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ALMA Art Studio Reveals  
the Hidden Stories of Stone

AS if the sublime beauty of natural 
stone wasn’t enough to satisfy the 

most demanding stone aficionados wanting 
something unique, the folks at ALMA Art 
Studio have kicked it up a notch by add-
ing their own unique twist, creating cutting 
edge, one-off artworks.       

   
Launched in 2021 by Director Jay 

Zelingold, ALMA Art Studio is located in 
the greater New York City area, an ideal 
location to serve a concentrated market of 
high-end clientele, design industry pro-
fessionals and art enthusiasts, explained 
Zelingold. “From private collectors to 
commercial projects, this is an opportune 
market area to be in. We are very fortunate 
to be here.” 

   
So now you’re wondering, “What is this 

cutting-edge art?” ALMA Art Studio takes 
selected areas of stone slabs, and mixes 
them with lit images to create endlessly fas-
cinating works of art in all sizes. Zelingold 
continued, “It is the best of man and nature, 
and I would describe it as Fine Stone™. 

by Peter Marcucci
Photos  courtesy ALMA Art Studio

That name very deeply encapsulates 
the work that we do. Stone is beau-
tiful, luxurious, exotic, communica-
tive and chaotic. These are the reasons 
why people choose natural stone in 
their home projects. The amount of 
beauty from the earth itself is incred-
ible and unique, and we take some-
thing that is already luxurious, and 
make it even more unique and exotic 
by finding the sense and the story and 
the passion within the chaos. That is 
the beauty of natural stone, and what 
we have done is elevated it into Fine 
Stone™.”   

   
ALMA Art Studio also markets 

nationally to both commercial ven-
ues and residential; however, a world-
wide expansion is in their future, said 
Zelingold. “In terms of sourcing, 

right now is east coast and west coast U.S., 
and as opportunities present themselves, 
we will expand into other territories.”

The artwork  Bénédiction is displayed on a 
Brèche de Vendôme marble slab, shown here 
installed at Salt Steakhouse – detail at right.

2023 Natural Stone 
Foundation Board Announced

The Natural Stone Foundation is proud to 
welcome the following industry mem-

bers to their Board of Directors for 2023:

Tony Malisani – Board President
Kevin Camarata – President-Elect
Rich Katzmann – Immediate 
Past-President
Ralph Morgan - Director
Greg Osterhout- Director
Brie Pfannenbecker - Director
Holly Rohrer – Director 
Rick Stimac – Director 

January 2023. Natural Stone Institute CEO 
Jim Hieb commented: “Since 2017 Kent and 
Josh have been pillars on the Foundation 
board. They helped build it from a start-up 
organization to one that is primed to help 
the industry fund big pictures projects. We 
are indebted to their many hours of service 
and leadership.” 

2022 Natural Stone Foundation Board 
President Rich Katzmann agreed: “Josh and 
Kent have been instrumental in establishing 
this new philanthropic arm of our associa-
tion. They have been catalysts for the suc-
cesses of our fundraising efforts which will 
ensure that the Foundation is well posi-
tioned for the future.”

The Natural Stone Foundation is the 
philanthropic arm of the Natural Stone 

Jonathan Zanger – Director 
Duane Naquin - NSI Board 
President Liaison  

2021 Foundation Board President Joshua 
Levinson (Artistic Tile, Inc.) and Kent 
Barnow (U.S. Stone Industries, LLC) will 
officially end their terms at StonExpo in 

Institute. Its mission is to serve the natu-
ral stone industry by financially supporting 
initiatives and services important to indus-
try stakeholders. Funding received from 
the Foundation allows the Natural Stone 
Institute to produce educational program-
ming, scholarships, and advocacy for the 
use of natural stone. 

Learn more at www.naturalstoneinsti-
tute.org/foundation. 

collaboration, and our clients, we are a rela-
tively new company, and we can’t just hit the 
ground and explode all over the world. You’ve 
got to start somewhere. So, yes, our focus 

Industry 
Calendar of 

Events
Please turn to page 5

http://www.naturalstoneinstitute.org/foundation
http://www.naturalstoneinstitute.org/foundation
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Mapping Feel Alright in the studio, and the 
enhanced stone with the image revealed.

ALMA Art Studio Reveals 
 the Hidden Stories of Stone

The Bright Imagination of a Child
According to Zelingold, the name ALMA 

comes from an ancient Aramaic word mean-
ing ‘The World’ while also being used as an 
acronym for Accentual Light Mapping Art, 
an acronym of the technique to accentuate 
the story hidden in the stone. However, Fine 
Stone™ is not the brain child of Zelingold, 
but a decades-old idea from the imagina-
tion of a ten-year-old named Arin, recalled 
Zelingold. “There was a gentleman I was 
working with years ago, who told me about 
this vision that he had as a child. He would 
see stories in stone, and everyone thought 
he was nuts, because it was hard to pick 
out, and he might come across as a little bit 
nerdy. But when he showed me an exam-
ple of what he was talking about, I jumped 
at this concept and said, ‘The world needs 
to be told about this. This is transformative, 
and I must be involved in this.’  You can’t 
just keep this idea in your brain. We gotta 
get this out there!”

   
Then Arin, who now goes by the pseud-

onym Arin Jéda, collaborated for a few 
years with Zelingold to create a process, 
and after viewing hundreds of slabs during 
2017, one was found suitable, and the first 
Fine Stone™ named Pompeii was created 
to showcase Fine Stone™ to a world audi-
ence in 2018.

The Inspiration Behind 
Accentual Light Mapping Art

“A lot of things in the world get com-
pounded,” said Zelingold, and he explained 
it this way. “Let’s say that Whitney 
Houston is going to sing this beautiful 
song, and she has these beautiful lyrics, 
too. Houston’s voice is a ten and the lyrics 
are a ten, but that combination is not now 
simply a twenty. It is a hundred, because 
it is compounded. Another example is that 
a square, when turned into a cube is now 
compounded. 

“Understanding this, when you take a 
slab of stone, the veining being beautiful but chaotic, and combine it with an over-

laid, non-chaotic story image created using 
light, the two combined don’t just dou-
ble the viewing experience. The two com-
pound to enhance the experience to create 
a transcendental (super-visual) experience.  
Those two together are so much more ele-
vated than each one individually. You find 
the story and the sense within the chaos, 
and it becomes compounded. And not only 
that! When you introduce light, which is 
both metaphysical and technology, and 
you apply that to natural stone to create the 
art, it is also bringing in metric powers that 
together create this transcendent product. 

“All of this started from Arin’s natu-
ral ability to see patterns that are just hard 

Left: Trimming the slab of marble chosen for 
Dissent (Below), and Above, being carefully 
loaded for transport.
Right: Mockup for installation of Stones II at  
Kosel Museum, and the prepared slab.

to see, and the process that we developed 
together was this idea of expanding it to a 
whole other place beyond just, ‘Hey, that’s 
cool! There’s a face there!’ But no. We 
could find a lot of faces in stone, but we are 
not going to turn them into art, necessarily.  
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The Fine Stone™ piece Untitled before 
and after being light mapped onto a slab. 
This story of a mother bird feeding her 
chick over a flowing river shows how the 
stone itself suggests the image and story. 
Right: Developing an image light overlay.

Looking for a pattern that can be devel-
oped into a narrative or story.
Zelingold: “Sometimes virtual reality 
goggles are used to help facilitate dif-
ferent viewing angles until they find a 
story.”

ALMA Art Studio

containing the digital image to highlight 
and accentuate the veins that make up the 
story is then set to a slow fade in and fade 
out effect. 

“The final product is this gorgeous slab 
on the wall,” continued Zelingold. “It’s 
beautiful! But then slowly the light starts 
fading in just highlighting the story that the 
artist envisioned, and becoming evident 

What will turn it into a Fine Stone™ is 
something that actually has a story, com-
munication and passion.”

The Workings Behind 
Accentual Light Mapping Art

Arin’s imagination process called 
‘Psycho Visual Layering’ might sound 
a bit complicated, however, it’s easily 
explained. There are three phases to the 
artwork: the discovery, the art creation, 
and the projection.

There are a lot of man-hours involved, 
and a process to the discovery phase. The 
company has developed systems to assist 
in the selection process, but for the most 
part, it’s looking at countless high res-
olution photos of slabs, from all angles. 
Sometimes virtual reality goggles are used 
to help facilitate different viewing angles 
until they find a “story.”

Once a story is found, one of many art-
ists develops the digital image, which will 
eventually be projected onto the stone. The 
simplest way to describe this is that the dig-
ital image of the finished scene they want 
to create mimics the art that they found in 
the stone. 

  This brings us to the last step. After the 
slab and equipment is installed and pre-
cisely aligned, the front projected light 

to the viewer. Then, the light fully fades 
out, but now that your eye has been trained 
as to where to look, the viewer should be 
able to see the stone the way the artist sees 
it. Not as a slab of stone, but as a beauti-
ful canvas of art. I do not exaggerate when 
I say that when we have a slab that is in 
a commercial space, in a restaurant, for 
instance, not all people zone-in on what’s 

happening, but when they do, you can hear 
a crowd build.” 

Zelingold added that it’s not about the 
makeup of the material, such as granite, 
quartzite or marble. It’s more about the 
veining in the stone, and the more lay-
ers, depth and chaos in the stone, the more 
potential for there to be a story. ALMA is 
currently working on four commissioned 
projects, both commercial and residential.

Closing Comments 
 from Jay Zelingold

“When I reflect on ALMA and 
try  and  tap into my emotions and feel-
ings surrounding our work, what arises 
are concepts like destiny, purity, and apex. 
While necessary, humanity’s use of natural 
resources  can, at times, also be abused.  I 
believe that while nature is here to serve 
us, we must also respect, cherish and pro-
tect it. Natural stone is but one of nature’s 
resources whose beauty has always been 
seen and appreciated through the lens of its 
utility. Using light to give voice to these 
Fine Stones is the purity of natural stone at 
the apex of its destiny as an art form, and 
we are humbled to be the ambassadors of 
this art form.”

