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The Ellis Page Company: A Novel Model for a 
Commercial Fabrication Shop and Workforce 

Just over three decades ago, Ellis 
Company, LLC opened its doors 
in Annapolis, Maryland, as a solid 

surface fabrication company. They spe-
cialized in trim, walls, and toilet partitions. 
Since 1992, the company has moved around 
the Washington D.C. area several times, 
until they found and purchased the build-
ing they are in now, in Manassas, Virginia. 
According to owner Roy Page, the city was 
a big help by bringing in 3-phase electrical 
so the location would work for them.

 
Mr. Page also commented that over the 

years, besides their occasional changing of 
workspaces, and the 2009 name change to 
Ellis Page Company, LLC., the business 
has evolved into something quite different 
than what it used to be. They do very lit-
tle solid surface these days and they have 
transitioned over to 99.9% commercial 
work. They generally work on projects of 
a quarter million dollars or more. The only 
residential projects they work on are the 
occasional requests from the individuals at 
the companies they partner with. They are a 
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member of the Natural Stone Institute 
and ISFA. They also belong to the 
Facebook groups All Slab Fabbers and 
Women in Stone. 

As the company has changed, so 
has their equipment. They still have 
their solid surface equipment for the 
occasional job. However, the com-
pany invests heavily in the technolog-
ical advances of our industry. Their 
fabrication shop houses a Marmo 
Meccanica edge polisher, three CNC 
machines, and two CNCs are dual 
table machines.  They also run two 
saws: a Champion 5, and a waterjet 
saw. The CNCs and the saws are all 
made by Prussiani of Italy. 

Four years ago, they contracted with 
Prussiani to build a prototype CNC. 
It was the first machine of its kind 
to be built, designed specifically for 
them. Two years later, they purchased 
an identical CNC machine to go with 
the one they already had. And they 
are now interested in a newer, more 
advanced saw. There is a crane over 

every machine to quickly and safely 
move material on and off the machines –
safety is  foremost in the shop. 

One of Roy’s fabrication philosophies 
is: “Let the machines do the work.”  
His goal is that when his employees go 
home at night, their backs feel the same 
as when they came in.
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Please turn to page 2

FINE STONE™

months. The artists undergo an intense 
discovery phase in which they scruti-
nize countless slabs of natural stone such 
as quartzite, marble, onyx, and granite in 
hopes of finding artistic scenes within the 
intricate veining. The discovered scene is 
then digitally extracted using various tech-
niques to create a projection directly onto 
the stone, elevating it into a brilliant work 
of art.

“We go through thousands of stones 
until we find one with an art-scene poten-
tial and, even then, we need to go through 
tens, oftentimes hundreds of them, to find 
one with an actual, compelling image,” 
says Jéda. 

ALMA Art uncovers the hidden stories within natural stone

ALMA Art announces the launch 
of FINE STONE™. Based in 
the Greater New York City area, 

ALMA is pioneering the art of elevating 
rare slabs of natural stone into fine art 
using light mapping projection, connecting 
humanity with its collective stories hidden 
in nature.

Launched by Jay Zelingold in 2021, 
ALMA is built upon the process and tech-
nique of artist Arin Jéda and has been 
developed and fine-tuned over a period of 
seven years.

Creating an ALMA artwork takes a team 
of about eight people on a laborious, yet 
gratifying, endeavor that spans four to six 

Photos  Courtesy ALMA Art

A slab of Onyx chosen for Benediction, shown here before the ALMA artist’s talents 
were applied, a creative process that can take from four to six months.

CNC operator Elizabeth and Roy Page discuss the 
morning’s production run. 
Right: Fabricator Yensi removes a completed sink 
cutout from their prototype Prussiani CNC.
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Shop Manager Kara Andes does everything from 
programming to quality control to scheduling.

Left: Installing a mitered quartzite book-matched reception desk. 
Below: The mostly Prussiani wet fab shop includes three CNCs 
and two saws, including a waterjet, and a Marmo Meccanica edge 
polisher. Currently, a Stingray Water Filter Press system circu-
lates 11,000 gallons for their steady fabrication schedule.

Each piece of equipment in the shop is served by a crane to easily and safely deliver materials.

The Ellis Page Company: A Novel 
Model for a Fabrication Workforce

In keeping with the newer technologi-
cal upgrades of the industry, they are sell-
ing their old backsplash machine to make 
room for another, newer one. They also 
have a filter press water system that circu-
lates 11,000 gallons of water. Keeping with 
the theme of upgrades, they are looking to 
improve that system to better keep up with 
their growing water demands. Towards that 
end, they also have a system in place to cap-
ture and recycle rainwater.  Their website 
is currently undergoing a revamp process 
as well, to keep up with their ever-evolv-
ing business. The future also seems to be 
knocking on their door when it comes to 
their business cards. They are exploring 
dot.card for “virtual” business cards — no 
paper or app needed, just a phone.

On another technological note, since all 
material that comes into their shop is pre-
sold (approximately two containers of 
material a week), they use a labeling sys-
tem to help route material and cut down on 
errors. However, on the off chance that a 
piece does get cut in error, because of the 
size of the projects they do, miscuts are 

usually incorporated back into the proj-
ect or the next one, reducing waste. At the 
moment, the material of choice for all these 
large projects seems to be white quartz, 
which means miscuts really do fold back 
easily into the project. 

Not everything they do involves technol-
ogy.  They template a lot of their projects 
by hand, only bringing out the laser tem-
plate machine for angled or other com-
plicated areas of a project. In 2021, the 
company reworked a section of their ware-
house doors to make it easier for the fork-
lifts to load and unload the install trucks out 
of the weather. Plus, they make their own 
glue-up brackets out of scrap material. If 
they break one, they just make another one. 

There are two surprising side effects to all 
the machinery and safety-conscious tech-
nology. The first one is the longevity of 
their work force.  Just about all of the team 
has been with the company for well over 
a decade, including co-owner Troy Page, 
Roy’s son. Several other team members are 
closing in on 20 years with the company. 
Most started when it was a solid surface 
company and transitioned as the company 

evolved. Even though most 
of them prefer not to, all but a 
couple of people in fabrication 
can do solid surface as well. 

The second, more amazing 

side effect is that it opens fabrication up to 
women. As a matter of fact, at Ellis Page 
Company, LLC, the majority of the work-
ers in the fabrication shop are women. 
There are two male polishers and a male 
forklift operator. The rest of the crew is 
women. Women are programmers, saw-
yers, and operators. One of the female 
crew, Elizabeth, has been with the company 
almost 20 years. She started in solid surface 
and grew into her CNC programmer/oper-
ator position as the company changed over 

time. Ellis Page Company, LLC has actu-
ally been working toward this for decades. 
They hired their first woman fabrication 
worker in 1999.

When Roy Page was asked if there was a 
difference between women and men in fab-
rication, he responded with a very boss-like 
diplomatic answer: “A lot of people like to 
sit there and say that women are more atten-
tive to detail. We like to think that everyone 
here has that same attention to detail.” He 
did mention that he thought women seemed 
to pick up the programming process a little 
bit quicker than men, though.
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Clockwise, from Top left:
• A Marmo Meccanica edge polisher is a 
work-horse for the fab shop. 

• CNC operator Elizabeth programs in 
cutting parameters on one of the shop’s 
three Prussiani CNCs.

• One-of-a-kind mitered fireplace hearth 
graces this hotel lobby.

• Roy Page: “A lot of people like to sit 
there and say that women are more at-
tentive to detail. We like to think that 
everyone here has that same attention 
to detail.”

• Jennifer Daughtery runs the day-to-day 
operations of the company.

• Mitered black marble bar includes 
an ADA counter (at left in photo), de-
signed, fabricated and installed for a local 
sports bar.

The Ellis Page Co.

When asked about the future of women 
in his company, Roy did say that he would 
like to hire or train a female installer, but 
still feels that in general heavy construc-
tion is still a “man’s world,” and a woman 
installer may have a tough time. As for a 
female templater, he has thought about 
it but hasn’t worked out the details, yet – 
“But it will happen,” he says. 

Ellis commented that recently, one of his 
female fabricators scored a shop record of 
60 sink tops cut and polished in one day, 
beating the old record of 52. The shop, as 
a whole, has a team record of 96 tops in 
one day. 

Speed is a very important part of the 
process. Since there always seems to be a 
rush on commercial projects, the company 
works on a very fast turn-around time, a 
week or less for most projects. They unload 
and handle material, fabricate, and install 
with a staff of 20-25 people at any given 
time. They have three  3-man install crews.

The shop is managed by Kara Andes. 
Kara wears many hats on behalf of the com-
pany: Shop forewoman, quality control, 
scheduler, and programmer, just to name 
a few. She is a more recent hire, with just 
two years under her belt. Even though she 
didn’t come from a shop background, she 
quickly learned how to program and oper-
ate all the machines, and she is involved 
with every job.

Roy Page may own the company, but he 
truthfully admits that Jennifer Daugherty 
runs the day-to-day business. She has been 
with the company for 15 years. Jennifer 
started out answering phones and has 
worked her way up to running the company. 

Ellis Page Company, LLC. Is looking at 
a very bright future ahead. Roy’s son Troy 
is very involved in the business. They have 
a location that is right for them. Plus, they 
continue to invest in their equipment and 
their people. Add all that to a stable, loyal 
customer base that helps promote the busi-
ness by word-of-mouth recommendations, 
and truly, from where they sit, the future of 
the company looks great. 

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

mailto:Sharonk.SRG%40gmail.com?subject=Slippery%20Rock-%20August%20artilce
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The Publisher’s Pen

BB Industries is expanding 
operations and product 

offerings for 2023. We’re hard 
at work completing our 2023 
Catalog, available in January 
2023 - just call and ask for one.

Our New Salt Lake City 
Fulfillment Center expansion 
officially opened in mid-Novem-
ber. We have essentially doubled 
our Utah (and points west) distri-
bution capabilities. We’ve tooled 
up to supply the high demand for 
essential fabrication products. 
As always, BBI is committed to 
our money-back guarantee and 
providing first-class service for 
all of our products, including our 
fabricator-favorite Envy sinks.

We’ve been working with a top 
manufacturer to add more of the 
popular sizes of stainless steel 
and porcelain sinks to our Envy 
sink line. We’ve invested sig-
nificant resources to make sure 
we can offer a complete stain-
less line – for you and your cus-
tomers.  Our goal is to provide 
unparalleled service levels as our 
multiple, well-stocked facilities 

can ship Envy sinks and many 
other products quickly across the 
entire country. If you want sinks, 
we have them in stock, with a 
same-day shipping commitment to 
the entire US.

BBI is sincerely dedicated to 
being Right There With You in all 
aspects of stone fabrication. 

 
Partner with us for a better bot-

tom line in 2023. 
 

