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Taking Braxton-Bragg to the Next Level

When Rick Stimac learned of 
the opportunity to take the 
reins as Braxton-Bragg’s 

new CEO, the answer was a resound-
ing “Yes.” Even with a cross-country 
move, even with changing his focus 
to a new industry, the chance to lead 
a company that’s already at the top of 
its game was an obvious fit, and he 
jumped at the chance.

Stimac came on board in October 
2017, and his vision for the company 
is one of positive growth building 
on Braxton-Bragg’s proven track re-
cord of quality service and customer 
satisfaction. 

“I’m excited about the foundation 
that we have, but also our strategic 
plan,” said Stimac. “Our plan is that 
we are going to double in size in the 
next three years.”

Please turn to page 2

Please turn to page 12
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A Background in Service
Stimac is a Wisconsin native with 

a love of sportsmanship. An avid 
golfer and basketball enthusiast, he 
led an all-star youth basketball league 
in Wisconsin with more than 500 
youngsters participating each year.

In his early career, that love of 
sports played a role as he worked 
in wholesale distribution for M.W. 
Cash, a B2B (business to business) 
distributer of toys and sporting goods. 
It was there that he first learned the 
secret to B2B success.

“I think one of the successes has 
always been keeping a B2C (busi-
ness to consumer) mindset, though, 
supporting the retailer or contractor 

Brimfield Granite & Marble

For this January 2018 edition of 
the Slippery Rock, I am excited 
to begin a new series high-

lighting women in stone. The terms 
“women in stone” or “woman-owned 
business” are used more frequently 
with the launch of wonderful programs 
facilitated by the MIA+BSI, and many 
other organizations, but what does this 
terminology really mean, and who are 
these women? 

Women are key contributors to the 
growth and sustainability of the tile 
and stone marketplace. As members 
of our rapidly changing marketplace, 
it is crucial that we are all active par-
ticipants and mentors, and are work-
ing toward a more inclusive industry. 
Undeniably, the knowledge and di-
verse roles that women have are ex-
panding by developing new leadership 
and moving forward with new ideas.  
Digging a little deeper for the SRG 
readers, the upcoming women in stone 
articles will be a terrific new way to 
explore growth in the tile and stone in-
dustry from a new perspective. 

As it has become increasingly more 
common to hear of fabrication and 
installation shops owned by women, 
for this first article I reached out to a 
successful entrepreneur and business 
owner Wendy O’Shaughnessy, of 
Brimfield Granite & Marble.  Located 
in historic Brimfield, Massachusetts, 
and nestled in a rapidly growing com-
munity of historic home renovations 
and new construction, Wendy has 
seen the ups and downs of the market, 
rode out the housing crash, created her 
businesses niche, and negotiated con-
tracts as a stone fabrication provider 
for many companies of different sizes. 
This range has included commercial 
clients like Planet Fitness and high-end 
custom projects on Martha’s Vineyard 
for Paul Girouard of Fine Lines, all the 
while providing products and services 
to a local client base. 

Michele Farry
Photos provided by Brimfield 

Granite & Marble

An Interview with Owner Wendy O’Shaughnessy

Brimfield Granite & Marble fabricates cus-
tom granite, quartz, soapstone, marble coun-
tertops, shower and fireplace surrounds, and 
also offers granite repair services. They pride 
themselves on installing large islands and fabri-
cating custom, seamless countertops. Utilizing 
distributors such as LeaMar, MSI, Marble 
and Granite, IGM, Verona Quartz, and Kazza 
Quartz, Brimfield  Granite offers its clients a 

Braxton-Bragg CEO Rick Stimac: “Braxton-Bragg has the most 
efficient warehouse and shipping team in the industry.”

This beautiful Soapstone kitchen features an arched backsplash.

to achieve what the end consumer 
really wants,” Stimac said. 

From there, he became vice pres-
ident of sales and marketing for 
Huffy Corporation, manufacturers 
of bicycles and sports equipment 
like home basketball systems, and 
added a few more sports wholesalers 
to his resume before becoming chief 
sales and marketing officer for G.A. 
Larson, a wholesale distributor of 
HVACR equipment.

While there is a learning curve to 
joining Braxton-Bragg, Stimac said 
he has a good understanding of stone 
fabrication “as an art form,” and the 
new position plays to strengths he’s 
developed throughout his career, 
strengths that are echoed in Braxton-
Bragg’s 24-year record of excellent 
customer service.

full range of material options.  
Wendy has a generous approach toward 

her work and the sharp acumen and attention 
to detail of a seasoned, accomplished busi-
ness owner. Wendy is a driven and passionate 
owner, and her over 20 years of experience in 
the stone industry gives her an impressive store 
of stone and fabrication knowledge.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news

http://www.braxton-bragg.com/
http://www.slipperyrockgazette.net
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Brimfield Granite & Marble
stand firm on pricing and the value 
we offer at Brimfield Granite & 
Marble. This can be very chal-
lenging when I want to pursue 
new customers like contractors, 
who have many options with price 
versus quality. Sometimes we will 
strategically invest in a client be-
cause of the potential opportunity, 
offering a reduced rate from our 
norm and willing to prove what 
we have to offer over the cheapest 
rates going. What is most different 
from when I started?  As a woman 
in stone, my confidence with my 
knowledge in sales, materials, the 
availability to offer superior cus-
tomer service and general advice 
is more refined and proven. ”

Our interview continued as I 
asked, “What have you found to 
be an advantage being a wom-
an-owned fabrication shop?” 

Wendy said, “As a woman, I 
have found my customers will 
rely more heavily on me for de-
sign assistance. If they have ques-
tions on their decorative choices 
with clean lines, warm, cool or a 
cozy aesthetics, I realized early 
in my career, customers will trust 
my judgments a little more fre-
quently. I have a spectrum of cli-
ents who have different demands, 
from the confident customer who 
knows what they want, to the cus-
tomer who does not know what 
material they should use. This as-
pect of owning a fabrication shop 
has always seemed to flow for me, 
and as a woman owner, I was able 
to quickly establish trust with my 
customers, and I have appreciated 

Continued from page 1

Her unique circumstances as a 
business owner stem from meet-
ing her husband Michael over 20 
years ago. Michael is the head 
fabricator of Brimfield Granite & 
Marble, and introduced Wendy 
to the stone industry. They built 
their business from the ground up. 
While Michael feels most com-
fortable running the shop, he has 
the utmost trust and confidence 
with Wendy developing their cus-
tomer service department, select-
ing materials, establishing vendor 
relationships, building a healthy 
customer roster, and overseeing 
the Brimfield Granite and Marble 
team and overall project manage-
ment. Wendy enjoys being in-
volved in all aspects of the stone 
business and has a willingness to 
do whatever it takes to get the job 
done with her team.

I asked Wendy to give me some 
feedback on her experience as a 
woman business owner, specifi-
cally the challenges she has faced 
most recently, versus when she 
started out.

“I have observed women be-
coming more involved in the con-
struction industry in general over 
time, and a growing acceptance of 
women in the trades. Major shifts 
in material quality, type, thick-
ness, and lighter-color materials 
with their own softness and fis-
sures issues have presented new 
communicating hurdles with my 
fabricators, namely how we will 
meet the customer demands and 
(ensure their) satisfaction with 
the end results. There is nothing 
worse than refusing a slab of 
stone that my customer has cho-
sen because of quality issues with 
the product or the machine finish, 
but recently I have rejected more 
slabs than I ever have in the past. 
Material product and quality con-
trol has become one of the most 
important parts of the job. As an 
extra critical aspect on the check-
list for the fabrication process, I 
can never overlook this necessity.  

“We have experienced that the 
competition is changing, with 
very inexpensive fabricators pop-
ping up everywhere. I am find-
ing these competitors including 
things like sinks and bundled 
packages, and it’s hard to be as 
competitive with pricing. When 
we are bidding a project I have to 

The Cedar Street Grill in Sturbridge, Massachusetts, is a good 
example of Brimfield’s commercial work. The Cedar Street Grill  
chose an exotic Rainforest Green granite for their wrap-around 
bartop, and the restroom vanities.

Above:  This kitchen features 
a Bianco Romano countertop 
which truly reflects all the natu-
ral sunlight from the surround-
ing landscape.

Left: Kitchen with a harmonious 
combination of a Verde San 
Francisco island as a focal point, 
and African Ivory countertops 
and backsplash.

any advantage that allots me.”  
I asked, “Wendy, when people 

have asked you how you can be 
so experienced in stone, when you 
are not the actual fabricator, what 
do you tell them?” 

She responded, “I can say that 
actually, I am almost always on 
the project from template to in-
stallation, am at almost every in-
stall, engaging the customer and 
explaining the process. I will cut 
off the ends off a shim and steel 
wool a seam to keep involved. 
I know every single step from 
project inspiration to completed 
installation. I had the benefit of 
having my husband as a fabri-
cator who patiently taught me. I 
wanted to know all the aspects of 
stone fabrication when building 
my business.”

I asked Wendy where she sees 
the stone industry going for 
women.

“I had a unique opportunity 
by marrying a fabricator, but for 
women in this business, you will 
be fine if you work hard and learn 
the techniques of your shop. I be-
lieve women are respected in the 
business. One thing you can’t do 
is wing it with expensive stone 
as your product. I treat my cus-
tomers with professionalism, and 

they get what they are paying for. 
It takes time and knowledge, but 
for women in general, if you can 
find a fabricator you work well 
with you can do great! The key 
is being very close and having 
mutual respect with your team 
and fabricator, and being on the 
same page, always focusing on 
communication and the desired 
end result.”

Please turn to page 16

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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Michael Peay, a veteran home builder with 30 years of experience that 
includes hundreds of kitchen installs, was continually confronted with 
a nagging problem—mounting the dishwasher. Out of frustration, Mi-
chael Peay invented and patented the solution.

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

Installation Solution
Can $3.98 solve this costly return trip? The answer is YES! It is estimated that 
it could cost nearly $200 in time, labor and fuel to pull someone off another 
job for this one chore. There is no need for the dishwasher to be on site and you 
can install before or after the countertop is installed. And it is designed to fit all 
standard dishwashers and install them correctly. 

Easy To Use
The E-Z Dishwasher Bracket can be installed in 2 minutes and is a permanent 
solution. If the dishwasher is not installed or not on site, simply fasten the E-Z 
Dishwasher Bracket to the cabinet with the hardware supplied, apply silicone 
to dampen the sound, and install the granite. As simple as that, your job is done, 
with regard to the dishwasher.
If the dishwasher and countertop are already in place, simply bend the tabs 
to fit in between the cabinets, apply silicone, put in place and fasten with the 
hardware supplied. 

No More Call Backs to Install a Dishwasher! 
This solution seems so simple, the only question you’ll ask is, “Why didn’t I 
think of this, before?” This product really works, and we’ll prove it to you. We 
guarantee that you’ll agree this is a real $3.98 solution. Call Braxton-Bragg and 
never have to make that expensive return trip again. Our knowledgeable sales 
staff wants to let you know “you have a friend in Tennessee,” and we listen to 
you. Count on Braxton-Bragg for all your installation needs. 

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

Call today! Toll free 1-800-575-4401
This Great Low Price has been extended due to popularity! 

3.98Now YOU can solve a $200 problem… 
 

MADE IN THE USA

   Item # Description Great LOW Price 
 10565 E-Z Dishwasher Bracket with Mounting Screws, 24” $3.98

 10578 E-Z Compact Bracket with Mounting Screws, 18” $3.98

 10763 E-Z Dishwasher Bracket with Mounting Screws, 24” 
  Ship Saver 100 Pack $369.00

 10764 E-Z Compact Bracket with Mounting Screws, 18” 
  Ship Saver 100 Pack $369.00

NEW size for compact dishwashers!

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

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

The E-Z Dishwasher Bracket attaches to the cabinet with wood 
screws, as well as to the countertop with impact absorbing ad-

hesive caulk or silicone. It is made to accommodate virtually any 
dishwasher on the market and may be installed prior to or after 

countertop installation.

4.10for only $495 !

More than ONE MILLION sold!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for E-Z Dishwasher Bracket

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10476/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10476/
http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,8459,10476,8769,10476/
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– Benjamin 
Franklin

AvAilAble From

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Touchstone Glacier

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
mailto:b.burgess%40braxtonbragg.com?subject=SRG%20Subscibe%20Address%20Update
mailto:b.burgess%40braxtonbragg.com?subject=SRG%20Subscibe%20Address%20Update
http://www.slipperyrockgazette.net/index.cfm/m/15/Advertising_Guidelines
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11170/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11170/


Slippery rock Gazette January 2018  |  5  

BY now, all granite 
shops do it. We 

all sell, fabricate and install 
quartz products. Some of 
us even stock it for instant 
sales.  We know the key-
words – quartz, polymers, 
resins, Breton technology, 
veining, no sealing, etc. But 
beyond the average spiel to 
get someone to buy it, what 
do you really know about 
it? If you look at the back of 
a sample for just about any 
brand, you will see a line of 
small circles, squares and 
letters.  Some have more, 
some have less, but do you 
know what they mean?

Greenguard Certified 
– this is a way for consum-
ers to identify indoor prod-
ucts that have been proven 
to have very low chemi-
cal emissions resulting in 
cleaner air in their homes.

Greenguard Gold 
Certified – (This was 
formerly known as 
Greenguard Children & 
Schools Certification) – 
This certification means 

This Means What?

Please turn to page  6

Sharon Koehler
Artistic Stone Design

that the product has met 
even stricter standards 
and safety concerns than 
Greenguard Certified and 
is an acceptable product for 
use around children and the 
elderly, and in places such 
as schools and medical 
facilities.

U.S. Green Building 
Council Member- The 
U.S. Green Building 
Council was founded in 
1993 and is responsible 
for developing the LEED 
(Leadership in Energy 
and Environmental 
Design) Certification 
Program. The LEED 
Certification Program en-
courages building “green” 

 Item # Description Our Low Price

 8714 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Extra Coarse $59.95 

 8715 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Coarse $59.95

 8716 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Medium $59.95

 8717 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Fine $59.95

Talon™ Turbo 
Diamond Cup Wheels

#1 Seller! 

Most Popular

Cup Wheel

“Thanks, everything is great! Thank you 
for your awesome quick response. Braxton-

Bragg is the best company we deal with. 
Your entire crew has been great and we 

will always do business with you!”

Sincerely,
Kim Johnson

Talon™ Turbo Cup Wheels are designed to be aggressive, fast 
working tools. The turbo design with two layers of segments with 
spacing in between keeps the core and diamonds cool and removes 
the dust, or if used wet, the slurry can be readily expelled.

The back of the cup wheel is polished aluminum and this softer 
metal allows bounce to be absorbed, reducing chatter and making 
the weight of the cup wheel less than other wheels.

Cutaway (above) shows how Talon™ Cup Wheel segments dovetail into the 
wheel body to eliminate segment separation. The unique center segment 
groove helps remove grinding slurry while reducing heat build-up.

•Designed to operate at 
 10,000 RPM 
 14,000 RPM Max
•Can be used wet or dry
•5/8-11˝ thread arbor

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

Join the
Natural Stone Institute

and congratulate the winners!
RSVP required, please visit

naturalstoneinstitute.org/2018AwardsCelebration

January 30
Las Vegas

Awards
Celebration

4:00-5:15pmq
After Party
5:30-7:00pm

January 30
Las Vegas

Awards
Celebration

4:00-5:15pmq
After Party
5:30-7:00pm

energy – and resource-effi-
cient homes and buildings, 
which are healthier to live 
and work in. 

Members of the Green 
Building Council are com-
mitted to this purpose.

Training & Education

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Talon Turbo Cup Wheels

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7393/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7393/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7393/
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NSF – NSF International 
was founded in 1944 as 
the National Sanitation 
Foundation. They set the 
original standard for food 
equipment sanitation in 
luncheonettes and soda 
fountains. As they grew 
and changed over the 
years, they became NFS 
International in 1990. If 
a product carries the NSF 
mark it means that the prod-
uct has been tested and has 
proven that it meets strict 
public health and safety 
standards. Consumers can 
view these products as 
“safe.” Products that carry 
the NSF certification are 
not just tested once but on 
a continuing basis to en-
sure they remain safe for 
the general public.  

NSF51 – This is still a 
certification from NSF 
International but it is spe-
cifically for products that 

come into contact with 
food. The product has met 
stricter continuing stan-
dards and is approved for 
areas where food and drink 
are handled, made and 
processed.

UMK  –  (United 
Mehadrin Kosher) – This 
certification lets the con-
sumer know that the prod-
uct meets strict Kosher laws 
in quality and other Kosher 
standards and may be used 
in Kosher environments.

CE – This is an abbre-
viation for Conformite’ 
Europeene. This is French 
for European Conformity.  
Simply put, it means the 

product meets European 
health and safety standards 
and may be sold on the 
European Marketplace.

LGA Hygiene Tested – 
This is another European/
International certification. 
LGA Qualitest is an inde-
pendent third party testing 
agency that tests and cer-
tifies that products meet 
European and International 
safety and quality guide-
lines. Their “niche” is mi-
crobiological regulation. 
They just want to make sure 
your countertop doesn’t har-
bor or promote the growth 
of harmful bacteria.

