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Arizona Tile Celebrates 40 Years

IF you have never ordered material from 
Arizona Tile, it’s probably because 

you’ve never lived in the west or south-
west. Not including its distribution centers, 
Arizona Tile’s presence is 26 locations wide 
and staffed with over 800 talented folks 
with a knack for knowing what the customer 
needs, when they need it, and what they’ll 
want in the future.  In other words, they’re 
big… and they’re still growing.

In its embryonic stage, 1977 to be exact, 
Heisman Trophy winner and retired pro 
football player John Huarte was at the helm. 
Actually, he was at the steering wheel of the 
family truck, explains son and vice president 
of operations, Mark Huarte.  

“Dad was raised on a ranch here in Orange 
County, California, and always wanted to 
work for himself. While playing football, 
he got his stock broker license, real estate 
license and also worked at a bank. He had 
to back then, and was trying out different 

Please turn to page 2

professional careers and checked off the 
ones that he didn’t want to do. Luckily, 
Dad’s younger brother was in the tile busi-
ness, and through family discussions, he 
found the tangibles of  tile to be interesting. 

“Then, when playing football ended, 
dad still wanted his own business, and 
took a job as an outside sales rep for 
a tile conglomerate put together by a 
group of companies in Italy. He had a 
strong motor and liked to work, but after 
six months, he wanted to work harder. 
 “After quitting that company, Dad began 
buying tiles here in Anaheim. He would put 
them in our family truck and every morn-
ing take them about 80 miles to San Diego 
where he’d made a profit reselling them.  
He did that for about a year.

Vermont Marble and Granite

Take high-quality natural stone, add a 
pound of innovation and a heaping 
helping of marketing know-how, and 

you’ve got Vermont Marble, Granite, Slate and 
Soapstone Company, founded by Paul Thompson 
and going strong since the year 2000.

We recently featured Vermont Marble’s un-
likely mascot, a metal statue of Bigfoot, in 
the Slippery Rock Gazette. Situated in front of 
the Vermont Marble showroom on Route 4 in 
Whitehall, New York, Big Foot brings visitors 
to the showroom who might never have set foot 
there otherwise. And while the statue is stunning, 
the company and its founder are even more inter-
esting than the roadside attraction. 

Firm Foundations in 
Stone and the Digital Age

Thompson was born in Brooklyn and grew up 
in northeast New Jersey. He attended Johnson 
State College in Johnson, Vermont, and decided 
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Marketing Savvy and Diverse Offerings Keep Vermont Marble Jumping

to stay in the area after gradua-
tion. He worked in marketing and 
restaurant management before he 
landed a job with RMG Stone, 
where he launched the Green 
Mountain Soapstone brand, 
which “put soapstone on the 
map,” he said.

Eventually, as soapstone started 
to come into the U.S. in contain-
ers, Thompson was laid off, so 
he founded Vermont Marble, 
Granite, Slate and Soapstone 
Company, and he set it up for 
success. Even in those early 
days of Internet marketing, 
Thompson made sure the name 
was searchable.

“In the beginning, we were the 
first seven listings on Google 
when you put in ‘marble,’” 
Thompson said. “That’s faded 
over the years with more and 
more companies having websites, 
but it was good being one of the 
first back in 2000.”

Why did he choose to stay in 
the stone industry? Thompson 
said it was for love of the product.

“I love the different variet-
ies of colors in all these stones 

available,” he said. “Nothing 
beats natural stone.”

But it’s not just natural stone 
that Vermont Marble markets. 
It’s local, natural stone. Located 
near many Vermont marble quar-
ries, on “the slate belt,” and near 
Coldspring granite quarries in 
Sable Forks, New York, Vermont 
Marble carries domestic stone in 
unique colors and hardnesses at 
competitive prices.

“We find for local markets, 
people like local,” Thompson 
said. “But it is also world-known, 
and people come just for slate.”

Vermont Marble offers full 
service templating, delivery and 
installation north to Montreal, 
south to Richmond, Virginia, and 
west to Cincinnati, for all types of 
veneer, flooring and countertops. 
They also ship nationally.

“If someone is looking for a 
solid or slab soapstone sink in 
Hawaii, we can help the and we 
ship it,” Thompson said. “The 
Internet brought us to national 
attention quickly. What a great 
tool.”This Nectre Bun Baker XL 2500 stove was installed 

with 1,950 lbs. of 2-3/8 inch thick Soapstone veneer.

From Left: Arizona Tile company officers Matt Huarte, 
Mariah Huarte, Bridget Going, Mark Huarte, and Monica Kennedy.
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Vermont Marble & Granite
soapstone feels warmer and a lit-
tle soft,” he said. “Then I would 
take out a torch and hold it to 
both pieces of stone, and when it 
hit 400 degrees the granite would 
break into pieces. You can go up 
to 2,000 degrees and have no ef-
fect on soapstone. Then I’d pour 
on sulfuric acid and it would etch 
the granite, but it wouldn’t change 
the soapstone.

“Then the lawyer for gran-
ite would take out his car keys 
and scratch the soapstone. Then 
I’d buff out the scratch. If little 
scratches bother you, don’t get 
soapstone. But those who do the 
research and decide to put in soap-
stone countertops love them. We 
get handwritten letters, they’re so 
passionate about it.”

No Job Too Big, 
 No Job Too Small

The wide range of sizes, from 
three-quarter-inch ice cubes to 
massive installations, means 
the fabrication shop at Vermont 
Marble needs to be flexible. Staff 
includes seven full-time employ-
ees with two in the office and five 
in fabrication. Vermont Marble 
has two fabrication sites local 
to the store/showroom, which is 
3,000 square feet divided between 
gift items like soapstone dishes 
and Bigfoot T-shirts and a show-
room with samples and displays. 
There are also displays of stone 
slabs outside.

“There’s plenty of room to really 
let someone get an overview when 
they come in,” said Thompson.

And they do come in. The show-
room’s location is highly visible, 
with 10,000 to 15,000 cars pass-
ing each day on their way to ski-
ing and other recreation.

Continued from page 1

A Soapstone Specialty
Of all the beautiful, natural 

stones at Vermont Marble, soap-
stone is hands-down Thompson’s 
favorite. The company specializes 
in soapstone, and Thompson’s in-
novative uses for the stone border 
on genius.

Traditional applications include 
countertops and veneer pieces, 
but Vermont Marble also offers 
bricks, plates, mugs and even ice 
cubes made from soapstone. The 
stone can withstand both heat 
and freezing cold, making it ideal 
for cooking or keeping drinks 
cold. Vermont Marble even of-
fers soapstone pizza stones with 
Bigfoot’s silhouette sandblasted 
in so it leaves a Bigfoot imprint 
on the crust.

Another innovative applica-
tion for soapstone is for masonry 
heaters and ovens. These metal, 
wood-burning ovens are clad in 
soapstone and come in all sizes 
from the super-sized Sinatra X to 
the compact Bun Baker.

“The heater has internal chan-
nels and airways that the smoke 
and fire travel through before 
being exhausted out of the unit,” 
said Thompson, “The heat from 
the fire heats 6,000 to 8,000 
pounds of soapstone which then 
radiates heat for over 20 hours 
on a single burn. Several years 
ago, I noticed a small oven from 
Australia in the $2,000 range. I 
dressed it up with soapstone and 
sold it for under $10,000 as the 
Bun Baker and Bun Baker XL. 
It’s a third of the weight so you 
don’t need a full foundation. You 
can bake, boil, fry or heat hot 
water. It’s really great for leav-
ing the grid. Our masonry heaters 
are the greatest thing since sliced 
bread, and we travel nationally to 
do installations.”

In fact, you might call 
Thompson a bit of a soapstone 
fanatic, and he’s willing to spread 
that passion to anyone who wants 
to give the stone a try.

“People come in sometimes 
and ask what the difference is 
between soapstone and granite. 
It’s day and night. I tell people 
if I was a lawyer for soapstone, 
I would first have the jury close 
their eyes and feel a piece of 
granite and feel soapstone. The 

In fabrication, Vermont Marble 
uses two Achilli A&R 200s. A 
tracksaw sees use onsite and off-
site, and diamond-tipped edger/
routers are also in use.

“We’re really small in that re-
gard,” said Thompson. “With 
soapstone we do get the oppor-
tunity to fabricate on the jobsite, 
which is really unheard of with 
marble and granite. 
Soapstone cuts so 
easily and nicely with 
diamond saws.”

Recent commercial 
jobs include restau-
rant installations at 
the Ground Round 
in Rutland, Vermont, 
the Timbers Bar and 
Restaurant in Bangor, 
Maine, and the Salt 
Kitchen and Bar in 
the Wentworth Hotel 
in Portsmouth, New 
Hampshire. The Salt 
Kitchen and Timbers 
were both Imperial 
Danby Vermont mar-
ble for all the countertops, 
service stations and tabletops. 
The Ground Round installation 
was a 200-linear-foot bartop of 
Madura Gold granite.

River Stone island and 
countertops carry a theme 
through kitchen and mas-
ter bath vanity for this res-
idential project. Thompson 
uses a portable router to 
mill and polish edges, along 
with the traditional polish-
ing pads.

Turn to page  23

Left: Soapstone counters, 
hearths, “Bigfoot Ware” and 
even shot glasses are just a few 
of many specialty natural stone 
products that Thompson offers. 
“We get handwritten letters, 
(our customers) are so passion-
ate about their soapstone.”

Above: Commercial job for the 
Salt Kitchen Bar includes ex-
tensive installation of matching 
Imperial Danby marble for all 
the table tops, countertops and 
service stations.
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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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Turbo Blades
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Efficiency Vs. Effectiveness: 
Which is More Important?

Please turn to page  7

Please turn to page  27

Ed Hill
Synchronous Solutions

Training & Education

An online education tool
for stone industry professionals.�

Initial Courses Include:
Safe Slab Handling Modules • Installation Safety Modules

 OSHA Compliance • CNC Operation • Toolbox Talks 

All safety materials have been made available free of charge
courtesy of the Natural Stone University sponsors and 

Natural Stone Institute Safety Committee.

An online education tool

Natural Stone University

Visit www.naturalstoneinstitute.org/university to get started. 

Actually, there is 
a significant dif-
ference between 

efficiency and effective-
ness, and one is much more 
important to manage than 
the other.  

Efficiency is normally 
expressed as a percentage 
of the result that could ide-
ally be expected. In other 
words, if the expected pro-
duction of a particular re-
source is 10 units an hour 
and that resource actually 
averages 8 units an hour, 
it would be measured as 80 
percent efficient. Another 
resource producing 12 
units an hour would be 
measured as 120 percent 
efficient. In this context, a 
resource is defined as the 
machine and the operator 
combined.  

Bostik, Inc., a world 
leader in specialty 
adhesives  and 

installation systems for 
building construction, has 
announced another excit-
ing event has been added 
to its  Bostik’s Signature 
Spaces™  series of design 
competitions:  The Art of 
Stone Flooring™ Design 
Contest. This contest is 
open to architects, design-
ers and other industry trade 
members/enthusiasts and 
began January 23 of this 
year.

Scott Banda, Bostik’s 
Director of Marketing and 
Business Development 
stated, “Bostik has been 
sponsoring national design 
competitions for the last 
few years. Due to the wide-
spread interest and amazing 
success of these, including 

Together with our partners, 
National Tile Contractors 
Association, MGM Resorts 
International,  CODAworx 
and  Creative Edge Master 
Shop, we are openly invit-
ing those within ‘the stone 
design sector’ to get their 
creative engines in mo-
tion… and to come up with 
their very own, one-of-a-
kind masterpiece using a 
beautiful palette of natural 
marble.”

our most recent competi-
tion, Bostik’s Signature 
Spaces™ — The   Art of 
Hardwood Flooring™ 
Design Contest,  (which 
announced its Grand Prize 
winner on January 31,   
see related story on page 
XX) we came up with the 
idea to have a somewhat 
similar event. This time, 
however, featuring a wa-
terjet-cut and fabricated, 
natural stone medallion as 
our key design element. 

It could be assumed that 
the latter resource is much 
more desirable.  But, that is 
not always true.  Consider 
the situation that the mate-
rials being processed by the 
120 percent resource are 
already in abundance, i.e. 
there is a pile of completed 
work-in-progress following 
it.  Is it desirable to continue 
producing at that resource 
when there is already plenty 
of inventory in place? More 
specifically, is it correct to 
continue producing effi-
ciently that which you do 
not need?  

A common definition of 
efficiency is doing things 
right. Each individual step 
of a system can be mea-
sured against a standard.  

 1 2 3 4 5 6 7 8 9 10   Average

120%   120%   120%   120%   120%   120%   120%   120%    120%    80%       116%

The focus of that approach 
is to encourage “doing 
things right.”  

Consider this example:  
A process of 10 operation 
steps has all of them at 120 
percent efficiency except 
the last step which is at 80 
percent efficiency.  The 
average efficiency of that 
process is pretty good at 
116 percent.  Nine steps at 
120 percent and one at 80 
percent will suggest a very 
efficient business operation.  

But, of course, that sys-
tem is clearly limited by 
that last operation.  “A 
chain is only as strong as its 
weakest link.”  That busi-
ness operation is limited to 
80 percent of its goal due to 
the demonstrated capacity 
of the last step.  

So, what should be done?  

The answer may seem obvi-
ous, but I see it all the time.  
Functions desiring to main-
tain a given efficiency will 
continue to produce when it 
is only adding to an existing 
pile of inventory.  

What if we take the per-
son off of step one and place 
him at step ten to help its 
productivity?  The person 
on step one would likely 
say:  “What?  I don’t know 
how to do step 10!  I would 
be very inefficient there.  
Leave me at the operation 
that I know and where I am 
very efficient.”  

You, as the manager 
should ask yourself this 
question:  Are you better off 
producing efficiently that 
which you do not need, or 
are you better off producing 
inefficiently that which you 
do need?  The answer is the 
latter.

Efficiency is defined 
as “doing things right.”  

Effectiveness is defined as 
“doing the right thing.”  

I had the pleasure of 
working with The Goal 
author Dr. Eli Goldratt for 
many years, during my ten-
ure at Clemson University.  
He often said: “The most 
efficient plant is never the 
most profitable plant.”  
When I first heard him say 
that, I was surprised and 
confused.  How could that 
be?  My training and expe-
rience up to that point had 
been that higher efficiency 
was always desirable.  He 
proved to me that this is not 
true.  

Temporarily taking a 
person from an operation 
that has produced enough 
inventory to serve the pro-
duction schedule and plac-
ing him at an operation that 
needs help will increase the 
overall productivity of the 
system.  It may do so ineffi-
ciently, but the plant will be 

producing what is needed 
rather than focusing on a 
metric like efficiency that 
may lead to the wrong 
behaviors.  Effectiveness, 
doing the right thing, can 
actually increase profit-
ability.  That approach will 
also control system work-
in-process inventory to a 
manageable level.  

This is one of the great-
est lessons I learned from 
working with Dr. Goldratt.  
He called it “global op-
tima vs. local optima.”  It 
is better to consider the 
needs of the global system 
(all ten steps) rather than 
to optimize the individ-
ual steps.  I often suggest 
that production managers 
seek a higher altitude per-
spective of their business.  
Get up to a mezzanine or 
even on a high ladder to 
see the overall flow of ma-
terials through the system.   

Bostik Design Competition Offers 
Winning Creation a Permanent Focal 
Space at The Bellagio in Las Vegas
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Training & Education Training & Education
Is Stone Slurry Killing 
Your Business?