Rick Stimac, CEO of BB Industries

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

Rick Stimac  
CEO, BB Industries LLC

A Michigan city agreed to pay 
$1,000 to a driver to settle a 

lawsuit about marking tires to catch 
parking violators. 

The deal in Bay City followed a 
declaration in August that a similar 
practice in Saginaw was illegal. U.S. 
District Judge Thomas Ludington 
said chalking tires without a warrant 
violated constitutional protections 
against unreasonable searches.

“The whole point of this is to set 
clear lines,” attorney Phil Ellison 
said. “Police just can’t kick down 
your door. The same parallel here is 
when the government starts messing 
with our cars.”

Jody Tyvela received tickets at 
least six times in 2016-17. Without 
having time meters, parking enforc-
ers marked tires to determine who 

So, Sue Me

was parked too long in downtown Bay 
City.

Tyvela will receive $1,000 and her 
attorneys will get $59,000 under the 
settlement with Bay City and the city’s 
Downtown Development Authority. 
The Development Authority was 
responsible for most of it. 

Messages seeking comment were 
left with city officials.

Thousands of parking tickets based 
on tire markings likely were written in 
Bay City. But the class-action status 
of the lawsuit fizzled because the city 
lacked complete records, Ellison said.

And, like the Saginaw case, vehicle 
owners only would have received $1 
for each marking, he said.

mailto:g.covell%40slipperyrockgazette.net?subject=Advertising%20in%20the%20Slippery%20Rock
mailto:publisher%40slipperyrockgazette.net?subject=Comments%20about%20the%20Slippery%20Rock
http://www.slipperyrockgazette.net
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Dimension Stone
Design Manual 2022 

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

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

New BB Industries Product Catalog

Industry Calendar of Events

The 2023 BB Industries product catalog 
is now available in print and digital 
format with hundreds of exciting new 

products.  One of the newest product lines fea-
tured in the catalog are the Viper STRIKE and 
STRIKE II  Turbo and Bridge Saw blades for 
cutting granite, quartzite and other materials. 
They are manufactured using medium fre-
quency sintering technology, a slightly differ-
ent manufacturing process from the standard 
Viper turbo blades. This technology equally 
distributes heat during the sintering process, 
producing a blade that is stable and reliable, 
assuring the user a clean cut every time. See it 
on the website: BBIndustriesLLC.com .

BB Industries is also promoting the Envy™ 
sink line, offering a more complete line of the 
most popular stainless steel styles, and stock-
ing them in its regional distribution centers 
for faster delivery to any place in the conti-
nental US. 

If your shop did not receive a 2023 BBI 

catalog in the mail, you can call 800-575-
4401 to request one from any of the BBI 
CSRs, or regional CSRs. You can also access 
a digital version on their website link found at 
the bottom of their home page..

For over 28 years, BB Industry’s philoso-
phy has been to offer exceptional products 
and first-class service to its partners in the 
stone, tile and concrete industries. For more 
information, visit www.BBIndustriesLLC  .   

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

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

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

Visit www.intlsurfaceevent.com for more info and to register

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

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

February 2023
Women in Stone’s Amazing Race at StonExpo/TISE
When: Wednesday, February 1, 2023 1:00 PM—2PM 
Where: Natural Stone Theatre in the Natural Stone Pavilion, 
TISE Expo, Las Vegas, Nevada
Visit www.intlsurfaceevent.com for more info and to register.

Stone Forensics Stone and Tile Inspection Seminar
When: February 6-9, 2023
Where: Las Vegas, Nevada
Visit www.stoneforensics.com for more info and to register.

Vitoria Stone Fair
When: February 7-10, 2023
Where: Grande Vitória, Brazil
Visit www.vitoriastonefair.com for more information and to register.

NSI, Arizona Stone Summit: Dynamic Intentionality
When: Thursday February 16, 9:00 AM — 3:00 PM (ET) 
Where:   8829 S. Priest Drive, Tempe, AZ 85284
Visit www.naturalstoneinstitute.org/events1/calendar-listing/ 
for more information and to register.

ISFA Roundtable
When: February 17 – 19, 2023
Where: Raleigh, North Carolina

March 2023
ISFA Mineral Surfaces Training
When:  March 21-23, 2023
Where:  TBA

NSI, Tennessee Stone Summit
When:  March 23, 2023
Where: Architectural Surfaces, Nashville TN

Xiamen International Stone Fair
When:  March 26-29, 2023
Where: Xiamen International Conference and Exhibition Center, 198# 
Huizhan Road, Siming District, 361008 Xiamen, Fujian, China
Visit www.naturalstoneinstitute.org/events1/xiamen-stone-fair/ for more information.

http://BBIndustriesLLC.com
http://www.BBIndustriesLLC.com
http://www.learning.surphaces.com
http://www.intlsurfaceevent.com
http://www.intlsurfaceevent.com
http://www.stoneforensics.com
http://www.vitoriastonefair.com
http://www.naturalstoneinstitute.org/events1/calendar-listing/
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Countertop Shop Marketing Tips 
from What We’ve Learned in 2022

Stephen Alberts
Synchronous SolutionsIN my last article, I spoke about 

non-traditional ways to grow your 
countertop shop in 2023. Some of them 
were focusing on voice search in Google, 
producing video content, getting uncom-
fortable, and also going above and beyond 
with reviews. I truly believe in when mar-
keting your shop, if you put the effort in 
and do things just a little bit differently 
from the competition you will see great 
results. 

The problem is that you need a solid 
foundation. Your shop needs the basics 
and you shouldn’t be focusing on Google 
voice search results if your website looks 
like it’s from 1996! So in this article, I’m 
going to break down what you need in 
2023 and what we’ve learned in 2022. We 
work with dozens of fabricators and we 
love looking at the data to develop ideas 
on how to improve our client’s campaigns. 

Your Website and Material
What we’ve learned in 2022 is that peo-

ple want to look at material on your web-
site. I sound like a broken record with this 
statement but it’s not what I believe, it’s 
what the data tells us. We have data from 
all of our client’s websites on what peo-
ple visiting their sites are doing online. 
And every time that we build out a gal-
lery of material on a client’s site, we find 
that people visiting their site spend a lot of 
time on those pages. The screenshot below 
explains it all. 

The / in the left column below represents 
a homepage, and most likely your home-
page is the most visited page on your 

website. But the next pages are some mate-
rial pages, and you can see people are 
spending 2X the amount of time on those 
pages! What does that mean? It means that 
they are looking through material pictures 
and investing more time on your website. 

Now, what if you don’t have material on 
your site? They will hit that back button 
and jump over to a competitor. 

What we learned in 2022: People want 
to look at material. Invest in a decent web-
site and show material you have on your 
website for visitors to look at online. It 
doesn’t have to be everything you have in 
stock, you want to give them ideas so they 
call you, and then you have your sales reps 
lead them down the path of figuring out the 
best product for their project.  

Facebook and Instagram 
Ads (with Price)

Facebook and Instagram ads work. You 
should post on your social media accounts 

measurement. Out of the leads she gets, 
she schedules about 75% of appointments. 

Out of those 75% of appointments, she 
closes 50% of them.

Our CRM follows up with them automat-
ically but they also follow up with phone 
calls. 

Those numbers are impressive! This 
company is a machine with their fol-
low-up process and also the personal touch 
of the in-home estimate really resonates 
with people. We have clients that charge 
for in-home estimates but the numbers are 
much different than these.

What we learned in 2022: Your compe-
tition isn’t following up properly with leads 
and it’s a BIG opportunity for you to cruise 
right by them. You also don’t want systems 
and software to do everything. Pick up the 
phone and call each lead. And then have 
someone follow up with those leads with 
a proper CRM and on the phone. This per-
sonal touch will help you close more jobs. 

 
Stephen Alberts is the owner of the 
Countertop Marketing Co and STONE 
ENGAGE. They specialize in helping 
countertop companies grow the retail side 
of their business outside of word-of-mouth 
and referrals. They also offer software to 
help you engage more with customers and 
close more countertop projects. To learn 
more visit countertopmarketingco.com/ 
or stonengage.com. You can also email 
Stephen at steve@countertopmarketingco.
com. 

Training & Education

with project pictures. Do that a few times 
a week and don’t stop. But you should be 
investing in Facebook and Instagram ads if 
you want to reach more retail customers. 

What works is putting a package out there 
and promoting it. We have shops that come 
to us and don’t want to put prices in the ads 
and that’s OK. But we do let them know 
that price yields better results in terms of 
getting leads through each platform. Your 
lead cost will generally go down if you 
include price in the ad. Develop a kitchen 
countertop package and promote it. We 
even promote porcelain shower packages 
for clients!

What we learned in 2022: Homeowners 
want to see price and a package. I wish I 
had a psychological explanation for this 
that makes me sound really smart but I 
don’t! What we do have is the data and the 
clients that let us promote price and pack-
ages, they get more leads than the ones that 
do not. And 95% of the time that lead cost 
is cheaper when price is included in the ad.

CRM’s and In-Home 
 Measurements for the Win!

I beg you, if you are going to put money 
into any type of marketing for your coun-
tertop shop please invest in a CRM to man-
age the leads. It’s probably the biggest flaw 
we see in the industry. Some of the indus-
try tools can be built out to manage your 
sales and there are also dozens of CRMs 
available. 

We work with a shop that is one of the 
best companies we have worked with in 
terms of following up and closing leads. 
I was speaking to the owner one day and 
picking her brain about what she does. And 
she does exactly this:

After a lead comes into our system she 
calls them right away. Part of our system 
is to send the lead an email and SMS mes-
sage instantly so they are getting hit with a 
few messages quickly. 

She then schedules an in-home 

“Before you criticize 
someone, you should 

walk a mile in their shoes. 
That way when you 

criticize them, you are a 
mile away from them and 

you have their shoes.”
—Jack Handey

Post on your social media 
accounts with project pic-
tures. Do that a few times 
a week and don’t stop. But 
you should be investing in 
Facebook and Instagram 
ads if you want to reach 
more retail customers. 

http://countertopmarketingco.com/
https://stonengage.com/
mailto:steve@countertopmarketingco.com
mailto:steve@countertopmarketingco.com
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These Lamellar Water Processing Plants are our stone water recycling systems that run at 66 GPM and 105 GPM. 
They are designed to process and clarify waste water using flocculant and coagulant to achieve the clearest water. 
These stone water clarification systems are used for indoor installation as well as outdoor installation.

66/105  Gallons per Minute
Submersible Pump included

4 HP Relaunching Pump included
Sludge Dehydrator Bag System

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

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

TEC756-105 GPM Lamellar Plant

Sludge 
Dehydrator 
Bag System

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

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

Specifications

66 GPM AND 105 GPM LAMELLAR WATER PLANTS 

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

• Items stocked in US

• Free remote service available

• US based technician for better customer service

• Double chemical system for cleaner water

• Siemens parts
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800-575-4401www.BBIndustriesLLC.com

Three Easy Ways to Partner with BBI

WebsitePhone In Person

BB Industries is the LARGEST 
National Distributor for Integra 

with over 250 colors

 IN STOCK!

