
The Beacon of The STone InduSTry   w w w . s l i p p e r y r o c k g a z e t t e . n e t

January 2019
Volume 25, 

Issue 295

Braxton-Bragg has a lot to 
celebrate in 2019. Located 
in Knoxville, Tennessee, 

Braxton-Bragg has provided 
quality tooling and supplies to 
the stone and tile industries for 
25 years, and 2019 will be the 
company’s year-long anniversary 
celebration. 

It’s not just a celebration of 
the business, though. CEO Rick 
Stimac said it’s a celebration of 
the people, including staff, clients 
and suppliers, who have contrib-
uted to Braxton-Bragg’s longevity 
and continued success.

“Everybody talks about how 
important people are, but I think 
sometimes in companies that’s 
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lost. We do a really good job of 
living that. We’re blessed with 
great people here. This is a 25th 
anniversary celebration of us and 
our partners. That’s how we make 
the customer delight and every-
thing we’re able to make happen 
every day,” Stimac said.

And Braxton-Bragg is finding 
unique ways to commemorate 
those 25 years, including chari-
table giving, employee recogni-
tion, product launches and special 
events.

Twenty-five Good Deeds
Stimac said he’s most ex-

cited about the charitable part 
of the 25th anniversary fes-
tivities. Starting in January, 

Please turn to page 2

Page from Braxton-Bragg’s 
first catalog in 1994.

Braxton-Bragg’s employees will 
select local charities and organi-
zations to boost, whether through 
money or volunteer effort. With 
two or three a month for the 
whole year, that will be one for 
every year Braxton-Bragg has 
been in business.

“We’re putting up a calendar 
of events each month that we’re 
going to be doing, and our people 
will have input to say what they 
want us to do, things that they 
might be behind already that we 
can support and add more things. 

I’m pretty excited about being 
able to give back to the commu-
nity that way,” Stimac said.

Coming Events for 
Employees and Partners

Braxton-Bragg will host two 
special events in 2019, exact 
dates to be announced. The first 
will be a Partners in Excellence 
event, in which Braxton-Bragg 
will host customers and suppliers 
in the company’s hometown of 
Knoxville. Customers and sup-
plier partners will enjoy a golf 
outing, dinner, networking and a 
chance to hear some market intel 
from Braxton-Bragg’s profes-
sional staff.

That staff will take center stage 
at another event, this one focused 
on Braxton-Bragg’s team of em-
ployees. Stimac said the event 
will take place in the summer and 
will celebrate employee longev-
ity, from five to 25 years. One 
employee, Jack Harrison, has 
been with Braxton-Bragg all 25 
years.

“There’s a lot of tenure here at 
Braxton-Bragg. We want to rec-
ognize them for their time and 
commitment to the company,” 
said Stimac.

New Logo, New Products
In honor of the 25th anniver-

sary, Braxton-Bragg will be roll-
ing out a new logo, along with “a 
relaunch or rejuvenation” of the 
distributor’s private-label brands, 
Stimac said. These products will 
have redesigned packaging show-
casing the new logo. Braxton-
Bragg is enhancing the quality of 
its private-label brands and add-
ing to the breadth of each line of 
products.

“For example, our Viper line 
will have blades that will work on 
the new products that are out on 
the market. With all the new ma-
terials being used for countertops, 
we’ll have a product offering to 
go with that,” he said.

http://www.slipperyrockgazette.net
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In addition, Braxton-Bragg will 
add more national-brand prod-
ucts, including Hercules Material 
Handling, Stone Shield Vinyl 
Ester and a line of Viper Den in-
stallation and fabricating accesso-
ries, all available in January 2019.

“The last couple of years, I think 
we’ve taken a step back in our rel-
evance in the market because we 
didn’t have the national brands 
that were needed. We’re push-
ing towards offering a complete 
line and becoming fabricators’ 

done some strong benchmarking 
and hopefully are supporting the 
fabricators through more infor-
mation, more training, good sales, 
marketing and business develop-
ment. How can the fabricators 
be healthy so we can partner and 
grow? I think we’ve positioned 
ourselves to do that.”

Continued from page 1 one-stop shop. All these national 
brands carry a lot of weight as 
far as brand recognition. They’re 
quality, higher-level products. 
They are leading technologies in 
the industry,” Stimac said.

Planning the Future
Stimac said Braxton-Bragg is 

planning 25 more years on the 
cutting edge of the stone indus-
try, both by looking back on the 
company’s history and planning 
for the future.

“I think many firsts happened 

because of Braxton-Bragg, 
whether it was offering superior 
service to the industry, offering a 
value price that helps and supports 
the fabricators, or understanding 
what we can do to bring educa-
tion to the industry by having the 

In the coming months, you 
can read about the activities of 
Braxton-Bragg’s 25th anniver-
sary celebration on the pages of 
the Slippery Rock Gazette, on the 
company’s new website at www. 
braxton-bragg.com, or follow 
them on Facebook.

 

Slippery Rock Gazette in place,” 
he said. “For 25 years, we’ve been 
around through the good times 
and the bad times of this industry. 
We’ve also been willing to drive 
new things in the industry. We’re 
not resting on our laurels. 

“The opportunity is here for us 
to rejuvenate what Braxton-Bragg 
means to the market. This is an op-
portunity for us to communicate to 
the industry what we’re doing to 
help the fabricators. We’re bring-
ing efficiencies that no one else in 
the industry does.”

Those efficiencies, said Stimac, 
include a revamped website, an eas-
ier ordering process, and the ability 
to receive the complete order all in 
one package. Still in place, as al-
ways, are Braxton-Bragg’s excel-
lent customer service and 30-day, 
no-questions-asked guarantee.

“Keeping our base of service and 
technology and leading in those 
areas is important,” said Stimac. 
“We’ve evolved over the years, and 
now we have a pretty clear mission 
and values that will have us going 
for the next 25 years.”

Although Stimac has only been 
with Braxton-Bragg for a year, he 
said work done in 2018 is setting 
the company up for success in 2019 
and beyond.

“I think that we’ve really taken 
an analytical look at the business, 

Clockwise from top left: Braxton-Bragg is launching new looks, 
lines and brands as the company moves forward into the next 25 
years. An early preview of products debuted at StonEX Canada 
in December, 2018.
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It is a 
tremendously 
important and 
never-ending 

problem for the 
self-governing 

American people to 
be… ever alert and 
vigorously active 
in… combating 

 wherever necessary, 
any and all threats 

to Individual 
Liberty and to its 

supporting 
system of  

constitutionally 
limited 

government. 
— Samuel AdamsCall 1-800-575-4401 or Order Online 

www.braxton-bragg.com
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Make the Investment.

Become Accredited.

Get the Seal.

www.naturalstoneinstitute.org/accreditation

Training & Education

This takes a bit of inves-
tigation as the true core 
cause is often not the same 
as your first impression.  
Drill down; investigate; 
ask questions.

• The Callback was re-
quired because one top did 
not fit. Why was that?
• Was the template 
correct?  
• Is the equipment prop-
erly calibrated?
• Is the template tech 
properly trained?
• Did the cabinets change 
after template?
• Did the cut parts fit the 
template?
• Could the slab have 
shifted on the router?
• Did you properly check 
the quality and dimensions 
of the piece before it left 
the shop?

It does take a bit of ef-
fort to drill down to the 
true core cause, but there 
is no way to stop the reoc-
currence of these problems 
unless you know the causes 
and you take definitive 
actions to prevent them. 

The Law of 
Unintended 

Consequences
By the way, some of the 

common steps that fab-
ricators take to address 
Callbacks may not help at 
all.  

An assigned Service 
Person can become a 
crutch for the Install 
Teams. “Why do I need 
to spend more time on this 
job? Joe can fix it.”

The Curse of Callbacks
Ed Hill
Synchronous SolutionsA Cal lback  i s 

defined as an 
unplanned return 

trip to the jobsite, for any 
reason, to complete an 
installation. It does not 
matter who is at fault (the 
installer, the shop, the 
customer or anther trade). 
The effect is the same:

• The Customer is disap-
pointed (at best) or out-
right angry (at worst). 
Word is spread to their 
friends and family that the 
fabricator did a bad job. 
Lost goodwill is very dif-
ficult to regain.

• The valuable time of the 
install team, or a service 
person must be utilized to 
complete the repair on a 
return trip.

• The established install 
schedule can be disrupted 
due to the need for re-
turn trips to jobs that 
should have been already 
finished.

• Your entire operations 
team must deal with the 
resolutions, which adds to 
the daily chaos.

• The financial cost of the 
return trip for the fabri-
cator is very significant. 
It is much more than the 
labor cost of the Installers 
and the gasoline used by 
the truck.  It includes the 
“opportunity cost” of 
the Throughput ($T) that 
could have been earned 
if that install team could 
focus on a new job.

Multiple return trips to 
complete a repair actually 
compound every one of 
these issues.

What to Do,  
What to Do?

First of all, you should 
know your Callback Rate. 
This is the percentage 
of all installation jobs 
requiring an unplanned 

return trip. Simply keep 
track of the total number 
of jobs scheduled and the 
total number of return trips. 
Divide the number of return 
trips by the number of jobs 
and you have the Callback 
Rate. A realistic goal, al-
though admittedly a tight 
one, is five percent, mean-
ing five jobs out of 100 re-
quire an unplanned return 
trip. 

However, I have found 
that it is more common that 
companies don’t know what 
their Callback Rate is, and 
when we do calculate it, the 
actual performance is more 
like 25 percent or more. I 
actually have seen Callback 
Rates exceeding 50 per-
cent of all jobs. This is an 
unsustainable level of per-
formance. Customers will 
disappear as your competi-
tion finds a way to do much 
better than this.

Knowing the Core 
Causes is the First Key
Measuring the Callback 

Rate is a start, but only that. 
More importantly, you will 
need to know the true core 
causes of these issues. What 
is the original domino to fall 
that caused all the others to 
fall? Please turn to page 8

Park Industries Offers Educational  
Sessions at Their TISE 2019 Booth

The Mandalay Bay Convention 
Center in Las Vegas will open its 
doors to an excited mass of stone 

and surface attendees on Wednesday, 
January 23, 2019. This three-day event will 
showcase the newest technology advances 
from various companies and educational 
sessions from speakers with a wide array 
of expertise. 

Park Industries® is North America’s 
largest manufacturer of stoneworking 
machinery and an educational partner in 
the stone industry. Visit Park Industries® 
Booth  number 3825 at TISE 2019 to view 
leading stone technology and discuss bet-
tering your stone fabrication process. Park 
Industries® will offer booth presentations 
on various topics such as CNC Router pro-
gramming, the Digital Fabrication Process, 
and Waterjet 101 during TISE 2019.

When: January 23 to January 25 
Where: Mandalay Bay Convention 
Center in Las Vegas 
How: Register to attend TISE 2019. 

Simply let Park Industries know you 
will be stopping by Booth 3825!

Why Should I Attend TISE?
• Hear from industry experts during 
the education sessions as they discuss 
technology, stone tips, and business 
strategies.
• Network with attendees and exhibi-
tors as you visit many booths at TISE.
• Learn about the latest advancements in 
technology and surfacing trends.
• Experience educational presentations 
in Booth number 3825.

Learn more and register to attend 
at www.parkindustries.com/events/
tradeshows/tise/#

If you can’t 
measure it, 
you can’t 
manage it.

http://www.parkindustries.com/events/tradeshows/tise/#
http://www.parkindustries.com/events/tradeshows/tise/#
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NTCA Elects New 
Executive Leadership

The National Tile 
Contractors 
Association 

(NTCA), the world’s largest 
tile contractor association, 
elected new members of its 
executive leadership at its 
annual meeting, held during 
Total Solutions Plus in 
Dallas, Texas at the end of 
October. Members voted 10 
new members into its exec-
utive board and committee.

“Our 2019 leaders are 
starting their terms at an 
exciting time in NTCA 

history,” said NTCA 
Executive Director Bart 
Bettiga. “We are increasing 
our international presence, 
looking at ways to tackle 
the qualified labor short-
age, and starting to offer 
new business benefits to our 
members. I look forward to 
working with this leader-
ship and am confident it will 
support the staff and me as 
we look to grow NTCA in 
exciting new ways.”

Among the elected are 
Martin Howard as chairman 
of the board, Christopher 
Walker as president, Martin 
Brooks as 1st vice presi-
dent, and Sam Bruce as 2nd 
vice president.

since 1978. He is a recog-
nized industry consultant 
and hold seats on the NTCA 
Methods and Standards 
Committee and the ANSI 
A108 Committee. Brookes 
is also a member of and in-
spector for the Institute of 
Inspections Certification 
Restoration.

Bruce is the president 
and operations manager of 
Visalia Ceramic Tile, Inc. 
and has over 20 years of in-
dustry experience. Bruce pre-
viously served as an NTCA 
Regional Director.

Addit ional  members 
of NTCA’s Executive 
Committee and Board of 
Directors who will take of-
fice Jan. 1, 2019 are:

James Woelfel, Artcraft 
Granite Marble & Tile Co. 
– Board Advisor

Nyle Wadford, Neuse Tile 
Service, Inc. 
– Board Advisor

John Cox, Cox Tile, Inc. 
– Board Advisor

Roger Leasure, Northern 
California Tile and Stone 
– Region 11 Director

Josh Castelli, Christian 
Brothers Flooring  
– Region 12 Director

Mike Vail, Florida Tile 
 – Distributor Representative

The National  Tile 
Contractors Association 
(NTCA) is a non-profit trade 
association serving every 
segment of the industry, 
spearheading education for 
the professional installation 
of ceramic tile, natural stone 
and allied products. 

For more information, 
please contact NTCA exec-
utive director Bart Bettiga at 
bart@tile-assn.com, via tele-
phone at (601) 939-2071, or 
visit www.tile-assn.com. 

Left: Christopher Walker, new NTCA president, and 
Martin Howard, new NTCA chairman of the board

Howard oversees the Tile, 
Stone, and Pre-Construction 
Divisions, including all 
Branch Operations, of 
David Allen Company. He 
has more than 37 years’ 
experience in the construc-
tion industry. Howard pre-
viously served as NTCA 
President and is a member 
of its Technical, Standards 
and Methods, Training and 
Education, and Finance 
Committees. Additionally, 
he represents the NTCA 
on the Tile Council of 
North America (TCNA) 

Handbook Committee. 
Walker is the current 

vice president of David 
Allen Company. With over 
30 years in the industry, 
Walker has been associated 
with the successful comple-
tion of millions of square 
feet of residential and 
commercial projects. He is 
also the chairman of ANSI 
A-108 and US TAG ISO 
T-189 Committees, and 
is a voting member of the 
NTCA Reference Manual 
and the TCNA Handbook 
Committees.  

Brookes, founder of 
Heritage Marble & Tile, 
Inc., has been active in the 
masonry and tile industry 

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

“No one’s ever achieved 
financial fitness with 
a January resolution 
that’s abandoned by 

February.”
– Suzi Orman

mailto:bart%40tile-assn.com?subject=
http://www.tile-assn.com
http://www.braxton-bragg.com
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Please turn to page 26

Granite Empire: Four 
Locations and Growing

Imagine, if you will, opening the 
doors of a new stone business 
in 2008. Just to put things into 

perspective, it was the year that the 
financial institutions collapsed into 
the arms of the Fed and the DOW 
plummeted to just over 6,000 points. 
Adding to this chaos, just a year 
later, the banks quit lending. To say 
the least, it was a difficult time for 
any rational entrepreneur to even 
consider a new company, especially 
one that supplied the housing market 
– which at that time had flat-lined. 

