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Michigan Kitchen Distributors

IN

1950, W.S. Townsend opened
the doors to his new company
in Marshal, Michigan, selling plumbing supplies and sinks to area hardware stores and lumberyards. Ten
profitable years later, the company
began offering kitchen supplies and
cabinets under the name of Michigan
Kitchen Distributors (MKD). The
company is now led by the third
generation of Townsends — J.W.
Townsend, CEO, and Steve
Townsend, President .
By 1965, MKD had built its own
facility to manufacture its own brand
of laminated countertops. Now a
Midwestern force to be reckoned with,
the trend-savvy, family-owned company continued to flourish through the
three decades due in part to their prudent, entrepreneurial approach.

Peter Marcucci
Photos provided by MKD
With America trending towards
new styles and materials, MKD built
a brand new solid surface countertop
division in 1993 to service this market. Fortunately, and as fate would
have it, Mike Ostafin was hired.
Ostafin, a general contractor and
current plant manager with 10 years
of experience brought many needed
assets to the job. Unbeknownst to
the company owners at the time,
Ostafin’s biggest asset wouldn’t be
contractor-related at all. It would be
his vision of fabrication in the new
millennium using CNCs and robotics instead of track saws and routers.
“Jack H. Townsend asked me to
start up the granite shop in 2002,”

Left: Chris Montague
(Material Manager;
Center: Mike Ostafin
(Plant Manager); and Right:
Eric Gibbs (Head Sawyer)
started the MKD Granite
shop in 2002.

Emily Tholberg Mosaics and Murals
Creating Custom Mosaic Backsplashes and More in Pagosa Springs

E

mily Tholberg was 9 years old when
she first started experimenting with
brush and canvas, 11 when building her first mosaic with M&Ms, and by
her mid-20s was producing cutting-edge
graphics for the television industry.
In the 1990s, Tholberg began experimenting with complimentary colors of organic materials as well as ceramic, bringing
a new genre of home and kitchen decor to
a western American audience. “I enjoyed
creating art with M&Ms when I was a child.
The fact is, I still do,” said Tholberg, laughing. “These days, however, I’ve traded my
M&Ms for natural stone, minerals, petrified wood, colored glass and tile. My last
project, a tree that seems to grow from a
countertop, uses many of these materials.
The client said, ‘I want your flair, I want
your creativity, and I want you to come
to our home and see our new kitchen.’ So
when I saw her granite countertops I said,
‘Why don’t you have a tree around your
window? It will frame the window with different colors of stone, and it will add some
softness and a natural feeling.’ She said,
‘Fabulous,’ and she went to the basement

Peter Marcucci
Photos provided by
Emily Tholberg
and brought up a bucket of beautiful minerals that she and her husband had saved
for years; everything from petrified wood,
to minerals, to marble and granite. These
pieces really meant something to them, and
the fun was cutting them, putting them next
to each other and blending them.
“So the tree is a patchwork of different
marbles, granites and minerals, and the
materials that represent the bark, because
they’re different, add a lot of texture to the
image of the trunk. Just look at any real
tree, and you’ll see lots of textures going
on. Placing the Ocean Jasper with bubbles
next to striped stone was challenging, but
in this case really made the tree come alive.
At the top, just above the window, the
branch gracefully drapes over and down.
That kind of patchwork creation was really
inspiring for me while putting those different textures and colors together. The client
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recounted Ostafin. “We had zero
experience, and we were basically self-taught the first couple
of years.
“We started out by ordering

those pre-fabricated slabs from
China that came in crates.
At the time, we were cutting with
a track saw, and it was rough.
Please turn to page 12

local homebuilders, first speaking to their
receptionists. “Usually, receptionists know
their clients and know if they are looking
for something unique.” Tholberg also attends area home shows in Pagosa Springs
and Durango whenever they are scheduled.

had lots of trees outside the window, and
now they have their own indoor tree that “It’s a funny thing. I can be at one of
these shows for two days displaying my
dances all the way up the wall.”
work and just get one customer, like the
woman that commissioned the Moenkopi
Marketing, Sales, and Production
Canyon mural. Another time, I was the feaon the Cutting-Edge
Many of Tholberg’s clients are home- tured artist at the Durango Home Show.
owners, so from time to time she’ll visit
Please turn to page 2

The humble backsplash re-imagined as a colorful, one-of-a-kind piece of art.
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Emily Tholberg Mosaics
Continued from page 1

That show turned me on to
another client who was excited
to have me do her work. I also
have a website where interested
people can see examples of what
is possible. Sometimes clients
want something similar to what
they’ve seen or might have something new in mind. Then, after
discussing the size and shape they
want (usually it’s a custom size),
I’ll create a basic sketch. Then,
upon approval, they will send a
deposit.
“When beginning a backsplash
project, I will usually adhere the
cut pieces on to a cement board
using a high-quality, flexible thinset in order to ensure the work
doesn’t crack while in transit. A
thin-set with slower drying times
is also an advantage, allowing me
to move the pieces to taste. I want
them to be just right. It’s amazing
how when you move the pieces,
even slightly, the story changes.
Anyone who’s done a mosaic
knows that once you begin moving pieces, the attitude changes.
I’m very specific about how I
want the finished work to be perceived. Every single installation
that I’ve done has turned out well,
and there’s never a problem.”
As far as production,
Tholberg’s shop consists of two
diamond-blade band saws, different-sized chisels and files, a
few small electric tools for shaping and a variety of abrasives
for honing and polishing. There
is no water recycling system,
no forklift and no large equipment. They’re just not needed.
Moreover, there’s very little
waste with her work. The many
ceramics, stones, and minerals
she uses, that might have eventually found their way into local
landfills, are saved and eventually
repurposed.
When needed, Tholberg purchases her materials from either
a local rock hound or from out
of town. “Nothing is in stock in
Pagosa Springs,” she continued,
“and everything has to be ordered, so I’ll drive to the highend tile stores in Albuquerque
and Durango to pick through
their leftovers for interesting
colors. After I finish a piece, I
usually have leftovers such as
small cuts or ends that I save.
Eventually, though, maybe years

later, everything does get used.”
Design Dictates the Materials,
and Materials Dictate the Design
Tholberg attributes much of
her success to the fact that when
her art is viewed, “People feel
something.” She added that the
biggest key to her success is her
ability to push in new directions,
while knowing how to combine a
client’s input with her own. “My
artistry of landscapes continues
to evolve, and most who know
me and my work understand this.
I want my clients to have their
dreams come true, and I spend as
much time with them to understand their requirements. I’ll then
look, and look, and look again at
each tile or stone balancing the
colors and shapes while touching
everything! It’s always a study in
perspective, and cutting pieces
that can translate that perspective
— especially while using bigger
pieces — is a challenge for me.
“Composition in what I do is
huge. It’s quite difficult and not
like I can take a paintbrush and
paint over it if I make a mistake.
It is finite and not easily changed,
so I always have to think ahead.
Preparation before beginning any
job is usually specific to each
homeowner. They usually come
to me and begin by talking about
their home and say something like,
we have travertine in the kitchen
and slate in the bathroom, and
we want you to design and build
something in the hallway that will
tie these materials together. One
homeowner even added that her
husband really likes nature and
wildlife, and asked that the design include an elk. Other clients
say they love water, or they love
color, and that they’re confident
my finished work will be great, so
they tell me to just go crazy!

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

Emily Tholberg at the
beginning of her commissioned project Elk
and Eagle Near Navajo
Peak. “I didn’t know
I was going to do so
much landscape,” said
Tholberg, “but people
around here are really
excited about having
elk and mountains in
their homes.”

“It’s at this point that I’ll begin to
think about how a special request,
such as an elk, can stand out and
be prominent in terms of the layout, because if I use the same colors for the elk as the background,
then that’s not going to catch the
homeowner’s eye. So it’s important at this time to think about the
balance and juxtaposition of the
colors and textures and the intricacies of the kinds of shapes that
they want. It’s also time to begin
thinking about the
colors and textures
I have in stock that
will blend nicely.
I have gained a
lot of experience
so far with these
things, and when
the homeowners’
eyes light up when
saying, ‘I want
this, or I want
that,’ I’m able to
quantify the solution and know
what colors to use.

Turn to page 23
Left: The full-height backsplash
Waves in Color is six feet by
eighteen inches high. “To be
honest, when I’m working,
sometimes I’m not sure how
I’m going to finish the background, but as I progress it
reveals what the final will look
like. That was true with Waves
in Color. I didn’t know how I
was going to fill in the background, but I just kept working and it came to me,” she
explained.

Above: The completed Elk and
Eagle Near Navajo Peak is 53
inches by 42 inches and made
from a mixture of slates, travertine, marble, sandstone, and
granite. River minerals were
used in the mountains and ceramic for the sky. “Fortunately,
over the years, I had squirreled
away countless scraps of all
sizes and colors and was able
to cut many intricately shaped
pieces,” said Tholberg.
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for the price.”

“Absolutely the best
for the money!”

– Hershel Margaretten,
Imperial Marble

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

– Frank Earls,
Trinity Custom St

one

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

®

Chip Free

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

®

®

®

Excited, I called the boss and shared this news with
him. He responded with, “Bill, value for money is
a good overall evaluation, but it doesn’t tell me the
details. I want to know why!”
Now, I have been in the stone industry for over 10
years, but listening to our customers, I began to learn
some new things about blades.

Consistent

Durable

®

Viper® Turbo Granite Dry Blade

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

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

Price

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

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

Item #

Description

Our Low Price

1020

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

$18.64

1022

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

$19.51

1023

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

$20.97

17453

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

$24.95

1024

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

$34.95

41349

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

$44.95

41350

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

$89.95

41351

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

$119.95

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

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
Shop www.braxton-bragg.com for Viper Turbo Blades

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Visit our online edition www.slipperyrockgazette.net to
place a classified ad and to view current and back issues.

Rick Stimac

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

Description

3803

Hercules® VS Wet Air Polisher, Side Exhaust

		

Graphic Designer

Shannon Carey

Special Contributor

Aaron Crowley

Stone Industry Consultant

Michele Farry

Stone Industry Consultant

Carmen Ghia

Foreign Desk

Ed Hill

Synchronous Solutions

Frederick M. Hueston

Our Low Price
$169.95

Back-Up Pad Sold Separately

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Shop www.braxton-bragg.com for Hercules VS Wet Air Polisher

Editor and Design Director

G. William Brown

Karin Kirk
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Larry M. Hood

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

®

Stone Forensics Consultant
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Sharon Koehler
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Rufus B. Leakin

Guru of Folklore

Peter J. Marcucci
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Read our online edition at www.slipperyrockgazette.net . Use the
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com, & comments c/o editor lhood@slipperyrockgazette.net .
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“A wise man will
desire no more
than what he
may get justly,
use soberly,
distribute
cheerfully, and
leave contently.
– Benjamin
Franklin
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Training & Education

Will You Be Ready When
OSHA Comes Knocking?

M

any stone fabricators and
restoration contractors and installers will
be visited by their local
OSHA inspector this year.
What should one do when
OSHA comes knocking?
The best thing to do is to
be prepared. Preparation
means having everything
in order. This includes
your safety manual and
HAZCOM program.
There is a website that offers HAZCOM and Safety
manuals for the stone industry at www.safeand
compliant.net. Make sure
your MSDS are available
and complete. The following checklist should
help you be ready when
OSHA comes knocking.
Remember, it’s not if, it’s

Frederick M. Hueston

Stone Forensics
a matter of when OSHA
will pay you a surprise
visit.
Note: OSHA also has
voluntary compliant programs available. This
means you call them up
and have them visit your
facility. They will not fine,
you but will tell you what
you need. Check with your
local OSHA office at the
following link http://www.
osha.gov/html/RAmap.
html .

business; however, carefully consider each item
and then make your decision. You should refer to
OSHA website for standards and specific guidance that applies to your
work situation. These
lists can be fairly long,
so I’ll include a couple of
checklists that all granite
fabrication shops should
be using.

Self-Inspection
Checklists

• Flammable and
Combustible Materials

– are present or are likely to
be present?

• Hand Tools and
Equipment

• Hazardous Chemical
Exposure

• Portable (Power
Operated) Tools

• Hazardous Substances
Communication

• Abrasive Wheel
Equipment Grinders

• Electrical

• If hazards or the likelihood of hazards are found,
are employers selecting appropriate and properly fitted
PPE suitable for protection
from these hazards and ensuring that affected employees use it?

• Machine Guarding

• Welding, Cutting and
Brazing
• Compressors and
Compressed Air

• Employer Posting

• Compressors/Air
Receivers

• Record Keeping
• Health and Safety
Program
• Medical Services and
First Aid
• Personal Protective
Equipment
• General Work
Environment

• Environmental
Controls

• Transporting
Employees & Materials

• Sanitizing Equipment
and Clothing

• Hoist and Auxiliary
Equipment

• Entering Confined
Spaces

• Materials Handling

• Control of Harmful
Substances

• Compressed Gas
Cylinders

• Industrial
Trucks– Forklifts

• Noise
• Identification of Piping
Systems

• Lockout/Tagout
Procedures

Checklist Topics

• Fire Protection

The following checklist
topics are by no means
all-inclusive. You should
add to them or delete items
that do not apply to your

• Floor and Wall
Openings

Personal Protective
Equipment (PPE)
and Clothing Self
Checklist

• Have both the employer
and the employees been
trained on PPE procedures,
i.e., what PPE is necessary
for job tasks, when workers
need it, and how to properly
wear and adjust it?
• Are protective goggles or
face shields provided and
worn where there is any
danger of flying particles or
corrosive materials?

• Are approved safety
glasses required to be worn
at all times in areas where
• Has the employer deter- there is a risk of eye injumined whether hazards that ries such as punctures, abrarequire the use of Personal sions, contusions, or burns?
Protection Equipment
(PPE) – head, eye, face,
Please turn to page 6
hand, or foot protection

Increase Profits with
Lower Install Costs

TM

CONTACT US TODAY! 503.212.4034

Lowering Costs Extending Careers

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

INCREASED
PRODUCTIVITY

Join Us!

Fewer stairs and less
fatigue = faster installs

ELIMINATE INJURIES

Never lose another
skilled installer

WATCH VIDEOS ONLINE AT
www.NoLiftSystem.com

Being accredited
differentiates you
from the competition.
Join a growing number
of top-notch professional
fabrication firms that
are accredited.

Get Started with No Lift Today!

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

www.NoLiftSystem.com

503.212.4034

Sales@NoLiftSystem.com

Shop www.braxton-bragg.com for Stone & Tile industry products
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Will You Be Ready When
OSHA Comes Knocking?
Continued from page 5

• Are employees who wear
corrective lenses (glasses
or contacts) in workplaces
with harmful exposures
required to wear only approved safety glasses,
protective goggles, or use
other medically approved
precautionary procedures?
• Are protective gloves,
aprons, shields, or other
means provided and required where employees
could be cut or where
there is reasonably anticipated exposure to corrosive liquids, chemicals,
blood, or other potentially
infectious materials? See
the OSHA Blood Borne
Pathogens standard, 29
CFR 1910.1030(b), for the
definition of “other potentially infectious materials.”
• Are hard hats required,
provided and worn where
danger of falling objects
exists?
• Are hard hats periodically inspected for damage
to the shell and suspension
system?
• Is appropriate foot protection required where
there is the risk of foot injuries from hot, corrosive,
or poisonous substances,
falling objects, crushing, or
penetrating actions?
• Are approved respirators
provided when needed?
(See 29 CFR 1910.134 for
detailed information on respirators or check OSHA’s
website).
• Is all PPE maintained in
a sanitary condition and
ready for use?
• Are food or beverages
consumed only in areas

“A Constitution
of Government
once changed from
Freedom, can never be
restored. Liberty, once
lost, is lost forever.”
– John Adams

(1.2700 centimeters) or
less?

