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“Our pads and media will polish anything—
even Terrazzo and super heat-sensitive mate-
rials,” explained Steve Anneker, Inventor and 
Owner of Steve’s Polishing Pro Systems. “It’s 
all about application and how you apply it that 
makes the difference.”  

Necessity is the Mother of Invention
The success story began a decade ago when 

Steve had a scratch in his own countertop. 
With a degree in electronic engineering and 
many years spent in the aerospace industry, 
Steve had all the skills to address, analyze and 
develop a solution, and after eight years of 
research and development (trial and error, he’ll 
humbly tell you), learned how to remove and 
perfectly restore countertops. 

The result years later: safe and environmen-
tally friendly products that offer a reduction in 
time and labor at both shop and job site. By 
blending state-of-the-art polishing compounds 
and pads, with proven techniques, Steve’s 
Polishing Pro Systems has set the bench-
mark for a “one size fits all,” easy-to-use kit 
to restore marble, granite, onyx, engineered 
stone, glass, and terrazzo to its original (or 
better in some cases) shine. 

Steve’s developments are a testament to just 
how far an aggressive company can combine 
technology with a resourceful, common sense 
approach to create a brilliant conclusion.

“As a kid I polished rocks, and (many years 
later) when I discovered a scratch in my Black 
Galaxy countertop I was challenged to solve it, 
and took action. I began an eight year trial and 
error approach to not only removing a scratch, 
but to bring back the factory shine as well.” 

In order to achieve that like-new finish, Steve 
had to learn how the mirror finish on his gran-
ite top was originally achieved. “The factory 
doesn’t use a bunch of chemicals to polish the 
material. They use dyes and resins to either 
densify the material to get a high, crisp polish, 
or to enhance it to hide defects. So, that said, 
there are only three ways to polish, period. 

“The first is using an abrasive media where 
you use progressively finer and finer grits 
while creating a flat surface. The second way is 
using a filler to create a shine. A good example 
of this is whenever you get a dull or scratched 
stone wet, it fills in all the micro fissures and 
fractures. The third way, which is what the 
stone industry does, is combine the two. The 
factory will cut the surface and typically intro-
duce pigments and resin fillers at about 150 
grit. After drying, the slab is brought to a high 
polish, mechanically. 

“A good example of this process is the 
standard Absolute Black granite on the market 
today. It is typically dyed, so in order for us to 
get that matching color back, we also need to 
introduce pigments.”

Most factory polishes start at 101 on a 
gloss meter and go up from there, and that’s 
where Steve’s Polishing Pro Systems comes 
in. Steve’s compounds and pads are the bridge 
from where wet polishing leaves off (about 
80-90 on the gloss meter), to a factory reading 
of +101. It’s a very flexible system that will 
mechanically polish any marble, granite, onyx 
or engineered stone. 

Additionally, it is the only system that allows 
you to polish glass and terrazzo. So if you want 
to achieve a flat and uniform polish as an end 
result– a true mechanical polish, which is what 
the factory does– a mechanical polishing pro-
cess is the only option.

Steve continued, “The reason that factories 
are applying resin to so much of the material 
these days, is that many quality granites and 
marbles have been quarried out. In order to take 
the quarries from a 10 percent production rate, 
which is typically what many were getting, 

Steve’s Polishing Pro Systems
Polishing & surface restoration Done right

they are basically gluing the stone together 
to achieve a 40-50 percent production rate. 
They are filling in all the micro fissures, voids, 
cracks and gaps in the material to densify it in 
order to hold it together, in order to put a high 
polish on it. 

“I have spoken with various quarries, and 
their recommendations are pretty clear: if you 
are working with the edges of the material or 
doing a surface repair, the proper way to do 
that is to reintroduce the resins and or pigments 
into the material, and then proceed with your 
polishing. At Steve’s Polishing Pro Systems, 
we have done that very successfully. 

“Typically we use Akemi Super Penetrating 
Acrylic. It lends itself to be a very good adhe-
sive and great at densifying these natural prod-
ucts. Acrylic actually has a crystalline structure 
to it unlike some of the epoxies. That said, 
factories are using various specially designed 
epoxies in order to densify the materials. And 
when they’re using them they are slow-curing 
the materials, even baking them. 

“Ironically, the amount of time it takes to 
process one of these slabs is ten to eighteen 
hours. There is also microwave technology, 
primarily used in Brazil, and it’s allowing them 
to process a slab in about five hours, which is 
pretty good.” 

The System: The Right Tools for the Job
Steve’s products are 100 percent made in the 

U.S., and his pads feature industrial grade hook 
and loop fasteners for attachment to the tool. 
The reason is that the fabricator or restoration 
expert is using high speed and polishing media, 
instead of pressure and acid, to create heat. 

“Most fabricators know that you need a 
certain amount of heat to get a polish to pop, 
so the industrial grade ‘Velcro’ that they use 
allows their pads to grab on and stay on. When 
it grabs, it grabs really good, and it takes two 
hands to pull that pad off the machine,” says 
Steve. He suggest that the backer used, on 
whatever tool you’re using, is new or in very 
good condition. He also said he prefers an 
electric orbital instead of a rotary tool, such as 
an electric right angle grinder.

OMBINING leading-edge 
technology with prac-
tical design, Steve’s 
Polishing Pro Systems, 
based in Lorane, Oregon, 

is constantly pushing the boundaries of 
innovation, offering high-performance 
polishing compounds and specially de-
signed pads that address and correct 
surface issues stone fabricators and res-
toration experts face every day.

Steve’s Polishing Pro Systems compounds 
are developed using a cohesive blend of alloy-
based and metal-based jet-milled media, and 
contain no acids or chemicals like many other 
“polishing restoration” products. All are 100 
percent natural, and according to Steve, all are 
very environmentally safe to use. Grits range 
in increments of 3,000, 6,000, 8,000, and 
14,000, and a very soft polish equivalent to a 
60,000 mesh is also available. 

Steve’s Polishing Pro Systems polishing 
pads are constructed using natural chamois 
and fitted with an industrial grade hook and 
loop fastening system to hang tight, even at 
high RPM. The pads are designed to draw 
the polishing media in, instead of spraying it 
around. The result: microscopic stone particles 
and media are blended and working together 
as you’re polishing. Simply put, tiny surface 
particles of the material you’re working on 
mixes with the polishing media to enhance the 
polishing process. 

Continued on page 2

by Peter J. Marcucci
Photos by Steve Anneker & Larry Hood

Steve Anneker makes “impossible” refinishing 
jobs possible with his polishing systems.
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pad size and, as well, increase the air and water 
flow ration which allows us to keep the tem-
perature down and still get a maximum polish 
on those materials that are sensitive to heat. 

“We’ve had great success polishing heat sen-
sitive marble and onyx with a orbital sander,  
bringing up the luster to well into the 100 to 107 
range on the gloss meter. 

“When selecting a rotary or orbital machine 
there are a couple of things that are crucial 
that a user should look for. Number one is 
making sure the backer is rigid and not soft 
because that, too can create waves in the sur-
face. Remember that the surface type of the 
material can directly affect the application of 
your media and how you apply it and that is a 
rule! If you use a rotary you will have waves or 
scratches—if you do it orbitally you are going 
to get a nice finish. 

“Another advantage of using an orbital sand-
er is that your hands are cupped around the 
machine and the center of axis is usually down 
the center of the machine into the pad, so you 
don’t have a cantilever effect and offers more 
control of the tool and, therefore, lessens the 
chance of ripples. So how you apply it make a 
difference.

“We don’t offer diamond pads. We’ve 
designed everything around it and what we 
refer to as application of media. That said, I do 
prefer to use rigid diamond pads when bringing 
granite up through the grits. The reason being, 
is if you use soft pads, it can create a rippling 
effect and you’ll get waves in the surface, 
whereas if a rigid pad is used it creates a flatter 
surface. You can use diamonds on everything, 
but they are not always the best. 

“So that said, select the correct abrasives and 
take it out orbitally, because an orbital is very 
consistent and forgiving, especially for some-
one that hasn’t done a lot of polishing and it is 
very difficult to mess it up. 

“You then go through the grits making sure 
that you maximize them. The basic process, as 
far as our system goes, was designed to take 
over from where you would typically leave off 

“A right angle grinder is a rotary action 
machine and uses centrifugal force and friction 
when applying any polishing media,” explained 
Steve, “whereas and orbital tool lets you polish 
heat sensitive materials without distorting the 
surface or burning it. That means that engi-
neered stone that’s been sitting in the yard and 
faded, can be renewed and used as an add-on 
next to material originally installed in a client’s 
home, prior. 

“It may, however, void the warranty, so I 
suggest calling the manufacturer before doing 
so. There are a lot of people using our prod-
ucts worldwide, and once you understand the 
process and get the major principals down and 
understand that it is a true mechanical polish, 
you will be able to do some amazing things!” 

The Process     
“When you think about ‘what is polishing, 

what are we trying to achieve, what is the sur-
face, and how has the surface manifested itself,’ 
well, in most cases, if the surface is hazy or 
something of that nature, it is because the sur-
face is coarser and more pronounced than the 
surrounding area. So when you’re polishing, 
what you’re trying to do is bring that coarse 
area to the same level as the surrounding area of 
the stone, so the light has a uniform refraction 
and is not being split microscopically across 
the surface. 

“Those microscopic ridges are actually split-
ting the light and not allowing it to achieve a 
uniform refraction and so it looks gray or hazy. 
By understanding that, we know that when we 
go to the polishing stage we don’t want to grind 
it or cut it down, we simply want to gently, 
shave it. 

“When you are polishing you are actually 
shaving off smaller and smaller scratches and 
creating a flat surface, and the flatter the sur-
face, the higher the shine. 

“Indigenous stones, sedimentary stones and 
compression stones all have different charac-
teristics, and then you have the different types 
of engineered products with different types of 
polymers that are heat sensitive. The great thing 
about our process is that you can control the 
heat easily through the cycles of wet and dry 
polishing, and if you need a really cold polish-
ing process, then we do it orbitally. 

“An orbital, unlike a rotary action, is spiro-
graphic, so it does not have that rotational force 
and friction which  generates that heat dramati-
cally. Orbital action that takes the heat down to 
a point where you can almost run it dry on an 
engineered stone and it won’t burn it. It does 
allow a maximum application of the abrasive 
media to the substrate that we are working on. 

“So, we can mix and match these different 
techniques based on the different types of mate-
rials that we are working on. We can increase 
the rotary action of an orbital by increasing the 

with your diamond pads, about 3,000 grit. 
“Typically, gloss readings at this point will be 

from 80-90 on a gloss meter. Some people ask 
me what about using a 6,500 pad or a buff pad. 
I tell them that you can absolutely do that if you 
want to. If anything it will just shorten the time 
on the final buff. 

“So once you’re done with those grits, if 
you’re doing a natural stone, typically our 
6,000 and our 8,000 media is used to a factory 
finish and pretty much standard. 

“If you’re working on a marble top has been 
slightly etched or has a light haze on it, due to 
a spill of some sort, our product will absolutely 
bring it back. In fact, the most effective means 
that I’ve found to use on soft stone is our four-
inch pad. 

“The difference is the flute spacing and the 
button area in the center of them. The four inch 
pad has a wider spacing of the flute and a larger 
button, and it lends itself to more air flow and 
more water movement which allows us to keep 
the material cooler. 

“So if we run our power tool with that four 
inch pad and do wet-dry oscillations at about 
six thousand RPM, you will find that it will buff 
up a shine that is unbelievable. We also make 
a soft polish that is the finest that we have, and 
that will actually take you beyond the shine that 
the factory did with no flutters. 

 “Also, their compounds are made of differ-
ent alloys which are oxidize or jet-milled to 
very specific micron sized particles. They are 
then combined to create the variety of grits.  
Additionally, their polishing pads made of 
chamois is a natural product, too.

“A lot of fabricators don’t understand that 
when you are doing a true mechanical polishing 
process you have to be very, very thorough with 
the lower grits, because they are the foundation 
to your finish. So you have to be very consis-
tent and make sure you maximize that abrasive 
media whatever grit it would be. 

“For example, 800 grit: you want to make 
sure you maximize that prior to going to a 
1,500 grit. What many people don’t understand 

is how to actually tell, and it took me a while to 
figure it out. Many times we cannot determine 
how hard the material is, but we can control the 
amount of time we apply it to the surface. We 
know that an 800 grit is only going to cut to an 
800 grit. 

“So, with that being known, when I believe 
that I’ve maximized that grit to its full potential, 
I will just spend an additional few minutes in 
a small section and then I’ll wipe it down and 
look at it. If I see a difference in the finishes I 
then know that I have to spend more time on 
the surrounding areas. I will then wipe it down 
again and if there is no difference I know I am 
ready to go to my 1500 grit. 

“Fabricators are so used to doing the edges 
of material where you have all of the energy 
of the machine manifesting itself through the 
pad and it will fluctuate between a sixteenth to 
a quarter of an inch of the cross section of the 
pad. So you’re actually getting a lot more ener-
gy focused on the edge than you would have on 
the surface of the material, and working on the 
surface will take you longer. 

“Someone who has only done edges only 
knows how long it takes to do edge detailing 
and not an accurate representation of how long 
it take to polish a surface – especially when you 
are doing a mechanical polish.” 

A Brilliant Advantage in an 
Ever Changing Industry

Steve’s Polishing Pro Systems are just one 
of a handful of companies that advocate the 
use of an all natural mechanical polish, and the 
company has fallen in line with sustainability 
requirements and, moreover, the EPA cracking 
down on chemical use. 

There are no chemicals like crystallizing 
agents that utilize acids to manipulate the struc-
ture of the stone. They don’t do that and that’s 
the basis for this product. So in the environment 
it’s non toxic, and very healthy for the fabri-
cator, installer or restoration expert to use to 
facilitate a repair or to polish a seam. 

And because it doesn’t use any acids or toxic 
chemicals it’s also safe for the homeowner 
because it doesn’t leave anything behind that 
could be potentially dangerous to the home-
owner. As a plus, Steve has been working 
with the National Science Foundation (NSF), 
a government agency that validates the safety 
of a product. 

Upon validation, the product is confirmed 
certified and gets to bear the NSF Sustainability 
logo. Ironically, certification and sustainability 
is becoming more and more prevalent. In fact, 
noted Steve, the Marble Institute of America is 
now having some sustainable stone standards 
put into their certification. 

“It’s clear that everything is rolling towards 
sustainability in this market. When you’re 
doing a chemical finish you are supposed to be 
wearing some very complex personal protective 
clothing. Unfortunately, many people are not 
and we will probably see some ill effects of this 
down the road. 

Steve’s Polishing Pro Systems
Polishing Done Right

Continued from page 1

Continued on page 14

Sample from a class project: refinishing the back of 
a tile to factory-plus polish. Steve’s Polishing Pro 
Systems classes are held at Braxton-Bragg through-
out the year. Check online at www.braxton-bragg.
com to register for the next session.
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“I thought all 8-step wet polishing pads were the same …
“Phooey! These amazing Vipers had the job done by step 6”

Cheaper isn’t always smarter. This 
$14.95 wet polishing pad polishes 
66% faster and last 43% longer than 
a $10 one. Or your money back. 

“That’s enough buff,” said the foreman. But the 
polisher still had 2 more steps to go. 

These Viper pads are so efficient a 100 grit pad 
can produce a 300 grit finish. 

Fabricators tell us they often have to stop polish-
ing at steps 6-7: Or else the edges would outshine 
the tops!

And they keep on going 43% longer than any oth-
er pad on the market. So you replace them half as 
often. Here’s what Frank Keyser, General Manager, 
MGT Stone Inc. says:

“We have used the Viper pads for over 
8 years because they are consistent in 
quality, affordable, & long lasting. I 
have tried dozens of other pads but none 
have produced the cost to production ra-
tio that the Vipers have performed.”
– Frank Keyser, GM, MGT Stone Inc.

Why not call 800-575-4401 and see for yourself? If 
you don’t agree, send them back within 30 days for 
a full, no questions asked refund. 

Get the job done 66% faster
There are plenty of cheaper pads (we sell those, 

too). And they’re good ... but they ALL end up cost-
ing you more. 

We’ve tested these Vipers in a laboratory against 
our cheaper Scorpion pads. Here are the plain facts: 

• The Vipers polish 66% faster.
• They last 43% longer.
• You get a consistent 102 glossmeter 
  reading.
 And if you act now, a 4-inch Viper pad costs just 

$5 more than a Scorpion. 
You’ve already spent serious money on machin-

ery, labor and materials. Is it really worth skimping 
on $5? 

“In the last 10 seconds of its life, you 
get the same finish as when you first 

took it out the box.”
The diamonds on cheap pads break away. They 

don’t just have a shorter lifespan than a Viper pad.  
They’re also inconsistent. 

The more you use them, the poorer the finish 
quality. A Viper pad is totally different ...

It’s loaded with 3-8 times more diamonds than 
any other pad on the market. And these diamonds 
sharpen themselves, so the finish stays the same. 
Here’s how it works ...

Minute diamond crystals are bonded together 
through a process called sintering. 

Baked at 1400C, under pressures of 60Kbar, they 
form a complete diamond crust. The plate is then 
hardened in a furnace – baking that toughness all 
the way through. 

As you use the pad, the tiny diamond crystals pro-
duce fresh cutting surfaces. And this is how these 
Vipers get the job done 66% faster than cheaper 
pads. 

But – just as importantly - it makes them more 
consistent too - right until the very last second of 
its life.

Why a Viper pad lasts 43% longer
To get the most out of your pad, you need a differ-

ent bond for each grit type. A 50G pad needs a more 
flexible bond that moves with the rough surface of 
the unpolished granite. 

Cheap manufacturers don’t consider this. They 
use the same bond for every step, so your pads 
waste away in half the time. 

However, the bonds on each of the 8 Viper steps 
have been produced and tested under laboratory 
conditions. 

They all have a unique bond to get the maximum 
lifespan from your pad. We’ve spent 19 years test-
ing bonds, diamonds and pads. 

And Vipers last 43% longer than the pads you 
use now. We know because we’ve tested them all.

No more scratches!
Blocky, round or oversized diamonds leave deep 

scratch marks. They ruin hours of work and cost 
you a fortune in materials. 

Yet these are the very diamonds you’ll often find 
hidden in cheap pads. Of course you can’t see them 
until it’s too late. Not on a Viper pad ...

The diamonds on a Viper are sourced and quality 
controlled right here in the U.S. They’re manufac-
tured under precise, computer-controlled condi-
tions from start to finish. 

First, the diamonds are sorted for size and shape. 
If they’re too round … too blocky … or too large ... 
they don’t make the cut. And the computer doesn’t 
stop there …

Once the diamonds are ready, it selects the pre-
cise number of diamonds to use on each pad. Cheap 
pad manufacturers leave this process to human er-
ror. It’s why cheap pads let you down. But every 
Viper is practically identical from crust to core. So 
your finish quality won’t change when you replace 
them. 

Call 800-575-4401 to order your Viper pads right 
now.  

Remember you’re not risking a cent – guaranteed. 
If you’re not completely satisfied with your Viper 
pads, return them within 30 days for a full, no ques-
tions asked refund. 

5000 RPM and still sticking ...
You’ve probably noticed cheaper pads don’t hold 

very well. Once they start spinning, the pad flies off 
like a Frisbee. 

With the hook and loop system on a Viper, it sticks 
to your backup pad like cement. 

You can spin these pads all the way to 5000 RPM 
- they’re guaranteed to stay put. 

Order today and save 
$48, $60 or even $80

A 4-inch Viper pad normally costs $22.95. But if 
you call 800-575-4401 now, you only pay $14.95. 
And you save a whopping $60 if you want all 8 
steps.  See here: 

As you can see, you save a total of $48 on the 
3-inch pads. Want a full set of 5-inch Vipers? Save 
$80 right now.

And don’t forget your 30-day, no-quibble guaran-
tee. So why not put them to the test? See for your-
self they do everything I’ve promised. If they don’t, 
send them back for a full refund. 

Remember a 4-inch Viper pad costs just $5 more 
than a pad from our cheaper range. Yet you get: 

3 A deeper shine: 102 on the gloss meter.
3 A 43% longer lifespan: Replace them almost  

  half as often.
3 A consistent finish: Even in the last second of its  

  life, a Viper produces the same finish as when  
  you first took it out the box. 

3 66% faster polish: Watch your productivity soar.
3 No more scratches: The diamonds on a Viper  

  pad are consistent. There aren’t any unusual  
  shapes or sizes. Unlike cheap pads, they’re  
  guaranteed not to scratch – saving you a fortune  
  in materials. 

Right now, you can try these Vipers risk-free and 
save $48, $60 or even $80. 

