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IS ALL ABOUT FINDING THE

RIGHT FIT.

PRECISION, PERSISTENCE,
AND TECHNICAL KNOW-
HOW ARE THE HALLMARKS

OF VERMONT STONE ART, AN ARCHITECTURAL

STONE SUPPLIER AND MANUFACTURER BASED IN

BARRE, VT. JAMES T. SULLIVAN, VSA DRAFTS-
MAN AND PROJECT MANAGER, ENJOYS THE

PAINSTAKING PROCESS OF FITTING THOUSANDS

OF CUT STONE PIECES TOGETHER INTO A HARMO-
NIOUS WHOLE — A SCENARIO THAT HAS CHAR-
ACTERIZED SEVERAL OF THE COMPANY’S MAJOR

PROJECTS.

During one of its recent contracts, VSA
supplied thousands of square feet of cut stone
for the award-winning renovation of the
Axinn Center at Starr Library at Middlebury
College in Vermont.
“The college is known for its stone build-

ings,” Sullivan said. “For this particular proj-
ect, they were demolishing part of (the
library) and building additions—large
wings— onto it. There was a historic restora-
tion part of our scope that we did with a
mason here, but the new construction was a
much larger portion of the project.”
As described by the college’s news office,

the 82,400 square foot project preserved the

original neoclassical Starr Library and the
modernist Shepley Pavilion Reading Room
and added 50,000 square feet of new space.
Alan Barr, VSA managing director, called

the Axinn Center work a “beautiful, landmark
project” that involved historical restoration
and adaptive reuse. Previous additions to the
original library were demolished, and VSA
supplied 700 tons of rubble stone that
Sullivan called the “split face Middlebury
College blend, three local quartzitic sand-
stones blended together to match the charac-
ter and color of the surrounding historic
buildings.” The company managed the cut
stone elements used in the renovation.
“The mason that was awarded the job hired

us to do all the shop drawings and manage all
the stone,” Sullivan said. “That’s my job. I
was actually involved in the take off, estimat-
ing, and quoting. I was the project manager.”
The Axinn Center project used three differ-
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ent varieties of stone: Castle Hill limestone
(dolomite), Indiana buff limestone, and
Vermont Danby marble.
“The existing stone on the historic building

was from a quarry that was closed, so we had
to pull in a lot of different samples and have
the architect pick a stone that best matched,”
Sullivan said. “It was challenge. We were able
to get really close with that even though the
historic building is over 150 years old.”
The exteriors of the two wings of faculty

offices built during the renovation were
designed to complement the architecture and
materials of adjacent buildings on the college’s
historic Old Stone Row quad. VSA’s part in the
project took about two years from quote to fin-
ish, Sullivan said.
Thomas McGinn, project manager for the

Middlebury College Campus Design,
Planning, and Construction Division, praised
the quality of VSA’s work. “They did all of the

stone on the library—Danby Imperial marble
and lots of individual pieces. Some of it actu-
ally had to be cut as a radius, so it was pretty
detailed. They did a nice job. It all fit togeth-
er just perfectly.”
VSA rose to the challenge of matching the

style of the surrounding historic buildings, he
said. “It’s hard to do to a modern building that
sort of mirrors the 1800s-era buildings that
are closest to it. The shapes are evocative.
Certainly, the stone is evocative of the other
buildings especially the Danby Imperial mar-
ble.”
In 2009, Middlebury College received a

Sustainable Design Award from the Boston
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Society of Architects (BSA) and an Excellence
in Architecture award from the Society for
College and University Planning (SCUP) for
the Axinn Center.
It’s this kind of intricate work that Sullivan

has found most satisfying during his career. “I
really like anything to do with numbers and
dimensions and, particularly, drafting. I do a lot
of drafting here, and I’ve always liked that. I
appreciate the finished product, going to see the
job when it is complete.”
There is a definite satisfaction is translating

an immaterial idea into solid stone. “It feels
really good when things fit and they go up like
you envisioned,” he said. “You have to envision
it three-dimensionally in your mind. There is a
lot of guessing that goes into that. To see it
installed and see that it works is a nice reward.
It’s very satisfying to see something go into the
wall and fit and not have to be cut or sent back
or rejected.”
Another VSA project of note was the Park

Place condominiums i      n Saratoga Springs, NY.
The company provided and installed 1,800
Indiana limestone cut stone elements for the
high-end project, Sullivan said.
VSA employs between 10-13 employees sea-

sonally. Its corporate office is located in
Colchester, VT. The company is about a year-
and-a-half old and came into existence in 2010
when Trowel Trades Supply, Inc., which has
been involved in the masonry materials busi-
ness since 1966, set it up as an affiliated, inde-

pendently operating company.
“VSA is a new offshoot of a company that has

been in business for 45 years,” Barr said. “The
parent company is...the largest masonry stone
supplier in the state of Vermont. What has hap-
pened is the custom stone division, which I ran,
has been branched off through its own business.
Prior to working for Trowel Trades Supply,

Barr was president of Towne House
Restorations, Inc/THR Group of Brooklyn, NY,
for 20 years. He moved to Vermont in 2007 for
“the opportunity to get into the natural stone
business. The company I ran was really in a
niche in terms of historical restoration work
that was booming in the 80s and 90s.”
“We really only specialized in restoration

work. Once you restore some of these land-
marks, you don’t do it again for another 100
years. The market was kind of changing, and I
had the opportunity to get involved with Trowel
Trades.”
Barr said that VSA’s strength lies in the

breadth of its technical knowledge and experi-
ence in the industry. “We’re familiar with so
many different types of materials. The years of
experience that people have here helps out in
terms material selection and also technical
assistance.”
Through a sister company, VSA provides

interested architects access to technical specifi-
cations for various materials. It also offers an
American Institute of Architects accredited
class on the physical properties of dimensional
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stone. “Architects love it,” Barr said. “Gene
Pawlikowski of Trowel Trades Supply is our
key technical resource. He was instrumental in
the successful implementation of the Starr-
Axinn job.”
VSA is experienced in all aspects of the proj-

ect management process, Sullivan said. “We
deliver to the job site, and we do what is called
a ‘stone setting drawing’ for the mason and then
handle any problems that might arrive during
the installation process–basically taking it from
the start all the way to the finish,” he said.
One of the challenges of managing complex

projects is working out the logistics of the sup-
ply chain —trying to synch the construction
schedule with actual delivery of materials— but
the company prides itself on its ability to source
hundreds of different stones from around the
world to meet the requirements of clients,
Sullivan said.
Another challenge is dealing with those cut

stone elements whose dimensions don’t match
up as planned, but these problems do not deter
Vermont Stone Art from completing projects to
its customers’ satisfaction. 

Above: Split-face blocks and Indiana Limestone masonry sills were chosen to complement the mod-
ern design of the Starr Axinn Center project amidst the traditional stone buildings of the Middlebury
College campus. The “Middlebury College Blend” combined three local quarzitic sandstones.

Left and Below: Radial-cut Danby Imperial marble blocks and structural framing add a beautiful,
classical accent to the darker Castle Hill Limestone courses chosen for the front entrance.

Continued  on page 3
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If a piece doesn’t fit, the company thinks nothing
of sending a truck to pick it up, taking it back to its
fabrication shop in Barre, and customizing it, he
said. “Within a day or two, it’s back on the job site
cut to the size that our customer needs. That kind
of service keeps our customers coming back here.”
VSA is definitely service-oriented, Sullivan said

“We answer the phone when people call us. If you
do leave us a voice mail, we get back to you on the
same day.”
The company also worked on a project to replace

the Crown Point Bridge, which spanned Lake
Champlain from Crown Point, NY, to Chimney
Point, VT. The bridge closed in the fall of 2009 due
to structural failures in its concrete piers, which
could not withstand the churning water and ice
during tough Northeastern winters.
VSA was hired to design and fabricate the two-

inch-thick granite veneer and corner panels that
would encase and protect the six new concrete
piers. The company eventually designed, cut,
delivered, and managed the installation of nearly
7,000 square feet of granite —708 pieces in all.
Visit www.vermontstoneart.com for more infor-

mation about other recent projects.

Right: Starr Axinn construction features an elegant
color combination: Danby marble-clad pillars, with
darker Castle Hill Limestone, below.
Far Right: Split-face “Middlebury College Blend”
rubble stone and the Indiana Limestone window sur-
rounds were chosen to color-coordinate with the
older campus stone construction.

Left and Below: High-end condo project in Saratoga Springs, New York included about 1,800 cut
Indiana Limestone elements of all different shapes, lengths, and profiles. Vermont Stone Art Project
Manager James Sullivan explained, “The installation went well, with minimum challenges. This was a
two-year project from estimating to finished project.”

Continued from page 2
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UR NOVEMBER ISSUE PROFILES THE OUTSTANDING WORK COMING OUT OF VERMONT

STONEART, AND CONCLUDES MULTI-PART ARTICLES FROM SRG WRITERS TOMMCNALL

AND RICHARD PIERCE THOMAS. WE ALSO PRESENT TWO PRODUCT REVIEWS– PRODUCTS
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SITE AT WWW.SLIPPERYROCKGAZETTE.NET.  

Write us, call us, or email us and let us know how you like
the quick access– or just to tell us what you like and don’t
like about the current issue. Coming soon: google searchable
content, and online Classifieds, as we launch a revamped
website in 2012.
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HESE ARE CHALLENGING TIMES FOR PUBLISHERS OF NEWSPAPERS, MAGA-
ZINES AND TRADE JOURNALS. THROUGHOUT THE COUNTRY MOST PUBLICA-
TIONS ARE SUFFERING FROM DECLINING ADVERTISING REVENUE AND ALL

ARE EXPERIENCING INCREASING COSTS. MANY TRADE MAGAZINES HAVE

CEASED PUBLICATION AND OTHERS ARE ATTEMPTING TO MIGRATE TO A WEB PRESENCE

ONLY.

Our vision for the SRG is to create a magazine that is interesting and  fun to read. Instead of
hunkering down and retreating in the face of increased costs, as a regular reader, you’ve prob-
ably noticed that we’ve transitioned to an all color format, expanded our page count, and have
added several regular monthly columns. We have expanded our circulation beyond granite
countertop fabricators to include tile contractors, polished concrete contractors, decorative con-
crete artisans, concrete countertop fabricators, and general concrete contractors.  
Over the next few months we are rolling out a new website for the SRG 

(www.slipperyrockgazette.net).  The new website will have many improvements including a
fully Google searchable content, free classified ads and the opportunity for manufacturers to
have specific advertisements in the various categories in which their products compete.  We
think it will take about six months to roll out all of the changes.  
It is our intent to create something that supplements but does not replace the printed maga-

zine.  There are some things which we think technology does better, but nothing will ever
replace the printed page. If you have a chance, take a look once in a while and let us know what
you like and what needs fixing.

Hope you enjoy this month’s SRG,

Rich Hassert

FROM THE PUBLISHER’S PEN

SLIPPERY ROCK KEEPS ON ROCKIN’

Email responses to:
publisher@slipperyrockgazette.net

JUST ASK YOURSELF:WHAT
WOULD GUMBY DO?

UMBY HAS SURRENDERED. SAN
DIEGO POLICE SAY THE MAN

ACCUSED OF TRYING TO ROB A CON-
VENIENCE STORE DRESSED AS THE

FAMOUS CLAYMATION CHARACTER TURNED HIM-
SELF IN, WITH AN ALLEGED ACCOMPLICE.

Detective Gary Hassen tells the San Diego
Union-Tribune that Jacob Kiss and Jason
Giramma voluntarily went to police headquar-
ters. He says Kiss brought the Gumby suit and
turned it in as well.
Police say a man dressed in a Gumby cos-

tume and an accomplice went into a 7-Eleven
in Rancho Penasquitos on Labor Day and told
the clerk it was a robbery.
The clerk thought it was a prank and dis-

missed him. Both then left the store.
Surveillance video shows the clumsy would-

be robber struggling to keep the green suit on
as he walked out the door.

Source:The San Diego Union-Tribune,
http://www.signonsandiego.com

Now, for those of you who are old enough to
remember, know that the good-natured Gumby
was originally started on The Howdy Doody
Show in the late 50s. Every episode started with

the loveable goofball Gumby and side-kick Pokey
the Horse wreaking havoc, and then the show
would end with some kind of uplifting moral.
Which is why when one thinks of Gumby rob-

bing a convenience store, it’s totally understand-
able why the clerk did not take it too seriously.
That would be the equivalent of Mr. Rodgers
pointing a gun at you and demanding your wal-
let. Unfathomable!
At least there was some morality involved in

the whole fiasco. Just like the do-good, decent
lessons Gumby taught us, these would-be robbers
actually had a conscience and decided to turn
themselves in for their bad intentions and even
worse actions. 
I’m guessing Gumby and his creator would be

proud that the positive messages intended for
young ears actually did some good!

Anne Tenna
Resident Gumby Fan
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• Fast cure time
• Easy to color
• Smooth consistency
• Strong bond
• Excellent polishing characteristics
• Resistant to water, gasoline and mineral oils

MADE IN THE USA

All Braxton-Bragg products carry a 30-day, risk free, money
back guarantee. If you are not satisfied with your purchase,
simply return it for a prompt and courteous refund.

800-575-4401

BETTER !   FASTER !   CHEAPER !

Stone Shield™ Transparent
Knifegrade Polyester Adhesive
will save you money on every install!
How can a glue save you money?  Stone Shield™ Transparent
Flowing and Knifegrade are high-quality polyester adhesives
offered at a great price. Their smooth consistency makes them
a good choice for a wide variety of applications. Compatible
with granite, marble, travertine and engineered stone, Stone
Shield’s strong bond and fast hardening time is ideal for lami-
nating, rodding, patching or repairing. This is the only can of
adhesive you’ll need on your install truck!

Item # Description (1) Reg. Price (6) Case

46404 Stone Shield™ Transparent Knife Grade Polyester Adhesive, Quart $10.75 $9.68

Price includes the correct amount of paste hardener

YOU
SAV

E

$10
0

eac
h

Hurry—Sale Ends November 30, 2011

BRAXTON-BRAGGWILL PAY YOURHAZMATFees!

Sean McCool
Direct Marketing Strategist

HOW TO CREATE ADVERTISING
THAT WORKS

A SMALL BUSINESS, YOU PROBA-
BLY STRUGGLE WITH YOUR

ADVERTISING.  IT CAN BE EXPEN-
SIVE, AND YOU WANT TO MAKE

SURE YOUR RETURN ON INVESTMENT IS WORTH

THE PRICE OF THE AD.

You may even be under the impression advertis-
ing is hit or miss and results can’t be guaranteed.
Well, that’s true… sort of.
You see, there is a way to greatly increase your

chance of success with all of your advertising – a
great headline.
Fact is, the most important part of an ad is the

headline. If you don’t get the headline right, the
entire ad space is wasted. Studies prove 80% of
readers make a decision about an ad based on the
headline. So, if your headline fails to grab the
reader’s attention, you’ve wasted 80% of the cost
of that ad.
Now that you know the importance of a head-

line, here are 4 ways to write a great headline and
make sure you don’t waste your advertising dol-
lars. Simply ask yourself four questions every
time you write an ad for your business.

Question #1 - Does your headline target
your ideal customer?
To answer that question, you need to know who

your ideal customer is. Who is looking for your
services? Are most of your customers male or
female? How old are they? What is their financial
situation like? Are they concerned with price?
Quality? Service? Which is most important to
them? If you don’t know, ask your best customers
why they chose you. You might just be surprised
by the answer.
The answer to these questions makes a huge

impact on how you construct your ad, and espe-
cially your headline. For example, a headline
announcing a huge discount and free service is
going to grab a budget-minded customer more
than a high income earner who is seeking top
quality with no regard to price. Emphasizing the
modern appeal of a certain product might grab the
younger to middle class market, but not necessar-
ily an older market.
Just be aware of who buys your products, why

they buy and then write to them.

Question #2 - Does your headline grab
attention?
When your prospective customers are glancing

through a magazine or newspaper, will your ad
jump out at them? Will they stop in their tracks to
read it? Will it call their name across a crowded
room?
It should. There are various types of headlines.

Here are the 6 best headline categories for grab-
bing attention along with an example for each:
News - “New Shipment Just In, Selling Fast”
Questions - “What Stone Fits Your Kitchen and

Your Lifestyle?”
How to… - “How To Get a Larger Bar-Top

Counter in Your Kitchen”
Command - “Come See Our New Showroom”
Reason why - “10 Reasons Now Is The Time to

Update Your Kitchens and Baths”
Testimonial - “‘I Love My New Counters’ –

Sally, Satisfied Customer”
Also, learn some attention-grabbing words.

“New,” “Free,” “How To,” and “Amazing,” are just
some. Yes, they are used – a lot – but that’s because
testing proves they still work.

Question #3 - Does your headline deliver a
complete message?
If someone reads your headline, do they know

instantly who you are and what your basic service
is? A common headline such as “Free Gift With
Purchase” is weak.  It says nothing about what you
are actually offering them. They don’t know who
you are, and you’ve given them no reason to find
out.
A better headline says something about your

company.  “Free Installation With Every Custom
Countertop” says a lot.  It says you do stonework,
you offer professional installation, you care about
the customer and want to make sure the work is
done right. You are also trustworthy because you’re
not going to throw in a hidden “service” charge at
the last minute. The ad reader instantly knows what
you do, and will likely remember you when they
need new counters.

Question #4 - Does your headline draw the
reader into the rest of the ad?
Did you know that 80% of readers only read the

headline of an ad?  You need to give that 80% a rea-
son to remember you. Otherwise, they’ll just pass
you by until your competitor grabs their attention.
The way to draw someone into the ad is to arouse

their curiosity. Again, think about the types of
headlines mentioned earlier. If you give them news,
they’ll want to know the details. If you ask a ques-
tion, they’ll want to find out the answer. If you
announce you know how to do something, they’ll
want that knowledge.
Think about the headline of this article. Why are

you reading this sentence? Because I aroused your
curiosity, you wanted to know how to create a bet-
ter ad, and I implied in my headline I had the
answer for you.
Ask yourself these four questions and your head-

lines will be rock solid.  They’ll target your perfect
client, grab her attention, deliver a message, and
draw her into the ad… and, when you do it right,
she’ll become your next customer.

Sean McCool is a an award-winning marketer
and success coach. He can help you create mar-
keting materials or just talk with you about
what’s possible for your business. You can con-
tact or leave a message for him through his
website www.SeanMcCool.com.
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ELLAVITA TILE BELIEVES

A WALL, POOL OR BACK-
SPLASH APPLICATION CAN

BE AS HIP, COMFORTABLE

AND STYLISH AS SLIPPING INTO YOUR

FAVORITE PAIR OF CORDS.

With that feeling of warmth and com-
fort in mind, the firm releases its new
“Corduroy Series,” which captures con-
temporary linear style with a subtle blend
of tone and mixed color.  
The series’ textured surface emulates

the feel of corduroy with its front
grooves, and its painted back-panels create dif-
fering shades of light and shadow through the
glass as one moves around a space and views
the tiles at different angles. 
This textured glass series is offered in seven

blends (Ceder, Cocoa, Aubergine, Ash, Ecru,
Fawn, and Stealth) and two solid colors (Snow
and Almond). Presented on a fiberglass mesh
in 1˝ x12˝ tiles on 12˝ x12˝ sheets, the series is
attractively offset, and will be amazing both as
full wall installations and dynamic accents. It is
ideal for columns when used vertically, and
generally for both interior and exterior applica-
tions and wet or dry applications

About Bellavita Tile
Bellavita Tile offers an amazing array of

glass, metal, ceramic and porcelain mosaic
tiles at price points that are consumer-friendly.
The company provides a full range of residen-
tial and commercial glazed and unglazed
porcelain tiles. All of the products are produced
in China using the most state-of-the-art tech-
nologies and innovative designs developed in
Europe. If you are interested in adding
Bellavita Tile to your product selection, email
info@bellavitatile.com. Visit the web at
www.bellavitatile.com. 