• Is hoisting equipment
available and used for liftwhere there is no exposure ing heavy objects, and are
to toxic material, blood, or hoist ratings and characother potentially infectious teristics appropriate for the
materials?
task?
• Is protection against the • Are ground-fault circuit
effects of occupational noise interrupters provided on
provided when sound levels all temporary electrical
exceed those of the OSHA 15- and 20-ampere circuits
Noise standard?
used during periods of
• Are adequate work proce- construction?
dures, PPE and other equip- • Are pneumatic and hyment provided and used draulic hoses on powwhen cleaning up spilled der-operated tools checked
hazardous materials?
regularly for deterioration
• Are appropriate proce- or damage?
dures in place to dispose
of or decontaminate PPE
General Work
contaminated with, or reaEnvironment
sonably anticipated to be
•
Are
all worksites clean,
contaminated with, blood or
sanitary
and orderly?
other potentially infectious
• Are work surfaces kept
materials?
dry and appropriate means
taken to assure the surfaces
Portable (Power
are slip-resistant?

Operated) Tools and
Equipment

• Are grinders, saws and
similar equipment provided
with appropriate safety
guards?

• Are all spilled hazardous
materials or liquids, including blood and other potentially infectious materials,
cleaned up immediately
and according to proper
procedures?

• Are power tools used with
proper shields, guards, or attachments, as recommended • Is combustible scrap,
debris and waste stored
by the manufacturer?
safely and removed from
• Are portable circular saws the worksite promptly?
equipped with guards above
• Is all regulated waste,
and below the base shoe?
as defined in the OSHA
• Are circular saw guards Bloodborne Pathogens
checked to ensure that they standard
(29
CFR
are not wedged up, leaving 1910.1030), discarded acthe lower portion of the cording to Federal, state
blade unguarded?
and local regulations?
• Are rotating or moving • Are accumulations of
parts of equipment guarded combustible dust routo prevent physical contact? tinely removed from ele• Are all cord-connected, vated surfaces including
electrically operated tools the overhead structure of
and equipment effectively buildings, etc.?
grounded or of the approved • Is combustible dust
double insulated type?
cleaned up with a vacuum
• Are effective guards in system to prevent suspenplace over belts, pulleys, sion of dust particles in the
chains and sprockets on environment?
equipment such as concrete • Are the minimum nummixers, air compressors, ber of toilets and washing
etc.?
facilities provided and
• Are portable fans provided maintained in a clean and
with full guards or screens sanitary fashion?
having openings 1/2-inch
Please turn to page 8

Shop www.braxton-bragg.com for Stone & Tile industry products
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What is Lean Manufacturing?

L

ean Manufacturing Ed Hill
is a systematic
Synchronous
approach to identifying and eliminating Solutions
waste through continuous
1 – Over production. The
improvement efforts.
ultimate Lean system is
That’s the official defi- “single piece flow” meannition. It is more precisely ing that no inventory item
a set of process tools, each is ever idle. One operational
designed to accomplish a step is authorized to work
only if the following operaspecific objective.
tional step is about to be out
of work.
Lean Process Tools
• Value Stream Mapping 2 – Waiting. Timing is also
critical. No operational
– Plant/Flow Layout
• Kaizen – Continuous im- step should ever need to
wait on product to process.
provement activities
Any idle machine or person
• 5S – Workplace
is undesirable.
Organization and
3 – Unnecessary transporcleanliness
tation. Distances traveled
• TPM – Equipment
are meticulously studied
Preventative
and minimized. Since there
Maintenance
is generally little work-in• SMED – Setup/
process in a Lean system,
Changeover Reduction
equipment is located so that
activities
• Kanban – Pull Mentality a short “hand-off” can be
achieved.
and inventory control
4 – Process inefficiencies.
These tools, which Every process step is excan be implemented to- pected to meet and maintain
gether or separately, a desired level of productivform the concepts of ity relative to its standard.
the Lean Manufacturing 5 – Excessive inventory.
System. Lean is actually As stated, idle inventory
a derivative of the Toyota should not be allowed.
Production System (TPS) 6 – Excessive motion. Every
developed by the Japanese worker and process step is
auto manufacturer in the studied and engineered to
1970’s. Lean Thinking, be as quick and efficient as
a book by Jim Womack, possible.
published in 2003, de- 7 – Poor quality. Obviously,
scribes an Americanized any part that must be reversion of the TPS process. made or repaired is a waste.
The Lean approach is
focused on eliminating Now, to explain the lean
waste in all its forms. The process tools:
approach uses a number of
Japanese terms in its process. Waste (called muda
in Japanese) is defined
as “consuming resources
without creating value.”
Waste, in this context,
would include idle inventory of any type and
“ineffective resources”
meaning nonproductive
equipment and/or people.
The Lean system has identified seven categories of
waste:

Value Stream Mapping
involves plotting all the
activities necessary for a
product family. The objective is to identify all
non-value-added activities. The book describing
this concept is Learning
to See by John Shook,
published in 1998.
Kaizen, or Continuous
Improvement is a focused, team approach designed to break the status
quo by making immediate
changes, i.e. continuous,
incremental improvement
of any activity to create more value with less
muda (waste).
5 S refers to maintaining a
safe, clean, neat, arrangement of the workplace.
“Everything has a place
and everything is in its
place.” Always. The Five
S principle originated as
Japanese terms, but a the
English equivalents are:
Sort - Eliminate the
unnecessary.
Straighten - A marked
location for everything
and every item always in
its place.
Shine – Clean the
workplace.
Standardize – Rules to
maintain the clean and
organized workplace
condition.
Systematize – Selfdiscipline to sustain the
desired conditions.
Please turn to page 7

Building a
Lean House:
Eliminate waste
and streamline
your process
and the natural result
is increased
profits for your
business.

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

S lippery R ock G azette

F ebruary 2018 | 7

Continued from page 6

TPM – Total Productive
Maintenance. This is a company-wide, team-based effort
to improve overall equipment
effectiveness and minimize
down-time. TPM combines the
practice of preventive maintenance with quality control
and employee involvement to
create a culture where operators develop ownership of their
equipment.
SMED – Single
Minute
Exchange of Dies. This is a series of techniques designed to
reduce complex setups/changeovers to less than 10 minutes:
• Separating internal and ex		 ternal changeover activities.
• Converting internal to
		external.
• Streamlining all aspects of
		 the changeover.
• Multiple iterations of the
approach are used until the
changeover can be accomplished in less than 10 minutes.
Kanban is a “pull mentality”
approach to inventory control.
Essentially, a Kanban is a signal that indicates the need for
product at downstream operations. Upstream operations are
authorized to work only if the
downstream operations they
serve are in need of materials.

System Comparisons
There are many basic production strategies in use today.
The following is a brief explanation of the most common
ones:
Batch and Queue – This is the
“old school” method that modern strategies have replaced.
Batches of product are processed (rather than single-piece
flow).
• Large lots to minimize setups
and maximize repetitiveness.
• Lots of work-in-process inventory is maintained to absorb “Murphy.”
• Product is pushed through
the system.
• Generally, lead times are
long and often unreliable.
Lean – The focus is on eliminating waste in all its forms.
• Single piece flow is “pulled”
through the system.

• 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.

Please turn to page 11
Shop www.braxton-bragg.com for Akemi Color Bond Adhesive

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Will You Be Ready When
OSHA Comes Knocking?
Continued from page 6

Medical Services and
First Aid

TITANIUM GLUE

• Is there a hospital, clinic,
or infirmary for medical
care near your workplace
or is at least one employee
on each shift currently
qualified to render first
aid?
• Have all employees who
are expected to respond to
medical emergencies as
part of their job responsibilities received first aid
training; had hepatitis B
vaccination made available
to them; had appropriate
training on procedures to
protect them from blood
borne pathogens, including
universal precautions; and
have available and understand how to use appropriate PPE to protect against
exposure to blood-borne
diseases?*

Knife Grade

Water Clear
Flowing

IDEAL FOR WHITE/LIGHT MATERIALS
Tenax Titanium Extra Strong vinyl ester adhesive
for gluing, lamination and seams on marble, granite,
quartzite and agglomerates.
Extra Strong latest generation vinyl ester adhesive
for gluing, lamination and seams on marble, granite, quartzite
and agglomerate.
This product has a very light color, therefore ensuring great
results with light and white materials. Easy to mix and apply
after the addition of the hardener. Titanium is also very easy
to dye, requiring a very small quantity of coloring paste. After
the addition of the hardener the knife grade glue will change
color but will return to the original white after a few minutes.
Available in 1 liter, 4 liter and 17 kg buckets.

TRANSPARENT WITH VERY LOW YELLOWING

Excellent adhesion
Very fast

Very shiny and easy to polish
Easy to color

www.tenax4you.com
Shop www.braxton-bragg.com for Stone & Tile industry products

*Pursuant to an OSHA
memorandum of July 1,
1992, employees who render first aid only as a collateral duty do not have to
be offered pre-exposure
hepatitis B vaccine only if
the employer includes and
implements the following requirements in his/
her exposure control plan:
(1) the employer must record all first aid incidents
involving the presence of
blood or other potentially
infectious materials before
the end of the work shift
during which the first aid
incident occurred; (2) the
employer must comply
with post-exposure evaluation, prophylaxis and
follow-up requirements of
the blood borne pathogens
standard with respect to
“exposure incidents,” as
defined by the standard;

(3) the employer must train
designated first aid providers about the reporting procedure; (4) the employer
must offer to initiate the
hepatitis B vaccination series within 24 hours to all
unvaccinated first aid providers who have rendered
assistance in any situation
involving the presence of
blood or other potentially
infectious materials.
• If employees have had an
exposure incident involving
blood borne pathogens, was
an immediate post-exposure
medical evaluation and follow-up provided?
• Are medical personnel
readily available for advice
and consultation on matters
of employees’ health?
• Are emergency phone
numbers posted?
• Are fully supplied first
aid kits easily accessible to
each work area, periodically
inspected and replenished as
needed?
• Have first aid kits and
supplies been approved by
a physician, indicating that
they are adequate for a particular area or operation?
• Is there an eye-wash station or sink available for
quick drenching or flushing
of the eyes and body in areas
where corrosive liquids or
materials are handled?

Employer Posting
• Is the required OSHA Job
Safety and Health Protection
Poster displayed in a prominent location where all employees are likely to see it?
• Are emergency telephone
numbers posted where they
can be readily found in case
of emergency?

• Where employees
may be exposed to toxic
substances or harmful
physical agents, has appropriate information
concerning employee access to medical and exposure records and Material
Safety Data Sheets
(MSDSs) been posted
or otherwise made readily available to affected
employees?
• Are signs concerning
exit routes, room capacities, floor loading,
biohazards, exposures
to X-ray, microwave, or
other harmful radiation or
substances posted where
appropriate?
• Is the Summary of
Work-Related Injuries
and Illnesses (OSHA
Form 300A) posted
during the months of
February, March and
April?

Floor and Wall
Openings
• Are floor openings
guarded by a cover, a
guardrail, or equivalent on all sides (except
at stairways or ladder
entrances)?
• Are toeboards installed
around the edges of permanent floor openings
where persons may pass
below the opening?
• Are grates or similar
type covers over floor
openings such as floor
drains designed to allow
unimpeded foot traffic or
rolling equipment?
These are just a few of
the checklist pertinent
to shops manufacturing
countertops. Visit the
OSHA.gov website for
self-check lists specific
to the hazards of working
with heavy materials.

“Your work is going to fill a large part of your life, and the only way
to be truly satisfied is to do what you believe is great work. And
the only way to do great work is to love what you do. If you haven’t
found it yet, keep looking. Don’t settle. As with all matters of the
heart, you’ll know when you find it.” –Steve Jobs
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Visit www.braxton-bragg.com for the new Groves On-Site Delivery Trailer
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The Stone Detective
There’s Gold in Them Stones
Frederick M. Hueston, PhD

T

his next story happened on a beautiful fall
morning here in Florida.
I had the urge for some wind
therapy, so I hopped on the old
Harley and decided to go for
breakfast at a little coffee shop
just outside of town. I love these
mornings, the sun coming up
with a light fog in the air. This
was going to be a good day, I
thought, and hopefully no stone
issues. I arrived at the old roadside café and no sooner got off
the bike than my phone rang.
I took a deep breath and said
to myself, Here we go again…
“Stone Detective, here. How can
I help you?”
I immediately recognized the
voice that answered me – he
was an old customer of mine, for
whom I have solved many stone
and tile installation mysteries. It
was easy to recognize his voice
since it was so high-pitched. He
sounded like he was breathing
in helium all the time. I asked
him what was up, and he told
me he had a customer in a large
condo he was renovating. They
installed large format black marble tiles that developed these unusual spots or stains. He asked if
I could come take a look. He was
about two hours away, and who
was I to say no to a nice, paid
bike ride south?
I finished my breakfast and
ordered a cup of joe to go, and
I was off. I arrived at the ferry
– yes, I was headed for one of
those multi-million dollar condos on an island that can only be
accessed by ferry.
The attendants guided me onto
the boat and gave me a thumbs
up. Apparently, they liked my
shiny, red Harley, or maybe they
were bikers themselves. I pulled
onto the slipper deck and went
to the bow for the ride to the island. It’s interesting the people
you get to meet when you’re on
a motorcycle, especially a trike
like mine (see the photo). Before
the ferry reached the shore, I
must have had six people looking at my bike and asking questions. Since they were all driving
Bentleys, Mercedes and other

luxury cars, I thought
I would hand out my
business card. You
never know when
folks will need a stone
detective. We docked on the island, and they all shook my hand
and said have fun and be safe. I
got on the bike, and I was off to
meet my squeaky-voice client.
I was waiting for the elevator when out stepped my client,
who had come down to get me.
We shook hands and he began
to tell me that the owner was

S lippery R ock G azette
marble floor. At first, I thought
he might be a retired basketball
player. Later, I found out in
fact he was not, but was a very
wealthy businessman. He shook
my hand and pointed to the floor,
paved with large format black
marble tiles. There were these
gold spots about the size of a
quarter on several of the tiles. I
got down on my knees, which,
by the way, is getting harder and
harder for me these days. As matter of fact, I am a member of the
club, Sons of Arthritis, Ibuprofen
Chapter. (LOL).
I took out my field microscope
and proceeded to examine the
spots. I said, “Aha!” and looked
up at my client and Lurch and
said, “There’s gold in this here
marble.” I said it like an old
prospector character on one of

It’s not uncommon to find minerals and even semi-precious crystals
in stone used for floors and countertops– like this sample in marble.

here and he was very picky.
The owner was very upset about
these strange spots, and I needed
to proceed with caution when I
talked with him. Well, I’ve been
there many times before with
rich, picky clients.
We arrived at the condo and
there was this tall, almost seven-foot-tall man standing on the

those old Westerns who cackles,
“There’s gold in them thar hills!”
From the awkward silence, and
their blank expressions, I don’t
think they got the cultural reference. Oops.
I explained that the spots
weren’t really gold, but a form
of Mica. I told them it wasn’t
a stain, and wasn’t a flaw, but

was a rare, naturally-occurring
mineral present in some stone. I
joked that if he wanted we could
chip it out and cash it in at a
pawn shop. They all laughed at
that, thankfully. Mr. Lurch said it
would make a good conversation
starter, and he’d leave it the way
it was.
Another case solved. Now,
back to the ferry and off to explore and find lunch.

Natural Stone Institute Continues Support of the
Gary Sinise Foundation’s R.I.S.E. Program

T

he Natural Stone Institute
is honored to support
the Gary Sinise Foundation’s
R.I.S.E program (Restoring
Independence Supporting
Empowerment). Since entering
into an agreement in late 2016,
natural stone has been included
in nine specially adapted smart
homes, with seven more currently under construction.
2017 MIA President Jon

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

Lancto commented: “We are
proud and humbled by this opportunity. I can’t think of a better
way to involve our entire membership in the efforts led by the
Gary Sinise Foundation that benefit those who have sacrificed on
behalf of our country.”
We would like to thank the
following companies who have
donated to this cause: AG&M,
Alpha Granite, Andrew Lauren,
Arizona Tile, Big Creek Granite,

Daltile, Dee Brown, Inc., Delta
Granite, Dente Trading Company,
Distinctive Marble & Granite,
Epic Stone, European Wholesale
Countertops,
FLOFORM,
Florida Bath & Surfaces, Global
Granite & Marble, Granite
Group International, Majestic
Kitchen & Bath Creations,
Marble Line, Marjan Stone, Inc.,
Martellaro Marble & Granite,
MARVA, Mont Granite, Inc.,
M S International, Murphy

The Stone Detective is a fictional character created by Dr.
Frederick M. Hueston, PhD,
written to be entertaining and educational. Dr. Fred has written
over 33 books on stone and tile
installations, fabrication and restoration and also serves as an expert for many legal cases across
the world. Send your email comments to him at fhueston@stone
forensics.com.