But you must act now. Please call 

800-575-4401 

Set of 8

3˝ pads

4˝ pads

5˝ pads

MSRP

$142.95

$182.95

$238.95

Our Price

$94.95

$118.95

$158.95

Try them risk-free for 30 days!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Polishing  Pads
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HIS month we present Steve Anneker’s techniques in natural stone and quartz 
refinishing, which has our personal endorsement as the most effective, easiest 
to use professional polishing and scratch removal system available to the stone 
industry. With the Hopkins County Jail story on page 5, we present a first for 
the Slippery Rock: reporting on an innovative use of industry training used to 

help guys turn their lives around. Please do not miss our tribute to Tennessee Treasure Julie 
Warren Conn, University of Tennessee grad and internationally recognized stone sculptor, 
whose work was already legendary when I passed through the sculpture program on my way 
to a BFA in Communication Design, in 1982. We always strive to present the best advice we 
can, direct from the experiences of your colleagues in the industry, and are pleased to present 
two new writers presenting advice on successful strategies they have applied within their own 
shops. I hope you enjoy our collection of wit and wisdom, and as always, if your shop is doing 
something interesting – we would like to hear about it.  Send your letters and comments to pub-
lisher@slipperyrockgazette.net. 
— 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

FREE to participate!
See how you compare with other fabricators!

Receive information you can take to the bank!
Participate in this confidential industry survey today!

V
“It tracks my key performance indicators and anonymously

compares them to other fabricators of similar size.”
Paul Menninger, Capitol Granite

LLC & Stone World’s 2008 Fabricator of the Year

“We participate every year — it is a tremendous value!”
Dick Laliberte, Ripano Stoneworks Ltd
Stone World’s 2006 Fabricator of the Year

COMING THIS FALL
2014 Fabricator Benchmarking Survey

Visit www.marble-institute.com/2014survey for details.
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WerkMaster Training at the Hopkins County Jail 
HE Hopkins County jail, near 
Madisonville, Kentucky, 
may not seem to be the most 
obvious place for people to 

learn the use of WerkMaster polishing 
machines for their future livelihood, but 
that’s just what inmates are doing.     

 
Under the supervision of Sgt. Billy Thomas 

and Deputy Donnie Barnett, inmates in the 
jail’s Community Service program are benefit-
ing from training in the use of the WerkMaster 
Raptor XT.

“We try to pick somebody who has a skill-
set,” Thomas said. “We are looking at construc-
tion and maintenance or welding skills. None of 
the guys we’ve had on the WerkMaster Raptor 
XT have any training in that area. It is all new 
to them like it was for me and Deputy Barnett.” 

The training that Barnett and Thomas offer 
the inmates is hands-on, like they received 
themselves at Braxton-Bragg. “The classroom 
may not be their strong point, so we’re just 
doing hands-on instruction,” Thomas said. “We 
will take the machine, explain how to operate it, 
how to test the concrete — all the particulars. 
Most of them learn better in that way than in a 
classroom setting.”

Barnett and Thomas traveled to the Braxton-
Bragg offices in Knoxville for three days of 
WerkMaster training in February. “We thor-
oughly enjoyed it,” Thomas said. “They put on 
an excellent presentation, excellent hands-on. 
I just enjoyed the whole experience with the 
exception that we thought we left all the snow 
in Kentucky.”

The genesis of the WerkMaster training at the 
Hopkins County Jail was necessity. “Our head 
jailer, Joe Blue, had been looking for something 
to try to do away with the tile we have in the 
jail. He got to looking at concrete grinders and 
polishers. He went through WerkMaster and 
bought a machine, and they pointed him to 
Braxton-Bragg for the training.”

The Raptor XT is the most powerful surface 
prep machine in its class. It is widely used for 
retail and small commercial projects, serving 
as a grinder, stripper, sander, polisher, buffer,  
burnisher, polisher, and edger.

“I like the machine,” Thomas said. “It’s a 
rather intimidating thought to begin with, you 
worry about messing something up, but we 
haven’t had any problems with it. We’ve had 
good results with what we’ve done so far. From 
the looks of this one, it would be hard to beat. 
It’s quite versatile, you can do many different 
things with it. It’s an excellent machine.”

Thomas does not have a construction back-
ground. His training has been on the job. 
“I spent 20 years working for the Kentucky 
Department of Corrections in security and came 
here to work with a road crew. I kind of learn 
everything I can.”

As part of his job, Thomas supervises the 
jail shop and three road crews. The folks in the 

Community Service program do a little bit of 
everything when it comes to maintenance and 
construction, he said. “They perform grounds 
maintenance, vehicle maintenance, and build-
ing maintenance. We have a garden — they 
help take care of a two-acre garden. Whatever 
breaks in the jail, we fix it. We also go out and 
do special projects for other local and county 
agencies. If they’ve got painting to do or if they 
need something built, we’ll go out and work on 
that. We’ve got several irons in the fire.”

WerkMaster training opportunities at the jail 
are going to be expanded, Thomas said. “We 
just constructed a new inmate training facility 
attached to our jail shop. We’re going to have 
more training with WerkMaster with another 
group of inmates.”

The goal is to help the inmates develop a set 
of skills that will make them employable once 
they serve their sentences and are released back 
into the community.

“Maybe they’ll get out of that lifestyle and 
realize there are other ways of making a living 
that don’t involve going to jail,” Thomas said. 
“So far it works out pretty well. For the most 
part, the guys, they are just happy to be out of 
the cell for eight hours a day. Most of them will 
give you a good hard days work.”

The program is gearing up to provide more 
training in the use of the Raptor XT. “So far, 
it’s been six people so far,  but the way we’re 
set up, we have so many other things going on, 
we can’t dedicate all our time to that,” Thomas 

Joel Davis
Special Contributor

said. “Since we got back, we’ve probably had 
15 different projects we’ve been working on.”

The first job after receiving the training from 
Braxton-Bragg started in March when inmates 
worked on the floor in an area being converted 
into a break room at the jail. They are set to 
polish about 1,000 square feet of floor at a new 
Humane Society facility in the county, and in 
January, they’ll take on a 2,000 square-foot 
project at their local fairgrounds. “They want 
the concrete ground and polished,” Thomas 
said. “That ought to get us a whole lot of time 
and training there.”

The effort to teach skills to the inmates is 
paying off, Thomas said. “We’ve had several 
that came back in and asked for a Deputy 
Barnett or myself and said ‘Hey, I appreciate 
what you done for me. I learned a lot from you. 
I put it to use. I’m staying out of trouble. I’m 
doing good now.”

Barnett is confident in the growth of the 
program in the future. “Once we get everything 
going right, it will be a great thing,” he said. “I 
believe that we’ll see it take off a whole lot over 
the next two years in this part of the country.”

Braxton-Bragg proved to be an excellent 
resource for learning the ins-and-outs of the 
Raptor XT, Thomas said. “We’re still definitely 
using them for the parts and tooling that we 
need. I’ve got nothing but good to say for those 
guys.”

Braxton-Bragg’s WerkMaster Training and 
Certification class is three days of hands-on 

training for those looking to gain knowledge 
and understanding of floor preparation and hard 
surface polishing techniques. 

The decorative concrete training features 
the latest grinding and polishing techniques, 
equipment, tooling and chemicals. Graduates 
will leave knowledgeable in surface prepara-
tion, concrete grinding, polishing steps and 
procedures.

The next class will be held Oct. 7-9. Please 
note that Braxton-Bragg’s classes fill up quick-
ly. In order for everyone to have the best expe-
rience and to be able to train properly, class size 
is limited to about 10 attendees to give adequate 
time to receive one-on-one training throughout 
the course. For more information contact Kurt 
Alexander at 877-493-0205.

“It was a pretty good class,” Barnett said. “It 
was informative, and I like the hands-on train-
ing a real lot,” he said.

In the end, the training is not just about 
the use of the Raptor XT or learning mainte-
nance. It is about rebuilding lives. “It’s a good 
thing that Jailer Blue wanted to get into this,” 
Thomas said. “It can offer some training and 
a line of work that doesn’t seem to be overly 
populated right now and give some of these 
guys a chance to get out and earn a good wage 
and make a living. If we can help one out of 50 
stay out of jail, it’s a great thing. If all we help 
is one out of 50, it’s been well worth the effort.”

Training Inmates at Hopkins County Jail in 
Kentucky in using the WerkMaster Raptor XT 
teaches them more than just a useful trade.

Photos courtesy of Deputy Donnie Barnett
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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 

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 $54.95

 7564 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/2˝ $82.95 $59.95

 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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Side protection Dry Core Bits
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HE National Tile Contrac-
tors Association (NTCA), the 
world’s largest tile contrac-
tors association recognized 

industry leaders at its Second Annual 
Awards Ceremony, during Coverings 2014 
at the Las Vegas Convention Center.   

 
On May 1, 2014, over 200 guests were pres-

ent to see the NTCA recognize two exceptional 
individuals for their dedication to the industry, 
as well as to present its Best Practice Awards 
and Five Star Contractor Grand Prize awards 
for outstanding installation.  

An independent panel of judges evaluated 
submissions, based on execution & installation, 
original usage, and overall design & purpose. 
Special recognition was given to those projects 
exemplifying stunning tile and stone. 

Martin Brookes, Heritage Marble and Tile 
of Mill County, California received the Best 
Practice Award for his active promotion of 
NTCA membership on the west coast. A mem-
ber of the NTCA since 2005 who has been 
instrumental in recruitment of new members, 
Martin continually promotes the benefits of 
membership and assists trainers at workshops 
in his region.

Brent Stoller of ISC Surfaces in Kansas City 
was given the First Annual Distributor Award 
by the Ceramic Tile Education Foundation. 
Whereas the name ISC Surfaces was introduced 
in January 2008, the company’s history dates 
back to the 1940s and encompasses that of three 
companies - Interstate Supply Company, Case 
Supply and AMC Tile Supply.  With six distri-
bution centers, ISC Surfaces also operates two 
unique showrooms for retailers, contractors, 
designers, and their customers.  

NTCA’s Five Star Prize awards were present-
ed for both Commercial and Residential Tile 
Installations. The Five Star winners received 
$2,500 each in prize money, sponsored by 
Daltile Corporation. Many submissions were 
received and were judged via the following 
criteria: Scope (size of project), Complexity 
(challenges), Technical Soundness (resolution 
of challenges), and Design & Presentation 
(Overall appearance, layout and artistic value).

Artcraft Granite Marble and Tile of Mesa, 
Arizona was the recipient of the Five-Star 
Grand Prize for Commercial Tile Installation. 
The firm’s installation of glass and porce-
lain tile at GateWay Community College’s 
Integrated Education Building was a glowing 
example of the company’s technical expertise.  

Collins Tile and Stone of Aldie, Virginia 
was the recipient of the Five-Star Grand Prize 
for Residential Tile Installation. The firm’s 
project “Carrara Elegance,” which started off 
as a simple remodel, quickly morphed into true 
masterpiece of luxury and indulgence… with 
no expense spared. 

Special awards were presented to NTCA 
President Dan Welch for receiving the Tile 
Person of the Year Award. Welch has led the 
NTCA for the past ten years, and was the first 
person to be certified in both the CTEF CTI 
program and the ACT Certification Programs. 
His firm currently employs the most certified 
installers, and has been active in the executive 
leadership of NTCA for many years. 

Luciano Galassini, Deputy Director of Italy’s 
Confindustria Ceramica, received the pres-
tigious Joe A Tarver Lifetime Achievement 
Award, offered by the NTCA to a leader in the 
tile and stone industry who dedicates his/her 
career to advancing our trade.  It was especially 
appropriate this year, as Coverings celebrated 
its 25th anniversary as a leading trade show in 
our industry, and both Joe Tarver and Galassini 
played key roles in the development of the 
exposition. Galassini has been on the Board of 
Governors for Coverings for all its 25 years, 

and was instrumental in the development of the 
joint venture partnership that currently sponsors 
and manages the event.  He is an active partic-
ipant in many world forums and committees 
that improve our industry. TCNA Executive 
Director Eric Astrachan presented the award to 
Mr. Galassini on behalf of the NTCA.

“This was the best Awards Ceremony in 
which we’ve ever been involved. The atten-
dance and enthusiasm were at an all-time 
high, indicating just how passionate everyone 
continues to be about our industry. We are very 
proud of the winners… and wholeheartedly 
congratulate them!” exclaimed Bart Bettiga, 
NTCA Executive Director. 

NTCA is a non-profit trade association serv-
ing every segment of the industry, spearheading 
education for the professional installation of 
ceramic tile, natural stone and allied products.  

For more information, please contact NTCA 
executive director Bart Bettiga at bart@tile-as-
sn.com, via telephone at (601) 939-2071, or 
visit www.tile-assn.com. 

NTCA Recognizes Industry Leaders at Second Annual 
Awards Ceremony During Coverings 2014

Best Practice Award to Martin Brookes, Heritage Marble & Tile CTEF Executive Director, Scott Carothers (left) presents First 
Annual Distributor Award to Brent Stoller, ISC Surfaces.

NTCA Executive Director, Bart Bettiga (left) presents Tile Person 
of the Year Award to Dan Welch of Welch Marble & Tile.

Commercial Winner – Artcraft Granite Marble & Tile Residential Winner – Collins Tile & Stone Tarver Award to Luciano Galassini

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

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


8 |  augusT 2014 slIppery rock gazeTTe      

Upcoming Training Opportunities:

Steve’s Polishing Pro Systems Training
September 9-11, 2014
Knoxville, TN

Lavina Training & Certification
September 23-24, 2014
Knoxville, TN 

WerkMaster Training & Certification
October 7-9, 2014
Knoxville, TN

Stone Restoration Hands-On Workshop
October 21-22, 2014
Knoxville, TN

Fab King Training
November 4, 2014
Lenoir City, TN

Call Kurt at 877-493-0205

RAXTON-BRAGG’S newest 
salesman brings skills from 
a 24-year career in the U.S. 
Navy and a lifelong love of 

tools to the job.             

Todd Chapman joined the Braxton-Bragg 
team on June 16. He retired from the Navy as 
a Chief Petty Officer in November 2009, last 
holding the position of Command Chief at the 
Naval Operations Center in Knoxville, Tenn.

“I love it here,” Chapman said. “It’s exactly 
what I wanted. I get a lot of personal interaction 
with customers.” 

With experience as an electrician in the 
Navy as well as a mechanic in his spare time, 
Chapman has a great appreciation for tools. “I 
just love tools, so selling them is a happy medi-
um for me. I like to sell tools and talk about 
tools and equipment.”

A Naval career helped prepare Chapman to 
better serve Braxton-Bragg’s customers. “I had 
a lot of computer background in the Navy,” 
he said. “I was a network installer and also 
an order processor, so I had a lot of hands-on 
experience processing military orders for active 
duty and reservists being deployed overseas. I 
ordered parts and supplies.”

Chapman is married. He and his wife have 

three children, ages 3, 5, and one is a college 
graduate. In his spare time, he enjoys camp-
ing, rooting for Notre Dame, and enjoying 
NASCAR.

Braxton-Bragg offers a full range of fabrica-
tion tooling and installation accessories includ-
ing sinks, installation hardware, and every tool 
and piece of equipment needed to run a profes-
sional stone, tile, and polished concrete shop. 

For more information about Braxton-Bragg 
and its publications and products, contact them 
toll-free at 800-575-4401 or visit the website 
www.braxton-bragg.com for current sales and 
new products.

Todd Chapman Joins the Sales 
Team at Braxton-Bragg

Todd Chapman
 Braxton-Bragg’s newst salesman

HEN I joined Braxton-Bragg six years ago I asked our man-
agement team about the published standards for tools in the 
stone industry. It took me quite a while to really under-
stand that there aren’t any.     

The MIA developed standards for application, but we could find no standards for tools.  
Without standards how do customers evaluate products? How do distributors decide what to 
sell? How do you evaluate value? How can you measure quality?

As we prepare our 2015 catalog we have the opportunity to review existing product perfor-
mance and learn about new products. For the last few months we have all been hip-deep in 
learning and evaluating the “stuff” we offer.

You see, I love learning about how stuff works – and why. The first 25 years of my career 
were spent in manufacturing jobs, making stuff.  The last 15 have been devoted to selling stuff. 
I simply love the stuff of stuff.

For instance, when I made telephone equipment, there were published standards because 
products had to work within the existing phone system. When I was with P&G, we tested 
Charmin for softness with special test equipment. At Fellowes, I made paper shredders that 
complied with US Government standards for security. And when I sold stuff, I had to commit 
to certain levels of sell-through and to make sure the stuff I sold wasn’t returned because we 
either over-sold or under-delivered.

All these experiences with different kinds of stuff keep bringing me back to the questions 
I asked above. And as I continued my quest to answer these questions I learned that most 
customers develop their own standards through trial and error.  

In other words, the customers are the Guinea Pigs. Distributors are, for the most part, depen-
dent on claims made by middlemen and manufacturers for information. I found it very difficult 
to believe that this was the way things were, so I hired a consulting engineer to walk the floor 
of Coverings 2008 and evaluate all the tools on display and to talk to as many fabricators as 
possible to learn how things really worked. His report simply confirmed what our management 
team had told me.

So the big questions remain: How can a customer afford to test everything, and to keep 
testing so they don’t miss out on industry advances? Why should distributors rely simply on 
words from middlemen and manufacturers? Where were/are the guarantees?

It seemed to me that the core question that we really needed to understand was how can we 
make the best decisions without agreed standards, physical tests, and unbiased evaluations?

Next month I will explain the process we began six years ago to answer these nagging ques-
tions. Then in October I will write about the results of that process. Stay tuned.

Have a good read.

Rich Hassert

From the Publisher’s Pen
Nagging Questions About…“Stuff”

Email responses to:
publisher@slipperyrockgazette.net

Quote of the Month
“The first week of August hangs at the very top of 

summer, the top of the live-long year, like the highest 
seat of a Ferris wheel when it pauses in its turning.” 

Natalie Babbitt (b. July 28, 1932) 
American writer and illustrator of children’s books

Excerpt is from Tuck Everlasting, published in 1975.
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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

MADE IN THE USA

NEW!NEW!

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

Install an ADA Compliant
wall-hung vanity, quickly, 

inexpensively and beautifully!

Stone Pro Countertop Support is ADA compliant 
and is one of the best ways to mount and secure 
wall vanities. 

It’s a stone countertop support that can be set at 
the appropriate height for easy counter access 
for someone in a wheelchair. 

4´ span – 2 brackets
5´ span – 3 brackets
8´ span and larger – 4 brackets and on up 
    with compliant spacing

YOU 

SAVE

 33%

Fry It—You’ll Like It
have this friend named 
Bernard. Except he doesn’t 
answer to Bernard. He uses 
Kelly, his middle name. It 

goes without saying that Kelly is not 
overly fond of the name Bernard.

“I hate it,” he once told me. “I hated it when 
I was a kid, and I hate it now. Parents do their 
children a terrible injustice when they give them 
stupid names. Children should simply be num-
bered. Then when they reach the age of 21, they 
can choose a name they like.”

I hold somewhat the same theory about green 
vegetables.

Green veggies are far too valuable to be wast-
ed upon children, let alone forced upon them. 
Nonetheless, this dinner table warfare has gone 
on since the dawn of creation.

“Eat your ferns, Ikbot!” Carl Caveman would 
say. “They taste good, and they’re good for you. 
They’ll give you strength to outrun saber-tooth 
tigers.”

“Yuck!” Little Ikbot would reply. Then he’d 
stick out his tongue.

“Young man! You can just stay in your cave 
until the new moon!”

You would think by now, jillions of genera-
tions later, parents would learn. No way. Peek 
into the nation’s dining rooms any night, and I 
promise you’ll see the same scene.

The truth of the matter is that green veggies do 
taste good—except for Brussels sprouts—and are 
good for you. But truth matters not.

Kids are born to hate green veggies and won’t 
acquire a taste for them—except for Brussels 
sprouts—until they approach adulthood. Ask Dr. 
Spock if you don’t believe me.

The reason I know so much about this topic is 
that I once (1) was a kid and (2) had green veg-
gies rammed down my throat.

Especially okra.
I was raised on okra. My folks always grew 

it in the garden. We ate the stuff—three meals 
a day, plus midnight snacks—from July until 
September.

And we ate it boiled.
A bowl of boiled okra is the most nauseating 

thing you can set before a child, regardless of 
the child’s state of hunger. It might as well be a 
bowl of boiled, green, garden slugs. Boiled okra 
goes down like spaghetti, except spaghetti is not 
hairy and gooey.

“Eat your okra,” Big Sam would say. “It is 
good and good for you.”

“Yuck!” Little Sammy would reply and stick 
out his tongue.

“Young man! You can just go to your room for 
the rest of the evening!”

I slipped and slid through years of boiled okra. 
As I did, I vowed to never, ever visit this horri-
ble monster upon my own children. Assuming I 
should live so long. It’s a scientifically proven 
fact that children forced to eat mountains of 
green, hairy goo rarely attain puberty.

Then one summer day shortly after we were 
married, Mary Ann returned from the store carry-
ing a large plastic bag. It was full of okra.

“Good wife,” I said, “I am a kind, considerate, 
compassionate, forgiving man who loves you 
dearly. I truly want this marriage to work. But if 
you don’t get that awful, hairy, slimy stuff outta 
here in 30 seconds, we’re through!”