GET IN LINE WITH BELLAVITA’S
CORDUROY GLASS TILE SERIES

AN ABANDONED “MAN CUB”
CAMBODIAN MAN SAYS HIS YOUNG

GRANDSON HAS LIVED PARTLY ON

MILK HE SUCKLES DIRECTLY FROM A

COW SINCE THE BOY’S PARENTS LEFT

THEIR RURAL VILLAGE IN SEARCH OF WORK.

Um Oeung says 20-month-old Tha Sophat start-
ed suckling the cow in July after he saw a calf do
the same.
Um Oeung told The Associated Press he pulled

the boy away at first. He relented after his grand-
son protested loudly and the boy has suckled the
com milk once or twice a day since then.
Tha Sophat has lived with his grandparents in

Siem Reap province in northwest Cambodia since
his parents moved to Thailand looking for work.
Um Oeung said the cow doesn’t mind the boy

suckling but he is worried about his grandson’s
health if he continues.

After I read this article, I immediately thought of
Mowgli, the main character in the collection of
Jungle Book stories by British Nobel laureate
Rudyard Kipling. Kipling, who was born in India,
spent the first six years of his childhood there. 
After living in England for about ten years, he

went back to work in India where, I assume, he got
the idea for the stories about a small boy lost in the
jungle and being brought up by a pack of wolves.
All the fables use animals in an anthropomorphic
manner to give moral lessons. 
The reality of a human child suckling from

another animal conjures up all sorts of concerns.
First of all, drinking cow’s milk is not all that
unusual; most of us still do. It’s just drinking it
“straight from the tap” that raises health issues.
Nowadays, milk gets processed, sterilized and

homogenized before it’s consumed. However,
back in the day, it was pretty much served fresh,
right after being milked from the cow. So even
though it’s no longer consumed that way today,
that doesn’t mean that it couldn’t be; it’s no dif-
ferent– except for the added chemicals.
The second health concern involves the ques-

tionable sanitation of the cow’s teat, especially if
calves are still using it. That might be like drink-
ing after your dog (not counting how many times
he may have just come from quenching his thirst
in the toilet bowl).
As the bacteria-conscious individuals we’ve

become lately, we try to eliminate as much con-
tact with germs as possible,  although our bodies
are designed to combat most germs (which are a
lot more omnipresent than you may think).
If Mr. Oeung’s grandson is not getting sick

directly from taking his milk “warm,” then
maybe all his built-in, antibiotic defenses are
kicking in naturally and his body will grow up as
big and strong as any other kid drinking milk.
It’s just the process that’s different. Or as Bart
Simpson would say, “Don’t have a cow, man.”

Rufus Leakin
Guru of Folklore
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CHAMPLAIN STONE PRESENTS “1763 GRANITE,” 
A DISTINCTLY AMERICAN QUARRIED STONE

HAMPLAIN STONE INTRO-
DUCES “1763 GRANITE,” A
NEW GRANITE LINE RICH IN

CHARACTER. THE GRANITE

TAKES ITS NAME FROM A PIVOTAL YEAR IN

AMERICAN HISTORY, WHEN COLONISTS FELT

THE RESTRICTIONS OF THE PROCLAMATION OF

1763 AFTER THE FRENCH AND INDIAN WAR.          

This year was a turning point, when the
colonies wished for the freedom for self-
governance; a precursor to the American
Revolution and a symbolic moment… and,
1763 Granite captures that rustic American
spirit with its classical and rugged appear-
ance. Deep shaded areas of brown and amber
characterize the hearty, weathered natural
stone. When split-faced, the material exhibits a
stunningly natural color range of blush and
blue-grays in addition to offering a variety of
white swirls and striations. 
“We’re excited about this new material.” stat-

ed Ryan McLaughlin, Champlain’s Director of
New Business Development. “Opening the
1763 quarry expands the range of colors and
products we offer the market.  The rugged earth
tones and natural weathering of this stone per-
fectly complement environments in which our
materials are often used. We are producing it in

both rubble and sawn forms, including thin
veneer from which a variety of architectural
stone applications may be specified including
building veneer, landscaping applications.” 
Champlain Stone’s quarry in Clemmons, NY

is adjacent to the firm’s headquarters in nearby
Warrensburg, NY. This quarry location is less
than 500 miles from major granite-consuming
metropolitan areas including Montreal,
Washington DC, New York City, Boston,
Baltimore, Toronto, and Philadelphia. Because
of this convenient site on the map, projects that
specify 1763 Granite are eligible to receive
LEED credits. 

Champlain Stone, Ltd., which began three
decades ago as a one-man operation, has
evolved to become one of the largest and most-
efficiently managed, American-owned natural
stone quarries. The firm offers seven unique
granite products, quartzitic sandstone,
dolomitic limestone and a myriad of decorative
yet rugged fieldstones, as well. Products may be

specified in “as is” condition or from a compre-
hensive offering of blends, allowing virtually
limitless stone designs to be achieved. 
To schedule a quarry tour and/or receive more

information about the company, please contact
Champlain Stone, Ltd. PO Box 650,
Warrensburg, NY, 12885, 518-623-2902,
www.champlainstone.com.

Champlain Stone’s 1763 Granite captures that rustic
American spirit with its classical and rugged appear-
ance. Deep shaded areas of brown and amber charac-

terize the hearty, weathered natural stone. 
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DARKENER 
SUPER

“Don’t just Age your stone, 
make it look SUPER!”

Use for accurate and precise enhancement on granite, 
marble, engineered stone, and all natural stone.

• Fast reacting, penetrating formula
• Chemically bonds to the stone for a 

permanent enhancement
• Water and stain repellant allows stone

to breathe
• Maintains the luster of polish
• Darkener Super is suitable for resin treated 

stones as well as untreated surfaces
• Does not form a layer on the surface of stone

800-575-4401 • www.braxton-bragg.com

Call now, toll-free or order on the web 24/7! 

Available at

RIMA INDUSTRIE ANNOUNCES THE

FORMATION OF PRIMA ELECTRO
NORTHAMERICA. THE NEW ORGAN-
IZATION, BASED IN CHICOPEE, WAS

FORMED BY THE MERGER OF THE FORMER

CONVERGENT LASER DIVISION OF PRIMA NORTH

AMERICA AND IS THE RESULT OF THE ORGANIZA-
TION CHANGES AND RE-BRANDING ANNOUNCED BY

PRIMA INDUSTRIE IN MARCH 2011. 

“The new Prima Electro North America is a
leader in electronics, CNC, general motion
controls, and laser technologies. The company
is responsible for sales and service of the OSAI
brand of CNC and general motion control
products and DOTS® (Dedicated Off The
Shelf) electronic assemblies within North
America, and for design, manufacture, sales,
and service of the Convergent brand of high-
power laser sources for industrial applications
worldwide,” stated Terry L. VanderWert,
President of Prima Electro North America. 
“By bringing together the OSAI and

Convergent operations into an integrated unit,
we will better serve the needs of the North
American industrial market and further grow
our business,” reported Mr. VanderWert. “Both
OSAI and Convergent have great histories in
their respective businesses which we intend to
leverage for the benefit of our customers.”
OSAI was a pioneer in the development of

computer numerical control (CNC) technology
dating back to the 1950s. Starting in 1957 as
part of Olivetti, OSAI was a key player in the
transformation of the global machine tool
industry into the computer age with the use of
CNC technology, eventually becoming part of
the Rockwell Automation Group. Acquired by
PRIMA in 2007, all of OSAI’s present prod-
ucts – CNC controls, servo drives, motors,
HMI’s and automation – are used in Prima
products.
OSAI products are also marketed to OEM

manufacturers and end users outside the Prima
Group where they have a particularly strong
position in the wood, plastic, glass, and stone
working industries which account for around
80 percent of OSAI sales worldwide.
The Convergent product line and history is

equally impressive, according to Mr.
VanderWert. Convergent lasers have become
the world standard in laser processing for a
broad range of high technology products,
including advanced aerospace engines and
complex medical devices. Today’s Convergent
brand of high powered lasers include the CX,
CP, and CV series (2.5 to 6KW) of industrial
CO2 lasers and the CL series of high peak
power Nd:YAG lasers. Originally designed and
manufactured primarily for use in Prima prod-

ucts, Convergent lasers now will be marketed
to outside original equipment manufacturers
(OEM’s) and end users, according to Mr.
VanderWert.
DOTS electronics offer the flexibility of a

custom design with the cost, performance and
reliability of an off-the-shelf solution. Current
customers of the DOTS brand include manu-
facturers of robots, machining centers, trains,
underwater systems, pick and place machines,
fuel cells, co-generators and air compressors.
“The OSAI, DOTS and Convergent product

lines and their innovative technology will now
become available to a wider spectrum of cus-
tomers,” reported Mr. VanderWert. “Equally
important, the combined and deeper Prima
organization will provide complete ongoing
customer service, which is key to our cus-
tomers’ growth and success.”            
With more than 70 employees and growing,

Prima Electro North America operates in an
88,000 square foot facility in Chicopee, MA.
The company is ISO 9001:2008 certified.
For more information about Prima Electro

North America, call 413-598-5200, visit
www.primaelectro.com

About Prima Electro
Prima Electro S.p.A. is a leading specialist in

electronics, numerical controls, and laser
sources. It was established in 1978 as a satellite
of Prima Industrie and today belongs entirely
to Prima Industrie Group. Prima Electro devel-
oped its own identity and consolidated it by
entering new markets through important acqui-
sitions, such as OSAI, a long-standing CNC
brand and, more recently, Convergent Lasers,
one of the key players in the industrial laser
market.
Owing to its expertise at designing and man-

ufacturing high quality industrial “dedicated”
electronics (DOTS® - Dedicated Off The
Shelf), Prima Electro offers its customers ded-
icated solutions for specific applications, with
a high level of industrialization, competitive
price and fast time-to-market.
The OSAI brand, the motion control leader

in the field of wood, glass, stone and special
metal working machines, is Prima Electro’s
CNC and motion control product family, with a
broad range of numerical controls, servomotors
and servo actuators. Repair, technical support,
warranty and retrofit services are also included.
With the acquisition of Convergent Lasers,

Prima Electro has extended its foothold in the
sector and has inherited the historical heritage
of innovations that have left an indelible mark
on the evolutionary steps of laser technology
and its manufacturing applications.

PRIMA INDUSTRIE ANNOUNCES
FORMATION OF PRIMA ELECTRO

NORTH AMERICA
A Leading Specialist in Electronics, 

Computer Numerical Controls, and Laser Sources 
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BRAXTON-BRAGG WELCOMES
DARRELL LYNCH TO THE TEAM

New salesman brings energy and experience

AN ONGOING QUEST TO BRING THE

BEST SERVICE AS WELL AS BEST

PRODUCTS TO THE STONE AND TILE

INDUSTRY, BRAXTON-BRAGG

ANNOUNCES THE ADDITION OF DARRELL LYNCH TO

THE SALES TEAM. 

“It’s not very often that you go into a fast food
restaurant and come out impressed with the
quality of the service that you have just experi-
enced, …” said Bill Hickey, Director of Sales at
Braxton-Bragg, “(but) from the greeting when I
walked in the door, to the friendliness of the
order taker, to the efficiency of the kitchen and
the quality of the food, I came away with a
respect for the management of this restaurant.
…I explained a little about Braxton-Bragg and
gave (the manager) a business card and asked
him to give me a call if he ever felt like a
change.” Hickey related that the company had to
wait for the timing to be right, both for Braxton-
Bragg and for Mr. Lynch. “We (later) extended
an offer and he said he was ready for the next
phase in his career.”  
Darrell explained his philosophy of working

with the public, “It doesn’t matter what service
you do (whether in food service or stone indus-
try), treat your customers like you know them:
friends serving friends.” He feels that his profes-
sional life hasn’t changed very much, even
though he is not working in restaurants any
more, he still gets every chance to work with the
public. The biggest difference is that, after
decades of racing about handling all aspects of
food service, he has become a “desk jockey,”
working with customers while sitting in a chair.
“This took some getting used to. I really have to
get up and move–I go for walks, and work out at
home.”

But his wife Petra is happy to have him home
at regular hours. After 30 years of managing
restaurants, including several years working in
military establishments in his wife’s native
Germany, she is glad he no longer works 70-
hour weeks. 
Bill Hickey certainly is glad to have Darrell

Lynch as part of his sales team. “We are very for-
tunate to have someone with the depth of expe-
rience he has.  His exceptional customer service
skills are of great value here at Braxton-Bragg
and our customers enjoy talking with him very
much!”

Braxton-Bragg announces the addition of 
Darrell Lynch to the sales team

THIEVES STEAL STEEL BRIDGE

50-FOOT-LONG BRIDGE IN WEST-
ERN PENNSYLVANIA HAS BEEN

STOLEN, AND ITS OWNERS SAY

THEY'RE BAFFLED BY THE CRIME

AND HAVE NO IDEA WHO TOOK IT.

New Castle Development spokesman Gary
Bruce said that he “couldn’t believe it when
they told me it was gone.”
A state police report says the 20-foot-wide

span in North Beaver Township went missing
between Sept. 27 and October 5.
The bridge was made out of corrugated

steel and valued at about $100,000. Thieves
used a blowtorch to cut it apart, presumably
to sell it for scrap metal.
The bridge was used occasionally as a back

entrance to the company property. It's in the
woods along a railroad line about 60 miles

north of Pittsburgh.
Bruce says he doubts the company can

replace the bridge.

PUTTING THE “T” 
IN IDIOTIC

HIS COLLEGE PRANK IS BROUGHT

TO YOU BY THE LETTER “T” AND
THE STUDENTS AT GEORGIA TECH
(SOME OF WHOM COULD

POSSIBLY BENEFIT FROM A GOOD

FINANCE, ECONOMICS, OR GOOD

OLD ETHICS CLASS).

The letter “T” is disappear-
ing from signs all over campus,
costing the school more than
$100,000 in repairs. Officials at
the school in Atlanta are asking
students to just knock it off.
Undergraduate President Elle

Creel tells Fox 5 Atlanta the tradition of
stealing the “T” off Tech Tower began in
the 1960s. But this new ritual involves tak-
ing a “T” from everything from stadium
signs to book return bins in front of the
campus library.
Student Katie Simmons says many

buildings have been defaced, and a
“T” has already been stolen off a
new building.
Student leaders recently

launched an amnesty program to try and retrieve
some of the letters.

College pranks have been a way of life on
most campuses, I’m sure, for many decades
now. I have heard of statues (usually of the
founders) donning underwear, offices of highly-
authoritative faculty arranged neatly on the stu-

dent quad lawn, or even the ancient and
noble “stealth mission” of stealing the
mascot from a rival school.
Usually there are some chuckles, a lit-

tle wrist slapping, and then things
go back to normal. It’s not until
pranks start to cost major repair
money that more extreme “anti-
prank” measures are taken.
And when pranks start to get

extremely costly, perhaps it’s time to
wise up and realize exactly who’s
being effected. That $100,000 in
repairs has to come from somewhere
and most likely will end up coming out
of tuition fees. So the people who are
doing the pranks are the ones who are

eventually directly effected by
them…or their parents.

I’m sure a class in Finance
101 can explain the whole

process to any idiot who needs to understand
that senseless, costly pranks are no laughing
matter, and come with a price tag.

Carmen Ghia
Resident Voice of Reason
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HEN OLDE NEW ENGLAND
GRANITE PERSONNEL MAKE THE

STATEMENT, “ADD A LITTLE

HISTORY TOYOUR HARDSCAPE,”
THEY CERTAINLY AREN’T KIDDING. AT THIS ONE-OF-
A-KIND SUPPLIER’S “GRANITE FARM” IN

LYNNFIELD, MA, VISITORS HAVE THE OPPORTUNITY

TO PURCHASE A WIDE VARIETY OF RECLAIMED

GRANITE PRODUCTS.

Among these products are hand split curbing,
vintage cobblestones, antique pier and founda-
tion blocks, original and hand split posts,
columns, monuments and an array of other
unique and historic granite pieces. 
On Friday, September 16, 2011, the firm

hosted its second annual “Granite Day,” which,
frankly, rocked! The family-owned company
opened its gates to contractors, landscape
designers, architects, builders and homeowners
alike to check out the most recent harvest of
aged and weathered pieces at its Granite Farm. 
Granite Day offered a perfect opportunity to

showcase a new granite collection: stone from
the historic Essex Merrimac Bridge. ONEG
reclaimed pier blocks (assembled of the attrac-
tive and still popular Cape Ann Rockport

Granite) from this now defunct structure,
which was constructed in 1882. And Granite
Day’s centerpiece was a striking outdoor show-
er installation, a fully functional water feature
integrating granite and “green” aesthetics. This
highly unique stone application was positioned
in the front of the Granite Farm’s courtyard,
one of many rotating installations that ONEG
features on a regular basis. Granite Day proved
to be a great venue to update regular customers
and potentially new clients to the limitless cre-
ative opportunities offered when using
ONEG’s reclaimed granite. 
ONEG Sales Manager Brad Parker, one of

the firm’s hosts, stated, “I think this is a nice
way to introduce new people to an old, time
tested product… and this granite day won’t be
their last!” 
For more information about reclaimed gran-

ite, The Granite Farm, and on how you can
benefit from the products and services offered,
log on to www.oldenewenglandgranite.com.
For more information or high-resolution
images, contact Evelyn Brothers at 781-334-
4805 or email:  oldenewenglandgranite@com-
cast.net. 

ONEG HOSTS SUCCESSFUL
“GRANITE DAY”

Granite Day offered a perfect opportunity to showcase a new granite collection: stone from the his-
toric Essex Merrimac Bridge.  ONEG reclaimed pier blocks (assembled of the attractive and still pop-
ular Cape Ann Rockport Granite) from this now defunct structure, which was constructed in 1882.
Granite Day’s centerpiece was a striking outdoor shower installation, a fully functional water feature
integrating granite and “green” aesthetics. 

OUR THANKSGIVING QUOTE
“THANKSGIVING DAY IS A JEWEL, TO SET IN THE HEARTS OF

HONEST MEN; BUT BE CAREFUL THAT YOU DO NOT TAKE THE DAY,
AND LEAVE OUT THE GRATITUDE.”

E.P. POWELL (1833-1915)
AMERICAN JOURNALIST AND AUTHOR

MONKEY SEE, MONKEY DO
CAPTIVE ORANGUTAN OFTEN

SPOTTED SMOKING CIGARETTES

GIVEN TO HER BY ZOO VISITORS IS

BEING FORCED TO KICK THE

HABIT, A MALAYSIAN WILDLIFE OFFICIAL SAID.

Government authorities seized the adult
ape named Shirley from a state-run zoo in
Malaysia’s southern Johor state last week
after she and several other animals there were
deemed to be living in poor conditions.
Shirley is now being quarantined at another

zoo in a neighboring state and is expected to
be sent to a Malaysian wildlife center on
Borneo island within weeks.
Melaka Zoo Director Ahmad Azhar

Mohammed said Shirley is not being provid-
ed with any more cigarettes because “smok-
ing is not normal behavior for orangutans.”
“I would say she is not addicted... but she

might have formed a habit after mimicking
human beings who were smoking around
her,” Ahmad told The Associated Press.
Shirley was so far displaying a regular

appetite for food and no obvious signs of
depression or illness, Ahmad said. Results
from her blood tests and other detailed health
examinations were not yet available.
Nature Alert, a British-based activist group,

wrote to Malaysian officials about Shirley
earlier this year, saying conservationists who

visited the Johor zoo often saw people throw-
ing lit cigarettes to her in a pit-like enclosure.
The group said Shirley seemed to suffer

severe mood swings, sometimes looking
drowsy and on other occasions appearing
“very agitated” without a cigarette.
Authorities last week also reportedly seized

a tiger and a baby elephant that was kept
chained at the Johor zoo.
It is not clear when Shirley started smoking.

