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Square Feet Versus Dollars
How Do You Measure Profits?

Braxton-Bragg Renews 
Distribution Partnership with 

Alpha Professional Tools®

Ed Hill
Synchronous SolutionsThe stone processing 

industry is fixed on using 
square feet as the basis 

for operational management. 
Countertops are commonly sold 
by the square foot, and produc-
tion operations are scheduled 
and tracked based on square feet 
produced.

I’m going to make a bold 
statement: Square feet, and any 
dimensional metric, is a flawed 
method for use as a scheduling 
or tracking tool.

The best example is this: 
imagine two kitchens exactly 
the same size and shape at 40 
square feet. One has an eased 
edge. The other has a mitered 

edge. Although they are the same 
size, there is a world of difference 
in the labor required and the price 
of these two jobs. The square feet 
metric would not recognize this 
difference. If that is your metric 
for scheduling, you will dramat-
ically overload the shop on the 
days the mitered edge kitchen is 
in process. 

Moreover, a given amount of Please turn to page 5Please turn to page 8

“Consider this: 
You don’t  

pay bills with 
square feet.”

Where’s the I ?
Sharon Koehler
Artistic Stone DesignThe vice president of my 

company has an expres-
sion he likes to use when 

everything is flowing well, and 
everyone is working together 
as a team. He says, “Teamwork 
makes the dream work.”  I like 
this expression much better than 
“There is no I in team.” While 
both of these are true, teamwork 
doesn’t happen overnight. It actu-
ally takes a lot of work to create a 
viable, cohesive, tight-knit team. 

Before anything else, you have 
to consider the members of the 
team and what their strengths and 
weaknesses are. I am super good 
at planning, research, organiza-
tion, lists, schedules, deadlines, 
minute details and keeping things 
running. I can cross my t’s and 
dot my i’s like nobody’s busi-
ness, but I can’t color coordinate 

a daggone thing. We have a de-
signer here who does that, and 
she does it really well. That’s 
her thing. It’s what she’s good 
at. I fill a need as does she, but 
we could never switch our roles. 
That would just be a disaster 
waiting to happen. Consider what 
everybody does well and build on 
that. Don’t try to make someone 
strong in an area they are weak 
in. That destroys confidence and 
creates a weakness in your team. 
That doesn’t mean you shouldn’t 
expect someone to better them-
selves or learn a new skill. It just 
means that the team works better 
when you build on strengths, not 
weaknesses. 

Training & Education

When Kathy Spanier 
joined Coldspring 
as their new director 

of marketing 13 years ago, she 
had enough career experience 
to know that the education she 
needed was not in the office. It 
was in the field.

Spanier came to Coldspring, a 
natural stone quarrier, fabricator 
and bronze manufacturer, from 
a varied career, with a market-
ing background in a variety of 
b-to-b industries. Coldspring 
recruited Spanier based on 
her track record, but she came 
to Coldspring because of the 
people.

“The comfort level I had with 
their culture, this was the perfect 
fit for me,” she said. “This has 
probably been the highlight of 

square feet produced will not 
necessarily earn a reasonable 
profit. You don’t pay bills with 
square feet. You cannot cor-
rectly predict your financial sta-
tus throughout the month using 
a dimensional metric (square 
feet, linear feet, linear inches, 
number of slabs, etc.). In fact 
none of the dimensional met-
rics will suffice for an accurate 
method of planning, scheduling 
or tracking your performance. 

You need a metric to plan, 
schedule and track your busi-
ness that does recognize the 
differences in labor content and 
one that ties directly to your 
bottom line financial objectives. 

If a dimensional metric does 
not work, then what does?

The answer: DOLLARS. 

Stronger Together 
Spanier Promotes Unity in the Stone Industry

Shannon Carey
Photos Courtesy
Coldspring and NSI

my career from an opportunity 
standpoint. I look at this indus-
try very differently than any in-
dustry I’ve worked in, and it’s 
really all about the people and to 
embrace the passion that people 
have in this industry. There’s so 
much opportunity if you step out 
to get involved.”

Coldspring’s brand has made 
great strides under Spanier’s 
leadership. They changed the 
name from Cold Spring Granite 
Company to Coldspring to re-
flect that the company offers 
much more than granite. 

“Our look and feel didn’t re-
flect who we are today.  We 
had a collection of brands that 
were rolled up into the new 
Coldspring name to take advan-
tage of all the resources avail-
able to serve the markets we are 
in. We wanted to break down the 
silos, as we are one company,” 
Spanier said.Kathy Spanier, Coldspring 

Director of Marketing

Braxton-Bragg and Alpha 
Professional Tools® have 
agreed to reinstate their 

business relationship. This part-
nership further expands Braxton-
Bragg’s precision diamond tool 
offering for the stone fabrication 
industry, as well as its tile industry 
tools and equipment selection. As 
of June 1, 20018, Braxton-Bragg 
has Alpha® products in stock and 
ready to ship.

“We have heavily increased our 
vendor partnerships this year in 
order provide our customers the 
full spectrum of stone fabrication 
products and brands so that we 
are a one-stop-shop for stone fab-
rication tooling needs,” says Rick 
Stimac, Braxton-Bragg CEO. “Our 
previous Alpha agreement lapsed Please turn to page 30

Please turn to page 6

nearly a decade ago, and we knew 
that reactivating this dynamic part-
nership would provide Braxton-
Bragg customers with even more 
diamond tooling options.” 

Alpha® is one of the first name-
brand companies in the indus-
try, known for their innovation 
and development of high quality 
tools, polishing systems, diamond 
blades and other related products. 
Their extensive product line also 
offers specialty tools for the new-
est market trends such as sintered 
slabs and thin panel materials.

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
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said. “I really had no idea! It was 
at this time that I found myself on 
a short vacation in Maine. I was 
driving down the road and saw this 
little sign that said: SCULPTURE 
ARTIST– GRANITE GARDEN 
SCULPTURE. I just looked at 
it and thought — Now there’s a 
visual artist who cannot write a 
sentence, but knows what he is 
trying to express, so I stopped and 
met Don Meserve, a very talented 
sculptor. That was the turning 
point for my commitment to carv-
ing stone, more specifically, carv-
ing Maine quarried granite. 

“So I wound up working with 
Don for nine months. After that, 
Don continued to provide the sup-
port for my carving by allowing 
me to continue to work out of his 
studio. He would carve whatever 
he was doing, and I would carve 
whatever I was doing, taking 
tea breaks in between. He really 
didn’t teach me very much. He just 
set me up with the hardest granite 
he could find and said, ‘Do it’! 
That’s been good in the long run, 
I think. He also set me up with the 
hardest tools to use: hammer and 
chisel. It was awesome! 

 “So I carved a few pieces, 
wound up getting a gallery and 
then attending my first show. The 
gallery was the Turtle Gallery 
in Dear Isle, Maine. Elena 
Kubler, the owner, saw my work, 

David Sywalski stood out 
in the crowd of hundreds 
at the Acadia Hospital 

in Bangor, Maine. Both he and I 
were there to recognize and cel-
ebrate the completion of a stone 
sculpture by our friend Andreas 
von Huene. After David and 
I were introduced, he asked if 
I’d be interested in attending a 
monthly meeting with his fellow 
artists. I immediately countered 
with an offer to do a story on him. 
David graciously consented. This 
is his story.

At the time of this interview 
David lived in Trenton, Maine. 
His studio, an hour away, was 
located in Cherryfield, Maine. 
Sywalski was busy prep-
ping tools and supplies for the 
Viles Arboretum Sculpture 
Symposium, as well as in the 
middle of two very special proj-
ects using Dakota Mahogany 
granite.

Sywalski’s love for creating 
art budded during his early years 
and blossomed while attending 
high school in Rochester, New 
York. “One night I was sitting 
at my desk at home,” explained 
Sywalski. “It was a desk my dad 
and I had made out of an old 
piano. I was 15 years old, and I 
sat there and just kept thinking: 
musician or artist, musician or 
artist. It was at that time that I 
actually made a conscious, final 
decision to continue creating art.”

Sywalski attended Nazareth 
College in Pittsford, New York, 
majoring in sculpture and jew-
elry. During that time he was also 
working at Albert Paley Studios 
(a local blacksmith) and contin-
ued to work there for a number of 
years. After graduating Nazareth 
College, he began doing his own 
blacksmithing and jewelry, and 
opened his own company. Soon 
after, while still in New York, he 
decided to try carving stone. 

A Future in Carving
In 1999, while driving through 

Round Pond, Maine, Sywalski’s 
career in stone sculpture had 
taken a turn for the better, putting 
him on track for a brilliant future. 
“I had purchased a bunch of pneu-
matic carving tools, but didn’t 
know how to best use them.” he 

Please turn to page  34

Sywalski loves carving all shapes and sizes. “A lot of my sculptures are 
out of my book of jewelry ideas, such as these round sculptures that 
look like earring designs.”

stepped up to the plate and said, 
‘Sywalski, show some of your 
work here.’ Things just ballooned 
from there. She actually had me 
curate two shows. It was nice, 
because I was able to connect the 
gallery together with fellow sculp-
tors. The first show included Roy 
Paterson, Dan Ucci and Andreas 
Von Huene. The next year, she 
had me curate it again, and at that 
point there was no reason to leave 
Maine. Things were going good.”

Sywalski on Sywalski 
“Every piece I carve is always 

my best work at the time. It has got 
to be. I feel that each artist should 
always do better within their own 
work. After all, you are what you 
do every day. Additionally, I try 
to continue the field of sculpture, 
chronologically. Everyone knows 
that rock and roll came out of the 
blues. Sculpture has that same 
type of genealogy. You can say 
that Rodin started carving through 
abstract thoughts and ideas, with 
pieces likening The Thinker and 

David Sywalski: The Power of Expression

Peter Marcucci
Photos Peter Marcucci and 
Courtesy Dean Merill

“If you diverge from 
doing what you love, that 
may overcome what you 
love doing. I’d sooner be 
on the side of the road 
starving, rather than not 
do something I love.”  
—Artist David Sywalski

The Kiss. Brancusi studied with 
Rodin and continued with even 
more abstraction of the work, and 
did a beautiful piece of a baby 
called The Scream. It’s very ab-
stract. You also had Noguchi 
working a little bit with Brancusi, 
and coming up with further ab-
stract work. So there is a geneal-
ogy there. 

“You can cross classify art. 
Mine is abstract-modern, but I 
guess the best label, at least for 
me, would be Post-Minimalism. 
That would be four good words 
to describe it. I like to keep a re-
lationship going with all of my 
works, and I like to think that each 
piece of sculpture is informed by 
the previous work. So each piece 
I do is informing what I do next. 
I actually think I’ve solved some 
problems in the minimalist area 

that other sculptors haven’t 
solved.

“Scientists work with an ab-
stract theory very creatively 
when they’re researching an ex-
periment to learn a process. And 
at the end of that experiment 
maybe they’ve learned the con-
crete truth, or maybe not. They’ll 
then move forward or adjust their 
original theory.

“As an artist, I deal with tan-
gible material while carving, and 
get to represent something that’s 
abstract. And because every sin-
gle person sees something else in 
it, that’s actually what makes it 
abstract. That’s also why I don’t 
like to title my work. 

This Jonesboro Red granite 
crescent stands 5-1/2 feet tall.

Totem, Emerald Pearl granite 
from Norway is 5 feet tall, shown 
here on display at Turtle Gallery. 

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

NOW!

Hurry — Sale Ends July 31, 2018

Talon™ AX Turbo Blades 
represent the latest technology 
in diamond turbo design.

“I was most impressed by the 
longevity of the Talon AX Turbo 
blade. I was able to cut 10 slabs of 

granite with it.”
Sincerely,

Jeff Cadorin

The right combination of diamond quality and quantity allow these 
blades to cut smoothly through the hardest stones, leaving the cut 
free of chips.  

The Talon™ AX Turbo blade cuts smoothly because the segment 
design places the teeth close together. With other blades this causes 
a sacrifice in cutting speed, but not with the Talon™ AX Turbo blade.

Since it’s so free–cutting, the Talon™ AX 
Turbo also reduces user fatigue, helping in 

production and extending tool life.

Use Code
SRG7 
when placing 

your order

The perfect balance of a 
smooth cut with the fastest 
possible cutting speed...

 Item # Description Reg. Price SALE Price

 1005 Talon™ AX Turbo Diamond Dry Granite Blade, 5”, 12,000 RPM Max $16.97  $9.99 

 1006 Talon™ AX Turbo Diamond Dry Granite Blade, 6”, 12,000 RPM Max $18.97  $12.99 

COMPARE TO

ASSASSIN!

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

ONLY

$999

ONLY

$1299

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10737/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10737/
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Our Viper® 3-Step Dry System reduces 
polishing time by over 50% and increases 

pad life significantly.

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

Actual Customer - Tim Zeng, 
Granite Installation Specialists

…Saves us 60% of polishing 
time and lasts twice as long 

as the previous pads.”

“The Viper 3-Step Pads 
are the best I’ve used… 

 Item  # Description Price 
 17867 Viper® 3-Step Granite Dry Polishing Pad, 4˝, Step 1, Red $25.95  

 17868 Viper® 3-Step Granite Dry Polishing Pad, 4˝, Step 2, Lt. Blue $25.95  

 17869 Viper® 3-Step Granite Dry Polishing Pad, 4˝, Step 3, Orange $25.95 

 178691 Viper® 3-Step Granite Dry Polishing Pads, 4˝, Steps 1-3 $76.95

•Polish in only 3 steps
•Reduce labor over 60%
•Dry–2,000-5,000 RPM:  

 (Recommended: 4,000)

Seeing is believing... Watch the 2 minute video and 
see the Viper® 3-Step Pad in action as it dry polishes a 

piece of black granite right before your eyes.

How is this possible?
Our new sintered technology only requires three steps to achieve the highest 

possible gloss and does it DRY! We also incorporate our exclusive TrifectaMate 
Technology™ that requires fewer steps to achieve a superior gloss. This combination 

results in an outstanding dry pad which has become our best selling dry pad.

OUR

BEST-

SELLING
DRY PAD!

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

“I am not bound 
to win, but I am 

bound to be true. 
I am not bound 
to succeed, but I 
am bound to live 
by the light that I 
have. I must stand 
with anybody that 
stands right, and 

stand with him 
while he is right, 

and part with 
him when 

he goes wrong.”
— Abraham 

Lincoln

Shop www.braxton-bragg.com for Viper 3-Step Polishing Pads Visit www.slipperyrockgazette.net for more Stone & Tile industry news

http://www.slipperyrockgazette.net
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Square Feet Versus Dollars

Please turn to page  6

Training & Education

www.naturalstoneinstitute.org/awards

Pioneer Award
Sponsored by

TexaStone Quarries

Sponsored by
Polycor, Custom Building Products

Sponsored by
Coldspring, Delaware Quarries, Inc.,

Natural Stone Foundation

Pinnacle Awards
Sponsored by

Marmomac, Vitoria Stone Fair
Coldspring, Mapei, GranQuartz

Sponsored by
Natural Stone Foundation

2018 CALL FOR ENTRIES
DEADLINE FOR ALL AWARDS

JULY 20

Let’s look at dollars 
rather than any dimen-
sional metric. What dollar 
metric is best? How about 
sales dollars? That num-
ber would include the cost 
of exotic materials, which 
would not necessarily af-
fect labor content or de-
mand on capacity in any 
way. Also, as many have 
experienced, a high sales 
price including the cost of 
expensive raw materials 
does not necessarily mean 
good profits. 

You need a financial 
metric that discounts the 
effects of expensive ma-
terials and focuses on the 
value added by the opera-
tional departments of your 
business. Essentially, you 
invest in raw materials 
to do a job and then you 
process those materials to 
make finished products. 

That process conversion 
is the value your system 
adds to those raw materi-
als to make them worth the 
amount of the sales price 
that your customers pay. 

