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IF you’re one of the old 
guard in the stone indus-

try, you’ll remember that Alpha 
Professional Tools® brought us 
out of antiquated edge polish-
ing methods and into the future 
with the introduction of resin 
diamond pads. Decades later, 
Alpha Professional Tools® is 
still a major player in tools and 
equipment for stone fabrication, 
with an exciting next generation 
of products focused on safety and 
efficiency.             

Alpha Professional Tools® Peter Marcucci
Photos by Peter Marcucci 
And Courtesy Alpha 
Professional Tools®

   
Located in New Jersey for 

over 32 years, the company has 
not forgotten its roots. Through 
the continuing leadership of its 
founder, Nao Takahashi, both 
large and small shops looking 
for efficient, OSHA-compliant 
throughput need look no fur-
ther than Alpha® for some of the 
best-designed tools in the indus-
try. An added bit of breaking 
news: Alpha Professional Tools® 
is once again available through 
Braxton-Bragg, known for of-
fering cutting-edge products for 
granite, marble, tile, polished 
concrete and stone restoration. 
In this exclusive interview, the 
Slippery Rock Gazette is honored 
to present Nao Takahashi’s story.

“I moved to the Los Angeles 
area in 1979 after acquiring my 
bachelor’s degree at Kanagawa 
University in Yokohama, Japan,” 
recalled Nao. “I then attended 
UCLA for a semester and soon 
after had a chance to take a job at 
Pearl Abrasive Co. I was young 
and ambitious, and very happy to 
have this opportunity from Mr. 
Gordon Pearlman. I started out in 
the warehouse and then went into 
sales which eventually led me 
to New Jersey to open up a new 
Pearl Abrasive location.”

Please turn to page 7

Alpha Professional Tools® 
has just celebrated its 32nd 
Anniversary in business, and 
is still a leading innovator in 
stone and tile tool manufactur-
ing. From left: Mindy Wessel, 
General Manger, and Nao 
Takahashi, President of Alpha®.

Please turn to page 8

Aaron Dahnke of NSI Talks About Training

Shannon CareyNatural Stone Institute is 
hard at work creating 
quality online courses, 

not just for their members, but 
for all stone professionals.

The NSI Online University 
launched in November 2016, 
and in the first year more than 
1,000 classes had been taken. 
Today, total class downloads 
are almost 3,800 with 856 total 
users, and growing.

NSI education manager Aaron 
Dahnke said the online courses 
are meant to supplement NSI’s 

And NSI has kept adding to 
that core list of classes, including 
sales training, technical courses, 
geology courses, and of course 
more safety classes. Notable 
class tracks include chemistry 
of adhesives, continuing edu-
cation credits for architects and 
designers, and basics of water 
recycling.

Training & Education

In the early 1980s, the fabri-
cation industry’s need for more 
efficient blades and grinding 
wheels was growing, explained 
Nao. “When Pearl Abrasive in-
troduced dry diamond blades, 
this opened up a lot of markets 
in the United States. At this point 
the fabrication industry was so 
small that nobody was really 
paying attention. Design and fab-
rication trends, however, were 
changing.” 

It was only a few short years 
later when Nao had a vision of 
offering state-of-the-art, private 
label abrasives for stone to major 
power tool companies.

“I had the opportunity to sup-
ply abrasive cut-off wheels, dia-
mond blades and carbide cutting 
blades to companies like Black 
& Decker, AEG, and Homelite. 
Around this same time, Makita 
came to the U.S. market, hitting 
these and other manufacturers 
hard, mostly due to the high-
er-performance, thin kerf carbide 
blade that Makita supplied with 
their tools.”    

Black & Decker soon realized 
this, and Nao was chosen by 
them to fully revise a segment 
of the company’s products, he 
explained. “I became involved 
with updating their entire project 
starting with marketing and qual-
ity control and eventually their 
manufacturing and packaging; 
basically the whole nine yards. 
Looking back, this was a great 
experience to learn the business 
of using overseas resources, and 
the basis of my knowledge to 
start Alpha Professional Tools®. 
I was very lucky at this point, be-
cause Japanese products had es-
tablished a high quality image.” 

NSI Online University Course Offerings 
Keep Growing

on-site education and conven-
tion workshops.

“We wanted something that 
would allow people to build a 
baseline of education before 
coming to those events,” he said. 
“We started with over 100 safety 
courses formed by a safety com-
mittee of over 30 companies. In 
the first iteration, we had nine 
safe slab handling classes, 42 
toolbox talks and also all classes 
translated into Spanish.”

The Slippery Rock Gazette Presents a Behind-the-Scenes 
Look at an Industry-Leading Company

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

http://www.braxton-bragg.com/
http://www.slipperyrockgazette.net


2 |  September 2018 Slippery rock Gazette

asked if I could build a stone wall, 
and I said, ‘Yeah, sure! Why not!’ 
It wasn’t very big, and I built it 
all by myself. As time passed, the 
company continued getting more 
landscaping jobs, including stone-
work, and it was me doing all of 
those, too. I was the only one who 
was doing stonework in the area, 
and that’s how it all started.”

With lots of experience under 
his tool belt, during summer of 
1988, Dan was living out of his 
van while building a large stone 
wall at the Kennebec Journal in 
Augusta, Maine. That was when 
he met Jill. “That wall was built 
with over 200 tons of stone quar-
ried from the Blue Rock Quarry 
in Sidney, Maine,” continued 
Dan. “Not one stone was more 
than  three inches thick, and some 
parts of the wall were six feet tall. 
Jill was a photographer for the 
Kennebec Journal, and she asked 
me out on a date.” (Laughing 
in disagreement at this point, 
Jill interrupted saying, “Excuse 
me! I think it was the other way 
around!”) 

Then, according to Dan, all of 
a sudden landscapers began get-
ting in on the local stonework. 
Anyone with a pickup truck and 
a wheelbarrow could be a stone-
mason and, unfortunately, by 
1989, Dan’s employer went out 
of business. 

I was greeted at Dan Ucci’s 
workshop by two warm 
smiles and a rock-crush-

ing handshake. The 53-year-old 
mason possessed a young man’s 
strength and a trustworthy smile–
huge assets in the stone business. 
Dan’s wife, Jill, was the other 
friendly smile. Dan and Jill own 
Ledge Hill Creations, a family 
owned and operated masonry 
business with over a quarter 
century of quality craftsmanship, 
located in Pittston, Maine.

Growing up in Lancaster, New 
York, Dan’s only connection to 
Maine prior to doing stonework 
was planting trees while attend-
ing college. Unfortunately, it 
was a brief downturn of events, 
including an auto accident that 
brought him closer to his life-
long trade. Dan would probably 
tell you he was caught between a 
rock and a hard place at the time. 
“I moved to New England to go 
to Unity College in Unity, Maine 
wanting to be a fish biologist,” 
recalled Dan. “I then got into a 
car wreck in August 1981 and 
didn’t finish school. Soon after, I 
began milking cows, and then by 
fall of 1982 went out west with a 
friend and worked for a landscap-
ing company for awhile.” 

