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Eduardo Cosentino on Cosentino
The Slippery Rock 

Gazette reached out to 
Eduardo Cosentino for an 
exclusive interview on the 
occasion of the 40th anni-
versary of Cosentino, and 
the 25th Anniversary of 
Silestone. The global suc-
cess of Cosentino owes 
much to Eduardo’s drive 
and business acumen, so we 
wanted to know more about 
his career with this innova-
tive family-owned business. 

Starting as a Cosentino 
intern in high school, 
Eduardo built his 

career from the ground up, 
taking on roles in multiple 
divisions, from workshop 
and commercial operations, 
to commercial sales and 

Eduardo Cosentino has established a substantial career with the 
Cosentino Group, the family-owned global leader in the 
production of innovative surfaces for architecture and design.
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senior management roles at 
both the regional and inter-
national level. 

Since 2005 Eduardo has 
held the post of Global 
Corporate Sales executive 
vice-president, where he 
oversees Cosentino Group’s 
sales efforts globally, and 
utilizes his multi-cultural 
design and sales experience 
to influence the company’s 
product design and research 
and development teams. 

In addition to his global 
sales responsibility, in 2010 
Eduardo was named CEO of 
Cosentino North America, 
where he has overseen the 
company’s growth in the 
U.S. market. 

Motivated by complex 

challenges and driven to de-
velop the talents of his col-
leagues, Eduardo is known 
for his boundless energy, 
intuition, creativity and 
entrepreneurial spirit. He 
splits his time between the 
company’s North American 
Headquarters in Miami and 
the Global Headquarters in 
Spain. 

Eduardo is also a mem-
ber of Cosentino’s Steering 
Committee, Executive 
Committee and Company 
Board. Since 2002 he has 
been vice-president of 
the Andalusian Marble 
Association.

Tell us about Cosentino 
Group’s origins.

“Cosentino Group has its 
origins in the quarrying, 
processing and sale of mar-
ble from the Sierra de los 
Filabres mountains in the 
province of Almeria, Spain. 
The ‘White Macael’ marble 
from this area is particularly 
outstanding. Since 1979, the 
company’s process of ex-
pansion and research has led 
it to apply the latest technol-
ogy to produce innovative 
materials and high-value 
solutions for the world of 
architecture and design.“

Sample as well as workspace: Dustin Hughes’ Stone Studio 
office features a Golden Crystal waterfall desk and a  

Titanium granite wall feature. 

Stone Studio: This Second– Generation Business is an Example of 
Careful Planning and Community Action
IN 1980 Dexter Hughes 

opened the doors to his 
custom cabinetry shop in Nash, 
Texas. Dexter’s son, Dustin, was 
also born around this same time.           

   
As the years progressed, young 

Dustin would spend his time off 
from school learning how to fin-
ish cabinets, he recalled. “From 
the time I was six, my dad would 
take me to work with him. Back 
then, our cabinet shop was down 
the hill from our house, and I 
would get off the school bus and 
go to work sanding and finishing. 
I liked to work with my hands and 
liked streamlining the process to 
make it more efficient. I’m still 
passionate about this.”

Continuing to work side-by-side 
with his dad, Dustin’s love and 
passion for quality craftsmanship 
continued to grow in lock-step 
with the company’s products and 
clientele. 

Digital Technology Brings 
Opportunity & Challenges
By his early teens, Dustin’s love 

and passion had increased to in-
clude a vision of automation for 
the family business. Dustin was 
developing into a born leader, and 
by age eighteen had become an 
important part of Contemporary 
Concepts (CCI). During this time, 
the company’s cabinets were sold 
to the residential market. In 2001, 
CCI additionally became a com-
mercial supplier. With Dustin at 
the controls of their first CNC, 
the extra volume needed could 
be produced, as well as allow the 
company to expand its product 
line, he explained. 

“I wanted to grow the company, 
and in 2003 I bought my dad out. 

Peter J. Marcucci 
Photos  Courtesy Stone Studio 

At the time, we were bidding on 
the stone tops that were sold with 
our cabinets, even though we 
were outsourcing them. This got 
to be a nightmare just from the co-
ordination factor, but in 2015, we 
got a large project at the Walmart 
corporate headquarters, and I de-
cided that this was the time to take 
the plunge and get into the stone 
business.”

Dustin took the plunge in 2016, 
and bought a Park Industries 
Yukon bridge saw. in 2018, the 
stone division was officially 
christened Stone Studio. He and 
his team of craftsmen offered a 
full line of first-quality materials 
and products into the residen-
tial and commercial market, and 
didn’t look back. The company 
quickly outgrew its current space 
in Texarkana, Texas, and a new, 
more efficient space was needed, 
he continued.  
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Stone Studio

“We had looked at a building 
to buy in downtown Texarkana, 
Arkansas. It was where an old 
Coors beer distributor had been. 
It had everything we were look-
ing for, including a 6,000-square-
foot showroom space, and an 
8,000-square-foot shop space. 
Luckily, we had a great team of 
guys, but none of them had any ex-
perience with digital equipment. 

“It was pro hockey player 
Wayne Gretzky who once said, 
‘You miss 100 percent of the 
shots you didn’t take,’ so we 
took our shot at going fully dig-
ital, and bought a Park Industries 
Saberjet XP 5-axis CNC, and a 
Park Industries Fastback 2 Edge 
Polishing Machine. We also went 
from hard templates to digital 
templating and a Slabsmith. This 
process was like going from a 
horse and buggy to a jet. It was a 
little painful in the beginning, but 
our people were very motivated 
to learn it, and they liked getting 
away from the manual labor.”

A Sasso K-Lux single head sur-
face polisher was next on the list 
to be purchased, but due to the 
COVID-19 crisis in full bloom 
at the time of this interview, 
the K-Lux has been put on hold 
indefinitely.  

Call to Duty
Speaking of COVID-19, Stone 

Studio has currently taken on the 
fabrication of something with a 
different twist, continued Dustin. 
“A while back, the Governor of 
Texas contacted all of the in-state 
manufacturers, and asked them 
to look at their operation to see 
if there was anything they could 
do to help with making medical 
supplies. I had thought about the 
fabric side and making masks, but 
that wasn’t for us and we couldn’t 
help. But I’m in an association, 
and one of my peers posted a pic-
ture of an intubation hood. It’s 
a Plexiglas box that goes over 

the patient’s head, so that when 
they cough, it keeps the cough 
vapor contained. It has holes in 
it, so that the doctor’s arms can 
reach through to do an exam or 
to install a ventilator. Anyway, a 
friend of mine is an ER doctor at 
a local hospital, and I asked him 
about making these hoods and he 
said, ‘Yeah, man! That would be 
great!’ 

“I then asked our people one 
Saturday morning what they 

thought of the idea. We got the 
specs, had some Plexiglas de-
livered from a local glass shop, 
switched gears and put the intu-
bation hoods into production. By 
the end of the day that Monday 
we had built four, and sent them 
to a local hospital. Soon after, 
they called us back and wanted 
another four. The first person 
they tried it on tested positive 
for COVID-19, and it made us 
feel good knowing that we had 
helped a little bit. After that, we 
posted it on social media and the 
news caught wind of it, and then 
a lot of people called us asking 
us for one.” 

People, Safety and Logistics
Not including Dustin, Stone 

Studio’s production staff con-
sists of three shop craftsmen, 
four installers, one programmer, 
two sales people and an office 
manager. This small but efficient 
team produces an average of one 
kitchen per day. According to 
Dustin, time-consuming edges 
such as large mitered or waterfall 
are quite popular in their service 
area at the moment. 

“Our people are very in-
volved and detail-oriented, and 

Continued from page 1

“Our fabrication shop is outfitted with a Park Saberjet, a combination saw that cuts with a diamond blade and a water jet. We 
also have a Fastback II line polisher which can polish all our flat edges at 50 inches per minute. We handle all our material with 
two Weha A1500 vacuum lifters. All of our inventory is digitally logged in our Slabsmith software, allowing the customers to 
view our inventory online, also allowing us to do precision grain matching.” – Victor Swithenbank

Above: Stone Studio fabricator  
Justin Moore finishes an aerosol 
protection box to be used by 
health care providers when in-
tubating COVID-19 patients.

passionate about our stone fabri-
cation business. They love it even 
more than me, and I really appre-
ciate that. I’ve shown them trust, 
and it’s been reciprocal. I also 
think it’s really helpful to ask our 
people what they think we need, 
and what we can do for them. It 
also shows that you trust them 
to help you make decisions, in-
stead of just making them on your 
own. They take great care of our 
customers. It’s almost scary how 
rarely I hear about a problem, be-
cause they don’t want me to hear 
about it. And, heck, it makes me 
feel good that they solve it!” 

For safety’s sake, Dustin has 
a voluntary OSHA consultation 
every year, he continued. “At first, 
I was very nervous about doing it, 
but it’s been a great relationship, 

and hugely beneficial. There were 
some things that we didn’t know 
and seemed trivial to us, but it 
was important to OSHA, and it 
provides us with a layer of con-
fidence, because if we do have an 
accident, we know that we did our 
best to prevent it from happening. 
Our insurance company likes this, 
as well.”

An approximate sales ratio of 
materials for the company’s 50/50 
mix of residential and commer-
cial clients is 25 percent granite 
and 30 percent quartz, with the 
remaining being a mix of quartz-
ite and marble. Custom products 
consisting of countertops, show-
ers, furniture and fireplaces are 
the norm.

    
Please turn to page 3
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Stone Studio

Many of Stone Studio’s clients 
are obtained through word of 
mouth, said Dustin, however, he 
is not one to sit and wait when 
it comes to acquiring new work, 
he explained. “For residential, 
we invest heavily in Facebook, 
Instagram, Houzz and Google. On 
the commercial side, we network 
with all the local contractors, 
where one thing leads to another, 
especially with their estimators. 
We will work with a company 
in one location, and when they 
move to another, they bring us 
with them. We’ve worked as far 
as Miami, Florida, San Francisco, 
California and Denver, Colorado. 
As for our residential side, we will 
travel as far as one hundred miles 
from Texarkana.  

“We want to sell an experience 
when people buy here, and not 
just make a sale that’s based on 
price. We offer seven-day turn-
around if their material is in stock, 
and if they are ready for us to in-
stall. We also survey our residen-
tial clients after the installation, to 
know if we are doing our job.” 

As for Stone Studio’s show-
room, it features large for-
mat samples displayed like art 
throughout the 6,000 square 
foot space, said Dustin, adding, 
“I went to Brazil in 2017, when 
we had opened our showroom. 
Everything we stocked it with at 
that time was bought from Brazil. 
Lately, though, much of the gran-
ite, marble and quartz we buy is 

Continued from page 2

Above: Video from the Stone Studio Facebook page with a tour of 
the Brazilian slab layout in their showroom. These beautiful slabs 
are the stars and  focal point of this part of the showroom.
Right: Granite vanity top, leathered finish to accentuate the grain.

Bar and engraved panel with the word “Formation,” for the 
Dallas Cowboys Football Club, at the Star in Frisco, Texas.
Right: This 3/4 slab mitered quartzite top showcases 
Stone Studio’s mastery of fabrication skills.

from a local company called the 
Triton Stone Group. However, we 
do import the higher-end quartz-
ites from Brazil.” 

Dustin’s Take on Porcelain 
“Victor, our shop manager who 

also does the programming, has 
given me a lot of perspective on 
large format porcelain, so when-
ever I talk to distributors and ask 
what percentage their customers 
are doing with porcelain com-
pared to three years ago, they 
tell me that it’s growing in pop-
ularity. We are actually looking 
at our first porcelain job now, 
because we are putting together 
a tile package on a commercial 
project, and in their bathrooms, 
they want porcelain slabs. We 
are also going to do our bathroom 
here with it, just to get our feet 
wet. We’ve talked to a couple of 
guys out west that do really well 
with porcelain, and we are either 
going to send our guys out there 
to train on it, or have them come 
here. Porcelain has a lot of draw-
backs, but if the customer wants 
it, I want to give them what they 
want, especially when no one else 
in this area wants to. It’s a good 
opportunity.” 

“What has helped us make this 
company a success is our deter-
mination and innovation. It’s 
also from going to trade shows 
and seeing what’s new or what’s 
changing, and talking to industry 
people three or four times a year 

to learn from each other. It’s also 
being an open book, and asking 
for help when there’s something 
we don’t know.  

 “As for the future, we have a vi-
sion. We want to expand our oper-
ation, and put showrooms like we 
have here in different parts of the 
country as far away as five hours 
drive time. Additionally, we will 
continue to stay on the edge of 
the latest and greatest technology 
with the most value. We are not 
afraid to take on a challenge. 

“There’s a famous quote that 
goes, ‘In business, always stay 
uncomfortable.’ Well, I’ve been 
uncomfortable a lot lately. But 
it’s a good uncomfortable.”

Stone Studio is a member of 
the Stone Fabricators Alliance 
and the Texarkana Chamber of 
Commerce, and regularly volun-
teers for local charities. 

For more information visit 
www.ccimill.com and visit them 
on facebook.com/cci .

http://www.ccimill.com
https://www.facebook.com/search/top/?q=www.ccimill.com
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The Law of Supply & Demand

“I know at the time I said it was the dumbest thing 
I'd ever seen. But sweetheart, I get it now.”

The law of supply and 
demand is a theory that 
explains the interaction 

between the sellers and buyers of 
a product or service.  The theory 
defines what effect the relation-
ship between the availability of 
a product and the demand for 
that product has on its price.  
Generally, low supply and high 
demand  will increase the price 
and vice versa. 

The law of supply and demand 
is one of the most basic princi-
ples of economics. In practice, 
supply and demand pull against 
each other until the market finds 
an equilibrium price, but many 
factors can affect both supply 
and demand, causing them to 
increase or decrease in various 
ways.

The current Coronavirus 
Pandemic has created havoc 
in the supply chain of virtually 
every product we consume.  

Law of Demand Versus 
Law of Supply

The law of demand states 
that, if all other factors remain 
equal, the higher the price of 
a product, the less people will 
demand that product.  In other 
words, the higher the price, the 
less attractive the product will 
be to the consumer.  As a result, 
people will naturally avoid buy-
ing a product that is priced too 
high and that will encourage 
them toward the consumption of 
something else they value more.  

Diagram One shows that the 
curve is a downward slope.

Like the law of demand, 
the  law of supply demonstrates 
the quantities that can be sold 
at a certain price. The upward 
slope in the chart above means 
that the higher the price, the 
higher the quantity that produc-
ers will supply because selling a 
higher quantity at a higher price 
increases revenue.

But, unlike the demand rela-
tionship, the Law of Supply is a 
factor of time.  Time is import-
ant to supply because producers 
must react quickly to a change in 
demand or price.  It is important 
for all producers to focus on the 
status of the market as they try 
to determine when the price can 
change in relation to the current 
demand.  Pricing levels should 
always be considered temporary.  
I assure you that your customers 
will do just that.

The fact is, pricing your prod-
ucts is far from an exact science.  
Ultimately, it is all about what 
the market will bear.

© MARK ANDERSON. www.andertoons.com

Diagram One

http://www.slipperyrockgazette.net
https://www.investopedia.com/video/play/law-supply-and-demand/
https://www.investopedia.com/video/play/law-supply-and-demand/
https://www.investopedia.com/video/play/law-demand/
https://www.investopedia.com/terms/l/lawofsupply.asp
https://www.investopedia.com/terms/q/quantitysupplied.asp
https://www.investopedia.com/terms/q/quantitysupplied.asp
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naturalstoneinstitute.org #usenaturalstone

YOU ARE DOING
EXTRAORDINARY THINGS
Let us help you celebrate your projects and people during our annual

Awards Celebration and After Party at TISE in January 2021.

Submit Your Entries by JULY 20.
naturalstoneinstitute.org/awards

Masterful Use
of Natural Stone

Projects that exemplify the 
best use of natural stone 

through beauty, creativity, 
and craftsmanship.

Exemplary 
Performance
Migliore Award for

Lifetime Achievement
Women in Stone Pioneer Award

Natural Stone
Craftsman of the Year Award

Nurturing
Future Leaders

Natural Stone Scholarship
Women in Stone

Empowerment Scholarship

PINNACLE AWARDS INDIVIDUAL AWARDS SCHOLARSHIPS
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Braxton-Bragg Delivers Tools and  
Summer Fun to Customer Partners

June was ice cream month 
at Braxton-Bragg, and 

Braxton-Bragg tool vans 
and trucks were outfitted 
with ice cream to hand out 
to  customers to show ap-
preciation, and demonstrate 
their high level of service 
and product offerings.

“It has been a rough few 
months with quarantine, 
and Braxton-Bragg wanted 
to bring some treats and 
joy to customers, along 
with a great selection of 
tools,” said CEO Rick 
Stimac. “Customers were 
surprised and delighted 
to hear ice cream music 
when we drove up, and 
get a cool treat on a hot 
day. But,  Braxton-Bragg 
is ‘More Than Just an Ice 
Cream Truck.’ We are here 
to serve customers – on our 
website, on the phones, in 
vans, and with our knowl-
edgeable and expanding 

inside and outside sales 
consultants.”

Marketing Manager 
Derek Brodka commented, 
“Braxton-Bragg always 
tries to be innovative in 
everything we do, and we 
set industry standards with 
our levels of service and the 
professionalism we bring. 
In that effort, we partner 

Braxton-Bragg CEO 
Rick Stimac rolls out 
with a load of tools 

and ice cream.

with the best vendors and 
suppliers alike to provide 
our customers with the cor-
rect tools and fabrication 
supplies that work best for 
them.

“However, we also 
wanted to lighten the mood 
we’ve all been under the 
past few months, and bring 
a smile to anyone who 
comes in contact with one 
of our sales consultants.”
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The Law of 
Supply & 
Demand

Training & Education

As stated in a previous ar-
ticle (Pricing Your Products, 
November 2019):

The price of your products 
is determined by your custom-
er’s perception of value and 
availability.

Value has to do with the worth 
of the product relative to its price.  
Availability has to do with how 
quickly the product can be ac-
cessible by the consumer.  Smart 
producers will understand and be 
responsive to both these condi-
tions.  When pricing is reasonable 
and quality is good, the producer 
who can serve the market most 
rapidly will get the business.

Beware of the 
Bull Whip Effect

Supply Chain Scientists have 
identified what is called “The 
Bull Whip Effect” which rec-
ognizes that minor changes in 
demand can cause dramatic ef-
fects on the supply chain as com-
panies try to gauge the change 
while maintaining capacity and 
inventory necessary to meet the 
demand.  