A stone restoration 
contractor just fin-
ished grinding a 

marble floor and was emp-
tying the slurry he picked 
up down a sewer drain 
at the back of a building. 
As he was dumping this 
slurry, an OSHA inspector 
saw him and asked him if 
he had an MSDS for his 
slurry. He had no idea he 
needed one.

A stone fabricator was 
cutting a slab when an 
OSHA inspector came in 
to inspect his shop. The 
inspector noted that the 
slurry from the stone was 
being captured into drums. 
The fabricator thought he 
was covered until he was 
asked for an MSDS – not 
only for the granite he was 
cutting, but also for mar-
ble and limestone, as well 
as engineered stone. He 
was also asked if he had 
a HAZCOM program and 
where he kept his MSDS 
sheets. The fabricator had 
no idea he was required to 
have these.

These are just some of 
the many stories of stone 
fabricators, restoration 
companies, as well as in-
stallers who are getting 
fined every day by OSHA. 
Some of these fines are in 
the hundreds of thousands 
of dollars. The big question 
is, ARE YOU NEXT?

OSHA requires you to 
have Material Safety Data 
Sheets (MSDS) for every 
chemical and liquid that 
you purchase, produce 
or have or have had. This 
includes not only the seal-
ers, solvents and glues 
that you use daily, but 
also the slurry you create 
when working with stone 
and engineered stone. 
In addition to the proper 
MSDS, you also need to 
have a written Hazardous 
Communication Program 
(HAZCOM) and a writ-
ten safety program. You 

and keep all your records 
and forms, including your 
MSDS.  I found it very 
user friendly and easy to 
set up. Cost is around $40 
per month.
www.SafetySmart.com  
is another service that of-
fers safety meetings and 
record keeping. I found it 
difficult to get information 
from them as far as costs, 
etcetera. I called the sales 
rep and they didn’t seem 
to offer a written safety 
program, or didn’t have 
any idea what they were 
talking about. The cost 
starts around $1,700 per 
year.
www.Safety.blr.com 
also offers safety manuals 
and safety meeting presen-
tations but appears to be 
very broad and not specific 
enough for our industry. I 
signed up for their free 
trial and was bombarded 
by emails on a daily basis 
trying to get me to sign up. 
Cost was nearly impossible 
to determine, but I was able 
to find out that it starts at 
$995.00 per year but is not 
inclusive. In other words,  
there are hidden costs, as 
additional services cost 
more. A Google search 
turned up many companies 
that offered these services, 
but none of them seemed 
to cater to the stone or tile 
contractor with the excep-
tion of www.safeandcom-
pliant.net.

I have made it my per-
sonal mission to make 
sure every countertop con-
tractor is aware of the re-
quirements by OSHA. It’s 
not “IF” OSHA will come 
knocking, it’s a matter of 
“WHEN.”

Dr. Frederick M. 
Hueston, PhD, has writ-
ten over 33 books on stone 
and tile installations, fab-
rication and restoration 
and also serves as an ex-
pert for many legal cases 
across the world.

must also conduct regularly 
scheduled safety meetings 
with the employees.

So how do you compile 
a safety program and ev-
erything that is required by 
OSHA?  To be honest, it is 
not an easy task. As I set 
up safety and HAZCOM 
programs for contractors, I 
have spent many hours on 
the web, attending seminars 
and receiving OSHA train-
ing, and I can tell you the 
information out there is very 
confusing and sometimes 
difficult to comprehend. 
Let me try to put you on the 
right path.

The first place to start is 
OSHA’s website, www.
OSHA.gov. The OSHA 
site has lots of valuable 
information if you have the 
time to sift through it all. 

You will have to have 
a written safety program 
which is accessible to all 
your employees.
1) You will also need a 
written HAZCOM program 
which must include an 
MSDS for all the chemicals 
you have used and will use 
in your shop or on the job 
site.
2) You will also need to 
place the OSHA-required 
safety posters where all em-
ployees can see them.
3) You will need to have 
certain forms filled out in 
case of an accident, and you 
will need to post a summary 
report in the workplace of 
any accidents.

These are just a few of the 
things that are required by 
law. Fortunately, there are 
several companies that can 
put this all together for you. 
The following are some of 
the companies I have found 
on the web and my review 
of them:

www.safeandcompliant.net
is a service that is geared 
toward the small contractor 
and can set up your safety 
manual, provide self-guided 
safety meeting presentations 

Please turn to page 8

Frederick M. Hueston
Stone Forensics I don’t know about 

y’all (excuse me, my 
Southern roots are 

showing), but we have 
a fantastic group of co- 
workers. We go through a 
very long process to hire 
someone, including multi-
ple interviews, skill tests, 
reference-checking, etc. 
We have a rather low turn-
over rate, which is unusual 
for the industry. A lot of 
our employees have been 
here five-plus years. We 
are proud of that. A lot 
of people who apply here 
don’t get hired here. We 
are proud of that, too.

However, lately we have 
come to realize that there 
is one area we seem to be 
overlooking when we in-
terview people. We don’t 
look into, discuss or try to 

small business can suffer at 
the hands of even one dis-
honest employee. A recent 
study stated that employee 
theft costs businesses ap-
proximately $200 BILLION 
a year. This figure includes 
but is not limited to product, 
equipment, money and time 
theft. Take a few dollars out 
of petty cash? Inflate the 
cost of a job to a customer 
and pocket the difference? 
Pad an expense report? Do 
personal work on company 
time? Work a side job with 
company equipment and 
don’t tell anyone? Take 
home office supplies? Play 
with the company’s books 
(even just a little)? Misuse 
a company credit card, gas 

Honesty
Sharon Koehler
Artistic Stone Design

card or vehicle? Cheat a lit-
tle bit on your commissions 
report? Tell a fib or two on 
a resume? These are just a 
few examples of employee 
dishonesty. There are many 
more. 

So, how can you be sure 
the person you are inter-
viewing to hire is hon-
est? Truthfully, there is no 
surefire way to determine 

a person’s honesty, but 
there are things you can 
do, red flags to look for 
and certain questions you 
can ask. 

Start at the beginning. 
When you post a want ad, 
state the values of your 
company and what sort of 
employee you are looking 
for. If you are clear from 
the beginning about what 
kind of company you 
are and the values you 
are looking for in an em-
ployee, you stand a better 
chance of attracting that 
type of employee.

There are things to look 
for on a resume or job ap-
plication. Job hopping is 
a big one. Back when the 
recession hit, job-hopping 
was a common occurrence 
when businesses were 
closing their doors left 
and right, but these days 
it’s considered a red flag. 

see how honest they are. 
Miriam–Webster dictio-
nary defines honest as:

 Free from fraud or
deception:  
LEGITIMATE, 
TRUTHFUL.  

Dishonest employees 
can definitely be trouble 
for any business, but a 

Another red flag is a lot of 
companies or references 
you can’t check or ver-
ify, for whatever reason. 
Not every place a person 
works goes out of busi-
ness. Explore large gaps 
of time that the applicant 
was unemployed. 

“Courage is not simply one of the virtues, but the form of every vir-
tue at the testing point, which means, at the point of highest reality. 
A chastity or honesty or mercy which yields to danger will be chaste 
or honest or merciful only on conditions. Pilate was merciful until it 
became risky.”   –C.S. Lewis

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 
wwww.akemi.com.   
Scroll down to colourbond tab and just click.

Efficiency 
Versus 

Effectiveness

Continued from page 5

You will see bottlenecks and 
inventory accumulation much 
more clearly.  That perspective 
will help you make better pro-
cess flow decisions.

Another way to put this is 
production management should 
be about keeping the material 
and information flowing rather 
than keeping people busy.  That 
is, keeping people busy doing 
the right thing.  Consider the 
well-run Subway Sandwich 
shop when it is busy during 
lunchtime.  The sandwich 
never stops moving.  We can 
learn from that example.  

Ultimately, it is all about con-
tinuous improvement.  Forever.

Ed Hill is the owner of 
Synchronous Solutions. 
Visit his website www.
SynchronousSolutions.com or 
call 704-560-1536 for more 
information.

“One must never 
miss an 

opportunity of 
quoting things 

by others 
 which are always 

more interest-
ing than those 
one thinks up 

oneself.”
–Marcel Proust

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Color Bond Adhesive
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THE BEST
TECHNOLOGY
FOR EDGE POLISHING

PERFECT FOR WHITE MATERIALS

AUTOMATED EDGE
POLISHING WHEELS W

www.tenax4you.com
For more information about Tenax products

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

• Works excellent on all materials including quartz, 
granite, marble, porcelain and ceramic 

• Grit 60, 120, 220, 400, 600, 800, 1200, 1500, 
2000, 3000, 5000

• Available in 5” or 6”

• Use for either straight edge or bullnose

• Colored holders for easy ID

Continued from page 6

Honesty

Here again, we are 
post-recession, so a large, 
unexplained employment 
gap is a red flag.

Make sure a person’s 
stated skill set matches 
their stated job positions. 
For example, if someone 
says they know how to 
operate a CNC machine 
but their resume says they 
were a waiter and a chauf-
feur, that is something to 
check out, because why 
would a waiter or a chauf-
feur know how to operate a 
CNC machine? Something 
is up. Either they are mis-
representing their skill set 
or they don’t want to list 
the company where they 
received their CNC expe-
rience for some reason. 
Warning!

There are questions you 
can ask a possible new hire 
to get a sense of how they 
feel about honesty and in-
tegrity. If you just ask, 
“Are you an honest per-
son?” that pretty much gets 
you nowhere.  

Try: “Has there ever 
been a time in your past 
employment that you made 
a big mistake that had 
huge consequences, and 
no one knew it was you? 
How did you handle that?” 
Everyone makes mistakes. 
The answer determines 
whether they own their 
mistakes or cover them up. 
If they cover them up, they 
are probably not all that 
honest. 

Or: If you found out that 
one of your co–workers was 
stealing from the company, 
what would you do?  There 
are a couple of good answers 
to this question. But if their 
answer doesn’t include tell-
ing company management 
or the police (depending 
on the circumstances) you 
might want to think twice 
about hiring that person.

I like this one myself:
What does honesty/integ-

rity mean to you personally?  
You aren’t looking for the 
above-mentioned Merriam–
Webster definition. You are 
looking for the answer that 
tells you how important it is 
to them, how they feel about 
it.

You can give your appli-
cant an integrity test. This 
is not a 100 percent reliable 
answer to whether the appli-
cant is honest or not, but it 
can be considered with all 
the other information you 
have. I took a huge test like 
this when I went to work for 
a nationwide big box store. 
It was multiple pages and 

took a while. These days 
you can find them online 
and they can be com-
pleted in 20 minutes or so.  

Always ask for refer-
ences and check them. 
There are things you 
might want to ask that you 
legally cannot ask, but the 
one big one you can ask 
is if they are eligible for 
rehire. It is a simple yes-
or-no question that will 
speak volumes. 

Now, all these sugges-
tions are great, but the 
ultimate person to listen 
to is yourself. If their 
credentials look great on 
paper and they answered 
all your questions to your 
satisfaction, but you still 
have doubts, or some-
thing feels not quite right, 
err on the side of caution. 
One bad employee can 
ruin your workplace and 
your reputation. 

Skills can be taught. 
Values can’t. 

Please send your com-
ments to Sharon Koehler 
at Sharon@asdrva.rocks.

You can tell a lot about a person in how they answer 
the question, “What does honesty/integrity mean to 
you personally?”
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IT  was a beautiful but chilly 
Sunday, and I was spend-

ing the afternoon inside doing the 
weekly crossword puzzle. Yes, I 
must be getting old if I’m doing 
these puzzles. I came across a 
one-word clue: “Salt.” Now, 
most people would immediately 
think of table salt, but not this 
stone detective. I have the curse 
of being in the stone business, 
and little did I know that this one-
word clue would lead me to my 
next case.

Just as I was about to get out 
the crossword dictionary, my cell 
phone rang. As it was Sunday, so 
I thought it was a friend or rela-
tive calling, but NOOOOOOOO. 
The voice on the other end 
sounded desperate. In a gravely 
voice he said he was the chief 
engineer at a major university, 
and their terrazzo, marble foyers 
and concrete lobbies were falling 
apart, and he didn’t know what 
was happening. He did apologize 
for calling me on a Sunday, but 
he continued to tell me that all 
their buildings have this problem. 
He asked if I could come and per-
form an inspection. 

To put things into perspective, 
this morning it was 36 degrees 
here in Florida, and he was in up-
state New York where they had 
a couple of inches of snow and 
temperatures down in the single 
digits. I wasn’t looking forward to 
a trip in the very, very cold North 
this time of year. Last time I did 
an inspection I ended up with a 
cold. But, money is money, so I 
agreed to do the inspection.

I booked a flight to the frigid 
North and kept my fingers 
crossed that my flight wouldn’t 
be canceled. I could write a 

Frederick M. Hueston, PhD

The Stone Detective
The Case of the Winter Blues 

book on the numer-
ous times my flights 
have been delayed 
and canceled… but 
that’s another story. 
Luckily, this time my flight 
took off on time and landed in a 
middle of a snowstorm. Well, I 
thought, at least it landed. I got 
off the plane and ran over to the 
rental car counter, hoping they 
had something in a four-wheel 
drive. Fortunately, they did have 
a small, four-wheel drive SUV. 

“It’s not my Woody, but it will 
do,” I told the puzzled clerk.

It took me three hours to drive 
15 miles to the campus. The roads 
were snow-covered, and cars 
and trucks were sliding all over 
the place. Just as I was about to 
pull into the campus, a large deer 
leaped across the road in front of 
my car. It was a near miss, and I 
slid a bit, but I was able to recover 
and not end up in a ditch. (I grew 
up in the North and was glad to 
discover I hadn’t entirely lost my 
winter driving skills!) 

I saw I’d have to plow my way 
through snowdrifts to the building 

students were actually standing 
nearby, pointing at me and laugh-
ing. In my day we would have run 
over to make sure the old geezer 
who had fallen was OK. Anyway, 
I brushed myself off and walked 
very slowly and carefully to the 
front entrance.  Just as I was about 
to open the door, a maintenance 
worker came by and was spread-
ing deicing salt on the sidewalk. 
I stopped and introduced myself 
and asked if could find out what 
kind of salt he was using. He 
showed me the bag of salt, and I 
knew right away what the prob-
lem was before I even inspected 
the damage (see photo).

I walked inside and found my 
contact right away. I looked at 
him, and of course, the floor. 
I took out my trusty moisture 
meter, some filter paper and some 
distilled water and placed it on 
the floor. This is a little test I use 
to test for salts. If the moisture 
reading is higher than just plain 
distilled water, that indicates salts 
are present. (By the way, I teach 
this technique in my stone and 
inspection class.) It is not only 
good for detecting deicing salts, 
but also works well for efflores-
cence issues.  

I finished my test and looked up 
at my contact and told him that the 
salts they were using for de-icing 
were causing the deterioration. I 

where is the nearest Starbucks– 
I’m freezing!

The Stone Detective is a 
fictional character created 
by Dr. Frederick M. Hueston, 
PhD, written to be entertaining 
and educational. Dr. Fred has 
written over 33 books on stone 
and tile installations, fabrication 
and restoration and also serves 
as an expert for many legal 
cases across the world. Send 
your email comments to him at 
fhueston@stoneforensics.com.

A classic example of spalling due to absorbed salts – in this case, de-ic-
ing salts are the culprit – but now there’s a solution and a cure.

where I had arranged to meet my 
contact. I got out of the car and 
within seconds fell on the ice. 
First, I wondered if anyone had 
seen me, and second, I wondered 
if I ought to raise my fee for haz-
ard pay. The only thing hurt was 
my pride, since several college 

explained that the salts dissolve 
and enter the pores of the stone 
and concrete, and when they dry, 
they crystallize, causing pressure 
in the pores. The salts are larger 
than the pores, and that is what 
causes the spalling.