When Ucci returned to Maine, 
he really began his career in 
stonework while working for 
Applewood Landscape and 
Nursery in the greater Augusta 
area. “We were on a job and some 
people wanted a stone wall built,” 
he continued. “This was the mid 
1980s, and I was in my 20s. 
Anyway, the guys I worked for 

Stone Mason and 
Artist Dan Ucci

Peter Marcucci
Photos by Jill T. Greenlaw, 
and Peter Marcucci
 

Please turn to page  34

Fortunately, Ucci loved what he was doing at 
this point, and continued his burgeoning and pros-
perous trade. 

“After Applewood Landscape and Nursery went 
bankrupt, I took over their stone contracts. They 
were mostly stone walls and patios. Upon com-
pleting those contracts, word-of-mouth advertis-
ing just took things from there, and I continued 
doing mostly landscaping stonework. 

Above: Monolithic construction and landscaping, 
this bunker for a pool and hot tub in Cape Elizabeth, 
Maine is made of local granite and was quite a chal-
lenge for Dan and crew. Photo: Jill T. Greenlaw

Right: “Crescent,” Granite and bronze

Below, left: Artist and mason Dan Ucci hard at it at 
the First Viles Arboretum Sculpture Symposium in 
Augusta, Maine during September of 2014. Dan also 
sits on the committee that began the concept of 
producing stone sculpture on the premises. 

Below right: Form meets function and utilitarian art 
is the result of this fireplace that embellishes this 
Edgecomb, Maine residence. Photo: Jill T. Greenlaw

Jill T. Greenlaw (2)
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“The property of 
the people belongs 
to the people. To 
take it from them 
by taxation can-
not be justified 
except by urgent 
public necessity.
Unless this princi-
ple be recognized, 
our country is no 
longer secure, our 
people no longer 
free.” 
— Calvin Coolidge               

Call 1-800-575-4401 or Order Online 
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!
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Na t u r a l  S t o n e 
Institute is pleased 
to announce that 

Michael Picco (PICCO 
Engineering) has been 
selected to join the associa-
tion’s executive committee 
as assistant secretary. 

Picco commented: “I am 
honored to have been selected 
to the Natural Stone Institute 
executive committee. Having 
worked in the industry for 
over 30 years, I hope to use 
my experience and work 
closely with my peers to help 
facilitate the continued use 
of natural stone and growth 
of the market.”

D a v i d  C a r n e v a l e 
(Carnevale & Lohr), 2018 
Natural Stone Institute pres-
ident, looks forward to the 
experience Picco will bring 
to this leadership position: 
“Coming from the technical 

The Wisdom of an 
Unbalanced Capacity System

Ed Hill
Synchronous SolutionsMost people do seek 

a balanced capacity 
in their operations 

departments.  I used to do that, 
too.  Not anymore.

A balanced system is one that 
has just the right amount of 
manufacturing capacity at each 
process step.  In such an ideal-
istic system, there would be no 
bottlenecks.  Orders would flow 
through the system without ac-
cumulating excess inventory 
at any place. The problem is, 
that is a practical impossibility.  
Machines break down, key peo-
ple are sometimes not present at 
work due to myriad reasons like 
vacations, sickness, jury duty, 
bad weather, etc. And, in a cus-
tom product environment, how 
can you know how much ca-
pacity to maintain at each step? 
Even through careful capacity 

planning, “Murphy” still exists 
and can appear at the most inop-
portune times. “Murphy” is our 
name for anything that could go 
wrong (aka: statistical fluctua-
tions and normal variability).  

Dr. Frederick Taylor is known 
as the Father of Scientific 
Management. His theories in the 
early 1900’s argued that “work-
ers do not naturally enjoy work Please turn to page 6

The opportunity to 
create value ($T) is 

infinite. The  
opportunity to 
 reduce costs is 
 quite finite.

and they need close supervision 
and control. Therefore, manag-
ers should break down produc-
tion into a series of small tasks.”  
Moreover, he stated that the 
capacity of each of these steps 
should be calculated to just meet 
the market demand. This is the 
essence of a balanced capacity 
system.  Essentially, there was no 
plan to accommodate “Murphy.”  

The balanced manufactur-
ing system is one in which the 
capacity for each process step 
is planned with the necessary 
equipment and staffing to be 
about equal to the market de-
mand.  While this may seem to 
be a logical approach for an ef-
ficient operation and to make the 
most money, the reality is that 
this is simply not true.  The fact 
is that attempting to achieve and 
maintain a balanced system is 
not only a practical impossibil-
ity, it is a guaranteed failure of 
management philosophy. Your 
managers will spend their time 
trying to regain the balanced sta-
tus after every visit by Murphy, 

while they should be managing 
the flow of materials and infor-
mation through your plant. 

The result will be chaos and un-
realized productivity of finished 
products.

The solution to this dilemma 
is to maintain a planned level 
of Protective Capacity to absorb 
the disruptions of downtime, 
whatever the cause, in order to 
maintain the desired production 
levels and to meet the market de-
mand. As we all know, custom-
ers really don’t care that some of 
your equipment was down or that 
some of your people are absent.  
They just want their orders com-
pleted at the promised time.  

The unbalanced system is one 
that maintains a planned level of 
Protective Capacity at each oper-
ational step. Protective Capacity 
is defined as the capacity to 
overcome variability.  Typically 
initiated at about 15 percent, this 
additional capacity is intended to 
absorb the normal variabilities 
that exist every day. Further, the 
amount of Protective Capacity 
should be variable across the 
manufacturing system. More of 
it should be planned for those 
operations that experience lots of 
“Murphy” and less at steps that 
are more stable.

Training & Education

Michael Picco Joins Natural Stone 
Institute Executive Management 
Committee

 Do You Run A Balanced Capacity System?  Should You?

side of the natural stone in-
dustry, Michael will broaden 
the diversity and perspective 
of the executive committee, 
which has historically been 
mostly comprised of quar-
riers and contractors. He 
is the perfect candidate to 
keep the Institute focused on 
being the leader in technical 
research and education for 
natural stone.”

The Natural Stone Institute 
executive committee is 
currently comprised of 
President Carnevale, Vice 
President Greg Osterhout 
(Northern Stone Supply), 
Treasurer Robert Zavagno 
(Cleveland Marble Mosaic 
Co.), and Secretary Kathy 
Spanier (Coldspring).  

At press time, nominations 

were being accepted for 
two seats on the Natural 
Stone Institute Board of 
Directors for Zone five 
(South Central: Arkansas, 
Louisiana, Mississippi, 
Oklahoma, and Texas), and 
Zone seven (Pacific: Alaska, 
California, Hawaii, Oregon, 
and Washington). To learn 
more, please visit www. 
naturalstoneinstitute.org/
board-elections. 

The Natural Stone Institute 
is a trade association repre-
senting every aspect of the 
natural stone industry. The 
current membership exceeds 
2,000 members in over 50 
nations. The association of-
fers a wide array of technical 
and training resources, pro-
fessional development oppor-
tunities, regulatory advocacy, 
and networking events. Learn 
more at www.naturalstone 
institute.org.

