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Passion and Precision Equals Success in the Land of 10,000 Lakes

Ask any of Innovative 
Surfaces’ 120 employ-
ees to describe their 

company, and you’ll get 120 ener-
getic answers.             

Started by Bruce Akins, the 
company has continually mor-
phed and advanced, seemingly 
exponentially, into its current 
shining example. “Bruce is my fa-
ther, and he and a partner founded 
the company in 1984,” explains 
Todd Akins. “When I came into 
the business dad said, ‘You’re 
starting at the bottom and working 
your way up.’ Back then, we only 
had five people, so I went through 
field templating, installing and 
fabricating – all of that stuff. I’m 
now the COO overseeing oper-
ations and handle things of that 
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nature, and my wife Kellie is the 
CEO focusing mainly on sales and 
marketing.” 

Within a few years, Bruce Akins 
had bought out his partner, and 
in 1994 moved the company to 
its current location in Hastings, 
Minnesota, and changed the name 
to Innovative Surfaces, explained 
Kellie Akins. “The company’s 
roots are in solid surface and grew 
as stone began getting popular in 
the residential market. Our cus-
tomers were pulling us into mar-
ble and granite, but at the time we 
didn’t have the equipment, so we 
were supplying them with stone 
through other fabrication sources. 

Discovering the MIA+BSI 

While developing a 
better understand-
ing of what the MIA 

(Marble Institute of America) + 
BSI (Building Stone Institute) 
do, I observed that these orga-
nizations are all about serving, 
growing, protecting and promot-
ing the natural stone industry. 
Detailing the organization’s out-
reach programs, development of 
teaching materials, safety promo-
tion, certifications, specifications 
and guidelines manuals, advising 
legislation, and connecting pro-
fessionals, showed readers the 
benefits of membership and how 
important these resources can be 
for a healthy success business.

For this article I interviewed 
the current president of the MIA 
Jon Lancto. This was exciting 
and thought-provoking. Jon’s 
rich history and passion for his 
work with the MIA + BSI was 
not an overnight journey, but a 
path taken over many dedicated 

years in the industry. His pro-
ductive and influential career is 
impressive. I enjoyed our open 
and genuine conversation. I 
asked questions and expressed 
concerns heard from fabricators 
in the industry when I attended 
the Massachusetts Stone Summit 
back in July 2017. 

Michele Farry 
Humblestone

An Interview With Jon Lancto, MIA President
Jon provided me with solid, 

useful and realistic responses. 
The MIA + BSI are on the pulse, 
advocating for the natural stone 
industry and supporting profes-
sionals operating businesses in 
the field.  
 

How It All Started
 Over two decades ago, Jon’s 

wife made the fatal mistake of 
putting a boiling hot pot of water 
on their kitchen laminate coun-
tertops. Little did Jon know what 
future this would put in motion. 
He sought out a little info online 
and decided to go for it, fabri-
cating new stone countertops in 
his garage. Having a degree in 
architecture and experience as 
a mason, he went into cabinet 
making and ultimately became 
a homebuilder. Quickly iden-
tifying there was a need in this 
underserved stone marketplace, 
he pursued the potential new op-
portunity and craft.

“Things quickly reached the 
point where we realized we 
needed to do stone fabrication 
on-site,” said Kellie. “By the 
end of 2003, we received our 
first Park Industries equipment. 
Very quickly from that point we 
started to expand our stone shop. 
It’s one of those things we’ve 
continued to focus on even after 
we purchased the company from 
Bruce two and a half years ago. 
Fortunately, much of the core of 
the company stayed intact, and 
it’s been a great opportunity for 
us to take the company and blast 
it to the next level. 

“We’ve really dug in deep with 

our team members, and empow-
ered them to help them to un-
derstand the roles they play and 
their accountability for making 
the company successful; we rise 
together or we fall together. We 
try to have a high level of trans-
parency so that they can have their 
finger on the pulse of the company 
and know how we are doing every 
day. Bruce has always been very 
passionate about what he does, 
and he has instilled that in all of 
us. Todd has always said that our 
hope is that our passion translates 
throughout the staff and into the 
work that we do. 

Innovative Surfaces kitchen projects for one of their 
new construction clients. Innovative Surfaces is active 
in several professional associations within the industry, 
including the Artisan Group, MIA, Midwest Chapter, 
Builders Association of the Twin Cities, and the NKBA.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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we need to do as a company is 
to make sure that any customer 
never gets to the point where they 
feel that they don’t get the same 
level of care and passion as one of 
our large-scale jobs.”

The Facility
Situated on a cul-de-sac sur-

rounded by a dance studio and 
animal rescue center, Innovative 
Surfaces all-in-one site efficiently 
includes shop, showroom, train-
ing center, and slab bay. “It’s four 
buildings in this industrial park, 
and we call it our campus,” con-
tinued Kellie. “Our main building 
is our office and production facil-
ity while another is our selection 
center with an attached slab bay. 
The other two are sales office 

and parking for our 
vehicles, which in-
cludes a wash bay. 
We are very particu-
lar about our image, 
and how we are 
seen by the outside 
world. Our facility, 
our trucks and our 
people are always 
clean and managed. 
Say you’re a remod-
eling contractor and 
you’ve spent a lot of 

and quality to a relationship. We 
like to think outside of the box (no 
pun intended), and big box really 
wasn’t a good fit for us. It was a 
hard decision for us to walk away, 
because 20 percent of our busi-
ness was a lot. Plus, in doing so, 
we were going to give millions of 
dollars to one of our competitors. 
But we were taking our eye off the 
ball for what was really the core of 
our company, so we walked away 
from it.

“Our core business is a diverse 
mix of kitchen and bath dealers, 
interior designers, contractors and 
millwork houses. The commercial 
projects we do are pretty broad, 
also. We’ve done the Vikings sta-
dium, the Minnesota Twins sta-
dium, TCF Bank stadium and have 
a lot of renovation work going on 
right now.” 

Todd: “Yes, we have a lot of big 
ticket work. Huge projects like 
Mall of America. High scale, high 
profile work and that portion of our 
business is only 50 percent, so we 
can still take care of Mrs. Jones’ 
vanity, and bring customer service 
to all of our customers.” 

Kellie: “Nothing drives me cra-
zier than hearing someone say, 
‘You guys are just too big for 
us.’ That just sets my hair on fire! 
We’re not too big! Yes, sure, we 
can do the Viking Stadium because 
we’ve learned how to manage and 
do that kind of project. But we can 
do a 36-inch vanity, too, and I can 
do a better job on that vanity than 
any of my competitors can do, be-
cause I’m going to pay attention 
to the quality. So we can reach all 
ends of the spectrum, and what 

“We’re not the flashy guys that 
everybody oohs or ahhs about, 
but we are doing a heck of a lot 
of work up here in the Hastings 
area.”

Located about 30 miles south-
east of Minneapolis, Innovative 
Surfaces’ primary service range 
is about a 100-mile radius of their 
shop. They do, however, regu-
larly service select accounts in 
their surrounding five states as 
well as all destinations through-
out the country.

To Big Box or Not To Big 
Box? That Was the Question 

“We did Home Depot work 
six or seven years ago, but we 
divorced ourselves from that,” 
explained Kellie. “We’ve always 
been heavily in the residential 
kitchen and bath dealer market, 
and Home Depot came about for 
us quite haphazardly. We serviced 
one store, and then it became two 
stores. Then, there was a line re-
view and another stone fabricator 
got axed, and all of a sudden we 
had 30 stores, and we just kept on 
growing. 

“I do think that servicing big 
box stores has to be strategically 
part of your business plan, or it 
isn’t, and to be honest, for us, it 
really wasn’t. It comprised about 
20 percent of our business, and 
we never wanted to see it be-
come more than that, but we had 
come to the realization that we 
were taking our eye off the ball. 
For us, we want to be where we 
can really excel and bring value 

Innovative Surfaces

time with a customer, and worked 
really hard to gain their trust. 
Then we drive up in a crappy 
pickup truck with an A-frame in 
the back. Does that validate your 
story, or does us pulling up with a 
really nice truck and guys neatly 
dressed in company clothes with 
organized tools? Which one 
would you choose? So from the 
beginning, we’ve taken pride in 
who we are and how that trans-
lates into high expectations that 
we are going to do a top-notch 
job.”  

The company’s 50/50 mix of 
(wholesale only) clientele is both 

commercial and residential, said 
Kellie, adding, “We have a lovely 
selection center that we expanded 
about five years ago. At first, 
people thought Bruce was crazy 
putting a lot of money into a 
showroom in a place that nobody 
knows exists. But it’s the best 
thing we ever did. So this is where 
validating our story comes in. 
When one of our wholesale part-
ners drives one of their customers 
down the street to our showroom 
and is not expecting a lot, it’s an 
‘Aha’ moment for them.” 

Right: Soapstone 
and wood harmo-
nize for a classic 
look in this sun-
filled kitchen.

The Innovative Surfaces showroom 
is one of several buildings in their 
Hastings, Minnesota “campus.”

Please turn to page 26

Quartz countertops and divider walls for a modern corporate lobby.
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Michael Peay, a veteran home builder with 30 years of experience that 
includes hundreds of kitchen installs, was continually confronted with 
a nagging problem—mounting the dishwasher. Out of frustration, Mi-
chael Peay invented and patented the solution.

Installation Problem
Why is installing the dishwasher always on the punch list? There are many rea-
sons; after all, who is responsible for this task? Is it the granite guy, the plumber, 
the appliance delivery man, or the general contractor? If the granite installer is 
responsible and the dishwasher is on site, there is no problem, but many times 
this is not the case. So in order to preserve your good name and reputation it 
means an expensive return trip to install the dishwasher.

Installation Solution
Can $3.98 solve this costly return trip? The answer is YES! It is estimated that 
it could cost nearly $200 in time, labor and fuel to pull someone off another 
job for this one chore. There is no need for the dishwasher to be on site and you 
can install before or after the countertop is installed. And it is designed to fit all 
standard dishwashers and install them correctly. 

Easy To Use
The E-Z Dishwasher Bracket can be installed in 2 minutes and is a permanent 
solution. If the dishwasher is not installed or not on site, simply fasten the E-Z 
Dishwasher Bracket to the cabinet with the hardware supplied, apply silicone 
to dampen the sound, and install the granite. As simple as that, your job is done, 
with regard to the dishwasher.
If the dishwasher and countertop are already in place, simply bend the tabs 
to fit in between the cabinets, apply silicone, put in place and fasten with the 
hardware supplied. 

No More Call Backs to Install a Dishwasher! 
This solution seems so simple, the only question you’ll ask is, “Why didn’t I 
think of this, before?” This product really works, and we’ll prove it to you. We 
guarantee that you’ll agree this is a real $3.98 solution. Call Braxton-Bragg and 
never have to make that expensive return trip again. Our knowledgeable sales 
staff wants to let you know “you have a friend in Tennessee,” and we listen to 
you. Count on Braxton-Bragg for all your installation needs. 

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Call today! Toll free 1-800-575-4401
This Great Low Price has been extended due to popularity! 

3.98Now YOU can solve a $200 problem… 
 

MADE IN THE USA

   Item # Description Great LOW Price 
 10565 E-Z Dishwasher Bracket with Mounting Screws, 24” $3.98

 10578 E-Z Compact Bracket with Mounting Screws, 18” $3.98

 10763 E-Z Dishwasher Bracket with Mounting Screws, 24” 
  Ship Saver 100 Pack $369.00

 10764 E-Z Compact Bracket with Mounting Screws, 18” 
  Ship Saver 100 Pack $369.00

NEW size for compact dishwashers!

“We use them when the dishwasher 
is not on site. Works great, 
no return trips.” 

Jeremy Williamson, SFA
Granite Shop Manager
Kitchen Craft Inc.
Osage Beach, MO

The E-Z Dishwasher Bracket attaches to the cabinet with wood 
screws, as well as to the countertop with impact absorbing ad-

hesive caulk or silicone. It is made to accommodate virtually any 
dishwasher on the market and may be installed prior to or after 

countertop installation.

4.10for only $495 !

More than 935,487 sold!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for E-Z Dishwasher Bracket

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10476/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10476/
http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,8459,10476,8769,10476/


4 |  OctOber 2017 Slippery rOck Gazette

Featured in this Issue
Passion and Precision Equals Success in the Land of 10,000 Lakes,  by Peter J. Marcucci  ................... Begins on 1

Discovering the MIA+BSI, by Michele Farry  .................................................................................................... Begins on  1

Facebook Rules and Etiquette, by Sharon Koehler  .........................................................................................  Begins on 5

Natural Stone Resource Library Surpasses 50,000 Downloads  ....................................................................................  6

The Stone Detective, by Frederick M. Hueston  .............................................................................................................  10

Braxton-Bragg Partners with Susan J. Komen Foundation to Continue  the Fight Against Breast Cancer ....... 10

Laser Products Appoints Kevin Yeh Director of Marketing  ............................................................................................ 13

Stone Restoration and Maintenance Corner, by Bob Murrell  .....................................................................  Begins on  17

Angie’s List: New and improved,  by Sharon Koehler ................................................................................... Begins on 18

The Eclipse of Natural Stone?  by Mark McMunn  ...........................................................................................  Begins on 19

Artisan Group Makes New Executive Staff Appointments ............................................................................................... 20

Up in Smoke, by Sam Venable  ............................................................................................................................................... 21

Seeing the Big Picture  ..............................................................................................................................................................  22 

U.S. Congressman Duncan Visits TCNA Headquarters  ................................................................................................... 28 

The Slippery Rock Classifieds  ................................................................................................................................................ 30

Laser Products Selected for 36th Annual Inc. 5000 List  ................................................................................................... 34

Silicosis Training Resource Added to Natural Stone University ..................................................................................... 37

New Diamond Lubricant from Dr. Fred Saves Time and Money  ................................................................................... 37

Stone Craftsmanship: A Rare and Irreplaceable Skill, by Teresa Meek  ......................................................................... 38

Jim Belilove of Creative Edge Develops Documentary on WWII Fighter Pilot Jerry Yellin  ..................................... 40

Travertine: Watching Stones Form in Real-Time, by Karin Kirk  .................................................................  Begins on 42

Update Your Tile Technical Library with New Releases from the Tile Council   ........................................................ 45

SLIPPERY ROCK GAZETTE
The Beacon of the Stone Industry 

®

Rich Hassert   Publisher
Larry M. Hood  Editor/Design Director
G. William Brown  Graphic Designer
Shannon Carey Special Contributor
Michele Farry   Stone Industry Consultant
Carmen Ghia   Helpful Trivia Dept. 
Frederick M. Hueston Stone Forensics Consultant
Karin Kirk Geologist 
Sharon Koehler  Special Contributor
Rufus B. Leakin   Guru of Folklore
Peter J. Marcucci Special Contributor
Teresa Meek usenaturalstone.com
Mark McMunn Stone Industry Consultant
Bob Murrell   Restoration Consultant
Anne Tenna   Human Resources Dept.
Sam Venable  Ironical Humor Dept.

“Keep away from 
people who try 
to belittle your 

ambitions. Small 
people always do 

that, but the  
really great make 

you feel that 
 you, too, can 

 become great.”  
– Mark Twain

Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

 Item # Description   PROMO Price 

  11477 Makita® 18 Volt LXT Lithium Ion Sub Compact   $239.00 
  Brushless Cordless 2 Piece Combo Kit

Limited Supply! Hurry–Special Offer Ends October 31, 2017

Makita 18 Volt LXT

Best Products, Lowest Prices, 
Better Service

Sub Compact Cordless 

Combo Kit
Buy

Get 
FREE

A

$ 95 37

VALUE

The Combo Kit includes two18 volt batteries, an ultra-compact 
2-speed brushless driver-drill with two speed settings that weighs 

only 2.8 lbs., and a variable speed brushless impact driver 
with two speed settings that weighs only 2.6 lbs.

An EXTRA 
Makita 18 Volt 

Compact Lithium 
Ion Battery

Shop www.braxton-bragg.com for the Makita Combo Kit Visit www.slipperyrockgazette.net for more Stone & Tile industry news

Visit www.slipperyrockgazette.net to place 
a classified ad and to view current and back issues.

Email address updates to k.richards@braxtonbragg.com. Subscription 
requests, classified ad submission form and our 2017 Advertising 
Guidelines are available online at www.slipperyrockgazette.net

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8449,6684,11245/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8449,6684,11245/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
mailto:k.richards%40braxtonbragg.com?subject=Address%20Update%20for%20My%20Slippery%20Rock%20Subscription
http://www.slipperyrockgazette.net/index.cfm/m/15/Advertising_Guidelines
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We all love 
Facebook. I 
have a personal 

profile, and I bet you do, 
too. I created my compa-
ny’s page and I am partially 
responsible for its content. 
But, as with everything 
else in life, there are rules 
to be aware of and follow. 
These rules were created 
by Facebook. The below 
10 Rules of Facebook are 
all from their Statement of 
Rights and Responsibilities. 
(You know, the pages and 
pages of text that we were 
supposed to agree to when 
we set up our accounts, but 
most of us never actually 
read?)

#1 – No scamming. 
You cannot promote or ad-
vertise any unlawful multi–
level marketing plan i.e. no 
pyramid or Ponzi schemes. 

#2 – No sex offenders 
allowed in the pool. 
Convicted sex offenders are 
(supposedly) barred from 
Facebook. Good in theory, 
but hard to enforce.

#3 – Everything stays on 
the up and up.
You cannot publicly display 
any false information about 
yourself. You cannot have 
more than one personal ac-
count for yourself, and you 
cannot create an account for 
someone else without per-
mission. Also, no accounts 
for your pets, either (sorry, 
Grumpy Cat).

#4 – No harassment.
You cannot try to intimi-
date, harass or bully anyone. 

Facebook Rules and Etiquette 

Please turn to page  6

Sharon Koehler
Artistic Stone Design

 
PO Box 188, Stinesville, IN 47464 

Ph:  812-876-0835    Fax:  812-876-0839 
bigcreekstone.com 

#5 – You must be “Of 
Age” to have a page.
No one under the age of 
13 can have a Facebook 
account. Did you know 
that Facebook shuts down 
approximately 20,000 ac-
counts per day belonging to 
underage users?

#6 – No spamming or 
hacking. 
No unauthorized commer-
cial communications al-
lowed, no uploading viruses 
or harmful codes.

#7 – There is no free 
speech here.
Facebook says they will 
not tolerate anything that 
encourages or incites hate, 
violence or pornography. 
I have had several friends 
in “Facebook Jail” over 
this, (mostly over political 
posts).

#8 – Leave your neigh-
bor’s stuff private.

If you want to be an idiot 
and post your own finan-
cial documents or your own 
identification documents, 
go ahead, BUT you cannot 
post any sensitive informa-
tion about anyone else.

#9 – You cannot be a 
digital salesperson.
What they mean is that you 
cannot use your personal 
timeline for financial gain 
and you can’t sell your sta-
tus update to an advertiser. 
In simpler terms, you can-
not use Facebook for profit 
unless you are willing to 
share it with them.

#10 – You cannot 
encourage or knowingly 
help anyone to violate 
these Facebook rules.
This one is pretty self-ex-
planatory. So, if you want 
to stay out of ”Facebook 
Jail,” follow the rules! 
The Facebook Police have 
proven pretty successful at 
catching violators.

Now, besides what 
Facebook has told us they 
will not tolerate, we hu-
mans as a society have 
come up with some things 
that just bug the heck out of 
us – on Facebook.

#1 – No self promotion.  
If you recently became 
self-employed or are pick-
ing up spare money sell-
ing something, create a 
business or private page. 

 Item # Description MSRP  OUR Price

 8714 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Extra Coarse $89.95 $59.95 

 8715 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Coarse $89.95 $59.95

 8716 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Medium $89.95 $59.95

 8717 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Fine $89.95 $59.95

Talon™ Turbo 
Diamond Cup Wheels

#1 Seller! 

Most Popular

Cup Wheel

“Thanks, everything is great! Thank you 
for your awesome quick response. Braxton-

Bragg is the best company we deal with. 
Your entire crew has been great and we 

will always do business with you!”

Sincerely,
Kim Johnson

Talon™ Turbo Cup Wheels are designed to be aggressive, fast 
working tools. The turbo design with two layers of segments with 
spacing in between keeps the core and diamonds cool and removes 
the dust, or if used wet, the slurry can be readily expelled.

The back of the cup wheel is polished aluminum and this softer 
metal allows bounce to be absorbed, reducing chatter and making 
the weight of the cup wheel less than other wheels.

Cutaway (above) shows how Talon™ Cup Wheel segments dovetail into the 
wheel body to eliminate segment separation. The unique center segment 
groove helps remove grinding slurry while reducing heat build-up.

•Designed to operate at 
 10,000 RPM 
 14,000 RPM Max
•Can be used wet or dry
•5/8-11˝ thread arbor

Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Talon Turbo Cup Wheels

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7393/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7393/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7393/
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Announce it on your per-
sonal page and direct ev-
eryone to your business or 
private page. Do your busi-
ness there.

#2 – Don’t tag people in 
“not so great” photos. 
Your BFF may not want 
everyone to see her when 
she is recovering from the 
flu or throwing up because 
he partied too hard.  Also, 
remember that their em-
ployer may be out there 
lurking somewhere, and 
college admissions offices 
do peruse social media, 
as well. Think before you 
post: “Would I want the 
world to see me like this?”

#3 – Don’t overpost 
about your kids or pets. 
Yes, little Elena is cute and 
Rover does the most ador-
able things. We get it, and 
we may even agree they are 
officially the Cutest Thing 
Ever. But don’t overdo it.

#4 – Don’t post or share 
pictures of OTHER 
PEOPLE’S CHILDREN 
without their permission.
Some people are funny 
about Social Media and 
their privacy. Just ask the 
question before you post. 
Better safe than sorry.

#5 – Facebook is not for 
Instant Messaging.
Yes, it’s on your phone and 
you get alerts for activity, 
but these sorts of posts 
tend to clutter up people’s 
pages. Instant messaging is 
what texting is for.

#6 – Don’t just assume 
everyone wants to play 
your game or wants to 
help you play it.
If you send someone a 
game request and they 
don’t answer, don’t keep 
on doing it. It’s really, real-
ly annoying.

#7 – Don’t overdo your 
status posts.
If you want to check in, 
that’s great. Unfortunately 
the whole “We just got 

seated…We just ordered 
drinks and are waiting for 
food… The food just ar-
rived and now we are eat-
ing! Here’s a picture of my 
plate!” chain is overdoing 
it and frankly, most people 
just don’t care.

#8 – No bad-mouthing. 
You and your BFF had a 
falling out. You found out 
your girlfriend cheated on 
you. Your sister stole your 
favorite sweater. Don’t 
take to Facebook and air 
your dirty laundry in pub-
lic! Your 200-300 friends 
don’t want to be dragged 
into your personal drama. 
This is what phones are for. 
Call someone. Keep your 
bad-mouthing private so it 
has less chance of coming 
back to bite you in the butt! 
Because believe me, it will 
come back to haunt you.

#9 – Don’t discuss any-
one else’s problems. 
They aren’t your problems. 
You have no business dis-
cussing someone else’s 
life, problems or issues, 
on Facebook. Airing their 
woes is up to them.

Just remember that your 
personal profile is yours 
and it reflects what is going 
on in your world. Keep it 
clean. Keep it simple, and 
as a rule of thumb, make 
sure that if your grand-
mother read it, neither of 
you would be embarrassed.