“Slimy?” said Mary Ann. “Fried okra isn’t 
slimy.”

“Fried?” I said. “You don’t fry okra. You boil 
it.”

“Boil it?” said Mary Ann. “Yuck! I bet that 
would taste like a bowl of boiled, green, garden 
slugs.”

That’s when I knew I had picked the right 
woman.

Mary Ann whipped up a pan full of fried okra, 
and I was converted on the spot. It was more 
dramatic than St. Paul’s episode on the road to 
Damascus. I went from an okra persecutor to 
an okra lover. Take a glance at our garden and 
you’ll know what I mean.

But I still hate Brussels sprouts.

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

Green veggies are far too valuable 
to be wasted upon children, let alone 
forced upon them. Kids are born to 

hate green veggies and won’t acquire 
a taste for them—except for Brussels 

sprouts—until they approach 
adulthood. Ask Dr. Spock if you 

don’t believe me. 

Sports Quote of the Month
“Adversity causes some men to break;  

others to break records.”
William Arthur Ward  (1921-1994)  

 One of America’s most quoted writers  
of inspirational maxims

The author of Fountains of Faith, more than 100 articles,  
poems and meditations written by Ward have been published.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Pro ADA Compliant Countertop Support

www.braxton-bragg.com
mailto:mahv@outlook.com
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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 GradeNEW!NEW!

Strong, CLEAR Adhesive 
for Laminating!
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

• 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

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.

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

www.braxton-bragg.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Call 800-575-4401 to order
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

Radical Retail Sales System
’S funny, I had the first 
third of this article writ-
ten when something inside 
started nagging me, “hav-

en’t we been here before?”     

 
The more I congratulated myself on the sto-

ryline and clever anecdote, the more familiar 
the subject became and I started wondering if 
it was déjà vu.  

Then after a search of my Slippery Rock 
Articles Archive I discovered the problem: I 
had in fact already used the storyline and clever 
anecdote as an intro into another article on a 
loosely related subject. No wonder the ideas 
and thoughts came so easily!

Fortunately, the absence of the previously 
used intro will not detract from the substance 
of this article and this fact: Successful selling 
(which is the subject) is all about substance and 
very little about style.  

Furthermore, the absence of a world-class 
showroom, flashy four-color brochures, sharp 
dressed (and over paid) sales staff, and an acre 
of slab inventory out back will not detract from 
it either. 

Successful selling requires a system and a 
Radical Retail Sales System contains the fol-
lowing four components:

Pre-Qualify Clients: Unlike the real estate/

mortgage industry, there is no “Pre-Approval 
Letter” that prospective clients can produce 
to prove they are legitimate buyers. As such, 
it is up to us to screen, qualify, and, yes, even 
profile every single call or visit to determine 
if it is worth the precious investment of time 
of scheduling an appointment, reviewing the 
project, producing a quote and following up.

A series of serious questions, starting with 
“How did you hear about us?” and ending with 
“What are you hoping to pay for your count-
ers?” will expose the shoppers and highlight 
the buyers so you can schedule an On-Site Sales 
Presentation. 

On-Site Sales Presentations: Driving to 
a prospective client’s home (pre-qualified of 
course!) in the interest of closing the sale is 
a powerful tactic in the battle for countertop 

 Aaron J. Crowley
Stone Industry Consultant

business if for no other reason than so few 
companies are willing to do it. But a sales 
presentation is not simply standing in a client’s 
kitchen taking measurements on a notepad and 
telling them you’ll get back to them with a bid!  

A sales presentation is a purposeful and 
methodical process of educating the client with 
tangible, physical, and relevant comparisons 
that make a case for “why” they are better off 
choosing you. Taking the measurements in 
the client’s kitchen is an easy way to get their 
undivided attention so you can understand their 
project and offer them a quote that reflects their 
needs.

Timely Quote Submission:  A rapid response 
time from the sales presentation to sending the 
quote will produce huge results in closed sales 
because so many competing companies take 
sooooooooo long to produce their quotes.

This is a huge opportunity for the fabricator 
employing this Radical Retail Sales System if 
they send their quote within 24 or 48 hours.   
By doing so they can follow-up and oftentimes 
close the sale before the competitor with all the 
glitz and glam has even sent their quote out!

Systematic Follow-up: Making Quote 
Follow up a daily discipline is what makes a 
solid sales system Radical! But it must be, in 
and of itself, systematic and repeatable.  

No more than 48 hours should pass before a 

friendly call is made to “make sure the client 
received the quote” and to see if they have 
any questions. A corresponding email should 
always follow the call and if the chance to talk 
occurs, the client should be asked when they 
would like the next follow-up to occur.

A note on a follow-up calendar is made 
accordingly and on that appointed day, the next 
follow-up call is made. 

The cumulative effect of these four principles 
produces sales results in any region or market.  
But that is not to say it will be easy.   

Pre-qualifying a prospective client by asking 
them a bunch of questions can be awkward.  
Spending the time to prepare, travel, and con-
duct a formal sales presentation can take hours 
off of a work day. Turning a quote around in 
a day or two requires that sacrifices be made.  
Systematically following up on quotes and 
facing the prospect of losing the sale requires 
courage.

Nope, it’s not easy. But it is amazingly effec-
tive and fabricators who take the time to devel-
op it will produce sales results that are nothing 
short of Radical!

Aaron Crowley is a stone shop owner, author, 
speaker, and consultant to mid-size stone com-
panies. Contact him at aaron@fabricators-
friend.com.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Edgemate 100

mailto:aaron@fabricatorsfriend.com
mailto:aaron@fabricatorsfriend.com
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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 

Save Over $50 From GranQuartz’s Price
– and get –

FREE Shipping!

TO ALL 50 States 
and Puerto Rico!

3 Red release button
3 Built-in cable and swivel hook
3 Vertical cable lift
3 Load range: up to 2,640 lbs
3 Grip range Abaco 50: 5/8˝ to 2˝

Package Includes: 
Abaco Stainless Steel 
Swivel Shackle

 Item # Description Great LOW Price 
 92350 Abaco 50 Professional Series Heavy-Duty Lifter  $448.79  

Screen Capture
7/11/2014

OUR
PRICE

$44879

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Abaco 50 Lifter

www.braxton-bragg.com
http://www.slipperyrockgazette.net
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http://www.braxton-bragg.com/AbacoLifter/
www.braxton-bragg.com
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Get That Customer
the granite world there 
is a guy that lurks in the 
shadows. He tries to stay 
out of the limelight.     

 
He is difficult to pin down, first you see him, 

then you don’t. If you blink, he’s gone. His 
name is Joe Blow. He owns a pickup truck and 
a circular saw and he installs granite…sort of. 
He reels your customers in with cheap prices 
and big promises. He does a half-assed job with 
inferior materials. Then he takes their money 
and runs, leaving them with mediocre results at 
best, smaller bank accounts and that funny feel-
ing in the pits of their stomachs that indicates 
they know they made a mistake.

Reputable fabricators may think that there is 
nothing they can do about Joe Blow with the 
pickup truck, but there is and it’s simple: Be 
exactly what you are — a reputable, knowl-
edgeable, outstanding fabricator. But, you need 
to be a reputable fabricator that is at the top of 
his game — all the time. 

Now, before you roll your eyes and say, 
“Hey, I am always at the top of my game!” look 
around, but look around not through your eyes, 
but through the eyes of your customer. We, 
as humans, don’t see deterioration on a daily 
basis. Only when we go away for a while and 
come back do we notice it. 

Look at your showroom. The loose sink in 
the display is not a big issue. But, pair it up 
with the burned-out light bulb that never got 
changed and the one or two missing cabinet 
knobs, plus that big brown spot on the ceiling 
and the half inch of dust (because no one will 
clean it except under threat of death) and all 
of a sudden your showroom looks shabby and 
rundown. 

Most of the time, your showroom is the cus-
tomer’s first look at you and it should be a great 
one. Clean your displays, install appropriate 
lighting and make sure all your displays are up 
to date. There is no good way to tell a customer 
that a sink or a faucet they have chosen is dis-
continued and they can’t have it. 

Look at your sales and office staff. Are they 
clean and appropriately dressed? Nothing raises 
a customer’s eyebrow more than dirty, holey 
jeans with a wrinkled shirt and unkempt hair. 

I recently went to visit a friend of mine 
at another shop and I was stunned at what 
happened. When I walked through the door, 
(during business hours) the person that came 
out to greet me was an absolute mess. Grungy, 
baggy, dirty jeans with holes in his shirt and 
hair that looked like it hadn’t been washed in a 
week. When my friend appeared he introduced 
me to the company’s new sales person…Mr. 
Dirty Jeans himself. Not the way to make a 
good first impression.   

Talk to your employees. Are they properly 
trained and knowledgeable? Do they receive 
training on new materials and procedures? 
When customers come in, do they greet them 

right away? Can they talk to customers easily 
and convey the right information with confi-
dence? Not everyone can comfortably talk to 
strangers. Make sure you have the right people 
in the right jobs. 

Do you belong to the BBB? MIA? Angie’s 
List? Stone and Tile Pros? NKBA? NARI? 
NAHB? If you answered yes to any of these, 
or you have others, then show it proudly. Put 
your BBB accreditation on your front door. Put 
your MIA Code of Ethics where customers can 
see it. Display your Angie’s List Super Service 
Awards. Show off your accreditations, your 
awards, your memberships and your local pro-
fessional business affiliations. If you answered 
no to all of these, then join. These kind of alli-
ances show stability and longevity. 

If customers can see your fabrication area, 
look at it. Yes, granite fabrication is dusty and 
dirty but there is a difference between dusty 
and trashy. 

Recently I was traveling in the mid-west and 
as I was driving down the road looking for 
lunch, I spied a granite shop. Curiosity got the 
best of me and I stopped in. Great showroom, a 
nice, personable, clean-cut gentleman came to 
greet me. But, we had to go through the fabri-
cation shop to get to the slab yard.  

Their trash bin was overflowing. There were 
pieces of material all over the floor. (I was even 
told to watch my step.) There were used polish-
ing pads, used white pens and trash everywhere. 
My great first impression was down the drain. 
If I were a regular customer, they would have 
had to work hard to get me back.

While you are busy looking around, take 
a look at your slab yard. Is your slab yard 
user-friendly? Is there trash everywhere? Are 
you tripping over your remnants? Are slabs 
labeled for color and size? Are sold slabs 
marked or moved so you don’t accidentally 
over sell? 

 Sharon Koehler
Stone Industry Consultant

Are slabs strapped down or secured to pre-
vent accidents? Are you showing the same old 
boring colors that every other fabricator stocks 
or are you bringing in fresh, new trendy colors 
for excitement and the wow factor? 

Last but not least, walk around the outside 
of your facility. Is the grass cut? Is the parking 
lot clean and well maintained?  Is the sidewalk 
free of debris and rubbish? Are the windows 
clean? Does the building need a good power 
washing? Are there more weeds than shrubs? 

The outside and the inside are a package deal. 
If you turn the customer off before they walk in 
the door, you have to work twice as hard once 
they are inside.

Now that you are done looking, there is one 
more thing that needs to happen between you 
and the customer.  The customer must be prop-
erly educated and that needs to come from you. 

They need to know why this stone is not right 
for their project. They need to understand why 

this sink is too big or why we recommend light 
color stone for outdoor kitchens. 

Sometimes they will come in with informa-
tion they found on the internet, which must be 
true because, well, they found it on the internet. 
You need to be able to cut through all the muck 
and the bunk and tell it like it is. You have to be 
able to guide them towards correct choices that 
will get them fantastic results in the end, and 
hopefully get you some good word of mouth 
referrals when it’s all said and done.

Why is all this important?  Two reasons.
#1 - As you well know, you only get one 

chance to make a great first impression.  Blow 
that and the customer is out the door, looking 
somewhere else and walking right into the 
sights of Joe Blow and his pickup truck. 

#2 - Most reasonable people, when given a 
choice, will pick peace of mind and quality. 
Show them they can get that with you and 
they won’t even see Joe Blow lurking in the 
shadows.

Sharon Koehler is a 10-year veteran of the 
stone industry. Currently she is the head of mar-
keting for Artistic Stone Design in Richmond, 
Virginia and has been a regular contributor to 
various trade magazines for several years. Any 
thoughts or comments may be sent to sharon@
artisticstonerichmond.com.

Reputable fabricators may think 
that there is nothing they can do 
about Joe Blow with the pickup 

truck, but there is and it’s simple:  
Be exactly what you are — a 
reputable, knowledgeable, 

outstanding fabricator.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Call 800-575-4401

Distributed By

Their Price: $181.95 OUR Price: $145.95!

 Item # Description MSRP OUR Price
 9375 Makita®  5˝ Grinder, 9565CV $282.95   $145.95

$3600

LESS
THAN 

GRANQUARTZ

Screen Capture
7-11-2014

Steve’s Polishing Pro Systems
Polishing Done Right

Continued from page 2

“But more importantly, the EPA is cracking 
down hard on restoration experts and fabrica-
tors for the poor handling of these chemicals. 
I do know of people who have gotten fined for 
not handling the chemicals properly. 

“The advantage to using our product is that 
you don’t have the environmental impact. 
When done, you just wipe it down and you are 
finished. While speaking with Fred Hueston, 
he stated that another advantage to using a true 
mechanical polish is that it is actually more 
durable than a chemically induced polish. A 
mechanical polish will also last longer because 
it doesn’t disturb the structure of the stone. A 
chemical polish will actually break down the 
stone.”

On the Cutting Edge and 
Ahead of the Curve

Steve’s Polishing Pro Systems is always on 
the cutting edge of research and development, 
and is currently fleshing out their own brand of 
electric orbital polisher. Also in development 
are new blends of compounds and pads tailored 
for...well, you’ll just have to wait.  

Steve personally offers training classes 
that go way beyond what anybody else out 
there is teaching, including hands-on classes 

and bloom that you can find on the outside. 
Then we learn how to make that go away, 
because once you understand that it is coarser 
than the surrounding area, you can use an orbit-
al and shave that down and blend it so you don’t 
windup struggling with it. 

“The last day is all about engineered stone, 
and the different resin types. Polishing ES is a 
multi-stage process, in order to achieve that fac-
tory finish. There are a lot of different materials 
that the factories are putting into engineered 
stone now. So we learn how to address them. 
In fact, I don’t know of anyone that is teaching 
how to refinish engineered stone. 

“It’s a very in-depth class for three days and 
will earn you the knowledge, plus certification 
in advanced polishing techniques, and that is 
probably the best way to learn and avoid mis-
takes. If someone has purchased our kit, there 

taught every-other month at Braxton-Bragg’s 
Knoxville, Tennessee facility. 

“There is a huge untapped market out there. 
Fabricators know how to make stone products 
and install them but not how to fix or restore 
them. They’ll take my class and open up a resto-
ration business and then come back and tell me 
that they’re making more money doing repairs 
and restoration than fabricating and installing. 
Our products make the restoration and fabrica-
tor’s job much easier and much more affective. 

 “We hold three-day classes at Braxton-Bragg 
and we cover, in-depth, everything a person 
needs to know in three full days. We typically 
start with the different types of natural stone 
pigments, resins, fissures – microscopic pictures 
of different types – so attendees understand the 
background material. That’s our main focus on 
the first day. 

“We also do a seam on Absolute Black gran-
ite. The next day is tailored towards the resins. 
We re-resin, we work on soft-sensitive natural 
materials. We use pigments and how to dye and 
what stages. Based on pigment size you dye at 
different stages and then finish up by polishing 
glass. 

“Through the course you’re also learning 
about application of media, identifying a halo 

is a technical support line and I personally with 
help them resolve the issue they are having. 

“Our kits are a great way to go, and if you 
run out of one iterm, refills are available. There 
are three different size refills of compounds, so 
if you are doing really large areas you can buy 
the larger 545 gram jar. The different size pads 
are also available separately, too. 

“Additionally, by request, custom size pads 
are also available. All of our products are made 
in the U.S. and if there is any kind of failure I 
will replace if it is any kind of manufacturing 
defect I will absolutely replace it. 

For more information on his process, email 
Steve at swa@stevespolishingprosystems.com 
or visit Braxton-Bragg at www.braxtonbragg.
com to sign up for one of his hands-on sem-
inars. Look in our September issue for an 
in-depth reveal of some of Steve’s process.

After 8 years of outside weathering, Steve Anneker’s Polishing Pro Systems brought this Rojo marble 
tile back to a 110 gloss – better than factory polish.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Makita 5˝ Grinder
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RAVELING in and around 
Austin, Texas, it’s hard not 
to see limestone, as it is the 
prevalent stone building 

material utilized structurally and dec-
oratively on houses, schools, businesses 
and official state buildings, as well as 
places of worship.  

It is curious, then, that when gazing upon the 
Texas State Capital one sees the warm, pink 
hues of a summer sunset, not the stark, cool 
white of a full moon dusted with clouds that is 
commonly associated with limestone.

Perhaps due to limestone’s ubiquitous pres-
ence in the area, it was originally the aptly cho-
sen stone for the fourth and current incarnation 
of the Texas State Capital, in part for its easy 
acquisition as well as for its buttery texture and 
ease of cutting.

This material choice was also informed by 
the fact that the original plan for the capital was 
intended to be a highly ornate stone structure 
with no shortage of sculptural frills. In the 
original plans a rarified elegance was written 
into the design.

Alas, a discovery during the building process 

led to a realization that altered the fate of the 
capital building: black streaking in the chosen 
limestone was occurring through oxidation. 
As the iron stored within the limestone was 
exposed, a kind of black tarnish appeared on the 
surface, reminiscent of black mold.

Luckily this timely discovery occurred during 
the construction of the basement, therefore 
there was leeway to alter the course of the 
rest of the building. After a lengthy discussion 
lasting over two years it was decided, to the 
chagrin of some, that the remaining portion of 
the capital would be constructed with “Sunset 
Red” granite. 

The rugged and simple beauty of the current 
capital is a direct result of a change in materials, 
and the stone was limestone course-corrected 
with granite. According to Chris Currens of the 
Texas State Board of Preservation, the discov-
ery, “simplified the detail, I can’t say to a stone 
that it’s exactly the same design. Rather instead 
of having a freeze carved into the tympanum, 
what you see now is simple stone… you have 
the tablature that has been carved out, it’s been 
left plain, but they didn’t say, ‘we’re going to 
ease that arch a little.’ 

Above: The visitor’s entrance to the Texas State Capital has a great view of the Texas Sunset Red 
granite construction. Inset: The Goddess of Liberty statue that graces the capital’s dome.

The capital extension features an indoor rotunda with a tribute to the state in the terrazzo floor that 
tells the story of Texas’s dependence, independence and interdependence through inlaid flags which 
depict which authorities lorded over the state.

The Artfully Pink Home of Liberty and Justice Sarah Rohr
Special Contributor

Continued on page 16

Photos by Sarah Rohr
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“The changes in design material are reflected 
in choices– such as in lieu of an urn at the top 
of every pilaster as you go around the building, 
you instead have the urns expressed four or five 
different times at the top of the pilaster. 

“If you look at the original drawings, they 
were working with butter versus ice (a softer 
versus a more brittle stone). The contractors 
and masons had far more options with the lime-
stone, and granite is so much more difficult to 
work. They didn’t change the design, they just 
simplified the level of detail. That’s the short 
and sweet of it.”

An Interesting Proposition
The history of the Texas State Capital 

construction has an interesting footnote that 
occurred twice in noteworthy ways, namely 
bartering.

The first barter occurred after the capital 
building commission put out the advertise-
ment to contractors: they offered to trade three 
million acres of publicly designated land in 

in downtown Austin was mined from Granite 
Mountain, near current day Marble Falls. The 
stone made the grade, and Nimrod L. Norton 
and his partners W. H. Westfall and G. W. Lacy 
offered it at no cost.

Nimrod L. Norton was one of the three-mem-
ber strong Capital Building Commission who 
selected the architect and watched over the 
creation of the building, and it was at his 
prompting that the donation was made. In order 
for the stone to be transported from the quarry 
to the capital, the second noteworthy barter 
occurred and the Texas government paid for 
the construction of a narrow gauge railroad to 
transport the stone from Granite Mountain to 
Burnet, Texas (approximately 54 miles from 
Austin). And that is the brief version of a long 
and winding tale of how the Texas State Capital 
comes in the shade of sunset.

A Trip Through the Building
Approximately one million visitors per year 

will cross the terrazzo floors of this Italian 
Renaissance Revival structure, and will tour the 
chambers in the building still in active use, as 
well as those that are retired from use.

The rooms that are open solely for their 
historical context and significance, such as the 
former home of the Supreme Court and the for-
mer State Treasurers Office are now occupied 
by the curious school children, tourists, locals 
and history buffs alike. 

