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Coldspring Precision 
Diamond Tooling

Face it. You can have the 
best saws, edgers and 
CNCs, and the best oper-

ators running them, but if the 
diamond tooling you’re running 
is not performing to its peak, 
you’re taking the slow road to 
the finish line each and every job. 
Good tooling is not an option, 
it’s a necessity in the competi-
tive world of stone, and what’s 
on the spindle counts as much as 
anything. So, ask yourself, is my 
current diamond tooling perform-
ing at its best, or is it the weak 
link in my production chain?      

   
Knowing this all too well, 

Coldspring, a major stone pro-
ducer for 120 years (See our Nov. 
2020 feature, Coldspring: The 
Legacy Continues) began produc-
ing diamond tooling for their own 
production line during the 1930s. 
As time and the available tech-
nology progressed, Coldspring’s 
engineers and leadership set their 
sights on adapting new techniques 
in metallurgy and chemistry, and 
applied them to their cutting, 
shaping and polishing processes. 
Coldspring’s emergence as a U.S. 
tooling developer is the subject of 
this story.

Representing Coldspring for 
this story is Tooling Production 
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Manager Francis Massmann, 
Product Development Specialist 
Joel Vettleson, and Director of 
Operations Josh Reitmeier.

Necessity was the 
Mother of Invention

In the 1970s, diamond tooling 
was still relatively new to the 
market, considering the stone in-
dustry was a thousand years old. 
At the time, industrial diamonds 
were still extremely expensive 
and not readily available, but as 
availability increased and pric-
es dropped, Coldspring grabbed 
hold of the technology and start-
ed to develop tooling for their 
own use. Massmann shares, 
“Coldspring has always had the 
mindset of being self-support-
ing. Many years ago, we built a 
building that housed carpenters, 
machinists, engineers, welders, 
mechanics, and a tooling divi-
sion. The biggest reason for doing 
this was to ensure we didn’t have 
to rely on outside sources to keep 
operations running.”    

From Left:  Francis Massmann, Joel Vettleson and Josh Reitmeier, Coldspring Tooling Division.
Repair and retooling large blade cores is just one of the valauble services coldspring offers.
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This became very evident with 
Coldspring’s diamond tooling 
needs. Coldspring could get the 
tools they needed, but due to 
shipping timelines from over-
seas, it was often too big of a 
hold up for their production. In 
their case, delivery was key. This 
ultimately drove them to lean 
on their own trades, and be able 
to develop what was needed in 
house. “Whether its equipment 
or diamond tooling, we’ve built a 
lot of our own tools,” continued 
Massmann. “I guess you could 
say we started out doing it more 
for our own use, rather than be-
ing able to sell it to the rest of the 
industry.”

New Directions
By the 1980s, Coldspring had 

built a larger tooling  facility 
headed up by Linus Dingman, 
specifically to produce diamond 
tools using an improved electro-
plating technique. At the time, 
sintered tooling was still all the 
rage, but being industry pioneers, 
the folks at Coldspring took an 
additional route and began build-
ing tooling using an electroplat-
ing process that used a small 
electrically charged plating tank 
of warm chemicals. With this sys-
tem they could produce tooling 
where the diamonds were bonded 
with a nickel coating, the first be-
ing their T-31 Anchor Bits.   

Success was on the horizon, and 
as the popularity increased for 
electroplated tooling, Coldspring 

Continued from page 1

Coldspring Precision 

Segmented CNC Blades

Milling Wheels

Stock Removal Wheels

The Coldspring Tooling Divi-
sion produces many types of 
cutting, grinding and coring 
tools developed to cut specific 
types of natural stone.

Precision manufacturing to precise specs is the hallmark of 
Coldspring tooling. Below: a large scale custom milling drum.

8-foot surface milling tools 
custom-developed for pro-
cessing and leveling Indiana 
Limestone slabs.

Electroplated 1/4 inch T-31 
Anchor bits

continued to move forward to 
supply demand. Bigger plating 
tanks and better ways of process-
ing were needed to satisfy the 
growing market for more diverse 
and larger tooling, continued 
Massmann. “In the early 1990s, 
we started doing more types of 
tools. That’s when the countertop 
market really got going, and we 
developed a lot of tooling with 
different profiles. We also did 
a lot of custom profile tools in 
those days.”