Officials have estimated she is around 20
years old. Orangutans, which are native to
rainforests in Borneo and Indonesia’s Sumatra
island, can live up to about 60 years in captiv-
ity.
Other countries such as South Africa and

Russia have also reported cases of primates
learning to smoke after zoo visitors ignored
warnings and tossed cigarettes into the cages
of chimpanzees.

It’s clear that developing a smoking habit can be
bad for anyone– including Primates. There are no
smart reasons to start smoking–only selfish ones.
Most smokers start because they see a role model
do it or have a friend’s “help,” but kicking addic-
tion is a personal struggle– and never easy, even
for humans armed with Nicoret® or the “Patch!”

Carmen Ghia
Resident Non-Smoker
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B E T T E R ! FA S T E R ! C H E A P E R !
Call 800-575-4401 Fax 800-915-5501 

February 22 & 23, 2012
At the Braxton-Bragg Facility
4100 Appalachian Way, Knoxville, TN

Classes are only $399.00 
per student, 2-Day Session

LEARN TO BUILD CONCRETE COUNTERTOPS
THE BUDDY RHODES WAY!

Get your copy of the “Building Concrete
Countertops with Buddy Rhodes” for only $19.95.
After you have enjoyed the possibilities shown in
the DVD, sign up for our two-day class. 

Item # Description Reg. Price Sale Price
17814 Building Concrete Countertops with $39.95 $19.95

Buddy Rhodes Basic Techniques DVD

This DVD provides step-by-step details on how to build concrete
countertops using Buddy’s materials and methods. Led by Rich
Rhodes and specialist Matt Mondini, go through the whole process:
first templating on site, then each step of the fabrication process in
our shop, and finally back to the customer’s home for installation. 
Along the way, Buddy, Rich and Matt share the many techniques
they’ve developed over the years to produce distinctively success-
ful results. Plus, there’s extra information about Buddy’s signature
pressed technique, casting in place, custom molds and more.
After you have enjoyed the DVD, make sure you sign up for our
Buddy Rhodes Concrete Countertop class.

FOR A LIM
ITED TIME

WE’RE OF
FERING T

HE BUDD
Y RHODE

S

BASIC TE
CHNIQUE

S DVD

AT HALF-
PRICE!

Building Concrete Countertops with
Buddy Rhodes Basic Techniques DVD

First, purchase your class
seat to reserve a place,

and then register online at
www.braxton-bragg.com

RIDING THE WILD BOAR’S BREATH

LOVE AUTUMN…THE SPICY SCENT

OF LEAVES LETTING GO, THE COOL

DRY AIR, THE HARVEST MOON

SHINING LIKE A CANDY COIN UP IN

THE SKY. SPRING IS EXUBERANT WITH THE ZING

OF YOUTH, BUT AUTUMN IS BITTERSWEET, BEST
APPRECIATED BY THOSE WHO’VE EXPERIENCED

SOME OF THE WOUNDS OF THE WORLD AND LIVED

TO TELL THE TALE. 

Not that I’ve had much time to enjoy the sea-
son, what with all my usual commitments and
my blasted wedding plans. Oh, I’m excited
about it and all that, but there’s definitely a
part of me that looks forward to the day I can
sit on the couch with Merl and look at the wed-
ding photo album, saying “What a nice day
that was, and aren’t we glad it’s over?”
We set March 25th as the date. It would have

been nice to have it in the fall, but we couldn’t
get our act together quickly enough. And, in
spite of the little jab I just made at the season
of youth, the first weekend of spring seems
like an appropriate time to start a new phase of
your life – even if you are in your 60s.
The friends I walk with every week noticed

how busy I was and demanded I give it up for
a day and go with them to the Blevins Autumn
Festival and Carnival. I’m not much for carni-

apples. “Let’s just hope Pepper takes care of
herself as well as she does everyone else.”
“Speaking of being taken care of, weren’t

your children in town this week?” Roberta
asked Myrtle.
Myrtle snorted, “You should have started

that question with ‘Speaking of not being nice
…’”
“Oh, dear,” I said. “I hope they aren’t still

nagging you about selling the house and mov-
ing into a …” I paused.
“Whatever you call it – retirement home,

assisted living, golden years facility, it’s still
for old people, and I’m not old,” Myrtle
huffed.
“Of course we aren’t,” said Grace (the oldest

in the group), but it was followed by an awk-
ward silence as we squeezed between a crowd
of tattooed, rainbow-haired teenagers.
“Okay, then,” said Roberta, suddenly stop-

ping in front of the Wild Boar’s Breath roller
coaster and putting her hands on her hips. “If
we’re not old, let’s prove it. Who’s going with
me on the Boar’s Breath?”
I gulped. I used to love roller coasters, but it

had been a long time since I’d been on one,
and I didn’t have much inclination to do so
now. Especially the Boar’s Breath, which
turned you upside down several times while

hurtling you through a ring of fire. I looked at
the other women, all four of whom were star-
ing up at the Boar, listening to the screams
emanating from the top.
“I’m in,” said Myrtle defiantly, and marched

toward the ticket counter. Roberta followed
her, turning around and baiting us, “Ladies?”
Pearl looked at me and Grace. “We don’t

have to succumb to peer pressure, you know.”
But Grace surprised us both by grinning and

saying, “I know, but I want to!” and ran off.
Pearl and I looked at each other. “Oh, for

heaven’s sake,” I said, and with a shrug we
headed for the ticket booth.
Did that ride scare the molasses out of me?

Absolutely. Did I scream out loud? Like a ban-
shee. Did my brain rattle around my skull for
five minutes after I got off? Actually, I think it’s
still rattling a little. 
Would I do it again? Very unlikely. But after

we got off the Boar’s Breath, all five us giggled
and patted each other on the back and felt
younger than we had in a long time. It’s been
fodder for conversation for days, and Pepper
was mighty jealous she missed it. It was one of
those things in life that just about killed me but
it didn’t. Guess sometimes you just have to hurl
yourself through the ring of fire to see what’s
on the other side.

vals, but it was a gorgeous fall day, so I went
along for the apple cider, the baton-twirling,
and the crafts made from corn shucks and
gourds.
There were five of us: me, Roberta, Myrtle,

Grace, and Pearl. The only one missing was
Pepper, who had to work at the Taylorsville
Family Services Agency.
“Why does Pepper have to work on a

Saturday?” I asked.
“She said they’re having some kind of spe-

cial event getting people signed up for
Christmas Help Baskets, or something like
that,” said Pearl. “She’s been working an awful
lot lately. She seems a bit stressed out.”
“I have so much admiration for social work-

ers,” said Myrtle, eyeing a shiny red pyramid
of candied apples. “They do so much for other
people. You’d never catch me being that nice.”
“Well, thank goodness we have them,” said

Grace, gently steering Myrtle away from the

Auntie Mae’s Various Ramblings on Life in a Small Town
Ida Mae Nowes

Nubbins Special Correspondent 
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OMETIMES ALL IT TAKES IS A

LITTLE CHANGE TO LIVEN UP A

TROUBLESOME BATHROOM. BEL-
LAVITA TILE SUGGESTS ELEGANT

GLASS CAPTURING THE NATURAL AND NEUTRAL

BEAUTY OF A BAMBOO FOREST – AND THE HOME-
MAKEOVER INDUSTRY AGREES.

Bellavita Tile’s products have been featured
on the popular DIY Network show, “I Hate My
Bath.” The show highlighted Bellavita’s stylish
glass Bamboo Planks in the color Snow on an
episode entitled “Cottage Coastal Bath.”  
The program first aired on September 13th

and repeats several times through the end of
October. “We are very please to get this nation-
al exposure for one our most fashionable prod-
ucts,” stated Mike Ward, Vice President of
North American Operations. 

About Bellavita Tile
Bellavita Tile offers an amazing array of

glass, metal, ceramic and porcelain mosaic
tiles at price points that are consumer-friendly.
The company provides a full range of residen-
tial and commercial glazed and unglazed

porcelain tiles. All of the products are produced
in China using the most state-of-the-art tech-
nologies and innovative designs developed in
Europe. If you are interested in adding
Bellavita Tile to your product selection, email
info@bellavitatile.com. Visit the web at
www.bellavitatile.com. 

Bellavita Tile’s products have been featured on
the popular DIY Network show, “I Hate My

Bath.”  The show highlighted Bellavita’s stylish
glass Bamboo Planks in the color Snow on an

episode entitled “Cottage Coastal Bath.”  

BELLAVITA TILE’S BAMBOO PLANKS
FEATURED ON DIY NETWORK

ATICRETE, A GLOBAL MANUFAC-
TURER AND LEADER OF PREMIUM

INSTALLATION AND FINISHING SYS-
TEMS FOR THE BUILDING INDUSTRY,

IS THE TOP SPONSOR OF CONNECTICUT JUNIOR DRIV-
ER JOEY TERNULLO. HE IS THE SON OF JOE
TERNULLO OF MIDDLETOWN CERAMIC TILE
COMPANY, A FIRM THAT HAS BEEN USING LATICRETE
MATERIALS AND METHODS FOR OVER 50 YEARS.

Just as family-owned Laticrete has been vic-
torious within the worldwide tile & stone are-
nas, family-owned Middletown Ceramic Tile’s
young race car driver has been victorious on
the racetrack. Most recently, Joey took home
the checkered flag when he came in first at
Waterford Speed Bowl in Waterford, CT on
September 10th. Competing against 11 other
racers, driving under the lights and in front of
thousands of emphatic race car fans, this was
his fifth win of the 2011 racing season.
A registered driver in the “Bandolero

Division,” Joey Ternullo is currently ranked via
the approved national points system as #21 out
of 138 drivers across the country in his catego-
ry. His Laticrete #9 race car is a sleek, 750
pound vehicle which averages 70 miles per
hour during races. 
“We are very proud of Joey’s performances

and delighted to be his top sponsor,” stated
David A. Rothberg, Laticrete CEO/Chairman.

“Our families have known each other and
worked together for so long, it just seems like
the right thing to do.”
Laticrete International, Inc. is a US-based

family-owned global manufacturer and leader
of premium installation and finishing systems
for the building industry. Laticrete® products
are produced and distributed worldwide in the
commercial and consumer channels.  The com-
pany’s philosophy of innovation and technical
expertise has led to an unparalleled reputation
and commitment to superior quality, perform-
ance and customer service. 
Manufactured in state-of-the-art ISO

9001:2008 certified facilities, Laticrete offers a
broad product portfolio including an extensive
line of low VOC sustainable products inde-
pendently certified by GreenGuard. 
Laticrete®, Latapoxy®, SpectraLOCK®,

Hydro Ban® and Drytek® are registered brands
of Laticrete International, Inc.  Corporate
Website: www.laticrete.com.

LATICRETE JUNIOR RACE CAR
DRIVER IS VICTORIOUS IN

WATERFORD, CT SPEED BOWL

GLAXS ADHESIVE GLUES & SEAMS
WHITE STONE WITH NO YELLOWING

NE OF THE PROBLEMS THAT FAB-
RICATORS ENCOUNTER WHEN

WORKING WITH THASSOS,
CARRERA MARBLE, OR OTHER

WHITE AND LIGHT MATERIALS, IS GLUING THEM

TOGETHER, CREATING SEAMS, OR FILLING CRACKS.

One of the most frustrating things during fab-
rication is doing a lamination, profiling and
polishing an edge, only to have a “shadow” or
“bleed” at the seam left by the adhesive. This
happens when the adhesive being used is
absorbed into the stone on both sides of the
seam, darkening the stone. This creates a gray-
ish color line that is very noticeable and makes
the seam stand out.
Even worse is getting that dreaded call back

from a homeowner complaining that there is a
yellow line in the middle of the stone edge
from where the adhesive has yellowed from
UV exposure.
Tenax has addressed this very issue with a

product called Tenax Glaxs. 
Tenax Glaxs is a new generation, Bi compo-

nent material, designed to specifically address
both the “shadow” effect, as well as sun-fading
or yellowing under normal, UV exposure.
Tenax Glaxs is a water-clear material that

will not create a shadow or bleed into the stone.
It does not change the color of the stone when
absorbed by the seam, allowing the stone to
retain its authentic color. 
Tenax Glaxs has been extensively tested with

an accelerated UV weather-testing simulator
which tests, UV rays, rain, fog, hot, cold, etc.

All the elements that stone could possibly see.
The results have proven that Tenax Glaxs will
maintain its non-yellowing UV resistance for at
least 15 years.
Tenax Glaxs is also a very strong adhesive.

This allows Glaxs to be used for laminating
marble, granite, limestone, and other natural
stones, as well as engineered stone.
Tenax Glaxs is designed to cure between 15

and 25 minutes, allowing time to work with the
stone, yet fast enough to keep up production
for the project.
Because Glaxs is a Bi component material,

the mixing ratio is extremely sensitive. Unlike
polyester or epoxy adhesives that allow a small
“fudge” factor and still the adhesive to work
correctly, Glaxs must be mixed at an exact
ratio. To assist the fabricators with this ratio,
Tenax produces Glaxs in a special break-
through pouch that allows the exact mix ratio. 
Simply squeeze one end of the pouch and

break the seal that separates the A from the B,
and cleanly mix the two parts together. After
mixing for 1 minute, tear one end of the pouch,
squeeze the Glaxs out of the pouch, and easily
apply to the stone.
When working with white and light colored

stone, fabricators can rest assured that there is
a great product that can eliminate the biggest
headache in finishing these stones, and have
confidence that the stone will not develop yel-
low streaks years down the road. Glaxs is VOC
free and non-hazardous. The reaction time is
independent of the outside temperature.
Visit www.braxton-bragg.com for more info.
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BULLET PROOF™
Fabricator’s Apron

800-575-4401 • www.braxton-bragg.com

The OLD way…

The ONLY way

Available from

HIS LETTER TO THE PUBLISHER IS A DIRECT REPSONE TO THE PUBLISHER’S
PEN TITLED, “YOU JUST CAN’T MAKE THIS STUFF UP,” WHICH RAN IN THE

2011 OCTOBER ISSUE OF THE SLIPPERY ROCK GAZETTE (PG. 8). IT COM-
MENTED ON THE LAWSUIT BEING FILED BY GOVERNMENT SUBSIDARIES

FANNIE AND FREDDIE ON LARGE BANKS, FOLLOWED BY A CHART PRINTED IN THE WALL

STREET JOURNAL ON ECONOMIC RECORDS SET DURING THE OBAMA ADMINISTRATION.
_________________________________________________________________

Rich,
I’m an Independent voter but I found your “Records Set on Obama Watch” very unobjective

and skewed. The great financial meltdown and government TARP assistance started under GW
Bush and not Obama. He has just not had the financial mix to get us out of it, yet.

Mike Pavilon
President
Sungloss Marble Company
937 N Ashland Ave.
Chicago, IL 60622

_________________________________________________________________

Mike, 
Thanks for writing.  I just finished a book by Thomas Sowell, The Housing Boom and Bust.

Sowell argues that thirty years of bad government policy, by both the Republicans and the
Democrats, is the root cause.  If you get a chance, give it a read.

Rich Hassert

LETTERS TO THE PUBLISHER
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HY DO YOU NEED TO BE

ADAMANT IN YOUR REQUIRING

THE COOKTOP ON THE DAY OF

INSTALLATION? WELL, HERE’S
A COUPLE OF INSIGHTS INTO WHY I ALWAYS
REQUIRE THEM FROM MY CUSTOMER:

When you do a kitchen countertop applica-
tion that requires a cooktop cutout, you are
essentially cutting a big hole for the cooktop to
fit down into (this is a no brainer), but what
many fabricators and their customers fail to
realize (if they have not become victim to the
“cut dimension diagram and the evil screws”
syndrome), is that “cut dimensions” are not
always accurate.
Regardless of whether a cooktop is gas or

electric, many manufactures “house” or “enve-
lope” the working guts of the unit. That means
they’re placed in a sheet metal housing that fits
down into the hole, in the underside that is not
visible when the unit is installed.
Most of the cooktops in use today come with

cut dimensions that offer some measure of
guidance from the manufacturer, that give guys
like you and me a “heads up” for the size of the
opening that we are supposed to be creating, in
order for said cooktop to sit in the kitchen and
look great.
The problem with “cut dimensions” is that

they are not always accurate. I am speaking for
myself in this department, as I have been the
victim of the “evil screws” that created a call-
back to the jobsite – when I really did not need
to have a call back.
Here’s why I am so adamant when it comes to

having the cooktop on the jobsite, on the day of
installation: When I use “cut dimensions” to
make the hole for the cooktop, the engineers at
Viking, Kitchen Aide, Jennair, GE, Kenmore, et
al, will give me the dimensions of the steel box
that surrounds the guts of the cooktop, but many
of these guys fail to take into consideration the
screw heads that stick out (that are used to con-
tain the sheet metal box on the underside of the

Kevin M. Padden 
AZ School of Rock &

KM Padden Consulting

cooktop).
After about the third

time of the customer call-
ing me after the job was
done, but informing me
that I cut the cooktop too
small, it dawned on me
that the screws that stick
out on the steel box were
“hanging up” on the open-
ing (cut exactly to the “cut
dimensions” provided by
the manufacturer).
I would cut the opening

“to the specs” of the manufacturer, the get a
call back because the appliance guy who was at
the home days or weeks after I had installed the
countertops, said I “cut the opening wrong”
and needed me to come back and make the
opening larger, because the little screws on the
outside of the steel box of the unit were hang-
ing up on the opening!
After about three times of this same scenario

playing out, I decided to be more assertive and
eliminate the call back calls by insisting that
my customer physically had the unit on the
jobsite on the day of install.
Yes, it’s an extra hassle for the customer. Yes,

it is an extra step they have to do for you, but if
you can explain that it’ll save them a $250

“call back fee,” you will see a mad rush by
your clients to have that cooktop on the jobsite
for you to test fit into the opening on the day of
install. This will save you time and effort,
especially since the potential of a call back to
make room for the “evil screws” will be elimi-
nated!
I have been using this technique to save me

time for over ten years and it works every time.
Have the cooktop unit on the jobsite on the day
of installation and your customer will save
themselves a call back fee, and you will have
more time to devote to the next job, instead of
going back to make room for “the evil screws.”
LOL!

Until Next Month – Best Regards & Happy
Fabricating!

“Cooktop Cutouts” is a Hands-On
Fabrication topic that is taught each month by
Kevin M. Padden at the AZ School of Rock in
Gilbert, Arizona. For more information on
classes, contact Kevin at 480-309-9422 or
online at www.azschoolofrock.com.

WHY DO YOU NEED THE COOKTOP ON INSTALLATION DAY?