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

match website to make it the  
easiest in the industry.

 All others are just imposters!

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

solid surface, and more.

Meets or exceeds Indoor 
Air Quality standards

Visit us and INTEGRA at TISE Booth 3823
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“My therapist told me 
the way to achieve true 
inner peace is to finish 
what I start. So far I’ve 

finished two bags of 
M&Ms and a chocolate 

cake. I feel better  
already.”

–Dave Barry

Too Smart for Their Own Good
Rick Phelps
Synchronous SolutionsI was listening to a conversation between 

a stone fabricating shop owner and a 
software developer, discussing inte-

grating a bunch of data from the production 
process to better understand the profitabil-
ity of individual jobs. They talked about 
data points like whether or not the job was 
run on overtime. It reminded me of some-
thing my dad used to say: “Some people 
are just too smart for their own good.” I 
didn’t really get what he meant back then, 
but I am beginning to!

There is just one metric you need to know 
to understand the relative profitability of 
a job in your fab shop: the Throughput 
Dollars ($T) per Constraint Minute. Okay, 
that one metric is actually two things – 
the amount of $T the job carried, and the 
amount of shop capacity the job consumed.

Actually, in special circumstances, it 
IS only one thing: the $T carried, but I 
digress…

………

When I was a new industrial engineer, 
I was asked by the leadership of the alu-
minum smelting and fabricating complex 
where I worked to help solve a paradox. 
The complex was not profitable and was 
slated for shutdown by the Board. This 
complex made a very wide range of alu-
minum products, from high purity capac-
itor foil to guard rails for the side of the 
highway. Some of these products were 
“highly profitable,” others, not so much. 
Apparently in the aggregate, they weren’t 
profitable enough to keep the 3000+ jobs.

The leadership team believed that if they 
focused the entire complex on making just 
one product, beverage can sheet (think the 
body of your typical beer can), they could 
make the complex profitable and keep it 
open. The problem they faced was inter-
esting. We ‘lost money’ on every pound 
of can sheet we produced at the time, and 
they wanted to throw out all the products 
that we “made money” on to produce this 
loser. Essentially what they were telling 
the Board was, “Yes, we know we lose 
money of every pound, but we will make 
it up in volume.”

Not surprisingly, all the financial wizards 
and seasoned engineers couldn’t come up 

with the financial justification for spend-
ing the better part of a billion dollars to 
modernize the facility to concentrate on a 
money loser… so they gave the problem to 
the kid who didn’t know any better. It was 
a classic example of my dad’s “They’re too 
smart for their own good.”

It took a week (this was before per-
sonal computers and Lotus 123), but work-
ing on the assumption they were wrong, 
I started with the most profitable product 
and cranked the numbers, processing step 
by processing step, for how many millions 
of pounds a month we could make if we 
just produced that product. Turned out, not 
many. After cranking out the top three most 
profitable products, a pattern emerged. The 
hot rolling mill limited the production of 
every one of them. Being lazy, I jumped 
to the biggest loser, can sheet production, 
and what do you know, we could produce 
A LOT of that loser! We really COULD 
make it up in volume!

Throughput Dollars is Revenue minus 
Truly Variable Expenses (TVE). Since 
every pound of aluminum had the exact 
same TVE, Revenue and $T were basically 
synonymous. The hot rolling mill was the 
constraint. The actual relative profitability 
of the product mix we produced was the 
rate $T per hot rolling (constraint) minute. 
When you compared the list of most prof-
itable to least profitable products based 
on the financial accounting system, you 
got almost the exact opposite of the list of 
most profitable to least profitable products, 

when considering the impact of the hot 
rolling mill – the system’s constraint.

Here’s the thing. To calculate the Margin 
of each product, cost accounting tracked 
reams and reams of data. Times at every 
processing step, the burden rate of each 
process, and on and on. And the more 
detailed the analysis they did, the more 
they knew and the less they understood…

Now, if you are thinking, Hmmm, I won-
der if my understanding of relative profit-
ability of jobs in MY shop is as screwed up 
as the aluminum company’s? I can assure 
you – it is.

And here’s the kick in the pants. The 
more you invest in knowing the “important 
details,” like was the job produced using 
overtime hours, the less you will under-
stand your business, the worse decisions 
you will make in your business, and the 
cherry on the top – the more you will be 
sure you are right.

One process in your shop limits your pro-
duction capacity, just like the hot rolling 
mill limited theirs. Understand how this 
process limits the rate of $T in your shop, 
and you will finally understand how you 
actually make money.

Curious about the special circumstance 
where it is actually ONLY $T?

Supposed your shop is profitable and you 
have the opportunity to bid a large com-
mercial job that, with the right incentives, 
you could produce with your existing crew 
on overtime. You really want to do work 
with this company. How low can you go 
with your bid to win the job?

Since your shop is already profitable, 
ALL additional $T will fall straight to the 
bottom line.

Training & Education
The more you invest 

in knowing 
 “the important 

details,” the less you 
will  understand 
your business…  

The only additional costs your business 
will incur for taking on this project is the 
overtime pay. Consider this as part of TVE 
when calculating $T for the job.

You can bid this job at a rate that the 
competitors will look at and say, “There 
is NO WAY they are making money at 
that price.” And they would be absolutely 
right AND positively wrong. Right from 
their cost account perspective, and wrong 
because they don’t understand $T. If they 
don’t understand $T, they don’t under-
stand how they make money.

They are too smart for their own good.

Don’t be that guy.

Oh, and don’t think just because you 
make a windfall profit on that job, that you 
can bid ALL your jobs that way. You can-
not. Look at the assumptions…

Rick Phelps has been applying the con-
cepts of Synchronous Flow to difficult 
industrial problems at dozens of businesses 
and organizations around the world, since 
the early 1980s.

In 2009, as Cleveland Cliffs’ Director 
of Continuous Improvement, Rick took 
on a failing Lean Six Sigma organiza-
tion, refocused their improvement work 
using Synchronous Flow, and created a 
shop floor, engagement driven, continu-
ous improvement process that Cliffs credits 
with creating a sustained $100M per year 
reduction in production costs.
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3D Cloud by Marxent Granted 
 Kitchen Design Automation Patent

NSI Completes 46th 
Home with Gary 
Sinise Foundation

of total retail sales by 2025 according to 
Insider Intelligence forecasts.

“Imagine seeing multiple cabinet layouts 
for a custom floor plan with a few taps on a 
mobile device instead of sitting at a desktop 
and placing one kitchen cabinet at a time,” 
Besecker said.   “With auto-layout, con-
sumers can build an entire kitchen design 
in seconds and explore a full range of com-
plete, buyable kitchen layout options by 
scrolling through a series of images.”

Here’s how it works:
Scan Room:    Scan any room to cre-

ate a kitchen floor plan. No measuring is 
required.

Save Floorplan:  The scanned floorplan 
is automatically ingested into 3D Room 
Planner design software.

Find Inspiration:    Scroll through an 
Instagram-like feed and select an inspira-
tional photo that resonates.

Tap Auto-Layout:  Swipe through avail-
able 3D kitchen layouts to find the best 
option. Tap ‘auto-layout’ to apply styles 
directly to the floor plan.

3D Cloud by Marxent, the 3D expe-
rience platform trusted by leading 

enterprise furniture and home improve-
ment retailers and manufacturers globally,  
announced the addition of a new US patent 
to their IP portfolio.

An extension of the company’s Design 
from Photo patent which enables users to 
drag and drop 3D products to a custom 
floorplan by tapping on 2D inspirational 
images, the new patent is foundational 
to the future of fully automated kitchen 
design. Paired with other technologies 
such as LiDAR-powered room scanning 
for floor plan creation, auto-layout will 
introduce an entirely new, mobile-friendly 
kitchen buying journey to consumers.

“The kitchen design journey is frustrat-
ing and time-intensive for consumers. It 
requires a lot of iteration and traditional 
desktop design software just doesn’t sup-
port collaboration or work on mobile 
devices,”   said Beck Besecker, CEO and 
Co-Founder of 3D Cloud by Marxent.   

“Automated design is a major step 
toward streamlining the kitchen buying 
experience for the mobile-generation con-
sumer. It reduces the lift on manual revi-
sions and will make collaboration between 
kitchen designers and homeowners so 
much easier.”

In 2021,  nearly 60% of traffic to top hard-
ware and home improvement retailer web-
sites came from mobile devices according 
to Digital Commerce 360 data, and Mobile 
commerce is expected to double its share 

Automated design is 
a major step toward 

streamlining the 
 kitchen buying 

experience for the 
mobile-generation 

consumer.

Tap to Style:    Finalize the design by 
selecting colors and styles.

“We are already seeing impressive 
results. When given the option, 1 in 4 con-
sumers use auto-layout and they try out 5 
layouts per session on average,” Besecker 
said. “This patented feature will save 
designers thousands of hours and give con-
sumers more power to self-serve. It is the 
next leap forward in digital commerce for 
kitchen cabinet retailers.”

“With this new design automation patent, 
we are well on our way to enabling kitchen 
cabinet configuration on mobile devices,” 
he said.

Auto-layout is available to kitchen cab-
inet retailers and manufacturers. The tech 
will be rolled out for furniture, office, clos-
ets, and other home categories in the near 
future.   For more information visit marx-
ent.com/kitchens.

3D Cloud™ by Marxent is the global 
leader in 3D e-commerce for furniture, 
kitchen, bath, outdoor, office furniture, 
and closets and storage. The 3D Cloud™ 
platform allows retailers and brands to 
build endless applications from a single 
3D product catalog. With 3D Cloud™, 3D 
content is created, managed, and published 
to all 3D applications from a single source 
of truth for consistency across every touch-
point in the customer journey. Applications 
that run on 3D Cloud™ include 3D Product 
Configurators, 3D Sectional Configurator, 
3D Room Planner with Design from Photo, 
360 Product Spins, 3D Renders, WebAR, 
Augmented Reality retail apps, and Virtual 
Reality retail apps. Marxent has offices 
in Miamisburg, Ohio, and St. Petersburg, 
Florida as well as an international pres-
ence with offices in London, England and 
Auckland, New Zealand. Clients include 
a major U.S.-based home improvement 
retailer, Kingfisher plc, PlaceMakers, 
Mico, Macy’s, Ashley, HNI Corporation, 
La-Z-Boy, Joybird, and John Lewis and 
Partners. For more information, visit 
3dcloud.com.

The Natural Stone Institute has pro-
vided natural stone and fabrication 
services for its 46th home with the 

Gary Sinise Foundation through its R.I.S.E. 
(Restoring Independence Supporting 
Empowerment) program. The Foundation’s 
R.I.S.E. program builds 100% mort-
gage-free specially adapted smart homes 
for severely wounded veterans and first 
responders. Natural stone and fabrication 
for U.S. Army Sergeant Bryan Anderson 
were provided by Daltile, Prestige Marble 
& Granite, and Salado.

