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From Rock ‘n’ Roll to Rocks
Have you ever wondered 

what it’s like to be a 
rock star? I’m talking a 

big time, larger than life super-
star — working alongside ani-
mated, topnotch musicians 
banging, plucking or keying 
notes reverberating through an 
enthralled, swaying audience of 
thousands. who love you, marvel 
at you, want to meet you, party 
with you and get an autograph or a 
picture. Sounds like the most fun 
job in the world, right?

If so, what might be the second 
most fun job in the world, you 
ask? Well... it just might be being 
one of the riggers that set up the 
booms or the lights or the sound 
equipment or the instruments, and 
then testing the whole shebang, so 
when that when the band takes the 
stage, the show comes off without 
a hitch.

An Odyssey Begins
Attesting to all of this is David 

Bonasera. David began “roading” 
for local club bands from 1976 
to 1977 to make a few bucks. 
Then, after high school, he began 

Peter J. Marcucci
Photos  Courtesy David Bonasera

Please turn to page 2

touring, he recalled. “1979 was 
my first U.S. tour. It was fun and 
exciting at the time. I worked for 
a company called Show Lights. It 
was the largest production light-
ing company in the world and 
we could do ten tours at a time. 
I eventually ran four departments 
for them. My skill set was in elec-
tromechanical engineering, and 
I got roped into building power 
distribution systems, step down 
transformers, communications 
and special effects, and when the 
equipment came back from the 
tour, it had to be maintained to 
keep everything up-to-snuff and 
ready for the next tour.”

The tours would start out in 
Los Angeles, California, where 
the company was based, then 
move nationwide, and then head 
to Europe. Bands such as Huey 
Lewis and the News, The Doobie 
Brothers, Hall and Oats, the 
Rolling Stones, David Bowie, 
Van Halen, Don Henley, Tina 
Turner, and the Jacksons tour 
were the norm. David was either 
touring with these bands or was 
in the shop putting the tours 
together. 

“A lot of times I would just get 
the equipment ready to go, train 
the guys to know it, and then they 
would go out. Yes, I did do a lot 
of touring back then, and it was 
crazy, and sometimes insane, 
because everything was free and 
there was lots of it. Sometimes, 
some of the guys couldn’t be on 
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Plus news from around the 
stone industry, advice from 
our stone business experts, 
and more…

tour, because it was too much. 
When you’re on the outside look-
ing in, you might think it must 
be great, but when you’re on the 
inside looking out, it was a lot 
of work. You get up in the early 
a.m., and by 6 the riggers are on 
the job, by 7 the lights, and at 
10 a.m. sound equipment comes, 
and you load it all in. Then 
there’s the sound check, the din-
ner for the band, the doors open, 
and the show begins. You only 
get one shot to do it right, and can 
never do it wrong, because the 
show must go on! After the show, 
you break it all down, put it in the 
trucks and go to the next town. 
It’s the same thing every day. It’s 
a whole different world, and not 
the real world, because you have 
all these people who love you and 
clap and appreciate what you’ve 
done, but when that’s all over 
with and real life kicks in, it’s 
kind of a letdown, because you 
don’t have that appreciation until 
the next show. So some techs 
get hooked. That said, we had an 

incredible team that could do the 
concerts, the Academy Awards, 
the Grammys, the Emmys and the 
1984 Olympics closing ceremo-
nies in Los Angles.”

David Bonasera and Pam Yoshida on a restored granite bench 
 showing the area history of Sumo Wrestling. Yoshida is a 

 production coordinator for a local architectural firm, a member 
of the Construction Specifications Institute, and is heading up 

 the community response on the Japantown revitalization project.

Top: Light and Sound set up for
Van Halen 1984 Live tour. Bona-
sera was in charge of building the 
power distribution and the 30 
way head set intercom systems
for many superstar bands in the 
1980s.

Right:  David Lee Roth 
tour lighting rig. Besides 
being an engineering 
roadie for some of the 
biggest touring rock 
shows of the 1980s, 
Show Lights also rigged 
for the Academy Awards,  
the Emmys and the 
1984 Olympics in  
Los Angles (Closing 
Ceremonies).



2 |  February 2022 Slippery rock Gazette

   

   

   
consultant and forensics guy who 
regularly diagnoses problems and 
specifies remedies.

 “Once I got out of rock ‘n’ 
roll, I wanted to do something 
different, and started my clean-
ing company,” Bonasera contin-
ued. “From the very beginning, 
I wanted to use environmen-
tally safe products and proce-
dures to do the work, and named 
the company ESP, short for 
Environmentally Safe Products 
and Procedures.” 

About a year later, David met 
Tim from a company called Multi 

Continued from page 1

Seal, who began teaching him 
how to refinish stone.“Tim didn’t 
just say, ‘Here’s polish and here’s 
a pad. Polish this up!’ No, he 
taught me about the stone itself, 
and what it can and can’t do, 
because they all react differently. 
I take pictures of all my jobs, and 
none of my guys leave here until 
they see the pictures, know what 
they’re walking into, and have 
all the right grouts, cleaners and 
sealers, because not one product 
is going to work on every type of 
stone. We have products that are 
made with water and products 
that are made with oils, and those 
are two different animals.”

David employs nine very spe-
cialized technicians, and went on 
to say, “These days it’s hard to 
find the right people. Most of them 
have been with me for almost two 

A New Beginning
Road and production weary, 

David’s last tour was with George 
Clinton and the Funkadelics, and 
in 1987 created a cleaning busi-
ness in Los Angeles, California. 
The company then moved to San 
Jose a few years later where it 
quickly morphed into doing res-
toration, preservation and repairs 
of natural stone. Currently known 
as The Marble Guy, David and his 
crew take on both small and large 
projects throughout California. 
David is also an industry educator, 

decades. I supply medical, den-
tal and vision benefits, because 
you want to take care of those 
who are taking care of you. If 
you don’t take care of your peo-
ple, they’ll go somewhere else, 
and the worst thing you can do 
is train them to be your compet-
itors. I don’t ever want to do that, 
because we are usually ahead of 
our competition as far as methods 
and technology.” 

David and Company 
Take Their Talents and 
Toolkits to Japantown

One of David’s hobbies is the 
living art of bonsai. For those 
of you who are unfamiliar with 

bonsai, the Merriam Webster 
Dictionary defines it as follows: 
A potted plant (such as a tree) 
dwarfed (as by pruning) and 
trained to an artistic shape. David 
regularly and vigorously pursues 
bonsai to the highest degree pos-
sible, and considers it to be very 
therapeutic, he explained. 

“My bonsai club is in 
Japantown in San Jose. I got into 
it many years ago. It is a good art, 
a good release and a good hobby. 
Throughout Japantown, there are 
black granite benches with laser- 
etched writing and pictures, that 
were put in years ago to educate, 
but they weren’t being kept up. 
They were weathered and dirty, 
and since I know stone, I went 
to one of the elders of Japantown 
and said, ‘These monuments are 
getting pretty beat up, and nobody 
is taking care of them. Would you 
mind if I bring my crew here, to 
clean everything up?’”

So David and the crew went 
in, left a sparkle on a few mon-
uments, and appreciation in the 
eyes of the onlookers. Needless 
to say, the elders were grateful, 
and responded with enthusiasm, 
he explained. 

From Rock ‘n’ Roll to Rocks

Please turn to page 3

Dave: “I had three teams working with three carts on 
wheels.  They were stocked with all of the cleaning solu-
tions:  MB-Stone’s Easy Oxy and Stone Pro’s Crystal Clean 
in a 2-quart sprayer.  We used blue doodle bug pads, gal-
lons of rinse water and lots of towels for wiping and buffing 
out.” Here, Cub Scout team 2 works on a history display.

Left and Above:  Two very 
different venues rigged by Light 
& Sound.  The Rolling Stones 
1981 International Tour, Rot-
terdam Concert, and the 1984 
Olympics, Los Angles Stadium.

Below and Right: Before and 
after process. Dave commented, 
“This was a test which we did 
to see if the new 2-part grout 
epoxy colorant would work on 
the lettering and the laser- 
etched picture. 
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Bonasera demonstrates the cleaning process to the Scouts, and 
explains the types of stone they are working on, before removing 
some graffiti (bottom, right photo).

This flamed Black granite wall 
pays tribute to Norman Mineta 
and many others who influ-
enced Japantown over many 
years, going back to the late 
1800s.  

From Rock ‘n’ Roll to Rocks

“We did it the first time, and 
thereafter, Japantown said they 
wanted to help and be a part of 
this. The Japanese are a very 
proud and very tight knit com-
munity, so it was very difficult to 
get into that world, but once you 
get their trust, it’s pretty cool. 
Consequently, we’ve just com-
pleted the fourth time we’ve gone 
back, and we’ve involved the peo-
ple of Japantown a second, third 
and fourth time, and just recently 
the Cub Scouts.

“So the whole thing with this is 
that I love stone, and I couldn’t 
stand to see the stones and the 
meaningful words written on 
them weathering away, so I took 
it upon myself to help the commu-
nity. As a result, the Cub Scouts 
learned about their history, their 
parents now understand the stone, 
and now everyone in Japantown 
is getting a great education about 
their past, which goes back to the 
1800s, as well as during World 
War II, when the Japanese were 

gathered up and put in internment 
camps. Good or bad, it’s all part 
of their history, and everybody 
needs to learn from it. Sometimes 
it can be very painful, but the 
way I figured, at a time like now, 
when everybody is trying to can-
cel history, it was really important 
for them to know their past, and 
why I started working with them 
to teach them how to preserve it. 
The kids need to know it, because 
it makes them better, and if you 
unselfishly give to them, you’ve 
created a spark in them, and when 
they walk away, they’ll run with 
what they’ve learned. They are 
amazing!” 

Now that the concept of resto-
ration had taken off, and the gen-
erations living in Japantown are 
onboard, the next step is to restore 
the remaining faded pictures and 
writing with a newly developed 
colorant, continued David. “Most 
of the colorants these days are 
water-based, and get weathered 
away when outdoors. So we will 
be restoring more benches this 

spring using an epoxy colorant. 
We’ve got the cleaning down, 
the education down, and we are 
going to continue to renew all 
the landmarks with the help of 
the Cub Scouts, as well as two 
young art student ladies within 
the Japanese community who I’m 
training to use the colorants on 
the writing and laser etched pic-
tures. It’s taken a lot of work to 
organize this, but when it’s done 
it will be spectacular. It refreshes 
everything, and it’s good for the 
community.”

Going Forward in an Ever-
Changing Industry 

“The stone industry, as far as 
equipment and technology, is get-
ting more complex as new mate-
rials come in. What the industry 
needs is more focus on natural 
stone, and how to use it correctly, 
because if you don’t get the edu-
cation you need, you’re not going 
to grow, and the technology will 
pass you by. There’s enough edu-
cation out there. There’s just not 
enough people taking advan-
tage of it. Today, even after 33 
years, I still take geology classes. 
I still have to brush-up on the lat-
est technology, and if I don’t, I’m 
going to get left behind!

“One of the biggest things that 
has helped me as a speaker at the 
Stone Expo, Coverings, and the 
Surface shows, was to walk each 
show, talk to the people, learn all 
the new stuff that’s out there, and 
take all the educational classes I 
could. Some people in the indus-
try think they’ve been doing 
stone for many years, and don’t 
need any more education! Well... 
It’s more like they’ve been get-
ting away with it for 30 years, 
but really don’t know the newer 
materials. 

“Take BB Industries, for 
instance. Those folks have to know 
the materials! They have to know 
what works, where! They do a lot 
of training and educational stuff, 
and know what they’re doing, so 
they can guide their customers on 
what’s proper to use, as opposed 
to people who are just selling 
products out of their truck, and 
don’t know the products or how 
they work. A lot of people don’t 
want to learn. They just want to 
make the money.

 “So unfortunately, I see more 
problems with (new) fabricators 
than anyone else. These days, 
overall, there are fewer fabricators 

who are doing it right, or who 
are willing to go back and learn 
from their mistakes. Today, peo-
ple don’t want to go back. They 
just want to go to the next gig, and 
if there’s a problem, they some-
times don’t take care of the cus-
tomer. That’s why I’m so busy 
fixing poorly installed stuff—
when I can fix it! I’m a forensics 
person, and I will guide them on 
what they did wrong, if they ask. 
I’ll talk to the insurance compa-
nies or the lawyers, and try to 
help them recover from what 

went wrong, or specify a com-
plete tear-out, because it wasn’t 
done correctly. 

“There are a lot of people out 
there, like Fred Hueston, who are 
doing classes and teaching peo-
ple forensics. Fred is a smart cat. 
I’ve known him for a long time, 
and he knows the mistakes that 
are out there. He teaches people 
how to avoid them, because when 
new products come in and new 
types of stone come in, everything 
changes. So one of the best things 
that people can do in this indus-
try is to get in your car, or get on 
a plane, and go to a show to learn 
what’s out there. The ones who 
make the effort are going to leave 
smarter and better prepared to do 
their job. 
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BBI Launches New Tech 
 Service Support for Inline 

Machines with Hire of  
Industry Veteran Ken Bloom 

BB Industries’ (BBI) quickly 
growing Tech Support 

program expands upon its CNC 
support to include inline machines 
with the hire of stone industry vet-
eran Ken Bloom.

“I am excited about the oppor-
tunity to launch this BBI Inline 
Division because I feel it has been 
overlooked by our industry. Inline 
machines can be a challenge to 
operate unless the right training 
is provided. That’s where I feel 
like I can make a difference with 
hands-on training, as an extension 
of the manufacturers. My experi-
ence includes nearly 20 years of 
management, operations and fabri-
cation, and I want to make sure that 
no shop is left in the dark regarding 
inline products,” said Bloom.

“As we continue to grow strate-
gically, we have realized that inline 
is a category that is lacking signif-
icant support, and BB Industries is 
filling that void for our customers,” 
said BBI CEO & President Rick 
Stimac. “This will be a great service 
to fabrication shops and give us a 
way to share new products as well. 
We know that Ken’s experience can 
bridge the gap on training for inline 
machines by working with manu-
facturers and fabricators.” 

“We are not aware of any 
other tool vendor who is provid-
ing this level of tech services to 
its customers,” said Jeff Dykstra, 
BB Industries, VP of Sales & 
Marketing. “Ken is in Southern 

California and will cover the U.S. 
for us right now. We do have plans 
to expand our inline service division 
with additional employees.” 

Bloom has worked with most 
machine manufacturers and plans 
to work with all who need his help 
with additional training for new 
hires, when issues arise, and also 
just to problem solve. 

On a personal note, Ken will once 
again work with his brother Ryan 
Karasz, who joined the BBI staff 
last year. They have been working 
together on and off for 12 years.

Since its beginning in 1994, BBI’s 
philosophy has been to offer the best 
customer service and the best value 
for the money, by delivering excep-
tional products and first-class ser-
vice to our partners in the stone, tile, 
and concrete industries. For more 
info, visit BBIndustriesLLC.com 
and https://www.facebook.com/
BBIndustriesLLC.USA.

Ken Bloom CNC/Inline Tech 
Service Support

mailto:g.covell%40slipperyrockgazette.net?subject=Advertising%20in%20the%20Slippery%20Rock
mailto:publisher%40slipperyrockgazette.net?subject=Comments%20on%20Latest%20Slippery%20Rock
http://www.slipperyrockgazette.net
http://BBIndustriesLLC.com
https://www.facebook.com/BBIndustriesLLC.USA
https://www.facebook.com/BBIndustriesLLC.USA
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How Do You Compare?
Prove Your Quality & Safety Practices are Best in Class

Only the fi nest companies in the industry can meet all of the 
qualifi cations necessary to earn Natural Stone Institute Accreditation. 

Di� erentiate yourself from the competition. Prove to design teams 
and consumers that your fabrication and installation methods 

are best in class and that safety is a top priority. 

Get started by watching our accreditation webinars.

naturalstoneinstitute.org/accreditation

Project completed by Carnevale & Lohr, Natural Stone Institute Accredited since 2014.

Officials for India Stonemart have 
announced their decision that due 
to current conditions with inter-

national travel and the COVID-19 pan-
demic, they have again postponed  INDIA 
STONEMART 2022 from February 2022 to 
November 2022. 

