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Tennessee Stone Company

T

ennessee Stone Company,
located in Knoxville,
Tennessee is a supplier
to masonry contractors, home
builders and owners in need of
premium cut stone for façades,
landscaping, patios, walkways
and rugged outdoor furniture.

Opening its doors in 2010 with
only three employees, their customers were 80 percent homeowners and 20 percent masonry
contractors. Since then, those
percentages are just the opposite with an exponential growth
in sales most years. Getting the
company to this point was accomplished by the foresight and
dedication of its founders, explained general manager, John

Montgomery. “The owners, John
and Mike Rector, grew up in the
masonry trade working with their
dad. They grew up in Crossville,
Tennessee and seeing the local
quarry operations throughout the
years, they decided to get in to it
themselves.”
As their quarrying business developed into the early 2000s, it
evolved into fabrication and thin
veneer production, to eventually
become Tennessee Stone’s parent
company, BMJ Stone. Currently,
John and Mike Rector also own
BMJ Stone, Tennessee Building
Stone and Plateau Masonry, an
installation company. All three
are located in the Crossville,
Tennessee area, in the heart of
Crab Orchard country.

Peter J. Marcucci
Photos by Larry Hood and
Courtesy Tennessee Stone Co
Surprisingly, Montgomery’s
background was not from the
stone industry, but the music industry, he recalled. “I had mutual
friends with John and Mike, and
they brought me into the company
due to the retail experience I had
acquired during the 1990s. I had
been managing a local record store
called, “The Disc Exchange”. Our
shared interest in music brought
us together, and when they took
my retail experience into consideration, they brought me into the
company. At the time, I was very
green, and I did not have a lot of

education in natural stone. As I’ve
since learned, there is a very large
learning curve in this industry,
with so many different types and
applications of stone.”
Medium long and medium
stack field stone: surprising
and beautiful color variation is
available in this native
Tennessee stone.

Great Products, the
Cornerstone of the Company
Tennessee Stone Company
offers as many varieties of
Tennessee materials as possible,
with Crab Orchard colors bluegrey, chestnut, and variegated
being the most popular.
Please turn to page 8
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Stone Restoration and
Maintenance Corner

Remembering Vic Green, 1938-2019

I

am not sure how many of you
knew Vic Green, but he was
one of the biggest pioneers
in the stone business. He owned
Vic International which was one
of the largest suppliers to the
stone fabrication, restoration and
maintenance, terrazzo, and decorative concrete industries for
many years.

Bob Murrell

M3 Technologies
Photos courtesy
Bob Murrell

residues and get them ready for
the next batch. The fumes were
very potent!
I also had to use paste wax to lubricate the molds before pouring

Vic Green, founder of Vic International, 1938 — 2019.

Here is Vic’s story, through
my eyes. Vic was introduced
to the stone industry by his father, Coy Green. Coy was a
book-matcher and polisher at the
Candora Marble Company, here
in Knoxville, Tennessee. Coy and
Vic developed some specialty
abrasives for polishing some of
the Tennessee marbles like Craig
Pink, Imperial Black, and other
more difficult-to-polish marbles.
They started Greenstone back
in the 1960s, when I was just
about 8 or 9 years old. Vic was
my stepfather. We manufactured
Greenstone hones and corn shuck
buffing heads (later became hemp
and finally, fiber heads). We
mixed resins, methyl ethyl ketone
(used as an accelerator or hardener), aluminum oxide, and sawdust in buckets with a huge hand
held mixer. We poured this concoction into wooden and metal
molds. One of my jobs, at 9-11
years old, was to wash and clean
the buckets from any left over

the thick formula in. It took about
20-40 minutes for the hones to set
up hard enough to remove from
the mold. By the way, all of this
had to be done at an elevated temperature to aid in the hones setting
up properly. Therefore, we had
big hanging radiant heater lights
which kept the mixing room at
about 100 degrees. It was hard,
hot, smelly work.
I also had to make the sawdust
from hard red oak. The sawdust
helped the hones hold moisture
for the honing process. I made
the sawdust in a back room with a
saw on a pendulum device which
allowed for cutting up 6 foot
boards, one blade width at a time.
It was a very dull and boring process, especially since there were
no earbuds and smart phones
with music back then. We normally worked on the weekends
and I was paid $.50 hour, when
I started.
Please turn to page 25

Braxton-Bragg Helps Clean Veteran
Headstones at Knoxville National Cemetery

B

raxton-Bragg team
members participated in
an event to clean headstones of fallen veterans at the
Knoxville National Cemetery,
as part of our 25 Good Deeds in
2019 commitment in observance
of our 25 years in business. This
event was organized by Accord
Federal Services, LLC, a local
Knoxville company, specializing in the nationwide support of
government agencies and their
large commercial contractors.

The largest stone monument at
the Knoxville National Cemetery
is the historic Union Soldiers’
Monument, located at the east
corner of the walled grounds.
The monument, which stands 60
feet tall, is a castle-like structure
consisting of a crenelated tower
attached to a memorial chamber.
The chamber interior is accessed
through ornate iron gates on two
sides of the tower. The chamber
features a stained glass window.
Surmounting the tower is a statue of a soldier at parade rest.
Built in 1901, after being struck
by lightening, it was rebuilt and
rededicated in 1906.

“The headstones in Knoxville
National Cemetery were very
dirty and were even growing
algae,” said Derek Brodka,
Braxton-Bragg Marketing
Manager. “The weather was
rainy but it was worth it to show
our respect to the veterans who
made the ultimate sacrifice. The
cemetery looks so much better
and we were proud to participate in this community event to
honor some heroes. A big thanks
goes out to Bruce Watson, of
Accord Federal Services, for
organizing this event.”
Organizers shared the history
of the cemetery with the volunteers, and then were given
proper instructions on how to
clean the headstones and how to
properly mark the rows, so that
everyone would know which
areas of the cemetery were
completed.
Volunteers and several
Braxton-Bragg team members,

and supplies and keeping everyone stocked with buckets, brushes
and backpack sprayers. Finally,
thanks also goes out to the local
area Subway, Kroger and Food
City for donating food and drinks
for volunteers to keep them going
strong.”
including Patsy Mode, Director
of Materials Management,
Marketing Manager Derek Brodka
and son Tanner, and Customer
Service Rep. Bill Burgess and his
wife Sandy, were equipped with
brushes, buckets, and sprayers that
contained a biodegradable and environmentally-friendly cleaning
solution.
“We accomplished a lot more
than originally planned, cleaning
all of the headstones, and even
treating the walls, curbs and the
entrance way,” said Watson.
“Special thanks to Bill and Greg
with Chattanooga National
Cemetery, who spent their
Saturday bringing the equipment

Accord Federal Services, LLC
Accord is a government services firm specializing in the nationwide support to government
agencies and their large commercial contractors. AFS is a ServiceDisabled Veteran-Owned Small
Business centrally located in
Knoxville, Tennessee.
For 25 years Braxton-Bragg’s
philosophy has been to offer
exceptional products and firstclass service to its partners in the
stone, tile and concrete industries.
For more info, visit braxtonbragg.com and facebook.com/
braxtonbraggllc.

Below, left: Derek Brodka, Braxton-Bragg Marketing Manager and Army veteran.
Right: Sandy and Bill Burgess. Bill is a Braxton-Bragg Customer Service Rep and an Army veteran.
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Natural Stone Institute Announces
Call for Entries for Industry
Recognition Awards

T

he Natural Stone Institute has announced a call for entries for
the Industry Recognition Awards.
Submissions for all awards are due on
July 20, 2019.

Natural Stone Institute members are invited to nominate colleagues for the following awards:
Migliore Award for Lifetime
Achievement. This award pays tribute to
an individual who has made extraordinary
contributions to the natural stone industry.
Women in Stone Pioneer Award.
Sponsored by TexaStone Quarries, this
award recognizes a trailblazer within the
stone industry for their role in recruiting,
retaining, and advancing women. The recipient’s performance in promoting women
should be exemplary, honorable, and
inspirational.
Natural Stone Craftsman of the Year
Award. Sponsored by Polycor, this award
was established to honor an individual
whose craftsmanship in the natural stone
industry stands out above all else.
Natural Stone Scholarship. Sponsored
by Coldspring, Delaware Quarries, and the
Natural Stone Foundation, this scholarship

provides educational opportunities for aspiring stone professionals interested in
furthering their careers within the natural
stone industry.
Women in Stone Empowerment
Scholarship. Sponsored by the Natural
Stone Foundation, this scholarship provides a guided educational experience to
one of three industry events to a woman
showing a strong passion to grow their career within the stone industry.
For more information about these awards,
including nomination forms and submission requirements, please visit www.
naturalstoneinstitute.org/awards.
The Natural Stone Institute is a trade association representing every aspect of the
natural stone industry. The current membership exceeds 2,000 members in over
50 nations. The association offers a wide
array of technical and training resources,
professional development opportunities,
regulatory advocacy, and networking
events. Two prominent publications—
the Dimension Stone Design Manual and
Building Stone Magazine — raise awareness within the natural stone industry and
in the design community for best practices
and uses of natural stone. Learn more at
www.naturalstoneinstitute.org.

Viper Den Accessory Line Latest Addition
to Braxton-Bragg’s Viper® Brand

B

raxton-Bragg introduces Viper Den,
a new line offering daily accessories from
boots to blades, expanding
the Viper® brand that has
provided great pads, blades
and other stone fabrication
materials for 25 years.
“Keeping the fabricator’s
needs in mind, we created
Braxton-Bragg’s Viper
Den, a one-stop-shop offering a wide range of affordable, everyday installation accessories,”
said Jeff Dykstra, Braxton-Bragg VP of
Sales & Marketing.
The line includes: hearing and vision
protection, boots, gloves, razor blades, stir
sticks, epoxy mixing cups, tape, countertop
& flooring protection film, grinding wheels,

polishing pads and more.
“In addition, we are
wrapping up development
of products for Quartzite,
Dekton and other ultra-compact surfaces,” added
Dykstra. “These specialty
products, such as blades,
will be added to our Viper
line this summer.”
Viper Den is a one-stop
shop for fabrication accessory needs. Find it at www.
braxton-bragg.com/salesand-promos/new-products/
viper-den.html .
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 braxton-bragg.com and
facebook.com/braxtonbraggllc.
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2019 CALL FOR ENTRIES
DEADLINE FOR
ALL AWARDS

JULY 20

Tucker
Design Awards

Pinnacle Awards

Pioneer Award

For more information visit
www.naturalstoneinstitute.org/awards.

TCNA Announces Ceramic Alliance

T

ile Council of North
America (TCNA) has
launched The Ceramic
Alliance to begin working with
other associations and companies in the ceramic industry on
interests common to all ceramic
sectors, especially brick, refractories, roof tiles, and ceramic tiles.
Through The Ceramic Alliance,
members can share concerns,
ideas, questions, solutions, and
expertise on topics where individual resources may be scarce.
“Together, we provide a strong
voice to ensure that the ceramic industries’ perspectives
are loudly heard by regulators
and legislators,” said Susan J.
Miller, TCNA’s Director of
Environment, Health, and Safety
Engineering Services.
The Ceramic Alliance participates in DC-based coalitions (e.g.,
Clean Air Forum, NAM work
groups, SBA roundtables) and
compiles information to create a
digest of documents and activities of environment, health, and

safety (EHS) importance. This information is distributed regularly
through The Ceramic Alliance to
provide members the opportunity
to influence EHS regulatory programs early in their development,
when more substantive input and
flexibility is possible.
EHS areas of interest include
EPA initiatives, such as National
Ambient Air Quality Standards
(NAAQS), New Source Review
(NSR), MACT/Residual Risk,
Waters of the US, Greenhouse
Gas (GHG)-related programs,
OSHA’s Silica standards for
construction and general industry, and reporting procedures required by EPA, OSHA, and other
agencies, and will expand to additional EHS areas recommended
by members.
The Ceramic Alliance achieved
an early success in a recent meeting with OSHA, which agreed to
add tile splitters (score and snap
cutters) to the list of activities that
do not require monitoring for silica exposure.

