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toneWorks Inc. strives to 
offer the highest quali-
ty natural stone coun-
tertops and tile in the 
lowcountry of South 

Carolina, and its reputation reflects 
that. 

The company specializes in custom offer-
ings in granite, marble, quartz, and other 
materials. 

Competitors just can’t meet its exacting 
standards, said Rob Cavano, operations man-
ager. “It is our ability to do the highest level 
of custom work. We’re in a terrific market. It’s 
not cookie cutter work.”

The company is based on Hilton Head 
Island and also serves other markets such as 
Beaufort, South Carolina, and Kiawah Island, 
all areas where the beachfront homes of the 
wealthy provide StoneWorks with challenges 
and opportunities in custom work aplenty. 

White marble is the stone of choice for many 
of its customers, Cavano said. “These are 
massive ocean front homes, and they require 
extreme precision. They also love their white 
marbles, which are very difficult to work with, 
and that’s in a sweet spot of ours.”

In addition to granite and marble, 
StoneWorks also offers materials such as 
travertine, onyx, limestone, quartzite, slate, 
soapstone, and serpentine.

StoneWorks prides itself on insuring that 
projects are finished on time as promised — a 
very specific and public promise. “It says five 
day turnaround, template to install, right on 

the sides of the StoneWorks vans,” Cavano 
said. “That’s our work schedule. We are very 
strict on that. It is one of our big selling points.”

That’s where a heavy investment in infra-
structure and logistics pays off for the com-
pany. Each StoneWorks van contains its own 
self-contained digital work station including a 
Proliner digital templating device and a large 
printer.

The Proliner is used to take digital mea-
surements of appliances, cabinets, and walls. 
The information is fed into the work station 

in the van so that a StoneWorks craftsman can 
make on-the-fly adjustments to the templates 
that will be used to produce countertops and 
other custom household features using a CAD 
system.

Customized templates are printed onto mylar 
plastic sheets, which are used to give custom-
ers a visual aid for how the finished products 
will be shaped. “They get to see a perfect 
representation of what their counter is going to 
look like,” Cavano said.

“If there is something subjective in the 
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Hilton Head Company provides HigH Class stone & tile installations to tHe lowCountry market

This updated version of a traditional white kitchen with frosted glass-front cabinets features a 
dramatic Hurricane granite island chosen for movement in the stone and a three-sides wrapped 
backsplash with large-format brick tiles.

The focal point of this country kitchen is a Minsk Granite island set off with 2 tiers and a mitered 
apron, for a stunning effect. The spacious island / breakfast bar can accommodate  four place-settings.

design, the customer can get involved and 
do adjustments and amendments during the 
process.”

Allowing the customer to see exact shapes 
that will be cut out from the slabs also gives 
them a chance to fine-tune the look of the prod-
uct. Corners can be radiused or seams shifted 
or contours modified before final approval, 
Cavano said.

“We can discuss the changes and go right 
back out to the van and make the alteration, 
whatever it might be– overhang, shape, or 
form– and print again and again until we get 
the client to see exactly what their tops are 
going to look like.”

The mylar printouts show the customer the 
exact dimensions for the sinks and countertops 
and other products. StoneWorks fabricators 
will use those templates as guides to cut slabs 
into the exact measurements needed using a 
CNC saw and router.

The sort of exacting approach to measure-
ment and production is what sets StoneWorks 
apart from its competitors, Cavano said. “It’s 
really the technology and the staff and we’re 
able to go ahead and check those templates and 
make sure we’re precisely measuring.

Customer input doesn’t end there, howev-
er, Cavano said. “The next step is we take 
those templates and the exact slabs (to be 
used in fabrication) are pulled out, we invite 
the customers in to help us place the tem-
plates on the areas of the slab they prefer.  
That allows the customers to be very involved. 

by Joel Davis
Photos Courtesy 
StoneWorks, Inc
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“If there is any kind of veining or color they 
want to capture that’s the time to do it. We 
assist them through that process. It allows us to 
include or exclude anything on the slab. They 
know exactly what they are going to get with 
their five day turnaround.”

This approach allows StoneWorks to meet the 
exact and demanding specifications of designers 
wishing to give a contemporary look to counter-
tops or cabinets.

“Some designers are asking the stone over-
hang the front of their cabinetry or island by 
an eighth of an inch,” Cavano said. “It’s a 
completely different look and a lot of our com-
petitors couldn’t guarantee or get that kind of fit 
without the ability of being able to check and 
recheck that template in the field.”

During the installation process, StoneWorks 
workers strive for practically invisible seams, 
employing vacuum-powered seam setting 
equipment to pull counters together as tightly as 
possible and true epoxy adhesives in their task.

StoneWorks founder John Baltzegar III began 
serving the Hilton Head area in 1987 as owner 
of the then-Augusta-based Georgia Fireplace 
and Marble. As the company’s stone and marble 
offerings expanded, Baltzegar began making the 
five hour round trip to Hilton Head several days 
a week for sales calls, returning to his fabrica-
tion shop to help make the products.

Baltzegar moved his shop to Hilton Head 
island in 1997 and reincorporated the company 
under the name StoneWorks Inc. Alongside 
his sons and partial owners, John IV, John III, 
Brian, and Shannon Urriloa, Baltzegar has built 

the company up to 36 employees. Its 21,000 
square feet of facilities include a showroom, 
fabrication plant, warehouse, and offices. 

“StoneWorks reputation, performance history 
and achievements are directly related to the 
people who work here,” said John Baltzegar 
III, who remains the company’s majority owner 
and sales/marketing manager. “I am extremely 
proud of their accomplishments and work eth-
ics. This is absolutely the best group of people 
that I have ever been associated with.”

Once the templates are approved and the 
exact stone selected StoneWorks fabricators 
go to work on producing the finished pieces. 
The shop continues to invest in its arsenal of 
tools. It recently bought a new Thibaut saw 
and will soon be taking delivery of a router 
from the same company. “It’s going to be a 
five axis CNC router,” said Josh Hartzog, fab-
rication manager. “We currently run a dual bed 
Löffler, a Marmo 711, and an all-manual Simec 
FP-625.”

The shop recently purchased a new OMEC 
water recycling system as well,” Hartzog said. 

A recent project at the Sonesta Resort on 
Hilton Head Island illustrates the exacting 
custom work that StoneWorks is known for, 
Hartzog said. 

“In their buffet area, they have 16 
flush-mounted cooktops that needed to have 
granite countertops. Every one of those are 
flush mounted, so what we were required to do 
was make sure any staff or any person serving 
themselves would not have a cooktop with any 
kind of lippage. They all had to be dead flat.

“We were able to use our 
new Thibaut CNC saw, and 
we were able to use that saw 
to basically rout out the perim-
eters of all 16 of the cooktops 
so that, at final installation, 
they all fit perfectly flat. There 
was no one else in our area 
with the technology... that 
they could turn to. It worked out perfectly.”

Another project of note was the fabrication of 
a custom fireplace for one customer, Hartzog 
said. “We made it out of slab material. We cut 
v-grooves into is so it looked like a bunch of 
blocks laying on top of each other.”

“The v-grooves were very impressive,” 
Cavano said. “We actually built a mantel that 
was like oversized crown molding. The overall 
look had to be extremely precise.”

The dedication to quality is all expressed in 
the careful cultivation of fabricators and install-
ers. Employees are mentored and trained and 
rise in responsibility as they proved themselves. 
StoneWorks professionals have more than 197 
years of combined experience. StoneWorks 
has been accredited as a stone fabricator by the 
Marble Institute of America.

MIA Accreditation is a voluntary, indus-
try-wide program that is meant to increase the 
quality of fabrication and installation practices 
in the stone industry. Those companies that 
qualify are entitled to use a special “MIA 
Accredited” logo on their websites and other 
marketing materials.

Accreditation indicates that the business is 

solid and reputable, operates responsibly and in 
compliance with OSHA standards and is dedi-
cated to quality — from product through instal-
lation. Companies that earn MIA Accreditation 
have completed an intensive, six-to-nine month 
process involving a written examination and 
site visits to completed jobs and its facilities, 
with a thorough documentation of employment 
and business and employment practices.

StoneWorks earned the honor in 2010. It was 
the 35th company to do so. The company had 
to meet 10 standards of accreditation set by 
the MIA. The company has not only received 
national recognition, but has been consistently 
singled by local residents in its area for quali-
ty.  It has been voted the “Best Stone Surface 
Store” by readers of the Island Packet newspa-
per for five years in a row.

Installers spend a minimum of four years 
learning the trade as helpers. The company 
never uses subcontractors to install counter-
tops.“Basically our best and brightest contin-
ue to get elevated both in responsibility and 
reward,” Cavano said. 

For more information on StoneWorks, Inc. 
visit their website www.hiltonheadstone.com .

Below: Negro Marquina marble vanity & tub surround creates a classic spa-elegant space.

Above: Löffler LBZ Dual Bed 
CNC Router boasts  a two minute 
change-over time between CNC  
cycles. One setup can be loaded 
while another is in the center 
table being edged, and sinks being 
routed, making it a very efficient 
machine for a busy shop. 
 

Below: “The Thibaut tc600 CNC 
Saw is equipped with a vacuum 
lifter to move pieces and a jigsaw 
to cut 90 degree corners, or pre-
vent over cuts. This has replaced 
the need for two manual saws,” 
says Josh Hartzog, StoneWorks 
Fabrication Manager.
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http://www.
braxton-bragg.

com/Viper3Step

MUST-SEE 

VIDEO
ON OUR WEBSITE!

 Item  # Description MSRP OUR Price
17867 Viper® 3-Step Granite Wet/Dry Polishing Pad, 4˝, Step 1 $38.95  $25.95

17868 Viper® 3-Step Granite Wet/Dry Polishing Pad, 4˝, Step 2 $38.95  $25.95

17869 Viper® 3-Step Granite Wet/Dry Polishing Pad, 4˝, Step 3 $38.95  $25.95

Go to www.braxton-bragg.com/viper3step

Most polishing systems have six, seven, or 
eight steps. That’s a lot of steps… and a lot of 
labor. Viper ® along with Braxton-Bragg has 
announced a breakthrough technology: the 
Viper ® 3-Step System. 

Easy-to-Use
This easy-to-use system comes in either a wet 

pad or a dry pad option. The Viper ® system 
cuts polishing time by 50% while achieving 
the superior polish that Viper ® is known for. 
When we asked the manufacturer how this 
was possible, we were told that this was a secret 
process developed in Asia. 

One-of-a-Kind 
Basically, the one-of-a-kind pad design allows 

the fabricator to “skip steps.” Now, normally, 
skipping steps results in scratches too deep to 

be polished out. However, Viper ® has intro-
duced new technology that overcomes this 
limitation.

Better Design=Better Product 
The changes required to achieve a 3-step 

process include:
• These pads are made with the highest qual-

ity diamonds. The diamonds have multiple 
angles and a “polycrystalized” internal shape. 
The diamonds are easily broken during polish-
ing to continuously expose new angles.

• Diamond concentration is 60% of the pad 
weight. This is the highest diamond concen-
tration possible with current technology.

• Bond strength has been increased to hold 
the higher diamond concentration to insure 
that the diamonds are fully used in the polish-
ing process.

Industry Leading Guarantee
Go ahead and give the Viper ® Professional 

3-Step System a try today and rest assured 
you’ll be backed by our industry leading “Bet-
ter! Faster! Cheaper!” guarantee.

Call 1-800-575-4401 today to order your 
Viper ® 3-Step System.

This ORIGINAL 3-Step 
Dry System is still the 
ONLY one that works!

“The Viper 3-Step Pads are the 
best I’ve used...Saves us 60% of 

polishing time and lasts twice as 
long as the previous pads.” 

– Tim Zeng, 
Granite Installation Specialists

Achieve a perfect polish 
on the job site!

No Water Required! 

Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 3-Step Polishing Pads
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For advertising rates, contact Larry Hood at 865-293-0231,  
lhood@slipperyrockgazette.net, or visit www.slipperyrockgazette.net for advertising 

information and to view and download back issues of the Slippery Rock Gazette®.

Please email address updates to k.richards@braxtonbragg.com.  
Please note that subscription requests, classified ad submission form and our 

2014 Advertising Guidelines are available online at www.slipperyrockgazette.net
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HIS month we feature a well-established shop that offers a high quality work 
and a guaranteed turn-around time – a rare combination in this industry. Not 
only has StoneWorks, Inc. learned to work efficiently, they take pride in 
training their crew and providing a top-notch templating and review process 
to provide the best results for their clients. On the other end of the spectrum, 

we also present Funky Rock Designs, which takes granite stones in their natural state and turns 
them into functional, arty objects. We are also pleased to present the third annual Coverings 
Installation and Design Awards, residential and commercial projects that stretch the boundaries 
of exceptional work in stone and tile. In our Restoration and Maintenance, you’ll find great 
informative on what impregnating sealers and color enhancers can and cannot do.  I hope you 
enjoy the wit, wisdom and industry news offered this month. Send your letters and comments 
to publisher@slipperyrockgazette.net. If your shop is doing something interesting- we want to 
know about it.  Larry Hood - Editor
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Buy from the #1 U.S. source for White Thassos since 1988! We produce 

the whitest Thassos available in slabs, 2cm, 3cm and tiles 12 x 12, 18 

x 18 and 24 x 24, with over 150,000 sq. feet in our Houston warehouse.

Buy factory direct. We ship all over the U.S.Buy factory direct. We ship all over the U.S.
Thassos White MarbleThassos White Marble

2502 Dunlavy • Houston, Texas 77006 
www.eurostonemarble.com

Call for more information
T. 713-521-1414
1-877-815-1414 (toll-free)
F. 713-521-2206
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American Institute of Architects Annual Trends Survey: 
Homeowners Spending More on Kitchen and Bath Remodels

another sign the hous-
ing market is strength-
ening, the Washington, 
D.C.-based American Insti-

tute of Architects (AIA) said its annual 
trends survey revealed that homeowners 
are spending more money on kitchens and 
baths. 

 
The AIA said a sizeable share of its members 

report both the number and size of kitchens and 
baths are increasing. “Even more indicative of 
an improving market is that upscale features 
and products used in these areas of the home 
are growing in popularity,” the group said.

The Home Design Trends Survey for the 
fourth quarter of 2013 indicate residential 
architects are reporting much stronger market 
conditions. The report, which focused specifi-
cally on kitchens and bathrooms, said “design 
billings at residential architecture firms, as 
well as inquiries for new design projects, have 
steadily improved over the past two years.”

Moreover, the level of project backlogs — 
the amount of work currently in-house for these 
firms — has increased.

“Now that home prices have hit bottom and 
are beginning to recover, households are more 
willing to invest in their homes, looking for 

more features in new homes that they are pur-
chasing, and willing to undertake higher-end 
home improvement projects,” said Kermit 
Baker, PhD, AIA’s chief economist. “Kitchens 
and baths tend to be the areas that households 
first look to when they want to upscale their 
home as markets improve, just as they remained 
a high priority even during the depths of the 
downturn.”

Based on the survey, 87% of respondents 
reported increasing popularity of LED lighting; 

44% reported an increase in kitchens integrat-
ed with family spaces; and 42% indicated an 
increase for larger pantry spaces, among other 
requests.

Popular bathroom products include large 
walk-in showers, stall showers without tubs, 
doorless showers, water-saving toilets and uni-
versal design features.

 For the full report, visit the AIA website at 
www.aia.org/practicing/AIAB102001

Upcoming Training Opportunities:

Lavina Training & Certification
July 22-23, 2014
Knoxville, TN

WerkMaster Training & Certification
August 5-7, 2014
Knoxville, TN

Stone Restoration Hands-On Workshop
June 24-25, 2014
Knoxville, TN

Steve’s Polishing Pro Systems Training
July 8-10, 2014
Knoxville, TN

Fab King Training
August 26, 2014
Lenoir City, TN 

Call Kurt at 877-493-0205
Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Nelson Shims
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HE Marble Institute of 
America (MIA) announced 
that its Safety Meetings tool-
kits have been added to the 

“Members’ Area” of its website.           

The Safety Meetings toolkit is available in an 
English and Spanish version and are the most 
recently added toolkits in the MIA Management 
Toolkit Series added to the website over the past 
year. The Management Toolkit Series provides 
customizable documents relevant to the stone 
industry that assist business owners in improv-
ing and streamlining business operations.

“Safety meetings should be an integral part of 
every natural stone business. This toolkit does a 
lot of the work for you, providing over a year’s 
worth of meetings in a easily customizable 
format to fit your business’s needs,” said Mike 
Loflin, MIA Industry Information Manager.

“We are always looking to increase the value 
of MIA membership,” said Jeff Handley, MIA 
Membership Services Manager. “Adding value 
while promoting safety is an initiative I am very 
excited about. I look forward to promoting this 
toolkit to all members I interact with.”

The Safety Meetings toolkit offers a collection 
of safety outlines to efficiently conduct weekly 
safety meetings at your facility. These outlines 
cover: OSHA, PPEs, Electrical Safety, Hazard 

Communications, Respiratory Protection, Slab 
Handling & More, Compressed Air Safety, and 
a number of general safety topics.

Companies wishing to obtain the Safety 
Meetings toolkit in a printed, binder format may 
order it from the MIA bookstore.