Free Online Training Tools for
Stone Industry Professionals

www.uofstone.com

Michael Picco

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Groves Introduces Three New 
Stone Handling Products

Groves Incorporated 
of Woodstock, 
Illinois, is proud to 

introduce three new prod-
ucts for the stone industry: a 
Stacking Box, a redesigned, 
compact single-sided 
A-Frame, and post shoes 
for added post-type rack 
stability.

Designed to safely store 
cutoffs and remnants, the 
Stacking Box is constructed 
of heavy-gauge square tu-
bular steel with a hot dip 
galvanized finish for years 
of service.  Up to three units 
can be stacked to store more 
items in a small footprint.

Specs and features 
include:

• A hot dip galvanized 
 finish to inhibit rust
• Glued-down rubber on  
 the base, one side and  
 connection bars to protect  
 slab surfaces
• Stackable up to 3 units  
 for a smaller shop foot- 
 print and space savings
• Designed so that slabs  
 can be loaded in the same  
 direction
• Stores remnants up to 29  
 inches high and lengths  
 of up to 10 feet

In addition, the Stacking 
Box ships knocked down 
for freight savings

Groves new Single Sided 
A-Frame is designed to store 
materials in a tighter foot-
print, and features Groves’ 
time-tested A-Frame profile 
with a single storage ledge. 
This design allows you to 
place it against walls or in 
tight aisles where a double- 
sided unit would not be 
practical.

Specs and features 
include:

• Heavy-duty powder  
 coated finish 
•  Bottom U-Channel is 2.5  
 inches wide with a 1.5  
 inch side ledge, designed  
 to hold two custom-cut  
 20-inch long by 2.5 by  

 1.5 inches wood inserts to  
 support the load.  
 (Customer furnished, not  
 included)
• 6-inch spread on top of  
 the A- Frame
• Complete with hardware  
 attached to the A-Frame

The Single Sided A-Frame 
also ships knocked down for 
freight savings.

Groves is also offering 
new Post Shoes, designed 
to add support to upright 
posts when using the groves 
Bundle Rack. Post Shoes 
are constructed of heavy-
gauge, square tubular steel 
and feature a welded base 

plate with gusset for added 
strength. When tightened 
to the posts and resting 
firmly on the floor rails, the 
Post Shoes provide addi-
tional stability for heavier 
loads.  

Specs and features 
include:

• Heavy-duty powder  
 coated finish 
• Designed for Groves  
 posts that fit BR-5,  
 BR2.5 and BR2.5-90  
 outside rails
• Comes with knurled  
 black tightening knob

For more information, 
visit www.groves.com .

BULLET PROOF™ 
Fabricator’s Apron

Stone Sleeve™ 
Fabricator’s Sleeve

Available from

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

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

Protect your 
crew and stay 
OSHA safety 
compliant!

Is your crew ALL WET?

Continued from page 5
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There are basically three 
types of capacity that 
should be considered in 
your planning:

Productive Capacity
This is the pure capacity it 
takes to meet the projected 
market demand. This is the 
minimum needed to satisfy 
orders and has no accom-
modation for Murphy.

  
Protective Capacity

This is Productive 
Capacity plus an accom-
modation for Murphy. The 
accommodation for that 
variability is calculable, 
meaning that where there 
is little variability there is 
little need for Protective 
Capacity. Where there is 
high variability, there is 
need for more Protective 
Capacity. With adequate 
records on production 
and variability, this can 

be planned accurately. 
Protective Capacity does 
not mean higher costs. This 
cushion of additional ca-
pacity is essential to meet-
ing the market demand 
given the known levels of 
variability (aka Murphy). 
Business is all about creat-
ing value (Throughput), not 
reducing costs. 

Excess Capacity
This is the amount of ca-

pacity over and above the 
needed amount to meet 
the demand including ac-
commodation for Murphy.  
Excessive capacity means 
excessive costs. Therefore, 
when you know it ex-
ists, you will need to plan 
the utilization of these 

resources to assure ade-
quate control of this excess 
cost.

An important prin-
ciple of Synchronous 
Manufacturing is that you 
should not focus on balanc-
ing capacities but, instead, 
focus on synchronizing the 
flow of both materials and 
information throughout the 
overall process.  Like water 
flowing down a mountain 
river, the orders should 
move at a consistent rate. 
The boulders that interrupt 
that river flow are not un-
like the “Murphy” events 
that interrupt your process 
flow. The water always 
finds a way around those 
boulders. Your managers 
need to do the same thing 
to address the “Murphy” 
events. To do that, they 
will need a planned level 
of Protective Capacity to 
absorb that variability. 

The Wisdom of an Unbalanced Capacity System

It is always better to produce 
what you do need, even at a 
lower efficiency, rather than 
produce at a higher efficiency 

that which you don’t need.
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Nao wondered which way he 

should go. He was focused on 
cutting tools, but not sure which 
industry, he recalled. “I looked 
around at what I knew, which was 
cutting and grinding. I thought 
about getting into wood prod-
ucts. It was a very attractive and 
a big market, but I realized that 
if I went into the Big Arena to 
compete against a lot of big com-
panies, the chances are that they 
are going to crush me. So I even-
tually went back to my customer 
base and saw diamond blades 

Alpha Professional Tools® be flooded with natural stone. 
Marble floors in America were 
becoming vogue, and people 
began wanting stone countertops 
to match their trendy new floors. 
Nao judged the timing was now 
right and Alpha Professional 
Tools® was launched.

Based in Hackensack, New 
Jersey, Nao’s fledgling company 
began with selling a few styles 
of four-inch cup wheels and 
blades ranging from four-inch to 
14- inch. Back then, many shops 
were still cutting marble with sil-
icon carbide blades and using sin-
tered wet cutting blades for harder 
stones. In those years, the market 
was about 80 percent marble and 
travertine and about 20 percent 
granite and serpentines. That 

According to Nao, a company 
called Interface, located in the 
U.K. was the first to introduce 
resin pads for polishing glass 
edges. They were very thin, very 
soft and very crude pads, and 
were not marketed aggressively in 
America. The second point is that 
Alpha Professional Tools® first 
introduced their newly developed 
and tested brand of resin pads into 
the American market. Basically, 
if you were polishing with resin 
pads back then, most likely it was 

that Japanese monument making 
was very active with diamond tool 
sales being $500 million dollars 
per year mostly in this industry. 
Their economy was booming and 
people were quality conscious. 
Families that could afford to pay 
a lot of money to go above and 
beyond for tombstones did so. I 
also saw the quality and designs 
of these businesses as unique el-
ements for my future business.”

According to Nao, he began 
attending the stone trade shows 
in Europe as well as looking at 
the fabrication shops scattered 
throughout America, all the while 
thinking, “I know the way the 

ratio, however, would change al-
most exponentially over the next 
decade.