Alpha® Announces Addition to
Summit Polishing Wheel Line

A

lpha® is pleased to introduce Summit AP
Polishing Wheels.
This enhanced version of
their popular Summit Resin
will now polish Engineered
Stone and Quartz Surfaces
in addition to Granite, Marble
and Limestone.

Summit AP Polishing Wheels fit
on the most common radial arm polishers and will match the factory finish
provided by large multi-head polishing
machines. These resin wheels are perfect for the fabrication of countertops,
tabletops, and the backsides of slabs or
monument sides and tops.
The new Alpha ® Summit AP
Polishing Wheels are designed to give
fast, consistent and superior quality results. As with the entire Summit line,
these wheels are easy to use and are
quick to change from grit to grit. The
advanced design of the Alpha® Summit
AP Polishing Wheels is sure to make
your quartz or ES polishing job easy,
saving time and money!
According to Alpha® the Summit AP
wheels are now in stock and available
for immediate delivery.
For more information, visit the website at www.alpha-tools.com.

“Our staff will continue to work
with OSHA on other clarifications and safety programs,” said
TCNA Executive Director, Eric
Astrachan. “This is a key example of how the collective voice of
The Ceramic Alliance can have a
major impact.”
For more information on The
Ceramic Alliance, please contact
Susan Miller, email smiller@tcnatile.com.

About Tile Council of North
America (TCNA)
TCNA is a trade association
representing manufacturers of ceramic tile, tile installation materials, tile equipment, raw materials
and other tile-related products.
Established in 1945 as the Tile
Council of America (TCA), it became the Tile Council of North
America (TCNA) in 2003, reflecting its membership expansion to
all of North America.

Summit AP Polishing Wheels come in
10-inch diameter size, are available in
six grits from 100 to 3,000 and are designed to fit the most common radial
arm machines for surface polishing.
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Are You a Manufacturer?

IN

his book Wealth of
Nations, first published
in 1776, Adam Smith wrote
that there are only three ways to
create wealth: mining, farming
and manufacturing. All other
methods of work, certainly including service industries, only
redistribute the wealth. A quick
examination of these three ways
to create wealth reveals that although our nation is rich in natural resources, there is certainly
a finite supply, and mining does
not provide many jobs in today’s
economy.
The USA has taught the world
to farm and remains the most productive farming nation on earth,
but as a result of mechanization,
this industry no longer provides
the millions of jobs that it once
did. Manufacturing, throughout
our nation’s history, has been
the foundation of our economy.
Making things (aka manufacturing) still provides many jobs, and
again is a growing sector of our
economy.
The technical definition of a
manufacturer is “an organization that coordinates the efforts
of skilled workers who operate
various forms of tools and equipment to cut, mold, join and finish
the raw materials into products
that customers will buy.”
In order to be successful, there
are three things manufacturers
must do or requirements they
must meet:
Quality. Generally, the quality
of the finished product must be
excellent. This is not a competitive opportunity. In other words,
it is no longer valid to say that
your quality is better than your
competition. Everyone’s quality
must be excellent, or you will not
be allowed to exist in the market.
Pricing. The pricing of your
products must be reasonable,
but in a custom manufacturing
market it is not much of a competitive opportunity, either. If
you compete on pricing, you will
become a commodity. Someone
can always make it a bit cheaper.
It is much better to maintain a
reputation for excellent quality at reasonable pricing than to

Ed Hill
Synchronous
Solutions

A manufacturer
converts raw
materials into
finished goods. If
you do that, you’re a
manufacturer.
compete on pricing alone.
Moreover, in many cases, the
price of your product is dictated
by your customers, so you have
little opportunity to negotiate.
Service. Time, speed, velocity.
This is the competitive opportunity for the custom manufacturer.
Most companies can produce a
good quality product at a reasonable price. The best companies
are those that can do all that plus
do so faster and with more reliability than their competitors. It is
one thing to quote fast lead times.
It is yet another to be reliable to
meet those quotes. Speed to market, while maintaining excellent
quality and reasonable pricing,
should be the focus of the successful manufacturer today.

Velocity Metrics
There are three primary metrics
that measure time in a manufacturing system. All of them relate
to the amount of inventory within
the system. In other words, the
more open orders in your system, the longer your time to satisfaction of any order. Inventory
equals time.
Lead Time is defined as the
time between the initiation and
the completion of a production
order. Basically, Lead Time is the
days or weeks between the confirmation of a sale to the completion
of that order at the satisfaction
of the customer. Of course, that
includes any quality corrections
that must be addressed after the
product was completed and installed for the customer. (See
“The Curse of Callbacks” in
the January 2019 edition of the
Slippery Rock Gazette).

Process Time is the period during which raw materials
are transformed into a finished
product by a manufacturing
procedure. Basically, this is the
time from order entry into the
manufacturing system to the
completion of that order at the
satisfaction of the customer.
Touch Time. This is the
amount of time that a product
is actually being processed at
a machine and/or by an employee. For a man’s dress shirt,
as an example, touch time is
about ten minutes. For a granite
countertop it is about two hours.
Touch time does not include all
the idle inventory time in which
job materials wait between manufacturing operations. It also
does not include the time a file
waits on the desk of some Project
Manager prior to release into
manufacturing. In ultimate Lean
Manufacturing, called “single
piece flow,” the process time approaches the touch time.

The Process Time is the velocity
you can control within your system. It begins when you have confidence of three essential elements
for any manufacturer:
1. All information known. All
means all. You can’t possibly
produce a finished product without knowledge of exactly what
the customer wants. It is foolish
to enter a job into your system
when any piece of information
is unknown. This is one of the
most important disciplines of the
successful manufacturer. It is the
responsibility of the Sales and/or
Project Management staff to secure this information before a job
is released to manufacturing.
2. All material available. Again,
all means all. Either the material
should be on site or there should
be some confidence that the necessary quantity will arrive before
the first manufacturing step. Any
delay in a manufacturing step will
lengthen the Process Time.
3. Jobsite ready. This means
that someone (probably Project
Management) has spoken with

Installation, you have a twoweek process time.
The market, which feeds the
“Manufacturing Engine” depicted in the graphic below, is
fickle. Completely. The smart
manufacturer is one who carefully manages the release of
new jobs into the Manufacturing
Engine. The fact is that controlling the quantity of orders
within the system can increase
its productivity. Conversely,
allowing the market’s fickle nature to determine the quantity of
work-in-process will decrease
system productivity.
Imagine a mountain river.
Where the water is deep, it
is moving slowly. Where the
water is shallow, it is moving
rapidly. The velocity of orders
moving through your system is
much the same. Maintain the
number of days inventory you
desire as a process time. Release
new jobs into the system at the
same rate that completed jobs
exit the system. That is how you
maintain a fixed process time.
Manufacturing is an admirable vocation and can provide a
sense of accomplishment with

Synchronous Buffer Zones
SIX DAY LEAD TIME FROM TEMPLATE THROUGH INSTALL

Manufacturing Engine
DAY 1

DAY 2

DAY 3

DAY 4

DAY 5

TEMPLATE
ZONE

LIGHT GREEN
ZONE

DARK GREEN
ZONE

YELLOW
ZONE

RED
ZONE
READY BY
2 PM

ACTIVITIES
COMPLETED
REAL TIME

CAD COMPLETE
MATERIAL CONFIRM

SLABSMITH
G-CODE COMPLETE

STAGE AND
PULL MATERIAL
CUT FABRICATE
ASSEMBLE

DAY 6
INSTALL ZONE

$$ EARNED

READY FOR
INSTALL QC

6 DAYS – TEMPLATE THROUGH INSTALL
In custom manufacturing it is
reasonable to maintain some accommodation for “Murphy” (aka:
stuff happens). In making widgets,
like automotive parts or printing,
engineers work to eliminate variability. In custom manufacturing,
we accept the inevitability of some
variation (Murphy) and we set the
system to deal with it. The two
things you can and should do to
accommodate Murphy are maintaining some Protective Capacity
and some levels of inventory
“Buffers” between operational
steps. Both of these strategies are
essential in the custom manufacturing world.

the customer to confirm that all
preparatory steps will have been
completed before the arrival of
your Team for Templating and
Installation. This would include
items such as cabinet installation,
other trades out of the way, easy
access to the jobsite, etc.
Ultimately, Inventory equals
time. In any manufacturing system, the amount of orders within
your system determines your
lead and process times. If you
have three weeks of orders from
Sales through manufacturing,
you will have a three-week lead
time. If you have two weeks of
orders between Templating and

every completed job and satisfied customer. Beyond excellent
quality and reasonable pricing,
it’s all about speed and reliability. If you haven’t already, read
The Goal by Dr. Eli Goldratt.
This book explains the value
of rapid process times and how
to synchronize your business
system.
For more information on how
to maintain a rapid and reliable
process time, contact Ed Hill at
Synchronous Solutions, www.
SynchronousSolutions.com , or
call 704-560-1536.
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NSI Announces Two Study
Tours for Summer 2019

T

he Natural Stone
Institute announces
that registration is
now open for two unique
study tour opportunities this summer: Austin,
Texas, (June 11-12) and
Knoxville, Tennessee,
(August 18-22).

Austin Mini
Study Tour
A two-day study tour in
Texas will take place June
11-12. The event begins
with an afternoon tour of
the Texas State Capitol
building, followed by a
dinner at Stubbs BBQ in
downtown Austin. The
second day will include
a visit to Coldspring’s
Sunset Beige and Sunset
Red granite quarries in
Marble Falls, as well as
a rare tour of their Stone
Panels International fabrication facility. The event
closes with an architectural tour on the campus
of the University of Texas
at Austin, followed by a
closing reception.
Registration
now through
Sponsorships
event will be

is open
May 31.
for this
accepted

until May 17. Learn more at
www.naturalstoneinstitute
.org/txstudytour.

Knoxville Study Tour
Planned as a combination
of a traditional study tour
and the best aspects of the
former Annual Convention,
attendees will enjoy a balance of education focused
on Tennessee stones, a
chance to enjoy the cultural
and historic highlights of
Knoxville, a live auction,
and visits to five Natural
Stone Institute member facilities: Tennessee Marble,
Tennessee Stone, BraxtonBragg, BMJ Stone, and
Tennessee Building Stone.
Unique networking options
will be available as well, including a choice of planned
recreation and a creative
team challenge in an eclectic and chic downtown
bowling alley.

The Stone Detective

Registration is open
now, with early bird rates
available through June
14. Event registration
closes on Friday, July 12.
Sponsorships and donations for the live auction
will be accepted until July
12. Learn more at www.
naturalstoneinstitute.org/
tnstudytour.
The Natural Stone
Institute is a trade association representing
every aspect of the natural stone industry. The
current membership exceeds 2,000 members
in over 50 nations. The
association offers a wide
array of technical and
training resources, professional development
opportunities, regulatory
advocacy, and networking events. Two prominent publications –t he
Dimension Stone Design
Manual and Building
Stone Magazine – raise
awareness within the natural stone industry and in
the design community for
best practices and uses of
natural stone. Learn more
at www.naturalstoneinstitute.org.

Frederick M. Hueston, PhD

The Stone with the Blues – Conclusion
Continued from the May Slippery
Rock, page 19

I

know most of you are dying to find
out what caused that blue discoloration I described in last month’s
column. Well, folks – the wait is over.
Hold on to your hat. If you guessed right,
drop me a line, because you have bragging rights!
In general, blue discoloration in any
stone can be the result of stains from
blueberries, plant food, ink, and more.
But in this case, the blue discoloration

was coming from the setting mortar.
More specifically, I found the epoxy
mortar – that was blue in color – was
the culprit. I have seen this on two other
occasions, and it’s a reaction that takes
place with the combination of Part A and
Part B. This usually happens when the
epoxy is out of date… in other words,
like me, it’s old! Mystery solved. Turn
the page for this month’s mystery.

