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Gecko Solid
Surface Solutions

F

ew fabrication shop owners
can testify that the success
of their newly formed companies were due to commercial
work, while even fewer can add
that it was partly due to using ecofriendly techniques.
If you’re wondering where that
statement is leading, we’re going
to visit the shop of Augie Chavez.
Augie is the president and founder
of Gecko Solid Surface Solutions,
and San Antonio, Texas, was the
perfect location for his sun-powered shop.
“I was a college student living in California when I took a
part-time job as a shop guy for
a company making countertops
out of this stuff called Corian,”
explains Augie. “I really liked
working there, because I had always enjoyed working with my
hands and thought Corian was a
super-cool product. That was in
the mid-1980s. I then moved to
San Antonio, Texas, in 2001, and
by 2005 had started Gecko Solid
Surface Solutions.”

Going Commercial Out
of the Starting Gate
When Augie started the company, it was just him wearing
many hats: templater + estimator +
project manager + shop guy, basically doing it all. He simply had no
choice and had to go it alone, but
only for a short while, explained
the visionary. “At about the threemonth point, I was finally able to
start hiring people, but didn’t have
the room or finances to fabricate
natural stone, so started with solid
surface fabrication. At the time,
most fabricators were doing residential work and not commercial,
so I began doing local offices,
schools and stadiums. At about
the year and a half point, we were
doing so well that we were able to

Peter Marcucci
Photos Courtesy Gecko Solid
Surface Solutions
move into a new facility, which
allowed me to have enough space
for a bridge saw for stone.”

Green is the New Black
It wasn’t until seven years later
that production using ecologically friendly methods would be
realized, continued Augie. “Our
current facility was purchased in
2012, and it wasn’t until that point
that I could begin our move to
green production. Of course, like
most other shops, we had been
recycling our water, but it wasn’t
until we moved into this building that I could even think about
solar power. The first thing I did
before we even moved in was install the 106 solar panels to power
the facility. I had always thought
using sustainable methods was
important because I feel we have
a social responsibility. But I didn’t
own my previous locations and
couldn’t spend the time or money
for greener methods, knowing that
I wouldn’t be there for very long.”
Unlike most residential solar
electric installations where the
solar panels (known as photo voltaic or PV for short) output DC
current into a battery storage bank,
which then converts it to AC using
an inverter to create single-phase
120 and 240 volts, Augie’s system uses no battery storage; only
an inverter to create single-phase
120 and 240 volts, and three-phase
at 480 volts. As a plus, when the
company isn’t fabricating, such as
on the weekends, those 106 PV
panels are making money by sending power into the grid, adding to
their bottom line and reducing
their carbon footprint, explained
Augie.

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

“Either we are using the power,
or it is going into the grid. Even
today, with some clouds, the panels are still generating. Our electric company is local, and they
only pay pennies on the dollar
for our power, but I’m okay with
that, because on the weekends,
our panels aren’t doing anything
anyway except getting a sun tan.
Our monthly average electric bill
is $175.00, and that’s running everything, including the air conditioning in our offices. But best of
all, of course, using eco-friendly
methods feels good. Every morning when I pull up to the shop
and see our solar panels, I get a
warm feeling that we are not using
something that someone else can
be using in their household. So
as an environmentally conscious

manufacturing facility, we are
doing our part to eliminate waste,
and from a business point, the
solar panels are a money-saving
no-brainer, and we are way ahead.
Please turn to page 2

Gecko Solid Surface Solutions
production facility in San
Antonio, Texas, is a model of
green efficiency. Run by 106
solar panels using an inverter to
create single-phase 120 and 240
volt, and three-phase 480 volt
power, the facility generates its
own electricity – and more.
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Gecko Solid
Surface Solutions
Continued from page 1

“In the beginning, the electric
company even gave us a rebate
for doing it. So in our situation, it
was a win–win.”

Facility & Equipment
The Gecko all-under-one-roof
facility measures 18,500 square
feet and sits on two acres. Shop
equipment consists of a five-axes
Sasso bridge saw, a five-axes
Sasso waterjet, a Sasso edge machine and a Sasso backsplash polisher, while materials are safely
moved throughout using one of

the company’s three-axis or jib
cranes. 90 percent of Gecko Solid
Surface Solutions’ work is polished-edge, while anything other
than that is routed using a Fab
King. Production on the solid surface side of the building is a little
bit different, using both large and
small tools and equipment for cutting, shaping and composites.
A Pristine Environmental water
recycling system supplies clean
water to the array of equipment,
while water loss, due to evaporation, is supplemented by a 14,500
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gallon cistern that collects rainwater from one side of the building. According to Augie, payback
on this system is long-term, but
again he stressed, it’s not about
the money; it’s about doing the
right thing.
There’s also one more ecofriendly ‘right thing’ that’s been
addressed by Augie, and that’s
the scraps that many fabricators
throw away, he explained. “We
also take our granite cutouts and
stamp pavers out of them. Will
I make my money back doing
this? Probably not! But when I
see all these pavers being used for
fire pits and stepping stones and
backsplashes instead of landfill, it
makes me happy. So the point is,
we didn’t dump all this material
into the trash and made something
nice, instead.”
Also, according to Augie,
customers have a super positive response to his eco-friendly
methods. “Customers appreciate
the fact that we are doing this,
and most of them are surprised
that more companies don’t do it.
So, whether it’s an architect or
homeowner visiting us, they are
blown away that we’ve done this.
Architects especially like it, and
they tell their clients that they
are using a company that is very
green and very responsible. I do
think that we can do more, but just
the fact that we are Eco-conscious
goes a long way for us.”

Thoughts on Big Box,
Commercial and Residential
Gecko Solid Surface Solutions
covers all points throughout
Texas, but will install anywhere
if needed. Commercial work

Gecko Solid Surface Solutions takes their granite cutouts and makes pavers, backsplashes, stepping stones and more. Says Chavez, “Will I make
my money back doing this? Probably not! But when I see all these pavers
being used for fire pits and stepping stones and backsplashes instead of
in a landfill, it makes me happy.”

accounts for 75 percent of the
company’s earnings, while big
box customers account for 10
percent, with the remainder being
high-end residential. They have
no quarry assets, do occasionally
buy containerized materials, and
mostly buy locally from AGM
and Cosentino. About 90 percent
of their stone work is fabricated
using engineered stone brands.
Their big box business services
Lowes, but Augie is slowly moving away from this type of work,
looking more at other markets, he
said. “We continue to do big box

Gecko primarily uses Sasso machinery for their production, including
a 5-axes waterjet saw, an edge machine, and a backsplash polisher. A
14,500 gallon cistern uses collected rainwater for their wet fabrication.

stores, which is a very small segment of what we do, and continue
to gain in the high-end residential
market where the client wants
something very tricked-out and
very special. We are known as
the guys that don’t say no, and always say, ‘Yeah, we can do that!’
So, we find ourselves in the realm
of commercial work and high end
residential, but treat them equally.
“In the commercial world, there
is a lot that goes into being commercial. When the market took a
drop in 2008, we really weren’t
hurt. The other shops in the area
that had been doing builder and
residential work did get hurt and
began considering doing commercial work. But commercial is not
like residential. You’ve got to pay
for your materials up front and
then wait 90 days to get paid, unlike residential work where when
you’re done you get paid reasonably soon.
“Secondly, in the commercial
world when you roll up to the
jobsite, you have to have safety
vests, hard hats, safety glasses –
all your personal protection with
you.
“Do you have the correct insurance for your truck and to do
commercial work? We carry a
two-million dollar insurance umbrella just to get on the jobsite.
Please turn to page 28
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•135 CFM
•12.0 Amp
•92” of Static Water Lift
•27 Lbs.
Includes:
•Main Flat Nano Filters (Pair)
•Fleece Nano Filter Bag
•Disposal Bag
•1-3/8” x 16’ Anti-Static Hose
•Crevice Nozzle
• Cuff Adapter
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Braxton-Bragg Rolls Out Viper
Nation Text Club

V

iper Nation is a
new text sales
club for fabrication shop employees that
offers exclusive pricing on
tools, supplies and wearable
merchandise.
“Viper Nation will reach
employees who may
not have access to email
throughout the day with
product discounts and wearables,” says Jeff Dykstra,
Braxton-Bragg vice president of sales and marketing.
“Emailed product information many times does not
get to the employee who
makes the purchasing decisions because they are in
the shop, with little email
access. We want to make
sure these employees are in
the loop, and then some.”
At sign-up, Viper Nation
members receive a free
T-shirt and then receive a

Participants enrolling in the
Viper Nation program get
a free T-shirt and access to
exclusive offers.

few texts per month on exclusive CNC and tooling
discounts, as well as clothing deals.
Those wanting to be in
Viper Nation should text
the word Viper to 31996
to enroll. They should respond “yes” at the prompt
and fill out the form provided. Braxton-Bragg is
also offering a Spanish version of Viper Nation. Text
the word Vibora to 31996,
and communication is in
Spanish.
“We are excited to

expand our Braxton-Bragg
customer base by reaching
some new and valued members of the fabricator community and feel that Viper
Nation will help us achieve
this in a fun and informative
way,” adds Dykstra.
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 quality tile, stone and concrete
tooling and supplies at the
best prices and best instock availability. For more
info, visit braxton-bragg.
com and facebook.com/
braxtonbraggllc.

Free Online Training Tools for
Stone Industry Professionals

www.uofstone.com
Shop www.braxton-bragg.com for Stone & Tile industry products
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Quality Improvements
A Step-by-Step Process for Defining, Analyzing and
Examining Opportunities and Problem Solutions for
Complex Circumstances

A

ddressing
a
quality issue, or
any other complex
problem, can be a scientific endeavor. To be
fully effective, a quality
improvement initiative
must be much more than
just a reaction to the latest
failure. It must be a comprehensive and organized
improvement initiative.
This is a follow-up to
the May 2018 Slippery
Rock article Quality at the
Source.
According to W.
Edwards Deming in Out
of the Crisis, the most important function of management and supervision
is to “constantly and forever improve the system
that creates and delivers
goods and services.” This
is a never-ending process
and inarguably hard work.
It requires the commitment
of the extremely valuable
resources of time, talent,
energy and money. The
more successful you are at
utilizing these resources
to solve the important
challenges of your organization, the more competitive you will remain and
the better able to rebound
from setbacks. I recommend that you consider
using this process for the
most persistent problems
and complex decisions.
Depending on the size,
importance and complexity of the decision to be
made, the steps may take
weeks to complete and
there may be discussion
at each step. Someone has
to take responsibility for
getting started and managing the project through
the steps. This starts from
the top.
The Pareto principal is
an excellent analysis tool

Ed Hill
Carl Gerhiser
Synchronous Solutions

to separate the vital few
from the trivial many. In
other words, work on the
chronic issues that happen repeatedly, rather than
reacting to an occasional
issue. It helps to focus on
the most important problems. Additionally, take the
opportunity to involve all
levels of the organization
whenever possible.
It is a step-by-step
process:
1. Define the problem or
opportunity. This is an important step, not to be taken
lightly.
“A problem properly
defined is half solved.”
– Charles Kettering, Head
of Research for GM
Or
“If I were given one hour
to save the planet, I would
spend fifty-nine minutes
defining the problem and
one minute resolving it.”
–Albert Einstein.
We frequently begin by
solving the wrong problem
or by not looking deeply
enough into the cause. Take
time and carefully describe
the problem or opportunity. Examine and list the
possible causes for the
problem or for the market opportunity. Problems
and opportunities rarely
have single-step causes.

There are usually many
steps in a chain and sometimes multiple causes for
them. Rarely are we able
to even determine a single
“root cause,” although you
should start with an effort
to identify the primary
core cause of each issue.
Deciding on the level of
detail here is a matter of
judgment. Select where
to attack the problem or
evaluate the opportunity.
As stated above, there
are usually many steps
in the chain to the cause
of a problem, and often
many contributing circumstances. Selecting the
most efficient solution is
important to being a little
better than your competitor (from Apollo, Root
Cause Analysis).
2. Identify and evaluate
courses of action. There
can be many courses of
action that are available
to address a problem or
exploit an opportunity. At
this point, is useful to identify courses of action and
potentially choose a set to
move forward with, based
on cursory analysis. The
solutions can attack the
problem at different stages
and in different directions.
One oft-quoted example is
the complex and expensive
research and development
project that NASA created to develop a pen that
would write in a weightless environment, whereas
the Russians used a pencil
to solve the problem.
A word of caution here:
be careful to avoid the
curse of unintended consequences. Sometimes,
the solution to a problem
can cause an even greater
problem. Think it through
with your key staff so that
you avoid this situation.
Please turn to page 8
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Zaha Hadid’s Stunning
Feature Wall Shows
Masterful Craftsmanship

A

rchitects have called it
futuristic and compared it
to spaceships. Envisioned
and designed by late renowned
architect Zaha Hadid, the 520
W 28th Street residential condominium building in New York
City’s Chelsea neighborhood
features a stunning piece of wall
art carved from Grigio Brasile
marble that expands 34 feet. Sting
and wife Trudie Styler are reportedly renting an apartment in the
upper floors of the building, while
Ariana Grande and her fiancé Pete
Davidson dropped $16 million for
a condo in the building.
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Megy Karydes
usenaturalstone.org

Stone sourced for this Pinnacle
award-winning project was quarried in Greece, and shipped to
Italy for the highly-detailed fabrication process.

“The Modern organic design from Zaha Hadid
gives the building a unique and impressive dynamic shape which changes from one viewing
point to another,” says Colin Addley, CEO and
president of Port Morris Tile & Marble.
Port Morris Tile & Marble was tapped to
engineer and execute the artistic stone feature
wall and matching floor design in the building’s
lobby, no small feat, to be sure. The company is
no stranger to working on large-scale and challenging projects that involve complex engineering throughout the New York City area.
“Having an international talented and experienced team which have worked with very wellknown architects on numerous projects gave us
the edge to add value and bring a skilled service
to compliment the [Zaha Hadid] Design team,”
says Addley.
Still, Hadid’s reputation for creating unique
and challenging designs wasn’t lost on Addley
and his team. When they first reviewed the
drawings and renderings, the question was
raised several times: how to turn this concept
design into a reality.

The natural stone was then shipped to Italy for
a highly-detailed fabrication process before all
of the feature wall stone pieces were specially
and individually crated like pieces of art sculptures and shipped to New York City.
Port Morris Tile & Marble worked closely
with Hadid’s design team to refine the layouts
required to accommodate the block size limitations in order to allow for proper installation,
which involved everything from considering
different engineering options, several sketches,
technical drawings, 3D modeling, and mockups.
“Full-scale mockups were required from the
design team in order to ensure and check the
precision of the stone to the 3D model files. The
wall stone pieces were shaped using a CNC machine from custom cubic stone as the first step
and then finished by highly skilled and qualified
craftsmen,” says Addley, who admits it would
have been very difficult to realize the same wall
with the same precision, budget, and schedule
without involving CNC machines.

Above: Line drawing schematic for installing the individual pieces.
Left and Below: Once the
hand-selected stone blocks
were machined into shape,
the individual pieces were
crated like pieces of art
sculpture and shipped to
New York for installation.

