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Julie Warren Conn Explores the 
Power of Expression in Stone

Growing up in Knoxville, Tennessee 
in the 1950s, Julie Warren Conn 
loved working with her hands. 

She imagined becoming a fashion designer 
while making clothes for her paper dolls, 
or being an airline stewardess when gazing 
at the sky through the treetops. From time 
to time, Julie also imagined natural shapes 
of all types, and at the time, unbeknownst 
to her, it was these images that would help 
shape and eventually lead her to her passion 
and lifetime career as a sculptor.           

Imagination Will Take 
You Everywhere

Now imagine, if you will: Julie, now a 
young woman, having the good fortune to 
attend the University of Tennessee to pur-
sue her chosen craft, and leaving with a 
Bachelor’s degree in Fine Arts in Sculpture 
in 1965. Her life was falling into place as 
she spent the first ten years of her career 
welding sheets of steel into art objects. Life 
was good; however, change was in the air. 
Julie was primed and ready for what would 

by Peter Marcucci
Photos  Courtesy Julie Warren Conn 
and by Larry Hood

be her next phase and the final key to her 
success, but not without a lot of work, due 
diligence and luck, she recalled. “I was 
very tired of the welding, and I finished 
a piece of stone that I started in college. 
Once I did that, I went to a local mar-
ble company, The Marble Shop. Claude 
Ledgerwood owned the company and per-
mitted me come in, and the men in the mill 
taught me how to use the electric and pneu-
matic tools to work the stone.” 

The Transformation of Love  
By 1975, Julie’s metal work was side-

lined, and a clear path leading to natural 
stone was in her destiny, she explained. 
“The beauty of the stone was so outstand-
ing and the process of carving stone was so 
opposite of what I had been doing, that one 
piece led to the next, and I never returned 
to welding. I found my interest, I found my 

passion, and instead of being an 
additive process, which I was 
doing in steel, I was reducing 
the stone and trying to find the 
form and the shape.” 

.375

All Creatures
“In 1994, I was commissioned by 
the Memphis Cancer Center in 
Memphis, Tennessee to create 
a sculpture for their lobby. I was 
given freedom to just do the work 
as I wished— no questions asked 
(always the way to get the best 
work from an artist!). Done over a
period of months, the four pieces 
of marble were carved by me with-
out assistance. Various high-relief 
carvings of animals surround the 
lower portion. The top three pan-
els are doweled and can be turned 
in various angles. All pieces are 
highly polished revealing the 
beauty of the Italian Serpeggiante
marble. The mass of the pieces 
is mounted on a very heavy cast 
bronze base. Sadly, The Cancer 
Center closed a few years ago but 
the sculpture became the focal 
point in the doctor’s home who 
had originally commissioned the 
work. It was a sheer labor of love 
to create this piece. I feel it is the 
closest I have come to creating a 
“masterpiece.”

by Karin Kirk
Photos  Courtesy Cochise Marble; 
Map and Graphic by Karin Kirk

Cochise Marble – A Surprise 
in the Arizona Desert

Among sweeps of tan, red, and grey 
rocks, sits a surprise: A pocket of 
gleaming white marble.

Even the geologic map makes barely a 
passing mention of it – but the stone is a 
spectacular find that rewards those who 
look deeper. 

The Legacy of Minerals
Cochise Marble quarry is located 

near Bowie, Arizona,  in the Chiricahua 
Mountain range. The region is the ancestral 
lands of Apache tribes, and was acquired 
by the United States from Mexico in 1848. 
American military expeditions, surveyors, 

and prospectors set out to explore the ter-
ritory, striking gold in the Chiricahua 
Mountains in 1860. 

Decades of struggle ensued, writing more 
chapters in the ages-long battle between 
resource extraction and indigenous peo-
ple that has been repeated throughout his-
tory. Though it’s a difficult part of our 
American story, the Cochise Marble com-
pany tries to honor the origins of the land 
and the people who lived here before us. 
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Samburu (Warrior Series)
Tennessee Imperial Black Marble

25˝ H x 10˝ W x 7˝ D
Tennessee Black marble is the most diffi-
cult to polish because all scratches must 
be removed. A few years ago, I decided 
to get back with working this native black 
stone, which is so beautiful. Samburu was 
created in 2016, a few years before my 
accident. It was that year that I felt I was 
really back in a groove, making some of 
my best work. I was proud that at my age 
I could still do it! You know the expres-
sion from Proverbs, ‘Pride goeth before 
destruction, (and a haughty spirit before a 
fall.’) I was reminded of that the hard way 
when I seriously injured myself in 2019 —  
in fact, it was  the worst injury of my life!

Racing With the Wind
“Stone drawings have become an important part of my work. I began using this technique in 
the early nineties. These are created on black granite to obtain the best contrast,  and many 
of the drawings are used architecturally in many commissioned walls in Knoxville (Second 
Presbyterian Church, Cokesbury Family Life Center, the KUB Building, Morristown City 
Hall, and others). I also collaborate with a blacksmith in Kentucky to develop tables, ped-
estals, etc. to support the stone drawings for use as more functional pieces in the office or 
home. This 30-inch disc is currently displayed on a wrought iron pedestal.” 

Julie Warren Conn Explores the 
Power of Expression in Stone

   
Early on, Julie was inspired by many 

1940s and 1950s-era sculptors including 
Barbara Hepworth, Constantin Brancusi, 
and Henry Moore, who she visited in 
England. “Henry Moore was in his 80’s, 
and had a blanket over his lap, holding one 
of his ink drawings, and a glass of sherry 
on the table beside him. He was open and 
friendly as we began chatting. It was so 
amazing to talk to him, and a very exciting 
moment for me.” 

She was also heavily inspired by 
Michelangelo, she continued. “I read The 
Agony and the Ecstasy before I started on 
an 18,000-pound block of Tennessee mar-
ble. It was during my early career, and as 
I worked the stone with my electric tools, 
I remember laying my head on this huge 
block thinking, if Michelangelo can do it 
with a hammer and chisel, with all of these 
tools and some extra help, surely, I can do 
it. There were also many times I laid my 
head down on the stone, crying, ‘Who’s 
gonna win, Rock – you or me?’ ” 

 
A Career in Flux

Currently living in Lexington, Kentucky 
with her husband, Philip, Julie contin-
ues to immerse herself in work at her stu-
dio in Winchester, located about 13 miles 
due east of Lexington. The large studio 
includes a show room for her sculptures. 
She’s there working most week days, when 
she’s not traveling. 

Her passion continues to drive her, and 
she still delights in the challenge of taking 
a block of stone, drawing lines and sawing, 
grinding and chipping away. At age 79, it 
is an intuitive process, she said, adding, 
“I’ve been doing it so long, the stone will 
pretty much lead me. If I’m working figu-
ratively, I’ll take a different approach by 
conceiving it in my mind, laying out a plan 
and trying to develop it. Most often these 
pieces are highly refined, requiring double 
the amount of time to polish or to rough-
out the form. They sometimes include 
textural contrast, but overall, I finish and 
polish the whole stone. The piece may sug-
gest figures, it may suggest animal forms. 
So, it’s figurative, but extremely abstract. 

Nothing I do is picture-perfect realis-
tic. I would also characterize some of my 
work as classical, in that I work in a clas-
sical way, refining by hand. So, not in the 
Michelangelo sense, but classical, because 
my approach is about craft. I never felt like 
you get craft without art and art without 
craft, and I will use anything I can to obtain 
a polished, refined sculpture.” 

Currently, within her art, there are three 
divisions: direct carvings, stone drawings, 
and her bronzes, which are all very distinct 
and different, because of her level of par-
ticipation in the processes. 

From Stone to Bronze
“With bronze casting, I’ve already cre-

ated the design in stone; molds are made of 
my original design in stone but the pieces 
are cast at a foundry firm. My next part of 
the production is overseeing their multi-
step process at the foundry, to make cer-
tain the pieces are cast with precision. 
I work with the patineur to make certain 
each one turns out to the specified color 
and patina. I work in an edition of nine for 
the bronzes, in lieu of hundreds. This pro-
cess permits a form to be shared, and the 
low-numbered edition maintains the char-
acter of the original. 

“My sculpture The Founders is my larg-
est bronze-casting to date. The hollow, 
bronze back-to-back figures are placed 
on a 9,000-pound block of black gran-
ite, imported from India. I worked with 
the Georgia Granite Group in Elberton, 
Georgia, in August 2021, creating the free-
hand drawings on the granite, and prepar-
ing the base for sand-blasting the flora and 
fauna forms, to create the polished relief 
drawings. From start to finish, this mon-
umental project occupied 4 years of plan-
ning and work.”

 Julie admits that the bronzes are cer-
tainly much easier to handle than the stone, 
because they don’t weigh as much. “I’ve 
had so many back injuries; I can’t lift a lot 
of stone.” Julie does have her own forklift 

and has perfected ways to maneuver stone 
to avoid lifting. She has also substituted 
lighter, easier handling tools for her old 
heavier tools to get the proper finish, she 
continued. “The smaller tools are just as 
hard on my body as the big ones. The big 
ones just get the work done a little faster! 
I can still get a lot of work done without 
using the big heavy tools I had always used 
before the accident. I also don’t have any 
assistance now, because I’m too involved 
in creating as I go, and enjoying the pro-
cess as I go, and I can’t turn that over to 
somebody. To me, it’s a very personal 
experience to work with a piece of stone.” 
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Healing Hands, Marble & Bronze
“Rehabbed and pushed to the limit by my 
kind, caring, tough hand therapist – one of the 
very best in the country, and fortunately based 
in Lexington – I carved this work. Cut from a 
raw block of Colorado Yule Marble (the same 
stone as used for the Washington, DC Lincoln 
Memorial) I carved a series of hands. After all, 
for two years and after hundreds of hours of 
therapy trying to restore the use of my hand, 
I daily studied the hand. This piece just flowed 
– I simply held the chisels! The original mar-
ble piece is in my therapist’s collection. I have 
also had it cast in bronze- thus, the greenish 
color cast.”  The original roughly measures 
13˝ H x 15˝ W x 7˝ D.” 

The Founders
“I was working with the Geor-
gia Granite Group in Elberton, 
Georgia on the 9,000 lb. gran-
ite base for this project. It was 
fabricated in India, shipped 
into the Port of Savannah 
in the summer of 2021, and 
trucked to the GGG compa-
ny. I spent two hot and sweaty 
weeks in the 103° Georgia 
heat drawing and preparing 
the rubber for sandblasting. 
When completed, it was sand-
blasted by a man from Peru. 
The base was then trucked to 
Loretta, KY for installation at 
the Maker’s Mark Distillery. 
All of the staff at GGG were 
instrumental in cheering me 
on. This was a wonderful, ex-
citing project after overcom-
ing a serious injury!” 

Julie Warren Conn

The Accident 
“I was working in the studio on a Saturday 

afternoon on December 7, 2019. I was 
already tired when I started this project, and 
anytime you feel that you are too tired and 
not focused, and doing something poten-
tially dangerous, you probably shouldn’t be 
doing it! Nonetheless, I needed to finish a 
very small piece for a show in New York, 
and began to work on it. I picked up a very 
old right-angle grinder with a 4-1/2-inch 
diamond blade on it, started cutting, and 
within a split-second the saw blade grabbed 
the sleeve of my left wrist. It was an old 
grinder with an on-off switch, not a paddle 
switch, and I had done what all of my stone 
carving buddies did; I had removed the 
guard. Fortunately, the cloth of the sleeve 
had bunched up and stopped the blade – 
but not without consequences. Without me 
realizing it, it had made a deep, severe cut 
into my wrist. I then jerked the plug out of 
the wall, and tried to get the saw loose from 
my clothing. All the while my mind stayed 
perfectly clear, which was amazing. I had 
on several layers, so the blood wasn’t com-
ing through, yet.    

