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QuarryTile

When Quarry Tile installed a new kiln in its manufacturing facility near Spokane's Felts Field
Airport a few years ago, the number of colors the company could produce for its biggest
customer rose from two to nine. Quality improved, and output nearly quadrupled, but natural
gas use increased only around 10 percent.

And Avista helped support Quarry Tile's investment in the energy efficient equipment.

The Situation

For a long time, the U.S. tile industry has been losing ground to Italian, Spanish, Brazilian and
Chinese manufacturers. While imports represented about 44 percent of the market in the 1970s,
today it's almost 80 percent. As a result, five domestic tile companies have gone out of business
in recent years.

“When you haven't raised prices in 12 years, you know you're in a tough business,” says
Tom Sawyer, vice president of Quarry Tile.

The Avista Solution

In the face of such a competitive environment, maintaining an edge requires constant vigilance —
which is exactly Sawyer’s specialty.

With the first new kiln in place in October 2001, successfully churning out nine different colors of
tile, Sawyer started looking around for his next big undertaking. Once again, he turned to Avista.

In short order, Eric Lee, an Avista energy efficiency engineer, was on the case, helping Sawyer
devise an efficiency test for a second new kiln.

The test results proved favorable, and Quarry Tile installed another new kiln in January 2003. The
90-foot-long, shamrock green machine processes more tile in far less time than the equipment it
replaced, and Quarry’s sales have risen steadily in response. But the most compelling motive —
for both companies — was the decreased rate of energy consumption. By using 75,000 fewer
therms of gas a year, Quarry pays about $48,000 less in annual utility bills.

The Result

"If we can help customers save energy, they are able to invest those fuel dollars in other
areas of their operation, which contributes to a healthier bottom line for them,” says Doug
Kelley, regional account executive for Avista. “Through conservation, Avista benefits when
we meet our customers’ energy requirements without having to generate or buy excess
energy to fuel their operations and production.”

Based on that reasoning, Avista contributed $225,000 toward the kiln's $449,000 price tag.
“That incentive is what tipped the scale for us to purchase the equipment. We were trying

to increase our efficiency and improve our loss costs. The energy savings was really the
icing on the cake that cinched the deal,” Sawyer says.

Solution Overview
Company: Quarry Tile

Profile: This Spokane-based company,
founded in 1965, specializes in
custom, short-run wall and floor tile.
Quarry Tile operates 24 hours a day,
seven days a week, and employs about
105 people.

Challenge: As a manufacturer
increasingly pressured by foreign
competitors, Quarry must find
ways to eliminate costs and increase
operational efficiency.

Solution: Avista worked with Quarry
Tile to analyze the effects of two new
kilns on natural gas consumption

and provided incentives to offset

the expense of the more efficient
equipment.

Result: Increased production and
annual natural gas savings of
$48,000, and a stronger business
in the community.

¢ By using 75,000 fewer
therms of gas a year,
QuarryTile pays about
$48,000 less in annual
utility bills.”?




