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Eric Aldridge started 
Southern Kentucky 
Granite in a 30-by-30 

-foot building. He fondly recalls 
he opened the doors with three 
employees: me, myself, and I, dry 
cutting with a Blue Ripper hand 
saw, and shaping and polishing 
with the most basic tools.      

Eric may have worn many hats 
in those days, but it didn’t slow 
him down for long.

Eric was used to working his 
way up while picking and choos-
ing directions, operating using the 
skills he’d learned in the cabinet 
industry. 

“I started selling cabinets and 
granite countertops at the age 
of 16 in 1990, and by 2004 had 
added residential contracting to 
my services. It was these two 
businesses that were the cata-
lyst to open Southern Kentucky 
Granite in 2010, after a fabricator 
who we had always bought from 
went bankrupt. At the time, we 
didn’t know what to do or where 
we would go, but just said, ‘Hey, 
we’ve got two businesses, why 
not a third? A granite fabrication 
shop would be perfect to go with 
our cabinet shop!’” 

Eric and company are now cel-
ebrating eight years of steady 

Southern Kentucky 
Granite:  Planning 

for the Future
Peter Marcucci
Photos Courtesy Southern 
Kentucky Granite

growth in their fifth location in 
Bowling Green, Kentucky. 

The Company, the People, 
the Machines

Currently housed in a 5,000- 
square-foot building, Eric is 
always keeping his eye on the 
future, and recently purchased a 
9,000-square-foot building next 
door to grow into, at least for 
the moment. “Right now we are 
looking at land to purchase to put 
our company all under one roof 
in a 20,000-square-foot building. 
Hopefully, that will hold us; or 
maybe not, I’m hoping.” 

   
According to Eric, it wasn’t just 

one big thing that’s responsible 
for the continued growth. It is 
two: tracking costs and automa-
tion, he explained. 

“A year and a half ago, we were 
going like gangbusters! There 
were more jobs coming in and 
going out than ever! Things were 
just phenomenal... or so I thought. 

Please turn to page 2

Southern Kentucky Granite shop 
and slab storage yard.

The Southern Kentucky Granite showroom is all about educating the customer. All slabs are priced 
per-foot, and generically priced out as a 45-square-foot kitchen for easy comparison.

WF Meyers: Reinventing After 130 Years
Alex Barnes Turns Fifth-Generation Family Business Around

The professionals at WF Meyers are experts 
on diamond tooling, quarrying and slab-
bing equipment, and more. And with 130 

years of history behind them, why shouldn’t they 
be? Started in 1888 in Long Island City, New 
York, the company moved to Bedford, Indiana, in 
1911, and they’ve been at home there ever since.

But the recession hit WF Meyers hard, and old 
problems compounded the issue. Who better to 
“right the ship” than a member of the WF Meyers 
founding family? Alex Barnes, the fifth generation 
of the WF Meyers family and now president of 
the company, stepped up to the plate and made 
changes that saved the family legacy.

Accepting the Challenge
WF Meyers was founded by Barnes’ 

great-grandfather on his mother’s side. He grew 
up in and around the family business, working 
there during the summers. But he never intended 
to make WF Meyers his career. 

Barnes got his undergraduate degree from Notre 
Dame, taught middle school for three years, and 
earned an MBA from the University of Colorado. 
After that, he didn’t have a new job lined up, so he 
came to WF Meyers to help out.

“I went to looking around and thought, ‘I just 
spent two years learning how to run a business. I 
think I can do some good with that. I can help my 
folks turn things around. There is a lot of oppor-
tunity for improvement here.’” he said. “I like a 
challenge. I like a turnaround.”

Barnes came on board full time in 2011 and 
took a hard look at methods and processes. Some 
of them, he said, were outdated. He looked for ef-
ficiencies and ways to modernize.

“We started with improving the physical layout 
of the plant. We consolidated two buildings into 
one. I mapped the flow of our parts through the 
shop and cut the distance that parts travel by half, 
maybe more,” he said. 

Barnes brought new systems and equipment into 
the office and manufacturing sides of WF Meyers.

“I’m pretty excited about the new functionality 
of the new CNC Lathe, and things we can do with 
this piece of equipment. It gives us more control 
over the tools we make,” he said. 

Please turn to page 3

Shannon Carey
Photos Courtesy WF Meyers
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Southern Kentucky 
Granite

“Production was five weeks out 
and we were selling lots of stuff, 
but I wasn’t watching the bot-
tom line because we didn’t have 
a system in place to track prof-
its. However, that changed with 
the help of a career coach who 
pointed out that I was doing all 
this work, but not making money. 

“With her help and a track-
ing system put in place, we now 
work four 10-hour shifts and get 
out 700 square feet per week, in 
less time. The employees are hap-
pier because they have three-day 

of what we do. This has got to 
be redone,’ and they’ll just say, 
‘Okay.’ 

“I’ve also preached to them 
to act like they own the place, 
and they won’t hesitate to step 
up even if it means staying late, 
coming in early or fixing what’s 
wrong. I’ve empowered them 
to own up to their mistakes and 
simply tell me what happened. 
I’ll then simply ask one question: 
‘What have you learned?’ That’s 
all I care about, and that’s big! 
Without them we wouldn’t be 
here. Each one of them is like a 
part of the body, and without all 
of us working together, we are not 
getting anywhere.”  

Safety and Solving the 
Problem of Waste

Eric recently purchased a 
Tomahawk Stone Splitter from 
Braxton-Bragg and was quick to 
explain it was a good fit. “Now, 

Continued from page 1

weekends, and I know where 
production is every day. As an 
owner, you need to know exactly 
what’s going on.” 

As for automation, a Donatoni 
Jet CNC Saw and an Intermac 
Master 38 CNC has helped the 
company reduce their waste, 
which has helped their prof-
itability, continued Eric. “We 
purchased the Donatoni and the 
Intermac in October 2016. It was 
an exciting time because I was fi-
nally being freed as an owner. If 

Above, Left: Four full-time fab-
ricators and three dedicated 
installers form the backbone of 
Southern Kentucky Granite’s 
production line.

Left: Add in a Donatoni Sawjet 
625 CNC bridge saw and an 
Intermac Master 38.3 CNC 
Router and they are prepared 
for any job that comes along.

The Tomahawk Stone Splitter from Braxton-Bragg helps Southern 
Kentucky Granite produce material for backsplashes, fire pits and 
more. Any waste stone larger than six inches in width is recycled 
and used as a resource to generate additional revenue. Says owner 
Eric Aldridge,“I’ve taken material that was going into the trash and 
created something that has value.” 

we could cut three slabs per day 
on our old bridge saw, we were 
doing really well. Now, it’s not 
uncommon to run through nine 
slabs per day. 

“Additionally, we used to print 
out vinyl templates using coor-
dinates from our Laser Products 
LT55 and lay them on the slab, 
much like a seamstress would 
lay her pattern out. So we were 
digital from the customer to the 
shop, but then antiquated in tem-
plate layout. Once we got the 
Intermac and the Donatoni, the 
Laser Products LT55 integrated 
perfectly. Templates can now be 
emailed to the shop, and we can 
sometimes have the job com-
pletely cut out before the tem-
plate man gets back at the end 
of the day. That said, we still to 
do 80 percent of fabrication by 
hand. This is by choice, because 
we like to roll our edges and step 
it up from the way our competi-
tion does it. We have, however, 
recently purchased Diamut CNC 
tooling from Braxton-Bragg that 
produces what we used to do by 
hand, and we are able to use the 
Intermac more.” 

  
 Counting Eric, there are 10 full-

time personnel, including  an of-
fice manger /sales associate, three 
installers, four fabricators and one 
shop person who helps with mak-
ing and installing cabinets.

“I have an outstanding group 
of folks,” Eric continued. “What 
never ceases to amaze me is their 
pride in what they do. They also 
take constructive criticism well, 
especially when I walk in and see 
something wrong and say, ‘Guys, 
this does not fit into the standards 

when I am programming slabs, 
any waste that is at least six 
inches in width, I save for shower 
curbs and backsplashes, using 
the Tomahawk. I’ve taken mate-
rial that was going into the trash 
and created something that has 
value. We’ve actually picked up 
two builders who were tired of 
another fabricator who had a hard 
time getting them their stuff. We 
can also cut stone for fire pits, 
because the latest version of the 
Tomahawk comes with an angle 
cutter.” 

Eric admitted that they used to 
be one of those shops that did ev-
erything dry, in the old days when 
opening up the door and putting 
a fan in the shop to blow out the 
dust was satisfactory. 

But these days, he said, if you’re 
caught doing something dry, it’s a 
big issue, and for good reason. 

Please turn to page 28
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WF Meyers: Reinventing 
After 130 Years

He also reached out for 
help, bringing on a part-
time vice president of sales 
and a part-time chief finan-
cial officer as consultants.

“They do great work 
for us,” he said. “I’ve got 
these guys to lean on. 
They’ve got 30-plus years 
of experience.”

Another resource for 
Barnes has been joining 
a peer-mentoring group, 
“which I would recommend 
to anybody who’s running 
a business,” he said. “It’s 
been refreshing to me to 
just be able to bounce some-
thing off somebody in a dif-
ferent industry. It took me 
a couple of years to realize 
how much I didn’t know.”

Fixing Problematic 
Products

Developed and patented 
in the 1980s, WF Meyers’ 
quarrying system is widely 

used in limestone quarry-
ing, and an updated belt has 
made the system stronger 
and easier to manufacture.

But Barnes said an 
equally well known WF 
Meyers product is the com-
pany’s slabbing system, 
“but maybe not always in 
a good way.” The system’s 
belts had a tendency to 
twist, “and that has been a 
problem ever since the tech-
nology came out in the late 
‘80s, early ‘90s,” he said.

But under Barnes’ lead-
ership, the company has 
proactively addressed the 
problem, throwing out the 
old belt design and starting 
from scratch.

“To come up with it was 
kind of an interesting pro-
cess,” he said. “We batted 
around ideas in-house. We 
don’t have an R&D team, 
but we have a draftsman. 
We sat down and said, 
‘Look, let’s get serious 

about making this product 
work.’ We went from one 
cable to a multi-cable de-
sign. When it was time to 
test it, we partnered with 
five local mills and gave 
them belts to try on the con-
dition that they give some 
feedback, and it went great. 
After we had five belts run-
ning and people seeing bet-
ter performance than in the 
past, we rolled them out as 
a product.

“It’s worked great so far. 
We’re getting great reviews 
from customers. Things are 
looking up from what was a 
problem product line for us. 
Public perception was that 
our belts were one of our 
weaker product lines, but I 
think slowly, as people are 
willing to trust us, they’re 
seeing some benefits to 
doing so.”

New Product Lines
While they’re busy im-

proving old products, WF 
Meyers is also rolling out 
new offerings. 

Barnes said one of WF 
Meyers’ “up and coming 
product lines” is polycrys-
talline diamond tools for 
CNC machines.

Alex Barnes, WF 
Meyers president, has 
made great strides in 
updating the company.

Polycrystalline diamond (PCD) CNC tooling is just one of 
the new product lines WF Meyers has developed.

Continued from page 1
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Get a Handle on it!

Makita®  5˝ Grinder 
Variable Speed

Item # 9375
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Variable Speed
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 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 
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Variable Speed

Item # 9377
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Tested | Verifi ed | Accredited
#GETTHESEAL 

Take the Accreditation Exam
This session will include a brief overview of the Natural Stone Institute’s Accreditation Program 

and an opportunity to take the written exam component for earning accreditation. 
This is an abbreviated exam-only version of the full-day class offered in previous years.

Email gettheseal@naturalstoneinstute.org for more information.

Photo courtesy Coldspring.

Natural Stone Institute members - $99
(application on fi le)

Natural Stone Institute members - $199
(includes accreditation application – a $250 value)

Non-Natural Stone Institute members - $350

Monday, January 21, 2018 • Noon-5pm
Coral A • TISE 2019 • Las Vegas, NV

Register online at www.naturalstoneinstitute.org/TISE19EXAM

Training & Education

that every role can benefit 
from finding talents and 
traits that lead to natural 
performance. Some man-
agers make the mistake of 
believing some roles are 
too menial to require this 
kind of thinking.

Housekeeping in hotels 
was an example examined. 
Of course the tasks them-
selves are not difficult 
for someone to learn, and 
some will view these roles 
as undesirable. But when 
the data was followed 
based on customer satis-
faction and efficiencies, 
they discovered that there 
were exceptional house-
keepers. In fact, they not 
only produced exceptional 
results, they took pride 
and enjoyed this work. 
Wanting to learn why, they 
discovered the exceptional 
housekeepers had a strong 
sense of family and em-
pathy for travelers among 
other traits. They learned 
that most had developed 
routines to test a room 
before they left it the way 
a weary traveler would. 
Laying on the bed, turning 
on the fan, and using the 
remote, they discovered 
and resolved issues with-
out being asked to do so. 

As silly as this example 
may seem, it highlights 
that people who have a 
natural fit to their role will 
deliver in unscripted ways. 
They perform at a higher 
level without the need for 
much, if any, supervision. 

This is a Talent Agency?
The Best Business Owners Know  
They Are in the Talent Business

Please turn to page 8

Dave Oakley
President, DOC Inc.AT the end of 

Ed Hill’s 
“Murphy 

Lives” article (September 
SRG), I shared some of 
my insights on how a 
leader’s approach was 
even more important than 
the tools we use to solve 
them. I’m a big fan of 
taking lessons from solid 
research and putting them 
in play to help businesses 
thrive. Among my favor-
ites is the work done by 
Jim Collins in his book 
Good to Great.

In this study, Jim and his 
team compared companies 
side by side, in the same 
time period, to understand 
why one was average and 
remained so, while their 
competitor was able to be-
come great and sustain it 
for at least 15 years. 

Right from the start, 
the leaders of the Good 
to Great companies put 
“who” questions before 
“what” questions. They 
understood getting “the 
right people in the right 
roles” was more import-
ant than establishing mis-
sion and vision. Of course, 
most of the approaches I 
see are the latter. 

The definition of “the 
right people” for the Good 
to Great companies was 
also different. They knew 
the right person is more 
about talent and character 
than knowledge, skill and 
experience. Of course, 
when all are present, we 
have an outstanding fit. 

But most businesses select 
people based on knowl-
edge, skill and experience. 
It’s vital to understand that 
knowledge, skill and expe-
rience can each be taught or 
acquired. Talent and char-
acter are powerful things 
that cannot be taught, they 
are more of “who the person 
is,” than “what they know.” 

Why does this matter so 
much to a business? Well, 
the Good to Great compa-
nies excelled because they 
looked to match people 
ideally in roles they fit to a 
high level based on talent. 
They understood sweating 
character helped them have 
a culture with great cama-
raderie without having to 
convince people to work 
together.

Key to this thinking was 
that talents aren’t rare and 
special, reserved for “actors 
and athletes”, but that ev-
eryone has them. The best 
businesses also understand Please turn to page 8

Training & Education
Natural Stone Academy

There’s a new resource from the 
Natural Stone Institute designed 
especially to educate architects and 

designers in the use and specification of 
natural stone as a building material. The 
Natural Stone Academy is an eight-hour 
Natural Stone CEU course. Architects and 
designers who complete all eight hours 
receive a Natural Stone Academy badge 
for their online profiles. 

In addition to eight hours of courses, the 
Natural Stone Academy has resource links 
for architects and designers. Resources 
include:
• Natural Stone Resource Library
• Sample Specification Language
• CEU courses currently on the Natural 
Stone University
• List of Natural Stone Institute CEU 
providers
• List of Natural Stone Institute Accredited 
Fabricators and Installers

 
Since the Natural Stone Academy opened 

on September 1, 2018, architects and de-
signers have taken over 1,300 courses. 

The Natural Stone Academy is a small 

part of the Natural Stone Institute’s ed-
ucation strategy for the Architecture and 
Design community.  The Natural Stone 
Institute’s goal is to provide correct infor-
mation to architects and designers before 
specifications are written. This ensures a 
successful project as specifications will 
account for suitable material, correct fab-
rication and proper installation.

 
Natural Stone Institute efforts to inform 

the Architecture and Design community 
include:
• Providing an open-source Natural 
Stone Resource Library with selection 
and installations standards ( www.natural 
stoneinstitute.org/resourcelibrary/ )
• Creating a CEU Program where mem-
bers speak to architects and designers 
about stone specifications ( www.natural 
stoneinstitute.org/programs/ceu )
• Creating a plan for outreach to architec-
ture and design schools in order to speak 
with students before they start writing 
project specifications. 

To visit the Natural Stone Academy, 
please go to www.naturalstoneinstitute.
org/academy .
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TRADEMARK UNIVERSAL STONE

• 

• 

• 

• 

• 

• 

finds the perfect
ROBOTIC
solutions

It took time to find the right fit, 
but Trademark Universal Stone 
has transformed its fabrication 
capabilities using state-of-the-art 
robotics technology. 

Founded in Louisville, Kentucky, in 
2009, Trademark quickly became 
one of the largest stone fabricators 
in the area. Business grew at such 
a fast pace in recent years that the 
fabrication shop simply couldn’t cut 
stone fast enough. 

Owner Henry 
Berroa started 
looking for 
technological 
solutions to 
help keep up 
with demand. 
After a false 
start with a stone fabrication robot 
from a competing manufacturer, 
the company bought a BACA 
Robo SawJet in 2017. Since being 
installed, the RoboSawJet has 
doubled Trademark’s production 
capacity.

“We’re cutting so fast that we were 
able to reduce overtime and increase 
output,” Berroa said. “We’re putting 
out about 1,000 square feet per day 

with one shift. We have more install 
crews now and are generating more 
income. Our company has pretty 
much doubled.”

The Robo SawJet incorporates a 
precision KUKA Robotics industrial 
robot. Equipped with a high-pressure 
abrasive waterjet and a 26HP direct-
drive saw, it can cut a standard 
40-square-foot kitchen countertop 
with sink hole from a slab within 15-
18 minutes. This is half the time of 
other machines. 

Not All Robots Are The Same

The Robo SawJet was not Trademark 
Universal Stone’s first foray into 
the world of stone fabrication 
automation. 
Before investing 
in the BACA 
Robo SawJet, 
the company 
had actually 
bought a robot 
from another 
manufacturer.

“We decided to purchase a 
Northwood Robotic SawJet,” Berroa 
said. “After we had that machine for 
9 months, we saw that it couldn’t 
keep up with our workload, either.”