Marble Company, Natural
Stone Veneers International,
Pental Surfaces, Picasso Tile
& Design, Premier Surfaces,
Pyramid Marble & Granite,
Real Stone & Granite Corp.,
Rockin’teriors, Rocksolid Stone
Works, Rocky Mountain Stone,
Rugo Stone, LLC, Smokey
Mountain Tops, TexaStone
Quarries, Trindco, and Unique
Stone Concepts.
To learn more about getting
involved in this program, visit
www.naturalstoneinstitute.org/
RISE.

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Lean
Manufacturing
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You’ve Got To See This Video!
Patent Pending

Continued from page 7

Resource capacities are balanced with Takt time, which
is the average time between
the start of production of one
unit and the start of production
of the next unit. This process
is particularly well suited for
mass production products like
automotive parts.
Demand
Flow
Technology (DFT) is a strategy for deploying business
processes driven in response to
customer demand.
• Built on principles of demand
pull where the customer is the
central signal to guide factory
and office activity in the daily
operation.
• Commonly used in mass production products like automotive parts.
Synchronous Flow – the fundamental element of synchronous flow is that every business
is a system and every system
is like a chain, the strength of
which is determined only by
the weakest link.
• The system’s constraint
(weakest link) is identified and
all other elements seek to maximize it.
• Protective Capacity is established to consume the inevitable variability in the system.
• Throughput ($T) is the “measure of value added” by each
order and is used to create a
finite schedule.
• Predetermined inventory
time (Buffers) are strategically
located to protect the schedule and are managed continuously as the primary activity
of Production Managers and
Supervisors.
• Lean tools (Kaizen, 5 S’s,
TPM, SMED, etc.) are used as
appropriate.
• Ideally suited for the custom
manufacturing industry, including countertops.
Ed Hill is the owner of
Synchronous
Solutions.
Visit his website www.
SynchronousSolutions.com or
call 704-560-1536 for more
information.
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Sink

Why Pay More to Install a Sink?
Why pay more than $5 for a sink install
kit, when you could use the Hercules ®
Universal Sink Harness and complete your
install project in minutes, with no return
trip needed?

Sink Harness the fastest and most economical system
available, it’s also the most versatile.
Be the Go-To Guy to Repair Failed Installs
While the Sink Harness was being developed and
tested, we discovered another notable benefit of
the Sink Harness: it’s a great system to repair failed
undermount installations. Many fabricators are asked
to repair someone else’s poor sink installation job. The
Hercules® Universal Sink Harness will get the job
done quickly. You can become known as the guy who
contractors and home owners in your area call for help.

The Hercules® Universal Sink Harness from BraxtonBragg is another great innovation that can save installers
time and money.
At Last, a Simple, Fast Alternative
The Hercules® Universal Sink Harness is a simple,
ingenious alternative to expensive brackets that only
work on some installations, and a time-saving, more
professional alternative to building a scrap wood
support system to hold the sink in place while the
caulk or adhesive dries. It installs without drilling into
expensive countertops or cutting notches into your
customer’s cabinets, and without using messy epoxies
or relying on adhesives to secure sinks. One of the most
immediately recognizable benefits is that you won’t
have to make a return trip to remove bracing or juryrigged 2 x 4 supports.

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

Supports the Heaviest Sink Loads
Some clips and anchor systems rely on the countertop
to support the sink–not so with the Hercules®
Universal Sink Harness. Just like a suspension bridge,
the Hercules® Universal Sink Harness helps to
provide support and over-all strength to a countertop
installation. It actually transfers all weight to the
cabinet and doesn’t add additional stress to the weakest
and most easily damaged part of the countertop: the
sink cut out. It does its primary function admirably
well– support the sink under the heaviest of loads.
Try One and You’ll Believe It!

See the animated video!

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

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

Item # Description
MADE IN THE USA

17310

Hercules® Universal Sink Harness Kit

Great Low Price
$4.95

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

That Plan’s
Outta Gas

P

olice say a getaway car ran out
of gas after an armed robbery
near Atlanta, leading to the speedy
arrest of two suspects.
Corporal Michele Pihera of
the Gwinnett County Police
Department says 18-year-old Najee
Logan and 21-year-old Justin Larry
were charged with armed robbery

Shop www.braxton-bragg.com for the Hercules Sink Harness

after their arrest early one Tuesday
after officers found the car pulled to
the side of the road, having apparently run out of gas.
Pihera’s statement says the victim
surrendered a wallet to two men at
gunpoint in a grocery store parking lot about 1 a.m. that Tuesday.
The robbery occurred in a greater
Atlanta suburb. Police say officers
found the car about 15 minutes later
with Logan and Larry inside.
Pihera says it’s possible the victim
was just a “target of opportunity,”

and fortunately wasn’t hurt, chalking up the arrests to what she called
“exceptionally poor planning” by
the suspects.

“When people don’t have a
hopeful vision before them or
the possible resolution of their
difficulties by peaceful means,
then they can be attracted to
violence and to separatism.”
–Condoleezza Rice

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Michigan Kitchen Distributors
Continued from page 1

“We would build a top,
put it in a pickup truck, go
out and install it and come
back and start on the next
job. We did that for several
months until we got into
doing custom slab work.
We then bought a Park
Industries Sierra bridge saw
and a Sector hand router,
and that’s the way we
did things for a couple of
years. After that, we added
Intermac machines and ran
them for about seven years.
“By 2008, when the recession was taking hold,
we were a little concerned
when a lot of the fabricators in our area went out of
business. Fortunately, we
were able to combine a lot
of their business with ours
from 2008 to 2011. So we
really were fortunate during
this tough time, because we
not only captured their market share, but captured our
own from our many showrooms in other cities.”

MKD President Steve
Townsend represents the
third generation of leadership for this family-owned
company.

With production rising
and cash flow steady, everyone at MKD felt that it
was time to buy a full array
of Park Industries equipment. First on the shopping
list was a Park Fusion saw/
waterjet.

Moving to Higher-Tech
“We still have that Fusion
saw,” said Ostafin, “but by
2016 we were at the point
where we again had to increase our cutting capacity
and were looking at buying
another Fusion or something else.”
As requirements change
— so changes technology,
explains Ostafin. “The president of the company had
gone to the Las Vegas stone
show and saw a BACA
Systems Robo Sawjet and
asked if I would check it
out. My first reaction was,
‘I like it!’ It was installed in
spring of 2017. The operator who had been running
the Fusion transferred to

the BACA, because he was
very familiar with waterjet.
So he along with our programmer and I went in for
three days of very thorough
factory training.”
Ostafin went on to say
that he thinks robotics is the
wave of the future; not just
for saving production time,
but also for saving shop
space. “The footprint of our
double table BACA is the
same size as a single table
Park Fusion.
“The BACA has also increased our manufacturing capacity because it’s
very efficient.” As far as
the Park Industries Fusion

Is your crew ALL WET?
“The better men feel,
the harder they work!”
BULLET

PROOF™

Fabricator’s Apron

Keep your crew
WARM and
Working this
winter!

purchased in 2011, Ostafin
said they’ve got around
90,000 hours on it, and it’s
still working great!
Other shop assets include a Park Industries
Fastback edger and three
Park Industries Titan CNCs,
while a generous number of
jib cranes service the strategically placed machines
throughout the 60,000
square-foot shop. Quarterly,
company-wide safety meetings are part of protocol
throughout all divisions,
said Ostafin, adding, “We
are fully OSHA compliant
with no major past infractions. OSHA has inspected
us two times and basically
had zero issues. They came
in, we showed ‘em what we
have, and we were good to
go.”

the design staff encourages clients to visit local
stone retailers such as MS
International (MSI) and
Dwyer Marble & Granite
in Farmington Hills, MI to
select their materials. From
an accuracy standpoint,
this makes perfect sense,
because no matter what
samples clients are looking
at, there is no mistake with
the final product. “Clients
are seeing what their slabs
really look like,” continued
Ostafin. “They will then select and tag it, and MSI will
call us. This way there are
no unpleasant surprises on
the day of installation.”
As far as demographics, MKD’s clients largely
consist of big box with a
smaller percentage being
mostly
homeowners
and contractors wanting

one-stop-shopping for
kitchen and bath countertops, cabinets and fixtures.
“Big box clients consist of
your normal box store shopper; you just never know
who you are going to get,”
continued Ostafin, “But our
kitchen showrooms get a
combination of middle and
upscale residential owners.
All showrooms have several designers to assist clients with all their needs. We
also have several remodel
crews on staff that can go
in and tear out the old and
install everything.”
The majority of MKD’s
work is within a 200mile radius of Marshal,
Michigan. They do, however, cover the entire state
of Michigan and northern
Indiana and Ohio as well.
Ostafin stressed that providing a superior product
and customer service at a
competitive price has been
their mantra from the start.
Please turn to page 13

Mitered waterfall-edge island for a custom builder client

Big Box Contracts?
How’s that Been
Working Out For You?
With a huge slab output ranging from 13,000
to 23,000 square feet per
month, inventory is purposely kept to a minimum
of 50 to 100 slabs. At point
of sale, big box stores included, Ostafin said that

Stone Sleeve™
Fabricator’s Sleeve
Available from

800-575-4401 •

www.braxton-bragg.com

Shop www.braxton-bragg.com for Bulletproof Apron and Stone Sleeves

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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K-Bond Coloring Kit, 10 Colors, 2 oz.

Continued from page 12
IMG_0123.JPG

He added that they have a dedicated customer service department. “If there are any issues
with our installations, we’ll send
a craftsman to the jobsite within a
few days of the installation.
“We also have an office that
calls the customer to make sure
they are pleased with the product
we’ve provided. We’ve always
been committed to customer satisfaction, and I would say that
this has always been our greatest
strength. We also try to keep our
lead times to three weeks from
time of template. Everybody
seems pleased with that.”
That said, if it’s one thing that
makes the company different, it’s
probably production capacity,
explained Ostafin. “Let’s say that
you come here and tell us that
you only have three weeks and
need 100 condo units done. We
can do that! Jobs like this come
several times a year. We have a
contractor that comes to us once
or twice a year with 12 to 40 units
and needs quick turnaround.”
Five one-man template crews
covering five separate territories
around Michigan all use the Laser
Products LT-55 digital laser templater. Data is then emailed to
the office in Jackson, Michigan,
to verify that square footage is
correct, adjustments to customer
costs are not needed and colors
and options are correct. It then
goes to the scheduling department, then to the person in charge
of materials, and then to the programming office. “With the volume that we do, we need this
type of system. It’s just too much
for just a couple of people to do.
All jobs are tracked throughout the process using Moraware
software.”

https://drive.google.com/drive/u/2/folders/0B_xIsyYv_Pm9LThFZ01lMi1hZDA

Please turn to page 31

“Howling is no
substitute for
thinking.”
–Adlai E. Stevenson

Item #

4357

59.97

$
MADE IN THE USA

1/1

Easy to Color

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

MADE IN THE USA

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

Adhesive Spreaders
& Stirring Sticks

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!

Item #

4800A

9.74

$

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

19.95

$

Item #

9100
MADE IN THE USA

3.74

$

Razor Blades

Item # Description

Item #

4802

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

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

Shop www.braxton-bragg.com for Stone Shield Adhesives

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

Focus on Women in Stone: Sales

Eliminate Bouncing
& Chipping
Caused by Metal or
Carbide Cup Wheels
Continued from page 8

T

his month and
next month in my
“women in stone”
series I will be writing
about sales.
The role of a sales person
is a potential power position
within a company large or
small, and with the demand
for experienced sales people in the tile and stone industry it can be challenging
for employers to fill these
specialized roles In a saturated market, it is especially
difficult for companies to
compete for the best, most
experienced sales teams.
To be successful in a competitive market, you need a
sales team that stands out
and can successfully meet
their customer’s demands.
Not only can the rigor of
finding a strong sales team

Michele Farry
be exhausting for owners
and human resources, but
it is also critical to creating
revenues and profitability.
A job description of the
necessary qualities for a
good sales person should
include: must be adaptable,
with good communication
skills; an effective educator about products or services; patient, a problem
solver who works well independently and on a team;
and excellent at multi-tasking – and those are just the
basic, must-have skills. I
have crossed paths with
some amazing women
working in stone who embody these skills and so
much more.
For this month’s article I
reached out to International

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

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

Viper® 30 Grit Wet Polishing
Pads have the chops to remove
stock, shape edges and prepare
cut stone to begin the polishing process. This grit will remove the deepest scratches.
Unlike metal or carbide cup
wheels, chipping and
bouncing is practically
eliminated. You’ll be
able to move on to
the polishing process in no time.

Item # Description
11051

Viper Granite Wet Polishing Pad, 4˝, 30 Grit, Purple
®

Great Low Price
$14.95

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Visit www.braxton-bragg.com for Viper 30 Grit Polishing Pads

Megan McNally, IGM Sales

Granite and Marble in
Connecticut, also known
as IGM. I wanted to look
closely at how IGM has
developed and cultivated
an influential sales team,
including Megan McNally,
who has helped make IGM
a leader in the New England
tile and stone distribution
and marketplace.
Putting Megan’s role into
context I wanted to know a
little more about IGM and
their history in the industry.
I asked Megan to give me
the background. She said,
“IGM is a family company
which started business in
the United States in 1948,
and is now spanning a
fourth generation of the
Weiss family.
Please turn to page 22

Ten Truths

E

conomies change, cultures change and, of
course, political regimes
change. Industries change,
too.
And while shifting circumstances abound, it is
important to remember and
know that some things do
not change; some things
endure.
Here are 10 enduring
truths to consider:
1) The customer is always
right. Customers often have
unrealistic expectations.
They have limited understanding of natural stone.
There is limited time to
educate them. These are
all undeniable facts…yet
they are irrelevant if your
goal is a satisfied customer

Aaron Crowley
who will speak well of your
company on social media.
The companies that endure
are the ones that manage to
do unreasonable things for
unreasonable people.
2) Success cannot replace relationships. The
passion to succeed is almost
as intense as the will to live
and often, when success or
the life of the enterprise is
on the line, the most important people to the leader
seem to suffer the most. A
successful business cannot
fulfill the God-given need
for healthy, strong relationships, but healthy relationships can sustain a leader
during times of duress.
Balance between the two is
literally life and death.

3) Your potential is limited by your ability (or
willingness) to delegate.
Companies with great potential never reach it if the
owner and managers can’t
let go and effectively delegate. Owners and managers
who assign critical tasks to
specific positions, define
the standards, and provide
operational steps to follow
for their staff will free the
organization to grow and
free themselves from the
tyranny of chaos.
Please turn to page 27

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Silica Exposure Control Plan Released by Natural Stone Institute

T

he Natural Stone Institute
has completed a written
Silica Exposure Control
Plan (ECP) specifically for stone
cutters and fabricators. The ECP
was developed in response to one
of the requirements of OSHA’s
Respirable Crystalline Silica
Standard CFR 1910.1053 for
General Industry and Maritime.
“We believe we have developed a practical compliance
tool to benefit stone cutters and
fabricators covered by OSHA’s
new silica rule,” said Mark
Meriaux, Natural Stone Institute
Accreditation & Technical
Manager.
The central component of
OSHA’s rule is reducing by half
an employee’s crystalline silica
exposure (called the “Permissible
Exposure Limit, or PEL,” by
OSHA). The new PEL is 50 micrograms per cubic meter of air
(50 µg/m³), calculated as 8-hour
time-weighted average (TWA).
The effective date for OSHA’s
new silica exposure standard is
June 23, 2018, for general industry (fabricators).

“Anyway, no drug,
not even alcohol,
causes the
fundamental ills
of society. If we’re
looking for the
source of our
troubles, we
shouldn’t test
people for drugs,
we should test
them for stupidity,
ignorance,
greed and
love of power. ”
–P.J. O’Rourke

The written Silica Exposure
Control Plan is presented free of
charge courtesy of the Natural
Stone Institute Safety Committee.
It can be downloaded by visiting
www.naturalstoneinstitute.org/
silica.

