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ATTACHING STONE ANCHORS TO STEEL STUDS

Usually, anything anchored to a steel stud is anchored with a self drilling screw. In order
to understand the problem with these when used with stone we need to look at brick ties again.
Brick ties are installed 16" on center horizontally and vertically. The sheer number of these
anchors and the fact that bricks are all bonded together by the mortar give the system a degree
of redundancy. What if one of the wall ties fail? It's not really a big deal. The 4 other brick ties
above, below, and to each side of the failed anchor pick up a share of the load and the brick
remains sound.

Stone is different because of the size of the panels. Let's look at the theoretical 2" tall by 4°
wide panel. This is a very typical size for any type of stone panels. The panels are anchored at
Y points with a split tail type anchor carrying the load from the panel above and below. What
happens if one of these anchors fail? The closest anchor is no less than 2" away and it is already
carrying its’ load capacity. The nearby anchors will be overloaded by the failure of just a single
anchor. It is possible that a single failure or a couple of small failures can precipitate a failure
of the surrounding stone anchors with catastrophic results. Each and every anchor is important
when anchoring stone and it is very important that every precaution must be taken to prevent
the failure of any anchor in the system.

The most typical self drilling screw size is a #12-14. This is a, approx .21" diameter screw
with 14 threads per inch. That means there is a thread every .0714". Remember the thickness
of an 18 gauge typical stud? It's .048". All these numbers mean that there is about 70% of one
single thread holding that screw in a stud. The pullout tests for a screw in a stud are pretty
good, definitely good enough to justify their use as attachment for a stone anchor. But, how
much corrosion in that stud does it take for that really good test number to be reduced 75%, or
50% ? Studs are always protected from corrosion with a galvanizing, but the edges of the hole
that the self drilling screw created are good clean metal, the perfect place for rust to start. Any
hole drilled through a stud can be a catalyst for corrosion. It is not difficult to imagine a screw in
a steel stud of a 4 year old building can be rusted enough to be withdrawn by hand. As a matter
of fact this has actually happened. With the capacity easily reduced (sometimes to zero) and the
lack of redundancy in stone panel anchoring making each anchor important, you can see why
stone engineers don't like to entertain the thought of self drilling screws for stone anchors.

Initially, the solution seems pretty simple. Just use bolts. A small 1/4" or 5/16" bolt with
a large washer on the inside of the stud will allow for a little corrosion and continue to perform
at full capacity. This simple solution is complicated because the stone is not always installed
before the interior sheathing. With the interior sheathing on, there is no way to get to the back
side of the stud to install the nut and washer. When this situation occurs Hilti makes an anchor
called a toggle. It can be installed from the front side only and has 2" U shaped threaded bar
that a bolt installs into. The allowable pullout loads for this anchor are not stellar, usually
between 140 Ibs and 200 Ibs, but they can be made to work. There are other similar anchors to
the Hilti Toggler that will also work.

You may have the project designer tell you that they have used ‘structural studs’ on their
particular job. | have a problem not laughing out loud when they say that. | have even seen
'structural studs’ called out in the project plans. That usually means 16 gauge (.06", 15 sheets
of paper) in lieu of the usual 18 gauge. Even with that ‘extreme thickness’ the studs are still
designed to carry distributed loads. Heavier studs are specified because of longer spans or
higher windloads, so the fact that they are "structural’ doesn’t change any of the concerns with
stone anchorage.

To sum up, cold formed steel studs will always present unique challenges when trying to
attach stone. Each stud must carry its" own portion of the load and the use of self drilling screws
for attachment must be avoided. Steel studs are not really a problem. They can bring their own
benefit to a project, but stone attachment has to be carefully considered to make a long lasting
durable installation.

We were saddened to hear of the recent passing of Madeline Halquist, wife of the late
Albin “Stoney” Halquist, whose father, John Halquist, in 1929, founded Halquist Stone
Co. —longtime members of the BSI. Bud and Perry Halquist became the third generation

to take over the Lisbon, WI based company and her grandchildren, Tom & Bill Halquist
are in charge today. We extend our sincere condolences to the Halquist family. 2
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THE GALLEGOS
CORPORATION
EARNS EVHBA AWARD

The Eagle Valley Home Builders
Association (EVHBA) has recognized The
Gallegos Corporation‘sdistinctive craftsmanship
for its work on the Arrabelle at Vail Square. The company was awarded three BEAM Gold
Awards, one each for Masonry, Plaster and Marble/Granite/Tile. This Old World style Bavarian
hotel is truly a masterpiece that the company was pleased to be involved with.

“This project was truly unique and a good test of our skills. The timeline was tight
and the scope of the project was impressive,” said Jake Jacobson, the Masonry Division
President. “It is not often we get to work on a project that encompasses so many of our
talents. | am happy that all of our crews were recognized for their hard work.”

