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The Proctor Marble 
Company, located in 
Proctor, Vermont, is best 

categorized as a small shop that 
takes on big or unusual projects. 
The shop lies within the historic 
building that housed the Vermont 
Marble Company for a century of 
dominance, beginning in approx-
imately 1880 (see Sidebar on 
page two, The Vision of Redfield 
Proctor). 

  
Owned and operated by Brent 

and June Wilson, Proctor Marble 
Company first took shape out of a 
passion to create aesthetic objects, 
recalled Brent. 

“When I came out of Castleton 
University as an art major, my 
standards as a sculptor were set 
high, and that’s what I tried to 
do throughout my 20s. In 1978, I 

TradiTion is alive and Well aT
ProcTor Marble coMPany

Peter J. Marcucci 
Photos Courtesy Proctor Marble 
Company & Peter Marcucci

tromped throughout Europe and it 
just fed my passion for sculpture. 
I was thinking about settling in 
Italy – I was right in Carrara and 
Pietrasanta – but thought, ‘Why 
should I do art in Italy, when my 
home State has a wealth of mar-
ble? I should just go home to 
Proctor, Vermont!’ ” 

As his career evolved, Brent re-
alized the practicalities of survival 
needed to include income and a 
vocation, and he began gravitat-
ing to more commercial work, 
rather than art work: carved wood 
and stone signs, painted graphics 
& graphic design.

“At the time, a lot of the art I 
made was modern and very ab-
stract and esoteric. So by chasing 
money, I became somewhat com-
mercial and really wasn’t doing 
the kind of work that I wanted 
to do, or had set my goals to do. 
I could carve my art, but what I 
couldn’t do is sell it. What I could 
sell, however, was lettered signs Please turn to page 8

and graphics. My passion was still 
sculpture, but I could do a lot of 
other things that artists could do, 
such as signs, and after all, every-
body needs signs.”   

As the small business took off, it 
did so by producing carved stone, 
wood and painted signage of the 
highest degree. It was located 
in Rutland, Vermont, and kept 
growing and was really successful 
until 1988, shortly after the stock 
market crash now known as Black 
Monday.  

About this same time, the de-
mand for vinyl lettering was 
growing, while traditional, carved 
lettering was shrinking. A day of 
reckoning was just around the 
corner for the couple, recalled 
June Wilson. 

“Vinyl lettering went on by sim-
ple transfer and looked great, but 
we decided that we didn’t want 
to become this kind of sign com-
pany. We would have needed to 
invest a lot of money, and Brent 
just said we need to get out of 
full-time signs and into marble 
work. It was better than going into 
vinyl. Vinyl? Nah!”

Below: Brent Wilson hand fin-
ishing the flower detail on a 
Vermont Danby marble volute – 
one of 8 for the Hearst Neptune 
Pool restoration project.

Viper ® Brand Blades and Core Bits 
 Expanded to Cover All Stone Surfaces

LADDER PHOTO BY ERIC RISSER

The newest addition to the 
Braxton-Bragg Viper® 
Brand is the Venom™ 

premium line of blades, created 
with new technology specifically 
to cut and core quartzite, and dense 
granite. This addition makes the 
Viper® line a complete offering for 
fabricating all hard surfaces.

“Braxton-Bragg now offers 
every product our customers need 
to move, fabricate and polish any 

surface,” said Braxton-Bragg CEO 
Rick Stimac. “Venom is a new 
species of Viper, exemplifying 
Braxton-Bragg’s commitment to 
creating and offering the best tools 
in the industry for the hottest prod-
ucts on the market.”   

Please turn to page 2

Viper® Venom™ Premium Blades Developed with 
New Technology for Quartzite and Granite

™
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Venom™ blades are specifi-
cally designed to cut smoother 
and faster through more dense 
and unique surfaces. 

“We conducted a test at 
BACA to see how well our 
new Venom technology per-
forms, and our Venom blades 
cut 3cm granite at 215 inches 
per minute,” said Matt Maples, 
Braxton-Bragg product man-
ager. “I would put that speed up 
against industry standards any 
day.”

Viper® blades and core bits, 
and Venom™ blades, are now 
color-coded to specify the ma-
terial for which they are de-
signed. Black is for granite, 
white is for quartzite, red cuts 
Ultra Compact Surfaces,   yel-
low denotes porcelain and sil-
ver is for marble.

“Our goal is to make pur-
chasing fabrication tools as 
simple as possible for our cus-
tomers, and to offer everything 
they need in one place,” added 
Stimac.

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 face 
book.com/braxtonbraggllc.

Viper® Brand
Expanded

Redfield Proctor: Legacy of a 
Visionary and Entrepreneur

Vermont marble quarry blocks stacked alongside the Rutland rail line, c. 1930.             
Archive photo courtesy Vermont Marble Museum

Vermont Marble Company factory floor and overhead crane, c. 1930. Archive photo courtesy Vermont Marble Museum

The stately marble bridge leading into Proctor, Vermont is a lasting 
reminder of the industry that produced so many national landmarks.

IN the 1830s, scattered deposits 
of high quality marble were 

discovered in the Rutland, Vermont 
area. By the 1840s, small quarry op-
erations were occupying these sites, 
eager to supply an America that 
was bursting at the seams with in-
dustry and cities needing cut stone. 
Many of these operations did well 
during the decades that followed, 
with new deposits being discovered 
and unearthed using newer and 
more aggressive methods. By the 
mid 1860s, tonnage beyond belief 
was discovered running vertically 
from Brandon, through Rutland, 
to Bennington, Vermont, and 
plans to quarry this mother load of 
high-quality marble soon followed. 
Redfield Proctor was watching all of 
these developments carefully.

Proctor was a politician, a lawyer, 
and an entrepreneur with a keen 
sense for opportunity and the re-
sources to act on it, and the town of 
Proctor, Vermont, originally called 
Sutherland Falls, had all the makings 
of a perfect set of circumstances 
coming together. 

By 1880, a large factory had been 
built and a consortium of local 
quarry operations were bought up 
and consolidated under the name 
Vermont Marble Company. As a 
result, quarried blocks could now 
be brought to one location for pro-
cessing. Facilitating this processing 

was Otter Creek, located just out 
back, where water and high volt-
age generated by turbines could be 
piped in.

Additionally, America was busy 
building railroads to all destina-
tion markets needing supplies and 
building components. Fortunately, 
the Rutland Railroad saw opportu-
nity and had installed a spur right 
through the town of Proctor. Stone 
from the scattered quarries as well 
as supplies and machinery could 
now be brought in, and finished 
stone could now be brought out.

But, there was one last ingredi-
ent needed for these plans to come 
to fruition: people, lots of people. 
Approximately 80 percent of the 
Vermont Marble Company’s factory 
employees were immigrants from 
Poland, Italy, Ireland, and Switzer-
land. The company would interview 
people right off the boat to deter-
mine if they had the qualifications to 
work in the quarries, as machinists, 
or as craftsmen. 

Most of these immigrant workers 
had very little when they arrived, 
so the company supplied them with 
housing, medical care, food and 
supplies. The company also paid 
land taxes, supported the schools, 
the hospital and the churches. All of 
these things were of great benefit 
to the workers, but indirectly came 
out of their paychecks. However, 

these workers flourished and be-
came part of the community, right 
up through the 1960s and the com-
pany’s closing. 

But the marble legacy continues 
to this day. Out of its “ashes” it 
has diversified, honoring the past, 
working in the present and with a 
keen eye on the future. Today, the 
historic Vermont Marble Company 
buildings houses Proctor Marble 
Company, The Vermont Marble 
Museum, Johnson Marble and Gran-
ite and other small businesses. Ad-
ditionally, Rutland County and the 
state has many proud stone compa-
nies, like Gawet Marble & Granite 
and Rutland Marble & Granite, to 
name a few. 

The Vermont Marble Company 
has left its mark in the many ar-
chitectural landmarks throughout 
America, including the Yale Univer-
sity Beinecke Rare Book and Man-
uscript Library, the Washington 
Monument, the United States Su-
preme Court building, the Arling-
ton National Cemetery, the Tomb 
of the Unknown Soldier, and the 
Jefferson Memorial. It stands as a 
testament to the men and women 
who weren’t afraid to work with 
both body and mind, who every 
day put their resourcefulness and 
wits on the line, and who every day 
wore the sweat, dirt and sometimes 
blood as a badge of honor and their 
trade. 

Photo by Peter Marcucci

The Tomb of the Unknown Soldier, 
Vermont Marble Company, completed 
and shipped to Washington D.C. April, 
1931. Fabricated from Colorado Yule 
marble, from VMC’s quarry holdings. 
Figures carved by the Piccirilli Brothers, 
designed by Daniel Chester French.

Continued from page 1
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Astra3 Bridge Saw

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

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. Emme-
due 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.

Braxton-Bragg is the Preferred 
Emmedue Supplier in the USA

LESS THAN
$2,000/MO

with our  
easy financing

LESS THAN
$1,200/MO

with our  
easy financing

LESS THAN
$3,600/MO

with our  
easy financing 5-AXIS 

BRIDGE SAW

3-AXIS 

BRIDGE SAW

4-AXIS 

CNC MACHINE

Astra5-Plus 
Bridge Saw

Contor CNC

Call 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.
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Training & Education

Eighteen new “Queries & 
Quandaries” articles have been 
added to the Natural Stone 

Resource Library. Authored by Natural 
Stone Institute Technical Director Chuck 
Muehlbauer, the articles originally 
appeared in the association’s member 
newsletter, The Cutting Edge. A wide 
variety of topics are covered in these arti-
cles, including tolerances, stone anchors, 
testing flexural strength, and countertop 
overhang limits.

294 documents are now available for 
download via the Natural Stone Re-
source Library, including technical bul-
letins and modules, Dimension Stone 
Design Manual chapters, and resources 
from other industry associations, in-
cluding the National Building Granite 
Quarries Association and the Indiana 

New Documents Available in 
Natural Stone Resource Library

Limestone Institute. All documents are 
available free of charge. Since launch-
ing in 2015, the Library has seen over 
225,000 downloads. The Natural Stone 
Resource Library has become a trusted 
resource for stone companies, architects, 
designers, and construction profession-
als.

Access the Natural Stone Resource Li-
brary at www.naturalstoneinstitute.org/
resourcelibrary. 

“Well done is better than well said.”
— Benjamin Franklin

http://www.naturalstoneinstitute.org/resourcelibrary
http://www.naturalstoneinstitute.org/resourcelibrary
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www.naturalstoneinstitute.org/resourcelibrary

Access quick answers to common questions about all varieties
of natural stone, including suggested uses and applications 

for both residential and commercial settings.

Find Answers to Questions About Natural Stone

ONLINE RESOURCE LIBRARY
NEW

DOCUMENTS
ADDED

Braxton-Bragg team 
members continued 

the company’s initiative to 
complete 25 Good Deeds 
in celebration of 25 years 
in business, by assembling 
dog toys, filling bowls and 
walking the animals at 
Young-Williams Animal 
Center on Sunday, June 9. 

“It was so rewarding to 
see the dogs get some fresh 
air when we walked them, 
and feel like we helped the 
shelter at least a little by 
doing some chores,” said 
Derek Brodka, Braxton-
Bragg Marketing Manager. 
“Young-Williams Animal 
Center works so hard to 
end pet homelessness in our 
community, and our team 
was happy to be a part of 
that for the day.”

The Young-Williams 
Animal Center is located in 
Knoxville, TN. 

Please turn to page 12

Braxton-Bragg Volunteers at 
Young-Williams Animal Center

Braxton-Bragg volunteers and family assembled activity toys and 
treat bags, freeing up center employees to handle adoptions.

Training & Education

Natural Stone Institute Introduces 
New OSHA Checklist

The Natural Stone Institute has 
released a new safety check-
list designed to help fabricators 

prepare for an OSHA inspection. Titled 
“Be Prepared for an OSHA Inspection,” 
this document contains a summary of the 
most frequently cited standards follow-
ing inspections of fabricator worksites by 
OSHA. Standards are organized into four 
broad categories:

•Postings (signage, policies, etc.)
•General Workplace
•Record Keeping
•Safety and Health Training

The goal of this document is to offer 
fabricators advance notice on what 
OSHA is likely to ask about and look 
for when they inspect a stone fabrica-
tion shop. It acts as a companion piece 
to a longer OSHA Inspection Planning 
Checklist that provides an overview of 

policies and items that need to be pre-
pared in advance of an OSHA inspec-
tion. Both free downloadable documents 
can be found at www.naturalstoneinsti-
tute.org/safety.  

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 pub-
lications—the Dimension Stone Design 
Manual and Building Stone Magazine—
raise awareness within the natural stone 
industry and in the design community 
for best practices and uses of natural 
stone. Learn more at www.naturalstone 
institute.org.  

© MARK ANDERSON. www.andertoons.com

“I want to go in and I don”t.”
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Find the Core Cause: 
An Essential Approach to Improve Productivity

Ed Hill
Synchronous Solutions

Training & Education

Every company will expe-
rience problems (aka 
issues, glitches, difficul-

ties, snags, attacks by Murphy, 
etc.).  Things just don’t run 
smooth all the time. Employees 
don’t perform at the same levels 
every day, and even the most 
robust equipment will inevitably 
break down. In a custom manu-
facturing business, these issues 
are more profound.  