For more information, visit the website 
www.almaartstudio.com .

http://www.almaartstudio.com
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The Publisher’s Pen

BY the time this February 
issue of the Slippery Rock 

Gazette lands on your desk or in your 
shop’s breakroom, TISE 2023 will 
be in the history books. Thanks to 
everyone who visited the BBI booth 
or celebrated the successes of the 
past year at our 3rd Annual Partners 
Party at the House of Blues – on 
track to be our most widely-attended 
bash to date! We appreciate your 
comments on our new catalog and 
booth theme this year: Stone is in 
our DNA. To our old friends and 
newly-met colleagues at the show: 
let’s make 2023 the best year we can 
for our businesses and the industry.

It is heartening to see the leaps in 
technology and innovation the stone 
industry has experienced in the 
past 5 years. I’m always excited to 
hear how our business partners are 
using BBI’s products and the arti-
cles in the Slippery Rock to help 
improve their fabrication practices 
and expand their productivity, to 
improve their safety in the shop, 
and increase their bottom line with 
sound business practices. As ever, 
our goal is to provide the best prod-
ucts, the highest service levels, and 
the best advice and current news 

The NTCA is excited to an-
nounce a new  Emerging 

Leaders Program. They have part-
nered with Professional Business 
Speaker and Leadership Coach 
Wally Adamchik of Firestarter 
Speaking and Consulting to offer 
this unique program that is aimed 
at two primary goals: to provide 
leadership and management train-
ing, creating a peer group of young, 
emerging leaders in the NTCA; 
and to identify future leaders of the 
association.

  
The NTCA is starting the pro-

gram with 20 under-40 emerging 
leaders with management or own-
ership goals to join this inaugural 

group for 2023. with plans for the 
program to repeat each year. 

The live and virtual sessions 
commence on February 1, 2023, 
and will  go through June 2023.

Contact Wall Adamchik for 
more information: wally@beaf-
irestarter.com or email Bart@tile-
assn.com . 

to the stone industry. The Slippery 
Rock is introducing new writers 
and relevant articles to our read-
ers, while BBI has geared up with 
new distribution points in Utah and 
the West Coast to be able to offer a 
same-day shipping commitment to 
the entire U.S. – all to better serve 
our industry partners.

I give you my promise that BBI is 
sincerely dedicated to being Right 
There With You in all aspects of 
stone fabrication. Enjoy this issue of 
the Slippery Rock Gazette. There are 
great things to come in 2023!

Rick Stimac, CEO 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 . 

NTCA Announces Emerging 
Leaders Program

http://ntca.informz.net/z/cjUucD9taT0zODAyMTM1JnA9MSZ1PTM5ODI3OTU5NiZsaT0zODQwMjgxNg/index.html
http://ntca.informz.net/z/cjUucD9taT0zODAyMTM1JnA9MSZ1PTM5ODI3OTU5NiZsaT0zODQwMjgxNg/index.html
http://ntca.informz.net/z/cjUucD9taT0zODAyMTM1JnA9MSZ1PTM5ODI3OTU5NiZsaT0zODQwMjgxNg/index.html
http://ntca.informz.net/z/cjUucD9taT0zODAyMTM1JnA9MSZ1PTM5ODI3OTU5NiZsaT0zODQwMjgxNg/index.html
mailto:wally%40beafirestarter.com?subject=
mailto:wally%40beafirestarter.com?subject=
mailto:Bart%40tile-assn.com?subject=
mailto:Bart%40tile-assn.com?subject=
mailto:lhood%40slipperyrockgazette.net?subject=Advertising%20in%20the%20Slippery%20Rock
mailto:publisher%40slipperyrockgazette.net?subject=Comments%20about%20the%20Slippery%20Rock
http://www.slipperyrockgazette.net
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I N T R O D U C I N G

Dimension Stone
Design Manual 2022 

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

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

The China Xiamen International Stone 
Fair is moving down the 2023 calendar 

to early summer.

Event organizers announced today that 
the 23rd edition of the event is resched-
uled to June 5-8 in Xiamen, with an eye 
on easing travel restrictions in China due 
to COVID-19.

The event had been set for March 26-29.
“With joint exploration and efforts in 

the past three years, a ‘new normal’ that 
ensures the safety and health of the peo-
ple to the greatest extent, while maintains 
the normal operation of society and guar-
antees a sound economic development is 
taking shape,” noted a statement from the 
organizers. “Since November, China has 
continued to optimize measures against the 
pandemic.”

Industry Calendar of Events
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.

ISFA General Member Virtual Meeting
When: February 16, 2023; 2:00 – 3:00 pm
More details to come on this virtual meeting.

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 Training   www.isfanow.org/solid-surface-fabrication
When:  March 28-29, 2023
Where:  Gecko Solid Surface Solutions, San Antonio, TX

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

Xiamen International Stone Fair
RESCHEDULED For  JUNE 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.

April 2023
Coverings: The Global Tile and Stone Experience
When:  April 18-21, 2023
Where:  Orange County Convention Center, Orlando FL
Visit www.coverings.com for more info and to register.

NSI, Virginia Stone Summit and Town Hall
When:  April 22, 2023
Where: MSI Surfaces, Dulles, VA

IZMIR Marble Fair
When:  April 26-29, 2023
Where: Fuarizmir - Izmir, Turkey 
Visit https://marble.izfas.com.tr/en for more information and to register.

Xiamen Stone Show 
 Rescheduled for June 2023

The rescheduling, the statement con-
tinued, is “in order to better go through 
the transitional period and expect a more 
open-up situation.

“We deeply apologize for any inconve-
nience it may cause. With all efforts, we 
will create a safe and rewarding gathering 
for the stone community.”

The statement also cited new rules imple-
mented by China last month for foreign 
travelers, including a reduction in man-
datory quarantine and changes in COVID 
testing.

“We hope more regulations on interna-
tional traveling will be eased in the coming 
future,” according to the show organizers.

The Slippery Rock Gazette  will supply 
more information as it becomes available.

http://www.intlsurfaceevent.com
http://www.stoneforensics.com
http://www.vitoriastonefair.com
http://www.naturalstoneinstitute.org/events1/calendar-listing
http://www.isfanow.org/solid-surface-fabrication
http://www.naturalstoneinstitute.org/events1/xiamen-stone-fair
http://www.coverings.com
https://marble.izfas.com.tr/en
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Google Traffic Sources for 
Countertop Shops in 2023

Stephen Alberts
Countertop MarketingLast month I gave you some tips 

about what we learned in 2022 for 
countertop shop marketing online. 

In this article, I want to discuss where you 
can get traffic from in 2023 on Google, and 
what to focus on. We’ll go over three traf-
fic sources that will help you bring in more 
retail countertop projects each month.

 
1. Organic Traffic in Google

Organic search traffic is when someone 
goes to Google, and types in “countertops 
near me” or “granite countertops Austin.” 
The organic results are under the paid ads 
and maps section. A large part of home-
owners will click on this section when 
searching for a countertop company. Ide-
ally, you want to be in all three sections. 
If you have a paid ad running, you’re in the 
maps section and listed in the organic re-
sults, and you have more real estate on that 
first page in Google. When we are looking 
at web traffic for our clients, visitors tend 
to spend more time on the shop’s site from 
organic traffic, which is good. You want 
someone to invest as much time as possi-
ble on your website. The more they are on 
your website, the less time they have for 
competitor sites. 

In order to get good search engine results 
you need a quality website. WordPress is a 
great option, and you want to build it out 
with useful content that a homeowner is 
looking for. Pages on your site should in-
clude:

• A homepage with a lot of useful in- 
 formation on different types of stone.
• City pages with “(your hometown)  
 countertops” and “(your company  
 name) countertops.”
• Pages about each of the stones that  
 you offer.
• Blog content that is going after 
 specific keywords.

This type of content will help your web-
site get better rankings in Google. It will 
not happen overnight, but it will build. And 
the more you rank in Google (and the high-
er you rank), the more website traffic you 
will get, which will lead to more projects. 

I recommend getting your website in or-
der so it’s easy to navigate and use for peo-
ple landing there. Then start to look at the 
pages I mentioned above and build them 
out. If your homepage only has a few small 
paragraphs, then add to it! Also, put out 
some blog content each month. If you do 
this consistently you will see an increase in 
website traffic around your local area.

2. Paid Traffic Ads in Google
You can get some great project leads 

from Google ads. You can also burn mon-
ey with Google ads. I recommend using a 
hybrid strategy if you want more organic 

areas in the US. As for lead cost, there is 
a range. We usually see them from $50-
$125/lead, depending on a few factors. 
Your website, your competition, the area 
you serve, the time of year, et cetera… All 
of these elements factor into your lead cost. 

3. Google Maps Traffic
Organic maps can be a tricky place to get 

your business listed. You need to get your 
Google Business Profile claimed and set 
up correctly. That’s the first thing you want 
to do. We do see a lot of leads from Goo-
gle maps. Typically we want to see around 
50 calls per month and 100 clicks to your 
website per month from Google maps (ob-
viously the more the better). Usually, about 
50% of these will be current customers 
who type your business name into Google 
and call you. 

Training & Education

traffic from Google, and are using paid ads 
from Google. Certain terms do not convert 
very well with Google ads. For example, if 
someone types in white quartz with veins 
and clicks on your Google ad, you better 
have some info about white quartz with 
veins, or they are going to click that back 
button, and you just wasted money. 

General keywords like granite counter-
tops, quartz countertops, and others will 
get you leads with Google ads. I suggest 
having a search campaign setup, a display 
campaign (banner ads), and then a retarget-
ing campaign. These campaigns will bring 
you in leads. 

How much do I have to spend and how 
many leads will I get?

I get this question often. A good budget 
to start with is around $1,500/month on 
Google ads. This is a solid budget for most Please turn to page 7
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Schedule a demo Now 
 www.actionflow.net

SIMPLICITY.  AUTOMATION.  accountability.
EASY AND POWERFUL ALL-IN-ONE 

SOFTWARE FOR FABRICATORS.

CRM • QUOTING • PROCESS DEVELOPMENT 
& AUTOMATION • FIELD & FABRICATING 
SCHEDULE • INVENTORY MANAGEMENT 
• CLOUD DATA STORAGE • BARCODING • 

REPORTING • MOBILE APP

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

Patented Undermount Sink Clips

FAST. SIMPLE. SECURE.