MIA members can access the documents by 
clicking “Members Login” on the top right 
of the MIA website. If you forgot your login 
information, click the “Forgot your login or 
password?” button and follow the directions. On 
the Members’ page, click “Human Resources 
Toolkit” under “Documents and Publications”.

MIA offers an industry accreditation program 
for fabricators and installers, markets a range of 
technical publications and consumer pamphlets 
on natural stone, sponsors business and techni-
cal meetings and seminars on industry-related 
topics, provides educational programming for 
architects and construction specification pro-
fessionals, and conducts the annual Pinnacle 
Awards competitions recognizing outstanding 
natural stone projects worldwide.

MIA is also a leading promoter of stone usage 
in the commercial and residential marketplaces, 
producing consumer education materials on the 
use of natural stone and its proper care and 
maintenance. 

More info on the toolkits can be found at the 
MIA website http://www.marble-institute.com. 

Safety Meetings Toolkit 
Now Free to MIA Members

English and Spanish Versions Available Online

Stay Thirsty, My Friends
man who faced a $525 fine 
for refilling an 89-cent 
drink at a Veterans Affairs 
hospital apparently will 

get off with a warning.  

When Christopher Lewis of North 
Charleston, S.C., refilled his drink without 
paying one Wednesday, a federal police 
officer gave him a ticket. Lewis is a con-
struction worker and says he never noticed 

the signs and has refilled his drink before 
without paying.

VA spokeswoman Tonya C. Lobbestael 
said after reviewing what happened at the 
Ralph C. Johnson Center in Charleston, offi-
cials decided a warning was sufficient.

Lobbestael says the cafeteria at the center 
has signs posted in the drink machines indi-
cating the cost of refills. Failing to pay for 
the refills is considered shoplifting.

Egg-stra Value Scrap Metal
HERE is good luck, outra-
geous good fortune — and 
now there is the case of 
the scrap metal dealer who 

found one of the eight missing Fabergé 
imperial eggs at a flea market in the 
American Midwest.
  

A London antique dealer said that the 
scrap metal entrepreneur bought the egg 
for about $14,000, thinking he could make 
a small profit by reselling the piece for its 
gold content.

It turned out the jewel-encrusted piece was 
worth millions.

Kieran McCarthy of Wartski, which spe-
cializes in Russian artifacts, said the scrap 
metal dealer began to suspect he was hold-
ing a rare piece after seeing an article online 
about an imperial Fabergé Easter egg made 
for Russian royalty. The dealer contacted 
McCarthy, who verified the egg as genuine 
and negotiated its sale to a collector.

“The second I saw it, my spine was shiv-
ering,” said McCarthy, calling the piece a 
“Holy Grail” for collectors.

Both buyer and seller want to remain 
anonymous, and McCarthy did not disclose 
the sale price — but experts note that a 
non-imperial Fabergé egg sold at Christie’s 

for $18.5 million in 2007.
Independent Fabergé expert Geza von 

Habsburg said the egg is “absolutely gen-
uine” and matches the one-line description 
found in records kept by Russia’s Imperial 
Cabinet.

The egg, which contains a Vacheron 
Constantin watch, sits on a jeweled gold 
stand and was given by Alexander III to his 
wife Empress Maria Feodorovna in Easter 
1887.

Only 50 of the imperial eggs were made 
for the royal family, and eight remained 
missing before the latest find, though only 
three of those are known to have survived the 
Russian revolution.

“I think it’s pretty exciting,” said Tatiana 
Zherebkina, spokeswoman for Fabergé. “The 
experts seem to agree it’s authentic and of 
imperial provenance — one of the eight 
missing eggs.”

It was on display at Wartski’s London 
showroom April 14-17, the first time it 
would have been seen in public for 112 
years.

800-575-4401  •  www.braxton-bragg.com

Bullet Proof ® Apron DELUXE

NEW

DESIGN!

Now Available from
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HE online version of the slippery roCk gazette  (www.slip-
peryrockgazette.net) continues to grow, both in terms of 
visitor count and in the quantity and quality of classified 
ads. Online classified ads are free for contractors, fabrica-

tors, and installers. There are sections for equipment sales, help wanted, 
and services.    

Free classified ads are often the fastest and most economical way to sell or buy used equip-
ment. In addition to free classified ads, the current issue is available for online reading as well 
as several years of archived issues. The search function includes the current issue as well as 
archived issues. There is a Google language translation feature so you can read the Slippery 
Rock in over 80 languages.

Our latest investment in technology is the Braxton-Bragg i-Pad app.  At the time of writing 
this column, we have just submitted our app to the Apple i-Tunes store for quality evaluation.  
The app is a full transactional app that is always in sync with our website. It has all the features 
of our website, including videos that automatically sense your device and adjusts the video to 
fit the device. You can place your orders with the app and pay either with a secure credit card 
process or on account.  

Our objective is to use technology to help our customers save time and money. If you have 
an idea that you think will help us do that, please write to me at publisher@braxtonbragg.com

Have a good read,

Rich Hassert

From the Publisher’s Pen
Using Technology to Better Help You

Email responses to:
publisher@slipperyrockgazette.net

“I have been very happy with your quick responsiveness 
and attention to details. You could not have been 
easier to work with. Great news is the ads get results.”

-Rocky Peebles,  
Accent Marble and Granite

Would You Like to Write for 
the Slippery rock Gazette?

OULD you enjoy writing 
about the stone industry 
and having your work 
published for thousands 

to read and appreciate?
  

We are currently looking for available 
freelance writers to report on stone related 
issues and feature stories to appear in the 
columns of our publication. 

If you or someone you know has great 
writing skills and a quest for knowledge, 
you or they may be just what we’re looking 
for! Having experience in the stone industry 
is a great asset but not required. A genuine 
interest in learning more about stone and 
writing on it is sufficient enough.

Just send us a brief sample of your 

writing along with information on how to 
contact you and we can take it from there. 
Conducting interviews and meeting dead-
lines would be a priority, however, you can 
work from your own area of the country.

Please send all inquiry to our editor 
Larry Hood lhood@slipperyrockgazette.net

Thanks for participating and good luck!

You Lift Me Higher
Iowa man has lost his 
job and unemployment 
benefits for using a 
forklift to get a candy 

bar from a malfunctioning vending 
machine, state records say.  

According to the state unemployment 
records released, Robert McKevitt, 27, 
of Spirit Lake, was working at Polaris 
Industries’ warehouse in Milford when the 
incident occurred last fall.

McKevitt wanted some candy, so he 
deposited $1 in a vending machine for a 
90-cent Twix candy bar, The Des Moines 
Register reported. But the candy bar got 
snagged on a hook and wouldn’t fall.

He banged it and rocked it, but 
that didn’t work.

The state records said McKevitt 
then commandeered a forklift, 
picked up the machine at least six 
times and dropped it about 2 feet 
onto the concrete floor. Three 
candy bars fell.

McKevitt was fired five days 
later.

McKevitt told the newspaper 
recently that he never lifted 
and dropped the vending 

machine but did use the forklift to move the 
machine back in place.

“That machine was trouble,” McKevitt 
said. “They fired me, and now I hear they 
have all new vending machines there.”

In a ruling released the following month, 
a judge denied McKevitt’s claim for unem-
ployment benefits, saying he willfully disre-
garded his employer’s interests.

Source: The Des Moines Register, 
http://www.desmoinesregister.com
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HE Ceramic Tile Education 
Foundation (CTEF) is pleased 
to announce the certifica-
tion of its 1,000th Certified 

Tile Installer.            

Since its inception in 2008, the Certified Tile 
Installer (CTI) Evaluation Program has certi-
fied 100’s of tile installers across the country, a 
true accomplishment for the industry. With an 
initial goal to extend and expand the existing 
roster to over 1,000 by the end of 2014, the 
Ceramic Tile Education Foundation (CTEF) is 
pleased to announce that it is has done just that.  

On March 17, 2014, during an official CTI 
test conducted in Portland, Oregon, Vladmir 
Blashchishchin was the CTEF’s 1000th 
Certified Tile Installer. A quality-oriented tile 
installer with Hawthorne Tile in Portland, he 
was the well-qualified recipient of this presti-
gious award. 

Too often, consumers choose tile installation 
contractors based on price alone, which results 
in lost work for qualified installers… and ulti-
mately, installation failures. CTEF launched 
the Certified Tile Installer (CTI) program to 
provide a means for top-quality, highly knowl-
edgeable installers to verify their skills and 
subsequently promote themselves to potential 
clients and employers. 

Certification enables professional installers 
to provide industry-recognized proof of their 
abilities, which ultimately helps them get more 
work. The program was developed in response 
to the lack of any credible mechanism helping 
consumers gauge the level of proficiency of 
prospective tile installers. By encouraging con-
sumers to use only the best-qualified installers, 
this program continues to raise the quality of 
installations in the U.S. Making strides toward 
this goal is important in maintaining the status 
of ceramic tile as the material of choice.

The Certified Tile Installer Evaluation is 
a comprehensive testing of the skills and 
knowledge of experienced tile installers which 
includes both a multiple-choice exam and 
hands-on test. Based upon current industry 
standards and best practices for producing 
sound installations that exhibit good workman-
ship, this Certification process is the validation 
of the skills and knowledge of men and women 
who presently are installing tile successfully in 
the United States. Installers, who successfully 
complete the CTI testing, receive nationwide 
recognition of their accomplishment by being 
listed on the CTEF website which provides the 
contact information of CTI’s to everyone from 
the architect to the residential consumer.  

With increased awareness of the CTI pro-
gram, the growing desire of installers to elevate 
themselves above the crowd by getting certi-
fied, and the fact that architects are now calling 
for “qualified labor” on an increasing number 
of their projects, the CTI designation is poised 

to grow at a quick pace in the near future.
Dirk Sullivan, owner of Hawthorne Tile and 

long-time member of the NTCA, was truly 
excited that one of his installers (and his com-
pany) would be involved in such a milestone of 
the CTEF. And, with Vladmir’s certification, he 
will now qualify to participate in the Advanced 
Certification for tile Installers (ACT) program. 
The Advanced Certifications for Tile Installers 
(ACT) program was created through the com-
bined efforts of six leading organizations in 
the tile industry: the Ceramic Tile Education 
Foundation (CTEF); the International Masonry 
Institute (IMI); the International Union of 
Bricklayers and Allied Craftworkers (IUBAC); 
the National Tile Contractors Association 
(NTCA); the Tile Contractors’ Association of 
America (TCAA) and the Tile Council of North 
America (TCNA).  

The intent of the ACT certification program 
is to provide a level of consumer confidence 
for tile installation procedures that exceed 
ANSI standards and TCNA guidelines for floor 
and wall.  ACT certified installers represent 
the pinnacle of performance in the tile trade 
and maintain a level of excellence superior to 
non-ACT certified installers. However, ACT 
is not a training program.  Rather, it evaluates 
the skills and knowledge of tile installers who 
are either a CTEF Certified Tile Installer (CTI) 
or a Journeyman installer through the IUBAC. 
Currently, certifications are available in five 
specific areas of tile installation:  

• Large Format Tile & Substrate Preparation
• Membranes
• Mortar (Mud) Floors
• Mortar (Mud) Walls
• Shower Receptors  

By certifying key installers via the ACT pro-
gram, companies become part of an elite group 
of contractors eligible to bid projects specifical-
ly requiring ACT certified installers. 

The Ceramic Tile Education Foundation 
(CTEF) provides two distinct services to the 
tile industry. The certification of currently 
successful tile installers is provided nationwide 
at regional warehouses through the Certified 
Tile Installer (CTI) program. CTEF provides 
local training and education for people desiring 
to enter the tile installation field, construction 
professionals, architects, designers, building 
inspectors, sales associates and consumers 
interested in the proper installation techniques 
necessary for a quality installation at the CTEF 
headquarters in Pendleton, South Carolina. 
CTEF also provides custom-tailored training 
and education programs at numerous satellite 
locations across the United States. 

To learn more about CTEF, please contact 
CTEF Director of Certification and Training, 
Scott Carothers at scott@tilecareer.com, via 
telephone at (864) 222-2131 or visit www.
tilecareer.com.

CTEF Announces 1,000th 
Certified Tile Installer
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REATIVE Edge Master Shop 
is helping universities and 
colleges to make their mark 
in history by permanently 

inlaying logos into the stone used in 
school facilities.

The techniques used by the company pro-
vide permanence and nearly unlimited design 
flexibility for customers. “Our main tool is 
waterjets,” President Jim Belilove said. “We 
fabricate every kind of floor covering there is 
from hard surface to granite.”

Each year, Creative Edge reaches out to 
schools and colleges about its logo-related 
services. “Every school has a logo — from the 
Tigers to the Vikings to the Hornets, whatever,” 
Belilove said. 

Inlaid logos can used in high-traffic entry-
ways, atriums, central courtyards, hall ways and 
gymnasium entrances. 

“Typically, we’re working in a lobby,” 
Belilove said. “That’s where they want the 
logo, the emblem of their school. Generally, (it 
ranges in size) from four feet to 10 feet in diam-
eter. I don’t have any limitations on how big we 
can make it, but that’s the normal range. We 
could make it as big as they wanted it to be.”

The logos can be inlaid into almost any kind 
of stone using the company’s computer-con-
trolled waterjet cutting process. The waterjets 
use a high-pressure stream of water mixed with 
garnet sand to precisely cut a wide spectrum of 
materials.

The use of waterjets has many advantages 
over other techniques, Belilove said. “I don’t 
think there really are any other processes to get 
a logo into stone other than sandblasting, but 
they are definitely limited to one color.”

The typical process does not accommodate 
the use of color. “Sandblasting is usually how 
stone has been engraved with letters or logos, 
but what we actually do with waterjets is we 
inlay it,” Belilove said. “We’re inlaying dif-
ferent materials in the field stone. Those are 
typically other stones or metal.”

The treatment is naturally tough. “It is just as 
durable as the stone,” Belilove said.

Once an image is cut into the stone with the 
use of waterjets, Creative Edge artisans fill it 
with durable material of a range of different 
colors.

“There is an unlimited range of colors,” 
Belilove said. “It changes the game at lot. It’s 
quite wonderful. If it’s a granite floor, we’re 
going to put granite it in it. If it’s a marble floor, 
we’ll put marble in it. There are exceptions 
if the color isn’t right. The metals we use are 
brass, bronze, or stainless steel.”

For example, Creative Edge inlaid a logo 
in Buckner Clay Hall for the University of 
Virginia School of Law in granite with slate 
and bronze. 

“You can get some pretty elaborate details,” 

Belilove said. “Waterjets can not only cut the 
letters but all the details in the logo. The really 
interesting thing for schools is they can get a 
very faithful reproduction of their emblem and 
with all the details correctly represented. There 
is no compromise.”

Waterjets are an affordable, alternative cut-
ting method for stone that allow complex 
shapes and intricate designs that would not 
otherwise be possible to produce.

Other techniques simply do not all the same 
fidelity and resolution as the use of waterjets. 
“In terrazzo, they have to bend the metal,” 
Belilove said. “You don’t get all the edges and 
corners don’t exactly match.”

The inlaying process means that schools do 
not have to be satisfied with monochromatic 
emblems in the stone. “You get can a lot of 
color,” Belilove said.  “You can get the full 
glory of the emblem reproduced, in any kind of 
stone. We can work with the thermal finish, the 
rough finish, or polished finish or anything in 
between. Some of the nice logos combine the 
thermal finish with the polished finish. That is 
an interesting effect as well.

Another Creative Edge project involved 
inlaying a series of seven versions of the 
University of Kansas University Jayhawk mas-
cot mirroring its changes over time.

“The Jayhawk is their emblem,” he said. “It 
started 1908 and evolved over the years. That 
was an interesting one.”

This is the same technology used to pro-
duce Creative Edge Master Shop’s map of the 
Broadway theaters found in Times Square in 
New York City.

Called “Spotlight on Broadway,” the installa-

Creative Edge Excels at Producing School 
& Corporate Logos for a Lasting Impression

Custom school logo flooring serves a dual purpose: it provides a practical, totally cleanable and 
durable flooring surface, and adds a permanent rallying symbol. Students are constantly, but subtly, 
reminded to take pride in their school’s heritage and history.

Custom logo art can be created in most hard 
surfaces to match the surrounding flooring, 
or in the case of middle and high school 
emblems, to meet a range of school budgets. 
The more colorful renditions can incorporate 
a variety of durable, hard materials including 
stone, tile, metal, glass, concrete or terrazzo.

Joel Davis
Feature Contributor

tion, which was completed in December 2013, 
indicates the location of each Broadway theater 
in metal and granite. They were fabricated at 
Creative Edge Master Shop’s facility in Iowa.

It is cut into three-inch granite. The letters are 
made of quarter-inch stainless steel.

More than 330,000 pedestrians will walk by 
and over the map each day, a testimony to the 
resilience of the materials and technique used 
by Creative Edge.

Creative Edge was also called upon to fabri-
cate the new logo for the Coverings show in late 
April in Las Vegas, Belilove said. “We did the 
Coverings logo this year because it was a new 
design. It is made of Statuario marble slab and 
glazed ceramic tile and shows the new 2015 
Coverings logo.”

This has not been the only collaboration with 
the show. “We have collaborated with Coverings 
in the past to make permanent art made from the 
hard surfaces displayed at Coverings as gifts to 
the Coverings venues,” Belilove said.

McCormick Place received a stone and stain-
less steel skyline of Chicago. It is mounted in 
the interior at the head of the north escalator.