Taking Care of 
Business

If you have a business 
page keep all of the above 
guidelines in mind, and 
also:

#1 – Stick to business.
The people following your 
business page don’t care 
about your personal life 
UNLESS you have just 
attended a seminar or con-
vention, and you want to 
spread some new and ex-
citing information.

#2 – Keep your infor-
mation current.
If you change your hours, 
personnel, contact infor-
mation or simply change 
locations, make sure your 
page reflects those changes. 

Continued from page 5
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Facebook Rules and Etiquette

“Don’t bother. He’s a dentist.”

Natural Stone Resource Library 
Surpasses 50,000 Downloads

The MIA+BSI Natural 
Stone Resource 
Library has reached 

a new milestone of 50,000 
downloads.

2017 MIA President 
Jon Lancto (Big Fish 
Consulting) commented: 
“Fifty thousand downloads 
makes a clear statement that 
the Natural Stone Resource 
Library has become our 
industry’s go-to source for 
information about natural 
stone.” 

2017 BSI President Daniel 
Wood (Lurvey Supply) 
agreed: “This incredible 
resource, a collection of 
the most comprehensive, 
up-to-date natural stone in-
formation in the industry, is 
the most valuable resource 
we offer. We encourage the 
industry to take full advan-
tage of this free resource 
in order to be successful 
in specifying and utilizing 

natural stone.” 
Launched in 2015, the 

Natural Stone Resource li-
brary houses all MIA+BSI 
technical documents, as 
well as resources from 
other industry associations. 
There are currently 272 
documents available. All 
resources can be down-
loaded free of charge. The 
library has become a trusted 
resource not only for stone 
companies, but also for ar-
chitects, designers, and con-
struction professionals.

To access the Library, 
please visit www.natural 
stoneinstitute.org/
resourcelibrary. 

MIA+BSI: the Natural 
Stone Institute serves more 
than 1,900 members in 55 
countries who represent 
every aspect of the natu-
ral stone industry, offering 
them a wide array of tech-
nical and training resources, 
professional development, 
regulatory advocacy, and 
networking events.

The Resource Library currently contains 272 documents.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for new Omni Cubed products
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Patent Pending

You’ve Got To See This Video!

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

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 bowl steel or ceramic vanity 
sinks. Just imagine–one simple, inexpensive kit can do 
all of those sinks! Not only is the Hercules® Universal 

 Item # Description MSRP OUR Price 
 17310 Hercules® Universal Sink Harness Kit   $9.95 $4.95MADE IN THE USA

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. The 
Hercules® Universal Sink Harness will get the job 
done quickly. You can become known as the guy who 
contractors and home owners in your area call for help. 

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

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. 

Try One and You’ll Believe It!
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. Visit www.braxton-bragg.com for 
the complete Universal Sink Harness video.

#1 Seller! 

Most Popular

Sink Support

Scientists have named a 
Jurassic-era crocodile de-

scribed as “one of the nastiest sea 
creatures to have ever inhabited 
the earth” after late Motorhead 
front man and British heavy metal 
icon Lemmy Kilmister.

London’s Natural History 
Museum says the fossil of what’s 
now known as Lemmysuchus  

The Original Headbanger?
Obtusidens was dug up in England 
in the early 20th century but was 
incorrectly categorized with other 
sea crocodiles found in the area.

Researchers recently took an-
other look at the specimen and 
gave it a new classification and a 
scientific name of its own.

Lemmysuchus obtusidens 
— meaning “Lemmy’s blunt-
toothed crocodile” –  belonged to 

an extinct group of marine crocs 
known as teleosaurs. It lived ap-
proximately 164 million years 
ago in coastal waters near what 

Lemmy Kilmister at the 2015 
Glastonbury Music Festival is now Europe, and it measured 

about 19 feet (6 meters) in length 
and had a skull that was about 3 
feet (1 m) long, according to a de-
scription in a new study.

Lemmysuchus had pow-
erful jaws and flattened 
teeth that could crunch 
through the shells of its 
mollusk or turtle prey, 
and it would have been 
among the largest coastal 
predators at the time, 
study co-author Michela 

Johnson, a researcher with the 
School of GeoSciences at the 
University of Edinburgh in 
Scotland, said in a statement.

A near-complete fossil skeleton 
found in Peterborough, England, 
in 1909, part of the paleontology 
collection at the Natural History 
Museum (NHM) in London, 
was previously identified as 
Steneosaurus obtusidens, based 
on similarities to other known S. 
obtusidens fossils.

Lemmysuchus diverges most 
dramatically from its close rela-
tives in the shape of its snout, ac-
cording to the study. Though its 
nose was slender compared with 
that of a modern crocodile, it was 
shorter and rounder than was typ-
ical of teleosaurs from this time 
in the Jurassic. The nasal surface 
was “strongly convex,” and the 
snout made up about 62 percent 
of the overall skull length, the 
study authors reported.  

The study authors determined 
that the fossil represented a new 
genus, naming it after Kilmister at 
the suggestion of study co-author 
Lorna Steel, a curator at NHM 
in the earth sciences department, 
NHM representatives said in the 
statement.

“We’d like to think that he 
would have raised a glass to 
Lemmysuchus, one of the nastiest 
sea creatures to have ever inhab-
ited the Earth,” Steel said.

If a woman has to 
choose between 

catching a fly ball and 
saving an infant’s life, 

she will choose to 
save the infant’s 

 life without even 
 considering if there 

 is a man on base. 
— Dave Barry

Lemmysuchus grooving in the Jurassic
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•  Akemi Colour Bond Magic Colors 
camouflages the seam into the stone 
structure

•  For use on Quartz, Marble, Granite, 
Quartzite, Onyx, Glass, Porcelain,  
Ceramic, Solid Surface, and other  
dense surfaces

•  Provides strong, smooth,  
glossy joints 

•  Under 20 minute cure
• Low odor
• Available in over 50 colors

FREE Colour Bond Match Chart 
Contact InnoChem LLC 
www.innochemllc.com 
info@innochemllc.com  
or www.braxton-bragg.com 

Colour Bond Color Matching list available at 
wwww.akemi.com.   
Scroll down to colourbond tab and just click.

New York City train commut-
ers cooled off their “summer 

of hell” with a new beer appropri-
ately named Delayed.

Newsday reports that Long 
Island-based Blue Point Brewery 
launched the new brew in August 
at Penn Station.

Just in Time for 
Oktoberfest

Blue Point president Todd 
Ahsmann says he and his employ-
ees have spent plenty of time at 
the Manhattan station waiting for 
delayed Long Island Rail Road 
trains to take them back home. 
The brewery came up with the 
idea after Gov. Andrew Cuomo 
said construction at Penn Station 
could result in a “summer of hell” 
for commuters.

“Everybody’s dealt with the 
frustration of a delay. If we can 
give the beer drinkers a little relief 
through a good beer and some-
thing to drink while they pass the 
time, I think that was the goal,” 
brew master Dan Jansen said. 
“It’s got a lot of malt character, 
the right amount of hop aroma.” 
The brewery canned 200 cases in 
the first run.

The can’s design resembles 
Penn Station’s departure board, 
with Long Island destinations fol-
lowed by the word “delayed.”

The new age German-style 
pilsner blends floral, spice and 
honey to give it a refreshing taste.

Asked to comment about the 
beer, an MTA spokesperson told 
reporters the delays that were 
feared during Amtrak’s summer 
repairs at Penn so far haven’t been 
that bad – and hopefully, this beer 
won’t be either.

The beer will start as a Penn 
Station exclusive and may make 
its way to local bars.

“The only time to eat diet 
food is while you’re wait-
ing for the steak to cook.” 
– Julia Child

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Color Bond Adhesive
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I was having lunch at one of 
those family-style restau-
rants – the ones where you 

sit around the table with strang-
ers and they bring the food out in 
big bowls. It was kind of inter-
esting meeting new people, but 
there was this one gentleman who 
keep asking me to please pass the 
salt – like I was the salt keeper or 
something. It was a little annoy-
ing, however, his persistence 
would help me solve another 
stone installation mystery. 

I had just finished my lunch and 
said my farewells to my new din-
ner table companions when my 
cell phone rang, and I answered 
it as I headed out the door. The 
lady on the other end was crying 
and a little hard to understand. 
I thought I heard her say either 
something to the effect of “I’m 
going to bed,” or “I’m going to 
be dead.”  What she was trying to 
tell me was that “she was going 
to be dead if she didn’t solve this 
problem.”

 I got her to calm down so she 
could explain the problem. She 
said she was a designer who just 
completed a large home on an 
island in the Bahamas. It was ap-
parently some celebrity’s home. 
She wouldn’t or couldn’t tell me 
who. She told me they installed 
a ton of French limestone around 
the pool and walkways and it was 
beginning to flake and fall apart.  
She actually wanted me to fly 
there the next day to figure out 
what was going on.  Well, who 
was I to argue with a trip to the 
islands? So, I told her I would 
catch a flight the next morning 
and investigate. She said she 
couldn’t be there, but the house-
keeper would let me in.

I caught a small puddle-jumper 
to the Bahamas. I got off the plane 
and was immediately greeted by 
a tall Bahamian gentleman hold-
ing a sign with my name on it. I 
was thinking of renting a car, but 
this was better. They drive on 
the opposite side of the road – 
which I have done before – but it 
takes some getting used to. I was 
planning to use the travel time to 
the house recuperating from my 
bumpy flight.

Frederick M. Hueston, PhD

The Stone Detective
The Pass the Salt Case 

I hopped in the 
small Jeep and off 
we went. My chauf-
feur drove like he 
was a New York City 
cab driver! I was now hoping we 
didn’t have to go far! Mercifully, 
we soon pulled into a gated com-
munity, and in front of us was 
this large house. I mean it was so 
large, it looked more like a hotel.  

We pulled up to the entrance 
and the housekeeper was waiting 
for me on the front porch. She 
didn’t say a word and just led me 
to the back garden and pointed 
toward the pool. I turned around 
to thank her, but she was gone. 
Wow, I thought, how rude was 
that! 

I walked over to the pool deck 
and noticed right away that the 
coping around the pool had a 
spalled halo along the outside of 
the stone – and not the side near 
the water, which was what I was 

expecting. I also noted that there 
were French limestone pavers ad-
jacent to the coping that looked 
fine (see photo). Of course, there 
was no one around to answer any 
questions, so I decided to figure 
this out from the available clues.

To make a long story short, I 
discovered that the coping around 
the pool was set in a standard 
setting mortar. The stone on the 
deck was set in sand. I placed 
some water on both stones and 
noticed that the coping beaded up 
the water, and the sand-set stones 
did not. This told me that the cop-
ing was sealed and the other stone 

was not. 
So why was the stone spalling 

only on the outside perimeter of 
the coping stone?  I sat there for 
several minutes trying to figure it 
out. Of course, that was difficult, 
cause it was right on the ocean, 
and I kept wishing I was sitting on 
the beach. Then all of a sudden, 
it hit me like a ton of bricks. As I 
was looking at the ocean I thought 
maybe the salt water was affect-
ing the stone somehow, but that 
didn’t make any sense since the 
stone that was sealed was the only 
one having the problem. Since the 
pool deck stone was set in sand I 
decided to pull one up. 

I took one stone up and removed 
a handful of sand. Just as I was 
about to place some in a baggie 
to have tested, I thought about the 
guy during lunch who kept ask-
ing me to pass the salt. So, I took 
some of the sand on my finger and 
tasted it. BINGO, it tasted like 
salt. I wondered out loud, “Were 
the stone setters dumb enough to 
actually use beach sand?”

I took off my shoes and walked 
to the beach with a sample of the 
sand. Just I was about to step on 
the beach I noticed an area that 

had a large, dug-out hole. It cer-
tainly looked as if someone had 
been digging up a lot of sand. 
(Gee, I wonder who?)
 I took a handful of sand from the 
beach and compared it to the sand 
in my hand, and bingo – it had 
the same color and composition. 
The salt in the sand was wicking 
into the pavers from underneath! 
Because it was sealed, it was 
harder for the salts to escape, so 
the salts crystallized within the 
pores of the stone, causing the 
spalling. 
Now I was going to have to deliver 
some bad news to the designer, 

Spalling and not spalling limestone, side by side. There’s a clue here…

Braxton-Bragg Partners with 
Susan G. Komen Foundation 
to Continue the Fight Against 

Breast Cancer

Braxton-Bragg,  LLC 
proudly announces its 
partnership with Susan G. 

Komen East Tennessee in support-
ing ongoing research and services 
in preventative care for breast 
cancer.

Braxton-Bragg’s association 
with the Komen organization will 
support events like The Komen 
Knoxville Race for The Cure 
and Komen Tri-Cities Race for 
the Cure. Komen East Tennessee 
invests 75 percent of the funds 
raised to support vital, local breast 
health services and also dedicates 
the remaining 25 percent to na-
tional research to find a cure.

“We wanted to get involved with 
a local charity and chose Komen 
Race for the Cure because many of 
our employees have been touched 
by cancer, and this is one of the 
largest events in Knoxville,” says 
Karen Richards, Braxton-Bragg 
Credit Manager and Komen Race 
team captain. “This will help a lot 
of people in our community.”

The mission of Susan G. Komen 
East Tennessee is to provide 

funding for breast health services, 
breast cancer education and out-
reach in the 24 surrounding coun-
ties, including the Knoxville and 
Tri-Cities regions. 

Everyone is invited to stop by the 
Braxton-Bragg tent at the Race For 
The Cure on October 21st at the 
World’s Fair Park, in Knoxville, 
Tennessee. You’ll have the oppor-
tunity to meet some of the compa-
ny’s representatives and to pick up 
some free swag. 

Braxton-Bragg is honored to 
support Susan G. Komen East 
Tennessee as they continue the 
work to find a cure for breast can-
cer. If you would like to support 
the Braxton-Bragg Race for the 
Cure team, please visit www.brax-
ton-bragg.com/race-for-the-cure.

Since its beginning in 1994, 
Braxton-Bragg’s philosophy 
has been to offer the best cus-
tomer service and the best value 
for the money. They do that by 
providing quality tile, stone and 
concrete tooling and supplies at 
the best prices, the best in-stock 
availability.

“This will help a lot of people in our community.” Proceeds from the Komen 
Race for the Cure support ongoing research and preventative care.

and hope the owners were not re-
ally going to take out a contract 
on her. Another case solved. I 
wondered if I had time for a swim 
before she called me.

The Stone Detective is a fic-
tional character created by Dr. 
Frederick M. Hueston, PhD, 
written to be entertaining and 
educational. Dr. Fred has writ-
ten over 33 books on stone and 
tile installations, fabrication and 

restoration and also serves as an 
expert for many legal cases across 
the world. Send your comments 
to Dr. Fred at fhueston@stone 
forensics.com .

“We are too prone to 
engrave our trials in 
marble and write our 
blessings in the sand.”
–Charles Spurgeon
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Kim Lewis
From ABC’s “Extreme Makeover: Home 

Edition.” In six years with the television show, 
Kim designed more than 120 homes in 43 

states. Her work has been featured on ABC, 
HGTV, TLC, National Geographic, Spike TV 

and FYI’s “Tiny House Nation.” 

Dan Sedor
From Leadership Resources.  

Over the last 13 years, his company has specialized in 
developing emerging leaders and helping companies 

grow through strategic planning.  

International Surface Fabricators Association  

2017 Annual Meeting &  
Educational Conference 

ALL-INCLUSIVE

Hard Rock Hotel & Casino 
Cancun, Mexico 

Nov. 28 – Dec. 1
For all details and registration, go to ISFAnow.org

With Featured Speakers
and Networking and 

Peer Group Discussion

SPONSORED BY SPONSORED BY
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Why is Stone Shield Knife Grade 
Our Best Selling Adhesive?

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

MADE IN THE USA

 Item # Description MSRP OUR Price 
 46404 Stone Shield™ Transparent Knife Grade, Quart $15.95 $12.95

 46405 Stone Shield™ Transparent Knife Grade, Gallon $48.95 $43.95 

 46406 Stone Shield™ Transparent Knife Grade, 5 Gallons $195.95 $169.95
$26

K-Bond Coloring Kit, 10 Colors, 2 oz.

Item #  

4357

Easy to Color
Compatible with all major adhesive color mixes including K-Bond 
Granite Color Pigments — what could be easier?

Adhesive Spreaders 
 & Stirring Sticks

Razor Blades

Item # 

4800A

Item # 

4802
Item #  

9100

$59.97

$9.74

$19.95
$3.74

MADE IN THE USA

MADE IN THE USA

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

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

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

Police in Austin, Texas have 
released surveillance video 

showing a car plunging seven 
stories from a downtown park-
ing garage and striking another 
vehicle as it lands nose-first in 
an alley.

The video released one 
Thursday shows the car land-
ing atop the back half of an 
SUV then rolling upside down 
onto the ground. Moments 
later, people run to help the 
driver escape.

Police say the July accident 
happened when the woman 
drove her BMW through re-
tention wires on the seventh 
floor, hit a building across the 
street breaking a gas pipe, and 
plunged to the alley below.

It’s a miracle that neither 
the SUV’s driver or the BMW 
driver were killed, or seriously 
injured. Austin-Travis County 
Emergency Medical Services 
officials said at the time that 
the BMW driver was treated at 
a hospital.

Last September, a sport util-
ity vehicle plunged from the 
ninth floor of the same park-
ing garage, also after crashing 
through a wire barrier.

Perhaps the  parking garage 
owners should consider install-
ing a more robust barrier than 
wire.

Look Out Below!

Surveillance video from an 
Austin, Texas parking garage 
shows a car dropping out of 
the sky and crashing in an alley.

“There’s no half 
singing in the 
shower; you’re 

either a rock star 
or an opera diva.”

– Josh Groban
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 “The lesson of the war that should never depart from us 
 is that the American people have no exemption from the 

 ordinary fate of humankind. If we sin, we must suffer 
for our sins, like the Empires that are tottering 

 and the Nations that have perished.”
– Murat Halstead – 1867

Laser Products 
Appoints Kevin 
Yeh Director of 

Marketing

Laser Products has 
announced that it is sig-
nificantly increasing its 

outreach to U.S. and foreign cus-
tomers, the media and its part-
ners with the hiring of Y. Kevin 
Yeh as Director of Marketing. In 
this newly created position, Yeh 
will be responsible for develop-
ing and leading the company’s 
strategic marketing initiatives 
and new product commercial-
ization. He will direct and opti-
mize the company’s advertising, 
public relations and digital assets 
and will be the primary corporate 
liaison with the media and trade 
associations in the stone and 
woodworking industries.

“Laser Products is in the midst 
of a very exciting period of 
growth,” said Rich Katzmann, 
president. “We are introducing 
new products, rapidly expanding 
into new markets and developing 
new partnerships with software 
companies and equipment man-
ufacturers. Kevin has an excep-
tional background in strategically 
building brands through diverse 
channels. He is a strong leader 
with a keen understanding of 
driving innovation through cus-
tomer insight. Under his direc-
tion, I am confident that we will 
drive new revenue opportunities 
for both our company and our 
existing and future customers.”

Yeh comes most recently from 
James Hardie Building Products 
where he led the marketing team 
for the country’s foremost siding 
company. Prior to that he served 
as the global strategic business 
unit leader for the Liftmaster and 
Chamberlain brands of garage 

door openers at the Chamberlain 
Group.  He has a BS in Business 
Management and International 
Studies from Indiana University 
and is bilingual in Mandarin 
Chinese. Yeh will be located at 
the company’s headquarters in 
Romeoville, IL and will report 
to Katzmann. 

For more information about 
the company, visit laserproducts 
us.com/contact, or call Laser 
Products at 630-679-1300.

INTRODUCING THE NEW GENERATION OF 
STONE PROCESSING MACHINERY BY

LCV Flat edges and chamfering up to 6 cm 
thickness.  Many models available. LCH* Flat edges and chamfering up to 

6 cm thickness.

LTN*
Compact continuous belt edge polishers 

for round and flat edges up to 8 cm.

LTZ* HTO-R2Straight continuous belt edge polishers, for
round and flat edges up to 10 cm. 

5 axis CNC bridge sawing machine with tilting 
table and rotating head on steel walls.

Routering, core-drilling, and miter cutting included.

Hybrid edge polisher for flat edges, for 
pencil rounds (4 cm) and chamfers (6 cm). LCR*

1804 STAR BATT DRIVE•ROCHESTER HILLS, MI 48309•248-853-9000•info@marmo-na.com

WELCOME TO THE NEW STONE AGE

*CONTINUOUS  MITER CUT OPTION AVAILABLE*

*PRODUCTION RATES DEPENDENT UPON TYPE OF MATERIAL AND
TOOLING PARAMETERS*

*130-180 
L/F PER 
HOUR!

*130-180 
L/F PER 
HOUR!

*65-114
L/F PER 
HOUR!

*130-213 
L/F PER 
HOUR!

*91-190 
L/F PER 
HOUR!

INCREASE
CUTTING
CAPACITY
BY 40%

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

http://www.laserproductsus.com/contact
http://www.laserproductsus.com/contact
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
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Discovering the MIA+BSI
who were willing to share 
their knowledge of running 
a successful business. I was 
also lucky that my wife had 
the business experience to 
compliment my knowledge 
of fabrication.  The MIA + 
BSI, albeit a larger organi-
zation, offers the same op-
portunities to network with 
fellow fabricators and in ad-
dition has many resources 
to help craftsmen make 
the  transition to business 
people.”

This was a reoccurring 
theme in our discussion: 
Jon got involved. He found 
the tips and techniques 
while attending the meet-
ings, brought them back 
and applied them. Jon saw 

Continued from page 1

time saying no when asked 
to help, but that has always 
served me well in the asso-
ciation world.  Involvement 
is the key to getting a return 
on your time when it comes 
to joining. It has helped 
me enormously to become 
involved with the MIA and 
has led to other subgroups 
that even more narrowly 
focus my participation 
like the Artisan Group of 
fabricators.”

I said, “When I attended 
the Massachusetts Stone 
Summit we had a record 
number of women in at-
tendance. In this group 
the diversity ranged from 
the position of ownership 
and co-ownership or fam-
ily-owned, management, 
sales, administration or PR 
and marketing. You were 

very encouraged and not 
completely surprised by 
this with the leadership and 
mentoring programs the 
MIA offers for women. Tell 
me where you see women in 
stone progressing and how 
the industry is evolving to 
be more inclusive.”

Please turn to page 15

Continued from page 8

The Viper® 30 Grit Bites like a Cup Wheel, 
Smooths like a Polishing Pad.

Viper® 30 Grit Wet Polishing 
Pads have the chops to remove 
stock, shape edges and prepare 
cut stone to begin the polish-
ing process. This grit will re-
move the deepest scratches. 

Unlike metal or carbide cup 
wheels, chipping and 

bouncing is practically 
eliminated. You’ll be 
able to move on to 
the polishing pro-
cess in no time. 

Finally!
Eliminate Bouncing  

& Chipping
Caused by Metal or  

Carbide Cup Wheels

Andrew Geronimo
Recommends the
Viper ® 30 Grit 
Granite Wet 
Polishing Pad

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

After finishing his own 
kitchen, he worked with 
a small fabrication shop 
when he and his wife had 
the option to purchase the 
business. Together, they 
developed the fabrication 
company from a one-man 
operation to over 100 em-
ployees. Mrs. Lancto’s role 
was instrumental to the ad-
ministration and account-
ing, and Jon credits her as 
a partner in their businesses 
growth. 

Jon and Gayle eventually 
sold their business and now 
Jon dedicates himself to 
guiding the MIA and work-
ing closely with several 
organizations aligned with 
his interests. He is invested 
in protecting the industry 
and working hard behind 
the scenes on regulations, 
keeping the stone industry 
viable well into the future. 
He is experienced and gen-
erous with his time.