“Continuing to struggle, I still couldn’t 
get the saw off, so I grabbed scissors, 
tried to cut it off, and finally ripped off the 
sleeve, and realized how serious it was. I 
then ran out of the studio, then out of the 
house and into the neighborhood scream-
ing for help, but nobody heard me. So, I 
ran back into the house and called 911. By 
then, I knew I was really bleeding heavily 
and in big trouble. 911, you know how they 
do, ‘Now where are you, blah, blah, blah?’ 
But now I’m really frightened, and  a little 
hysterical, and said, ‘Don’t you understand 
that I’m bleeding to death?’ But as soon as 
I heard the sirens, I knew help was on the 
way and threw the phone down.”

The bottom line: Due to her heavy cloth-
ing, the saw blade stopped just short of the 
bone. Fortunately, a hospital intern was 
able to put Julie’s wrist back together tem-
porarily, just to stop the bleeding – which 
was still a ten-hour process. Then, three 
days later, extensive surgery was per-
formed. And now, after two years of gru-
eling therapy, she’s regained about 80% of 
the use of the hand that she almost lost, and 
is again able to create beauty, albeit more 
gently and carefully. 

Wishing Stone
Above: This large sculpture of Coral Rouge 
(Tennessee) marble is one of Julie’s favorite 
materials, and increasingly hard to find.

Right: Julie works on a new piece in her 
studio in Winchester, Kentucky. The 
pneumatic air tools in the foreground are 
heavy-duty and “practically antique” Inger-
soll-Rand grinders. Julie also has a large col-
lection of old Italian chisels and files.
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ActionFlow Announces 2023 
Profits and Peace Retreat

WE are excited to an-
nounce the 2nd 

Annual ActionFlow Profits and 
Peace Retreat on April 25-26th, 
2023 at St. Charles Convention 
Center in St. Louis, Missouri!   
With sessions, workshops, and 
discussions on how ActionFlow 
can help shops solve key busi-
ness management problems and 
implement best practices in the 
stone industry, the retreat equips 
fabricators to leverage software 
for increased profits and peace. 
While primarily geared towards 
ActionFlow users, it is open to 
those interested in improving ef-
ficiency with technology. 

 
Rick Stimac, CEO of BB 

Industries, will be the keynote 
speaker. By implementing strate-
gic leadership and operating sys-
tems in multiple companies with 
results that surpassed expecta-
tion, Rick has learned what it 
takes to grow a business firmly 
and sustainably.   Rick’s exten-
sive experience in key executive 
roles combined with experience 
in the stone industry will provide 
unique insight into honing busi-
ness operations for fabricators 
and sponsors alike.

Alongside Rick, the platinum 
sponsors, Fabricator’s Choice 
and Synchronous Solutions, each 
bring expertise that we have seen, 
first-hand, deliver systemic, last-
ing change to fabricators that 
reduces chaos and delivers prof-
its. Last year, additional sponsors, 
Paysimple, Northwood Machine, 
SpeedLabel, and Pinpoint Status, 
brought their own perspectives 
to conversations on making the 
life of a fabricator easier.   We 
value the voice of the sponsors, 
and their partnership helps make 
the retreat possible.

We have been and will continue 
to work hard to make this event 
highly professional, impactful, 
and fun. We are excited to con-
tinue building on the previous 

year, providing fabricators with 
at least 3-5 key thoughts or action 
items to bring back to their shop 
that will improve the lives of the 
owners, their employees, and their 
customers. The stone community 
is hardworking, niche, gritty, and 
always looking to improve, and 
we want the retreat to be a place 
that fosters those characteristics 
through forming and strengthening 
relationships. Last but not least, 
we don’t want to miss the oppor-
tunity to celebrate our community 
and we plan on having a ton of fun 
doing so! Join us for great food, 
drink, and high-speed go-karting!

We heard great feedback last 
year and are looking to make it 
bigger and better this year! 

Comments from last year’s 
attendees:

“Flow of the event was great 
and no hiccups. There was great 
camaraderie all around between 
ActionFlow workers and users.”

“Fantastic team and excellent 
culture!” 

 
If you would like to be part 

of making this event and be 
involved in important conversa-
tions with fabricators, reach out to 
grace@actionflow.net regarding 
sponsorships.

Registration opens January 2023, 
and we can’t wait to see you there!

Rick Stimac, CEO of BB Industries 
is Keynote speaker for the 2023 

ActionFlow Retreat.

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

Grace Hunt 
ActionFlow 

mailto:grace%40actionflow.net?subject=Sponsorship
mailto:lhood%40slipperyrockgazette.net?subject=Advertising%20in%20the%20Slippery%20Rock
mailto:publisher%40slipperyrockgazette.net?subject=Comments%20about%20the%20Slippery%20Rock
http://www.slipperyrockgazette.net
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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.

Training & Education
Non-Traditional Ways to Grow 
Your Countertop Shop in 2023

Stephen Alberts 
Countertop Marketing The more we work with more fabri-

cators, we more we discover what 
brings about a revenue increase in 

retail countertop shops. I wanted to break 
down a plan that you should follow for 
your shop in 2023 that’s a little different 
than the normal marketing plan. 2022 was 
a good year, and most likely you were 
pretty busy with plenty of jobs. Being 
busy and growing your business is great. 
The problem is that sometimes you and 
your team are so busy, you’re not plan-
ning for the future when things may slow 
down. 

Plan for the worst. I don’t like being 
negative, but planning for a decrease in 
business is a realistic way to run your 
countertop shop. You need backup plans 
and strategy for when the jobs aren’t roll-
ing in as much as they are at the current 
time. With our clients, towards the end of 
the year business was slowing down for 
many pockets of the U.S. . Here are a few 
tips covering what you should focus on 
in 2023 and some non-traditional ways to 
tackle some of your marketing. 

Your website needs to be top-notch. I 
mentioned in my last article ( www.slip-
peryrockgazette.net/archives/Nov2022) 
that we see a lot of outdated countertop 
shop websites. The industry is a little 
behind other industries with online mar-
keting, but we see it slowly catching up. 
This means your competitors are starting 
to put money into their online presence, 
and this all starts with a website. More 
than 50% of your website traffic is on 
mobile devices and this is only going to 
increase. Your website needs to be super 
mobile-friendly and fast.

Two big technology issues to also think 
about in 2023 are voice search (people 
talking into devices to search for coun-
tertops) and also compliancy for people 
with disabilities. There is a new type of 
lawsuit out there that lawyers are cash-
ing in on: going after websites that aren’t 
ADA-compliant. Make sure your new site 
is ready for these two factors in the new 
year.

Facebook is not dead and is 
not going anywhere. The shops that 
focus on social media will win in 2023. 
Facebook (and Instagram) is still very 
much alive and shops are getting tons 
of leads from the social network. But it 
needs to be done properly. Homeowners 
love pictures and videos. People are too 
busy to read, so they need quick content 
that’s easy to consume. 

Projects pictures, before and afters and 
short videos are just some types of con-
tent to focus on. The younger homeowner 
wants to connect more with the business 
they are allowing into their home. We all 
enjoy a good story, and your shop should 
be telling that story with your social 
media and also on your website. 

We want to see the behind-the-scenes 
content. Why do you think reality TV 
is so popular? It’s because people love 
to see the raw type of content. A selfie 
video that isn’t polished will perform 
better on social media than a polished, 
commercial-type video. 

In 2023 get uncomfortable with your 
content for social media! Tell your story, 
get on camera more, and put out con-
tent that connects with your audience. 
Perfection isn’t your friend with social 
media. Raw, authentic content that isn’t 
edited perfectly will win every day. 

Reviews, reviews, reviews. I see 
shops that are fantastic with getting more 
Google reviews, and then some that are 
just horrible with this. Reviews are the 
cheapest way you can grow your coun-
tertop shop, but you need to put in the 
work. And I have a strategy for you in 
2023!

We’ve tested many different ways to get 
reviews after a project is completed. Here 
are some methods that work extremely 
well:

1. After a project is complete, have 
someone in your office call the cus-
tomer. Wait a few days but don’t wait 
too long! You want them to still have 
the excitement that they have a new 
countertop installed.
2. On the call make sure they are happy 
with the countertop and also everything 
is okay. On this call, tell them that you 
are going to send a review request. 
3. Send them a request asking for a 
review right after this call. You can 

even send them a simple email with 
your Google review link, or use a sys-
tem to do it. We have a system that 
makes this easy. 
4. After a week, if you do not get a 
review from the customer, follow up 
again.

We are all numb to automated systems 
and software. After you get your car fixed 
at the dealer you get an automated request 
for a review. You go to the dentist and 
also get that review request after your 
appointment. In 2023 you need to go out-
side of the box and put that personal touch 
to your customer service, which will sky-
rocket your Google review efforts.

We have a client who follows the above 
calling process and gets around a 50% 
conversion rate from asking for a review, 
to getting a review online. 50% – That’s 
an incredible response rate! 

Please turn to page 11

http://www.slipperyrockgazette.net/archives/Nov2022
http://www.slipperyrockgazette.net/archives/Nov2022
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Ed Young
Fabricator’s Business 
Coach

SO– you’ve taken all the advice in 
these articles for the past year, 

your business is running more smoothly, 
and now you are wondering what to do 
next. The answer:  Craft your 2023 plan 
for the business now.

As you consider what 2023 may have in 
store, you may have questions like:

• I think I need to add an install crew – 
will I have the sales to sustain them?
• I want to start a marketing campaign – 
can I afford it?
• If I add a salesperson, when will I need 
to add that new templater?
• As we grow, I know we need more shop 
employees – but it will increase my costs, 
and can I afford them?

A great aid in answering these questions 
is to put together a month-to-month plan 
that not only forecasts your sales but also 
helps you think through what staff changes 
you need to make as your sales change. For 
this article we’ll assume increasing sales 
during 2023. If you are expecting the oppo-
site, the same logic applies – but in reverse.

First Step 
Head to www.FabricatorsCoach.com/ 

free-helpful-tools to download the 
spreadsheet.

 

it right – so don’t obsess too much over 
the details. The point is to get you thinking 
about what next year may look like and to 
help you plan ahead for how to deal with 
the changes you expect. As you progress 
throughout the year, it is helpful to enter 
the real OE number and the real $T number 
as each month is completed.  Also update 
any of your sales or staffing forecasts.  

If you continue to work with this tool, it 
will become an essential part of your man-
agement rhythm.  Using tools like this help 
you spend more time running your busi-
ness instead of it running you.

If you want another set of eyes to help 
review the finished product, email me and 
I’m happy to take a look. 

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.

Planning for Success

In the spreadsheet, you can enter the sales 
volume you anticipate for each month, or 
you can estimate the additional jobs you 
expect to add for each month.  To use this 
feature, you will also need to have some 
data on the average sales price of your jobs. 
The spreadsheet will calculate the monthly 
impact of those added jobs.

Keep in mind that this is your best guess 
based on the information you have today.  It 
won’t be perfect, but it is essential for plan-
ning out next year.  As the year progresses 
and as you have new information, go back 
and adjust your forecast accordingly.