Niki Kaltsounis-Kampiziones
Named COO for Biesse, Intermac
and Diamut in North America

B

iesse Group is proud
to announce the
promotion of Niki
Kaltsounis-Kampiziones
to Chief Operating Officer
(COO) for Biesse and
Intermac in North America.
Kampiziones, currently in
her 24th year with Biesse,
has played a key role in
the growth and strategic
decisions for the company
during her tenure as
Executive Vice President of
Operations and previously
as Chief Financial Officer.
In her new role,
Kampiziones will oversee the daily operations
of Biesse and Intermac in
North America, continuing to be responsible for
strategically directing and
managing innovation and
excellence within the organization. We are moving
toward a One Company
concept, which will allow
all of our divisions to work
cohesively, with common
ground in best practices,
promoting more efficiency
and effectiveness to our
overall efforts.
“In her 24 years with
Biesse, Niki’s extensive
management experience
has distinguished her as a
dynamic and loyal leader,”
said Federico Broccoli,
President/CEO of Biesse
and Intermac in North
America. “Her vast industry experience and commitment to our customers
and employees will be a

Niki Kaltsounis-Kampiziones is named Chief Operating
Officer for Biesse and Intermac in North America.

tremendous asset in her new
role, ensuring operations
excellence and consistency.
She is a trusted leader
who delivers results and I
couldn’t be more proud of
her success.”
“I am privileged to have
been a part of the Biesse
success and to be part of
such a hardworking team,”
said Kampiziones. “I am
honored and inspired to
be able to continue working with my colleagues in
this new role to ensure we
deliver the industry’s highest quality of products and
services for our customers,
employees and industry
partners.
“Please join us in congratulating Niki. She will continue working with a focus
on our primary goal — customer satisfaction.”
Biesse Group is a global
leader in technology for
processing wood, glass,
stone, plastic, and metal.
It designs, manufactures
and distributes machines,

integrated systems and
software for manufacturers
of furniture, door/window
frames and components
for the construction, ship
building and aerospace
industries. It invests an
average of €14 million per
year in R&D, boasting
over 200 registered patents. The company operates through 12 industrial
sites, 39 branches, and 300
agents and selected dealers,
exporting 90 percent of its
production. Its customers
include some of the most
prestigious names in Italian
and international design.
Founded in Pesaro in 1969
by Giancarlo Selci, Biesse
SpA has been listed in the
STAR segment of the Italian
Stock Exchange since June
2001, and is currently included in the FTSE IT Mid
Cap index. It currently has
4,300 employees in cities
throughout the world.
Visit www.biesse.com for
more information.
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Tennessee Stone Company
Continued from page 1

They also offer Pennsylvania
Bluestone, Indiana Limestone,
Oklahoma Sandstone as well
as other imported stones, but
are not limited to those, said
Montgomery. “A lot of times,
owners have trouble deciding
what colors their roof and siding is going to be, and when it
comes to their stone they want to
see a lot of different options, so
we work with quarries all around
the country to offer what they are
looking for. We ask them to show
us what they’ve been looking at,
and with our experience we can
point them in the right direction to
a color that will fit their concept.”
But they are first drawn into the
company’s showroom, explained
Montgomery. “We may have designers on staff in our future new
location, but not at the moment,
so a lot of people bring their designers or builders with them.
We’ve thought about the onsite
designer idea a lot, but this industry tends to burn a lot of time on
things of that nature that cannot
be converted into profits. Now, if
you’re a designer, and a client approaches you about a project, that
client knows that their designer
makes a living on designing
projects, and they are expecting
to pay for that service. Here, we
definitely try and help out any
way we can, as far as educating

also starting to deal more in other
dimensional building stones, because we are seeing a growing
demand here even though people
associate Tennessee as a rustic
area and tend to lean towards
stone with rustic looks.”

the homeowner on the proper way
to lay a patio or the proper materials to use for an application, but
it wouldn’t be a design process.
We will, however, take a design
that has been laid out for them and
help them execute on that.”
Tennessee Stone Company’s
current building is 3,200 square
feet and sits on 1.7 acres, while
their new location building is
6,000 square feet and sits on 4.2
acres, said Montgomery. “The
new facility is not cut up like our
present facility with more usable space, all around. One thing
we’ve struggled with is to make
enough room for the amount of
product that we want to have
onsite. Over the last three years,
we’ve had to store our products
locally at an old lumber yard.
Hopefully, our new location will
help eliminate that, because there
will be a lot more room for bulk
materials such as gravels. The
new building and showroom is
also much larger, giving us a lot
more room for dry storage and to
show products in a better light.
We’ll also have a nice conference
area where we can invite in builders and their clients to come in
and lay everything out. Separate
offices allowing us to get down to
work without being on top of each
other are also in the floor plan.
We are very excited about all of
these new features.”
According to Montgomery, big

machines are not needed for what
they do. Most materials are palletized for shipping before they
arrive, and currently there is no
onsite fabrication, at least not yet.
Locally quarried stones are their
best sellers, but the popularity of
Indiana Limestone is growing, he

continued. “We sell more to residential types of projects rather
than commercial, and most of
the dimensional limestone you
see in this area is in commercial
applications, yet we do move a
lot of limestone in the higher end
residential applications. We are

Top, bottom left and page 21, top: Chocolate Grey building stone from North Carolina quarries.
Center above, and right: Weathered fieldstone is a native Tennessee stone that can be utilized
in many shapes and sizes. The seam face offers many beautiful color variations.

The company does ship nationwide, but does not sell to resellers;
only contractors. “If there’s a
contractor in another state that
likes our materials, I’m going to
be able to help him out,” continued Montgomery. “I do, however,
try to concentrate our sales in this
region, because I know that there
is enough business to keep us
going. I also know the feeling of
over-commitment and not being
able to help everyone I’ve promised, and that can be a problem.
So we try not to spread ourselves
too thin, and advertise around the
country. That’s not our strength.
Our strength is in being more of
a local service. There’s a lot of
building going on in this area
from the mid-range to the higher
end, and we’ve seen great strides
in growth over the last five years.
We know what we can do to increase our sales, but we also see
what will happen if we increase
it too quickly. Doing too much
business too fast can be attractive,
but can also be very damaging if
you’re not ready for it. So we are
trying to position ourselves so that
when we are ready to hit the gas
pedal on outside sales and really
pushing it, it won’t be problem.”
Please turn to page 21
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NSI Announces Call for
Entries for Pinnacle and
Tucker Awards

T

he Natural Stone
Institute has announced
a call for entries for the
Pinnacle and Tucker Design
Awards. Submissions are due
by July 20.

The Pinnacle Awards honor
projects where beauty, creativity, ingenuity, and craftsmanship exemplify professional
mastery in the use of natural
stone for commercial and residential applications. Pinnacle
Awards are given in the following categories:
• Commercial Interior
(sponsored by MAPEI)
• Commercial Exterior
(sponsored by MAPEI)
•Renovation/Restoration
(sponsored by Coldspring)
• Residential Interior/
Exterior—Single Family
(sponsored by GranQuartz)
•Residential Interior/
Exterior—Multi-Family
(sponsored by GranQuartz)
•Architectural Carving/
Lettering/Sculpture
Public Landscapes/Parks/
Memorials
A Grande Pinnacle Award,
sponsored by Marmomac, will
be presented to the best overall
project. The Pinnacle Awards
are open to Natural Stone
Institute members only and will
be presented during the association’s Awards Ceremony at
StonExpo/Marmomac at TISE
2020. The winning projects

will be displayed at TISE and
promoted at other trade shows
and in industry publications
throughout the year.
The Tucker Design Awards
recognize design professionals
whose projects achieve excellence in the use of natural stone
in design and construction. No
project categories are required.
The Tucker Design Awards
are open to any design professional or natural stone industry
member on behalf of the design
team. Winning projects will
be featured in Building Stone
Magazine and promoted in industry publications. The Tucker
Design Awards will be celebrated in Cleveland, Ohio during
the summer of 2020.
To access entry forms and
submission guidelines for the
Pinnacle and Tucker Design
Awards, visit www.naturalstoneinstitute.org/awards.
The Natural Stone Institute is
a trade association representing
every aspect of the natural stone
industry. The current membership exceeds 2,000 members
in over 50 nations. The association offers a wide array of
technical and training resources,
professional development opportunities, regulatory advocacy, and networking events.
Two prominent publications—
the Dimension Stone Design
Manual and Building Stone
Magazine — raise awareness
within the natural stone industry
and in the design community for
best practices and uses of natural
stone. Learn more at www.naturalstoneinstitute.org/awards.

New Material Reinforcement
Solutions from Omni Cubed®

Jessica Sherwood
Omni Cubed®

T

he all-new Rigid CrossBrace Kit by Omni Cubed®
attaches to any two Omni
Cubed® vacuum cup Sink Hole
SaverTM products to create a sturdy
support frame that minimizes
twisting and flexing of material in
multiple directions. It is designed
for use on LFT (large format tiles)
or slabs, large islands, or fragile
cutouts such as tub decks. If you
are working with LFT, gauged,
or thin porcelain slabs such as
Laminam®, or sintered stone such
as Neolith® or Dekton®, this is an
ideal solution for reinforcing and
protecting the material during
transport and installation.
The heavy-duty machined aluminum clamps rigidly attach the
cross bars perpendicular to the
Sink Hole Saver™ rails at any
location, allowing you to build
custom frames in nearly any configuration. This is much sturdier
than using four unconnected rails,
because lengthwise flexing is prevented by the Sink Hole Savers,
and twisting in the perpendicular
direction is prevented when they
are securely clamped together
with the Rigid Cross-Brace Kit.
Use the Rigid Cross-Brace Kit
for any situation to minimize
twisting and flexing of the material. The Rigid Cross-Brace Kit
includes two 4-foot strengthening bars, four rigid clamps, and
a convenient carrying bag for the
clamps. Each clamp’s tightening
knob has an integrated “resting”
foot that won’t scratch finished

Rigid Cross-Brace Kit
(carrying case may vary)

Sink Hole Saver™ Slider, Rigid Cross-Brace Kit,
2x Horizontal Lifting Handle Kit –US PATENTS PENDING

surfaces or flooring when material is flipped upside-down to
apply bonding agents. The optional Horizontal Lifting Handle
Kit provides a gripping point beyond the ends of any one rail, and
the Vertical Lifting Handle Kit
can be added for easier handling

of material in the vertical position, such as when installing wall
panels.
Visit omnicubed.com for more
info, and contact Braxton-Bragg
to order yours today!
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Biesse
Innovates with
SOPHIA IoT
Platform

S

ophia IoT is the newest IoT
platform developed by Biesse
in collaboration with Accenture,
which enables its customers to
access a wide range of services
to streamline and rationalize their
work management processes.
Based on the connection to a
Cloud service, this system allows operators to send real-time
information and data on the technologies in use, optimizing the
performance and productivity of
machines and systems. The information detected enables the machine functions to be analyzed in
detail, detecting malfunctions, assisting customers in maintenance
operations and ultimately preventing faults.
Furthermore, the direct connection with the Parts Sophia,
the Biesse Group replacement
parts portal, makes managing replacement parts simpler and more
efficient.
The key value of Sophia is its
predictive nature: the ability to
anticipate issues and identify
solutions to resolve these, thus reducing downtime. Intermac takes
proactive steps to contact the customer before a problem can manifest, reducing inefficient wasted
time.
But Sophia goes far beyond
this. This solution is inspired by
Intermac’s desire to accompany
its customers through a process of
growth that enables the optimization of all major assets - technological, strategic, organizational
and human.
SOPHIA IoT was recognized
with the Best Product Award at
TISE 2019. The new platform
speeds Industry 4.0 automation
by making it easy for facilities to
monitor production, analyze how
machines are functioning, identify malfunctions, assist clients in
maintenance operations, and much
more. SOPHIA provides information and data from machines in real
time, through intuitive dashboards.
For more information, visit
www.biese.com .

Easy Joint Matching with AKEMI
PLATINUM 3.0

COLOURBOND

(Uncured Product Color Example)

*50+ COLORS AVAILABLE
- 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

- 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

*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

DOWNLOAD
COLOR MATCHING APP

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

NoSweat Keeps Workers
Dry and Comfortable
in Hard Hats

Disposable hard hat liners soak up
sweat to keep perspiration out of eyes,
minimizing distractions & safety issues.

