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6450 Joe Frank Harris Parkway • Adairsville, GA 30103

Map not to scale

4 Current tenant, STONEKOR, designs and 
       manufactures equipment to create and 
       maintain hard floor surfaces. 

4 Lease term: 10 years

4 CAP Rate: 6.75%

4 13,000 SF
 10,000 SF warehouse (expandable)
 3,000 SF office

4 2.73 Acres

4 Quality tenant with strong financials

4 Well located on US 41 and minutes from I-75

Please Contact:
Mel Stowers

404/626-5966 (phone)

mstowers@stowersco.com

Stowers & Company
257 Lawrence St., NE, Unit 5236  •  Marietta, GA 30061-2350

770-528-9422
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Ben Stowers

770/778-6491 (phone)

bstowers@stowersco.com

SITE
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Every effort has been made to provide accurate information, but no liability is assumed for errors and omissions.
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Company Background
 
STONEKOR designs and manufactures equipment to create and maintain hard floor surfaces.  The company’s equipment 
lines fall into six main categories including high-speed burnishers, floor stripping machines, concrete and terrazzo 
grinding and polishing machines, floor scrubbers, and specialty vacuums.  In addition, the company manufactures and 
sells all types of diamond abrasive and cutting tools, including floor preparation abrasives, core drill bits, and saw blades.  
Lastly, the company provides specialty chemicals used in producing and maintaining hard floor surfaces. 
 
STONEKOR specializes in vapor propane and hydraulic powered machines.  All of the company’s engines utilize 
STONEKOR’s proprietary ProCarb™ technology to deliver propane vapor (not liquid propane) in a very efficient, safe 
manner for equipment use indoors or outdoors.  The company’s ProCarb™ technology is carefully tuned to maximize 
engine torque and produce minimum carbon emissions.  STONEKOR tunes its ProCarb™ system and catalytic converter 
at the engine revolutions per minute that delivers maximum engine torque while ensuring the lowest levels of balanced 
carbon monoxide, hydro-carbons, and nitrous oxide emissions.  This approach results in the quietest, most fuel efficient, 
and lowest emissions propane system available in the market. 
 
The company began in 1989 as Eagle Solutions in Georgia, USA.  The company’s legacy products included only the 
propane burnisher equipment line until 2001 when the company introduced its initial line of concrete grinding and 
polishing equipment.  The company was sold to a large competitor in the cleaning equipment space (Tennant) in the 
late 1990s, but was subsequently sold back to the company’s founder.  In 2005, the company had grown to more the 
$18 million in annual revenue and was sold to a private equity firm.  The private equity company and its newly installed 
management team alienated many large and small customers, and the company failed in 2008 and defaulted on its 
obligations.  The company’s original founder again repurchased the company from its debt holders, and re-launched 
the company as Eagle by STONEKOR.  Brent Wouters purchased the company from its original founder in 2013 and 
rebranded the company simply as STONEKOR.  
 
Mr. Wouters has focused the company turnaround on three strategic initiatives:  1) material cost reductions, 2) product 
innovation and product line expansion, and 3) sales force expansion.  Mr. Wouters initially focused on stabilizing the 
business and learning the market for flooring products, along with rebranding as STONEKOR and launching a new 
website.  Upon stabilizing the business and understanding the market, the company focused entirely on material cost 
reductions to improve product margins and product line expansion to offer a broader array of solutions for customer 
needs.  Efforts to reduce material costs pushed average overall machine costs down approximately 40% and resulted 
in much-improved product margins in 2017.  Product innovations and product line expansions brought a full line of 
walk-behind and ride-on floor scrubber machines, new concrete grinding and polishing machine designs, and lines of 
specialty vacuums, chemicals and diamond tooling.   
 
Today, STONEKOR is well-positioned for rapid revenue and profit growth in 2018 and beyond.  The company’s much 
broader product lines, significantly lower costs, and growing nationwide sales force offer tremendous sales and margin 
upside.  The company expanded from one sales person to more than 30 sales representatives in 20 states in 2016, and 
the company spent heavily on marketing in 2016 with two large trade show appearances and investments in online 
marketing and search engine optimization.  STONEKOR continues to add more sales representatives throughout the 
U.S. in 2018, and we expect the impact of broader product lines, higher margins and expanding sales force to positively 
impact 2018 financial results.  As the industry experts in hard floor surfaces, STONEKOR prides itself on excellent prod-
uct quality, exceptional customer service, and designing and manufacturing equipment with the lowest environmental 
impact and lowest total cost of ownership.  