KFQ – This is the 
Korean Foundation for 
Quality - They are an in-
dependent certification 
agency that promotes ISO 
(International Organization 
for Standardization) guide-
lines and offers continuing 
education on green and sus-
tainable practices.

Continued from page 5

This Means What?

MIA+BSI Presents Free Education 
Programs at TISE 2018

MIA+BSI  i s 
p leased  to 
announce 

several free education ses-
sions that will take place 
at TISE in Las Vegas, 
Nevada, January 29 
through February 1, 2018.

The following ses-
sions will take place on 
Tuesday, January 30:

10:00-11:30am
Women in Stone 

Interactive Career 
Advancement 

Workshop
Join Women in Stone for 

an interactive workshop 
designed to help attendees 
learn to master skills nec-
essary to advance their ca-
reers in the stone industry.

1:30-2:15pm
How to Increase 

Production in Your 
Fabrication Shop

Increasing fabrication 
production is a key aspect 
to improving your bottom 
line. This interactive ses-
sion will first discuss the 
most important variables 
to measure when consider-
ing production rates. You 
will then hear case studies 
from industry profession-
als who have increased 
production and improved 
their bottom line.

Providing for the 
Community: How 

Association Members 
Can Get Involved in 
Charitable Causes

One of the greatest gifts 
a company can give is 
using their professional 
skills to make their com-
munity a better place to 
live. This session will 
discuss how individuals 
in the stone, wood, and 
tile industries can get in-
volved with charitable 
causes through their indus-
try associations. Learn the 
paradigm for getting in-
volved in your community 
and use your professional 

skills to make a difference 
for those in need.

Using Local and Regional 
Trade Shows to Grow 

Your Sales
One of the best ways to 

gain exposure for your com-
pany is through local and 
regional trade shows. These 
venues allow companies to 
demonstrate their expertise 
to customers, contractors, 
and decision makers. This 
session will discuss the 
best avenues for finding 
architects, designers, and 
construction professionals 
and turning these leads into 
long-term customers.

“Did That Really 
Happen?” Installation 

Case Studies
Have you ever had a 

stone installation that did 
not proceed as planned?  
Installation failures are one 
of the best learning oppor-
tunities available.  This 
session will present four 
case studies and facilitate 
a discussion on how these 
problems could have been 
prevented.  Learn about 
what industry standards 
are currently in place to 
assist companies and en-
sure the quality of stone 
installations.   

The following quarri-
er-specific sessions will 
take place on Wednesday, 
January 31, 2018 in the 
Marmomac Pavilion:

9:00-10:00am
Preparing for an MSHA 

Inspection
Is your quarry prepared 

for an MSHA inspection? 
This session will address 
key elements that regulatory 

inspectors look for when 
visiting a stone quarry. 
The audience will learn 
best practices for safety 
from industry profession-
als. The session will con-
clude with a short panel 
discussion to provide per-
spectives from multiple 
stone companies. 

10:00-10:30am
The Natural Stone 

Research and 
Promotional Board: 

Marketing for 
the Future

Plans are currently 
underway to create a 
Natural Stone Research 
& Promotional Board, 
which will provide funds 
to promote the use of nat-
ural stone and increase 
demand for natural stone 
through advertising, mar-
ket research, and con-
sumer education. Attend 
this session to learn how 
to get involved with this 
program. 

10:30-11:30am
Quarry Sustainability: 
Acting As a Steward 

of the Earth
This session will ad-

dress best practices 
utilized by several com-
panies to showcase sus-
tainable stone practices 
in quarry and fabrica-
tion facilities. Attendees 
will learn how to share 
the value proposition of 
being good stewards of 
the earth’s resources to 
the local community and 
key stakeholders. 

Learn more at www.
naturalstoneinstitute.org/
TISE2018. 

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

Please turn to page  16

Training & Education
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AS I recall, engineered stone was first 
introduced to the countertop mar-

ket in the late 1980s. I also recall it having 
its own set of problems at the time, such as 
dye lots that did not match, dealing with UV 
damage and difficulty making seams and 
edges look good. 

As resourceful stone fabricators, we even-
tually managed to find acceptable work-
arounds to these situations through trial and 
error, better known as mistakes. Who was 
it who said, “There are two ways to learn: 
by your mistakes or the mistakes of others.” 
This is very true, and it’s been said many 
ways, though I may have come up with this 
paraphrase while self-training in fabricating 
engineered stone. 

Enter Brian Butting, Senior Technical 
Specialist at Caesarstone USA. Brian’s ex-
perience spans 21 years to include the sales 
and fabrication of natural and engineered 
stone, as well as 11 years at Caesarstone.  

Caesarstone’s Brian Brutting Offers 
Up-to-Date Training for Fabricators 
and Installers

Brian, thank you so much for giving your 
time to our readers. Would you please de-
scribe your current role with Caesarstone? 

“I’m very busy on two fronts. The first is 
conducting inspections at job sites where end 
users of Caesarstone have concerns over the 
material, or have fabrication issues. The other 
is giving seminars that feature the fabrication 
and installation of our products. I’ve been 
doing these seminars for eight years, begin-
ning when I was a sales rep for the company. 
Corporate had heard that I had some techni-
cal knowledge and asked me if I’d speak to a 
group of fabricators who were struggling, and 
I agreed. 

Peter J. Marcucci
Photos Courtesy Brian Brutting

Please turn to page 11

Made in the USA 
with US and 
Foreign Parts

From the stone yard to final installation, 
stone handling is more efficient and less 

dangerous with WPG® equipment.

THE ORIGINAL & TRUSTED NAME
IN VACUUM LIFTING EQUIPMENT

Power Tilter 
Vacuum Lifter
(PT1010TAIR)

Hand-Held Vacuum Cups 
for Stone Handling

Economical Vacuum Pads 
with Replaceable Sealing Rings

AvAilAble From www.brAxton-brAgg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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•  Akemi Colour Bond Magic Colors 
camouflages the seam into the stone 
structure

•  For use on Quartz, Marble, Granite, 
Quartzite, Onyx, Glass, Porcelain,  
Ceramic, Solid Surface, and other  
dense surfaces

•  Provides strong, smooth,  
glossy joints 

•  Under 20 minute cure
• Low odor
• Available in over 50 colors

FREE Colour Bond Match Chart 
Contact InnoChem LLC 
www.innochemllc.com 
info@innochemllc.com  
or www.braxton-bragg.com 

Colour Bond Color Matching list available at  
www.akemi.com.   
Scroll down to colourbond tab and just click.

Telling is Not 
Training

Recently, a customer 
we’ve worked for in 
the past approached me 

about bartering granite count-
ers for his vacation home, in 
exchange for some time at his 
vacation home.  I, of course, 
agreed and promptly took my 
kids over for a bit of fishing, 
swimming, and bike riding.  

With miles and miles of bike 
trails crisscrossing the maze of 
roads, my little pack of cyclists 
must have careened into po-
tential danger about a hundred 
times or so. I found myself tell-
ing them, “OK kids, slow down, 
look left then right… OK now, 
let’s hurry before a car comes!” 
over and over again, as we ap-
proached the innumerable trail/
street intersections. 

Thankfully being the week 
after Labor Day, the resort was a 
ghost town. We encountered few 
cars and no close calls, but I was 
exasperated to be still repeating 
that warning on our last day of 
bike riding.   

As I pedaled along, perplexed 
by the fact that my commands 
hadn’t yet translated to compe-
tency, it began to dawn on me 
that simply telling my kids a time 
or two or even quite a few was 
not sufficient training.  

This got me to thinking about 
the awkward and frustrating situ-
ation owners and managers face 
when a good employee fails to 
perform a task correctly, even 
after being “told” repeatedly.  
With today’s shortage of depend-
able, sober, and skilled labor, 
simply replacing an employee 
isn’t really possible, much less 
practical, so what are we to do?  

Please turn to page 27

Aaron Crowley

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Color Bond Adhesive
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Now, based on the title 
of this month’s article 
you’re probably thinking 

this must be about a urine stain 
on a stone floor. While that is a 
common problem in bathrooms 
visited by men with poor aim, 
that’s not the case here. Read on 
to find out.

I was again having a cup of joe 
at my local greasy spoon when a 
guy I hadn’t seen in there before 
came running out of the restroom 
complaining that there was no 
toilet paper in the stalls. Flo just 
looked at him and gave him the 
OK sign. He sat down and didn’t 
say a word. Little did I know that 
incident would help me solve my 
next case. 

Almost at the same time as the 
guy sat back down, my phone 
rang. The voice on the other end 
had a familiar-sounding deep 
voice, and I thought someone was 

Frederick M. Hueston, PhD

The Stone Detective
The Mystery Men’s Room Stains 

pranking me with a 
call from James Earl 
Jones. Any minute I 
was expecting him to 
ask me to Join the Dark 
Side. Instead, he went on to de-
scribe a peculiar stain he had in 
the men’s room of the hotel he 
managed. He told me they had no 
idea where the stain was coming 
from, et cetera, et cetera, and can 
you please help! 

I asked him where the stain 
was, expecting for him to say the 
floor, but he said it was on the 
wall above the urinals. I asked 
him if he could send me a photo, 
in the hopes I could solve it over 
the phone. He did send me one 
(see the pic at right), but he also 
insisted that I come take a look at 
it. Well, who am I to argue about 
getting paid for a consult and a 
trip to Las Vegas. That’s right – 
Las Vegas, baby, my home away 
from home, and where I do my 

yearly inspection and trouble-
shooting seminar. (I know – that’s 
a shameless plug.)

I finished my cup of joe and a 
last bite of my sausage and eggs 
and was off to my office to make 
travel arrangements for the next 
day.

I woke up early since I had a 
6 a.m. flight and the airport was 
an hour away. Thank goodness 
I know the procedure for get-
ting a pre-check boarding pass. 
I jumped in the shower, dressed 
and hopped in the Woody for my 
ride to the airport. 

I arrived at the airport with 
plenty of time to spare, but could 
not find a parking space, so I cir-
cled through the parking garage 
for almost half an hour until I 
spotted someone pulling out, and 
raced over to get the spot. 

I ran to TSA check in and thank 
goodness, the pre-check line was 
short. I was on my way to LV. 

I got on the plane, and to my 
amazement, a group of senior 
citizens were throwing pillows 
around the coach section like 
a bunch of teenagers! I always 
laugh about how flights to Las 
Vegas are joyful and people are 

that famous celebrity and voice. 
He just shook his head, turned 
around, looked me straight in 
the eye and said, “Mr. Stone 
Detective: I am not your father.”

I guess that answered my 
question!

He led me to the lobby men’s 
restroom, where there were about 
20 urinals. The restroom was 
covered in marble from the floors 
and up the walls. He stood in the 
middle of the room and pointed 
to the urinals. Almost all of them 
had this strange spot a few feet 
above the urinals. I looked at 
the spots, and just then a drunk 
gentleman came weaving in. He 
staggered over to one of the uri-
nals to relieve himself and then I 
saw where the marks where com-
ing from. No, he wasn’t playing 
fireman. He was so intoxicated, 
he rested his forehead on the 
cool marble wall. I looked at Mr. 
Jones, pointed to the happy drunk 
and did not say a word. He looked 
surprised and then asked me for a 
method to remove the stains. 

Another case solved. (In case 
you didn’t get it, the oils from 
men’s foreheads were soaking 
into the stone.)

excited, while the flights back 
are much quieter, with hung-over 
passengers, and those who lost a 
bunch of money.

I finally arrived in LV after a 
long five-hour flight. I got off the 
plane, headed to my rental car, 
and was off to the hotel.

When I went to check in, the 
clerk saw who I was and called 
Mr. Jones. Within a minute he 
greeted me and asked me to fol-
low him. I kid you not, he looked 
just like James Earl Jones. As he 
led me through the hotel lobby 
pasts all the slot machines, I just 
couldn’t help myself. I asked 
him if anyone mistook him for 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for new Omni Cubed products
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“I then put together a very loose 
PowerPoint presentation and gave 
my first class. It was such a hit 
that I kept getting requests from 
Caesarstone managers across 
the country. We then got an op-
erations manager that loved it so 
much that he made it my job. So 
it went from a voluntary thing to 
a mandated thing. I additionally 
train our technicians as well as 
our sales force to better serve the 
fabricators who buy our products. 
To me, education and training is 
paramount in this or any business.

“My experience with Caesar-
stone dates back almost 30 years. 
Since then the brand has im-
proved and its use continues to 
grow exponentially. That said, 
you’d think the secrets of fabri-
cating Caesarstone would be well 
learned by now. So why do we 
need training or retraining at this 
point?  

“Many things have changed 
since its introduction. The resins 
used to manufacture slabs are dif-
ferent, creating a more appealing 
and durable product. Moreover, 
specific tools and equipment to 
work with Caesarstone didn’t 
exist back then. Over the years 
the equipment has changed, the 
way it’s fabricated has changed 
and the business has changed. So 
30 years later, I bring to the table 
not just my 20 years of experience, 
but everything I’ve learned from 
other fabricators while working 
with them. I’ve taken that pool of 
experience and now share it with 
everyone at these seminars.”

Brian Brutting

*PRODUCTION RATES DEPENDENT 
UPON TYPE OF MATERIAL AND 

TOOLING PARAMETERS*

IN STOCK

IN STOCK

SUPERSIZE YOUR PRODUCTION WITH THE 
PERFECT COMBINATION BY

1804 Star Batt Dr. Rochester Hills, MI 48309•248-990-1824•steve@marmo-na.com

Continued from page 8

Could you briefly explain what these 
seminars cover? Are they hands-on with 
tools and materials or text book, and 
how are they structured? 

“We do two types of training. The 
first is full seminars in large groups of 
30 or more attendees. These are class-
room style and last about four hours. 
We review cleaning and repair, and 

then go through fabrication guidelines 
and overall best practices including 
customer interactions. Most recently, 
however, it’s been hands-on training 
with smaller groups of 10 to 15 people 
that shuffle from station to station. Each 
station lasts about 25 to 30 minutes and 
consists of visuals of proper and im-
proper techniques.” 

What common mistakes are fabrica-
tors still making these days? 

“This is a really important question. 

In my opinion, unfortunately, a big 
part of it is customer communication. 
Fabricators are great at working with 
their hands, but many don’t talk to their 
customers enough about the design and 
how it’s going to perform. In fact, I 
probably wouldn’t have a job if fabri-
cators communicated better with their 
customers. It is very common for them 
not to follow the guidelines even though 
many know better, but don’t, because 
the customer asks for something else.”

From left, Brian III and Bryce 
Brutting “help” at a recent 
Caesarstone seminar.

Please turn to page  13
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Taking Braxton-Bragg to the Next Level

Continued from page 1

company’s tagline from 
“Better! Faster! Cheaper!” 
to “Better Service • Better 
Value.”

“We’re changing our ta-
gline to represent that we 
are a market leader in our 
service and value,” he said.

Where does the “value” 
part of the new slogan fit 
in? Stimac is spearheading a 
new educational component 
of the business, partnering 
with industry associations 
like MIA and leveraging 
company assets like the 
Slippery Rock Gazette and 
the company website to 
extend easy-to-understand 

“Those things were in 
place before I came on 
board, and everybody here 
stood for them,” he said. 
“The people here exem-
plify that, and it’s abso-
lutely amazing. The years 
of experience in our team, 
I would definitely say that 
10-plus years is our average 
tenure.”

That, and the strength 
of Braxton-Bragg’s sat-
isfaction guarantee, are 
important parts of the 
Braxton-Bragg culture that 
Stimac wants to preserve 
while he leads the company.

“I’ve never been part of 
any organization where 
there is no exception to the 
guarantee,” he said. “But 
we do. We really, truly live 
it. If you’re not happy with 
it, we’ll take it back, and 
that’s it.”

With commitment to 
Braxton-Bragg’s part-
ners in mind, Stimac and 
the team are changing the 

“It’s that same focus of 
having delight for the end 
customer,” he said.

Matching Strengths 
and Values

For Stimac, and for 
Braxton-Bragg, B2B cus-
tomer service is all about 
give and take. Pouring 
time, service and care into 
the fabricators and install-
ers who come to Braxton-
Bragg for equipment and 
supplies helps those en-
trepreneurs grow their 
businesses, which helps 
Braxton-Bragg grow as a 
company. In fact, he calls 
Braxton-Bragg’s customers 
“partners” because of the 
mutual-benefit relationship 
he hopes to nurture.

Stimac also wants to see 
the company grow without 
losing the one-on-one touch 
that makes Braxton-Bragg 
special, both to the “part-
ners” and the employees.

training to Braxton-Bragg’s 
partners.

“With training and educa-
tion, we’ll show more value 
than just selling products,” 
he said. 

And, he hopes suppliers, 
fabricators and installers 
will return the favor by let-
ting Braxton-Bragg know 
about new products and 
techniques.

“It’s a win-win situation,” 
Stimac said.