To deal with this reality, you 
must do two things:
• Maintain a level of  
 Protective Capacity.
• Identify and respond to  
 the Core Causes of every 
 disruption that occurs.

Protective Capacity is the 
ability to absorb variability. It 
is about intentionally unbalanc-
ing the capacity levels through-
out your processes.  With that 
additional capacity at selected 
process steps, you can overcome 
the disruptions of Murphy and 
protect the productivity of your 
overall system. While things 
do go astray, you should design 
your system to accommodate 
that reality. For more on this  
subject, see “The Wisdom of an 
Unbalanced Capacity System” 
in the September 2018 edition of 
the Slippery Rock Gazette (slip-
peryrockgazette.net archives/
September/2018).

Having established and main-
tained prescribed levels of 
Protective Capacity, you will 
also need to track every issue 
that disrupts the consistent flow 
of information and/or material 
through your system.

Every day, you should con-
sider where every job (order) in 
your pipeline should be relative 
to the day it is planned to be 
finished (installed or shipped). 
When a job is not where it 
should be, you should work to 
identify the reason for this.

 It could be:
A machine broke down. 

Was this a random event or was 
it predictable? Was preventa-
tive maintenance performed as 
needed? Were there signals that 

“You can’t solve a problem 
and prevent its  recurrence 
unless you know the true 

core cause that created it in 
the first place.”

the machine needed attention? 
Should you have had a replace-
ment part in stock?  Was the oper-
ator properly trained?

A key employee was absent. 
Was the absence a chronic prob-
lem with this employee? Did you 
have other people trained to fill in 
for this person? Did you have the 
necessary Protective Capacity in 
place?

A piece of material was bro-
ken during processing. Was the 
breakage a preventable event? 
Was the material movement han-
dled in a safe manner? Was the 
processing equipment set up prop-
erly? Did you have color-matched 
replacement material available?  

Note that the issues just listed 
are conditions. None of them 
are core causes. “A machine 
broke down” is not a definition 
of what happened. It is only a 
summary of the result of some 
action or inaction that created the 
problem. The questions following 
each condition will direct you to 
the true core causes.  Please turn to page 7

Identifying the true core cause 
of an issue is not easy. It does take 
a bit of effort and diligence. And, 
it is everyone’s responsibility. In 
a meeting to review the status of 
jobs in the pipeline, you should do 
three things:

1) Identify the issue. List job  
number (or name) and the  
brief description of the issue  
(example: Job 123 is behind  
schedule, i.e. not where it  
should be today relative to the  
day it is promised to be  
finished).

2) Identify the core cause of 
that issue (example: CNC 
machine was down yesterday  
for Preventative Maintenance).  
This does require some investi- 
gation and always requires 
effort to correctly drill down to  
the true core cause. Persons 
reporting on job status should  
have already thought about its  
core cause.

Designate an owner of each 
issue who will be charged with 
assuring that the issue will 
be addressed and that the job 
will be in the correct location 
the following day. The owner 
may not actually do any of the 
work on the job but is the one 
person who should assure that 
the work gets done. This is the 
person who will be held ac-
countable for the resolution of 
the issue.

What was the first 
domino to fall?

LPI Celebrates 25th 
Anniversary

LPI is marking 25 years of 
innovative digital mea-
suring solutions for com-

panies in stone and various other 
industries. Led by its popular 
Laser Templator laser measur-
ing system, LPI has sold more 
than 6,000 systems throughout 
the world that have helped thou-
sands of companies increase their 
productivity.

Founded by Dan Louis in 1994, 
LPI was created on the premise 
of helping people out by making 
their jobs easier, understanding 
how cumbersome it was to mea-
sure countertops, cabinets, and 
rooms in general. He also wanted 
to provide job opportunities for 
the American worker and their 
families. 

“I was fortunate enough to have 
the resources to engineer a few 
solutions that people liked and 
were beneficial for their busi-
ness,” said Dan Louis, CEO and 
owner of LPI. “I’ve always said 
the company exists for the ben-
efit of the people, meaning not 
only our customers, but also our 
employees, many of whom have 
been with the company for more 
than 10 years. I wanted a place 
where hardworking Americans 
could have a good career and sup-
port their families.”

The first product developed by 
Louis for the company was the 
SL-24 Laser Square, which al-
lowed installers to execute per-
fect 90 degree or 45  tile layouts. 
A few years later, he introduced 
the GS-28, followed by the GS-40 
Saw Laser that mounted on bridge 
saws and CNC equipment to cre-
ate a visible laser guideline for 
precise cuts.

In 2004, Louis introduced the 
industry’s first laser templator, the 
LT-55. This innovative system al-
lowed templators to digitally mea-
sure countertops and cabinets, add 
elements such as overhangs, edge 
styles and backsplashes, and pro-
duce a digital template ready for 

Since starting his company in 1994, 
Dan Louis’ vision of helping companies 
 become more efficient and employing 

 American families came to fruition through 
his innovative mind and laser technology.

fabrication. 
Louis enhanced this system and 

launched the LT-2D3D Laser 
Templator in 2013 with an im-
proved 2D Laser Templator 
software and a new 3D Laser 
TemplatePro software. The ad-
vanced hardware design and us-
er-friendly, yet robust software 
allowed templators to send CNC-
ready files directly from the job 
site to the shop for fabrication and 
complete more jobs in day. This 
innovation won the StonExpo 
Best Product Award in 2013, as 
well as several other awards.

Today, the LT-2D3D con-
tinues to be the market leader 
in digital templating systems 
with more than 3,000 customers 
worldwide, including 12 of the 
last 14 Fabricators of the Year. 
LPI has also been recognized 
by Inc. Magazine as one of the 
5,000 Fastest Growing Private 
Companies in America the past 
two years. In 2018, Louis was 
recognized as an influential figure 
in the industry when he was in-
ducted into the National Kitchen 
and Bath Association Hall of 
Fame.

Please turn to page 29

LT-2D3D Laser Templator, 
introduced in late 2018.

http://www.slipperyrockgazette.net/index.cfm/pageId/3215/The%20Wisdom%20of%20an%20Unbalanced%20Capacity%20System/
http://www.slipperyrockgazette.net/index.cfm/pageId/3215/The%20Wisdom%20of%20an%20Unbalanced%20Capacity%20System/
http://www.slipperyrockgazette.net/index.cfm/pageId/3215/The%20Wisdom%20of%20an%20Unbalanced%20Capacity%20System/
http://www.slipperyrockgazette.net/index.cfm/pageId/3215/The%20Wisdom%20of%20an%20Unbalanced%20Capacity%20System/
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“You can’t fix 
everything, so focus 

on the frequently 
occurring 

 core causes first.”

Please turn to page 9

Find the Core Cause
Continued from page 6

Training & Education

Note that identifying the 
core cause should always 
be about what happened 
and never about who 
made a mistake. If you 
let this process deteriorate 
into “pointing fingers” at 
who might have caused 
the problem, the concept 
will not work, because 
people reporting the sta-
tus will be careful to avoid 
blame. The purpose of the 
approach is to identify the 
true core causes so that ac-
tions can be addressed to 
prevent the most chronic 
of them.

Resolution of the cur-
rent issue is the first step. 
The one person assigned 
as the owner of each issue 
should give it the neces-
sary attention immediately 
to assure that it is resolved 
as quickly as possible. Not 
doing so in a timely man-
ner can result in the issue 
becoming a crisis as the 
finish date approaches.  

The next step is to accu-
mulate the data to identify 
the best opportunities for 
continuous improvement 
and prevention of the 
chronic issues that cause the 
most frequent disruptions. 
This is about preventing 
fires rather than continuing 
to fight the same ones over 
and over.  

Over time, you can col-
lect the data of core causes 
and analyze them in a 
Pareto Analysis. This is 
also known as a “tall tent 
pole” chart. It is a graphic 
representation of the issues 
you have experienced so 
that it is easy to see which 
of them is chronic and often 
reoccurring.  

Fundamentally, you 
should not fight the same 
fires over and over again. 
To avoid that condition, 
you should diligently 
identify the true core 
causes and address them 
in priority order. The 
Pareto Analysis is the best 
way to do that.  

Then, it is a matter of 
organizing an effort to ad-
dress each selected issue 
with a clear directive of 
the results you expect. 
Generally, we recom-
mend selecting two or 
three issues to address at 
a time. Don’t try to fix ev-
erything, because you will 
likely fix nothing.  

The approach we like 
best is a formal Project 
Management Plan devel-
oped by Elliott Jaques 
called CPQQRT. This is a 
simple and powerful tool 
to assure that the issue is 
understood and that the 
expectations are clear. 

Construction Resources, LLC, an 
Atlanta-based design and construc-
tion supply company, has acquired 

United Materials, Inc. (UMI), a Florida-
based importer and distributor of surfacing 
materials. 

Since its founding in 2002, UMI has 
grown into one of the largest wholesale 
suppliers of stone products in the Southeast. 
Its countertop slab offerings include quartz, 
natural stone, porcelain, and recycled glass, 
in addition to complementary products in-
cluding tile and sinks. UMI has a diversi-
fied customer base, with more than 1,500 
customers and annual revenues in excess of 
$50M. UMI has three design centers/distri-
bution facilities located in Naples, Tampa, 
and Boynton Beach, Florida. 

Atlanta, Georgia-Based Construction 
Resources LLC Announces the 

Acquisition of United Materials, Inc.
multi-family and commercial segments.

“The acquisition of UMI came as a nat-
ural fit as we looked to expand our geo-
graphic footprint and continue executing 
on our strategic plan to become the premier 
one-stop-shop for design, product sourcing, 
and project management needs of the re-
model and new build markets,” said Mitch 
Hires, CEO of Construction Resources.  
“Under the leadership of Don DiNorcia, 
UMI has built a solid business reputation 
and we believe great opportunity awaits 
both brands,” he added. 

“We truly are excited about the oppor-
tunity this partnership presents our com-
pany,” said Don DiNorcia, President of 
UMI. “From an operations and geograph-
ical standpoint, there is exceptional value 
in the Construction Resources brand. Our 

Construction Resources LLC, a major Southeast design and construction 
supply company further expands its business in Florida with the acquisition 
of United Materials. Above: the Boynton Beach, FL UMI facility.

Don DiNorcia and his management 
team at UMI will continue in their cur-
rent roles, post-transaction, as a part of 
the Construction Resources group. UMI’s 
sales and operations teams will continue 
providing superior quality products and 
service to their clients. In the near future, 
UMI has plans for expansion throughout 
the state of Florida.  This will generate a 
greater reach, facilitating a more localized 
distribution of slabs to better support the 
fabricator network in the residential and 
commercial segments.

Construction Resources (CR) has de-
veloped an enviable reputation in the de-
sign and construction sector, particularly 
in the Southeast, with its diverse product 
portfolio and steady growth through both 
start-ups and acquisitions.  Founded by the 
Hires family in 1970 to manufacture cul-
tured marble products, CR now offers over 
60 nationally-recognized brands across 10 
product categories in the single-family, 

businesses align almost seamlessly, and 
our potential for growth increases greatly 
with their support.”

Construction Resources, LLC is a 
49-year-old company that provides resi-
dential and commercial builders/remodel-
ers, as well as homeowners with a one-stop 
shop for their kitchen, bath, multi-fam-
ily cabinets, flooring, appliances, garage 
doors, fireplaces, glass & mirror and spe-
cialty needs. The staff at Construction 
Resources, LLC has the ability to provide 
products from several sister companies 
including Atlanta Marble Mfg., Atlanta 
Kitchen, Atlanta Glass & Mirror, Florida 
Bath & Surfaces, CR Home of Alabama, 
Builders Floor Covering and Tile, Builder 
Specialties, Colonial Lighting, Sewell 
Appliance, National StoneWorks and 
ARD. 

Construction Resources, LLC is a part of 
the Monomoy Capital Partners portfolio of 
businesses.

http://constructionresourcesusa.com/
http://constructionresourcesusa.com/


Fabrication on the Horizon
Ollie Danforth and Herb 

Johnson, owners of Marble Gifts 
(now known as Johnson Marble 
Company, also in Proctor), were 
two old-time stone workers and, 
when needed, Brent would go 
over there and ask, “Hey, got any 
marble work?” They would say, 
“Yeah! Go carve that!” When 
Brent was finished, he’d ask, 
“Anything else?” and they’d ask, 
“You coming back tomorrow?” 
And before he knew it, Brent was 
in the stone business and getting 
a lot of work, but not working for 
himself, he explained. 

“By the late 1980s, I was tired 
of the sign thing and excited to 
get into stone work, and I became 
Ollie and Herb’s template maker, 
fabricator and installer for their 
residential work. However, I was 
chompin’ at the bit, wanting my 
own company.” Fast forward to 
1990, and the beginning of the 
Proctor Marble Company.

The Detail Track Machine 
and a Shop Built for One

“When stone work was the di-
rection my career took, a lot of 
the motivation to do so was the 
invention of my detail track ma-
chine,” continued Brent. “That 
was in the very beginning when 
I was doing countertop edges by 
hand. I was actually doing edge 
profiles with a pneumatic hammer 

Proctor Marble Company
just like the old-timers did it, and 
finished with a grinder. I would 
stand there for hours doing it 
while thinking about the design of 
a machine that would do it for me. 
That was in 1991 before routers, 
edge machines and CNC technol-
ogy became as popular as they are 
today. It was built with money 
from jobs I was doing at the time, 
and when my electrician dropped 
in a 480 volt line and I finished 
the track machine, it worked like 
a champ, and changed everything 
by taking the place of holding a 
grinder by hand.”  

