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Onsite at Ashfield Stone

Jerry Pratt sizes up schist for an
upcoming job. Pratt says that he
had no idea what was to come
when he first discovered the flat
schist stones on their woodlot.
The area is known for its vast
deposits of both soft and hard
schist. Ashfield schist happens to
be the harder variety.

SRG Visits a Family-Owned Schist Quarry in Massachusetts

T

ucked in the Berkshire
Mountains of northern
Massachusetts lies the
town of Shelburne Falls. This
gem along the highway is the
quintessential New England
town abundant with shops, galleries and local color. Adding
to its picture-perfect charm is
the extensive use of local stone
called schist.

This story is about the vast reserves of this stone, its history and
the many lives it has shaped. As
told by Jerry and Johanna Pratt,
co-owners of Ashfield Stone, it
all began with the couple’s desire
to go back to the land and live a
wholesome life of farming. What
they eventually got, however,
was more than they ever thought
possible.
“I graduated from the University
of Massachusetts in the early
1970s with a Bachelors Degree
in Fine Arts,” recalls Johanna.
“After that, my first job was milking cows for a local farmer here
in Ashfield. His name was Ted
Howes, and his family had been
there for generations, just like
every other family in the area. He
was a wonderful man and a local
historian, and I’d listen intently to
his stories. I then met Jerry.
“Jerry had grown up around here
and had done a lot of masonry
work as a contractor. Both of us
wanted to go back to the land and
use our own materials as much as
we could, as well as do some form
of farming. The land we bought
was a woodlot that had a dilapidated camp on it. We bought it
in 1984 from a couple that hadn’t
used it in 16 years, however, the
porcupines had. There was something like six dump truck loads of
porcupine manure that had come
out of it. They had chewed everything to pieces, but we managed to
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keep the shell and began planning
what to do. Soon after, with the
help of Ted Howes helping Jerry
log our own spruce and hemlock,
and a friend’s portable saw mill,
we started ripping our lumber.”

Don’t Take Their
Schist for Granite
In the process of logging, Jerry
and Johanna often wound up unearthing stone. They didn’t know
what type it was, but Jerry had
recognized it from the foundation work he had done, continued Johanna. “Jerry’s father was
a mason and told Jerry that this
stone had been used for over 300
years for everything we now use
cement for. In those days the local
Yankees said, ‘Flat rock! I know
what we can do with flat rock,’
and would go out and split it in
layers for construction, mostly
for door steps, foundation basing,
well covers and floors. So it was
intriguing to us that we had found
one more natural material we
could use for our purposes.”
By the late 1980s, Johanna had
traded milking cows for raising
them, while Jerry began finding
commercial uses for the buried
treasure. They were also gifted
with their daughter, Mary May.
“We were living in that old
cabin and just building around
ourselves,” continued Johanna.
“I was now teaching school and
Jerry was specializing in jacking-up and shoring-up the old
cape style homes in the area. At
some point while working, Jerry
saw a hollow in the woods with
a great big slab of stone with drill
marks and a hand-hewn beam
propping it up.”
Please turn to page 7
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Buying a Waterjet:
A Personal Journey

A

re you considering
buying a waterjet for
your shop? If so, you
will be inundated with all kinds
of information regarding psi,
inches per minute, hydraulics,
software, service support and
a myriad of other things that
are all very relevant to making
your decision. The time it takes
to understand all of these things
and to make educated comparisons between vendors is almost
enough to make a person forget
about the purchase and just continue to do the work by hand.
Today, though, it is becoming
increasingly apparent that if you

Mark McMunn
want to grow your stone business
you will have to improve productivity to remain profitable.
The stone industry, in case you
have not noticed, has been going
through a rapid consolidation
that began with the recession
of 2008 which decimated the
number of operating shops in
the United States. The recession
also took away the very fat profit
margins that existed prior to
2008, and now the stone industry
profit margin is moving down to
margins in line with other manufacturing industries, which are
often below 10 percent. At that

level of profit margin you need
to have a streamlined manufacturing process with the flexibility
to adapt to fluctuating levels of
demand, while still maintaining
consistency in product quality
and delivery time. For many
shops stepping up to a standalone waterjet, it will make it
possible to achieve the manufacturing efficiency needed to
remain competitive and profitable, and most importantly, stay
in business.
Please turn to page 22
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Countertop Giveaway Complements Word-of-Mouth
Marketing for NSMotif

K

aren Roe of NSMotif is
taking a leap of faith for
the Orlando-based fabricator’s 10th anniversary. She’s
giving away a kitchen.
It took Roe a while to wrap
her head around the concept proposed by the Marqet Group, the
marketing agency for NSMotif.
But in the end, it was the perfect
way to celebrate 10 years of success in the stone industry.
“I said, ‘You want me to give
away a whole kitchen?’” Roe
said. “But it was good exposure,
even if they don’t win, maybe
we can still work with them. We
reached out to suppliers to see if
anyone wanted to partner, and
United Stone teamed up to provide the surface and we provide
the labor. It was a initiative to
celebrate the 10-year milestone,
engage the community and generate leads for the business.”
Response was so good that
NSMotif is planning on another
giveaway later on.
Roe said working with Marquet
Group has been “a game-changer
for us.” Word-of-mouth, building solid relationships and an
exceptional customer service
experience have always been the
foundation of NSMotif’s business, and it’s still their core. But
partnering with a marketing firm
has helped the business grow, despite it initially feeling like a leap
of faith.
“I never advertised. I didn’t
think I needed to,” said Roe. “But
as we grew we wanted to focus
on different avenues. Rebranding,
changing our collateral, getting us out there and helping us
grow. Making these connections
and building these relationships
doesn’t happen overnight.”
And that decade’s work started
with another leap of faith.
Founding NSMotif was the start
of a new journey in Roe’s life.
Fresh from a divorce and making
it as a single mom, she saw a need
in the stone industry, while working for a stone fabricator.
“I realized there was a huge
communication gap between fabricators and customers and setting expectations,” she said. She
decided to go into business as a

Shannon Carey
Photos Courtesy NSMotif

Karen Roe, owner of NSMotif
in Sanford, Florida

stone fabricator herself.
“Everyone told me I was crazy
because it was 2008 and the
construction market was falling
apart,” she said.
She launched NSMotif with
one job, a $10,000 kitchen for a
couple who asked to be her first
customers.
“The whole core value of the
company was to do the right
thing by the customer,” she said.
“Doing the right thing over and
over has gotten us to where we
are today. (The customers) know
what to expect, worst case scenario, from the very beginning.
We’re an open book.
“I think the best part about this
business is touching people’s
lives. Some people have saved
their whole life savings just to
have their countertops. To be a
part of that and make a change in
someone’s life is just overwhelmingly joyful to me.”
Roe also made sure to make
contacts within the industry, becoming an accredited member
of the Natural Stone Institute.
“Because they are people who
set the standards for the industry.
They offer so much education and
support, especially now with the
new OSHA laws,” she said.
She was also invited to become
the seventh member of the exclusive Rockheads group, a network
of industry-leading fabricators.

Above: Handicap accessible vanity
at the Disney World Wilderness
Lodge in Orlando, Florida. NSMotif

has completed large commercial
projects for Disney World, including kitchens and bathrooms at the
Wilderness Lodge.
Right: Low threshold, accessible
shower at the Wilderness Lodge
uses large-format tiles, Fairbourne
Cambria sills and a mosaic floor.
Below: NSMotif’s dual-table BACA
Systems Robo Sawjet, which employees helped name Chew-E-Baca, provides better efficiency and accuracy for
surfacing projects.

Please turn to page 34
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Everything Plus
the Kitchen Sink

Have you ever realized that you didn’t have the
accessories you need to complete your sink install?

Braxton-Bragg makes it easy
with our complete sink kit!

Item # 6672

Item # 6673

Item # 17310

Item # 3359
Item # 4805
Item # 6671

Each Kit Includes:
• Stainless steel Envy sink
• Strainer
• Hercules Sink Harness
• Clear silicone

All for only

$64.99

Regularly $94.10
purchased individually

That’s 30%
savings!

Take advantage of

FREE freight
when you order

3 or more!

Hurry–Special Offer
Ends August 31, 2018

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
Shop braxton-bragg.com for Envy Sink Special Offer

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Every two years the
American politics
industry fills the airwaves with the most
virulent, scurrilous,
wall-to-wall character
assassination of
nearly every political
practitioner in the
country – and then
declares itself puzzled
that America has
lost trust in its
politicians.
— Charles
Krauthammer
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Visit our online edition www.slipperyrockgazette.net to
place a classified ad and to view current and back issues.

Rick Stimac
Larry M. Hood
G. William Brown
Shannon Carey
Carmen Ghia
Ed Hill
Frederick M. Hueston
Sharon Koehler
Karin Kirk
Rufus B. Leakin
Mark McMunn
Peter J. Marcucci
Bob Murrell
Steven Schrenk
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Special Contributor
Foreign Desk
Synchronous Solutions
Stone Forensics Consultant
Special Contributor
Geologist
Guru of Folklore
Stone Industry Consultant
Special Contributor
Restoration Consultant
Polycor

Use the department tabs on www.slipperyrockgazette.net to place a
classified ad and to view current and back issues. Send address updates
to b.burgess@braxtonbragg.com, and comments c/o editor lhood@
slipperyrockgazette.net . Subscription requests, a classified ad submission
form and our 2018 Ad Guidelines are available
online at www.slipperyrockgazette.net .
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Item #

Description		 OUR Price

9375

Makita ® 5˝ Grinder, 9565CV

$149.98

9001

Makita ® 4˝ Wet Polisher, PW5001C

$299.97

9377

Makita ® 4-1/2˝ Grinder, 9564CV

$149.98

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

Performance Incentives

Motivating Your People to Excellence

B

onus payments and incentive compensation are not
the same thing.

Discretionary bonus payments
have been a common practice
at many companies for years.
Typically, around the end of the
year and during the holiday season, a company might reward its
key people with a bonus. The
amount is usually a subjective
judgment at the discretion of the
owner, and is based on how well
the company performed financially during the year. Managers
often agonize for weeks over
how to fairly distribute the bonuses among the key staff. Since
the bonus is purely discretionary, it is sometimes the source
of disagreement among those receiving it. Moreover, a holiday
bonus in a good year can be taken
as an expected payment even in
not-so-good years. The intended
effort toward a motivating factor

Ed Hill
Synchronous Solutions

“Your people should
see the Incentive Plan
as a way for you to share
the increased company
profits with the good
people who have worked
to achieve them.”
can sometimes result in just the
opposite.
A bonus system is traditionally
reactive in nature and, therefore,
establishes little motivation toward excellent performance. As
noted, it often evolves into an
expected payment irrespective of
the company’s performance.
An incentive pay system is
proactive and is earned only
when the defined performance
is achieved. Since it is clear that

the payout only comes when the
established goals are met, the
motivation to perform is clear.
An Incentive Compensation
program is pay for performance.
A proper incentive compensation
program should establish clear,
unambiguous goals and specified rewards before the period
begins over which performance
will be measured. The objectively stated plan should be fully
communicated to staff members
in advance, thereby creating the
incentive. In this way the individual knows exactly what he or she
must achieve in order to obtain a
specific reward and patterns his
or her behavior appropriately. As
well, when those goals are met,
the employee rightly expects the
reward will have been earned.
It is important to note that the
purpose of an incentive compensation system is to encourage
overall performance beyond the
minimum expected. It should
never be used as a substitute for
holding your people accountable
for their individual responsibilities. Using an incentives program

as a non-confrontational way to
get people to “do their jobs” will
never work. A lack of fundamental accountability within a
company is a serious managerial
weakness that must be corrected
before considering the introduction of incentive program.
Incentives can make a well-managed company better, but they
will never make a poorly managed company good.

Individual vs. Group
Incentives
Individual incentives, often
called piecework, are not what
is being recommended here.
Piecework sets up each employee

as an individual performer,
sometimes even creating competition for the “good work”
between employees. Moreover,
piecework can be a detriment
to producing good quality. A
common statement is “show me
how you will pay me and I will
show you how I will behave.” If
you pay me just to produce more
units I may do so at the cost of
quality.
A group incentive, based on
global goals, is a much better
approach. These plans should
be based on the overall company
goals, which would include established quality standards.
Please turn to page 6

Not All Good Things Come to an End
Wood’s Powr-Grip Hand Cup Exchange Program

A

Wood’s Powr-Grip ®
hand cup has proven itself over and over again to be
versatile, useful, and revolutionary across many industries. But even a tried and true
WPG hand cup has its physical
limits, which is why Wood’s
Powr-Grip® created the Hand
Cup Exchange Program.
Developed decades ago
to help conserve our natural resources and to keep the
most popular WPG cups in
top operating condition, the
WPG exchange program is
unique. Regardless of condition, all WPG N-series cups
(ex.; N4000, N4950, N5450,
N6450), as well as vertical
handle (LJ6VH) vacuum cups
can be returned to WPG in exchange for a like-new, remanufactured vacuum cup of the
same model.
Simply send in your eligible
cup and WPG will send you
a re-manufactured, like-new

cup at a reduced cost. This
program allows you to
continually work with the
newest, top-of-the-line
cups available at Wood’s
Powr-Grip, while saving financially and giving the environment a break. Basically,
everyone wins!
Visit the WPG website

www.wpg.com/hand-cupexchange-program / to begin
the exchange process, which is
as simple as 1-2-3:
1. Download and complete the
Hand Cup Exchange Program
form.
2. Download and attach the
shipping label from their
website.
3. Send it out!
Leave the rest to WPG.
Depending on the size of the
order, exchange cups generally
take three business days to process once they arrive.

Most N-Series greenhandled vacuum cups are
eligible for exchange.

Wood’s Powr-Grip ® has
been a leading manufacturer
of vacuum lifting equipment
for glass and other materials handling since 1964. The
company developed the original pump-action vacuum
pump with a red-line vacuum
indicator and the first self-contained, battery powered vacuum lifter for use with cranes
and hoists. Visit wpg.com or
call 800-548-7341 for more
information.

Shop www.braxton-bragg.com for Stone & Tile industry products

Make the Investment.
Become Accredited.
Get the Seal.
www.naturalstoneinstitute.org/accreditation

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Alpha® Introduces ESC-125
Wet Stone Cutter

A

ESC-125
Wet/Dry StONe CUtter

Compatible

ver For He
st Co
Du cuum Connec pa
t
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ion

• New Motor Design
• Kink Free Hybrid Water
Supply Hose with Quick
Change Connector

Designed
wly
Ne Water Jet

WET

To reduce the silica particles, Alpha® added a dust
cover on the side of the
blade guard to redirect the
dust from the cutting edge
into an attached HEPA vacuum for dry dust removal.
The ESC-125 is equipped
with a newly designed
Water Jet System that delivers sufficient water to
cool the cutting edge as
well as removes slurry from
the cutting line ahead of the
stone cutter.
Equipped with the Water
Jet is a Hybrid Kink/
Memory-Free Water Hose
that comes with a quick
disconnect garden hose
adapter.
The new Clamping
System, located on the side
of the blade, ensures cutting
stability, whether doing
a step cut 3 cm sink hole
cut-out, or making a groove
for a reinforcement rod
with much smaller diameter
blades.
For more information, on this new tool,
visit the website www.
alpha-tools.com or contact
Alpha® at 800-648-7229, or
visit their authorized distributor Braxton-Bragg at www.
braxton-bragg.com.

Continued from page 5

Introducing A New and Improved
Version of Our Popular AWS-125...

DRY

lpha Professional
Tools® has re-designed the popular
AWS-125 Wet Stone
Cutter, which had changed
the way the stone industry
cut out sink holes using a
manual cutting application.
The ESC-125 was created
based upon the feedback
from fabricators in preparation for the new silica rule
change by OSHA in 2017.

Performance Incentives

*Blade not included

Alpha Professional Tools®
is a leading manufacturer
of quality tools for professionals in the natural and
engineered stone, tile, glass,
concrete, metal and construction industries. Alpha®
provides unique and innovative products for cutting,
drilling, shaping and polishing all types of materials.
In addition to providing the

The very nature of your
business system must rely
on your people to cooperatively work together in
order for the company to
be successful. If too much
emphasis is placed on individual or isolated job
goals, you may diminish
the importance of reaching company goals. Some
firms have inadvertently
created destructive levels
of internal competition by
placing too much emphasis
on individual performance
at the expense of overall
company achievement.
It should also be noted
that an incentive pay system should increase company profits. It should not
be a cost of business, but
rather a profit generator.
In other words, a well-designed company incentive
plan should result in productivity levels that exceed

Finally, progress on the
company performance
goals should be monitored and communicated
frequently. The performance period on which
the inceptive payout is
based should be short, i.e.
at about one or two pay
periods or monthly at the
longest. This is necessary
to provide the maximum
“incentive pull” which will
create the highest motivation. An incentive pay system that is based on annual
or even semiannual (six
months) performance is
too long. In any case you
should provide frequent updates so that people “know
the score” throughout the
period.

your minimum goals. The
payout should occur only
when your company goals
have been exceed. As
such, a good incentive plan
is a win-win program for
everyone.
As you can see, the design
of the plan is extremely important. The goals should
reflect increased overall
performance, but must be
perceived as reasonable
and attainable or they will
not inspire people to invest
the needed effort and could
even become a negative in
Important points
the minds of your people.
in an Incentive
Your people should see the Compensation System:
incentive plan as a way for 1. Never substitute inyou to share the increased centives
for
basic
company profits with the accountability.
good people who have
worked to achieve them.
Please turn to page 13
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best products in the industry, Alpha Professional
Tools® offers a variety of
services to support their
products. More information on Alpha® is available
at www.alpha-tools.com.
The new Alpha® ESC125 incorporates wet
and dry cutting features
for maximum safe flexibility in cutting stone.

