motioned me to park down the street.

Let me fast forward to the problem. We 
walked into the master bath which was clad 
in your standard white subway tile. The 
first row of tile along the base was gray and 
the rest was perfectly fine. By the way, all 
ten of those people accompanied me into 
the house. Don’t ask me who they all were, 
but my gambling money is on some law-
yers and employees of the tile installer.

I took out my moisture meter and bingo 
– the dark tiles tested wet, while the oth-
ers were dry. The situation was just as 
I thought, so now, I needed to find out 
where the moisture was coming from.   I 
looked closely at the grout and sealant 
lines and they were all intact. I asked if we 
could remove a tile. One of the installers 

removed a tile, and I noticed the thin set 
was wet, as well.  I then asked for a screw-
driver to remove the drain cover. When I 
did, I saw the problem right away. All the 
weep holes in the drain were clogged with 
salts. After asking a few more questions, 
I found out the water in this development 
was extremely hard. 

But that wasn’t the only issue. I had 
the installer chisel around the drain and 
remove the drain entirely. I then discov-
ered that the installer had placed his setting 
bed right against the weep holes, plugging 
them from the get-go. I looked up at my 
audience and just smiled and pointed to the 
clogged weep holes. I told them I would 
render my opinion in my report. I’m sure 
I’ll be hearing from them soon. When weep 
holes get clogged, water will back up in 
the setting bed, and since there is nowhere 
for the water to go, it will wick up into the 
walls. This is not an uncommon problem, 
and my guess is the installer was not expe-
rienced with the proper drain installation. 
But who am I to judge? I leave that up to 
the contractor, the installer – and possibly 
the attorneys. 

Another case solved. And FYI, the 
Taylor Ham and egg sandwich was darn 
good! Reminds of my youth growing up 
in… (sorry – you’ll still have to guess!)*

The Stone Detective is a fictional charac-
ter 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 res-
toration and also serves as an expert for 
many legal cases across the world. Fred 
has also been writing for the Slippery Rock 
Gazette for over 25 years. 

Send your comments to fhueston@stone-
forensics.com. 

The Stone Detective Missing Vincent

A previously 
unknown 

self-portrait of 
Vincent Van 
Gogh has been 
discovered be-
hind another 
of the artist’s 
paintings, the 
National Galleries of Scotland said. 

The self-portrait was found on the 
back of Van Gogh’s “Head of a Peasant 
Woman” when experts at the Edinburgh 
gallery took an X-ray of the canvas ahead 
of an upcoming exhibition. The work is 
believed to have been hidden for over a 
century, covered by layers of glue and 
cardboard when it was framed in the early 
20th century.

Van Gogh was known for turning can-
vases around and painting on the other 
side to save money. 

The portrait shows a bearded sitter in a 
brimmed hat. Experts said the subject was 
instantly recognizable as the artist him-
self, and is thought to be from his early 
work. The left ear is clearly visible and 
Van Gogh famously cut his off in 1888.

Frances Fowle, a senior curator at the 
National Galleries of Scotland, said the 
discovery was “thrilling.”

“Moments like this are incredibly 
rare,” she said. “We have discovered an 
unknown work by Vincent Van Gogh, 
one of the most important and popular 
artists in the world.”

The gallery said experts are evaluating 
how to remove the glue and cardboard 
without harming “Head of a Peasant 
Woman.”

Visitors to an upcoming Impressionist 
exhibit at the Royal Scottish Academy in 
Edinburgh can see an X-ray image of the 
self-portrait through a lightbox.

“A Taste for Impressionism” runs from 
July 30 to November 13, 2022. 

“One doesn’t have to 
operate with great 
malice to do great 
harm. The absence 

of empathy and 
understanding 
are sufficient.” 

 – Charles M Blow
Journalist

Frederick M. Hueston, PhD

mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective
mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob MurrellTerrazzo has been very 

popular as of late, it 
seems. Here in Knoxville, 

another well-known home was 
recently sold and is finally being 
restored and updated further. 
This project has been anticipated 
for many years and has finally 
become a reality. The spectacu-
lar little home is the iconic Bruce 
McCarty “concrete house” and 
has been toured by well over 
60,000 people. It was built by the 
famed architect as part of the 1955 
Parade of Homes. The structure 
was a system believed to never 
have been used in a home design 
before in an American residential 
construction project.

The brilliant design and crafts-
manship consisted of a concrete 
roof structure, precast concrete 
bents, and block walls. Large alu-
minum-framed windows allow 
for ample light to enter in most 
all areas, front and back, of the 

home. Quite frankly, it certainly 
has the look of commercial grade 
construction. 