The Orange County Convention Center of 
Orlando, Florida, received a brightly colored 
porcelain mural with a stainless steel overlay. 
It was mounted on the exterior at the southern 
entrance.

The vibrant, multicolored frame of the new 
Coverings logo is represented in ceramic tile 
and is inset within a solid slab field of polished 
white marble. The new tile-and-stone logo has 
been produced in a 24-inch x 28-inch transport-
able frame. 

The Fairfield, Iowa-based Creative Edge has 
been using waterjet cutting technology to pro-
duce fine, intricate work in stone and count-
less other materials for 25-plus years. It is the 
largest shop of its kind in the industry. It has 
a 125,000 square foot production facility that 
produces 50-to-100 projects every month. Its 
fabrication shop contains an arsenal of 14 Flow 
International waterjets. For more information, 
or to see a slide show of school logo projects, 
visit www.cec-waterjet.com/blogs .

Photos courtesy of Creative Edge Master Shop (5)
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Call 800-575-4401 to order

• Mix Only What You Need: Saves Time & Money

• Easy to Mix: 1:1 Ratio

• UV Stable – Use on  
 Exterior Applications

• Will Not Bleed or Darken 
 Light-Colored Stone Seams

• Fast Curing

Now Available At

A Question About Equipment
Y mentor has an uncanny way 
of getting to the heart of an 
issue I’m facing by asking me 
painfully direct questions.  

 
Generally, my answers are stuttering, ram-

bling, backpedaling attempts to justify or 
defend the line of reasoning that has led me to 
the latest predicament I find myself in (picture 
an uncoordinated clown trying to juggle while 
riding a unicycle backwards and uphill).

But in the end, despite the momentary dis-
comfort caused by these questions, they tend to 
cut through the emotion by leading me back to 
the fundamentals…the basics…where self-ev-
ident truths make resolving the issue pretty 
straightforward.  

That being said, if you were sitting down 
with my mentor and excitedly describing all 
the benefits, possibilities, and vague concerns 
of your dream machine, here is the question 
he would ask you…What is the ROI?  In other 
words, what do you stand to gain financially by 
indebting yourself to the leasing company and 
acquiring this new piece of equipment?  

If your first reaction is to stutter, ramble, and 
backpedal then the following questions will be 
helpful in gaining balance and control over the 
answer and considering more fully the implica-
tions and possible outcomes of this momentous 

decision. 
Question #1 – Will your equipment invest-

ment decrease labor costs on current sales?
If so, what positions will no longer be neces-

sary once the equipment is installed?  Signing 
on the line to buy an automated piece of 

 Aaron J. Crowley
Stone Industry Consultant

machinery isn’t easy, yet it’s a lot easier than 
telling a man he no longer has a job. But in this 
scenario, what is the point of adding the new 
payment if you don’t achieve labor savings 
that cover the cost of the new payment as well 
as generate new profits that were unattainable 
otherwise?

Question #2 – Will the equipment increase 
your output without increasing labor? 

In this scenario, the additional counters that 
the equipment will produce must first be sold, 
measured and eventually installed.  Will the 
displaced labor from the new equipment be 
capable of performing all the other necessary 
tasks?  If not, additional staff (and expense) 
will be required in those departments and your 

costs will actually go up in order to fully utilize 
the machine. 

Question #3 – At what point in the month 
do the labor savings or productivity increas-
es cover the cost of the equipment?  

The answer to this question is measured in 
time and money, perhaps even square feet 
produced or number of installs.  Regardless of 
how it is quantified, you must be able to objec-
tively forecast the point in the month where the 
machine pays for itself as well as the actual new 
profit it will produce by the end of the month.  
Does it produce enough new profit to justify 
the expense of researching, buying, shipping, 
installing, learning, and using a new machine?

As a fellow fabricator with a shop full of 
automated equipment, I understand that pain-
fully direct questions like this can diminish 
the emotion and excitement that defines a big 
purchase.  

But to let excitement obscure the most fun-
damental and basic consideration in our busi-
ness – the bottom line profit – we put in jeopardy 
all previous investments of blood, sweat, and 
tears as well as our future prosperity.

Aaron Crowley is a stone shop owner, author, 
speaker, and consultant to mid-size stone com-
panies. Readers may contact him via email at 
aaron@fabricatorsfriend.com.

What is the ROI? In other words, 
what do you stand to gain financially 
by indebting yourself to the leasing 

company and acquiring this new 
piece of equipment? If your first 
reaction is to stutter, ramble, and 

backpedal, then the following 
questions will be helpful in gaining 

balance and control over the answer 
and considering more fully the 

implications and possible outcomes 
of this momentous decision.
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Available at

NEW!

Why spend $100k for an inline machine when the 
Edgemate 100 will give you a PERFECT PROFILE for $6k?  

And you won’t have to buy special high-priced tooling!

• Portable inline polisher
• Create a polished profiled edge using 
 a cup wheel and polishing pads for 
 any radius roundover or bevel
• Back grind your seams 
• Make your seams so invisible 
 you won’t need to color your epoxy

Includes:
• (1) Makita® 4-1/2” Variable Speed Grinder 
 (#9377 Model 9564CV) Installed
• (1) 12’ Track (144”) • (1) 7.3’ Track (88”)
• (1) 4.6’ Track (56”) • (2) Track Clamps
• (1) Track Calibrator 

MADE IN THE USA

“Great for new employees without 
fabrication experience. After 
just two days, she was producing 
perfect, clean profiles on granite.”

– Brian Fansworth, Owner

AM Arcot, Manager – 
Residential & Special 
Projects at Rugo Stone in 
Lorton, Virginia, has been 

awarded the 2013 MIA Natural Stone 
Scholarship Award.    

The selection was made by a panel of 5 judg-
es, consisting of MIA board directors and past 
presidents.

Arcot’s selection was based on a 500 word 
essay explaining his commitment to the natu-
ral stone industry. Arcot writes in his opening 
paragraph that his passion towards natural stone 
stems back to a brief exposure to the natural 
stone industry through his paternal uncle who 
was in the business. Arcot said, “I was fascinat-
ed by the fact that naturally occurring materials 
can be made into beautiful forms and be used 
by human beings. I am astonished by the beauty 
and uniqueness of each type of species of natu-
ral stone. My goal is to help Rugo Stone become 
the number one stone supplier and fabricator 
in the Northern Virginia, DC and Maryland 
residential market. I’m committed to improv-
ing material and fabrication quality standards, 
enhance customer experience and also to create 
a benchmark in customer service.”

Brett Rugo, President of Rugo Stone, in his 

letter of recommendation said, “To me, Sam 
represents a new generation of young stone pro-
fessionals. He is highly educated, speaks multi-
ple languages and has a great passion to perform 
the work in an expert fashion. Sam has an excel-
lent mind and is extremely fast and accurate in 
any task that he takes on. He has become a very 
valuable member of our management team.”

This scholarship was established in 2004 to 
provide educational opportunities for aspiring 
fabricators, installers, or administrative appren-
tices interested in furthering their careers within 
the natural stone industry. Funds are made 
available through a grant from Coldspring and 
from the generous donations of MIA members 
worldwide.

The award was presented to Arcot at the MIA 
Awards Luncheon at StonExpo/Marmomacc 
Americas in Las Vegas on January 29, 2014. 
Applications for the 2014 Pinnacle Awards 
Program are now being accepted. For more 
information visit: www.marble-institute.com. 

The MIA Natural Stone Scholarship Award 
was established by the Marble Institute of 
America to provide educational opportunities 
for aspiring fabricators, installers, or adminis-
trative apprentices interested in furthering their 
careers within the natural stone industry.

The scholarship covers travel and registration 
costs to StonExpo/Marmomacc Americas and 
the MIA Annual Meeting. Scholarship winners 
have the opportunity to gain valuable technical 
and practical knowledge, meet and network with 
leading stone professionals, and explore poten-
tial for future leadership.

The annual Pinnacle Awards competitions 
recognizes outstanding natural stone projects 
worldwide. MIA is also a leading promoter of 
stone usage in the commercial and residential 
marketplaces, producing consumer education 
materials on the use of natural stone and its 
proper care and maintenance. More information 
can be found on the association’s website: http://
www.marble-institute.com.

Sam Arcot of Rugo Stone Presented with the 
 2013 MIA Natural Stone Scholarship Award

(L to R) Jonathan Zanger, MIA 2013 President; Sam Arcot, Rugo Stone; Dan Rae, Coldspring, 
sponsor of the Natural Stone Scholarship Award-LO.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Edgemate 100
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OR those who long to be out-
doors surrounded by nature 
all the time, one solution is 
to bring nature inside. For 

our slippery roCk gazette readers, this 
often means household stoneware and 
interior design in marble and granite.         

The idea behind Funky Rock Designs is to 
bring a little bit of nature indoors in a unique 
form of functional art.

Funky Rock Designs’ chief artisan, Jeff 
Henderson, is a modest craftsman with a keen 
eye and an affection for function. He has spent 
the last eleven years in New England, and has 
always felt at home near the coast. His artis-
tic inspiration comes principally from nature. 
Rock collecting has been a family tradition for 
Henderson. He credits his grandmother, who 
was an artist, as an influence in the creative 
path he has taken. 

“One of my favorite memories is looking for 
lucky stones on the shores of Lake Erie with my 
grandmother,” said Jeff. 

Today he is grateful to continue the tradition, 
and build on his rock collection, with his son.

After the initial spotting of a good stone, 
Jeff examines it for cracks which can make it 
almost impossible to use. While he admits he 
will usually pocket any kind of stone, he does 
seek out rocks with unique characteristics. Each 
distinct mineral design on a stone is attributed 
to the pounding surf which determines its shape 
and texture. 

“Mother Nature is the real artist,” Jeff says, 
“Most times the stones let you know what they 
want to be.”  

Although some of the pieces require small 
cuts for holes, he aims to showcase his medi-
um in its original form. Most Funky Rock 
pieces are completely natural and unaltered. 
Sometimes a sealer is added to certain river 
rocks that look better wet. 

Granite is his favorite stone to work with, and 
luckily it is abundant in New Hampshire which 
is known as the Granite State. Henderson still 
hand-picks each stone and he collects them 
from all over the New England coast. A local 
sand and gravel pit offers natural glacially 
tumbled stones to the Funky Rock selection. 
The Hendersons also have permission to collect 
stones on some private beaches.

Ten years ago, Henderson started making 
household items with his extensive stone col-
lection. He made pieces for friends and family 
and often set up booths at local arts and craft 
shows. When his pieces began to sell quickly, 
he decided to dive into the business full-time.

“I started out in my garage,” he said, “But I 
grew out of it pretty quickly.”  

As the demand for Funky Rock Designs 
increased, the business expanded with addition-
al employees, a larger space and new inventory. 
Funky Rock Designs is now housed in a 2,000 

square-foot historic mill building in downtown 
Dover, New Hampshire just 12 miles inland 
from the Portsmouth shoreline. The warehouse 
is part administrative offices and part work-
shop. Four full-time employees help Henderson 
with drilling and assembling the rock designs.  

The company has been running a whole-
sale model for almost five years now. Funky 
Rock Designs can now be found in shops and 
galleries in almost every state. In fact, the 
company currently has about 450 wholesale 
clients across the US and Canada. While many 
of Henderson’s designs are especially popular 
in small coastal communities, his pieces are 
functional for all types of design styles. 

The diversity and practicality of these pieces 
are essential to the success of Funky Rock 
Designs. Whether you are looking for a lamp, 
table art, kitchen hardware or a drawer pull, 
Henderson makes it all. The stacked stone 
lamps are a favorite among many galleries that 
market Funky Rock Designs. The key hiding 
stones and candle holders are also popular with 
customers. Not surprisingly though, Henderson 
admits that even after two years on the market, 
their best-seller is still the beverage dispenser 
(or booze dispenser, as it is more commonly 
referred to online). This product is truly repre-
sentative of Funky Rock Designs’ combination 
of practicality and innovation. 

Funky Rock Designs 
Makes Art Out of Rocks

Stacy B. Williams
Special Contributor

Continued on page 15

Photos courtesy of Funky Rock Designs

Above: Custom bar taps (Booze Dispensers) use a combination of precisely drilled granite, wood 
and stainless steel fittings to create a funky, functional and user-friendly object.

Below: Granite Wine Chillers are soothly hollowed out to fit a standard size bottle.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/


slIppery rock GazeTTe June 2014  |  13  

Drills a Clean Hole, Every Time...

Viper® Side
Protection 

Dry Core Bit

• Diamond segments on side greatly reduce segment breaking
• Fast drilling  
• Long life
• Use wet or dry
• 2,000 to 4,000 RPM recommended for wet use
• 10,000 RPM recommended when using dry 
• Our testing proved over 60 holes done dry and more than
 100 holes done wet: average of 30 seconds per hole

Braxton-Bragg offers an exceptional line of quality, high  
performance core bits. Viper® Dry Core Bits are fast, long-lasting, 
and designed to handle the toughest coring applications quickly, 
efficiently, and economically.

Viper® Side Protection Dry Core Bits feature very aggressive, high-
quality diamonds, designed for a wide range of applications. Our 
Diamond Core Bits are for use on granite, marble and quartz.

 Item # Description MSRP OUR Price 

 7560 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1˝ $67.95 $44.95

 7561 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/8˝ $71.95 $47.95

 7562 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/4˝ $74.95 $49.95

 7563 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-3/8˝ $77.95 $51.95

 7564 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/2˝ $82.95 $54.95

 7565 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2˝ $97.95 $64.95

 7566 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2-1/2˝ $119.95 $79.95

 7567 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3˝ $134.95 $89.95

 7568 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3-1/2˝ $149.95 $99.95

#1 Seller! 

Most Popular

Core Bit

Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper SP Dry Core Bits
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800-575-4401 • www.braxton-bragg.com

Call now, toll-free or order on the web 24/7! 

Available at

K-Bond Elite Knife Grade 
Acrylic Blend Adhesive

NEW!NEW!
A CLEAR alternative to 

Polyesters!
K-Bond Elite is a premium quality acrylic and epoxy 
blended adhesive. It has been designed with the stone 
fabricator and installer in mind. 

K-Bond Elite has been developed to have the best possible 
ratio of working time to curing speed possible, and 
offers increased bonding strength compared to standard 
polyester adhesives. 

Its lack of color makes it easy to use 
for most applications!

BRAXTON-BRAGGPAYS YOURHAZMATFees!

 Item # Description MSRP OUR Price 

16993 K-Bond Elite Knife Grade Acrylic Blend Adhesive, Qt. $24.95  $17.95

16994 K-Bond Elite Knife Grade Acrylic Blend Adhesive, Gal. $89.95  $59.95

16995 K-Bond Elite Knife Grade Acrylic Blend Adhesive, 5 Gal. $319.95  $229.95

Note: 5 Gallons of K-Bond Elite Knife Grade Acrylic Blend 
Adhesive now come in Ship Saver Packaging, containing  
4 Individually-filled 1.25 Gallon Cans.

• Ultra transparent clear formulation
• Stronger than standard polyester stone adhesive systems
• Chemical resistant
• Fastest cure at room temperature
• 5-7 minutes of working time
• Tack-free in 10-20 minutes
• Can be used on all interior applications and most exterior applications
• Polishable in 20-30 minutes
• Gel won’t sag on vertical surfaces

MADE IN THE USA

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for K-Bond Elite Knife Grade Acrylic
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“I really just stumbled upon the idea for the 
beverage dispenser one night,” Henderson said.

It started with a multiple-stone six-bottle 
wine rack which he admits was fairly heavy and 
costly. One gallery owner suggested trying a 
single-stone holder with multiple holes as a less 
elaborate alternative, and Henderson decided to 
work on it.

“I left a bottle in the single wine rack project 
over night,” he said, “and when I came in the 
next day, I thought, I wonder if I can make that 
come out like a tap.”

And so the beverage dispenser was born. 
This item is so popular because it is so unique, 

There are sometimes several custom projects 
under way at any given time in the Funky 
Rock Designs workshop. Some examples of 
Henderson’s recent custom requests are water 
features, bird baths and garden decorations.

Most of the company’s sales come from retail 
store purchases, but Funky Rock Designs can 
also be ordered online. Funky Rock Designs 
are also available through an online market 
called 50roots. This company, launched last 
year, strives to provide consumers a place to 
find unique and innovative American-made 
products with great stories, and Henderson’s 
creations certainly fit the bill. 

Henderson projects more expansion for 
Funky Rock Designs within the coming years 

in addition to being user friendly. It is a must-
have for home bars and a special feature for 
a party or wedding. Henderson confides that 
it is also one of his favorite designs, along 
with the stacked stone lamps. He also loves to 
make stone vases and has several in his home. 
In addition to the inventory of Funky Rock 
Designs’ stock, Henderson also honors special 
requests from customers. 

“I like taking custom orders because it keeps 
the creative juices flowing,” he says. “Usually 
someone has a rock that means something to 
them and they want to make something out 
of it.”

in terms of new markets and a greater reach to 
retail stores and galleries. Every year the aim is 
to have at least one new product to add to the 
line. Henderson usually attends at least three 
wholesale craft shows each year with his Funky 
Rock Designs, including the American Made 
Show and Americasmart in Atlanta, which is 
coming up next month. 