Berroa quickly learned that not 
all robotics solutions are created 
equally. “There were a lot of 
software and reliability issues with 
the original robot where we couldn’t 
keep the machine running,” he said. 

“The machine would just stop on us 
without finishing all of the cuts. We 
then had to pick up a teach pendant, 
and manually move the robot back 
to a safe position before re-running 
the job from the beginning. There 
was a lot of stuff we had to cut by 
hand even after running it on the 
machine.”

Stellar Customer Service

BACA also offers world-class 
customer service, Berroa said. “It’s so 
fast and so prompt that it feels like 
they are right here with us. I’ve never 
seen customer service like that. It’s 
not next day. It’s same day.”

If Trademark Universal Stone 
encounters any issues with the 
Robo SawJet, they don’t have to 
wait for a technician to make a trip 

out to their facility to inspect it. 
BACA technicians can remotely log 
on to the Robo SawJet’s onboard 
computer to diagnose any problems 
encountered during its operation.

Future Plans 

If Trademark Universal Stone had 
any need for another sawjet, Berroa 
said he’d certainly buy another 
BACA. “I would in a heartbeat. No 
question.”

Before buying the Robo SawJet, 
Berroa said he had been consulting 
with an architect to lay out the 
Trademark Universal Stone 
fabrication facility to accommodate 
additional sawjets to try to boost 
production. “We felt we needed 
more robots, when in actuality we 
just needed the right robot,” he said.

  We’re cutting 
so fast that we 
were able to 
reduce overtime 
and increase 
output.  

  I’ve never seen 
customer service 
like that. It’s not 
next day. It’s same 
day.  
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Accreditation Webinars Now 
Available on Demand from NSI

Bart Bettiga Receives NTCA 
Ring of Honor Award

A three-part webinar 
series designed to 
help companies 

prepare for earning their 
Natural Stone Institute 
Accreditation is now avail-
able on demand in the 
Natural Stone University. 
All webinars can be found 
at www.naturalstoneinsti-
tute.org/AccredWebinars. 

Natural Stone Institute 
Accreditation Program 

Overview
This session includes a 

holistic overview of the 
Natural Stone Institute 
Accreditation Program, in-
cluding its history and how 
the program has improved 
industry standards. Review 
the three accreditation des-
ignations, standards for 
each, and how to start the 
accreditation process. 

Five Steps to Natural 
Stone Institute 
Accreditation

This session includes an 
in-depth discussion about 
each step of the accredita-
tion process. Learn how to 
prepare, gather and com-
plete each of the steps to 
earn accreditation. Review 
what evaluators are look-
ing for during the OSHA 
voluntary visit, document 
review stage and site visit. 

Preparing for the 
Accreditation Exam
Learn tips and get ad-

vice from people who 
have taken and passed 

the accreditation exam. 
Discuss how the test was 
compiled and learn what 
resources are available 
to you as you prepare to 
take the exam. Webinar 
includes study guides, 
sample test questions, and 
test-taking strategies to 
help you pass the exam. 

Companies planning 
to take the Accreditation 
Exam at StonExpo/
Marmomac at TISE 
should complete these 
webinars in prepara-
tion for the exam. The 
Accreditation Exam ses-
sion at TISE, scheduled 
for Monday, January 21, 
noon to 5 p.m., will in-
clude a brief overview 
of the Accreditation 
Program and an oppor-
tunity to take the written 
accreditation exam. This 
is an abbreviated, ex-
am-only version of the 

full-day class offered in 
previous years. To register 
for this session, please visit 
www.naturalstoneinstitute.
org/TISE19EXAM. 

The Natural Stone 
Institute is a trade as-
sociation representing 
every aspect of the natural 
stone industry. The cur-
rent membership exceeds 
2,000 members in over 50 
nations. The association 
offers a wide array of tech-
nical and training resources, 
professional development 
opportunities, regulatory 
advocacy, and networking 
events. Two prominent pub-
lications—the Dimension 
Stone Design Manual and 
Building Stone Magazine—
raise awareness within the 
natural stone industry and 
in the design community for 
best practices and uses of 
natural stone. Learn more at 
www.naturalstoneinstitute.

Training & Education

EASY AS 1, 2, 3!

Lowering Costs Extending Careers 

TM

Increase Profits with
Lower Install Costs

CONTACT US TODAY!   503.212.4034

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

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

Get Started with No Lift Today!

www.NoLiftSystem.com      503.212.4034      Sales@NoLiftSystem.com

WATCH VIDEOS ONLINE AT
www.NoLiftSystem.com

Please turn to page 9

Ba r t  B e t t i g a , 
Executive Director 
of the National Tile 

Contractors Association 
(NTCA), has been chosen 
to be the 2018 recipient of 
the NTCA Ring of Honor 
Award.

The NTCA Ring of Honor 
Award is a lifetime achieve-
ment award that recognizes 
NTCA contractors and as-
sociate members whose 
efforts have helped grow 
the association and assisted 
in achieving its objectives. 
Recipients are chosen by 
NTCA executive officers. 

Martin Brookes, president 
of Heritage Marble & Tile 
Inc. and second vice pres-
ident of the NTCA Board 
of Directors, said Bettiga 
was chosen because of his 
dedication to the tile indus-
try and the tile installation 
trade. “Bart has demon-
strated both leadership 

and friendship that has ad-
vanced the NTCA into a 
world-class trade associa-
tion. His relentless energy 
and passion for the tile and 
stone trade is remarkable 
and he is a true asset to the 
industry.”

Bettiga has been NTCA’s 
Executive Director since 
2002 and also serves as 
publisher of its publication, 
TileLetter. Having over 30 
years of experience in the 

tile and stone industry, he is 
also a well-known speaker 
and author on the distribu-
tion and installation of ce-
ramic tile and natural stone. 
During his tenure at the 
NTCA, the association has 
gained over 1,000 members.

“He [Bettiga] has grown 
the NTCA to an incredible 
size, most importantly in 
value to the membership,” 
said John Cox, president of 
Cox Tile, Inc. and NTCA 
Board Advisor. “Joe Tarver 
took the NTCA to one level 
and Bart has certainly taken 
it to heights well beyond 
anyone’s expectations.”

Jim Olson, assistant exec-
utive director of the NTCA 
emphasized how Bettiga’s 
leadership style and for-
ward-thinking have been 
integral to the growth of the 
association over the last 16 
years. 

Please turn to page 9

“One of the most glorious messes in the world 
is the mess created in the living room on 

Christmas day. Don’t clean it up too quickly.” 
– Andy Rooney  – American writer, producer, humorist

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

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


8 |  December 2018 Slippery rock Gazette

Are You Ready for a Raise?
Sharon Koehler
Artistic Stone DesignThe New Year (which is 

just a few short weeks 
away) is always a time of 

hopes, dreams and more impor-
tantly, resolutions. Exercise more, 
spend more time with family, 
weigh less, get a better job, stop 
smoking, move to a better neigh-
borhood, take more vacations, 
improve yourself, make more 
money, learn a new skill, go back 
to school, save more money, etc. 
The resolutions fly through your 
head so fast, it’s easy to lose track.

If your resolutions include mak-
ing more money, congratulations. 
There is absolutely nothing wrong 
with wanting a raise to help build 
a better life for you and your fam-
ily. Once you make the decision 
to ask for a raise, do some home-
work. Do some online research 
to determine what sort of pay 
rate your job calls for with your 
experience, in your geographical 
area. The “in your geographical 
area” part is important. A person 
in Buffalo, New York, doing the 
same job may make more, but the 
cost of living is much higher than 
if you live in Dawson, Nebraska. 
Experience is a big consideration 
as well. You can’t expect to make 
the same as someone with 10 
years experience, if you only have 
two years experience in the trade. 
Websites like Salary.com can be a 
big help with info, tips and hints.

After you have done that, don’t 
just walk into your boss’ office 
and say you want a raise. Make 
an appointment or ask for a 
meeting. Your nerves may want 
you to barge in and “get it over 
with,” but catching your boss off 
guard or at a bad time is not the 
best way to get what you want. 
Remember, asking for a raise 
is a perfectly normal event that 
happens in businesses around the 
world every day. 

Know the appropriate time to 
ask for a raise. If it has been less 
than a year since your last increase 
and your job hasn’t changed, then 
wait out your time until it has 
been a year. If your company has 
seasonal work issues such as slow 
during the holidays, but busting at 
the seams at tax return time, then 
don’t ask during the holidays. 
Ask during the busy times when 
the company bank account is full 
and times are good. If your com-
pany has recently suffered a big 
financial loss such as a large un-
expected tax bill, a lawsuit payout 
or partner split, or a big capital 
expense like a new machine, wait 
for a better time to ask. If your 
boss is sick, in a bad mood or 
going through something personal 

This is a Talent Agency?

When given what they need to 
perform at their own high stan-
dards, they are naturally more 
engaged than someone who is 
just performing at a task level. 
A sign that someone has excep-
tional fit is when they learn tasks 
at a rapid rate. In fact, these natu-
rals will often be the best trainers 
or mentors in their roles.

Take the more direct example 
of installers who perform the 
work to complete a home re-
model. Many can perform the 
mechanics of the job to an ac-
ceptable level. The great ones 
understand that we are entering 
someone’s home and enhancing 
an area that will be used more 
than others. We can try to script 
every scenario and make a pol-
icy or procedure to ensure that 
customers are satisfied and feel 
valued. The best in this role pos-
sess the demeanor and service 
mindset to recognize and head 
off situations we never thought 
of. They won’t need someone to 
inspect the quality of their work. 
They won’t need a checklist to 
tell them not to leave behind 
trash from the job. “Who they 
are” won’t allow them to accept 
that kind of result. 

On the other side of the coin, 
there are plenty of folks who 
can perform the mechanics of 
the work without the “gift work” 
that “the best” bring to every job. 

Becoming a great business re-
quires that we develop this kind 
of understanding and respect for 
each and every role. We must be-
come more adept at finding and 
studying the best and uncovering 
the talents that we need. Hiring 

Continued from page 5

new people then requires a new 
way of evaluating people to en-
sure that we hold out for excep-
tional fit. 

This shift takes time and effort, 
but the rewards are very real. 
Leaders not only see the perfor-
mance show up in the business 
metrics, they find themselves 
less involved in the mechanics of 
the work itself. Engagement be-
comes a natural result of people 
taking pride in what they do best. 
There is usually an opportunity 
to capture growth because work 
is being done with less effort.

When a business goes through 
this cycle, the caution they must 
exercise is to understand that a 
great company can only grow 
at the rate it can hire the right 
talent. If we attempt to capture 
demand and compromise on our 
new hiring discipline, we will 
begin the fall back to mediocrity. 

So, my advice to leaders is that 
whatever business you think you 
are in, to be great, you must be in 
the talent business. 

To learn more about taking 
your business from “good to 
great” contact Dave Oakley di-
rectly at daveoakley@att.net .

For more information on 
Synchronous Flow, contact Ed 
Hill at Synchronous Solutions,   
www.SynchronousSolutions.
com .

Salary.com is a gateway website 
full of good information and tools 
to compare regional differences in 
salaries. Searching by stone fabri-
cation as occupation returns some 
interesting results.“I’m the ghost of Christmas starting too early.”

such as a death or illness in the 
family, postpone your meeting 
and wait a bit. Timing, as they 
say, is everything. 

Use Natural Stone Website 
Reaches 100 Articles Milestone

Natural Stone Institute 
is pleased to announce 
that there are currently 

over 100 articles available on use 
naturalstone.org. 

Articles on Use Natural Stone 
cover a wide range of topics re-
lated to all aspects of the natural 
stone industry, from geology, 
quarrying, and stone selection 
to fabrication, installation, and 
maintenance. Articles on the site 
can be searched via keyword and 
are divided into three categories: 
Living with Stone, Working with 
Stone, and Inspired by Stone. 

Each article is meant to answer 

the question: “Why use natural 
stone?” The goal of www.use 
naturalstone.org is to educate and 
inspire consumers, specifiers and 
industry professionals to choose 
genuine natural stone. Stone com-
panies are encouraged to share 
articles with clients and employ-
ees. Articles can easily be shared 
via social media and in company 
newsletters.

To learn more about Use Natural 
Stone and how your company can 
get involved by providing pho-
tography or story ideas, please 
email networking@naturalstone 
institute.org. 

The Natural Stone Institute is 
a trade association representing 
every aspect of the natural stone 
industry. The current membership 
exceeds 2,000 members in over 
50 nations. The association of-
fers a wide array of technical and 
training resources, professional 
development opportunities, reg-
ulatory advocacy and networking 
events. Learn more at www.natu-
ralstoneinstitute.org.

Please turn to page 10
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Continued from page 7

Braxton-Bragg Expands West Coast 
Presence with Joe Torres,  

New Regional Sales Manager

After many years of 
emphasis on inside 
sales, Braxton-Bragg 

is beefing up outside sales by 
naming Joe Torres as West Coast 
Regional Sales Manager, fol-
lowing hiring Vice President of 
Sales & Marketing Jeff Dykstra 
four months ago. Torres brings 
Braxton-Bragg years of CNC, 
stone, tile and concrete tooling  
sales experience with stints at 
Diamut, GranQuartz and Hard 
Rock Tool. 

“We are committed to world 
class customer service, and Joe’s 
track record and customer follow-
ing reflects the same values,” says 
Rick Stimac, Braxton-Bragg CEO. 
“Outside sales is once again a big 
focus for us, and the West Coast is 
a region where we see additional 
opportunity, so we are blessed to 
have Joe join our team.”

One example of Torres’ commit-
ment is when his former company 

had five veteran salesmen leave 
their Southern California territo-
ries and moved to a competitor. 
Torres and another salesman man-
aged to cover five territories, and 
keep Southern California from 
collapsing by working seven days 
a week, making sure their custom-
ers were not negatively affected.

“Success is no accident,” says 
Torres. “It is hard work, persever-
ance, learning, studying, sacrifice 

and most of all, loving what you 
do. This new position is an oppor-
tunity for me to reconnect with 
some past stone fabrication cus-
tomers, and introduce new ones 
to the Braxton-Bragg spectrum 
of CNC products. I am happy to 
come back to my roots.” 

Torres manages the 10 western 
states with an immediate focus on 
key accounts throughout the terri-
tory, and general coverage of the 
Southern California area.

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 in-
stock availability. For more info, 
visit their new website www. 
braxton-bragg.com and facebook.
com/braxtonbraggllc.

Joe Torres, Western Regional 
Sales Manager, Braxton-Bragg

Bart Bettiga

“Bart has led the NTCA with 
ideas that bring value to our mem-
bers and grow the association. He 
is constantly thinking of ideas and 
ways to give back to the contrac-
tors who make this industry so 
great.”

Bettiga will be the first active 
NTCA executive director to re-
ceive the honor in the award’s 14-
year history. In 2007, the award 
was bestowed upon past NTCA 
executive director emeritus Joe 
Tarver. Tarver was executive 
director from 1972 to 2002 and 
the creator of NTCA Reference 
Manual and the NTCA work-
shops. Other past recipients in-
clude John Cox of Cox Tile, Scott 
Carothers of CTEF, Don Scott 
and Robert “Bob” Robertson 
of David Allen Company, and 
Harold Turk of Dal-Tile.

“His inclusion in the Ring of 
Honor is an award showing that 
his peers have recognized how 
hard he has worked, and there 
is nothing more honorable and 
prideful than what this award rep-
resents,” said Cox.

Bettiga received the award on 
October 30, 2018, during the 
Industry Awards Gala at Total 
Solution Plus in Grapevine, 
Texas.

The National Tile Contractors 
Association (NTCA) is a non-
profit trade association serving 
every segment of the industry, 
spearheading education for the 
professional installation of ce-
ramic tile, natural stone and allied 
products.  For more information, 
contact NTCA executive director 
Bart Bettiga at bart@tile-assn.
com, call (601) 939-2071, or visit 
www.tile-assn.com. 

“The main reason Santa is so jolly is because 
he knows where all the bad girls live.”
– George Carlin

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

The Seam Phantom is back!
The Seam Phantom® 

is an innovative system for producing 

near perfect seams in all types  

of stone and quartz.

Dress Flawless  
Seams in  

15-20 Minutes. 

The 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.

MADE IN THE USA

•Grinder NOT Included

Air Kit Includes:
•Seam Phantom®

• Adapter for Air Tool
• Arbor Extension (Also Available in M14 Thread)
• 48” Glide Guide Rail (72”/96” Sold Separately)
• 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
• 2 C-Clamps (For clamping Glide Guide)
• Gauge Blocks
• Angle Adjustment Washers
• All Required Hardware
• Instruction Manual
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I had just finished my 
weekly radio show 
on Recrystallization 

Revisited when my phone 
rang. My first thought was 
that the caller might be a 
listener who had a question 
not answered on the show. 
Those of you who know 
me know that I am not a 
fan of the recrystallization 
process. As a matter of fact, 
I wrote a rather opinionated 
article on the subject back 
in 1990 (and boy, do I feel 
old now!). For those who 
want to listen to that show 
(shameless plug) go to 
www.blogtalkradio.com/
drfred.

I answered the phone 
and couldn’t remember if 
I should answer it as the 
Stone Detective or my 
real name, so I just said, 
“Hello.” The voice on the 
other end sounded desper-
ate. He had a deep – and 
I mean James Earl Jones–
deep – voice. He iden-
tified himself as a stone 
restoration contractor and 
he had a problem with a 
terrazzo floor his company 
was refinishing. He de-
scribed what they did to the 
floor, and I patiently waited 
for him to get to the prob-
lem. He went on for what 
seemed like the length of a 
Star Wars movie. My eyes 
were starting to glaze over 
when I thought I heard him 
say, “Luke – I am your 
father.” I must have been 

Frederick M. Hueston, PhD

The Stone Detective
The Case of the Melting Floor

daydreaming; his deep, 
smooth voice had me mes-
merized. Yeah, I am sure 
that was it.

Finally, he said they were 
getting a gray slurry when 
honing the floor. My first 
thought was that they were 
crystallizing the terrazzo 
and it was still wet. For you 
readers who don’t know, 
you can’t crystallize a wet 
surface.  But lo and behold, 
he was not using the crystal-
lization process. They were 
getting the gray slurry while 
honing, not during the final 
polish. He was burnishing 
the floor with a 10,000-grit 
maintenance pad. That was 
an unexpected result, so I 
asked him all the standard 
questions. I couldn’t find 
anything in my question-
ing that would cause such a 
problem. 