Please turn to page 26

Sourcing Natural Stone
Choosing the natural stone to meet
the needs of the space and realize
Hadid’s vision was an important part
of the process.
The Grigio Brasile marble, quarried
in Greece, proved just the right color
variations and quantities for the monochromatic design with beautiful smokygrey color tones. It also featured highly
durable characteristics which made it
attractive for this project.
“The structure and the grey background of the natural marble emphasized the organic, three-dimensional
shapes and made it the focal area in the
space,” says Addley.
Shop www.braxton-bragg.com for Stone & Tile industry products
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Tips for Caesarstone
Fabrication & Engineered
Quartz Installation

W

hat is the
most common
mistake made
when working with
quartz or solid surfaces?
Assuming they work
and polish like granite.
We asked Brian Brutting,
Caesarstone trainer and
stone industry educator for
some tips on getting perfect
results when working with
Caesarstone, techniques
that will apply to most
quartz surfaces.

Burns on dark quartz show
up as a dull white patina.

Burns and streaks on light-colored material. The
streaks or burn lines are often the result of insufficent
waterfeed and too much pressure while polishing.

rate or cutting speed. Many
manufacturers give you the
RPM speed / feed rate you
should use on a quartz blade
or pad. Pay attention to the
speed they recommend!
Manufacturers
like
Alpha, Braxton-Bragg and
Terminator have done extensive testing with their
blades and pads, and cutting

Don’t use wax or color enhancer to “fix” burned
edges. It is not a permanent solution, will last maybe a
year, and will lead to very unhappy former customers.

Brian Brutting
Caesarstone
Quartz-Specific Tools

Use good polishing pads.
There are now pads made
just for quartz, like the
Talon 4-Step Quartz sold
by Braxton-Bragg. The
polisher you use is also
important. I recommend a
variable speed, center water
feed tool, not one that is fed
from a hose strapped to the
tool that drips water over
the surface. Without water
Clean Water
Use clean water, and lots distributed to the center of
of it, not water recirculated your polishing target, your
from a sump pit. Sump pad will create a burn line.
pit water will contain grit,
which can scratch or dam- Adjust Your Technique
age the surface you are try- Ease up on the pressure.
Polishing quartz is differing to polish.
ent than polishing granite.

Don’t bear down on the
polisher with as much pressure as you normally use for
granite.
Use a slower speed for
quartz. When polishing, I
recommend starting at half
the speed you would use for
natural stone. When cutting
Caesarstone or quartz with a
bridge saw, slow your feed

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
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Citrus Rustler
Nabbed

A

uthorities say a man has
been arrested in Southern
California after deputies found
about 800 pounds of stolen
lemons inside his car.
Riverside County sheriff’s officials say 69-year-old
Dionicio Fierros was arrested
one Friday and booked on a
charge of theft of agricultural
products.
Salinas police detectives
also found a half-pound of
heroin, 1.5 pounds of cocaine,
several thousand dollars in
cash, three handguns, one rifle,
one shotgun, body armor, and
ammunition.
Deputies were investigating recent farm thefts when
they stopped Fierros’ car in
Thermal that Friday morning.
Inside his car, deputies say
they found several large bags
of freshly picked lemons they
say were stolen from a nearby
farm.
A telephone number for
Fierros could not be located in
public records, and it wasn’t
immediately clear if he had an
attorney who could comment
on the allegations.

and polishing speeds, so countertop protection
you can get the best results program.
from their products.
1. Offer countertop proCountertop Protection tection at the point of sale
Countertop protection is or contract, for a cost if
an important part of today’s needed, or require a sigoffering when complet- nature that the end user
ing an installation. All too and / or general contracoften, I hear about damage tor will provide their own
done by other trades after countertop protection.
a job is complete, and the
2. At installation time,
fabricator is blamed because they didn’t talk about having protection is only
or offer a countertop pro- good if a decision maker
tection post installation. In is present to look over the
today’s marketplace, mar- installed counters with
gins are tight, and having you and verify there are
to remake a countertop due no defects. Take your
to someone else’s fault is time with this part, so
a huge loss for most small you don’t get the dreaded
businesses.
“I just noticed this bad
There are two important scratch” phone call.
steps that can and should
Please turn to page 9
be taken to institute a
Coroplast is available in 48 x 96 inch sheets x 0.157
inches thick. Basically, it is white corrugated plastic.
Polyfoam can also be used as a cushion on a saw bed
when cutting vitreous (glass and porcelain) materials.

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Quality Improvement
Continued from page 5

3. Estimate a cost and benefit
for each proposed solution in
the set that you have chosen
to move forward with. This
will likely involve activities
from getting quotes, Internet
research and some guesswork.
You will never have perfect information. Even with estimates
just from experience, it forces
us to develop some detail to our
decision-making process.
4. Make the selection. Even
if the data gathered above represents some quick estimates,
we are forced to evaluate the
data and our confidence in
those estimates. Involving
other stakeholders at this point
at least gives everyone a chance
to be heard, and therefore helps
with gathering support for the
decision. When people see how
we arrived at the decision, their
support is more likely.
5. Evaluate at some point in
the future. Many of our decisions will be wrong, or they
will need significant adjustment. Evaluating the data and
assumptions that were a part of
the decision will allow us to be
more discriminating in the future. We all have weak spots in
our ability to make estimates
and see the future. Examining
where our data, estimates and
assumptions were incorrect allows us to be more concerned
about those areas in the future.

While this process may seem
complex and cumbersome at
first, as we gain more facility,
we can evaluate and hopefully
improve decision-making by
identifying the weak areas.
Additionally, as we make the
activity more visible and involve more of the stakeholders,
we also begin developing their
abilities. Hopefully, this leads to
the benefit of some of the steps
being handed off to others, and
distributing the responsibilities
of management and making better business decisions.
Making dramatic improvement to your business processes
requires a systemic approach to
the initiative. This is hard work
and must be carefully planned
and executed. Strong leadership
and disciplined activities will
assure success.
For more information, contact Carl Gerhiser or Ed Hill at
Synchronous Solutions, www.
SynchronousSolutions.com ,
CarlGerhiser@Synchronous
Solut ions.com , E d H il l@
SynchronousSolutions.com or
call 704-560-1536.

© MARK ANDERSON. www.andertoons.com

“Which one is my dad is always yelling about?”
Shop www.braxton-bragg.com for Stone & Tile industry products

Holiday Savings Strategies

D

on’t look now, but
the holidays are fast
approaching. YIKES!
Black Friday is right around
the corner, followed quickly by
Small Business Saturday and
Cyber Monday. According to
the pundits, we will spend a
record amount this year on all the
upcoming festivities.

Hopefully, I am in time to help
you save some money this year on
your Cyber Monday shopping (or
any Internet shopping). You need
to be aware of and use Honey
and WikiBuy. The great thing is
that you can use these two apps
together.
Honey is an app you download
to your computer. It runs in the
background and saves you money
automatically. Honey hunts for
discounts and coupon codes for
you. You don’t have to lift a finger. Once it finds the codes or
discounts, it automatically applies them to your transaction at
checkout. No longer do you have
to hunt for codes that are outdated
or expired. No longer do you
have to sift through lists of coupon codes that might or might not
work. Honey does it for you. If
you have your own coupons, no
worries; you can enter your coupon codes into the Honey “Share
a Code” section, and not only will
you get your coupon discount, but
so will other Honey users.
Now, since Amazon is a big part
of holiday shopping, Honey does
a great thing on Amazon. Have
you ever searched for a particular item and found that Amazon
gives you 15 or 20 pages to scroll
through? Who has time for that?
You search down the list for
the first thing that fits what you
want, and you add it to your cart.
With the Honey app, once it’s in
your cart, Honey searches all of
Amazon to see if another seller
has your item for a cheaper price.
I recently saved $4 on some food
storage containers because Honey
found them cheaper from another
seller. Who doesn’t like to save
money?
If you don’t need the item right
away, you can add it to Honey’s
Drop List. Honey monitors price
fluctuations on millions of items.
When you add an item to Honey’s
Drop List it will monitor the price
of that item for you and alert

Sharon Koehler
Artistic Stone Design
when the price drops more than 5
percent. You can keep an item on
the Drop List up to 90 days.
Honey works on Chrome,
Safari, Opera, Firefox and Edge.
Honey works with a growing
number of online retailers, including, but certainly not limited
to: Amazon, Kohl’s, Groupon,
Starbucks, Vista Print, Macy’s,
Fandango, Wal-Mart, Target,
Michaels and ThredUp. These
are just a few, as the list continues to grow.

WikiBuy save alert. WikiBuy runs
in the background of your web
browser and searches all web retailers for the lowest price.

WikiBuy is a downloadable
browser extension and it also runs
in the background. WikiBuy can
also help you save money, but
WikiBuy is different than Honey.
It doesn’t shop Amazon for sellers with a less expensive price. It
shops other stores and alerts you
to other retailers selling the item
for less.
I recently saved over $15 on
an item I was purchasing on
Amazon. The item was $42. I put
it in my cart and WikiBuy gave
me a SAVE $15 alert.
WikiBuy then gave me a dropdown menu with a list of other
on line retailers selling the same
item for less money. I picked another retailer selling the item for
$20.99. Now, I didn’t qualify for
free shipping (like some Amazon
Prime items) so that added $4.95
to my order, but even with shipping costs, that is a savings of
$16.06 on one item! This feature
is free with WikiBuy, and I didn’t
have to do anything except take
30 seconds to download it.
It gets better! I mentioned that
WikiBuy and Honey can work

S lippery R ock G azette
together, and they do. On one
item, Honey told me that $42 was
the best Amazon price, but when
I picked a different retailer selling the item for $20.99, Honey
automatically found me a coupon
code for an additional $2.10 off
the price.
I saved a total of $17.16 on this
one item because I took the time
to download these two apps for
free, and spent about five minutes
total setting them up.
One of the great things about
this is that they work all year,
not just during the holidays, so
you can save money all year.
Admittedly, $17 on one item is
extreme. Usually I get alerts for
$2 or $3 off, but that small stuff
quickly adds up. The thing is,
stores have sales all the time, but
who has time to browse the store
ads for three or four dozen stores
to save a few bucks? I don’t. Now
I don’t have to, and neither do
you.
Another great thing is that these
two bits of software is they don’t
just work for individuals. They
can work for companies, as well.
We all shop for office supplies.
Imagine my surprise when I was
in our office supply account and
WikiBuy told me I could purchase the exact same item at
another retailer for $2.48 less.
That’s not a lot, but it can add
up. What company doesn’t do
everything they can to help their
bottom-line? $2.48 now, $10 next
week and $5.36 the week after, it
goes on and on. How many dishwasher strips or C clamps can you
buy with your savings? Especially
when the set-up for the savings is
free. And let’s face it, FREE is the
best savings of all.
Please send your thoughts on
this article to Sharon Koehler at
Sharon@asdrva.rocks.

Ideas matter.
Legislative proposals
matter. Slick campaigns
and dazzling speeches
can work for a while,
but the magic
always wears off.
Charles Krauthammer

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

What offers the best protection?
Cellular products like rosin
paper are not the most effective
product to use, as they can allow
liquids to pass through. A sheet
of thin plastic or film can get pinholes, which can allow chemicals
to get underneath and damage the
surface. Also, neither of these
types of surface protection products are impact-resistant.
The best and most cost-effective counter protection I have
seen for chemicals and impacts
is polyfoam (polyethylene foam)
or Coroplast. These products are
corrugated like a sheet of cardboard, which gives them impact
resistance, but made of plastic,
which gives you chemical and
spill protection. Coroplast is
about $20 per sheet, available at
Home Depot, and some of you
may already be using this product for stick templating. Rolls of
Polyethylene foam are available
online.
For more information on these
issues, contact Brian at Brian.
Brutting@caesarstoneus.com.
You can also use Linkedin.com
and search Brian Brutting Jr. for
general industry questions.

Sign of the Times

A

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.

tongue-in-cheek sign in the
window of a Connecticut
restaurant asking people not to
let their dogs pee on the eatery’s
outside flowerpot has earned the
owner a $250 fine.

Duc Nguyen, owner of Duc’s
Place in New Haven, tells the New
Haven Independent he was disgusted with people allowing their
dogs to urinate on his pot.
He thought a humorous sign was
a good way of discouraging dog
walkers from letting pets relieve
themselves there. It read: “Attn:
dog owners. This is a pay-per-pee
flowerpot. (Pay inside or leave
your address and we’ll kindly return the favor.)”
Honda Smith, the city’s public
space enforcement officer, said
Nguyen broke two city ordinances
for being a “public nuisance” and
issued the fine. Nguyen says he
plans to appeal.

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
“Help! My floor is shrinking!”
Frederick M. Hueston, PhD

I

have been in the stone
business now for nearly
40 years, and I thought
I had heard it all until this
new case came up.
I was having a cup of
joe at my favorite greasy
spoon, trying to jolt my
brain into action, when
my phone rang. “Stone
Detective,” I answered in
a hoarse voice. The lady
on the other end of the line
starting telling me how her
new floor was acting wierd.
Now, my first reaction was
that this old man was losing his hearing. She continued on and on about how
several times at night she
keeps hearing a loud bang,
like someone was shooting
a gun. At first she told me
she thought someone was
banging on the door, but
she told me she thought it
was coming from her floor.
Now, I had a good idea
what was going on, but I
had to do an inspection to
find out for sure. I arranged
to see the floor the next
day.
As I pulled up to the victim’s house, a large lady
came running out screaming, “It’s doing it again!
It’s doing it again!” I
rushed into the house while
turning my phone camera
on, in hopes of catching it
on video. I heard a loud pop
as I entered the door, but
was unable to catch it on
the camera. However, later
that evening, I did find a
video where someone else
had captured it.

The tile was a white porcelain, and the first thing I
noticed was the very tight
grout joints. This was clue
number one. I took out
my old Acoustic Sounding
Device (a golf ball) and
started bouncing it on the
floor. I immediately noticed
that the entire floor was
hollow. The area was fairly
large. I would say the living
room alone had a span of
over 20 feet. I looked carefully at each and every joint
and could not find one expansion joint (clue # two).
I asked the scared lady if I
could remove a baseboard
and she agreed. I pulled off
a short baseboard and noticed that the tile had been
set right up against the wall
(clue # three).
I continued my inspection
when the lady asked me to
come into the dining room.
When I entered the dining
room the first thing I noticed was that the tile had
tented right in the middle of
the floor (clue # four).
These are all clues for
an improper installation.
In addition to the lack of
bonding, there were no
expansion joints or perimeter joints. I explained to
her that all tile installation
contracts and expands, and
if you don’t allow for this
expansion something has
got to give. In this case, the
walls were expanding onto
the tile and causing the tile
to push up. The loud bang
sound she was hearing was
the tiles breaking away
Tile tenting is real and
actually not all that
uncommon – unfortunately because bad installations are not all
that uncommon. You
can see a video of this
phenomenon happening
on YouTube – search for
“tile tenting.”