Growth and Support
I began with the question, 

“Jon, we discussed how a 
majority of our SRG read-
ers own and operate small 
to medium-size fabrication 
shops. They are interested 
in businesses development, 
marketing and PR and 
working toward sustainable 
goals. When you found suc-
cess as a one-man operation 
and grew to a company with 
over 100 employees, over 
25 years you mentioned 
consistently working as 
an active member of the 
ISFA (International Surface 
Fabricators Association). 
What benefits did this offer 
you to support you on your 
journey? What was the key 
to that success and how 
does the MIA offer this 
now?” 

Jon responded, “When I 
was involved with ISFA it 
was comprised of mainly 
craftsmen that had grown 
their business to the point 
that they needed an edu-
cation in business man-
agement as well.   ISFA 
gave me the opportunity to 
learn from other fabricators 

Jon and Gayle Crawford 
Lancto. Jon commented, 
“There are three accom-
plishments I am most 
proud of during my time 
with the MIA: our merger 
with the BSI to consoli-
date our industries efforts 
to support our member-
ship; our involvement and 
support of the Gary Sinise 
RISE foundation to build 
specially adapted hous-
ing for severely wounded 
veterans; and our prog-
ress with our Natural 
Stone Campaign that sup-
ports the specifying and 
use of all natural stone 
products.”

the benefits working in real 
time, and implementing 
what he learned paid off. 
This was part of his moti-
vation to take the next step 
toward leadership. From his 
start on the Accreditation 
Committee, he was nom-
inated to a board seat and 
then worked his way to 
President of the MIA. I 
found this very powerful. 
His perspective is valuable 
as a fabricator/business 
owner who is also versed 
in all aspects of the MIA 
operations.    

“Jon, you joined the 
MIA starting with the 
Accreditation Committee. 
Did you see your future 
possibility as the MIA 
president? Please describe 
how this became your role, 
and why you pursued it,” I 
asked. 

“No, I never aspired to 
be president.  I have a hard 

Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsVisit www.braxton-bragg.com for Viper 30 Grit Polishing Pads 

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10022/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10022/
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Continued from page 14

Discovering the MIA+BSI

Jon responded, “I don’t see 
any reason why stone compa-
nies can’t be run by women vs. 
men.  Our industry has been male 
dominated due to the traditional 
pattern of craftsmen growing 
their businesses to become large 
companies.   In today’s world of 
fabrication, any women is just 
as capable of running one of 
these companies as any man.  As 
we mentor and encourage women 
to step forward in leadership, I be-
lieve we will see a transition to a 
more inclusive industry.”

I asked Jon, “There is no doubt 
that the mom and pop stone com-
panies struggle to be completive 
in the ever-changing marketplace. 
How do you see the two paths of 
high volume production vs. the 
‘Mona Lisa’ shops as you call 
them still providing their niche in 
the industry? How does the MIA 
serve both?”

Jon said: “Both are import-
ant segments to be served, and 
are both viable markets. The 
MIA+BSI serves both in many 
ways through education on ma-
terials, safety, techniques, and 
business operation. The great 
thing about the online univer-
sity is that you can select what 
information is applicable to they 
type of business you run.  I have 
always found that when my cus-
tomers realized I was an expert 
in what they wanted to buy the 
price became less important.    
For example: when I owned my 
shop I was taking a client through 
a large stone distribution ware-
house, explaining the geology 
and suitability of each stone she 
looked at. Before long I noticed 
that several of the  unaccompa-
nied customers were following us 
around so they could hear what I 
was saying.  Knowledge is power 
in selling, and the MIA+BSI has 
plenty to share.”

OSHA and Silica
We talked in detail about the 

benefits of OSHA standards, the 
drawbacks of over-enforcement, 
and how we can find a balance 
between both. 

“What advice do you give to 
fabricators to proactively protect 
themselves and be safe operations 
big and small?” I asked.

Jon said, “Regardless of the size 
of the operation everyone is at 
risk of having an accident.  When 

I do consultative visits to stone 
fabrication shops I always rec-
ommend that they work with the 
consultative division of OSHA 
in their state.  Having a consulta-
tive visit scheduled protects you 
from having the enforcement di-
vision show up from the confir-
mation of schedule to up to a year 
after the inspection takes place in 
most states.”

Jon and I discussed the fallout 

from the possible Silica Ruling 
and legislation. “Can you tell us 
how the MIA is working on be-
half of the natural stone industry 
to lobby against unachievable 
practices and standards? I know 
you mentioned that silica is a 
dangerous contaminant, and have 
you offered input by contribut-
ing to active lawsuits fighting the 
ruling?” 

“The new silica standards are 
not easily achieved and impos-
sible in any dry shop. Not that 

I think dry shops are a good 
thing.  They are not. If the exist-
ing standards were enforced there 
would be no silicosis risk in our 
industry.  The MIA+ BSI is con-
tributing financially with other 
trade association’s efforts to over-
turn this new regulation.”

New Programs & Education
MIA continues to push ahead 

with new, exciting programs like 
the “Checkoff” program. I asked 
Jon, “Can you elaborate on why 

this platform will help promote 
and support the natural stone in-
dustry as we move forward in a 
saturated materials marketplace.”

“The ‘Checkoff’ program will 
bring the financial resources it 
needs to give the natural stone 
industry the common voice it re-
quires to compete with branded, 
man-made materials marketing 
and sales budgets.  This is a long 
overdue needed initiative for 
Natural Stone.  

Please turn to page 33

 Item # Description MSRP OUR Price 
	 12458	 The	Original	I-Brace	Countertop	Support,	13˝	Long	x	2-1/2˝	Wide,	3/16˝  $16.95 $10.99

	 12460	 The	Original	I-Brace	XL	Countertop	Support,	20˝	x	2-1/2˝,	3/16˝	Thick $22.95 $12.99

	 12461	 The	Original	L-Brace	Upper	Bar	Support,	10˝	x	2-1/2˝	Thick	 $23.95 $14.99

	 12462	 The	Original	L-Brace	Upper	Bar	Support,	15˝	x	2-1/2˝	Thick	 $29.95 $16.99

	 12464	 The	Original	Upper	Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	1/4˝	Thick $17.95 $10.99

	 12465	 The	Original	Upper	Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	1/4˝	Thick $22.95 $12.99

  Typical breakfast bar islands use 2–4 braces per side.

  Centers should be spaced every 18-24˝.

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

WARNING: The Original I-Brace is ONLY Available 
from Braxton-Bragg

IT was bound to happen. Success breeds knock-offs! Hard 
work and creative thought is needed to create a product—
not so much to make a look-alike copy. 

But—as we know, not all copies are as good as the original!

The Original I-Brace has been real-world tested in thousands of 
kitchens. The design was analyzed, refined, computer modeled, 
and tested by highly trained university engineers. It is made in 
America with American steel by a billion dollar company. The 
Original I-Brace is protected with a three step anti-corrosion enam-
eling process to prevent rust and possible staining of the granite. 
There are no sharp edges to catch on clothing or harm toddlers. 
 

The Original I-Brace is exclusively available at Braxton-Bragg. 

By the way, don’t assume that a knock-off is cheaper! At Brax-
ton-Bragg you always get the best for less!

Don’t risk your reputation on a copy! Get the Original I-Brace at 
 Braxton-Bragg today. Gain peace of mind and the satisfaction of 
knowing that you won’t have a call back. 

You’ll be glad you did.

The other suppliers are selling knock-offs!

Three I-Braces were used to support this 30˝ × 96˝ island install.

I recently purchased several 15-inch I-Braces to 
support the granite overhang on my kitchen island. 
They worked absolutely perfect! I weigh 250 lbs. 
and was able to hang from them to demonstrate how  
strong they are  (although I don’t recommend any  
one doing that).  For $15.00 each, they were a steal. 
    Corbels are a thing of the past!
      – Thanks!  
     Stephen Waldeck  

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the original I-Brace

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Your Reputation Rides on Ketchup!
Think about it. Word of mouth is the best 
advertising. How are your countertops 
holding up? Often the difference between 
a countertop that looks great for several 
years and one that doesn’t is the sealer.

Your Customer Doesn’t Know 
It’s amazing, but most people do 
not understand that stone is porous. 
Neither do they understand that harsh 
supermarket cleaners can harm sealers.

Not All Sealers are Created Equal
Stone Shield™ Penetrating Sealers are 
high performance, impregnator sealers 
for all natural stone. Stone Shield™ is 

formulated with the latest solvent-based 
fluoropolymer technology to protect 
against all oil and water-based stains.

Stones Gotta Breathe
Unlike surface sealers, Stone Shield™ 
is a deep penetrating sealer that leaves 
a natural look and feel, allowing the 
stone to breathe. Small molecules allow 
for deep penetration and long-lasting 
protection of the stone without leaving a 
surface film that quickly wears off.

We Test So You Don’t Have To
The manufacturer of Stone Shield™ 
Penetrating Sealers constantly tests for 
real life hazards. We know that you 

don’t have time to test and verify all 
the materials you use. That’s why we 
offer the Braxton-Bragg unconditional 
guarantee on the Stone Shield™ 
Penetrating Sealer.

Honed, Leather, and Brushed Surfaces
These surfaces need even more 
protection. That’s why we offer Stone 
Shield™ Penetrating Sealer in two 
versions. One is for traditional Polished 
Surfaces and one for Porous Surfaces 
that need extra protection. 

Q: Who Would Actually Test Countertops Against Stains Like  
 Ketchup, Mustard, Olive Oil, Wine, and Peanut Butter?

A: Your Customer. Are You Prepared?  

For Porous Surfaces For Polished Surfaces

Coverage: 200-1,500 Sq. Feet/Gallon Coverage: 1,000-1,500 Sq. Feet/Gallon

Item # Description MSRP OUR Price
4453 Stone Shield™ Penetrating Sealer, Quart  $51.95  $39.95

4452 Stone Shield™ Penetrating Sealer, Gallon  $134.95  $118.72

Item # Description MSRP OUR Price
4450 Stone Shield™ Penetrating Sealer, Quart  $30.07  $23.07

4451 Stone Shield™ Penetrating Sealer, Gallon  $74.95  $59.65

MADE IN THE USA

Won’t change color of stone
Odorless
FDA compliant solvent
Interior and exterior use

Stone Shield Penetrating Sealers

#1 Seller! 

Most Popular

Sealer #3 – Add pictures, pictures and 
more pictures.
Post a lot of project photos and be 
aware that they don’t always have to 
be of the end, finished and polished 
product. It’s OK to show work in 
progress.

#4 – Check your page fre-
quently to stay current.
Check for posts by others, comments 
you need to address and questions 
you need to answer, and respond in 
a timely manner.

#5 – Show a mild sense of 
humor.
Keep the humor light. If you get too 
radical or snarky, people may not 
understand or you may offend some-
one. Example: I once took a picture 
of a flock of geese in our parking 
lot and termed them “Visitors” for a 
post.

#6 – Tag your colleagues. 
Tag other trades or businesses that 
you work with when displaying 
photos or making posts. Give credit 
where it’s due. What goes around 
comes around. 

#7 – Keep your political opinions 
to yourself.
People aren’t following or looking 
at your business page to find out 
how you feel about politics, religion 
or any other pressing world matter.  
What’s more, airing your views may 
even lose you some customers, who 
only want to know about your busi-
ness and what you do. Sharing the 
other stuff is what friends are for.

Remember Facebook can be a great 
tool for your business. Make sure it 
shows the world what your business 
is about, especially  if your custom-
ers have good things to say about 
their experience with you.

Please send your thoughts on this 
article to Sharon Koehler at Sharon@
asdrva.rocks.

 

Facebook Rules 
 and Etiquette

Continued from page 6

“You know you’re getting old 
when you get that one candle 
on the cake. It’s like, ‘See if 
you can blow this out.’ ”

– Jerry Seinfeld

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9947,10718/
mailto:Sharon%40asdrva.rocks?subject=Slippery%20Rock%20Article
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http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9947,10718/
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Stone Restoration and 
Maintenance Corner
Grinding, Honing and Polishing 101

Bob Murrell 
M3 Technologies

Photos by Bob MurrellGrinding, honing, sanding, 
and even polishing are 
all based on the same 

concept. Simply put, smoothing 
and stock removal are accom-
plished by imparting big scratches 
into a surface, followed by suc-
cessively smaller and smaller 
scratches until the desired surface 
condition is achieved. This is the 
mechanics of finishing stone.

The evolution from raw quarry 
stone to polished slab starts at a 

manual radial arm type machine, 
where they are laid horizontally 
for finishing.

Coarse grit sintered metal-bond 
diamonds are normally used to 
begin the initial smoothing (grind-
ing) process. These are typically 
followed with either resin-bonded 
diamonds or synthetic cement 
bricks, which usually contain 

a particular pattern of scratches is 
imparted into the surface. I have 
heard many contractors describe 
each successive grit level as re-
moving the previous level. This is 
exactly what happens. However, I 
prefer to describe it as each step 
replacing the previous scratch 
pattern with a finer scratch pat-
tern. Defining it this way should 
help you to understand the impor-
tance of making sure each step is 
consistent. 

Consistency is the key to suc-
cess when grinding, honing, and 
polishing. Make no mistake about 
it – if you do not have a consistent 
scratch pattern, you have merely 
just made random scratch patterns 
in the surface, which will stick 
out like a sore thumb in the end. 
And remember, in polishing, you 
can never make up at the end for 
what you did not do correctly in 
the beginning. 

So if you don’t make each suc-
cessive scratch pattern consis-
tent and you end up with some 
deep 60-grit scratches remaining 
after you have polished, you will 
have to go all the way back down 
to a 120-grit to remove those 
missed 60-grit scratches. This is 
a big waste of time for certain. 
Unfortunately, it is only after a 
surface is polished when these 

processing plant where large 
blocks of stone are delivered. 
Here, the blocks are reduced to 
either slabs or billets (for tiles). 
This is accomplished with ei-
ther a gang saw or a wire saw. 
Wire saws are mostly used for 
exotic materials, which tend to 
be more fragile, but not always.

These large processing saws 
leave the face of the stone with 
a coarse or rough surface which 
must be smoothed. The slabs or 
tiles are then moved to either an 
automated polishing line, or a 

400-grit pattern (about 40 mi-
crons). It is important to know 
what scratch pattern is developed 
by foot traffic and normal wear so 
that an accurate diagnosis and pre-
scription for polish restoration and 
maintenance may be appropriately 
prescribed.  

Looking at a grit/scratch di-
agram, you can see how the 
progressive scale works. Each 
successive grit used replaces the 
previous grit scratch pattern, if 
correctly and consistently ap-
plied. If the surface is polished to 
a very high grit, say above 3,500, 
foot traffic will necessarily tend 
to migrate the scratch pattern 
back down to between 200-grit 
and 400-grit in the affected areas. 
Our job as restoration and main-
tenance professionals is to restore 
and keep the surface consistently 
at the same level of polish.

In most cases, you can easily 
restore the polish to marble and 
similar stone using Majestic 5X 
Polishing Powder, XXX Shine 
Polishing Powder, or Marble 
Polishing Compound. In com-
mercial applications, this should 
be accomplished quarterly or as 
needed. 

This polishing line at a slab 
processing plant is applying 
a uniform “factory finish” to 
slabs, prior to distribution.

How scratch reduction works: 
polishing in several steps with 
a higher grit will remove the 
previous layer and add a new, 
finer  scratch pattern.

either silicon carbide and/or 
aluminum oxide as an abrasive 
polishing agent.

What happens next, on a me-
chanical level, is that the sur-
face stock is removed, and the 
coarser the abrasive, the faster 
the stock removal. Of course, 
every fabricator who has pol-
ished a countertop knows that 
the hardness of the bond or ma-
trix of the abrasive also plays a 
role regarding the speed of the 
stock removal.  

During each abrasive series, 

random deep scratches tend to be-
come the most noticeable. This is 
especially true of darker materials. 

Of course, stone processing 
plants or fabrication shops have 
a totally different set of work 
parameters than do the resto-
ration and maintenance profes-
sional. The plants can use copious 
amounts of water, have specific 
abrasives which have been deter-
mined to work best on their partic-
ular material (with respect to the 
actual particle type and the bond), 
and of course, have no grout lines 
or edge concerns to interfere with 
the process. Everyone who works 
with stone grinds, hones, and pol-
ishes, but how we get there can be 
a totally different course of action, 
although they are conceptually 
related.

You can measure the profile 
scratch of most any surface using 
a profilometer. There are me-
chanical profilometers and optical 
profilometers – which can be very 
expensive. Portable profilome-
ters can be purchased for around 
$1,000 and are certainly accurate 
enough for the measurement of 
stone surfaces. Many years ago, 
using a profilometer we deter-
mined that average foot traffic 
scratch patterns were between a 
200-grit (about 90 microns) and 

Please turn to page 24

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Please turn to page 27

When I moved 
to Richmond, 
Virginia ,  I 

didn’t know any contrac-
tors or handymen but I 
needed help. So, I turned 
to a company way ahead 
of its time – Angie’s List. 
I joined. The yearly fee 
was something ridiculously 
small like $12 a year, but 
what I got in return far 
outweighed the yearly sub-
scription fee. Not only did 
I get help for myself but I 
got help for my elderly, 
widowed mother as well.

Back then, Angie’s List 
was truly ahead of its time. 
Ratings and reviews on 
local companies? Who ever 
heard of such a thing?  As 
we all know, online reviews 
are a part of everyday busi-
ness now. You can leave 
reviews for a company 
in more places than I can 
count, and some places I 
have probably never heard 
of. But back then, other than 
Angie’s List, review sites 
were few and far between. 
They found a need and 
filled it, and thus became 
a household name, and the 
go-to place when you need 
a professional. 

As recently as five years 
ago, they were still strong. 
We made a good profile 
with them and since we car-
ried their “A” rating, we ad-
vertised with them as well. 
We also had a “Big Deal” 
with them. In the beginning, 
the return was great. We 
would get 10 or 12 people 
a month from them, plus 
we would sell some “Big 
Deals” every month.

However, as with all 
things that come before 
their time, eventually times 
catch up. Angie’s List 
seemed to flounder a bit in 
recent years. It makes no 
sense to pay to see reviews 
and ratings when places like 
the BBB, Google+, Houzz 
and so many other sites are 
giving them away for free.  

So Angie’s List took time 
to retool and revamp. Allow 
me to proudly introduce the 
NEW and IMPROVED 

Angie’s List. For the con-
sumer there are now three 
membership options.

Green Membership
This plan is free. The con-

sumer gets access to nation-
wide reviews and ratings. 
This is a change. It used 
to be only local reviews 
and ratings. I personally 
like this change to nation-
wide. I live in Virginia and 
a few years ago I needed 
some moving help for a 
relative in Illinois. I could 
not use Angie’s list. Green 
Memberships also give the 
consumer access to top ser-
vice pros and the Angie’s 
List digital magazine.

Silver Membership
Silver membership is 

$24.99 per year. You get 
everything included in the 
Green Membership plus:

• Angie’s List Magazine–
This is the same publication 
as the digital, only in print, 
arriving in your mailbox.
• Fair Price Guarantee –
This means that if you pur-
chase services for a project 
on Angie’s list and you find 
that service cheaper from 
another Angie’s List pro-
vider, you may be able to 
get a refund down to a less 
expensive price. Angie’s 
List terms and conditions 
apply.
• Service Quality Guarantee  
If you purchase services 
through the Angie’s List 
Ecommerce marketplace 
and you are not satisfied 
with the quality given by 
the provider, Angie’s List 

BEST-SELLING 
BRIDGE SAW BLADE

FEATURING 

ARRAY  
TECHNOLOGY

“The Viper Array Bridge Saw 
Blade takes a bite out of the Termi-
nator Xtreme blade and has at least 
20% more life. It’s also priced a lot 
lower than Terminator.”

– Mike Weldon, 
 Stone Fuzion

20mm Segment and 
Array Diamond Technology

Array Technology means that the 
diamonds used on the Viper ® Array 
blades are evenly spaced to provide the 
same quality from the first cut of the 
blade to the last.

Cutting Speed
The cutting speed of this Viper ® blade is 
equal to any blade on the market. 

Silent Core Blade
Using the best new technology, these 
premium blades cut even the hardest 
stone without causing your saw to draw 
increased amps. 

 Item # Description MSRP OUR Price 

 9881  Viper® Array 20mm Segment Silent Core Blade, 14”, 4,500 RPM $344.95 $270.12

 9882  Viper® Array 20mm Segment Silent Core Blade 16”, 3,800 RPM $389.95 $296.21

20mm!
Segments

will help make it right or 
refund the purchase price 
up to $100,000. Once again, 
Angie’s List terms and con-
ditions apply.
• Care Support – The 
member can get help from 
Angie’s List Member Care 
Specialists through either 
live chat or e-mail.
•Blue Book Pricing Guide – 
If you want to get an idea 
how much a project will 
cost, this guide gives you a 
cost range in your zip code. 
Prices are updated quar-
terly. * (See note page 27)
•Project Scheduling–  
When you are trying to 
arrange a service pro or an 
ECommerce deal, Angie’s 
List will help with the 
scheduling to make it easier 
on the member.

Gold Membership
This is $99.99 per year. 

You get everything in 
the Green and Silver 
Memberships plus:

• Care Support – Support 
by phone as well as the chat 
and email perk in the Silver 
Membership.
• Complaint Resolution – 
If there is a problem with 
an Angie’s List service 
provider that the member 
hired, Angie’s List trained 
Complaint Resolution Team 
will intervene and try to 
come up with a solution that 
is agreeable to everyone.
• Handy Chat – This gives 
the member access to a li-
brary of downloadable pod-
casts created by experts in 
their field.
  

Angie’s List: New and Improved
Sharon Koehler
Artistic Stone Design

New options make Angie’s 
List a research tool still 
worth considering.

Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

Shop www.braxton-bragg.com for Viper Array Silent Core Blades Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Please turn to page 46

The Eclipse of Natural Stone?

IN the pre-enlightenment 
era, a solar eclipse 

was something that portended 
an ill wind, be it a war, plague 
or some other burden that 
was sure to cause mankind 
grief. The great solar eclipse 
of 2017 has now come and 
gone, but has it heralded any 
changes to the stone industry? 
If we allow ourselves to be a 
little medieval for a minute, 
the answer has to be yes.

The dimensional stone 
industry has gone through 
many cycles of prosperity 
and decline over the course 
of the 20th century, and now 
the early 21st century. The 
difference now, though, is 
that those past cycles were 
all about the demand for nat-
ural stone, with engineered 
stone just making a hum in 
the background. In the past, 
the cycles of colors changed 
from decade to decade; 
for instance, consider that 
pinks and mauves were all 
the rage in the early to late 
1980s, but now, you cannot 
sell anything with pink in 
it to save your soul. Recall 
also that pre-1992 the great 
majority of stone sales were 
for marble, travertine and 
other softer stones. Granite 
at that time was still pretty 
much the choice for wall ve-
neer for the high-rise office 
buildings that were having 
a boom throughout most of 
the 1980s. Unexpectedly, 
designers began to realize 
that if granite looked great on 
an elevator lobby wall then 
it could also work on coun-
tertops as well. And with 
that realization, the granite 
kitchen countertop boom got 
under way, slowly at first, but 
increasing geometrically al-
most every year to the point 
that the demand for marble 
and granite flipped, with 

that they can fabricate, ES 
just being a new material to 
fabricate, just as granite was 
new to most shops in the early 
countertop days.