With all the work that comes with a growing 
business, it’s a wonder Henderson has time to 
relax. Luckily for him and his business, he finds 
serenity in walking along the New England 
coast looking for rocks. 

To see more Funky Rock Designs, visit their 
website at www.funkyrockdesigns.com.

Funky Rock Designs 
Makes Art Out of Rocks

Continued from page 12

Lamp posts created from casually stacked water-smoothed granite stones is also a popular and 
fun item for Henderson to produce. He uses various diameter diamond core bits to drill out his 
lamps, vases, and holders.

Funky Rock Designs goes one better on the fake-rock spare key safe. Naturally occurring granite 
stones are carefully drilled for a “secret” compartment, with the exterior left in a natural state.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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The Viper ® 30 Grit Bites like a Cup Wheel, 
Smooths like a Polishing Pad.

Viper® 30 Grit Polishing Pads have the chops to remove stock, shape 
edges and prepare cut stone to begin the polishing process. This 
grit will remove the deepest scratches. Unlike metal or carbide cup 
wheels, chipping and bouncing is practically eliminated. You’ll be 
able to move on to the polishing process in no time. 

Eliminate Bouncing  
& Chipping

Caused by Metal or  
Carbide Cup Wheels

YOU

SAVE

34%

 Item # Description MSRP OUR Price 
 11051 Viper® Granite Wet Polishing Pad, 4˝, 30 Grit, Purple $22.95 $14.95

Viper® 30 Grit Polishing Pad

Order online or call 1-800-575-4401 before 
5:45 pm eastern for Same Day Shipping.

Fax 800-915-5501
www.braxton-bragg.com

The Extinction of Sunburn
know this makes me sound 
like a geezer who can’t 
string 25 words together 
without including “times 

were a lot tougher when I was a kid,” 
but you’ll just have to forgive me.

Folks do have it better today, by golly. They 
don’t sunburn anymore. At least they don’t if 
they remember to put on sunscreen.

As far as I’m concerned, sunscreen is one of 
the miracles of modern living.

When we send an aircraft into outer space 
and bring it home with pinpoint accuracy, I am 
not impressed. When we design computers that 
do the work of 250 people in l/250th the time, 
I yawn. But when we develop a potion that 
keeps people’s hides from turning into epidermal 
lava, I want to double-flip backwards and shout 
hosannas.

With each passing summer, I am more 
impressed with sunscreen products.

You can take your basic snow-white East 
Tennessee cave dweller and rub on some sun-
screen, then stake him down in the broiling rays 
and he will not so much as turn pink.

Times were not always this good. Back when I 
was a boy, people warmed up to the summer sun 
the old-fashioned way.

They cooked.
It was a metamorphic process not unlike the 

life cycle of an insect.
People would venture into the season’s first 

brilliant beams, turn redder than a rooster’s 
comb, suffer two or three days, then peel their 
outer shell and start over. This process would 
continue three, four, five, maybe six, times until 
a thick level of bronze carcinogens had built up 
on the head, neck, shoulders, arms and legs.

At that point, these people would be declared 
“healthy” and . . . huh, what’s that? Did I hear 
someone just say, “Didn’t they use suntan lotion 
back in the old days?”

Oooooh-ha-ha-ha-hee-hee-hoo-hoo! What a 
laugher!

Suntan lotion did as good a job of blocking the 
sun’s rays as cellophane tape. It was little more 
than mayonnaise laced with dye and fragrance. 
Advertising claims notwithstanding, it had only 
one real function in the cooking process: basting.

When lily-skinned mountain people ventured 
to riverside or lakeside, they lathered on thick 
layers of suntan lotion and settled back to listen 
to their skin sizzle. This pleasant sound contin-

ued throughout the day, only to be replaced that 
evening with a gentle eeeeee-iiiiiiii! as they tried 
to roll over in bed.

But the advent of real, honest-to-gosh sun-
screen changed all that.

I have tried different brands and different 
strengths. They all work. You put it on and 
you don’t burn. It’s that simple. If the Defense 
Department could develop an anti-nuclear-chem-
ical-poison lotion along the same lines, we could 
stick out our tongues at our enemies and save 
jillions of dollars on rifles and tanks.

Sure, I’m just as sentimental as the next guy. 
Sometimes I do get nostalgic for the good old 
days, when third-degree sunburn was as much 
a part of summer fun as broken arms and food 
poisoning.

When those moods strike, all I gotta do is toss 
a few handfuls of carpet tacks and broken glass 
into bed. Then I can hop into the sheets and 
spend the next eight hours in a miserable, toss-
and-turn snooze down memory lane.

No, this isn’t the exact sensation as sleeping 
on beet-red sunburn. It’s not quite as painful, 
actually.

But, what the heck? Progress has its price.

Sam Venable is an author, stand-up comedian, 
and humor columnist for the Knoxville (TN) 
News Sentinel. He may be reached at mahv@
outlook.com.

 Sam Venable  
Special Contributor

With each passing summer, I am 
more impressed with sunscreen 

products. Times were not always this 
good. Back when I was a boy, people 
warmed up to the summer sun the 
old-fashioned way. They cooked. 
It was a metamorphic process not 
unlike the life cycle of an insect.

Sports Quote of the Month
“My father gave me the greatest gift anyone could 

give another person, he believed in me.”
Jim Valvano  (1946-1993)  

 American college basketball coach  
and broadcaster

While the head basketball coach at North Carolina State University, he won the 
1983 NCAA Basketball Tournament against long odds.
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Call 800-575-4401
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was put on auction as a 
camera that made it to the 
moon and back. And it had 
its price — nearly $760,000.         

The Hasselblad 500 sold is described by 
Vienna auctioneers Galerie Westlicht as part 
of the equipment carried by the 1971 Apollo 
15 mission, the fourth manned mission to land 
on the moon. Galerie Westlicht identifies the 
new owner as Japanese businessman Terukazu 
Fujisawa.

It says the owner of an electronics chain 
placed his winning bid of 550,000 euros by 
phone. Bidding started at 80,000 euros — just 
over $110,000.

The gallery initially described the Hasselblad 
as the only camera ever brought back from the 
moon but later said it was one of several, after 
some experts questioned that claim.

Camera Used on Moon 
Landing Sold for $758,489

This photo provided by Galerie Westlicht in 
Vienna shows a Hasselblad 500 camera which 
was part of the equipment carried by the 1971 
Apollo 15 mission–one of several cameras 
brought back from the moon. It was put on auc-
tion Saturday, March 22, 2014 and was sold for 
nearly 760,000 US dollars.

Photo: Galerie Westlicht, AP

A State of Emergencies
HE zoo in Roswell, New 
Mexico was evacuated for 
an hour until a bear cub 
could be coaxed back into 

its cage.
  

Spring River Zoo Director Elaine Mayfield 
tells KOB-TV the cub got out of its cage 
when keepers filling up a moat accidentally 
left water running all day.

The higher water level allowed the bear 
to make its escape by swimming across the 
moat and then climbing up the front of the 
bear exhibit cage to get onto the roof.

While the cub was running around on the 
roof, zoo officials called New Mexico Game 
and Fish.

Game and Fish officers got the bear back 
into its cage and the zoo reopened.

Mayfield says the water level will be kept 
at its proper, lower level in the future.

–––––––––––––––––
Police, Police, Go Away

Authorities say a New Mexico woman 
called in a fake report of a gunman near a con-
venience store to help a friend avoid a traffic 
ticket over a taillight.

Roswell police say 22-year-old Savana 
Jimenez called 911 one Sunday morning hop-
ing the officer who pulled over the car she 
was a passenger in would get dispatched to 
the fake crime.

Authorities say Jimenez called 911 while the 
officer was checking her friend’s information.

Police say Jimenez later admitted making 
the entire story up so the officer would rush to 
the fake scene.

Roswell police spokeswoman Sabrina 
Morales says Jimenez told police she thought 

she had warrants out for her arrest, but officials 
say she didn’t.

Jimenez was arrested and charged with 
obstruction. It was unknown if she had an 
attorney.

–––––––––––––––––
Ambulance Chasers

Authorities say an Albuquerque ambulance 
worker catching some sleep in the back of his 
vehicle woke up to find himself the victim of 
a carjacking.

Police have arrested a man and a woman 
accused of driving off in the ambulance around 
3 a.m. one Saturday while it was parked out-
side Lovelace Medical Center in downtown 
Albuquerque.

Police spokesman Elder Guevara says the 
employee was asleep in the vehicle’s rear but 
was able to jump out when the ambulance 
slowed near an intersection.

Officers then pursued the ambulance as it 
headed eastbound, and then westbound, on 
Interstate 40.

The ambulance finally came to a rest on I-40, 
over Tramway, after authorities used spikes to 
deflate the ambulance’s tires.

Police have not released the names of the 
suspects or the victim, who was uninjured.

Distributed By

Includes:
• One Pair Main Flat Nano 
 Filters  
• Fleece Nano Filter Bag
• Disposal Bag  
• 1-3/8” x 16’ 
  Anti-Static Hose
• Crevice Nozzle  
• Cuff Adapter

Makita®   
12 Gallon Wet/Dry Shop Vac

 Item # Description MSRP OUR Price 
 5146 Makita® Xtract VC4710 12 Gallon Wet/Dry Vacuum $799.95 $699.95

• Powerful 12 AMP motor 
generates 135 CFM of suction 
power and 92” of water lift to 
take on the most challenging 
applications

• Motor chamber constructed of 
quality sound-absorbing materials 
resulting in a quiet operating sound 
level of 59 dB(A)

• Utilizes precision lightweight 
motor components and efficient 
air ducting to produce a vacuum 
weight of only 27 lbs.

• Automatic Filter Cleaning System 
with blow-back feature is timed 
at set intervals to maintain filter 
performance for longer filter life

• ETL certified to ANSI 1017 
standard for vacuums with onboard 
power outlet

• Efficient main nano filter set 
(captures 99.95% particles 2 
microns and larger) 

• Variable speed control dial for a  
variety of applications

FREE 

FREIGHT

All 50 States & 

 PUERTO RICO

SAVE
$100!

NEW!NEW!

Call 800-575-4401

Shop www.braxton-bragg.com for Makita XTRACT Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Can’t We Just Get Along?

conflict and potentially on the brink of collapse, 
“What would you have done differently?” I 
almost always hear the same two responses: “I 
would have asked a lot more questions,” and, 
“I would have taken more time.” And this is 
the crux of the issue—most people do not take 
enough time to truly vet the potential partner-
ship for issues that will derail it. This happens 
most often because there is the rush of a deal 
or market timing driving the urgency, and as 
partners in the midst of conflict will testify, 
no partnership, no matter how lucrative the 
opportunity may appear, is worth the pain and 
suffering caused from premature and ill-pre-
pared agreements. 

HEN it comes to business 
partnerships, finding and 
maintaining a productive 
partnership can be as chal-

lenging as a marriage.               

Perhaps even more so given that many busi-
ness partnerships are nothing more than shot-
gun marriages; the result of a courtship based 
solely on the financial merits and not much 
more. I liken this to marrying someone based 
solely on how attractive you predict the chil-
dren will be, without regard to whether the two 
of you will be able to stay together. 

The refrain, “Failure is life’s greatest teach-
er,” speaks directly to my experience and in this 
regard, I have earned a PhD, having suffered 
through two failed business partnerships before 
figuring out how to enter my most recent one 
with the best opportunity for success. 

Additionally, through my advisory work I 
have observed many partnerships in action, 
brought in to assist when the partnership is 
going off the rails. It is usually then when most 
partners begin to realize the complexities of the 
partnership, far beyond the dollar signs they 
had floating in their eyes when they first came 
together.

When I ask partners that are experiencing 

The reality is, attempting to repair a partner-
ship that is deep in conflict and has not done 
the preparatory work to set it up for success is 
much like trying to unscramble the omelet. Not 
that it can’t be done, but on a scale of difficulty, 
it is much larger than I can do justice here and 
suffice to say, often the cure kills the patient. 

Rather, the best opportunity for success is 
if you are in the early stages of formation. 
Following are some key steps I recommend to 
ensure you enter the partnership with eyes wide 
open and prepared for the work it will take to 
achieve success:

1. Slow down – As I’ve already stated, there 
is no deal so important as to overcome the poor 
planning of a rushed deal. 

2. Look for a reason to say no – This sounds 
contrary to what you’d want, but the mindset of 
no is necessary to force the hard questions and 
rationale to ask, “Why the partnership?” Be 
clear about this and force yourself to write this 
down. Actually, there is a whole lot more here 
than I have the space to write, but suffice to say 
it is adequately covered in David Gage’s The 
Partnership Charter. 

3. Clarify roles – One of the key issues I see 
is that partners don’t clarify their roles “in the 
business” as employees, versus “on the busi-
ness” as partners. There is a key distinction and 

clarifying when and how these roles are defined 
can often be the difference maker between suc-
cess and failure.

4. Go deep on values – If they even go 
through the effort of defining values at all, most 
people short the process. It is not enough to 
know that all agree that integrity is a value, for 
example. You need to go deep, defining what 
behaviors define integrity, so everyone is clear 
what it is, and what it is not.

5. Define how to exit – Most partner agree-
ments avoid this step, however, force the con-
versation around on how to value the business, 
or in the least, who would do the valuation, and 
agree on what those steps are ahead of time.

The reality is that there is no guarantee, how-
ever, as the saying also goes, success favors 
the prepared. With patience and effort you will 
avoid the proverbial Rodney King moment 
when you are exclaiming to everyone, “Can’t 
we all get along?”

Rick Thomas is a Principal and Director of 
Human Capital at Pilot Wealth Management, a 
registered investment advisor in Oregon state. 
Leading their focus on the human component 
of building wealth, he consults and speaks to 
organizations across the country, focusing on 
individual and organizational achievement.

Richard Pierce Thomas
Leadership and Small Business Consultant

NTERNATIONAL Stoneworks, 
Houston’s premier natural 
stone restoration and main-
tenance business, presented 

the session, “The Essentials of Stone 
Restoration” at Coverings 2014, one of 
the leading ceramic tile and natural 
stone trade fair and expos in the United 
States.          

Tabbah presented Thursday, May 1, 2014 
from 9:15 a.m. to 10:45 a.m. at the Las Vegas 
Convention Center in Las Vegas, Nevada. He 
discussed actual stone restoration and main-
tenance cases that he experienced on the field 
over the past 32 years while running his own 
business. He reviewed successful cases in stone 
resurfacing to where audience members could 
apply these profitable lessons to their own busi-
nesses. Tabbah also covered challenging cases 
and how these difficult jobs were solved.

Known for its comprehensive speaking and 
education programs, Coverings 2014 served as 
a valuable resource for continuing education 
for all segments of the industry, all free of 
charge. Those attending Tabbah’s lecture, such 
as contractors, retailers, architects, builders, 

designers, and restoration specialists, came 
away with a distinct advantage over their peers. 
They had the opportunity to learn how to avoid 
the pitfalls that one can encounter in the stone 
restoration business. They also learned more 
about how to work with various customers and 
their expectations.

“This is my first time presenting at Coverings 
and I feel honored that I have been asked 
to present in the 2014 Education Program, 
especially on its 25th anniversary. I think the 
audience can really benefit from a course that 
actually covers stone restoration and mainte-
nance cases experienced first-hand. I’ve been 
in business for 32 years and I have dealt with 
a variety of challenging jobs. I look forward to 
sharing this knowledge,” said Tabbah.

International Stoneworks, established in 1982 
by Rawi Tabbah, is Houston’s premier natural 
stone restoration and maintenance business 
and has been an active member of the Marble 
Institute of America (MIA) since 1986. For 
Tabbah’s presentation of real-life stone resto-
ration cases, please visit their website http://
www.intlstoneworks.com/ blog/2014/04/23/ or 
call International Stoneworks at 713-956-8291 
for more information.

Session on “The Essentials of 
Stone Restoration” Presented 

at Coverings 2014
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They cost around 40% less than any-
thing else you can buy. Their 6mm dia-
mond plate means they run faster, last 
longer and put less strain on your CNC 
machine. But you can’t buy them from 
GranQuartz because GranQuartz doesn’t 
sell them. 

You’ll never believe what they’re made 
of. 

They are the ONLY CNC tools with a 
6mm layer of diamonds on every wheel – 
including the polishing steps.

So they run faster for longer, and put less 
strain on your machine. Yet they cost up to 
40% less than anything else. 

Hard to believe? 

Call 877-493-0394 for a free demonstra-
tion. Let a fully-qualified Braxton-Bragg 
CNC technician show you how quick and 
easy they are to set up. (And how much 
you’ll save in operational costs day after 
day.)

Find out - at our risk, not yours. Order 
now with FREE next-day delivery. Our 
rock solid, 90-day, money-back guarantee 
means you don’t risk a cent. 

Save an extra $1250 instantly
Our regular price for a complete set of 

profile V-30 R15 Viper wheels is $3776.65 
– already around 40% less than anything 
else you can buy. 

But buy right now and you save an 
additional $1250 and only pay $2516.65 
- that’s 33% off. 

They’re not just cheaper, they’re better ... 

• Every diamond on every wheel has been 
carefully screened and sorted for grit. 

• Only diamonds with the highest particle 
strength are selected. 

• So, you can run these wheels faster. But 
despite this, they don’t wear as quickly. 

• You see – unlike most other wheels – 
these are hot pressed with Inconel, a costly 
super-alloy that bakes the wheels’ hard-
ness all the way through. 