   
Difficult? Not so much, recalls 

Ivan Renita, owner of Granite 
Empire. “I came to the stone indus-
try in 2008 when my brother, Ivan 
Grek and I decided to build a granite 
countertop company. 2008 was not 
a great year to start a business, but 
we worked hard and it turned out 
to be a very good year for us. We 
then decided to build the company 
a little bit bigger and hire more peo-
ple to help it grow up. Then, after 
a few years in the same location, 
we decided to extend our business 
and give more opportunities to more 
employees, and by 2013 we had de-
cided to open up other locations in 
eastern Tennessee.” 

Current locations for Granite 
Empire include their corporate 
headquarters in Nashville as well 
as Murfreesboro, Old Hickory and 
La Vergne, Tennessee. All locations 
feature full manufacturing capabil-
ities as well as showrooms, while 
seventeen offsite showrooms ser-
vice other states including Georgia 
and Alabama. 

While a 50/50 mix sales ratio of 
engineered and natural stone satis-
fies the majority of the company’s 
clients, cabinets supplied by sister 
company Cabinet Empire help to 
round-out sales to a demographic 
looking for an attractive package 
deal. Granite Empire clientele con-
sists mainly of medium to upscale 
residential owners, designers and 
builders, as well as the hospitality 
market. 

That said, all four locations have 
clients with lower budgets, and 
they form a significant part of sales. 
Installation of the company’s hun-
dreds of kitchens per month are all 
done by in-house crews at all lo-
cations. Granite Empire does not 
install tile themselves, but they 

coordinate with several local tile 
companies to help their clients 
achieve their dream kitchen design. 

An Empire Built on 
Synchronicity

Four locations, hundreds of peo-
ple on staff, and an average sev-
en-day turnaround is one heck of a 
workload and responsibility. How 
does Renita do it without seemingly 
breaking a sweat? 

“First, let me say this,” said 
Renita. “I will not open a new lo-
cation without people I can trust 
to do the job. Second, at anytime I 
can go to my computer and see the 
sales, the expenses and the profits 
and losses at every location. This 
lets me know how much money to 
take every month and how much to 
invest. 

“We like to make our people 
happy, and they like to make me 
happy, and they are happy to share 
every receipt in our tracking pro-
gram. We have extremely qualified 
people from sales to installation and 
everything in between who coordi-
nate the day-to-day goings on. Our 
managers understand and help our 
people as well as help each other, 
and I understand our managers. If 
anyone is having a problem, they 
or I go to them to try and fix this 
problem whether it is a sales, shop, 
installation problem or something 
else.”

Safety, another element in syn-
chronicity, is paramount within 
all locations and vital to long term 
prosperity, explained Renita. “Every 
person has been given what they 
need to safely work in our shop, to 
deliver materials to the job sites, or 
to do installations. We use all the 
latest and best safety equipment 
available to us for the stone industry 
to keep our people and customers as 
safe as possible. We will try what’s 
out there, and if we like it, we’ll use 
it. It also depends on what state or 
area we are working in. Are there 
mountains or is flat, is there a lot 
of rain or a lot of snow? Even just 
from Nashville to Alabama, just a 
two hour drive, there is a difference 
in the weather and terrain. So we try 
and look for appropriate solutions.”

Peter Marcucci
Photos Courtesy Granite Empire
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Savings Strategies, Part Two Sharon Koehler
Artistic Stone Design

IN my November 2018 column (Holiday Saving 
Strategies), I wrote about a couple of apps 

that could save you some money over the holidays 
and in the upcoming year. I hope those worked out 
for you. In this new year, hopefully we have all 
made our resolutions and are looking forward to 
doing better in 2019 than we did in 2018.

A common big resolution is to either spend less or 
save more. The thing is that if you spend less you 
will in theory have more. Who doesn’t want more 
money to beef up a savings account, go on vacation, 
put towards your kids college funds or pay bills? I 
know I do!

It used to be that stay-at-home moms would 
babysit for other mothers who worked. Dads would 
get second jobs. To make more you had to physi-
cally go and earn it. Fast-forward to today, and all 
the spending less / saving more help you could want 
is at your fingertips. 

Recently a big, nationwide chain retail store 
changed the way its customers could save money 
by shopping with them. They made it more difficult. 
I was aggravated by the change because in 2017, I 
saved enough in their app to by a new TV for my 
bedroom. So I decided to look for other ways to 
spend less and save more. I discovered that I had to 
look no further than my computer or phone. There 
are so many apps out there that can help you, and 
you really don’t have to do anything special except 
sign up. 

One of the apps I like is Get Upside. It was rec-
ommended by a salesman I know who uses it.** 
Get Upside is a free app that you download to your 
phone. You can instantly start saving money on gas, 
groceries and restaurants. I’m in it for the gas sav-
ings. They have not yet signed up any grocery stores 
or restaurants in my area. (The app is very new and 
a work in progress.) 

It’s simple to use. Open up the app and look for 

their deals on gas. Claim the deal that is best for you. 
Go to that station, pay at the pump and then take a 
picture of your receipt and upload it to the app. That’s 
it! I have had the app for a bit over a month and as 
you see by my screenshot, I have already accumu-
lated $13.90. I will probably cash out when it reaches 
enough for a full tank of gas.

Now, if you’re like me, you might think Shell, 
Exxon or BP gas is more expensive, so I tried a little 
test. I usually fill up at a local warehouse club, and 
it is normally a bit cheaper than regular gas stations. 
The gas there was posted as four cents cheaper than 
the app price of $2.19 at Shell, but that still means I 
am getting a rebate of 12 cents per gallon. 

The Curse of Callbacks

“I get paid regardless if I finish 
this job or not.” Trip charges to a 
customer who provided incorrect 
information are never enough to 
offset the actual loss of income.  
And, they can become a “nickel 
and dime” annoyance to the 
Customer.  

Know the True Costs 
of Callbacks

What are the true financial 
costs of Callbacks? As said, it is 
much more than wage rates, sup-
plies and fuel costs of the install 
team that does the repair. In fact, 
it is the opportunity cost of the 
lost income that could have been 
earned if that team had been able 
to install another job instead of 
taking drive time and job time to 
do that repair.  

Throughput ($T) is the mea-
sure of value added by the com-
pany. It is the monetary value 
of all that the Fabricator does. 
It is the difference between your 
investment in materials and the 
amount you are paid for the fin-
ished product. 

A $T Example:
A kitchen countertop job 
with a sales value of $5,000 
might have a material cost 
of $2,000.  The $T for that 
job is $3,000. Through the 
work of your company and 
its people, you made that 
$2,000 investment worth 
$5,000 to your Customer.  
You created $3,000 in value.  
That is $T.

Effectively, $T is only earned 
when an installation is complete 
and the Customer is satisfied. 
Customers don’t pay for templat-
ing, cutting, routing or polishing. 
They only play for the finished 
product.  Therefore, Installation 
is “where your cash register 

Continued from page 5 rings.” As such, it should be your 
point of focus.  Everything you 
do should enhance your ability 
to complete installations on time 
and with excellent quality. A 
Callback is the worst thing that 
can happen to your ability to 
earn $T. Not only did you not 
earn the $T as planned, but you 
now must commit more of that 
valuable resource to get the job 
completed.  

We measure the value of instal-
lation (and the cost of Callbacks) 
as “Octane.” This is the $T 
earned per hour of time at instal-
lation. Over the years, we have 
learned that in the countertop in-
dustry a good install team should 
earn $T at about $700 per hour 
of their time. This would include 
travel time to the jobsite and in-
stallation time at the jobsite.  In 
an eight hour day, a good Install 
Team should earn about $5,600 
in $T for the company. 

This means that when an in-
stallation team must spend time 
dealing with a job that was not 
completed on the first trip, it is 
not earning the $700 per hour 
that it should be. If it took an 
hour in drive time and an hour to 
complete the job, that is $1,400 
in lost $T for every Callback, 
every day.  

As an example, if your an-
nual sales are $10,000,000, 
your $T value would be about 
$6,500,000.  At a sales value of 
$5,000 per job, you would sell 
about 167 jobs per month. If 
your Callback rate is 20 percent, 
you would return to about 33 
jobs per month.  

Assuming each Callback takes 
two hours to complete and at an 
Octane value of $700 per hour, 
this example suggests you would 
lose about $560,000 per year 
due to Callbacks. Note that this 
is lost value to your bottom line 
–  essentially lost profits.  

Please turn to page 10

“When it comes to life the critical thing 
is whether you take things for granted or 

take them with gratitude.” 
— G. K. Chesterton

Please turn to page 9

And, that example does not con-
sider the other negative factors con-
cerning Callbacks such as customer 
dissatisfaction, lost goodwill, dis-
ruption to the schedule and added 
chaos to your organization.  

Substitute your numbers in the 
white cells in the chart below 
and calculate your true cost of 
Callbacks. Consider the impact on 
your bottom line if you could just 
cut it in half.

The Solution
First, know what your Callback 

rate is. Track it daily and accumu-
late that information over every 
month of the year.

Drill down to the true core 
causes of those Callbacks and 
analyze the data over time. Deal 
with the chronic causes first. Take 
only a few targets at a time and 
take aggressive proactive actions 
to prevent their reoccurrence.  

Know the quality and the 
quantity of the work leaving 
the shop. Check both every 
day. Develop the confidence 
that when those install trucks 
drive away, they can complete 
the jobs on the schedule and 
without undue extra effort (and 
time).
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The Curse of Callbacks
Natural Stone Institute Joins KBIS 

& IBS for Design and Construction Week®

Natural Stone Institute is 
a supporting organiza-
tion of the sixth annual 

Design & Construction Week 
(DCW). 

DCW’s founding partners, 
the National Kitchen & Bath 
Association (NKBA) and the 
National Association of Home 
Builders (NAHB), will continue 
driving the possibilities of home 
forward as the co-location of the 
NAHB International Builders’ 
Show® (IBS) and the Kitchen 
& Bath Industry Show® (KBIS) 
returns to Las Vegas, Feb. 19-21, 
2019. DCW will bring together 
more than 80,000 design and con-
struction professionals in North 
America’s largest gathering of 
the residential design and con-
struction industry.

Members of the Natural Stone 
Institute will enjoy discounted 
registration for the event, while 
the organization’s leaders will 
participate in the Design & 
Construction Week Executive 

Roundtable to discuss issues and 
trends in the North American 
housing market and exchange 
ideas with other industry thought 
leaders.

2018 Natural Stone Institute 
President David Carnevale com-
mented: “Sponsoring this event 
fits well with our mission to ed-
ucate builders and kitchen & bath 
professionals about the benefits 
of using natural stone. The attend-
ees at this event are the decision 
makers when choosing materials 
for their projects.”

“We have seen explosive 
growth in Design & Construction 
Week over the past few years, 
primarily due the draw of having 
so many big industry players all 
in one place,” said NAHB CEO 
Jerry Howard. “The support of 
the Natural Stone Institute only 

further bolsters the prominence 
of this event. DCW has become 
the premier event for our industry, 
and we expect the 2019 show to 
be the best year yet.” 

“NKBA is delighted about 
the continuation of this signifi-
cant collaboration, which brings 
so many industry profession-
als together in one place,” said 
Bill Darcy, NKBA CEO. “The 
co-location of these two import-
ant shows creates huge value for 
everyone involved, and it’s ulti-
mately a huge win for consumers, 
as we lead the way in connecting 
the industry.”

Both shows are located at the 
Las Vegas Convention Center. 
The expos are open Tuesday, 
February 19, through Thursday, 
February 21. NKBA and NAHB 
each have pre-show activities 
on tap; visit buildersshow.com 
and kbis.com for full scheduling 
and information. Registration is 
open at designandconstruction 
week.com.

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

The Seam Phantom is back!
The Seam Phantom® 

is an innovative system for producing 

near perfect seams in all types  

of stone and quartz.

Dress Flawless  
Seams in  

15-20 Minutes. 

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

MADE IN THE USA

•Grinder NOT Included

Air Kit Includes:
•Seam Phantom®

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

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

Accordingly, make sure jobs 
are completely ready each 
morning for the install teams. A 
delay of one hour to wait for the 
last pieces to be finished is lost 
$T at the same Octane Rate of 
about $700.  

Consider an Installation pay 
system that compensates install 
teams only for completed jobs. 
Typically, subcontract installers 
are more productive and they 
have a lower Callback rate. That 
is because typically they are 
paid only for completed jobs. 

You can do that with your em-
ployee install teams, too. It takes 
a cleverly designed system and 
compliance with your state’s 
Wage & Hour regulations, but 
such a plan will dramatically in-
crease productivity and decrease 
Callbacks. The Callback costs 
apply to both employee and sub-
contract install teams.

Reducing the curse of 
Callbacks should be a focus for 
your company.  The opportunity 
to improve your bottom line is 
significant.  

For more information on 
this or other Synchronous 
Solutions topics, visit  www.
SynchronousSolutions.com  or 
call Ed Hill at 704-560-1536.

Continued from page 8

Tell me how 
you will pay 
me, and I’ll 

tell you 
 how I will  

behave.

http://buildersshow.com
http://kbis.com
http://week.com
http://www.braxton-bragg.com
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IT was another brisk, 
cold day here 

in Florida. Yes, it does 
sometimes get cold in the 
Sunshine State. Of course, 
cold for us is any tempera-
ture below 52 degrees. I 
like to call this the weather 
we don’t tell the tour-
ists about! So, I prepared 
to face the bracing cold, 
grabbed my trench coat, fe-
dora and boots and headed 
out the door on my way to 
my local greasy spoon for 
a hot cup of joe and some 
ham and eggs.  Just as I 
got into the old Woody my 
cell phone rang. I hauled it 
out of my coat pocket and 
flipped my phone open. 
Yup, this old man still has 
a flip phone.

“Stone Detective, here,” 
I said in a voice that I’m 
sure sounded like I wasn’t 
awake yet.  

“Hey there, it’s Robert, 
from Fabricators.” Robert 
happened to be an old 
friend of mine. 

“What’s up, Robert?” He 
said he had a problem that 
really confused him, and he 
couldn’t think of anyone 
else to call but me. He went 
on to explain that he had a 
granite countertop they had 
recently installed, and the 
customer complained that 
it was developing some 
pink spots. He said he went 
out to check on the top and 
there were no spots. The 
customer swore that these 

Frederick M. Hueston, PhD

The Stone Detective
“Now You See It, Now You Don’t”

spots were there yesterday! 
I told him that he should 
tell the customer to have 
his eyes checked (LOL). 
We both laughed and then 
he said that he got a call the 
next day from the same cus-
tomer, and the spots were 
back. This time when he ran 
out to check, sure enough – 
the spots were there. I asked 
him if he could send me a 
pic. He said he did take a 
few, and would email them 
to me right away. I went for 
breakfast, pondering what 
this problem might be. 
Maybe some hot joe would 
kick my brain into gear.

I walked into the diner 
and bless her, Flo had al-
ready poured me a cup of 
joe. I greeted her with a nod 
as well as some of the reg-
ulars that I see practically 
every morning. “Ham and 
eggs, again?” Flo asked me. 
I grunted and nodded “yes” 
as my phone alerted me that 
I had an email. Well, this 
darn flip phone doesn’t let 
me read my emails, so I ran 
out to the woody to grab my 
tablet. Yes, I do have a few 
modern devices as well. 

I hurried back into the 
warm diner, just as Flo 
was sliding my plate onto 
the counter. I should have 
stopped to eat, but I had to 
see what these pink spots 
were all about. 

I opened my email and 
found some close-up pics 
of a Delicatus granite 
with numerous pink spots 
throughout the countertop. 
The spots looked like some 
pink Kool-Aid had been 
spilled on it.  Normally, I 
would recommend a poul-
tice, but it puzzled me that 
the spots would disappear 
and reappear. 

My first suspicion about 
the culprit was something 
bleeding from underneath 
the top. If that was the case, 
this might be one mystery 
that I would be unable to 
solve. I called Robert back 
and asked if he could send 

me a section of that 
granite type, so I 

could not only ob-
serve these spots 

in person, but also 
send it out for 
analysis.