C

onstruction workers,
industrial workers, fabricators, engineers and
architects often are required by
OSHA to wear hard hats on the
job. Laborious, active work and
warm environments can leave
workers drenched in sweat and
with a smelly hat at the end of
the day. NoSweat has created
the first disposable performance
liners specifically for hard hats
that absorb sweat instantly
while preventing odors, stains,
acne and the constant need to
stop and wipe up sweat with a
towel or a shirt sleeve.
NoSweat thin liners offer a
universal fit in all brands and
makes of hard hats and bump
caps. The liners are compliant
with major safety standards
requirements. They can be installed in seconds by simply
peeling and sticking a liner
to the inside of the headwear.
SweatLock™ technology instantly begins to absorb sweat.
Moisture is locked inside the
liner to help prevent dripping
sweat, fogging, sweat stains,
acne and odor. Each NoSweat
liner absorbs around two ounces
of sweat.

This product helps workers be
more efficient in the heat and
reduces potential safety hazards while doing their jobs.

Hard hat liners for your hardworking production crew

that are associated with sweating. Depending on the person
and activities being performed,
each liner can last anywhere
from one use up to two weeks.
NoSweat is a 100 percent
American Made company. For
more information and to purchase liners visit the manufacturer www.nosweatco.com.

About NoSweat
NoSweat is a lifestyle brand
and manufacturer of products
that are 100 percent USA made
and built to increase performance, safety and hygiene for
anyone who sweats and wears
some type of hat, helmet, visor
or hard hat. NoSweat’s goal is
to provide innovative products
that improve how people work,
play and live. Founded in 2008
by Justin Johnson and based
out of Minneapolis, Minnesota,
NoSweat offers a growing, patented line of sweat-absorbing
solutions that are unique to the
sports, construction, industrial,
food prep, military, and municipal spaces.
NoSweat liners are also manufactured for use in sports
protective equipment, and are
endorsed by hockey, football
and PGA pros.

The liners are performance,
You can learn more about the
safety and hygiene-based allowing users to keep their eyes safely NoSweat line of products at
on the job, without distractions www.nosweatco.com .

Fight Back

Sharon Koehler
Artistic Stone Design

T

hese days, most of your
customers will check you
out online before they
interact with you. They look
at star ratings and they read or
at least glance at your online
reviews.
Their research will likely not
just be on Google. (Although admittedly, Google is the top dog in
this area.) They will use Houzz,
Angie’s List, Yelp or any of the
other numerous sites out there
that collect reviews.
It’s been drilled into us for a
while now to get those GOOD
REVIEWS and star ratings.
Those two things are the first
impression most people have of
your company or service. I personally don’t usually contact a
company for something if they
have less than a Four-Star rating.
Why chance it?
But what happens when something goes wrong? There you are,
all happy with a 4.7 Star rating on
Google, just a couple of reviews
away from a 4.8 and a ton of
good reviews to back it up. You
have a 4.8 Star rating on Houzz,
an A+ rating with the BBB and
a Five-Star rating on Yelp. You
are sitting pretty. Then it happens. You get notified that you
have received a new Google review. Thinking that you are now
that much closer to a 4.8 you open
it and find the worst review your
company has ever received and
you don’t even recognize the reviewer’s name! Confused, you go
back through your records until
you see the name and realize that
you did the job over a year ago for
a well-known custom remodeling
company. The job was signed off
on by the remodeler as good and
complete and the job was paid for
in a timely manner. You also have
notes that indicate you went back
to the job several times after completion for “Homeowner Issues”,
not remodeler issues. The issues
were minor and no one has said
anything for over a year.
You calm down because you
realize that one bad review isn’t
going to hurt you all that badly.
Since most experts advise that
companies should respond to
bad reviews, you do. You draft a
nice, polite response addressing
the complaints in the review and

Google uses a five star
rating scale to rank
businesses based on
performance. Consumers are given the
opportunity to leave a
business review, which
includes choosing a
grade from one star
(poor performance)
to five stars (excellent
service). Google then
uses an algorithm to
average the reviews
together to determine
an overall star rating.
post it. Thinking your work here
is done, you move on to other
things. The next day you have a
new notification of a review. You
look and discover it’s another bad
review by the same person, and
that’s not the end of it. Over the
following four days, this person
leaves 13 bad Google reviews
about you. Your star rating is
slipping rapidly and your first
page reviews are all bad. You are
hoping that people realize that all
the bad reviews are from the same
person but who knows? To make
matters worse, the reviewer has
branched out from Google and
left you a bad review on Houzz.
What can you do? You can
fight back. There are things you
can do to restore your good name.
Google has steps you can take to
remove reviews that are against
Google policies. They will not
remove a review just because it’s
bad or you don’t like it. It has to
violate Google policies.
With some exceptions, Google
generally allows one review per
situation or job. This means the
offending reviewer can leave
only one review per job, not 13!
If you have received a suspect
review, you can flag it. Just go
to Google Maps and find your
business. Search your reviews
until you find the suspect one or
two or 12. Click on the three dots
in the corner and select Flag as
Inappropriate.

The only problem with this plan
is that you don’t get to say why
it is inappropriate. You just have
to hope Google can see why. The
other thing is that it won’t happen
overnight. It could take a while.
(Think about how big Google
is; how many people worldwide
are posting reviews and how
many reviews Google has to
investigate.)
If you want to check on the status of a flagged review you can
ask Google. At the bottom of your
Google My Business page click
on Support. Then under Contact
Us click on Need More Help.
After that, click on Customer
Reviews. (I know that’s a lot of
layers, but keep on clicking.)
Then select Manage Customer
Reviews. This is where you want
to be to request a callback from
Google, ask for an e-mail response or ask for a chat.
If the review is truly false and
contains things that are absolutely 100 percent slander, malicious, or violates laws (such as
copyright issues) you can request
a Google form for legal removal
of a review – BUT the standards
for this are high, and you might
need your lawyer to help you.
Decide if the cost is worth it.
The other thing you might be
thinking about is a Cease and
Desist letter from your attorney.
Think carefully. You are not only
paying lawyer fees but you also
have to be prepared to truly follow through with legal action if
the reviewer calls your bluff and
keeps posting. That’s court time
and legal fees to do something
Google will more than likely do
for free, if you give them the
chance.
If it’s one bad review, just make
an effort to get several good reviews to push it down. Most people don’t read reviews past the
first page and over 96 percent
don’t go past the second page.
Just let good reviews bury it.
If it’s an extreme case like the
13 reviews in four days, only you
can decide how you want to proceed, but Google did remove 12
of the 13 reviews, leaving just
the one the reviewer is entitled
to. This is a GOOD RESULT for
just time and effort on your part.
I suspect that one bad review will
be buried in no time.
Please send your thoughts on
this article to Sharon Koehler at
Sharon@asdrva.rocks.
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One More Reason to Be Wary

“The end result is the same and there’s a lot less drama.”

Bostik Introduces Grip N Grab
for Vertical Applications

B

ostik has created
Grip N Grab™ specifically to decrease
installation time of vertical
applications. This advanced
hybrid polymer technology
“grabs” heavy materials
quickly, reducing time and
amount of bracing, then
provides a strong, permanent bond to both porous
and non-porous substrates.
Designed for both interior
and exterior projects, Grip
N Grab™ is water, frost
and heat resistant (from
temperatures of 0-200°F),
is solvent free, has a quick
cure time… and, can even
be used on damp or wet
surfaces. It will adhere to
virtually everything including wood, natural stone,
mirrors, concrete, metal,
mortar, bricks, gypsum
and glass. Grip N Grab™
comes in a 9.5 fluid ounce
cartridge, with attached
v-notch nozzle to provide
optimal bead height.
According to Eric Kurtz,
Bostik’s Senior Market
Manager - Hardwood,
Resilient & Surface
Preparation Systems, “Grip
N Grab™ is a handy product for just about anyone.
In particular, it’s ideal for
contractors when they are
tasked to mount a specific
product to a vertical surface consisting of dissimilar material. Quick to cure
and extremely easy to use,

Grip N Grab™ is a true
problem-solver!”
Bostik has produced a
helpful video for users of
Grip N Grab™, available
on their website.
Bostik is a leading global
adhesive specialist in construction, consumer and industrial markets. For more
than a century, it has been
developing innovative adhesive solutions that are

smarter and more adaptive
to the forces that shape
daily lives. From cradle to
grave, from home to office,
Bostik’s smart adhesives
can be found everywhere.
With annual sales of €2
billion, the company employs 6,000 people and has
a presence in more than 50
countries. For the latest information, visit www.bostik.com/us.

Nonetheless, I’m quite
leery of newfangled computer chip implants for humans. These doohickeys
allow users to activate computers, dial telephones, start
car engines, and unlock
doors at the wave of their
hands.
I’m not pulling your leg or
your arm. The technology
already exists. It’s sure to
be refined in the near future.
Already, a Seattle,
Washington, company
called Dangerous Things (I
didn’t make that up, either)
is selling these gizmos.
They’re about the size of a
grain of rice. They are surgically tucked into a fold of
skin between the thumb and
forefinger, transforming
the wearer into a sure-nuff
human robot.
No more keys. No more
codes. No more passwords
to remember–  or forget, as
the case more accurately
may be.
Instead, you just wave
your hand across a sensor

© MARK ANDERSON. www.andertoons.com

© MARK ANDERSON. www.andertoons.com

F

irst, a disclaimer:
The following critique of a new consumer product comes from
the same guy who thought
cell phones, social media,
bottled water, and grocery
store sushi would be flashin-the-pan fads. You have
been warned.

Sam Venable
Department of Irony
and – presto! – open sesame.
True, some of this hightech gadgetry has tremendous medical potential.
Perhaps it could bring life
back to withered limbs. Or
allow the blind to see. In
that regard, I say full speed
ahead and don’t spare the
horses.
But for everyday use by
me and thee? Thanks, but
no thanks.
I have enough trouble
with the computers, large
and small, that rule my life
on a daily basis. Such as the
machine I’m typing on as
we speak.
Most of the time, it performs its tasks without
complaining. But “most” in
this regard isn’t any better
than a human heart or a set
of lungs that work “most”
of the time.
On those not-infrequent
occasions when it does go
on the fritz, my world turns
into a personal hell.
The machine might freeze
up. Or else it abruptly shuts
down. Or else it suffers from
any of 10,001 digitized ailments that, in geek speak,
means it has a migraine or
the runs or the pukes.
This condition is irritating enough when I can

tickle keys or push buttons
in a conventional manner.
Imagine the angst if my
only recourse is to keep
waving my hands over and
over, eliciting no more response than what happens
in a public restroom when
you’re trying to activate one
of those stupid “motion”
paper towel dispensers.
Speaking of which: Why,
pray tell, do different brands
of towel dispensers have
sensors in different places?
On some, you wave in
front.
On some, you wave in
back.
On some, you wave at the
sides.
On some, you wave
underneath.
You wind up standing
there, dripping all over the
floor and your pants, moving your hands around like
the Village People singing
“Y.M.C.A.”
Trust me. If God didn’t
want us to use our hands
the old-fashioned way, He
wouldn’t have given us
middle fingers.
Sam Venable is an author, stand-up comedian,
and humor columnist
for the Knoxville (TN)
News Sentinel. He may be
reached at sam.venable@
outlook.com .

“Listen, Sam. I don’t know why I came to life,
when I became sentient, or how I learned to
speak. All I know is you need some toast.

