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Brian Waddell, owner of 
Premier Countertops, 
g r a d u a t e d  f r o m 

Mississippi University in 1993 
with a B.S. in industrial technol-
ogy. He then spent the next six 
years employed in the automo-
tive aftermarket industry, and the 
next seven years at Benchcraft, a 
highly regarded upholstered furni-
ture manufacturing company. He 
held several different positions in 
engineering and management with 
both companies.  During the later 
part of his time at Benchcraft, 
Waddell was also learning solid 
surface fabrication, he explains. 
“A good friend, Eric Campbell, 
was fabricating Corian counter-
tops, and I was spending time 
with him learning the business 
while also researching granite and 
quartz stone fabrication.”       

   
As fate would have it, Waddell 

wound up going to Louisville, 
Kentucky, to look at and approve 
the shipment of a CNC wood 
router that was purchased for 
Benchcraft. That router just hap-
pened to be made by Northwood 
Machine. “While I was there, 
Northwood had a 138 CNC stone 
router going though its testing 
process before being shipped out. 
I was intrigued.” Upon return-
ing home, for the next two years 
Waddell continued doing research 
on stone fabrication as well as the 
competition he would face when 
entering the stone business.

Fast forward to 2006: with the 
experience he had with CNC 
equipment, Waddell decided to 
go for it, jumping into stone fab-
rication with both feet. “Tupelo is 
a relatively small market, and we 
were unable to recruit experienced 
fabricators. I knew that I could 
handle programming and run-
ning a CNC, to limit the learning 
curve, we purchased a CNC from 
Northwood. The learning curve 
was still steep, but we worked 
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through it.” Premier Countertops, 
now in its embryo stage, would 
remain manned only by Waddell 
and Campbell for a while, strictly 
doing residential fabrication.

In hindsight, 2006 really wasn’t 
a great year to start a construc-
tion related company, or was it? 
Waddell explained that the situa-
tion they faced was a little more 
favorable. “2006 was a good year 
for us, because we were working 
with one of the premier cabinet 
shops in the area. They were a 
high-end, high-quality shop, and 
they fed us a lot of work in the 
beginning. The first six months 
were hectic, to say the least. We 
were dealing with six- to eight-
week lead times, and unhappy 
customers.  Our quality was sec-
ond to none, but the lead times 
were causing a lot of aggravation.  
Fortunately, after a while, things 
kind of settled down a bit and we 
got into a rhythm, but that first 
year was very challenging and 
good for us. We even got through 
the housing crunch and grew 
every year until 2016.”

   Please turn to page 2

Coffee Brown Granite vanity with a 
chiseled edge graces a master bath.

This rustic, industrial-look kitchen features Dekton Trilium on the island and Caesarstone Raw Concrete countertops. 

Braxton-Bragg LLC, a leading stone and tile 
equipment and tooling distributor, announced 
it has selected Ascentium Capital as its national 

preferred lender.

This customized finance program from Ascentium 
provides Braxton-Bragg’s clients with a simplified way 
to finance their state-of-the-art equipment. “We chose 
an award-winning commercial lender to provide a 
new, flexible finance program that makes our new line 
of Emmedue Saws, Elephant Lifters and RYE-Corp 
equipment even more affordable and easier for clients 

to acquire to upgrade their stone shop,” said Rick 
Stimac, Chief Executive Officer of Braxton-Bragg. 

Through the convenience of financing and Ascentium 
Capital’s consultative approach, terms are tailored to 
the client’s specific cash flow needs. “Our unique fi-
nance platform allows us to meet the strategic business 
requirements for Braxton-Bragg and their customers. 
We look forward to sharing our expertise in equipment 
financing with their clients and anticipate many shared 
successes,” said Tony Zieglar, Vice President of Sales 
at Ascentium Capital. 

Please turn to page 12

Braxton-Bragg LLC Selects Ascentium 
Capital as its Preferred Lender



Premier Countertops

Fast-forward to 2019: the com-
pany’s 20 dedicated, full-time 
employees are putting out an av-
erage of 200 square feet of coun-
tertops per day, mostly made of 
quartz, said Waddell. “We be-
came very good and well versed 
in the quartz market, and we 
stock most major brands. Ninety 
to ninety-five percent of what we 
cut is quartz.  We normally keep 
an average of 700 slabs at any 
time. These days, however, it’s 
tricky because of where the cur-
rent market is.  With the new tar-
iffs, prices are increasing on the 
lower end products, as well as the 
bigger brands of quartz.  There’s a 
lot of information that is changing 
on what seems to be a daily basis.  
With all these changes, we need 
to determine what effects that 
they will have on our business 
and how best to counter them.  So 
far, we’ve been pretty successful 
in managing these changes, but it 
is definitely a challenge.”

Clientele consists mainly of 
the middle to upper income 
demographic with most sales 
being channeled through cabinet 

Continued from page 1 shops and designers in need of 
high-quality product and excel-
lent customer service. “We are 
in a very sparsely populated part 
of the country.  Some of our in-
stalls are as much as 160 miles 
from our shop, but most average 
60 miles from Tupelo.” Arkansas, 
Louisiana, and Tennessee are 
within the company’s realm of 
service. Most of the time, instal-
lations can be done in an eight 
to nine- hour work day, said 
Waddell, adding that a two-week 
turnaround is the average, now.

Fabrication with a  
Different Approach 

The Premier Countertops’ fab-
rication facility encompasses a 
total footprint of 29,000 square 
feet. 3,500 of that space is of-
fice and showroom, 12,000 is for 
warehouse and storage, with the 
remaining 13,500 square feet set 
up for fabrication. A showroom 
remodel is also under construc-
tion, and according to Waddell, 
the area will consist of upscale 
displays and also feature tile, 
a market that the company has 
stayed away from until now. “We 

have a lot of customers who ask 
about tile for their backsplashes 
and floors, so we decided to move 
into that portion of the business.  

“This adds supplemental 
revenue and eliminates the need 
to pass on the jobs including 
tile work,” said Waddell. Sinks 
and faucets are also available 
to offer their clients a complete 
total remodel or new construction 
kitchen.

The shop staff consists of a CNC 
programmer, two machine opera-
tors, three bench fabricators, three 
material handlers and one instal-
lation crew, consisting of three 
experts who get it done. Other 
employees, include one person 
making digital templates, and of-
fice and management staff.

Production equipment consists 
of two Northwood Machine 138 
CNCs, one Northwood Machine 
duel table Sawjet, a Park Industries 
Yukon bridge saw and a Farnese 
Miter Saw. An array of freestand-
ing bridge cranes safely facilitate 
the handling of materials. Using 
Slabsmith, the company does oc-
casionally do custom layout but, 
according to Waddell, most times 
it isn’t strictly necessary as their 
clients tend to choose of mostly 
homogeneous colors of quartz. 
The company also employs a 
Laser Products LT55 2D3D laser 
and two Prodim Proliner machines 
that handle all walk-in and onsite 
templating.

Magma Granite island and perimeter countertops add move-
ment and visual interest to this modern kitchen. The adjacent 

room, seen through the pass-through features an outdoor 
kitchen with a built-in grill.

Please turn to page 7

Now for the different approach 
I promised. Premier Countertops 
is also a major brand distributor 
of quartz with a second location 
Alexandria, Louisiana. “Being a 
fabricator and selling materials to 
other fabricators can be touchy, 
but we’ve made really good re-
lationships with our fabrication 
customers for several years. It is 
a little more difficult to sell raw 
materials around Tupelo where 
we are viewed as competition, 
but we do well in the areas where 
we are not viewed as competition.  
Yes, it can be a slippery slope, but 
if you make the right relationships 
and you treat people right, over 
time you can grow it.”    

Addressing the Growing 
Trend of Porcelain

“Fabricating Ultra Compact 
materials such as Dekton is chal-
lenging.  We are certified to cut 
Dekton, but we don’t do it a lot. 
It’s a slow, tedious process, and 
takes a lot of manual program-
ming. Some of the newer ma-
chines have the parameters built 
in such as the run rates. The de-
mand for Dekton is slowly grow-
ing and it seems to be here to stay.  

Metro Quartz Calacatta Sienna graces this large-scale island and
countertops. Subway tile completes the modern, clean look.
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Call 1-800-575-4401 
for Equipment Financing Options and Pricing

Emmedue is one of the premier brands of Industrie 
Montanari Company, manufacturer of stone-working 
machines since the beginning of the 1990s. Its product 
range includes Bench Saws for contractors, and CNC 
Bridge Saws and Work Centers for small, mid-sized 
and large stone fabrication companies.

Astra3 is ideal for producing indoor and outdoor de-
signs such as kitchen counters, bathroom counters, 
capitals, tables, stairs, floors and funerary art.

Digital brushless-type axis drives, coupled with high precision 
gear motors, and linear guides with recirculating balls protected 
by bellows, allow the operator to do extremely precise cuts.

This automatic bridge saw has 5 interpolated axes. Machine frame 
and work table are made of hot galvanized dipped electro-welded 
steel that guarantees high water resistance. 

 The Z axis is driven by a 
ball circulation screw.  

The Astra3 bridge saw machine structure and work table are 
made of hot, galvanized-dipped, electro-welded steel that guar-
antees high water resistance.   X / Y / Z axis movements on slide-
ways with ball-bearing guide blocks protected by bellows.

Emmedue Astra3 Bridge Saw

Emmedue Contor Work Centre

Emmedue Astra5-Plus Bridge Saw

Emmedue Discovery5-Plus Bridge Saw

The structure of the Contor vertical carriage is in the form 
of a cage, manufactured in electro-welded steel, which 
gives the machine maximum stability and rigidity, and 
minimizes the vibrations generated during processing.

The high speed movements of the X, Y and Z axes are performed with 
brushless motors and helicoidal racks to guarantee maximum precision. 
The movement is performed by a recirculating roller on linear guideways 
that are automatically lubricated. 

The movement of the vertical Z axis is performed by a recirculating 
ballscrew. The translational motion of the beam is performed by a motor 
positioned between two pinions which scroll on a precision rack with 
helicoidal teeth.

The Discovery5-Plus head automatically rotates 370°, and tilts from 0° to 90°. The 
multi-touch 17˝ display is easy to use, and allows the operator to perform orthogonal, 
sideways, elliptic, circular, tilted, straight, concave, and arched convex profiles. Two 
and three-dimensional solid excavations are possible, exploiting axis interpolation. 

The Discovery5-Plus Bridge Saw features a suction cup device 
built in to the machine head, designed to move cut pieces to 
speed up the production process while reducing processing time.

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

PREFERRED 

USA SUPPLIER 

LESS THAN

$1,200/MO

with our  

easy financing
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Capitol Recovery 59824
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3.27.19

• ONLINE ONLY AUCTION •

TERMS: To Be Sold In Accordance w/CRG Terms As Published On Web & 
Auction Catalog. Other Terms To Be Announced At The Time Of Sale.

Capital Recovery Group, LLC

Auction
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Date: Bidding Closes Thursday May 2    
Inspection: Wednesday May 1 From 9:00 AM – 4:00 PM

NATURAL STONE SUPPLIER,
IMPORTER & MANUFACTURER

• Farnese & Fernec Stone Cutting Mitre Saws
• Sheng-A Twin Spindle Marble Profiler
• CAT & Manitou All-Terrain Forklifts
• Stone Fabrication Equipment
• Crane Trucks, Tractors & Trailers

•Machine Tools
•Material Handling Equipment
•Factory Support Equipment
•Large Quantity Marble & Granite Inventory
•And Much More!

HIGHLIGHTS:

Omni Cubed Introduces New 
Industrial Innovations

Omni Cubed® is continuing to 
innovate and develop high-qual-
ity solutions for the industry. 

Debuted at Coverings in Orlando, Florida, 
were three new additions to their tooling 
line-up.

As large format tiles have become more 
popular, specialized tools for transport and 
installation are in greater demand. Omni 
Cubed is fervently working on a variety 
of solutions for these materials. First off 
the line, are the Rigid Cross-Brace Kit and 
Horizontal Lifting Handle Kit—two new 
accessories designed to help stone fabrica-
tors and tile installers build sturdy, custom 
frames around large cutouts and reinforce 
fragile materials using their existing vac-
uum cup Sink Hole SaverTM products.

The Rigid Cross-Brace Kit includes two 
4-foot strengthening bars and four clamps, 
which enable the configuration of custom 
frameworks to suit a variety of applica-
tions. The Horizontal Lifting Handle Kit 
provides a comfortable gripping point be-
yond the ends of the Cross-Brace bars or 
Sink Hole SaverTM rails.

The new Stealth GripTM is a non-marking, 
synthetic rubber vacuum cup that provides 
a reliable and convenient hand-hold on flat 
surfaces such as stone, tiles, and glass. The 
cups feature Omni Cubed’s FTS™ (Flexible 
Triple Seal) technology that locks-in vac-
uum and provides optimum hold, even on 
textured materials. The handle and thumb 
pump are made of unique plastic compound 
that is non-rusting and highly resistant to 
solvents (compared to metal or ABS han-
dles used on other vacuum cups). 

Rigid Cross-Brace Kit and Horizontal 
Lifting Handles installed on Sink Hole 
SaverTM Slider. The Rigid Cross Brace Kit 
includes two 4-foot strengthening bars.

Please turn to page 29
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Tested.

Verified.

Accredited.

www.naturalstoneinstitute.org/accreditation

Training & Education

Free Webinar: Preventing 
Exposure to Silica Dust

Please turn to page 13

Biesse Group Opens Its 
 First Diamut Manufacturing 

 Facility in North America

Diamut profiling wheels 
will be manufactured 
at the Charlotte, NC 
campus.

For the first time in 
its history, Biesse 
Group is opening a 

manufacturing facility on 
American soil to assem-
ble Italian-engineered 
Diamut diamond profiling 
wheels for glass, stone and 
ceramic processing. When 
the new facility opened in 
mid-March on the Biesse 
Charlotte Campus in North 
Carolina, customers in the 
U.S. and Canada gained 
shorter lead times and cus-
tomer service closer to 
home. 

 
 Diamut became part of 
the Biesse Group in 2002, 

gaining a global distribu-
tion network with eight 
branches across the world. 
“Our new Diamut tool 
manufacturing facility will 
enable us to respond to 
growing market needs in 
our North American market 
and help us meet the expec-
tations of Diamut customers 
worldwide,” said Federico 
Broccoli, President and 
CEO of Diamut America. 
“Having a manufacturing 
facility in Charlotte rein-
forces our desire to make 

our technology and inno-
vative solutions available 
to any company looking to 
maintain competitiveness 
in their businesses. We 
are intent on building and 
maintaining strong relation-
ships with our customers by 
guaranteeing the quickest 
delivery and the most cus-
tomizable diamond tool. 
Customization is an espe-
cially important aspect of 
our process.”  
“We are devoted to our 
North-American customers, 

The National Institute for Occupational Safety and 
Health (NIOSH) is offering a free webinar for stone 

countertop fabrication employers 

IF your company is 
cutting, grinding, 

sanding, or installing 
stone products, you need 
to know about the dangers 
of silica dust and how to 
protect your employees 
from severe and fatal lung 
disease.