Vision for the Future
Shortly after joining 

Braxton-Bragg, Stimac led 
a process to develop core 
values and a strategic plan 

for the company. Those 
core values come together 
into the acronym BEST. 
They are:

Behaves with integrity

Enthusiastic, Energetic,    
  Tenacious &Competitive

Serves customers above       
  all else

Teamwork

And everything, from a 
top-performing warehouse 
to salespeople who devote 
special attention to each 
customer to quality rela-
tionships with suppliers, is 
aimed at making Braxton-
Bragg the best distributor in 
the industry.

“Every single thing that 
this organization has done 

Braxton-Bragg is focused on 
offering new and breaking 
technology in stone-industry 
tools, and educating custom-
ers in diamond tools and 
materials, and how to safely 
and efficiently use them.

is to make sure our custom-
ers have that customer de-
light,” Stimac said. “And I 
think delivering on our mis-
sion of profitable growth 
is our commitment to our 
ownership group.”

Stimac also plans on 
examining how Braxton-
Bragg goes to market, in-
cluding being a presence 
at trade shows and in trade 
associations. He will be in 
attendance at StoneExpo 
in January 2018, and 
Coverings that April.

“I’m really excited about 
getting to know the industry 
and the people in the indus-
try through shows and MIA 
events,” he said. “Braxton-
Bragg has partnered with 
lots of those events through 
sponsorships, but I hope to 
be more involved than in 
the past.

“I want to be able to say 
when you combine price 
with service you know 
we’re the best in class, and 
we live up to it. I would say 
that we’re a world-class 
organization.”

Dieting on New Year’s Day isn’t a good idea as you can’t 
eat rationally but really need to be free to consume what-

ever is necessary, moment by moment, in order to ease 
your hangover. I think it would be much more sensible 
if resolutions began generally on January the second.  

— Helen Fielding

The Braxton-Bragg team out in force at the East Tennessee Race for the Cure event.
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Why is Stone Shield Knife Grade 
Our Best-Selling Adhesive?

4–6 minutes of working time
Polishable in 30-60 minutes
Transparent formulation is easy to color-match 

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

K-Bond Coloring Kit, 10 Colors, 2 oz.

Item #  

4357

Easy to Color
Compatible with all major adhesive color mixes including K-Bond 
Granite Color Pigments — what could be easier?

Adhesive Spreaders 
 & Stirring Sticks

Razor Blades

Item # 

4800A

Item # 

4802
Item #  

9100

$59.97

$9.74

$19.95
$3.74

MADE IN THE USA

MADE IN THE USA

Stone Shield ™ Transparent Can Save You Money!
How can glue save you money? Stone Shield™ Transparent Knife Grade is high 
quality polyester adhesive, made in America and offered at a great price.

Consistent Performance
Smooth consistency makes this a good choice for a wide variety of applications. Can 
after can, you know what you’re getting; it’s never a surprise. Consistent work time, 
consistent strength, consistency that you can count on.

Universal Application
Since it’s compatible with granite, marble, travertine and quartz, Stone Shield’s 
strong bond and fast hardening time is ideal for seams, patching or repairing. This is 
the only can of adhesive you’ll ever need!

“Good resolutions 
are like babies 

crying in church. 
They should 

be carried out 
immediately.”

– Charles M. Sheldon

Brian Brutting
Continued from page 11

Brian continued,“Then there’s 
a failure, and then we have to get 
involved simply because the end 
user was never told what was best 
for the application. This scenario 
is nothing new, but it is still a con-
sistent issue in the industry. The 
other is that we still see things like 
very sharp edge details that can 
chip easily (Example: a polished 
edge with a small break). This, 
too, is really just a communica-
tion issue with the customer when 
explaining what the potential risks 
are with this type of edge detail. 
I’ve surveyed users with this prob-
lem and asked if they were offered 
other options, and they said, ‘No.’ 
A better choice in this situation, is 
a 1/4-inch radius at inside of the 
sink  and over the rest of the edge 
detail at least a 1/8 inch on top and 
bottom. When talking to archi-
tects, I’ve asked them to specify 
these edges with an exact dimen-
sion, so it can be checked. 

“Other common mistakes in-
clude basic cleaning and long-
term care of the surface. For 
cleaning, gel soft scrubs work the 
best. It doesn’t matter if it’s red 
wine or chicken grease, gel soft 
scrubs leave no residue, and it 
takes the surface back to the orig-
inal condition on the day it was 
delivered. So it’s really import-
ant for a customer to review the 
manufacturer’s recommendations 
at the point of purchase, and not 
after there’s a problem.”

Please turn to page  15
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PO Box 188, Stinesville, IN 47464 

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

Please turn to page 25

Setting Stone Veneer is NOT the 
Same as Setting Countertops!

You have been in the 
granite business for 
a while and have 

done countless countertop 
jobs. You may even have 
gone out on a limb and 
installed a full height back-
splash, or maybe even a 
fireplace facing surrounding 
the firebox opening. Both of 
those scenarios require that 
you set pieces in a vertical 
position and secure them so 
as not to fall forward and 
down on someone’s hands 
or head.

If you, like many, came 
to the stone business from 
another profession and 
have mainly installed only 
horizontal surfaces, you are 
very likely unaware that 
setting vertical pieces re-
quires a much higher level 
of mechanical understand-
ing of how stone should be 
fastened so as to be secured 
from falling and causing 
any harm. This is especially 
true when installing a soffit 
made from slab. 

A soffit is a slab piece of 
stone that is actually set in 
a horizontal position, but 
instead of being supported 
against gravity with a 
wooden cabinet below, it is 
mechanically fastened to a 
backup structure above. So: 
how should you set a soffit 
piece and be confident that 
the piece will not later be-
come dislodged and come 
down on someone’s head?

be conveyed in the space 
of this column, and indeed 
could fill the entire space of 
several editions of the SRG, 
and that would be without 
photos and drawings.

Regrettably, there is defi-
nitely a shortage of skilled 
marble and stone mechan-
ics who know how to install 
dimensional stone in the 
United States. Also, there’s 
a shortage of places where a 
person can learn how to be-
come a skilled mechanic in 
this field. There is no school 
that you can attend, or any 
online university that offers 
a course. Truly, the only re-
liable and accurate source 
to learn this trade, and it is 
a very good one, is found in 
the MIA manual, but here, 
too, you have to be able to 
conceptualize the installa-
tion in your mind without 

Mark McMunn

It comes down to this: as 
long as you are installing 
stone pieces that are below 
the head and shoulders of a 
person, and the pieces are 
set in a horizontal position 
supported by a cabinet or 
other structure rather than 
gravity, and building shift 
and the occasional tremor 
(if you live in a trem-
or-prone part of the world) 
are not really a concern for 
you, go ahead and sleep 
well. 

However, if you want to 
include the installation of 
stone wall veneer to the ser-
vices you provide, then you 
need to learn how to install 
stone veneer properly – and 
there is a lot to learn.

Diagram courtesy MIA

Exterior Stone Relief Details

Detail #6 from the MIA Dimensional Stone Design Manual

The scope of information 
required in order to know 
what you are doing when 
it comes to safely installing 
stone wall veneer cannot 

the benefit of working with 
actual pieces – which is not 
easy to do. 

www.wehausa.com
Now available at www.braxton-bragg.com

Weha A1500 5 Pad Vacuum Lifter

• Each vacuum lifter pad mounted on swivel
• Maximum spread of 108” x 58”
• Minimum spread of 36” x 39”
• Entire frame and extensions made 

with hot dipped galvanized steel
• 5 Shut off valves - each pad has 

dedicated valve
• Quick disconnect lines
• Power tilt

Each Weha A1500 Vacuum 
lifter comes complete 

with:
A1500 Base Vacuum Lifter

2 Extension Bars

2 Cross Bars

5 Vacuum Pads

Optional Stand Available

1,500 lb
CAPACITY

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

WARNING: The Original I-Brace is ONLY Available 
from Braxton-Bragg

IT was bound to happen. Success breeds knock-offs! Hard 
work and creative thought is needed to create a product—
not so much to make a look-alike copy. 

But—as we know, not all copies are as good as the original!

The Original I-Brace has been real-world tested in thousands of 
kitchens. The design was analyzed, refined, computer modeled, 
and tested by highly trained university engineers. It is made in 
America with American steel by a billion dollar company. The 
Original I-Brace is protected with a three step anti-corrosion enam-
eling process to prevent rust and possible staining of the granite. 
There are no sharp edges to catch on clothing or harm toddlers. 
 

The Original I-Brace is exclusively available at Braxton-Bragg. 

By the way, don’t assume that a knock-off is cheaper! At Brax-
ton-Bragg you always get the best for less!

Don’t risk your reputation on a copy! Get the Original I-Brace at 
 Braxton-Bragg today. Gain peace of mind and the satisfaction of 
knowing that you won’t have a call back. 

You’ll be glad you did.

The other suppliers are selling knock-offs!

Three I-Braces were used to support this 30˝ × 96˝ island install.

I recently purchased several 15-inch I-Braces to 
support the granite overhang on my kitchen island. 
They worked absolutely perfect! I weigh 250 lbs. 
and was able to hang from them to demonstrate how  
strong they are  (although I don’t recommend any  
one doing that).  For $15.00 each, they were a steal. 
    Corbels are a thing of the past!
      – Thanks!  
     Stephen Waldeck  

Come See Us
TISE 2018 StonExpo

Booth #3307

 Item # Description Our Low Price 
	 12458	 The	Original	I-Brace	Countertop	Support,	13˝	Long	x	2-1/2˝	Wide,	3/16˝  $10.99

	 12460	 The	Original	I-Brace	XL	Countertop	Support,	20˝	x	2-1/2˝,	3/16˝	Thick $12.99

	 12461	 The	Original	L-Brace	Upper	Bar	Support,	10˝	x	2-1/2˝	Thick	 $14.99

	 12462	 The	Original	L-Brace	Upper	Bar	Support,	15˝	x	2-1/2˝	Thick	 $16.99

	 12464	 The	Original	Upper	Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	1/4˝	Thick $10.99

	 12465	 The	Original	Upper	Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	1/4˝	Thick $12.99

  Typical breakfast bar islands use 2–4 braces per side.

	 	 Centers	should	be	spaced	every	18-24˝.

If a fabricator or customer is 
using Caesarstone and they have 
a problem, who do they call: the 
dealer or Caesarstone? How 
much support does Caesarstone 
offer their customers? 

“That’s a very interesting ques-
tion! We’d like to believe we 
are the most customer-friendly 
company in the world. The way 
it works, though, is that no mat-
ter who you go to, somebody is 
going to try and assist you with 
a problem. So we always try to 
track back to where consumers 
purchased their product, and then 
help them with the process in a 
number of ways, on a number of 
levels. If and when it gets to the 
level that nothing has worked, 
that’s where I get involved and do 
an onsite inspection. Our product 
has a lifetime warranty, and you 
can call Caesarstone 20 years after 
you bought a countertop and we 
will walk you through any issue.”

Who can attend these seminars, 
and when and where are they 
available?  

“Seminars are for all industry 
partners and typically begin by 
a request from a fabricator to his 
local Caesarstone representative. 
That sales rep then sees how many 
people he can get to come, and 
with a good enough headcount 
(usually 30 or more attendees) 
we’ll start planning one within 
two to three months of that re-
quest. We currently do not charge 
to attend. All you have to be is a 
trade partner with Caesarstone. In 
fact, you not only don’t have to 
pay; we’ll also provide you with 
a meal, because these classes are 
most always held at night so they 
don’t interfere with the work day.”  

How can an interested 
reader contact you for help or 
information? 

“They can contact me at Brian.
Brutting@caesarstoneus.com. 
They can also use Linkedin.com 
and search Brian Brutting Jr. for 
general industry questions.”

Is there anything else you’d like 
to add before closing? 

“Yes. Effective sales training 
is a great way to increase profits. 
By developing reasonable expec-
tations for either a product or a 
service, you are truly providing 

customer service second to none 
when someone buys a countertop. 
Always remember that our field of 
expertise is not their field of ex-
pertise, and they are counting on 
us to help guide them through the 
best possible choices. Many fabri-
cators are missing a huge opportu-
nity to increase their sales by not 
educating their customers, or not 
up-selling other options such as a 
different edge or a backsplash. If 
they did, their customers are going 

Brian Brutting
Continued from page 13

to buy more. Know that you are 
not trying to take advantage of 
the customer; you are just in-
forming them of their options, 
and it is ultimately their deci-
sion if they want something or 
not.”

Stone can’t do that: Brian 
demonstrates the shaping  
flexibility of Caesarstone with 
a custom see-saw.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the original I-Brace
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Patent Pending

You’ve Got To See This Video!

See the animated video!
http://www.braxton-bragg.
com/HerculesSinkHarness

Why Pay More to Install a Sink?
Why pay more than $5 for a sink install 

kit, when you could use the Hercules® 
Universal Sink Harness and complete your 
install project in minutes, with no return 
trip needed? 

The Hercules® Universal Sink Harness from Braxton-
Bragg is another great innovation that can save installers 
time and money.

At Last, a Simple, Fast Alternative 
The Hercules® Universal Sink Harness is a simple, 

ingenious alternative to expensive brackets that only 
work on some installations, and a time-saving, more 
professional alternative to building a scrap wood 
support system to hold the sink in place while the 
caulk or adhesive dries. It installs without drilling into 
expensive countertops or cutting notches into your 
customer’s cabinets, and without using messy epoxies 
or relying on adhesives to secure sinks. One of the most 
immediately recognizable benefits is that you won’t 
have to make a return trip to remove bracing or jury-
rigged 2 x 4 supports.

Fabricator Tested in Thousands of Installs 
The Hercules® Universal Sink Harness has been 

fabricator- and installation-tested under demanding 
conditions, and can be used to install the most popular 
types of sinks, including ceramic, stainless steel, and 
even cast iron undermount. It is effective on either 
double bowl or single bowl steel or ceramic vanity 
sinks. Just imagine–one simple, inexpensive kit can do 
all of those sinks! Not only is the Hercules® Universal 

 Item # Description Great Low Price 
 17310 Hercules®	Universal	Sink	Harness	Kit		 $4.95MADE IN THE USA

Sink Harness the fastest and most economical system 
available, it’s also the most versatile.

Be the Go-To Guy to Repair Failed Installs 
While the Sink Harness was being developed and 

tested, we discovered another notable benefit of 
the Sink Harness: it’s a great system to repair failed 
undermount installations. Many fabricators are asked 
to repair someone else’s poor sink installation job. The 
Hercules® Universal Sink Harness will get the job 
done quickly. You can become known as the guy who 
contractors and home owners in your area call for help. 

Supports the Heaviest Sink Loads
Some clips and anchor systems rely on the countertop 

to support the sink–not so with the Hercules® 
Universal Sink Harness. Just like a suspension bridge, 
the Hercules® Universal Sink Harness helps to 
provide support and over-all strength to a countertop 
installation. It actually transfers all weight to the 
cabinet and doesn’t add additional stress to the weakest 
and most easily damaged part of the countertop: the 
sink cut out. It does its primary function admirably 
well– support the sink under the heaviest of loads. 

Try One and You’ll Believe It!
Braxton-Bragg wants to prove it to everyone 

who’s faced sink-installation problem, or 
just wants to save money and keep their shop 
profitable. Visit www.braxton-bragg.com for 
the complete Universal Sink Harness video.

#1 Seller! 

Most Popular

Sink Support

SGS – Societe Generale de 
Surveillance – French for General 
Society of Surveillance, and the 
company is headquartered in 
Switzerland. It has more than 
90,000 employees in over 2,000 
worldwide offices. Their main 
service is to test consumer goods 
and make sure they meet various 
health and safety standards set by 
governments and other standard-
ization entities. 

SCS – SCS Global Services is 
a neutral third party certification 
company based in the U.S. that 
provides certification in support 
of sustainable development.

Cradle to Cradle – A Cradle 
to Cradle Products Innovation 
Institute certification lets consum-
ers know that the company manu-
facturing the product is committed 
to sustainability, the environment 
and their community. Companies 
are graded in five categories that 
include Social Fairness and Water 
Stewardship. 

Certified (B) Corporation - 
A (B) Corporation is a for-profit 
company that meets strict stan-
dards of accountability and trans-
parency plus very high social and 
environmental standards as well. 

Not every quartz product is 
certified in all of these ways. 
And, I am quite sure there are 
more. These are just most of the 
ones I see in my showroom. The 
most important ones seem to be 
NSF, NSF51, Greenguard and 
Greenguard Gold.  As we become 
more environmentally aware of 
our planet and more vigilant about 
our health, some of these may be-
come strong selling points. For 
now, I think this just keeps you 
from getting the deer-in-the-head-
lights look when someone flips 
the sample over and asks, “What 
the heck does this mean?” 

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

Continued from page 6

This Means What?Brimfield Granite & Marble
Continued from page 2

Brazilian Soapstone kitchen with a slant front sink.

It was a pleasure speaking with a 
woman running a family business for 
the first installment in this series – look 
for the next article in February, where I 
will present another important facet of 
women in stone – sales. 