I told him he could do several 

things. First, I would recommend 
he change the type of salts. There 
are many salts now on the mar-
ket that don’t cause this problem. 
I also told him he could just not 
apply the salts and hire a good law 
firm for fight all the slip-fall law-
suits (No, I really didn’t tell him 
that.).  He asked me if the spalling 
could be fixed. I told him that the 
spalls could be filled, but the all 
the floors would have to be rinsed 
and treated to remove the salts to 
prevent further damage. 

Another case solved. Now, 

The Natural Stone Institute 
and Stone World maga-

zine have released the sched-
ule for the 2018 Stone Industry 
Education Series. This year, 
Stone Summits will be held 
in 10 cities across the United 
States. 

The 10 Stone Summits sched-
uled for 2018 will be facilitated 
by a team of experienced in-
dustry leaders, including GK 
Naquin (Stone Interiors), Tony 

Natural Stone Institute Announces 2018 
Stone Education Series

Malisani (Malisani, Inc.), Duane 
Naquin (Stone Interiors), and 
Eric Tryon (Premier Surfaces). 
New this year, each of the facil-
itators will present a fully unique 
program on four different top-
ics: Knowing Your Business, 
Analyzing Shop Performance, 
Stone Shop Administration, and 
the 12 Business Axioms.

For more information, please 
v is i t  www.stoneindust r y 
education.com. The 2018 Stone 

Industry Education Series 
schedule is as follows: 

March 22
Florida Stone Summit:
Analyzing Shop Performance
Host: M S International
Deerfield Beach, FL

April 26
California Stone Summit:
Analyzing Shop Performance
Host: M S International
San Diego, CA

May 24
South Carolina Stone Summit:
Stone Shop Administration
Host: Pacific Shore Stones
Charleston, SC

June 7
Wisconsin Stone Summit: 
12 Business Axioms
Host: Universal Granite and
Marble
Oak Creek, WI

June 28
New York Stone Summit: 
Analyzing Shop Performance 
Host: M S International
Brentwood, NY

“I have noticed 
that nothing I 

never said ever 
did me any 

harm.”
– Calvin Coolidge

Please turn to page 11

Training & Education
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Police in Vermont say a man 
tried to rob a Chinese restau-

rant, but left with nothing when 
the employee he approached 
couldn’t understand his note or 
what he said.

The Rutland Herald reports 
28-year-old Tyler Edwards, of 
Fair Haven, Vermont, pleaded 
not guilty to attempted larceny, 

Say What?

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

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

Saturday, but she doesn’t speak 
English. Authorities say the 
man wore a sweatshirt and cov-
ered his face with a scarf. The 
woman reportedly didn’t under-
stand what he said, except the 
word “cash.”

Police say he held his hand 
like it was a gun and threw a 
note on the counter demanding 
cash.

Edwards’ lawyer said police 
hadn’t shown actual or threat-
ened force; A judge disagreed. 

Actions speak louder than words, 
after all.

Continued from page 10

“Speaking the truth in 
times of universal deceit 
is a revolutionary act.”
— George Orwell

2018 Stone 
Education 

Series

July 26
Kansas Stone Summit:
12 Business Axioms
Host: M S International
Lenexa, KS

September 20
Indiana Stone Summit:
Know Your Business
Host: Global Granite
and Marble
Indianapolis, IN

October 11
New Jersey Stone
Summit:
12 Business Axioms
Host: Artistic Tile
Secaucus, NJ

November 1 
Arizona Stone Summit:
Stone Shop
Administration 
Host: Arizona Tile
Tucson, AZ

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

assault and robbery.
Police say two brothers who own 

the China City restaurant said a 
man approached their mother one 

“It’s easier to fool 
people than to 
convince them 
that they have 
been fooled.” 
–Mark Twain
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Arizona Tile Celebrates 40 Years
Continued from page 1

Wholesale Only — 
Walk-Ins Welcome 

Arizona Tile is an im-
porter that brings in over 
10,000 containers of slabs 
and tile per year. Servicing 
a mostly west and south-
west audience, sales mostly 

also been a big part of the 
company for many years, 
recounted Mark. “Mom was 
working at Shea Stadium as 
the elevator girl when dad 
was playing for the Jets. 
It was there that they met. 
Six months later they mar-
ried and have been together 
for 52 years. Mom was a 
big part of the early years, 
attracting strong sales and 
showroom talent to join 
Arizona Tile.   

“Building the company 
was definitely a joint ef-
fort, and it was not all about 
money. They just wanted 
to build something and 
build a team, and that was 
it. They had no idea that 
the company would grow 
to 26 locations and 800-
plus employees – that was 
not even in their minds as 
they started this business 
journey. The goal was free-
dom to do what you want 
and the opportunity to build 
something you we would be 
proud to put your name on.”  

“Then, somebody con-
vinced him that if he drove 
across the desert to Phoenix, 
Arizona, he could sell the 
same tile for a greater profit 
and less competition. So 
he got on a plane, went to 
Phoenix, looked around and 
opened up the first Arizona 
Tile. He did that for a year, 
and when he was convinced 
it was going to work, he 
moved the family with our 
family truck, loaded with 
tile.” 

Quality and Service 
are the Focus in All 

Locations
Still family-owned and op-

erated, Arizona Tile contin-
ues to expand with brother 
Matt Huarte and brother-
in-law Joe Kennedy. Other 
key names accredited with 
the company’s continued 
success are (but not lim-
ited to) Traxler, Morreim, 
Kesteloot ,  Skarsten, 
Gaughan and Kunihiro. 
Mark’s mom, Eileen, had 

are to contractors, builders 
and fabrication shops. Last 
October, at a major stone 
show, it was announced that 
Arizona Tile is going to put 
a new facility in Atlanta, 
Georgia, said Mark. “We 
are definitely staying in 
the Sunbelt. That’s where 
the growth has been for us. 
This strategy has worked 
well, and having a pres-
ence in Atlanta reflects this 
strategy.” 

However, the company 
does service their commer-
cial (only) accounts to all 
points north, northeast and 
northwest, added Mark. 
At the time of this story, a 
new location in San Juan 
Capistrano, California, had 
opened a few weeks prior. 

All locations are whole-
sale only, but all have cash 
drawers, said Mark. “We 
are strictly a distributor 
and wholesaler supplier. 
As we’ve grown, certain 
markets are much more 
sensitive to how we ap-
proach them, and we are 
careful about how we are 
labeled. We do adjust to 
every local market, but 
going through the trades 
is by far the best way to 
move our products. We 
sell through every channel, 
mostly dealers, contractors, 
fabricators and builders. 
Certainly the custom home-
builders send us their cli-
ents, and we’ll design the 

whole house for them if 
they want. Sometimes the 
builder will buy it, or some-
times the builder will let 
the homeowner buy it. We 
really try to be flexible ac-
cording to the market and 
the individual. We staff 
our showroom very well 
with talented designers, so 
when you walk in you’re 
going to get helped. Dad’s 
biggest philosophy was hire 
good people and let them 
do their job. If they’re ac-
countable and they achieve 
well, then that is fantastic 
for everybody.” 

Going the Extra Mile
Arizona Tile excels at 

building what Mark calls a 
“local bond” with the com-
panies they supply, he ex-
plains. “Our showroom staff 
loves to build relationships 
with the companies we sup-
ply. It’s kind of a local bond 
with entrepreneurial spirit. 
Sometimes a homeowner 
will show up saying, ‘We 

Steel Grey granite is paired 
with a Cementine Black and 
White porcelain backsplash 
for a color-balanced and 
playful kitchen design.

Nouveau Calacatta quartz counters and waterfall 
island, paired with Aequa Silva porcelain floors.

are just here, and we don’t 
know where to start. Can 
you help us out?’ We’ll then 
help get them together with 
a [friendly to Arizona Tile] 
contractor and fabricator 
that does quality work. Our 
people love doing this.

“The other scenario is 
when a fabricator sends 
their client to us to pick out 
their slabs. They’ll come 
in with their budget, we’ll 
walk them through the 
yard and educate them on 
the material, and then help 
them select. I like to start 
with countertops first and 
start designing from there. 
The fabricator will then 
give us the number of slabs 
they need, and we’ll tag the 
material and invoice them. 
If the client wants anything 
extra, like a custom back-
splash, we would take them 
into the showroom and de-
sign that for them, as well. 
We always do a good job 
of qualifying the custom-
ers when they walk into our 
showroom, and make sure 
we respect the wishes of the 
person or company that sent 
them to us.” 

Please turn to page 19

BULLET PROOF™ 
Fabricator’s Apron

Stone Sleeve™ 
Fabricator’s Sleeve

Available from

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

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

Keep your crew 
WARM and 
Working this 
winter!

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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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!

“Howling is no 
substitute for 

thinking.” 
–Adlai E. Stevenson

Please turn to page 15

The curator of the U.S. Naval 
Academy Museum wasn’t 

exactly sure what would be found: 
records indicated five display 
boxes long used to exhibit cap-
tured British flags from the War 
of 1812 actually concealed more 
banners underneath.

But not until all 61 banners 
were painstakingly removed in 
December for a conservation ef-
fort did curator Charles Swift, 
who is also the museum’s man-
aging director, actually see what 
was hidden. And he was gratified 
to learn that conservationists had 
uncovered dozens of other flags 
— many captured by the Navy in 
other conflicts of the 19th century.

The 46 newly discovered flags 
— including banners from battles 
in Asia and from the Spanish-
American War — had originally 
been put on display in 1913. But 
seven years later, they were cov-
ered up by the 15 flags from the 
War of 1812 — and sealed up for 
nearly a century.

No one alive had seen the flags 
long hidden from view.

“More importantly than just see-
ing them was seeing the colors,” 
said Swift. “It is what struck me 
immediately. It was sort of dark, 
but you could see the colors — 
the vibrant colors — of them hav-
ing not been in light for 100 years, 
and so it was exciting.”

The flags, covered by the oth-
ers in boxes with large plate-
glass lids, speak to an earlier era 
of U.S. intervention overseas. 
They include one taken from a 
Chinese pirate fort off Macao dat-
ing to 1854 and another captured 
in Korea in 1871, according to 
Swift. There were even some rep-
licas of Revolutionary War-era 
flags among them.

Navy 
Rediscovered 

Captured Flags 
Hidden for 

Nearly 100 Years

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8649/
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Focus on Women in Stone

Looking deeper at 
the role of the sales 
person in the stone 

industry, I connected with 
the global company M S 
International. I had the plea-
sure of spending time and 
talking this month to a true 
“woman in stone,” who has 
a thriving career specializing 
in both tile and stone sales, 
and the challenging task of 
representing MSI to a global 
market. It is estimated MSI 
carries no less than 3,000 tile 
SKUs and another 1,000 slab 
SKUs. For a salesperson to 
be exceptional while wearing 
so many different hats at 
MSI is a daily miracle.

Holly Nelson embraces 
the diverse and cultur-
ally rich territory areas of 
Massachusetts. She treats 
her clients like extended 
family, with a special em-
phasis on materials and 
product education, while 
promoting inclusivity in the 

Michele Farry
Photos Courtesy M S I

tile and stone industry and 
hands-on support for woman 
in management and own-
ership roles. Nelson is an 
expert outside sales repre-
sentative, covering the New 
England, Rhode Island and 
Central Massachusetts ter-
ritories, and has developed 
proficiency in her approach. 
Nelson’s clients thrive with 
her partnership and support. 
If you ask Holly she will 
humbly tell you the engage-
ment and the learning pro-
cess go both ways every day, 
from the sales expert side to 
the fabricator, and back. I 
admire Holly for her knowl-
edge, thoughtful approach 
and dedication to being an 
outstanding example – and 
she is just one of the many 
women demonstrating inno-
vation within the MSI team.

Please turn to page 22

 
Background

Holly Nelson has followed 
her passion for beauty and art 
and worked in the design and 
sales professions for more 
than 15 years. She under-
stands how tile and stone in-
spire creativity, serenity, and 
promotes an enriched family 
life in various spaces. Nelson 
has used her love of nature, 
gardening and sports to fos-
ter an eclectic style that has a 
traditional heart with a tran-
sitional twist and mastery of 
industry material knowledge 
supporting her sales cli-
ents. Working in wholesale 
tile and stone distribution 
for MSI, Nelson’s design/
sales combination experi-
ence allows her to provide a 
professional and valuable ex-
perience to all of her custom-
ers, with the added benefit of 
finished product insight.

Nelson joined MSI a little 
over two years ago, and has 
worked tirelessly to promote 
tile and solid surfaces, and 
get her customers comfort-
able with the newest afford-
able and accessible inventory 
and trending colors in the 
marketplace. 

Holly Nelson, Customer 
Service Rep at MS 

International

MS International showroom in Norwood, MA

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

 
PO Box 188, Stinesville, IN 47464 

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

Holly Nelson and the M S 
International Sales Team

Shop www.braxton-bragg.com for Viper Array Silent Core Blades Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6998/
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The Swiss have given us 
fine chocolates, exquisite 
cheeses, secret banking, 

precision timepieces, and pocket-
knives bristling with saws, pliers, 
tweezers, toothpicks, corkscrews, 
awls, and scissors.

But these advancements pale in 
comparison to exploding snow-
men, and I say we rectify the situ-
ation, East Tennessee style.

We need to do it quickly, too, 
because winter’s on the run and 
spring is quickly approaching. 
When explosives are involved, 
pinpoint timing is crucial.

I hold in my hands a report 
from the Swiss Broadcasting 
Corporation describing the 
“Sechselauten” festival in Zurich. 
This celebration is held every year 
to “drive out persistent winter and 
welcome spring.”

I quote details from the dis-
patch: “The festivities culminate 
at the stroke of 6 p.m., when a 
three-meter-high effigy of a snow-
man atop a pyre is set on fire. It 
usually takes only 11 minutes for 

Sam Venable 
Department of Irony

the explosive-laden head to blow 
off, much to the delight of tens of 
thousands of onlookers. Legend 
has it that the quicker the head 
bursts apart, the better the summer 
will be.”

Now that, children, is the way to 
change seasons!

Here in America, we’ve got this 
ho-hum groundhog custom that 
occurs weeks before spring. A 
bunch of dreary old men in top 
hats stand around the entrance to 
a whistle pig’s burrow, patiently 
waiting to see if the animal casts a 
shadow when it emerges.

Boorrrrr-ing.
No wonder the groundhog looks 

and acts grouchy. If I got shaken 
out of deep slumber with dozens 
of TV cameras stuck in my nose, 
I’d be testy, too.

But in Switzerland, they cele-
brate with a bang. And I propose 
we do the same.

Not with a snowman, though.

In the first place, that would in-
fringe on Zurich’s idea. Expanding 
on someone else’s civic fun is one 
thing; outright copycatting crosses 
the line.

In the second place, East 
Tennessee isn’t textbook snow 
country. In a typical winter, we 
get just enough white stuff to give 
folks the experience of building 
one snowman, not to mention 
the “joy” of slip-sliding toward a 
guardrail as we trek to and from 
the office. But Montana and 
Maine, we ain’t.

Thus, for a highfalutin hillbilly 
Sechselauten, we might want to 
detonate an old station wagon, 
a dumpster, a surplus Army ve-
hicle, or maybe a huge pump-
kin grown the previous summer 

and preserved for this sacred 
ceremony.

Or we could go whole hog and 
blow some derelict building or 
bridge to smithereens. That never 
fails to make the 11 o’clock news.