Crystalline silica is 
found in granite, artifi-
cial/engineered stone, 
and other stone products. 
When workers cut, grind, 
drill, or polish these mate-
rials, very small particles 
of silica dust get in the air. 
Breathing in these very 
small (“respirable”) crys-
talline silica particles can 
cause irreversible scar-
ring in the lungs, trouble 
breathing, permanent dis-
ability, and death. Silica 
dust can also cause lung 
cancer, kidney damage, 
and autoimmune disease.

The formal description 
of this event is “Working 
safely with natural and 
engineered stone prod-
ucts: Controlling worker 
exposure to silica dust 
during countertop man-
ufacturing, finishing, 
and installation.”

 

Event Information: This 
webinar will describe the 
dangers of silica exposure, 
employer requirements 
to comply with OSHA’s 
Respirable Crystalline 
Silica Rule, and methods 
employers can use to protect 
workers. 

Register to attend the free 
webinar to learn about:

• Hazards of silica dust
• Information on new  
 standards
• Tips on protecting  
 workers from inhaling  
 silica dust.

The presenters include:
Amy Heinzerling, MD, 

CA Department of Public 
Health Occupational 
Health Branch will present 
health problems caused by 
silica exposure.

Jonathan Mitnick, Vice 
President and managing 
partner at CCS Stone, 
Inc. and David Scott, 
Owner of Slabworks of 
Montana will provide 
practical tips on con-
trolling worker exposure 
to silica dust.

Jonathan Bearr, PhD, 
Federal Occupational 
Safety and Health 
Administration (OSHA) 
will present OSHA 
Respirable Crystalline 
Silica Rule requirements.

Patrick Corcoran, 
MPH, CIH, California 
OSHA and Chaolong 
Qi, PhD, PE, National 
Institute for Occupational 
Safety and Health 
(NIOSH) will present 
methods to protect em-
ployees from silica dust.

A Q & A session will fol-
low the webinar. To reg-
ister, visit www.natural 
stoneinstitute.orgNIOSH .

For more information, 
contact occhealth@cdph.
ca.gov .

so establishing a presence 
to support them, as well 
as strengthening our distri-
bution network, is a major 
priority for us,” said Alan 
Hooper, Diamut America 
and Canada Manufacturing 
Engineer. Gianluca Grianti, 
Diamut Tooling Division 
Director, said the new facil-
ity will benefit from a mix 
of Italian and American 
DNA. 

http://www.naturalstoneinstitute.org/NIOSH
http://www.naturalstoneinstitute.org/NIOSH
mailto:occhealth%40cdph.ca.gov?subject=
mailto:occhealth%40cdph.ca.gov?subject=
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Filter Project Dry Dust Collection Booths are all stainless steel, 
heavy duty, dry dust collectors.
With the additional requirements initiated by OSHA for Silica in 
the granite and engineered stone, the Filter Project Clean Air Dry 
Dust Collection Booths will be a major advantage in removing 
silica dust from the air.

How does the Dry Dust Collection Booth Work?
The Filter Project Dry Dust Collectors have specially designed cloth filtering 

sleeves inside the Dust Collector. The Dry Dust Suction Wall’s 
powerful motors create a strong vacuum that pulls the dust particles 

horizontally from the work bench directly into the dust suction wall, then pulls it 
down to the bottom of the wall and inside the unit. The cloth filtering sleeves trap 
the dust and only allows 99.99% clean air to come out of the top. The dust is then 
collected in the catch basin draw at the bottom. Every day or once a week simply 
empty the dust that has been collected in the bottom of the catch basin. The Filter 
Project Dry Dust Collection Booth comes with a 3 ft (1 meter) extension enclosure that 
provides additional dust control and greater vacuum efficiency. 6 ft (2 meter) extension 
enclosures are available as options.
Filter Project Automatic Dry Dust Collector are available in 10 FT (3 meter) and 13 FT (4 
meter). 6.5 FT (2 meter) available by special order only.

The Filter Project Dry Dust Collector Booth is made to trap 
99.99% of Dust from Granite, Marble, Engineered Stone, 

Quartz, Quartzite, and other airborne particles.

Automatic Dry Dust
Collection Booths

Are you compliant with OSHA Crystalline Silica rules and guidelines?

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

ALSO AVAILABLE Wet Dust Collection Booth Water Walls
The Filter Project Wet Dust Collection Booth Water Wall Dust collector is 
an all aluminum, heavy duty, wet dust collector designed to trap 90% of 

dust from Granite, Marble, Engineered Stone, Quartz, Quartzite, and other 
airborne particles.

The Filter Project Water Dust Collection Booth comes with a 3 ft (1 meter) extension 
enclosure that provides additional dust control and great vacuum efficiency. 6 ft 
(2 meter) extension enclosures are available as options.
Filter Project Water Wall Dust Collector are available in 10 FT (3 meter) and 13 FT 
(4 meter). 6.5 FT (2 meter) available by special order only.
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Continued from page 2 and Bath.  It is very beneficial to 
see how other companies operate 
their businesses.  I’ve learned a 
lot from these facility tours and 
am very thankful to be a part of 
the group.  Also, being part of the 
Artisan Group increases our pur-
chasing power. There are several 
material suppliers that work with 
the group, and that gives us better 
pricing just because of the amount 
of material the group purchases.”

Safety in the Shop
According to Waddell, from 

the get-go, Premier Countertops 
has always been a wet shop. That 
said, even though they’ve been 
wet doesn’t preclude them from 
making dust, he explained. “Right 
now the OSHA standards are so 
tight, that even when cutting wet 
it’s hard to meet the standards. 
We try to ensure that there is no 
dry cutting or grinding, and use 
vacuums for cleanup every day. 
We have had a very good record 
as far as safety concerns with 
very few (two) lost time accidents 
since we’ve been in business. 
After each accident, we figured 
out the root cause and immedi-
ately fixed it. When we have our 
safety meetings once a week, we 
also stress safe material handling, 
and if we see a problem, we take 
care of it right then. I want my 
employees to be as healthy and 
safe, and don’t want any negative 
effects from them working here.” 

Dekton is a little pricey but is very 
appealing.  In my opinion, one of 
the big negatives is that the edges 
need to be mitered in order to 
look like the top.  Mitering is a te-
dious and time consuming, which 
makes it expensive. We actually 
went to a Cosentino color launch 
event last week in Memphis, 
Tennessee.  They showed several 
new Dekton and Silestone designs 
at this event, and the material was 
definitely gorgeous.” 

The Artisan Group
Premier Countertops has been a 

member of the Artisan Group for 
four years. For those unfamiliar 
with this group, it is an assembly 
of fabrication company owners 
from specific locations around 
the country who come together 
to share knowledge and solve 
problems. Here is Waddell’s take 
on them. “I’ve known several of 
the Artisan Group members for 
several years.  They are good 
business people, who share best 
business practices and help to 
improve the industry. We have 
been a member for four years, 
and there is a lot of unity among 
members.  One member volun-
teers annually to host a plant tour 
and meeting at their shop.  So far, 
the group have been hosted by 
K.G. Stevens, Stockett Tile and 
Granite Co. and Majestic Kitchen 

Premier Countertops

Left and above: This Farmhouse kitchen by Premier Countertops mixes 
traditional with the modern in this cozy setting.  Durable LG Viatera 
Lento countertops and a modest size island keep the kitchen space from 
being cramped, and provide an ample workspace and dining area. The 
pattern tile backsplash and contemporary subway tiles work to create a 
clean look with a warm spot of color interest. Says Wadell, “We have a 
lot of customers who ask about tile for their backsplashes and floors, so 
we decided to move into that portion of the business.”

Outlook and Expectations
“There are many things that 

make this company special, but 
the biggest is our employees.  
From the sales team to our fabri-
cation and installation teams, we 
provide the best buying experi-
ence and customer service possi-
ble.  We can only do this because 
of the employees we have.  Half 
of our employees have been here 
four years or more, and all of 
them play an important role in the 
business. Adam Holland, my lead 
installer, has been with me for 13 
years.  He knows what our cus-
tomers expect and how to make 
them feel comfortable and at ease 
during the installation process.  
He is good as gold, and he, like all 
of my employees, are very import-
ant to us, because there wouldn’t 
be a Premier Countertops without 
them.”

   
“As for the future, we need to 

grow and increase our revenues, 
and It is going to be difficult to 
do without getting into different 
products and looking at different 
sales channels. We are currently 
exploring the home store channel.  
Many companies enjoy working 
with these stores, a lot of compa-
nies don’t.  In my opinion, if you 
keep it a certain portion of your 
business and not too much, it 
could be a good thing.

“Growing also means that we 
must always try to stay up with 
technology, and I’m sure that 
within the next three years we 

will be updating our sawjet. This 
newer technology will handle 
the Ultra Compact materials bet-
ter. When talking to Bill Hickey 
from Braxton-Bragg, he said 
that he was showing tools at the 
StonExpo that were running at 
500 inches per minute, which is 
crazy fast! When I started in this 
business, tooling was only run-
ning 30 inches per minute, so 
tooling has come a long way. I 
also promised Bill that the next 

time we had to replace our tool-
ing that we’d try a set of those 
Diamut tools.  Braxton-Bragg is a 
great company to work with, and 
we’ve been doing business with 
them since we started.  We work 
primarily with Bill Hickey and 
Mike King, but the entire com-
pany is helpful and great to work 
with.  Our business will continue 
to grow with them in the future.” 

For more information visit 
www.premiertops.com .

http://www.premiertops.com
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Natural Stone Institute Completes 
Two More Homes with  
Gary Sinise Foundation

•

What is Lean Manufacturing?

Lean Manufacturing 
is a systematic 
approach to iden-

tifying and eliminating 
waste through continuous 
improvement efforts.

That’s the official defi-
nition. It is more precisely 
a set of process tools, each 
designed to accomplish a 
specific objective.

Lean Process Tools
•  Value Stream Mapping  
 – Plant/Flow Layout
•  Kaizen – Continuous im- 
 provement activities
•  5S – Workplace  
 Organization and  
 cleanliness
• TPM – Equipment  
 Preventative  
 Maintenance
• SMED – Setup/ 
 Changeover Reduction  
 activities
• Kanban – Pull Mentality  
 and inventory control

These tools, which 
can be implemented to-
gether or separately, 
form the concepts of 
the Lean Manufacturing 
System. Lean is actually 
a derivative of the Toyota 
Production System (TPS) 
developed by the Japanese 
auto manufacturer in the 
1970’s.  Lean Thinking, 
a book by Jim Womack, 
published in 2003, de-
scribes an Americanized 
version of the TPS process.  

The Lean approach is 
focused on eliminating 
waste in all its forms.  The 
approach uses a number of 
Japanese terms in its pro-
cess. Waste (called muda 
in Japanese) is defined 
as “consuming resources 
without creating value.”  
Waste, in this context, 
would include idle in-
ventory of any type and 
“ineffective resources” 
meaning nonproductive 
equipment and/or people.  
The Lean system has iden-
tified seven categories of 
waste:

1 – Over production. The 
ultimate Lean system is 
“single piece flow” mean-
ing that no inventory item 
is ever idle. One operational 
step is authorized to work 
only if the following opera-
tional step is about to be out 
of work.
2 – Waiting. Timing is also 
critical.  No operational 
step should ever need to 
wait on product to process.  
Any idle machine or person 
is undesirable.
3 – Unnecessary transpor-
tation. Distances traveled 
are meticulously studied 
and minimized. Since there 
is generally little work-in-
process in a Lean system, 
equipment is located so that 
a short “hand-off” can be 
achieved.
4 – Process inefficiencies.  
Every process step is ex-
pected to meet and maintain 
a desired level of productiv-
ity relative to its standard. 
5 – Excessive inventory.  
As stated, idle inventory 
should not be allowed.
6 – Excessive motion. Every 
worker and process step is 
studied and engineered to 
be as quick and efficient as 
possible.
7 – Poor quality. Obviously, 
any part that must be re-
made or repaired is a waste.

Now, to explain the lean 
process tools:

Value Stream Mapping 
involves plotting all the 
activities necessary for a 
product family. The ob-
jective is to identify all 
non-value-added activi-
ties. The book describing 
this concept is Learning 
to See by John Shook, 
published in 1998.

Kaizen, or Continuous 
Improvement is a fo-
cused, team approach de-
signed to break the status 
quo by making immediate 
changes, i.e. continuous, 
incremental improvement 
of any activity to cre-
ate more value with less 
muda (waste).  

5 S refers to maintaining a 
safe, clean, neat, arrange-
ment 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 – Self-
discipline to sustain the 
desired conditions.

Training & Education

Please turn to page 9

Please turn to page 12

Ed Hill
Synchronous 
Solutions

Building a 
Lean House: 
Eliminate 
waste and 
streamline 
your process 
and the natu-
ral result is in-
creased profits 
for your 
business.

 
PO Box 188, Stinesville, IN 47464 

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

The Natural Stone 
Institute has pro-
vided natural stone 

and fabrication services 
for two homes with the 
Gary Sinise Foundation’s 
R.I.S.E. program (Restoring 
Independence Supporting 
Empowerment) .  The 
R.I.S.E. program builds spe-
cially adapted smart homes 
for severely wounded vet-
erans and first responders. 
To date, Natural Stone 
Institute members have 
been involved in twen-
ty-one completed homes.

Caleb Brewer enlisted 
in the Army Reserves as 
an Intelligence Analyst in 
2005. On his 31st birthday 
in 2016, while deployed 
to Afghanistan, a pressure 
plate IED detonated beneath 
Caleb. Seeing his own right 

Natural stone and 
fabrication for US Army 
Sergeant First Class 
Caleb Brewer and his 
family in Arizona were 
provided by Arizona 
Tile and Picasso Tile & 
Stonework. 

leg missing, Caleb immedi-
ately applied a tourniquet. 
His teammates rushed to his 
aid and took him to safety. 
Caleb suffered bilateral leg 
amputations and severe in-
fections, blood clots, and 
blood loss from the blast. 

Three months later, at 
Brooke Army Medical 
Center, Caleb learned to 
walk on a single prosthetic 
leg. Achieving goals that 
were set early on, Caleb re-
learned to surf, shoot, run, 
and rock climb with his new 
prosthetic legs. A positive 
support network, excel-
lent medical care, and hard 
work helped him complete 
events such as the Army 10 
Miler run and the Bataan 
Memorial Death March.

———

A graduate of West Point, 
Jake Murphy deployed to 
Kandahar, Afghanistan as 
the executive officer of his 
platoon. In 2011, while on 
a mission in the Regional 
Command South area, a 
pressure plate IED deto-
nated beneath Jake, im-
mediately taking his left 
foot and causing an an-
oxic brain injury that put 
him in a coma. Jake was 
evacuated to Germany for 
treatment, where doctors 
informed his family Jake 
may never wake up. While 
in Germany, Jake’s right 
leg was amputated. Against 
all odds, Jake emerged 
from his coma four weeks 
later. He then was flown 
to Walter Reed National 
Military Medical Center 
where his left leg was am-
putated above the knee, 
leaving Jake a double am-
putee. With his wife Lisa 
always by his side, Jake has 
learned to walk with pros-
thetic legs. 
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*50+ COLORS AVAILABLE

DOWNLOAD

COLOR MATCHING APP

- Low color, translucent adhesives
- Easily tintable to match nearly all 
  white and light applications
- Ultra strong Epoxyacrylate formula
- Formula will not discolor or darken 
  during hardening
- Cures in under 20 minutes

Easy Joint Matching with AKEMI

- EpoxyAcrylate color matching     
  adhesives
- Match quartz and stones with 50+ 
  colors available
- Non-drip formula for easy miters, 
  seams, joints and repairs
- Color matching app available
- Cures in under 20 minutes

*Applications for Platinum 3.0 and Colourbond Include:  Quartz, Stone, Glass, Porcelain and Ceramics
Great for indoor use.  For outdoor applications, use Akemi Akepox 5010

(Uncured Product Color Example)

PLATINUM 3.0 COLOURBOND

Call 1-800-575-4401 or Order Online www.braxton-bragg.comPlease turn to page 10

TPM – Total Productive 
Maintenance. This is a com-
pany-wide, team-based effort 
to improve overall equipment 
effectiveness and minimize 
down-time. TPM combines the 
practice of preventive main-
tenance with quality control 
and employee involvement to 
create a culture where opera-
tors develop ownership of their 
equipment.

