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A growth machine since 
1990, Majestic Kitchen 
& Bath Creations began 

life as a distributor and manu-
facturer of cultured marble and 
custom glass products. Then 
known as Majestic Marble & 
Glass Company, the enterprise 
blossomed under the leadership of 
founder Danny Cox and industry 
veteran Carl Manfredi.        

By 1994, Bruce Battle had 
become a partner in the busi-
ness, and by 1997 the company 
had jumped into natural stone 
and Corian countertop fabrica-
tion. Since then, even through 
the recent recession, Majestic 
Kitchen & Bath Creations has 
continued to grow to its current 
multi-product status, explains 
President and CEO Scott Byers.   

“The original creators of the 
company, Danny Cox and Bruce 
Battle, are still on the team and 
actively involved in the busi-
ness. They’ve taken more of an 
ownership and board role, and 
brought me into the company in 
October of 2018 to help position 
it for the next 28 years. They did 
a fantastic job of creating and 
building it and taking it to where 
it is today.” 

   Scott Byers came from EDM 
Americas Incorporated, a lead-
ing information management 
firm, bringing to Majestic all 
types of strengths, including 
a proven leadership track re-
cord, a background in financial 
management, law, and help-
ing to professionalize family 
businesses. 

   “The company has grown to 
the point where it needed more 
processes and more structure to 
take it into the future,” contin-
ued Byers. “We have customers, 
and we have to meet their needs 

Majestic Kitchen & 
Bath Creations
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Photos Courtesy Majestic 
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and do it effectively to continue 
to grow and thrive. If you step 
back from the fabrication and 
beauty of our products and look 
at it for a second, it’s a business 
with people and technology.” 

With over 300 full-time 
employees, and locations 
in Youngsville, Raleigh, 
Wilmington, Greensboro, and 
now Charlotte, North Carolina, 
the company has effectively po-
sitioned itself to reach all points 
within the Carolinas and then 
some, said Byers. “The bulk 
of our production is done in 
Youngsville. We’ll then deliver 
it to these hubs so our installa-
tion teams can install them. This 
allows us to service as far as 
Winston-Salem and Greensboro, 
North Carolina, and Myrtle 
Beach and Charleston, South 
Carolina. Our latest acquisition 
in Charlotte gives us another 
hub to fabricate and service as 
far as Savannah, Georgia, allow-
ing us to execute on the vision 
that we have laid out, which is 
to be the most professional trade 
partner in the Carolinas, and ul-
timately meet the timelines of 
our customers.” 

   
With the exception of 

Charlotte, all locations feature 
showrooms. Most of Majestic 
Kitchen & Bath Creations’ 
business is with builders in the 
metropolitan market, explained 
Byers. “60 percent of our sales 
are residential builders, while 20 
percent is to what we call chan-
nel partners. Most are cabinet 
companies. The last 20 percent 
is a mix of retail consisting of 
renovators and homeowners. 

Selling retail gives us a good 
vantage point for knowing 
where the end consumer is, and 
helps us to see trends that are 
developing.”

Over a Decade with 
 the Artisan Group

According to Byers, the 
Artisan Group has been key to 
their success over the years. 
“I’ll speak from my point in 
time since October. The Artisan 
Group has been great. I’m ac-
tively involved with them and 
sit on the board. The group is 
basically a mechanism to share 
best practices and look at where 
the industry is going, and helps 
us skate to where the puck will 
be. Also, being able to have 35 
to 45 members that can learn 
and share knowledge between 
each other is a huge asset to us. 
We learn from each other as 
well as engage the marketplace 
a few times a year. Jon Lancto 
has been in the industry as a 
fabricator for many years and 
is a great leader of the Artisan 
Group.” 

The Continuous Pursuit 
of Excellence  
Murphy Lives!

Ed Hill
Synchronous SolutionsThings go wrong in any 

business.  This is partic-
ularly true in a custom 

manufacturing business.  The 
key point is to drill down to 
the true core cause of the issue 
and deal with correcting it and 
taking the necessary actions 
to prevent its reoccurrence.  
Do not seek first just to find 
someone to blame.  Seek the 
systemic cause of the issue first.  

Most employees want to do a 
good job. They like being told 
so, too.  Good managers seek 
to “catch people doing things 
right.” This is a great opportu-
nity to reinforce good behavior 
and teach valuable lessons.  I 
assure you that when an em-
ployee is recognized by the boss 
for doing something well, he/
she will want to do that again.  
Always praise good behavior in 

public. Not only does that boost 
the spirit of that employee, it 
encourages others to do the 
same thing so that they, too, 
with get your praise. A word of 
caution: doing something well, 
make sure you praise others for 
doing the same thing.  

Good managers 
seek to “catch 
people doing 
things right.”

Training & Education

Please turn to page 2
Please turn to page 6

Majestic Kitchen & Bath 
Creations’ production facility 
in Youngsville, North Carolina 
is part of a multi-product strat-
egy that employs over 300 
workers in four production and 
installation hubs.
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Majestic Kitchen & 
Bath Creations

Byers’ Take on the 
 Great Recession

“As far as getting through 
the recession, I think the word 
that comes to mind is disci-
pline. Making sure that disci-
pline exists in all aspects of the 
company, especially financial, 
was crucial to its survival. The 
recession during 2008 to 2009 
was probably deeper and wider 
than anyone experienced since 
the late 1920s, and having the 
discipline to be able to save and 
prepare for the difficult days 
ahead was important. Also, it 
was addressing the market in 
kind of a way that made sense 
for the long term. We weren’t 
going to just chase customers 
and throw prices at them. After 
all, there is a cost of quality 
and a cost of being able to run 
a sustainable business, so we 
carried out the discipline to all 
the elements within the organi-
zation. Danny and Bruce, the 
two owners, allowed that to 
happen in order to come out the 
other end afterwards. I’ve heard 
the stories, it was not easy, but 
they came out of it. Also, having 
the history and the capability so 
companies want to continue to 
partner with you and back you 
during and after those difficult 
days, whether it’s vendors, ma-
terial suppliers or your landlord, 
is very important. 

“So you really need to run a 
business that focuses on all the 
stakeholders, and make sure 
that it’s successful for the long 
term, rather than squeezing a 
penny out of somebody, and 
then being surprised when they 
want to squeeze it out of you 
when they get the opportunity. 
We’ve got over 300 employees 
who have banked their careers 

Top: Majestic Kitchen & Bath 
Creations uses a Slab Smith 
tracking system to match 
stone selected for a particular 
job.
Center and Bottom: Sasso 
Revolution Inline edge polish-
er keeps jobs flowing through 
production, with edges and 
custom work finished by hand.

Continued from page 1

on us, as well as builders and 
other partners who have staked 
their outcomes on us delivering.

“A good example of delivering 
is our newly acquired location 
in Charlotte. Having a fully re-
dundant capability to manufac-
ture in a second location in the 
event that something does hap-
pen, whether it’s a large piece 
of equipment that goes down 
or something more tragic like a 
tornado or a flood, is paramount. 
So the ability to have redundant 
operation further strengthens 
our capacity to meet whatever 
challenges that might exist, be it 
financial or operational.”

Providing a Safe and 
Productive Environment

“We’ve got a lot of talent 
here with lots of experience in 
the industry,” continued Byers. 
“Many have been here 15-plus 
years and have seen a lot of dif-
ferent times and circumstances. 
Being able to access talent like 
this is crucial to us in both good 
times and bad. We are also for-
tunate to have a strong man-
agement team, but our success 
goes much deeper than that. 
Our people have a stable work 
environment, because we run a 
sustainable business. We also 
offer competitive wages and 
a benefits package all within a 
family atmosphere. We share 
with the entire team, whether 
it’s cookouts or training, to 
make sure they are engaged in 
the workplace. 

   
“Additionally, we’ve always 

been a wet-cutting and grind-
ing shop. This has really helped 
to minimize the dust from the 
get-go. We’ve been able to ed-
ucate and make sure our peo-
ple understand where and why 
we take active dust samples to 
make sure that we are compli-
ant and not surprised by OSHA. 
We also do quarterly safety in-
spections of all of our facilities, 
and do write-ups on them and 
stay active. Safety here is not a 
newly regulated environment; 
it is a continuous improvement 
effort. Any injury is too much, 
not only for our employees but, 
realistically, in our industry. 

Please turn to page 29

Majestic Kitchen & Bath has 
always been a wet production 
environment, and conducts 
quarterly safety inspections of all 
their facilities.
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“The property of 
the people belongs 
to the people. To 
take it from them 
by taxation can-
not be justified 
except by urgent 
public necessity.
Unless this princi-
ple be recognized, 
our country is no 
longer secure, our 
people no longer 
free.” 
— Calvin Coolidge Call 1-800-575-4401 or Order Online 
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Free Online Training Tools for
Stone Industry Professionals

www.uofstone.com

Training & Education

But, things do go wrong. 
Murphy lives in every 
business. Mistakes hap-
pen. When things go 
wrong, strive to make it 
a learning experience for 
all. That would include 
the employee at the oper-
ation where the mistake 
was made as well as the 
entire management staff.  
We all need to learn from 
mistakes. Your approach 
should be to gain from the 
experience and make the 
employee a better one.  

The key point is that 
you should drill down to 
the true core cause of the 
issue. That is not easy to 
do. It does take some ef-
fort. Most importantly, 
make sure that you do 
not seek to find out who 
to blame. That is usually 
easy to do, but it is a clas-
sic failure of management.  

When you seek “some-
one to blame” for an error 
of any kind, you send 
the message to all your 
employees that their pri-
mary objective should be 
to CYA. Moreover, they 
will attempt to deflect the 
blame to someone else 
when they do make a 
mistake.  

The best managers are 
those who accept the re-
ality that no one is perfect 
and we can learn from 
our mistakes. Make sure 
that you have those dif-
ficult discussions in pri-
vate. Never reprimand 
an employee in public. 
Moreover, take advantage 
of those opportunities to 
teach a lesson.  That is best 
done by asking questions. 
Ask the employee what 
happened to create the 
identified error.  Then, ask 
again for further clarifica-
tion.  Drill down to the true 
core cause of the issue.  It 
is almost never the first 

The Continuous Pursuit 
of Excellence  
Murphy Lives!

Continued from page 1

indication.  Usually, the 
true core cause of an issue 
is much more than the 
obvious.  

Most issues, in fact, are 
systemic in nature.  In other 
words, issues occur be-
cause the system in which 
the employees are working 
is flawed or incomplete in 
some way.  Quality prob-
lems often occur because 
the employees do not 
clearly understand what is 
expected of them.

Every business needs a 
logical, planned, coordi-
nated and enforced system.  
The “seat of the pants” plan 
may have worked in the 
past, but once you grow 
into a real company, you 
will need a valid system in 
which to manage a profit-
able business.  

Therein is the rub.
A system can be defined 

as:  
• A set of principles or pro- 
 cedures according to  
 which something is done.

• A regularly interacting  
 or interdependent group  
 of activities forming a 
 unified whole.

• An organized set of doc- 
 trines, ideas, or princi- 
 ples usually intended to  
 explain the arrange- 
 ment or working of  
 a systematic whole.

Note that a system infers 
activities around a whole; 

meaning that your busi-
ness is one system which 
includes a series of de-
pendent events that work 
together to accomplish the 
objectives of the business.  
You are not a group of in-
dependent events (sales, 
templating, programming, 
cutting, routing, finishing 
or installation). Instead, 
your business system is 
one entity that must be 
synchronized around all 
those separate functions 
that make up the whole. 

A system includes a 
set of principles that are 
always followed by the 
management team. A 
system means that all em-
ployees know what to do 
and they know that they 
will consistently be held 
accountable in following 
the principles of it.  

Discipline refers more 
to the behavior of man-
agement than it does to 
the action of punish-
ment for employee er-
rors. Management must 
be disciplined to follow 
the principles of the sys-
tem you have designed 
for your business. Most 
importantly, employees 
must know that manage-
ment will hold them ac-
countable to follow the 
established and well-com-
municated principles of 
performance.  

Follow a defined plan 
when mistakes are made:

First, seek to correct the 
error. Customers expect 
(and deserve) quick action 
on any errors that affect 
their purchase. Assign one 
person to take ownership 
of every issue to resolu-
tion. This should be the 
“go to” person for that job 
order. Make that assign-
ment clear to everyone.

Next, (simultaneously) 
identify the true core 
cause of the issue (error).  
This is the hard part, but 
also the most import-
ant step in the resolution 
process.  

The best managers 
are those who 

accept the reality 
that no one is per-

fect and  we can 
learn from our 

mistakes.

Please turn to page 8

Braxton-Bragg has 
launched a new 
website for stream-

lined online ordering and 
an updated customer portal.  

The new website is more 
mobile friendly, simpler 
to navigate, provides more 
technical product informa-
tion, is more SEO friendly, 
and offers a faster purchas-
ing process.

“Our improved website 
is our customers’ best re-
source for industry and 
project information, ed-
ucation and streamlined 
order processing,” says 
Rick Stimac, CEO. “This 
revamped website supports 
Braxton-Bragg’s commit-
ment to staying ahead of 
the industry with a major 
focus and commitment to 
customer satisfaction with 
premier service and value.”

“Braxton-Bragg has 

New Braxton-Bragg Website Offers 
Streamlined Online Ordering

always been committed to 
offering the best buying 
experience in the stone in-
dustry, adds Derek Brodka, 
Braxton-Bragg Marketing 
Manager. “We constantly 
test and strive to offer the 
best solutions to our cus-
tomers across all electronic 
platforms. Our new e-com-
merce website puts us way 
ahead of the competition 
with its capabilities and 
ease of use.”

Since its beginning in 
1995, Braxton-Bragg’s phi-
losophy has been to offer 
the best customer service 
and the best value for the 
money. This is accom-
plished by providing qual-
ity tile, stone and concrete 
tooling and supplies at the 
best prices and best in-
stock availability. For more 
info, visit braxton-bragg.
com and facebook.com/
braxtonbraggllc.
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Natural Stone, Textured 
Tile Accent Santa Monica 
Remodel

Arch-Interiors, under the 
guidance of interior 
designer Christopher 

Grubb, has completed a classic 
home remodel in Santa Monica, 
California. Using clean, crisp 
materials and accents, the 
McLaren Residence is a modern 
take on Cape Cod style. Close to 
the ocean, the residence is home 
to two young professionals who 
love to cook and entertain.

Grubb said natural stone, along 
with unique tile applications, give 
the home’s surfaces a beauty and 
texture that is second to none.

One of the challenges in the 

Shannon Carey
Photos Courtesy 
Arch-Interiors

advanced to where it has texture and looks more 
like real wood,” said Grubb. “It’s very durable 
and such a fresh look compared to a regular 
floor tile. It is extremely popular especially with 
families with kids and pets.”

But pieces of particular interest include a 
backsplash of matching pillowed-edge tiles 
and a decorative herringbone mosaic above 
the stove. The backsplash uses Calcutta marble 
from Ann Sacks.

“I think that when people see more of this kind 
of applications it encourages them to be a little 
more open to use a mix of materials that are 
classic but in a more interesting application,” 
said Grubb. “The counters are slab and the main 
backsplash is pillowed. I wanted to break it up 
above the oven and stove, so I echoed this her-
ringbone mosaic from the floor.

“I think the success of the project is the in-
teresting way we used the materials so that it 
visually has this exciting feeling of texture but 
is literally a tactile texture. It’s really unique be-
cause a lot of people would be hesitant to use a 
backsplash that is pillowed, but it was not a con-
cern for this client. It really brought the whole 
room together.”

Top: Before and After views of a 
modern Cape Cod-style remodel 
in Santa Monica, California.
Materials included in the fashion-
able revision are White Carrara 
marble counters, a Calcutta 
marble, pillowed brick and her-
ringbone mosaic tile backsplash, 
and a custom wood range hood in 
a shaker style to match the glass- 
front cabinets.

Please turn to page 26

Additional materials and appliances in the kitchen include:  Fortis 
Faucet–  9255700; Rohl Sink–RC3018;  Porcelain Floor Tile – 
Arizona Tile  MetalWood Piombo; Cabinetry–Funtime Cabinets by
Kitchenaid; Subzero  Refrigerator - B136; Wolf  Range - R366  and 
Wolf Hood Liner - PL402212.

home, according to Grubb, was “paying hom-
age” in a modern way to Cape Cod Style 
through details and finishes. The design team 
studied inspiration photos provided by the cou-
ple before starting work.

“You knew immediately that it was the ele-
gance of natural stone,” he said.

A New Take on the White Kitchen
The owners of the McLaren Residence 

wanted their kitchen to be the heart of the home, 
a place for entertaining and gathering, but also 
a functional space for everyday needs. Grubb 
said the kitchen reflects classic elements, but 
also trends. The kitchen reflects a farmhouse 
aesthetic with Shaker cabinetry finished with 
clean, white paint and classic bin pulls. The 
upper cabinets have glass panels to give the 
space an open, airy feel.