Step 3 
If you aren’t already tracking Throughput 

Dollars ($T) for each job, take several jobs 
from each market segment you serve and 
calculate $T for each. Then, divide the 
$T by the sales price of each job to get an 
average percentage. Use this number to 
estimate your Monthly $T.

Step 4
 Forecast your monthly Operating 

Expense (OE) for the end of 2022. If 
you don’t anticipate making any changes 
between now and the end of the year, you 
can use your most current average OE.  
Enter you OE in the Base OE line for 
January. Note that this number is automati-
cally repeated for the other months.

Step 5 
 Determine the personnel changes you 

need to make to accommodate the chang-
ing sales levels. Make a list of the positions 
you need to add.  

If you expect sales to increase next year 
and your current templater is already fully 
loaded, you may need to add a templater 
early in the year. If your salespeople are 
spending too much time handling paper-
work and scheduling, you may need to add 
a dedicated scheduler or an office support 
person.

Knowing how loaded the people are in 
the various functions is critical to this part 
of the analysis. While you likely won’t 
have data to verify this, making your best 
assessment now is a great first step. A key 

concept here is playing to your strengths 
and the strengths of your people. A clas-
sic example is having capable salespeople 
handle customer service calls or sched-
uling functions while sales are increas-
ing. Capable, experienced salespeople are 
hard to find – why waste that capability on 
something other than sales? Hire someone 
else to handle those non-sales tasks.

Also note and estimate any other signifi-
cant additional costs like the marketing pro-
gram shown in the example spreadsheet.

Step 6 
Estimate when each position needs to be 

filled based on your sales projections. Then 
estimate the monthly cost of that position 
– wages and benefits. List the positions in 
the Additions section of the spreadsheet.  
Enter the monthly costs in the OE Adds 
line. The cumulative impact will be carried 
through the subsequent months.

Last Step
Review the Net line to see the impact 

of both the sales increase and the OE 
increases. Think through each month and 
confirm that your plan for adding those 
new positions correlates with the sales 
increases. You’ll likely want to sleep on 
this and review it over several days. Don’t 
be surprised if you make several changes. 
It also helps to review your thought pro-
cess with other key people in your com-
pany and get their input.  

Keep in mind that you are essentially 
predicting the future – and you won’t get 

Training & Education

Step 2 
Forecast your sales changes for 2023.  

Hopefully, you are continuously talking 
to local economic development people, 
local home builders’ association, cham-
ber of commerce, and your customers 
to keep your finger on the pulse of your 
local economy. Use this data plus your 
experience to forecast sales levels for each 
month. Remember to include the impact of 
your normal seasonal patterns.

“It had long since come to my 
attention that people of 

 accomplishment rarely sat back 
and let things happen to them. 
They went out and happened to 

things.”–Leonardo da Vinci

http://www.FabricatorsCoach.com/free-helpful-tools
http://www.FabricatorsCoach.com/free-helpful-tools
mailto:Ed%40FabricatorsCoach.com?subject=Slippery%20Rock%20Article
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These Lamellar Water Processing Plants are our stone water recycling systems that run at 66 GPM and 105 GPM. 
They are designed to process and clarify waste water using flocculant and coagulant to achieve the clearest water. 
These stone water clarification systems are used for indoor installation as well as outdoor installation.

66/105  Gallons per Minute
Submersible Pump included

4 HP Relaunching Pump included
Sludge Dehydrator Bag System

Wavy Dividers- for faster water separation
Double chemical system - Coagulant / Flocculant

TEC754 - 66 GPM Lamellar Plant Lamellar Pack - Wavy Dividers Relaunching Pump

TEC756-105 GPM Lamellar Plant

Sludge 
Dehydrator 
Bag System

Give us a call for more information 1-877-315-4761 or email: info@wehausa.com

All Filter Project clarification plants are built using sturdy, first quality materials and ground breaking techniques. 
These plants play an ever- increasing role in running a productive and profitable stone fabrication or processing enterprise.

Specifications

66 GPM AND 105 GPM LAMELLAR WATER PLANTS 

What makes Filter Project a better choice than other water clarifier systems?
• Pedrollo pumps/motors

• Items stocked in US

• Free remote service available

• US based technician for better customer service

• Double chemical system for cleaner water

• Siemens parts



8 |  decemBer 2022 SlIppery rock GazeTTe

Plans for the Future
Julie’s work continues to evolve, and 

after the accident, she’s even more deter-
mined to keep doing it, with no plans to 
stop, ever. Traveling with her husband 
Philip half of the time, and working her 
craft the other half is a real balancing 
act, and challenging, because she’s also a 
mother and a grandmother. 

   
“What has kept me going is that I’m 

always trying to achieve that masterpiece, 
but I’ve never quite gotten it. My sculp-
ture All Creatures possibly comes closest. 
That said, it’s important to get the work 
out there for several reasons. When my 
work means something to someone else 
and they want to have it, that’s special for 
me. Additionally, through the years, the 
more I could sell, the more I could afford 
to improve my working conditions, my 
tools, and keep advancing. 

“Some artists are so shy and cannot 
work directly with clients, and that’s 
where galleries come in to play. But gal-
leries push you in a certain direction. I 
love the craft, the business, the numbers 
and working with the clients. I love all of 
it, the entire process, even though it’s such 
hard work. But, if you have a will, there’s 
a way. My work is going to remain the 

Julie Warren Conn Explores the Power of Expression in Stone

same, and hopefully continue to be as good 
as my work from the past, retain the qual-
ity I’ve reached in the past. I still have the 
drive, and can still enjoy the things in life 
that most people enjoy – and feel very, very 
lucky, because I’ve had enough success to 
keep working.

“The accident certainly changed me, took 
its toll, and I can live with it. However, there 
still is a lot of nerve pain and my hand will 
never be the same. I can still work, but after 
a year of recovery and inaction, I don’t have 
the strength that I used to. Part of aging is 
you slow down, and part of injury is it takes 
you out for a long time. Yet, I wouldn’t feel 
as old as I am, if I hadn’t had the injuries 
I’ve had. 

 “As for up-and-coming artists, I feel that 
if you’ve been given any kind of gift and 
you don’t use it, it’s a real waste. So, fol-
low your passion and follow your dream. 
Whatever your goal is, work to achieve it. 
Whatever experience you can get, get it. 
Don’t be afraid to strive for what you want.” 

Julie is currently working on three com-
missions. After almost 50 years “in the busi-
ness,” her work is sold privately through 
reputation and word of mouth, and is not 
available in galleries. To learn more about 
Julie, view her work, her processes and her 
available sculptures, visit her stunning web-
site at www.juliewarrenconn.com .

Continued from page 3

Viage
Tennessee Coral Rouge Marble

24” W x 15” H x 15” D
“Viage was recently delivered to clients in 
Knoxville, who purchased one of my early 
works of the same Tennessee Coral Rouge 
Marble in 1985. The very first piece of stone 
I acquired came from the old Gray Knox 
Marble Company in Knoxville. (My father 
purchased that plant years later to become 
part of his pre-cast concrete plant.) I hauled 
the heavy raw stone to my UT art class, 
and with hammer and chisel began chip-
ping away. I only roughed out the piece and 
found the process too difficult to consider 
as a profession. Ten years later, a friend 
visiting from Italy offered to complete the 
piece. He was working at the Marble Shop 
in Knoxville. I got heavily involved and once 
the polishing began, I had found my passion! 
The stone is spectacular! I asked to work at 
the plant of the Marble Shop and the rest is 
history. The men in the mill taught me the 
craft of working stone in a more expedi-
ent manner. I never returned to sculpting 
in metal.”

Bianca, Alabama Marble 
14˝ H x 12˝ W x 10˝ D 

Back to Back, Bronze, Ed. of 9 
22˝ H x 17˝ W x 9˝ D

The male/female figures represent the unity 
of a couple working together. Back to Back 
became the prototype for creating the large-
scale figures for the Maker’s Mark Distillery 
commission, The Founders. 

Fallen Angel, Bronze, Ed. of 9 
17˝ H x 8˝ W x 4˝ D

Mishima (Warrior Series)
Vermont Marble

50˝ H  x 15˝ W x  8˝  D
“One of many warrior sculptures created 
throughout the years, Mishima was carved 
during the period my father was passing 
away. I shed many tears as I beat on the 
extremely tough piece of Vermont Marble. 
Rigid symmetry and textural contrast define 
the form. I would love to cast this sculpture 
in a large scale in bronze for a client.

http://www.juliewarrenconn.com
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800-575-4401www.BBIndustriesLLC.com

Three Easy Ways to Partner with BBI

WebsitePhone In Person

BB Industries is the LARGEST 
National Distributor for Integra 

with over 250 colors

 IN STOCK!

 Get Integra at Integra Adhesives are the tube 
innovator and have the best color 

match website to make it the  
easiest in the industry.

 All others are just imposters!

Integra products are trusted,  
pre-colored seaming and assembly 
adhesives formulated for quartz, 
natural stone, sintered materials, 

solid surface, and more.

Meets or exceeds Indoor 
Air Quality standards

Visit us and INTEGRA at TISE Booth 3823
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“I am a firm believer in the 
people. If given the truth, 

they can be depended upon 
to meet any national crisis. 
The great point is to bring 

them the real facts.”
–Abraham Lincoln

How Do You Get Your 
101st Train?

Rick Phelps
Synchronous SolutionsI walked upstairs at a Fabricating Shop 

recently and the management team 
was in the middle of discussing how 

they might get their 101st train. Pretty 
crazy, right? I broke into a huge grin 
because I knew I had found a way to make 
Throughput Accounting ‘sticky’!

You probably don’t deal with trains in 
your business, and neither do those man-
agers! But if you don’t know how to get 
your 101st train, you will certainly want to 
find out.

An important part of our Synchronous 
Flow System is a powerful concept called 
Thoughput Accounting. Throughput 
Dollars, or $T, is integrated into a number 
of countertops fabricating software sys-
tems including ActionFlow, Stone Profit 
System and Stone App. Knowing how to 
leverage $T is critical to your success as a 
business owner.

In 2006 I was working in some coal 
mines in Wyoming, helping them imple-
ment Lean Manufacturing concepts. They 
had a sister mine in Montana that pur-
ported to not need help, apparently they 
were already quite good at 5S, a work-
place organization tool, and implement-
ing Six Sigma* to boot! I wrangled a visit 
to Montana with the offer of a Lunch & 
Learn training session on the Theory of 
Constraints and Throughput Accounting.

After a brief overview of their operation, 
we got down to eating and learning. They 
were highly skeptical, especially the site 
Controller and the General Manager, one 
of whom informed me:

“You’ve got to understand, coal mining is 
a HIGH capital, low MARGIN business.”

They explained that the mine cost about 
$100M per month to operate, and was able 
to load around 100 trains each month. Each 
train only carried about $10,000 in profit. 
They were averaging slightly under $1M 
profit each month.

It sucks to be them!
They were doing a Six Sigma project 

focused on making sure every car on every 
train was as full as it could be, while Lean 
Manufacturing tools were being applied to 
eliminate waste. Made perfect sense given 
their stated mindset!

Here is where understanding Throughput 
Accounting and specifically $T really 
comes in handy. You calculate $T by sub-
tracting the Truly Variable Costs (TVE) 
from Revenue. TVE is essentially what 
you pay suppliers for your raw materials. 
Mines pay a minuscule royalty for every 
ton extracted, so for all intents and pur-
poses, $T equaled Revenue at these mines.