“It wasn’t easy for American 
stone fabricators to accept 
Japanese technology,” continued 
Nao, “but I had a better solution 
for them and started with cutting 
and grinding applications. I was 
able to combine the best tech-
nologies from Japan and Italy to 
make a system suitable for the 
American market. The result was 
a blade called the “Libero.” It cut 
fast and clean and was created to 
eliminate the difficult task of cut-
ting soft marble. The Libero blade 
was a huge hit, according to Nao, 
and has been copied by many.

Goodbye Bricks –  
Hello Resin Pads

There are two important points 
to emphasize in this next chapter. 

Please turn to page  32

Training and testing area at Alpha® headquarters includes a full 
complement of machines you might find in a stone shop, and is an 
important part of their development program.

Alpha® Ceramica pads were revolutionary inventions for the time. 
Resin pads are now a staple tool in stone shops across the country.

Alpha’s corporate campus includes warehousing and also development, testing and training areas. 
Note the slab storage at far left of the building.  Roll-up doors give easy access to materials for an

with Alpha’s new formula.
“We were the first to offer di-

amond polishing pads with a 
different bonding system that 
used a vitrified bond,” continued 
Nao, “but there were no multi-
speed, center-fed, wet polishing 
machines available to spin them. 
Holding a hose on the side to 
supply water while wet polish-
ing edges was simple, but if you 
did professional work all day 
long, water had to come from the 
spindle. 

Going back to the drawing 
board, Nao could see that a resin 
pad could be used successfully 
and actually exceed the polish on 
a surface, which led to Alpha’s 
electric and pneumatic right-angle 
wet polishers, which included the 
center water-fed system. 

This specific development by 
Alpha® created the market for 
their resin pads.

being used in construction along 
with tombstone producers and 
fabrication shops. At the time, the 
quarries in Vermont, Georgia and 
Minnesota (the big three) were 
very active with a lot of demand 
for diamond tools. It was a tough 
market, but I saw a big opportu-
nity. I also visited Japan and saw 

Europeans fabricate, and I know 
the way the Asians do it. The mar-
ket in America is so small right 
now, but it is a unique segment 
and there is a growing demand.”

By 1986, America would soon 
An old Libero blade design, from a 
1989 product release.

Testing the new wet cutting 
kit for five-inch grinders.

safe, uncluttered work area.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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At What Price? Sales!
Sharon Koehler
Artistic Stone DesignI recently ran into a 

friend at a restaurant. 
As luck would have 

it, both our dining com-
panions were running late. 
(Actually, they were both 
stuck in the same highway 
accident traffic.) Anyway, 
as we chatted I realized that 
my friend was cranky and 
angry. Now for those of you 
that don’t know my friend, 
he is very seldom cranky 
and hardly ever angry. He 
recently got remarried so 
he is old and in love. He 
has a VERY successful 
business in our area and he 
has no real health concerns. 
What’s to be cranky and 
mad about?

Me being nosy, I asked 
him why he was out of 
sorts. His reaction al-
most got us thrown out of 
the restaurant. He started 
pounding on the table yell-
ing “This guy, this guy that 
I hired. OMG!”  People 
were staring. Waiters were 
scurrying. There was a 
look of alarm on the other 
patrons’ faces. Thankfully, 
my friend realized his error, 
quickly apologized to the 
room and lowered his voice. 

He told me that about 
a year ago he had hired a 
new salesman. The guy had 
come with a great resume, 
outstanding credentials, 
impeccable references and 
a proven track record of 
sales awards and bonuses. 
He was just looking for a 
change, a new challenge. 
Everything checked out and 
the guy even passed a drug 
test. What’s not to hire? 

My friend went on to 
brag about how great a 
salesman this guy was. He 
exceeds his sales budget 
every month by thousands 
of dollars. He is #1 at bring-
ing in new customers. He 
is dedicated, even works 
on Saturdays. He networks 
and never misses an op-
portunity to meet someone 
new, shake hands and give 
out his business card. He 
makes more “high dollar” 
sales than anyone in the 
company, and makes more 

commissions than any other 
salesperson in the company. 

Now I admit, at this point, 
I certainly didn’t see a prob-
lem. I mean, a great guy 
with amazing sales, what 
exactly is this problem my 
friend is upset about?

He must have noticed the 
confused look on my face 
because with his next breath 
he said “I have to let the guy 
go. He is running me into 
the poorhouse and ruining 
the good name of my busi-
ness. I worked hard to build 

constantly disappointed 
over small things like pits 
and visible seams. Several 
times the wrong color was 
put in because he didn’t up-
date his files. He has also 
ordered wrong sinks and 
faucets or the customer has 
changed the sink/faucet and 
he didn’t update his files. 
My friend was getting re-
views back that complained 
about this guy and his cus-
tomer service (or lack of 
it), and that he is difficult 
to get in touch with, so they 
get mad and then just start 
nit-picking things that nor-
mally don’t matter. Several 
jobs had been ripped out 
and replaced because of his 
errors, and deep discounts 

my business and become 
solid in the community. My 
business has a reputation of 
doing good work and good 
customer service for 25 
years! It’s all in jeopardy 
now. I have no choice. He 
has got to go!”

I listened to a very 
long list of problems. 
Apparently, in spite of 
being told over and over, 
this guy is just wrapped up 
in sales numbers, not sales 
consequences. His custom-
ers seem to have unrealis-
tic expectations of the job 
because the guy constantly 
uses words like “perfect” 
and “ideal,” so they are 

had to be given on many 
more so the customer would 
keep the job, even though it 
wasn’t what they asked for. 

He also explained that his 
office staff was in a con-
stant state of turmoil trying 
to pick up the pieces of this 
guy’s jobs. They were tired 
of getting blindsided by is-
sues and mad customers. He 
also said that his scheduling 
person is ready to quit be-
cause they always have to 
find a way to go back for 
silly things that he never 
bothered to explain to the 
customer. 

Please turn to page  9

“Details are sketchy, so we’re just going to make up things for a while.”
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Each class provides ei-
ther a video or toolbox 
talk and a written section, 
plus an exam at the end. 
NSI works with members 
to develop each course, 
turning webinars and con-
vention talks into course 
video.

“Our next goal is that 
we did a lot with safety 
and will continue to add 
to safety,” said Dahnke. 
“Last week we added a 
13-course quarry safety 
program. The safety 
classes were created 
through a 30-member 
safety committee, and 
we worked with them to 
come up with courses and 
modules and put them into 
perspective.”

The safety, geology and 
technical classes are all 
free to anyone who wants 
to take them, regard-
less of NSI membership. 
However, members re-
ceive an added function-
ality: an employee and 
employer online tracking 

system that can help with 
OSHA compliance.

With the online tracking 
system, an employer can 
assign training modules to 
employees, monitor the em-
ployees’ progress, and eas-
ily print out documentation 
of employee safety training 
for the day OSHA visits 
their facility. Right now, 
17 companies are using 
the NSI Online University 
as their safety training 
platform.

“That was the goal, to 
build something that is turn-
key for employers,” Dahnke 
said.