SMED – Single  Minute 
Exchange of Dies.  This is a se-
ries of techniques designed to 
reduce complex setups/change-
overs 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 accom-
plished in less than 10 minutes.

Kanban is a “pull mentality” 
approach to inventory control. 
Essentially, a Kanban is a sig-
nal that indicates the need for 
product at downstream opera-
tions. Upstream operations are 
authorized to work only if the 
downstream operations they 
serve are in need of materials.  

System Comparisons
There are many basic pro-

duction strategies in use today.  
The following is a brief expla-
nation of the most common 
ones:
Batch and Queue – This is the 
“old school” method that mod-
ern strategies have replaced.  
Batches of product are pro-
cessed (rather than single-piece 
flow).
• Large lots to minimize setups  
 and maximize repetitiveness.
• Lots of work-in-process in- 
 ventory is maintained to ab- 
 sorb “Murphy”.
• Product is pushed through  
 the system.
• Generally, lead times are  
 long and often unreliable.  

Lean – The focus is on elimi-
nating waste in all its forms.
• Single piece flow is “pulled”  
 through the system.

Continued from page 8



10 |  May 2019 Slippery rock Gazette

• •

Continued from page 9

Lean  
Manufacturing

Resource capacities are bal-
anced 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 de-
ploying 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 pro-
duction products like automo-
tive parts.

Synchronous Flow – the fun-
damental element of synchro-
nous 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 max-
imize it.
• Protective Capacity is estab-
lished to consume the inevita-
ble variability in the system.
• Throughput ($T) is the “mea-
sure of value added” by each 
order and is used to create a 
finite schedule.
• Predetermined inventory 
time (Buffers) are strategically 
located to protect the sched-
ule and are managed contin-
uously 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, in-
cluding countertops.

Ed Hill is the owner of 
Synchronous Solutions. 
Visit his website www.
SynchronousSolutions.com or 
call 704-560-1536 for more 
information.

Construction Industry Second 
Most Targeted for Email 

Fraud Attacks

A staggering 67 percent 
of all highly targeted 
attacks are carried out 

against “lower-level employ-
ees,” such as customer service 
representatives.

Employees in public relations, 
marketing and human resource 
positions make up nearly 20% 
of all phishing and malware 
attacks. 

Those in management and 
upper management positions 
were found to represent 27 per-
cent of the most targeted em-
ployees within an organization. 

Interestingly, pharmaceutical 
drug manufacturers are the 
most highly targeted industry, 
with 71 attacks per company 
on average over a three-month 
period. 

Thereafter, construction came 
in second with 61 attacks per 
company over a three-month 
period.

According to Sophos, 70 per-
cent of internet users use the 
same password for almost all the 
web services they use. It there-
fore comes as no surprise that 
phishing is such a popular and 
effective tool for cyber-crimi-
nals against their victims, allow-
ing them to assume control of all 
accounts – whether it be social 
media or online banking.  

Phishing is a type of cy-
ber-crime that involves de-
ceiving the user into thinking 
they are communicating with 
a legitimate company, in 
order to steal confidential in-
formation and passwords. 
By its nature, phishing and mal-
ware attacks work by imper-
sonating someone the recipient 
knows and trusts. 

To explore the subject further, 
digital marketing agency Reboot 
Digital Marketing Agency ana-
lyzed the latest findings found 
within the report Protecting the 
People: A quarterly analysis of 
highly targeted cyber attacks 
by ProofPoint to gain a better 
understanding of who is most at 
risk of cyber-attacks globally. 

Predictably, as a group of in-
dividuals within departments 
“lower-level employees,” such as 
customer service representatives, 
were subject to 67 percent of 
highly targeted attacks, with those 
in marketing, public relations and 
human resources accounting for 
nearly 20 percent of all phishing 
and malware attacks. 

However, given that upper man-
agement accounts for a smaller 
proportion of businesses, it sug-
gests that those in C-level posi-
tions, directors and department 
managers may be targeted dispro-
portionately more often. 

 Contributors were found 
to represent 40 percent of the 
most targeted employees within 
an organization. Thereafter 
‘Management’ (27 percent), 
‘Upper Management’ (27 per-
cent), and ‘Executive’ employ-
ees make up 6 percent of the 
most highly targeted emails. 

Interestingly, when consider-
ing which industries are targeted 
the most by email fraud, phar-
maceutical drug manufacturers’ 
came out on top with 71 highly 
targeted attacks per company 
over a period of three months, 
as per the findings of the report, 
on average. Closely followed by 
construction with 61 attacks per 
company and thereafter, real es-
tate with an average of 54 attacks 
per organization. 

As a result, Reboot Digital 
Marketing Agency has gathered 
five top tips for avoiding malware 
and phishing scams when at work:  

1) Know what to look for.
Pay close attention to attach-

ments, advertisements and pop-up 
alerts, ensuring you only open 
what you trust. Train users to spot 
malicious emails and websites by 
knowing what to look out for.  

2) Avoid unsolicited links 
and attachments.

Most commonly, you should 
know the sender of an email and 
trust the source it is coming from. 
If unsure, go with the assumption 

that it is best to avoid opening 
emails from an unknown source/
sender altogether. And although 
a lot of companies employ mal-
ware scanning features, you 
shouldn’t be solely reliant on this. 

3) Turn off email HTML.
Adding HTML can some-

times automatically run malware 
scripts within an email once it 
has been opened. For this rea-
son, you may choose to disable 
it, lowering the risk of an attack.  

4) Scan external drives.
Many USB and external 

hard-drives can hold malware 
and spread across the work-
place onto other computers. To 
be extra vigilant, it is recom-
mended that you scan all ex-
ternal devices with anti-virus 
software each time you connect 
an external portal to a computer. 

5) Regularly change your 
password.

Though this may seem ob-
vious, it is easy to forget to 
regularly update your pass-
words or be reluctant to do 
so in fear of forgetting them. 
However, for security purposes 
it is good practice to change 
your passwords every 90 days.  
 
* Methodology: For insight 
into threats focused on specific 
people, ProofPoint examined 
the most highly targeted attacks 
against Fortune Global 500 cus-
tomers, collecting the most-tar-
geted email addresses in each 
company. ProofPoint then found 
the recipients’ titles and func-
tions using social-media pro-
files, internet databases, public 
records, news stories and other 
sources. The data was gathered 
between July-September 2018 
and represents the third quarter.  
 
Source: https://www.reboot 
online.com .
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“Of all the tyrannies, a tyranny sincerely 
expressed for the good of its victims may be 
the most oppressive. It may be better to live 
under robber barons than under omnipotent 
busybodies.” 
– C.S. Lewis

http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
https://www.sophos.com/en-us/lp/anti-phishing.aspx?cmp=701f1000001nvL0AAI&utm_source=adwords&utm_medium=cpc&utm_campaign=UK-EN-Brand-Phishing-Search&utm_content=search&utm_term=sophos%20phishing&gclid=EAIaIQobChMI_8H117mL4QIV1IbVCh2CVAuPEAAYASAAEgKXqPD_BwE
https://www.rebootonline.com
https://www.rebootonline.com
https://www.proofpoint.com/us
https://www.rebootonline.com/
https://www.rebootonline.com/
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EasySTONE Training Solutions 
Offers a New Resource for Stone 

Shops and CNC Operators

Training & Education

Stoneworks Training 
Group is excited to 
announce the offi-

cial launch of its training 
resources and services 
for EasySTONE and 
EasySTONE NC.

“We started Stoneworks 
Training Group LLC be-
cause there is a need in the 
stone industry for good 
quality training and shared 
experiences,” states Jerry 
Kidd, General Manager 
of Stoneworks Training 
Group. “EasySTONE is 
powerful CAD / CAM 
software that is used by 
many of the best stone 
fabricators. The only 
thing missing is conve-
nient access to the train-
ing and support that lets 
you take full advan-
tage of EasySTONE’s 
capabilities.” 

Stoneworks Training 
Group formed with the 
mission of providing 
that training in ways that 
are convenient for shop 
managers and equipment 
operators. Stoneworks 
Training Group offers a 
broad range of services to 
keep their clients running 
efficiently: 

•  Remote & on-site  
 training 
• Remote support 
• Consulting 
• E-Courses:University  
 of EasySTONE 

Stoneworks Training 
Group works in coopera-
tion with DDX Group, the 
maker of EasySTONE, to 
provide a complete ap-
proach to education, sup-
port, and sales. As veteran 
CAD / CAM profession-
als, they understand the 
importance of matching 
the right software with 
the right knowledge. “For 

a typical stone fabricat-
ing shop, employees must 
learn different software 
required to operate CNC 
equipment from multiple 
manufacturers,” Kidd ob-
serves. “Employees become 
jacks of all software, and 
masters of none, but with 
EasySTONE, a company 
can run all its machines with 
just one software package.” 

“This consolidation into 
a single software platform 
can have dramatic benefits,” 
Kidd states, “making pro-
cesses more efficient and 
reducing learning curves.” 
EasySTONE is a full-fea-
tured solution for CNC 
machines. EasySTONE NC 
is a customizable machine 
interface for CNC sawing 
equipment. The two com-
ponents of the EasySTONE 

platform integrate seam-
lessly to streamline the 
entire process.

Stoneworks Training 
Group helps companies 
transition to EasySTONE 
as a unified software 
platform for CNC pro-
gramming and operation. 
“Our goal is to make your 
stone shop as productive 
and profitable as it can 
be using the best software 
available for stone fabri-
cation, EasySTONE and 
EasySTONE NC,” Kidd 
states. “We translate our 
experience and knowl-
edge into your success as 
a stone fabricator.” For 
more information visit 
www.stoneworkstraining.
com, email info@stone 
workstraining.com or call 
(877) 786-6367.

SO your clothes dryer 
eats socks? Piffle! 

Big deal. Everybody’s 
dryer does. I estimate ours 
has ingested at least five 
dozen — one at a time, of 
course — through the years.

But I also hold title to an-
other item with special di-
etary needs. It’s a bass boat 
that eats pliers.

Not just any pliers. 
Instead, they gotta be nee-
dle-nosed—the correct term 
in professional tool circles 
is “long-nosed”—before my 
boat begins licking its chops.

I’ve found it necessary to 
use needle-nosed pliers more 
and more often as I age.

For example, the exact lo-
cation of a buried hook in a 
fish’s mouth is more diffi-
cult for me to see these days. 
(Perhaps because tackle 
manufacturers are making 
smaller hooks?) Also, I’m 

Sam Venable 

a bit shakier in my golden 
years, meaning other tre-
ble hooks on a lure have a 
way of finding my flesh as 
I attempt to extract the ones 
with a toe-hold. The task is 
decidedly easier, and far less 
perilous to my hide, with 
long-reachers.

I’ve had my boat on the 
water three times this spring. 
All have been short trips. I 
launch at sunrise and am usu-
ally headed home, trailered 
boat in tow, by noon.

In those brief journeys, my 
boat already has eaten two 
pairs of the aforementioned 
slender-schnoozolas. That 
doesn’t count the two pairs it 
gobbled last year.

This gluttony is as amazing 
as it is frustrating.

One minute, I’ll fetch pli-
ers from the dry storage 
locker and place them at my 

A Vexing Vessel 
Meal Mystery

feet on the deck. An eye-
blink later—slurp!—they go 
down the hatch. I’m thinking 
about mounting a video cam-
era onboard to capture this 
vicious attack.

Oh, and by “hatch” I mean 
as in throat, goozle, swal-
low-pipe. Not the nautical 
“hatch” as in the lid to a 
compartment on the boat. If 
it were that easy, all I’d have 
to do is reach back into the 
locker and retrieve the wan-
dering pliers.

Nope. I’m convinced the 
boat eats them—and once the 
chewing begins, those babies 
are history.

Before you ask, the answer 
is no: They haven’t bounced 
overboard as I motor from 
one fishing spot to another. 
We’re talking a chunk of 
heavy metal, not a foam cof-
fee cup or a piece of paper. 

If they took flight as I was 
roaring along and bouncing 
over waves, they’d likely 
bust through the windshield 
and rip off my head.

Please turn to page 21

mailto:info%40stoneworkstraining.com?subject=Slippery%20Rock%20Article%20on%20StoneWorks
mailto:info%40stoneworkstraining.com?subject=Slippery%20Rock%20Article%20on%20StoneWorks
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Don’t discuss 
 yourself, for you 

are bound to lose; 
if you belittle 

 yourself, you are 
believed; if you 

praise yourself, you 
are disbelieved.  

–Michel  
de Montaigne 

The Art of No Sharon Koehler
Artistic Stone Design

Recently, we had a small 
disaster in my family. 
To most people, what 

happened wasn’t a big deal, but 
through the eyes of my 5-year-old 
grandson it was pretty awful. His 
parents were planning his sixth 
birthday party, and like a lot of 
kids, he wanted a “How to Train 
Your Dragon” theme. And by 
golly, he wanted a special cake – 
he wanted Toothless, the dragon.

His parents searched for and 
found someone to make the spe-
cial cake. All was going to be 
well, great, fantastic, no worries. 
Party planning was proceeding 
according to schedule, and my 
5-year-old grandson was going to 
get the party and cake he wanted. 

But as often happens … life 
happened. All did not go accord-
ing to plan. Three days before the 
party, the cake maker had a death 
in the family, needed to travel out 
of town, and was not going to be 
able to make the cake as sched-
uled. That my friends, in the eyes 
of a 5-year-old, is a MAJOR 
DISASTER.  

So the hunt began to find some-
one who had time in their sched-
ule to make this cake in less than 
3 days, during wedding season. 
My daughter-in-law was on it, 
and she got her co-workers in-
volved. I was on it, and got some 
of my co-workers involved, too. 
(I don’t care who you are, no one 
wants to disappoint a child.) 

As it turned out, we were all 
unsuccessful. The point to this 
story is how we were unsuccess-
ful. I contacted someone I thought 
could help. She couldn’t, but she 
gave me the name and phone 
number for someone else who 
might be able to help. I called 
that person. They were very apol-
ogetic, but also couldn’t help. 
That person gave me the name 
and phone number of a bakery 
she thought maybe could help 
me out.  They couldn’t, but once 
again, I got the name and number 
for another potential baker to save 
the day. 

So, you see how this goes. 
Everyone I spoke to was apolo-
getic, but not available to make 
the cake, and they all referred 
someone who they hoped could 
help. This went on until I got to 
phone call number eight. She 
gave me a name and number, and 
I realized it was a bakery that I 
drive past every day. What luck! 
I decided to stop in on my way 
home from work. 