Training & Education

One thing you can’t “optimize” with 
this profile is your proximity. If a person 
is searching 30 miles away from you and 
types in “marble countertops” you most 
likely will not show (depending on the pop-
ulation of your city). The closer they are to 
you, the more likely you are to show up in 
that map section. But I’ll list a few things 
you can do with your profile to improve it:

 
• Make sure it’s 100% filled out and 
complete.

• Pick the correct categories. Your 
main category should be “countertop 
shop.”

•Add pictures to it monthly. These 
should be unique, project pictures. 
Don’t use stock photos. 

• Get reviews! You want to get a 
steady stream of reviews each month. 
Around two to three a month should 
be your minimum. The more the bet-
ter but also, the more consistent you 
are, the better.

• Your website and the SEO you do 
for your shop factor into where you 
rank in Google maps. Follow the tips 
in tip number 1 of this article, and 
those actions will help your maps 
rankings. 

If you focus on one of these traffic sourc-
es in Google, you will see more leads come 
in over time. Make sure to track what you 
are doing and set up Google Analytics (it’s 
free) so you can look at your traffic each 
month. 

 

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 

Continued from page 6

software to help you engage more with cus-
tomers and close more countertop projects. 
To learn more visit countertopmarketingco.
com/ or stonengage.com. Email Stephen at 
steve@countertopmarketingco.com. 

https://countertopmarketingco.com/
https://countertopmarketingco.com/
https://stonengage.com/
mailto:steve%40countertopmarketingco.com?subject=Tell%20me%20about%20web%20marketing%2C%20Stephen
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If You Don’t Understand $T,
You Don’t Understand How 
Your Business Makes Money

Rick Phelps
Synchronous SolutionsThe title of this month’s article 

comes directly from the end of last 
month’s article. You might think 

it a tad arrogant. But the reality is, if you 
run your business on Margin, you don’t 
know what you are doing. Now THAT’s 
arrogant!

Let me give you just the latest example I 
have encountered. The owners of a fabri-
cating shop give a bonus to their General 
Manager if the shop’s gross margin for a 
given month is greater than 60%.

Stop right here. Before proceeding, write 
down all the reasons this makes perfect 
sense, and all the reasons why it doesn’t 
make sense. If you have to think, you will 
get far more out of this article.

Before I spell out WHY this bonus struc-
ture is inane, let’s do a thought experiment.

Suppose it was the last day of the month 
and you have finished ALL the jobs you 
had for the month, and it was looking to be 
a good month. You have nothing to run in 
the shop, but a couple walks in and wants 
to buy a couple of vanities made from a 

slab you have in stock. The catch is, they 
can only pay what amounts to 40% mar-
gin. Feeling in a charitable mood, you take 
the deal, fabricate the vanities, and the cou-
ple takes them with them that day having 
paid cash.

Did the company make more money or 
less money this month as the result of this 
last-minute deal? Obviously more, right?

How much more? They consumed a slab 
from inventory. All labor was standing 
around anyway, so no additional expenses 
there. Therefore, the business’ additional 
profit was the Cash received minus the 
Slab Cost. Is the additional profit the Gross 
Profit/Margin of the sale?

No, the additional net profit is NOT the 
Gross Profit from the sale, Gross profit 
would deduct the Direct Labor costs as 
part of cost of goods sold (C.O.G.S.).  But 
the labor was paid whether or not they pro-
duced that additional job. In this simple 
example, its clear the additional profit is 
not directly related to Gross Profit/Margin 
of the additional job. Isn’t that interesting!

The additional profit that month is 
the Throughput Dollars ($T) of the job 
(Revenue minus Material Cost).

The reality of all businesses is that once 
the sales from the month bring in enough 
$T to pay all the Operating Expenses, 
100% of the $T falls straight to the bottom 
line, to the business’ Net Profit. 

happen, the Gross Profit of the business 
would have been 59.9% and NO BONUS 
CHECK! That would be dumb!

As they used to say on late night televi-
sion, “But wait, there’s more. Order slabs 
now for that big job coming up next month 
and get a big discount!”

That ain’t happening either. Getting 
those slabs at a discount (or early enough 
to guarantee the big job goes without a 
hitch) would put the associated expenses 
in this month’s C.O.G.S. instead of next, 
also leading to a loss of bonus. That would 
also be dumb!

But wait there’s more! That great oppor-
tunity you had to finally get in with that big 
commercial contractor, if only you could 
have lowered your Margin to 50% on their 
huge job you got to bid? That didn’t hap-
pen, either. That job would have cost your 
bonus as surely as it would have dumped 
tens of thousands of dollars to the bottom 
line. That would be dumb, too!

There are SO MANY ways that doing 
what is best for the business would be 
bad for the bonus, and that would be 
just plain dumb.

The difference between $T and Gross 
Profit is seemingly trivial. Gross Profit 
deducts Direct Labor, $T does not. Surely 
that cannot make that big a difference in 
how owners and managers make decisions 
and run their businesses, and yet it does. 
Here’s why:

When you think in terms of Gross Profit, 
you think in terms of every job having a 
profit. The belief of the owner in this story 
is that high Gross Profit translates into high 
Net Profit. Seems logical, doesn’t it?

It just ain’t so my friend. Low Gross 
Profit jobs can be far more profitable for a 
business than high gross profit jobs. Gross 
Profit has absolutely ZERO to do with how 
profitable a job is.

I’ll bet you pay your direct labor the 
same on days they are killing it as on the 
days they are coasting by. Therefore, the 
“Direct Labor” component of C.O.G.S. is 
NOT directly related to the work in the job, 
it is related to a lot of other factors hav-
ing nothing to do with any particular job. 
The reality is: Direct Labor is a fixed cost 
in your business. Start treating it that way. 
That is fallacy #1.

Fallacy #2: The total Direct Labor associ-
ated with a particular job is directly related 
with the capacity of the shop consumed. 

Training & Education

Gross Margin/Profit has no 
relationship to the actual prof-
its of the business, and yet most 
business owners think or act 
like it does.

Wait, our hypothetical busi-
ness DID NOT actually sell 
the couple those vanities and 
reap those extra profit dollars. 
You see, the General Manager 
was carefully monitoring the 
month’s Gross Profit number, 
and had he allowed that sale to 

This, too, is BS. A job with lots of labor 
content may take very little of what lim-
its the capacity of your shop. It is what 
limits your shop’s capacity that dictates 
how much money you will make. If your 
shop is limited by Routing Capacity, only 
the Direct Labor associated with Routing 
has anything to do with profitability. The 
rest of the Direct Labor deducted to get 
C.O.G.S. distorts what really matters.

Fallacy #3: Every job contributes to the 
profits of the business. Nope, more BS. 
Every job at the beginning of the month 
just contributes to paying the bills. Every 
job past break even contributes to Net 
Profit. This means the faster you bring in 
money to pay the bills, the faster you hit 
break even, the more money you make. 
This would imply profitability must be a 
RATE. And that is correct. 

Revenue gets split into two streams. One 
stream pays the suppliers for the materi-
als to be consumed in the job, the second 
stream is the money that stays in the busi-
ness to pay the bills, then provide profits. 
The first stream we call Truly Variable 
Expense, the second stream is called $T. 
Obsessing over the RATE at which $T 
flows through the business is what we teach 
our clients. Because when you understand 
how $T flows, you understand how your 
business makes money.

Which brings us to my favorite quote by 
Mark Twain:

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

If you got to this point and are think-
ing “that’s a crock...” reread the above 
quote, then give us a call at Synchronous 
Solutions, 216-533-1387!

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.

http://www.SynchronousSolutions.com
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Justin Shaw
Stone Fabricator EliteAS a shop owner or sales man-

ager, you know that having 
a team of effective sales-

people is crucial to your business’s success. 
However, not all salespeople are created 
equal, and some may struggle to move be-
yond simply taking orders and into more 
proactive, results-driven sales roles. 

In this article, we will explore how stone 
fabricators can turn order takers into effec-
tive salespeople, highlighting a few of the 
proven strategies we regularly use with our 
stone fab clients.

Before we begin, let’s discuss the real 
problem. People often end up in a sales role 
without formal or comprehensive training. 
This issue worsens when these salespeople 
join a new company and receive limited 
onboarding, education, or development to 
support their new role.

Without proper training and support, 
salespeople may struggle to understand 
the expectations and goals of their role. 
They may not possess the habits or disci-
pline to effectively manage their time, and 
close deals that require more effort and 
persistence.

Having ineffective salespeople or order 
takers on the team can have a significant 
(negative) impact on a stone fabrication 
business. Some potential consequences 
include:

Reduced revenue: Underperforming 
salespeople may struggle to close deals and 
generate new business, leading to reduced 
revenue and missed sales targets for the 
company. It’s hard to scale shop sales with 
a team of order takers.

Increased cost: Besides being a bur-
den on the company’s payroll, these reps 
can add costs in other areas. For example, 
there’s a drain on your bottom line when 
salespeople can’t close deals at a high rate. 
This can cause an increase in marketing 
and advertising costs as the company tries 
to fill the sales gap with more opportuni-
ties and leads.

Decreased efficiency: Order takers typ-
ically underutilize their time and poorly 
execute tasks, reducing efficiency and 

3. Use Time Blocking
Time blocking is one of the most effec-

tive ways to bring consistency to your 
sales activities. By dividing your day into 
blocks of time and allocating specific tasks 
or activities to each block, you can stay 
focused and avoid distractions, prioritize 
your tasks, and manage your team’s time 
more effectively.

Here are three steps to implement a time 
block for follow-up.

• Block off time in your calendar 
(daily, at the same time) Block off time 
for follow-up with your team, starting at 
30 minutes per day. 
 
• Lead the sessions: Being present and 
leading this session will demonstrate your 
investment in your team’s success and 
encourage them to adopt other successful 
practices. 
 
• Be consistent: The habit of setting aside 
this time will lead to significant improve-
ments and compounded results. The 
small investment of time and effort will 
pay off with outsized returns for you and 
your team. Through consistency, your 
sales team will also experience how these 
simple strategies make such a differ-
ence, and will be more receptive to other 
practices you want the team to adopt.

Finally, I’ll leave you with this: aim for 
progress, NOT perfection. Your first goal 
should be to develop the habits that create 
the behaviors needed to perform at a high 
level.

Here’s to your continued success!