The 2,179 square foot shop, 
from its onset, was totally de-
signed and built by Brent and 
June for one-man operation. All 
machine floor space (about half of 
the interior) is covered by a 3-axis 
crane, while the other half is re-
served for carving, sandblasting 
and displays. The bridge saw is an 
oldie but goodie, explained Brent. 

“Unusual and hard-to-do work 
always winds up coming here, 
partly because of the equipment 
we have, such as our saw. It’s 
a Lane contour saw built in the 
1960s in Barre, Vermont. It gives 
me the ability to cut curves like 
a 5-axis machine, and it’s one of 
many things that sets me apart 
from other stone companies in 
the area. I was building the sand-
blast room when I bought the saw 
in Barre from their high school. 
They were using it as part of their 
vocational training for students 

Continued from page 1

who were looking to get into the 
stone industry. It was a beautiful 
facility and included a wire saw, 
sandblast booth and carving sta-
tions. Unfortunately, the course 
was discontinued, because any 
student who was passionate about 
stone work would have already 

been working at one of the local 
stone sheds.”

Finding Rhythm 
 in Work Flow

“Working alone on a project, I 
always know that I can count on 
myself to get it done, because I 

know what I’ve got,” continued 
Brent. “What surprises me, how-
ever, is that when I look at a task 
at face value and the scope of it, 
I may get a little frightened at the 
size of it and think, ‘Gosh, this is 
a lot of work!’ But, surprisingly, 
when I get in there and start doing 
it, I start slow and just keep try-
ing to get more and more effi-
cient at it until I reach a level of 
maximum turnout. It’s then that I 
realize it isn’t that overwhelming 
at all!”

A short time ago, Brent and 
June entered into a very large 
project in the repair and resto-
ration of the Neptune Swimming 
Pool at the Hearst Castle in San 
Simeon, California. The castle 
is a Historic Landmark built be-
tween 1919 and 1947 by media 
mogul William Randolph Hearst, 
and a good example of finding a 
rhythm in work flow, said Brent.

“I spent almost four years on 
that project. So from 2012 until 
now, I’ve only done two big jobs* 
and numerous day-to-day smaller 
jobs (*a large private residence 
with a stunning Vermont marble 
staircase, and an Italian slab bath-
room with cubic carved sink and 
vanities). 

“What’s interesting is that when 
I looked at creating the four lad-
ders, consisting of eight volutes 
and below water rails (with one 
extra for possible breakage) for 
the pool, it seemed like I had 
taken on an overwhelming and 
daunting task.”

Please turn to page 21

Center: Wilson hand finishing Vermont Verde Antique marble radius scum gutters, for the Neptune Pool. 
Left: Vermont Verde Antique Cap Stones for alcove end wall repairs of the Hearst Neptune Pool,  
San Simeon, California.  Right: Fountain restoration pieces, Vermont Royal Danby marble. 

Pittsford, Vermont Memorial and Benches:  Florence, Ver-
mont Gray marble pavers, memorial, and benches. The mil-
itary seal inlays are aluminum, to prevent rusting.
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Please turn to page 11
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For every issue identifi-
cation that you wish to ad-
dress to prevent its chronic 
recurrence, organize the 
project by preparing a one-
page summary of the task 
as follows:

Context. Explain the sit-
uation that exists. Why is 
this an important issue to 
be addressed?

Purpose. Describe the 
situation that you expect 
from a successful project.

Quantity and/or Quality. 
List the specific output de-
tails that you expect.

Resources.  List the peo-
ple who will be assigned 
to complete this project as 
well as any tools, equip-
ment and budget that will 
be available to assist them.  
Usually three to five peo-
ple are assigned to these 
projects with a designated 
Chair of the group.  

Time. Clearly define the 
due date for completion of 
the project.  It is desirable 
to receive weekly updates 
on the status of the proj-
ect to avoid last minute 
actions.  

Note that the key to 
this approach is that the 

owner/manager hold the 
assigned team accountable 
for the identified results. 
If you don’t do this, the 
project will be reduced to 
“busy work” and you will 
not achieve the results you 
desire.

If you are a Seinfeld fan, 
you may recall the episode 
in which George Costanza 
was working for the NY 
Yankees. He was assigned a 
project by his boss, and yet 
he had no idea of what he 
was supposed to do or the 
results that were expected. 
The Project Management 

Plan described in this 
article will prevent this 
dilemma and will help 
to assure the results you 
desire.

The test for successful 
results is the next Pareto 
Analysis in which you 
should expect that the 
issue identified does not 
show up as one of the 
chronic problems you 
experienced. 

For more information on 
how to effectively address 
true core causes, contact 
Ed Hill at Synchronous 
Solutions, website www.
SynchronousSolutions.

Training & Education
Find the Core Cause

Continued from page 7

Don’t be like George. Make sure everyone 
knows what is expected and is held 

accountable for achieving desired results.

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

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

Item# 11491

Makita® 12 Gallon  
Wet/Dry Shop Vacuum

Makita® XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita® XCV05PT HEPA Filter Dry 
Backpack Vacuum

 Item # Description Our Low Price

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

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

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

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

 Item # Description Price

 11486 Makita® XCV04Z Cordless HEPA Filter Dry Vacuum $738.45  

 Item # Description Price

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

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

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

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

NEW!NEW!

NEW!NEW!

 GUARANTEED

BEST
PRICE!

Get OSHA Com
pliant
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Bostik’s new rapid- 
setting, self-leveling 

cement compound gets 
to the bottom of 
flooring installs.

Bostik, Inc., a world 
leader in adhe-
sives and installa-

tion systems for building 
construction, has intro-
duced SL-Rapid™ to the 
marketplace.

A rapid-setting, ce-
ment-based, self-leveling 
underlayment, SL-Rapid™ 
creates a smooth, flat and 
level surface prior to the in-
stallation of floor coverings. 
Its fast-setting, low shrink-
age and superior leveling 

properties make it the ideal 
product for time-sensitive 
and demanding applications 
on, above, or below grade.

Harder surface flooring fin-
ishes such as ceramic tile and 
natural stone can be installed 
over it as quickly as one hour 
after SL-Rapid™ becomes 
“walkable.”

Moisture-sensitive floor 
coverings such as wood, car-
pet, VCT, vinyl sheet goods 
and rubber can generally be 
installed in four hours after 
the underlayment is walkable.

Bostik Introduces SL-Rapid 
Self-Leveling Flooring 
Underlayment Compound

slippery rock gAzette August 2019  |  9  
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Accidents Happen
Sharon Koehler
Artistic Stone DesignLast fall I wrote a piece 

about customer accidents 
in the workplace: what 

to do, what not to do, etc. BUT, 
what about accidents that happen 
outside the workplace? They do 
happen.

Earlier this year, a friend of 
mine had a crew coming back 
from an out of town job, driving a 
company truck, and they got rear 
ended. The crew was deemed not 
liable and the guy that hit them 
got the ticket and the summons. 
However, as it turns out, there 
were some panicked moments be-
cause the crew wasn’t sure what 
to do, who to call, or even where 
the registration and insurance 
information for the truck was. It 
also came to light at a later date 
that the crew member driving the 
company truck had a suspended 
license and wasn’t supposed to be 
driving at all. If the situation had 
been reversed, and the company 
truck had done the rear ending 
with an unlicensed driver at the 
wheel, I hate to think about the 

mess this would have created.  
The point to all this is you 

should be prepared. Make sure all 
your employees are prepared as 
well, and know what to do should 
they ever be involved in an ac-
cident, whether it’s their fault or 
not. When I say all employees, I 
mean all employees, not just the 
handful that actually drive com-
pany vehicles. As it turns out, the 
crew member that usually drives 
that truck didn’t feel well and 
asked his partner to drive (not 
knowing his partner didn’t have 
a license). 

When you hire someone new, 
check their driving record. 
You can ask them to provide it. 
Usually they can get their driving 
record from a local DMV. If they 
say no, then that person under 
NO circumstances can drive a 
company vehicle. Some insur-
ance companies advise that you 
check your employee’s driving 

records once a year. Employees 
don’t always tell you when they 
get in trouble. Someone could be 
driving a company vehicle who 
shouldn’t be. No one needs that 
headache if there is an accident. 

Have procedures in place 
for when there is an accident. 
Obviously they need to call 911 
first. Then their company to let 
them know what happened. But 
who should they talk to? Make 
a clear, concise contact list with 

All employees who drive a company vehicle should have a valid li-
cense, know where in the vehicle the registration and insurance pa-
pers are kept, and know who to contact in the event of an accident.

names and phone numbers in the 
order they should call. If they need 
to contact their immediate super-
visor, his/her name should be first 
on the list with a phone number. 
If they cannot reach that person, 
then they need to move on to the 
second person on the list, then the 
third person, etc. You get the idea.  
Make sure everyone knows where 
the list is in the vehicle.  Keep the 
list updated, as employees leave,  
change positions in the company 

or get new cell phone or home 
phone numbers.

Another thing the driver and 
passenger(s) need to know is 
where the paperwork (registration 
and insurance information) for the 
vehicle is kept. Is it in the glove 
box? The center console? Clipped 
to a sun visor? Some other secure 
place? All of this information—
the registration, insurance infor-
mation and call list—should all 
be together in one place. 

Our insurance company gives us 
red, plastic holders that we can slip 
all this information into so there is 
no trouble finding it if needed. In 
lieu of that, maybe just a bright- 
colored envelope or file that will 
be easy to spot if necessary. Make 
it easy to find.

Remember, sometimes in acci-
dent situations, people can panic 
or get flustered. Or, possibly they 
are injured and the police have to 
look for this information. Keep 
the information in the same place 
for all company vehicles. If it is 
clipped to a sun visor in one truck 
or car, it should be clipped to the 
sun visor in all company trucks/
cars. 

Please turn to page 11
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•Transparent White 100% Epoxy

•Smooth Vertical Knife Grade 

•Exterior and Interior Grade

•For use with Natural Stones, 
  Ceramics,  Quartz, Glass, Concrete 
  and many other substrates

•Solvent Free

•Great for outdoor kitchens, pool 
   copings and joints

• Low tendency to yellow

• Can bond slightly humid surfaces

• Can be used in underwater pool /  
    fountain applications

• Highly weather resistant

• Can be pigmented as needed

• Available in 2.25 kg can units (approx. 3 quarts total), 400 ml cartridge, 
   180 ml single mix cartridge, and 50 ml Gel Mix

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

Accidents 
Happen

Bostik 
SL-Rapid

Along with all vehicle and in-
surance information, some com-
panies keep blank accident reports 
in company trucks and cars. These 
can be basic or very detailed de-
pending on the company. What 
they do is help the driver and/or 
passenger (if they are able) tell 
their company what happened 
before their memory fades in the 
months to come. It can be as sim-
ple as the time and date of the ac-
cident and who was involved, or it 
can be much more detailed. 

No one ever wakes up in the 
morning and says, “Gee, I think 
I will have a car accident today.” 
Sometimes life just jumps up and 
bites you in the butt! When that 
happens, just make sure your em-
ployees know what to do and how 
to handle it. That just makes it 
easier for everybody.

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

Continued from page 10

Continued from page 9

Scott Banda, Bostik’s Director 
of Marketing & Business 
Development, stated, “SL 
Rapid™ may be the most versatile 
underlayment in today’s market-
place. Not only is it a highly fluid 
self-leveler for easy smoothing 
and pouring… it is also mold and 
mildew-resistant.”

Bostik is a leading global ad-
hesive specialist in construction, 
consumer and industrial mar-
kets. For more than a century, 
it has been developing innova-
tive 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 adhe-
sives 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.
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Consider yourself 
a card-carrying 
geezer if you’re 

stunned to discover school 
now starts in early August, 
in most parts of the country.

Back in my day (which is 
a classic geezer saying, also 
a cue for non-geezers’ eyes 
to glaze over), the words 
“August” and “school” 
were mutually exclusive. 
August had no more con-
nection to education than 
June or July. Instead, it 
merely was the last of the 
vacation triumvirate.

Not anymore.
By early August—a time 

when we juvenile Baby 
Boomers had barely de-
tected the first inkling that a 
new scholastic year loomed 
“somewhere” on the distant 
horizon—schools are going 
full bore all over the map. 
Some even earlier than that.

Driving home from the 
Grainger County Tomato 
Festival last July, I noticed 
the sign in front of Joppa 
Elementary School. It said 
classes were to begin in just 
a few days. I dang-near ran 
off Highway 11W in sym-
pathetic shock.

Oh, well; at least it’s re-
freshing to know some 
things in redneck academia 
never change. Specifically, 
the ol’ hidden comic book 
trick. It is alive and well and 
still being practiced.

If you geeze, you know 
what I’m talking about. 
This was a ruse carried 

Sam Venable 
Department of Irony

Modern School ‘Daze’

out in elementary and high 
school study halls (do they 
still have those things?) and 
libraries.