Let’s say on a hot weekend 
there’s a sudden and unexpected 
increase in the demand of cold 
beer at convenience stores.  On 
Monday morning the managers 
of those convenience stores will 
increase their orders beyond nor-
mal levels to replenish their in-
ventories and in anticipation of 
continued higher demand.  The 
distributors serving those stores 
will also experience diminished 
inventories and will increase or-
ders to the manufacturers.  The 
manufacturers, seeing unex-
pected demand on their products, 

impacts as the demand signals 
travel upstream. The solution is 
better communication and less ex-
aggerated replenishment decisions 
as supply chain elements try to 
protect against stockout conditions 
only to build excessive inventories 
at increased costs. 

Countertop manufacturers and 
all their suppliers should ex-
pect pent-up demand to hit their 
order departments in the coming 
months. This reaction can cause 
the Bull Whip Effect in the entire 
supply chain. Planning for various 

and demand signals have been dis-
turbed across the globe.

Enormous pent-up demand has 
already begun to emerge in many 
market areas.  Every product line 
can expect significant challenges 
in navigating the return of a strong 
economy in the months to come. 

For more information on 
Supply Chain Science and how 
to be prepared for the com-
ing resurgence of the economy, 
contact Ed Hill at Synchronous 
Solutions, 704-560-1536, www.
SynchronousSolutions.com .

will ramp up production and over-
time costs to meet the needs and 
in anticipation of continued strong 
orders.  The effect on the manu-
facturer can be dramatic.  The ul-
timate loser of this business reality 
is the manufacturer. 

This story is described in further 
detail in The Fifth Discipline by 
Peter Senge.  The concept has been 
expanded into a Supply Chain 
simulation exercise called The 
Beer Game, which allows students 
to experience the impacts of The 
Bull Whip Effect and to learn how 
to prevent it.  

Having taught this concept 
during my tenure at Clemson 
University, I believe the principles 
of this phenomenon are applicable 
to the granite processing industry.  
No doubt, there will be pent-up de-
mand for your products across the 
entire supply chain. 

Supply Chains always overre-
act.  Some are better than others, 
but they all experience increased 

Continued from page 4

scenarios rather than reacting to 
the most recent order volume is a 
much better approach.

Supply Chains are sensitive 
structures.  Each element is both 
dependent and responsive to every 
other element.  The current coro-
navirus pandemic has enormously 
disrupted the supply chain of every 
item we consume.  Both supply 

The Last Frontier
Sharon Koehler
Artistic Stone DesignIF you have been paying at-

tention, you may realize 
that there is only one continent 
left in this series: Antarctica. I 
admit I was dreading this one a 
bit because as far as I knew, with 
the exception of some research 
stations, there wasn’t really any-
thing there. For the most part I 
was right, but I was a little bit 
wrong, too.

I was looking for one BIG stone 
thing to define Antarctica like 
the Parthenon in Greece, the Taj 
Mahal in India, Mt. Rushmore 
in the US, or Angkor Wat in 
Cambodia. There is nothing like 
that there. Nothing big or ancient 
in stone that could make us stare 
in awe, wondering how the peo-
ple who came before us did what 
they did. There are a lot of uncon-
firmed rumors of pyramids, stone 
cities and other such artifact on 
Antarctica, but it is mostly just 
wishful thinking, rumor and spec-
ulation. The fact that Antarctica 

is over 96 percent ice-covered, 
with some as much as 2 miles 
thick makes it difficult to con-
firm such things. 

However, if you change your 
mindset just a little bit, what you 
do find are many smaller things 
that seem impossible to be built 
or survive the harsh conditions of 
this frozen continent. Antarctica 
has approximately 92 historic 
sites and monuments. Not all of 
them are stone or even stone re-
lated but many of them are.

Antarctica has many cairns. 
Cairns are defined as a conical 
pile of stones built as a landmark, 
monument or marking a grave 
site. One of the most famous 

cairns is the Charcot’s cairn built 
in 1904. It commemorates the first 
French expedition to Antarctica 
which was led by Jean – Baptiste 
E.A. Charcot. It is located in Port 
Charcot, Booth Island, Antarctica.

Other stone projects on this fro-
zen land are the Huts. The 2 most 
well-known are the Larsen Stone 
Hut aka Paulet Island Hut, and the 
Scotia Bay Hut.  The Larsen Stone 
Hut was built in 1903 after the 
Norwegian ship the “Antarctic” 
captained by C. A. Larsen sank 
in Wedell Sea. Twenty men in 
lifeboats made their way to shore 
on Paulet Island where they built 
the stone hut. The Scotia Bay Hut 
aka Omond House was also built 
in 1903 but on Laurie Island. It 
was built by the Scottish Antarctic 
Expedition team led by William S. 
Bruce.

Charcot’s cairn, Port Charcot, 
Booth Island, Antarctica.

There are some even lesser 
known stone projects that are still 
considered historical sites.  For 
instance, the Khmara’s Stone, 
which is located at the Mirny 
Observatory at Mabus Point. It 
memorializes Ivan Khmara who 
died in Antarctica in 1956. Or, 
Hanson’s grave at Cape Adare. 
There is a boulder at the top and 
then white quartz stones outline 
the rest of Nicolai Hanson’s final 
resting place. This all happened 
circa 1899 – 1900. 

Please turn to page 7

http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
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“The way I see it, 
if you want the rain-
bow, you gotta put 
up with the rain.” 
 – Dolly Parton

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

BRAXTON-BRAGG IS NOW THE 
PREFERRED NATIONAL FLEX 

DISTRIBUTOR IN THE STONE INDUSTRY

Item # 8822

Item # 50030

$15995
Each

$13655
Each

The FLEX CS-40 wet tile saw is made for use in the 
stone, tile and glass industries. The powerful 12 A 
motor makes it possible for the saw to cut through 
any tough material. The wet tile cutter is also 
equipped with a high quality water-feed system that 
will eliminate the harmful dust particles which are 
common in dry cutting applications. 

The LE14-11 125 is designed for the professional’s 
needs. Its safety features include a soft start system, 
reload protection and restart protection. In addition, 
its tool free adjustable guard makes it easy to adapt 
for whatever the job requires. 

$795
MASONRY

 WET SAWS

      
 ONLY6

 SPECIFICATIONS CS 40 WET 

 Motor 12 A

 Max. disc diameter 5”

 Bevel cut 0-45

 Weight 9 lbs

Variable 
Speed Dial• Microprocessor control with soft start,

  restart protection after power failure, 
 temperature monitoring, CDC- 
 electronic feedback control

• Highly efficient and 
 resilient motor for more 
 power output

• 120 Volt
• 12 Amp
• 12,000 RPM

$683
ANGLE

GRINDERS

      
 ONLY6

 SPECIFICATIONS LE14-11 125 

 Power output 12 A

 No load speed 2800-11500 rpm

 Max. disc size 5”

 Weight 5.1 lbs

Lightweight, 
Ultra-Powerful, 
and Built to Last!

EXCLUSIVE OFFER!

BUY 5 
GET 1 FREE

BUY 5 
GET 1 FREE

CS-40 WET
5” Masonry Wet Saw

LE14-11 125
12 A 5” Variable Speed Angle Grinder

Use Code
WS27

when placing your order 

Use Code
AG27

when placing your order 

Served with a 
Splash

For patrons at a Montana tiki 
bar that has a back wall of a 

window into a motel swimming 
pool, it’s typical to see mer-
maids in the water five nights 
a week.

So as the owner of the 
O’Haire Motor Inn and the Sip 
‘n Dip Lounge in Great Falls 
began preparing to reopen the 
bar after months of corona-
virus-related restrictions, she 
wanted things to be as close 
to normal as possible — and 
that included the underwater 
entertainment.

Sandra Thares said she 
emailed regulators for guidance 
on whether mermaid shows 
could resume.

Gov. Steve Bullock’s of-
fice said “yes.” The Cascade 

The Last 
Frontier

Scotia Bay Stone Hut

I know that none of this really 
stacks up against some of the 
world’s most beautiful and ancient 
stone, but when you consider what 
these explorers and pioneers were 
facing, it is still incredible. The 
average daily temperature there 
ranges from -76 degrees inland to 
14 degrees at the coast. (Antarctica 
is labeled the coldest place on 
Earth for a reason.) Couple those 
temperatures with the brutal winds 
that race across the continent and 
we have to wonder:

#1 – How they got it done? And
#2 – How any of these structures 

are still standing?
I wish I knew. It’s too bad we 

can’t ask them.

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

County health department said 
“no,” believing pools couldn’t re-
open until the third phase of the 
gradual reopening of the state’s 
economy.

After some back-and-forth in 
which the governor’s office noted 
hotel pools could reopen for regis-
tered guests with social distancing 

guidelines, the county allowed the 
mermaid entertainment as long as 
only one mermaid was in the pool 
at a time, Thares said. There’s 
usually two.

“We were not trying to step on 
anyone’s toes, we were just try-
ing to put people back to work,” 
Thares said.

The first mermaid was sched-
uled to return to work one 
Wednesday night. For now, the 
mermaids will get one four-hour 
shift per week.

“We’re having the one tonight, 
get in a few times with a mask 
on, just because we can,” Thares 
said.

Continued from page 6

mailto:Sharon%40asdrva.rocks?subject=Your%20SRG%20article
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Amy Miller Wraps Up Tenure as 
ISFA Executive Director

International Surface 
Fabricators Association 

(ISFA) President Augie 
Chavez has announced that  
effective June 8, 2020, Amy 
Miller will be vacating 
the position of Executive 
Director of ISFA. Amy 
leaves to pursue the role of 
President/CEO of the Bryan 
Area Foundation, a non-
profit foundation she has 
actively served as a member 
since 2015. 

Miller was hired to serve 
as the Executive Director 
of ISFA at the end of 
November, 2017. Miller 
has the honor of being the 
first woman to serve in 
this highest position on the 
ISFA staff. Additionally, 
she was elected to the ISFA 
Board of Directors in late 
2016, serving on the board 
from Jan. 1, 2017, until she 
stepped down to take the 

position as ISFA Executive 
Director.

“We wish Amy the best 
as she leaves to pursue her 
passions: serving others 
and addressing community 
needs through endowment 
and charitable giving,” said 
Chavez.

The ISFA Board of 
Directors has formed a 
search committee to seek a 

Amy Miller served as 
ISFA Executive Director 
since her appointment 

in November 2017.

replacement for the position 
of ISFA Executive Director/
CEO. The posting for the 
position will be available 
on the  ISFA Job Board. 
Interested candidates may 
apply through this posting, 
or by submitting their ap-
plication and resume to an 
ISFA Board Member.

“Please join me in con-
gratulating Amy on this 
new chapter, and please 
share your recommenda-
tions, referrals, and insight 
with us as we seek a new 
ISFA Executive Director,” 
commented Chavez. “This 
organization was formed by 
and for fabricators, and we 
look forward to continuing 
to fulfill our mission  with 
you and for you.”

For more information 
contact the ISFA at info@
isfanow.org, or visit www.
isfanow.org .

Training & Education
Five Business Agility Lessons Hard-Learned 

Amid the COVID-19 Catastrophe

IF there’s one thing the 
global business com-

munity has learned from the 
COVID-19 pandemic that con-
tinues to ebb, flow and unfold on 
a daily basis, wreaking having on 
bottom lines in every corner of 
the world in its wake, it’s the out-
right imperative for companies to 
be agile “from top to bottom.”  In 
fact, agility is rapidly establish-
ing itself as “the great equalizer,” 
asserting its unbridled authority 
over which companies—from 
global conglomerates to mom 
and pops...and EVERYTHING 
in between—will survive another 
day. 

While business agility has 
always been a key driver and 
benchmark of notably success-
ful operations, now more than 
ever it’s become abundantly 
clear that a business’s ability to 
rapidly (and accurately) assess a 
situation and then pivot quickly 

and with relative ease in response 
can be a deal breaker in the most 
profound sense. For many com-
panies, lacking this agility ability, 
on not just one but multiple (if not 
all) levels of the operation, is the 
literal end of the road.

Though commonly correlated 

Mission critical elements of operational agility and 
what they ‘mean’ for individual businesses, and 
industry at large, in the post-pandemic era

directly to “innovation,” busi-
ness agility encompasses so much 
more. We know that superstar, 
wildly successful companies un-
dertake tremendous efforts to best 
ensure all facets of their business 
become and remain aptly nim-
ble—to the extent foreseeable, 
at least. Then COVID-19 struck. 
This crisis has exposed unantici-
pated cracks, insufficiencies and 
vulnerabilities that have put com-
panies and industries at-large in a 
tailspin—even those once ostensi-
bly at the top of their agility game. 

As we endure the pain and 
even appropriately shift focus to 
more human-centric health and 
socio-economic concerns, indi-
vidual leaders, businesses and 
industries as a whole must still un-
dertake due diligence in relatively 

short order to identify—and shore 
up—agility failures in order to 
emerge from this horrific happen-
stance stronger and more dexter-
ous than ever. 

This will, of course, be easier 
said than done. Learning from this 
crisis and implementing requisite 
change to become appropriately 
resourceful and flexible requires 
a seismic shift in operational para-
digms, not simply tweaking crisis 
management plans.

Below, are a few observations 
on some of the hard lessons 
learned amid the pandemic and 
offers some strategies in relation. 
This includes what the top three 
key elements of operational agil-
ity: intersections, interfaces and 
insights.

 
Hard Lesson #1: Not working 
at the speed of the customer 
Crisis amplifies flaws. 

The pace at which the corona-
virus has not only magnified, but 
also accelerated the damage these 
flaws create, has been eye-open-
ing and replete with lessons to be 
learned. Today we see mid-sized 

companies scrambling to activate 
digital tools with customers and 
employees, but not realizing that 
interface tools are just one ele-
ment of agility. Being digital is a 
delicate balance between design 
and scale that directly changes 
the way a business operates. Even 
companies that have had digital 
transformation projects underway 
for some time now have realized 
that they just aren’t “really” digi-
tal to the extent needed. Operating 
at the “speed of the customer” re-
quires a deep understanding of 
where your customers and their 
experiences lie, though without 
any boundaries–of industries, 
technologies or expertise. It is 
about being at the right intersec-
tions and with the right interfaces 
and insights.  New customer buy-
ing habits and expectations are 
being created right now. The busi-
nesses that are analyzing these 
emerging trends and modeling out 
the long-term implications will 
adjust faster to industry—and the 
global economy’s—new normal. 
 

Hari Abburi

Please turn to page 12

Please turn to page 12

Bio-Safe Announces New 
Bio-Stop Alcohol-Based Cleaner 

for Homes and Institutions

National Bio-Safe 
has announced 
the launch of 

i t s  b r e a k t h r o u g h 
cleaner Bio-Stop. Bio-Stop 
meets the  CDC.gov  rec-
ommendations as one of 
the ways to clean because 
its solution contains at 
least 70 percent alcohol, 
to disinfect commercial and 
residential spaces.*

“Bio-Stop has a fast-act-
ing proprietary solu-
tion infused with 70 
percent alcohol with the 
remainder being natural 

70 percent alcohol cleaner meets CDC guidelines 
on cleaning and disinfecting commercial spaces 

ingredients. Bio-Stop is 
the product we need now. 
Alcohol solutions with at 
least 70 percent are a criti-
cal choice, and that is why 
we created this cleaner,” 
said Anthony Scirpoli, 
P res iden t ,  Na t iona l 
Bio-Safe.

National Bio-Safe fol-
lows guidelines and pro-
cedures that correlate 

*cdc.gov/coronavirus/ 
2019-ncov/prevent-getting- 
sick/disinfecting-your- 
home.html

 

with those of the Centers 
for Disease Control 
and Prevention (CDC) 
the  Wor ld  Hea l th 
Organization (WHO), the 
Occupational Safety and 
Heal th  Organiza t ion 
(OSHA) ,  and  the 
A r m y  C o r p  o f 
Engineers.

http://url7931.isfanow.org/ls/click?upn=XpwAGwfBS5AqihDRVKPoiCbIKSI32bX26PrmKSYBbduiHp6AXQ3qb3ja5-2FIKsu29xhNOoptLtX0XDw8hdOZTkrFAs0Ax2UP5Nop-2FlGCii8IWW6IKTwVJyLoX-2FrVQ9wC0lbtx_rSYIg1fouQWMEFcAes1Vbnn3QsptauiYnVbKObB6DkSfOLkO3jNjGRTiAOtRMKej3LfECYney27r8Cbz0Cuko61OxCrRvxrc9ClwsSp1YJ61G0HNRdZGquVajrZ5UDyK9JFjiLBi3Q5Tg3CsGDwyVp6PonUgyF6meuDEyMXbdjjXdLqPeFnzYIxbeIOhO7QFiQSA1DBIbYfpN-2B7oMQvgYncAuxgWbTdGRpRx3WlLiPGVrN1Wbp5XhwPEFXxQ9HXFlDRlHXx26pMEXfnRI7Yk9-2BwlQzeSC6FXvqfH296OMfzmTJy4btCAC7SAkS0tCMHkDTCmLtJoPyhptV3NcRwAeA-3D-3D
mailto:info%40isfanow.org?subject=Tell%20me%20more%20about%20ISFA
mailto:info%40isfanow.org?subject=Tell%20me%20more%20about%20ISFA
http://www.isfanow.org
http://www.isfanow.org
https://u7061146.ct.sendgrid.net/ls/click?upn=qa2IbKGitjgQYp6e-2BOdtLe35HCkOjS7fPWfLJOopirs-3DT0zw_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9FqeKHrc65phLQqs2DNMzvzCr-2FxHfOqbOjGu-2Bb4xg0bCIL-2FCWnlZpnzPzpa8svOBuA7dpdTNh8ii9SRsAFltUvc5bVxWx5kMZN0xnd5i4YdqvfUyTF7keByOCuM-2FkQDca8LNrBe2mxYtT4iI4cziW9xPuP8g3xKCOfhvyFQhnwkGVnVh7yXM2d1Wc3OXG4UBQSYmeZOsLi4FBcRVo1XpjQYLrqztG00AltXK8UTmktTdVSN-2FV9kmyUGs7iOSKn1ym-2Bg6pw21Fdmd3SS-2FxGyv6riudYJcWejzopawn7riRQL3wQU-3D
https://www.cdc.gov/coronavirus/2019-ncov/prevent-getting-sick/disinfecting-your-home.html
https://www.cdc.gov/coronavirus/2019-ncov/prevent-getting-sick/disinfecting-your-home.html
https://www.cdc.gov/coronavirus/2019-ncov/prevent-getting-sick/disinfecting-your-home.html
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(Uncured Knife Grade Sample)

• Vinyl Ester based for supreme adhesion and fast cure
• Machinable in 30 minutes or less
• For use with stone, quartz, porcelain, ceramics and 
   ultra-compact surfaces
• Knife Grade will not sag
• Applications include interior bonding, laminating, miters, seams,   
    joints, and repairs

Ultra Light Translucent Adhesive

Manufactured by InnoChem LLC
Atlanta, Ga

info@innochemllc.com
770-409-8789

Artisan Group Members 
Make Intubation Shields 

Artisan Group, an elite 
network of countertop 
fabrication professionals, 

announced its members are now 
manufacturing intubation shields 
to protect ER medical profession-
als from COVID-19 when they 
intubate a patient. Members are 
providing these shields to hos-
pitals at no cost. Thus far, 12 
intubation shields have been pro-
vided to hospitals and emergency 
rooms, and emergency doctors 
expect use of these boxes to 
become a standard practice going 
forward for any intubation. 