I closed my tab-
let and started 
to attack my 

breakfast, but I 
sensed a kind of chill not 
associated with the weather. 
I ain’t as dumb as I look. I 
apologized to a frowning 
Flo before chowing down.

Several days went by and 
the stone finally arrived. I 
opened the box and there 
was a 12-inch by 12-inch 
sample of Delicatus gran-
ite. The problem was there 
were no pink spots. I got on 
the phone and called Robert 
to ask him why he didn’t 
send me a spotted sample.

Well, long story short: 
He said it had several pink 
spots when he packaged it 
up. Well, either he needed 
his eyes checked or I needed 
new glasses.  

I decided to follow a 
hunch and expose the sam-
ple to some sunlight, and 
placed the sample outside 
my office. Viola! The next 
day the spots were back. 
Now I was really perplexed, 
so it was time to send it off 
to the lab for testing.

Testing took about three 
weeks but when I got the re-
sults, I had my answer. This 
type of granite has a min-
eral known as Hackmanite, 
and Hackmanite has what is 
known as Tenebrescence. 
The following is what 
this term is and why the 
granite has pink spots that 
disappear.

Tenebrescence is defined 
by minerals that are able to 
make a color transforma-
tion; minerals that display 
the ability to change color in 
this fashion are termed ten-
ebrescent. Tenebrescence is 
the property that some min-
erals and phosphors show 
of darkening in response 
to radiation of one wave-
length and then reversibly 
bleaching on exposure to a 
different wavelength. Very 
few minerals exhibit this 
phenomenon, also known 

as  reversible photochromism, a 
term that also is applied to sun-
glasses which change color den-
sity on exposure to sunlight.

Hackmanite will change color 
from pink to gray or another light 
color. As the light changes in 
someone’s home, the countertop 
may be exposed to different UV 
wavelengths.  Another mystery 
solved. Best of all, Robert was 
able to spin the explanation so his 
clients understand they have a rare 
and interesting stone that makes 
their countertops unique.

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

Democracy is the art 
and science of run-

ning the circus from 
the monkey cage.
– H.L Mencken

Saving Strategies

The downside to Get Upside is that they 
are mainly on the East Coast and very heavy 
in the Washington DC area. However, they 
are working a program to expand. Late in 
2018 they launched in Texas, so give them 
time.

Groceries are a big expense. People have 
tried for years to save money on groceries. 
Couponing takes a ton of time and unless 
you are one of those “Extreme Couponers” 
like you see on TV, you probably spend 
more than you save in both time and 
money.

You can start saving on groceries now. 
There are lots of ways to do it. Most gro-
cery stores these days have delivery either 
through them or a third party. I signed up 
with a third party grocery delivery service 
and I love it. It not only saves time but 
more importantly it actually saves money, 
especially if you are an impulse shopper. 
My grocery bill was $125-$150 every time 
I went. Why? Because as I walk the aisles 
I see a “good deal” on something or I see 
something that isn’t on my list but I want it, 
so it goes in the cart. The third party deliv-
ery service was $99 a year. I use them every 
two weeks, so that’s about $3.80 per deliv-
ery. The thing is, my grocery bills with the 
service average between $70 and $80 every 
2 weeks. Basically, I am saving $90 - $100 
a month on trips to the grocery store, plus 
I don’t have to walk the store and stand in 
line or go out in the rain or snow. Couple 

that delivery service with the free IBotta 
app and you are saving even more. 

IBotta is also simple to use. Download 
the app. Open it up and look for rebates 
on the groceries you normally buy, at the 
store you would normally shop. (New re-
bates and savings are usually posted on 
Thursdays.) Then just take a picture of 
your receipt and upload it. IBotta lets you 
know your savings. You cash out at a $20 
minimum. Ta – Da! 

There are multiple apps out there to 
help you save time and money. Check out 
Swagbucks, Shopkick, Cashback Monitor 
and CamelCamelCamel (for Amazon), as 
well. 

With a little research you can find all 
kinds of ways to save money on the things 
you regularly purchase, and most of the 
time all you have to do is download an app 
and snap a picture. It doesn’t get any eas-
ier. Granted, you won’t get rich with these 
things, but every little bit helps. Happy 
New Year!

Please send your thoughts on this arti-
cle to Sharon Koehler, Sharon@asdrva.
rocks .

** Get Upside was recommended to me 
by a salesman. Note that because he is a 
salesman, he is reimbursed by his com-
pany for his gas expenses. He claims the 
deal and snaps a picture of his receipt. 
He gives the receipts to his boss for reim-
bursement PLUS he gets rebates from Get 
Upside. So he gets gas for free and makes 
money on the rebates. That’s a smart guy.

No, the pink coloration 
in the granite is not due 
to some odd reaction to 
resin, glues or some 
impregnating sealer.
Take another guess…

Continued from page 8

http://forensics.com
mailto:Sharon@asdrva.rocks
mailto:Sharon@asdrva.rocks
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“HE t h a t  i s 
warm for 

truth, and fearless in its 
defense, performs one 
of the duties of a good 
man; he strengthens his 
own conviction, and 
guards others from de-
lusion; but steadiness 
of belief, and boldness 
of profession, are yet 
only part of the form of 
godliness.” 

— Samuel Johnson

*50+ COLORS AVAILABLE

DOWNLOAD

COLOR MATCHING APP

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

Easy Joint Matching with AKEMI

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

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

(Uncured Product Color Example)

PLATINUM 3.0 COLOURBOND

Bulletin from the 
“Not My Fault” 

Department

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

Authorities say a pro foot-
ball fan charged with 

drunken driving after a crash 
told police he drank too much 
because his favorite team isn’t 
any good, possibly hoping for 
some sympathy from fellow 
sports-fans.

Wayne, New Jersey police 
say 57-year-old Christopher 
Greyshock, of West Milford, 
was charged after he rear-
ended another vehicle about 
5:15 p.m. one Sunday. The 
crash came about an hour 
after his team, the New York 
Jets, lost 41-10 to the Buffalo 
Bills.

Authorities say Greyshock 
told responding officers: “I 
drank too much because the 
Jets suck.”

Police say Greyshock had 
an open bottle of whiskey and 
suspected marijuana in his 
car. Besides the DWI count, 
he was also charged with as-
sault by auto.

A telephone number for 
Greyshock was not available 
to get his side of the story. It 
is not known if he’s retained 
an attorney, but here at the 
Slippery Rock, we are sure 
that Jets fans everywhere feel 
your pain, dude. 

http://www.braxton-bragg.com
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PO Box 188, Stinesville, IN 47464 

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

Let’s face it – we all 
carry little comput-
ers in our pockets. 

They are our smart aka 
“cell phones.” We can’t live 
without them. The average 
person spends over 4 hours 
a day using their cell phone. 
Besides actually talking, we 
read books, Google things 
we Must Know Right Now, 
and keep up with social 
media. We also text, play 
games, listen to music and 
navigate with GPS. Oh, the 
things we do with those 
little plastic rectangles. 

We are so attached to 
them that we carry them ev-
erywhere. We panic when 
they go missing or break, 
and we turn our cars around 
and go back home when 
we realize we have forgot-
ten them. We don’t care if 
we are late. We need that 
phone. Whether Android or 
IPhone – We MUST have 
that phone!

Unfortunately, as with 

Take Back Control of Your Phone
Sharon Koehler
Artistic Stone Design

many love affairs, there’s 
some unpleasant baggage 
that comes with your phone: 
spam/robo calls. 

I live in an area code that 
has one of the highest spam 
call rates in the country. It 
is more than annoying; they 
waste a lot of time. Now, on 
my personal phone, I have 
the option to not answer and 
let it go to voice mail. If it’s 
a local number and if it’s a 
human, I usually get super 
belligerent. If it is someone 
claiming to be from the IRS, 
I ask for their badge number 
and threaten to report them 
to my lawyer. They usually 
hang up and don’t call back. 
I then block those numbers, 
but spammers can change 
phone numbers quicker 
than lightning. I feel it’s a 
losing battle. 

However, on my work 
phone I need to answer all 
calls. Those spam calls are 

the worst part of my day. 
Yes, my work phone is reg-
istered on the Do Not Call 
list, and I put those spam 
numbers on my block num-
ber list, but spammers don’t 
care. They just change their 
number and call back again 
and again and again. The 
madness never stops. 

But my friends, the mad-
ness CAN be stopped or at 
least slowed down. There 
are apps out there that you 
can download to your phone 
that intercept and reroute 
spam/robo calls, and thwart 
human spammers. The idea 
is that the app intercepts 

your call. It very quickly 
compares the number call-
ing to its huge database of 
illegal and known spam 
numbers. If there is a match, 
it stops the call before it gets 
to you. If there is no match 
then the calls go through to 
you. This all happens in the 

same general principle of 
comparing the incoming call 
number to a data base, there 
are big differences between 
the apps themselves. 

Nomorobo has a free land-
line setup but cell phones 
are $1.99 per month per de-
vice, after a two-week free 
trial period. I checked on 
their star rating and it’s not 
great, but a lot of the bad 
reviews center around peo-
ple not realizing there was 
a cost associated with the 
app. That struck me as a bit 
odd because it very clearly 
states on their website that 
landlines are free, but there 
is a charge for cell phones. 

Other reviews say the app 
does not stop ALL spam/
robo calls, but I think those 
expectations might be a 
bit high. Not one robo call 
app claims to have a 100 
percent intercept rate. But 
Nomorobo’s landline set up 
is interesting because as the 
spam/robo call capital of the 
U.S., we get at least four to 
five spam calls a day. Think 
of the time we save with 
this. We can actually work 
instead of being interrupted 
or wasting time. WOW!

RoboKiller goes a step 
further. If they intercept a 
spam/robo call and there is 
a human on the other end, 
their answer bots actually 
talk to the scammer and tie 
them up for a while, wasting 
their time. You can go to 
their website and listen in. 
They actually record those 
calls and make voice prints 
to help identify spammers. I 
checked their star rating as 
well, and while not terrific, 
again, a lot of the reviews 
are based on cost and not 
a failure to block 100 per-
cent of the calls. It is very 
clearly listed on their web-
site that the cost is $2.99 per 
month after a seven day trial 
period. 

There are lots of options, 
so make sure to pick the one 
that is right for you. Fight 
back. Fight to win.

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

Record 
Catch: 

Move Over, 
Bass Pros

Officials say a 
Florida trapper has 

captured a record-set-
ting python as part of a 
program to remove the 
invasive species from 
the Everglades.

A South Florida 
Water Management 
District news release 
says Kyle Penniston 
captured a 17-foot, 
5-inch (5.3-meter) fe-
male Burmese python 
while hunting on dis-
trict lands in Miami-
Dade County late one 
Monday.

Officials say the 
snake weighed in at 120 
pounds (54 kilograms). 
It’s the third caught 
as part of the Python 
Elimination Program 
that measured more 
than 17 feet.

Python hunters have 
now eliminated 1,859 
of the snakes on dis-
trict lands. Penniston 
is second among the 
hunters, with 235 
snakes trapped. Brian 
Hargrove has dis-
patched the most with 
257.

Officials say invasive 
Burmese pythons have 
no natural predators in 
the Everglades ecosys-
tem and have decimated 
or endangered native 
wildlife populations.

blink of an eye. Yes, some 
calls may get through if they 
are not yet on the database. 
But if one does get through, 
you can report it and have it 
added to their database. 

If the app detects a spam 
or robo call it simply gives 
a message that the call has 
been blocked and hangs up. 
Some apps do have blocked 
call history logs that you can 
view, while others let you 
rely on the call log for your 
phone. 

Before you decide what 
you want to do, be sure to 
do the research. While most 
of the apps work under the 

© MARK ANDERSON. www.andertoons.com

“Someday we are going to look back on this 
and  laugh… because I’m recording it all in 

HD on my iphone!”

mailto:Sharon@asdrva.rocks
mailto:Sharon@asdrva.rocks
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RACKS & STORAGE 
SYSTEMS

TABLES &
ACCESSORIES

A-FRAMES, CARTS
& DOLLIES

*Exclusions may apply 

NEW Stacking Box
Designed for easy & safe access 
to vanity’s, cutoffs, remnants 
or valuable stone that would 
normally be discarded. 
Model STKB

NEW Single Sided A-Frame
Single sided storage for your 
materials for space savings. 
Model SSECOA

800.991.2120   Groves.com

SAVE 10%
January 23RD through April 19TH 2019
ON ALL GROVES PRODUCTS!

STORAGE FABRICATION TRANSPORTATION

NEW PRODUCTS AT TISE BOOTH #4037
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Stone Restoration and 
Maintenance Corner
What’s Your Niche Market?

Bob Murrell 
M3 Technologies
Photos by Bob MurrellHappy New Year, 

everyone! I hope 
that 2018 was a 

good year for you. It seems 
the older I get, the faster the 
years fly by. When we were 
young, we couldn’t wait 
for the next day, month, or 
year. Waiting on that 16th 
birthday and the magical 
driver’s license seemed to 
take forever. Then the next 
milestone was 21, right? 
Now, I wish I could slow 
the hands of time down. 
Way down. But alas, all life 
is ultimately finite, so I try 
to make the most of it, and I 
suggest you do, too.    

I know that in today’s cli-
mate, we must try to expand 
our business models to be 
more diverse. We want to 
stay busy, and not every 
project is a perfectly square 
foyer of Crema Marfil. As 
professional stone contrac-
tors, we potentially restore 
marble, granite and most 
natural and engineered 
stones. However, we also 

quite difficult sometimes, 
depending on the coating 
being removed. You will 
almost always need to re-
move the coating using a 
chemical process in order 
to avoid compromising the 
textured surface profile. 
Removing the coating by 
grinding would, by default, 
damage the textured profile.

Coatings can be removed 
from terrazzo and concrete 
by chemical means, too, but 
can also be mechanically 
removed when that would 
be most efficient and expe-
dient. Lippage and textured 
surfaces are not normally 
associated with these sur-
faces, with a few exceptions 
such as joints that have 
moved. Normally, terrazzo 
simply has a floor finish, 
which can be stripped using 
alkaline products and black 
pads. However, concrete 
may have heavy applica-
tions of epoxy and/or ure-
thanes. Surface prep crews 
use large planetary grinders 
or shot blasters with dust 
extractors for this type of 
work. Many contractors do 
surface prep work as their 
primary source of income. 
Large industrial and man-
ufacturing plants are the 
typical customers for this 

do terrazzo, ceramic tile, 
decorative concrete, and 
sometimes the occasional 
Corian as well. You prob-
ably do everything from 
simply polishing, to lippage 
removal, honing, filling and 
repairing. 

Many of you do grout re-
pair like tuck pointing (re-
moval and replacement), 
crack and chip repair, stone 
or tile replacement, stain re-
moval, pressure washer or 
Hotsy work, and even more 
complicated projects.

I have covered slate in 
previous articles, and the 
issues that can arise from 
coatings that are many 
times applied to slate, 
flamed granite, and other 
similar stones. The removal 
of coatings and prepping 
the surface for a new one 
or a color enhancer can be 

business plan. Contractors 
typically come in, remove 
the existing coating with 
coarse diamonds and/or 
scrapers, profile the surface, 
then apply a fresh coating. 
Normally, this is all accom-
plished during plant clo-
sures such as weekends and 
holidays.

Other contractors stick 
mainly with pressure wash-
ing or hot water and steam 
cleaning. Spinners have 
become a staple for many 
of these guys. These larger 
units can cost upwards of 
$25,000 to $50,000. With 
such equipment, they are in-
vested in this type of work. 
Pool surrounds, sidewalks, 
patios and many other exte-
rior stone and concrete ap-
plications are plentiful, so 
most stay busy. With these 
truck or trailer mounted, 
diesel powered, 4,000 psi, 
250 degree water/steam and 
water recovery systems, the 
use of a spinner can also be 
very effective for certain in-
terior applications, such as 
cleaning grout in commer-
cial quarry tile kitchens.