“This is an example of a classic, white 
kitchen, and it’s definitely here to stay because 
it’s so classic and timeless, but we’re starting to 
see more natural woods coming in. Glass-front 
cabinets, for a while nobody wanted them, and 
now we’re starting to do more of them,” said 
Grubb. “The opportunity to use pendant lights 
is another way to add a dimension to the room, 
give the room some personality if you’re going 
for a more classic look. Don’t be afraid 
to use something that has personality. 
A fixture can become its own unique 
statement.”

A built-in microwave and classic 
farmhouse sink keep the look going. 
The center island and counters are 
White Calcutta Marble from Tri Stone, 
and the stainless-steel Wolf is topped 
by a custom wood hood surround. 

Wood look makes another appear-
ance on the floors with MetalWood 
Piombo porcelain tile by Arizona Tile.

“The porcelain wood tile is extremely 
popular because the manufacturing has 
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Natural Stone Institute 
Releases Quarrier 
Toolbox Talks

Natural Stone 
Institute, in col-
laboration with 

the National Building 
G r a n i t e  Q u a r r i e s 
Association (NBGQA), 
has produced a new 
series of safety training 
resources specific to the 
quarrier segment of the 
natural stone industry. 
These resources are now 
available free of charge 
in the Natural Stone 
University.

Thirteen Toolbox Talks 
with exams and ten doc-
uments outlining best 
practices are currently 
available, covering top-
ics ranging from silica 
exposure and equipment 
best practices to welding 
and personal protective 

equipment. Each resource 
focuses on maintaining 
the health and safety of 
quarriers. 

“The addition of these 
quarry-specific resources 
builds on the extensive li-
brary of safety resources 
currently available to fabri-
cators, installers, and stone 
distributors. The resources 
also reference key MSHA 
requirements,” said Mike 
Loflin, Industry Research 
& Information Manager for 
the Natural Stone Institute. 
Rick Dilts, NBGQA 
President, agrees: “Quarry 
safety and consistency has 
always and will always be 
a primary concern for all 
of us. Sending our workers 
home safely to their fami-
lies at the end of the day is 
our primary concern. These 

training tools help us take 
a huge step forward in that 
goal.” 

Plans are in place to ex-
pand these resources further 
in the later part of 2018, 
with ten additional Toolbox 
Talks currently in process. 

To access these resources 

as a course bundle, 
visit the Natural Stone 
University at www.uof 
stone.com. 

To learn more about the 
National Building Granite 
Quarries Association, 
visit www.nbgqa.com.

Training & Education

TQ114: Tool Box Talk- Eye 
and Face Safety and PPE 
Overview: Over 1000 eye 
and face injuries occur in 
the workplace every day. 
According to OSHA, these 
injuries cost more than 
$300 million per year in 
lost production time, med-
ical expenses, and worker 
compensation. 

TQ115: Tool Box Talk- PPE 
Foot Protection
Overview: MSHA requires 
workers to use protective 
footwear when working in 
areas where there is a dan-
ger of foot injuries due to 
falling or rolling objects, or 
objects piercing the sole, or 
when the use of protective 
footwear will protect the 
affected employee from an 
electrical hazard, such as 
a static-discharge or elec-
tric-shock hazard. 

TQ116: Tool Box Talk- PPE 
Hand and Arm Safety

TQ117: Tool Box Talk- PPE 
Head Protection
Overview : MSHA requires 
head protection if there is 
a risk from falling objects or 
there is a risk from contact 
with live electrical conduc-
tors. Many hazards can be 
controlled with proper work 
practices and personal pro-
tective equipment (PPE).

TQ133: Tool Box Talk- 
Lockout... Tagout... Tryout! 
Overview: Ensuring equip-
ment is at a zero energy 
state and the energy source 
isolated or rendered inoper-
ative and cannot be re-en-
ergized is a necessary and 
required life critical process 
when performing equip-
ment servicing and main-
tenance.

TQ138: Tool Box Talk- 
Getting On and Off 
Equipment
Overview: Quarriers use 
many different types of 
mobile equipment in daily 
operations. Workers should 
be trained in the proper 
use, including mounting and 
dismounting, prior to utiliz-
ing equipment. 

TQ139: Tool Box Talk- 
Suspended Loads:
Overview: The law of grav-
ity cannot be amended or 
changed. However, what 
goes up needn’t come 
down, at least not on top of 
anyone.

Quarry Toolbox Talk Courses
TQ211: Tool Box Talk- 
Heat Illness Prevention  
Overview: 
Heat is a serious hazard 
in the workplace. Heat-
related illness if not at-
tended to can lead to 
serious and life-threat-
ening injuries.
 
TQ212: Tool Box Talk- 
What is Crystalline 
Silica?
Silicosis is a progressive 
disease and there is no 
cure upon its onset, thus 
minimizing your expo-
sure to respirable crys-
talline silica is the key to 
prevention.

TQ234: Tool Box Talk- 
Compressed Air Safety 
Overview:
Compressed air, as the 
name implies, is gas 
under pressure. If used 
improperly, compressed 
air poses several haz-
ards and can even cause 
death.

TQ236: Tool Box 
Talk- Crystalline Silica 
Exposure Prevention 
Overview:
Exposure to crystalline 
silica often occurs as 
part of common work-
place operations in-
volving cutting, sawing, 
drilling, grinding/sanding 
and crushing of natural 
and engineered stone 
products such as gran-
ite and slate, and also in 
the quarrying of these 
materials. 

TQ254: Tool Box Talk- 
General Welding Safety 
Overview:
Health hazards from 
welding, cutting, and 
brazing operations in-
clude exposures to metal 
fumes and to ultraviolet 
(UV) radiation. Safety 
hazards from these op-
erations include burns, 
eye damage, electrical 
shock, cuts, and crushed 
toes and fingers. protec-
tive equipment (PPE).

TQ253: Tool Box Talk- 
Aerial Lifts and Elevated 
Platforms (Quarry) 
Aerial lifts and elevated 
platforms provide a 
quick, easy way to access 
elevated work areas. 
Unsafe use can result 
in serious accidents or 
death.

EASY AS 1, 2, 3!

Lowering Costs Extending Careers 

TM

Increase Profits with
Lower Install Costs

CONTACT US TODAY!   503.212.4034

REDUCE LABOR
No more shop guys 
sent out on install

INCREASED
PRODUCTIVITY
Fewer stairs and less 
fatigue = faster installs

ELIMINATE INJURIES
Never lose another
skilled installer

Let us help you use the No Lift Install System to improve your business.

Get Started with No Lift Today!

www.NoLiftSystem.com      503.212.4034      Sales@NoLiftSystem.com

WATCH VIDEOS ONLINE AT
www.NoLiftSystem.com

Twin sisters from dif-
ferent political par-

ties are a step closer to 
both holding public office 
in western Michigan.

Monica Sparks, a 
Democrat, and her 
Republican sister, Jessica 
Ann Tyson, won their re-
spective parties’ nomina-
tion during the Michigan 
primary election. They’ll 
now advance to the 
November election for 
seats on the Kent County 
Board of Commissioners.

It’s possible that Sparks 
and Tyson could serve 
together because they’re 
running in different dis-
tricts in the Grand Rapids 
area.

Sparks says she decided 
to run for office when her 
sister declared her candi-
dacy. They say they were 
adopted into a family that 
taught them to pay atten-
tion to government and 
public affairs.

Family Ties
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Beware the Dark Web!
Sharon Koehler
Artistic Stone DesignRecently, Reddit was 

breached. Hackers got 
in and gained access to 

some Reddit users’ information. 
As of this year, Reddit has 234 
million unique users and 542 
million monthly visits to the site. 
Reddit is ranked as the number 
three most- visited website in the 
U.S. and the number six most-vis-
ited website in the world. So this 
alarming breach follows a long list 
of recent breaches that includes 
Orbitz, Facebook, Panera, Under 
Armor and more.  If you have 
accounts at any of these places, 
change your passwords ASAP.

Security breaches to the places 
we visit and the sites we do busi-
ness with are becoming more and 
more common. In order to pro-
tect yourself, you should become 
more vigilant about your pass-
words and general security proce-
dures on the Internet. Obviously 
we aren’t going to stop using the 
Internet, so individuals and busi-
nesses as well need to be security 
conscience as they browse World 
Wide Web. 

Once a breach occurs and in-
formation or identities are stolen, 
do you ever wonder where it goes 
and what happens to it? A very 
high percentage of it goes to the 
Dark Web. Most of us have heard 
of the Dark Web, and we associ-
ate it with criminals and illegal 
activity. Rightly so, as most – not 
all– but most of the activity on the 
Dark Web is illegal. 

Illegal activity like buying and 
selling identities can flourish on 
the Dark Web because the Dark 
Web is anonymous. The funny 
thing is that for being such a dark 
and ominous place, the Dark Web 
is relatively easy to get to. All you 
need to do is download a Dark 
Web search engine like TOR (The 
Onion Routing Project) or I2P 
(Invisible Internet Project). Then 
you just follow a couple more 
simple steps, and BAM – you are 
in. You cannot access the Dark 
Web with Google, AOL or any 
other regular search engine. 

Tor and I2P will keep the user 
anonymous. This is what they are 
designed to do. Domain names 
are big clues as to whether you 
have actually made it to the Dark 
Web. While we are used to see-
ing .com on regular internet sites, 
most Dark Web sites end with 

.onion. (As in TOR, The Onion 
Routing Project.) 

Stolen personal information can 
be worth big bucks to the hackers. 
The average Social Security num-
ber sells for just $1 but a hacker 
can get tens of thousands of num-
bers at a time. Driver’s license 
numbers are going for $20 and 
your PayPal login can go for up 
to $200. Passports can be worth 
up to $2,000. 

Businesses can be affected by 

keep paying, ransomware attacks 
will continue to happen. 

Now, if you are thinking of 
jumping on the Dark Web and 
searching to see if your info is 
on there, don’t waste your time. 
Most stolen information is sold 
in big batches or bundles. The 
chances of you finding your own 
information are slim. Plus, what 
would you do if you did find it? 
Call the police? The FBI? You are 
dealing with a totally anonymous 
situation. There is no way to track 
anything. 

Leave the Dark Web scanning 
to professionals. There are any 
number of companies and sites 
that have the tools to scan the 
Dark Web on your behalf. They 

the Dark Web in a much differ-
ent way. A ransomware kit can 
be purchased on the Dark Web 
for as little as $175 and they can 
make the purchaser thousands, if 
not millions in return. For those 
of you not familiar with ransome-
ware, it’s simple. The attacker 
gains access to your computer, 
often times with an innocent 
looking e-mail. Once the attacker 
is in your system, all your files 
and data are encrypted and you 
are locked out. A ransom demand 
is then made. At that point you 
have to decide whether to pay the 
ransom or lose all your computer 
data and files.  The thing is, statis-
tics say that after a ransom is paid, 
only 33 percent of the victims ac-
tually get their files and data back. 
While this statistic holds out little 
hope for most victims, you have 
to remember that you are dealing 
with criminals. Do you really ex-
pect them to be trustworthy?

Ransomware attacks cost com-
panies $5 billion in 2017, and 
that number is expected to rise to 
over $11.6 billion by next year. 
While the average payout is under 
$2,000, a large South Korean web 
hosting company paid out $1mil-
lion in a ransomware attack just 
last year. As long as companies 

will then alert you if they find 
something and you can take the 
appropriate measures. 

As for ransomware, again, there 
is no sure-fire way to prevent it, 
but there are things you can do to 
make it harder for the attackers. 
Don’t open any unfamiliar e-mails 
or click on suspicious links. Keep 
your software current by install-
ing updates. Most importantly, 
backup all your files daily. This 
step alone takes the power away 
from your attackers because you 
have all your files and data safely 
stored where they can’t get to it. 

And lastly: Beware the Dark 
Web!

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

“It is an old liberal theme 
that conservative ideas, 
being red in tooth and 
claw, cannot possibly 
emerge from any notion 
of the public good.”
— Charles Krauthammer

The Continuous Pursuit 
of Excellence 

Take corrective actions to 
prevent reoccurrence of this 
issue. Another word of caution, 
work on corrective actions for 
the chronic core causes. If an 
error occurs once in a month, 
it is probably an anomaly and 
does not deserve a major sys-
tem change. Work on only 
those issues that are caused by 
repeated causes.

If, after all these steps are 
taken, you conclude that the 
behavior of a person is the 
cause of the problem, clearly 
explain (in private) the situa-
tion that has occurred. Ask the 
person you deem responsible 
to explain the circumstance 
from their perspective. Talk it 
out. Your objective should be 
to learn from the exercise and 
make the employee a better one 
from the experience.

When Termination 
 is the Best Solution

Sometimes it becomes neces-
sary to discharge an employee 
for continued poor performance 
or some other unacceptable be-
havior. Do that right, too.  

Firing is the ultimate correc-
tive action. But, don’t use that 
word. Say something like:  “We 
have decided to terminate your 
employment with our company.” 
State the reason in as few words 
as possible. You do not need to 
engage in a lengthy explanation. 
The employee should know what 
this is about. In fact, if the em-
ployee is surprised, you have 
failed as a manager. Explain 
the actions to follow such as 
the final check, any severance 
pay that you choose to apply, 
etc. The termination discussion 
should be short and to the point, 
probably no more than five min-
utes start to finish. Thank the 
employee for his/her service and 
wish them luck. Done deal.  

More on this sensitive subject 
is provided by a friend and fel-
low consultant, Dave Oakley, 
who is an expert in business 
leadership principles.

A common cycle that allows 
the same problems to keep 

Continued from page 5

coming back can go something 
like this:

• Problem rises to the attention  
 of the manager and it seems  
 like no one was raising a flag  
 or fixing it fast enough.

• Manager jumps in, wrestles  
 the problem to the ground  
 and leaves the scene of the  
 crime frustrated that “no one  
 has the same sense of 
  urgency that I do! Why aren’t  
 people solving problems  
 when they see them?”

• Employees see the situation  
 differently, feeling, “He only  
 comes around when the stuff  
 is hitting the fan, rides in  
 barking orders, and doesn’t  
 listen when we say things are  
 messed up.” 

Even with good problem-solv-
ing tools, these dynamics pre-
vent good companies from 
becoming their best. Problems 
seem to be slow to surface and 
come and go on their own. 
Everyone seems to operate at a 
level lower than their title and 
feels frustrated.

Breaking this cycle requires 
leaders to take a different ap-
proach in a few key areas. The 
good news is that none of these 
changes require superhero pow-
ers, they’re actually very simple 
but take hard work and patience. 
These include:

Get the right people in the 
right roles — when people are 
put in roles they are made for 
they can operate at the right 
level and you don’t have to mi-
cromanage at all.

Conduct autopsies without 
blame – when we really focus 
on what is behind our problems 
and face the real issues, we get 
to the root cause more often and 
build trust in the process.

The good news is 
that none of these 

changes require 
superhero powers.

Please turn to page 9
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Highest Polish, No Bleeding, No Burning

O ur Talon™ 4-Step Polishing Pads have been designed 
specifically for wet use on quartz. 

These pads, with only a 4-step process, perform better and offer a 
better finish than a traditional 8-step pad set. 

And because of the next generation resins used in Talon™ 4-Step 
Pads, they are non-marking and will not bleed like other pads.

“This four-step system is the best solution I have come 
across for polishing engineered stones. There is no 
color transfer from the pads. The process is quick and 
they work equally as well on our natural stones.”

–Phil Kuczma, Shop Manager, Italian Marble and Granite 
Inc., Clarence Center, N.Y.

Designed for Quartz
Use for Silestone, Caesarstone, 

and Cambria 

WORKS IN

1/2
THE TIME!

   Item # Description Our Low Price 
 18278 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 1, Red $25.95

 18279 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 2, Blue $25.95 

 18280 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 3, Orange $25.95 

 18281 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 4, Pink $25.95

50% Labor Savings

No Orange Peel!No Orange Peel!

Polish Faster and Get a Greater Shine Sooner!
In other words, the proprietary design of these quartz polishing 

pads allows the fabricator to achieve the best quality finish and 
shine, while saving you time.

Call Today for a 30-Day, No-Risk Trial…
Call 1-800-575-4401 today and give the new Talon™ 4-Step 

Quartz Wet Polishing Pads a try. 
If you don’t agree they save you time and money, then just let us 

know within 30 days and we’ll buy them back from you.

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

The Continuous 
Pursuit of 
Excellence 

Continued from page 8

Lead with questions, not an-
swers – with the right people 
in the right roles, they will 
come up with better solutions 
that will last.

Doing each of these builds 
the most important quality into 
our businesses, trust. When 
trust is high, people will raise 
issues faster without fear, they 
will offer and initiate fixes 
without being asked. 

To learn more about all 
these ideas, we will write a 
follow-up article about how 
to apply the best leadership 
lessons from “Good to Great.” 
These will go beyond the book 
to practical application to your 
business.