Pretending to be absorbed 
in the business at hand, the 
student would stash a comic 

than scribbles as Old Lady 
Jones paced the aisles. As 
soon as Old Lady Jones 
returned to her seat at the 
front of the room, the “read-
ing” resumed.

How does this relate to the 
present?

At the aforementioned 
tomato festival, a teacher 
confessed her secret on how 
to survive boring in-service 
sessions at the start of every 
school year.

Training & Education

Natural Stone Institute 
Releases New Safety Video

A new video entitled Safe Stone 
Shopping  is now available from 
the Natural Stone Institute. This 

three-minute resource is designed to 
provide safety guidelines for consum-
ers entering a natural stone showroom 
or fabrication facility for the first time. 
The video provides an overview of safety 
requirements and things one should con-
sider before entering a working facility. 

This video will be beneficial for natu-
ral stone distributors and fabricators with 
showrooms open to the public. The video 
can be incorporated into existing safety 
programs and orientation processes al-
ready in place for stone shop visitors. 

Safe Stone Shopping is available free 
of charge courtesy of the Natural Stone 
Institute’s safety committee. To access 
the video and other safety resources, visit 
www.naturalstoneinstitute.org/safety. 

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. Learn more at www.
naturalstoneinstitute.org.  

The 3-minute video is suitable for any working stone shop showroom. It offers 
common sense safety advice for consumers touring a countertop production facil-
ity, explains the possible safety hazards, and encourages visitors to be alert when 
entering a working environment.

book in the middle of his—
back then, it was almost al-
ways a he—textbook. Then 
he would stare into the vol-
ume as if entranced. With 
deft use of fingertips, the 
student could turn the pages 
of the comic book just the 
same as a textbook. Thus, 
“The Adventures of Tom 
and Jerry” could be enjoyed 
under the guise of “A Tale 
of Two Cities.”

What if the teacher or 
librarian started making 
exploratory rounds? No 
problem.

The student would calmly 
close his book and begin 
“taking notes.” Which, in 
reality, were little more 

“For two or three weeks 
ahead of in-service, just clip 
the Jumble and crossword 
puzzles out of the newspa-
per,” she said. “Paste them 
in your notebook and then 
work them during the pro-
gram. That way, you’ll al-
ways be the one ‘taking the 
most notes’.”

Dang. Sure wish I’d 
thought of that trick in Old 
Lady Jones’ class.

Sam Venable is an au-
thor, stand-up comedian, 
and humor columnist 
for the Knoxville (TN) 
News Sentinel. He may be 
reached at sam.venable@
outlook.com.

 
PO Box 188, Stinesville, IN 47464 

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

Their Mission is to lead 
the community to end pet 
homelessness, promote an-
imal welfare, and enhance 
the human-animal bond. 
Their Core Values are 
Compassion, Innovation, 
Integrity, Dedication, 
C o l l a b o r a t i o n ,  a n d 
Empathy. They are a fantas-
tic organization that on av-
erage takes in about 14,000 
pets per year. They also 
provide animal care and do 
adoptions of pets to loving 
families. Visit their website 
at www.young-williams.org.

Braxton-Bragg Volunteers at 
Young-Williams Animal Center

For 25 years Braxton-
Bragg’s philosophy has 
been to offer exceptional 

Continued from page 5

Left: “Getting to spend a little 
one-on-one time with Sugar (white 
American Bull Terrier) bull) was 
one of the highlights of my after-
noon,” said Larry Hood, Slippery 
Rock editor.  Above: This lucky 
Great Dane puppy was adopted 
that afternoon.

products and first-class 
service to its partners in 
the stone, tile and con-
crete industries. For more 
info, visit braxton-bragg.
com and facebook.com/
braxtonbraggllc.

http://www.naturalstoneinstitute.org/safety
https://www.young-williams.org/
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IF  you are having prob-
lems holding vanity 

tops, Blick has the solution.  
Easy to set up, the Vanity 
Sink Suction Cup Set is de-
signed around the industry’s 
most popular sinks (Kohler 
2209, 2210, 2211). 

With its symmetrical de-
sign, the cups can be used 
on both sides of the sink 
bowl to hold the workpiece 

Blick Introduces Vanity 
Sink Suction Cup Set

FILA Quality Certified 
by Cosentino Group

firmly in place.
This cup can also be cus-

tom made at any height and 
is available in most popular 
fitting sizes.

For more information on 
blick suction cups, visit 
the Blick website at www. 
blickindustries.com . 

Contact their authorized 
reseller Braxton-Bragg at 
800-575-4401, or www.
braxton-bragg.com .

The Blick Sink Suction Cup set is designed 
for vanity top production.

The Cosentino Group, 
a family-owned, 
international 

company founded in Spain 
in 1979, is a leader in the 
production and distribution 
of innovative surfaces for 
architecture and interior 
design. 

With over a billion euros 
in yearly revenue and 80 
distributors in five conti-
nents, the company’s role 
in global markets has solid-
ified through the years, fea-
turing solutions which offer 
a broad range of versatile 
applications stemming from 
the research and develop-
ment of highly performing 
surfaces composed of quartz 
and natural stone. 

FILA is therefore ex-
tremely proud to be recog-
nized and recommended by 
Cosentino’s Research and 
Development Department. 

After a year of intense 
testing dictated by a se-
vere compliance protocol, 
Cosentino has certified 
that FILA products are un-
paralleled in guaranteeing 
the correct maintenance 
of Dekton® and Silestone® 
surfaces. 

FILA has always made it 
its mission to satisfy their 
clients through a path of in-
novation and research cen-
tering around the lifecycle of 
surfaces, from their concep-
tion to their maintenance, 
cleaning and protection. 

In fact, with a vast selec-
tion of specific products, 
FILA has consolidated more 
than 200 partnerships with 
worldwide manufacturers 
of ceramic and natural stone 
surfaces. 

Cosentino’s certification 
represents yet another im-
portant milestone which ex-
pands FILA’s positioning as 
a nucleus of competence, as 
well as the company’s pres-
tige and leadership in the 
market.

For more information, visit 
filasolutions.com .

Francesco Pettenon 
of FILA

“The immorality 
or absurdity of 

Socialist doctrines 
are patent. But one 
difficulty in argu-

ing with professed 
Socialists, both 

sinister and merely 
dreamy, is that they 

invariably suffer 
from great loose-
ness of thought; 

for if they did not 
keep their faith 

nebulous, it would 
at once become 
abhorrent in the 

eyes of any upright 
and sensible man.”
– Teddy Roosevelt



What a hot and humid 
day it was going to be 
in sunny Florida! Too 

hot to ride the Harley, but a good 
day to stay in the air conditioning. 
But the first order of business was 
a trip to my favorite greasy spoon 
for a cup of joe and perhaps some 
ham and eggs. When I don’t go, 
Flo wonders why I’m not there 
(LOL). So, I got my old bones out 
of bed and headed over for some 
breakfast.

I walked into the diner and no-
ticed a group of men sitting at 
one of the tables who I had not 
seen before. I nodded to them as 
I walked in, and they completely 
ignored me. I sat down as Flo was 
pouring my coffee and I over-
heard their conversation.   They 
were talking about a home they 
were building and discussing 
some of the complaints the home-
owner had. They were talking 
about cabinet, roofing and other 
defects and then I heard some-
thing that caught my attention. 

One of them mentioned a lime-
stone floor and something about 
a mismatch. Well, this ole Stone 
Detective couldn’t resist, so I 
spun around on my stool and 
said, “Excuse me, gentleman. 
I couldn’t help but overhear 
you say something about some 
stone?” I told them who I was and 
handed them my card. They took 
my card and gave me a look like I 
was trying to sell them insurance 

Frederick M. Hueston, PhDThe Stone Detective
The Case of the Mismatched Marble

or something. One of them quietly 
said, “Thanks, buddy,” and I spun 
back around to flirt with Flo.

I finished my ham and eggs, 
threw Flo a kiss and said, “See 
ya tomorrow.” I was headed over 
to my Woody when I noticed one 
of the gentlemen following me.  I 
turned around and he said, “I read 
your card, looked at your website, 
and I think we may need your ser-
vices for this project.” I smiled 
and told him I would be more 
than happy to help. He told me 
that the house they were building 
was a $22 million project. They 
installed a vein matched traver-
tine floor, and the customer was 
complaining that the veins didn’t 
match. He asked If I could come 
take a look at it, and I agreed. 
He gave me the address and I ar-
ranged to head over there in about 
an hour.

Back at home, I finished up 
replying to some emails (yes, 
this ole man knows how to use 
email!), and headed out in the heat 
to look at this project. 

I arrived at a large house which 
was still under construction. There 
were workers all over the place. 
I had to park the Woody several 
blocks away and suffer the heat as 
I walked toward the house.  When 
I arrived at the site I was meet by 
the gentleman I saw at the dinner. 
He greeted me and asked me to 
follow him.

When we entered the front of 
the house I immediately noticed 

the floor. It was a travertine floor 
built of huge slabs. The veins were 
matching as if it were one contin-
uous slab. He took me over to a 
corner of the floor and pointed to 
two slabs and said, “There’s the 
mismatch the owner is complain-
ing about.”

 I carefully looked at it, took 
several phone pics and told him I 
didn’t see anything unusual with 
it (see photo). I then explained, 
“Book matched and vein matched 
slabs will never match exactly 
for the following reason. Take a 
block of stone with veins running 
through it. Now slice the block 
into slabs. The slabs that are ad-
jacent to one another will have 

a mirror image or a continuous 
vein. But the match isn’t perfect, 
because the thickness of the saw 
blade will remove some of the 
veining, and the slabs will have a 
slight break in the match (see dia-
gram). In addition, the slabs were 
separated by a transition strip 
running in the opposite direction, 
which can also make it look like it 
is not continuous (see the Natural 
Stone Institute Dimension Design 
Manual, section 7-D-2).

  He thanked me, handed me my 
check and asked if I could write 
a report that he could show the 
homeowner. Sure, I could write 
a detailed explanation with dia-
grams, but I cautioned him there’s 
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“Listen, I told you when you hired me that not only did 
I not have any magical powers, but that I also knew 

nothing about sales. So don’t pin this on me!”

Vein cut Travertine slabs as floor-
ing: what you see is what you get 
— including natural imperfections.

no guarantee the homeowner 
would be happy with the answer. 

I wasn’t looking forward to my 
walk back to the Woody, but the 
trip was worth it. Another case 
solved–now back to my office and 
air conditioning, before I melt!

The Stone Detective is a fictional 
character created by Dr. Frederick 
M. Hueston, PhD, written to en-
tertain 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 comments to 
fhueston@stoneforensics.com.

Diagram from Natural Stone Institute 
Dimension Design Manual, V. VIII, Marble 
and Onyx chapter. Used by permission.
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50+ Hour Battery Life
Work an entire week w/o charging.

4-8 Hour Battery Life
Bring your power & extension cords.

Made in the USA
Made by American workers with 97% U.S. parts.

Made Overseas
Products made outside U.S. Limited support.

Free Loaner Program
Don’t ever be without a unit. Minimize downtime.

Extended Downtime
No loaner programs means costly downtime.

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

Limited Warranty -2 Years Max
Only covers workmanship defects.

US OTHERS

Onsite Training Included
A certified trainer will travel to your shop or jobsite.

Extra Money to be Onsite
If available, be prepared to spend lots of money. 

Tablet & 2 Licenses Included
Work on the same file in field and back at shop.

Not Included & Only 1 License
Spend more for a computer & extra license.

ONLY LPI can protect your investment for 10+ years

Learn more at
LaserProductsUS.com

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

Financing & free training available.

Efficiency Bolsters 
Profitability

Time is money—we all 
know the adage. It’s so 
simple, yet so true. If 

you’re one of many who finds 
themselves repeating processes 
simply because, well, that’s just 
how it’s always been done… you 
may actually be hindering your 
company’s profitability.

You don’t need to run out and 
buy a CNC machine tomorrow 
to see your profitability grow. 
Here are a few suggestions for 
relatively simple and inexpensive 

ways to improve efficiency in 
your daily routines:

•Implement standardized sys-
tems of organization. Stop wast-
ing time searching through paper 
piles or electronic files to find 
quotes, bills, invoices, etc.

• Establish intuitive and logical 
file naming conventions and sys-
tems for physical storage that ev-
eryone understands and abides by. 

• Invest in quality tools and ma-
chinery and—this is key—main-
tain them. Spending a few extra 
bucks on products of a higher cal-
iber can save you time and money 
to not be constantly repairing or 
replacing your equipment. Basic 
routine maintenance requires a 
minimal investment of time and 
effort can help prevent break-
downs, prolong the life of your 
tools, and keep them working like 
new for years.

The Omni Cubed Pro-Dolly™ 
HD2 makes bringing tops onsite 
faster, safer and easier. Here, in-
stallers are using a Pro-Dolly™ 
and Sink Hole Saver Edge, and 
two Aqua-Jaw™ Carry Vises™ as 
handles.

Jessica Sherwood 
Omni Cubed

• Prevent illness and injury. 
Downtime for your staff can neg-
atively impact their paycheck and 
stifle your production capabili-
ties. It’s a win-win if everyone 
stays healthy! Reduce the spread 
of cold and flu virus by placing 
hand sanitizer in the restroom, 
break room, reception desk, and 
other common areas. By pro-
viding basic safety training, 
specialized tools, and personal 

protective equipment (PPE), you 
can significantly reduce the risk 
of injury and fatigue for your 
workers.