Retired U.S. Army Sergeant Bryan 
Anderson enlisted in the Army in April 
2001 and had a “ship out” date of 
September 11, 2001. He served two tours 
of duty in Iraq and was stationed in the 
Baghdad area. He attained the rank of 
Sergeant in the Military Police (MP), con-
ducted police training courses in Iraq and 
gained additional law enforcement experi-
ence at Leavenworth Federal Penitentiary 
as a prison guard.

In October 2005, Bryan was injured by 
an Improvised Explosive Device (IED) 
that resulted in the loss of both legs and his 
left hand. As a result of his injuries, he was 
awarded a Purple Heart. Bryan received 
rehabilitation for a period of 13 months 
at Walter Reed National Military Medical 
Center. He is one of the few triple ampu-
tees to have survived his injuries in Iraq.

http://email.prnewswire.com/ls/click?upn=OXp-2BEvHp8OzhyU1j9bSWuwMvMWelqIco5RbfBrouY-2BSCru09tDegXls2-2BRk3gMDiQfoZjeO7HLZ-2BJd4-2BBY5KAUvPbgA-2FlxlY7ZDTe7e8zFs8-2FrCgciCQh5vmr-2Fk8pTVMLyaYZRU5u0v7xXJSrHNL66DpOGP-2BZhKzPF744PtCRRv2f1LmLLEv1dYOF90f70o02EwaW79bTkCPy-2BqbowEcE1pONLKEbE6XX95On1XBQc4-3DuwGz_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9Fqe1GB6VJbgAoWLrSemVIN4AkmtTdlHHawCZ2YeMIYrG1vTH99xAfZBTnagObSE-2BKeVfU5Mf-2F9fu7QIWvz4S-2FvSJNpaw2ED1C3oa1-2BtlwdmOo9a8GfUoMutVng-2Fn6jCWObJ1Oo1modshYNfwIdfTKIk4ch6n3pqdnRCxgAUjxaS6HZg08zG9Zd4dOrQ674QOuZowGrqiCh-2BOPRBt05QbppsVjQS9d3A4zx3KV9xR6SMahyg3y-2BYSBFLWw-2BS2NiMlmrwTpjOjG-2BcUM97ji7CwK-2FKalKZR-2FKUxE3MoG4wWgjwFWnAouWhi-2FVPocV6xS6QNFdA
http://email.prnewswire.com/ls/click?upn=OXp-2BEvHp8OzhyU1j9bSWuwMvMWelqIco5RbfBrouY-2BSCru09tDegXls2-2BRk3gMDiQfoZjeO7HLZ-2BJd4-2BBY5KAUvPbgA-2FlxlY7ZDTe7e8zFs8-2FrCgciCQh5vmr-2Fk8pTVMLyaYZRU5u0v7xXJSrHNL66DpOGP-2BZhKzPF744PtCRRv2f1LmLLEv1dYOF90f70o02EwaW79bTkCPy-2BqbowEcE1pONLKEbE6XX95On1XBQc4-3DuwGz_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9Fqe1GB6VJbgAoWLrSemVIN4AkmtTdlHHawCZ2YeMIYrG1vTH99xAfZBTnagObSE-2BKeVfU5Mf-2F9fu7QIWvz4S-2FvSJNpaw2ED1C3oa1-2BtlwdmOo9a8GfUoMutVng-2Fn6jCWObJ1Oo1modshYNfwIdfTKIk4ch6n3pqdnRCxgAUjxaS6HZg08zG9Zd4dOrQ674QOuZowGrqiCh-2BOPRBt05QbppsVjQS9d3A4zx3KV9xR6SMahyg3y-2BYSBFLWw-2BS2NiMlmrwTpjOjG-2BcUM97ji7CwK-2FKalKZR-2FKUxE3MoG4wWgjwFWnAouWhi-2FVPocV6xS6QNFdA
http://3dcloud.com
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Ed Young
Fabricator’s Business 
CoachOne of the great things about this 

industry is that there are so many 
machine and technology and 

software and service solutions to help 
a shop owner improve their business.  
The challenging aspect is there are so 
many of these choices and the number 
of options has increased in a relatively 
short time.  Trying to sort through all 
these options can be overwhelming.

With so many choices, how is a fab 
shop owner supposed to make the right 
decision for their business?

One option is to get opinions from others.  
For example, if you are trying to decide 
which digital templating system to buy, 
you could ask for input from a Facebook 
group.  Unfortunately, you will get almost 
as many opinions as there are members of 
the group.  If you survey fellow members 
of an industry association you belong to, 
you may or may not get more thoughtful 
answers.  However, some of those folks 
might allow you to come visit their shop 
to see how they use the equipment.  They 
might even let you talk to their templat-
er(s).  That can be helpful.

One of the challenges with this approach 
is understanding the context of the infor-
mation you are gathering.  How much 
research did the other owner do before 
selecting their template device?  What cri-
teria were critical to their decision?  Are 
they more focused on supporting multifam-
ily commercial work or do they do mostly 
high-end custom homes?  What volume of 
templates do they complete each day? How 
is that impacted by the geographic spread 
of a templater?  What requirements does 
he/she have for the completeness and for-
mat of the output file?  How do all these 
factors fit with your business needs?

In making a decision like this, ask-
ing the right questions while minimizing 
the impact of any personal pre-conceived 
notions can be a challenge.  Plus, there can 
be a lot of factors that need to be included 
in your evaluation.  How do you organize 
and track all this data so you can make the 
best decision for your business?

One tool that can help is 
a Decision Matrix.

To help you work through this exam-
ple. You can download a copy of the tool 

calculations to make and then total up.  A 
spreadsheet can make short work of all that 
math.

Once you have done all this work, you 
may be tempted to simply choose the 
option with the highest score.  While not 
a bad choice, I recommend you take the 
time to evaluate the total scores.  Why does 
Brand B score so much higher than Brand 
C?  You thought they were almost equal, 
but the numbers don’t reflect that.  Which 
factors made one option higher than the 
other?  Now that you see the outcome, does 
this validate the weighting you placed on 
the factors?  Does it validate your assess-
ment of the factors?  

As you look at the big picture, you may 
be tempted to change some of your ratings.  
Caution: Resist this urge.  Unless your 
group truly believes there is a mistake in 
the ratings, you could end up just manipu-
lating the numbers to get the solution you 
wanted all along. 

While this isn’t a totally bullet-proof pro-
cess, if you take the time to work through 
each of these steps, you will be very con-
fident in the outcome.  If you have also 
involved key members of your team (espe-
cially the end users) in each step of this 
process, you will create momentum and 
buy-in that will help insure successful 
implementation of the end result.

If you need a hand getting started on 
your next big business decision, email the 
author at Ed@FabricatorsCoach.com or 
call at 864-328-6231 and he’ll be happy to 
help out. 

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

Decisions, Decisions

at fabricatorscoach.com/free-helpful-
tools/ .  This sample has some fictitious 
data loaded to help you understand how to 
use the tool.  It also tracks with the exam-
ple in this article.

The first step is to define the factors that 
are important to you.  This is where talking 
to other users can be helpful.  What crite-
ria did they assess and why?  What features 
were important to them?  Now that they 
have used the tool for a while, what fea-
tures do they like the best?  What features 
do they not use?  What would they like the 
manufacturer to change about the tool and 
the software?

As you ask these questions, it is critical 
to understand why each answer is import-
ant to that individual.  Owners have differ-
ent criteria than templaters and CAD folks.  
Also understanding the business factors 
that drive those assessments is important.  
What is important to your high-end cus-
tom home builder business may not be as 
important to a business focused on multi-
family commercial work.

The next step is to apply a weight to each 
of the factors you listed.  How important 
is purchase price vs training time?  How 
would you rank the types of file formats 
available vs the level of US based support?  
All factors should not be weighted equally.  
Your weighting will be different from that 
of another fabricator.

Using a scale of 1 to 9 and only using the 
odd numbers will help separate the options 

when you go to add up the scores.  As you 
apply weights, remember the old saying: 
“If everything is critical, then nothing is 
really critical.”  

Once you have applied the weights to 
your factors, review each and compare 
them to each other.  Taking the time to 
review these weights will improve the 
overall quality of your analysis – and the 
resulting decision.

Documenting what constitutes a higher 
score vs a lower score for each factor is crit-
ical to ensuring the rankings are all scored 
similarly.  If someone thinks low price is 
a low score and someone else thinks low 
price is a high score, you will have confu-
sion when it comes time to evaluate each 
provider.  Take time to define and docu-
ment the rankings.

Third, gather as much information as 
possible on each of the providers you are 
considering.  Using the same 1 to 9 rat-
ing scale, evaluate each of the providers on 
the factors you identified.  It can be help-
ful to have some of your staff involved 
in the evaluation process.  Getting differ-
ent perspectives on how Brand A stacks 
up against Brand B will help improve the 
quality of your ratings.  It also generates a 
lot of buy-in for the eventual final decision.  
If your employees participate in the deci-
sion, they are much more likely to make 
sure the system works once you purchase 
it.

This next step is where the spreadsheet 
earns its keep.  To get a total score for each 
provider, you multiply the weighting for 
each factor against the score for that factor.  
This tells you how each provider scored on 
each factor.  You then add up all these cal-
culations to get a total for each provider.  
If you have 20 factors, then you have 20 

Training & Education

Scoring: Lowest - 1,3,5,7,9 - Highest

Factors Weighting Brand A Brand B Brand C
No consumables 9 9 3 9 Does not use consumable supplies like targets

Accuracy at 20 ft 5 5 9 9 Higher score for greater accuracy
Accuracy in dusty conditions 9 3 9 5 High quality is a high score

Dedicated class training available 9 7 9 5 Higher score for greater frequency
Remote US based support available 7 9 9 3 Higher score for US support

Speed at which spare parts can be received 7 5 9 3 Shorter speed is a higher score
Purchase price 9 5 3 9 Higher score for lower price

Delivery time 9 7 1 3 Higher score for shorter delivery time
Spare parts 9 9 5 3 Higher score for greater days of spare parts on hand at nearest US office

Maintanance costs 5 7 7 5 Low maintenance cost is higher score
Maintenance frequency 5 7 7 3 low frequency is higher score

Completeness of online training resources 9 3 5 3 More extensive resources is a higher score
Time to master 3 5 7 7 Shorter time is a higher score

Output formats available (dxf, etc) 9 3 5 3 Having the desired output format is a higher score
3D solution capability 7 3 7 1 Higher score for 3D capability

Built in library of sink files 9 5 5 1 Higher score for more files
Weight 7 7 3 5 Higher score for lower wieght

Overall size 7 7 7 5 Higher score for smaller size
Battery life/requirements 9 3 7 3 Higher score for long battery life

Set up time 3 7 7 5 Higher score for shorter set up time
Average time to complete template 9 1 3 7 Higher score for shorter time

File clean up required 8 5 5 1 Higher score for no file clean up needed
Total 750 856 554 0

Digital Templating Solution Comparison Matrix

With so many options, 
how am I supposed to make 
the right decision?

mailto:Ed@FabricatorsCoach.com
mailto:Ed@FabricatorsCoach.com
https://fabricatorscoach.com/free-helpful-tools/
https://fabricatorscoach.com/free-helpful-tools/
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NSI Announces New Board Members

Banchitta and Papagiannouli will be 
formally welcomed to the board during 
the first meeting of 2023 at StonExpo. 
The Natural Stone Institute would also 
like to thank their outgoing board mem-
bers: Ali Kader (Egy-Mar International) 
and Michael Picco (PICCO Engineering) 
will conclude their board service at the 
January 2023 board meeting.