For more information on 
this or other Synchronous 
Solutions topics, visit  www.
SynchronousSolutions.com or 
call Ed Hill at 704-560-1536.  
You may contact Dave Oakley 
at www.linkedin.com/in/
dave-oakley-2b77b87/ or call 
760-889-7858.

Hoofing It in Style

Forgot the 
Febreeze

Look out Lyft, move over Uber: 
A southern Michigan man 

has launched a horse-and-buggy 
ride-hailing service.

WWMT-TV reports Timothy 
Hochstedler dubs his service “Amish 
Uber,” but he’s not affiliated with 
the San Francisco-based company. A 

A 22-year-old man who went 
for his driver’s test left in 

handcuffs after the examiner be-
came suspicious about a certain 
odor emanating from the car.

News outlets report the ex-
aminer alerted a trooper at the 
Motor Vehicle Administration 
office, who searched the car. 
A Maryland State Police report 
says the search found nearly a 
pound of marijuana, a scale, 
more than $15,000 in cash and a 
handgun loaded with a 30-round 
magazine.

Reginald D. Wooding Jr. of 
Baltimore did not get his driv-
er’s license that Monday, but 
he did get arrested on multiple 
counts.

sign on the side of his buggy reads 
“Amish Horse & Buggy Rides $5,” 
and he offers trips around the St. 
Joseph County community of Colon, 
Michigan.

With no app, would-be customers 
have to literally hail the buggy for a 
ride.

Hochstedler says he enjoys the 
conversations with customers. And 
his horse is friendly — “a people’s 
horse.”

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Talon 4-Step pads
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IT was a typical 
Wednesday 
evening. I was 

just getting ready for my 
weekly radio show. I’ve 
been broadcasting “The 
Stone and Tile Show” (blog 
talkradio.com/drfred) for a 
while now and have gotten 
some interesting calls. 

This week would turn out 
to be unusual. I got on the 
air and started interviewing 
my guest about some new 
anti-etch products when 
someone called in to ask 
a question. He started by 
asking questions about the 
anti-etch products, and then 
he sprung the following 
question on me. He told me 
that he represented a large 
condo complex and that 
all the countertops were 
Black Absolute, and all of 
them were etching. My first 
thought was that he really 
didn’t know what etching 
was, but after several min-
utes of explaining the prob-
lem, I asked him to send 
me a photo. I also asked 
him to hold while I con-
tinued my interview on air.  
As I was discussing sev-
eral interesting points, the 
photo came through on my 
phone. I then told the in-
terviewer to hold a second 
while I described the photo 
to him and my audience. 
Sure enough, it looked like 
Black Absolute granite and 
did look like it was etched. 
My first thought was that it 
was dyed granite. I put him 
back on the air and told 
him I would call him later 
to discuss. I continued my 
interview and wrapped up 
the show. 

I immediately called the 
gentleman with the etched 

Frederick M. Hueston, PhD

The Stone Detective
The Radio Show Case

Black Absolute and got 
some more information. 
Based on what he told me, 
I really couldn’t put my 
finger on why this gran-
ite would etch. I told him 
I would be available to fly 
out there to take a look. Oh 
yeah, the project was in the 
Cayman Islands. Hey, it’s 
a tough job but I knew I’d 
have to go. He agreed, and 
I booked a flight for the fol-
lowing week.

I packed my swimming 
trunks, and I was off to the 
islands. No, I did not plan 
to do the inspection in my 
swimming trunks, but after 
all, I was in the Caymans! I 
just knew I would have to 
go to the beach while I was 
there (LOL). I know, poor 
me. 

Anyway, I arrived at the 
airport and was greeted by 
a lovely island lady holding 
a sign with my name on it. 
I introduced myself and we 
were off to the building. I 
asked to stop at a hardware 
store first to pick up some 
acid for my testing. The 
TSA folks don’t like you 
carrying that on a plane for 
some reason.

We stopped at the store 
and we were back on the 
road to the suspected build-
ing. The drive was beauti-
ful as we cruised along the 
ocean. All I could think of 
was getting into that blue 
water when I finished my 
inspection. 

We arrived at the build-
ing, a tall skyscraper in 
downtown Georgetown. 
Georgetown is where all 
those “offshore” banks are 
located that you hear about 
all the time, where people 
stash all their millions. I 
wouldn’t know (LOL). 

We entered the 
building and there 

were at least eight 
people waiting 

for me. A tall gen-
tleman who had 
a Scottish accent 
greeted me. He 

told me he 
was the head 

architect and was very 
concerned with this issue. 
They led me to one of the 
units and into the kitchen. 
As soon as I looked at the 
countertop I could not be-
lieve my eyes. The counter-
top certainly was etched. I 
took out the small bottle of 
acid and placed a drop on 
the countertop and it started 
fizzing in several places. 
Without a doubt there was 
calcium in this stone. I re-
called a time I had a similar 
problem and had the stone 
tested. The problem was 
this granite had some cal-
cium binders in it. For those 
of you who don’t know, 
calcium is the main min-
eral in marble and will react 
to acids. Some granite can 
contain calcium depending 
on its geological age, sec-
tion of the quarry, as well as 
where in the rock cycle it is. 
This was the case here, as 
well. I suggested that they 
either have them restored, 
then use an anti-etch prod-
uct, or just replace them. 
I’m still waiting to see what 
they decided.

For those of you inter-
ested in anti-etch prod-
ucts, I’ve interviewed 
several experts on this 
very topic. Listen to my 
Stone and Tile Show – blog 
talkradio.com/drfred.

Another case solved – 
now off to the beach!

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

Yes, Virginia, granite can etch, under the right 
circumstances and composition. However, it is 
unusual for Absolute Black granite.

Laser Products Industries Earns 
a Place on Inc. 5000 List for 
Second Consecutive Year

Laser Products Industries (LPI) 
has made the 2018 Inc. 5000 list 
of the fastest-growing private 

companies in the United States for the 
second-consecutive year. LPI has expe-
rienced nearly 70 percent sales growth 
over the last three years and joins an 
elite group of repeat companies on the 
Inc. 5000 list.

“Of the tens of thousands of compa-
nies that have applied to the Inc. 5000 
over the years, only a fraction have made 
the list more than once,” said James 
Ledbetter, editor in chief of Inc. Media. 
“A mere one in three have made the list 
two times.”

According to Ledbetter, companies 
that have made the list, on average, 
have grown six-fold since 2014 during a 
stretch when the economy grew around 
11 percent. Collectively, revenue from 
companies on this year’s list is up 158 
percent from 2014, a trend that LPI con-
tinues to follow.

“It’s a tremendous honor and achieve-
ment for LPI to be named to the Inc. 5000 
for the second straight year,” said LPI 
president Rich Katzmann. “We continue 
to invest in all aspects of our business to 
ensure we not only continue providing 
the best quality of products and services, 
but also innovate and develop new solu-
tions for new markets and the evolving 
needs of our customers. We have some 
big things planned between now and the 
next few years that are pretty exciting.”

LPI was founded in 1994 by Dan 
Louis, who was a 2017 inductee into the 
National Kitchen and Bath Association 

Hall of Fame. Over its 24 years, LPI has 
been recognized by customers, peers and 
associations worldwide as a leader in laser 
measuring products for several industries 
including countertop, cabinet and wood-
working. The company has several new 
products in development that will launch 
over the next couple years to accompany 
its popular LT-2D3D Laser Templator.

Founded in 1994, Laser Products 
Industries (LPI) develops laser measuring 
equipment and technology solutions for 
various industries, including countertop, 
cabinet, glass and construction. LPI has 
sold over 5,000 lasers to more than 3,000 
companies in over 35 countries. LPI prod-
ucts are used by both the world’s leading 
automated fabricators, as well as smaller, 
manual shops. LPI has earned a spot on 
the Inc. Magazine Inc.  5000 “Fastest 
Growing Private Companies in America” 
in 2017 and 2018, and as one of the top 
10 fastest-growing private manufacturers 
in Illinois.

Laser Products Industries CEO and founder 
Dan Louis (left) and President Rich Katzmann 
(right) celebrate the company’s inclusion in 
the Inc. 5000 for the second consecutive year.

“Some humans would do anything to see if it was pos-
sible to do it. If you put a large switch in some cave 
somewhere, with a sign on it saying ‘End-of-the-
World Switch. PLEASE DO NOT TOUCH’, the paint 
wouldn’t even have time to dry.”

 –  Sir Terry Pratchett, Thief of Time
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The Clear Choice
 The clarity of the Akemi 
Platinum 3.0 makes it easy to 
match the color of the stone. 
The appearance of the stone 
comes through more exact and 
clear. Platinum 3.0  “colors right,” 
making it easy to tint and 
match quartz and natural stone.

Bond Strength
 Bond strength is 
essential in joints, laminations 
and miter joints.  The strenth of 
Platinum 3.0  makes it perfect 
when layering or joining where 
integrity is needed. The quick 
cure time  and strength 
eliminates failures in 
laminating and in seaming 
countertops when Platinum 3.0 
is used. Platinum 3.0 is up to 
50% stronger than standard 
polyester.

Fast Production Time
 Platinum 3.0 cures in only 
20 minutes.* That means you 
have less down time with 
Platinum 3.0 so you can safely 

        High quality resins and 
ingredients insure Platinum 3.0 
performs exceptionally in many 
applications such as seams, 
laminations and repairs. Best of 
all, it is ideal for working with 
quartz, granite, marble, other 
ultra dense surfaces and slabs.

(Uncured Product Example)

Introducing
 Platinum 3.0

For More  Information Contact 
InnoChem LLC 
www.innochemllc.com 
info@innochemllc.com  
or www.braxton-bragg.com 

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

Available at:

Alpha Professional Tools® 
is pleased to announce 
that they have hired 

Dennis Lynch to represent them 
in the Northwest territory. He 
will service the areas of Idaho, 
Montana, Oregon, Washington 
and Wyoming.

Lynch has been in the tile and 
stone industries for 20-plus years 
and has worked in various ca-
pacities. He has a background in 
commercial/residential tile instal-
lation and is familiar with fabri-
cation tooling, installation and 
sales. He resides in the Portland, 
Oregon area.

Lynch will be the contact to 
discuss your Alpha® needs in the 
Northwest U.S. as well as ways 
Alpha® can assist you with their 
product line.

For additional information, 
he may be reached at (925) 
428-1292 or email dlynch@ 
alpha-tools.com.

Dennis Lynch 
is New Alpha 

Representative

Dennis Lynch, new
Alpha Northwest Territory Rep.

“The worst thing about 
Halloween is, of course, 
candy corn. It’s unbeliev-
able to me. Candy corn is 
the only candy in the his-
tory of America that’s never 
been advertised. And there’s 
a reason. All of the candy 
corn that was ever made was 
made in 1911. And so, since 
nobody eats that stuff, every 
year there’s a ton of it left 
over.”
—  Lewis Black 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Platinum Knife grade
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Safety in the Shop

 
PO Box 188, Stinesville, IN 47464 

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

Many years ago, 
I worked for a 
granite company 

with an inside slab yard. I 
was with a customer trying 
to make selections, and of 
course she wanted to see 
part of a slab covered up 
by a smaller piece. I told 
her that I was going to get 
the forklift and a driver 
to move the smaller piece 
and I would be right back. 

I was on my way back 
when I heard a crash and a 
scream. I took off running 
and so did everyone else in 
earshot. Even though I had 
warned the customer not 
to tilt the smaller piece, 
she did anyway. She tilted 
it too far, lost control be-
cause of the weight, and it 
crushed her foot. The first 
words out of her mouth 
were, “I’m sorry. It’s all 
my fault. Add the dam-
age to my bill.” She then 
proceeded to tell everyone 
that it was all her fault. She 
told the ambulance driver. 
She told the ER nurse and 
doctor. She told the sur-
geon that put the pins in 
her foot. She even called 
her husband before she 
went into surgery and told 
him as well. Just so you 
know – I know all those 
details because I went to 
the hospital with her.

Fast-forward to today, 
and we now find that we 
are living in a much more 

Fall Down – Go Boom
Sharon Koehler
Artistic Stone Design

litigious society. People 
are suing for the smallest 
of things, hoping to make 
the biggest of bucks. Large 
corporations have protocols 
and steps in place to han-
dle very small mishaps up 
to very serious accidents. 
They know what to do. 
Unfortunately, statistics 

show that most small to me-
dium-size companies don’t 
have any guidelines in place 
for when customer accidents 
occur. That may have been 
fine back in the day, but not 
so much, anymore. Even the 
smallest of companies need 
to put guidelines into place. 

Obviously, no one wants 
to deal with an accident 
(big or small), but since you 
must, you might as well do 
it correctly, and hopefully 
save yourself some aggra-
vation if it does end up in 
court. 

Start an Accident Report 
Form. You can find a tem-
plate online or create one in 
Word or Excel programs. 
Make sure it fits your busi-
ness. It should have, at a 
bare minimum, the custom-
er’s name, address, phone 
number and e-mail address. 
There should be a place to 
describe exactly what hap-
pened, and a spot for witness 
information. There should 
also be space to include 
the injuries the customer is 
complaining about. If it hap-
pened outside, make a note 
of the weather, the shoes the 
customer was wearing and 
if they were carrying some-
thing. There should also be 
a spot to write down any-
thing the customer says that 
indicates they are to blame. 
Such as: “I wasn’t looking” 
or “Gosh, I am so clumsy.”

If the accident happens and 
there is no manager around, 
go get one. Ideally, you 

want someone of a higher 
authority to deal with a 
hurt customer. It com-
forts the injured party to 
know that “Management 
Cares.” Whoever tends to 
the customer, make sure 
to give your undivided 
attention. Stay with them. 

DON’T admit guilt. 
You can be sympathetic 
and say you are sorry it 
happened but utterances 
like “Geez, I asked Bob to 
clean that up an hour ago” 
will only get you in trou-
ble. Recently I was on the 
grounds of an amusement 
park and I took a pretty 
substantial fall. I twisted 
my ankle, bruised my 
shin, scraped my knee, 
but worst of all, I banged 
my ribs hard on the walk-
way. In-house medics 
came and so did security. 
I was visibly upset and in 
an effort to comfort me, 
the security guard said 
“Ma’am, this is my sec-
tion and I trip over that 
all the time, especially 
after dark.” Comforting? 
Yes, but totally the wrong 
thing to say to someone 
who might want to sue 
you.

Offer medical assis-
tance. If it’s serious 
enough, call 911 right 
away. If they are con-
scious and talking, ask 
them if they want you to 
call for help. Do what they 
ask. Even if you don’t 
think they need medical 
attention, if they ask you 
to, call 911. They may 
have a medical condition 
you know nothing about. 
If they decline medical 
attention, assist them up 
but make a note on the 
accident report that they 
declined medical help.

Take photos of the 
area. Don’t take photos 
of the customer. Photos of 
the area, of the hazard and 
any warning signs you 
may have up are what’s 
needed. Then step back 
and take a photo of the 
whole general area. If you 
have video surveillance, 

keep it. Don’t let it get re-
corded over or deleted. 

Make notes on all the 
employees in the area. It 
can take a while for a case 
to go to court. Employees 
come and go. You may 
need someone who no lon-
ger works for you. 

Follow up with the cus-
tomer after the accident. 
That old “Kill ‘em with 
kindness” action may save 
you a day in court. People 
want to know you care. The 
amusement park called me 
twice the day after the acci-
dent and then once a day for 
the next three days. If they 
didn’t care, they hid it well. 
I really was impressed by 
this action on their part and 
it did make me feel better. 

After everything has 
calmed down, alert your 
insurance company. They 
will probably have some 
forms of their own they 
want you to fill out while 
the incident is fresh in 
your mind. You might 
also contact your law-
yer. Better to fill them in 
soon than to let them be 
blindsided down the road 
by something you barely 
remember. 

Accidents happen. Train 
your staff, have your plan 
of action in place and be 
ready. 

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

Accidents can happen traveling to or from the jobsite, 
as well. Plan ahead and develop guidelines and proto-
col to deal with all levels of accidents, large and small.

Hooch Stash
Discovered in Quincy

A couple moving into 
a Massachusetts 

home have found what 
they believe is a stash of 
Prohibition-era booze.

The Patriot Ledger re-
ports that Ian Sutherland 
and his girlfriend, Alexa 
Lee, found dozens of 
dusty glass bottles and 
clay jugs shelved behind a 
false wall in their Quincy, 
Massachusetts home.

A contractor uncovered 
the hidden compartment 
while working in the 
basement in July after the 
couple had moved in from 
Connecticut.

Some of the 56 bottles 
still contain liquid that 
Sutherland says appears to 

include beer and moon-
shine, and that now give 
off a vinegary smell.

The head of the Quincy 
Historical Society says 
it’s still too soon to know 
how long the bottles were 
hidden.

Quincy banned alcohol 
sales in 1880 amid the 
temperance movement. 
The house was built in 
1910.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Terminator Force 
Bridge Saw Blades

Terminator 
Sonic Edge 3 
Bridge Saw Blades

These are blades built 
for today’s competitive 
stone market.