The term we use for that 
conversion is Throughput, 
which is the measure of 
value added for your busi-
ness. You buy raw mate-
rials and convert them to 
finished products. That’s 
what manufacturers do. 
Throughput (aka $T) is the 
monetary value of that con-
version. The formula for $T 
is:

Sales Price 
– Material Investment
= $T

So, that 40 square-foot 
job with eased edges might 
have a sales price of $3,000, 
minus material investment 

of $1,000, which would 
equal a Throughput value of 
$2,000. The $T per square 
foot would be $50.

The job with mitered 
edges might be a sales price 
of $4,500, minus a mate-
rial investment of $1,500, 
which equals a Throughput 
value of $3,000. The $T per 
square foot would be $75.

This significant differ-
ence in labor content is rec-
ognized by the Throughput 
metric. It would not be rec-
ognized using square feet.

You can use the $T met-
ric for planning, scheduling 
and tracking performance 
of your company through-
out any month. 

Planning 
By converting your sales 

projections to $T, you can 
relate that demand to the 
capacity it takes to produce 
it. Every manufacturing 

manager wants to know 
what to expect in the com-
ing months. It is important 
to get prepared with addi-
tional capacity to meet a 
growing sales projection. 
The $T metric will provide 
an accurate method to do 
this. 

Moreover, given a grow-
ing demand and the needed 
additional capacity to pro-
duce it, you need to know 
the impact on the compa-
ny’s financial performance. 
The $T metric provides an 
accurate method to do this, 
too. You can, and should, 
set daily $T goals at the be-
ginning of the month to use 
as the scheduling metric. 
This will ensure that you 
are meeting the customer 

demand and that you are 
accurately level-loading the 
operational system of your 
company.

Scheduling
As noted, the $T metric is 

a more accurate method to 
schedule and “level load” 
the manufacturing system. 
Square feet, or any other di-
mensional metric, will not 
be an accurate method. Just 
as your car runs best with 
the proper mixture of gaso-
line and air, your business 
runs best with the proper 
mixture of volume and ve-
locity. Volume relates to 
the amount of work loaded 
into the system day to day. 
A level load means that 
the labor content is fairly 

consistent day to day. The 
$T metric allows that to 
be done with confidence. 
Velocity relates to how 
long the jobs are planned 
for processing. Just as 
water flows consistently 
down a mountain river, 
your jobs should flow 
consistently through your 
business. The pace of job 
movement (i.e. the veloc-
ity) should be the same for 
all jobs. The requirement 
that some jobs move faster 
than others, essentially 
“leap-frogging” over other 
jobs, is a guaranteed drain 
on manufacturing produc-
tivity. That condition also 
creates additional chaos in 
the management task. 

Continued from page 1

Artisan Group Welcomes Three New 
Members at 7th Annual Meeting and 

Industry Showcase

The 7th Annual 
Ar t i san  Group 
Meeting and Industry 

showcase was again held 
at Architectural Stone 
Group’s headquarters in 
Austin, Texas.  The meeting 
showcased the group’s 
three newest members: 
Lakeside Surfaces, Summit 
Stoneworks and True Blue 
Granite. Some of the top 
companies in the indus-
try exhibited, including 
Braxton-Bragg, GranQuartz, 
Kohler and Laser Products. 
Members shared results 
from the recently launched 
metrics program, as well as 
member best practices. Brad 
Pearce of Front Range Stone 
won the award for most 
valuable best practice. 

The group meeting in-
cluded a presentation by 
Alex Chausovsky, an expert 

in macroeconomics, indus-
trial manufacturing, energy 
efficiency, automation and 
advanced technology trends. 
Chausovsky has been fea-
tured in major industry trade 
publications and media such 
as the Wall Street Journal, 
NPR and the BBC. 

Following the meeting and 

industry showcase, Artisan 
Group members and exhib-
itors were treated to a great 
performance by local band 
Aaron McDonnell & The 
Neon Eagles, while enjoy-
ing famous Texas barbeque 
from the Salt Lick.

Please turn to page  8

Thirty Artisan Group member companies and 21 industry 
vendors turned out for the 7th Annual Industry Showcase.

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


6 |  July 2018 Slippery rock Gazette

Square Feet Versus Dollars

Ask any production 
manager and you will get 
a confirmation of this.

The solution is to level 
load with a consistent $T 
value set to a goal estab-
lished at the beginning of 
the month. And, set the 
number of days that con-
sistent $T value should 
be planned, for the man-
ufacturing process steps. 
Regardless of the product, 
the market segment or the 
design, all jobs should 
flow consistently at the 
same pace. 

Tracking
Having done the above 

in planning and schedul-
ing, you will need to track 
the actual performance 
every day throughout the 
month to assure that you 
are meeting the goals. 
You should know, every 
day, the status to estab-
lished $T goals so that 
you can take action if you 
fall behind those goals. It 

is much better to take ac-
tion as soon as problems are 
noted rather than waiting 
until the end of the month 
when it is too late to make 
worthwhile corrections.

There are two primary 
reasons for using $T as your 
method of planning, sched-
uling and tracking your 
monthly performance. 

$T is a more accurate re-
flection of labor content 
than any dimensional met-
ric. It recognizes the im-
pact of special features like 
mitered edges, laminated 
edges, chiseled edges, cove 
backsplashes, leathered sur-
faces, multiple sinks, multi-
ple faucet holes, etc. 

$T is directly relative to 
your financial goals. You 
can know, with certainty, 
that producing to the $T 

goals throughout the 
month will produce a 
planned profit at the end 
of the month. No dimen-
sional metric can do that. 
You can also relate the 
$T goal to a Productivity 
Score that can be shared 
with your production 
team. It does not reveal 
sensitive financial infor-
mation, but it does allow 
a sharing of important 
performance status to use 
as a motivational tool for 
the company. 

The product you pro-
duce may be countertops, 
but your company really 
is all about producing a 
profit. It makes sense to 
use a metric to manage 
your business that relates 
to that actual goal.

For more information on 
how to do all this, please 
visit www.Synchronous 
Solutions.com or contact 
Mr. Hill at 704-560-1536.

Continued from page 5
Continued from page 1

The midnight blue 
carpeted walkways 
of the Georgia 

World Congress Center 
in Atlanta, Georgia, were 
packed with fabricators, 
builders, and designers for 
the Coverings 2018 Event. 
Booth #6021 was filled 
with intrigued machine 
spectators.

Park Industries’ booth 
welcomed many visitors 
in to view and discuss the 
machine lineup, which 
consisted of the OPTIMUS 
Robotic SawJet, TITAN® 
CNC Router, FASTBACK® 
II, and the ATLAS Tool 
Measurement System.

The OPTIMUS Robotic 
SawJet attracted a large 
number of observers. The 
OPTIMUS was operating 
above a slab with marked 
cut-out areas. The crowd 
formed around it to learn 
more and they took a spe-
cial interest in the slab that 
indicated the cutting capa-
bilities of the OPTIMUS. 

Booth visitors walked 
straight into the sleek 
FASTBACK II as they en-
tered the booth. 

Coverings Recap from Park Industries

Please turn to page  11

Park Industries OPTIMUS Robotic Sawjet

But, some of Spanier’s 
greatest achievements have 
been in the bridges she’s 
built between the stone in-
dustry and the green build-
ing movement, outside the 
four walls of the Coldspring 
marketing office.

“A position in marketing 
is more than being behind a 
desk,” she said. “You have 
to be out in the market en-
gaging with your target 
markets. Focusing on this in 
my role at Coldspring, I’ve 

Stronger Together 
natural product viewed as 
a favorable material choice 
because of its beauty, dura-
bility and low maintenance, 
there is a misperception 
thatwith how it gets to mar-
ket as people don’t under-
stand thethrough extraction 
and the fabrication process. 

“Our material is a natu-
ral, durable material that 
doesn’t have any additives, 
it’s mother nature after 
all, so it is a perfect fit for 
the green industry. LEED 
began with recognizing ma-
terials that were renewable 

Stone Institute (BSI) and is 
currently serving as secre-
tary of the NSI executive 
board. In that role, she has 
visited industry stakehold-
ers around the world and 
gained a wide perspective.

“With NSI, I have the 
opportunity to serve on 
the executive board with 
many other great stone 
industry leaders,” Spanier 
said. “It is very a success-
ful association due in large 
part to having an executive 
director like Jim Hieb at 
the helm, who engages the 
board and membership to 
drive association initia-
tives. It makes all the dif-
ference. We have an active 
board, and we’ve devel-
oped great alliances inter-
nationally with other stone 
associations in places such 
as, Brazil, Turkey, Italy, 
China, etc. Within the 
membership we also have 
developed advocacies for 
different sectors of our in-
dustry such as: quarriers, 
fabricators, installers, etc.”

A particularly mean-
ingful part of the Natural 
Stone Institute to Spanier 
is her involvement with 
the Women in Stone as a 
board liaison and active 
participant. Her passion 
for the Women in Stone 
Mission, which is to re-
cruit, retain and advance 
women in the stone indus-
try, has driven her level 
of involvement with the 
group including develop-
ing and implementing the 
Mentorship Program. “It is 
very rewarding to see that 
we are on our third year of 
the mentorship program 
which has involved pair-
ing over 100 individuals 
to help them increase their 
network and accomplish 
their personal career goals 
within the stone industry.” 
Spanier is the 2018 recipi-
ent of the Women in Stone 
Pioneer Award where she 
was recognized for her 
leadership and accomplish-
ments. (See slipperyrock 
gazette.net archives, April 
2018 article.)

found there are a lot of re-
sources in the market with 
our target market as well as 
with key associations that 
have given me great insight 
and direction on driving 
strategy.”

And while those efforts 
have certainly boosted 
Coldspring, they have also 
benefitted the stone in-
dustry as a whole. For ex-
ample, Spanier was at the 
forefront of the sustain-
able movement within the 
stone industry and in the 
development of NSC 373, 
a standard that allows natu-
ral stone to be used in U.S. 
Green Building Council’s 
LEED projects, along with 
other sustainable building 
program projects. Through 
networking and informa-
tion-gathering, Spanier 
found that while stone is a 

or recyclable, but that 
changed to look beyond 
the product to how the ma-
terial is produced and how 
it’s brought to market. The 
ANSI/NSC 373 Standard 
helps us the stone industry 
tell our story in a credible 
way showcasing our envi-
ronmental, ecological and 
social responsibility similar 
to other industries,” Spanier 
said. 

Spanier has also been 
at the forefront of vital 
mergers and partnerships 
between stone industry as-
sociations, including the 
merging of the Marble 
Institute of America and 
Building Stone Institute 
(MIA+BSI), to form the 
Natural Stone Institute 
(NSI). She was originally 
on the board of the Building Please turn to page  30

Spanier (left, foreground) helped develop and implement 
the Women In Stone Mentorship program.

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

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

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

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

MADE IN THE USA

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

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

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

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

NEW size for compact dishwashers!

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

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

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

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

countertop installation.

More than ONE MILLION sold!

Count on Braxton-Bragg for all your installation needs. Call today!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for E-Z Dishwasher Bracket
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All that being said, the 
team needs to have a clear 
direction, expectations and 
goals. The whole team 
needs to be aware of the 
end game, what needs to 
be accomplished and why. 
Better yet, they all need to 
believe in it and be commit-
ted to it.  The guy (or gal) 
that just shows up every day 
to do the bare minimum and 
collect a check may not be 
the best team member. A 
team is only as strong as 
its weakest member. Your 
team members need to all 
work together toward the 
common goal and be in-
vested in its outcome.

However, not only does 
the team as a whole need 
to understand what is ex-
pected, each member must 
be aware of what is ex-
pected of them and what 
they are expected to con-
tribute to the team. Team 
members cannot just guess 
at what they need to do or 
how they need to contribute. 
That just creates confusion 
and the possible resent-
ment of a team member for 
not doing “their share.” If 
someone is faltering, talk to 
them. Maybe they weren’t 
made aware of all their re-
sponsibilities or tasks. 

There needs to be an en-
vironment of collaboration 
and communication. Team 
members can’t be afraid 
to express themselves. Not 
everyone thinks the same, 
sees situations the same, 
has the same knowledge 
or the same strengths. The 
above-mentioned vice pres-
ident has an extensive back-
ground in plumbing. I have 
an extensive background 
in kitchen design. When 
I come across a plumbing 
issue, I seek him out. When 
he has a cabinet question, 
he talks to me. When we 
have a company situation – 
good or bad, we all talk to 
each other to get each oth-
er’s opinions and insights. 
We collaborate. We com-
municate. It works for us. 

Col labora t ion  and 

Where Is the I?

on track. There are many, 
many team-building activi-
ties to look into. Some can 
be done as an outing like 
bubble soccer or a locked 
room adventure where the 
participants have to work 
together for a common 
goal. There are also many 
team-building activities 
that can be done right in 
the office. Searching online 
will show you hundreds of 
team-building exercises in 
several different categories.

For example, Human 
Chain is a problem-solv-
ing exercise, while Blind 
Count Off is a listening and 
strategy exercise. Another 
popular idea is to have the 
team volunteer to do some-
thing together for a charity 
or other worthy cause. 

Just remember, no matter 
the reason for the team or 
its objective, “There is no 
I in team,” and “Teamwork 
truly does make the dream 
work.”

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

communication is good for 
a team, but a team must 
have a clear leader. The 
leader must be someone 
who can guide the team to 
its final objective. The team 
leader must understand the 
strengths and weaknesses 
of each team member and 
be able to talk to them 
and answer their questions 
about anything concerning 
their tasks or assignments. 
The leader must also be 
able to make decisions 
about the mission of the 
team and convey those de-
cisions clearly to everyone 
involved. 

Once the team is in place 
and the goals and expecta-
tions have been made clear, 
don’t expect the team to 
jell right away. It can take 
a while. People have to get 
used to each other and dis-
cover how everyone can 
work together. Some adjust-
ments or changes may have 
to be made to make it work. 
Time will tell.

If some time goes by 
and the team is still strug-
gling, there are some things 
you can do to try to get it 

BULLET PROOF™ 
Fabricator’s Apron

Stone Sleeve™ 
Fabricator’s Sleeve

Available from

“The better men feel, 
 the harder they work!”

800-575-4401  •  www.braxton-bragg.com

Protect your 
crew and stay 
OSHA safety 
compliant!

Is your crew ALL WET?
Continued from page 1

Not only does the team as a whole need to understand 
what is expected, each member must be aware of 
what is expected of them and what they are expected 
to contribute to the team.

Artisan Group Welcomes 
Three New Members at 7th 
Annual Meeting

Continued from page 5

Laser Products Industries was 
on hand to demo the features 
of the LT-55 2D 3D templator.

Braxton-Bragg presented 
its new partnership with 
Terminator and Diamut.
The 21 vendors present 
represented all segments 
of stone industry manu-
facturers and 
suppliers. 

“We squeeze in lots of 
business and fellowship at 
our annual meeting and in-
dustry showcase, including 
our new financial programs, 
generous vendor partners 
and lots of Texas hospi-
tality” says Jon Lancto, 
Artisan Group President. 
“This year was even better 
because we learn what our 
members value with each 
meeting. We are excited 
about the momentum and 
growth of the group and 
have big plans for the rest 
of 2018.”

Artisan Group™ is the 
first premier network of 
stone and quartz fabricators 
in North America, being 
the first to earn 100 per-
cent accreditation through 
the Natural Stone Institute. 
Utilizing the most techni-
cally advanced, automated 

shops in the industry, 
highly skilled crafts-
men ensure that each 
installation meets 
exacting standards. 
From classic to ex-
otic, Artisan Group 
offers the most ex-
tensive array of stone 
and quartz choices 
in the industry and is 
dedicated to customer 
service. For more in-
formation or to request 
a quote, visit www.art 
isan-counters.com or 
facebook.com/
ArtisanGroupCountertops

© MARK ANDERSON. www.andertoons.com

“It’s either terrible or fantastic, but we 
should know for sure by July the 4th.” 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Fabricator’s Friend products
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•  Akemi Colour Bond Magic Colors 
camouflages the seam into the stone 
structure

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

•  Provides strong, smooth,  
glossy joints 

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

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

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

Park Industries® is celebrat-
ing 65 years of business. 
Park continues to grow 

its capabilities including an 
increasing number of associates 
and an expanding, state of the 
art, manufacturing facility. 