He kept asking me, “What 
did I do wrong?”  At this 
point, I did not have a clue. 
I asked him to send me 
some pics of the slurry (see 
photo below). I received 
the pics, and sure enough 
they were getting a gray 
slurry. I had an idea what 
was causing it, but before I 
could give him a reason, he 
asked if I could come see it 
for myself. Well, I wasn’t 
going to pass up a trip to 
one of my favorite cities. 
Can you guess which city 
that is? (Hint: I do my pop-
ular stone inspection and 
troubleshooting seminar 
there every year.)

 If you guessed Vegas, 
you got it in one. The job 
site happened to be a fa-
mous casino, and also hap-
pened to be one I was very 
familiar with.  I told Vader 
I would hop on the very 
next flight and could meet 
first thing in the morning.

My flight arrived at 
McCarran at 6 a.m. I 
took an Uber to the hotel, 
checked in and headed to 
my room to wait on the call 
to meet Vader. I had just 

settled back on the 
bed with the gazil-

lion pillows they 
provide when my 

cell phone rang. A 
deep voice said, 
“I’m here next to 
the Starbucks.”  I 

put my shoes 
back on and 

headed down-
stairs. As I approached 
Starbucks I wondered if I 
had time to grab a cup of 
that famous five bucks cof-
fee. Except in Vegas, that 
$5.00 cup of joe was more 
like eight bucks. Oh well – 
It’s Vegas. 

As I waited in line, I no-
ticed a tall, broad-shoul-
dered gentleman pacing 
back and forth toward the 
back of the hall adjacent 
to where I was standing. 
I thought he had to be my 
contact. In a minute I would 
find out. I grabbed my cof-
fee and headed over to him. 
I was right. He greeted me 
with a firm handshake, told 
me to follow him, and he 
led me down the long cor-
ridor. As w reached the end 
of the hall, he pointed to the 
terrazzo and said, “That’s 
what we are getting.” I 
could have sworn he added, 
“Luke. That is your des-
tiny.” Again with the day-
dreaming – must have been 
the early flight. 

I got down on my knees 
and took a closer look. I 
didn’t want to jump to con-
clusions, so I asked again 
what they did to refinish 
and polish the terrazzo. He 
told me they started with a 
120-grit diamond and pro-
gressed all the way to 1,000- 
grit, and then polished with 
a 10,000-grit pad on a bur-
nisher. That sounded OK to 
me, so I asked if I could see 
the equipment. He told me 
to follow him, and we en-
tered the back of the house 
area.  He opened a closet, 
and then I immediately saw 
the problem. The machine 
they were using to hone the 
floor must have been over 
500 pounds! It was one of 
those large, planetary head 
concrete grinders. I told him 
that the problem was the 
machine was most likely 

too heavy, and it was putting too 
much pressure on the zinc strips 
in the terrazzo and smearing the 
metal across the floor. I also said 
I wasn’t 100 percent sure, but 
definitely he should try a lighter 
machine. Long story short: the 
lighter machine did the trick, so 
another problem solved. He said 
thanks, and I turned around and 
almost said, “May the Force be 
with you!” I just shook his hand, 
and smiled. I was off to play 
some poker.

The Stone Detective is a fic-
tional 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.

Narrator (Boris Karloff): 
“He puzzled and puzzled 
till his puzzler was sore. 
Then the Grinch thought 
of something he hadn’t 
before. Maybe Christmas, 
he thought… doesn’t 
come from a store. Maybe 
Christmas, perhaps… 
means a little bit more!”

 –  Dr. Seuss  “How The Grinch 
Stole Christmas” (1966)

Are You Ready for a Raise?

Be sure to present your case based on 
work performance, not personal issues. 
Asking for a raise because you’re a sin-
gle mom with three kids, or because your 
landlord just raised the rent is not what you 
want to say. You want to point out your 
good work performance and skills. List the 
skills or education you have obtained since 
your last pay increase. Make the conver-
sation about how you have improved your 
job, department or the company. Make 
the conversation about your contributions. 
However, while you are extolling your vir-
tues, don’t overdo it. Make your case short 
and sweet. Don’t go on and on and on. 

Be prepared for dialogue. Your boss may 
raise objections that you need to counter, 
or he (or she) may ask you some details 
of some projects you have worked on or 
helped with. Another question asked fre-
quently is how you can help the company 
in the future. Be prepared with a good 
answer. 

Hopefully, you’ll walk away from that 
meeting with a smile and a pay or benefits 
increase. Way to go! However, your boss, 
for whatever reason, could just as easily 
say no. Should that happen, don’t get upset. 
Ask what you can do to make more money 
in the future. It may be something simple 
like it’s just not a good financial time for 
the company and you need to revisit the 

subject in 6 months. Or it may be that 
something is lacking in your performance 
that you were unaware of. If that’s the 
case, fix it, show that you fixed it, and try 
again. 

It could also be that you are at the top of 
the pay range for your position. If that’s 
the case and you need to be promoted to 
receive an increase, then you have some 
things to think about. In a larger com-
pany, there may be plenty of opportunities 
for promotions, but in smaller companies, 
that may not be the case. Then you have 
to make a decision whether to stay where 
you are, doing what you’re doing, making 
what you make, or find another position 
somewhere else with a pay increase. Only 
you can decide that.

Also know that if you can’t get a mone-
tary raise, maybe you can negotiate some 
other benefits like more paid vacation or 
extra sick/personal days. Maybe you can 
go for something that will make your job 
easier like a new computer or no more 
working on the weekends. Money is not 
the only thing you can negotiate for. 

So go ahead, ask for that raise, and how-
ever it turns out, stay calm and carry on. 
Or, celebrate and carry on, whichever is 
appropriate. 

Please send your thoughts on this arti-
cle to Sharon Koehler at Sharon@asdrva.
rocks.

For some floor jobs, a 
lightweight machine is 
essential. My client in 
Vegas found out the 
hard way.

Continued from page 8
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“HE t h a t  i s 
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 de-
lusion; but steadiness 
of belief, and boldness 
of profession, are yet 
only part of the form of 
godliness.” 

— Samuel Johnson

A Virginia store has had 20 
right-foot shoes stolen 

over the course of three break-
ins this year.

The Roanoke Times reports 
Roanoke County police ar-
rested 21-year-old Manuel 
Carlos Ramirez-Godoy in 
a Sunday burglary of Clean 
Soles, seizing seven right-foot 
Nike Air Jordans and a sweat-
shirt printed with “Call My 
Lawyer.”

Clean Soles operator Rob 
Wickham previously said he 
typically keeps right shoes 
on display, while their other 
halves rest behind the counter.

A warrant says police had 
found a cash register behind 
the store, along with a back-
pack containing merchandise 
worth $5,000 and Ramirez-
Godoy’s student ID.

Court records show Ramirez-
Godoy is charged with grand 
larceny, destruction of prop-
erty and other counts.

Despite the sweatshirt’s in-
structions, it’s unclear whether 
Ramirez-Godoy has a lawyer.

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

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

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.

(Uncured Product Example)

Introducing
 Platinum 3.0

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

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

Available at:

Virginia Man 
Allegedly Stole 
7 Right Shoes, 

‘Call My Lawyer’ 
Sweatshirt
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PO Box 188, Stinesville, IN 47464 

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

It’s the holidays, the 
time of good cheer, 
parties, lots of smiles 

and presents. Expectations 
are high for the New Year. 
Good moods and merri-
ment are running rampant. 
Everybody is smiling and 
yelling, “Happy Holidays, 
Merry Christmas or Happy 
New Year.” Children are 
waiting for Santa, and 
adults are hoping (just a 
little) for a white Christmas.

Another thing that hap-
pens at the holidays is good 
will towards men. There 
are plenty of charities to 
carry out this sentiment: 
Salvation Army Angel Tree, 
Christmas Mother, Toys for 
Tots – just to name a few. 
Unfortunately, it just seems 
that good will towards men 
wanes after the holiday sea-
son. We all get caught up 
in our lives, our kids, our 
schedules, etc. and “good 
will towards men” takes 
a backseat. That is such a 

Goodwill Towards Men
Sharon Koehler
Artistic Stone Design

shame. That is why I have 
chosen to tell you a story 
about a man named Warren.

Warren is a 91-year-old 
widower. He has lived in 
a small village in Vermont 
(about 800 people)  for 40 
years. His closest neighbor 
is just a little more than a 
mile away. His wife died 
three years ago. His imme-
diate family, who live no-
where close to him, either 
want him to move in with 
them or go to an assisted 
living facility. Warren 
keeps refusing, and up 
until recently this worried 
his family. All they saw 
was a 91-year-old wid-
ower, alone, in the back-
woods of Vermont with a 
sketchy memory and very 
few services available to 
him. Then, just recently 
actually, his family learned 
the meaning of good will 

towards men and how it 
helped Warren. 

Every Sunday morning 
Warren gets picked up and 
driven to and from church. 
There is no Uber or Lyft, 
so the church parishioners 
take turns. On Mondays, a 
neighbor stops by to pick 
up his grocery list, and she 
buys his groceries as well as 
her own. Then on her way 
home, she stops and puts 
them away for him, and she 
also takes the time to make 
him lunch. Every Tuesday 
evening he gets picked up 
and driven to and from Bible 
study. Again, the church pa-
rishioners take turns. Every 
Wednesday, summers in-
cluded, a member of the 
local high school chess club 
drops by in the afternoon to 
play a game or two of chess 
with him. Warren loves 
chess. Warren’s house is on 
the outskirts of a ski resort 
area. Every Thursday, a se-
curity guard from the local 

ski resort stops by on his 
way to work to just shoot 
the breeze with him. He 
stays about two hours. They 
met in the waiting room 
of a doctor’s office a few 
years back and hit it off. On 
Fridays, the local handyman 
stops by to see if anything 
needs “a-fixin’.” He helps 
out with things like holes 
in his screens, cleaning gut-
ters, and tightening loose 
doorknobs. Warren also has 
another neighbor who stops 
by once a week to help 
clean up and do his laundry. 

There is a lot of small 
wildlife in Warren’s yard, 
and he loves to feed them. 
Every morning he puts out 

evening or stop by to make 
sure he has eaten, taken his 
meds, and to advise him of 
his schedule the next day. 
Warren does have Meals 
on Wheels, but his “ad-
opted family” brings him 
a home-cooked meal once 
or twice a week and some-
times they pick him up and 
he eats dinner with them at 
their house. They keep all 
his family members’ phone 
numbers handy in case any-
thing happens.

Warren isn’t a celebrity, 
politician or a business ty-
coon. He isn’t rich and fa-
mous. He is just a normal 
guy who lived an average 
life and did the best he 
could. He just helped people 
whenever he could, and if he 
couldn’t, he gave the best 

Loco for Doritos

Cops in California say 
a runaway pig was 

unable to resist the lure of 
a hugely popular Frito-Lay 
snack.

According to the San 
Bernardino County 
Sheriff’s Department, 
deputies were dispatched 
to the Highland area one 
Saturday after receiving 
a report of a large pig 
hoofing it in a residential 
neighborhood.

The caller reportedly 
described the road hog as 
a real porker, comparing 
it to “the size of a mini 
horse.”

Responding deputies 
Shelly Ponce and Ashleigh 
Berg were reportedly fa-
miliar with the cunning 
critter, who’d escaped 
from a nearby residence.

“They located the pig but 
had no way to gain control 
of the animal,” the sher-
iff’s office said in a press 
release. “The deputies 
knew where the pig lived 
and devised a plan.”

That plan, according 
to police, consisted of 
Ponce retrieving a bag 
of Doritos tortilla chips 
from her lunch sack. 
Once the hog sampled 

the melt-in-your-mouth 
goodness, he was appar-
ently eager to pig out.

Luckily for the deputies, 
the pig was no ‘ein-swine’ 
and didn’t hesitate to fol-
low Ponce down the street 
as Berg filmed the bizarre 
roadside ‘pignic’, which 
ended back at its owner’s 
home.

“We were able to put 
him back in and secure 
the gate,” deputy Ponce 
said, adding, “It was fun!”

When it comes to catch-
ing criminals — and in 
this case an escaped pig 
— sometimes the easiest 
way is the cheesiest way.

The sheriff’s office 
wrote in an Instagram 
post that includes a short 
clip of the pig that, from 
“crime fighting to safely 
securing a mini horse-
sized pig, we do it all.”

advice he could think of. In 
return, this small commu-
nity has rallied around him 
in the later years of his life. 
They make a collective, 
daily effort to take care of 
this old man with no wife, 
far-away relatives, mobility 
issues and a sketchy mem-
ory. They don’t procras-
tinate or complain. They 
don’t ask what’s in it for 
them. They just help. They 
help not just at the holidays, 
but every day. 

My question is: What 
would happen if we all did 
that? Just helped. Not just at 
the holidays, but every day.

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

a big bowl full of food for 
“the critters,” as he calls 
them. The thing is, Warren 
never runs out of feed for 
these animals. When he 
needs something like ani-
mal food, batteries, a flash-
light, ice melt or any other 
hardware-related items, he 
calls the local hardware 
store and they bring it to 
him. They don’t have a de-
livery service. What they do 
have are several employees 
who are willing to drive 
over the mountain and bring 
Warren his order. 

On top of all this, a local 
family has “adopted” 
Warren. They stop by his 
house every day to make 
sure he has taken his med-
icine and to make sure he 
is OK. They take him to 
doctors’ appointments, help 
him with his checkbook, 
help him pay his bills, help 
with any problems he has 
and just plain keep him 
company. They call in the 

© MARK ANDERSON. www.andertoons.com

“I used to have a lot of issues, but then I 
just canceled my subscription.”
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Zares II

Incorporating a high speed 
diamond technology has 
yielded a super fast, super 
clean cutting core bit. Please 
call for excellent pricing today!

The Zares II offers an easier way to keep CNC tools calibrated 
and optimized, reducing human error and drastically reducing 
the time required  to calibrate a set of tools. 

Terminator CNC Profile Wheels 
have rapidly become the 
industry leader in CNC tooling. 
These bits are engineered by 
the best, to be the best.
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Stone Restoration and 
Maintenance Corner
Another Look at Terrazzo

Bob Murrell 
M3 Technologies
Photos by Bob MurrellI hope everyone is ready 

for the holidays! It is 
hard to believe another 

year has almost passed. I 
still have a 14-year-old at 
home, so I am trying my 
best to enjoy these last few 
Christmases at the family 
home, as I know they will 
be gone soon. Hopefully, 
both of my children will 
be able to come visit, but 
it won’t be the same as 
hearing the pitter-patter of 
feet coming down the stairs, 
early Christmas morning.

I keep running into more 
and more terrazzo resto-
ration requests. Let’s face 
it: there is more terrazzo out 
there than we really know, 
because most of it is covered 
up with some other type of 
material. When a home or 
building owner decides to 
renovate and remove an 
existing surface, often they 
discover they have terrazzo 
underneath. Most recognize 
the terrazzo to be an expen-
sive and decorative flooring 

We have discussed wax and 
finish removal in previous 
articles, so we won’t cover 
that here. 

The associated issues 
with each of these surface 
overlays present their own 
removal problems. VCT 
was normally adhered to 
the surface with an adhe-
sive, which penetrated the 
terrazzo to some degree 

material, and quickly want 
to explore how to best re-
store it.

Options must necessarily 
be discussed with the client 
at this point. Do they want 
the naturally polished look, 
similar to that of marble? 
Perhaps a satin look is de-
sired? In any case, the more 
steps, the more the cost. 
Let’s take a look at some 
of the initial conditions and 
procedures for correction 
before we discuss the po-
tential costs associated with 
the project.  

Since the 1920s, there has 
been some form of vinyl 
composition tile (VCT) 
routinely installed over ter-
razzo. In the 1970s, carpet 
was in vogue. Then came 
the ceramics, including 
porcelain, which were in-
stalled over many millions 
of square feet of terrazzo. 

and has since yellowed, 
as well. This type of glue 
can either be very hard, or 
even still pliable or gooey. 
Scrapers and blades are 
the best choice for initial 
removal, either by manual 
or powered methods. Once 
the heavy parts have been 
removed or chiseled away, 
chemical adhesive remov-
ers can help, and ultimately, 
it will take some form of 
grinding to get the rest. 
Just remember, you may 
not always be able to get 
100 percent of the adhesive 
stain out. Make sure your 
customer understands that.

Carpets have some similar 
issues with adhesive like the Please turn to page 18

In the event you are too 
late, filling the blowout 
holes is typically accom-
plished using polyester res-
ins, tinting, and matching 
chips. Of course, this will 
have to be overfilled (due 
to shrinkage after curing) 
and then be ground back 
flat. Therefore, filling holes 
will need to be completed 
prior to the 120-grit or 220-
grit honing steps, to facili-
tate the flattening process. 
Just so you know, this is 
more of an artistic process 
than a scientific one. Once 
you get the tinting where 
you want it, you can make 
a larger batch and then 
separate smaller batches 
at a time when adding the 
hardener, before filling. In 
this way, they will all be 
color-consistent. 

Removing stone or ce-
ramic tiles which have been 
installed over terrazzo with 
thinset can be another prob-
lematic situation. After the 
tiles have been chiseled or 
scraped loose and the thin 
set has been removed by 
grinding, there may be a 
residual stain on the floor. 
Ghosting or printing of 
the grout lines can impart 
a permanent pattern in the 
floor. This is due to mois-
ture and chemical penetra-
tion through the grout lines, 
as well as possible mineral 
travel from vapor transmis-
sion. A test will need to be 
completed to see if this type 
of deep stain is even possi-
ble to remove.

VCT, but the biggest nega-
tive with carpet is tack strip 
removal. Unfortunately, 
most begin removing these 
wooden strips, often nailed 
directly into the terrazzo, 
using a crow bar or claw 
hammer. Using this type of 
tool often results in blowing 
out chunks of the terrazzo 
wherever the nails pull 
out. These tack strips are 
normally around all of the 
edges and across doorways, 
wherever the carpet ends. If 
this has been done, the holes 
will need to be matched and 
filled. It is better to use a 
cutoff wheel to zip through 
the nails at floor level, leav-
ing the remainder of the 
nails in the floor. They will 
polish along with every-
thing else. 

Inset: Removing linoleum adhesive is a fairly common 
challenge to find when restoring terrazzo. 
Linoleum adhesive removed, before repolishing.

Before and after carpet adhesive removal and restoration. These stately stair 
treads show how beautiful historic terrazzo can be.

© MARK ANDERSON. www.andertoons.com “It is a fair,  
even-handed, noble  

adjustment of things, 
that while there is 

infection in disease 
and sorrow, there is 

nothing in the world 
so  irresistibly 
contagious as 

 laughter and good 
humor.”