Then there is grout re-
moval (tuck pointing) and 
replacement, repair, caulk-
ing and color-sealing. I 

Please turn to page 18

bathroom and kitchen ap-
plications. Be sure to use 
silicone caulk and keep the 
bead small and tight.  

As discussed in previ-
ous articles, using a poul-
tice for stain removal is 
a value-added service in 
most cases. Because you 
typically must reapply the 
poultice more than once to 
remove a particular stain, 
this means you must phys-
ically show up to remove, 
inspect, and reapply the 
poultice, possibly multiple 
times, with no guarantee 
of a 100 percent stain re-
moval. If you are on a proj-
ect for an extended amount 
of time, doing a poultice as 
an “extra” for the client is 
worth the try. 

have found that the oscillat-
ing right angle saws work 
best for tuck pointing appli-
cations. These machines can 
be purchased with special 
diamond or silicon carbide 
blades that make quick and 
accurate work of removing 
grout. I have used a Dremel 
router bit for small, precise 
grout removal, but with this 
method you run more of a 
risk for the bit to jump out 
and scar the stone surface. 
You can spot remove and re-
place grout in any bad areas, 
but color matching becomes 
the issue, then. Color seal-
ing of grout is becoming 
more and more popular as it 
enables dingy grout to be re-
colored in either the original 
or a new tint, while provid-
ing a seal that is impervious 
to most staining. Caulking 
is typically required in Outdoor countertops are generally for higher-end 

installations. Most owners are willing to spend propor-
tionally for upkeep, like this stunning Onyx top.

Specializing in commercial terrazzo polishing means 
occasional chemical stripping and grinding, and also 

working off-hours when the facility is closed.

© MARK ANDERSON. www.andertoons.com

Corian restoration is another niche specialty in demand.

“Did you get it wet?” 
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Heavy-Duty 
Aprons

Chemical-  
Resistant 
Gloves

Granite Wet 
Polishing Pads

Silicon Carbide 
Grinding Wheels

Hearing 
Protection 
Ear Muffs

Over-the-Shoe 
Shop Boots

Steel
Razor 
Blades

Stirring
Sticks

Epoxy 
Mixing 
Cups

Fiberglass
Rodding

Non-Marring
Masking Tape

Side Protection 
Core Bits

Countertop & 
Floor Protection 

Film

Shoulda Gone 
to Waffle 

House

AN inmate fled a 
Georgia jail with 

the help of his mom and 
then apparently went out for 
pancakes.

News outlets report 27-year-
old Joshua Gullatt and 
54-year-old Kathy Lynn Pence 
were arrested one Tuesday at 
an IHOP restaurant where they 
met with his children.

Gullatt had slipped out a side 
door of the Heard County jail 
hours earlier. Investigators 
then listened to a phone call 
Gullatt made to Pence about 
the escape. Police did not re-
veal how they accomplished 
that surveillance.

Sheriff’s Office Sgt. Dan 
Boswell says it just so hap-
pened that during that same 
phone call, Pence was pulled 
over for running a stop sign, so 
authorities identified her car, 
and then tracked her phone to 
the Newnan, Georgia IHOP.

Gullatt had been slated 
for work release. Now he’s 
charged with felony escape 
and his mother is charged 
with aiding and abetting. But 
what’s a mom to do when her 
son breaks jail, and wants to 
see his kids? Maybe tell him, 
“That’s a STUPID idea. Don’t 
do it.”

“We are a nation of 
communities… a 

 brilliant diversity 
spread like stars,  
like a thousand 

points of light in 
abroad and 

peaceful sky.” 
– George H. W. Bush

41st President 
 June 1924- Nov. 2018

For all your fabrication 
accessories!

That’s Just My Cuddly, Scaly Hot Tub Buddy

A Missouri landlord stum-
bled upon an unwanted 

house-guest while evicting a 
tenant: a large alligator who 
was apparently making its 
home in a hot tub.

The tenant described the 
150-pound reptile as “gen-
tle as a puppy” after animal 

control workers were called 
to the Kansas City home one 
Wednesday. The workers also 
found two boa constrictors and 
a rabbit.

The Kansas City Star reports 
a specialist removed the alliga-
tor, which was at least 6 feet 
(1.8 meters) long. No one was 
injured, and the reptile was not 

harmed in the removal.
The tenant, Sean Casey, 

said he’d owned the alligator 
for four years and named it 
Catfish. He called the reptile 
“a big cuddly lizard.”  

A spokesman for the city’s 
Neighborhood and Housing 
Services Department says 
Kansas City doesn’t allow 

homeowners to keep alliga-
tors as pets.

Catfish will be temporarily 
housed at the Monkey Island 
Rescue and Sanctuary in 
nearby Greenwood, Missouri. 
The snakes and rabbit were 
taken to an animal shelter.

VISIT the VIPER DENVISIT the VIPER DEN

http://www.braxton-bragg.com
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IN order to evaluate the pro-
duction capability of a 

stone fabrication shop, a walk-
through observation will show you 
all the intricate machines that are 
necessary for a company to be suc-
cessful. If you take a closer look in 
the production area, you will notice 
all the smaller, but very important 
tools and equipment that can be 
detrimental to the efficiency and 
safety of a shop if not used wisely.

 
Let’s take a step back and estimate 
all the expenses it takes to maintain 
all the minor but important tools and 
supplies, from the warehouse, to the 
fabrication shop and the installation 
department. It can add up to a rather 
large budget. And the more often 
you have to replace these tools and 
equipment, the higher that cost be-
comes. A strategy for preventative 
maintenance and creativity in up-
keep, and reducing waste on even 
the more basic supplies can do won-
ders for the bottom line of an ambi-
tious company. 

Reduce Your Consumable 
Waste and Increase Profits

Codiak San Herrell
Solid Surface Designs

For example, think about the 
most basic of fabrication materials 
– razor blades. Transferring them to 
plastic blade holders instead of the 
cardboard they are usually pack-
aged in can prevent a rusty, ruined 
mess. 

All shops use paper towels. to 
avoid waste, hang the rolls on 
dowel rods, in various and accessi-
ble places on the walls throughout 
the shop. This seems like a simple 
suggestion, but it can prevent them 
from falling off fabrication tables, 
possibly soaking and wasting a 
roll, and also regulate and prevent 
too-generous use. Putting sealer and 
denatured alcohol in plastic bottles 
is also a good way to monitor por-
tion control. Maintaining portion 
control of your Akemi or favorite 
adhesive can be established through 
proper training and experience. 
Marking fill levels on adhesives 

can save a tube here and there, over 
time – which adds up. And keeping 
the tips on silicone bottles covered 
will lengthen the working lifespan 
of a common daily-used product. 
If you feel like your team is losing 
or going through too many polish-
ing pads, wet or dry, try instituting 
a policy of requiring fabricators to 
turn in their old pads to receive new 
ones. You don’t have to be stingy, 
just be smart in how consumable 
supplies are used. You also need 
to understand that cheaper does not 
make it better for your bottom line 
– using longer lasting, quality tools, 
does.

Recently, we evaluated three dif-
ferent chisels. One was a year old, 
another was two years old, and the 
third chisel was four-and-a-half 
years old. Because one fabrica-
tor performed proper and regular 
sharpening maintenance, the old-
est chisel was actually in the best 
shape. For larger tools, like seam 
clamps, screw guns, sanders, pol-
ishers and grinders, simply keeping 
them dry and cleaning off the daily 
accumulation of dust before putting 
them away will increase the tool’s 
lifespan. So will regular mainte-
nance on the brushes.

With proper training, planning 
and creativity, a company can 
make their tools and supplies go a 
bit further than they usually do, sav-
ing you money month after month. 
You can make a conscious deci-
sion to make these tactics a part of 
daily routine by not only seasoned 
workers, but new workers as well. 
Most importantly, get your workers 
to adopt this mindset: what would 
they do if they were spending their 
own hard-earned money on the 
equipment, tools and supplies that 
they work with every day? Make 
it a team effort and your shop will 
prosper.

Reduce waste on your most 
basic supplies and you will save 
more than you think. Perform 
maintenance on your tools and 
they will not only work better, 
they’ll last longer. Chisels, 
from left: I year, new; 4-1/2 
years, properly sharpened; 2 
years, improperly maintained.

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

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

BEST Brands!
BEST Guarantee!

BEST Service!
BEST Rates!

Call one of our 
knowledgeable sales 

staff to learn more 
about the Braxton-Bragg 

advantage!

 NEW 
PRODUCT!

Braxton-Bragg is expanding the 
Stone Shield adhesive line with the 
addition of a  high-quality Vinyl 
Ester adhesive.

With the current kitchen trend of using light-
colored stone, this translucent vinyl ester 
adhesive provides superior color matching, 
and is designed for a stronger bond.

Seamless Seams

http://www.braxton-bragg.com
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The dead Dutch artist 
Vincent van Gogh and 
the living Tennessee 

writer Sam Venable have 
something in common—
besides liberal application of 
the letter “V” in their respec-
tive names. We both lost part 
of an ear.

 True, there are distinct dif-
ferences in these “ear-ecto-
mies.” Starting with the ears 
themselves. 

In van Gogh’s case, it was 
the left lobe. In mine, it was 
the right top. Our carvings 
were done in much different 
manners and settings, too.

 In van Gogh’s case, it was 
the left lobe. In mine, it was 
the right top. Our carvings 
were done in much different 
manners and settings, too. 

Art historians aren’t sure 
whether van Gogh razored 
his own ear in maniacal 
frustration or whether the 
deed was done by his French 
friend and fellow artist, Paul 
Gauguin, who wielded a 
sword with the same aplomb 
as a paint brush. Either way, 
the slicing occurred in the 
heat of rage. 

 My ear-lopping was done 
with a scalpel, under calm 
conditions, in my dermatol-
ogist’s office. Good ol’ Doc 
Derm has been harvesting 
hide off me for decades. It’s 
the price I pay for a lifetime 
in the blistering sun, stinging 
sleet and frigid wind.

Sam Venable 
Department of Irony

 Thankfully, this excis-
ing always has been ac-
complished in the name of 
prevention. 

 Whether with blade, freez-
ing agents or high-powered 
ointments that briefly turn my 
face into a potato chip, Doc 
has managed to keep all my 
skin ailments filed under the 
heading of “pre-cancerous.” 

 Thankfully, this excising 
always has been accom-
plished in the name of pre-
vention. Whether with blade, 
freezing agents or high-pow-
ered ointments that briefly 
turn my face into a potato 
chip, Doc has managed to 
keep all my skin ailments 
filed under the heading of 
“pre-cancerous.” For that I 
am most grateful.

My van Gogh journey 
began several years ago when 
a tiny “antler” sprouted atop 
the aforementioned right ear. 
My wife says it’s punishment 
for hunting deer lo these 
many winters. She could be 
right.

Doc Derm identified it im-
mediately. He froze it off. It 

A Tale of Two Ears

grew back. He froze it off a 
second time. It grew back a 
second time. So he decided to 
dig it out. This is the derma-
tological version of grubbing 
an oak stump that persists in 
sending up shoots.

As surgical procedures go, 
it was a piece of cake. Doc 
and I had a good visit while 
he worked. There was no 
pain at all after the initial 
stick of a deadening needle—
although the “cruuunch!” 
as Doc snipped cartilage 
sounded more like he was re-
pairing a boot. It was stitched 
and dressed in no time.

There are pros and cons 
about the healing process. 

Doc promises there’ll be 
no scarring, which I consider 
a negative. I’d much prefer a 
deep crater, outlined with a 
jagged arc. This would give 
me great redneck cred if the 
subject of knife fights ever 
comes up. 

But on the plus side, I now 
have a permanent reply when 
Mary Ann starts issuing chore 
decrees: “Sorry, dearest, but 
I can’t hear a thing you say. 
Don’t you remember? Part of 
my ear is missing.” 

Reckon van Gogh used the 
same excuse the rest of his 
life?

Sam Venable is an au-
thor, entertainer, and col-
umnist for the Knoxville 
(TN) News Sentinel. He 
may be reached at sam. 
venable@outlook.com.

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

MADE IN THE USA

FillaChip 
Chip Repair Kits and Refills

Master Kit Includes:
•1 Plastic Carrying Case
•2 Glue Syringes
•4 Polish Syringe
•1 Large Flashlight
•1 Small Flashlight
•1 Plastic Case (To contain razors or whatever the customer chooses.)
•19 Color Syringes (Blue, Red, Ivory Gold, Yellow, Dark Creme,  
 Translucent Creme, Dark Brown, Translucent Brown, Medium Brown,  
 Grey Vein, Light Gray, Maroon, Translucent White, Brilliant White,  
 Translucent Black, Brilliant Black, Off White, Uba Tuba, Concrete Grey)
•Instructions 

•2 Large Release Sheets
•30 Small Release Sheets
•1 Dremel Bit
•30 Tips In Plastic Case

Starter Kit Includes:
•1 Plastic Carrying Case
•4 Glue Syringes
•1 Polish Syringe
•2 Small Flashlights
•8 Release Sheets
•10 Tips
•Instructions 

Refill Kit Includes:
•4 Glue Syringes
•1 Polish Syringe
•8 Release Sheets
•10 Tips
•Instructions

 Item # Description Price 
 11533 FillaChip Chip Repair Refill Kit $49.50 

 11534 FillaChip Chip Repair Starter Kit $99.50 

 11535 FillaChip Chip Repair Master Kit $550.00

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Amazing Results! Super Fast! 
Everything you need to fix nicks, chips and gouges are in the 
FillaChip Master Kit.

FillaChip is a UV curable adhesive. A great feature is that the 
adhesive cures into a solid — so there is no dipping in the repair from 
evaporation, and it’s super fast. FillaChip cures in about 30 seconds.

Item
#11535

Item
#11533

See www.braxton-bragg.
com for basic instructions, 
color syringes, and other 
replacement items.

© MARK ANDERSON. www.andertoons.com

“Facts are 
stubborn things; 

and whatever may 
be our wishes, 

our inclinations, 
or the dictates of 
our passion, they 
cannot alter the 
state of facts and 

evidence.” 
– John Adams

mailto:venable@outlook.com
http://www.braxton-bragg.com
http://bragg.com
http://www.braxton-bragg.com
http://www.braxton-bragg.com
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Stone and tile showers have become very popular, and that also 
means a variety of soap and chemical build-up problems. The 
misuse of CLR or acidic cleaning products on stone is so com-
mon a problem you could specialize in it.

Continued from page 14 requires honing, normally starting 
at least as low as 220 grit. This 
type of damage repair happens all 
too frequently. 

So what is your niche? Of 
course, we all love the 200 
square-foot residential foyer proj-
ects of Crema Marfil, with perfect 
grout and minimal lippage. We 
could probably get 2-3 of those 
done on a good day, and charge 
good money (cash!) for them too! 
However, as we all know only too 
well, to make money, you have to 
stay busy. To stay busy, you have 
to be diverse. Residential, com-
mercial, open floor plans, com-
plex floor plans, lippage, grout 
repair, replacement, mixed stone 
installations, vertical work – the 
list goes on and on. So we take 
the bad with the good, and try to 
charge appropriately. Of course, 
there are always those jobs that 
you are wise to walk away from, 
and let your competition have the 
headache.  

As always, maintain a good 
relationship with a distributor 

Stone Restoration and 
Maintenance Corner

of quality products who has the 
technical support to back them 
up. This is a logical approach 
and will help make your projects 
much easier.

Best wishes for a happy and 
successful new year!

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 
concrete restoration and mainte-
nance. He helped develop some of the 
main products and processes which 
revolutionized the industry, and is 
currently the Director of Operations 
for M3 Technologies.