15 REASONS TO BE THANKFUL
YOU BURNED THE TURKEY

OPEFULLY, A CHARRED

TURKEY IS NOT SOMETHING

YOU’LL HAVE TO CONTEND WITH

THIS THANKSGIVING HOLIDAY.
BUT IF PERCHANCE IT IS, HERE’S MY FAVORITE

RATIONALIZATIONS WHY IT SHOULDN’T BE THAT

BIG OF A DEAL:

1. Salmonella won’t be a concern.

2. Everyone will rave about your gourmet
Cajun blackened turkey.

3. Uninvited guests will think
twice next year.

4. Your cheese broccoli
lima bean casserole will
gain newfound apprecia-
tion in the face of hunger..

5. Pets won’t bother to
pester you for scraps.

6. No one will overeat.

7. The smoke alarm was
due for a test, anyway.

8. Carving the bird will provide a good car-
diovascular workout.

9.You’ll get to the desserts even quicker!

10. After dinner, the guys can take the bird
to the yard and play football.

11. The less turkey Uncle You-Know-Who
eats, the less likely he will be to walk around
with his pants unbuttoned.

12. You won’t have to face three weeks of
turkey sandwiches.

13. It will give you a
good excuse to try that
trendy new Sushi place.

14. You could always
use the carcass as a speed
bump.

15. You’ll never be
expected to cook
Thanksgiving dinner
again!The engineers at Viking, Kitchen Aide, Jenn-Air, GE, Kenmore, et all, will give me the dimensions of

the steel box that surrounds the guts of the cooktop, but may fail to take into consideration the screw
heads that stick out (that are used to contain the sheet metal box on the underside of the cooktop).

Anne Tenna
Resident Turkey Chef



20 | NOVEMBER 2011 SLIPPERY ROCK GAZETTE

B E T T E R ! FA S T E R ! C H E A P E R !
Call 800-575-4401 Fax 800-915-5501 

In the past, countertop installations were limited by the size and
weight of the stone. You simply couldn’t create the large overhangs
clients wanted without the risk of the slab breaking. But now, there is a
way to greatly increase the amount of overhang on any countertop –
regardless of material being used.

This is a very, very, very profitable advance in countertop installation
technology. In fact, we can now show you exactly how to use a new “sys-
tem” to increase the profit on many of your countertop installation proj-
ects. I’m talking about adding $200, $300, $400 or more on each and
every job while DECREASING the install time. 

Imagine adding $400 per job over the course of a year… what would that
be worth to you? (Just one job a week using this new system could be
worth another $20,000 pure profit.) What would that mean for your busi-
ness? And what if this system also increased referrals because of how
happy your clients are with your new install system. And trust me, once
your clients see this system in their homes, they will talk about it to their
friends… and you will get referrals. But beyond that, consider…

5 More Reasons Why You Should Be Using 
the Revolutionary, Patent-Pending I-Brace System…

First… Sell More Stone. The I-Brace system allows you to create larg-
er overhangs than are possible with traditional wood corbels. This means
you can sell more square feet of granite on every bar-top, peninsula or
island counter.

Second… Up to Date Look and Feel. Clients love the “floating” look
of the I-Brace system – and they will pay extra for it. Now this is good
news because even though your client will pay more for no corbels, the
I-Brace system actually costs you less!

Third… Safety.By eliminating corbels your clients are no longer bang-
ing knees… and their toddlers are not banging their heads on those hard,
jagged corbels. It’s just the right thing to do for your clients.

Fourth… Saves Install Time. No more worrying about picking up or
stocking large, expensive corbels that get scratched up –and then need
to be replaced – from rolling around in the back of your jobsite truck.
The I-Brace systems installs quickly and easily and takes up so little
room, you can keep a whole day’s supply of I-Brace systems on the
truck without any problem.

Fifth… Increase Usable Counter Space. Corbels take up valuable
counter space and reduce the useable area of counters by up to 30%.

How To Get A Risk Free Trial of the 
I-Brace System for Just $40…

Simply Call 1-800-575-4401 to speak with a product sales specialist.
They will let you know which I-Brace system is right for you based on
the type of counter you are installing. 

As a bonus, we are also offering a FREE report called How To make
More Money By Using the I-Brace System.The report is yours free just
for calling and talking to one of our product sales specialists. You don't
even have to buy anything… just call for a friendly chat and to get your
questions answered. Call 1-800-575-4401 now to discover all the I-
Brace System can do for you.

How To Turn $40 into $400
Finally, Kentucky Countertop Installer Discovers

Over and over and over again… on nearly every 
countertop install… even in “this economy”

After Installing Thousands of Countertops Over the Last 15 Years…

Louisville, KY – It took 15 years of doing the same thing as everyone else in the industry before an inven-
tive young man in Louisville, Kentucky found a better way… a way to add $300, $400, even $500 pure
profit to nearly every countertop install... with this simple $40 “system.”

Item # Description Everyday LOW Price
12458 I-Brace Countertop Support, 13˝ Long x 2-1/2˝ Wide, 3/16˝ $9.99

12459 Upper Brace Upper Bar Support, 16˝ x 2-1/2˝, 1/4˝ Thick $14.99

12460 I-Brace XL Countertop Support, 20˝ x 2-1/2˝, 3/16˝ Thick $14.99

Typical breakfast bar islands use 2–4 braces per side.All Braxton-Bragg products carry a 30-day, risk-free, money
back guarantee. If you are not satisfied with your purchase,
simply return it for a prompt and courteous refund.
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B E T T E R ! FA S T E R ! C H E A P E R !
Call 800-575-4401 Fax 800-915-5501 

Use Indoor/Outdoor

YOU
SAVE
$1188

PER GAL.

Your reputation rides on ketchup!
Think about it. Word of mouth is the best advertising.
How are your countertops holding up? Often the dif-
ference between a countertop that looks great for
several years and one that doesn’t is the sealer.

Your customer doesn’t know 
It’s amazing, but most people do not understand
that stone is porous. Neither do they understand
that harsh supermarket cleaners can harm sealers.

Not all sealers are created equal
Stone Shield™ Penetrating Sealers are high perform-
ance, impregnator sealers for all natural stone.
Stone Shield™ is formulated with the latest solvent-
based fluoropolymer technology to protect against
all oil and water-based stains.

Stones gotta breathe
Unlike surface sealers, Stone Shield™ is a deep pene-
trating sealer that leaves a natural look and feel,
allowing the stone to breathe. Small molecules
allow for deep penetration and long-lasting protec-
tion of the stone without leaving a surface film that
quickly wears off.

We test so you don’t have to
The manufacturer of Stone Shield™ Penetrating
Sealers constantly tests for real life hazards. We know
that you don’t have time to test and verify all the
materials you use. That’s why we offer the Braxton-
Bragg unconditional guarantee on the Stone
Shield™ Penetrating Sealer.

Honed, leather, and brushed surfaces
These surfaces need even more protection. That’s
why we offer Stone Shield™ Penetrating Sealer in two
versions. One is for traditional Polished Surfaces and
one for Porous Surfaces that need extra protection. 

Q: Who Would Actually Test Countertops Against Stains
Like Ketchup, Mustard, Olive Oil, Wine, and Peanut Butter?

A: Your Customer. Are You Prepared?

MADE IN THE USA

For Porous Surfaces For Polished Surfaces

Coverage: 1,000-1,500 Sq. Feet/GallonCoverage: 200-1,500 Sq. Feet/Gallon

Item # Description Reg. Price Sale Price
4450 Stone Shield™ Penetrating Sealer, Quart  $21.95 $18.98

4451 Stone Shield™ Penetrating Sealer, Gallon  $59.95 $48.07

Item # Description Reg. Price Sale Price
4453 Stone Shield™ Penetrating Sealer, Quart    $34.95 $31.98

4452 Stone Shield™ Penetrating Sealer, Gallon   $114.95 $103.07

Hurry—Sale Ends November 30, 2011

• Latest solvent-based fluoropolymer technology

• Small molecules to allow for deep penetration 
and long lasting protection of the stone

• High performing, natural look sealer that protects 
against all stains

• Allows the stone to “breathe” properly

• Odorless

• FDA compliant solvent

• Interior and exterior use

• Will not leave a sticky residue after application
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THE POLISHED PERSPECTIVE
Sealing 101 (Part 2)

O, LAsT mONTH We dIsCUssed

THe dIFFeReNCe beTWeeN AN

ImPRegNATINg seALeR ANd A TOP-
ICAL ONe, ANd HOW (ANd WHY)

TO WeT THe sTONe PROPeRLY WITH THe seALeR.
sO, Is THAT IT?  Is IT THAT eAsY? sORRY, bOYs

ANd gIRLs, bUT THe NexT PART Is jUsT As ImPOR-
TANT IF NOT mORe sO.

Fifty percent of the problem I see with seal-
ers is that the residue on the surface was not
removed properly or at all (the other 50% is in
not applying it long and wet enough – see last
month’s article). The single most common fal-
lacy I hear to correct this problem is to “add
more product to re-activate the sealer and then
buff off.”  

seriously? Now, I cannot remember if this
advice was originally printed on the label or
not (I cannot find it on the labels of any prod-
uct we now use), but I have heard it offered by
sales people and online pontificators alike.
step back and think about this for a minute. 

If you have drips in paint, are you going to
add more paint to remove them? No, and nei-
ther should you add more sealer to remove
cured sealer residue from stone.  

Now, I am not a scientist and neither does it
profit me to pretend to be one (after all, if I
were a scientist, why would I be wasting my
gift and knowledge working with stone? I
would do research and try to discover a cure can-
cer and such) but adding more product just com-
pounds the problem.

Trust me, removing cured sealer on stone is
not a pleasant experience (nor cheap, nor easy).
The chemicals needed to reactivate the product
are expensive and highly toxic, so it is just
plain better to learn how to apply it right in the
first place, and (if you choose to) kill your
brain cells on your own time with the chemical
of your own choosing (with me, it would be
Crown Royal) instead of at work. Now, let’s
focus on doing it right.

First, you have the floor or countertop wet
for 5-10 minutes, then take a squeegee and pull the wet product over to the next area and re-

spread it, (yes, I re-use it if I can. That stuff is
not cheap, you know) adding more product as
needed. While that area is soaking, you buff the
previously treated area with an absorbent
towel. 

On a counter, this can be done by hand, but
on 15,000 sq ft of floor, you could get a little
tired doing it by hand. We prefer to place our
towels under a floor polisher (aka swing
machine, buffer, motor on a pole, etc.) and buff
back and forth.

Now, the secret here is to change your towels
out frequently under the machine, because
once they get wet, they are no longer removing
the sealer, but just smearing a fine film on the
surface. You have to buff the surface dry.

To make the buffing process easier, you want
to make sure that the squeegee kid (the one
pulling the product off of the floor) is using
strong downward pressure on the hand closest
to the floor. This way the rubber from the
squeegee also gets down and removes the pools
of product from the grout and recessed lips
between tiles.  

I know this sounds simple, but if not execut-
ed properly (and quickly) you could end up
with a mess. Plus, towels get expensive, and as
much as I am all for re-using things if we can,
once a towel has been saturated with sealer, it
is useless as a towel again because you have
effectively waterproofed it, thus never allowing
it to soak up anything again.

Two things at this stage can cause problems
if you are not prepared. First, if you do not buff
off the excess while it is still wet, the curing
sealer will cause friction between the floor, the
towel and the machine, and you will end up
with what we call “Cubans.”  

Not the Latinos floating into Florida on life
rafts, but perfectly tight-rolled towels that
resemble a Cuban cigar.  And once all rolled
up, these towels never function again properly
(they just want to stay rolled).  

This not only cuts into profit because you
will go through way more towels, but as you
are continuously changing your Cubans for
fresher towels, the sealer keeps on curing,
therefore, becoming even harder to remove
(and this adds to your time budgets as well).  

The person operating the buffer needs to
keep up to the one spreading the product, and
the one spreading the product also needs to not
get too far ahead, thus, making life difficult on
the buffer.

The second cautionary problem to look out
for is lippage. If you are sealing a floor that has
lippage, the towels under the machine for buff-
ing will continually be grabbing on the lips and
want to roll into Cubans. 

It is also harder to remove (and re-use) the
sealer in the negative lips and, therefore, wet-
ting your towels prematurely. If the lippage is
mild, you can usually still meet your quota for
floor area to product usage/time ratio (basical-
ly, you are billing this much $$$$ and expect to
only pay out this much $$).  

To avoid losing your shirt on a sealing job or
being mired in curing sealer on the surface, you
want to look out for this problem in advance
and budget in for additional time and material.
You could also use “carpet bonnets” instead of
towels.  A carpet bonnet is what carpet cleaners
use to scrub carpets. They look like circular
mopheads sewn together.  

These will attach nicely to your floor buffer
and ride over the lips without rolling up like an
expensive cigar. However, bonnets are about
200x the price of a towel. They will only give
you a little more square footage then a towel
will (however, you can use both sides) and just
like the towels, they are useless for sealing
afterwards.  

Of course, you could just get on your hands
and knees and save yourself all that expensive
equipment and bonnets and do it tile by tile, by
hand.

Hopefully, you end up with a perfectly sealed
surface with no residue or film. And there is no
satisfaction like a job that is done right (and
that job paid for).  Until next time, keep your
stick on the ice.

Tom McNall is founder and owner of Great
Northern Stone, an Ontario-based stone clean-
ing and restoration company servicing Ontario
and Chicago, IL. Tom also offers corporate
and private consultations as well as speaking
at conventions. He can be reached at
stone_rx@earthlink.net.

Tom  McNall
Floor Restoration Contributor

When sealing a stone floor, the person operating the buffer needs to keep up to the one spreading
the product, and the one spreading the product also needs to not get too far ahead, or they’ll
make life difficult for the buffer.
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GENERATIONAL LEADERSHIP: BOOMERS, X’ERS, MILLENIALS
and Why Doing the Same Thing Over and Over Isn’t Getting You There (Part 3 of 3)

ONTINUINg FROm PART 2
WHeRe We HeARd FROm bRIAN,
THe INCOmINg geNeRATION IN A

FAmILY mANUFACTURINg bUsI-
Ness, FRUsTRATed WITH HIs dAd’s ResIsTANCe

TO CHANge. AFTeR meeTINg ONe ON ONe WITH

bOTH, THeY AgReed TO A jOINT OFFsITe meeTINg

TO WORk THROUgH THe IssUes. FOLLOWINg ARe

HIgHLIgHTs OF THe dIsCUssIONs:   

“I feel like I’ve been hitting a brick wall for
the last six months. dad fights me on every-
thing...”  

“ed, what’s your perception of brian since
he’s been back in the business?” He stared at
the table for a moment to collect his thoughts.

“entitled.”
“What do you mean by entitled?” I asked ed

immediately, not giving brian the chance to
respond. 

“He wants all the perks of ownership but he
doesn’t understand what it takes to be one. I
worked my tail off for this business, sacrificing
a lot. I don’t see the same level of commitment
from him.”

I created two columns on a flip chart titled
Perceptions, with ed’s and brian’s names as
the headings. I recorded ed’s comments in
brian’s column. “Okay, what else ed?”

“He hasn’t gained the trust of the employees.
He’s moving so fast they can hardly keep up
with him and they don’t know where we’re
going. Hell, I don’t know where we’re going!” 

“Is that all?”
“Well, I wasn’t going to bring this up, but…I

might as well, seeing as we’re putting it all on
the table,” ed said, looking directly at brian.
“Your mother thinks you and Crissy (brian’s
wife) don’t want us around. We haven’t seen our
granddaughter in over a month. she’s pretty bust-
ed up over it but doesn’t want to say anything.”

“Oh, for crying out loud, dad!” brian finally
exploded, “just call and come on over. I can’t
believe we’re talking about this,” brian said
rolling his eyes at me.

“It’s not that easy, brian,” ed continued.
“You know how sensitive your mother is. she
can tell we’re not getting along and she gets all
worked up and blames herself.” 

“Like it or not,” I weighed in as I added ed’s
comments to brian’s column, “this is reality in
a family business. There are not clear lines that
separate what goes on at work versus home.”
ed nodded affirmatively while brian fidgeted
with his phone. “Is that everything ed?”

“Yeah, that’s enough for now.”
“Okay, brian, your turn. What’s been your

perception of ed since you’ve been back in the
business.”

“He cares more about his employees’ opin-
ions than mine. It doesn’t seem to matter what
the issue is; if I come to him with an idea, he
always tells me why it won’t work and then
he’ll ask his cronies what they think. It wears
me out just trying to convince him to imple-

ment the simplest changes.”
“What else?” I asked as I added the com-

ments under ed’s column.
“He’s a clock watcher. It doesn’t seem to

matter that I probably get more done around
here than anyone else. If I’m not here before
the employees arrive and after they leave, dad
thinks I’m slacking on the job.”

“It’s not just what I think, brian,” ed snorted
in disgust. “It’s what the employees think. All
they see is your truck loaded up with the boat
or the snowmobile and the door doesn’t hit you
in the backside after four o’clock.”

“Yeah, well they don’t see all the hours I put
in at home working remotely at all hours of the
night,” retorted brian.

“brian’s got the floor now, ed,” I said, star-
ing him down as he looked away. “Let’s let him
finish.”

“dad’s got his head in the sand about the
future of this business. We need a major change
in strategy or we’re sunk. We can’t keep
expecting business to come from the same mar-
kets we’ve relied on. They’re drying up and we
don’t have any strategy for how we are going to
find new ones.”

For once, ed nodded his head in agreement.
“That’s why I brought you into the business in
the first place,” he said, softening his tone. “I
was hoping you could figure that out for us.”

They both looked at me at this point for
direction. seeing that I had their attention, I
used the opportunity to make some observa-
tions. “Okay, we have some disconnects on
perceptions but they’re not outrageous. We can
get alignment on these, however, there are
some key issues to address. 

“The first is making sure you are on the same
page in where you want the business to go and
what role you are going to play in getting it
there. second, let’s define the rules of engage-
ment. In other words, how will you work togeth-
er, and in particular, how will you make sure you
are dealing with conflict in a healthy way.
Lastly, is getting the rest of the crew on board.”

We spent the rest of the day diving into the
vision both ed and brian had for the business,
landing on a common definition both could live
with and promote in the company. A large part
of it was brian’s eventual role as President
when ed retires. 

Regrouping the following week, we spent a
morning defining behaviors both would com-

mit to upholding in how they interacted with
each other, especially when they didn’t agree
on an issue. Finally, we mapped out a commu-
nication plan, defining when they would roll
out the information with the various groups and
production shifts, presenting the vision and dis-
cussing the challenges and opportunities ahead
for the business. 

Three months later I was in the conference
room with ed and brian to follow up on their
progress. “Okay, give me the highlights,” I
said, settling into my chair.

“Well…” ed started with a long pause. “It has-
n’t been easy. but, I think we’re getting there.”

“jeez, dad,” brian laughed. “Is that the most
you can say?”

“What’s your take, brian?” I asked.
“It’s been nothing short of amazing. I used to

fight for every inch on the lean manufacturing
initiatives. Now, I just get out of the way.
They’re coming to me, pounding on my door to
change things. It’s great.”

“What flipped their switch?” I quizzed.
“brian stopped bringing his boat to work,” ed

interjected with more than a hint of sarcasm.
“Ouch. Okay, yeah,” brian admitted.

“Leaving the boat at home removed the target
from my back. I think more than anything
though, dad and I are on the same page and
that is what the employees are seeing. He lis-

tens to me now without getting defensive and is
willing to discuss ideas. I’ve also learned not to
push too many ideas too fast, but build on small
successes and create momentum. Like I said,
the crew is coming to me now with ideas and
we are beginning to see huge improvements in
our bottom line performance.”

“We still have some big issues to deal with,”
ed offered. “Our market is shrinking and we
haven’t come up with a plan yet to deal with it.”