Is your crew ALL WET?
“The better men feel,
the harder they work!”
BULLET PROOF™ Protect your
Fabricator’s Apron

crew and stay
OSHA safety
compliant!

Stone Sleeve™
Fabricator’s Sleeve
Available from

800-575-4401 •
Shop www.braxton-bragg.com for Fabricator’s Friend products

www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Ashfield Stone

Continued from page 1

For Jerry, this big slab was a
“Eureka Moment,” thinking that
somewhere close by was a ledge,
and when he had some spare time
would return to scrape around it
and unearth smaller pieces of flat
rock. As fate would have it, while
working a carpentry job in the
town of Old Deerfield, Jerry used
these flat stones for steps, he explains. “When I was working on
that house, the customer asked if
I knew where there was any flagstone. I said that the land we just

bought in Ashfield had some on
it, and maybe I could get some
there. They needed a walkway
and patio, and I dug out the stone
and returned and laid it out. Then
other people around the neighborhood started asking for it.”
At this point, Johanna was
skeptical about the value of their
find; that is, until a local mason
stopped by, she recalled. “A
local landscaper mason came by
and said, ‘You’ve got really nice
stone. It’s much harder than the
stone south of you. Can I buy
some from you?’ So he filled his

A ugust 2018 | 7
pickup truck and handed me a $20
bill. I then thought, hmm, maybe
we can do this!”

The Beginning Years–
Blood, Sweat, Sore
Muscles and Tears
Demand for the stone continued
to increase, and they applied for a
permit to open their quarry commercially. According to Johanna,
the town awarded the permit saying, “If they’re dumb enough to
dig rocks in their backyard, let
‘em have at it!” So Jerry and a
helper had at it, working a ledge
that yielded material for landscaping. An old dump truck was used
to make the deliveries.

Hand splitting the old school way with a hammer with chisel is
actually commonplace at Ashfield Stone. The skill it takes to split
by chisel is considerable.

One of two Ashfield Stone gantry saws. The big saws can cut up
to 50 inches deep and up to 14 feet long.

Ashfield Stone’s 8,500 square foot shop is built on ten acres, and updated six years ago when the
Pratts needed more production space. Heat for the building is from an outdoor, wood-burning
furnace and fed with local wood, most likely logged by Jerry Pratt.

Brandon Osman is one of four shop men, shown here sizing up a
slab fresh off the company’s eight-head polisher. Different levels
of abrasive honing result in lighter or darker finishes.
Shop www.braxton-bragg.com for Stone & Tile industry products

“In the beginning we had to
wander around a bit to find the
formations, how it was laying in
the hill and how to lift it without
smashing it all to heck,” continued Jerry. “When we were quarrying for landscape, that was
easy, but when we went into dimensional stone, that was difficult
and we learned the hard way. We
did try using explosives or drilling holes and banging it, but there
was a whole new set of rules to
learn as far as the mechanics, the
engineering, and the techniques
and terms. We didn’t know what
any of that stuff was, and we were
‘babes in the woods’ each time we
started the next plateau. So with
each plateau we had to broaden

our horizons by going from chisels, to splitting mauls, to light air
tools, to hydraulic hammers hung
from a backhoe, then figure a way
to lift it without damaging it. The
rest is ‘schistory.’”

Quarrying and Processing
Until the Cows Come Home
Ashfield Stone’s 8,500-squarefoot shop is built on their 10-acre
lot, and houses a four-foot gantry saw, a six-foot gantry saw, a
10-foot span bridge saw, a large
eight-head surface grinder/polisher and a small strip saw. To
facilitate lifting, a three-axis
overhead crane services the entire inside, while a skip loader
and Bobcat keep things moving
outside. A combination commercial/home-built water purification system keeps the local water
clean. Quarry assets include three
excavators, a skid steer, forklift,
hydraulic hammer, guillotine and

all the drills and tooling to get it
done.
“Getting it done every day” is
performed by 10 full-time employees. All are hard workers
dedicated to the company, and all
have a natural affinity for stone,
said Jerry proudly.
In years before they built their
shop, Jerry and Johanna would
send the big jobs to Barre,
Vermont for cutting. Barre is
the location of the Rock of Ages
Quarry, operating since 1880.
But the couple wanted their own
equipment, explained Johanna.
“What we learned from sending
jobs to Barre is that we wanted to
control and manage our work ourselves. So we got our first mortgage and went up to Barre and
had a builder make us two bridge
saws. They were then installed in
our first shop at the quarry.”
Please turn to page 30

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The Prime Syndrome

Alpha® Ergonomic VDP-700
Variable Speed Polisher

S

anding and polishing
applications are timeconsuming, tough
jobs. In order to reduce the
fatigue of the polishing professional, Alpha® ergonomically designed the VDP-700.
This lightweight polisher is
comfortable to hold and easy
to control during the entire
operation. This is done with
one of two handle designs
that come with the unit
(C-Handle & Side Handle).
The VDP-700 offers the
variable speed range from
700 to 3,500 rpm.
The polisher was built
with a 1250w (rated) and
1900w (maximum) motor
along with heavy-duty precision gear system for the
most demanding polishing
tasks, to ensure reliability
and high performance. With
a 25-foot, 14 AWG electrical
power cord, you can cover
large work areas without

The ergonomic shape
and C-handle of the 6.4
lbs. VDP-700 make it
easy to control and comfortable to use. The 25foot cord allows the user
to move around a large
work area without an extension cord.

connecting to an extension
cord. This feature assures
maximum power from the
electrical circuit and avoids
overheating of the motor.

Alpha® also offers a variety
of accessories for this polisher such as a rotary back
pads, diamond face foam
pads, wool pads, microfiber pads, and other abrasive
products.

For more information,
visit the Alpha® website at
www.alpha-tools.com or
contact them at 800-6487229, or their authorized
distributor Braxton-Bragg at
800-575-4401.

Shop www.braxton-bragg.com for Stone & Tile industry products

Lately, however, I feel
they may be putting us all
in a jam. I am all for delivery dates, tracking packages and knowing what’s
going on. Unfortunately,
I feel they may be giving
too much information and
setting the bar way too high
for the rest of us. Recently
I placed an order and yes,
they gave me tracking information and delivery dates
but then they did something
that made me think, “Oh no!
Let’s not start doing that.” It
was the day of my delivery
and I got a message that
said my order was out for
delivery and they were six
stops away. Then I got another message that said they
were two stops away. That
of course was followed by
the usual package delivered
notification.
While I appreciate their
attention to detail and their
endeavor to be communicative, that sets a standard
that few of us will be able
to match. Once people
get used to that, there will
be no turning back. How
would that work, exactly?
You would hire a person
to sit at a desk all day and
track all your vehicles so as
they drive down the road
that person sends constant
updates to your customers
letting them know who is
where and what they are
doing. “Mrs. Smith, your
install crew is currently
across town installing Mrs.
White’s project. Then they
will be heading over to the
Jones residence for a hot
minute to install some backsplash and then they will be
on their way to you.”

Sharon Koehler
Artistic Stone Design
Then, of course, that
would be followed by:
“Mrs. Smith, your install
crew has left the White’s
residence and is currently
traveling over to the Jones
residence. After that they
will be on their way to you.”
To keep with the trend then
it would be: “Mrs. Smith,
your install crew has finished over at the Jones residence. They are stopping
to get gas and grab some
lunch. After that, they will
be coming to you to install

your project. Their ETA is
2 p.m. (if they don’t take
too long for lunch).” And
heaven forbid: ”Oops! Mrs.
Jones, the install crew has
had to stop for a bathroom
break, make that ETA 2:20
p.m..” And if the person sitting at the desk monitoring
all this action has more than
one or two crews to follow,
I see a slew of mis-sent
texts and notifications. In
short: calamity at its finest.
In all seriousness, communication is one of the
keys to happy customers,
especially if they are giving you their hard-earned

you can always go back to
the e-mails for verification
and documentation. If your
inbox gets too full, you can
just create a file and file
them all away for future
reference. Or, you can print
them and store them in a
physical file. You can keep
them literally forever if you
want, and refer back to them
as often as necessary.
Some people prefer phone
calls. We occasionally still
run into that older person
who doesn’t have e-mail.
They like the personal touch.
Please turn to page 9

© MARK ANDERSON. www.andertoons.com

I

have been an Amazon
Prime member for quite
some time. Even the
recent price increase didn’t
deter me. Why? I see value
in what they offer. For me,
even more than the free,
two-day shipping and Prime
Video, I value the free
books and the free music.
The other stuff is just icing
on the cake for me. I’m a
fan.

money. They don’t want to
chase you down to find out
what is going on with their
project. They don’t want to
leave message after message to get your attention.
They want you to stay in
touch.
The thing is, communication is not only about what
you say or how often you
say it (I can see some people loving this new communication effort by Prime).
It’s also about how you
get the information to your
customer.
Different customers prefer different things. My first
choice is e-mail. Things are
documented that way and
if something goes awry,

“Here’s the thing – we pump their gas! And check their oil!
And check their tires! It’ll be like nothing anyone’s ever seen!”

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The Prime
Syndrome
Continued from page 8

They like hearing a voice on the
other end of the line. They like
knowing that they are valued
enough for someone to pick up
a phone and personally call them
with the information they are
providing. Granted, this is not the
best way to document anything,
so my suggestion is to take copious notes, put them in the customer’s file and send them a copy
via snail mail. It may not be your
favorite way to do business, but
some people prefer it.
Younger folks like texting. I
know one salesperson who does
75 percent of her communication
by text. Her clients love it! She
is decades younger than I am
and so are her customers. She
is a very successful salesperson,
and texting is her main form of
communication. If you call her
cell phone, her outgoing message
even says she responds to texts
quicker. Truthfully, at my age
now, she wouldn’t be my choice
for a salesperson, but if I were
decades younger, she probably
would. Texts can be saved for
documentation as well. There is
a little more hassle to print texts,
but if you are used to it, and your
customers love it, what’s the
harm?
The thing is, you have to know
what your customer likes, what
they prefer. After all, it’s not
about how you prefer to do business, it’s about how they prefer to
do business with you. And yes, I
will be shutting off those Prime
communications if I can. They
are really annoying!
Please send your thoughts on
this article to Sharon Koehler at
Sharon@asdrva.rocks.

The Internet is a
cauldron of anger every
day, every year, election
year or not, with unemployment at 10 percent
or at two percent. It isn’t
exactly a good index of
what’s happening.
— Charles Krauthammer

Introducing
Platinum 3.0
(Uncured Product Example)

The Clear Choice
The clarity of the Akemi
Platinum 3.0 makes it easy to
match the color of the stone.
The appearance of the stone
comes through more exact and
clear. Platinum 3.0 “colors right,”
making it easy to tint and
match quartz and natural stone.

Bond Strength
Bond strength is
essential in joints, laminations
and miter joints. The strenth of
Platinum 3.0 makes it perfect
when layering or joining where
integrity is needed. The quick
cure time and strength
eliminates failures in
laminating and in seaming
countertops when Platinum 3.0
is used. Platinum 3.0 is up to
50% stronger than standard
polyester.

For More Information Contact
InnoChem LLC
www.innochemllc.com
info@innochemllc.com
or www.braxton-bragg.com

Fast Production Time
Platinum 3.0 cures in only
20 minutes.* That means you
have less down time with
Platinum 3.0 so you can safely
High quality resins and
ingredients insure Platinum 3.0
performs exceptionally in many
applications such as seams,
laminations and repairs. Best of
all, it is ideal for working with
quartz, granite, marble, other
ultra dense surfaces and slabs.

Available at:

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

Shop www.braxton-bragg.com for Akemi Platinum Knife grade

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The Stone Detective
The Case of the Disappearing Spots
Frederick M. Hueston, PhD

O

nce again, it’s
another 90-plus
degrees day here in
Florida. I wouldn’t trade it
for anything. I love it here
in paradise. Sure, I miss the
seasons, but I can always
get on a plane and see
snow, the leaf changes, etc.
I’m lucky that I travel a lot
as a stone and tile expert.
I got up and turned the
A.C. down a bit since it was
like 68 degrees, and I was
freezing. I walked into the
bathroom for my morning
routine. I looked in the mirror and started to see spots
before my eyes. I blinked
several times and then
reached for the eye drops.
The spots finally went
away. Why am I boring you
with my eye issues? It just
so happened that later that
morning, while eating at
my favorite greasy spoon, I
would get a call with a similar problem.
I was just minding my
own business, enjoying my
ham and eggs and flirting
with Flo the waitress, when
my cell phone rang. Yes, I
have one of those “antique”
rings that sounds like a real
phone. I thought I would

let it go to voicemail, but a
little voice inside my head
said “answer it.” The caller
had a very deep voice. For
a minute I thought he was
Bowzer from Sha Na Na.
If you don’t know who that
is, then you’re a lot younger
than I am. He told me that
he had a shower installed
with quartzite about a year
ago and there were spots
appearing on the wall, but
they would disappear within
a day or two. As he went on
and on about these spots
I thought he might have
had the same condition I
had this morning, but that
would be just too weird. He
continued to tell me that the
spots only show up right
after a shower and then disappear in a few hours. He
told me these spots are getting bigger and bigger. He
then asked if I could come
out and take a look at it. I
told him yes, but only if he
could sing a few bars of “16
Tons” (Google it). I really
didn’t ask him that, but was
very tempted. He told me he
was in Miami, which was a
three-hour ride for me. I got
his info and scheduled the
inspection for the following
week.

S lippery R ock G azette
It was another hot
day and I thought
about taking the
Harley for the
trip to Bowzer’s
inspection. In
Florida when it’s
hot it rains every
afternoon, so
I opted for the
ole Woody instead. Of
course, I would have to stop
to flirt with Flo, listen to the
old folk’s same ole stories,
and grab a quick bite to eat
before heading out.
I arrived at Bowzer’s
home, a very large Southern
mansion. I pulled up to the
gate, and it opened to let me
in. I guess he was watching for me – after all, who
else drives an ole Woody?
I pulled up to the front door
and he was waiting for me,
sitting on a porch swing. He
stood up as I approached,
and I couldn’t believe my
eyes. He looked just like
Bowzer, sleeveless T-shirt
and all. Later I would find
out that he was in a tribute
band and he played Bowzer!
He asked me to take off my
shoes and he led me up the
stairs to the master bath. He
pointed to the shower and
said, “Take a look.”
Well, I looked closely at
the shower and did not see
any spotting. I did notice
that the corners had some
bleeding, which is common
when certain caulks are

Seeing spots? You probably don’t need to have your eyes checked – just the adhesive
used on your shower panels.
Shop www.braxton-bragg.com for Stone & Tile industry products

used. I asked if I could turn
the shower on and wet down
the walls. He told me to go
for it. Darn, he sounded just
like Bowzer, and it made it
a little hard to concentrate!
Fortunately, he had one
of those shower wands, so I
turned the hot water on and
started wetting the walls
down. Within two minutes
these circular spots started
appearing. They were very
faint and hard to photograph. It was like someone
set these slabs with silicone
circles.
I asked if he knew what
was used to set the panels.
He told me that he didn’t,
but we could call the installer. My first thought
was, Boy, is this is going to

be fun. Here I am, on the job
inspecting someone else’s
work, and they are going to
be defensive. So, I handled
this with kid gloves. What,
you doubt me? I can be
diplomatic!
We called the installer
and asked him to explain
how they installed the panels. Are you ready for this?
He said they used Interior
Liquid Nails. That’s all
I needed to hear. Liquid
Nails is an organic adhesive
that should not be used in
a wet area. In addition, it
can bleed through a porous
stone. The reason it only
shows up when it is wet is
that the stone is getting wet,
and where the Liquid Nails
are, the stone has a different

moisture content. Mystery
spots solved, but sadly, it
will have to be torn out. I
think I’ll ask Bowzer to sing
a few bars before I leave.
Maybe that’ll cheer us both
up!
The Stone Detective is
a fictional character created by Dr. Frederick M.
Hueston, PhD, written to
entertain and educate. Dr.
Fred has written 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 email comments
to him at fhueston@stone
forensics.com.

Braxton-Bragg Announces
Distribution Partnership
with Blick Industries

B

raxton-Bragg has
partnered with
Blick Industries
to distribute vacuum pods
for CNC machines. This
product closes the loop
on CNC offerings and
makes Braxton-Bragg a
one-stop-shop for CNC
resources.
“We have heavily increased our vendor partnerships this year in order
to provide our customers
the full spectrum of stone
fabrication products
and brands so that we
are a one-stop-shop for
stone fabrication tooling
needs,” says Rick Stimac,
Braxton-Bragg CEO.
“This partnership with
Blick Industries fills the
only void we had in our
CNC product offering
line, providing everything
our stone fabrication customers need on our revamped website.”
“Blick
Industries
wishes to welcome
Braxton-Bragg to our
family of resellers,” says
John Blick, owner, Blick

Blick Industries manufactures work-holding
vacuum pods and suction
devices for CNC machines.