These beautifully preserved chambers pro-
vide entrée and insight into the tremendous 
investment in quality craftsmanship. This 
attitude is evident in the desks that State 
Representatives still use today, as well as the 
desks of current-day senators that date back to 
over a century ago, and have now been retrofit-

exchange for the building of The Texas State 
Capital. The total cost of the capital came to 
over $3.7 million dollars. For a time, the 3 mil-
lion allotted acres became the world’s largest 
ranch, called XIT. While XIT ranch has long 
since disbanded, a museum stands to educate 
the public on the life and times of cattle ranch-
ers, cowboys and the huge herds of cattle and 
the wide-open spaces where they grazed.

Barter “Part Deux”
Texas history records state that the second 

barter-for-building occurred when the lead con-
tractor on the capital building project — a man 
by the name of Abner Taylor — recommended 
that the remainder of the building be construct-
ed from a limestone quarried near Bedford, 
Indiana. But Texas pride won out. The Capital 
Board and Governor John Ireland rather fan-
cied stone that originated from within the state 
of Texas, so it was “Sunset Red” granite that 
became the sought-after stone.

The “Sunset Red” granite that now stands tall 

ted for all the outlets and power cords necessary 
to support technology of modern politics.

 The visitors entrance of the capital has its 
own version of “royal guards” in the form of 
Texas Public Safety Officers who wear cowboy 
hats as part of their uniform. As one passes 
through the requisite security line you enter into 
a veritable art gallery that includes a painting of 
the famed Davy Crockett in full buckskin rega-
lia, who seems to gaze upon the battle scene 
across from where the “the king of the wild 
frontier” hangs. 

As you walk past the former State Treasurer’s 
office you come upon two life-like stone statues 
carved by renowned sculptor Elisabet Ney. This 
second set of greeters that visitors encounter are 
two creamy beige, realistic marble sculptures 
of Sam Houston and Stephen F. Austin, who 
contributed their surnames to two big cities in 
Texas, as well as being important fixtures in the 
early formation and statehood of Texas. 

Visitors and officials then enter into a rotunda 
that blossoms upward toward a very ornate ceil-
ing with Texas spelled out in a circular design 
wrought in a brassy gold.

The rotunda is also called the “whispering 
room,” as the Texas Capital docent explained, 
due to the quality of sound in the great, circular 
room, and how sound can travel so that softly 
spoken words can be distinctly heard in distant 
regions around the room. 

The four stories of the rotunda play host to 
very true-to-life portraits of past governors. 
After the completion of a governor’s term in 
office, a new painting is installed, and all of 
the previous governor paintings are rotated in 
a spiral from the first to the fourth floor; the 
whole change-up takes approximately 2 days. 

The Artfully Pink Home of 
Liberty and Justice

Continued from page 15

The capital rotunda inside the original capital building, also called the “whispering room,” plays 
host to very true-to-life portraits of past governors.

Continued on page 17

The rotunda features prominently placed, realistic marble statues of two memorable Texas statesmen 
who contributed their surnames to big Texas cities: (L to R) Stephen F. Austin and Sam Houston.
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Looking down into the rotunda, the terrazzo 
floors tell the story of Texas’s dependence, 
independence and interdependence through 
inlaid flags that depict which authorities lorded 
over the state. Included as well is the flag that 
for a decade proclaimed Texas to be a sovereign 
nation, and the present-day emblem of state-
hood and Texan unity.

A word of advice: If you’re taking the visi-
tor’s tour, schedule a time when the legislative 
body is not in session — which is 19 months 
out of every 2–year cycle; they are on duty 5 
months out of that 2–year cycle.

With a lot on the lawmaker’s plates, it’s no 
wonder that The Texas Preservation Board 
has their work cut out and executed primarily 
during those 19-month breathers. That’s when 
all the major repairs are scheduled, with the aim 
and goal of being completed before they enter 
back into session.

In an interview with Chris Currens and 
Bob Cash – seasoned employees of the Texas 
Preservation Board, Mr. Cash noted that it is 
not the stone that demands the bulk of time 
and attention — rather it is everything that is 
attached to the stone that requires finesse and 
care, in order to stay functional and to maintain 
the standards of integrity and beauty as laid out 
by the designers.

The Capital Gets an Extension
The Capital Extension was a project taken on 

by the Texas Preservation board after a 1983 
fire wreaked havoc on the building, resulting 
in major structural damage, which led to some 
significant restoration projects over the course 
of the next decade. 

After a pragmatic review of the functionality 

“Texas” inscribed in the center of the circular 
construction mirrors the interior capital’s sky-
ward version — and the outdoor version also 
doubles as a drain.

A Great View of the Goddess of Liberty
A riveting design feature in the extension 

is that from the descending balcony that sur-
rounds the rectangular row of windows where 
there is a spectacular view of the exterior dome 
of the capital building, with the crowning statue 
at the apex of the original building.

The current statue is an aluminum replace-
ment some 1,000 pounds lighter and of less 
electrically conductive material than her Zinc 
predecessor — reasons that were the impetus 
for the State Preservation Board to have another 
goddess constructed. The original goddess of 
Liberty now stands proudly in one of the State 
Preservation Board’s other “wonders:” The 
Bob Bullock State History Museum.

Good People Doing Honest Work
 After paying the Board a visit to inquire 

about all things related to the capital, it was 
astonishing to note the scope of projects they 
oversee, from the capital building and exten-
sive grounds, The Bob Bullock State History 

of the building it was clear that overcrowding 
was occurring. In 1993, the re-opened capital 
had doubled in size and yet the historic North 
view was in no way harmed. That’s because 
the capital extension was built almost entirely 
underground.

This below ground construction is a hive of 
activity) where all the representatives, sena-
tors and staff services reside. You can view 
the throwbacks in design through the intricate 
terrazzo flooring, Sunset Red granite design 
features and accents.

When the capital extension was being 
designed, the team “was conscious of not mim-
icking the original design and creating an imi-
tation of the capital, rather they aimed to create 
a space that was dignified and that related very 
much to the original building, but wasn’t a 
theme park knock-off,” said Chris Currens. 

“Furthermore,” said Currens, “The terrazzo 
flooring in the underground extension was 
inspired by The Paige Brothers’ 1936 installa-
tion inside the original capital building that was 
installed to celebrate the centennial.” However, 
the underground wing is surprisingly inconspic-
uous from the street level. The minimalist give-
away is a large rectangular panel of windows, 
surrounded by shrubbery, which functions as a 
skylight to let in the abundant Texas sunlight.

Wait — isn’t Austin solid rock when you dig 
a little deeper?

Yes, in fact the spot chosen required a 65-foot 
dig into the limestone beneath the light cover-
ing of soil.

In honor of the original capital building, a 
bald rotunda was constructed — an outdoor ver-
sion of the rotunda sans its crowning top. The 
bald rotunda is open-aired and the gold-hued 

Museum, to the Governor’s mansion and many 
more sites and projects, with an emphasis on 
care and tending the extensive stone work. 

The folks interviewed exhibited a deep 
investment and sense of importance in their 
work. If you visit any of the sites they preserve, 
you may notice how impeccable the quality of 
workmanship truly is; you can see it in the wax 
polished floors, and the beautiful stone free of 
grime or residue, every surface tended with an 
observant eye and by hands that do not mind 
the dirty work. 

The Texas Capital is a living monument to 
the esthetic values and skilled workmanship of 
Texas’s stone masons and carvers; by its very 
nature it is a space that conveys the attributes of 
excellence and duty.

If you are drawn to Austin as a lover of stone 
or for its vibrant music scene and agreeable 
weather in the fall and winter months, pay 
the Texas State Capital a visit, as it is one of 
Texas’s many wonders. For more information 
visit  http://www.tspb.state.tx.us/.

Special thanks to Chris Currens and Bob 
Cash for taking time out of your busy schedules 
to meet and discuss the history and caretaking 
of the capital building.

The Artfully Pink Home of 
Liberty and Justice

Continued from page 16

The outdoor rotunda in the capital extension features a golden “Lone Star” centered on the bottom, 
surrounded by a proud “T-E-X-A-S.”

Above: The original terrazzo flooring, created in honor of the Capital’s centennial. Inset: The terraz-
zo flooring in entrance to the capital extension. Bob Cash noted that it is not the stone that demands 
the bulk of time and attention — rather it is everything that is attached to the stone that requires 
finesse and care, in order to stay functional and to maintain the standards of integrity and beauty 
as laid out by the designers.
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UHEAT announced today 
that Kevin McElroy, 
Nuheat’s current President 
has been appointed to the 

position of President and Chief Executive 
Officer effective, June 1, 2014.          

With the new addition of CEO in his title, 
McElroy will not only lead Nuheat’s opera-
tions in both the United States and Canada, but 
will now also be responsible for developing 
long term strategy and maximizing shareholder 
value.

“The Board made the decision to add the 
designation of ‘CEO’ to Kevin’s title after a 
review of his performance during his first year 
as President,” said Neil Johansen, Chairman 
of Nuheat Board of Directors. “This change 
reflects Kevin’s successful transition into the 
President role,”

Kevin’s career with Nuheat began almost 20 
years ago as Nuheat’s first, and only, sales-
person in a company of five employees. He 
subsequently served as Sales Manager, Director 
of Sales and Vice President of Sales. As Vice 
President, Kevin was the driving force behind 
Nuheat’s sales expansion, into the Northeastern 

US market and successful penetration of all 
North American markets. McElroy’s efforts 
developed Nuheat into what it is today—a 
company which employs over one hundred 
employees and is a market leader in the floor 
heating industry.

“I’m humbled by the recognition and oppor-
tunity to serve as Nuheat’s President and CEO 
and privileged to be leading a dynamic and 
energized team,” said Kevin McElroy. “Moving 
forward, my vision is to continue to foster a 
vibrant culture that attracts great people and 
build an iconic brand that defines its category.”

About Nuheat
Based in Vancouver, Nuheat - a Platinum 

member of Canada’s Best Managed 
Companies— is the leading manufacturer and 
distributor of electric floor heating systems 
and freeze protection products for pipes, roof 
& gutters and slab. Nuheat products have been 
included in such celebrated projects as the 
Shangri-La Tower in Vancouver, the Hyatt 
Grand in Aspen, the Plaza Hotel in New York, 
Montreal’s City Hall and will soon be included 
in the Canuck Place Children’s Hospice facility 
being built near Vancouver, British Columbia.

Kevin McElroy Appointed 
to President and Chief 

Executive Officer of Nuheat
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ONATHAN Mitnick, Vice 
President, CCS Stone, Inc., 
and managing partner of 
Marble Devices, USA, accept-

ed the Chairmanship of MIA’s Safety 
Committee during the committee’s 
semi-annual meeting at Coverings 2014.             

Mitnick takes over for current chair, Jim 
Nikolopoulos, Director of Operations at Walker 
Zanger, who will remain active on the commit-
tee following a two year stint as chairman.

MIA’s Safety Committee is made up of some 
of the most talented safety and operations 
managers in the stone industry. Ted Skaff, 
GranQuartz/Pearl Abrasive Co., will serve as 
Vice-Chair.

A charter member of the committee, Mitnick 
finds his new role both challenging and dis-
concerting, stating, “I’ve seen and heard of 
too many fatalities or near-misses that, when 
examined, could have been avoided had better 
operating procedures been in place. I feel this 
committee is helping to fill the need by devel-
oping and publishing best practices for the 
stone industry.”

Skaff added, “We have safety experts from 
twenty-two North American and multi-national 
companies sitting at the table. We are compet-
itors in the marketplace, but in these meetings, 
we work together for the safety and health of 
the people in the entire industry.”

Outgoing Chair Nikolopoulos reinforced 
Skaff’s statement saying, “The Safety 
Committee is a highly dedicated group of 
volunteers encompassing the distributor, equip-
ment and risk management sectors of the stone 
industry. Over the last several years, we have 

identified issues and provided seriously needed 
safety solutions for our industry.” 

Committee accomplishments over the past 
year include a “Health & Safety in the Stone 
Business” manual revised for Ontario, Canada 
(also available in French Canadian), a new Slab 
Clamp Safety video, and monthly toolbox talks/
safety meeting agendas. 

For more information on these and other 
safety related items, please see http://www.
marble-institute.com/education/safety.cfm.

MIA is 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.mar-
ble-institute.com.

MIA Safety Committee 
Leadership Change 

Announced

Jonathan Mitnick, new Chairman of 
MIA’s Safety Committee

A Proposal for the Record
Oklahoma man pro-
posed to his girlfriend 
while an officer tried to 
arrest him on two out-

standing warrants.
  

An officer spotted Justin Harrel of Elk 
City in a local park and discovered that he 
had outstanding warrants out of two counties 
for obtaining cash or merchandise by bogus 
check, according to court documents.

Police said Harrel resisted arrest at first.
“I advised Justin that he was under arrest 

and directed him to turn around and place his 
hands behind his back,” the officer wrote in 
his police report. “Justin said, ‘Steve, let’s 
talk about this. Give me five minutes.’”

When the officer took him into custody, 
Harrel explained that he was about to pro-

pose to his girlfriend. He asked if he could 
go ahead with the proposal.

The officer allowed Harrel to complete the 
marriage proposal, and Harrel’s girlfriend 
eventually said yes. Harrel then asked the 
officer to retrieve the engagement ring from 
his coat pocket and please give it to her.

The officer agreed, and proceeded to hand 
the ring to Harrel’s girlfriend.

In the end, Harrel was not cited for resist-
ing an officer.
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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

• Will not disColor in sUn liGht

Available at

Call 800-575-4401

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

 10849 Akemi® Everclear Knife Grade Adhesive, A+B, 1350 G $145.95 $107.95
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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!
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“Mad Scientist” devotes more than two 
decades of research and development to 

create a better polishing pad.
His greatest creation – TrifectaMate™ Technology – is changing 
the way fabricators polish stone.
And with good reason -- it saves 62.5% of labor costs and at least $49 on supply costs. 
Here’s how…

T im Zeng, a fabricator from Lincoln, Nebraska 
says these new pads, “…are the best I’ve used. 
Saves us 60% of polishing time and lasts twice as 

long as the previous pads.”

 Are we cRaZy?!
Our competitors thought we were crazy when we started selling 
fewer polishing pads to our customers. Not only did these pads 
cost less per set ($49.10 less per set), reports from the field told 
us they lasted longer too. 

However, it wasn’t long before the competition tried to copy 
what our “mad scientist” spent nearly two decades perfecting: a 
3-part, proprietary technology. A technology we’ve trademarked 
as TrifectaMate™ Technology. A technology that allows any 
fabricator to polish stone faster – with fewer steps. This saves 
labor and supply costs.

And while we’re not going to give away the secrets behind this 
new technology, I can give you a little insight on how all this 
money saving is possible.

How it’s possible – Part One…
The first thing that makes TrifectaMate™ Technology so remarkable 
is the fact that our scientists formulated a unique way to hold 
more diamonds in each pad. And more diamonds means the pads 
can do more work. Our technology goes way beyond the “White” 
resins others claim is the answer. 

How it’s possible – Part Two…
The second part of our TrifectaMate™ Technology is that we’ve 
discovered how to hold the diamonds longer as you use the pad. 
Most polishing pads lose their diamonds too quickly – before the 
diamond is used up. This results in shorter life. It can also mean 
loose diamonds from the larger grit pad left behind to scratch 
the surface in the next round of polishing. We’ve solved these 
problems. 

How it’s possible – Part Three…
Finally, the diamond selection process. Many manufacturers have 
the same quality of diamonds. What they may or may not have is 
the quality control to choose the right size and type of diamonds 
to create the perfect set of polishing pads. We have the technology.

The Result – The Viper 3-Step Pad
with TrifectaMate™

Thanks to TrifectaMate™ Technology, the Viper 3-Step Dry 
Polishing Pad saves fabricators $49 when they order a set of pads 
– compared to comparable 8-Step pads. And because there are 
fewer steps, each job is completed in 62.5% less time than with 
comparable 8-Step pads. 

Add in the fact that TrifectaMate™ Technology allows each pad 
to work harder for longer and the savings really begin to pile up. 
Best of all you don’t sacrifice quality. 

In fact, many fabricators who’ve already made the switch tell us 
the finished product may be even better. 

Best Uses for TrifectaMate™ Technology?
Because this proprietary technology saves so much time and 
works DRY, we believe you’ll find it ideal for job site installations. 
Still, once you get your hands on a set, you’ll probably want to use 
it everywhere.

30-Day Risk-Free Trial…
Order a set of the Viper 3-Step pads today and we’ll back them 
with our no-hassle, 30-Day Satisfaction Guarantee which says: “If 
you don’t love the way these pads perform, we’ll buy them back 
from you.” Not sure what could be more fair than that. 

Call 1-800-575-4401 to start your risk-free trial or place your 
order online at:  

www.Braxton-Bragg.com/Viper3StepDry

Check out the video at the link above for a demonstration of the 
Viper 3-Step Dry in action.

 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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 3-Step Wet/Dry  pads

www.Braxton-Bragg.com/Viper
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OSCH is the world’s first sup-
plier to enable the advantag-
es of inductive energy trans-
fer to be used with cordless 

tools. With the launch of its “Wireless 
Charging System,” Bosch is opening up a 
new dimension in charging technology 
and providing new ways to make working 
with cordless tools efficient, cost-saving 
and time-saving.          

“We are convinced that we can be just as 
successful with this pioneering achievement 
as we were with the first integration of lith-
ium-ion cells in a cordless screwdriver— a 
technology that was known prior to 2003 only 
from cellphones, but which 83 percent of all 
hand-held cordless power tools in Europe are 
now equipped with,” explains Henk Becker, 
member of the executive management of the 
Power Tools Division of Robert Bosch GmbH. 

Bosch will kick off the “Wireless Charging 
System” in autumn 2014 by launching the 
GAL 1830 W Professional battery charger and 
the GBA 18 V 2.0 Ah MW-B Professional 18 
volt lithium-ion battery onto the market. Bosch 
plans to add more system components as part 
of a long-term range expansion to the “Wireless 
Charging System.”

The Operating Principle of the “Wireless 
Charging System” from Bosch

The technology, which is used in other areas 
in devices such as charging stations for electric 
toothbrushes and recently also in cellphones, is 
based on contactless energy transfer. An alter-
nating magnetic field is generated in the trans-
mitter using a coil. The receiver also contains 
a coil which is penetrated by the alternating 
magnetic field. This induces a voltage and gen-
erates a current flow. 

In the case of Bosch’s “Wireless Charging 
System,” this means that the charger emits a 
magnetic field which is received by the bat-

Professional is exceptionally compact and cur-
rently the smallest charger available on the 
market for 18 volt lithium ion batteries. 

As with the battery, it also has “Wireless 
Intelligence,” an electronic system which 
ensures communication between charger and 
battery, starts the charging process and adapts it 
to the current state of the battery. This ensures 
that the battery is always optimally charged in 
every temperature range and has a long lifespan. 

The system solution also includes a frame 
which is especially suitable for stationary appli-
cations. It can be mounted on workbenches, 
shelves or other work surfaces, and serves as not 
only a flexible but also a secure holder for the 
charger, battery and tool. 

The GBA 18 V 2.0 Ah MW-B Professional 
from Bosch is a compact 18 volt battery which 
combines the advantages of the new technol-
ogy with those of the previous system. This 
2.0 Ah battery has a charge level indicator and 
is equipped with the tried-and-tested Bosch 
CoolPack technology which improves heat dis-
sipation. This and the fact that lithium-ion bat-
teries do not have memory effect have a positive 
effect on the battery’s lifetime.

Moreover, the battery is compatible with all 
Bosch professional power tools and chargers in 
the 18 volt class thanks to the “Flexible Power 
System.”

tery and transformed into charging current. 
However, the power transferred is more than 50 
times greater than that used in ordinary electric 
toothbrushes (one watt), in order to reach the 
same charging times as those provided by con-
ventional power tool battery chargers.

Advantages of the “Wireless Charging 
System” from Bosch

Professional tradespeople who use cordless 
tools are mobile, but always have to schedule 
time and remember to charge the energy source. 
An important application range of cordless 
tools is semi-industrial production, such as 
furniture manufacture, the electrical industry or 
vehicle construction.

Contactless energy transfer is especially ben-
eficial in these stationary applications, where 
it is considerably more cost-effective than 
conventional charging systems because it elimi-
nates the need for a second battery or expensive 
industrial charging stations.

The Bosch “Wireless Charging System” also 
offers users the following advantages:

• Greater user-friendliness and productivity 
because the batteries stay in the tool and can 
be parked on the charging station during every 
work interruption to charge them. Integrating 
charging into the workflow is very straight-
forward. The result is that the tools are always 
ready to be used.

• Complete flexibility because the inductive 
batteries within a voltage class continue to be 
compatible with all tools in that class.

• Very robust charging stations that no longer 
have contact points and are therefore durable 
against water, dust and dirt.