For more information, visit www.
brimfieldgraniteandmarble.com. 

Have a great month! 

Michele Farry is the co-owner 
of Humblestone and is passionate 
about entrepreneurship and small 
business growth. Michele has re-
ceived awards for her work with 
profit-based and non-profit char-
ity organizations.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Hercules Sink Harness
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Stone Restoration and 
Maintenance Corner
Is it Quartzite or What?

Bob Murrell 
M3 Technologies

Photos by Bob MurrellFirst, Happy New Year! I 
hope everyone had a safe 
and wonderful holiday 

season and 2017. For all you 
sports fans, it is time to look 
forward to Super Bowl LII (52) 
and then on to March Madness. 
Spring can’t get here fast enough 
for me and my honey bees!

One of the reoccurring technical 
questions I had in 2017 was re-
garding quartzite countertops and 

Of course the “quartz” engi-
neered stones like Cambria and 
Zodiac are comprised of quartz 
and some sort of a resin. We will 
not be concerned with these in 
this article.

Chert, agate and flint are also 
contained in the group of quartz-
based stone. These are all hydrous 

it becomes tightly cemented by 
quartz crystals, it becomes classi-
fied as quartzite. 

Quartzite, is basically unmeta-
morphosed. It is silica cemented 
and used in the building stone 
industry. It has a Mohs hardness 
of 7 and is not a soluble stone, 
making it an excellent building 
material. 

Metaquartzite is the most desir-
able form of quartzite for counter-
tops and vanities, in my opinion. 
It is the metamorphic version of 
quartzite. It has the mica-infused 
veining popular with designers, 
and desirable in today’s fash-
ionable tops. However, other 
than that, there is very little dif-
ference between quartzite and 
metaquartzite.

As far as restoration and mainte-
nance contractors are concerned, 
we really don’t care whether 
we are looking at quartzite, me-
taquartzite, sandstone, or other 
similar quartz-based stones, ex-
cept with regards to porosity and 
whether the stone should be im-
pregnated or sealed.

We do care, however, if we are 
told the stone is quartzite when 
in fact it is marble, metamorphic 
limestone, or dolomitic limestone 
/ marble. One thing for certain is 
true, if a client calls with etching 
to their quartzite, you should be 
skeptical, at best, because guess 
what? Quartz does not etch, es-
pecially with typical household 
acidic materials. So if they have 
a white countertop they are call-
ing quartzite and it is etched, it is 
more than likely either dolomitic 
limestone or marble, or simply a 
white-colored marble. It may have 
been sold as a quartzite to make 
it seem like more of a “designer 
stone” type material, but it is not.

Therefore, we can do the two 
simple tests for determining 
if a stone is quartzite or calci-
um-based. First the acid test is 
conducted. If you put a drop of a 
strong acid, say hydrochloric or 
phosphoric on an inconspicuous 
area and it effervesces (fizzes), it 
is not quartzite. The second test 
is an easy and effective hardness 
test. Simply take your pocket 
knife, yes every professional con-
tractor should have a good pocket 
knife, and simply drag the point 
across an inconspicuous area to 
see if the stone scratches easily. 
No down pressure is required. If 
in fact the material scratches eas-
ily, it is not quartzite.   

So when I get calls from 

vanities. Is it quartz or quartzite? 
Does it etch? Does it scratch? Is it 
a good choice for kitchen counter-
tops and vanities? 

Well, first let’s determine ex-
actly what type of stone quartzite 
is. So of course we’ll go to the 
“book of knowledge,” otherwise 
known as the Marble Institute of 
America’s Dimensional Stone 
Design Manual handbook. Next 
we’ll study a little geology. 

There are several quartz-based 
natural stones used as dimensional 
stone such as crystalline quartz, 
sandstone, quartzite, metaquartz-
ite, and quartz pebble conglom-
erates. This group is composed 
of sedimentary and metamorphic 
materials. 

steps are always a possible option 
that may be necessary to achieve 
the desired results.    

After you have restored the 
stone to its original beauty and 
have also informed the client of 
the more correct type of stone 
they are the owners of, it is time 
to implement the new mainte-
nance system and the “dos and 
don’ts.” For added protection, 
do impregnate the surface with a 
low odor solvent-based impreg-
nating sealer. Do clean the sur-
face routinely with the No-Rinse 
pH Neutral Cleaner. Don’t use an 
ammonia-based window cleaner. 
Do use an acrylic cutting board 
– don’t cut on the countertop. Do 
wipe up spills as quickly as possi-
ble. Don’t squeeze lemon juice all 
over the countertop and let it dry. 

There are authentic quartzite stones on the market, but be 
aware that many “quartzites” are offered that are actually any-
thing from marbles to sandstone.

silica-based stones used primar-
ily for decorative applications. 
Chert and Agate are semiprecious 
stones mostly sold and used in the 
gemstone industry, but are some-
times used as a rare and certainly 
expensive dimensional stone as 
well. Because it is softer than 
crystalline quartz stones, agate 
was also used to carve mortars 
and pestles for use in 19th century 
pharmacies.

As an interesting side note; 
quartz is piezoelectric, meaning 
that when squeezed, it generates 
an electrical current. The amount 
of current generated is propor-
tional to the pressure applied.  

Sandstone is a non-metamor-
phic sedimentary stone. When 

contractors saying they have 
etched quartzite, they in fact do 
not have quartzite, but simply 
some form of marble, limestone, 
or dolomitic marble. Hey, I realize 
that they have to be the bearer of 
bad news to the client, but that is 
why you guys make the big bucks, 
right?

Now that we have determined 
that any “quartzite” that has been 
etched is simply a calcium-based 
stone that was sold as quartzite, 
you can proceed with the res-
toration as normal. Diamonds 
followed by your choice of 5X, 
Marble Polishing Compound, or 
XXX Polishing Powder should 
do the trick, in most cases. You 
may have to adjust your proce-
dure some, say like adding a crys-
tallizer, or taking the stone to a 
higher grit level diamond before 
polishing. But hey, these optional Please turn to page 20

“Of all the officers of the Government, those of the 
Department of Justice should be kept most free 
from any suspicion of improper action on partisan 
or factional grounds, so that there shall be grad-
ually a growth, even though a slow growth, in the 
knowledge that the Federal courts and the repre-
sentatives of the Federal Department of Justice in-
sist on meting out even-handed justice to all.”

— Theodore Roosevelt

Left: White marble; Right Quartzite sample. Some white mar-
bles have been misclassified as a quartzite. Be aware that with 
some non-quartzite stones, the only sure way to know is to test 
for confirmation.
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NEW!NEW!

Braxton-Bragg Now Carries

Dekton Large Blades
 Item # Description Great Low Price
 55802  ItalDiamant Dekton Core Bit, 1-3/8” (35mm) $105.95

 55803 ItalDiamant Dekton Blade, 5”, 20mm, 3,000 RPM  $68.95

 55804 ItalDiamant Dekton CNC Core Bit, 1/2 Gas, 1-3/8” (35mm)  $105.95
     1,900 RPM Max, Feed Rate: 1” to 1-1/2” per minute

 55805 ItalDiamant Dekton Finger Bit, 1-3/8” (35mm),   $145.95
     4,100 RPM Max, Feed Rate: 9” to 10” per minute

  55906  ItalDiamant Dekton Blade, 14”, 10mm (H), 50/60mm   $213.95
     1,900-2,500 RPM Max

  55907  ItalDiamant Dekton Blade, 16”, 10mm (H), 50/60mm $259.95
     1,700-2,300 RPM Max

  55909  ItalDiamant Dekton Blade, 18”, 10mm (H), 50/60mm Bushing  $368.95
     1,400-2,000 RPM Max

Dekton 5˝ Blade

Dekton CNC Core Bit

Dekton Core Bit

Dekton Finger Bit

ItalDiamant 
Dekton

ItalDiamant 
Dekton

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

Facebook has changed A 
LOT in the last few years. 
Back in 2008, ’09 and ’10, 

Facebook was the place to be for 
a small business. Likes and com-
ments were flowing like water. 
Your followers could see every-
thing you were doing. They could 
interact with you to their hearts’ 
content. Facebook was the new 
kid on the block back then, being 
founded in 2004. They understood 
that if small business encouraged 
their customers to interact with 
them on Facebook, the amount 
of people using Facebook would 
grow that much faster.

Fast forward to 2018, and it 
doesn’t look like Facebook needs 
small business as much, anymore. 
There are over 2 BILLION active 
Facebook users. Over half of 
these users – 1.3 billion – log on 
every day. Five new profiles are 
created every second. Facebook is 
rolling along just fine. 

So what about small business? 
Those changes Facebook has 
been making impact small busi-
ness. Gone are the days when 
your posts are automatically seen 
by your followers. The newsfeed 
has changed. On average, your 
organic posts are only seen by 
about 17 percent of your follow-
ers. Let’s do the math. If you have 
1,000 followers only 170 people 
will actually see your post. Of 
that 17 percent, only about 10 per-
cent (17 people) will comment or 
share. Not a great showing. You 
started with 1,000 and now you 
are down to 17? Ugh!

These days Facebook wants you 
to BOOST your post. Simply put, 
they want you to pay for reaching 
a bigger audience. The bad news 
is that it costs money. The good 
news is that it doesn’t have to cost 
a lot of money. The better news is 
that for the most part, you are in 
control. 

You can pick your audience. 
You can pick their geographical 
location. Do you want just the city 
you are in, or a radius around your 
city? You decide. 

You can also pick what age 
range you want to market to. 
Right now, I am getting ready to 
boost a post to men and women 
18-65 years old who live within 
a 50-mile radius of my shop. 
That’s just my choice, for now. 
Facebook lets you choose the 

gender, age and geographical lo-
cation. You can include or exclude 
certain people based on keywords 
like food, business or entertain-
ment, for example. 

You can set your total budget 
as well. According to Facebook, 
if I opt for a $50 dollar total bud-
get and run the boosted post for 
seven days, I can reach up to an 
additional 10,000 people. That is 
a lot of people in a local market. 
If I up my budget to $100 for the 
boost campaign, I can reach up to 
19,000 local people. Compared to 
some other forms of advertising, 
that is really not expensive. 

If you really don’t want to give 
Facebook any money (I don’t 
blame you), there are some things 
you can do to get your posts no-
ticed a bit more. Facebook prefers 
content that is singular to them. 
This means no links to external 
places like your website. Images 
get more views than words. If you 
don’t need words to describe your 
image, you will get better results. 

Videos rule right now. Facebook 
is trying to take on YouTube 
with their Facebook Live plat-
form. Live video is the new so-
cial engagement platform, and 
if you have a smartphone, they 
literally cost nothing to make or 
post. According to Facebook, 
“Facebook Live is a fun, power-
ful way to connect with your fol-
lower and create new ones along 
the way.”

What it all comes down to is 
trial and error. If going with word-
less pictures or smartphone videos 
gets you where you want to be, 
then great – keep your advertising 
money in your pocket. If not, then 
try boosting a post or creating an 
ad. It’s easy, and actually a little 
fun. 

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

Changing Times
Sharon Koehler
Artistic Stone Design
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Sing “Auld Lang Syne” 
and Commence Firing!

You know the holidays 
are officially over when 
Janet Hart reaches for a 

gun and starts blasting away at 
her Christmas tree.

On second thought, maybe 
“blasting” is a bit of exaggera-
tion, because Hart’s weapon of 
choice is an air rifle. “Plinking” 
is a more accurate term, from 
both grammatical and ballistic 
standpoints. When you’re a sea-
soned Christmas tree shooter, 
these things matter.

“Shooting of the Christmas 
Tree” has become quite a tradi-
tion around the Hart household—
and I promise on a stack of 
sugarplums I’m not making this 
up. In fact, she sends out fancy 
invitations, one of which I hold 
in my hands as we speak.

“We always do it on New 
Year’s Eve,” Hart informed me. 
“Rain and fog can hold the crowd 
down somewhat, but we put up 
a shelter in the yard so nobody 

gets wet.”
Please understand: This is not 

a casual shot across the bow—or 
bough, as the case may be. This 
is a complete fusillade. It com-
mences around 8:30 p.m. and 
doesn’t conclude until nearly 
midnight, when more than 100 
glass ornaments and numer-
ous strings of lights have been 
shattered. Then everyone re-
pairs back inside to dance, make 
merry, and welcome in the new 
year.

In case the question just popped 
into your mind, the answer is a 
resounding yes; there most cer-
tainly is a reason behind such a 
bizarre celebration. It all hap-
pened like this:

Hart’s mother died in 2000, and 
the first Christmas without her 
was a sad one. The post-Christ-
mas blues are bad enough under 

Sam Venable 
Department of Irony

the best of circumstances, but 
this was a particularly difficult 
time to endure.

Then Hart recalled a tale her 
mom had handed down decades 
earlier.

“It was one of those family sto-
ries everybody talked about,” she 
said. “It happened more than 50 
years ago, even before Mom and 
Dad had kids. My aunt and uncle 
were visiting, and everybody was 
bored. So they actually shot a 
few ornaments off the tree.

“The year after Mom died I 
got to thinking about that. Then 

“How are 
 children supposed 

to learn to  
act like adults, 

when so much of 
what they see on 
television shows 

adults acting 
like children?” 

— Thomas Sowell

Hart took a moment or two for 
both of us to stop laughing. Then 
she quipped, “I don’t know what 
the rest of the people in that store 
must’ve been thinking.”

This being gun-toting East 
Tennessee, they probably were 
exceedingly jealous.

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

the idea hit me. I turned to 
my son Sam and said, 

‘Where’s your BB 
gun?’”

Thus, a tradition 
was born.

Here’s the drill: 
The tree is ceremo-
niously carried into 
the yard. A tarp is 
put down to collect 

the rubble. Then the 
firing begins.
“I always take the first 

shot,” Hart told me. “I look 
up and say, ‘Mom, this 

one’s for you.’ Our guests bring 
their own BB guns, and we shoot 
’til nothing is left.”

Naturally, this calls for fresh 
“targets” on an annual basis. Hart 
always scours the after-Christ-
mas sales to stock up on glass 
balls and lights for the following 
year’s festivities.

“One year right before 
Christmas, my daughter Emily 
and I were in a store, and she saw 
this gorgeous ornament. She hol-
lered out, ‘Oh, Mom, let’s buy it! 
But please don’t shoot it off the 
tree!’”

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Stone Restoration and Maintenance

Continued from page 17

If in fact they do have a quartz-
ite countertop, I would still advise 
the application of the Low Odor 
Impregnator to help with grease 
and oil resistance, maintenance 
with the pH Neutral Cleaner, and 
the use of an acrylic cutting board 
as these are just a matter of good 
practice on any countertop sur-
face. That is my opinion and you 
are welcome to make it yours.

As always, I recommend sub-
mitting a test area to confirm the 
results and the procedure prior 
to starting a stone restoration or 
maintenance project. Also the 
best way to help ensure success 
is by partnering with a good dis-
tributor that knows the business. 
They can help with technical sup-
port, product purchase decisions, 
logistics, and other pertinent proj-
ect information.

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

 

Blue Light 
Special

It is always during a 
passing state of mind 
that we make lasting 

resolutions. 
–Marcel Proust Call 1-800-575-4401 or Order Online www.braxton-bragg.com

• Remote operation clamp and  
 release reduces risk of injury
• 360° rotation by hand-held  
 remote
• Rechargeable battery

Rock Jockey
Rock Jockey Can Reduce 
the Number One Cause 

of Injuries in the 
Stone Industry.

Another fine tool from Stone Pro

MADE IN THE USA

NEW! PATENT PENDING

Stone Pro Trigger for Overhead Crane

MADE IN THE USA

 Item # Description  OUR Price 

 11713 Stone Pro Trigger $2,299.00

The Trigger is a heavy-duty overhead crane attachment, designed to as-
sist and make the material handling process safe for personnel in the slab 
warehouse environment.

It allows you to safely position the clamp over the end of the slab, index 
the clamp at the desired lift point, and press the latch release button on the 
hand-held remote, eliminating potential injuries and liability claims. 

The Trigger has a weight rating of 2200 lbs. Lifting more than one 
slab at a time with this device is NOT recommended.

NEW!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

 Item # Description OUR Price

 11698  Stone Pro Rock Jockey with Abaco Release Clip $4,500.00
  and Weld Tab, 115 Lbs. 

 11697  Stone Pro Rock Jockey with Aardwolf Release Clip $4,500.00
  and Weld Tab, 115 Lbs. 

Authorities say a woman tried 
to sneak more than $1,800 

worth of electronics through a 
Florida Walmart’s self-checkout 
by switching the items’ price tags 
with those from clearance items.

Treasure Coast Newspapers re-
ports that 25-year-old Cheyenne 
Amber West was arrested one 
Monday and charged with fel-
ony grand theft and felony 
shoplifting.

An arrest report says a loss-pre-
vention officer at the Vero Beach 
Walmart told a deputy he saw 
West and another woman select a 

computer, video game control-
lers and other merchandise from 
the electronics department. The 
report says West covered the 
bar codes with stickers removed 
from less expensive items that 
rang up to just $3.70.