The Natural Stone Institute is a trade 
association representing every aspect of 
the natural stone industry. The current 
membership exceeds 2,000 members in 
over 50 nations. 

Visit www.naturalstoneinstitute.org. to 
learn more.

The Natural Stone Institute will 
welcome two individuals to its 
board of directors in January 2023:

Restoration & Maintenance
Sal Banchitta, 

 Simple Stone Care
Sal Banchitta graduated from Hunter 

College with a Bachelors in geology and 
served in the Natural Stone Industry for 
over 35 years in diverse capacities. Sal’s 
unique concept of a “one-stop shop-
ping” business model created Stone 
Boss Industries in 1991. Sal’s interna-
tional start-up partnerships with Akemi 
GmbH and Bellinzoni SRL successfully 
branded these products in the USA and 
was his incentive to create Simple Stone 
Care, a made-in-the-USA manufactur-
ing company, that today offers a quality 
product line for the care, restoration, and 
maintenance of natural stone. Sal estab-
lished a network of made-in-the-USA 
raw material suppliers and developed 
proprietary formulations in collaboration 
with other cleaning supply manufactur-
ers and Fortune 500 chemical compa-
nies. Sal currently serves as a technical 
consultant for large companies in build-
ing management and restoration. His 
expertise is often sought out by stone 
workers and executive management 
alike as an advisor and problem solver.  

Global (International)
Irini Papagiannouli, 

John Papagiannoulis Bros SA
Irini Papagiannouli is currently part of the 

third generation of John Papagiannoulis 
Bros SA and a proud ambassador of nat-
ural stone and timeless Greek marble. 
She has a background in public relations, 
event management, marketing and com-
munications, and the nonprofit sector and 
has 10 years of experience in high-im-
pact projects before joining the family 
business. She is a board member at the 
Greek Marble Association (GMA) work-
ing on strategic partnerships, marketing 
of natural stone, and being a liaison to the 
Natural Stone Institute. Irini is a partici-
pant of the Women in Stone program and 
is passionate about sustainability, digital 
transformation, design and architecture, 
international collaborations, and the posi-
tive impact companies and sector associa-
tions can have on a local and global level. 

Sal Banchitta, New NSI Board Member, 
Restoration and Maintenance

Irini Papagiannouli, New International 
NSI Board Member

New Products from Arizona Tile

AS winter approaches, many people 
find themselves faced with the 

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

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

For more information please visit www.
AZtile.com.

“I’m sick of following my dreams, man. I’m just going to ask 
where they’re going and hook up with ’em later.”

–Mitch Hedberg

http://www.naturalstoneinstitute.org
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I was sitting having a cup of joe in my 
favorite greasy spoon when Flo started 
talking to me about the advances 

in technology over the years. Like me, 
Flo was no spring chicken and had been 
working at the same diner for nearly 35 
years. We talked about the times before 
cell phones, fax machines, the internet, etc. 
I mentioned to her about how we used to 
play outside when we were kids, and that 
our moms often told us not to come in till 
it got dark.

Boy, how times have changed. Even the 
stone industry has changed, and today I 
would discover another new invention in 
the stone fabrication industry. 

Just as I was about to pay for my break-
fast, my phone rang. The lady calling 
sounded like she was in tears.  She told 
me she had bought a new construction 
home and there was no sink in her kitchen. 
I said, “Excuse me?” because I thought I 
heard her wrong. 

She repeated, “I think someone stole it. 
I have beautiful granite countertops but 
there is no sink,” she said.  I asked her if 
she had the home built, and suggested she 
contact the builder. She said the house was 
a foreclosure and the builder went bank-
rupt and could not be located. She begged 
me to come out and see if a new sink could 
be installed. Business was kind of slow, so 
I reluctantly agreed to take a ride out since 
it was in town.

Frederick M. Hueston, PhD

The Case of the Missing Sink

I paid for my breakfast, said 
goodbye to Flo and the reg-
ulars, and headed over to 
the scene of the sink heist.

I pulled up to a house in 
an upscale neighborhood. 
I have been in several of 
these homes, in similar 
developments, investi-
gating various stone and 
tile issues.   The lady who 

called me was at the front 
door. She was a tall 
redhead, and she 
kind of looked like 

Lucile Ball. 

When she introduced herself I almost 
asked her, “Where’s Ricky?” since she 
sounded just like Lucy, too. She led me 
into the kitchen and there was the beauti-
ful Black Absolute countertop – and she 
was right, there was no sink. Now, let me 
clarify; there wasn’t an opening where 
the sink should be – just a flat counter-
top. There was a faucet, but it appeared 
as though they forget to install the sink. 
I asked her if she knew if the faucet was 
hooked up. She said she didn’t know. So 
I took a glass that was nearby and turned 
the facet on, and it worked. That’s very 
odd, I thought.  I opened up the cabinet and 
noticed that there was a drain. Now I was 
really confused. 

I stood up and turned the faucet on, and 
lo and behold, the water ran to the back and 
drained away. All of a sudden I remem-
bered reading about a new type of kitchen 
sink called a vanishing sink or invisible 
sink. There are several types now being 
introduced that use a gentle slant to a small 
slit in the top. I laughed and she laughed, 
as well. A simple Google search will show 
you some options. (Plus, if Kim Kardashian 
has one, you know it’s A Thing.)

Now, for you fabricators, you’re prob-
ably going to need a CNC to offer these 
types of sinks. I can’t wait till tomorrow 
morning to tell Flo about my latest adven-
ture. Another case solved – and this old 
man learned something new.

The Stone Detective is a fictional charac-
ter created by Dr. Frederick M. Hueston, 
PhD, written to entertain and educate. Dr. 
Fred has written over 33 books on stone and 
tile installations, fabrication and restoration 
and also serves as an expert for many legal 
cases across the world. Fred has also been 
writing for the Slippery Rock Gazette for 
over 20 years. 

Send your comments to fhueston@stonefo-
rensics.com.

The Stone Detective

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

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

NSI Completes 46th 
Home with Gary 
Sinise Foundation

Continued from page 10

Bryan is the National Spokesman for 
Quantum Rehab, a division of Pride 
Mobility Corp., and travels the country 
making numerous personal appearances 
while delivering his message of persever-
ance and determination in major rehab 
facilities. In addition, he is a spokesman 
for USA Cares, a non-profit organiza-
tion based in Radcliff, Kentucky, that is 
focused on assisting post 9/11 veterans in 
times of need.

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

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

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

party is unfit to rule —  
and both commonly succeed,  

and are right.”  
—H. L. Mencken

mailto:fhueston%40stoneforensics.com?subject=
mailto:fhueston%40stoneforensics.com?subject=
mailto:rise@naturalstoneinstitute.org
http://www.naturalstoneinstitute.org/RISE
http://www.naturalstoneinstitute.org/RISE
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800-575-4401www.BBIndustriesLLC.com

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

Unique 25mm 
segments have a 

fang pattern, a 
diamond array that 

lasts, with the ability 
to cut natural and 
engineered stone 

with speed!

• Consistent Cuts with Fast Speeds and Long Life

• Cuts Natural and Engineered Stone

• Miters: Reduce Feed Rate by 30 percent

• Available in 14”, 16”, and 18”

• 25mm Segments

• Wet Use OnlyVi
is the bridge saw blade that 

you need and trust.

Obviously, it’s a new year, and tra-
ditionally, it’s a time of reflec-
tion and new beginnings. We’re 

all sitting around making and probably 
breaking our New Year’s resolutions: lose 
weight, stop smoking, travel more, drink 
less, find a different job, spend more time 
with family, etcetera.

However, the new year should also be 
a time for new beginnings on your cyber 
security. You might be asking yourself,  
“Why now?” There are actually three very 
good reasons why:

1 – 2022 saw a record number of secu-
rity and data breaches in large companies 
that we all deal with from time to time. 
Companies such as Verizon, Marriott, 
Twitter, Samsung, Holiday Inn, Uber, and 
Dropbox, just to name a few. There are 
many, many more. 

2 – We just came out of a record holiday 
season. The United States citizenry spent 
over $9,000,000,000 (that’s 9 BILLION 
dollars) on Black Friday and not to be 

Sharon Koehler
Stone Industry Consultant

Protect Yourself outdone, we spent over $11,000,000,000 
(11 BILLION dollars) on Cyber Monday. 
Plus, with Small Business Saturday lodged 
in-between, we outdid ourselves on spend-
ing. What that means is we spent a lot 
of time giving out personal information, 
swiping cards, and visiting sites we don’t 
normally visit. All this activity increases 
the chances of fraud, hacking, and/or sto-
len data, either at the company level or the 
personal level.

3 – We are human, and I would wager 
that unless forced to do so, we don’t think 
about our cyber safety or security. It just 
isn’t something most of us normally think 
about in our day-to-day lives. So, it has 
probably been a while since you took steps 
to protect yourself. The new year is a great 
time to protect yourself moving forward. 

What can you do to protect yourself?

• Change all your passwords.
• For extra safety, change your user 

 names and pins as well.
• Don’t reuse passwords. Each site  

 needs a different password. That  
 sounds like a lot to remember but  
 Google will store them for you if  
 needs be.

• If the site offers it, use 2-step veri- 
 fication. Yes, it’s a pain, but it is  
 safer. (2-step verification is when  
 you input your username and pass 
 word and the site sends a code to  
 you that you must enter to log  
 on to the site, usually either to your  
 mobile device or your email.)

• Check to see if a company you order  
 from has been breached. It’s a sim- 
 ple Google search. A U.S. company  
 that has been breached is required  
 by law to send you a notice of the  
 breach, but the notice could get lost  
 in spam or junk mail. Or maybe you  
 have changed your email since you  
 last visited their site. 

• Check your credit report. Each of  
 the 3 big credit reporting companies  
 (Transunion, Experian, and Equifax)  
 will give you one free credit report  
 per year. Basically, you can get  
 a total of 3 free credit reports per  
 year, one from each company. If you  
 find an error, dispute it with the  
 reporting agency right away.