The First Components of the System: 
Charger and 18 Volt Battery

Bosch will begin the new era of the “Wireless 
Charging System” with the GAL 1830W 
Professional charger and the GBA 18 V 2.0 Ah 
MW-B Professional battery. The GAL 1830W 

Bosch ProService for Lithium-ion Tools, 
Batteries and Chargers

Bosch offers tradespeople purchasing the new 
system components of the “Wireless Charging 
System” — as with all lithium-ion batteries 
and chargers — a two-year service that extends 
beyond 24-month Pro-Service standard warran-
ty. Spare parts and wear parts are also replaced 
for free within this time period. The exact 
warranty conditions are available at www.
bosch-professional.com/warranty. 

The 24-month ProService applies to the entire 
professional lithium-ion cordless range from 
3.6 to 36 volts. All services are free within the 
24-month period.

The “Wireless Charging System” from Bosch offers users many advantages like greater user-friend-
liness and productivity because the batteries stay in the tool and can be parked on the charging 
station during every work interruption to charge them. Integrating charging into the workflow is 
very straightforward. The result is that the tools are always ready to be used.

Bosch “Wireless Charging 
System” for Professionals
Cordless Tools Will Now Always Be Ready to Use

Arrested Developments
ORTLAND, Oregon police 
arrested a homeless man 
who spent the night sleep-
ing in the back of a patrol 

car and then couldn’t get out.
  

Sgt. Pete Simpson said an officer was in 
the Southeast Precinct parking lot one morn-
ing when he heard someone yelling from an 
unattended police car. In the back seat was 
Ruben James Turner III, who told the officer 
he accidentally locked himself inside after 
deciding to sleep in the vehicle.

Unlike a regular car, the back seat of a 
patrol vehicle is a secure custody area and 
has no handle to get out.

“Once you shut that back door, you’re 
essentially in a cage,” Simpson said.

The precinct is not staffed 24 hours, so 
Turner couldn’t get rescued until morning. 
He tried, however, by writing “Help” with 
his finger in the window condensation.

Simpson said the police car had been acci-
dentally left unlocked, allowing access to 
the front seat, which has a lot of equipment. 
Turner rummaged through the glove box and 
unhooked the mobile data computer before 
heading to the roomier back seat.

Nothing was stolen, but the officer dis-
covered foam padding had been ripped from 
the headliner and around the plastic seats, 
said Simpson, who did not have a damage 
estimate.

The 30-year-old was booked into the 
Multnomah County Jail on charges of crimi-
nal mischief, criminal trespass and unlawful 
entry into a motor vehicle.

“It’s safer than a lot of places and perhaps 
more comfortable than cold, wet pavement,” 
Simpson said. “But it’s definitely not a place 
most people would seek to sleep.”

–––––––––––––––––
He Ain’t Heavy...

A woman who tried to break into a Colorado 
jail after demanding that she be arrested instead 
of her brother got her wish.

Twenty-year-old Monique Deshawn 
Armstrong was being held at the Mesa County 
jail, a day after authorities say she called 911 
to demand she be booked and her brother 
released. The Daily Sentinel reports her brother 
was arrested that Sunday night on suspicion of 
driving under the influence.

Sheriff’s officials say that soon after the call, 
Armstrong got past the chain-link and razor 
wire fence that surrounds the jail yard. They 
say she was found there throwing landscaping 
rocks at a jail window.

Armstrong asked to be arrested, and the 
deputies obliged.

A few hours later, her brother posted bond 
and was released.

Source: The Daily Sentinel, 
http://www.gjsentinel.com

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The “Husband Edge”
Y husband Ken and I own a 
small shop and showroom in 
San Jose, CA.  One of my (but 
not limited to) pet peeves 

with designers and architects is that 
they do not always take into consider-
ation how customers use the products 
we install for them with regard to edge 
profiles.    

 
An occupational hazard of owning our own 

business is that I check out surfaces and peo-
ple using those surfaces constantly. It used 
to drive my son crazy when we would be out 
somewhere and he would find me “petting” the 
countertop and seams!

For me, there is nothing more frustrating than 
going to a potential customer’s home to bid on 
bathroom surfaces and as we inevitably walk 
by the kitchen, asking the home owner, how 
did they like their countertops? I was shocked 
at the number of times I would look at kitchens 
with $5,000, $6,000, $7,000 or more worth of 
gorgeous stone and have a response of, “It’s 
alright.”  

Seriously? For me, if my customers don’t say 
they absolutely love their countertops, I have 
not done my job correctly. In fact, anyone who 
has done business with us will tell you I will not 
sell a customer a color they look at and deem 
“just alright.” If your appraisal of that choice is 
that it is “just alright,” we keep looking until we 
find one and they go, “Wow, I really like that 
one!” Now, that is the right choice.

In most cases when I asked a few more ques-
tions, it turns out that although achingly large 
amounts of time were spent picking out the 
stone, when it came to edge profiles, customers 
were generally shown a paper and told “pick 
one,” or hurriedly shown an edge board and 
told, “Point to what you want.” In my book– 
that’s a huge mistake.

At 4´–11-¼˝, (stop laughing!) I am very 
conscious of how an edge feels when I touch it, 
lean against it, or run my hand over it. I consid-
er the choice of an edge detail just as important 
as the choice of design or color.

Since I am the one who runs our showroom, I 
spend a lot of time with my customers on what 
I call “Countertops 101,” (more on this at a later 
date). Although I may allow a husband or boy-
friend to zone out when we are looking at col-
ors, discussing sinks, splash options, etc., when 
it comes to edges, they are drawn back into the 
conversation willingly, or on occasion, with 
a nudge in the ribs, (by me!) to pay attention!

Edges are more than just a passing detail. At 
our shop, I rarely sell fancy, upgraded edges. 
I do have an edge board which shows what’s 
available, if a customer specifically asks, but 
the displays in our showroom all have simple, 
clean edges. 

To me, an edge detail should be an almost 
extension of the countertop, helping to draw the 
eyes upward to the top surface, complimenting, 

but not competing with the countertop. My 
best example is a brochure from one of the 
very popular quartz manufacturers. The picture 
shows an extremely busy and bright-patterned 
color choice with an extreme 6cm Waterfall 
edge. The color and edge are in so much com-
petition with each other that neither can catch 
your full attention. It comes across heavy and 
disconnected. 

In our showroom, customers must touch, as 
well as aesthetically judge each edge. I believe 
an edge serves two purposes. The first is to 
compliment, but not take away from the coun-
tertop. Secondly, and even most importantly, 
an edge must prove the correct “feel” to the 
surfaces, based on how it will be utilized.

Our shop offers four standard edges, all 
priced the same. We feel it important a custom-
er choose their edge based on comfort level and 
what they like, and not because it is the cheap-
est. It is a package deal and both the edge and 
color/pattern must work together to provide a 
seamless and harmoniously final product.

An Eased edge seems to be most for that 
contemporary and “square” look. Although it 
does provide a “clean” line, Eased does not 
rank high on the “comfort” scale and has a 
definite sharpness to the touch. For customers 
coming in seeking that look, especially if they 
have children, I show them not only an Eased 
edge, but another not quite as square, and more 
comfortable to the touch.

A Double Roundover is another simple edge, 
which across the room provides that “thick, 
square” look people are seeking, but is softer 
to the touch then an Eased. My most popular 
is the 3/8˝ Double Roundover, top and bottom. 
Few shops out here I know of offer this edge, 
instead choosing only to offer the Eased. I do so 
many jobs with this edge that one of the other 
shops we are good friends with added it to their 

 Jodi Wallace
Special Contributor

edge offerings. 
For those with an island or peninsula who 

intend to have bar stools and want to be able to 
sit with a book or cup of coffee, or who have 
small children who will be leaning on the edge 
to do homework, the “Double Roundover” 
offers a simplistic square look but with a com-
fortableness to it that cannot be found with an 
Eased.

Our third offering is a Bevel. Although a bit 
sharp, the ¼˝ bevel offers a small accent and 
interest point to an edge, again without compet-
ing with the countertop itself, which should stay 
the focal point.

Our final choice is a Demi-Bullnose, the 
“softest” of our standard edges. Not to be con-
fused with a full Bullnose, which I only rare-
ly do in commercial applications, our Demi-
Bullnose has a ¾˝ radius on top, and is flat and 
polished on the bottom. Soft, smooth on both 
the top and bottom, it offers a simplistic look 
with a high comfort level to it. In the last year 
the amount of jobs I am doing with this edge is 
rivaling our Double Roundover. Why? Because 
I make my customers feel each edge, lean 
against it, take it for a test drive. 

This pertains to men in particular, who are 
usually left out of the edge discussion at other 
shops. Men tend to lean with their backs against 
a counter edge, the heels of their hand (or 
hands) putting their weight on the edge. (I can 
see all the men stopping to give thought to how 
they stand about now!) 

The taller the guy, the more he leans on the 
edge. Many times when I mention this, a wife 
will go, “Really? I haven’t heard of that,” and 
suddenly you can see the wheels in the hus-
band’s brain spinning as he says, “Yeah, I never 
thought of that, but you’re right.”  

At that point the guy becomes very engaged 
and starts walking around touching and eval-

uating all the edges. I have wives all the time 
turn and whisper, “I practically had to drag him 
here. I can’t believe this!”

I have started selling so many jobs with the 
Demi-Bullnose as the edge of choice that I 
jokingly told a couple a few months ago I was 
going to start referring to this as my “husband 
edge.” We laughed about it and I didn’t think 
much more of it. 

Several weeks later I was in LA getting ready 
for our daughter’s wedding when my husband 
(who was working the showroom) called me on 
my cell in a slightly irritated voice and asked 
me what exactly the “husband edge” was, as 
he had a couple standing with him that had 
come saying they had met with me previously 
and wanted the “husband edge” as their final 
choice. He (obviously) had no clue what they 
were talking about and since they couldn’t 
remember which one it was, he had to call me. 

It took me a minute to wrap my head around 
the question, let alone the answer, but when I 
realized what was going on I quickly told him 
what happened and why I had called it that. 
Considering the showroom was very busy at the 
time, I’m not quite sure he saw the humor in it! 

My motto is that I will put in whatever a 
customer likes, and when we leave, it is theirs 
to live with forever. But I also believe we are 
the educators of our customers. Just because it 
looks good in a magazine or website doesn’t 
mean it is the best choice for our customer.  It 
is up to us to make sure the final fit is perfect 
for their needs. That is the mark of a good shop.

Jodi Wallace is co-owner of Monarch Solid 
Surface Designs in San Jose, California. She 
may be reached at monarchssdesigns@aol.
com.

Ken and Jodi Wallace, Monarch Solid Surface Designs

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

Save more by getting 
Stone Shield!

Stone Shield™ 
Enhancer & Sealer 
Now Match the Edge to the 
Surface of Resined Stone.

MADE IN THE USA

Stone Shield Enhancer & Sealer brings out a deep, rich 
color in stone. Use it to get that wet-effect look for in-
door and outdoor applications. Apply it on polished, 
flamed, rough or sanded surfaces. Works well to 
disguise small scratches on surfaces. It seals surfaces 
against oil and water.

NEW!

WILL NOT

YELLOW
IN THE SUN!

• Enhances the natural look of granite, marble and travertines

• UV stable - Does not change color when exposed to the sun

• Offers a wet look indoors and outdoors

• Works as a stone color enhancer and a high quality sealer

 Item # Description MSRP OUR Price 
 46407 Stone Shield™ Color Enhancer & Sealer, 1 Quart $55.95 $44.49

HE Marble Institute of 
America has announced a 
call for candidates to serve 
on their Board of Directors.            

Here’s your chance to help lead the associa-
tion dedicated to enhancing the professionalism 
and success of the natural stone industry. MIA 
is currently seeking stone industry profession-
als to serve a five-year term (2015-2019) on 
its board of directors from the following zones:

• Zone 2: Mid-Atlantic: District of Columbia, 
Delaware, Maryland, New Jersey, Pennsylvania, 

NDUSTRIAL diamond: Any 
diamond that is designated 
for industrial use, principally 
as a cutting tool or abrasive.             

In general, industrial diamonds are too badly 
flawed, irregularly shaped, poorly colored, or 
small to be of value as gems, but they are of 
vital importance in the modern metalworking 
and mining industries. Their utility stems from 
the fact that diamond is the hardest natural sub-
stance known.

Industrial diamonds can be mined from natu-
ral deposits, or they can be produced syntheti-
cally. Among the naturally occurring diamonds, 
three varieties exist: ballas, bort, and carbona-
do— which is primarily the type of industrial 
diamond used in stone-cutting and polishing.

Ballas, or shot bort, is composed of concen-
trically arranged, spherical masses of minute 
diamond crystals. Ballas is extremely hard, 
tough, and difficult to cleave. Principal sources 
are Brazil and South Africa. Brazilian ballas is 
said to be the harder of the two.

Bort is a gray to black massive diamond, 
the color of which is caused by inclusions and 
impurities. The name is also applied to badly 
colored, flawed, or irregularly shaped diamond 
crystals that are unsuited for gem purposes. 
Drilling bort is composed of small, round 
stones averaging 20 to the carat and is used in 
diamond drill bits. Crushing bort, the lowest 
grade of diamond, is crushed in steel mortars 
and graded into abrasive grits of various sizes; 
75 percent of the world’s crushing bort comes 
from Congo (Kinshasa). Its chief use is in the 
manufacture of grinding wheels for sharpening 
cemented carbide metal-cutting tools, but it also 
is used as loose grains suspended in oil or water 
for lapping and polishing.

Virginia, and West Virginia – Jonathan Zanger, 
Walker Zanger, currently holds this seat.

• Zone 4: Midwest: Iowa, Indiana, Illinois, 
Kansas, Kentucky, Michigan Minnesota, 
Missouri, Nebraska, North Dakota, Ohio, South 
Dakota, and Wisconsin – Dan Rea, Coldspring, 
currently holds this seat. NOTE: Dan will 
remain on the board in 2015 to serve as MIA 
President.

Nominations are being accepted until 
August 31, 2014. You can make a difference! 
For more information, go online to: www.mar-
ble-institute.com/about/board.cfm.

Carbonado, known in the trade as carbon, is 
black opaque diamond. It is as hard as crys-
tallized diamond but less brittle, and, because 
its structure is slightly porous, it has a lower 
specific gravity (3.51 to 3.29). Carbonado 
has no cleavage and therefore is valuable for 
use in diamond-set tools. It usually occurs in 
small masses in the diamond-bearing gravels 
of Bahia, Brazil, and in Borneo, but it is also 
found in the Central African Republic and in 
Siberia. 

Rock-coring drills, widely used in explor-
ing for new mineral deposits, are made by 
mounting diamonds around the rim of a hollow 
metal drill crown. Other important applications 
include saws for cutting rock and other hard 
materials, lathes and other types of cutting 
tools, glass cutters, phonograph needles, hard-
ness testers, and wire-drawing dies.

Source: Encyclopedia Britannica Online, 
http://www.britannica.com

MIA Board of 
Directors Nominations - 

2014 Call for Candidates
2015-2019 Term on the MIA Board of Directors

Did You Know...
Where Do Industrial Diamonds 

Used for Cutting Stone Come From?

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Color Enhancer & Sealer
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800-575-4401  •  www.braxton-bragg.com

Bullet Proof ® Apron DELUXE

NEW

DESIGN!

Now Available from

TISE East, which encompasses three shows, SURFACES | StonExpo/Marmomacc Americas | TileEx-
po, will be held October 19-22 at the Miami Beach Convention Center in Miami Beach, FL.   Over the 
course of four days, attendees will have the opportunity to attend over 50 top-notch educational ses-
sions, on-floor demos, networking events, certification programs, off-site tours and view thousands 
of products, tools and technology on display in two exhibit halls. The revamped education program 
includes over 50 educational sessions targeted to specific audience segments – architect, builder, 
designer, retailer/dealer, fabricator, installer, distributor and care/maintenance/restoration. 

ITH the October launch 
of The International 
Surface Event East (TISE 
East) fast approaching, 

Hanley Wood Exhibitions is gearing up 
for the one and only floorcovering, 
stone and tile show on the East Coast 
in 2014.    

TISE East, which encompasses three shows, 
SURFACES | StonExpo/Marmomacc Americas 
| TileExpo, will be held October 19-22 at the 
Miami Beach Convention Center in Miami 
Beach, FL.  Over the course of four days, attend-
ees will have the opportunity to attend over 50 
top-notch educational sessions, on-floor demos, 
networking events, certification programs, off-
site tours and view thousands of products, tools 
and technology on display in two exhibit halls.

“Our partners have been requesting a fall 
show for several years and with the economic 
recovery clearly underway, we are confident 
TISE East will attract a brand new audience 
which will translate into new business for 
exhibitors,” said Dana Teague, Vice President, 
Hanley Wood Exhibitions. “The industry has 
become accustomed to manufacturers introduc-
ing new products at the January show. TISE 
East will give buyers the chance to evaluate 
which new products are performing and allow 
them to adjust their inventories and merchandis-
ing strategy accordingly.” 

The TISE East sales team reports strong 
interest from exhibitors for all three shows. A 
partial list of participating major manufacturers 
confirmed include Bedrosians, Blick Industries, 
BMC Flooring, Breton SpA, Carpet Express, 
Inc., Dream Weaver, GranQuartz, International 
Wholesale Tile, Kane Carpet, Weavemasters, 
Lackmond Products Inc., Machine Tech 
Enterprises, MAPEI, Miracle Sealants Co., 
Northwood Industrial Machine, Park Industries, 
Regent Stone Products, Inc., Stanton Carpet, 
The Max Windsor Group and USG.

The TISE East Advisory Council, comprised 
of industry veterans representing every facet of 
the flooring, stone and tile industry, met with 
Show Management in February to offer insight 
on industry trends, hot topics and provide feed-
back on a new education program format, 
show hours, networking events and other show 
features.   

In response to increasing demand for continu-
ing education and industry certifications, show 
hours have been adjusted to allow both exhibi-
tors and attendees the opportunity to take advan-
tage of a newly revamped education program 
which provides for more interactive learning.   

TISE East exhibit hours are 1:00 pm – 6:00 pm 
on Monday, October 20 and Tuesday, October 
21 and 10:00 am – 3:00 pm on Wednesday, 
October 22.  Education will be offered  from 
12:30 pm – 5:30 pm on Sunday, October 19, 
8:00 am – 1:00 pm on Monday, October 20 and 

Tuesday, October 21 and 8:00 am – 11:00 am on 
Wednesday, October 22.

The revamped education program includes 
over 50 educational sessions targeted to specific 
audience segments – architect, builder, designer, 
retailer/dealer, fabricator, installer, distributor 
and care/maintenance/restoration. A large num-
ber of sessions will qualify for credits with AIA, 
AIBD, IDCEC (ASID, IDC, IIDA) and IICRC.  
Education program highlights include the 140 
Under 40 Emerging Professionals Luncheon, a 
round-table networking event featuring some 
of the industry’s most influential insiders, an 
Interior Trends & Merchandising Workshop, 
which will give participants the hands-on 
opportunity to create window displays live on 
the show floor and an Architect & Designer 
Hospitality Tour, showcasing the innovative 
use of building and design product at two luxury 
award-winning Miami Beach hotels.

Walk & Talk Sessions incorporating tours of 
the show floor will utilize the exhibit hall as a 
classroom, allowing attendees to gain perspec-
tive from industry experts with three different 
areas of emphasis – Equipment & Tooling, 
Luxury Trendspotting Floorcovering and In Our 
Green Shoes: An Eco-Agenda.

“Our goal since we began working with our 
partners, sponsors and endorsers on planning 
TISE East has been to create a unique trade 
show experience that allows attendees to take 
full advantage of educational offerings, cer-
tifications and networking in addition to the 
exhibits,” conveyed Teague. “We will continue 
to invest in offering top-notch educational pro-
gramming as our research indicates ongoing 
education is critical to maintaining a competi-
tive advantage for both buyers and sellers.”

Complimentary on-floor education and 
demos can be found in The CAGE, Cleaning & 
Restoration Pavilion, Tool Alley and the Social 
Learning Lab, where attendees are encouraged 
to “BYOD” – Bring Your Own Device to learn 
everything you need to know about social media. 
Other show features include Artisan Avenue, 
Marmomacc Pavilion, Product Marketplace, 
Stone Pavilion and StoneLIVE Stadium.  

In addition, the International Concrete Repair 
Institute (ICRI) will be offering installers 

Concrete Slab Moisture Testing Technician 
Certification, the Stone Fabricators Alliance 
will present Maximizing Margins – a workshop 
focused on hard-hitting strategies to increase 
profits straight from experienced business own-
ers and The Experience will conduct a Retailer 
Symposium: Get it Right! – New Products, 
Troubleshooting Problems Onsite, Selling Skills 
and Hiring Your Own Inspector.

Complimentary education sessions offered by 
the Marble Institute of America (MIA) include 
a Stone Industry Town Hall Meeting: Let Your 
Voice Be Heard, Sustainable Natural Stone – 
An Introduction to NSC 373 and Navigating 

an Onsite Safety Consultation to Meet OSHA 
Requirements. MIA will also be hosting Women 
in Stone Connection Conference on Sunday, 
October 19 from 1:00 pm – 6:00 pm.