To learn more about Omni 
Cubed’s line of purpose-built 
tools that can help create effi-
ciencies to increase your shop’s 
profitability, visit omnicubed.
com or contact Braxton-Bragg, 
today, www.braxton-bragg.com.

“Remember that thing we thought was a 
thing? It’s not a thing. But here’s the thing – 

that other thing? Totally a thing!”

© MARK ANDERSON. www.andertoons.com
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The 1/2” Gas Adaptor is available in Left-Handed (14-101-11) and Right-handed (14-101-10) threading.

The Leatherhead attached to a 
5-axis saw via 1/2” Gas Adaptor.

• Every product is designed, manufactured, warehoused and assembled in the USA
• The highest quality with the lowest prices in the industry...PERIOD!
• More than 20 years of experience and knowledge at your disposal
• BLICK INDUSTRIES - The name and enterprise you can count on!

2245 Laguna Canyon Road, Laguna Beach, CA 92651 USA | Phone: (949) 499-5026 | Fax: (949) 499-1398 Scan Me

for The Leatherhead

The Leaders in Workholding Solutions

C

M

Y

CM

MY

CY

CMY

K



slippery rock gAzette August 2019  |  17  

Call 1-800-575-4401 or Order Online www.braxton-bragg.com
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Cut and Core
any Type of Stone from 

Quartzite and Porcelain, to 
Ultra Compact Surfaces with 
NEW Technology from Viper
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Ssstop in the Name of the Law!

Police in Park Forest, a Chicago 
suburb, spent 30 minutes carefully 

removing a snake from the engine of a 
patrol car one Wednesday night.

Chief Chris Mannino and another offi-
cer stopped their car when they spotted 
the 3-foot-long (0.9 meter) snake in the 
road. But the slippery serpent didn’t sur-
render; it escaped under the car and into 
the engine area.

Mannino says he finally was able to 
grab the snake behind its head and safely 
remove it – after reading the critter its 
Miranda Rights. After police posted 
photos on Twitter, some alert readers 
recognized it as a non-poisonous snake 
that’s native to northern Illinois – and 
was likely someone’s “pet.”

The snake wasn’t in custody for long. 
Police released it in a nearby forest.

–––

The Usual Sssuspectsss

Authorities say a ball python slith-
ered out of a toilet and bit a South 

Florida man on the arm.
Coral Springs police spokesman Chris 

Swinson said the man was treated at 
the scene after the 4-foot (1.2-meter) 
snake bit him when he lifted the toilet 
seat one Sunday morning. The snake is 
nonvenomous.

Swinson told news outlets the snake 
didn’t belong to the man and it was un-
clear how it got into the apartment.

The South Florida Sun Sentinel re-
ports the Coral Springs Humane Society 
took the snake to a veterinarian’s office. 
It was being treated for a scale infection.

Over the years, other creatures have 
found their way into toilets in South 
Florida, including an iguana freed by 
Fort Lauderdale Fire Rescue, in March 
2019. How it got there is still a mystery. 

How ANYTHING that big gets into a 
toilet is a mystery – one we will leave to 
the police and plumbers to solve.

How Do You 
Handcuff a Snake?

“Secret of adulthood: 
we have more time 

than we think.  
And less time.  

The days are long 
but the 

years are short.” 
— Gretchen Rubin
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Solid Surface Designs is no 
stranger to being a unique 
company. Unlike many 

countertop companies, they also 
offer Corian tops along with 
natural and engineered stone. 
They have separated the fabrica-
tion areas into two separate fab-
rication sides – one for natural 
stone, and one for engineered 
stone. But also, if you work for 
Solid Surface Designs and have 
a birthday coming, you might 
be surprised with the Birthday 
Song being sung to you or a desk 
covered with balloons. 

It is no secret that in any work-
place where you have different 
departments that have to rely on 
each other (such as fabrication to 
installation), disagreements and 
division can and, unfortunately, 
will happen. That’s one reason 
why a company that has main-
tained a 90 percent or above com-
pletion rate for four weeks in a 
row might want to treat their em-
ployees to a breakfast, as a thank 
you.

The Company that Plays 
Together Stays Together

Codiak San Herrell
Stone Industry Consultant

This can be as simple as bring-
ing in drinks, donuts, muffins or 
bagels. It doesn’t have to be a big 
deal; the point is to show appre-
ciation to their employees, and 
let them know that whatever they 
have been doing – keep on doing 
it! But it is also more than a sim-
ple “good job” breakfast. This is 
also about bringing all the depart-
ments and employees together 
into one area, as a team.

Solid Surface Designs of 
Aurora, Missouri takes this idea 
of getting different departments 
together and bonding a bit further. 
On one occasion – just for the fun 
of it – they sponsored a cornhole 
tournament for all employees. 

Adopting the name “Stone 
Throwers,” Solid Surface Designs 
has had an all-employee sports 
team every year since 2014. They 
have had a softball team every 
year except 2019.

an impressive, team-oriented at-
titude towards this extra day of 
hard work.

Another example fostering a 
team spirit is when fabrication 
and installation workers joined 
together in a face polishing class, 
an event the company held to 
make sure that everyone who 
should know how to polish got 
the opportunity to learn in an en-
couraging environment. All the 

Intramural sports teams like softball have brought Solid Surface 
Designs employees together for the past five years.

One easy way to draw a company together is to celebrate 
birthdays with a good-humored silliness, and accomplish-
ments or goals reached with a company-wide treat.

Getting “rival” departments 
to work together with-
out friction is no easy task. 
Fostering a sense of company 
identity where all depart-
ments are equally valued is 
an effective way to decrease 
tensions between fabrication 
and installation teams, as in 
this fabrication class.

Left: Company picnics and tour-
naments offer an opportunity 
for bonding between employees, 
and a time of just plain fun.

Right: Doing something fun and 
worthwhile like volunteering for 
a community cause, or a Saturday 
company cleanup workday can 
be rewarding on several levels: 
fostering team spirit, and a sense 
of accomplishment. 

departments showed great ability 
to take constructive criticism, as 
well as work together as a team.

Team work may not be the key 
to success in every company, but 
it could also be a pivotal moment 
for your company when you learn 
how to establish a team work 
environment. Whether that is 
through leadership, competition, 
or putting your employees in a 
team work environment through 
common bonding, like sports, it is 
also important to let your employ-
ees know when they are doing a 
good job. And if they keep on 
doing a good job, treat them. And 
by treating them, and getting ev-
eryone together, that benefits the 
company in a more subtle and 
lasting way.

Codiak Herrell is a personal 
trainer, freelance writer and stone 
industry consultant in Aurora, 
Missouri, with eight years of ex-
perience working in the stone 
industry.

 The men are currently playing 
a season of flag football, instead. 
What’s more important is that for 
the past five years, employees 
from all departments have been 
getting together for practices and 
to prepare for games against other 
companies or church teams in the 
area. Even if you’re just playing 
for fun, everyone wants to win, 
right?  For the Stone Throwers, 
team work is emphasized to main-
tain a winning record.

It’s apparent that the team-style 
ethics pays off – maybe not com-
pletely due to the company-spon-
sored sports teams, although 
there’s a strong argument for the 
value of bonding as a team. And 
maybe because of this bonding, 
it makes a less pleasant occasion 
like a full scale shop clean-up 
that much more productive than it 
might otherwise be.

 When it came to getting vol-
unteers to work on a Saturday to 
clean the shop, workers from all 
departments raised hands. At the 
end of the day, they had displayed 
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October 20-23, 2019

Your Conference Ticket Includes:
 ■ Three nights’ accommodations at the Mountain Shadows Resort 

 in the heart of Paradise Valley
 ■ Breakfast, Lunch, Dinner & evening Cocktails each day
 ■ Speakers & Educational Sessions
 ■ Golf Scramble at The Short Course, Mountain Shadows
 ■ Dinner/Wine Tasting at Galleria of Stone
 ■ Awards Reception/Annual Meeting
 ■ Pedal Bar Rental in Downtown Scottsdale (Attendees are  

 responsible for purchases made during the excursion)

Join us to improve your  
business, make new connections  

and enjoy yourself!

PRESENTING SPONSORS

OTHER SPONSORS

REGISTER ONLINE  
at www.isfanow.org under the 
Events/Annual Meeting menu 

now through Sept. 15  
to reserve your spot!

Join us for the 2019 ISFA Annual Meeting & 
Conference at the beautiful Mountain Shadows 
Resort in Scottsdale, Ariz.  
Here are just a few of the activities planned:

 ■ Two Keynote Speaker Sessions—Famed Solid  
 Surface Designer and Digital Fabrication Specialist  
 Mario Romano of M.R. Walls and Employee  
 Engagement and Retention Specialist Lisa Ryan of  
 Grategy 

 ■ Roundtable Discussions

 ■ New Product Round-Up with Conference Specials

 ■ Italian Chef Dinner/Wine Tasting hosted by  
 Galleria of Stone

 ■ Golf Scramble

 ■ Awards Banquet

 ■ Pedal Bar Tour of Downtown Scottsdale
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Stone Restoration and 
Maintenance Corner

Black Granite: Nightmare or Goldmine?

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

IF  you have never had to refinish 
Absolute Black granite, count 

yourself lucky. In my humble opinion, 
this is one of, if not the hardest stone 
to refinish, and have it turn out looking 
really good. I would certainly not rec-
ommend it for the faint of heart, and 
definitely don’t even attempt it until you 
have plenty of experience in this field. 
In fact, I would go so far as to say steer 
clear of it as long as you can. Of course, 
there is also very good money in doing 
this type of stone, too!

Absolute Black granite is not one of 
the hardest materials on the MOH’s 
Hardness scale, and certainly is not as 
hard as most larger crystal granite ma-
terials, like African Red or even Dakota 
Mahogany. It is simply the fact that it is 
an intrusive igneous stone with a tight 
crystal, somewhat hard, and black in 
color material. The black color is prob-
ably the biggest reason it is so unfor-
giving. You see, every little scratch or 
imperfection seems to be magnified by 
the very black color.

First off, as with most any granite, 
you normally just can’t re-polish like we 
do with marble. You will normally have 
to do some mechanical honing prior 
to polishing, even if it is only a 1,500 
grit and/or 3,000 grit granite diamond. 
Remember, chemicals don’t really af-
fect granite like they do marble. So all 
of the refinishing, including polishing, 
is strictly a mechanical process. It is 

possible to polish granite if you catch 
the problem early enough, but this rarely 
happens, and it normally doesn’t get ad-
dressed until the wear pattern becomes 
particularly noticeable. 

Another hurdle with black granite 
(and basically most darker colored 
stones) is lippage. Any lippage issues 
are exacerbated by the dark color. If 
you try to just do a light hone and polish, 
without removing the lippage, chances 
are the low areas will show up big time 
at the end, after polishing. You see, pic-
ture framing, which is the lower areas 
(height difference between adjacent 
tiles) that never get touched, remain 
with their original, dark-colored polish. 
Even though we can bring a very good 
polish back to the black granite, it may 
not exactly match that of the original 
finish. Also, some materials may have 
been previously dyed, so the level of 
blackness may be somewhat different, 
even though you might have a higher 
gloss meter reading on the stone than 
when it was newly installed.

Therefore, in the beginning, remov-
ing lippage is the best way to attack this 

Black granite floor honed to 
3,000 grit, feathered to edges 
and ready for polishing.

Picture framing present after 
grinding shows remaining 

lippage.

No picture framing left after 
complete lippage removal.

stone in most situations. This, of course, 
means the project will be very slow as 
compared to most marble and other nat-
ural stone restoration jobs – and also 
much more costly. In fact, you can eas-
ily more than double the price of marble 
projects when doing Absolute Black. So 
if you are charging $10 per square foot 
for lippage removal to polish on a mar-
ble, I would charge a minimum of $20 
per square foot for Absolute Black. And 
that is if the project has a fairly simple 
layout, not highly detailed with loads of 
edge work, and has minimal lippage.  

Now, after all of that, you still have to 
manage the customer’s expectations and 
work within their budget, if you can. It 
is possible to blend or feather areas that 
are extremely worn to those that are not, 
with some degree of success. Just be 
sure to complete a test area which shows 
this blending, the final result, and con-
firm the procedure works satisfactorily.

For mild lippage removal, a 50 grit 
resin diamond will work. Keep in mind 
that a metal bond diamond will remove 
lippage faster ,so you might start with 
a 50 grit or 70 grit metal before your 
50 grit resin. Metal bonds just tend to 
impart some deeper scratching to the pe-
rimeter of your work area if you’re not 
very careful. 

I like to use red polyethylene tape to 
lay out my feathering technique. For 
example, if I am doing seven steps of 
diamonds (lippage to 3,000 grit), I might 
lay down six or seven strips of the red 
tape butted together and take my ma-
chine with each diamond to that tape 
line and then pull it up. Then I proceed 
with the next diamond to the second 
tape strip, finish it, and pull up that tape 
strip, and so on.

The red tape is extremely durable, 
waterproof, and pulls up easily when 
removing it, with little residue left 

behind. Of course, this method will 
work on most any stone when feather-
ing of grinding, honing and polishing is 
required.