Industries. “In working with
Braxton we will be able to
provide their customers
with the largest selection of
workholding devices in the
industry and provide them
with individualized service
to meet the needs of each
and every customer. We
look forward to working
together.”

About Blick Industries
Blick Industries designs and manufactures
work-holding solutions for
the stone, glass, and solid
surface industries. They
have the largest selection of
suction cups in the industry.

For more information,
visit blickindustries.
com and facebook.com/
TheRealBlick.

About Braxton-Bragg
Since its beginning in
1995, Braxton-Bragg’s
philosophy has been to
offer the best customer
service and the best value
for the money. This is accomplished by providing
the best quality tile, stone
and concrete tooling and
supplies, with the best instock availability and the
fastest shipping. For more
info, visit braxton-bragg.
com and facebook.com/
braxtonbraggllc.

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The Industry’s Most Complete
CNC Offering Available.

CNC

Braxton-Bragg is the only company
with 3 top brands of tooling in stock

Call us today for all of your
CNC Tooling needs.

800-575-4401
™

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
Shop www.braxton-bragg.com for Stone & Tile industry products

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Ege Seramik Presents
Two New Porcelain
Tile Collections

No other sealer will penetrate and
protect as well as Proseal!

PROSEAL

ULTRA PREMIUM SEALER
FOR USE ON GRANITE, MARBLE,
NATURAL STONE, TERRAZO

• Excellent water-oil repellent properties
• Deep penetration into the pores of stone
• Will not change the color of the stone
• Excellent for polished, honed, brushed or
matte finishes
• Seals grout also

UNTREATED

S lippery R ock G azette
Ege Seramik’s Antwerp
24 x 24 inch glazed porcelain tile is available in
earth tones and also a
12x12 inch format.

E

ge Seramik proudly
introduces the latest
in its series of porcelain tiles: Antwerp and
Spectra.

Antwerp is a sophisticated, glazed porcelain
collection characterized by
its matte finish. Available
in four earth tones (beige,
brown, grey and anthracite) and two sizes (12 x 24
inch and 24 x 24 inch), the
product has been designed
to appear as a mixture of
concrete and natural stone.
Spectra is the “fraternal
twin” of Antwerp with a
defining characteristic of
being a fully polished tile.
The colors and the sizes are
the same.
Digitally printed via Ege
Seramik’s state of the art

inkjet technology, both series are high-performance
and low maintenance, ideal
for both residential and medium traffic commercial
applications.
“These collections have
been well received here in
the states,” stated Semih
Susleyen, Sales Manager

Ege Seramik’s Antwerp 24 x 24 inch glazed porcelain
tile is available in earth tones and 12x12 inch format.

of Ege Seramik America.
“Both ranges really allow
one to produce extremely
creative, eye-catching
designs.”
Since 1972, Ege Seramik
has been a major global supplier of top-quality ceramic
and porcelain tile materials.
To meet the demand of customers in the United States
and Canada, Ege Seramik
America, (established 1991)
has been serving a its North
American customers from
its stateside headquarters
in Georgia. For decades,
Ege Seramik has been
the number one Turkish
product exported to the
North American continent.
For product information,
visit www.egeseramik.com
or contact them directly
at Ege Seramik America,
Inc., (678) 291-0888.

TREATED

To purchase please visit your Tenax Distributor

www.tenax4you.com

For more information about Tenax products
email: info@tenaxusa.com or call: 1-800-341-0432
Follow us on
and
@tenaxusa
Shop www.braxton-bragg.com for Stone & Tile industry products

PO Box 188, Stinesville, IN 47464
Ph: 812-876-0835 Fax: 812-876-0839
bigcreekstone.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Are You Ready for
Football Season?

Performance
Incentives
Continued from page 5

2. The plan should be clearly
communicated and thoroughly
understood in advance of
implementation.
3. A good plan design can create a powerful recruiting and
retention advantage.
4. A poor plan design can lead
to serious internal conflicts
5. All goals should be objective,
measurable and attainable.
6. Design the goals around
the behaviors you seek to
encourage.

Show Your Team Spirit
Score the ULTIMATE
Tailgating Package*
exclusively from
Braxton-Bragg!

BRAXTON-BRAGG

20

GIVEAWAY

18

Earn points on every
purchase in August
toward tailgating gear
with your team colors.

7. Properly designed, the funds
to pay incentives will come
from increased profits with at
least half of the increased profits remaining with the company.
8. Provide frequent updates
comparing actual performance
to goals. The “Score” should
be posted around the company
for all to see.
A good resource for more information on incentive plans is
The Great Game of Business,
by Jack Stack.
Synchronous Solutions, LLC
has developed incentive plans
specifically for the stone processing industry. For more information, contact Ed Hill at
(704) 560-1536.

If particular care and
attention is not paid
to the ladies, we are
determined to
foment a rebellion,
and will not hold
ourselves bound by
any laws in which we
have no voice,
or representation.
– Abigail Adams

*Tailgating package may vary
from what is pictured.

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
© MARK ANDERSON. www.andertoons.com

You Take the High Road…

T

he Coast Guard has
rescued a man who
was caught in a storm trying to cross the Atlantic
Ocean in a rowboat.
52-year-old Duncan
Hutchinson was attempting to row from New York
to Scotland beginning

Shop www.braxton-bragg.com for Stone & Tile industry products

one Sunday night, when
he faced 21 m.p.h. winds
and 8½-foot seas about
20 miles east of Barnegat
Light, New Jersey. The
panicked man came to
his senses and called the
Coast Guard.
A Coast Guard rescue boat navigated the

high seas, searched and
reached the man and his
small craft some time on
the following Monday
morning. Officials say
thankfully the man was
well prepared and radioed for help, before it
was too late. Hutchinson
had an exciting few hours
before the Coast Guard
could track him down.

“No, they don’t stand for Hugs and Kisses!
Who said that? ”

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Working with Dekton® and
Super-Hard Materials

R

ight off the bat, you should
know that Dekton® is a
very hard material. We
knew this going in with our bid
on a BBVA Compass Bank job
in our local market. The job was
bid 20 percent higher than what is
normally charged for harder granites or natural quartzites just as a
contingency for any unknowns
we would come across, and it was
a good thing, too, because there
were several unknowns we came
across during fabrication and
installation.

MADE IN THE USA

Why is Stone Shield Knife Grade
Our Best-Selling Adhesive?
Stone Shield ™ Transparent Can Save You Money!

Dekton® is a newcomer to the
American market, and it has been
well received by the designer
community. It has increasingly
shown up in the specifications
for countertops on commercial
projects, and if your shop has not
become an approved fabricator,
then that should be remedied so
that your shop can profit from this
new material. However, because
of the challenges in fabricating
Dekton®, it is not a material that
should be fabricated by novice

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!

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

Mark McMunn
Some shops have expressed a
concern about fabricating this
material because it has some peculiarities not common with natural stone. First is the fact that you
have to relieve stresses within the
slab by cutting off about a ½ inch
on all four sides of the slab before
you can begin to cut your parts
for your job.
What is so challenging about
that? Those cuts have to be done
in a very specific order or you
may break the slab before you
even begin fabrication! Secondly,
if this material breaks you cannot repair it. While you can glue
a broken piece back together,
the repair will show, but this is
also the case with most granites
and many other natural stones.
Third is that the now very popular mitered edges being specified
around the country can be very
difficult to profile, versus natural
stones and quartz stone. No argument there, but this is a problem

Our Low Price

46404

Stone Shield™ Transparent Knife Grade, Quart

$12.95

46405

Stone Shield™ Transparent Knife Grade, Gallon

$43.95

46406

Stone Shield™ Transparent Knife Grade, 5 Gallons

$ 26

$169.95

Adhesive Spreaders
& Stirring Sticks

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

Item #

4800A

9.74

$
Item #

4357

59.97

$
MADE IN THE USA

Easy to Color

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

19.95

$

Item #

4802

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Shop www.braxton-bragg.com for Stone Shield Adhesives

fabricators or newer shops, and
especially not shops where the
owner does not come from a
stone fabrication background.
We bid the above-mentioned
job in the fall of 2016 and received our contract this past
January. In between, we educated
ourselves with readily available
videos on YouTube and from
fabrication guides available from
the manufacturer. For a while,
we felt that perhaps we made a
mistake in taking this job on, but
after practicing on an actual slab
of Dekton® in our shop we became confident in our ability to
pull this job off.

Tackling a Dekton® miter?
Know what you’re getting into.

that requires communication with
the designer community.
Dekton® is basically a giant ceramic tile. It cannot be mitered
to a fine point without chipping,
and all it takes is one large chip
to ruin the whole piece, because
the chips cannot be patched well
enough to match the factory surface — especially if the surface
is textured. The manufacturer
clearly states that when making
a mitered edge that 1mm of the
edge should be left to prevent
chipping.
Please turn to page 20

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Network of surface industry entrepreneurs

OCKHEADS
Dedicated to leadership, best
practices, and financial health.

Drive best
practices and
safety standards

Establish ﬁnancial
benchmarks

GOT WHAT
IT TAKES?
Engage with
industry leading
suppliers

Promote customer
service excellence

www.rockheadsusa.com

Available at:

Shop www.braxton-bragg.com for Stone & Tile industry products

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Hercules Q8 Wet Air Polishers
®

Now Faster, Cooler &
Ergonomically Designed!

When we thought about updating the Hercules air
polishers, we had the countertop fabricator in mind. We
made sure that the new, updated polishers, which are
used daily, are easier and more comfortable to use!

Hercules VS Wet
with Side Exhaust
®

NEW !
OK

LO

D
WV&
E
N RO E

IMP

Both Include:
(1) 5/8”–11 Spindle Thread
(2) Air Hose Adapters
(1) Water Hose
(1) Air Lubricant
Item # Description
38031
		

Price

Hercules® VS Wet Side Exhaust Air Polisher

$279.79

Back-Up Pad Sold Separately

Hercules VS Wet
with Rear Exhaust
®

NEW !
OK

N

-B AC K G U
EY

T E E!

RIS

WARRANTY

K

-F

RE

E TRIA

38661 Hercules VS Wet Rear Exhaust Air Polisher
		

AN

90
DAY

Item # Description
®

AR

MO

LO

L!

Price
$252.95

Back-Up Pad Sold Separately

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Shop Braxton-Bragg.com for Hercules Air Polishers

Cultivating a Company Culture
That Attracts and Retains Quality Employees

F

or many businesses,
it’s a challenge to find
quality workers these
days. According to the U.S.
Bureau of Labor Statistics,
the number of prime-age
workers participating in the
labor force is dwindling,
and many seasoned workers
are entering retirement age,
which is resulting in a shortage of both experienced and
entry-level workers.

Jessica Sherwood

According to CNNMoney.
com, many businesses feel
they have no choice but to
hike wages to attract and
keep quality employees.
One New England manufacturer reported he was three
months behind schedule for
his new factory as he scrambled to hire employees. In
Missouri, construction companies have limited ability
to build new homes as they
struggle to find workers.
The West Coast’s reported
labor shortages are affecting industries from farming
to manufacturing, and even
after raising wages, employers still say they can’t find
enough people.
With a shallowing pool
of employees and an increasingly competitive job
market, how can you give
yourself an edge as an employer to attract and retain
quality employees? Create
an irresistible company culture—be a company that
people WANT to work for!
In a recent article published on Forbes.com, some
key elements that can help
employers stand out to potential candidates are:
Be more people-focused
and foster employee advocates. Happy employees
will promote the company
everywhere they go. If you
invest more internally, you
can make your company
more externally attractive.
Examine your environment and culture. If you
cultivate a positive, healthy
workplace environment, you
can drive employee performance and productivity, and

make yourself stand out as a
desirable employer.
Promote work/life balance. Employees value
work-life balance now more
than ever, so try to show employees that you appreciate
their dedication to their job
as well as their life outside
of work.
Provide purpose and
emotional connection.
Employees want more than
just a paycheck—they want
to make a contribution and
know their role in a company’s journey to success. Be

Omni Cubed

Employee appreciation
picnic complete with rock
wall, bounce house, and
taco truck.

sure to identify a clear and
authentic mission for your
organization that creates an
emotional connection with
your staff. Ensure that dayto-day experiences leave
employees with a sense of
purpose, pride, and commitment to achieving the company’s mission.
There’s more to a company’s success than just sales.
Invest time in building up
your company’s culture—
there’s a very rewarding
ROI in having and keeping
great people on your team!

Team building: playing badminton at the company’s
15th Anniversary camp-out.
A happy production crew in the assembly shop –
they love building Pro-Carts!

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Stone Restoration and
Maintenance Corner
The New Install Repair Blues

H

ow many times
have you received
a call from a potential client regarding issues
with their new or recently
installed stone? If you
haven’t gotten one of these
calls – you will. Hopefully,
most natural stone kitchens,
baths and floors are being
installed by qualified stonemasons. Some, however,
are not so qualified.
Sanded grout, excessive
lippage, and just plain poor
installs are becoming more
common because clients use
unqualified installers, possibly to save a few dollars, or
even possibly because the
installers convinced them
that they were qualified. In
any case, I have heard from
multiple restoration contractors that they are indeed
seeing more and more of

Bob Murrell

M3 Technologies
Photos by Bob Murrell

these type issues relating to
a new install.
Of course, there are also
other “aesthetic” issues,
too. I have heard from many
a client regarding some
spots on their floor or countertop that happened during
the install, only to find out
that these “spots” were natural inclusions in the stone.
Once again, these types
of mistakes are generally
caused by a lack of experience from the installer.

Explain Natural
Features
When a good installer
notices a particular tile
or piece with a potentially unacceptable natural

inclusion(s), they should
inform the client and offer
to use another piece. The
same is true of the fabricator when using slabs for
countertops, islands, and
vanities. This is true, even
if it causes more waste on
a slab or an additional slab
is required. Of course there
are those inclusions which,
in my opinion, make the
piece desirable, unique,
and add to the beauty of the
material. Natural inclusions
are some of the features that
distinguish natural stone
from tile and carpet, right?
And then there are the
mistakes that clients make
just after the install, especially like etching. So much
marble is being installed as
kitchen countertops in today’s market, etches are the
perfect example of an easyto-make mistake. Polished
marble kitchen countertops
are basically prone to damage, and yet we see them
fairly often today. Even
honed marble countertops
and vanities show etching,

Increase Profits with
Lower Install Costs

TM

CONTACT US TODAY! 503.212.4034

Lowering Costs Extending Careers

EASY AS 1, 2, 3!
REDUCE LABOR
No more shop guys
sent out on install

INCREASED
PRODUCTIVITY

Fewer stairs and less
fatigue = faster installs

ELIMINATE INJURIES

Never lose another
skilled installer

WATCH VIDEOS ONLINE AT
www.NoLiftSystem.com

Get Started with No Lift Today!

Let us help you use the No Lift Install System to improve your business.

www.NoLiftSystem.com

503.212.4034

Sales@NoLiftSystem.com

Shop www.braxton-bragg.com for Stone & Tile industry products

Yes, you can cut fruit and
veggies directly on stone,
but why ruin your knives,
and why risk damaging
that $5,000 countertop?

to some degree. Accidents
do happen, but you can
pretty much rest assured
that these clients have no
understanding of their stone
and/or how to properly protect and maintain it.
I have seen etching on
a newly installed marble
countertop just recently, in
fact. The GC called one of
my clients in to repair some
scratching that took place
during the install (and some
etching the homeowner had
also already caused). I accompanied the restoration
company to help evaluate
and give recommendations.
Some scratching and etching on the center island had
been repaired the week before, and this was the restoration contractor’s second
trip to the home. On the first
trip out, the homeowner
was instructed not to cut on
the marble and try to avoid
contact with acidic products
on the marble, as well.
On the second trip, we
immediately observed that
the homeowner was cutting
up limes on the marble island for her spritzer water,
right in front of us! It was
instantly apparent this
homeowner would be telling their GC to come back

to fix these types of issues
for a long time. “What we
got here, is a failure to communicate… some people
you just can’t reach!” (I’m
showing my age now with
quotes from the movie Cool
Hand Luke.)

Why Risk It?
Use of an acrylic cutting
board is highly recommended for kitchen countertops, even on granite tops. (I
mean, why not?) To be honest, even if the installs are
well taken care of, they will
eventually need some type
of stain, etch, or scratch
removal, especially if the
install is polished marble,
limestone, or another of the
chemically sensitive, soft,

or porous materials.
Now, what about the materials themselves? We have
previously discussed many
materials such as quartzite
(or not), serpentine (green
marble), slate and imitation
slate, limestones (including travertines), granites
(including the blacks like
basalt, gabbro, and anorthosite), quartz or engineered
stones, decorative concrete,
Corian and other similar
hard surfaces, soapstone,
and many others. These materials all have a useful application, but it is up to us
to help assign their place in
a residential or commercial
setting.
There is a reason that
granite countertops have become the norm in kitchens
and prep areas. They resist
chemical attack and scratching much better than softer
calcium-based materials. If
your customer prefers marble because of the color and
veining, consider a honed
surface instead of polished,
especially for prep areas.
Another issue that has
been rearing its ugly head,
lately, is the rise in use of
sanded grout. I have seen
this in at least four recent
floor install situations where
scratching takes place just
by the normal use of troweling and cleaning up of the
grout. Excessive lippage can
make this scratching problem worse.
Please turn to page 21

© MARK ANDERSON. www.andertoons.com

“Well, it’s not the worst I’ve seen.”