Frankly, the “explodee” isn’t 
that important. What matters 
is that it goes BOOM! on com-
mand. The more noise, pyrotech-
nics and smoke, the better.

And none of this 10-9-8-7-6 
business, either. Start the count-
down at, say, 24 minutes, 59 
seconds — oh, and have scanti-
ly-clad snowbunnies give away 
door prizes at regular intervals.

Trust me, pardner: You adver-
tise a late-winter civic ceremony 
like that, culminating in a thun-
dering dynamite demolition, and 
thousands of screaming rednecks 
will show up to watch. What’s 
more, they’ll gladly pay for the 
privilege.

Yee-haw! That oughta put 
Knoxville on the high-society 
cultural map, fer’shure.

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

Welcoming Spring with a Bang Navy Rediscovers 
Flags

Continued from page 12

He said no one had attempted 
to open the boxes for so long 
until it came time for needed 
conservation.

“It was mostly the recognition 
that after 100 years, these things 
really needed to be taken down, 
because hanging like this places 
stresses on the flags,” said Swift. 
“It can tear them. They can be 
damaged. So, they’re getting a 
well-deserved vacation.”

In 1849, then-President James 
K. Polk designated the academy 
in Annapolis, Maryland, as the re-
pository of flags captured in bat-
tle by the Navy. The museum is 
now home to about 800 flags and 
trusted with their conservation, 
Swift said. About 250 of them are 
trophy flags seized in battle. The 
museum also houses seafaring in-
struments, naval uniforms, med-
als, photographs, art and items 
recalling past naval expeditions 
and explorations.

Please turn to page 18

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Natural Stone Institute 
Expands International 
Outreach to Turkey’s 

Marble Fair

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

From left:  David Castellucci, Gökalp Soygül, Caner Özkan, 
and Bruce Knaphus at Marmomac. 

The Natural Stone Institute 
has entered into an agree-
ment in Turkey with 

Marble 24: The International 
Natural Stone and Technology 
Fair, commonly referred to as 
the IZMIR Fair. The association 
will send a delegation of indus-
try leaders to exhibit and provide 
educational seminars during the 
show.

Natural Stone Institute 
board member Bruce Knaphus 
(KEPCO+) commented: “Turkey 
represents approximately 33 per-
cent of the world’s marble supply 
with more than 120 colors avail-
able. The IZMIR Fair attracts an 
attendance that is among the top 
three international trade shows. 
This is another opportunity for 
the Natural Stone Institute to 
further expand its international 
outreach regarding technical and 
educational resources.”

Marble 24’s Caner Özkan 
added: “Having the Natural 
Stone Institute participate in our 

fair to provide education about the 
Dimension Stone Design Manual 
and Natural Stone Supplier-to-
Buyer Manual will benefit stone 
companies in Turkey, as well as 
those around the globe.”

The 24th edition of the fair will 
occur March 28-31, 2018. 

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

“One of the great mistakes is to judge 
policies and programs by their in-
tentions rather than their results.”  
– Milton Friedman

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Dekton Fabrication Products
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Stone Restoration and 
Maintenance Corner
Regal Entertainment HQ Restoration

Bob Murrell 
M3 Technologies

Photos by Bob MurrellThe Regal Entertainment 
Group has relocated from 
Halls Crossroads, just 

north of Knoxville, Tennessee, to 
the old Medical Tower of Baptist 
Hospital on the south bank of 
the Tennessee River, in beautiful 
downtown Knoxville. They are 
completing a major restoration 
and remodel of this building, 
which was erected in 1991-1992. 

within walking distance of One 
Riverwalk.

The Regal Headquarters will 
occupy the entire building and 
will be bringing 400 employees to 
the Downtown Knoxville Market.

Knoxville Marble Polish got 

with a Bobcat, requiring several 
large matching replacement slabs 
to complete the repairs. Julie was 
luckily able to put the general con-
tractor (GC) in touch with Staley 
Marble & Granite Company, 
who then was contracted to re-
move and replace the slab mate-
rial. She located the replacement 
material from Tennessee Marble 
Company, that runs the last loca-
tion where these marbles are quar-
ried, and they were able to provide 
slabs that were an exact match. 

Major scratches and lippage re-
moval required that the floor res-
toration process begin at a very 
aggressive grit level. Flexible 
metal-bond diamonds from M3 
Technologies Inc. were used 
to accomplish this task. It was 
a slow and tedious operation, 
to be sure.  Low areas from big 
scratches and low tiles, along with 
ongoing scratching due to lifts for 
electrical and sheetrock workers, 
were the biggest reasons for the 
slow progress. The lifts would 
pick up small pieces of metal, 
and the stone crew would find 
new scratches most every time 
they returned from the previous 
day’s work. But hey, that’s how 
it is on big commercial projects. 
Everyone is on a short timeline 
and the GC expects progress re-
ports daily. 

So on days that the stone crew 
couldn’t work due to other con-
tractors’ operations, Julie had to 
set up camp to basically guard 
their work from the day before. 
She had to lay old carpet cuts on 
each day’s progress to help avoid 
new scratches, and rope off areas 
with caution tape, where possible, 
to keep onlookers from just walk-
ing in to hang out to look at the 
view. Oh, did I forget to mention 
that the rotunda has 30 foot-tall 
picture windows facing the river 
and downtown? This makes for 
a magnificent view, especially 
when you have to work on the 
weekend!

Needless to say, work had to 
be accomplished when the avail-
ability window was open. When 
multiple contractor operations are 
taking place at the same time, it 
can be tough to make efficient 
progress. Work benches, scaffold-
ing, extension cords, and general 
pieces and parts were laying ev-
erywhere. Eventually, as contrac-
tors completed their part of the 
project, their tools and associated 
waste were removed and the area 
started to open up.

The building has nine floors 
and 178,000 square feet of of-
fice space. It was purchased by 
the City of Knoxville as part of 
the One Riverwalk development 
and is now leased by and the of-
ficial world headquarters of Regal 
Entertainment Group (Regal 
Cinemas).

One Riverwalk includes 
the newly renovated Regal 
Headquarters, a student hous-
ing component, two professional 
buildings, a retail/restaurant sec-
tion, and a hotel. The complex 
overlooks the Tennessee River 
and downtown Knoxville. The 
downtown area and the University 
of Tennessee at Knoxville are all 

the contract for the restoration 
project of the rotunda area in 
the building which consisted of 
two locally quarried varieties of 
Pink Tennessee marble, Cedar 
(the darker of the two), and Craig 
Edward (the lighter of the two). 

Initially, the rotunda floor was 
a complete mess and with con-
tractors from every aspect of a 
total building overhaul and re-
model project working at the site, 
it was a constant battle trying to 
make headway, according to Julie 
Murrell, the owner of KMP. Lots 
of damage had been done to the 
floor during the initial demolition 
phase of the building remodel. 
One large column had been hit 

flexible metal-bond in 30 grit. 
This process, like most any heavy 
stock removal process, was the 
most time-consuming part of the 
project. Just when you think the 
scratches and lippage are gone, it 
dries and you see that this is not 
the case. It is imperative that you 
clean and allow the floor to dry 
between these initial steps, so you 
can confirm that the lippage and 
scratches are in fact completely 
removed.

Next, the resin steps were 
started at a 50 grit TX Triple 
Thick, which can help with any 
mild scratching and very minor 
lippage, too (but don’t count on 
it for total scratch and lippage re-
moval). The resins were then con-
tinued with the TX series in 100g, 
220g, 400g, and 800g, before the 
polishing step began.

Every column and around an 
overlook area, which had metal 
and glass barrier walls, required 
that all edges be blended using 
a hand tool and the AA5 Turbo 
resin diamonds. Remember, the 
hand tool work must be completed 
ahead of the floor machine work 
to properly blend the two. 

In others words, starting at the 
100 grit level, the edges were cut 
in, then followed by the floor ma-
chine at 100 grit and so forth up to 
800 grit, always overlapping the 
floor machine work to the hand 
tool work after each grit level. 
In this way, the floors and edges 
were blended very nicely.     

Once the entire area was prop-
erly honed to the 800 grit level, 
polishing was accomplished using 
the Majestic XXX Shine Premium 
Polishing Powder. Tests were 
completed using other powders 
and compounds but on these par-
ticular marbles, the XXX provided 
the best polish. Remember to al-
ways do a test area to confirm both 

Please turn to page 24

Left, top: Rotunda construction 
in progress – note the heavy 
equipment lifts and general 
construction clutter.

2: With equipment out of the 
way, restoration can begin.

3: Cleaning and grinding/hon-
ing in progress. Starting at the 
100 grit level, the edges were 
cut in, then followed by the 
floor machine at 100 grit and 
so forth up to 800 grit.

Deep scratches in the Tennessee Rose marble from general  
construction traffic and equipment.

The scope of the project evolved 
as time went on. Initially a honed 
look was envisioned to produce 
a floor that would require less 
maintenance. The maintenance 
concerns became secondary to 
beauty after Julie provided the 
Regal Group with a polished test 
area. It was more work, and the 
original contract had to be mod-
ified, but the finished product 
speaks for itself. 

The deep scratches and lippage 
were attacked using the ELF 
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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
The Rock Jockey Can Reduce the 

Number One Cause of Injury 
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

 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. 

Navy Rediscovers Flags

When Dogs Fly

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Continued from page 15

Please turn to page 29 

Felipe Rodriguez says he 
thought he was hallucinat-

ing when an eagle snatched his 
sister’s little white dog from her 
yard, flapped its massive wings 
and disappeared over the trees.

Did he really just see that?
He had. Zoey, the 8-pound 

bichon frise was gone, taken by 
a hungry raptor one Tuesday af-
ternoon not 50 feet from his sis-
ter’s house on the banks of the 
Lehigh River in Pennsylvania, 
Rodriguez said.

“It seemed like something 
from the Wizard of Oz,” he 
told The Associated Press that 
Wednesday. “I’m a city boy. 
This doesn’t happen in my 
world.”

Even more astonishing: Zoey 
would live to bark the tale.

More on that later. But first, 
let it be said that eagles are 
quite capable of taking a small 
dog or a cat.

“It has been documented be-
fore, but not that often,” said 
Laurie Goodrich, a biologist 
at nearby Hawk Mountain 
Sanctuary, a ridgetop preserve 
that annually records tens of 
thousands of migrating hawks, 
eagles and falcons.

With food scarce and water-
ways freezing up, raptors are 
“looking a little more widely 
and taking advantage of what-
ever might be out there,” she 
said.

Rodriguez said he was by 
himself at his sister’s home in 
Bowmanstown, about 80 miles 
north of Philadelphia, and Zoey 
was playing in the fenced yard 
when he heard a loud screech, 
hurried to the door and looked 
out.

“The bird was holding onto 
the dog. There was flapping of 
wings and then it was gone,” 
said Rodriguez, a 50-year-old 
healthcare executive visiting 
from Chicago.

“We are ultimately stewards of 
these objects that tell important 
stories,” said Swift, whose mu-
seum boasts more than 100,000 
visitors a year.

Amelia Fowler, a well-known 
flag preserver who restored the 
original Star-Spangled Banner in 
1914, was contracted in 1912 to 
conserve the academy’s collec-
tion of trophy flags. She worked 
with dozens of other women in 

the museum’s Mahan Hall, using 
a patented stitching method to 
help preserve the fabric. All told, 
they stitched up enough flags to 
cover two football fields, Swift 
said.

Camille Myers Breeze is work-
ing on a new conservation pro-
cess for the flags as director of 
an independent conservation stu-
dio, Museum Textile Services, 
based in Massachusetts. She said 
Fowler’s work has enabled her 

crew to handle the flags without 
risk of damage.

“For us to conserve a collection 
of flags like this that’s historical 
— not only for its use, but for how 

it was preserved and how it has 
been installed here for 100 years 
for Naval Academy students and 
visitors to appreciate and learn 
from,” she said. “It’s really our 

favorite kind of project.”
Swift said funding for the con-

servation, about $40,000, came 
from the U.S. Naval History and 
Heritage Command, which is 
tasked with preserving artifacts, 
documents and other items of that 
military branch.

Charles Swift, 
Curator of the 
U.S. Naval 
Academy 
Museum
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Arizona Tile Celebrates 40 Years

Marketing Ever- 
Changing Fashions 

Arizona Tile does very little 
advertising, said Mark, while 
emphasizing that marketshare is 
due to word of mouth and other 
approaches. “We invest in search 
engine optimizing for people 
looking up stone or tile, and we 
make sure ours shows up.” As 
for material sales ratios, Mark 
said it is ever-changing, and it 
just shifted again. Years ago, 
marble had a larger market share 
than granite. In the 1990’s, that 
changed to granite and quartz-
ite having a larger market share. 
Most recently, quartz has taken 
some market share from all nat-
ural stone.   

“We have a collection of engi-
neered stone called Della Terra 
that we are very proud of it. Sales 
for this collection have contin-
ued to increase year after year 
over the last six years, and this 
has taken the lion’s share, now. 
Granite is granite, and it’s not 
going away, but it has slowed 

Continued from page 12

Please turn to page 31 

down, so we just shift direction 
to more marble, quartzite or engi-
neered slabs. So we are flexible.” 

Mark also commented that 
they are watching the growth of 
porcelain slabs very carefully. 
Porcelains, he said, are the next 
frontier and come in 12 millime-
ter and 2 centimeter thicknesses, 
5 feet by 10 feet. “We are still 
going strong with engineered and 
quartzite materials, but we are 
watching the porcelain market. At 
the trade shows for the last couple 
of years, there was a big push in 
this area, but I still think it’s a lit-
tle bit early. I think fabricators are 
resisting it because they need to 
address re-tooling issues and their 
knowledge of how to work with 
this material. 

“Another problem is that por-
celain colors do include veining, 
but currently that veining does 
not go all the way through; so 
when you do your edge detail you 
have a challenge. This is why we 
are not fully in it, yet, and we are 
waiting for the manufacturers to 

solve this problem. When they do, 
we will definitely head that way. 
Breaking strength is the same as 
porcelain, which is fantastic. The 
2 centimeter material certainly 
doesn’t need any substrate for re-
inforcement, but the 12 millimeter 
is going to vary by factory if they 
put mesh on it or not. Others may 
use backer board. The wear fac-
tor is also fantastic, especially the 
Italian porcelain. Just think of the 
walking traffic we put on the por-
celain floors in hotels.” 

New Products and Design 
Trends for 2018 and Beyond
“For the last 20 years, our 

strength and backbone has always 
been our inventory,” continued 
Mark. “We say people, locations 
and inventory, and we have a great 
reputation for fill-ratio. When peo-
ple call or email us an order, we 
always fill it. They are never told 
that what they need is out of stock. 
We keep a healthy inventory of ev-
erything we show. I think this gives 
confidence to outside designers 
or commercial specifiers that are 
using our materials, and this is by 
far one of our greatest strengths. In 
our markets, the average remodel 
is seven to 10 years, and more and 
more people are moving to the west 
and the Sunbelt through Texas. Our 
products, specifically our tile, stays 
in fashion in these markets and are 
practical for every home. 

“For 2018, we’ve added more 
colors to our engineered stone 
inventory. We are going heavier 
in this direction in both inven-
tory and looks. In our porcelain 
tile collection, we are adding a 
few new marble/porcelain looka-
likes. With that, there is one called 
“Themar” made by a manufacturer 
called Saint Augustino. They are 
a first-rate company in Italy. The 
interesting part of this collection is 
that it’s a full collection, including 
multiple sizes and multiple fin-
ishes with trim packages that peo-
ple are using from the entire floor, 
to the walls, to the countertop. 