West was free on $3,000 
bail. Jail records didn’t list an 
attorney.

Dolomitic marble is a beau-
tiful variety of natural stone, 
but it isn’t quartzite. It will 
etch, and needs sealing and 
care appropriate for marble.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the new Rock Jockey
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EXHIBITS January 30-February 1, 2018
EDUCATION January 29-February 1, 2018

Mandalay Bay Convention Center  I  Las Vegas USA  

register to attend 
www.intlsurfaceevent.com/en/register PROMO CODE EDGE60

SURFACES SPONSORS: STONEXPO/MARMOMAC SPONSORS: TILEEXPO SPONSORS:

Allied Stone Industries I American Monument Assoc. | Canadian Stone Assoc. | 

Elberton Granite Assoc. I Indiana Limestone Institute | National Building Granite 

Quarries Assoc. | NW Granite Mfr. Assoc. I Stone Fabricators Alliance

Certified Floorcovering Installers I 

MIA + BSI I National Wood Flooring Assoc. I NAFCD

Additional Partners:  IIDEXCanada I   

StonEx Canada I Domotex Asia

edge
find your     competitive

AT YOUR FLOORING, STONE, AND TILE INDUSTRY EVENT

TISE18 Ad_SlipRock_10x11_Register_Stone.indd   1 11/2/2017   4:07:08 PMVisit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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IN response to in-
creased demand for 

its products and services, 
Cutting Edge Countertops, 
an Ohio-based countertop 
fabrication company, has 
announced an expansion 
plan that is designed to 
provide additional capacity 
required for its anticipated 
business growth over the 
coming years. 

The new 71,400 square-
foot Varco Pruden pre-en-
gineered metal building 
addition will increase 
Cutting Edge’s exist-
ing 24,000 square-foot 
Perrysburg facility to more 
than 95,000 square-feet, 
quadrupling their opera-
tion space. In addition to 
expanding production, this 
new construction will also 
increase the company’s 
workforce by approxi-
mately 20 percent, to over 
200 employees.

Living up to their name, 
Cutting Edge is invest-
ing nearly $4 million into 
machinery and equipment 
to outfit their newly con-
structed facility, including 
two CMS North America 
custom Brembana cutting 
lines featuring semi-auto-
matic shuttle tables, a 16-ich 
cutting blade and a 5-axis 
waterjet head. The space 
will also house five 4-axis 
CNC router machines, 
material handling systems 
from Bohl Engineered 

Cutting Edge Countertops 
Celebrates Groundbreaking 

for Facility Expansion

Handling Systems and high 
capacity water filtration sys-
tems from Water Treatment 
Solutions.

“This is an exciting time 
for our company,” said 
Brad Burns, Cutting Edge 
Countertops founding part-
ner and head of sales and 
marketing. “We’ve experi-
enced rapid growth in the 
last few years and this ex-
pansion is a necessary part 
of our long-term strategy for 
ensuring that our business 
can continue to prosper and 
create high quality counter-
tops for years to come.”

Rudolph Libbe Inc. is the 
design/build contractor and 
is performing the concrete, 
masonry, carpentry and 
site work. The expansion 
will add a two-story office, 
manufacturing, warehous-
ing, shipping and receiv-
ing areas. This will allow 
Cutting Edge to support 
growth in their existing 

locations across Ohio, 
Michigan and Indiana, as 
well as new markets in 
the future. The project is 
scheduled for completion 
in Spring 2018. 

“Having this project liter-
ally in our back yard is so 
rewarding,” Burns added. 
“Every day our employees 
can see the progress and 
are motivated by what the 
future holds for us. We’re 
also looking forward to 
having the opportunity to 
add new team members in 
the coming months.” 

Founded in 2006 by Brad 
Burns, Brian Burns and 
Jeff Erickson, all veterans 
of small, family-owned 
businesses, Cutting Edge 
Countertops, Inc. fabri-
cates, manufacturers, and 
installs countertops for both 
the residential and com-
mercial markets. For the 
last decade, Cutting Edge 
Countertops has served as 

a leader within the 
stone industry for 
year-over-year rev-
enue increase and 
large-scale busi-
ness logistics. For 
more information 
visit www.cectops.
com. 

Cutting Edge held a groundbreaking event at 
the construction site on November 8. 

The expanded 
facility  will house 
a new Brembana 
cutting line and 
five 4-axis CNC 
routers.

www.tenax4you.com

Since 1956 Tenax has been the world wide leader in 
stone consumable products: adhesives, sealers, epoxy, 
waxes diamond abrasives, calibrators, polishing bricks 

and cutting tools.

Now available online at www.braxton-bragg.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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NO Orange Peel on Quartz! 
The new Viper® 6-Step In-Line System is revolutionary in 
its design and function. In our initial testing on an In-Line 
Machine, we had expected great results, but what we had 
achieved was simply amazing! This new system is unique 
in that it will work on both Vertical and Horizontal In-Line 
Machines. There is no need to buy separate specific tooling 
for a particular machine. Now you can use this one system 
on both platforms.

Traditionally you don’t want to run the in-line machine at a 
fast speed. Doing so may damage the existing tooling in use 
by most fabricators. With this new Viper® In-Line Polishing 
System you can run it fast for the ultimate quality of shine. 
The results will surprise you, to say the least!

Achieve better shine with Viper 
than with any other wheels!

Works with any automated 
straight edge shaping, wet-
polishing, multi-head machine.

The NEW Viper® 6-Step In-Line Polishing 
System works on both Vertical and Hori-
zontal In-Line Machines.

Give Lee Woodson a call 
toll free at 800-575-4401 
to place your order.

•Achieve exceptional shine

•Revolutionary design 
  and function

•Use on both vertical 
 and horizontal 
 in-line machines

•Can run at fast speeds

 Item # Description Our Low Price

  Viper®	6-Step	In-Line	Polishing	System	5˝

 58000 6-Step In-Line Polishing System, Step 1  $76.67 

58001 6-Step In-Line Polishing System, Step 2  $76.67

 58002 6-Step In-Line Polishing System, Step 3 $69.95

 58003 6-Step In-Line Polishing System, Step 4 $76.67

 58004 6-Step In-Line Polishing System, Step 5 $76.67

 58005 6-Step In-Line Polishing System, Step 6 $85.36

  Viper®	6-Step	In-Line	Polishing	System	6˝  

 58006 6-Step In-Line Polishing System, Step 1 $85.36

 58007 6-Step In-Line Polishing System, Step 2  $85.36 

 58008 6-Step In-Line Polishing System, Step 3 $85.36

 58009 6-Step In-Line Polishing System, Step 4 $85.36

 58010 6-Step In-Line Polishing System, Step 5 $85.36

 58011 6-Step In-Line Polishing System, Step 6 $85.36

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

Michels Stone Sells Red Granite Quarry 
Assets to Fond du Lac Stone Inc.

Come See Us
TISE 2018 StonExpo

Booth #3307

Michels Corporation 
entered into an Asset 
Purchase Agreement 

with Fond du Lac Stone, Inc. for 
the sale of substantially all of the 
assets of Michels Stone, a divi-
sion of Michels Corporation. The 
transaction closed on November 
18, 2017. The buyer, Fond du Lac 
Stone, Inc., is an affiliate of Natural 
Stone Veneers International, Inc.

The sale of assets resulted in the 
closing of Michels Stone, a retail 
business involving dimensional 
and landscape stone. Michels, 
through its aggregate division, 
Michels Materials, remains a 
market leader in the Wisconsin 
aggregates industry. Michels also 
continues to own and operate 
Anderson Bros. & Johnson, which 
mines dark red granite from its 
quarries in Wausau, Wis. 

“This transaction was driven 
by our Board of Directors. 
Strategically we believe this 
transaction will allow Michels to 
remain focused on our core con-
struction businesses during a time 
of anticipated growth in the con-
struction industry,” said Patrick 
D. Michels, Michels Corporation 
President and CEO.

Anderson Bros. & Johnson sells 
dark red granite, Wisconsin’s of-
ficial state stone, to architects, 
landscape designers, developers 
and sculptors. Anderson Bros. 
& Johnson also produces silver 
granite, black granite and quartzite 
for multiple uses, including mon-
uments, sculptures, countertops, 
tiles, building stone, armor stone 
and crushed stone. 

Anderson Bros. & Johnson’s 
production facility includes dia-
mond wire saws for cutting custom 
blocks, bricks and slabs. 

About Michels Corporation: 
With a fleet of more than 12,000 
pieces of equipment, Michels 
Corporation is one of the largest 
self-performing contractors in 
North America. Michels’ exper-
tise in infrastructure construction 
includes transportation, power 
delivery, oil and gas, communi-
cations, renewable energy, deep 

foundations, sewer and water, 
heavy civil, railway work and con-
struction materials. Michels offers 
construction, engineering and pro-
curing services to keep pace with 
customers’ growing demands.

Michels mines the only deep red 
granite in North America – one 
of the hardest and most beauti-
ful granites in the world and the 
Official State Stone of Wisconsin. 

“Advice is like snow; 
the softer it falls, 

the longer it dwells 
upon, and the 

deeper it sinks into, 
the mind.”    

— Samuel 
Taylor Coleridge

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Viper In-Line Polishing System
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BEST-SELLING 
BRIDGE SAW BLADE

FEATURING 

ARRAY  
TECHNOLOGY

“The Viper Array Bridge Saw 
Blade takes a bite out of the Termi-
nator Xtreme blade and has at least 
20% more life. It’s also priced a lot 
lower than Terminator.”

– Mike Weldon, 
 Stone Fuzion

20mm Segment and 
Array Diamond Technology

Array Technology means that the 
diamonds used on the Viper ® Array 
blades are evenly spaced to provide the 
same quality from the first cut of the 
blade to the last.

Cutting Speed
The cutting speed of this Viper ® blade is 
equal to any blade on the market. 

Silent Core Blade
Using the best new technology, these 
premium blades cut even the hardest 
stone without causing your saw to draw 
increased amps. 

 Item # Description OUR Low Price 

 9881  Viper® Array	20mm	Segment	Silent	Core	Blade,	14”,	4,500	RPM	 $270.12

 9882  Viper® Array	20mm	Segment	Silent	Core	Blade 16”,	3,800	RPM $296.21

20mm!
Segments

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

Park Industries Californian Event 
at Arizona Tile a Success

Attendees learn about the Park Industries® SABER 
CNC Saw at the California Open House.

Park Industr ies® 

recently held an 
open house at 

Arizona Tile. The full-day 
event allowed attendees 
to observe the SABER 
5-Axis CNC Saw, a variety 
of Arizona Tile slabs, and 
engage in animated discus-
sion on the digital fabrica-
tion process.

The audience for the open 
house ranged from current 
Park customers to new fab-
ricators with growing shops 
looking to gain knowledge 
and direction. Interested 
countertop fabricators from 
across California filtered 
in throughout the day to 
view, discuss, and gain a 
deeper understanding of 
the SABER CNC Saw’s 
capabilities.

A cornerstone for any 
worthwhile event, attendees 
were well fed, with dough-
nuts in the morning, and a 
taco bar during the lunch 
hour. Solid conversations 
were bubbling up over the 
SABER as the attendees 
excitedly asked more about 
the machine features and 
how they could incorporate 
it within their own fabrica-
tion process. The event, in 
its entirety, allowed for di-
alogue to open up and give 
fabricators a real-life exam-
ple of what “going digital” 
entails. Also present were 
Park’s technical trainers, 
who provided hands-on 
demonstrations of alpha-
cam and Slabsmith soft-
ware products.

Attendees were given 
Park apparel and left the 
event with full bellies and 
a better understanding of 
the breadth of Park’s ma-
chinery. Three lucky fabri-
cators, even walked away 
with a $500 gift certificate 
courtesy of Arizona Tile. 
In response to the value 
gained from the event, 
fabricators stated that they 
expanded their knowledge 
of modern stone trends and 
state-of-the-art machin-
ery to take back to their 

shops and make plans for 
improvements.

 Marc Miscione, Director 
of Business Development, 
from Arizona Tile helped 
co-host this event. He com-
ments, “This was our first 
time partnering with Park 
Industries on an event like 
this. While we knew from 
Park’s strong reputation in 
the industry that the event 
would be a success, we 
were very impressed and 
pleased with the response 

to this brand new open 
house! We look forward to 
a strong partnership with 
Park Industries for events 
like this in the future.”

For information, visit 
www.parkindustries.com .

Park Industries is the 
largest manufacturer of 
stoneworking equipment 
in North America with 
headquarters and two man-
ufacturing facilities in St. 
Cloud, Minnesota.

“The public, more often 
than not, will forgive 

mistakes, but it will not 
forgive trying to wriggle 

and weasel out of one.”
– Lewis Grizzard

Shop www.braxton-bragg.com for Viper Array Silent Core Blades Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

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

Item# 11491

Makita®  12 Gallon  
Wet/Dry Shop Vacuum

Makita®  XCV04Z Cordless  
HEPA Filter Dry Vacuum

Makita®  XCV05PT HEPA Filter Dry 
Backpack Vacuum

 Item # Description Our Low Price

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

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

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

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

 Item # Description Price

 11486 Makita® XCV04Z Cordless HEPA Filter Dry Vacuum $738.45  

 Item # Description Price

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

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

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

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

NEW!NEW!

NEW!NEW!

 GUARANTEED

BEST
PRICE!

Makita Vacs and Shrouds
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Setting Stone Veneer is NOT 
the Same as Setting Countertops!

Continued from page 14

Imagine trying to build 
something as simple as a 
picnic table with only a 
black and white illustrated 
book along with several 
sheets of plywood, some 2 
x 4s, a circular saw, drill, 
some lag bolts and wire. In 
the mind, this seems an easy 
task, but truly it’s easier to 
push – not pull – a heavy 
chain across a railroad track 
than to read instructions 
and interpret black and 
white illustrations. 

This lack of qualified me-
chanics and an absence of a 
place to receive qualified, 
hands-on instruction has ac-
tually always been with us, 
but now with a surge in the 
demand for more stone ve-
neer in homes and commer-
cial installations, there’s a 
dangerous risk that some 
companies will perform 
these installations without 
the full knowledge and skill 
required to ensure that the 
installation is safe.

As a dramatic example of 
what can go wrong, about 

a week ago, after being in-
stalled for about 35 years, 
gravity collected the over-
due toll demanded by an in-
sufficiently anchored veneer 
piece, in the form of a spec-
tacular failure. Luckily no 
one was hurt, but there was 
significant property damage 
to the building.

The point here is that 
installing vertical stone 
veneer is a completely dif-
ferent and separate disci-
pline from the installation of 
countertops. Do not attempt 
to install veneer above the 
shoulder level if you are not 
sufficiently knowledgeable 
about the required methods 
to make the installation safe.  

However, it is worthwhile 
to learn this type of work 
because it pays well and 
is a very thinly populated 
domain that’s begging for 
more skilled workers. If you 
decide to step into this area 
of the business, be sure that 
you are thoroughly familiar 
with all of the methods re-
quired to make your instal-
lations secure and safe.

For example, if you think 
that simply using #8 copper 
wire and Laticrete Platinum 
thinset is sufficient to se-
cure a vertical piece, then 
that means that you have 
only read what has been 
posted on the SFA forum. 
You need to understand 
why #8 copper wire, while 
sufficient for installing 
stone, has been replaced by 
stainless steel wire, which 
is thinner and stronger than 
copper wire.

 For lack of room on the 
page this discussion has to 
end for now. If you want 
to learn how to set vertical 
wall veneer, the best thing 
to do is to build a masonry 
and sheetrock wall in your 
shop, and simply follow the 
illustrations shown in the 
MIA installation manual to 
guide you on how to install 
stone on these two different 
types of backup walls.

Remember: practice 
makes perfect, and you 
won’t know if you can do it 
unless you try.

For interior designers, 
architects and their 
fabricators there’s 

never been a better time to 
create a fireplace in natural 
stone.

With more domestic ma-
terial coming online and 
custom options for slab 
thickness and tile size, 
design and stone profes-
sionals are creating truly fo-
cal-point worthy fireplaces 
without having to import 
a European or Chinese 
product.

From Georgia, Virginia 
and the Canadian wild, 
Polycor is pulling blocks 
of white American marble, 
black granites (with veins or 
crystals depending on your 
taste) and velvety smooth 
grey Alberene Soapstone. 

Five Focal Point-Worthy Fireplaces 
in Marble, Granite and Soapstone

Steven Schrenk 
Polycor
Photos by Polycor, with addi-
tional Photo by Phillip Yang, 
Studio Zung 

Please turn to page 31

The raw material is spectac-
ular, but it’s when designers 
and fabricators get a hold of 
it that it goes from a cold 
stone to a warm and invit-
ing hearth.

Traditional, raised bed 
American marble surround

Shop www.braxton-bragg.com for Makita Dust Control products Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8449,6684,10705/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11324/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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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.

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.