S lippery R ock G azette

J une 2019 | 13

Scan Me

14 | J une 2019

S lippery R ock G azette

The Stone Detective

Frederick M. Hueston, PhD

The Case of the Reappearing Algae

IT

started out as a
typical morning.
Got up, got dressed and
headed over to my favorite greasy spoon for a
quick breakfast and cup
of Flo’s famous coffee.
Just as I was entering the
diner, my phone rang. I
motioned to Flo to hold
on a sec as I walked outside to answer my phone.
The attorney on the
other end was calling on
behalf of her client, who
had a travertine pool deck
that was turning green.
The case seemed pretty
straight forward to me. I
was guessing the green
discoloration was algae
growth. Algae and other
biological growth is typical around pool decks
when they are not maintained properly. I thought
I would tell the attorney
that, but she went on to
say that this was a problem that showed up within
two weeks of installation.
She asked to look at my
schedule to arrange an
inspection. I told her I
would look at my calendar after I got back to my
office.
I walked back in to the
diner as Flo was pouring my coffee (have
I mentioned that Flo is
probably telepathic?). I
grabbed a newspaper off

the counter. For a moment
my thoughts remembered
that part in Dirty Harry
where Clint Eastwood is
reading the paper while
the waitress was pouring
his coffee. Hopefully,
there wouldn’t be a robbery in my future (LOL!).
I opened my calendar on
my phone as I finished
breakfast, and called the
attorney back to set up an
appointment.
A few days later I arrived at the house with the
green pool deck. It was a
rather modest home. At
least it was from the front
entrance. I rang the doorbell and was greeted by
a young couple who reminded me of Mr. & Mrs.
Cleaver from the Leave it
to Beaver show. (I wonder how many of you are
headed to YouTube to
look it up – LOL). I almost
asked where the Beave
was, but I bit my tongue.
No, really, I accidentally
bit my tongue.
The homeowners led me
to the back of the house
where there was this enormous pool and pool deck.
It looked like an Olympicsized pool, and the deck
had to be well over 5,000
square feet. I noticed immediately that all the fillers were covered in green
algae. I took out my golf
ball and rolled it across the

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

deck to see if perhaps there
were low spots that rain was
accumulating in. It was flat
as my grandmas’ pancakes.
I started my interview
and found out that they had
pressured-washed the deck
every month, but the algae
kept returning. I took some
samples of the fill to bring
back to my lab, and to make
a long story short, I discovered that the fillers were
contaminated with organic
matter.
Now for a biology lesson.
In order for algae to grow
it needs moisture, light and
a good source of food. By

food, I mean organic matter. It was clear that the
fills were contaminated at
the factory. I have seen tens
of thousands of square feet
of travertine pool decks,
but never have I seen algae
return this fast. I called the
Cleavers and told them
that I would recommend
replacement since there is
no guarantee that the fillers can be removed, or that
the algae can be cleaned.
It was most likely to return. Another case solved,
even though it wasn’t a
sit-com happy ending. But
the cherry on the top for

This was NOT the kind of gardening my clients
wanted to pursue in their free time.

me? Just as I was about
to hang up, I heard a kid
in the background yell,
“WALLY!” LOL! Yep,
the Cleavers, all right.
The Stone Detective is
a fictional character created by Dr. Frederick M.
Hueston, PhD, written to
entertain and educate. Dr.
Fred has written over 33
books on stone and tile
installations, fabrication
and restoration and also
serves as an expert for
many legal cases across
the world. Send your email
comments to fhueston@
stoneforensics.com.
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ONLY LPI can protect your investment for 10+ years
US

OTHERS

Made in the USA

Made Overseas

Lifetime Extendable Warranty

Limited Warranty -2 Years Max

Free Loaner Program

Extended Downtime

Don’t ever be without a unit. Minimize downtime.

No loaner programs means costly downtime.

50+ Hour Battery Life

4-8 Hour Battery Life

Work an entire week w/o charging.

Bring your power & extension cords.

Tablet & 2 Licenses Included

Not Included & Only 1 License

Work on the same file in field and back at shop.

Spend more for a computer & extra license.

Onsite Training Included

Extra Money to be Onsite

A certified trainer will travel to your shop or jobsite.

If available, be prepared to spend lots of money.

Made by American workers with 97% U.S. parts.

Learn more at
LaserProductsUS.com

We’ll keep you running for as long as you own it.

Products made outside U.S. Limited support.

Only covers workmanship defects.

Call 877-679-1300
for a no-obligation demo.
Financing & free training available.

Dale Kempster NTCA
Tile Person of the Year

D

ale Kempster of Schluter
Systems has been recognized as the NTCA Tile
Person of The Year. This award
is given annually to a contractor, distributor or manufacturer
member who has demonstrated
a strong commitment to the tile
industry and has supported the
mission and goals of the National
Tile Contractors Association.
“I can’t think of a better person to receive this recognition,”
said Marco Ludwig, CEO and
President of Schluter® Systems.
“It’s truly a reflection of a lifetime’s dedication to the tile industry, and a unique passion that
Dale has consistently brought to
the industry every single day for
over three decades. We’re extremely proud to have him on the
Schluter team.”
One of the NTCA’s strategic
initiatives is to create a stronger
collaboration between international tile contractor associations

in an effort to share and learn
common best practices related
to the proper installation of ceramic tile and natural stone. Bart
Bettiga, Executive Director of
the NTCA says, “In addition to
being a member of the NTCA
Technical Committee for many
years, Dale has worked closely
with NTCA Executive Committee
members in our efforts to communicate with international tile
contractor associations. He was
instrumental in having Schluter
representatives in Germany take
part in NTCA sessions presented
at Qualicer 2018, an international
technical conference held every
two years in Castellon, Spain. In
addition, Dale has participated
in two ground breaking international labor summits held the past
two years at Cersaie in Bologna,
Italy.”
Dale has also been instrumental in bringing NTCA and
TTMAC (Terrazzo, Tile, Marble

Dale Kempster, Schluter
Systems, Tile Person of the Year

Association of Canada) representatives together to collaborate on
the development of a Canadian
version of the NTCA Reference
Manual. This collaboration has
provided valuable information to
the Canadian market on the prevention of tile installation job site
failures and helped bring the standards for the two countries closer
together.
Dale joined Schluter® Systems
32 years ago as the company’s
first full time employee in North
America. His early responsibilities with the company included

receiving, shipping, answering
phones, making sales calls, organizing and attending trade shows,
working with architects and setting up new distributors. Over the
years he has gravitated toward his
passion for the technical side of
the business and has been active
in industry associations for over
25 years, including being on the
Board of Directors for TTMAC
for more than 15 years. He is currently Director of International
Technical Network of North
America where he contributes to
industry standards and methods,
and ensures that the interests of
the tile industry are considered
and represented appropriately in
numerous associations and standards setting bodies.
Schluter® Systems products are
specifically designed for the tile
industry to ensure that installations maintain integrity and durability. The company’s product
line includes over 8,000 items,
including tile trims, uncoupling
membranes, waterproof building panels, shower systems, and
most recently thin-set mortar.
Schluter® Systems is renowned

for its state-of-the-art technology
with attention to detail for highly
functional and visually appealing
results. For more information,
visit www.schluter.com.
The National Tile Contractors
Association (NTCA) is a nonprofit trade association serving
every segment of the industry,
spearheading education for the
professional installation of ceramic tile, natural stone and allied
products. For more information,
please visit www.tile-assn.com.

Start by doing
what’s necessary;
then do what’s
possible; and suddenly you
are doing the
impossible.
Francis of Assisi
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Countertop & Floor
Protection Film
Fiberglass
Rodding

DEN
Our Viper Den Will Take a BITE Out of Your Next Project
The Viper Den makes it easy to add all of the necessary fabrication
and installation accessories to your next order.
Our extensive line of accessories includes not only the vital fabrication
needs like blades, core bits, and diamond pads, but also the small but
important stuff like tape, protection film, boots, gloves, safety glasses,
stir sticks, and more. The Viper Den one-stop shop has you covered.

Silicon Carbide
Grinding Wheels

Heavy-Duty
Aprons

Non-Marring
Masking Tape

7-Step Granite Wet
Polishing Pads

Hearing
Protection
Ear Muffs
Stirring
Sticks

Side Protection
Core Bits

Viper
Blades

Epoxy
Mixing
Cups
Safety Glasses

Steel
Razor
Blades

Stone Fabrication
Sleeves
ChemicalResistant
Gloves

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
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Call 1-800-575-4401
for Equipment Financing
Options and Pricing

We offer several different machines
with a variety of options. Let us help
you choose the best machine to suit
your needs.

Emmedue Astra3 Bridge Saw

Emmedue Astra5-Plus Bridge Saw
Emmedue Contor Work Centre

IS
3-AGX
E SAW
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LESS
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$

/
1,200
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Emmedue Discovery5-Plus Bridge Saw

Braxton-Bragg is the Preferred
Emmedue Supplier in the USA
Braxton-Bragg has been named the preferred national
supplier for Emmedue Marble & Granite Machinery, and
is one of only two suppliers in the United States. Emmedue is one of the premier brands of Industrie Montanari
Company, manufacturer of stone-working machines since
the early1990s. Its product range includes Bench Saws for
contractors, and CNC Bridge Saws and Work Centers for
small, mid-sized and large stone fabrication companies.

As seen at

Coverings ‘19

800-575-4401

www.braxton-bragg.com
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Customize Your
Customer Service

C

ustomer service is almost
an art form. As soon as a
company understands the
importance of customer service,
and employees establish a customer service mindset, the sooner
a company will build success
within the walls of its establishment. Satisfied customers will
improve the overall image of
the business, encouraging return
customers as well as increasing
word-of-mouth publicity.

On the flip side, bad customer
service gives customers a feeling
of being low priority. Arguably,
this is the main reason for a
change in customer shopping
patterns. So here at Solid Surface
Designs, we understand the importance of customer service
by documenting customer comments. We discuss the ones that
need to be discussed, and celebrate happy customer’s comments
in our weekly meetings.
We recently established a new
line of promotional material,
and a new and improved warehouse layout. We have our select promotional material set on
A-frames, right outside of our

Codiak San Herrell
Solid Surface Designs
clean customer showroom. We
eliminated unnecessary material
handling (especially around customers) and just improved the
overall look. The material is also
set up from top to bottom tier in
pricing, as you walk through the
warehouse. Our well-organized
remnant yard is set up in our backyard, where the pieces are all labeled, scanned, turned away from
the sun, and placed in rows, by
color schemes. The pieces under
30 square feet are sold at a discount price. This gives the remnant area a yard sale vibe, where
customers needing a vanity top
feel like they are getting a good
deal. And if you do not have an
appointment, we have a walk-in
style, retail project manager on
hand during business hours.
The weekend is primetime
shopping time for many homeowners looking to make a major
purchase. So, we decided to set
slabs outside over weekends,
paperwork and pen attached, for
customers who cannot make it in

A neat customer/builder consultation area with plenty of samples
shows that customer service is a priority for your company.

A slab “bone yard” can be an ugly – and dangerous – area, and not a place you’d want to
customers to see. With a little work to clean, organize and make it safe for visitors, you
can offer smaller remnants at discounted prices that will create a win-win situation for you.
Organize by color and type to make browsing easier for your customers.

during weekday business hours.
We highly encourage customers to visit and physically view
their chosen material. We also
provide a “nesting” option for
customers who want to use certain areas of the slabs for certain
places in their kitchen, and demo
pre-existing countertops, for an

additional charge. We guarantee
that if you find a chip in your
new countertops within 30 days
of installation, we will fix it for
free. Our customers can expect to
receive a “Thank You” letter and
a customer care and maintenance
form, as part of our after-sale customer care policy.
Unfortunately, all the customer
service tactics in the world do not
guarantee success. But without
a solid customer care plan, it is
guaranteed – you won’t succeed.
Just like the 3-in-1 cleaner/

polish protectant we apply to new
countertops post install, you want
to leave your newly installed top,
and your business, in the best possible condition.
Codiak San Herrell is a native of Aurora, Missouri. He is
Warehouse Supervisor with Solid
Surface Designs, where he serves
on their safety and LEAN committee. Codiak is CPR / AED certified and currently working on
other certifications.

Solid Surface Designs has a retail project manager available
during business hours. The ability to handle “walk-ins” is an
important key to achieving high customer satisfaction.
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What can Diamut do for your
speed and shop efficiency?

NTCA
Honors
Membership
Excellence

“We were considering hiring more people, but being able to run our
Diamut tooling so much faster let us avoid adding a second shift. I also
ran the numbers, and figured out that from our original starting point,
we were able to run at 132% with Diamut. We were able to hit a speed
of 500 inches/minute, a huge leap given that the industry’s average
speed for running tooling is about 100 inches/minute. After analyzing
the results, I decided that for now our comfort zone is 400 inches/
minute. In addition, Diamut tools are easier to maintain and last longer
than any others we have used. Using Diamut has been huge for us.”