“Large-format tile is also getting 
a big push for 2018. We now stock 
24 by 48 inch tiles in regular thick-
nesses. In this collection, there’s 
also a line that we call Reside, 
made by Iris, another Italian man-
ufacturer. This line has more of a 
contemporary look. The interest-
ing part of this is that we are ba-
sically doubling-down on this line 
by adding a larger size. Now we’re 
stocking 24 by 48, and it’s doing 
very well. 

“The next collection we are add-
ing to our line is going from the 
inside of the house to the outdoors. 
It is called R11, which refers to the 
texture of the product. R11 comes 
in the same colors and thicknesses 
as the indoor tiles, but is a tex-
tured finish. This finish is offered 
in four different tile lines, letting 
the letting the homeowner take the 
tile they use inside, to the outside 
as well.

“Last but not least are our por-
celain slabs used for outdoor 

residential cladding. Toll Brothers, 
a large custom builder, is using it 
outdoors around the perimeter of 
some of their homes.”

Mark Huarte: Outlook 
and Expectations 

“I’d say the future is steady and 
that we are covered in California, 
Arizona, Texas and Denver with 
steady growth. I think our coming 
presence in Atlanta will take us to 
the east. We are always very cau-
tions to not rock the culture, and 
our desire is to continue growing 
this company at a steady pace. We 
have never out-stepped ourselves 
or taken on a lot of debt, and have 
always been cautious in these 
ways. As for the industry, we are 
very pleased with the way it con-
tinues to grow. 

“The majority of our tile col-
lection is imported from Italy but 
we also work with three of the 
five U.S. domestic tile producers.  
These company have shown tre-
mendous improvement over the 
past three years and we see great 
opportunity and growth on the 
horizon. 

“We are looking forward to 
doing a better job in the engi-
neered stone business in terms 
of looks, staining and chipping 
of materials. As far as graphics, 
I think that the digital technology 
used to enhance the esthetics of 
porcelain and engineered mate-
rials will continue to improve to 
meet the needs of ever-changing 
fashion. 

Left: More Wood Noce large 
format tile, 24 by 48 inches
Right: Castle Brick Grey porcelain 
wall, Cementine Retro 1 porcelain 
floors, New Carrara quartz count-
ers and wall divider

Macaubus White quartzite in an island application.
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SELECT MATERIAL HANDLING EQUIPMENT 
10% OFF MSRP

* Offer good thru April 1, 2018. Free products while supplies last. Achilli products excluded from sale. Replacement parts and accessory also excluded from sale. You 
must spend at least $2000 (not including taxes or shipping) to qualify for free items. Prices subject to change without notice.

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

Wheels sold
separately

Weha Hippo HD Bundle Rack 
190,080 lb Weigh Capacity

#137605
Reg. $2300

NOW $2070

Weha Heavy Duty Remnant Rack 
#134947

Reg. $315
NOW $283

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

#8010484
Reg. $1700

NOW $1530

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

#8010487
Reg. $1009.40
NOW $908

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

#8010480
Reg. $1350

NOW $1215

Weha Large 94” x 71”
Single Sided Transport Cart

#133321
Reg. $1368

NOW $1231

Weha 78” x 56”
Single Sided Transport Cart

#8010483
Reg. $1030

NOW $927

Weha 94” x 81”
Single Sided Transport Cart

#800002
Reg. $1405

NOW $1264

Weha A1500 5 Pad Vacuum Lifter
1500 lb Capacity

#138514
Reg. $6280

NOW $5652

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

Locking Posts
#140470

Reg. $749

NOW $674

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

#140465
Reg. $345

NOW $310

Weha Granite Shop Cart
2 Swivel Wheels/ 2 Fixed Wheels 

#139452
Reg. $198

NOW $178

Weha Granite Shop Cart
4 Swivel Wheels

 #139451
Reg. $212.50
NOW $191

Weha V Cart Flip Cart 2000 Lb Capacity
#137206

Reg. $465  NOW $418

Weha Yellow Granite and Stone
A Frame Storage Rack Set with 

Crossbar
 #137635

Reg. $245
NOW $220

Weha Yellow
Single Sided

A Frame Storage
Rack with Crossbar

 #139453
Reg. $195

NOW $175

Weha Bison 5 Ft.
Interlocking

Slab Storage Rack Set
#127435

Reg. $725
NOW $652

Weha Buffalo Bundle Slab 
Storage Rack

92,000 lb Weigh Capacity
#137328

Reg. $1450
NOW $1305

PLUS 2 FREE FAB STANDS (#137235) & 1 FREE 20” WORK TABLE ( 134946)
with a minimum $2000.00 purchase*
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The stone industry can be a hard one to thrive 
in, but Kansas City-based RockTops is using the 
latest waterjet and robotics technologies to carve 
out a niche in the fabrication of ultra-compact 
materials.

RockTops has gained a reputation as the No. 
1 shop for fabricating ultra-compact materials 
in the Kansas City market. It’s an unforgiving 
material, which can be surprisingly fragile during 
processing. It requires slow, expert handling to 
produce a quality result. Most fabricators dislike 
working with it.

RockTops turned to BACA Systems, the leading 
manufacturer of robotic and automated 
fabrication solutions for the stone industry, 
for a solution. In May 2015, they bought a 
Robo SawJet, which couples the functions of 
a high-pressure abrasive waterjet and a 25HP 
direct-drive saw with a precision KUKA Robotics 
industrial robot, and a BACA FlexJet, which is a 
5-axis waterjet.

“Typical fabrication methods don’t work well with 
ultra-compact materials,” Hyer said. “Miter edging 
has become more popular these days, but we did 
not want to jam up our normal production. Many 
shops try to cut miter edges on their normal 
production equipment, tying it up and slowing 
everything down. We feel the FlexJet is the 
solution.”

The FlexJet provides unparalleled flexibility 
and precision for jobs where the smallest error 
could ruin a slab. It is equipped with a PAC 60™ 
precision angle control 5-axis cutting head with 
60-degree beveling capability. It can produce a 
true angle with continuous rotation.

It takes the Robo SawJet half the time of other 
machines to cut a standard 40-square-foot 
kitchen countertop with sink hole from a slab, 
finishing the job within 15-18 minutes. Since the 
Robo SawJet is a dual-table system, a slab can be 
loaded while another is being cut, meaning no 
downtime.

The Robo SawJet had 
the smallest footprint, 
fastest travel speed, and 
most accuracy of all the 
machines the RockTops 
team evaluated. It is also 
the most dependable, 
requiring literally no 
maintenance for 5 
years or 10,000 hours. It is significantly easier 
to program than other machines in the industry. 
BACA Systems also provides comprehensive 
training and support in the use of its products. 

The BACA Robo SawJet utilizes an IDE Diamond 
Cutting Head, which ensures easy and consistent 
alignment as well as pinpoint accuracy. The 
system’s software optimizes cut patterns to 
maximize yield from each slab, saving customers 
an average of 20 percent on material cost 
annually. RockTops has increased its yield about 
30 percent.

The Robo Sawjet uses a durable H2O jet pump, 
which are designed to hold up in 24-hour per day 
automotive manufacturing environments. The 
cost to operate the H2O jet pump is less than 
half of the KMT pumps used in some other types 
of sawjets, while outlasting the Hypertherm 
pumps between rebuilds by almost triple the 
time. It is also quicker and cheaper to rebuild the 
pumps.

 “I don’t think I would ever move away from 
BACA for any of my future equipment needs,” 
Hyer said.

I don’t think I 
would ever move 
away from BACA 
for any of my 
future equipment 
needs.

The FlexJet provides unparalleled flexibility and precision 
for jobs where the smallest error could ruin a slab. It is 
equipped with a PAC 60™ precision angle control 5-axis 
cutting head with 60-degree beveling capability. It can 
produce a true angle with continuous rotation.

• 

• 

• 

• 

• 

• 
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Will Engineered Quartz 
Put an End to 3cm?

Since the beginning 
of 2018, engineered 
quartz stones have 

continued their takeover 
of the stone countertop 
landscape. Someone else 
will have to provide the 
statistics to confirm what 
everyone already knows, 
and that is engineered stone 
(ES) has surpassed the 
sales of natural stone in the 
American market. Other 
than displacing natural 
stone, there are still other 
unintended changes that 
the dominance of ES will 
foment. The decline of 3cm 
may be one of those unin-
tended consequences.

Before the kitchen coun-
tertop revolution began 
back in the early 1990s, the 
vast majority of slabs sold 
were 2cm in thickness. If 
we look at the long history 
of slabs, the achievement of 
2cm slabs had been a goal 
for many decades; that is, 
producing thinner slabs to 
lower costs and to make the 
pieces lighter for workers 
to handle and install. For 
decades prior to that slabs 
usually just had one good 
face that was planed and 
polished with the backside 
being uneven in thickness 
and the surface rippled.

This did not really matter 
because stone floors made 
from slabs were set in thick 
mortar beds that allowed 
the uneven backside of the 
pieces to be set level and 
flat, so why go through the 
expense of grinding the 
backside flat when any dif-
ferences in adjacent pieces 
would be negated in the 
mortar bed? 

For wall veneer the same 
principle applied because 
the backside of the slab 
would not show, and there 
would be sufficient space to 
allow for the unevenness of 
the pieces when installed. 
Wall veneer edges were ei-
ther dressed and abutted to 
each other or were quirk mi-
tered at the corners. When 
it came to countertops, if a 

years away. The clients 
were willing to pay a pre-
mium price for the new dou-
ble-thick bullnose edge. The 
trouble was that there were 
not enough skilled stone 
workers to keep up with the 
quickly rising demand, and 
thus the stage was set for the 
rise of 3cm slabs.

Because the market de-
mand created a huge vac-
uum that could not be met 
by existing shops, the newer 
shops, not even know-
ing how to badly polish 
an edge, much less how to 
properly laminate an edge 
and shape it, saw a solution 
to their skill set deficiency 
in 3cm slabs. By bullnosing 
a 3cm slab, the lamination 
process could be skipped 
and the bullnose, although 
thinner than the 1.5 inch of 
the laminate, was still very 
attractive. 

Also, in the early 1990s 
an Italian company had de-
veloped a handheld router 
along with shaped diamond 
bits that would allow for 
unskilled labor to shape and 
polish bullnose edges with 
just a few hours of training. 
The battle between 3cm and 
4cm edges would rage until 
Park Industries introduced 
the Pro Edge sometime in 
1992. 

The Pro Edge would prove 
to be the ultimate machine 
for making the difficult and 
time-consuming bullnose 
edge. A very skilled shop 
worker could put out about 
one foot of polished 4cm 
bullnose per hour but would 
be very tired at the end of 
the day. 

Mark McMunn

2cm compared to 3cm: 
at 1/3 the weight, 2cm 
is safer and easier to 

handle.

The Pro Edge IV is still an industry favorite machine.

slab had an uneven edge the 
stone worker would simply 
dress the edge to a consis-
tent thickness by grinding, 
or mitering or abutting a 
skirt piece to the countertop 
front. Those last processes 
just mentioned, mitering 
or abutting a skirt piece, 
are the main issues that 
ushered in the demand for 
3cm, when the demand for 
kitchen countertops took 
off.

Everything was so much 
easier with stone coun-
tertops before the 1980s. 
Clients were happy with 
flat, single-thick, polished 
edges until someone got 
the bright idea of laminat-
ing the edge and shaping a 
180 arc bullnose, creating a 
nearly 1.5-inch thick edge. 
To be sure, this was a nice 
look. Though it was a real 
pain to make, all of the 
shops quickly learned how 
to make them by hand since 
router bits were still some 

“With the expansive col-
lection, and our ‘Tool Box’ 
state-of-the-art website we 
make designing easy. We 
have a blog for the trade, a 
visualizer that is very user 
friendly. Our Top Five 
Trend break-outs include: 
1- Stand-out focal walls; 2- 
Everything mod and shiny, 
2cm & stainless;   3- Black 
& white with high contrast 
comeback;   4- Fine lines, 
limestone, planks, and 
grains launch the stone with 
movement trend; and 5- (The 
biggest new department) 

Focus on Women in Stone: Sales

Alfresco Living, “take it 
outside” poolside, patios, 
outdoor kitchens, fire pits 
and living spaces.”

Holly and I started our 
conversation with some in-
sight on MSI’s profile in the 
industry, and to get an idea 
of their scale of operations. 
Holly said, “I am so glad to 

speak with you, Michele, 
about the company I repre-
sent. Mr. Shah founded MSI 
45 years ago. MSI is family 
owned and operated, and is 
a premier solid surface pro-
vider and wholesaler. Mr. 
Shah started MSI in the base-
ment of his home, offering 
granite, Travertine tile and 
monuments.  Those were the 
initial surfaces he imported. 
He then was offered the op-
portunity to provide material 
for the Vietnam War me-
morial, and premium black 
slabs were the first of our 
stone offerings from over 

60 countries, and over 120 
colors that we now offer. 
The rest is referred to as 
inertia. Hard work, sacri-
fice and dedication by the 
Shah family, in combination 
with the growing MSI team, 

proved to be a huge success 
with many major milestones 
achieved. In 2017, MSI 
marked the billion dollar 
mark, in one fiscal year.” 

I said, “That’s an incredi-
ble story, Holly. I know MSI 
is a major player in the tile 
and stone marketplace and 
industry. It’s hard to believe 
they were once a company 
that started out so small. 
That is an inspiring history, 
and it’s amazing they are 
enduring as a family-owned 
business.” 

I asked Holly about MSI’s 
client demographic and vol-
ume of sales.  Holly replied, 
“Our customers are kitchen 
and bath dealers, design cen-
ters, fabricators, architects, 
commercial developers and 
private tile and stone instal-
lation companies. I am espe-
cially focused on helping my 
customers reach their goals 
as far as their showroom, 
fabrication and sales are con-
cerned. For example, in my 
territory I see a sales volume 
of around $250,000 in solid 
surface materials a month. 

Holly and I went on to 
discuss the shifts she has 
observed as a designer 
and salesperson, including 
women fabricators. 

She observed, “The in-
dustry has changed with 
the trend being toward 
movement stones, and these 
stones require more work-
ing time, starting with se-
lection, then the layout, and 
then fabrication. Design el-
ements with two selections 
of stone and two different 
colors of cabinets as well as 
movement in the floor are 
part of the current trends, 
as well as brushed, leath-
ered, and honed textures. I 
do frequently and regularly 
see women fabricators who 
have two roles, designer and 
fabricator.” 

When I visited MSI I men-
tioned how I appreciated 
the many welcoming and 
friendly faces when I walked 
into the showroom for the 
latest Stone Summit MSI 
hosted. Holly elaborated on 
this.

Left to Right: Prutha Patel, Outside Sales MSI;  
Holly Nelson Outside Sales MSI; and Meica Kelly, 
Promoter MSI

Concept boards designed 
to inspire are a prominent 
feature of MSI showrooms.
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http://www.braxton-bragg.com/
http://www.braxton-bragg.com/


Slippery rock Gazette March 2018  |  23  

Vermont Marble & Granite

Continued from page 2
Above: Timbers Bar and 
Restaurant in Bangor, Maine 
features a massive bar top of  
Danby Imperial marble.

Right: Paul Thompson, owner of 
Vermont Marble, Granite, Slate 
& Soapstone commissioned 
this “lifesize” Bigfoot statue to 
promote local lore. 

Above: The entertainment center work in progress.

Left: Vermont Verde Antique quarry, Rochester, Vermont

Right: Danby Imperial Marble custom fireplace and entertainment 
center as installed in a New Hampshire residence.

Looking to the Future,
Embracing the Past

In marketing and in fabrication, Vermont 
Marble is melding two eras. They’re reach-
ing folks in the digital age, but they’re not 
leaving anyone behind.