Park Industries® is North 
America’s largest manufacturer 
of stoneworking equipment. 
Park maintains a competitive 
edge in the manufacturing in-
dustry by focusing on meeting 
future demands. With 300+ 
skilled associates and nearly 
200,000 square feet total, Park 
Industries® continues to grow, 
advance, and develop. The re-
cently completed 42,460 square 
foot addition to Park Industries® 
has increased their manufactur-
ing capacity by 20 percent.

This expansion will enable 
Park Industries® to continue 
providing unmatched customer 
support and innovative equip-
ment to customers well into the 
future. Joan Schatz and Mike 
Schlough, Co-Presidents of Park 
Industries® share, “We are in-
vested in developing our talent, 
making technology advance-
ments, and growing in size and 
capacity. As we celebrate Park 
Industries’ 65th anniversary and 
the completion of the expansion, 
we are excited as we look ahead 
at the great opportunities within 
our industry, company, and 
community.”

Learn more about the company 
at www.parkindustries.com  .

Park 
Industries® 
Completes 
Expansion

The 42,460 square foot addition 
increases Park Industries’ man-
ufacturing capability by an esti-
mated 20 percent, and provides 
for future demands.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Color Bond Adhesive
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I was on my second day 
of vacation, motorcy-
cling down the Pacific 

Coast highway, when I had 
to pull over to answer my 
phone. Usually, I’ll let it go 
to voice mail, but I could 
see at a glance on my caller 
ID that it was from my dog 
sitter.  

I pulled off the road at the 
next rest stop and called my 
dog sitter. She told me that 
she thought my dog was 
having separation anxiety 
because she wasn’t eating. 
I told her not to worry, she 
usually doesn’t eat for a 
few days when I leave on 
vacation or a business trip. 
Note to self: she is small 
enough, the next time I’ll 
just bring her with me. I 
did eventually bring her to 
Las Vegas for one of my 
stone inspection classes 
(see pic). Is the world full 
of coincidences, or is ev-
erything connected? Little 
did I expect that the first 
case I had when I returned 
from vacation had to do 
with separation.

Frederick M. Hueston, PhD

The Stone Detective
The Case of Separation Anxiety 

to understand – or maybe 
I was still asleep. He an-
nounced he was an attorney 
(who sounded like a heavy 
smoker) and he was mum-
bling something about a cli-
ent who had an issue with 
her new marble shower. He 
rambled on about her com-
plaint and I eventually fig-
ured out that the grout in her 
shower was cracking. I told 
him I could take a look and 
try to determine what was 
going on. 

When I asked him where 
it was located he told me it 
was a mansion in the mid-
dle of an island off the west 
coast of Florida.  Well, I 
sold my boat a number of 
years ago, so I asked how 
I was going to get there. 
He told me that the owner 
would pick me up with his 
boat and sail me over there. 
I was thinking, would it be 
rude if I brought my fishing 
pole with me? LOL! The 
coast was only a few hours 
away, so I set it up for the 
next day.

I arrived at the marina a 
few minutes early, and told 

handed me a life vest 
and a helmet. Yes, 

a helmet. I guess 
I was in for one 

heck of a ride!  I 
climbed in the boat 
and we started out 
of the marina. 

The engines 
were roaring, 

and I could hardly hear 
him talking to me. Once we 
got out in the open water, 
he yelled at me to hold on. 
Wow! I had never gone this 
fast in a boat. We were skip-
ping across the water, and at 
times I thought we were fly-
ing above the water. Later, 
he told me we were doing 
over 70 MPH, or about 
61 knots. That’s fast for a 
boat* (see You Think That’s 
Fast?).

We arrived at his man-
sion, the only home on the 
island. All I could say was 
WOW. The place was huge! 
We entered the house, and 
he led me to the master 
bath. We walked into a 
palatial bathroom suite, in 
which you could probably 
fit a small house. 

He walked over to the 
shower and pointed to the 
corner, where the floor 
meets the walls. I took one 
look and knew right way 
what the problem was (see 
photo). This was a classic 
mistake made by installers. I 
have seen it a million times. 
I told him the installer used 
the same grout in the cor-
ners instead of a soft joint. 
Anytime you have a change 
in plane (like a corner) a soft 
joint is required, otherwise 
it will crack. The walls and 
corners will move due to 
expansion and contraction. 
This will cause the grout 
to separate. I told him he 
needed to call the installer 
back and have him saw out 
the joints and replace them 
with silicone. Another case 
solved – and I got another 
awesome boat ride!

The Stone Detective is 
a fictional character cre-
ated by Dr. Frederick M. 
Hueston, PhD, written to 
be entertaining and educa-
tional. Dr. Fred has written 
over 33 books on stone and 

I inspected the shower and found 
a classic case of grout failure. 
Corner seams or direction tran-
sitions need a “soft joint,” with a 
more flexible material.

You Think That’s Fast?
A Short History of Speedboat Racing

AS with cars, there 
is a long history 

of boat racers, financiers, 
and national rivalries sur-
rounding the water speed 
record, going back to the 
early 1900s.

The race to be the 
“world’s fastest” on the 
water intensified in the 
1920s and ‘30s when Lord 
Wakefield, the Chairman 
of Britain’s Castrol Oil 
company, set out to take 
the prize from the famed 
American racer Gar Wood 
and his Miss America boat. 
On June 13, 1930 they 
succeeded:  Miss England 
II  piloted by Sir Henry 
Seagrave hit a speed of 
98.76 miles per hour (mph).

The title would go back 
and forth between America 
and England over the next 
decade. Two British rac-
ers died before Gar Wood 
took the title back to the 
U.S. when his new  Miss 
America X  hit 124.86 
mph  powered by four su-
percharged  Packard  air-
plane engines.

The Brits and Americans 
would drastically improve 
boat engine technology and 
hull design over the next 50 
years in the constant race 
to be the fastest. No other 
country put up a challenge 

his own world record a year 
later at an incredible 317 
mph. Whoa!

Warby’s record has stood 
for an astonishing 34 years, 
despite many attempts to 
beat it. Dozens of racers 
have died trying. In fact, the 
race to beat the world water 
speed record is considered 

to be perhaps the most haz-
ardous in the professional 
sporting world, with an ap-
proximate fatality rate of 85 
percent for all racers since 
1940.

Moral of the story: don’t 
marry a boat racer unless 
you’re prepared for some 
serious heart break.

The Spirit of Australia: a surprise from Down Under.

Honey is my 
mascot for 
the inspection 
class.

the dock master 
that I was waiting 
on a ride. I was 
expecting a small 
fishing boat, a 
pleasure cruiser 
or maybe even a 
pontoon boat, but 
within minutes a 
large, loud ciga-
rette boat pulled up 
and docked. Yup, 
this was my ride. 

My trip lasted a week 
and yes, my little dog fi-
nally ate on the third day. 
I was sleeping in late, try-
ing to adjust back to the 
East Coast time zone, when 
my ringing phone woke 
me up. The gravelly voice 
on the other end was hard 

The owner looked famil-
iar, and my mind wandered 
back to my crazy hydro-
plane racing days. I could 
have sworn I knew him. 
Later on, I would find out 
that he was a famous boat 
racer. 

He introduced himself and 

beat the world record by 
about 2 mph at 288.6 mph 
using a  boat he’d built 
in his backyard without 
sponsors (the  Spirit of 
Australia). After breaking 
the world record, Warby 
soon found the sponsor 
funding necessary to im-
prove his boat’s design 
even further and shatter 

to their water speed record 
supremacy… until 1977.

On November 20, 1977 
a previously unknown 
Australian,  Ken Warby, 

“Let our main object be to seek and to find 
methods of instruction, whereby teachers 
may teach less, but learners learn more.” 
— Jan Amos Comenius

tile installations, fabrication and 
restoration and also serves as an 
expert for many legal cases across 
the world. Send your email com-
ments to him at fhueston@stone 
forensics.com.

“One horse-laugh is 
worth ten thousand 
syllogisms.” 
— H.L. Mencken

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

Patent Pending

You’ve Got To See This Video!

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

Why Pay More to Install a Sink?
Why pay more than $5 for a sink install 

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

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

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

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

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

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

 Item # Description Great Low Price 
 17310 Hercules® Universal Sink Harness Kit  $4.95MADE IN THE USA

Sink Harness the fastest and most economical system 
available, it’s also the most versatile.

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

tested, we discovered another notable benefit of 
the Sink Harness: it’s a great system to repair failed 
undermount installations. Many fabricators are asked 
to repair someone else’s poor sink installation job. The 
Hercules® Universal Sink Harness will get the job 
done quickly. You can become known as the guy who 
contractors and home owners in your area call for help. 

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

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

Try One and You’ll Believe It!
Braxton-Bragg wants to prove it to everyone 

who’s faced sink-installation problem, or 
just wants to save money and keep their shop 
profitable. Visit www.braxton-bragg.com for 
the complete Universal Sink Harness video.

#1 Seller! 

Most Popular

Sink Support

“Almost everything 
 will work again if 
you  unplug it for  

a few minutes,  
including you.” 

 — Anne Lamott

“Here’s the thing – we pump their gas! And 
check their oil! And check their tires! It’ll be 

like nothing anyone’s ever seen!”

Coverings 
Recap

Continued from page 6

The FASTBACK II shone 
brightly under the Congress 
Center lights, spurring conver-
sation on flat edge polishing, 
and the mighty presence of the 
TITAN® 2700 stood strong in 
the booth. The routing and shap-
ing capabilities of the TITAN® 
were on complete display. 

The ATLAS Tool Measure-
ment System had visitors ask-
ing about tool longevity and 
maintenance. An ATLAS ex-
pert from OMEGA shared his 
knowledge on the advantages 
of using an efficient tool mea-
suring process. 

Women in Stone Tour
Park Industries was showcased 

in the Coverings 2018 Women in 
Stone tour. The group was invited 
into Park’s booth to learn more 
about the countertop fabrication 
process and the role Park equip-
ment plays in the process.

Strong Partnerships
Park Industries partnered with 

Hypertherm® and OMEGA at 
Coverings. Hypertherm® rep-
resentatives were available to 
discuss the newest innovations 
in waterjet. Many questions on 
tool maintenance and tool quality 
were discussed with the ATLAS 
representative in the booth.

For more information on the 
machinery mentioned in this ar-
ticle, visit www.parkindustries.
com .

Park Industries was 
one of the booths 
showcased in the 
Women in Stone 
Tour of Coverings.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Hercules Sink Harness
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Please turn to page 16
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 Item # Descripti  on  Price 
  38031 Hercules® VS Wet Side Exhaust Air Polisher $279.79 

  Back-Up Pad Sold Separately  

 Item # Descripti  on  Price 
   38661 Hercules® VS Wet Rear Exhaust Air Polisher $252.95 

  Back-Up Pad Sold Separately  

NEW &

IMPROVED
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DAY

WARRANTY

Hercules®  
 VS Wet  

with Side Exhaust 

Hercules® 
 VS Wet  

with Rear Exhaust 

LOOK!NEW

LOOK!NEW

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

Hercules® Q8 Wet Air Polishers
Now Faster, Cooler & 

Ergonomically Designed!
When we thought about updating the Hercules air 

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

 
PO Box 188, Stinesville, IN 47464 

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

Coldspring® Announces 
Gold Certification of 

Milbank Quarry

Coldspring® – a 
leading quarrier 
and fabricator of 

natural stone in North 
America – announces its 
Milbank operations in 
Milbank, South Dakota, 
have received Gold-
level ANSI/NSC 373 
Sustainable Production of 
Natural Dimension Stone 
certification.

 
Developed in accordance 

with American National 
Standards Institute (ANSI) 
guidelines, the rigorous and 
voluntary ANSI/NSC 373 
standard establishes crite-
ria to determine the degree 
to which natural dimension 
stone is extracted and man-
ufactured sustainably. 

F o l l o w i n g  f a c i l -
ity inspections by NSF 
International’s sustainabil-
ity division, which devel-
ops standards and conducts 
audits to protect the envi-
ronment, the Milbank oper-
ations received certification 
for all quarry operations at 
the location as well as the 
on-site processing facility. 
The Milbank operation 
produces Carnelian® and 
Prairie Brown varieties 
of granite. This material 
has been used on projects 
throughout the country 
with some of the notable 
projects including the FDR 
Memorial in Washington, 

The Milbank Quarry in 
South Dakota  produces 
Carnelian® and Prairie 
Brown granite.

D.C., Denver Union Station 
in Denver, Colorado, and 
the Banks (Smale Riverfront 
Park) in Cincinnati, Ohio, 
among many others.

“We’re enormously 
proud of our quarry and 
operations staff at Milbank 
as well as the Coldspring 
Sustainability Committee’s 
efforts toward obtaining 
ANSI/NSC 373 Gold cer-
tification. The perception 
of many in the A&D com-
munity is that we are not 
good stewards of the land 
we manage. Certification 
to this standard helps us 

tell our story in a credible 
way,” says Kathy Spanier, 
Coldspring’s Director of 
Marketing. “Coldspring 
has a long history of sus-
tainable quarrying and 
manufacturing practices 
and is one of the only pro-
viders of certified sustain-
able stone in the world. 
Our most recent third-par-
ty-verified certification for 
our Milbank operation con-
firms our commitment to be 
the world’s greenest stone 
company.” 

FDR Memorial, Washington, D.C

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop Braxton-Bragg.com for Hercules Air Polishers
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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?

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Winning Design Announced for Bostik 
Signature Space – Bellagio Lobby Centerpiece

GLAXS COLORED
CARTRIDGE GLUE

FOR USE ON STONE, 
MARBLE, GRANITE AND 

CERAMIC

Available in a wide 
variety of colors

Use with 
M200XMR

Cartridge gun

To purchase please visit your Tenax Distributor

www.tenax4you.com
For more information about Tenax products

email: info@tenaxusa.com or call: 1-800-341-0432
Follow us on       and       @tenaxusa

NEW!

• Mixing ratio: 2:1
• Gel time (in bulk at 77°): 4-5  min
• Tacky free time (at 77°): 15-20 min
• Minimum reaction temperature: 32°
• Temp. range for use after hardening:  
   -13° to 140°

Zero yellowing to sunlight
Excellent adhesion
No oily effect or shadow
Cures very fast
Pre-dosed, ready-to-use
Indoor/Outdoor use
Zero VOC
50+ colors available
- most popular colors matched
215 ml

Bostik, Inc., a world 
leader in adhesives 
and installation 

systems for building con-
struction, announced the 
winning design for its most 
recent edition of Bostik 
Signature Spaces… in stun-
ning style. 

This latest event, titled 
“The Art of Stone Flooring 
Design Contest,” welcomed 
design submissions from 
North American flooring 
installation contractors, 
artists,  interior design-
ers and architects with 
expertise in commercial 
spaces.  Entrants were en-
couraged to submit their 
most creative realizations 
of a waterjet cut-and-fab-
ricated, round marble me-
dallion which was to be 
permanently installed in the 
main lobby of Las Vegas’ 
iconic Bellagio Hotel and 
Casino. 

At a VIP award ceremony 
and industry-networking 
event held May 3, at Hyde, 
the Bellagio’s “Height of 
Decadence” nightlife venue, 
Rick Faber, Senior Graphic 
Designer at Walt Disney 
Imagineering was awarded 
the Grand Prize: a trip for 
two to Paris, France. In front 
of 600 high-powered guests, 
consisting primarily of ar-
chitects and designers, Scott 
Banda, Bostik’s Director 
of Marketing & Business 
Development and emcee 
of the award ceremony, de-
clared, “The focal location 
of this 13-foot diameter, 
stone flooring masterpiece 

is currently being walked on 
or alongside by over 20,000 
Bellagio visitors every sin-
gle day!”