“WE

have a duty to protect our workers from overexposure to crystalline silica (herein referred to as silica) during a variety of stone fabricating activities. According to
OSHA, silica exposure is an Extreme risk in industry work sites. It
is identified as a risk requiring special controls, including seeking
the advice of experts. Studies show that a variety of fabricating
activities generate airborne contaminants in excess of OSHA exposure limits. Effective controls are available to protect workers
from harmful exposure.”

– Section II - Purpose and Responsibilities

“A compromise
which results in
a half-step
toward evil is
all wrong.”
–Teddy Roosevelt

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

				 Corbels are a thing of the past!
			
– Thanks!
				
Stephen Waldeck

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

WARNING: The Original I-Brace is ONLY Available

from Braxton-Bragg

The other suppliers are selling knock-offs!

IT

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

But—as we know, not all copies are as good as the original!
The Original I-Brace has been real-world tested in thousands of
kitchens. The design was analyzed, refined, computer modeled,
and tested by highly trained university engineers. It is made in
America with American steel by a billion dollar company. The
Original I-Brace is protected with a three step anti-corrosion enameling process to prevent rust and possible staining of the granite.
There are no sharp edges to catch on clothing or harm toddlers.

The Original I-Brace is exclusively available at Braxton-Bragg.
By the way, don’t assume that a knock-off is cheaper! At Braxton-Bragg you always get the best for less!
Don’t risk your reputation on a copy! Get the Original I-Brace at
Braxton-Bragg today. Gain peace of mind and the satisfaction of
knowing that you won’t have a call back.
You’ll be glad you did.

Item #

Description

12458

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

Our Low Price
$10.99

12460

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

$12.99

12461

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

$14.99

12462

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

$16.99

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

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

Centers should be spaced every 18-24˝.

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

Shop www.braxton-bragg.com for the original I-Brace

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Bostik Introduces Pro Rewards™

B

ostik, Inc., a world leader
in specialty adhesives
and installation systems
for building construction, has
created an incentive program specifically tailored for installation
professionals.

Bostik Pro RewardsTM offers
contractors the opportunity to earn
reward points which ultimately
may be redeemed for thousands of

!
NEW

brand name items, travel rewards
and much more… all while growing their respective businesses.
According
to
Chris
Eichman, Bostik’s Marketing
Communications Manager,
“Customer satisfaction is a core
focus for Bostik. The newly
launched loyalty program rewards
contractors for working with our
products… in a big way!
To join Bostik Pro Rewards™,

all one has to do is visit: www.
awardlink.com/Bostik. Online
prompts will take visitors through
this simple registration process.
Ultimately, once registered, all
members’ purchases will automatically be deposited into the member’s individual account, from
which awards may be redeemed
just as easily.
Scott Banda, Bostik’s Director
of Marketing and Business
Development, summed it all up by
stating, “Bostik offers specialty installation products and systems for

any flooring project, commercial or
residential. We want our contractor partners to work with the most
high-performance, professional
materials. And, for doing so, we
want them to be rewarded.”
Bostik is a leading global adhesive specialist in industrial, construction and consumer markets.
For more than a century, it has been
developing innovative adhesive
solutions that are smarter and more
adaptive to the forces that shape
daily lives. For the latest information, visit www.bostik.com/us

Rock Jockey
Another fine tool from Stone Pro

PATENT PENDING

“It’s better to
have died a small
child than to
be a politician
who gets caught
in a scandal
during a slow
news month.”
– Lewis Grizzard
All That Is
Gold Does Not
Glitter…

The Rock Jockey Can Reduce the
Number One Cause of Injuries in the
Stone Industry.

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

MADE IN THE USA

Item # Description

OUR Price

11698

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

$4,500.00

11697

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

$4,500.00

!

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

HE
SEE T

VIDEO

TON.BRAX
WWW
M
G.CO
BRAG

MADE IN THE USA

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

Item #

Description

11713

Stone Pro Trigger

OUR Price
$2,299.00

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

O

fficials say that once
again, they have found
valuable gold coins among
the donations in a Salvation
Army kettle in Florida.
A Sun Sentinel report
says it’s the fourth consecutive year that someone has
dropped gold 1947 Mexican
50-peso coins into the kettle
outside a store in Pompano
Beach, Florida.
The Salvation Army of
Broward County said two
of the coins were discovered
November 27, and another
one was found December 13.
Officials said all the coins
were wrapped in dollar bills.
Each coin is worth a little
more than $1,300.
Alyse Gossman, the
Salvation Army of Broward
County’s director of development, says a donor typically
purchases the coins after the
Christmas season.
The organization says holiday donations in the red
kettles help provide meals,
shelter, clothing and social
services to more than 25,000
people in the county.

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Stone Restoration and
Maintenance Corner
Restoring Corian and Other Solid Surfaces

I

know, I know, it’s not stone.
However, as restoration professionals, it is in our best
interest to be versatile and know
how to refinish those occasional
projects that involve different
hard surface materials than usual.
I’m sure there are readers out
there who know much more about
working with Corian and similar
solid surface products than I. I do
have some limited knowledge of

Bob Murrell

M3 Technologies
Photos by Bob Murrell

It was just Figuring out the procedure that was the issue.
We have just passed the 50th
anniversary of Corian. It was invented in 1967 by Donald Slocum
(no relation to the founder of
Braxton-Bragg), who was a
DuPont chemist. It was originally
intended as a kitchen and bath

Refinishing dark Corian – starting with diamond-impregnated
pads on an orbital sander, and replacing original medium gloss

these surfaces and have refinished
many of them, some more than
others. Therefore, my information
in this article will be general in
nature as the specifics will need
to be gleaned by each contractor
through research and testing.
Let’s start with Corian, with
which I recently had a battle. I
thought to myself, I can restore
absolute black granite and this
stuff is basically plastic, so how
hard can it be to refinish, right?
Wrong! Now to be sure, once
I figured out the procedure, refinishing Corian was easier than
granite or marble for that matter.

material and was available in only
one color. Now it is available in
more than 100 colors. Today’s
Corian is available in deeper,
darker colors that are more resistant to scratches and cuts than previous generations.
Corian is composed mainly
of an acrylic polymer and alumina trihydrate. It is softer (2-3
on Mohs scale) than marble and
therefore softer than granite. It is,
however, a solid, non-porous and
homogeneous surface that is hygienic. Because it is non-porous,
it will not harbor bacteria or mold.
It is also an inert and non-toxic

Shop www.braxton-bragg.com for Stone & Tile industry products
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material and emits no gases.
It can be thermoformed in
wooden or metal molds in order to
create one-piece, solid 2D and 3D
objects. Because of all of the positive traits of Corian, it makes for
a great kitchen and bath surface
material. Being a somewhat soft
material, it will scratch and scuff
and will therefore require periodic
refinishing. That is where the restoration and maintenance professional comes in.
I recently helped a local contractor who needed assistance with a
dark Corian kitchen countertop
that had scratches and had been
dulled by the homeowner cleaning
the surface using a coarse green
kitchen scrubbing pad.
Similar to stone, there are several levels of surface sheen or
shine associated with Corian:
the manufacturer calls the finishes matte, satin, and high gloss.
To stone care professionals this
would correspond to a low-level
hone, medium hone, and polish.
The countertop in question was
originally a satin gloss or medium
hone. But as we all have come to
expect, shiny is clean, according
to the homeowners. Shinier also
has typically more color, too. So,
naturally the homeowners decided
they wanted this higher level
of sheen or polish. I mean, why
wouldn’t they, right? Of course,
this decision came after the submitted test area had been completed and the original finish had
been duplicated. This was easily
accomplished using a combination
of resin diamonds and diamond
impregnated pads from the standard stone toolbox. After looking
at the test area for a week and just
prior to the scheduled project, the
homeowners decided they wanted
a high gloss instead.
So, it was back to the drawing
board, as the satin level was actually the highest level that we were
able to provide with the equipment
available. After some research,
and after some new equipment
and tooling orders were placed,
the confidence level was once
again high. As I have said, we are
stone restoration professionals;
how hard can this be?
Cut to the chase: we ordered
an orbital sander, some Velcrobacked aluminum oxide sandpaper, some special Scotch-Brite
pads (in different grades), and
some 3M Finesse-It polishing
compound. As we have covered before, there are significant

Left, top to bottom: Dark
Corian surface has scratches
and the surface has dulled
through repeated scrubbing
with an abrasive kitchen pad.
2: One of the dull areas, before
refinishing.
3: Area with scratches filled
with glue, before repolishing.
4 & 5: Scratches and dull area
refinished and repolished to a
higher gloss.

differences between aluminum
oxide and diamond abrasives.
Aluminum oxide is softer and
rounds more easily and therefore
tends to polish better in some
applications, such as this one.
Because Corian is a softer material, diamonds may not always
be the best choice for honing and
certainly pre-polishing. There are
some diamonds that will work
such as the old dot-matrix flexible
diamonds. I also made good use of
the diamond-impregnated pads in
the process.
It was, however, the aluminum
oxide sandpaper and the ScotchBrite pads under the orbital sander
that did the best prepping (honing) job overall. The final polishing was accomplished using the
standard right-angle slow-speed
polisher and a white pad with the
Finesse-It compound. It tuned out
gorgeous!
Maintenance would be performed using the Majestic NoRinse Neutral Cleaner. I suggested
the homeowner use the concentrated version, dilute according to
the directions, and keep handy in
a quart spray bottle.
Please turn to page 24
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Braxton-Bragg Now Carries

ItalDiamant

Dekton

Dekton Large Blades

Item # Description

Great Low Price

55802

ItalDiamant Dekton Core Bit, 1-3/8” (35mm)

55803

ItalDiamant Dekton Blade, 5”, 20mm, 3,000 RPM

$105.95

55804
					

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

$105.95

55805
					

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

$145.95

55906
				

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

$213.95

55907
				

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

$259.95

55909
				

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

$368.95

$68.95

Interesting Facts

B

righstone,
Menai,
Shirebrook, Kentmere and
Templeton are all very
nice, picturesque, touristy haunts
over in the United Kingdom.
Brighstone is a village on the Isle
of Wight, an island just a ferry
ride away from England’s south
coast. Menai (Bridge) is a small
town on the Isle of Anglesey in
north Wales. Shirebrook is a town
in England, and their biggest
claim to fame is Jason Statham
(of the Transporter film series).
Kentmere is a valley in England
that boasts a population of 160
people (+ or -) and Templeton is
a town in Wales, whose claim to
fame is it may have once boasted
a place of worship for the Knights
Templar order, back in the 1200’s
or so.

However, more than being the
names of beautiful villages, towns,
haunts and hangouts, these are
also the names of Cambria quartz
designs (colors). Even the name
Cambria is steeped in the United
Kingdom’s history and legend.
It is legend that when the Trojan
Brutus landed in Britain, he divided the land between his three
sons. His youngest son Camber,
was given land west of the Severn
River and it was renamed Cambria
in his honor.

Sharon Koehler
Artistic Stone Design
• Currently over 146 designs
• Made in the USA
• Family-owned by
the Davis family
But did you know that this huge
family-owned enterprise didn’t
start out in the solid surface business? They started as a dairy
company.
Back in 1943, Stan Davis bought
the St. Peter Creamery with a
partner. The partner eventually
exited the business, and Stan
Davis became its sole owner. In
1969 the Davis family purchased
the LeSueur Creamery, and Mark
Davis was tapped to be the manager of LeSueur Cheese. By 1986
the Davis family owned three distinct food and dairy businesses.
They decided to bring them under
one company name: Davisco
Foods International. The Davis
family had been in business 43
years with no thought or mention
of quartz, only dairy and food.
It wasn’t until the year 2000,
57 years after entering the dairy
business that quartz finally made
it into the Davis family vision.
They received an opportunity to
purchase some quartz equipment.

Dekton 5˝ Blade

Dekton CNC Core Bit

!
W
E
N
Dekton Core Bit

Dekton Finger Bit

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Shop www.braxton-bragg.com for Dekton Fabrication Products

The 400,000 square foot plant in LeSueur is big enough to have its
own fire department. Want a tour? Just call and ask.

Here’s the rub: Cambria is
not created over in the United
Kingdom. It is created right here
in the good old U. S. of A. And
as far as I know, they are the only
quartz line to be solely made
in the United States – LeSueur,
Minnesota to be more exact.
We all have heard of Cambria
quartz. As a collective group we
sell it, order it, fabricate it and
install it often. But how much do
you really know about it? Let’s
start with the obvious:

They opened their Cambria plant
in LeSueur, Minnesota in 2001
with a contract to provide slabs to
DuPont. Technically speaking, I
believe that makes them the first
Zodiac. Let that sink in for a minute. Cambria was apparently the
first Zodiac. In 2003 they broke
away from DuPont and entered
the retail market with 33 designs
and a 150,000 square foot plant.

Please turn to page 25
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Spring Smut in the Mail

W

ith a slow and
wicked smile,
Cassandra
loosened the straps on her
blouse. “Come closer,”
her hot breath whispered,
“Let me show you some
hybrid Honeycrisps…”
Oops. I didn’t realize
you were reading over my
shoulder. Give me a second to gather my senses.
There. Better now. I’m
still torn up, but at least I
should be able to speak
rationally.
The problem is trashy,
unsolicited printed matter that keeps piling up in
my mailbox. It’s so bad it
oughta be outlawed. There
are some things people
simply should not have
shoved in their faces!
What is this awful material that shows up on a
daily basis?
Hard-core pornography?
Political half-truths?
Worse than that. It’s
those — Sshhh! Brace
yourself and cover the
kiddies’ ears — spring
catalogs.
The first tawdry wave
arrives in late January and
early February. Mostly
it’s for fishing equipment
from Bass Pro, Cabela’s,
Academy Outdoors and
Gander Mountain. I’m able
to resist the brunt of this
sin for two reasons.
First, I’m old enough
and stubborn enough not
to be swayed by the “newest” and “latest” items of
outdoor gear. I’ll buy the
same ol’ reliables I’ve been
using for decades, thank
you.

Sam Venable
Department of Irony

The second reason is a
bit more embarrassing. I’m
too dumb to understand
how 95 percent of this
newfangled merchandise
even works. There are reels
on the market right now
that require a degree from
MIT before you make the
first cast. And don’t get
me started on all the new
lines. If you’re not certified
in chemistry and polymers,
forget it. Just renounce
fishing altogether and take
up crossword puzzles.
Lurid as they may be,
however, outdoor brochures are timid compared
with the tidal wave of
flower and vegetable catalogs flooding my mailbox this time of year. Talk
about tools of the devil!
Think about it. It’s still
winter. Bleak, drab winter,
in fact, which can lash out
at a moment’s notice and
freeze tender young buds
down to their stamens.
Yet the likes of Park
Seed,
Burpee,
and

Territorial Seed Company
persist in rubbing my nose
in this seasonal cesspool
of squalor with lustful
images and suggestive
text.
Check out the torrid
descriptions of tomatoes in the latest Park
catalog—and make
sure Granny is nowhere around with her
lye soap for washing
foul mouths:
“Firm, juicy and
flavorful…with
smooth shoulders…
deeply lobed fruits
weighing at least 12 ounces
each…with a bite that starts
sweet and finishes tart!”
If that’s not steamy
enough, consider pages
featuring row after tempting row of sweet corn.
Except it’s not just plain
“sweet” corn any more.
No! There’s also “triple
sweet” and “super sweet”
and “sugar enhanced.”
For Pete’s sake, one
photo even shows a hot ear
dripping with melted butter. I broke into a sweat and
began breathing in fits and
jerks the moment I saw it.
This is corn porn, and I
am powerless to resist.
They tell me I’ll go blind
if I continue looking at this
perverted stuff. Could be.
Then again, this racy
material is soooo alluring.
Maybe I’ll just keep turning the pages until I need
glasses.
Sam Venable is an author, entertainer, and columnist for the Knoxville
(TN) News Sentinel. He
may be reached at sam.
venable@outlook.com.

“All great and honorable actions are
accompanied with great difficulties, and
both must be enterprised and overcome
with answerable courage.”
–William Bradford
Shop www.braxton-bragg.com for Talon Turbo Cup Wheels
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Cutaway (above) shows how Talon™ Cup Wheel segments dovetail into the
wheel body to eliminate segment separation. The unique center segment
groove helps remove grinding slurry while reducing heat build-up.