The trade fair is still scheduled to be held 
at the Jaipur Exhibition and Convention 
Centre (JECC), Sitapur, Jaipur, Rajasthan, 
India. The new schedule/details for the exhi-
bition may also be found on their website: 
www.stonemart-india.in.

The show, last held in 2019, is India’s 
largest stone industry exhibition, and also 
one of the largest international exposition 
on stone industry. It showcases the world 
of natural dimensional stones, ancillary 
products and services.

The event is being organized by Centre 
for Development of Stones (CDOS) 
with Federation of Indian Chambers 
of Commerce and Industry (FICCI) as 
co-organizer. Rajasthan State Industrial 
Development and Investment Corporation 
Ltd. (RIICO) is the Principal Sponsor of 
the event.

India Stonemart 2022 Postponed

Training & Education
Is That Marble or Quartzite? 

How to identify what you’re selling and installing

IN recent years, there 
have been com-

plaints from consumers 
who purchase countertops 
from stone distributors 
who tell them the mate-
rial is quartzite, which will 
not etch (a dullness of the 
surface) or scratch. Later, 
when their tops are etched 
and scratched, they learn 
the hard way that their tops 
are actually marble. This 
article explains the differ-
ence between quartzite and 
marble so that consumers 
can tell what countertop 
material they truly have.

About Marble
Marble is a metamorphic 

material that contains an 
abundance of the mineral 
calcium carbonate, which 
is soft and chemically 
reacts to acidic substances. 
This means marble is very 
susceptible to acid etch 
damage. Heat, pressure, 
and other geological forces 
destroy or modify the tex-
ture and structure of lime-
stone or dolomite rock, 
resulting in a new form 
of rock known as marble. 
When the limestone or 
dolomite are very pure, the 
resulting marble is white. 
When the quartz is mixed 
with iron oxide or other 
minerals, the resulting 
quartzite may have streaks, 
lenses (transparent pieces), 
and varieties color.

About Quartzites
Quartzites is also a met-

amorphic rock, but dif-
fers from marble in that it 
does not contain calcium 
carbonate. This means it 
is not susceptible to acid 
etch damage. Quartzite is 
formed when heat, pres-
sure, and other geological 
forces destroy or mod-
ify the texture and struc-
ture of quartz sandstone. 
When the quartz sandstone 
is very pure, the result-
ing quartzite is white or 
gray. When the quartz is 
mixed with iron oxide or 

the hardness of the min-
eral. If the knife leaves 
a scratch, the stone is 
likely marble. If there are 
no scratches, the stone is 
likely a much harder stone 
like quartzite or granite. 

The Acid Test
Calcium reacts to acids, 

causing etch damage. The 
etch may or may not have 
texture, depending on 
the severity of etch dam-
age. Common acids will 
not affect quartz. Vinegar 
or a lemon wedge can be 
used for the test. Place the 
lemon wedge or a drop or 
two of vinegar on the stone 
and allow several minutes 
dwell time. Wipe up the 
excess. If it leaves a dull 
spot, that a positive indi-
cation for the presences of 
calcium, which indicates 
the countertop is marble 
and not quartzite.

Uh-Oh, It’s Marble
If you discovered you 

have marble, not quartz-
ite, by way of these tests 
or because you already 
installed countertops that 
now have etch marks or 
scratches, rest assured 
that you are not doomed 
to replace the countertops. 
There are methods avail-
able to professional stone 
restoration contractors 
to hone and polish coun-
tertops, virtually erasing 
damage and leaving the 
tops with a beautiful, pris-
tine finish. To help them 
stay pristine, you can also 
make recommendations 
for care and protection 
appropriate for the coun-
tertop material.

It is unfortunate that 
marbles are being sold 
as quartzites. While they 
can look similar, they do 
not react the same. If you 
are in the market for new 
countertops, these tests 
can help you make an 
informed decision on your 
investment.

other minerals, the resulting 
quartzite may have streaks, 
lenses, and varieties color.

Simple Tests to 
Determine Stone Type: 

Is it Marble or 
Quartzite?

Marble and quartzite can 
be very similar in appear-
ance. Fortunately, there are 
a couple of simple tests one 
can perform to tell the dif-
ference between marble 
and quartzite: the scratch 
test and the acid test. If you 
attempt to perform either of 
these potentially destruc-
tive tests, you should obtain 
a sample or use a piece of 
scrap countertop material to 
perform the tests. If neither 
are available to you, test 
in an inconspicuous spot 
knowing that the test may 
cause damage.

 
The Scratch Test

In order to understand 
how the scratch test works, 
we need to provide a little 
more science. The hardness 
of minerals can be deter-
mined by what is called the 
Mohs scale of mineral hard-
ness. This scale rates miner-
als from the softest mineral, 
being a one, to the hard-
est mineral, being a ten. 
Calcium has a Mohs hard-
ness of three. Quartz has a 
hardness of seven. A stan-
dard kitchen knife has a 
hardness of about six.

Use a knife to scratch 
the surface of a counter-
top. The outcome indicates 

Frederick M. Hueston
Stone Forensics

Mont Blanc Quartzite

http://www.stonemart-india.in
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Ed Young
Fabricator’s Business Coach

Training & Education

You may have watched some football in the last 
few months, or maybe you can’t wait until March 
Madness starts. Whether you prefer either or both 

sports, would the game be as interesting if we didn’t keep 
score? Would we care about the game if there was no 
winner? Would you even watch?

The goal in most sports is to score more points than the 
other team.  While points are the ultimate metric, there are 
many other measures that give us an interim status of the 
game.  Think about how a football team tracks its progress 
towards scoring a touchdown.  

• Which down is it now?
• How many yards to the next 1st down?
• How much time is left on the play clock?
• Which quarter is it and how much time do we have left 
in the game?

While they certainly make the game more interesting for 
spectators, these interim metrics aren’t just for entertain-
ment purposes.  They very clearly give each team the sta-
tus of their current performance relative to an intermediate 
goal.  This, in turn, helps them manage the game so they 
can achieve the ultimate goal of winning the game.

If the team with the ball didn’t know how many yards 
to the next first down, how would they decide which play 
to call next?  If they didn’t know how much time was left 
on the play clock, how would they know when to hike the 
ball?  Would they have a sense of urgency if they didn’t 
know they had scored less points than the other team and 
there were only 2 minutes left in the game?

When a team understands how it is progressing towards 
the goal, it can adjust its strategy to compensate for current 
performance and adapt to changing conditions.

Let’s apply this to your business.
We know the ultimate metric for your business is profit 

and, hopefully, you already have a profit goal for this year.  
The question is how well do you communicate your prog-
ress towards that goal?  

In a previous article, Stop Counting the Square Feet 
You Produce (Slippery Rock Gazette, April 2021), we 
detailed a method for calculating and tracking profit on a 
daily basis. Taking your 2022 profit goal and breaking it 
down into monthly, weekly, and daily targets is a great first 
step. However, to really improve the performance of your 
business, it needs to be taken even further.  

A football team driving down field needs to know how 
many yards to the next first down, time left on the play 
clock, and time left in the game so it can adjust its play-call-
ing to win the game. Similarly, a business not only needs 
to know the current score (profit performance against its 
goals), but it also needs to know how well it is playing the 
game. It needs to know how well the different business 
processes are impacting progress towards the goal. This 
means tracking other factors that impact the final score.

• Is showroom traffic increasing or decreasing?
• Are website and social media stats improving or not?
• Are we hitting our goals for outside sales calls?
• How is our quote volume trending?

How Much Time is Left on the Game Clock?

• Are we on track to achieve our Throughput Dollar goal 
for the month?
• How many days of our capacity are already booked?
• Are our remakes and callbacks getting better or worse?

As a business owner, you may already track these stats 
on a spreadsheet or in your head or you may go to your 
company software and run a report, but none of these 
impacts the entire team like seeing the score displayed 
for all to see.  

Displaying current company performance in real time 
for everyone to see helps improve overall performance.  
Strong metrics can be celebrated. Weak metrics are eas-
ily identified, and teams can immediately begin to correct 
that performance.  

Here are some guidelines that can help implementation:

• Understandably, some owners don’t like to publish the 
profitability of their business to employees. Setting a 
Throughput Dollar goal and tracking performance against 
it can be a very effective substitute. Be sure the Throughput 
Dollar goal not only covers Operating Expense but also 
includes your profit goal as well as additional money to 
reinvest in the business.

• Real time feedback is a very important factor in improv-
ing process performance. Just like a football team gets real 
time feedback on the results of the last play, your team needs 
real time feedback so it can improve its performance.  We 
all know that a monthly review of financial performance is 
limited by our inaccurate memory of what really happened 
during the previous month. The same is true for a weekly 
performance review. Making sure the data is updated ev-
ery day is critical. Live data is even better.

Please turn to page 7
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Would the game be as interesting if we didn’t keep score?

To get your team to focus on the performance of the 
business, POST THE SCORES to help them under-
stand the current status of the business, and their role in 
improving performance.

https://www.slipperyrockgazette.net/index.cfm/pageId/4176/Stop%20Counting%20the%20Square%20Feet%20You%20Produce/
https://www.slipperyrockgazette.net/index.cfm/pageId/4176/Stop%20Counting%20the%20Square%20Feet%20You%20Produce/
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How Much Time is Left on the Game Clock?
Natural Stone Institute 

 Completes 40th Home with 
 Gary Sinise Foundation

The Natural Stone Institute 
has provided natural stone 
and fabrication services 

for its 40th home with the Gary 
Sinise Foundation through its 
R.I.S.E. (Restoring Independence 
Supporting Empowerment) 
program. The Foundation’s 
R.I.S.E. program builds 100 
percent mortgage-free spe-
cially adapted smart homes for 
severely wounded veterans and 
first responders. Natural stone 
and fabrication for U.S. Army 
Staff Sergeant Jason Tabansky 
and his family in Texas were 
provided by Triton Stone Group, 
TexaStone Quarries, and Unique 
Countertops.

On September 19, 2015, fol-
lowing a routine demonstration 
of a new Chinook helicopter in 
London, England, retired U.S. 
Army Staff Sergeant Jason 
Tabansky was climbing down 
from the aircraft when he slipped 
and fell, injuring his right shoul-
der. After multiple visits to the 
St. Thomas Hospital Emergency 
Room, Jason was sent away with 
medication to dull the pain. Days 
later, he awoke in the middle of 
the night because his body was 
slowly going numb. Within hours, 
he was paralyzed from the chest 
down, including both his hands. 
While recovering at Walter Reed 
Hospital in Bethesda, Maryland, 

Jason had seen soldiers with 
unimaginable injuries taking on 
the world, exhibiting positive atti-
tudes without letting their current 
conditions hinder them. With that 
outlook, he was ready to take on 
a second chance at life and teach 
those around him to be the best 
advocate for themselves.

Since his injury in 2015, Jason 
has become an avid hunter, fish-
erman, competitive archer, 
and bass player for his church. 
Through physical therapy, he has 
regained control of his hands and 
is currently a paraplegic with zero 
control of his trunk. Jason has 
remained positive throughout this 
process. Now, Jason spends time 
coaching and working with chil-
dren in hopes of getting a degree 
in education. A specially adapted 
smart home will not only ease 
his daily struggles and mobility 
needs around the house, but it will 
also enable him to spend more 
time with his wife and their future 
aspirations of starting a family. 

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

To learn more, and to see a 
list of all Natural Stone Institute 
members who have donated their 
time, products, and services to this 
cause, visit www.naturalstone 
institute.org/RISE. 

 

• Have several displays for key 
parts of the business to see. All 
displays should show perfor-
mance against the ultimate profit 
or Throughput Dollar goal. How-
ever, each display should then 
show only the key metrics that ap-
ply to that area.  The sales display 
would show stats on showroom 
traffic, web traffic, quotes, sales 
calls, etc. The shop would show 
template-to-install lead time, re-
makes, callbacks, successful in-
stalls, etc. Keep it simple – too 
much data can cloud the focus 
needed in specific areas.

• Trend the data. We know our 
goal for showroom traffic is 20 
people per day and yesterday we 
only had 12 visits. Is this part of an 
improving trend or a downward 
trend? Maybe we had been trend-
ing at 8 people per day for the last 
week or two and we decided to 
change our Facebook ad.  Now we 
are seeing an increase to 12 peo-
ple per day – that’s a good thing!  
Showing how the current statistic 

relates to recent history as well 
as how it relates to the goal can 
make the difference between use-
ful information and useless data.  

• Ask your employees for feed-
back on how well this display is 
helping them. Are we showing the 
right metrics? Do they know what 
to do differently if the metrics are 
unsatisfactory. Should we change 
how the data is displayed? It is 
easy for owners and managers 
to feel like they have all the right 
answers but asking employees 
for input on something like this 
can do wonders to improve its 
effectiveness.

Keeping the score of a football 
game on a piece of paper that only 
the coaches could see limits the 

ability of the team to be involved 
and motivated to affect the out-
come of the game. It’s the same 
if only the owner or key man-
agers of a business have access 
to key performance data. If you 
want your team to focus on the 
performance of the business, then 
POST THE SCORES that help 
them understand the current sta-
tus of the business and their role 
in improving that performance.  

Ed Young is a seasoned manu-
facturing manager and business 
coach who has helped hundreds 
of companies of all sizes. If you 
would like a free assessment on 
how well you are using your met-
rics to achieve your goals, contact 
Ed at Ed@FabricatorsCoach.com 
or 864-328-6231.

Continued from page 6

“A country man between two lawyers is like 
a fish between two cats.”  —Benjamin Franklin

Evan Cohen Joins
Natural Stone Institute 
 Executive Committee

The Natural Stone Institute 
is pleased to announce 
that Evan Cohen (Quality 

Marble & Granite) has been 
selected to join the association’s 
executive committee as board 
secretary.

Buddy Ontra (Ontra Stone 
Concepts), 2022 Natural Stone 
Institute board president, com-
mented: “Evan Cohen’s youthful 
exuberance and forward-look-
ing view on the natural stone 
industry will enhance not only 
the executive committee but the 
board of directors as whole. His 
smaller slab supply business is in 
concert with the small fabricator 
businesses that make up much of 
our membership. His west coast 
experience also balances what is 
a primarily eastern committee.”

Cohen’s leadership has been 
well-documented: he has served 
as a speaker for both in-person 

and virtual education events, 
sharing his expertise with the 
industry and the design com-
munity. He has served on mul-
tiple international delegations 
with the association and has been 

Evan Cohen – Board Secretary 
NSI Executive Committee

involved with several key asso-
ciation initiatives, including the 
Gary Sinise Foundation’s R.I.S.E 
program, the Women in Stone 
mentorship program, and efforts 
to improve member retention. 

Cohen commented: “Being on 
the executive committee for the 
Natural Stone Institute gives me 
a great opportunity to help influ-
ence and drive the direction and 
strengthen the community of the 
organization. Having a firsthand 
awareness of and impact on the 
great efforts by the association 
has been key to my continued 
involvement and efforts to keep 
moving our industry forward.” 

The 2022 Natural Stone 
Institute executive committee is 
comprised of President Ontra, 
Vice President Duane Naquin 
(Stone Interiors East), Treasurer 
Katie Jensen (Triton Stone 
Group), and Secretary Cohen. 
Cohen is slated to become the 
association’s board president in 
2025.

Learn more at www.natural 
stoneinstitute.org.  

mailto:rise%40natural%0Astoneinstitute.org?subject=How%20can%20I%20help%20with%20RISE
mailto:rise%40natural%0Astoneinstitute.org?subject=How%20can%20I%20help%20with%20RISE
http://www.naturalstoneinstitute.org/RISE
http://www.naturalstoneinstitute.org/RISE
mailto:Ed%40FabricatorsCoach.com?subject=
http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
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There are three important 
metrics regarding “making 
money.”
• Net Profit (NP) is an 
absolute measure.  If your 
income exceeds your ex-
penses, you made money.  
Earnings before inter-
est, tax, depreciation and 
amortization (EBITDA) 
is a common measure of a 
company’s operating per-
formance. 

• Return on Sales (ROS) 
is a relative measure.  
Making $100,000 on ten 
million in annual sales is 
only a 1% ROS.  Not very 
good.  In fact a privately 
owned company should 
expect at least a 10% ROS 
every year.  
  