P.S. If you’re thinking, “This all makes 
sense, but Justin, I am way too busy to 
implement something like this,” you may 
be interested in learning about the Stone 
Fabricator Elite Sales Sidekick Program. 
Through this breakthrough program, we 
help stone fabricators take their businesses 
to the next level by providing managed 
business development, sales support, and 
oversight.

Justin Shaw is the Founder of Stone 
Fabricator Elite. Through their flagship pro-
gram and dedicated team of Sales Sidekicks, 
they help fabricators systemize their sales 
and grow their businesses more easily. To 
learn more, visit stonefabricatorelite.com, 
or email the author at justin@stonefabrica-
torelite.com .

Three Ways Shop Owners Can Turn 
“Order Takers” Into Effective Salespeople

productivity. If you’re in this situation, you 
know all too well how your business ends 
up taking the hit from this.

 Here are three proven strategies you can 
use to turn an “order taker” into a more 
effective sales pro.

1. Focus on the Biggest Levers 
and “Low-Hanging Fruit”

Running a shop requires a massive 
amount of oversight. With that in mind, we 
recommend focusing on the biggest levers 
and low-hanging fruit in sales—because it 
allows you to make the most impact while 
requiring little time, energy, and resources. 
By zeroing in on these activities, you can 
maximize your results and achieve your 
goals more efficiently.

 To do this, start by identifying the main 
weaknesses of your team. Make a short list 
of the top three areas that will impact your 
business and sales most when improved. 
These might be things like turning around 
bids/quotes in less time, increasing your 
win rate on these quotes, or enhancing 
prospect engagement frequency or quality.

Once you have identified these key areas, 
start with the low-hanging fruit – the things 
that are easiest to solve. These simple fixes 
can have a big impact, like improving the 
follow-up process after a quote is sent out. 
Your team can significantly increase their 
win rate and boost revenue by consistently 
following up with potential customers, 
even with just an extra two touches.

Remember, starting with the low-hang-
ing fruit is important so your team can 
build momentum and see quick wins. 
These wins can boost their confidence 
and drive them to tackle more challenging 
issues in the future. Focusing on the big-
gest levers and low-hanging fruit can make 
the most impact and drive real results for 
your business.

2. Put Simple Systems in Place
Putting simple systems in place to 

ensure your high-impact sales activities 

are consistently executed is the key to suc-
cess here. Systems may vary from shop to 
shop, but we recommend, at a minimum, 
you have:

 
• A proper CRM to organize  
 your sales pipeline
• Clearly outlined and tracked  
 daily sales activities
• Basic accountability measures

Getting all of these items in place will 
take a bit of time and effort. But I want to 
share an example of the type of tactics you 
can implement quickly and easily.

Here’s a simple system—Weekly Sales 
Sprint—that we use with our clients to 
address the issue of poor follow-up and 
deal nurturing:

Every Tuesday morning, we host a sales 
sprint, which is a short intensive session 
where we focus on activities to maintain 
a healthy sales pipeline and guarantee fol-
low-up happens consistently.

To start the session, reps audit their sales 
pipeline, making sure nothing slips through 
the cracks.

Then the reps set tasks for the week to 
nurture and move deals forward.

To wrap the sprint, all reps hit the phones 
for 20 minutes to follow up with potential 
customers.

Our clients have gained a substantial 
improvement in their overall win rate using 
this method. Sales are up, and the sales 
reps feel more capable and motivated.

How can you implement systems like 
this?

Training & Education

https://stonefabricatorelite.com/
mailto:justin%40stonefabricatorelite.com?subject=
mailto:justin%40stonefabricatorelite.com?subject=
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Ed Young
Fabricator’s Business CoachAre you frustrated with lack of 

consistently good results from 
your business?

Are your employees a little too good at 
playing the blame game?

Do you struggle to consistently delight 
your customers?

If any of these apply to you, maybe it’s 
time to step back and take a look at the cul-
ture of your company.

You may have heard “Culture eats strat-
egy for breakfast” before, but how does 
it explain the challenges listed above?  
Attributed to Peter Drucker and others over 
the years, it essentially means that, no mat-
ter what you plan to accomplish, no mat-
ter how much you intend to achieve certain 
results, the behaviors you tolerate and the 
values that your company truly lives will 
determine the results.  

Said another way, it’s not your plans or 
your intentions or the slogans on the wall 
that produce results.  Rather, the actions 
you take, the expectations you set and 
exemplify, as well as the (sub-standard) 
behaviors you tolerate — these are the 
things that determine the results you will 
achieve.

Working in the textile industry early 
in my career, the mantra, “You inspect 
what you expect,” was drummed into me.  
Production was more important than qual-
ity in our plant, so the majority of our per-
formance reports focused on all aspects 
of productivity — with very little focus 
on quality. We were the ‘low-cost pro-
vider’ and the numbers showed it. Soon 
we started losing business due to qual-
ity issues. This didn’t turn around until 
management started tracking and report-
ing quality metrics. What gets measured, 
gets managed.

I had a client recently who is one of the 
best-known masonry companies in the 
country. They win many awards for the 
design, quality, and execution of their 
builds. However, when you watch the 
owner visit a construction site, you can 
predict what he will do first — he will 

family members, would they be allowed to 
keep their jobs?

One way to evaluate your culture is to 
consider your hiring process. As owners/
managers we tend to hire people who are 
like us. I’ve watched managers hire candi-
dates with the best GPA and degrees from 
the ‘right’ institutions because that man-
ager had a high GPA from the ‘right’ insti-
tution – and I’ve watched those managers 
miss out on some truly talented people who 
didn’t fit their mold. I’ve seen the same 
thing with a small business owner hire 
someone with similar work experience as 
what they had – and ended up with a lot of 
clones of themselves.

If you hire people who exemplify the 
thoughts, actions, and results that fit your 
culture, and then train them in the techni-
cal skills needed, it’s like igniting success. 
Your business performance can skyrocket.  
I have a client who does this well. He 
selects candidates that exemplify his val-
ues and trains those employees for the 
task at hand – even if they have no expe-
rience in countertop fabrication. His busi-
ness consistently beats typical earnings for 
this industry.

Having implemented tracking 
Throughput and Operating Expense met-
rics, the management team realized 
they were going to miss their monthly 
Throughput target for December by just 
two to three kitchens. Without any prod-
ding by the owner, the management team 
decided to install those kitchens between 
Christmas and New Year’s — even though 
they had planned to be closed for the week!  
There were no pay bonuses on the line.  
There was no request from the owner.  The 
management team simply exemplified the 
value of “we hit our goals.”  

Your business is running exactly the way 
you have designed it to run. Your compa-
ny’s culture eats your business plans for 
breakfast. Culture can make your com-
pany take off like a rocket or it can cause 
it to crash and burn regularly. How well 
does your culture support your business 
objectives?

If you need a hand getting started on 
changing your business’ culture, 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. 

Culture EATS Strategy 
for Breakfast

always conduct a safety inspection. If 
you ask anyone in his company what his 
number one objective is, they will all say 
“safety”. Not surprisingly, they also win 
most of the safety awards for that indus-
try. The owner’s focus on the discipline 
of safety enhances the performance of all 
other functions in the company.

I had a countertop client who proudly 
talks about how they ‘appreciate and 
respect’ their customers. These terms 
are on their walls and on their website.  
However, when you listen to conversations 
among their key managers about problem-
atic jobs, the derisive comments about their 
customers are shocking. The owner toler-
ates these comments, and the results show 
up in their online reviews. Those reviews 
won’t improve, nor will the bottom line 
of the company improve until the owner 
decides he wants to truly live the values on 
his wall.

So, if you suspect there may be a discon-
nect between the values you believe are 
important and the actions taken by your 
employees, how do you turn that around?  
Frankly, the change has to start at the top 
of the organization. Having coached and 
consulted in literally hundreds of compa-
nies around the world, I have always found 
that the culture of an organization reflects 
the values of the person at the top. I’ve 
seen a lot of mission/vision/values state-
ments on lobby walls and on websites.  
Very few were evident in the daily actions 
of employees. The reason is that people 
will pay more attention to what you do than 
to what you say.

If we say we value our employees as 
trusted partners in our business, should 
we ask, “Why aren’t you fixing these 
scratches? If you can’t do it right, I’ll find 
someone who will!” Or, should we ask, 
“We’re still getting scratches on some of 
these tops. What’s the biggest obstacle 
to preventing those and what can I do to 
help you make that happen?”  The way we 
approach challenges like this shows what 

our true values are. So: If we say we ‘appre-
ciate and value our customers,” should we 
allow our employees to constantly gripe 
about customers, or should we work hard 
on improving our processes to make it 
even easier to delight our customers?

One way to assess how well your 
culture reflects your values is to ask 
yourself:

What metrics are visible in your oper-
ation?  While you may say that customer 
satisfaction is Job 1, what metrics do you 
display so your organization always knows 
how satisfied your customers really are?

What are the key topics of your man-
agement meetings? Your web site may 
say you are known for your high quality.  
How much time is spent finding ways to 
improve your quality?

How do you recognize and reward your 
employees? Many companies proudly say, 
“Our employees are our most valuable 
resource.”  Yet, in the absence of a formal 
and objective performance review system, 
employees frequently find significant dis-
parity between pay rates for similar jobs.  
Raises are given only when enough people 
pressure the owner. The perceived favor-
itism in this type of system tears down 
employees instead of building them up.

Do you have the same performance and 
behavior expectations for all employees?  
Do long-term employees get a ‘pass’ when 
mistakes are made, while newer employ-
ees are expected to be perfect? Are fam-
ily members held to the same standards as 
other employees? In other words, if ‘regu-
lar’ employees behaved the same way as 

Training & Education No matter what you 
plan to accomplish, 

no matter how much you
 intend to achieve

certain results, 
the behaviors you 

tolerate and the values
that your company lives

by will determine 
the results.  

mailto:Ed%40FabricatorsCoach.com?subject=
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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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Well, Florida finally got down to 
freezing. Yes, folks – there are 
times when Florida can get 

cold, and the cold here is bone-chilling. I 
woke up and the temperature on my phone 
said it was 28 degrees outside! I broke out 
the winter clothes, got dressed, and headed 
out to get a nice bowl of hot oatmeal at my 
favorite greasy spoon.