Given their numbers, you don’t have to 
be a math whiz to realize every train carried 
about $1M in $T. (About $100M to run the 
mine for a month, about 100 trains a month 
to make about $1m a month, means every 
train is worth about $1M $T…)

I walked the group through this math, and 
that was it. The Controller had had enough, 
stated as much, and left the room. So did 
the General Manager and most everybody 
else. All except the young Mine Manager, 
who staring and thinking. 

He finally shook his head and stated 
“That’s too damn obvious to be true, and 
too damn simple NOT to be true. Let’s go 
for a ride to the mine and the train loading 
station and talk.”

As we toured the mine and coal loading 
facility, we talked about the kinds of proj-
ects that would enable one more train to 
be loaded each month or each week. There 
were some pretty obvious ones, but they 
were “too expensive.” After all, how many 
hundreds of thousands of dollars would 
you spend to get another train worth a mere 
$10,000 in profits? Not much, right?

When we got back to the office, the ana-
lyst was ready with his graph of monthly 
profits against # Trains shipped. Months 
when they loaded 98 trains, they lost $1M; 
99 trains, they broke even, 100 trains, they 
made $1M, 101 trains, they made $2M…

Every day they loaded either 3 or 4 
trains. In a 30-day month, if they were to 
improve their operation slightly and load 4 
trains EVERY day, they could make $24M 
in profit each month, every month.

LOW Margin business??
As Mark Twain so aptly put it:
“It ain’t what you don’t know that gets 

you into trouble. It’s what you know for 
sure that ain’t so.”  

What is the 101st train? It is those extra 
jobs you get through each month whose $T 
fall straight to the bottom line, exploding 
your profits.

Curious about what else you might 
know for sure, but just ain’t so? Give 
Synchronous Solutions a call!

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.

Training & Education
“It ain’t what you don’t 

know that gets you 
into trouble.  It’s what 

you know for sure 
that ain’t so.”  
– Mark Twain

“You know, it would be really easy to 
verify what I am saying. If I am right, then 
your monthly financial data will be very 
odd, because each month you will either 
lose a multiple of $1M, break even, or 
have profits in a multiple of $1M.” Before 
leaving for the tour, he had one of his ana-
lysts pull the financial data to see if that 
was true.

Weha Offers 
New Galvanized 

Work Table

Weha has announced a new hot-
dipped, galvanized work table 
with a load capacity of 1,100 

pounds, making it one of the most heavy-
duty work tables on the market.

The table is made of galvanized, solid 
steel and will support, including granite, 
marble, quartzite, engineered stone – up 
to 3cm and laminated materials.

The table is 84 inches long and 27 
inches in width, designed to be the perfect 
width for fabricating tops, and perfect for 
cutting bowls and sink cutouts within the 
table frame. The height is adjustable from 
32 to 44 inches.

The table features four swivel casters 
for easy positioning in the shop, and four 
screw levers/stabilizers to adjust for the 
slope of the shop floor, to line up seams 
on another table, as well as create sta-
bility and eliminate any movement from 
the table when fabricating.  It comes with 
four replaceable wood inserts (2x4s) 
which can easily slide within the frame to 
support cutouts or between vanities.

For more information visit wehausa.
com or visit their authorized distributor, 
BBIndustriesLLC.com .

http://wehausa.com
http://wehausa.com
http://BBIndustriesLLC.com
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UGH! You hear a notification ping 
on your phone, or you get a notifi-
cation on your watch. You put the 

TV on pause or stop what you’re doing, get 
up and find your phone where you left it, 
charging or just hanging out on your desk 
or bed, or maybe you even left it in the car, 
and you must hunt it down. You open it to 
find that the reason you have stopped what 
you are doing is to read a spam text about 
jewelry, insurance, male enhancement 
products, account issues with your bank, 
Amazon, etcetera, or some other thing that 
you have no interest in.  UGH!

Spam texts, aka Smishing, are increas-
ing in numbers that are out of control. U.S. 
News and World Report calculates that by 
the end of 2022 (now), 147 billion spam 
texts will have been delivered. That is 
a 68% increase over 2021. 68%! In one 
year.

Not only are they annoying, but they are 
costly to consumers as well. RoboKiller 
estimates that $10 billion dollars were 
lost by consumers in 2021 as a result of 
spam texts, with an average loss of $800. 
Now, add a 68% increase to those num-
bers and try to wrap your head around that. 
The FCC’s Robocall Response Unit warns 
“that text messages are being used by 
scammers to target American consumers.”

What You Can Do
Spam texts are definitely out of control. 

However, there are some things you can do 
to stop the assault on your inbox.

• Do NOT respond to texts you suspect 
are fraudulent. A lot of us think that if 
we reply NO or STOP, we are stopping 
the onslaught, but that is not the case. A 
reply of any kind alerts the scammers 
that they have reached a live number and 
the messages will continue.

• Definitely do NOT click on any links 
or attachments in the message. Some 
people think that if they follow the links, 
they will get to a place where they can 
be unsubscribed. That is not the case. 
Don’t click the links.
Report spam texts to the FCC, FTC, 
and the FBI’s Internet Crime Complaint 
Center. If you don’t want to get involved 
with the government, then at least report 
it to the company that appears to have 
sent it, like Amazon, Zale’s or your bank 

(if there is one listed). Many big compa-
nies like Amazon, FedEx, Costco, etcet-
era, will put scam alerts and information 
on their websites.
Never share personal or financial infor-
mation by text, email, or phone call.

• Learn how to spot suspicious texts. 
Scam texts are generally full of spelling, 
punctuation, and grammatical errors, 
much like spam emails. 

• Check with your phone carrier to see 
if they offer the 7726 service. This ser-
vice will let you block messages before 
they get to you. If they don’t, download 
an app like RoboKiller, Hiya, Trucaller, 
or Call Control to help with the problem.

• Another avenue is to go to CTIA.
org. This is a site provided by the wire-
less industry to learn about the different 
blocking services provided by different 
carriers.

• Put your phone number on your state 
and the federal “DO NOT CALL” list  
(  www.donotcall.gov/ ). Some people 
have lost faith in the Do Not Call sys-
tem because scammers figured out some 
work-arounds, but once your number is 
on the list you must give permission to 
receive texts from a company. The thing 
is that legit companies will follow the 
list, but scammers – not so much. 

• Report spam texts to your carrier. This 
helps them block spam numbers before 
they get to you or another customer.

Smart phones are getting better and bet-
ter at blocking spam texts, much like spam 

Sharon Koehler
Stone Industry Consultant

I Hate SPAM Texts! calls. Depending on the phone, when a 
possible suspicious text arrives, the phone 
may ask you if you want to block the num-
ber and delete the message. If it really is 
spam, just reply “yes” and block it.  

If your smart phone isn’t asking that 
question, there is something else you can 
do to help alleviate the problem: program 
your phone to help you. 

For an iPhone:
• Tap the info button beside the spam 
number from your Recents screen
• Then tap – Block this Caller

Another solution for iPhone users is to 
go in the settings app under Messenger and 
turn on “Filter unknown senders.” Be care-
ful with this setting, though, if your doc-
tor or other trusted professional sends text 
messages, they may get caught up in that. 

Android phones work a bit differently:

• Tap the Messages app.
•Tap and hold the spam text conversa-
tion in question.
•Tap Block.

Depending on the age and manufacturer 
of the phone, you may have to vary these 
directions a bit. If you can’t get it set up, 
please call your carrier; they are more than 
happy to help. Spam texts are a problem 
for them, too.  

Spam texts are becoming more and more 
frequent, more and more annoying, and 
more and more costly to all of us. Let’s do 
what we can to curb the damage. It bene-
fits us all. 

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

Training & Education
Grow Your 

Countertop Shop

Be different and reap the rewards. 
The moral of the story is that you want 
to differentiate yourself from your com-
petition. I can guarantee that NONE of 
your competitors are calling their custom-
ers, checking in on them after their proj-
ect, and then asking for a review. That is 
taking your customer service to the next 
level, and in return will get you a ton of 
Google reviews. 

Your competitors aren’t thinking about 
voice search and ADA compliancy. And 
most shop owners or managers aren’t 

doing selfie social media video posts. The 
more different you are from your com-
petitors, the more you will stand out from 
them… and the more your shop will grow 
with quality retail customers. 

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 visit countertop-
marketingco.com or stonengage.com. You 
can also email Stephen at steve@counter-
topmarketingco.com.

Continued from page 5

Application-Only up to 
$400,000!1

1Financing dependent on credit parameters.

Apply Online:
Ascentium.info/Rock2023

http://www.donotcall.gov/
mailto:Sharonk.SRG%40gmail.com?subject=Slippery%20Rock-%20December%20artilce
http://countertopmarketingco.com
http://countertopmarketingco.com
http://stonengage.com
http://steve@countertopmarketingco.com
http://steve@countertopmarketingco.com
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TRENCH DRAINS • PITS • RAMPS
BRIDGE SAW WALLS • FLOORS

JIB CRANE FOOTINGS
MACHINE FOUNDATIONS

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

CALL 877.999.1175
 or 404.543.0446

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

ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM

NSI Publishes First Industry-Wide 
 Environmental Product Declaration 

& Health Product 
Declarations for Natural Stone

Documentation gives natural stone an advantage 
in today’s building & construction industry

The Natural Stone Institute has pub-
lished industry-wide ISO Type III 
environmental declarations, also 

called environmental product declarations 
(EPDs), for three applications of natural 
dimension stone: Cladding, Flooring/
Paving, and Countertops. Also pub-
lished are 13 Health Product Declarations 
(HPDs) for natural stone found in 15 
MasterFormat® classifications.

An EPD is an independently verified and 
registered document that quantifies envi-
ronmental information on the life cycle of 
a product to enable comparisons between 
products fulfilling the same function. 

These EPDs are cradle to grave in scope to 
define the environmental impacts through-
out the entire life cycle, including quar-
rying, fabrication, installation, care and 
maintenance, and disposal. HPDs provide 
design teams and owners greater trans-
parency of material ingredients and their 
potential human health impacts. Through a 
special exception for geological materials, 
NSI published declarations representative 
of common stone types used in the dimen-
sion stone industry, including granite, mar-
ble, quartzite, and limestone.

Sarah B Gregg, Marketing Director 
for the Natural Stone Institute and the 

industry’s leader for sustainability initia-
tives commented: “The EPDs and life cycle 
analysis reports will help natural stone to 
be recognized as a lower-carbon building 
material. We’re also glad to be able to pro-
vide this transparency to help design teams 
accomplish their green building goals.” 
Ralph Morgan, Director of Environment 
and Sustainability for Polycor agreed: 
“The importance of having EPDs for the 
natural stone industry can’t be overstated. 
The terms ‘natural’ and ‘environmentally 
sustainable’ do not mean the same thing. 
We now have the independent data to show 
how using natural stone in projects can 
provide lower embodied carbon options, 
providing the building community with the 
information they want and need.” 

Eighteen NSI members participated by 
contributing their lifecycle data. These 
members can now use these EPDs to repre-
sent their products for green building proj-
ects. All NSI members can use the HPDs 
to represent their products. NSI would like 
to thank the following companies for their 
participation:

• Coldspring
• Colorado Stone Quarries
• Continental Cut Stone
• Cutting Edge Countertops
• Delgado Stone Distributors
• Freshwater Stone
• Independent Limestone Company
• Ontra Stone Concepts
• Planet Granite
• Polycor
• Quality Stone
• Royal Bedrock
• Russel Stone
• Stone Interiors
• Stony Creek Quarry
• Valley View Granite
• Vermont Quarries
• Vetter Stone

NSI selected Sustainable Minds® as the 
EPD program operator because of the com-
pany’s innovative EPDs. 