Polly Want a Sedative?
A deliveryman in Oregon 

heard a woman’s screams 
for help, and had his wife call 911. 
However, when a deputy showed 
up at the location, it turned out 
the screamer was a parrot, not a 
woman in danger.

The Oregonian/OregonLive 
reported one Tuesday that when 
Clackamas County Sheriff’s 

Deputy Hayden Sanders showed 
up, all he found was Diego the 
Parrot – screaming like a girl, so 
to speak.

The green-and-yellow bird was 
in good health, and no humans 
were involved at the residence. 
However, that begs the question: 
where did Diego learn to imitate 
a scream, and how do the neigh-
bors stand it?

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

Bonstone 
Announces 

New Glacier 
Colors

Stone Inspection & Troubleshooting

Stone Forensics is again offering its 
popular Stone and Tile Troubleshoot-

ing workshop on January 29-February 1, 
2018, in Las Vegas, Nevada, presented by 
Dr. Fredrick M. Hueston. 

Attend Dr. Fred’s workshop and take 
your skills to the next level. “The amount 
of failures, poor installations and 
other issues with stone and tile floor-
ing are on the rise. This seminar is 
perfect for restoration and installa-
tion contractors as well as architects, 
building engineers and maintenance 
staff who have to deal with stone and 
tile installation and restoration,” says 
Dr. Fred.

For more information,For more information,
visit www.stoneforensics.com/training
or call 321-514-6845

Get a full 4 days of training – Class size is limited– register today!

Several years ago, the fab-
rication market began to 

see the increasing popularity 
of light-colored stones such as 
white marbles and quartz. It 
soon became evident that the 
adhesives available at that time 
were inadequate for use with 
these light-colored substrates, 
sometimes leaving a dark line at 
the miter joint.

Bonstone responded by creating 
a revolutionary new glue based on 
a brand-new chemistry, and the re-
sult was the commercialization of 
Touchstone Glacier. It has since 
become the adhesive of choice for 
these light-colored materials.

Touchstone Glacier does what 
no other glues can do:  it has the 
strength of an epoxy, yet is totally 
non-yellowing, even if used out-
doors. Glacier will NOT produce the 
dark line at the joint—no staining or 
bleeding with this product! Add in 
the other advantages of this unique 
chemistry–fast cure, zero-voc, ex-
tremely low odor, excellent clarity 
and ease of tinting–  and it’s popu-
larity becomes obvious.

Touchstone Glacier was initially 
offered only as a “Clear” color;  
shortly thereafter, Bonstone also 
added a “White” color.  Now, we 
are happy to announce the imme-
diate availability of 3 additional 
colors:  “Cream”, “Bright White”, 
and “Gray.” All of these colors are 
translucent, not opaque—what this 
means for you is that your joint 
will blend in with the surrounding 
stone and be nearly invisible. Now 
you can use Glacier with even more 
fabrications and installations, assur-
ing a high-quality, aesthetic joint 
with outstanding durability and 
longevity. 

For more information on the 
new Bonstone Glacier colors, 
visit www.bonstone.com .

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Talon 4-Step pads

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/
http://www.bonstone.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Fax 800-915-5501 

Braxton-Bragg Slashes CNC Prices—AGAIN!
All in stock with IMMEDIATE Delivery!

Braxton-Bragg offers superb quality 
CNC Tooling in the most popular profiles!

Viper® CNC Tooling is the only CNC tooling system featuring a 6mm layer of diamonds on each 
profile wheel, including the polishing steps, ensuring the longest tool life in the industry.

The Viper® CNC Tooling system features seven steps - 5 metal and 2 ceramic polishing steps. 
This allows you to complete the job faster than any other CNC system in the stone industry. All 
of our CNC tooling is accompanied by data sheets with complete set-up information including 
pre-calibrated setting parameters, detailed operating information, and maintenance instructions.

All tools are carefully balanced and inspected by strict quality control standards. All of our CNC 
profiles are produced with a standard 35mm bore.

NOTE: For individual position pricing, call 800-575-4401 or visit www.Braxton-Bragg.com/
ViperCNC

SAME GREAT 

PRODUCT! 

 NEW LOW PRICE! 

 WHAT’S NOT 

 TO LIKE?

Call Daryl Sims at 
 877-493-0394 

 if you are ready to improve 
your CNC tooling performance.

WHY PAY
OUTRAGEOUS
PRICES?

•Pos. 1 – Segmented •Pos. 2-4 Sintered •Pos. 5 – Metal pre-polish •Pos. 6-7 Long life ceramic polish

 CNC Tool Shape  

 A-30 R15   $4,105.00 $1,849.95      $1,064.84

 A-30 R5   $3,750.00 $2,017.95   $968.01

 B-30 R30   $4,509.00 $2,311.95      $1,626.00

 E-30   $3,864.00 $2,099.95      $1,109.54

 FG-30   $5,490.00 $3,348.95      $1,810.00

 FZ-30   $4,452.00 $2,555.95      $1,315.65

 T-20 R3    $2,784.00 $1,617.95      $1,530.00

 T-30 R3   $3,024.00 $2,008.95      $1,854.17

 T-30 R6   $3,776.00 $2,008.95      $1,864.00

 V-30 R15    $4,567.00 $2,515.95      $1,882.00

 Z-30   $3,795.00 $2,071.95      $1,098.32

Complete 
Set

Complete 
Set

Complete 
Set

Radius

Demi 
Bullnose

Bevel

Radius

Ogee 
Bullnose

Ogee 
Straight

Double 
Eased

Double 
Eased

Double 
Eased

Full 
Bullnose

Straight

Compare 

at...
Was...

Now...

Manufactured By

How do we achieve improved 
performance for that employee 
and sanity for ourselves at the 
same time?

First, we must be PATIENT.  
Out of the gate, we must be 
prepared to adjust our expec-
tations (and the fact that they 
are more than likely unrealis-
tic). … It’s really important to 
remember that people learn at 
different speeds, absorb infor-
mation in different ways, and 
most importantly genuinely 
seek to perform to their superi-
or’s expectations.  

We must be patient enough to 
let them get there!

Second, we must teach with 
PERSISTENT REPETITION.  
President Ronald Reagan was 
a master communicator, and 
he understood the necessity of 
repeating a message over and 
over and over again.  His aides 
would groan at the prospect 
of hearing the “same speech” 
yet again and begged him to 
freshen it up, or better yet, 
change it! He refused to alter 
his message and he convinced 
a country and its Congress to 
accept his agenda.  

We must be equally per-
sistent in repeating our instruc-
tions.  We must be willing yet 
again to repeat, reinforce, and 
remind our staff of what, how, 
and when the work must be 
done!

Third, we must measure per-
formance with the PROPER 
PERSPECTIVE. Flawless ex-
ecution can’t be the standard 
by which we measure perfor-
mance because we will be per-
petually disappointed and the 
employee is set up for perma-
nent discouragement.  Yet we 
must find a way to determine 
how our persistence is paying 
off.  Instead of perfection, we 
need to measure improvement, 
as in “fewer” mistakes, “more” 
output, “higher” close ration, or 
“better” quality.

Repeatedly repeating your-
self in the interest of turning 
your instructions into improved 
production can at times feel like 
a six hour spinning class on a 
stationary bike…utter exhaus-
tion without the satisfaction of 

Telling is Not Training
Continued from page 9 going anywhere.

But do not give up. If you 
are repeating yourself, even 
repeatedly, you are ripping 
up the trail and teaching your 
staff. You are farther ahead 
than you realize, so don’t stop 

pedaling!
Aaron Crowley is a stone 

shop owner, innovator and 
inventor, author, speaker, and 
consultant to mid-size stone 
companies. Contact him at 
aaron@crowleysgranite.com .

“Nothing can stop the man with 
the right mental attitude from 
achieving his goal; nothing on 
earth can help the man with the 
wrong mental attitude.”  
– Thomas Jefferson

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper CNC Profile Wheels

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,10544/
http://www.Braxton-Bragg.com/ViperCNC
http://www.Braxton-Bragg.com/ViperCNC
mailto:aaron%40crowleysgranite.com?subject=Slippery%20Rock
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,10544/
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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-
8254, (Attn: Rhonda Griffin).

2018 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

February 2018 Wednesday, December 27, 2017

March 2018 Wednesday, January 24, 2018

April 2018 Wednesday, February 21, 2018

Help Wanted

LOOKING FOR QUALITY 
PEOPLE! Shop Foreman/Templators 
+. Must be experienced and precise at
templating, making repairs in the 
field and know installation, and have 
an understanding of the granite and 
quartz business. This is a $50,000 to 
$100,000 +++ position for the right 
person. Relocation help possible. We
are also looking for bridge saw oper-
ators/sawyers, fabricators and coun-
tertop installers. We are also looking 
for cabinet designers who know 20/20 
software, and cabinet installers. Please 
fax your resume to 480-844-5151 or 
e-mail it to info@countertoprock.com 
or visit www.countertoprock.com.

_____________ 

DIGITAL TEMPLATER FOR 
COUNTERTOP DIVISION 
Experienced digital templater needed 
for our countertop division in beau-
tiful Naples, Florida. Great opportu-
nity in growing company with salary, 
benefits and bonus plan for qualified 
candidates. Contact Marc via email 
marc@naplesstoneworks.com or 
phone 239-280-7393 for details. 

_____________

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 relationships 
with their customer base. This is why 
we offer the Supreme Surface Stone 
Care Program for stone fabricators 
who 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 participant in 
this program and we will print custom 
postcards and brochures for you to 
hand out to clients and prospective 
customers interested in your counter-

The information contained in our Classi-
fieds section is provided by third parties 
and not an endorsement of particular 
products, companies or employers. The 
SRG

®
 encourages all interviewing em-

ployers to carefully conduct prescreening 
of all prospective employees, and purchas-
ers of used equipment are encouraged to 
use caution and common sense.

Readers Please Note:

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

DEAL$ & STEAL$!
Once They’re Gone — They’re Gone!

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

 • Demo Stone Pro Rock Jockey, slight use, $3,300 • #5580099 Demo 
Stone Pro Seam Machine, like new, regularly $769.90, NOW $595 • 

Demo Raimondi Gladiator 130 Tile Saw, 68˝x 27˝ x 31˝, uses 10˝ blade, 
$1,732 • #274299 Demo Stone Pro SR2 7ft. Rails with Suction Pads, 

$399 ea. • #1013699 Demo Blue Ripper Miter Master, $999  
• #378499 Demo Stone Pro Hydraulic Beaver, $2,880 • Talon Chev-
ron Resin Drums, 3˝ x 2˝, 120-3,000 grit, $39 ea. while supplies last!

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

TOUGH TOOLS

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

TOUGH TOOLS

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

METAL, GRANITE & MARBLE

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

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

METAL TIP

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

FOR USE 
IN ALL 
FABRICATION

• 352 TON SPLITTING FORCE

• MP 3RB MANIPULATOR  

• 51.18” BLADE LENGTH 

• 23.62” SPLITTING HEIGHT

• 19.38” PER SECOND DESCENT  

• 18.06” PER SECOND RETRACT

• HYDRAULIC FLUID HEATING ELEMENTS

• 22 KW VARIABLE DISPLACEMENT PUMP

• BTS 3X1 INBOUND AND OUTBOUND CONVEYORS 

MENHIR 320  
1300 X 600 

www.ApexEquipmentInternational.com

 ApexEquipIntl@Aol.com 
(518) 499-0602

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

NED SHAW MACHINERY
SASSO MACHINE PARTS/SERVICE

15 Shady Lane
Deer Park, IL 

60010

ned@nedshawmachinery.com

847-980-7629
Formerly	USG	
Machinery

“We buy used Flying Flats”

top 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 so your cus-
tomers may contact you directly. You 
will also receive a unique discount code 
linked to your Braxton-Bragg account, 
so that we can track your customers, so 
you can receive a rebate from us when 
someone purchases Supreme Surface 
Products. Contact a BB salesmen at 
800-575-4401 for more information.

Visit www.slipperyrockgazette.net for our online Classified pageShop www.braxton-bragg.com for Stone & Tile industry products

http://www.countertoprock.com
http://www.slipperyrockgazette.net/index.cfm/m/3/fuseaction/listing.allListings
http://www.slipperyrockgazette.net/index.cfm/m/3/fuseaction/listing.allListings
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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The Slippery Rock Marketplace

Quality material handling equipment

ALL NEW
EDGE SEAMER

learn more  
www.omnicubed.com

TISE West– Booth # 3165   
Wilson Industrial Electric 

Inc. www.wilsonsaws.com 

Your #1 Source for Stone 
Adhesives & Epoxies

www.bonstone.com

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!

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!

Abaco Machines USA
The Backbone of the Stone and Glass Industries

Manufacturer and Distributor 
of Stone and Glass Material 
Handling Equipment 
WWW.ABACOMACHINES.COM

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

Saws ● Tumblers ● Splitters ● Conveyors

ENDURANCE
engineering&manufacturing

MADE
IN THE

USA

www.eemllc.com 920-933-3318

MIA+BSI Announces 
Results of Merger Vote

The memberships of the Marble Institute of 
America and the Building Stone Institute have 
voted 565 to 25 to authorize a merger of the 

two associations. Effective January 1, 2018, the com-
bined association will be known as the Natural Stone 
Institute. 

In 2018, David Carnevale (Carnevale & Lohr) will 
serve as the first president of the merged organization. 
Greg Osterhout (Northern Stone Supply) will serve 
as vice president, Robert Zavagno (Cleveland Marble 
Mosaic Co); will serve as secretary, and Kathy Spanier 
(Coldspring) will serve as treasurer. 

Carnevale commented: “I look forward to serving as 
first president of the Natural Stone Institute. I want to 
thank the many current and past industry leaders from 
BSI and MIA who had the foresight to see what was 
possible with a merger. The Natural Stone Institute is 
well positioned to further advance the combined as-
sociation’s role as a technical and educational leader. 
We will continue to offer a wide array of opportuni-
ties for networking with both industry and design 
professionals.” 

The membership of the combined association will ex-
ceed 2,000 members. In 2018, leadership will focus on 
technical and education initiatives intended to further 
advance the use of natural stone. A new logo will be 
revealed in the coming weeks, with an official debut 
slated for TISE 2018 in January.

Keep your crew WARM 
and Working this winter!

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

Stone Sleeve™ 
Fabricator’s Sleeve

Get the ORIGINAL 

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

Is your crew 
ALL WET?

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Bulletproof Apron and Stone Sleeves

http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10111,8766,6779/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6779/
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The Fabricator’s Choice 
for More Than a Decade!

“Excellent quality 

and excellent price.”

– Kathi Upchurch, 

 Castech, Inc.

“Great quality 
for the price.”
– Hershel Margaretten, 
 Imperial Marble

“Absolutely the best for the money!” 
– Frank Earls, 
 Trinity Custom Stone

My boss called me into his office and asked, “Bill, why is the Viper our 
best-selling turbo blade year after year?” Thinking quickly, I said, “Sir, I 
don’t know but I’ll find out!” After a little checking I realized that not only 
has the Viper® Professional Turbo been our best-selling 
blade for over a decade—the race isn’t even close. 
Braxton-Bragg has the largest selection of turbo blades 
in the industry but the Viper® always wins. Since sales 
popularity is determined by our customers, I called 
several shops and asked them. The overwhelming 
response was that the Viper® was the best value for the 
money. 

Excited, I called the boss and shared this news with 
him. He responded with, “Bill, value for money is 
a good overall evaluation, but it doesn’t tell me the 
details. I want to know why!” 

Now, I have been in the stone industry for over 10 
years, but listening to our customers, I began to learn 
some new things about blades.

Consistent
I was told that Viper® was consistent, but this confused me because the 

manufacturer is continuously improving the product and upgrading the 
manufacturing process. Delving deeper I learned that frequently customers 
try cheap blades from China in an attempt to save money. Most customers 
have reported that sometimes the blades work, other times they don’t, and 

when they don’t—you can ruin the stone and damage your saw. Consistency 
to them means that the blade always does the job and you never have to 
worry about it ruining your job, reputation or equipment. 

Chip Free
Smooth, chip free cutting was mentioned by several 

customers. They stated that blade hop, scratching and 
the extra work of repair are not an issue with Viper® 
Turbo blades. I also learned that frequently, cheap 
blades veer off course and flex too much. Checking 
with a blade manufacturer, I was told that this was 
usually caused by an inferior core. The lesson seems to 
be that saving money on a poor quality blade doesn’t 
make sense if you lose time or have to repair the stone. 

Durable
“Consistently durable” was also a frequent response. 
Some blades are fast, some are durable; the Viper® is 
consistently both fast and durable. Long life translates to 
value. Inconsistent life has been frequently mentioned as 
a problem with other, inexpensively-priced turbo blades. 

Price
Viper® is not our least expensive turbo blade, nor is it our most expensive 

blade. It is our best-selling blade. What seems clear is that many of our customers 
believe that it is the best combination of quality and durability available today. 