On my way out the door I noticed a small 
crack in my marble foyer and made a men-
tal note to fix it. But you guys and gals 
in the stone business know how that goes. 
It’s the old “shoemakers’ kids go without 
shoes” problem. In other words, repairing 
your own stone or tile will come last on 
your list. 

I got into the old Woody, and it didn’t 
want to crank over, due to the cold. It took 
a while, but I got it started and waited 
for the heater to kick in before I was off. 
While waiting for the heat to come on, I 
saw a small crack on my dashboard. Well, 
this ole Woody is a 1940 model and is in 
pretty good shape for an old gal! 

I finally got her warmed up and headed 
down the road. I noticed the little road the 
diner is on was full of cracks — caused 
more than likely from the cold weather.   
But I started wondering why I was seeing 
all these cracks.

Suddenly, my phone rang, startling me 
as I pulled into a parking spot.  I answered 
with a noticeable shiver in my voice.

“Stone detective, here. How can I help 
you?” The voice on the other end was a 
lady with a heavy accent. She was hard to 
understand, but the gist of her complaint 
was about a quartz countertop: it had a 
crack, but the crack seems to disappear, 

Frederick M. Hueston, PhD

The Case of the Disappearing Crack

and then comes back. I’m not 
sure if she was confused 
or I misunderstood her. 
After all, how can a crack 

appear and then fix itself? 
Well, read on, my fellow 
stoners  — this is a good 
one.  I told her that I would 
come take a look at it later, 
sometime in the afternoon 
(after it warmed up). I 
was ready for that hot cup 

of joe and a warming 
bowl of oatmeal!

Later that day 
I was on my way to look at the alleged 
crack. My first thought was that it was just 
a crack and needed repair, and I misunder-
stood what she was trying to tell me. 

 I pulled up to the house, got out of 
the Woody and walked up to the door, 
answered by a tall gentleman who intro-
duced himself in a strong southern accent. 
Now, that’s an accent I can understand! 
Apparently, the lady I spoke with on the 
phone was his wife. 

He led me into the kitchen where there 
was a white quartz countertop. Now for 
those of you who are confused I am talking 
about engineered stone, not quartzite.  He 
pointed to an area on the countertop and 
said this is where the crack was yester-
day, and now it’s gone. I looked at him and 
wanted to ask him what he was smoking 
when he saw the crack, but I maintained 
my professionalism and looked closely at 
the area. I couldn’t really see anything, 
so I reached into my inspection bag and 

pulled out my little microscope.   I placed 
the scope and start moving it around– 
and then I found it. A tiny hairline crack. 
Upon examination, I noticed that the crack 
was only in the resin part of the material. 
Strange, I thought. They were not high or 
crazy.  I took a step back and noticed that 
the crack was right above the dishwasher. 
At that moment a little bulb flashed into 
my head.  Quartz surfaces, or what is called 
engineered stone, is made up of quartz and 
resin. What happens when resin is heated? 
It expands.  I turned around and asked how 
often they use the dishwasher, and did they 
happen to notice that the crack disappears 
after the dishwasher is done.   He looked 
over at his wife, who had just walked into 
the kitchen. She said she had no idea. 

However, I think I had this mystery 
solved. I told them that the crack is there, 
and it opens up when it’s cold and that the 
steam from the dishwasher heats up the 

The Stone Detective area, and causes the resin in the material 
to expand, and the crack closes. The crack 
is still there, but it closes when it’s heated.   

I told them I would just live with it, or 
have the top replaced with a natural mate-
rial. Even if they filled it with an epoxy, it 
might not solve the issue. I said my good-
byes and headed back home to a nice warm 
fire (yes, we have fireplaces in Florida). 
Another case solved.

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.

Kris Thune Named President 
 of Groves Incorporated

standards to deliver innovative and supe-
rior products at competitive prices.”

Kris Thune has been involved with 
Groves for over 30 years serving as Vice 
President of Operations before her depar-
ture. She helped to establish what is now 
one of the most legendary brands serv-
ing the glass and stone markets and has 
remained a strategic advisor to the closely 
held family company.

Groves Incorporated has been a pioneer 
and industry leader in the glass and stone 
markets for more than 40 years. Located in 
Woodstock, Illinois, Groves Incorporated 
is committed to providing the highest qual-
ity transportation and storage products 
through our strong distribution network 
both domestically and abroad. For more 
information about our products, please 
visit www.grovesglassandstone.com .

Groves Incorporated, an indus-
try-leading designer and manu-
facturer of material handling and 

storage solutions for the glass and stone 
markets, announced that Kris Thune has 
rejoined the company as President. The 
Groves board of directors unanimously 
voted to appoint Ms. Thune to oversee 
operations for all products including 
Groves’ iconic Transportation Racks, 
Shop Carts, Fabrication Tables and Storage 
Systems.

“Kris is the right leader for Groves,” 
said Ben Ritthaler, Co-Owner. “Her exten-
sive knowledge of our business and our 
partners will help Groves strengthen dis-
tributor relationships, develop strategic 
alliances and expand our product line. We 
believe her strong leadership experience 
will propel the Groves brand and maintain 
industry excellence.”

Ms. Thune stated, “I am extremely grate-
ful for the opportunity to continue the fam-
ily legacy and lead the company into the 
future.” Ms. Thune went on to say, “Our 
founder Hank Groves was an industry pio-
neer with numerous patents to his credit. 
He set forth our commitment to ensure 
the highest manufacturing and quality 

mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective%21
mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective%21
http://www.grovesglassandstone.com
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AS we all know, over the last couple 
of years, things have changed 

for businesses and employees…  A LOT! 
Some employees must show up for work 
every day. Some may be hybrid, working 
a few days in the office and the rest from 
home. Others may be all remote, and there 
may even be some job sharing. Over the 
last couple of years, employees may have 
changed positions or left the company all 
together. New employees have been hired, 
but because of the worker shortage, it’s 
possible that the company just “filled” 
an open position with someone that isn’t 
quite as knowledgeable as other long-term 
employees. Or maybe the business hired 
someone from a different shop, and they 
don’t do things the same way your busi-
ness does. All of this change can lead to 
some confusion in consistency.

A very common scenario is that the 

salesperson will tell the customer one 
thing, but when the lead installer is on the 
job, he may say something different. Both 
people may be right, but it confuses the 
customer. 

Maybe your helper came from a different 

Sharon Koehler
Stone Industry Consultant

Be Consistent shop and told the customer something that 
isn’t right or doesn’t happen in your shop. 
Then, either the lead installer must step 
in and correct him, or the customer calls 
the shop and relates what the helper said, 
and the salesperson is on the spot because 
it wasn’t the information he relayed to the 
customer, at all.

Possibly, your receptionist said some-
thing to the customer, but the templater 
said something completely different when 
he was on the job. All this confusion can 
not only cause tension between employ-
ees, but can make your company look 
unprofessional to your customers, as well. 
Everyone needs to be on the same page. 

Great idea, but how?
The question is, “How do you get there?” 

How does everyone get on the same page? 
The only way that happens is with commu-
nication. The thing is, sometimes the new-
bies aren’t confident enough to voice their 
thoughts, or longer-term employees think 
they know better than newer employees. 

Getting everyone on the same page is a 
must, but truthfully, it may be a process.

Think about setting aside some time for 
a team building event. There are plenty of 
team building exercises that focus on dif-
ferent areas.

Getting to know everyone can be done 
with a group juggle or a group 2 Truths 
and a Lie. These exercises will help every-
one get to know each other. Some commu-
nication exercises are scavenger hunt or 
perfect square. Problem solving issues can 
be addressed with activities like an escape 
room, board games or problem-solving 
scenarios. There are also exercises for cre-
ative thinking, bonding, values, skills, and 
just about anything else you can think of. 
Include everyone possible: warehouse per-
sonnel, team leaders, supervisors, man-
agers – and don’t forget about remote 
employees. Include them whenever pos-
sible. (Some activities like 2 Truths and a 
Lie can be done with a Zoom participant).

STRONGER.  
SAFER.  
SMARTER.

Simple, Smart, Secure  
Slab Transportation.
Designed for easy and safe transport of multiple size 

fabricated stone products. Manufactured with robust 1.5" 

square steel tubing that’s stronger and more dependable 

than competing products. Sturdy, reliable hold-down 

bars with quick release straps properly secure your  

load during transport. Riveted rubber strips both on the 

base and uprights provide a cushioned, non-skid surface. 

Complete with front and back mounting plates to secure 

the rack to any truck floor. 

For truck racks that work as hard as you do, go with  

the titans in stone handling and transportation.  

Go with Groves Incorporated!

www.groves.com    sales@groves.com    800.991.2120

SINGLE SIDED  
TRUCK RACK

Everyone 
in the shop 

needs to be on  
the same page.

Please turn to page 15



Slippery Rock Gazette February 2023 | 15  

PREMIER
The

TRADE GROUP 
of the Stone Fabrication Industry

Gain valuable business intelligence, find cost-saving  
opportunities and collaborate with some of the 
best-in-class within our industry by joining our elite 
group of surface fabricators. We have all of the tools 
in one place to help you grow your business.

 Best Practices Benchmarks Group Purchasing

Rich Katzmann
Executive Director
richk@rockheadsusa.com
815.210.1006

Join now at RockheadsUSA.com.

Application-Only up to 
$400,000!1

1Financing dependent on credit parameters.

Apply Online:
Ascentium.info/Rock2023

Be Consistent
Continued from page 14

Good communication 
 is the end goal. 

Once everyone is familiar with each 
other, then good communication can start. 
This does not necessarily mean one on one 
communication. It’s not your salesper-
son talking to your receptionist, or your 
fabrication person talking to a remote 
employee. A helper shouldn’t be answering 
billing questions, receptionists probably 
should not try to answer install questions, 
and salespeople might not be qualified to 
answer template questions. 

What it does mean is everyone getting 
together and having a frank discussion (aka 
meeting). Decide as a team how you want 
to answer questions that arise in the field, 
as well as in the office. 

If you are in the field and a customer 
has an invoicing question, it’s not enough 
to just say, “Call the office.” While that 
is a helpful answer, it leaves unanswered 
questions for the customer. What is more 
helpful is to say “Call the office at ***-
***-**** and ask for Sue at extension ***. 
She is our receivables manager, and she 
can help you.” 