“but we’ll get there,” brian added. 
“Yes, we will,” ed agreed. “Yes, we will.”
The formula for success with generational

issues in any business, family or other, is
unique to each. That said, as we have learned
through ed’s and brian’s experience, it cannot
be achieved without the solid foundation of
common vision, a deep appreciation of per-
spectives each leader brings to the table (which
doesn’t stop here by the way, but continues
throughout the organization), and a unified
message. dogged effort to achieve this will cre-
ate an organization built on bedrock principles
and ensure its long-term success in the future.

Rick P. Thomas is President of Activate
Leadership, a leadership development consultan-
cy in Washington State. He consults and speaks
to organizations across the country, focusing on
individual and organizational achievement.

Richard Pierce Thomas
Leadership and Small Business Consultant
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THE SLIPPERY ROCK GAZETTE SOAPBOX:
The Great American Divide: How Will America Respond to the Great Political
and Economic Disconnect?

meRICANs ARe dIvIded UNLIke

ANYTHINg I HAve seeN IN mY LIFe-
TIme. We HAve THe “PROgRes-
sIves” veRsUs THe “TeA PARTY,”

THe “RICH” veRsUs THe “WORkINg CLAss.”
LATeLY, IN HIgH-PROFILe debATe, We HAve THe

“TAx ANd sPeNd” AdvOCATes veRsUs THe

“smALL gOveRNmeNT-FRee mARkeT

CAPITALIsTs.”      

In the political arena, Congress cannot seem
to pass any meaningful legislation to improve
job creation or reassure businesses to invest.
President Obama has spent the past weeks try-
ing to convince Americans that his recycled
“jobs” bill will make a difference in the job
market. The problem is that even democratic
senators and representatives are not jumping
on his band wagon. Perhaps the President
should be pushing the democrats in the senate
to pass a budget, something not done for more
than 890 days.

Clearly the keynesian economic experiment
has not yielded expected results. In spite of
trillions of dollars (borrowed/printed money)
injected into the economy through various
stimulus schemes, unemployment numbers
rose and businesses continue to fail. Clearly
the experiment has failed, but some have
argued that the meager results are because the
government should have provided vastly more
stimulus money. (Can you say, print more
paper?)

In New York with what started as a truly
grassroots protest movement by disenchanted
fringe groups, Occupy Wall street has turned
into a co-op of entitlement type familiar bed-
fellows, unions of all sorts: AFL-CIO, seIU,
and the Transit Unions. What is not clear is
whether these latecomers to the party are
protesting “Capitalism,” as the original protest
members articulated, or are raising a solidarity
protest inclined to position themselves for the
looming budget cuts targeting state and feder-
al and local governments. Is this a foreshadow-
ing of greek style civil servant shut downs?
Neither side has proposed a reasonable alter-
native to the “Capitalist monster.” 

These and a myriad of other factors are par-
alyzing our economy. With a severe overhang
of foreclosed home inventories, we have yet to
see a bottoming out of the housing sector. This
spells trouble for industries tied to economic
growth, construction and real-estate in particu-
lar. Without a rebound in construction (of all
types), we will likely see stagnation or possi-
ble declines in the need for high-end finishes
like natural stone and tile. Clearly the implica-
tions for fabricators and distributors are trou-
bling.

How can this great divide be bridged? What
factors will contribute to a narrowing of these
ideological extremes? Are progressive govern-

ment spending types likely to compromise and
give back gains made in recent years? This is
highly unlikely and the President is being
pushed further left by his ideological base. Will
fiscal conservatives yield on the “raising taxes
on the rich” mantra? Will they move toward
higher spending to inject additional stimulus?
This, too, is doubtful given the promises made
in the 2010 mid-term elections.

Are we forever divided as the Red state-blue
state map indicates? Will the entitlement con-
stituents overpower sound reasoning and quash
efforts at balancing budgets? Or will the upcom-
ing 2012 elections send a reverberating message
throughout all government entities to “stop The
spending, stupid?” This remains to be seen. It
seems both sides are digging in for one hell of a
fight. Will this divide be our next economic
Civil War? I certainly hope not. 

If American business owners and entrepre-
neurs don’t make their voices heard to their
elected representatives, we may be marching
down the road toward european style socialism.
We see in the news lately how that is working
out for them. greek civil servants have shut
down the transit systems and government in
protest of austerity measures, of which, only
further cuts to pensions and other entitlements,
will save the country from flaming out in a glo-
rious spectacle. 

The prospect of european bank failures is
reverberating throughout the world financial
markets, further quashing any possible econom-
ic recovery. I thought the collapse of the soviet
Union was a supreme example of how commu-
nist-socialism didn’t work. Cuba being one of
the few surviving models of “success.”

In talking with stone distributors in different
parts of the country, it seems that most fabrica-
tors are hurting, seeing significantly lower mar-
gins on their installations. many are laying off
employees, and, sadly, many have closed their
doors. Of course, there are a few markets still
going strong, yet at perhaps a slightly more
manageable pace. These are the exception rather
than the rule. 

We need another type of Hope & Change, not
“I hope I can find a job” and the change of the

unemployment rate from 6.7% to 9.1%.
It seems that owners and employees of busi-

nesses of all types need to do two things: call
or write your representatives to voice your
opinions on the urgent issue of taxes, spending,
debt and entitlement reform, and make sure
you vote in the next election. depending on
which side of the fence you live, it will either
help the country recover or nail the lid on the
coffin. 

We need real leadership in our state govern-
ments and in Washington d.C. to bridge the
great economic and political divide. Can we
wait thirteen months for real effective change?
I don’t think America can wait that long. We
need positive change now. Will you help?

Torin Dixon is an importer/distributor of
natural stone slabs and a fabricator/installer
since 1977. tdixon@montanastonegallery.com

Torin Dixon
Special Correspondent

STONETONE® DONATES GRANITE-
ENHANCED INSTRUMENTS TO

MUSCULAR ATROPHY FUNDRAISER
Music City Shindig Draws Country Music Stars and Fans

PINAL mUsCULAR ATROPHY Is

THe NUmbeR ONe geNeTIC

kILLeR OF CHILdReN ANd Is ONe

OF THe 41 NeUROmUsCULAR dIs-
eAses LIsTed UNdeR THe mUsCULAR dYsTROPHY

AssOCIATION.
On October 27th, 2011 music For A Cure:

spinal muscular Atrophy benefit Concert was
held to raise money for research and to raise
awareness of the disease.  The benefit has been
held twice a year in Nashville TN to raise money
for research for smA.

during the benefit people who brought all
types of items to the show to have them auc-
tioned or sold off in order to make donations to
the smA foundation. stonetone® was a sponsor
for the event and put up three items for sale: 

•A stonetone® enhanced 5 ft-1-in. story and 
Clark baby grand piano for $25,000;
•A stonetone® enhanced 1963 gibson 
Firebird for $25,000; and 
•A stonetone® enhanced Ibanez sRx 505 
Five-string bass for $5,000.

The benefit was hosted by Nashville record-
ing artist Warren silvers and included perform-
ances from Warren and Nashville’s top hit song-
writers and artists. “Warren and I are currently
opening up a record label in Nashville called
dixie Roads Records as well as a publishing
company, not only to sign artist with a fair and
just contract but give each artist the option to
use any of the stonetone® products and services
we currently offer,” said Robert di santo,
owner of stonetone®. 

Warren silvers son Aiden has spinal
muscular Atrophy and has a song on his new
album called “my son” that is about raising a
handicapped child. 

All proceeds will go to Families of smA, If
you could not attend the event but would like to
make a donation, please visit www.fsma.org,

Country music artist and songwriter
Warren Silvers with several of the
Stonetone® enhanced guitars. Silvers and
Stonetone® owner Robert Di Santo have also
announced their collaboration on a new
music label, dixie Road Records.
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STAND BY FOR 2012
O YOU RemembeR THAT sCeNe

FROm sTANd bY me, WHeRe THe

FOUR FRIeNds FINd THemseLves

CONFRONTed WITH THe ReALITY

THAT, TO COmPLeTe THeIR jOURNeY, THeY HAve

TO CROss THe TRAIN TResTLe?   

If you do, you’ll remember that they muster
the courage to venture out onto the suspended
railroad ties in the thin air above the ravine,
only to get halfway across when they hear the
whistle of a steam engine.

As the main character screams, “Train!!!” the
camera violently pans to the beastly, black
locomotive careening around the bend towards
the bridge where they’re trapped. There’s no
time to turn back so they run for their lives hop-
ing to make it to the safety of the other side
before the train runs them over. At the last pos-
sible second… they jump…to the embankment
and safety.  

Classic! 
In a way, I feel a special kinship to that now

famous foursome, having survived four full
years of this downturn. but as much as I’d like
to believe we’ve just jumped clear of the train,
there is a lot of talk about “another” recession
so I wonder if we are only halfway across the
trestle.  

The train is still gathering momentum and

the safety of the other side may be years away,
but there is a silver lining to the circumstances
we find ourselves in.  

While a shock to the system, these difficul-
ties present us with an opportunity to improve

Aaron J. Crowley
Stone Industry Consultant

as visionaries, and grow as leaders, and devel-
op as individuals as it forces us to operate in a
climate that businesses in mature industries
experience every day.

manufacturing had to get lean or die, because
of the fierce overseas competition. The grocery
business operates on almost non-existent profit
margins and only the masterfully managed sur-
vive.  

This recession is moving us in that direction
and along the way I’ve been learning some
things…

This recession has forced me to learn lessons
I would never have learned voluntarily because
my nature seeks desperately for the path of
least resistance.  

This recession has brought me to the brink,
literally to the end of myself, but also into a
peace and rest in the Almighty god that has
pushed back the stress, fear, anger and anxiety
that at times overwhelmed me. 

This recession has taught me lessons that
can’t be learned from a text book (or an article
for that matter) and has produced wisdom that
is only acquired through extraordinary trials
experienced during a prolonged and difficult
journey.

In the trailer to the movie mentioned earlier,
the narrator opens with the line, “In all our
lives, there is a fall from innocence. A time

after which, we are never the same.”  
The innocence of operating a business in a

bubble has completely fallen away. The way
we run our businesses will never be the same as
we complete the journey from naiveté to
knowledge.

so as we face this upcoming year and all that
it has in store for us, let us embrace, instead of
resent, the difficulties we’ve experienced and
those still yet to come.

Aaron J. Crowley is the founder and presi-
dent of FabricatorsFriend.com, the exclusive
promoter of Stone Sleeve fabricator sleeves
and Bullet Proof aprons. He is also the author
of Less Chaos More Cash. You can reach him
by email at Aaron@CrowleysGranite.com
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YOU dO A bROAd sPeCTRUm OF

FAbRICATION, YOU UNdOUbTedLY

dO, OR WILL dO, A bUILT UP edge

deTAIL ReqUIRINg “LAmINATINg”
A sTRIP OF sTONe ON THe OUTsIde edge OF THe

COUNTeRTOPs YOU’Re mAkINg.   

Laminating a second strip of stone gives the
illusion of thickness and creates a “built up”
look that can’t be achieved with a single layer
of stone. We see this in 2Cm markets that have
been using the thinner slabs for decades, and
have opted to offer a “built up edge” in order to
please customers’ tastes.

One of the most time consuming tasks in the
lamination process is the “prep” or back grind-
ing of the edges and the lamination strip, so the
a tight glue line is achieved, further complete-
ing the illusion of a thicker edge.

As a fabricator, grinding down the outside of
2 to 4 inches of the stone and the thin strip that
is the lamination is a tedious task for a begin-
ner, just as the removal of stock in order to cre-
ate a flattened of “jointed” effect can be tricky. 

If you don’t pay attention to the softness of
the stone or the amount of time you spend over
a certain area of the work, it could result in a
“not so tight” glue line that will trumpet your
lack of ability and place you in the “also rans”
when it comes to fine quality workmanship.

Traditionally, a coarse steel cup wheel (I
have been using braxton-bragg “Turbos” for
many years) has been the standard beginning
step in doing gross stock removal to get your
glue lines down to the “near invisible” state. I
have always finished my prep of the lamination
and the underside of the front edge using either
a fine grit steel turbo cup wheel, or carbide
stones in 60, 80 and 120 grit.

The prep phase of doing the “back grinding”
of the two mating surfaces has always been one
of my least- favorite tasks in the shop, but in
the market where I reside, 2Cm laminated
edges have been around almost forever. 

In my opinion, anyone can fabricate 3Cm
slabs – they are basically “whack it and pack
it” – wherein, you only have to cut the piece
and polish the edges. A 2Cm stone that gets a
laminated edge, on the other hand, needs
almost an entire extra day of fabrication time to
cut laminations, prep the edges, mock up your
lams, glue up and wait for your glue to cure. 

Happily, one area of the lamination process
that has been effected in a positive way is the
introduction of a new style of grinding wheel
that lets you “blow through” a particularily
nasty part of the operation – removal of fiber-
glass backing or “scrim coat.”

Removing the scrim coat on the back of slabs
is, and has been, a very dirty and messy portion
of the overall process of lamination, due to the
fiberglass mesh backing that is usually applied
to the backs of many slabs that need the extra
reinforcement to make the slab stronger and
safer for transporting from the finishing plant

to the distributor, and then to your shop.
The fiberglass scrim coat has to be removed

when you are laminating your edges, other-
wise, you’ll have a glue line that sticks out like
two sore thumbs!

Removing the fiberglass with a conventional
turbo cup wheel has been the method of choice,
up until now. There is a new tool available from
braxton-bragg that speeds up this process, and
makes removing and prepping the back side of
the stone much faster and easier. 

The new tool that I am using now is called
the “Cyclone super Cluster Removing Wheel.”
That’s a mouthful, but it works like a charm
and reduces the amount of time and effort
needed to prep your edges for the lamination
process.

I have been using the Cyclone super Cluster
Removing (CsCR) Wheel with outstanding
results. glue lines have been pretty much non-
visible, and the amount of time that is required
for this step in the process has been greatly
reduced. 

The CsCR Wheel gives a great smooth finish
in a fraction of the time it has taken me with
previous methods, and I would recommend
that if you are doing laminated edges, you pick
one up and give it a “try out.” If you’re like me,
you switch over to using an CsCR Wheel
whenever you have a fiberglass mesh-backed
slab to fabricate.

One tip I would pass on is that the little bits
of fiberglass that the CsCR Wheel will remove,
will float around in the air around you if you
use the wheel dry, and if you do, you’ll need to
take the proper precautions by making sure you
have adequate ventilation, and vacuum the dust
as it is grounded off. Additionally, you’ll need
to wear a dust mask, and use eye protection, as
well as wearing a long-sleeved shirt to keep the

Kevin M. Padden 
AZ School of Rock & KM Padden Consulting

fiberglass particles from getting on your skin.
You can, however, use the CsCR Wheel wet

and keep the fiberglass particulate from getting
into the air around you; this is what I do, as the
dust factor is not an option in many shops that

want to be OsHA compliant. Using a water-fed
grinder (air or electric) will reduce the dust fac-
tor significantly, and not effect the grind quali-
ty that the CsCR Wheel is capable of provid-
ing.

If you are a fabricator who has to do a lot of
prep involving removing fiberglass mesh from
the backs of your slabs, I would highly recom-
mend that you pick up an CsCR Wheel and
give it a try. You’ll be spending less time
removing the fiberglass mesh backer, and your
glue lines will look terrific! You can use them
wet or dry, but as with most grinding tools, wet
is always safer and kicks up less dust. Trust
me: you don’t want to breathe fiberglass dust!

Until next month – best Regards and Happy
Fabricating!

“Laminating” is a Hands On Fabrication topic
that is taught each month by Kevin M. Padden
at the AZ School of Rock in Gilbert, Arizona. 
For more information on classes, contact

Kevin at 480-309-9422 or online at
www.azschoolofrock.com.

The new tool that I am using now is called the “Cyclone Super Cluster Removing Wheel.” That’s a
mouthful, but it works like a charm and reduces the amount of time and effort needed to prep your

edges for the lamination process.

If you are a fabricator who has to do a lot of
prep involving removing fiberglass mesh from
the backs of slabs, I would highly recommend
you pick up an Cyclone Super Cluster Removing
Wheel and give it a try–use it wet or dry.

PRODUCT REPORT:
Cyclone Super Cluster Surface-Removing Wheel

NO PRESSURE, RIGHT?
PRegNANT sUbURbAN CHICAgO

WOmAN WAs sO deTeRmINed TO

FINIsH THe ILLINOIs bAR exAm

THAT sHe COmPLeTed THe TesT

eveN AFTeR gOINg INTO LAbOR. 

The Chicago Tribune reports 29-year-old
elana Nightingale dawson had started the
final portion of the exam last week when the
Northwestern Law school graduate went into
labor. The exam must be finished to be valid.

Nightingale dawson says her goal was “to
get through the exam as fast as I could and

leave” unless anything more serious hap-
pened. Her contractions were about 15 min-
utes apart.

After finishing, she walked with the proc-
tor about one block to a downtown Chicago
hospital. The downers grove woman’s son,
Wilson, was delivered by C-section about
two hours later.

she wouldn’t find out until the following
month if she passed the bar.

Source: The Chicago Tribune,
http://trib.in/pPBH6U

UP AND RUNNING
POLICemAN kNOCked dOWN bY

A dRIveR IN A sTOLeN CAR

jUmPed sTRAIgHT bACk UP,
RACed AFTeR THe FLeeINg mAN

ANd sTOPPed HIm WITH A TAseR gUN.

surrey Police set up a roadblock on the
m25 highway just outside London, england
to catch Lee Adamson as he drove a stolen
bmW on july 3.

Police officer dan Pascoe was standing at
the door of his patrol car when Adamson

crashed into it. Pascoe was knocked off his
feet by the impact, but immediately jumped
up and chased after Adamson, who aban-
doned the bmW a few feet away and ran off.
Pascoe stopped him by firing a stun gun.

Police spokesman james baker said the
incident was filmed by a video camera
attached to another police car. see the video
at http://www.youtube.com/watch?v=0opm-
jdhCws.

Adamson, 29, was jailed for 23 months for
dangerous driving and resisting arrest.
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FeW mONTHs AgO, I WAs sTANdINg

AT THe WATeR COOLeR TALkINg

sHOP WITH TWO OF OUR

INsTALLeRs. THeY HAd jUsT

ReTURNed FROm THe INsTALLATION OF A bLACk

3Cm gRANITe kITCHeN THAT CONsIsTed OF TWO

26˝ x 100˝ RUNs, ANd AN IsLANd THAT WAs

ALmOsT THe sIze OF A LARge FULL sLAb.   

While listening to one of the them (I’ll call
him installer x) explain some of the difficulties
that they had in getting the island into place, I
was struck by his awkward posture, red eyes,
and the extreme look of pain on his face. 

In the past I had seen that crooked posture
and look of pain, but never to this degree. You
see, installer x has been with us for thirty-one
years and an installer for twenty-five of those
years. He can do things with stone that others
cannot...truly. He is one of the best of the best,
a Top gun if you will. He likes what he does,
makes great money, and is a lifer in this indus-
try and our company. He is a professional and
has no plans to leave anytime soon, (we would-
n’t let him leave, even if he wanted too). 

When the staff of the Slippery Rock Gazette
asked me to do a write-up on a product that had
the potential to help thousands of installers, I
was very optimistic about what the end result
might be, and I thought, could there be a prod-
uct that would finally end the nagging back
woes and anguish from the long-term lifting
and physical transport of heavy slab counter-
tops?

I then thought to myself, “What if?” What if
twenty-five years ago, x and his partner were
trained to use a belt, that when used in conjunc-
tion with slab carry clamps could make a hard
job easier and safer? Could a product that takes
the stress off of arms, shoulders, hands and
backs, have the potential to add ten or fifteen
more pain free years to installer x’s career? 