To simplify the system 
even more, the Online 
University has pre-selected 
recommended syllabi for 
different areas of study, so 
employers don’t have to 
search through courses to 
find the right ones. Included 
are a recommended five-
week safety training for 
new employees and a five-
week sales training. These 
syllabi are flexible and cus-
tomizable, too.

“Some of the companies 
using it will go point by 

Training & Education
Aaron Dahnke of NSI Talks about Training

Continued from page 1 point with those syllabi, 
and some will take por-
tions of it and add in por-
tions or take portions out,” 
he said. “Our goal is to 
provide the resources that 
a company can use to train 
an employee, to make 
sure they’re safe at the 
worksite and they have 
the knowledge to prosper 
and grow.”

Dahnke said NSI is 
constantly adding to the 
Online University and 
looking for ideas for 
classes people want to 
take.

“I’m also more than 
willing to speak with 
companies and give a we-
binar overview to see how 
they can implement this 
tool into their training,” 
he said.

Find the NSI Online 
University at www. 
naturalstoneinstitute.org/
university. For informa-
tion or to suggest a class 
offering, email Dahnke 
at aaron@naturalstone 
institute.org.

This sample Online University course library is focused on important fabrication 
and shop safety topics. Course choices can be customized to the individual – and 
new courses are being added all the time . The pre-selected syllabus for the five-
week safety course will give a good overview of what any new employee should 
know about shop and fabrication safety.

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

http://www.naturalstoneinstitute.org/university
http://www.naturalstoneinstitute.org/university
http://www.naturalstoneinstitute.org/university
mailto:aaron%40naturalstoneinstitute.org?subject=Article%20on%20Training%20in%20the%20Slippery%20Rock
mailto:aaron%40naturalstoneinstitute.org?subject=Article%20on%20Training%20in%20the%20Slippery%20Rock
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/


Slippery rock Gazette September 2018  |  9  

Stone Forensics Announces 2019 Stone and 
Tile Troubleshooting Class in Las Vegas

At What Price? Sales!

To top it all off, his install 
crews are not happy because they 
hear it first all the time out on the 
job site.

 My friend gave this guy the 
benefit of the doubt at first, but 
as time went by he kept hearing 
the same things over and over. 
He tried talking to him, docking 
his pay, lowering his commission 
rate and having him fix his own 
problems. Nothing has worked. 
So, he has got to go.

What the guy doesn’t under-
stand is that sales are not just 
budget numbers. There is a fine 
line between making a profit on 
the job and NOT making a profit 
on the job. If you have to rip 
out a job because it’s the wrong 
color, that costs money, takes the 
profit out of the job, and actually 
puts you in the hole on the job. 
Accidentally installing the wrong 
color vanity sink because of a 
paperwork snafu, and having to 
send someone back to fix it takes 
the profit out of the job. Lots of 
seemingly small details can take 
the profit out of the job. It’s not 
just the “act” of going back that 
is the problem. It’s extra wear on 
the company trucks, more over-
time pay for the crews, restock-
ing fees to return sinks, ordering 
more material, paying office staff 
to help pick up the pieces of the 
broken jobs. The list goes on and 
on. 

Hitting or exceeding your bud-
get numbers is great. Everybody 
wins. The numbers just have to 
be clean numbers. No going back. 
No extra work for anyone. No 
paperwork snafus. We all make 
mistakes. That’s just human na-
ture, but at some point you have 
to stop. It’s that simple. 

You only need to educate and 
inform your customers and pay 
attention to the paper trail (elec-
tronic or physical). Attention to 
detail is one of the greatest snafu 

“I find television very 
educational. Every time 
someone switches it on 
I go into another room 
and read a good book.” 
— Groucho Marx

Continued from page 8

Please turn to page  31

preventers of all time. Cross your 
t’s and dot your i’s. Be vigilant. 
Check and recheck. Sales are 
great. Just don’t let your sales run 
your boss into the poorhouse or 
you may not have a boss. 

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

INTRODUCING THE NEW GENERATION OF 
STONE PROCESSING MACHINERY BY

LCV Flat edges and chamfering up to 6 cm 
thickness.  Many models available. LCH* Flat edges and chamfering up to 

6 cm thickness.

LTN*
Compact continuous belt edge polishers 

for round and flat edges up to 8 cm.

LTZ* HTO-R2Straight continuous belt edge polishers, for
round and flat edges up to 10 cm. 

5 axis CNC bridge sawing machine with tilting 
table and rotating head on steel walls.

Routering, core-drilling, and miter cutting included.

Hybrid edge polisher for flat edges, for 
pencil rounds (4 cm) and chamfers (6 cm). LCR*

1590 E. HIGHWOOD, PONTIAC, MI 48340•248-853-9000•info@marmo-na.com

WELCOME TO THE NEW STONE AGE

*CONTINUOUS  MITER CUT OPTION AVAILABLE*

*PRODUCTION RATES DEPENDENT UPON TYPE OF MATERIAL AND 
TOOLING PARAMETERS*

*130-180 
L/F PER 
HOUR!

*130-180 
L/F PER 
HOUR!

*65-114 
L/F PER 
HOUR!

*130-213 
L/F PER 
HOUR!

*91-190 
L/F PER 
HOUR!

INCREASE 
CUTTING
CAPACITY
BY 40%

Stone Forensics  has 
announced that it 
will be conducting 

its popular Stone and Tile 
Troubleshooting  training in 
January 2019 in Las Vegas. 
The  program is designed to 
teach the basics of stone and tile 

installations failures. 

According to Fred Hueston who 
will be conducting the training, 
“The amount of failures, poor in-
stallations and other issues with 
stone and tile flooring  are on 
the rise. This seminar is perfect 

for restoration and installation 
contractors as well as archi-
tects, building engineers and 
maintenance staff who have to 
deal with stone and tile instal-
lation and restoration.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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IT is funny how 
every night I 
set my alarm 

clock and I always wake up 
before the alarm goes off. 
I guess that’s a sign that 
I’m getting old! Little did I 
know that today was going 
to bring another eye-open-
ing case, and what I call a 
head shaker. 

I woke up, got out of bed 
and turned the alarm off 
minutes later. I got dressed 
and headed out to my fa-
vorite greasy spoon for a 
cup of joe and some ham 
and eggs.

I arrived and took a seat, 
and Flo was pouring my 
coffee before I could even 
say “Hello.” I love being a 
regular.

I was reading the news-
paper as Flo poured my 
second cup of joe. For a 
moment, I daydreamed I 
was Clint Eastwood in that 
scene in Dirty Harry where 
he was getting his coffee. I 
stopped and looked around 
to see if there were any bad 
guys with guns, LOL!

 I finished my paper and 
coffee, and I was headed 
out the door when my 
phone rang. Before I an-
swered it I turned to Flo, 
winked, and said, “Go 
ahead and make my day…”  
Sorry, just had to say it. 