•Free cutting nature of the blade results in a  
 low spindle amp draw
•Increasing longevity of the saw spindle
•Wet use only
•Works on high & low HP saws
•Great for Granite & Engineered Stone

•25mm Position  
 Diamond Technology
•Fast efficient cutting &  
 uncompromising longevity
•Ideal for both high &  
 low HP saws
•Will cut Granite &  
 Engineered Stone

•25mm segments
•Wet use
•Will cut Granite and  
 Engineered Stone
•Made in Korea

25mm!

25mm!

25mm!

Terminator Xtreme S2 
Bridge Saw Blades

The Xtreme S2 blades 
are equipped with 
the newly developed 
25mm position diamond 
segments and have 20mm 
segments. These blades 
offer a superior cutting 
performance on a wide 
range of materials.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Made in the USA 
with US and 
Foreign Parts

Companies everywhere 
have their struggles: the 
bottom line, safety, dead-

lines, morale, and last but not 
least, employee retention.

 
The stone and countertop indus-

try and companies within it feel an 
impact from high turnover rates. 
If you have been with a company 
for an adequate amount of time 
and think back to how many em-
ployees, for better or worse, have 
come and gone through the doors 
of the company you work for, 
there’s a good chance you will 
be overwhelmed or even unable 
to recall every single individual 
who graced you with their pres-
ence. Personally, I cannot help but 
wonder why employee retention 
is such a factor when I feel that 
the company I work for is such a 
pleasant and fair place to work.

Maybe retention has become a 
problem because fewer people 
than usual are willing to come 
home dirty. Is it possible this is 
true even more so for the up-and-
coming generations of workers? 

Employee Retention Tactics
Codiak San Herrell
Solid Surface Designs

Or is it because there is such a sur-
plus of other potential job oppor-
tunities in today’s economy that 
workers use one job as a stepping 
stone until they find what they 
think is a better job?

               
Poor employee retention poses 

several issues, including wasting 
a ton of precious time on employ-
ees who are not interested in long-
term employment. Just imagine a 
company that is fully staffed with 
trained, hard-working employees 
who have a success-driven vision 
for the company, clock in every 
day with pride and thankfulness 
to be part of the team, employees 
who also see themselves long-term 
or even retiring with your com-
pany.  But instead, because of our 
retention epidemic, we are faced 
with the tiring time-consuming 
hiring process, the paperwork, the 
training and all the other factors 
involved in the coming and going 

of employees. Oftentimes we are 
baffled by this predicament, and 
instead of dwelling over it, we at-
tempt to find solutions to retain a 
happy and consistent work force.

At Solid Surface Designs in 
Billings, Missouri, we are doing 
a program called Employee of 
the Month. This classic tactic for 
morale and retention consists of 
taking a vote from all employees 
on who they believe should be 
Employee of the Month. The em-
ployees are also asked to give an 
explanation as to why they voted 
for that employee.  Team leaders 
are exempt from the nomination. 
So, once a month after all votes 
have been cast, typically shortly 
after everyone arrives at work in 
the morning, before installers de-
part for the day, we get all the em-
ployees and supervisors together 
in a group and announce who got 
the most nominations. The per-
son with the most votes receives 
a cash reward. We also announce 
how many votes they received that 
month and what their fellow em-
ployees had to say about them. At 
the end of the day, the Employee 
of the Month also gets recognition 

on our social media platform and 
gets their picture posted until the 
next Employee of the Month is 
determined.

This is beneficial because it 
gives employees a voice in the 
company. Employees also real-
ize they are getting occasionally 
evaluated by their supervisors 
and by their fellow employees. 
We have found that this dynamic 
increased overall productivity. 
Employees also get an inclusive, 
company-wide event to look for-
ward to. The event can become a 

productive casual topic amongst 
employees and hopefully snow-
balls to an increase in employee 
retention.     

With Employee of the Month 
strategy in motion, Solid Surface 
Designs also does a quarterly 
“Meet Our Team” newsletter 
that gets posted in various places 
around the shop and offices. 

The newsletter is just a single, 
one-sided, black-and-white piece 
of paper that features a certain de-
partment being showcased.

Tim Wilkins, Installation 
Department,  Employee of 
the Month, and a sample 
monthly newsletter.

Please turn to page 15
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 Item # Description Great Low Price 

  4-1/4˝ Elipse® Wet Polishing Pads Hook & Loop-Backed

 22509 Elipse® 6-Step Granite Wet Pad, Step 1, Red  $24.95 

 22510 Elipse® 6-Step Granite Wet Pad, Step 2, Yellow  $24.95 

 22511 Elipse® 6-Step Granite Wet Pad, Step 3, Blue  $24.95 

 22512 Elipse® 6-Step Granite Wet Pad, Step 4, Green  $24.95 

 22513 Elipse® 6-Step Granite Wet Pad, Step 5, Orange  $24.95 

 22514 Elipse® 6-Step Granite Wet Pad, Step 6, Pink  $24.95 

 22507 Elipse® Aluminum Oscillating Back-Up Pad $29.95

Call Andrew Geronimo toll free at 
800-575-4401 to place your order.

The Most Advanced Wet Polishing System Since... EVER!

Elipse 6-Step Wet Polishing 
Pads combine TrifectaMate™ Pad 
Technology with the genius of one 
of the stone industry’s finest minds, 
Barry Brandt, and the efficiency of 
elliptical patterned orbital polishing 
backer pad. This really does put a 
new spin on how you polish stone.

This breakthrough combination 
allows you to harness the power 
of elliptical motion without los-
ing the center water feed vital 
for stone polishing. The result is 
a nearly perfect polish with less 
physical pressure and less manip-
ulation of the hand-held polisher.

In other words, you get a better 
polish with less effort from your 
polishing craftsman (50-80% less 
human energy needed). The combi-
nation of cutting edge engineering, 
manufacturing and labor reduction 
is the reason we can confidently 
say you’ll save up to $2 per foot on 
your production costs!

MUST-SEE

VIDEO

WWW.BRAXTON-

BRAGG.COM

This state-of-the-art pad is engineered to reduce 
polishing labor on Granite, Marble and Quartz

Employee 
Retention 
Tactics

Continued from page 14
It talks about current happen-

ings, new equipment, and some 
details about a few employees 
from the selected department. 

The newsletter also provides a 
“New Hire” section to introduce 
any new team members. We en-
courage our already-active em-
ployees to stop and welcome our 
new staff. We also have an em-
ployee anniversaries section for 
each quarter, along with a birth-
day section for employees. 

While we are on the topic of 
birthdays, Solid Surface Designs 
is no stranger to the infamous 
“Happy Birthday” song, usually 
organized and instigated by me. 
Word will get around the com-
pany on the day of our birthday 
girl or boy, and we organize the 
“Happy Birthday” song with as 
many employees as possible, 
reaching up to 20 or more em-
ployees and friends. We have 
witnessed all sorts of reactions 
from embarrassed to the extent of 
running and hiding or just sitting 
there and taking the birthday song 
assault like a champ. Of course, 
after the song we all laugh and 
set back to work. It has been an 
ongoing tradition for three years 
now. Not even the CEO is safe. I 
think I can speak for the company 
by saying that it is a highlight of 
working for a company that has a 
tight-knit, family-like vibe. 

I am truly grateful for falling 
into the stone industry by chance, 
with zero knowledge of product 
and experience with the product 
prior to my first day on the job. 
I learned, adapted, and now con-
sider it my home away from home 
with my second family. We have 
our ups and downs, our hardships, 
but we have each other and I am 
forever grateful. This one is for 
you, Solid Surface Design! Let’s 
go, team!

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

Bob Murrell 
M3 Technologies

Photos by Bob MurrellIN all of my years 
in this business, 
I was only truly 

“stiffed” one time. Granted, 
I have worked less on the 
contracting side than some 
of you as I have most always 
been on the technical sales, 
training, and support side 
of the business. However, 
I have done my fair share 
of restoration projects, both 
large and small over a more 
than 40 year career. 

Nowadays, I most always 
recommend that restoration 
and maintenance profes-
sionals write up contracts 
before beginning a project. 
It is important that the per-
son or company funding the 
project sign the contract. In 
the event that you have to 
take someone to civil court, 
a contract is a must-have. I 
am no attorney but highly 
recommend that your con-
tract have the expected re-
sults, potential problems, 
disclaimers, and the fact 
that there could possibly 
be additional charges if un-
foreseen problems arise. It’s 
basically called CYOA.

Submitting a test area 
should help your estimate 
and/or contract to be more 
accurate. However, there 
are many issues that can 
rear their ugly heads. You 
know this already, if you’ve 
been doing this for a few 
years. In any case, you will 
always hear it from me, in 
every article and most all 
verbal recommendations 
too, submit a test area to 
confirm both the results and 
procedure.

What happens when the 
lippage you thought was 
minimal turns out to be a 
much bigger problem than 
you originally thought? It 
can be that the low areas are 
much more difficult to deal 
with than high edges or cor-
ners. These must be dealt 
with, in many cases, with a 
hand tool. What if there is 
wax in these low areas and 

-effective. We simply had 
to discuss the options with 
the owner and it was de-
cided that we would hone 
them all by hand and then 
polish the floor. They were 
noticeable but the floor was 
acceptable, and even more 
importantly, we got paid. 
I never figured out what 
would have been the reason 
for those divots.

Case Study Two
Recently a local contrac-

tor had a project to lightly 
hone an enclosed back 
porch. This floor of pink 
Tennessee marble was 
probably laid in the early 
1900s. The home was built 
in 1829. So this floor had 
never been ground (and 
we all know that means 
it definitely has lippage), 
had been previously waxed 
and who knows what other 
products had been applied 
over the years.

First we used 120-grit 
flexible metal discs. They 
cut fairly aggressively and 
seemed to remove most 
of the built-up coatings, 
minimize most of the lip-
page, and exfoliated both 
the stone and grout very 
well. This helped the floor 
tremendously. However, 
there were areas of mor-
tar buildup that we suspect 
was used to repair missing 
grout through the years. So 
a 70-grit flexible metal disc 

grout lines?
What happens when the 

stone is poorly set and 
some tiles crack? I mean 
really, do you go around 
sounding tiles on every job 
that comes along? The same 
thing applies to the grout 
too. Missing grout is a very 
common issue.

Another hit or miss issue 
is be rust or discoloration 
around toilets and faucets 
on counters and vanity tops. 
Do you remove, or have 
you removed all hardware 
from most countertop and 
vanity restoration projects? 
Probably not. You can only 
get so close as some of these 
are 24k gold-plated and you 
certainly don’t want to be 
replacing those. Rust on 
white marble around toi-
lets is also very common. 
It can be a permanent stain 
as these areas stay moist for 
very long periods of time 
and the iron can migrate 
completely through the 
stone. You may not ever be 
able to remove these types 
of deep stains.

Oh, and guess what. Once 
you have ground all of the 
lippage, gone through all of 
the necessary honing steps 
and have your first area pol-
ished, this is when problems 
can start to show up.  I don’t 
know in how many projects 
this has happened to me, but 
it is a few, for sure.

Case Study One
On one memorable job, 

we were grinding and hon-
ing a marble floor, and 
when we got to the 800-grit 
we noticed divots, in a defi-
nite pattern across the floor, 
that were not noticeable 
before we started, because 
the floor was so rough. We 
never saw them until that 
point, and to repair them 
would not have been cost 

was used on a hand tool to 
hog off these areas as well 
as to round off any sharp 
edges of lippage and to go 
around the borders. Then a 
120- grit metal disc on the 
hand tool was used to hone 
these and all problem areas 
that remained. The floor 
machine was then run again 
with the 120-grit metals af-
fixed, to blend everything. 

This floor had sanded 
grout and mortar so thank-
fully a honed look was de-
cided upon. The floor was Please turn to page 18

go-to product for textured 
and honed materials.   

Keep in mind that the 
client had a limited budget 
and did not want to pay for 
a total and complete resto-
ration, meaning full lippage 
removal and a higher hone 
or even polish. Of course 
a polish would have been 
very difficult if even pos-
sible due to the sand in the 
grout and mortar issues. 
This room was a laundry 
and mud room so a rustic 
look was totally acceptable. 

However, as we previ-
ously mentioned, as prog-
ress takes place, more 
defects become noticeable. 
Basically, the better the 
floor looks, the more you 
start to see other issues that 
may need to be addressed. 
This is where the art of ne-
gotiating comes into play. 
Additional funding could 
be necessary, especially if 
there is a substantial amount 
of additional work the client 
is requesting. This is why 
the contract should be spe-
cific that additional costs 
may be involved for im-
provements that go above 
and beyond the original 
scope of work.    

Marble floor during the  
restoration, beginning 
the handtool work of 
grinding, leveling  and 
removing excess mortar.

Marble floor before 
restoration, showing 
excess mortar, rust 
stains, and wax (and 
unknown chemical) 
buildup.

left at the 120-grit level to 
maximize the surface area 
and yet still be smooth and 
exhibit some color. This 
open surface would help 
the impregnator/sealer to 
penetrate better. Stone Soap 
would be the preferred 
product for routine main-
tenance. The Stone Soap 
will help provide additional 
protection against foreign 
contaminants as well as en-
hance the natural colors of 
the stone over time. FYI, 
Stone Soap is usually the 

“Mom, Dad, it’s the funniest thing! So I’m in the Pacific 
Northwest hunting for Bigfoot when, what are the odds…” 

© MARK ANDERSON. www.andertoons.com
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The place: Neyland Stadium, 
Knoxville, Tennessee.

The teams: Alabama versus 
Tennessee.

The date: Saturday, October 15, 
1994.

The outcome: A last-gasp, ut-
terly demoralizing (to the home 
crowd) Bama victory, 17-13.

I defer to the wonderfully 
crafted opening of sportswriter 
Mike Strange’s report of the sad 
affair: “Tennessee remains under 
Alabama’s big Crimson thumb for 
at least another year, maybe for-
ever. Once again, the Vols inched 
up to the brink of their most ago-
nizing threshold, only to fall back 
for the ninth year in a row.”

Late in the game, the Vols were 
in command, 13-10. But with a 
mere 3 minutes, 4 seconds to play, 
the Tide capped an 80-yard scor-
ing drive to go ahead. UT refused 
to give up. Guided by a freshman 
quarterback—his name escapes 
me right now; it was Manging, 
Maiming, Meeming, Peyton 
Place, something like that—the 
Vols drove to the Bama 7, only to 
run out of downs with 1:01 on the 
clock. End of story.

Sam Venable 
Department of Irony

Uh, not quite.
I submit that Tennessee may 

have been cursed from the get-go 
because of an illegal event that 
occurred 24 hours earlier. 

I’ve been in correspondence 
with two members of a Tennessee 
family who know precisely what 
I’m talking about. I won’t name 
names because one of the di-
rect participants—we’ll call him 
Mister X—requested anonymity, 
rightly worrying that some Vol 
partisans might seek a pound of 
flesh in revenge.

Coincidentally, pieces of 
once-living flesh—as in cremated 
human ashes—are the key to this 
story.

Official UT policy forbids the 
practice of scattering ashes on the 
field. But on Friday, October 14, 
1994, Mister X did it anyhow. The 
remains in question were those 
of a Nashville man described by 
his widow as “the most rabid Big 
Orange fan to ever walk planet 
Earth.”

He’d wanted his ashes sprinkled 
on Shields-Watkins Field, and the 
family went through official cir-
cles to gain permission. No dice.

So, the afternoon before the 
game, Mister X and an old fra-
ternity brother filled their pockets 
with ashes and idly wandered onto 
the field, making casual conversa-
tion with workers and “scooping 
out” when they got the chance.

“We didn’t sprinkle a lot,” 
Mister X told me. “Just enough to 
comply with his wishes.”

Family and friends went to the 
game the following night, content 
their mission was accomplished. 
But, horror of horrors, where had 
those ashes been placed?

“Right where Alabama scored to 
win the game!” Mister X moaned.

Now, do you see why he’s in the 
witness protection program?

Sam Venable is an author, en-
tertainer, and columnist for the 
Knoxville (TN) News Sentinel. 
He may be reached at sam. 
venable@outlook.com.

The Vols Were Jinxed 
from the Start

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

MADE IN THE USA

 Item # Description OUR Price 
 3743 Stone Pro, ADA Compliant Countertop Support $99.95

Install an ADA Compliant
wall-hung vanity, quickly, 

inexpensively and beautifully!
The Stone Pro Countertop Support is ADA compliant 
and is one of the best ways to mount and secure wall 
vanities. 

It’s a natural stone countertop support that can be set 
at the appropriate height for easy counter access for 
someone in a wheelchair. 

4´ span – 2 brackets
5´ span – 3 brackets
8´ span and larger – 4 brackets and on up 
    with compliant spacing

Restroom vanity picture captured at a tavern 
in South Illinois

“Fast and easy to 
install, very strong 

and effective...”
Troy Pilkington,  

Shop Manager TNK Design, 
Maryville, TN

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

“An organization’s 
ability to learn, 

and translate that 
learning into action 

rapidly, is the ultimate 
competitive advantage.”