To find out, we asked two long-time fabri-
cator/installers to weigh in on the merits of a
product called the sme slab belt, a 6˝ wide
belt that uses double and triple stitched leather
and is designed to be used with any brand of
slab clamps. The participants are: C.j. moore,
a ten-year owner/operator from northern N.j.,
and jim brewer, an owner/operator from east
Tennessee, who brings well over a decade of
fabrication experience to the table.
Q) How many installers in your company

tested the sme slab belts?               
A) CJ: A total of four installers were able to

use the belts during testing.
Jim: I do approximately 75% of our installs

and testing was done by myself and one other
man.  
Q) many times installers face long walks

through rough terrain and lots of stairs. In what
situations were the slab belts used, and in
which of those situations did they work the
best?
A) CJ: The slab belts are the most effective

when there is a long walk or going up steps and
you have a countertop that is so large and
heavy that you cannot physically hold it in your
hands. That is the best application for the belts
in my opinion.
Jim: I wish I would have had these for my

crew years ago. It makes lifting and maneuver-
ing stone much easier, especially going up or
down stairs where the weight is transferred to
the person below. I also have a closed panel
truck with a pull out ramp, and the slab belts
are an ideal way to get countertops from truck
to ground level.
Q) many products require time to get used

to. Was there a learning curve associated with
the slab belts and, if so, how long did it take for
your men to get comfortable using them?
A) CJ: my men were fine with them when

they first put them on. It wasn’t like they had to
get  accustomed to them. It was only walking
while using the belts that took some getting
used to.
Jim: They were easy and straight-forward to

use; just make sure you set the clamps at the
correct level to clear all obstacles like stairs,
thresholds, etc. That’s the biggest trick in get-
ting the slab belts and stone clamps to work
well.  
Q) What brand of slab clamps were used?
A) CJ: Abaco. 
Jim: stone Pro. 
Q) Likes? 
A) CJ: It’s a great idea because when you

use the clamps and belts to carry a large piece,
the belts take the pressure off of your upper
body. The belts biggest advantage is when you

are walking forward or going up stairs.  
Jim: I am glad to see that products are

becoming available to help prevent injury to
slab installers. I have seen many improvements
in machines and lifters out there like carry
clamps, and we now have sme slab belts. 
Q) dislikes?
A) CJ:You do have more control maneuver-

ing through tight areas while using only clamps
to carry a large piece. I think that on everyday
installations, the belts are not necessary, but
when you do have those really big countertops,
they are going to come in handy. They are just
not needed for everyday installations. 
Jim: No complaints here.
Q) What stood out?
A) CJ: I think that the belts work very well.

When you can use your legs and hips to lift and
hold a large slab instead of your arms holding
just clamps, it is definitely an advantage. 
Jim: I think the comfort of having the weight

off of your legs and having support on you
back gives you more confidence while lifting
and a more secure feeling while maneuvering.
I’ve moved islands that were six and seven
hundred pounds, and when you’re moving that
much weight, it’s good to know that if you lose
your footing, the counter top is not going to hit
the floor.
Q) do you feel that the construction and

materials used in making the belts have created
a durable and quality product? 
A) CJ: As far as what I can see, they look

like they are great quality. I like the idea and I
like the way they are built.
Jim:Yes, they seem well-made, very sturdy. 

Q) do you feel that $139.95 per belt is a
good value?
A) CJ: It’s Ok.
Jim: What’s $139.95 worth compared to

your health?
Q) The stone industry is a very close commu-

nity; we all talk to each other. Would you rec-
ommend the belts to other installers?
A) CJ: I would recommend them, but I

would tell them the same thing I’ve told you.
When you need them, they really come in
handy, but if not, there’s no point in using
them. 
Jim: definitely.  
jim, because of the amount of time that

you’ve had to test the belts, I’d like to address
this final question to only you.
Q) If a newly-hired installation crew were

trained and made to use sme slab belts on
their very first day of employment, is it possi-
ble that their pain-free working years could be
extended?
A) Jim: In my opinion, I feel it is a product

that can prevent injury, keep your workman’s
comp insurance low, and keep your experi-
enced installers out of the doctor’s office and
on the job. Installation is a risky business. If
you lose your lead installer and have to replace
him with someone else, then that can be risky.
Yes, I definitely feel that a man could add more
pain-free working years to his career.

Peter Marcucci is a 25-year senior fabricator
at European Marble Co., Inc. Sarasota, FL.
Send any comments to pjmgsxr@aol.com.

Peter J. Marcucci
Safety Contributor

FABRICATORS’ SAFETY FOCUS: SLAB BELT REVIEW
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THE VARMINT COUNTY CHRONICLES “Boomer” Winfrey
Varmint County Correspondent

Continued on page 30

Ne OF THe mOsT NOTAbLe

OCCAsIONs ON vARmINT

COUNTY’s sOCIAL CALeNdAR

HAs COme AROUNd AgAIN. I’m

TALkINg, OF COURse, AbOUT HALLOWeeN. THe

LIsT OF PRANks, mIsHAPs ANd geNeRAL ANAR-
CHY THAT TAkes PLACe eveRY YeAR AT THIs

TIme OF YeAR Is THe sTUFF THAT LegeNds ARe

bUILT UPON.   

We’re talking about classic pranks such as the
time long ago when a young Colonel Hugh Ray
jass and Archie Aslinger managed to place a
donkey cart, complete with two live jackasses,
on the peaked roof of Lower Primroy
elementary school, or the time a few years ago,
when Corky Hockmeyer and Peanut Cummings
tipped over the last standing outdoor privy in
varmint County, and both fell head-first into the
open pit while doing the tipping.

Only last year, you may recall, the varmint
County High school cheerleading squad came
up with a fundraising idea and sponsored a
“haunted high school” instead of a haunted
house. They had dr. Acula’s health class
(“Avoid direct sunlight. O-positive is a pre-
ferred blood type”). 

They had basketball games between were-
wolves and zombies and then they had that
unfortunate matter of mortician Clyde Filstrup
junior loaning a dozen coffins to the school for
décor but accidentally sending one over with a
client still inside. The mortal remains of old
Carlisle mcCracken were quickly returned to
the funeral home but only after the cheerlead-
ers had mistaken the corpse for a dummy and
posed with it for yearbook photographs.

This year the school board quickly nixed a
repeat of last year’s excitement, waiting as
they are for the statute of limitations to expire
on a possible lawsuit from the mcCracken
family.

but this year’s Halloween festivities are not
limited to one night, or even one week, thanks
to the good folks in Haig Hollow. The notori-
ous Haig clan has finally joined the current
trend of farmers earning a little extra income
by creating a corn maze. 

In the case of patriarch elijah “big Poison”
Haig and his extended family, this only makes
good sense. The Haigs have extensive farm-
lands in their valley ringed by mountains, but
generally only grow small vegetable gardens
and large fields of corn. The corn, of course, is
not used to feed livestock or take to market,
but used instead to produce large quantities of
corn whiskey, including the infamous Haig
“spring run” that is also sold to the Air Force
as a jet fuel additive. (some say the secret
ingredients in “spring run” include fermented
habenero peppers).  

Last year, some of the younger Haigs con-
vinced elijah to let them construct a corn maze
in the large field adjacent to granny Haig’s log

cabin. The maze was intended for the amuse-
ment of the Haig children, namely elijah’s
younger grandchildren and great-grandchildren,
and granny’s great-great-great grandchildren.
It had the usual collection of frightening
scenes, from zombies and monsters of every
ilk to a lifelike replica of Caleb Hockmeyer
and two of his sons, armed with hog rifles.

The Hockmeyer display was particularly
popular, since the Haigs and Hockmeyers have
been feuding since the Civil War.
Unfortunately, the replicas, carved from some
giant pumpkins and acorn squash grown by
boudreaux Haig at his homestead up on the
side of Flatiron Peak, didn’t last long. some of
the teenaged Haig boys blasted them into
pieces with twelve-gauge buckshots two days
after the maze opened.

but to make a long story short, the maze
turned out to be so popular that elijah decided
the time was finally ripe to open up the forbid-
den lands of Haig Hollow to the rest of the
world by advertising the corn maze and charg-
ing admission.

“elijah, you think it’s a good idea to let a
bunch of strangers roam around Haig
Hollow?” Curley “Little Poison” Haig asked
his father. “I mean, you don’t need the money
and some of them might wander over into the
woods and bump into something that’s none of
their bizzness, like one of our stills.”

“son, since the United states Air Force start-
ed buying our spring run for their jets, we’re
sort of protected from revenooers. We gotta

special permit from the department of
Homeland security that allows us to cook our
whiskey and it’s all brewed in one building
right there in plain sight. The only stills that
are out in the woods are either abandoned or
small operations run by your cousins for their
personal use,” the old man replied. “And I ain’t
keepin’ the money. It’s all goin’ to the Penny
Haig college scholarship fund that my grand-
daughter set up for varmint County kids from
poor families.” 

And so during the four weeks leading up to
Halloween, one of the most popular spots in
varmint County has been the once-forbidden
territory of Haig Hollow. Practically every res-
ident in three counties made at least one visit
to the corn maze, if for no other reason than to
say they had finally been into Haig Hollow
and come out alive.

And elijah Haig and his family spared no
effort to make the maze a memorable experi-
ence. They repeated the Hockmeyer display,
this time setting it up as a target shooting range
where young Haigs could test their marksman-
ship. since they wanted Hockmeyers to visit
the maze as well, they set up a second shoot-
ing range featuring replicas of some feuding
Haigs where the Hockmeyers could practice

their skill with a rifle A bulls-eye earned the
shooter a stuffed witch or werewolf, or if over
21, a small airline bottle of “Haig corn likker.”

Camilla Clotfelter, whose late granny
Cordelia was reputed to be varmint County’s
last real witch, agreed to dress up as a wizened
old crone and tell fortunes while stirring a
witches’ brew. since many in the county sus-
pect that the lovely young Camilla inherited
her granny’s powers, they took Camilla’s pre-
dictions seriously, especially after “Little
Hair” Pennywell’s nephew pinched off part of
Camilla’s fake nose. The kid had to be taken
home when shortly afterward, his nose began
to bleed uncontrollably.

but the most popular, and most feared dis-
play in the maze was “the swamp of terror.” A
path of trampled cornstalks led down a steep
incline to a pool of muddy water. A wire cage
then stopped visitors from approaching
beyond a red line painted on the ground. kids
would all push up to the edge of the cage to see
what was so scary about an old pool of filthy
water, when out of the pool would lunge “Old
gnash,” elijah’s pet alligator, given to him by
his Louisiana Haig cousins for providing them
with a temporary home in the wake of
Hurricane katrina.

Most Horrific Scene at Haig Hollow’s Corn Maze - Gnash the Gator or Granny?

STONE SLEEVE™
Fabricator’s Sleeve

800-575-4401 • www.braxton-bragg.com

Available from

The Original is STILL the best   !

• Soft rubber cuff that fits closely
around the wrist for a water-tight seal

• Water-proof, tough, military spec cordura nylon sleeve
with a built-in Velcro™ strap to keep it snugly in place
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THE GET-AWAY BRIDE
UTHORITIes sAY A NeW bRIde

ARResTed IN mICHIgAN ON A 3-
YeAR-OLd WARRANT ANd

bRIeFLY jAILed WeARINg HeR

WeddINg dRess HAs ALsO mIssed HeR dAY IN

COURT.

The jackson Citizen Patriot reports 53-
year-old Tammy Lee Hinton failed to appear
in jackson County district Court. The war-
rant was for felony identity theft charges.

jon johnston, the public safety director for
blackman-Leoni Township, says his depart-
ment will try to locate her if another arrest
warrant is issued. He did not immediately
respond to phone message seeking comment.

Police believe Hinton has been living in
Florida. They received two tips that she
would be in michigan for the wedding.

Police arrested Hinton on the felony war-
rant, and booked and released her after less
than about 30 minutes.

He mARbLe INsTITUTe OF

AmeRICA (mIA) HAs ReLeAsed

AN UPdATed veRsION OF THe

ResIdeNTIAL sTONe COUNTeRTOP

INsTALLATION TeCHNICAL mOdULe.

The revision of this module was undertaken
by a special task force composed of industry
leaders, mIA Accredited
Natural stone Fabricators,
and representatives of the
stone Fabricator’s Alliance.
Included in the publication
are 17 pages of detailed
drawings on all aspect of
countertop installation; a sec-
tion on making accurate field
measurements; clarification
of lippage for countertops vs.
peninsulas; pictures of com-
monly used edges; and 17
pages of detailed drawings on
all aspects of countertop
installation.

“mIA’s installation guidelines should always
be evolving to account for advancements in
technology, proven industry practice, and
enhancements from previous versions,” said
Chuck muehlbauer, mIA technical director.

Countertop Chapter Review Committee
Chair, john Cogswell, had this to say about the
update, “The countertop segment of the natural
stone industry has seen many changes since the
last update of the design manual (2007). The
newly revised countertop module reflects cur-
rent industry practice and includes an expand-
ed stone materials section, as well as, a new

section on stone finishes and
guidelines for outdoor
kitchens.”

For more information on
ordering this updated coun-
tertop technical module, con-
tact mIA at 440-250-9222 or
visit http://store.marble-insti-
tute.com/.

About ForzaStone, LLC
For over 65 years the

marble Institute of America
(mIA) has been the world's
leading information resource

and advocate for the natural dimension stone
industry. mIA members include marble, gran-
ite, limestone, sandstone, and other natural
stone producers and quarriers, fabricators,
installers, distributors, and contractors in over
50 countries around the world.

MIA INTRODUCES REVISED
COUNTERTOP MODULE

Old gnash played his part well. He was
chained by one leg to a concrete post that
would allow him to bang up against the wire
cage, huge teeth gnashing, but without being
able to put any weight behind his charge. The
kids would all scream and fall back, but gnash
would merely snap his huge jaws once or
twice and then, unable to reach his quarry,
retire back into the water.

Throughout October, the Haigs fed gnash
only half of his normal daily diet of a live goat
and six hens, guaranteeing that he would make
an honest effort to get at the gawkers behind
the wire cage and put on a good show.

You’re wondering by now, what happened to
make this tale a typical varmint County story,
where the best-laid plans go astray resulting in
chaos, civil unrest or mass casualties?
Actually, nothing terrible happened at the Haig
Hollow corn maze. The maze brought in a
small fortune for the scholarship fund, provid-
ed the entire county with a memorable
Halloween experience and the Haigs and
Hockmeyers contented themselves with shoot-
ing at replicas of each other instead of the real
things.

Well, there was that one minor incident
involving Cody Perkins, “quip” Aslinger and
Lawyer mcswine’s nephew from burrville.
The three teenaged boys visited the maze with
former Road superintendent Pothole Perkins
and his wife beatrice, when they slipped off by
themselves to steal a smoke.

They found themselves wandering down a
path in the maze that looked less trampled than
most, and suddenly spied another path leading
to a wooden structure. The boys couldn’t
believe their eyes. An outhouse! A real gen-
uine outdoor privy still standing in varmint
County! 

“They didn’t mention this in the newspaper
article about the maze. must’a just put it up for
decoration,” quip Aslinger noted.

“Hey, didn’t Corky Hockmeyer and that
Cummings kid get credit for flipping over the
last outdoor privy in varmint County back
when your paw was in school?” Cody Perkins
asked. “Reckon we should steal their thun-
der?”

“Yeah, and I’ll bet we can do it without
falling in the pit,” quip replied.

so the three leaned up against the last privy
in varmint Count and pushed hard until it
crumpled over on its side, revealing 112-year-
old granny Haig sitting there on her throne,
reading a 1973 sears & Roebuck catalog by
candlelight.

Immediately, maze visitors were treated to
the sight of the three wayward teenagers run-
ning through the corn maze, screaming for
help with granny Haig hot on their tails,
swinging a double-bladed axe. elijah inter-
vened before any damage was done, holding
back his grandmother while the boys piled into
Pothole’s car and the family made their
escape.

“I told you not to plant this danged corn
maze so close to my cabin. Them mean boys
done gone and knocked down my bathroom,”
granny complained.

“Well, granny, I’ve got six bathrooms in my
house with flush toilets and hot running water.
You know I’ve been trying to get you to move
in there for the past five years,” elijah pointed
out.

“don’t hold to no new-fangled stuff like
that, boy. I was born in my cabin and so were
you. I plan to be buried in it and I plan to use
my own bathroom, so you better just get some
of the younger boys to build it back tonight!”

“You get granny’s privy set back up?” doc
Clyde Filstrup sr. asked elijah the next morn-
ing. “Lawyer mcswine asked me to come out
here and tell you he’ll pay for any damages.”

“Nah, the boys were able to get it back up
last night. We anchored it with some concrete
so there will be no more pushing it over,”
elijah replied.

“A shame, really. judge Harwell was here
last night with his grandkids and he said the
alligator pool was scary, but nothing really
frightened the kids as much as seeing granny
come running up the path swinging that axe. It
ought to be part of the maze on a permanent
basis.”

“Uh-huh. It was scary, all right. I was more
scared than anyone ’cause I knew if she caught
up to those boys, she would have used that
axe,” elijah replied. “You want to get really
scared, doc. You be the one to go tell granny
we want her to repeat that scene again every
night.”

Continued from page 29

THE VARMINT
COUNTY CHRONICLES

Throughout October, the
Haigs fed Gnash only half of
his normal daily diet of a live
goat and six hens, guarantee-
ing that he would make an
honest effort to get at the
gawkers behind the wire cage
and put on a good show.

He CHAIRmAN OF A mAssACHU-
seTTs sCHOOL bOARd HAs

ResIgNed dAYs AFTeR PeRFORm-
INg A mAgIC TRICk AT A TeLe-

vIsed meeTINg THAT mAde IT APPeAR As IF He

HAd RemOved A FeLLOW bOARd membeR’s bRA. 

Russell Fitzgerald said he resigned from
the Abington school Committee after a
weekend of reflection.

He told The Enterprise of brockton, mA
that fallout from the trick played a part in his
decision. The meeting was on live Tv and
was met in the room with silence and acute

e m b a r r a s s -
ment.

Fitzgerald
is an amateur magician who generally started
meetings with a trick. Neither the subject of
the sept. 27 bra trick nor his “accomplice”
knew what was going to happen.

Fitzgerald also noted he’s been on the
board for 11 years and his term is almost up
(…and he must have pretty bored to do
something this ill-considered).
Source: The Enterprise, 
http://www.enterprisenews.com

AB-BRA-CADAB-BRA!
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AZ School sponsors include: Accu-Glide   Akemi   Braxton-Bragg   Chemical Concepts   Defusco Ind. Supply
Edgemate Tools  Durcon-Elements  Edgewise Diamond   Fabricator Network  Granquartz Gorilla Grips

Green World Glass  Integra Adhesives   ISFA   Laser Products   Marble Institute of America  
Miracle Sealants  Moraware  MR Direct   Natural Stone 101  Omax   Omni Cubed 

Park Industries   Polar Air  Seam Phantom   Samich  Sink Setter 
Slippery Rock Gazette   Stone Business Magazine

Stone World Magazine   USG Robotics  
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THE STONE DETECTIVE
The Case of the Ruined Marble Columns

WAs A WONdeRFUL FALL mORN-
INg. I gOT mY LAzY bUTT OUT

OF bed, WeNT OveR TO THe

WINdOW ANd NOTICed ALL THe

COLORFUL LeAves. mAde me THINk OF sOme OF

THe mARbLe sLAbs I ReCeNTLY sAW AT A TRAde

sHOW. 

so many new types of stone out there, and
with this, comes some new challenges. That’s
what I love about the stone industry. Never a
dull moment, and today would be no exception.   