Upon entering the home, the 
terrazzo floor and open concept 
of the kitchen, dining, and liv-
ing areas all surround the mas-
sive, centrally located fireplace. 
This home is a one bedroom with 
a guest suite, and only 5 rooms 
total. With the many large win-
dows, the home is meant to 
envelop you in nature, blurring 
the distinction between the out-
side and the inside. The exterior 
is surrounded by lush vegetation, 
a water feature and, of course, an 
in-ground saltwater pool. With 
the vast openness of the home, 
privacy is only attained with a 
commercial grade blind system in 
the windows, mainly used for the 
bedrooms. 

Mid-Modern Marvel Restored

The front entry drying after 
a 400 grit hone. Notice the 
commercial grade aluminum 
windows and door.

Kitchen view of this light-filled space. Blending the res-
toration under the freestanding counters and deep over-
hangs was particularly challenging.

Finished project view of the great room, with fireplace center-
piece. This mid-modern gem by famous local architect Bruce 
McCarty was the centerpiece of the 1955 Parade of Homes.

Finally, the TX Triple Thick 
400 grit resins were run again and 
this time the floor began to start 
looking good. In fact, it looked 
so good that polishing was tested 
and confirmed to work perfectly 
at this stage. Majestic 5X Gold 
polishing powder was used, first 
around the edges with the hand 
tool and a natural pad (FP-Elite-7), 
and then using the floor machine 
and a FP-Elite-20 pad. The results 
were very stunning and the floor 
looked as though it was better 
than new!

The clients were ecstatic when 
they saw and inspected the floor. 
It turned out much better than 
they had hoped for. This house 
was another very unique property 
that has a very cool history. It was 
such a pleasure to be associated 
with this project.

As always and before beginning 
any new project, I recommend 
submitting a test area to confirm 
the results and the procedure, 
prior to starting a stone or hard 
surface restoration/maintenance 
project. Also, the best way to help 
ensure success is by partnering 
with a good distributor, like BB 
Industries, that knows the busi-
ness. They can help with tech-
nical support, product purchase 
decisions, logistics, and other per-
tinent project information.

 
Bob Murrell has worked in the 

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

tool was used to accom-
plish this. Then an ELF5 
400 grit was used around 
all of the edges before 
overlapping with the 
floor machine and ELF3 
400s. 

Once all of the ELFs 
had been successfully 
run (or at least thought 
to be successful), the 
edges were done with 
an AA5 Turbo resin 400 
grit. Next, the TX Triple 
Thick 400 grit resin dia-
monds were run under 
the floor machine. It was 
at this point where the 

reflection was high enough (start-
ing to look pretty good, actually) 
to recognize there were still some 
isolated areas where the topi-
cal coating still existed. So the 
resins were halted and the razor 
blades and 400 grit ELFs were 
used again to remove any remain-
ing coatings. This original or base 
coating was very tough and quite 
stubborn, but eventually gave 
in to the ELF metal bonds, and 
without having to drop down to a 
120 grit. The ELF 120 grits were 
standing by just in case, though.

Now, under the overhangs of 
the kitchen cabinets was a sticky 
wicket of an issue. It was difficult 
to remove the coatings, as you can 
imagine. This was accomplished 
using stripper, razor blades, and 
220 grit metal bond diamond 
hand pads. There was no physical 
way to reach all of the way under 
the free-standing island cabi-
nets but every effort was made to 
blend the area underneath, with 
the main kitchen and entry area 
floors. It actually worked out 
quite well. 

The home was partially ren-
ovated by the previous own-
ers but the dirty (and there was 
plenty of embedded dirt) terrazzo 
was saved for the current owner. 
There was carpet at one point 
during the home’s life and the 
tack strips were pried off with no 
regard to the terrazzo, so the typ-
ical blowouts from the removal 
were present around most of the 
walls. Fortunately, the client was 
going for a “restoration hard-
ware” look, so the blowout holes 
weren’t a major concern. By the 
way, the wife informed me about 
the “restoration hardware” term 
and look….

So after an initial test was per-
formed, it was determined that the 
floor did indeed have many years 
of “who knows what?” applied to 
it. Stripping using a conventional 
high pH (alkaline) stripper and 
black pads removed most of the 
dirt and homeowner finishes, but 
did not get the tough stuff, which 
was probably a durable acrylic or 
even a urethane coating.         

Around the edges, razor blades 
were used first to get the coat-
ing removal started. Then, ELF3 
220 grit flexible metal bond 
wheels were used under the floor 
machine. These worked well, but 
even they took some time get-
ting off the tough coating, which 
could quite possibly have been 
some of the initial coating applied 
by the installer in 1955!  