I walked through the door and 
asked for the person whose name 
I had been given. The woman 
behind the counter said, “You’re 
speaking to her.” As I was ex-
plaining what I needed, she cut 
me off and said, “No.”  Thinking 
that she didn’t realize the sever-
ity of the situation, I started ex-
plaining that this was not poor 
planning on our part. It was just 
a unique circumstance.  Again 

she cut me off and said no. She 
offered no empathy and just stood 
there looking at me like I had two 
heads and was wasting her time. 
When I asked her if she could 
recommend someone that might 
be able to help, she said no and 
walked away. Now, that’s just 
plain rude.

For whatever reason, some-
times, we just can’t help the peo-
ple who are asking. Maybe you 
work in a granite shop and they 
want Corian.  Maybe they want a 
porcelain tile patio, and you only 
work with stone, or maybe they 
want something that just doesn’t 
exist. There are a million reasons 
to say no to someone. It’s how 
you say no that is the key. 

Even if you can’t help them 
right now, the possibility exists 
that they may be your customer in 
the future. Even if you can’t give 
them what they want right now, 

being rude and unhelpful will al-
most guarantee that they won’t 
come back – and they won’t send 
anyone else your way, either. 

If you can’t help, at least be 
nice. Try to sympathize. Try to 
help. If they are looking for some-
thing close to what you do, refer 
them somewhere else (if you can).  
There is nothing wrong with 
knowing who does Corian, butch-
er’s block or slate in your area, if 
you don’t. If you can’t refer them 
somewhere else, be nice about it. 

For Example: “I’m sorry I can’t 
help you. I’m new and don’t 
know where you could go”; or, 
“I’m sorry I can’t refer you some-
where, I honestly just don’t know 
anyone who does that. Have you 
tried Angie’s List, Home Advisor 
or Porch? Maybe they can help.”

People remember kindness and 
rudeness. Those eight phone calls 
I made before I met the “rude bak-
ery” woman? I kept all their info, 
because we have events in my 
family all the time. We always 
need cakes, cupcakes and other 
special baked goodies. The ninth 
contact, even though I drive by 
there every day? I will never go 
there for anything, and I will not 
advise anyone to go there. 

As I said, people remember 
kindness and rudeness. It costs 
nothing to be kind, but being 
rude will certainly cost you future 
business. What do you want to be 
remembered for?

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

As you can see, this is no 
ordinary cake or topper 

from a grocery store bake 
shop. A cake like this 

takes an artist with sugar 
plate and a paint brush. 

NSI Completes Two More Homes 
with Gary Sinise Foundation

L a u r a  G r a n d l i e n a r d 
(ROCKin’teriors), chair of the 
Natural Stone Institute R.I.S.E. 
committee said: “Being involved 
with the R.I.S.E. program en-
ables our industry to take a lead-
ership role in supporting these 
veterans and their families who 
have endured so much to protect 
our freedoms. We feel tremen-
dous pride in sharing our talents 
for such an important cause. It’s 
a beautiful feeling to say ‘wel-
come home’ to these heroes.” 

Fifty-one Natural Stone 
Institute members have donated 
their time, products, and ser-
vices to this cause since 2016. 
A list of all donors can be found 
at www.naturalstoneinstitute.
org/RISE. Stone companies in-
terested in getting involved with 
future projects are encouraged 
to contact Pam Hammond at 
pam@naturalstoneinstitute.org. 

The Natural Stone Institute is 
a trade association representing 
every aspect of the natural stone 
industry. The current member-
ship exceeds 2,000 members in 
over 50 nations. Learn more at 
www.naturalstoneinstitute.org. 

Natural stone and fabrication 
for US Army Captain Jake 
Murphy and his family in Texas 
were provided by Salado, MSI, 
and Dee Brown, Inc. 

Continued from page 8

The national finance pro-
gram will serve Braxton-
Bragg’s North American 
distributorship with service 
levels that surpass industry 
standards. As Braxton-Bragg 
offers new large equipment 
options, Ascentium Capital’s 
finance program will evolve 
to meet the changing busi-
ness requirements.  

About Braxton-Bragg
For 25 years Braxton-

Bragg’s philosophy has been 
to offer exceptional products 
and first-class service to its 
partners in the stone, tile and 
concrete industries. For more 
info, visit www.braxton- 
bragg.com and facebook.
com/braxtonbraggllc .

About  
Ascentium Capital

As a direct lender, 
Ascentium Capital LLC spe-
cializes in providing a broad 
range of financing, leasing 
and small business loans. The 
Company’s offering benefits 
equipment manufacturers and 
distributors as well as direct 
to businesses nationwide. 
Ascentium Capital is backed 
by the strength of leading 
investment firm Warburg 
Pincus LLC. For more in-
formation, please visit www.
AscentiumCapital.com.

Continued from page 1                                                                              

Braxton-Bragg 
Selects Ascenium 

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

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

Item# 11491

Makita®  12 Gallon  
Wet/Dry Shop Vacuum

Makita®  XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita®  XCV05PT HEPA Filter Dry 
Backpack Vacuum

 Item # Description Our Low Price

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

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

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

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

 Item # Description Price

 11486 Makita® XCV04Z Cordless HEPA Filter Dry Vacuum $738.45  

 Item # Description Price

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

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

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

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

NEW!NEW!

NEW!NEW!

 GUARANTEED

BEST
PRICE!
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Continued from page 5

Biesse Group Opens Its 
 First Diamut Manufacturing 

 Facility in North America

“The powerful blend of Italian engineering 
and American manufacturing has been suc-
cessful in the past and has proven to provide 
a variety of technical advantages. All North 
American Diamut customers will benefit 
from all the value of Italian design and engi-
neering combined with a uniquely American 
manufacturing mindset.”

The new manufacturing operation in the 
Charlotte, N.C. Airport Corridor will be 
co-located with the Diamut tool redressing 
facility that opened last September. It is 
part of a $3 million expansion of the Biesse 
Group Charlotte campus that will also in-
clude a 12,000-square-foot office addition 
and future enhancements.

To the company, it’s not really about just 
building a facility. Even more importantly, it 

is about creating high-caliber manufacturing 
and operational teams by acquiring skilled 
labor, highly qualified engineers and ma-
chine operators who have the decades-long 
experience it takes to create craftsman-level 
products and uphold the promise of the 
Diamut brand. “Biesse Group has been rap-
idly growing,” Hooper said, “so we must 
maintain the right mentality about how we 
approach our growth. We must always keep 
our customer at the forefront of everything 
we do in terms of developing new technol-
ogy and always making sure we don’t forget 
the reason we are here.”  

To find out more about upcoming manu-
facturing capabilities in Charlotte, as well as 
current tool redressing options, customers 
can contact Biesse Group directly or get in 
touch with their preferred North American 
distributer, Braxton-Bragg at 800-575-4401.

For more information, contact market-
ing@diamutamerica.com.

Diamut is the division of Biesse Group 
dedicated to the design, manufacture and 
marketing of tools for processing glass, 
stone and synthetic materials. Founded over 
30 years ago, the company has evolved as 
part of Biesse. Diamut tools are developed 
and tested on Intermac machines and care-
fully curated for use in the most demanding 
machining applications. 

Stone Forensics 
Announces New 
Video Blog

Fred Hueston has an-
nounced that he is 

airing a new video blog to 
complete the Stone and Tile 
Radio Show podcast.  

“The video blog will 
allow viewers to see prob-
lems, solutions, tips and 
trips about stone and tile 
installation, fabrication 
and restoration. Unlike 
the radio show, the video 
blog will allow you see 
them first hand,” says Fred 
Hueston. “We encourage 
viewers to email and make 
suggestions. 

The first episode covers 

cracks and fissures, how to 
identify, detect the differ-
ence and treat them. 

To subscribe to the video 
blog, sign in to YouTube,  

https://www.youtube.com . 
To listen to the radio show 
go to  www.blogtalkradio.
com/drfred . 

Training & Education
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Stone Restoration and 
Maintenance Corner
Implementing New Technology 

Into Your Business

Bob Murrell 
M3 Technologies
Photos by Bob MurrellI hope that, by now, 

most everyone in the 
restoration and mainte-

nance business has a smart 
phone? I am not sure how 
I could operate without 
one, anymore. And yes, 
I am one of those people 
who stumble around while 
looking down at their 
phone. I do not however, let 
it distract me while driving! 
Just pull over.

Let’s face it, your phone 
is basically like having 
your office with you ev-
erywhere you go. You have 
the phone, texting (used al-
most exclusively by people 
under 40), email, calendar 
reminders, GPS, camera, 
video, and the list goes on 
and on.   

Nowadays, when a cli-
ent calls me with techni-
cal questions regarding a 
specific project or type of 
stone, I simply request that 
they send me some pictures. 
I need close-up pics for spe-
cific issues and field of view 
pics for perspective. And, I 
can do all of this in a text, 

keystrokes. I know what 
a customer bought in the 
past, how much he paid, 
and what he is looking to 
buy going forward. 

I also have each client 
categorized by the type of 
customer they are, like res-
toration contractor, building 
service contractor, institu-
tional, distributor, dealer, 
etc. In short, I would be 
“dead in the water” without 
my Act software.    

And, I have GoToMyPC.
com so I can access my pc 
from my iPhone most any-
time I need access to Act 
or older emails in Outlook. 
Even though I do have the 
larger iPhone, it is still 
sometimes a little tricky 
navigating with this app. It 
definitely comes in handy 
sometimes to be able to ac-
cess your PC.

You will also need some 

without having to inter-
rupt either the client or my 
schedule. I mean seriously: 
how convenient is that?

Oh, and what about con-
ference (3-way, at least) 
calling? When a building 
owner or homeowner, the 
general contractor and you 
need to have a pow-wow, it 
is a simple task with a smart 
phone.

Now, in my office, my 
PC is the go-to piece of 
technology. I do my spread-
sheets and most of my 
marketing work, here. The 
main thing, though is my 
contact management  soft-
ware. The days of keeping 
a Rolodex or records of 
calls and scheduling on a 
yellow pad are over for me, 
and have been for well over 
15 years, now. I happen to 
use Sage Act contact man-
agement software, but there 
are many others. I record 
what took place every time 

type of accounting soft-
ware if you are quoting and 
billing customers. These 
are also great for seamless 
integrating with your tax 
advisor. There are many 
types available and most are 
affordable.  

As I have discussed sev-
eral times in previous arti-
cles, a great and must-have 
piece of technology for 
restoration work is a gloss 
meter. I use a gloss meter 
most every time I consult 
on a project where a polish 
or higher hone is present. 
This gives both you and the 
customer a reference point 
and goal, before any resto-
ration begins. Remember, 
gloss meters don’t replace 
your eyes for achieving the 
desired look, they simply 
document your before and 
after gloss levels, thereby 
augmenting your results. 

Another technical instru-
ment that is worth invest-
ing in is a moisture meter. 
If you have ever read Dr. 
Fred’s columns, he will 
often prescribe the use of 
one for specific situations 
where moisture is suspected 
as the underlying cause for 
some type of negative issue. 
These can be easily acquired 
from most any big box store 
or online (from your phone, 
even!), and they are very 

My Gloss Meter is especially useful when I consult on a 
project where a polish or higher hone is present. This 
instrument gives both you and the customer a refer-
ence point and goal for the project.

My Deluxe Hardness Tester set includes picks at vari-
ous harnesses, mainly for testing minerals in concrete. 
Concrete hardness depends on what type of rock went 
into the matrix – and will affect how it polishes.

Among other useful apps on 
my phone, MyPC allows ac-
cess remotely to Sage Act con-
tact management software.

The BOT 3000 tribometer measures slip coeffivcient, 
and is an ANSI accepted measuring device.

I speak or communi-
cate with someone 
(in many cases, there 
are multiple contacts 
within one company), 
schedule follow up 
calls, meetings, and / 
or emails. 

I also record all 
quotations and sales 
in Act, so I can pull 
up sales metrics and 
data easily with a few 

affordable. This instrument 
can help with detecting 
moisture that is not drain-
ing or evaporating properly 
in retaining walls, shower 
pans, and even flooring. 

I personally own two slip 
meters for testing the co-
efficient of slip on floors. 
One is an analog weighted 
pull meter, and the other 
is a BOT 3000 digital tri-
bometer, which is basically 
a robot that crawls across 

the floor and measures the 
slip coefficient, both static 
and dynamic. Both ma-
chines can verify the co-
efficient of slip more than 
adequately. However, the 
BOT 3000 is an accepted 
measuring device by the 
ANSI (American National 
Standards Institute) and 
ASTM Internat ional 
standards. 

Please turn to page 15
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Stone Restoration and 
Maintenance Corner

they are more affordable.
Hardness test kits can be 

very useful, especially for 
help with choosing certain 
metal bond diamonds on 
a particular concrete floor 
application. Hard concrete 
requires a softer bond di-
amond, and soft concrete 
requires a harder bond di-
amond (in the most simple 
terms). These test kits can 
be had for around $100, 
give or take a few dollars.

Looking back, I am not 
sure how we ever conducted 
business before technology 
came along, just kidding of 
course. I have done research 
showing where a team of 
mules pulling sandstone 
blocks were used to grind 
and hone marble floors, 
which means I am getting as 
old as dirt. In any case, I am 
grateful for the technology 
we have today. It helps us to 
do our jobs better and more 

It gives a digital readout 
and can also give a printout 
version, too. The biggest 
drawback to the BOT 3000, 
is the cost of about $7,000+. 
A quality digital pull meters 
can be acquired for around 
$850.

There are many other 
technical products that can 
help with your restoration 
and maintenance company 
such as devices for accu-
rately measuring the square 
footage of a project, hard-
ness testers, and even pro-
filometers for measuring 
the surface profile (surface 
roughness/smoothness). 
Personally, I still use an 
analog distance measuring 
wheel for square footage 
measurements. There are 
digital versions available for 
a little extra. Some use la-
sers for this, and I like them 
too, especially now that 

Continued from page 14

efficiently, for sure! 
As always, I recommend 

submitting a test area to 
confirm the results and the 
procedure prior to start-
ing a stone or hard surface 
restoration or maintenance 
project (oh, and use your 
smartphone to take plenty 
of before and after pics!). 
Also the best way to help 
ensure success is by part-
nering with a good distribu-
tor that knows the business. 
They can help with techni-
cal support, product pur-
chase 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 dec-
orative concrete restoration 
and maintenance. He helped 
develop some of the main 
products and processes 
which revolutionized the in-
dustry, and is currently the 
Director of Operations for 
M3 Technologies.
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800-575-4401
www.braxtonbragg.com

Material Handling

Storage rackS

a-FraMeS

teleScoping
ForkliFt 
BooM

carry claMpS

SHop cart

FaBrication taBle

Braxton-Bragg is proud 
to introduce a brand new line of 

Material Handling products 
by Hercules!

You asked for better products, we listened...
and now we deliver the best material handling products 

that meet or exceed the stone industry’s safety standards!



The best shop racks, transportation racks, moving carts, suction 
cups, boom, and other natural stone slab equipment. These Hercules 
products are made in safety red for moving, storing, and fabricating 
Granite, Marble, Quarts and other stone pieces.