• Cash Flow is a surviv-
al measure.  If you have 
enough cash flow, it may 
not be an important metric.  
If you don’t have enough 
cash flow, it is the only im-
portant metric. 

Throughput (expressed 
as $T) is the rate at which 
a company earns money 
through sales. It is the 
measure of value added. A 
company buys raw mate-
rials, transforms them 
into finished products and 
sells them to their cus-
tomers. Throughput is the 

Throughput Accounting

Ed Hill
Synchronous SolutionsWhat is the 

goal of your 
company?

• Producing quality 
products.

•Providing excellent 
Customer service.

• Maintaining a pleasant 
work environment for your 
people.

• Sales growth every year.

• Lower costs.

• Survival.

To be blunt, your com-
pany is in business to 
make money. If you were 
excellent at every item 
in the list above, but you 
were not profitable, you 
would go out of business. 
Your business should be 
organized to “make more 
money now and in the 
future.” Earn a reason-
able profit in the pres-
ent conditions and set 
your company up to make 
more money in the future. 
This is the message in 
The Goal, a book written 
by Dr. Eliyahu Goldratt, 
in my opinion one of 
best business books ever 
written.  

The Goal is written 
as a novel and explains 
the business approach 
called The Theory of 
Constraints (TOC), now 
known as Synchronous 
Flow. It is the story of 
application of the TOC 
principles to transform 
an underperforming com-
pany into an excellent 
one. Moreover, it is the 
story of how continuous 
improvement can be a sys-
tematic approach to busi-
ness management.  

One of the key prin-
ciples of Synchronous 
Flow is Throughput 
Accounting, which is a 

simple, yet extraordinary 
way to look at a company’s 
finances. It focuses on reve-
nue generation, not product 
costing. As such, it focuses 
on the positive potential 
of a company (the gener-
ation of wealth) and not 
on the reduction of costs. 
That is not to say that good 
stewardship of resources is 
ignored. It’s just that the 
focus is on generating reve-
nue, not cutting costs. 

Another power of 
Throughput Accounting is 
its focus on system effec-
tiveness as opposed to local 
efficiencies. This aspect 
alone is sufficient to deliver 
powerful measuring tools 
into the hands of the busi-
ness manager. Throughput 
Accounting provides finan-
cial tools that allow oper-
ational managers to make 
excellent, and quick, busi-
ness decisions.

An important aspect of 
Throughput Accounting is 
that the metrics are derived 
using the same data as in 
the existing cost account-
ing system. This means 
that there is no investment 
in additional accounting 
software or resources. No 
additional entries have to 
be made. The numbers are 
simply calculated in a dif-
ferent way and presented 
in a different report format. 
The bottom line is always 
the same in either account-
ing system.

Throughput 
account-

ing focuses 
on creating 
more value 
now and in 
the future.

Once the business system has 
 covered all fixed operating 

expenses (OE), any additional $T 
flows directly to the bottom line.

Truly variable expenses 
(expressed as tve) are those 
outflows of cash associated 
directly with a specific prod-
uct or job. They are “vari-
able” in that changes in tve 
are directly associated with 
changes in sales. Typical 
variable expenses are:

• Raw Materials
• Transportation costs for the 
raw materials 
• Outsourcing (farming out 
manufacturing to another 
company)
• Sales commissions (paid 
per sale, not per time period)

If all four were active, the 
formula for $T would be:

Throughput = Sales
 – (raw materials + freight 

+ outsourcing 
+ commissions)

The continuing objective 
should be that Throughput is 
always trending up.

Inventory (expressed 
as $I) reflects the money 
required to purchase the 
things the company intends 
to turn into $T. Essentially, 
this includes the invest-
ment in all raw materials, 
work-in-process and fin-
ished goods inventories. The 
value of $I is calculated at 
the price paid to the vendor 
for the materials. Generally, 
the value of materials does 
not increase as they move 
through the business system; 
they do not “accrue value” in 
the Throughput Accounting 

product, having passed 
through the Control Point, is 
damaged such that it is not 
accepted by the customer, 
the business has lost more 
than the raw material value; 
it has lost the value of the 
sale. Capacity of the criti-
cally constrained resource 
has been consumed, and, is 
lost forever. In order to sat-
isfy this customer, the busi-
ness must essentially start 
from scratch and manufac-
ture the job again with no 
additional income. As well, 
time at the critical Control 
Point must be consumed 
again to complete the order.  
Needless to say, this is very 
bad and must be vigorously 
avoided.

The continuing objective 
is to work in a “lowest rea-
sonably possible” Inventory 
environment.

Operating Expense 
(expressed as $OE) reflects 
the money the business 
spends in turning Inventory 
into Throughput. This 
includes all outflows of cash 
that are not associated with 
a product or job; essentially 
all expenses not classified 
as tve (i.e. all labor and all 
overhead). Included are all 
wages, salaries, occupancy 
costs and all other overhead 
associated with operating the 
business.

The company should strive 
to be good stewards of its 
resources.  It should not 
carry an operating expense 
that is not clearly necessary.  
However, it is important to 
maintain a predetermined 
level of Protective Capacity 
in order to be able to quickly 
respond to the inevitable 
and unpredictable fluctua-
tions of daily business oper-
ations.  Protective Capacity 
is not excess capacity; it is 
required capacity to main-
tain a smooth operating sys-
tem, which is always more 
productive than a “bal-
anced capacity” approach.  
As a result, Protective 
Capacity helps to make 
money.  The recognition 
that there must be a plan 

for absorbing the effects 
of the inevitable attacks 
by “Murphy” is a hall-
mark of the Synchronous 
Flow business process 
and it supported by the 
metrics provided through 
Throughput Accounting.

Throughput Account-
ing Financial Statements 
result in exactly the same 
bottom line net profit as 
do the traditional cost 
accounting financial state-
ments.  The difference 
is in how Throughput 
Accounting handles the 
revenue and expense ele-
ments of the business. 
Costs associated directly 
with a specific sale (mate-
rials, outsourcing, freight 
and commissions) are 
deducted from the sales 
price to reflect the value 
added for that sale, called 
Throughput. All other 
costs (all those not asso-
ciated with a particular 
sale but are regular costs 
of the business including 
all labor and all overhead) 
are listed as Operating 
Expense. Please note 
that there is no attempt 
to determine the cost of 
making a single product 
(product cost) or to cal-
culate profits on a single 
order. There is no attempt 
to allocate any expenses in 
any way.

Net Profit (EBIDTA):  
Net Profit is calculated 
as Throughput minus 
Operating Expense:

NP = T – OE

Return on Sales:  ROS 
is a contrasting measure 
of the effectiveness of 
the bottom line to top line 
metrics of the company.  It 
is the ratio of net profit to 
sales and is calculated as:

ROS = NP ÷ Sales
Productivity: 

Productivity is a simple 
and powerful measure of 
business effectiveness. 

Please turn to page 10

Financial Reporting for Operational Decision Making

measure of value added 
due to the transformation of 
raw materials into finished 
products. 

The formula for Through- 
put calculation is:

Throughput = Sales 
– truly variable expenses

approach.
There is a circumstance 

in which Inventory is val-
ued differently. After WIP 
(Work In Process) passes 
through the system’s criti-
cally constrained resource, 
it is valued at the price of 
the sale. If the finished 
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Throughput Accounting

It reflects the relationship between $T 
(the measure of value added) and $OE 
(the money the company spends to cre-
ate the $T).  This is the basic effective-
ness ratio (output over input). Since 
it does not reveal any sensitive infor-
mation, it can be shared with company 
employees as the “score” of overall sys-
tem performance on a daily basis.  As 
such, it can be used as a valuable moti-
vational tool for the production employ-
ees.  It also can be used as the basis for 
a performance incentive system that can 
share the fruits of improved performance 
with the people who worked to create it.  
Productivity is calculated as:

PS = T ÷ OE

If PS is equal to one, the company is 
at break even.  Typically, a PS score of 
1.25 will produce a ROS of about 10%.

Octane: Octane is a measure of rev-
enue generated per job relative to the 
time it consumes at the business system 
Control Point. This accomplishes a focus 
on the resource in the system where rev-
enue is generated. The clearly commu-
nicated focus is that this resource should 
operate as effectively as possible.  This 
means that this resource should be opti-
mized (well engineered and finitely 
scheduled) and that all other resources 
should subordinate all their activities to 
assure the most effective operation of the 
Control Point.  

Ideally, the Control Point is where 
revenue is generated. This is “where 
the cash register rings.” Revenue gen-
erated per hour of time at this function 
(called Octane), is a clear indication of 
effectiveness at this critical resource. 
Octane can provide value comparisons 
between products, market segments and 
Customers. As an approach toward con-
tinuous improvement, it allows a focus 
on the prioritized issues that affect the 
critical Control Point of the business.

Octane is calculated as:

Octane = T  
÷ time consumed at the Control Point

$T is the measure of value added for 
that job and is divided by the measure 
of time at the Control Point that is con-
sumed in completing that job. Where 
Installation is the Control Point, Octane 
would be calculated as $T divided by 
travel time plus installation time.

The following is a typical example of a 
Throughput Accounting financial state-
ment for one month. For simplicity, this 
example is of a company producing about 
$10,000,000 in annual sales.

  Monthly
Sales tve $850,000  
  Raw materials $295,000 
  Freight 5,000 
  Outsourcing $0 

Total tve $300,000 35% of %T

Throughput ($T) 
(sales – tve) $550,000  65% of $T

Operating Expense
($OE) $425,000
(all labor and overhead)

Net Profit (NP)
($T - $OE) $125,000 EBIDTA

Productivity (PS) 
 ($T ÷ $OE) 1.29 

Return on Sales 
(ROS) (NP ÷ sales)  15%

Total Control 
Point time  786 hours
(Travel + Installation 
time for all jobs)

Average System 
Octane (T/time) $700  ($T ÷ 786)

Throughput Accounting is all about 
operational decision-making.  It is one of 
the elements of the business management 
system called Synchronous Flow.

 
For more information on this or other 
Synchronous Solutions topics, visit www.
SynchronousSolutions.com  or call Ed 
Hill at 704-560-1536.

Continued from page 8 Pearlman Group has acquired 
Advanced Diamond Technologies, 
Inc., dba Vector Tools. Terms of 

the transaction were not disclosed.

Founded in 2001 and headquartered 
in Alpharetta, Ga., Vector is a val-
ue-added distributor of stone fabrication 
and installation tools and supplies operat-
ing throughout the Southeast. Vector has 
developed a broad product portfolio of 
national and propriety brands, including 
the Vector line of tools.

Elbert Wu and Corey Levy, founders of 
Vector, along with the current manage-
ment team and employees will continue 
to operate the company in partnership 
with the Pearlman team.

Vector’s team members serve custom-
ers primarily in the Southeast through 
locations in Nashville, TN, Birmingham, 
AL, and Charlotte, N.C. . Vector’s deliv-
ery truck, sales fulfillment model offers 
an established product portfolio of 
national and propriety brands, including 
the Vector brand of tools.

“We have been impressed by Vector 
as a respected competitor of GranQuartz 
and are excited to be partnering with 
their team to add to our existing capa-
bilities and serve our collective custom-
ers even better,” said Pearlman CEO 
Scott McLendon. “Elbert and Corey have 
built a solid business, team, and brand 
all of which we are excited to have at 
Pearlman.”

“We are excited to support the Pearlman 
team as they continue to execute on a 
multi-faceted acquisition strategy across 
core and adjacent markets,” said Grant 
Jones, a Stephens Group managing direc-
tor. “The Vector transaction demonstrates 

Perlman Group 
Acquires Vector Tools

the continued opportunity to add unique 
competitive capabilities that will build 
an industry-leading specialty distribution 
platform.”

“Vector Tools was built on hard work, 
partnership, and a strong customer value 
proposition. We are excited to be able to 
continue to build on that legacy with sup-
port from our new partners at Pearlman 
who value our capabilities and team,” said 
Wu.

“We’re excited to join forces with 
Pearlman to create more value for our 
employees, customers, and other industry 
partners,” Levy added.

Headquartered in Norcross, Georgia, 
Pearlman, through its primary brands, 
GranQuartz, Pearl Abrasive, and Excel 
Supplies, is a multi-channel developer and 
distributor of supplies, tools and equip-
ment used in the fabrication, maintenance, 
cleaning and restoration of surfaces for 
residential, commercial, and industrial 
end-markets.

Pearlman’s GranQuartz division is the 
market-leading distributor serving over 
8,000 stone fabricators, tile installers, and 
concrete and monument professionals. 
Pearl Abrasive is a leading developer and 
provider of high-quality, branded abrasives 
and cutting tools to distributor customers 
in construction and industrial end-markets. 
Excel Supplies is a specialty distributor of 
professional cleaning, restoration, pressure 
washing, and janitorial equipment and sup-
plies in the Southeast.

The Company’s products include an 
extensive offering of proprietary, exclu-
sive, and national branded products with 
over 18,000 SKUs across multiple price 
points and applications.

© MARK ANDERSON. www.andertoons.com

“Roses are red, violets are blue, yellow moons, orange 
stars, green clovers, our love is magically delicious… 

Wait, did you write this at breakfast?”

http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
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The Stone Detective

I woke up to another cold 
morning here in Florida. I 
think it was something like 60 

degrees F. Please, no comments 
from you Northern folks who 
think 60 degrees is shorts and 
flip-flop weather. I moved here 
40 years ago, and that old saying 
that your blood thins is true. I 
remember wearing shorts when it 
was in the 40’s up north, but now 
I freeze to death at any tempera-
ture below 70. I know, I know it’s 
the humidity not the temperature 
(LOL!).   I peeled myself out of 
bed, got dressed and headed over 
to my favorite greasy spoon for 
a quick cup of joe and perhaps 
some waffles. It felt like a waffle 
kind of day.

As I got out of the Woody to 
head into the restaurant, I heard 
a large cracking sound down the 
street.  It got my curiosity up, so 
I started walking down the street 
to investigate. I passed several 
buildings and saw nothing until 
I noticed a large block of ice in 
an alley. It looked like one of the 
businesses had thrown a large 
block of ice out the back door. As 
I walked up to the block of ice, 
I heard the cracking sound again. 
I guess the acoustics in the alley 
amplified the sound. Little did I 
know that this would be a clue to 
my next inspection. I headed back 
to get my waffles.

Before I got back to the diner, 
my phone rang. I answered it as 
usual:  “Stone Detective here. 
How can I help you?  The voice 
on the other end greeted me with, 
“Hello, SD, this is  Bob  from 
Maine.”

Well, Bob from Maine started 
rambling on and on as if we were 
best buds. Then he mentioned 
that he had attended several of 
my seminars, and had met me at 
some trade shows, too. Then it 

Frederick M. 
Hueston, PhD

The Exploding Granite Case

hit me. Oh yeah,  THAT 
Bob  from Maine. Now I 
remember. 

I let him talk. He was 
telling me about a moose 
he nearly hit a few days 
ago and other humorous 
aspects of life in the frozen 
North. I was beginning to 
wonder if he was calling with 
a question, or he was just lonely 
and wanted someone to talk to. 
Finally, he said he had a prob-
lem with some granite slabs. He 
told me that several of his slabs 
had crumbled to tiny little pieces 
overnight and he couldn’t fig-
ure out why. I asked him if he 
was vandalized and he said, “No, 
they are in a gated yard with sev-
eral large Dobermans patrolling 
at night.” 

Eventually, Bob asked if I 
could come investigate. Well, it’s 
winter in Maine, and if you’re 
not used to cold, it’s really cold. 
I reluctantly told him I could be 
there next week.  I opened the 
door to the diner, greeted Flo, 
and took out my phone to look at 
flights to Bangor while I waited 
for my waffles.

Next week had arrived and I 
landed in Bangor, Maine. When 
I got off the plane I passed a lit-
tle gift shop and noticed a display 
of T-shirts and mugs for sale. 
My first reaction is that people in 
Maine are self-centered. All their 
T-shirts and mugs say “I  (heart) 
ME”! Then, I realized that’s just 
a play on how you abbreviate 
Maine. I wondered if there was 
another way to abbreviate it, or 
was it just ME? (LOL!) Okay, 
I’m done with the Maine jokes. 