The masonry portion of this project was considerable and included more than 10,500
cast stone pieces, including window and door surrounds, balcony fascias and balustrades.
Pieces weighed up to 3000 pounds, requiring special handling techniques. TGC also designed
and engineered the anchor system for the cast stone attachment.

There are 125,000 square feet of interlocking concrete pavers, 30,000 square feet of
Rubble Limestone veener and 25,000 feet of CMU blocks installed. In addition, The Gallegos
Corporation installed numerous fireplace surrounds and limestone columns in the elegant
Centre V Restaurant.

TGC also installed marble, granite and tile in all of the common areas including the
restaurant, lobby, lobby restrooms, lobby great room, spa, nail salon, elevator lobbies, roof
top pool and dressing rooms, skier services and meeting room restrooms. Many of the granite
slabs were hand selected for this project in Italy, and more than 50 different types of tile were
used with one-of-a-kind custom mosaics made specifically for this job.
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ALAMO STONE COMPANY
13020 S. Kirkwood e Stafford, TX 77477
E-Mail: tom@alamostonecompany.com

Phone: (281) 240-4600
Primary Contact: Tom Malloy

Fax: (281) 240-4604

Stone supplier, fabricator - high end residential/commercial.
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BLAKE'S WHOLESALE STONE
201 A. Panamint Avenue ¢ Ridgecrest, CA 93555  Phone: (760) 375-4430
Website: www.blakeswholesalestone.com

Primary Contact: Lori Jaworsky
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CHIPPEWA STONE

P.O. Box 462 * Fort Ann, NY 12827

Website: www.chippewastone.com
Primary Contact: Bonnie Graves
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J. C. STONE, INC.

P.O. Box 177 » Washington, ME 04574

Fax: (760) 375-6062
E-Mail: lori@blakeswholesalestone.com

Phone: (518) 792-8750
E-Mail: info@chippewastone.com

Fax: (518) 792-8750

Phone: (207) 549-4729 Fax: (207) 549-4032

Website: www.jcstoneinc.com ¢ E-Mail: kcarle @jcstoneinc.com

Primary Contact: Jamie Carle

Quarriers/Fabricators & Distributors of landscape, building stone and architectural stone. Specializing in Historic Replication.



CUT (THE WASTE) AND BUILD (THE VALUE):
A PROACTIVE APPROACH TO SURVIVING THE RECESSION

(JAY WILL BE THE LUNCHEON SPEAKER, MONDAY, FEBRUARY 2, 2009 AT THE
BSI ANNUAL CONVENTION AT THE RIO MAR RESORT IN PUERTO RICO)

Call it a slowdown or a recession, the impact is nearly the same —
our businesses are challenged and we have become desperate to find
ways to respond. We feel the urge to cut expenses, eliminate programs,
benefits, and put customer and employee development on hold. Our knee-
jerk reaction to this slowdown pressure encourages us to do all of the
wrong things.

True, we must eliminate wasteful spending; it should never take a
recession to drive this thinking. We must always assess the impact of
our spending on performance to determine its return and effectiveness.
However, in today's intellectual environment, this review process is not
strictly empirical. Today, we must also assess how recession decisions
affect employee morale, engagement and performance. Sure, cutting
a percentage of the 401k match or deleting a holiday gift program may
cut expenses from the bottom line but they may also have more a more
significant longer term impact on profitability as employees disconnect
from the organization — both mentally and ultimately, physically.

Loyalty is the key to success inany type of economy—employee loyalty
and customer loyalty. Employees must be loyal to create loyal customers
S0 as recession-inspired actions cross your desk, be sure to evaluate them
not only for their bottom line impact today, but also know their impact on
your employees and their engagement level for tomorrow.

We are in an intellectual economy; the industrial age is all but over
in the US as much of manufacturing moved offshore. We are left with the
intellectual or service economy. The success of this economy now rests
in the minds and hearts of our employees — those employees who choose
to build strong relationships with customers, or not. Our success rests
with those employees who are matched to their roles so that they are
excited and engaged about making a difference in their work, or not. Our
success rests with those employees who actively and innovatively think
to drive new services, responses and opportunities for the business, or
not. Value in our workplace is in the connectedness and performance of
the employee; this value does not respond well to industrial age expense
cutting as the solution to a recession or slowdown.

Today, the employee chooses his degree of commitment based on
the things he experiences in the workplace. In effort to cut expenses,
be aware of the impact on the employee, his attitude and therefore his
engagement. A couple of dollar savings today may significantly affect the
employee engagement and quality of workers in the future.