After the floor machine was 
initially run, this exposed any 
remaining issues with the edges. 
It was determined that the edges 
also had to be ground, and a  
ELF5 220 grit with a Makita hand 
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Natural Stone Institute Completes 44th 
Home with Gary Sinise Foundation

The Natural Stone Institute has pro-
vided The Natural Stone Institute 
has provided natural stone and 

fabrication services for its 44th home 
with the Gary Sinise Foundation through 
its R.I.S.E. (Restoring Independence 
Supporting Empowerment) program. The 
Foundation’s R.I.S.E. program builds 
100% mortgage-free specially adapted 
smart homes for severely wounded veter-
ans and first responders. Natural stone and 
fabrication for U.S. Army Chief Warrant 
Officer 3 Romulo “Romy” Camargo and 
his family were provided by The Granite 
Place, Concept Elite Enterprises, and 
Northern Stone Supply.

Romy entered the U.S. Army at age 
19. During his deployment as a Warrant 
Officer, he was second in command of his 
ODA (Operational Detachment Alpha) and 
conducted combat operations in Western 
and Eastern Afghanistan. In September 
2008 as part of a humanitarian mission in 
Meydan Kalay north of Chalakor Valley, 
while conducting a combat operation, 
his detachment was viciously ambushed. 
Romy was severely wounded after sus-
taining a gunshot wound to the back of 
the neck which paralyzed him from the 
neck down. He was medically airlifted to 
Bagram airfield and once stabilized was 
moved to Landstuhl, Germany before com-
ing back home and being placed at Walter 

Natural stone and fabrication for U.S. Army Chief Warrant Officer 3 
(retired) Romulo “Romy” Camargo and family was provided by The Granite 
Place, Concept Elite Enterprises, and Northern Stone Supply.  

Reed National Military Medical Center in 
September 2008. While at Walter Reed, 
doctors determined that his C3 vertebrae 
had been shattered and had to be extracted. 
His breathing was tied to a respirator, and 
he was paralyzed from the shoulders down.

In June 2015, Romy and his wife Gaby 
founded Stay in Step Spinal Cord Injury 
Recovery Center based in Tampa, Florida 
to serve returning service members and 
veterans with spinal cord injuries and neu-
rological disorders that cause paralysis. 
Their aspirations are to build a new pilot 
center complete with an underwater tread-
mill, basketball court, cafeteria, kids room, 
and family room. The center will also 
address healing the mind and soul.

Companies interested in getting involved 
with future projects are encouraged to 
email rise@naturalstoneinstitute.org. 

To learn more about this cause, visit 
www.naturalstoneinstitute.org/RISE.

The Natural Stone Institute is a trade 
association representing every aspect 
of the natural stone industry. The cur-
rent membership exceeds 2,000 mem-
bers in over 50 nations. The association 
offers a wide array of technical and train-
ing resources, professional development 
opportunities, regulatory advocacy, and 
networking events.

mailto:rise%40naturalstoneinstitute.org?subject=
mailto:www.naturalstoneinstitute.org/RISE?subject=Tell%20me%20more%20about%20the%20RISE%20Program
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Homeowners planning a kitchen or 
bath countertop remodel can rest 
assured they’re protected against 

the most common, accidental damages with 
the Granite Gold® Countertop Protection 
Plan.

While most new countertops come with 
a manufacturer warranty that protect the 
integrity of the surface material, Granite 
Gold® Countertop Protection Plan expands 
coverage with a broad range of acciden-
tal damages such as chips, cracks, pit-
ting, scratches, etching, household stains, 
hard water marks and deposits, and prob-
lems with the caulking, grout and joints. 
Customers can choose from 5 years of pro-
tection or 10 years of protection, with no 
additional costs or limits on claims.

“With our stone care products, we cover 
every stone care need to help homeowners 
easily protect their natural-stone and quartz 
surfaces. The Protection Plan follows that 
same mission by helping them protect their 
new countertops against the most common 
accidental damages,” said Lenny Sciarrino, 
president/CEO and co-founder of Granite 
Gold Inc.

Homeowners who have made a signifi-
cant investment in their homes shouldn’t 
have to worry about the “what ifs” that 
are bound to happen with their new coun-
tertops. Seeing accidental damage on 
their new kitchen or bath countertops will 
surely give them cause for heartache. That 
sense of panic is eliminated, knowing help 
is on the way because they purchased the 
Granite Gold Countertop Protection Plan. 

When accidents do happen, homeown-
ers can easily file a claim within 30 days 
from the time the damage occurred, and an 
authorized technician will soon be at their 

Granite Gold® Protection Plan Now 
Available for All Countertop Providers

home to repair the surface at no additional 
cost.