Orders will be coordinated and 
provided by the Artisan Group 
member that is closest to the fa-
cility needing the shields. The 
intubation shields can be shipped 
flat in a box and are easily as-
sembled onsite. For more in-
formation or to place an order, 
visit artisan-counters.com/arti-
san-group-intubation-shield-pro-
duction/. 

There is a GoFundMe page at 
www.gofundme.com/f/intubox if 
you would like to donate – at the 
time of publication, over $9,500 
has been raised to offset produc-
tion costs.

Artisan Group President, Jon 
Lancto commented, “We’re so 
proud of our members’ willing-
ness to jump in and help with 
this cause. They are putting their 
manufacturing skills to work 
and we are grateful to be part 
of such a wonderful group of 
professionals.” 

Artisan Group is an elite North 
American network of independent 
countertop professionals. With 35 
members and growing, Artisan 
Group covers most major markets 
in the U.S. Its members average 
over 20 years of countertop fabri-
cation experience, and all Artisan 
Group members have achieved, or 
have begun the process to achieve, 
full accreditation with the Natural 
Stone Institute.

Artisan Group members 
started manufacturing 
intubation shields in May and  
donating them to their local 
hospitals.

AVAILABLE AT

www.braxton-bragg.com • 800-575-4401

“A hero is  
someone who 

 understands the 
responsibility 

that comes with 
his freedom.”
– Bob Dylan

https://artisan-counters.com/artisan-group-intubation-shield-production/
https://artisan-counters.com/artisan-group-intubation-shield-production/
https://artisan-counters.com/artisan-group-intubation-shield-production/
https://www.gofundme.com/f/intubox
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800-575-4401www.braxton-bragg.com

Viper STRIKES
the Venom Brand

Same GREAT Blade, BETTER Name!

Viper Strike
Granite Quartz 

Bridge Saw Blade

Viper Strike
Turbo Diamond 

Dry Granite Blade

Viper Strike
Quartzite  

Bridge Saw Blade

“More than 
an Ice Cream 

Truck”

Continued from page 5

Braxton-Bragg maintains a high level 
of customer service, and delivers so 

much more than just ice cream 
with its delivery vans and trucks.

Brodka continued: “We strive to be 
memorable with all of our interactions, 
and usually our interactions are with the 
fabricators and shop managers who order 
supplies from us. Leaving a good impres-
sion with all of the employees is import-
ant when our outside sales consultants 
visit, and we wanted to engage everyone, 
including the office staff who sometimes 
may feel like they’re left out of the fun. 

“Summer is here and the temperatures 
are already pretty hot in some parts of the 
country. So, in addition to providing ex-
ceptional partnerships to fabricators, we 
wanted our June’s marketing campaign 
to be centered around something fun, and 
our ‘We’re More Than An Ice Cream 
Truck’ theme demonstrates our commit-
ment to offering affordable stone tools 
and also our partnership with the office 
staff. In the reports we’ve received from 
the field, people absolutely loved what 
we were doing. I’ve rarely seen anyone 
saying ‘no’ to free ice cream or ice pops! 
The campaign brought us closer to our 
Customer Partners and we hope they re-
member us in the future when they reor-
der their supplies.”

“Braxton-Bragg vans are stocked 
with what customers need, including 
exclusive and national brands, not just 
what was leftover in a warehouse,” said 
Stimac. 

“But more than our delivery trucks, 
we are a partner and a resource to grow 
your business, like we have been for 26 
years.”

For more information please visit 
braxton-bragg.com and facebook.com/
braxtonbraggllc .

http://braxton-bragg.com
http://facebook.com/braxtonbraggllc
http://facebook.com/braxtonbraggllc
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Although Cosentino was al-
ready a European stone power-
house for 15 years, Silestone put 
the company on the map in North 
America, while defining the 
quartz category of countertops. 
Silestone is now one of the lead-
ing brands of quartz in America. 

Next on the timeline, Cosentino 
went back to its roots with a new 
line of marble, plus granite and 
quartz, with its Sensa natural 
stone line. Sensa incorporates 
Senguard NK, an exclusive pro-
tection against stains and allows 
the stone to breathe. The stone 
is treated at Cosentino before it 
leaves. 

Then, in 2013, the company 
created the ultra-compact surfac-
ing material Dekton. Dekton® is 
manufactured using Cosentino’s 
exclusive TSP (Technology of 
Sintered Particles) technology, a 
manufacturing process that uses 
an accelerated version of the high 
pressures and high temperatures 
processes that nature applies over 
thousands of years, to product nat-
ural stone. In 2016 Dekton® ob-
tained the Environmental Product 
Declaration (EPD), after analyz-
ing the environmental impact of 
its life cycle. Dekton® offers a 25 
year warranty.

The Sensa exclusive stain pro-
tection, called Senguard NK, is 
applied by means of a chemical 
bonding process, providing in-
visible protection that enables 
the natural stone to breathe. The 
treatment works by preventing 
penetration by any type of liquid 
into the granite, meaning that 
properties of the stone, such as its 
color, quality and finish, remain 
unaltered for longer, and that the 
resulting protection is better.

What are the benefits to our 
readers who are interested in 
using your material: price, dura-
bility, aesthetics?

“Each of our brands has unique 
features and advantages that make 
them a great choice for indoor or 
outdoor projects. Silestone by 
Cosentino, our world-leading 
brand of quartz surfaces, is a ma-
terial made of 90 percent natu-
ral quartz. Silestone surfaces are 
highly stain, impact, and scratch 
resistant, as well as having a low 
liquid absorption rate. I would 

Cosentino
Continued from page 1

chose this surface for indoor 
kitchen or bath projects.

“Dekton is also highly resistant 
to scratching and abrasion, it has 
very low porosity and therefore 
almost non-existent water absorp-
tion and maximum resistance to 
stains. This product is becoming 
increasingly popular in kitchens, 
as well.

“For those who prefer to go with 
natural stone, Our Sensa line of 
sealed and protected granite and 
quartzite stone comes with a 15 
year warranty.”

What notable past or current 
large-scale projects using your 
material?

“We are proud to say many 
large projects around the world 
include Silestone, Dekton and 
Sensa, including indoor and out-
door spaces. The St. Jude Dream 
Home project in Charlotte is 
one recent project that combines 
Silestone and Dekton in several 
rooms.” (See page 20 for a case 
study on the Charlotte, NC St. 
Jude Dream Home, project).

What do you see for the fu-
ture of Cosentino? Any trends in 
large format and Ultra-compact 
materials?

“In the near future, I see more 
custom-made products, using 
ultra thin materials, and with 
higher performance. Also, I en-
vision more realistic expressions 
and variety in textures and fin-
ishes. All of that combined will 
make these products very versa-
tile and used in new applications 
not seen before.”

Any other points you think our 
readers may find interesting?

“Cosentino’s focus on 

In a Miami, Florida, park, Cosentino & Pininfarina created a dis-
play of unique sculptural forms using Dekton® and natural stone.

Eduardo Cosentino,  spokesperson Cindy Crawford, Brandon Calvo, 
and Matt Thurston, West Coast Regional Director, Cosentino.

Canadian-born International supermodel Coco Rocha 
chose Dekton® countertops in Opera hue for 
her farmhouse kitchen in New York state.

sustainability is worth mention-
ing. Cosentino is committed to 
building a prosperous, safe, and 
sustainable industry for the fu-
ture. In 2019, Cosentino allocated 
$11.8 million USD to the start-up 
of assets related to our environ-
mental management, and $9.1 
million USD to environmental ex-
penses. Cosentino also increased 
waste recycling rate by 30 per-
cent, compared to 2018 levels, 
in the Cantoria Industrial Park. 
We’ve just completed our first 
year operating our own non-haz-
ardous waste treatment and recov-
ery plant.

“For example: as a result of our 
commitment, Cosentino Group 
has reached several milestones 
like the daily reuse of 70,000m3 
water to achieve a “0” Water 
Discharge assessment. And con-
sumption of 100 percent certi-
fied renewable electric energy, 
all in the recently constructed 
Cosentino Waste Management 
Plant inside the company’s indus-
trial park.

“There are other environmental 
steps we are proud of: In 2016, 
Dekton earned the Environmental 
Product Declaration (EPD), a 
prestigious certification by The 
International EPD System. EPD 
certification was also obtained in 
2019 for all the Silestone color 
range.”

Eduardo concluded, “As a mul-
tinational company, since the 
very beginning Cosentino Group 
has upheld its commitment to the 
local communities in which it op-
erates. This social, voluntary and 
real responsibility is reflected in 
continued support offered through 
education, and training in differ-
ent fields; our policies for the 
encouragement of equality; our 

community support actions; and 
our sponsorship of a wide range 
of cultural, educational and sports 
activities, worldwide.”

“In closing, I’d like to stress that 
we take our corporate responsi-
bility statement very seriously. 
There are three initiatives I’d 
like to specifically mention: the 
Cosentino Design Challenge pro-
motes and encourages creativity 
and talent among students of de-
sign and architecture from around 
the world.

“Our Eduarda Justo Foundation 
scholarships are International 
graduate scholarships awarded 
to enable young people to pur-
sue their studies in the world’s 
leading universities such as MIT, 
Harvard, Stanford or Columbia. 
Together with the United Word 
Colleges, two scholarships are 
offered each year to study the 
International Baccalaureate in one 
of this institution’s 13 centers, 
around the world.

And lastly, our Silestone 
Institute is an international plat-
form devoted to the study and 
awareness of hygiene in kitchens 
and bathrooms, in both public and 
private spaces, for the purpose of 
promoting a healthy lifestyle. Its 
activity areas focus on kitchens in 
the home, professional kitchens 
and other areas related to the food 
industry or the hospitality sector. 
The institute’s Advisory Board 
comprises experts in different 
areas of food safety, professional 
cooking, scientific communica-
tion, cleaning products, architec-
ture and design, and the studies on 
offer are open to consumers, pro-
fessionals and the general public.”  

The Silestone Institute has pub-
lished two editions of the “Global 
Kitchen” trends report: sile-
stoneinstitute.com/en/.

See also the Cosentino St. Jude 
Dream Home project on page 20.

https://www.cosentino.com/case-studies/cosentino-pininfarina-create-a-park-of-unique-sculptures/
https://www.cosentino.com/case-studies/cosentino-pininfarina-create-a-park-of-unique-sculptures/
http://silestoneinstitute.com/en
http://silestoneinstitute.com/en
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Training & Education
Five Business Agility Lessons

Hard Lesson #2: Not having a 
‘globalized’ market mindset.

We often hear that we live in 
an interdependent globalized 
economy. But situations like the 
COVID-19 pandemic have re-
vealed the vulnerabilities and 
negative impacts of the closing of 
geographical borders, countries 
prioritizing their own needs and 
leaning hard on multinationals 
to function nationalistically in 
their own homelands. However, 
the problem and the solution are 
the same. No single company, 
or country, has all the expertise, 
experience or skills required to 
function at the speed of the cus-
tomer. Hence sharing, trading and 
ongoing learning are the key ne-
cessities to promote a stable and 
healthy globalized economy. The 
key reason we have start-ups dis-
rupting large traditional players, 
or being valued as much as those 
that have been in existence for 
multiple decades, is that access 
to knowledge, skills and capital is 
truly global.

 
Hard Lesson #3: Not Identifying 
the right platform, data and 
technology.

I hear many arguments on how 
and why large players have ac-
cess to technology due to their 
deep pockets. While that is true, 
many traditional business have 
demonstrated the value of plat-
form thinking whereby they 
build an ecosystem for their cus-
tomers to connect their needs 
despite dissimilar services. This 
could be your local street corner 
bakery or an Airbnb. The abil-
ity to imagine your business as 
a platform is key. Otherwise, if 
you haven’t dealt with how your 
business can sustain itself if and 
when there is another pandemic, 

Continued from page 8 you are essentially risking losing 
it all. This time it was unexpected. 
Next time, businesses should 
be better prepared...those who 
aren’t will suffer a greater toll. 
 
Hard Lesson #4: Not build-
ing an augmented workforce 
strategy.

We can expect COVID-19 to 
spur huge changes in Robotic 
Process Automation (RPA) and 
intelligent automation.  Yes, hu-
mans doing it alone is rapidly 
becoming an antiquated concept, 
like it or not. Objectively speak-
ing, augmented workforces are 
smarter–they learn fast, focus on 
value adding activities and are 
overwhelmingly customer-cen-
tric. By 2025, I believe that there 
will be a mix of four to five bots 
or virtual assistants (or RPA 
processes) per employee in all 
types of companies. Almost 30 
percent of every job has some 
level of automation potential. 
If companies can redefine their 
strategic workforce planning to 
beyond just planning productiv-
ity with humans, they will mul-
tiply their customer value while 
actually creating more jobs in 
other areas of the economy. 
 
Hard Lesson #5: Not  thinking 
about the future in a different 
way.

Those business leaders who be-
lieve we will return to “business 
as usual” are at a huge disadvan-
tage. COVID-19 will have perma-
nent consequences on the future 
of every type of company in every 
type of industry. While many 
leaders talk about future, very 
few do something truly effective 
about it. This is an unfortunate 
truth even of enterprises with 
abundant capital. This is due to 
a combination of factors, includ-
ing a lack of imagination or not 

knowing where to start the jour-
ney amid a litany of future issues 
that loom large.      In my work, I 
help leaders take a hard focus on 
ideation: a commodity that is in 
short supply due to a glut of pres-
sures. For investor-driven oper-
ations, this includes the weight 
of meeting quarterly numbers in 
an ever-growing, fickle-minded, 
risk averse climate. The ability 
to think, plan and execute in a 
clinical fashion is the key to re-
alizing transformation. This is 
not to be confused with a rigid 
plan. Rather, it is about thinking 
through the ideas, experimenting 
quickly and scaling up. It is about 
surprising customers with pos-
sibilities that they never thought 
were possible.

All told, the World Economic 
Forum reports that the global eco-
nomic slowdown is forecasted to 
cost the global economy at least 
$1 trillion in 2020—and that’s 
aside from the tragic human con-
sequences of the COVID-19 pan-
demic, according to the UN’s 
trade and development agency, 
UNCTAD. Such a gut-wrench-
ing estimate should be motivation 
enough to take a cold, hard look 
at your organization’s adaptabil-
ity—or lack thereof—and think-
tank concerted strategies for a 
multitude of scenarios—even 
those that are “highly unlikely but 
in the realm of possibility.”  The 
best plans will serve as “ideation 
insurance,” accounting for worlds 
we don’t yet live in...and, in some 
cases, hopefully never will.

 
Hari Abburi  is an internationally 
recognized global consultant to 
Fortune 500 firms, small to mid-size 
enterprises and start-ups. He has 
distinguished himself as a leading 
expert on businesses and how their 
leaders can become more agile 
and strategic, and he’s become a 
frequent presenter at conferences 
throughout the U.S., Europe, Asia 
and India. Through his firm, The 
Preparation Company, Abburi 
helps CEOs, Chief Transformation 
Officers and Chief HR Officers 
develop strategies that make them 
more competitive, responsive and 
multi-platform-based, which allows 
them to more quickly scale their 
products and services to reach new 
customer segments. Reach Hari at 
www.PreparationCompany.com.

Continued from page 8

“Our goal for Bio-Stop is to 
put a cost effective product in the 
hands of large commercial en-
tities and small businesses to 
help them clean high-frequency 
areas,” said Scirpoli . 
“National Bio-Safe is all 
about protection from 
pathogens and disease and we 
need that now and will as we 
move forward and open the na-
tion to business.

Beyond the 70 percent alco-
hol content, Bio-Stop is fully 
biodegradable and is made from 
natural byproducts of plant 
fermentation. It is ideal for 
cleaning and easy to use. It is 
s pec i f i c a l l y  de s igned 
for use in hotels, restau-
rants, industrial settings, 
schools, institutions and con-
struction sites. It is safe for 

all hard surfaces including gran-
ite, is easy to apply and can 
be wiped clean with a cloth or 
paper towels.

National Bio-Safe is a Florida 
State- Licensed Company. 
For over 35 years, they have been 
developing products to combat 
infectious disease, compromised 
physical locations, mold 
remediat ion and patho-
gens, and have developed 
protocols to provide the 
most  up-to-date safety, 
cleaning procedures and 
products.

To learn more about Bio-
Stop, its availability and 
pricing, please contact Shep 
Doniger at 561-637-5750 
or  sdoniger@bdcginc.com or 
visit www.nationalbiosafe.com/
virusprotection .

Bio-Safe Announces New 
Bio-Stop Alcohol-Based Cleaner

Big Ass Fans “Cold  
Front” Beats the Summer 
Heat in Fab Shop Spaces

Big Ass Fans has a new line 
of evaporative coolers 

ready to attack and defeat sti-
fling, stagnant air.

Cold Front by Big Ass Fans 
brings a full range of customer 
options for use in spaces of all 
sizes and applications, deliv-
ering a dramatic temperature 
reduction up to 33 °F.

Capable of covering any-
where from 600 to 6,500 square 
feet (55 to 600 square meters), 
the Cold Front lineup allows 
owners to cool at a fraction of 
the cost of air conditioning, 
plus take comfort outside and 
on the go with ease.

Featuring a thicker, 
more durable, chemically 
treated media, coated in a 

thermosetting resin compared to 
similar products, Cold Front units 
are able to:
• Resist algae and mold growth
• Hold up to frequent cleanings 
 and abuse
• Prevent dirt and other parti- 
 cles from penetrating into the  
 substrate.