Bostik, the sole sponsor 
of this competition, part-
nered with  MGM Resorts 
International  (owner of the 
Bellagio),  Creative Edge 
Master Shop  (the water-
jet firm producing the 
winning design), NTCA 
(National Tile Contractors 
Association) and Superior 
Tile (the 5-Star contractor 
who installed the winning 
medallion).

According to Jim Belilove, 
President  and  Founder of 

Creative Edge Master Shop, 
“This medallion will provide 
an enduring focal signature 
space for the Bellagio…. 
showing off the elegance 
of marble, and its combi-
nation with other architec-
tural metals. Right after it 
was unveiled, we were told 
the medallion’s beauty and 
workmanship was noth-
ing less than “Renaissance 
quality!” 

Todd Robinson, Director 
of Operations at Superior 
Tile & Stone commented, “It 
was an honor to be chosen to 
work on such a prestigious 
installation. The waterjet 

The winning design by Rick Faber, Senior Graphic Designer at Walt Disney Imagineering, 
was produced (water jet cut) by Creative Edge Master Shop.

The winner received a trip 
for two to Paris at the gala 
event. Inset: Rick Faber (left) 
and Jim Belilove.

cut-and-fabricated medal-
lion was not only beyond 
beautiful, but was delivered 
to the jobsite in the most 
professional way for our in-
stallers to handle the project.  
And of course, we utilized 
the Bostik system to ensure 
that the medallion was in-
stalled at optimal levels.”

Please turn to page 19

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Gary Sinise Foundation Dedicates 
Smart House for Dodson Family

IN May 2018, a home dedica-
tion took place for USMC 

Staff Sargent Brandon Dodson 
(Ret.) and his family in Vista, 
California. Thanks go to Arizona 
Tile and European Wholesale 
Countertops for donating the nat-
ural stone and fabrication services 
for this project. 

The specially adapted smart 
home is made possible through 
the Gary Sinise Foundation’s 
R.I.S.E. program (Restoring 
Independence Support ing 
Empowerment). Special thanks 
to The Marcus Foundation, 
DAV Charitable Service Trust, 
Veterans United Foundation, The 
Home Depot Foundation(Team 
Depot), Nucor Steel Auburn Ny, 
Semper Fi Fund and many other 
donors for their funding support 
for this deserving hero. A big 
thank you to our in-kind donors; 
Shubert Design, Nortek Security 
and Control, National Wood 
Flooring Association/Hardwood 
Floors Magazine, National Tile 
Contractors Association, #GE, 
Sunbelt Rentals, Benjamin 
Moore, National Association of 
Home Builders, North American 
Van Lines, MAPEI Americas, 
Landscape Development, Inc., 
Broan, American Airlines, 
Crossville, Inc., Natural Stone 
Institute, Dentons, JCPenney, 
MLA General Contractor, Inc., 
and the local Vista, California 
community, who came together 
to make this dream a reality. 

To learn more about R.I.S.E. 
and other #GarySiniseFoundation 
programs, visit: www.garysinise 
foundation.org .

To get involved in future RISE 
projects, contact Pam Hammond, 
pam@naturalstoneinstitute.org.

Bob Shuford of the 
Miramar branch AZ Tile 
commented, “Nicole 
(Morrow) and I enjoy 
being involved with the 
RISE program. Besides 
helping to repay our vet-
erans for their service to 
our country, we have met 
some incredible people 
that are involved with the 
program, including the 
sponsors, volunteers, and 
subcontractors. It is grat-
ifying to be part of the 
program.  Special consid-
eration should be given 
to Mike and T.J. Amos, 
whom we have known 
for over 20 years. Their 
coordination and super-
vision on these homes is 
outstanding and deserves 
to be recognized.”

Nicole Morrow, manager of the Arizona Tile Miramar Showroom, has been the 
lead designer for all of the Gary Sinise Foundation houses. The Dodson fam-
ily Smart Home is the fourth home she has designed. “She was instrumental 
in helping create the combinations of materials that Mrs. Dodson had in her 
head,” said Shulford. “She has been very involved with slab and tile selections, 
and has a great rapport with her clients.”

Arizona Tile donated Tourmaline quartzite for the kitchen island. It had a slight 
“orchid” cast to it which plays off the color in the cabinets and created a very 
stunning color combination. Perimeter slabs were Black Pearl Satin which cre-
ated a nice “framework” for the island. The bathroom vanities features Carrara 
Silver Honed marble. Additionally, Luxe Black and White Hex mosaic were  
donated for the laundry room floor.

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

Braxton-Bragg Now Carries

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

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

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

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

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

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

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

Dekton 5˝ Blade

Dekton CNC Core Bit

Dekton Core Bit

Dekton Finger Bit

ItalDiamant 
Dekton

ItalDiamant 
Dekton

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

Coldspring® Announces 
Gold Certification of 

Milbank Quarry

“The ANSI/NSC 373 stan-
dard showcases our existing 
best practices in numerous areas 
of extraction and processing of 
natural stone, such as: water 
usage and recycling, custody 
and transportation of the stone, 
site management, land reclama-
tion, corporate governance, en-
ergy optimization, management 
of excess process materials and 
solid waste, safer chemical and 
materials management, worker 
health and safety and optional 
innovation credits. Certification 
is based on point totals in each 
category to achieve a bronze, 
silver, gold or platinum level 
certification.”

In 2016, Coldspring’s corpo-
rate headquarters and primary 
manufacturing operations in 
Cold Spring, Minnesota, re-
ceived Gold certification; the 
Charcoal (St. Cloud, Minn.), 
Mesabi (Babbitt, Minn.), and 
Rockville (Rockville, Minn.) 
quarries received Platinum 
certification.

Since 1898, Coldspring has 
served the architectural, memo-
rial, residential and industrial 
markets with all types of natu-
ral stone, bronze, and industrial 
and diamond-tooling products.  
With headquarters, a primary 
manufacturing facility and 
bronze foundry in Cold Spring, 
Minn., the company has 900 
employees at operations across 
the country, including 30 quar-
ries and additional fabrication 
facilities. In 2016, the com-
pany’s headquarters, primary 
manufacturing operations and 
three Minnesota-based quar-
ries received ANSI/NSC 373 
Sustainable Production of 
Natural Dimension Stone certi-
fication. Coldspring’s in-house 
services and support such as 
drafting, design, BIM, and 
project and construction man-
agement contribute to creating 
unique customer solutions. 

To learn more about 
Coldspring, visit www.cold 
springusa.com.

Continued from page 12

FDR memorial, Washington, D.C

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Dekton Fabrication Products
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Stone Restoration and 
Maintenance Corner
Designing a Stone-Care Program: 
Return to the Basics

Bob Murrell 
M3 Technologies

Photos by Bob MurrellNatural stone conveys the 
upscale image that corpo-
rate management teams 

want. Stone represents that feel 
of solidity, perpetual beauty and 
warmth. For these reasons, these 
and other similar hard surfaces 
are being installed at exponential 
rates. 

There are literally billions of 
square feet of marble, granite, 
slate, terrazzo, decorative con-
crete, and other hard surfaces. 
This means that there is ample op-
portunity for cleaning contractors 
to specialize in these surfaces, as 
well as their conventional cleaning 
programs. Hard surface programs 
generally lend to higher profit mar-
gins, which is a welcome sight in 
today’s competitive marketplace.

All natural stone used as a build-
ing material requires knowledge 
of proper long-term protection, 

actually help with the design of a 
stone-care program. Look in trade 
publications, search the Internet, 
or contact a marble supplier to help 
locate a distributor you can count 
on for a long-term relationship.

When designing a maintenance 
program or before attempting a 
restoration project, it is necessary 
to determine the type of stone in 
question. Is it marble, limestone, 
granite, slate, terrazzo, or some 
other stone surface? Stones that 
contain calcium are polished dif-
ferently than stones that do not 
contain calcium. We can therefore 
group stones into two classifica-
tions, those that contain calcium 
and those that do not. Stones such 
as marble, limestone, terrazzo and 
concrete all contain calcium and 
are sensitive to acidic materials. 
Acids attack calcium-containing 
stones and etch the surface. If the 
surface is polished, the acid etch is 
more noticeable than with textured 
or honed surfaces. Providing that 
there are no coatings on the surface 
of the stone in question, a simple 
acid test may be all that is required 
to determine whether the stone 
contains calcium or not. Simply 
place a drop of hydrochloric acid 
(muriatic or phosphoric acid will 

maintenance, and restoration to 
receive the full benefit from the 
investment. Lack of knowledge 
can become an expensive practice. 
It is imperative in today’s market 
that retail store operators, build-
ing owners, and contract cleaners 
know what type of natural stone 
surfaces they are responsible for 
and the appropriate methods to en-
sure their lasting beauty and dura-
bility. The responsibility to teach 
and inform these people is that of 
the suppliers, installers, fabrica-
tors, and restoration profession-
als throughout the stone-related 
industry.

The first step is to contact a rep-
utable distributor of quality prod-
ucts and technical support who can 

work, as well) in an inconspicuous 
area and observe the reaction. If 
the drop fizzes (effervesces), the 
stone contains calcium. If there is 
no reaction, the stone does not con-
tain calcium (or has very little) and 
is probably granite, slate, sand-
stone, engineered stone or Corian, 
or quite possibly some type of ce-
ramic tile or super-dense material 

Please turn to page 21

made to look like natural stone.
Next, determine what the ex-

pected results should be of the 
material in question. Is a highly 
polished surface desirable? Is slip 
resistance a major concern? Don’t 
forget economics and ease of 
maintenance. What was the orig-
inal intent of the design? All of 
these issues should be of concern 

These beautiful but severely etched Tennessee marble café 
table tops need honing and polishing with 220g, 400g and 800g 
diamonds, followed with Majestic 5X to restore the finish.

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

Right: Corian countertops after 
maintenance polishing with Majestic 
Stone Plus.

Below: Majestic Stone Soap is used  
to maintain on this high honed  
institutional terrazzo floor.

when designing a maintenance 
program for natural stone. 

There are three basic types of 
stone surfaces: 1) polished; 2) 
honed; and  3) textured. 

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

Carbon Fiber Rods
1/8” x 3/8” x 48

100 pieces per box

Carbon Fiber Rolls
1/8” x 3/8” x 328’
1/8” x 1/4” x328’

Steel Carbon Fiber Rolls  - 1/8” x 3/8” x 330’ Weha Yellow Rodding Stand

Weha Carbon Fiber rodding is the latest technology in fiberglass rodding for granite, all natural 
stones, engineered stones, and quartz counter top applications.

Made with the highest concentration of fiberglass strands throughout the entire profile makes the Weha carbon granite 
rodding, in itself, much stronger than traditional white fiberglass rodding for stone.

Weha has added an additional top and bottom layer of high tensile strength Carbon on both sides to drastically increase the 
strength even more! This makes the Weha Carbon Fiber Rodding the Strongest granite Fiberglass Rodding that can be used. 

The results: granite rodding that literally becomes stronger than steel.

Weha has taken Steel Rodding and 
encapsulated it with 8 Strand premium 
true grade fiberglass and then reinforced 
with Carbon Fiberglass. By having the 
steel rodding completely enclosed in the 
carbon fiber, there is virtually no chance 
of rust from the steel, like traditional steel 
rodding.

This Triple layer granite rodding material 
produces incredible strength superior to 
standard steel rodding, without the worry 
of rust.

The Weha Yellow Fiberglass 
Rodding Stand works perfect for 
white fiberglas rodding and 
the Weha Carbon Fiberglass 
Rodding.

The Weha Yellow Fiberglass 
Rodding Stand will hold 
rodding up to 330’ rolls. 

Stable, sturdy 
construction of painted 
steel. 

CARBON FIBERGLASS 
RODDING

for granite, marble, engineered stone, 
quartzite and all natural stone.

Description MSRP

Steel Carbon Fiber Rolls 1/8” x 3/8” x 330’ 159.00

Description MSRP

Weha Yellow Rodding Stand 225.00

Description MSRP

Carbon Fiber Rolls 1/8” x 3/8” x 328’ 141..00

Carbon Fiber Rolls 1/8” x 1/4” x 328’ 155.00

Description MSRP

Carbon Fiber Rods 1/8” x 3/8” x 48” 169..00

“Unequaled in
strength and bonding ability”

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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This KDrill core bit drilled 2,972 holes. 
How many could you get?

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

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

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

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

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

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

 19400 KDrill CNC Core Bit, 1”  $61.39

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

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

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

 19404 KDrill CNC Core Bit, 2” $94.95

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

 19406 KDrill CNC Core Bit, 3” $164.74

Actual KDrill Core Bit 
used by Stone Spectrum

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

KDrill Blind Hole Core Bits

CORE

100’s 

OF HOLES!

Get the CNC Core Bit that lasts 
longer and cuts faster!

Bellagio Lobby Centerpiece

Banda summed up the evening, 
“This is the fourth competition 
we’ve staged with our partners 
at MGM Resorts International in 
the last three years. In all of these, 
we’ve arranged for a permanent 
installation to take place at one of 
their key properties. Everybody 
involved wins. But in particular, 
those who submitted their designs 
had great opportunities to show-
case their creative talents… and 
subsequently, receive well-de-
served notoriety. Bostik builds 
strong bonding situations with 
much more than just its state-of-
the-art specialty adhesive sys-
tems. Through programs such 
as Bostik Signature Spaces, we 
bring people together, and they 

Continued from page 14 build relationships that last for 
many years. That’s really strong 
bonding!”

Bostik is a leading global ad-
hesive specialist in construction, 
consumer and industrial markets. 
For more than a century, it has 
been developing innovative ad-
hesive solutions that are smarter 
and more adaptive to the forces 
that shape daily lives. From cra-
dle to grave, from home to office, 
Bostik’s smart adhesives can be 
found everywhere. With annual 
sales of €1.95 billion ($1.66 bil-
lion US), the company employs 
6,000 people and has a presence 
in more than 50 countries. For 
the latest information, visit www.
bostik.com.

“My rule: avoid 
squandering time on 
what might happen. 

Half of what the 
media reports falls 
into this category. 
It’s hard enough to 

keep up with what is  
actually happening–

most of which the 
media fails to notice.” 

— Lionel Shriver

“The longer you can look back, the 
farther you can look forward.” 

— Winston Churchill

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for KDrill NCC Core Bits
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The Rockheads Group hosted its largest member gathering to date in 
Atlanta, during Coverings 2018. The growing member base reviewed 
actionable bottom line improvements for surfacing entrepreneurs.

The Rockheads Group, 
a network of surfacing 
industry entrepreneurs 

dedicated to leadership, best prac-
tices, and financial health, con-
cluded their Spring 2018 member 
summit in Atlanta, Georgia. 
during Coverings. With over 85 
people in attendance, the group 
held a successful full day and a 
half event with participation from 

some of the leading stone and 
surfacing fabricators in North 
America, as well as key strategic 
partners.

Produced by Marqet Group, 
a marketing firm behind the 
Rockheads Group rebranding and 
the marketing efforts of several 
of the organization’s members, 
the event was hosted outside the 

convention center at Terminus 
330.  As part of the agenda, 
members were able to engage in 
in-depth conversations around 
financial benchmarks and better-
ing their company’s bottom line.  
During the interactive roundtable 
discussions, members were able 
to share their individual experi-
ence on how sales prices, cost of 
materials, cost of labor, rework 
and material optimization can 
have a significant impact to their 
financial performance.

Rockheads Group Hosts Member Gathering 
at Coverings 2018 in Atlanta

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

Viper Side
Protection 

Dry Core Bit

Drills a Clean Hole, Every Time...

 Item # Description  Great LOW Price 

 7560 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1˝  $44.95

 7561 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/8˝  $47.95

 7562 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/4˝  $49.95

 7563 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-3/8˝  $54.95

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

 7565 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2˝  $64.95

 7566 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2-1/2˝  $79.95

 7567 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3˝  $89.95

 7568 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3-1/2˝  $99.95

#1 Seller! 