“In Vermont, I deal with two different 
companies that use the paper fax machine 
only. They don’t turn on a computer,” said 
Thompson. “I put a full-page ad in the 
Farmer’s Almanac every year. We get in-
quiries from people who do not have cell 
phone or Internet whatsoever. We send out 
hard copy brochures. Print is still good.

“We stand for the partially old-school 
fabrication techniques, hands-on fabrica-
tion. And we’re perpetuating the use of 
natural stone in and around everyone’s 
home.”

Thompson is looking to grow 
and diversify the business even 
further, possibly expanding the 
showroom to include a wood-
fired pizza oven to serve food to 
folks taking selfies with Bigfoot. 
And he’s committed to keep in-
novating new uses for soapstone.

“I try to invent one new product 
per year and get it out there,” he 
said.

That includes insulated goblets 

that use soapstone as a cooling 
mass and outdoor wood-fired 
grills with soapstone tops.

“We plan to stick around,” said 
Thompson.

For more information about 
Vermont Marble, Granite, 
Slate and Soapstone Company, 
visit them online at www.
vermontmarbleandgranite.com or 
call 802-468-8800.

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

http://www.vermontmarbleandgranite.com
http://www.vermontmarbleandgranite.com
http://www.braxton-bragg.com/
http://www.slipperyrockgazette.net
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Continued from page 17

the results and procedure.  
No one single polishing 
product works in all situa-
tions, so it is best to have 
several different polishing 
formulations with you.

Once the polishing was 
completed, there were 
some residual swirls and 

Stone Restoration and 
Maintenance Corner

light etch marks left behind 
from the process. A 12,000 
grit diamond impregnated 
pad (we have discussed 
this technical tidbit be-
fore) was used to spiff ev-
erything up and the floor 
looked amazing! 

Commercial projects 
like this have their pluses 
and minuses. You must be 

prepared to work around 
other contractors in these 
total remodel situations. 
Also, you are reporting to 
the General Contractor in 
many of these type proj-
ects as well as the build-
ing owners, so that means 
that the scope of work can 
evolve. Be sure to leave 
room in the budget for the 
small changes and include 
verbiage to allow for the 
big changes.

As always, I recommend 
submitting a test area to 
confirm the results and the 
procedure prior to starting 
a stone or hard surface res-
toration or maintenance 
project. Also, the best 
way to help ensure suc-
cess is by partnering with 
a good distributor that 
knows the business. They 
can help with technical 
support, product purchase 
decisions, logistics, and 
other pertinent project 
information.

Bob Murrell has worked 
in the natural stone indus-
try for over 40 years and is 
well known for his exper-
tise in natural stone, tile 
and decorative concrete 
restoration and mainte-
nance. He helped develop 
some of the main prod-
ucts and processes which 
revolutionized the indus-
try, and is currently the 
Director of Operations for 
M3 Technologies.

Left: Floor restoration 
in the rotunda of the 
Regal Entertainment 
Group headquarters is 
almost complete, and the 
Tennessee marble re-
stored to its former glory.
Below: View from the 
rotunda.

 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

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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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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Continued from page 22

An End to 3cm?

The Pro Edge in contrast 
could put out about 10 lin-
ear feet per hour of finished 
4cm bullnose. Shops were 
not indifferent to the fact 
that if the Pro Edge could 
put out 10 linear feet per 
hour at 4cm, then it could 
put out even more at 3cm 
thickness per hour, right? 
The profit motive was too 
overwhelming, and many 
shops began to tell outright 
negative lies about lami-
nated edges while touting 
the virtues of 3cm. Later, a 
price would be exacted for 
those lies and exaggerations.

Finally, with the advent 
and proliferation of CNC 
machines, the fix was in for 
3cm to dominate. To come 
right to the point, 2cm slabs 
of natural stone don’t al-
ways get along with CNC 
machines. Natural slabs 
of 2cm, be they marble or 
granite, are prone to bow-
ing that cannot always be 
straightened out by even the 
strongest suction cup sys-
tem, resulting in the router 
bit digging into the finished 

years now 3cm slabs have 
been the dominant thick-
ness due to the factors men-
tioned above. Now, with the 
current love affair with ES 
and the mitered edge, the 
industry may begin to see 
that 3cm’s time may be up, 
and perhaps not a moment 
too soon.

No one can blame a busi-
ness for maximizing reve-
nue and profit, for that is its 
“raison d’etre,” but at that 
time, things began to get out 
of control with 3cm slabs, 
and the industry’s inexpe-
rience with 3cm slabs was 
most sadly manifested by 
the death of workers who 
were crushed by giant-sized 
3cm slabs that were many 
times more than ¾ ton in 
weight. Everyone has a 
story about working with 
the huge, heavy slabs.

The tide is clearly chang-
ing for 2cm. The manufac-
turing kinks with ES are 
rapidly getting worked, 
out and slabs are becoming 
more and more consistent. 
Also, the 2cm ES slabs are 
very flat and very strong 

is 1/3 lighter than a 3cm 
slab of the same material, 
which makes it easier to 
handle and install.  A 2cm 
slab is 1/3 thinner than 
3cm and means less cut-
ting. In fact, 2cm now has 
all these factors going for 
it that reveal 3cm slabs for 
the overkill that they are in 
today’s market. That is, too 
heavy and too thick for the 
desired end product. Think 
of this. If a countertop 
calls for a 6-inch skirt to be 
mitered on, why, oh why 
would you use a 3cm slab 
when a 2cm will do, and 
in the end no one will even 
know whether the counter-
top is 2cm or 3cm?

One would think that, 
at least in the stone busi-
ness, the desire of the end 
fabricator would be to 
have slabs that are thin-
ner, stronger and cheaper 
at all times. This historical 
anomaly of reverting to 
thicker and more expen-
sive 3cm was caused by an 
imbalance of market forces 
of supply and demand, and 
the lack of available tech-
nology to meet that de-
mand that has now been 
resolved. From this point 

face of the slab in parts of 
the edge, a pain to fix, and 
sometimes not fixable. 
Because of its thickness, the 
3cm slab is generally free 
of bowing, and because of 
its extra weight is more se-
curely held by the suction 
cup system. So, for many 

compared to natural stone 
and negate the problem of 
bowing and breakage so 
prevalent with 2cm natural 
slabs. It is now very easy 
to fabricate 2cm ES slabs 
on a router. There is still 
some bowing to deal with, 
but not any more than 3cm 
slabs of some granites. 
This, combined with the 
fact that the mitered edge 
is now the most specified 
edge throughout the United 
States, begs the question of 
why we are mitering 3cm 
slabs when we will get the 
same result and square foot-
age with 2cm? A 2cm slab 

in history, it appears that 
the industry is back on the 
rational track of pursu-
ing the concept of thinner, 
stronger, cheaper as far as 
slabs are concerned. Many 
of you reading this may dis-
agree, but many of you will 
agree that a world where 
all countertops are made 
from 2cm or even thinner 
is a world that is lighter, 
cheaper and safer for all 
parties involved. There will 
always be a need for 3cm in 
architectural applications, 
but as for 3cm for counter-
tops, the heady days of 3cm 
may be coming to a close.

The ultimate in light, thin stone: VersaLite natural stone laminate is so thin it bends.

“The problem 
with the gene pool 

is that there’s no 
lifeguard.”

 —Steven Wright

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/0,11324/
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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.

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

Daniel Louis Receives Prestigious National Kitchen and 
Bath Association (NKBA) Hall of Fame Award

Laser Products Industries 
(LPI) has announced that 
the National Kitchen & 

Bath Association (NKBA) has 
named Daniel Louis as its 2017 
inductee into the NKBA Industry 
Hall of Fame, which honors indi-
viduals who have made extraordi-
nary contributions to the industry. 

said Lorenzo Marquez, Chairman 
of the NKBA Board of Directors. 
“His combination of technical 
expertise and creative vision has 
streamlined and simplified the 
fabrication process, making pre-
cisely crafted cabinetry and coun-
tertops accessible for all projects.”

Louis joins more than 80 kitchen 
and bath industry professionals 
in the prestigious NKBA Hall 
of Fame.  He will receive his 
award before industry colleagues 
at an awards event on Monday, 
January 8, 2018 at KBIS. For 
more detailed information on all 
recipients, visit nkba.org/info/
about/hall-of-fame.

The National Kitchen & Bath 
Association (NKBA) is the 
not-for-profit trade association 
that owns the Kitchen & Bath 
Industry Show® (KBIS), as 
part of Design & Construction 
Week ® (DCW). With nearly 
14,000 member companies 
representing tens of thousands 
of members in all segments of 
the kitchen and bath industry, the 
NKBA has educated and led the 
industry since the association’s 
founding in 1963. For more 
information, visit www.NKBA.
org , call 1-800-THE-NKBA 
(843-6522), or visit www.laser 
productsus.com.

“We congratulate Mr. Louis 
on this incredible honor that has 
been bestowed upon him,” said 
Bill Darcy, NKBA CEO.  “The 
NKBA Hall of Fame is made up 
of an esteemed group of profes-
sionals who have been selected 
by their peers for their significant 
contribution to the Kitchen & 

Bath Industry.  Induction is re-
served for those whose vision and 
insight has made a significant dif-
ference in our industry or whose 
dedication and commitment has 
impacted our association.” 

Louis, owner and CEO of Laser 
Product Industries, is an inven-
tor and businessman who has 

Daniel Lewis, CEO and owner 
of Laser Products Industries

developed the LT2D3D laser 
measuring systems that makes it 
fast, easy and affordable for any 
size manufacturer of kitchen cab-
inets and countertops to fabricate 
high-quality products.

“Daniel has contributed to the 
excellence of our industry with his 
innovations in digital templating,” 

“A single idea, 
if it is right, saves 

us the labor of 
an infinity of 
experiences.” 

—Jacques Maritain” 

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/
https://nkba.org/info/about/hall-of-fame
https://nkba.org/info/about/hall-of-fame
http://www.NKBA.org
http://www.NKBA.org
http://www.laserproductsus.com
http://www.laserproductsus.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

The Grand Prize winner’s 
creative design will be perma-
nently installed in the lobby of 
the iconic Bellagio Hotel in Las 
Vegas. According to Banda, “It 
will be a circular stone medal-
lion; 10 feet in diameter, located 
right in the main lobby of the 
hotel… a setting where more 
than 20,000 people walk through 
daily. Additionally, the winner 
will receive a wonderful trip for 
two to Paris, France valued at 
$5,000, courtesy of Bostik.

Banda, who with Joyen Vakil, 
Senior Vice President of Design 
& Development for MGM 
Resorts International, spear-
headed this program, added, 
“The winning design will be 
chosen by an esteemed panel of 
judges, all with leading creden-
tials in stone flooring, architec-
tural design or both. 

“We are excited to part-
ner with Bostik on this excit-
ing project,” exclaimed Bart 
Bettiga, Executive Director of 
the National Tile Contractors 
Association. Creative Edge is 
perhaps the most preeminent wa-
terjet fabrication provider in the 
entire world. Few companies are 
better suited to create the win-
ning stone masterpiece than Jim 
Belilove’s firm. And because 
this medallion will be installed 
in the Bellagio, such a high-end 
venue, it was only fitting the 
installer would an outstanding 
NTCA 5-Star tile contractor, 
name to be announced very 
shortly.”

Belilove added, “We wel-
come the challenge to transform 
the winning design into a bona 
fide, Renaissance-quality stone 
work of art. For 30 years, we’ve 
created more than 10,000 spe-
cialty projects worldwide for 
children’s hospitals, hotels and 
casinos, schools & universities, 
places of worship and ultra-lux-
ury residences. This project, 
which ultimately will be so 
focal, clearly is one of the most 
exciting for us!”

The winning design will be 
unveiled during a special cere-
mony during a lavish industry 

Continued from page 4 networking event scheduled for  
early May at a high-powered 
Bellagio nightclub. Bostik and its 
partners will promote the event 
heavily, both before and after, on 

a national basis. This will result 
in the winner not only receiving a 
luxurious grand prize… but also, 
to garner widespread commercial 
construction industry prestige.

“We want our contest registrants 
to get just as stoked about waterjet 
fabricated stone flooring design 
as those who participated in our 

previous competitions relative to 
their respective creations,” con-
cluded Banda. “Without question, 
I can state that our judges will be 
looking for something that takes 
stone design to the next level! 
Whose design will it be?” Bostik’s 
Signature Spaces™ —  The Art of 
Stone Flooring™ Design Contest 

opened January 23. and closed on 
February 28. Semi-finalist selection is 
March 7. Finalists’ selection is March 
9. Grand prize winning selection is 
March 9. Project installation is April 
25. Unveiling is slated for the second 
week of May, 2018. 

For more information, visit www.
bostik.com/us.

Bostik Design Competition Offers 
Winning Creation a Permanent Focal 
Space at The Bellagio in Las Vegas

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/
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DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

Once They’re Gone — They’re Gone!

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

 • 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  • #386699 Demo  

Hercules Polisher, Rear Exhaust, Reg. $198.95, Demo– $99!

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.
•Easiest way to submit an ad is 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

April 2018 Wednesday, February 21, 2018

May 2018 Wednesday, March 28, 2018

June 2018 Wednesday, April 25, 2018

For Sale

FOR SALE: We need extra space, so 
we have a spring sale for the following 
Greek marble tiles: Polished A Grade 
material all in 12x12x3/8˝ Karnezeico 
Beige $3.95/SF, 2250SF Tinos Green 
$3.95/SF, 260 SF Crema Capri $2.50/
SF, 580 SF Volakas White $3.00/SF. 
Italian granite tiles: Tropical Brown 
$3.00/SF, 318 SF Blue Pearl $3/SF, 
110 SF Violeta $3/SF, 135 SF Giallo 
Veneziano 16x16x3/8˝ $5/SF 360 SF. 
Please call 713-521-1414 for samples 
or email nick@eurostonemarble.com 
to inspect.

___________

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 
operators/sawyers, fabricators and 
countertop 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 through our 
website www.countertoprock.com.

_____________
 

MARBLELIFE is growing! Leverage 
your stone knowledge by joining the 
largest network of stone restoration 
and care specialists in North America. 
Career opportunities for techs, sales, 
GMs and owners. We Train! Grow at 
your pace. Opportunities throughout 
the US. Call now 888-991-3050 or 
visit us at www.marblelifefranchise.
com. 

_____________ 

_____________ 

MARBLELIFE is growing! Boost 
Your Income this Year. Join the largest 
network of stone restoration and care 
specialist in North America. Launch 
your own business, add services, or 
generate referral commissions. We are 
looking for partners throughout the 
US interested in growing. Looking 
for new franchisees in these areas: 
Washington, Oregon, Minnesota, 
Houston, TX, San Antonio, TX, 
Austin, TX, Charlotte, NC, and more! 
Call to inquire for more. Call now 
at 888-991-3050 or visit us at www.
marblelifefranchise.com. 

_____________ 

Business Opportunities

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

_____________ 

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

Readers Please Note:

TOUGH TOOLS

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

TOUGH TOOLS

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

METAL, GRANITE & MARBLE

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

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

METAL TIP

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

FOR USE 
IN ALL 
FABRICATION

For your subscription requests, 
address changes, and

FREE CLASSIFIEDS    
visit www.slipperyrockgazette.net

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

Thassos White Marble

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

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

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

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

Call for a quote 321-514-6845 or fhueston@aol.com

Stone Forensics is now offering custom, in-house training! Let us come to you 
and provide in-depth training in all 
aspects of: 

Our advanced training can result in increased 
job satisfaction, employee morale and motiva-
tion, and reduce turnover. Increase your capacity 
to adopt new technologies, and increase efficiency 
in processes resulting in better ROI and profits.