“Stone Detective, here,” 
I said, accepting the un-
known phone number from 
Dade County. A gentleman 
introduced himself as the 
manager of a condo com-
plex in Miami. He told me 
that they had a travertine 
floor installed in the lobby 
about six months ago and 

Frederick M. Hueston, PhD

The Stone Detective
The World Turned Upside Down

they have a reoccurring 
problem with it getting 
very dirty. I didn’t think 
that was unusual, and all 
they needed was the proper 
cleaning solution. He went 
on to say that not all the 
tiles were getting dirty but 
just some, in like a check-
erboard pattern. He went 
on to tell me that they have 
tried everything to clean 
them. Some of the clean-
ers worked, but the same 
tiles kept getting dirty. He 
asked if I was available to 
come take a look at them. It 
just so happened that I was 
headed to Miami in a few 
days, and I told him I could 
stop by.

The day had arrived, 
and I was off to Miami for 
my inspections. But first, 
I stopped by to see Flo 
and grab a cup of joe for 
the trip. When I walked 
in she pointed to me and 
said, “How’s it going, 
Dirty Harry?”  I guess 
that means she got the cul-
tural reference to “make 
my day,” which really did 
make my day.

Anyway, as I was waiting 
for her to pour my coffee, 
the old admiral was mum-
bling something about his 
world turning upside down. 
I kind of shrugged it off, as 
he’s always muttering to 
himself.  Little did I know 
that would be the key to the 
problem I was going to in-
vestigate that afternoon.

I arrived at the condo 
and pulled up to the valet. 
The sharply-dressed, po-
lite young man opened the 
door, took one look at the 
manual transmission and 
said, “Sorry, dude. I can’t 
drive a stick,” So, he asked 
me to pull it up to the park-
ing lot.   As I parked the 
ole Woody a gentleman 
approached me. He was 
a short, round guy, and 
the spitting image of Lou 
Costello. He even had a 
voice like him! (Is my life 
weird, or what?) 

I was half tempted 
to ask him if he was 

ever told he looked 
like Costello. I re-

sisted the urge, and 
introduced myself. 
He led me into the 
lobby. 

My  f i r s t 
glance at the 

floor, it looked good. It 
was a honed crosscut trav-
ertine. He walked me to the 
back of the lobby and then 
I noticed it. About 25 tiles 
were soiled badly. The in-
teresting thing was it was 
random. There were tiles 
that were completely soiled 
and adjacent tiles that were 
perfectly clean. 

I asked him the standard 
questions, then reached into 
my test kit and pulled out 
some alkaline cleaner. Sure 
enough, the tile cleaned up 
perfectly. At first, I didn’t 
see any difference between 
the tiles that didn’t soil, and 
then I looked closely and 
discovered the problem. 
I noticed a light circular 
pattern in the dirty tiles. 
I rubbed my hand across 
the tiles and could feel the 
swirls. I knew right way 
what the problem was. 

I turned around and felt 
like yelling “Hey, Abbott!” 
but again I resisted. I went 
up to “Lou” and told him 
that the tiles that are soil-
ing had saw marks from 
the fabrication of the tiles. 
In other words, these tiles 
were installed upside down! 
The fix was simple: hone 
these tiles to match the rest 
of the floor, and that should 
solve the problem.  Another 
case solved — and now you 
know how my world was 
turned upside down.

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

There’s a “right” side and a “wrong” side on crosscut stone. You can spot the marks 
left by the blade, if you know what to look for – here, in the upper right corner

Improved Alpha® Guide Rail /  
Carriage System Now Available

Alpha® has re-de-
s i gned  and 
improved the 

popular Alpha® Guide 
Rail and Carriage 
System designed for the 
AWS-125 stone cutter, 
which has made the 
precise cutting applica-
tion even easier. Now, 
the new guide rails 
have a track for the new 
Carriage System wheels 
to ride along to ensure a 
smoother, more precision 
motion. Due to the new 
design, the guide rails are 
now suitable for beveling 
and polishing, as well as 
for cutting applications. It 
is an ideal system for the 
preparation of seamless 
countertop installations.

The guide rails come 
in lengths of 4, 7 and 12 
feet. Typically, the 4-foot 
Guide Rail is the most 
popular for trimming 
countertops at the job 
site. The 7 and 12-foot 
lengths are designed for 
slab cutting, bevel grind-
ing, and polishing on the 
main edges of counter-
tops. Alpha® offers an as-
sortment kit with all three 
lengths, at a cost savings. 

The 5-inch Guide Rail 

Carriage Assembly (ASC-
5CSM) is designed for the 
new ESC-125 Wet/Dry 
Stone Cutter only. This 
system allows only straight 
cuts. 

The 6-inch Guide Rail 
Carriage Assembly (ASC-
6CSM) is designed for the 
PSC-150 Wet Stone Cutter 
for straight cuts as well as 
miter cuts. This carriage has 
three templates included 
that assist the install of the 
stone cutter for left side or 
right side miter cutting and 
straight cutting.

The Carriage Assembly 
for Beveling Auxiliary 
Base (BAB-CASM) 
is designed for the 
Beveling Auxiliary Base 
(BAB1590) for precision 
grinding, beveling and 
polishing applications. 

During the use of the 
Guide Rail System, 
Alpha® suggests using 
their Surface Protection 
Tape (BAB0650) to pro-
tect the surface from po-
tential scratches. 

For specific rail, car-
riage and tool combi-
nations, see the Alpha® 
Guide Rail and Carriage 
Assembly Compatibility 
information on their web-
site, www.alpha-tools.
com or call their toll-free 
number 800-648-7729.

“It is usually futile to 
try to talk facts and 
analysis to people who 
are enjoying a sense of 
moral superiority in 
their ignorance.”

–Thomas Sowell

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

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

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

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

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

(Uncured Product Example)

Introducing
 Platinum 3.0

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

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

Available at:

Without an appropri-
ate amount of Protective 
Capacity, the ability to create 
value Throughput ($T) will 
be negatively impacted.  As 
the schedule begins to dete-
riorate, the inevitable result 
will be more overtime and 
growing chaos. The reality 
is that ultimately, all man-
ufacturing systems are un-
balanced. Given that, it is a 
much better strategy to plan 
for that reality than to fight it.

We have proof that at-
tempting to maintain a bal-
anced capacity plant where 
each resource operates at 
maximum efficiency would 
create high inventories, long 
lead times and poor delivery 
performance, all of which are 
unacceptable in today’s man-
ufacturing world.  

The Synchronous Flow ap-
proach is that all resources 
should work like the cartoon 
“Roadrunner,” which has 
two speeds:  wide open and 
stop. That is what your re-
sources (equipment and peo-
ple) should do. They should 
work to their maximum high 
quality speed when there is 
work to be done to satisfy the 
schedule. Once the schedule 
is produced, they should stop 
and move to some other re-
source that is still producing 
to the schedule.

An unbalanced manufac-
turing system may seem odd, 
but the results of this strategy 
can be outstanding.  

Synchronous Solutions, 
LLC has developed programs 
specifically for the stone pro-
cessing industry. For more 
information, contact Ed Hill 
at (704) 560-1536.