Please turn to page 13
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Brrr! It’s cold here in Florida, this 
week. It got down to 59 degrees 
this morning. I know you north-

ern folks think that’s flip flops and shorts 
weather, but here in the south, that is cold. 
They say your blood thins when you live 
in the south, and it really does. I moved 
here in 1978 from Bon Jovi’s state and 
can imagine shoveling snow again… in 
my nightmares! Anyway, I broke out my 
winter coat, gloves and scarf, and of course 
my winter fedora, and headed out to grab 
a cup of joe at my favorite greasy spoon 
diner.

No sooner had I walked out the door my 
ole cell phone rang. “Stone Detective,” I 
said in my “I haven’t had my coffee yet” 
voice.  It so happened that the person call-
ing was an old friend of mine, who was 
in the stone restoration business. He asked 
me if I had any advice on how to over-
come customers demanding a lower price 
when the job didn’t take as long as he said 
it would take. I told him, “I have just the 
solution, but first I need my morning joe. 
I’ll call ya back in a bit.”

I walked into the diner, and before I 
could sit down,  Flo was already pouring 
my joe. But this time she only filled it half 
way. I looked at her and just gave her my 
“what the heck?” glance. She smiled and 
said that the coffee was half-price today, 
so you only get half… then she laughed 
and poured the rest of my cup.   The ole 
Admiral said good morning and started 
chatting about the awful coffee he had 
in the Navy.   I just nodded, finished my 
coffee, placed a five on the counter and 
walked out to the old Woody to warm her 
up.

I grabbed my phone and gave my old 
restoration friend a call. “Hey, bud,” I 
said, “I’m returning your call and have a 
great story to tell you about how to deal 
with customers who only want to pay you 
for your time.” He said, “I’m listening,” so 
I told him the following story.

……
Back in the day when I had a restoration 

company, I had received a call from a lady 
who had a marble floor in dire need of res-
toration. She told me she had called several 
contractors and none of them could restore 
the floor. She said that I was her last hope. 
In my younger days I was always a sucker 

Frederick M. Hueston, PhD

Solves the Case of “That’s Too Much!”

for a dame in distress, so I told 
her I would be right over to 
take a look. 

I arrived at her house, 
or what most people would 

call a mansion. I walked 
inside, introduced myself, 
and she immediately led 
me to this massive room, 
which she called the ball-
room. The floor was white 
Carrara marble that had all 

kinds of stains and looked 
like Fred Astaire and 
Ginger Rogers had 
been dancing on it 

for years.   I told her we could restore in, 
remove some of the stains, and I wrote up 
a quote. She looked at the quote and asked 
me how long it would take. I told her about 
7 to 10 days. She said “OK.  Start right 
way, then.”

My crew began the work and had the job 
done in four days. As the crew was put-
ting away the equipment the lady came up 
to me praising me on how great the floor 
looked. She was ecstatic. She told me that 
it looked better than new. I gave her some 
care instructions and handed her the bill. 
She looked at me and said, “Oh no, this is 
way too much!”

“Excuse me?” I said, “Isn’t that the price 
I quoted you?” She replied, “Yes but it 
only took you four days, and not seven, or 
ten.”

My jaw nearly hit the floor, but it just so 
happened that I had heard a story that fit 

this situation.  I looked her straight in the 
eye and asked her if she had ever heard of 
Pablo Picasso, the famous artist. She said, 
“Of course.”

“Well,” I said, “Mr. Picasso was sitting 
in a cafe minding his own business when 
someone came up to him and asked him 
to draw something on a back of a napkin. 
That person insisted and said they would 
gladly pay him. Picasso took out a pencil 
and scribbled a quick drawing on the back 
of the napkin, handed it to the fan and said 
that would be $50,000 dollars. The fan 
gasped and said, ‘But it only took you 2 
seconds to draw that!’ Picasso looked up 
at the fan and said, ‘NO. It took me fifty 
years!’ 

As I told the lady this story she looked 
at me like I was crazy. And then I added, 
“Like Picasso, it has taken me many years 
to learn this trade, and you are not paying 
for my time, but for my expertise.” She just 
got out her checkbook and paid me the full 
amount.

My contractor friend loved the story, and 
said he’d use it the next time he had a cus-
tomer grumbling about actual cost.

 
Another case solved – or rather, another 

contractor helped.

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 restoration 
and also serves as an expert for many legal 
cases across the world. Fred has also been 
writing for the Slippery Rock Gazette for 
over 20 years. 

Send your comments to fhueston@stone 
forensics.com.

The Stone Detective

Continued from page 12

The SM Transparency Report [EPD]™ 
provided the technical information required 
in EPDs and brings that data to life by telling 
the natural stone sustainability story across 
the product life cycle. All life cycle data 
included in the reports is third-party verified 
by Ecoform, LLC.

“With increasing awareness of the environ-
mental impact of building and construction 
materials and the demand for transparency, 
EPDs are becoming a requirement for pub-
lic and private procurement,” said  Terry 
Swack, Founder & CEO, Sustainable Minds. 
“The Transparency Report [EPD] integrates 
product transparency with product marketing 
to drive greener decisions by making envi-
ronmental performance information easy to 
understand.  Now members have EPDs and 
HPDs for their products, providing them an 
advantage in today’s market.”

To celebrate the availability of these new 
environmental performance and material 
health reports for natural stone, the Natural 
Stone Institute and Sustainable Minds co-ex-
hibited at Greenbuild in San Francisco, 
California, in November. 

Find these reports and more in the 
Sustainable Minds Transparency Catalog™: 
transparencycatalog.com/company/
natural-stone-institute.  

 The Natural Stone Institute is a trade 
association representing every aspect of 
the natural stone industry. Learn more at 
www.naturalstoneinstitute.org.

Sustainable Minds is the only end-to-end 
product transparency solutions provider 
for design & construction today. For more 
information, visit transparencycatalog.com 
and www.sustainableminds.com . 

NSI Publishes First 
 Industry-Wide 
Environmental 

Product Declaration

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

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

“Under democracy one party 
always devotes its chief energies 
to trying to prove that the other 

party is unfit to rule —  
and both commonly succeed,  

and are right.”  
—H. L. Mencken

mailto:fhueston%40stoneforensics.com?subject=Dear%20Stone%20Detective
mailto:fhueston%40stoneforensics.com?subject=Dear%20Stone%20Detective
https://transparencycatalog.com/company/natural-stone-institute
https://transparencycatalog.com/company/natural-stone-institute
http://www.naturalstoneinstitute.org
http://transparencycatalog.com
http://www.sustainableminds.com
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Cochise Marble – A Surprise 
in the Arizona Desert

Arizona’s desert landscape is 
famous for its shades of the 
 sunset. Cliffs, canyons, and 

mesas of russet orange and tawny 
brown have become icons of 

the American Southwest. 

The crew operates with a light touch on the 
landscape with goal to diligently use all 
materials extracted from the land.

Cochise County, named after the revered 
Apache Chief, has derived much of its 
prosperity from ores and minerals. The 
area has been home to gold, silver, cop-
per, lead, and zinc mining. These metallic 
deposits were formed when molten magma 
melted its way through older sedimentary 
layers. Fluids circulating through the hot 
rocks concentrated the metals, which even-
tually solidified into veins within the rock. 

The heat from the magma had another 
effect — it warmed up the surrounding 
rocks, causing localized changes that are 
too small to appear on most geologic maps. 
Near the crest of the Chiricahua moun-
tains, the Escabrosa limestone was heated 
and recrystallized, changing it from a sed-
imentary rock to a metamorphic one, and 
transforming 300-million-year-old marine 
limestone to a white marble of rare quality. 

‘Are you sure that’s from Arizona?’
Camden Mueller, marketing manager for 

Cochise Marble, recalls a common occur-
rence. People look at our stone and say, “Oh 
is this Italian?” Camden recalls one anec-
dote at a trade show, when he explained 
the stone is from Arizona. An onlooker 
exclaimed, “I live in Tucson! There’s 
no way. That’s impossible.”  Camden 
is accustomed to having to explain the 
unlikely stone, having done it many times 
before. “So I showed her a video. I said, 
‘No, here it is, look! I promise I’m not pull-
ing your leg.’”

The original quarry operated for around 
thirty years, and like so many historical 
quarries, it shut down, sitting idle for over 
six decades. In 2002, a local businessman 
and cattle rancher named Matt Klump set 
his eyes on reopening the quarry. At the 
time, the quarry was owned by a family in 
Texas, who didn’t even realize they owned 
it. Josh explains, “Matt approached them 
and said, ‘Hey – you guys own this quarry.’ 
And they’re like, ‘We own a quarry?’” 

The Klump family purchased the quarry 
and created the Arizona Marble Company. 
Matt then built a partnership with Josh 
and Marco to launch Cochise Marble, 
LLC. Matt is an integral part of the opera-
tion. “We’re all active in this quarry,” says 
Marco. “We all work together.”  

Bringing the quarry back to life took 
about two years. “We knew that there 
was an investment for us to work our way 
into this quarry,” Marco recalls. “Once 
we decided we were ready – and that was 
about eighteen to twenty-four months into 
it – the investment was in place, we had all 
the right equipment, the right personnel – 
that’s when we went to market.”

But starting from scratch is an uphill 
climb. “Did the projects just come flowing 
in? No,” says Marco.

“We have to go out there. Hence the rea-
son that Camden is working for us in mar-
keting and merchandising.”

After a few years building their inventory 
and forging new networks, the company 
now has traction in commercial projects. 
Business is steady, and Cochise marble 
will be part of a four-year long, commer-
cial project that will be the company’s 
largest contract to date.  

An Ethos of Efficiency
“One thing to say about Matt,” says 

Camden. “He is the one who really instilled 
the idea of using every single piece of 
marble.” 

Josh Gonzalez, a co-owner at the com-
pany, picks up the story from there. “I 
think people expect more of the brown 
colors that you see out here. They’re like, 
‘Oh, it’s Arizona, western, it’s the des-
ert, there’s no way there’s marble.’” Josh 
describes the frequent questions: “ ‘Is that 
100% marble?’ And we’re like, ‘Yes, it’s 
100% marble.’” Josh breaks into a laugh as 
he replays the conversation.

 “Are you sure?” 
“Yes, I’m sure.”
“Has it been tested?” 
“Yes, it has.” 

The element of surprise is an obvious 
source of pride. It hints at the uniqueness 
of the quarry and the commitment of the 
company to bring Arizona marble to a mar-
ket that might not expect it.

‘Let’s start digging’
Marco Gonzalez is involved with stra-

tegic planning for the company. He’s 
also Josh’s uncle. Marco has logged more 
than 30 years working with stone. “I love 
it every day,” he says. Marco, Josh, and 
Camden shared the story of the origins of 
the quarry, beginning in 1908. 

Josh muses, “Sometimes you wonder, 
like, back in 1908 who said, ‘Oh, right 
here. Marble. Let’s start digging.’”
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Cochise Marble – A Surprise 
in the Arizona Desert

Blocks and slabs are the high-profile 
quarry products, but smaller pieces are 
cut into veneer, and leftover remnants are 
crushed into gravel. “But then it even gets 
finer than that,” says Camden. When gravel 
is crushed down, some sand is produced. 
White sand is used for decorative planters 
and as an ingredient in cement. The 99% 
purity of the marble means it can be pro-
cessed into a refined powder for adhesives 
and pigments.