Most Popular

Core Bit

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

Call our knowledgeable Customer Delight 
Representatives toll-free 1-800-575-4401  

to order the long-lasting  
Viper® Side Protection Core Bit

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

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

The event calendar also in-
cluded visits to stone and quartz 
distributors Cosentino and MSI, 
where members had the opportu-
nity to review new products and 
materials as well as engage in 
deeper conversations around the 
future of the quartz industry.  

“Bringing our growing mem-
ber base together to participate 
and share their business oppor-
tunities and challenges is one 
of the most rewarding things 
about being a Rockhead,” said 
Jon Kaplan, Managing Partner 
of the Rockheads Group.  
“Complementing that with quality 
time spent with our key suppliers 
makes our events that much more 
beneficial,” he added.  

The event was hosted by some 
of the Rockheads’ preferred 
vendors which include BACA 
Systems, Braxton-Bragg, ESGI 
Safety, GranQuartz and Laser 
Products. Also attending the 
event were Jim Hieb, CEO for 
the Natural Stone Institute, and 
Bill Darcy, CEO of the National 
Kitchen and Bath Association, 
who both spoke about the benefits 
of engaging with each respective 
association to broaden business 
networks and knowledge. 

Please turn to page 26

“Freedom makes a 
huge requirement 

of every human 
being. With 

freedom comes 
responsibility.”

—  Eleanor 
Roosevelt

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Side Protection Dry Core Bits
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Please turn to page 26

Continued from page 17  3) Realize that stone is a prod-
uct of nature and is admired  
 for its inconsistencies and  
 imperfections. These random  
 patterns are what makes
marble and other natural 
stones so desirable.  

Maintenance on calcium-con-
taining stones and non-calcium- 
containing stones is identical 
except with respect to re-polishing. 
Marble is normally a softer mate-
rial than most granite and there-
fore develops wear patterns faster. 
And because it contains calcium, 
marble is also more susceptible 
to chemical attack. However, it 
is also much easier to restore the 
polish to marble than to granite. 
Because marble will etch, we can 
actually use specific types of acid 
to aid in the polishing step the 
same way it is done at fabrication 
plants worldwide. Superfine abra-
sives mixed with either potassium 
oxalate or oxalic acid will polish 
most marble, limestone, and ter-
razzo very quickly and efficiently. 

Stone Restoration and 
Maintenance Corner

These compounds and powders 
are available in ready-to-use for-
mulas (Majestic 5X, Majestic 
Marble Polishing Compound, 
Majestic XXX Shine) and can be 
used with conventional equipment 
to restore traffic lanes and areas 
where the natural polish has been 
degraded. When the floor has de-
teriorated to a point where pow-
ders and compounds no longer 
work effectively, it will probably 
be necessary to have the installa-
tion restored mechanically.   

Granite-Specific Maintenance
Granite polishing compounds 

(Majestic Granite Polishing Powder 
in both light and dark, Granite 
Polishing Compound, and Granite 
Gloss) are also available, but since 
granite is acid resistant, these com-
pounds do not have the advantage 
of an acid to help expedite the pro-
cess. Therefore, granite must be 
polished mechanically using only 
these superfine micro abrasives 
in combination with #0 steel wool 
and sometimes Majestic Marble 
Crystallizer (used as the lubricant, 
instead of water). It is a very slow 
process compared to the re-pol-
ishing of marble, and normally re-
quires a step or two of honing prior 

Many times I have seen a honed 
(smooth finish with little or no 
light reflection) limestone floor 
where management insisted on a 
high gloss appearance. The only 
way this was possible was to use 
a topical finish to achieve the look 
they thought the stone should pres-
ent. This usually results in failure 
both with respect to the expected 
appearance and cost. It could also 
be detrimental to the integrity of 
the stone. 

Through years of experience and 
technical evaluation it has been 
found that, in most all situations, 
it is always much easier and more 
cost effective with better results in 
appearance to maintain the stone in 
its original condition, rather than 
adding a coating to the surface. 

My rules of thumb:
 1) Never try to make a stone  
 something it is not;
 2) Whatever finish is desired,  
 it should not be poured on  
 top from a bottle; and, 

to polishing.  
One of the most desirable traits of 

natural stone is that, in most situa-
tions, it is completely restorable. A 
mechanically restored floor is ac-
tually more valuable and desirable 
than a newly installed floor. A prop-
erly restored floor has no lippage 
(uneven tiles), looks better, and is 
easier to clean. Because it is easier 
to keep clean, polished surfaces 
will last longer with less frequency 
of re-polishing required. All stone 
flooring in Europe is ground flat 
when it is installed for these reasons.

Mechanical restoration projects, 

in most situations, are best 
left to professionals. With im-
proved diamond technology 
and equipment, restoration 
projects are much quicker 
than those of 20 years ago. 
Restoration projects should be 
amortized over at least a five 
year period when justifying 
the cost. Maintenance costs 
will go down, appearance lev-
els will go up, and trip hazards 

Majestic No-Rinse Neutral 
Cleaner is an excellent 
product to maintain this 
highly polished dark 
terrazzo floor.

will decrease. All of these factors 
must be calculated in the cost.

Porosity and Impregnators
All natural stone has a porosity 

factor. Some stones absorb stains 
faster than others do, but it is rec-
ommended that all stone surfaces be 
treated with an impregnating sealer. 
Use of a high quality impregnator, 
like the Majestic Low Odor Solvent 
Based Impregnator, can only help 
an installation by facilitating much 
easier and more cost effective, 
long-term maintenance. 

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

Out of all the jobs in 
the stone business 
(besides owner-

ship), installing has to be 
the hardest.

Installers are stuck on site 
until the job is complete,. 
They have to solve tons of 
unforeseen problems with 
the customer watching over 
their shoulder, and they 
often finish work that was 
missed by measure-up or 
the shop.

So how can you help your 
installers succeed? Take a 
look at these five common 
mistakes fab shop owners 
make and how to avoid 
them.

 
Leaving Sealing 
to the Installers

 Counters still wet and 
gritty from fabrication are 
like coal in a Christmas 
stocking for an installer. 

First, they get everything 
and everyone on the install 
dirty, and second, they must 
be cleaned and then sealed 
before the job is completed. 

This is a risky, time-con-
suming, and smelly process 
when done in someone’s 
home. 

Make sure sealing is fin-
ished in the controlled envi-
ronment of a well-lit shop, 
where proper cleaning and 
drying can take place before 
sealers are applied. When 
done in this environment, 
your installers save time 
and produce a better-fin-
ished product.

Scattering Counters, 
Splashes and 
Work Orders 

 One of the biggest time 
(and money) wasters in a 
stone countertop operation 
is when installers must 
search the shop with a work 
order in hand, trying to 
track down the counters and 

backsplashes.
Scavenger hunts are fine 

for your kids’ birthday 
parties, but highly skilled/
highly paid installers should 
not have to hunt for any-
thing – not even the job site 
address.

The solution to this com-
mon craziness is a dedi-
cated and defined space/
place where completed jobs 
are staged for install. This 
includes counters, splash, 
templates, and work orders.

Cutting the
Backsplash Long

There’s a misconception 
among measure-up techs 
(and sawyers) that splashes 
must be cut long during 
production and cut to final 
length onsite by the install-
ers — with one exception 
being miters. However, all 
backsplash can be precisely 
measured and cut in the 
shop.

Of course, this requires 
a little math by the mea-
sure-up tech. They must 
add overhangs, subtract 
transition lines, etc., but this 
eliminates the inefficient 
re-cutting to length of every 
piece of the splash on site.

It also eliminates the need 
to run extension cords, saw-
horses, and using dust-gen-
erating tools outside, not to 
mention the double-han-
dling (setting up and taking 
down) of every piece of 
splash in the job!

Forgetting the 
Sink Clips

Today, there are multi-
ple off-the-shelf solutions 
for mechanically attaching 
an undermount sink to the 
counter to prevent delam-
inating and failure. These 
can be easily and seam-
lessly incorporated into a 
shop operation.

When systematized, 
these techniques take mere 
minutes in the shop, while 
the alternative is spending 
hours on site cutting, rout-
ing, and blocking sinks with 
wood, or returning to job 
sites when the silicone ad-
hesive technique fails.

Failure to Check 
Templates

Few things are more in-
furiating to a tired installer 
than a customer pointing 
out a return polish or fau-
cet hole was missed when it 
was clearly marked on the 
template for the shop to see.

Murphy’s Law generally 
requires that the customer 
point this out after all the 
tools are packed up.

So how can you ensure 
little things like return pol-
ishes and faucet holes aren’t 
overlooked in the shop? 
The best way is to have 
someone other than the fin-
isher review the work. Have 
another employee, such as a 
supervisor or machine op-
erator, QC the work with a 
fresh set of eyes. 

By shifting these tasks out 
of install and into the shop, 
you’ll save several hours 
per week, see improved 
production, and provide 
higher quality installs for 
your customers.

Aaron Crowley
Crowley’s Granite

“If you think twice 
before speaking once 
you will speak twice 

the better for it.” 

— William Penn

BEST-SELLING 
BRIDGE SAW BLADE

FEATURING 

ARRAY  
TECHNOLOGY

20mm Segment and 
Array Diamond Technology

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

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

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

 Item # Description OUR Low Price 

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

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

20mm!
Segments

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

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

20% 
MORE LIFE

… And How to Avoid Them

2

3

5

4

1

Shop www.braxton-bragg.com for Viper Array Silent Core Blades Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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IF teaching and writing ever 
play out, Gordon Sisk and 

yours truly have a fall-back oc-
cupation. We can open a weather 
planning service that’s guaranteed 
to please the most discriminating 
customer. Consider: 

In certain outdoor circles, gray-
bearded Gordon, who teaches so-
cial studies at Karns High School, 
is known as “Grizzly.” He is a 
member of, and chief meteorol-
ogist for, a group of backpackers 
called “Team Rainmaker.”

It is a most deserving name. 
All Gordon has to do is lace up 

his hiking boots and a perfectly 
cloudless day will turn gray. Soon 
as he hits the dirt—urban footpath 
to the Appalachian Trail—a mon-
soon is certain to follow. This is 
an ironclad fact, proven through 
decades of soggy experience. 

I, on the other hand, am Doctor 
Drought. 

Sam Venable 
Department of Irony

This talent came nearly one year 
ago with the purchase of a Frogg 
Toggs rain suit. It has yet to see 
action. 

This lightweight outfit has 
accompanied me to the sum-
mit of Mount LeConte in the 
Great Smokies. To the Alps 
in Switzerland, Austria and 
Germany. On numerous fishing 
trips. As long as it remains within 
easy reach, rain will stay away. 
Leave it at home, though, and 
watch out for black clouds. 

Want proof? 
One brilliant day summer day 

in Innsbruck, Austria, I forgot to 
stick it into Mary Ann’s back-
pack. (It’s always best, harrumph, 
to travel with a strong wife who 
will shoulder your load as well 
as hers.) The result was an im-
promptu downpour, forcing me to 

pay tourist prices for a gift-shop 
umbrella.

Later that fall, at Halloween, 
fierce storms were predicted for 
trick-or-treaters. I’d already made 
plans to accompany my son Clay 
and his kids, Max and Lucy, on 
candy patrols of their neighbor-
hood that evening. Fearing the 

worst, I even took waterproof 
boots along with the Frogg 
Toggs. 

Not necessary. 
Truth be told, I did wear the 

jacket part of the rain suit that 
brisk evening, but only as a 
windbreaker atop my shirt. When 
Max and Lucy retreated to their 
house to ceremoniously dump the 

Custom Weather, 
Made to Order

Achill i USA • 7606 Whitehall Executive Center Dr., Ste 400 • Charlotte, NC 28273
Ph. +1 704 893 4634 • Fax +1 833 514 7058 • www.achill iusa.com

$29,900

• Cutting Length: 10’8”
• Motorized head travel on X-axis with variable speed
• Head travel on linear slide bearings
• 10 pneumatic pistons to secure workpiece(s)
• Galvanized steel frame
• Work table made of polyzene with adjustments front and back
• Pop-up roller table to facilitate loading, moving and off loading slabs.
• 7.5 Hp motor with variable speed: 700-2500 rpm
• Material thickness: 3/8” - 3 1/8”
• Machine dimensions: 14’6” L x 5’ W x 5’ H
• Saw weight: 2050 lbs
• Blade sizes: 14”, 16”, 18”

MSA 45°
MITER BRIDGE SAW

• Water Collection and 
Recyling System: $1,370

• Side Extension Table with 
Rollers: $952

OPTIONS:

contents of their plastic pumpkins 
onto the carpet, we were drier 
than a two-hour sermon. Later 
that night, long after the Frogg 
Toggs and I were safely back 
home, the skies opened up like 
Bald River Falls. I rest my case. 

Gordon and I may launch our 
campaign under a banner on the 
order of “Wet ’n Dry” or “No 
Precip? No Problem!” 

If your lawn or garden could 
use a steady, extensive soaking, 
Gordon’s your man. On the other 
hand, if your outdoor plans call 
for a wedding, political rally, 
barbecue, bar mitzvah or football 
tailgate and you need clear skies, 
give me a ring. 

No job is too large or too small, 
too wet or too dry. Satisfaction 
guaranteed either way. 

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

“Never eat more than 
you can lift.” 

—Miss Pig g y

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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White Cherokee Marble — Tough 
Enough for a Working Kitchen 

Melinda McCoy is 
what you call the 
everyday home 

decorator.

Her Cape Cod style home, 
located in Ohio, isn’t filled 
with cookie cutter details 
or over-the-top designs. 
Instead, her home is known 
for its timelessness and 
practical beauty.

“I got tired of looking at 
magazines and Pinterest for 
inspiration,” McCoy said. 
“I’d find an idea I liked, 
then put it in my home and 
it didn’t look right. I like to 
make decisions with inten-
tion behind them.”

McCoy, the founder of 
House 214 Design, offers 
online courses and curates 
blog posts to help home-
owners learn basic interior 
decorating tips.

Her love of homes with 
an old-world charm stems 
from childhood. Growing 

Long before the advent  
of  granite and quartz, 

 marble was the 
 material of choice for 

kitchen counters 
 and work spaces, from 

Biltmore to Baltimore.

up in the South, McCoy 
spent much of her free time 
embarking on home tours, 
stepping inside of some of 
the most beautiful estates. 
It was there she fell in love 
with the utilitarian element 
of these older homes.

McCoy’s style prefer-
ence isn’t much different 
today — for her, the key to 
creating a beautiful home 
starts with consistency and 
purpose.

Over the past 10 years, 
McCoy has added a mas-
ter suite and brand-new 
kitchen onto her 1940 built 
home, but you might not 
know it if you took a tour.

“What was really import-
ant to me, was staying true 
to the roots of the home,” 

McCoy said. “That’s always 
the biggest compliment I 
get — when people walk in, 
they don’t know where the 
old house stops and the new 
house starts.”

McCoy’s intention to con-
nect with the history of the 
home extends to her mate-
rial choices.

In her kitchen she selected 

Please turn to page  25

Steven Schrenk 
Polycor

stone with a soothing grey 
vein pattern that’s right at 
home with McCoy’s clas-
sic grey, white and black 
palette. It also has a higher 
density than European mar-
ble so it can stand up to all 
the baking, crafts and home-
work McCoy and her family 
do on its surface every day.

The space also features 

a marble countertop that 
could have easily been cho-
sen by the original home-
owners (and, in fact, if 
they had it would still look 
and feel as great as it does 
today). White Cherokee 
marble is an American 

stainless steel appliances, 
subway tiles on the wall, 
stunning white schoolhouse 
pendant lighting, an antique 
kitchen cupboard, and wood 
antique butcher block.

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11396/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

All Your Fabrication 
Needs...Including the

Kitchen Sink

Item # 6671 

Item # 6673 

Item # 6675

Item # 6672

Item # 6674

Buy 11, Get 1 FREE!
Plus FREE Freight

Hurry–Special Offer Ends July 31, 2018

per sink$7995

12 TO A PALLET

White Cherokee 
Marble

Honed White Cherokee 
marble is a durable 
classic in the kitchen.