So what were the events that 
converged to create the ES 
boom? Being a third genera-
tion stone worker and a life-
long observer of the industry, 
the following explanation is 
strictly subjective and is not 
chiseled in stone, nor is it to 
be considered gospel in any 
way.

It appears that the greatest 

Mark McMunn

granite receiving the majority 
of demand and marble taking 
a greatly diminished but still 
significant second place to 
granite. 

In the early ’90s, engi-
neered stone was well on the 
radar, but there were at least 
two things holding it back. 
First, the material looked 
very much like terrazzo and 
while not being outright ugly, 

Photo courtesy MSI

Scorpion™ CNC Vacuum-Brazed 
Sink Profile Wheels

 Item # Description MSRP OUR Price 
 55023	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1/2”	D,	50	Grit  $159.95 $103.95

 55024	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1/2”	D,	100	Grit $159.95 $103.95

 55025	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1/2”	D,	200	Grit $159.95 $103.95

 55026	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1/2”	D,	400	Grit $159.95 $103.95

 55027	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1”	D,	50	Grit $183.95 $119.95

 55028	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1”	D,	100	Grit $183.95 $119.95

 55029	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1”	D,	200	Grit $183.95 $119.95

 55030	 Scorpion™	Brazed	Profile	Wheel,	T-30,	(3cm),	R3,	1”	D,	400	Grit $183.95 $119.95

For Stock Removal and 
Honing Scratches on 

Internal Radiuses, Use...

•Can be used on any type of stone
•All brazed sink wheels feature center water feed
•Available in ½ Gas thread
•Vacuum-brazed sink wheels with ½ Gas attachments are ideal for  
 CNC applications
•They have only one diamond layer and do not change their shape 
•Consequently, the shape of the internal radius is the same all around

NEW!

“There are some ideas 
so wrong that only a 
very intelligent person 
could believe in them.”  

– George Orwell

Calacatta Marble is distinctive with its thick, bold vein-
ing. Rather than the plentiful soft veins of a marble like 
Carrara, Calacatta’s hallmark is fewer but more dra-
matic and unstructured veins.

was plain and not very at-
tractive, and no one wanted 
to risk stocking a material 
that the public was unfa-
miliar with, and it was light 
years away from the beauty 
of the exotic granites that 
began to pour into the mar-
ketplace. Secondly, the slabs 
were manufactured in a size 
that created a lot of waste 
when fabricating countertops 
for American-style homes. 
Additionally, ES was very 
expensive relative to natural 
stone, which almost made ES 
a non-starter in the American 
market, but it somehow man-
aged to hold on. 

The reason that this year’s 
eclipse, from a medieval 
perspective, is so significant 
is that 2017 may be the first 
year that sales of engineered 
stone eclipsed the sales of 
natural stone here in the 
United States. To the fabri-
cator community this is not 
really significant because 
fabricators are just that, fab-
ricators, not defined so much 
by what they fabricate but 

motivator for ES demand 
was the extreme prices com-
manded by the Calacatta 
marbles from Carrara, Italy. 
Though still command-
ing those high prices, ES 
Calacatta is daily making a 
significant dent in the de-
mand for the natural mate-
rial. You can be certain that 
the owners of the Calacatta 
quarries are feeling the pain. 
It is especially painful for the 
Calacatta quarries because 
they cannot sue for any kind 
of patent infringement or 
pirating of their product be-
cause there is no copyright 
protection for natural stone 
patterns that exist in nature, 
but be sure that some law-
yer somewhere is working 
hard to try and remedy that 
–  probably pointlessly.

The point is that the ES 
companies realized that if 
they could make synthetic 
Calacatta, then they could 
begin to capture some of 
the lucrative  market for 
Calacatta marbles. Call 1-800-575-4401 or Order Online 

www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Sink Profile Wheels
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Artisan Group Makes New 
Executive Staff Appointments

NEW!NEW!

Braxton-Bragg Now Carries

Dekton Large Blades
 Item # Description Price
 55802  ItalDiamant Dekton Core Bit, 1-3/8” (35mm) $105.95

 55803 ItalDiamant Dekton Blade, 5”, 20mm, 3,000 RPM  $68.95

 55804 ItalDiamant Dekton CNC Core Bit, 1/2 Gas, 1-3/8” (35mm)  $105.95
     1,900 RPM Max, Feed Rate: 1” to 1-1/2” per minute

 55805 ItalDiamant Dekton Finger Bit, 1-3/8” (35mm),   $145.95
     4,100 RPM Max, Feed Rate: 9” to 10” per minute

  55906  ItalDiamant Dekton Blade, 14”, 10mm (H), 50/60mm   $213.95
     1,900-2,500 RPM Max

  55907  ItalDiamant Dekton Blade, 16”, 10mm (H), 50/60mm $259.95
     1,700-2,300 RPM Max

  55909  ItalDiamant Dekton Blade, 18”, 10mm (H), 50/60mm Bushing  $368.95
     1,400-2,000 RPM Max

Dekton 5˝ Blade

Dekton CNC Core Bit

Dekton Core Bit

Dekton Finger Bit

ItalDiamant 
Dekton

ItalDiamant 
Dekton

Artisan Group is pleased 
to announce two import-
ant changes to its exec-

utive team. Sunil Palakodati 
has replaced Chad Seiders as 
Executive Director, and Jon 
Lancto will fill the newly created 
role of President. Both appointees 
possess an intimate understanding 
of the Artisan Group’s vision and 
goals, and will serve to strengthen 
the organization’s leadership.

Mr. Palakodati is currently the 
CEO of Architectural Granite & 
Marble, where he  is responsible 
for all aspects of the multi-lo-
cation countertop distribution 
company. Previously, he served 
as EVP and Managing Director 
for Masco, a leader in the build-
ing materials industry with brands 
including KraftMaid Cabinets, 
Behr Paint, and Delta Faucets. 
His business development and 
operational expertise will be in-
valuable to Artisan Group as it 
maintains its status as an elite 
network of independent counter-
top professionals. 

Jon Lancto is a stone industry 
veteran with over 25 years’ expe-
rience in the countertop fabrica-
tion and installation business. He 
has served as an Artisan Group 
board member, is the founding 
President of ISFA (International 
Surface Fabricators Association), 
and is currently also the President 
of MIA (Marble Institute of 
America). “I believe in Artisan 
Group’s mission, and am honored 
to lead the charge of strength-
ening and expanding the group. 
Sunil and I will work together to 
achieve Artisan Group’s mission 
and vision.” 

With 35 members and growing, 
Artisan Group covers most major 
markets in the U.S., and can han-
dle a variety of fabrication needs 

Sunil Palakodati, new Executive 
Director of the Artisan Group.

Jon Lancto, new President  
of the Artisan Group.

from local to national in scale. Its 
members average more than 20 
years of countertop fabrication 
experience, and all Artisan Group 
members have achieved, or have 
begun the process to achieve, full 
accreditation with the Marble 
Institute of America. The group 
is among the first granite fabri-
cator organization in the world to 
be working towards this distinc-
tion. Brands of the Artisan Group 
include Aventine Quartz, Exotic 
& Classic Granite & Marble, 
and Saratoga Soapstone. It also 
offers Heritage Wood surfacing 
products.   For more informa-
tion, visit www.artisan-counters. 
com  and facebook.com/Artisan 
GroupCountertops.

“Moral indignation 
is jealousy with a halo.” 

– H. G. WellsCall 1-800-575-4401 or Order Online 
www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Dekton Fabrication Products
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Up in Smoke

A few nights ago, I cel-
ebrated the arrival of 
autumn by lighting the 

season’s first fire. Let me explain 
the background of this ritual.

I take my firewood seriously.
I cut it myself.
I haul it myself, with occasional 

assistance from family members 
since I underwent back surgery 
in 2007.

I split it myself—with axe, 
maul, and wedge, thank you; not 
one of those sissified hydraulic 
cheats.

And I stack it myself under a 
metal-roofed shed I built myself.

Stack it precisely, in fact. So 
precisely that when editors of the 
Tennessee Farm Bureau mag-
azine, for which I occasionally 
write, needed the photo of an 
oak-hickory Taj Mahal to illus-
trate an article on firewood, they 
knew where to turn. I still have 
the magazine to prove it.

Of course, owning such a trove 
can lead to jealousy and cruel re-
marks from the unwashed. More 

than one associate has made deri-
sive comments about my fortune 
in firewood.

For instance, every time he 
comes up the driveway and sees 
all those neat rows, my fishing 
buddy David Etnier utters a snide 
remark involving the word “anal.” 
Also, many years ago, Marvin 
West, my old sports editor, told 
me he’d steal some of my inven-
tory “except I’m sure you’ve got 
everything serial-numbered.”

Marvin was wrong. I don’t se-
rial-number my firewood. Wayne 
Doster does.

Wayne, who does skilled car-
pentry work around our place, 
chides me relentlessly about the 
pristine condition of my wood-
pile. He even sneaked to the 
house one day when I was away 
and used a Sharpie pen to inscribe 
“BR549” on numerous log ends.

(Yes, I immediately noticed the 
marks—and promptly sent Wayne 

Sam Venable 
Department of Irony

a terse letter about vandalism.)
I can’t help it. Firewood has 

been part of my life since child-
hood. I take pride in the fact that 
I’m still swinging my father’s 
double-bit axe, circa 1950.

Thus, on the occasion of fall’s 
first blaze, I make somewhat of 
a production. By late February, 
my nightly fires will long have 
become a matter of rote. But in 
October, they tend to be ritualistic.

The first fire must include spe-
cial wood—bits and pieces that 
have unique meaning. This time 
around, I placed on the grate:

A slice of tamarack from Powell 
Ranger Station in Idaho, where I 
worked in 1966 and revisited sev-
eral months ago.

A wedge of rock-hard dog-
wood, chain-sawed off a hollow 
log that came from a dead tree 
at my brother’s house, the house 
where I grew up.

The remains of a gnarled apple 
stump, given to me by Morgan 
Simmons and from which I 
busted a box full of chunks for 
meat-smoking.

A twist of barber-pole maple I 
foolishly attempted to split earlier 
this year. Arrgh! I’d rather attempt 
cleaving concrete. Watching the 
flames consume those cursed, 
crooked cells brought a wicked 
smile to my face.

The hollow top of a long-dead 
sourwood stump I chain-sawed 
back in the summer while clearing 

a spot for my wife to plant some 
rose bushes.

I kindled all these offerings the 
same way I do every October: 
with handfuls of shavings that ac-
cumulate at my feet as I whittle 
cedar sticks during book signings 
at folk festivals.

Then I poured whiskey and a 
splash, parked myself in Maw’s 
old chair, and rocked contentedly 
as flames danced and climbed 
through the sourwood “chimney.”

Later I walked outside, inhaling 
the perfume of sweet smoke. I 
stood alone in the dark, listening 
to the hoots of a great-horned owl 
on the west ridge, accompanied 
by the feeble chirps of a remnant 
cricket beneath the deck.

Not a bad way to send summer 
packing.

Sam Venable is an author, en-
tertainer, and columnist for the 
Knoxville (TN) News Sentinel. He 
may be reached at sam.venable@
outlook.com.

“The most wasted day of all 
is that on which we have not 
laughed.”  – Nicolas Chamfort

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsVisit www.braxton-bragg.com for the new Groves On-Site Delivery Trailer
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Seeing the Big Picture 
Building a Future for Natural Stone

Even though the art of 
shaping natural stone is 
one of the oldest activ-

ities of human society, it’s 
important to continue promoting 
the healthy growth of the indus-
try in 2017 and beyond. 

G.K. Naquin, founder of Stone 
Interiors and boasting over 45 
years as an industry leader, has 
been actively meeting with mem-
bers of Congress across the Gulf 
South, in partnership with 20 
MIA-BSI members. Mr. Naquin 
is leveraging his voice of expe-
rience to promote professional 
excellence in the industry, and to 
bring attention to the vast num-
ber of people employed by, and 
customers who purchase product 
from, natural stone companies. 

G.K. and the group of MIA-
BSI members spent part of July 
visiting top government offi-
cials’ offices to discuss their 
vision for the future of the nat-
ural stone industry. G.K. met 
with Senator Bradley Byrne 
of Alabama, as well as the 

staff of U.S. Representatives 
Mike Rogers and Robert 
Aderholt (Alabama), and staff 
of Congressman James Clyburn 
(South Carolina). G.K. and other 
MIA members also visited the 
staffs of Senators Luther Strange 
(Alabama), John Kennedy and 
Bill Cassidy (Louisiana), and 
Tim Scott and Lindsey Graham 
(South Carolina). Stone Interiors 
boasts three locations in these 
three states, and G.K., as well as 
the individual co-owners of each 
location, are deeply invested in 
promoting the industry’s sus-
tained growth. 

All three Stone Interiors loca-
tions are accredited by the MIA, 
a prestigious achievement that 

required an extensive application 
and vetting process. 

As a fully accredited MIA 
member, G.K. feels he needs to 
take an active role in the industry 
and is personally responsible for 
the health and growth of stone 
fabrication. 

“I’m interested not only in 
the growth of Stone Interiors, 
but also increasing awareness 
about the industry’s impact as a 
whole,” notes G.K. The natural 
stone industry includes 15,435 
companies and 185,966 employ-
ees. Together, natural stone fabri-
cators produce 30 billion dollars’ 

worth of dimensional stone prod-
ucts each year. “With that kind 
of impact, leaders in government 
need to be aware of our needs. 
I’m grateful that we’ve seen such 
support from local members of 
Congress.” 

For industry leaders like G.K., 
this industry represents more 
than installing countertops. 
“Stone fabrication reaches back 
to the beginnings of human civ-
ilization. The first tools that were 

crafted, the first cups that humans 
drank from, were all carved from 
stone. It’s a noble endeavor, and 
I’m excited to help develop the 
industry’s future.” G.K. Naquin (on right) and 

20 other MIA+BSI mem-
bers met with members of 
Congress across the Gulf 
South. Naquin is pictured 
here with Alabama Senator 
Bradley Byrne.

G.K. Naquin in his Loxley, 
Alabama fabrication shop. 
“I’m interested not only in 
the growth of Stone Interiors, 
but also increasing awareness 
about the industry’s impact 
as a whole.”

Made in the USA 
with some globally 
sourced parts

Call 866-539-0052 
for a no-obligation demo. Call for details.
Free on-site training. Financing available.

Find out all the reasons at BestTemplatingSystem.com

Battery Life (hrs.) 50+ ~8 ~8

Languages 14 13 1

Loaners Available Yes No No

Extendable Warranty Lifetime 0 2 years

Free Lifetime Support Yes No No

STRING
COMPETITOR

LASER
COMPETITORTEMPLATING SYSTEM

COMPARISON

8 out of 10 
U.S. Fabricators 
Using digital templating 
own our system

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Braxton-Bragg Slashes CNC Prices—AGAIN!

Braxton-Bragg offers superb quality 
CNC Tooling in the most popular profiles!

Viper® CNC Tooling is the only CNC tooling system featuring a 6mm layer of 
diamonds on each profile wheel, including the polishing steps, ensuring the 
longest tool life in the industry.

The Viper® CNC Tooling system features seven steps - 5 metal and 2 ceramic 
polishing steps. This allows you to complete the job faster than any other 
CNC system in the stone industry. All of our CNC tooling is accompanied by 
data sheets with complete set-up information including pre-calibrated setting 
parameters, detailed operating information, and maintenance instructions.

All tools are carefully balanced and inspected by strict quality control 
standards. All of our CNC profiles are produced with a standard 35mm bore.

NOTE: For individual position pricing, call 800-575-4401 or visit 
www.Braxton-Bragg.com/ViperCNC

All in stock with IMMEDIATE Delivery!

Call Daryl Sims at 
 877-493-0394 

 if you are ready to improve 
your CNC tooling performance.

WHY PAY
OUTRAGEOUS
PRICES?

•Pos. 1: Segmented •Pos. 2-4: Sintered •Pos. 5: Metal pre-polish •Pos. 6-7: Long life ceramic polish

 CNC Tool Shape  

 A-30 R15   $4,105.00 $1,849.95      $1,064.84

 A-30 R5   $3,750.00 $2,017.95   $968.01

 B-30 R30   $4,509.00 $2,311.95      $1,626.00

 E-30   $3,864.00 $2,099.95      $1,109.54

 FG-30   $5,490.00 $3,348.95      $1,810.00

 FZ-30   $4,452.00 $2,555.95      $1,315.65

 T-20 R3    $2,784.00 $1,617.95      $1,530.00

 T-30 R3   $3,024.00 $2,008.95      $1,854.17

 T-30 R6   $3,776.00 $2,008.95      $1,864.00

 V-30 R15    $4,567.00 $2,515.95      $1,882.00

 Z-30   $3,795.00 $2,071.95      $1,098.32

Complete 
Set

Complete 
Set

Complete 
Set

Radius

Demi 
Bullnose

Bevel

Radius

Ogee 
Bullnose

Ogee 
Straight

Double 
Eased

Double 
Eased

Double 
Eased

Full 
Bullnose

Straight

Compare 

at...
Was...

Now...

SAME GREAT 

PRODUCT! 

 NEW LOW PRICE! 

 WHAT’S NOT 

 TO LIKE?

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper CNC Profile Wheels

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,10544/
http://www.slipperyrockgazette.net
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Stone Restoration and Maintenance Corner

Continued from page 17

by partnering with a good 
distributor who knows the 
business. They can help 
with technical support, 
product purchase decisions, 
logistics, and other perti-
nent project information.

Bob Murrell has worked 
in the natural stone indus-
try for over 40 years and is 
well known for his exper-
tise in natural stone, tile 
and decorative concrete 
restoration and mainte-
nance. He helped develop 
some of the main prod-
ucts and processes which 
revolutionized the indus-
try, and is currently the 
Director of Operations for 
M3 Technologies.

If the surface becomes too 
degraded, meaning closer to 
the 200-grit scratch pattern, 
some light honing with a 
400-grit and possibly even 
an 800-grit may be nec-
essary before polishing to 
ensure a good monolithic 
(mirror-like) flat surface.  

On surfaces that are not 
calcium-based like granite 
or similar stone, you will 
not be able to use the faster 
effect of an acidic polish-
ing powder. Materials like 
granite can only be pol-
ished with the mechanical 
action of finer and finer grit 
scratch patterns imparted to 
the surface.  So when a traf-
fic wear pattern becomes 
evident on granite, it is typ-
ically too late to merely use 
Majestic Granite Polish to 
restore the problem. Some 
honing will necessarily be 
required, typically starting 
with an 800-grit and possi-
bly even down to a 400-grit, 
depending on the severity 
of the wear. Wherever the 
process is determined to 
be started, it will need to 
be successively finished 
to at least to a 3,000- or 
3,500-grit before polishing 
with the Granite Polish, 
Majestic Crystallizer, and 
steel wool pads. Crystallizer 
is recommended because it 
tends to fill small surface 

pits between the crystals in 
granite, which also helps 
enhance the color. This is a 
still called a complete me-
chanical polish, despite the 
use of Crystallizer.

So, if you have ever won-
dered about the mechanics 
of grinding, honing, and 
polishing stone, hopefully 
you now you have a better 
understanding. Just take a 
look at most any 12 x 12 
polished stone tile. Look 
at the back side, then the 
polished side. What is the 
difference? You should 
now know that the differ-
ence is simply the scratch 
pattern on either surface. 
The back is a big scratch 
pattern (sawn finish) which 
diffuses light, and the pol-
ished side has a very small 
tight scratch pattern that al-
lows the surface to reflect 
light back to the eye. This is 
pretty much the crux of the 
finished stone industry. 

As always, I recommend 
trying a test area to confirm 
the results and the proce-
dure prior to starting a stone 
restoration or maintenance 
project. Also, the best way 
to help ensure success is 

Five specialized bearings increase 
tool performance

• Spindle speed: up to 4,500 RPM • 88 Db • Side Exhaust  
• Air consumption: 16 cfm @ 90 psi • Weight: 3 lbs. • Length: 7”  
• Center water feed • 5/8–11 spindle thread • Built-in  
water dispenser • Reversible side handle • Textured,  
rubber coated body for secure grip • 90-day warranty

Comes with: Wrench, adapters, 12 foot water hose, 
air lubricant; back-up pad sold separately

 Item # Descripti  on MSRP OUR Price 
 3803 Hercules®	VS	Wet	Air	Polisher,	Side	Exhaust	 $285.95 $169.95

  Back-Up Pad Sold Separately  

Hercules® Variable Speed  
Wet Air Polisher

with Side Exhaust

#1 Seller! 
Most Popular

Save time 
AND money! 

Get maximum productivity 
with a high-quality tool that  

fits your budget!

YOU
SAVE

$11600

A radial arm polisher is 
an important machine 
in many fabrication 
shops. Here, an old re-
liable Sawing Systems 
machine restores a slab 
back to a factory polish.

“I think we’re raising 
whole generations who 
regard facts as more 
or less optional. We 
have kids in elementary 
school who are being 
urged to take stands on 
political issues, to write 
letters to congressmen 
and presidents about nu-
clear energy. They’re not 
a decade old, and they’re 
being t h row n t hese 
kinds of questions that 
can absorb the lifetime 
of a very brilliant and 
learned man… they’re 
being taught that it’s 
important to have views, 
and they’re not being 
taught that it’s import-
ant to know what you’re 
talking about.”

– Thomas Sowell 

Images are more distorted on a 
rougher surface because the image 
is reflected in several directions.

Images are sharper 
on an even (polished 
flat) surface because 
the image is reflected 
straight back to the 
eye.

Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

Shop www.braxton-bragg.com for Hercules VS Wet Air Polisher Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6980/
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 High-quality diamonds (3x more than the competition) 

 Computer controlled production for consistency, pad after pad

 Can be used at 1,500-5,000 RPM

 With the use of a buff pad, reach 102 reading on a gloss meter

Familiar Quote
At Braxton-Bragg, we 

hear this question about 
Viper® 7-Step Granite 
Wet Polishing Pads from 
fabricators all the time:

Are Diamond Pads  
Really Different?

Year after year, Viper® is 
the industry choice. Is this 
just dumb luck or is there a 
reason?

4 Things to Look 
for in a Pad

1. Consistency is the 
primary reason why the 
Viper® Polishing Pad is 
so popular, but how is 
this maintained? It turns 
out that Viper® 7-Step 
Granite Wet Polishing Pads 
are manufactured under 
precise computer controlled 
conditions from start to 
finish. Nobody is just 
sprinkling diamond powder 
at their own discretion. 
Compute r  con t ro l l ed 
processes produce absolute 
consistency, reliability and 
dependability. Viper® has 
it, many others do not.

2. Quality is another 
key to Viper® being the 
preferred polishing pad. 

Diamonds with multiple 
cutting surfaces are the 
main reason Viper® 7-Step 
Granite Wet Polishing Pads 
perform at a high level from 
start to finish. Other pads 
start out working well but 
quit on you before the job is 
done, and yet appear to still 
have life remaining.

 
3. Bond of a polishing pad 

is as critical as the diamonds 
used. The Viper® Polishing 
Pad’s bond achieves a 
balance of flexibility and 
strength. Our unique resin 
bond holds diamonds in 
place until their useful life 
is exhausted, providing 
great pad life. The bond also 
has good flexibility keeping 
the pad in constant contact 
with the work surface, even 
when polishing inside or 
outside radiuses.

4. Price of Viper® 7-Step 
Granite Wet Polishing 
Pads is the final piece to 
the puzzle. Combine our 
unbeatable price with 
consistency, quality and 
superior bond, and its 
no wonder fabricators 
say, “Viper Granite Wet 
Polishing Pads can’t be 
beat!”