According to Massmann, the 
Coldspring facility currently 
houses eight plating tanks – in-
cluding some that can handle 
electroplating of very large sized 
pieces. “We have the capability 
to do large calibration wheels 
that are eight to ten feet of solid 
steel. We’re coating that entire 
piece of steel with diamonds in 

the proper grit and proper con-
stancy that’s needed to calibrate 
limestone slabs, and in some cas-
es harder material such as granite 
or quartzite. There are just not a 
lot of companies that are capable 
of doing that sort of thing and 
supporting that kind of tool.” 

Custom Sintered and 
Electroplated Tooling: A 

Coldspring Specialty
Coldspring manufactures tools 

for a wide range of applications 
such as cutting, milling, heavy 
stock removal, coring, drilling and 
edging. CNC tools come in Half-
Gas or 35 mm, while saw blades 
run from four inch to enormous. 

Coldspring builds blades and seg-
ments for blades up to 138 inches in 
diameter (11 feet-6 inches). 

Like any other tool manufactur-
er, Coldspring has a standard line 
of tooling with a replacement or 
money-back guarantee. However, 
unlike other tool manufactur-
ers, Coldspring will work with 
the customer to build any custom 
tool to their needs or specs, said 
Massmann.

“We have a standard line of seg-
ments that we put on our blades, 
but we also customize segments. 
Every week we are customizing 

1/2 Gas Bits and Drums

Please turn to page 3

Segmented 
CNC Breaker 
Wheel

a segment, and modifying if it’s 
a regular solid segment, or if it’s 
what we call a layered (sandwich) 
segment, where there’s a different 
mix on the outside versus the in-
side. Turnaround time for custom 
tools is one to two weeks, while 
modified, standard tooling can be 
out the door in one to two days. 

“We work with the customer 
from the very start, understanding 
their equipment, the RPMs and all 
the parameters that their equip-
ment can run, as well as what ma-
terial they are working with. 
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ColdspringDiamond Blades

Adapters and Bushings

Anchoring Systems

Drilling / Core Bits

Electroplated Grinding Wheels

Router Tools

We try to get everything in 
place so we are certain that when 
we design a tool, it is going to 
work for them. Because of this 
we don’t see a lot of tools come 
back, or situations where a cus-
tomer is looking for a credit or a 
replacement. We try to avoid that 
by clarifying expectations with 
the customer up front.”

The Benefits 
of Electroplating

The electroplating process at 
Coldspring offers not only a bet-
ter performing tool, but a tool 
that is fully rebuildable. When 
the diamonds are worn, the core 
can be stripped and re-plated at 
a lower price than purchasing a 
new one. This is a key feature, 
especially when the tool was cus-
tom built, explains Coldspring 
Product Development Specialist 
Joel Vettleson. 

“When a customer has us build 
a custom profile or the steel of the 
tooling itself was expensive, they 
can continue to get more produc-
tion out of it if they’re able to put 
new diamonds on the tool each 
and every time. Obviously, if it’s 
a quarter-inch or half-inch tool, it 
doesn’t make sense, but on a larg-
er CNC application, it makes a lot 

of sense if it’s a repetitive or large 
job.”

Massmann added, “Probably, the 
best example of this would be our 
customers in Indiana who are mak-
ing products out of limestone. They 
have massive drums that are used as 
planers to flatten slabs, or in some 
cases to expose the aggregate in a 
concrete product. These things are 
huge, upwards of eight-feet long. If 
you can imagine a big drum spin-
ning and a slab going underneath 
it, the tool grinds that thing per-
fectly flat. The core, itself, might 
be worth $20,000. So obviously if 
there wasn’t the opportunity to just 
replace the diamonds when they 
are dull or when they round over, it 
would be pretty expensive. That is 
a huge cost advantage to those cus-
tomers to be able to do that.”

Josh Reitmeier, Director of 
Operations: “It’s important to note 
that a large number of our tooling 
customers are not just in the coun-
tertop world. A lot of the folks that 
we deal with have their own quarry 
or multiple quarries, and they are 
primarily processing one or two Please turn to page 4

types of material. For example, 
let’s say they’ve got a limestone 
quarry, and they process their 
own limestone, as well as buy 
materials from other limestone 
quarriers. In a lot of cases, if it’s a 
blade or a grinding tool – whatev-
er it is – they want tools for those 
specific types of stone. We work 
with them to ensure they have the 
best tool for their needs.” 

As for designing custom 
specs for large scale operations, 
Reitmeier said they have an expe-
rienced hammersmith who works 
in the field and consults with 
Coldspring customers. “He’s been 
in the tool industry primarily his 
whole life, and so he understands 
everything about the production 
process and the tool making pro-
cess, and gives us the feedback 
that we need in the tooling shop to 
be able to build the proper tool.” 