Custom Waterjet Medallions 
Adorn U.S. Army West Point 
Academy

Please turn to page  29

“The kitchen really is the heart of 
the home,” McCoy said. “It’s the gath-
ering space. I think people are really 
craving that and they want people to 
be together. Today, people are craving 
that feeling.”

The spacious center island has a 
honed surface that adds a touchable 
texture that complements her home’s 
old-world European farmhouse feel.

“I think people look at marble some-
times like everybody has it. People see 
it as trendy, but it’s not,” she said. “It’s 
something that’s been around forever. 
Marble has that timelessness to it be-
cause it has such a history and story 
to it. We thought it intertwined really 
well into our old home.”

McCoy first came across 
Polycor on Instagram, and 
she immediately fell in love 
with their work. 

Before using Polycor’s 
marble in her home, she 
visited the Georgia quarry 
to see the marble’s origins 
and how it is quarried. 

“I’ve never been to a 
quarry before,” McCoy 
said. “Actually seeing it 
versus walking into a big 
slab warehouse — you see 
it in its element. We went to 
the stone yard, where they 
were cutting slabs. You get 
to see the whole process 
from start to finish — you 
see the narrative.” 

McCoy, who has three 

children, said the marble is 
constantly in use. She loves 
that the marble doesn’t re-
quire a demanding upkeep 
routine. 

Her advice for keeping 

the marble clean is soap 
and water. “I don’t use 
any other elements. It’s 
pretty simple,” she said. 
“Marble’s supposed to 
wear over time. It’s sup-
posed to have a story to it. 
It gets better with how long 
you have it.” 

For more information on 
Cherokee marble and a free 
marble care guide, visit 
www.polycor.com .

For over 200 years, 
West Point, has been 
the official military 

academy for the U.S. Army.  
Founded in 1803, by 
P r e s i d e n t  T h o m a s 
Jefferson, on the banks of 
the Hudson in New York, 
West Point has trained gen-
erations of U.S. Army offi-
cers and military leaders.

Designing for the West 
Point Visitor’s Center
An important commission 

for Creative Edge in 2017 
was to produce the main 

emblem for the Visitor 
Center at the West Point 
Military Academy.

The design concept, 
developed by Mark B. 
Thompson Associates LLC 
Architecture & Planning of 
Philadelphia is “austere” 
army grey, no color. All of 

the details of the Army logo 
are represented in white, 
gray, and black.

As an ideal application of 
waterjet, the medallion com-
bines many types of stone, 
as well as silver metals with 
various finishes.

The overall field was 
Iridian Gray granite from 
Coldspring. The details of 
the emblem are from vol-
canic stones with a variety 
of colors and textures sup-
plied by Nu Wa Stones of 
Anaheim California.

In addition to the offi-
cial West Point medallion, 
Creative Edge also fabri-
cated emblems for the aca-
demic buildings.

Hurry–Special Offer Ends July 31, 2018

Continued from page 24

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for Envy Sink Special Offer

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8978,11488/
http://www.polycor.com
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8978,11488/
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Call 1-800-575-4401 or Order Online 

www.braxton-bragg.com

•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 Our Low 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

NEW!NEW!

NEW!NEW!

 GUARANTEED

BEST
PRICE!

Makita Vacs and Shrouds
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b
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Rockheads Gather at 
Coverings 2018 in Atlanta

Elle H. Millard, for-
mer HGTV Design Star 
and now NKBA Insider, 
also presented on the lat-
est surfacing trends ob-
served in Milan as part of 
EuroCucina.

“Our members are looking 
for a unique experience,” 
said Lorenzo Marquez, 
president of Marqet Group 
and executive member 
of the Rockheads Group.  
“With so many options to 
engage in industry meetings 
and trade groups, we chan-
nel all of our efforts into 
making sure members have 
exclusive access to insights 

and benefits, as well as have 
key action items to imple-
ment when they go back 
home. This has been our 
best event by far,” Kaplan 
added.

Following the meeting, 
Rockheads Group members 
will be working on their 
yearly financial bench-
mark process, where they 
will confidentially rank 
their business performance 
around key performance 
indicators as well as mea-
sure their companies fi-
nancial health. Findings of 
this process will be released 
during the next Rockheads 
Group meeting in August, 
which will be hosted by 

Continued from page 20

Continued from page 21

Inspiration Design Center 
in Minnesota. 

The Rockheads Group is a 
private entrepreneur group 
of more than 85 industry 
leading stone and surfac-
ing fabrication businesses. 
Member selection is based 
on business a culture of 
striving to be the industry 
Best In Class in size, stature 
or profitability. The profes-
sional trade group is dedi-
cated to raising fabrication 
standards, promoting best 
practices across the industry 
with key focus areas in cus-
tomer service, financials, 
technology and leadership, 
as well as group purchasing.

For more information 
on the Rockheads Group, 
please visit www.rockheads 
usa.com .

Soiling and staining are 
much easier to remove, and 
etching is much easier to re-
store on marble that has been 
impregnated. Unlike topical 
coatings, true impregnators 
will not appreciably affect 
the natural qualities of the 
stone. The original perme-
ability of the stone can re-
main as high as 97 percent 
when impregnated with a 
top quality product, and 
the appearance of the stone 
should not be affected. An 
impregnator can be chosen 
for its water resistance or 
water, grease and oil resis-
tance. This is a highly advis-
able but optional step, and 
definitely a win/win choice.

Use of a quality stone 
soap, like the Majestic 
Stone Soap, is probably the 
most important part of any 
natural stone-care program. 
A good stone soap will ac-
tually clean and enrich nat-
ural stone, rendering it more 
soil and stain resistant while 
keeping the natural colors 
bright and vivid. This is 
especially true for honed 
and textured materials. For 
polished stones, especially 

Stone Restoration and 
Maintenance Corner

darker materials, it is rec-
ommended to maintain with 
a high-quality, neutral pH 
cleaner like the Majestic 
No-Rinse Neutral Cleaner, 
which contains optical 
brighteners and does not 
streak. Be aware that stone 
soaps might leave a film 
on highly-polished dark 
surfaces.      

A periodic intensive clean-
ing is recommended on a 
quarterly basis for com-
mercial situations. Use of 
the Majestic Deep Cleaning 
Stripper / Degreaser will 
clean the stone and grout 
lines of any stone soap and 
foreign contaminant accu-
mulation. This is very nec-
essary, as a stone soap is a 
no-rinse product, and dirt 
tends to accumulate in the 
grout lines even with the 
best maintenance program 
in place. This intensive 
cleaner should also be used 
for extremely dirty situa-
tions. Using a soft, multi-
level brush will definitely 
help the effectiveness of 
cleaners.

Other products are also 
available for countertops, 
vanities, and vertical sur-
faces. Majestic has several 

products which can help 
in this area, like the RTU 
No-Rinse Neutral Cleaner, 
Stone Plus, or Conditioning 
Treatment and Polish, just 
to name a few. This is where 
the importance of establish-
ing a good relationship with 
a reputable distributor of 
products and technical sup-
port comes into play. There 
will be circumstances that 
arise where other specialty 
products may be needed, 
such as stain removal poul-
tices, adhesives for repair, 
and equipment. It is best to 
find a distributor who under-
stands and supplies products 
to all phases of the stone in-
dustry. Even with the best 
of maintenance programs 
in place, there will be spe-
cial situations that require 
some thought and exper-
tise. Impregnators and stone 
soaps do not make stone 
bulletproof.

Bob Murrell has worked 
in the natural stone industry 
for over 40 years and is well 
known for his expertise in nat-
ural stone, tile and decorative 
concrete restoration and main-
tenance. He helped develop 
some of the main products and 
processes which revolutionized 
the industry, and is currently 
the Director of Operations for 
M3 Technologies. 

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8449,6684,10705/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11324/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Another year of posi-
tive news from the U.S. 
economy, gains in the 

construction and housing markets, 
as well as historically low inter-
est rates and falling unemploy-
ment, helped the U.S. ceramic 
tile market increase for the eighth 
year in a row.

In 2017 the U.S. ceramic tile 
market surpassed the three billion 
square feet mark for the first time 
since 2006. Total consumption 
was 3.05 billion square feet (283 
million m2), up 5.1 percent from 
2016, and the fourth highest total 
of all time.

The chart below shows total 
U.S. consumption of ceramic tile 
(in square feet ) over the last sev-
eral years.

U.S. Tile Consumption Overview

“The brave die never, 
though they sleep in 
dust, their courage 
nerves a thousand 

living men.”
Norman Schwarzkopf

* U.S. Shipments + Imports - Exports

Year US Shipments 
(incl. Exports)

 Imports  Exports Total 
Consumption*

Consumption
Change vs. 

Previous Year

2017 974,986 28,492 3,045,801 5.1%
2016 945,245 1,987,929 36,198 2,896,977 5.8%
2015 897,943 1,881,501 40,718 2,738,276 9.9%
2014 816,050 1,711,571 36,996 2,490,624 0.5%
2013 793,931 1,723,470 39,513 2,477,888 12.9%

This table shows 
U.S. tile shipments, 
imports, exports, 
and total  
consumption in 
thousands of 
square feet, over a 
five-year period.

2006     2007     2008     2009     2010     2011     2012     2013     2014     2015     2016     2017     

3,400,000

3,200,000
3,000,000
2,800,000

2,600,000
2,400,000
2,200,000
2,000,000
1,800,000
1,600,000
1,400,000
1,200,000
1,000,000

U.S. Ceramic Tile Consumption
(Thousands of Square Feet)

 
Imports:

In 2017 the U.S. imported 2.10 
billion square feet of ceramic tile, 
up 5.6 percent from 2016 (1.99 
billion square feet). 

Imports comprised 68.9 percent 
of 2017 U.S. tile consumption in 
square feet, up slightly from 68.6 
percent in 2016.

Once again, China was the larg-
est exporter to the U.S. in square 
feet, a position it has held since 
taking over the top spot from 
Mexico in 2015. Chinese imports 
in 2017 comprised 31.3 percent 
of U.S. imports (in square feet), 
up from 29.4 percent the previous 
year, and the highest percentage 
China has ever held of the U.S. 
import market.

Read the complete report on 
www.slipperyrockgazette.net .

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

Purchase 40 Original I-Braces  
and Get 10 FREE!

Yes, that’s right, get 50 for the price of 40!

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

Have You Tried
Stone-Colored I-Braces?

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

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

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

 12472	 The	Original	I-Brace	XL	Countertop	Support,	20˝	x	2-1/2˝,	3/8˝	Thick $15.79

	 12461	 The	Original	L-Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	3/16˝	Thick	 $14.99

	 12462	 The	Original	L-Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	3/16˝	Thick	 $16.99

 12473	 Heavy-Duty	L-Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	3/8˝	Thick	 $12.99

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

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

 Item # Description OUR Price 
	 12466	 Stone-Colored	I-Brace	Countertop	Support,	13˝	Long	x	2-1/2˝	Wide,	3/16˝  $10.99

 12467	 Stone-Colored	I-Brace	XL	Countertop	Support,	20˝	x	2-1/2˝,	3/16˝	Thick $12.99

 12474	 Stone-Colored	I-Brace	XL	Countertop	Support,	20˝	x	2-1/2˝,	3/8˝	Thick $15.79

	 12470	 Stone-Colored	L-Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	1/4˝	Thick	 $14.99

	 12471	 Stone-Colored	L-Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	1/4˝	Thick	 $16.99

 12475	 Stone-Colored	Heavy-Duty	L-Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	3/8˝	Thick	 $12.99

	 12468	 Stone-Colored	Upper	Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	1/4˝	Thick $10.99

	 12469	 Stone-Colored	Upper	Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	1/4˝	Thick $12.99

– ONLY Available At –

MIX & 

MATCH  

ALL LENGTHS, COLORS, 

STANDARD AND  

HEAVY DUTY

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

Hurry — Special Offer Ends July 31, 2018 Use Code
SRG7 
when placing 

your order

2,099,307

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
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Since the perfect stone cleaning prod-
uct didn’t exist, Tom invented it. 
Together with a chemist that he met 
though his stone design business, Tom 
developed a unique 3-in-1 formu-
la that will clean, polish, and pro-
tect your granite countertops. It is 
non-toxic, biodegradable and safe to 
use around food preparation areas, 
children and pets. Supreme Surface 
Granite Cleaner & Conditioner leaves 
a streak-free shine, every time — even 
on black granite! But Tom wasn’t 
satisfied. To learn what others thought 
of his new granite cleaner he gave 
it away—free. Visit www.consumer 
stonecare.com.

Ads not meeting guidelines will not 
be published. 

•$30.00 per print ad, per month. Ads 
may be renewed by contacting the 
Slippery Rock Gazette. Free online ads!
•Maximum of 70 words or less per ad
•Payment must be made at the time ad is 
submitted. Credit or Debit Card only. A 
Credit Authorization Form is available 
by fax, or download a PDF from the 

Slippery Rock website.
•All faxed ads must be typed–No hand-
written ads–No exceptions. 
•Please review all your ad info before 
submitting– NO refunds will be given 
for ads that are submitted with the 
wrong contact info or content and then 
published.
•Best way to submit an ad is by going 
online at www.slipperyrockgazette.net 
for a free ad, or use the online form for 
a print ad, then fax payment to 865-688-
2076, (Attn: Rhonda Griffin).

2018 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

August 2018 Wednesday, June 27, 2018

September 2018 Wednesday, July 25, 2018

October 2018 Wednesday, August 22, 2018

For Sale

FOR SALE: Husky Bridge Saw 
Used by Raisbeck Stoneworks for 
3-1/2 years (a small shop); $30,000 
Firm; Located in Burlington, Ky; 
Original Cost $52,900.00. Call David 
Raisbeck at 859-250-8342.

___________

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. 

_____________ 

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 
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 

Products. For more information about 
this program, please contact one of our 
salesmen at 800-575-4401.

_____________

What makes Supreme Surface 
Cleaners so special? ioSeal. The 
stone conditioner in Supreme Surface 
cleaners is a proprietary ingredient 
called ioSeal. This amazing technol-
ogy ionically bonds with the surface 
of your natural stone, sealing it and 
protecting it from hard water spots, 
mineral buildup, and stains. Supreme 
surface cleaners are the brainchild of 
stone industry veteran Tom Munro 
who embarked on a quest to find the 
BEST granite cleaner. What he found, 
however, was no one product that 
offered a no-rinse, streak-free (even 
on black granite), eco-friendly formula 
that would clean, polish, and protect 
granite and other natural stones against 
stains, and was made in America. 

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 
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 

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:

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

Join Us 
Each Month!

For your subscription requests, 
address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

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.

• 11 KW PUMP UPGRADE 

• 2.35” PER SECOND DESCENT  

• 5.35” PER SECOND RETRACT

• 242 TON SPLITTING FORCE 

• 51” MAXIMUM OPENING             

• 39.37” BLADE LENGTH

• 22.2” SPLITTING HEIGHT 

• TESTED and PRESSURES SET PRIOR TO SHIPPING

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

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

MENHIR 220 
1000 X 600 

Once They’re Gone — They’re Gone!

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

 • Demo Stone Pro Rock Jockey, slight use, $3,300 
• #5580099 Demo Stone Pro Seam Machine, 

like new, regularly $769.90, NOW $595  
• #274299 Demo Stone Pro SR2 7ft. Rails 

with Suction Pads, $399 ea. 
• #378499 Demo Stone Pro Hydraulic Beaver, $2,880   

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

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.