4 Reasons Why Fabricators Say…
“Viper Wet Polishing Pads Can’t be Beat!”

NEW 

LOW
PRICE! 

 Item # Description  MSRP OUR Price 

   Viper® 7-Step Granite Wet 4˝ Polishing Pads Hook & Loop-Backed

 1730 Viper® 7-Step	Granite	Wet,	4˝,	50	Grit,	Lime	Green  $23.95 $14.95

 1732 Viper® 7-Step	Granite	Wet,	4˝,	100	Grit,	Red  $23.95 $14.95

 1734 Viper® 7-Step	Granite	Wet,	4˝,	200	Grit,	Yellow  $23.95 $14.95

 1736 Viper® 7-Step	Granite	Wet,	4˝,	400	Grit,	Light	Blue  $23.95 $14.95

 1738 Viper® 7-Step	Granite	Wet,	4˝,	800	Grit,	Green  $23.95 $14.95

 1740 Viper® 7-Step	Granite	Wet,	4˝,	1,500	Grit,	Orange  $23.95 $14.95

 1742 Viper® 7-Step	Granite	Wet,	4˝,	3,000	Grit,	Pink  $23.95 $14.95

 55070 Viper® Granite	Wet	Polishing	Pad,	4”,	Buff	Light	and	Dark	Stone  $59.95 $35.95

Also available in

3˝and 5 ̋

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Shop www.braxton-bragg.com for Viper 7-Step Polishing pads Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8442,8464,7447/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8442,8464,7447/
http://www.braxton-bragg.com/
http://www.slipperyrockgazette.net
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Innovative Surfaces does not 
have any kitchen and bath design-
ers on staff. They do, however, 
have a selection staff that shows 
by appointment, continued Kellie. 

“Our wholesale partners will 
either send us their customers or 
accompany them. It just depends, 
and goes any number of ways. 
Those customers will bring truck-
loads of stuff: cabinet doors, paint 
swatches and wallpaper pieces. 
They’ll look at our samples, walk 
the yard and look at full slabs. 
Then we’ll help them make their 
final choices including faucets 
and edge profiles, but we do not 
offer any design help because we 
are wholesale, and that would put 
us in direct competition with our 
customer base. We let the deal-
ers do what they’re good at, and 
they let us do what we are good 
at, and in the end it’s a win-win 
for everyone. 

“We also added a room where 
we can train our partners and 
staff in products and sales, and, 
for us as a wholesale fabricator, 
I would say that this is one thing 
we could not live without. This 
also helps build our wholesale 
partner’s business. I’m not wor-
ried about their countertop sales 
now. I’m worried about their 
countertop sales one, two or three 
years away and continuing to 
finding ways to add value to what 
we bring. We are not the small-
est company around, and I am 
never, never, ever going to beat 
another company in price. We’ve 
got a big overhead, and we’ve got 
to be able to bring our A-game 
every day. So it’s about us con-
tinually finding ways to add value 

Continued from page 2

to our relationships, and from a 
wholesale standpoint, having this 
training facility was money well 
spent.” 

Todd: “When you’re engaging 
your customers in a training facil-
ity on your home court and giving 
them knowledge to take back to 
their own space and then apply 
that, this drives business to your 
door. It’s a wonderful relationship 
that you can share with your part-
ners. ” 

 Staff and Equipment
Total staff consists of 120 ded-

icated men and women with 14 
installation crews and five full-
time template personnel. Laser 
Products 2D3D LT-55 lasers 
are used for all measuring work. 
Digital measurements then go to 
the CAD department where each 
job is programmed for the shop. 
All shop equipment at Innovative 
Surfaces is fully OSHA compli-
ant, sourced from Park Industries, 
and consists of a Fusion dual table 
water jet, a single table Fusion 
water jet, two Titan and one 
Destiny CNC, a Wizard radial 
arm polisher and Fastback edge 
polisher. Kellie: “Park Industries 
is less than two hours away. 
They have that small town feel to 
them and great customer service. 
Unlike owning equipment from 
overseas, we can get service or 
any tooling we need quickly. So 
we are die-hard Park guys here.”

The company does offer sinks 
and faucets but, surprisingly, does 
not import material, said Kellie. 
“As far as containers, we are one 
of the last vestiges. We did, how-
ever, bring in a lot of engineered 

Custom mitered Cambria bar 
for a corporate client.

This stunning bookmatched Arabescato marble 
reception desk was fabricated for a law firm.

Innovative Surfaces is a “die-hard” Park Industries 
shop. “They have that small town feel to them and 
great customer service,” says Kellie Akins. “Unlike 
owning equipment from overseas, we can get service 
or any tooling we need quickly.”

Innovative Surfaces

material in containers for the in-
ternational airport we did, but 
generally speaking, as a practice, 
we don’t.” 

Todd: “We stock truckloads of 
material from AG&M in Austin, 
Texas. That is part of the Artisan 
Group deal, but we also purchase 
from a lot of local importers.” 

Kellie: “Yes, we are one of the 
founding members of the Artisan 
Group. We had a buying group 
relationship with AG&M back in 
2003 and got to know a lot of peo-
ple through this relationship. Born 
out of these new relationships was 
the Artisan Group. We have a lot 
of local import options here, but in 
our market there is a lot of value in 
brand names. Midwesterners find 
a lot of comfort in brand names 
and the idea that there is someone Please turn to page 29

standing behind that brand name 
with a warranty. So for us, having 
the Artisan Group name was good 
synergy for a company that’s been 
around since the early 1980s and 
was a natural move for us. The 
Artisan Group as a whole, I’ve got 
to tell you, these are world-class 
fabricators around the country!”  

Todd: “All Artisan Group mem-
bers are also Marble Institute of 
America accredited companies, 
and we basically have one mem-
ber in each market. The whole 
group has to approve the addition 
of a new company to the group to 
make sure they fit with what we 
are looking for. We have meet-
ings where we share information, 
tricks of the trade and little ideas 
of what’s going on. We all have a 

certain sense of scale, and when 
you’ve been in the business for a 
long time, you have a lot of peo-
ple that you can share information 
with. So when you’ve got compa-
nies with a similar scale but not 
necessarily in your market, you 
feel open to share information, 
ideas and techniques. You can 
talk about profits and improve-
ments, how do you do this and 
what do you do in this type of 
situation. This valuable feedback 
helps you to reach your goals, and 
this is what the Artisan Group has 
let us do since 2006.” 

This floating quartz vanity 
features built-in double sinks 
with a contemporary flair.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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NO Orange Peel on Quartz! 
The new Viper® 6-Step In-Line System is revolutionary in 
its design and function. In our initial testing on an In-Line 
Machine, we had expected great results, but what we had 
achieved was simply amazing! This new system is unique 
in that it will work on both Vertical and Horizontal In-Line 
Machines. There is no need to buy separate specific tooling 
for a particular machine. Now you can use this one system 
on both platforms.

Traditionally you don’t want to run the in-line machine at a 
fast speed. Doing so may damage the existing tooling in use 
by most fabricators. With this new Viper® In-Line Polishing 
System you can run it fast for the ultimate quality of shine. 
The results will surprise you, to say the least!

Achieve better shine with Viper 
than with any other wheels!

Works with any automated 
straight edge shaping, wet-
polishing, multi-head machine.

The NEW Viper® 6-Step In-Line Polishing 
System works on both Vertical and Hori-
zontal In-Line Machines.

Give Lee Woodson a call 
toll free at 800-575-4401 
to place your order.

•Revolutionary design and function

•Achieve exceptional shine

•Use on both platforms

•Can run at fast speeds

 Item # Description MSRP OUR Price

  Viper® 6-Step In-Line Polishing System 5˝

 58000 6-Step In-Line Polishing System, Step 1  $115.95 $76.67 

58001 6-Step In-Line Polishing System, Step 2  $115.95 $76.67

 58002 6-Step In-Line Polishing System, Step 3 $115.95 $69.95

 58003 6-Step In-Line Polishing System, Step 4 $115.95 $76.67

 58004 6-Step In-Line Polishing System, Step 5 $115.95 $76.67

 58005 6-Step In-Line Polishing System, Step 6 $123.95 $85.36

  Viper® 6-Step In-Line Polishing System 6˝  

 58006 6-Step In-Line Polishing System, Step 1 $132.95 $85.36

 58007 6-Step In-Line Polishing System, Step 2  $132.95 $85.36

 58008 6-Step In-Line Polishing System, Step 3 $132.95 $85.36

 58009 6-Step In-Line Polishing System, Step 4 $132.95 $85.36

 58010 6-Step In-Line Polishing System, Step 5 $132.95 $85.36

 58011 6-Step In-Line Polishing System, Step 6 $140.95 $85.36

“People who pride themselves on their 
‘complexity’ and deride others for being 
‘simplistic’ should realize that the truth 
is often not very complicated. What gets 
complex is evading the truth.” 
–Thomas Sowell, Barbarians inside the Gates 
and Other Controversial Essays

Find your topic, download and 
learn.
• Emergency Service Line – If 
you have a true home emergency 
like a broken pipe, Angie’s List 
will help you connect to a pro-
vider that does emergency work. 
This is not available in all trade 
categories.
• Insta-Hire – Tell Angie’s List 
the details of your project and 
they will contact pros in your area 
that can help you, so those esti-
mates and calls come in quicker.
• ECommerce Savings – Angie’s 
List will e-mail offers and limited 
time savings directly to you so 
you can take advantage of deals.

Angie’s List has also introduced 
a new advertising program for 
businesses. They just rolled it out 
in June. It’s called Contact Me. 
They say it’s much deeper than a 
pay-per-click program.  There is 
no long-term contract and you can 
make adjustments to the program 
as necessary. You get monthly 
performance reports and have the 
option to cancel at any time. 

Simply put, the business pays 
a small set-up fee and a small 
monthly fee. You pick the areas 
that you want to run your cam-
paign in. The area can be as big 
or little as you want.  The cus-
tomer must contact you through 
Angie’s List either by phone or 
e-mail. Once that happens, then 
the business is charged a contact 
fee. These fees are dependent on 
the area you are in. There are safe-
guards in place to prevent being 
charged for multiple contacts by 
the same person. The one require-
ment is that the business must run 
a coupon. However, when I was 
talking to them on the phone, they 
did say it could be as little as $5 
off what you are providing.

It just goes to show: everything 
old is new again.

Please send your thoughts on 
this article to Sharon Koehler at 
Sharon@asdrva.rocks.

*Author’s Note: I did find a 
little discrepancy with The Blue 
Book Pricing Guide. Their online 
guide listed it as a perk for only 
Silver and Gold Memberships, 
but a real, live tech support per-
son assured me it was available to 
all membership levels.

Angie’s List
Continued from page 18

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Viper In-Line Polishing System
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Highest Polish, No Bleeding, No Burning

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

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

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

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

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

Quartz
Use for Silestone, Caesarstone, 

and Cambria

WORKS IN

1/2
THE TIME!

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

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

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

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

50% Labor Savings

No Orange Peel!No Orange Peel!

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

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

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

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

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

U.S. Representative Duncan Visits TCNA Headquarters

U.S. Representative Jeff 
Duncan, SC-3, spent 

time one Wednesday afternoon 
meeting with the Tile Council 
of North America (TCNA) 
staff and touring TCNA’s facil-
ities. Executive Director Eric 
Astrachan provided Duncan with 
a brief current state of the ceramic 

Discusses Key Policy Issues in the Ceramic Tile Industry

tile industry and discussed issues 
in Washington most relevant to the 
tile industry including U.S. trade 
agreements, EPA regulations, and 
increasing problems with fake 
ceramic tile products and false 
advertisements. Duncan’s visit 
ended with a tour of TCNA’s 
state-of-the-art performance 

testing laboratories, led by Lab 
Manager Katelyn Simpson.

“We are honored U.S. Rep. 
Duncan took time out of his 
busy schedule to stop by the 
Clemson Research Park for a 
visit with TCNA,” stated Bill 
Griese, Director, Standards 
Development & Sustainability 
Initiatives, TCNA.  “With our 
association headquarters, right 
here in the Congressman’s 
backyard, we wanted him to 
see firsthand the relevance of 
the ceramic tile industry and 
our organization’s involve-
ment in research, testing and 
the development of standards.”

“It is certainly an exciting 
time for tile in the U.S.,” adds 
Eric Astrachan.  “New designs, 
innovative technologies and 
increased popularity have re-
sulted in significant industrial 
growth.   The Congressman’s 
quick grasp of the tile in-
dustry was certainly impres-
sive. As leaders like U.S. 
Representative Duncan be-
come more familiar with our 
industry, we look forward to 
opportunities for increased ad-
vocacy in Washington.”  

  The TCNA is a trade as-
sociation representing man-
ufacturers of ceramic tile, 
tile installation materials, tile 
equipment, raw materials, and 
other tile-related products.

Tile Council is recognized 
for its leadership role in fa-
cilitating the development 
of North American and in-
ternational industry quality 
standards to benefit tile con-
sumers. Additionally, TCNA 
regularly conducts indepen-
dent research and product 
testing, works with regulatory, 
trade, and other government 
agencies, offers professional 
training, and publishes indus-
try-consensus guidelines and 
standards, economic reports, 
and promotional literature. 

“Wow, Sparky!  Scary costume!”©
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“History is a vast 
early warning  

system.” 
 – Norman CousinsCall 1-800-575-4401 or Order Online www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Talon 4-Step pads
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Announcing the Stone Pro 
SR2 Vacuum Support Rail System

MADE IN THE USA

Have you ever done the fabricator’s “twist and shout?”
Imagine you’re carrying a sink section of countertop and 

suddenly you twist the slab a little too much, hear a crack 
and shout in frustration. That’s what the twist and shout is 
all about. 

Fortunately, it doesn’t have to be this way thanks to this 
brand new system.

It is simply awesome! It adds rigidity to sink cutouts so you 
can avoid the dreaded “twist and shout.”

No one in the stone industry has anything like this that can 
vacuum to stone that has a textured surface. It also works 
great on polished stone surfaces as well.

SR2 Retro Fit 
Rechargeable Cup

No More

Twist and Shout!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

NOW
WITH

RECHARGEABLE

BATTERY

 Item # Description OUR Price 

 2743 Stone Pro SR2 Combo Pack Vacuum Support $597.95
  Rails With Rechargeable Cups, Includes:
  (1) 3-1/2 Ft Rail, (1) 7 Ft Rail, (1) Charger
  (4) Suction Cups, including one rechargeable master cup

Continued from page 26

Innovative Surfaces

Gaining Growth with 
Traction

“Traction is an entre-
preneurial operating sys-
tem developed by Geno 
Wickman,” continued 
Kellie. “It’s a methodology 
attached to how you look 
at your business, how you 
position for growth and 
identifying how to be proac-
tive about that growth. You 
know and understand when 
you’re going to hit that ceil-
ing and bring a cap to the 
business as you’re growing. 
It’s also about transparency 
and accountability within 
your business, so everyone 
within the company has the 
same end goals and objec-
tives. Traction is the meth-
odology that helps take you 
to the next level. 

“Our insurance broker 
and accounting firm that 
we work with rolled out 
Traction in their business, 
and they have had great suc-
cesses with it. Sometimes 
when you try and push an 
initiative through your com-
pany and you get so far and 
hit a wall, you want to beat 
your head against a table. 
For us it was kind of like 
that. We were working to-
wards and positioning our-
selves toward growth, but 
trying to get all of our team 
members on the same page 
was difficult. So Traction 
has really been great for 
us. All of the things that we 

had been working towards, 
Traction sort of gelled them 
together and gave us a path 
to move forward. We are 
growing in double digits and 
will continue to grow with-
out the chaos. Don’t get me 
wrong, the days can have 
their peaks and valleys and 
somebody’s hair can be on 
fire, but the overall feeling 
of chaos is gone. We were 
on the path, but not within 
the same framework, and 
Traction allowed us to do 
this incrementally.” 

PBS Home Time
“We’ve done three proj-

ects with PBS Home Time 
so far,” continued Kellie. 
“It was one of those things 
where they reached out and 
wondered if we’d like to get 
involved. We said yes, and 
it really was a lot of fun. 
It’s similar to the original 
HGTV show where they 
build a house or do a big 
remodel for a whole season 
showing the progress. For 

us, we don’t have a thirst 
for getting in front of the 
consumer, but Home Time 
really had more of an ed-
ucational feel to it. There 
were a few different epi-
sodes, and they would be 
onsite when our measurer 
was there, showed the pro-
cess and talked about what 
we were doing. They’d also 
visited our shop and showed 
what it’s like to make a 
material selection, what 
to consider as well as the 
technical side of it like the 
drafting, the equipment and 
then the installation. We’ve 
done three seasons with 
them, and we always know 
when one of our episodes is 
running, because we’ll get 
a call from somebody say-
ing, ‘I was having a cup of 
coffee while watching PBS, 
and there you were!’ It’s 
interesting to look back at 
the bad hair styles that we 
might have had.” 

Todd: “Or the much 
darker hair and more of it 
that we used to have, too.” 

Please turn to page 36

On location for the PBS Series 
Home Time,  which educates 
viewers about the complete 
selection, design, fabrication 
and installation process.

This master bath features large format cladding on 
walls and tub surround.

Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

Shop www.braxton-bragg.com for Stone Pro SR2 Support Rail System Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10491/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10491/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Buy factory direct. We ship all over the U.S.Buy factory direct. We ship all over the U.S.

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

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.

Call for more information
T. 713-521-1414
1-877-815-1414 (toll-free)
F. 713-521-2206

Thassos White MarbleThassos White Marble

this program, please contact one of 
our salesmen at 800-575-4401.

_____________

What makes Supreme Surface 
Cleaners so special? ioSeal. The 
stone conditioner in Supreme Surface 
cleaners is a proprietary ingredient 
called ioSeal. This amazing technol-
ogy ionically bonds with the surface 
of your natural stone, sealing it and 
protecting it from hard water spots, 
mineral buildup, and stains. Supreme 
surface cleaners are the brainchild of 
stone industry veteran Tom Munro 
who embarked on a quest to find 

the BEST granite cleaner. What he 
found, however, was no one product 
that offered a no-rinse, streak-free 
(even on black granite), eco-friend-
ly formula that would clean, polish, 
and protect granite and other natural 
stones against stains, and was made 
in America. 
Since the perfect stone cleaning 
product didn’t exist, Tom invented 
it. Together with a chemist that he 
met though his stone design busi-
ness, Tom developed a unique 3-in-1 
formula that will clean, polish, and 
protect your granite countertops.  

Ads not meeting guidelines will not 
be published. 

•$30.00 per print ad, per month. Ads can 
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 available 
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.
•Easiest way to submit an ad is to go 
online at www.slipperyrockgazette.net 
apply for a free listing, or use the online 
form for a print ad, then fax payment to 
865-688-8254, (Attn: Karen Richards).

2017-2018 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

November 2017 Wednesday, September 27, 2017

December 2017 Wednesday, October 25, 2017

January 2018 Wednesday, November 22, 2017

Business Opportunities

How Many More Sales Do You 
Want This Month? Let’s partner 
up and grow your business. We have 
been helping granite fabricators since 
2009 go from commercial to build a 
direct to consumer marketing channel. 
With over $20 million in countertop 
sales at this time, we will help you 
Sell More Granite. Call 877-877-
1916 or visit www.FireUps.com for 
more details. 

Services

Buy Buy Brazil! Do you need some-
one dependable and trustworthy for all 
your imports in Brazil? Count on me 
from ordering to landing the inspected 
bundles at your door. Email Albert at 
al@malfacini.com or call 918-249-
0786.

_____________

Stone Care

Braxton-Bragg’s Supreme Surface 
Stone Care Program. Braxton-Bragg 
firmly believes in offering not only 
the best products for stone fabricators 
and installers, but also in providing 

The postcards and brochures will be 
printed with your company name and 
address. The space | Your Business 
Name & Address | will be replaced 
with your pertinent information to let 
your customers know how to contact 
you directly. You will also receive a 
unique discount code that is linked 
to your Braxton-Bragg account, so 
that we can track your customers, for 
you to receive a rebate from us when 
someone purchases Supreme Surface 
Products. For more information about 

our customers with a way to retain and 
maintain great working relationships 
with their customer base. This is why 
we have launched Supreme Surface 
Stone Care Program for stone fabrica-
tors that purchase their supplies direct-
ly from us. It is easy to sign up and 
we do all of the work for you! All you 
have to do is let us know that you’re 
interested in becoming a participant 
in this program and we will print for 
you custom postcards and brochures 
to hand out to your clients and pro-
spective customers interested in your 
countertop services.

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 cau-
tion and common sense.

Readers Please Note:

Join Us 
Each Month!

For your subscription requests, 
address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

DEAL$ & STEAL$!
Once They’re Gone — They’re Gone!

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

 • #1054299 Groves Demo Cart, 82˝x44˝x58˝, 4,000 lb. capacity, 
$1,000 • #1551199 Demo Groves Economic Transport Cart, no cast-

ers, 3,600 lb. capacity, 84˝x35˝x67˝, 6 straps, $675 • #1055199 Groves 
Demo Cart, 84˝x40˝x48˝, Ratchet Straps, $650 • #274299 Demo Stone 
Pro SR2 7ft. Rails with Suction Pads, $399 ea. • #1013699 Demo Blue 

Ripper Miter Master, $999 • #378499 Demo Stone Pro Hydraulic Beaver, 
$2,880 • #1169899 Slightly used Rock Jockey, refurbished, $3,500

TOUGH TOOLS

METAL, GRANITE & MARBLE
Call For 
FREE
Samples1-800-851-8464

TOUGH TOOLS

PAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERS

METAL, GRANITE & MARBLE

1-800-851-8464
METAL, GRANITE & MARBLE

PAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERS

METAL TIP

Writes on 
Most Surfaces
. Metal . Plastic
. Rubber . Glass
. Wood . Stone 
. Wet . Oily Surfaces
  and much more!

FOR USE 
IN ALL 
FABRICATION

•132 TON SPLITTING FORCE   

• 25.2” BLADE LENGTH and   

 17.72” SPLITTING HEIGHT

•15 KW PUMP UPGRADE   
 PRODUCING BLADE SPEEDS of;

• 6.39” PER SECOND DESCENT   
 and 7.17” PER SECOND RETRACT 

•TESTED and PRESSURES SET   
 PRIOR TO SHIPMENT

IGLOO 120 
640 X 450 

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

Stone Inspection & Troubleshooting

Stone Forensics is again offering its 
popular Stone and Tile Troubleshoot-

ing workshop. The class will be held Jan-
uary 29-February 1, 2018, in Las Vegas, 
Nevada, presented by Dr. Fredrick M. 
Hueston. 

Take Dr Fred’s Stone and Tile Trouble-
shooting Training and learn how to take 
your skills to the next level. 

“The amount of failures, poor in-
stallations and other issues with stone 
and tile flooring are on the rise. This 
seminar is perfect for restoration 
and installation contractors as well 
as architects, building engineers and 
maintenance staff who have to deal 
with stone and tile installation and 
restoration,” says Dr. Fred.

Class size is limited– register today.

Get a full 4 days of training, covering…
•The geology of stone  •Understanding the structure 
of different kinds of stone  •Slab &tile production  
•Quarry techniques that affect the final product  
•Stone and tile forensic investigation
•Problem diagnosis •Installation requirements
•Stone and tile restorationCall 321-514-6845

visit www.stoneforensics.com/training
For more information,For more information,
visit www.stoneforensics.com/training

Visit www.slipperyrockgazette.net for our online Classified pageShop www.braxton-bragg.com for Stone & Tile industry products

http://www.eurostonemarble.com
http://www.FireUps.com
mailto:al%40malfacini.com?subject=Brazilain%20Granite
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9089/
http://www.slipperyrockgazette.net/index.cfm/m/3/fuseaction/listing.allListings
http://www.slipperyrockgazette.net/index.cfm/m/3/fuseaction/listing.allListings
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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This KDrill core 
bit drilled 2,972 
holes. How 
many could 
you get?