– Charles Dickens
A Christmas Carol
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Heavy-Duty 
Aprons

Chemical-  
Resistant 
Gloves

Granite Wet 
Polishing Pads

Silicon Carbide 
Grinding Wheels

Hearing 
Protection 
Ear Muffs

Over-the-Shoe Shop 
Fabrication Boots

Steel
Razor 
Blades

Stirring
Sticks

Epoxy 
Mixing 
Cups

Fiberglass
Rodding

Non-Marring
Masking Tape

Side Protection 
Core Bits

Countertop & 
Floor Protection 

Film

Candy Crush

This news item brings a 
whole new meaning to the 

term snaccident.

Dashcam footage released 
one Wednesday captured the 
moment a truck carrying candy 
overturned in New Jersey after 
an apparent road rage incident.

The footage, which was re-
leased by the Mahwah Police 
Department, shows the truck 
flipping on its side after the 
driver of an SUV merged in 
front of the vehicle in an at-
tempt to slow it down. 

Mahwah’s chief of police, 
James Batelli, told the New 
York Post that the driver of 
the SUV had claimed to have 
seen the trucker driving aggres-
sively and recklessly and “de-
cided to take the matter in his 
own hands and slow the tractor 
trailer down to prevent any type 
of accident.”

The North Jersey Record re-
ports that the driver of the truck 
then lost control, hitting the me-
dian and overturning.

While the only victim of the 
crash was the candy, Mahwah 
Police have stressed that the 
incident shows the dangers of 
road rage.

“Miraculously, no other ve-
hicles struck the tractor-trailer, 
which could have resulted in a 
major accident event,” Batelli 
said. What he was not saying: 
something more precious than 
candy could have been lost: 
human lives. 

The driver of the truck was 
issued summonses for careless 
driving, failure to maintain 
and failure to signal, while the 
driver of the SUV was issued 
summonses for reckless driv-
ing, failure to maintain lanes, 
failure to signal and delaying 
traffic.

VISIT the VIPER DEN
For all your fabrication 
accessories!

VISIT the VIPER DEN

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

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


16 |  December 2018 Slippery rock Gazette

Made in the USA 
with US and 
Foreign Parts

IN the world of stone 
fabrication, the cost 
of materials, machin-

ery, and even the smallest capital 
equipment purchase tends to be 
higher than in some industries. 
For example, if just one top is a ¼ 
inch short and has to be remade, 
it will cut deep into your bot-
tom-line profit for the job. So a 
company set on achieving a nice 
profit knows that completing 
every job with little or no issues 
or remakes is essential to your 
bottom line. 

Say you do complete a job suc-
cessfully with little to zero re-
makes. The customers are happy, 
and might even be a good word-
of-mouth reference for you. The 
job called for 70 square feet, you 
order in 100 square feet to be safe, 
and now you have 30 square feet 
left. It is even a nice rectangle to 
put back into inventory. On top of 
that, you have some small, irregu-
lar-shaped chunks that you would 
typically be willing to (and do) 
just give away. 

Turn Your Remnants Into Cash
Codiak San Herrell
Solid Surface Designs

Now it starts to get interesting. 
Not only did your team success-
fully reach your profit goal, you 
also have all this leftover material. 
Deep down inside your creative 
and ambitious mind, you know 
that if you can make something 
out of all the leftovers, you can 
earn even more profit out of this 
job. So what is an ambitious com-
pany to do? 

At Solid Surface Designs, we 
have built up a large leftover in-
ventory of beautiful stone, which 
we call “the boneyard.” In our 
boneyard, we have its planogram 
separated by color scheme, and 
also by what we consider a par-
tial slab, and what we consider a 
remnant. Partial slabs are leftover 
pieces that are 30 square feet and 
above, which we resell for full 
price. Remnants, anything below 
30 square feet, we sell for a dis-
counted price, mostly used for 
small tops or vanities.   

While that covers the vanity-wor-
thy leftovers, there are other cre-
ative ways to realize profit with 
much smaller pieces that appear 
to be waste. When you put your 
heads together ideas may start 
flowing, and some may even be 
workable. For example, you can 
purchase a stepping-stone stamper  
and offer stepping-stones to your 
customers in addition to coun-
tertops. Braxton-Bragg offers a 
machine called the Tomahawk, 
a stone splitter that turns granite 
remnants into stackable, chis-
eled-edge tiles for backsplashes 
and more.

Another idea we have floated 
is to shape small pieces into dog 
bones, add two doggy-dish bowl 
cutouts, along with bowls to set 
in place, for a beloved pet. More 
common ideas are coasters, lazy 
Susan turntables, business card 
holders, candleholders, cheese 
trays, and bookends. Cutting 
boards are probably the most pop-
ular choice.

Making an inventory of all us-
able leftover pieces and making 
a guideline and plan of action to 
create turnover on them is a con-
cept you should consider before 

you decide to dig a giant hole 
somewhere and bury all of your 
unusable scrap pieces. You could 
be making cash from your scrap, 
with a few progressive ideas that 
might actually become a big hit 
with your customers. 

Codiak San Herrell is a na-
tive of Aurora, Missouri. He is 
Warehouse Supervisor with Solid 
Surface Designs, where he serves 
on their safety and LEAN com-
mittee. Codiak is CPR / AED cer-
tified and currently working on 
other certifications.

Cutting boards, coasters, 
lazy Susan serving trays, 
cheese boards and business 
card holders are just a few 
small, easy-to-make gift 
items that customers love.

Production machines like the 
Tomahawk from Braxton-Bragg 
turn stone scrap into usable con-
struction material, creating a 
new revenue stream for stone 
companies.
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AS you, your cousin 
in Connecticut, 

late-night comedians, and 
every radio talk show host 
between Spokane and 
Seattle have heard by now, 
Amazon is working on a 
project to deliver purchases 
to American customers via 
unmanned drones.

There are numerous hur-
dles to overcome, not the 
least of which are traffic 
control, liability questions 
and approval by the Federal 
Aviation Administration. 
Nevertheless, Amazon 
execs believe a system 
could be up and running—
or flying, as the case may 
be—in as little as five years.

Whatever. As one who 
thought cell phones and 
bottled water would be huge 
commercial flops, I have no 
business questioning the 
workability of this plan. All 
I’m saying is that news trav-
els slowly in the hills and 
hollows of East Tennessee. 
So don’t be surprised some 
day if —

“Hale far, Lukey! Lookit 
this here bird I shot! Hit’s 
jest like th’one you kilt last 
week!”

“Dam’fit ain’t, Goober! 
Whar’d you git it?”

“Same place you did—up 
on Buzzard’s Roost Ridge. 
Heered th’same thang you 
did, too: that hum like Bart 
Cubbins makes when he’s 
had a snoot full o’shine. 

Sam Venable 
Department of Irony

‘Ummmmm, ummmmm.’ 
Then this bird come a’flyin’ 
overhead. Took both bar-
rels, but I brought ’im down 
through the trees, dead as a 
hammer.”

“Wuz it carryin’ anythin’ 
in its claws? ’Member, 
mine was a’readin’ a book. 
I know hit’s crazy t’think 
a bird kin read, ’specially 
a book kivvered in plastic 
wrap. But that bird shore 
was a’totin’ one!”

“Naw, this’un didn’t have 
nary book, Lukey. ’Sted, it 
had a pair o’socks. They 
wuz kivvered in plastic 
wrap, too. Whut do birds 
need with socks and a 
book?”

“Beats me, Goober. But 
hit seems to be a’catchin’. 
Floyd Hipshire told me his 
boy kilt one of ’em birds, 
and hit wuz carryin’ some 
sorta little round thang. 
Had a label stuck to it that 
said ‘DVD’. Floyd said he 
believes that’s a disease you 
can git hangin’ out with the 
wrong kind o’women. He 
heered about it in th’Army. 

A Few Things Could 
Get Lost in Transit

Anyhow, he told his boy not 
to tetch hit. Jest picked up 
the whole kit and caboodle 
in a shovel and buried it 
down in the holler.”

“You reckon this is some-
thin’ the guv’mit is up to, 
Lukey? I ain’t never trusted 
’em people since they 
started shootin’ rockets 
toward th’moon and mon-
keyin’ with the time twict a 
year. They got my hens so 
messed up, thar a’layin’ 
aigs that ain’t fit t’eat.”

“Well, now that you men-
tion not fit t’eat, let me tell 
you somethin’ ’bout ’at bird 
you jest kilt, Goober. You 
can forgit tryin’ to make 
a meal offen it. They ain’t 
nuthin’ but skin and bones 
to begin with. They don’t 
fry up worth a flip, nei-
ther. Even thar gravy tastes 
turrible.”

Sam Venable is an au-
thor, entertainer, and col-
umnist for the Knoxville 
(TN) News Sentinel. He 
may be reached at sam. 
venable@outlook.com.
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MADE IN THE USA

FillaChip 
Chip Repair Kits and Refills

Master Kit Includes:
•1 Plastic Carrying Case
•2 Glue Syringes
•4 Polish Syringe
•1 Large Flashlight
•1 Small Flashlight
•1 Plastic Case (To contain razors or whatever the customer chooses.)
•19 Color Syringes (Blue, Red, Ivory Gold, Yellow, Dark Creme,  
 Translucent Creme, Dark Brown, Translucent Brown, Medium Brown,  
 Grey Vein, Light Gray, Maroon, Translucent White, Brilliant White,  
 Translucent Black, Brilliant Black, Off White, Uba Tuba, Concrete Grey)
•Instructions 

•2 Large Release Sheets
•30 Small Release Sheets
•1 Dremel Bit
•30 Tips In Plastic Case

Starter Kit Includes:
•1 Plastic Carrying Case
•4 Glue Syringes
•1 Polish Syringe
•2 Small Flashlights
•8 Release Sheets
•10 Tips
•Instructions 

Refill Kit Includes:
•4 Glue Syringes
•1 Polish Syringe
•8 Release Sheets
•10 Tips
•Instructions

 Item # Description Price 
 11533 FillaChip Chip Repair Refill Kit $49.50 

 11534 FillaChip Chip Repair Starter Kit $99.50 

 11535 FillaChip Chip Repair Master Kit $550.00

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Amazing Results! Super Fast! 
Everything you need to fix nicks, chips and gouges are in the 
FillaChip Master Kit.

FillaChip is a UV curable adhesive. A great feature is that the 
adhesive cures into a solid — so there is no dipping in the repair from 
evaporation, and it’s super fast. FillaChip cures in about 30 seconds.

Item
#11535

Item
#11533

See www.braxton-bragg.
com for basic instructions, 
color syringes, and other 
replacement items.
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Ghost wall after adhesive removal and rough patching with filler, 
and before honing and polishing. After completion, Majestic 
Stone Soap is a good product for routine maintenance.

This “ghost wall” is adhesive residue left behind after renova-
tions removed a partition. When removing stubborn adhesive 
like construction glue or thinset, start with the least aggressive 
grit you can, to preserve the original terrazzo material.

Continued from page 14 by several factors. What is the de-
sired result? Does the client want 
a natural polish? Will a “guard” 
(durable coating) be applied? 

If a natural polish is the desired 
goal, you can typically stop at ei-
ther a 400-grit or 800-grit hone 
to polish, using the Majestic 5X 
Gold, XXX, or Marble Polishing 
Compound top get the “pop”. If 
you are working on epoxy-based 
terrazzo, it is sometimes neces-
sary to go as high as 1,800-grit 
before polishing.

In most cases, the 5X polish is 
more than sufficient. Sometimes a 
higher gloss is desired. To achieve 
this, using Majestic Spray Polish 
Crystallizer can add a few points 
on a gloss meter, and also help to 
even out the polish. This is nor-
mally used with steel wool pads 
(either #0 or #1 grade).  

If the terrazzo is more of a 
working surface, subject to spill-
age or very high traffic, a “guard” 
product may be the best solution. 
In this case, the honing process 
could be stopped at 400-grit or 
800-grit and the guard applied 
after drying. Some guard prod-
ucts can be diluted with distilled 
water for a smoother application. 

Stone Restoration and 
Maintenance Corner

Typically, the higher in grit the 
floor is honed to, the more di-
luted the guard applied, up to 
(usually) 35 or 40 percent. Guard 
products offer greater protection 
from acidic spills and heavy foot 
traffic. This is why they are used 
in grocery and similar stores.

Once the floor is completed, 
use of the Majestic Stone Soap is 
recommended for routine main-
tenance on the naturally polished 
terrazzo. The Majestic No-Rinse 
Neutral Cleaner would be the 
product of choice for any terrazzo 
with a guard applied.

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.

Merry Christmas, Happy 
Hanukkah, and Happy Holidays!

Bob Murrell, Director of 
Operations for M3 Technologies, 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.

There are machines capable of 
increasing production dramati-
cally. Ride-on scraper machines, 
either battery or propane powered 
can remove thousands of square 
feet of tile, carpet, or VCT per 
day. They will get a large part 
of the adhesive and thinset, too. 
There are smaller walk-behind 
versions of these machines avail-
able too, if the project does not 
require the ride-on size. 

However, grinders will nor-
mally be required for the final 
removal of adhesives and thinset. 
Just remember that when using 
metal bond diamonds to remove 
remaining adhesive or thinset, 
start with the least aggressive (de-
structive) disc so as to not exces-
sively remove some of the marble 
(or other) chips. Also, the coarser 
you start, the more steps will be 
involved in the honing process. 
Try to keep the honing process to 
the minimum number of steps. 

Once you have removed all 
adhesives and thinset and all 
patching has been completed, the 
honing process can begin. What 
level you go to will be determined 

Polycor Announces Merger with 
Indiana Limestone Company

The largest producer of 
natural stone in North 
America, Polycor Inc., is 

pleased to announce the comple-
tion of its merger with Indiana 
Limestone Company (“ILCO”), 
a leading dimensional lime-
stone quarrier and building prod-
ucts producer headquartered 
in Bloomington, Indiana. This 
announcement comes shortly 
after Polycor’s recent acquisi-
tion of four limestone quarries in 
France in July, now positioning 
the company as a global leader in 
the natural stone industry.

United by a common business 
culture, the merger is expected to 
drive meaningful growth through 
cross-selling, geographic expan-
sion, and sharing of best practices. 
In addition, the merger will pro-
vide an expanded product offering 
for customers of both companies, 
positioning the combined business 
as the solution of choice for archi-
tects, builders, dealers and other 
stakeholders in the natural stone 

value chain. Existing customers 
and suppliers can expect a seam-
less transition and to receive the 
same quality of service they have 
come to expect over time.

“This transaction represents an-
other milestone in Polycor’s jour-
ney to become the global leader in 
the natural stone industry,” says 
Patrick Perus, President and CEO 
of Polycor Inc. “We are thrilled to 
be joining forces with the leading 
producer of Indiana limestone in 
ILCO, and look forward to wel-
coming this world-class team 
into the Polycor family.” ILCO 
is a Nationally recognized brand 
in North America’s natural stone 
industry, with its stone being used 
in the construction of some of the 
U.S. most iconic buildings and 
monuments. ILCO also produces 
a wide range of natural stone 
masonry and hardscape products 
for use in residential, commer-
cial, institutional and renovation 
applications.

Tom Quigley, CEO of ILCO, 
said “Our business today touches 
the lives of dealers, fabricators, 
distributors and architects world-
wide. We are proud to be a part of 
a great industry. Now, by joining 
with Polycor, a business partner 
with whom we share common val-
ues, passion and ambition, there is 
unlimited potential to expand our 
offering and deliver even greater 
value to our customers.”

Through this merger, both com-
panies expect continued growth 
and momentum in all phases of 
business operations. As such, all 
plants and quarries will continue 
to operate as normal, with both 
the Polycor and ILCO manage-
ment teams leading their respec-
tive business operations going 
forward. Existing ILCO share-
holders will become significant 
minority shareholders in the new 
entity as the business embarks on 
its next phase of growth. With a 
more diversified and expansive 
geographic presence, ILCO’s of-
fices in Bloomington will serve as 
a primary base to support contin-
ued expansion in North America.

For more information visit 
indianlimestonecompany.com .
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800-575-4401www.braxton-bragg.com

BEST Brands!
BEST Guarantee!

BEST Service!
BEST Rates!

Call one of our 
knowledgeable sales 

staff to learn more 
about the Braxton-Bragg 

advantage!

Vi nyl  E s te r
Ad h e sive

   M E D I U M  V I S C O S I T Y  •  P R E M I U M  V I N Y L  E S T E R

   M E D I U M  V I S C O S I T Y  •  P R E M I U M  V I N Y L  E S T E R

Reorder Item 88990  |  Call 1-800-575-4401 
or visit www.braxton-bragg.com

Instructions for use:
To achieve the best results the contact surface must be clean and dry. 
ALWAYS TEST BEFORE USE. Before adding hardener the adhe-
sive may be colored with coloring pigments. The adhesive must 
be thoroughly mixed with the paste hardener at a ratio of 
1 % to 2 % by weight. A lower percentage of hardener will yield 
a lighter cured result. At 70° F the mixture remains workable for 5 
to 7 minutes. Higher temperatures shorten working time and lower 
temperatures lengthen working time. After 10 to 20 minutes the 
adhesive is completely cured and work can begin on the stone. 
For indoor use only.

Warning:
Always keep container closed tightly when not in use. Use this 
product in well ventilated areas. Store at temperature between 
50 and 70° F. Never transfer content into unlabeled container 
or reuse this container. Never cut or weld on an empty container. 

24 hour Emergency INFOTRAC 1-800-535-5053

DANGER

First Aid
If you need medical  advice, have product container or label at 
hand. Keep out of reach of children. Read label before use

IF INHALED: Remove to fresh air and keep at rest in a position 
comfortable for breathing. IF ON SKIN (or hair): Remove imme-
diately all contaminated clothing. Rinse skin with water. If skin ir-
ritation occurs: Get medical attention. IF IN EYES: Rinse cautiously 
with water for several minutes. Remove contact lenses if present 
and easy to do. Continue rinsing. If eye irritation persists: Get 
medical attention. 

IF SWALLOWED: Rinse mouth. Do NOT induce vomiting. Call a 
POISON CENTER or physician if you feel unwell.

Precautions
Keep away from heat, sparks, open flames, or hot surfaces. 
No smoking. Do not breathe vapors. Wear protective gloves, 
protective clothing, eye protection/face protection. Store locked 
up in a well-ventilated place. Keep cool. Dispose of contents or 
container in accordance with local and national regulations.