In case you thought Miami was going to be 
all work and no play, a Progressive Happy Hour 
event will take place Monday and Tuesday from 
4:00 – 6:00 pm on the show floor. What’s a new 
show launch without a party to celebrate?  

Exhibitors and attendees are invited to the 
TISE East Launch Party by-the-Pool, Monday, 
October 20 from 6:30 pm – 8:30 pm. Guests will 
enjoy complimentary beer and wine, heavy hors 
d’oeuvres, music and networking by the pool 
at the iconic Delano hotel, a not-to-be missed 
event showcasing the best of Miami Beach 
nightlife. Tickets are $50/early registration, $75/
regular and $100/onsite.

Education sessions require pre-registration. A 
complete schedule of the TISE East education 
program will be available mid-July.  

For more information on The International 
Surface Event East, visit www.TISEeast.com.   

To take advantage of discounted hotel rates at 
TISE East which include complimentary shuttle 
service to and from the show, visit www.tphous-
ing.com/theintlsurfaceevent.com.

The International Surface Event Gears Up 
for East Coast Trade Show
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HE Marble Institute of 
America (MIA) and several 
industry sponsors are hosting 
a Women in Stone Connection 

Conference at Surfaces East trade show 
in, Miami, Florida on Sunday, October 
19, 2014.          

“The most important part of business, no 
matter what sector of the industry you are in, 
is connecting with people. This conference will 
discuss the process of building relationships 
with customers, colleagues, and co-workers. 
Each item on the agenda will focus on the 
opportunities and challenges that exist because 
we are women.”

• Learn how to take advantage of your assets 
to make your way in the business world.

• Review current building industry statistics 
and how key demographic factors affect your 
customer’s decision to buy.

• Discuss factors that affect women in the 
stone industry including working with family 
members and managing men.

• Assess your personal leadership style and 
find out how to present information about ideas, 
products and/or services in a manner that is 

most engaging to those with a different interac-
tive style than your own.

“This event is a must-attend.”
– Brie Pfannenbecker, Connecticut Stone 

Supplies
“This initiative is an avenue for women to 

learn how others operate in their respective 
businesses and allow peer to peer advice and 
support to be shared between professionals.”

– Jennifer Sayles, TexaStone Quarries
“This is an exciting initiative that has lots 

of positive energy and momentum to become 
a resource for women to broaden perspective 
(personal) through meaningful strategic con-
nections at any level of their career so they 
can reach their full potential and accelerate or 
enhance their career growth.”

– Kathy Spanier, Coldspring
Registration for this event costs: $99 MIA 

Member Registration, $149 Non-Member 
Registration. Corporate partners include The 
International Surface Event, Polycor, and Texas 
Stone Quarries.

For more information or to register visit to the 
MIA website, and follow the links under Take 
Action/Assist with  Women in Stone Initiative: 
www.marble-institute.com

MIA Women in Stone 
Group Hosting Connection 

Conference at StonExpo East

Just Kidding Around

The Music Man

UTHORITIES say a toddler 
has been reunited with his 
mother after employees 
found him playing inside a 

claw crane machine at a Nebraska bowl-
ing alley.
  

Lincoln police say a 24-year-old woman 
called 911 one afternoon because her 3-year-
old son was missing from her apartment.

Employees at the bowling alley across the 

NE member of the Kennedy 
Elementary School band 
in Dubuque, Iowa brings 
a certain maturity to his 

playing.
  

That’s because Tony Boland is a 
79-year-old flute player.

Boland asked 
about joining the 
fifth graders in 
the band after 
volunteering at 
the school, which his 
grandchildren attended, 
for more than a decade. He 
helps children with their reading, 
noting he recalls struggling with his 
reading as a child.

He started playing the flute a number 
of years ago, when his wife suggested 
getting rid of their daughter’s flute.

Boland knew that his progress would 
be slow unless he played with others.

“When you play alone, it’s not as fast 

street meanwhile called police to say a small 
boy was playing with stuffed animals inside 
the coin-operated machine.

It was unclear how the boy ended up inside 
the claw crane machine. A representative 
from the vending machine company let him 
out and he was reunited with his mother a 
short time later. He was not hurt.

Police say the mother was not cited because 
she quickly reported that her son was missing 
and there were no indications of neglect.

when you’re playing in a band,” he told the 
Telegraph Herald.

Band director Brian Enabnit thought 
Boland would make a terrific addition to 
the band.

“He’s great. He’s encouraging to 
the students around him,” Enabnit 
said.

Boland practices with the stu-
dents weekly and performs with 
them regularly, including at the 
Dubuque Community School 
District’s Band Festival.
Fifth-grade student Courtney 

Less has been impressed by her 
older classmate.

“He’s kind of a more experi-
enced player,” Courtney said. 
“All of us are messing up, but 
he doesn’t.”

Source: Telegraph Herald, 
http://www.thonline.com

In this April 14, 2014 photo provided by Rachelle Hildreth, a 3-year-old boy plays with stuffed 
toys inside a claw crane game machine at a bowling alley in Lincoln, Neb. Police say a 24-year-
old woman called 911 that Monday afternoon because her son was missing from her apartment. 
Authorities say the toddler was reunited, unharmed, with his mother after employees found him 
inside the coin-operated game. Photo: Courtesy Rachell Hildreth, AP

Women In Stone Reception during Coverings 2014, held in Las Vegas, NV April 29 – May 2.

Brenda Edwards
TexaStone Quarries

Jaqueline Tabbah
International Stoneworks

Allyson Humphries
Walker-Zanger

Kathy Spanier
Coldspring

Sarah Kelly
Marble Institute of America

Kim Dumais
Miller-Druck
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HERE are 3 basic categories 
of stone surface finishes. We 
have covered these in some 
limited detail in previous 

sliPPery rock articles.            

There is of course polished, which everyone 
should know the definition of by now. That 
leaves the other two categories of honed and 
textured, both of which have many subgroups. 

Honed
Honed materials are becoming very popular 

here in the USA. They have always been the 
norm in Europe. In fact, those of you who have 
been to Europe know that most of the stone 
there that is subject to traffic, maintenance, or 
the elements, is honed. This of course is for 
many logical reasons.

Honed stones can be anywhere between 120 
grit at the lower level and 800 grit at the upper 
level, depending on who you ask. Just like with 
many other professions, if you ask 10 fabri-
cators or restoration contractors what a hone 
is to them, you may get 10 or more different 
answers. For me, I define the following catego-
ries as 120 grit and lower as grinding, 120 grit 
through 800 grit as honing, and higher than 800 
grit as pre-polishing and polishing. Of course, 
that is my opinion.

Honed stones are normally much easier to 
maintain. Depending on the level of the hone, 
foot traffic can actually improve the patina. 
Remember, foot traffic abrasion can be equated 
to between 200 grit and 400 grit. If you have a 
180 grit hone then the traffic lanes could very 
likely have a higher patina (sheen) than the rest 
of the floor. An additional benefit of honing is 
that etching may not be as noticeable on honed 
surfaces as it is on polished surfaces.

As we have discussed before, the level of 
hone controls how much of the stone’s color is 
present as well as how much patina or reflection 
the material has. The higher the hone, the more 
color and reflectivity the stone will have.

Of course one of the drawbacks is that the 
material will have more surface area and there-
fore more open and interstitial pores exposed.  
This can lead to contaminants entering the 
stone easier, causing more staining. For this 
reason, it is almost always recommended to 
sealed or impregnate honed materials to help 
prevent contaminant penetration and staining.

Another issue may be honing marks or swirls. 
This can be from the abrasives on the line 
machine at the tile production plant or even 
if the stone has been honed in place. Honing 
powders and/or diamond impregnated buffing 
pads can help alleviate this issue to help assure 
a consistent looking surface.

Textured   
Textured stone is another surface finish that 

has many subcategories. For instance, flamed 
granite and natural cleft slate are two well-

enhanced, or sealed. These choices offer natural 
appearance, color enrichment, and gloss. 

Slates, limestones, sandstones, and other sim-
ilar materials can be subject to freeze/thaw, 
efflorescence, and delaminatizon issues due to 
water related factors. Therefore by protecting 
the stone from water penetration, these issues 
should be reduced or avoided altogether.   

Of course textured materials, as a rule, aren’t 
generally refinished. There are exceptions such 
as re-flaming granite but this is a very special-
ized procedure when done in place. So when the 
material is smoothed due to traffic or weather 
wear, the affected area can only be repaired by 
replacement. It is therefore important to imple-
ment proper maintenance procedures to ensure 
the natural beauty and life of the material. 

Both honed and textured materials should 
be protected from foreign contaminant and 
water penetration by use of impregnators or 
sealers. Daily maintenance should be conducted 

known textured materials. There are many ways 
to texture stone such as sand blasting, chiseling, 
bush hammering, splitting, and so on.   

I define textured as a rough or uneven sur-
face. It does not matter how rough, just so long 
as it is uneven. Tumbled, antiqued, and leath-
ered surfaces are in this group as well. 

These surfaces are used for many reasons. 
Among these are slip resistance and contrast. 
You will see flamed granite used through-
out the north and northeast sections of the 
USA because of the slip resistant properties. 
Architects use both honed and textured mate-
rials as contrasts to polished stone and other 
materials.

Textured material has even more surface 
area so therefore more open and interstitial 
pores are exposed. This of course means that 
textured materials are subject to staining more 
so than other finishes. Textured materials are 
always recommended to be impregnated, color 

with the use of a quality stone soap or neutral 
cleaner. Stone soap will not only clean but add 
additional protection from penetration by con-
ditioning the stone. This will also keep colors 
brighter. Neutral cleaners are used for textured 
materials that have been sealed with a topical 
coating.

Of course there will be other products that 
are necessary for heavily soiled material or for 
specific purposes. A good relationship with a 
knowledgeable distributor is your best resource 
for these situations.

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.

Restoration & Maintenance Corner
Honed and Textured Stone

Bob Murrell 
Special Contributor

Honed white marble bathroom.

New crab orchard sandstone installation. Recommended protection with 
impregnator or color enhancer.

Combination of flamed granite with polished granite and marble for 
contrasting effect.

Exterior slate with some efflorescence coming from grout. Impregnation 
of stone and grout should retard the water penetration and therefore the 
salt migration to the surface.

Photos courtesy of Bob Murrell
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OUGH new sustainabili-
ty standards for natural 
stone were announced by 
the Natural Stone Council, 

which commented that the new standard 
would level the playing field between 
man’s oldest building material and other 
building components.           

The product of nearly five years in the 
development stage, the new standard, called 
“ANSI/NSC-373, Sustainable Production of 
Natural Dimension Stone” will allow quarriers, 
processors and fabricators of natural stone who 
consistently meet or exceed the standards to 
label and promote their stone products as “cer-
tified Genuine Stone®.” The associated Chain 
of Custody standard is a companion document 
that tracks the material as it moves from the 
quarry through manufacturing and through the 
supply chain to the ultimate destination, includ-
ing the job site or the end user. Distributors can 
obtain certification under the Chain of Custody 
protocols.

The standards were unveiled at the 2014 
American Institute of Architects Convention at 
McCormick Place in Chicago.

“Since the architectural/design community 
has been leading the way in the move to more 
green building and has been eagerly awaiting 
this development by our industry, it was only 
natural to announce our new standards in this 
venue,” said Moe Bohrer, Chairman of the 
Natural Stone Council. The NSC is made up 
of a dozen stone industry trade organizations.

“Natural stone was used as a key building 
material long before architects were employed 
to design them. If you travel the world and see 
some of the magnificent structures made of 
stone still standing after hundreds of years, it’s 
quite obvious there is nothing more durable and 

versatile than stone,” Bohrer said. “But today, 
sustainability means more than just having a 
long and useful lifespan, though that is still 
important.

“Accounting for the sustainability of natural 
stone now encompasses how the stone is quar-
ried, processed and transported and how its use 
impacts the facilities, environments and people 
who work with it. The entire process of deter-
mining a product’s sustainability is part of the 
growing and global green building movement,” 
he said.

According to Duke Pointer, Executive 
Director of NSC, the new standard establishes 
well defined metrics for environmental, eco-
nomic and social responsibilities. He said it was 
designed to be recognized by green building 
market drivers as indicators of leadership of 
sustainability performance.

“In the end, the standard was built to assure 
architects, designers, building owners and the 
consuming public that the stone that’s brought 
from next door, around the country or across 
the world is coming in a manner that minimizes 
how it affects the environment.”

Pointer explained that the standard covers 
nine facets of a quarrier and fabricator’s opera-
tion with an optional element called innovation. 

The nine required facets include:
1. Water usage and recycling 
2. Custody and transportation 
3. Site and plant management 
4. Land reclamation and adaptive use 
5. Corporate governance
6. Energy usage and conservation
7. Management of excess process 
  materials and waste
8. Safer chemical and materials management
9. Human and health considerations

New Sustainability 
Standards Announced for 

Natural Stone

Anchors Aweigh
XPERTS will examine an 
anchor recovered from 
Puget Sound north of 
Seattle to determine if it 

was from one of the earliest ships to 
explore Northwest waters.  

The anchor was found six years ago 
by sea-cucumber diver Doug Monk, who 
formed Anchor Ventures with amateur his-
torian Scott Grimm to bring it to the sur-
face. It was in Admiralty Inlet off Whidbey 
Island.

The Seattle Times and the Peninsula Daily 
News report the 900-pound anchor might be 
the one lost by the HMS Chatham, a Royal 
Navy survey brig. The ship accompanied the 

HMS Discovery as British explorer George 
Vancouver charted the West Coast in 1792.

The anchor was taken to the Northwest 
Maritime Center in Port Townsend. It will 
be prepared for shipping to Texas A&M 
University in College Station, Texas, where 
experts will try to determine whether it’s 
really the anchor lost 222 years ago.

Continued on page 32
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The Varmint County Chronicles “Boomer” Winfrey
Varmint County Correspondent

NOTHER Varmint County 
Fourth of July has come and 
gone, this year with remark-
ably little in the way of 

madness and mayhem and only minor 
destruction of public property.  

Part of the reason for this may be that the 
annual Haig-Hockmeyer free-for-all was a 
mite toned down this year, what with about 
half the young men from each clan already 
in the hospital by the time the holiday came 
around.

Amazingly, Varmint County has been bitten 
by the “futball” bug, with many of the younger 
generation riveted to their televisions to follow 
the efforts of Team USA in the World Cup. 
Somebody, Toadie Hockmeyer, I believe it 
was, suggested that the younger Haigs and 
Hockmeyers should play a soccer game at 
the annual July Fourth gathering in the Lower 
Primroy fairgrounds.

“I watched a little of one of them soccer 
games and that game gets pretty rough. It 
would be a good substitute for the annual 
fistfight and free-for-all this year, seein’ as 
how the whole country is watching those 
games,” Toadie suggested at a planning meet-
ing of the Varmint County Independence Day 
Celebration Committee.

The committee liked the suggestion, but 
there was one minor flaw – most members 
of the Haig and Hockmeyer clans had never 
played soccer, had no idea what the rules are 
and even less idea about strategy. Penny Haig 
was asked if she would help out by coaching 
the Haig team, but she declined.

“I played a little soccer in college; it’s 
like playing American football at full speed 
without pads, or playing basketball without 
calling fouls. You throw in young Haigs and 
Hockmeyers on the same field and there’s 
bound to be multiple fatalities,” Penny predict-
ed. “I don’t want any responsibility for that.”

The two clans finally found a coach who 
was familiar with the game. Elbierto “Pancho” 
Pontaza, who operates the “Real Enchilada” 
Mexican restaurant over in Pleasant View, 
agreed to show the Haigs and Hockmeyers a 
few of the basics of the game in a scrimmage 
on the Sunday before the Fourth. 

The two teams gathered at Pleasant View’s 
Virgil “Buck” Snort Memorial Athletic Field, 
which is soon slated to become the Chinese-
owned Great Wall Water Park in the newly-re-
named town of Confusion, Tennessee.

Pancho recruited two of his cousins to serve 
as officials for the scrimmage. Ten minutes 
into the game, the two had handed out six 
red cards, five yellow cards and banned one 
Hockmeyer for life after he assaulted both 
officials, his own coach and a hot dog vendor 
in the strands.

Twenty minutes later, the scrimmage had to 

be called because there were only six able-bod-
ied players left on the field and both officials 
had run away. Most of the players were still in 
the hospital over in Burrville on the Fourth of 
July, leaving the annual free-for-all short-hand-
ed this year.

While the free-for-all was rather toned down, 
that did nothing to interfere with the July 4th 
festivities. This being an election year, pol-
iticians were all over the place, handing out 
free cotton candy and free ice cream as well 
as cards, pencils, nail files, guitar picks and 
anything else that could be made cheaply with 
a candidate’s name printed on it.

Lawyer Philbert McSwine, running for 
Sessions Court Judge, even handed out “20 
percent off” discount coupons for Smiley’s 
Bail Bonds, despite some suggestions that this 
might in fact be a conflict of interest since 
Philbert would end up setting the bail.

The big topic of conversation this election 
year has nothing to do with the candidates run-
ning for office, however, but centers around the 
identity of the “Sign Vigilante.”

Election year always brings a multitude of 
political signs, some as big as billboards, to the 
roadsides of the county. This year, however, 
the signs have grown larger than ever thanks to 
the growing popularity of photo signs featuring 
not only the candidate’s name and office being 
sought, but a life-sized, full color likeness of 
said politician.

Sign wars have always been a part of the 
election year culture around here, with various 
candidates’ supporters vandalizing or stealing 
the opponent’s signs. Sometimes candidates 
have gone to great lengths to combat the van-
dalism. Who can forget “Fortress Clyde,” the 
strategic spot at the intersection of Stinking 
Creek Road and Highway 43 where Clyde 
Filstrup Junior placed two billboard-sized 
signs when he ran for County Mayor. 

Clyde beat other candidates to this prime 
sign location, but his signs kept getting van-
dalized.

Clyde tried everything, replacing the dam-
aged signs and erecting a barbwire fence only 
to have the vandals return with wire cutters. 
He then hired a night watchman to guard the 
signs, but the watchman fell asleep, to awaken 
later with the signs gone again and his car 
spray-painted with the slogan “Vote for Clyde 
Junior. He’ll be the last to let you down” 
(Clyde is also the local mortician).

Finally, Clyde himself spent a week on stake-
out duty, hiding in the woods across the road 
to catch the vandals red-handed. They never 
showed up, contented to have completely dis-
rupted Clyde’s campaign activities for a week 
right before the election.

This year someone has been serving as an 
equal-opportunity sign vandal, defacing every 
politician’s sign and billboard in the county in 
an apparent protest against the roadside clutter. 

Folks have started calling the perpetrator the 
“Sign Vigilante” and he or she has become an 
overnight celebrity and folk hero of sorts to all 
of the citizens weary of the political posturing.

Unlike previous acts of vandalism where 
candidate’s signs were stolen, burned or ripped 
apart, the Vigilante exhibits a flair for creativ-
ity. 

The posters for Stephanie Bandit Potts, run-
ning for Sheriff against her husband, incum-
bent Sheriff Hiram Potts, were all spray paint-
ed with the word “Sexy” above her likeness. 
Some of her other signs had the words “For 
a good time call:” sprawled above her name. 
Hiram, who got caught stepping out on his 
wife, saw his signs all emblazoned with “My 
Cheatin’ Heart” and a big red, broken heart 
drawn above his name.

Poor old Stony Young, running for county 
commission over in Stinking Creek, had all 
of his posters emblazoned “Get stoned with 
Stony,” in apparent reference to his convic-
tion for marijuana cultivation back in the 
1980s, while State Representative Toony Pyles 
had “Toony” scratched out and replaced with 
“Petunia,” which angers her no end since her 
name is Abrigail, not Petunia.

Practically every poster or sign with a like-
ness of the candidate anywhere in the county 
has some sort of “enhancement,” from the 
prison bars drawn in front of commission 
candidate Rufus Starret to moustaches on the 
faces of Commissioners Mary Ann Botts and 
Belinda Bandit. 

The likenesses of former School 
Superintendent Will U. Reade, running for 
school board, all sport a dunce cap while on 
most of the signs showing Sheriff Hiram Potts’ 
face, his left eye sports an eye patch while a 
parrot is drawn on his shoulder. 

Nobody has a clue about the Sign Vigilante’s 
identity, but one sign in particular has cast 
suspicion on Cleotis “Rembrandt” Huckaby, 
the art teacher at Varmint County High School. 

That particular sign, for Elizabeth Pinetar, 
who is running for the Public Defender’s 
office, is a true work of art. Elizabeth is a dark-
haired, somewhat austere-looking woman. The 
Vigilante took some extra pains with one of her 
billboards across from the high school voting 
precinct, re-drawing her face to be almost a 
perfect image of the Mona Lisa, complete with 
the tight-lipped smile.