 “So, from the sand to the block … every 
piece is being used,” says Camden.

“It’s environmental,” Marco adds. “For 
us it’s not only business. It helps our 
environment.”

A locally-derived product is another 
way to trim one’s environmental impact. 
Moreover, rising fuel prices and bottle-
necks in the global supply chain make a 
domestic stone all the more appealing. “We 
are getting more inquiries because people 
want to buy American,” says Marco.

Quarry Taking Shape
The team describes the company’s vision 

and roadmap for the stages of quarry devel-
opment. The Cochise crew hired a master 
quarrier from Europe to help them assess 
the rock layers. “He did his due diligence 
on the quarry,” says Marco, which allowed 

the team to move ahead with their plan and 
begin quarrying.

Currently, the company is cutting blocks 
from the same general area that was origi-
nally worked 100 years ago. This horizon 
contains white, black, grey, and multi-col-
ored marble. ‘Cochise White’ is a pure 
white marble with subtle veining, lending 
an airy, ethereal vibe to the stone. 

A little higher on the hillside is another 
set of ledges that contain white marble and 
a grey-blue marble. 

Higher still, there’s one more deposit. 
Marco describes it: “The very top is where 
we have a very, very unique stone. It’s a 
beautiful white marble. The background 
is similar to the statuary marble out of 
Italy, with black veining.” In honor of the 
Apache warrior who dedicated his life to 
protect his homeland, the marble is named 
Geronimo. “It will take us some months 
where we have a steady supply of it,” 
says Marco, with a mixture of pride and 
anticipation.

Camden picks up the storyline from 
there, “We have another unique stone — 
the signature stone. And our master quar-
rier when he first saw the stone, he stood 
on top of it and he called it ‘caviar.’ It 
has about six colors in it. So we named it 
‘American Caviar.’ It’s a stone that is only 
found in one place in the world.” 

Hidden beneath the rolling landscape is a treasure trove of exotic marble.
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Martin Howard Receives NTCA Ring of Honor

Martin Howard, Executive Vice 
President of Operations of 
the David Allen Company in 

Raleigh, N.C., is this year’s recipient of 
the National Tile Contractors Association 
prestigious Ring of Honor.  Howard is a 
past president of the NTCA and was pre-
viously honored as its Tile Person of the 
Year in 2017.  He is a voting member of 
the American National Standards Institute 
A108 Committee and the NTCA Technical 
Committee.

The David Allen Company recently cel-
ebrated its 100th Anniversary as a leading 
tile, stone and terrazzo installation con-
tracting firm. David Allen Company is one 
of the last remaining Charter Members of 
the NTCA, which is celebrating 75 years 
as a trade association in 2022.  Howard 
received his Ring of Honor at Total 
Solutions Plus on Tuesday, November 7th 
during a special awards lunch presentation 

at the Hyatt Regency Indian Wells Resort 
& Spa in Indian Wells, California.

“Martin has played a leading role in the 
development of industry methods and stan-
dards and helped lead the effort to establish 

accreditation guidelines for the NTCA Five 
Star Contractor Program,” said Executive 
Director Bart Bettiga. “Martin is respected 
by manufacturers, distributors and con-
tractors and has participated as a speaker 
at many trade shows and conferences. He 
played an integral role in the establish-
ment of an employee manual for our staff, 
and he has been a personal mentor to me 
as an executive in the industry. He is most 
deserving of this recognition.”

The NTCA Ring of Honor is awarded 
to deserving industry leaders who sup-
port the association’s strategic objectives.  
The NTCA is dedicated to promoting the 
professional installation of ceramic and 
porcelain tile, natural stone and its allied 
products.  

For more information visit tile-assn.com.

Martin Howard, 2022 NTCA  
Ring of Honor recipient

“Government is in-
stituted for the com-

mon good; for the 
protection, safety, 

prosperity, and hap-
piness of the people; 

and not for profit, 
honor, or private 

interest of any one 
man, family, or 
class of men…” 

—John Adams (1776)

http://tile-assn.com
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Natural Stone Institute Completes 45th 
Home with Gary Sinise Foundation

The Natural Stone Institute has pro-
vided natural stone and fabrication 
services for its 45th 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% mort-
gage-free specially adapted smart homes 
for severely wounded veterans and first 
responders. Natural stone and fabrication 
for U.S. Army Captain Derick Carver were 
provided by Arizona Tile, Alpha Granite, 
and Salado. 

On the morning of January 19, 2010, 
while serving in the Arghandab River 
Valley outside of Kandahar, Afghanistan, 
retired U.S. Army Captain Derick Carver 
and his unit met with local teachers and 
elders to discuss reopening a school that 
the Taliban had rigged to blow with IEDs. 
Along with the Afghan Army, Capt. Carver 
and his platoon moved forward to estab-
lish themselves in the school for clearance 
operations to prevent further targeting. 
However, on their way to the school, the 
Taliban launched a complex ambush using 
a daisy-chain of 107mm rockets and home-
made explosives. Derick suffered multi-
ple injuries including the loss of most of 
his right thigh, multiple fingers becom-
ing fused or partially amputated, and 
the amputation of his left leg. The attack 

Natural stone and fabrication for U.S. Army Captain (retired) Derick Carver provided by 
Arizona Tile, Alpha Granite, and Salado.

also resulted in PTSD and reoccurring 
complications.

After multiple initial lifesaving surgeries, 
Derick was finally transported to Walter 
Reed Medical Center, where he spent the 
rest of his 13-month recovery. During this 
time, Derick underwent almost 50 surger-
ies, over 50 blood transfusions, and five 
plasma transfusions, later opting for active 
recovery. Following inpatient recovery, 
Derick returned to duty and assumed the 
role of AS-3 for the 4th Ranger Training 
Battalion, becoming the “one-legged 
Ranger Instructor” before retiring in 2012.

Since his injury in 2010, Derick has 
stayed active competing in CrossFit com-
petitions and winning the U.S. and World’s 
Strongest Disabled Man in 2017. Derick 
has competed in the Arnold Sports Classic, 
where Arnold named him the “most inspir-
ing Veteran” he has met. He plans to con-
tinue his education by looking into a 
graduate program in the winter. As Derick 
continues to pursue his dreams, the Gary 
Sinise Foundation was honored to build 
Derick a specially adapted smart home to 
ease his daily struggles and mobility needs 
around the house.

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

Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob MurrellAS we wind down the year 2022, I 

would like to reflect on a few top-
ics. This year we’ve covered issues from 
Product Use to Restoration Training, and 
plenty in between. I will discuss a few im-
portant and updated topics in this article.

Regarding product use, at M3 
Technologies we do have some recent 
product additions that warrant discussion. 
The Quartz Renew system we recently 
brought in is quite popular with restoration 
professionals. It is a multi-step system so I 
would advise following instructions from 

the manufacturer. Until now, the options 
were to use products that were designed 
for granite, and they will work in some 
situations, but the Quartz Renew prod-
ucts are specifically designed for quartz 
(engineered) materials. Dr Fred told me 
that Quartz Renew should definitely be 
included in the restoration profession-
al’s toolbox. I agree, having the right tool/
product for a specific project is definitely 
a plus.

Year-End Review

Please turn to page 18

Before cleaning and restoration: exterior 
travertine porch/balcony with years of 
organic growth and dirt.

mailto:rise%40naturalstoneinstitute.org?subject=
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The perfect temperature periods for exte-
rior impregnating or sealing, here in East 
Tennessee, are typically fall or spring. The 
mild days and nights are usually somewhat 
dry, and the sun is lower in the sky, which 
means less UV. The material being sealed 
should be above 50° F, but not hot to the 
touch.

The reason I bring this topic up is that I 
recently assisted on an exterior clean and 
color enhance project for a travertine porch 
and patio area. This project was originally 
scheduled back in early September and now, 
at the time of this writing, it is mid-October, 
and the mild temperature, dry days are per-
fect for this project. 

Majestic Stone & Grout Intensive Cleaner 
was used, followed with a light pressure 
washing. Sodium hypochlorite (bleach) was 
used on any stubborn environmental stain-
ing. Then a PLP 100 grit diamond impreg-
nated pad was used to smooth out any 
surface irregularities. Finally, after a thor-
ough drying out, the patio was sealed using 
Akemi Color Intensifier. The project turned 
out fantastic! With all of the environmental 
staining, it was somewhat reminiscent of the 
historic picnic table project, presented in the 
July Slippery Rock. Pro-tip: always bring a 
blower with you to remove any accumulated 
debris from the surface. There will always be 
a need to remove leaves and other such stuff 
when working on an exterior surface.

In the May Slippery Rock, we discussed 
supply chain delays and increased prices 
on most items used in our, and most every-
one else’s, industry. Inflation is still rampant 
while supply chain issues have eased some-
what since the pandemic. However, shipping 
and freight charges have continued to rise 
even more than the average rate of inflation, 
in case you hadn’t noticed. 

Last month we discussed getting additional 
training, like the master courses available 
for stone restoration professionals. I would 
advise anyone in this business to check out 
the course schedule (learning.surphaces.
com), and to attend classes to help expand 
your knowledge and expand your capa-
bilities with certifications like the Master 
Course, and Inspection & Troubleshooting – 
Stone, Tile, and Masonry.

The last couple of years have been a trying 
time for most everyone, I’m sure. What with 
the pandemic and all of the related issues, 
we had to make do, the best we could. This 

Another M3 product that I have personally 
reviewed are the new Claw pad drivers. These 
multipurpose weighted pad drivers are ideal 
for using metal bond diamonds. They have 
magnets in recessed diamond placement areas 
and hold these securely in place, even over 
tough lippage. They will also run any resin 
abrasive that is 3 inches diameter, and QRS 
(Velcro-type). The Claw drivers also increase 
your machine’s weight by up to 39 pounds 
and will also hold trapezoidal metal bond dia-
monds, in addition to the 3-inch metals. They 
are available for most swing machine sizes.

In past articles I’ve discussed tempera-
ture requirements for exterior cleaning and 
more importantly, impregnating or sealing. 

The new Claw drive plate holds metal- 
bond diamond wheels affixed by magnets 
and recesses. Shown are Magnum 46g 
diamonds.

Quartz Renew Pro Kit includes polishes 
and pads to restore the shine to quartz 
(engineered) products. Some diamond 

honing may be required in certain cases 
before using Quartz Renew.

Bob and  granddaughter Bobby Grace.

Sealing and enhancing a travertine porch with Akemi Color Intensifier. September and 
October are typically a perfect time for these kinds of exterior restoration projects.Stone Restoration and 

Maintenance Corner

Continued from page 17

year, however, has been especially good to 
me. I had my first grandchild (Bobby Grace), 
my youngest daughter is a freshman attend-
ing school at Western Kentucky University, 
and Julie and I are now officially “empty 
nesters.” Thank goodness my two daughters 
and granddaughter both live only 3.5 hours 
away. We go to see them as often as possi-
ble and of course, they come home to see us, 
too. Naturally, we are anxiously awaiting the 
Holidays, and I hope you are too.  

 Most of us have a lot to be thankful for this 
year, despite some of the current issues of 
today. So as the Holiday season approaches, 
I feel extremely blessed, and hope that you 
are as well. I have my family, health, and the 
desire to see what the next year will bring!  