       Warning
This product can expose you to a chemical, Styrene, which 
is known to the State of California to cause cancer. For 
more information go to www.P65Warnings.ca.gov.

M e d i u m  VIS C O SITY

1 5 10
O n e  Q uart  •

 NEW 
PRODUCT!

Braxton-Bragg is expanding the 
Stone Shield adhesive line with the 
addition of a  high-quality Vinyl 
Ester adhesive.

With the current kitchen trend of using 
light-colored stone, this translucent vinyl 
ester adhesive provides superior color 
matching, and is designed for a stronger 
bond.

Crossville Launches Astral 
Plane Porcelain Tile 
Collection

Crossville, Inc. has 
launched the Astral Plane 
porcelain tile collection. 

This unique, stone-look product 
offers unprecedented visual depth 
achieved through multidimen-
sional graphics applied during 
the manufacturing process. 
This domestically produced 
line, inspired by elements of the 
natural worlds above and below 
us, is created to offer designers 
a versatile collection suited for 
a wide-range of commercial and 
residential applications.

“Astral Plane’s multidimen-
sional graphics create a deeply 
layered look that makes the neu-
tral color palette burst with vi-
sual texture,” explains Lindsey 
Waldrep, Crossville VP of 
marketing.

Waldrep also notes that Astral 
Plane supports biophilic design.

“The nuanced appearance 
echoes the look of stone within 
natural landscapes. This makes it 
an ideal foundational element for 
designers who’re focused on inte-
grating the relationship between 
humankind and nature into inte-
rior design.”

The collection’s four hues are 
designed to answer current color 
trends and provide lasting appeal 
for installations in the long-term. 
The quartet of colors include 
Altair, an ecru hue with cream 
highlights; Magellan, a strong, 
nuanced gray; Pavo, a deep, lush 
brown; and Draco, a charcoal hue 

dark like the night sky.
Astral Plane comes in three rec-

tified field tile sizes — 24- by-24 
inches, 12- by- 24 inches, and 6- 
by-24 inches — that are ideal for 
mixing and matching in a variety 
of patterns. 

Above: From Crossville’s Astral line, Draco in 6-by-24 inch 
pavers features charcoal hues threaded with white, dark like 
the night sky. Right: Magellan includes 24-by-24 inch tiles, 
perfect for the bath.

Please turn to page 23
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No   Tools Required

No   Tools Required
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www.braxton-bragg.com  •  800-575-4401

Now Available at
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www.wehausa.com
Now available at www.braxton-bragg.com

Weha A1500 5 Pad Vacuum Lifter

• Each vacuum lifter pad mounted on swivel
• Maximum spread of 108” x 58”
• Minimum spread of 36” x 39”
• Entire frame and extensions made 

with hot dipped galvanized steel
• 5 Shut off valves - each pad has 

dedicated valve
• Quick disconnect lines
• Power tilt

Each Weha A1500 Vacuum 
lifter comes complete 

with:
A1500 Base Vacuum Lifter

2 Extension Bars

2 Cross Bars

5 Vacuum Pads

Optional Stand Available

1,500 lb
CAPACITY

2018 delegation of volunteers at the Xiamen Stone Fair.  The deadline to apply 
to join the 2019 delegation is December 21, 2018.

NSI Seeks Volunteers for Xiamen 
Stone Fair Delegation

The Natural Stone Institute, in coor-
dination with the China Xiamen 
International Stone Fair, is invit-

ing association members to join a volun-
teer delegation to the 2019 fair. The China 
Xiamen International Stone Fair connects 
thousands of buyers, suppliers, and manu-
facturers from around the globe. 

Scheduled for March 6-9, 2019, this 
year’s trip will include:

• Three nights’ lodging at Fliport  
 Wutong Hotel 
• Walking tour of featured exhibitors  
 at the fair
• One-day study tour of natural stone  
 factories
• Onsite ground transportation to  
 Natural Stone Institute planned  
 activities
• Invitations to several VIP receptions

2017 BSI President Daniel Wood com-
mented: “Serving on this delegation helped 
expand my knowledge of stone and the tre-
mendous production capability in China. 

You will not want to miss this opportunity 
to grow yourself and your company.”

The Natural Stone Institute will also con-
duct several educational sessions as part of 
the World Stone Congress program. 

For more information about serving on 
the delegation, contact Pam Hammond 
at pam@naturalstoneinstitute.org or call 
440-250-9222. 

Space is limited. The deadline to join the 
delegation is Friday, December 21.

The Natural Stone Institute is a trade as-
sociation representing every aspect of the 
natural stone industry. The current mem-
bership exceeds 2,000 members in over 
50 nations. The association offers a wide 
array of technical and training resources, 
professional development opportunities, 
regulatory advocacy, and networking 
events. Two prominent publications — the 
Dimension Stone Design Manual and 
Building Stone Magazine — raise aware-
ness within the natural stone industry and 
in the design community for best practices 
and uses of natural stone. Learn more at 
www.naturalstoneinstitute.org.  

“We must be the great arsenal of democracy. For us this is an 
emergency as serious as war itself. We must apply ourselves to our 
task with the same resolution, the same sense of urgency, the same 
spirit of patriotism and sacrifice as we would show were we at war.”

– Franklin Delano Roosevelt
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Know Your Rocks

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

DO you love natural stone? 
Me, too. Fans of natural 

stone countertops, tiles, fireplaces, 
walls, and building stone are 
natural allies to geologists. We all 
share a similar zeal for a glimmer 
of garnet and the sexy sparkle of 
marble. The two disciplines have 
different ways of organizing and 
thinking about stone, which makes 
sense because we’re interested in 
different things. Geologists study 
rocks to learn more about what 
happened in Earth’s past. Regular 
people appreciate rocks because 
they’re useful, practical and beau-
tiful. Nonetheless, a bit of geology 
can shed light on why or where 
we’d want to use a given stone. 
Geology also helps us appreciate 
that every slab of stone offers a 
little glimpse into deep time and 
the dramatic forces that shape the 
planet.

This article touches on 13 dif-
ferent types of natural stone, 
with links to each type to explore 
further. 

Organizing Natural Stones 
Into Categories

You may have been taught the 
geologic categories of stone in 
middle school – ancient history, 

in other words. Geologists, like 
all scientists, love to put things in 
categories. We group rocks by the 
process that formed them. Did a 
rock erupt from a fiery volcano, 
or take shape in a placid riverbed?

Making More Useful 
 Categories: Grouping Stones 

by Their Properties
I’ll admit that geologic cate-

gories aren’t all that helpful for 
the way natural stones are used. 
Instead, we can group stones 
by the properties that matter to 
us, like how they hold up in the 
places we use them. 

See Chart Two for an overview 
of rock types sorted by hardness 
and their ability to withstand an 
onslaught of marinara sauce.

Note the empty category of 
hard stones that are damaged by 
acids. It turns out that hard min-
erals also tend to be unaffected 
by household acids. That’s just a 
coincidence of mineral chemistry, 
but it’s convenient for those look-
ing for a hard, resistant, natural 
surface. 

When we talk about acid resis-
tance, we’re referring to things 
like vinegar or citrus. Strong 
acids like oven cleaner and some 
bathroom cleaners will damage 
almost any stone, so keep those 
away from your stone, or better 
yet, use less toxic means to clean 
your home. 

Relationships Between 
Different Types of Stone

In the world of geology, all 
stones are related to each other. 
Over deep spans of time, any rock 
can turn into a whole new rock if 
it gets melted, squeezed, uplifted 
or eroded. In fact, that’s exactly 
what’s been happening all through 
Earth’s history. Understanding 
the relationships between differ-
ent stones can make it easier to 
see why some share similar traits. 
It also helps you appreciate the 
events that gave rise to all those 
beautiful slabs in the showrooms.  

Sedimentary Rocks Turn 
Into Metamorphic Rocks

Limestone forms in shallow, 
warm oceans and coral-rich 
beaches. It’s made of shells, shell 
fragments, and dissolved shells. 
Limestone can get buried and 
heated to taffy-like consistency, 
wherein it turns to marble. Both 

stones are made of the same min-
eral – calcite – but in marble’s 
case the calcite grains have been 
crystallized together, making 
the stone less porous. Marble’s 
distinctive grey streaks are clay 
layers from the original limestone 
that got heated and swirled. 

The relationship between 
sandstone and quartzite follows 
a similar theme. Sand grains 
gather on beaches, sand dunes 
and riverbanks. Layers of sand 
get buried and pressed together, 
forming sandstone. If sandstone 
gets shoved down deep and com-
pressed even further, the sand 
grains fuse together to become 
quartzite. As described in the 
Deep Dive into Quartzite article 
(September 2018 Slippery Rock) , 
this process is a gradual one. This 
means there are many gradations 
of sandstone and quartzite, rang-
ing from highly porous sandstone 
to bombproof crystalline quartz-
ite. The more deeply a stone is 
buried, the more tightly com-
pacted it will get. The porosity of 
a stone translates into its ability to 
shrug off stains, and this is some-
thing that buyers can evaluate as 
they shop for different stones. 

Onyx and travertine (above) 
are more rare types of sed-
imentary rocks that have 
formed in deposits of ground-
water with a lot of minerals 
dissolved in it. Here, leaves 
that fell into a pool are pre-
served in Travertine.

Please turn to page  25

Stone by Geologic Types

Chart Two: Stone by Properties (Acid Resistance)

Table & data by Karin Kirk for the Natural Stone Institute

Tying Geology to Our Favorite Natural Stones

Igneous Rocks

 Hard Stones Soft Stones

Sedimentary Rocks

Metamorphic Rocks

Igneous rocks were the world’s first rocks. They come from liquid magma that 
cools down to form a solid rock. This can happen either on the surface of the earth, 
like a lava flow, or deep underground in a magma chamber.

Granite and basalt are examples of igneous rocks.

You’ll find sedimentary rocks taking shape on beaches, rivers, deserts and ocean 
floors. In all of these places, grains of sand, clay and other minerals pile up, get 
buried under the next layer, and eventually compress into a solid stone.

Sandstone, bluestone and limestone are examples of sedimentary rocks. Travertine 
and onyx are special sedimentary rocks formed by deposits from groundwater 
that have an abundance of minerals dissolved in it.

If you grew up in Texas and then moved to Manhattan for 20 years, the experi-
ence would most likely change you. The same is true for rocks. They are always a 
reflection of the conditions they’re sitting in. Metamorphism happens when the 
conditions change drastically, and a stone becomes hotter, more compressed, or 
mingles with new and exciting minerals that are dissolved in groundwater. Just 
like the Texan in NYC, exposure to new conditions alters your outlook, while 
keeping a bit of your former identity, too. 

Marble, quartzite, gneiss, schist, slate and soapstone are all metamorphic rocks.

Stones that 
can resist 
acids

Granite, Gneiss, 
Schist, Quartzite, 
Sandstone,
Bluestone

Soapstone

Limestone, Marble,
Onyx, Travertine

Stones that 
are damaged 
by acids

Granite 

Sandstone 

Marble

Bluestone 

Quartzite 

Limestone 

Slate

Onyx

Soapstone

Basalt
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Are You Equipped for 
Winter Weather?

J. Sherwood
Omni Cubed

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

Item# 11491

Makita®  12 Gallon  
Wet/Dry Shop Vacuum

Makita®  XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita®  XCV05PT HEPA Filter Dry 
Backpack Vacuum

 Item # Description Price

 5146 Makita® VC4710 12 Gallon Wet/Dry Vacuum $699.95  

 11482 Makita® Dust Extraction Surface Grinding Shroud $57.07     
  for Makita 9565CV, 5”

 11491 Makita® Dust Extraction Surface Grinding Shroud, 7” $70.77 

 11483 Makita® Dust Xtracting 4-1/2”, 5” Cutting Guard $118.47    
  with Shoe for Makita 9565CV

 Item # Description Price

 11486 Makita® XCV04Z Cordless HEPA Filter Dry Vacuum $738.45  

 Item # Description Price

 11492 Makita® XCV05PT HEPA Filter Backpack Dry Vac. Kit $667.69  

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

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

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

 GUARANTEED

BEST
PRICE!

Makita Vacs and Shrouds
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Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

Rain, mud, sleet, and 
snow can make 
a tough job even 

more challenging. That’s 
why Omni Cubed® has 
developed specialized tools 
to help you overcome the 
installation obstacles that 
winter brings. All-terrain 
Pro-Carts and patented 
Aqua-Jaw™ Carry Vise™ 
will make your job easier 
and keep your team safe 
while dealing with seasonal 
challenges.  

 

Faced with steep drive-
ways? Bumpy landscapes? 
No problem. With the Pro-
Cart AT1 and AT2, simply 
load your stone on the cart 
and roll it onto the install 
site with ease. The carts’ 
integrated clamps grab onto 
your material, enabling you 
to pop up over curbs and 
stairs, or lift completely off 

the ground, if needed.
For even more control, put 

a pair of Aqua-Jaws on your 
material to help steer and 
carry the load. They are the 
only “all-weather” carry-
ing clamps designed to not 
slip off wet stone, and will 
stay attached when going up 
stairs.

 
Don’t let inclement 

weather slow you down—
face it head-on with the right 
tools for the job!

 
All Omni Cubed prod-

ucts are available now at 
Braxton-Bragg. Learn more 
at omnicubed.com.

Tools pictured in use on this muddy, challenging jobsite delivery: Sink Hole 
Saver™ Manual unit, Aqua-Jaw™ Carry Vise™, and the Pro-Cart AT1.

Crossville Launches Astral Plane 
Porcelain Tile Collection

Two mosaic options, a 
2 x 2 inch and a random mo-
saic, invite creativity and 
versatility to complete any 
design. The cove base and 
bullnose trim allow for fully 
finished looks.

As with all products 
produced at Crossville’s 
Tennessee manufacturing 
facilities, Astral Plane is re-
sponsibly made in the USA, 
contains a minimum of 4 
percent pre-consumer recy-
cled content, and is Green 
Squared certified. Astral 
Plane is recommended for 
a wide range of interior in-
stallations, as well as exte-
rior vertical applications, in 
commercial and residential 
settings.

Continued from page 19

Founded in 1986, 
Crossville Inc. is a U.S.-
owned and operated man-
ufacturer of award-winning 
tile collections for residen-
tial and contract applica-
tions. Its headquarters and 

manufacturing facilities 
are located in Crossville, 
Tennessee. 

For more information on 
this collection, please visit 
www. crossvilleinc.com.

Pavo, from the Crossville Asral Plane collection
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Use Natural Stone Featured 
on TLC Show  Make This 
Place Your Home

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

Enrolling is easy!
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

– 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

Tambien disponible en espanol
Visite el link: https://slkt.io/uCJ

Once you join, 
you’ll have access 
to exclusive offers 

and important 
product updates

Be a part of Braxton-Bragg’s 

VIPER NATION

Use Natural Stone was 
featured on a recent 
episode of TLC’s Make 

This Place Your Home. The 
segment featured a tour of the 
historic Danby Quarry (owned 
by Vermont Quarries) and shared 
information about the benefits of 
choosing genuine natural stone. 
The segment can be viewed at 
www.usenaturalstone.org/mtpyh.

This segment was a result of the 
Natural Stone Institute’s Natural 
Stone Promotional Campaign, a 
program designed to promote the 
use of natural stone to consumers, 
designers, architects and builders. 
The program is funded by dona-
tions from Natural Stone Institute 
members and industry partners. 

“We were thrilled to have this 
opportunity to share the story of 
natural stone with TLC’s impres-
sive audience through Make This 
Place Your Home. This is just one 
example of what is being made 
possible through Use Natural 
Stone. We are excited about the 
future of this program,” stated 
Natural Stone Institute CEO Jim 
Hieb.

For more information 
about Use Natural Stone, 
visit their website www.use 
naturalstone.org. 

The Natural Stone Institute is 
a trade association representing 
every aspect of the natural stone 
industry. The current membership 
exceeds 2,000 members in over 50 
nations. The association offers a 
wide array of technical and train-
ing resources, professional devel-
opment opportunities, regulatory 
advocacy, and networking events. 
Two prominent publications—the 
Dimension Stone Design Manual 
and Building Stone Magazine—
raise awareness within the natural 
stone industry and in the design 
community for best practices and 
uses of natural stone. Learn more 
at www.naturalstoneinstitute.org.  

It is never better to be a child 
than at Christmas, when its 
mighty Founder was a child 
Himself. – Charles Dickens

Join us as we travel to Danby, Vermont to discover the beauty and versatility of 
genuine natural stone. We’re traveling inside the historic Danby Quarry to get a 
rare glimpse of how natural stone is quarried. #usenaturalstone

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Basalt is one type of igneous 
rock that is famous for erupting 
out of volcanoes, like the spec-
tacular lava flows from Kilauea 
we saw last spring and summer. 
Basalt also makes up the entire 
ocean crust (which itself is volca-
nic, betcha didn’t know that!) and 
forms oceanic islands like Hawaii 
and Iceland. 

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

Network of surface industry entrepreneurs

Drive best 
practices and 

safety standards

Establish fi nancial 
benchmarks

Promote customer 
service excellence

www.rockheadsusa.com

Engage with 
industry leading 

suppliers

GOT WHAT
IT TAKES?

Please turn to page  27

Bluestone is a variety of sand-
stone. It formed as rivers flowed 
off a former mountain range 
along the eastern seaboard. As 
400,000,000-year-old rivers 
wound their way through the 
landscape, they left behind pock-
ets of sandstone in Pennsylvania 
and southern New York. Because 
the sandy deposits occurred in 
small, scattered areas, the quarries 
were small, too, setting the stage 
for generations of family-run 
quarrying operations throughout 
the region.

Dialing Up the Heat on 
Slate, Schist, and Gneiss

This trio of rocks shows what 
happens if you crank up the ther-
mostat on a stone. The predeces-
sor to all of these stones is shale, 
which is compressed clay and is 
decidedly un-sexy. But add a little 
heat and pressure and those unre-
markable clay particles start to 
grow and strengthen, and the rock 
turns into slate. Unlike shale, slate 

Know Your 
Rocks

Continued from page 22

is durable – and is workable into 
tiles, shingles, and of course, old-
school blackboards. 

If the stone gets hotter, the clay 
particles morph into mica and the 
rock takes on a subtle sheen. This 
is called phyllite, but in commer-
cial terms phyllite is usually sold 
as slate. More heat begets even 
larger mica grains, and the stone 
becomes schist, which is known 
for its glittery look. Schists with 
small mica grains are preferable to 
stones with large chunks of mica, 
because the latter can be weak and 
literally flaky. 