• Fabrication & Installation
• Repair & Restoration
• Countertop Polishing
• Historic Restoration
• Engineered Stone Repair
• Countertop Installation
• Stone Forensics & Stone 
 Failure Analysis

Dr. Fred Makes House Calls

• 11 KW PUMP UPGRADE 

• 2.35” PER SECOND DESCENT  

• 5.35” PER SECOND RETRACT

• 242 TON SPLITTING FORCE 

• 51” MAXIMUM OPENING             

• 39.37” BLADE LENGTH

• 22.2” SPLITTING HEIGHT 

• TESTED and PRESSURES SET PRIOR TO SHIPPING

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

www.ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

MENHIR 220 
1000 X 600 

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9089/
http://www.slipperyrockgazette.net/index.cfm/m/13/fuseaction/listing.listingForm
mailto:nick%40eurostonemarble.com?subject=Greek%20marble%20Sale
mailto:info%40countertoprock.com?subject=Foreman-templator%20Help%20Wanted
mailto:info%40countertoprock.com?subject=Foreman-templator%20Help%20Wanted
http://www.countertoprock.com
http://www.marblelifefranchise.com
http://www.marblelifefranchise.com
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6765/
http://www.eurostonemarble.com
mailto:bmoore%40mooretechnicalservices.com?subject=r.e.%20Your%20ad%20in%20Slippery%20Rock
mailto:fhueston%40aol.com?subject=In%20house%20training
mailto:ApexEquipIntl%40Aol.com?subject=Steinex%20Menhir%20Ad%20in%20SRG
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
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The Slippery Rock Marketplace
He drove around the 

neighborhood looking for 
the 7-year-old bichon, to 
no avail. Rodriguez as-
sumed Zoey was gone for 
good.

His sister and her fam-
ily were devastated when 
they found out.

“I did nothing but cry all 
day,” Monica Newhard 
said.

Newhard said it’s not 
unusual to see eagles, 
given her home’s proxim-
ity to the river. She also 
suspected they occasion-
ally grabbed one of the 
rabbits that lived under 
her shed. But it didn’t 
occur to Newhard that any 
of her four dogs would be 
in danger.

Heartbroken, she and 
her husband scoured the 
woods for Zoey’s body. 
Little did they know their 
bitty bichon would be 
found later that afternoon 
— a full four miles away.

Zoey’s rescuer was 
Christina Hartman, 51, 
who said she was driv-
ing on a snow-covered 
back road when she spot-
ted a furry white lump 
ahead and pulled over to 
investigate.

“I notice this little fro-
zen dog, icicles hanging 

Quality material handling equipment

ALL NEW
EDGE SEAMER

learn more  
www.omnicubed.com

www.wilsonsaws.com 
Manufacturing Stone Processing 

Equipment Since 1982.                        
706-213-6725 

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

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”

When Dogs Fly
Continued from page 18

from all over. It could 
hardly move,” Hartman 
said.

She scooped up the 
whimpering pooch, 
wrapped her in a blanket 
and took her home, feed-
ing the dog two bowls of 
chicken-and-rice soup. 
Gradually, the bichon 
warmed up and began 
to show some spunk. 
Hartman noticed several 
small wounds on the back 
of her neck, and the dog 
walked with a limp. She 
had no collar.

“This dog belongs to 
a family, and I’m gonna 
find out who owns it,” 
Hartman told herself.

It didn’t take long. She 
spotted Newhard’s pub-
lic Facebook post that 
Wednesday morning — 
Newhard had uploaded 
a photo of Zoey — and 
made an excited call.

“I said, ‘It’s a miracle! I 
have your dog!’”

Zoey had bruises and a 
few missing patches of fur. 
It’s not clear how far the 
eagle might have carried 
the dog, but Rodriguez 
said he can’t believe Zoey 
survived.

“She is not really her-
self, but she is getting lots 
of love,” his sister texted 
the AP later. “She doesn’t 
want to go out ... I really 
can’t blame her.”

“Hope is a good Breakfast, 
 but it is a poor Dinner.”
— Francis Bacon

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

mailto:ned%40nedshawmachinery.com?subject=SASSO%20repair
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When you use the Stone Pro 
SR2 Vacuum Support Rail System

Have you ever done the fabricator’s “twist and shout?”
Imagine you’re carrying a sink section of countertop and suddenly you twist the 

slab a little too much, hear a crack and shout in frustration. That’s what the twist 
and shout is all about. Fortunately, it doesn’t have to be this way thanks to this 
brand new system.

The SR2 Support System adds rigidity to sink cutouts so you can avoid the 
dreaded “twist and shout.”

No one in the stone industry has a system like this that can vacuum to stone that 
has a textured surface. It also works great on polished stone surfaces as well.

SR2 Retro Fit 
Rechargeable Cup

No More

Twist and Shout…

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

NOW
WITH

RECHARGEABLE

BATTERY

 Item # Description OUR Price 

 2743 Stone Pro SR2 Combo Pack Vacuum Support $597.95
  Rails With Rechargeable Cups, Includes:
  (1) 3-1/2 Ft Rail, (1) 7 Ft Rail, (1) Charger
  (4) Suction Cups, including one rechargeable master cup

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

Continued from page 22

Focus on Women in Stone: Sales
“We have a great, sup-

portive team and group of 
women colleagues at MSI. 
Our showroom sales team 
is a mix of male and female, 
however, for example, our 
top writer is a woman, and 
what makes her so good is 
that she listens to her cus-
tomers’ needs closely. Often 
as designers and women, we 
may have an edge on what 
works and what looks great. 
I see the sales team every day 
pull off a pristine backsplash 
and much more by aligning 
the client’s needs for a per-
fect, coordinating floor and 
tying everything together. 
For myself in wholesale 
sales, one of my strengths 
is to help fabricators de-
sign their showrooms with 
new, top-trending material, 
helping to create that dream 
kitchen look. I have found 
this helps drive the com-
plete project, increasing the 
budget for the homeowner 
and often demonstrating in 
the showroom that the com-
pany’s workmanship is on-
trend, or familiar with classic 
aesthetics. 

“One of our top New 
England accounts is owned 
and operated by a women. 
I asked Dorothy Ernst of 
Stoner Creations New 
Hampshire, what her secret 
was and how she kept stay-
ing on top and fresh. She 
said that she had a wonder-
ful team, and that together 
we all achieve more, and 
that she looked to Europe 
which was usually five years 
ahead of the U.S., and then 
to California, which was five 
years ahead of the East, and 
this learning curve trend gave 
her the leg up she needed to 

always have the newest looks 
in her showroom.” 

I asked what advice Holly 
might have for women who 
are interested in getting more 
involved in the tile and stone 
industry and what she is ex-
cited about moving forward. 
Holly enthusiastically re-
plied, “This industry is fun, 
exciting and also needs more 
women contributors in all 
aspects. If you think about 
it, people start their day in 
the bathroom and finish in 
the kitchen. Having beauti-
ful tile and stone materials 
in the home, workplace or 
public spaces helps adjust 
the contentment we feel in 
our environment, or for our 
home. Attitudes are built 
by these feelings of joy and 
happiness in one’s surround-
ings. Not only do these two 
rooms also help sell homes 
and buildings that are on the 
market, but almost always 
prove a good investment all 
the way around by customers 
and businesses. I also say be 
a sponge, learn everything 
there is to learn about your 
trade, and stay educated and 
involved. I recommend join-
ing an organization like the 
Natural Stone Institute and 

possibly your builders or de-
signers local chapter to get 
involved and stay passionate 
about your work.” 

Holly Nelson from MSI 
was not only knowledgeable 
about the tile and stone in-
dustry, but also a genuinely 
kind, passionate and positive 
person. Holly’s approach to 
sales and supporting her cli-
ents was awe-inspiring and 
influential. She has facili-
tated an educational class for 
the Natural Stone Institute, 
MIA+BSI program and I 
hope she will offer many 
more soon. 

I appreciated getting to 
know Holly even more and 
the MSI team. MSI should be 
recognized as a pioneer sup-
porting “women in stone.” I 
also enjoyed the opportunity 
to interact with the wom-
en-led management at MSI 
and their superior expertise 
relating to sales and account-
ing. MSI is a company built 
on embracing inclusivity and 
supporting individuals based 
on equal opportunity, and 
progressively looks forward 
at our industry’s next steps. 

In May, I will continue 
with the Women in Stone 
series. 

“Who threw that?”

© MARK ANDERSON. www.andertoons.com

MSI offers a wide variety – over 1,000 slab material SKUs.

Left to Right: Meica Kelly, product promoter MSI; Sara, designer Cape Cod 
Kitchens; Kate Marchisio, Cape Cod Lumber; Linda Baldwin, Cape Cod Lumber; 
Toni Campbell, Cape Cod Lumber; Holly Nelson, MSI/MIA Speaker 

Shop www.braxton-bragg.com for Stone Pro SR2 Support Rail System Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Continued from page 19

Arizona Tile

“So we are active, the 
markets are good, and we 
are getting great responses 
from our trade partners. 
Many are hiring and in-
vesting in their company 
for equipment, trucks or in-
stallers. Some come to me 
and say, ‘We are looking 
for a crew. Do you know 
anybody?’ We try and stay 
out of this, but it’s a good 
sign for 2018 and where we 
are headed. So I think we’ll 
have another solid year.” 

As for Mark’s dad, John 
Huarte, he retired 10 years 
ago, stays extremely active 

by getting up at 4:30 am 
and hiking four miles to the 
beach to his favorite area. 
He’ll then welcome the 
new day by sipping coffee 
and reading the Wall Street 
Journal. John also shows up 
at corporate meetings twice 
a year to check in on how 
the culture and the direction 
of the company he created 
is going.

As for Mark’s mother, 
Eileen is enjoying her 13 
grandkids, teaches religious 
education at Corpus Christi 
Catholic Church in Pacific 
Palisades, and is currently 
busy building a new home 

from the ground-up while 
working hand-in-hand with 
the builder. 

Arizona Tile is an active 
member of the AIA, ASID 
CTDA, NTCA, NKBA, 
NAHB, US Green Building, 
NARI, BIA, NKBA, MIA 
and HBA.

2018 Shows they will be 
attending are the HD Expo, 
May 2-4 in Las Vegas, 
Nevada; PCBC, June 
27-28 in  San Francisco, 
California; and Metrocon, 
August 9-10 in Dallas, 
Texas.

For more information 
visit www.arizonatile.com .

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 March 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

Metropolis Grey quartz (island and counters) is often specified to give residential 
kitchens a modern, urban-industrial look update.

Aequa Silva porcelain floors, paired with Monte 
Cristo Satin granite counters, bookmatched island

Shop www.braxton-bragg.com for the Makita Combo Kit Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8449,6684,11245/
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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

So: Why Did 
She Cross 
the Road?

IT  was a race against the 
cluck as California 

Highway Patrol officers scram-
bled to rescue nearly 20 chick-
ens that ran through highway 
lanes near Los Angeles.

The agency says the birds 
blocked a portion of Interstate 
605 in the Norwalk area one 
Tuesday morning after their 
cage fell from the back of a 
truck.

The agency tweeted photos 
and video of the chickens on 
the highway and a motorcycle 
officer collecting them.

Officers managed to rescue 
17 birds. Two died.

One tweet asked: “Why DID 
the chickens cross the road? 
Because they obviously did 
not want to become ‘fast food’ 
on an LA area freeway, of 
course!”

The driver transporting the 
chickens was unaware that the 
birds fell off the truck and did 
not stop.

________________

An Interesting Way to 
Make Guacamole

 

About 40,000 pounds 
of avocados spilled 
across a major inter-

state in Central Texas when the 
big rig hauling them crashed 
and caught fire.

WFAA-TV reports that 
the spill in Forreston, Texas, 
one Thursday snarled traffic 
and diverted drivers, closing 
Interstate 35E for three hours. 
The 18-wheeler went up in 
flames.

The Texas Department of 
Public Safety has not released 
the cause of the incident or the 
condition of the driver.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the New Elipse 6-step Polishing System
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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

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

Manufactured By

Alaska Airlines is call-
ing in an exterminator 

after the company says a rat 
boarded one of its planes at 
Oakland International Airport 
in California and forced it to 
cancel the flight.

The airline says passengers 
were boarding the Portland, 
Oregon-bound flight one 
Tuesday when the rat was ob-
served jumping from the jet 
way onto the plane.

Passengers already on board 
came off, and the plane was 
taken out of service. Most of 
the 110 passengers sched-
uled to take the flight were 
rebooked on a later flight to 
Portland.

Alaska Airlines says it will 
resume using the plane when 
a professional exterminator 
certifies it is rodent-free. The 
aircraft will also be inspected 
for any damage.

________________

Rats in D.C.? 
Imagine That

Any mists spotted 
rising over the 
swamp may just be 

Washington wielding its new-
est weapon in its never-ending 
war on rats: dry ice.

The District of Columbia’s 
rodent control division’s pro-
gram manager, Gerard Brown, 
tells The Washington Post the 
frozen form of carbon dioxide 
complements the poison the 
city uses, as reported rat com-
plaints reach a four-year high.

Last month, Brown and 
Mayor Muriel Bowser over-
saw a demonstration in which 
health department staffers 
stuffed dry ice into a northeast 
Washington alley rat hole. As 
the ice smoked, the emanating 
carbon dioxide suffocated the 
rats, according to Brown’s 
explanation.

Residents are encouraged 
to purchase their own dry ice. 
The city is working on usage 
guidelines.

Department of Energy and 
Environment Director Tommy 
Wells says dry ice is rela-
tively humane, cheap and pet-
friendly — just not so friendly 
to rats, apparently.

Rats in the News

©
 M

A
R

K
 A

N
D

ER
SO

N
. w

w
w

.a
nd

er
to

on
s.

co
m

“I’m not sure about a merger, but maybe a crossover event.”
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“Great nations write their
autobiographies in three
manuscripts: the book of their 
deeds, the book of their words, 
and the book of their art.”
– John Ruskin

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8450,9409/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9409/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8450,9409/
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Limestone – A Tropical Seabed 
Brings Us a Practical Stone

Karin Kirk 
www.usenaturalstone.comTravel with me, if you 

will, to the Mississippian 
Period, 330 million years 

ago.  A vast, tropical sea occupied 
most of the U.S. The weather was 
warm, even hot, due to the fact 
that North America was parked 
over the equator, far south from 
our present, somewhat chilly 
location.

The water was warm, crys-
tal clear, and not too deep. The 
sea teemed with life: coral-like 
bryozoans fanned in the currents, 
snails grazed along the sea floor, 
and sharks patrolled the waters. 
The sediment at the bottom of the 
sea was a mixture of shell frag-
ments and lime mud, with gentle 
waves rolling limestone pellets 
into rounded grains. Sounds kind 
of nice, doesn’t it?

This inland sea left behind 
a blanket of limestone hun-
dreds to thousands of feet thick. 
Mississippian-age limestones 
cover huge swaths of the U.S., 
creating famous building stones 
in Indiana, caves in Kentucky, 
the prominent Redwall Limestone 
in the Grand Canyon, and the fa-
miliar Madison Limestone cliffs 
throughout the mountains of 
western Montana.

So, next time you come face-
to-face with a limestone slab in 
a showroom, pause and indulge 
yourself with a little mental time 
travel to the prehistoric, balmy 
ocean that created this stone.