“Customers contact us daily looking 
for help, whether it’s a stain or a chip or 
other accidental damage on their coun-
tertops. They’ve spent a lot of money on 
their countertops; they’re now distraught 
and asking how to fix the damage,” said 
Sciarrino. “These types of damages can 
be quite expensive to repair. That’s why 
we created the Protection Plan – to put 
customers at ease. They don’t have to go 
through the anxiety of searching for a qual-
ified technician or the additional cost of the 
repair.”

Countertop providers can sign up to be 
authorized retailers and sell the Protection 
Plan to their customers. This allows the 
countertop provider to make additional 
profit on every countertop sold and simul-
taneously partner with a national brand 
to manage the customer service, care and 
maintenance.  The Countertop Protection 
Plan must be purchased prior to instal-
lation. Covered surfaces include granite, 
quartz, quartzite, marble, slate, soapstone 
and solid surface. For more information 
and to sign up as an authorized retailer, 
visit GraniteGoldServices.com.

Granite Gold Inc. brands include 
Granite Gold, a premium line of con-
sumer solutions to protect natural-stone 
and quartz surfaces; Granite Gold 
Services, which helps homeowners pro-
tect newly installed countertop and cabi-
net surfaces against accidental damages 
through protection plans and repairs; and 
MicroGold®, a new brand and product 
line of bacteria and virus elimination solu-
tions. For more information, visit www. 
 granitegold.com.

The Granite Gold Countertop Protection Plan covers the repair of chips 
and other accidental damages at no additional cost to the customer.
Here is one of their methods to achieve a superior repair to a quartz coun-
tertop chip: color matching the repair epoxy, polishing, and cleanup.

“A government big enough to give you everything you 
want is a government big enough to take from you 
everything you have.”  — Gerald Ford

http://GraniteGoldServices.com
http://www.granitegold.com
http://www.granitegold.com
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AT first glance, I thought it was a 
mirage in the heat of an early 

fall afternoon. No such luck. Blistering 
temperatures notwithstanding, this was no 
hallucination.

Headed straight toward me on the side-
walk was that bumbling pair of con art-
ists, Fast Freddie and his cousin Devious 
Dickie.

There being no convenient escape route, 
I braced for their latest spiel of hokum.

I’ve written about Fast Freddie and 
Devious Dickie on several occasions. They 
mysteriously bump into me when seeking 
investors for their latest “can’t-miss bid-
ness opportunity.”

In financial circles, this is known as sep-
arating fools from their money.

Sam Venable 
Department of Irony

kickstart Devious Dickie’s excavation 
scheme, “Holey Moley.”

“People always bust their butts dig-
gin’ holes for fence posts, mailboxes, flag 
poles, stuff like that,” he explained. “I’ll 
save ’em the trouble by providing ready-
made holes.”

“How, pray tell?” I naively inquired.
“I’m gonna buy a bunch of Texas oil 

wells that turned out to be dry holes. Since 
they ain’t pumpin’ oil, they oughta be 
cheap. Then I’ll saw ’em into sections and 
sell ’em as ‘slightly used but not abused’ 
holes. Pretty slick, eh?”

Suddenly, a siren wailed in the distance. 

The Devious Duo Reveal Their 
 Newest Plan to Fleece Fools

Freddie and Dickie quickly distanced 
themselves in the opposite direction.

This latest time, they were trying to cash 
in on the suburban firepit craze.

“The weather’s hot right now, but fall will 
be here ’fore you know it,” said Freddie. 
“People will want to gather ’round a firepit 
in their backyard. We’ll sell ’em a pre-con-
structed one.”

He then produced a prototype. It was 
made of wood.

“Are you two clowns completely nuts?!” 
I shrieked. “A wooden firepit will burn up 
in minutes!”

“Shows how much you know, Mr. Wise 
Guy,” sneered Dickie. “Look at the label. It 
says, ‘Preserved exterior wood, guaranteed 
to last 30 years.’”

Sigh. Why is there never a cop when you 
need one?

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.

The first time, it was Fast Freddie’s 
well-moving company, “Wells Bells.” He 
dreamed it up after reading how senior cit-
izens were abandoning the family farm and 
moving to town.

“Not only do these folks have a sentimen-
tal attachment to their faithful old well,” he 
said, “they’re also leery of city water.”

Fast Freddie went on to describe how he 
intended to dig a wide, deep circle around 
the well, extract the unit intact, and trans-
port the whole shebang, upright, to its 
new location. It had to remain vertical, he 
insisted, so the water wouldn’t drain out.