T

he National Tile Contractors
Association (NTCA), the
world’s largest tile contractor association, recognized
members for their excellent installation projects and service to the
industry at its annual awards ceremony. The ceremony took place
during the Coverings trade show
in Orlando, Florida. Among the
awards distributed were the NTCA
Five-Star Contractor 2019 Project
of the Year awards, the Tile Person
of the Year Award, and the Joe A.
Tarver Award.
The NTCA Five-Star Contractor
2019 Project of the Year awards
recognizes NTCA Five-Star
Contractor members for installation excellence. The awards feature
both residential and commercial
projects that include ceramic tile,
natural stone, mosaics and/or glass
tile. Though this is the seventh year
for the Project of the Year awards,
2019 is the first year that social
media was used as part of judging
criteria. This year, NTCA FiveStar Program Director Amber Fox
added a People’s Choice Award to
the list of categories.
“We added the People’s Choice
Award to give our membership and
our social media followers a chance
to take part in the judging process,”
said Fox. “It also gave the entrants
an additional opportunity to promote their work and engage their
social media followers. In the end,
we received over 1,500 votes.”
Please turn to page 29

– Dave VanTil, production operations manager
Premier Granite & Stone (PGS) Grandville, MI

0
0
0
,
250

$

• Speed
• Efficiency
• Feed Rates

Ask us how to save

1/4 million
with CNC Tooling

HYS (Hyper Speed Solution) tooling marked a
revolutionary turn for Diamut. This tooling drastically
increases CNC feed rates to improve production.
Carefully constructed of premium materials, and now
with high-performance diamonds and bond.

www.braxton-bragg.com

Stop Kiddin’
Around, Ma’am

P

SAVE

olice in New Hampshire say
they cited a driver for dustracted driving who had a kid in
her lap — the baby goat kind.

Marlborough, N.H. police
say they pulled the woman over
on April Fool’s Day when they
saw her using her cellphone.
They soon realized that she was
driving without a valid license
— and with the goat in her lap.
Police said the driver was a
60-year-old woman from Sulli-

800-575-4401

van, New Hampshire. She was released on a citation for operating
without a valid license. She also
was counseled about distracted
driving.
Police posted the encounter on
Facebook, with the comment, “I
wish this was just another April
Fool’s joke, baaaht it’s not.”

“Your talent determines what
you can do. Your motivation
determines how much you are
willing to do. Your attitude
determines how well you do it.”
–Lou Woltz
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The Next-Generation

tile leveling SyStemS
Designed for Edges and Corners
No Tools
Required

No Tools
Required

eZ Wedge
 install Along tile edges
 Add Angle tabs to install on Corners
 Save time & money (Up to 75%)
 Available in 1/16” (1.5mm), 1/8” (3mm)

Level

& 3/16” (5mm)

 dual Function - no Spacers Required
Compatible With Other Competitor’s Clips

+

=

+

=

* Optional Plier Available for Calibrated Installations

Spacing

eZ CliCk
instant Screw ejection leveling System
Supports tile thickness: 1/8” to 25/32”

level

(3mm to 20mm)
Spacing
minimum Joint Calibration: 3/64” (1mm)
ideal for Both Floor and Wall tiling
Proprietary Scratch-Prevention edge
Built-in Spacer Calibration: 5/64” (2mm),
1/8” (3mm) & 5/32” (4mm)
Color Coded Base Screws for easy Size/type identification
Compatible With many Older-generation Systems

+

Tightens and Releases by Hand
Now Available at

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

www.braxton-bragg.com • 800-575-4401

S lippery R ock G azette

J une 2019 | 21

Tennessee Stone Company
Continued from page 8

Putting Natural Stone
in Good Hands through
Education and Training
“There are a lot of contractors
in this area, and it’s amazing to
me how so many builders don’t
know a lot about industry trends,”
continued Montgomery. “What
we want to bring to the table is
to educate our industry in using
stone and how it’s done properly.
We are also battling with manufactured stone and concrete companies that are trying to position
themselves and their products by
wording their documentation to
try and scare the industry away
from stone, and this is one more
reason to educate consumers.
“There’s one more important
point. The craftsmen in our industry are also dwindling, and
we want to encourage people to
get into it. Stone masonry is not
something that’s been pushed as
a very glamorous job, and is not
necessarily a glamorous job, but
if you do well at it and know what
you’re doing, you can make very
good money. You don’t have to
walk very far around here without seeing someone who needs a
mason and is having to wait for
somebody that’s qualified.
There are many areas around
the country that are pushing education, training and apprenticeships, but around here, I think the

first thing that has to be done is
to talk about it with the public
and the school systems. There’s
nothing wrong with telling your
kids to go to college and get that
degree, but we’ve also ostracized the stone trade to the point
of being lesser than if you were
sitting at a desk. That, for me, is
kind of an odd concept to think
about in that way, because everyone of those people who sit at a
desk will need a person with those
craft skills. As a nation, through
the 1980s and into the 2000s, we
haven’t pushed those craft skills
as being as worthy as other careers, and I think that is wrong.
So getting the education out there
and showing them they can make
good money as a stone craftsman
is important. It’s an art form combined with construction and very
valued, and we need to make sure
that it’s not lost.
“To further the cause, the
National Stone Institute (NSI)
is doing their study tour in
Tennessee, and we are part of the
tour. We are a good facility to
show what stone companies do,
and a good fit and atmosphere to
present these events. If you were
to go to Crossville to the quarries or fabrication facilities, it’s
not quite as easy to take 100-plus
people and show them everything. Here, however, is a really
good spot to show them all about
what Tennessee products have to
offer.”

Montgomery’s
Five-Year Outlook
“Companies like ours can help
bring the stone industry into the
public’s eye. We invite people
into our showroom every day, and
many come in just to see what we
are up to. One of the things we
want to do with our new store
front is to create a draw with displays and beautiful things to make
us more inviting and more comfortable to folks who are thinking
about using stone. People’s impressions of stone yards are that
they are rough and scattered, and
we are really trying to refine and
change that impression. That’s
where a client-friendly showroom
comes in, with sales people who
say, ‘Welcome! So tell me what
you’ve been thinking about or
working on.’ The team you surround yourself with, especially
in this type of business, is huge,
and I wouldn’t trade our team of
seven for anything. They are the
face of this company to whoever
they’re talking to, and how they
treat them is part of what builds
our reputation, and that’s everything in business. Without that,
you’re not going to grow.
Left and Right: Tennessee
Stone’s Grey Limestone. An
excellent building stone for
structural construction and facades, this sophisticated color is
rising in popularity for high-end
construction projects. Dimensionally stable and beautiful.

“That said, we definitely project that we are going to continue
to grow and expand our product
offerings. One of the biggest reasons for us moving to our new facility was to expand the amount
of products that we could have on
hand at any point. Moreover, by
bringing in new products, we also
hope to be offering some minor
fabrication. We have a lot of people who need one or two pieces of
a particular size, and not a common size, and being able to do
some minor fabrication onsite will
help them get the job done. We’ve
also thought more and more about
offering an installation service.
We haven’t yet made a decision
on that, but it is so needed, that

it is a possibility. I’m very much
on the fence about possibly creating a competitor rather than a
customer, but we also see that our
clients need qualified installers. I
think that it could be a good way
for people to get educated, create
apprenticeships and create a coalition of sorts for the mason community. So getting us in a better
spot to better service our area is a
primary goal.”
For more information visit
w w w.ten n-stone.com. See
page 7 for more information about the upcoming
NSI study tour to Knoxville,
Tennessee, or visit www.natural
stoneinstitute.org .
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Designing Stunning Outdoor
Kitchens with Natural Stone
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Megy Karydes
Usenaturalstone.com

M

any homeowners get
inspired by stunning
outdoor kitchens that
incorporate beautiful natural stone
and luxury appliances they see on
social media sites like Pinterest or
in print magazines.
Those ideas are great because
they help landscape architects and
designers better understand what
their clients love and can hone in
on a certain look. They also serve
as a point of reference and allow
them to suggest ways to tailor
the design to their respective climates since what works in Palm
Springs or Scottsdale won’t always work in Chicago, according
to Scott Byron, founder and CEO
of Scott Byron and Company,
a Chicagoland-based landscape
architecture design, build, and
maintenance company.

that matches a homeowner’s color
preferences.
Byron recommends installing
the outdoor kitchen in a shadier
area as that will help shield the
stone from the elements.

Working wood-fired fieldstone
oven & rustic limestone slab tables.

Photo courtesy of Scott Byron

What to Consider When
Designing an
Outdoor Kitchen
Different climates often dictate how the outdoor kitchens are
used. As a result, landscape architects in the Midwest tend to be
more focused on designs that accommodate the realities of harsh
winters than those in warmer climates, who can take advantage of
building more of a total outdoor
environment.

Please turn to page 23

Built-in grills and appliances continue to be popular in outdoor
kitchens. This installation features a custom granite top.

The beauty of natural stone is
that there are many options, regardless of where one resides.
Since there are so many natural stone options when it comes
to outdoor kitchens, Byron

recommends homeowners narrow it down to those most appropriate for both the space and the
environment. For example, he
suggests using the same stone in
the terrace or the garden as part
of the outdoor kitchen to create
a more unified and welcoming
space.
A nonporous stone needs to be
used for the countertop. Byron
likes to use honed granite because it tends to withstand the
elements really well, no matter
where the home is located on
the country’s map. Honed granite also comes in several colors,
making it easier to choose a hue

“The most important thing is to
learn how the outdoor kitchen is
going to be used, how the family will interact with it, what the
family is doing, and then design
to their needs,” says Byron.
“If you are a winter BBQer,
being close to the back door is really important so you can run in
and run out,” he notes. “If you’re
really a summer entertainer, it’s
important to design the space
around the entertainment with the
kitchen being part of the space.”
Byron notes that some communities have strict regulations about
the location of outdoor kitchens.
He recommends checking with
your local municipality before
making any decisions.

Left and Left Center:Photos courtesy
Plymouth Quarries

This smaller scale, built-in grill graces a Bluestone patio.
Photo courtesy Plymouth Quarries.

Above: The matching fieldstone wrap for this built-in grill and
refrigerator makes this outdoor kitchen an extension of the
house and creates a unified space. Left: Granite counters will
need regular cleaning and sealing to maintain their beauty.
Photos courtesy of Scott Byron
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Designing Stunning Outdoor
Kitchens with Natural Stone

Photo courtesy of Scott Byron.

Continued from page 22

Extreme weather must also be
considered when using natural
stone in the design. In some northern climates, for example, there is
a fair number of months where the
frozen snow will remain for long
periods and then suddenly thaw
when the thermometer rises above
freezing.

The expansion and contraction
caused by these freeze thaw cycles are difficult on masonry and
natural stone, according to Dean
Marsico, head of Executive Sales
and Marketing for Plymouth
Quarries. A professional can help
guide a homeowner on what types
of natural stones are best suited for
their particular climate conditions.

Trends in Outdoor
Kitchen Designs
One of the biggest trends in
outdoor kitchens is that people
are actually using them, laughs
Byron. Before, outdoor kitchens
used to be more of a showpiece.
Now, as people crave more time
with their family and friends and
less time plugged into their electronics, an outdoor kitchen is a
great excuse to get the grill going
and enjoy the outdoors.
“There’s a great desire to have
outdoor spaces,” he says. “People
are home, they’re enjoying their
yards and having people over.
It’s nice having these outdoor
kitchens to use with big serving
areas to put stuff out and having
a refrigerator for water or beer
or wine or whatever makes you
happy.”

How to Find Your Natural
Stone Soulmate
So how does one go about finding their natural stone soulmate? What types of questions
should a homeowner be prepared to ask? Marsico shares his
recommendations:

Photo courtesy of Plymouth Quarries.

• Start with a basic internet
search and look for the top suppliers in your area and go to the
supply stone. Begin by educating
yourself on natural stone and ask
the representatives what types of
stone would work well in your
climate and your design interests.
• Once you begin to see a pattern emerge from the answers,
ask the suppliers for their list of
referrals. Then be prepared to do
some research and call on a referral’s past clients. Are they pleased
with the work?
• Finally, once you find your
natural stone soul mate, realize

you might have to wait. The business is so busy right now that it’s
not unusual that the best people
are already booked.
Natural stone makes the space
feel calm, inviting, and warm,
notes Byron. At outdoor kitchen
can be a real centerpiece in a
home’s overall design, not just the
outdoor portion. Working with a
professional can help guide you
in making the best decisions so
you and your family and friends
can enjoy outdoor entertaining for
years to come.
Megy Karydes is a Chicagobased writer. Find her at
MegyKarydes.com
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All Filter Project clarification plants are built using sturdy, first quality materials
and ground breaking techniques. Water clarification plants play an everincreasing role in running a productive and profitable stone fabrication or
processing enterprise.