However, if you get a call from 
a client with rust stains on their 
white marble, say from a large 
planter or around a toilet, you may 
consider declining. If the client 
wants you to refinish the stone, 
then by all means apply the poul-
tice after your coarsest grind, and 
do your best to remove or reduce 
the stain. Otherwise, you may be 
facing a no-win situation. Just 
sayin...  

Vertical restoration work is 
something most of us dread. It is 
tedious and hard work. Showers 
can be especially tough. Removal 
of soap and conditioner scum 
normally is accomplished using 
razor blades first. Then the use of 
a Heavy Duty Soap Film Remover 
may be required as well. Once the 
soap scum has been removed, 
some light honing may be needed 
before polishing. Oh, and let’s not 
forget the calls you will get for 
damage caused by the use of im-
proper chemicals, like CLR prod-
ucts. This kind of repair definitely 

Maintenance on this honed 
marble bath suite includes 
the floor (and grout), 
countertops and a full 
clad shower, with all the 
build-up problems associ-
ated with bath products. 
Regular maintenance will 
be key to keeping it pris-
tine and to reduce staining 
on the marble. It is a good 
idea to offer a deep clean-
ing and once-a-year sealing 
for the shower, counters, 
and other areas subject to 
contact with chemicals.

“To think is easy. 
To act is hard.  

But the hardest 
thing in the world 

is to act in  
accordance with 
your thinking.”  

— Johann Wolfgang 
von Goethe
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Natural Stone Institute Releases  
Education Schedule for Their 2019 TISE Booth 

Join the Natural Stone 
Institute for free educa-
tion sessions, held on the 

TISE show floor in the Natural 
Stone Institute booth  number 
3523. Join us to learn more about 
these programs and how you can 
take advantage of these important 
member benefits. 

January 23-January 25, 2019
Natural Stone Institute, booth 
3523 at TISE 2019 
Mandalay Bay Convention 
Center, Las Vegas, Nevada

Providing for the Community: A Review of the 
Gary Sinise Foundation  Through this program, members 
donate natural stone and fabrication services to severely 
wounded veterans.

Why You Should Join a Natural Stone Institute 
Delegation  Learn about opportunities for members to 
serve on international delegations to trade fairs, quarries, 
and factories.

Natural Stone Institute Women in Stone Program 
Overview  Get involved with the Women in Stone mission 
to recruit, retain, and advance women in the natural stone 
industry.

Attracting More Designers to Your Showroom: 
Natural Stone Institute CEU Program Overview  
Expand your outreach to architects and designers by provid-
ing CEU presentations.

Natural Stone Institute Membership Overview  Learn 
about the tangible benefits of joining the Natural Stone 
Institute and how to utilize these benefits for your company.

Verifying Your Stone Selection: Natural Stone 
Institute Testing Lab  Take advantage of the Natural 
Stone Institute’s testing lab to ensure your testing results are 
accurate and up-to-date.

Natural Stone Supplier-to-Buyer Manual: Creating 
International Standards for Importing and Exporting  
Learn about the Supplier to Buyer Manual, a resource for pur-
chasing and sourcing stone internationally.

Natural Stone Standards at Your Fingertips: Natural 
Stone Institute Resource Library Overview

Return to Origin: Regional Quarry Tour Program  
New in 2019, several regional quarry tours will take place 
across the country.

Promoting Stone to the Community - The Natural 
Stone Promotional Campaign  Learn how your company 
can get involved with the Use Natural Stone Campaign to 
support the use of genuine natural stone to consumers and 
designers.

Training Your Staff in the Technology Age: Natural 
Stone University  Take your company’s training program 
to the next level by utilizing the resources in the Natural 
Stone University.

Natural Stone Institute Annual Study Tour Program  
Learn about the 2019 Natural Stone Institute Study Tour, 
which will take place in the Knoxville, TN area.

The Standard of Stone Excellence: Natural Stone 
Institute Award Program  Learn about opportunities for 
members to serve on international delegations to trade fairs, 
quarries, and factories.

Natural Stone Institute Membership Overview 
Learn about the tangible benefits of joining the Natural Stone 
Institute and how to utilize these benefits for your company.

Why You Should Join a Natural Stone Institute 
Delegation   Learn about opportunities for members to 
serve on international delegations to trade fairs, quarries, 
and factories.

Training Your Staff in the Technology Age: Natural 
Stone University  Take your company’s training program 
to the next level by utilizing the resources in the Natural 
Stone University.

Natural Stone Institute Women in Stone Program 
Overview  Get involved with the Women in Stone mission 
to recruit, retain, and advance women in the natural stone 
industry.

Attracting More Designers to Your Showroom: 
Natural Stone Institute CEU Program Overview  
Expand your outreach to architects and designers by provid-
ing CEU presentations.

Natural Stone Institute Membership Overview 
Learn about the tangible benefits of joining the Natural Stone 
Institute and how to utilize these benefits for your company.

Training Your Staff in the Technology Age: Natural 
Stone University  Take your company’s training program 
to the next level by utilizing the resources in the Natural 
Stone University.

Natural Stone Standards at Your Fingertips: Natural 
Stone Institute Resource Library Overview 
Learn how to access over 250 technical documents that 
are available free of charge in the Natural Stone Resource 
Library.

Natural Stone Institute Accreditation: Setting the 
Standard for the Industry  
Learn the steps necessary to earn Natural Stone Institute 
Accreditation and discuss how the program has improved 
industry standards.

  Wednesday, Jan. 23

Thursday, Jan. 24

10:30 a.m.

10:30 a.m.

 10 a.m.

 10:00 a.m.

11:00 a.m

12:00 p.m.

11:30 a.m.

12:30 a.m.

12:00 p.m.

2:00 p.m.

12:30 p.m.

2:30 p.m.

1:00 p.m.

3:00 p.m.

1:30 p.m.

2:00 p.m.

10:30 p.m.

2:30 p.m.

 11:00 a.m.

3:00 p.m.
 11:30 a.m.

Friday, Jan. 25
 10:00 a.m.
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Park Industries® Receives 2018 
ISFA Envision Award

Park Industries® was 
honored with the 2018 

Envision Award from 
the International Surface 
Fabricators Association 
(ISFA) during the organi-
zation’s annual conference 
awards dinner in Cancun, 
Mexico.

The Envision Award is 
given to the ISFA member 
that has excelled in cre-
ating a stand-out product 
for the surfacing industry. 
Park Industries® was nom-
inated for this award in rec-
ognition of the success of 

their Digital Stoneworking 
Expo™, which has been 
an impactful industry edu-
cational event for over 10 
years. Mike Schlough, Co-
President, was in attendance 
and accepted the award for 
Park Industries®.

Park Industries® has sup-
ported ISFA and their com-
mitment to industry growth 
and innovation for over 18 
years. “We are excited to 
receive the Envision Award, 
as it displays that Park 
Industries® and ISFA share 
the same vision of continued 

Mike Schlough of Park Industries® accepts the 2018  Envision award from ISFA 
Executive Director Amy Miller at the ISFA conference in Cancun, Mexico.

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

Get a Handle on it!

Makita®  5˝ Grinder 
Variable Speed

Item # 9375

Makita®  4˝ Wet Polisher 
Variable Speed

Item # 9001

 Item # Description  OUR Price

 9375 Makita® 5˝ Grinder, 9565CV  $149.98 

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

 9001 Makita® 4˝ Wet Polisher, PW5001C  $299.97 

Makita

Makita®  4-1/2˝ Grinder 
Variable Speed

Item # 9377

growth for the industry,” 
said Mike Schlough, “We 
are honored to receive this 
recognition of our com-
pany’s continued efforts 
in creating an experience 
where fabricators learn, 
share, and advance their 
business.” 

For more information 
on Park Industries® and 
their stone working equip-
ment Visit www.park 
industries.com .

For more information on 
ISFA, visit isfanow.org .

Police are seeking a 
woman who pushed, 

punched and choked a 
McDonald’s manager 
because she really, really 
wanted her ketchup.

Police in Santa Ana, 
California, say the as-
sault took place around 
11 p.m. on Oct. 27 when 
the drive-thru customer 
entered the restaurant 
through an employee 
door and demanded the 

Condiment Rage is a Thing?
packets of the condiment.

Video released by police 
shows the woman attack 
the manager after she was 
told she could not be in the 
building after closing hours.

The footage shows other 
employees trying to break 
up the attack before a man, 
who police believe was 
with the suspect, ran into 
the restaurant and pulled 
the woman off the manager. 
The pair left in haste, with-
out her ketchup.

http://www.braxton-bragg.com
http://industries.com
http://isfanow.org
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www.braxton-bragg.com  •  800-575-4401

Now Available at

http://www.braxton-bragg.com


22 |  January 2019 SlIppery rock GazeTTe

Everything for the Stone Industry Spend $2000 or more and receive 
a FREE Weha Blizzard Air Polisher*

ALL MATERIAL HANDLING EQUIPMENT 10% OFF
MSRP

*Offer good January 1, 2019 thru April 30, 2019. Free products while supplies last. Achilli products excluded from sale. 
Replacement parts and accessory also excluded from sale. You must spend at least $2000 (not including taxes or shipping) to 

qualify for free items.

Visit www.wehausa.com to see our complete line of Material Handling Equipment. 
Please visit your preferred Weha distributor to purchase.

Wheels sold
separately

Weha Hippo HD Bundle Rack 
190,080 lb Weigh Capacity

#137605
Reg. $2300

NOW $2070

Weha Heavy Duty Remnant Rack 
#134947

Reg. $315
NOW $283

Weha Yellow Granite and Stone
A Frame Storage Rack Set with 

Crossbar
 #137635

Reg. $245
NOW $220

Weha Yellow Single Sided
A Frame Storage Rack with 

Crossbar
 #139453

Reg. $215
NOW $193.50

Weha Granite Shop Cart
4 Swivel Wheels

 #139451
Reg. $212.50
NOW $191

Weha Granite Shop Cart
2 Swivel Wheels/ 2 Fixed Wheels 

#139452
Reg. $198

NOW $178

Weha V Cart Flip Cart
2000 Lb Capacity

#137206
Reg. $465

NOW $418

Weha Bison 5 Ft. Interlocking
Slab Storage Rack Set

#127435
Reg. $725

NOW $652

Weha Buffalo Bundle Slab 
Storage Rack

92,000 lb Weigh Capacity
#137328

Reg. $1450
NOW $1305

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

#8010484
Reg. $1700

NOW $1530

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

#8010480
Reg. $1350

NOW $1215

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

#8010487
Reg. $1009.40
NOW $908

Weha Large 94” x 71”
Single Sided Transport Cart

#133321
Reg. $1368

NOW $1231.20

Weha 78” x 56”
Single Sided Transport Cart

#8010483
Reg. $1030

NOW $927

Weha 94” x 81”
Single Sided Transport Cart

#800002

Reg. $1405

NOW $1264.50
Weha A1500 5 Pad Vacuum Lifter

1500 lb Capacity
#138514

Reg. $6280

NOW $5652

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

#140470
Reg. $749

NOW $674

Weha 84” x 27” x 40”
Yellow Granite Work Table

#140465
Reg. $345

NOW $310

Also Included:
143370 Weha 27” Wood Top Insert Work Table
143371 Weha 28” Wood Top Insert Work Table
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Making a Splash in the Kitchen 
with Natural Stone Backsplashes

Megy Karydes
Usenaturalstone.com

Most homeowners focus 
on cabinetry and appli-
ances when updating 

their kitchens and may forget a 
key focal point that can make a 
strong statement: the backsplash. 
Using natural stone for kitchen 
backsplashes is not only func-
tional, it adds an element of ele-
gance and architectural detail in 
the space just above the kitchen 
sink or stove.

Backsplashes can provide an in-
stant opportunity to create a state-
ment, especially if the countertops 
are visually quiet, according to 
Lauren Coburn, owner of Lauren 
Coburn, LLC. Alternatively, a 
quiet backsplash can draw the eye 
to a countertop with more move-
ment and visual interest.

April Graves, vice president of 
Aria Stone Gallery, agrees that 
backsplashes have the potential to 
be an extension of beautiful coun-
tertops. They are an effortless and 
elegant way to complement the 
rest of your surfaces, as well as 
cabinetry, flooring, and décor. 
She adds: “Backsplashes can act 
as a vital accent to your space by 
providing pops of color, exciting 
patterns, and interesting finishes. 
The mixing and matching possi-
bilities are endless!”

Statuary marble island and 
backsplash
Photo courtesy of Lauren Coburn.

Calacatta Cremo marble. 
Photo courtesy of Aria Stone Gallery.

Cristallo Tiffany quartzite 
Photo courtesy of Aria Stone Gallery.

Coburn recommends consid-
ering the countertop and rest of 
the kitchen space when choosing 
a backsplash. “The ‘art’ in the 
kitchen has to be carefully cho-
sen and minimized visually,” she 
notes. The biggest mistake people 
make, according to Coburn, is 
creating too many focal points.

She advises clients to consider 
choosing either a busy backsplash 
or busy countertop (such as one 
with veining). Choosing two ma-
terials with competing movement 
can make it hard to focus on ei-
ther. “Your eye doesn’t know 
where to go,” Coburn notes.

Graves likes to remind clients 
that if a stone can be used on a 

countertop, then it can certainly be 
used for a backsplash. “Marbles 
and quartzites usually make the 
greatest impact on a space, since 
they come packed with person-
ality, color, movement, and ele-
gance,” she shares.

Context is important. The 
color and movement of the stone 
should be taken into consider-
ation, as well as the design of the 
kitchen. Coburn recently creating 
a full-height marble backsplash 
for a client, carrying through the 
veined marble she included on 

the countertop. “I always love the 
same natural stone as the counter-
top extending up the backsplash,” 
she says. “It’s seamless, elegant, 
and architectural.”

What to Consider When 
Selecting Natural Stone 

Backsplashes
There are a few other things our 

expert reminds homeowners to 
consider when selecting natural 
stone backsplashes. Several con-
siderations deal with practicality.

To avoid disrupting the back-
splash visually, Coburn sug-
gesting using plug molds versus 
outlets. These can be installed 
by an electrician. “You can plug 
appliances into the plug molds 
concealed in the cabinets above 
so you don’t have outlet plates 
on your backsplashes creating 
disruption in the design,” she 
explains.

“Leaving outlet covers off 
the backsplash creates a much 
more seamless and simple look 
and makes your backsplashes 
pop without interrupting the 

movement.” Plug molds also 
make it easier to clean a back-
splash when oil or other things 
splatter while cooking. Coburn 
also cautions clients to consider 
that any backsplash must hold 
up to heat if it is near the stove. 
Many people make the mistake of 
not checking with the vendor on 
heat requirements. Most natural 
stones are naturally heat resistant.

Graves likes to share with cli-
ents that soapstone is 100 percent 
heat resistant and nonporous, 
which makes it particularly well-
suited for busy areas like the 
kitchen. According to Graves, 
any type of stone can be used for 
a backsplash, as long as they are 
protected and treated with love 
and care.

Other things homeowners 
should analyze is how much space 
is needed between your back-
splash and sink faucets or knobs 
before installation. “Consider 
where your plumbing is located, 
how large your sink and cooktop 
are, and the amount of space you 
feel comfortable functioning with, 
so that once your backsplash is 
installed you don’t feel like your 
hardware is crammed against it,” 
says Graves.

Please turn to page  25

Soapstone backsplash by The Woodshop of Avon

http://Usenaturalstone.com
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If installing a natural stone slab 
backsplash, another thing to con-
sider is the thickness of the slabs. 
“Although 3cm materials will 
normally work well for a back-
splash application, it is important 
to consult with your contractor 
before installation to be sure your 
walls are structurally sound 
enough to support the weight of 
such a heavy slab,” says Graves. 
“If 3cm stone is not an option, or 
you do not prefer your stone to jut 
out from the wall as much, it is 
possible to have a fabricator mill 
down your slab to become thin-
ner.” A reputable natural stone 
fabricator will be an important re-
source for any stone installation.