I walked out to baggage claim 
and  Bob  was standing there 

waiting for me. He guided me 
to his Subaru, and we headed to 
his shop.  It was kind of sleeting 
and raining. His car thermometer 
said it was 33, almost ready to 
freeze. I zipped up my jacket and 

asked if he could turn the heat 
up. Thankfully, his shop was 
only a short drive away.
As we pulled into  Bob’s 

facility, I noticed he had a 
fairly large inventory of slabs. 
He walked me over to a sad 
pile of crumbled, expen-
sive granite. The rain had 
stopped, but the temperature 

seemed to drop rapidly, 
and I was getting colder 
and colder.  Bob  didn’t 

even seem phased. He was wear-
ing a light jacket and shorts. Yes, 
folks it was winter, in Maine, and 
he was wearing shorts. 

I took a closer look at the crum-
bling slabs. Some had some 
pieces missing on the corners and 
others were cracked down the 
middle. That’s odd, I thought. I 
turned around to look at another 
slab and heard a familiar sound, 
similar to the cracking sound that 
I heard with that block of ice. I 
quickly turned toward the sound 
and saw a piece of granite just 
explode off the corner of one of 
the slabs. At that moment I knew 
what was causing the granite to 
crumble. 

I looked at Bob, pointed to the 
slab that had just exploded and 
told him the following. “This type 
of granite is very porous. When it 
rains, the stone gets soaked with 
water, and when the tempera-
ture drops quickly it forms ice in 
the pores, causing internal pres-
sure and then – Boom! You’ve 
got exploding granite. My sug-
gestion is you find some way to 
store these slabs indoors. That 
should prevent or eliminate this 
problem.”

Another case solved. Now to 
head back to airport and hope we 
don’t hit a moose on the way.

The Stone Detective is a fic-
tional character created by Dr. 
Frederick M. Hueston, PhD, writ-
ten to entertain and educate. Dr. 
Fred has written over 33 books on 
stone and tile installations, fabri-
cation 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@stoneforensics.com .

Get the Latest in
Industry News

or go to www.stonemag.com/srg

Scan the
QR code

Every 1st & 3rd Wednesday

Twice-monthly

Every month

Every 2nd & 4th Wednesday

“It is a popular delusion that the 
 government wastes vast amounts of 

money through inefficiency and sloth. 
Enormous effort and elaborate 

planning are required to  
waste this much money.” 

— P.J. O’Rourke

“Why don’t they pass a constitutional 
amendment prohibiting anybody from 

learning anything? If it works as well 
as prohibition did, in five years we will 

have the smartest people on earth.” 
—Will Rogers, from Weekly Articles

Get Your Integra 
Adhesives HERE!

 NOW 
AVAILABLE

AT BB INDUSTRIES

Call BBI’s knowledgeable 
Customer Delight Reps 
toll-free 1-800-575-4401 
to order Integra Colored 
Cartridge Adhesives and 
more! www.BBIndustriesLLC.com

mailto:fhueston%40stoneforensics.com?subject=
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The Natural Stone Foundation 
is proud to welcome the fol-
lowing industry members to 

their Board of Directors for 2022:

Rich Katzmann 
(Stone Services Group)  
– Board President
 
Tony Malisani 
(Malisani, Inc.) 
 – President-Elect
 
Kent Barnow 
(U.S. Stone Industries, LLC)
– Director

Kevin Camarata 
(Camarata Masonry Systems) 
– Director
 
Ralph Morgan 
(Polycor) 
– Director
 
Holly Rohrer 
(Halbert Mill Company) 
– Director

2022 Natural Stone Foundation Board

2021 Board President Joshua 
Levinson (Artistic Tile, Inc.) 
and Board Director Cari May 
(Coldspring) concluded their 
terms in December 2021. Joshua 
will serve as Immediate Past 
President in 2022. Michael 
Picco, 2021 NSI Board President 
expressed his appreciation to 
Joshua: “I would like to thank 
Josh Levinson for his leader-
ship in driving the fundrais-
ing efforts of the Foundation to 
assist in supporting key indus-
try initiatives for the benefit of 
all in this rewarding industry.” 
Natural Stone Institute CEO 
Jim Hieb agreed: “Under Josh’s 
leadership we created the build-
ing blocks necessary to launch a 
Foundation.  He was absolutely 
the right person to serve as our 
first Foundation president and his 
positive legacy will be felt for a 

very long time. We are grateful to 
both Cari and Josh for their past 
four years of board service.”  

The Natural Stone Foundation 
works to help provide solutions 
for the issues challenging the nat-
ural stone industry and provide 
funding for projects that cannot 
be accomplished solely through 
membership dues to the Natural 
Stone Institute. In 2021, the 
Foundation has provided fund-
ing for key association programs, 
including webinars, ISO stan-
dards, and scholarships. Today, 
the Foundation is well positioned 
to become a funding mechanism 
that supports industry initiatives 
through the donations of pas-
sionate companies and individu-
als who want to give back to their 
industry.

Learn more at www.natural 
stoneinstitute.org/foundation. 

#GoDigital

Intuitive interface & text-based 
instructions allow users to quickly 
learn digital templating without 
CAD experience. 

Add backsplashes, waterfall edges, 
corners, edge profiles, drop-ins, 
and much more all with your 
customer onsite. 

Create and combine estimates, 
shop sheets, signoffs, contracts, 
saw pages, slab layouts, and jobsite 
photos into one complete package.

Switch between 17 different 
languages to accommodate 
diverse workforces.

Comprehensive initial and ongoing 
training and support to enhance 
user proficiency and confidence.

Leader in Digital 
Fabrication Solutions

LASERPRODUCTSUS.COM
877-679-1300

Making the best 
even better in 2022.

Follow us to stay up to date on
new product and company 
announcements, as well as 

information to help improve your 
business and operations!   

Templating Made Easy

Cali Life Resembles Reality TV

Drivers scrambled to grab scat-
tered cash one Friday morn-

ing during rush hour after bags 
of money fell out of an armored 
truck on a Southern California 
freeway, authorities said.

The incident occurred shortly 
before 9:15 a.m. on busy Interstate 
5 in Carlsbad, California.

“One of the doors popped 
open and bags of cash fell out,” 
California Highway Patrol Sgt. 
Curtis Martin said.

Several bags broke open, 
spreading money — mainly $1 
and $20 bills — all over the lanes 
and bringing the freeway to a cha-
otic halt, Martin said.

Video posted online showed 
some people laughing and leap-
ing as they held wads of cash.

Two people were arrested at the 
scene, and Martin warned that 
any others who are found to have 
taken the money could face crim-
inal charges. He noted there was 
plenty of video taken by bystand-
ers at the scene and that the CHP 
and FBI were investigating.

Anyone who took money was 

urged to bring it to the CHP office 
in Vista, California.  But c’mon, 
this is California, land of Free 
Money for Everyone.

Authorities didn't immediately 
say how much money was lost. 
However, at least a dozen peo-
ple had returned money they 
collected to the CHP by that 
afternoon, the San Diego Union-
Tribune reported, astounding 
reporters.

“People are bringing in a lot,” 
Martin admitted. “People got a lot 
of the loose money. We think…”

The freeway was reopened 
shortly before 11 a.m.

It’s not known how much was 
lost, or recovered — or more 
importantly, how and why the 
doors came open. “It looks like a 
reality show plot,” admitted one 
bystander, who asked her name 
not be used, but admitted she was 
an out-of-work actress.

http://www.naturalstoneinstitute.org/foundation
http://www.naturalstoneinstitute.org/foundation
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Show Me the Way 
to Go Home

A long way from its home, a small alli-
gator was rescued by a Massachusetts 

fisherman one Tuesday after it was occa-
sionally spotted in and out of the Westfield 
River, over a period of months.

Jeremy White, a worker for the state’s 
department of conservation and recre-
ation, said he saw a video of the alliga-
tor on the news and decided he was going 
to see it for himself, The Boston Globe 
reported.

White drove his boat to the area in the 
river where the alligator was spotted, but 
couldn’t see it, and decided to throw in a 
fishing line. Then the alligator appeared 
and White pushed closer to it.

He said the reptile was “trying to warm 
up in the sun because its eyes were closed. 
I was able to get up right next to it, so I just 
reached out and grabbed it.”

According to West Springfield Animal 
Control, the reptile is in good condition and 
is in the care of the state’s environmental 
police.

It wasn’t clear how the 3-foot 
(1-meter) alligator appeared in the west-
ern Massachusetts area known as the 
Berkshires, the newspaper reported. 
American alligators typically inhabit the 
southeast, and the North is generally too 
cold for tropical reptiles.

White said he named the alligator Rambo, 
after Sylvester Stallone’s infamous action 
character because of how long it had sur-
vived the cold New England water.

A wide range of drop-in, field replace-
ment optics designed for mid-size 
lasers used in monument, sign, and 

stone fabrication applications have been 
introduced by Laser Research Optics of 
Providence, Rhode Island.

Laser Research CO
2
  Lenses & Mirrors 

for stone cutting lasers feature higher 
focal lengths in the 3, 4, and 5-inch range 
to reduce damage from debris and provide 
deeper cuts for popular monument, sign, 
and stone cutting lasers. They are supplied 
in plane-parallel configurations and include 
zero phase-, phase lock-, rear mirrors, out-
put couplers, and phase retarders.

Manufactured to ISO-10110 specifica-
tions for optical elements, Laser Research 
CO

2
 Lenses & Mirrors are available with 4.0 

to 7.5-inch focal lengths in 0.75 and 1.5 inch 
diameter sizes.    Made from mirror-grade 

single crystal silicon, the mirrors have an 
enhanced silver coat for 99.6 percent  mini-
mum reflectance at 10.6 microns.

Laser Research CO
2
 Lenses & Mirrors for 

popular monument, sign, and stone etching 
lasers are priced according to size and type, 
with 24-hour delivery available.

 
For more information see their website 

www.laserresearch.net or e-mail  scott@
laserresearch.net .  

Laser Research Optics  
Announces CO2 Lenses & 

 Mirrors Designed for Stone- 
Cutting Lasers

“What is it that affectionate parents require of their Children; for all 
their care, anxiety, and toil on their accounts? Only that they would 
be Wise and Virtuous, Benevolent and Kind.”
– Abigail Adams

http://www.laserresearch.net
mailto:scott%40laserresearch.net?subject=I%20saw%20this%20in%20the%20Slippery%20Rock
mailto:scott%40laserresearch.net?subject=I%20saw%20this%20in%20the%20Slippery%20Rock
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Hot Stuff: High Heat Can 
Damage Natural Stone

Karin Kirk 
Courtesy MB Stone
Diagrams and photos ® Karin Kirk.Many types of natural 

stone form in hot 
environments. Granite 

comes from molten magma that’s 
1,000 to 2,000 degrees Fahrenheit, 
and marble is the beautiful result 
of limestone that is compressed 
and heated to somewhere between 
600 and 1,500 degrees. 

Clearly that must mean these 
stones can withstand heat, right? 
A hot casserole pan is no match 
for a subterranean magma cham-
ber, after all. But unfortunately, 
this is one of those cases where 
one’s intuition turns out to be 
false. Although granite starts to 
melt around 1,100 degrees, it can 
be damaged at temperatures much 
lower than that. Some stones can 
start to show mild effects of heat 
damage when exposed to tem-
peratures around 400 degrees for 
an hour or more. 

There are four ways that heat 
can damage even the tough-
est granites: The minerals can 
undergo physical changes, the 
stone can become more porous, 
the sealer can react to the heat, 
and the slab can crack. We’ll set 
aside the last one for another time 
and focus on the first three.

Destroying Stone in the 
Name of Science 

Geologists love rocks, but that 
doesn’t stop us from subjecting 
them to all manner of terrible 
conditions to see what happens. 

As a result, there’s an entire 
body of research devoted to the 
ways that heat can damage gran-
ite, marble, and other stones. 

Much of this work is in reference 
to buildings and monuments dam-
aged by fire, but the experiments 
are totally relevant to less-disas-
trous events too. 

A key takeaway from the 
research is this: “Granite sub-
mitted to high temperatures may 
lead to the loss of aesthetic values 
even before structural damage is 
caused.” (Vazquez et al., 2016)

In other words, just because 
the stone didn’t get hot enough 
to melt or crack, doesn’t mean it 
won’t start to change appearance. 

One particularly useful study 
took 13 types of sawn, unpol-
ished, unsealed commercial gran-
ites, put them in a furnace at 
increasingly hot temperatures, 
then measured the effects. An 
important difference between 
experiments on rocks and a real-
world kitchen “incident” is that 
in the experiments, stones were 
exposed to high heat for an hour 
or more. In the kitchen, it’s likely 
that the heat exposure would be 
only a matter of minutes. 

But on the flip side, the experi-
ments gradually raised the stone’s 
temperature, whereas in the 
kitchen the stone could be heated 
rapidly, which can be more dam-
aging. Nevertheless, the exper-
iments offer useful insight on 
what can happen to various stones 
when heated.

Heat Can Make Stone 
Redder, Yellower, Lighter, 

or Darker
Many types of stone change 

color when exposed to high heat. 
In experiments, several of the 
stone samples started to show 
color changes after spending 
3 hours at temperatures as low 
as 400 degrees, but the effects 
were subtle. At temperatures hot-
ter than that, changes in color 
became increasingly apparent.

The most common change was 
a shift toward a redder overall 
color. The fancy name for this 
is ‘rubefaction,’ which is just a 
highbrow way of saying some-
thing turns red. The reddening is 
caused by oxidation of iron within 
the minerals. In some cases, green 
mica (chlorite) turned yellow, 
and some dark, mica-rich granites 
also turned yellow.

In experiments on four types of 
labradorite, a type of black gran-
ite, three of the sample stones 
started to lighten when exposed 
to heat. In one sample, the heat 
made the stone darker. In either 
case, the effects from exposure to 
400 degrees were barely notice-
able. But by 500 degrees or more, 
changes were more pronounced. 

Heat Can Make the Surface 
of a Stone More Rough

Stone industry pros have 
reported that stones exposed to 

A hot pan left this crisp pattern 
and vivid discoloration on 
Portoro Marble.

Please turn to page 15

heat can lose their polished lus-
ter. That observation is backed 
up by experimental results, and 
it’s a property geologists call 
‘roughness.’ As the stone heats 
up, the tiny spaces in between 
each grain can start to expand, 
forming microscopic cracks and 
an uneven surface. This is par-
ticularly evident in mica-rich 
stones, because mica is made up 
of thin sheets that are only loosely 
attached to each other in the first 
place. 

Fine-grained granites are much 
more likely to develop a rough 
surface than those with large 
grains. A fine-grained, mica-
rich granite is the most vulner-
able to developing a roughened 
surface when heated, and exper-
iments showed effects beginning 
at around 400 degrees.

When stones were exposed to 
ever-hotter temperatures (way 
beyond what could happen in 
a kitchen), the micro-cracks 
became major cracks, and some 
minerals became detached from 
the rest of the rock. Some samples 
lost all of their structural integrity 
and literally turned into a handful 
of gravel. Note that this occurred 
at 1,800 degrees, so rest assured, 
that’s not something that could 
happen by putting even a flaming 
hot skillet on the countertop.

Note the roughened, dulled surface of Uba Tuba after heat exposure.

https://www.sciencedirect.com/science/article/abs/pii/S0950061815307236
https://www.sciencedirect.com/science/article/abs/pii/S0950061815307236
https://www.semanticscholar.org/paper/Change-in-the-physical%C2%ADmechanical-and-decorative-of-Korobiichuk-Shlapak/e3581b832b8ab4ad4fd0f3da849017ebac093216
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Hot Stuff: High Heat Can 
Damage Natural Stone

Heat Increases a 
Stone’s Porosity

When heat stress causes micro-
cracks in stone, the stone becomes 
more porous. This is a one-way 
street; cooling the stone does 
not return the stone to its origi-
nal porosity. Stones that had low 
porosity to begin with are espe-
cially prone to becoming more 
porous when damaged by heat. 
This same effect occurs in lime-
stone and marble, too, begin-
ning at temperatures above 400 
degrees.