S lippery R ock G azette
from the concrete
slab. Even when the
proper bonding is
achieved, the tiles
can tent due to the
pressure.
Now for you tile
nerds or those taking my troubleshooting class,
here is a more
scientific explanation.
Tile in general has a different rate of expansion,
compared to the concrete
slab it is set over. The expansion and contraction rate
of concrete can be ten times
higher than the tile. What
this means is that a slab 100
feet wide can expand as
much as half an inch. While
that doesn’t sound like a lot,
it only takes slight pressure
to pop the tiles off the concrete. For this reason, expansion joints are critical.
If the room is small enough,
expansion joints wont be
needed in the main field
of the installation, but you
will need perimeter joints.
In other words, there should
be a gap around the perimeter of the room at least oneeighth inch wide. This will
allow for expansion. If you
would like to learn more I
would suggest you attend
my inspection and troubleshooting class coming up
in January 2019. (I know –
another shameless plug.)
I told Mrs. Hysteria the
bad news: the floor would
need to be ripped out and
replaced, and I thought she
was going to faint. I sure
don’t enjoy causing mental
anguish, but facts are facts,
and there’s no mistaking
tented tile. Another case
solved in record time.
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.

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

Tile tenting can happen to granite, marble or porcelain tile flooring. Sometimes it is not even the
installer’s fault – but most often, it is.
I examined four clues to determine whether this
failure was a poor installation – and you can learn
how, in my upcoming class.

“A politician
is an animal
which can
sit on a fence
and yet keep
both ears to
the ground.”
H.L. Mencken

WF Meyers Announces New Website
Diamond Tooling and Machinery Experts Launch a New
User-Friendly Site to Explain Newly Patented Products

WF

Meyers has
launched a
new website for stone
quarries and fabricators
who want to get the most
out of their operations.
The site offers information on the company’s
newly patented lines of
stone cutting belts and
more, as well as a newly
designed, user-friendly
layout.

Anyone interested in
optimizing their stone
cutting business is encouraged to visit the new
WF Meyers site and learn
more about the tools and
machinery the company
provides, or contact an
expert to learn more.
“The new site will
allow people to quickly
and easily find what
they’re searching for and
determine whether WF

WF Meyers, located in Bedford
Indiana, has been manufacturing stonecutting equipment and
tools for over 130 years. The
new website explains new patents in block-cutting technology,
and more. For more information
visit www.wfmeyers.com or call
(812) 275-4485.

Meyers will be a potential
fit for their needs. The
new layout, photographs,
and video gives customers
a clear insight into who we
are and how we can help,”

said WF Meyers Co., Inc.
President, Alex Barnes.
The site also allows
customers to submit all of
the necessary information
so that WF Meyers can
quickly and accurately
provide a quote on a customized circular blade.
This eliminates the need
for multiple phone calls
or emails to accomplish
the same task.

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Belknap White
Raises Bar on Green
Manufacturing
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The Seam Phantom is back!
The Seam Phantom

®

is an innovative system for producing
near perfect seams in all types
of stone and quartz.

Belknap White’s Mansfield, MA plant
with solar collectors installed.

T

he Belknap White Group
(BWG), one of America’s
leading full-service flooring
distributors, doesn’t just market and
sell eco-friendly floorcovering products. The firm is one of the first companies of its kind to embody the green
movement by retrofitting its buildings
with energy-saving, environmentally
sound, green technology.

“Eight years ago, we started out
looking at ways for our company to not
just be conscious of the green movement, but to get more involved,” stated
Stephen Mancini, Executive Vice
President, Logistics of The Belknap
White Group. “We did our research,
and found out that if we were to outfit
our buildings with state-of-the-art exterior solar panels… not only would we
ultimately be saving energy, we could
qualify for tax credits and recognize
savings in our electrical bills.”
Mancini stated that the roof of the
firm’s Mansfield, Massachusetts main
building, which basically housed inventory, “was 25 years old, whereas in
relatively good condition, could use an
upgrading.
“We soon discovered there were
three areas which would benefit us
if we decided to go with an exterior
solar panel program. First of all, we
could receive governmental tax credit.
Secondly, we would qualify for solar
renewable energy credit. And last,
which initially we thought would be
the main item to target, we’d be able
to cut back on power and electricity
expense.
“Our Mansfield operation basically
has three roofs,” Mancini continued.
“One covering the office, another covering the subcontractor pickup area and
the last and largest being our warehouse, in which inventory is kept. The
warehouse takes up roughly 70 percent
of our total roof space. Ultimately, it
was calculated that to efficiently cover
the warehouse roof, we’d need approximately 3,000 panels.”
Please turn to page 15

Dress Flawless
Seams in
15-20 Minutes.
MADE IN THE USA

The Seam Phantom system utilizes a diamond cup wheel
followed by up to three diamond abrasives and a precise depth
adjustment to eliminate chips and produce a clean sharp edge.

Electric Kit Includes:

•Seam Phantom
• 48” Glide Guide Rail (72”/96” Sold Separately)
• Tool Box for Seam Phantom
• GFCI Adapter
• SL3 Adapter (Also Available in M14 Thread)
• 60 Grit SL3 Rigid Turbo
• 150 Grit SL3 Rigid Turbo
• 300 Grit SL3 Rigid Turbo
• 2” SL3 Cup Wheel
®

The rigid design and Glide Guide straight edge keep each half
of the seam straight and true. When the counter is assembled,
you can produce a nearly invisible seam.

• 2 C-Clamps (for clamping Glide Guide)
• 2 Gauge Blocks
• Spray Skirt for Grinder
• Splash Guard Angle
• Angle Adjustment Washers
• All Required Hardware
• Instruction Manual

•Grinder NOT Included

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

Shop www.braxton-bragg.com for Stone & Tile industry products
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and Mountain Green. In
the south, besides Virginia,
Silver Cloud Imperial
comes from Conyers,
Georgia. Mt. Airy, North
Carolina, produces Mt. Airy
White and Greene County
granite (thanks to the largest open-faced quarry in the
world).

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

Where Did You Find that Granite?

H

ow much do you
know about where
your stone is
sourced? Let’s play a game:

Sharon Koehler
Artistic Stone Design

What countries do the following granite colors come
from? (Answers are at the
end of the article.)
Volga Blue
Blue Pearl
Ambrosia White
Baltic Brown
Iberian White
African Rainbow (super
easy)
Pearl Aswan
Alaska White (trick
question)
White Mist
Uluru Sunset
These are all colors that
you can see as you walk
through any distributor, or
maybe even your own slab
yard. If you need a hint, I
will just say that none of
these colors come from the
United States. That one fact
alone is distressing.
The United States is the
number one consumer of dimension stone in the world,
and the United States is
also a leading producer of
natural stone. As of 2016
we have over 275 natural
stone quarries located in
over 30 states. Obviously,
not all these quarries produce granite slabs, but quite
a few do. Yet, we import
over 80 percent of the stone
we use!

Iridian granite from
Rockville, Minnesota

The United States is
home to the largest open
face granite quarry in
the world. Owned by the
North Carolina Granite
Corporation, this quarry in

The Midwest is home
to quite a few quarries,
which produce a lot of
stone. Millbank, South
Dakota, produces Dakota
Mahogany, American
Bouquet and Carnelian.
Minnesota quarries a lot of
colors. Charcoal Black is

in the St. Cloud area, and
Messabi Black is found
in Babbitt, Minnesota.
Isle, Minnesota, produces Iridian granite, and
Rockville White comes
from Rockville, Minnesota
(imagine that!). Lake
Superior Green is quarried
in Isabella, Minnesota, Echo
Lake in Orr, Minnesota, and
Rainbow granite is quarried
in Morton, Minnesota. The
color Agate is quarried in
Orionville, Minnesota. Out
on the West Coast in Clovis,
California, they quarry
Academy Black.

Carnelian Granite from
Millbank, South Dakota

Please turn to page 15

Mt. Airy, North Carolina has
been producing stone since
1743 and shows no signs
of running out. Due to government safety regulations,
they no longer give quarry
tours, but they do have an
observation deck where you
can watch the operations. It
has been said that the quarry
is so big, astronauts can see
it from orbit. (See below)
The Virginia Blue Ridge
Mountains sit on top of one
of the world’s largest soapstone deposits. Virginia
soapstone is famous around
the world. The soapstone
quarry in Schuyler, Virginia,
is the only soapstone quarry
in America. Virginia is also
home to a quarry in Rapidan
that produces Virginia Mist
granite – aka Jet Mist.
Other states produce a lot
of granite for slabs, as well.
In the north, American Black
comes out of Elverson,
Pennsylvania. Barre Gray
and Bethel White are out of
Barre, Vermont. The quarries in Au Sable, New York
produce Lake Placid Blue

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

Rockville White from
Rockville, Minnesota

Lake Placid Blue from
the Au Sable, NY quarry

Rainbow granite from
Morton, Minnesota

Silver Cloud Imperial
from Conyers, Georgia

“I Ain’t Afraid
of No Ghost”

A

Connecticut man who
told police he was a
paranormal investigator
faces several charges after
firing shots in his house at
what he told police may
have been a ghost.
Twenty-five-year-old
Christain Devaux of
Tolland, Connecticut, was
due in court on September
11, on charges including
the illegal discharge of a
firearm, making a false
statement to police, second-degree reckless endangerment, misusing an
emergency call, and disorderly conduct.
Police say Devaux put
two bullet holes in his wall
on July 26, initially reporting the incident as an

attempted break in.
He later told police he
believes the intruder was
actually a spirit.
Devaux, who is free
on $5,000 bond, did not
immediately return a
telephone call seeking
comment.
State police told the
Journal Inquirer of
Manchester that Devaux
had made a similar report
back in 2011. But who ya
really gonna call?

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

Series

Turbo Cup Wheels
Material Type:
Granite, Engineered
Stone, Brick &
Reinforced Concrete

Material Type:
Granite & Engineered Stone

Core Drills

Material Type:
Granite, Marble & Engineered Stone

Terminator has a
Bigfoot product
to cut through
many stone
types efficiently,
leaving an
impressive
footprint of
quality work!

Cover ALL
Your Bases

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

periodically, based on the
wear of a particular surface.

Repeat Business

T

he old saying, “You
can pay me now,
or you can pay me
more later,” holds true with
respect to proactive periodic
maintenance on decorative
hard surfaces. The longer a
surface goes without proper
professional attention, the
more restorative work that
will be necessary at some
point. This, of course, can
equate to a capital expenditure instead of just modest
maintenance dues.

Photos by Bob Murrell

When entryway and pivot
point traffic wear patterns
first become visible, the
fix may be as simple as
using Majestic 5X Gold to
re-polish the area to a beautiful, high-gloss finish. This
unique polishing powder
will repair light scratching
and etching in many situations if caught early enough.
Remember, foot traffic
can be equated to roughly
between a 200- grit and
400-grit scratch pattern.
Obviously, this is much less
light-reflective (duller) than
a highly polished stone. If
outside soiling is allowed
to be excessively tracked
in (install entry matting)
and not efficiently removed
(dust mopping), this can result in surface wear at even
faster rates.
Of course, if the wear
areas are not re-polished

Floor polishing maintenance in progress for a commercial contract. Even with routine re-polishing,
eventually any floor will need honing.

routinely they may regress to such a state that
it requires some honing in
order to sufficiently flatten the surface in order to
take on a good, clear polish. Once honing becomes
involved, the project can
become more complicated
and therefore more expensive, due to issues like lippage and blending. At some

point, honing will become
necessary, especially in
commercial and heavy traffic situations.
Etching is a similar dulling problem yet it is caused
by different contributing factors. As we know,
when acidic products come
into contact with calcium-based stones (marble,
limestone, onyx, terrazzo,
etc.), a chemical reaction
takes place, which causes a
physical deterioration of the
stone’s surface at the area
of contact. The stronger
the acidic solution and the
longer it is in contact with
the surface, the greater the
damage.

© MARK ANDERSON. www.andertoons.com

Most all polished surfaces
will develop wear patterns
sooner or later, depending
on the hardness of the material. Marble, limestone and
other similar calcium-containing stones also develop
etching, especially service
areas like kitchen countertops and floors, along with
bathroom vanities and floor
areas around toilets. Even
granite countertops are subject to staining when impregnators are not reapplied
at regular intervals.

Bob Murrell

M3 Technologies

The periodic deep cleaning of stone and grout lines
should be accomplished
using Majestic Deep
Cleaner Stripper or Majestic
Intensive Stone Cleaner.
These two alkaline products
are great for removing light
wax, heavy soiling, grease
and oil. The Deep Cleaner
Stripper (which also contains an “oxy” component)
is normally sufficient, but
the Intensive Stone Cleaner
is the strongest. I suggest
a quarterly deep cleaning
in commercial applications
and annual or bi-annual
for residential. Use of a
soft-bristle brush helps treKnowing that traffic wear mendously with cleaning
and etching will hone the the grout lines.
stone and lower the polish,
For most calcium-based
we can therefore imple- materials, light wear and
ment proactive measures to etching can usually be recounter this. Specifically, paired with the Majestic
scheduling a periodic main- 5X Gold or XXX polishing
tenance program to both powders. Deep etching will
clean the grout lines (so that have to be honed prior to
soiling is not accumulated polishing. Usually, honing
and then randomly removed with a 220-grit, 400-grit,
and tracked across floor and then 800-grit is suffisurfaces) and re-polish any cient prior to polishing. If
wear areas.
dealing with a floor, then
Therefore, based on the everything depends on the
situation, it behooves us to severity of the lippage. If
promote an ongoing main- the lippage is moderate,
tenance program to our cus- feathering is more suctomers. It benefits all parties cessful. Of course there
involved and simply makes are those finicky marbles
good business sense. Deep that may require going to a
cleaning of grout lines, 1800- grit or even higher, in
re-honing and/or re-polish- certain cases.
ing, and re-impregnating
and sealing should be done
Please turn to page 18

Store entryway before and after honing and polishing. Heavy foot traffic at entrances will cause the surface to wear quickly, from extra soiling and scratching.
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“OK. Let’s go back to the stuff we said you believed
in initially and see how that works.”
Visit www.slipperyrockgazette.net for more Stone & Tile industry news

S lippery R ock G azette

Where Did
You Find that
Granite?
Continued from page 12
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Enrolling will get you a FREE T-shirt
and access to exclusive offers!
1.

Just simply text the word VIPER to the number 31996

2.

Respond YES when asked if you would like to enroll

3.

Fill out the info in the link provided

Be There,
Get the

T-Shirt!
Join the

– Or Enroll via the Web –
1.

Go to the link: https://slkt.io/oQ1

2.

Fill out the info in the field provided

3.

Check YES in the bottom box

Normal text messaging rates apply. Text “STOP” to opt out.
Text “HELP” for help. Receive up to 5 messages per month.