132 GPM (500 LPM) Water Plant - TEC771

The 132 GPM Compact Water Recycling System installs inside or outside of the processing facility. It can be
installed inside the fabrication shop because of its compact size. The 132 GPM Stone Water Recycling System
functions like a traditional system and is available with or without the optional accessories. For example, this
compact slurry filtration machine for fabricating granite is available in galvanized carbon steel or stainless
steel.
The components that are included:
• Hot-galvanized or Stainless Steel AISI 304 • Mixing Slurry Tank
• Filterpress Diaphragm Pump
• 3,434 Gallon Clarifier
• Mud Extraction Valve
• 4" Safety Manual Shutter
• AS300/8P Automatic Filterpress
• 4" Pneumatic Valve
• Submerged Pump
• 140 Gallon Flocculant Unit
• Electrical Control Panel

198 GPM (750 LPM) Water Plant - TEC772

The 198 GPM Compact Water Recycling System installs inside or outside of the processing facility. It can
be installed inside the fabrication shop because of its compact size. The 198 GPM Stone Water Recycling
System functions like a traditional system and is available with or without the optional accessories. For
example, this compact slurry filtration machine for fabricating granite is available in galvanized carbon steel
or stainless steel.
The components that are included:
• Hot-galvanized or Stainless Steel AISI 304
• 4,755 Gallon Clarifier
• 4" Safety Manual Shutter
• 4" Pneumatic Valve
• 140 Gallon Flocculant Unit

• Mixing Slurry Tank
• Filterpress Diaphragm Pump
Mud Extraction Valve
• AS400/8P Automatic Filterpress
• Submerged Pump
• Electrical Control Panel

LAMELLAR WATER PLANTS

66 GPM (250 LPM) - TEC754

Specifications:
• 66 Gallons per Minute
• 140 Gallon Flocculant Unit
• 26 Gallon Coagulant Unit
• Submersible Pump
• 4 HP Relaunching Pump
• Sludge Dehydrator Bag System
• Wavy Dividers

Lamellar Pack - Wavy
Dividers

105 GPM (400 LPM) - TEC756

Specifications:
• 105 Gallons per Minute
• 140 Gallon Flocculant Unit
• 26 Gallon Coagulant Unit
• Submersible Pump
• 5 1/2 HP Relaunching Pump
• Dual Sludge Dehydrator Bag System
• Wavy Dividers

Relaunching Pump

Flocculant Unit

www.wehausa.com

Everything for the Stone Industry

Control Panel
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Continued from page 2
We also made buffing
heads for polishing with
putty, what we would consider 5X polishing powder nowadays. Eventually,
these developed into hemp
and finally fiber heads,
once the corn shucks were
no longer easily accessible.
Other fabricators in the
area and further away found
out about the Greenstone
hones and buffing heads,
and they became highly
sought after. Demand required that we work most
every Saturday, and sometimes other days, too.
At this time, Vic’s regular job was working for the
3M Company. Initially he
sold printing supplies, and
then ultimately was transferred to the surgical products division. I don’t know
how many times he won
the Salesman of the Year
award, but it was quite a
few, as we had the trophies
at the house to prove it.
Eventually, fabricators
were asking Vic for other
products to help with their
processes. Silicon carbide
tooling, and eventually diamond tooling were the
new tools that helped revolutionize the industry. Vic
sourced these highly prized

the Greenstone products
and other sourced items.
While I was away, he grew
the company to where my
old bedroom was no longer sufficient to inventory
the goods. He moved the
business several times to

®

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

!
NEW

Item # Description
11486

Price

Makita XCV04Z Cordless HEPA Filter Dry Vacuum
®

$738.45

Makita XCV05PT HEPA Filter Dry
Backpack Vacuum
®

!
NEW

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

Price

Makita XCV05PT HEPA Filter Backpack Dry Vac. Kit
®

$667.69

Makita 12 Gallon
Wet/Dry Shop Vacuum
®

Vic Green, his grand- and great-grandchildren.

accommodate the accelerating growth. The name
changed to Vic Industrial
sometime in the 1980s.
In 1982, I was discharged
from the Navy and came
home to go to college with
the Veteran’s Education
Assistance Program money
I had saved.

Vic International, in the mid-1990s.

items and brought them to
the U.S. market.
Vic started VicCo with
a $500 bank loan in 1978
in my old bedroom as his
home office, after I joined
the Navy. This was the new
distribution company for

Makita XCV04Z Cordless
HEPA Filter Dry Vacuum

Vic gave me my old
bedroom back and the
old Chevy truck to drive
to school. He also put me
back to work, still making
the Greenstone Hones and
buffing heads. It was great
having a part-time job to

there were well over 70 employees at Vic International.
In 2007, and after over 50
years working in the natural stone industry, Vic was
awarded the Migliore Award
for Lifetime Achievement
by the Marble Institute of
America. He served on the
boards of both the MIA and
the Building Stone Institute.
He was instrumental in establishing StonExpo as the
major trade show for the
industry and served as the
president of its board of directors for two terms.
There are many people
in this industry and related
fields who got their start at
Vic International. I could
name many companies
whose managing partners
started at Vic International.
Suffice it to say that Vic
Green was a pioneer in
the stone industry. He will
be remembered fondly by
many in the stone industry.
He helped me in troubled
times and good times alike.
Please turn to page 29

•135 CFM
•12.0 Amp
•92” of Static Water Lift
•27 Lbs.
Includes:
Item# 11491
•Main Flat Nano Filters (Pair)
•Fleece Nano Filter Bag
•Disposal Bag
•1-3/8” x 16’ Anti-Static Hose
•Crevice Nozzle
• Cuff Adapter
ED
ANTE
GUAR

Get OSHA Compliant

Remembering Vic Green, 1938-2019

supplement my saved college funds.
Around 1989, the company moved to its last location on Emory Road in
Powell, Tennessee. The
name was finally changed
to Vic International, to better reflect the scope of the
company’s reach. It was the
largest single-owned manufacturer/importer/stone supply distributor company in
the USA, and at one point,

Makita Vacs and Shrouds for Dust Management on the Job Site

Stone Restoration and
Maintenance Corner
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T
BERIS
CE!
P

Item # Description
5146
11482
		
11491
11483
		

Our Low Price

Makita VC4710 12 Gallon Wet/Dry Vacuum
®

$699.95

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

$57.07

Makita ® Dust Extraction Surface Grinding Shroud, 7”

$70.77

®

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

$118.47

Call 1-800-575-4401 or Order Online
www.braxton-bragg.com
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The Slippery Rock Classifieds
Classified Ad Guidelines
Ads not meeting guidelines will not
be published.

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

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

2019 Classified Ad Deadlines
Issue
July 2019
August 2019
September 2019

Business Opportunities
How Many More Sales Do You
Want This Month? Let’s partner up
and grow your business. We have been
helping granite fabricators since 2009
go from commercial to build a direct
to consumer marketing channel. With
over 20 million in countertop sales at
this time, we will help you Sell More
Granite. Call 877-877-1916 or visit
www.FireUps.com for more details.
___________
Granite Fabrication Shop for sale
in Las Vegas, NV. Established 20+
years, successful profitable shop. We
produce 50+ kitchens a week on 1
shift. Our customers include some
of the biggest builders: Lennar, DR
Horton, Pardee, Century Communities
etc. Inventory and machinery all
included. We did $8.5 million in sales
last year, with EBTA over 1 million.
This is turnkey operation with mutiple
ongoing contracts. No tire kickers
please. marbleous123@icloud.com.
___________

For your subscription requests,
address changes, and

FREE CLASSIFIEDS

visit www.slipperyrockgazette.net

Ad Submission Deadline
Wednesday, May 22, 2019
Wednesday, June 26, 2019
Wednesday, July 24, 2019
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, j lstack2@
bellsouth.net.
___________

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

For Sale
Fab King for Sale. Contact: Sunny
at 469-628-6772 or Email: sunny@
galaxystone.com
_____________

The Staff at the Slippery Rock
Gazette wish you a …

Two profile machines in good working condition. For sale as is. Buyer to
pick up. $12,500.00 for each. Call 732750-3090, leonid@stone-quest.com .

Help Wanted
Experienced Technician needed.
Established, family-owned business
wishing to hire an experienced technician with knowledge in commercial (hotel, office buildings, banks,
etc.) restoration/maintenance of natural stone and tile. Must have clean
background to include driving record.
Depending on projects, work may be
nights and weekends, but normal hrs.
are Mon.-Fri. 8-5. The right person will
have leadership and training responsibilities for others while also doing the
needed job. Pay to be determined by
experience. See webpage atlanticstone
andtile.com. Contact: Joe Sykes Sr.,
843-696-2168, joe.sykes@me.com.
Email; morgan@planetgranite.us
Call; 719.522.0748 Ext. 42

PAINT MARKERS

TySaMan • Sawing Systems • Savage

TOUGH TOOLS

FOR USE
IN ALL
FABRICATION

Writes on
Most Surfaces

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

METAL, GRANITE & MARBLE

1-800-851-8464

Call For
FREE
Samples

METAL TIP

CNC / Machine
Techs Wanted
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 installed 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 highestlevel customer service.

_____________

IGLOO 120
640 X 450

•132 TON SPLITTING FORCE
• 25.2” BLADE LENGTH and 		
17.72” SPLITTING HEIGHT
•15 KW PUMP UPGRADE 		
PRODUCING BLADE SPEEDS of;
• 6.39” PER SECOND DESCENT 		
7.17” PER SECOND RETRACT
•TESTED and PRESSURES SET 		
PRIOR TO SHIPMENT ˜ IN STOCK, 12887

(518) 499-0602
ApexEquipIntl@Aol.com

www.ApexEquipmentInternational.com

Don’t replace, Refurbish to New at a fraction of the price!
Over 40 Years experience specializing in Parts,
Onsite Repair and Refurbishing.

Call Robby
865-689-2222
customsawservice@gmail.com
www.customsawservice.com
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The Slippery Rock Marketplace

The Slippery Rock Classifieds
Seeking Regional Sales Managers

Since 1933...

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 motivated 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.

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

the original and
most trusted seam
adhesive

www.akemi.com

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

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

STORAGE
FABRICATION
TRANSPORTATION
www.groves.com | P: 800.991.2120 | sales@groves.com

A WHOLE OTHER LEVEL
OF PERFORMANCE

REGIONAL TECHNICAL ACCOUNT EXECUTIVE
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

3/11/19
Become a Stone & Tile Inspector

Baca_SW0419Classifieds_2.indd 1

Stone Forensics is now offering its
popular Stone Inspection Seminar
as an affordable, self guided PowerPoint presentation.
Take Dr Fred’s Stone and Tile
Inspection course and learn how to
take your skills to the next level as
a certified stone inspector. Evaluate
installations, understand crack propagation, troubleshoot failures, learn
problem solving for stain removal,
efflorescence, lippage, and more.

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

us.zenesistechnology.com

Call 800-575-4401 for New Vinyl Ester

Available at www.braxton-bragg.com

We produce durable, easy-to-use stone
processing and handling equipment that
will help the stone fabricator increase
production while decreasing costs.
www.rye-corp.com

MADE IN THE USA

FAB KING • HUSKY • PRISM MITER
RENEGADE • RYDRATOR • TILT-A-SLAB

1:18 PM
MADE IN THE USA

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

www.fabricatorsfriend.com

• 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

Used by 11 out of 12 fabricators of the year
www.laserproductsus.com

braxton-bragg.com
800-575-4401

www.wehausa.com
info@wehausa.com
1-877-315-4761
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Reality Is a Drag

P

olice in Mexico say they caught
a man who stole a front-end
loader, drove it to a local bank,
knocked down a wall, chained a
safe to the machine and tried to
drag it off.
Prosecutors in the central state of
Morelos say the loader had a front
bucket as well as a jackhammer the
thieves used to destroy the wall of
the bank. They then chained the
bank’s safe to the vehicle, apparently to drag it away.
They didn’t get far, with their
brazen scheme, however.
Alerted by reports of the equipment theft, police in the town of
Oaxtepec used surveillance cameras to locate the men and detect
their noisy, clumsy, slow-motion
robbery attempt.
One suspect was detained, while
the others fled on foot.