— Jack Welch
Welch was chairman and CEO of 
General Electric between 1981 and 
2001. During his tenure at GE, the 
company’s value rose 4,000 percent.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Pro ADA Countertop Support
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Above: Edge of flooring after 
120-grit honing: finishing up 
border work with a Makita 
grinder and flexible metal tool.

Top Left: Marble flooring 
before restoration: typical 
example of the dirty and  
deteriorated condition.

Above, Before: Marble floor, showing first pass with 120-grit 
metal discs under the floor machine.

Marble flooring after first complete pass with the floor machine.

Continued from page 16 setting bed at this point.
So, it turns out that the client did 

have some recent grading work 
against the house done to remedy 
the water issue. It appears that the 
grading project did not completely 
resolve the situation. In any case, 
using the two fans and the dehu-
midifier was able to eventually 
dry the floor enough to seal, and I 
was eventually and get paid.  

The point is, stuff happens. If it 
is something you caused, fix it. If 
it is something you didn’t cause, 
negotiate and get paid for it.

As always, maintain a good 
relationship with a distributor of 

Stone Restoration and 
Maintenance Corner

NSI Announces New 
Testing Lab Offering

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

Happy Halloween!

Bob Murrell has worked in the nat-
ural stone industry for over 40 years 
and is well known for his expertise 
in natural stone, tile and decorative 
concrete restoration and mainte-
nance. He helped develop some of the 
main products and processes which 
revolutionized the industry, and is 
currently the Director of Operations 
for M3 Technologies.

Now it appeared that there may 
be a water issue under the floor. 
Keep in mind that only two grinds 
with the floor machine and some 
hand tool work took place and the 
water that was used in this process 
was managed with standard wet 
vac procedures. After several days 
of still noticeable water in the 
floor, two squirrel-cage fans and 
dehumidifier were installed. After 
four days the floor still exhibited 
water coming from beneath. It 
would be physically impossible 
that any water left from the grind-
ing process was still in the floor or 

Natural Stone Institute 
is pleased to announce 
that accelerated weath-

ering testing is now available 
through the testing lab’s recently 
acquired environmental simula-
tion chamber. This test method 
is used to determine the level of 
strength and fabric degradation 
caused to a natural dimension 
stone by exposure to repeated 
cycles of freezing and thawing 
in a near saturated condition. 
Accelerated Weathering tests are 
often required by project design 
and engineering teams in regions 
that experience high numbers of 
freeze/thaw cycles. 

The test method is applicable 
to any natural dimension stone 
intended to be used in construc-
tion or landscape applications 
in areas where the material will 
be subjected to subfreezing 
temperatures. Test specimens 
are placed in a chamber that al-
ternates between cooling and 
heating to produce freeze/thaw 

cycling. Sonic modulus of elas-
ticity tests are performed at pre-
scribed intervals to establish a 
correlation between the number 
of cycles experienced and the rate 
of progression of degradation of 
the specimen. Destructive flex-
ural strength testing is performed 
on control samples prior to the 
test and on samples after the test 
to determine strength loss. 

The Accelerated Weathering 
test is one of nine tests avail-
able through the Natural Stone 
Institute. All testing is com-
pleted in the Natural Stone 
Institute’s state of the art testing 
lab in Oberlin, Ohio. Accelerated 
Weathering testing can be com-
pleted in one to three months and 
is available in cycles of 100, 150, 
200, and 300. 

The Natural Stone Institute test-
ing lab is dedicated to providing 
outstanding personalized service, 
which includes assisting custom-
ers in identifying only the data 
they need. To learn more about 
the Accelerated Weathering test 

and other testing lab capabilities, 
visit www.naturalstoneinstitute.
org/lab. 

The Natural Stone Institute is 
a trade association representing 
every aspect of the natural stone 
industry. The current membership 
exceeds 2,000 members in over 50 
nations. The association offers a 
wide array of technical and train-
ing resources, professional devel-
opment opportunities, regulatory 
advocacy, and networking events. 
Two prominent publications—the 
Dimension Stone Design Manual 
and Building Stone Magazine—
raise awareness within the natural 
stone industry and in the design 
community for best practices and 
uses of natural stone. Learn more 
at www.naturalstoneinstitute.org.  

“The great thing about candy 
is that it can’t be spoiled by the 
adult world. Candy is innocent. 
And all Halloween candy pales 

next to candy corn, if only 
 because candy corn used to 

appear, like the Great Pumpkin, 
solely on Halloween.”

— Rosecrans Baldwin 
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Aaron Crowley
Crowley’s Granite Concepts is one of the 

highest rated stone fabrication companies in 
the country. Aaron will be presenting  

“The MAP to Full Potential” and  
“Order Through PROcess.” 

Ted Janusz
Ted has delighted audiences all over the country, 

helping attendees improve their businesses and develop 
key contacts. He will be presenting “Creating Strategic 

Relationships: Here and Now!”  

International Surface Fabricators Association  

2018 ISFA  
Annual Conference 

ALL-INCLUSIVE Hard Rock Hotel 
Cancun, Mexico 
Oct. 23 - 26, 2018

For all details and registration,  
go to ISFAnow.org

With Featured Speakers
and Networking and 

Peer Group Discussion
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Adopting the robotics technology of 
the future lets Classic Granite & Marble 
continue to dedicate itself to the quality 
and customer service of the past.

Located in Jessup, Maryland, Classic 
Granite & Marble serves the greater 
Baltimore-Washington, D.C.-area. 
It fabricates and installs natural and 
engineered stone countertops, fireplaces 
and vanities. Since it’s founding in 2003, 
the company has dedicated itself to an 
old-fashioned ideal: Giving customers 
only the best service and quality. 

 “We grew every year and went through 
the difficult times of 2008, the market 
meltdown and the financial crisis,” co-
owner Darian Ozdemir said. “To stay in 
business, we had to go after customers 
and, unlike some other businesses, 
took a little bit more of an aggressive 
approach. We feel like it turned out to be 
a success.”

In 2017, Classic Granite & Marble 
invested in two Robo SawJets from 
BACA Systems. The systems couple the 
functions of a high-pressure abrasive 
waterjet and a 26HP direct-drive 
saw with a precision KUKA Robotics 
industrial robot.

“We were convinced of the reliability of 
the robot itself, which is a German made 

KUKA brand robot,” Darian Ozdemir 
said. “That was a key decision factor 
behind going with their Robo Sawjet. The 
reliability of the robot itself was a proven 
fact in the industry, and it was an easy 
decision to make.”

Increased Yield and Production

Equipped with a high-pressure abrasive 
waterjet and a 26HP direct-drive saw, 
it can cut a standard 40-square-foot 
kitchen countertop with sink hole from 
a slab within 15-18 minutes. This is half 
the time of other machines.

Each Robo SawJet is cutting about 
800 square feet per day. Ozdemir said 
he knows the shop could push slabs 
through at a much faster rate but 
focuses on quality over quantity. 

In addition to its impressive cutting 
accuracy, sophisticated on-board 
software allows the Robo SawJet 
to optimize cutting patterns. This 
increases the yield from individual slabs. 
Customers can save an average of 20 
percent on material costs annually.

Summing It Up

When the time comes to purchase 
another sawjet, Ozdemir said that he’d 
stick with BACA. 

   I believe that this will be the next 
generation of technology for stone 
fabrication. BACA is a visionary 
innovator of bringing robotics into 
our industry.

• 

• 

• 

• 

• 

• 

CLASSIC GRANITE
CLASSIC 

QUALITY 
POWERED BY

LEADING-EDGE 
TECHNOLOGY
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Braxton-Bragg is the only company 
with 3 top brands of tooling in stock

Call us today for all of your 
CNC Tooling needs.

800-575-4401

CNC

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

The Industry’s Most Complete  
CNC Offering Available. 

™
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A Deep Dive into the 
Properties of Quartzite

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

Quartzite might just be the 
hottest natural stone at the 
moment. If quartzite were 

on Instagram, it would have thou-
sands of followers, and as with 
any other celebrity sensation, 
people would wonder in hushed 
tones, “Can that be real?” “Looks 
too good to be true.” Or, “I’m not 
sure if I can trust it.”

With its marble looks and gran-
ite toughness, sometimes quartz-
ite does seem too good to be 
true. And because of widespread 
mislabeling, sometimes it really 
isn’t true. One of the downsides 
of quartzite’s popularity is a ten-
dency for a quartzite label to be 
put on stones that aren’t actually 
quartzite. Thus, the burden falls 
on local dealers, fabricators, and 
consumers to try to figure out if a 
given quartzite is the real deal or 
if it’s one of many imposters. 

rely on, every time. 
Case in point, the most common 

mix-up around quartzite is that 
marble is sometimes incorrectly 
called quartzite. Thankfully, 
this question is easily resolved 
with hardness and etching tests. 
Quartzite is hard; marble is soft. 
Anyone with a glass tile can 
easily tell the difference. The 
details are spelled out in The 
Definitive Guide to Quartzite. 
(usenaturalstone.com-definitive 
- guide-quartzite)

Sandstone and Quartzite are 
Similar, but Different

Lately I’ve been seeing a new 
wrinkle: sandstone being labeled 
as quartzite. This one is trickier 

So how do you tell sandstone 
and quartzite apart? And does it 
even matter?

The bottom line is, yes, you can 
tell quartzite and sandstone apart 
by examining their textures. And, 
yes, it does matter in terms of po-
rosity. Moderately porous stones 
are perfectly usable, but should 
be sealed in certain applications 
(such as countertops or flooring) 
and may be more prone to stain-
ing. Given the choice between an 
accurate name or a generalized, 
semi-true label, we should always 
go with the former. As always, 
the key is to evaluate what stone 
you have and what its properties 
are before you commit to using it. 

Let’s delve into the details, shall 
we?

The Sandstone – Quartzite 
Continuum

Most likely you know by now 
that sandstone is a sedimentary 
rock. Sandstone starts out as 
humble beach sand. Eventually, 

sand gets buried and compressed 
by overlying layers, and miner-
als carried by groundwater act 
as glue that binds the sand grains 
together into solid rock. All of 
this and more is described in our 
article about sandstone. (See the 
September 2018 edition Slippery 
Rock.)

Quartzite picks up where sand-
stone leaves off. It’s a metamor-
phic rock – one that’s been baked 
into an extra-tough stone by the 
heat and pressure that only comes 
from deep burial way down in 
Earth’s crust. Such events are 
usually brought about by tectonic 
collisions, where continents grind 
into each other.

Quartzite isn’t melted sand-
stone. It’s sandstone that is 
fused together so tightly that the 
sand grains lose their individual 

identities. The minerals crystal-
lize together into a dense fabric 
of quartz crystals. The deeper and 
hotter the stone gets, the more 
tightly it’s fused. 

Here is the key point: The heat 
and pressure that turn sandstone 
to quartzite is not a definitive, 
black-and-white occurrence. It’s 
a gradual process, with subtle 
differences occurring all along 
the spectrum. There is no exact 
moment that sandstone becomes 
quartzite. It’s similar to the way 
that colors blend from one shade 
to the next. When does Royal Blue 
become Navy Blue? It’s hard to 
pin down, exactly. Because there 
is a range of quartzites and sand-
stones, it’s wise to assess each 
stone as an individual, rather than 
relying on broad categories or 
stone names as the last word on 
how a given stone will behave. 

Overall, this isn’t a terrible 
thing. Quartzite is pushing people 
to look beyond aesthetics and use 
the properties of a stone to deter-
mine what it is and how we should 
use it. Looks can be deceiving 
(and alluring!) but a stone’s in-
herent traits are something we can 

to resolve, because sandstone and 
quartzite are made of the same 
mineral – quartz – and they have 
similar properties. Both sand-
stone and quartz have a hardness 
of seven and will easily scratch 
glass. Neither will be etched by 
common acids.

Quartz Has Two 
Meanings

When we say sandstone and 
quartzite are made of quartz, 
we’re talking about the natu-
rally-occurring mineral. This 
should not be confused with 
the man-made countertop 
material made from crushed 
mineral quartz and resins 
known as “quartz.” Quartz is 
a naturally-occurring miner-
al. Quartz countertops are a 
man-made composite. 

Please turn to page  23

Image by Karin Kirk for the Natural Stone Institute

Image by Karin Kirk for the Natural Stone Institute

Image by Karin Kirk for the Natural Stone Institute

Step 3 – SandStone GetS FuSed toGether 
 to Form Quartzite

Step 2 – Sand GrainS Become SandStone

Step 1 – Sand enjoyS a day at the Beach
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Achill i USA • 7606 Whitehall Executive Center Dr., Ste 400 • Charlotte, NC 28273
Ph. +1 704 893 4634 • Fax +1 833 514 7058 • www.achill iusa.com

Prices starting at $61,000 Final price determined by options selected.
Includes shipping (in cont. USA), installation and training by an Achilli Technician

GOLD
CNC CONTROLLED

BRIDGE SAW
GOLD is the new generation bridge saw for cutting stone slabs: 
• Available with a fixed, tilting and/or rotating worktable
• Automatic head rotation 0°-360°
• Head tilting 0°-90° by handwheel
• User friendly color touch screen for programming cuts
• Available with 1/2” gas connection for mounting core drills
• Monoblock structure for easy installion - does not require 

foundation
• High precision head motion, on linear guides with recirculating ball slides 

by means of motors equipped with frequency inverters
• Customizable according to customer requirements

4 Axis
Bridge Saw

Five Shades of Grey: 
Organizing Sandstone and 

Quartzite by Their Properties
To help make these ‘shades of 

quartzite’ easier to understand, 
we can break down the sand-
stone-quartzite continuum into 
five categories. These range from 
porous sandstones, which are 
only loosely bound together, all 
the way to crystalline quartzite, 
which got so hot it nearly melted. 
Then there’s what I’ll call “mixed 
stone” quartzites, which are on 
the borderline between quartzite 
and other metamorphic rocks like 
schist and gneiss. These stones 
contain some quartzite, along with 
other minerals and rock types. In 
general mixed stone quartzites 
are darker in color than regular 
quartzites, and they have swirls 
and blobs of different rock types 
blended together. Table Four out-
lines the five types of sandstone 
and quartzite.

Quartzite
Continued from page 22

Diagram by Karin Kirk for the Natural Stone Institute

Step 4 – diFFerent StoneS Form 
in diFFerent zoneS

5 cateGorieS oF SandStone & Quartzite

Ways to Distinguish 
Sandstone and Quartzite

So, we’ve established there is 
a range of different stones in the 
sandstone/quartzite family. How 
do you know which is which?

Here are three ways you can 
determine what type of sandstone 
or quartzite you’ve got. Each of 
these is explained in detail below.

1. Inspect the texture — is it 
sandy and granular? Or crystalline 
and glassy? 

2. Look for signs of cross 
bedding, which is common in 

sandstone but absent in high-
ly-metamorphosed quartzites. 

3. Test the porosity by setting 
the stone in water and observing 
if the stone soaks up water. 

Let’s explore each of these 
geo-detective methods. Oh, and 
if your eighth-grader is looking 
for a novel science fair project, 
this would be a worthy one. Who 
knows, maybe this could spur 
your child to pursue the greatest 
career ever? (By that I mean geol-
ogy, of course.)

Porous 
Sandstone

Rainbow 
Teakwood

Very Porous 
Sandstone

Robust 
Sandstone

Crystaline 
Quartz

Intermediate 
Quartzite or 
Grainy 
Quartzite

Mixed-Stone 
Quartzite 

Cross Bedding 
Visible – Subtle 
Grainy Texture

White Macaubus 
Calacatta 
Infinity White 
Mont Blanc 
Nuage

Taj Mahal 
Madre Perla 
Sea Pearl 
Allure 
Crystal Ice

Light colored lenses 
of pure quartzite, 
blended with tightly 
folded layers of 
darker material 
(schist, gneiss)

Marine Blue 
Midnight Fusion 
Blue Louise 
Van Gogh 
Blue Magma
Fusion

Crystalline, Glassy 
Texture 
No Cross Bedding 
No Grains Visible

Wild Sea 
White Sea 
Lavender Grey

Dense 
Sandstone

Note that stone names and individual slabs are highly variable. These names and 
traits are an approximate guideline only. Always evaluate and test the specific slabs 
you are considering. 
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AT Omni Cubed, our core 
purpose — the reason 

why we do what we do — is to help 
talented craftsmen in the stone in-
dustry by providing innovative, 
practical tools that enable them 
to work safely, efficiently, and be 
more profitable.         

How do we do this? By pro-
viding products and services 
of the highest standard we can 
achieve.  

What does that mean to you?  
What is the real value of genuine 
Omni Cubed products, and why 
should you invest in them?