• The tool’s density is constant from crust 
to core. Even in the last seconds of its life, 
you’re guaranteed the same finish as when 
you first took it out the box. 

• This also puts less strain on your CNC 
machine. During your demo, you’ll notice 
these wheels draw fewer amps. 

Your CNC machine is certainly your 
most expensive asset. But why over pay? 
Why not use these CNC tools, save a bun-
dle and get more years out of them? 

7 wheels for every profile
Each profile is divided into 7 steps: 5 

metal wheels, followed by 2 ceramic pol-
ishing steps. 

They also have the same 6mm thick dia-
mond finish. So you can run them faster, 
for longer and produce a higher quality 
polish. 

If they’re so good, why such a bargain? 
The reason is simple – and you’ll appre-

ciate why it makes sense. The cost is kept 
down by manufacturing only the 6 most 
commonly used profiles. These cover 90% 
of the market, but not all of it. 

So we’ll be frank. There’s a 1 in 10 
chance these CNC tools aren’t suitable for 
you. 

But the odds are you’re one of the other 
9 in 10.

So why not switch to Viper today?

After all, you always save 40% com-
pared with anything else you can buy … 
cut operational costs … and increase the 
lifespan of your CNC machine. 

And if you order now, you’ll save $936, 
$1280 - even as much as $6500 – off our 
normal prices.

Why such a crazy offer?
Look, we realize you’d rather not change 

your CNC tools. And we realize you might 
think this sounds too good to be true.

So the huge savings are to make it worth 
your while. 

Rock solid, 90-day, money-back guar-
antee – if you’re impressed after your 
FREE demo

It seems impossible that you could imme-
diately save 40% (as much as $6500 total) 
on these profiles and: 

3 Increase the lifespan of your CNC 
    machine
3 Replace your CNC tools less frequently
3 Complete jobs faster than you would 
    with any other CNC tools on the market
3 Produce a consistently higher-quality 
   finish
3 Reduce operational costs

But you don’t have to believe what 
you’ve just read. Just call 877-493-0394 
for your free demo and put us to the test! 

There’s no obligation to buy. No hard 
sell. You decide. 

And even after you do order (with FREE 
next-day delivery), you still risk nothing. 
Every wheel from every profile is backed 
by our rock solid, 90-day, money-back 
guarantee. 

If you don’t notice the kind of improve-
ments you just read about, send them back 
for a full refund. 

But don’t pass up on this special deal. 
Call us right now, the minute you finish 
reading this – at 877-493-0394.

Why not make it the very next thing you 
do?

Have you any reason not to call 877-
493-0394?

What GranQuartz would hate for you to know about these 
NEW CNC tools

Save 40% and an extra $936, $1280 - even as much as $6500 if you act now!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper CNC Tooling
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Highest Polish, No Bleeding, No Burning
50% Labor Savings

   Item # Description MSRP OUR Price 
 18278 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 1, Red $38.95 $25.95

 18279 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 2, Blue $38.95 $25.95 

 18280 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 3, Orange $38.95 $25.95 

 18281 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 4, Pink $38.95 $25.95

Why use 7 or 8 steps 
to polish Quartz 

when you can do it 
in 4 Easy Steps?

NEW!

O ur Talon™ 4-Step Polishing Pads have been designed 
specifically for wet use on quartz. 

These pads, with only a 4-step process, perform better and offer 
a better finish than a traditional 8-step pad set. 

And because of the next generation resins used in Talon™ 4-Step 
Pads, they are non-marking and will not bleed like other pads.

Polish Faster and Get a Greater Shine Sooner!
In other words, the proprietary design of these quartz polishing 

pads allows the fabricator to achieve the best quality finish and 
shine, while saving you time.

Call Today for a 30-Day, No-Risk Trial…
Call 1-800-575-4401 today and give the new Talon™ 4-Step Quartz 

Wet Polishing Pads a try. 
If you don’t agree they save you time and money, then just let us 

know within 30 days and we’ll buy them back from you.

“This four-step system is the best solution I have come across for polishing 
engineered stones.  There is no color transfer from the pads. The process is quick 
and they work equally as well on our natural stones.”

-Phil Kuczma, Shop Manager, Italian Marble and Granite Inc., 
Clarence Center, N.Y.

Quartz
Use for Silestone, Caesarstone, 

and Cambria

WORKS IN

1/2
THE TIME!

Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Talon 4-Step Polishing Pads
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Route 17 towards the 
Catskill Mountain 
region of upstate New 
York, there’s a magnif-

icent cluster of buildings and walls in 
Tuxedo, New York. I later learned this 
was called the Tuxedo Park Club. 

Months later, while seeking information on 
these stone masonry buildings, I was fortunate 
to cross paths with Michael Jamieson, Owner 
of Jamieson Stoneworks, LLC in Sloatsburg, 
NY. Michael, a local stone carver, fabricator 
and mason since the mid 1980s, has lived in 
this area his entire life and resides almost a 
stone’s throw from these structures. So my first 
question to Michael was: Is that stone building 
really a Police Station?

“Yes, and I call it the gatehouse. I think it 
was the first structure they built, and it’s one of 
the best examples of rustic-style natural stone 
construction I’ve ever seen. It’s gorgeous. They 
took the gnarly first pick of stone, dragged it 
out of the woods, and made it look nice. 

“Technically it is gneiss, and it was surface 
stone from when the glaciers passed through 
this area, and was handpicked within a mile 
radius of Tuxedo. Those stones have a lot 
of iron coming out of them, and many are 
misshaped and craggy. Some even look like 
rhinoceros horns. The top stones of the walls 
were placed for intimidation and as a deterrent 
to keep people and animals out.”  

According to Michael, the Tuxedo Park Club 
project was started in 1886 by Pierre Laurelard 
and his architect Bruce Price. Originally built to 

be a private club for the rich and famous of New 
York City, the founders broke ground by con-
structing bridges, excavating drainage and dig-
ging three lakes as well as roads throughout the 
entire park. A group of rental cottages including 
a clubhouse, were then built “Adirondack style” 
using local stone and wood and “Whatever 
came out of the woods,” said Michael. By the 
early 1900s, visitors could check in, bask in the 
sunshine, play tennis, or just relax and socialize 
with the upscale patrons. 

But that original concept changed early on 
with the area’s rich and powerful wanting to 
do more than just live in cottages and play ten-
nis. Heavyweight industrialists, such as Pierre 
Laurelard of American Tobacco fame and 
railroad tycoon Edward Harriman were eager to 
build mansions on the prime Ramapo Mountain 
property. Things then changed quickly, accord-
ing to Michael. “Around the turn of the (20th)  
century and well into the next few decades they 
began building some big, gaudy mansions of 
many different styles and continued to for many 
years. Unfortunately, three quarters of those 
mansions are now gone.” 

But the walls and gatehouse (Yes, a police 
station) remain a legacy and a reminder of a 
past era; one of vision, leadership and “old 
money.” This was also an era of few machines 
and many craftsman doing lasting construction 
with hard, rough labor and their strong backs.

                          
Peter J. Marcucci has over 25 years of fab-

rication experience in the stone industry. Send 
your comments to our Contacts page on the 
SRG website, www.slipperyrockgazettte.net.

Edward Harriman’s estate plan was so large that he was not allowed to build inside the Tuxedo 
Club. Instead, he built his mansion just north and outside of the club on a 40,000 acre tract. It was 
known as the Arden Estate.

This structure was the first mansion built on the Tuxedo Park property, and became the headquarters 
for all subsequent construction within the park. 

The gate house; the first structure of the Tuxedo Park Club in Tuxedo, NY. “I think the Tuxedo Park 
Club was the very first gated community in the U.S.,” explained Michael. “The stone fence extends 
only to the close left and close right of the gate and not around the whole park. To the right, the fence 
ends and the mountain makes its own natural boundary.” 

Close-up of the north wall shows the intricacy and attention to detail that the 1,800 to 3,000 eastern 
European craftsmen took during the park’s fourteen year construction. “There is a famous story, but 
I don’t know how true it is,” explained Michael Jamieson, Owner of Jamieson Stoneworks LLC. “The 
workers were getting paid by the day to do stone work, and one of the wealthy blue-bloods residents 
got bit by a rattlesnake. So they offered the masons that were doing the stone work a dollar a head 
to catch the snakes without killing them.”

Gems Along the Highway:
The Tuxedo Park Club, Tuxedo, New York

Peter J. Marcucci
Special Contributor

Photos by Peter J. Marcucci
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Arriscraft Building Stone Offers a Cost-Efficient, 
 100% Natural Alternative to Quarried Stone

RRISCRAFT, a General Shale 
Company, manufacturer of 
all-natural products which 
emulate actual quarried 

stone, uses a cement-free, Natural Pro-
cess™ technology to produce its residen-
tial Building Stone collection, backed by 
an industry-unique Lifetime Warranty. 

 
Only three components are used in the unique 

Arriscraft production process: silica sand, 
hydrated lime and high-quality iron oxide pig-
ments. Mixed together and pressed with 1,000 
tons of pressure, they become durable, strong 
and intimately bonded. From there, stones are 
subjected to high-pressure steam and heat. This 
results in a calcium silicate hydrate binder, cre-
ating a 100% dimensionally stable, non-fading 
man-made stone unit. 

Manufactured as “full bed” for standard 
installation (similar depth to traditional brick), 
Arriscraft Building Stone allows for a tra-
ditional masonry wall cavity system offer-
ing superior moisture protection. The consis-
tent “through-color” property of each product 
makes it possible to maintain original colors 
and textures even after on-site cutting, chisel-
ing and dressing. And, waterproofing is never 
required with these products. 

Arriscraft residential stone materials are ideal 
products for exterior cladding, as they have 
been developed to endure extreme climatic con-
ditions. Offered in a rich, natural color palette, 
the same materials selected for the outside of a 
building may be selected for interiors, as well. 
Fireplaces, indoor fountains, outdoor living 
rooms and more are opportunities to bring the 
outdoors indoors (and, vice versa), with a seam-
less transition. 

From classic to contemporary, Arriscraft 

Building Stone is offered in an extensive style 
and color selection. The vast selection pro-
vides premium stone options for every style of 
residential plan, from sleek, modern designs 
to old-world, tumbled finishes. And, all prod-
ucts support LEED sustainability objectives, 
as well. Easy to install and maintain, the entire 
Arriscraft collection of naturally manufactured 
stone materials provides architectural & design 
solutions throughout North America. 

Headquartered in Cambridge, Ontario (62 

miles west of Toronto), Arriscraft is a subsidi-
ary of General Shale, the leading exterior build-
ing materials manufacturer in the United States. 

For more information, please visit their 
website at www.arriscraft.com or contact the 
United States office: Arriscraft USA, 6054 
Zenith Mill Road/Arriscraft Lane, Fort Valley, 
Georgia 31030, phone: 478-827-1896 or fax: 
478-827-1897.
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Photos courtesy of Bob Murrell

OST all natural stone and 
many ceramic tile products 
have a porosity factor. Of 
course, glazes on ceramic 

tiles (which are mostly glass) for our 
purposes here, are not porous.          

What this means to us in the stone industry is 
that some fraction of the materials in question 
are comprised of air or gas.

Porosity of a material is generally defined 
as the total proportion of air space contained 
within the solid parts of the material. These air 
spaces are referred to as pores.

Materials experts can name many types of 
pores. However, for stone and tile, we can 
simplify these down to three basic types; open, 
closed, and interstitial. 

Open pores are simply voids that are exposed 
to the surface,and they occur on the top, bottom 
and sides of the material. Closed pores are voids 
or spaces in the material that have no exposure 
to the surrounding elements. Interstitial pores 
go all the way through one side of the material 
to the opposite side, by various internal pas-
sageways. 

The open and interstitial pores need protec-
tion from penetration of foreign contaminants 
or staining. This can be accomplished in one of 
several ways, using sealers, penetrating sealers, 
or true impregnators. 

Sealers are a topical product and provide pro-
tection from staining by separating the surface 
of the material from the potential contaminants 
with a film-forming polymer. Sealers most 
always change the natural appearance and can 
inhibit the natural permeability (ability to tran-
spire water vapor) of the material. 

Penetrating Sealers are typically a cross 
between sealers and impregnators. They usually 
contain a carrying agent such as some type of 
solvent or water along with a small amount of 
polymer or resin. They normally do not leave a 
topical coating behind. Color enhancing prod-
ucts are generally considered to be penetrating 
sealers. They don’t affect the permeability quite 
as much as do the sealers.

True impregnators use either a solvent or 
water as a carrying agent and some type of flu-
orinated copolymer (silicone, siloxane, Teflon, 
etc.). The carrier floods the pores of the materi-
al, taking the fluorinated copolymer molecules 
into the open and interstitial pores. 

Once the material is saturated, the carrier 
evaporates leaving the fluorinated copolymer 
molecules behind. They attach themselves to 
the walls of the open and interstitial pores. 
With quality impregnators, the material may 
retain up to 90% of the original permeability. 
Normally, they don’t appreciably affect the 
natural appearance of the material.

Impregnators work by infusing the fluo-
rinated copolymers into the material. These 
molecules repel liquid foreign contaminants by 

setting up an electrostatic barrier. The contami-
nants are then repelled much the same way one 
north pole of a magnet is repelled by the north 
pole of another magnet. 

Impregnators can offer either hydrophobic 
(water)  or oleophobic (oil) protection. Higher 
quality impregnators are oleophobic meaning 
they resist grease, oil, and water borne mate-
rials. Hydrophobic resists only water borne 
contaminants.

Impregnators can’t give a 100% staining 
protection but will get very close. Most con-
taminants will evaporate before penetrating a 
well impregnated surface. Acids are another 
issue. On acid sensitive materials like marble 
and limestone, impregnators can only keep the 
acid from penetrating deeply but will not stop 
the surface from etching. However, the impreg-
nator does keep the etching closer to the surface 
allowing for much easier re-polishing.   

It is my opinion, and feel free to make it yours 
too, that most natural stone and masonry surfac-
es will benefit from some sort of stain protec-
tion. Polished granite countertops can certainly 
be stained by olive oil or grease splatter from 
cooking. Marble can also stain from various 
contaminants. 

Textured stones like tumbled marble, flamed 
granite, slates, quartzites, sandstones, and like 
materials, can be protected and are often bet-
ter appreciated when color enhanced or even 
sealed with a topical coating for added color 
and shine. By the way, some granites are more 
porous than many marbles, and vice versa.

All of these products will help protect the 
stone’s surface to some degree. Which product/
process is best for your particular application 
must be considered and confirmed with the 
customer. Submitting test pieces for approval is 
highly recommended when possible.

How long do sealers, color enhancers, and 
impregnators last? Well, there are many vari-
ables that come into play. Foot traffic, exposure 
to UV, wind, rain, sand, and the elements are all 
factors. Maintenance practices also can affect 
the life of these products. 

I have read some company impregnator 
advertisements that say they guarantee their 
product for 20 years. I would agree with that, 
but only if the product is applied to an interior 
vertical surface with no wear factors. However, 
exterior surfaces and heavy traffic areas do not 
apply to this assumption.

As we have discussed in previous articles, 
foot traffic has a wear abrasion factor of 
between 200 grit and 400 grit. Applying this 
to the pore structure of a natural stone surface, 
previously open pores that received impregna-
tor may be worn away. 

Previously closed pores that never received 
impregnator may now be come exposed. So you 
see, impregnator life is mostly determined by 
wear and maintenance.

Restoration & Maintenance Corner
Porosity and Stain Protection

Bob Murrell 
Special Contributor

Tennessee quartzites, also called Crab Orchard Stone come in several varieties, the most well-known 
is the pink with reddish layers or veins. Gray is another variety. At left is shown the gray, the middle 
is color enhanced pink, and at right, the sample is half color-enhanced pink to show the difference.

Color Enhancer on Tennessee Crab Orchard stone provides a vibrant contrast, brings out the grain.

Previously impregnated Tennessee Crab Orchard quartzite shows spilled tea beading up and being
repelled. The best stain impregnators give you time to blot up spilled liquid before it can be absorbed 
into the pores of the stone. 

Continued on page 25
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#1 Seller! 

Most Popular

Adhesive

BRAXTON-BRAGGPAYS YOURHAZMATFees!

Stone Shield™ Transparent Can Save You Money!
How can glue save you money?  Stone Shield™ Transparent Knife Grade is high 
quality polyester adhesive, made in America and offered at a great price.

Consistent Performance
Smooth consistency makes this a good choice for a wide variety of applications. 
Can after can, you know what you’re getting; it’s never a surprise.  Consistent 
work time, consistent strength, consistency that you can count on.

Universal Application
Since it’s compatible with granite, marble, travertine and quartz,  Stone Shield’s 
strong bond and fast hardening time is ideal for seams, patching or repairing. This 
is the only can of adhesive you’ll ever need!

The Only Adhesive 
You’ll Ever Need!

4–6 minutes of working time
Polishable in 30-60 minutes
Transparent formulation is easy to color-match 

 Item # Description MSRP OUR Price 
 46404 Stone Shield™ Transparent Knife Grade, Quart $13.95 $9.95

 46405 Stone Shield™ Transparent Knife Grade, Gallon $48.95 $34.95

 46406 Stone Shield™ Transparent Knife Grade, 5 Gallons $188.95 $134.95

5 GALLON

SHIP 

SAVER!