Keep in mind that polishing granite, 
especially black granite, is a very diffi-
cult and labor intensive process. I rec-
ommend using Majestic Spray Polish 
Crystallizer, Majestic Granite Polish 
Dark, and a #0 steel wool pad. Use as 
much weight as your machine and you 
can handle. This part of the process 
is extremely hard on your machine’s 
motor so I definitely recommend using 
a heavy duty machine built for stone 
working. Oh, and trust me when I say, 
you will have “Popeye” arms when you 
are done!

So to sum up, when doing Absolute 
Black Granite it is definitely possible to 
do a touch-up without committing to a 
complete lippage removal grind. Just re-
member that some picture framing will 
be present as well as some transition 
lines, where feathering has taken place. 
This needs to be part of the customer’s 
expectation management understanding, 
and definitely in the scope of work de-
scription. Will it look good? Absolutely! 
(pardon the pun) Will it look perfect? 
Not so much. The only way to make 
most any natural stone project look per-
fect is with complete lippage removal 
and total restoration. Even then, we are 
talking about natural stone, with all of 
its natural inclusions, and of course, 
then there is the grout, too. 

Most all granite can be done in a sim-
ilar fashion. Most varieties will be more 
forgiving than Absolute Black. I did not 
write this article to scare you into not 
attempting restoration of black or any 
granite. I just wanted to prepare you for 
some of the obstacles you will face. Of 
course, even doing black marble is nor-
mally more of a headache than lighter 
colored marbles, too.   

As always, I recommend submitting a 
test area to confirm the results and the 
procedure prior to starting a stone or 
hard surface restoration or maintenance 
project. Use your smartphone to take 
plenty of before and after pics! Also 
the best way to help ensure success is 
by partnering with a good distributor 
that knows the business. They can help 
with technical support, product purchase 
decisions, logistics, and other pertinent 
project information.

Bob Murrell has worked in the nat-
ural stone industry for over 40 years 
and is well known for his expertise in 
natural stone, tile and decorative con-
crete restoration and maintenance. He 
helped develop some of the main prod-
ucts and processes which revolutionized 
the industry, and is currently the Direc-
tor of Operations for M3 Technologies. 

Lippage removal in main wear 
areas feathered to edges. Note 

the red tape used to aid in 
feathering the honing steps.

After polishing with Majestic Granite 
Powder Dark, Majestic Spray Polish 
Crystallizer, and #0 steel wool.



“So what I’ve learned to do in 
these kinds of situations is to do 
the same step on each piece, and 
then move on to the next step in 
production. Basically, I would 
do that task with that function 18 
times, and then move to the next 
step. So when you get into work-
ing this way, you look at them 
and think, gee, doing that any 
other way would have taken me a 
week, but I got them done in two 
and half days. Alright! I’m ahead 
of the game! Yes, it was still a lot 
of work, but it wasn’t that bad.

“That said, being a one-man 
shop, you do have to pray that the 
scheduling of setting the finished 
pieces and the deadline for com-
pletion is not going to become so 
strict that you’re entrapped with 
late fines, or you’re not going to 
be able to accomplish it. 

“When working on the Hearst 
Castle, I was concerned a few 
times with finishing on time. 
Fortunately, there were delays 
beyond people’s control that gave 
me more time. I do have col-
leagues who I can bring in on any 
given project, but I actually prefer 
working alone. I have had con-
tracts where I’ve needed full-time 
employees, but with this type of 
custom work, it becomes difficult 
to control the quality, and that be-
comes an issue. So, if I can finish 
within the timeline constraints of 
the job, all the better. 

Proctor Marble Company
“Being a sculptor has given me 

the confidence to know that I can 
accomplish any task. It also gives 
me the creative energy to think 
beyond the small particulars and 
take in the full scope of whatever 
I am trying to create, and gives me 
flexibility and ability to think out-
side the box. I can invent things, 
giving me the courage to take on 
work that others won’t, and this is 
one more thing that sets me apart 
from other stone shops. In this 
business, once you understand 
the stone, the stone has very little 
to do with the production of the 
final product. A third of my time 
is spent in developing the tools, 
maintaining the tools, or fixing 
the tools to do the job, and the 
stone waits while you do all those 
things. The type of work that I 
do requires me to develop ways 
to do the difficult, if not impossi-
ble, and when I do that and suc-
ceed, it is incredibly satisfying. 
Furthermore, to create a tool that 
created 100 of one thing in record 
time is a delightful satisfaction.”

Continued from page 8

Top, left: Vermont Verde 
Antique marble sections for 
the Hearst Neptune Pool 
renovation project. Finished 
flutes, finished cap stones, 
and in process, straight scum 
gutters.

Below: Brent and June 
Wilson, Proctor Mable 
Company.

Above: The Proctor 
Marble Company 
shop includes some 
unique equipment 
designed, built or 
repurposed by Brent 
Wilson. 

Right: Wilson work-
ing on a replica of 
Rodin’s Thinker, a 
private sculpture 
commission, carved 
from Vermont Danby 
Imperial marble. 
Wilson is wearing a 
traditional “marble 
worker” paper hat.

Please turn to page 30
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Sifting Through the Confusion 
about Man-Made Quartz Surfaces

WE are living in the age 
of information. In the 

palms of our hands, we can tap 
into an enormous realm of facts, 
opinions, advertisements, and 
educational materials. However, 
because information is so easy to 
access and share, plenty of not-
so-great material gets widely cir-
culated, too. Our challenge is to 
sort fact from fiction, to educate 
ourselves, and guide designers, 
architects, and customers through 
the melee. 

The countertop industry is a big 
one, offering billions of dollars in 
annual sales in the United States 
alone. Naturally, competition is 
fierce as various companies vie for 
attention and make bold claims to 
lure customers. Quartz countertop 
manufacturers are working hard 
to influence the marketplace, and 
they are doing so with big prom-
ises and lofty assertions. As with 
all information, it’s important to 
pause and reflect on the validity 
of these statements so that we can 
make informed choices.

What’s In a Name?
Companies that manufacture 

quartz countertops have been very 

clever with their naming. The 
word “quartz” represents one of 
Earth’s most abundant minerals. 
One well-known brand of quartz 
surfaces says that their product is 
“pure natural quartz.” The phrase 
admittedly has a nice ring to it. But 
how accurate is it?

Geologically speaking, a man-
made quartz countertop is not 
pure natural quartz. The only thing 
that fits that criterion is quartzite, 
which truly is pure natural quartz. 
Manufactured quartz surfaces are 
mostly quartz, but they are not 
purely quartz. Depending on the 
brand and the color, man-made 
quartz surfaces are 70 percent to 
93 percent quartz sand or aggre-
gate, mixed with polyester resin, 
ethenylbenzene (also known as 
styrene), pigments, and other 
additives. 

Because polyester is less dense 
than stone, it’s worthwhile to cal-
culate the proportion of various 
ingredients in man-made quartz 
by volume instead of by weight. 

Using product details from the 
PentalQuartz website, a slab listed 
as 88 percent quartz by weight 
turns out to be 74 percent quartz 
by volume. This may sound like 
a mathematical quibble, but that 
means that the surface of a slab is 
approximately one-quarter poly-
ester and styrene. We’ll delve into 
how that impacts the properties 
of quartz products later on in this 
article.

Our first fact-check shows that 
while quartz surfaces are indeed 
made largely of quartz minerals, 
they are not purely quartz, nor are 
they purely natural.

In figure 2, this quartz company 
may be reluctant to acknowledge 
the proportion of resin and other 
ingredients, because their list of 
ingredients does not add up to 100 
percent. 

Is Engineered Quartz the 
Same as Natural Stone?

I believe another area of con-
fusion arises when quartz manu-
facturers refer to their products as 
natural stone. For example, one 
paragraph of a quartz company’s 
website begins: “All natural stone 
surfaces, including [company 
name]....” This type of phrasing is 
prevalent throughout the compa-
ny’s marketing materials. In other 
examples, they say that they sell 
the world’s “most beautiful and 
innovative natural stone surfaces,” 
they “offer the world’s finest nat-
ural stone countertops,” and they 

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

describe their products as “stone 
slabs.”

From my perspective as a geolo-
gist and a professional admirer of 
rocks, I can easily appreciate the 
attempt to align a man-made prod-
uct with a natural one. We can all 
agree that natural stone is awe-
some. But man-made quartz isn’t 
natural stone. It’s a bit brazen to 
say that it is.

For the record, natural stone is 
both naturally occurring and made 
out of stone. Granite, limestone, 
quartzite, and marble are all nat-
ural stones. They form in nature, 
and only in nature. They are made 
of minerals, and only of miner-
als. Feldspar, quartz, hornblende, 

of choices as they work through 
the details on new construction or 
remodels, and at times the deci-
sions can feel paralyzing. Should 
your clients opt for Cloud White 
or Dune White for their trim color? 
Should the grout be Bleached 
Wood or Urban Putty? 

As for the countertop, should 
they choose Mont Blanc, Mont 
Blanc, or perhaps Montblanc? 

Please turn to page 23
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FIGURE 3

hematite, garnet, calcite, mus-
covite: these are the ingredients 
in nature’s pallet. You’ll find no 
polyester resin on a seafloor, nor 
ethenylbenzene in a magma cham-
ber—thank goodness.

Will the Real Mont Blanc 
Please Stand Up?

Stroll through a retailer that sells 
paint, tile, stone, or anything else 
that comes in colors and flavors, 
and you’ll encounter an amusing 
selection of names for colorways. 
Customers face a staggering array 

Continuing the theme of copying 
natural stone, several quartz com-
panies have borrowed individual 
stone names and applied the exact 
same label to their man-made 
products. The original Mont Blanc 
is a genuine natural stone: a white 
quartzite with light grey layering. 
Mont Blanc is also the name of a 
slightly speckled pale grey manu-
factured product of one quartz pro-
ducer. Montblanc is also a white 
and grey “marble-look” from a 
second quartz producer.

This practice is widespread. 
Some quartz product names inten-
tionally evoke natural stone: Capri 
Limestone, Charcoal Soapstone, 
Onyx Carrara, Calacatta Nuvo. 
Other cases are even bolder, tak-
ing the identical names from well-
known stones and applying them 
to man-made versions. Super 
White, Taj Mahal, Emperador, 
Thassos, Nuage, and Statuario 
are all popular, prestigious nat-
ural stone, but they are also the 
names of synthetic countertops. 
How about Piatra Grey versus 
Pietra Grey? Do you know which 
one is real stone and which is an 
imposter?

Photos courtesy of Triton Stone.

Some quartz product names in-
tentionally evoke natural stone, 
such as this manufactured quartz 
offering called Calcutta Borghini 
(inset image), factory created 
and similarly named to compete 
with Calacatta Borghini marble, 
shown installed in this kitchen. 

FIGURE 3
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Sifting Through the Confusion 
about Man-Made Quartz Surfaces

I suspect that most in our indus-
try can empathize with the poten-
tially confusing choice designers 
and customers need to make. The 
best we can do is to help guide cli-
ents toward options that meet their 
needs, while providing education 
about different types of products. 
But when companies deliberately 
muddy the water and intentionally 
confuse their customers, it makes 
life harder for all of us.

Granite Comes 
from the Earth

Naming aside, what are the prac-
tical differences between man-
made quartz products and genuine 
natural stone? Let’s start by look-
ing at how each one is formed. 

A perpetually popular natural 
stone for countertops is granite, an 
igneous rock that was once molten 
magma. Magma occurs throughout 
the Earth’s crust: under volcanoes, 
along seams between tectonic 
plates, and in hotspots. 

The texture of granite sheds light 
on its past. Magma that cools rela-
tively quickly will have small and 
uniform crystals. Deep magmas 
cool more slowly. In the process 
they grow beautiful, large minerals 
with complex shapes that are evoc-
ative of their internal atomic ge-
ometry. Granites with super large 
minerals, called pegmatites, form 
when there is some water mixed 
with the magma, which spurs min-
erals to take shape more readily.

In all cases, the rock turns from 
liquid to solid over a span of 

Please turn to page 24
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FIGURE 5 FIGURE 6

Mont Blanc quartzite (center) a natural stone, is often imitated by manufactured quartz produc-
ers. Notice the inherent difference of one manufacturer’s Mont Blanc (left) and a second company’s 
Montblanc (right) as manufactured quartz product offerings compared to its natural counterpart. 
Photos supplied by Slabworks of Montana and Triton Stone.

Continued from page 22

FIGURE 4 Mont Blanc Quartzite
Mont Blanc
Quartz Product

Montblanc
Quartz Product

thousands to millions of years, 
and takes shape miles deep within 
the Earth’s crust. These inexora-
bly slow geologic processes forge 
a stone that is dense, durable, 
and will far outlast our lifetimes. 
Thanks to variations in the com-
position of the magma, granite 
comes in a span of all-natural col-
ors, from nearly white, to coppery 
brown, to deep grey and black. 
Patterns range from mild to wild, 
with aesthetic variations to suit 
all styles and tastes. Each piece of 
natural stone is unique and each 
bears the mark of a particular time 
and place in our planet’s history.

It’s easy to see why customers 
have come to appreciate granite 
and its natural and historic ori-
gins. It’s also easy to understand 
why man-made products seek to 
piggyback on the desirability and 
appeal of granite. Natural stone is 
quite literally the real deal.