Trends in Natural 
Stone Backsplashes

Bookmatched natural stone 
backsplashes are still as popular 
as ever, and continue to take the 
design world by storm, acting 
more as a feature wall as opposed 

Natural Stone 
Backsplashes

to a backsplash, even if techni-
cally they perform the same func-
tion, according to Graves.

“We always love the way large 
bookmatched slabs tie a space 
together and add a sense of di-
rection, while also creating a 
beautiful, organic focal point,” 
she says.

Another trend is to use the 
same stone for the countertop and 
backsplash, creating a smooth 
transition from surface to surface. 
Graves notes that using that same 
stone as a floating shelf will like-
wise add an open, yet streamlined 
element to the space.

Good lighting is always some-
thing to consider when showcas-
ing your backsplash. “A common 
trend we have seen a lot upon 
installing stone is backlighting,” 
says Graves. “Some stones are 
particularly translucent and show 
brilliant, vivid colors when an 

Backlit Honey Onyx
Photo courtesy of United Marble 
Fabricators.

LED panel is installed behind it. 
Onyx is a perfect example of a 
stone that backlights beautifully.”

Continued from page 24 A man has been arrested 
after he drove his 1997 

Toyota Tacoma truck into a 
courthouse in Mississippi.

News outlets reported 
that the Gulfport Police 
Department said in a news 
release that 28-year-old Keith 
Rio Cavalier told officers he 
intentionally crashed into the 
Harrison County Courthouse 
early one Saturday because it 
was the best way to let them 
know his drug paraphernalia 
had been stolen. Not kidding.

No one was hurt.
Cavalier has been charged 

with driving under the influ-
ence and malicious mischief 
because of damage to the 
building. The Gulfport man 
was held in the county jail on 
$25,000 bond. It is not known 
if he has an attorney, but 
what  he really needs is a trans-
lator. It’s not pretty when your 
truck does the talking for you.

Don’t Let  
Your Truck Do 

the Talking

“I do not like broccoli. And I have not liked it since 
I was a little kid and my mother made me eat it. 

And I’m president of the United Sates and I’m not 
going to eat any more broccoli.”

– George H. W. Bush,  41st President, 1924-2018

For more natural stone design trends, visit
Usenaturalstone.com/livingwithstone .
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Continued from page 7

As for their showroom visi-
tors, the final element in Granite 
Empire’s synchronicity, it’s 
mostly knowing what the cus-
tomer wants before they do, ex-
plained Renita. “Many of our 
customers don’t have the vision to 
know how their finished kitchen 
or bath is going to look. This is 
where our state of the art inter-
active website really comes in 
handy. At home they can choose 
their colors and design their 
kitchen by themselves with just a 
few clicks. Even the tile and appli-
ances. It’s all there! If they choose 
to not use our website and to visit 
our showroom, our sales design-
ers first educate them on choosing 
what color for their countertops 
and cabinets. Then, once they 
have a semi-final vision of what 
they want, we can show them the 
final product on our computers.” 
Most sales, according to Renita, 
are perpetuated through word of 
mouth and advertising. 

   
Granite Empire inventories 120 

to over 200 colors of natural and 
engineered stone at anytime, at 
every location. All of their mate-
rials are purchased locally though 
wholesale vendors. Having this 
much inventory is important, 
said Renita. “Our customers can 
visualize what’s possible in our 
showroom, then walk into our 
warehouse and pick out their col-
ors. So having all colors available 
is key to making your customers 
stay with you.” 

Granite Empire
The Nuts & Bolts 

 of Granite Empire
If you’re wondering what 

amounts and types of machinery 
the company keeps in all four 
locations, so was I. Honestly, 
though, it’s too much to list in 
this story. Suffice it to simply say 
that they use the latest CNCs, to 
robotics, and everything in be-
tween, said Renita while adding, 
“The biggest problem for us using 
computerized machinery is find-
ing and trusting the people to op-
erate these machines.” 

  
 On the average, Granite Empire 

employs just over 250 people. It 
is these people, explained Renita, 
that has allowed the company to 
grow and flourish. “Having hard- 
working people that you can trust 
has been the biggest key to our 
success. Our people know how 
share their knowledge with others 
here, and we’ve given them the 
opportunity to make good money 
to afford a nice house, a nice car 
and to have a good life for them-
selves and their family. The other 
thing that is key is the way we’ve 
been able to control our quality 
and fast turnaround. You’ve got 
to understand that if you pay your 
people better than anyone else 
they will try very hard to make 
your quality better and stay with 
you for a long time. We pay our 
employees as if we were paying 
ourselves, and this allows us to 
implement our vision going for-
ward. Most of them have been 
with us for a long time.” 

Planning the Future of 
 Granite Empire 

“We want to operate 24/7 and 
want higher capacity and qual-
ity, and in the near future we are 
planning to open two more shop 
locations, one being in Kentucky. 
Moreover, within the next five 
years, we plan on having a total 
of at least twenty-five locations, 
all fully loaded with CNCs and 

robotics. These will be big shops, 
mostly along the east coast, and 
at least 25,000 square feet, with 
everything under one roof. The 
customer will enter into a big 
showroom where they can view 
lots of kitchen and bathroom 
vignettes and begin making de-
cisions. They can then walk 
through our slab warehouse to 
view at least 150 colors, and 
conclude by viewing our people 
doing hand work and our CNCs 
and robotics in full operation, all 
through a large glass wall. We’ve 
already begun this concept, and 
this concept is planned for all of 
our locations. 

   

Right: Custom cabinets 
frame a traditional cook-
ing alcove, fronted by an 
oversize prep island and 
entertaining space – typical 
Granite Empire quality.

Please turn to page 27
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Continued from page 26

Glenn Bost, 27, of 
Birmingham, Alabama, 

made quite the impression when 
he fell through the ceiling of a 
Waffle House in Tuscumbia one 
Sunday in early November, not 
least because he wasn’t wearing 
pants.

Bost apparently went into 
the restaurant’s bathroom and 
used his pants to tie the door 

Best Waffles and Security in Town
shut, then, said Tuscumbia po-
lice Detective Sgt. Wes Holland, 
climbed into the ceiling with 
the intent of robbing the office. 
WHNT News reported that video 
of the incident shows Bost shov-
ing other restaurant patrons on his 
way to the exit door, which was 
being held shut by people out-
side, before hitting the door with 
his shoulder and falling to the 
floor. Finally he managed to flee 

... without his trousers ... which 
held his driver’s license.

So to settle the long-running 
debate in the South: Who has the 
best waffles?

The answer is Waffle House.…
who also has the best volunteer 
civilian security, it seems.

Granite Empire

Granite Empire owner Ivan  
Renita: “Having hard-working 
people that you can trust has 
been the biggest key to our 
success. The other thing that 
is key is the way we’ve been 
able to control our quality 
and fast turnaround.”

“One more thing: our seven-day 
turnaround is accomplished be-
cause we have four locations. If 
one location is overwhelmed, one 
of our other locations can pick 
up the slack. An example of this 
would be that if our Nashville fa-
cility is running out of time, our 
Murfreesboro facility will help. 
So all locations can help each 
other, and another big reason 
why we want to open up more lo-
cations over the next five years. 
Sometimes we go by the market 
trends, and sometimes we go 
above what the market is telling 
us. It is really a mix, and it all de-
pends on the local economy and 

how many other companies are in 
that market, and by all indications 
our expansion into other areas 
is the correct choice for Granite 
Empire.”

For more information visit 
Granite Empire’s interactive web-
site at www.thegraniteempire.
com .

 

StonExpo
January, 23-25, 2019

Las Vegas, Nevada
Booth # 3837

Come and celebrate our 25th anniversary 
with us during a Happy Hour 
Wednesday, January 23, 2019

3:30 p.m. to 5:00 p.m.

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

Come Join Us!

Don’t Gamble
on your Pads or Blades

http://www.braxton-bragg.com
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Cambridge Researchers 
Developing Self-Healing 

Concrete

Researchers at the University of 
Cambridge are using microencap-
sulation technologies developed 

by Dolomite Microfluidics to develop 
self-healing construction materials. As 
highlighted in recent BBC News broad-
casts, the Department of Engineering’s 
Geotechnical and Environmental Research 
Group is developing microcapsules con-
taining ‘healing’ agents – such as miner-
als, epoxy or polyurethane – which can 
be added to building materials to allow 
self-repair of small cracks which develop 
over time.* 

Dr Livia Ribeiro de Souza, a postdoc-
toral researcher in the group, explained: 
“Many composite building materials used 
in the construction industry – such as 
concrete – suffer fatigue over time, de-
veloping small cracks. We are hoping to 
overcome this problem by adding micro-
capsules filled with ‘healing’ agents to the 
concrete before it is used. The idea is that, 
as cracks begin to form, they rupture the 
microcapsules, releasing their payload and 
stabilizing the material.”

 “This approach requires the formation 
and functionalization of double emulsion 
microcapsules, which we have been pro-
ducing with the help of microfluidics. We 
have been using a Dolomite Microfluidics 
system since 2014, and find that micro-
fluidics offers much better control of 
particle size and composition than tradi-
tional emulsification polymerization tech-
niques, simplifying the investigation and 

optimization of particle properties.”
The Dolomite system has enabled the re-

searchers to create functionalized microcap-
sules that bind more strongly to the cement 
matrix, while also having thinner shell walls 
and higher core retention, improving their 
self-healing properties. Livia continued: 
“It is good to be able to discuss any issues 
we’re having with the experts at Dolomite 
Microfluidics, helping to accelerate our 
research and move us a step closer to real 
world applications.”  

 
For more information, please visit www.

dolomite-microfluidics.com.
 

*Lívia Ribeiro de Souza and Abir Al-Tabbaa. 
Construction and Building Materials, 2018, 
p. 184, 713-722.

 
About Dolomite Microfluidics

  Established in 2005, Dolomite 
Microfluidics has grown to be the world 
leader in the design and manufacture of high 
quality innovative microfluidic products.

The company offers a range of microfluidic 
systems, components and specialist chemi-
cals – including pumps, chips, connectors, 
temperature controllers, sensors, accessories 
and custom-made components – as well as 
software for analysis or automation.

Dolomite is a part of the Blacktrace group 
of companies, a world leader in Productizing 
Science®, and has offices in the USA, Japan, 
India , Brazil and Hanoi as well as a world-
wide network of distributors.

 

Dr Livia Ribeiro de Souza and researchers at the University of Cambridge work to 
overcome the problem of small fatigue and aging cracks developing in concrete “by 
adding microcapsules filled with ‘healing’ agents to the concrete before it is used.”

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

This two-component epoxy gel sets in 2 hours at 
70°ambient temperature, with a high modulus of 
elasticity. Moisture insensitive– great for exterior 

or interior use.  24-48 hours to full cure. Used 
extensively on stone in the monument industry.

Two-component Epoxy: Part A & B
Color: amber translucent

Consistency (mix) is a buttery gel.
Pot life of mix A/B: approximately 30 minutes

Shelf Life (15-28°C): one year minimum  
in original containers.

Chemorset 
quart 

Part A and Part B

Call one of our 
knowledgeable sales staff 

to learn more about the 
Braxton-Bragg advantage!

NEW EPOXY

AVAILABLE

NOW!

https://www.youtube.com/watch?v=o-ttnsmnREI&t=18s
https://www.youtube.com/watch?v=o-ttnsmnREI&t=18s
file://composeviewinternalloadurl/AppData/Local/Local Settings/Temporary Internet Files/Content.Outlook/OO950CA1/www.dolomite-microfluidics.com.
file://composeviewinternalloadurl/AppData/Local/Local Settings/Temporary Internet Files/Content.Outlook/OO950CA1/www.dolomite-microfluidics.com.
http://www.dolomite-microfluidics.com/webshop/microfluidic_systems
http://www.dolomite-microfluidics.com/webshop/microfluidic_systems
http://www.dolomite-microfluidics.com/webshop/pumps-c-38
http://www.dolomite-microfluidics.com/webshop/microfluidic-chips-c-17
http://www.dolomite-microfluidics.com/webshop/temperature-control-c-53
http://www.dolomite-microfluidics.com/webshop/temperature-control-c-53
http://www.dolomite-microfluidics.com/webshop/sensors-c-51
http://www.braxton-bragg.com
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Now Available at Braxton-Bragg
Diamut CNC Tooling

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

Drastically Increase CNC Rates 
to Improve Production

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

For more information and pricing  
on Diamut tooling call

800-575-4401

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

Now Available at Braxton-Bragg
Diamut CNC Tooling

Who Ya Gonna 
Call – Animal 

Control?
A Bird in the Hand…
 

A Maine animal control officer had 
been on a mission to find a loose 

chicken when he decided to whack a 
few branches, exposing a black fowl 
lurking below.

The Kennebec Journal reports that 
Paul Frye one Thursday solicited the 
help of another officer and two nearby 
citizens to wrangle the bird, saying it 
took four people to not “look stupid 
doing it.”

The bird was captured and is being 
cared for at Officer Brad Chase’s 
home. Police say it had been roaming 
the area for weeks. They’re not sure 
who it belongs to.

Frye says the department has re-
ceived more calls about loose chickens 
in recent years because more people 
are raising birds at home farms, and 
lack the knowledge to house and care 
for them. Chase had to catch another 
escaped chicken in March.

Reptile Revenge

Florida authorities have caught a 
huge lizard that has terrified resi-

dents of a suburban Miami neighbor-
hood for months.

The Florida Fish and Wildlife 
Conservation Commission said the 
Asian water monitor lizard measures 
more than 8 feet (2.5 meters) long.

The lizard is an escaped pet. It was 
first reported loose in August in a 
Davie neighborhood. Residents said it 
lurked in their backyards and scratched 
at their patio doors.

Wildlife officers and Davie police 
officers caught it one Tuesday after 
getting a tip from a resident who said 
the lizard frequently appeared on his 
property around midday.

A wildlife commission statement 
says the lizard will be returned to its 
owner, who received a criminal citation 
for its escape.

Owners must have cages to keep 
these lizards as pets. It’s illegal to re-
lease nonnative species in Florida. 

There is a growing problem with 
invasive non-native species with few 
natural predators in suburban areas bor-
dering waterways, and the Everglades 
National Park.

http://www.braxton-bragg.com
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Bluestone Quarry for sale.  Bluestone 
quarry with manufacturing and retail 
stone yard for sale in Upstate NY. 
Currently in operation, turnkey busi-
ness startup. Serious inquiries only.  
Phone: 518-872-0242, egiebitz@aol.
com.

___________

Fabrication shop owner retiring 
after 45 yrs.  Superior bridgesaw, 
radial arm polisher, forklift, Ford 
F-250 (75k miles) 2005, with boom 
& A-frame, misc power tools, 
compressor, etc... Great location 
in Atlanta, north side. Established 
customer base, selling as complete 
business. Contact: Paul Ward, 301-
627-7040, wardctile@comcast.net.

Business Services

Visit Our Online Store–  Steel Grates 
–Trench Drain Systems - Trench 
Installation - Machine Foundations 
- Concrete Structures 

We have a variety of trench drain prod-
ucts, steel grating, and other construc-
tion products. ROCKCRETE USA has 
served the Granite Industry since 2005 
all over the US and Canada. We pride 
ourselves in effectively providing high 
quality products at wholesale prices. 
Call us today or visit us at www.
RockCreteUsa.com

___________

For Sale

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

___________

2015 FAB KING. Fab King Work 
Center with Bowl cutting tools Tools / 
Accessories - Includes: Extra Cutting 
Tips Bowl Cutting and Honing tools 
Set of 4˝ Backsplash Diamonds Flex 
head 4˝ for Back Splash polishing 
Standard Features Include: 220 Volt 
Singe Phase 114˝ Y axis travel 30˝ Y 
axis travel 8˝ Z navel Dust free oper-
ation Rugged construction Precision 
control raise/lower with friction 
brake 3 point adjustable work sur-
face Made in the USA $13,000.00.   
Contact: Randy Wood, 574-255-2121, 
GraniteCreationsLLC@yahoo.com.