I walked into the bathroom and jumped in the
shower just as my phone rang. “Should I
answer it or wait?” I thought to myself. I
picked up the phone and before I could even say
hello, the panicked, female voice on the other
end started crying and mumbling something
about her marble columns were all ruined.  

“Calm down, ma’am,” I said. “I’m here to
help.” Now I felt like a psychologist instead of
stone detective. I finally got her to calm down
and she told me that her maid started cleaning
several marble columns and, “all the colors are
bleeding! They’re ruined! Ruined!”  

my first thought was that she was using a
caustic cleaner, so I asked what she was using.
she said she was using a marble cleaner she
bought at a local hardware store. I asked her to

grab the bottle and tell me the name.  
I waited on the phone as I heard some clash-

ing of bottles. In about a minute she came back
to the phone and read me the label. It appeared
to be your standard neutral cleaner. This puz-
zled me even more. I said, “ma’am, this sounds
like something I will have to see and try to ana-
lyze. give me about twenty minutes.”

I jumped back in the shower and couldn’t
think for the life of me what would be the prob-
lem with this marble.

I later pulled up to this huge mansion that
looked like a replica of the White House.
“Interesting,” I thought. “guess I better not get
into a political conversation with her.” 

I rang the doorbell and a small, Latin-looking
lady opened the door. “buenos dias, señor,” she
said and motioned for me to come in. she was
wearing a uniform, so I surmised that she had to
be the maid. Come to find out later, she was one
of three maids. must be nice.  

she brought me over to a large column and
started crying as she was pointing at it. At first
glance it appeared to be a black and gold mar-
ble commonly called Portoro. I really didn’t
see anything wrong with it until I looked on the
backside of the column. It appeared to have
been smeared, as if someone had put some wax
on it and then wiped it before it had a chance to
completely dry. 

There also were some black drip marks run-
ning down the column. I suspected that the col-
umn had been dyed and the cleaner simply
removed the dye. I took a white rag out of my
stain kit and wiped the area, then something
did not feel right to me. 

The rag dragged across a column that was
not smooth like your typical marble. I took my
knuckle and tapped on the column and noticed
that it had a really hollow sound. “Oh no,” I
thought, “now I know exactly what happened.”  

I asked if the lady who called me was around,
and just as I asked, I felt a presence behind me.
When I turned around, there stood a woman in
her 50s with her black hair tied in a bun. 

she looked like she had enough make-up on
to make dolly Parton jealous. she had her arms
folded and just stood there without saying a
word. I looked at her, smiled and said, “Hello,
I’m the stone detective.” 

Frederick M. Hueston, PhD  
Stone Care Consultant 

she unfolded her arms, motioned to the maid
to leave and asked in an annoyed voice, “Well,
is it ruined?”  

I didn’t know how to break the news to her, so
I just looked at her and said, “Yes, ma’am, I’m
afraid it is ruined.” 

she gave me a stare that could have frozen a
pot of boiling water in seconds. I continued on.
“ma’am, the reason the marble cleaner ruined
this column is that it is not marble. It’s a wood
column painted to look like marble.” 

she began to argue with me, insisting, “Yes, it
is marble.”  I didn’t want to argue with her, so I
took out some paint thinner and silently wiped
the area that was already smeared, exposing the
grain of the wood. I told her she needed to call
an artist who could retouch the faux marbling
on the column. I offered to recommend one, and
when she huffed and declined, I showed myself
to the door. Oh, well. Another case solved.

The Stone Detective is a fictional character
created by Fred Hueston, written to be enter-
taining and educational. He has written over 33
books on stone and tile installations, fabrica-
tion and restoration and also serves as an
expert for many legal cases across the world.
You can send any email comments to him at
fhueston@stoneforensics.com

18. The junction of two units at an angle
19. The main direction of the mineral

DOWN
2. A stone molding with a reverse edge
3. A warping or curving of wall cladding
4. A satin-smooth surface finish
5 A type of polishing process
8. White in italy
9. Covering layer
11. black, in Italy
13. Popular green Charnockite from brazil;

used for pedestal of Rio de janeiro Christos
15. Wax

NOVEMBER STONE CROSSWORD ACROSS
1. Applying a chemical containing a

stain inhibitor
6. Rock used to for upscale countertops;

also used historically to make molds 
for casting metal

7. The underside of a sloping roof that
overhangs a wall

8. Convex rounding of a stone edge
10. Top of a step
12. block projections on an entablature
14. The means by which slabs are attached
16. A sloped surface contiguous with a

vertical or horizontal surface
17. The exposed surface of stone on a

structure or in a quarry

Test your knowledge of some common and not-so-common terms used in stone fabrication,
restoration and geology. Answers will be provided next month-good luck! See page 35 for
the solution to the October crossword.

FACEBOOK STATUS: UN-FRIENDED
TexAs mAN Is FACINg bATTeRY

CHARges AFTeR POLICe sAY He HIT

HIs esTRANged NeW mexICO

WIFe ANd PULLed HeR HAIR

OveR HeR LACk OF A ResPONse TO HIs

FACebOOk sTATUs UPdATe. 

The Carlsbad Current-Argus
reports that 36-year-old benito
Apolinar of Pecos, Texas, was arrest-
ed following a fight at the Carlsbad, N.m.,
home of dolores Apolinar.

According to the criminal complaint,

benito Apolinar posted a comment on his
Facebook page about the anniversary of his

mother’s death, but dolores Apolinar
didn’t click the “like” status but-
ton.

The complaint says benito
Apolinar told his wife that he was
unhappy that she didn’t respond as

others did. Police say that’s when a fight
began.

benito Apolinar pleaded not guilty to one
charge of battery.

It was unclear if he had hired an attorney.
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B E T T E R ! FA S T E R ! C H E A P E R !
Call 800-575-4401 Fax 800-915-5501 

When You Can’t Use a Shim…
And You Need the Seam Right…
Use the NEW Hercules® EZ Level

NEW!

1 2 3

Call for a

FREE
Sample!

MADE IN THE USA

Simple and Easy to Use
This amazing little invention solves installation prob-
lems at the back of cabinets, where you just cannot use
a shim to level the seam.

Quick and Permanent
The new Hercules® EZ Level makes the leveling
process quick, easy and permanent! Placement of the
level is aided by a self-adhesive strip. The level is then
secured by two screws.

3 Easy Steps
After placing the level on the back cabinet support strip
and securing it with two screws, thread the captive lev-
eling screw until it reaches the underside of the slab.
That’s it! Place, screw, thread.

EZ to Level
Once the Hercules® EZ Level is in place, use a 7/16˝
wrench or socket with extension to tighten the leveling
post and raise the surface.  

No More Shims that Collapse
Wood shims can compress and collapse in time, espe-
cially home store shims made with high resin wood.
The Hercules® EZ Level will not compress and will
provide a positive mechanical support to the slab.  

It’s Guaranteed!
Guaranteed Quality—All our products carry a 30-day,
risk-free, money-back guarantee. If you are not satisfied
with your purchase, simply return it for a prompt and
courteous refund.

Item # Description LOW Intro Price
75100 Hercules® EZ Level Kit, 2 Leveling Clips, 2 Bolts, 4 Wood Screws $4.95

75101 Hercules® EZ Faucet Support Bracket, 2 Brackets  $2.49

75102 Hercules® EZ Level Extension, 2 Extension Brackets, $2.99
2 Bolts & 2 Washers 

75103 Hercules® EZ Level Deluxe Kit, 4 Level Brackets, $9.95
1 Faucet Support Bracket, 1 Extension Bracket, 5 Bolts,
8 Wood Screws, 1 Washer 

SEE THE

E-Z Level

ANIMATED

INSTALLATION VIDEO 

ON THE BB WEBSITE!
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WWW.FIXMYSAW.COM

CALL 423-506-6988 OR EMAIL DOUG@FIXMYSAW.COM
WWW.FIXMYSAW.COM

CALL 423-506-6988 OR EMAIL DOUG@FIXMYSAW.COM

• ON SITE TROUBLESHOOTING AND REPAIR

• NEW AND RELOCATION INSTALLATION

• COMPLETE MACHINE SHOP FOR PART MANUFACTURE

• VIDEO SAW AND MACHINE INSPECTIONS AVAILABLE

INVESTIGATE USED EQUIPMENT BEFORE YOU BUY!

• 15 YEARS AS A TROUBLESHOOTING, FIELD REPAIR TECHNICIAN

ON SITE REPAIR TO
CONTINENTAL US

BRAZILIAN STONE SPECIALISTBRAZILIAN STONE SPECIALIST
BUY SLABS THE RIGHT WAY! BUY STRAIGHT FROM THE QUARRIES

AND SAVE. WE’LL GUIDE YOU STEP BY STEP UNTIL THE SLABS

ARE DELIVERED TO YOUR DOOR. WE PROVIDE COMPLETE PEACE

OF MIND WITH PHOTOS & PHYSICAL INSPECTION OF YOUR ORDER.
WE GUARANTEE YOU’LL RECEIVE WHAT YOU ORDERED, INSPECTED
& TAGGED BY US. NO MONEY UP FRONT–PAY IN 90 DAYS AFTER

YOUR ORDER LEAVES BRAZIL. INSTALLMENT TERMS AVAILABLE.

CALL ALBERT AT 918-249-0786 OR EMAIL ALBERT@MALFACINI.COMCALL ALBERT AT 918-249-0786 OR EMAIL ALBERT@MALFACINI.COM

�MOST MEXICAN STONE PRODUCTS�

Since 1979
Since 1979

Tiles, Cut-to-size, Custom-Cut Architectural designs, Columns, Fireplaces,
Fountains, etc. in mexican Coquina, Crema maya and Ticul

Visit our web site: www.mextone.com
Call Ricardo Toll Free Nationwide 1-888-919-9433
or email samples requests to ricardo@mextone.com

MEXTONE
CORPORATION

Stone Forensics
Consultants in Natural Stone
740 Nelda Ave
Palm bay, FL 32907

S t o n e  F o r e n s i c s . c o m
INSPECTIONS  -  CONSULTATION  -  EXPERT WITNESS

Stone Forensics is comprised of engineers, scien-
tists, and geologists with an expertise in natural
stone installations and failures relating to natural
stone installations. Services range from specifying
consultation to providing expert witness testimony.

FOR MORE

INFORMATION,
CONTACT:

321-514-6845  | WWW.STONEFORENSICS.COM

The information contained in our
Classifieds section is provided by third
parties and not an endorsement of particu-
lar products, companies or employers.
The sRg® encourages all interviewing
employers to carefully conduct prescreen-
ing of all prospective employees, and pur-
chasers of used equipment are encouraged
to use caution and common sense.

READERS PLEASE NOTE:

ADS NOT MEETING GUIDELINES WILL NOT
BE PUBLISHED. 

•$30.00 per ad, per month. Ads may be
renewed by contacting the slippery
Rock gazette.
•maximum of 70 words or less per ad
•Payment must be made at the time ad is
submitted. Credit or debit Card only. A
Credit Authorization Form is available
by fax, or download a PdF from the
slippery Rock website.

•All faxed ads must be typed–No hand
written ads–No exceptions. 
•Please review all your ad info before
submitting– NO refunds will be given
for ads that are submitted with the
wrong contact info or content and then
published.
•Ads may be submitted by fax to 800-
915-5501, (Attn: stacie Wingo), email
swingo@slipperyrockgazette.net or use
the online form located at

www.slipperyrockgazette.net

2011 CLASSIFIED AD DEADLINES

CLASSIFIED AD GUIDELINES

ISSUE AD SUBMISSION DEADLINE

deCembeR 2011 TUesdAY, NOvembeR 1, 2011

jANUARY 2012 TUesdAY, deCembeR 6, 2011

FebRUARY 2012 WedNesdAY, jANUARY 4, 2012

For Sale

FOR SALE: Why buy used? New
bridge saw, full size, hydraulic lift
table & CNC controls. $99 per week
w/ lease. New & used granite equip-
ment. Hydraulic tilt tables, 12 ft. x 12 ft.
bridge saws, sink machines & profilers.
Will ship & install if necessary. Call
with your needs 813-476-5386, 813-
634-3984 or email zpilotz@yahoo.com

_____________ 

FOR SALE: Bavelloni 450 EGAR
CNC: brand new within 18 months.
Includes all tooling & spare parts.
Currently in operation. showroom con-
dition, low hrs., 208, 3-phase. New
$226,904, selling for $110,000 ObO.
You pick up. Call 410-829-2352 or
email mike@segergranite.com

_____________

FOR SALE: CMG Taurus Inline
Edger Profiler: brand new, only 18
months old       . Robust for heavy fast edg-
ing. showroom condition & currently in
operation. Low hours- less than 25.  208
3-phase w/ transformer. New $160,000,
selling for $95,000 ObO. You pick up.
Call 410-829-2352 or email
mike@segergranite.com

_____________

FOR SALE: 10,000 lbs. Lifting
Bridge for bundles & 2 sets of cabled-
chains. Also 10,000 lb forklift boom.
$5,000, new condition. Call 410-829-
2352 or email mike@segergranite.com

_____________

FOR SALE: Used Italian “C” Frame
Stone Splitter, Steinex Igloo Model
480: 132 ton splitting force, 18.9˝ blade
length, 17.72˝ splitting Height. Unit has
984 hours and the asking price is
$41,000. Call André @ 518-499-0602.

_____________

FOR SALE: 2003 Wilson Saw 11–6˝
Gantry Saw, blade included, 2000 +/-
running hrs, 3 beam constr. on main
beam- 211 lbs. / foot beam, mitsubishi
programmable controller on electrical
system w/ maples keypad for program-
ming several cuts per piece of rock, 60
hp. 3 phase main motor, Nylon wear
strips on raise & lower, 315 belt drive
trans., 2˝ case hardened ball bearing lift
screws on raise & lower, heavy duty

DEMO & CLOSEOUT
TOOLS & EQUIPMENT
Premium diamond tooling and equipment at 
rock-bottom prices–Limited Quantities!

Call 800-575-4401 or visit DISCONTINUED—DEEP
DISCOUNTS page at www.braxton-bragg.com

•Flex L3709 11,000RPM Demo Grinders (6) $19.95 •Assorted SS Sinks, Grids

& Accessories  •5˝ Blackbird Cupwheels, Med. Grit (5) $25.18

•Weha 12˝ Supercut Blades (34)  •Stone Pro RockBlock, $18.80 

•Cyclone Demo CNC  Bits, Various Profiles $25 ea.  •Finger Bits Med. Bond

$19.95 (11)  •14˝ Diamant-D Pro Series $102.30 (2) •Diamant-D 12˝ Type L 

volts, 1,400/2,800 RPm, 3 phase, new
laser, auto and manual controls, digital
measurements readout, many more
extras: tilt mortar bed table locks in any
angle, digital readout, operates on air
and hydraulics. Available (for fee) to
have saw set up in your shop. Will load
saw and table on your truck. $27,000
ObO. Call Terry Hamby, 1-301-739-
1695, Hagerstown, md.

_____________

FOR SALE: 2003 SP Sprinter 99 sin-
gle head Italian Bullnose Machine,
bevel, miter & straight polish edges too,
good condition & low hours $34,500.
2001 sP sprinter 99 rebuilt motor, not
working, needs electrical work or good
for parts $9500. Call 818 786-2896.

_____________

FOR SALE: Slightly used LT55
Digital Templater, all parts included
(case, tripod, software), $7,000 ObO.
Call gary at 303-431-6850. 

_____________

FOR SALE: 2002 Park Industries
Pro-Edge III Polisher, asking $38,000,
low hours, excellent condition. You ship,
ready for immediate sale. email: white-
fish5@hotmail.com for details and pic-
tures. Call keith guier at 406-270-3936.
kalispell, montana.

_____________

Breton Bridge Saw–Breakdowns?
Convert Your Breton Saw and never
have to call Breton again. For the price of
ONE breton visit convert your breton
saw to a manual, computerless, problem-
free saw that will keep you running for
many years. email: Convertmybreton
@aol.com to schedule an appointment.
Prompt, courteous,worldwide service.

precision bearing housing w/ wear adj.,
rise & fall on saddle, 40˝ of runway per
side, 11-6  blade guard, auto gantry
indexing, block detection, rack & pinion
drive on cross travel & gantry, automat-
ic forward, reverse, & down feed, pen-
dant control push button station for man-
ual operations. safety cutoffs on water,
amps, overtravel, & blade rotation.
serious inquiries only 724-290-1969.

_____________

FOR SALE: Granite Shop closed and
everything must go! great heavy-duty
bridge saw, older 6,000 lb. Clark forklift,
boom, clamp, fab. stand, A-frames,
routers, hand tools, transport rack, 14 ft.
open trailer, all display cabinets from
showroom with granite tops, plus stone
display racks, and much more! Will sac-
rifice for $45,000. Call 314-683-5436
for pictures and more details. Want to
sell as package but would consider sell-
ing saw separately.

_____________

FOR SALE: 10 ft. Cut Screw-Feed
Saw w/ 6 ft. x 10 ft. sawing systems
turntable on v-groove wheels, $7,500;
sawing systems 5 HP model 5 Radial
Arm Polisher, $4,500;  2 ton job crane
w/ electric trolley, $4,500; Call Rick at
301-921-4643. Located in maryland. 

_____________

FOR SALE: Fantini Wire Sawwith 75
kv ONAN generator, $12,000. Will sep-
arate. Call 802-558-1797.

_____________

FOR SALE: 2003 Marmoelettromec-
canica Bridge Saw and Table, excel-
lent cond. guaranteed, bought new from
Regent stone Products, 15hp motor, 220
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PUBLIC AUCTION
SATURDAY, NOV. 12, 2011 @ 9:00 am

— OWNERS —
BLACKWELL

LIMESTONE CO.
812-834-3920
ASK FOR J.P.

ENGLEWOOD STONE
COMPANY
1830 10th Street
Bedford, Indiana

SALE ORDER
9:00 a.m. – EQUIPMENT at BEDFORD LOCATION

10:00 a.m. – BEDFORD BUILDINGS & REAL ESTATE
12 NOON – EQUIPMENT and BUILDING at HELTONVILLE LOCATION

Ted Everett & Kurt Everett, Auctioneers, Monrovia, Indiana
AU#01013141 • AU#08701600 • 317-996-3929

JEREMY EDWARDS, AUCTIONEER • AU#09100129 • 765-366-4322
Visit Our Web-Site at www.tedeverett.com

HELTONVILLE MILL
Heltonville, Indiana

Equipment includes:
AIR COMPRESSOR
W.F. MEYERS 72” RIPSAW w/ BED
TY-SA-MAN 36” JOINT SAW w/ SAW BED
24” LINE JOINT SAW w/ 55’
CONVEYOR
TY-SA-MAN 30” SAW w/ SAW BED
PATCH PLANER
(2) BEDFORD PLANERS w/ MTEG
(2) BEDFORD 7½-ton BRIDGE CRANES
36” TOOL GRINDER
BACK-UP AIR COMPRESSOR
DRILLPRESS
QUANTITY OF SCRAP STEEL

Equipment includes:
CASE W-24 LOADER (AS-IS)
‘87 GMC SERVICE TRUCK
AIR QUARRY DRILL
35-ton OVERHEAD CRANE
7-ton OVERHEAD CRANE
w/ WIRELESS REMOTE
5-ton OVERHEAD CRANE
w/ WIRELESS REMOTE
5-ton OVERHEAD TRAVELER
BEDFORD PLANER (RUNNABLE)
TYSAMAN 111-C 36” SAW w/ RAILS
(2) STANDISH 14’ BELT SAWS
BEDFORD ROUTER w HEADS
(RUNNABLE)
MISC. ROUTER SUPPLIES
WORTHINGTON 75 SCREW
COMPRESSOR
(2) STANDISH 14’ BELT SAWS
OLD PRENTICE BROS. DRILLPRESS
29-ton AIR BAG for BLOCKS
AND MORE…

Business Opportunities

Granite Shop For Sale: everything
needed for granite fabrication. New
state of the art building, not a retro-fit.
1-1/2 acres on heavy volume, 4 lane
commuting to & from Pittsburgh, PA
location. Turn key operation. Call for
details 412-527-5705.