Man-made Quartz 
Comes From a Mold 

Manufactured quartz slabs are 
composed of three main ingredi-
ents: particles of mineral quartz, 
resins, and pigments. The quartz 
particles can vary in size from 
about 5 millimeters down to less 
than half a millimeter. Polyester 
resin binds the mineral pieces to-
gether. In some cases, the resin is 
mixed uniformly through the slab, 
and in other cases there are visible 
areas of resin, depending on the 
design. The same is true of pig-
ments; some designs are the same 
color all the way through, while 
others have ribbons or accents of 
different hues, which are often 
meant to imitate the naturally oc-
curring patterns in natural stone.

Manufactured quartz slabs are 
made by blending the ingredients, 
then pouring the mixture into a 
mold. Different manufacturers use 

different processes, but some com-
bination of vibration, compaction, 
heat, and a vacuum are applied to 
cure the slabs from a slurry to a 
solid.

Testing the Hardness 
of Quartz Slabs

The website of a major quartz 
manufacturer makes this statement 
about the durability of its product:

“[Company name] is much 
harder than granite or marble mak-
ing it more durable. That means 
[company brand] is less likely to 
scratch, chip, or stain for years of 
worry-free service.”

Before we jump into a fact-check 
on hardness, it’s worth pausing to 
point out that hardness only relates 
to a surface’s resistance to being 
scratched. Hardness has little to 
do with chipping and nothing to 
do with staining.

Is quartz surfacing much harder 
than granite? This is straightfor-
ward to verify using metal picks 

Figure 7: Areas with pools of resin are often the softest part 
of a manufactured quartz surface. On this sample of Cambria 
Shirebrook, the resin is lightly scratched by a tool with a Mohs 
hardness of 6. Image courtesy of Karin Kirk.

calibrated to different hardness on 
Mohs scale. In test cases where 
the sample contained large par-
ticles of mineral quartz, the in-
dividual quartz grains yielded a 
hardness of 7. The “matrix” ma-
terial around the larger particles 
were generally 6 to 7, with some 
areas between 5 and 6. Larger 
pools of resin were between 5 and 
6. On colors where the particles 
are uniform and fine-grained, the 
hardness fell in the range of 6 to 7. 

How does that compare to gran-
ite? Mineral quartz has a hardness 
of 7. Feldspar has a hardness of 6 
to 6.5. These two minerals make 
up somewhere between 100% and 
90% of a standard commercial 
granite. Other typical minerals in 
granite could include hornblende 
(hardness 5-6), pyroxene (hard-
ness 5-6), biotite (hardness 2.5-3), 
and garnet (hardness 6.5-8.5).
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Sifting Through the 
Confusion about Man-Made 

Quartz Surfaces

Continued from page 23

I analyzed samples from sev-
eral different quartz manufactur-
ers. The Cambria samples I tested 
were similar to, or slightly softer 
than granite. Are they “much 
harder?” No.

Looking at other brands yielded 
similar findings. The fine-grained 
matrix on Caesarstone colors such 
as Buttermilk, Lagos Blue, and 
Pebble had a hardness of between 
5 and 6, while larger, individual 
quartz particles in coarse-grained 
varieties were 7. Pental samples 
were largely between 6 and 7, 
with a few spots in the 5-6 range. 
LG Viatera samples came in right 
around 6 or slightly less. Silestone 
Nebula colors were also between 
5 and 6.

These results make sense. 
Particles of quartz are a hardness 
of 7, regardless of whether they 
are in a natural stone or a man-
made composite. Polyester filler 
and binder materials are softer 
than quartz, which is reflected in 

This quartz product sample is scratched by a metal tool that has a 
Mohs hardness of 6, and this result was repeated on several sam-
ples and colors. Therefore the hardness of these samples is less 
than 6. The manufacturer’s website lists the hardness of their 
product as 6.5 to 7. Image courtesy of Karin Kirk. 

the softer values in those areas of 
the slab.

“Dancing a Mighty 
Fine Line”

Fabricator Dave Scott has been 
making countertops for 25 years. 
He works in quartz, natural stone, 
and sintered ceramic materials 
and he appreciates the advantages 
of each. His shop, Slabworks of 
Montana, serves high-end clients 
near Big Sky and Yellowstone 
Club ski resorts, as well as 
more typical homeowners in the 
Bozeman area. 

“I’m not anti-quartz,” he ex-
plained, “but I’m just not a fan of 
some of their marketing.” In his 
experience, the biggest drawback 
of manufactured quartz is the way 
it can be damaged by heat. “I’ve 
replaced enough of them; I know,” 
he said wryly. Electric frying pans 
and slow cookers are some of the 
biggest culprits, he added, which 
can cause quartz surfaces to crack 
or scorch. Over the course of his 
career, Scott has seen numerous 

failures with cook top cutouts, 
more so than with natural stone 
slabs.

Scott noted that many quartz 
manufacturers list the upper end 
of the proportion of mineral quartz 
in their products, but they don’t 
often cite the lower ranges. “They 
range from the low 80s up to 93 
percent at the top,” he said, while 
explaining that the solid colors 
typically have a lower percentage 
of quartz minerals. 

When it comes to the way man-
ufactured quartz companies call 
their products natural stone, Scott 
voiced some concerns. “Either 
you are [natural stone] or you’re 
not,” he quipped, adding that the 
claims of man-made quartz com-
panies are “dancing a mighty fine 
line.”

“They’re trying to compare 
themselves to natural stone,” 
said Scott. He motioned out the 
window to the rows of gran-
ite, quartzite, and marble in the 
yard, adorned by recent snow-
fall, and continued emphatically, 
“But these are unique, God-made 
pieces of art for us to enjoy.”

And therein lies the essential 
difference between purely nat-
ural products versus engineered 
lookalikes. There can be no doubt 
that real stone is a product of the 
Earth, created by geology, God, 
or whichever combination you 
prefer.  Natural stones are natural, 
abundant, and fundamental parts 
of our planet. They bring life and 
energy into our homes and public 
spaces and are unquestionably 
authentic. Amid the confusion 
wrought by marketing strategies, 
perhaps the most useful conclu-
sion lies in the age-old adage: 
Imitation is the sincerest form of 
flattery.

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

LPI Grows Its Sales and 
Customer Service Teams 

LPI has announced the 
hiring of Ryan McMasters 
to the role of regional sales 

manager for the East Central terri-
tory and the promotion of Vincent 
Strelow from service technician to 
training specialist. 

Covering the states of Ohio, 
Virginia, Pennsylvania, West 
Virginia, Delaware, Maryland, 
and the District of Columbia, 
McMasters joins the company 
with a wealth of stone-industry 
experience having previously 
worked at Sims-Lohman and 
Battista Granite in Ohio. Previous 
roles and responsibilities with 
these companies have ranged 
from templating and designing 
to overseeing production and 
installation.

“We’re thrilled to have found 
someone with Ryan’s experience 
not only with our product but the 
industry as a whole,” said Kevin 
Yeh, director of sales and market-
ing for LPI. “This experience al-
lows Ryan to onboard quickly and 
begin calling on and servicing our 
customers immediately.” 

Following the addition of 
McMasters, LPI strengthened its 
training department even further 
with the promotion of Vincent 
Strelow to training specialist. An 
8-year Army veteran, Strelow 
worked on LT-55 and LT-2D3D 
units as an LPI service technician 
for the last two years. 

“Vince was a natural fit for 
our production and service de-
partments due to his extensive 
background in operating and ser-
vicing industrial machinery,” said 
Rich Katzmann, president of LPI. 

Ryan McMasters, LPI 
Regional Sales Manager,
East Central territory 

Vince Strelow,  New LPI 
Training Specialist 

“Two years later, his commitment 
to excellence in everything he 
does, combined with his experi-
ence with training operators and 
other service technicians on me-
chanical equipment, made it an 
easy decision to promote him to 
work with and train our growing 
customer base.”

Both personnel moves are effec-
tive immediately as the company 
continues to expand its sales and 
customer service teams to support 
the growing demand for the com-
pany’s popular LT-2D3D Laser 
Templator.     

Celebrating its 25th anniver-
sary, LPI develops laser measur-
ing equipment and technology 
solutions for various industries, 
including countertop, cabinet, 
glass and construction. LPI has 
sold over 6,000 lasers to more 
than 3,000 companies in over 35 
countries. 

LPI products are made in the 
USA with some imported com-
ponents, and used by both the 
world’s leading automated fabri-
cators, as well as smaller, man-
ual shops. LPI has earned a spot 
on the Inc. Magazine Inc. 5,000 
“Fastest Growing Private 
Companies in America” in 2017 
and 2018, and as one of the top 
10 fastest-growing private manu-
facturers in Illinois. 

“Every great dream begins with a dreamer. Always remember, you 
have within you the strength, the patience, and the passion to reach 
for the stars to change the world.”
 — Harriet Tubman

“Men often oppose a thing 
merely because they have had 
no agency in planning it, or be-
cause it may have been planned 
by those whom they dislike.”   
— Alexander Hamilton
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Filter Project Dry Dust Collection Booths are all stainless steel, 
heavy duty, dry dust collectors.
With the additional requirements initiated by OSHA for Silica in 
the granite and engineered stone, the Filter Project Clean Air Dry 
Dust Collection Booths will be a major advantage in removing 
silica dust from the air.

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

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

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

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

Quartz, Quartzite, and other airborne particles.

Automatic Dry Dust
Collection Booths

Are you compliant with OSHA Crystalline Silica rules and guidelines?

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

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

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

The Filter Project Water Dust Collection Booth comes with a 3 ft (1 meter) extension 
enclosure that provides additional dust control and great vacuum efficiency. 6 ft 
(2 meter) extension enclosures are available as options.
Filter Project Water Wall Dust Collector are available in 10 FT (3 meter) and 13 FT 
(4 meter). 6.5 FT (2 meter) available by special order only.
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The Slippery Rock Marketplace

www.wilsonsaws.com 
Manufacturing Stone Processing 

Equipment Since 1982.                        
706-213-6725 

Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

A WHOLE  OTHER LEVEL
OF PERFORMANCE

us.zenesistechnology.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

We produce durable, easy-to-use stone 
processing and handling equipment that 
will help the stone fabricator increase 

production while decreasing costs.
www.rye-corp.com

MADE IN THE USA FAB KING • HUSKY • PRISM MITER  
RENEGADE • RYDRATOR • TILT-A-SLAB

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

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

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

www.akemi.com

Available at www.braxton-bragg.com

braxton-bragg.com
800-575-4401

Call 800-575-4401 for New Vinyl Ester

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

STORAGE
FABRICATION

TRANSPORTATION

CNC Tooling for 
Natural Stone and  
Dekton

www.braxton-bragg.com
NOW AVAILABLE AT

www.braxton-bragg.com

Braxton-Bragg Grows 
Sales Force with a New 
Hire and a Promotion 

Continuing to grow 
both its outside 
and inside sales 

teams, Braxton-Bragg has 
hired Jose Figueroa as 
its second outside sales 
associate in the California 
area, added another Viper 
Van mobile sales unit, 
and promoted Andrew 
Geronimo to manage the 
newly-created Customer 
Delight Group (CDG). The 
CDG ensures a great cus-
tomer experience, whether 
the order is placed with 
outside or inside sales. 

“With the outstanding 
success we have seen from 
our outside sales presence 
on the West Coast, we 
have decided to continue 
our growth and enhance 
our offering by adding 
a second sales associate 
based in California,” said 
Rick Stimac, Braxton-
Bragg CEO. 

“Jose Figueroa comes to 
us with a successful track 
record, and extraordi-
nary industry experience, 
having worked with both 
GranQuartz and Hard 
Rock Tool.  Jose will be 
driving our second Viper 
Van, which will provide 
a much-needed inventory 
presence in theWest Coast 
area, continuing the mo-
bile sales success we have 
had in Tennessee.”

With the ongoing 
growth of the compa-
ny’s outside sales team, 
the CDG group has been 
created to streamline 
communication between 
the inside and outside 
sales teams. Dedicated 
employee of eight years, 
Andrew Geronimo, will 

act as the single point 
of contact for both sales 
teams, so they don’t miss 
a beat in this fast-paced 
environment. 

“In his eight years with 
the Braxton-Bragg in-
side sales team, Andrew 
has proven his willing-
ness to do whatever it 
takes to get the job done, 
while embodying our 
company values,” said 
Stimac.  “We are proud 
to promote Andrew, and 
share in his growth, as he 
continues to help grow 
Braxton-Bragg.” 

For 25 years Braxton-
Bragg’s philosophy has 
been to offer exceptional 
products and first-class 
service to its partners in 
the stone, tile and con-
crete industries. For more 
info, visit braxton-bragg.
com and facebook.com/
braxtonbraggllc.

Jose  Figueroa, New West 
Coast Sales Associate

Andrew Geronimo, 
Customer Delight Group

“Build for the day 
 you will not see.”  

– Thomas Chalmers
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The Slippery Rock Classifieds
For Sale

ScandInvent AB - Cn Cut C-3 2004. 
ScandInvent AB Cn Cut C-3 for sale. 
Purchased new in 2004 and in good 
condition now. This small bed, CNC 
is for sale by the original owner for 
$12,500.00. Please call or email for 
pictures. Hunter Olive – bette@olive 
glassandmarble.com. (910) 484-5277. 
Serial No. S-102-000-13.