As always and before beginning any new 
project, I recommend submitting a test 
area to confirm the results and the proce-
dure, prior to starting a stone or hard surface 

restoration/maintenance project. Also, the 
best way to help ensure success is by part-
nering with a good distributor, like the cus-
tomer service folks at BB Industries, who 
know the business. 

Please turn to page 19
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After observing Christmas fes-
tivities since Bing Crosby first 
dreamed of snow, I’ve decided 

there are five official methods for ending 
the season:

1. The Premature Depreciation.
2. The Guillotine Quickie.
3. The Good Book Rulebook.
4. The Cold Molasses Stupor.
5. The Meh-Whatever.

People in retail sales adhere to Official 
Method Number One. No later than the 
first of December —often well before 
Thanksgiving —Christmas is a distant 
memory for them. Their sights are already 
set on Valentine’s Day. While you’re sip-
ping eggnog, they’re sniffing roses.

Doesn’t matter what type of product 
they’re selling, either. Cars to clothing, 
candy to condos, they slash prices like 
a machete through cardboard. The pace 
escalates quickly.

Ads begin with “Save Up To 50 per-
cent!” followed in rapid succession by “75 
Percent Off!” then “One Dime Over Cost!” 
And when all else fails, “What Th’Hell, 
Folks! We’ll Pay YOU To Take This Junk 
Off Our Hands!”

Sam Venable 
Department of Irony

We Wish You and Yours a 
Merry Summer Vacation

Number Two is the purview of radio 
stations that play Christmas music 24/7 
between Halloween and Christmas Day. 
When the last Snickers plops into a trick-
or-treat bag, the first needle drops on 
drummer boys, talking snowmen, rooftop 
reindeer, jingling bells, harmonizing chip-
munks and Santa-kissing mamas.

Until midnight on December 25, that is. 
Then, whack! Off with their heads! Now, 
back to our regular programming.

Number Three is the polar opposite of 
Number Two. It’s for folks who religiously 
follow the Twelve Days of Christmas 
agenda.

For them, the celebration doesn’t even 
begin until Christmas Day. It doesn’t 
end until three Magi deliver the goods on 
Epiphany. Only then is it permissible to go 
thee and taketh down thy wreath and nativ-
ity set.

Number Four is dedicated to procrasti-
nators who’ll get around to packing deco-
rations and tossing the tree “one of these 
days.” They move at the speed of anesthe-
tized koalas. By the time household order 
is finally restored (on or around Memorial 
Day), brown balsam needles are ankle-deep 
on the floor.

Don’t worry. They’ll get vacuumed one 
of these days.

Yet followers of Number Five trump ’em 
all.

From the Fourth of July to beyond Labor 
Day, they occasionally think, “Ya’know, I 
really oughta drag this Christmas stuff back 
to the attic.”

But about that time, October 31 rolls 
around. And boom, just like that, Brenda 
Lee starts rockin’ around the Christmas 
tree. What kind of Grinch would want to 
spoil Halloween?

Oh, and let’s have Almond Joys instead 
of Snickers this year. 

Sam Venable is an author, comedic enter-
tainer, 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.

STONE SHIELD SUPREME ADHESIVES
If you’re looking for the best, you’ve just found it! 
This Supreme polyester adhesive is made from the 
highest quality materials. It’s very easy to color and 
offers the same reliable high strength that fabrica-
tors have come to expect from Stone Shield sealers 
and adhesives, to color enhancers, compatible with 
granite, marble, travertine and engineered stone.

800-575-4401www.BBIndustriesLLC.com

u Seal
u Bond 
u Protect

Stone Restoration 
Continued from page 18

They can help with technical support, prod-
uct purchase decisions, logistics, and other 
pertinent project information.

So from my family to yours: Merry 
Christmas, Happy Hanukkah, and Happy 
Holidays.

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

Send your comments and questions to Bob 
at attn: publisher@slipperyrockgazette.net .

A New York City man has been charged 
with smuggling three Burmese 

pythons in his pants at a U.S-Canadian 
border crossing.

Calvin Bautista, 36, is accused of bring-
ing the hidden snakes on a bus that crossed 
into northern New York on July 15, 2018. 
Importation of Burmese pythons is regu-
lated by an international treaty and by fed-
eral regulations listing them as “injurious 
to human beings.” 

Mr. Bautista, of Queens, was arraigned 
in Albany on the federal smuggling charge 
and released pending trial, according to 
a news release from the office of U.S. 
Attorney Carla B. Freedman.

An email seeking comment was sent to 
Bautista’s lawyer. 

Mission: Just Nope The charge carries the potential for a 
maximum sentence of 20 years in prison 
and a fine as high as $250,000, according 
to federal prosecutors.

The Burmese python, one of the world’s 
largest snakes, is considered a vulnerable 
species in its native Asia and is invasive in 
Florida, where it threatens native animals.

The Florida Fish and Wildlife 
Conservation Commission sponsors a 
yearly hunt for the reptiles: the Florida 
Python Challenge®. Nearly 1,000 par-
ticipants from 32 states, Canada and 
Latvia came together to remove hun-
dreds of Burmese pythons from south 
Florida as part of the 2022 Florida Python 
Challenge®. Participants removed 231 
invasive Burmese pythons during the 
10-day competition created to increase 
awareness about invasive species and the 
threats they pose to Florida’s ecology.

“If you want to kill any idea in the world, get a committee working on it.”
– Charles Kettering

See the full Stone Shield 
 line at TISE Booth 3823.

mailto:Sam.venable%40outlook.com?subject=Slippery%20Rock
mailto:Sam.venable%40outlook.com?subject=Slippery%20Rock
mailto:publisher%40slipperyrockgazette.net?subject=Bob%27s%20Slippery%20Rock%20Article


20 |  decemBer 2022 SlIppery rock GazeTTe

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.

Delaware Marble Sculptor Retiring and Selling 
 Stone, Art  & Tools After 60 Years in Business.

Richard H. Bailey • Stone Sculptor
www.richardbailey.com • 302.399.9777

Over 40 tons of granite, marble, precious stones like onyx and 
jasper, and some finished sculptures are available. Lapidary 
equipment, diamond saws, and 300+ tools. Located 30 miles 
from Wilmington, DE. Please call for more information: (302) 
399-9777 or (302) 653-4810.

© MARK ANDERSON. www.andertoons.com

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: Vetter Stone– 
North Bluff– Glacier Limestone (Online)
When: Wednesday, December 14, 11:00 AM – 12:00 PM 

ISFA Podcast Series: Behind the Surface (Online)
Delegating with Confidence
When: Released, December 7, 2022

ISFA Podcast Series: Installing Profitability #15
Delegating with Confidence
When:  2p.m. –3p.m. December 14, 2022

January 2023
SurpHaces Learning Institute– Learn the Skills and 
Business of Stone Restoration through eLearning and
Hands-on Training. Great resources, with ongoing support 
www.learning.surphaces.com  (407) 567-7680

ISFA - C. Next Fabricators 2023
When: Tuesday, January 10, 2023 through 1-14-2023
Where: Rivera Maya, Mexico

StonExpo at TISE 2023
When: Tuesday January 31, 2023 through Thursday 
February 2, 2023 12:00 AM — 11:59 PM (ET) 
Where: Las Vegas, Nevada

Mission Possible: A Natural Stone 
Foundation Fundraiser
When: Time: To be Announced
Where:   StonExpo at TISE 2023 Mandalay Bay 
Convention Center

KBIS 2023
When: Tuesday, January 31, through Thursday, February 2 
Where:   Las Vegas, Nevada

February 2023
StonExpo at TISE 2023
When: Tuesday January 31, 2023 through Thursday 
February 2, 2023 12:00 AM — 11:59 PM (ET) 
Where: Las Vegas, Nevada

ISFA Roundtable
When: Tuesday, Feb. 21 – Thursday, Feb. 24
Where: Raleigh, North Carolina

Industry Calendar of Events

“I will never forgive Montgomery Ward.”
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The Slippery Rock Classifieds

BBIndustriesLLC.com

800-575-4401

“Christmas stands for the opposite … we need 
to go out and look for opportunities to help 
those less fortunate than ourselves, even if that 
service demands sacrifice.” (1980)
– Her Majesty Queen Elizabeth II

Vi
BBIndustriesLLC.com    800-575-4401

There’s a new Viper in town

For Sale

BACA SYSTEMS - BACA Miter X. 
For Sale: **New** BACA SYSTEMS 
- BACA Miter X 14in blade miter saw. 
This was purchased new but never put in 
production. Our loss is your gain. $42,000
•140 inch cut stroke
•Heavy duty pneumatic clamps lock mate-
rial in place
•Control the RPM of the blade for differ-
ent materials
Pick up at our location or you pay ship-
ping to North America. Phone: (864) 921-
5611, veastcoast11@gmail.com .

___________

Park Wizard. Park Wizard Deluxe 2 spin-
dle machine, good shape, some tooling, 
3 benches. Contact: Jeff Kohmann, 330-
575-3871,  jeff@rocksolidcutstone.com .

___________

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@stargranite 
interiors.com .

___________

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

___________

Jaguar 3 Park Industries Saw 2012. 
Jaguar 3 2012 dual table hydraulic steel 
legs 48˝ guard, 7,600 hr use 45 degree 
miter 7,1000  USD.  Phone: 403-478-
9293, martin@stone-concept.ca .

___________

Saber CNC. Park Industries CNC 
Saber saw. 1800 hours. Hydraulic table. 
Great Condition. $120,000.00. Contact: 
Roxanne Brown, 973-780-7862, rox 
anne@alphaomegastone.com .

___________

Business Opportunities

Delaware Marble Sculptor Retiring & 
Selling Business After 60 Years. Selling 
40 tons of granite, marble, precious 
stones like onyx and jasper, and some 
finished sculptures! Also lapidary 
equipment, diamond saws, and 300+ 
tools are for sale. Marble man has 
sold over 700 stone sculptures. Please 
call (302) 653-4810 for more infor-
mation. Located in Smyrna, DE -- 30 
miles from Wilmington, DE. Contact: 
Richard H Bailey, 302-399-9777, www.
richardhbailey.com. 

___________

Turn Key Shop. Looking to get out 
of the business. Shop is located just 
outside Buffalo, New York. I am will-
ing 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– every-
thing 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 over-
head crane. Please call for more infor-
mation. Contact: Michael Donham, 
812-829-5663, mdonham@accentlime-
stone.com. 

___________

Help Wanted

Saw Operator & Fabricator/Installer 
Needed. We are looking for someone 
who has experience operating a GMM/
KTY-350 saw. We are also looking for 
experienced fabricators who know how 
to install as well. Experience required 
for both positions, and pay is based on 
experience. Looking for motivated and 
positive individuals who know how to 
communicate, be a team player, and 
work hard. We are located in Kailua, 
HI. Phone: (808) 351-0676, qstoneha-
waii@gmail.com. 

___________

Hiring Countertop Fabricator & 
Installer. We are looking to fill 2 positions 
for a full-time fabricator and lead installer, 
skilled in natural stone and quartz fabrica-
tion. Must be dependable, detail oriented, a 
team player with a good work ethic. Willing 
to relocate to beautiful Kailua-Kona on the 
Big Island of Hawaii. Competitive pay 
based on Experience.   Contact: All Natural 
Stone Fabrication, 808-324-0410, info@
allnaturalstonefab.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. 

___________

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

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.

Ads not meeting guidelines will not 
be published. 