•Works equally well on granite & quartz
•Faster cutting speed
•Exceptionally long life
•½ gas thread
•Available in 1/4” to 3”

Advances in stone working machinery and CNC Tooling have improved drastically in recent 
years.	KDrill	Thin	Wall	Core	Bits	offer	superior	speed	and	life.	Our	customers	have	reported	from 
600 to 2,972 holes from one core bit.

Braxton-Bragg	offers	KDrill	CNC	Core	Bits	that	will	save	you	time	and	money.	Simply	put,	these	
core bits last longer! They also offer faster cutting speeds on granite and quartz.

Call Daryl Sims at 877-493-0394 and tell 
him that you are ready to be wowed!

 Item # Description LOW Intro Price 
	 19407	 KDrill	CNC	Blind	Hole	Core	Bit,	1/4”	 $43.95

	 19408	 KDrill	CNC	Blind	Hole	Core	Bit,	5/16”	 $47.95

	 19409	 KDrill	CNC	Blind	Hole	Core	Bit,	3/4”	 $51.95

	 19410	 KDrill	CNC	Blind	Hole	Core	Bit,	1/2”	 $59.95

 19400 KDrill CNC Core Bit, 1”  $61.39

	 19401	 KDrill	CNC	Core	Bit,	1-1/4”	 $64.95 

	 19402	 KDrill	CNC	Core	Bit,	1-3/8”	 $74.95

	 19403	 KDrill	CNC	Core	Bit,	1-1/2”	 $79.95 

 19404 KDrill CNC Core Bit, 2” $94.95

	 19405	 KDrill	CNC	Core	Bit,	2-1/2”	 $129.61

 19406 KDrill CNC Core Bit, 3” $164.74

Actual KDrill 
 Core Bit used by 
Stone Spectrum

NED SHAW MACHINERY
SASSO MACHINE PARTS/SERVICE

15 Shady Lane
Deer Park, IL 

60010

ned@nedshawmachinery.com

847-980-7629
Formerly	USG	
Machinery

It is non-toxic, biodegradable and safe 
to use around food preparation areas, 
children and pets. Supreme Surface 
Granite Cleaner & Conditioner leaves 
a streak-free shine, every time — even 
on black granite! But Tom wasn’t 
satisfied. To learn what others thought 

of his new granite cleaner he gave it 
away—free. “We sent our free sam-
ples across the USA to everyone that 
wanted it… Yes, everyone! All this, 
just for their feedback on how we 
could improve our product!” Log on to 
www.consumerstonecare.com.

Support Our Team!
October 21, 2017

World’s Fair Park - Knoxville, TN
www.braxton-bragg.com/race-for-the-cure

The Slippery Rock Classifieds

© MARK ANDERSON. www.andertoons.com

“When they suggested a therapy dog…”

When it comes to chowing 
down on kale, Gideon 

Oji is once again the top dog, 
beating back a challenge from 
hot-dog-eating champ Joey 
Chestnut.

Oji gulped down 22-½ 16-
ounce bowls of the leafy green 
vegetable in eight minutes 

Going Green during one Sunday’s Kale Yeah! 
Competition at the Erie County 
Fair in New York. The kale was 
served raw with oil and vinegar.

The contest is billed as the 
world’s healthiest eating com-
petition –  if you overlook the 
over-eating necessary to win.

Chestnut, of San Jose, 
California, consumed 20 kale 
servings. He is the reigning 
hot dog-eating champion at the 

Nathan’s Famous in New York 
City.

Oji is Nigerian and now lives 
in Marrow, Georgia. He took 
the inaugural kale-eating title 
last year, consuming 25-½ serv-
ings. That’s a lot of roughage!

The contest was an un-
likely partnership between the 
Independent Health Foundation 
and Major League Eating.

Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

KDrill Blind Hole Core Bits

“We buy used Flying Flats”

Visit www.braxton-bragg.com to support Race for the Cure Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for KDrill NCC Core Bits

http://www.consumerstonecare.com
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10721/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10721/
https://www.braxton-bragg.com/index.cfm/pageid/177/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10721/
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Are You Paying More than 
40¢ per Sink Cutout?

 Item # Description MSRP OUR Price 
 16017	 	Scorpion™	CNC	Granite	Finger	Bit,	20mm	x	40mm,		 $174.95  $119.95
	 	 1/2	Gas	Thread,	Orange,	Twin	Seg.,	5,500-5,800	RPM

	 16018	 Scorpion™	CNC	Granite	Finger	Bit,	20mm	x	40mm,		 $174.95  $132.55
	 	 1/2	Gas	Thread,	Orange,	5	seg.,	5,500-5,800	RPM

Scorpion™ CNC Finger Bits
Soft Bond for Hard Stone

The Scorpion™ Soft Bond Finger Bit is ideal for hard 
stones like granite. Hard stone requires the finger bit 
bond to be softer, so that the diamonds are exposed 
sooner to cut the stone. Softer stones are milled best 
with a finger bit that has a harder bond matrix, so that 
the diamonds are not exposed as fast.

*Average sink is 4 linear feet

™

Consider the Scorpion CNC Finger Bits...

Looking For The Right Finger Bit 
to Tackle The Right Stone?

With the Scorpion CNC Granite Finger Bit, this customer is 
averaging 1100 feet per bit, which works out to about 40¢ per 
sink. With his previous bit, he was only averaging 500 linear feet.

“After running it extensively we took it off 
and it still had life after cutting 1,068 feet. We 
realized it had given us over double the linear 

feet of work from any fingerbit.”
Josh, Stone Spectrum LLC

A Virginia man returned 
home from a trip and 

found that his apartment 
had been broken into — and 
cleaned. 

Arlington County Police 
say in a crime report that 
shortly after 12 a.m. one 
Monday, a man returned to 

Arkansas highway officials 
shut down westbound lanes 

of a busy, cross-country inter-
state for four hours so crews 
could pick up scattered pizza.

An 18-wheeler containing 
DiGiorno and Tombstone frozen 
pizzas scraped a bridge support 
and sliced open its trailer one 
Wednesday, spilling the pies 
across Interstate 30, right in front 
of the Arkansas Department of 
Transportation office, just south 
of Little Rock, Arkansas.

Agency spokesman Danny 
Straessle said the bridge suffered 
only cosmetic damage. He said, 
“There were some people shaken 
up, but no one was hurt.”

The westbound section of I-30 
was closed for four hours and 
eastbound lanes were closed 
for an hour as well while crews 
cleared away the mess.

Straessle says the pizza sauce, 
the cheese and pepperoni, plus 
some spilled diesel left quite a 
“slippery spot” that could have 
been quite a hazard to moving 
traffic. 

There was no word on who 
missed out on their pizza deliv-
ery because of the accident.

The Great Clean-Up Caper

It’s Not Road 
Kill, it’s DiGiorno

“Kites rise highest 
against the wind 
— not with it.” 
– Winston Churchill

Slidell, Louisiana police have 
arrested a man after he was 

driving erratically and doing 
“donuts” on the Slidell airport 
runway. Officers were called to 
the airport, just before noon, one 
Sunday.

According to police, witnesses 

The Wrong Kind of Donuts
say 49-year-old John Robertson 
of Kilmichael, Mississippi drove 
his pickup truck onto the runway 
and began doing “donuts” (spin-
ning in circles). Afterward, he ap-
parently lost control and the truck 
became stuck in a ditch. 

When officers arrived on scene, 
he told them that he was “just 

being stupid.” Robertson was ar-
rested for reckless operation of 
a motor vehicle. Officials at the 
Slidell airport are working to de-
termine how Robertson got onto 
the runway. Additional charges 
could follow. 

No injuries were reported and 
normal operations at the airport 
were not interrupted. 

his Arlington apartment after a 
trip. He called police when he no-
ticed that his apartment appeared 
to have been cleaned and some 
items had been moved around. 
Nothing was missing.

WRC-TV reports the man told 
police he doesn’t employ a maid. 
Police say the mystery cleaner 
unlawfully entered the apartment.

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Finger Bits

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6812/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6812/
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• Remote operation clamp and  
 release reduces risk of injury
• 360° rotation by hand-held  
 remote
• Rechargeable battery

Rock Jockey 
NOW Available!

Rock Jockey Can Reduce 
the Number One Cause 

of Injuries in the 
Stone Industry.

Another fine tool from Stone Pro

MADE IN THE USA

 Item # Description  Price 

  11698 Stone Pro Rock Jockey, 115 Lbs. $4,500.00

Let’s be serious: this unique in-
vestment opportunity in Nevada 
is not for the faint-hearted.

Pennywise and Pound Foolish?

A clown-themed motel is for 
sale in rural Nevada, with the 

owner insisting the 600 clown fig-
urines, mannequins and paintings 
–  and his employees – get to stay.

After 22 years, Clown Motel 
owner Bob Perchetti says it is time 
to find someone else to look after 
the clown figurines, mannequins 
and paintings spread throughout 
the building in Tonopah, about 
250 miles northwest of Las Vegas.

The 79-year-old Perchetti 
said he is ready to “enjoy some 
free time” with his wife, five 
daughters, three sons and 14 
grandchildren.

Perchetti told the Las Vegas 
Review-Journal that he hopes to 
sell the motel in a month, but he 
is insistent the clowns stay.

“I’m not going to let them 
change the clown motif,” he said. 
“That’s going to be part of the 
contract.”

The motel was built around 
1985 by siblings Leona and 
LeRoy David, Perchetti said.

The two thought it was the 

perfect place to house their small 
clown collection.

“He and his sister decided from 
day one that it was going to be the 
Clown Motel,” Perchetti said.

Perchetti bought the motel from 
the Davids in 1995.

The motel got a major boost in 
2015 when it was featured in an 
episode of the TV show “Ghost 
Adventures.”

Viewers saw blurry footage of 
a life-sized clown mannequin sit-
ting by the front desk. The man-
nequin’s hand moved on its own.

“After that was when we started 

getting a lot more activity,” 
Perchetti said. “A lot more people 
stopping.”

Perchetti said he wants the new 
owner to at least interview his 
current employees so they can 
keep their jobs.

He said he’s already had more 
than seven offers to buy the 
building.

“They can improve it any way 
they want, but we don’t want to 
lose the clown motel,” he said. 
“We want it to be bigger and 
better.”

Continued from page 15

Discovering the MIA+BSI

“We have many of our mem-
bers relying on inadequate 
resources being provided by 
the MIA+BSI and several gen-
erous stone 
companies 
that   can’t 
compete with 
large, multi-
national companies. This ini-
tiative will be a game changer 
just as it has been for other 
commodities that have put this 
in place.”

After speaking with Jon, I left 
eager for the new, proactive 
programs that will be coming 
from the MIA+BSI. We also 
touched on new content in the 
MIA online university, includ-
ing green, sustainable applica-
tions and techniques offered in 
the Natural Stone 101 course.

In addition to this basic 
course, a vast library of tu-
torials videos, which can 
be searched by interest and 
topic, are free to members and 
non-members. These can be 

found at www.marble-institute.
com under the education sec-
tion and under various topics 
in the Natural Stone University 
option.

Jon Lancto 
showed me 
how the natu-
ral stone com-

munity continues to thrive, 
promote and adapt in an ev-
er-changing materials mar-
ketplace. The MIA+BSI are 
encouraging growth, advocat-
ing on the industry’s behalf, 
educating its community, and 
elevating professionals, artists 
and businesses. I look forward 
to seeing what new initiatives 
come next for the MIA+BSI.  

Michele Farry co-owns 
Humblestone and is passion-
ate about entrepreneurship 
and small business growth. 
Michele has received awards 
for her work with prof-
it-based and non-profit charity 
organizations.

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

NEW!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

PATENT PENDING

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the new Rock Jockey
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Laser Products Selected for 
36th Annual Inc. 5000 List

La s e r  P r o d u c t s 
Industries (LPI) has 
announced that Inc. 

Magazine has recognized 
the company on its 36th 
annual Inc. 5000 list of the 
nation’s fastest-growing 
private companies. With 
a three-year sales growth 
of 122 percent, LPI is the 
third fastest growing private 
manufacturer in Illinois on 
the list. 

Founded in 1994 by Dan 
Louis, Laser Products today 
has 34 employees and man-
ufactures laser measuring 
equipment that has won 
worldwide recognition for 
innovation and quality in 
the countertop, cabinet and 
woodworking industries.

“Being selected for the 
Inc. 5000 is an exciting 
achievement,” said Rich 
Katzmann, president. “It 
shows that our business 
decisions have been good 
ones. We are seeing strong, 
consistent growth that I 
know will continue for the 
foreseeable future.  We 
are entering new markets, 
forging new partnerships 
and have a long list of new 
products in development. 
I expect to be a returning 
company on the Inc. 5000 
list for a very long time.”

“The Inc. 5000 is the 
most persuasive evidence 
I know that the American 
Dream is still alive,” says 
Inc. President and Editor-
In-Chief Eric Schurenberg. 
“The founders and CEOs 

of the Inc. 5000 tell us they 
think determination, risk 
taking, and vision were the 
keys to their success, and I 
believe them.”

To qualify for the Inc. 
5000 list, companies must 
be U.S.-based, privately 
held, for profit, and indepen-
dent, i.e., not subsidiaries or 
divisions of other compa-
nies. The list represents a 
unique look at the most suc-
cessful companies within 
the American economy’s 
most dynamic segment— its 
independent small and mid-
sized businesses. 

Laser Products will be 
honored at the 10th anniver-
sary educational conference 
in Palm Springs on October 

10 – 12 where speakers will 
include some of the greatest 
entrepreneurs of this and 
past generations.  For more 
information about Laser 
Products, visit them at  
www.laserproductsus.com 
or call 630-679-1300.

Founded in 1994, Laser 
Products manufactures 
laser measuring equip-
ment for the countertop, 
cabinet, and woodwork-
ing industries. They have 
sold over 5,000 systems in 
35 countries to more than 
2,600 companies. Based 
in Romeoville, Illinois, the 
company’s products are 
American made using 96 
percent U.S.-made parts.

Laser Products offers on-the-jobsite training for 
one to two days, or more, and will train customers 

through the process from digital templating 
to fabricating the product.

“A veteran – whether active duty, retired, National 
Guard or Reserve – is someone who, at some point 
in his/her life, wrote a blank check payable to 
‘The United States of America’ for an amount 
‘up to and including my life.’ That is Honor, and 
there are way too many people in this country 
who no longer understand this simple truth.” 
– Author Unknown

Makita®
  5˝ Grinder 

Variable Speed

FRESH 

MAKITAS!

Best Products, Lowest Prices, 
Better Service

Makita®
  4˝ Wet Polisher 

Variable Speed

Makita®
  4-1/2˝ Grinder 

Variable Speed

Get ‘Em

While They’re

Hot!

Makita Truckload

 Item # Description  OUR Price

 9375 Makita®	5˝	Grinder,	9565CV	  $149.98 

 9001 Makita®	4˝	Wet	Polisher,	PW5001C	  $329.95 

 9377 Makita®	4-1/2˝	Grinder,	9564CV	  $149.98

 NEW

LOW
PRICE!

Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Makita hand tools
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The Fabricator’s Choice 
for More Than a Decade!

“Excellent quality 

and excellent price.”

– Kathi Upchurch, 

 Castech, Inc.

“Great quality 
for the price.”
– Hershel Margaretten, 
 Imperial Marble

“Absolutely the best for the money!” 
– Frank Earls, 
 Trinity Custom Stone

My boss called me into his office and asked, “Bill, why is the Viper our 
best-selling turbo blade year after year?” Thinking quickly, I said, “Sir, I 
don’t know but I’ll find out!” After a little checking I realized that not only 
has the Viper® Professional Turbo been our best-selling 
blade for over a decade—the race isn’t even close. 
Braxton-Bragg has the largest selection of turbo blades 
in the industry but the Viper® always wins. Since sales 
popularity is determined by our customers, I called 
several shops and asked them. The overwhelming 
response was that the Viper® was the best value for the 
money. 

Excited, I called the boss and shared this news with 
him. He responded with, “Bill, value for money is 
a good overall evaluation, but it doesn’t tell me the 
details. I want to know why!” 

Now, I have been in the stone industry for over 10 
years, but listening to our customers, I began to learn 
some new things about blades.

Consistent
I was told that Viper® was consistent, but this confused me because the 

manufacturer is continuously improving the product and upgrading the 
manufacturing process. Delving deeper I learned that frequently customers 
try cheap blades from China in an attempt to save money. Most customers 
have reported that sometimes the blades work, other times they don’t, and 

when they don’t—you can ruin the stone and damage your saw. Consistency 
to them means that the blade always does the job and you never have to 
worry about it ruining your job, reputation or equipment. 

Chip Free
Smooth, chip free cutting was mentioned by several 

customers. They stated that blade hop, scratching and 
the extra work of repair are not an issue with Viper® 
Turbo blades. I also learned that frequently, cheap 
blades veer off course and flex too much. Checking 
with a blade manufacturer, I was told that this was 
usually caused by an inferior core. The lesson seems to 
be that saving money on a poor quality blade doesn’t 
make sense if you lose time or have to repair the stone. 

Durable
“Consistently durable” was also a frequent response. 
Some blades are fast, some are durable; the Viper® is 
consistently both fast and durable. Long life translates to 
value. Inconsistent life has been frequently mentioned as 
a problem with other, inexpensively-priced turbo blades. 

Price
Viper® is not our least expensive turbo blade, nor is it our most expensive 

blade. It is our best-selling blade. What seems clear is that many of our customers 
believe that it is the best combination of quality and durability available today. 

 Item # Description MSRP OUR Price 

 1020 Viper® Turbo Granite Dry Blade, 4˝ x 5/8˝, Quad Holes, 15,000 RPM $26.95 $18.64

 1022 Viper® Turbo Granite Dry Blade, 4-1/2˝ x 5/8˝, Quad Holes, 13,300 RPM $28.95 $19.51

 1023 Viper® Turbo Granite Dry Blade, 5˝ x 5/8˝, Quad Holes,12,000 RPM $29.95 $20.97

 17453 Viper® Turbo Granite Dry Blade, 6˝ x 5/8˝, Quad Holes, 10,000 RPM $37.95 $24.95

 1024 Viper® Turbo Granite Dry Blade, 7˝ x 5/8˝ KO, 8,500 RPM $52.95 $34.95

 41349 Viper® Turbo Granite Dry Blade, 8˝ x 5/8˝ KO, 7,500 RPM $61.95 $44.95

 41350 Viper® Turbo Granite Dry Blade, 10˝ x 5/8˝, 6,000 RPM $119.95 $89.95

 41351 Viper® Turbo Granite Dry Blade, 12˝ x 5/8˝, 6,200 RPM $149.95 $119.95

Viper® Turbo Granite Dry Blade

Give Lee Woodson a 
call toll free at 800-
575-4401 to place 
your order today!

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

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

Special Projects  
for Non-Profits

“We don’t market, so we do 
try and align ourselves with the 
opportunity to educate and move 
the industry forward,” Todd con-
tinued. “We do a lot of work 
with the local kitchen and bath 
programs, community colleges 
and things like that. It’s an educa-
tional experience for the students, 
and we get to work alongside of 
them. Part of our core values is 
that we pay it forward and give 
back, and our team members get a 
source of pride from that.” 

Kellie: “We’ve always had pet 
projects that we’ve worked on. 
Our Homeward Bound Project 
(see the August Slippery Rock 
for coverage of their latest 
Homeward Bound contributions) 
is a project that we’ve gone in on 
locally with Century College. It’s 
really an excellent kitchen and 
bath program. The students come 
in and they come up with a design 
to accommodate the disabled and 
meet the needs of the family. It’s 
really a great kind of ‘feel good’ 
project and it’s the seventh year 
that we’ve done it.    

“Another project through a 
builder that we do business with 
was a group home for severely 
disabled people. We also did 
some work with the Twin Cities 
Builders Association. They have a 
foundation where they do charita-
ble work, and we connected with 
a group called Special Spaces for 
people in need. It’s along the lines 
of Make-A-Wish, but it’s not for 
the terminally ill. In this case, it 
was for a 12 year-old girl that had 
significant medical issues that re-
ally impacted her quality of life. 
Special Spaces created a special 
room for her to hangout with 
friends, listen to music, and do 
some arts and crafts. We donated 
the countertops for that.” 

Todd: “We also donated ma-
terials and countertops for the 
Disabled Veterans project, 
and the Jared Allen, Wounded 
Warriors project. Additionally, 
every year, we do a thing called 
penny wars, where we raise a 
thousand dollars in pennies which 
goes to the food shelf in Hastings 
to help people who aren’t as for-
tunate as us.” Kellie: “We try and 
encourage our employees to be 

good stewards. Feed My Starving 
Children is also sponsored every 
few months by an Innovative 
Surfaces’ employee with other 
employees. We also put on a fam-
ily carnival (with dunk tank) to 
help support our neighboring an-
imal shelter.” 

Todd and Kellie have two chil-
dren (10 and 12 years old), and 
regularly (amazingly!) make time 
to attend their soccer practices 
and games. Most R & R, however, 
consists of (and you might laugh) 
sitting on a dock on a lake drink-
ing their favorite beer, said Kellie. 
“We’ve got a lake cabin, truly a 
cabin maybe 800-square feet built 
by my grandfather. It’s two hours 
north, and when we escape, we 
like to go there and sip a little 
brewski on the dock.” 

An Innovative and 
Diverse Future

“Todd and I have worked ex-
tremely hard over the last few 
years at having our staff feel val-
ued, and that they come first,” 

Golden Sparkle granite coun-
tertop project fabricated and 
installed for the Homeward 
Bound project, in collaboration 
with Century College.

continued Kellie. “We have over 
600 active customers and, for us 
and our employees, it’s like a 
family. We’re together more than 
we’re apart, and every family has 
a kind of a crazy aunt and a kooky 
uncle and can get on your nerves 
once in a while, but they are part 
of the family, and we find a way 
to coexist together, be respectful 
and want the best for each other. 

“We’ve put in place great bene-
fits such as a 401k match, a char-
itable match, paid bereavement 
and sick leave. We’ve worked 
hard to help them understand that 
they are valued, and without them 
there is no Innovative Surfaces. 
Every day we are in the trenches 
with them, and they know that 
we’ve got their back. They want 
us to do well, and we want them 
to do well. We plan on being ag-
gressive at growing and will be 
adding to our production which 
could include a new building or 
an acquisition. We have a very 

aggressive plan for growth and 
market diversification, both lo-
cally and nationally, to maximize 
our production in our facility. 

“What makes us special and 
sets us apart? I think that the 
things we want to say about our 
company, are the same things that 

every company around the coun-
try would love to say: dedication 
to quality and customer service, 
good people and integrity — all 
the things people want to say. But 
we can say these things and vali-
date every one of them. We are so 
fortunate. This year alone, we’ve 
had two 30-year work anniversa-
ries, two 20-year anniversaries, a 
couple of 15, a 10 and a couple of 
five-year anniversaries. So when 
you’ve got people that have that 
kind of longevity and maintained 
that kind of passion for what they 
do, I think that’s how we’ve raise 
the bar above our competitors in 
this market. Everyone here under-
stands what the endgame is and 
what we need to do.”