NTCA
Continued from page 19

The online voting portion accounted for 10 percent of the
judging criteria. Projects were
also judged based upon the size
of the project, the challenges involved, technical soundness, and
the project’s overall appearance,
symmetry, layout, and creativity.
Fox said the People’s Choice
Award wasn’t the only change
this year. “This award is an opportunity to showcase craftsmanship,
therefore we changed the judging
criteria to increase the value of
technical merit compared to last
year.”

Braxton-Bragg is proud to bring you this new and innovative Air-Powered Natural
Stone Slab Lifter by Elephant. It is designed to be mounted on any Gantry or bridge
crane, including mobile cranes. It’s easily mountable and it has friendly-to-operate
features designed for natural stone fabricators in a shop.
Item # Description
12143

Elephant Vacuum Lifter, 4 Plate, 1,100 Lbs.

12144

Elephant Vacuum Lifter, 4 Plate, 2,200 Lbs.

		

F.O.B. Knoxville, TN

Call 1-800-575-4401

for Equipment Financing
Options and Pricing

www.braxton-bragg.com

Your Tax Dollars – Not – at Work

A

New Jersey town is putting
some bite in an ordinance that
could result in hefty fines and even
jail time for owners of barking dogs.
That’s right. It’s now “wrong” for a
dog to bark in Jersey.

To be fair, the Saddle River
council is amending a one-sentence
noise rule by placing time restrictions that would prohibit dogs from
barking, howling or yelping for
more than 20 minutes between 7

800-575-4401
a.m. and 10 p.m. or for more than
15 minutes between 10 p.m. and 7
a.m.
Violators would face a fine of up
to $1,000, up to 90 days in jail or up
to 90 days of community service.
But what about the dog? Community service, or time off for goodboy behavior?

Saddle River Borough Administrator Jerry Giaimis says there
was one incident in particular that
prompted the change.
Mr. Giaimis says he couldn’t
elaborate on what the incident was.
But I’ll bet you a Beggin’ Treat it
wasn’t his dog.

The NTCA Five-Star Contractor
2019 Project of the Year recipients are as follows:
People’s Choice: Grazzini
Brothers for the Milwaukee Bucks
New Arena Fiserv Forum
Residential Achievement of
Excellence Award: Boatman and
Magani, Inc. for Modern MidAtlantic Oceanfront Residence
Residential Project of the Year:
Hawthorne Tile for “His & Hers”
Bathroom
Commercial Achievement of
Excellence: Artcraft Granite,
Marble & Tile Co. for Phoenician
Women’s Spa
Please turn to page 29
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A WHOLE OTHER LEVEL OF PERFORMANCE

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.

us.zenesistechnology.com

Remembering Vic Green, 1938-2019
Continued from page 25

I learned my work ethic from
him, and have myself now been
in the stone industry for around
40-plus years. My sister Kelly
(Milligan), also worked for the
company from the time she graduated college. She currently owns
her own successful fabrication
business, and has even been profiled in the pages of the Slippery
Rock Gazette (May 2015).
Vic always loved boating (even

though he confessed he wasn’t
much of a swimmer), and had
owned quite a few boats, from
wave runners, runabouts, cruisers, to his last pleasure craft, an
84-foot houseboat. Most weekends, you would find him there,
fishing, entertaining, and enjoying his family. He raised two
daughters along with me, and
now has 6 grandchildren and one
great-grandchild.
He was part of the Vol Navy and
loved to take his boat
to the Tennessee river
landing across from
Neyland Stadium.
During Fall home
UT football games he
hosted many parties.
He would most always give his season
tickets to a different
group of people at
every game, while he
would watch from the
comfort of the boat.
Go rest on that high
mountain, Vic! You
will indeed be missed.

NTCA Honors
Membership Excellence
Continued from page 28

Commercial Achievement of
Excellence Award: David Allen
Company for the Columbia Hotel
Commercial Project of the
Year: Northern California Tile
and Stone Corp. for the Cache
Creek Casino Resort
Commercial Elite Achievement
of Excellence (projects over
$1M): Rheinschmidt Tile &
Marble for Scottsdale Fashion
Square Mall
Commercial Elite Project of
the Year (projects over $1M):
Superior Tile & Stone for the
Palms Sky Villas in Las Vegas
David Gobis of David M. Gobis
Ceramic Tile Consultant, LLC
served as one of the three Project
of the Year judges. Though only
eight of the 22 entries could be
acknowledged, he thought all of
them were worthy of recognition.
“Judging was extremely difficult.
This was easily the most challenging set of nominees I have

ever had the pleasure to review.
The vision and craftsmanship
that went into each of these projects was of the highest level and
every person, group, or organization that was a part of the process
should be proud, and is deserving of respect from their industry
peers for their accomplishment.”
The final award of the evening was the prestigious Joe A.
Tarver Award for service to the
tile industry given to Tom Ade,
owner of Filling Marble and Tile
in Egg Harbor City, New Jersey.
Ade is a long-time member of the
NTCA, a former NTCA Regional
Director and board member, and
recipient of both NTCA’s Ring
of Honor and Tile Person of the
Year Awards. He also made the
NTCA Tom Ade Ceramic Tile
Scholarship program possible by
bestowing a generous donation to
the association earmarked to support children and grandchildren
of NTCA members who wish to
continue their education.
Over the past four years, the

program has given students over
$150,000 in scholarship funds.
NTCA Executive Director Bart
Bettiga described Ade as being
humble and quiet, and as a leader
known for his toughness and
fairness, and for being thankful.
Bettiga said the leader’s accomplishments and generosity are just
a few of the reasons Ade was this
year’s recipient. “I can’t think of
anyone more deserving for the Joe
Tarver Award. Always supportive
of the association, this man is everything that is right about our
industry.”
The distinguished award was
named for Joe Tarver who was the
NTCA’s executive director from
1972-2002 and dedicated his career to the growth of the tile and
stone industry. The award recognizes individuals who have also
demonstrated lifetime achievement in the support and growth of
the industry.
During the ceremony, the
NTCA Tom Ade Ceramic Tile
Scholarship recipients were
also recognized. Each recipient
was awarded $5,000 and an expense-paid trip to the Coverings
trade show.
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Georgia Marble Keeps
Tradition Alive with a
Modern Meets
Sophisticated Southern Style

W

hen Charleston-based
real estate professional, designer,
and mother of three Krystine
Edwards began planning her
kitchen, one factor was top of
mind: incorporating her trademark sophisticated Southern
style.
Edwards has been passionate
about homes and design since she
was a child, spending her weekends happily dragging her mother
from open house to open house,
criss-crossing her native state
New Jersey. And as an adult, in
every house she’s bought, she’s

Steven Schrenk
Polycor Case Study

So it’s only natural that when
Edwards began renovating her
ranch home in Charleston, she
had a very clear vision of what
she wanted: the charm and grace
that denotes new Southern style
with a chic twist. To Edwards,
a Southern home is more than
classic details that add timeless
elegance, it’s built on a solid

For her personal kitchen, designer Krystine Edwards
chose White Cherokee marble for its unique texture and
movement, something she couldn’t find in quartz.

hadn’t yet figured out which marble would properly fit the sophisticated-but-sexy meets traditional
look she wanted to capture.
“For my house I wanted to
bring a natural stone in, I wanted
a marble,” Edwards said. But
finding the right fit for her style
and needs was a challenge until,
well, it wasn’t. What changed?
Krystine Edwards discovered
White Cherokee marble.
“I’ve always liked marble,” said
Edwards. “And I just felt like the
White Cherokee marble has such
a different texture to it, the movement in it is so beautiful. And
it looks so good up against my

black island and all this brass.”
White Cherokee marble comes
from a Polycor quarry in Tate,
Georgia, that has been operating for more than a century.
White Cherokee is not just a
smart choice for countertops, it’s
also used in large architectural
projects and American heritage
building restorations. The white
marble featured on the exterior of
many buildings across the South
were sourced from this quarry,
including the Charleston Library
Society, which was built in 1914
using marble from the Polycor
quarry for the grand steps leading
to the entrance. This heritage is
important to Edwards.

Designer Krystine Edwards insisted on using marble in her
kitchen over other surface materials. A notched detail in
the waterfall island highlights built-in cabinetry in a dramatic black.

renovated a kitchen or a bathroom. Once she got into real estate, she was doing the same for
her clients, guiding them on what
to gut, renovate, rehab, and save.
There has always been one other
thing that Edwards is equally as
passionate about: her home of 20
years, South Carolina.
“I used to come down to South
Carolina every summer since I
was 18 months old. I would stay
here from June to September,”
Edwards said. “And then one
day I told my mom, ‘I am over
the North, I am feeling this whole
Southern thing, and I don’t want
to come home’.”

foundation of history and full
of family and friends. And it incorporates an evolving balance
between traditional and modern
with a stylish spin.
“What was really important to
me when I was doing this house
was that I wanted to bring the
Southern back to it.” Edwards
said.
She had sourced gas lanterns
from New Orleans and started
looking for the perfect countertop.
She has used quartz and marble
both in clients’ homes before, but
when it came to the countertop in
her kitchen, she knew she wanted
marble. She knew what she didn’t
want (an all-white kitchen) but

“When I found out that this marble was also used at the Charleston
Library Society in downtown
Charleston, I thought that was so
special,” said Edwards. “And that
history is what I wanted to incorporate into this house when I was
bringing it back to life.”
After visiting her local Triton
Stone showroom in North
Charleston Edwards made the
final selection of her White
Cherokee slabs and brought in the
services of local fabricator, Tile
& Stone Design Studio, who have
an extensive background working with Georgia marble over the
years. You can see the fabrication
skills of this shop in this custom
marble sink the team hand carved
on another Charleston project.
The redesigned kitchen is a
showcase for Edwards’ signature
style: a beautiful balance between
traditional and modern, functional
and glamorous.
“The design inspiration was for
me to have what I call a classic,
timeless kitchen. And when I
think about that I think of a white
kitchen, but I didn’t want all
white,” she said.
Instead, Edwards utilized the
classic combination of black and
white to achieve that timeless
feel. And to counteract any perceived coolness of the combo, she
decided to warm it with the opulent brass tones in the lighting,
hardware, and accents, merging
the timeless with the warmth.
Plus, the softer toned brass, which
is having a renaissance at the moment, is a classic element, too.
From countertops to cathedrals,
American marble is the building
blocks of iconic projects. See
more case studies on the Polycor
website, www.polycor.com.

Brass accents add brightness and warmth to the range hood
and carry throughout the kitchen in hardware, lighting and
appliances.

With the exception of
undertakers, athletes
are the only professionals obliged to feign
sorrow on a daily basis,
pretending that every
June baseball loss is
a tragedy requiring
library silence in
the clubhouse.
– Steve Rushin
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STORAGE AND SAFETY
WITHOUT COMPROMISE

POST SHOES

BUNDLE RACK

The Bundle Rack storage system comes in 6,000
or 9,000 lbs. per opening capacities.
Our patented rail design is made to hold a 2x4
that will help protect your product while it is being
stored in the rack. Optional Post Shoes provide
extra security with the Bundle Rack system.
Groves knows what you need to get the job done!

T: 800.991.2120 | W: GROVESGLASSANDSTONE.COM

Now Available at

www.braxton-bragg.com • 800-575-4401
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At RYE-Corp, we produce
AFFORDABLE, durable, easyto-use stone processing and
handling equipment that
will help the stone fabricator
increase production while
decreasing costs.

rye-corp.com
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Fab King CNC

4100 A ppalachian W ay
K noxville , TN 37918
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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.

Fab King Fabrication Center 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.

MADE IN THE USA

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.

Distributed by

Husky Gantry Bridge Saw

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.

Tilt-A-Slab Table

Ca5l-l4401
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Rydrator

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 w w w . b r a x t o n - b r a g g . c o m