If a call comes into the office, it’s not 
enough to say “He/she isn’t here, can I 
take a message?” Give more information. 
He/she is off today but will be back tomor-
row. May I put you through to that exten-
sion so you can leave a message?” If you 
don’t inform the person on the other end, 
they may get aggravated to not receive a 
call back in what they consider is a timely 

manner, when in actuality, if they had 
that information, it probably wouldn’t be 
a big deal. Information is the key to good 
communication.

Everyone wants to help everyone else, 
but no one can answer every single ques-
tion. Decide who the correct person is to 
answer all kinds of questions. If Sue does 
your invoicing, then she can answer invoic-
ing/billing questions. Should she not be 
available, then the salesperson/estimator 
who did the pricing may be of help. Once 
you decide who answers what, decide on a 
backup in case the lead person isn’t avail-
able. There may be a backup, or there may 
not. Either way, consistency is the key. 
Share with everyone who answers what, 
and make sure all contact information is 
part of the information. 

Also, make sure everyone uses the same 
phone etiquette and greeting when answer-
ing the phone. Obviously, just answer-
ing hello is not the way to go. However, 
you don’t want one person saying “Hello, 
ABC Company” while someone else says 
“Thank you for calling ABC Company. 
This is Mary. How may I direct your call?” 

Communication is the key to your con-
sistency. It keeps employees on the same 
page, eliminates confusion, and helps with 
customer relations as well. You may have 
to work at it, and it may take a while, but 
it’s worth the effort. 

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-%20February%20article
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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.

Eduaro Cosentino Named 
to NKBA Board

Eduardo Cosentino, CEO of Cosentino 
North America, is one of the newest 

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

He joins Ken Williams, president/CEO 
of Caesarstone North America, putting two 
surfacing executives on the nine-member 
panel.

Cosentino became CEO of North 
American operations in 2010, responsible 
for growth in the continent for Cantoria, 
Spain-based Cosentino Group’s biggest 
market. North America accounts for 60% 
of the company’s business worldwide.

Cosentino also serves as Cosentino 
Group’s executive vice president for 
global sales, driving the company’s prod-
uct design and R&D work forward. He’s 
also a member of the company’s steering 
committee, executive committee and com-
pany board of directors.

Cosentino will serve a four-year term on 
the board, beginning next month.

Williams, who joined the board in 2021, 
will become one of three NKBA board 
officers next year as secretary/treasurer.

Williams joined Caesarstone in 2016 as 
president of Canadian operations after serv-
ing in management at companies includ-
ing Masco Corp. and Fortune Brands. He 
became the first president of Caesarstone 
North America in 2019.

Eduardo Cosentino,
CEO Cosentino North America 

Ken Williams, 
President Caesarstone North America

Antolini to Exhibit at KBIS 2023

Las Vegas: Antolini, leading Italian 
company in the natural stone field, 
itroduced itself at KBIS with a 

new look and a new exhibition itinerary 
designed by Alessandro La Spada. The 
designer presented the project: “For the 
layout I was inspired by the concept of a 
‘shell,’ a fluid connection between outside 
and inside represented by a circuit which, 
once crossed, reveals the different collec-
tions in a succession of perspectives that 
lead to the informative heart: the work area. 
These dynamics represent a sort of abstract 
of the spirit with which the company trans-
mits its values.” transmits its values.”

Right after the kitchen, the visitor will  
enter the heart of Antolini’s production,  
 

From January 31st to February 2nd, Antolini will 
participate in the KBIS in Las Vegas with a new 

exhibition project designed by Alessandro La Spada

touching some of the natural stones of the 
Exclusive Collection and different finishes 
of the Textures+ Collection – whose slabs 
characterize the central space of the stand 
– and getting also the chance to check the 
ATech and AQuartz collections.

Guests at stand W4745 will be welcomed 
by a new monobloc kitchen in MATT 
Noirblanc soft quartzite, with a sink in 
Dover White marble in LETHER finish 
and metal inserts in satin brass; the project 
aims to present the potential of the mate-
rial in terms of combinations of different 
stones and between stone and metal, also 
proposing different finishes. 

 

Alessandro la Spada’s concept for the Antolini 
KBIS “monoblock” kitchen display.

Please turn to page 17
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Jeff Erikson Joins Natural Stone 
Institute Executive Committee

Antolini to Exhibit at KBIS 2023

The Natural Stone Institute is pleased 
to announce that Jeff Erickson 
(Cutting Edge Countertops) has 

been selected to join the association’s exec-
utive committee as board secretary.

Duane Naquin (Stone Interiors East), 
2023 NSI board president, commented: 
“I’m pleased to make this appointment. 
Jeff’s leadership skills will only further 
advance the association and our commit-
ment to our membership. I look forward to 
working alongside him this year.” 

Under Jeff’s leadership Cutting Edge 
Countertops became a Natural Stone 
Institute Accredited fabricator in 2012. 
During his time on the NSI board, Jeff has 
participated in the EPD countertop report, 
volunteered on the Sustainability Standard 
Joint Committee, served as chair of the 
Gary Sinise Foundation’s R.I.S.E program 
committee, and participated in several key 
training programs. 

Jeff commented: “The invitation to serve 
on the NSI executive board is both exciting 
and humbling.  This is a unique industry 
with many different channels and so many 
great individuals.  I look forward to con-
tributing in any way I can to give back to 
the industry that has given me so much.”

The 2023 NSI executive committee 
is comprised of President Naquin, Vice 
President Katie Jensen (Triton Stone 
Group), Treasurer Evan Cohen (Quality 
Marble & Granite), Secretary Erickson, 
and immediate past president Buddy Ontra 
(Ontra Stone Concepts). Erickson is slated 
to become the association’s board presi-
dent in 2026. 

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

Jeff Erikson
Cutting Edge Countertops 

Patagonia Original Extra

Brèche Fantastique as a wall treatment.
Continued from page 16

In detail, the Exclusive Collection, pro-
posed in Las Vegas in 14 of its over 85 
natural stones, is formed by slabs which 
combine the excellence of Mother Nature 
with the search for quality and the path 
of innovation followed by Antolini; the 
company, based in Verona, Italy, holds 
exclusive rights on the best materials and 
quarries at an international level, and 
chooses the best variants available, intro-
ducing them to architects and clients only 
after a strict control process.

Some examples are: Brèche Fantastique, 
Bianco Lasa|Covelano “Fantastico”, 
Patagonia Original “Extra.” 

The Textures+ Collection represents an 
interpretation of stone by Antolini, who 
applies innovative processes to create tex-
tures and geometries on its surface. On the 
occasion of KBIS 2023, ten variants will be 
presented, including Hydro Finish, Stratos 
Design, Riven Finish, Petra Design, Rock 
Finish e Safe Finish.  

Space also for Azerocare®Plus, the pat-
ented process developed by Antolini for 
marble, onyx and soft quartzite in LETHER 
and MATT finishes and designed to offer 
protection against etching and staining 
caused by contact with acid-based, organic 
substances.

Visitors will be able to test the effect of 
acidic agents, such as lemon or wine, on 
treated and untreated sections of natural 

stone and test their surprising effectiveness. 
Last but not least, Antolini also presented 

the AQuartz and ATech collections: slabs 
that faithfully reproduce – also thanks to 
the company’s expertise – marble veins, 
offering themselves as an alternative to 
natural stone. 

“The world of natural stones is constantly 
evolving; every week Nature surprises us 
with new stones. Antolini’s mission is to 
continue to grow, improve and innovate 
and the goal is to find the most beautiful 
stones in the world and put them at the ser-
vice of the market to inspire innovative 
designs. We do it with the courage to antic-
ipate new trends and the support of techno-
logical innovations, the result of years of 

research and development. The American 
market is a strategic one and our presence 
at KBIS 2023 reconfirms the investment 
choices and efforts we make every day to 
offer the best products,” concludes Alberto 
Antolini, CEO of the company.

For more infomation of Antolini’s exclu-
sive collections of stone, visit www.anto-
lini.com .

“Sometimes it is said that man 
cannot be trusted with govern-

ment of himself. Can he, then, be 
trusted with the government of 

others? Or have we found angels in 
the forms of kings to govern him? 
Let history answer this question. 

– Thomas Jefferson

http://www.naturalstoneinstitute.org
https://www.antolini.com/en/
https://www.antolini.com/en/
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Stone Restoration and 
Maintenance Corner

Bob Murrell 
M3 Technologies
Photos by Bob MurrellNow that we are up and running in 

2023, maybe, just maybe, some tech-
nical tips are in order. I know it helps me 
to just to sit down and go over small tips 
that can help in your day-to-day restoration 
work. Hopefully, it will help you some too. 

1. Let’s start with all of your water-based 
chemicals, because it is winter and the tem-
peratures can easily drop down into the 
teens. Here in East Tennessee for sure, you 
should not leave any of your water-based 
chemicals on the van or truck overnight. If 
they freeze or even come close to freezing, 
this can change their molecular structure 
and, in some cases, render them useless. 
That is not a good thing. It is a waste of 
resources and could also negatively affect 
a restoration project. So, take inventory 
and remove all these items from your vehi-
cles every night, and store them in an envi-
ronmentally controlled area. If you don’t 
want to do this, it’s OK, because selling 

these chemicals is part of what I do for a 
living, LOL!

2. When you are grinding or honing with 
diamonds, using Majestic Stone Soap or 
Stone Soap S (highly concentrated) will 
help extend the life of said diamonds. 
Stone Soap will help to lubricate the dia-
monds and suspend the slurry for easier 
pick up. This Stone Soap solution is good 
for running wet with any diamond abra-
sives, including metal-bond diamonds, res-
in-bond diamonds, diamond impregnated 
pads, and most any abrasive like silicon 
carbide and aluminum oxide bricks.

3. I’ve learned several tricks over the 
years, regarding the use of floor machines. 
One of the most helpful tricks is to always 
use a splash guard when wet grinding, hon-
ing, and polishing. When you are running 

Tech Tips for 2023

diamonds, slurry can get thrown several 
feet out from the machine. Reducing the 
amount of time spent taping and draping 
everything can be a big cost savings. Of 
course, you always need to protect adja-
cent surfaces where it is necessary. Using 
a splash guard also means you won’t be 

Using Majestic Stone Soap can extend 
the life of your diamonds as well as help 
with slurry removal.