Get a FREE

Braxton-Bragg
Viper Nation T-Shirt

American Mist granite
from Elverson, Pennsylvania

Of course, there is more worldclass granite in the U.S. than I have
room for here, but you get the idea.
The U.S. produces granite, and
it’s beautiful granite. There are a
couple of theories that have been
mentioned over time as to why
we don’t take advantage of our
own granite more than we do. The
first one is that the U.S. does not
produce “pretty colors.” Now, it
is true that we do produce a lot of
blacks and grays, but truth be told,
we have a wide array of beautiful
colors to choose from.
Another theory that has been
floating around is that we don’t
have the infrastructure we need to
support this type of business. That
idea seems to be a bit outdated. Of
the 21 granite colors mentioned
above, 12 of them are quarried in
multiple states, by the same company. Another company has three
colors available in multiple states.
So, the United States does seem
to be catching up to its foreign
competitors.
So, when you are stocking your
yard or just buying stone for a
project, think American. We can
handle it.
Please send your thoughts on
this article to Sharon Koehler at
Sharon@asdrva.rocks.
Answers to Where Did You Find that Granite?
quiz on page 12: Volga Blue – Ukraine; Blue
Pearl – Norway; Ambrosia White – India; Baltic
Brown – Finland; Iberian White – Spain; African
Rainbow – South Africa; Pearl Aswan – Egypt;
Alaska White – Brazil (I told you it was a trick
question!) White Mist – China; and Uluru
Sunset - Australia. How many did you get?
Write and let us know!)

Únete al club de texto de Braxton-Bragg

Al inscribirte obtendrás una playera
GRATIS y acceso a ofertas exclusivas!
1.

Simplemente envíe la palabra VIBORA al número 31996

2.

Responda YES cuando se le pregunte si desea inscribirse

3.

Complete la información en el link que aparece

– O inscribirse a través del Web –

Obtenga una playera
Nación Viper gratis de Braxton-Bragg

1.

Visite el link: https://slkt.io/uCJ

2.

Complete la información en los espacios

3.

Marque SI en la caja al final

Se aplican tarifas normales de mensajes de texto. Envía un mensaje de texto con el mensaje
“STOP” para cancelar. Envía un mensaje de texto con la palabra “HELP” por ayuda. Reciba hasta
5 mensajes por mes.

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

Belknap White
Raises Bar On
Being Green
Continued from page 11

The installation of these panels
took longer than planned due to
harsh New England winters, and
rather than being completed in
February of this year, the project was finished in June. “We

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

recognized significant changes
immediately,” stated Mancini.
“We noticed our electricity consumption going down and our tax
credits coming in. Soon, we’ll be
collecting our quarterly renewable energy credits, and at that
time will be looking forward to
receiving our much-anticipated
reduced electricity bill.”
The process of adding solar
panels continues to be an ongoing

one at Belknap White. Mancini
says that a variety of factors, including geographic location, roof
design, temperature, and much
more will determine the number
of panels needed moving forward for its other locations but
“we plan to continue to harness
the power of the sun, cut our environmental footprint and create
a sustainable impact to our business and the communities where
we live and work.”

Solar panel efficiency refers to
how well any given solar panel
can convert sunlight into usable
electricity. “Apparently, it seems
that our solar panel system is
really working well,” beamed
Mancini. “We have a saying here
at Belknap White… ‘Hope for
sunny days and rainy nights’.”
The Belknap White Group is
headquartered in Mansfield, MA
For more information visit www.
BelknapWhite.com .

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Made in the USA
with US and
Foreign Parts

The Key to Organization

E

very stone fabrication shop
will end up with leftover
pieces from full slabs used
for jobs. This raises a question:
what is a shop to do with all of
their remnants?

It is important to set a plan of
action to organize the inevitable, overwhelming amount of
remnants a shop generates every
day of production before they
become an inefficient eyesore.
Organizing remnants is an underappreciated art in the industry,
especially when a shop decides
to improve their bottom line or
create potential profit tactics – or
when the issue arises of needing
you need to find some matching
material due to a broken piece of
backsplash.
Here at Solid Surface Designs,
we eventually realized the importance of a very well designed and
efficient inventory. Or, as we call
it around the company, “lean culture.” Not only in the remnant aspect of the inventory, but with full

Codiak San Herrell
Solid Surface Designs
slabs and even sinks kept in stock.
The last thing a company wants to
do is waste a great deal of time
searching for material or have a
nightmare end-of-year inventory.
Our first step is to photograph
every slab received using the
Slabsmith digital inventory system. When we fabricate sink cut
outs, we simply use blank photos
or jpegs of the sinks. Slabsmith
is efficient because it previews
the photos from our photo board
and provides options on the information we want to keep for each
unit of material being saved, such
as block numbers, job names/
numbers, thicknesses, the project
manager, a unique identification
number, and several other options to cater to your inventory.
The identification number is an
employee-generated number
given to each piece of material
to make it unique and trackable.

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

One important aspect of the identification number is that with a
full slab, you can give it its own
number, like 1023, for example.
And when slab 1023 is cut down
into a remnant, you give that remnant the same ID number and add
a -1. So each time that piece gets
cut down, it keeps getting a -1
until the piece is completely consumed or you no longer desire to
keep it. So, when a slab gets cut
into a remnant, and that remnant
is cut a couple more times, the
piece may end up having an identification number like 1023-1-1-1.
To brand each piece with its own
ID number, I recommend using
sticker labels with barcodes. You
can scan them with a hand scanner
compatible with Slabsmith. The
barcode labels can also provide
extra information on them such as
square feet, block numbers, etc.
Aside from the labeling and the
digital aspect of your inventory,
the layout of your slab storage
area is vital to ensure efficiency.
The simpler the rack layout, the
better. If you have four rows of
racks for full slabs, going left
to right, name the first rack I-A.
Name the second row of racks I-B,

Slabsmith integrates with
an industrial-rated barcode
scanner that allows you to
perform physical inventory
in hours, not days.

and so on. The, “I” stands for inside, and A through D, for example, will give you a simple, basic
layout. Do the same with your
remnant inventory, but change
the “I” to an “O” for outside. Use
a numeric sequence with the rack
spaces, and the final product of
the system should end up looking
like “1023-1-1 in O-B22.”
If your digital inventory is done
correctly, your team should be
able to walk out to a rack space
and find the material they are
seeking right away, instead of
wasting time hunting for material.
The key here is to keep it simple,
and keep it efficient.

Inventory bar code sample shows
square feet, location and ID number for this Venetian Pearl slab.

Codiak San Herrell is a native of Aurora, Missouri. He
is Warehouse Supervisor with
Solid Surface Designs, where he
serves on their safety and LEAN
committee. Codiak is CPR / AED
certified and currently working on
other certifications.

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Buck’s Big Bird

“What kind of bird are
you fixing on Thursday?” I
asked.
“A turkey,” Ruth Spencer
Hairston replied.
“Yeah, that’s what I figured. Still not going to be
adventuresome?”
“No way.”
Thus, “Uncle Buck’s
Turkey Delight” would remain dormant for yet another year.
Buck Spencer, who died
in 1980, was Ruth’s daddy.
He and my mother were
siblings. Buck would’ve
turned 101 this year, which
blows my mind, because he
was forever young-at-heart.
Century-old people are
supposed to be doddering
old croaks who chew their
gums and grumble. You’d
have to have known my
uncle to understand how
markedly he would defy
such a stereotype.
Buck Spencer was the
original good ol’ boy. Every
family needs someone just
like him. Anytime I picture
him in my mind and recall
his riotous “hee-hee-heehee” laughter as he told
stories of mischief and misadventure, I start grinning.

Sam Venable
Department of Irony

(Quick background:
Buck and my mother enjoyed a dichotomous upbringing. Because their
daddy—my grandfather, R.
R. Spencer—was an L&N
engineer stationed in the remote Campbell County outpost of Chaska, Tennessee,
their formative years were
spent in two radically different worlds. During the
school year, the family
lived in a modern house in
Knoxville. All summer and
on weekends and holidays,
their home was a converted
boxcar in Chaska. Dirt
roads, no electricity, no
running water. Nonetheless,
Mother and Buck always
remembered their Chaska
days as idyllic. They loved
the mountains and mountain people.)
It was during one of those
hillbilly stays that Buck’s
turkey tale came to fruition. I learned about it at
a Chaska railroad reunion
after Buck died.
“We were just kids,”
Raymond Sullivan told me
at the time. “Me and Buck
and Johnny Gamble were

out in the woods one day
in the fall, and Buck shot a
turkey.”
None of the boys had ever
seen a turkey in the wild, of
course. That didn’t matter.
They were going to feast.
“We took that turkey back
to the rail yard and steamed
the feathers off of it with a
hose from the engine. Then
we plucked it and dressed it
and started to cook it.”
What emanated from the
fire, however, was not a
delectable aroma. I can still
see Raymond wincing as he
told the rest of the story:
“That’s when we discovered it wasn’t a turkey. It
was a buzzard.”
Too bad there wasn’t one
of those holiday meal disaster contests back then. Buck
and the boys would’ve won
enough money to spray
Lysol from one end of
Chaska to the other.
Sam Venable is an author, entertainer, and columnist for the Knoxville
(TN) News Sentinel. He
may be reached at sam.
venable@outlook.com.

© MARK ANDERSON. www.andertoons.com

“Hold on, my friends,
to the Constitution
and to the Republic for
which it stands. Miracles
do not cluster and what
has happened once in
6,000 years, may not
happen again. Hold on
to the Constitution,
for if the American
Constitution should fail,
there will be anarchy.”
– Daniel Webster

“Obviously this pardon is a forgery. But he taught
himself to type, fashioned a presidential seal,
somehow acquired postage and put it in the mail…
You sure you want to go through with this?”

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

INTRODUCING A NEW LINE OF PRODUCTS

T

here was no question
in my mind about the
correct answer. But
just to be absolutely, positively, 100 percent certain,
I telephoned my cousin in
Auburn, Alabama, shortly
before Thanksgiving.

S lab

racks

Material Handling

S eam S etter
A-F rames

T elescoping
Forklift Boom
C lamping D olly

F abrication
S tand

C arry C lamps

F abrication T able

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
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18 | N ovember 2018

S lippery R ock G azette

Stone Restoration and
Maintenance Corner
Continued from page 14

If these situations are caught
early on, the restoration is normally fairly routine and shouldn’t
consume too much time or tooling. However, if left for too long
and if the scratching and etching
are allowed to deteriorate the surface significantly, costs can be
driven up.
That is why, as a contractor, you
definitely want to sell a proactive
maintenance system to your clients, especially after any restoration service work is performed.
First, you want to generate scheduled ongoing revenue, and second
you need to protect your original
work. It is advantageous for both
you and the client. It costs less,
when amortized, and keeps the
installation looking its best. Also,
if you ever want to retire, it helps
add value to your business.
So, you need to sell not only
the restoration project service
but the ongoing, periodic service

necessary to keep the install looking good. Also, as I have said
many times, please make sure
your clients use the products you
approve of. In fact, you could
even supply them with the correct products or at least put them
in contact with your approved
supplier.
Commercial clients will definitely benefit from a scheduled
maintenance routine, and it is to
be expected. Residential clients
can benefit as well, especially if
there is ample traffic and/or wear.
There is a residential client of a
contractor I know who has an
onyx or alabaster backlit patio
bar countertop (it is quite spectacular at night). They entertain
their friends and business associates routinely. He schedules his
tops to be done every year at the
beginning of college football season. This countertop is both very
acid- sensitive and soft (scratches
easily). Even though they have
signs posted, “no dancing on

countertops,” well, you can
image what happens.
Once you know the prescription
for a particular installation, it gets
easier with ongoing maintenance.
The next time you do it, you already know what steps to take
and which polishing products
work best. During this booming
economy, it should be a great
time to implement a scheduled
maintenance program, so don’t
delay.
As always, maintain a good
relationship with a distributor of
quality products and the technical
support to back them up. This is
a logical approach and will help
make your projects much easier.

Maintenance before…

Happy Thanksgiving to all!
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.

And after completion.

Rockheads Group Puts Metrics
Into Practice with Record
Event Attendance

T
Sell a proactive maintenance system to your clients to protect
your original work (and your good name), and to generate
scheduled, ongoing revenue.

he Rockheads Group, a
network of surfacing industry entrepreneurs dedicated
to leadership, best practices, and
financial health, recently convened at Inspiration Design Center
(IDC) in Minneapolis, Minnesota,
for its Fall 2018 member summit.
With record attendance of nearly
100 members representing 45
companies, attendees had an

opportunity to take a deep dive
into IDC’s operations through
a dynamic all-day event. The
company opened its doors for a
no-holds-barred plunge into their
operations, strategies and key performance indicators.
“Rockheads Group continues to
gain momentum in the industry
and we are proud of what we are

offering our members,” said Jon
Kaplan, Managing Partner of the
Rockheads Group. “This event
was particularly important to all
of us since we just concluded
our annual benchmark report
and it gave us an opportunity to
review national financial standards against different areas of
Inspiration’s operation.”
As part of the event, members
sat in on interactive sessions with
IDC’s human resources, finance,
fabrication, installation, sales and
marketing departments.
Please turn to page 31

© MARK ANDERSON. www.andertoons.com

“They did what?!”
Shop www.braxton-bragg.com for Stone & Tile industry products
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MSI Opens State-of-the-Art
Showroom and Distribution
Center in Phoenix

M

SI, North America’s
leading supplier of
premium
surfacing products, has announced
the opening of its enlarged
and updated showroom and
distribution center located in
Phoenix, Arizona. The new
187,000-square-foot building has
allowed MSI to more than double
its inventory to better serve not
only the growing Phoenix market,
but also the entire Grand Canyon
State.
Carefully designed with the customer experience in mind, MSI’s
Phoenix showroom boasts a spacious layout, comfortable seating
and meeting areas, and a pleasing
aesthetic design. Throughout the
space are numerous displays and
creative vignettes, which allow
visitors to get hands-on with
MSI’s products and easily envision them in their homes.
The facility features a modern

The new MSI showroom in
Phoenix has numerous displays
and vignettes placed in a spacious layout, with several meeting rooms for consultation.

5,000-square-foot showroom
complete with MSI’s full line
of porcelain and ceramic tile,
Rockmount stacked stone panels,
natural stone pavers and hundreds
of decorative mosaics and wall
tiles. Complementing the showroom is a 14,000-square-foot slab
selection area that includes over
5,500 slabs of the finest natural
stone and all Q premium natural
quartz colors. The Phoenix facility also houses MSI’s complete
line of Arterra premium porcelain
pavers, which are UV resistant
and can withstand Arizona’s high
temperatures without becoming
uncomfortably hot.
Raj Shah, president of MSI,
comments, “The demand for our

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

products in this region is particularly strong. By expanding and
upgrading the Phoenix showroom
and distribution center, we’re offering customers better service
and an even greater variety of ontrend surfaces—such as our new
Everlife Luxury Vinyl Tile (LVT)
collection.” He adds, “We’re getting phenomenal feedback about
the Phoenix location and we’ll
be opening more upgraded and
brand-new facilities in the coming
months — it’s an exciting time at
MSI.”
The Phoenix Showroom and
Distribution Center is located
at 4405 West Roosevelt Street,
Phoenix, Arizona 85043. Phone
602-393-6330 for more information, and to see samples visit the
MSI website www.msistone.com .
The 14,000 square-foot slab
selection area houses over
5,500 slabs of natural stone and
Q premium natural quartz
colors. The new distribution
center also houses MSI’s complete line of Arterra porcelain
pavers.
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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West Quartz Launches
Groundbreaking Colors

W

est Quartz has introduced three new oneof-a-kind colors that
take their inspiration from art
instead of nature. The new colors
are Candy, Licorice Stripe and
Deep North. In addition to offering 20 of the most popular current
colors at affordable prices, West
Quartz offers limited-edition
selections and small batch custom
designs.
Candy is the most colorful
quartz on the market. Like a vibrant impressionist painting, the
exciting hues of Candy will add
life to any project.
Licorice Stripe has the bold
striping of a modern art painting
combined with the excellent performance of quartz. For the customer who is interested in a veined
black and white marble, Licorice
Stripe is an artistic alternative.
Deep North is quartz inspired by
Asian landscape painting. With a
pattern like the rolling mountains,
Deep North brings a tranquil

your idea a reality.
“We have the ability to produce
custom colors in small batches
that will fit your project needs,”
CEO Jason Nottestad said.
In addition to their groundbreaking new designs, West
Quartz features a full palette of
the most popular modern colors and patterns. All colors can
be viewed at www.westquartz.
com. For pricing and availability, reach out to Joe Stang at joe@
westquartz.com.
Slabs are available in 2cm and
3cm, in the jumbo size of 126
inches x 63 inches.

a decade of production experience and decades of experience
in the hard surface industry. With
10 production lines and its own
quartz stone quarry, West Quartz
has both a large production capacity and a reliable supply of
raw materials. Stock inventory
colors are anchored by marble
colors, but the company shines
with small batch custom designs that allow more creativity.
For more information, visit the
showroom at 3520 Miller Road,
Suite 130, Garland, TX, or go
to westquartz.com, or facebook.
com/westquartz.