2023 
Classified Ad Deadlines

January 2023 Issue 

Tuesday, November 29, 2022

February 2023 Issue

Tuesday, December 27, 2022

March 2023 Issue

Tuesday, January 24, 2022

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

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 600 BMB 
600 X 550 15Kw 160t 

$105,575.00 USD
While Supplies Last

EXW Whitehall, NY

mailto:veastcoast11%40gmail.com?subject=BACA%20for%20Sale
mailto:jeff%40rocksolidcutstone.com?subject=Wizard%20for%20Sale
mailto:martin%40stone-concept.ca?subject=Planer
mailto:martin%40stone-concept.ca?subject=Jaguar%20Saw
mailto:rox%20anne%40alphaomegastone.com?subject=Saber%20CNC
mailto:rox%20anne%40alphaomegastone.com?subject=Saber%20CNC
http://www.richardhbailey.com
http://www.richardhbailey.com
mailto:stonetech45%40gmail.com?subject=Turn%20Key%20Shop%20in%20NY
mailto:mdonham%40accentlimestone.com?subject=Limestone%20Facility
mailto:mdonham%40accentlimestone.com?subject=Limestone%20Facility
mailto:qstonehawaii%40gmail.com?subject=Help%20Wnated%20in%20HI
mailto:qstonehawaii%40gmail.com?subject=Help%20Wnated%20in%20HI
mailto:info%40allnaturalstonefab.com?subject=Countertop%20Fabricator%20position
mailto:info%40allnaturalstonefab.com?subject=Countertop%20Fabricator%20position
mailto:jeff%40rocksolidcutstone.com?subject=Denver%20Parts
mailto:jeff%40rocksolidcutstone.com?subject=Denver%20Parts
mailto:publisher%40slipperyrockgazette.net?subject=Send%20Advertising%20info%20please
mailto:publisher%40slipperyrockgazette.net?subject=Send%20Advertising%20info%20please
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American Caviar is a blend of dark grey 
calcite marble with layers lenses of light 
grey, silica-rich chert. Chert is a com-
mon ingredient of limestone, and it forms 
as small accumulations of nearly pure sil-
ica on the sea floor. The silica hardens into 
oval-shaped layers or rounded nodules, 
and they tend to stand out from the lime-
stone in both color and texture. When the 
Escabrosa limestone was transformed into 
marble, the original pattern remained, giv-
ing the stone a large-scale spotted appear-
ance. Hence, the caviar name. American 
Caviar offers a bold pattern that works as 
a landscape feature or as dramatic book-
matched slabs. 

A Creative Approach
Camden credits some out-of-the-box 

thinking that helped them bring their prod-
ucts to market. “It comes down to a little 
bit of our creativity,” he says. “As a mar-
ble quarry everybody expects slabs, stair 
treads, pavers, things like that. But we’ve 
really brainstormed to bring new products 
to the market.” The company offers fire-
pits, water features, and textured paving 
stones. “Those aren’t things that you see 
every day,” says Camden. When people 
see products crafted from this southwest-
ern marble, Camden describes their reac-
tion as “amazing.” He continues, “They’re 
so excited to see this. And it’s just been a 
domino effect where people say, ‘Oh my 
gosh – I want one!’”

Cochise Marble – A Surprise 
in the Arizona Desert

Continued from page 15

Above: American Caviar marble – a very unique multi-colored stone found 
only in the Cochise quarry formation.
Below: A Fire pit fashioned from an American Caviar boulder rests on 
Geronimo marble flagstones. 

The exploration of new products from an 
unlikely stone is a fitting example of the 
intricacies of geology – from a huge planet, 
we find joy in small and beautiful details. 
All the better when it surprises us.

For more information visit Cochise 
marble.com .

Apache Grey honed slabs.

Apache Select White, polished slabs.Geronimo White marble, polished slab.

http://Cochisemarble.com
http://Cochisemarble.com


31 JANUARY - 2 FEBRUARY

LAS VEGAS 2023
Comprised of three world-class tradeshows: SURFACES | StonExpo | TileExpo events, The International 

Surface Event (TISE) is the largest North American floor covering, stone, and tile industry B2B event - 

the annual, first-of-the-year marketplace for sourcing the newest industry products and services.

REGISTER NOW   intlsurfaceevent.com/register

TISE23_SlipperyRock_10.875x11.25_Register V2.indd   1 11/9/2022   5:42:08 PM
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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

Three Companies Join Natural Stone 
Foundation Leadership  Society

Three companies have joined the 
Leadership Society of the Natural 
Stone Foundation at the Gold level, 

an honor given to companies and individ-
uals who have donated between $20,000-
$49,999 to the Foundation. The Natural 
Stone Foundation is pleased to welcome 
the following companies:

Alpha Professional Tools
“Alpha Professional Tools has been 

an active member of the Natural Stone 
Institute since 1988 and shares a simi-
lar philosophy: support and preserve the 
stone industry through developing qual-
ity products, education, safety, and men-
toring leaders to carry on the trade.   The 
Natural Stone Foundation along with 
everyone’s generosity, will continue to set 
the standard in the industry for future gen-
erations to enjoy.” — Mindy Wessel, Alpha 
Professional Tools

Precision Stone 
“All of us at Precision Stone are proud to 

support the Natural Stone Foundation for 
their continued efforts to support and edu-
cate those of us in the stone industry. They 
bring a level of professionalism and lead-
ership to our industry that is critical to its 
sustainability and continued growth. With 
all of the many challenges we all face it 
is wonderful to have an organization like 
the NSF for support.” — Jonathan Tibett, 
Precision Stone

TAB
“An organization that works tirelessly 

on behalf of the natural stone industry 

worldwide must be supported. TAB appre-
ciates everything the Natural Stone 
Foundation does for natural stone.  The 
association is a resource center of accred-
itation, education, testing, and stan-
dards, and together with the Natural Stone 
Foundation they bring all of us together as 
an industry. 25 years as a member, and we 
will continue to support NSI, the NSF, and 
their efforts.”— Amit & Sumit Gupta, TAB

The Natural Stone Foundation is the phil-
anthropic arm of the Natural Stone Institute 
and plays a critical role in helping the 
industry implement innovative solutions 
and providing funding to make them pos-
sible. Funding priorities for the Foundation 
include education and scholarships, natural 
stone promotion, and standards. To learn 
more about the Foundation, view a full list 
of donors, and learn how you can make a 
donation, visit www.naturalstoneinstitute.
org/foundation.  

 
The Natural Stone Institute is a trade 

association representing every aspect of the 
natural stone industry. The current mem-
bership exceeds 2,000 members in over 
50 nations. The association offers a wide 
array of technical and training resources, 
professional development opportuni-
ties, regulatory advocacy, and networking 
events. Two prominent publications—
the Dimension Stone Design Manual and 
Building Stone Magazine—raise aware-
ness within the natural stone industry and 
in the design community for best practices 
and uses of natural stone. Learn more at 
www.naturalstoneinstitute.org.  
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Man Bites Dog –
Yes, Really

Police in Germany said one Friday they 
detained a man for resisting arrest and 

for biting a service dog.

Officers were called to a dispute between 
two 29-year-old men and a 35-year-old 
woman in the western town of Ginsheim-
Gustavsburg shortly after midnight.

The trio acted in an “extremely aggres-
sive and uncooperative” fashion, police 
said in a statement. Officers were only 
able to overpower one of the men by using 
“massive physical force,” it said.

“In the course of resisting arrest, the 
29-year-old man also bit a police dog,” the 
statement said, adding that the canine did 
not sustain any serious injuries.

Meanwhile, the 35-year-old woman 
injured a police officer with a punch to the 
face. All three were detained and spent the 
rest of the night in jail to sober up.

“Rosa Parks was a 
woman of strength, 

conviction, and 
morality. Her action 
on December 1, 1955, 
to defy the law made 
her a leading figure 
in our nation’s civil 

rights history.”
—  John Shimkus

https://www.naturalstoneinstitute.org/about/natural-stone-foundation/donors/
https://www.naturalstoneinstitute.org/about/natural-stone-foundation/donors/
http://www.naturalstoneinstitute.org/foundation
http://www.naturalstoneinstitute.org/foundation
http://www.naturalstoneinstitute.org


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

A Little Miracle 
Post-Ian

Ashley Garner had given up on ever 
seeing her wedding ring again.

She lost it outside her Fort Myers home 
just days before Hurricane Ian crashed into 
the coast of southwest Florida. Despite 
enlisting her husband and three young chil-
dren to help search around their yard and 
garage for two days, there was no sign of 
the ring.

“I just accepted that it was gone,” Garner 
said. “It was only a thing. It’s replaceable, 
and I just let it go. We knew the hurri-
cane was coming, so we just kind of said 
goodbye.”

The family stayed at their home during 
the storm and went outside to clean up as 
soon as it had passed.

“We’re about 10 minutes into cleaning, 
and my husband is cleaning up the brush 
and the trees right next to the garage door,” 
Garner said. “There’s a pile of brush and 
trees, and he moves over one pile, and the 
ring was right there.”

Garner said she couldn’t believe they 
found the ring. Her neighborhood didn’t 
experience the destructive flooding that 
many parts of the state did. But 150 mph 
winds left massive piles of trees and brush 
throughout the area.

“I just sat on the curb, and I prayed to 
God and thanked him for providing and 
giving us a sign that there’s hope for the 
community,” Garner said.

New Products from Arizona Tile

AS winter approaches, many people 
find themselves faced with the 

prospect of new projects or upcoming reno-
vations. Always keeping a pulse on trends, 
Arizona Tile continues to stock the most 
distinctive materials in the design industry. 
Highlighted below are some of the most 
notable new tile and stone products, sure to 
motivate and inspire you.

Geo 2 is Arizona Tile’s newest glass 
mosaic series featuring contemporary, 
geometric patterns in a stylish color pal-
ette. Created from recycled glass, this mini 
hex includes three patterns and five solid 
colors– both work well together as feature 
and accent pieces in your design. Its rec-
ommended uses include interior floors and 
walls, shower floors and walls – including 
steam showers, pools and  spas, among 
others. Colored with inert natural miner-
als and enamel, this full body product is 
immune from fading or discoloration. Be 
sure to also check out the special order 
series, Geo, which offers additional pat-
terns and colors as well.

For more information please visit 
www.AZtile.com.

Geo 2 Eclipse

Geo 2 Thyme with Cotton Inserts (left)
& Geo 2 Bisou Dawn (right)

Geo 2 Metro Uptown

Geo 2 Harmonie Outro

Geo 2 Bisou Sunset

“A nation that will not 
enforce its laws has no 

claim to the respect 
and  allegiance of 

 its people.”
– Ambrose Bierce

The heart of 
 Christmas isn’t the 
presents Santa puts 

under the tree, 
it’s the family 

surrounding it. 
That’s Santa’s 

true magic.
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LESS THAN

$1,255/MO

With our  

easy financing*Cuts 45° 

Miters!

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

Distributed by:

www.BBIndustriesLLC.com u Sales: 800-575-4401 & 865-310-5416 
 RYE-Corp Customer Service: 865-988-3823
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Hercules A-Frame Slab 
Storage Racks #6698

Capacity: 15,400 Lbs. Per Side

– Your complete source for storing and transporting stone –

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

Hercules 8 Ft. Kitchen 
Transport Rack with 
White Rubber #6731

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

MATERIAL HANDLING SOLUTIONS

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

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

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

Universal Terrazzo & Tile Co.

MATERIAL HANDLING SOLUTIONS

Visit us and RYE-Corp at TISE Booth 3823

TISE Booth 3823
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