A Practical Building Stone
Quarries throughout the 

Midwest have been making use 
of the Mississippian seabed for 
nearly 200 years. Skyscrapers, 
universities, and city buildings 
from coast to coast are clad in 
limestone, primarily quarried 
from Lawrence, Monroe, and 
Owen counties in Indiana. There, 
a 60-foot thick layer of Salem 
Limestone produces a uniform, 
non-layered, grey stone with a 
smattering of fossils.

Salem limestone is used in all 
50 states, on buildings as utili-
tarian as post offices, as soaring 
at the Empire State Building, 
and as robust as the Pentagon. 
Look around your own city and 
see if you can spot some Salem 
Limestone. It’s far from flashy, 

and at first it looks a lot like con-
crete. But sidle up and look close, 
and you’ll see fossil fragments. 
Be warned though, that people 
will think you’re a little nuts 
when they watch you press your 
nose up to the post office!

Thanks to our former inland 
seas, the US is home to many 
limestone quarries, generally 

the shells dissolve into the seawa-
ter for a while, before settling out 
as very fine lime mud. In either 
case, the sediments pile up in lay-
ers and eventually get compressed 
enough to form solid stone. If you 
look close at a few different lime-
stones you can usually recognize 
some of the common ingredients:

Shell and fossil fragments, 
which look like whole shells, 
parts of shells, or bits of other in-
teresting shapes.

Eramosa limestone: 
lovely, uniform lay-
ers with ripples, like 
a cross-section of 
seabed – which it is.

A dramatic backdrop for the Empire limestone quarry in Indiana.

Fossil in the limestone floor 
at the Vermont Statehouse. Please turn to page 38

these are formed in deeper parts 
of the sea where the currents are 
sluggish.

Limestone is not just an ar-
tifact of ancient seas. It forms 
today in places like the Florida 
Keys and the Bahamas. Enticing 
images of tropical beaches show 
milky-hued, blue-green seawa-
ter; the light color is from cal-
cite dissolved in the ocean water. 
Eventually, that will settle to the 
sea floor and make a new layer of 
limestone.

Meet Limestone’s Cousin 
– Dolomite

Dolomite is a variation of lime-
stone that has a slight chemical 
difference. While limestone is 
made of calcium carbonate, do-
lomite is calcium-magnesium 
carbonate. Dolomite does not 
etch quite as readily (it takes a 
few minutes instead of happen-
ing immediately) and is a teeny 
bit harder. Essentially though, 

limestone and dolomite are basi-
cally interchangeable.

Limestone Colors Are 
Soft and Uniform

While all limestones form simi-
larly, the stone can take on a range 
of colors and patterns. You’ll find 
limestone that’s tan, pale yellow, 
pink, deep red, gold, grey, brown, 
or black. The stone can have a uni-
form color, like Texas Pearl and 
Belgian Blue, or patterned with 
bold veins, like Grigio Carnico.

Pink, buff, and light yellow 
limestones evoke a tropical, 
beach-house look, which is fit-
ting considering the origins of 
the stone. Limestones quarried in 
Texas such as Desert Sunset and 
Cedar Hill Cream can fit the bill 
when seeking a natural stone in a 
bright, sunny color.

But limestone is versatile. The 
even tone, lack of speckles, and 
quiet patterns offer a sleek aes-
thetic that can be hard to find in 
natural stone. Pietra Cardoso or 
Silver Beige Vein Cut are two ex-
amples of limestones that could 
play well in contemporary designs.

Textures, and Layers, and 
Fossils, Oh My!

Just like people, some lime-
stones lead a more complicated 
life than others. Limestones that 
have the misfortune of living near 
a fault are subjected to stresses 
that cause the stone to fracture in 
place. Calcite carried by ground-
water glues the pieces back to-
gether, and the rock slowly fixes 
itself. This whole process happens 
underground, and the resulting 
rock is still strong and usable, 
and is especially beautiful. The 
geologic term for this is breccia, 
which is reflected in names like 
Breccia Paradiso and Breccia 
Oniciata.

Crystalline limestone fills in 
the spaces between the other 
ingredients.

Fine-grained limestone, these 
smooth-looking stones don’t 
have visible fragments. Typically, 

Limestone pellets, (called oo-
litic limestone) which look like 
sand grains, but are made out of 
calcite instead of quartz sand.

arranged in a north to south band 
through the country’s midsec-
tion. (The Mississippian Period 
is named because these rocks 
are plentiful in the Mississippi 
River valley.) Texas, Kansas, 
Indiana, Illinois, Minnesota, and 
Wisconsin all produce architec-
tural limestone, satisfying a need 
for locally derived, native stone 
that has not traveled halfway 
around the globe.

Limestone Forms in 
Tropical Seas

Most limestones form in the 
same basic way. They are made 
of shells, fragments of corals and 
similar creatures, and the teeny 
tiny shells from plankton. All of 
this stuff is made from calcite – 
calcium carbonate – an abundant 
mineral in geology. When the 
marine creatures die, their shells 
drift to the sea floor. Sometimes 
currents and waves grind the 
shells into pieces. Other times, 

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

http://www.usenaturalstone.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Up to 300% Longer Life...
Designed to give you professional results using Hercules, Master, Magnum, and Sector, when fabricating stone 
countertops. These fabricator-tested router bits use a special manufacturing process that bonds an extra-thick 
layer of diamond abrasives to help you achieve great results, and up to 300% longer life.

Position 1 is a Metal Bond/Sintered Router Bit. This very aggressive and long lasting first step is used for quick 
stock removal and rough edge shaping. Supplied with 2 bearings. The first bearing is over-sized to allow the 
second tool to refine the profile edge. The second bearing is used when only using the first profile bit.

Position 2 is a Metal Bond/Sintered Router Bit. This second step removes lines, leaving a smooth, honed finish 
on the edge making it ready for polishing.

• Position 1 comes with 2 bearings
• Use pos. 1 bearing when following it with pos. 2 wheel
• Recommend running speed is 9,000 RPM
• 6mm layer of diamonds for long tool life
• Same geometry as Viper CNC profile wheels
• 8 & 10mm bolts included with all bits

2cm Radius 
Router Bits

 Item # Description   OUR Price

 55000 Viper A-20 (2cm), Radius Router Profile Wheel, Pos. 1   $179.95

 55001 Viper A-20 (2cm), Radius Router Profile Wheel, Pos. 2    $161.95

Pos. 1 Pos. 2

3cm Radius 
Router Bits

 Item # Description   OUR Price

 55020 Viper A-30 (3cm), Radius Router Profile Wheel, Pos. 1   $270.95

 55021 Viper A-30 (3cm), Radius Router Profile Wheel, Pos. 2    $251.95

Pos. 1 Pos. 2

2cm Demi 
Bullnose  

Router Bits
 Item # Description   OUR Price

 55002 Viper B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 1   $252.95

 55003 Viper B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 2    $246.95

Pos. 1 Pos. 2

3cm Demi 
Bullnose  

Router Bits
 Item # Description   OUR Price

 55004 Viper B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 1   $337.95

 55005 Viper B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 2    $330.95

Pos. 1 Pos. 2

2cm Bevel  
Router Bits

 Item # Description   OUR Price

 55010 Viper E-20 (2cm), Bevel Router Profile Wheel, Pos. 1   $213.95

 55011 Viper E-20 (2cm), Bevel Router Profile Wheel, Pos. 2    $203.95

Pos. 1 Pos. 2

3cm Bevel  
Router Bits

 Item # Description   OUR Price

 55012 Viper E-30 (3cm), Bevel Router Profile Wheel, Pos. 1   $307.95

 55013 Viper E-30 (3cm), Bevel Router Profile Wheel, Pos. 2    $288.95

Pos. 1 Pos. 2

2cm Ogee  
Router Bits

Pos. 1 Pos. 2

 Item # Description   OUR Price

 55006 Viper F-20 (2cm), Ogee Router Profile Wheel, Pos. 1   $227.95

 55007 Viper F-20 (2cm), Ogee Router Profile Wheel, Pos. 2    $217.95

3cm Ogee  
Router Bits

Pos. 1 Pos. 2

 Item # Description   OUR Price

 55008 Viper F-30 (3cm), Ogee Router Profile Wheel, Pos. 1   $275.95

 55009 Viper F-30 (3cm), Ogee Router Profile Wheel, Pos. 2    $221.95

2cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description   OUR Price

 55014  Viper V-20 (2cm), Full Bullnose Profile Wheel, Pos. 1   $235.95

 55015 Viper V-20 (2cm), Full Bullnose Profile Wheel, Pos. 2    $232.95

3cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description   OUR Price

 55016  Viper V-30 (3cm), Full Bullnose Profile Wheel, Pos. 1   $361.95

 55017 Viper V-30 (3cm), Full Bullnose Profile Wheel, Pos. 2    $342.95

4cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description   OUR Price

 55018  Viper V-40 (4cm), Full Bullnose Profile Wheel, Pos. 1   $397.95

 55019 Viper V-40 (4cm), Full Bullnose Profile Wheel, Pos. 2    $379.95

5cm Straight Z 
Profile Router Bit

 Item # Description   OUR Price

 10459  Viper Z-50 (5cm), Straight Z Router Profile Wheel,   $190.95
  Pos. 1, 36 Grit, 2” OD x 2” H, 9,000 RPM Max

DESIGNED 

FOR ALL

ROUTERS!

CALL 

800-575-4401

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10874/
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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/m/1/fuseaction/store7catalog.level/bc/0,8459,10476,8769,10476/
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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“We always pay 
dearly for  

chasing after  
what is cheap.”  

—Aleksandr 
Solzhenitsyn 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

This is Not an 
 eharmony® Moment

Authorities say an intoxi-
cated Dallas woman who 

was on a first date with a promi-
nent Houston trial lawyer caused 
at least $300,000 in damage to 
his art collection, including two 
Andy Warhol paintings.

Lindy Lou Layman, 29, was 
arrested one Saturday on crim-
inal mischief charges after her 
date with Anthony Buzbee. She 
was released on $30,000 bond. 
Online court records don’t list an 
attorney for her.

Prosecutors say Buzbee, 49, 
told investigators that Layman 
got too intoxicated on their 
date, so he called her an Uber 
after they returned to his home. 
Buzbee said Layman refused to 
leave and hid inside the home, 
and that when he found her and 
called a second Uber, she got 
aggressive.

Authorities said she tore down 
several paintings and poured 
red wine on some while yelling 
obscenities. She also allegedly 
threw two $20,000 sculptures 
across the room and shattered 
them.

The damaged Warhol paintings 
were each valued at $500,000 in 
court documents.

Buzbee has represented 
high-profile figures, including 
former Texas Gov. Rick Perry in 
an abuse-of-power case. Then-
candidate Donald Trump also 
visited his home in 2016 when 
Buzbee held a fundraiser and do-
nated $250,000 to Trump’s pres-
idential campaign.

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9947,10718/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9947,10718/
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Limestone

Some limestones have layers; 
some don’t. The layering reflects 
the currents and tides of the ocean 
where it formed. Layered lime-
stones can have an architectural 
look to them, like the Eramosa 
Limestone (read more about 
this and other striped stones). 
Limestones without layers are 
better for the large blocks that 
are used in buildings, sculptural 
works, and monuments. The 
non-layered quality of the Salem 
limestone is one of the reasons it’s 
so widely used.

Perhaps the most exciting types 
of limestones are the ones with 
unmistakable evidence of their 
origins: fossils! Some slabs, like 
Sea Grass, offer a cornucopia of 
shells and shell fragments, like 
you’d find under your toes as 
you stroll along the beach. Other 
slabs might have a lone fossil or 
two, seemingly adrift in a lonely 
ocean. But by far the best is 
Fossil Black limestone, featuring 
an army of fossil nautiloids that 
look like they’re swimming in 
formation. Mounting this stone 
vertically gives the illusion of 
the sea creatures swimming in 
the ocean, rather than lying on 
the ocean floor (which, sadly, is 
how the stone actually formed). 
But hey, forget the somber reality 
and celebrate the vivid picture of 
these ancient squid-like creatures, 
zipping through the water with jet 
propulsion.

It’s worth noting that Fossil 
Black (sometimes called Black 
Fossil, just to keep you on your 
toes) is often classified as a mar-
ble, but it isn’t. Marble is a met-
amorphic version of limestone. 
The process of metamorphism 
wipes out the fossils. So if your 
slab has a fossil in it, it’s lime-
stone, not marble.

Limestone: 
Properties and Uses

As with all stones, it’s best to 
match the natural properties of 
the stone with the way you intend 
to use it.

The most common architec-
tural use of limestone today is 
in building stone and floor tile. 
Limestone also makes a beauti-
ful backsplash, tabletop, or van-
ity. It can be used as a kitchen 
countertop, as long as you treat it 
gently, or you don’t mind a pa-
tina-type surface that reflects the 
real-world use that a countertop 
gets.

Limestone is made of calcite 
(as is marble, Travertine, and 
onyx). Its hardness is 3 on Mohs 
hardness scale, which means 
it’s softer than glass and knife 
blades, but harder than a finger-
nail. Calcite etches when in con-
tact with commonly used acidic 
liquids, like pickle juice, vinegar, 
and your favorite red wine.

The porosity of limestones var-
ies widely. Some have not been 

appreciate the Fond du Lac stone 
because it’s easy to work with and 
readily available. The widespread 
use of this native stone throughout 
the region helps unify the local 
landscaping and lends a sense of 
place.

Amid the glamorous, dramatic 
stones that grab our attention, 
there is something reassuring 
about limestone. Its local prove-
nance and undemanding aesthetic 
offer a refreshing alternative; 
the reliable girl-next-door rather 
than the Instagram sensation. 
Limestone quietly does its job – 
as a building stone, garden edge, 
or tile – bringing a bit of the quiet, 

Continued from page 34

tropical sea into our everyday 
lives.

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 2018 and is a regular 
contributor to usenaturalstone.
com and the Slippery Rock 
Gazette.

Fond du Lac dolomitic limestone.   Photo courtesy Buechel Stone.

Seagrass limestone is quarried 
from a bedrock quarry in Eflani, 
Karabük, Turkey. This sedimen-
tary stone was formed on shallow 
sea beds from Monsoonal rains 
washing minerals, plants and 
animals into the sea. It is com-
posed mainly of calcite calcium 
carbonate. Structurally, Seagrass 
is a very hard limestone. Some 
common characteristics visible in 
this limestone are quartz veins, 
grey portions and many fossilized 
shells in each piece.  

Photo courtesy Arizona Tile

Silver Beige vein cut limestone.    Photo courtesy Arizona Tile

Indiana Limestone Company, quarry face.     
Photo courtesy Indiana Limestone Company

Left: The Biltmore 
estate mansion in 
North Carolina is per-
haps the most famous 
private residence in 
America. It was con-
structed with Indiana 
Limestone from the 
Dark Hollow quarry 
near Oolitic, Indiana. 

buried deeply nor compressed 
much. Others have been through 
the wringer and have been 
squeezed enough to make them 
dense. The porosity or absorption 
rate of limestones is sometimes 
listed in the specs for a stone. In 
all cases, limestone should be 
sealed to reduce the likelihood of 
staining.

A Natural Feel
A stroll through just about any 

Wisconsin and Minnesota neigh-
borhood will feature limestone 
walls, paths, patios, or edging 
hewn from the popular Fond du 
Lac dolomitic limestone. The 
stone’s natural layers lend them-
selves to stacking or using as 
paving stones. The stone can be 
sawn into neat shapes or left in 
rough pieces, adapting itself to 
either a formal look or an easygo-
ing, naturalized feel. DIYers can 

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

http://www.usenaturalstone.com
http://www.usenaturalstone.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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Call 800-575-4401
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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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8710/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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IT #255

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

*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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10717/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11360/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10717/