With Cold Front’s vari-
able-speed controls, maintaining 
the perfect temperature is as sim-
ple as turning a dial. Designed for 
convenience, all Cold Front mod-
els feature locking swivel casters, 
automatic low-water shutoff, and 
an easily accessible drain plug, 
while the largest model (pictured 
at bottom right) adds a backlit 
LCD display, premium remote, 
occupancy sensor for hands-free 
operation, and an auto-dry func-
tion to maximize media lifes-
pan and keep the cooler in peak 
condition.

Starting in 1999, Big Ass Fans 
pioneered the high-volume, low-
speed (HVLS) fan industry. For 
more information, visit bigassfans.
com or call 877-244-3267.

http://www.PreparationCompany.com
mailto:sdoniger%40bdcginc.com?subject=
http://www.nationalbiosafe.com/virusprotection
http://www.nationalbiosafe.com/virusprotection
http://www.bigassfans.com
http://www.bigassfans.com
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I have been in the stone and 
tile business for nearly 40 
years. I have had a stone 

restoration company, a stone fab 
shop and installation business, 
and I have never experienced 
what I witnessed this past week, 
in person.

It all began while sipping a 
cup of joe at my favorite greasy 
spoon. Yep, they’re open again. 
The regulars were all chatting 
and telling the same old stories 
— six feet apart, though. The re-
tired admiral was attempting to 
flirt with Flo, which was funny 
cause she would just roll her 
eyes and wave him off. I guess 
that’s what I have to look for-
ward to in my old age. I’m get-
ting there, but not quite there 
yet. 

Just as I was headed out the 
door my phone rang. “Stone 
Detective here,” I answered. 
The voice on the other end was 
a person who sounded like she 
just inhaled some helium gas 
from a party balloon.  I almost 
laughed as she continued, “My 
marble floor is doing something 
really strange – It looks like it’s 
starting to buckle in the middle 
of my living room. Can you 
come out and take a look?”

 I wanted  to inhale some 
helium myself, and answer 
her with my best “OH MY!” 
Mickey Mouse impression, but 
I kept it professional. I told her I 
could arrive out there that morn-
ing. I got the address, hopped 
in the old Woody and headed 
down the road. The entire trip 
I was wondering why her voice 
sounded like Mickey Mouse.

I arrived at her house and, 
I kid you not, she had an big, 
engraved brass Mickey Mouse 
door knocker on her front door. 
This is going to be interesting, I 
thought.

 I used the door knocker, and 
the lady I spoke with on the 
phone answered the door wear-
ing… you guessed it — a Micky 
Mouse t-shirt. She squeaked, 
“Hello!” and I just about lost 
it — I could barely keep a 
straight face. As I stood there 
in the foyer, I looked around 
and saw what I would describe 

Frederick M. 
Hueston, PhD

The Stone Detective
“My stone floor is shooting at me!”

as a Disney Shrine. 
There were posters 
of Disney movies, 
some Disney anima-
tion cels, a display 
case of Disney figu-
rines, and there was 
a huge picture win-
dow with an etching 
of what looked like 
a scene from 101 

(Check it out at my video blog 
number 6- Proper Perimeter or 
Expansion Joints- at blogtalkra-
dio.com/drfred – or you can just 
go to Youtube and search for 
The Stone and Tile Video blog.

I have heard many stories of 
tiles popping and making these 

sounds, but I had never wit-
nessed one myself– until 
now.  As I looked around, 

the lady looked like she had 
gone into shock. She looked 

at me and said, “Oh my, that 
was scary.”   At this point 
I knew exactly what hap-
pened. I explained to her 
that the installer did not 
use the proper expansion 
joints in the installation. 
When the walls contract, 

it places pressure on 

There are many ways a tile installation can go bad, but tile 
tenting and exploding is one of the more dramatic "tile fails.”

Massive Chinese Trade 
 Tariffs Approved by USITC

ON May 31, a ruling was 
issued by the United 

States International Trade 
Commission (USITC): 

“On the basis of the record 
developed in the subject in-
vestigations, the United States 
International Trade Commission 
(“Commission”) determined that, 
pursuant to the Tariff Act of 1930 
(“the Act”), that (the Tile) indus-
try in the United States is materi-
ally injured by reason of imports 
of ceramic tile from China, pro-
vided for in heading 6907 of the 
Harmonized Tariff Schedule of 
the United States, that have been 
found by the U.S. Department of 
Commerce (“Commerce”) to be 
sold in the United States at less 
than fair value (“LTFV”), and to 
be subsidized by the government 
of China.”

Background
The Commission instituted 

these investigations effective 
April 10, 2019, following re-
ceipt of petitions filed with the 
Commission and Commerce by 
the Coalition for Fair Trade in 
Ceramic Tile. The final phase 
of the investigations was sched-
uled by the Commission follow-
ing notification of preliminary 
determinations by Commerce 
that imports of ceramic tile from 
China were subsidized within the 
meaning of section 703(b) of the 
Act (19 U.S.C. 1671b(b)) and 
sold at LTFV within the meaning 
of 733(b) of the Act (19 U.S.C. 
1673b(b)). Notice of the sched-
uling of the final phase of the 
Commission’s investigations and 
of a public hearing to be held in 
connection therewith was given 
by posting copies of the notice in 
the Office of the Secretary, U.S. 
International Trade Commission, 
Washington, DC, and by pub-
lishing the notice in the Federal 
Register on December 2, 2019 (84 
FR 66010). 

Commerce’s affirmative final 
determinations concluded its anti-
dumping duty (AD) and counter-
vailing duty (CVD) investigations 
of imports of ceramic tile from 
China. Commerce determined that 
producers and/or exporters from 
China sold ceramic tile at less 
than fair value in the United States 

at rates ranging from 229.04 per-
cent to 356.02 percent. The inves-
tigation also found that Chinese 
producers/exporters from China 
received countervailable subsidies 
at a rate of 358.81 percent.

The combined AD/CVD tariffs 
being assigned by Commerce are 
based on information provided by 
Chinese producers/exporters to 
Commerce during the investiga-
tion. For anti-dumping activities, 
some companies will be assessed 
229.04 percent while all others 
will be under a 356.02 percent 
rate. All Chinese ceramic-tile pro-
ducers/exporters will face a sepa-
rate 358.81 percent subsidy rate.

Depending on rate adjustments, 
the combined tariffs will range be-
tween 587 percent to 714 percent.

If the ITC makes affirma-
tive final injury determinations, 
Commerce will issue AD and 
CVD orders. If the ITC makes 
negative final determinations of 
injury, the investigations will be 
terminated, and no orders will be 
issued.

Commerce’s investigation came 
as the result of a petition filed last 
spring by the Coalition for Fair 
Trade in Ceramic Tile (CFTCT), 
a group of eight U.S. ceramic-tile 
producers. The CFTCT members 
are American Wonder Porcelain; 
Crossville Inc.; Dal-Tile Corp.; 
Del Conca USA Inc.; Florida 
Tile Inc.; Florim USA; Landmark 
Ceramics; and StonePeak 
Ceramics.

Foreign companies that price 
their products in the U.S. market 
below the cost of production or 
below prices in their home mar-
kets are subject to AD duties. 
Foreign companies that receive 
unfair subsidies from their gov-
ernments, such as grants, loans, 
equity infusions, tax breaks, or 
production inputs, are subject 
to CVD duties aimed at directly 
countering those subsidies. 

The findings of the Commission 
are contained in USITC 
Publication 5053 (May 2020), 
entitled Ceramic Tile from China: 
Investigation Nos. 701-TA-621 
and 731-TA-1447 (Final). 

Dalmatians.  As she led me into 
the living room, she told me that 
she got my name from a friend 
of hers who I did some work for 
a few years back. 

 I smiled and quietly said, 
“Well, it’s a small world after 
all.”  She turned and looked at 
me with a sour expression, and 
then started humming, “It’s a 
Small World After All,” while 
giving me the stink-eye.   Let me 
tell you, that tripped my weird-o 
meter right off the scale.

As we walked into the living 
room I heard a loud popping 
sound. It sounded like someone 
was firing a repeating pop gun 
in the house. The sounds were 
so loud that I ducked and almost 
ran for cover. As I flinched I no-
ticed that the tile in the middle 
of the floor had exploded right 
in front of me! If only I had my 
camera on to capture it! I did 
find a similar video that shows 
pretty much what I experienced. 

the tile causing it to pop. The 
pressure on the tile reaches a 
point where it just “lets go.”

 At this point I was tempted 
to pull up the song “Let It Go” 
from Frozen on my cell phone, 
but that would be Goofy. (Sorry, 
just couldn’t resist that one.) I 
told her the entire installation 
would need to be torn out and 
replaced. Another case solved 
– Zip-a-de-do-dah!

The Stone Detective is a fic-
tional character created by Dr. 
Frederick M. Hueston, PhD, 
written to entertain and edu-
cate. Dr. Fred has written over 
33 books on stone and tile in-
stallations, fabrication and 
restoration and also serves as 
an expert for many legal cases 
across the world. Fred has also 
been writing for the Slippery 
Rock for over 20 years. 

Send your comments to 
fhueston@stoneforensics.com.

http://blogtalkradio.com/drfred
http://blogtalkradio.com/drfred
https://www.usitc.gov
https://www.usitc.gov
https://www.usitc.gov
mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective
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Contractors can reduce the 
chances of slips and falls 
on surfaces throughout 

hospitals and health care settings 
with the new TracSafe® Anti-Slip 
Sealer from Daich Coatings. With 
anti-slip ratings up to twice the 
OSHA standard, TracSafe pro-
vides aggressive anti-slip perfor-
mance with all-weather durability 
for both interior and exterior areas 
around any hospital, doctor or 
dental office.

 
TracSafe®  Anti-Slip Sealer 

performs double-duty, as both a 
high performance clear coat that 
strengthens and protects surfaces, 
while also helping to protect the 
patients and employees who walk 
on it from slip and fall mishaps. 
Its high-performance, odorless 
water-based technology bonds 
firmly to all types of flooring 
materials, from concrete, ma-
sonry, stone and pavers, to tile, 
vinyl, linoleum and pre-painted 
surfaces — indoors and out. 
 

Serious Response to 
Serious Injuries

According to the U.S. Bureau of 
Labor Statistics, 26 percent of the 
8,982,730 nonfatal work injuries 
resulting in days away from work 
in 2017 were related to slips, trips, 
and falls. That translates into more 
than two million situations in the 
workplace every year resulting in 
unnecessary pain and suffering. 

TracSafe Anti-Slip Sealer 
Enhances Safety in Hospitals 
and Healthcare Settings

TracSafe is a high-performance clear coat that also provides 
traction and anti-slip properties to most surfaces

TracSafe has an odorless, water-based formula that bonds 
firmly with all types of institutional floor surfacing, from 

 concrete, to stone and tile, to linoleum and vinyl products.

That number doesn’t include all 
the other slip and fall incidents 
that happen outside the workplace 
every year with customers, and 
the public at large. 

But it wasn’t until a fall of his 
own, on a slippery tile pool deck, 
that got Peter Daich, President 
of  Daich Coatings Corporation, 
serious about developing an ef-
fective answer to the problem. 

“When I slipped on those tiles, I 
hit the deck hard and it hurt,” says 
Daich. “I was annoyed at myself 
for losing my footing, but was 
thankful I wasn’t injured. Then I 
thought about others, like children 
or someone elderly falling like I 
did, potentially at a doctor’s of-
fice or in a hospital, and not being 
so lucky.”

To Daich, the solution to the 
problem seemed obvious: give 
any property owner the ability to 
immediately improve foot trac-
tion problems on their own, with 
no complicated steps or prohibi-
tive costs. A coating that could be 
applied almost anywhere by any-
one, making the task of adding 
slip-resistance to walkways, steps, 
shower areas, pool decks and 
more, a no-brainer. “That’s how 
TracSafe was born,” says Daich. 
 

Fast, Safe and Effective
In hospital and health care fa-

cility settings, TracSafe can be 
applied to entrances and steps, 
walkways and access ramps, valet 

parking areas and commercial/
industrial floors. Pool decks, ter-
races, basement and garage areas, 
plus much-traveled hallways and 
corridors also benefit from the an-
ti-slip sealer.

“A product like TracSafe helps 
people avoid life-altering falls,” 
says Daich. “This is an important 
safety element and one that any 
health care facility can use to help 
prevent slip and fall risks.”

 
Easy Installation

To install TracSafe, simply roll 
down two coats of the product a 
few hours apart using a 3/8” paint 
roller. Light foot traffic can be 
resumed in four to six hours (or 
when fully dry), with normal foot 
traffic allowed the following day 
after a 24-hour cure period.

TracSafe’s anti-slip coating 
technology lays down a uniform 
foot traction surface that exhibits 
effective slip resistance proper-
ties in both wet and dry condi-
tions, with bare feet and various 
common pedestrian and work 
footwear.

The aggressive bond strength 
of TracSafe does the rest, lock-
ing its slip-resistant performance 
into place to battle the most com-
mon and challenging conditions. 
“TracSafe has excellent adhesion 
and is designed to last with out-
standing resistance to sun, snow, 
water, salt, chemicals, snow shov-
eling, foot and vehicle traffic,” 
says Daich.

“There’s no horizontal concrete 
surface that won’t benefit by add-
ing TracSafe. Once applied, the 

exceptional slip-resistant features 
of the sealer helps people avoid 
dangerous slips and falls. This has 
the potential to reduce prolonged 
pain for individuals, plus costly 
litigation and skyrocketing insur-
ance costs for hospital and health 
care management groups.”

 
Durability, Beauty and 

Dependability
But sheer utility wasn’t the only 

goal of the Daich Coatings prod-
uct development team. TracSafe 
was purposely designed to invisi-
bly blend in and enhance the look 
of surfaces. 

  “TracSafe doesn’t try to 
steal the show and drastically 
change the look of existing sur-
faces,” says Daich. “If you like 
the look of your surface as it is, 
whether it’s concrete, tile, lino-
leum or a pre-painted surface, it 
can essentially stay just the way 
it is because TracSafe is a clear 
coating that preserves the look 
of an existing surface. If any-
thing, TracSafe simply makes 
it look better, freshening it up 
with an attractive satin sheen.” 
TracSafe contains a low VOC pre-
mixed formula that features fast 
dry-time and easy water clean-up. 
Once applied, TracSafe provides 
all-season exterior durability and 
reliable long-term slip-resistance 
indoors and out.

TracSafe, along with other 
Daich Coatings primers and 
decorative concrete products, is 
available at select big box outlets 
or online at www.daichcoatings.
com.

https://u7061146.ct.sendgrid.net/ls/click?upn=4tNED-2FM8iDZJQyQ53jATUTua3SS-2FLZwKRyxClpazmxSe6I1xFNvF29Q0dNqYIF7JPzD23S87YPHgmt5-2F-2FcSLMg-3D-3DczYC_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9FqeKHrc65phLQqs2DNMzvzCr-2FxHfOqbOjGu-2Bb4xg0bCIL9Rios71jDpbhGU21O2H6G9mWNgdRVu23um7E2FYMNCTdkhfJkaYP58oQAb4ydT13usvXl2O9nc9Rdp2joDBRugOLU003lmLNaYX8joLrFkJmGiP-2Bl4zpeaTdoto-2B2CszJiUafS0BU7Tdd-2FRCvmrJy93-2FJu6C7noZ0jjWTe0Z9y-2BXoqszG0Hj2ynU-2BsFp8cEg0VeId0AS1TWBL7neNcjeEfpazAKGTBQp8nGQvfxWN7immDvnyfuo5mkxTk2IG1Eso-3D
https://u7061146.ct.sendgrid.net/ls/click?upn=4tNED-2FM8iDZJQyQ53jATUTua3SS-2FLZwKRyxClpazmxSe6I1xFNvF29Q0dNqYIF7JPzD23S87YPHgmt5-2F-2FcSLMg-3D-3DczYC_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9FqeKHrc65phLQqs2DNMzvzCr-2FxHfOqbOjGu-2Bb4xg0bCIL9Rios71jDpbhGU21O2H6G9mWNgdRVu23um7E2FYMNCTdkhfJkaYP58oQAb4ydT13usvXl2O9nc9Rdp2joDBRugOLU003lmLNaYX8joLrFkJmGiP-2Bl4zpeaTdoto-2B2CszJiUafS0BU7Tdd-2FRCvmrJy93-2FJu6C7noZ0jjWTe0Z9y-2BXoqszG0Hj2ynU-2BsFp8cEg0VeId0AS1TWBL7neNcjeEfpazAKGTBQp8nGQvfxWN7immDvnyfuo5mkxTk2IG1Eso-3D
https://u7061146.ct.sendgrid.net/ls/click?upn=4tNED-2FM8iDZJQyQ53jATUfzjUdv1BYuPTer0xkODrJMFAVZ53SUHYhU1c7EV7bdxPVCs-2FZePyohDu5CG335mjA-3D-3Dkfan_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9FqeKHrc65phLQqs2DNMzvzCr-2FxHfOqbOjGu-2Bb4xg0bCIL9Rios71jDpbhGU21O2H6G9mWNgdRVu23um7E2FYMNCTdkhfJkaYP58oQAb4ydT13usvXl2O9nc9Rdp2joDBRugOLU003lmLNaYX8joLrFkJv9O5iabzo-2FvPseoW9-2FhXxuKbINEC6pGR-2Br-2FkmHMTauVk9wDyjbna619HOKj7oUb32WU3ocPSPcxHJJ-2BEGpr-2FnsAADsdEwyNqS1wB5cxbTnAWgF4lFvmM2giRMHSjA-2B3mR-2F2PtEfXcNkTtShpR1oQ-2FI-3D
https://u7061146.ct.sendgrid.net/ls/click?upn=4tNED-2FM8iDZJQyQ53jATUfzjUdv1BYuPTer0xkODrJMFAVZ53SUHYhU1c7EV7bdxPVCs-2FZePyohDu5CG335mjA-3D-3Dkfan_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9FqeKHrc65phLQqs2DNMzvzCr-2FxHfOqbOjGu-2Bb4xg0bCIL9Rios71jDpbhGU21O2H6G9mWNgdRVu23um7E2FYMNCTdkhfJkaYP58oQAb4ydT13usvXl2O9nc9Rdp2joDBRugOLU003lmLNaYX8joLrFkJv9O5iabzo-2FvPseoW9-2FhXxuKbINEC6pGR-2Br-2FkmHMTauVk9wDyjbna619HOKj7oUb32WU3ocPSPcxHJJ-2BEGpr-2FnsAADsdEwyNqS1wB5cxbTnAWgF4lFvmM2giRMHSjA-2B3mR-2F2PtEfXcNkTtShpR1oQ-2FI-3D
https://u7061146.ct.sendgrid.net/ls/click?upn=TeZUXWpUv-2B6TCY38pVLo9qIklSCNuyKKQ13hwCtIJ8BEzPHV1YP94Ffyw0ZsXegPItVD_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9FqeKHrc65phLQqs2DNMzvzCr-2FxHfOqbOjGu-2Bb4xg0bCIL9Rios71jDpbhGU21O2H6G9mWNgdRVu23um7E2FYMNCTdkhfJkaYP58oQAb4ydT13usvXl2O9nc9Rdp2joDBRugOLU003lmLNaYX8joLrFkJkfCiq5WHrvT7LmNSPj4gPc6ekaOgUOiJANcG16E4-2FGKRfVyCEiOfe5KHEpemfI2DqOt6ZdKpeKronKAUisf-2BKNNNqtuLfivggqZXUGLecd51tvFyVTqcSaMFrfx-2FvGx5m06HHqFW5QnY6K4jkqEu7o-3D
https://u7061146.ct.sendgrid.net/ls/click?upn=4tNED-2FM8iDZJQyQ53jATUeObRSu3v0UdKlSJhPRt1ykhK9l1bk1ujM2OXOQCeqbkwerFT5WOF-2FazE32i63ag8A-3D-3DKcp0_A2gxN4rkQOcX-2BEj-2FgaI6nz1HeOcno9RPlRWqrFrFvzvX3iasBUxhH8Y4EibC9FqeKHrc65phLQqs2DNMzvzCr-2FxHfOqbOjGu-2Bb4xg0bCIL9Rios71jDpbhGU21O2H6G9mWNgdRVu23um7E2FYMNCTdkhfJkaYP58oQAb4ydT13usvXl2O9nc9Rdp2joDBRugOLU003lmLNaYX8joLrFkJnNsVwfHrnX0p7SALfjFmKLdwJHfXgAMJaeooad23MWzAHGN5MqtQiGTbsSJjBZT9nWdAcU3HwMuSKCWly9Wsjma4V-2Bsit3A-2BtLB99bYXbG4O0zirAGWJW3OxbJ-2BmWBitF9hcSouSSF061-2FJDTev-2FD0-3D
https://daichcoatings.com/shop/tracsafe-anti-slip-floor-coating/
https://daichcoatings.com/shop/tracsafe-anti-slip-floor-coating/