Material Handling

Suction cupS

claMping dolly

FaBrication 
Stand

Chris, thank you for suggesting the Hercules “A” frames. They are very 
sturdy, nice-looking and professionally built. I was surprised that they 
came with the wooden inserts, to keep the slabs from sliding off. Very 
much needed. We stock around 3,000 slabs, and now all of them are 
on display for ease of looking at. I will be changing out the rest of my 
wooden frames very soon with more of them. Thanks again.

—Terry Bortolotti
G.M.S. Werks /

Universal Terrazzo & Tile Co
Omaha, Nebraska

Modular 
FaBrication 
taBleSeaM Setter

reMnant rack

800-575-4401
www.braxtonbragg.com



I was taping a new video blog when 
my phone rang. I turned the camera 
off and answered it.  I had to retake 

the section, but as that’s what really hap-
pened, it also gives me the opportunity 
for a shameful plug for my new blog – 
found on YouTube at https://youtu.be/
nhMoqjSjFU8.  

The lady on the other end seemed very 
upset. Why is it that when I get a call from 
a lady, they are always upset? Anyway, 
she wasn’t quite crying, but was on the 
verge.  She told me they had a white mar-
ble, and all of a sudden it was turning 
blue. Well, that really didn’t surprise me, 
since I have seen all kinds of spills which 
would cause a blue stain.

So, I asked her all the standard ques-
tions, like what chemicals are used to 
clean the stone? Was there anything 
spilled there? Was there a house plant 
nearby? And so on, you get the picture. 
But the answer to all of those questions 
was a big NO.

 Since I couldn’t solve this problem 
over the phone, I told her I would need 

Frederick M. Hueston, PhDThe Stone Detective
The Stone with the Blues

to do an inspec-
tion, take a closer 
look and possibly 
remove a stone, 
and have some lab 
tests performed. 
She gladly accepted 
and asked if I could 
come out that very 
day. 

Turns out, she was 
500 miles away! 
I told her I could 
schedule something 
in a couple of days, 
but my flight would 
be expensive. She said 
she didn’t care, and asked 
me to get out there as soon as I could. 

I finished recording my blog and headed 
to you-know-where for lunch. For those 
of you reading this column for the first 
time, I was headed to my favorite greasy 
spoon. For those who have been reading 
for a while - yeah, the diner serves more 
than just breakfast. 

Before I grabbed my trench coat and fe-
dora to head out, I hopped online to check 

flights. I couldn’t find a direct flight any-
where. The shortest flight with a connec-
tion was 8 hours, and that didn’t include 
getting to the airport, renting a car, etcet-
era. With that in mind, I decided I could 
drive there faster than I could fly. I called 
the lady and told her I could get there 
tomorrow.

I woke up early around 5 a.m. I know 
you young folks are thinking that I’m get-
ting old, getting up so early. Well, lads 
and lasses, you are correct. Just remember 
the older you get, the more experience you 
have. In my case it’s another day of more 
stone and tile experience. I got dressed 
and headed to the diner for my morning 
ritual of coffee, eggs and listening to the 
same old war stories by the regulars.  

I finished my breakfast, said goodbye 
to the Breakfast Club, winked at Flo and 
headed out to the Woody for my drive to 
the stone with the blues.

I arrived at the client’s house – and it was 
huge – which seems to be typical for a lot 
of my inspections. The odd thing was that 
this house was in the middle of nowhere. 
There were fields of grass, so I assumed 
that they were in the sod business. It al-
ways amazes me what businesses make 
folks rich.  It’s certainly not the stone and 
tile inspection business. (Sorry – I’m in a 
complaining type of mood today. Must be 
my old-guy bunions and lumbago.) 

I pulled up to the house and the owner was 
waiting on the front porch for me. She was a 
petite lady, I estimated a well-kept 50-some-
thing. She ran down the steps and greeted me 
with her hand out. She led me through the 
front door, and as soon as I entered the home, 
the blue discoloration stood out like a tall red 
head at a blonde convention.  

Please turn to page 19

The Seam Phantom is back!
The Seam Phantom® 

is an innovative system for producing 

near perfect seams in all types  

of stone and quartz.

Dress Flawless Seams 
in 15 to 20 Minutes. 

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

MADE IN THE USA

•Sample Air Kit;
Grinder NOT Included

Air Kit Includes:
•Seam Phantom®

• Adapter for Air Tool
• Arbor Extension (Also Available in M14 Thread)
• 48” Glide Guide Rail (72”/96” Sold Separately)
• SL3 Adapter (Also Available in M14 Thread)
• 60 Grit SL3 Rigid Turbo
• 150 Grit SL3 Rigid Turbo
• 300 Grit SL3 Rigid Turbo

• 2” SL3 Cup Wheel
• 2 C-Clamps (For clamping Glide Guide)
• Gauge Blocks
• Angle Adjustment Washers
• All Required Hardware
• Instruction Manual

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
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This case was a puzzler. It wasn’t an 
ordinary blue stain. But what was it?

https://youtu.be/nhMoqjSjFU8
https://youtu.be/nhMoqjSjFU8
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FREE CNC INTEGRATION PACKAGE! 
Seamlessly export & transfer files for specific CNC brands. 

FREE SECOND SOFTWARE LICENSE! 
Work on same file on the jobsite & back at the shop. 

FREE LOANER PROGRAM! 
Minimize downtime due to repairs or maintenance. 

FREE ONSITE TRAINING! 
Certified trainer works with you at your shop. 

FREE WINDOWS-BASED TABLET! 
Template, edit, photograph, email & much more. 

FREE LIFETIME SOFTWARE UPDATES! 
Always have the latest features for the life of the unit.

Do you get these FREE from anyone else?

Call 877-679-1300 
for a no-obligation demo. 

Financing & free training available.

Learn more at
LaserProductsUS.com

The Stone Detective
The Stone with the Blues

Continued from page 18

I normally recognize most 
blue stains, but this one had 
me puzzled. I reached into my 
inspection kit and pulled out a 
number of chemicals to see if 
any of them would react with the 
stain… and got nothing. None 
of the chemicals reacted. This 
was going to be one of those in-
spections where I would have to 
remove a tile and see what was 
underneath. I asked her if I could 
remove a tile. She told me that if 
it would solve the mystery, then 
yes. I couldn’t promise it would, 
but I assured her it was the only 
way we could possibly solve 
it. (Fortunately, for me and my 
reputation, it would.)  I ran back 
out to the Woody to grab my 
tool bag.

After I removed the grout 
around the tile, I started chisel-
ing up the tile. It wasn’t coming 
up very easily, but I only had to 
removed about a square inch or 

two and I saw the problem. At 
this point it was no longer nec-
essary to remove the remaining 
tile.

I called her over and showed 
her what I found. Can you guess 
what it was? To find out you 
have to wait till next month’s 
column – or listen to one of my 
shows at www.blogtalkradio.
com/drfred where you will find 
the answer.

The Stone Detective is a fic-
tional character created by Dr. 
Frederick M. Hueston, PhD, 
written to entertain and edu-
cate. Dr. Fred has written over 
33 books on stone and tile in-
stallations, fabrication and 
restoration and also serves as 
an expert for many legal cases 
across the world. Send your 
email comments to fhueston@
stoneforensics.com.

ALL companies, big 
and small, have 

turnover. People quit. People get 
fired or laid off. Some people 
get too sick to continue working, 
and some people retire. There 
are many reasons for turnover. 
Sometimes it’s the company’s 
fault. Sometimes it’s the worker’s 
fault, and sometimes it’s just cir-
cumstance. Whatever the reason, 
there is always turnover.

You can’t always plan for 
turnover. People can become ill 
suddenly, or in some cases an 
employee may commit an act so 
awful that it requires immediate 
termination. Sometimes employ-
ees quit with little to no notice, 
and occasionally they just stop 
showing up. However, whenever 
possible, try to plan for turnover.

A while back, my boss told me 
he needed a five-year notice if I 
ever planned to leave. Was he kid-
ding? Probably, but as I progressed 
in the company, I realized that he 
would need to plan ahead for my 
retirement. I would, as well. So in 

The Best Laid Plans…
Sharon Koehler
Artistic Stone Design

keeping with the plans that need to 
be made, I recently gave my 5-year 
notice. And SURPRISE… my boss 
very promptly went out and hired 
someone to replace me. Do I still 
have a job? Of course, I do. I’m 
loyal. He’s loyal. It’s all good, and 
I have 5 years to train my replace-
ment. As strange as this all sounds, 
it is absolutely the right thing to do.

Companies need as much sta-
bility as possible to run smoothly 
and stay on track. If you have a 
worker that isn’t performing well 

and termination is going to be un-
avoidable, make a plan to replace 
that worker before termination. Go 
through the interview and hiring 
process to find a qualified candi-
date for the position. Settle on a 
start date with the new hire. That 
start date will also help with the 
termination date of the current em-
ployee. (Of course, be quiet about 
it. You certainly don’t want any-
one finding out before it’s time.)

On the other hand, if you are 
going to lay an employee off for 
whatever reason and you don’t 
plan to replace them, you still need 
a plan. Never assume that one or 
more of their co-workers will step 
up and fill the void. They may not 
know everything that employee 
did, or they may not know how to 
do it.  Sit down and decide who is 
going to do what to fill the hole 
created by the laid-off worker. 

Don’t be surprised if someone 
asks for a raise with the added 
responsibility. 

Be prepared, there may have to 
be some training involved. There 
also may be some resistance, es-
pecially if the laid off person was 
well liked. 

Please turn to page 21

“The only thing worse 
than loosing an employee 
you’ve trained, is keeping 
one you haven’t trained.”

— Zig Ziglar

http://www.blogtalkradio.com/drfred
http://www.blogtalkradio.com/drfred
mailto:fhueston%40stoneforensics.com?subject=
mailto:fhueston%40stoneforensics.com?subject=
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Customer service, mate-
rial handling, fabrication, 
installation, and even the 

maintenance department – all 
have a responsibility in determin-
ing the quality of your product. 
And those departments perform 
their work with as much quali-
ty-mindedness as they think their 
customers deserve.  

An emphasis on quality is a 
focal point for Solid Surface 
Designs in 2019. And due to dis-
satisfaction in our ability to ex-
ecute jobs as successfully or as 
often as we aspire to, we have de-
cided to hire someone whose job 
focus is quality control. 

In the receiving department, 
the new quality inspector has al-
ready made his impact known by 
implementing a string test. This 
is a basic test where you have 
two people holding each end of 
a string across the front and back 
of a slab. If the string is not com-
pletely flush with the surface all 
the way across, then bowing in the 
slab is evident. He has also rec-
ommended us using calipers when 
inspecting slabs of stone, which 
gauges thickness variances. 

In the fabrication area, the qual-
ity inspector has set up processes 
to hold employees accountable for 
double-checking their work, as 
well as put extra focus and aware-
ness on workers. We have a “shop 
traveler”, a job folder that follows 
the job from point A to point B. 
When employees work on a job, 
they are responsible to sign-off on 
whatever they worked on inside 
the folder, as well as checking 
off on dimensions detailed in the 
folder, proving that they double 
checked where necessary. 

Checking off on a job is also the 
responsibility of the workers put-
ting seams together. We are get-
ting a fabrication (gauging) wheel 
for our CNCs, which will be used 
to keep the thickness of the stone 
consistent, and hopefully create 
longer tool life. Our fabrication 
area is equipped with halogen 
lights around our tables to pro-
vide the best simulation of home 
lighting, and it also gives better 
lighting for a thorough inspection. 

In our installation department, 
we have recently implemented 
the decision for our install work-
ers to wear SSD uniforms to 

How Do You Manage Quality?

Codiak San Herrell
Solid Surface Designs

increase professionalism. The 
install workers are also mindful 
of quality, and they inspect the 
tops before installation using UV 
flashlights. They also use a UV 
Fill-A-Chip light when they do 
catch a discrepancy. When trans-
porting a job, they make sure that 
all tops are stacked face-to-face or 
back-to-back when being loaded 
onto their work trailers. And if 
we cannot transport that way, we 
use cardboard or plastic sheets 
to guard the polish on our jobs. 
Installers are also responsible for 
adding supports to customer’s 
walls if they deem the cabinets 
too weak for their countertops. It 
is S.O.P. to use 3 in 1, Cleaner- 
Polish-Protectant on customer’s 
tops, post install. The install team 
also makes sure that customers re-
ceive the post inspection sign-off. 

Solid Surface Designs also 
sends out an independent survey 
after every install, as well as a 
“Thank You” letter, a care and 
maintenance form, and a guaran-
tee that if you find a chip in your 
countertop within 30 days, we 
will fix it for free. 

The driving force behind all 
these procedures is that we are not 
satisfied with our current quality 
and decided to take action. That 
is because we have high expec-
tations and want to consistently 
deliver a high-quality product to 
our customers. 

According to our webpage www.
solidsurfacedesigns.net, we have a 
95 percent customer approval rat-
ing. But even if that number was 
100 percent, we would still need 
to work on continually improving 
quality. 

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

Left and below: Codiak and his 
helper check incoming slabs for 
consistency. It is not hard to 
implement quality inspections 
to test material thickness con-
sistency (by micrometer) and a 
simple string test to check for 
bowing.

Above:  A Customer Satisfaction 
Survey is a good way to start a 
follow-up contact with a client, 
post-install. Solid Surface Designs 
sends out a Thank You letter, 
a care and maintenance form, 
with a guarantee to fix any chip 
found within the first 30 days of 
installation.

Left: A finished job, going 
out for installation. “Our in-
stall workers are especially 
mindful of quality, as they 
are the last line of defense to 
certify the stone is in perfect 
shape as it goes into a client’s 
home. They inspect the tops 
before installation using UV 
flashlights. They also use a 
UV Fill-A-Chip light when 
they do catch a small flaw or 
surface discrepancy. When 
transporting a job, they make 
sure that all tops are stacked 
face-to-face or back-to-back 
when being loaded onto their 
work trailers.”
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AS a part of Braxton-
Bragg’s 25th anniver-

sary, the company has a goal of 
doing 25 good deeds through-
out the anniversary year. 
Employees most recently vol-
unteered at Knox Area Rescue 
Ministries (KARM), prepar-
ing and serving meals, and at 
Tennessee Valley Coalition 
for the Homeless’ Empty Bowl 
Fundraiser, to end veteran 
homelessness.

Slippery Rock editor Larry 
Hood is a regular KARM volun-
teer, and he brought along fel-
low Braxton-Bragg employees: 
Rick Stimac, CEO; Stimac’s 
fiancé, Jennifer Corey; Corey’s 
children, Brooklyn & Roman; 
and Todd ”TJ” Johnson, Sales 
Associate. 

KARM serves men, women 
and children through a variety of 
progressive ministry programs 
designed to break the cycle of 
homelessness. Serving nearly 
1,000 meals each day (365 days 
a year), KARM feeds both the 
homeless and people in crisis 
who must choose between pay-
ing bills or buying food. 

“A warm meal is often the 
first act of compassion that al-
lows KARM staff and volun-
teers to engage with our guests 
and begin developing relation-
ships that help reignite hope,” 
said Karen Bowdle, Director 
of Communications and Public 
Relations. 

KARM also provides emer-
gency shelter to more than 300 
men, women and children each 
night who have nowhere else to 
turn—offering a safe place from 
the elements, rest, and loving 
staff and volunteers who listen 
to them, and help and pray with 
and for them.