Adding even more heat and 
pressure will make the stone sep-
arate into bands of light and dark 
minerals. Striped or banded pat-
terns are the hallmark of gneiss. 
The patterns can be calm or bold, 
straight or swirled. For commer-
cial purposes, gneiss is usually 
classified as granite, because 
it’s made of the same minerals 
and shares similar properties and 
colors. 

If the stone gets hotter still, it 
will start to melt. In some slabs of 
gneiss you can see melted blobs 
of quartz, showing the stone was 
right on the edge of becoming 
liquid again. If the whole thing 

melts, then you’ll end up with 
granite, an igneous rock. 

The Many Colors of Granite
Granite means many things. It’s 

a catch-all category that’s often 
used to describe any hard, crystal-
line stone. In geology, granite is 
one specific thing: an igneous rock 
that is coarse-grained and overall 
light-colored. But in the parlance 
of the natural stone industry, the 
definition of granite is expanded 
to include all igneous rocks, as 
well as many metamorphic rocks 

Granite can be multicolored and 
light, or dark and full of iridescent 
minerals like Labradorite (below).

like gneiss and schist. 
Geologists classify igneous 

rocks by the size of the crystals 
and the types of minerals. And 
while you will definitely sound 
smart if you casually inquire 
if your local slab yard has any 
quartz monzonite or granodio-
rite, that’s not necessary. Most 
igneous rocks are quite similar to 
each other, despite their different 
colors and patterns. We can just 
stick to calling them all granite. 
(Just please don’t tell my geology 
friends I said this!)

Meet the Granite Family
Igneous rocks are classified by color and grain size

Trade name: Barcelona
Geologic name: Granite

Trade name: Bethel White
Geologic name: Granite

Trade name: New Caledonia
Geologic name: Syenite

Trade name: Silvestre Grey
Geologic name: Dorite

Trade name: Absolute Black
Geologic name: Basalt

Trade name: Impala Black
Geologic name: Gabbro

Overall Light Color
(Light grey, pink and light tan)

Medium Grey Dark Grey to Black

Coarse
Grained

Medium
to Fine 
Grained
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Left: Diamond wire 
belt segments are 
made in-house, and 
the WF Meyers team 
helps select tools that 
are best-equipped 
for specific stones, 
maximizing speed 
and equipment life for 
their customers.

Right: Testing a 
block-boring bit 
on limestone, on a 
Northwoods CNC 
machine.

“We’ve seen remarkable growth 
on that over the last five years,” 
he said. “I would attribute it to the 
industry starting to embrace CNC 
technology. I think as people are 
moving away from planers, and 
carvers become harder to find, I 
think that people turning to CNC 
is kind of the next answer to that 
question.”

In 2019, WF Meyers will roll out 
diamond wire for the mill.

“We want to be a complete 
source for our customers,” said 
Barnes. “I think that we’ve got 
the ability to offer a good product 
there with some advantages over 
some suppliers with lead times, 
etc. Based on our location, if 
you’re running diamond wire, it’s 
easier to send it to Indiana instead 
of overseas.”

WF Meyers has a standard line 
of CNC tooling that the company 
keeps in stock, but Barnes said 
they’re working on expanding 
those offerings, too.

“We also have the ability to do 
custom tools,” he said. “Our in-
house draftsman does a really good 
job on that. Our new lathe gives us 
the ability to do custom tools with-
out relying on outside vendors.”

Looking for Feedback
Barnes set a goal for the upcom-

ing year. He wants to visit more 
customers in their shops and get 
their feedback about products cur-
rently offered and products they’d 
like to see.

“I think it’s my job to be an 

WF Meyers: Reinventing 
After 130 Years

Continued from page 3 ambassador for this company,” he 
said. “One of the things we like to 
talk a lot about, especially on the 
sales side, is that we’re not just a 
parts vendor. I like to see us as a 
strategic partner to our custom-
ers. We’re not so much in the di-
amond tooling business as we are 
in the problem-solving business. 

“We’re here to partner with you 
to solve your problems. That’s the 
company I want to work for. I like 
a challenge, and I like for things 
to work smoothly. I think that you 
can buy diamond tools from a lot 
of places, but if you want to try 
something different, let us know. 
The good ideas come from the 
people doing the actual work.”

That philosophy goes hand-in-
hand with the changes Barnes has 
made at WF Meyers.

“I think this has been a weak-
ness in the past and something 
we need to work better on. In the 
past, the thought was ‘no news is 
good news.’ I think that’s a really 
dangerous way to do business.

“One of the ways I like to de-
scribe WF Meyers is that we’re 
a 130-year-old startup company. 
We’ve been in business for a long 
time, but we’re in the process of 
reinventing ourselves. There are 
a couple of great products we de-
veloped, and I think we got a lit-
tle complacent. I don’t think that 
was to anyone’s benefit, us or our 
customers.”

But most of all, Barnes wants to 
build a relationship of trust with 
all WF Meyers’ customers.

“We’re taking a little bit more 
of an active role in partnering 
with folks,” he said. “That’s 
where I want to be. I want people 
to know that we’re here to help.”

For more information, visit 
www.wfmeyers.com.

PCD Tooling for CNC machines

WF Meyers makes a variety of large-format 
blades for  quarry and block saws.

Slabbing Saw
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What’s in a name? In the stone in-
dustry, many types of igneous rock 
get lumped under the general name 
of “granite.” If you have something 
special in your slab yard–your cus-
tomers will love a countertop with 
an interesting geological history.

© Image Karin Kirk for MIA+BSI

Geologist to Commercial Translation Key

Geologists Say:

Granite

Diorite

Andesite

Syenite

Gabbro

Anorthsite

Basalt

Granulite

Gneiss

Schist

Stone Industry Says

Granite

Granite

Granite

Granite

Granite

Granite

Granite

Granite

Granite

Granite

Know Your 
Rocks

Continued from page 25

Solid Rock from 
Liquid Water

Onyx and travertine are vari-
ations of the same stone. They 
come about from mineral-laden 
water, like you’d find at the 
mouth of a hot spring. Both are 
made of calcite, the same mineral 
that’s in limestone and marble. 
Travertine has a lacy pattern from 
the way the water flows in little 
rivulets away from the mouth of 
a hot spring. Onyx can form from 
either hot or cool water, and is 
less porous than travertine. Onyx 
is beloved for its smooth layers 
and gem-like colors that are espe-
cially glorious when backlit. 

The Oddball Stone that 
Doesn’t Fit Into Any 

Categories
It’s true with people and it’s true 

with stones, too. Not everyone fits 
into a tidy category. Soapstone, 
for instance, is basically nothing 

like other rocks. It manages to be 
soft, yet dense. You can scratch 
it with your fingernail, but you 
can’t stain it or burn it, no matter 
how careless you are. Soapstone 
is more like a family of stones 
rather than one specific thing, but 
it’s cool stuff, and I bet it will sur-
prise you.

Geologists and Natural Stone 
Aficionados Agree

Natural stone offers a lot to love 
– there’s zero doubt about that. 
Take a moment to learn about the 
history and characteristics of your 
favorite stone, and I bet you’ll ap-
preciate it even more.

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 con-
tributor to usenaturalstone.com 
and the Slippery Rock Gazette.

Soapstone is the oddball of natural stones: it is normally impervious to most 
acids, yet some types are soft enough to carve with a kitchen knife.

A quick eye by Goodwill 
workers in southern 

New Jersey turned up framed 
pages from an original 1774 
Philadelphia newspaper with an 
iconic “Unite or Die” snake de-
sign on the masthead.

The frayed December 28, 

Goodwill Workers In NJ Find 
Original 1774 ‘Rebel’ Newspaper

1774, edition of the Pennsylvania 
Journal and the Weekly Advertiser 
boasts three items signed by John 
Hancock, then president of the 
Provincial Congress, who pleads 
for the Colonies to fight back “en-
emies” trying to divide them.

A jumble of small advertise-
ments offer rewards for a lost 

horse or runaway apprentice, 
while another insists the poster 
will no longer pay his “misbe-
hav(ing) wife’s debts.”

The discovery was first re-
ported by NJ Pen, an online 
news site.

Bob Snyder of the New York 
auction house Cohasco says the 
“rebel” newspaper shows how 
“everyone was good and mad” 
at the British just months before 
the Revolutionary War began. 

Please turn to page  29
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Come Join Us!
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Southern 
Kentucky 
Granite

Above, Top: An Intermac Master 38.3 CNC Router handles all their 
wet milling, routing and bowl cutouts – tasks that used to generate 
the most dust in the shop are now largely more automated. There’s 
plenty of finishing work done by hand, though.

Above: Donatoni Sawjet 625 CNC Bridge Saw has helped them 
take production digital and dust-free. “Templates can now be 
e-mailed to the shop, and we can sometimes have the job com-
pletely cut out before the template man gets back at the end of 
the day,” said Aldridge.

Continued from page 2

“The bowl cutouts we used to 
do dry are now handled by our 
Donatoni Jet CNC Saw. This has 
eliminated a lot of dust. The next 
biggest dust maker was drilling 
holes, so we’ve switched to using 
Terminator bits from Braxton-
Bragg and running them on our 
Hercules water-fed polishers. 
Those bits are literally wearing 
all the way down to the last di-
amond with nothing left. So we 
have virtually eliminated dust just 
by using the correct tools. 

   
“On the installation side, our 

installers are using dust collec-
tors on their tools that we’ve also 
purchased from Braxton-Bragg. 
Fortunately, with the new rules 
from OSHA, if you’re willing to 
be flexible and willing to change 
and not get mad about it, there is 
help there so you can do it cor-
rectly. My guys used to do a dry 
sink cutout and make it ready 
for polishing in 4-1/2 minutes. 
With my Donatoni and tooling 
from Braxton-Bragg, we can do 
a dust-free cutout in less than 14 
minutes. Additionally, those hand 
cutout pieces were unusable, and 
most of the time they fell to the 
floor. Using the Donatoni, those 
cutouts are salable to the public. 
I keep them listed on Facebook, 
and we sell them for $5 each 

instead of going into the landfill. 
We also take the time to display 
our remnants well, and between 
the Tomahawk, the Donatoni and 
the way we display, we have very 
little waste. That’s profitable and 
good for the environment.”

The company also just received 
one of Aaron Crowley’s No Lift 
Carts to prevent injuries and 
speed up installations. “We’ve 
been seeing this cart advertised 
in the Slippery Rock Gazette, 
and finally purchased one. It is 
amazing!” 

Educating the Customer  
and Closing the Deal

“I am really, really big on ed-
ucating the customer,” continued 
Eric, “and I tell our people that 
a sale is no good unless you’ve 
educated them. I do not want a 
headache later, so I’m educating 
them on what they are purchasing 
and what to expect. Anyone can 
tell a customer what they are pur-
chasing, such as marble, but when 
it starts to etch and they weren’t 
told it might do so — then you’ve 
got a problem. Here’s what we’ve 
done.

“When someone walks into 
Southern Kentucky Granite, 
they are greeted at the door. A 
lot of the time our customers are 
women who might be a little ner-
vous, because they are not sure 
what to expect, or their husbands 
might not want them spending 
a lot of money on a stone coun-
tertop. First, I’ll ask about their 
project. Is it kitchen or bathroom? 
If it’s a bathroom, we’ll direct 
them to the remnants, because 

they cost less money, and moving 
that material also helps keep the 
shop more profitable. If their proj-
ect is a kitchen, we’ll guide them 
to the slab warehouse. It’s very 
customer-friendly, and I can let 
them take their time just brows-
ing around. I’ll check on them in a 
few minutes, because I don’t want 
to hover. If they look confused 
about the variety, I’ll check on 
them sooner, but usually they are 
out there for about two minutes, 
which to them feels like an eter-
nity. When I do re-engage, they’re 
already going, ‘I really like that, 
but don’t like that one at all.’ So 
now I’ve got a good idea if they 
are an exotic stone customer or 
a core color customer, because 
they did or didn’t like material 
with a pattern, and I’m not going 
to waste their time. I’ll then listen 
a lot, answer their questions, and 
stop and wait for their response. 
This next part is key!

“Our material is basically di-
vided into $45, $55 and $65-per-
square-foot pricing, and after 
pointing this out customers will 
say something like, ‘Give me a 
price range,’ and I will explain 
that to them. Their usual response 
to this is, ‘Just show me the $45 
stone. I can’t afford the $65,’ be-
cause already they had it in their 
mind that our material was too ex-
pensive, and they could only af-
ford the less expensive materials. 

“This used to limit me to low-
er-end sales, because they already 
had a negative idea about $65- 
per-square-foot material. 

“To fix this problem, when we 
moved our slabs into our indoor 
warehouse last year, I decided Please turn to page 32

that I was going to go back to my 
methods of doing cabinet sales.

“In cabinet sales, we always 
used ten-by-ten displays of kitch-
ens, and the price was based on 
door style, with the same cabi-
net. So I did that with our mate-
rials and priced a 45-square-foot 
kitchen. Each slab on display fea-
tures a laminated card that gives 
the stone’s name and country of 
origin, gives the price per square 
foot, which includes a stainless 
steel undermount sink, all for a 
certain price. 

“So, from high to low price, 
every lab is priced using a for-
ty-five-square-foot countertop, 
each with a different material. As 
I’m walking the folks back to the 
warehouse, I’ll point those cards 
out so they know that I want to 
provide them with information. 

I’ll then continue by showing 
our forty-five dollar materials 
while walking slowly and soon 
say, ‘Notice over here this price’, 
because I’ve purposely kept an 
exotic slab close by. Nine times 
out of ten they’ll say, ‘Oh! All of 
these are in the budget of what I’m 
thinking!’ I’ll then reply that I’ve 
pointed them out to you, because 
everything in this warehouse re-
ally is within your budget, so stop 
thinking price and start thinking 
color and what you’re looking for. 

“I’ll then point out that a $45- 
per-square-foot kitchen will cost 
$2,525.00, and a $65-per-square- 
foot kitchen will cost $3,670.00 , 
and remind them that I’ve not fig-
ured their square footage.

Southern Kentucky Granite’s newest equipment purchase is the 
No Lift Install System, which can effectively reduce the number of 
installers needed to safely bring in and set up heavy countertops.
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TENAX HAS DEVELOPED A NEW LINE 
OF BLADES FOR CUTTING DEKTON 
AND CERAMIC MATERIALS.

Approved by Cosentino

www.tenax4you.com
For more information about Tenax products

email: info@tenaxusa.com or call: 1-800-341-0432

• Available in 16”
• Extra thick 8.1mm core
• Miter up to 12mm thick
• Silent core
• 1900-2200 RPM

• Available in 16”
• Thick 4.6mm core
• Miter up to 30mm thick
• Silent core
• 1700-2100 RPM

• Available in 14” and 16”
• Specifically for Dekton material
• 1800-2100 RPM
• Feed rate/straight cut:  24”-40”  per min.
• Feed rate/miter cut: 14”-32” per min.
• Standard 2.3mm core thickness

Ceramic/Porcelain Blade

45° Miter Blade

ESPECIALLY DESIGNED FOR MITERING

XXL Slab Blade

Dekton Blade

• Available in 14” and 16”
• Specifically marketed to all sintered material 

fabricators
• 14”: 2150-2500 RPM
• 16” 1900-2200 RPM
• Feed rate/straight cut: 32”-79” per min.

• Feed rate/miter cut: 20”-55”per min.
• Standard 2.3mm core thickness

Goodwill Workers In 
NJ Find Original 1774 
‘Rebel’ Newspaper

The masthead design is a variant of the 
“Join, or Die” political cartoon credited 
to Benjamin Franklin.

“These were very important propa-
ganda tools,” Snyder said of newspapers 
and pamphlets of the era. “The vicious-
ness then in some was as much or more 
as it is today. (But) the language was 
more powerful in putting down the other 
side.”

Snyder estimates the newspaper’s 
value at $6,000 to $16,000. Goodwill 
Industries hopes to sell it to help fund 
its educational and job-training services, 
according to Heather Randall, e-com-
merce manager of the regional operation 
in Bellmawr, New Jersey.

The framed document was dropped 
off in Woodbury, New Jersey, and sent 
to her department, which reviews dona-
tions that may be valuable, and lists the 
best among them on Shopgoodwill.com. 
Employee Mike Storms did the detective 
work, guessing it was original, given 
small keyholes at the inside edge of the 
pages that suggest they had once been 
bound by string. What’s more, the four 
pages were preserved in an old frame 
with glass on both sides.

“It’s like a big treasure hunt, really, 
because you never know what’s going 
to come through. Sometimes, the things 
take a lot of research,” Randall said.

“We got a Bill of Rights the other day, 
but it was (printed by) the Phillip Morris 

Tobacco Company,” she said. “It looked 
good.”

There are three other existing cop-
ies of the same weekly edition of the 
Pennsylvania Journal, all housed in uni-
versity collections. Randall hopes this one 
will find a home in the Philadelphia area 
where the public can see it. She posted it 
for sale on the Goodwill website for 15 
days earlier this year, but the listing didn’t 
get widespread interest. Snyder believes 
it should.

“It’s only three or four months until the 
first actual shots of the Revolution were 
fired. So by this time, everybody was 
good and mad,” said Snyder, who said 
newspapers of the day were more partisan 
than today, although the level of debate 
was more highbrow. The Pennsylvania 
Journal was published by William and 
Thomas Bradford, who came from a dis-
tinguished local family of booksellers and 
printers.

“They obviously had a very strong be-
lief system. They were willing to risk their 
lives to publish,” he said.

Storms nonetheless found some irony 
in the sign-offs that ended many of the 
submissions.

“With all the anger and angst they have 
toward Great Britain, they still sign things 
‘God Save the King,’” he said. 

Continued from page 27

“Watch this! If I close one nostril 
 it’s like a laser pointer!”

© MARK ANDERSON. www.andertoons.com
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Ads not meeting guidelines will not 
be published. 
• We are again offering FREE online 
and print line ads for 2019! Ads 
may be renewed or discontinued by 
contacting the Slippery Rock Gazette via 
email or fax at 865-688-2076.

•Maximum of 70 words or less per ad
•All faxed ads must be typed–No hand-
written ads–No exceptions. 

•Please review all your ad info before 
submitting– NO corrections can be 
given for ads that are submitted with 
the wrong contact info or content after 
deadline.

•Best way to submit an ad is by going 
online at www.slipperyrockgazette.net, 
or sending an email to the editor, Larry 
Hood, at lhood@slipperyrockgazette.
net.