Todd: “We have a summer help 
guy here. He’s out there doing the 
dirty jobs that every stone shop 

might have: cleaning trenches and 
straightening up the slab yard and 
doing the things that nobody likes 
to do. We just had what Kellie 
and I call a Town Hall Meeting 
with every person in the com-
pany, and three groups of people 
commented on this kid and what a 

good job he was doing at making 
our spaces much more enjoyable. 
And if people enjoy their work 
space, enjoy their jobs and want 
to come to work and have a good 
time, it’s that passion that tran-
scends to our customer. I think 
this is what sets us apart.” 

As for Bruce Akins, he is still 
quite active in the company, vis-
iting jobsites and being the “eyes 
in the field” for the company he 
created.  Bruce now gets to focus 
on those things tht ignited his own 
passion for the industry, all those 
years ago.

For more information about 
Innovative Surfaces Incorporated 
go to www.innovativesurfaces.
com .

Continued from page 29

Classic white and stainless steel chef’s kitchen features a large Caesarstone island and a Wolf range top.

Honed granite countertops and a natural-edge wood bar create a 
sophisticated, modern look in this warm, wood-filled kitchen space.

Monumental Zodiaq quartz cor-
porate conference table.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Silicosis Training Resource Added to 
Natural Stone University

“There is much difference between imitat-
ing a good man, and counterfeiting him.” 
– Benjamin Franklin

This Natural Stone 
University resource  
discusses what silicosis is and 
what measures should be 
taken to minimize exposure 
and respiration of silica dust.

A new silicosis training 
resource has been added 
to the Natural Stone 

University. This resource, enti-
tled “Silicosis: An Industry Guide 
to Awareness and Prevention,” 
is divided into three sections: 

• What Is Silicosis?: An        
 Industry Guide to Awareness  
 and Prevention
• Air Quality Test Methods
• Safety Precautions for  
 Workers

“This is an important addition 
to our library of online safety 
resources,” said Aaron Dahnke, 
MIA+BSI Education Manager. 
“This training tool serves as a 
review and opportunity to up-
date the people who work in our 
industry about this preventable 
illness.”

Overexposure to respirable 
crystalline silica particles can 
lead to serious, sometimes fatal 

illnesses including silicosis, lung 
cancer, tuberculosis (in those with 
silicosis), and chronic obstructive 
pulmonary disease (COPD). In 
addition, silica exposure has been 
linked to other illnesses including 
renal disease and other cancers. 
Silicosis is a progressive disease 
and there is no cure upon its onset. 
Minimizing your exposure to re-
spirable crystalline silica is the 
key to prevention.

 Item # Description MSRP OUR Price
  14188  Stone Pro Little T Bracket, Structural Aluminum,   $69.95 $39.95
  Powder-Coated, Small  

  14189  Stone Pro Big T Bracket, Structural Aluminum,  $79.95 $49.95
  Powder-Coated, Large

Little T Specs:
10” H x 8” L x 2” W, 3/8” Thick, Use 
1/4” Screws, 450 Lbs. Capacity

Big T Specs:
21” H x 16” L x 2” W, 3/8” Thick, Use 
1/4” Screws, 450 Lbs. Capacity

Sold individually, 
not as a set

Big T & Little T Brackets

Fred Hueston of Dr. Fred’s 
Innovative Solutions has 
announced the launch of 

a new, unique polishing product. 

If you are tired of wearing 
your diamonds out too fast, Dr. 
Fred has a solution. Dr. Fred’s 
Diamond Lubricant is a special 
blend of surfactants designed to 
make your diamond abrasives 

lasts longer. The lubricant pro-
vides cooling and anti-stick prop-
erties so slurry does not cake as 
easily.  

According to Dr. Fred, “I’ve 
been developing and perfecting 
this product for nearly 25 years. 
I remember getting frustrated 
after spending thousands of dol-
lars on diamond abrasives only to 
have them wear out in a matter of 
minutes. I developed this lubri-
cant to help cool the diamonds 
and to provide a less sticky sur-
face so slurry doesn’t clog the 
diamonds.”

Says Dr. Fred,“The product is 
simple to use: just add a few drops 
in your slurry tank or directly to 
the surface you are grinding and 
honing.” The product will be 
available in 4-ounce bottles.

For more information, contact 
Dr. Fred Hueston at  FHueston@
aol.com, or call 321-514-6845.

New Diamond Lubricant 
from Dr. Fred  

 Saves Time and Money

Shop owners who have imple-
mented strict new housekeeping 
rules and controls have been able 
to achieve levels that are below 
the new OSHA Action Level 
(25 µg/m³). The effective date 
for OSHA’s new silica exposure 
standard for General Industry 
(fabricators) was June 23, 2018. 
The Construction Standard, cov-
ering workers in the field, became 
enforceable September 23, 2017. 

To access this resource, visit 
www.naturalstoneinstitute.org/
university.

MIA+BSI: the Natural Stone 
Institute serves more than 1900 

members in 55 countries who 
represent every aspect of the 
natural stone industry, offering 
them a wide array of technical 
and training resources, profes-
sional development, regulatory 
advocacy, and networking events. 
Two prominent publications—the 
Dimension Stone Design Manual 
and Building Stone Magazine—
raise awareness in both the indus-
try and the design communities 
for the promotion and best use 
of natural stone. Learn more at 
www.naturalstoneinstitute.org.

“If you learn only 
methods, you’ ll be 
tied to your methods, 
but if you learn prin-
ciples you can devise 
your own methods.” 
– Ralph Waldo 
Emerson Call 1-800-575-4401 or Order Online 

www.braxton-bragg.com

Shop www.braxton-bragg.com for Big T & Little T Brackets Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Rugo Stone provided award-winning carving work on the University 
of Virgina Rotunda, reproducing and replacing the 16 Carrara marble 
Corinthian order capitals. Photo used courtesy Rugo Stone.

Stone Craftsmanship: A Rare 
and Irreplaceable Skill

Teresa Meek
Photos Courtesy Red Leaf stone 
and Rugo Stone.Stone carving — the fine art 

of chiseling natural stone 
into intricate, interwoven 

leaves atop a column of angels 
gracing a cathedral portico — is 
uncommon enough that some 
people believe the craft no longer 
exists.

But though fewer in number 
than they were in the glory days 
of the 1800s and earlier, stone 
carvers are still working, and their 
skills are indispensable. Using a 
combination of modern machin-
ery and ancient craftsmanship, 
they restore churches, universi-
ties, and city buildings to their for-
mer magnificence. Increasingly, 
they are also plying their trade in 
high-end homes and commercial 
buildings whose owners want a 
distinctive, majestic touch.

Meet a Modern-Day 
Stone Carver

Tony Rogac, a stone carver who 
works for the Red Leaf Group 
in Vancouver, has been work-
ing with stone since he trained 
with a firm restoring Worcester 
Cathedral in his native England 
over 40 years ago. He has done 
everything from restoration work 
to elaborately carved fireplaces 

Photo courtesy of Red Leaf Stone

Photo courtesy of Red Leaf Stone

for high-end homes and heraldic 
crests for modern businesses.

“It’s a skill, but also an art—you 
have a little license in the execu-
tion,” he says of stone carving. 
His projects are many and varied.

In Gastown, an old part of 
Vancouver, he rebuilt an ornate 
arch with floral carving above a 
building dating to the 1860s gold 
rush, carving flowers and griffins 
into 80,000 pounds of Indiana 
limestone.

For the Vermeer, an award-win-
ning retail and condo complex 
built four years ago in Vancouver, 
he carved medieval-looking 
shields embedded with tulips and 
dragons. He is currently working 
on a stone cougar that will crouch 
above Red Leaf’s own entrance.

Like most of today’s artisans, 
Rogac usually does his fine hand 
carving after a modern machine 
has done its work. The computer 
numeric control router, or CNC, 
as it’s known in the trade, is a ma-
chine with a rotating blade guided 
by software that contains files 
with design specifications. It does 
about 80 percent of the carving 
for most jobs.

“You might think an old stone 
mason would be a Luddite, but I 
think the CNC is a great aid,” he 
said.

Hand carving is essential for 
achieving an authentic, intricate 
look. “It’s a marriage of ma-
chinery and craftsmanship,” said 
Steffen Waite, Red Leaf Group’s 
owner. Few clients would be able 
to afford sculptures and bas-re-
liefs carved entirely by hand, he 
added.

Painstaking Work
Because of their high visibility 

and prominence, stone carvings 
have to be done with extreme 
care. Nowhere is this truer than 
at the Rotunda, the centerpiece of 
the Thomas Jefferson-designed 
University of Virginia, which is 
a United Nations World Heritage 
site.

The Rotunda’s 16 original 
Carrara marble Corinthian capi-
tals were destroyed in an 1895 fire 
that also consumed much of the 
rest of the building. Renowned 
architect Stanford White restored 
the building, but over a 100 years 
later, the carved acanthus leaves 
over the capitals had eroded and 
begun to fall off, posing a safety 
hazard.

Last year, Virginia firm Rugo 
Stone did a 3D scanning of the 

bits and pieces of capital tops that 
remained. Workers gleaned what 
they could from an 1895 dis-
tance photograph. The company 
hired carvers from Italy, whose 
sketches and models had to go 
through layers of approval. In the 
end, the capitals were restored 
to their former glory in a style 
experts believe Jefferson would 
have approved of, though his 
original drawings no longer exist.

Modern Demand
Like Red Leaf, Rugo Stone also 

does stone carving in high-end 
homes, which have become its 
major source of business.

“People are using white mar-
ble—it’s a trend,” said Rugo 
sales and marketing manager Sam 
Arcot. “Even with more artificial 
materials coming into the market, 
the demand for natural stone has 
been steadily growing.”

Churches are another source 
of demand, which need skilled 
hands to carve sculptures of 

religious figures. Rugo is cur-
rently restoring several elab-
orately carved chapels at the 
Basilica of the National Shrine 
of the Immaculate Conception in 
Washington, D.C., and has done 
carvings for many other churches, 
as well as for Duke University’s 
Divinity School.

The art of carving stone is tra-
ditionally passed from generation 
to generation through apprentice-
ships, but with fewer stonemasons 
left to pass on their skills, its sur-
vival is uncertain. In the United 
States, the American College of 
Building Arts offers bachelor’s 
degrees in classic building trades, 
including architectural stone 
carving. In Ireland, an entrepre-
neur opened a Stone Mastery 
Academy, enabling passionate 
practitioners to transmit their 
knowledge. As long as people 
are drawn to natural stone, there 
will be plenty of work available 
for those with the right skills and 
experience.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Call Andrew Geronimo 
toll free at 800-575-4401 
to place your order.

Elipse 6-Step Wet Polishing Pads combine 
TrifectaMate™ Pad Technology with the genius of one 
of the stone industry’s finest minds, Barry Brandt, and 
the efficiency of elliptical patterned orbital polishing 
backer pad. This really does put a new spin on how 
you polish stone.

This breakthrough combination allows you to har-
ness the power of elliptical motion without losing 
the center water feed vital for stone polishing. The 
result is a nearly perfect polish with less physical 
pressure and less manipulation of the hand-held 
polisher.

In other words, you get a better polish with less effort 
from your polishing craftsman (50-80% less human 
energy needed). The combination of cutting edge en-
gineering, manufacturing and labor reduction is the 
reason we can confidently say you’ll save up to $2 per 
foot on your production costs.

A true, state-of-the-art  
engineered and 

manufactured labor- 
reducing pad is finally 
available for Granite, 

 Marble and Quartz 
Polishing.

 Item # Description MSRP OUR Price 

   4-1/4˝ Elipse® Wet Polishing Pads Hook & Loop-Backed

 22509 Elipse® 6-Step	Granite	Wet	Pad,	Step	1,	Red		 $41.95 $24.95 

 22510 Elipse® 6-Step	Granite	Wet	Pad,	Step	2,	Yellow		 $41.95 $24.95 

 22511 Elipse® 6-Step	Granite	Wet	Pad,	Step	3,	Blue		 $41.95 $24.95 

 22512 Elipse® 6-Step	Granite	Wet	Pad,	Step	4,	Green		 $41.95 $24.95 

 22513 Elipse® 6-Step	Granite	Wet	Pad,	Step	5,	Orange		 $41.95 $24.95 

 22514 Elipse® 6-Step	Granite	Wet	Pad,	Step	6,	Pink		 $41.95 $24.95 

 22507 Elipse® Aluminum Oscillating Back-Up Pad $49.95 $29.95

The Most Advanced Wet Polishing System Since... EVER!

MUST-SEE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the New Elipse 6-step Polishing System

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11024,11026/
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11024,11026/
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Scorpion™ CNC Sink & Seam Wheels

• Tough, reliable and long lasting
• Use on all types of stone
• Vacuum brazed bond

• 1/2 gas thread fits CNC or  
  radial arm machines

• Will maintain true shape
• Center water feed

 Item # Description MSRP OUR Price 
 55146 Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 50 Grit $115.95 $71.95

 55147 Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 100 Grit $94.95 $64.95

 55148 Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 200 Grit $94.95 $64.95

 55149 Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 400 Grit $61.95 $53.95

 10431 Scorpion™ Brazed Sink Wheel, 1” x 2”, 50 Grit $134.95 $89.95

 10432 Scorpion™ Brazed Sink Wheel, 1” x 2”, 100 Grit $134.95  $89.95

 10433 Scorpion™ Brazed Sink Wheel, 1” x 2”, 200 Grit $134.95 $89.95

 10434 Scorpion™ Brazed Sink Wheel, 2” x 2”, 50 Grit $149.95 $99.95 

 10435 Scorpion™ Brazed Sink Wheel, 2” x 2”, 100 Grit $149.95 $99.95

 10436 Scorpion™ Brazed Sink Wheel, 2” x 2”, 200 Grit $149.95 $99.95

Braxton-Bragg is proud to offer our customers these exceptional center 
water feed sink wheels. They are made for us by a well known ISO9001 
certified manufacturer and are of the highest quality.

These Sink Wheels are designed to be used on CNC machines. 
 

Fabricators Tip:
Item #55146 - #55149: ½˝ Brazed Sink Wheels are ideal for use with Quartz, and have been 
designed for inside zero radius sinks.

Items #10431 - #10433: 1˝ Brazed Sink Wheels are good tools to use for inside sink cutouts, 
corners and for tiny radiuses.

Items #10434 - #10436: 2˝ Brazed Sink Wheels are typically used for smoothing out the seams 
before joining two stone slabs together.

 NEW
1/2˝ SIZES

At Last! Sink Wheels that 
Maintain a True Shape!

Creat ive  Edge 
President  J im 
Belilove is a 

friend and self-proclaimed 
chauffeur and baggage 
handler for WWII fighter 
pilot Captain Jerry Yellin. 
Belilove is developing a 
documentary film, The 
Last Man Standing, about 
Captain Yellin’s life, war 
experiences and his mission 
of healing and peace.

Please see YouTube 
and photos of Jerry’s ap-
pearance at the Reagan 
Library with author Don 
Brown.  Brown has written 
a wonderful book, The Last 
Fighter Pilot, which was 
released in August 2017.   
You can obtain a copy of 
the book from www.don 
brownbooks.com.

The Last Fighter Pilot  is 
the account of Captain Jerry 
Yellin, who flew the last 
combat mission of WWII 
on the morning of August 
15th out of Iwo Jima. 
Captain Yellin is a sharp, 
engaging, 93-year-old vet-
eran whose story is brought 
to life by New York Times 
bestselling author Don 
Brown (Treason).

Jerry’s Mission
Jerry is traveling the 

world sharing his story and 
helping to bring healing and 
hope to a new generation of 
veterans who are battling 
post-traumatic stress disor-
der (PTSD).

He aims to help heal the 
wounds of war while dis-
solve the barriers and mis-
understandings that bring 
us to the point of destroy-
ing ourselves.   He delivers 
an insightful glimpse into 
the life of a warrior from 
the perspective of a humble 
humanitarian.

“We are all the same in 
the eyes of Nature. Human 
Beings! We cannot continue 
to kill people because of 

what we believe. We need to 
join together as humans or 
we as humans will destroy 
our home, the Planet we all 
inhabit”

Jerry Yellin is willing to 
go whenever and wherever 
he is able to make a differ-
ence in peoples lives.   His 
story of peace and compas-
sion was shaped by suffer-
ing and sacrifice.  He hopes 
that in sharing his story, oth-
ers can find ways to forgive, 
unite, and avoid the atroci-
ties of war.

Jerry is accepting dona-
tions for travel expenses 
and the documentary 
film production The Last 
Man Standing. Any addi-
tional funds can be directed 
to a charity to assist vets .

To support Belilove’s film 
project visit www.captain 
jerryyellin.com .

Jim Belilove of Creative Edge 
Develops Documentary on WWII 

Fighter Pilot Jerry Yellin

Photo © Richard Mallory Allnut

“If you wanna stop 
war everybody would 
go to war naked,” 
Yellin says. “Then no-
body would know who 
to shoot.”  
– Captain (ret.) 
Jerry Yellin

© MARK ANDERSON. www.andertoons.com

Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

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

http://www.captainjerryyellin.com
http://www.captainjerryyellin.com
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10809/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10809/


Slippery rOck Gazette OctOber 2017  |  41  

 Item # Description OUR Price
 55228 Brace Setter Router, 1/4”  $207.95

 55230 Brace Setter Router, 3/16”  $207.95 

 55229 Brace Setter Replacement Blade Set  $51.95
  Includes: (2) Blades, (1) Spacer, (5) Bolts

Brace Setter Router 
For Floating Countertop Supports

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Wait Until YoU See the Video!

NEW!

The patent-pending Brace Setter is a 
high performance router housing that 
connects to a 5/8 x 11 angle grinder 
that will cut a groove 2-9/16” wide by 
1/4˝ or 3/16” deep.

The precision router attachment 
cuts a precise groove for your brace 
in record breaking time with its two 
cutting blades. Each blade has 18 
teeth giving you a total of 36 long 
lasting tungsten carbide teeth, 
which easily cut through hardwood, 
softwood, plywood, and laminates.

What’s even better is the fact 
that the Brace Setter requires no 
measuring because everything is 
preset (width and depth), making it 
very measurement friendly. With just 
a simple cut, your work is done with 
the Brace Setter.

Created by 
Fabricators for 

Fabricators

“This would be 
a great world to 
dance in if we 
didn’t have to 

pay the fiddler.” 
– Will Rogers

Our next story comes to you 
courtesy of our Department 

of Absurd Criminal Blunders. 
Authorities say a man who tried 
to deposit what he presented as a 
$1 million bill has been charged 
with drug possession in Sioux 
City, Iowa. 

A criminal complaint says 
Sioux City police officers were 
called to a Northwest Bank 
branch one Thursday to talk to 
a man who tried to deposit the 
bill into his account. The offi-
cers asked 33-year-old Dennis 
Strickland whether he had any 
more of the bills, and that a bag-
gie fell out when he emptied a 
pocket in search of more bills. 
The complaint says the baggie 
contained methamphetamine.

The U.S. Treasury Department 
declares it has never produced a 
$1 million bill, and even if it had, 
it would surely be extremely rare. 
The highest real denomination of 
US Currency is $10,000, but this 
bill has not been printed since the 
1940s, and was only circulated 
for a few months.

Iowa court records say 
Strickland was scheduled to 
be back in court that following 
Monday. At press time, his attor-
ney had not returned a call from 
the press. 

$1M Bill 
Deposit Attempt 
Leads to Iowa 
Man’s Arrest 

on Drug Charge

Krusin’ with My Kart

Police investigated a unique 
vehicle theft after they 

found someone driving around 
a San Bernardino, California, 
movie theater parking lot one 
Sunday night in a go-kart that 
had been stolen from a Redlands 
amusement park, officials said.

The powder-blue kart with the 

number 19 on the front was stolen 
from a fenced-off area of Splash 
Kingdom in Redlands about 6 
p.m. one Sunday, officials said.

It turned up two hours later 
and six miles away in downtown 
San Bernardino, being driven 
by Jeremiah Gerky, 29, of San 
Bernardino, said San Bernardino 
police Lt. Vicki Cervantes. Gerky 

was harassing and ignoring secu-
rity officers in the theater park-
ing lot on E and Fourth streets, 
Cervantes said.

Gerky was arrested on suspicion 
of grand theft and the kart was re-
covered, officials said. 

Gerky was booked into the West 
Valley Detention Center in Rancho 
Cucamongo with bail set at 
$50,000. Court records also show 
Gerky was violating  probation. 

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the original I-Brace

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
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Travertine: Watching Stones 
Form in Real-Time

Karin Kirk 
usenaturalstone.com

Photos © Karin KirkWhen we imagine how 
natural stone forms, 
our minds wander to a 

primeval time in Earth’s past, or 
to a fiery underworld within the 
bowels of the planet. After all, 
rocks capture the history of the 
Earth and reveal its inner work-
ings. Travertine is different. If 

you stand in the right place, you 
can watch it form right before 
your eyes. There aren’t too many 
places on Earth where you can 
watch a rock take shape in real 
time, but Yellowstone National 
Park is one of them.

Mammoth Hot Springs is one 
of the first sights to greet visitors 
who enter the park from the north 
entrance. Mounds, ledges, and 
terraces of brightly colored trav-
ertine glisten in the sunshine, with 
ribbons of spring water flowing 
over the formations, adding layer 
upon layer of minerals. Luckily 
for us, boardwalks traverse the 
hot spring deposits, allowing for 
safe viewing amid a delightful 
array of steaming springs, mul-
ticolored pools, and fantastical 
mineral formations.

Hot Water Creates 
Travertine

Travertine is formed by cal-
cium-rich spring water. In 
Yellowstone, travertine results 
from a simple interaction of hot 
water, limestone, and a fault 
zone. The story begins with a 

vast, partially molten magma 
chamber that lurks about five 
miles underneath Yellowstone. 
This magma is the source of all of 

Yellowstone’s past volcanic erup-
tions. Even during today’s period 
of volcanic quiescence, we’re re-
minded of this extraordinary sub-
terranean heat by the abundance 
of hot springs, geysers, fumaroles, 
and my personal favorite: boil-
ing mud pots. These features are 
caused by groundwater flowing 
through hot rock.

Underneath Mammoth, heated 
groundwater flows through layers 
of limestone. The hot water dis-
solves some of the limestone. The 
mineral-rich water then travels to 
the surface along a fault zone. Hot 

water emerges from the mouth of 
the spring, and precipitates calcite 
(calcium carbonate). Limestone 
and travertine are both made of 
calcite, but they form in different 
ways. (Limestone forms in marine 
environments, and is made out of 
the remains of seashells, corals, 
and calcite that is dissolved in the 
seawater.) The hot spring is dis-
solving away some of the under-
lying limestone and re-depositing 
it as travertine. Geologic recy-
cling, if you will.

Part of the fun of watching rocks 
form in real time is that it sheds 
light on how rocks formed in the 
ancient past. A fundamental rule 
of geology is “the present is the 
key to the past.” A process hap-
pening today tells you something 
about how it happened long ago. 
In the case of travertine, a myriad 
of different textures and patterns 
can be seen while wandering the 
springs and pools. The variations 
are caused by changes in the water 
flow rate, the temperature of the 
water, and the types of microor-
ganisms present. On average, the 
active springs in Mammoth add 
an astonishing 8-inch thickness 
of new stone every year.

Layers of travertine are formed in small pools of mineral-laden water. 
Bacteria that get trapped in the travertine create the lacy pattern that 
travertine is known for.

Everything in the water gets coated in calcite, creating instant fossils.