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

http://www.consumerstonecare.com
http://www.consumerstonecare.com
http://www.FireUps.com
http://www.eurostonemarble.com
http://www.ApexEquipmentInternational.com
http://www.stoneforensics.com
http://www.slipperyrockgazette.net
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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

Because they’re in the stone 
business just like you, Stone 
Pro has decades of experience 
developing innovative tools 
for the stone industry like…

WWW.STONEPROEQUIPMENT.COM

Beaver Edge Chisel, SR2 Rail Support, 
Rock Jockey, Seam Machine…& more!

www.braxton-bragg.com

25 Years of Innovation
Extreme X2 Bridge Saw Blade

COMPLETE  TERMINATOR LINE IS NOW AVAILABLE AT

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

Custom Waterjet Medallions 
Adorn U.S. Army West Point 
Academy
Continued from page 25

West Point Medallion: Creative Edge Factory with Jim Belilove –
Principal/CEO & WW II Army Air Corps pilot Captain Jerry Yellin

In contrast to the austere 
Visitor Center medallion, 
the academic emblems were 
implemented in colorful 
marble, quartz and metal. 
The emblems include the 
Department of Chemistry 
and Life Sciences, as well as 
the Department of Physics 
and Nuclear Engineering.

Originally conceived 
as bronze castings, the 
capabilities of waterjet- 
enabled Creative Edge to 
produce enhanced signa-
ture emblem pieces for 
the U.S. Army’s main 
educational campus.

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
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When you use the Stone Pro 
SR2 Vacuum Support Rail System

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

slab a little too much, hear a crack and shout in frustration. That’s what the twist 
and shout is all about. Fortunately, it doesn’t have to be this way thanks to this 
brand new system.

The SR2 Support System adds rigidity to sink cutouts so you can avoid the 
dreaded “twist and shout.”

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

SR2 Retro Fit 
Rechargeable Cup

No More

Twist and Shout…

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

NOW
WITH

RECHARGEABLE

BATTERY

 Item # Description OUR Price 

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

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

The University of 
California, Berkeley has 

elected a squirrel to its stu-
dent senate.

The Sacramento Bee re-
ports “Furry Boi” was named 
to the Associated Students of 
the University of California 
Senate.

The candidate-elect 

initially took the form of a 
critter living among campus 
trees, running on platforms 
such as easier acorn access.

But the man behind the 
campaign, sophomore 
Stephen Boyle, posted his 
real intentions and policy 
platforms to Facebook.

Boyle, who at times wore 
a squirrel costume, says he 

is focused on issues such as 
environmentalism, disabili-
ties and mental illness.

Boyle occupies one of 20 
spots filled in the election.

Some elected student of-
ficers were far from nuts 
about the satirical cam-
paign, saying it was a sign 
that students weren’t taking 
government seriously.

Squirrelly in Berkley

Continued from page 6

Continued from page 1

Stronger Together 
“A key driver for this 

newly formed part of the 
association is to look at 
women when planning for 
the future of our indus-
try. We’re seeing a lot of 
younger women coming 
in as part of a family busi-
ness or new to the industry. 
Either way it is important 
for us to help them in their 
development to ensure their 
success and involvement in 
our association in the future. 

Today, Women in Stone 
has more than 650 female 
members. It goes beyond 
the mentorship program and 
gives women and opportu-
nity to be involved in other 
committees including, plan-
ning events at major trade-
shows with speakers and 
networking opportunities, 
communication outreach, 
recruitment and special 
projects. All of these ef-
forts are aimed at giving a 
helping hand to women and 
making the stone industry as 
a whole stronger.

“I think that networking 
is important, and it doesn’t 
just have to be females. 
It’s about building a strong 
pipeline for our industry, 

Spanier Receives the Women in Stone Pioneer Award. 
From Left: 2017 BSI President Daniel Wood,  

Kathy Spanier, and 2017 MIA President Jon Lancto

and with how genuine peo-
ple in this industry are, it’s 
fairly easy.”

And bringing those genu-
ine people together is what 
it’s all about for Spanier.

“I think we as an indus-
try are very fragmented, 
and I think the vision is 
to become a single voice 
against the other materials 
and industries we compete 
against. There’s a lot of op-
portunity to become stron-
ger if we unify our voice. 
It’s amazing how much we 
are alike,” she said. “We 
shouldn’t be competing 

against each other. There’s 
enough work for all of us.”

“It isn’t about me. It’s 
about having a passion 
and finding the people that 
share that passion. Being 
able to be a role model to 
people, getting other people 
involved, it’s really reward-
ing to see people advance 
and be a mentor.”

For more information 
about NSI or the Women in 
Stone program, visit www.
naturalstoneinstitute.org.

See the related Milbank 
Quarry story on page 12.

About Alpha®

Alpha Professional Tools® was founded 
in 1986, and is a leading manufacturer of 
quality tools for professionals in the natu-
ral/engineered stone, porcelain, ceramic, 
glass, construction, marine and automotive 
industries. Alpha® provides the best prod-
ucts for cutting, drilling, shaping and pol-
ishing all types of materials.

About Braxton-Bragg 
Since its beginning in 1995, Braxton-

Bragg’s philosophy has been to offer the 
best customer service and the best value for 
the money. This is accomplished by provid-
ing quality tile, stone and concrete tooling 
and supplies, with the best in-stock avail-
ability and the fastest shipping.

For more info, visit braxton-bragg.com 
and facebook.com/braxtonbraggllc.

Braxton-Bragg Renews Distribution 
Partnership with Alpha Professional Tools®

D
RY

W
ET

Compatible
ESC-125

Wet/Dry StONe CUtter

Dust Cover For Hepa
Vacuum Connection

Newly Designed
  W

ater Jet
• Kink Free Hybrid Water   
  Supply Hose with Quick 
  Change Connector

• New Motor Design 

Copyright © 2018 Alpha Professional Tools. All rights reserved. 

103 Bauer Drive, Oakland, NJ 07436 • 800-648-7229  Fax: 800-286-0114
www.alpha-tools.com

*Blade not included

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

Quick Change
Connector

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10491/
http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
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Makita®  5˝ Grinder 
Variable Speed

Item # 9375

FRESH 

MAKITAS!

Makita®  4˝ Wet Polisher 
Variable Speed

Item # 9001

Makita®  4-1/2˝ Grinder 
Variable Speed

Item # 9377

Makita Truckload

 Item # Description  OUR Price

 9375 Makita®	5˝	Grinder,	9565CV	  $149.98 

 9001 Makita®	4˝	Wet	Polisher,	PW5001C	  $299.97 

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

 NEW

LOWER
PRICE!

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

Get ‘Em

While They’re

Hot!
 Hot!

BACA Systems Named KUKA’s 
Americas Systems Partner of the Year

Harley-Davidson is 
offering free motor-

cycles for those who join 
its summer internship 
program.

Eight college students or 
recent graduates will have 
the enviable task of being 
paid to ride a Harley and 
share their adventures on 
social media. And the best 
part? They’ll keep their 
bikes at the end of the 12-
week internship.

The Milwaukee-based 

motorcycle maker says 
it will teach the interns 
how to ride, compensate 
them for their work and 
travels, and let them keep 
their motorcycles. Harley-
Davidson says it’s looking 
for those that have the abil-
ity to create content on the 
fly, are creative and have 
the talent to take great pho-
tos and fun videos.

Applicants must be 18 
years or older and looking 
to pursue a career in social 
media.

Now THAT’S a Summer Job

BACA Systems, the 
leader in robotic 
sawjet technology 

for the stone fabrication 
industry, has been named 
the 2017 Americas System 
Partner of the Year by 
KUKA Robotics, a global 
manufacturer of industrial 
robots and factory automa-
tion solutions.

The award was an-
nounced at the 2018 KUKA 
Americas System Partner 
Summit, which took place 
on April 11. This is the 
second year in a row that 
BACA has earned the dis-
tinction from KUKA.

“KUKA is proud to rec-
ognize the 30 years of ro-
botics experience that the 
BACA team is now apply-
ing to the stone industry to 
provide high-performance, 
high-quality solutions,” 
Chief Regional Officer Joe 
Gemma said. “Utilizing our 
KR QUANTEC foundry 
robots, BACA Systems 
has created an innovative 
automation solution that is 
changing the stone fabri-
cation industry. Their dual 
table Robo SawJet em-
powers stone fabricators to 
produce full cut counter-
tops on one table of a cell 

Robotic Sawjet Technology Company Earns Award 
from International Robotics Manufacturer

while unloading and reload-
ing raw slabs on the other 
table.”

BACA Systems is the 
North American leader in 
providing robotic-based 
sawjets for the stone in-
dustry, with more than 200 
units in operation. “We’re 
honored to receive the 
award,” BACA President 
Scot Lindemann said. 
“We’re very pleased that 
KUKA values our commit-
ment to the stone industry. 
We’re leading the charge in 
North America to improve 
stone fabrication opera-
tions, from productivity to 
safety.”

BACA’s flexible manu-
facturing systems are the 

most productive, reliable, 
and lowest cost to operate 
in the stone industry.

“Fundamentally it starts 
with KUKA’s high-perfor-
mance robots,” said Chuck 
Russo, BACA Systems 
owner and founder. 
“BACA’s expertise, re-
search and development, 
Easy Ready 2 Use™ soft-
ware, commitment to ser-
vice and support, combined 
with the high-performance 
robots that KUKA engi-
neers and manufactures 
equals a great product.”

More information on 
BACA Systems can be 
found at BACASystems.
com. Visit KUKA.com to 
learn more about KUKA 
Robotics.

About BACA Systems
BACA Systems is fo-

cused on developing inno-
vative fabrication solutions 
for the countertop industry 
and is known as the leader 
in robotic sawjet technol-
ogy. The BACA Systems 
team of dedicated profes-
sionals are experts in ro-
botic automation, system 
integration, waterjet tech-
nology, and countertop fab-
rication. BACA systems is a 
front-runner providing flex-
ible manufacturing systems 
that are the most productive, 
reliable and lowest cost to 
operate in the industry.

Dual-table BACA Robo SawJet System

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

http://www.BACASystems.com
http://www.BACASystems.com
http://www.KUKA.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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NTCA Presents Joe Tarver Award to 
John Cousins at Coverings 2018

John Cousins, Vice President 
of  Daltile, received the Joe A. 
Tarver Lifetime Achievement 

Award, offered to a leader in the tile 
and stone industry who dedicates 
his/her career to advancing  the trade. 

Cousins joined DalTile in 

1979 after a brief time as an ac-
countant with Ernst & Ernst.  He 
spent several years managing the 
Chicago area Daltile Sales Service 
Centers. When Daltile merged with 
American Olean, he assumed the 
role of Regional Manager of the  
firm’s  Home Center business. In 

Highest Polish, No Bleeding, No Burning

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

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

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

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

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

Designed for Quartz
Use for Silestone, Caesarstone, 

and Cambria 

WORKS IN

1/2
THE TIME!

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

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

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

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

50% Labor Savings

No Orange Peel!No Orange Peel!

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

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

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

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

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

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

1997, Cousins was named Daltile’s 
Midwest Region General Manager 
and in 2004, he accepted the ad-
ditional responsibility of  becom-
ing General Manager for Canada.  
He assumed his current role, Vice 
President of Sales, in September 
2008.  John Cousins believes 

strongly in listening to custom-
ers and building a company team 
to exceed customer expectations. 

 ”Throughout his distinguished 
career, John has dedicated him-
self to moving our industry for-
ward,”   declared Bart Bettiga, 
Executive Director of the NTCA. 
“He is known for his tireless ef-
forts and contributions to the tile 
industry and our association.”

NTCA is a non-profit trade as-
sociation serving every segment 
of the industry, spearheading 
education for the professional 
installation of ceramic tile, natu-
ral stone and allied products.  For 
more information, please contact 
NTCA executive director Bart 
Bettiga at bart@tile-assn.com. 

Jim Olson, NTCA’s Assistant 
Executive Director, Bart 
Bettiga, NTCA’s Executive 
Director, John Cousins, Joe 
Tarver Award Recipient, Joe 
Tarver, NTCA Executive 
Director Emeritus, and Martin 
Howard, NTCA’s President

“As we express 
our gratitude, 
we must never 
forget that the 

highest apprecia-
tion is not 

to utter the 
words, but to 
live by them.”

— John F. 
 Ke nnedy

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Talon 4-Step pads

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/
mailto:bart%40tile-assn.com?subject=Read%20%20in%20the%20Slippery%20Rock
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Why is Stone Shield Knife Grade 
Our Best-Selling Adhesive?

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

MADE IN THE USA

 Item # Description Our Low Price 
 46404 Stone Shield™ Transparent Knife Grade, Quart $12.95

 46405 Stone Shield™ Transparent Knife Grade, Gallon $43.95 

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

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

Item #  

4357

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

Adhesive Spreaders 
 & Stirring Sticks

Razor Blades

Item # 

4800A

Item # 

4802
Item #  

9100

$59.97

$9.74

$19.95
$3.74

MADE IN THE USA

MADE IN THE USA

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

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

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

A Texas man has been sen-
tenced to 50 years in prison 

for stealing $1.2 million worth of 
fajitas over nine years. That’s a 
lot of beans.

Fifty-three-year-old Gilberto 
Escamilla was sentenced after 
pleading guilty to theft by a 
public servant. The Brownsville 
Herald reports he told the court 
the fajita scheme just spun out of 
control.

Escamilla had been intercepting 
fajitas that he ordered through the 
Cameron County juvenile center 
where he worked and delivering 
them to his own customers.

His scam was uncovered when 
he missed work for a medical 
appointment and an 800-pound 
(360-kilogram) fajita delivery ar-
rived at the center, which doesn’t 
serve fajitas. Oops.

As a result, Escamilla was fired 
last year and arrested after author-
ities checked vendor invoices and 
obtained a search warrant that un-
covered county-funded fajitas in 
his refrigerator… Lots of fajitas.

It’s the Slammer 
for Fajita Bandito

“Veterans are a 
symbol of what 

makes our nation 
great, and we must 

never forget all 
they have done 
to ensure our 

 freedom.”
— Rodney 

Frelinghuysen 

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8649/
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David Sywalski: The Power of Expression

“As artists we get to deal with 
concrete truth, and while carving 
a sculpture and dealing with the 
material and the cutting and the 
tools, we also get to represent 
something that’s abstract. 

“In 2014, I made my first sculp-
ture out of Dakota Mahogany, 
a red granite, for a show at the 
MDI Biological Laboratory, 
Mount Dessert Island, Maine. 
That piece was, for the first 
time, actually titled. I named it 
The Thinker because it is in di-
rect reference to Rodin’s The 
Thinker. I was trying to elevate 
his work a little bit and bring it 
past 1920 (the last year of the 
industrial revolution) with a new 
version, and not just copy an old 
version. I believe The Thinker 
is one of Rodin’s finest pieces, 
because he was able to carve an 
abstract idea. You can look at the 
person sitting there and know 
that he’s thinking. Every culture 
can know that he’s thinking. So 
it does not actually need its title 
for you to know what it’s about. 

“In the past, a sculptor was re-
quired to anatomically represent 
their art, perfectly. That goes for 
painters and water colorists like 
botanical painters. Rodin did 
anatomically perfect work, and 
then represented that work with 
thought. As a sculptor, I believe I 
have a responsibility to continue 
that evolution of sculpture. 

“Sometimes artists recreate 
The Thinker by simply drawing 
someone sitting with a balled-up 
fist. Unfortunately, you don’t get 
the idea that he is thinking about 

Continued from page 2

anything. Instead, he is angry, he 
has a balled-up fist, and there is 
tension in there. Sculptors and 
artists get to represent abstract 
ideas, and in that fashion we deal 
in the abstract. In the case of my 
sculpture at the biology lab, I 
thought it was suitable for me to 
carve it for all the scientists who 
were there thinking all the time.”

Truth in Art =  
Truth to Self

“Stone carving techniques go 
back thousands of years,” con-
tinued Sywalski. “The Egyptians 
and Aztecs were splitting stone in 
much the same way we do today. 
I don’t like to leave the evidence 
of process in my work, so my goal 
is a fully finished and rounded 
sculpture unimpeded by any vi-
sual chatter. I don’t leave split 
marks in my work and, moreover, 
don’t need to show the process 

Above: The Thinker, 2014, carved from Dakota Mahogany granite. Installed at Mount Desert Island Biological Laboratory. 
Right: Sywalski: “I don’t like to leave the evidence of process in my work. My goal is a fully finished and rounded sculp-
ture unimpeded by any visual chatter. That being said, I still have to deal with all processes of the making of art.”