“Our staff was so honored to 
volunteer at KARM and be part 
of the great work that organi-
zation does to give homeless 
people a hot meal and, more 
than that, to give them a path to 
restoration,” said Rick Stimac, 
Braxton-Bragg CEO. “This 
community outreach is a part of 
our company’s 25th anniversary 
celebration, and we’re having 
a great time helping others and 
getting to know each other on an 
even more personal level.”

Twenty-Five Good Deeds
Braxton-Bragg Employees Volunteer at Empty Bowl and KARM

“I’ve been preparing and serving 
food for this hot lunch program 
for a number of years,” said Larry 
Hood, Slippery Rock Gazette ed-
itor. “When I get to interact with 
the men and women – and children 
– who come through the KARM 
lunch line, it is humbling how 
appreciative they are. It makes a 
difference in their lives, lets them 
know that someone does care.”

In addition to feeding the 
homeless and providing shelter, 
KARM’s Abundant Life Kitchen 
program helps train guests for em-
ployment in the food service in-
dustry, and offers catering services 
to Knox area business, churches, 
community groups, etc. Also, 
KARM’s Clean Start program 
trains guests for the commercial 
janitorial industry.   

Please turn to page 23

The Tennessee Valley Coalition 
for the Homeless Empty Bowl 
Fundraiser was February 22 at 
the Clinton Community Center 
with Mayor Terry Frank. Braxton-
Bragg CEO Rick Stimac and 
his fiancé Jennifer Corey, Jeff 
Dykstra, vice president of sales & 
marketing, and sales associate TJ 
Johnson served soup. 

“The Empty Bowl is a great 
event for a very worthy cause and 
our employees were honored to 
take part,” said Stimac. “This type 
of community outreach is a part of 
Braxton-Bragg’s 25 good deeds 
we are completing throughout this 
year to celebrate our 25th anni-
versary. TJ Johnson works with 
TVCH on a regular basis, and he 
invited us to share in this program. 
We are proud to help deserving 
people in the community, while 
honoring our employees’ volun-
teer passions as well.”

Left to right: Braxton-Bragg 
employees Jeff Dykstra and 
TJ Johnson serve soup at the 
Empty Bowl Fundraiser to 
end veteran homelessness. 
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Retirement is a different issue. 
The retiring employee will more 
than likely have a time frame, but 
their plan will probably be a bit 
flexible. I didn’t tell my boss I in-
tended to retire on May 25, 2024. 
I just said I intend to retire in 5 
years. Now, we all know there is 
no guarantee that I will be around 
for 5 more years. I could get hit by 
a bus; I could fall off a mountain or 
get bitten by a deadly snake. Who 
knows?  You can’t plan for those 
things, but for routine business 
comings and goings, there should 
always be a plan.

It doesn’t matter if the employee 
leaving is an hourly helper on a 
truck or upper management. You 
need a plan for both, and every po-
sition in between. An hourly helper 
on a truck serves a purpose. They 
do a job and if you don’t have a 
plan in place you will more than 
likely have to take an employee 
from a different department, who 
does a different job, and throw 

them into a job they are not fa-
miliar with, and don’t know how 
to do. That hurts two different as-
pects of the business. It shorts the 
department you stole the worker 
from, and it frustrates the remain-
ing truck crew (and probably the 
substitute worker) because they 
have to work around someone who 
doesn’t know what to do. 

Upper management is usually 
replaced from a promotion “in 
house,” which means you need 
a plan to replace the promoted 
worker, as well.

Turnovers can be hard on a com-
pany but if you plan ahead, you 
may get a much smoother tran-
sition. You plan for financial is-
sues. You should plan for weather 
and other disasters. Why not plan 
for people– your most valuable 
resource?

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

The Best Laid Plans…
Continued from page 19

Continued from page 11

The team from Braxton-Bragg 
prepares fresh ingredients to 
feed the homeless at KARM.

A Vexing Vessel Meal Mystery

Also no: They haven’t acciden-
tally ricocheted off the deck and 
plopped into the drink when I drop 
them after use. If so, I would’ve 
heard the clink and splash.

The only logical explanation is 
that the boat has eaten them. Thus, 
I’m constantly visiting the store and 
replenishing my nautical pantry.

A few days ago, I deposited four 
pairs of needle-nosed pliers into my 
shopping cart. Three were cheapies 
from the hardware department; one 

was a high-dollar unit from sport-
ing goods. Back home, I dropped 
’em all into the boat’s storage 
locker.

Fat chance they’ll ever see duty. 
Given my boat’s voracious ap-
petite—buuurp!—they probably 
won’t survive long enough to reach 
the lake.

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

© MARK ANDERSON. www.andertoons.com

“You aren’t being fired. I’m just asking you 
to clean out your desk.

mailto:Sharon%40asdrva.rocks?subject=
mailto:sam.venable%40outlook.com?subject=
mailto:sam.venable%40outlook.com?subject=
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Enrolling is easy!
1. Just simply text the word VIPER to the number 31996

2. Respond YES when asked if you would like to enroll

3. Fill out the info in the link provided

– Or Enroll via the Web – 

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

2. Fill out the info in the field provided

3. Check YES in the bottom box

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

Join, and get 
access to exclusive 

offers and 
important product 

updates

Get a free Viper Nation 
T-shirt when you join!

Be a part of Braxton-Bragg’s 

VIPER NATION

Braxton-Bragg Names Patrik Knudsen CFO 

Patrik Knudsen, a growth, compli-
ance and efficiency-driven senior 
finance executive, is Braxton-

Bragg’s new CFO. He replaces retir-
ing CFO Dave Jester, who joined the 
company in 2008.

“Patrik comes to Braxton-Bragg with 
a proven track record of increasing prof-
itability and eliminating inefficiencies,” 
says Braxton-Bragg CEO Rick Stimac. 
“This strategic financial expertise and 
leadership will maximize ROI.” 

Knudsen’s most recent experience in-
cludes a short stint as Ceramaspeed CFO, 
and prior to that, he was CFO for HTC, 
Inc. for a decade. HTC is a global leader 
in supplying concrete grinding and pol-
ishing equipment. 

“During their twenty-fifth anniversary 
year, Braxton-Bragg has partnered with 
many new manufacturers to expanded 
its breadth of products, including large 
equipment,” said Knudsen. “This growth 
makes now the perfect time to take a Patrik Knudson, new Braxton-Bragg CFO 

more strategic and streamlined approach 
to finances, and I am happy to lead this 
effort with a capable team.” 

About Braxton-Bragg 
For 25 years Braxton-Bragg’s philoso-

phy has been to offer exceptional prod-
ucts and first-class service to its partners 
in the stone, tile and concrete industries. 
For more info, visit braxton-bragg.com 
and facebook.com/braxtonbraggllc.

Sometimes You Win…

P olice are searching for a 
thief with expensive taste in 

Massachusetts.

Chris Gasbarro’s Fine Wine and 
Spirits in Seekonk says someone 
stole a $4,000 bottle of the Remy 
Martin Louis XIII cognac from its 
store.

The bottle was kept in a locked 
glass case, and security cameras 
captured a man either picking the 
lock or using a key to open the case.

The man tucked the bottle in his 
pants, used money to purchase a 
separate item, and left the store.

The store is offering a $500 re-
ward for information leading to the 
man’s arrest.

Police say the man faces a felony 
charge of larceny over $1,200.

Anyone with information is 
asked to contact Seekonk, Mass.  
police.                    

A Maui, HI man convicted of 
breaking into a police station 

and setting off an alarm was sen-
tenced to four years of probation.

The Maui News reports 53-year-
old Paul Kossman was sentenced 
after pleading no contest to sec-
ond-degree burglary and rendering a 
false alarm.

Prosecutor Jeffery Temas says 
Kossman was inebriated when he 
crawled through a bathroom win-
dow of the Hana station and pulled 
an alarm in January 2018. He says 
an off-duty police officer heard the 
alarm and discovered Kossman.

Kossman told the court that he 
did not intend to steal anything, but 
it was “something that happened 
that shouldn’t have.” Kossman was 
also ordered to perform 200 hours 
of community service and write an 
apology letter to police in Hana.

Sometimes You Lose

http://www.braxton-bragg.com
http://facebook.com/braxtonbraggllc
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Twenty-Five Good Deeds Continued from page 21
More than 80 people showed 

their support by buying a hand-
crafted bowl, donated by Mighty 
Mud. 

Soup was donated by several 
businesses and local members, 
including a tomato bisque by 
Braxton-Bragg sales associate 
Mike King. These donations and 
support allowed TVCH to raise 
more than expected to meet its 
monthly budget. 

Tennessee Valley Coalition 
for the Homeless

TVCH exists to provide ser-
vices, education and leadership to 
develop lasting solutions to home-
lessness in the Knoxville region.

It helps break cycles of homeless-
ness through affordable housing, 
transportation, case management 
and referrals. The group educates 
the public on the complexities of 

Visit www.stoneforensics.com

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

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

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

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

Call 321-514-6845 Visit www.stoneforensics.com

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

homelessness through community 
outreach, awareness training, and 
public service announcements.

It strengthens capacity of partner 
providers within the Tennessee 
Valley Continuum of Care through 
technical assistance, funding op-
portunities, data collection and 
dissemination.

For more information, or to 
make a donation to these organi-
zations, please visit www.karm.
org and www.tvchomeless.org.

For  the TVCH event, hand-
crafted bowls were donated 
by the Knoxville, TN pot-
tery workshop Mighty Mud. 
Homemade soup was donated 
by local businesses and individ-
uals, including Braxton-Bragg 
Sales Associate Mike King.

“There are two modes 
 of establishing our 

reputation: to be praised 
by honest men, and to be 

abused by rogues. It is best, 
however, to secure the 

former, because it 
 will invariably be  

accompanied by the latter. 
— Charles Caleb Colton

http://www.karm.org
http://www.karm.org
http://www.tvchomeless.org
http://www.quotationspage.com/quote/2872.html
http://www.quotationspage.com/quote/2872.html
http://www.quotationspage.com/quote/2872.html
http://www.quotationspage.com/quote/2872.html
http://www.quotationspage.com/quote/2872.html
http://www.quotationspage.com/quote/2872.html
http://www.quotationspage.com/quote/2872.html
http://www.quotationspage.com/quote/2872.html
http://www.quotationspage.com/quote/2872.html
http://www.quotationspage.com/quotes/Charles_Caleb_Colton/


A Scientific Guide to Shopping 
for Natural Stone

Perusing slab yards is always 
an adventure. At first, it’s 
novel and exciting. Granite 

and marble and limestone, oh my! 
But aisle upon aisle of stone can 
trigger shopper’s overload. How 
can you tell them apart? Which 
one is right for you? Is Brazilian 
granite superior to Indian granite? 
And what to make of the enticing 
labels? Is Verde Butterfly Extra 
going to make your life better than 
Verde Butterfly Non-Extra?

Take a deep breath. We have 
answers for you. While subjective 
things like shades of off-white 
(ecru vs. cream?), stone names, 
and design trends can be dizzying, 
there is one tool that can reliably 
help you cut through the confu-
sion. I’m talking about  science, 
my friend.

Aside from the obvious fact 
that science is super cool and 
sexy, there’s a real advantage to 
this approach: you will learn for 
yourself how stones perform. By 
experimenting on stone samples, 
you’ll not only gather key bits of 
information, but you’ll also gain 
confidence in the real-world attri-
butes of various stones. There’s 
nothing like your own personal 
experiences to reassure you that 
your stone is going to tick all the 
boxes for your situation.

 
Match the Properties 

to the Purpose
The first step is to assess your 

primary needs. A hardworking 
kitchen countertop in a family 

home might require durability as 
the top priority. A bathroom floor 
might favor texture and grip. A 
stone patio in Wisconsin needs to 
resist splitting, while the counter-
top at a bank will have to resist 
fingerprints and oils.

If possible, make a list of the 
properties that are  most import-
ant to you before you head to the 
showrooms. That way, you can 
zero in on the types of stone that 
fit your criteria, and avoid the 
potential heartbreak of falling in 
love with slabs that don’t match 
your requirements.

 
Assemble Your Toolkit

We scientists love our gear, so 
here’s a list of items you can use 
to investigate stone samples:

• Glass tile
• Pocket knife
• Small bottle of lemon juice or  

 vinegar
• Spray bottle of water
• Cloth for wiping up water or  

 acid
• Magnifying glass (or use the         

 magnifier function on your  
 phone)

• Camera and notebook to docu 
 ment your findings

 
Obtaining Samples

As you evaluate various types 
of stone, be sure to explain to the 
sales staff that you’d like to do a 

little “sciencing” on some sam-
ples. Many dealers are happy to 
provide samples of stones that 
you’re considering. This is a 
smart practice because an edu-
cated customer is likely a satis-
fied customer. Fabrication shops 
are another source of potential 
samples, and the scrap bins offer 
a treasure trove of stones to sat-
isfy your geologic curiosities.

Ideally, industry professionals 
will appreciate your desire to be 
as informed as possible, and can 
accommodate customers who 
want to ‘test drive’ stones be-
fore committing to a purchase. 
Who knows, perhaps salespeople 
will be similarly curious about 
a stone’s performance, and can 
help guide your investigations. 
In an age where information is 
passed along so easily, sometimes 
without regard for context or va-
lidity, it’s in everyone’s best in-
terest to engage in our very own, 
science-based fact checking.

 
Hardness

In geology-speak, the hard-
ness of a stone is its resistance 
to being scratched. Hardness is 
not the same thing as strength or 
durability, which we’ll get to in a 
moment.

Hardness is important when it 
comes to things like using metal 
utensils on your countertop, or 
scuffing muddy shoes across a 
stone floor. Of all the properties, 
hardness is the simplest to evalu-
ate. Using a glass tile, check your 
stone sample to check to see if the 
stone scratches the glass.

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

A few tips on testing:
Use a sharp corner of the stone.
Press hard, but be careful not to 

press so hard that you risk break-
ing the glass. Set the glass on a 
tabletop to do the test, rather than 
holding it in your hand.

There will almost always be 
a mark on the glass, but it’s not 
always an actual scratch. Wipe 
off any stone dust, then feel the 
scratch with your fingernail. 
Sometimes the stone simply 
‘draws’ on the glass, and some-
times it scratches it. Get a little 
nerdy and investigate what’s re-
ally happening.

Another way to check the hard-
ness of a stone is to use the tip 
of a knife blade to try to scratch 
the stone. One advantage of this 
method is you can examine in-
dividual minerals and check out 
different parts of the stone.

Stones that are harder than glass 
or a knife blade are likely to stand 
up well to wear and tear. Softer 
stones are still perfectly useful, 
even in high-wear areas, but it 
depends on your own preferences 
and needs.

 

Durability
How well a stone stands up to 

splitting, crumbling, and cracking 
are all part of its durability. This 
is harder to measure because it’s 
more subtle and subjective. Here 
are a few categories to investigate.

Splitting. Many types of stone 
are layered. Use a broken (not 
sawn) edge and see if you can 
peel apart the layers. How strong 
are the layers? This is especially 
useful for slate and schist, which 
have pronounced layering. The 
large “flashy” areas of layered 
mica can add stunning beauty to 
the overall appearance, but can 
flake off if near the surface.