About West Quartz

Deep North from West Quartz features a fluid, tranquil pattern. The
company can create custom colors
in small batches.

West Quartz launched into the
U.S. market in 2017, backed by

feeling to your kitchen or bath
project.
Have a color or pattern idea
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you would like to see made into
a quartz slab for your project?
Contact West Quartz to make
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Braxton-Bragg is the only company with 3 top brands of tooling in stock

CNC
Call us today for all of your
CNC Tooling needs.

800-575-4401
The Industry’s Most Complete
CNC Offering Available.
™

BLICK

INDUSTRIES

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

W

hile browsing the slab
yard or showroom,
each type of stone
seems to possess a distinct personality. Glossy, polished granite
is the crisp tailored suit, while
marble is like flowing linen - a
little wrinkled but always in style.
And soapstone? Without a doubt,
it’s the flannel shirt of natural
stone. Soft, touchable, and always
comfortable. You can’t even walk
by a slab of soapstone without
stopping to pet it.
Soapstone enjoys a cult-like fan
base: “I love the organic-ness of
it,” writes one devotee on Houzz.
But it’s not for everyone. “I find
these photos rather sobering,”
laments another commenter after
viewing images of the patina that
soapstone can acquire.

Yes, Soapstone is Soft
“All stones have plusses and
minuses,” says Anthony Lacour
of M. Teixeira. “There’s no such
thing as a perfect surface.”
As the branch manager at M.
Teixeira’s Denver office, Lacour
has been working with this iconic
stone for a dozen years. He suggests the best way to get a feel for
soapstone’s hardness is to experience it personally. “Let people
test for themselves,” he says.
The hardness of most commercial soapstones ranges from 1
to 4, but Lacour has found that
the exact Mohs number is not as

Setting Up a Soapstone Lab

Karin Kirk

usenaturalstone.com
Photos and Charts by Karin Kirk,
Natural Stone Institute

important as just getting a sense
for it. “Use a fingernail and a key
as your hardness indicators,” he
advises.
Soapstone’s softness might be a
deal-breaker for some – it comes
down to knowing yourself and
recognizing if a scratch in the
stone is going to ruin your day, or
how long it will take you to forgive a family member who accidentally drops a frying pan on the
countertop.
But Lacour explains the upside,
“The good thing is that you can
fix it yourself.”
A fresh coat of mineral oil will
render small scratches invisible.
Larger marks can be removed
with sandpaper. Lacour recommends 120-220 grit for most
scratches; if you prefer a shinier
finish, you can follow up with
400-500 grit. Then re-oil the
surface to restore the luster, and
you’re all set.
Even a gouge is fixable - it can
be filled with a mixture of stone
chips and epoxy. This can be
tackled by a professional or by a
seasoned DIYer.
Steve Schrenk is the digital media director for Polycor,
and he’s worked with stone as a
sculptor, fabricator and designer.

Vinegar absorption test – white vinegar and diluted hydrochloric acid
were used to check soapstone’s resistance to acids. As a testament
to soapstone’s low porosity, on most of the samples the vinegar remained in a distinct bead, and didn’t soak into the stone.

Soapstone has been used for
a variety of purposes, from
heat-retaining stoves and ovens, to countertops and lab
tables, to sculpture and jewelry. The density of the stone
makes it practically impervious to staining or damage
from acids.

He describes soapstone as “very
user-friendly for self-repair,”
noting that soapstone appeals
to the type of person who “likes
to roll up their sleeves and do it
themselves.”
A Houzz commenter sums it up
best, “What I love, love, love the
most about soapstone: If you are a
DIYer at heart (or a control freak,
like I am), then the self-maintenance of the counter is just
wonderful.”

Soapstones’s Superpowers
Once you’ve come to terms
with soapstone’s softness, you
can revel in its strengths. By and
large, the stone is remarkably
resistant to staining or damage
from acids. The density of the
stone makes it practically impervious. And that smoldering casserole you left in the oven while
binge-watching Better Call Saul?
Put that right there on the stone,
thank you very much.
These superpowers were not bestowed on soapstone by any magical process. It comes down to the
properties of the minerals in soapstone. Soapstone’s primary ingredient, talc, is chemically inert,
which is why soapstone is generally unaffected by acids and alkalines. Talc is also hydrophobic,

meaning it quite literally repels
water.
The mineral magnesite is another major component of soapstone, and it has the ability to
retain heat. The properties of
magnesite allow soapstone to
work so well as an insulator or a
fireplace. The stone is capable of
absorbing heat and then slowly
radiating it off, providing the
long, sustained warmth so appreciated in cold climates. Lastly,
soapstone is a dense arrangement
of small minerals, with minimal
pore space that might allow water
to seep in. Low porosity means
that soapstone will not absorb liquids nor harbor bacteria – a perk
for the germaphobes among us.
Please turn to page 23

Table One

Mohs hardness picks are small tools with tips that are
different hardnesses. Hardness is a stone’s resistance
to being scratched. If the Mohs #3 tool can scratch the
stone, it’s softer than 3. For reference, a fingernail is
2.5 and a copper penny is 3.5.
Right: This Alpine soapstone sample contains minerals with different hardnesses. The light grey/green
area has a hardness around 1. The darker areas have
a hardness around 4.
Table & data by Karin Kirk for the Natural Stone Institute

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

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

S lippery R ock G azette

N ovember 2018 | 23

Soapstone

soapstone but can’t be easily
scratched with a pocketknife, it’s
likely serpentine rather than soapstone. Virginia Mist and Jet Mist are
granites that resemble soapstones,
but are much harder. Refer to Table
Two (page 25) and read up on how to
tell green stones apart.

Continued from page 22

Schrenk sums up the yin and
yang of soapstone: “People tend
to latch on to the scratching aspect
of soapstone,” he says. But they
may be “missing out on some of
the other aspects of the stone” that
make it so appealing.

Please turn to page 25

Soapstone’s Quirky Geology
Soapstone is an unusual type
of metamorphic rock. Most metamorphic rocks are heated and
squished versions of their former
selves. Limestone becomes marble. Sandstone turns to quartzite.
But soapstone doesn’t abide that
simple recipe. Soapstone comes
about from a series of chemical
reactions that take place deep underground. Hot groundwater carries dissolved minerals from one
rock to another, allowing a mingling of ingredients that begets
entirely new minerals. In some
cases, soapstone is a derivative
of dolomite or dolomitic marble
(like Super White). In others,
soapstone comes from ultra-deep,
ultra-dense rocks from Earth’s

mantle. In this latter case, serpentine is also formed, and hence,
soapstone and serpentine can
often be found side-by-side in a
quarry or outcrop.
Soapstone’s signature “soapiness” comes from the mineral talc.
Talc is a member of the mica family, and it’s made up of thin flakes.
The flakes are held together by a
very weak type of bond, which
allows the layers to easily slide
against each other, giving the
stone a slippery feel.
Talc is the softest mineral on
Earth, with a hardness value of
1. Soapstone always contains
some talc, but the amount varies,
and therefore so does the overall

hardness of soapstone. Stones with
high talc content are called steatite, and are useful for carving.
Commercial soapstone slabs generally have 30 to 50 percent talc, with
the remainder of the stone being
chlorite, magnesite, amphibole,
and other minerals. In general, the
lower the talc content, the greater
the hardness.
Geologically, soapstone is a family of stones rather than one specific
thing. There’s broad variation in the
types of minerals present and their
proportions. This is all the more
reason to thoroughly investigate
potential stones and to work with
reputable dealers and fabricators.
If a stone looks sort of like

Alpine soapstone contains talc, easily
scratched with a number 2 pick.

“He that is warm
for truth, and
fearless in its defense, performs
one of the duties
of a good man; he
strengthens his
own conviction,
and guards others from delusion;
but steadiness of
belief, and boldness of profession, are yet only
part of the form
of godliness.”
– Samuel Johnson

Authorized Distributor www.braxton-bragg.com

Shop www.braxton-bragg.com for Stone & Tile industry products
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BEST-SELLING
BRIDGE SAW BLADE

20%

MORE LIFE

ms !
20em
t
gmen
S

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

Natural Stone Institute Partners
with STONEX Canada

N

atural
Stone
Institute will act
as a partner of
STONEX Canada at The
Buildings Show, scheduled for November 28-30,
2018 at the Metro Toronto
Convention Centre. In
addition to exhibiting at
the show, Natural Stone
Institute will present a
seminar about natural stone
safety guidelines and training resources with collaboration from the Terrazzo
Tile & Marble Association
of Canada.
Jim Hieb, Natural Stone
Institute CEO, looks forward to this opportunity:
“We are thrilled to support
STONEX Canada. Being
present at this show creates
an important opportunity
for our association to reach
our Canadian members and

strengthen our relationship
with the Canadian natural
stone industry.”
STONEX Canada is
Canada’s first dedicated
event and educational program to the stone, terrazzo,
ceramic, and tile industries.
The Building Show brings
together leading manufacturers, importers, exporters, distributors, buyers
and building professionals
for three days in an exposition and educational
presentations. New for
2018, STONEX Canada
will be co-locating to The
Buildings Show along
with Construct Canada,

PM Expo, HomeBuilder
& Renovator Expo and
World of Concrete Toronto
Pavilion. Together, the
shows create the largest
exposition for the entire industry in Canada.
Nasser Deeb, Consultant,
STONEX Canada, stated:
“We are thrilled to have the
Natural Stone Institute exhibiting and providing their
safety education expertise
at the show.”
To register for STONEX
Canada, visit www.
thebuildingsshow.com.
Visit the Natural Stone
Institute website at www.
naturalstoneinstitute.org.

Laser Products Industries Invests
in Process Improvements to Boost
Manufacturing Capacity

IN

order to keep up
with high customer
demand while maintaining
stringent quality requirements, Laser Products
Industries (LPI) has implemented strategic processes
that have increased its manufacturing capacity by an
estimated 40 percent.
LPI created cross-functional teams and incorporated various aspects of lean
manufacturing and Kaizen,
the Japanese philosophy of
continuous improvements
as a collective whole. Each
team evaluated and identified process improvements and manufacturing
enhancements from inventory management to final
product assembly, including advanced forecasting
and streamlined production
methods.
“This is an exciting new

By creating cross-functional
teams and incorporating
aspects of lean manufacturing and Kaizen, LPI has
increased its manufacturing
capacity by 40 percent.

way of thinking for our
company,” said Erik Louis,
executive vice president
of engineering and operations for LPI. “Our new
cross-functional teams
mean that our employees
have a vested interest in
the outcome of decisions

that are made in all areas
of the company, not just
their own. It’s a very exciting time of progress and
employee involvement that
will impact every aspect of
our company’s operations
moving forward.”
According to Louis, this
collective approach has
not only increased manufacturing capacity, but
also efficiency, which has
kept production and operation costs down. “We are
proud to be able to maximize the value and rapid return on investment for our
customers.”
LPI recently made the
2018 Inc. 5000 list of the
fastest-growing private
companies in the U.S.
for the second-consecutive year with nearly 70%
sales growth over the last
three years. Visit www.
LaserProductUS.com .

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

Testing Acid Resistance

But it washed away and
left the stone unaffected.
Similarly, vinegar left no
mark whatsoever on 11 of
the 12 stones.
One stone, Stormy Black,
showed a faint etch mark
where vinegar was left puddled up for several hours,
and the hydrochloric acid
left a stippled white pattern
on the black stone when
left for an hour. This stone
appears to be somewhat

After I checked out the
hardness of the 12 soapstones, I moved on to acid
tests. I put a 10 percent
solution of hydrochloric
acid on every sample, and
also used standard white
vinegar to check for etching. I left the acids there for
at least a half hour, before
scrubbing the stones with
soap and water and inspecting them for damage.

Continued from page 23

Evaluating the
Hardness of Various
Soapstones
Soapstone really is different from most other types of
stone. And what better way
to explore this than to try a
battery of tests and see how
it performs. M. Teixeira
sells a sample kit of various soapstones to allow
customers to experience a
range of soapstone colors,
textures, and hardnesses. I
used a set of Mohs hardness
picks to get up close and
personal with the hardness
of 12 soapstones. I tried to
scratch different minerals
in the stone with picks of
various hardness values. I
also used my fingernail and
a pocketknife so that I could
compare common items
with Mohs numbers.
The results varied depending on how much talc the

Makita
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Madness!!
Makita 5˝ Grinder
Variable Speed
®

This sample of Stormy Black soapstone is slightly acid-sensetive,
as demonstrated by the light etching at top right corner.

Item # 9375

Makita 4-1/2˝ Grinder
Variable Speed
®

Item # 9377

Makita 4˝ Wet Polisher
Variable Speed
®

Table Two

Chart by Karin Kirk for the Natural Stone Institute

Stone can be
scratched with a
copper penny

Intermediate Hardness

(HARDNESS LESSS THAN 3.5)

Does the stone
etch with vinegar
or lemon juice?

The stone scratches
glass easily
— OR —
A nail / tip of knife blade
makes little or no
scratch on the stone

(HARDER THAN A PENNY,
SOFTER THAN GLASS)

(HARDNESS +6)

YES

NO

HARDNESS 3-3.5

Serpentine

HARDNESS RANGES 3-6

Granite

HARDNESS RANGES 1~3.5

1

2

SOFTER

stone contained and what
other minerals were present. While all the samples
fell into a range between 1
and 4, they were different
from one another, and even
a single stone could have
different hardness values in
different places.
A summary of soapstone
hardness is given above in
Table Two, and the stones
are arranged roughly from
softer to harder, by name,
in Table One (page 22).

3

4

5

MOHS HARDNESS SCALE

Several stones had a slight
bubbling reaction with hydrochloric acid. This is expected because soapstone
sometimes has calcite veins,
and/or it can contain magnesite, which will have a
very subtle reaction to acid.
Interestingly though, 11 of
the 12 stones showed no
damage, etching, or staining from the hydrochloric
acid, even though the acid
initially looked like it had
stained some of the stones.