Use a new and sharp razor blade to help 
with coating removal in tight areas.

Use a 20-inch drive plate under a 13-inch 
floor machine to help you to get under 
cabinet overhangs.

Sometimes we make the process more complicated 
 than we need to. We will never make a journey of a  

thousand miles by fretting about how long it will 
take or how hard it will be. We make the journey by 

taking each day step-by-step and then repeating it 
again and again until we reach our destination.

–Joseph B. Wirthlin

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

© MARK ANDERSON. www.andertoons.com

Please turn to page 19

able to get quite as close to the wall/base-
board or under cabinet overhangs. When 
grinding and honing, the edges really need 
to be done with a hand tool, so the differ-
ence the splash guard causes is negligible. 
One way to help with cabinet overhangs is 
to use your smaller machine, say a 13-inch 
machine, with your 17-inch or 20-inch 
drive plate. This gives you a 2- to 3.5-inch 

reach to help get under the overhangs. 
Some of my customers use 22-inch drive 
plates for their 17- and 20-inch machines.

4. I’ve discussed the importance of razor 
blades before, but it is a staple if you do 
shower stalls on a regular basis, so I think 
it can stand some additional coverage. 
Razor blades come in different sizes and 
thicknesses, (gauge) as well as styles (dou-
ble edge and single edge). For restoration 
work, like removing soap and conditioner 
buildup from shower walls and floors, sin-
gle edge razor blades are what you need. 
Of course, razor blades are also used for 
other removal procedures, like coatings 
and paint removal. I personally recom-
mend finding a razor blade holder that you 
like and not using the blade by itself, as 
this can be more difficult, and also danger-
ous. Always start with a razor blade under 
and around the faucet and shower head 
area. This is where everyone washes their 
hair and rinses off. Try gently pulling the 
blade across the stone on a slight angle. If 
there is buildup present, you’ll know pretty 
darn quick. Change your blade often as a 
fresh, sharp blade is more efficient and less 
likely to scratch the surface.

5. Taping materials are necessary for 
projects in our industry, despite splash 
guards. I sell Tape & Drape in two sizes, 
24-inch and 48-inch. The Tape and Drape 
has blue painter’s tape on one edge and 
allows for quick masking of sensitive adja-
cent areas like walls, doors, and cabinetry.  
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Use red poly tape to help you feather 
a polish on black granite.

It’s a great idea to leave a bottle of 
Majestic No-Rinse pH Neutral Cleaner 
for the client.

It is an essential preparation product for the 
restoration contractor, as are other prod-
ucts like blue tape, red polyvinyl tape, and 
in some cases, Visqueen (polyethylene 
plastic sheeting for the protection of car-
pet and rugs) and the brown contractor’s 
paper. The blue painter’s type tapes are 
generally used for protection of and adher-
ing to painted or stained surfaces. The red 
polyvinyl tape is used for additional pro-
tection from water, usually in conjunction 
with blue tape and/or Tape & Drape. Use 
inexpensive brown contractor’s paper to 
protect project access areas and to cover 
completed projects, for protection from 
foot traffic. 

6. I can’t emphasize enough the impor-
tance of proper maintenance product 
usage. Never leave it to a client to choose 

Stone Restoration and 
Maintenance Corner

Continued from page 18

and implement their own product of 
choice, especially for your completed proj-
ects. Leave them with some of the Majestic 
pH No-Rinse Neutral Cleaner, and either 
sell them the product going forward or tell 
them where to get it. In this way you can 
help ensure the project will remain at its 
optimum level longer and with less mis-
haps. Poor maintenance product choice 
results in project failures more than most 
all other reasons. Believe me, I get the 
calls…

Hopefully, these tips are helpful refresh-
ers. If you need specific help, reach out to 
me and I will do my best to point you in the 
right direction.

As always – and before beginning any 
new project – I recommend submitting a 
test area to confirm the results and the pro-
cedure 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.

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 .

 
 

mailto:publisher%40slipperyrockgazette.net?subject=Bob%20Murrell%27s%20article
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Please forgive the post-meal smirk on 
my face, also the toothpick between 
my lips. We of redneck ilk enjoy our 

toothpicks in much the same manner that 
smokers savor their post-meal cigarettes, 
the occasional ingested splinter notwith-
standing. Beats lung cancer any day.

In any event, my euphoria goes beyond 
food. It’s an emotional victory as well. 
After being labeled a traitor, I have been 
vindicated.

So has sweet cornbread.

Several times through the decades, I’ve 
expressed my disdain for “traditional” 
Southern Appalachian cornbread.

By that I mean those dry, coarsely tex-
tured chunks of cornmeal mortar, the 
crumbs of which invariably lodge in the 
back of one’s throat. Unless flushed with 
buttermilk, tea, water, coffee, moonshine 
or any other readily available potable, 
these particles unfailingly spark spasms 
of coughing so intense it’s not uncommon 
for toothpick missiles to be launched into 
space.

I much prefer cornbread of a sweeter, 
smoother variety. Like, say, cornbread 
from a Jiffy mix.

(We now pause to give the audience 
ample time to gasp, cover the ears of chil-
dren and spew invective that questions my 
Southern Appalachian lineage. Go ahead. 
I’m used to it.)

“That’s not cornbread! It’s cake! You’re 
no son of these mountains! You’re noth-
ing but a &%$!-ing Yankee (rhymes with 
elbow.)”

Even my dear bride of 52 years and 
counting, an otherwise gentle and lov-
ing woman whose country cooking roots 
extend deep into the cast-iron skilletry of 
Union County, has threatened legal action 
at my very mention of the words “Jiffy 
mix.”

But now, a respected Southern journal 
and a heralded Southern chef have inter-
vened on behalf of sweetness.

Allow me to quote from Garden & Gun 
magazine’s interview with Kelly Fields, a 
New Orleans pastry virtuoso, James Beard 
Award winner, and author of “The Good 
Book of Southern Baking.”

“Jiffy cornbread is what I grew up with. 
There’s so much science in that. They 

Sam Venable 
Department of Irony

Sweet Cornbread Prejudice 
is Gone in a Jiffy

figured out how to do cornbread, and the 
reality is, that’s all a lot of people have 
time for.

“If you’re short on time or gumption and 
want delicious cornbread immediately, 
here are some of my ideas for making it 
special when you aren’t making it from 
scratch. Start with one (8½-ounce) box 
of Jiffy corn muffin mix. Just follow the 
package instructions, using egg and milk, 
unless instructed otherwise.”

She even offered ways to spike your 
Jiffy cornbread with a variety of extras, 
including roasted red bell peppers, roasted 
pimentos, jalapenos, cheese, whatever.

Chef Fields, I can’t thank you enough for 
restoring my hillbilly cred.

The rest of y’all can pucker up and kiss 
my grits.

Sam Venable is an author, come-
dic entertainer, and humor colum-
nist 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.

© MARK ANDERSON. www.andertoons.com

The International Surface Fabricators 
Association (ISFA) welcomes 
three new members to its board 

of directors in 2023. Fabricators Mike 
Henry, ASST, and Mike Schott, Onslow 
Stoneworks, will serve as directors, 
while Associate Member Frank Sciarrino, 
Granite Gold, Inc. and Quote Countertops, 
will serve as an associate member 
representative.

Mike Henry has worked for ASST for 
nearly 25 years in almost every capacity. 
From fabrication to installation to estimat-
ing to business development, Mike knows 
our industry from firsthand experience. 
Currently serving as director of estimating, 
Mike is responsible for demand creation 
for ASST. He is integral to ASST and lives 
and breathes the core values of being cus-
tomer focused with integrity, innovation, 
persistence, enthusiasm and teamwork. 

Frank Sciarrino is a third-generation stone 
fabricator with more than 20 years of expe-
rience in the stone industry. At his fami-
ly’s fabrication business, Frank climbed 
the ranks over the years to chief estimator, 
operations manager, executive vice presi-
dent, and eventually leading the company 
as president and chief operations officer. 
Frank’s fabrication business worked with 
major builders, box store retailers, kitchen 
and bath dealers, direct-to-consumers, and 
commercial work.

Mike Henry, Director of Estimating ASST 

Mike Schott, 
Onslow Stoneworks

ISFA Announces 2023 
Board of Directors

mailto:sam.venable%40outlook.com?subject=Thanks%2C%20Sam
mailto:sam.venable%40outlook.com?subject=Thanks%2C%20Sam
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FLAT POLISH  
AND

*PROFILING

*Profile only, no polish

COME VISIT US 
FOR SHOW SPECIALS!

BOOTH # 4224

FLAT 
POLISH 

AND 
THRESHOLDS

A young girl named Madeline, with a 
vivid imagination and remarkable 

awareness of how bureaucracy can dash 
dreams, got her wish when she asked 
Los Angeles animal control authorities 
for a license to own a unicorn — provid-
ing she’s able to find one.

The first-of-its-kind permit came with 
strings attached, however: The mythical 
creature must be provided ample expo-
sure to sunlight, moonbeams and rain-
bows and have its horn polished at least 
once a month with a soft cloth. 

Director Marcia Mayeda of the county 
Department of Animal Care and Control 
sent the girl a heart-shaped, rose-col-
ored metal tag with “Permanent Unicorn 
License” emblazoned on it, along with a 
white fuzzy unicorn doll with pink ears, 
purple hooves and a silver horn. 

The department’s response came after 
the girl wrote it a brief letter last month: 
“Dear LA County, I would like your 
approval if I can have a unicorn in my 
backyard if I can find one.”

Mayeda commended the girl for her 
“sense of responsible pet ownership to 
seek permission in advance” and for 
thoughtfully considering “the require-
ments of providing a loving home to 
animals.”

The agency posted images of the cor-
respondence, the license, the medallion 
and the stuffed toy on its social media 
accounts, with the girl’s last name 
obscured.

Its five conditions for unicorn own-
ership also require that any sparkles or 
glitter sprinkled on the animal be non-
toxic and biodegradable, and that it be 
fed watermelon at least once a week.

Grinchpooling
The Grinch came early for one 

sneaky Arizona driver who tried to 
pass off an inflatable figure of the Dr. 
Seuss character as a passenger.