Grains. All rocks are made of 
minerals, but in some cases those 
minerals are not stuck together 
too well. Investigate the edges of 
a stone and see if it’s possible to 
loosen or remove any grains. Use 
the tip of a pocketknife and have 
at it. In most cases, this test is a 
reassuring one. It’s not easy to 
pry grains out of a solid rock, and 
trying to do so will help you rec-
ognize the strength of your stone.

Cracks and fissures. A natu-
rally occurring break in a stone 
slab is called a fissure, and if it’s 
human caused (during fabrication 
or handling, for example), then 
it’s considered a crack. Fissures 
in stone are a perfectly normal 
occurrence. All kinds of geo-
logic stresses can cause a stone 
to fracture, and in many cases, 
these areas heal themselves with 
minerals carried along by ground-
water. But once the stone is out 
of the ground, that process will 
no longer take place, of course. 

Please turn to page 30
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Scan Me



The Slippery Rock Classifieds
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For Sale

Profile Machines. 2 x profile machines 
in good working condition. For Sale As 
Is. For buyer to pick up. Price: $12,500.00 
for each. Contact: Stone Quest, 732-750-
3090, or email leonid@stone-quest.com.

___________

Used Heavy Duty Metal A Frames for 
Stone Slabs
Length 4 ft x Height 5 ft. One Side 
Angled Heavy Duty Metal A Frames for 
Stone Slabs. Made in Italy. Quantity - 28 
pieces. In good condition. Sold as is for 
customer to pick up. Sale Price: $95.00 
each. Contact: Josef Morchik, phone: 
732-750-3090 or email: leonid@stone-
quest.com .

___________

Used Water filtration and Pollution 
Control FRACCAROLI & BALSAN 
System. Year: 2006. Model: 108-06 In 
very good working condition. Sale Price: 
$23,850.00. Contact: Josef Morchik: 
Phone: 732-750-3090, Email: leonid@
stone-quest.com 

___________

Omni Cubed Pro-Lift Installation Cart 
For Sale Like New - Used only a few 
times! Omni Cubed Pro-Lift Automatic 
Heavy-Lifting Installation Cart Max 
Clamp Opening: 115 mm (4.5 in.) Weight 
Capacity: 1,000 Lbs. Product Weight: 74 
Lbs. Max. Lift Height: 45 Inches. For 
Sale $3,300. Contact: Paul Ward, 301-
627-7040, Email: wardctile@comcast.
net

___________
 

Business Opportunities

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

___________ 
FABRICATION SHOP FOR SALE 
Owner is wanting to retire. $5 million in 
annual sales. Serving four mid-sized mar-
kets in Texas. State-of-the-art systems: 

Slabsmith, Moraware, Laser Products 
Templator, Marmo edge polisher, Titan 
CNC, Robo Saw Jet, and 4 install rigs. 
Great employees and management team. 
Phone: 325-439-5909.

___________

Fabrication shop owner retiring after 
45 years. Equipment includes: Superior 
bridgesaw, radial arm polisher, forklift, 
2005 Ford F-250 (75k miles) with boom & 
A-frame, misc. power tools, compressor, 
etc.  Great location in Atlanta, northside. 
Established customer base, selling as 
complete business.  Contact James 
L. Stack,  404-633-2122, jlstack2@
bellsouth.net.

The information contained in 
our Classifieds section is pro-
vided by third parties and not 
an endorsement of particular 
products, companies or employ-
ers. The SRG® encourages all 
interviewing employers to care-
fully conduct prescreening of all 
prospective employees, and pur-
chasers of used equipment are 
encouraged to use caution and 
common sense.

Readers Please Note:

TOUGH TOOLS

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

TOUGH TOOLS

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

METAL, GRANITE & MARBLE

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

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

METAL TIP

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

FOR USE 
IN ALL 
FABRICATION

We are again offering FREE online 
and print line ads for 2019! Ads 
may be renewed or discontinued by 
contacting the Slippery Rock Gazette via 
email or fax at 865-688-2076.

•To submit a print or online classified 
ad, use the online form at www.
slipperyrockgazette.net/listingform 
– you will be sent a confirmation 

email. Send other ad inquiries to 
the editor, Larry Hood, at lhood@
slipperyrockgazette.net.

•Maximum of 70 words or less per ad. 
All classified ads must be typed–No ads 
taken over the phone–No exceptions. 

•Please review all your ad info before 
submitting – The Slippery Rock is not 
responsible for ads submitted with the 
wrong contact info or content.
NOTE: Ads not meeting guidelines 
will not be published. 

2019 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

June 2019 Wednesday, April 24, 2019

July 2019 Wednesday, May 22, 2019

August 2019 Wednesday, June 26, 2019

E m a i l ;  m o r g a n @ p l a n e t g r a n i t e . u s  
Cal l ;  719.522.0748 Ext .  42  

 

Braxton-Bragg, LLC is 
looking for experienced CNC 
and machine techs to increase 
support to our growing CNC 
and large equipment program. 
Will train. Job responsibilities 
include travel to support in-
stalled machines in the U.S. 
and Canada, and CNC tool set 
up. Required: Field experience 
in machinery repair, excellent 
communication skills and strong 
desire to provide the highest- 
level customer service. 

Please email resume to m.maples@ 
braxtonbragg.com .

CNC / MaChiNe 
TeChs WaNTed

“Mama was my greatest teacher, a 
teacher of compassion, love and fear-
lessness. If love is sweet as a flower, then 
my mother is that sweet flower of love.”  
— Stevie Wonder

•110 TON SPLITTING FORCE   

• 25.2” BLADE LENGTH and    
 17.72” SPLITTING HEIGHT

•11 KW PUMP UPGRADE    
 PRODUCING BLADE SPEEDS of;

• 5.05” PER SECOND DESCENT    
 and 6.49” PER SECOND RETRACT 

•TESTED and PRESSURES SET    
 PRIOR TO SHIPMENT˜ IN STOCK, 12887

IGLOO 120 
640 X 450 

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

mailto:leonid%40stone-quest.com?subject=Slippery%20rock%20Classified%20ad
mailto:leonid%40stone-quest.com?subject=
mailto:leonid%40stone-quest.com?subject=
mailto:leonid%40stone-quest.com?subject=
mailto:leonid%40stone-quest.com?subject=
mailto:wardctile%40comcast.net?subject=
mailto:wardctile%40comcast.net?subject=
http://www.FireUps.com
mailto:jlstack2%40bellsouth.net?subject=
mailto:jlstack2%40bellsouth.net?subject=
mailto:m.maples%40braxtonbragg.com?subject=
mailto:m.maples%40braxtonbragg.com?subject=
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The Slippery Rock Marketplace

www.wilsonsaws.com 
Manufacturing Stone Processing 

Equipment Since 1982.                        
706-213-6725 

www.fabricatorsfriend.com

MADE IN THE USA

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

Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

A WHOLE  OTHER LEVEL
OF PERFORMANCE

us.zenesistechnology.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

AKEMI for over 80 years is your leading partner for 
filler and adhesive systems based on polyester and 

epoxy resin. Our products are used worldwide by pro-
fessionals in the stone processing industry.

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

www.akemi.com

Available at www.braxton-bragg.com

braxton-bragg.com
800-575-4401

Call 800-575-4401 for New Vinyl Ester

Session I June 22-28
with Joseph Kincannon

505.579.917919th
annual

w
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Session II August 10-16
with Nick Fairplay

The Slippery Rock Classifieds

Please submit your resume to Tammy Rehbock at
Trehbock@laserproductsus.com .

Laser Products Industries (LPI), a leader in digital fabrication 
solutions, is currently looking for Regional Sales Managers 
in various territories to join our team. If you are highly mo-
tivated with excellent sales and communication skills along 
with a strong desire to learn, we are looking for you! This 
position allows you to set your own schedule with the ability 
to control your compensation with salary and commission. 
Must have minimum of 5 years industry sales experience, the 
ability to seek, close and service customers in your territories 
with the expectation of 60-75% travel.

Seeking Regional Sales Managers

www.groves.com  |  P: 800.991.2120  |  sales@groves.com

STORAGE
FABRICATION

TRANSPORTATION

Leading manufacturer of robotic and CNC stone automation 
equipment looking for an enthusiastic and personable  

individual to promote automation products to stone fabricators 
within assigned territories of the U.S. The ideal person would 

be passionate about automation and teaching fabricators 
how to use digital equipment to increase their production and 
profitability. This is a great opportunity for someone who has 

worked in a stone shop, is seeking a change, and understands 
the advantages of automation and wants to build relationships 
with other fabricators that will impact the industry. Aggressive 
compensation and benefits package. Home office allowance 

provided. No need to relocate but expect significant travel 
within your respective geography. Be part of a company 

that works as a team and values the customer.  

Send resume to careers@bacasystems.com

REGIONAL TECHNICAL ACCOUNT EXECUTIVE 

Baca_SW0419Classifieds_2.indd   1 3/11/19   1:18 PM
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Major Expansion of Royal   
Alberta Museum Features 

Indiana Limestone
Steven Schrenk 
PolycorMuseums, whether they 

intend to or not, show 
what’s worth learning 

about and honoring. The choices 
of artwork and historical mate-
rial featured represent and reflect 
the energy and culture of the 
communities they serve. It’s this 
responsibility that led the Royal 
Alberta Museum  (RAM), which 
celebrates the natural history and 
the human heritage of the prov-
ince, to embark on a multi-year 
journey to thoughtfully reshape 
every facet of the museum, from 
the inside out.

 

And they had plenty of time 
to think about what that meant: 
RAM originally opened in 1967 
and was then called the Provincial 
Museum of Alberta. In 2011, 
construction of a completely new 
museum was announced and fi-
nally began in 2014. Although 
the building was finished (on 
budget) in August 2016, it took 
another two years to move and 
install the museum’s 2.4 million 
objects from the original location 
to its new home in downtown 
Edmonton.

Architectural firm DIALOG, as 
part of a design build team with 
Ledcor and Lundholm Associates, 
brought this new vision of RAM 
to life. An integrated team of 
award-winning architects, in-
terior designers, landscape 
architects and structural, mechan-
ical and electrical engineers were 
tasked with creating a memora-
ble and identifiable focal point 

A good name, 
like good will, 
is got by many 

 actions and 
 lost by one. 

 – Lord  Jeffery   

in the downtown Edmonton 
Arts District, that is equal parts 
sustainable and functional and 
harmonious.

The $375.5 million downtown 
facility is an impressive, soar-
ing structure made up of several 
sections — the natural history 
hall, the human history hall, the 
beloved bug gallery from the 
original museum, an interactive 
children’s gallery, expansive 
galleries for internationally tour-
ing features, and an area called 
“The Museum Zone” which you 

can see the curators at work. The 
result has doubled the museum’s 
floor space compared to the ex-
isting building, with more than 
82,000 sq. ft. of exhibition space. 
And after a years’ long wait, more 
than 24,000 people visited the 
opening of the new Royal Alberta 
Museum in October 2018.

DIALOG carefully considered 
every decision that went into this 
massive undertaking, including 
the environmental impact, as one 
of the many important goals of 
this build was to be LEED Gold 
certified. A goal they met, in part 
thanks to the low environmental 
impact in the quarrying and pro-
duction of Indiana limestone, the 
stone featured on the striking ex-
terior of the building.

“Natural stone is more Eco-
friendly. With man-made or cast 
stone you’re using multiple ma-
terials and some that may not be 
good for the environment,” said 
Tim Pick, Canadian Independent 
Sales Representative for Polycor. 
“With natural you’re using water 
and power, and that’s it.”

 Architects of the LEED Gold 
certified building met the criteria 

in part thanks to the low environ-
mental impact in the quarrying 
and production of  Indiana lime-
stone used on the exterior.

The museum’s exterior was 
originally planned as precast con-
crete, but limestone was chosen 
when estimates showed that it 
could be provided for the same 
price, with that environmental 
benefit, and in the required size.

“There are large, two foot by 
five foot panels for this project,” 
Pick said. “And there were some 
limitations with the concrete 
product that was specified that 
wouldn’t allow them to do that. 
But we were able to.” 

The limestone was provided by 
Cast Supply Edmonton, Inc in the 
required two ft. by five ft. panels, 
each at least two inches thick. 
This choice of stone shares a his-
tory with one of the most famous 
buildings in North America: it 
was pulled from the same quarry 
as the limestone featured on the 
exterior of the Empire State 
Building in New York City. The 
large Indiana limestone panels are 
hung on the museum’s exterior 
walls and laid in mortar.

“The architect and developer 
came to the quarry in Indiana 
and helped pick out the material 
to get things started,” said Pick. 
“We have a fabricator network 
throughout North America, so we 
were able to produce the material 
with a local fabricator,  Scorpio 
Stone, who did a flawless job.”

The museum, the largest in 
western Canada, is designed to 
specifically reflect and embrace 
where it now stands—it simply 
wouldn’t work the same way 
anywhere else. The site is where 
two of the province’s main sur-
vey grids converge — the British 
system where the streets align 
with north/south/east/west, and 
the French system with the streets 
running parallel to the nearby 
North Saskatchewan River. This 
convergence is reflected in the 
layout of the museum: the main 
galleries were designed to align 
with the French grid, and the fea-
ture gallery aligns with the British 
grid.

The layout of the museum is de-
signed to reflect the convergence 
of French and British streets in 
Alberta. The main galleries were 
designed to align with the French 
grid, and the feature gallery aligns 
with the British grid.

The space it would inhabit 
wasn’t the only unique feature 
under consideration: the weather 
of sunny Edmonton—which can 
vary from - 40 degrees to 95 de-
grees Fahrenheit throughout the 
year — played an important role 
in decision making, too.

“A lot of times there are stones 
that go out to different areas that 
aren’t able to withstand the freeze/
thaw,” said Pick. “What’s differ-
ent about Indiana limestone is that 
it can easily handle that, we’ve 
got the historical data to show it.”