Shop www.braxton-bragg.com for Makita hand tools

H
FRKEIS
A
T S!
MA

Marble

Soapstone

Item # 9001

6

Quartzite
7

8

HARDER

susceptible to acids, and
likely has more magnesite
than the other samples. The
dark color and fine texture
of Stormy Black may also
make the changes appear
more noticeable.
Aside from that, the other
11 samples looked brand
“new” (while appreciating
the fact that they are indeed
several million years old!).

Please turn to page 32

r
a
l
opu

d
n
a
m
e

p
y
B

D

Item #

Description		 OUR Price

9375

Makita ® 5˝ Grinder, 9565CV

$149.98

9377

Makita ® 4-1/2˝ Grinder, 9564CV

$149.98

9001

Makita ® 4˝ Wet Polisher, PW5001C

$299.97

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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Zaha Hadid’s Stunning
Feature Wall Shows
Masterful Craftsmanship
Continued from page 6

“The latest technologies represented
in CNC machines played a big role in
achieving this extraordinary design
and vision,” he shares.
To reduce the waste factor, the stone
was divided into custom cubic measurements to match with each stone
piece.

Installing a Zaha HadidDesigned Sculpture
The installation process took about
three weeks to complete the wall stone
pieces, which required between four
and five mechanics from Port Morris
Tile & Marble’s highly skilled union
stone craftsmen and seven weeks
to install the complete lobby stone
(floor and wall) under direct daily supervision of its staff.
“We used a classic anchoring system, as recommended by the engineer,” says Addley. “The anchors
were used around the stone pieces in
different angles and were epoxied to
the marble and bolted to the concrete
substrate wall.”
The installation sequence of the expansive and very heavy, organically
curved stone with odd and pointy
edges was the most challenging aspect
of this project. The stone was rigged
and installed in a creative, planned
process to put the wall puzzle together
and turn the project into a reality.
The design of the lobby feature wall
as a new standing landmark in New
York City represents how an inspired
vision, combined with skill and engineering, can push natural stone design
and the industry standards to new limits by the integration of the latest technological innovations.
Having the once-in-a-lifetime chance
to work on Zaha Hadid’s last designed
project was an honor for Addley

The installation process for the stone
wall took about three weeks to complete, with four to five Port Morris
Tile & Marble craftsmen working on
the project. The stone floor and walls
of the entire lobby took an additional
seven weeks to complete.

and his company. The company recently was honored for its work by
the Natural Stone Institute’s highest honor, the 2017 Grande Pinnacle
Award for Best Overall Project and a
Pinnacle Award of Excellence in the
Commercial Interior category. These
highly-coveted awards are given to
projects whose beauty, creativity, ingenuity and craftsmanship exemplify
professional mastery in the use of natural stone in commercial and residential applications.

Looking Ahead
Technology helped make this project possible, and Addley believes
we’re going to be seeing more work
pushing limits as a result.
“The stone industry is in the process
of pushing the limits of stone design
to a higher level and creating a new
realm of possibilities by integrating
the latest technology,” he says.
Working on a project designed by
Zaha Hadid might have been a personal and professional highlight for
Addley and his team, but working
with challenging projects and buildings designed by architects pushing
the boundaries is their trademark.
For those who want to get a glimpse
of Zaha Hadid’s space-age, 11-story
residential building, it can be seen
hugging New York City’s High Line.
It’s worth a step off the beaten path
to stroll through the lobby and see the
landmark and masterful craftsmanship
created using natural stone.

Left and Above: Installation in
progress on the lobby feature wall.
The stone was rigged and installed
in a creative, planned process to
put the “wall puzzle” together.
Right: A detail view of the anchor
system shows how the sections fit
together like puzzle pieces. The anchors were used around the stone
pieces in different angles and were
epoxied to the marble and bolted
to the concrete substrate wall
Shop www.braxton-bragg.com for Stone & Tile industry products

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Park Hosts “The
Maine Event” Digital
Stoneworking Expo

ark Industries’ Digital
Stoneworking Expo™ in
Portland, Maine, attracted
countertop fabricators and professionals from across North
America. This event provided
education through a shop tour,
real stories from fabricators, and
dynamic discussion on the digital
fabrication process. Fabricators
soaked up the wealth of information on maximizing profitability
and increasing efficiency.

Welcome Reception
Attendees were welcomed with
a networking reception to kick
off the DSE with hors d’oeuvres, refreshments, and lively
conversation.

ller!
#1 SPeopular
Most
it
Core B

The Portland, Maine, educational event focused on the
digital aspects of stoneworking, including a shop tour and
discussions on the past and
future of stoneworking trends.

Drills a Clean Hole, Every Time...

engaged attendees in the activity of anonymously measuring
their shop productivity and processes. The assessment begins

Why have two different core bits, when Viper Side
Protection Core Bits perform great wet or dry!

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

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

Item # Description		

Great LOW Price

7560

Viper SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1˝		

$44.95

7561

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

$47.95

7562

Viper SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/4˝		

$49.95

7563

Viper SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-3/8˝		

$54.95

Hear, Share, Learn:
DSE Highlights

7564

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

$59.95

7565

Viper SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2˝		

$64.95

The morning of the Digital
Stoneworking Expo™ opened
with a warm welcome from CoPresident Mike Schlough. He
introduced the history of Park
Industries®, laid out the objectives of the day, and he encouraged attendees to participate in
discussions to get the most out of
their DSE experience.

7566

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

$79.95

7567

Viper SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3˝		

$89.95

7568

Viper SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3-1/2˝		

$99.95

Viper Side
Protection

Dry Core Bit

The Countertop Industry:
Past. Present. Future.
Park Industries® National Sales
Manager Tony Herbst presented
on countertop industry trends. He
shared the evolution of the countertop industry and how countertop fabrication shops can take
advantage of the change for the
betterment of their shop.

Evaluating Your
Shop’s Performance
Mark Lindell, Park Sales
Representative, opened up the
discussion on shop metrics. He

the conversation on areas of
improvement.

Digital Fabrication – From
Start to Finish: Moraware,
Laser Products, Slabsmith
Attendees were walked through
the digital fabrication process
from start to finish. This included a hands-on demonstration with Moraware and Laser
Products. Hypertherm, leader in
waterjet technology while offering lowest-cost solutions, brought
fabricators up to speed with a waterjet 101 presentation.

Value of Digital Fabrication.
The Miter Difference:
Blake Wamstad, Hatton
Granite Countertops
Blake Wamstad, fifth generation owner of Hatton Granite

Shop www.braxton-bragg.com for Viper Side Protection Dry Core Bits

®

®

®

®

®

®

Call our knowledgable Customer Delight Representatives
toll-free 1-800-575-4401 to order the long-lasting
Viper® Side Protection Core Bit.

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Countertops, shared how running a fully digital operation has
allowed his shop to operate with
only four shop employees. Blake
shared specifically how mitering
has made a difference on their
business.

on maximizing productivity and
bottom-line profitability.

Embrace Technology to
Advance Your Business

Paul White Company Tour
The tour began with a welcome from Jonathon White in
the showroom and wound its way
through the shop area. Fabricators
gathered around various Park

Industries® machinery and observed the massive equipment
carve through stone with precision. The tour spurred eager questions and excited conversation

Geoffrey Gran, owner of The
Countertop Factory Midwest,
shared his personal story and how
embracing technology has helped
his business thrive. If your business evolves with the changes in
technology and equipment, you
are leading in efficiency.
Please turn to page 35

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Gecko Solid
Surface
Solutions
Continued from page 2

“Much of the time we’ve had to
submit our own safety program to
the general contractors, showing
we have a program in place. Do
you have proper cords with no
frays and GFIs? If not, they will
come and shut you down, saying
you cannot use that cord.
“Even using grinders with no
guards will get you in trouble.
So it goes much further than just
saying you’re going to do commercial work. It’s even gotten to
the point where just to do work in
a hospital, my guys had to get a
Tuberculosis test. Sometimes you
have to show drug testing. I get
that, but a TB test? Okay, I get
that, too, but that really threw me
for a loop. So there are all these
requirements, and we provide everything our guys need to do installations safely and efficiently,
including cranes in our trucks to
load our carts.”

People: The Heart and
Soul of the Company
“I think the heart and soul of our
company is its culture and what
makes us different, special and
great,” continued Augie. “I love
coming to work and love being
with my 15 employees. They are
really my friends more than anything else. If someone has a baby,
we all celebrate; if someone’s
family member passes away,
we all mourn together. We are a
tight-knit group, and every morning I literary shake everybody’s

S lippery R ock G azette
hand. They are amazing, they are
a great crew, and I don’t ever need
to go out into our shop, but I do
just do because I love being out
there. I could be running the CNC
and somebody will walk behind
me and tag me on the back and
say, ‘How’s it going?’ They know
what they are doing, they know
what needs to get done, and they
all have respect for each other,
and I love being with them.”
As for the safe-keeping of his
15 employees, safety is number
one, continued Augie. “Being
a business major, I learned that
first, it’s got to be safe; second,
it’s got to be profitable; and third,
it has to be fun. I can live without the last two, but every month
we have a safety meeting, and
I let different guys conduct it.
Everyone picks a different subject, and then we document it. We
give forklift training, we’ve had
the fire department here training
our people, and we stay very close
to our insurance company. About
a year and a half ago, we actually
did voluntary dust and noise testing with our insurance company.
It wound up helping us with our
premiums and assured us that our
dust and noise was compliant with
safe standards. We do everything
wet, so we were good.

Words of Wisdom for
Going Green
“Every eco-friendly thing we’ve
done is because I feel a social
awareness about what we are producing and consuming, and to not
consume something that we don’t
have to. So if you’re thinking
about going green, all I can say is,
‘Just do it!’ If you’re doing it because it is good for the earth and

© MARK ANDERSON. www.andertoons.com

“It was a good week. I didn’t have to deny
any wrongdoing once!”
Shop www.braxton-bragg.com for Stone & Tile industry products

its people and you want to feel
good, definitely just do it.”

A Clear & Clean Path
into the Future
“I have always tried to keep my
company just where it’s at with
no more than 20 employees. Any
more than 20, you change the dynamics and have to hire another
person to handle that many people. Fewer than 20, and one person can handle it. So about adding
more people? I don’t think so.
“As far as machinery goes, we
are really, really good with what
we have, but I say that, and the
next thing I know is that I’m at
StonExpo and see a machine and
think, ‘Wow! That’s cool!’ But do
we really need that new machine?
Not necessarily, and not since we
bought our waterjet.
“As far as expansion in the
market, we want to do more commercial work and more high-end
residential. I also want to continue
to keep our quality and expertise
to the highest standards. I think
we can always do better and don’t
like the phrase, ‘It looks good
enough for me.’ What’s important is that it’s good enough for the
client that is paying us to do this.
That’s what I’m concerned about,
and I want to make sure that the
client is happy, whether it’s an
office or a residence. We are very
much quality-oriented.
“It’s funny, but sometimes commercial work is almost frowned
on by people, thinking that anything goes and nobody cares when
it comes to quality. ‘No, no, no,’ I
say. ‘Just because it’s commercial

Above, Top: Stacks of granite remnants in the form of pavers and firepit
sections await a more useful future instead of being discarded in a landfill – all part of Gecko’s emphasis on running a green, environmentally
conscious shop.
Above: 90 percent of Gecko Solid Surface Solutions’ work is polished-edge. They rely heavily on their Sasso Flying Flat manually programmable edge polisher, and a Fab King for their routing jobs.

work, it gets the same quality as
Mrs. Jones’ kitchen.’ Thousands
of people look at our commercial
work, and it’s got to look good,
and that’s the approach we take.
We have to care, it’s leaving your
shop with your name on it, and
your client has paid good money
for it, and anything less is not
honest or ethical.
“We are also proud of the fact
that we stick to deadlines and
commitments and work very hard
to meet those. We are not the
least or most expensive, but we
are going to get the job done on
time. A lot of times, this is more
important to our clients than getting the cheapest price, and the
fact that they can open up their
dentist office or stadium on time

is more important than saving a
dollar here and there.”
Gecko Solid Surface Solutions
is a member of the Natural Stone
Institute, the local Hispanic
Chamber of Commerce and the
International Surface Fabricators
Association (ISFA), where Augie
sits on the board of directors.
Past notable projects include
the AT&T Center (home of the
Spurs), Alamodome, University
hospitals and the Methodist
Hospitals. The company also donates their services to Veterans or
Wounded Veterans.
For more information, contact
Gecko Solid Surface Solutions at
210-227-3100.

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

S lippery R ock G azette

N ovember 2018 | 29

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!

SEALING & PROTECTING
QUARTZ SURFACES
JUST GOT EASIER!

Stone Sleeve™
Fabricator’s Sleeve
Available from

800-575-4401 •

www.braxton-bragg.com

Bostik Promotes Adam Abell

B

ostik, Inc., a world
leader in adhesives and installation systems for building
construction, recently
announced that Adam
Abell has been promoted
to the position of Market
Manager, Tile and Stone
Installation Systems.
Since joining the Bostik
team in 2012, Abell has
been a Territory Sales
Manager, offering the firm’s
comprehensive ranges of
tile installation and surface
preparation products to customers throughout the Ohio
Valley.
Abell, a graduate of the
University of Kentucky,
learned the tile business
from ground up, working
at Mees Tile & Marble
in Lexington, Kentucky.
There, he started off in the
warehouse, then moved
on to contractor sales,
A&D sale, and ultimately

including Bostik’s BEST®,
TruColor ® RapidCure™
Grout and most recently,
Bosti-Set™, and we plan
on bringing even more. We
are on a quest to build our
marketshare, and we have
the product pipeline and
team to do it.”
Adam Abell, new Bostik
Market Manager for Tile
and Stone Installation
Systems

becoming branch manager. He will be relocating
from Indianapolis to the
Milwaukee area, soon to
be working out of Bostik
Americas Technology
&
Business
Center
headquarters.
“I’m excited about my
new position within the
organization,” exclaimed
Abell. “Put simply, my
job will be to ensure that
we’re driving the ‘innovation’ factor of all Bostik
products. We’ve brought so
many ‘firsts’ to the industry,

Bostik is a leading global
adhesive specialist in construction, consumer and industrial markets. For more
than a century, it has been
developing innovative adhesive solutions that are
smarter and more adaptive
to the forces that shape
daily lives. From cradle to
grave, from home to office,
Bostik’s smart adhesives
can be found everywhere.
With annual international
sales of €2 billion, the company employs 6,000 people
and has a presence in more
than 50 countries. For the
latest information, visit
www.bostik.com.

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

TENAX QUARTZ AX CLEANER

Tenax Quartz Ax Cleaner is a water-based descaling
cleaner designed specifically for use on quartz
material with a variety of finishes. Quickly and
effectively cleans and removes dirt and lime deposits
that may be present on the surface of quartz.

TENAX QUARTZ TONER PLUS

Tenax Quartz Toner Plus can be used to enhance
quartz, engineered stone and agglomerate stone.
Works as an enhancer and a premium grade sealer.