___________

SWC L Model Diamond Wire Saw
Completely rebuilt by Corliss Machine 
Shop. Will cut 4.5’ x 12’ block. 
$40,000. Contact: William Ruby at 
802-265-8006.

___________

Used granite bridge saw for sale. 
Used granite bridge saw for sale – 
stone fabrication machine. We spe-
cialize in selling and servicing. This 
machine is highly acclaimed for its 
robust body and hassle-free perfor-
mance, with a reputation built over the 
years in various activities in the stone 
market. This Italian made machine 
is designed for the cutting of granite 
or marble.  Contact: marbleservices, 
(800) 788-8478, marbleservicesusa@
gmail.com.

___________

Bridge Saw for Sale
1980 Salin Bridge Saw for Marble 
& Granite. Has hydraulic lift table 
and rotating head and comes with 2 
blades. Get for new small business. 

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. 
_____________ 

Restoration business, well-trained 
people, successful.  Successful 
20+ year business, best offer — as 
owner retiring to travel, family ties 
and more... continual good earnings 
and net income, 7 well-trained team 
members (very hard to find, as you 
know).... Database of 9,000 + includes 
commercial and residential and hotel, 
etc. Strong name recognition and 
SEO in the Metro Chicago Market; 
Owner also owns bldg. that houses the 
Restoration Business.  Email: mike.
sungloss@gmail.com.

___________

I have pictures upon request. Comes 
with 20’ trailer, needs work on elec-
tric brakes. Bring a dually and drive it 
away, will not ship or tow to new loca-
tion. $7,500.00  Contact Scott Wargo, 
602-284-7424, scottw.nbs@gmail.com

Business Opportunities

How Many More Sales Do You Want 
This Month? Let’s partner up and 
grow your business. We have been 
helping granite fabricators since 2009 

The information contained in our 
Classifieds section is provided by third 
parties and not an endorsement of 
particular products, companies or 
employers. The SRG® encourages all 
interviewing employers to carefully 
conduct prescreening of all prospec-
tive employees, and purchasers of used 
equipment are encouraged to use cau-
tion and common sense.

Readers Please Note:

TOUGH TOOLS

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

TOUGH TOOLS

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

METAL, GRANITE & MARBLE

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

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

METAL TIP

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

FOR USE 
IN ALL 
FABRICATION

Visit www.stoneforensics.com

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

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

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

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

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

Troubleshooting 
pitting and spalling, 
moisture and rust 
damage will be 
covered in Dr. Fred’s 
4-day, in-depth 
class.• 11 KW PUMP UPGRADE 

• 2.35” PER SECOND DESCENT  

• 5.35” PER SECOND RETRACT

• 242 TON SPLITTING FORCE 

• 51” MAXIMUM OPENING             

• 39.37” BLADE LENGTH

• 22.2” SPLITTING HEIGHT 

• TESTED and PRESSURES SET PRIOR TO SHIPPING

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

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

MENHIR 220 
1000 X 600 

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.

•Maximum of 70 words or less per ad
•All faxed ads must be typed–No hand-
written ads–No exceptions. 

•Please review all your ad info before 
submitting– NO corrections can be 
given for ads that are submitted with 
the wrong contact info or content after 
deadline.

•Best way to submit an ad is by going 
online at www.slipperyrockgazette.net, 
or sending an email to the editor, Larry 
Hood, at lhood@slipperyrockgazette.
net.

2019 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

February 2019 Wednesday, December 19, 2018

March 2019 Wednesday, January 23, 2019

April 2019 Wednesday, February 20, 2019

2502 Dunlavy • Houston, Texas 77006 

Call for more information
T. 713-521-1414
1-877-815-1414 (toll-free)
www.eurostonemarble.com

•Factory Direct Thassos White 
 Marble Supplier
•Specializing in Thassos White and   
 Several Other Premium White Greek  
 Marbles
•Supplying the U.S. Trade Since 1989.

Buy factory direct. We ship all over the U.S.Buy factory direct. We ship all over the U.S.
Thassos White MarbleThassos White Marble

mailto:egiebitz@aol.com
mailto:egiebitz@aol.com
mailto:wardctile@comcast.net
http://www.RockCreteUsa.com
http://www.RockCreteUsa.com
mailto:wardctile@comcast.net
mailto:GraniteCreationsLLC@yahoo.com
mailto:marbleservicesusa@gmail.com
mailto:marbleservicesusa@gmail.com
http://www.FireUps.com
mailto:mike.sungloss@gmail.com
mailto:mike.sungloss@gmail.com
mailto:scottw.nbs@gmail.com
http://www.stoneforensics.com
http://www.stoneforensics.com
http://www.ApexEquipmentInternational.com
mailto:ApexEquipIntl@Aol.com
http://www.slipperyrockgazette.net
mailto:lhood@slipperyrockgazette.net
mailto:lhood@slipperyrockgazette.net
http://www.eurostonemarble.com
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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

www.braxton-bragg.com

We’re so confident you’ll love the 
quality & polish of Talon™ pads, 

we offer them with a 
100% Money Back Guarantee!

A WHOLE  OTHER LEVEL
OF PERFORMANCE

us.zenesistechnology.com

CNC Tooling for 
Natural Stone and  
Dekton

www.braxton-bragg.com
NOW AVAILABLE AT

www.braxton-bragg.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

www.braxton-bragg.com

The Most Advanced Polishing 
System Since…EVER!
Introducing the Elipse Polishing System with 
exclusive TrifectaMate Technology™ and 
revolutionary Elipse Backer Pad

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

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

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

Blick Industries has the largest selection of suction cup shapes.
www.blickindustries.com

(949) 499-5026

THE AUTHORITY
IN VACUUM WORKHOLDING

Viper ® Turbo Blades
Price + Performance = Our Best Seller!
Order a blade now and experience 
why this blade sells day after day to 
great fabricators around the country.

Call 1-800-575-4401 or Order Online

www.braxton-bragg.com

www.braxton-bragg.com

25 Years of Innovation
Extreme X2 Bridge Saw Blade

COMPLETE  TERMINATOR LINE IS NOW AVAILABLE AT

Help Wanted

Portland Oregon – Custom 
Stone Slab Installer. Ever 
wanted to live in the Beautiful 
Northwest? We have a beauti-
ful city with temperate weath-
er - very few snow days and 
rarely below freezing, and in 
mid-summer we have just a 
few days above 95°F. We seek 
your expertise to install custom 
Minimum Qualifications: Must 
have a minimum of 2 years 
granite / quartz countertop 
slab installation experience. 
Must have references, be able 
to work Mon-Fri 7am to 3:30 
or until job is complete on 
occasion, and overtime. We try 
not to work weekends but the 
occasional commercial project 
forces us to, a few times a 
year. Must be able to complete 
a physical exam, background 
check (criminal and motor vehi-
cle), and drug screen. Must hold 
valid driver’s license - with a 
clean record. Must be able to 
accurately read a measuring 
tape & read and interpret instal-
lation drawings. Must be able 
to use hand tools and power 
tools. Must be able to lift 100+ 
pounds. Candidate MUST 
possess the ability to speak, 
read and write English. Paid 
Time Off & Holidays. Willing 
to Assist with relocation cost. 
Salary: $20.00 to $30.00/hour 
depending on experience and 
reference. Phone: 503-804-
0382. 

_____________ 

Wanted: Lead Installer. 
Minimum Qualifications: Must 
have a minimum of two years 
granite countertop installation 
experience. Must be able to work 
Mon-Fri, and overtime. Able 
to complete a physical exam, 
background check (criminal and 
motor vehicle), and drug screen. 
Must hold valid Texas driver’s 
license - with a clean record. 
Must be able to accurately read 
a measuring tape & read and 
interpret installation drawings. 
Must be able to use hand tools 
and power tools. Must be able 
to lift 100+ pounds. Candidate 
MUST possess the ability to 
speak, read and write English. 

$16 - $18 per hour based on 
experience. Health insurance 
benefits. Paid time off and 
holidays. Willing to assist with 
relocation cost. Salary: $16.00 
to $18.00/hour. Contact: Alpha 
Granite & Tile, 512-255-9634, 
hr@alphagraniteaustin.com.

___________

Full Time CAD Draftsman. 
Experience with Revit a plus. 
Drafting of Shop Drawings and 
Fabrication Tickets for Marble, 
Granite, Quartz Natural Stone. 
Subcontractor specializing in 
Commercial and Multi-Family 
projects (flooring, walls and 
counter tops). Group health 
and dental insurance. 401 K. 
Office location in Cumming, 
GA. Contact: Crystal Marble 
Company, Inc, 770-886-4509.
Please Email resumes to jobs@
crystalmarble.com.

___________

Lead person for marble/
granite restoration company. 
Natural stone restoration 
company is seeking experienced 
lead man for residential and 
commercial projects in Denver, 
Colorado. Job Type: Full-time. 
Experience: Marble/Granite: 5 
years (Required). Contact: Bob 
Adwar, 303-881-0400, bob@
marbletecsystems.com.

___________

General Manager. New Stone 
Concepts is a 20+ year old 
company that specializes in 
fabrication and installation of 
Engineered Quartz, Marble and 
Granite. We are looking for 
a general manager with good 
fabrication shop experience, 
organizational skills and people 
management. We are located 
in South Austin, TX. Contact: 
DJ Anderson, dj@newstone 
concepts.com.

___________

Classifieds

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

List your Help Wanted, Used 
Equipment, and Business 

 Opportunity ads 
FOR FREE!    
Print and Online 

Available at www.braxton-bragg.com

Call 800-575-4401 for New Vinyl Ester

mailto:hr@alphagraniteaustin.com
mailto:jobs@crystalmarble.com
mailto:jobs@crystalmarble.com
mailto:bob@marbletecsystems.com
mailto:bob@marbletecsystems.com
http://concepts.com
http://www.braxton-bragg.com
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Could the Laundry Room 
Be the Next Living Room?

Steven Schrenk 
PolycorLaundry day might just be 

Sarah Gibson’s favorite time 
of the week.

Hours spent sorting and folding 
a load of wash no longer feels like 
a tedious act — the process has 
actually become quite meditative 
thanks to Gibson’s recently ren-
ovated space in her home in Salt 
Lake City, Utah.

“I’m already more inclined 
to do laundry,” Gibson said. “It 
makes me so happy to have that 
space done. It feels spacious and 
clean and organized and like I can 
finally breathe again.”

Gibson, the blogger and DIY 
designer behind Room For 
Tuesday, took part in the One 
Room Challenge, in which she 
had six weeks to transform a 
room in her home from start to 
finish — all while documenting 
the journey.

She chose to transform her laun-
dry room, which acts as a highly 
trafficked area. The room leads 
out to the backyard and serves as 
a space to store leashes, crates, 
and dog bowls for her and her 
husband’s two dogs — Johnny 
Cash and Finn.

really fell in love with soapstone,” 
Gibson said. “It just had a really 
nice feel in the hand. It feels lux-
urious, and it’s darker, which is 
different than what most people 
are doing right now. I like to em-
brace the difference.”

Gibson and her husband had a 
small soapstone remnant and de-
cided to give their dogs a little 
taste of luxury.

custom cabinetry. I ended up en-
hancing the soapstone with the 
wax — I really like that it dark-
ened it and made it feel saturated 
and rich.”)

She first learned about Alberene 
Soapstone when she visited 
Polycor’s Georgia quarry back in 
2016. The material’s durability, 
smoothness, and stain resistant 
properties, and unique look is a 
major appeal for homeowners.

“It was during that visit I Please turn to page 33

Sarah Gibson, Blogger and 
DIY designer.

Right: Gibson chose to give 
her soapstone countertops a 
wax finish, to darken the sur-
face and make it ”saturated 
and rich.”

can easily be cleaned with a hose, 
and of course, little touches, like a 
portrait Gibson personally painted 
of her dogs.

The first three weeks of the 
renovation were dedicated to the 
basics, like planning the design, 
demolition, plumbing, electrical, 
and designing an integrated dog 
crate. While the remaining weeks, 
were all about the aesthetic and 
little details, like choosing the 
right backsplash tile, counter-
tops, cabinetry, upholstery, and 
decorations.

Gibson’s One Room Challenge transformed her highly-trafficked laundry room into a space both func-
tional and beautiful. Custom cabinets (lower) conceal a dog crate, topped by Alberene soapstone.

“We don’t have kids so our 
pets are definitely our children,” 
Gibson added with a laugh. 
“They’re our little fur babies.”

The newly renovated space fea-
tures custom designed cabinetry 
with plenty of storage space, a 
cozy built-in dog crate, Polycor’s 
soapstone countertops, DIY ped-
estal dog feeders with a slab of 
soapstone, conveniently placed 
wall hooks for leashes, hats, and 
jackets, a neutral colored rug that 

Gibson, who’s been blogging 
about her personal design proj-
ects since 2014, said she prefers 
working with companies that 
work with her vision.

“I really love working with 
Polycor,” Gibson said. “They’re 
one of my favorites because 
they’re super friendly and encour-
aging of my creativity. I chose to 
use soapstone for the countertops 
because I really wanted to bring 
in some high contrast with the 

“I miss ever ything about 
Chicago, except January and 
February. ” – Gary Cole

“Tradition means 
giving votes to the 

most obscure of 
all classes, our 

ancestors. It is the 
democracy of the 

dead. Tradition re-
fuses to submit to the 

small and arrogant 
oligarchy of those 

who merely happen 
to be walking about.” 

– G.K. Chesterton
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Could the Laundry Room 
Be the Next Living Room?

Continued from page 32

TM

WORLD BEST 
BRIDGE SAW BLADES

us.ZENESISTechnology.com BOOTH #4229

2019Available in January

 ZENESISTM Black 4
The most technologically advanced pattern diamond bridge saw blade available today

ZENESISTM Carbon
Designed to cut the hardest materials: Dekton®, Lapitec®, Neolith®, 

Petrified Wood and Geode Slabs
“Dekton” is a registered trademark of Dekton USA.  “LAPITEC” is a registered trademark of LAPITEC S.p.A.  “Neolith” is a registered trademark of Neolith Distribution, S.L.

Now available at braxton-bragg.com

1. Start with a clean surface 
and apply wax with a towel. 
You can use mild dish 
soap and water. Soapstone 
generally does not need a lot 
of cleaning. Then follow with a 
dry wax, Dry wax is a favorite 
for treating soapstone 
countertops because it is 100 
percent  natural and food 
safe, and can take a beating 
from an active family, spilled 
sodas and pickle jars.

 The wax gives the natural 
stone a look that is different 
from its natural gray color 
and makes for a much 

She asked her fabricator to take 
the extra soapstone slab material 
and cut holes that could fit stain-
less steel dog dishes. The pedestal 
feeding stations, she said, creates 
the perfect amount of consistency 
to her new space.

Since installing the stone, she’s 
noticed how easy cleanup can be 
with soapstone. She simply has to 
wipe after a mess. We find a little 
soap and water goes a long way 
too.

“You can see the laundry room 
from the breakfast nook and the 
kitchen. If people are coming 
over to the house, that room is out 
and about for everyone to see,” 
Gibson said. “I love putting so 
much attention in the details be-
cause from living in such a small 
house, I’ve learned that every 
square foot counts.”

For more information about 
selecting, darkening or wax-
ing soapstone, visit www.
polycor.com/Stone/soapstone/.
alberene-soapstone.