To recession-proof your company in an “intellectual age,” consider
this “cut and build” strategy:
e Most businesses are service which means employee-related
expenses are the greatest expense captions on the Income Statement and
therefore the first to be targeted for cuts. Review all employee-related
expenses and assess those that do not make a significant difference
to the employee; survey employees to determine the benefits that have
greatest value. Cut those that do not add value; build value by adding
small high-impact benefits at a time when the rest of the business world

is cutting. The positive emotional response to an “addition” at the time of
cuts cannot be underestimated.

e Senior management should feel the effects of the first cuts. In an
intellectual age, employee loyalty is critical. If employees see that all cuts
are at their level and not first with those who are more significantly paid,
they will not buy into the changes. This will be evident in the quality of
their work (remember, in an intellectual economy, employees control how
hard they work and how long they stay); the goal is to make changes AND
win employees into continued performance. Cut senior manager perks
and compensation; build rapport by sharing this first round of changes
with all employees. Employees’ support will be significantly improved as
they see that all levels of the organization will need to change to respond
to the challenges in the economy.

e Cut wasteful perks such as company meetings with no real agenda,
or golf or social outings with limited (business) purpose. Instead, build by
hosting a sales or company meeting with a clearly defined profit purpose;
use a powerful performance speaker and create specific individual
performance requirements from the meeting. Follow up with employees
and work to implement changes. Cut the bar bill and the fancy meals;
build performance by spending on speakers, coaches and tools to build
performance, then hold employees accountable for using what they learn
to invent new ways to drive results.

e Be honest with employees about difficult times; share the numbers
so that employees understand the critical financial picture. Many times
employees are willing to make cuts and changes when they see the reasons
and are given the facts. Cut limited and hearsay communications by not
being proactive or honest; build rapport by being honest with employees
and sharing the facts. Also, send a letter to employees’ homes to be sure
accurate information is shared with families as well. Employee loyalty is
affected by what spouses and partners feel about the organization.

The most significant way to recession-proof your business is to change
your understanding of the roles of employees. As author Tom Peters says
about today’s economy, “We are in a brawl without rules.” So cut the old
definition of employee that requires them to just show up and do what
they are told. Instead, build a powerful recession-proof workplace by
allowing employees to own a larger portion of the results, ideas, policies
and services. Offer education, skill development and learning to expand
employees’ perspectives and invite opportunity thinking, Encourage
employees to take performance risks to win customers, invent efficiencies
and see possibilities instead of limitations. Get more from each employee
by igniting his performance by spending in areas that drive engagement.

The recession (or slowdown) is here; recession-proof your business
by remembering where value is — in your employees’ hearts and minds.
Cutting expenses that impact this may save a dollar today but cost you $10
next week. Be wise by understanding that today’s intellectual workplace
does not respond in the same way our manufacturing or industrial age
workplace did. To combat slowdowns in that era, expense cutting was key.
Today, spending wisely, holding employees accountable for performance
and building a more positive workplace is the key to surviving and thriving
in a slowdown economy. 6
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. “ | HDS 70 Stone Splitter

V30 Thin Veneer Saw | " 26” - 70 ton stone splitter for

Flagstone, River Rock, Brick,
Block, Veneer and more! -

The V30 electronics monitor blade motor
performance while cutting to optimize output.

Your thin veneer solution is here.

Process more stone in less time with the HDS 70 Stone Splitter HDS-70 Financing Special:
and the new V30 Thin Veneer Sawing System. Both machines 6.75% for 5 Years or

are designed and built for easy operation, simple maintenance no payments for 90 days.
and backed by a hard working company that’s been building Offer valid thru October 31, 2008
the industry’s finest full-line of stone processing machines for

uarries and masons since 1950.
q Call today to see how ! ! c.;.;-,“v T‘."lA

we can save you time and money. c..,‘ l.AS‘v, .sc
800'350'93 1 3 Loveland, Colorado www.ceejaytool.com
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DUES ARE DUE

The BSI enjoyed another year of success and is looking forward to additional opportunities to enhance your membership experience in
2009....as we celebrate our 90th year!

2009 membership renewal materials have been sent to all members. Thank you to those who have already submitted their dues for the next
year. We are confident that you will want to continue to take advantage of the benefits of membership and encourage you to mail your renewal
today to avoid any interruption of services. Membership follows the calendar year, and as per our Bylaws, dues shall be payable in advance of the
annual renewal date (December 31st).

Please take a moment to review your company listing on the BSI website under the Who's Who tab and fax or e-mail any changes and/or
corrections to Barb (barb@buildingstoneinstitute.org) to ensure that the information is current.

Included with your renewal invoice is a description of the Voluntary Contribution Programs. Space is provided on the invoice for your
contribution in support of these Programs. Your generosity at any level will be greatly appreciated.
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HAPPY HOLIDAYS!

Building Stone Institute

551 Tollgate Road, Suite C
Elgin, IL 60123

847-695-0170

fax: 847-695-0174
www.buildingstoneinstitute.org