“I don’t understand why nobody has caught 
Cleotis yet,” Clyde Filstrup Junior commented 
at Doc’s weekly poker game. “If he tries that 
stuff on my signs when I run for County Mayor 
again in two years, I guarantee you I’ll catch 
him in the act.”

“Son, I hate to break it to you but if you 
put your face on a campaign sign, anything 
the Sign Vigilante does to it will have to be 
an improvement,” Doc replied to a chorus of 
laughter.

A Typical Varmint County 4th – Soccer Casualties, Politics and a “Sign Vigilante”
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The Slippery Rock Classifieds

Join Us Each Month!............................
www.slipperyrockgazette.net 

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

September 2014 Tuesday, August 5, 2014

October 2014 Tuesday, September 2, 2014

November 2014 Tuesday, September 30, 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.

_____________ 

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.

_____________ 

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.

_____________ 

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

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

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

• Scratch Pro Auto Paint Repair Kit, $19.95 • #2770 Talon 1-3/8 CNC 

Core Bits, 4 for $100 • Flex LW1503 demo unit, $150 • Viper 1-3/8˝ 

Freehand Core Bit only $10 each • Scorpion 3˝x2˝ Vanity Drums,  

60-1,800 Grit- Call for Closeout Prices • Talon Array 12˝ Bridge Saw 

Blade only $99.98 • #41338 Talon Continuous Rim 8˝ Tile Blade, 

$15.98 and #41339 Talon Continuous Rim 10˝ Tile Blade, $21.48

gained in this class will make you 
more profitable in two ways. First, 
you will now be able to repair blem-
ishes or mistakes that might otherwise 
require you to discard a stone or piece 
of stone. Second, you will now be able 
to offer restoration 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
Transportation to/from Braxton-
Bragg and the hotel is not provided.
For more info and to reserve your 
spot, contact Kurt Alexander, toll-

Help Wanted

Experienced Stone Restoration 
Worker. Marble Tec Systems is 
seeking a full-time working fore-
man for residential and commercial 
projects. Must have extensive expe-
rience in stone restoration including 
polishing, honing and cleaning using 
floor machine, as well as sealing, and 
repairs of marble and other natural 
and engineered stones. Compensation: 
Full-Time Hourly Wage. Please con-
tact Bob at 303-390-0454 or bob@
marbletecsystems.com. 

_____________ 

Installation Team. Top dollar for 
installers in the Roanoke area. Must 
be able to pass simple background 
check, and provide good customer 
service. Approximately 100 ft 2/day 
to be installed within a 50 mile radius. 
Call Paul Menninger at 804-310-8402, 
or email djohnson@capitolgranite.net. 

_____________

Hands-On Training

Steve’s Polishing Pro Systems 
Training. Tuesday, September, 
9 - Thursday, September 11, 2014. 
Braxton-Bragg LLC offers two-day 
training classes with this hands-on 
workshop to learn how to remove 
surface scratches from both natu-
ral and engineered stone. Taught by 
Steve Anneker, the inventor, you will 
learn how to use the game-changing 
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 simply 
been overwhelming. Because of a huge 
rise in the need for trained profession-
als who can perform repair and resto-
ration, by attending this class you will 
gain information and techniques that 
will give you a competitive advantage 
in the marketplace. The knowledge 

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, September, 23 - Wednesday, 
September 24, 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.
Attendees say: “It’s the best training 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

Thanks for
READING!

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

HE floorcovering, stone and 
tile industries are gearing 
up for The International 
Surface Event 2015, January 

20-23 at the Mandalay Bay Convention 
Center in Las Vegas.    

Exhibitor sales remain strong as excitement 
builds for Design & Construction Week when 
The International Surface Event (TISE) along 
with three other major industry shows, each 
serving a different segment of the residential and 
commercial building and design market, will 
co-locate in Las Vegas in multiple venues over a 
period of 6 days.  This unprecedented event will 
showcase the largest collection of building and 
design products and services ever assembled at 
one time.  Design & Construction Week partic-
ipants include TISE, the International Builder 
Show (IBS), Kitchen & Bath Show (KBS) and 
Las Vegas Market.

“It’s clear that the floorcovering, stone and 
tile industries recognize this unique opportu-
nity to connect with a brand new audience.  A 
significant number of companies are expanding 
their booths and space on Level 2 is almost sold 
out,” said Amie Gilmore, Show Director for 
The International Surface Event.  “Our team is 
currently in discussions with a number of other 

major industry players who are close to coming 
on board.  We continue to have new exhibitors 
added to the show daily.”  

Hanley Wood Exhibitions has been ramping 
up efforts to ensure exhibitors participating 
in The International Surface Event will ben-
efit from cross-over attendance.  By the time 
TISE opens registration on the first day of the 
show, plans to take advantage of Design & 
Construction Week will have been in the works 
for over 24 months.  The TISE Sales, Operations 
and Marketing teams have been working more 
closely than ever to maximize partnerships with 
over 50 endorsers, sponsors and associations 
who support the show by scheduling national 
and regional sales meetings, supplier events, 
distributor programs, certifications, educational 
programs and special events during the event.

“With a 7% increase in attendance over the 
previous year, a renewed optimism across all 

product categories was evident on the show 
floor this past January”, said Dana Teague, Vice 
President, Hanley Wood Exhibitions.   The large 
number of pre-scheduled appointments, neces-
sitated the assistance of additional Account 
Executives from other Hanley Wood managed 
shows to facilitate meetings with over 700 
exhibitors.  The additional staff paid off – 85% 
of participating exhibitors reserved space for 
the 2015 event onsite before the last day of the 
show.

Exhibitor Pavilions featured at the January 
event will showcase a large number of compa-
nies brand new to the show.   Pavilions include 
Artisan Avenue, Building Stone Institute, 
Cleaning & Restoration Pavilion, Marmomacc 
Pavilion, Stone Pavilion and Tool Alley.

Additional show features will include a 
Distributor’s Lounge, Contractor’s Lounge 
and new at this year’s event, a Relaxation & 

Rejuvenation Lounge, assured to be a hot spot 
for exhibitors and attendees who need a break 
from the hustle and bustle of the show floor.  
Also featured: The CAGE, where experts will 
showcase live demonstrations of the latest tools 
for natural stone products, Trends Hub, a gal-
lery-like space showcasing what’s trending in 
products, colors and textures, and the Product 
Marketplace – the place to discover “must-see” 
products attendees won’t want to miss at the 
show.  

The 2015 event will also feature a revamped 
Education Program that provides attendees with 
more interactive learning and networking oppor-
tunities including an Emerging Professionals 
happy hour, walk & talk tours of the show floor 
and a Social Learning Lab hosted by social 
media experts designed to give retailers the 
knowledge they need to implement a social 
media strategy that produces results.

As a result of the positive response from 
attendees participating in certification programs 
at the January 2014 event, additional certifica-
tion programs will be offered in 2015. Details of 
the certifications along with the full educational 
schedule will be announced soon.         

For more information on The International 
Surface Event, visit www.SURFACES.com or 
call 800-547-3477.

Record Attendance Anticipated at 
The International Surface Event 2015

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Touchstone Glacier
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New Sustainability Standards 
Announced for Natural Stone

“Each company’s facility is certified on a 
site-specific basis,” Pointer explained. “For 
instance, if a company has a dozen quarries, it 
can obtain certification on a site specific basis, 
one or all twelve. The same goes for fabrication 
plants.”

There are 18 different requirements under 
the NSC373 standard with a total of 41 pos-
sible points. There are four different levels of 
certification – bronze, silver, gold or platinum, 
and companies will be able to use that certi-
fication to differentiate themselves from the 
competition. If NSF International is used as 
the third party certifier, the additional benefit 
is the appropriate Genuine Stone® seal that can 
be applied to individual blocks, slabs, finished 
piece, etc., or used in promotional activities. 
The more points a company earns on the way 
to the maximum of 41, the higher the level 
designation.

“Manage water recycling and energy usage 
better and earn more points toward a higher 
designation,” Pointer said. “Each facility must 
be re-certified every four years.”

There is also an important supporting stan-
dard to NSC373 which tracks the Chain of 
Custody of the stones as the material moves 

from the quarry through manufacturing and 
through the supply chain to the ultimate des-
tination, including the job site or the end user.

“Every step of the way, whoever is handling 
the product must conform to the standard or the 
stone loses is certification,” Pointer explained. 
“Stone distributors achieve a Chain of Custody 
certification when they qualify.”

Bohrer said The NSC expects several major 
quarriers and fabricators to apply immediate-
ly for certification, a process that is expect-
ed to take two to four months and involves 
on-site inspections by a third party certifier. 
NSF International, which worked with NSC to 
develop NSC373, is the preferred third-party 
certifier and will handle the paperwork review 
and site visits.

“NSC373 was developed using the consensus 
based ANSI (American National Standards 
Institute) process, and can be applied inter-
nationally, with certification by a third-party 
certifier like NSF International,” he said.

For further information, contact Duke Pointer, 
Executive Director of NSC, at dukepointer@
naturalstonecouncil.org, or write to: Natural 
Stone Council, PO Box 539, Hollis, NH 03049.

Continued from page 28

ETABO Corporation, a lead-
ing international manufac-
turer of professional grade 
hand-held power tools and 

accessories, is pleased to introduce its 
new line of heavy duty, dustless con-
crete/renovation grinders.          

These new grinders feature a high torque 
gear ratio and a unique new dustless shroud 
system designed specifically for tough concrete 
applications. 

The RF14-115 (4.5˝) hand-held concrete 
scarifier’s powerful 12.2 Amp motor drives a 
unique cutter head that contains 15 replaceable 
carbide star cutters designed for heavy duty 
renovation work such as plaster milling, old 
paint removal or roughing for final finishing.  
Additionally, its triple gear reduction results 
in a variable speed motor range of 800-2800 
RPM, allowing for superior control of the tool 
and material removal rate. 

The RS14-125 (5˝) concrete grinder features 
a 12.2 Amp motor and a variable speed motor 
range of 2000-7000 RPM. While its counter-
part, the RS17-125 (5˝), features an extremely 
powerful high torque 14.2 Amp motor that 
produces the industry’s highest removal rates.  
These hand-held grinders are designed for lev-

eling uneven concrete, removing parting lines 
or removal of old coatings. 

Both the RS14 and RS17 incorporate an all 
new aluminum die-cast shroud that uses a pat-
ented airflow system to optimize dust extraction 
and features a spring hinge-mounted front flap 
for finishing flush to a wall. Additionally the 
shroud uses a long-lasting, replaceable float-
ing brush skirt that enables the brush to better 
conform to the terrain of the working surface. 
Combined with the ergonomically-designed, 
five-position D-Handle, the shroud also pro-
vides a perfect counterbalance to the tools for 
exceptional handling. 

“These are not converted metal grinders,” 
said Terry Tuerk, Sr. Product Manager. “As 
with all of Metabo power tools, these new 
grinders were created for a specific purpose 
and application; they were designed from the 
ground up with the power and durability to 
handle the extremely harsh conditions of the 
concrete grinding industry.” 

Metabo is a leading international manufac-
turer of professional grade portable electric 
power tools and abrasives based in Germany, 
with its U.S. headquarters in West Chester, 
Pennsylvania.  For more information on Metabo 
tools, contact a Braxton-Bragg salesman at 800-
575-4401.

The Metabo RF14-115 (4.5˝) hand-held concrete scarifier’s powerful 12.2 Amp motor drives a 
unique cutter head that contains 15 replaceable carbide star cutters designed for heavy duty reno-
vation work such as plaster milling, old paint removal or roughing for final finishing.

Metabo Introduces a New 
Line of Heavy Duty, Dustless 

Concrete Grinders

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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NEW!

Max Clamp Opening: 115 mm (4.5 in.)
Weight Capacity: 1,000 lb
Max Lift Height: 45 inches

•  Safely lowers, transports, and 
   lifts very heavy and tall pieces 
   (up to 1,000 pounds)
•  Enables the unloading of large 
   pieces out of trucks (and off the 
   A-frame) to be much safer, 
   faste   faster, and easier
•  Much safer than traditional 
   methods of lifting and carrying
•  Handles very tall countertops 
   (no limitation by the cart)
•  Lightweight and compact; 
   easily picked up and stored 
   in vehicle   in vehicle
•  Powered by long-lasting and 
   durable 28 volt lithium-ion 
   rechargeable tool battery pack 
   (Milwaukee M28TM  model)
•  Engineered for optimum 
   stability and easy 
   maneuverabilit   maneuverability, even with very 
   large and tall pieces
AA note from the Omni Cubed Team:   As 
increasing the safety for installation crews 
(and minimizing back injuries) is becoming of 
paramount importance for fabrication 
companies, we expect the Pro-Lift will be a 
welcome and timely addition to your team. We 
have put our hearts and countless hours over 
the past few years into the engineering and the past few years into the engineering and 
development of every aspect of this cart to 
ensure it meets our high standards and the 
installer’s needs, and we are excited to now 
provide the Pro-Lift to our industry. As usual, 
we always welcome feedback on our products 
and would love to hear about your experience 
with the Pro-Lift.with the Pro-Lift.

Pro-Lift
Automatic
Heavy-Lifting Countertop 
Installation Cart

Controlled, powered lift feature; cart 
allows controlled tipping/tilting of 
large countertops onto cabinets
( Prototype model pictured )

Wireless remote allows workers to 
stand in safe zones on the ends of 
the countertop
( Prototype model pictured )

WE’VE GOT
  YOUR BACK
use the Pro-Lift to save it!

ES, it’s summer here in sunny 
Florida and that means you 
can set your watch to 3pm 
every day for the daily tor-

rential downpours.     
  

We also call this contractor’s rain, since that’s 
about the time contractors end the day of work. 
Just as I was running in from the rain my cell 
rang and, lo and behold, it was a stone contrac-
tor calling.  

I happened to know this guy and he didn’t 
sound happy. His name is Joe and he has a 
voice that sounds just like Barney Fife from The 
Andy Griffith Show. He also kind of looks and 
acts like him too. 

He sounded really nervous and started telling 
me about this granite installation he did last 
week. He just went on and on and it went some-
thing like this: “Fred, I have these blue-green 
stains all over this countertop. I didn’t use any 
CA glue or accelerator since I know this can 
cause this type of stain. I am perplexed, mys-
tified and aggravated, my customer is threating 
to sue me and I don’t know what to do? You 
gotta help me and give some guidance, Fred!” 

I think he said that in under two seconds— 
that’s how fast he was talking. I started asking 
him the standard questions: “Is this a new house 
or a remodel?” “What color is the granite?” 
“What type of glue did you use in the seams?” 
Et cetera, et cetera. 

He couldn’t give me a straight answer and if 
he did, I couldn’t understand him— he was so 
hyper. I asked him for the address and said, “I 
could be over there as soon as I can get in the 
car.” He told me the address like three times 
and I thought I got it right. I hopped in the ole 
Woody and off I went.  

I pulled into the driveway and noted the house 
was still under construction and it was obvious-
ly not occupied yet. There were contractors all 
over the place which raised my suspicion. 

Joe was on the front porch waiting on me like 
an expectant father. He took me in the house 
into the kitchen where, lo and behold, there 
were these bluish-green spots. These were your 
typical stains caused by the accelerator when 
using CA glue.  

For those of you who follow my stories, you 
will find in the archives all about these types of 
stains and how to remove them. The mystery 
here is that Joe swore up and down that they 
did not use CA glue. As a matter of fact, he told 
me they don’t even have it on the install trucks.  

“Were you here during the install?” I asked. 
My thoughts were that one of his guys may 
have used it and didn’t tell him. 

“Yes, I was here,” he said, “and did all the 
seams myself.”   

I was positive that this was CA accelerator 
and if Joe and his crew didn’t use it, then how 
did it get there? This is where the investigation 
process starts to get fun. 

I asked Joe if he knew the painter, carpenter 

and the cabinet installer. 
He said, “Yes, and they are all here.” 
“Great,” I said, “I want to interview them all.” 

My suspicion was that one of the other trades 
had been using CA glue. 

First up was the painter. He had no idea 
what CA glue was. Next was the carpenter. He 
basically told me he only uses nails. Finally, 
the cabinet guy. I had to be very careful how I 
interviewed this guy because cabinet installers 
can get very defensive about their work. 

I started by telling him what a great job he 
did, this way it sets the mood and doesn’t seem 
like I am interrogating him. I asked him about 
the install and how he ended up doing such 
quality work. 

He started singing like a canary. He told me 
how he levels everything, makes sure drawers 
and doors all open and close, and so on. And 
then he puts “two long strips of flat molding 
that bridges two cabinets over the sink.” He 
tells me that he had to laminate that piece with 
a matching wood veneer which was almost 
impossible to get it to adhere. 

So I asked him what kind of glue he uses and 
he tells me “contact cement.” 

Darn, I thought I had this one figured out. Just 
as I was about to thank him and continued to 
try and solve the mystery, he blurted out, “Oh 
yeah, I had to use some super glue and acceler-
ator to set a few of the end pieces.” 

Bingo, I knew it! Since he had to use the glue 
high up, the spray from the accelerator would 
have sprayed all over the countertop. Another 
mystery solved, and it turned out to not be the 
countertop guy’s fault after all.

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 

The Stone Detective
The Case of the Stained Countertop

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Omni Cubed Pro Lift Cart and more
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Call 800-575-4401

Makita®  4˝ Wet Polisher 
Variable Speed

• Five variable speeds 2,000 – 4,000 RPM (no load) 
• Built-in GFCI with reset and test buttons  
• Built-in water connections 
• Powerful 7.9 Amp motor  
• 5/8-11 spindle thread
• 5.1 lbs.
• 4˝ Hook & Loop Back-up Pad included
• 1-year limited manufacturer’s warranty

 Item # Description MSRP OUR Price
 9001 Makita® 4˝ Wet Polisher, PW5001C $568.00 $289.95 

 9376 Brush Set for Makita® PW5001C $18.60 $11.95 

Compare and SAVE!

OUR Price: $289.95!
Screen Capture, 7-11-14 

GranQuartz Website

$4905

LESS
THAN 

GRANQUARTZ
Distributed By

FREE 

FREIGHT!

Action Cures All Fear

business begins to grow. Unless you have a rich 
and benevolent uncle somewhere in the family 
tree you can tap into, if you haven’t faced it yet, 
the moment of truth is coming. This is where 
my client found himself when I received the 
call to discuss the crisis.

“I am paralyzed by the fear,” he said as he 
described how he was feeling. “I lay awake at 
night wondering what I’m going to do and I can 
hardly face my employees. I don’t know what I 
should be doing first.”

While ultimately, everyone has to find their 

HE look of panic in his eyes 
was all too familiar. I had 
seen it before – not only 
amongst our clients who are 

leading growing businesses, but also in 
my own expression staring back at me in 
the mirror.               

As I have written about before (SRG, Vol. 
18, Issue 205, Earning the Privilege To Be in 
the Dogfight), I had my own brush with near 
extinction when my business hit rock bottom, 
and nothing – and I mean NOTHING, prepared 
me for the challenge of that ultimate moment of 
truth when I found myself wondering how I was 
going to pull the proverbial rabbit out of the hat 
to keep the doors open.

This is a scenario that is being played out in 
the U.S. over and over again as multitudes of 
small businesses wrestle with undercapitalized 
growth. If this describes your situation then you 
now realize there are no guarantees and one of 
the more sobering aspects of this reality is the 
lack of capital to fund the growth. 

This is especially vexing these days as liquid-
ity in the financial markets is at near historic 
highs. Coupled with an equally high aversion to 
risk amongst the lenders, many businesses have 
found themselves without resources when the 

own way through the emotional turmoil, there 
are some practices I have found that help when 
one is facing a financial crisis in the business. 
Following is what I shared:

1. Write down the worst possible out-
comes – It sounds paradoxical, but when we 
write down our worst fears, they become less 
omnipotent and more manageable. It allows us 
to obsess about them less and move to thinking 
about what we can do.

2. Action cures all fear – Identifying what 
you can take action on, even if it is seemingly 
insignificant, will shift the energy in a positive 
way. It is here where fighting for every inch in 
small actionable steps is invaluable. 

3. Predict the date of your demise – It is 
entirely counter-intuitive, however, managing 
the cash down to the day when all the resources 
are expired does two things, 1) Forces you (if 
you are not doing so already) to be hands-on 
managing the cash. I can’t tell you how many 
business owners are hands-off on the financial 
oversight, and this is a BIG FAIL. 2) It focuses 
the attention on the short-term actions that will 
allow you to live another day rather than avoid-
ing the inevitable.

4. Fake it ’till you make it – If you have 
employees in the business, it is imperative you 
put on your best game face and keep them moti-

vated. Call it, “belief in the absence of proof.” 
You have to believe enough in the business 
and keep the team focused on it, in spite of not 
knowing how you are going to get through it. 
This is how perseverance is forged.