The Omni Cubed® Difference

Jessica Sherwood 
Omni Cubed

Photos Courtesy Omni Cubed

Quality & Trust
When you see, touch, and use 

our tools, the difference is evi-
dent; they are crafted with care 
and use only high-quality ma-
terials for unmatched strength, 
stability, and durability. The 
products that ultimately make 
it out to the public have all un-
dergone extensive safety testing, 
with close oversight and atten-
tion from our engineering and 

product development team, right 
here in Northern California. 

You can be confident that 
there is extreme and on-going 
care given to engineering de-
sign, product testing, manufac-
turing of components, assembly, 
and even printed materials and 
labeling. We encourage all 
fabrication and installation 
companies to use great care in 
selecting their tools, and ensure 
they are manufactured by trust-
worthy and reputable companies 
like ours, that place user safety 
as top priority.

Service & Support
Omni Cubed’s Customer 

Service & Product Support is 

accessible. We’re not hiding —
we want you to know where 
your product came from and 
how to reach us. We’re here to 
answer questions, assist with 
warranty service and trouble-
shooting, do product repairs, 
and provide replacement parts 
to help keep your tools in good 
working order for many years!

We also provide usage and 
maintenance instructions, clear 
safety guidelines, informational 
videos, and product specifica-
tions (available on our website), 
so you can have the safest and 
most effective experience with 
our products and get the most 
out of your investment, for as 
long as possible.

Intelligent product development, excellent engineering and 
testing, high production standards and quality control are 
hallmarks of Omni Cubed products.

Omni Cubed products are field-tested and designed for safety. 
Provide your Installers with a reliable, safe installation tool they 
can depend on, so they can concentrate on the job at hand.

Do You Get 
My Point?

A Bremerton, Wash. woman 
has been charged with 

second-degree assault after 
authorities say she stabbed her 
husband in the arm with a sa-
murai sword.

The Kitsap Sun reports the 
man called police early one 
Wednesday morning and was 
later flown to a Seattle hospital.

The man told police that he 
had been fighting with his wife 
and demanded that she leave 
their house. He says the woman 
grabbed the sword mounted on 
a wall and impaled him as he 
ran up to her.

According to police, the 
sword caused a 4-inch wound 
in the man’s arm, down to the 
bone.

The woman first told offi-
cers that her husband had cut 
himself during the struggle, 
but she later claimed it was 
self-defense.

The woman has pleaded not 
guilty to the second-degree as-
sault charge in Kitsap County 
Superior Court.

“Do not let 
yesterday 
use up too 
much of today.” 
–Will Rogers

Natural Stone Institute 
members have pro-
vided natural stone 

and fabrication services for 15 
specially adapted smart homes 
for severely wounded veter-
ans through their support of the 
Gary Sinise Foundation R.I.S.E. 
program (Restoring Independence 
Supporting Empowerment).

L a u r a  G r a n d l i e n a r d 
(ROCKin’teriors), chair of the 
Natural Stone Institute R.I.S.E. 
committee and project donor, 
said: “Being involved with the 
R.I.S.E. program enables our in-
dustry to take a leadership role 
in supporting these veterans and 
their families who have endured 
so much to protect our freedoms. 
We feel tremendous pride in shar-
ing our talents for such an import-
ant cause. It’s a beautiful feeling 
to say ‘welcome home’ to these 
heroes.” 

Natural Stone Institute Completes 15 Homes 
With Gary Sinise Foundation R.I.S.E. Program

In addition to the homes com-
pleted since this collaboration 
began in late 2016, Natural Stone 
Institute members are also in-
volved in ten other home building 
projects currently in develop-
ment. To date, 41 Natural Stone 
Institute member companies have 
been involved in this program.

Natural Stone Institute CEO 
Jim Hieb commented: “We are 
honored to support this worthy 
cause, and are grateful that so 
many members across the coun-
try have stepped up to use natural 
stone for good.”

For a full list of donors, and to 
learn how your company can get 
involved in this program, visit 
www.naturalstoneinstitute.org/
RISE.

The Natural Stone Institute 
trade association represents every 
aspect of the natural stone in-
dustry. The current membership 
exceeds 2,000 members in over 
50 nations. The association of-
fers a wide array of technical and 
training resources, professional 
development opportunities, reg-
ulatory advocacy, and network-
ing events. Learn more at www. 
naturalstoneinstitute.org.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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•135 CFM 
•12.0 Amp 
•92” of Static Water Lift 
•27 Lbs. 

Item# 11491

Makita®  12 Gallon  
Wet/Dry Shop Vacuum

Makita®  XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita®  XCV05PT HEPA Filter Dry 
Backpack Vacuum

 Item # Description Price

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

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

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

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

 Item # Description Price

 11486 Makita® XCV04Z Cordless HEPA Filter Dry Vacuum $738.45  

 Item # Description Price

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

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

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

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

 GUARANTEED

BEST
PRICE!

Makita Vacs and Shrouds
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Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

Quartzite
Continued from page 23

1. Do you see sand grains?
The key difference between 

sandstone and quartzite is whether 
the stone is made of individual 
sand grains, or has been recrystal-
lized to the point where the grains 
became tightly interlocked. You 
can tell the difference by looking 
at the stone. In most cases, you 
need a magnifier of some sort. 
Bring the stone to a well-lit area. 
Look at the surface of a slab, not 
the broken edge. Look as closely 
as you can, and to try to see the 
texture and structure of the stone. 
(The photos at right are good 
examples.)

Sandstone is made of tight-
ly-packed grains and in some 
cases they are tiny grains. But you 
can still see individual particles.

White Macaubus and Infinity 
White are examples of “interme-
diate quartzites.” The sand grains 
are fused together, but some 
grains are still visible. These 
stones are partway along the 
sandstone-to-quartzite spectrum.

2. Do you see cross beds?
As water or wind flows across 

sand, it makes a distinctive pattern 
called cross bedding. Cross beds 
look like repeating, curved layers. 
They can be so big they take up 
the whole slab, or they can be just 
a few inches across. Sometimes 
the stone has cross beds every-
where, and in other cases, they 
occur in just a few places. Cross 
beds can have several different 
styles, and it takes a while to tell 
them apart from regular layering. 

Cross bedding is a good news/
bad news situation. The good 
news is that cross bedding is an 
easy giveaway that the stone 
is not marble. Yay! But that 
also means it’s a sandstone or a 
grainy quartzite and is likely to 
have higher porosity compared 
to a crystalline quartzite. When a 

SANDSTONE

Individual grains are visible 
(magnifying glass may help)

QUARTZITE

No visible grains – the stone is 
stitched together into one solid mass

Is it sandstone or quartzite?
A magnified view can help tell them apart.

Lavender Grey ‘quartz-
ite’ (which is actually a 
sandstone)

Infinity White

Wild Sea Sandstone 

White Macaubus

Cross bedding drawings: The Florida Center for Instructional Technology

Images and photos by Karin Kirk

stone undergoes a high degree of meta-
morphism, it fully erases cross beds.

Bottom line: if the stone has cross beds, 
it’s important to test the porosity because 
the stone was not subjected to a super 
high degree of metamorphism. 

Please turn to page  27

Cross bedding patterns are a hallmark of sandstone

Many Forms of Cross Bedding

Shop www.braxton-bragg.com for Makita Dust Control products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Natural Stone, Textured Tile 
Accent Santa Monica Remodel

‘Interesting Journey’ 
in Master Bath

The McLaren Residence’s master 
bath features another mosaic with 
crisp, white Thassos marble field tiles 
partnered with green accents, with mo-
tifs repeated in the border of the main 
floor, the shower floor and the shower 
crown detail. The shower is frameless, 
allowing the mosaic work to be on dis-
play. Counters are also of Thassos.

“It was a really interesting journey 
on this project,” said Grubb. “(The cli-
ents) were both very involved in the 
selection of materials, and they were 
both attracted to green, a gender-neu-
tral color. It was fun as a designer. The 
Thassos gives a clean, crisp, timeless 
quality. The floor is 12-by-24 offset 
with a border in the room. What I 
loved about this application is the way 
we did the border around the room for 
the floor. I like the fact that it’s not 
against the wall. It breaks it up so it’s 
an emulation of an area rug, and you 
have a beautiful art statement in the 
bottom of the shower.”

Small Spaces, Big Impact
White tile on the vanity and walls in 

the guest bathroom gives the smaller 
space a more expansive feel, and black 
basketweave tile on the floor breaks up 
the white with an update to traditional 
subway tile.

Meanwhile, in the powder room, 
decorative tile in blue fills the space 
from top to bottom with a decorative 
liner, cornice piece and frameless 
shower. The vanity top is dramatic 
Carrara marble set on chrome legs for 
a classic yet modern look.

Trends to Watch
While the white or grey kitchen is 

here to stay, Grubb said he is seeing 
some requests for kitchens in wood 
or warmer tones. For natural stone, 
Grubb said his clients aren’t asking 
for granite at all.

“There’s still an audience, but my 
clients don’t want granite,” he said. “I 
think with the technology and quartz 
and solid surface we’re going to be 
seeing more and more of that.

“People don’t realize that if they’re 
doing natural stone they can work 
with the fabricator and look at the 
stone and figure out a place to put a 
seam that it will match. It’s a lot of fun 
working with the installer.

“I have never had someone regret 
using natural stone, ever. A lot of our 
projects are natural stone, and I give 
an analogy that you can have a poly-
ester shirt or you can have a silk shirt. 
The silk shirt will last and look beau-
tiful, but it needs extra maintenance.”

Crisp, white Thassos marble field tiles 
are accented with a beautiful custom 
geometric mosaic featuring subtle 
green tones.  This detail is softly re-
peated through the space as seen in 
the main floor border inlay, shower 
floor and shower crown detail.  A 
frameless glass shower enclosure al-
lows the beauty of this tile work to be 
seen. The shower features a bench, a 
rainshower and handheld in addition 
to the standard shower head.  A niche 
is installed in the most hidden wall for 
function without disrupting the visual 
impact of the walls. 

Left: The drama of this gor-
geous powder room is the 
floor-to-ceiling colored dec-
orative tile. A simple subway 
tile begins at the bottom giving 
way to the embossed 4 x 4 inch 
tiles which are capped off at 
the ceiling by a decorative liner 
and cornice piece. Carrara van-
ity top and floor provide a nice 
compliment to blue tile.

Continued from page 6
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Try it and see why installers call 
 Stone Shield their go-to adhesive.

MADE IN THE USA

 Item # Description Our Low Price 
 46404 Stone Shield™ Transparent Knife Grade, Quart $12.95

 46405 Stone Shield™ Transparent Knife Grade, Gallon $43.95 

 46406 Stone Shield™ Transparent Knife Grade, 5 Gallons $169.95

$26

Adhesive Spreaders 
 & Stirring Sticks

Item # 

4800A

Item # 

4802

$9.74

$19.95

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

Polishable in 30 –60 minutes
Transparent –easy to color

Consistent Performance
For natural stone or quartz
4 – 6 minutes working time

Razor Blades Item #  

9100

$3.74

Don’t forget the installation accessories!

Quartzite
Continued from page 25

3. Does it absorb water?
The more compressed a stone 

got during its formation, the lower 
its porosity will be. An easy way 
to check the porosity is to take 
an unsealed chunk of stone and 
let one edge of it sit in water for 
about 15 minutes. Take the stones 
out of the water and see if you 
can observe water wicking up 
into the stone, above the level of 
the water that the stone had been 
sitting in. On the sample of White 
Macaubus shown below, you can 
clearly see the water has wicked 
up into the stone. This shows that 
the stone is porous.

Wild Sea sandstone, surpris-
ingly, appears to be less porous 
than White Macaubus quartzite. 
Moisture only soaked up to the 
water line, but no higher. This 
tells us that Wild Sea has partic-
ularly solid cement holding those 
sand grains together.

On the Taj Mahal example, the 
stone doesn’t even look wet. This 
stone has low porosity. That’s 
what we’d expect for a crystal-
line quartzite, which has been 
subjected to intense pressures and 
high temperatures that welded all 
the mineral grains together into 
one solid chunk.

The fact that some quartzites are 
porous need not be a deal breaker. 
But these stones need to be sealed, 
which will fill in the pores on the 
stone’s surface. Be sure to thor-
oughly seal all worked edges of 
the stone, not just the tops, and re-
seal it from time to time. Even the 
best sealers may require multiple 

A water absorption test to de-
termine, “quartzite or sand-
stone?” has been running for 
nine hours. 
A sample of White Macaubus 
(below) shows the stone is po-
rous, and will likely need to be 
sealed, compared to Wild Sea.

applications for full effectiveness 
on porous stones. On the positive 
side, modern sealers are very re-
silient and should last for many 
years under normal use.

decision about which stones 
to work with. Sandstones and 
quartzites are fabulous, durable 
stones with a range of colors, pat-
terns, and potential uses. The bet-
ter we understand them, the more 
we can enjoy them.

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

Summary
This has been a detailed look at 

the nitty-gritty of quartzite, so if 
you’ve made it this far, congrat-
ulations! Here are a few points to 
hammer home.

• Different stones form in differ-
ent zones in the Earth’s crust. The 
depth of burial and/or the type of 
mineral cement determine how 
porous a stone is. 

• There’s a gradient of stones 
along a continuum from sand-
stone, to intermediate quartzite, 

to crystalline quartzite.  Some 
stones are a mixture of quartzite 
and schist and/or gneiss.

As always, don’t take my word 
for this. Stone names are variable, 
and stones themselves are vari-
able. The properties will tell you 
so much more than the names. 
Always test potential stones be-
fore committing to them, because 
even stones in the same family 
can have very different physical 
characteristics. Learn as much as 
you can, and let that guide your 

Wild Sea Sandstone

Taj Mahal Quartzite

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Adhesives
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ITC Rules in Cambria’s Favor 
on Trade Case Against Chinese 

Imports of Quartz Surface Products

SEALING & PROTECTING
QUARTZ SURFACES
JUST GOT EASIER!

Quartz Toner Plus & Quartz Shield are safe for food contact.

TENAX QUARTZ TONER PLUS
Tenax Quartz Toner Plus can be used to enhance 
quartz, engineered stone and agglomerate stone. 

Works as an enhancer and a premium grade sealer. 

TENAX QUARTZ AX CLEANER
Tenax Quartz Ax Cleaner is a water-based descaling 

cleaner designed specifically for use on quartz 
material with a variety of finishes. Quickly and 

effectively cleans and removes dirt and lime deposits 
that may be present on the surface of quartz.

TENAX QUARTZ SHIELD
Tenax Quartz Shield is a water-based water and oil 
repellent for use on quartz and engineered stone. 

Provides excellent stain proof power.

www.tenax4you.com
For more information about Tenax products

email: info@tenaxusa.com or call: 1-800-341-0432

SEALING & PROTECTING
QUARTZ SURFACES
JUST GOT EASIER!

BULLET PROOF™ 
Fabricator’s Apron

Stone Sleeve™ 
Fabricator’s Sleeve

Available from

“The better men feel, 
 the harder they work!”

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

Protect your 
crew and stay 
OSHA safety 
compliant!

Is your crew ALL WET?

U.S. International 
Trade 

Commission (ITC) made a 
preliminary determination 
of injury and said that inves-
tigations will continue on 
unfairly traded, low-priced 
imports of quartz surface 
products from China. All 
five Commissioners voted 
in the affirmative.

The ITC made its determi-
nation in response to April 
17, 2018 petitions filed by 
Cambria – the leading pro-
ducer of made-in-America 
natural quartz surfaces – at 
the ITC and the Department 
of Commerce. 

Cambria’s petitions allege 
that imports of quartz sur-
face products from China 
are being unfairly dumped 
in the United States and that 
Chinese producers receive 
unfair subsidies from the 

Chinese government. These 
actions violate international 
trade rules and have caused 
material injury to the U.S. 
quartz surface products in-
dustry.   The scope of the 
case includes quartz surface 
products from China in both 
slab form and pre-fabricated 
form because Cambria and 
its partners sell slabs and 
fabricated quartz surface 
products throughout the 
United States.

“Dumped and subsidized 
Chinese imports are harm-
ing American workers, 
American businesses and 
American manufacturing,” 
said Marty Davis, President 
and CEO of Cambria. “We 
are encouraged by the ac-
tions taken thus far by 
both the Department of 
Commerce and the ITC 
to stop this unfair trading 
and restore a level playing 

field where we can compete 
fairly in a free market econ-
omy.   The unfairly traded 
Chinese imports have dis-
rupted healthy competition 
and threaten to gravely 
injure the quartz surfaces 
product industry at all levels 
of trade in the U.S.”  

Continued Davis, “This 
situation was made possi-
ble only due to unfair for-
eign government subsidies 
and dumping by Chinese 
producers. These busi-
ness conditions are created 
by a non-market-based 
economy, China, exploit-
ing the dynamics of our 
market-based economy in 
the United States through 
Chinese government sub-
sidy practices and other 
non-market-based targeted 
intrusion by the Chinese 
government. 