Sealers Can Become  
Scorched from Heat

Sealers can be a wildcard when 
it comes to heat damage. For 
starters, a sealer will not pro-
tect a stone from heat damage. 
In fact, a sealer can make things 

Continued from page 14

sealed granite, engineered quartz, 
concrete, and sintered ceramic to 
a battery of tests. The most reli-
able way to damage the slabs was 
to place a 570-degree skillet on a 
slab that had oily substances, such 
as chili oil, on it. The hot skillet 
heated the oil and managed to 
stain or discolor most of the mate-
rials in the test. The synergy of 
heat plus oil caused more dam-
age than either one alone, and this 
test replicates some of the unfore-
seen events that can happen in a 
real-world kitchen. In fact, this 
scenario isn’t even particularly 
unlikely, since it’s common for 
cooking pans to develop grease 
buildup on the bottom. 

Is it Fixable?
Damage from heat is permanent. 

Discoloration and changes in tex-
ture may run several millimeters 
deep into the stone, so grinding it 
away is likely to leave an uneven 
surface. Re-polishing the surface 
may be successful in restoring 
the luster, and may diminish the 
look of color or textural changes 
triggered by heat. Ultimately, it 
depends on how noticeable the 
damage is in the first place. 

The Bottom Line? Trivets.
It would be nice if some mag-

ical treatment existed that could 
roll back the physical changes 
in a stone when exposed to high 
heat. Alas, like many of life’s dis-
appointments, this problem can’t 
be reversed. The best thing to do 
is use trivets for hot pans, particu-
larly those that are hotter than 400 
degrees. 

Natural stone is not unique in its 
dislike for hot temperatures; the 
vast majority of countertop sur-
faces cannot withstand a scorch-
ing hot pan - soapstone being a 
notable exception. Engineered 
quartz, butcher block, and lami-
nates will all be damaged by heat. 
The upshot is that most of us are 
well-trained to keep hot pots off 
the countertop, and this is a smart 
practice that we’d be well-ad-
vised to continue.

Karin Kirk is a geologist and 
science educator with over 20 
years of experience and brings a 
different perspective to the stone 
industry. Karin is a regular con-
tributor to usenaturalstone.org 
and the Slippery Rock Gazette. 
Contact her at z .

Fire damage on limestone. Stones with low porosity are 
especially susceptible to damage from heat.

worse because of the potential for 
chemical reactions in the sealer. 
This aspect of heat damage has 
not been studied experimentally 
(that I know of), so it’s hard to 
pin down the exact effects that 
a sealer can have when exposed 
to high heat. It’s also hard to dis-
tinguish whether a heat-affected 
stone was damaged by the sealer, 
or simply by the effects of the 
heat on the stone itself. 

Kitchen Experiments
In a detailed study for the 

Natural Stone Institute, I subjected 

The synergy of heat plus “spilled” 
oil on a countertop caused more 
damage than either one alone. This 
test replicates some of the unfore-
seen events that can happen in a 
real-world kitchen.

Sintered stone manufacturer, 
Lapitec, has announced the 
availability of a sintered 

stone developed using its patented 
Biorite (bee-oh-ree-tay) mineral, 
which is completely free of crys-
talline silica.  

This milestone highlights a 
decade of collaboration between 
Breton S.p.A and Lapitec to for-
mulate a proprietary mineral that 
offers an alternative to crystalline 
silica, which, when airborne par-
ticles are respirated, can cause ill-
ness and lung disease.

Lapitec sintered stone is con-
sidered “geology in a factory” 
where its engineered surfaces are 
formed using just minerals, heat, 
compression and proprietary 
technology to eliminate the use 
of resins, and now, crystalline sil-
ica as well. Sintered stone is the 
evolution of quartz, also founded 
by Breton, and boasts UV stabil-
ity, increased durability, multiple 
textures, and increased scratch 
and stain resistance.

Lapitec already boasts a silica 
free material in its Musa veined 
collection and Bianco Assoluto 
colors, but this most recent 
announcement extends that claim 
to its Grigio Cemento and Nero 
Antracite colors. The company 
plans to complete the transition of 
the rest of its product line to silica 
free by year end.

Silicosis became a major con-
cern in the U.S. in recent years, 
with OSHA guidance going into 
place in 2018.   Exposed work-
ers have filed lawsuits against 

Lapitec Announces Another  
Silica-Free Surfacing Material

companies that did not use proper 
protective measures. When cut-
ting materials that contain silica, 
water must be used to prevent 
the dust becoming airborne and 
masks should be worn at all 
times. The new OSHA guidance 
puts limits on exposure to crystal-
line silica.
Patented in 2021, Biorite is 
formed at nearly 1600 degrees 
Celsius and is comprised of a mix 
of minerals that do not require 
use of crystalline silica, allow-
ing Lapitec to eliminate the dan-
gerous mineral from its sintered 
stone line.

Lapitec, based in Italy, creates 
unique  sintered stone,  the per-
fect material for any interior and 
exterior surface as it is one of 
the most durable building mate-
rials. Made with 100% minerals 
pressed into a non-porous sur-
face, Lapitec is made in an Italian 
facility powered by 100% renew-
able resources. Lapitec offers 
veined and solid color options in 
8 different finish textures, all of 
which have low to no silica con-
tent. Sintered stone has incredible 
heat, stain, and moisture resis-
tance, and Lapitec comes in large 
format slabs suitable for cladding, 
pavements, indoor or outdoor 
kitchen countertops, anti-slip 
flooring and ventilated façades.

To start a conversation with 
CaraGreen, please visit: www.
caragreen.com or contact Jessica 
McNaughton, Jessica@caragreen 
.com .

 Announces Plans to Transition Rest of Its 
Product Line to Silica-Free by Year End 2022

“The whole art of 
government consists in 
the art of being honest. 

Only aim to do your 
Duty, and mankind 
will give you credit 

where you fail.” 
 –Thomas Jefferson (1775)

© MARK ANDERSON. www.andertoons.com

“Let’s just agree to disagree about 
how wrong you are.”

https://www.researchgate.net/publication/267640820_Effects_of_high_temperature_on_physico-mechanical_properties_of_Turkish_natural_building_stones
https://www.researchgate.net/publication/267640820_Effects_of_high_temperature_on_physico-mechanical_properties_of_Turkish_natural_building_stones
http://usenaturalstone.org
https://usenaturalstone.org/got-data-testing-the-performance-of-granite-engineered-quartz-concrete-and-sintered-countertop-surfaces/
http://www.caragreen.com
http://www.caragreen.com
mailto:Jessica%40caragreen.com?subject=
mailto:Jessica%40caragreen.com?subject=
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Call us today for all of your  
CNC Tooling and Accessory needs.

800-575-4401www.BBIndustriesLLC.com

™

abrasive 
technology, inc.

From our complete offering 
of the industry’s top brands, 

to our knowledgeable 
inside and outside CNC staff, 

BB Industries is your 
preferred CNC partner.

• Extreme feed-rates
 Reduce run cycle by 30-45%

• Long-life tooling
 Reaching over 30,000 linear ft.

• Full service
 Redressing & manufacturing in USA

• Extreme edge quality
 Finish 100% at the CNC

What customers are saying about Diamut speed and shop efficiency

“We were considering hiring more people, but being able to run our Diamut tooling so much faster let us avoid adding a second 
shift. I also ran the numbers, and figured out that from our original starting point, we were able to run at 132% with Diamut. We 
were able to hit a speed of 500 inches/minute, a huge leap given that the industry’s average speed for running tooling is about 100 
inches/minute. After analyzing the results, I decided that for now our comfort zone is 400 inches/minute. In addition, Diamut tools 
are easier to maintain and last longer than any others we have used. Using Diamut has been huge for us.”

– Dave VanTil, production operations manager
Premier Granite & Stone (PGS) Grandville, MI

The Hercules Tooling 
Dressing Machine can 
easily extend the life of 
your CNC prolife tools and 
make them run true on 
natural stone during the 
fabrication process. After 
dressing, the diamonds 
are re-opened and more 
exposed to better perform.

Scan to visit our CNC web page
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800-575-4401www.BBIndustriesLLC.com

Unique 25mm 
segments have 
a fang pattern, 

a diamond array 
that lasts, with the 

ability to cut natural 
and engineered 

stone with speed!

NEW!

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

will be the bridge saw blade 
that you need and trust.

• Consistently Cuts with Fast Speeds and Long Life

• Cuts Natural and Engineered Stone

• Miters: Reduce Feed Rate by 30 percent

• Available in 14”, 16”, and 18”

• 25mm Segments

• Wet Use Only

The Ten Worst 
Valentine’s Day 

Gifts EVER

Although Valentine’s Day is 
deemed by some to be the 

“most romantic holiday” of the 
year, the lessons below could 
save you from giving disastrous 
anniversary gifts, birthday gifts 
and other special occasion gifts 
when matters of the heart are at 
stake.

work already in progress either, 
like the husband who gave his 
wife a new bathroom scale plus 
a box of chocolates. Talk about a 
mixed message.

Household Products
Though you certainly don’t 

have to be frivolous, Valentine’s 
Day may not be the best day to be 
super practical either. Just because 
she said she needs it, doesn’t 
mean she wants it wrapped up 
with a bow and placed ceremoni-
ously across her lap.

“I mentioned to my husband 
that we needed a new toilet seat. 
Six weeks later, on Valentine’s 
Day, he presented me with…a 
toilet seat. How thoughtful!”

An I.O.U.
Doing nothing on Valentine’s 

Day sends a message for the jilted 
party to interpret–maybe he for-
got, maybe he doesn’t feel the 
same way I do, maybe he knows 
it’s Valentine’s Day and just 
doesn’t care. With an “I owe you,” 
the message is loud and clear. “I 

know the day is important but 
failed to make you a priority in 
my week (or day, or afternoon, or 
drive home from work).”

The Breakup
Speaking of clear messages, 

why would anyone wait until 
Valentine’s Day to deliver a rela-
tionship verdict? Crimes of pas-
sion, I understand. Breaking up 
with someone for giving you a 
bathroom scale plus an I.O.U. for 
a box of chocolates makes sense. 
But planning to dump your part-
ner on Valentine’s Day is premed-
itated and cold-hearted.

Classic example: “He sent me 
roses and chocolates along with a 
note asking me to meet him at a 
romantic, little pub. Thrilled at the 
prospect of a proposal, I dressed 
to the nines. As we ate our meal, 
he slid over a note telling me…
he wanted out.” Note: there’s a 
Special Place in Hell for people 
that do that.

The Cop Out
You know what I’m talking 

about. Your significant other 
screwed up and didn’t get you 
anything. But rather than accept 
responsibility for the Valentine’s 
Day mess, you get a lengthy ex-
planation about how your honey 
demonstrates love for you all year 
round, not just on one, commer-
cialized holiday. And just like 
that, you’re the selfish one in the 
relationship.

“We’ve been married for almost 
10 years, with four children. Each 
year he tells me he’s already given 
me my gift – four times over. I 
love my kids, but c’mon already!”

Avoid Anything Too Creative
A homemade card she took 

hours to create is sweet… a dec-
adent dessert he tried to make are 
both lovely gestures. But some-
times being too creative or too 
literally can backfire.

“I love Slim Jims, but receiving 
meat sticks as a gift was quite up-
setting. To make it worse, he also 
bought me a Slim Jim car tool be-
cause I kept locking my keys in 
the car.”  Please turn to page 19

Anything Weight-related
Valentine’s Day is not the time 

to suggest self-improvement–
even if your sweetheart has ex-
pressed a desire to change. But 
you shouldn’t ignore or sabotage 

“If you see a defense team 
with dirt and mud on 

their backs they’ve 
had a bad day.” 
– John Madden
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Savings & Rebates
with over 40
Vendor Partners

Collaboration
Meetings (Virtual
& In-Person) 

Financial
Benchmarking
with Peer-to-Peer
Comparisons 

 

Jon Kaplan

Managing Partner

jonk@rockheadsusa.com

216-310-1569

Join Our
Best-in-Class

Network

 www.rockheadsusa.com 

Training & Education by Professionals     
        for your Management Team

Knowledge Sharing with a 
        National Network 

Super Bowl LVI 
kicks off this month 
in  Ing lewood , 

California. Already, I’m up 
to my chinstrap in statistics.

First are athletic stats.
Spare me more drivel 

about yards-per-carry, 
passes-attempted-com-
pleted, TDs, interceptions, 
field goals, quarterback 
sacks, blah-blah-blah com-
piled all season. Enough of 
this verbiage has been gen-
erated to overflow SoFi 
Stadium, where the game is 
scheduled to be played.

Spare me non-jock stats, 
as well.

I don’t care who’s sing-
ing the National Anthem or 
performing at halftime or 
what politicians and movie 
stars might, or might not, 
attend.

I’m not all that inter-
ested in commercial stats, 
either. Now that these 
gazillion-dollar blurbs 
may be viewed in advance, 
their surprise effect has 
been muted to a deafening 
ho-hum.

Nonetheless, I’d love to 
see a Super Bowl ad dedi-
cated to cornflakes.

Other than a Cheerios 
spot four or five years ago, 
breakfast cereal has largely 
been ignored by Super 
Bowl advertisers. What a 
golden opportunity they’re 
missing!

If not for cornflakes, the 
coveted Vince Lombardi 

Sam Venable 
Department of Irony

Trophy—which is awarded 
to the winning team and 
hoisted aloft by grinning 
players, coaches and own-
ers as confetti flickers 
down—might never have 
been conceived.

I came across this nugget 
of trivia while attempting to 
stem the tsunami of Super 
Bowl info spewing out of 
my computer. At first, I 
thought it was fake news. 
But the longer I researched, 
the more I was bowled 
over. Cereal-bowled over, 
as it were.

Seems that back in 
1966, when then-NFL 
Commissioner Pete Rozelle 
was contemplating a suit-
able trophy for the first 
“super” championship, he 
contacted Tiffany & Co. 
Execs at the New York 
jewelry emporium gave 
the assignment to Oscar 
Reidner, head of design.

Just one itty-bitty 
problem.

Reidner was totally unfa-
miliar with the game; he’d 
never even held a football. 
So he stopped at a sport-
ing goods store on the 
way home from work and 
bought one.

Reidner considered sev-
eral plans that night, appar-
ently to no avail. He still 
was scratching his nog-
gin the next morning. He 

What If He’d Eaten a Sausage 
Biscuit or Waffles Instead?

poured some cornflakes 
and sat down to munch.

He looked at the foot-
ball. He looked at the box 
of cornflakes. Hmmm.

He reached for a sharp 
knife, performed quick sur-
gery, and placed the ball at 
an angle atop the base of 
the box.

Ta-dah!
A few days later, Reidner 

and Rozelle met for lunch. 
Reidner sketched his design 
on a cocktail napkin. And 
an icon was born.

(No mention if Rozelle 
leaped to his feet and 
shouted, “Hey! That’s 
grrrreeEAATT!”)  

Sam Venable is an author, 
comedic entertainer, and 
humor columnist for the 
Knoxville (TN) News 
Sentinel. His latest book is 
“The Joke’s on YOU! (All 
I Did Was Clean Out My 
Files).” He may be reached 
at sam.venable@outlook.
com.

mailto:sam.venable%40outlook.com?subject=I%20read%20it%20in%20the%20Slippery%20Rock
mailto:sam.venable%40outlook.com?subject=I%20read%20it%20in%20the%20Slippery%20Rock
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THE BEST SOLUTION FOR YOUR
EDGING NEEDS

take the step towards profitability and visit us at

11559900 EE.. HHIIGGHHWWOOOODD,, PPOONNTTIIAACC,, MMII 4488334400••224488--885533--99000000••iinnffoo@@mmaarrmmoo--nnaa..ccoomm

FLAT EDGE POLISH, 
CHAMFERS

AND MITERING

 
 
LCV-711M

FLAT EDGE POLISHER 
AND CHAMFERING 

UP TO 6 CM

BOOTH #5969

LCH-711M-SU

“When I got out of coaching, I had 
taught a class at the University of 
California, an extension class on 
football for fans. I was looking for 
tools. I was showing them films. I 
was going to write a textbook. Trip 
Hawkins (Electronic Arts) came 
to me about making it a game for 
computers.”
John Madden   1936-2021

Giving Just What  
YOU Always Wanted

Did the guy who gave his gal 
a pair of play-off hockey tickets 
(when she doesn’t like hockey) 
really think he made a smart play? 
Presenting your sweetheart with 
something you’ve always wanted 
is a romantic strike-out.

“My husband gave me a new 
gas grill. Gosh, nothing says ‘true 
love’ like cooked meat.”