Talon Turbo
™

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

“Thanks, everything is great! Thank you
for your awesome quick response. BraxtonBragg is the best company we deal with.
Your entire crew has been great and we
will always do business with you!”

Sincerely,
Kim Johnson

Talon™ Turbo Cup Wheels are designed to be aggressive, fast
working tools. The turbo design with two layers of segments with
spacing in between keeps the core and diamonds cool and removes
the dust, or if used wet, the slurry can be readily expelled.
The back of the cup wheel is polished aluminum and this softer
metal allows bounce to be absorbed, reducing chatter and making
the weight of the cup wheel less than other wheels.
Item # Description

Our Low Price

8714

Talon™ Turbo Dry Diamond Cup Wheel, 4”, Extra Coarse

$59.95

8715

Talon™ Turbo Dry Diamond Cup Wheel, 4”, Coarse

$59.95

8716

Talon™ Turbo Dry Diamond Cup Wheel, 4”, Medium

$59.95

8717

Talon™ Turbo Dry Diamond Cup Wheel, 4”, Fine

$59.95

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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10% OFF
MSRP

Weha Large 96” x 43” x 68”
Double Sided Transport Cart
#8010484

Reg. $1700

NOW $1530

Weha 78” x 56”
Single Sided Transport Cart
#8010483

Reg. $1030

NOW $927

Wheels sold
separately

Weha Shorty 78” x 42” x 32”
Double Sided Transport Cart
#8010487

Weha Large 78” x 43” x 68”
Double Sided Transport Cart
#8010480

Reg. $1009.40

Reg. $1350

NOW $1215

NOW $908

Weha 94” x 81”
Single Sided Transport Cart
#800002

Reg. $1405

NOW $1264.50
Weha A1500 5 Pad Vacuum Lifter
1500 lb Capacity
#138514

Weha Large 94” x 71”
Single Sided Transport Cart
#133321

W
A

Reg. $1368

NOW $1231.20

Reg. $6280

NOW $5652
Weha 84” x 27” x 40”
Yellow Granite Work Table
#140465

Reg. $345

NOW $310

Weha 84” x 28” x 40”
Granite Work Table with Locking Posts
#140470

Reg. $749

NOW $674

Visit www.wehausa.com to see our complete line of Material Handling Equipment.
Please visit your preferred Weha distributor to purchase.
Shop www.braxton-bragg.com for Stone & Tile industry products

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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ALL MATERIAL HANDLING EQUIPMENT
PLUS 2 FREE FAB STANDS (#137235)
& 1 FREE 20” WORK TABLE ( 134946)
with a minimum $2000.00 purchase*
Weha Hippo HD Bundle Rack
190,080 lb Weigh Capacity
#137605

rt

art

ts

nt.

Reg. $2300

NOW $2070

Weha Heavy Duty Remnant Rack
#134947

Reg. $315

Weha Buffalo Bundle Slab
Storage Rack
92,000 lb Weigh Capacity
#137328

Reg. $1450

NOW $1305
Weha Bison 5 Ft. Interlocking
Slab Storage Rack Set
#127435

NOW $283

Reg. $725

NOW $652

Weha Yellow Granite and Stone
A Frame Storage Rack Set with
Crossbar
#137635

Weha Yellow Single Sided
A Frame Storage Rack with
Crossbar
#139453

Reg. $245

Reg. $195

NOW $220

NOW $175
Weha Granite Shop Cart
4 Swivel Wheels
#139451

Reg. $212.50

NOW $191
Weha Granite Shop Cart
2 Swivel Wheels/ 2 Fixed Wheels
#139452

Weha V Cart Flip Cart
2000 Lb Capacity
#137206

Reg. $465

NOW $418

Reg. $198

NOW $178
* Offer good thru April 1, 2018. Free products while supplies last. Achilli products excluded from sale. Replacement parts and
accessory also excluded from sale. You must spend at least $2000 (not including taxes or shipping) to qualify for free items.

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Focus on Women in Stone: Sales

Continued from page 14

The company has six
locations: one each in
Connecticut, Pennsylvania,
and Georgia, two Texas locations, and our corporate
location is in North Bergen,
New Jersey. IGM offers
slab materials, tile and
granite, marble, limestone,
travertine and soapstone. In
recent years, IGM has also
taken on lines of manufactured quartz, currently featuring Polar Stone, to keep
pace with its popularity
and demand. IGM works
closely with fabricators in
assisting their customers in

slab selection for residential projects, and also with
designers, architects and
contractors for large-scale
commercial projects.”
I asked Megan how
long she been with IGM,
and her role there. She responded, “I have been with
IGM for over ten years as
a salesperson. I began in
the office, helping assist
with other sales personnel
and was promoted to work
inside sales. This includes
assisting in the selection
of materials for homeowners, designers, and

kitchen and bath contractors. Additionally, I now
handle some outside sales
by maintaining relationships with stone fabricators
throughout Connecticut
and Massachusetts. I assess and address what they
need to complete projects
in a timely fashion for their
customers. This includes
coordinating deliveries of
materials, assessing the
needs of fabricators stock
materials on site, expediting quicker turnarounds
for customers looking
to complete projects on
time-sensitive deadlines,

more about the industry –
from my colleagues – both
at IGM and the fabricators
we work with, how (the
industry) has continued to
change and innovate with
styles, and tastes an ever-changing consumer base
demands.”
Megan brought up a good
point of how the tile and
stone industry has gone
through a lot of changes. I
asked her to describe more
about her experience with
sales coming into the market when she did.
“When I began in 2007,
most of the business was

IGM has locations in Connecticut, Pennsylvania, Texas, and
Georgia, with a corporate office located in New Jersey.

and addressing and overcoming any challenges that
may arise.
“I came into the stone
industry completely green
when I started at IGM in
May of 2007, as I was returning to the workforce
after several years of being
home with my children. I
knew little about stone, the
stone industry or the larger
building/construction business. Throughout the years
I have been able to learn

focused on larger companies, developers building
larger sub-developments
and builders putting up multiple houses. Homeowners
were most often referred
to us through their builder
and were working on a new
construction project.
“With the collapse of
the housing market, everything changed in the
building industry and
IGM was not untouched.
Please turn to page 30

S lippery R ock G azette

Stay Strong, Carry On

Use Carry Clamps to Make Installation Easier AND Safer

M

any installers
recognize that
carrying clamps
can make their job significantly easier, but they’re
not often regarded as an
important safety device.
So let’s evaluate the alternative: When carrying
stone by hand, workers
have to stoop down low,
get one hand underneath
the stone while stabilizing the top weight with
the other hand, and lift
the stone several feet
off the ground—bearing
most of the weight with
just four fingers and a
crooked spine. And that’s
just to pick the thing up!
Actually getting the piece
to where you need it presents a whole slew of other
challenges and risks.
Transporting materials higher off the ground
raises the center of gravity, which reduces stability
and increases the potential for injury or damage.
Carry clamps allow workers to lift stone just a few
inches from the ground,
keep their backs and arms
straight, and maintain better control and leverage
with a secure, ergonomic
grip using both hands.
Using the right tools for
the job minimizes the risk
of injury, maximizes efficiency, and protects your
muscles and bones from
shock and fatigue. Learn
more about installation
and transportation safety
tools at omnicubed.com.
To equip your business
with these or other Omni
Cubed products, contact
your Braxton-Bragg representative toll-free at
800-575- 4401.

The Aqua-Jaw™ Carry Vise™ by Omni Cubed helps
provide grip points for unloading stone.

The Aqua-Jaw™ Carry Vise™ by Omni Cubed helps
provide grip points for unloading stone.

You can also use the
patented Aqua-Jaw™
Carry Vise™ as a handle for steering stone.

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Emily Tholberg Mosaics and Murals

Elkville is a full-height, 19-foot-long
backsplash mural made out of travertine, marble, slate, porcelain,
sandstone and pebbles. Installed in a
private residence in Pagosa Springs
Colorado.

Rick and Roxanne Jewell are the proud owners of The Tree backsplash. It’s assembled
from petrified wood, real gold and real silver, as well as stones both soft and hard. “The
Jewells are rock collectors and wanted me to use their stash of cool minerals. I also
made two small matching backsplashes for their bathroom vanity,” explained Emily.
Below: Buzz’s Canyon is 13 feet long, made out of carefully chosen pieces of slate, marble, travertine, sandstone, with blue ceramic for the sky.

Continued from page 2

“Maybe they’ll say they want a border
that looks like carpet, and I’ll tell them I’ve
got the perfect color to make a great highlight, while additionally giving consideration to what is going to be on the floor
or wall. Sometimes I’ll make a sketch, but
my clients usually trust me and know they
are going to get something unique. Murals
do take a lot of time, but I will not sacrifice
quality just to get it done.
“When I’m finished, I’m glad to let it go,
because those clients are very excited and
eager to have it.”

Tholberg on Tholberg
“We live in a world where so many
things are made with little or no personal
touch. I am doing something that’s created
by hand with the beholder in mind. That’s
my service, and that’s why I make art for
others. My website brings in clients from
all points: Florida, Oregon, California,
West Virginia, you name it, and their art is
shipped to them fully insured.
“As for the future, I have a friend that
that’s been encouraging me to apply
for a grant to do a mosaic out of marble
and granite in my hometown of Pagosa
Springs. We have a large wall downtown
on Main Street that’s got a painted image
of horses and mountains, but we are at
Shop www.braxton-bragg.com for Stone & Tile industry products

Left: A Horse For Terry is 16 by 18 inches, assembled from complementary shades of slates and blue ceramic. This detail shows how Tholberg
uses subtle textures and colors in her work.

7,500 feet above sea level and
sooner or later the U.V. rays will
burn off that paint — but not mosaic! So I’m thinking of applying
for a grant that will allow me and
town members to create a mosaic
for the town’s adornment.”

You Gotta to Give to Get
Like all successful artists,
Tholberg gives her work her all,
every time and every day while
in pursuit of her high-energy aesthetics, sublime style and special
brand. And within her legendary
collaboration of art, fabrication,
of delicate beauty, and within the

context of extreme craftsmanship,
the woman and her art remain cutting-edge. Currently, Tholberg is
working on another tree for a different client who was enthralled
with the concept of the first tree.
So fabricators, if you’re interested after reading this and are
seeking an edge in a market that’s
always looking for something
special, consider mixing the clean
lines of your granite or marble
with the natural beauty of Emily
Tholberg’s custom creations.
For more information and a gallery of samples, visit www.emily
tholberg.com.

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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BEST-SELLING
BRIDGE SAW BLADE

Stone Restoration and
Maintenance Corner

Corian surface
scratches filled, and
dull areas refinished
and repolished to a
higher gloss.

FEATURING

ARRAY
TECHNOLOGY

Continued from page 17

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

– Mike Weldon,
Stone Fuzion

20mm Segment and
Array Diamond Technology
Array Technology means that the
diamonds used on the Viper ® Array
blades are evenly spaced to provide the
same quality from the first cut of the
blade to the last.

!
mem
20
s
t
n
Segm
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

9881

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

$270.12

9882

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

$296.21

®

®

OUR Low Price

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Shop www.braxton-bragg.com for Viper Array Silent Core Blades

“Clean routinely and as
needed with this solution,”
were the instructions they
were given. Also, “Avoid
cutting on the Corian surface, and please use a cutting board (I like the new
acrylic versions) instead.”
The moral of the story is
to be able to think on your
feet, research, test, and test
again to confirm both the
results and the procedure.
I am currently working
on another material that
is more akin to faux marble. It does contain marble
dust and therefore etches
and scratches like marble.
What I have unfortunately

discovered is that it does not
polish just like marble. I am
still in the testing phases,
but so far, resin diamonds
seem to hone OK, but I
have not yet been able to
get the standard marble polishing products to produce a
high polish. I may have to
use a combination of what
I learned on the Corian and
what I know about marble,
but who knows? Stay tuned
as I will advise the outcome
in a future article.
As always, I recommend
submitting a test area to
confirm the results and the
procedure prior to starting a stone or hard surface
restoration or maintenance
project. Also the best way

to help ensure success is
by partnering with a good
distributor that knows the
business. They can help
with technical support,
product purchase decisions,
logistics, and other pertinent
project information.
Bob Murrell has worked
in the natural stone industry
for over 40 years and is well
known for his expertise in
natural stone, tile and decorative concrete restoration
and maintenance. He helped
develop some of the main
products and processes
which revolutionized the industry, and is currently the
Director of Operations for
M3 Technologies.

© MARK ANDERSON. www.andertoons.com

“Never tell a
woman she
doesn’t look
good in some
article of
clothing she has
just purchased.”
– Lewis Grizzard
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Continued from page 18

Interesting fact– Cambria
does not discontinue their
designs. They group those
145+ designs into collections. Their earlier creations are still available in
their CLASSIC Collection,
while two of their newer
designs, Highgate and
Ironsbridge can be found in
their Marble Collection, and
two of their most widely
popular designs, Berwyn

#3:
Cambria has a
philanthropic side. They
have teamed up with The
Arthritis Foundation and
created Camp Cambrias
in two different countries
(one in the United States
and one in Canada). These
camps are for children with
Juvenile Arthritis. They
offer a free, overnight, sixday camping experience
for children who, because
of their illness, might not
otherwise ever have a
camping experience.
Cambria quartz is but
one of the many brands
available. More brands are
popping up all the time.
Quartz products in general
are making a strong play
for the stone market and

Makita XCV04Z Cordless
HEPA Filter Dry Vacuum
®

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

!
NEW

Item # Description
11486

Price

Makita XCV04Z Cordless HEPA Filter Dry Vacuum
®

$738.45

Makita XCV05PT HEPA Filter Dry
Backpack Vacuum
®

!
NEW

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

Price

Makita XCV05PT HEPA Filter Backpack Dry Vac. Kit
®

$667.69

Makita 12 Gallon
Wet/Dry Shop Vacuum
®

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

and Praa Sands, are in their
Waterstone Collection. In
March 2017 Cambria introduced its “matte” finish.
The matte finish is available
on all designs and carries
the same warranty as their
normal polish finish.
If you turn over a sample
of Cambria, the label declares Cambria to be NSF
certified and GreenGuard
Gold certified as well.
However, Cambria has
also become Declare certified and a member of the
Health Product Declaration
Collaborative. Another interesting fact –  Cambria
helps with LEED points.

to their home to investigate,
help resolve or fix the issue.
I don’t know another quartz
company that does that.
Please bear in mind that not
all the Cambria FST positions have been filled yet,
so if there is not an FST
available in your area yet,
just call your fabricator or
Cambria.
Here are a few more interesting facts:
#1: The Cambria plant in
LeSueur, Minnesota has its
own complete, fully functioning fire department
(Well, when you create
something that large, you
need to protect it.)

Shop www.braxton-bragg.com for Makita Dust Control products

they are here to stay.
These “Interesting Facts”
are just that – FACTS. They
are not meant to promote
Cambria quartz or to try
to coerce you into buying
it or selling it. Hopefully,
as time goes by, we will
all learn more Interesting
Facts about other quartz
brands and we will all be
able to help our customers
make informed, educated
decisions.
Please send your thoughts
on this article to Sharon
Koehler at Sharon@asdrva.
rocks.

for Dust Management on the Job Site

In 2006 they more than
doubled the size of the
LeSueur plant to 350,000
square feet. Then in 2012
they added two more production lines and another
408, 000 square feet to the
plant. That is two huge plant
expansions in just 14 years.
We certainly cannot forget
about the more than 100
designs they have created in
the last 14 years.

You can pick up one point
for a low emitting surface
and possibly another ¾ of
a point for local manufacturing if you are within a
500-mile radius of LeSueur,
Minnesota.
Cambria comes with a
Limited Lifetime Warranty
for both their polish and
matte finishes. The warranty basically says the
product must be fabricated
and installed by a Cambriaapproved fabricator and
installer, ownership is not
transferable and it must be
paid for in full for the warranty to kick in. Interesting
fact – Cambria has created
a company position called
Field Service Technician
(FST). If for some reason a
consumer has an issue with
their Cambria they can call
their fabricator, their distributor or Cambria itself,
and a local FST will be sent

#2: If you are interested
in seeing how Cambria is
made, simply call the plant
in Minnesota and schedule
a tour.