Far Left: Sywalski explains his 
granite carving process to an 
attentive audience at a sym-
posium. Left: Wet polishing a 
Dakota Mahogany cube for a 
companion piece to The Thinker.

of how I make everything. That 
being said, I still have to deal 
with all of the processes of the 
making of art. Anyone who is 
knowledgeable about granite or 
stone is going to look at my work 
and know that I split the stone in 
half, saw cut it or ground it, and it 
is a representation of every step it 
took to make that piece.

“I do think it is architectural 
to leave the rough-cut splits and 
love it in architectural settings, 
but when I see a sculpture and the 
whole surface is left rough and 
not cleaned up or polished, I think 
that’s just laziness. When some-
body walks up to that piece and 
sees the drill marks, they’re not 
seeing the sculpture, they are see-
ing the drill marks on the sculp-
ture. That’s a big thing to me. 
Maybe if you cleaned it up you’d 
have a better sculpture, maybe 
even more architectural. It’s a lot 

more work for me, but that’s got 
to be the way it is.” 

Internet Exposure: The 
Other Word-of-Mouth

Following Sywalski through his 
shop to the outdoors, I asked, “So 
why do you do this? Certainly 
you’re not going to get rich!”

Sywalski put down the tool he 
was using, and said, “If you dis-
play sculptures somewhere, it’s 
like giving that place a case of 
wine, and if it doesn’t sell, you 
take it back — but it’s like they’ve 
given you back a case of empty 
wine bottles after they’ve enjoyed 
that wine! Everybody’s looked 
at it and enjoyed it, but you’re 
not paid anything. It’s an inter-
esting dilemma. Obviously, I’m 
not going to get rich. Sometimes 
it even costs me money, or I 
should say my wife and my 
friends. Fortunately, I have a lot 

of supportive people around 
me, and someday, hopefully, 
I’ll make money. But if I’m 
not carving, I might as well be 
dead. That said, I need to fur-
ther the field of art, so that when 
I’m dead and gone, people can 
look back and say, ‘Look at the 
progress he made in the world 
of art! Here’s his work, and it 
was a driving factor.’ 

“It’s interesting for me to look 
at other people’s sculptures or 
paintings, and actually see that 
there was no direction in their 
work. It’s puzzling. Art is an ex-
ploratory adventure, and you’re 
exploring new boundaries.

“I’m a typical artist and bad 
at marketing myself. You can 
push to fine art collectors and 
you can find a collector that’s 
collecting, say, millions of 
dollars worth of photography, 
but it’s only color photogra-
phy or only black and white 
photography. Or they’re col-
lecting birds, but only wood 
peckers, or a collector that’s 
buying modern sculpture, but 
only modern made of bronze. 
So unless you’re doing bronze, 
you’re screwed. It goes on and 
on. So art collectors seem to 
be just as specialized as every 
artist, and weird just like every 
artist. They almost need to find 
their own artist and step up to 
the plate and say, ‘I like that 
persons work, and I’m going to 
buy it.’” 

The Future
“For years my web designer 

has been telling me I should do 
a blog. This year he turned it all 
on, and now when anybody is 
doing a search and they type in, 
‘granite thinker,’ and up pops 
my The Thinker, but only be-
cause I made a blog entry with 
it. I also know that success 
comes from artists supporting 
artists and making connections 
with people. Those artists and 
those people respond to my 
work and give me advice, and I 
absorb that while trying to stay 
focused and enjoy what I’m 
doing. 

Please turn to page 36
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A true state of the art labor-
reducing pad is finally 
available for Granite, 
Marble and Quartz.

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

MUST-SEE

VIDEO
WWW.BRAXTON-BRAGG.COM

A true state of the art labor-
reducing pad is finally 
available for Granite, 
Marble and Quartz.

 Item # Description Great Low Price 

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

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

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

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

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

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

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

 22507 Elipse® Aluminum Oscillating Back-Up Pad $29.95

Call Andrew Geronimo toll free at 
800-575-4401 to place your order.

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

This breakthrough combination allows you to 
harness the power of elliptical motion with-
out losing the center water feed vital for stone 
polishing. The result is a nearly perfect polish 
with less physical pressure and less manipu-
lation of the hand-held polisher.

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

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the New Elipse 6-step Polishing System

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11024,11026/
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11024,11026/
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Please turn to page 38

The ATLAS Advantage
Park’s Offline Tool Measurement System

“Right now everything is being 
done on speculation. I kind of 
like it that way. I learned when I 
was doing jewelry that sometimes 
someone would come in wanting 
a stone set in a ring a certain way. 
Regretfully, some had to be told 
that it is really going to look awful 
when she puts it on. But they’d re-
spond: ‘No, No, No! I want you 
to do it this way’! So I’d do it. 
Days later they’d come back and 
say: ‘Boy, it looked pretty awful 
when she put it on.’ So I had to 
cut everything apart and do it 
over, which I’ve done more than 
a few times. It’s for this reason I 
like doing my own work. People 
can be difficult, and most people 
are crazy and have a loose shingle 
or two up there!” he laughed.

“I’ve learned that I can carve an-
imals and birds, but it’s not what 
I do; although, my wife keeps 
after me to carve her an elephant. 
There are wonderful sculptors out 
there who carve amazing animals, 
but I’m focused on modern and 
highly finished sculptures. I’m 
also thinking of finding a way to 
produce some of my sculptures in 
bronze or stainless steel. I have a 
few more years of carving in me, 
and I hope that I’ll be able to con-
tinue to handle these big tools. 
When I can’t, maybe I’ll return to 
jewelry. Time will tell.” 

David Sywalski: The Power of Expression

Braxton-Bragg Recognizes Long-Term Employees

Continued from page 34

Sywalski currently lives in 
Arlington, Virginia, with his wife 
June Devisfruto. His studio is 
located in Candice, New York, 

where he continues to engage in 
the power of expression. 

To sample Sywalski’s work 
visit www.davidsywalski.com .

Above: Sywalski uses a specially adapted 240 volt Metabo CWF.
Below: Black Crescent, 2014, carved from Cambria Black granite.

Machine tools begin to 
experience wear and 
tear. It’s critical to 

manage your tools’ wear to ensure 
exceptional edge polish from your 
CNC router. Track your tools 
and understand when it is time to 
perform maintenance or replace 
tools. The tool life will last longer 
if proper maintenance is per-
formed. Extended tool life and 
exceptional polish quality are the 
results of proper tool maintenance.

Offloading your tools from the 
CNC machine to a tool pre-setter 
will free up production time on 
your CNC machine and eliminate 
lost revenue on unnecessary pro-
cesses. This increased efficiency 
will allow for projects to be fab-
ricated on the CNC machine while 
tool maintenance is performed. 
The tool measurement system will 
pre-set the tools while the CNC 
machine is in operation, complet-
ing more projects in less time.

A tool pre-setter will streamline 
production and maximize your 
uptime. The spindle uptime is 
increased by offloading the tool 
measurement and set-up time. The 
set-up time is decreased because 
you will not have to run test pieces 
on your CNC machine. In addition, 
your tool life will be extended, re-
sulting in lower tool costs. 

A tool measurement system will 
assist you in tracking tool life and 
in scheduling regular maintenance. 
Tools will be replaced in a timely 
fashion, and there will be no worry 
of running the machine with worn 
out tools. A tool pre-setter ensures 
that projects are worked on with a 
high-quality tool that is capable of 
providing the utmost accuracy to 
each project.

There are a variety of tool mea-
surement systems available. The 
Park Industries® ATLAS Offline 
Tool Measurement System in-
cludes many features such as 
vacuum clamping, a touchscreen 
monitor, and surface inspection. 
The integrated base, complete 
with retractable castors, allows 
this unit to be placed just about 
anywhere. 

These days it is rare to 
have employee lon-
gevity, but Braxton-

Bragg recently celebrated 
16 employees who have 
been with the company 
more than a decade, and 
six who have more than 
five years of service. 

Jack Harrison, who 
started as one of company 
founder Doug Slocum’s 
first employees in 1995, 
tops the list with more than 
20 years of service han-
dling warehouse orders. 
Approaching two decades 
with more than 18 years, 
is Larry Hood, editor of 
Slippery Rock Gazette. 
Hood began his Braxton-
Bragg career providing 

catalog design and freelance 
graphics for the Slippery Rock in 
1998, and was officially brought 
on staff about two years later. 

“I was here in 1995, helping 
Braxton-Bragg set up shop and 
have worked in the warehouse 
shipping and receiving depart-
ment ever since,” says Harrison. 
“I love the people here, and they 
have always treated me well and 

rewarded me for taking pride in 
my job. Braxton-Bragg is grow-
ing by leaps and bounds, and I am 
excited to see where we go from 
here.” 

“To become CEO of a company 
that has such loyal employees has 
been a breath of fresh air,” says 
Rick Stimac, who took the reins 
in October 2017. 

Above: Jack Harrison, Braxton-Bragg Warehouse Shipping/Receiving (center), is 
recognized for 20 Years of Service with Braxton-Bragg. Presented by CFO Dave Jester 
(left) and CEO Rick Stimac.
Right: Recognized for 15+ Years of Service:  CEO Rick Stimac, Slippery Rock Gazette 
Editor Larry Hood, IT Cecil Allred, Shipping/Receiving Steve Copeland, Tool Repair 
Bill Roberts, Shipping Adam Lynch, Director of Purchasing Patsy Mode,  Customer 
Service Ken Brock, Warehouse David Green, Accounts Receivable Rhonda Griffin, 
CFO Dave Jester.

Please turn to page 37

Courtesy Turtle Gallery
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The ATLAS communicates with the 
router and will automatically send the 
tool information directly to the router to 
update measurements.

The ATLAS has a cast iron construc-
tion, high-grade bearings, and guide-
ways that are paired with Omega’s 
advanced imaging system. The imaging 
system will provide a detailed report on 
tools and indicate how much longer the 
tool has left in its life cycle. The system 
will report charts and tool mapping to 
display where the tool has been worn 
down the most.

Scott Hanes, owner of Majestic 
Marble & Granite, shares, “The ATLAS 
by OMEGA has made the biggest im-
pact in both cost and quality to our shop. 
We have extended the life of our tools 
threefold. By moving our tool measure-
ment offline, we were able to increase 
our TITAN production 20-30 hours 
more a week.”

This new tool technology will mea-
sure, provide a full report on the tool’s 
features, and notify the operator when 
maintenance is due. The ease of sched-
uling tool maintenance with a mea-
surement system will keep tools in the 
best condition possible for the amount 
of time they are in operation. A tool 
pre-setter offloads work from the CNC 
machine and gives fabrication shops 
peace of mind that they are using tools 
with the highest accuracy possible.

For more information on the Park 
Industries® ATLAS, contact Park 
Industries or visit their website, www.
parkindustries.com .

Park Industries® 
ATLAS

Continued from page 36

“At what point then is the 
 approach of  danger to be 

 expected? I answer, if it ever 
reach us, it must spring up 

amongst us. It cannot come 
from abroad.  If destruc-
tion be  our lot, we must 

ourselves be its author and 
finisher. As a nation of  
freemen, we must live 

through all time… 
 or die by suicide.”

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

Your Reputation  
Rides on Ketchup!

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

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

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

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

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

We Test So You Don’t Have To
The manufacturer of Stone Shield™ 
Penetrating Sealers constantly tests for 
real life hazards. We know that you 
don’t have time to test and verify all 

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

Honed, Leather,  
and Brushed Surfaces

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

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

A: Your Customer. Are You Prepared?  

For Porous Surfaces For Polished Surfaces

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

Item # Description Our Low Price
4453 Stone Shield™ Penetrating Sealer, Quart   $39.95

4452 Stone Shield™ Penetrating Sealer, Gallon  $118.72

Item # Description Our Low Price
4450 Stone Shield™ Penetrating Sealer, Quart   $23.07

4451 Stone Shield™ Penetrating Sealer, Gallon   $59.65

MADE IN THE USA

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

Stone Shield Penetrating Sealers

#1 Seller! 

Most Popular

Sealer

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

http://www.slipperyrockgazette.net
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Now Available at Braxton-Bragg
Diamut CNC Tooling

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

Drastically Increase CNC Rates 
to Improve Production

HYS2 (Hyper Speed Solution) tooling marked a revolu-
tionary turn for Diamut. This tooling drastically increases 
CNC feed rates to improve production. Carefully con-
structed of premium materials, and now with high-per-
formance diamonds and bond.

For more information and pricing  
on Diamut tooling call

800-575-4401

•Faster feed rates with lower AMP draws on the spindle, thus reducing the stress  
 on the spindle and improving the spindle life
•Tooling is proven by the market to last longer than competition
•Better final edge/polish (option for position 5S with 800 grit)
•Diamut is the only manufacturer producing their own polishing wheels
•Stronger resins  — lasting longer, more forgiving on sharp corners & in cases   
 of lack of water

Now Available at Braxton-Bragg
Diamut CNC Tooling

“Many of them have taught me about our 
industry, and provided history on where 
Braxton-Bragg came from, so that we were 
able to strategically plan our future,” said 
Stimac.

Braxton-Bragg has streamlined opera-
tions, and added numerous vendor part-
nerships since Stimac came on board, 
expanding the stone fabrication CNC of-
fering, as well as flooring essentials. 

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 braxton-bragg.com and facebook.
com/braxtonbraggllc.

Braxton-Bragg 
Recognizes Long-
Term Employees

Continued from page 36

Recognized for 10 Years of Service, from 
left: CEO Rick Stimac, Vice President 
of Development Bill Hickey, Technical 
Operations Charles Chesteen, CFO Dave 
Jester, Shipping Mike Vinyard, Warehouse 
Manager Ted Carver, Graphic Design William 
Brown, Warehouse Tammy Glass.

Recognized for 5 Years of Service, from left: 
CFO Dave Jester, E-marketing Manager Derek 
Brodka, CNC Customer Service Daryl Sims, 
Customer Service and Web Sales Bill Burgess, 
Customer Service Andrew Geronimo, 
Customer Service Darrell Lynch, Customer 
Service Account Manager Mike King,  
CEO Rick Stimac.

“The single biggest problem in 
communication is the 

 illusion that it has taken place.”
— George Bernard Shaw

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,11397/
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http://www.facebook.com/braxtonbraggllc
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,11397/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,11397/
http://www.slipperyrockgazette.net
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Aaron Crowley
Crowley’s Granite Concepts is one of the 

highest rated stone fabrication companies in 
the country. Aaron will be presenting  

“The MAP to Full Potential” and  
“Order Through PROcess.” 

Ted Janusz
Ted has delighted audiences all over the country, 

helping attendees improve their businesses and develop 
key contacts. He will be presenting “Creating Strategic 

Relationships: Here and Now!”  

International Surface Fabricators Association  

2018 ISFA  
Annual Conference 

ALL-INCLUSIVE Hard Rock Hotel 
Cancun, Mexico 
Oct. 23 - 26, 2018

For all details and registration,  
go to ISFAnow.org

With Featured Speakers
and Networking and 

Peer Group Discussion

PRESENTING SPONSOR SPONSORS

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
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5 Don’t Be Fooled By Flimsy Imitations!

The Husky is made with steel 3 times thicker than the 
competition — for long life and accurate cuts.

 Item # Description OUR Price 

 14161 Husky Bridge Saw $52,900.00 

  Financing options available.

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

Cuts 45° 

Miters!

MADE IN THE USA

See the  
Husky on 

the BB website

Compare and save $16.30 on our top - rated  
Color Enhancer at Braxton-Bragg!*

Stone Shield™ 
Enhancer & Sealer 

Now You Can Match the Edge to 
the Surface of Resined Stone.

MADE IN THE USA

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

 Item #  Description  OUR Price 

 46407 Stone Shield™ Color Enhancer & Sealer, 1 Quart  $49.95

•Enhances the natural look of granite, marble and travertines

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

•Offers a wet look indoors and outdoors

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

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

*Based on $66.25 price of comparable brand

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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