Fortunately, a police officer came around 
the corner just then, casually walking his 
beat. Like a ghost, Freddie vanished.

The devilish duo reappeared some 
months later, this time soliciting funds to 

Do not go where the path may lead, go instead 
where there is no path and leave a trail.  

– Ralph Waldo Emerson

“Never trust anything that 
can think for itself if you can’t 

see where it keeps its brain.”
 –J.K. Rowling

800-575-4401
www.BBIndustriesLLC.com

EZ Installation 
Cart

Transport your 
countertop from 
the truck to the 
kitchen with 
ONE cart and 
NO lifting! 

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 any size and height 
countertop or island installation. 

For more information, call or visit us online.

No hydraulics or 
electronics needed!

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

®

•Weight: 
 190 lbs.

•Height Adjustment:  
From 34” to 42”

Item# 
4051

SCAN CODE TO SEE

EZ-Cart in action

BBIndustriesLLC.COM

•Loading Capacity:  
1,100 lbs.

The EZ Installation 
Cart saves your stone 
and your back from 
a nasty break.

mailto:sam.venable%40outlook.com?subject=Slippery%20Rock%20article
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The Slippery Rock Marketplace

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

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

Countertop production and fabrication stategies  
EasySTONE and EasySTONE-NCsoftware 

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

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

CALL 877.999.1175 or 404.543.0446
ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM

FabricatorsCoach.com

STRUGGLE #1:

SOLUTION
Coaching that:
• moves you forward
• gets your team working
• focuses on your business’ 

issues

Getting your company 
to the NEXT LEVEL

C
OU

NTERTO
P

M

A R K E T I N G C
O

.

Grow the Retail Side of your Countertop Company

https://countertopmarketingco.com/

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

You only get retail countertop jobs from  
    word-of-mouth leads and referrals.
You’ve tried marketing in the past and it didn’t    
    work to bring in jobs.
You don’t have a system to follow-up with 
    homeowners in order to close more jobs.

We produce durable, easy-to-use stone 
processing and handling equipment that 
will help the stone fabricator increase 

production while decreasing costs.
www.rye-corp.com

MADE IN THE USA FAB KING • HUSKY • PRISM MITER  
RENEGADE • RYDRATOR • TILT-A-SLAB

Fast. Flexible. Financing.1

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

Material Handling • Air Tools  •  Electric Tools

BBIndustriesLLC.com

800-575-4401

Save BIG on  
Hercules stone  

transport solutions.

Vi
BBIndustriesLLC.com    800-575-4401

There’s a new Viper in town

BACA Systems, a KUKA 
Robotics systems integra-
tor, develops innovative 
fabrication solutions for the 
countertop industry and is 
the leader in Robotic SawJet 
technology. The compa-
ny’s expert team has been 
implementing robotic auto-
mation for more than 30 
years, and its robotic equip-
ment comprises the largest 
number of robots working 
in the stone industry. The 
company also offers both 
miter and CNC saws plus 
its BACA Pure water filtra-
tion system, which enables 
water to be recycled and 
returned to the customer’s 
cutting process.

Learn more at www.baca-
systems.com.

BACA Systems has 
announced that the 

company has hired two 
professionals to lead busi-
ness development and 
manage customer rela-
tionships in several states. 
Karson Cullimore and Nick 
Ens have recently joined 
the company as Regional 
Territory Managers. 

Cullimore is based in 
American Fork, Utah, and 
is responsible for Arizona, 
Idaho and Utah. Ens is based 
in Beaumont, California, 
and is responsible for 
Southern California and 
Nevada. Both Cullimore 
and Ens report to BACA 
Systems Chief Revenue 
Officer Tim Burke.

 
“Karson and Nick bring 

solid experience in the 
stone fabrication indus-
try to BACA Systems,” 
said Burke. “We are excited 
to have them on board to 
help us serve our current 
customers and grow BACA 
Systems’ business in their 
respective territories.”

Prior to joining BACA 
Systems, Cullimore was a 
sales executive with Sync 
Distribution in Salt Lake 
City, where he was respon-
sible for CNC tooling sales 
within a large area of Utah. 
Previously, he held sev-
eral business development 
and sales roles with other 
companies working with 
the construction and stone 
industries. Cullimore holds 
an associate degree in tech-
nical sales from Weber 
State University. 

Ens was shop super-
visor and CNC operator 
with Five Star Granite in 
Woodinville, Washington, 
before joining BACA 
Systems. Previously, he 
held similar roles at San 
Luis Marble in San Luis 
Obispo, California.