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Are you compliant with the new OSHA Crystalline Silica rules
and guidelines?

Automatic Dry Dust
Collection Booths
The Filter Project Dry Dust Collector Booth is made to
trap 99.99% of Dust from Granite, Marble, Engineered
Stone, Quartz, Quartzite, and other airborne particles.
Filter Project Dry Dust Collection Booths are all
stainless steel, heavy duty, dry dust collectors.
With the additional requirements initiated by OSHA for
Silica in the granite and engineered stone, the Filter
Project Clean Air Dry Dust Collection Booths will be a
major advantage in removing silica dust from the air.

How does the Dry Dust Collection Booth Work?
The Filter Project Dry Dust Collectors have specially designed cloth filtering
sleeves inside the Dust Collector. The Dry Dust Suction Wall’s powerful motors create
a strong vacuum that pulls the dust particles horizontally
from the work bench directly into the dust suction wall, then pulls it down
to the bottom of the wall and inside the unit. There the many cloth filtering
sleeves trap the dust and only allows 99.99% clean air to come out of the
top. The dust is then collected in the catch basin draw at the bottom of the
dry-dust collection booth. Every day or once a week simply empty the dust
that has been collected in the bottom of the catch basin. The Filter Project
Dry Dust Collection Booth comes with a 3 ft (1 meter) extension enclosure
that provides additional dust control and greater vacuum efficiency. 6 ft (2
meter) extension enclosures are available as options.
Filter Project Automatic Dry Dust Collector are available in 10 FT (3 meter) and
12 FT (4 meter). 6.5 FT (2 meter) available by special order only.
Description

Length

Width

Height

Weight

Power

6 1/2 ft.
2 Meter

76”
1930mm
115”
2930mm
155”
3930mm

43”
1100mm
43”
1100mm
43”
1100mm

96”
2450mm
96”
2450mm
96”
2450mm

660 lbs
300 kg
858 lbs
390 kg
1100 lbs
500 kg

3 hp
2.2 kw
4 hp
3 kw
8 hp
6 kw

10 ft.
3 Meter
13 ft.
4 Meter

Aspiration

Dust
Efficiency

Noise
Level

12.000 m3/h

99.99%

67 dB

16.000 m3/h

99.99%

67 dB

32.000 m3/h

99.99%

67 dB

Everything for the Stone Industry

Shipping available
from either
North Carolina
or California
for your convenience.

Visit your preferred Weha distributor to purchase • more info at www.wehausa.com
Shop www.braxton-bragg.com for Stone & Tile industry products

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Marmomac 2018: Dialogue
Between Water and Stone

W

ater will be the element
animating The Italian
Stone Theatre, the
hall dedicated to excellence in
the Italian natural stone field, to
be featured again in Verona at
Marmomac 2018, the international natural stone exhibition
(September 26-29, 2018).
The most important trade show
in this sector–  which last year
set yet another attendance record
with 1,650 exhibitors (64 percent
were international, from 56 foreign countries) and 68,000 trade
visitors from 147 countries - presents this new exhibition concept
in Hall 1, once again curated by
designer Raffello Galiotto and architect Vincenzo Pavan.
The theme for the 2018 edition
trade show will be Water, with
natural stone materials to be featured in the creation of furnishings, products, accessories and
architectural elements.
Water, with its fluid nature, will
inspire a wealth of aesthetic-perceptive aspects in dialogue with
the solidity of natural stone as the
primary theme for the Theatre.
The Italian Stone Theatre will
host five exhibitions: two for
product design, one with an architectural focus, one with an artistic
identity and the Ristorante d’Autore (which has quickly become
the not-to-be-missed gourmet
event during the show), as well
as the Forum Area and the bar
corner.

The scheduled exhibitions are:
Liquid, Solid: Stone – This exhibition seeks to promote new
ideas for wellness environments
through the creativity of high- prototypes for furniture and acly-talented designers – teamed up cessories for bathrooms, saunas,
with companies – to give life to thermal baths and spas.

Architecture for Water: companies will collaborate with
prestigious architects to develop
projects around the themes of
cladding facades and reflective
architectural elements in the large
liquid spaces of Hall 1.
Brand+Stone: this exhibition
will involve high-end furniture
brands interested in developing concepts and prototypes for

A mind without instruction can no
more bear fruit than can a field, however fertile, without cultivation.
— Cicero
inclusion in their collections
through collaboration with companies supplying stone materials,
stone processors and processing
machinery suppliers to create
works of design and for interiors.
Please turn to page 26

Are You Paying More than

40¢ per Sink Cutout?
*Average sink is 4 linear feet

Scorpion CNC Finger Bits
™

Soft Bond for Hard Stone

™

Looking For The Right Finger Bit
to Tackle The Right Stone?
Try Scorpion CNC Finger Bits!

“The legions of wellintentioned but smug,
educated elites have
agreed in advance
to reject thousands
of years of inherited
wisdom, values, habit,
custom, and insight
and replace this heritage with their official
Utopian vision of the
perfect society.”
– William Gairdner

With the Scorpion CNC Granite Finger Bit, this customer is
averaging 1,100 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

The Scorpion™ Soft Bond Finger Bit is ideal for hard
stones like granite. Hard stone like granite 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.
Item #

Description

Great Low Price

16015
		

Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,
1/2 Gas Thread, Orange, 5 Twisted Seg., 7,500-8,000 RP

$61.19

16017
		

Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,
1/2 Gas Thread, Orange, Twin Seg., 5,500-5,800 RPM

$98.95

16018
		

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

$132.55

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

Shop www.braxton-bragg.com for Scorpion CNC Finger Bits

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Working with Dekton and
Super-Hard Materials
®

Continued from page 14

However, in its zeal to reach
perfection, the American fabrication community wants its
mitered edges to produce a
seamless monolithic look with
minimum beveling, but it is an
unrealistic goal with Dekton®.
We found that even with 1mm
left behind, chipping still occurs, but to a much, much lesser

degree that is manageable, compared to attempting to achieve a
fine knife-edge miter (which for
this material, is truly an exercise
in futility). If you leave behind a
1mm edge as the manufacturer
states, then you will have to
make a bevel to grind out all of
the chips.
One unexpected fabrication
hurdle we discovered is that

S lippery R ock G azette
Dekton needs to be cut on a
very flat, stable surface. If the
slab vibrates during cutting and
it’s not fully supported, then it
will vibrate enough to possibly
cause the slab to crack. Putting
the slab down on a saw bed that
has boards or even concrete that
has hundreds of grooves in it will
surely cause the slab to vibrate.
To solve this we placed the second slab we fabricated on top of
blue Styrofoam (a very stiff material) while cutting on the saw, but
we used regular white Styrofoam
when we cut on our waterjet. Our
®

FREE

E
USIV
EXCLDUCT!
PRO

Abaco Lifter

with the purchase
of every Stone Pro
Trigger

Item # 92350

The Trigger is a heavy-duty overhead crane attachment, designed to assist and make the material handling process safe for personnel in the slab
warehouse environment.
It allows you to safely position the clamp over the end of the slab, index
the clamp at the desired lift point, and press the latch release button on the
hand-held remote, eliminating potential injuries and liability claims.

MADE IN THE USA

HE
SEE T

VIDEAXOTON-

.BR
WWW
M
G.CO
BRAG

first slab actually broke while
cutting on the waterjet. We discovered we had a slat that was
high, holding up the slab on one
end. Fortunately, the slab broke
in such a way as to not cause any
harm.
A waterjet, we found, is by far
and away the best piece of equipment to fabricate Dekton®. If it
was possible, we would simply
lay the entire slab on the waterjet and cut the entire job, but
unfortunately for us Dekton® is
produced in slabs that are 126
inches (10.5 feet) long, which is

The Trigger has a weight rating of 2200 lbs. Lifting more than one
slab at a time with this device is NOT recommended.

Item #

Description

11713

Stone Pro Trigger

!

OUR Price
$2,299.00

Rock Jockey

NEW

Use Code

SRG8
when placing
your order

Hurry! Special Offer
Ends Aug. 31, 2018

HE
SEE T

VIDEAXOTON-

.BR
WWW
M
G.CO
BRAG

PATENT PENDING

MADE IN THE USA

Item # Description
11698

Stone Pro Rock Jockey with Abaco Release Clip
and Weld Tab, 115 Lbs.

OUR Price
$4,500.00

• Remote operation clamp and
release reduces risk of injury
• 360° rotation by hand-held remote
• Rechargeable battery

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
Shop www.braxton-bragg.com for the new Rock Jockey

longer than our current waterjet
cutting envelope of 123 inches.
That would not be so much of a
problem, except we end up having to cut three inches off the end
of the slab, which increases the
waste-factor cost.
Another unknown we quickly
learned about was that you should
not drag the edge of Dekton®
along any surface, because it
will chip. In their haste to get the
work done, our fabricators put a
finished edge on a carpet-padded
cart, but when they removed it
from the cart, they slid the piece
to one side while also lifting,
causing the edge to just slightly
touch a metal part of the cart –
and you guessed it, the material
chipped. We learned the hard
way to be careful to always transport this material with finished
edges up, and to lift the pieces
straight up from a cart, and not
slide them off.
If you do not have a waterjet,
that is okay. There are plenty of
readily available blades and tools
that can work Dekton®. A waterjet certainly removes a lot of risk
from the fabrication, but a welltrained fabricator can achieve
very good production if proper
care is taken, and procedures are
carefully followed during fabrication. Also, do not be afraid to
raise your fabrication price, because this material does require
more money per square foot to
fabricate.
The final word from our shop
is that Dekton® has a very promising future. The material is very
sound and runs about the same
price as the natural quartzites.
Also, there is uniformity of material in size and strength, meaning
that you do not have to deal with
any hidden natural seams or irregular-size slabs, making it easier to calculate the number slabs
required for a job.
Get your shop ready for
Dekton® and the profits that will
surely come from it. Check the
Cosentino website for Dekton®
distributors in the USA.

“The modern world is
filled with men who hold
dogmas so strongly that
they do not even know
that they are dogmas.”
— G.K. Chesterton

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Stone Restoration and
Maintenance Corner
Continued from page 17

In these cases, the grout manufacturer actually claimed on the
bag that it was safe for marble and
other dimensional stone applications! I am still investigating this,
so suffice to say that no sanded
grout should ever be used on finished dimensionally cut stone, especially polished materials.
Sanded grout makes it very difficult if not impossible for future
restorations to take place without
the risk of scratching. Also, grout
lines of 1/8 of an inch or less do
not require sand to strengthen
them, as do larger grout lines for
certain types of ceramic tiles. So
if you are an installer, please make
sure that you only use non-sanded
grout for any finished (honed
or polished) dimensional stone
installations.

Repairing Damage
Repair of these etched or
scratched surfaces normally entails the use of a 220 grit, 400 grit
and possibly higher grit diamonds
(depending on the type of stone)
to re-hone the affected areas, prior
to polishing with 5X, Marble
Polishing Compound or perhaps
even a product like XXX Shine.

Scratching from sanded grout.

Once the stone has been properly restored, please try to educate
the client to help them minimize
future avoidable issues. Also, I
highly advise impregnating/sealing all grout (except epoxy type)
and surfaces (especially honed or
textured) to reduce foreign contaminant penetration. Develop a
maintenance plan that includes
Scratching and etching on this
just-installed inlaid marble
floor: it’s enough to make
tough installers cry.

both products and procedures.
I advise contractors to leave behind a quart or so of the No-Rinse
Neutral Cleaner, along with a
spray bottle. It will make a good
impression with the customer,
help them care or investment
properly, and is the professional
thing to do.
As always, maintain a good
relationship with a distributor of
quality products and the technical
support to back them up. It makes
your job much easier.
Bob Murrell has worked in the natural stone industry for over 40 years
and is well known for his expertise
in natural stone, tile and decorative
concrete restoration and maintenance. He helped develop some of the
main products and processes which
revolutionized the industry, and is
currently the Director of Operations
for M3 Technologies.

Training & Education

Silica Resources Available at
naturalstoneinstitute.org

O

SHA’s Silica Rule went
into effect on June
23, 2016, reducing
the respirable silica PEL from
100 µg/m3for an 8-hour time
weighted average to 50 µg/m3.
The rule was broken into two
separate standards — one for the
General Industry and Maritime
(affecting employees in stone
fabrication shops), and one for
Construction (affecting employees working at jobsites in the
field). Employers covered by the
Construction standard had until
September 23, 2017 to comply
with the standard’s requirements. Employers covered by
the General Industry standard
had until June 23, 2018 to
comply.

Silica Regulation Timeline
6/23/18

General Industry Silica Standard affecting workers in
fabrication facilities goes into effect.

9/23/17

Construction Silica Standard affecting workers in the
field at jobsites went into effect.

3/24/17

OSHA Releases Final Silica Ruling.

3/26/15

CISC releases study regarding the cost of the silica
standard

2/19/15

CISC publishes “How OSHA’s Silica Proposal Impacts
Construction”

2/19/15

OSHA and National Safety and Health Administration
issue Hazard Alert about worker exposure to silica during countertop manufacturing, finishing and
installation

3/18/14

OSHA began public hearings for proposed silica rule
change

11/1/13

The Natural Stone Institute joined the Construction
Industry Safety Coalition (CISC) and supported their
effort both financially and with Human Capitol.

8/23/13

OSHA issued Notice of a Proposed Rulemaking (NPRM)
for Occupational Exposure to Respirable Crystalline
Silica.
Shop www.braxton-bragg.com for Stone & Tile industry products

Photo Courtesy Alpha Professional Tools®

The Natural Stone Institute
has several resources available to member companies to
ensure they are in compliance
with OSHA’s Silica Rule. They
include:
Silica Exposure Control
Plan. Written primarily for the
General Industry standard, this
document is intended to be a
template that fabrication shops
can edit and revise to ensure
applicability to their individual
needs.
Silica Exposure and
Employee Safety webinar.
This brief webinar provides and
overview of silicosis prevention
and the tools available to help
employers ensure a safe work
facility.
Silicosis: An Industry Guide
to Awareness and Prevention
video. This video explains what
silicosis is and how it can be
prevented. It explains the measures that should be taken to prevent silicosis.
These resources and additional information on OSHA’s
Silica Rule are available online
at www.naturalstoneinstitute.
org/silica.

“The creation of art is
not the fulfillment of a
need but the creation of
a need. The world never
needed Beethoven’s
Fifth Symphony until he
created it. Now we could
not live without it.”
— Louis I Kahn

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Buying a Waterjet:
A Personal Journey
Continued from page 1

Please follow along as I
share our company’s journey through the selection
process.

Contacting Vendors
When we began our
search for a waterjet, we
knew we would have to be
careful during the selection
process. We did not want
to wind up buying a machine with a price tag well
north of 100K that would
turn out to be a “lemon”
or a “white elephant.” To
us, a “lemon” would be a
machine that would get the
job done. While parts and
maintenance might not be
expensive or difficult, constant breakdowns, be it mechanical or software, would
be a nightmare while trying
to timely deliver jobs to
customers.
A “white elephant” would
be a machine that while it
would work reliably well,
would have such a high
price tag that the payback
period would be so long as
to negate the manufacturing productivity increase.
In other words, we would
be saving our backs but not
making any more money.
Both maintenance and
price tag were the main deterrents preventing waterjets from breaking into the
stone industry here in the
United States through the
mid-decade of 2000, but
advances in waterjet technology that came online before the decade’s end made
waterjets more accessible.
From the get-go we eliminated all foreign vendors,
not because of any prejudice, but rather to never
have to deal with a language or time barrier that
would hinder our ability to
get back up to speed if the
waterjet were to go down
for any reason.
Fortunately, we have several American manufacturers who make very good
waterjets and also have

excellent software. The
problem now was to decide which waterjet vendor
would be our final choice. I
will not mention the names
of the vendors we did not
choose in this story, and
only speak broadly of the
reasons we did not choose
them.
One common drawback
with most vendors was the
price tag, but that does not
mean that the machine was
overpriced for the work it
would do, it was just too
large a price for the typical
stone shop. Today, the majority of waterjets are sold
to the metal parts manufacturing industry, which
is very large, with capital
spending schedules that
budget for replacement of
expensive equipment on
a regular basis. The stone

get away with downtime
on our equipment, but that
will change in the coming
years.

Vendor 1
We found the price tag to
be the main barrier to buying from any vendor, but
there were other negative
factors that showed up in
the selection process. One
vendor had a good product
but they relied on outside
suppliers for their parts,
and were simply assembling parts that came from
elsewhere. Although this
method of manufacturing
did keep costs down, we
felt that the owners of this
company were not in it
for the long haul, and that
they could be crippled if
they were suddenly cut off
from their parts vendors —
meaning we would be cut
off, as well. This company
was in fact later sold, but to
be fair, I have never heard

1/2˝
SIZEBLE

LA
AVAI

Scorpion™ CNC Sink & Seam Wheels
At Last! Sink Wheels that
Maintain a True Shape!
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.