 Item # Description Our Low Price 

 1020 Viper® Turbo Granite Dry Blade, 4˝ x 5/8˝, Quad Holes, 15,000 RPM $18.64

 1022 Viper® Turbo Granite Dry Blade, 4-1/2˝ x 5/8˝, Quad Holes, 13,300 RPM $19.51

 1023 Viper® Turbo Granite Dry Blade, 5˝ x 5/8˝, Quad Holes,12,000 RPM $20.97

 17453 Viper® Turbo Granite Dry Blade, 6˝ x 5/8˝, Quad Holes, 10,000 RPM $24.95

 1024 Viper® Turbo Granite Dry Blade, 7˝ x 5/8˝ KO, 8,500 RPM $34.95

 41349 Viper® Turbo Granite Dry Blade, 8˝ x 5/8˝ KO, 7,500 RPM $44.95 

 41350 Viper® Turbo Granite Dry Blade, 10˝ x 5/8˝, 6,000 RPM $89.95

 41351 Viper® Turbo Granite Dry Blade, 12˝ x 5/8˝, 6,200 RPM $119.95

Viper® Turbo Granite Dry Blade

Give Lee Woodson a call 
toll free 800-575-4401 to 
place your order today!

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

Come See Us
TISE 2018 StonExpo

Booth #3307

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Turbo Blades
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using marble as the full sur-
round and sometimes not 
using any wood trim. Here 
she topped it with a warm 
oak beam to match the rest 
of the woodwork in the 
house. Wagner specified 
a raised fireplace because 
she likes to see the fire from 
the bed. She worked with 
fabricator Fred Paulk of 

In this article I’ll present 
our latest favorite fireplaces 
made with natural stone 
quarried right here in North 
America. See which one 
suits your style.

 
Transitional

When designer Brooke 
Wagner  unveiled her new 
home on a recent house tour 
she hoped that the crowds 
would pick up the mellow, 
soothing vibe she wove 
throughout the interiors. She 
just didn’t expect there’d be 
so much touching.  “There 
were 1,500 people walking 
through the house and the 
docents told me, ‘Every 
single person touched that 
marble and everybody asked 
about it.”

No doubt what drew the 
visitors to touch this nat-
ural stone fireplace were 
the strong grey veins of the 
Pearl Grey American mar-
ble that continued from the 

Please turn to page 36

Five Focal Point-Worthy Fireplaces 
in Marble, Granite and Soapstone
Continued from page 25

appearance, almost as if 
it was carved from a solid 
block.

Traditional
When designer Sarah 

Gibson of Room for 
Tuesday moved from Ohio 
to Utah she was anxious 
to put her personal touch 
on her new living room. “I 
knew I wanted marble but 
not your typical European 
Carrara. Don’t get me 
wrong… I love the way it 
looks, so smooth, soft, and 
subtle- but it’s everywhere. 
I wanted a slab that would 
stand out/make a statement, 
show beautiful veining, 
and most importantly - I 
wanted to source materials 
in the space locally. Made 
(or quarried) right here in 
America.”

She had her aha moment 
on a visit to Polycor’s 
Georgia quarry when she 
walked among the quarry’s 
towering walls of American 
marble. It was the deep dra-
matic veining of Solar Grey 
American marble that stole 
her heart, showcased here in 
the thick edge profile fabri-
cated by Ellis Stone.

The dense and durable 
marble hearth will serve her 
and her husband (and their 
pups above) well this win-
ter when they light up those 
Aspen logs.

 
Avant Garde

With lofty ceilings and a 
wide open space designer 
Tommy Zung could easily 
have sheathed the fireplace 
of this new Amagansett, 
New York, home in full 
slabs of marble. Instead he 
went for “emotive experi-
ence” and achieved it with 
custom cut tiles.

“I might have slabbed it if 
it was in a commercial envi-
ronment. This space called 
for a little more warmth be-
cause it is a very large piece. 
The coursing has drawn the 
calmness to it.”

Zung worked with Polycor 
to create custom tiles 2-¼ 
inches by 2 feet at 3/8 inch 
thickness from Pearl Grey 
marble. He staggered var-
ious lengths of tile over a 
surface that wasn’t com-
pletely vertical for an ever 
so slight variation of depth 
over the surface. Zung said 
the tile design highlights 
“the sensorial aspect of the 
energy of the stone.” 

Transitional-style fireplace showcases Pearl Grey Marble

Traditional raised-hearth fireplace in Solar Grey Marble

Traditional raised-hearth fireplace in Solar Grey Marble

Custom cut tiles of Pearl Grey marble are laid in 
horizontal courses to achieve an avant garde style.

The unique application is 
a striking contrast to the se-
rene, minimally appointed 
living space, as well as 
a departure from typical 
modern design. “You can 
go on Pinterest and see the 
horizontal tile on vertical 
style and see that it feels 
very straight and cold and a 
lack of personality,” Zung 
said. “Every project asks 
for a different design in it’s 
more implicit form and not 
one solution for every de-
sign or application.”

As an alternative to fire-
brick, the flush hearth and 
tile inside the firebox are 
Alberene soapstone, a fa-
vorite of Zung not just for 
it’s look, but it’s ability 
to withstand direct heat. 
Soapstone also conducts 
and retains heat, which 
means sitting by this hearth 

will be extra cozy when 
those Long Island Sound 
winds are howling in 
February.

Modern
Like a black leather jacket 

slung over a cocktail dress, 
this Saint Henry Black 
granite fireplace has a re-
laxed cool with a sophisti-
cated edge. The extra wide 
granite partial feature wall 
that occupies almost the 
full length of this Quebec 
living room was fabricated 
with 1 cm ultra thin slabs of 
the granite. No trim or deco-
ration was needed thanks to 
the stone’s mineral structure 
that features opalescent me-
ga-crystals which provide a 
subtle tone-on-tone pattern 
when the surface is honed.flush mount hearth up and 

across the face of the fire-
place. But what kept them 
caressing the surface was 
the antiqued finish.

“You can’t help but touch 
it,” she said. “You can see 
the texture of the antiqu-
ing. I love the veining of 
that marble, it’s a dramatic 
contrast of the charcoal and 
white. We kept the whole 
room pretty neutral so that 
the marble surround really 
stands out.”

Wagner said that lately 
her firm has been doing 
more transitional fireplaces 

American Marble and Tile 
who templated the stone to 
make sure Wagner got the 
exact look she wanted with 
the vein orientation in the 
full slab.

To create added depth to 
the flat slab of the fireplace 
wall, Paulk milled down 
the marble around the cut-
out for a thinner reveal and 
added a second layer of 
picture-framed stone to the 
interior that miters back 
into the firebox so no edge 
grain is visible. Nothing 
but continuous vein pat-
tern for a more monolithic 

Come See Us
TISE 2018 StonExpo

Booth #3307
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Call 1-800-575-4401 or Order Online 
www.braxton-bragg.com

 Item # Description   PROMO Price 

  11477 Makita®	18	Volt	LXT	Lithium	Ion	Sub	Compact	  $239.00 
  Brushless	Cordless	2	Piece	Combo	Kit

Limited Supply! Hurry–Special Offer Ends January 31, 2018

Makita 18 Volt LXT

Best Products, Lowest Prices, 
Better Service

Sub Compact Cordless 

Combo Kit
Buy

Get 
FREE

A

$ 95 37

VALUE

The Combo Kit includes two18 volt batteries, an ultra-compact, 2-speed, 
brushless driver-drill with two speed settings that weighs only 2.8 lbs., and 

a variable speed brushless impact driver 
with two speed settings that weighs only 2.6 lbs.

An EXTRA 
Makita 18 Volt 

Compact Lithium 
Ion Battery

A chorus of conversa-
tion began as attendees 
entered the fabrication 
shop and carried into the 
afternoon portion of the 
Digital Stoneworking 
Expo. Attendees were ex-
citedly asking to learn more 
about the digital fabrication 
process and, after view-
ing the procedure at Atlas 
Marble & Granite, differ-
ent techniques. Networking 
amongst the fabricators, 
shop owners, and Park 
Industries employees 
sparked learning and ig-
nited the conversation on 

Digital Stoneworking Expo

Park Indus t r i es 
r e c e n t l y  h e l d 
i t s  D i g i t a l 

Stoneworking Expo in 
Springfield, New Jersey. 
About 100 stone fabrica-
tors and professionals from 
around the country flocked 
to the DSE for education on 
how to increase efficiency, 
reduce costs, and maximize 
profitability. This event 
was packed with fabricator 
presentations that include 
metrics, a shop tour, and 
animated discussion on the 
digital fabrication process.

The shop tour at Atlas 
Marble & Granite gave at-
tendees the chance to watch 
Park machines working on 
stone slabs in a relatable 
environment. When weav-
ing through the machinery 
as it sliced and severed 
stone, many attendees were 
inspired to start snapping 
photos and videos with 
their phones. The voices of 

Greater Education in Greater New York

for discussion to open up 
reflecting on the attendees’ 
shops and defining the met-
rics within their organiza-
tions. Fabricators are asked 
to evaluate their shops’ 
performance. The analysis 
helps develop suggestions 
on how to improve their 
process efficiency and bot-
tom-line profitability.

Park invites industry 
experts and thought lead-
ers to the event, like this 
November’s speakers 
Dave Scott (Slabworks 
of Montana), Liz Roth 
(Keystone Granite), and 
Blake Wamstad (Hatton 
Granite) to discuss how dig-
ital technology has trans-
formed their processing of 
countertops. Fabricators 
attending the event hear 
first-hand how the advance-
ments in technology impact 
their bottom line. In addi-
tion, Park Industries shares 
insight into what the digital 
future holds in the man-
ufacturing industry. Park 
provides hands-on demon-
strations with the following 
partners:

Moraware
Laser Products
Alphacam
SlabSmith

enthusiastic conversation 
rose above the sound of the 
saws carving through rock-
hard stone, as questions 
were sparked on machine 
features, productivity, and 
new business ideas.

strengthening their compet-
itive edge. 

The event reveals how to 
strengthen your competi-
tive edge. The shop tours 
and presentation work as an 
introduction, and it allows Please turn to page 38

The Shop tour at Atlas included a Park Fusion demo.

Left: Marco 
Duran about to 
take DSE attend-
ees through his 
stone shop: Atlas 
Marble & Granite 
in Springfield, NJ.

Below: Duran, 
shares his dig-
ital fabrication 
process with 
attendees.

Shop www.braxton-bragg.com for the Makita Combo Kit Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

 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.

A true, state-of-the-art engineered and manufactured 
labor-reducing pad is finally available for Granite, 

Marble and Quartz Polishing.

MUST-SEE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Just Sayin’

A South Carolina mayor 
quoted rapper Jay-Z on 

Twitter after he was found 
not guilty of driving under 
the influence.

“In the words of Jay Z, 
‘not guilty, y’all got to feel 
me,’” Greenwood Mayor 
Wellborn Adams tweeted 
after the jury found him not 
guilty after deliberating for 
five minutes.

Adams was arrested at a 
checkpoint just yards from 
his home in September 
2015 after his wife’s 40th 
birthday.

State trooper Derek 
Johnson tried to present as 
evidence a breath test that 
showed Adams’ blood-al-
cohol level was 0.09 per-
cent — over the legal limit 
of 0.08 percent where juries 
may presume a driver is 
legally drunk, The Index-
Journal of Greenwood 
reported.

But a judge agreed with 
an argument from Adams’ 
lawyer Billy Nicholson III 
that the trooper did not give 
Adams enough time to fully 
read the form consenting to 
the test.

Nicholson told the jury 
Adams failed sobriety tests 
such as standing on one leg 
because he tore his Achilles 
tendon three years ago.

The defense lawyer called 
Adams’ wife to the stand, 
who said he trips regularly 
while jogging.

“I don’t want to make fun 
of him,” Ericka Adams said, 
laughing. “He’s a genius, 
but he is clumsy.”

Johnson told jurors in his 
closing remarks that he had 
no idea who Adams was and 
was applying the law fairly.

But Nicholson said 
Johnson’s suspicions 
weren’t enough evidence to 
find Adams was guilty be-
yond a reasonable doubt.

“What he has in the way 
of evidence is just to create 
some kind of suspicion,” 
Nicholson said. “I don’t 
fault this trooper for any-
thing he did that night.”

Come See Us
TISE 2018 • Booth #3307
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That’s a Gneiss Stone 
You’ve Got There!

Karin Kirk 
usenaturalstone.com
Diagram © Karin KirkAbout a month into my 

college career, my 
parents visited for a hike 

in the New England woods. I had 
recently settled on becoming a 
geology major, which was an out-
landish choice in contrast to the 
long line of engineering majors 
in the family. My dad pointed to 
the nearest boulder along the trail. 
“What’s that?” he quizzed. 

The boulder was a swirled blend 
of white, pink, and sparkly grey. 
“That’s gneiss.” I replied, trying 
to sound well-informed.

“Nice? It’s nice?” dad queried 
with a rising pitch in his voice. 
“We’re paying to send you to col-
lege and all you have to say is that 
it’s a nice rock?”

My dad’s a pretty imposing 
figure at times, and takes great 
pleasure in wry teasing of his off-
spring. Thankfully, he was kid-
ding. “It’s gneiss with a G, dad,” 
I explained. “It’s a metamorphic 
rock, it has these distinct bands of 
colors.”

“Ohhhhh, okay,” dad relented. 
“But it is actually nice too. I like 
it.”

“Me too. I like all rocks. That’s 
why I’m going to be a geology 
major.”

Don’t Take Gneiss for 
Granite

Gneiss is among the most com-
mon commercial stones, but you 
may not have heard of gneiss be-
cause it’s almost always classified 
as granite. Geologically speaking, 
granite and gneiss are similar, so 
lumping them together is a rea-
sonable thing to do.

In simplified terms, you can 
think of gneiss as a metamorphic 
version of granite. Both gneiss 
and granite are made of feld-
spars, quartz, mica, and smaller 
amounts of dark colored minerals 
like hornblende. Both have tightly 
interlocking minerals, so they are 
minimally porous. On paper, they 
have similar properties and can be 
used in the same ways.

The difference between gran-
ite and gneiss is in their overall 
texture and movement. Granite is 
evenly speckled. It formed from 
liquid magma that cooled and 
crystallized. Granite is like rocky 
road ice cream – a solidified 

conglomeration of different 
ingredients. 

Gneiss, arguably, is more vi-
sually interesting. It’s character-
ized by stripes, linear bands, or 
flowy rivers of color. This pat-
tern is called foliation and it’s a 
result of the rock being squeezed 
and heated. Gneiss is like rib-
bon candy – it’s been folded and 
swirled while hot, and then left 
to harden. The stone captures 

the expressiveness and move-
ment that come from its dynamic 
origins.

The striped, wavy look of gneiss 
comes from extreme amounts of 
compression. The random ori-
entation of minerals you see in 
granite is an inefficient use of 
space, sort of like the ragtag pile 
of magazines you left next to the 
couch. Those magazines take up 
less space if you stack them all 
the same way, right? This princi-
ple applies to minerals too. They 
align themselves in the same 

A vein cut slab of Smokey Mountain gneiss shows a subtle ribbon pattern.

Please turn to page 36

Black Forest gneiss   Photo courtesy of MS International, Inc.
or gently flowing stripes, like 
Agatha Black or Viscount White. 
If the compression involves fold-
ing or twisting, as it often does in 
geologic crumple zones, then you 
get a stone with wavy or ribbon-
like texture. Amadeus and Black 
Forest are examples of gneisses 
with dynamic textures.

Just like you and me, gneiss 
comes from its parents

All metamorphic rocks have a 
‘parent rock,’ which is a rather 
sweet way of describing what the 
stone was before it encountered 
the heat and pressure that trans-
formed it into a metamorphic 
rock. The parent rock of gneiss 
can be granite, but it can also 
be shale or an impure sandstone 

(meaning it contains more than 
just pure quartz sand). 

Previous articles have described 
the continuum of metamorphism 
as a stone is exposed to increas-
ingly torturous heating and com-
pression. Shale becomes slate, 
then phyllite, then schist, then 
gneiss. Each of these steps is grad-
ual, as the stone slowly changes 
in response to the conditions it 
experiences. 

Regardless of its geologic par-
ent rock, gneiss is near the end of 
the metamorphic road. Heat it fur-
ther and it begins to melt. When 
it starts to melt, it doesn’t do so 
at once. The mineral quartz will 
melt first. Another delicious food 
analogy applies here. The begin-
ning of the melting process is just 
like a chocolate chip cookie left in 
a warm car. The chocolate chips 
will melt long before the rest of 
the cookie does. In gneiss, you can 
often see fluid-looking pockets of 
quartz that were melted while the 
rest of the rock remained solid. A 
gneiss that was partway melted is 
called migmatite, which means 
‘mixed rock.’ Part metamorphic, 
part igneous. Examples of migma-
tite are Titanium, Cosmic Black, 
or Tropical Black.