Makita Vacs and Shrouds

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

T
BERIS
CE!
P

Item # Description
5146
11482
		
11491
11483
		

Our Low Price

Makita VC4710 12 Gallon Wet/Dry Vacuum
®

$699.95

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

$57.07

Makita ® Dust Extraction Surface Grinding Shroud, 7”

$70.77

®

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

$118.47

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Amy Miller Named New
Executive Director of ISFA

A

my Miller was hired to
serve as the Executive
Director of International
Surface Fabricators Association
(ISFA) at the end of November,
2017. Miller has the honor of
being the first woman to serve in
this highest position on the ISFA
staff.

Amy Miller, New Executive
Director of the ISFA

“Amy is a consummate professional with real world experience working for a world class
fabrication company,” said ISFA
President Ryan Miller. “She
is enthusiastic and is already
working on implementing some
great ideas for advancing the
association. The ISFA Board of
Directors is confident that she
will perform well in the role.”

Previously, Miller was
the Director of Business
Development for the L.E. Smith
Company, a third-generation,
family-owned, premium quality
surface fabricator and distributor
with more than six decades of service to the construction, cabinetry, millwork and retail industries.

“This four-step system is the best solution I have come
across for polishing engineered stones. There is no
color transfer from the pads. The process is quick and
they work equally as well on our natural stones.”
–Phil Kuczma, Shop Manager, Italian Marble and Granite
Inc., Clarence Center, N.Y.

Quartz

Use for Silestone, Caesarstone,
and Cambria

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

No Orange Peel!
O

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

These pads, with only a 4-step process, perform better and offer a better
finish than a traditional 8-step pad set.
And because of the next generation resins used in Talon™ 4-Step Pads,
they are non-marking and will not bleed like other pads.

	 Item #

Description

Polish Faster and Get a Greater Shine Sooner!

In other words, the proprietary design of these quartz polishing pads
allows the fabricator to achieve the best quality finish and shine, while
saving you time.

Call Today for a 30-Day, No-Risk Trial…

Call 1-800-575-4401 today and give the new Talon™ 4-Step Quartz Wet
Polishing Pads a try.
If you don’t agree they save you time and money, then just let us
know within 30 days and we’ll buy them back from you.

Our Low Price

18278

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

$25.95

18279

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

$25.95

18280

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

$25.95

18281

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

$25.95

IN
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W
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com
Shop www.braxton-bragg.com for the Talon 4-Step pads

As the Director of Business
Development for L.E. Smith for
more than seven years, Amy was
responsible for sales and marketing strategy implementation,
new product development and
brand awareness, among other
key functions. She also served
in various management and sales
positions previously and earned a
degree in marketing from Miami
University.
Additionally, she was elected
to the ISFA Board of Directors
in late 2016, serving on the board
from Jan. 1, 2017, until she
stepped down to take the position
as ISFA Executive Director.
“My goal is to not only increase
the membership of ISFA, but also
to refine and improve the depth of
member benefits the association
offers,” said Amy Miller. “I am
excited to take on this responsibility and spend more time with
our members discussing how we
can better serve them as the organization moves forward.”
Amy Miller has stepped in to
fill the position held for the past
year by Bryan Stannard, who is
now pursuing other opportunities
in the industry. “We offer thanks
to Bryan for helping to advance
ISFA during his tenure, and we
look forward to a very bright future for ISFA and its members.”
added Ryan Miller.
For more information, please
feel free to contact Amy Miller
directly at AmyM@isfanow.org
or (567) 239-2101.
The International Surface
Fabricators Association (ISFA) is
a not-for-profit trade association
dedicated to helping its members
become more profitable through
education, fostering professionalism and promoting the countertop
industry. For more information
contact the association at 412487-3207 or info@isfanow.org.

“No sooner met but
they looked, No sooner
looked but they loved,
No sooner loved, but
they sighed, No sooner
sighed but they asked
one another the reason.”
–William Shakespeare
As You Like it

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Ten Truths
Continued from page 14

4) People pay more for that
which they value. Studies
show that half of all consumers surveyed value unique features and/or premium services
over a low price. Those who
understand what their customers value and aren’t afraid to
charge for it, will prosper.
5) Quote follow-up = sales
that go up. A prompt follow up
call, simply to make sure that
the client received the quote,
and to ask if they have questions, will result in more sales.
Failing to follow up leaves the
door wide open for your competitors to close your sale. It
also leaves you with quotes on
your desk instead of jobs on
your calendar.
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The longer they’ve been on the
team, the greater the disruption
it will mean.
10) Refusing to change = inevitable decline. Ignoring or
refusing to accept and adopt the
changes that threaten “the way
we’ve always done it” is the

8) Granite is heavy and if
you are careless it can kill you.
Fabrication will always be a
potentially dangerous business
for those handling granite slabs
and bundles. Regular safety reminders, discussion of safe slab
handling techniques and regular inspection of equipment
will save lives.
9) Employee turnover is
EXPENSIVE. No matter how
you slice it, anytime an employee moves on unexpectedly,
great expense is to be expected.

changes expose the true character and test the beliefs of the
people living through them.
The people who have built
their lives on the foundation
of enduring truth and reality
emerge from those seasons
wiser, stronger, and wealthier.

Aaron Crowley is a stone
shop owner, innovator and
inventor, author, speaker, and
consultant to mid-size stone
companies. Contact him at
aaron@crowleysgranite.com .

Braxton-Bragg Slashes CNC Prices—AGAIN!
All in stock with IMMEDIATE Delivery!

Was...
Now...

re
Compa
at...
CNC Tool

Complete
Complete
Shape		
Set
Set

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

6) Cash is king. Companies
that are liberal with spending
and lackadaisical with collections are chronically short
of cash. The consequences of
such behavior leads to limited
resources for maintaining vendor relationships, the inability
to capitalize on opportunities,
unable to weather short term
declines in the business.
7) Short term pain = long
term gain. Shortsighted decisions really do shorten the life
of the enterprise. Maintenance
on equipment and vehicles,
training for staff, and servicing unhappy customers can be
painful in the moment, when
other expenses abound. But
they are investments that make
the future of the enterprise
more likely.

highway to obsolescence. You
do not need to bend your principles to current circumstances,
but practices and opinions of
how things should be done must
be flexible and modified to successfully adapt.
Seasons of upheaval, uncertainty, and revolutionary

Radius
A-30 R5			

$3,750.00 $2,017.95

Demi
B-30 R30			
Bullnose

$4,509.00 $2,311.95

Bevel
E-30			
$3,864.00 $2,099.95
Ogee
FG-30			
Bullnose

$5,490.00 $3,348.95

Ogee
FZ-30			
Straight

$4,452.00 $2,555.95

Double
T-20 R3			
Eased

$2,784.00 $1,617.95

Double
T-30 R3			
Eased

$3,024.00 $2,008.95

Double
T-30 R6			
Eased

$3,776.00 $2,008.95

Full
V-30 R15			
Bullnose

$4,567.00 $2,515.95

Z-30			
$3,795.00 $2,071.95
Straight

Complete
Set

$1,064.84

$968.01

$1,626.00

$1,109.54

$1,810.00
$1,315.65

$1,530.00

$1,854.17

$1,864.00
$1,882.00

$1,098.32

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

Braxton-Bragg offers superb quality
CNC Tooling in the most popular profiles!
Viper ® CNC Tooling is the only CNC tooling system featuring a 6mm layer of diamonds on each
profile wheel, including the polishing steps, ensuring the longest tool life in the industry.
The Viper ® CNC Tooling system features seven steps - 5 metal and 2 ceramic polishing steps.
This allows you to complete the job faster than any other CNC system in the stone industry. All
of our CNC tooling is accompanied by data sheets with complete set-up information including
pre-calibrated setting parameters, detailed operating information, and maintenance instructions.
All tools are carefully balanced and inspected by strict quality control standards. All of our CNC
profiles are produced with a standard 35mm bore.
NOTE: For individual position pricing, call 800-575-4401 or visit www.Braxton-Bragg.com/
ViperCNC
Manufactured By

REAT
G
E
M
SA
CT!
PRODU PRICE!
OW
NEW L ’S NOT

WHAT IKE?
TO L

WHY PAY
OUTRAGEOUS

PRICES?

Call Daryl Sims at
877-493-0394
if you are ready to improve
your CNC tooling performance.

Fax 800-915-5501

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

Shop www.braxton-bragg.com for Viper CNC Profile Wheels

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The Slippery Rock Classifieds
Classified Ad Guidelines
Ads not meeting guidelines will not
be published.
•$30.00 per print ad, per month. Ads
may be renewed by contacting the
Slippery Rock Gazette. Free online ads!
•Maximum of 70 words or less per ad
•Payment must be made at the time ad is
submitted. Credit or Debit Card only. A
Credit Authorization Form is available
by fax, or download a PDF from the

Slippery Rock website.
•All faxed ads must be typed–No handwritten ads–No exceptions.
•Please review all your ad info before
submitting– NO refunds will be given
for ads that are submitted with the
wrong contact info or content and then
published.
•Best way to submit an ad is by going
online at www.slipperyrockgazette.net
for a free ad, or use the online form for
a print ad, then fax payment to 865-6888254, (Attn: Rhonda Griffin).

2018 Classified Ad Deadlines
Issue
March 2018
April 2018
May 2018

Help Wanted
LOOKING
FOR
QUALITY
PEOPLE! Shop Foreman/Templators
+. Must be experienced and precise at
templating, making repairs in the
field and know installation, and have
an understanding of the granite and
quartz business. This is a $50,000 to
$100,000 +++ position for the right
person. Relocation help possible. We
are also looking for bridge saw operators/sawyers, fabricators and countertop installers. We are also looking
for cabinet designers who know 20/20
software, and cabinet installers. Please
fax your resume to 480-844-5151 or
e-mail it to info@countertoprock.com
or through our website www.counter
toprock.com.
_____________

Business Opportunities
How Many More Sales Do You
Want This Month? Let’s partner
up and grow your business. We have
been helping granite fabricators since
2009 go from commercial to build a
direct to consumer marketing channel.
With over 20 million in countertop
sales at this time, we will help you
Sell More Granite. Call 877-8771916 or visit www.FireUps.com for
more details.
_____________

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 relationships 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 you’re

Ad Submission Deadline
Wednesday, January 24, 2018
Wednesday, February 21, 2018
Wednesday, March 28, 2018
interested in becoming a participant
in this program, and we will print
postcards and brochures customized
to your business, for you to hand out
to clients and prospective customers
interested in your countertop services.
The postcards and brochures will be
printed with your company name and
address. The space | Your Business
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

Readers Please Note:
The information contained in our
Classifieds section is provided by
third parties and not an endorsement
of particular products, companies or
employers. The SRG encourages all
interviewing employers to carefully
conduct prescreening of all prospective employees, and purchasers of used
equipment are encouraged to use caution and common sense.
®

your Braxton-Bragg account to enable
us to track your customers. You will
receive a rebate from us when one of
your customers purchases Supreme
Surface Products. For more information about this program, please contact
one of our salesmen at 800-575-4401.

Thassos White Marble
Buy factory direct. We ship all over the U.S.
Buy from the #1 U.S. source for White Thassos since 1988! We
produce the whitest Thassos available in slabs, 2cm, 3cm and
tiles 12 x 12, 18 x 18 and 24 x 24, with over 150,000 sq. feet in
our Houston warehouse.

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

For your subscription requests,
address changes, and

FREE CLASSIFIEDS

visit www.slipperyrockgazette.net

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

PAINT MARKERS

DEMO & CLOSEOUT
T ools and E quipment

TOUGH TOOLS

FOR USE
IN ALL
FABRICATION

Writes on
Most Surfaces

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

METAL, GRANITE & MARBLE

1-800-851-8464

Call For
FREE
Samples

METAL TIP

640 X 450

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

Dr. Fred Makes House Calls
tone Forensics is now offering custom, in-house training! Let us come to you
and provide in-depth training in all
aspects of:

•
•
•
•
•
•
•

•132 TON SPLITTING FORCE
• 25.2” BLADE LENGTH and 		
17.72” SPLITTING HEIGHT
•15 KW PUMP UPGRADE 		
PRODUCING BLADE SPEEDS of;
• 6.39” PER SECOND DESCENT 		
and 7.17” PER SECOND RETRACT

(518) 499-0602
ApexEquipIntl@Aol.com

www.ApexEquipmentInternational.com

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

• Demo Stone Pro Rock Jockey, slight use, $3,300
• #5580099 Demo Stone Pro Seam Machine, like new, regularly
$769.90, NOW $595 • Demo Raimondi Gladiator 130 Tile Saw, 68˝x 27˝ x
31˝, uses 10˝ blade, $1,732 • #274299 Demo Stone Pro SR2 7ft. Rails with
Suction Pads, $399 ea. • #1013699 Demo Blue Ripper Miter Master, $999
• #378499 Demo Stone Pro Hydraulic Beaver, $2,880 • #386699 Demo
Hercules Polisher, Rear Exhaust, Reg. $198.95, Demo– $99!

S

IGLOO 120

•TESTED and PRESSURES SET 		
PRIOR TO SHIPMENT

Once They’re Gone — They’re Gone!

Fabrication & Installation
Repair & Restoration
Countertop Polishing
Historic Restoration
Engineered Stone Repair
Countertop Installation
Stone Forensics & Stone
Failure Analysis
Our advanced training can result in increased
job satisfaction, employee morale and motivation, and reduce turnover. Increase your capacity
to adopt new technologies, and increase efficiency
in processes resulting in better ROI and profits.

Call for a quote 321-514-6845 or fhueston@aol.com
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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iQ Power Tools Introduces
Dry Cut Tile Saw
Accessories at Surfaces

The Slippery Rock Marketplace

iQ

Quality material handling equipment

ALL NEW

EDGE SEAMER

learn more
www.omnicubed.com

www.wilsonsaws.com

TISE West– Booth # 3165
Wilson Industrial Electric
Inc.

Abaco Machines USA
The Backbone of the Stone and Glass Industries

Manufacturer and Distributor
of Stone and Glass Material
Handling Equipment
WWW.ABACOMACHINES.COM

Your #1 Source for Stone
Adhesives & Epoxies
www.bonstone.com

Since 1933...

the original and
most trusted seam
adhesive

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

MADE IN THE USA

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

www.fabricatorsfriend.com

Introducing the Elipse Polishing System with
exclusive TrifectaMate Technology ™ and
revolutionary Elipse Backer Pad

Used by 11 out of 12 fabricators of the year

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

The iQTS244® is a 10-inch dry-cut tile saw specifically created for professional tile setters and contractors.
Designed with fully integrated dust control technology,
this innovative tool allows for tile to be cut inside or
outside with no water and no dust.
iQ Power Tools now claims to meet and exceed their
customers’ needs with the addition of three key accessories: The iQTS244 Miter Attachment; the iQTS244
Extension Table; and the iQTS244 Vacuum Port Hose.
The iQTS244 Miter Attachment accommodates
22.5 degree and 45 degree miter bevel cuts for both ceramic and stone tile up to 24 inches long and ¾-inch
thick. The iQ quick clamps allow for quick setup and
versatility for making miter cuts on various tile sizes
and thicknesses.
•24 inch miter cut length capacity
• Miter up to ¾ inch thick materials
• 22.5 degree and 45 degree miter bevel cuts
• iQ quick clamps facilitate easy setup
The iQTS244 Extension Table adds versatility to the
iQTS244 dry cut tile saw. The Extension Table utilizes
a smooth, extra-large table surface and cutting fence that
allows cutting of large-format, ceramic tile of 48 inches
or more. The synchronized measurement scale on each
end of the table and the quick clamp cutting fence enable long cuts that are accurate, simple to set up, and
easy to cut. The iQTS244 cutting fence is designed to
clamp on the side for easy transport and storage.

The Most Advanced Polishing
System Since…EVER!

www.braxton-bragg.com

Power Tools, manufacturer of premium power
tools with integrated dust collection systems, introduces accessories for the first “Dry-Cut Tile Saw”
designed to cut ceramic, porcelain, marble and stone.

www.laserproductsus.com

Please turn to page 30
iQ Extension
Table and Miter
Attachment

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

100% Money Back Guarantee!