The Arizona Department of Public 
Safety says that right before Christmas, 
a state trooper  noticed a car in a high-oc-
cupancy vehicle lane on Interstate 10 in 
Phoenix with a “Seusspicious-looking” 
green passenger. While the gag may 

have caused the officer’s heart to grow, 
it did not stop the driver from getting 
cited for being in the HOV lane during 
a restricted time.

The agency, however, could not help 
but post a photo of the Grinch figure 
with the driver’s face blurred on its 

Twitter account. 
Officials say they appreciate the “fes-

tive flair,” but the driver’s action was 
still illegal, an attempt to evade the law. 
They are urging motorists to follow traf-
fic laws or they’ll get a lump of coal…
and 30 days in jail.

Legally Sparkly

Legally Sparkly

Step with care and great  
tact, and remember 

that Life’s a Great 
 Balancing Act. 

— Dr. Seuss
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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.

Material Handling • Air Tools  •  Electric Tools

Save BIG on  
Hercules stone  

transport solutions.

MSI to Build East Coast 
Distribution Hub in Virginia

MS International Inc. 
(MSI) will con-

struct a new 548,000 ft² dis-
tribution hub in southeast 
Virginia in the Hampton 
Roads port area, announced 
Virginia Governor Glenn 
Youngkin (R) in a mid-De-
cember press conference.

MSI will invest $61.6 mil-
lion to establish its East 
Coast distribution facility in 
Suffolk, Va., near the Port 
of Virginia harbor complex, 
and ultimately create up to 
80 new jobs.

“Virginia is one of North 
America’s premier supply 
chain destinations, and we 
are excited to welcome MS 
International’s East Coast 
Distribution facility to the 
Commonwealth,” Youngkin 
said. “MSI will benefit from 
Suffolk’s prime location and 
proximity to our world-class 
port facilities, and we look 
forward to their success in 
the Hampton Roads region.”

MSI imports more than 
70,000 containers per year 
and manages an inventory 
of more than 300 million 
ft², including hundreds of 
thousands of slabs of nat-
ural stone and quartz. MSI 
has over 3,000 employees 
worldwide, including more 
than 60 in Virginia.

McDonald Development 
of Atlanta will construct 
a new building at 2821 
Holland Road in Suffolk for 
MSI.

Virginia competed with 
Georgia, New Jersey, and 
South Carolina for the 
project.

“MSI is very excited 
with this huge expansion 
of our distribution foot-
print in Virginia,” said Rup 
Shah, MSI president. “This 
new hub distribution center 
will dramatically improve 

®
Quality Polyester, Vinyl  Ester, Enhancers  

BBIndustriesLLC.com    800-575-4401

our long-term distribution 
capabilities across the Mid-
Atlantic and Mid-West.

“In addition, we are very 
impressed with The Port 
of Virginia and its contin-
ued investments to insure 
a smooth flow of goods. 
Finally, both the high-qual-
ity workforce in the region 
combined with a very busi-
ness-friendly environment 
were both major contribut-
ing factors to our decision.”

“We applaud MS 
International’s decision to 
build its East Coast distri-
bution center in Suffolk, 
Virginia and capitalize on 
the access to global mar-
kets offered by The Port 
of Virginia,” said Stephen 
A. Edwards, CEO and 
Executive Director of the 
Virginia Port Authority. 
“MSI is going to be a sig-
nificant importer and the 
investments we’re making 
in our terminals will help to 
ensure that MSI can grow 
its volumes without con-
cern. We welcome MSI 
and are looking forward to 
a long partnership.”

The Virginia Economic 
Development Partnership 
worked with Suffolk 
to secure the project 
for Virginia. Youngkin 
approved a $225,000 grant 
from the Commonwealth’s 
Opportunity Fund to assist 
the city with the project.

The company is also 
eligible to receive ben-
efits from the Port of 
Virginia Economic 
and Infrastructure 
Development Zone Grant 
Program. Funding and ser-
vices to support the com-
pany’s employee training 
activities will be provided 
through the Virginia Jobs 
Investment Program.

Get the Latest in
Industry News

or go to www.stonemag.com/srg

Scan the
QR code

Every 1st & 3rd Wednesday

Twice-monthly

Every month

Every 2nd & 4th Wednesday

“Don’t complain about growing old — 
many, many people don’t have 

that privilege.”–Earl Warren



Slippery Rock Gazette February 2023 | 23  

The Slippery Rock ClassifiedsTo 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

March 2023 Issue
Tuesday, January 24, 2023

April 2023 Issue
Tuesday, February 21

May 2023 Issue
Tuesday, March 21

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

For Sale

Thibaut TC04 Numeric for sale. CNC 
bridge saw, it can be used in manual, semi 
auto and full CNC mode. The machine will 
take DXF files for full auto mode. Extra 
rolling conveyor tables. Great machine 
for a shop looking to increase production. 
$18,000 (buyer moves it). Call for pho-
tos and additional info. Contact: Robert 
Mazzille, 1-571-369-0012, rmazzille@
rugostone.com .

___________

Comandulli Speedy Edge Polishing 
Machine For Sale. Edge polishing machine 
for sale $14K OBO - Must sell! Located in 
Los Angeles, CA, the machine is in excel-
lent condition, low hours, Model Speedy 
System, Year 2006, Automatic Tool chang-
er, Pneumatic turntable for piece loading, 
pre-set programs visualized on “touch-
screen” control panel. Call: 310-328-8000, 
elizabeth@delorenzomarble.com .

___________

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

___________

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

___________

SAVAGE SAW– Works great. 20 HP Blade 
Motor. 360° Rotating table (no tilt). 3 phase 

power. Motorized Gantry, Traverse, and Rise 
& Fall Motions. (does not miter). Works great, 
we are upgrading and we do not have room 
for it. $3,000.00 USA OBO: Contact granite 
works1960@gmail.com, Phone 605-225-
3679.

___________

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 number 
07-1125. Asking $13,500. Contact: Stephen 
Adams, 706-318-3181, radams@stargran-
iteinteriors.com .

___________

Rockford Planer. With over 150 shaping 
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 run-
time 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 pictures avail-
able. 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, mar-
tin@stone-concept.ca .

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

___________

Business Opportunities

Turn Key Shop. Looking to get out 
of the business. Shop is located just 
outside of Buffalo, New York. I am 
willing to take monthly payments, with 
some money down. We have 2 Intermac 
Master 43 CNCs, a Yukon 2 bridge saw, 
overhead crane with vac lifters– 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, and 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. Currently 
looking for an opportunity to “man-
age” a stone fabrication shop. Willing 
to be relocated within USA, 22 years 
experience in field. If you are looking 
for help, I would like to help. Thank 
you for your time.  Contact: Eddy 
Gran, flago09@gmail.com. 

___________

List Your Items FREE
Both Print and Online!

www.SlipperyRockGazette.net

•110 TON SPLITTING FORCE 

• 25.2” BLADE LENGTH

• 17.72” SPLITTING HEIGHT

• 11 KW PUMP UPGRADE 

• 5.05” PER SECOND DESCENT  

• 6.49” 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 640 X 450 100t

EXW Whitehall, NY
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Southern California
Las Vegas, NV
Wisconsin
Indiana
Louisville, KY

St. Louis, MO
Jackson, WY
Orlando, FL
Oklahoma
Mississippi

Currently we are looking for new companies to join 
the group’s partnership in the following areas:

To learn more about becoming a member 
contact Jon Lancto:  
jonl@Artisan-counters.com

The Artisan Group members were among the first stone 
fabricators in the world to achieve full accreditation with 
the Natural Stone Institute, with each member rigorously 
tested on quality, safety, and service.

The Artisan Group is facilitated by our member partner Architectural Surfaces.

WANT TO JOIN THE 
ARTISAN GROUP?
The Artisan Group is an elite North American 
partnership and network of independent countertop 
professionals, that are looking to grow their group. 
Each Artisan member is an owner of the group and 
enjoy the benefits of the group with protected 
territories allowing the exchange of best practices.

“Friendship is unnecessary, like 
 philosophy, like art... It has no survival 

value; rather it is one of those things  
that give value to survival.” –C.S. Lewis

 Currently, Frank is the chief operations 
officer and managing partner of Quote 
Countertops and president of Granite Gold 
In-Home Services, the service end of the 
Granite Gold stone care products company.

At Quote Countertops, Frank and his 
team were the first to bring online quot-
ing and checkout to the countertop indus-
try. Frank regularly advises fabricators and 
marketing companies across the nation to 
help drive more sales through digital mar-
keting strategy, protection plan services 
and technology. 

“Mike, Mike and Frank are excellent 
additions to ISFA’s board of directors,” 
said Nancy Busch, executive director of 
ISFA. “With strong backgrounds in fab-
rication and proven track records with 

ISFA Announces 2023 
Board of Directors

Continued from page 20

Frank Sciarrino, Quote Countertops

Returning to the board in 2023 are the 
following officers, directors and associate 
member representatives:

• Austin Maxwell, Maxwell Counters,  
 will serve as president.
•  Joe Duszka, Carolina Custom  
 Surfaces, will serve as immediate past  
 president.
• Laura Grandlienard, Rockin’teriors,  
 will serve as vice president.
• Ted Sherritt, FLOFORM Countertops, 
 will serve as treasurer.
• Jessica McNaughton, Caragreen, will  
 serve as secretary.
• Kimberly Homs, Great In Counters,  
 will serve as director.
• Paul “Max” Le Pera, Proprietary  
 Ventures, will serve as director.
• Steve Mast, Precision Countertops,  
 will serve as director.
• Travis McDermott, McDermott Top  
 Shop, will serve as director.
• Eric Tryon, NOW1 LLC, will serve  
 as director.

successful business growth and develop-
ment, they are well positioned to lead our 
association and the membership in 2023.”

• Rodrigo Velazquez, Indeko, will serve 
 as director.
• Jim Callaghan, Granquartz will serve  
 as associate member representative.

“We’ve got an amazing team this year,” 
added Nancy. “And all of our board mem-
bers are keenly aware of the challenges 
faced by today’s fabricators and other pro-
fessionals across the industry. Together 
we’re dedicated to developing resources, 
programs and events that will enable our 
members to cultivate key relationships 
while gaining the tools and insights they 
need to nurture their businesses.”

For more information about the 
International Surface Fabricators Associ-
ation, visit www.ISFAnow.org.

http://www.ISFAnow.org
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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. 
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