• Tough, reliable and long lasting
• Use on all types of stone
• Vacuum brazed bond
industry (although heading
in that direction, with some
shops already there), for the
most part is still populated
with shops that do not need
the waterjet every day. In
our own shop we have many
times gone several weeks
without using the waterjet.
In the metal industry that
would be unheard of. In the
metal industry, and especially in the steel industry,
equipment has to be in almost perpetual use to reach
the production and sales
levels required to pay for the
equipment, maintain it and
then replace it. Downtime
in a mature industry like
steel is a profit killer. In the
stone industry we can still

Shop www.braxton-bragg.com for Scorpion Sink Wheels

anything negative about
that company regarding
their machines or service.

Vendor 2
A second vendor was also
simply overpriced for us.
They were a major leader
in the industry, but the only
machine they had that was
even close to our needs and
price level seemed obsolescent: a flying bridge. While
the “flying bridge” waterjet
version was the prevalent
design for many years, and
it was a good design, it was
bulky and required a bigger
footprint on the shop floor
than the modern bridge
models available today.
Please turn to page 24

• 1/2 gas thread fits CNC or
		 radial arm machines
• Will maintain true shape
• Center water feed

™

Item #

Description

55146

Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 50 Grit

OUR Price
$71.95

55147

Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 100 Grit

$64.95

55148

Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 200 Grit

$64.95

55149

Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 400 Grit

$53.95

10431

Scorpion™ Brazed Sink Wheel, 1” x 2”, 50 Grit

$89.95

10432

Scorpion™ Brazed Sink Wheel, 1” x 2”, 100 Grit

$89.95

10433

Scorpion™ Brazed Sink Wheel, 1” x 2”, 200 Grit

$89.95

10434

Scorpion™ Brazed Sink Wheel, 2” x 2”, 50 Grit

$99.95

10435

Scorpion™ Brazed Sink Wheel, 2” x 2”, 100 Grit

$99.95

10436

Scorpion™ Brazed Sink Wheel, 2” x 2”, 200 Grit

$99.95

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Heads? Tails?
Where?

IN

more than 40 years of officiating high school football, Benny Blackstock has pretty
much seen it all.

Sam Venable

Horribly busted plays that go
for a long touchdown. Cupcake
passes inexplicably dropped.
Missed blocks. Muffed tackles.
Wrong-way punt returns. Wildly
caroming pigskins graphically illustrating the term “that’s the way
the ol’ ball bounces.”
But Blackstock says the Number
One entry in his list of bizarre onthe-field experiences occurred before an opening kickoff.
“Craziest coin toss in the history
of the game,” he said with a broad
grin.
You may know the event of
which I speak. You may even
have seen it on YouTube. If not,
Google “Jerry Rice coin toss” and
prepare to laugh yourself to tears.
This occurred August 27, 2011,
at the much-heralded AlcoaMaryville game. Maryville

prevailed 26-19, breaking Alcoa’s
44-game winning streak.
The buildup to this contest was
huge. For a solid week, it’d been
hyped via local newspapers, radio
and TV. The aforementioned
Rice—pro Hall of Fame receiver
with perhaps the greatest set of
hands the modern game has ever
witnessed—was selected to flip
the coin.
“He did more than flip it,”
Blackstock recalled. “He launched
it.”
The 50-cent piece went so high,
it got lost in the bright sunshine.
Thus ensued a spirited search by
everyone, not the least of which
was Referee Blackstock.
“We couldn’t find it!” he said.
“It flat-out disappeared! Finally,
one of the Maryville players said,
‘I think it went down my shirt’.”

Department of Irony

As you can see by watching YouTube, the vanishing act
catches everybody off guard. Rice
nearly falls over with the giggles
as Blackstock digs furiously, albeit fruitlessly, in the back of the
player’s jersey.
“That was the only coin I had,”
Blackstock said. “There wasn’t
anything to do but ask if anybody
else had one. The TV camera guy
reached in his pocket and dug one
out. Just as Jerry was about to flip
again, the kid said, ‘I think it just
fell out’.”

Indeed, it had. Somehow the
coin dislodged from hiding and
came tumbling to the turf at the
player’s feet. Blackstock quickly
waved everyone aside and peered
into the grass.
“Maryville had called tails, and
that’s what it was. I hollered,
‘TAILS!’ Maryville wanted to
receive the ball, and so we were
able to start the game. I sure didn’t
want to go through another coin
toss like that. Ever.”
Blackstock was a tough-as-apine-knot, 145-pound blocking

back under Coach John Clabo at
Knoxville’s Young High School,
1960-62. Reminiscing, he wonders if the 2011 fluke wasn’t simply par for the course.
“I often called the toss for
Young during my senior season,”
he sighed. “We went 4-6 that
year.”
Sam Venable is an author,
entertainer, and columnist
for the Knoxville (TN) News
Sentinel. He may be reached at
sam.venable@outlook.com.

GOLD

CNC CONTROLLED
BRIDGE SAW
GOLD is the new generation bridge saw for cutting stone slabs:
•
•
•
•
•
•

Available with a fixed, tilting and/or rotating worktable
Automatic head rotation 0°-360°
Head tilting 0°-90° by handwheel
User friendly color touch screen for programming cuts
Available with 1/2” gas connection for mounting core drills
Monoblock structure for easy installion - does not require
foundation
• High precision head motion, on linear guides with recirculating ball slides
by means of motors equipped with frequency inverters
• Customizable according to customer requirements

4 Axis
Bridge Saw

Prices starting at $61,000

Final price determined by options selected.
Includes shipping (in cont. USA), installation and training by an Achilli Technician
Achilli USA • 7606 Whitehall Executive Center Dr., Ste 400 • Charlotte, NC 28273
Ph. +1 704 893 4634 • Fax +1 833 514 7058 • www.achilliusa.com

Shop www.braxton-bragg.com for Stone & Tile industry products
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Bluestone: Rivers and Deltas
Create a Versatile American
Sandstone

B

luestone. It’s blue. It’s a Karin Kirk
stone. End of story, right? usenaturalstone.com
Oh no, dear reader, you Photos by John Malyshko, Courtesy
won’t get off the hook that easily. Natural Stone Resources, Inc.
There’s a lot more to bluestone
than its refined good looks. Did Tompkins Bluestone. “Light
you know that bluestone only blue, grey, green, brown, lilac…”
comes from one region? And Mirch ticked down the list of
that it’s the remnants of a moun- colors expressed in bluestone.
tain range that doesn’t even exist “There are a lot of nice choices.”
Ancient rivers gave birth to
anymore? And that it can be all
bluestone,
and this sandstone is
kinds of colors? If there’s one
the
result
of
a region-wide river
thing that’s always true with
system.
As
with
all sedimentary
natural stone, it’s that there’s
rocks,
the
particulars
of the stone
more to these rocks than meets the
reveal
details
about
its
formation.
eye. Read on to learn why blueFor
example,
the
different
colors
stone is a unique American stone
tell
us
if
the
stone
was
exposed
to
that’s as useful as it is beautiful.
oxygen during or after its formation. Orange, red, or brown colBluestone is Not Just Blue
Bluestone is a fine-grained ors are caused by an oxygen-rich
sandstone from Pennsylvania environment. Green, turquoise,
and New York, characterized or blue tones are a result of oxby its grey-blue color—but it’s ygen-poor conditions, which can
not always blue. “There are so occur when decaying organic
many color variations,” explained matter in the sediment uses up all
Bill Mirch, Vice President of of the available oxygen.

Buying a Waterjet
Continued from page 22

At the time we were shopping,
this vendor only had a “flying bridge” model to offer us,
and we decided to pass. Again,
though, I want to point out that
their machines were good quality machines; they were just not
a good match for us.

Hydraulic Pumps
The scariest thing we came
up against was the hydraulic
intensifier pump. Each vendor
we spoke with explained that
the one thing that would require
more than a casual amount of
maintenance was the hydraulic
drive pump. When I was finally
shown a hydraulic pump in action, I was blown away by the
technology. Having more than
an average mechanical background, I was impressed with the
simplicity of the concept behind
the design, and immediately realized that only a hydraulic system could do the impossible job
of creating a waterjet stream of
50,000 psi and higher. I realized

then that the intensifier pump IS
the waterjet, and that the available
machines in the market were really
just different vendors’ versions of
a machine with three axis, made
with different levels of quality of
ballscrews, bearings, stepper motors, software and paint jobs. This
meant that everyone was making
their own version of a three-axis
machine, but they were all buying
the pump from the same pump
builder.
I am very averse to manufacturers who rely on third parties for
a majority of their parts,– especially the main part – in this case,
the intensifier pump. It appeared,
though, that this was the way waterjets were built in this country,
and we accepted this as the norm.
Still, I did notice that the several
intensifier pumps I saw operate
leaked hydraulic fluid. I was told
that this was to be expected, and
the cleanup of a little hydraulic
fluid was a small price to pay for
the miracle created by a hydraulic
intensifier pump.
The maintenance did seem intimidating at first glance, but after
studying what was involved in

Shop www.braxton-bragg.com for Stone & Tile industry products

A variety of different ingredients make up bluestone: feldspar,
quartz, mica, clays, and rock
fragments. In geologic terms,
this stone is called a greywacke
(pronounced “gray whacky”),
which is a sandstone made of a
mixture of different particles.
Furthermore, ‘greywacke’ is yet
another example of how geology
is rich with unusual/ridiculous vocabulary terms!
But this jumble of ingredients
tells us something about bluestone. As sediments are transported farther from their source,
they sort themselves out into
similar minerals of similar sizes.
But bluestone, being made of
a diverse mix of ingredients, is
made up of sediment that traveled
a relatively short distance down a
river. It also hints at the fact that
all bluestones are not identical.
The range in colors, layering, and
texture is one of bluestone’s best
assets.

maintaining the pump, I began
to appreciate the simplicity of
the maintenance, and was pretty
convinced that this was as simple
as it could get, and that we could
handle the maintenance with no
problem.

Enter OMAX Vendor 3 and
the “Direct Drive Pump”
Just when we were about to
make a decision, we received an
email from OMAX waterjets describing their new line of waterjets known as the MAXIEM. I

Bluestones are the
Remnants of an Ancient
Mountain Range
Let’s do a little time travel back
to the Devonian Period, nearly
400 million years ago. A mountain range, called the Acadian
Mountains, was being uplifted
along the east coast of North
America. As a tectonic collision

was expecting to read the typical
descriptions about the quality of
the ballscrews, the precision and
accuracy of the cuts, and of course
the reliable and consistently high
psi achieved by the hydraulic
drive pump, but to my surprise,
the MAXIEM line of waterjets use
neither ballscrews nor a hydraulic intensifier pump— they use
a direct drive pump. We stopped
in our tracks and decided to call
OMAX and have them send out
a rep to meet with us, because
the price of these new MAXIEM

cranked the mountains upward,
erosion sought to wear them back
down. Rivers carved out valleys
and carried away the sediment.
Please turn to page 25

machines were significantly less
expensive – not cheap – but less
expensive than any other competing American brand. We
wanted to get the whole story.
I asked why I had not ever
heard about the MAXIEM line
or “direct drive” pumps. The
OMAX sales rep explained that
this line of waterjets had been in
the works for quite some time.
OMAX had just finished beta
testing them in the field, and
were now ready to introduce
them to the market.
Next, I asked about the significant difference in price between
the MAXIEM line and other
brands. The answer was that by
eliminating the ball screw system and using a “direct drive
pump” versus a hydraulic intensifier pump, OMAX was able
to produce a line of machines
at a price point that mid-level
shops in all industries hungry
for waterjet capability could
reach. Also, direct drive pumps
did not use any hydraulic fluid,
eliminating the need to deal with
leaks and the associated costs.
Please turn to page 35
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Bluestone: Rivers and Deltas
Create a Versatile American
Sandstone
Continued from page 24

At the foothills of the
mountains, the rivers met
an inland sea, the currents
slowed, and the rivers laid
down blankets of sand,
gravel, and clay. More sediment piled on top of that,
and the pressure from the
overlying layers helped
glue the particles together
to create solid rock.
A huge range of rocks
got deposited in this manner, and all together they
are called the Catskill Delta
Formation. This deposit
is up to 10,000 feet thick,
and covers parts of eastern
Pennsylvania and southern
New York. The Catskill
Formation includes black
shales, thick beds of coarse
red sandstone, occasional
limestones, and lenses of
bluestone. The bluestones
were formed from sandy
deposits in river channels
and river banks. Layers of

“It is the mark of an
educated mind to
be able to entertain
a thought without
accepting it.”
—Aristotle

shale and siltstone are usually found above and below
the bluestone layers.
Bluestone was not laid
down in a continuous blanket. Instead, rivers and
deltas left behind pockets
of sand. As rivers shifted
across the landscape, the
sandy layers did, too. As a
result, bluestones are found
in small, discontinuous layers scattered throughout the
region.
It’s amazing to think that
the Acadian Mountains that
shed their sediments to create the Catskill Formation
no longer exist at all.
They’ve been erased by erosion and overridden by the
Appalachian Mountains,
which formed in a similar
way, about 50 million years
after the Catskill Delta. The
Appalachians, of course, are
still with us today, but at
some point they’ll lose the
battle with erosion too, and
will be worn away by restless rivers.

Geologic Variability
Leads to a
Versatile Stone
The geologic origins of
bluestone conspired to create a particularly useful
material. The sand grains of

Shop www.braxton-bragg.com for Viper 3-Step Polishing Pads

bluestone have been tightly
cemented together, yielding
a strong and durable stone.
It has a consistent texture
that can be left as-is, or can
be worked into a variety of
different finishes.
Bluestone’s natural layering allows the stone to
be cleaved into agreeable
flat shapes, and variations
in the thickness of the natural layers provides a range
of stone for different uses,
from chunky blocks to thin
sheets.
The way that bluestone
was deposited in individual layers and pockets gave
rise to small quarries scattered throughout eastern
Pennsylvania and southern
New York. The small scale
of the operations favored
close-knit crews working by
hand rather than with heavy
machinery. “Information
was handed down from
generation to generation,”
explained Mirch. “It was a
family thing.”
Because bluestone layers
fade in and out across the
landscape, quarrying it “is
really an art,” said Mirch. In
some places the sandstone
beds are thick, which are
useful for stair treads, curbing, and sills. Thinner layers
are well-suited for paving
or patio stone. Broad slabs
are ideal for sidewalks.
Because of the variability,
“it’s harder to understand
how to extract it,” offered
John Malyshko, owner of
Natural Stone Resources,
Inc., but the upside is that,
“different products come
from different parts of the
formation.”

“The Precursor to
Concrete”
Bluestone has been a useful stone since the 1800s,
when it began to be quarried for curbs, sidewalks,
door sills, window sills, and
paving stones. Much of the
stone was shipped to nearby
New York City, where “it
was the precursor to the
concrete sidewalk,” said
Malyshko. “You can still
see 200-year-old bluestone
steps and paving material.”
Please turn to page 38

Discover Why Others are Saying:
“The Viper 3-Step Pads
are the best I’ve used.”

Our Viper ® 3-Step Dry System reduces
polishing time by over 50% and increases
pad life significantly.

Seeing is believing... Watch the 2 minute video and
see the Viper® 3-Step Pad in action as it dry polishes a
piece of black granite right before your eyes.
How is this possible?
Our new sintered technology only requires three steps to achieve the highest
possible gloss and does it DRY! We also incorporate our exclusive TrifectaMate
Technology™ that requires fewer steps to achieve a superior gloss. This combination
results in an outstanding dry pad which has become our best selling dry pad.

OUR

BESTNG
I
SERLYLPAD!
D

“The Viper 3-Step Pads
are the best I’ve used…
•Polish in only 3 steps
•Reduce labor over 60%
•Dry–2,000-5,000 RPM:
(Recommended: 4,000)

…Saves us 60% of polishing
time and lasts twice as long
as the previous pads.”

See the video at:
www.Braxton-Bragg.com/Viper3StepDry

Actual Customer - Tim Zeng,
Granite Installation Specialists

Item # Description

Price

17867

Viper ® 3-Step Granite Dry Polishing Pad, 4˝, Step 1, Red

$25.95

17868

Viper ® 3-Step Granite Dry Polishing Pad, 4˝, Step 2, Lt. Blue $25.95

17869

Viper ® 3-Step Granite Dry Polishing Pad, 4˝, Step 3, Orange $25.95

178691

Viper ® 3-Step Granite Dry Polishing Pads, 4˝, Steps 1-3

$76.95

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Marmomac 2018
Continued from page 19

Art-Ways: spaces dedicated to
water in the Hall will also be enhanced by art itineraries involving works by international artists
with experience in the numerical
processing of natural stone, in
collaboration with machinery
manufacturers.

Ristorante d’Autore: in adopting the “pavilion” concept, the
project implemented by ADI
Veneto and the Trentino Alto
Adige Delegation highlights
water as a natural element to
celebrate all its different aspects
- shape, colour, sound and movement – through an interpretation
that will help to create the objects
furnishing the restaurant, welcoming guests with the movement and sensations of a flowing
stream.