Slippery rock Gazette July 2020  |  15  

Rockhead Accelerator
Rockhead Platinum

Savings and Rebates 
Collaboration Meetings (Virtual & Face to
Face) 
Benchmarking - Peer to Peer Comparisons 
Training & Education by Professionals for
your Management Teams 

 
 
 

WHY JOIN US? 

For more info, visit www.rockheadsusa.com 
or call/text Jon Kaplan 216-310-1569

A Privately Owned Trade Council of the 
Best in Class Surfacing Fabricators

Our Members Enjoy:

Membership Types Available:

“Just hear those sleigh bells 
jingling, ring-ting-tingling, 

too. Come on it’s lovely —”

Oops. Sorry. Didn’t realize any-
one was listening. I’m in such a 
holiday mood, I can burst into full 
throat without thinking.

As you can tell by my choice 
of song, it’s not Independence 
Day that I’m celebrating. Nothing 
against the Fourth of July, you 
understand; I stay red, white, 
and blue throughout early July. 
For good reason. When you’re 
blessed with friends who host bar-
becue bashes every July Fourth, 
and that’s also your wife’s birth-
day, the middle of summer is a 
non-stop, eat-a-thon, drink-a-thon 
throwdown. Let the good times 
roll and pass me another chicken 
leg.

Yet there happens to be an an-
tidote for such festive excess. 
A seasonal ace in the hole, you 
might call it.

I discovered this secret a few 
winters ago, when holiday TV 

Sam Venable 
Department of Irony

specials were stacking up faster 
than sugarplums. I simply asked 
my wife to record “Christmas 
with the Mormon Tabernacle 
Choir” when she watched it on 
PBS, but not tell me anything 
about it.

I made a point of not looking 
at it throughout the Christmas 
season. Nor at New Year’s, 
Valentine’s, Easter, and other 
special holidays, either. Instead, 
I told Mary Ann I was going to 
keep this show on ice until the 
middle of summer, then crack it 
open and judge its effect.

Yeah, I’m weird like that.
On the darkest days of mid-win-

ter, I’m bad to gaze at beach pho-
tos, if for no other reason than 
to remind myself that thawing 
will, in fact, occur. Conversely, 
a dose of December in the thick 
of summer can be an equally bi-
zarre ride. In the parlance of old 

would agree — and also harrumph 
at the contents of the glass in my 
hand.

The rich baritone of actor and 
vocalist Brian Stokes Mitchell 
boomed throughout the perfor-
mance. You put a gift like that in 
front of the Mormon Tabernacle 
Choir — to the accompaniment 
of strings, brass, woodwinds and 
hand bells, no less — and the re-
sult is a blend of musical talent 
audible halfway to Mars.

On a more muted portion of 
the broadcast, actor Edward 
Herrmann was at the top of 

hippies, this might be considered 
tripping without the drugs.

And an interesting trip this one 
was!

While fireflies blinked and fire-
works exploded outside the den 
window, I settled in for an hour 
of white lights, trees decorated to 
the nines, fake snow, garlands of 
holly, strings of cranberries, and 
a shingle-blasting choir of women 
in blue, sequined evening dresses, 
and men in tuxedoes. Sprawled on 
the sofa in my shorts, T-shirt, and 
sandals, I felt downright naked. 
Perhaps straitlaced Mormons 

his game with a reading of the 
Christmas story from Saint Luke. 
Ditto his poignant rendition of 
“Longfellow’s Christmas” that 
ended with a stirring rendition of 
“I Heard the Bells on Christmas 
Day” by the choir. Real goose-
bump stuff, that. It was such an 
enjoyable, time-warp experience, 
I hopped into bed thinking Santa 
Claus might come during the 
night.

Nope. All that greeted me the 
next morning was a shaggy lawn 
that begged to be mowed.

Perhaps one of these July 
Fourths, I’ll videotape barbecues, 
Mary Ann’s birthday party, and 
fireworks and save ’em until the 
following December.

Like I said earlier, I’m weird 
like that.

Sam Venable is an author, comedic 
entertainer, and humor columnist for 
the Knoxville (TN) News Sentinel. 
His latest book is “The Joke’s on 
YOU! (All I Did Was Clean Out My 
Files).” He may be reached at sam.
venable@outlook.com.

Six Months Out of Sync

mailto:sam.venable%40outlook.com?subject=Slippery%20Rock
mailto:sam.venable%40outlook.com?subject=Slippery%20Rock
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Call us today for all of your  
CNC Tooling and Accessory needs.

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

™

abrasive 
technology, inc.

From our complete offering of 
the industry’s top brands, to 

our knowledgeable inside and 
outside CNC staff, Braxton-
Bragg is your preferred 

CNC partner.

• Extreme feed-rates
 Reduce run cycle by 30-45%

• Long-life tooling
 Reaching over 30,000 linear ft.

• Full service
 Redressing & manufacturing in USA

• Extreme edge quality
 Finish 100% at the CNC

CO2 Laser 
Optics Feature 
Higher Focal 

Lengths

A wide range of drop-in replace-
ment CO2 optics that feature 
higher focal lengths for use 

in 400 Watt to 1 kW lasers to permit 
deeper etching cuts has been intro-
duced by  Laser  Research  Optics of 
Providence, Rhode Island.
 

Laser  Research  CO2  Optics  feature 
4.0-inch to 7.5-inch focal lengths and 
are available in 0.75-inch and 1.5-inch 
diameter sizes to provide deeper cuts 
for popular monument, sign, and stone 
etching  lasers. Designed for drop-in 
field replacement in  400 Watt to 1 
kW  lasers,  these optics are manufac-
tured to ISO-10110 specifications for 
optical elements.

In-stock  for Kern®, Trotec®, 
Universal®, and Vytek®  lasers, 
Laser  Research CO2  Optics are sup-
plied in plane-parallel configura-
tions  and include  zero phase-, phase 
lock-, rear mirrors, output  couplers, 
and phase retarders. Mirrors are made 
from mirror-grade single crystal sili-
con and have an enhanced silver coat 
for 99.6 percent minimum reflectance 
at 10.6 microns.

Laser Research CO2 Optics for pop-
ular monument, sign and stone etch-
ing lasers are priced according to size 
and type.  24-hours delivery is typical 
turn-around time, according to the 
manufacturer.

 
For more information contact 

Scott Rouillard, Sales Manager at 
Laser  Research  Optics, A Division 
of Meller Optics, Inc. in Providence, 
Rhode Island. Call (888) 239-5545  or 
e-mail: scott@laserresearch.net .

mailto:scott@laserresearch.net
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If you’re looking for the best, you’ve just found it! This 
Supreme polyester adhesive is made from the highest 
quality materials. It’s very easy to color and offers the 
same reliable high strength that fabricators have come to 
expect from Stone Shield sealers and adhesives, to color 
enhancers and caulk, compatible with granite, marble, 
travertine and engineered stone.

Seal  u  Bond  u  Protect

STONE SHIELD SUPREME ADHESIVES

NEW!

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

Sturgeon 
Surprise

A nine-year-old boy in 
Tennessee became the third 

child in his family to catch a mon-
ster fish, reeling in an 80-pound 
sturgeon that outweighed him by 
far.

Coye Price was eager to catch 
something big after his 11-year-
old sister Caitlin hooked a 40-
pound striper and his 8-year-old 
sister Farrah reeled in a 58-pound 
blue catfish a while back, the 
Tennessee Wildlife and Resource 
Agency said in a Facebook post.

“Coye had been saying, ‘Man, I 
don’t have nothing on these girls, 
I’ve got to catch a big fish,’” 
Coye’s father, Chris, told the 
Tennessean. “So not only did he 
catch a bigger fish than they had, 
but sturgeon are rare, which is the 
other cool part about it.”

Coye, who weighs just 55 
pounds, was targeting catfish 
in Old Hickory Lake before he 
hooked the sturgeon. It took him 
15 minutes to get the fish in the 
boat, where they weighed it and 
took some pictures before return-
ing it to the water, the Tennessean 
reported.

The endangered lake sturgeon 
are some of the largest and lon-
gest-living fish in Tennessee, 
the state’s wildlife agency said. 
There have been efforts to restore 
the species, which can grow up to 
eight feet and live up to 150 years, 
after their population declined 
due to reasons including overfish-
ing and habitat loss.

The agency said more than 
220,000 lake sturgeon have been 
stocked into the Cumberland 
River and portions of the 
Tennessee River since 2000.

Don’t Touch My PPE

Somebody apparently needed 
a really big protective mask.

According to the Chicago Sun-
Times, a mask adorning one of 
the iconic lion statues near the 
Michigan Avenue entrance to the 
Art Institute disappeared about 
24 hours after it was applied.

Good news for the lion, though. 
By that Friday afternoon, it got a 

new mask like the one the other 
lion nearby is wearing. But to 
make it tougher for thieves to steal 
them, the new mask and the one 
on the other lion are now held on 
with cables that are a lot tougher 
to cut.

Police are investigating the 
theft and are looking for two men 
whom a security guard saw get 
out of a black Chevrolet, climb 
onto one of the statutes and cut the 
mask from the lion’s head.

The large-scale masks were in-
stalled to remind people to fol-
low a statewide mandate that 

started requiring people to 
wear masks in public places 
during the coronavirus crisis. 
The Picasso statue in nearby 
Daley Plaza is also wearing a 
mask.

The lions are used to wear-
ing head gear. They sported 
Cubs caps in 2016 when the 
team won the World Series 
and Bears helmets twice be-
fore the team’s two trips to 
the Super Bowl.

“I missed more than 

9000 shots in my 

career. I’ve lost almost 300 

games. 26 times I’ve been 

trusted to take the game 

winning shot and missed. 

I’ve failed over and over 

again in my life. And that 

is why I succeed.” 

— Michael Jordan
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Sharon Koehler
Artistic Stone DesignOver the past couple of 

months, some of us got 
to experience Working 

From Home* (WFH), for the 
first time. I did. My daughter, 
daughter-in-law and BFF did, as 
well. There are a lot of reasons 
to work from home, not just a 
pandemic. Injury, server issues, 
convenience, weather, electrical 
issues, finances… the list goes on 
and on. We have all seen the GIFs 
and the memes about working 
from home, suits and ties on top, 
sweats or no pants at all on the 
bottom. Or, getting out of bed in 
PJs, hair a mess, and sitting down 
to work at your computer without 
bothering to dress. I am sure that 
happens every day, somewhere. 
Admittedly, working from home 
does have its perks, but there is 
a learning curve as well. Here’s 
what I learned.

Before you leave your office 
for the last time, make sure you 
have everything you need and 
don’t be surprised at what you 
will forget. When my BFF left 
for her WFH stint, her company 
gave her a computer, monitor, 
laptop, printer and a cell phone, 
all the big stuff. What she didn’t 
take was the little stuff: printer 
paper, paperclips, staples, stamps 
or highlighters. She didn’t think 
about those things. I didn’t either. 
I didn’t realize how essential my 
second monitor was to my job 
until I didn’t have it. I had to go 
back for it, as well as my pass-
word book and my calculator. (I 
usually just use the calculator on 
one of my gadgets, but that was 
not convenient for work at home). 

I purchase a lot of things for my 
company. My boss got me a com-
pany credit card and mailed it to 
me so life could go on. Also, take 
the name and number or email 
address of your IT person. Trust 
me: you are going to need them, 
at some point. Think about every-
thing you use and touch during 
the day and bring it home with 
you.  Something you don’t touch 
but definitely need is a surge pro-
tector. Don’t let your company 
stuff get blown up at home!

When you get your stuff home, 
try to set up in as quiet a place 
as possible. My BFF used her 
den where she can shut the door. 
I had put a desk in my walk-in 
closet years ago. I must have been 

Getting a handle on an in-
creased number of emails is 
one secret to WFH success.
With a reduced number of  
distractions pulling your 
focus away, you may find 
you even get more work 
done.

My Executive Assistant 
Tessa. Our pets – dogs espe-
cially – probably think WFH 
is THE. BEST. IDEA. EVER. 
Usually, your fur-child will 
be content to just be near 
you, 24/7. If your cat insists 
on sleeping on your key-
board – well, that’s a differ-
ent level of problem.

dog that was the issue. She was 
a constant interruption and dis-
traction. She wanted my attention 
frequently, VERY frequently. I 
finally got the idea to grab a dog 
bed and put it on the floor near 
my chair. That was all it took. 
She could lie in the same room 
and keep a eye (or ear) on me, and 
that was all she wanted. Problem 
solved.

Your house may become a 

psychic back then because I sure 
did need that for working at home 
time. 

Set everything up as close to 
your work set-up as possible, but 
be prepared to adjust a bit. My 
home desk is smaller than my 
work desk, so there is no room for 
my printer there. So, my printer 
sits to the left on top of a cedar 
chest, under my hung up cargo 
pants. Ideal? No. But it works. 

Stick as close to your routine as 
possible but again, be prepared 
to make adjustments. My normal 
routine is to get up at 5:30, let the 
dog out, make breakfast, etc. and 
then leave the house at 6:30 to be 
at work by 7. While at home, I 
got up at 6, let the dog out, made 
breakfast, etc. and sat down at my 
desk at 7am. 

My daughter likes to go to the 
gym before work. When that 
was no longer possible, she went 
out walking every morning be-
fore she turned on her computer. 
Our routines basically stayed the 
same; we just adjusted a bit for 
circumstances.  

Be prepared for a lot more emails 
and phone calls. Since you cannot 
just get up and walk to the person 
you want to talk to, or grab the file 
you need, you either have to make 
phone calls or send emails about 
things that you wouldn’t normally 
need to. My first few days at home 
I was overwhelmed by the amount 
of emails I was receiving! I finally 
learned to answer them in the 
order they were received and then 
file them in the appropriate labels 
on the side of my email window. 
That way I could organize and still 
have them for future reference if 
necessary.

You might find that your pets 
are a problem, especially your 
dogs. My cats were pretty cool. I 
just had to shoo them out of my 
chair from time to time. It was my 

distraction as well. As you walk 
around grabbing a snack or ad-
justing the thermostat it becomes 
“Oh, I need to wash those dishes 
or take out that trash or wash those 
clothes.” If you wouldn’t leave 
your job to go home and do those 
things, don’t do it just because you 
are home. My solution was to set 
the thermostat in the morning be-
fore I started working AND I de-
cided to mimic my snack drawer 
at work. I brought snacks into my 
“home office” so I wouldn’t have 
to go get them and see the dishes, 
the trash or the clothes. 

Other people may try to distract 
you as well. When my neighbor 
across the street realized I was 
working from home she started 
knocking on my door during the 
day just to chat. (She’s retired.) 
I tried dropping a few hints but 
she just wasn’t getting it. Finally 
I created a “Do Not Disturb” sign. 
I put it on the front door when I 
started work in the morning and 
removed it when I was done for 
the day. It worked.  

One of the biggest things I 
learned is GET DRESSED. If you 
wear a business suit to work every 

day, you don’t necessarily have to 
do all that, but get dressed. Even 
if you aren’t Zooming, Skyping, 
FaceTiming or Slacking, get 
dressed. Your appearance has a 
big influence on how you feel. 
Look good – feel good. If you 
feel good, you work better. I wear 
jeans to work. Truthfully,  I didn’t 
put my jeans on every day. I 
sometimes wore lounging pants –  
but never wore sweats, they are 
too much like pajamas. 

After the first few days, I got up 
every day and brushed my teeth 
and hair and got ready for work 
like I would have if I were leav-
ing the house. If you wouldn’t 
leave your house looking the way 
you look at your home desk, go 
change. It’s an immediate boost to 
your morale, general well-being 
and production.

Working from home has its 
benefits BUT it has its pitfalls 
as well. Be prepared. You might 
need that home office again when 
you least expect it.

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

What I Learned About WFH*

Neolith Announces 
James Amendola as New 

Vice President of Sales and 
Operations for North America

Neolith® announced the 
appointment of James 

Amendola as its Vice President 
of Sales and Operations of North 
America. This follows the ap-
pointment of José Luis Ramón 
Moreno as CEO in March and 
Sagi Cohen as Advisory Board 
Member in November 2019.