2019 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

January 2019 Wednesday, November 21, 2018

February 2019 Wednesday, December 19, 2018

March 2019 Wednesday, January 23, 2019

Business Opportunities

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

_____________ 

Visit our online store. We offer Steel 
Grates – Trench Drain Systems –
Trench Installations – Machine 
Foundations – Concrete Structures
We have a variety of trench drain prod-
ucts, steel grating, and other construc-
tion products. ROCKCRETE USA 
has served the Granite Industry since 
2005 all over the US and Canada. We 
pride ourselves in effectively provid-
ing high quality products at wholesale 
prices. Call 404-543-0446 today or 
visit us at www.RockCreteUsa.com .

_____________

For Sale

Bluestone Quarry in upstate New 
York. 164 acres. 23 acres active quar-
ry. Additional 23 acres with retail 
office, stone yard, 2 fabricating shops, 
stone cutting equipment, trucks, etc. . 
Turn Key business. Serious inqui-
ries only. Call 518-872-0242 or mail 

egiebitz@aol.com.
 _____________

Stone Care

Braxton-Bragg’s Supreme Surface 
Stone Care Program. Braxton-Bragg 
firmly believes in offering not only 
the best products for stone fabricators 
and installers, but also in providing 
our customers with a way to retain 
and maintain great working relation-
ships with their customer base. This 
is why we have launched Supreme 
Surface Stone Care Program for stone 

Name & Address | will be replaced 
with your pertinent information to let 
your customers know how to contact 
you directly. You will also receive a 
unique discount code that is linked 
to your Braxton-Bragg account, so 
that we can track your customers, for 
you to receive a rebate from us when 
someone purchases Supreme Surface 
Products. For more information about 
this program, please contact one of our 
salesmen at 800-575-4401.

_____________

ATTENTION Fabricators: 
Supreme Surface cleaners for nat-
ural stone are non-toxic and 100% 
naturally derived. To discover how 
you can make extra money selling 
this product call 800-575-4401 and 
ask for details, or Log on to www.
consumerstonecare.com.

_____________

fabricators that purchase their supplies 
directly from us. It is easy to sign up 
and we do all of the work for you! 
All you have to do is let us know that 
you’re interested in becoming a par-
ticipant in this program and we will 
print for you custom postcards and 
brochures to hand out to your clients 
and prospective customers interested 
in your countertop services.
The postcards and brochures will be 
printed with your company name and 
address. The space | Your Business 

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

Readers Please Note:  

Join Us Each Month!
Visit www.slipperyrockgazette.net for your subscription  

requests, address changes, and FREE CLASSIFIEDS 

The Slippery Rock has become the most widely read stone 
trades newspaper in the United States, mailed directly to busi-
nesses and individuals working in stone and associated trades.

TOUGH TOOLS

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

TOUGH TOOLS

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

METAL, GRANITE & MARBLE

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

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

METAL TIP

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

FOR USE 
IN ALL 
FABRICATION

Buy factory direct. We ship all over the U.S.

Thassos White Marble

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

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

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.

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

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

Once They’re Gone — They’re Gone!

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

•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 BD-
5000, 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!  

Visit www.stoneforensics.com

Become a Stone & Tile Inspector
Stone Forensics is now offering its 

popular Stone Inspection Seminar 
as an affordable, self guided Power-
Point presentation. 

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

• 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

Troubleshooting 
pitting and spalling, 
moisture and rust 
damage will be 
covered in Dr. Fred’s 
4-day, in-depth 
class.•132 TON SPLITTING FORCE   

• 25.2” BLADE LENGTH and   

 17.72” SPLITTING HEIGHT

•15 KW PUMP UPGRADE   
 PRODUCING BLADE SPEEDS of;

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

•TESTED and PRESSURES SET   
 PRIOR TO SHIPMENT

IGLOO 120 
640 X 450 

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

We hope your  
Holidays 
ROCK!
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http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/


Slippery rock Gazette December 2018  |  31  

The Slippery Rock Marketplace

www.wilsonsaws.com 
Manufacturing Stone Processing 

Equipment Since 1982.                        
706-213-6725 

www.fabricatorsfriend.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.

Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

www.braxton-bragg.com

We’re so confident you’ll love the 
quality & polish of Talon™ pads, 

we offer them with a 
100% Money Back Guarantee!

www.wehausa.com
info@wehausa.com

1-877-315-4761

adhesive | resin | surface treatments
cleaning & maintenance | abrasives
www.tenax4you.com | info@tenaxusa.com

1.800-341.0432

CNC Tooling for 
Natural Stone and  
Dekton

www.braxton-bragg.com
NOW AVAILABLE AT

www.braxton-bragg.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

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 pro-
fessionals in the stone processing industry.

Since 1933...
the original and 
most trusted seam 
adhesive

www.akemi.com

www.braxton-bragg.com

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

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.braxton-bragg.com

25 Years of Innovation
Extreme X2 Bridge Saw Blade

COMPLETE  TERMINATOR LINE IS NOW AVAILABLE AT

Vi nyl  E s te r
Ad h e sive

   M E D I U M  V I S C O S I T Y  •  P R E M I U M  V I N Y L  E S T E R

   M E D I U M  V I S C O S I T Y  •  P R E M I U M  V I N Y L  E S T E R

Reorder Item 88990  |  Call 1-800-575-4401 
or visit www.braxton-bragg.com

Instructions for use:
To achieve the best results the contact surface must be clean and dry. 
ALWAYS TEST BEFORE USE. Before adding hardener the adhe-
sive may be colored with coloring pigments. The adhesive must 
be thoroughly mixed with the paste hardener at a ratio of 
1 % to 2 % by weight. A lower percentage of hardener will yield 
a lighter cured result. At 70° F the mixture remains workable for 5 
to 7 minutes. Higher temperatures shorten working time and lower 
temperatures lengthen working time. After 10 to 20 minutes the 
adhesive is completely cured and work can begin on the stone. 
For indoor use only.

Warning:
Always keep container closed tightly when not in use. Use this 
product in well ventilated areas. Store at temperature between 
50 and 70° F. Never transfer content into unlabeled container 
or reuse this container. Never cut or weld on an empty container. 

24 hour Emergency INFOTRAC 1-800-535-5053

DANGER

First Aid
If you need medical  advice, have product container or label at 
hand. Keep out of reach of children. Read label before use

IF INHALED: Remove to fresh air and keep at rest in a position 
comfortable for breathing. IF ON SKIN (or hair): Remove imme-
diately all contaminated clothing. Rinse skin with water. If skin ir-
ritation occurs: Get medical attention. IF IN EYES: Rinse cautiously 
with water for several minutes. Remove contact lenses if present 
and easy to do. Continue rinsing. If eye irritation persists: Get 
medical attention. 

IF SWALLOWED: Rinse mouth. Do NOT induce vomiting. Call a 
POISON CENTER or physician if you feel unwell.

Precautions
Keep away from heat, sparks, open flames, or hot surfaces. 
No smoking. Do not breathe vapors. Wear protective gloves, 
protective clothing, eye protection/face protection. Store locked 
up in a well-ventilated place. Keep cool. Dispose of contents or 
container in accordance with local and national regulations.

       Warning
This product can expose you to a chemical, Styrene, which 
is known to the State of California to cause cancer. For 
more information go to www.P65Warnings.ca.gov.

M e d i u m  VIS C O SITY

1 5 10
O n e  Q uart  •

Braxton-Bragg Adds 
Premium Vinyl Ester to 
Stone Shield Adhesive 

Product Line

Braxton-Bragg has 
added a premi-
um-grade vinyl 

ester adhesive to the popular 
Stone Shield stone adhesive 
line. 

Product Manger Matt 
Maples said, “Our new 
vinyl ester has a different 
viscosity behavior than 
polyesters and most epox-
ies.   Stone Shield Vinyl 
Ester is softer in consis-
tency, making it ideal for 
tight, no-drip vertical joints, 
and miters, seams, repairs 
and laminations.

“The product addresses 
a need in the stone indus-
try for a premium-grade 
product at a competitive 
price.  Vinyl ester technol-
ogy has greatly reduced 
callbacks and rework on in-
stallations. It has simplified 
the fabricator’s and install-
er’s job, as it gives excel-
lent results with all white, 
light and bright-colored 
surfaces.”

The Stone Shield Vinyl 
Ester formula offers the ab-
solute best color consistency 
from can to cure, making 
it perfect for color match-
ing any stone or surface, 
whether  a natural stone or 
quartz product.  Due to the 
light or white-colored stone 
trend in the industry, Stone 
Shield Vinyl Ester is being 
offered as the go-to product 
for these light-hued stones. 

“Color matching is al-
ways more critical on light-
er-colored surfaces. Our 
Stone Shield Vinyl Ester is 
translucent and tints well, 

providing excellent col-
or-matching results,” said 
Maples.

The new Stone Shield 
Vinyl Ester is a medium 
viscosity, rated as a five 
in stiffness from a scale of 
one to ten – one being water 
flowing, and ten being the 
stiff viscosity of peanut 
butter. For comparison, 
Stone Shield Knife Grade 
Polyester is a 6-7 on the 
viscosity scale.

Stone Shield Vinyl Ester 
is now available in quart, 
gallon, Ship-Saver (five 
gallon boxes) and five-gal-
lon pails for direct delivery. 
Stone Shield Vinyl Ester is 
for indoor use only.

About Braxton-Bragg 
Since its beginning in 

1995, Braxton-Bragg’s phi-
losophy has been to offer 
the best customer service 
and the best value for the 
money. This is accom-
plished by providing qual-
ity tile, stone and concrete 
tooling and supplies at the 
best prices and best in-
stock availability. For more 
info, visit braxton-bragg.
com and facebook.com/
braxtonbraggllc.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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“I say, ‘I’m not telling you that 
this is how much your kitchen 
will cost, but as you can see, 
there’s barely $1,100 difference 
in the two prices. The customer 
begins nodding their head while 
saying something like, ‘I never 
thought it was going to be this 
inexpensive!’ This is an ‘aha’ 
moment for them, and their mind 
is now fully open to considering 
pricing. They have decided that 
this entire warehouse is no lon-
ger too expensive. Then, once 
they’ve made their selection, I 
take them back into the show-
room to finish. 

“Again, we don’t yet know 
what their square footage is, so 
there is a little bit of tweaking 
there. I’ll then explain the detail 

work that we do to make sure the 
edges are rolled to remove any 
micro chips, how we mount our 
sinks and dishwashers using fail-
proof, heavy metal brackets from 
Braxton-Bragg, and that we mill 
down the seams at installation. I 
then finish by saying, ‘So, while 
you’re shopping around, ask the 
others to explain how they do it. 
Chances are they won’t, because 
they are not proud of the way they 
do it. We are proud, and our close 
ratio is very high, because price 
is not a concern anymore, and the 
customer understands what we do 
and why we do it.’

“So, we’ve basically gone from 
selling 80-ish percent core col-
ors, which we all know we don’t 
make a lot of money on, to sell-
ing 70 percent exotic colors, just 
by having that pricing where it’s 
visible for the customer.”  

According to Eric, granite is 
still the big seller, but engineered 
stone has picked up dramatically 

Southern 
Kentucky 
Granite

Continued from page 28

over the last few years. Sixty per-
cent of the company’s sales are 
to builders and cabinet shops, 
and 30 percent is new residential, 
with the rest being commercial 
projects including hospitality. 
Eric still sells cabinets, but only 
to a very limited market due to 
conflict of interest with cabinet 
shop clients, he continued. 

“It’s a very fine line being 
a cabinet sales person and at 
the same time selling to cabi-
net shops. I also had to retire 
from building houses, because 
a few of our builder customers 
wouldn’t buy from us, with one 
saying, ‘Your quality surpasses 
your competition, your prices are 
phenomenal, but I’m not going to 
buy from you, because you are 
my competition.’” 

The company’s service radius 
reaches throughout the greater 
Nashville, Louisville, Lexington 
and Paducah area, and regularly 
extends two to three hours’ driv-
ing time from Bowling Green, 
Kentucky.  

me. To do this, I knew that it 
would take a continued invest-
ment in machinery and a desire 
to grow. We understand that tech-
nology and automation is really 
the fabricator’s friend, and we are 
looking closely at line polishers. 
Hopefully, if we can narrow down 
our selection, we’ll make that pur-
chase this year. We are busy and 
truly blessed, and currently look-
ing for an outside salesperson, 
two more installers and two more 
fabricators.

“Southern Kentucky Granite is 
going to be a retirement invest-
ment for my wife and me. My 12- 
year-old son’s plans are to serve 
in the Marines and then return to 
be a major part of this company, 
and I need to make sure it is here 
for him as well as my other seven 
children, and our employee’s 
children.” 

For more information visit 
www.sokygranite.com .

Planning for the Future
“I never imagined that Southern 

Kentucky Granite would be a 
mom and pop company, and 
as the owner I would be in the 
trenches doing the fabrication and 
installation. I just wanted to build 
a company that was bigger than 
us, and self-sustainable without 

ISFA Names No Lift Install System 
Best New Product at 2018 Conference

This past October at the annual 
ISFA Annual Conference, 
professionals from across 

the stone industry voted to name the 
best new product for 2018.

Representatives from Baca 
Systems, Park Industries, Integra 
Adhesives and Braxton-Bragg were 
there to promote their company’s 
latest innovations and to vote for 
this year’s winner.

They selected the No Lift Install 

System, and co-founder Aaron 
Crowley was there to accept the 
award.

“Considering the caliber of 
the companies and products that 
competed for this award, we are 
humbled and honored by the dis-
tinction,” Aaron said.

The No Lift Install System helps 
to solve the biggest problem facing 
the industry today: the shortage of 
skilled laborers willing to do this 
hard work. 

Successfully tracking and riding herd on their remnants allows the 
shop to reuse them for vanities and keep the shop more profitable.

Paying attention to hand-finishing details like rolled edges helps 
Southern Kentucky Granite maintain a high standard of quality.
According to Aldridge, granite is still the big seller, but sales of 
engineered stone have picked up dramatically over the last few years.

Aaron Crowley (center) accepts the 2018 Best New 
Product award at the annual ISFA conference from 
incoming 2019 ISFA President  Augie Chavez (left) and 
Amy Miller, ISFA Executive Director.

For many No Lift customers, the cart 
becomes the third man out on the job 
site, enabling stone companies to keep 
their shop guys in the shop where they 
are more productive, and enabling two 
man install to crews to get more done 
without risking an injury.

The No Lift Install System is quickly 
becoming a standard and necessary 
piece of install equipment for success-
ful stone shops all over the country.

To learn how this system can help 
your crews be more productive and 
profitable, visit www.noliftsystem.
com today.
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How Do You Fabricate a 
Neoclassical Stone 
Mansion? With Tools, 
Talent and a Whole 
Lot of Limestone

Steven Schrenk 
PolycorIN their work in the Pacific 

Northwest, the craftsmen 
at Red Leaf Group are privileged 
to work on many architectur-
ally inspired buildings, but few 
as special (and challenging) as 
a modern neoclassical mansion 
completely clad and ornamented 
in American limestone.

A private home nestled in the 
mountains, that we’re calling the 
Saint Clair Country Estate, this 
project took three years and 60 
blocks of Saint Clair limestone 
to complete. It was a project that 
challenged the team’s skills and 

I imagine most of your work 
is commercial and civic. Do you 
do a lot of residential work? On 
this project, limestone is literally 
everywhere from landscape to 
pool to cladding to railing. Is this 
home a unique residential project 
in terms of its scale and scope? 

tons of custom stone work. Red 
Leaf Group, based in Vancouver, 
is three companies: Red Leaf 
Stone Products, knowledge, 
pre-cut stone supply, accesso-
ries and services; Architectural 
Stonemasonry, restoration, fabri-
cation and installation; and Red 
Leaf Stone Anchors, drafting, en-
gineering and manufacturing. Please turn to page  34

TM

WORLD BEST 
BRIDGE SAW BLADES

us.ZENESISTechnology.com BOOTH #4229

2019Available in January

 
ZENESIS

TM Black 4
The most technologically advanced pattern diamond bridge saw blade available today

ZENESISTM Carbon
Designed to cut the hardest materials: Dekton®, Lapitec®, Neolith®, 

Petrified Wood and Geode Slabs
“Dekton” is a registered trademark of Dekton USA.  “LAPITEC” is a registered trademark of LAPITEC S.p.A.  “Neolith” is a registered trademark of Neolith Distribution, S.L.

Now available at braxton-bragg.com

Steffen Waite, President of 
Red Leaf Group

tools, but ultimately left them 
grinning from the chance to 
showcase their talents.

I recently talked with President 
Steffen Waite about the project 
that he says is a stone craftsman’s 
dream and hear how he and his 
team fabricated and installed 435 

The project included 450 
balusters built into ex-
tensive balustrade sys-
tems, which were not 
only straight runs, but 
also acted as guard rails to 
staircases and parapets.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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How Do You Fabricate a 
Neoclassical Stone Mansion? 

“Actually, in the Pacific 
Northwest, most of our work, 
70 percent actually, is residen-
tial. Nevertheless, this home was 
unique relative to its caliber of 
classical detailing. We do not see 
this level of architectural detailing 
on a regular basis.”

What went into the construction 
of this stone wall?

“The structure (shown at right) 
is a retaining wall on the north 
property line. The stone is me-
chanically anchored onto a rein-
forced concrete wall that sits on 
a strip footing. This allows the 
stone to offer a decorative com-
ponent, whereby structural retain-
ing resistance is provided through 
the concrete. An air-cavity is in-
troduced by hanging the stone on 
stainless anchors. This avoids any 
contact of the limestone with the 
concrete, eliminating any risk of 
efflorescence. 

“Piers and pier caps were milled 
via 5-Axis CNC, and the flat ve-
neer panels with more conven-
tional bridge saws.

Red Leaf Stone Anchors provides high quality stone 
anchors, masonry connectors and fasteners. Projects in-
clude all types and sizes across North America.

Tell me about some of the features of the soffit and 
terrace roof details (shown at right).

“This was a complicated feature as it was framed as 
an oblique angle and was cantilevered. The geometry 
was intense. At the same time the cavity had to be con-
structed so that it would breathe.

“Thankfully our drafting team is experienced and 
collaborated well with both the architect and builder. 
Only through assembly of detailed shop drawings 
could the work have been accurate.”

Tell me about the milling/carving of the railings, col-
umns and corbels. What kind of tooling did you use?

“There are five of these hand-carved corbels within 
the project. Each was carved by Andrew Swinley, 
Natural Stone Institute’s Craftsman of the Year for 
2016.