A prestigious stage in terms
of its centrality and visibility at
Marmomac, The Italian Stone
Theatre is dedicated to Italian
exhibitors keen to try their hand
at creating theme-based works in
collaboration with international
architects and designers such as
Paolo Ulian, Ludovica Roberto
Palomba, Craig Copeland, Setsu
& Shinobu Ito, Massimo Iosa
Ghini, Marco Piva, Kengo Kuma,
Patricia Urquiola and Benedetta
Tagliabue.

Two sectors are involved:
stone processing companies
and companies producing machinery and technologies – combined into a single exhibition
context. All companies are
matched with designers and
architects who will stimulate
relational opportunities and the
ability to transform specially-designed projects into artifacts and prototypes.
The 2018 edition of
Marmomac is once again being

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.

Achieve better shine with Viper
than with any other wheels!

Item #
		
58000

Description

Our Low Price

Viper® 6-Step In-Line Polishing System 5˝
6-Step In-Line Polishing System, Step 1

$76.67

6-Step In-Line Polishing System, Step 2

$76.67

58002

6-Step In-Line Polishing System, Step 3

$69.95

58003

6-Step In-Line Polishing System, Step 4

$76.67

58004

6-Step In-Line Polishing System, Step 5

$76.67

58005

6-Step In-Line Polishing System, Step 6

$85.36

58001

		

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!

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

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

58006

6-Step In-Line Polishing System, Step 1

$85.36

58007

6-Step In-Line Polishing System, Step 2

$85.36

58008

6-Step In-Line Polishing System, Step 3

$85.36

58009

6-Step In-Line Polishing System, Step 4

$85.36

58010

6-Step In-Line Polishing System, Step 5

$85.36

58011

6-Step In-Line Polishing System, Step 6

$85.36

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

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

•Achieve exceptional shine
•Revolutionary design
and function
•Use on both vertical
and horizontal
in-line machines
•Can run at fast speeds

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
Shop www.braxton-bragg.com for the Viper In-Line Polishing System

developed thanks to the contribution of the Italian Ministry
for Economic Development and
in collaboration with the ICE
Trade Agency and Confindustria
Marmomacchine through the
Special Made in Italy promotional plan, which provides funding for activities focusing on
incoming foreign trade professionals (350 companies attended
last year, from 58 countries), as
well as for the fourth edition of
the International Stone Summit,
the world conference dedicated
to natural stone, attended by the
most prominent international
marble associations, including
NSI.
For more information, visit
www.marmomacc.com/en .

Do You
Mind if I Play
Through?

A

Utah couple ran into a different sort of golf hazard
during an 18-hole round played
on a course near Salt Lake City,
last Memorial Day.
A young moose bigger than
their golf cart chased them off the
links at the Park City Golf Club.
Emily Clearwater of Phoenix
says she watched the scene unfold
from a relative’s home nearby and
took a video when she realized
the moose was following them.
She said the young-looking
moose went after the cart twice
but eventually lost interest.
Golfer Mark Redican told the
Deseret News he was getting
ready to hit a shot when his wife
started yelling. They jumped in
the cart and made an escape as
the animal trotted off to a nearby
pond.
He says the animal wasn’t super
aggressive, but it was “gigantic”
so they didn’t hang around. Can’t
say I blame them. Moose: 1; Golf
Cart: 0.

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Made In America
Sharon Koehler
Artistic Stone Design

D

ecades ago, I lived in
Missouri (the Show Me
state). It was a very nice
place to live, with the Mississippi
River, the Ozarks, Branson, the
Arch, the Cardinals, the Blues
and lots of other stuff to see and
do. I lived there for a dozen years
or so. If you have never been to
Missouri or even the Midwest, I
can tell you that summers can be
difficult. The temperature soars
and takes the humidity right along
with it. The air can be stifling.
We, however, had a contingency plan for days like that. We
would pile in the car, drive out of
town and go swimming at an old,
abandoned quarry. It was great.
The water was ice cold, even on
the hottest of days, and try as we
might, no one could ever touch
the bottom. We were not the only
visitors. It was a very popular
place in the summer.

water. It can be difficult to get
out, as the walls are steep and the
ledges can be unstable. It doesn’t
sound near as inviting now as it
did when I was younger!
So, if you are searching for some
safe quarry swimming, what can
you do? You can head on over to
Rolla, Missouri. A former police
chief there had a brilliant idea. He

“Government is not reason, it
is not eloquence — it is force!
Like fire, it is a dangerous
servant, and a fearful master;
never for a moment should it
be left to irresponsible action.”
— George Washington

took an old, abandoned quarry
and turned it into a beach for all
to come and enjoy. Before anyone ever got to swim in it, all the
water was drained out and all hazardous debris and rocks were removed. They have added slides,
diving platforms and a shallow
kiddie area with a small kiddie
slide as well. Sand was added to
make a true beach in the middle
of a land-locked state. Genius!
Please turn to page 29

10˝, 13˝, 15˝ and 20˝
standard and heavy duty

Three 15-inch I-Braces were used to support this 30˝ × 96˝ island install.

Purchase 40 Original I-Braces

Now, this was before the dangers of swimming in abandoned
quarries was widely known or
publicized. According to Change.
org, in the United States over 40
people per year die swimming in
these quarries, and to make that
statistic even more devastating,
most of the victims are young
people looking to have some summer fun.
There are thousands of abandoned quarries in the United
States filled with underground
spring water and rainwater. The
moment you jump in, the water
is way over your head, so you
have no footing if you get tired.
The colder-than-normal water can
cause cramps, and there may be
construction equipment or other
dangerous debris hiding in the

Fugitive Beach, Rollo, MO

and Get 10 FREE!

Yes, that’s right, get 50 for the price of 40!
&
MIX H
,
MATCCOLORS

Hurry — Special Offer Ends August 31, 2018

Use Code

SRG8

when placing
your order

HS, AND
ENGT
ALL LTANDARDUTY
S
YD
HEAV

Have You Tried
Stone-Colored I-Braces?

Item # Description

OUR Price

Item # Description

OUR Price

12458

The Original I-Brace Countertop Support, 13˝ Long x 2-1/2˝ Wide, 3/16˝

$10.99

12466

Stone-Colored I-Brace Countertop Support, 13˝ Long x 2-1/2˝ Wide, 3/16˝

$10.99

12460

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

$12.99

12467

Stone-Colored I-Brace XL Countertop Support, 20˝ x 2-1/2˝, 3/16˝ Thick

$12.99

12472

The Original I-Brace XL Countertop Support, 20˝ x 2-1/2˝, 3/8˝ Thick

$15.79

12474

Stone-Colored I-Brace XL Countertop Support, 20˝ x 2-1/2˝, 3/8˝ Thick

$15.79

12461

The Original L-Brace Upper Bar Support, 10˝ x 2-1/2˝, 3/16˝ Thick

$14.99

12470

Stone-Colored L-Brace Upper Bar Support, 10˝ x 2-1/2˝, 1/4˝ Thick

$14.99

12462

The Original L-Brace Upper Bar Support, 15˝ x 2-1/2˝, 3/16˝ Thick

$16.99

12471

Stone-Colored L-Brace Upper Bar Support, 15˝ x 2-1/2˝, 1/4˝ Thick

$16.99

12473

Heavy-Duty L-Brace Upper Bar Support, 10˝ x 2-1/2˝, 3/8˝ Thick

$12.99

12475

Stone-Colored Heavy-Duty L-Brace Upper Bar Support, 15˝ x 2-1/2˝, 3/8˝ Thick $12.99

12464

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

$10.99

12468

Stone-Colored Upper Brace Upper Bar Support, 10˝ x 2-1/2˝, 1/4˝ Thick

$10.99

12465

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

$12.99

12469

Stone-Colored Upper Brace Upper Bar Support, 15˝ x 2-1/2˝, 1/4˝ Thick

$12.99

• Free braces must be of equal or lower value than those purchased.
• No other discounts or additional promotions may be used.

– ONLY Available At –

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

Shop www.braxton-bragg.com for the original I-Brace
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The Slippery Rock Classifieds
Classified Ad Guidelines
Ads not meeting guidelines will not
be published.
•$30.00 per print ad, per month. Ads
may be renewed by contacting the
Slippery Rock Gazette. Free online ads!
•Maximum of 70 words or less per ad
•Payment must be made at the time ad is
submitted. Credit or Debit Card only. A
Credit Authorization Form is available
by fax, or download a PDF from the

Slippery Rock website.
•All faxed ads must be typed–No handwritten ads–No exceptions.
•Please review all your ad info before
submitting– NO refunds will be given
for ads that are submitted with the
wrong contact info or content and then
published.
•Best way to submit an ad is by going
online at www.slipperyrockgazette.net
for a free ad, or use the online form for
a print ad, then fax payment to 865-6882076, (Attn: Rhonda Griffin).

2018 Classified Ad Deadlines
Issue
September 2018
October 2018
November 2018

Help Wanted
Outside Sales Representative. Alpha
Professional Tools is a leading manufacturer of high quality diamond
tools specializing in the Natural
Stone, Porcelain, Ceramic and other
industries. We are seeking a Sales
Representative for our Northern
California and Northern Nevada
Territory. Sales experience, mechanical aptitude, and CRM background
desired. Flexible 50% travel expected.
Please e-mail your resume and salary requirements to eburke@alphatools.com.
_____________

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 877-8771916 or visit www.FireUps.com
for more details.
_____________
LIVE AND WORK IN PARADISE!
Established stone restoration business
for sale in South Florida. Get out of
the severe weather in the North. If you
know what you are doing with stone it
is an easy transition as an entrepreneur
in what has been rated the “Healthiest
and Happiest” place in America. Call
me directly at: 800 775-0695. Ask
for Hal.
_____________

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
our customers with a way to retain
and maintain great working relation-

Ad Submission Deadline
Wednesday, July 25, 2018
Wednesday, August 22, 2018
Wednesday, September 26, 2018
ships with their customer base. This
is why we have launched Supreme
Surface Stone Care Program for stone
fabricators that purchase their supplies
directly 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 prospective customers interested
in your countertop services.
The postcards and brochures will be

Readers Please Note:
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 prospective employees, and purchasers of used
equipment are encouraged to use caution and common sense.
®

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
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 technology 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-friendly 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 business, Tom
developed a unique 3-in-1 formu-

la that will clean, polish, and protect your granite countertops. 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
samples 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.

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

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

PAINT MARKERS
TOUGH TOOLS

FOR USE
IN ALL
FABRICATION

Writes on
Most Surfaces

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

METAL, GRANITE & MARBLE

1-800-851-8464

Call For
FREE
Samples

METAL TIP

DEMO & CLOSEOUT
T ools and E quipment
Once They’re Gone — They’re Gone!
• #36088 Lavina Quick Change Grit 120, Grey Trapezoid Pad, 1 Rectangular,
Medium Concrete • #36111 Lavina Quick Change Grit 70, Red, Trapezoid
Pad, 2 Rectangular, Segments, Hard Concrete
• #17616 Lavina Quick Change PCD Trapezoid, Segment Left Hand Rotation
• #36062 Lavina Quick Change Grit 50, Yellow, Trapezoid Pad,
1 Rectangular Segment, Soft Concrete CALL FOR PRICES!

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

Become a Stone & Tile Inspector
Stone Forensics is now offering its
popular Stone Inspection Seminar
as an affordable, self guided PowerPoint presentation.
Take Dr Fred’s Stone and Tile Inspection course and learn how to
take your skills to the next level as
a certified stone inspector. Evaluate
installations, understand crack propagation, troubleshoot failures, learn
problem solving for stain removal,
efflorescence, lippage, and more.

IGLOO 120
640 X 450

•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

(518) 499-0602
ApexEquipIntl@Aol.com

www.ApexEquipmentInternational.com

Shop www.braxton-bragg.com for Stone & Tile industry products

Troubleshooting
pitting and spalling,
moisture and rust
damage will be
covered in Dr. Fred’s
4-day, in-depth
class.

• Learn physical and chemical
testing, troubleshoot problems
• Earn Up to $300 per hour
• Includes class manual & three
technical calls to Dr. Fred

Call 321-514-6845

Visit www.stoneforensics.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Made In America

The Slippery Rock Marketplace

If Missouri is too far
away, then head on up
to Brownstone Park in
Portland, Connecticut. An
abandoned limestone quarry
there has been turned into
an extreme watersports
park. They offer a slew of
activities like cliff jumping,
zip lining, wakeboarding,
kayaking and more. They
also offer Red Cross certified lifeguard classes. This
particular watersports park
draws upwards of 50,000
people per year.
Not all old quarries are
turned into swimming holes.
Some are repurposed into
other things. If you live on
the West Coast, go take a
look at what is happening in
Mission Valley, California.
An old sand and gravel
quarry has been turned into
a beautiful park. Civita Park
has an amphitheater for
outdoor events, trails with
bronze animals throughout,
community garden plots, a
military tribute plaza, a waterfall and man-made creek,

another old, quarry turned
into a park. In the 1800 and
1900s, the land had been a
working granite quarry. In
1967, the land was donated
to the state and turned into
beautiful Elephant Rocks
State Park. Some of the original quarry buildings are still
partially standing and give
a glimpse into the history
of the quarry. This quarry
park also has a Braille Trail.
This is a paved, wheelchair
accessible trail with educational signage in English and
Braille. Elephant Rocks got
its name from a huge granite
boulder formation that mimics a line of circus elephants.
Those boulders are reported
to be over a million years old.
Repurposing old abandoned quarries takes potentially dangerous or deadly
places and turns them into
fun, interesting, beautiful,
useful places. Repurposing
old abandoned quarries also
takes unsightly, unused, forgotten land and makes it useful again. Hopefully, as time
goes by, more and more of

with more features planned
such as a recreation center
and museum.
Missouri also boasts

these abandoned quarries
will be taken over by people or companies that want
to repurpose or revitalize
them into useful, active,
attractive, people-friendly
destinations. That is a win
– win for everyone.
Please send your
thoughts on this article
to Sharon Koehler at
Sharon@asdrva.rocks.

Continued from page 27

adhesive | resin | surface treatments
www.wehausa.com
cleaning & maintenance
| abrasives
info@wehausa.com
www.tenax4you.com | info@tenaxusa.com
1-877-315-4761
1.800-341.0432

www.wilsonsaws.com
Manufacturing Stone Processing
Equipment Since 1982.
706-213-6725

www.wehausa.com
info@wehausa.com
1-877-315-4761
Since 1933...

the original and
most trusted seam
adhesive

AKEMI for over 80 years is your leading partner for
filler and adhesive systems based on polyester and
epoxy resin. Our products are used worldwide by professionals in the stone processing industry.
www.akemi.com

MADE IN THE USA

Fabricators Friend is dedicated to developing
products such as the Bullet Proof Fabricator’s
Apron and Fabricator’s Stone Sleeve that help
stone fabricators stay safe, more comfortable,
productive, and profitable.

www.fabricatorsfriend.com

The Most Advanced Polishing
System Since…EVER!
Introducing the Elipse Polishing System with
exclusive TrifectaMate Technology ™ and
revolutionary Elipse Backer Pad

Used by 11 out of 12 fabricators of the year

www.braxton-bragg.com

We produce durable, easy-to-use stone
processing and handling equipment that
will help the stone fabricator increase
production while decreasing costs.
www.rye-corp.com

MADE IN THE USA

FAB KING • HUSKY • PRISM MITER
RENEGADE • RYDRATOR • TILT-A-SLAB

Viper Turbo Blades
®

Price + Performance = Our Best Seller!

Order a blade now and experience
why this blade sells day after day to
great fabricators around the country.
Call 1-800-575-4401 or Order Online

www.braxton-bragg.com

www.laserproductsus.com

We’re so confident you’ll love the
quality & polish of Talon™ pads,
we offer them with a

100% Money Back Guarantee!

www.braxton-bragg.com
Because they’re in the stone
business just like you, Stone
Pro has decades of experience
developing innovative tools
for the stone industry like…
Beaver Edge Chisel, SR2 Rail Support,
Rock Jockey, Seam Machine…& more!

WWW.STONEPROEQUIPMENT.COM

CNC Tooling for
Natural Stone and
Dekton
NOW AVAILABLE AT

www.braxton-bragg.com

Shop www.braxton-bragg.com for Stone & Tile industry products

25 Years of Innovation
Extreme X2 Bridge Saw Blade
COMPLETE TERMINATOR LINE IS NOW AVAILABLE AT

www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Continued from page 7

®

Includes:
•2 Anti-static hoses
•Crevice tool
• Nozzle
•Curved pipe
• Straight pipe
•Main filter
•Damper and pre-filter

!
NEW

Item # Description
11486

Price

Makita XCV04Z Cordless HEPA Filter Dry Vacuum
®

$738.45

Makita XCV05PT HEPA Filter Dry
Backpack Vacuum
®

!
NEW

Kit Includes:
•39” hose
•Telescoping extension wand
•Floor nozzle
•HEPA filter
•Filter dust bag
•(2) 18V Lithium-Ion Batteries
•Charger
Item # Description
11492

Price

Makita ® XCV05PT HEPA Filter Backpack Dry Vac. Kit

$667.69

Makita 12 Gallon
Wet/Dry Shop Vacuum
®

From, left, Ashfield Quarry Schist samples include Galaxy, Quicksilver, and
Crowsfoot and Pond Ice (far right), rare schist variations found in the quarry.