Amendola brings extensive 
knowledge and experience to 
Neolith, accrued from more than 
three decades in the stone sur-
facing industry. Most recently, 
he held the position of Director 
of Sales & Marketing US at 
SapienStone. Previously, he was 
General Manager at Cosentino.

Speaking on the new appoint-
ment, José Luis Ramón Moreno, 
Neolith CEO, said, “Neolith 
has ambitious plans for North 
America. This includes signifi-
cant investment, such as strength-
ening our senior leadership team 

in the region. James will be a key 
part of our future journey. With 
his exceptional industry knowl-
edge and a proven track record, he 
will be an invaluable addition to 
the team, helping to further drive 
our pioneering vision forward and 
expanding our reach in the vibrant 
architecture and design sector.”

Visit neolith.com for more info.

James Amendola, Neolith  
Vice President of Sales and 
Operations, North America

mailto:Sharon%40asdrva.rocks?subject=WHF%20article
http://neolith.com
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Ripple Sculpted Façade Created 
for Margraf Facility in Italy

IN these extraordinary times, 
Margraf has shown that 

it looks beyond challenges as it 
prepare to conclude the futuristic, 
monumental new work Ripple, 
which was designed by the 
noted Italian architect Raffaello 
Galiotto.

Ripple is a towering propylaeum 
(façade) designed with a stunning 
3D appearance that stretches 37.6 
feet high by 89 feet wide, and 
adorns the wall of the new din-
ing facilities in the Margraf Area 
in Gambellara (near Vicenza). 
It is made of exclusive Fior di 
Pesco Carnico® marble, which 

can only be found in a quarry in 
Forni Avoltri (near Udine) that is 
owned by Margraf. 

Margraf commissioned this 
challenging work to go on the 
opposite side of the new logistics 
site from the monumental 14.5 m 
Arcolitico arch that was created 
in 2018. Ripple is located on the 

The 3-D architectural treatment is constructed from 
 shaped blocks of Fior di Pesco Carnico® marble

drive and it is like an Ancient 
Greek propylaeum: a monumen-
tal entrance to the Margraf Area. 

Ripple highlights Margraf’s 
exceptional technical and techno-
logical capabilities when it comes 
to shaped marble cutting for use 
in the increasingly popular 3D 
cladding of architectural façades. 

The ground-breaking project 
showcases the 3D qualities of 
stone in architecture using an 
innovative shaping-wire cutting 
method. Whereas the traditional 
technique involves removing and 
crushing excess material, this is a 
separation-based process. 

The block of marble is surgi-
cally divided into parts, which are 
then seamlessly put back together 

to create new shaped, curved and 
winding forms.

Parametric software was used 
during the complex design pro-
cess, which ensured that the ma-
terial use, cutting and processing 
times were optimized. All of the 
necessary stone pieces were pro-
duced one after another: like the 
petals of a rosebud, they were 
plucked one at a time and then re-
arranged on the wall.

The undulating stone cladding 
on the façade is made up of 350 
pieces that are lined up in 35 col-
umns of 10 different pieces. In 
addition, there are curved pieces 
on the sides of the wall and more 
than 300 flat tiles on the inside. 

Please turn to page 23

Available at:

STAIN-PROOF®, formerly known as Dry-Treat™, 
develops world-leading impregnating sealers & 
enhancers for natural stone, bricks, pavers, tiles, 
engineering concrete & grout AND specialty cleaners.

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

NOW!NOW!IN STOCK

Dry-Treat 

STAIN-PROOF
World-Leading Sealers 

and Enhancers
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St. Jude Dream Home: 
Silestone and Dekton at 

the Forefront of this Great 
Fundraising Initiative

T he St. Jude Dream Home in Charlotte, North Carolina, forms part of 
a crucial fundraising initiative for the St. Jude Children’s Research 

Hospital. As one of the main sponsors of this project, Cosentino collab-
orated by providing materials throughout the home in support of this 
mission to give the lucky winner the chance to live in their dream house. 
Likewise, this initiative helps families who have limited financial means 
and children who require medical treatment.

Every room in the St. Jude 
Dream Home in Charlotte was de-
signed with Silestone and Dekton 
features. What’s more, the home 
also boasts a Dekton® fireplace in 
Sogne and a Silestone® kitchen 
island in Calacatta Gold, which 
were undoubtedly the clear fa-
vorites of everyone who had the 
chance to visit.

Another of the house’s high-
lights is “Michael’s Mystery 
Suite”, by Michael Moloney. The 
innovative and creative interior 
designer opted for Silestone in 
Cemento Spa for the master bath-
room’s luxurious vanity.

We had the chance to speak 
with designer Michael Moloney 
about working with Cosentino 
and its products, as well as the ex-
perience, inspiration and passion 
he brought to this project.

Why did you decide to take part 
in this initiative?

“The St. Jude Dream Home 
combines two of my greatest pas-
sions in life: design and giving 
back to the community. When I 
heard about the initiative, I knew 
straight away that I just had to be 
part of it. It’s for a great cause and 
offers such an exciting opportu-
nity for the winner.”

Which rooms did you design?
“For the last five years I’ve 

been working on the design for 

the so-called “Michael’s Mystery 
Suite”, which includes the master 
bedroom and bathroom.”

What inspired your vision for 
this project?

“My main inspiration for this 
project was one of my favorite 
color schemes: black, white and 
gold. I centered my design around 
exquisite cream wallpaper that I 
found with gold brushstrokes. It 
was the perfect match for black 
paneling and herringbone tiles.”

Why did you choose to work 
with Cosentino’s products?

“I simply adore the industrial 
look that is becoming more and 
more popular. I wanted the mas-
ter bathroom in particular to re-
ally reflect that style. I originally 
wanted to use aerated concrete 
for the master bathroom vanity, 
but then I came across Silestone 
Cemento Spa. In addition to being 
durable, it truly captured the look 
I was going for so it was a very 
easy choice.

“Actually, for several years, I 
lived in a house in the desert that 
had Silestone worktops. I did a lot 
of entertaining, but the worktops 
withstood all the wear and tear, 
scratches and dents. What’s more, 
it’s also very easy to clean, so I 
think it will be perfect for who-
ever moves into this home.”

There are more than 40 “dream 
homes” in the USA, with the 
Charlotte house being the biggest 
within this initiative. This grand 
project sponsored by Cosentino 
and its materials has raised 1.7 
million dollars, with all pro-
ceeds going directly to St. Jude 
Children’s Research. Thanks to 
the success of this project both in 
raising funds and its innovative 
architecture and interior design, 
Cosentino is proud to have once 
again been part of this initiative 
in 2020.

For more information on 
Cosentino products and their 
philanthropic work, see the blogs 
on cosentino.com .

Dekton® fireplace and a large 
Silestone® island are focal 
points in the open space. 

https://www.cosentino.com/top-projects/st-jude-dream-home-silestone-and-dekton-at-the-forefront-of-this-great-fundraising-initiative/
https://www.cosentino.com/top-projects/st-jude-dream-home-silestone-and-dekton-at-the-forefront-of-this-great-fundraising-initiative/
https://www.cosentino.com/top-projects/st-jude-dream-home-silestone-and-dekton-at-the-forefront-of-this-great-fundraising-initiative/
https://www.cosentino.com/top-projects/st-jude-dream-home-silestone-and-dekton-at-the-forefront-of-this-great-fundraising-initiative/
https://www.cosentino.com/blogs-news/
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Item# 11492

Item# 11493

Item# 9375

Makita®  9565CV SJS 
5 inch Grinder 

 & Dust Shrouds

Makita® XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita® XCV05PT HEPA Filter Dry 
Backpack Vacuum

 Item # Description Our Low Price
 9375 Makita® 9565CV SJS 5” Industrial VS Grinder $183.50  

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

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

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

Get OSHA Com
pliant
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Available at

 GUARANTEED

BEST
PRICE!

•13 Amps
•Lock-On Switch
•No Load Speed: 2,800 - 10,500 RPM
•Spindle Thread: 5/8” - 11 UNC
•Variable Speed Control Dial
•Overall Length: 11-3/4”
•Net Weight: 4 Lbs.

 GUARANTEED

BEST
PRICE!

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

Laser Products Doing Their Part

T h e Lady With 
the Lamp, better 
known as Florence 

Nightingale, helped to 
found modern nursing 
towards the end of the 19th 
century. Thanks to her strict 
use of  hand-washing and 
hygiene practices  while 
caring for wounded sol-
diers in the Crimean 
War, Nightingale and her 
helpers  reduced the death 
rate from 42 percent to just 
2 percent  — ushering in 
nursing as we know it today. 

On May 6, we recognize 
the important role nurses 
and all healthcare work-
ers play in our lives, espe-
cially during the COVID-19 
pandemic, by celebrating 
National Nurses Day.

To further do our part 
in helping slow down the 
spread of COVID-19 and 
help our nurses, doctors, 
first-responders and com-
munities, Laser Products 

Industries has sourced a 
shield design for N95 masks 
that can be printed out on 
vinyl plotters. Yes, the 
vinyl plotters used to print 
out templates for countertop 
fabrication! 

The vinyl shields fit over 
the N95 masks and protect 
them from aerosolized par-
ticulates, extending the life 
of N95 masks. These shields 
can also be disinfected and 
reused multiple times.

LPI has printed out and 
donated hundreds of these 
shields to local healthcare 
workers and first-respond-
ers, and continue to create 
more shields to donate. LPI 
is making the digital file 
for these shields available 
to download for companies 
who have a vinyl plotter 
and want to make an im-
pact in their own communi-
ties. With each piece costing 

approximately 11 cents, 
these shields are a low-cost 
solution that can provide 
a high-level impact in the 
fight against COVID-19.

LPI has stated it will share 
photos of the shields in use 
from their website and so-
cial media communities as 
they receive them, and they 
encourage other companies 
to share their photos or sto-
ries, not only of their efforts 
in supporting their commu-
nities, but also highlighting 
the heroes who are working 
hard to keep their communi-
ties safe.

LPI offers the .dxf plot-
ter file download from 
a publicly accessible 
Dropbox account. Contact 
Daniel Peter  dpeter@laser 
productsus.com for a link to 
access the file.

Making N95 Shields from a Vinyl Plotter

To create the mask shield, contact Dan Peter 
dpeter@laserproductsus.com for a link to download 

the .dxf plotter file.

A Utah Highway Patrol 
trooper got a pint-

sized surprise when he 
pulled over a 5-year-old 
driver who was swerving so 
badly he thought the driver 
needed medical attention.

Trooper Rick Morgan 
said Adrian Zamarripa, 
who turned 6 last month, 
did not respond to his lights 
but pulled over when he hit 
his siren on Interstate 15 in 
Ogden, Utah one Monday.

“I approached the vehicle 

Precocious and I was expecting to find 
somebody who needed an 
ambulance or paramedics,” 
Morgan said.

But when the window 
came down Morgan said it 
was pretty clear that it was 
“a very underaged driver 
who was behind the wheel.”

The boy was sitting on the 
edge of his seat to reach the 
brake pedal, the trooper said.

When asked, Morgan said 
Adrian told him he was going 
to his sister’s house — in 
California. The boy told an-
other trooper that he wanted 
to buy a Lamborghini when 
he got there and then flashed 

open his wallet showing his 
cash to purchase his dream 
car: $3.

His parents were contacted 
and they came and took cus-
tody of their son and the 
vehicle.

Adrian has long dreamed 
of owning his own 
Lamborghini and spends 
hours watching videos of the 
luxury sports cars racing, his 
sister, Sidney Estrada, told 
the Deseret News.

That Tuesday, a local 
Lamborghini owner treated 
Adrian to rides up and down 
the street — with the boy in 
the passenger seat.

mailto:dpeter%40laserproductsus.com?subject=DXF%20for%20Mask%20Shield
mailto:dpeter%40laserproductsus.com?subject=DXF%20for%20Mask%20Shield
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Stone Restoration and 
Maintenance Corner

The Tennessee Marble, Friendsville 
Quarry Office Gets a Restoration

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

AS of June 5th, 2020, 
the M3 Technol-

ogies Inc. office in 
Massachusetts is still of-
ficially closed. Here in 
Knoxville, Tennessee, 
where I have been operating 
from my home office, we 
are slowly re-opening most 
businesses. Many restau-
rants, retail stores, and even 
more importantly, my local 
CrossFit gym are now open. 
Of course, most of these are 
at limited capacity with 
social distancing required. 
Unfortunately, because I 
was eating the same but not 
working out at my usual 
5-6 days per week, I gained 
about 10 pounds during the 
closure... 

I was reading about the 
Hong Kong Flu (H3N2 
virus) which struck in 
1968-1969. There were 
about 100,000 deaths in the 
USA and 1,000,000 world-
wide. The largest category 
of victims were people 65 
years and older, and those 
with underlying health is-
sues. There were no major 

had been broken into and 
vandalized a few months 
prior, and she needed the 
marble floors and other 
standing pieces of furniture 
restored. The office space 
had been ransacked and 
sprayed with the onsite fire 
extinguishers, which con-
sisted of both dry powder 
and water types, along with 
no telling what else. 

My first consultation 
with all parties involved 
was after they had done the 
initial cleanup. It was still 
in very bad condition and 
needed some intense resto-
ration, but since the prop-
erty was going to be rented, 
she wanted to keep the proj-
ect as cost effective as pos-
sible. So, a plan based on 
the “best bang for the buck” 
thinking, was devised. Of 
course, there were some 
caveats that could show up 
after the job started. These 
were discussed up front. 
Basically, if plan A didn’t 
work as hoped, then plan B 
would be engaged. 

There were several types 
of Tennessee marble used 
on the floors. Each room 
had its own marble and in-
stall design style. Various 
hues of pink and cedar were 
common throughout the fa-
cility. Most were installed 
polished but now all had 

closings of any type, al-
though some schools closed 
due to absenteeism. Oh, and 
Woodstock was held during 
some of the deadliest waves 
of the pandemic. 

I know we are confront-
ing a very serious virus and 
we must treat it as such. We 
also must open up the econ-
omy again, for everyone’s 
sake. I am an optimist and 
believe that, with a common 
sense approach, we can do 
it safely. I also believe that 
we will have some good 
therapeutics and possibly 
even a shot or vaccine soon. 
That’s just my opinion, 
you’re welcome to adopt it, 
no charge.

Recently, Julie with 
Knoxville Marble Polish 
received a call from Monica 
Gawet, who is the owner 
of The Tennessee Marble 
Company. It seems the old 
Friendsville quarry office 

become totally etched and 
dulled.   

The chemistry behind the 
fire extinguisher chemi-
cals– water, and the calcium 
carbonate of the marble –
are somewhat interesting. 
These chemical cocktails 
were certainly no friend to 
the marbles in question, that 
much is for certain. The dry 
chemical fire extinguish-
ers were composed of ei-
ther mono or diammonium 
phosphate. When water 
from the other fire extin-
guishers was sprayed onto 
either of these phosphates, 
it formed a dilute phos-
phoric acid solution. It was 
this acid solution that was 
left to dry on the marble 
surfaces, which caused the 
extensive etching damage.  

Another very interesting 
observation after the initial 
cleanup was that the cards 
from a Rolodex had been 
scattered everywhere prior 
to the fire extinguishers 
being sprayed. These cards 
acted as protection from 
the fire extinguisher chem-
icals and thereby lessened 
the etching where they had 
lain. It turns out that these 
card outline imprints on the 
floor were indicators of just 
how bad the etching around 
them was. 

So the main options were 

Marble floor after initial cleaning. Notice where the 
Rolodex cards had given some protection from the 
etching on the floor.

Sometimes this is what the restoration job 
takes: carefully hand-scrubbing the grout with 
Majestic Deep Cleaner and a wire brush.

Back room where the stone floor had been severely 
etched. Notice different stones and pattern.

discussed, such as hon-
ing, honing and polishing, 
polishing only (which we 
knew would probably not 
be sufficient to remove the 
etching), and possibly some 
grinding due to picture 
framing concerns from ex-
isting lippage. As I always 
prescribe, some test areas 
were needed to select the 
most effective methods.  

After several tests were 
completed in each of the 
four main rooms, it was 
determined that the front 
entry room was definitely 
in the worst condition and 
also had the most lippage. 
They tried using diamond 
impregnated pads (dips) 
starting at 200 grit, which 
worked well for the back 
three rooms, but the front 
room required grinding. 

Once the back three rooms 
were honed with 200 grit 
and 400 grit, they were pol-
ished using Majestic 5X 
powder. They looked very 
nice, with the exception of 
some badly etched areas 
that were worked with 220 
and 400 grit diamond hand 
pads before polishing with 
the 5X powder.

Keep in mind that costs 
were purposely meant to be 
minimized, as there was re-
ally no reason to go all out 
for this project. Therefore, 
with the exception of the 
front room, use of the dips 
and polishing were satis-
factory. The front room, 
however, required grinding, 
so M3 LT3 50 grit electro-
plated lippage discs were 
used to flatten the floor. 

Please turn to page 26

“OK, yeah, maybe it got away from me a little.”
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TRENCH DRAINS • PITS • RAMPS
BRIDGE SAW WALLS • FLOORS

JIB CRANE FOOTINGS
MACHINE FOUNDATIONS

Protecting Your Investment!
SERVING ALL OF USA & CANADA SINCE 2005!

CALL 877.999.1175
 or 404.543.0446

FULLY  INSURED  |   ALL  WORK GUARANTEED  |   ALL  STRUCTURES ENG INEER-DES IGNED  

ROCKCRETEUSA.COM SALES@ROCKCRETEUSA.COM

Ripple Margraf Façade

The total surface area of the mar-
ble covering the entire wall is 
600 m², or 6,458 square feet of 
material.

The ripples on the outside grad-
ually get bigger towards the cen-
ter and flatter towards the edges, 
reaching a total difference in depth 
of 70 cm, with 35 cm of convex 
rounding on the even columns and 
35 cm of concave rounding on 
the odd columns. Each column is 
made of up 10 pieces and formed 

from the same block of marble 
thanks to sequential, shaped di-
amond wire cutting. The con-
touring process with individual 
blocks means that marble waste 
is minimal, while the sequential 
cutting enables the external and 
internal sides of each piece to be 
processed at the same time. 

The fact that the ten pieces in 
each column are made from the 
same block means that they have 
distinctive, unique veins and col-
oring. Once they are joined back 

together vertically, they have an 
vein-matched texture. 