Order online or call 1-800-575-4401 before 
5:45 pm eastern for Same Day Shipping.

Fax 800-915-5501
www.braxton-bragg.com

Impregnator integrity testing is not very com-
plex. Simply pour some water on the surface. 
If it repels the water satisfactorily for a decent 
period of time, the impregnator is still working 
as intended. If the material absorbs the water 
too quickly, it is time to reapply.

It should be obvious whether sealers need 
repair or replacement as they will be abraded or 
removed by wear, fade from excessive weather 
exposure, or possibly even cloud up due to 
vapor entrapment.

Some color enhancers will eventually fade, 
especially when exposed to UV. Normally the 
surface can be cleaned and the product simply 
reapplied. The notable exception to UV fading 
is Stone Shield Color Enhancer & Sealer.

Of course, if the material is protected from 
staining, any staining that does occur will be 
much easier to remove either by cleaning or use 
of a poultice.  

I suggest that you always consult with a rep-
utable distributor and solicit their input as well 
as the customer’s expectations. Ultimately, the 
customer will depend upon your recommen-
dations.

Bob Murrell has worked as a supplier of 
products and technical support to the natural 
stone industry for over 35 years. He has written 
numerous articles for various trade publications 
and has also trained thousands of contractors 
over the last 25 years.

Porosity and Stain Protection

In the above diagram, a = Closed pores; b, d, e and f = Open pores; c = Interstitial pores

It Just Gets Better with Age

HREE decades after it was 
stolen, a 1957 Chevrolet 
Bel Air has been returned 
to a Northern California 

man —  in better shape than when he 
originally owned it.  

The Santa Rosa Press Democrat reports 
Ian “Skip” Wilson was shocked to get a call 
from the California Highway Patrol inform-
ing him that his long-lost Chevy was taken 
off an Australia-bound cargo ship.

The 65-year-old says the car has had a 
lot of work done on it since it disappeared 
from his Lake County home in 1984. It 
was returned with a monogrammed interi-
or, 17-inch racing wheels, rack-and-pinion 
steering and a 350-horsepower V-8 engine.

The retired mechanic says the two-door 
was in sorry shape when he bought it for 
$375 in 1975 with plans for fixing it up.

Source: The Santa Rosa Press Democrat, 
http://www.pressdemocrat.com

Photo: Christopher Chung, AP

In this Tuesday, February 18, 2014 photo, Skip Wilson poses in front of his 1957 Chevrolet Bel 
Air that was stolen in 1984 and returned to him by the California Highway Patrol on Monday, 
February 17, in Clearlake Oaks, California. 

Surface of the Material

MADE IN THE USA
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Continued on page 28

Last Things First
Thoughts on Stone Carving, Sculpture, and Aesthetics

Mark Saxe
Special Contributor

HE purpose of this article is 
to help aspiring stone carv-
ers and sculptors judge their 
own work.            

My goal is to set the stage for an ongoing dia-
logue on the subject of aesthetic considerations.  
It is a subject which is often overlooked in our 
fast-paced “just get it done” world.  

Over the last 13 years of organizing our Sax 
Stonecarving Workshops seven-day intensive 
sessions, I have noticed that although many 
participants are eager to delve into this area of 
inquiry, it hardly gets touched upon during the 
workshop. After all, it is a difficult topic to dis-
cuss, words are hard to find, and there is only 
so much time for so much technique to be cov-
ered. Everyone wants to finish his or her piece.  

Every carver, every sculptor, wants to give 
form to an idea. Students come to the stone 
carving workshop to give form to their idea, to 
capture an image, dream or story. How success-
ful a work is will be judged, ultimately, by each 
individual carver and by his or her audience.  

Every one of the thousands of marks a stone 
carver makes will count. Each mark represents 
an aesthetic and practical decision, a step along 
the path to creation, building on the previous 
marks until a final form emerges. It is our task 
as creators to organize all the marks so that the 
result is a compelling, well-executed object. 

“We can teach you how to carve but not 
what to carve,” was the opening statement 
made by guest instructor, Fred X. Brownstein, 
on the first day during our 13th Annual Sax 
Stonecarving Workshops in 2013. It was a 
salvo of sorts, a shot across the bow, a chal-
lenge in subtle terms to each student: Think not 
just about the technique of carving, but consid-
er your concept, your design, your composition, 
your subject matter. How are you going to 
use technique as a servant to your idea (rather 
than as its master) so that the resulting object 
presents itself as an organized unity which is 
memorable and exudes confidence? These are 
difficult questions.

Technique, of course, is what participants 
have come to learn, first and foremost. Without 
it we are in the proverbial “boat without a 
paddle.” At our workshops, we explain and 
demonstrate all the essential techniques and 
safety considerations: how to work in a safe 
manner, the geology of carving stone, tool use 
and care, how to rough out a piece using hand 
and power tools, measuring methods, working 
from a model, rigging, texturing, polishing, 
pinning and mounting, lettering, repairing, and 
finally – time permitting – we talk about aes-
thetics.  In many respects, this last subject is the 
most important, since with every stroke of the 
hammer, we make an aesthetic decision.

Just as night surely follows day, making 
good decisions every step of the way will more 
than likely lead to a successful piece. I have 
observed over the years that the best finished 

pieces looked good at every stage of the way.  
Even in the very rough stages, the beauty was 
somehow evident. Of course that quality had 
something to do with the mastery of technique, 
but a lot of it had to do with paying attention 
and concentration. At its best the process is a 
meditation.  

If you look at Michelangelo’s slave series, 
you will see the beauty and intentionality of 
every mark. Michelangelo could serve as a 
standard, not to measure ourselves against, 
which would be daunting, but for lessons about 
how to approach our own carvings: Know 
where you’re going with a project, have a 
clear idea, a plan. And at the same time leave 
open the possibilities of deviation and change 
as you progress. Allow technique and vision, 
technique and thought, technique and spirit, to 
join forces.  

What are the ingredients that make for a good 
work? What is good form? What is “balance” 
and why does it matter? How do I achieve that 
sense of organic unity such that all the shapes, 
lines, and textures work together like the parts 
of a well-designed machine, like a team of sled 
dogs with single-minded purpose, like the way 
the human body flows from neck to shoulder 
and shoulder to arm, or like the way the wind 
creates the shapes we see in the desert dunes? 
What is necessary? What is unnecessary? How 
can I tell the difference?  

More often than not these questions resolve 
themselves only after countless hours of hard 
work. There are no short cuts. There’s no “app” 
for that. Every piece builds off of the previous 
one. Practice, practice, practice. We learn from 
our mistakes.

Seven Beats to the Measure (basalt) by Mark Saxe.

Patrick Halloran (Halloran Masonry in Athens, Georgia) working on some finishing details of his 
relief icon project in 2012.

Photos courtesy of Mark Saxe
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The Varmint County Chronicles “Boomer” Winfrey
Varmint County Correspondent

PRING is in the air, and here 
in Varmint County that 
means two things – politics 
and baseball.  

First the baseball, where the Varmint County 
Vipers are well on their way to another trip 
to the state tournament under the gentle hand 
of coach Boise Otis Snodgrass, who has fully 
recovered from his little bout with bypass sur-
gery last fall.

B. O., you might recall, had to take a back 
seat during the football season as women’s 
basketball coach Penny Haig took over his 
team. Penny managed to earn the respect of 
the unruly gang of thugs and bullies who made 
up most of B.O.’s starting lineup, one or two 
of them almost as old as their coach, and led 
the team to its third consecutive undefeated 
season.

Still, when B. O. jokingly suggested he 
should retire and hand over the job, Penny 
threatened to give up coaching altogether.

Now B. O. is back on the bench as his base-
ball team continues to dismantle most of the 
opposition. The Vipers’ baseball program is 
somewhat unique. The young members of the 
Haig clan tend to dominate B.O.’s basketball 
teams while the rival Hockmeyer clan has 
provided most of the quarterbacks and running 
backs for the football team for the past couple 
of decades. Only in baseball do Viper fans see 
both Haigs and Hockmeyers playing dominant 
roles on the same team.

This year, the Vipers’ ace pitcher is Barney 
Hockmeyer, known for both his blazing fast-
ball and his lack of accuracy. When Barney 
winds up and lets go, the ball may flash straight 
over the plate at 105 mph. It may hit the ground 
two feet in front of the plate or it may sail 
twelve feet over the backstop. It also occasion-
ally hits an opposing batter, which is one of 
the reasons that few batters can hit his pitches.

Still, for two seasons, B. O. used Barney 
sparingly, as nobody on the team could catch 
the wild pitcher without losing a dozen passed 
balls and wild pitches in the course of a game. 
Since Barney usually put at least two oppos-
ing batters on base with walks in the average 
inning, a wild pitch was not a good thing.

Then along came Petey “Polk Along” Haig, 
nicknamed for his “blazing” speed on the base 
paths. “Petey is so slow,” B. O. once com-
mented, “that you have to line him up with a 
telephone pole to tell if he’s moving or not.”

Petey Haig was slow for a couple of reasons. 
First he was not built for speed, being a typical 
Haig male, a gangly six feet, seven inches tall. 
Secondly, Petey liked playing catcher, where 
the constant stress on knees meant he ran like 
he would rather not.

But Petey could catch Barney Hockmeyer. 
His height enabled him to reach up for most 
high wild pitches or stretch out for wide ones, 

while his big, muscular hands could handle 
catching 100 mph-plus fastballs for seven 
innings, something few other catchers could 
bear.

Petey also knew how to handle his pitcher. 
In the first game that matched Petey behind 
the plate and Barney on the mound, the pitcher 
started off in typical fashion, walking the first 
two batters for the McAdoo High Golden 
Bears.

Petey called time and walked out to the 
mound. “You’re trying too hard to aim the 
ball at the plate. Just let it go in my direction, 
Barney. If it goes wild I’ll pull it in.”

“What if I hit the batter? I don’t want to hurt 
nobody,” Barney replied.

“Let the batter worry about that. That’s the 
reason nobody can hit your stuff – they can’t 
see it and they don’t know where it’s gonna 
go.”

The next time Barney pitched, it was against 
arch-rival Burrville. The final count for the 
pitcher was seven innings, nine walks, two 
wild pitches, twenty-one strikeouts, no hits and 
a 6-0 Varmint County victory.

Slowly, Barney Hockmeyer’s confidence in 
his catcher helped him gain confidence in his 
pitches, and become more accurate. In the first 
game of the regional tournament last month, 
Barney faced the Jones County Wildcats, 
sporting a fearsome lineup with three of the 
state’s top ten home run hitters.

Barney struck out the first nine batters he 
faced, throwing only a half dozen balls that 
weren’t in the strike zone. As the Wildcats 
came around to bat in the fourth inning, Petey 
walked to the mound to talk to his pitcher.

“These guys have had time to adjust to 
your speed a little bit now, and they’ve seen 
that you’re hitting the strike zone with every 
pitch. Time to shake ’em up a bit,” the catcher 
advised.

“What do you want me to do?”
“See that wooden sign pointing to the bath-

rooms just to the left of the backstop?”
“Yeah.”
“Hit it with your next pitch. Hit it hard.”
Barney did as he was told. His pitch sailed 

wide of the plate, the batter’s box and the back-
stop. It missed a popcorn vendor by three feet 
and splintered a wooden sign on the side of the 
dressing room building.

“Wow. I knew his control was too good to 
last,” Petey commented to the umpire as the 
Jones County lead-off batter just stood and 

stared at the splintered sign.
Barney Hockmeyer pitched a perfect game 

that afternoon, striking out all but one oppos-
ing batter. That one batter fouled off a pitch 
that sailed toward the Varmint County dugout, 
where catcher Petey Haig pulled it in.

“One of these days, you’re gonna have to let 
the rest of us play a little baseball,” shortstop 
“Goose” Aslinger told Petey in the locker 
room.

“You can snag all the ground balls you want 
when Barney’s not pitching. When he starts, 
just consider the game batting practice, take a 
good book out in the field with you and let us 
do all the work,” Petey laughed.

“What I find amazing is the bond between 
pitcher and catcher. Did you know Petey invit-
ed Barney to his family’s Sunday dinner?” B. 
O. told an opposing coach.

“What’s so unusual about that?” the coach 
asked.

“Petey’s family lives in Haig Hollow. The 
last time a Hockmeyer entered Haig Hollow 
and came out alive was during the Civil War.”

Oh, I almost forgot to mention the other sign 
of spring – politics. Not much to tell, really, 
that I haven’t already reported. May is the 
month for local county primary elections but 

in Varmint County there are no party prima-
ries until the state primary election in August. 
All local candidates agreed long ago to keep 
Varmint County politics local and non-parti-
san.

As expected, Criminal Judge “Hard Time” 
Harwell decided to run again rather than retire, 
leaving criminals and a mob of potential can-
didates equally despondent. Nobody in the 
Thirteenth District has the confidence to oppose 
Hard Time, including Philbert McSwine.

Philbert, learning that Hard Time was not 
retiring after all, instead decided to run for 
General Sessions Judge against incumbent 
Judge Katherine McConnell of Burrville.

“I’ve decided to endorse Philbert for General 
Sessions Judge,” Hard Time told his fellow 
poker players at Doc Filstrup’s weekly gath-
ering.

“I never figured you for a sexist, Hard Time. 
What have you got against Judge McConnell?” 
Doc asked.

“Not a thing. Katherine is an excellent 
judge,” Hard Time replied. “But if Philbert is 
elected to the judgeship, I won’t have to put 
up with him in my courtroom for at least four 
years. Katherine is a good friend – I’m sure 
she’ll understand.”

Signs of a Varmint County Spring? Not Birds and Bees, Just Baseball and Politics
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Continued on page 32

The first consideration on this journey is 
the stone itself. Each carver selects a stone, 
evaluating such practical things as structural 
feasibility, size, and hardness. Since every 
material has qualities which are appropriate for 
certain forms, shapes, and subjects, we should 
also ask ourselves: How will I allow the mate-
rial to express its personality? Will I be able to 
help it come to life? What can and cannot this 
stone offer?  

Next, each student must decide how to place 
his or her vision in the block of stone. We use 
measuring tools, rulers, calipers. You don’t 
want to find out after many hours of carving 
that there is no stone left for that other ear. The 
golden rule of carving is explained: Carve from 
top to bottom, front to back. And the carving 
begins.  

What do you want to say? What emotion are 
you trying to express? How best to present it? 
What is it about your project that captured your 
imagination? Is it the elusive movement of a 
fish in water, the beauty and elegance of geom-
etry, a narrative piece expressing joy or sorrow, 
a piece celebrating the grandeur of nature?

Another good rule to follow is to keep things 
simple. By doing so, we are able to keep track 
of things and see how shapes begin to relate to 
one another. We start to consider the more com-
plex issues of balance, variety, rhythm, intent, 
and composition. When all of these consider-
ations are taken into account and incorporated, 
the result usually seems to be a work which is 
both interesting and displays that often elusive 
quality of organic unity.

There are innumerable carvings and sculp-
tures to look at and study, and hundreds of 
books dealing with subject. The more you look, 
the more discerning your eye becomes. What 
differentiates an ordinary work from an extraor-
dinary work? What stops you in your tracks, 
takes your breath away? 

Of course, there is a lot of subjectivity 
involved, since everyone brings his or her own 
history and inclinations to bear. Do you prefer 
curves over straight lines, colorful stones over 
dark or monochromatic stones, simple shapes 
over complicated ones? Ask yourself questions! 
The more self-knowledge one has, the better 
the work will be. It is part of developing your 
own personal aesthetic and style. It makes your 
work special. 

The range of styles is wide open – from 
the beautiful, primitive sculptures of William 
Edmondson, the dazzling virtuosity of Bernini, 
or the truth to material, nature-based sculptures 
of Isamu Noguchi and Kazutaka Uchida. What 
is common to each of these great artists is that 
their work exhibits control, confidence, and 
authenticity.

Many artists, sculptors and carvers start by 
mimesis or copying in order to hone their skills, 
which is a good way to develop your eye and 
stimulate your imagination. We all have style; 
cultivating it is a life long task which requires 
considerable commitment.  Find what is unique 
to you, what is peculiar to your own time and 
place, what most captures your imagination, 
what you love. It will show through in your 
work. 

Last Things First
Thoughts on Stone Carving, Sculpture, and Aesthetics

Continued from page 26

Student Antoine Leriche (New Mexico) uses an air-powered chisel to shape his owl.

Student Rick Coon, (Raccoon Stone in Byron, Georgia) working in limestone. Each of these three 
students have taken numerous workshops with Mark Saxe. Their progress has been remarkable.

Student Patrick Halloran working on a free-standing angel monument in the 2013 class.
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Now, Thanks to This Revolutionary NEW PRODUCT,
You Can Grab Your Fair Share…

Over the next 17 years, 75 million 
babyboomers will retire. And that’s 
important because the baby boomers 

have been lining the pockets of manufacturers 
and business owners for more than six decades. 
Everything from diapers to cars to high-end 
kitchens and baths to the stock market and 
now, retirement and healthcare needs.

As boomers – and their parents – continue 
to age, more and more will need physical as-
sistance. What’s more, if they want to stay 
home and stay independent, then they’ll need 
to modify their homes to meet certain require-
ments.

In other words, they’ll need to modify their 
homes to be “disability” friendly. That means 
wider doorways, smoother floors and custom 
sinks and vanities that allow for wheelchair 
access.