Karson Cullimore will 
serve customers in 

Arizona, Idaho, Utah

Nick Ens will serve 
customers across South-

ern CA and Nevada

BACA Systems Hires 
Two New Account Execs 

to Manage Customer 
Relations in Five States

https://bacasystems.com/robo-sawjet/
https://bacasystems.com/robo-sawjet/
https://bacasystems.com/baca-pure/
http://www.bacasystems.com
http://www.bacasystems.com
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The Slippery Rock Classifieds
For Sale

2019 Prodim 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 OBO. Contact: Rick Adams, 
706-318-3181, radams@stargraniteinte-
riors.com .

___________

Rockford Planner. With over 150 shap-
ing knifes. Perfect for Limestone. Asking 
price $12,000 USD.  Contact: Martin M, 
403-478-9293, martin@stone-concept.ca .

___________

2020 Baca Robo Sawjet for Sale. 
Excellent Condition , Low Hours robot 
run time 520.95 waterjet run time 222.95 
hp pump runtime 256.91 total saw motor 
run time 258.42 Can Assist with train-
ing and installation. Machine located 
in the Southeast. Additional Information 
and pictures available. Priced to Sell: 
$275,000.  Call 904-613-6253, jennifer 
@jandjcorp.com .

___________

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 sand-
stone and marble, to the hardest ones, 
such as granite and quartzite and even 
concrete.  Contact: Martin M, 403-478-
9293, martin@stone-concept.ca .

___________

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 solu-
tion for your commercial applications.  
Contact: Martin M, 403-478-9293, mar-
tin@stone-concept.ca .

___________

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-pneu-
matic tires, out riggers. Enclosed cab 
fully heated. This machine is in mint 
condition....$70,000 USD.   Contact: 
Martin M, 403-478-9293, martin@
stone-concept.ca .

___________

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

___________

Ford F550 Boom Truck. Used 2004 
Ford F550 with RWD, flat bed, tow-
ing 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 .

___________

Business Opportunities

Turn Key Shop. Looking to get out of 
the business. Shop is located just out-
side 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. 

___________

Wanted

Denver Saw. Looking for an old Denver 
saw with a DNP01 controller or just the 
controller if someone has one. Please 
contact me if you have one or know of 
one. Thanks! Contact: Jeff Kohmann, 
330-575-3871, jeff@rocksolidcutstone.
com. 

___________

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

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

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

2022-2023 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

November 2022 Friday, September 23, 2022

December 2022 Friday, Oct0ber 28, 2022

January 2023 Monday, November 28, 2022

Learn Stone & Tile Troubleshooting

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

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

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

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

Call 321-514-6845   Stoneforensics.com

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

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

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 400 X 350 70t

$43,600.00 USD
While Supplies Last

EXW Whitehall, NY

Did You Know?
Slippery Rock Classifieds 
are available FREE to the 

Stone Industry!
Visit www.slipperyrockgazette.net

“No, that keeps doctors away.
So, where were we?”

“Yes, fire bad! We get it! But what about 
fourth-quarter earnings?”

“Always remember that you are absolutely 
unique. Just like everyone else.”
–Margaret Mead
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© MARK ANDERSON. www.andertoons.com
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This marble shower floor was installed 
using the epoxy method by Pavlo 
“Pasha” Starykov.

Fred Hueston Interviews Foster 
Lyons on Moisture Discoloration

Hueston: Yep. I agree. Now, what about 
mosaics? Almost 100% of them have 
a mesh backing, and they’re also resin 
backed.  Since the resin is pretty much, 
I hate to use the word, “waterproof,” 
because nothing is really waterproof in my 
opinion, how does water get through? 

Lyons: It gets through in the same way 

as applications that don’t have it. Imagine 
it’s a one-by-one, resin-backed, square 
stone tile. Well, there is still a grout joint 
between all the tiles, and plenty of water 
can get through that grout joint and go into 
the thinset mortar or setting bed. 

In a system that allows the water to 
drain, it will move by liquid flow to the 
drain or back up and out through the grout 
joint between the tiles.

Imagine a big shower, like 100 square 
feet. The area of the grout joint is probably 
like 5 square inches or like one tenth of 1% 
of the floor area. 

Without the resin, arguably, the vapor 
could slowly move back up through the 
stone. The resin on the thinset or the 
sand-cement setting bed below the stone is 
going to get wet, because there are cracks 
in the flooring etc., and its only way to dry 
out now is through that one tenth of 1% of 
the floor area. 

Will it dry out eventually? Sure. It’s just 
incredibly slow.

Hueston: Obviously, you know Pasha’s 
opinion and my opinion on sealers. Would 
you recommend, with the type of assem-
bly system that is being used, to NOT seal 
a shower floor?