It was necessary to take great 
care not only with the complex 
composition procedure but also 
with the issues relating to the 
thicknesses, which could not be 
allowed to vary too much. The 3D 
forms of the ripples were not just 
drawn up arbitrarily: they are the 
product of meticulous efforts to 
balance maximum visual appeal 
with minimum waste, consistency 
in the thicknesses, the need for 
mechanical attachments to the 
metal structure, and the limits im-
posed by the cutting machinery.

There is also an opening in the 
wall so that people can go through 
the door into the building. It is 
sloped to match the ripples.

“This project is interesting 
because it is innovative but 
also extremely classical at the 
same time,” states the designer, 
Raffaello Galiotto. “It puts for-
ward and sums up some of the con-
cepts that I have developed in the 
past in a number of experimental 
marble works: reducing waste by 
choosing separation over removal, 
computer-aided design and CNC 
machining. It was conceived and 
designed on computers, following 

numerical rules, a sense of order 
and proportional thinking that may 
paradoxically be closer to Palladio 
than Frank Gehry. We’re lucky 
today because we have much 
more powerful calculation tools 
than in the past. They enable us 
to push beyond traditional habits 
and methods without betraying the 
spirit that sought out an ideal sense 
of beauty and proportionality, as 
the sublime goal of creation.” 

The Margraf Area is becom-
ing a real “capital of quintessen-
tial Italian excellence,” situated 
in a strategic location near the 
Montebello exit of the A4 motor-
way between Milan and Venice.

Margraf's story (former Industria 
Marmi Vicentini) started in 
Chiampo, a province of Vicenza, 
in 1906. Since its inception, the 
company has been devoted to ac-
curate research and developing 
new technologies, working in close 
collaboration with international ar-
chitects. After more than a century, 
today Margraf is a world-leader 
in this field. Visit www.margraf.it 
and www.facebook.com/margraf.
industriamarmivicentini .

 

Continued from page 19

http://www.margraf.it
http://www.facebook.com/margraf.industriamarmivicentini
http://www.facebook.com/margraf.industriamarmivicentini
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Polycor Offers Kits to 
Build a Backyard Granite 

Fire Pit in a Weekend
Steven Schrenk 
Polycor

Not only does a fire pit add 
to the beauty of an outdoor 

living space, creating a cozy nook 
for gatherings or quiet contempla-
tion, but it’s a feature that lets you 
enjoy relaxing in the great out-
doors beyond the summer season.

Starting in early spring and well 
into the fall, a toasty fire pit serves 
as an anchor bringing friends and 
family together and a great rea-
son to unplug and connect over a 
glass of wine or gooey marshmal-
low s’mores. It’s also the perfect 
spot to pull up a comfy chair after 
work and take in the sounds of the 
season with a good book.

With Polycor’s easy-to-assem-
ble granite fire pit kit, you can 
create an instant entertaining 
space in one afternoon. Featuring 
solid granite blocks that are easy 
for both contractors and home-
owners to assemble, you can lay 
it out in the morning and you’ll be 
roasting S’Mores by dark.

Polycor Hardscapes & Masonry 
48-inch diameter, two-tier granite 
fire pit comes with a metal ring 
insert that caps off the granite 

Why Choose Granite Over 
Brick or Concrete?

Brick and precast concrete are 
two other materials typically con-
sidered for fire pits, but there are 
several reasons to go with granite 
instead. Unlike brick and con-
crete, granite blocks are naturally 
durable and will withstand the 
freeze-thaw cycle. They are also 
virtually maintenance free.

The Polycor DIY firepit kit is 
made from 7-inch thick blocks of 
solid granite, so there are far less 
pieces required than with a brick 
or concrete fire pit. Also, no mor-
tar or adhesive is required – the 
blocks are dry stacked with their 

own weight holding them tight to-
gether. Less stone, less time, and 
best of all, less work for you.

No matter the season, adding an 
outdoor fire pit will be the focal 
point of your outdoor living space 
and give you an excuse to enjoy 
the great outdoors of your own 
back yard, all year round.

For more information, down-
load the printer-friendly version of 
the Fire Pit Installation Guide to 
simplify the process, or to place an 
order. Visit go.polycor.com/hard 
scapes-download-fire-pit-install- 
ation-guide by Swenson Granite.

The 7-inch Woodbury Gray granite blocks, inner fire ring 
and grill are all available through Polycor’s Hardscapes & 
Masonry division.

The pre-cut blocks for this firepit are Woodbury Gray 
granite from Vermont, which can be set on pavers or level, 
compacted gravel. Polycor offers a printer-friendly down-
loadable guide to installation. No mortar is required.

Lost & Found 
Luggage

A Virginia family out for a 
ride to get a change of scen-

ery after being holed up due to the 
coronavirus found nearly $1 mil-
lion in two unmarked bags lying 
in the road.

David and Emily Schantz left 
their Caroline County home with 
their children one Saturday and 
drove their pickup truck over 
what they thought was a bag of 
trash, then stopped and picked it 
up as well as another bag nearby, 
news sources reported. The 
Schantzes tossed the bags in the 
back of their pickup truck and 
kept riding, according to Emily 
Schantz.

Only when the Schantzes re-
turned home did they discover the 
bags contained money, she said.

“Inside of the bag, there were 
plastic baggies and they were 
addressed with something that 
said ‘cash vault,’” Schantz told 
WTVR.

They contacted the Caroline 
County Sheriff’s Office, which 
sent deputies to the home. The 
deputies took inventory and deter-
mined the money totaled nearly $1 
million.

Caroline Sheriff’s Maj. Scott 
Moser said authorities have since 
determined where the money was 

headed, but are still trying to 
figure out how it ended up in the 
middle of a road in Goochland 
County. Moser would not say 
specifically where the money 
was going. But he said he 
hopes the recipients offer the 
Schantzes a nice reward.

“Their actions deserve noth-
ing less,” Moser said. “They 
saved someone a lot of money 
and set a wonderful example for 
everyone else.”

nicely, and you have the option 
of purchasing a cooking grate to 
extend its usefulness. 

Offered in two historic 
American stones, Carolina 
Coral™ granite quarried in North 
Carolina, and classic Woodbury 
Gray® granite quarried in 
Vermont, the blocks have a ther-
mal finish on top for a smooth 
surface to set plates, drinks and 
utensils. The natural split face fin-
ish around the vertical sides lends 
an organic, textured surface that 
highlights the unique grain and 
minerals.

https://go.polycor.com/hubfs/migrated/Swenson/Fire%20Pit%20Installation%20and%20Care.pdf
https://go.polycor.com/hubfs/migrated/Swenson/Fire%20Pit%20Installation%20and%20Care.pdf
https://go.polycor.com/hubfs/migrated/Swenson/Fire%20Pit%20Installation%20and%20Care.pdf
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JOINING WILL CROSS THE 
OTHER ITEMS OFF YOUR LIST.

FOUNDED BY FABRICATORS FOR FABRICATORS
To JOIN ISFA and find out more, go to www.isfanow.org
International Surface Fabricators Association  SERVING OUR MEMBERSHIP SINCE 1997INTERN AT ION AL  SURFACE  FABR IC AT ORS  ASSOC IAT ION

ACCESS COVID-19 RESOURCES  

ON OUR WEBSITE AT  

WWW.ISFANOW.ORG/COVID-19
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The Slippery Rock Marketplace

Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

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

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

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

www.akemi.com

Braxton-bragg.com
800-575-4401

Save BIG during 
July Hercules

deals on Kitchen 
and slab A-Frames.

Available at www.braxton-bragg.com

Call 800-575-4401 for Stone Shield

www.NoLiftSystem.com
503.212.4034

Sales@NoLiftSystem.com

Visit our website for pricing
and more information

#NoLiftSystem

See the No Lift System 
in action on YouTube!

See the No Lift System 
in action on YouTube!

LOWER INSTALL COSTS

INCREASE PRODUCTIVITY

REDUCE INJURIES

www.sinkits.com     (417) 374-7373     info@sinkits.com

Patented Undermount Sink Clips
FAST. SIMPLE. SECURE.

STORAGE
FABRICATION

TRANSPORTATION

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

Built with the customer in mind, offering tremendous 
strength and support for every job they are needed for!

Check out the Heavy Duty Transport Rack

Stone Forensics is now 
offering its popular Stone 
Inspection Seminar as an af-
fordable, self guided Power-
Point presentation. 

Take Dr Fred’s Stone and 
Tile Inspection course and 
learn how to take your skills 
to the next level as a certified 
stone inspector. Evaluate in-
stallations, understand crack 
propagation, troubleshoot 
failures, learn problem solv-
ing for stain removal, efflores-
cence, lippage, and more.

See the stoneforensics.com 
website for more online train-
ing opportunities.

Troubleshooting 
pitting and spalling, 
moisture, rust dam-
age and more will be 
covered in Dr. Fred’s 
in-depth class.

Learn Stone & Tile Troubleshooting

Call 321-514-6845   Stoneforensics.com

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

The unmatched 
quality and durability 
of Makita products 
have earned the 
trust of professional 
users worldwide. www.makitatools.com

Makita 9565CV SJS
5” Industrial VS Grinder

Front room floor after restoration with 200 and 
400 grit diamond Impregnated pads, and 
Majestic 5X Gold polishing powder.

Stone Restoration & 
Maintenance Corner

Majestic Color Enhancing 
Impregnator was used to 
darken the stone even fur-
ther. Then the floor was 
buffed using a 400 grit 
dip to remove any ex-
cess material. This gave 
the marble a rich, warm 
appearance that looked 
great. The rest of the floors 
were sealed using Majestic 
Low Odor Solvent-Based 
Impregnator .  Some 
Majestic Stone Soap was 
left behind for the mainte-
nance of the floors.

Overall, the project came 
out very nice, especially 
considering it was done on 
a budget. 

Once this was accom-
plished, some M3 ELF3 70 
grit series electroplate flexi-
ble discs were used to finish 
the grinding process before 
honing began. The floor 
was then honed using M3 
Typhoon resins from 50 grit 
through 200 grit. The floor 
was now flat and had a nice 
hone with plenty of color. A 
small test spot was polished 
using the 5X but it was de-
cided that this floor would 
be better suited to remain 
with the honed finish, and 
so a 200 grit dip was used 
to even out the honed look.

Once the honed floor 
was consistent looking, 

Continued from page 22

“This is our new stress test; We just put on the news.”

© MARK ANDERSON. www.andertoons.com

Please turn to page 28

http://www.laserproductsus.com
http://www.wehausa.com
http://www.rye-corp.com
https://www.braxton-bragg.com/akemi-knife-grade-polyester-adhesives.html
https://www.braxton-bragg.com/hercules-a-frame.html
https://www.braxton-bragg.com/stone-shield-supreme-flowing-adhesives.html
http://www.noliftsystem.com
http://www.sinkits.com
http://www.groves.com
http://www.stoneforensics.com
http://www.rockcreteusa.com
http://www.makitatools.com
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The Slippery Rock Classifieds
For Sale

PARK INDUSTRIES HYDRA SPLIT. 
YEAR: 2014, MODEL: QS-700 Park 
Industries compact portable splitter. Throat 
width opening: 36˝, Chisel width area: 24˝, 
Cut height: 12˝, Cutting force: 70 tons, 
Split-from-top action, $29,000. Contact: 
Marcus Vacca, 406-636-4889.
Email, vacca.stone@gmail.com .

___________

Husky Bridge Saw for sale. The saw itself 
is 4 years old and we bought it brand new. 
The saw comes with a blade with 95% life 
on it, phase converter, 360 degree multi 
point tilt table, two remotes. Been a great 
saw just don’t have use for it anymore as 
I am looking to make room for another 
CNC. Asking $40,000 OBO. Contact: TD 
Granite & Marble,  Tdgshop19@gmail.
com .

___________

CNC Gantry Panel Saw, 5 Axis, w/Dual 
Rail Cart System. Sawing Systems, Inc 
5 Axis CNC controlled gantry panel saw. 
Year: 2007, SN: 07M10 Original use: 
Aerated concrete panels. Maximum mate-
rial dimensions: Thickness- 12˝, Width- 
25.5˝, Length- 256 .̋ Blade size: 48 .̋ Saw 
Motor: 40hp, 460v, 3ph . Steel Piers for 
tram rails (upgraded from masonry walls). 
Dual Rail car system to move aerated con-
crete slabs in and out of the cutting zone. 
(2) powered rail cars, 260˝ x 26˝, height 
24˝ above floor. (2) sets of rails.  Phone: 
(334)799-4149, mfriedman@tecequip.net. 

___________

2011 Fab King with All Tooling. Pur-
chased new in 2012 for $20,000. Asking 
$9500. Several features: 240 Volt, 3 HP 
motor, 114 inch X-axis travel, 30 inch 
Y-axis travel, and 8 inch Z-axis travel, 
variable speed 2,700-10,000 RPM, dust 
free operation, center & halo water feed, 
precision control, gas water feed, heavy 
duty spindle bearing for long life, water 
consumption 2 gallons per minute, ide-
ally below 10 microns purity. Excellent 
condition. Keith Shishnia, 605-380-5427. 
Email: graniteworks1960@gmail.com.

___________

Used Heavy Duty Rails for $800. We 
have custom-made rails similar to WEHA 
Hippo HD bundle rack. Ours come with 
(2) 10´ rail sections and 14 poles. $800 - 
Please call 770-218-0077 - email for pho-
tos.  Email: salesmgr@forstone.com.

___________

Tomahawk Stone Splitter. Purchased 
new from Braxton-Bragg in Feb. 2015.
Includes fire pit cutter add-on attachment. 
Like New Condition... $7,000 invested...
SALE PRICE: $3,250 CASH. Contact: 
Jon Hobson, jon@savvyhomesupply.com.

___________

Used GMM Eura 35A TI Saw for Sale
We have a used 2004 GMM eura 35A TI 
with tilting table for sale. S/N: 1847
$22,500.00 Please call or email for photos.
770-218-0077, or email salesmgr@for 
stone.com.

 ___________ 

and year-round truckload quantity sales 
to Western U.S. and Pacific Northwest. 
Uber used 17 semi-trailers of our stone 
for their $300M new office complex in 
SF last year. Includes 2/3 of a city block, 
new 2400 sq. ft. shop with radiant floor 
heat, house/office. Imagine not getting all 
your stuff ripped off when you forget to 
lock your shop or pickup? $880K - terms 
considered. Phone: 406-323-2223, vacca.
stone@gmail.com. 

___________

Counter Top Fabrication / Kitchen & 
Bath Remodeling Company. Successful 
& reputable 30+ year business in Hawaii, 
long history of stability, managed growth 
and profitability, only .5% of annual sales 
needed to drive revenue stream. Complete 

Business Opportunities

How Many More Sales Do You Want 
This Month? Let’s partner up and grow 
your business. We have been helping gran-
ite fabricators since 2009 go from commer-
cial 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. 

___________

Smack dab in the middle of Big Sky 
Country. Established stone quarry and 
stone fabrication business located in central 
Montana. Small town, but short drive to 
largest city. Strong local market in season 

stone & tile contractors providing cus-
tom-crafted natural and engineered stone 
work. 5,000 sq. ft. base yard located in 
central Maui (leased), 3 page asset list incl. 
Diamond Gantry Bridge Saw, 1 ton flatbed 
stake-side truck, 10,000# forklift, sand-
ers, polishers, compressors etc... Training 
period provided, partial seller financing 
for qualified buyer. Reduced - $250,000. 
Contact Mark Chesler, 808-936-3616, 
Mark@konabusinessbroker.com. 

___________

Help Wanted

Career-minded People Wanted. Long-
time established, new automated equipment 
countertop shop, looking for a few great 
people who take pride, want to learn more, 
make more money, in a professional, happy 
environment. Openings in all areas from 
sales, accounting to management, to shop/
fab to temp, install. Some moving expenses 
included. Start today  — send resume or just 
work history. Phone: 904-728-8398,  jeff@
jandjcorp.com. 

___________

Fabricators. Oceana Designs offers both 
residential and commercial services with 
cutting edge technology and unique pro-
cesses in Central Oregon! We are look-
ing to expand our team with experienced 
fabricators who are familiar with shap-
ing sinks and polishing finished edges. 
A fabricator should be able to read shop 
drawings and fabricate pieces according to 
the work order. Contact Christian Giglio 

at 541-668-6801, email christian.giglio@
oceanadesigns.net.

___________

Seeking Project Manager. White House 
Stone is currently seeking seasoned full-
time Project Manager. Must have well 
rounded knowledge of floor, wall, and 
countertop installations for high-end res-
idences. Must be willing to wear many 
hats and instruct very talented workers. 
Please call or send resume. Contact: 
Brian Twardowski,  561-881-2155, or 
Email: brian@whitehousestone.com.

___________

Positions Available. Looking for crafts-
men to work for our company, White 
House Stone. We are located in sunny 
South Florida. We welcome experienced 
technicians or hard-working, motivated 
helpers who want to learn the trade. Please 
email us with any questions or comments. 
We would love to have you join our team. 
Contact Peggy, 561-881-2155, Peggy@
whitehousestone.com. 

___________

Ads not meeting guidelines will not 
be published. 
•To submit a print or online classified 
ad, use the online form at www.
slipperyrockgazette.net/listingform – 
you will be sent a confirmation email. 
Send other ad inquiries to publisher@
slipperyrockgazette.net.

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

•Please review all your ad info before 
submitting – The Slippery Rock is not 
responsible for ads submitted with the 
wrong contact info or content.