The Panic Present
While the “copper-outer” at-

tempts to cover the gaffe with 
words, in this scenario, Valentine 
tries to make something (any-
thing!) look like a planned present. 
I couldn’t decide which reader’s 
disaster I enjoyed the most. Was 
it the puzzle shaped like a pizza? 
The T-shirt with a picture of a 
cow on it? Or the toy monkey that 
pooped candy? So many good sto-
ries. Here’s a tip: besides finding 
the shelves wiped clean of legit 
Valentine gifts, waiting until the 
last minute could make you too 
rushed to pay attention to pertinent 
details.

Case in point, “He bought me a 
card on his way home from work 
that said, ‘Happy Valentine’s Day 
Mother.’ He didn’t even read the 
card before giving it to me.” Don’t 
be That Guy.

Cheap Trick
Valentine’s Day does not have 

to be expensive. But if you dial 
down the extravagance to save 
money, then you should crank up 
the romantic sentiments to save 
face.

“He took me to dinner at a 
Wendy’s drive-thru. We didn’t 
even go in and sit at a table. 
Valentine’s Day dinner in a car. 
Yay. Woo-Hoo.”

The Ten Worst 
Valentine’s Day 

Gifts EVER

“Oh, yeah? You try flying around shooting lovesick morons 
in nothing but a sash in the middle of February!”

© MARK ANDERSON. www.andertoons.com

Please turn to page 25

Continued from page 17
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

AS restoration and mainte-
nance professionals, we 

will need a variety of accessories 
and adapters to complete our proj-
ects efficiently. We must have a 
full complement of pad drivers for 
our hand tools and floor machines 
in order to utilize the various di-
amond abrasives and polishing 
pads, as well as the occasional 
unique adapters that will enable us 
to take advantage of certain tool-
ing for specialty procedures. I will 
attempt to cover as many of these 
accessories as I can in this article 
to help you build your adapter 
collection.

   
First, let’s cover the basic com-

ponents needed for grinding, hon-
ing and polishing with your hand 
tool and floor machine. Velcro-
backed (or hook & loop) drivers 
are what we use to run match-
ing Velcro-backed diamonds. 
Whether resins or metals, many 
diamond abrasives are Velcro-
backed. These normally come in 
3, 4, 5, and 7-inch sizes for the 
hand tools, and anything from 
10, 13, 17, 20 or even 22-inch 
for floor machines. Of course, 
the planetary floor machines typ-
ically run three each of 8-inch or 
larger Velcro drivers, although 
some smaller units run 4-inch, or 
100mm.

These drivers are consum-
ables and will need to be period-
ically replaced when they become 
worn. In some cases, the Velcro 
on the floor machine drivers can 
be replaced. There are both flex-
ible and more rigid Velcro driv-
ers for your hand tool, and they 
each have a place. Typically, the 
more rigid the pad driver, the 
smoother and clearer the finish 
that can be achieved. However, 
there are some situations where 
a more flexible Velcro driver is 
more appropriate:  doing edges 
of a countertop, or for that matter, 
doing curved or detailed pieces, 
and working on lippage with a 
hand tool.

The same thinking is true for 
a floor machine. The more rigid 
the driver, the flatter and there-
fore more clear or reflective the 
surface will become. The term is 
monolithic. However, because we 

using a Velcro drive plate with 
foam and rubber spacers (for each 
diamond disc), or as some do, the 
use of a buffing pad with the dia-
mond discs affixed to it.

The amount of flexibility 
required for a specific appli-
cation will vary and should be 
determined during the test area 
submission. 100 percent lippage 
removal is not always necessar-
ily required ,but darker stones 
will tend to show picture framing 
more so than lighter stones.  

When polishing, a pad driver 
is preferred for running natu-
ral pads like the FP-Elite, white 
pads, black pads for stripping, 
and PLP diamond impregnated 
pads. These harpoon-like spiked 
drivers are available in 7 inch 
for hand tools, and larger sizes 
for floor machines. They hold 
on to the pad better than Velcro. 
However, in a pinch, the Velcro 
drivers will work for running 
pads if you don’t have a true pad 
driver. 

Pad drivers are definitely 

are typically working on floors 
that are comprised of 12 x12 inch 
3/8-inch thick tiles, or some other 
sized tiles, the floor will have 
lippage. 

For an example, a 100 square 
foot marble floor comprised of 
100 each 12 x 12 inch tiles is more 
accurately 100 one square-foot 
individual floors, each slightly 
askew from the next. So in this 
case, some give in the drive plate 
would be an asset. This slight 
give will allow the diamond discs 
to reach low areas better, and also 
help ride over the high areas, too. 
We can accomplish this flexibility 

3, 4, 5, and 7-inch Velcro drivers, 
and a 7-inch hook pad driver.

Flanged adapter for blades and zip wheels. Bottom left: quad adapter.

helpful when running pads on a 
hand tool. This is because of the 
higher RPM of the tool. Also, 
when doing vertical surfaces like 
showers, a true pad driver makes 
the job much easier.

If you ever have to core drill a 
sink faucet or similar fitting, you 
will need adapters to allow either 
your hand tool or a drill to run the 
appropriate core bit. Most core 
bits come with a 5/8-inch x 11 
threads per inch female fitting. 
This should screw directly on 
your hand tool. However, I pre-
fer to use a drill so an adapter is 
necessary. Screw the core bit onto 
the adapter, insert into your drill 
chuck, and you’re ready to go. I 
also like to use of a rubber water 
dam to help keep the core bit wet 
during the operation.    

When it comes to cutting stone, 
grout, or other materials,  an 
adapter really becomes neces-
sary to utilize your angle grinder 
or drill. There are adapters for 
mounting a 4-inch or larger dia-
mond blade. Newer blades usually 
have the 4-hole flange system. 
This is probably the best type 
for performance and safety, but 
the older screw-on adapters also 
work well.  The base flange sim-
ply slides on, the blade is mounted 
(on a 4 hole system there are 
screws for mounting the blade to 
the inner flange) and aligned, and 
then the outer flange is screwed 

Adapters- The Must-Have Accessories

Please turn to page 21

5/8 x 11 core bit adapter for drill, and rubber water retaining dam

Four hole adapter (quad) with 
turbo blade mounted.

Cutoff /zip wheel mounted 
to an adapter on a grinder.

on after the blade is aligned.  
These flanged mountings will 

also allow for zip or cutoff wheels 
to be mounted. These come in 
handy for cutting off carpet strip 
nails, especially in terrazzo. Just 
cut off the nails at surface level 
with the zip wheel (preferably a 
thin wheel, say 1/16-inch, with 
some flexibility), as trying to 
remove them by prying or pull-
ing usually results in blowouts 
(divots).
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Stone Restoration and 
Maintenance Corner

In the case of terrazzo, the 
remaining nail usually blends 
into the floor and becomes quite 
invisible.  

Using a diamond cup wheel to 
remove large amounts of material 
stock dry can help with less mess. 
You will need a dust shroud and 
a dust extractor or a vacuum with 
filters for dry operation.  

At some point, you will be 
required to drill a core hole for 
a faucet, maybe as a favor to a 
good client. The same is true for 
tuck pointing (grout removal and 
replacement), or cutting some 
tile/slab material. Having the 
proper accessories and adapters 

can give you ready-to-go abil-
ity when needed. In most cases, 
these abilities will not be profit-
able, but for good clients, it’s a 
value-added service that can get 
you lots of mileage.

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

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

Various useful adapters, and a specialty spanner wrench. The pins on 
the wrench are designed to fit the adapters and hand tools.

www.BBIndustriesLLC.com

Continued from page 20

Dust shroud for dry grinding using 
a dust extractor/dry vacuum sys-
tem. Makita also offers a shroud 
to precisely fit its 4-1/2 and 5-inch 
grinders.

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

Fast. Flexible. Financing. 

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

Financing up to $2 million 
for the Stone Industry

Financing & leasing  
up to $2 million1

App-only up to  
$250,000

Fast credit 
decisions

“The greatest good we can do our country 
is to heal its party divisions and make 
them one people.”  —Thomas Jefferson (1801)
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I have a very good friend who 
lives next door to me. She has 
asthma. (Asthma is a respi-

ratory illness that makes it very 
hard for someone to breathe.) 
There are days that she struggles 
to breathe and she has to take A 
LOT of medicine. Asthma is not 
uncommon. You have proba-
bly seen commercials on TV for 
some different medicines to help 
people breathe.

As it turns out, quite a few peo-
ple do have breathing issues.  
Some of it is genetics, but some 
of it is air pollution. The World 
Health Organization estimates 
that worldwide, over 4 million 
people prematurely die each year 
from air pollution-related health 
issues. 

You might wonder… who is to 
blame? Unfortunately, everyone 
is. People really want to blame 
big business, especially when 
they see a big factory belching 
black smoke out of a smokestack, 
or a large fleet of gas-guzzling 
trucks headed down the high-
way. Yes, big business does merit 
some blame, but so do small busi-
nesses and individuals. We can 
all do a lot to help the air on this 
Earth.

Businesses both big and small 
can do things to help with air pol-
lution issues.

 
• Maintain all your equip-

ment. Fix small things before 
they become big things. This can 
help reduce emissions and also 
reduce the need for extra energy 
to run a faulty piece of equipment

• As your gas vehicles wear 
out, replace them with electric 
ones.

but it really does help. Less driv-
ing means fewer pollutants in the 
air. CNN reported earlier this year 
that during the pandemic lock-
downs, 84 percent of the world’s 
countries saw improved air qual-
ity. Sometimes working from 
home isn’t practical for a business 
but if it is, why not? 

Just like businesses, individuals 
can also help fight air pollution.

• Keep your car properly 
maintained. Some car issues 
can increase gas and oil emis-
sions polluting the air more than 
a well-maintained car.

• If you are in the market for a 
new vehicle, consider a hybrid 
or all electric car or truck.

• If you have a fireplace, con-
sider alternatives to burning 
wood logs. Faux logs emit less 
carbon monoxide into the air 
and are readily available at most 
stores. Fire pellets are another 
option to raw wood.  They con-
tain less moisture, so they burn 
longer and hotter than raw wood 
and they put less pollutants into 
the air. (You will need either a 
pellet basket or tray for your fire-
place.) Other things to think about 
besides wood are gas logs, gel 
fuel, electric logs and bio-etha-
nol fuel. 

• Like businesses, think about 
switching over to recharge-
able batteries. Lots of things in 
homes take batteries. Remotes, 
thermostats, fire alarms and flash-
lights just to name a few. The ini-
tial expense is a bit more, but you 
make up for it in the long run with 
all the batteries you don’t buy.

Also, like businesses, think 
about going solar. Granted, 
upfront costs can be expen-
sive, but you will be using clean, 
renewable energy that is much 
quieter than traditional heating/

• As your other equipment 
wears out, look for “greener”, 
more environmentally friendly 
equipment such as electric fork-
lifts, loaders or mini excavators.

• Look into and if possible, 
invest in renewable energy for 
your business. Granted, it may 
not be practical to put a row of 
windmills in your parking lot but 
the use of solar panels has been  
on the rise the last few years, so 
much so that now businesses can 
receive a tax credit for installing 
solar panels. 

• Purchase rechargeable bat-
teries instead of single use 
throwaway batteries. Tablets, 
laptops and cell phones already 
use rechargeable batteries. The 
charge gets low and you plug it in 
or put it on a wireless charging pad 
and POOF! the device recharges.

Not everything is like that, 
though. Wireless keyboards, label 
makers, mice and other office 
equipment can and often run 
on single-use non-rechargeable 
batteries. Switch those out for 
rechargeable batteries. Keep in 
mind that your non-rechargeable 
batteries should not just be tossed 
in the trash. They need to be taken 
to a battery recycling center if 
possible. Batteries that end up in 
landfills cause all kinds of envi-
ronmental issues when they start 
to corrode. One Green Planet did 
a study and found that recharge-
able batteries not only lasted lon-
ger but had 30 times less impact 
on air pollution.

• If you run the company, 
think about allowing your office 
employees to work from home. 
This issue has become a bigger 
deal with the onset of COVID, 

cooling equipment PLUS if it’s 
available in your area, you can 
sell your unused energy back to 
the utility company AND you can 
get a tax credit for installing solar 
panels on your home. 

Do you have an outdoor grill? 
If it’s a charcoal grill, think about 
switching to a propane or gas grill. 
Gas and propane burn cleaner and 
don’t clog the air with fossil fuel 
contaminants

There are a lot more things that 
can be done to help make our air 
cleaner. There just isn’t enough 
room to list them all, here. But 
please remember, it’s the only 

air we have. We tend to take it 
for granted and assume it will 
always be there. The thing is, just 
because it’s there doesn’t mean 
it’s always good for us. We help 
our children with doctors. We 
fix our animals with veterinari-
ans and our cars with mechanics. 
We need to help our air just like 
everything else. The good news is 
that we don’t have to rely solely 
on professionals. We can all do 
something to help.

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

                                         

Sharon Koehler
Stone Industry Consultant

SmileAir  and Our Environment

“For the last time, I'm not Hawkeye!”

“L
ove has nothing 
to do with what 
you are expecting 

to get–only with what you 
are expecting to give – 
 which is everything.”       
– Katherine Hepburn

mailto:Sharonk.SRG%40gmail.com?subject=Slippery%20Rock
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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

“I love the man 
that can smile 
in trouble, that 

can gather strength 
from distress, and grow 
brave by reflection. ’Tis 
the business of little 
minds to shrink; but he 
whose heart is firm, 
and whose conscience 
approves his conduct, 
will pursue his 
principles unto death.”

Caesarstone’s Williams, Delta 
Faucet’s Roberts Join NKBA Board

Ken Williams, president 
of Caesarstone North 
America, is one of two 

new members of the National 
Kitchen & Bath Association 
(NKBA) board of directors.

Williams and Ken Roberts, 
Delta Faucet Co. president, will 
join the board at the start of 2022 
and serve four-year terms.

Williams and Roberts will 
engage the board seats being 
vacated by  Michael Mahan, 
senior vice president of home and 
distribution North America for 
Schneider Electric, and Allison 
Lowrie, chief marketing officer 
for Vacasa.

Williams joined Caesarstone in 
2016 after holding various senior 
executive level positions, includ-
ing executive vice president of 
sales and marketing in a number 
of Masco Corp. divisions and gen-
eral management roles at Fortune 
Brands, Redhill Company Ltd. 
and Thorn Stevenson Kellogg 

Management Consultants.
The NKBA’s new board chair is 

Basil E. Larkin, vice president of 
sales at Hestan Commercial Corp.  
Randy Warner, vice president of 
sales for Signature Kitchen Suite 
and LG Builder, will be vice chair, 
and Kristen Elder, vice president 
of residential builder & show-
rooms, Ferguson Enterprises, will 
be secretary/treasurer. 

“We are very grateful to our 

board members, who volun-
teer their energy, effort and time 
— especially as they adapt to 
their own market challenges and 
changing conditions,” said Bill 
Darcy, NKBA CEO. “Their ded-
ication to the association, com-
mitment to the industry and 
perspective they bring from dif-
ferent sectors of the business is 
invaluable. As we continue to 
refine the strategic path for our 
Association’s growth and evolu-
tion, this board will bring criti-
cal insights and experience going 
forward.”

Ken Williams, President 
Caesarstone North America

Ken Roberts, President, 
Delta Faucet Co.

Basil E. Larkin, NKBA Chair
Vice President of Sales, 

Hestan Commercial Corp.

The National Kitchen & Bath 
Association (NKBA) is the not-
for-profit trade association that 
owns the Kitchen & Bath Industry 
Show® (KBIS), as part of Design 
& Construction Week® (DCW). 
With nearly 50,000 members in 
all segments of the kitchen and 
bath industry, the mission of the 
NKBA is to inspire, lead and 
empower the kitchen and bath 
industry through professional cer-
tification and learning, commu-
nity, and events. 

Visit NKBA.org for more infor-
mation on the association.

– Thomas Paine,  
Common sense, 1776

http://NKBA.org
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There are many building 
materials to choose from 
when designing or remod-

eling a project. Engineered quartz 
is one material that is often used 
in interior projects, especially 
for countertops. It comes in a 
variety of colors, patterns, and 
textures. The product is made by 
combining natural and manmade 
materials including quartz, resins, 
pigments, and other ingredients. 
It is a hard, dense, and nonporous 
material but can only be used on 
interiors because the resins are not 
UV stable for outdoor use. 