Please turn to page 29

https://go.polycor.com/e2t/c/*W7mRDh27yq6lwW5QmnYw911qSb0/*W4MBwQp4FQgZpW1QMk7t207B030/5/f18dQhb0Sjv88XJ9l8W86h2g585fh_3W243xc32PyJxtW1H9yf23rSw5YW5q9cPw8yy7YpW39ZL248q4XmWN5sgNlqRJNBCW8y_jTT81gM8-N7dT6Y3QJJn6W3Lqnm_8q5FTlW68tQ2F32p-C3W4cMd6z7nwG0kW6bnMRg4NTMdYW7P1-wW33FK-yMqPkxDnjZC8N1GmKLYnYxn4W8WsW0b13TB_tW3qzTS41ygmGVW5lFzY87K-0G9W3p5sP71G6N40W12ZtWL30T_PcW3q_Cpr786Mn4W4BWskK4xYq-xVrPfgv58m0RyN1Fh13gvM2frW1DKfbR2L4XVTW7pb-_r84G5kCW7vZsj-49RKFhW85HfVV6X_0ddW5lzSG27wTY6gW5rXcFL19tp2BVcZLWR86l7cjW7ZmKGP9cndhsW5LnlR27NyBpWW9d-ZVz7b2b14W5lL21q7MrkmsW1wlbN35bG5qBW8K2NRw8TVNsWV51bDj6-4KWyW7J5gkm1r3LtnW5R-_vj5V9WFRW3f5_rb7t0gYff2ZRHfF04
https://go.polycor.com/e2t/c/*W7mRDh27yq6lwW5QmnYw911qSb0/*W4MBwQp4FQgZpW1QMk7t207B030/5/f18dQhb0Sjv88XJ9l8W86h2g585fh_3W243xc32PyJxtW1H9yf23rSw5YW5q9cPw8yy7YpW39ZL248q4XmWN5sgNlqRJNBCW8y_jTT81gM8-N7dT6Y3QJJn6W3Lqnm_8q5FTlW68tQ2F32p-C3W4cMd6z7nwG0kW6bnMRg4NTMdYW7P1-wW33FK-yMqPkxDnjZC8N1GmKLYnYxn4W8WsW0b13TB_tW3qzTS41ygmGVW5lFzY87K-0G9W3p5sP71G6N40W12ZtWL30T_PcW3q_Cpr786Mn4W4BWskK4xYq-xVrPfgv58m0RyN1Fh13gvM2frW1DKfbR2L4XVTW7pb-_r84G5kCW7vZsj-49RKFhW85HfVV6X_0ddW5lzSG27wTY6gW5rXcFL19tp2BVcZLWR86l7cjW7ZmKGP9cndhsW5LnlR27NyBpWW9d-ZVz7b2b14W5lL21q7MrkmsW1wlbN35bG5qBW8K2NRw8TVNsWV51bDj6-4KWyW7J5gkm1r3LtnW5R-_vj5V9WFRW3f5_rb7t0gYff2ZRHfF04
http://www.dialogdesign.ca/
http://www.quotationspage.com/quote/2301.html
http://www.quotationspage.com/quote/2301.html
http://www.quotationspage.com/quote/2301.html
http://www.quotationspage.com/quote/2301.html
http://www.quotationspage.com/quote/2301.html
http://www.quotationspage.com/quotes/Lord_Jeffery/
https://www.polycor.com/stones/?section=limestone
https://www.polycor.com/stones/?section=limestone
https://www.polycor.com/stones/?section=limestone
http://www.scorpiostone.com/index.aspx
http://www.scorpiostone.com/index.aspx
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us.zenesistechnology.com

A WHOLE  OTHER LEVEL OF PERFORMANCE

ZENESIS™ announces the third generation 
wet/dry granite turbo blades. Advancing on the 
technology that has made ZENESIS™ the best 
performing bridge saw blades, the new ZENESIS™ 
Turbo blades outperform all other blades on the 
market. The unique turbo design provides fast 
and clean cuts that are virtually chip free, 
reducing the clean-up time and therefore not only 
saving you time when cutting but also afterward.

 • New turbo design for fast clean cuts
 • Cooling holes limit overheating
 • Quad holes for flush cut adapters.

No Tipping 
Allowed, Please

Now available at braxton-bragg.com

Indiana limestone is admired 
for its durability and ease of long-
term maintenance. And since 
RAM was designed for a 100-
year service life, these are incred-
ibly important benefits. There’s a 
perfect, if markedly different, ex-
ample of Indiana limestones’ du-
rability a five-minute walk from 
the museum: the famous Fairmont 
Hotel Macdonald. This sev-
en-story château style hotel was 
completed in 1915 and it too has 
an Indiana limestone exterior, al-
beit one in a very different style.

“Natural stone doesn’t just have 
a history of longevity and per-
formance, but aesthetically we 
can show you buildings that are 
100 years old that look just as 
good today as the day they were 
installed,” said Tony Parenza, 
Regional Manager, Midwest & 
Southwest for Polycor. “From a 
longevity standpoint, the natural 

stone is going to outperform the 
man-made product for years to 
come.

“We often say that cast mate-
rial looks best the first day it’s 
installed and natural stone looks 
great when it’s first installed but 
it gets better every year after,” 
added Pick.

As the goal of the new Royal 
Alberta Museum was to thought-
fully preserve and share the story 
of Alberta and honor its past in a 
new way, it’s reassuring to know 
that it’s built to inspire, explore, 
and connect with generations to 
come.

Major Expansion of Royal   
Alberta Museum Features 

Indiana Limestone
Continued from page 28

After many years of using the 
typical black natural rubber vac-
uum cups in their products, and 
learning of the growing chal-
lenges with staining lighter ma-
terials due to the carbon black 
additive (which is necessary to 
achieve acceptable durability in 
the natural rubber compound), 
Omni Cubed is pleased to provide 
the industry with a high-quality, 
durable, non-marking synthetic 
rubber alternative. To manu-
facture their cups, a proprietary 
process is used that results in 
UV-resistance, weather-resis-
tance, and tear-resistance. Omni 
Cubed’s vacuum cups meet or 
exceed the durability aspects of 
traditional black vacuum cups, 
with the added benefit of being 
non-marking.

Omni Cubed is committed 
to only using the best quality 
components possible for their 
products, and has actually elimi-
nated the use of black cups from 

Omni Cubed Introduces 
New Industrial Innovations

their product line. ALL of Omni 
Cubed’s vacuum cup products 
now feature their own non-mark-
ing synthetic rubber cups.

For more information 
about Omni Cubed® and their 
products, visit www.omni 
cubed.com. 

These new products, along with 
their complete line of tools, are 
available for purchase today at 
www.braxton-bragg.com.

Continued from page 4

Omni Cubed has developed a 
non-marking synthetic rubber 
vaccum cup, an alternative to 
black rubber vacuum cups.

T he mayor of Oklahoma City 
is celebrating the completion 

of a personal mission: ridding 
the city’s airport of cow-tipping 
T-shirts.

Mayor David Holt said on his 
Twitter account that after months 
of trying to end sales of shirts read-
ing “Nothing Tips Like A Cow” 
at Will Rogers World Airport, the 
clothing has sold out and won’t be 
restocked.

Airport spokesman Josh Ryan      
th the shape of the state and a cow 
lying on its back were “pretty pop-
ular” for over 10 years, but that 
“the joke has run its course.”

Cow-tipping is a largely de-
bunked legend in which rural 
youths sneak into a pasture at 
night and push over a cow that is 
standing, but asleep. Debunkers 
point out the practice is unlikely 
to succeed, largely because cows 
don’t sleep standing up. However, 
Oklahoma cowboys can still re-
portedly sleep in the saddle.

https://www.hotelsone.com/edmonton-hotels-ca/fairmont-hotel-macdonald.html?as=g&aid=7784199518&dsti=169539&dstt=8&akw=hotel%20macdonald%20edmonton&asrc=Search&ast=&gclid=Cj0KCQjwg73kBRDVARIsAF-kEH-x_t1vTT2P3ihHvAwamT19htVELtPFWbNsTimrcuzSvUpqGBcHRKUaAp0lEALw_wcB
https://www.hotelsone.com/edmonton-hotels-ca/fairmont-hotel-macdonald.html?as=g&aid=7784199518&dsti=169539&dstt=8&akw=hotel%20macdonald%20edmonton&asrc=Search&ast=&gclid=Cj0KCQjwg73kBRDVARIsAF-kEH-x_t1vTT2P3ihHvAwamT19htVELtPFWbNsTimrcuzSvUpqGBcHRKUaAp0lEALw_wcB
http://www.omnicubed.com
http://www.omnicubed.com
https://www.braxton-bragg.com/omni-rigid-cross-brace-kit.html
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A Scientific Guide to Shopping 
for Natural Stone

Weaknesses in the stone are 
mostly a concern during fabrica-
tion, transportation, and installa-
tion. Once the stone is in place, 
it’s not likely to break as long as 
it’s well supported underneath.

That said, it’s wise to investigate 
any irregularities in a stone’s sur-
face, regardless of if they are nat-
ural or not. Can you feel the edge 
of a fracture on the slab’s surface? 
If not, then the cracks/fissure is 
unlikely to be a problem. Does a 
fracture run all the way through 
the stone? Will it be near edges or 
overhangs? If so, then it’s a good 
idea to trim that area off the slab 
during fabrication.

 
Acid Resistance

Acids can affect stones that 
contain calcite or dolomite: mar-
ble, dolomitic marble, limestone, 
travertine, or onyx. Acid sensi-
tivity is another quality that can 
seem like a mystery, but is easy to 
measure. Use lemon juice or vin-
egar, puddle it on the stone, and 
let it sit for several minutes. Wipe 

Continued from page 24 off the acid, then look at the stone 
at a low angle. Etching looks like 
a dull area on the surface of the 
stone. When a stone etches, a tiny 
amount of the stone dissolves in 
the acid. This won’t affect the 
strength or longevity of the stone, 
but it does make a visual mark. 
Sealing does not prevent etch-
ing, but occasional re-polishing 
or re-honing will remove etch 
marks.

Some stones etch quickly and 
easily. Others take longer to show 
effects, and etch marks are less 
noticeable when they do occur. If 
you love marble but are concerned 
about etching, you can opt for a 
honed finish, which often makes 
etch marks less visible compared 
to a polished finish. Etching is 
less of a concern in areas where 
acids are not used, or for people 
who don’t aspire to perfection in 
their homes. So, acid reactions are 
not necessarily a deal breaker. But 
a little experimenting will tell you 
how your potential stone reacts, 
and will help guide your decision.

An important rule of thumb is 

that granite, quartzite, and soap-
stone do not contain acid sensitive 
minerals. If you want to be sure 
to avoid etching, then seek these 
types of stone and do the tests 
to be sure the stone is classified 
correctly.

One last clarification on this 
subject is that we’re talking 
about everyday acids like citrus, 
vinegar, wine, or tomato juice. 
Powerful acids like rust removers 
and toilet bowl cleaners are much 
more potent and should be kept 
away from all types of natural 
stone.

 
Staining / Porosity

Everybody loves strawberries. 
But we don’t want to be perpet-
ually reminded of them with a 
bright pink berry stain on the 
kitchen island. Staining is linked 
to porosity—in other words, how 
much open space exists within the 
solid matrix of the stone. 

Thankfully, the high pressures 
that bind rocks into solid forms 
tend to squeeze away most of the 
pore spaces. But different stones 
have been subjected to differ-
ent amounts of squeezing, and 
thus, porosity varies among stone 
types.

Testing for porosity can be done 

a few different ways. You can put 
some water on the surface of an 
unsealed stone and watch what 
happens. Does it soak right in? If 
so, that’s a stone with high poros-
ity. Does the water bead up, and 
wipe away cleanly? Then you’ve 
got a tightly compacted, low po-
rosity stone on your hands. If the 
water doesn’t visibly soak in, but 
leaves behind a shadow or a damp 
spot when wiped away, then the 
stone has intermediate porosity.

If you want to get a little fancier, 
you can put stone pieces edge-
wise in a shallow pan of water 
and see if water wicks up into the 
stone. Details about porosity tests 
are described in the  Deep Dive 
Into the Properties of Quartzite.

You can also check for poros-
ity using cooking oil, but bear in 
mind that oils will often leave a 
residue on the surface of the stone 
even if the oil doesn’t soak into 
the stone’s pores. After letting 
oil sit on the stone, scrub it with 
soapy water, rinse it, and then let 
it dry completely. At that point 
you can evaluate the oil’s effect 
on the stone.

Impregnating sealers should 
be used with porous stones, and 
a sealer will reduce or slow the 
rate of absorption to allow you to 
clean it before a stain becomes a 
problem. But that’s your second 
line of defense. Your best bet is 
to use the test to find a stone with 
a lower porosity in the first place, 
if that’s what your desired usage 
requires.

 

Why a Basic Granite 
Satisfies Most Measures

There’s a reason why  gran-
ite is such a popular type of nat-
ural stone. It scores well in all 
the diagnostic tests. It’s made of 
quartz and feldspar, which are 
harder than glass. It doesn’t split 
into layers, and the minerals are 
held tightly together in an inter-
locking, jigsaw-like arrangement. 
None of the minerals in granite 
are affected by everyday house-
hold acids. Granite is also beau-
tiful, and thanks to the wonders 
of geology, comes in a stunning 
range of colors and patterns. It’s a 
win for its properties and its good 
looks.

It’s often said that knowledge is 
power—which is certainly appli-
cable when it comes to gathering 
information and learning about 
any kind of big purchase. In the 
case of natural stone, you’ll not 
only learn about hardness, etch-
ing, and porosity, but you’ll also 
gain insights about geology and 
the planet. In the end, not only 
will that help you understand the 
traits of your natural stone, but it 
will help you appreciate its ori-
gins, too.

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

Once the test shows a 
stone is porous, you’ll know 
whether to use an inpregnat-
ing sealer, and which stones 
are less porous to start with.

https://usenaturalstone.org/properties-of-quartzite/
https://usenaturalstone.org/properties-of-quartzite/
https://usenaturalstone.org/granite-whats-name/
https://usenaturalstone.org/granite-whats-name/
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103 Bauer Drive, Oakland, NJ 07436 • 800-648-7229
www.alpha-tools.com

Provides fast and 
consistent results

SUMMIT 
AP Multi-Purpose 

Re-Surfacing

SYSTEM

SCAN TO SEE  
A DEMO VIDEO

Summit AP

•  Designed To Match The Factory Finish Using A Radial Arm Polisher
•  Can Be Used on All Types of Natural/Engineered Stone, Quartz Surfaces, Marble and Limestone
•  Superior Quality Performance
•  Fabricate Countertops, Tabletops and Monuments PART NO. GRIT COLOR

SRAP100100 100 Blue

SRAP100200 200 Yellow

SRAP100500 500 Orange

SRAP101000 1000 Green

SRAP102000 2000 Light Green

SRAP103000 3000 Brown

SRAP10TSUYA TSUYA Gray

www.braxton-bragg.com • 800-575-4401

Now Available at
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MADE IN THE USA

At RYE-Corp, we produce 
AFFORDABLE, durable, easy-
to-use stone processing and 

handling equipment that 
will help the stone fabricator 

increase production while 
decreasing costs.

rye-corp.com
Fab King CNC

Fab King Fabrication Center

Husky Gantry Bridge Saw

Tilt-A-Slab Table

Rydrator

The Fab King CNC is designed and priced to put 
CNC fabrication technology within the budget 
of most shops. Cut bowl holes and more using 
the precision of computer controlled tech. It 
even comes with it’s own computer! Once the 
sinks or shapes are saved into the computer, 
the operator only has to start the process using 
a mouse click on the laptop and not have to 
generate tool paths and pod locations.
This is one of the easiest to use CNC machines 
in the stone industry, using the most durable 
equipment available.

Designed to give the fabricator precise manual control, surface polish, texture 
and edge countertops at a fraction of the cost of similar systems. The Fab King 
is easy to maintain and repair.

The Husky Gantry Saw is a precise 
machine designed to give long 
life and accurate cuts, time after 
time. Built with American steel 3 
times thicker than cheap imported 
saws, the heavy-duty bridge resists 
warping over the life of the saw. 
Adjust the RPM speed to the material 
to achieve chip-free cuts.

The RYE-Corp Tilt-A-Slab worktable is designed 
to allow a one man operation to lay a heavy 
stone slab down for effective stone fabrication 
or when cutting the slab with a rail saw. This 
tilt table that takes the stress out of slab 
handling. Top surface 2x4s is designed for easy 
replacement.

The Rydrator is a simple-to-operate sludge 
and slurry water filtration system that 
requires minimal maintenance to operate. 
It collects, separates, and traps abrasive 
mud from wet countertop fabrication.

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

Distributed by

Call

800-575-4401 

For Equipment 

 Financing Options

LESS THAN

$950/MO

with our  

easy financing