TENAX QUARTZ SHIELD

Tenax Quartz Shield is a water-based water and oil
repellent for use on quartz and engineered stone.
Provides excellent stain proof power.

Quartz Toner Plus & Quartz Shield are safe for food contact.

www.tenax4you.com

For more information about Tenax products
email: info@tenaxusa.com or call: 1-800-341-0432
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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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).

2018-2019 Classified Ad Deadlines
Issue
December 2018
January 2019
February 2019

Business Opportunities
Must Sell Before 2019! Successful
20+ year business, best offer - as
owner retiring to travel, family ties
and more... continual good earnings
and net income, 7 well-trained team
members (very hard to find, as you
know). Database of 9,000 + includes
commercial and residential and hotel,
etc. Strong name recognition and
SEO in the Metro Chicago Market;
Owner also owns bldg. that houses
the Restoration Business. Call 773844-9020 or email mike.sungloss@
gmail.com.
_____________
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.
_____________

Help Wanted
Full-Time
CAD
Draftsman.
Experience with Revit a plus. Drafting
of Shop Drawings and Fabrication
Tickets for Marble, Granite, Quartz
Natural Stone. Subcontractor specializing in Commercial and MultiFamily projects (flooring, walls and
counter tops). Group health and dental
insurance. 401 K. Office Located in
Cumming, GA. Please email resumes
to jobs@crystalmarble.com.
_____________

Stone Care
Braxton-Bragg’s Supreme Surface
Stone Care Program. Braxton-Bragg
has launched Supreme Surface Stone
Care Program for stone fabricators
who purchase their supplies directly
from us. All you have to do is let us

Ad Submission Deadline
Wednesday, October 24, 2018
Wednesday, November 21, 2018
Wednesday, December 19, 2018
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.
You will also receive a unique discount
code that is linked to your BraxtonBragg 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, please contact one
of our salesmen at 800-575-4401.
_____________

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.
®

ATTENTION Fabricators:
To discover how you can make
extra money selling this product call 800-575-4401 and ask for
details. FINALLY, Seal, Protect,
Polish, Enhance and Clean Stone
with consumer friendly Supreme
Surface Cleaners. Supreme Surface
stone care products offer the most
advanced cleaning and conditioning
technology available on the market
today. The line of products with the
exclusive ioSeal™ protectants are formulated to be more than just granite
cleaners and cleaning products for
natural stone. Using Supreme Surface
products with ioSeal™ is a daily treatment, formulated to condition as well
as improve the look and feel of your
granite countertops, quartz counters,
marble and other stone surfaces, as
well as protecting them against common issues such as stains, hard water

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

ioSeal protectants. With every use,
you will noticeably improve the feel
and reflection of granite countertops,
enhance the colors of tumbled and
honed travertine, marble and more.
Log on to www.consumerstonecare.
com.
_____________

From the Slippery Rock

May You and
Yours Have a
Safe and

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

Call For
FREE
Samples

spots, soap scum build-up and more.
Supreme Surface cleaners for natural stone are non-toxic and 100%
naturally derived. Unlike other granite cleaners and cleaning products
for natural stone, Supreme Surface
cleaners are designed to clean and
polish your stone, and then ionically
seal and protect against stains with

DEMO & CLOSEOUT
T ools and E quipment
Once They’re Gone — They’re Gone!
•1169899 Demo Stone Pro Rock Jockey with Abaco Release Clip (Half-Moon
Piece to Weld) •1551199 Demo Groves Econ Transport No Casters, 3,600 Lb.
Capacity, 4 ft. 84 x 35 x 67, 6-Straps •1793599 Demo Barranca Wet Grinder BD5000, 5 in. 10,000 RPM, 4 lb. 15 CFM •1796399 Demo Groves 6-Wheel Cart 48
x 53 in, 4,000 Lb. Capacity •1886199 Demo Omni Cubed VCA Seam Setter Pump
Kit, 2015 Automatic Seam Setter Model •1588899 Demo Raimondi Gladiator 130
Wet Saw •1590599 Demo Raimondi Zipper 105 Wet Saw, 2.2 HP

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

METAL TIP

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.

MENHIR 220
1000 X 600

• 11 KW PUMP UPGRADE
• 2.35” PER SECOND DESCENT
• 5.35” PER SECOND RETRACT
• 242 TON SPLITTING FORCE
• 51” MAXIMUM OPENING
• 39.37” BLADE LENGTH
• 22.2” SPLITTING HEIGHT
• TESTED and PRESSURES SET PRIOR TO SHIPPING

(518) 499-0602

• IN STOCK @ $154,300.00 w/MP1000, BTS & BTS

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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Rockheads Group Puts
Metrics Into Practice with
Record Event Attendance

The Slippery Rock Marketplace
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.wehausa.com
info@wehausa.com
1-877-315-4761

Continued from page 18

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

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

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

Extreme X2 Bridge Saw Blade

A

COMPLETE TERMINATOR LINE IS NOW AVAILABLE AT

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

www.braxton-bragg.com

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

Following the event, participating companies were
given the results of the financial benchmark report
exclusively produced by
the Rockhead Group to
use in analyzing their own
performance metrics. The
Rockhead Benchmark report is conducted yearly,
and members voluntarily
and confidentially share
their financial statements
to identify areas of improvement against fellow
members. The summary
of the report is available
to Rockhead Members
only and shared through a
Rockheads website portal
within www.Rockheadsusa.
com.

When Privacy is
Not an Issue

25 Years of Innovation

NOW AVAILABLE AT

The IDC team presented
their best-practice techniques for each area of their
business and asked attendees to provide recommendations for improvements
and share their own best
practices.
“Having my fellow
Rockhead members provide
completely open feedback
on how our company runs
will be fundamental for our
growth and development,”
noted Jon Ryan, owner of
Inspiration Design Center.
“It’s not every day you
get an opportunity to have
best-in-the-industry experts
analyzing your business
and offering honest, trustworthy support to you and
your management team,” he
added.
As part of the event,
Rockhead members were
also able to engage with
key Group suppliers, including Braxton-Bragg,
Laser Products Industries,
GranQuartz, Cosentino,
MSI, Baca Systems and
Marqet Group.

“We appreciate the opportunity to spend time
with our customers during
a hands-on event because
it gives us great feedback
on what their needs are
and how they’re using our
system,” Kevin Yeh from
Laser Products Industries
commented.

St. Louis man is the
new tenant of a tiny
apartment with a unique
layout — the kitchen and
bathroom are in the same Management says the new
place.
tenant loves it.
The 111-year-old buildYep. The toilet, bath- ing originally housed
tub, oven and sink are 12 luxury apartments.
all in one room. The Karabell says that around
200-square-foot (18.5-sq. the time of the Great
meter) apartment is in St. Depression, it was remade
Louis’ tony Central West into 50 small units, the
End.
studio the smallest among
The ad and photo for them.
the tiny $525-per-month
Toilet/kitchen combo
apartment appeared on aside, Karabell says the
several websites and had apartment has a lot to
people flush with excite- like, including refinished
ment. Harold Karabell of hardwood floors and new
S.F. Shannon Real Estate windows.

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

The Office of the U.S. Trade
Commission Announces Final
2018 Tariffs on Chinese Imports

T

he Office of the U.S.
Trade Representative
(USTR) released a list of
approximately $200 billion worth
of Chinese imports that will
be subject to additional tariffs,
including quartz and a range of
natural stone products in both slab
and block form, as well as flagstone and monumental building
stone.
In accordance with the direction
of President Donald Trump, the
additional tariffs will be effective
starting September 24, 2018, and
initially will be in the amount of
10 percent. Starting January 1,
2019, the level of the additional
tariffs will increase to 25 percent.
The list contains 5,745 full or
partial lines of the original 6,031
tariff lines that were on a proposed
list of Chinese imports announced
in July. Changes to the proposed
list were made after USTR and
the interagency Section 301

Committee sought and received
comments over a six-week period
and testimony during a six-day
public hearing in August. USTR
engaged in a thorough process to
examine the comments and testimony and, as a result, determined
to fully or partially remove 297
tariff lines from the original proposed list.
A formal notice of the $200
billion tariff action has been published in the Federal Register. In
the full, 194 page list a few of the
relevant tariffs to the stone industry include:
2514.00.00 Slate, whether or not
roughly trimmed or merely cut into
blocks or slabs of a rectangular
(including square) shape
2515.11.00 Marble and travertine,
crude or roughly trimmed
2515.12.10 Marble, merely cut into
blocks or slabs of a rectangular
(including square) shape
2515.12.20 Travertine, merely cut

Continued from page 25

Oiling or Waxing Enhances
the Finish of Soapstone

For more information, visit
www.ustr.gov.

Soapstone can have two distinct
looks, depending on the finish. It
can be left untreated and will attain a soft grey color and a matte
finish. Or, the surface can be oiled
or waxed, which will darken the
color and impart a satiny luster.
“You get multiple looks from the
same stone,” says Lacour.
To oil, or not to oil: that is a
frequent dilemma among soapstone owners. Light oil like mineral oil is easy to wipe on but will
fade fairly quickly. Wax (such as
Polycor’s Alberene dry wax) can
also be used as a surface treatment. It requires more effort to
apply, but it lasts longer. An oil/
wax blend strikes a happy medium between the two.
One needn’t agonize over this
decision, because it’s always reversible. Thanks to soapstone’s
density, the oil simply sits on
the surface. It doesn’t penetrate
the stone. If you change your

From amateurs to connoisseurs,
art lovers around the world
recognize The Louvre as an
art Mecca. While the Louvre’s’
structure dates back to the late
12th century, it became the museum we know today in 1793.
Next time you visit, make sure
to look for the Chassagne limestone that helped build this historical gem!

This year, Polycor purchased
four limestone quarries in the
Burgundy region and will now
make the stone available worldwide for heritage projects, modern architectural installations, and
even residential homes.
This natural French limestone
collection includes nine stones,
varied in color and character,

into blocks or slabs of a rectangular
(including square) shape
2515.20.00 Calcareous monument.
or building stone (other than marble/travertine) of specific gravity
>=2.5, and alabaster, crude, rough,
trimmed or cut blocks or slabs
2516.11.00 Granite, crude or roughly trimmed
2516.12.00 Granite, merely cut into
blocks or slabs of a rectangular
(including square) shape
2516.20.10 Sandstone, crude or
roughly trimmed
2516.20.20 Sandstone, merely cut
into blocks or slabs of a rectangular
(including square) shape
2516.90.00 Porphyry, basalt and
other monumental or building
stone (except granite/sandstone),
crude or roughly trimmed or cut
into rectangular blocks/slabs

S lippery R ock G azette
mind and decide you don’t like
the oiled look of your soapstone,
you can scrub most of it off right
away, or simply wait for it to disappear on its own.
One minor caveat to the oiled
vs. naked finish is the color of the
seams. During installation, the
epoxy in the seams will be dyed
to match the stone. But since
the color of the stone depends
on whether it’s oiled or not, you
could end up with a slight mismatch. When in doubt, savvy
soapstone owners suggest going
with a lighter color in the seams,
because the seam can be darkened
more easily than it can be made
lighter.

Best Uses for Soapstone
Around the world, soapstone
has been shaped into cooking
pots, utensils, vessels, and sculptures for thousands of years.
Soapstone’s workability made
it especially useful during the
Bronze Age, when molds were
carved out of soapstone and filled
with molten metal.
Today, soapstone is a beloved
material for wood stoves and fireplaces. Please turn to page 33

Take a Tour of France with
Polycor’s Newest French
Limestone

A

rtful, iconic, fashionable,
sacred – the Louvre, the
Eiffel Tower’s Trocadero,
the Louis Vuitton building and
Holy Trinity Cathedral are among
the most notable architectural
attractions in and around Paris.
As varied in their styles as they
are in their purposes, these landmarks are unified by one material:
French limestone.

Steven Schrenk
Polycor
For thousands of years, French
limestone has been the medium
of European artists and architects
alike for both its beauty and its
durability. But until recently, professionals outside Europe have
had little access to this beautiful
natural stone.

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

Built In 1878, The Trocadero is the
only Paris World’s Fair building
that remained in use post-event.
The limestone-clad structure went
on to house two new museums.

from creamy beige to golden
yellow, and consistent and uniform to shell inclusions and fossil
fragments.
Please turn to page 39

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Soapstone
Continued from page 32

At the Bridger Bowl ski area in
frigid Montana, a soapstone stove
is the central feature in a slopeside warming hut. The stove is
thoughtfully placed in the middle
of the room, beckoning to visitors and easing the woes of chilly
children. Once heated, the stone
gives off warmth long after the
fire goes out. Even after sitting
idle all night long, the soapstone
is still warm the next morning.
Soapstone is well known as a
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worktop in laboratories, where its
chemical inertness and heat resistance allow it to withstand all
manner of abuses.
These same traits make soapstone an enviable material in the
kitchen, where it’s commonly
used for countertops, islands,
or sinks. Unlike many types of
natural stone, soapstone cannot
be polished to a glossy shine.
Instead, it has a soft, warm glow
and rounded edges that help a
space feel comfortable rather than
A soapstone stove is a focal
point in a “warming hut” at
the Bridger Bowl ski area.

imposing. “Our kitchen looks
loved! It looks lived in! People
who eat together and tell stories
and make each other laugh and
spill their drinks live here!” writes
a fan of soapstone on Houzz.
Both Lacour and Schrenk agree
that soapstone fills a distinct
niche in the industry. Soapstone’s
grey tones and honed finish are
on-trend nowadays, but soapstone won’t ever go out of style.
While some stones draw attention
to themselves, “soapstone’s subtle colors plays well with other
elements of design,” explains
Schrenk. “It fits a 100-year-old
building or new construction,”
observes Lacour. Schrenk echoes
the same sentiment: “It’s modern
use of a traditional material.”

Alberene – Virginia’s
Soapstone quarry
Not far from Charlottesville,
Virginia sits a large soapstone
deposit and an active quarry that
dates back to 1883. Over the
years, Alberene soapstone was
destined for a variety of applications, ranging from industrial uses
of talc in tires and roof shingles,
to practical objects like sinks, bed
warmers, and griddles. Polycor

purchased the Alberene quarry
five years ago, and they’ve been
pleasantly surprised by the enduring popularity of soapstone. “It’s
surpassed everyone’s expectations,” says Schrenk. Alberene’s
most popular soapstone is called
Church Hill, literally named because of a hilltop church near the
quarry. Nowadays, the quarry
mostly produces slabs destined to
become countertops, tiles, pavers,
treads, wall caps, and fireplace inserts. “There’s a huge surge right
now, especially for countertops,”
says Schrenk.
The uptick in demand is easy to
appreciate. Alberene soapstone is
local, natural, and has “a tactile
quality” that customers are drawn
to, explains Schrenk. He finds
that once customers learn what
sets soapstone apart from other
stones, “they sing its praises.”