Engineered quartz is often man-
ufactured to mimic popular nat-
ural stones, especially white 
marble, but tends to have less 
variation or veining than natural 
stone. Engineered quartz is some-
times marketed as a sustainable, 
natural material because of the 
quartz in it. However, as the pro-
cess of manufacturing engineered 
quartz below demonstrates, that is 
not the case.

Manufacturing Process 
for Engineered Quartz

The manufacturing process for 
engineered quartz includes many 
energy and resource intensive 

Manufacturing Impacts: Natural Stone 
vs. Engineered Quartz

Stephanie Vierra,  Assoc. AIA, LEED AP BD+C 
Vierra Design & Education Services, LLC 
Reprinted by Permission usenaturalstone.org

An extensive amount of machinery and energy is used to 
finish and cut engineered quartz into slabs.

steps, resulting in a greater impact 
on the environment. First, quartz 
is quarried or mined out of the 
ground, then crushed. Several 
other additives are required, such 
as polyesters, resins, acids, alco-
hols, styrene, peroxide, and other 
chemicals to create a series of 
chemical reactions. These addi-
tive materials all have to be man-
ufactured and then transported to 
a manufacturing plant where they 
will be mixed and put into molds, 
compacted, and often heated and 
cured to create slabs. Depending 
on the manufacturer, the resulting 
slabs will vary in size, thickness, 
and appearance. Since engi-
neered quartz is manufactured 
and installed in slabs, the seams 
will be visible in a large counter-
top application. Also, while engi-
neered quartz is manufactured 
to be somewhat heat resistant, it 
is not as heat resistant as natural 
stone. For example, it cannot be 
used as flooring over radiant heat 
because of possible damage from 
the long-term heat exposure.

Sustainability Concerns
Comparatively, natural stone 

can be used in most applications 
and requires only quarrying, fab-
ricating, finishing, and transport-
ing. No additional materials or 
chemicals are required to create 
natural stone. The Earth naturally 
forms the material over time. 
This means natural stone really is 
a natural material and has many 
other attributes, including its wide 
range of aesthetics, durability, 
and recyclability. Natural stone 
contains no Volatile Organic 
Compounds (VOCs), meaning it 
does not emit any harmful gases, 
making it a healthy material.

The materials used and the 
multi-step process required to 
manufacture engineered quartz 
also result in a higher global 
warming potential, as shown 
below. From an overall sustain-
ability perspective, natural stone 
has a much lower environmental 
footprint than engineered quartz 
due to the minimal resources used 
to quarry, fabricate, finish, and 
transport it. The impacts of these 

Manufacturing Impacts of Engineered Quartz

Manufacturing Impacts of Natural Stone

processes have been documented 
and systematically compared 
against other materials using the 
same environmental criteria. This 
information is a valuable resource 
when selecting a sustainable 
material for a project.

These characteristics and attri-
butes also make natural stone 
a great choice when seeking a 
green building rating certification 
within the U.S. Green Building 
Council’s Leadership in Energy 
and Environmental Design 
(LEED)  or the International 
Living Future Institute’s  Living 
Building Challenge (LBC). 

To further advance these issues, 
the natural stone industry has been 
working diligently over the years 
to make continuous improve-
ments in each area and step of the 
process. This includes reducing 
water use, energy use, improv-
ing the efficiency of the transpor-
tation of natural stone, properly 
managing and adaptively reusing 
quarry sites, and many others.

The natural stone industry also 
created a certification system that 
determines if a quarry or fab-
ricator meets defined sustain-
ability standards in key areas of 
importance. 

© MARK ANDERSON. www.andertoons.com

“Oh, that. OSHA mandates we bring a defibrillator 
along for safety. Just ignore him.”

Raw Quartz 
Mined

Quartz Crushed 
& Sorted

Ingredients Transported 
to Manufacturing Plant

Polyester Resin Manufactured: 
Acids, Alchohols, Styrene and 
peroxide are Mixed to Initiate 
a Series of Chemical Reactions

Quartz, Resin and Additives 
Are Combined, Placed into 

Molds, Compacted, and Cured

Please turn to page 25

https://www.usgbc.org/leed
https://www.usgbc.org/leed
https://www.usgbc.org/leed
https://living-future.org/lbc/
https://living-future.org/lbc/
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Please turn to page 29

800-575-4401www.BBIndustriesLLC.com

Item# 68005
Item# 68006

SKIL SPT79-00 7” Worm 
Drive Skilsaw for Concrete

SKIL SPT79A-10 7” 
Walk Behind Worm Drive 
Skilsaw for Concrete

USE

WET 
OR 

DRY

Power Through EVERY Job with

When there’s concrete to conquer, 
the concrete Worm Drive Skilsaw 
makes the job a whole lot easier.
Cuts WET or DRY.

The Ten Worst 
 Valentine’s Day 

 Gifts EVER

Awful Accessories
Hopefully, you know better than to pick 

something that requires you to guess a correct 
size, but choosing accessories instead may 
not be as simple as you think. Take a note: 
Diamond stud earrings when she doesn’t 
have pierced ears, a necklace with the wrong 
birthstone, and a pair of bunny slippers are all 
great gestures that miss the mark.

“He gave me a cheap, leather knock-off 
purse that was so hideous, and so “not me” I 
was embarrassed to carry it.”

After reading these tales, there is one other 
person possibly guilty of creating the worst 
Valentine’s Day gift ever. It’s the person 
who says she doesn’t want anything. Don’t 
tell your sweetheart not to make a fuss only 
to be disappointed later when they do exactly 
as instructed. So don’t do that. And don’t 
believe that. If you secretly want to receive 
a Valentine’s Day gift, then drop that hint 
(in a big way). And if your love tells you 
she doesn’t want anything, then surprise her 
with a little something anyway. Even a card 
with sweet nothings in it is better than, say, 
…“NOTHING AT ALL!”

The Last Word
Dating.com recently polled their users ask-

ing what the worst gifts they've ever been 
given for Valentine's Day were. The results 
are rather random, and most of them seem 
like last-minutes ideas that were grabbed on 
the way to the date. Examples include:

*Wilted flowers
*A picture frame with no picture in it 
(Not even a NICE frame)
*A pet hamster
*A bag of old, unopened Halloween candy
*Valentine’s Day themed socks
*An online workout subscription
*An ashtray
*A partially used gift card
*An open bottle of wine / liquor
*An old VHS movie

Any of these would be a supremely lame 
expression of devotion – or a crafty bid to 
make a statement, and end a relationship on a 
juvenile, petty, snarky note. How would YOU 
like to be remembered on social media? If 
that's what 21st Century romance has come to 
– Cupid had better hang up his bow! 

Manufacturing Impacts 

This chart compares the Global Warming Potential (expressed as kg CO2 eq) of 
the product manufacturing phase (A1-A3) documented in the LCA results pub-
lished within EPDs, for a variety of products. Data averaged when multiple EPDs 
were used.  All functional units converted to 1 ton.

Global Warming Potential by Material

Continued from page 19

This makes it easier to find and use nat-
ural stones that meet the standard, sim-
plifying the process of choosing the right 
material that not only looks and per-
forms well, but also has the least amount 
of impact on the environment (see com-
parison chart, above).

The standard is also accepted within the 
LBC, further ensuring its use in sustain-
able building projects. Even if a natural 
stone is not yet certified to the standard, 
the information can be used to vet stone 
suppliers and ask important questions to 

help choose the optimal natural stone 
for your project.

For more information, see the Natural 
Stone Institute’s website www.natural 
stoneinstitute.org/sustainability.

Stephanie Vierra is a consultant spe-
cializing in curriculum development, 
project management, and research in 
sustainability and holistic design. This 
article is part of a four-part series, and 
will be be continued in the March SRG.

Continued from page 24

http://www.naturalstoneinstitute.org/sustainability
http://www.naturalstoneinstitute.org/sustainability
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The Slippery Rock Marketplace

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

Fast. Flexible. Financing.
Ascentium.Info/Rock2021

Financing dependent on credit parameters. 
Loans made or arranged pursuant to a California Financing Law license.

Financing dependent on credit parameters.
Loans made or arranged pursuant to a 
California Financing Law license.

Material Handling • Air Tools  •  Electric Tools

BBIndustriesLLC.com

800-575-4401

Save BIG on  
Hercules stone  

transport solutions.

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

The unmatched 
quality and durability 
of Makita products 
have earned the 
trust of professional 
users worldwide. www.makitatools.com

Makita 9565CV SJS
5” Industrial VS Grinder

Omni_SRG_AT2_Marketplace_AD_v2_120820

ALWAYS AMERICAN.

omnicubed.com (530) 748-3120

ENGINEERED. MACHINED. ASSEMBLED.

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

Ed@FabricatorsCoach.com 864-328-6231
www.FabricatorsCoach.com

FABRICATOR’S

COACH

Make Your GOAL!

Vi
BBIndustriesLLC.com    800-575-4401

There’s a new Viper in town

Integra is the tube adhesive 
innovator with the easiest-to-use 

design and the best color 
 match website in the industry.

All others are 
just imposters!

www.integra-adhesives.com

®

BBIndustriesLLC.com    800-575-4401

Quality Adhesives & Sealants for Stone

The 2022 BB 
Industries Stone 
Industry supply 

catalog is now available 
in print and digital format 
with hundreds of excit-
ing new products.  One of 
the newest product lines 
featured in the catalog is 
the Viper Vibora Bridge 
Saw Blade for cutting 
granite and other materials. 
Vibora Bridge Saw Blades 
feature unique 25mm seg-
ments with a fang pattern, 
a diamond array that lasts, 
and the ability to cut natural 
and engineered stone with 
speed. The Vibora is a blade 
that is stable and reliable, 
assuring the user a clean 
cut every time. See it on the 
website: BBIndustriesLLC.
com .

BB Industries also offers 
the Integra line of adhe-
sives for 2022. These adhe-
sives are perfectly suited 
for use on nearly all stone 
surfaces, including nat-
ural and sintered stones 

and quartz, as well as solid 
surfaces. 

If you did not receive a 
BBI  2022 Catalog in the 
mail, call 800-575-4401 to 
request one. You can access 
a digital version at www.
BBIndustriesLLC.com.

For over 27 years, the 
BB Industries philosophy 
has been to offer excep-
tional products and first-
class service to its partners 
in the stone, tile and con-
crete industries. For more 
information, visit www. 
BBIndustriesLLC.com .

BB Industries Releases 
2022 Stone Industry 

 Supply Catalog

http://BBIndustriesLLC.com
http://BBIndustriesLLC.com
http://www.BBIndustriesLLC.com
http://www.BBIndustriesLLC.com
http://www.BBIndustriesLLC.com
http://www.BBIndustriesLLC.com
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The Slippery Rock Classifieds
For Sale

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

___________

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

___________

CEE JAY Stone Splitter For Sale. 007 
Cee Jay Stone Splitter model L#HDS-16/
R1BT/STL/NVG, very good condition. 
Photos available. FOB delivery. Contact 
Missouri Ledge Stone Supply, 816-739-
5578, dkcrede@gmail.com .

___________

2019 Lynx Bridge Saw. 20Hp Direct 
Drive motor, Hydraulic Tilting Table, 
Auto Tilting Mitered Head, Auto Plunge 
Cutting, Touch Screen Display, 1 Laser, 6 
Stops, Remote, Auto Water Valve. Contact: 
Vicki Brown, 352-494-1205, VickiBrown.
southerngranite@gmail.com .

___________

Business Opportunities

Northern Maine Wholesale Countertop 
Fabrication Shop. Shop fabricates and 
installs granite, quartz, soapstone and lam-
inate countertops for an established net-
work of lumberyards, kitchen dealers and 
big box stores. Equipment, vehicles, con-
tacts and training, $375,000.00. 32´ x 80´ 
shop on .73 acre, $225.000.00. Inventory 
is negotiable. Contact: Mia Pangburn, 207-
768-0736, 2mpangburn@gmail.com. 

___________

Help Wanted

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

___________

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

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

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

2022 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

March 2022 Friday, January 2, 2021

April 2022 Friday, February 25, 2021

May 2022 Friday, March 25, 2022

Stone Inspection & Troubleshooting

Stone Forensics is again offering 
its popular Stone and Tile Trouble-

shooting workshop. The class will be 
held February 7-10, 2022, in Las Vegas, 
Nevada, presented by Dr. Fredrick M. 
Hueston.  

The program is designed to teach the 
basics of investigating stone and tile 
installation failures.

“The amount of failures, poor instal-
lations and other issues with stone and 
tile flooring are on the rise. This semi-
nar is perfect for restoration and instal-
lation contractors as well as architects, 
building engineers and maintenance 
staff who have to deal with stone and 
tile installation and restoration,” says 
Dr. Fred.

Class size is limited– register today.

Call 321-514-6845

visit www.stoneforensics.com
For more information,For more information,
visit www.stoneforensics.com

Get a full 4 days of training, covering…
•The geology of stone  •Understanding the structure 
of different kinds of stone  •Slab & tile production  
•Quarry techniques that affect the final product  
•Stone and tile forensic investigation •Problem 
 diagnosis & troubleshooting •Fabrication & Instal-
lation requirements •Stone and tile restoration • 
Lab Testing •Stone & Tile Forensic Investigation
• Expert Witness Testimony – and much more!

Thanks for

READING!

Did You Know?
Slippery Rock Classifieds 

HELP WANTED ads 
are available FREE to the 

Stone Industry!
Visit www.slipperyrockgazette.net

for more details

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

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 400 X 350 70t

$43,600.00 USD
While Supplies Last

EXW Whitehall, NY

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

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

Custom built by owner – $35K

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

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

EQUIPMENT FOR SALE

CALL FOR 
PRICING 
& MORE 

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

CEE-JAY Splitter For Sale

Call 816-739-5578 for Info

Request your copy at BBIndustriesLLC.com

Do You  
Have 
One? The industry 

standard print 
reference for
Stone Industry 
Supplies

mailto:accounting%40nemasonry.net?subject=Used%20Sherpa%20in%20the%20SRG%20classifieds
mailto:Samcraycraft%40gmail.com?subject=Used%20Oma%20machine%20in%20the%20Slippery%20rock
mailto:Samcraycraft%40gmail.com?subject=Used%20Oma%20machine%20in%20the%20Slippery%20rock
mailto:dkcrede%40gmail.com?subject=Used%20CEE%20JAY%20in%20the%20SRG%20classifieds
mailto:VickiBrown.southerngranite%40gmail.com?subject=Used%20Lynx%20in%20the%20SRG%20classifieds
mailto:VickiBrown.southerngranite%40gmail.com?subject=Used%20Lynx%20in%20the%20SRG%20classifieds
mailto:2mpangburn%40gmail.com?subject=ME%20Countertop%20shop
mailto:bob%40marbletecsystems.com?subject=Lead%20man%20Wanted
mailto:bob%40marbletecsystems.com?subject=Lead%20man%20Wanted
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   Five Reasons to Use Natural Stone

Contrary to common belief, 
it’s quite easy to build 
with stone. The use of 

natural stone on buildings and 
paving can be traced back to the 
beginning of civilization.

There are countless buildings, 
monuments, and structures dat-
ing back thousands of years that 
have stood the test of time and 
left generations in awe—like the 
great Pyramids of Giza in Egypt, 
the Mayan Temples in Mexico, 
the Parthenon in Greece, and 
the Coliseum in Rome. Many of 
these structures were built with 
no mortar; the stones were sim-
ply cut, tightly fitted together and 
laid atop one another—a method 
of stone installation mimicked 
in modern-day construction and 
referred to as “dry-stacked stone.” 
In many ways, our ancestors in the 
building industry applied sustain-
able practices by using the larger 
quarried blocks for building con-
struction and smaller waste pieces 
for erosion control and walkways. 
They also used the gravel to pave 
small roads from town to town.

However: we have moved 
beyond the stone age! Few clad-
ding materials last as long or per-
form as well as natural stone 
when it is properly specified and 
installed. Not only is natural stone 
beautiful; it is also a low-main-
tenance, sustainable material. A 
project that uses stone is simply 
borrowing it from the earth; at the 
end of its long-life cycle, stone 
can be returned to the earth where 
its creation process began.