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

WWW.STONEPROEQUIPMENT.COM

NED SHAW MACHINERY
SASSO MACHINE PARTS/SERVICE

“We buy used Flying Flats”

15 Shady Lane
Deer Park, IL
60010
Formerly USG
Machinery

847-980-7629
ned@nedshawmachinery.com
Shop www.braxton-bragg.com for Stone & Tile industry products

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

HE
SEE T

VIDEAXOTON-

.BR
WWW
M
G.CO
BRAG

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.

Item # Description
2743
		
		
		

OUR Price

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

Focus on Women in Stone: Sales
Continued from page 22

Anyone involved in any
aspect of the construction/
building industry, especially those of us involved
in material supply, felt the
strain. New construction
ground to a screeching
halt. However, we saw a
new trend emerge; if people couldn’t sell they were
going to renovate, if they
couldn’t buy a new dream
home they would make
their current home into their
dream home. Homeowners
were now turning to contractors, kitchen and bath
dealers and interior designers for direction and guidance for improving existing
homes, rather than builders
and developers to build
a new home. This trend
caused us at IGM to shift
our focus as well, and create
new relationships with the
growing base of kitchen and
bath (renovation) industry.”
We discussed more about
her experience of being a
woman in stone, and asked
her to describe her journey.
She said. “In the building
industry, being a woman
has been a challenge in
a landscape traditionally
dominated by men. It is
especially important to be
able to speak with confidence and understanding of
not just stone distribution,
but it’s fabrication as well.

iQ Power Tools Accessories
Continued from page 29

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

“It’s the only way I can keep his attention.”

The iQTS244 Vacuum
Port Hose

Shop www.braxton-bragg.com for Stone Pro SR2 Support Rail System

Being knowledgeable about
not only your product, but
also how it’s mined, how
it’s transported and how
it’s fabricated is important
for anyone in the stone industry, but maybe I have
felt the pressure just a little bit more than my male
colleagues.
“Being able to understand
the ways that our materials
are manufactured, treated,
cut and installed and the
methods that are used help
any salesperson work with
their customers, however,
it is sometimes even more
important for the women
in this industry so as to not
be dismissed in their understanding of “how things
work.” Unfortunately, I
think most women in the
building industry have come
up against some of this, and
learning as much as we are
able about the industry and
speaking from a place of

• Cut large-format
ceramic tile 48 inches
or larger
• Heavy-duty, durable
PVC board with smooth
cutting surface
• Synchronized measurement scale on each end
of table for easy set up
and accurate cuts

other areas where you need
a quick touch up. Featuring
a 10-inch hose and both
narrow and wide nozzle attachments, the Vacuum Port
Hose Kit quickly connects
to the dust collection slot of
the iQTS244. The Vacuum
Port Hose Kit comes with a
handy carrying bag to keep
everything organized and
ready when you need it.

The iQTS244 Vacuum
Port Hose converts the
iQTS244 into a convenient
vacuum that can be used to
clean up the surrounding
work area, grout joints and

• Easily convert your
iQTS244 into a vacuum
• Durable, constructiongrade hose and nozzles
made to endure years of
job site use

Features

knowledge and confidence
is the best way to overcome
those prejudices.”
I asked Megan where does
she see the tile and stone
industry moving forward.
“The stone industry needs
to remain flexible and innovative moving forward. Just
as we had to switch gears
when the housing markets
changed, when our core
customer base shifted, when
new materials gained popularity, we need to be poised
to respond to any changes
the future brings.”
Megan McNally from
IGM is very engaging
speaker and a powerful
advocate for women in the
stone industry, and I look
forward to bringing you
next month’s article where
I’ll look further at sales,
and the experiences and
perspectives of women in
stone. Have a great month!

• Keeps your work area
neat, clean and dust-free
• Convenient, eliminates
the need for a separate
vacuum in your
workspace
The iQTS244 saw along
with all the accessories
was demonstrated LIVE
at the iQ Power Tools
booth, #4575, during The
International Surface Event,
held January 30-February
1, 2018 at Mandalay Bay
Convention Center in Las
Vegas.
For more info, please contact Sarah Hurtado at Sarah.
Hurtado@iqpowertools.
com , 888-274-7744 or visit
www.iqpoertools.com .

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

Brown Empire marble
fireplace fabricated for a
residential client has a
wealth of detail, built up out
of stacked bullnose shapes.

Makita 18 Volt LXT
Sub Compact Cordless
Combo Kit
Buy

Continued from page 13

Does Automation Equal
Fewer Employees?
One of the biggest fears
people harbor toward technology, especially robotic
technology, is the fear of
being replaced by one of
these cutting-edge machines. This may be true
in some instances, such as
within a normal production
environment, but hardly
true when growth and increased production is the
goal.
Case in point: MKD’s
Fusion operator became
their BACA operator, and a
new employee was hired to
replace him. As a result, the
company has to deal with
higher production, which
increases the need for more
warehouse personnel and
installers. In this demand/
growth situation, good

incentives and benefits are
key to attracting new people and keeping the ones
you already have happy.
For a constantly growing
and well-managed company, this growth and hire
cycle renews itself every
few years, but not without
challenges, said Ostafin.
“One of our biggest challenges seems to be getting
the different personalities
to work with each other
and accept that their job has
changed. Generally, people
are resistant to this. Our
saw guys had to learn two
different systems, and our
programmers actually had
to learn three different systems from when we started.
We also had to move people from certain areas to
make room for machines.
Right now we’ve got a great
crew, and it’s working. All
are very good, and some

IMG_0092.JPG

Quartz countertops and islands, with custom cabinetry
for a residential kitchen.

Shop www.braxton-bragg.com for the Makita Combo Kit

are extremely talented. In
our stone division, we have
30 employees. That counts
shop, programmers and office. MKD is a good company to work for and many
employees have been with
us for a long time. We offer
competitive wages, good
benefits and we will work
with people when they have
issues outside of work that
they need to take care of.
We also have two shifts
and offer a choice for families that have two income
earners.”

What’s Next
“We are never going to
stop expanding and looking
for new employees to fill
key positions. Our immediate plan, which is in the next
12 to 16 months, is to install another Park Industries
Titan and a BACA Robo
SawJet. We are constantly
evolving, and I believe that
this is the way to control
the market share that we
already have. We will also
continue to invest in new
technology and materials.
I’m very fortunate that the
company owners are open
to changes, such as software
to help us become more efficient. So if I research it
and find that it’s good, we’ll
probably do it.”
For more information,
visit www.mkdkitchens.
com .

The Combo Kit includes two18 volt batteries, an ultra-compact, 2-speed,
brushless driver-drill with two speed settings that weighs only 2.8 lbs., and
a variable speed brushless impact driver
with two speed settings that weighs only 2.6 lbs.

An EXTRA
Makita 18 Volt
Compact Lithium
Ion Battery

Get
FREE

A

$

37

9VA5LUE

Best Products, Lowest Prices,
Better Service
Limited Supply! Hurry–Special Offer Ends February 28, 2018
Item # Description			PROMO Price

11477
		

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

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Bigfoot
Statue Gets
Attention for
Whitehall, NY
Stone Shop

For the recent holiday, Bigfoot’s
head was covered with a large
red-and-white Santa Claus hat.

A 1,000-pound Bigfoot in
a near full-run on the edge of
Route 4, just outside the village
of Whitehall is getting lots of
attention since his unveiling
one Saturday in December.
“People have been pulling
over and stopping to get a better look,” said Paul Thompson,
the owner of Vermont Marble,
Granite, Slate & Soapstone
Co., who commissioned the
sculpture to sit outside his business located in the old Garden
Time location. “A school bus
just came by and you should
see the looks on their (students’) faces.”
The 11-foot, 8-inch steel
sculpture supports the longheld belief by many, including
several Whitehall locals, that
Bigfoot lives in the mountains of Whitehall. And, for
years, there have been reported
Bigfoot sightings, with some
particularly convincing tales
detailed in magazines and several documentaries, including
the 2016 “Beast of Whitehall.”
Six months ago, Thompson
opened his business’ Whitehall
location, after a move from
Castleton, Vermont, where he
had been located for a decade.
And that’s when he began
learning about the Bigfoot legends and culture of Whitehall.
We’ve had a few trackers
come in here,” he said. “There
was a trapper with all his beads
and necklaces and feathers.
They come from all over. This
is the Bigfoot spot on the East
Coast.”
Please turn to page 33
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The Most Advanced Wet Polishing System Since... EVER!
A true, state-of-the-art engineered and manufactured
labor-reducing pad is finally available for Granite,
Marble and Quartz Polishing.

Elipse 6-Step Wet Polishing
Pads combine TrifectaMate ™ Pad
Technology with the genius of one
of the stone industry’s finest minds,
Barry Brandt, and the efficiency of
elliptical patterned orbital polishing
backer pad. This really does put a
new spin on how you polish stone.
This breakthrough combination
allows you to harness the power
of elliptical motion without losing the center water feed vital
for stone polishing. The result is
a nearly perfect polish with less
physical pressure and less manipulation of the hand-held polisher.
In other words, you get a better
polish with less effort from your
polishing craftsman (50-80% less
human energy needed). The combination of cutting edge engineering,
manufacturing and labor reduction
is the reason we can confidently say
you’ll save up to $2 per foot on your
production costs.
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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.

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

Shop braxton-bragg.com for the New Elipse 6-step Polishing System

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Bigfoot Statue
Gets Attention
for Whitehall, NY
Stone Shop
Paul Thompson, owner of
Vermont Marble, Granite, Slate
& Soapstone commissioned the
statue to promote local lore.

Continued from page 32

What he was hearing sparked
an interest and prompted
Thompson to emphasize the
Bigfoot connection in his
business.
“I was going to get an 8-by-4
piece of plywood and make a
silhouette of Bigfoot,” he said.
But before Thompson had
time to create his own Bigfoot,
sculptor Steven Mestyan Sr.,
of Hampton, and owner of
Skelabar Studios, approached
Thompson.
“He said, ‘I’ll make it the
way you want it,’ ” Thompson
said, adding that Mestyan
said he did not have to buy it
if he did not like the finished
creation. “When I first saw it
when he was building it in his
garage, I put down a deposit
on it.”
“I posed for it,” he said about
his own sculpture. “I wanted
him (Bigfoot) to be running
across the street in a full run.”
And now that Bigfoot has
settled into his new home at
the edge of the village, his
metal strips will weather into
a patina, Thompson said.
While the bulk of his business is in high-end slate, marble and granite countertops
and soapstone stoves and
cookware, Thompson has embraced the local lore in a gift
section of his business, including Bigfoot T-shirts, carved
mugs and parchment maps of
“Official Whitehall Bigfoot
Sightings.”

“OK, that’s a good start. Not so hard next time.”

Finally, a Manufacturer Who Listens to a Repairman
Now the Strongest Guarantee in the Industry—12 Months!
ONLY

$

5
9
9
,
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I am Bill Roberts and I approve this message!

Hercules Single Speed
with Hydroplaning System
®

A Repairman’s Story
My name is Bill Roberts and I repair routers
for Braxton-Bragg. Over the years, I have
worked on hundreds of routers made by
most manufacturers including Sector,
Stinger, MEM and others.

I Have Seen a Lot of Wear and Tear…
Routers get a lot of hard use. Some parts
simply wear out, and some occasionally
break. Over the years I saw patterns and
often wondered why manufacturers did not
beef up more of the critical parts.

Nobody Listened

Little Things Matter
Often it was the little things that mattered.
An engineer in a lab does not know the real
world of a stone shop, and how the shape
of the power cord, the thickness of a belt,
or the type of bearings used can affect
performance.

Single Phase Power
It costs more to produce a powerful router
with single phase power than with 3-phase,
but when asked about making it 3-phase, I
told them that many shops only had single
phase power…and they listened!

From time to time, I communicated ideas
but for the most part, did not see any
changes.

21 Improvements Later
Well, to make a long story short, the
manufacturer
has
implemented
21
improvements in the design of the Hercules
Router. These improvements make it perform
better and last longer. I believe you will agree
with me that this is the most reliable router
you have ever used.
®

Now the BEST Guarantee
in the Industry—12 Months!
Because of the changes, the router is now
backed by a 12-month guarantee—the
longest in the industry. I would have to
say that this is the most reliable router that
Braxton-Bragg has ever sold.

Finally, Somebody Did

“Before you react,
think. Before you
spend, earn. Before
you criticize, wait.
Before you quit, try.”
– Ernest Hemingway

Then about three years ago, I was asked
to provide detailed information on my
experience with Hercules Routers. Since
Hercules is our best-selling router, I had a
lot of practice repairing them. Now I finally
got the chance to take one completely apart
and find the most worn components.
®

®

Item #

Description

Our Low Price

55095
		

Hercules Router Edge Profiling Machine, Single Speed
with Hydroplaning System

		

F.O.B. Knoxville, TN

®

$1,995.00

Manufactured By

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

Shop www.braxton-bragg.com for the Hercules Router

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Granite: What’s In a
Name?

“T

hat is not granite.” I said
firmly, brimming with
24-year-old certitude. The salesperson gave me a look over his
glasses, annoyed. In his hands
was a sample of Black Pearl.
“It’s anorthosite,” I said, taking
the stone, turning it in the light,
and admiring the reflections off
the steel grey feldspar crystals.
“There’s no such thing as black
granite.”
The salesperson softened and
we had a lively conversation
about stones from Norway, upstate New York, and other localities. While our approaches to
stone came from different directions, we shared an absolute love
for them.
Scenes like this probably unfold
every time a geologist walks into
a stone showroom.
To a geologist, granite is one
specific type of stone. It’s a lightcolored, coarse-grained igneous
rock. Thus, “black granite,” to a
geologist, is an oxymoron akin to
a “vegetarian steak.” There simply is no such thing.
But neither side needs to be right
or wrong on this. Naming conventions for stones vary across different industries. Those who work in
mining, gemstones, commercial
stones, and geology all have their
own language. And that’s okay.
Everyone should use the names
that make the most sense for
their purposes. The stone industry needn’t start labeling slabs as
granodiorite or monzonite just to
make geologists happy.

What’s In a Name?
In the natural stone industry,
“granite” often means any hard
stone that is not marble. Different
dealers use the term granite
slightly differently. For example, quartzite and sandstone are
sometimes classified as granite.
Ideally, the names of stone reflect
what they actually are. The more
precise the definition, the clearer
it is for everyone: consumers,
salespeople, architects, designers,
and fabricators. That said, stones
with the same traits can be lumped
together for simplicity’s sake.
Perhaps the most useful definition for commercial granite
is one that includes all igneous

Karin Kirk

usenaturalstone.com
Diagram © Karin Kirk

rocks, plus gneiss and schist.
This grouping makes sense because these stones have similar
properties, are generally made of
the same minerals, and can all be
used in similar ways.
This article will talk about igneous rocks that comprise most
of the granite family. Gneiss
is a metamorphic rock that has
been heated and compressed
to the point that a linear pattern

develops, giving the stone flowing
stripes of color. Schist is another
metamorphic rock that contains
abundant mica, which imparts
a glittery look to the stone. (See
January 2018 Slippery Rock)

Defining granite
Let’s talk about true, geologic
granite for a moment.
Geologist’s granite is made of
four minerals: feldspars, quartz,
mica, and hornblende. The feldspars can be white, light grey, and/
or pink. Quartz is usually glassy

Geologist to Commercial Translation Key
Geologists Say:

Stone Industry Says

Granite

Granite

Diorite

Granite

Andesite

Granite

Syenite

Granite

Gabbro

Granite

Anorthsite

Granite

Basalt

Granite

Granulite

Granite

Gneiss

Granite

Schist

Granite

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

© Image Karin Kirk for MIA+BSI

Barcelona granite from MS International shows all the components of
a standard “granite:” an interlocking texture with quartz and feldspar.

grey, the mica is black or silver
flakes, and hornblende looks like
black rectangles. Each of these
ingredients is large enough to see
© Image Karin Kirk for MIA+BSI

and point to. The stone has a light
color and a chunky texture that
contains all of the colors evenly
distributed throughout the stone,
without any particular pattern or
grain. Examples of geologist’s
granite are Barcelona, Giallo
Atlantico, White Mount Airy, and
Luna Pearl.
Granite is but one of many types
of igneous rocks. Like most scientists, geologist love to organize
and classify things, and there are
all kinds of important meanings
behind the mineral contents and
textures of igneous rocks. But for
commercial use, the minerals and
colors are mostly a matter of aesthetics. Thanks to the variations
of melted rock, we can choose

from igneous rocks that are pale
grey, creamy tan, warm bronze,
dark green, or stark black.