• Use a VPN (Virtual Private  
 Network) when browsing the inter 
 net or online shopping. It encrypts  
 your internet connection so no one  

 can see what you are doing.  Just be  
 sure to do your research and pick the  
 one that is best for you. 

• Invest in a credit monitoring site  
 like Aura or LifeLock. They can  
 monitor things you don’t even think  
 or know about.

• Get identity theft insurance.

If a site/company you deal with has been 
breached, reach out to them. Frequently, a 
breached company will offer support like 
free credit monitoring or other help if you 
wind up a victim because of the breach. 
Remember, detection of breaches is not 
instant. It can take months for a company 
to realize there is a problem. They should 
notify you but by then it may be too late.

What should you do if your information 
is stolen or hacked?

• Notify the authorities.
• Notify the credit bureaus.
• Notify the FTC.   IdentityTheft.gov
• Add a fraud alert to your accounts  

 with the 3 credit reporting agencies.  
 It will stay in your account for a  
 year. It notifies any company pro- 
 cessing a credit application in your  
 name that you may be the victim of  
 fraud and they need to take extra  
 steps to verify the identity of the 
  person trying to open an account. It  
 won’t count against you. It is meant  
 to protect you.

• Or freeze, aka lock your credit. This  
 should be considered a drastic 
  measure and used as a last resort. It  
 essentially “locks” your credit where  
 it is. No new accounts can be  
 opened in your name, at all. Not by  
 anyone else — but also, not by you.  
 If you want to open a new account,  
 you will need to “unfreeze” your  
 account first. 

• If you have identity theft insurance,  
 file a claim.

It seems like, these days, data breaches 
and identity theft are an everyday occur-
rence. You can’t get away from them. 
However, that doesn’t mean you need to 
make it easy for the thieves, hackers, and 
all-around bad guys.  Protect yourself. And 
have a great 2023.

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

http://IdentityTheft.gov
mailto:Sharonk.SRG%40gmail.com?subject=Slippery%20Rock-%20August%20artilce
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FINE STONE™

“It’s like a diamond – one in a million – 
and when we find one, we celebrate.”

ALMA’s works are the only in the world 
known to practice this technique — mak-
ing them truly one-of-a-kind artworks. 
Currently, ALMA has 12 pieces available 
for sale, with several more in various stages 
of development. One of ALMA’s most 
prominent displayed pieces is Bénédiction, 
a 104 by 60-inch slab of French Brèche 
de Vendôme marble, currently on dis-
play in Long Branch, New Jersey’s SALT 
Steakhouse, until 2026.

Their art installations have a broad appeal 
and capture themes that resonate strongly 
with some groups, while others are sim-
ply drawn in by the appeal of artwork that 
exists at the intersection of art, nature, and 
technology.

“This is untouched by human hands,” 
says Zelingold. “It is the oldest art in the 
world, reimagined with the metaphysical 
properties of light – resulting in a master-
piece that can’t possibly be replicated.”

To learn more about ALMA’s process 
and explore their exquisite art installations, 
please visit www.almaartstudio.com. 

Detail from Bénédiction, showing fig-
ures emerging from the stone patterns

Continued from page 1

Application-Only up to 
$400,000!1

1Financing dependent on credit parameters.

Apply Online:
Ascentium.info/Rock2023

http://www.almaartstudio.com


16 |  January 2023 SlIppery rock GazeTTe

NTCA Names Tile Setter Craftsperson 
of the Year Recipients

The National Tile Contractors 
Association (NTCA) is pleased to 
announce the 2022 winners of the 

NTCA Tile Setter Craftsperson of the Year 
awards in residential and commercial market 
segments. This year’s winners are Gabriel 
Cortez with Heritage Marble & Tile in Mill 
Valley, Calif.,for the residential award, and 
Triniti Vigil with J & R Tile, Inc., of San 
Antonio, Texas, for the commercial award.  
Both will be recognized at the NTCA 
Ambassadors Reception at TISE in Las 
Vegas on January 30, 2023.

Gabriel Cortez, 
Heritage Marble & Tile

Cortez started with Heritage Marble & 
Tile in 1998, where his value as a tile set-
ter was quickly realized.  Through the years, 
Cortez has not only grown personally, but he 
has become a key player to the growth of the 
company.  Today, Cortez not only sets tile 
but also mentors and trains up and coming 
tile setters.  One former apprentice stated, 
“His eye for detail often had me redoing 
work because it did not meet his standards. 
Although it was difficult to tear out and redo 
at the time, I now realize how it benefited me 
today.”  Cortez not only mentors in the trade 
but he is also involved in the community and 
mentors young people at his church.

Gabriel Cortez (front row, 4th from left) 
with his team at Heritage Marble and Tile.

Above: Cortez at the 2020 CID award- 
winning Corte Madera Pool Grotto project.

Above: J&R Tile’s Triniti Vigil, Director 
of Installation and Training, on the job 
at the 2021 CID award-winning San 
Pedro Creek Cultural Park project in 
San Antonio. 

Triniti Vigil, J&R Tile
Vigil started with J & R Tile in 2007.  

Today Vigil is the Director of Installation 
and Training, but you can still see him on the 
job setting tile and active mentoring. Vigil is 
also known to educate the design community 
on the need for qualified labor. He is a CTEF 
Regional Evaluator for the CTI program.  

In his spare time, Vigil is a volunteer 
coordinator for the Westside San Antonio 
Chamber of Commerce, where he works 
to improve neighborhoods.  One local con-
tractor stated, “Triniti is helpful, caring, 
resourceful, and happy to offer help no mat-
ter the task. Even though he doesn’t need to, 
he always does so willingly and cheerfully.”

“Government is 
 instituted for the 

common good; 
for the protection,  
safety, prosperity, 
and happiness of 

the people; and not 
for profit, honor, or 
 private interest of 

any one man, 
family, or class 

of men…” 
—John Adams

To be considered for this honor, nomi-
nees were required to have a minimum of 
15 years of installation experience and must 
still be setting tile today.  They were evalu-
ated on artistry, technical correctness, prob-
lem solving, continuing education, and 
mentoring or leading others. 

 
 To recognize outstanding artistry and 

craftsmanship in the field, the NTCA asks 
yearly for nominations of NTCA members 
for this prestigious award.

Learn more about Cortez and Vigil in 
upcoming issues of 2023 TileLetter and 
TileLetter ARTISAN publications.
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

Happy New Year to all the Slippery 
Rock readers! I hope you all had a 
wonderful holiday time with your 

families and friends. It’s the beginning of 
a new year, so I wanted to talk about some 
products, directions for use, and appropri-
ate applications. As I am somewhat of an 
authority on the subject, let’s discuss M3 
Technology’s most popular products.

First things first: unfortunately, prices 
are rising again. Chemical prices are rising 
due to raw materials costs, as are machine 
prices, too. Diamond pricing will be right 
behind as the cost of resins will be increas-
ing as well. Freight costs pretty much go 
up at every year’s end, around the holi-
days. I don’t say these things to bum every-
one out. I just want you to be prepared so 
you can adjust your pricing accordingly 
to help ensure you remain profitable. It is 

what it is. Let’s talk about polishing. To 
me, polishing is usually considered the 
final step in a progressive form of abrasive 
action (smoothing), from coarse to fine. 
Once stone is honed to an acceptable sur-
face profile pattern (to many this is some-
where between 400 grit and 800 grit, for 
most marble and similar materials). Of 
course, these grits may not be sufficient for 
some from stones and a higher grit hone 
may be required (such as an 800, 1,800, or 
even 3,500), prior to polishing. The green 
marbles (serpentines) are a good example 
of a stone which may require more steps to 
achieve a good polish.  

I will normally go to my favorite pol-
ish, Majestic 5X Gold, 90% of the time 
for most marble. Sometimes, I use more 

Product Review

Please turn to page 18

This marble pedestal vanity was etched and 
worn from years of useand lack of proper care.

5X per square foot than other times. And 
sometimes, I may use more or less water. 
I can also vary the weight of the machine, 
the number of passes (time) spent per 
square foot, or even the type of pad. 
These are most of the variables that can 
be adjusted when using this type of pow-
der polish process. So the same applies to 
Majestic DiaBrite 10X, Majestic XXX, 
and  Majestic Marble Polishing Compound 
(MPC), as all of these type products are 
used in the same manner. I suggest every 
contractor have at least a few of these pow-
der polishing products on their trucks or 
vans for when the recommended test area 
is first completed. Confirm which product 
works best on that particular material.

When using polishing powders, it is easy 
to leave what I call heat swirls and slight 
surface blemishes as a result of the polish-
ing process. Sometimes it just happens, on 
some stones more than others. I found out a 
few years ago, from one of my customers, 
that running a 12,000 grit PLP diamond 
impregnated pad cleans up the marble per-
fectly after polishing. I just run the PLP 
12,000 wet in some quick passes across the 
floor, and any heat swirls and minor imper-
fections are easily “popped.” Do your own 
test to confirm this trick for yourself.

Marble vanity after restoration using 
Majestic 5X Gold. In my opinion, 5X 
Gold is absolutely the best marble 
 polishing powder in the world.

 

“Clothes make the man.  
Naked people have little or 

no influence in society.”
–Mark Twain

“So, your answer is ‘bark bark?’ Well, would it 
interest you to know that in your sworn 

deposition from January 6, you said, and I quote:  
‘Bow wow wow?!’ Well, which is it, Rex?”

© MARK ANDERSON. www.andertoons.com



18 |  January 2023 SlIppery rock GazeTTe

come with a tank, weights, drive plate, and 
splash guard. These machines are designed 
with the restoration contractor in mind. 

Single disc swing machines are the 
workhorse for the restoration contrac-
tor. Because the single disc- type machine 
tends to keep the polishing powders and 
compounds under the machine, they are 
preferred for polishing and crystallizing.

However, M3 also offers the Cimex 
R48DF planetary machine. This machine 
is very helpful for increasing production 
on grinding and honing projects. Because 
the planetary action is more balanced and 
produces much less torque, it has higher 
production levels and is also much less 
labor intensive. The Cimex R48DF is also 
110 volt, which means there is no prob-
lem with power supply concerns, and this 
is a big deal if you do a lot of residential 
and small commercial projects. Personally, 

Speaking of PLP diamond impreg-
nated pads (dips), these must-have tools 
are essential and you should always have 
some onboard your truck or van. They are 
not meant to replace traditional diamonds, 
but to supplement them. Dips can be used 
in many situations such as light honing and 
polishing of terrazzo, concrete, and natu-
ral stone. PLPs are especially helpful with 
honed stone such as travertine, marble, and 
limestone. I like to use the 100 grit and 200 
grit for these honing applications. 

You can also use a PLP for what is called 
a “one cut and polish (OCP).” If your mar-
ble or limestone is a little too worn for just 
5X Gold, you can use either a 400 grit or 
800 grit PLP first and then run your 5X 
Gold. Of course, this will not provide as 
flat a surface as more rigid diamond discs 
and may not look quite as good. However, 
these differences are usually minimal and 
for those clients who want a more econom-
ical option, this just may be the trick.  