And for those that don’t stay home, millions 
of them will begin filling the assisted living 
communities being built right now.

Another huge opportunity is the fact that 
all hotels and commercial bathrooms must be 
ADA (American Disabilities Act) compliant.

Either way, you have three huge opportu-
nities to be the go to company in your area 
thanks to Stone Pro’s newest breakthrough 
product - ADA Compliant Wall Mount 
Brackets.

ADA Compliant and Easy to Install
These brackets simplify and streamline the 

installation of vanity sinks in commercial set-
tings where volume is key. General Manager 
Brad Winn of Stone Pro said the product 
offers several advantages to fabricators and 
contractors. “Time savings and consistency 
are going to be a plus,” he said. “If you had to 
custom make every one of these brackets for 
sinks in 200 bathrooms, that adds up to a lot 
of time.”

So, Brad came up with an alternative…
The brackets mount to the wall and form a 

free-standing anchor for granite tops with sink 
cutouts. Also included are angled panels that 
mount on the sides of the brackets that form 
a sleek, modern look and hide the plumbing 
without a boxy cabinet underneath.

Nothing could be simpler than using the 
Stone Pro Wall Mount Vanity Brackets, Winn 
said. “You just bolt them up.”

As a supplier to contractors, you need to be 
aware of how federal regulations regarding 

handicapped accessibility affect the products 
they can offer. Anything that is built these days 
really needs to be ADA compliant.

It’s one stop, one item you can put in place. 
It’s there, and you don’t have to custom build 
everything.

Allows for Multiple Sink Setups
Where the bracket shines is in settings that 

require the installation of many sinks at a time. 
“If you were in a bathroom in a hotel or any-
where it may be and if you had to do multiple 
vanities, you could put these brackets on the 
wall,” Winn said. 

Be the Go-To Company
By placing three brackets every five feet, a 

contractor could place up to three sinks in a 10 
foot span, he said. The brackets make it easier 
to build sinks to meet ADA standards. And if 
you can show your client that every sink will be 
exactly as your promise, then you can become 
the got to shop in your area for residential, 
commercial and assisted living facilities.

Get It Today
For more information on the Stone Pro ADA 

Compliant Countertop Support, contact the 
sales reps at Braxton-Bragg, 1-800-575-4401 
today. Or, visit online at www.braxton-bragg.
com.

NEW!NEW!

The Aging of America Will Be the Single
Biggest Money Making Event of Your Lifetime…

 Item # Description MSRP OUR Price 
 3743 Stone Pro ADA Compliant Countertop Support  $224.95 $149.95

MADE IN THE USA

Stone Pro, ADA Compliant Countertop Support

Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 
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The Slippery Rock Classifieds
ads not meeting guidelines will not 
be publisHed. 

•$30.00 per print ad, per month. Ads 
may be renewed by contacting the 
Slippery Rock Gazette. Free online ads!
•Maximum of 70 words or less per ad
•Payment must be made at the time ad 
is submitted. Credit or Debit Card only. 
A Credit Authorization Form is avail-
able by fax, or download a PDF from 
the Slippery Rock website.

•All faxed ads must be typed–No 
hand-written ads–No exceptions. 
•Please review all your ad info before 
submitting– NO refunds will be given 
for ads that are submitted with the 
wrong contact info or content and then 
published.
•Best way to submit an ad is by going 
online at www.slipperyrockgazette.net 
for a free ad, or use the online form for 
a print ad, then fax payment to 865-688-
8254, (Attn: Karen Richards).

2014 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

July 2014 Tuesday, June 3, 2014

August 2014 Tuesday, July 8, 2014

September 2014 Tuesday, August 5, 2014

For Sale

FOR SALE: New, in stock, in Upstate 
New York; Steinex Hydraulic  
Stone Splitters & Extreme Duty 
Conveyors. Menhir model 1000x600 
“H-frame”, Broadway model 600x300 
“H-frame”, Igloo model 480x450, 
“C-frame” & Conveyor models T4 
(high sideboards 13´ x 3´), BTD (piv-
oting dual track) & BTS (pivoting 
single track). Our inventory is evolv-
ing monthly. For more information 
about specifications and related pric-
ing, please contact André @ (518) 
260-2158 or email apexequipintl@
aol.com.

_____________ 

FOR SALE: 2004 Bavelloni Egar 
450 CNC Machine. In great con-
dition. Comes with tooling, vacuum 
cups and additional rebuilt spindle. 
Clean, low hours and runs consistent-
ly well. Located in northwest WA. 
Video, pictures etc. available upon 
request. $25,000. Call Brandon at 
(360) 398-0303.

_____________

FOR SALE: 2007 custom-built by 
Johnson Machine Shop. In perfect 
working condition, 20 horsepower, tilt 
table. $18,000.00. Can email pictures 
if necessary. Call: Hunter Redford, 
252-722-4869 or email: huntersgran-
ite@embarqmail.com

_____________

Business Opportunities

Do you want 10, 20, 30 + more 
installs per month? We can take you 
from wholesale to retail and fill that 
void left by channel partner’s drying 
up. We have generated over 5 Million 
in sales for our partners in 2013. Your 
phone can be ringing in as little as 
24 hours. Call today 877-877-1916 
or visit www.FireUps.com. Granite 
Marketing Experts. We have clients 
doing up to 70 installs per month from 
our programs - Sell More Granite.

_____________ 

DEMO & CLOSEOUT
TOOLS & EqUipMEnT

Premium diamond tooling and equipment at 
rock-bottom prices. Call now – Limited Quantities!

Call 800-575-4401 or visit the Close OUTS page 
at www.braxton-bragg.com

• Scratch Pro Auto Paint Repair Kit, $19.95 • Lavina Quick Change 
Trapezoid Pads, 50 grit, $18-$36 • Talon ES Wet Pads, 6-Step, $59.95 

(Set) • Homax Spray & Set Wall Adhesive for Tile, 16 oz. can, $5.00 
• Tenax Black Knifegrade Polyester, 1 qt., FREE • Talon Vitrabond 

Pads, 3˝ or 5˝, 60, 150, 300 grit, $13.95 ea. • Talon Dry 4˝ Pads, 100, 
400, 800, 1500 grit, $11.95 ea. • Nato 3˝ Floor Polishing Discs, 600 or 
3500 grit, $16.00 ea. • Viper 3cm Full Bullnose #4111, Pos. 2, $98.95

ing Polishing Pro System.
For only $599, this training class 
includes lunches, snacks and all mate-
rials. Come dressed to work and ready 
to learn! This session helps pay for 
itself! This training session was devel-
oped because of customer demand. 
The requests for this class have sim-
ply been overwhelming. Because of 
a huge rise in the need for trained 
professionals who can perform repair 
and restoration, by attending this class 
you will gain information and tech-
niques that will give you a compet-
itive advantage in the marketplace. 
The knowledge gained in this class 
will make you more profitable in two 
ways. First, you will now be able 
to repair blemishes or mistakes that 
might otherwise require you to dis-
card a stone or piece of stone. Second, 
you will now be able to offer resto-
ration services. This is an exciting and 
growing new market.
This 2-day course, taught by Steve 
Anneker, the inventor, covers:
• How to remove a scratch from a 
stone surface
• How to determine if a stone has 
been dyed
• How to identify a stain
• How to remove a stain from a granite 
countertop
• How to re-dye a dyed stone
• How to match an existing shine
• How to polish recycled glass
• How to repair Engineered Stone 
(ES)
• How to obtain the “snakeskin” effect 
on Engineered Stone (ES)
• Edge polishing techniques for 
Engineered Stone (ES)
• Proper tool selection
The seminar fee includes:
• All training materials
• Classroom, demonstrations & hands-
on training
• Lunches and snacks
• Training hours- 8:30 AM to 5:00 PM

Granite Shop For Sale or Lease: 
Everything needed for granite fabri-
cation. New state of the art building, 
not a retro-fit. 1-1/2 acres on heavy 
volume, 4 lane commuting to & from 
Pittsburgh, PA location. Turn Key 
operation. Call for details, 412-527-
5705.

_____________ 

California, Owner Retiring, 
Profitable Business For Sale. 
Unique profitable carved-stone busi-
ness for sale; serving high-end proj-
ects in Silicon Valley and Northern 
California, since 1987. Signature 
Fireplace Mantels, Limestone Entry 
Facades and Imported Antique Roof-
Tiles and Pavers. Proven reputa-
tion and clientele. Large inventory. 
Introduction to overseas quarries and 
suppliers included in sale. $700,000. 
Contact Linda Renaud (650) 368 9770 
or email stonecreations@sprynet.com.

_____________ 

Help Wanted

(SOBER) FULL SERVICE SLAB 
STONE TECHNICIAN NEEDED 
FOR HIRE! – Looking for a 
HANDS-ON technician that knows 
all ends of the new/remodel home 
construction service. Including work-
ing with customers, sales, measur-
ing, design, needs to know all areas 
of fabrication including removal of 
existing surfaces and installation of 
new services. This business is located 
in Jackson, Wyoming next to Grand 
Teton National Park. Email resume to 
neal@stoneworksofjacksonhole.com 
LONG-TERM DESIRED! 

_____________

Hands-On Training

Steve’s Polishing Pro Systems 
Training. Tuesday, July, 8 - Thursday, 
July 10, 2014. Braxton-Bragg LLC 
offers two-day training classes with 
this hands-on workshop to learn how 
to remove surface scratches from both 
natural and engineered stone. Taught 
by Steve Anneker, the inventor, you 
will learn how to use the game-chang-

Transportation to/from Braxton-Bragg 
and the hotel is not provided.
For more info and to reserve your 
spot, contact Kurt Alexander, toll-free 
at 1-877-493-0205 or visit online at 
www.braxton-bragg.com, then click 
“Hands-On Training” at the top of 
the page. 

_____________

Lavina Training & Certification. 
Tuesday, July, 22 - Wednesday, July  
23, 2014. Braxton-Bragg LLC offers 
training classes on Concrete Grinding 
& Polishing using Lavina Machines, 
Lavina Diamond Abrasives and 
Clemons Super Dyes.
This training is designed to be a hands-
on introduction to polishing concrete. 
You will use the latest Lavina technol-
ogy as well as learn how to use dyes, 
densifiers and sealers.
The attendees say: “It’s the best train-
ing in the industry!”
This two-day, hands-on training is 
for contractors and distributors look-
ing to gain a knowledge and under-
standing of floor polishing techniques. 
This Decorative Concrete Training 
features the latest grinding and pol-
ishing techniques, equipment, tooling 
and chemicals. Graduates will leave 
knowledgeable in surface preparation, 
concrete grinding, polishing steps and 
procedures.
This 2-day course covers:
• Understanding the overall concrete 
grinding and polishing process
• Selecting the right tooling, equipment 

and chemicals for the job
• In-depth explanation of the surface 
preparation and the concrete polishing 
processes
• Factors to examine when preparing 
bids
The $599.00 seminar fee includes:
• All training materials
• Classroom, demonstrations & hands-
on training
• Lunches and snacks
• Training hours are 8:30 AM to 5:00 
PM
Transportation to/from Braxton-Bragg 
and the hotel is not provided.
For more info and to reserve your 
spot, contact Kurt Alexander, toll-free 
at 1-877-493-0205 or visit online at 
www.braxton-bragg.com, then click 
“Hands-On Training” at the top of 
the page. 

_____________

Repair Services

AIR TOOL OVERHAUL –  
Complete overhauls for selected mod-
els, include ALL NEW upgraded bear-
ings, oil seals, O-rings, body gaskets, 
head packing, vanes, and the honing 
of cylinder. We will restore YOUR 
TOOLS to run like NEW! FREE Pre-
Overhaul Inspection. $159.00 plus 
$4.95 Shipping and Handling. Call 
for available model numbers. Stone 
Perfect Enterprises, Inc. Call 503-705-
2398. Email: rogerc52@comcast.net 

_____________

The information contained in our 
Classifieds section is provided by 
third parties and not an endorsement 
of particular products, companies or 
employers. The SRG® encourages all 
interviewing employers to carefully 
conduct prescreening of all prospec-
tive employees, and purchasers of 
used equipment are encouraged to 
use caution and common sense.

Readers Please Note:

Act NOW and Save $1,000! 
 Intro Price Ends May 20 , 2014!

visit www.stoneforensics.com

Become a Stone & Tile Inspector
Visit the Stone Forensics 
website/training page & 
see what attendees say 
about the class!

Stone Forensics  is now offering its 
popular Stone Inspection Seminar 
as an affordable, self-guided Power-
Point presentation. 

Take Dr Fred’s Stone and Tile In-
spection course and learn how to 
take your skills to the next level as 
a certified stone inspector. Evaluate 
installations, understand crack prop-
agation, troubleshoot failures, learn 
problem solving for stain removal, 
efflorescence, lippage, and more.

Call 321-514-6845

• Learn physical and chemical  
 testing, troubleshoot problems
• Earn Up to $300 per hour
• Includes class manual & three 
 technical calls to Dr. Fred
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HE Marble Institute of 
America (MIA) is proud to 
announce the release of a 
new edition of its technical 

module, Health and Safety in the Stone 
Business.          

Modified for stone businesses in Ontario, 
Canada, it is the result of collaboration 
between the MIA Safety Committee and the 
Infrastructure Health and Safety Association 
(Ontario). It is available at no charge in both 
English and French Canadian at www.mar-
ble-institute.com/canada. 

Paolo Mantenuto of Marble & Marble in 
Concord, Ontario said, “This is a document that 
needs to be part of safety and health programs 
of every stone company in Ontario. It offers 
tailored guidelines based on industry best prac-
tices. All parties involved in the creation of this 
document should be proud of the result.”

This technical module is a 64 page guide on 
safety procedures for personal protective equip-
ment, respiratory protection, hazard commu-
nication, equipment operations, slab handling, 
and much more. It incorporates the content of 
the various MIA safety videos and is the perfect 
handout for use by natural stone fabricators and 

distributors for employee safety meetings and 
employee orientation.

MIA Industry Information Manager, Mike 
Loflin, explained the companion website, 
“Canadian stone companies can visit www.
marble-institute.com/canada and download the 
document for free. The web page also contains 
an ever-evolving list of MIA initiatives relevant 
to the Canadian market.”

This guide is recommended for fabricators, 
importers, and stone distributors and is based 
on the MIA Technical Module, Safety in the 
Stone Business, used by U.S. stone compa-
nies. Revisions for the Canadian complement 
include pertinent references to Ontario’s OHS 
Act, Health Canada’s Workplace Hazardous 
Materials Information System (WHMIS), 
Canadian Standards Association (CSA), etc. 

The MIA would like to extend a thank you to:
• Infrastructure Health & Safety Association 

(Ontario) for their careful review and sugges-
tions to make sure this guide had applicability 
in Ontario.

• Polycor for their contributions for the 
French translation.

More information on the U.S. version of the 
safety module can be found on the association’s 
website: http://www.marble-institute.com. 

MIA Releases Canadian Stone 
Safety Manual

Available Free to Canadian Stone Companies

The Stone Detective
The Case of the Blues

was sitting at my favorite 
greasy spoon, having a 
cup of jo and listening 
to all the war stories 

from the old guys who hung 
out there every day.     
  

They seem to tell the same story 
every day, over and over again. I’m 
kind of a regular myself, but my sto-
ries are all about stone, which these 
guys don’t find that interesting. If I 
wanted to shut them up I just start 
telling them one of my stories. They 
sit there like a deer in the headlights 
and give me a look like I’m Looney  
Toons or something.  

I was just about to order some 
breakfast when my phone rang. I 
looked down at it and didn’t recog-
nize the number, so I let it go to voice 
mail. 

Geez, I thought, it’s 7 am and someone is 
having a stone emergency.  

I no sooner put my phone down and it rang 
again. Yup, the same number. I resisted the 
urge to answer it and again let it go to my 
voicemail. After a few minutes I checked my 
voice mail – nothing there – and then my phone 
rang again. 

Wow, this person is desperate, so I answered 
it this time. The voice on the other end was this 
soft female voice. She almost sounded like she 
was whispering. In my head I imagined she 
looked like Marilyn Monroe. Hmmm, maybe if 
I get to meet her I’ll have her sing happy birth-
day to me. I had to step outside to hear what 
she was saying.  

She said, “We have a white marble floor in 
our office building and it has some blue spots, 
and I have no idea what they are.” She said 
none of the contractors she called knew what 
to do and she wanted me to come out and take 
a look at it. 

“No problem,” I said, “and I will be over 
there in about an hour, if that’s OK?”

A little while later, I pulled up to the building 
and there were several women outside having 
a smoke. I parked the Woody and headed for 
the front door. One of the smokers stopped me 
before I could open it. 

She said in a very soft, sultry tone, “Are you 
the Stone Detective?”  

Holy crap, she looked just like Marilyn 
Monroe, blond, full lips, and – well, you get 
the picture. She reached out to shake my hand 
and said, “Hi, I’m Mary. Let me show you the 
blue spots.”  

She led me into the lobby and pointed to a 
corner where there was a large blue spot. It had 
to be about two feet in diameter. There were 
several more in another corner. I said, “I need 
to look around for a minute and I will get back 
to you.” She excused herself and headed back 
outside.  

Now, my students have learned from me that 
you cannot remove a stain until you can identify 
what the stain is, so with that said, I set out to 
try and find out what in the world this stain 
could be. As George Carlin used to say, “Why 
isn’t there any blue food?”  