“The project consisted of 450 balusters built into 

extensive balustrade systems, 
which were not only straight 
runs, but also acted as guard rails 
to staircases.

“At the onset, we didn’t own a 
CNC lathe, so we converted an 
older machinist lathe into a home-
made CNC lathe with servos and 
basic machine language (G-Code) 
controls. 

“We milled the columns using 
a large CNC lathe which we pur-
chased after we had started the 
project. Although we originally 
were going to use a manual lathe, 
acquiring the CNC lathe did make 
things simpler. 

“That said, columns require an 
entasis (slight tapering), and this 
is not without geometric figur-
ing and also programming of the 
CNC. Once complete a hand hon-
ing process was required, and the 

columns still needed to be trans-
ported to the job site and erected. 
We needed a large mobile crane 
to position the solid columns into 
place at the project location.”

Talk to me about the stone arti-
sans you work with. Is it unusual 
to find artisans who can do this 
work today?

“It is true, good stone crafts-
men are hard to find, partic-
ularly within North America. 
Fortunately, Canada has a great 
mix of artisans from around 
the world, and as such we can 
draw on well trained talent from 
England, Ireland and mainland 
Europe. Our staff has a heavy 
British influence.

“The stonemasons that work at 
Red Leaf Stone are gifted and tal-
ented people. They have invested 
considerable effort in training and 
evolving their art and craft. 

“It is such a joy when a home-
owner wants to create a house 
based on classical details. These 
styles never grow old, and our 
people get to stand up to the chal-
lenge. It’s really motivating.”

What led to your choice of 
Pacific Mist aka Saint Clair 
Limestone from Polycor? Were 
you aware that this was an North 
American stone?

Please turn to page  39

Continued from page 33

The corbels featured in 
this project were carved by 
Andrew Swinley, Natural 
Stone Institute’s Stone 2016 
Craftsman of the Year.
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THE NEW LTX COMBI
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ROUND PROFILING • FLAT PROFILING •  
PENCIL EDGE• INCREDIBLY FAST PRODUCTION RATES 

ALL IN ONE MACHINE
ON DISPLAY JANUARY 2019 

THE INTERNATIONAL SURFACES EVENT-LAS VEGAS, NV

BOOTH #4247

A Florida man took extraor-
dinary steps to prevent 

his pickup from being repos-
sessed, but failed spectacularly.

Yohanys Lopez,  of 
Homestead, discovered that 
a repo man’s tow truck had 
hooked up his Ford F-250 and 
had hoisted the rear wheels off 
the ground preparing to haul it 
away.

Lopez had fallen behind on 
his payments, according to a 
police report obtained by the 
Orlando Sentinel.  He told the 
tow truck driver he just wanted 
to take a few items out of the 
pickup before it was towed.

Instead, Lopez jumped in 
the cab, fired up the pickup 
and attempted to drive it away 
while it was still attached to the 
tow truck, according to Inside 
Edition.

The four-wheel-drive pickup 
definitely had power enough to 
lift the tow truck’s front wheels 
off the ground.

“That was a first — never 
seen one of my trucks go up 
the air like that,” the tow truck 
driver told Inside Edition.

However, the repo man won 
this round.

Lopez,  31, was arrested a 
few minutes later and charged 
with  grand theft and criminal 
mischief. 

Rigo Herrera, who co-owns 
Specialized Towing with his 
brothers, said the incident was 
definitely not a normal day on 
the job.

“Things like this happen that 
just don’t happen all the time, 
and definitely not to that ex-
treme,” he told CBS Miami.

Don’t Fear the 
Repo (Man)

Fly the Tipsy 
Skies

There’s a time and place for 
everything… including 

pull-ups.

American Airlines had to re-
move an unruly passenger  one 
Monday evening because the guy 
blew a gasket when employees 
asked him not to do pull-ups on 

the overhead storage bins.
The bizarre incident happened 

on American Flight 2763, which 
was flying from Phoenix to 
Boston. 

Passenger David Markoski 
told Boston TV station WBZ the 

unnamed suspect appeared to 
be intoxicated when he boarded 
the plane with a woman and two 
dogs.

“He was leaning up against 
where you put the bags overhead 
and a passenger came by and 
said ‘What are you going to do, 
some pull-ups?’ and the guy ac-
tually grabbed on to it and started 
doing some pull-ups on the plane 
in front of everybody,” Markoski 
said.

Things got tense a short time 
later after the man ordered some 
alcoholic beverages aboard the 
plane.

“He would not sit down,” 
Markoski said. “The flight atten-
dant probably asked him about 
three or four times to sit down and 
he refused to sit down and then he 
really got verbally abusive with 
her, starting calling her names.”

Things got heated enough that 
pilots made an unscheduled stop 

in Kansas City, Missouri, so the 
passenger could be removed by 
law enforcement. The flight then 
continued to Boston, The Boston 
Globe reported.

FBI agents interviewed the pas-
senger, but he was not taken into 
custody. No charges have been 
filed against him.

The plane arrived in Boston 
about 90 minutes late, according 
to a USA Today report.
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Heads up, fabrica-
tors, designers and 
architects: if your 

clients are looking for one-
of-a-kind creature comforts, 
look no further than the 
offerings by Veneto Table. 

Located in Port Saint 
Lucie, Florida, Veneto 
Table is owned by Guido 
Deganello, a chemical 
engineer gone designer. 
Originally from Italy, 
Guido is a graduate of the 
University of Texas who 
applied his chemical skills 
to the development and 
marketing of agglomerates, 
what is now refer to as “en-
gineered stone” in fabri-
cator-speak. Furthermore, 
Guido has a history in 
fabrication, both hands-on 
and with his cutting-edge 
designs crafted with Italian 
flair. It is with this flair that 
the styles born under the 
name Veneto Table were 
brought forth into the up-
scale stone market.       

Veneto Table Offers a Safe, 
High-Quality, Solution for Stone-
Topped Furniture

 Making it Easy for 
Fabricators

Ask any fabricator what’s 
the biggest challenge in 
building a custom table-
top, and without fail they 
will answer that it’s the 
base. Unless the base is 
fabricated out of stone, it’s 
a big problem! The rea-
son, you ask? Well, most 
local welding shops don’t 
do so great when it comes 
to doing decorative metal 
work, and those who spe-
cialize in decorative work 
really charge a premium. 
“They might make the cor-
rect bends, but can they 
keep the welds hidden and 
clean, especially when 
working with stainless?” 
asks Deganello. “I wanted 
to offer the market a top, 
top quality product. Take 
my line of bases, for ex-
ample. For both beauty and 
durability, I wanted stain-
less steel. I went to over 20 
welding shops both in the 
U.S. and abroad, and found 

very few that could give 
me the quality I was look-
ing for. Welding quality for 
me was first and foremost, 
with weld-bead size being 
virtually unnoticeable. 
Unfortunately, I only found 
two companies. One was in 
Italy and the other in Hong 
Kong.

“As for our wooden bases 
of oak, chestnut and cul-
tured teak, a leading manu-
facturer in Michigan fit our 

The cherry on top of the 
dessert, though, said Guido, 
is that location is not a prob-
lem. “I will ship any design 
anywhere in the United 
States.” 

Moreover, regardless of 
which option you choose, 
one of the coolest things 
about Deganello’s line is 
the perfect ratio of the base 
to the top size, engineered 
to be very stable – a great 
feature and selling point.  
These are not ordinary table 
bases.

Simply put: the bases 
crafted by Veneto Table 
take the pain and legwork 
out of the dilemma of sim-
ply offering stone bases 
holding up stone tabletops, 
or a table not designed to 
support a heavy stone top. 
It frees fabricators up to 
do what they do best: build 
the client’s dream table out 
of their stone of choice. 
Think of it! You can create 
a whole new market in your 
area and also free up the 
shop time by using metal 
and wood base options that 
complement your clients’ 
decorating choices. That’s 
what I call easy money. 

So quit losing jobs due 
to high price or passing on 
jobs due to lack of welding 
skills for one-shot designs 
made locally. Spice up your 
tabletops with a metal or 
wood base. Reasonably 
priced and crafted to the 
highest standards, Veneto 
Table offers the defacto 
standard for homeowners, 
designers and architects 
looking to enhance a home, 
boat or airplane. 

Those interested should 
visit the Veneto Table web-
site at www.venetotable.
com or visit their showroom 
in Port Saint Lucie, Florida. 

“Nothing makes 
a man more  

unpopular in the 
controversies of the 

present day than 
an insistence 

upon definition 
of terms.” 

– J. Gresham Machen

criteria for craftsmanship 
and production time.”

For those who want a 
simple turn-key solution 
for decorating with ex-
quisite stone furniture, 
Veneto Table offers a full 
spectrum of colors, in all 
types of stones, including 
mouth-watering exotics. 

This stainless steel coffee table base will support an 
eight-inch round or 36-inch square stone table top.

Sodalite Blue top side table with a stainless steel base.

Left: Blue Agate top side 
table with a circular stain-
less steel base.
Below: Veneto Table 
keeps the most popular 
items in stock in their Port 
St. Lucie warehouse.
Bottom: 57-inch circular 
table with teak base.

Stainless steel base for six-person round table.

36-inch square Nero Marquina top, stainless steel base.60-inch granite top, washed oak base, six-person table.

This oval coffee table features a designer 
stainless steel base.

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

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


Slippery rock Gazette December 2018  |  37  

Now available at 
braxton-bragg.com

How I Went from Poser to Closer

I have never publicly admit-
ted this before,  but about 
10 years ago I had an out-of-

body experience. No, It wasn’t 
an alien abduction or a religious 
experience.

It actually occurred at an 
industry trade show where I was 
presenting a workshop on how 
to build a system that would 
“increase sales in a competi-
tive marketplace.” Somewhere 
around the midway point of the 
presentation I began to sense 
from the audience, mostly male 
business owners and most all of 
them my elders, a growing skep-
ticism about my qualifications to 
conduct such a workshop.

As time wore on, I felt the 
mood changing from skepticism 
to hostility as their suspicions 
were confirmed and their faces 
were saying, “I paid $175 to hear 
some wet-behind-the-ears char-
latan pontificate about a subject 
he clearly knows nothing about?”

It was at this point, I found 
myself gracefully floating up to 
the ceiling – and I am peering 

down on a rather pathetic figure 
in a new blue suite, willfully 
resisting the temptation to flee 
the stage and desperate to main-
tain his composure long enough 
to finish the talk.

Looking back on that experi-
ence and my PowerPoint presen-
tation notes, I see that they were 
right – I had no idea what I was 
talking about. I was presenting a 
system for successfully “taking 
orders” in a sellers’ market, not a 
system for “increasing sales in a 
competitive marketplace.”

It was only a month later that 
we experienced a measurable 
decline in our orders and all of a 
sudden my order taking process 
wasn’t so successful, after all.

That was over ten years ago, 
and there’s a lot of water under 
the bridge. In fact, I’ve just 
returned from speaking at the 
ISFA Conference. I’m told it 
went well.

I’ve learned to not repeat that 
embarrassing episode by proffer-
ing a smug little “increase your 
sales in a recession” article. I 

now merely explain how our pro-
cess for quoting and closing a 
customer has evolved since that 
experience.

First of all, the cookie cutter 
scripting and pricing is no longer 
a universally effective approach 
to closing sales. In the old days 
we quoted every single job with 
the same parameters and used a 
rigidly scheduled and scripted 
follow up call to ask for the sale.

Now we ask very in-depth 
needs-analysis questions and 
actually attempt to understand 
what the customer wants so we 
can tailor the quote accordingly. 
We follow up by first asking 
them how and when they would 
like us to contact them to answer 
their questions. Then we ask for 
the sale.

Secondly, we listen to what the 
customer wants instead of telling 
them what we’re going to do for 
them. We used to tell customers 
that they wanted New York Strip 
Steak and, that’s what they would 

Aaron J. Crowley
Crowley’s Granite Concepts

buy. But over time, customers 
have trended more towards ham-
burger and seem to be resistant 
to the prime cut no matter how 
many times we tell them it tastes 
better. Now, when a customer 
tells us they want hamburger or 
pork chops, we wrap it up for 
them with a smile on our face like 
Sam the butcher from the Brady 
Bunch.

And finally, we no longer lump 
all quotes into the same category 
of customers. Instead of ignor-
ing the individual needs of our 
customers, we now rate them on 
two scales: First of all, we take 
their temperature. In the old days, 
we’d hound customers who were 
merely collecting information 
and then neglect those who were 
ready to move forward. Now we 
assign the hot, warm, cold desig-
nation to every quote so our sales 
team can follow up in a more 
appropriate manner.

We then assign one of four per-
sonality types to every customer 
- Winter, Spring, Summer, Fall. 
In the old days, we used a one 
size fits all approach for radically 
different personalities.

Now, when we have a Fall, 
analytical type come through the 

door, our sales staff works to pro-
vide them with an abundance of 
technical data using the soft sell 
so they can absorb the informa-
tion with out any pressure.

If we have a hard charging type 
A Winter personality, we just 
give them the facts: “Here’s the 
price and here’s the dates. When 
would you like us to schedule the 
template?” 

For the Spring and Summers, 
we’ll take them out for coffee and 
peruse the slab suppliers’ ware-
house together, chatting it up the 
whole time.

It will be a long, long time 
before I attempt to present a 
workshop on successful selling 
and probably longer before some-
one will hire me to do so. But in 
the mean time, I will continue to 
make the transition from order 
taking poser to professional sales 
closer, if for no other reason than 
I don’t like heights!

“A good conscience is a 
Continual Christmas.”
– Benjamin Franklin
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The Weha T-31 Anchor Machine is a completely new concept when compared to 
existing T 31 Anchor Machines. All T-31 Anchor Machines on the market require 

the stone to be flipped over and the T-31 anchor slots be cut with the machine 
sitting on top of the bottom of the stone. Most of the T-31 Anchor Machines 
use a vacuum suction plate that must vacuum to the stone and then cut the 
anchor slot.

The Weha T-31 Anchor Machine does not require 
the stone to be flipped over to cut the Anchor Slots. 

Once the counter top or vanity is on the work 
table then cut out and polished, simply put 

the T-31 Anchor machine inside the 
bowl, slide in the Anchor machine to 
the depth that you need, and make 

the anchor slot. This drastically speeds 
up the time it takes to make the slots, 
reduces labor to flip the counter top, 
cuts down one less time of handling 
the counter top and reduces the risk of 
breaking the top. 

The T 31 Anchor Machine can also be used upside 
down to make anchor slots on top. For example. If you 
cut out a vanity or sink on a cnc machine with the top face down, before you 
remove the top from the pods you can easily take the T 31 Anchor Machine and 
cut out the slots before it ever leaves the cnc. If the top is completely polished, 

this would eliminate any need to put it on a work table to cut the anchor slots.

Introducing Weha’s new
T-31 Anchor Machine!

Quick and Easy-to-use!

Visit your preferred Weha distributor to purchase • more info at www.wehausa.com

1 bag (50 pcs)  of Z brackets
 #138402

KIT INCLUDES: 
1 bag (50 pcs)  of T Anchor Bolts

3/16” x 1/4” x 1 1/2” #142817
2 pieces T 31 Anchor Bit

3/16” x 1/4” #30151

The T Anchor Bit will
get between 100-150 
slots depending onmaterial!

New! Stop flipping stones to put in 
anchor slots!
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where it came from. Actually, 
we thought it originated from 
Portugal. We tried very hard to 
find it and could not. At the time, 
prior to Polycor’s acquisition of 
the quarry, it was called Aleutian 
Blue Marble. It turned out that two 
producers had some photos on the 
internet with that name. One thing 
led to another, and our pursuits 

Three of the talented Red Leaf 
stone craftsmen.

Right: Saint Clair Fleuri Cut, from the Marble City, OK quarry.

“When we first laid eyes on 
Saint Clair Limestone, we knew it 
would be a success in the Pacific 
Northwest, but we had no idea 

Continued from page 34

Neoclassical Stone Mansion

homeowner. They really 
wanted the stone. Saint Clair 
Limestone is a natural fit of the 
Pacific Northwest. It’s dense, 
freeze-thaw resistant and with 
its underlying grey tones fits in 
very well with the Vancouver 
skyline.”

For more information about 
this project and other projects 
featuring Saint Clair limestone, 
visit www.polycor.com .

took us to Oklahoma. We were 
very happy to discover this was 
a North American stone.

“The drive to use the stone, 
however, came from the 

25 Years – Braxton-Bragg’s 
Story in Stone 

IN 2019, Braxton-Bragg is 
celebrating 25 years of 

successful business! 

Founded in 1994 by Doug 
Slocum and partner Ron 
Weiler, Braxton-Bragg has 
grown from a start-up to a na-
tional distributor with international ties. 
Many employees have been with the 
company for 10, 15 and 20-plus years, 
and Braxton-Bragg has many long-term 
customers and vendor partners, as well. 
In the coming year, the Slippery Rock 
Gazette will tell some of their stories.

Braxton-Bragg’s product offering has 
increased exponentially. From the very 
beginning, one of the company’s main 
goals has been to provide world-class 
customer service. 

As part of their 25 year cele-
bration, throughout 2019 they 
will share Good Deed Braggs, 
where BB employees will 
do and share 25 good deeds 
throughout the anniversary 

year, including community vol-
unteer efforts, as well as stone in-

dustry-related volunteer work.

Look for continuous communication 
and updates throughout the year, as 
Braxton-Bragg and the Slippery Rock 
celebrate 25 years of past and present 
employees, customers and vendors, 
with events, sales, business and fun. 

Braxton-Bragg appreciates your part-
nership, and wants to grow with you 
over the next 25 years of Better Service, 
Better Value, Better Partnerships!
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com
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Fab King CNC Fabricates for You!
Easy To Use

The Fab King CNC is designed to allow the operator to fabricate without ex-
tensive CAD/CAM knowledge. Once the sinks or shapes are saved into the 
computer, the operator only has to start the process using a mouse click on 
the laptop and won’t have to generate tool paths and pod locations. 

NEW!

Call Braxton-Bragg 
to order yours!

RYE Corp has created one of the 
easiest to use CNC machines in the 
stone industry using the most dura-
ble equipment available.

• Single phase electrical motor
• Servo motor operation (Not stepper motors)
• Servos can be disengaged to allow for manual operation
• One pass sink cutout using 15mm CNC finger bit
• Dust-free operation
• 1 year manufactures warranty on mechanical and electrical
• Rugged construction
• Made in the USA

MADE IN THE USA
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