Please turn to page 35
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Majestic Kitchen & 
Bath Creations

Above: Majestic Kitchen & Bath 
Creations offers over a hundred 
varieties of marble and granite, 
and a selection of engineered 
stone for a 50-50 mix of materials.

Below, left: Majestic Kitchen & 
Bath Creations’ fabrication plant 
in Youngsville, North Carolina.

Below: Majestic’s glass installa-
tion staging area for shower prod-
ucts, in Youngsville.

Continued from page 2

Please turn to page 39

Workman’s Compensation and 
things of that nature are a big 
part of our cost structure, and 
if you don’t take it seriously, 
you’ll be out of business. 

   
“We’ve also taken advantage 

of engaging OSHA on a proac-
tive basis where you invite them 
in, make any changes needed, 
and call them back in for a final 
visit. When doing this, you have 
to take very seriously what they 
are providing back to you. After 
all, we are dealing with heavy 
equipment, slabs, and saws, all 
in an environment where you 
have to be at the top of your 
game each and every day.” 

Community Minded
“Our employees tend to be 

very faith based, and we give 
a lot of support to various 
churches,” continued Byers. 
“We had a recent cookout where 
the church did the cookout as a 
way for them to raise money. We 
also support veteran’s groups 
where our employees participate 
in veteran givebacks. One was 
Operation Home for Veterans 
and Disabled Veterans. Doing 
so makes everyone of us feel 
that we are part of something 
bigger. A few weeks ago, we 
gave a tour to 20 disadvan-
taged young people who go 
through training programs to 
further their knowledge in sci-
ence, technology and math. We 
had them here learning about 
our business from the robotics, 

to the cranes, to the cutting of 
glass. It was pretty neat giving 
back in these situations and goes 
beyond just giving a check.” 

What You See  
Is What You Get

Majestic Kitchen & Bath 
Creations buys materials in con-
tainers, as well as from local 
vendors. It really depends on the 
market, Byers explained. “It’s 
a mix, really, and it requires a 
balanced approach, especially 
if you’re buying from overseas. 
We’ve always had a mixed strat-
egy, and zeroed in on what the 
high-volume materials are to 
make sure that we are compet-
itive in all aspects in the market 
place. 

“When buying containers 
from abroad, it definitely takes 
investment. We do not have our 
own buyers onsite. We do, how-
ever, have long-term partner-
ships where we’ve worked with 
folks in Brazil and abroad. We 
also use technology a good bit, 
and work within our acceptable 
standards using digital images 
to verify what we are buying be-
fore it is loaded in the container. 
Every six to 12 months we’ll 
visit these suppliers to view ma-
terials or to work out any kinks 
or problems we might have.” 

Current Business Climate 
 and Customer Education
According to Byers, the bulk of 

the company’s sales are mostly 
to a middle-class and upper- 
middle-class demographic, with 

granite countertops being the 
hot product, but this is chang-
ing quickly. Engineered stone 
sales have increased signifi-
cantly over the last few years 
and are closing in on a 50-50 
mix. Overall, said Byers, engi-
neered stone sells on its quality, 
consistency, colors and stain 
resistance, but adding that sales 
volume is mostly due to a great 
sales team of 16 people who 
work the showrooms and field, 
and regularly participate in trade 
shows. “Some of our sales staff 
are focused on our builder part-
ners, while others are focused 
on designers and their clients, 
and can sit down and help them 
figure out what they need. After 
all, these are big investments for 
people, and having someone to 
walk through the process with 
them is very important. So we 
take a lot of time to educate the 
customer. I do think, though, 
that it is less time than five 
years ago, because customers 
come to us more educated than 
they used to be, because of the 

online tools available and the 
home shows on television. That 
said, we still take the role of ed-
ucating our customers seriously. 
We make sure that they are not 
going to buy from us until they 
understand the pros and cons of 
the material and its application.”   

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Supreme Surface cleaners for nat-
ural stone are non-toxic and 100 
percent naturally derived. Unlike 
other granite cleaners and cleaning 
products for natural stone, Supreme 
Surface cleaners are designed to clean 
and polish your stone, and then ion-
ically seal and protect against stains 

with ioSeal™ protectants. With every 
use, you will noticeably improve the 
feel and reflection of granite counter-
tops, enhance the colors of tumbled and 
honed travertine, marble and more. Log 
on to www.consumerstonecare.com.

_____________

Ads not meeting guidelines will not 
be published. 

•$30.00 per print ad, per month. Ads 
may be renewed by contacting the 
Slippery Rock Gazette. Free online ads!
•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.
•Best way to submit an ad is by going 
online at www.slipperyrockgazette.net 
for a free ad, or use the online form for 
a print ad, then fax payment to 865-688-
2076, (Attn: Rhonda Griffin).

2018-2019 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

November 2018 Wednesday, September 26, 2018

December 2018 Wednesday, October 24, 2018

January 2019 Wednesday, November 21, 2018

Business Opportunities

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

_____________ 

Stone Care

Braxton-Bragg’s Supreme Surface 
Stone Care Program. Braxton-Bragg 
firmly believes in offering not only 
the best products for stone fabricators 
and installers, but also in providing 
our customers with a way to retain 
and maintain great working relation-
ships with their customer base. This 
is why we have launched Supreme 
Surface Stone Care Program for stone 
fabricators that purchase their supplies 
directly from us. It is easy to sign up 
and we do all of the work for you! 
All you have to do is let us know that 
you’re interested in becoming a par-
ticipant in this program and we will 
print for you custom postcards and 
brochures to hand out to your clients 
and prospective customers interested 
in your countertop services.
The postcards and brochures will be 
printed with your company name and 
address. The space | Your Business 
Name & Address | will be replaced 
with your pertinent information to let 
your customers know how to contact 
you directly. You will also receive a 
unique discount code that is linked 
to your Braxton-Bragg account, so 
that we can track your customers, for 
you to receive a rebate from us when 
someone purchases Supreme Surface 
Products. For more information about 
this program, please contact one of 
our salesmen at 800-575-4401.

ATTENTION Fabricators: 
To discover how you can make 
extra money selling this prod-

look and feel of your granite counter-
tops, quartz counters, marble and other 
stone surfaces, as well as protecting 
them against common issues such as 
stains, hard water spots, soap scum 
build-up and more. 

uct call 800-575-4401 and ask for 
details. FINALLY, Seal, Protect, 
Polish, Enhance and Clean Stone with 
consumer friendly Supreme Surface 
Cleaners. Supreme Surface stone care 
products offer the most advanced 
cleaning and conditioning technology 
available on the market today. The 
line of products with the exclusive 
ioSeal™ protectants are formulated to 
be more than just granite cleaners and 
cleaning products for natural stone. 
Using Supreme Surface products with 
ioSeal™ is a daily treatment, formulat-
ed to condition as well as improve the 

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

Readers Please Note:

 

Join Us Each Month!
Visit www.slipperyrockgazette.net for your subscription  

requests, address changes, and FREE CLASSIFIEDS 

The Slippery Rock has become the most widely read stone 
trades newspaper in the United States, mailed directly to busi-
nesses and individuals working in stone and associated trades.

TOUGH TOOLS

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

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

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

FOR USE 
IN ALL 
FABRICATION

Buy factory direct. We ship all over the U.S.

Thassos White Marble

2502 Dunlavy • Houston, Texas 77006 
www.eurostonemarble.com

Call for more information
T. 713-521-1414
1-877-815-1414 (toll-free)
F. 713-521-2206

Buy from the #1 U.S. source for White Thassos since 1988! We 
produce the whitest Thassos available in slabs, 2cm, 3cm and 
tiles 12 x 12, 18 x 18 and 24 x 24, with over 150,000 sq. feet in 
our Houston warehouse.

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

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

Once They’re Gone — They’re Gone!

Call 800-575-4401 or visit the CLOSE OUTS page 
at www.braxton-bragg.com

•132 TON SPLITTING FORCE   

• 25.2” BLADE LENGTH and   

 17.72” SPLITTING HEIGHT

•15 KW PUMP UPGRADE   
 PRODUCING BLADE SPEEDS of;

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

•TESTED and PRESSURES SET   
 PRIOR TO SHIPMENT

IGLOO 120 
640 X 450 

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

Have a Safe and 

Visit www.stoneforensics.com

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

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

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

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

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

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

•1169899 Demo Stone Pro Rock Jockey with Abaco Release Clip (Half-Moon 
Piece to Weld)  •1551199 Demo Groves Econ Transport No Casters, 3,600 

Lb. capacity, 4 ft. 84 x 35 x 67, 6-Straps  •1793599 Demo Barranca Wet Grinder 
BD-5000, 5 in. 10,000 RPM, 4 lb. 15 CFM  •1796399 Demo Groves 6-Wheel 
Cart 48 x 53 in, 4,000 Lb. Capacity  •1886199 Demo Omni Cubed VCA Seam 

Setter Pump Kit, 2015 Automatic Seam Setter Model  •1588899 Demo Raimondi 
Gladiator 130 Wet Saw  •1590599 Demo Raimondi Zipper 105 Wet Saw, 2.2 HP

CALL FOR PRICES!  
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The Slippery Rock Marketplace

www.wilsonsaws.com 
Manufacturing Stone Processing 

Equipment Since 1982.                        
706-213-6725 

www.fabricatorsfriend.com

MADE IN THE USA

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

Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

www.braxton-bragg.com

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

we offer them with a 
100% Money Back Guarantee!

www.wehausa.com
info@wehausa.com

1-877-315-4761

adhesive | resin | surface treatments
cleaning & maintenance | abrasives
www.tenax4you.com | info@tenaxusa.com

1.800-341.0432

Because they’re in the stone 
business just like you, Stone 
Pro has decades of experience 
developing innovative tools 
for the stone industry like…

WWW.STONEPROEQUIPMENT.COM

Beaver Edge Chisel, SR2 Rail Support, 
Rock Jockey, Seam Machine…& more!

CNC Tooling for 
Natural Stone and  
Dekton

www.braxton-bragg.com
NOW AVAILABLE AT

www.braxton-bragg.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

www.akemi.com

www.braxton-bragg.com

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

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

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

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

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

Call 1-800-575-4401 or Order Online

www.braxton-bragg.com

www.braxton-bragg.com

25 Years of Innovation
Extreme X2 Bridge Saw Blade

COMPLETE  TERMINATOR LINE IS NOW AVAILABLE AT

Natural Stone Institute 
to Provide Education at 
Middle East Stone Show

The Middle East Stone Show in Dubai is September 4-6. 
Show organizers estimate there are currently some $100 
Billion in major stone construction  projects ongoing in the 
MENA (Morocco-Egypt-North Africa) region, from airports 
to hospitals.

Natura l  S tone 
Institute will par-
ticipate in the 

Middle East Stone Show, 
scheduled September 4-6 in 
Dubai. In addition to exhib-
iting at the show, Natural 
Stone Institute will present 
several free educational 
seminars as part of the 
show’s Stone Conference. 

Educational seminar top-
ics will include an intro-
duction to natural stone, 
stone testing and ASTM 
standards, the NSC 373 
sustainability standard, best 
practices and techniques for 
exterior stone wall clad-
ding, and the Natural Stone 
Supplier to Buyer Manual. 
Natural Stone Institute 
technical director Chuck 
Muehlbauer will act as chair 
of the Stone Conference, 

providing introductory and 
closing remarks on each of 
the three days of the event. 
Muehlbauer will be joined 
by several Natural Stone 
Institute members who will 
share their expertise during 
the seminars.

The Middle East Stone 
Show has also joined the 
growing list of trade fairs 
that are supporting Use 
Natural Stone. All attendee 
badges will include the Use 
Natural Stone logo, encour-
aging stone companies to 
get involved. Signage on-
site at the show will also 
promote this program. 

This is the fourth con-
secutive year that the as-
sociation has attended and 
provided education at this 
event. For more informa-
tion, visit www.middle 
eaststone.com. 

“Character may be 
manifested in the great 
moments, but it is made 
in the small ones.”  
– Winston Churchill
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St. Louis Landmark Gets a 
Facelift with American Marble

Steven Schrenk 
PolycorOnce a series of tired, dis-

parate spaces bifurcated 
by highway traffic, St. 

Louis’ Gateway Arch National 
Park recently saw a major over-
haul to become a glorious (and 
contiguous) public space con-
necting historic monuments with 
modern architectural elements. 

Besides the iconic arch designed 
by famed architect Eero Saarinen, 
Gateway Arch Park (formerly 
named Jefferson National 
Expansion Memorial) contains 
along a 1.5-mile riverfront prome-
nade, a museum, a natural amphi-
theater, green spaces, and a plaza 
grounded in natural stone.

Kiener Plaza pictured here 
spans Market and Chestnut streets 
and offers prime views of the Old 
Courthouse framed by the arch 
beyond it. Kiener Plaza is named 
for Harry Kiener, a USA Track 
& Field member who competed 
at the 1904 Olympics, eventually 
becoming a steel company execu-
tive and philanthropist. His name-
sake park features a number of 
paths and a lawn that can accom-
modate a variety of events, in-
cluding a bicycle parking grove, a 
shade garden with café tables and 
chairs, benches, a fountain garden 
with a splash pad, and a children’s 
play garden, as well as a statue in 
honor of the former Olympian.

Brooklyn-based landscape ar-
chitect Michael Van Valkenburgh, 
whose firm led the changes to the 
Arch grounds, told the Chicago 
Tribune that the main objective 
of the public-private partner-
ship project “was to undo the 
island-like quality of the park,” 
which the firm accomplished with 

a broad land bridge that spans 
Interstate Highway 44.

Previously a highway trench 
and a busy surface street cut off 
the arch from nearby downtown 
where pedestrians headed to the 
arch had to cross narrow high-
way bridges. According to the 
Tribune’s architecture critic Blair 
Kamin, “Other visitors would de-
posit their vehicles in a parking 
deck on the north side of the arch’s 
grounds, take in the 630-foot-tall 
icon, then leave without ever set-
ting foot downtown.”

Grounded in Natural Stone
The plaza includes an irregular 

pattern of mixed natural stone 
pavers that includes Pearl Grey 
American marble and Laurentian 
Green granite, along with terrazzo 

pavers from Tectura in various 
sizes and shapes. Up close, the 
effect is a lively and engaging 
walking area dotted with green 
islands of grass and plantings. 
(From above, the space looks like 
a pixelated satellite image.)

Marble for the curved, carved 
bench planters was quarried at 

like New York’s Saint Patrick’s 
Cathedral.

Its white, gray and black veins 
create interesting surface move-
ment. Pearl Grey comes from the 
same quarry as White Cherokee 
which makes up the benches of 
the Washington Monument Plaza.

Children’s play areas and a splash pad are nestled in islands of green. 
Photo courtesy of Gateway Arch Park Foundation.

A detail perspective of a carved round Pearl Grey mar-
ble bench shows the contrast with a Laurentian Green 
granite paver.

Polycor’s Tate, Georgia quarry. 
The thin, closely-packed and ho-
mogeneous grain structure of this 
North American marble gives 
superior strength and resistance, 
which explains why it has been 
used for more than a century in 
indoor and outdoor architectural 
projects, including landmarks 

Photo courtesy of Gateway Arch Park Foundation

Please turn to page  33
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Available at:

“The Olympic Runner” 
statue by William Zorach 
honors the former 
Olympian, and park’s name-
sake, Harry Keiner. 

Laurentian Green is a Canadian 
granite quarried in Lac Morin, 
Quebec. While similarly tinted 
stones may oxidize, this gran-
ite keeps its opaque, dark-green 
color, flecked with blue quartz. In 
New York City, this granite was 
used for benches, planters and 
pavers at Paramount Plaza.

Associate Principal Nate 
Trevethan of Michael Van 
Valkenburgh  Assoc ia tes 
(MVVA) led the park expansion 
project, which included a $19 
million renovation of Kiener 
Plaza.  Trevethan told St. Louis 
Magazine that providing places 
for children to play in the plaza 
was just as important as spaces for 
adults to interact. “We wanted to 

Continued from page 32 have a place where families driv-
ing to St. Louis could stop to let 
the kids out to unwind,”  he said.

In recent years, attendance at 
the arch was in steady decline. 
The hope is that this massive 
public-private partnership will en-
courage visitors to return. Thanks 
to the work of MVVA and part-
ners, the St. Louis arch is no 

longer a drive by landmark sep-
arated from the daily life of the 
city, and instead is a destination 
where residents and visitors alike 
can gather to play.

A beauty queen in the 
Southern California desert 

community of Phelan has given 
up her crown rather than cover 
up her tattoos.

Sierra Leyde didn’t have tat-
toos when she was named Miss 
Phelan at age 17. But then she 
celebrated her 18th birthday 
with tattoos of flowers on her 
upper arm and shoulder, and a 
shark on her forearm.

The Phelan Chamber of 
Commerce then asked her 
to sign a contract saying she 
would keep the tattoos covered 
while in her sash and crown.

Leyde tells KCBS-TV she 
doesn’t think she should have 
to cover up because tattoos are 
quite normal these days, but she 
decided to drop her title.