Honed Alberene Soapstone 

A Simple Guide to 
Waxing Soapstone 
in Four Easy Steps

longer lasting effect with less 
reapplication required. 
Simply apply the wax by 
rubbing it into the stone 
with a dry towel, or even 
your hands, and instantly see 
the difference between the 
treated and untreated look of 
the Alberene soapstone.

2. Watch the veining pop!
Enhanced soapstone has a 
signature look that’s rich 
in color and contrast. The 
finished application of wax also 
produces a subtle satin luster. 
Most soapstone owners want it 
be as dark as possible, because 

the darker it is, the more the 
veining shows, and the more 
the characteristics of the stone 
show. 

3. Let the wax rest. 
Allow the wax to sit on the 
soapstone for 30 minutes 
before wiping it off, or even 
leave it on overnight.

4. Reapply to suit your look.
Alberene Soapstone wax 
can be applied as frequently 
as needed depending on the 
shade of black that you desire. 
Try applying the wax weekly 
in the beginning to make the 

soapstone darken faster than 
normal. After several back 
to back applications it will 
remain dark for a long time 
- the more you wax it, the 
darker it becomes and the 
longer the color stays. 
Darkening soapstone can 
give a kitchen the European 
feel many consumers are 
seeking – warmer, cozier and 
as if bread was baking in the 
oven. 

With its ability to be enhanced 
Alberene Soapstone can 
have many looks from rustic, 
to modern, industrial and 
eclectic. See how designers 
use American soapstone to 
achieve a variety of looks on 
the Polycor website.

“Sharks are as tough as those 
football fans who take their 
shirts off during games in 
Chicago — in January, only 
more intelligent.
– Dave Barry

http://braxton-bragg.com
http://www.polycor.com/Stone/soapstone/.alberene-soapstone.
http://www.polycor.com/Stone/soapstone/.alberene-soapstone.
http://www.polycor.com/Stone/soapstone/.alberene-soapstone.
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

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

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

3. Fill out the info in the link provided

– Or Enroll via the Web – 

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

2. Fill out the info in the field provided

3. Check YES in the bottom box

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

Join, and get 
access to exclusive 

offers and 
important product 

updates

Hammer+Nails Education Track at TISE 2019 Includes 
Stone and Tile Industry Experts 

The new Hammer+Nails 
Education track at TISE 
will include roundtable 

discussions and classes of inter-
est to stone and tile industry 
attendees.

NTCA Roundtable Workshop
Presented by David Bonasera 

On Tuesday, January 22 from 
11:00 a.m. to 12:00 p.m. there 
will be a three-part workshop in-
volving problem solving issues 
you will find in the field. Tile in-
stallation, subfloor and material 
problems, fabrication and mate-
rials currently in the country and 
restoration solutions and trouble 

shooting issues will be covered. 
Each participant will have 20 
minutes with each instructor on 
problems identifying incorrect 
materials or human error,  so you 
can get paid at the end of the job 
or not take the job. This roundta-
ble workshop will be presented by 
David Bonasera.

Glues and Adhesives for 
the Fabrication and 
Restoration Industry

Presented by David Bonasera and 
Mike Beckmann
Tuesday, January 22 ,
2:30 p.m. to 3:30 p.m.

This presentation will compare 
the many adhesive chemistries 

used in the stone fabrication and 
restoration industry, including 
epoxy, polyester, and acrylic. 
Newer chemistries including poly 
epoxy, urethanes, and urethane 
hybrid systems will also be cov-
ered.  The presentation will focus 
on the comparative properties of 
these chemistries, and will high-
light the pros and cons of each.   
The presenter will also discuss 
some of the “do’s and don’ts” 
when using these adhesives.

Learning Objectives:
Participants will gain a bet-

ter understanding of the types 
of adhesives that are available 
to stone industry professions. 
participants and the presenters 
will discuss the chemistry be-
hind each type of adhesives and 
how the chemistry affects usage. 
Learn to create a plan for deter-
mining the best adhesives for a 
situation, and review case studies 
of installation applications.

Livin’ Large: Critical 
Considerations for Large 
Format Tile Installations

Presented by Mark Heinlein 
 and Robb Roderick
Three Sessions: 
Wednesday, January 23, 
9:30 a.m. to 10:30 a.m.
Thursday, January 24 from 
11:00  a.m. to 12:00  p.m. 
Friday, January 25 from 
8:00 a.m. to 9:00 a.m.

The larger the tile the faster it 
goes down, right? Join NTCA ex-
perts and explore the critical need 
for substrate preparation flatness, 
mortar and trowel selection, and 
bond coat coverage for large tiles.  
Learn how proper preparation and 
techniques improve production 
and profits.

About the Presenters
Born and raised in St. Louis, 

MO, Mike Beckmann grad-
uated from the University of 
Missouri—Rolla in December, 
1982 with a BS in Chemistry. At 
PPG Industries, he used his epoxy 
knowledge to develop coatings 
for metal office furniture, and 
also gained experience in wood 
coatings and radiation cure tech-
nologies (ultraviolet and electron 
beam curing of polyesters and 
acrylics). In 1992, he arranged 
to purchase Bonstone, Inc. from 
then-owner (and stone adhesive 
pioneer) King Harte.

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

Please turn to page 35

Be a part of Braxton-Bragg’s 

VIPER NATION

http://www.braxton-bragg.com
https://slkt.io/oQ1
https://slkt.io/uCJ
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THE NEW LTX COMBI

1590 E. HIGHWOOD, PONTIAC, MI 48340•248-853-9000•info@marmo-na.com

ROUND PROFILING • FLAT PROFILING •  
PENCIL EDGE• INCREDIBLY FAST PRODUCTION RATES 

ALL IN ONE MACHINE
ON DISPLAY JANUARY 2019 

THE INTERNATIONAL SURFACES EVENT-LAS VEGAS, NV

BOOTH #4247

 The resultant company, now 
named Bonstone Materials 
Corporation, has since grown 
more than eight-fold in sales 
and number of employees. Mike 
continues to work full-time as 
President and Chief Chemist at 
Bonstone. 

David Bonasera, CTC, CSI, 
Owner of ESP/Environmentally 
Safe Products and Procedures in 
San Jose, CA has been specializ-
ing in the repair and restoration of 
natural stone and tile since 1986. 
David’s main source of business 
is following improper installation 
work of other contractors, new in-
stallation preservation and repair 
and education of natural stone 
and tile. Since 1989, David has 
also been one of the top indoor air 
quality experts dealing with tox-
ins in homes. For 10 years, David 
had a TV show dealing with en-
vironmental issues, immune defi-
ciency and pulmonary disorders. 

Mark Heinlein is a trainer and 
presenter for the National Tile 
Contractors Association. He is 
CTEF Certified Tile Installer 
#1112 and a former tile contractor 
in Michigan’s Upper Peninsula. 
Mark travels the eastern half of 
the United States conducting 
training workshops and connect-
ing with tile professionals to en-
sure all installations meet industry 
standards.

Robb Roderick is the new-
est National Tile Contractors 
Association (NTCA) technical 
trainer and presenter. He has been 
in the tile industry for nearly 25 
years, a Ceramic Tile Education 
Foundation, installer and member 
of NTCA. He has worked with 
homeowners, builders, architects, 
and interior design professionals 
on both residential and commer-
cial projects. Roderick graduated 
from Missouri State university 
in 2000 and served in the United 
States Army as a medic. His trav-
els throughout the United States 
giving educational programs and 
workshops for the NTCA.

Visit www.intlsurfaceevent.
com/converge for a full list of 
seminars, roundtables and edu-
cational sessions for profession-
als in the flooring stone and tile 
industries.

Hammer+Nails

Christmas
Came Early

A Bank of America ATM 
in Houston was the scene 

of a near-riot on November 25 
when it began dispensing $100 
bills instead of $10s, reported 
Click2Houston.

After the first lucky driver 

posted his score on social media, 
a crowd showed up and stood in 
line, with a few fights and argu-
ments breaking out over about 
two hours, until police were sum-
moned and the free money was 
shut down. Bank of America re-
leased a statement the next day 
that would have galled Ebenezer 
Scrooge: “Customers will be able 
to keep the money dispensed.” 

As it turns out, the blame lay 

with a vendor who incorrectly 
loaded $100 bills into the $10 
slot. There was no report of how 
much money was withdrawn. 
(Source: Click2Houston)

Continued from page 34

“The welfare state 
is not really about 
the welfare of the 

masses. It is 
about the egos 

of the elites.”
 — Thomas Sowell
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Help Your Clients to Help 
You Help Them

There two types of 
customers: The first 
type wants to know 

what you charge because 
they are merely shopping 
for the best price. The other 
type wants information 
from a source they can trust 
because they genuinely 
intend to buy.

We’ll call the first 
customer the “Price 
S h o p p e r  –  C o m p a n y 
Hopper” and the second the 
“Trust or Bust – Value is a 
Must” buyer.

Failing to recognize 
the difference is to waste 
precious time educating 
the price-shopper while 
offering discounts to the 
trust-value buyer, who 
wants a reliable source they 
can trust and who is will-
ing to pay full price to get 
it! Misidentify  them and 
neither of them get what 
they’re looking for and nei-
ther will you, in the form 
of closed sales and higher 
profits.

Whether you’re an owner/
operator fabricator or a 
showroom sales wiz, under-
standing this difference will 
help you to help your cus-
tomers help you help them. 

Huh?
Yes, you need to help 

your customers divulge 
information about them-
selves, which in turn helps 
you decide how (or if) you 
can help them, which is giv-
ing them what they want…
as quickly as possible.

Clear as slurry in a sump 
pit on a busy day?

Excellent!  You can turn 
this principle into a practice 
that impacts your sales and 
your bottom line today!

First, you need to decide 
which of these types of cli-
ents you either “want” to do 
business with or are unique-
ly suited to serve.  

If it’s your intent to cater 
to both (which is tricky) 
you need to truly posses 
products and services that 
are distinct enough that they 
can’t be confused during the 

sales process and the deliv-
ery. But for the sake of con-
versation, let’s say you’ve 
decided not to cater to the 
price-shopper.

Second, you need to devel-
op open-ended questions 
(questions that don’t illic-
it a “yes” or “no” answer) 
that will expose what kind 
of customer you’re dealing 
with.  

 Aaron J. Crowley
Stone Industry Consultant

This is crucial, as some 
people will hide their true 
intentions because they are 
seeking a stronger negoti-
ating position, while others 
simply can’t tell us because 
they’re not familiar enough 
with the product or service 
to know.  

A great first question is, 
“Can you tell me a little 
bit about your granite proj-
ect?” If they tell you they 
are updating the laminate 
counters in their rental 
condo, they have already 
given you a lot of infor-
mation. 

A great follow up ques-
tion could be, “How many 

…You need to help 
your customers divulge 
information about 
themselves, which in 
turn helps you decide 
how (or if) you can help 
them, which is giving 
them what they want… 
as quickly as possible.

quotes do you plan to get?”  
If they respond by telling 
us you’re the 6th person 
they’ve called, they’re prob-
ably “company-hopping” 
and a low price may be the 
determining factor.  

At this point you could cut 
to the chase, asking, “How 
much are you hoping to pay 
for your granite counters?”  
This is where the price 
shopper will generally tip 
his hand. 

In a matter of moments 
you have helped your pro-
spective customer to help 
us understand what it is 
they are looking for without 
actually asking them what 
they’re looking for. And 
with that information, you 
can help them find what 
they want, which is the third 
step!

Third, you need to deter-
mine your response.  

If you’ve decided that you 
won’t do business with cus-
tomers whose main objec-
tive is finding what you’ll 
charge so they can use it 
to beat the other guy up on 
price, you can put on your 
best Gray Poupon-snobby 
guy accent and respond 
with, “If sir/madam has 
to ask what it costs, then 
sir/madam probably can’t 
afford us,” and hang up.  

Or, you could politely 
give them the name of the 
low-cost producer down the 
street and truly help them 
find what they’re looking 
for.

Either way, you have 
“helped them to help you 
help them.” They will go 
on their merry way, and 
you are left with more time 
to spend helping and sell-
ing the customers you want 
to do business with – which 
will be the subject of next 
month’s installment.

Aaron Crowley is a stone 
shop owner, author, speak-
er, and consultant to mid-
size stone companies. You 
may contact him at aaron@
fabricatorsfriend.com . Call 1-800-575-4401 or Order Online 

www.braxton-bragg.com

Our Viper® 3-Step Dry System reduces 
polishing time by over 50% and increases 

pad life significantly.

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

Actual Customer - Tim Zeng, 
Granite Installation Specialists

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

as the previous pads.”

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

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

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

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

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

•Polish in only 3 steps
•Reduce labor over 60%
•Dry–2,000-5,000 RPM:  
 (Recommended: 4,000)

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

piece of black granite right before your eyes.

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

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

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

OUR

BEST-

SELLING
DRY PAD!

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

mailto:aaron@fabricatorsfriend.com
mailto:aaron@fabricatorsfriend.com
http://www.braxton-bragg.com
http://www.Braxton-Bragg.com
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Now available at braxton-bragg.com

http://braxton-bragg.com
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800-575-4401www.braxton-bragg.com

BEST Brands!
BEST Guarantee!

BEST Service!
BEST Rates!

Call one of our knowledgeable 
sales staff to learn more about the 

Braxton-Bragg advantage!

Abrasive Technology 4˝ Straight-Edge Diamond Polishing Wheels are de-
signed for polishing straight edges using “C-frame” automatic machinery. The 
discs have been engineered to eliminate workpiece end scratches and polish 
flat edges with a premium finish and quick, high-quality results. The system 
includes six steps from calibrating to final buff. It is suited for edges measuring 
3/4 inch or thicker and will provide a high gloss finish on granite.

abrasive 
technology, inc.

•Designed specifically for polishing flat edges

•Used on C-Frame machinery

•Snail lock mounted for easy access

•Use on granite and marble

•Polish and yield better finish with faster results, eliminating workpiece  
 end scratches

•For edges 3/4” wide or wider

•4” diameter size

 4 ̋  Straight-Edge Flat Edge Inline 
Polishing Wheels

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

Terminator NanoCut Q2 
Wet Quartzite Blades

Terminator Q2 Quartzite 
Turbo Blades

20mm!

This is a great natural 
quartzite cutting blade 
and the 20mm high 
segments work through 
the stone like no other.

These Turbo Blades have a high performance on hard and 
exotic material like natural quartzite and harder granites. 
Designed specifically for very hard materials like quartzite, 
a softer metal bond matrix allows the diamonds to be 
exposed more efficiently, which allows you a fast clean cut.

•“Natural” angle segment design
•Reformulated 20mm position diamond segment construction
•Silent core construction
•Diamond bond and composition formulated specifically for  
 natural quartzite
•Great for cutting Natural Quartzite

A Cut  
Above

Terminator Bigfoot 
Core Bits

The turbo segment design and the vacuum-brazed side 
segments increase performance of these core bits, and will 
also perform well on Granite, Marble, and Engineered Stone. 
Available in sizes from 5/8 inch to 4 inches.

http://www.braxton-bragg.com
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com
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Fab King CNC Fabricates for You!
Easy To Use

The Fab King CNC is designed to allow the operator to fabricate without ex-
tensive CAD/CAM knowledge. Once the sinks or shapes are saved into the 
computer, the operator only has to start the process using a mouse click on 
the laptop and won’t have to generate tool paths and pod locations. 

NEW!

Call Braxton-Bragg 
to order yours!

RYE Corp has created one of the 
easiest to use CNC machines in the 
stone industry using the most dura-
ble equipment available.

• Single phase electrical motor
• Servo motor operation (Not stepper motors)
• Servos can be disengaged to allow for manual operation
• One pass sink cutout using 15mm CNC finger bit
• Dust-free operation
• 1 year manufactures warranty on mechanical and electrical
• Rugged construction
• Made in the USA

MADE IN THE USA

http://www.braxton-bragg.com