5. Remember this feeling – Ultimately, 
change doesn’t happen without discomfort. 
We can use the experience to our advantage by 
remembering just how crappy it felt to face the 
abyss. While certainly for some that keep it too 
close and become overly risk averse, remem-
bering how it felt should spur us to do what it 
takes to make sure we don’t end up here again 
while also being willing to take future risks, 
which is necessary for any business.

In next month’s article I’ll cover some of the 
financial metrics we recommend all businesses 
utilize to manage the business and ensure they 
don’t repeatedly risk it all. Until then, take 
action on what you can today. If nothing else, 
you just might sleep a little better tonight.

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
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Arley’s 12th Annual Golf Classic and Tile & Stone Expo, 
Focused, Fun and Totally Professional

RLEY Wholesale, Inc., a fam-
ily-owned, third generation 
wholesale supplier of ceramic, 
porcelain, stone, glass mosaic  

tiles and installation materials, once 
again provided three successful days of 
business, fun and major league network-
ing. 

 
The firm hosted its 12th Annual Arley 

Wholesale Tile & Stone Exposition on Tuesday, 
June 10, at the Radisson Lackawanna Station 
Hotel in Scranton, Pennsylvania, concluding a 
three-day celebration that included the hugely 
popular Arley Golf Classic that Monday. 

Perhaps the most successful Arley Wholesale 
Tile and Stone Exposition to date, this year’s 
Expo featured 115 large floor panels displaying 
the newest and most popular porcelain and 
stone floor tiles now available in the extensive 
Arley stocking program. The centerpiece of the 
show was a large walk-in jewelry shop display 
which exhibited many of the Arley exclusive 
concept boards. A major theme of the Expo 
was that all materials displayed were ready to 
be private labeled for Arley’s dealers. 

Arley’s Executive Vice President, Norman 
Gevanthor, explained what started as a small 
golf outing in the Poconos during the late 

1970s, took on the aspects of a regional trade 
show in the late 1990s. “It has grown into an 
event that our customers look forward to every 
spring with great anticipation,” he stated.

The keynote address was delivered at the 
dinner the first night of the event by Scott Levy, 
Arley Executive Vice-President of Operations.  
He addressed the challenges faced today by 
independent flooring retailers, pointing out the 
key difference from the big box dealers and 
the independent dealer is that, “They may be 
big, but they’re not you. You are the differ-
ence-maker and the reason consumers decide to 
purchase from you.” 

Levy continued by noting the importance 
of the distributor/dealer partnership. “Without 

‘promotion’ something terrible happens… 
nothing!” Levy exclaimed. Because the great 
bulk of what was presented by Arley were 
materials that dealers could private label, Levy 
continued by stating, “We want to help make 
‘you’ the brand. You asked for better boards, 
and we listened. We want to help you to 
become a stocking dealer. We have your back 
as well as your backup inventory!”

Jim Murchie of David’s Abbey Carpet in 
Knoxville, Tennessee summed up the feelings 
of most of the dealers in attendance when he 
stated, “The reason we work with Arley is 
simple. Good people, good products, and most 
importantly great service. What more could we 
ask for?”

Levy’s speech was followed by the extem-
poraneous (and sometimes outrageous) levity 
provided by the very funny comedian Earl 
David Reed who worked the room to the delight 
of all present.

That Monday’s golf outing was held at the 
Glen Oak Country Club. A patio lunch proceed-
ed the shotgun start with well over 100 partici-
pants vying for lowest net team score, closest to 
the pin and longest drive prizes. A popular stop 
was Saul’s Shot Shack, strategically located 
on the course and hosted by Arley President 
Saul Levy and Territory Representative, Nancy 
Flynn. The event was topped off by a patio 
cocktail hour and the subsequent awards dinner 
at the Glen Oak main dining room. Directly 
thereafter, Arley Vice President of Sales David 
Lowe was his inimitable, upbeat self as Master 
of Ceremonies, delivering the post-dinner golf 
awards.

“Business has been challenging these past 
years,” concluded  Jim Murchie. “There seemed 
to be more to look forward to a decade ago. 
That’s why the always positive, always helpful 
Arley Event is something companies such as 
ours never want to miss!”

For more information on Arley Wholesale, 
Inc. call 800-233-4107 or visit them online at 
www.arleywholesale.com.
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HE story of sculptor Julie 
Warren Conn is veined with 
the same beauty as the stone 
she loves.        

Veins of history run through her story as 
well — connections with the past of Knoxville, 
Tennessee as The Marble City, connections 
with the Italian artisans who carved Tennessee 
marble into shapes of dignity and majesty in 
Washington, D.C. early in the 20th Century.

Conn’s work can be described as organ-
ic, flowing, refined, and smooth. In her own 
words, her sculptures range from “form for 
form’s sake” to abstract, figurative pieces. The 
extensive use of negative space, opening up the 
stones, is another hallmark of her style.

“My inspiration comes from personal rela-
tionships, the wonders of nature, and marvelous 
sculptures from around the world,” she writes 
in her artist’s statement. “I admire the entire 
spectrum of art from the old masters to con-
temporary artists, as well as many fine ethnic 
expressions.”

Her work ranges from the personal to the mas-
sive. In 1990, Conn’s largest work, “Trilogy,” 
was installed in the Research Triangle Park in 
North Carolina. Commissioned by Glaxo, Inc, 
the work includes three statues that weigh 10 
tons each.

Conn received the first Bachelor of Fine 
Arts degree with a Concentration in Sculpture 
bestowed by the University of Tennessee in 
1965. Initially, her preferred medium was metal. 
“I would take flat sheets of hot rolled steel 
and cut and weld them together to make solid 
shapes, forming dimensional pieces,” she said.

Originally, Conn did not believe she’d ever 
make it as a stone sculptor. Her introduction 
to the medium had been less than encouraging. 
“I was given one hammer and one chisel and 
told to cut the stone,” she said. “That was my 
instruction!”

The old ways of sculpting by hand, although 
beautiful, were a barrier to Conn’s entry into the 
discipline. “Hand pointing is what Michelangelo 
did,” she said. “In college, I took a hammer and 
chisel and began chipping away at the stone. I 
realized early on that there was no way for me 
to make a living as a stone carver. The process 
took too long and was extremely tedious. In 
addition, after a sculpting session my hands 
were incredibly swollen and sore from the 
process.”

After 10 years as an established sculptor, 
Conn finally gave stone work another try when 
a friend, who had been sculpting in Italy, came 
to Knoxville and offered to complete the unfin-
ished piece from her studies. As he worked, 
Conn decided to lend a hand and began learn-
ing the use of power tools to work the block 
of Tennessee Coral Rouge marble. It was a 
revelation.

“When I polished it, I just went crazy. I said, 

‘It’s got so much beautiful veining.’ I asked 
Claude Ledgerwood (owner of the now-de-
funct Marble Shop in Knoxville, and past MIA 
President) if I could do another piece. I began 
working in the mill of the Marble Company. 
The men working there were showing me how 
to use electric tools and how to cut. It was a 
unique experience working in the mill with 
them.

“There were no women, and there was no 
one doing the type of work I was doing. They 
took a special interest and really helped me a 
great deal.”

With the use of power tools, Conn now faces 
the reverse of her early trials with sculpting 
stone — roughing out a piece is the easiest part 
of the process.

 “Now with pneumatic tools, I can quickly 
cut and break away and shape, but there is a 
whole lot of sanding involved. It takes me two-
to-three times longer to finish a piece as it does 
to rough cut it. I have become very skilled at 
rough cutting, but the finishing can really drag 
out the process.”

The act of sculpting fills Conn with joy. “The 
way I love to work is just to take a cubic piece 
of stone and begin cutting,” she said. “I’ll draw 
some lines on it, and then I’ll do saw cuts and 
come back with a hammer and chisel. I don’t 
hand point like the old masters because I would 
lose the use of my hands.”

Next comes the use of a succession of bush-
ing tools, grinders, and sanders as Conn works 
to meet her demanding standards for the surface  
– exceedingly smooth and polished, pleasing to 
the touch.

“I might use a little bushing tool, a mini-jack-
hammer, to begin cutting away some areas,” 
she said. “I start with a large 7-inch diamond 
blade on my twenty-five pound air saw. I also 
use a small Makita grinder with a diamond 
blade for cutting and grinding. I can do a lot of 
shaping with that.”

Among the tools in Conn’s toolkit: Ingersoll 
Rand pneumatic saws, grinders, and sanders; a 
Makita angle grinder; Spiral Cut grinding discs; 
diamond saw blades, a Dynabrade Dynafile; 
silicon carbide sand papers, and diamond pads.

“The polishing process starts with an 80-grit 
grinding disc on an orbital sander, and then I 
work my way up,” she said. “On some pieces 
I go up as high as 2,000-3,000 grit. A lot of it 
becomes hand work, using grit to groove out 
pieces, and sandpaper.”

The simplest tools that Conn uses are imbued 
with history, the legacy of craftsmen who 
worked on some of the most visible and beauti-
ful public projects in the nation — carving the 
Tennessee marble and other stone used in the 
construction of federal buildings and memorials 
in Washington, D.C.

“I was privileged to meet and learn from 
some of the old stone carvers,” she said. 

Tennessee Treasure Julie Warren Conn,
Sculptor of Stone

Joel Davis
Special Contributor

Continued on page 37

Photos courtesy of Julie Conn and Joel Davis

“The stone for ‘Carmen’ came from a privately-owned quarry located off Wrights Ferry Road, in 
Tennessee. I fell in love with the mammoth, giant, free-form shape. It took all day to get it out of the 
quarry with the proper crane and trucks. The finished sculpture is twelve feet high and was commis-
sioned for Maryland Farms in Brentwood, Tennessee in 1987.”

The recently completed “Chase” is thirty-six inches long, carved and 
polished Tennessee Gray marble.

Photo by Joel Davis
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“They were men of Italian heritage who had 
come to this country to work on many of the 
buildings in Washington, D.C. They worked 
through Candoro Marble and the Gray Knox 
Marble Companies.

“When I met these men they were in their 
70s and 80s, and I would spend hours talking 
to them,” she said. “They were the true stone 
carvers working as Michelangelo did centuries 
before them. They were doing their craft with 
simple hammers and chisels.”

The relationships enriched Conn. “Some of 
them even gave me their tools,” she said. 
“Some sold me their tools. They’ve all passed 
away now. They weren’t used to seeing a 
female doing the type of work they had spent 
their lives doing. It was unique for them, and a 
fabulous experience for me.”

Sculpting is a passion for Conn, and she 
delights in stone itself. “Of the Tennessee 
stones, the Coral Rouge is my favorite and it is 
probably what became sort of symbolic of me. 
It was no longer quarried by the time I began 
focusing on stone, making it harder to find.”

Each type of stone has its own personality, 
Conn said. “Some stones will even have their 
own odor. Tennessee black marble is very 
sulfuric. It has a very unpleasant odor, and, 
of course, it emits a haze of black dust in the 
studio as it is being worked.”

Conn worked closely with the now-closed 
Candoro Marble Company to acquire stone for 
her sculpting. “I became acquainted with the 
owners and whenever they would have cubic 
blocks leftover from larger projects, they would 
give me a call to see if I was interested in them. 
Through the years, I got to know many of the 

marble companies. 
“When stone carvers would come to the 

area from other parts of the country to buy 
Tennessee marble, the quarries would tell them 
about me and they would end up on my door-
step. Friendships were formed and we spent 
hours sharing ideas about working with stone. 
It was a really neat experience.”

This passion for stone led Conn to some 
unorthodox methods of acquiring stock. 
Blasting during interstate construction meant 
stone for the taking. “Friends and I would go 
on marble hunts and literally pull rocks off the 
roadside,” she said.

By the time that Conn left Knoxville in the 
early 2000s, she had amassed a huge supply. 
Even after selling off stock in preparation 
for moving to Oregon, she ended up hauling 
50,000 pounds of stone across country.

Conn’s favorite Italian marble is Botticino. 
“That is a cream-colored stone,” she said. “I 
gathered up a lot of the pieces from Candoro 
Marble. Anything I made from it would sell 
immediately. I haven’t stocked any of that in 
a long time.”

These days, it is hard to find cubic stone to 
work, Conn said. She also enjoys working with 
Colorado white marble and exploring different 
stones.

“This past year, I began sculpting Kentucky 
limestone. I had several pieces in my latest 
show. One is an abstract horse entitled Hot 
Brown,” she said. “It’s a beautiful, taupe-col-
ored stone. It is very, very hard to sculpt. It is 
not soft as Minnesota or Indiana limestones. It 
comes from the Kentucky River palisades. 

Tennessee Treasure 
Julie Warren Conn

Continued on page 38

“Hot Brown,” carved from Kentucky limestone. Not a standard stone used for sculpture, Julie says 
that she has discovered that Kentucky limestone polishes beautifully, and often reveals hidden veins 
and streaks of color that give her new pieces great texture and visual interest.

“Trilogy” was commissioned by Glaxo, Inc., and installed at Research Triangle Park, North 
Carolina, located near Durham. According to Julie, “The three pieces represented the three 
divisions of the company. Since they are a British company, I told them that it was my version of 
Stonehenge, in England. It was made from New Mexico Travertine and the pieces were quarried 
especially for me. All three were directly carved and took one year. This was installed in 1990 and is 
still my largest commission to date. However, the pieces had not been maintained for about twenty 
years. So, a couple of years ago, our team went over and restored the pieces to their original form.”

“Harmony” was fabricated at Dakota Granite in Milbank, South Dakota. Conn made a giant pat-
tern and sent it to them. They rough cut the pieces out of Dakota Granite and Zimbabwe Granite. 
Says Conn, “I arrived and spent a month with a 50 lb. grinder shaping and contouring the pieces. 
Dakota Granite made the base. The whole sculpture was shipped directly to Charlotte, NC where we 
installed it ourselves at the Blumenthal Performing Arts Center. It looks as good today as it did the 
day we installed it in 1996. The snake, the fish and the bird represent earth, water, and sky, and the 
large cut-out figure represents ‘mother earth.’ It is all about harmony in the universe.”
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Normally, it is used for landscaping materials 
and building supplies. I’ve not seen it used for 
sculpting. I am constantly searching for new 
varieties of stone.”

Worries about the safety of her first large 
piece during installation during the 1982 
World’s Fair in Knoxville led Conn to a discov-
ery that changed her approach to sculpting. The 
6,000-pound sculpture, called “Terrestrial,” 
was being lowered on a crane, and Conn was 
concerned the belt would slip off.

So when she started her next large piece, 
Conn worked holes through the sculpture to 
allow belts to be put through the stone, making 
it secure for lifting.

Soon, the use of empty space became more 
than utility. “I decided to push the stone as far 
as I could, which meant I started making larger 
holes in the rock,” she said. “It was a matter 
of function when it started, but then I began 
to explore the negative space as much as the 
positive space.

“Then it became a matter of making the 
holes do something other than just being holes 
through the rock. I tried really to make shapes 
within the shape, to make it more unique. The 
more I worked it, the more I pushed it to see 
how far I could open it up, or see how thin I 
could make it without breaking,” she said.

Based in Knoxville, Tennessee for decades, 
Conn now lives in Lexington, Kentucky with 
her husband, Philip, who retired as president 
of Western Oregon University. Her studio and 
showroom are in nearby Winchester. During 
the winter months, they travel all over the 
world. For the past 15 years, Conn has taught 
art classes on cruise ships.

During a 40-year career, Conn has received 
much critical applause. In 1986, she was 
named a “Tennessee Treasure” by the state 
of Tennessee. The first half of her career was 
documented in “Julie Warren Martin: Sculptor 
of Stone,” published in 1993.  

Unlike some other artists, Conn invites view-
ers to run their hands across the sculptures. 
“Sculpture invites you to touch it,” she said. 
“The smooth surfaces of the stone are especial-
ly pleasing.”

The texture of the finished piece is very 
important to Conn, who spends many hours on 
sanding and polishing to get it right. “People 
want to touch stone,” she said. “... I have stone 
pieces that a person can crawl through as well. 
It is my intent that the viewer be able to physi-
cally interact with my sculpture.”

For more information about Julie Warren 
Conn’s work, please visit her extensive website 
www.juliewarrenconn.com.

Tennessee Treasure 
Julie Warren Conn

“My process entails drawing on the stone, sawing the marked lines, and breaking away the excess 
rock with a hammer and chisel. Next, a variety of bushing tools, grinders and sanders are used to 
achieve the final surface. Then many, many hours of hand work ensue to develop a smooth-to-the-
touch, polished sculpture.”

“Terra” was commissioned by the University of Tennessee to celebrate their Bi-centennial, and 
was installed in 1996. The marble was cut for Conn in Friendsville, at Tennessee Marble. Conn 
transported the three large pieces to a monument company in Cleveland, Ohio where they were 
roughed out on a large saw, and where the center circle was also cut out. “I drove the pieces back 
to my studio where I contoured the stones, textured, shaped and polished.” The twelve-foot diameter 
granite base was fabricated in Georgia at one of the granite companies.

“Menagerie” is one of Julie’s first 
sculptures in her Stone Drawings 
series. This bas-relief series evolved 
several years ago after she visit-
ed Egypt, where she was greatly 
impressed by the grand scale of the 
monuments, which were covered in 
chiseled hieroglyphics and historical 
illustrations still clear and visible 
after over two thousand of years of 
weathering. After the trip, she began 
to create columns, wall panels, gar-
den discs and other sculptural shapes 
where she has depicted a variety 
of animal, plant and human forms 
deeply sandblasted into the stone. 
The polished, bas-relief designs are 
a dramatic tonal contrast to the 
revealed, lighter tones of the sand-
blasted granite.

Continued from page 37
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.
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You’ve Got To See This Video!
Patent Pending

#1 Seller! 

Most Popular

Sink Support

MADE IN THE USA

See the animated video!
http://www.braxton-bragg.
com/HerculesSinkHarness

 Item # Description Everyday LOW Price 
 17310 Hercules® Universal Sink Harness Kit    $4.95

Call for a

FREE
Sample!

Why Pay More to Install a Sink
Why pay more than $5 for a sink install kit, when 

you could use the Hercules® Universal Sink Harness 
and complete your install project in minutes, with no 
return trip needed? 

The Hercules® Universal Sink Harness from Braxton-
Bragg is another great innovation that can save installers 
time and money.

At Last, a Simple,  Fast Alternative 
The Hercules® Universal Sink Harness is a simple, 

ingenious alternative to expensive brackets that only 
work on some installations, and a time-saving, more 
professional alternative to building a scrap wood support 
system to hold the sink in place while the caulk or 
adhesive dries. It installs without drilling into expensive 
countertops or cutting notches into your customer’s 
cabinets, and without using messy epoxies or relying on 
adhesives to secure sinks. One of the most immediately 
recognizable benefits is that you won’t have to make 
a return trip to remove bracing or jury-rigged 2 x 4 
supports.

Fabricator Tested in Thousands of Installs 
The Hercules® Universal Sink Harness has been 

fabricator- and installation-tested under demanding 
conditions, and can be used to install the most popular 
types of sinks, including ceramic, stainless steel, and even 
cast iron undermount. It is effective on either double 
bowl or single bar steel or ceramic vanity sinks.  Just 
imagine–one simple, inexpensive kit can do all of those 
sinks! Not only is the Hercules® Universal Sink Harness 
the fastest and most economical system available, it’s also 
the most versatile.

Be the Go-To Guy to Repair Failed Installs 
While the Sink Harness was being developed and 

tested, we discovered another notable benefit of 
the Sink Harness: it’s a great system to repair failed 
undermount installations. Many fabricators are asked to 
repair someone else’s poor sink installation job and the 
Hercules® Universal Sink Harness will get the job done 
quickly, and provide you the opportunity to be the one 
contractors and home owners in your area call for help. 

Supports the Heaviest Sink Loads
Some clips and anchor systems rely on the counter top 

to support the sink–not so with the Hercules® Universal 
Sink Harness. Just like a suspension bridge, the Hercules®  
Universal Sink Harness helps to provide support and 
over-all strength to a countertop installation. It actually 
transfers all weight to the cabinet and doesn’t add 
additional stress to the weakest and most easily damaged 
part of the countertop: the sink cut out. It does its 
primary function admirably well, support the sink under 
the heaviest of loads.  

You Can Even Try One for FREE!
Braxton-Bragg wants to prove it to everyone who’s 

faced sink-installation problem, or just wants to save 
money and keep their shop profitable. Call Braxton-
Bragg and we’ll send you a Hercules® Universal Sink 
Harness FREE to try! Visit www.braxton-bragg.com for 
the complete Universal Sink Harness demo.

We are so confident of our quality that
we offer a 30-day, risk-free, money-back 

guarantee for our entire product offering. 
If you are not satisfied with your 

purchase, simply return it for a prompt
and courteous refund.

Our Quality Guarantee
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www.braxton-bragg.com
http://www.braxton-bragg.com/HerculesSinkHarness
http://www.braxton-bragg.com/HerculesSinkHarness
www.braxton-bragg.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/HerculesSinkHarness/
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Husky Bridge Saw

www.rye-corp.com
www.braxton-bragg.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/Husky/
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