_____________

Bridge Saw with Hydraulic Table 
and Jib Crane. 13´ Mecc. Grego-
ri Bridge Saw (1975) 240W 3 phase 
with Hydraulic Table (roughly 12´ x 
70˝ table) and Jib Crane (rated for at 
least 1/2 ton). Selling shop, equipment 
must go; asking $20,000 OBO. Lo-
cated north of Atlanta, any questions 
feel free to call or text during normal 
business hours. Contact: David Rich-
ter,  stonefab151@yahoo.com or call 
770-548-3935.

_____________

Edge Machine. Marmo LCV 711 Flat 
edge machine. Plugged in and running 
when this posted. I purchased new in 
2004. Needs TLC. If you’re looking 
for mint condition, this is NOT it. 
If you want one that runs but needs 
some work and is priced right—this is 
it! $7,000.00. Located in Mid-Michi-
gan. Look up on You Tube Video; The 
Stone Specialist. Email for more info 
edgemachine@stonespecialists.net.

_____________

Business Opportunities

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

___________ 

MARBLE IMPORTING BUSINESS 
for SALE. Owner is retiring. 30-year-
old marble business for sale at actual 
inventory cost of $250K. Resale mar-
ket value is $500K + Majority of 
inventory consists of highest qual-
ity White Thassos slabs and large 
tile sizes. Inventory includes other 
semi-white material like Carrara and 
Volakas slabs, tiles. With acceptable 
offer, business name, telephone, fax, 
website rights and 1 forklift will be 
included with the sale. The centrally 
located Houston, TX office and ware-
house also available if needed for 1 
year free rent, with acceptable offer. 
In addition, owner offers help for 1 
year to assist and introduce buyer 
to factories and quarries in Greece. 
Email  nickpelasgos@gmail.com for 
more information.

___________

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.

___________

Complete TV shop in Colorado. MES 
is selling a complete Thin Veneer/
custom 6,000 sq. ft. manufacturing 
plant in Glenwood Springs, Colorado. 
Equipment: 4 axis CNC wire saw 
(Xianda) new, Yonani 48˝ thin veneer 

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 

TOUGH TOOLS

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

TOUGH TOOLS

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

METAL, GRANITE & MARBLE

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

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

METAL TIP

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

FOR USE 
IN ALL 
FABRICATION

saw–new, 32˝ custom TV saw, stone 
mason splitter, radial arm polisher, 
overhead crane, fork lift, Fraccaroli fil-
ter press, stone inventory. Access to the 
Aspen and Vail high-end stone markets. 
Health reasons force sale. $375,000 
OBO. Contact: Robert 970-445-0321,  
Rockcreek2009@gmail.com. 

___________

Stone Care

ATTENTION Fabricators: 
To discover how you can make 
extra money selling this prod-
uct call 800-575-4401 and ask for 
details. FINALLY, Seal, Protect, 
Polish, Enhance and Clean Stone with 
consumer friendly Supreme Surface 
Cleaners. Supreme Surface stone care 
products offer the most advanced clean-
ing and conditioning technology avail-
able on the market today. The line of 
products with the exclusive ioSeal™ pro-
tectants are formulated to be more than 
just granite cleaners and cleaning prod-
ucts for natural stone. Using Supreme 
Surface products with ioSeal™ is a daily 
treatment, formulated to condition as 
well as improve the look and feel of 

your granite countertops, quartz count-
ers, marble and other stone surfaces, as 
well as protecting them against common 
issues such as stains, hard water spots, 
soap scum build-up and more. Supreme 
Surface cleaners for natural stone 
are non-toxic and 100% naturally 
derived. Unlike other granite cleaners 
and cleaning products for natural stone, 
Supreme Surface cleaners are designed 
to clean and polish your stone, and then 
ionically seal and protect against stains 
with ioSeal protectants. With every use, 
you will noticeably improve the feel 
and reflection of granite countertops, 
enhance the colors of tumbled and 
honed travertine, marble and more. 
Visit www.consumerstonecare.com for 
more info.

_____________

•132 TON SPLITTING FORCE   

• 25.2” BLADE LENGTH and   

 17.72” SPLITTING HEIGHT

•15 KW PUMP UPGRADE   
 PRODUCING BLADE SPEEDS of;

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

•TESTED and PRESSURES SET   
 PRIOR TO SHIPMENT

IGLOO 120 
640 X 450 

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

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.

2019 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

September 2019 Wednesday, July 24, 2019

October 2019 Wednesday, August 21, 2019

November 2019 Wednesday, September 25, 2019

Join Us 
Each Month!

For your subscription requests, 
address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

Become a Stone & Tile Inspector
Stone Forensics is now offering 

its popular Stone Inspection Sem-
inar 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, lip-
page, and more.

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

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

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

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

LESS THAN

$120/MO

with our  

easy financing

 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

Formidable. Powerful. Trustworthy.
Vandalism, Schmandalism

IN the Arctic region of 
Murmansk in Russia, an 

abandoned railway bridge was the 
quarry of ambitious metal thieves 
who removed the 75-foot-long 
center span, leaving only the sup-
port structures near either shore.

Locals noticed the section of 
the bridge was missing in May, 
reported the BBC. While the 
missing span would have weighed 
about 62 tons, it was estimated 
to be worth only about $9,000 
(U.S.). Russian law enforcement 
is looking into the theft, but locals 
are nonplussed: One mused that 
the remaining structures would 
be “eyesores” for a long time 
to come, then shrugged: “Ah, 
who cares; this isn’t Germany. 
Restoring order to the landscape 
is not high on the agenda.”

–––

From Russia 
with Love

A puppy and its 43-yearold 
owner are recovering after 

getting trapped in a garbage truck.

Provo, Utah Police Sgt. Nisha 
King said officers rescued the 

Not Your Average Rescue Call
man and his puppy after they got 
caught by the truck’s compactor 
mechanism. The unidentified 
man and puppy were sleeping in 
a dumpster when the truck col-
lected and compacted the bin’s 

contents with them still inside.
The driver stopped the machine 

after hearing the man call for 
help. He sustained minor injuries 
and was treated and released from 
a local hospital.

King said the pit bull-lab mix 
puppy was not hurt and has been 
transported to a shelter.

Russians Lending a Hand

Men looking for diversion 
in Krasnoyarsk, Russia, 

entered the Male Slapping 
Championships, part of the 
Siberian Power Show, in March, 
wherein contestants slap each 
other so hard that some of them 
sustain concussions.

And now, according to 
RT News, female Siberians 
now have their own contest 
called the “Booty-Slapping” 
Championships. For this event, 
which took place in mid-June, the 
women, all fitness enthusiasts, 
take turns whacking each other on 
the derrière until one is knocked 
off balance. 

Fitness blogger Anastasia 
Zolotaya, one of the contest’s 
winners, features demonstra-
tions of the serious workouts she 
uses to toughen her buns on her 
Instagram page, encouraging her 
fans that they, too, can be a cham-
pion butt-slapper.

We aren’t kidding. We couldn’t 
make up anything this weird. 

“There will come a time 
when you believe every-
thing is finished. That 
will be the beginning.” 

–Louis L’Amour
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A WHOLE  OTHER LEVEL
OF PERFORMANCE, 

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

us.zenesistechnology.com

Continued from page 6 

LPI Celebrates 25th Anniversary

“Just as important as all the suc-
cess we have had over the past 25 
years and looking at all the new 
things we have on the horizon, is 
the people inside and outside the 
company. I just want people to be 
happy and enjoy life.”

 LPI develops laser measur-
ing equipment and technology 
solutions for various industries, 
including countertop, cabinet, 
glass and construction. LPI has 
sold over 6,000 lasers to more 
than 3,000 companies in over 35 
countries. LPI products are made 
in the USA with some imported 
components, and used by both the 
world’s leading automated fabri-
cators, as well as smaller, man-
ual shops. LPI has earned a spot 
on the Inc. Magazine Inc.  5000 
“Fastest Growing Private 
Companies in America” in 2017 
and 2018, and as one of the top 10 
fastest-growing private manufac-
turers in Illinois. 

Please visit the LPI website: 
www. laserproductsus.com .

Notable LPI Innovations 
include:

The LPI team is comprised of several generations of American 
families and long-tenured employees.

SL-24 Laser 
Square

GS-40 Saw 
Laser

LT-55 Laser 
Templator

Don’t mess with Texas… 
or with 41-year-old 

Doris Vallejo-Godoy of 
Austin, Texas, who pulled a 
gun on a man at La Catedral 
del Marisco, a Mexican 
restaurant, according to an ar-
rest affidavit.

The Summer scuffle began 
as a disagreement about who 
would be up next for kara-
oke, the Austin Statesman 

Hard Core Karaoke
reported. The man told police that 
as they argued, Vallejo-Godoy 
struck him, then pulled out her 
gun and pointed it at him. She 
also threatened a waitress who 
tried to intervene, the affidavit 
said. Police arrived as Vallejo-
Godoy was arguing in the park-
ing lot with her girlfriend; she 
was arrested for aggravated as-
sault with a deadly weapon and 
unlawful carrying of a concealed 
weapon. 

“I’m not an old, 
experienced hand at 

politics. But I am now 
seasoned enough to 

have learned that the 
hardest thing about 

any political campaign 
is how to win without 
proving that you are 

unworthy of winning. ”
— Adlai Stevenson I
23rd Vice-President of the U.S.

AVAILABLE AT
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Where Time Will Take Them
“What I wanted to do when I 

built this business, and I knew 
it was on someone else’s piece 
of property, and I knew I would 
be successful, was to eventually 
move to Saratoga, New York, 
live in a little house and put all 
this equipment in the barn. 

“I have a vocation and own this 
equipment, and it’s mine to give 
to my kids. That was 29 years 
ago. Now, I’d like to find a person 
who wants to be “me,” and with 
a couple of additional machines, 
this place could be made really, 
really good. I’d also suggest to 
that person that he take all this 
equipment out of here and set it 
in his own building. He could hire 
me to set it, tune it, and I would 
be available to teach him how 
to run it. And when he is sick of 
me and knows everything that I 
know, I’ll take my hand tools and 
ride off into the sunset! That’s 
what I’d like to happen. Whether 
I’m going to find someone to do 
this, or I’ll just fall over dead here 
someday, I’m not sure. But one 
thing is for sure, though. As hard 
as I’ve worked physically all of 
my life, if I were to quit working, 
my body would seize up and my 
mind would go crazy. So I have to 

keep going. I think hard work and 
thinking is good for you, and it’s 
one of the reasons I keep showing 
up. What has also kept me going 
through the years is the desire 
to carry on the tradition of stone 
carving –my passion–and to keep 
making art.“

June: “I find the history of this 
area and the Vermont Marble 
Company so interesting, that I’d 
like to live in Vermont part-time 
and spend the rest of the year in a 
warmer climate. I love the stone 
industry, and want to stay in-
volved promoting Vermont stone. 
In our own small way, we are 
very proud to have carried on the 
tradition of the Vermont Marble 
Company and the materials that 
they used.” 

“The laborer works with his 
hands, the craftsman works 
with his hands and his head, 
and the artist works with his 
hands, his head and his heart.”  
 — St. Francis of Assisi

For more information about the 
Proctor Marble Company visit 
www.proctormarbleco.com .

For more information about 
the Hearst Castle project visit the 
www.hearstcastle.org .

Above: Black granite base for the 
Belmont, New York Racetrack. 
This sculpture and base are in-
stalled in the paddock in  honor 
of the thoroughbred Secretariat, 
1973 Triple Crown winner. The 
base, fabricated by Proctor Mar-
ble Company, includes 541 hand 
carved V-grooved letters (double 
sided), finished with gold leaf. Base 
is 2-1/2 inch mitered Indian Black 
Granite. Bronze Secretariat Sculp-
ture by John Skeaping.

Left:  Hand carved Indiana Lime-
stone architectural detail, replace-
ment block for a building resto-
ration.

Below: Carved Black Slate head-
stone, V-grooved hand cut letter-
ing and border designs. This rare 
skill is practiced by few, these days.

Below: West Rutland “True Blue” marble free form 
sculpture designed to be viewed in the round (4 sides), 
showing the front and back.

Proctor Marble Company
Continued from page 21
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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

STORAGE AND SAFETY 
WITHOUT COMPROMISE

BUNDLE RACK

POST SHOES

www.braxton-bragg.com • 800-575-4401

Now Available at
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Hercules White  
Carry Clamps #6716

Only $179.95
Capacity 550 lbs.

(Also available with black pads)

YOU SAVE

$20!

– Your source for the complete line of HERCULES®BRAXTON-BRAGG 

YOU SAVE

$140!

Call today! Sales and special offers end August 31, 2019

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

YOU SAVE

$10!

Hercules Shop Cart #6706

Only $179.52
Capacity 2,200 lbs.

Hercules Slab Rack #6699

Only $1,349.82
Capacity 6,000 lbs. 

between each set of poles

MATERIAL HANDLING SOLUTIONSMATERIAL HANDLING SOLUTIONS

MADE IN THE USA

Husky Gantry Bridge Saw

Tilt-A-Slab Table

Rydrator

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

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

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

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

Distributed by

Call

800-575-4401 

For Equipment 

 Financing Options

LESS THAN

$1,150/MO

with our  

easy financing*

LESS THAN

$115.00/MO

with our  

easy financing*
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