The Chamber of Commerce 
says it has no issues with a 
Miss Phelan having tattoos, 
other than asking that they be 
covered during official events.

Take This 
Crown and 

Shove It
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Above and Below: The right side entrance and corner view reveals the fine details of stone, 
brick and wood used in many Tudor Revival structures at the time. Built using local quarried 
stone and wood shipped from the west coast, the bricks are said to have come from Portland, 
Maine. Terracotta roof tiles, copper gutters, and down spouts add to the charm of this his-
toric Tudor-style structure.

I discovered this gem while explor-
ing Maine’s Acadia National Park. 
Constructed between 1935-36, this 

“Tudor-Style” structure was built from local 
quarried stone, bricks from Portland, Maine, 
and west coast redwood.   

Currently used as a museum and also a 
learning center for the non-profit Schoodic 
Institute, this intriguing building has a colorful 
past as a listening post during World War II, 
and later, the Cold War period. As you’ll see, 
the John D. Rockefeller Hall and surrounding 
area is an American legacy rich in history.    

“During World War I, across the water and 
about four miles from here at Otter Point on 
Mount Desert Island, the U.S. Navy took over 
a popular country club to install a radio lis-
tening base,” explained Maine National Park 
Service Education Coordinator, Kate Petrie. 

“To assist the Navy, Alonzo Fabre, a local 
citizen and year-round resident, donated his 
state-of-the-art radio equipment and his yacht 
to the war effort. Otter Point is the farthest 
eastern point in America, and the Navy was 
very successful at receiving signals there. 

“They could track German ships as far as 
Greenland because of the shape of the coast 
and the design of the antennas. It was a 
Naval base with no fence and no weapons at 
one point. So Alonzo Fabre’s brother built a 
watchtower, put up a fence, and bought (one 
gun) just in case the enemy landed. But their 
whole mission was to just listen. They could 
also monitor what was going on in Europe, 
and they were the first Americans to hear of 
the World War I Armistice.”

According to Kate, after the war ended and 
as time progressed into the early 1930s, Mr. 
Rockefeller had been constructing carriage 

roads throughout the land adjacent to the park, 
including Mount Desert Island, to accommo-
date tourist wanting to savor the beauty of 
Maine’s pristine coastline. But construction of 
these roads meant the listening post at Otter 
Point had to be relocated. 

“Mr. Rockefeller, at the time, felt that Otter 
Point (still a listening base) should be part 
of the park, and he hired a physicist to prove 
that the Navy could hear radio signals in this 
location just as well as there. He then began 
tickling peoples’ brains with the idea of the 
Navy moving here. 

“At that time it was park property, and the 
idea was that he would build this structure 
and trade the U.S. Navy for their building 
and land at Otter Point. So it was part of a 
three-way trade between the Maine National 
Park Service, the U.S. Navy and John D. 
Rockefeller, and brokered by Rockefeller, 
himself. Mr. Rockefeller then had his archi-
tect, Grosvenor Atterbury, design the building 
with construction taking place during years 
1935 and 1936 by the Maine National Park 
Service.” 

Notably, this Tudor-style building resem-
bles two other gatekeeper lodges on Mount 
Desert Island that Rockefeller also built and 
eventually donated. Being a man of vision, 
Rockefeller wrote into the deed that if the 
Navy ceased their mission, the land would be 
returned to the park — so in 2002, when they 
closed the Naval Security Group, the land and 
building was returned to the park and turned 
into its current form: a research and learning 
center.

Gems Along the Highway:
The John D. Rockefeller Hall, Acadia National Park, Winter Harbor, Maine

John D. Rockefeller Hall, Acadia National Park. “The Rockefeller building itself is on the 
Historical Register,” explained Maine National Park Service Education Coordinator, Kate 
Petrie. “We’ve made very few adjustments working alongside the Historical Register, to bring 
it up to fire and safety codes. We also put in a museum, offices. All the Navy men stayed here, 
and it had two big antennas coming up the side. Now it’s a research and learning center, and 
has been involved with the non-profit Schoodic Institute.”

Peter Marcucci
Photos by Peter Marcucci
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Now Available at Braxton-Bragg
Diamut CNC Tooling

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

Drastically Increase CNC Rates 
to Improve Production

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

For more information and pricing  
on Diamut tooling call

800-575-4401

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

Now Available at Braxton-Bragg
Diamut CNC Tooling

“The Chinese government’s activities vio-
late all the principles of market-based econ-
omies, and further to that, our existing U.S. 
and international trade laws.  U.S. trade laws 
are designed to protect free and fair trade, 
to ensure an open, market-based economy. 
The practices of the Chinese government 
are rogue and extremely damaging to many 
in the U.S. industry and to the entire U.S. 
economy. Our economy’s viability insists 
upon free and fair trade in a competitive 
marketplace environment—virtues assuring 
the proficiency and function of capitalism, 
the entire basis of American enterprise.”

On May 7, 2018, Commerce initiated an-
ti-dumping (AD) and countervailing duties 
(CVD) investigations of imports of quartz 
surface products from China. The ITC’s 
preliminary determination is an important 
step toward duties being imposed to off-
set the unfair trading of Chinese imports.   
Commerce is expected to issue its prelim-
inary CVD determinations in September 
2018 and its preliminary AD determinations 
in November 2018.   

Cambria remains committed to standing 
up for American workers and American 
manufacturing. 

Cambria Company LLC, headquartered 
in Le Sueur, Minnesota, is the leading do-
mestic producer of quartz surface products. 
It is a family-owned, American-made com-
pany that employs more than 2,000 people 
across North America.   

ITC Rules in 
Cambria’s Favor 

on Trade Case 
Against Chinese 

Imports of Quartz 
Surface Products

Continued from page 28

“SOCIALISM IS 
THE PHILOSOPY 
OF FAILURE, 
THE CREED OF  
IGNORANCE 
AND THE GOSPEL 
OF ENVY. ITS 
INHERENT VIRTUE 
IS THE EQUAL 
SHARING OF  
MISERY.”

– WINSTON
CHURCHILL
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St o n e  P a n e l s 
International LLC, a 
wholly-owned sub-

sidiary of Coldspring® and 
producer of the universally 
recognized StoneLite® 
solution for interior and 
exterior building clad-
ding, announces Mike Day 
as President and Chief 
Operating Officer and Greg 
Terhaar as Vice President 
of Sales and Marketing.

Day comes to SPI with 
more than 25 years of ex-
perience in executive lead-
ership of manufacturing 
companies. His background 
in finance and administra-
tion includes expertise in 
P&L management, financ-
ing, acquisitions, opera-
tions, information systems, 
and human resources in 
various manufacturing 

Stone Panels International 
Announces New President, 
Vice President

environments. In his most 
recent experience, Day 
served as Chief Financial 
Officer for a successful 
manufacturing operation. 

“We’re pleased to wel-
come Mike Day to Stone 
Panels International, as 
he is a world-class expert 
in leading manufacturing 
companies to thrive in the 
modern business climate,” 

says John Mattke, outgo-
ing President and Chief 
Operating Officer of SPI. 
“Mike’s background aligns 
with SPI’s mission to lead 
the industry in quality, 
craftsmanship and customer 
service.”

John Mattke, who came 
to SPI in April 2017 from 
SPI’s parent company 
Coldspring, transitions to a 

Mike Day, CEO and 
President SPI

Greg Terhaar, VP Sales 
and Marketing SPI

Now available at 
braxton-bragg.com

new role in Organizational 
Development to ensure 
a successful change in 
leadership. Mattke served 
as President and Chief 
Operating Officer of 
Coldspring from 2004 -2017 
and will continue involve-
ment as a board member for 
Coldspring.  

Additionally, SPI an-
nounces Greg Terhaar as 
Vice President of Sales and 
Marketing. Terhaar comes 
to SPI from Coldspring 
where he served as Director 
of Sales and successfully 
led his team in commercial 
and memorial stone sales. 
In his role at SPI, Terhaar 
will provide leadership and 
direction for all promotion 
and sales activities and will 
develop and implement 
marketing and growth strat-
egies for SPI.

“With more than 20 years 
of experience in the stone 
industry, Greg’s unique 
background brings the ex-
pertise needed to ensure 
SPI’s position as the lead-
ing provider of lightweight 

stone solutions for the ar-
chitectural market,” says 
Mattke. 

StoneLite® is a proven 
system of natural stone 
panels comprised of a thin 
stone veneer and an alumi-
num honeycomb backing 
which is sandwiched be-
tween impervious, high-
strength, fiber-reinforced 
epoxy skin. Backed by a 10-
year warranty, StoneLite® 
features numerous types 
of natural stone, including 
granite, marble, limestone, 
slate and sandstone.  The 
system provides excep-
tional benefits and natural 
beauty for building clad-
ding. StoneLite® is light-
weight for easy and fast 
installation and has been 
the standard for lightweight 
technology for more than 
40 years. 

For more information, 
visit www.stonepanels.com

Stone Panels International 
LLC, a wholly owned sub-
sidiary of Coldspring, ac-
quired the exclusive rights to 
the patented manufacturing 

process and trademarks 
of the StoneLite® sys-
tem in November 2016, 
which gave SPI the exclu-
sive rights to manufacture 
and distribute the genuine 
StoneLite® system.   

StoneLite® is one of the 
world leaders in lightweight 
natural stone wall cladding. 
For decades, this innova-
tive process has provided 
exceptional benefits such as 
light weight, strength and 
impermeability to water. 
These attributes, along with 
thorough testing for acid 
freeze-thaw, air and water 
filtration, structural and 
impact load, fire, attach-
ment systems and more, 
place  StoneLite® panels at 
the forefront of building 
materials of choice. The 
unique system has set the 
standard for lightweight 
natural stone wall cladding 
by providing exceptional 
benefits including easy and 
fast installation as well as 
natural beauty. For more 
information, visit www. 
stonepanels.com.
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OCKHEADS
Dedicated to leadership, best 
practices, and financial health.

Network of surface industry entrepreneurs

Drive best 
practices and 

safety standards

Establish fi nancial 
benchmarks

Promote customer 
service excellence

www.rockheadsusa.com

Engage with 
industry leading 

suppliers

GOT WHAT
IT TAKES?

Order in the Universe

For 20 years now, my 
stone shop has been a 
laboratory. It may not 

have beakers, Bunsen burners, 
or bottles of dangerous chemi-
cals, but there have been scien-
tific studies taking place since 
day one.  

Many bright ideas have been 
measured out, extreme heat has 
been applied, and chemical re-
actions have occurred.  

Yes, there have been many 
explosions!

After documenting the out-
comes of hundreds of such ex-
periments inside the universe 
of stone fabrication, I can con-
clusively report the following:  
Order has never just evolved out 
of the chaos –  ever.  Not a single 
solitary case of clarity material-
izing out of the thin air of confu-
sion and miscommunication has 
ever been observed.

Entropy and The Second Law 
of Thermodynamics are the sci-
entific terms that explain this 
phenomenon.

Translated into Fabricator-ese 

these terms mean that things 
like communication, equipment, 
and the very people that make 
up the business are constantly 
breaking down and energy must 
be applied continually to get and 
keep things under control.  

If you have been in business, 
managed a department, or lead 
a small crew for more than five 
minutes, you know this to be 
true.  And you know that order 

can be elusive and a challenge 
to maintain.

Authority:  Every lab needs 
a scientist and every decision 
to impose order on a busi-
ness, department, or job site 
needs a source and a starting 
point.  Authority starts at the 
top naturally, but it must cas-
cade throughout the organiza-
tion as well. At every level, the 
work of developing solutions 
to problems must be delegated.  
Remember, it will not happen 
on its own.

Standards:  Solutions require 
the right ingredients at the right 
time in the right proportions. 
These ingredients, if you will, 

Aaron J. Crowley
Crowley’s Granite Concepts

are the timing and tolerances, 
the when and how well a task is 
to be preformed. When commu-
nicated effectively in measur-
able terms, they are the magic 
potion that will solve the prob-
lem. Leaving them to the dis-
cretion of the operating level 
employee is like giving a lab as-
sistant a beaker with no lines for 
volume to precisely mix highly 
volatile chemicals…Boom!

Will:  Edison tried thousands 
of experiments before the light-
bulb glowed and stayed lit. 
Imposing and maintaining order 
in a business is no less an en-
deavor, and the scientist must 
decide that nothing less than 
success is acceptable, because it 

is a contest of wills.
You may have a shop with 

slurry on the floor and assistants 
wearing Bullet Proof Aprons in-
stead of white lab coats, but you 
are no less a genius at work than 
Albert Einstein, Isaac Newton, 
or Alexander Graham Bell. 
Your work is no less important.

So get back into that lab and 
remember this: hoping that 
order in your business will ma-
terialize out of thin air makes 
you the maddest scientist in 
your universe!

Aaron Crowley is a stone shop 
owner, author, speaker, and 
inventor of stone safety prod-
ucts. Contact Aaron by email at 
aaron@fabricatorsfriend.com .

The three elements 
necessary to establish 

order in your 
universe are Authority, 

Standards, and Will.

Old boys have their 
playthings as well 
as young ones; 
the difference is 
only in the price.

– Benjamin Franklin
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Filter Project Dry Dust Collection Booths are all stainless steel, 
heavy duty, dry dust collectors.
With the additional requirements initiated by OSHA for Silica in 
the granite and engineered stone, the Filter Project Clean Air Dry 
Dust Collection Booths will be a major advantage in removing 
silica dust from the air.

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

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

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

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

Quartz, Quartzite, and other airborne particles.

Automatic Dry Dust
Collection Booths

Are you compliant with OSHA Crystalline Silica rules and guidelines?

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

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

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

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

Continued from page 29

Certainty, Taking Ownership 
and Looking Ahead

“Certainty can be defined in 
many ways,” continued Byers. 
“There is certainty of quality 
and certainty of date of install, 
and when we say we are going 
to be there at a specific time, we 
are there. Our guys and gals will 
be there, trained and capable of 
installing a quality job. So, cer-
tainty is a big piece and key el-
ement. We expect our teams to 
own their work. We try not to 
make mistakes, but when we 
do, we own them, we fix them 
and we move on. News travels 
slowly, but it always travels, 
and nothing is more important 
than a good installation and 
reputations. 

“You know that any business 
is not easy, but I’ll set that aside 
and say that the Carolinas are a 
very vibrant market right now. 
Certain counties within the 
Carolinas have upward of 50-
plus people per day moving in, 
but the challenge is really the 
affordability. Building lots and 
things of that nature are getting 
more expensive, but the market 
is really, really vibrant here, and 
has been for the last 18 months. 

Our vision is to be the most 
professional trade partner in 
the Carolinas, and we will con-
tinue to invest in our people and 

our equipment, and continue to 
put forth all of the capabilities 
needed to be a professional in 
this industry. This goes from the 
sales process, to the order pro-
cess, to the manufacturing pro-
cess, to the installation process. 
We will continue to invest, but 
we will do it with a lot of rigor 
and analysis before we make 
those investments.

“We’ve spent a lot of time 
these last few months bringing a 
fresh eye to what else we might 
be able to automate, where it 
makes sense, as well as making 
sure that there is a reasonable 
payback period. We don’t want 
to load ourselves up with a lot 
of automation, and then be sur-
prised when the market tips. 

Furthermore, our ability to be a 
partner to the homebuilders and 
retail customers in all the differ-
ent markets in the Carolinas is 
an attractive value proposition 
for them. The fact that we can 
service their needs is something 
that we will continue to build on 
over the next ten years.” 

Majestic Kitchen & Bath is 
headquartered in Youngsville, 
North Carolina. For more in-
formation and some great ex-
amples of customer education 
videos, please visit www.go 

majestic.com .

Majestic Kitchen & Bath 
Creations stone production facil-
ity in Youngsville, North Carolina 
uses a Park Fusion CNC SawJet, 
a Baca SawJet, Sasso Revolution 
Inline edge polisher, a Velocity 
inline polisher and the Flying 
Flat backsplash polishing ma-
chine. CEO Scott Byers: “We’ve 
spent a lot of time these last few 
months bringing a fresh eye to 
what else we might be able to 
automate, where it makes sense, 
as well as making sure that there 
is a reasonable payback period.”
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5 Why clutter your shop when ONE machine does it all?

The Fab King cuts sink holes, profiles edges, drills 
holes, polishes back splashes, and antiques, 
polishes, or hones surfaces.

MADE IN THE USA See Fab King Specs on the 
Braxton-Bragg website
www.braxton-bragg.com

Better Service
Better Value

Item # Description Price
14141 Fab King Work Center  $19,900.00

  F.O.B. Knoxville, TN

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Call for Equipment Financing Options and 
a Freight and Installation Quote

us.zenesistechnology.com

A WHOLE  OTHER LEVEL OF PERFORMANCE

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

 • New turbo design for fast clean cuts
 • Cooling holes limit overheating
 • Quad holes for flush cut adapters.

Now available at braxton-bragg.com
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