_____________

Quarry For Sale: dimensional
sandstone quarry for sale due to owner
health issues. quarry located in North
Western PA. Wide range of colors from
browns to golds to whites; many bril-
liant colors. excellent material for slabs
(4 ft. x 8 ft. slabs), fabricating & carv-
ing. quarry is set up for production w/
saws, splitter & all equipment needed.
many loyal customers w/ excellent
record of high-end projects. Awesome
business opportunity. serious inquires
only. Call 724-282-6455. 

_____________

Do You Want 10, 20, 30 + More
Installs Per Month? We can take you
from wholesale to retail and fill the void
left by channel partner’s drying up. We
have generated over 2.5 million in sales
for our customers in 2010. Your phone
can be ringing in as little as 24 hrs. Call
today 877-877-1916 or visit
www.FireUps.com. We are the granite
marketing experts! markets are exclu-
sive. Call today!

Established Marble, Granite and Tile
Store- Importer and Distributor of
Ceramic Tile, also Fabrication Shop
for sale. Large piece of property with
rental income. Located in a great area of
Long Island, New York. Price $1.2 mil-
lion for business, $3.3 million for prop-
erty, rent negotiable, quick sale for more
information call the owner at 516-790-
2810. Rental property paid for every-
thing.

_____________

FOR SALE: excellent Investment
Opportunity over 8,500 sq.ft. building
located on Treasure Coast in Central
Florida. zoned Light Industrial Located
on busy Us Hwy 1. Currently the loca-
tion of a successful 15-yr-old estab-
lished Tile & stone Counter Top sales &
Fabrication Facility. Real-estate only.
$305,000. Call for details, karen
Pearson/ Re-max Reality at 772-528-
6649.

_____________

Granite Fabrication Business for sale
in Coastal low Country. This company
has survived the worst of the construc-
tion recession and is trending back
upward in revenues and profitability.
Clientele includes both builders and
individual homeowners. Well-posi-
tioned to take on more work as the econ-
omy improves. Asking $149k.  Contact:
Terry, 843-540-9429 or send an email to
tah@sunbeltnetwork.com

_____________

OCTOBER STONE TERMS
CROSSWORD SOLUTION

See page 32 for the November
Stone Terms puzzle.
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B E T T E R ! FA S T E R ! C H E A P E R !
Call 800-575-4401 Fax 800-915-5501 

All Braxton-Bragg products carry a 30-day, risk-free, money
back guarantee. If you are not satisfied with your purchase,
simply return it for a prompt and courteous refund.

Item # Description Reg. Price Sale Ea.

4805 Stone Shield™ 100% Silicone RTV Sealant, Clear   $3.79 $3.25

17900 Stone Shield™ 100% Silicone RTV Sealant, Aluminum $4.69 $4.15

17901 Stone Shield™ 100% Silicone RTV Sealant, Black $4.69 $4.15

17902 Stone Shield™ 100% Silicone RTV Sealant, Bronze $4.69 $4.15

17903 Stone Shield™ 100% Silicone RTV Sealant, Sandstone  $4.69 $4.15

17904 Stone Shield™ 100% Silicone RTV Sealant, White $4.69 $4.15

17905 Stone Shield™ 100% Silicone RTV Sealant, Yorktown Beige $4.69 $4.15

17906 Stone Shield™ 100% Silicone RTV Sealant, Pebble $4.69 $4.15

17907 Stone Shield™ 100% Silicone RTV Sealant, Earthtone $4.69 $4.15

17908 Stone Shield™ 100% Silicone RTV Sealant, Terratone $4.69 $4.15

17909 Stone Shield™ 100% Silicone RTV Sealant, Brown $4.69 $4.15

17910 Stone Shield™ 100% Silicone RTV Sealant, Imperial Brown $4.69 $4.15

17911 Stone Shield™ 100% Silicone RTV Sealant, Cape Cod Gray $4.69 $4.15

17912 Stone Shield™ 100% Silicone RTV Sealant, Gray $4.69 $4.15

17913 Stone Shield™ 100% Silicone RTV Sealant, Green $4.69 $4.15

17914 Stone Shield™ 100% Silicone RTV Sealant, Orchid  $4.69 $4.15

17915 Stone Shield™ 100% Silicone RTV Sealant, Blue $4.69 $4.15

17916 Stone Shield™ 100% Silicone RTV Sealant, Red $4.69 $4.15

17917 Stone Shield™ 100% Silicone RTV Sealant, Beige $4.69 $4.15

17918 Stone Shield™ 100% Silicone RTV Sealant, Bone  $4.69 $4.15

Aluminum
#17900

Beige
#17917

Black
#17901

Blue
#17915

Bone
#17918

Bronze
#17902

Brown
#17909

Cape Cod Gray
#17911

Clear
#4805

Earthtone
#17907

Green
#17913

Gray
#17912

Imperial Brown
#17910

Orchid
#17914

Pebble
#17906

Red
#17916

Sandstone
#17903

Terratone
#17908

White
#17904

Yorktown Beige
#17905

MADE IN THE USA

NEW!

• 24-hour cure formulated to perform over a wide range of indoor and outdoor applications
• Offers long-life reliability and good adhesion on a variety of non-porous materials
• Excellent weatherability
• Excellent around the home as well as in industrial applications
• Provides tight weatherproof seals around windows, gutters, siding vents, faucets, sinks,

baths, showers and tile
• Tack-free in 15-30 minutes
• Full cure time, approximately 24 hours, (+/- hour, depending on temperature, humidity

and sealant bead thickness)

Call Now—Sale Ends November 30, 2011

Introducing the NEW

Stone Shield™

100% Silicone RTV Sealant

Stone Shield™ Silicone Sealant

Color Guide SAVE

54¢

ON EVERY 

TUBE
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RESIN-TREATING AND COLORING SLABS

s meNTIONed IN PRevIOUs ARTI-
CLes IN THe SLIPPERY ROCK

GAZETTE, FAbRICATORs ARe seeINg

mORe ANd mORe sLAbs TReATed

WITH ResIN. THe TYPICAL eFFeCT OF ePOxY ResIN

COATINg ON A sLAb OF gRANITe Is A NORmAL

COLOR eNHANCemeNT. ReCeNTLY THOUgH, FAbRI-
CATORs ARe seeINg A gReATeR NUmbeR OF sLAbs

beINg “COLORed” As WeLL. THe mANUFACTUReRs

ARe mIxINg sPeCIAL CHemICAL dIes INTO THe

ResIN TO eNHANCe THe NATURAL COLOR OF sLAbs,
ANd sOmeTImes THeY eveN RAdICALLY CHANge

THe COLOR OF THe sTONe ALTOgeTHeR. 

Why are they doing this? The resin treatment
can actually increase the number of “A-
quality” slabs coming out of a quarry. but
the resin only brings out more of the bril-
liance naturally present in the stone, as the
resin is completely water clear. That is
why Tenax Ager and Tiger work so well
with resin-treated slabs. They enrich
the stone the same way the resin does, chemi-
cally bonding to the stone 

There are several reasons quarries enhance
the color or die the stone a completely different
color. sometimes the stone is inconsistent in
color, or the color of the stone is not very
appealing, or it may not be a “popular” or fre-
quently requested color. Or perhaps the quarry
simply wants to add more skUs to its product
line. With resin color-enhancing, they can take
one type of stone and have 2, 3, or even 5 dif-
ferent colors of stone coming out of the same
quarry. Although the majority of manufacturers
explicitly declare when they use resin, some
slabs might come from overseas and find their
way to your closest slab yard, without the dis-
tributor even knowing about the slab’s complete
history.

How do they change the color? They simply
take a special, Uv stable die, which chemically
bonds with the resin, and follow the usual resin-
ing process. It’s not a big deal or complicated,
top-secret process for the quarry. The color pen-
etrates deep into the stone and after being pol-
ished and sealed, the color should stay in the
stone for years to come. 

What is the life expectancy of the color? No
one knows as of yet, as this is a relatively new
process. There isn’t any long-term data to show
how the dye will react over a period of time.
The idea and principle is that it should last as
long as the resin does in the stone. The only
exception to this is outdoor use. The sun (or Uv
radiation) has a very powerful fading effect on
dyes and pigments. Uv radiation can bleach
out, fade or alter the color of practically any-
thing. Therefore, it’s recommended that color-
enhanced, resin-treated slabs be used in indoor
applications only, as outdoor use will give
unpredictable results. Also, Tenax recommends
that Tepox v only be used for interior applica-
tions.

What does this mean for you as a fabricator,

working with these materials? In isolated cases,
working with a resin-treated slab, first thing a
fabricator would notice is how little effect a reg-
ular color enhancer (like Ager or Tiger) seems
to have on their slab. The fix is easy.  For exam-
ple, lets say you get a slab that has been  color

enhanced (and you’ll find out for sure after
you’ve cut it, profiled it, finished the sink cut-
out and started polishing it). simply mix the
colors of Tenax Tepox v that you need with
Ager (at about a 30% ratio) and follow the nor-
mal Ager application. The Tepox v chemically
bonds with the Ager or Ager Tiger for a perma-
nent color match solution. Tepox v is not a top-
ical coat. It penetrates into the stone with the
Ager. And, as all who have used Ager know,
once Ager goes on, it doesn’t come off!

but how can fabricators use Tepox v as a
money-maker? What if a diehard green bay
Packers fan wants a green and Yellow bar top
in his man cave? Tepox v with Ager is your
answer. Or, perhaps a designer is looking for a
red, blue, or purple stone to fit a client’s décor?
Properly applied Tepox can achieve some stun-
ning and brilliant colors. Or, perhaps you’ve
had a slab sitting in the back “forever” and you
just can’t get anyone to buy it because of the
color or a color inconsistency from one side of
the slab to the other? Or perhaps you have fab-
ricated a kitchen from two different slabs and
the color isn’t matching exactly? A treatment
with Tepox can even out the color. Or, in a real-
life situation facing many fabricators, it’s hard
to compete with shops offering quartz surfaces
because they come in color that are not avail-
able in natural stones. In all these cases, Tepox
v could very well be your answer–and it’s the
only product of its kind on the market.

Tepox v allows you to change the color of
the edge as well as the surface of the stone. To
achieve a permanent color change on the sur-
face, you would need to follow the same
process the manufacturers do: hone the slab, let
it dry, mix the Tepox v with a resin (Tenax also
carries a full line of resins), let it cure and then
repolish it. Ager could also work in some of the
above examples, but it will not last as long a

fully resined, processed slab.
Now the big question... Is coloring slabs ethi-

cal? everyone will have their own opinion
about this. but we do believe that honesty is the
key. If the hypothetical Packers fan knows that
there is no such thing as a green and yellow

slab, but that you can chemically die it especial-
ly for him and make him the envy of all of his
“cheese head” friends, and he agrees to it, why
not fill his need? As long as the designer truly
knows what they’re getting, and signs off on it,
then you can have a clear conscience knowing
that you were able meet their needs, and satisfy
their client’s color choice. And in the current–or
any market– customer satisfaction should be
your guide to color, or not to color.

For more information on the Tenax products
mentioned in this article, visit www.braxton-
bragg.com or www.tenaxusa.com for product
specs and application demo videos.

Tenax offers a number of products formulated to
work with and enhance the color of natural stone,
including Ager, Ager Tiger and Tepox V.  The
sample above shows the contrast between the
untreated stone and the two areas treated with
Tepox V.

Brian Gambrell
Tenax USA

Innovative Stone Care from

the Lab of Dr. Fred Hueston

To order, call 800-575-4401. For product applications, visit
www.drfredsinnovativesolutions.com

• Stain Sponge
• Granite Test Kit
• Blue B Gone 
• Deluxe Stain 

Removal Kit

• Stain Sponge
• Granite Test Kit
• Blue B Gone 
• Deluxe Stain 

Removal Kit

Available From
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POLISHING PRO DEVELOPS SYSTEM FOR ENGINEERED STONE
YOU CAN’T sTANd THe HeAT,
dON’T geT OUT OF THe kITCHeN

— CALL sTeveN W. ANNekeR,
THe INveNTOR OF THe POPULAR

POLIsHINg PRO sYsTem. AFTeR YeARs OF TRIAL

ANd eRROR, THe LONg-TIme INveNTOR HAs

deveLOPed A NeW sYsTem TO POLIsH sCRATCHes

OUT OF eNgINeeRed sTONe WITHOUT dIsFIgURINg

THe mATeRIAL beCAUse OF FRICTION. 

manufactured from a mixture of crushed
stone and bound together by resin, engineered
stone is a popular composite material used for
kitchen countertops. There’s only one problem.
It’s vulnerable to heat, which can be a recipe for
disaster near stovetops.

It’s not just hot pans that are a problem for
engineered stone. Normal polishing pads can
wreak some unsightly havoc on it because the
resin used in the mix reacts badly to the friction
that is generated. Heating the composite up
actually changes the chemical composition of
the resin.

“All of that comes into play in designing a
process in order to remove scratches and blem-
ishes, and be able to hone that material down
and create a flat surface, and bring that finish
back,”  Anneker said.

It took ten years for Anneker to develop the
stock Polishing Pro system, which uses a special-

ly designed high-speed polishing pad and a pro-
prietary mix of grit polishing powders to actually
grind down the surface surrounding the scratch
and polish it to match the rest of the stone.

Anneker has now developed an add-on kit for
engineered stone restoration, available at
www.braxton-bragg.com.

The new approach to polishing engineered
stone goes “totally upside down and backward
and outside the box” from earlier efforts by
other inventors to develop the technology,
Anneker said. “They kept attacking it like nat-
ural stone. You can’t do that. It’s approximate-
ly eighty percent resin or plastic. envision tak-
ing plastic and running sandpaper on it and try-
ing to get a glossy shine.”

What Anneker did was capitalize on the unique
characteristics of engineered stone that result
from its manufacturing process. “I chose to attack

the aggregate, the harder material, first, and then
to work on the resin, the softer material.”

If you take a very close look at engineered
stone, you will notice that the stone particles
that are suspended in the resin protrude slight-
ly from the surface, Anneker said. “There is a
textural differential to the surface. The aggre-
gate stands up a little bit more in the slab than
the resin does. because the aggregate is harder
than the resin, my theory was I could create a dif-
ferential and also remove the blemish, and it did.”

by treating the aggregate first, the process
spares the plastic from the excessive heat gen-
erated by grinding the much harder stone com-
ponents. “Whether I damaged the resin or not,
you can polish the plastic after you’ve done
that,” Anneker said.

The process has been refined with the coop-
eration of Caesarstone, one of the top manufac-
turers of engineered stone, which uses up to 93
percent quartz in its products. “They requested
me to do a lot of beta testing on their materials
since my process works so well,” Anneker said.
“I have been damaging their materials and
going through the process of bringing it back.
They want me to put hot pots on some of their
materials that are very difficult to polish, to
mimic like mama is cooking on the stove — she
is in a hurry, she sets the pot on the engineered
stone, she pulls it up, and, bam, you’ve got a

white ring where you’ve burned the resin.”
The testing has been enjoyable for Anneker.

“It’s kind of fun. It’s challenging when you’re
attacking the materials. basically, everything is
working through the process. step one, step
two, step three.  We film everything and get the
steps down for the process to make it easier.”

some of the Caesarstone products are particu-
larly challenging because of the use of vinyl in the
resin, which changes its chemical composition.

“The surface will change (when exposed to
heat), so you have to let the stone rest and then
go through the process (again) until it goes
back the way it was. Other materials are whiz,
bang, done. The rest of them were a piece of cake.”

Finding a way to deal with engineered stone
was a personal project for Anneker. “It’s been a
long time coming,” he said. “Nobody asked me
(to do it). There was a need, and I actually had
been working on it prior to bringing out the
original Polishing Pro system. I was tinkering
with it and refining the process in order to get
the system to work on the engineered stone. I
was doing research and development off and
on. It’s one of those things where you pay as
you go and tinker in the garage.”

For more information on the Polishing Pro
engineered stone system, call 800-575-4401
or please visit the braxton-bragg website at
www.braxton-bragg.com/polishingpro.

Joel Davis
Special Correspondent
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Watch an actual install at www.braxton-bragg.com

SEE THE

VIDEO

ON BB WEBSITE!

  Item # Description Everyday LOW Price
10565 E-Z Dishwasher Bracket, Mounting Screws Included $4.10

MADE IN THE USA

B E T T E R ! FA S T E R ! C H E A P E R !
Call 800-575-4401 Fax 800-915-5501 

NEW
– and –

Improved!

Now YOU can solve a $20000 problem for only $495

and we’ll send you a FREE sample to prove it.

Michael Peay, a veteran home builder with 30 years
of experience that includes hundreds of kitchen
installs, was continually confronted with a nagging
problem—mounting the dishwasher. Out of frus-
tration, Michael Peay invented and patented the
solution.

Installation Problem
Why is installing the dishwasher always on the
punch list? There are many reasons; after all, who is
responsible for this task? Is it the granite guy, the
plumber, the appliance delivery man, or the general
contractor? If the granite installer is responsible
and the dishwasher is on site, there is no problem,
but many times this is not the case. So in order to
preserve your good name and reputation it means
an expensive return trip to install the dishwasher.

Installation Solution
Can $4.10 solve this costly return trip? The answer
is YES! It is estimated that it could cost nearly
$200.00 in time, labor and fuel to pull someone off
another job for this one chore. There is no need for
the dishwasher to be on site and you can install
before or after the countertop is installed. And it is
designed to fit all standard dishwashers and install
them correctly. 

Easy To Use
The E-Z Dishwasher Bracket can be installed in 2
minutes and is a permanent solution. If the dish-
washer is not installed or not on site, simply fasten
the E-Z Dishwasher Bracket to the cabinet with the
hardware supplied, apply silicone to dampen the
sound, and install the granite. As simple as that,

your job is done, with regard to the dishwasher.
If the dishwasher and countertop are already in
place, simply bend the tabs to fit in between the
cabinets, apply silicone, put in place and fasten with
the hardware supplied. 

No More Call Backs to Install a Dishwasher!
This solution seems so simple, the only question
you’ll ask is, “Why didn’t I think of this?” This
product really works, and we’ll prove it to you.
We’ll give you a FREE E-Z Dishwasher Bracket.
We guarantee that you’ll agree this is a real $4.10
solution. Call Braxton-Bragg and never have to
make that expensive return trip again. Our knowl-
edgeable sales staff wants to let you know “you have
a friend in Tennessee” and we listen to you. Count
on Braxton-Bragg for all your installation needs. 

Call today! Toll free 1-800-575-4401
Offer extended due to popularity! Call and receive a FREE E-Z Dishwasher Bracket!

Now with 28 more holes to fit European models!

4.10

We are so confident of our quality that
we offer a 30-day, risk-free, money-back 

guarantee for our entire product offering. 
If you are not satisfied with your 

purchase, simply return it for a prompt
and courteous refund.

Our Quality Guarantee

CALL FOR

A FREE
SAMPLE!

“We use them when the dish-
washer is not on site. Works
great, no return trips.” 

Jeremy Williamson, SFA
Granite Shop Manager
Kitchen Craft Inc.
Osage Beach, MO
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