Is Soapstone Right for You?

customers to work with, so you
can bring pieces home and try
out your own scratching, etching, and staining tests. (Visit use
naturalstone.com to take the stone
personality quiz.)
This bit of online advice nails it:
“I’m looking forward to the aging
and patina. But it would be sad
if someone who wasn’t up for it
spent a lot of money and had their
heart broken.”
As with every material, the
more you learn about it and the
better you understand your own
needs, the easier it will be to narrow down your choices.
If you’re curious about soapstone, spend some time interacting with it and see what you think.
I found myself falling more in
love with the samples the more I
played with them. Another Houzz
commenter said it best: “To those
of you considering soapstone, do
not be afraid!”

Choosing stone is always a personal decision, but even more
so with soapstone. Only you
know your situation and squeamishness, and Lacour’s advice
to test the stone yourself rings
true. Thankfully, soapstone dealers typically provide samples for

Karin Kirk is a geologist and
science educator with over 20
years of experience and brings a
different perspective to the stone
industry. Karin is a regular contributor to usenaturalstone.com
and the Slippery Rock Gazette.

A WHOLE OTHER LEVEL OF PERFORMANCE

ZENESIS™ announces the third generation
wet/dry granite turbo blades. Advancing on the
technology that has made ZENESIS™ the best
performing bridge saw blades, the new ZENESIS™
Turbo blades outperform all other blades on the
market. The unique turbo design provides fast
and clean cuts that are virtually chip free,
reducing the clean-up time and therefore not only
saving you time when cutting but also afterward.
• New turbo design for fast clean cuts
• Cooling holes limit overheating
• Quad holes for flush cut adapters.
Now available at braxton-bragg.com

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

us.zenesistechnology.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Our Best-Selling
Pad Since 1994!

Viper set the standard for a 7-step
granite wet pad when it was introduced – and still is a fabricator
favorite today.
We’ve been told by
fabricators that the
Viper 7-Step polishing
process produces an
outstanding polish.
It’s thanks to a
higher diamond
concentration than is
typical of other pads
in this price range –
or even pads found at
higher prices.

Item # Description

Price

4˝ Viper ® Wet Polishing Pads Hook & Loop-Backed
1730

Viper 7-Step Granite Wet, 4˝ Pad, 50 Grit, Lime

$14.95

1732

Viper 7-Step Granite Wet, 4˝ Pad, 100 Grit, Red

$14.95

1734

Viper 7-Step Granite Wet, 4˝ Pad, 200 Grit, Yellow

$14.95

1736

Viper 7-Step Granite Wet, 4˝ Pad, 400 Grit, Lt. Blue

$14.95

1738

Viper 7-Step Granite Wet, 4˝ Pad, 800 Grit, Green

$14.95

1740

Viper 7-Step Granite Wet, 4˝ Pad, 1,500 Grit, Orange

$14.95

1742

Viper 7-Step Granite Wet, 4˝ Pad, 3,000 Grit, Pink

$14.95

1743

Viper 7-Step Granite Wet, 4˝ Pad Set, 50-3000 Grit

$103.95

®

®

®

®

®

®

®

®

3 and 5 inch pads also available

The Viper pad polishes fast, creates
both shine and depth, and is long
lasting.
•
•
•
•

Hook & Loop-backed for superior hold
Perfect for granite and quartz
Wet use only
Recommended at 4,000 RPM. Maximum
5,000 RPM (Minimum 2,000 RPM).

Call Braxton-Bragg
today to place
your order!

These Viper pads are produced on a computercontrolled production line that insures
consistent quality week after week, month
after month, year after year – so you never
have to worry if this shipment will be as good
as the last.
Our customers have weighed the benefits and
price, and have consistently made Viper our
best-selling wet pad.

Learn how partnering with Braxton-Bragg
can make your business even stronger.

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
Shop www.braxton-bragg.com for Viper 7-Step Polishing pads

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Park Hosts “The
Maine Event” Expo

Now Available at Braxton-Bragg

Diamut CNC Tooling

Continued from page 27

Growth with Digital Technology
Stuart Young, Stoneworks LTD.
CEO and President of Stoneworks LTD,
Stuart Young, presented about the transformation digital technology is capable of
producing. With four fabrication facility locations, Stuart is responsible for one million
square feet of manufactured countertops per
year. Stuart encourages fabricators to utilize
technology to its full potential in order to
grow production.

Panel Discussion and
Closing Reception
During the closing reception, attendees had
the chance to ask questions to the DSE presenter panel. Geoffrey Gran, Stuart Young,
Blake Wamstad, and Jonathon White drew
from their experiences to answer the questions. After attendees have toured a shop,
heard real fabricator stories, and assessed
their shop processes, the closing panel discussion is valuable for reflecting and beginning to think about future plans.

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

Learn more about Park Industries’
Digital Stoneworking expos at www.park
industries.com/events/news/digital-stone
working-expo-recap-maine-event/ .

“My definition of an
intellectual is someone who can listen
to the William Tell
Overture without
thinking of the
Lone Ranger.”
– Billy Connolly

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Select Interior Concepts Announces
Acquisition of Summit Stoneworks,
Expanding Operations in Texas

S

elect
Interior
Concepts,
Inc.
(NASDAQ: SIC), a
diversified building products and services company
focused on high-value,
high-margin home interior
products, has announced
that it has acquired substantially all of the assets
of Summit Stoneworks,
LLC. Summit Stoneworks
specializes in design center
selections and the installation of countertops, flooring, and other products for
residential and commercial applications in central
Texas.
The transaction allows
the company to expand its
operations into the highly-attractive Austin and San
Antonio, Texas markets.
The acquisition increases

the footprint of the company’s Residential Design
Services (“RDS”) subsidiary to 29 locations, including 19 design centers across
the United States.
“Summit Stoneworks
has been building a strong
business since 2006 that
provides high-quality product selection and installation services to its national
and local builder customers,” said Kendall Hoyd,
President, RDS. “We look
forward to working with the
Summit team and are very
excited by the growth opportunities this acquisition
presents for the Company.”
“We are excited to join
the RDS network,” said
Summit Stoneworks president Brandon Self. “The
partnership will allow us to
continue providing superior

service to our customers
with increased scale and
additional product lines, as
well as providing new, exciting opportunities for our
employees.”
Summit Stoneworks based
in Buda, Texas, provides
natural and engineered
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stone countertops for commercial and residential
applications. Their expert
team combines state of the
art fabrication technology
with best-in-class customer
service to set Summit apart
as the premiere countertop
provider in Central Texas.
For more information, visit
www.summitstoneworks.
com.
Select Interior Concepts,
Inc. (“SIC” and the
“Company”) has been

created as a holding company for the consolidation
and management of companies focused on interior
building products and services. Residential Design
Services and Architectural
Surfaces Group are two
wholly-owned subsidiaries
and the operating segments
of SIC. For more information visit www.select
interiorconcepts.com .
With its Headquarters
in Anaheim, California,
Residential Design Services

“Nothing makes
a man more
unpopular in the
controversies of the
present day than
an insistence
upon definition
of terms.”
– J. Gresham Machen
has been partnering with
builders since 1988, offering their homebuyers a
brilliant interior design experience, while delivering
outstanding quality, products, installations and service. RDS offers builders’
homebuyers a wide selection of finishing products
including flooring, cabinetry, wall tile and countertops, shower enclosures,
finish carpentry, hardware
and featured options. To
learn more about RDS, visit
www.resdesign.com.

Now available at
braxton-bragg.com

Shop www.braxton-bragg.com for Stone & Tile industry products
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Why Use Kanban Strategy for Fabrication Supplies?

S

Aaron J. Crowley

ome years, ago our guys
were unloading slabs from
a delivery truck out in the
parking lot when the forklift
ran out of propane. It happened
from time to time, but this time
it was a bit different…and a bit
embarrassing.

The usual flurry of activity involved in swapping tanks was
strangely absent, so I asked the
driver the status of the replacement tank, and he informed me
with the “you’re not going to believe this” look on his face that
ALL the spare tanks in the shop
were empty.
So, there they were: forklift
stalled in the parking lot, slab
dangling from the clamp, and a
sheepish-looking driver twiddling
his thumbs while someone raced
to the nearby gas station to get a
tank filled.
I’d like to say that was an isolated case of oversight, but the
truth is that before we started
implementing a key Toyota manufacturing principle, it happened
all the time. One day we’d be

“To succeed, jump as
quickly at opportunities
as you do at conclusions.”

Crowley’s Granite Concepts
Kanban: A system of storing and reordering critical
supplies avoids the waste
of last-minute purchases
and costly delays.

overnighting finger bits for the
CNC. The next day we’d be desperately calling Braxton-Bragg
to have some 30 grit polishing
pads delivered, ASAP. The day
after that we’d be racing out for
propane.
It was the epitome of waste.
The key Toyota principle that
greatly reduced this chronic problem in our company is Kanban,
which means signal.

Toyota’s version of Kanban is
a system of storing and re-ordering critical supplies, making it
possible to always have enough
supplies on hand without the excessive waste of last-minute purchases and delays or the cost of
over stocking (and loosing) excess inventory.
Step 1 is dedicating space for
storage. Whether it’s open storage racks or locking cabinets with
shelves, each supply must have a
“place” that is clearly labeled so
that costly supplies aren’t misplaced or hidden. It’s a shame
to spend $30 to overnight a $100
finger bit when you are out of finger bits. It’s a crime to spend that
money because you can’t find the
finger bits you’ve already bought

– Benjamin Franklin
(not that your tooling supplier is
going to complain).
Step 2 of the system is to decide
the minimum quantity that triggers re-ordering. This is a function of how frequently the supply
is consumed and the time between
re-order and standard delivery. If
you use five 30 grit Viper pads per
week and it takes 2-3 days to ship,
the minimum acceptable quantity
of 30 grit pads on the rack is three
before re-ordering is triggered.
Step 3 is to create a signal that
will trigger the re-order of the
supply. This is communicating
through visual cues that the minimum quantity acceptable has
been reached and that re-ordering
is necessary. For example, empty
propane tanks could be placed
outside the production manager’s
door, instead of along the wall
where they are indistinguishable
from the full tanks. When the

minimum number of full tanks is
visible along the wall, the empty
tanks are refilled before the remaining full tanks are consumed.
On the surface, Toyota’s
Kanban might appear to be an
overly simplistic system of managing the supplies that keep a
stone shop running efficiently.
But that’s the beauty of it: it is
simple enough to work in small
stone shops, and large multinational corporations alike.
And the fact that Toyota’s profits regularly exceed the combined
profits of Detroit’s big three year
after year is yet another reason to
consider Kanban for your countertop shop!

Aaron Crowley is a stone shop
owner, author, speaker, and
inventor of stone safety products. Contact Aaron by email at
aaron@fabricatorsfriend.com .

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?
Promote customer
service excellence

Engage with
industry leading
suppliers

www.rockheadsusa.com
Shop www.braxton-bragg.com for Stone & Tile industry products
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Are you compliant with 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. The 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. 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 13 FT (4
meter). 6.5 FT (2 meter) available by special order only.
ALSO AVAILABLE

Wet Dust Collection Booth Water Walls
The Filter Project Wet Dust Collection Booth Water Wall Dust collector is
an all aluminum, heavy duty, wet dust collector designed to trap 90% of
dust from Granite, Marble, Engineered Stone, Quartz, Quartzite, and other
airborne particles.
The Filter Project Water Dust Collection Booth comes with a 3 ft (1 meter) extension
enclosure that provides additional dust control and great vacuum efficiency. 6 ft
(2 meter) extension enclosures are available as options.
Filter Project Water Wall Dust Collector are available in 10 FT (3 meter) and 13 FT
(4 meter). 6.5 FT (2 meter) available by special order only.

Visit your preferred Weha distributor to purchase • more info at www.wehausa.com
Shop www.braxton-bragg.com for Stone & Tile industry products
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Take a Tour of France with
Polycor’s Newest French
Limestone
Continued from page 32

The Holy Trinity Cathedral in
Paris is a testament to the timelessness of Burgundy stone.
Built in 2016 – hundreds of
years after Massangis limestone was first used in architecture – this opulent site also
houses the Russian Orthodox
and Spiritual Centre, including
a French-Russian elementary
school, offices and apartments.
Creators, builders and big thinkers have trusted Burgundy stones
since the days of the Roman
Empire. Today, this one-of-akind stone can be found in monuments and prestigious landmarks
around the world – and with the
acquisition of four new quarries
in France, Polycor aims to further
its legacy.
Polycor debuted these historic
stones in Verona, Italy, during
Marmomac, the biggest stone
design and technology trade fair.
“Our goal is to honor Burgundy
stone’s centuries-long legacy

The Louis Vuitton Foundation
building designed by Frank Gehry
includes walkways, benches, cladding and promenades featuring
Polycor’s French limestone.
Visitors to the Louis Vuitton Foundation
pass over a French limestone promenade
to take in the stunning water feature.

in the modern age, and to show
the world why it is so unique,”
said Polycor President and CEO
Patrick Perus.
In 1878, the Palais de Trocadéro
was built in honor of the Paris
World’s Fair by architects Gabriel
Davidioud and Jules Bourdais.
They chose Massangis limestone
to do their masterpiece justice.
As the only World’s Fair building that remained in use postevent, the limestone clad structure
went on to house two new museums as of 1882.
Depending on the color, the
limestone is available in multiple finishes, including polished,
honed, split, stand blasted, flamed
and brushed. The natural stone
is suitable for interior and exterior projects from simple steps
and treads to elaborate columns,

Chassagne Beauharnais features
shell inclusions and earthy, beige
tones mixed with occasional
dashes of light blush hues which
define this limestone’s background, while sporadic crystalline veins and shell fossils add
the slightest accent to a project’s design aesthetic. Chassagne
Beauharnais is available in
honed, polished, antiqued, bush
hammered and sandblasted
finishes.

This year, Polycor purchased four limestone quarries in the Burgundy
region and will now make the stone available worldwide for heritage projects, modern architectural installations, and even residential homes.
The Holy Trinity Cathedral in Paris, France, features Burgundy limestone.

corbels and balustrades. This
French limestone is available
for projects of any scope from
large-scale architectural projects
requiring large-sized blocks and
pavers to small residential landscaping and interior countertop
installations.

Massangis Clair features fine,
sandy grains sprinkled against a
pale, creamy background – the
classic Massangis French limestone. Equally suitable in both
modern and traditional designs,
the neutral and even tone provides a uniform appearance in
any finished project. Massangis
Clair is available in honed, antiqued, bush hammered and
sandblasted finishes.

Learn more about French
Limestone and speak with a rep
by visiting Polycor’s French
Limestone site at http://french
limestone.polycor.com/.

Shop www.braxton-bragg.com for Stone & Tile industry products
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Why clutter your shop when ONE machine does it all?
HE
SEE T

VIDEAXOTON-

4100 A ppalachian W ay
K noxville , TN 37918
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The Fab King cuts sink holes, profiles edges,
drills holes, polishes back splashes, and
antiques, polishes, or hones surfaces.

MADE IN THE USA

See Fab King Specs on the Braxton-Bragg
website - www.braxton-bragg.com .
Call for equipment financing options and
a freight and installation quote.

Better Service
Better Value

5°
4
s
t
u
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s!
Miter

Call Braxton-Bragg
to order

The Husky 20 HP Direct
Drive Bridge Saw is
made in the USA of
durable, quality parts and
components, the saw uses
commonly available parts
for fast repairs, in the
event of a breakdown, that
are readily available.

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