2020 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

August 2020 Friday, June 26, 2020

September 2020 Friday, July 24, 2020

October 2020 Friday, August 21, 2020

•110 TON SPLITTING FORCE 

• 25.2” BLADE LENGTH

• 17.72” SPLITTING HEIGHT

• 11 KW PUMP UPGRADE 

• 5.05” PER SECOND DESCENT  

• 6.49” PER SECOND RETRACT              

• TESTED and PRESSURES SET PRIOR TO SHIPMENT

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

IGLOO 100 640 X 450

$51,600.00 USD EXW   
Whitehall, NY

makes all other rail saws obsolete!
The Raptor Aqua-Plate Rail Saw

The Raptor cuts twice as fast as other rail 
saws, at a fraction of the cost. The Raptor 
also cuts small tapered cuts, which are 
not possible with other model saws.

www.braxton-bragg.com  •  1-800-575-4401

YOU

SAVE

15%

 REG. $1,295.00
$1,100.00 Item# 

14159

“Whenever you find 
yourself on the side 
of the majority, it is 

time to reform.”
— Mark Twain

mailto:vacca.stone%40gmail.com?subject=HYDRA%20SPLIT
mailto:Tdgshop19%40gmail.com?subject=HUSKY%20SAW
mailto:Tdgshop19%40gmail.com?subject=HUSKY%20SAW
mailto:mfriedman%40tecequip.net?subject=CNC%20Gantry%20Panel%20Saw
mailto:graniteworks1960%40gmail.com?subject=Fab%20King%20ad%20in%20SRG
mailto:salesmgr%40for%20stone.com?subject=GMM%20Eura%20Saw
mailto:jon%40savvyhomesupply.com?subject=Tomahawk%20for%20Sale
mailto:salesmgr%40for%20stone.com?subject=GMM%20Eura%20Saw
mailto:salesmgr%40for%20stone.com?subject=GMM%20Eura%20Saw
http://www.FireUps.com
mailto:Mark%40konabusinessbroker.com?subject=Top%20Shop%20in%20HI
mailto:jeff%40jandjcorp.com?subject=Job%20OPening
mailto:jeff%40jandjcorp.com?subject=Job%20OPening
mailto:christian.giglio%40oceanadesigns.net?subject=Fabricator%20Position
mailto:christian.giglio%40oceanadesigns.net?subject=Fabricator%20Position
mailto:brian%40whitehousestone.com?subject=Project%20Manager%20Position
mailto:Peggy%40whitehousestone.com?subject=Job%20Positions%20Available
mailto:Peggy%40whitehousestone.com?subject=Job%20Positions%20Available
mailto:publisher%40slipperyrockgazette.net?subject=Advertising%20in%20the%20Slippery%20rock
mailto:publisher%40slipperyrockgazette.net?subject=Advertising%20in%20the%20Slippery%20rock
http://www.skm.com
http://www.rockcreteusa.com
http://www.ApexEquipmentInternational.com
https://www.braxton-bragg.com/raptor-6-portable-saw-with-water-base.html
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Portable CNC for Cutting your Sink Cutouts

Simple & Easy to Program
S i n k B o t   C N C   R ou t e r   i s   P o r t a b l e   f o r  L - s h a p e d   a n d   o ve r s i z e d   t o p s
 I n c l u d e s   C o n t r o l - W or k  S t a t i o n  t o  l i f t   a n d   c a r r y   t h e   S i n k B o t   C N C
V a r i a b l e -s p e e d   S p i n d l e   w i t h   c e nt e r   w a t e r f e e d   t o   r u n   f i n e r   g r i t  bits

"It's Done!"
SinkBot CNC

 C a l l   f o r   d e t a i l s 
 6 1 2 - 7 4 1 - 6 51 0 

 E d g e m a t e S t o n e T o o l s . c o m

Cut your Sinks for 

$100 / week
less than $400 per month 

(60 payments)

“When people 
don’t have a 

hopeful vision 
before them 

or the possible 
resolution of their 

difficulties by 
 peaceful means, 
then they can be 

attracted to 
violence and to 

separatism.”
— Condoleezza Rice 

Building Code Update Allows Larger 
Exterior Adhered Porcelain Tile

AN update to the 
International 

Building Code (IBC) will allow 
designers to use adhered por-
celain tiles as large as 48 x 48 
inches or 36 x 72 inches on 
building facades.

The proposed change, driven 
by the International Masonry 
Institute (IMI) and the Tile 
Council of North America 
(TCNA), was certified by the 
International Code Council 
Board of Directors In April 
2020 and will go into effect in 
the 2021 IBC.

Prior to the update, the IBC 
limited adhered porcelain tile 
to a maximum of 24 inches on 
one side and a maximum of 3 
square feet per tile. In common 
tile sizes, that means the largest 
permissible tiles were 20 inches 
x 20 inches and 12 inches x 24 
inches. 

Advances in porcelain tile 
manufacturing have resulted in 
extremely large and thin tiles, 
as thin as 1/8 inch, now being 

widely available. Moreover, 
tile setting mortar is now more 
resistant to tensile and shear 
forces, thanks to advances in 
polymer- modified Portland 
cement mortar technology. The 
combination of these factors — 
thinner, lighter tiles and stron-
ger mortars — already allow 
larger tiles to be successfully 
adhered to exterior facades. The 
2021 IBC will make it possible 
for designers and builders to 
specify such without requiring 
the code variance process.

With this update, designers, 
building owners, and construc-
tion professionals will have 
more flexibility to select tile as 
an alternative to precast con-
crete, metal panels, and other 
materials for building exteriors, 
expanding the tile market and 
work opportunities for qualified 
tile contractors and installers.

TCNA is a trade associa-
tion representing manufac-
turers of ceramic tile, tile 
installation materials, tile 
equipment, raw materials 
and other tile-related prod-
ucts. Established in 1945 as 
the Tile Council of America 
(TCA), it became the  Tile 
Council of North America 
(TCNA) in 2003, reflecting 
its membership expansion to 
all of North America.

The Tile Council is recog-
nized for its leadership role 
in facilitating the develop-
ment of North American and 
international industry quality 
standards to benefit tile con-
sumers. Additionally, TCNA 
regularly conducts indepen-
dent research and product 
testing, works with regula-
tory, trade, and other govern-
ment agencies, and publishes 
installation guidelines, tile 
standards, economic reports, 
and promotional literature.

There were some issues 
with some of the grout, 
but it was decided that a 
deep cleaning with wire 
brushes and Majestic 
Deep Cleaning Stripper/

Stone Restoration & Maintenance Corner

Continued from page 26

Before and After: Left, Tennessee Cedar marble conference table base in its 
faded, etched condition; Right, base restored after using dip 200 grit, 400 grit, 
and Majestic 5X Gold Polishing Powder. 

Degreaser was the extent 
of the effort that would be 
given.

To me, this facility is part 
of the famed Tennessee 
Marble history, and a his-
tory that I am actually part 
of. So I take great pride in 

knowing that it was restored 
to much of its original con-
dition. That’s one of the 
many beautiful things about 
natural stone, it almost al-
ways restorable to original 
– or even better than origi-
nal condition. 

As always, I recommend 
submitting a test area to 
confirm both the results and 
the procedure prior to start-
ing a stone or hard surface 
restoration or maintenance 
project. Also the best way 
to help ensure success is 
by partnering with a good 
distributor, like Braxton-
Bragg, that knows the busi-
ness. They can help with 

technical support, product 
purchase decisions, logis-
tics, and other pertinent 
project information.

I pray you all stay safe 
and healthy.

Bob Murrell has worked 
in the natural stone indus-
try for over 40 years and is 
well known for his expertise 
in natural stone, tile and 

decorative concrete resto-
ration and maintenance. 
He helped develop some 
of the main products and 
processes which revolu-
tionized the industry, and 
is currently the Director 
of Operations for M3 
Technologies. 

Tennessee Marble, office wing. This modest marble 
-clad exterior contains a wealth of beautiful and 
historic marble floors, trim and furnishings.
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LAMELLAR WATER
CLARIFICATION PLANTS

     Both Systems Include:
• Flocculant Unit
• Coagulant Unit
• Submersible Pump
• Relaunching Pump

 - 66 GPM = 4 HP
 - 105 GPM = 5 ½ HP

• Sludge Dehydrator Bag System
• Filter Bags

 - 66 GPM includes 1 bag
 - 105 GPM includes 2 bags

Sludge Dehydrator Bag 
System

Flocculant Unit
Lamellar Pack - Wavy DividersControl Panel

Relaunching Pump

66 GPM (250 LPM) 66 GPM (250 LPM) 

105 GPM (400 LPM)105 GPM (400 LPM)

CALL
1-877-315-4761

for pricing
and availability

SAVE MONEY AND TIME!!!
NO DOWN TIME CLEANING SLUDGE PITS
4-5 YEAR PAYBACK - THEN FREE WATER

Fully loaded systems
include Delivery & Installation

HOT DIPPED GALVANIZED = 20+ YEARS
All Filter Project Lamellar Water plants are built using sturdy, first quality materials and ground breaking techniques. 

Water clarification plants play an ever-increasing role in running a productive and profitable stone fabrication or 
processing enterprise. 

Everything for the Stone Industry
www.wehausa.com info@wehausa.com
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How to Be a Stone Sleuth

Karin Kirk 
usenaturalstone.com
All Photos by Karin KirkMany of my articles 

extol the virtues of 
using simple tests to 

learn more about the properties 
of natural stone. So I get a kick 
out of hearing about custom-
ers arriving at stone showrooms 
armed with lemon slices, pocket-
knives, glass tiles, and notebooks, 
ready to perform an impromptu 
geology lab on the sales floor. 
It goes without saying that these 
tests need to be carried out with 
the blessing and cooperation of 
the sales staff, but I’m totally in 
favor of this trend. Similarly, I 
encourage salespeople, kitchen 
designers, architects, fabricators, 
and stone restorers to use diag-
nostic techniques to learn as much 
as they can about particular vari-
eties of natural stone. Information 
gleaned from these tests helps us 
all.

With that said, let’s break out 
the tools, roll up our sleeves, and 
do some stone sleuthing!

Test for Hardness
When taking stock of a stone’s 

properties, it’s wise to start with 
hardness. This simple, flexible 
test can tell you a lot about a 
stone. If you have a small sam-
ple of the stone:
•  Find a sharp, broken edge  
 of the stone. 
• Place a glass tile on a 
 tabletop, and then press the  
 pointed edge of the stone into  
 the glass. 
• Drag the stone along the glass,  
 pressing firmly, but no so hard  
 that you risk breaking the glass.
• Then, inspect the glass. Did the 
 stone leave a true scratch that 
 you can feel? Or did the stone  

• Repeat the test multiple places,  
 particularly if the slab is made  
 up of different minerals or colors.
• Sealer will have no effect on  
 hardness tests.

What the results mean:
• Granite, gneiss, sandstone,  
 quartzite will all scratch glass 
 and will not be significantly  
 scratched by a metal tool. 
• Marble, dolomitic marble, 
 limestone, travertine, onyx,  
 soapstone, and serpentine will  
 not scratch glass. A metal tool  
 will scratch these types of stone.
• This test can also reveal how a 

Hardness test using a glass tile. 
Here, the sandstone is scratching 
the glass, leaving a clear mark.

The porosity moisture test 
shows this White Macaubas 
quartzite has absorbed 
water. It will need to be 
sealed thoroughly. 

Porosity testing in a 
shallow pan of water. Food 
coloring can also be used 
to increase the contrast.

Please turn to page 31

 Dolomite is a similar mineral  
 that etches somewhat more  
 slowly. Super White is made of  
 dolomite, for example.

Test for Porosity
This test is best done on an un-

sealed sample so you can assess 
the stone’s true porosity, but if 
you want to test the effectiveness 
of a sealer, you can do the second 
or third variations of test with a 
sealed stone.

If you have a small sample of the 
stone:
• Fill a shallow bowl with water  
 and place the stone, edge-wise,  
 in the water so only part of it is  
 submerged in the water.  You  
 can also do this test with some  
 food dye in the water, which  
 makes the results easier to see.
• Leave for 10-15 minutes, then  
 remove from the water and dry  
 thoroughly. Let the stone air dry  
 for about 10 minutes so that the 
 surface of the stone becomes  
 dry. Then you can evaluate if  
 water worked its way inside the  
 stone.
• Inspect the stone to see if water 
 has wicked up into the stone  
 above the water line. If so, the  
 stone might be more prone to  
 staining after installation. 
• Then check to see if the stone  
 looks darker below the water  
 line. If so, it’s moderately porous 
• If the stone has not darkened,  
 then it absorbed little to no water  
 and it has low porosity.

To test a full slab, in the 
horizontal position:
• Dribble water onto the surface  
 and leave for 10-15 minutes. 
• Wipe up the water and dry thor- 
 oughly. Let the stone air dry for 
 about 10 minutes.

 than honed or leathered slabs.
• Sealers do not protect a stone  
 from interactions with acid, so  
 this test can be done on a sealed 
 or unsealed sample.

What the results mean:
•  Stones that contain calcite or  
 dolomite will etch from contact  
 with common acids. 
• Marble, limestone, travertine,  
 and onyx are all made of calcite.  

  stone responds to being   
 scratched, poked, and prodded. 
  Does it flake apart at the  
 edges? Do grains pop out?  
 Does it chip? Be on the lookout  
 for clues about how the stone  
 tends to break.

Test for Acid Sensitivity 
Use this test to distinguish a 

potentially mislabeled quartzite 
from marble, and to get a sense 
of how a particular stone will re-
spond to common acids.
• Put several large drops of lemon 
 juice or vinegar on the surface  
 of the stone and leave it there  
 for 5-10 minutes. 
• Sometimes you can see a faint  
 bubbling or fizzing on an acid- 
 sensitive stone, but you might  
 have to use a magnifier to see it.
• Then wipe down the stone and  
 look at it at a low angle. Etched 
 areas can look dulled, as if the  
 stone’s polish has been removed. 
• Polished slabs typically will  
 have more noticeable etching  

 simply ‘draw’ on the glass? 
• Usually, when the stone is  
 scratching the glass, you can 
  feel and hear it biting in. When  
 the stone is softer than the 
  glass, it almost feels slippery 
 as it glides across the surface. 

If you don’t have a small sam-
ple, you can test a full slab:
• Use the tip of a pocketknife, an  
 awl, or similar pointy metal  
 tool. 
• Press firmly, and drag the tool  
 back and forth across the 
 surface of the stone. 
• Most of the time the tool will  
 leave a mark, and you’ll need  
 to determine what the mark is.  
 If it’s a scratch, it will work up 
  small amounts of powdered  
 rock, and make a visible 
 indentation in the stone.
• The tool can also rub off on  
 the stone, leaving a silvery or 
 light-colored mark – the key  
 difference is that you can rub  
 this mark off and there will be  
 no indentation left behind.

Test your slabs for hardness, acid resistance, 
and porosity

Testing for etching / acid 
sensitivity test, using lemon 
juice on a quartzite sample.

Etch marks can be seen at a low angle – the etch is the round 
area in the center of the stone. This is Corteccia “soft quartz-
ite.” There is really no such thing as soft quartzite, and in 
most cases that term means the stone is marble. The etching 
test shows that’s the case here, too.

You can do a simple hardness 
test with a pocketknife. Here, 
the harder steel in the knife 
blade can scratch the marble.
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Continued from page 30

Stone Sleuth

• A darkened area indicates that  
 the stone has absorbed water.

On a full slab, in the vertical 
position:
• This is the least helpful way to  
 gauge porosity, but sometimes  
 it’s the only option.
• Use a spray bottle to spritz  
 water on the surface of the slab.  
 The water will run off, but you 
 will be able to observe how  
 water interacts with the stone.  
 Does the water leave a darker  
 shadow, or does it bead up and  
 run off entirely? 
• If you have access to a broken  
 edge of the stone, put water  
 there and see what happens. 
• Another option is to drape a 
 wet towel on the stone and  
 leave it in place for 10-15 
 minutes.

What the results mean:
Porous stones are more likely 

to stain. Although porosity can 
be reduced with sealer, it’s still 
wise to consider a stone’s natural 
tendency to absorb liquids so that 
the sealer is not the only defense 
against staining. Ideally, avoid 
putting a porous stone in a place 
where it will have to endure a lot 
of liquids.

 The more knowledge you have, 
the more confidence you’ll gain 
in your decisions. While many 
variations of natural stone offer 
gorgeous aesthetics and versatile 
utility, understanding their dif-
ferences will help you pinpoint 
which ones are right for different 
circumstances. And when you 
align a stone’s properties with 
the ways it will be used, the stone 
itself can take center stage, for 
many years to come. 

A professional-level stone di-
agnostics kit can be purchased 
through MB Stone Pro: https://
www.mbstonepro.com/products/
stone-id-kit  .

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

After sitting in water, the stone will always be wet on 
the outside. Dry it off thoroughly to see if the water 
penetrated the stone. In this case, water did not get 
soaked into the stone, indicating it has low porosity. 
The stone is Wild Sea sandstone.

After the porosity 
test, wipe off the stone 
and let it air dry for 
around 10 minutes to 
be sure you are look-
ing at water absorbed 
into the stone, rather 
than the wet surface of 
the stone. In this case, 
the water clearly left a 
dark area in the stone, 
indicating it’s porous. 
The stone is Lamberti 
Bianco quartzite.

Porosity test with water on marble and limestone. 
Leave the water in place for 15 minutes, then wipe dry.

Now available at:

Superior Fusion SSP 
Colored Adhesives

are a new blend of Vinyl Ester  
and Modified Acrylic  
adhesive technology.

Superior Fusion is perfect for 
seaming, mitering, laminating and 
rodding. Use with natural stone, 
engineered stone, sintered, ultra-
compact and other dense material, 
and it is certified for use with 
Neolith sintered stone. The Fusion 
colors are the perfect balance of 
translucent and opaque coloring for 
perfect color matching.

Designed for

Indoor Use!

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

https://www.mbstonepro.com/products/stone-id-kit/
https://www.mbstonepro.com/products/stone-id-kit/
https://www.mbstonepro.com/products/stone-id-kit/
http://usenaturalstone.com
mailto:karinkirk%40gmail.com?subject=Your%20Slippery%20Rock%20Article
mailto:karinkirk%40gmail.com?subject=Your%20Slippery%20Rock%20Article
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Distributed by

LESS THAN

$1,150/MO

*with our  

easy financing

The Husky 20 HP Direct Drive Bridge Saw 
is the investment that works hard  

for you day after day.

Cuts 45° 

Miters!

The Husky Bridge Saw 
controls are easy to use. 
You can even operate 
the saw using the control 
panel and the wireless 
remote at the same time.

MADE IN THE USA

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

Hercules A-Frame Slab 
Storage Racks #6698

Capacity: 15,400 Lbs. Per Side

– Your complete source for storing and transporting stone –

Hercules 8 Ft. Kitchen 
Transport Rack #6703

Capacity: 30,800 Lbs. 
(Also available in 6 Ft.)

HERCULES MATERIAL HANDLING

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

“Hercules A-Frames are very sturdy, 
nice looking and professionally-built. 
I was surprised that they came with 

the wooden inserts, to keep the slabs 
from sliding off, which was very much 
needed. We stock around 3,000 slabs, 

and now all of them are on display 
for ease of viewing.” 

 – Terry Bortolotti, G.M.S. Werks /
Universal Terrazzo & Tile Co.

Buy 2
Get 1
FREE!

3 A-Frames
for only

$39750$39750
*Must Pay Freight

*Must Pay Freight

$1200
$298 
OFF!

Reg. $1498.00

HERCULES MATERIAL HANDLING

$1200