Lyons: Between Pasha’s system and the 
kind of traditional system, no, I wouldn’t. I 
don’t see the great necessity for it. In other 
words, for any stone that somebody thinks 
about using in a wet area, if it needs a 
sealer, they already went down a wrong 
path. 

There is a huge amount of historical evi-
dence that unsealed stone would behave 
and function very well. The Iraqis, Greeks, 
Romans, and French did this for thousands 
of years, by some miracle, without the help 
of DuPont or Dow Chemical. Arguably, 
the addition of sealer is more suspect than 
non-use.

Sealer companies do great marketing, 
but sealers are not the solution. In porous 
materials that are going to get wet, any 
reduction to their ability to dry out is a bad 
thing. We want maximum drying potential. 

Hueston: Pasha has been working on an 
all-epoxy system: epoxy setting mortar, 
epoxy grout, and a sealer on top of that. 
He’s going to do more work on more mod-
ules, but what’s your opinion there?

Lyons: Overall, I think he’s got it.  I 
think he’s perfectly correct for those sys-
tems. He’s making what I’d call a “bar-
rier system.” Liquid water cannot get past 
the epoxy grout or the stone.  Of course, 
the stone is porous, and water can get into 
those pores, as we’ve discussed. But now, 
because of the epoxy grout, there are no 
cracks.

That stuff is gooey, sticky, flexible, 
and all the other great things.  It’s not 
porous. Zero porosity. It’s like sheet plas-
tic when it’s all sets up. A barrier has been 
created.

So, his system is epoxy grout and epoxy 
thinset. There’s no place for water to hang 
out, right? Even if 10 molecules of water 
got past some little crack, it’s got nowhere 
to go. No water builds up. 

Hueston: I would think even if you did 
that system, and even if you sealed it, and 
when I say “seal it,” I mean impregnators: 
– if water does get in there, it’ll proba-
bly evaporate quicker than a system that 
doesn’t have that.

Lyons: Yes. Well, it’s going to evaporate 
faster than a system that’s got non-epoxy 

grout and non-epoxy thinset. The reason is 
only the water that is in the stone is evap-
orating. Water doesn’t fall quickly to the 
underside of the stone, because it takes 
time to go through these tiny pores. When 
the shower ends, water goes down the 
drain. There might be a little water in the 
top couple of millimeters of stone, but now 
it can dry out and there’s no additional 
water coming up from below or in from 
the sides. 

This system reduces wetting potential 
and maintains drying potential, tipping 
that balance of wetting and drying.  It’s 
more favorable for being dry. 

I do like talking to Pasha about the seal-
ers on those floors. I’m of the opinion that 
the reason that sealer helps in that assem-
bly, and I’m pretty sure I’m getting this 
right… Pasha is probably screaming into 
his radio right now!

But he believes the assembly functions 
better with a particular sealer. In my opin-
ion, it functions better because it reduces 
the amount of wetting of the stone by just 
allowing the water to sheet off the stone a 
little faster, rather than hanging out on the 
stone, meaning that the surface of the stone 
with the sealer on it is hydrophobic. 

It’s kind of like a super-hot frying 
pan. You drop a tiny little drop of water on 
it, and it dances around a while before it 
evaporates. If the pan wasn’t quite so hot, 
it would just quickly evaporate. 

That’s kind of what sealer does to a sur-
face. The water doesn’t like it as much, so 
it literally runs across the surface faster and 
gets to the drain faster. If you’re not put-
ting a plug in your shallow floor, it’s help-
ing this mischievous water get to another 
place where it can’t cause trouble.

Lyons: In my opinion, the sealer is reduc-
ing the quantity of water that gets into the 
stone to begin with, and therefore, it dries 
out even faster.  That’s the reason that 
assembly works better. 

It’s not as if the sealer improved the dry-
ing potential.  If anything, it reduced the 
drying potential, but the fact that it’s on the 
surface of the stone helps reduce the wet-
ting potential. 

Continued from page 2

Don’t judge each 
day by the harvest 

you reap but  
by the seeds 

that you plant. 
–Robert Louis 

Stevenson

Please turn to page 23
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Hueston: In conclusion, what would you 
recommend to an installer? 

Lyons: You would have to tell me 
exactly what kind of stone and drain is 
being used. If you’re using absolute black 
granite and a two-stage drain, you’ve got 
choices, but if this is a slab marble floor 
and it’s white Carrara, that’s different. 

Long story short: if it’s a translucent 
marble, you either don’t have the room or 
your drain is such that you can’t put a two-
stage drain in. If It’s a single-stage drain, 
like these modern linear drains, then I 
would recommend exactly what Pasha has 
come up with: 100% solid epoxy thinset 
and 100% solid epoxy grout. 