Here are five reasons to Use 
Natural Stone for your next 
project:

1. Natural stone is a green 
material.

Natural stone’s inherent charac-
teristics make it Mother Nature’s 
original green building product. 
It can be used without any addi-
tional finishes or wall coverings, 
has low maintenance needs, and is 
highly durable—and recyclable. 
Unlike the many cladding materi-
als available on the market requir-
ing extensive manufacturing 
energy, natural stone is extracted 
from the earth and processed by 
cutting and finishing.

Since building designs may 
be using more materials (and/or 
more carbon-intensive products) 

to achieve lower energy use, an 
increasing proportion of the total 
energy use and carbon emis-
sions for high-performance build-
ings comes from its materials 
and products. By taking embod-
ied energy into account, a project 
team can ensure it is designing for 
net carbon emission reductions. 
In the case of natural stone, this 
may consider the CO2 required in 
quarrying, transport to the plant, 
energy required for slabbing and 
fabrication, delivery to the site, 
and installation. Based upon 
most life-cycle analysis studies 
and comparisons, natural stone 
is consistently rated as one of the 
building materials with the low-
est embodied energy across many 
metrics.

2. Natural stone is readily (and 
globally) available.

Stone is available regionally 
and locally, with quarry sites 
within 500 miles of nearly any 

Karl Doucas  
Reprinted By Permission 
Picco Group

building site in the United States 
and Canada. It’s also abundantly 
available in nature.

At the time of this article, a 
Google search for “natural stone 
slabs” yielded 42,000,000 results. 
No matter where you go, around 
the world you will find beauti-
ful buildings and structures that 
are characterized by their use of 
natural stone. The variety and 
diversity of stone is unparal-
leled by other hard surface mate-
rials. Even if natural stone is not 
the right selection for every proj-
ect, it continues to offer limitless 
uses.

 
3. Natural stone is varied.

By applying different finishes 
to the same native stone, design-
ers can create an aesthetic variety 
without having to introduce a new 
material into the project. Unique 

Marble quarry face.  Natural stone is  
Mother Nature’s green building product. 

“The natural stone business in 
general is really focused on sus-
tainability. The stone itself is 
a sustainable product as it is a 
very long-lasting building mate-
rial. The manufacturing tech-
niques and processes we use 
are always improving to reduce 
or reutilize waste, to reduce 
energy consumption, and to 
recycle water.” 
–Mike Picco, 2021 Natural Stone 
Institute Board President

Every slab is unique. The finish 
applied to natural stone will 
have an important effect on 
how the material looks. While 
some choose a stone based 
on color alone, it’s import-
ant for the client to under-
stand they are buying all the 
stone’s attributes—perceived 
flaws and all. Therefore, it is 
imperative during the selec-
tion process that the mate-
rial be examined not only for 
color and pattern, but the sur-
face looked at from all angles 
to evaluate its surface charac-
teristics. Evaluating a stone’s 
composition will further intro-
duce options for its use. The 
range in density, flexural and 
compressive strength, coef-
ficient of friction, and other 
properties help define suit-
ability for stone use as pavers, 
columns, lintels, and facades. 
Despite how much we know 
about stone through history 
and experience, we are learn-
ing more about its potential as 
a purely structural element, 
or its heat absorbing capabil-
ity, sustainable merits, and its 
true abundance.

finishing techniques applied to 
natural stone can create a range 
of tones and shades—varying 
from light to dark or muted to 
bold—achieving interest and 
contrast.

Please turn to page 29

Image by Denis Kovalev via Unsplash

Image by Jacob Casener via Unsplash

Image by Victor Malyusev via Unsplash
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U.S. Quartz Tariff Rulings on Appeal

Legal arguments continue 
on U.S. unfair-trade tariffs 
on quartz surfaces, as two 

cases involving U.S. Commerce 
Department investigations move 
forward on appeal.

The appeals of separate deci-
sions from the U.S. Court of 
International Trade (CIT) will be 
considered by the U.S. Court of 
Appeals for the Federal Circuit.

M S International (MSI) filed 
on December 20 for reconsider-
ation of a CIT ruling in October 
against inclusion of fabricators as 
producers as Commerce investi-
gated unfair-trade claims made 
against India and Turkey by U.S. 
manufacturer Cambria Company 
LLC.

Meanwhile, the appeals court 
will hear arguments in February 
on an appeal from MSI and 
other importers concerning 
Commerce’s inclusion of surfaces 
using fine-particle crushed-glass 
powder in unfair-trade tariffs on 

 Five Reasons to Use Natural Stone
  4. Save money using natural 
thin stone veneer.

Natural stone use is not defined 
by trends. It is ubiquitous; 
although like fashion, some col-
ors are more desired than others 
through time. Also like fashion, 
sometimes premium products get 
repackaged and repurposed to be 
made more affordable. Natural 
thin stone veneer is a form of nat-
ural stone veneer that has been 
sawn to approximately one-inch 
thickness with a ¼-inch tolerance 
allowed. To be classified as thin 
stone veneer, each piece must 
weigh less than 15lbs per square 
foot. The introduction of these 
sawn, lighter-weight pieces cre-
ate ease of installation and pro-
vide the appearance of full-depth 
stone without sacrificing any 
of its beauty—typically used in 
exterior stone cladding, outdoor 
living features, and natural stone 
walls.

Natural stone ages well and 
retains its value. Whereas many 
building materials become 
unsightly over the course of 
many years, natural stone will Lobby of the  Waldorf-Astoria Hotel, Beverly Hills, CA.

Continued from page 28
transform with a natural patina. 
As an added benefit, it holds 93 
percent of its original value at its 
peak, which is a higher percentile 
than most other cladding options.

 
5. Natural stone offers a great 
Return-on-Investment (ROI).

Did you know natural stone can 
be designed to last for 100 years 
or more? It offers many benefits 
such as longevity and quantifi-
able ROI when applied to floor-
ing. Being the most long lasting 
material available, natural stones 
like marble are often used in 
office towers and hotel lobby 
areas where frequent disruptions 
to repair or replace a floor would 
have an adverse impact on cus-
tomers. In the Waldorf Astoria 
Beverly Hills hotel lobby pic-
tured above, PICCO coordinated 
and produced the stone shop 
drawings and fabrication tickets 
for the contrasting Italian marble 
inlaid with bronze, along with all 
the interior public spaces, presi-
dential suite, counters, bases and 
tubs, and miscellaneous stone 
elements.

Natural stone is versatile 
enough to achieve the aesthetic, 
performance, and cost goals on 
both the exterior and interior of 
your project over the long term. 
While it may seem that an engi-
neered material might be lower 
maintenance than marble, it will 
never have the same depth, ver-
satility, and range of color as nat-
ural stone. Natural stone is more 
resistant to scratches and staining 
than other materials. Applying an 
annual sealing process, combined 
with routine cleaning, will help to 
preserve its beauty and quality.

For more information about 
Picco Group, visit www.PICCO.
com .

Richard Cadbury, son of 
the founder of the Cadbury 
Confectionery Company,  
introduced the first heart-

shaped box of chocolates in 
1861. Today, over 36 mil-

lion are sold each year.

Emerson Schwartzkopf
Stone Update
Reprinted by Permission

quartz surfaces from China.
Both cases include Cambria 

and the U.S. government as 
defendants.

MSI’s filing this month chal-
lenges federal Judge Leo M. 
Gordon’s dismissal on Oct. 7 of its 
CIT case on how Commerce con-
sidered Cambria’s 2019 unfair-
trade complaint with the U.S. 
International Trade Commission 
(USITC).

A section of the Commerce 
Department investigates claims 
made to the USITC, and also 
determines if there’s at least 50 
percent support for the action 
from the domestic industry that 
may be harmed by unfair imports. 
Cambria’s petition to the USITC 
affirmed that support among 2018 
U.S.-based quartz-surface manu-
facturers, citing itself and Trend 

Group. (Information on the other 
U.S. manufacturers – Caesarstone 
and LG Hausys – is not revealed 
in public filings.)

MSI maintained that the deter-
mination of producers of quartz 
surfaces should include fabrica-
tors, citing that they “perform 
an essentially operation in the 
QSP (quartz-surface product) 
production process, increasing 
the value of slabs by 35-40 per-
cent.” MSI also noted other areas 
where Commerce appeared to be 
inconsistent in its definition of 
producers, including in its 2018 
investigation concerning Chinese 
quartz-surfaces.

Judge Gordon rejected all 
of MSI’s arguments, although 
part of the ruling concerning 
Commerce’s actions was less 
than a hard no.

“While this issue presents a 
close question, for MSI to estab-
lish that Commerce’s industry 
support determination was unrea-
sonable, MSI must demonstrate 

that its preferred outcome was the 
‘one and only reasonable’ con-
clusion Commerce could reach 
in light of the record,” the judge 
noted in his ruling. “MSI has 
failed to meet this burden.”

Filings by the U.S. government 
and Cambria on the appeal are 
still pending. No date is set for 
any initial consideration by the 
appeals court.

The appeals court, however, 
will hear arguments on another 
quartz-surface-tariff issue on 
Feb. 11 concerning Commerce’s 
inclusion of materials using fine-
grain glass powder in defining 
quartz surfaces from China.

The appeal of a December 2020 
CIT ruling on the issue is spear-
headed by Bruskin International, 
along with MSI, Arizona Tile and 
Foshan Yixin Stone Company. 
The U.S. government and 
Cambria are again the defendants.

The appeal centers on 
Commerce’s decision, during 
the probe on Cambria’s petition 
against Chinese quartz-surface 
imports, to open the scope of its 
investigation to include materi-
als made with crushed glass as 

well as quartz sands. Commerce 
announced the broadening in the 
middle of its investigation in 2019 
following a request by Cambria.

Cambria argued that the substi-
tution of glass powder for quartz 
is an evasion of the 300%-plus 
tariffs on quartz surfaces from 
China. The request exempted 
materials using larger-dimension 
glass, such as the recycled mate-
rials used by U.S. manufacturers 
Vetrazzo and IceStone.

In his 2020 ruling, Judge 
Gordon dismissed the complaint 
against Commerce’s action, not-
ing that the plaintiffs “demon-
strate remarkable chutzpah in 
that they were somehow treated 
unreasonably or unfairly by a 
scope modification that directly 
addresses open and blatant eva-
sion of antidumping and counter-
vailing duties on quartz surface 
products.”

The inclusion of fine-powdered 
crushed-glass slabs in the tariffs 
is cited in a U.S. Customs and 
Border Protection investigation of 
imports by Vivaldi Commercial 
LLC this year.

Source: www.stoneupdate.com

Image by Paul Zoetemijer via Unsplash

Image by Mike Picco of Picco Group

http://www.PICCO.com
http://www.PICCO.com
http://www.stoneupdate.com
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*Noise levels: 60 dB - Normal Conversation; 70 dB - Toilet Flushing/Vacuum Cleaner; 80 dB - Heavy Traffic/Noisy Restaurant

DESCRIPTION SUCTION LENGTH TOTAL LENGTH WIDTH HEIGHT WEIGHT POWER 220
3 PHASE

ASPIRATION DUST
EFFECTIVENESS

NOISE LEVEL
DECIBELS

10 FT
3 METER 115” 128” 43” 96” 858 lbs 4 hp 9417 CFM 99.99% 67 dB*

13 FT
4 METER 155” 179” 43” 96” 1100 lbs 8 hp 18834 CFM 99.99% 67 dB*

• Traps 99.99% of airborne dust and particles
• Automatic self cleaning system
• Easy to dump dust collection drawers
• Easy ON/OFF buttons
• Easy to use control panel
• 13’ has dual motors / 10’ has single motor
• Comes with a 3 foot extension box for focused 

suction
• Comes fully assembled; just connect to power
• Financing available

OSHA
COMPLIANT

10' & 13' Automatic 10' & 13' Automatic 
Dry DustDry Dust

Collection BoothCollection Booth
What makes Filter Project different What makes Filter Project different 

than other filter systems?than other filter systems?

• Stocked in USA on both coasts to 
help save freight costs

• Free remote service available
• Spare parts stored in Charlotte, NC
• US based technicians

www.wehausa.com

Strada della Selva, snc - Fraz. Lobia 37047 San Bonifacio - Verona - Italy  

Tel. +39 045 6183191 - Fax +39 045 6187030 - e-mail: info@filter-project.it - filter.project@pec.it  

C.F. e P.IVA 04299740235 - Registro imprese 2014-80538 R.E.A. 408924 Cap.Soc. € 5.000,00 i.v. 

LABORATORY TEST REPORT 
With reference to the tests on samples of dust emissions into the 

atmosphere, performed by the firm ECOCHEM S.r.l (reports n° 11/LT/12692-

1 and 11/LT/12692-2) on the 17th June 2011 at our site, of the product: 

4 M DRY DUST SUCTION CABIN, MODEL CS040 

For the extraction of the dust during the processing of marble, granite, natural 

and silicon stone: 

WE DECLARE  The cabin respects the technical features and has a blasting efficiency of 

99,99 % as detailed below: Intake mass flow  = 2945,88 g/h 
Outlet mass flow = 28,759 g/h Calculation: 28,759 / 2945,88 = 0,009762 equal to  99,99%

We also certify that the maximum limit in Italy of the dust emission into the 

atmosphere is 50 mg/Nmc ( 20 mg/Nmc in some provinces and regions) and 

that, as shown in the annexed tests, the outlet ratio of the cabin is 2.8 

mg/Nmc and therefore well below the current legal threshold. 

  

Filter Project Dry Dust Collector Filter Project Dry Dust Collector 
Booths are designed to trap 99.99% Booths are designed to trap 99.99% 

of dust from granite, marble, of dust from granite, marble, 
engineered stone, quartz, quartzite, engineered stone, quartz, quartzite, 

and other airborne particles.and other airborne particles.
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PRODUCT ORIENTATION
SAFETY
TOOLING
SHOP LAYOUT
FABRICATION TECHNIQUES
INSTALLATION
AND MORE!

LEARN ABOUT:

FOUNDED BY FABRICATORS FOR FABRICATORS
Find out more about ISFA's training program and discover the benefits of membership at www.ISFAnow.org. 
PROUDLY SERVING OUR MEMBERS SINCE 1997

TAKE YOUR SHOP TO
THE NEXT LEVEL 
WITH ISFA'S SOLID SURFACE
FABRICATION TRAINING PROGRAM

FEATURING CUSTOMIZED COURSEWORK
FROM CERTIFIED INSTRUCTORS

Continued from page 3From Rock ‘n’ Roll to Rocks
“You’re never going to 

stop learning. Working with 
stone is an art and a craft, so 
spend the time to keep learn-
ing — and that doesn’t mean 
learning on YouTube! 

“If you put in the time, you 
will get the results. If you 
just want to cruise, make 
money, and not do right by 
your customers, then so be 
it, but eventually there will 

be somebody there to bust your 
chops. It’s your choice.” 

A few years ago, David bought 
Steve’s Polishing Pro Systems, a 
surface polishing and scratch-re-
moval system–which can still be 
sourced at BB Industries. This 
system is designed for the res-
toration of Engineered Stone / 
Quartz and man-made countertop 
material, and is designed with dif-
ferent polishing compounds and 

pads than used for granite. Like 
many polishing systems, training 
is crucial to get the best results in 
removing surface scratches.

David Bonasera has been an 
educational speaker at major 
shows for seventeen years. In 
2022 he is scheduled to give three 
educational classes on a variety of 
subjects concerning natural stone. 
Anyone interested in attending 
these classes or for information 
regarding his services or Better 
Bio Solutions® products, contact 
Bonasera at www.davethemarble 
guy.com or call 408-436-0470.

Bonasera demonstrates cleaning to his Cub Scout volunteers.
Below:  A retired police officer goes over safety protocols before 
the volunteer crews head out to their target restoration projects.

http://www.davethemarbleguy.com
http://www.davethemarbleguy.com
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Call 1-800-575-4401 or Order Online  www.BBIndustriesLLC.com

*Freight charges may apply

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

Item# 12124

If You have a CNC 
Machine, You NEED 

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

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

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

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

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

SEE THE

VIDEO

BBIndustriesLLC.com

LESS THAN

$450/MO

With our  

easy financing*

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

Why clutter 
your shop 
when ONE 
machine 
does it all?

Item#
14141

Distributed by:

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