Using What They Sell
With the exception of blade 

cores, diamonds, metal bonds and 
powders for plating, all Coldspring 
tools and segments are made in-
house in Cold Spring, Minnesota. 
All research and development is 
also done in-house, with the lat-
est focus being on quartzites and 
porcelain based on market trends, 
explained Vettleson.

 “In-house, we’ve had some ex-
posure to quartzites and a lot more 
in the last couple of years, and we 
have developed blades to cut that 
stone efficiently. When it comes 
to porcelain, we are also explor-
ing that right now with a couple 
of customers and outside vendors. 
We are even pushing in the direc-
tion of using electroplated blades 
for thin porcelain. Generally, with 
electroplated tools, you’re not go-
ing to get the same lifespan that 
you would with a sintered tool, 
but you can control the shape, the 
size and the cut, as well as being 
able to reduce chipping on edges 
or miter cuts.”    

As for what Coldspring’s hot 
sellers are these days, it’s their 
CNC tooling for shaping and fin-
ishing, stock removal tools and 
finger bits, both in sintered and 
electroplated. 

Additionally, and a big bene-
fit for BB Industries customers, 
Coldspring, while gearing up for 
the roll-out of their products, has 
been working closely with Peter 
Hauser, BB Industries’ CNC 
specialist. 
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Coldspring

Closing Thoughts 
 from the Team

Vettleson: “We are pretty excit-
ed about the opportunity to work 
with some newer customers, and 
even places outside of our com-
fort zone. I also think we are well 
positioned to move forward with 
some new developments.  We are 
excited about working with BB 
Industries in the future, and we 
are working to be a supplier for 
them and to get their sales and 
development staff familiar with 
what we are capable of, and what 
Coldspring as a company is all 
about. We look forward to that 
partnership as we move forward 
into the future.” 

Massmann: “We are always 
developing tooling and have a 
wide range of standard tooling 
solutions, but if a customer calls 
and they’ve got a different ap-
plication, we don’t look at it as 
simply designing a tool. We are 
designing a tool solution for their 
operation life. 

Reitmeier: “It’s not just about a 

tool sale – it’s about how we help 
them develop their process. One 
that’s more productive, with fast-
er lead times, and higher quality. 
Really, whatever the goal is, our 
door is open. 

“In addition to building tools, the 
bigger part of our business is pro-
cessing stone and other materials. 
We have the benefit of operating 
one of the largest stone facilities in 
the world, and have the opportunity 

to share our expertise. We have an 
in-house team of people who are 
doing the same jobs that our cus-
tomers do all day long. We might 
be able to help with why their saw 
isn’t performing, or why their pro-
gram isn’t working the way they 
want it to. So we do leverage the 
expertise of our stone processing 
facility to help our customers. 
Maybe our competition doesn’t 
have that expertise. I certainly 
have been in the field visiting with 
customers who were having prob-
lems, and I’ll call (Coldspring), 
and not the tooling department, 
but the shop floor in the plant. I’ll 
lay out the issue to our team and 
get answers to help our customers 

with their problem. That’s very 
unique for a tooling company – to 
have that (expertise) to lean on.” 

It might be fair to say that 
Coldspring’s consultative ap-
proach is one of their biggest as-
sets, and leads to the fact that when 
they specify a tool, it’s done by tru-
ly consulting with customers about 
what their goals are, and what tool 
is needed for them to be the most 
effective.

So: What’s on your spindle? 

Visit www.coldspringusa.com . 
Please turn to the next page for 

Part 2 of our Coldspring history 
timeline.

 

Shaft Die Grinders

Water Jackets

Below and right: 60 inch block saw blade, and retipped blades

Coldspring’s in-house drafting department can create a precise tool for your specialized 
needs. They can develop tooling from a hand-drawn sketch or a phone conversation. 

Vektor Tools

Custom and Retipped Blades

Coldspring’s consultative 
approach to manufactur-
ing custom tooling is one 
of their biggest assets. 
When they specify a tool, 
it’s done by truly consult-
ing with customers about 
what their goals are, and 
what tool is needed for 
them to be the most 
effective.

http://www.coldspringusa.com
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Coldspring: Making Stone Industry History for 130 Years

1962
A disastrous explosion and fire 
at the Royal Granite operation 
becomes an opportunity to 
merge Royal and Melrose divi-
sions into one.