Please turn to page 44
Filamentous bacteria thrive 
in the spring water and cre-
ate smooth drapes of traver-
tine. The bacteria become 
entombed in the stone, and 
when they decompose they 
leave behind the void spaces 
that make travertine so in-
tricate and interesting.

The former quarry above the 
town of Gardiner, Montana, 
has drilled and sawn faces 
of travertine. The smooth 
walls of cut stone offer a 
cutaway view of the layer-
ing that makes travertine so 
appealing.

The travertine terraces at 
Mammoth range in color from 
stark white to rich hues of gold, 
green, orange, and brown. The 
colors are from heat-loving bac-
teria that thrive in the hot water. 
Active springs bear the colorful 
signatures of bacteria, while re-
cent but inactive sections of the 
spring are pure white, since they 
no longer have microorganisms to 
add color. As the travertine ages, 
it turns grey. One can judge the 
age of different formations by 
looking at the color. The darker 
the grey, the older it is.

Anything that falls into the hot 
spring pools becomes coated in 
calcite. Leaves, sticks, and even 
feathers turn into instant fossils. I 
can’t help but wonder how many 
sunglasses and baseball hats have 
also become fossilized tributes 
to a summer vacation mishap, 
entombed for eternity within the 
travertine layers.

The Gardiner 
Travertine Quarry 

Across the valley and outside 
the park’s boundary lies another 
travertine deposit. It’s the site of 
former hot springs that bubbled up 
out of the ground around 50,000 
years ago. That sounds like a long 

time ago, but in geologic terms, 
that’s a very recent event.  A small 
quarry, now inactive, sits on the 
site and allows a glimpse into both 
the stone and the operations used 
to quarry it. Smooth walls of cut 
stone offer a cutaway view of the 
layering that makes travertine so 
appealing. Long drill marks show 
how blocks of stone were split 
away from the wall. Large blocks 
have been removed from the walls 
and invite close inspection, re-
vealing the same thin layers and 
organic shapes that can be seen 
over in Yellowstone. From the 
vantage point of the quarry, you 
can look down at Yellowstone’s 
famous entrance arch, and see 
the bright white of Mammoth 
Hot Springs glimmering in the 
distance. Someday the springs at 
Mammoth will stop flowing and 
hot water will emerge somewhere 
else nearby, starting the cycle all 
over again.

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

http://www.slipperyrockgazette.net
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NOW there are TWO Stone Pro Coring Vacuum Templates
No dust or mess to clean up. Just 
attach a shop vac and you’re set!

MADE IN THE USA

Simply attach a shop vac hose in place.

1

2
Position the Coring Vacuum Template. 

Drill completely through using the template guide.

3

4
A perfect hole is drilled, leaving no mess to clean up.

Reduce the risk of core bit movement 
and ruined tops – save money on 
installs and reduce clean up time!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

This template tool was 
developed to make coring holes 
in the shop or at a customer’s 
home much easier. The Coring 
Vacuum Template is easy to 
operate and works with most 
commonly used core bits on 
stone or marble. 

Attaching a wet shop vac to the 
back provides the necessary 
suction for the template to lock 
securely in place on the stone 
surface and evacuate the water 
and slurry produced while wet 
coring. Connect the shop version 
to a standard 1/4” NPT air fitting.

 Item # Description MSRP OUR Price 
  55049 Stone Pro Coring Vacuum Template $352.95 $229.95

 55400 Stone Pro Coring Vacuum Template Shop Version $352.95 $229.95

Install for the Truck

Install for the Shop

NEW!
IT EVEN WORKS ON 

 VERTICAL SURFACES 

AND TEXTURED STONE!IT EVEN WORKS ON 

 VERTICAL SURFACES 

AND TEXTURED STONE!

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the Stone Pro Coring Vacuum Template

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11045/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11045/
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Travertine: Watching Stones 
Form in Real-Time

The Colosseum is made from 
Tivoli travertine. Photo by Dan 
Kamminga, reused via Creative 
Commons license.

The Getty Center is clad with travertine. This photo shows one of the fea-
ture stones (far right), highlighted to show intriguing natural textures of the 
stone. Photo by ‘Ted,’ reused via Creative Commons license.
Right: Fossilized leaves in a Getty Center feature stone

Italian Travertine – 
Popular Through the Ages
The travertine-forming pro-

cess can happen anywhere that 
has the combination of hot water 
and limestone. Major travertine 
quarries exist in Turkey, Mexico, 
China, Peru, and Iran. But Italian 
travertine may have the most 
compelling history. 

Fueled by the same geother-
mal heat as Mt. Vesuvius and 
the Roman baths, the mineral 
springs at Bagni di Tivoli have 
built up an enormous layer of 
travertine. It’s over 300 feet thick 
and began forming 200,000 years 
ago. (Again, 200,000 years is very 
young; a typical granite is a thou-
sand times older, or even 10,000 
times older!) The Tivoli quarry 
outside Rome has been producing 
stone for over two thousand years. 
In Roman times, Tivoli travertine 
became the building material 
of choice because it was locally 
available and relatively easy to 
cut and shape. 

Over generations, the popu-
larity of the stone has persisted, 
and Tivoli’s vast deposits have 
continued to supply material for 
buildings all over the world. It’s 
amazing to think that the same 
travertine used by Roman stone-
masons to build iconic structures 
like the Colosseum is being used 
for sleek, modern construction 
today.

  The Getty Center in Los 
Angeles, California, is an exam-
ple of innovative travertine use. 
The building’s exterior, interior, 
and floors—290,000 pieces in 
total—are made of Tivoli trav-
ertine. But rather than the tradi-
tional “vein cut” stones that are 
cut perpendicular to the layers, 
the Getty’s travertine is split 
horizontally along the layers, 
as if opening up the pages of a 
geologic storybook. To further 
highlight the natural expressions 
of the stone, the Getty’s blocks 
are left as rough, cleaved faces, 
rather than sawn and polished. 
When especially interesting 
blocks of stone were encoun-
tered in the quarry, the architect, 
Richard Meier, highlighted them 
by mounting them in as “feature 
stones.” Some feature stones re-
veal fossilized leaves, feathers, 
and reeds, just like the ones at 
Yellowstone (no cowboy hats, 
though!). Others show a fibrous 
texture caused by algae in the hot 
springs, or gas bubbles encased 
in calcite and frozen in time. The 
feature stones are thoughtfully 
placed in prominent locations 
to make the building itself part 
of the immersive, interactive 
experience.

Uses of Travertine
 There’s good reason why trav-

ertine has been in continuous use 
for over 2,000 years. The warm 
hues and soft texture of trav-
ertine give it an old-world feel 
that has never gone out of style 
and never will. Travertine can 
be white, cream, yellow, pink, 
tan, or reddish, all due to small 
amounts of iron or sulfur in the 
stone. The porous texture of trav-
ertine can be left “unfilled” for 
visual interest, or it can be filled 
with color-matched grout to pro-
duce a smoother surface. Because 
of travertine’s high porosity, the 

use of a sealant is recommended. 
Travertine has the same mineral 
composition as limestone and 
marble, so it shares similar prop-
erties. It is around three on Mohs 
hardness scale (harder than a fin-
gernail, but slightly softer than 
a copper penny), which means 
that it can become scratched with 
heavy use. Exposure to acids like 
vinegar or citrus juice will etch 
the surface of the stone. While 
travertine is not an appropriate 
choice for a hardworking kitchen 
countertop, it makes an excellent 
backsplash for a timeless, tradi-
tional kitchen. Travertine is a nat-
ural choice for bathroom vanities, 
wall tile, or flooring.  Even in the 
Getty Museum’s well-trafficked 
hallways, the floors are projected 

to last more than 50 years. 
Travertine cladding or large-for-
mat tiles are a beautiful, refined 
choice for interior and exterior 
walls, as is commonly seen in 
commercial buildings, museums, 
courthouses, and public spaces. 
Travertine may be a young rock, 
geologically speaking, but it has 
already stood the test of time. The 
Roman Colosseum offers an irre-
futable testament to its durabil-
ity—an unlikely combination of

Travertine may be a young rock, 
geologically speaking, but it has 
already stood the test of time. The 
Roman Colosseum offers an irre-
futable testament to its durabil-
ity— an unlikely combination of 
an old building made from young 
stones.

Continued from page 42

Karin Kirk is a geologist 
and science educator with 
over 20 years of experience. 
She has taught college level 
geology, online courses and 
organized field trips. She cur-
rently works as a freelance 
science writer and education 
consultant. She brings with 
her a different perspective 
to the stone industry. Karin 
most recently presented a 
program at TISE 2017.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Why pay $66.25 for Ager? 
Save $16.30 at Braxton-Bragg!

Stone Shield™ 
Enhancer & Sealer 

Now You Can 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 indoor 
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.

 Item #  Description MSRP OUR Price 

 46407 Stone Shield™ Color Enhancer & Sealer, 1 Quart $59.95 $49.95

•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

Update Your Tile Technical Library 
with New Releases from Tile Council

Whatever your role 
in the construction 
industry, if you work 

with tile, you need to be up to the 
minute on new and revised stan-
dards, guidelines and best prac-
tices.  Get the latest editions of 
the TCNA Handbook and ANSI 
standards, also now available for 
phones and devices.

The 2017 TCNA Handbook for 
Ceramic, Glass, and Stone Tile 
Installation contains the follow-
ing updates:

•New section on critical light-
ing issues and how to avoid them.

•New movement joint 
guidelines.

•Expanded substrate flatness 
information.

•New language on tile lay-
outs, modular patterns, vi-
sual inspection, and more. 

It also includes 2017 editions of 
Tile: The Natural Choice, packed 

with pointers for fulfilling green 
building criteria, and TCNA’s 
Tile Initiative, a collection of 
bulletins and articles on current 
industry topics

The digital edition features 
linked cross-references allowing 
easy navigation throughout the 
book.

In other TCNA Technical 
Library updates, new editions 
were released in March, 2017, 
of the ANSI A108, A118, and 
A136 Material and Installation 
Standards. 

This compilation includes indus-
try standards for mortars, grouts, 
membranes, and cement backer 
board, and installation stan-
dards for ceramic and glass tile. 
These 2017 updates include:

• Revised language to allow 
non-linear (e.g. saw-tooth) move-
ment joints in specified conditions 
for movement joints to follow 
grout joints in off-set patterns.  

• Revised language on running 

bond/brick joint patterns, to 
expand applicability of the 
language to any off-set pat-
tern for tiles with an off-set 
side greater than 15 inches 
(previously 18 inches).

*Does not include prod-
uct and installation stan-
dards for “thin tiles.” (See 
update ANSI A137.3/ 
A108.19.)

An August 2017 release 
of ANSI A137.1 contains 
the product standard for ceramic 
tile. A137.1 was revised with 
increased breaking strength re-
quirements for quarry tiles and 
porcelain tiles, as well as tighter 
specifications on the warpage of 
calibrated porcelain tiles.

ANSI “Thin Tile” Standards are 
also available. 

ANSI A137.3 is the just-re-
leased product standard for 
gauged porcelain tiles and gauged 
porcelain tile panels/slabs, 3.5mm 
to 6.5mm thick (aka “thin tiles”). 

ANSI A108.19, also just released, 
is the standard for interior instal-
lation of gauged porcelain tiles 
and gauged porcelain tile panels/
slabs.

ANSI A326.3: New DCOF 
Standard is available as a free 
download. Whether you’re man-
ufacturing, specifying, selling, 
installing, or maintaining hard 
surface flooring, it’s important to 
understand dynamic coefficient 
of friction (DCOF) and slip resis-
tance requirements. ANSI A326.3 

is the industry standard for testing 
the DCOF of hard surface floor-
ing material. It includes methods 
for laboratory and field testing, 
as well as guidance on specifying 
hard surface flooring materials.

You can bundle and save by 
purchasing the TCNA digital edi-
tions bundle:
• 2017 TCNA Handbook + CAD  
 files
• ANSI A108/A118/A136.1  
 standards
• ANSI A137.1 standard
• ANSI A326.3 DCOF standard
• Tile: The Natural Choice 
• TCNA Tile Initiative

See the TCNA website for or-
dering and pricing information 
and to download, www.tcnatile.
com .

“When you have got 
an elephant by the 
hind leg, and he is try-
ing to run away, it’s 
best to let him run.”
– Abraham Lincoln

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

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

http://www.tcnatile.com/products-and-services/publications/218-english-publications/194-tcna-publications-digital-bundles/947-2017-tcna-publications-bundle.html
http://www.tcnatile.com/products-and-services/publications/218-english-publications/194-tcna-publications-digital-bundles/947-2017-tcna-publications-bundle.html
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8448,9947,10717/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10717/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8448,9947,10717/
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A Repairman’s Story
My name is Bill Roberts and I repair routers 
for Braxton-Bragg. Over the years, I have 
worked on hundreds of routers made by 
most manufacturers including Sector, 
Stinger, MEM and others. 

I Have Seen a Lot of Wear and Tear…
Routers get a lot of hard use. Some parts 
simply wear out, and some occasionally 
break. Over the years I saw patterns and 
often wondered why manufacturers did not 
beef up more of the critical parts.

Nobody Listened
From time to time, I communicated ideas 
but for the most part, did not see any 
changes.  

Finally, Somebody Did
Then about three years ago, I was asked 
to provide detailed information on my 
experience with Hercules® Routers. Since 
Hercules® is our best-selling router, I had a 
lot of practice repairing them. Now I finally 
got the chance to take one completely apart 
and find the most worn components. 

Little Things Matter
Often it was the little things that mattered. 
An engineer in a lab does not know the real 
world of a stone shop, and how the shape 
of the power cord, the thickness of a belt, 
or the type of bearings used can affect 
performance.

Single Phase Power
It costs more to produce a powerful router 
with single phase power than with 3-phase, 
but when asked about making it 3-phase, I 
told them that many shops only had single 
phase power…and they listened!

21 Improvements Later
Well, to make a long story short, the 
manufacturer has implemented 21 
improvements in the design of the Hercules® 
Router. These improvements make it perform 
better and last longer. I believe you will agree 
with me that this is the most reliable router 
you have ever used.
 

Now the BEST Guarantee 
in the Industry—12 Months!

Because of the changes, the router is now 
backed by a 12-month guarantee—the 
longest in the industry. I would have to 
say that this is the most reliable router that 
Braxton-Bragg has ever sold. 

Hercules® Single Speed 
with Hydroplaning System

Finally, a Manufacturer Who Listens to a Repairman
Now the Strongest Guarantee in the Industry—12 Months!

I am Bill Roberts and I approve this message!

ONLY

$1,995

 Item # Description MSRP OUR Price

 55095 Hercules® Router Edge Profiling Machine, Single Speed $3,448.95 $1,995.00
  with Hydroplaning System

  F.O.B. Knoxville, TN

NEW &

IMPROVED

The Eclipse of 
Natural Stone?

aesthetic and prestige as the natu-
ral material at a far lesser cost, they 
also began to finally look at ES as a 
whole, and see the benefits of spec-
ifying ES over natural stones. 

Aside from the lower cost of ma-
terial, Calacatta ES took the risk 
out of the color consistency of the 
stone. A single-slab job presents no 
risk for color variation, but when 
you get into multi-slab projects, 
the risks can go up significantly, 
especially if the material is very 
expensive. Break one slab and your 
bookmatched job is shot, and all of 

out natural granite from the market-
place, much like granite forced out 
marble in the early 1990s.

Another factor that has played 
out to the benefit of ES producers 
was the introduction of the “Jumbo” 
slabs which finally fixed the waste 
factor problem that was keeping the 
material from being fully embraced 
by the fabricator community. So 
now the designer, fabricator and 
the consumer are all aligned to se-
lect and to use ES stones. Combine 
that with the fact that the possible 
colors, tones and textures for ES are 
infinite, and where does this leave 
natural marble and granite? 

After all, with ES, a custom color 
and texture can now be custom 
made for a single project that can 
be patented and legally protected. 
This is especially important in com-
mercial architecture so that a unique 
building can remain unique because 
it has a pattern and color that can-
not be used in other buildings with-
out permission, and certainly not 
without paying some kind of fee or 
royalty.

To understand why this is such a 
significant event, let’s step back and 
take a much broader view from an 
historical perspective. This is the 
first time in the history of the stone 
industry that a man-made product is 
displacing a natural material. The 
significant historical event is not so 
much that the material is man-made, 
but that people are deciding that the 
man-made material is more desir-
able than the natural material. 

This brings up a very important 
question about what we value. How 
is it that we prize something as 
beautiful as natural Calacatta mar-
ble installations and pay princely 
sums for it, and then make a copy 
of it, install it for less, and still give 
it the mark of prestige equal to the 
natural material? We have made a 
derivative of a natural product, but 
now something new has come with 
it: derivative prestige.

Another solar eclipse will cross 
the United States in 2024. At that 
time, it will be interesting to see if 
this change from the natural to the 
derivative will have taken hold in 
other parts of the society. Already 
there is talk of robots as compan-
ions, which are really just derivative 
humans. As for the natural stone in-
dustry, the embracing of ES is just 
beginning and is building up steam. 
In seven years time we may very 
well be making custom countertops 
with massive 3D printers. Let us just 
wait and see.

a sudden, your once-profitable job 
will become break-even– if you’re 
lucky. ES slabs, which are difficult 
to break to begin with, can be eas-
ily replaced without the worry of 
the pattern changing. It is import-
ant to point out here that although 

The ES companies had already 
begun to make new and more re-
alistic-looking materials, and even 
the plain colors are now very attrac-
tive, so making exact, picture-like 
copies of Calacatta slabs was a sim-
ple step – and what a step it was. 

When the interior design com-
munity began to realize that ES 
Calacatta could deliver the same 

the ES Calacatta slabs are much less 
expensive than the natural stone, 
for the most part ES is still signifi-
cantly higher than most granites. 
However, that is also beginning to 
rapidly change. 

As these words are being written, 
Consentino has introduced a set of 
colors called “group zero” that are 
priced about equal to level 1 and 2 
granites. Consentino is making this 
move to secure their dominance in 
the marketplace against other ES 
producers, but an unintended con-
sequence may be to further force 

2017 may be the first 
year that sales of engi-
neered stone eclipsed the 
sales of natural stone in 
the United States.

Continued from page 19

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8450,9409/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9409/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8450,9409/
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Up to 300% Longer Life...
Designed to give you professional results using Hercules, Master, Magnum, and Sector, when fabricating stone 
countertops. These fabricator-tested router bits use a special manufacturing process that bonds an extra-thick 
layer of diamond abrasives to help you achieve great results, and up to 300% longer life.

Position 1 is a Metal Bond/Sintered Router Bit. This very aggressive and long lasting first step is used for quick 
stock removal and rough edge shaping. Supplied with 2 bearings. The first bearing is over-sized to allow the 
second tool to refine the profile edge. The second bearing is used when only using the first profile bit.

Position 2 is a Metal Bond/Sintered Router Bit. This second step removes lines, leaving a smooth, honed finish 
on the edge making it ready for polishing.

• Position 1 comes with 2 bearings
• Use pos. 1 bearing when following it with pos. 2 wheel
• Recommend running speed is 9,000 RPM
• 6mm layer of diamonds for long tool life
• Same geometry as Viper CNC profile wheels
• 8 & 10mm bolts included with all bits

2cm Radius 
Router Bits

 Item # Description  MSRP OUR Price

 55000 Viper A-20 (2cm), Radius Router Profile Wheel, Pos. 1  $275.95 $179.95

 55001 Viper A-20 (2cm), Radius Router Profile Wheel, Pos. 2   $248.95 $161.95

Pos. 1 Pos. 2

3cm Radius 
Router Bits

 Item # Description  MSRP OUR Price

 55020 Viper A-30 (3cm), Radius Router Profile Wheel, Pos. 1  $415.95 $270.95

 55021 Viper A-30 (3cm), Radius Router Profile Wheel, Pos. 2   $386.95 $251.95

Pos. 1 Pos. 2

2cm Demi 
Bullnose  

Router Bits
 Item # Description  MSRP OUR Price

 55002 Viper B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 1  $388.95 $252.95

 55003 Viper B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 2   $379.95 $246.95

Pos. 1 Pos. 2

3cm Demi 
Bullnose  

Router Bits
 Item # Description  MSRP OUR Price

 55004 Viper B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 1  $519.95 $337.95

 55005 Viper B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 2   $508.95 $330.95

Pos. 1 Pos. 2

2cm Bevel  
Router Bits

 Item # Description  MSRP OUR Price

 55010 Viper E-20 (2cm), Bevel Router Profile Wheel, Pos. 1  $328.95 $213.95

 55011 Viper E-20 (2cm), Bevel Router Profile Wheel, Pos. 2   $312.95 $203.95

Pos. 1 Pos. 2

3cm Bevel  
Router Bits

 Item # Description  MSRP OUR Price

 55012 Viper E-30 (3cm), Bevel Router Profile Wheel, Pos. 1  $472.95 $307.95

 55013 Viper E-30 (3cm), Bevel Router Profile Wheel, Pos. 2   $443.95 $288.95

Pos. 1 Pos. 2

2cm Ogee  
Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55006 Viper F-20 (2cm), Ogee Router Profile Wheel, Pos. 1  $349.95 $227.95

 55007 Viper F-20 (2cm), Ogee Router Profile Wheel, Pos. 2   $334.95 $217.95

3cm Ogee  
Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55008 Viper F-30 (3cm), Ogee Router Profile Wheel, Pos. 1  $423.95 $275.95

 55009 Viper F-30 (3cm), Ogee Router Profile Wheel, Pos. 2   $340.95 $221.95

2cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55014  Viper V-20 (2cm), Full Bullnose Profile Wheel, Pos. 1  $362.95 $235.95

 55015 Viper V-20 (2cm), Full Bullnose Profile Wheel, Pos. 2   $357.95 $232.95

3cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55016  Viper V-30 (3cm), Full Bullnose Profile Wheel, Pos. 1  $555.95 $361.95

 55017 Viper V-30 (3cm), Full Bullnose Profile Wheel, Pos. 2   $526.95 $342.95

4cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55018  Viper V-40 (4cm), Full Bullnose Profile Wheel, Pos. 1  $611.95 $397.95

 55019 Viper V-40 (4cm), Full Bullnose Profile Wheel, Pos. 2   $583.95 $379.95

5cm Straight Z 
Profile Router Bit

 Item # Description  MSRP OUR Price

 10459  Viper Z-50 (5cm), Straight Z Router Profile Wheel,  $292.95 $190.95
  Pos. 1, 36 Grit, 2” OD x 2” H, 9,000 RPM Max

DESIGNED 

FOR ALL

ROUTERS!

CALL 

800-575-4401

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Diamond Profile Wheels

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10874/
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PRSRT-STD
U.S. POSTAGE  PAID

KNOXVILLE, TN
PERM

IT #255

Take one look at the picture 
and you can see the Seam 
Machine is a rugged tool, 
engineered and designed for 
the stone industry by stone 
industry pros at Stone Pro. 

PLUS... the Seam Machine has 
been fully tested and proven in the 
field so you know you can trust it for 
your	next	install.	

NEW!NEW!

MADE IN THE USA

 Item # Description MSRP OUR Price 

 55800 Stone Pro Seam Machine $1,135.00  $769.90
  Notice: Sold individually, not as a set.

a

TOOL
Not a

Toy!

Stone Pro’s Seam Machine
Like Seams Never Even Happened
If you want flawless, tight, nearly invisible seams, 
then the Stone Pro Seam Machine is your tool...

 NEW

LOW
PRICE!

Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Stone Pro Seam Machine

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11118/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11118/