Floor machines are another topic worth 
discussing. M3 Technologies offers sev-
eral good machines, including the M3 
Heavy Duty, and the Mastercraft Quarry 
Master single disc swing machines, also 
available from BB Industries. We usu-
ally stock the 17-inch models of both but 
can also get these in 10-inch, 13-inch and 
20-inch sizes. Both of these machines are 
high-quality, extreme duty machines and 

M3 PLP 12,000 grit diamond 
impregnated pad – excellent for post 

polishing cleanup.

M3 Heavy Duty Floor Machine with weights

Stone Restoration and 
Maintenance Corner

Continued from page 17

I have always liked the Cimex machines. 
However, if you need a larger machine 
for big stone, terrazzo, or concrete proj-
ects and power supply is not a concern, 
you may want to consider a Lavina, Sase, 
Husqvarna or STI. There are other machine 
manufacturers to choose from, too.  

I have noticed that floor machine prices 
have risen in the last year, and the fore-
cast is that they will continue to rise. If you 
are thinking about purchasing a machine, 
I advise going ahead and biting the bullet 
now as they will just keep going up, along 
with food, gas, and most other items we all 
depend on. 

As always and before beginning any new 
project, I recommend submitting a test 
area to confirm the results and the proce-
dure, prior to starting a stone or hard sur-
face restoration/maintenance project. Also, 
the best way to help ensure success is by 
partnering with a good distributor, like BB 
Industries, that knows the business. They 
can help with technical support, product 
purchase decisions, logistics, and other 
pertinent project information.

Let’s Go 2023!

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

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

AN argument between two men 
over a golf game led one 

golfer to bite the nose off the other 
in the parking lot of a casino, police 
said.

Mark Wells, 51, of Biloxi, 
Mississippi, initially fled the scene in 
a Tesla before turning himself in, Bay 
St. Louis Police Chief Toby Schwartz 
said in a news release. 

The nose was not found, and 
the victim was taken to a hospital, 
WXXV-TV reported.

Officers responding to a complaint 
of an assault at the Hollywood Casino 
one Monday night arrived to find a 
victim with a disfiguring facial injury, 
the statement said. “The investigation 
determined that suspect, Mark Curtis 
Wells, bit the nose off of the victim,” 
Schwartz said.

Officers were told that Wells and 
the victim had been arguing through-
out the day over a golf game they 
played at the resort’s course.

Wells was charged with felony 
mayhem and booked on into the 
Hancock County jail, where he paid 
the required 10% of a $50,000 bond 
himself and walked out within the 
hour, WXXV reported.

According to the Biloxi Sun Herald, 
Wells faces up to seven years in prison 
if convicted of the felony, which state 
law defines as a premeditated “crime 
committed with the intent to kill in 
which the suspect mutilates, disfig-
ures, disables, or destroys someone’s 
tongue, eye, lip, nose, limb or another 
body part.”

An official at the jail refused to 
comment whether Wells has a lawyer 
who could speak on his behalf.

No Eagle for You

mailto:publisher%40slipperyrockgazette.net?subject=Bob%20Murrell%27s%20column
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Ask any aging Baby Boomer. Kids 
today are less educated, mannerly 
and industrious — not to mention 

more selfish, rebellious and lazy — than 
ever before.

Well guess what? It’s been that way for 
thousands of years.

Even geezing Greek philosopher 
Aristotle sermonized about the matter 
in the Fourth Century B.C. “They think 
they know everything,” he groused about 
youngsters, “and are always quite sure 
about it. This, in fact, is why they overdo 
everything.”

I recently stumbled upon Ari’s whipper-
snapper rant while searching for informa-
tion on a totally unrelated topic. One thing 
led to another, and soon I was perusing 
results of a research project by psycholo-
gists John Protzko and Jonathan Schooler 
at the University of California, Santa 
Barbara.

They conducted online interviews with 
3,458 Americans, 33-51 years of age. It 
would take this entire issue of the Slippery 
Rock Gazette to detail all their work, but 
suffice it to say they quizzed these adults 
about how life is today, compared to life 
they remember from their youth.

The key is “how they remember.”
After all the tabulations were assessed, 

the scientists boiled everything down to 
what they called the “Kids These Days 
Effect.”

Yep. It’s the same selective memory 
from a song made famous in “Bye, Bye 
Birdie,” the award-winning Broadway 
musical from the early 1960s: “Why can’t 
they be like we were, perfect in every way, 
what’s the matter with kids today?”

“It’s the exact same complaints time after 
time: They’re disrespectful, they don’t lis-
ten to their elders and they don’t like to 
work,” Protzko was quoted in a publica-
tion from the university. “There is a psy-
chological or mental trick that happens 
that makes it appear to each generation 
that the subsequent generations are objec-
tively in decline, even though they’re not.”

How well I know. I once had to give 
myself a personal dope slap while raising 
hell to my kids about rap and heavy metal 
music. About the time my pious fulmina-
tions hit third gear, I suddenly remembered 

Sam Venable 
Department of Irony

What in Tarnation Has Happened 
to Young People Today?

my father raising similar hell about rock 
and roll. For once, I had the good sense to 
shut the hell up. Touché.

The two researchers also discovered that 
the more skilled adults were in any given 
pursuit, the more likely they were to com-
plain about youthful deficiencies. Thus, if 
Glen Grownup enjoys (pick any topic, any 
hobby, any job, whatever), he often thinks 
younger practitioners are dumber than a 
sack of rocks.

OK, I get that. Times change; people 
don’t. I understand the “kids these days 
effect” completely. But there’s one thing I 
know to the pit of my soul that has, indeed, 
changed.

Geography.
How come the gentle mountain trails I 

hiked as a teenager have become decidedly 
steeper and rockier in the last 50 years?

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

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

800-575-4401www.BBIndustriesLLC.com

u Seal
u Bond 
u Protect

See the full Stone Shield 
 line at TISE Booth 3823.

Firefighters in Alaska got an unusual request 
for assistance one weekend from the Alaska 

Wildlife Troopers, but it wasn’t your mundane 
cat-stuck-in-a-tree situation. 

“They were looking for some help getting a 
moose out of a basement,” said Capt. Josh 
Thompson with Central Emergency Services on 
the Kenai Peninsula. “I’m not kidding.”

The moose, estimated to be a 1-year-old bull, 
had a misstep while eating breakfast one Sunday 
morning by a home in Soldotna, about 150 miles 
(240 kilometers) southwest of Anchorage.

“It looks like the moose had been trying to eat 
some vegetation by the window well of a base-
ment window and fell into it, and then fell into 
the basement through the glass,” Thompson 
said. That’s where it was stuck, one floor below 
ground.

A biologist with the Alaska Department of 
Fish and Game was able to tranquilize the 
moose, but the animal wasn’t completely 
unconscious. 

No Moose is Good Moose “He was still looking around and sitting there, 
he just wasn’t running around,” Thompson said. 

Once sedated, the next problem was get-
ting the moose — which weighed at least 500 
pounds — out of the house. Improvising a bit, 
responders grabbed a big transport tarp that’s 
typically used as a stretcher for larger human 
patients. Once the moose was in position, it took 
six men to carry him through the house and back 
outside.

Photos of the morning rescue show the moose 
unfazed, simply looking ahead between the two 
men maneuvering the front of the tarp down a 
hallway, watching where they are going.

Thompson said the moose just hung out for 
a while after they got outside until a reversal 
agent for the tranquilizer kicked in. The biolo-
gist also treated minor lacerations on the back of 
the moose’s legs from falling through the win-
dow, the Anchorage Daily News reported.

Once the sedative wore off, the moose appar-
ently had his fill of human companionship and 
wanted to get back to the wild.

“He got up and took off,” Thompson said.

mailto:sam.%20venable%40outlook.com?subject=Sam%27s%20humor
mailto:sam.%20venable%40outlook.com?subject=Sam%27s%20humor
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The Slippery Rock Marketplace

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

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

Integra Adhesives are the tube 
innovator and have the best 

color match website to make it 
the best/easiest in the industry.

All others are 
just imposters! www.integra-adhesives.com

www.FabricatorsCoach.com

• Plan Your Year
• Execute Your Plan
• Track Progress/Adapt

COACH ED CAN HELP YOU
GET IT DONE!

Start 2023 out RIGHT!

C
OU

NTERTO
P

M

A R K E T I N G C
O

.

Grow the Retail Side of your Countertop Company

https://countertopmarketingco.com/

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

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

www.BBIndustriesLLC.com

We’re so confident you’ll love the 
quality & polish of Talon™ pads, 

we offer them with a 
100% Money Back Guarantee!

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

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

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

Material Handling • Air Tools  •  Electric Tools

Save BIG on  
Hercules stone  

transport solutions.

© MARK ANDERSON. www.andertoons.com

Vi
BBIndustriesLLC.com    800-575-4401

There’s a new Viper in town

New Vacuum Cup from 
GRABO

The OTTOVAC is a brand-new power tool that’s 
going to change the way you move and install sur-
faces. It is a portable electric vacuum cup. It pres-

ents itself in a traditional pump-action style cup, however 
this fastens onto your material with simply the push of 
a button, and will can release the suction with that same 
button.

This new tool completely removes the pump action that 
is traditionally needed to activate suction on the cup, and 
also gives you confidence of the actual vacuum suction 
the tool has on your surface because this new tool comes 
with a revolutionary automatic on / off sensor.

The automatic on / off sensor is built in the tool that tells 
the vacuum pump to engage to build suction, and to stop 
when it reaches sufficient vacuum. 

In the event the tool begins to lose suction or “bleed,” the 
tool will kick back in and regain suction, so you’ll always 
be in the safe zone for as long as you need it. When the 
vacuum in the base of the suction cup reaches -55 kPa, the 
pump will automatically stop after a three-second delay.

When the vacuum level drops below -55 kPa, the pump 
will automatically restart, reaching the required pressure 
during operation. The tool is rated to safely hold up to 440 
lbs (200kg) and is powered by 4 AA batteries.

®
Quality Polyester, Vinyl  Ester, Enhancers  

BBIndustriesLLC.com    800-575-4401
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The Slippery Rock Classifieds

For Sale

BACA SYSTEMS - BACA Miter X. 
For Sale: **New** BACA SYSTEMS 
- BACA Miter X 14in blade miter saw. 
This was purchased new but never put in 
production. Our loss is your gain. $42,000

• 140 in cut stroke
• Heavy duty pneumatic clamps lock 
material in place
• Control the RPM of the blade for differ-
ent materials
Pick up at our location or you pay ship-
ping to North America. Phone: (864) 921-
5611, veastcoast11@gmail.com .