“What I learned in Barre
is that I wanted the stone
to come in one side and
the finished product to go
out the other side,” continued Jerry. “Our saws can
cut 50 inches deep and as
long as 14 feet long, if we
have a block long enough.
In our quarry, however, we
can split out blocks that
are 20 feet by 14 feet for a

the beginning that
we would be finding
schist that was truly
banded, meaning
that the lines all run
straight up and down
and dark, light, dark,
light. The colors/patterns might be three
inches apart, they
might be four inches
apart, but as far as

satin floor planking, to an ashlar
fireplace surround and on to a polished kitchen. This material will
do it all!”
Johanna also explained that the
market for their products is unique.
“We’re in a very interesting little
niche for ourselves for dimension
work in interior applications. You
have slate and soapstone on one
end of the spectrum, and granite
and marble on the other. The slates
and soapstones do hone beautifully, but aren’t going to take a
reflective polish. Our schist takes
a very understated polish that appeals to people who want the natural look of slate or soapstone, but
don’t want the high glamour-polish
look of granite or marble. When
schist is in a honed form, it has
similar aesthetics to soapstone, but
it’s quite a bit harder, and doesn’t
scratch or absorb as much.”

•135 CFM
•12.0 Amp
•92” of Static Water Lift
•27 Lbs.

for Dust Management on the Job Site

”We worked in that shop
year-round for 25 years
using a woodstove for heat,
but outgrew it six years ago
because the demand was
increasing. It was too small
and the equipment too old.
It was like having an old
car that you were fixing all
the time, and we decided to
modernize and build a bigger shop.”

single stone patio. So we do
get huge slabs out of there
and do feather and wedge
them.”
The Ashfield quarry property is 32 acres total with
five acres of open ledge.
Other than the consistent,
alternating variegation
throughout the blocks, colors are consistent throughout the quarry, said Johanna.
Jerry: “Yeah, it’s really
cool. We didn’t know in

Makita XCV04Z Cordless
HEPA Filter Dry Vacuum

Makita Vacs and Shrouds

Ashfield Stone

from one side of the quarry
to the other, the colors are
consistent.”
Ashfield Quarry currently offers Galaxy
and Quicksilver schist.
Applications include (but
are not limited to) flooring,
countertops, landscaping,
furniture, carved sinks and
fireplaces, said Johanna,
adding, “What’s wonderful about our stone is that
you can walk up a huge,
beautiful flag walkway of
cleft splitface, up cleft steps
into a foyer with our sawn,

Includes:
Item# 11491
•Main Flat Nano Filters (Pair)
•Fleece Nano Filter Bag
•Disposal Bag
•1-3/8” x 16’ Anti-Static Hose
•Crevice Nozzle
• Cuff Adapter
ED
ANTE
GUAR

T
BERIS
CE!
P

Item # Description
5146
11482
		
11491
11483
		

Our Low Price

Makita VC4710 12 Gallon Wet/Dry Vacuum
®

$699.95

Makita Dust Extraction Surface Grinding Shroud
for Makita 9565CV, 5”

$57.07

Makita ® Dust Extraction Surface Grinding Shroud, 7”

$70.77

®

Makita Dust Xtracting 4-1/2”, 5” Cutting Guard
with Shoe for Makita 9565CV
®

$118.47

Please turn to page 31
This polished schist sculpture is sitting on honed Galaxy schist planks.
Shop www.braxton-bragg.com for Makita Dust Control products

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

BEST-SELLING
BRIDGE SAW BLADE

According to Jerry Pratt,
their quarry was once the
floor of an old ocean basin
that’s still being pushed
inland and being buckled.
Bed lines run at about a
15-degree angle. Four fulltime quarriers regularly
tend to production, and
on the day of this photo,
they were splitting schist
for patio and wall construction shop, and blocks
for the shop.

Continued from page 30

“Our schist does take a reflective polish, but the polish isn’t the first thing that
you see when you look at
it. It’s understated, and that
appeals to people. Being a
domestic stone also appeals
to people. So I don’t sell
the stone, the stone sells itself. Its natural appeal is either right for people or it’s
wrong, and when the phone
rings it could be for a new
home construction, or home
owner for a renovation, or a
fabricator, architect or construction company who has
specified our stone.”
Ashfield Stone does exhibit at the Architecture
Expo Boston show and
occasionally advertises on
radio and in magazines,
but much of the interest
for their products is by
word-of-mouth. Upcoming
work includes the flooring
for the New York Public
Library, the flooring for
the new science building
at Williams College, located in Williamstown,
Massachusetts, as well as
an unnamed large-scale
hardscaping project.
Market radius normally
extends as far as 500 miles
in most directions, but the
company does go farther
when needed, said Johanna.
“Our schist went into building the owner’s box of the
Dallas Cowboys at the

20%

MORE LIFE

Dallas, Texas Stadium,
which is really cool. It was
also used at the Atlanta
Braves clubhouse bar tops
in Atlanta, Georgia. We
don’t normally do a lot of
cross-country shipping and
supply mostly the northeast,
but we’ve shipped as far as
the state of Washington.”

Finely Tuned and Ready
for the Future
“It was my dream getting
to this point, and we’ve
gone out on a limb to get
here,” continued Jerry.
“But it’s really nice to know
when I get up every day that
our hard work has brought
success. I love these hills,
I grew up here, and I know
them like the back of my
hand. On any one of these
hills, I can tell you where
the stone is and how it runs,
and to think that we’ve
taken this stone to a national market — the reward
is way better than monetary.
We like to think we are part
of the ongoing 400 million
year-old metamorphosis of
this stone.
“However, we aren’t getting any younger, and we’ve
got to start thinking about
the future. — I mean, we’ve
done all these amazing
things, you know! It was so
much fun and so wild, and
I’m a wild man! I love this
business, and I still learn
something every day. I continue to mow our 52 acres of

hay fields and we put it up
in our own hay barn, and on
a daily basis feed and water
the cows and make sure
they are healthy and happy.
I’m raised New England,
and for me it’s mandatory
to keep every field open
that I possibly can for my
entire life. That’s from the
lessons I learned. You burn
wood and build your buildings with it, and this keeps
your woods cared for.
“We cleared the land,
built our house and barn,
built the quarry shop and
figured out how to tool it.
Then we got the stone to
the marketplace and figured out how the monetary
end works. The whole thing
was built from the wild.
Somehow we made it, but
we still have a lot of rounding out to do. My nephew,
Bryce, will be instrumental in taking over production, and Mary and Drew
(daughter and son-in-law)
will eventually come along
and either hire management
or be the management. We
talk about selling it, but if
the kids want it and keep
it going, it would be nice. I
believe that the footprint of
this company will last 100
years or longer. We’ve got
the product and this facility,
and the market is working
out.”

Shop www.braxton-bragg.com for Viper Array Silent Core Blades

Please turn to page 33
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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.

FEATURING

ARRAY

TECHNOLOGY
Call our
knowledgeable
Customer Delight
Representatives, toll
free 800-575-4401,
when you’re ready
to order!

Item #

Description

9881

Viper Array 20mm Segment Silent Core Blade, 14”, 4,500 RPM

$270.12

9882

Viper Array 20mm Segment Silent Core Blade 16”, 3,800 RPM

$296.21

®

®

OUR Low Price

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Laser Products Expands Sales and Marketing
Teams in Advance of New Product Launches

L

aser Products Industries
(LPI) today announced the
expansion of their sales
and marketing teams to support
new product introductions, record
growth, and maintain best-in-class
customer service.

Dan Peter joins LPI as
Marketing Manager and will have
a wide range of marketing responsibilities, including new product
commercialization, trade show
and events management, creative
content and copy management, as
well as strategic contributions.

“Laser Products is thrilled to
welcome someone with Dan’s experience in launching new products to our team. Dan’s marketing
and brand management expertise
will immediately contribute to the
entire organization.” said Kevin
Yeh, Director of Marketing.

Dan comes most recently from
Marley Engineered Products and
Hoist Liftruck where he held
various marketing, branding and
communications roles. He will
be located out of the company’s
headquarters in Romeoville, IL
and will report to Yeh. Dan is
a graduate of Northern Illinois
University where he majored in
Journalism and Communications.
Dan Peters, LPI Marketing
Manager

You’ve Got To See This Video!
Patent Pending

Gary Franco, NE Sales

!
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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?

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.

The Hercules® Universal Sink Harness from BraxtonBragg 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 juryrigged 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

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!

See the animated video!

http://www.braxton-bragg.
com/HerculesSinkHarness

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.

Item # Description
MADE IN THE USA

Gary Franco joins LPI as Sales
Manager, inheriting the newly
created Northeast Coastal territory, responsible for New
York City, the states of Maine,
Vermont, New Hampshire,
Massachusetts, Rhode Island,
Connecticut, Delaware, and New
Jersey. Franco is bilingual in
English and Spanish, and brings
over 18 years of sales and industry experience in cabinetry
and stone. Franco comes most
recently from MasterBrand
Cabinets and Marble of the World
as Territory Sales Manager. He
will be located out of the New
York City area.

17310

Hercules® Universal Sink Harness Kit

Great Low Price
$4.95

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
Shop www.braxton-bragg.com for the Hercules Sink Harness

Jamie White, NW Sales

Jamie White joins LPI and inherits the Northwest territory as
Sales Manager responsible for
northern California and the states
of Washington, Oregon, Idaho,
Montana, Wyoming, and Alaska,
as well as British Columbia,
Alberta, and Saskatchewan.
White brings over 14 years of
sales experience in various industries including electronics and
telecom. He will be located out of
the Seattle, WA area.
Please turn to page 33

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Ashfield Stone

Crowsfoot is a variegated
schist designated by the NSI
as one of this continent’s rare,
exotic stones. This 600 million year-old stone originally
flowed out of ancient volcanos.

Continued from page 31

Johanna: “We are farmers and
our hearts are in the land, and
it’s a privilege to be a steward of
that land. We raise grass-fed beef
cows, and I’d love it if they’d stay
in their fences! There are other
things I’d like to develop, such as
using our stone dust in farming to
put the minerals back in the soil.
The farmers here have been turning over the same two feet of soil
for the last 200 years. The magnesium, the sulfur, the phosphorus which makes the soil very rich
is depleted. The whole concept of
adding minerals from stone is big
in Europe, and it’s just beginning
here. We had our stone dust analyzed, and it has a lot of value
for re-mineralization. From the
beginning, our mission statement
has been to use everything, and
this is something I’d like to do.”
In closing, every day Jerry and
Johanna, along with their likeminded employees, are carving
out a tradition of beautiful, crafted
stone through hard work and dedication. They are thankful that
days of one man holding a chisel

Laser Products

and the other man striking it with
a sledge and then prying it with
an old car leaf spring are gone.
What isn’t gone, thankfully, is
the work ethic, the respect for the
earth and the resourcefulness that

Founded in 1994, Laser
Products manufactures laser measuring equipment for the countertop, cabinet, and construction
industries. Visit their website
www.laserproductsus.com for
more information.

For more information about
Ashfield Stone or the history of
schist as a building stone go to
www.ashfieldstone.com.

“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.

Designed for Quartz
Use for Silestone, Caesarstone,
and Cambria

Highest Polish, No Bleeding, No Burning
50% Labor Savings

Continued from page 32

“Adding two seasoned salesmen
in Gary and Jamie will pay immediate dividends for both Laser
Products and our customers,” said
Katzmann. “As we launch several
new products later this year, Gary
and Jamie will help ensure that we
continue to maintain the highest
level of customer service.” Both
White and Franco will report to
Katzmann.
Brandon Ossinger, who previously held the Northeast territory,
will transition to the Southwest
territory based out of Phoenix,
AZ. Jeff Larson, who previously
managed the Southwest territory
will transition to an executive
role with LPI’s sister company,
PMT (Precision Measuring and
Training), out of the Denver, CO
area.

got the Pratts from the beginning
to the present day. It is these values and the others within this
story that has truly made and
kept America and our industry
great. It has been an honor and
privilege for the Slippery Rock
Gazette to tell their story.

No Orange Peel!
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.

	 Item #

Description

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.

Our Low Price

18278

Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 1, Red

$25.95

18279

Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 2, Blue

$25.95

18280

Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 3, Orange

$25.95

18281

Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 4, Pink

$25.95
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Shop www.braxton-bragg.com for the Talon 4-Step pads
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Below: This residential bathroom highlights the true beauty of natural
stone with a full slab Rain Forest brown shower, unique chiseled edge
on the countertop and a one-of-a-kind stone vessel sink.

Continued from page 2

She called the invitation “a pivotal moment” for her business.
“You have to be invited to become a Rockhead. There were five
founding members, and I was the
seventh one to join. That was quite
an honor for me to be invited to
be part of that group. The members are very engaged, and every
meeting is full of knowledge and
learning. The group evaluates
where you fall in the benchmarking and how you can improve to
be the best of the best,” Roe said.
She’s a CEU instructor and certified speaker for the Natural Stone
Institute, and a CEU instructor
for the National Kitchen and Bath
Association. She is also a member
of the American Society of Interior
Designers, and will be speaking at
upcoming Voices of the Industry
Conference Session at KBIS 2019
in Las Vegas.
Another industry group, Women
in Stone, has reflected another passion of Roe’s.
“Along with that passion for the
industry itself, there’s a passion to
empower women through Women
in Stone, to help them be strong
entrepreneurs in a man’s industry,”
she said. Roe has been elected to
the WIS Leadership Team.
“I’m one of the few that has
opened a business on my own and
has actually done the fabrication
and installation. That hands-on
knowledge is also very key. We
do a lot of work for Disney and
Universal. When you’re in front of
people like that, you have to know
what you’re talking about, and
when you have actually physically
done the work yourself, you have
so much more knowledge. You
have confidence and know what to
expect.”
Today, NSMotif is recognized

Right: Wilderness Lodge pool baths feature a combination of
Rain Forest Brown with a Fairbourne Cambria tub surround.

as an industry leader. They are a
certified minority/woman-owned
business by the city of Orlando and
the state of Florida and have completed high-profile projects like the
Dr. Phillips Performing Arts Center;
Disney’s Wilderness Lodge and
Coronado Springs; and Citrus Club
of Orlando. They also fabricate for
33 Lowe’s stores and offer a full
line of millwork, cabinets. NSMotif
boasts All Surface countertop specialists, which opens the opportunities to all customers to have any
surface they desire.
The company employs between
37 and 50 employees depending on
workload and runs a Baca Sawjet,
two Marmo Meccanica machines, a
new Breton CNC, a miter machine,
two bridge saws and solid-surface
panel saws.
Roe also travels to stay in touch
with different quarries and vendors,
select materials and learn about new
techniques and equipment.
NSMotif was recently included
in the Top 10 Women-Owned
Businesses in Central Florida,

the Top 10 Manufacturers in
Central Florida, and the Fast 50
(fastest-growing privately owned
companies) by Orlando Business
Journal. Roe stays involved in
the community and tries to give
back, donating proceeds from the
NSMotif remnant sale to a local
shelter for abused women, among
other efforts.
And soon, once the 10th anniversary giveaway is complete,
NSMotif will give back to customers once again, celebrating a legacy
of great service and quality.
“Every countertop is different,
every layout is different, every
slab is different in natural stone,”
said Roe. “I could stand in our yard
for hours in awe of natural stone.
Seeing (customers’) faces when
they see their kitchen for the first
time is a joy. That’s why I continue
to always better myself as a business owner and make a difference
in the industry.”
For more information about
NSMotif, visit www.nsmotif.com.
Above: Reception desk at the
Orlando VA Hospital combines Black Fossil Natural
Stone and Wilsonart Quartz.
Far Left: A Marmo Meccanica
LCV Magnum Edge Polisher
is a workhorse for NSMotif.
Left: Some of NSMotif’s
jobs require a hand-finishing touch. Here, fabricators
check for quality control and
final finishing at a wet polishing station.

Shop www.braxton-bragg.com for Stone & Tile industry products
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Stone Cladding in Half the Time

Buying a Waterjet:
A Personal Journey

B

Continued from page 24

I must say that I was very
skeptical before we spoke with
the rep, because after seeing the
power generated by hydraulic intensifier pumps, there was surely
going to be a catch to these direct
drive pumps that would show up
either in lesser power delivered
to the cutting nozzle, or difficult
pump maintenance.
Neither of these concerns
turned out to be true. Hydraulic
intensifier pumps are a marvel to
see, and I am still impressed with
the power that they can generate.
The hydraulic intensifier pump
will always have a place in industrial cutting, but the direct drive
pump can do anything an intensifier pump can do, without the
collateral maintenance required
for the hydraulic fluid.
The final thing that closed the
deal for us was the difference
in how the two different pumps
run. As best as I can understand,
when you are between cut jobs
and the cutting nozzle is shut off
while waiting to cut the next job,
the pressure from the hydraulic
intensifier pump keeps the pressure applied to the entire plumbing system, which includes the
lines and swivel joints.
While that is not a bad thing
per se, it does mean that constant
pressure is being applied to the
plumbing system, shortening the
life of the system parts, while not
making any money. Now, you
can turn the pump off in between
cut jobs, but then it takes about
a minute or so for the pump to
get back up to pressure. To us, it
just seemed to be very inconvenient and a pause in production
— we would probably just leave
the pressure on all the time — but
that would increase our electric
bill. On the other hand, the direct drive pump, in between cut
jobs, automatically shuts off and
releases the pressure of the whole
plumbing system, thus extending
the life of the plumbing system
parts. With the direct drive pump,
pressure is only being applied to
the system when the machine
is actually cutting and making
money.
Lastly, direct drive pumps
are driven by three phase motors, which use electricity very

efficiently, and only add to the
pump’s overall efficiency, with
no worries about hydraulic fluid
leaks. Perhaps I am splitting hairs
here, but these finer points of mechanical operation can make the
difference between a machine
being an asset or a liability to any
stone shop.