Continued from page 6

Unbalanced 
Capacity

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Platinum Knife grade
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ON June 15, rep-
resentatives 

from Women in Stone 
and Meisterfrauen met 
during Stone+tec 2018 
in Nuremberg, Germany. 
With similar missions to 
empower women within 
the stone industry, the two 
groups met to learn more 
about each other’s history, 
organizational setup, and 
goals for the future.

 Representing Women 
in Stone during the meet-
ing were Monica Gawet 
(Tennessee  Marb le 
Company) and Magdalena 
Schoenwetter (JMS Jura 
Marble Suppliers). 

Gawet commented: 
“It was an honor for me 
to represent Women in 
Stone and to meet these 
persevering women from 
Meisterfrauen, who—like 
our Women in Stone par-
ticipants—are dedicated 
professionals working to 
support one another in 
their careers. I felt grate-
ful that they took time to 
meet us and to share their 
challenges for promot-
ing women in technical 
fields.” Sylke Lambert, 
leader of Meisterfrauen, 
agrees: “The meeting in 
Nuremberg was a great en-
richment. Unfortunately, 
not many of our women 
are strong enough to stand 

up to the men in charge 
who put many stones in the 
way of our empowerment. 
Our meeting with Monica 
and Magdalena gave me 
courage not to give up, 
but to seek new ways and 
new strong and influential 
partners.” 

Women in Stone was es-
tablished in 2014 and is 
powered by the Natural 
Stone Institute. With a 
mission to recruit, retain, 
and advance women in 
the natural stone indus-
try, Women in Stone’s key 
programming includes an 
industry mentorship pro-
gram, live education and 
networking events at trade 
shows, the Wine & Stone 
CEU program, and two an-
nual awards for women in 
the industry: the Women 
in Stone Pioneer Award 
and the Women in Stone 
Empowerment Scholarship.

Meisterfrauen supports 
and empowers women 
within the stone handcraft 
industry in Germany. The 
Bundesverband Deutscher 
Steinmetze (National 
Association of German 
Stone Masons) currently 
organizes the annual 
Meisterfrauen seminar, 
which gives women in the 
stone mason industry the 
opportunity for exchange, 
networking, and continu-
ing education. They are 

currently discussing other 
options which may award 
better support. 

The members  of 
Meisterfrauen are women 
who work in stone ma-
sonry companies, espe-
cially working wives and 
partners. Currently, a com-
mittee of the Meisterfrauen 
work on a project to pro-
vide marketing material for 
stone masonry companies 
who would like to discuss 
within schools the chances 
of graveyards and monu-
ments as helpful places to 
grieve. At the same time, 
the committee wants to give 
insight for students, parents 
and teachers into the stone 
masonry industry.

I n  a d d i t i o n  t o 
Meisterfrauen, Women in 
Stone has also collaborated 
in the past with Le Donna 
del Marmo, a group based 
in Italy. “We see that groups 
like Women in Stone are 
being created all over the 
world. There is apparently 
a global urge to encour-
age, empower, and enable 
women in the stone indus-
try. We will continue to stay 
connected and support each 
other with resources, ideas, 
and our networks to help us 
grow,” says Schoenwetter. 

To learn more, visit www.
naturalstoneinstitute.org/
womeninstone.

THE BEST
TECHNOLOGY
FOR EDGE POLISHING

Perfect for White Materials

Now Available in Full Bullnose

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

• Great for small radius work on 
the top and bottom of stone

• Grit 120, 220, 320, 400, 800, 
1200, 2000, 3000

• Available in 5”

Women in Stone Meet with 
Meisterfrauen in Germany 

From left to right: Ulrike 
Grebe-Velte, Angelika 
Marchner, Christiane 
Köpler, Magdalena 
Schöenwetter, Sylke 
Lambert, Monica J. Gawet, 
Eva Maria Wolfer, and 
Heide Schöne. 
Photo by Bärbel  
Holländer.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Arizona Tile Announces New 
Certified R11 Anti-Slip Finish

 
PO Box 188, Stinesville, IN 47464 

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

Porcelain tile has 
consistently been 
an ideal choice for 

flooring throughout the 
years. This can be attributed 
to a number of factors, 
least of which is its overall 
durability. While this point 
remains the same, the ver-
satility of porcelain prod-
ucts continues to expand; a 

feature most notably demon-
strated by the 2018 release 
of Arizona Tile’s new R11 
Anti-Slip Finish. The R11 
Anti-Slip Finish is specifi-
cally designed for outdoor, 
exposed areas, as well as 
wet applications including 
shower floors. With R11, 
flooring installations can 
be truly seamless: bringing 

the beauty and design from 
the interior of a space, to its 
outdoor living areas.

To be certified as R11 
Anti-Slip, a tile must pass 
an internationally-recog-
nized analysis showing that 
a barefoot person can main-
tain balance while standing 
on the wet tile at an incline 

of up to 27 degrees. This 
advanced technology in-
creases the versatility of 
porcelain applications, and 
enables it to be safely used 
in areas that regular por-
celain installations might 
prove hazardous. The added 
safety benefits add value to 
the series that offer R11 
Anti-Slip Finish and make 
it an even more appealing 
option for residential and 
commercial installations.

Arizona Tile offers R11 
Anti-Slip Finish in four se-
ries: the wood-look Aequa 
and More Wood series, and 
the contemporary Pietra-
Italia and Reside series. 
With several colors avail-
able in each series, the 
R11 Anti-Slip finish has 
the added flexibility to be 
safely used in a variety of 
installations. 

Arizona Tile’s R11 anti-slip 
technology is now available in 
four of their popular tiles series: 
Aequa, More Wood, Pietra-
Italia and Reside.

Please turn to page  20

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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OCKHEADS
Dedicated to leadership, best 
practices, and financial health.

Network of surface industry entrepreneurs

Drive best 
practices and 

safety standards

Establish fi nancial 
benchmarks

Promote customer 
service excellence

www.rockheadsusa.com

Engage with 
industry leading 

suppliers

GOT WHAT
IT TAKES?

Please turn to page 22

Should You Own a 
Waterjet?

Mark McMunnAS a follow-up to last 
month’s article,  we 

will discuss if you should buy a 
waterjet, and also discuss what it 
takes to make the waterjet useful 
and profitable to you, should you 
decide to buy one.

Why a Waterjet Should 
Possibly Be Your First 

Major Machine Purchase
If you started out like most 

shops, cutting, polishing and 
making all sink cutouts by hand 
and your volume is increasing, 
then a waterjet may be your best 
next step in the evolution of your 
shop. Some will argue that the 
first thing you should buy is a 
bridge saw and then a router, but 
many years of experience and 
observation says that a waterjet 
may be the best option if you 
have reached the limits of hand 
fabrication in your business.