___________

2019 Prodim Proliner 7 CS Digital 
Templating. Perfect Condition. Have too 
many, trying to sell one. Also have a 2016 
model available. Will sell either machine.
Includes aluminum tripod, 2 batteries, 
charger, remote control, case. Asking 
$15,000 OBO. Contact: Rick Adams, 706-
318-3181, radams@stargraniteinteriors.
com .

___________

CLEARANCE SALE – EVERYTHING 
MUST GO!! SOUTHOLD QUARRY, 
INC. 44400 Middle Road (Route 48), 
Southold NY 11971. Monday 12/19 – 
Thursday 12/22 10am-3pm. Marble, 
Granite & Stone. Tile, Sinks, Vanities & 
Mirrors. Tile & Plumbing Supplies (Saws, 
Mixers, Blades, Sponges, etc.) Contact: 
Southold Quarry Inc., 631-765-1909, 
sqi1909@optonline.net .

___________

2016 Prodium Proliner 7 CS Digital 
Templating. 2016 Proliner Model 7 
CS Series 2D3D machines. Serial num-
ber 07-1125. Asking $10,000. Contact: 
Stephen Adams, 706-318-3181, radams@
stargraniteinteriors.com .

___________

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

2019 BACA Robo Sawjet for Sale. 
Excellent Condition, Low Hours: robot 
runtime 575.18, waterjet runtime 227 hp, 
pump runtime 267.86, total saw motor 
run time 295.51. Machine located in the 
Southeast. Additional information and pic-
tures available. Priced to Sell: $250,000. 
Call 904-613-6253, jennifer@jandjcorp.
com .

___________

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

___________

Saber CNC. Park Industries CNC Saber 
saw. 1800 hours. Hydraulic table. Great 
Condition. $90,000.00. Contact: Roxanne 
Brown, 973-780-7862, roxanne@alphao-
megastone.com .

___________

Business Opportunities

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

___________

Limestone Fabrication Facility. Turnkey 
Limestone Fabrication business for sale 
in southern Indiana. We have all the 
equipment inside a 7200 Sq Ft Butler 
steel building with double girder over-

head crane. Please call for more infor-
mation. Contact: Michael Donham, 
812-829-5663, mdonham@accentlime-
stone.com. 

___________

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

___________

Help Wanted

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

___________

Hiring Countertop Fabricator & 
Installer. We are looking to fill 2 posi-
tions for a full-time fabricator and lead 
installer, skilled in natural stone and quartz 
fabrication. Must be dependable, detail 
oriented, a team player with a good work 
ethic. Willing to relocate to beautiful 

Kailua-Kona on the Big Island of Hawaii. 
Competitive pay based on Experience.   
Contact: All Natural Stone Fabrication, 
808-324-0410, info@allnaturalstonefab.
com .

___________

Position Wanted

Looking for an opportunity. I’m cur-
rently looking for an opportunity to 
“manage” a Stone fabrication shop. 
Willing to be relocated within USA, 
22 years experience on field. If you are 
looking for help, I would like to help. 
Thank you for your time.  Contact: 
Eddy Gran, flago09@gmail.com .

___________

Wanted

Denver Saw. Looking for an old Denver 
saw with a DNP01 controller or just the 
controller if someone has one. Please 

contact me if you have one or know of 
one. Thanks! Contact: Jeff Kohmann, 
330-575-3871, jeff@rocksolidcutstone.
com. 

___________

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

Stone Industry!
Visit www.slipperyrockgazette.net

To submit a print or online 
classified ad, use the online form at 

 www.slipperyrockgazette.net/
listingform – you will be sent a 
confirmation email. Send other 

ad inquiries to publisher@
slipperyrockgazette.net.

Ads not meeting guidelines on length 
and content will not be published. 

2023 
Classified Ad Deadlines

February 2023 Issue

Tuesday, December 27, 2022

March 2023 Issue

Tuesday, January 24, 2023

April 2023 Issue

Tuesday, February 21, 2023

• 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

Stone Inspection & Troubleshooting

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 •Installation require-
ments •Stone and tile restoration • Lab Testing

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

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

shooting workshop. The class will be 
held February 6-9, 2023 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
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TISE Launches Startup Station for Innovators in 2023

AS part of The International Surface 
Event’s (TISE): SURFACES | 

StonExpo | TileExpo Beyond the Surface 
Programs, designed to reach deeper into 
the many parts of the stone, and tile indus-
tries, TISE announces the Startup Station 
for TISE 2023. This new area in the exhibit 
hall will feature six startup companies 
who are new launching into the market. 
Attendees at TISE 2023 should mark this 

key feature as a destination during their 
TISE sourcing experience.

TISE has a call for innovators who 
have been in the market for less than two 
years to APPLY NOW for consideration. 
Accepted companies will receive a com-
plimentary turnkey booth space inside 
the dedicated Startup Station Pavilion in 
a high-profile location in the exhibit hall. 

In addition, they will also receive a mar-
keting package to ensure maximum expo-
sure for their company as the TISE event 
assists as a launch pad for industry expo-
sure their new product(s) or service(s). 

The International Surface Event (TISE): 
SURFACES | StonExpo | TileExpo has 
served nearly 30 years as an industry mar-
ketplace for floorcovering, stone, and tile 
businesses to come together, seek prod-
ucts and services, build relationships, 
and develop their businesses. For more 
information, please visit www.intlsurface 
event.com. 

To view the sponsors of TISE, visit the 
industry association page on the event 
website.

U.S. Department of Labor Announces
OSHA Training Institute Education Centers

The U.S. Department of Labor’s 
Occupational Safety and Health 
Administration announced the 

addition of a new organization to its 
OSHA Training Institute Education Center 
network and the renewal of 25 existing edu-
cation centers. OTI Education Centers are 
non-profit organizations that offer training 
courses on OSHA standards and occupa-
tional safety and health topics to workers 
and employers across the country.

Since 1992, the OTI Education Center 
program has provided training nationwide 
to private sector and federal personnel from 
agencies outside OSHA and trained more 
than 42,000 people in fiscal year 2022.

The centers also help administer 
OSHA’s Outreach Training Program and 
fulfill the program’s monitoring require-
ments. They are the sole distribution chan-
nel for Outreach Training Program trainer 
courses, including OSHA standards and 
update courses. The program trained more 
than three million people from fiscal 2020 
through fiscal 2022. This voluntary pro-
gram is not a training requirement of any 
OSHA standard.

Following a national competition, the new 
and renewed OTI Education Centers were 

announced on April 18, 2022. The competi-
tion evaluated applicants on organizational 
commitment, experience and qualifica-
tions; staff experience and qualifications; 
location and training facilities; marketing 
and administrative capabilities; Diversity 
Equity Inclusion and Accessibility; and 
language accessibility.

OSHA does not fund OTI Education 
Centers. The centers are supported through 
established tuition and fee structures and 
provide instructors and facilities. For more 
information on the OTI Education Centers 
Program, the Outreach Training Program, 
and the Office of Training and Education, 
please visit the OSHA Training webpage.

The new and renewed OTI Education 
Centers are listed below. An asterisk indi-
cates the new center for 2022:

Region I
Keene State College – Manchester, NH

Region II
Atlantic OSHA Training Center, a con-
sortium that includes Rutgers School of 
Public Health – Somerset, NJ;  
Universidad Ana G. Mendez — Bayamon, 
Puerto Rico;  University at Buffalo 
– Buffalo, NY; Rochester Institute 
of Technology – Rochester, NY

Region III
National Resource Center, a consortium 
that includes West Virginia University – 
Morgantown, WV; and CPWR – Center 
for Construction Research & Training – 
Silver Spring, MD; Mid Atlantic, a consor-
tium comprised that includes Chesapeake 
Region Safety Council – Baltimore, MD; 
and Northampton Community College – 
Bethlehem, PA

Region IV
Eastern Kentucky University – Richmond, 
KY; University of South Florida – 
Wesley Chapel, FL;  Georgia Institute of 
Technology – Atlanta, GA; Southeastern 
OTI Education Center, a consortium that 
includes North Carolina State University – 
Raleigh, NC; and University of Tennessee 
– Nashville, TN; The University of 
Alabama - Tuscaloosa, AL; Volunteer 

State Community College - Gallatin, TN

Region V
Mid-America OTI Education Center, 
a consortium that includes Ohio Valley 
Construction Education Foundation – 
Springboro, OH; Great Lakes OSHA 
Education Center, a consortium that 
includes University of Cincinnati, College 
of Medicine – Cincinnati, OH; Eastern 
Michigan University – Ypsilanti, MI; 
and UAW Health & Safety Department – 
Detroit, MI.
National Safety Education Center, a 
consortium that includes Northern Illinois 
University – DeKalb, IL (lead organiza-
tion); and Construction Safety Council – 
Hillside, IL

Region VI
Texas A&M University Engineering 
Extension (TEEX) – College Station, 
TX; University of Texas at Arlington – 
Arlington, TX;
Mid-South OTI Education Center, a 
consortium that includes Alliance Safety 
Council – Baton Rouge, LA (lead orga-
nization); and Louisiana State University 
– Baton Rouge, LA; Oklahoma State 
University – Stillwater, OK

Region VII
Great Plains OSHA Education Center, 
a consortium that includes Metropolitan 
Community College – Independence, 
MO (lead organization); Barton County 
Community College – Grandview Plaza, 
KS; and Saint Louis University College for 
Public Health & Social Justice – St. Louis, 
MO. 
 
Region VIII
Mountain West OSHA Education 
Center – Salt Lake City, UT; Construction 
Education Foundation – Denver, CO

Region IX
University of California, San Diego – 
La Jolla, CA; Arizona State University – 
Tempe, AZ; California State University, 
Dominguez Hills – Carson, CA; Chabot-
Las Positas – Pleasanton, CA

Region X
University of Washington – Seattle, WA

For more information on the geographic 
areas served by OSHA’s Regional Offices, 
visit www.osha.gov/contactus/bystate.

Centers extend safety and health 
training opportunities throughout US

http://www.intlsurfaceevent.com
http://www.intlsurfaceevent.com
http://www.osha.gov/contactus/bystate
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High stain protection
High absorbtion rate

Impregnating
No hydrocarbons

Indoor/ Outdoor use
Ideal for countertops

AN EXCELLENT STONE SEALER
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Hercules A-Frame Slab 
Storage Racks #6698

Capacity: 15,400 Lbs. Per Side

– Your complete source for storing and transporting stone –

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

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

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

MATERIAL HANDLING SOLUTIONS

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

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

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

Universal Terrazzo & Tile Co.

MATERIAL HANDLING SOLUTIONS

TISE Booth 3823

800-575-4401www.BBIndustriesLLC.com

All Your Fabrication Needs...Including the

Kitchen Sink

NEW!

Featuring the NEW 
15R radius and 
porcelain vanity sinks

BB Industries is proud to present Envy™  
an expanded line of top quality Stainless Steel sinks. 


	_GoBack