1964 
An 11-story mosaic mural at 
the University of Notre Dame 
is completed.

1983
Tom Alexander retires; Pat-
rick D. Alexander becomes 
President of Cold Spring 
Granite and begins rebuilding 
the company with new tech-
nology  to make it more com-
petitive. 

1998-2000
LEAN principles are adopted 
using Toyota’s Kaizen meth-
odology and a continuous im-
provement promotions office 
(CIPO) is introduced as a learn-
ing and doing function. The 
first phase of a new Foundry 
for finishing bronze memorials 
is completed on the west cam-
pus with a second phase to fol-
low in 2002.

2004
Pat Mitchell steps down and 
John Mattke is named the next 
President of Coldspring.

2006
The majority of the company’s 
operational consolidation from 
downtown Cold Spring to the 
new Campus 2-1/2 miles west 
of Cold Spring is complete with 
the office, support services and 
the quarry system to come the 
following year. The move be-
yond granite to expanding into 
limestone and other materials 
is begun with the introduction 
of Kasota Valley® Limestone.

2017
John Mattke steps down as 
President of Coldspring and as-
sumes a new role as a member 
of the Coldspring Board of Di-
rectors and President of Stone 
Panels International LLC. Greg 
Flint becomes President and 
COO of Coldspring. Major proj-
ects completed in 2017 include
the West Point Cadet Barracks 
and National Museum of Afri-
can American History and Cul-
ture.

2010 
The Adams Private Estate be-
comes a signature project – Mr. 
Adams is the owner of the Ten-
nessee Titans NFL franchise.

2011
Completion of Ralph Carr Col-
orado Judicial Center and MLK 
Memorials, both signature 
projects. Further expanding 
into limestone, sandstones and 
other resource alternatives. 
Opening of Echo Lake quarry, 
Diamond Equipment expansion 
and start of World Trade Cen-
ter project.

Korean War Memorial, 
dedicated 1995

Patrick J. Mitchell

Patrick D. Alexander named Cold 
Spring Granite President in 1983, CEO 
and Chairman of the Board in 1996.

Several new product lines, design 
series and merchandising systems 
accelerates the growth of the bronze 
business.

2007-2008 The move into a new LEED 
Gold certified office headquarters is 
completed in November of 2007 with 
the support services move completed 
the following spring.
 

2000 – Opening of the Mesabi Black 
and Lake Superior Green quarries.

Ralph Carr Colorado Judicial Center

West Point Cadet Barracks

1960 1980 2000 2010 2020

2018
Milbank Quarry in Milbank, SD 
awarded ANSI/NSC 373 Stan-
dard Gold Quarrier certifica-
tion.

1976
An unprecedented boom in 
office building construction 
begins – this significantly in-
creased the granite industry 
as granite became the pre-
ferred material.

1985
Work begins on the Franklin 
Delano Roosevelt memorial 
to be constructed in Wash-
ington DC. Cold Spring Gran-
ite acquires red granite quar-
ry in Fredericksburg, TX.

1985-88
The new Granite West plant 
designed for mass produc-
tion of thin granite for build-
ing products opens. Capitol 
Marble and Granite, in Gran-
ite Shoals, Texas is acquired, 
which adds 7 more quarries.

1990-96
A second manufacturing fa-
cility is opened next to the 
Granite West plant for mon-
ument production. Cold Spring 
Granite receives ISO 9001 cer-
tification. Pat Alexander be-
comes Chairman of the Board 
and CEO and names Patrick J. 
Mitchell President and COO of 
the company.

2013
Growth initiatives are begin-
ning to take hold. Quarry Ma-
terials including jetty, rip-rap 
and aggregates, improving in-
ternational block sales. The 
strategic re-branding of Cold 
Spring Granite to Coldspring.

2016
Coldspring awarded ANSI/NSC 
373 Certification Gold Fabrica-
tor for Cold Spring, MN head-
quarters and Platinum Quarri-
er for Mesabi Black®, Charcoal 
Black® and Rockville® quarries.

2013
Rose Alexander passes away 
at the age of 94, signaling the 
end of an era of the second 
generation Alexander family.

2016
Stone Panels International LLC 
becomes a wholly-owned sub-
sidiary of Coldspring.

https://www.coldspringusa.com/Building-Materials/Products-Colors-and-Finishes/Granite/Mesabi-Black%C2%AE/
https://coldspringusa.com/memorial_products/charcoal-black/
https://coldspringusa.com/memorial_products/charcoal-black/
https://coldspringusa.com/memorial_products/rockville/
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