The Geologic Basement 
Gneiss is one of the most com-

mon rocks on Earth’s surface. It 
forms the ‘basement rocks’ that 
are below most land masses. These 
basement rocks are over a billion 
years old and, just like the base-
ment of your house, they are the 
foundation for the layers above. 
Newer stones pile up on top of the 
basement. But sometimes those 
newer layers get scraped away 
by erosion, and the older layers 
get heaved upward by mountain 
building. Behold, the basement 
sticks out at the surface!

direction when they get buried a 
few miles deep and pressed be-
tween colliding continents. If the 
pressure on the stone is evenly 
distributed, you get straight 

© Image Karin Kirk for MIA+BSI
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Robo SawJet

855-847-7330 BACASYSTEMS.COM

Ed Wright, owner of INcounters, a fabrication shop in Abilene, Texas, knew 
that in order to create the perfect projects for his clients and continue 
to grow his business, he needed innovative fabrication technology with 
cutting edge equipment and techniques. After evaluating countless 
products from other manufacturers, Wright decided to go with the BACA 
Systems Robo SawJet and has experienced instant results within only a 
few weeks.

To get a better idea on the Robo 
SawJet’s uses, his son, Jordan Wright, 
attended a week of training at the 
BACA facilities in Detroit where he 
learned the endless possibilities of 
the technology. In late September, 
BACA sent their experienced 
installation crew to assemble the 
saw in Abilene. The following week, 
an on-site training session was o� ered where all shop employees where 
introduced to the new machinery and shown its many functions. “One 
of the bene� ts of the saw system is that it works much faster than the 
programmable saw we used before, cutting the time to process slabs,” 
noted Ed Wright. “The yield of the material is also much greater due to the 
tight nesting the Robo SawJet is able to achieve,” he added.

Ed Wright was completely impressed with not only BACA Systems 
training and technology, but also their customer service. “ Thank you to 
BACA Systems for their top-notch customer service. Even when we 
encountered a minor saw issue, BACA’s after hours responder service 
was able to remotely access our system and resolve it in no time. Hats 
o�  to them for such a smooth installation and great training,” he stated.

  The yield of
the material is

much greater ...it 
works much faster 

than any saw we
used before.  

BIGGER & BETTER IN TEXAS

BACA
S Y S T E M S

•Proven reliability

•Superior accuracy

•Fastest processing speeds

•User-friendly software

•Lowest cost of ownership

•Legendary customer service

FABRICATOR SCORES

BIG
WITH BACA SYSTEMS

“
INcounters | Abilene, TX
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Gneiss Rock!

I like how gneiss offers a 
glimpse of what went on in the 
depths of Earth’s crust; the flow-
ing swirls of color reveal how the 
whole rock was once fluid and 
bendable. 

Gneiss Aesthetics
One of the fun things about 

natural stone is the huge range 
of aesthetics that are expressed 
in stone. Gneiss is no exception; 
it comes in many variations, and 
can appeal to many different 
styles and tastes. While all gneiss 
is striped or banded, the bands 
can be straight, gently wavy, or 
chaotic. The colors can be mostly 
dark, or mostly light. The stone 
can be black and white, or black 
and pink, or black and gold, or 
nearly any combination thereof. 
Interesting minerals like gar-
nets (dark pink, round specks) or 
kyanite (blue, elongated crystals) 
can liven up the usual combo of 
minerals. 

Note that a stone of a given 
name can have different patterns 
depending on which direction it’s 
cut and which part of the quarry 
it’s from. Viscount White, for 
example, can be serene or vivid. 
When shopping for gneiss, it’s 
helpful to select specific slabs to 
get the look you want.

Uses of gneiss
Gneiss is a terrific stone for 

many purposes. It tends to be 
blocky and dense, and makes ro-
bust dimension stone for build-
ings, walls, and landscaping. 
Gneiss is also a durable choice 
for interior uses, and makes a 
fantastic countertop or tile. The 
minerals in gneiss do not etch 
when exposed to normal house-
hold acids like vinegar or citrus. 

Take comfort in knowing that 
gneiss can withstand heavy use; 
it is made up of minerals in the 
6-7 range on Mohs scale, mean-
ing it’s harder than glass and 
about the same hardness as steel. 
It tends to be low in porosity, 
meaning it is not likely to stain, 
but there is some variability here, 
and some gneisses benefit from 
sealing. 

There are two caveats when 
working with gneiss. One is that 
the linear grain in the stone can 
sometimes mean that the stone 
wants to split along those layers. 
This is not common, but worth 
considering if you have a large 
overhang. Try to minimize over-
hanging areas where the over-
hang is parallel with the natural 
grain of the stone. Or, if you do 
use the stone this way, be sure it’s 
well-supported underneath.

Second, keep an eye out for 
large areas of mica minerals, 
which are readily identified by 
their glittery look. In gneiss, mica 
minerals tend to form their own 
layers, which are likely weaker 

areas than the surrounding feld-
spar and quartz. Some of the 
dark colored gneisses have large 
amounts of biotite mica. Learn 
more about these similar materials 
in the article about schist (see the 
December 2017 Slippery Rock, 
www.slipperyrockgazette.net).

All in all, gneiss is a durable, 
functional stone with a pleasing 
range of aesthetics. If you crave 
a rock-solid building stone or a 
countertop with flow and person-
ality, check out a nice piece of 
gneiss.

Karin Kirk is a geologist and 
science educator with over 20 
years of experience. She has 
taught college level geology, 
online courses and organized 
field trips. She currently works 
as a freelance science writer and 
education consultant. She brings 
with her a different perspective 
to the stone industry. Karin 
was an education program 
presenter at TISE and a regular 
contributor to usenaturalstone.
com.

Continued from page 34

Continued from page 31

Full slab view of typical movement found in Viscount White gneiss.                 Photo courtesy of Arizona Tile

Focal Point-Worthy Fireplaces

This is Not the 
Maserati You’re 

Looking For

Authorities say a man ac-
cused of stealing a Maserati 

and driving it to a movie theater 
in Georgia has been arrested.

The Clayton County Sheriff’s 
Office told news outlets that 

41-year-old Keithrick Williams 
is accused of stealing the vehicle, 
then simply driving to an AMC 
multiplex theater in Morrow, 
GA, and parking it while he ca-
sually sauntered in and watched 
a movie.

A Facebook post from the sher-
iff’s office says a deputy spot-
ted the uncommon vehicle and 
radioed in for more deputies to 
join him in a stake-out. Needless 
to say, there aren’t too many 

Maseratis in Morrow.
Authorities say Williams 

emerged from the theater and 
got into the car, whereupon 
he was arrested and taken into 
custody.

Jail records show he was 
charged with theft by receiving 
stolen property and possessing 
a weapon during a crime. It’s 
unclear if Williams has a law-
yer, but it’s very clear his Jedi 
mind tricks aren’t working.

“There is hardly 

anything in the 

world that some 

man cannot make a 

little worse and sell 

a  little cheaper,  

and the people who 

consider price only 

are this man’s 

 lawful prey.” 

–John Ruskin

A true black among imita-
tors, Saint Henry Black granite 
is unique in that it’s classified as 
an anorthosite which is the same 
stone our moon is made of. The 
metallic-looking mineral flakes in 
the Saint Henry Black compliment 
the matte black metal surround of 
the firebox, playing off of their 
inner reflections. The visual tex-
ture offers a pleasing contrast with 
the uniform finish of the built-in 
shelf above.

Using granite slabs that are 1 cm 
thick (or thin, as we like to say) 
has special advantages when you 
want to take a fireplace vertical.

Dimensional
In her greatroom that connects 

to her kitchen designer Brooke 
Wagner wanted a raised family 
room fireplace where her kids and 
relatives could sit on the hearth 
and warm up together. “Growing 
up my parents had a fireplace, 
that’s always the spot that people 
congregate around.”

With this is mind Wagner de-
signed a clean, simple and under-
stated fireplace for her new home 
and turned to fabricator Fred Paulk 
to bring it to life. Paulk managed 
to make a slab of stone appear as 
if it had been folded like paper 
around a frame, where the soft 
grey vein of the American Black 
granite seamlessly wraps from cut 
to cut across a series of insets. 

By carefully matching up the 
veining, this American Black 
Granite fireplace surround looks 
like it’s cut from a single block. Please turn to page 37

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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“Adhere to your pur-
pose and you will soon 
feel as well as you ever 
did. On the contrary, 
if you falter, and give 
up, you will lose the 
power of keeping any 
resolution, and will 
regret it all your life.” 
– Abraham Lincoln Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Your Reputation Rides on Ketchup!
Think about it. Word of mouth is the best 
advertising. How are your countertops 
holding up? Often the difference between 
a countertop that looks great for several 
years and one that doesn’t is the sealer.

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

Not All Sealers are Created Equal
Stone Shield™ Penetrating Sealers are 
high performance, impregnator sealers 
for all natural stone. Stone Shield™ is 
formulated with the latest solvent-based 

fluoropolymer technology to protect 
against all oil and water-based stains.

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

We Test So You Don’t Have To
The manufacturer of Stone Shield™ 
Penetrating Sealers constantly tests for 
real life hazards. We know that you 
don’t have time to test and verify all 
the materials you use. That’s why we 

offer the Braxton-Bragg unconditional 
guarantee on the Stone Shield™ 
Penetrating Sealer.

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

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

A: Your Customer. Are You Prepared?  

For Porous Surfaces For Polished Surfaces

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

Item # Description Our Low Price
4453 Stone Shield™ Penetrating Sealer, Quart   $39.95

4452 Stone Shield™ Penetrating Sealer, Gallon  $118.72

Item # Description Our Low Price
4450 Stone Shield™ Penetrating Sealer, Quart   $23.07

4451 Stone Shield™ Penetrating Sealer, Gallon   $59.65

MADE IN THE USA

Won’t change color of stone
Odorless
FDA compliant solvent
Interior and exterior use

Stone Shield Penetrating Sealers

#1 Seller! 

Most Popular

Sealer

Come See Us
TISE 2018 StonExpo

Booth #3307

Focal Point-Worthy 
Fireplaces

Paulk began by making a U-shaped 
cut in the slab. “On the first set of 
cuts the returns totally match. On 
the innermost you are trying to 
match what is existing, so you look 
through all the material and see what 
matches the best and you take a lot 
of time. Yeah, it’s challenging and 
does take a whole lot longer to lay 
out, but that’s why it’s beautiful.” 

With a subtle marble-like charac-
ter to it, American Black granite is 
an ultra hard-wearing natural stone. 
The granite doesn’t have the typi-
cal speckle of other species or wild 
veining. In place of the noticeable 
crystalline structure of other gran-
ites that have a lot of coarse, angular 
minerals inside this granite has all 
the flowing movement of a marble, 
but with none of the maintenance, 
etching or staining of marble, mak-
ing it ideal for a fireplace.

This was Paulk’s first time work-
ing with the historic granite from 
Polycor’s quarry in Elverson, 
Pennsylvania, where it’s often used 
in exterior applications, and in mod-
ern renovations of historic homes 
(like this double vanity sink carved 
from a single block of American 
Black). 

“We’re hopeful to have more ac-
cess to it in Southern California be-
cause everybody loved it,” he said. 
“To purchase the material domesti-
cally, provide jobs domestically, pay 
taxes domestically, and it’s a beau-
tiful material from our country, how 
great is that?”

For more information on Polycor 
and the wide variety of their stone 
quarried in North America, visit
www.polycor.com.

Continued from page 36

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Penetrating Sealer
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A Repairman’s Story
My name is Bill Roberts and I repair routers 
for Braxton-Bragg. Over the years, I have 
worked on hundreds of routers made by 
most manufacturers including Sector, 
Stinger, MEM and others. 

I Have Seen a Lot of Wear and Tear…
Routers get a lot of hard use. Some parts 
simply wear out, and some occasionally 
break. Over the years I saw patterns and 
often wondered why manufacturers did not 
beef up more of the critical parts.

Nobody Listened
From time to time, I communicated ideas 
but for the most part, did not see any 
changes.  

Finally, Somebody Did
Then about three years ago, I was asked 
to provide detailed information on my 
experience with Hercules® Routers. Since 
Hercules® is our best-selling router, I had a 
lot of practice repairing them. Now I finally 
got the chance to take one completely apart 
and find the most worn components. 

Little Things Matter
Often it was the little things that mattered. 
An engineer in a lab does not know the real 
world of a stone shop, and how the shape 
of the power cord, the thickness of a belt, 
or the type of bearings used can affect 
performance.

Single Phase Power
It costs more to produce a powerful router 
with single phase power than with 3-phase, 
but when asked about making it 3-phase, I 
told them that many shops only had single 
phase power…and they listened!

21 Improvements Later
Well, to make a long story short, the 
manufacturer has implemented 21 
improvements in the design of the Hercules® 
Router. These improvements make it perform 
better and last longer. I believe you will agree 
with me that this is the most reliable router 
you have ever used.
 

Now the BEST Guarantee 
in the Industry—12 Months!

Because of the changes, the router is now 
backed by a 12-month guarantee—the 
longest in the industry. I would have to 
say that this is the most reliable router that 
Braxton-Bragg has ever sold. 

Hercules® Single Speed 
with Hydroplaning System

Finally, a Manufacturer Who Listens to a Repairman
Now the Strongest Guarantee in the Industry—12 Months!

I am Bill Roberts and I approve this message!

ONLY

$1,995

 Item # Description Our Low Price

 55095 Hercules® Router Edge Profiling Machine, Single Speed $1,995.00
  with Hydroplaning System

  F.O.B. Knoxville, TN

NEW &

IMPROVED

Digital 
Stoneworking 

Expo

Continued from page 32

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

About 100 fabricators 
attended the DSE to 
learn how to better their 
business.

Aside from an abundance of 
learning through discussion, 
demonstration, and the tour, there 
is time left to network with oth-
ers and share the best practices 
to improve efficiency while re-
ducing costs. The conversation is 
facilitated around topics that the 
attendees find most concerning. 
This event allows fabricators to 
gain valuable knowledge for mak-
ing improvements to their shops 
at home.

James M. Chapman of 
Contemporary Concepts, at-
tended this event. He comments, 
“The lineup of speakers was 
great! I found value in attending, 
and would definitely recommend 
other fabricators to attend this 
event.”

For information, visit www.
parkindustries.com/events/news/
new-york-dse-recap/

Park Industries is the largest 
manufacturer of stone working 
equipment in North America 
with headquarters and two man-
ufacturing facilities in St. Cloud, 
Minnesota.

“I’m letting you off lightly with 3 months probation, a $500 fine and 
a New Year’s resolution to never do that in public, again.”
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“In this, our land, 
we are called upon 

to give but little 
in return for the 

advantages which 
we receive. Shall 
we give that little 
grudgingly? Our 

definition of  
patriotism is 

often too narrow.” 
— William 

Jennings Bryan

Manufactured By

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Hercules Router
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Call 800-575-4401

Distributed By

3 Red release button

3 Includes swivel shackle

3 Vertical cable lift

3 Load range: up to 2,200 lbs.

3 Grip range Abaco 50: 5/8˝ to 2˝ ONLY

$45995

When you’re moving a slab, there’s no 
substitute for a dependable Abaco Lifter.

Package Includes: 
Abaco Stainless Steel 
Swivel Shackle

 Item # Description  LOW Price 
 92350 Abaco 50 Professional Series Heavy-Duty Lifter   $459.95  

ACCEPT NO SUBSTITUTES

Rack Up 
on	these	efficient

material handling products!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Abaco Slab Rack

www.abacomachines.com

•Up to 2.7 yard length
•W.L.L. 3,300 lbs. 

Abaco Forklift Boom

Abaco 100 Stone 
Vacuum Lifter

Shop www.braxton-bragg.com for Abaco 50 Heavy-Duty Lifters Visit www.slipperyrockgazette.net for more Stone & Tile industry news

http://www.abacomachines.com
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Compare and save $16.30 on our top - rated  
Color Enhancer at Braxton-Bragg!*

Stone Shield™ 
Enhancer & Sealer 

Now You Can Match the Edge to 
the Surface of Resined Stone.

MADE IN THE USA

Stone Shield Enhancer & Sealer brings out a deep, rich 
color in stone. Use it to get that wet-effect look for indoor 
and outdoor applications. Apply it on polished, flamed, 
rough or sanded surfaces. Works well to disguise small 
scratches on surfaces. It seals surfaces against oil and water.

 Item #  Description  OUR Price 

 46407	 Stone	Shield™	Color	Enhancer	&	Sealer,	1	Quart	  $49.95

•Enhances the natural look of granite, marble and travertines

•UV stable — Does not change color when exposed to the sun

•Offers a wet look indoors and outdoors

•Works as a stone color enhancer and a high quality sealer

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

Don’t Be Fooled By Flimsy Imitations!

The Husky is made with steel 3 times thicker than the 
competition — for long life and accurate cuts.

 Item # Description OUR Price 

	14161	 Husky	Bridge	Saw	 $52,900.00 

  Financing options available.

  F.O.B. Knoxville, TN. Call for a freight and installation quote.

Cuts 45° 

Miters!

MADE IN THE USA

See the  
Husky on 

the BB website

Come See Us
TISE 2018 • Booth #3307

*Based on $66.25 price of comparable brand

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Color Enhancer
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