Easy To Fix!
The direct drive pump, like
any other pump or motor, does
require regular maintenance and
rebuilding after so many hours of
use. I was amazed at the simplicity of the required maintenance
of an intensifier pump, but it

OMEX Maxiem waterjet on
the production line.

would require the use of hyperbole to express my impression
of OMAX’s simplicity of maintenance. Suffice it to say that if
you can turn a wrench, you can
maintain and rebuild an OMAX
direct drive pump. The first time
will make you a little nervous, but
after your first seal replacement
and pump rebuild, you will begin
to appreciate the engineering
that went into making the pump
so very easy to fix and maintain.
This is a very good thing, because
in the many years we have operated our waterjet, there has been
nothing that we were not able to
quickly fix ourselves. That is not
often possible when you have a
machine that was built on another
continent. Simply put, the reason

Shop www.braxton-bragg.com for Stone & Tile industry products

the direct drive pump is so easy
to fix is because it was clearly
engineered with the end user in
mind.

Our Final Decision
We spent four months speaking
with several vendors and educating ourselves about all things relevant to waterjets, but in the end
it was the direct drive pump that
sold us on OMAX. OMAX has
no Achilles’ heel when it comes
to the pump, or any other critical part, because OMAX builds
their pumps in-house along with
all other critical parts. That and
the elimination of the ball screw
drive system has created a new
level of waterjet that is much
more accessible to any size shop,
especially the middle and lower
tier shops. Before this more affordable option came along, waterjet technology was priced out
of the reach of most middle and
lower tier shops that were and
are still very much in need of a
waterjet.
Sadly, though, in my talks with
other shop owners throughout
the country over the years, no
one has heard of direct drive
pumps and their benefits. Also, I
have spoken more than once to a
major American stone equipment
maker explaining the benefit of
direct drive pumps and that they
should consider switching to direct drive pumps versus intensifier pumps, if only to bring down
the price of the equipment, but it
appears my words have fallen on
deaf ears. It truly pains me to see
our industry using sawjets with
the waterjet part merely squaring
out corners, where the circular
diamond blade could not cut. The
cost per squared out corner using
an intensifier pump must just be
enormous, when you think about
it.
Next month I will present a
discussion about who should and
who should not own a waterjet,
and what it takes to make a waterjet useful and profitable for
your shop.

ack in 2014 Hugo Vega,
vice president of sales
North America at Polycor,
noticed that the architects he
was calling on were lacking a
thin stone veneer that was light
enough and strong enough for
cladding large scale architectural
projects. After some R&D within
the company, Polycor went on
to release its 1 cm reinforced
slabs and Vega returned to his
architects in triumph. Only their
response was, “That’s great, but
we need a way to hang it.”
“The 1 cm product was a great
innovation, but there was no way
to apply it quickly and easily on
large scale projects,” Vega said.
So the Polycor team dove back
into development.
Meanwhile another response
began to percolate in the A&D
world. In a bit of a surprise to
Vega, the 1 cm slabs sales took
off in the residential market where
designers and their clients jumped
at the chance to do feature walls
in showers, full slab backsplashes
and seamless vertical fireplaces.
At a third of the weight of the
usual 3 cm material they were
dealing with, fabricators were
no longer breaking their backs
to muscle a full slab up over a
counter to install a backsplash.
At 10 times the flexural strength,
(thanks to its polycarbonate composite backing) gone was worry

that the vertically oriented slab
on the fireplace would crack on
install.
The residential market was onboard for thin stone.
That was great news, but Vega’s
customers are in commercial,
not residential. So he continued
to mull over this problem of adhering thin stone cladding to the

Steven Schrenk

Polycor

Polycor’s architect Étienne
Bernier of Hatem + D mounted
American Black granite slabs with
the Eclad 1 to create an interior
feature wall that shows off the
unique linear veining of the stone.
Mitered corners give the appearance of weight but the slabs are
actually only 3/8 inch thick.

exteriors of architectural projects. From time to time he would
bump into the team from eclad at
job sites where thicker panels of
Polycor marble and granite were
being installed with existing eclad
systems, structural supports laid
over existing facades in a modular
fashion. A world leader in stone
cladding systems, eclad has been
creating and refining cladding
This backsplash was fabricated from a continuous slab
of ultra-thin White Cherokee
American marble.

systems since the 1990s. They,
too, were seeing the same need in
the market as the Polycor team - a
fast and efficient way to clad with
ultra-thin slabs. And so together
the companies decided it was time
to team up to bring a comprehensive thin stone cladding system to
market.
Please turn to page 36
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Stone Cladding in Half the Time
Continued from page 35

What they developed is a seamless system that saves time, labor
and money: Eclad 1.
The new design is based on an
aluminum grid system in combination with undercut anchors
attached to the back of the 1 cm
panels so they remain concealed
when using such thin stone. The
panels are available up to nine
feet by five feet and weigh only
six pounds per square foot on average, making the installation process an easier task.

Installation at
Twice the Pace
The complete system provides
pre-drilled, lightweight stone
panels over a protective cladding
structure that makes once heavy

Left: With the Eclad 1 system,
anchors remain hidden for an
unobstructed surface.

installing the stone,” Vega said.
“With traditional cladding systems, the anchors have to be installed one-by-one. The process is
more labor intensive. On average,
it’s twice as fast installing panels
using the Eclad grid system.”

Below: An example of a small
scale Eclad 1 system exterior
install mock up.

One System, Three Versions
On interior walls the system enables designers to define spaces
with floating walls or elevate
the look of existing walls with
dramatically veined large format
slabs of marble or granite. Granite
panels are suitable for both interior and exterior applications,
marble for interior only.

Technical Components
The grid components are made
of durable, corrosion-resistant,

Open System Prolongs
Façade Life
On a building’s exterior the
Eclad system acts as a ventilated
rain screen, which assists in keeping the structural wall dry. This
open system design allows outside air in and helps divert water
and humidity that may penetrate
behind the natural stone panels.
The moisture is diverted through
the horizontal and vertical joints
and channels on the grid, helping
to maintain the load bearing wall
integrity.

Eclad System is an
Improvement
Over Older Methods
Designed for flexibility, the system includes three versions suitable for cladding over different
surface materials. All are suitable
for large scale architectural projects, new construction, retrofits
and restorations.
Polycor got a chance to use the
new Eclad 1 recently for its own
retrofit project when the company moved its headquarters into

a 18-century building in Quebec
city. A sprawling open space with
floor-to-ceiling windows, exposed brick and wide open industrial spaces. Those elements are
the stuff of a designer’s dream,
but present a challenge when you
want to showcase a portfolio of
the world’s oldest and heaviest
building materials, and define
spaces for the staff to actually
work.
Other feature walls are incorporated throughout the building
in various materials, finishes and
sizes including 1 cm Pearl Grey
honed marble from the Georgia
quarry, that’s bookmatched to
emphasize the dramatic veining.

The advantage of the 1 cm
slabs, Vega said, is the ability
to create a free-standing wall of
stone within an existing structure
without concern of weight tolerances. “If it was any thicker, we
would have needed a much stronger structure,” he said of the centuries old building.
“Before we got together with
eclad, it was extremely difficult
explaining to people the new
system — explaining how it’s attached to the wall, how it works,”
Vega said. “We’re always trying
to work with (those who are)
open minded, easy to work with
— who have the same kind of
thinking out of the box innovation. ”
Now when Vega calls on architects interested in thin stone cladding he has a complete solution.
Stone at a third of the weight and
a installation system at twice the
speed.

To learn more about the thin
stone Eclad 1 system, you can request a demo by visiting https://
go.polycor.com/request-a-demoeclad . Take a virtual tour of the
Polycor headquarters by visiting
their website polycor.com.

Ultra-thin American Black granite appears to float, supported by
the invisible Eclad 1 structure.

stone panels easier to install.
Traditional cladding systems rely
on thicker stone combined with
cumbersome cramps, straps and
clips. With Eclad 1 installers simply slip slabs into place and sink
screws into the pre-drilled holes.
“It’s basically a different way of

non-combustible aluminum
which withstands extremely high
heat and will not burn. “The advantage of our thin panels against
other systems such as honeycomb
panels is that the stone is mechanically anchored to the system, and
not glued,” Vega said.

Shop www.braxton-bragg.com for Stone & Tile industry products

As soon as employees and guests walk in to the
new Quebec headquarters, they’re greeted by a
floating wall of 1 cm American Black granite.
Visit www.slipperyrockgazette.net for more Stone & Tile industry news

S lippery R ock G azette

A ugust 2018 | 37

A Legend Passes
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are deeply saddened to
report that on May 28,
2018, the celebrated stone artist
known as Eino (Romppanen) passed
away. Born in Finland in 1940, Eino
survived the Russian invasion of his
country known as the Winter War.
Eino, along with 35,000 Finnish
children were sent to Sweden as refugees, only to be returned to Finland
two years later.
In 1962, Eino immigrated to
America and studied sculpture at
Santa Monica City College. During
this period, while learning about others, he also learned about himself. It
was at this point that he began his
lifetime journey to become one of
the preeminent stone artists of modern times. Eino loved his art, and he
was loved by the world for his art.
His family, his many friends and patrons and his fellow sculptors mourn
the passing of a legend.

Summertime
Treat Goes Adult
Ice cream maker, brewery team
up to create “Fudgie the Beer”

A

brewing company in New York
has joined with an ice cream
maker so consumers can have their
fudgesickle in a beer.

Captain Lawrence Brewing
Company’s “Fudgie the Beer” is a take
on Carvel’s “Fudgie the Whale” ice
cream cake that’s formed in the shape
of a whale.
The stout beer is brewed with the ice
cream cake maker’s signature chocolate and fudge and is 6 percent alcohol
by volume. The brewery says the beer
pairs well with smoked foods and chocolate desserts.
Understandably, the first batch of
“Fudgie the Beer” sold out.
The beer will be available only
at Captain Lawrence’s beer hall in
Elmsford, New York. It’s a bit of a road
trip, but better than chasing down a icecream truck, any day.

Stone Shield Penetrating Sealers

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

A: Your Customer. Are You Prepared?
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.

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

the materials you use. That’s why we
offer the Braxton-Bragg unconditional
guarantee on the Stone Shield ™
Penetrating Sealer.

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.

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.

We Test So You Don’t Have To
Not All Sealers are Created Equal

Stone Shield™ Penetrating Sealers are
high performance, impregnator sealers
for all natural stone. Stone Shield™ is

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

For Porous Surfaces

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

For Polished Surfaces

Item #

Description

Item #

Description

4453

Stone Shield ™ Penetrating Sealer, Quart

Our Low Price
$39.95

4450

Stone Shield™ Penetrating Sealer, Quart

Our Low Price
$23.07

4452

Stone Shield ™ Penetrating Sealer, Gallon

$118.72

4451

Stone Shield™ Penetrating Sealer, Gallon

$59.65

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

Coverage: 200-1,500 Sq. Feet/Gallon
MADE IN THE USA

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

Shop www.braxton-bragg.com for Stone Shield Penetrating Sealer
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Bluestone: Rivers and Deltas
Create a Versatile American
Sandstone

quarry was just three miles from
the viaduct. If you had any doubts
about the strength and durability
of bluestone, take a look at that
structure and appreciate that it’s
still being used for commercial
rail freight today.

Many Uses for Bluestone

Photo: Robert Theobald, HistoricBridges.org

Continued from page 25

The Starrucca Viaduct railroad
bridge in Lanesboro, Pennsylvania
was built in 1848 with Ashlar
Bluestone, quarried near the site.
This massive stonework bridge
marching across the landscape is
still in use, a beautiful and functional example of this durable
American sandstone.

A spectacular example of early
bluestone construction is the
Starrucca Viaduct, a 1,000-footlong, stone railroad bridge in
Lanesboro, PA. The viaduct was
built of Ashlar bluestone in 1848,
and was completed in only a year,
thanks in part to the fact that the

Today, bluestone remains a
popular choice and is one of the
most abundant American natural
stones. Patios, stair treads, stone
walls, and pool coping are common uses of bluestone. In part,
bluestone remains in demand
because of its versatility. Daniel
Wood, natural stone consultant
for Lurvey Supply and chair of
the Natural Stone Institute’s education committee, described the
many facets of bluestone. “You
can work it and craft it. You can
have different sizes, different surface textures. It can be layered or
not.”
The natural layers of bluestone
can be “cleft,” or broken apart,
yielding a naturally flat surface
with just a hint of texture. In the
early days of bluestone, its tendency to break along flat layers
was part of its appeal.

But now, Mirch explained, diamond-blade saws have transformed the industry and ushered
in myriad new uses for bluestone. No longer reliant on natural layers, stone cutters can saw
the stone into specific sizes and
thicknesses for architectural use,
and mill it into thin tiles. “We’ve
expanded our market to the
[home’s] interior,” said Mirch.
Different finishes can mesh
with different parts of a home.
Bluestone can be tumbled to
give it an antique look, it can
be brushed or honed for smooth
floor tile, or a ‘flamed’ finish
can be applied, which leaves a

planar surface with a slightly
rough texture. Mirch summed up
bluestone’s adaptability: “It goes
from rustic to contemporary, very
easily.”
Using the same stone in different ways can unite different parts
of a project. “There’s a rhythm;
a simplicity of materials,” said
Wood. “It ties together into a cohesive design.”
Even bluestone’s leftovers
are useful. Thinner layers can
be made into tile, and crushed
bluestone can be used as gravel.
“There’s so many things you can
do with it, or to it,” remarked
Wood.
Please turn to page 39

Available at:
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Now Available at Braxton-Bragg

Diamut CNC Tooling

Continued from page 38

‘The Industry is Thriving’
Even though the bluestone industry is made
up of small and medium-sized quarries, the
stone has a huge reach. Demand for bluestone
is highest in the northeast. “It fits the vernacular of the region,” Wood said.
But bluestone is shipped far and wide.
“It’s very popular, nationwide,” explained
Malyshko. “It’s like bread or butter. People
know the material. It’s a safe choice.”
“The industry is thriving. The quarries are
doing great,” observed Wood. “They can’t
make it fast enough.”
Malyshko echoed this sentiment: “Every
block that’s extracted is sold.” Mirch added,
“We never have a surplus. Ever.”
For example, Tompkins bluestone supplies
6,000 to 8,000 square feet of bluestone sidewalks for historical neighborhoods in New
York City every year. Mirch appreciates the
continued use of traditional natural stone. “I
really can’t get jazzed over a concrete sidewalk,” he quipped.
Furthermore, this American stone fosters
American jobs, and not just in the quarry:
“Trucking, machining, diamonds, blades…”
Malyshko counted off the ways that bluestone
stokes the local economy.
Perhaps bluestone is the quintessential
American success story. A geologic remnant
became a useful product, and small-scale
quarrying fostered a bustling industry. Over
time, quarriers, masons, and architects innovated new ways to use this old stone. And
all the while, customers have flocked to it,
keeping the industry vibrant and allowing the
cycle to continue. Bluestone’s easygoing versatility shows us that sometimes the simplest
ideas are the most durable.
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 currently works as a freelance science writer and education consultant. She
brings with her a different perspective to
the stone industry. Karin was an education
program presenter at TISE 2018 and a
regular contributor to usenaturalstone.com
and the Slippery Rock Gazette.

For more than 30 years, Diamut has manufactured a complete range of diamond tools for stone, glass, and synthetic materials. Diamut tooling works on the majority of
the machines on the market today.

Drastically Increase CNC Rates
to Improve Production
HYS2 (Hyper Speed Solution) tooling marked a revolutionary turn for Diamut. This tooling drastically increases
CNC feed rates to improve production. Carefully constructed of premium materials, and now with high-performance diamonds and bond.
•Faster feed rates with lower AMP draws on the spindle, thus reducing the stress
on the spindle and improving the spindle life
•Tooling is proven by the market to last longer than competition
•Better final edge/polish (option for position 5S with 800 grit)
•Diamut is the only manufacturer producing their own polishing wheels
•Stronger resins — lasting longer, more forgiving on sharp corners & in cases 		
of lack of water

For more information and pricing
on Diamut tooling call

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

Shop www.braxton-bragg.com for Diamut CNC Tooling
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Don’t Be Fooled By Flimsy Imitations!
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The Husky is made with steel 3 times thicker than the

4100 A ppalachian W ay
K noxville , TN 37918
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competition — for long life and accurate cuts.
Item # Description

MADE IN THE USA

OUR Price

14161

Husky Bridge Saw

		

Financing options available.

		

$52,900.00

F.O.B. Knoxville, TN. Call for a freight and installation quote.

Better Service
Better Value

See the Husky on the
Braxton-Bragg website
www.braxton-bragg.com

Now available at braxton-bragg.com

Shop www.braxton-bragg.com for the Husky
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