The stains were in the corner so I suspect-
ed that there might be something behind the 
wall or something dripping from the ceiling. I 
checked behind the wall and looked up at the 
ceiling and everything seemed to be normal. 

There was nothing sitting near the marble. It 
was just a corner in the lobby. I hate it when 
I can’t figure something out. After all, I am 
the Stone Detective. I sat down on one of the 
couches in the middle of the lobby to do my 
Thinker impression. I must have sat there for 
about 20 minutes when all of sudden this lady 
came walking out with a cart and one of those 
garden sprayers. 

She walked over to several plants and started 
spraying them. All of a sudden a light came on 
in my head and I walked up to her and asked 
if there was ever a potted plant in the corners 
where the stains where. 

She said, “Why yes, there was.” I looked 
down at her cart and noticed a box of plant 
food. Bingo. Anyone who has indoor plants 
knows that Miracle Grow and similar plant 
food is blue. So, can you guess where the blue 
stains were coming from? 

Another case solved. Now I’ll just go tell 
Mary and see if she will sing for me.

The Stone Detective is a fictional character 
created by Fred Hueston, written to be enter-
taining and educational. He has written over 
33 books on stone and tile installations, fab-
rication and restoration and also serves as an 
expert for many legal cases across the world. 
You can send any email comments to him at 
fhueston@stoneforensics.com.

 Frederick M. Hueston, PhD  
Stone Care Consultant 

14th A n n u a l
Sax

Stonecarving 
Workshops

Rinconada, New Mexico
Session I July 12 - 18
“Letter Carving” with Karin Sprague

Session II August 11 - 17
“Traditional and Contemporary” 

with Fred X. Brownstein
& Guest Artist Kazutaka Uchida

www.saxstonecarving.com
505.579.9179
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Last Things First

Thoughts on Stone Carving, Sculpture, and Aesthetics

Continued from page 28

speak, into a form. In this same way, the artist 
allows his or her forms to express style and 
intention. The maker’s desire is to transform a 
mental image into pure form. 

The journey of discovery and the pathways 
are too numerous to ponder, but as Wolfgang 
Goethe said, “Everything is simpler than you 
think, but at the same time more complex than 
you can imagine.” And as a Renaissance man 
once said, “There is no excellent beauty that 
hath not some strangeness in the proportion.” 
An admirable work always includes an element 
of wonder.  

Thank you to the folks at Slippery Rock 
Gazette for providing this forum.

I welcome your comments. Please reply to 
southweststoneworks@yahoo.com.  

14th Annual Sax Stonecarving Workshops 
Session 1, July 12-18, 2014: Letter Carving 

in Stone with Karin Sprague; 
Session 2, August 11-17, 2014: Traditional 

and Contemporary with Guest Instructor Fred 
X. Brownstein and Guest Artist Kazutaka 
Uchida.  

All levels are welcome.
For more information about our 14th Annual 

Sax Stonecarving Workshops schedule and our 
guest instructors, visit the website www.sax-
stonecarving.com or call 505-579-9179. 

In his book The Quality Instinct, Maxwell 
Anderson, museum director and curator, lists 
five qualities that he considers to be essential in 
evaluating a work of art:

1. Original in approach
2. Crafted with skill
3. Confident in its theme
4. Coherent in composition
5. Memorable to the viewer
Anderson recommends looking at everyday 

objects – cars, boats, toasters, cups, tools - and 
applying these criteria to them as a means to 
developing an eye for quality. What makes that 
Maserati so captivating and memorable? What 
makes a good tool better than a cheap one? In 
each case, the superior object is designed with 
care, and crafted with great skill. The maker 
didn’t skimp on materials.  

Both the Maserati and the quality tool 
are well-proportioned and elegant, or in 
Anderson’s terms, coherent, authentic, memo-
rable, well-crafted. I would suggest observing 
our work the way we look at ourselves in the 
mirror while getting dressed for an important 
occasion. 

We want to make a good impression, to proj-
ect a certain image. Hair just right, shoes shiny, 
buttons buttoned, colors complimentary, confi-
dent in our choice of style, nothing that would 
ruin the look. We have poured ourselves, so to 

Session 2, 2013. Back row (standing), left to right: Kevin Smith (TN), Peter Garrett (IL), Benjamin 
Lopez - Guest Artist (NM), John Loukonen (CO), Ron Klinger (TX), Scott Barnhill (KY), Petro Hul 
- Staff (AZ).  Middle row (seated), left to right: Kate Valiant (CO), Steve Dunlap (NM), Eddie Miller 
(NM), Annie Whiteside (GA), Fred X. Brownstein – Guest Instructor (VT). Front row (kneeling), 
left to right: Betsy Williams, mascot black lab Morton, Mark Saxe, and Josh Loukonen (CO) (with 
sunglasses). Not pictured: Benito Trujillo - Staff (NM).

Antoine Leriche (New Mexico) with his owl during the class review, 2013 session.

Anthony Lazzaro (New Mexico) talks about the challenges of carving his project during the class 
review, 2013 session.
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by

Unlike polyester and epoxy adhesives, Everclear is a unique 
formulation that will never yellow or discolor marble repairs, 
seams, or laminations.

•Can Be Used on exterior appliCations

•Will not Bleed into stone Joints

•Can Be tinted to MatCh stones

•availaBle in Knife Grade and floWinG

•Uv resistent and Will not disColor in Uv liGht

 Item # Description MSRP OUR Price 
 10850 Akemi® Everclear Flowing Adhesive, A+B 900 Grams $121.95 $89.95

Available at

Call 800-575-4401

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Everclear
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WELVE outstanding tile 
and stone projects were rec-
ognized as part of the annu-
al Coverings Installation & 

Design (CID) Awards, a program that 
honors outstanding design and installa-
tion of tile and stone in residential, com-
mercial, sustainable and international 
projects.        

An esteemed panel of notable editors and 
leading designers evaluated more than 100 sub-
missions based on execution, original usage, 
and overall design and purpose, and gave 
special recognition to those projects exempli-
fying spectacular tile and stone applications. In 
total, $16,000 in prize money was awarded to 
the winning designers and installers during a 
special reception and awards ceremony on the 
first day of Coverings 2014 at the Las Vegas 
Convention Center.  

“The 2014 Coverings Installation & Design 
Awards program attracts some of the tile and 
stone industry’s greatest talent and notable 
projects,” said Karin Fendrich, Coverings show 
director. “The pool of entrants for the third year 
of the program truly showcased a high level of 
technical skill and design artistry. Coverings 
extends its congratulations to all twelve of the 
recognized designers and installers.”

Two exceptional projects earned the Grand 
Prize – one for the residential category and one 
for the commercial category. The residential 
Grand Prize was awarded to Santa Monica-
based Robert Kerr Architecture Design for a 
beachfront home with expertly executed inte-
rior and exterior tile and stone applications. In 
the commercial category, the Grand Prize was 
awarded to Camarata Masonry Systems and 
PGAL for their impressive tile and stone res-
toration in the five-story atrium of a historical 
courthouse. All Grand Prize winners received 
$2,000 and a one-night hotel stay in Las Vegas 
during Coverings. 

Robert Kerr architecture design was both the 
installer and the designer of the Silver Strand 
Beach House, which featured a lower-level 
exterior wrapped with custom blended gold-
backed glass tiles to reflect light and emphasize 
the surrounding location. The upper level was 
sculpted and finished with a quiet, gray stucco 
to exaggerate its weight over the bottom level. 
The thoughtful execution of tile and stone con-
tinues inside the home, to create a richly tex-
tured environment. The exterior glass mosaic 
tile reappears along the staircase as a colorful 
contrast while directing attention upward to 
skylights inserted into a faceted ceiling.

Camarata Masonry Systems and PGAL com-
bined their talents to restore the historical 
1910 Harris County Courthouse in Texas. This 
restoration featured the revitalization of archi-
tectural features that had been lost in the 1950s 
when the building was originally modernized. 

Camarata Masonry Systems and PGAL were 
tasked with returning this space to its origi-
nal splendor, including reinstating the marble 
stairways and artistic ceramic tile work, a feat 
achieved through extensive cleaning, resto-
ration and the matching of existing and new tile 
and stone materials. The resulting project was 
a well-executed, ornate stone and mosaic tile 
project, exemplifying the skilled legacy of the 
tile and stone industry workforce.

In 2014, a new category emerged for the CID 
Awards, recognizing sustainable projects.  This 
year’s winning project was the Green House 
Building, an eight-story, single-phase office 
development in central Budapest, designed to 
achieve LEED Core & Shell Platinum certifi-
cation, which is the highest accreditation level 
possible. With the goal of being the first project 
in Hungary to achieve this rigorous certifica-
tion, White Arkitekter AB and DPi design Kft., 
utilized materials that were locally sourced 
and offered low environmental impact. The 
slim ceramic tile used for the building’s façade 
offers a high degree of absorption to protect 
against inclement weather, sharp changes in 
temperature and other severe climatic condi-
tions. This tile is also resistant to bending and 
wear and does not change with UV radiation, 
which ensures durability and low maintenance 
over time. 

Continued on page 35

Photos courtesy of Coverings

Third Annual Coverings CID Awards Recognize 
Leading Work in Tile and Stone

CID
Residential

Grand
Prize

Beachfront Home
Oxnard, CA

Robert Kerr 
Architecture Design
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Additionally, the CID Awards recognized 
nine other projects for exceptional work in tile 
and stone design and installation from around 
the world. Each of the below projects received 
a $1,000 cash prize for their work:

Winner, Residential Tile Design
Project:  Brooklyn House
Designer: JNK Interiors

Winner, Commercial Tile Design
Project:  Paul H. Cocker Architecture Gallery, 
Ryerson University
Designer: Gow Hastings Architects

Winner, Commercial Stone Design
Project:  Equinox Fitness Club, 
Chestnut Hill, MA
Designer: Tribeca Stone

Winner, Residential Tile Installation
Project:  Violin Swimming Pool
Installer: Cipriano Custom Swimming Pools 
& Landscaping

Winner, Residential Stone Installation
Project:  Sunnyside Avenue Master Bath
Installer: Tarkus Tile, Inc.

Winner, Commercial Tile Installation
Project: Frontier Elementary School, 
Edmond, OK
Installer: Bentley Flooring

Winner, Commercial Stone Installation
Project: Latter-Day Saints Temple, 
Calgary, Alberta
Installer: KEPCO+

Winner, International Design
Project:  Remodeling Work on 
La Riera de la Salut
Designer: Pol Feminas

Award, Community Project
Project:  Hidden Garden Steps
Designers: Aileen Barr and Colette Crutcher

To learn more about Coverings, and the 
twelve projects honored in the 2014 Coverings 
Installation & Design Awards program, please 
visit coverings.com/CID. 

Coverings 2014 takes place April 29-May 2 
at the Las Vegas Convention Center, with the 
education programming beginning on April 28. 
For more information, visit coverings.com or 
contact National Trade Productions, Coverings 
Show Management, 703-683-8500.

Third Annual Coverings Tile and 
Stone CID Awards

Continued on page 36

CID
Commercial

Grand
Prize

1910 Harris County 
Courthouse, TX

Camarata Masonry Systems 
and PGAL
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WINNER
Residential 
Tile Design
Brooklyn House

JNK Interiors

WINNER
Commercial 

Tile Installation
Frontier Elementary School, OK

Bentley Flooring

WINNER
Commercial Tile Design
Paul H. Cocker Architecture 
Gallery, Ryerson University

Gow Hastings Architects

WINNER
Commercial 

Stone Design
Equinox Fitness Club, MA

Tribeca Stone
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WINNER
Residential Tile Installation

Violin Swimming Pool
Cipriano Custom Swimming 

Pools & Landscaping

WINNER
Residential 

Stone Installation
Sunnyside Avenue Master Bath

Tarkus Tile, Inc.

WINNER
International Design

Remodeling Work on 
La Riera de la Salut

Pol Feminas

AWARD
Community Project

Hidden Garden Steps
Aileen Barr and 
Colette Crutcher
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WINNER
Commercial 

Stone Installation
Latter-Day Saints Temple, 

Calgary, Alberta
KEPCO+

WINNER
Sustainability

Green House Building 
White Arkitekter AB and 

DPi design Kft.

EL Conca USA, the North 
American subsidiary of Del 
Conca, one of the main 
Italian groups in the ceram-

ic tile manufacturing industry, is now 
offering “Del Conca Fast” to the North 
American marketplace.    

Designed and produced in Italy, this amazing 
new porcelain stoneware collection offers an 
abundance of installation, aesthetic and cost 
advantages to end-users. 

According to Juan Molina, Del Conca USA’s 
General Manager, Sales & Marketing, “This 
is the tile system that North America has been 
waiting for! Not only is it quick and easy to 
install, because no mortar or grout is needed, 
the installation process is a very clean one. 
And since there is no waiting for adhesives to 
cure, once the tile is completely put down… 
people can immediately start walking on the 
new floor!”

Del Conca Fast is an ideal selection for any 
residential and light commercial application. 
Using interlocking slots and tabs, the system 
can be installed directly over existing flooring. 
Because each tile is made of rugged, non-porous 
porcelain, they will never be affected by water 
or humidity and therefore, may be installed with 

confidence in “wet” areas such as the kitchen 
or bath. 

Molina said, “This may be the first product 
of its kind that can be removed and re-used. 
Someone renting an apartment or house desiring 

the ‘look’ and performance of porcelain stone-
ware, can actually make an investment in floor-
ing material that will last from one residence to 
the next… and, the next!”

The Del Conca Fast Collection is presented 
in three beautiful finishes: “Forma Fast,” which 
emulates today’s urban look of cement flooring, 
offered in a 8˝ x 32˝ format; “Saloon Fast,” 
which is produced with an amazingly realistic 
woodgrain look and feel, offered in 8˝ x 32˝ 
planks; and, “Monte Napoleone Fast,” also pre-
sented in a woodgrain format with large 6˝ x 48˝ 
and 8˝ x 48˝ planks.

“A primary benefit of this product line,” 
continued Molina, “is that our customers will 
recognize strong profits by offering it to theirs.”

Del Conca Fast and the entire Del Conca USA 
line can be seen at the firm’s Coverings exhibit 
L9063 at the Las Vegas Convention Center, 
April 29 -May 2. “We will be showcasing Fast 
on Coverings’ TCNA Stage on all four expo 
days, 2x daily, and welcome show attendees to 
see the Fast system being installed firsthand,” 
concluded Molina. “We know their reaction will 
be very positive!”

For more information regarding the quick and 
easy installation of Del Conca Fast, simply log 
on to: http://en.delconcafast.com/installation/ to 
see the instructive online video.

Introducing Del Conca Fast  
Patented Tile Installation System Needs No Thin-Set or Grout

Del Conca Fast is an ideal selection for any 
residential and light commercial application. 
Using interlocking slots and tabs, the system 
can be installed directly over existing flooring. 
Because each tile is made of rugged, non-po-
rous porcelain, they will never be affected 
by water or humidity and therefore, may be 
installed with confidence in “wet” areas such 
as the kitchen or bath.
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New LOW Price!

Cuts Circles, Oblongs, and “Free-Hand” Curves

VIPER CONTOUR BLADES 
CUT OUT SINKS FAST!

®

Purpose of Blade
Contour blades are designed to make radius cuts in stone and are ideal for 
bowl holes. The dish-shaped design reduces the possibility of binding and 
kickback.

Granite & Quartz 
The segmented design is the most popular design because it’s very aggressive. 
This blade works best with hard material, such as granite and quartz.

Why Drop-Down Segments?
Notice that the segments of the Viper® Contour Blades are thicker than the 
blade core. The drop-down segments protect the core from wearing, keeping 
the segment weld protected from premature wear. This drop-down segment 
design has an added benefit of reducing binding and kickback.  

Fast-Cutting and Clean
This leaves a cleaner, smoother edged cut than a standard straight blade. 
Viper® Contour Blades are designed to be aggressive and fast-cutting because 
of the large segments and coarse diamonds.

May Be Used Wet or Dry
Viper® Contour Granite Segmented Dry Blades are conveniently designed to 
be used either wet or dry.

Three Sizes
The Viper® Contour Granite Segmented Dry Blade is available in 4-1/2”, 5” and 
6˝ configurations.  

Risk-Free
Guaranteed Quality–All our products carry a 30-day, risk-free, money-back 
guarantee. If you are not satisfied with your purchase, simply return it for a 
prompt and courteous refund.

Clean up your sink cut-outs 
with Viper® Brazed Zero 

Tolerance Wheels!

Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

 Item  # Description MSRP OUR Price
 7419V Viper® Contour, 4-1/2˝, 20mm Arbor, 13,300 RPM $82.95 $54.95

 7420V Viper® Contour, 5˝, 20mm Arbor, 12,000 RPM $127.95  $84.95

 7421V Viper® Contour, 6˝, 20mm Arbor, 10,000 RPM $149.95  $99.95

 4130 Viper® 1” x 50mm Brazed Zero Tol. Wheel, 5/8”-11 $139.95  $94.95

 4131 Viper® 2” x 50mm Brazed Zero Tol. Wheel, 5/8”-11 $162.95  $109.95

 4132 Viper® 3” x 50mm Brazed Zero Tol. Wheel, 5/8”-11 $193.95  $129.95

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Contour Blades

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,7081/
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Fab King

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,9905/