I don’t disagree with Pasha on the sealer, 
I just get a little nervous about it, because 
there’s one that I’m okay with, but I don’t 
control what the contractor buys. 

Hueston: Yeah. And then they all differ, 
and there’s literally hundreds of them out 
there. 

Lyons: Now, if they say, “No, no, no. 
We’re putting in a beautiful, old school, 
two-stage drain. We’ve got plenty of room. 
We framed the floor down, and we can put 
a 6-inch bed or whatever you want…” 
then I’m, like, “Great!” If your contractor 
is comfortable with that, and he’s done it 
before and had success, go for it. Go ahead 
and do that. It’s going to be OK, if prop-
erly installed.

A lot of design decisions have to be 
thought of before the house is framed.  If 
you need to drop the floor for a shower 
stall, guess what, your structural engineer 
has to be involved. You’ve got different 
floor joists, etc.

So, it’s a little complicated, but I love 
Pasha’s system. I believe in it. It works. 

I love the old school system. I believe in 
it. It works. Just don’t mix the two. 

Hueston: Well, Foster, this was really 
great.  I’d love to have you back on my 
podcast sometime to talk about some other 
things concerning building science. Again, 
thank you. 

Lyons: Thank you very much. It’s a great 
honor, and it was fun for me. 

For more information, check out these 
articles:

Sealing Stone in Wet Areas, 
by Fred Hueston
stoneforensics.com/
sealing-stone-in-wet-areas/

Marble Moisture Discoloration: Don’t 
Blame the Stone, by Pavlo Starykov
See the SlipperyRockGazette.net 
Archives, September 2020 issue

Eliminating Marble Moisture 
Discoloration, by Pavlo Starykov
See the SlipperyRockGazette.net 
Archives, January 2021 issue

Continued from page 22

Cliff Dieker:
Stone Carver

Extraordinaire

Ramp and twist structural banister 
of Indiana limestone for pool con-
struction at the LeMay residence in 
Kansas City, Missouri. 

This six-foot tall limestone tree trunk, 
inhabited by various woodland “crit-
ters,” was once the focal point of a 
KOA campground in Oak Grove, Mis-
souri, and a joint project of Dieker and 
Tim Crede.

Georgia marble sculpture for the Didde Catholic Campus Center, Emporia 
State University, in Emporia, Kansas. Size: approximately 40 inches tall.

“For years I didn’t think of stone carving 
as art, but it really is,” Dieker said. “They 
say, to a man with a hammer, ‘every prob-
lem looks like a nail.’ But I say, to a man 
with a hammer and chisel, ‘the world looks 
like a sculpture.’ ” 

If you’re interested in owning a piece of 
stone carving history, the “Critter Tree” 
is currently available, and looking for a 
permanent home. Contact Debbie Crede 
at Missouri Ledge Stone Supply and 
Fabrication for details, d.crede54@gmail.

Dieker: “The pagoda was started at 
one of the first of many carving work-
shops I attended. It is Cottonwood 
limestone and sits on a wall in my 
yard. There is a small lightbulb in the 
base so at night it looks like the lights 
are on inside.”

An example of moisture discoloration around a drain in a marble shower floor – a 
common problem arising from faulty construction.

Continued from page 9

https://stoneforensics.com/sealing-stone-in-wet-areas/
http://stoneforensics.com/sealing-stone-in-wet-areas/
http://stoneforensics.com/sealing-stone-in-wet-areas/
https://www.slipperyrockgazette.net/index.cfm/pageId/3978
https://www.slipperyrockgazette.net/index.cfm/pageId/3978
https://www.slipperyrockgazette.net/index.cfm/pageId/4109/Eliminating%20Marble%20Moisture%20Discoloration/
https://www.slipperyrockgazette.net/index.cfm/pageId/4109
https://www.slipperyrockgazette.net/index.cfm/pageId/4109
https://www.slipperyrockgazette.net/index.cfm/pageId/3978
mailto:d.crede54%40gmail?subject=Tree%20Sculpture%20by%20Cliff%20Dieker
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$1,255/MO

With our  

easy financing*

Cuts 45° 

Miters!

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

MADE IN THE USA

Distributed by:

www.BBIndustriesLLC.com u Sales: 800-575-4401 & 865-310-5416 
 RYE-Corp Customer Service: 865-988-3823
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Call 1-800-575-4401 or Order Online  www.BBIndustriesLLC.com

with and Integra!
Go To The MASTERS

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.

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

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

NO Registration Necessary!

It’s a Hole-In-One Opportunity!

 2 Winners TBA at TISE 2023  
 Masters Tournament tickets and   
 accommodations are included
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