Granite Forms in
Magma Chambers
Granite and all the other commercially useful igneous rocks
form in a similar way. They all
start out as molten rock that cools
underground. Unlike lava that
erupts from a volcano with dramatic flair, granite does not erupt.
It stays underground and slowly
cools down, changing from a thick
liquid to a solid mass of crystals.
Depending on the depth and size
of the magma chamber, this process can take thousands to millions of years.
In general, the longer it takes for
a stone to turn from fluid magma
to solid rock, the larger the crystals. If the whole magma chamber
cools down at the same rate, the
rock will have an even texture
where all the minerals are the same
size (like Barre Grey). If it cools
at different rates, you’ll get minerals of varying sizes (like Baltic
Brown). Fine-grained stones like
Absolute Black cooled relatively
quickly and did so near the Earth’s
surface where it’s not that hot.
Coarse-grained stones like Uba
Tuba cooled more slowly.
In geology, what happens underground does not stay underground.
Subterranean rock formations
are heaved upward by tectonic
stresses. Overlying layers are
stripped away by erosion. Alas,
we can stare right at the solidified
contents of a magma chamber.
The Sierra Nevada Mountains are
a classic example of granite that
cooled deep underground, was
tilted upward by faults, and then
was sculpted into soaring cliffs
and pinnacles by ice age glaciers.
Please turn to page 38
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Up to 300% Longer Life...
Designed to give you professional results using Hercules, Master, Magnum, and Sector, when fabricating stone
countertops. These fabricator-tested router bits use a special manufacturing process that bonds an extra-thick
layer of diamond abrasives to help you achieve great results, and up to 300% longer life.
Position 1 is a Metal Bond/Sintered Router Bit. This very aggressive and long lasting first step is used for quick
stock removal and rough edge shaping. Supplied with 2 bearings. The first bearing is over-sized to allow the
second tool to refine the profile edge. The second bearing is used when only using the first profile bit.
Position 2 is a Metal Bond/Sintered Router Bit. This second step removes lines, leaving a smooth, honed finish
on the edge making it ready for polishing.
Pos. 1

Pos. 2

•Position 1 comes with 2 bearings
•Use pos. 1 bearing when following it with pos. 2 wheel
•Recommend running speed is 9,000 RPM
•6mm layer of diamonds for long tool life
•Same geometry as Viper CNC profile wheels
•8 & 10mm bolts included with all bits

2cm Radius
Router Bits

2cm Ogee
Router Bits

D
NE
G
I
S
DE
ALSL!
R
FOOUTER
R
LL
CA75-4401
-5
800
Pos. 1

Pos. 2

Item # Description			 OUR Price

Item # Description			 OUR Price

55000

Viper A-20 (2cm), Radius Router Profile Wheel, Pos. 1		

$179.95

55006

Viper F-20 (2cm), Ogee Router Profile Wheel, Pos. 1			

$227.95

55001

Viper A-20 (2cm), Radius Router Profile Wheel, Pos. 2 		

$161.95

55007

Viper F-20 (2cm), Ogee Router Profile Wheel, Pos. 2 			

$217.95

Pos. 1

Pos. 2

3cm Ogee
Router Bits

3cm Radius
Router Bits

Pos. 1

Pos. 2

Item # Description			 OUR Price

Item # Description			 OUR Price

55020

Viper A-30 (3cm), Radius Router Profile Wheel, Pos. 1		

$270.95

55008

Viper F-30 (3cm), Ogee Router Profile Wheel, Pos. 1			

$275.95

55021

Viper A-30 (3cm), Radius Router Profile Wheel, Pos. 2 		

$251.95

55009

Viper F-30 (3cm), Ogee Router Profile Wheel, Pos. 2 			

$221.95

Pos. 1

Pos. 2

2cm Full
Bullnose
Router Bits

2cm Demi
Bullnose
Router Bits

Item # Description			 OUR Price

Pos. 1

Pos. 2

Item # Description			 OUR Price

55002

Viper B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 1		

$252.95

55014

Viper V-20 (2cm), Full Bullnose Profile Wheel, Pos. 1			

$235.95

55003

Viper B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 2 		

$246.95

55015

Viper V-20 (2cm), Full Bullnose Profile Wheel, Pos. 2 			

$232.95

Pos. 1

Pos. 2

3cm Full
Bullnose
Router Bits

3cm Demi
Bullnose
Router Bits

Item # Description			 OUR Price

Pos. 1

Pos. 2

Item # Description			 OUR Price

55004

Viper B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 1			

$337.95

55016

Viper V-30 (3cm), Full Bullnose Profile Wheel, Pos. 1			

$361.95

55005

Viper B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 2 			

$330.95

55017

Viper V-30 (3cm), Full Bullnose Profile Wheel, Pos. 2 			

$342.95

Pos. 1

Pos. 2

2cm Bevel
Router Bits

4cm Full
Bullnose
Router Bits

Pos. 1

Pos. 2

Item # Description			 OUR Price

Item # Description			 OUR Price

55010

Viper E-20 (2cm), Bevel Router Profile Wheel, Pos. 1			

$213.95

55018

Viper V-40 (4cm), Full Bullnose Profile Wheel, Pos. 1			

$397.95

55011

Viper E-20 (2cm), Bevel Router Profile Wheel, Pos. 2 			

$203.95

55019

Viper V-40 (4cm), Full Bullnose Profile Wheel, Pos. 2 			

$379.95

Pos. 1

Pos. 2

3cm Bevel
Router Bits

5cm Straight Z
Profile Router Bit

Item # Description			 OUR Price
55012

Viper E-30 (3cm), Bevel Router Profile Wheel, Pos. 1			

$307.95

55013

Viper E-30 (3cm), Bevel Router Profile Wheel, Pos. 2 			

$288.95

Shop www.braxton-bragg.com for Viper Diamond Profile Wheels

Item # Description			 OUR Price
10459

Viper Z-50 (5cm), Straight Z Router Profile Wheel,			
Pos. 1, 36 Grit, 2” OD x 2” H, 9,000 RPM Max

$190.95

Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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for only $495 !
“We use them when the dishwasher
is not on site. Works great,
no return trips.”

3

.98

Now YOU can solve a $200 problem…

4 .10

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

NEW size for compact dishwashers!
	 Item #

MADE IN THE USA

The E-Z Dishwasher Bracket attaches to the cabinet with wood
screws, as well as to the countertop with impact absorbing adhesive caulk or silicone. It is made to accommodate virtually any
dishwasher on the market and may be installed prior to or after
countertop installation.

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

More than ONE MILLION sold!
Michael Peay, a veteran home builder with 30 years of experience that
includes hundreds of kitchen installs, was continually confronted with
a nagging problem—mounting the dishwasher. Out of frustration, Michael Peay invented and patented the solution.

Installation Problem

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

Installation Solution

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

Easy To Use

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

No More Call Backs to Install a Dishwasher!

This solution seems so simple, the only question you’ll ask is, “Why didn’t I
think of this, before?” This product really works, and we’ll prove it to you. We
guarantee that you’ll agree this is a real $3.98 solution. Call Braxton-Bragg and
never have to make that expensive return trip again. Our knowledgeable sales
staff wants to let you know “you have a friend in Tennessee,” and we listen to
you. Count on Braxton-Bragg for all your installation needs.

Call today! Toll free 1-800-575-4401

This Great Low Price has been extended due to popularity!

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
Shop www.braxton-bragg.com for E-Z Dishwasher Bracket
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The Fearless and the
Criminally Distracted

er!
l
l
e
S
#1 st Popular

P

olice in Bangor, Maine, say a
reported intruder turned out to
be a bouncing roll of duct tape.
Officers responded to a call from
a woman who heard noises from
her basement and reported that her
dog was “barking aggressively at
the noise.”
Police said it turns out a “thumpthump-thump” sound the woman
heard was a roll of duct tape that
fell off a shelf and bounced down
the stairs.
Sgt. Tim Cotton wrote on
Facebook that the woman had already (bravely but foolishly) investigated before the first officer
arrived. The officer felt that the
woman could’ve held her own until
police arrived because she was
“from Maine, had a dog, and a roll
of duct tape.” Ayuh, ’bout right.
–––––
ilwaukee prosecutors say a
man who led police on a highspeed chased told arresting officers
he crashed his minivan because
he became distracted checking his
cellphone GPS for directions.
The Milwaukee District
Attorney’s Office said in a criminal
complaint released that 20-year-old
Logan Michael Brandenburg made
the comment unsolicited while he
was being transported from a hospital to the county jail.
Prosecutors say Brandenburg told
officers he had smoked marijuana
and was on probation so a “fight or
flight mentality kicked in” when a
West Allis police officer attempted
to pull him over on Nov. 19.
Authorities say the chase reached
speeds of 100 mph and involved
four different police departments
before Brandenburg’s minivan
jumped a curb and plunged down
an embankment. Brandenburg is
charged with two felonies.

M

Mo

Stone Shield Penetrating Sealers

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

A: Your Customer. Are You Prepared?
Your Reputation Rides on Ketchup!

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

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

fluoropolymer technology to protect
against all oil and water-based stains.

– Abraham Lincoln

offer the Braxton-Bragg unconditional
guarantee on the Stone Shield ™
Penetrating Sealer.

Stones Gotta Breathe

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

Honed, Leather, and Brushed Surfaces

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

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

Stone Shield™ Penetrating Sealers are
high performance, impregnator sealers
for all natural stone. Stone Shield™ is
formulated with the latest solvent-based

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

For Porous Surfaces

“Adhere to your purpose
and you will soon feel as
well as you ever did. On
the contrary, if you falter, and give up, you will
lose the power of keeping any resolution, and
will regret it all your life.”

Sealer

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

For Polished Surfaces

Item #

Description

Item #

Description

4453

Stone Shield ™ Penetrating Sealer, Quart

Our Low Price
$39.95

4450

Stone Shield™ Penetrating Sealer, Quart

Our Low Price
$23.07

4452

Stone Shield ™ Penetrating Sealer, Gallon

$118.72

4451

Stone Shield™ Penetrating Sealer, Gallon

$59.65

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

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

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

Shop www.braxton-bragg.com for Stone Shield Penetrating Sealer
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Granite: What’s In a Name?
Continued from page 34

Variations in Granite… and
Similarities Among Granites
Within a given quarry there are often variations
of colors and textures. The edges of a magma
chamber can capture rocks from the walls of the
chamber, introducing xenoliths (meaning “foreign
rocks”) into the mix. Or, sometimes pockets of
magma will shoot off into the chamber walls, creating dramatic veins of color. Some of the golden-hued granites are colored by groundwater that
oxidizes the iron-rich minerals in the stone. All of
these processes help explain why a single quarry
can produce several variations of the same stone.
Even though igneous rocks span different colors, textures, and mineral types, their overall
properties are consistent. All of these stones are
hard enough so they won’t get scratched with normal use. They won’t etch, even when red wine
is left pooled on the countertop all night (I have
no idea how that could happen). In general these
igneous rocks are not very porous and don’t stain,
but that can vary with individual types of stone.
St. Cecelia granulite

Special Granites
Pegmatites are granites
with huge minerals in them.
Alaska White, Delicatus White,
Patagonia, and Alpine are examples of pegmatite granites.
Pegmatites are often the last part
of the magma to solidify, and the
presence of leftover water in the
magma makes it easy for minerals to grow. And so they grow and
grow, until they become a foot or
more across!
Granulites are white or light
golden granites that have a subtle
linear grain in the stone, and they
also commonly contain dark pink
garnet crystals. These stones are
a metamorphic version of granite,
and are popular because they offer
soft colors and patterns that are
easy to incorporate into a kitchen

or bathroom. Colonial Gold,
River White, and St. Cecilia are
examples of granulites.
The Pearl family (Blue Pearl,
Labrador Pearl, Emerald Pearl,
etcetera) are deservedly popular
granites, known for their tenacity
in a busy kitchen and their agreeable aesthetic. These stones are
characterized by the iridescent
silver or blue minerals that can
give the stone a bit of shimmer
or a hologram-like wow factor.
The mineral that causes the shine
is labradorite, which is a type of
feldspar. Labradorite is an uncommon color variation of a very
common mineral (and makes a
stunning countertop).
Iridescent mineral Labradorite,
found in the “Pearl” family

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

Uses of Granite
There’s a reason why granite is
so well known and widely used.
It’s basically bulletproof. Walk
around any city in the US, and you
are likely to see granite used in
building stone, monuments, landscaping, and even curbing. Step
inside many kitchens and baths,
and you’ll see even more granite. Granite is a trouble-free and
easygoing choice, with enough
variations in color and pattern to
compliment almost any aesthetic.
Delicatus White pegmatite

As with most stones, there are a
few caveats when designing with
and using this durable stone.
Some light-colored granites and
granulites can be porous, which
means they can stain. A basic test
for porosity is to put a splash of
water on the stone. If the water
beads up and remains in a bead,
the stone does not need sealing.
If the water eventually soaks in
and leaves a darker area, the stone
needs to be sealed.
Black granites have the opposite
problem. They are so dense that
sealers can create a cloudy finish.

Moreover, some dark granites can
become spotted by the minerals in
tap water. As with any purchase of
any natural stone, learn as much
as you can about the stones you’re
considering. Ask for samples to
bring home and test for staining
and overall durability. Work with
reputable fabricators that have experience with the particular stone
you’re planning on using.
Despite its slightly confusing
name, it’s worth getting to know
the many shades of granite. As
Juliet said to Romeo, “A rose by
any other name would smell as
sweet.” We know that granite, by
whatever name you like to call it,
is just as awesome.
Karin Kirk is a geologist and
science educator with over 20
years of experience. She has
taught college level geology,
online courses and organized
field trips. She currently works
as a freelance science writer and
education consultant. She brings
with her a different perspective
to the stone industry. Karin was
an education program presenter
at TISE 2018 and is a regular
contributor to usenaturalstone.
com and the Slippery Rock
Gazette.
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ACCEPT NO SUBSTITUTES
When you’re moving a slab, there’s no
substitute for a dependable Abaco Lifter.
3 Red release button
3 Includes swivel shackle
3 Vertical cable lift
3 Load range: up to 2,200 lbs.
3 Grip range Abaco 50: 5/8˝ to 2˝

$
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.BR
WWW
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Package Includes:
Abaco Stainless Steel
Swivel Shackle

Item #

Description		 LOW Price

92350

Abaco 50 Professional Series Heavy-Duty Lifter 		

Call 800-575-4401

Rack Up

on these efficient
material handling products!

$459.95

Abaco Forklift Boom
•Up to 2.7 yard length
•W.L.L. 3,300 lbs.

Abaco Slab Rack

Abaco 100 Stone
Vacuum Lifter
Shop www.braxton-bragg.com for Abaco 50 Heavy-Duty Lifters

www.abacomachines.com
Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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4100 A ppalachian W ay
K noxville , TN 37918

Don’t Be Fooled By Flimsy Imitations!
5°
4
s
t
u
C
s!
Miter

See the
Husky on
the BB website

The Husky is made with steel 3 times thicker than the

competition — for long life and accurate cuts.

MADE IN THE USA

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

MADE IN THE USA

PRSRT-STD

Financing options available.

PERMIT #255

		

$52,900.00

KNOXVILLE, TN

		

OUR Price

Husky Bridge Saw

U.S. POSTAGE PAID

Item # Description
14161

Stone Shield™
Enhancer & Sealer

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

•Enhances the natural look of granite, marble and travertines
•UV stable — Does not change color when exposed to the sun

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

•Offers a wet look indoors and outdoors
•Works as a stone color enhancer and a high quality sealer
Item #

Description		

46407

Stone Shield™ Color Enhancer & Sealer, 1 Quart

OUR Price
$49.95

*Based on $66.25 price of comparable brand

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

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