If you think that buying a 
bridgesaw is the first priority, 
think again, because the most 

difficult and onerous job in the 
shop is cutting sink cutouts. 
Also, it is in the layout and cut-
ting of sink cutouts where the 
most costly mistakes are made. 
Either the sink is marked out in 
the wrong location, or the shop 
worker loses control of the hand-
saw and gouges out a groove in 
the edge of the sink cutout – or 
worse, runs up on the face of the 
slab with a handsaw, and makes 
the piece unusable. A bridgesaw 
will not protect you from any 
of these ever-present missteps 
while making cutouts, and it is 
the cutouts where your money 
is mostly made or lost. It may 
actually be better to continue 
to cut slabs by hand with some-
thing like an Accuglide system 
before you buy a bridgesaw, 
because the waterjet will go a 
very long way in eliminating 
mistakes in the sink cutout pro-
cess. I can assure you that once 

your fabricators see that they 
will never again have to do the 
back-breaking work of making 
large sink cutouts, shop morale 
will go way up.

You could say that a router 
would be a better choice at this 
point, because it not only cuts out 
the sink opening, but will polish 
it as well. That makes very good 
sense, but the problem here is 
that most routers are about dou-
ble the cost, or more, of a basic 
waterjet, and that has been the 
case for almost 10 years. So, if 
you are an evolving shop, in-
vesting in a waterjet will greatly 
increase your productivity while 
taking on a monthly payment 
that is appropriate to your level 
of sales. Too may times, the 
purchase of a router has led to 

the demise of many a good fab 
shop that took on too much of a 
monthly payment obligation too 
soon in the shop’s evolution, and 
put the shop into a death spiral. 
I will say that after a few years 
of using a waterjet you will be 
primed to step up to a router, be-
cause you will then have digital 
manufacturing experience under 
your belt, and will easily make 
the transition to a router or multi-
axes saw. 

Let’s say that after a few years 
with a waterjet you have in-
creased productivity and sales to 
where you do in fact need more 
capacity. At that time, you could 
consider many options by pur-
chasing a standard bridge saw 
and a router, or perhaps purchase 
a combination saw and waterjet. 

You could possibly sell your ex-
isting waterjet to help finance 
the new equipment, or keep it as 
a backup. The point that needs to 
be made here is that after watch-
ing so many shops try different 
combinations of machines to 
make a rational and linear evo-
lution from hand fabrication to 
fully digital, it appears that in 
reality, the first major purchase 
should be a waterjet, followed 
by a router and then a more fully 
automated bridgesaw.

Make that Waterjet (or Any 
Digital Piece of Equipment) 

Work For You
Just purchasing a machine like 

a waterjet, even if your volume 
more than justifies it, does not 
guarantee success with the ma-
chine. Often times, a shop that 
is ready to move up to digital 
equipment will buy the equip-
ment, and then proceed to let it 
gather dust. How does this hap-
pen? The main culprit here is 
that before the machine is pur-
chased it has not been decided 
who will run the machine. 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Omni Cubed® Launches 
the Miter-It™ Auto Kit

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

Viper® Side
Protection 

Dry Core Bit

Drills a Clean Hole, Every Time...

 Item # Description  Great LOW Price 

 7560 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1˝  $44.95

 7561 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/8˝  $47.95

 7562 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/4˝  $49.95

 7563 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-3/8˝  $54.95

 7564 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/2˝  $59.95

 7565 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2˝  $64.95

 7566 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2-1/2˝  $79.95

 7567 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3˝  $89.95

 7568 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3-1/2˝  $99.95

#1 Seller! 

Most Popular

Core Bit

Why have two different 
core bits, when Viper  ® Side 
Protection Core Bits perform 
great wet or dry!

Call our knowledgeable Customer Delight 
Representatives toll-free 1-800-575-4401  

to order the long-lasting  
Viper ® Side Protection Core Bit

Braxton-Bragg offers an exceptional line of quality, 
high-performance core bits. Viper® Dry Core Bits are 
fast, long-lasting, and designed to handle the toughest 
coring applications quickly, efficiently, and 
economically.

Viper® Side Protection Dry Core Bits feature very 
aggressive, high-quality diamonds, designed for a wide 
range of applications. These diamond core bits are for 
use on granite, marble and quartz.

AS the demand for taller 
mitered edges continues 

to grow, fabricators will now be 
equipped to master these industry 
trends with Omni Cubed’s all-
new Miter-It™ Auto Starter Kit.

Miter-It™ Auto clamps hold 
drop-down edges securely in 
place at 90°, helping you do 
finished-side-up miters quickly 
and easily, with fewer peo-
ple. How many clamps do you 
need? Wherever there would be 
a hand to hold the material, put a 
Miter-It™ there instead!

The Miter-It™ Auto Clamps 
accommodate apron pieces up to 
12 inches (30 cm) and are pow-
ered by a super-efficient Venturi 
Vacuum Generator (included 
with Starter Kit or sold sepa-
rately), that only uses 0.5 CFM 
to run. The vacuum generator 
maintains pressure for up to 10 
Miter-It™ Auto units simultane-
ously, and works great with other 
vacuum-powered Omni Cubed 
products as well! Requires the use 
of compressed air.

Fabricators and installers can 
save even more time and labor 
by adding a few extra Miter-It™ 
Auto Clamps (sold individually) 
for working with longer designs 
such as islands, bars, and recep-
tion counters. 

Visit omnicubed.com for more 
information. Available now  at 
Braxton-Bragg. Call 800-575-
4401 for details.

Miter-It™ Auto Clamps 
are also available sep-
arately. Add additional 
clamps to handle long 
projects.

The Miter-It™ Auto Starter 
Kit includes two Auto Clamps, 

hoses and a Venturi Vacuum 
Generator.

“Socialism is the 
philosophy of 

failure, the creed 
of ignorance and 

the gospel of envy. 
Its inherent virtue 

is the equal sharing 
of misery.”  

–Winston Churchill

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Side Protection Dry Core Bits
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Stone Restoration and 
Maintenance Corner
Repairing Avoidable Mistakes

Bob Murrell 
M3 Technologies

Photos by Bob MurrellHow many calls do 
restoration profes-
sionals get regard-

ing spills of the wrong 
product or scratches inad-
vertently caused by some 
other repair or attempted 
repair? It happens all of the 
time, right? Really, all you 
can do is to say “thank you” 
because they are providing 
you with the business.  

How many maids have 
told their clients that they 
have been using vinegar to 
remove minerals from their 
black marble shower, only 
to have the polish dulled 
because of repeated expo-
sure to mild etching over a 
period of time. I have seen 
this very issue so many 
times, over a 30-year time 
span, that I can’t count 
them. Fabricators – you 
know that vinegar is not a 

the marble and porcelain 
shower. The specific objec-
tive was to remove mildew 
from the grout lines on the 
stall’s vertical surfaces.

Now, because this partic-
ular cleaning company re-
ally had no clue as to how 
to properly complete this 
task or what appropriate 
products to use, the follow-
ing disaster ensued. It all 
started when they used a 
lime-away acid product, to 
remove the mold from the 
grout lines on the shower 
stall walls. They actually 
should’ve used a chlorinat-
ed-type product.  

Luckily, I can say that 
the majority of the field 
surface was a polished 
porcelain tile, which was 
basically impervious to the 
acid. However, the tumbled 
marble basket weave, which 
was used as a horizontal 
accent tile, did not fair so 
well. As you can imag-
ine, this fairly strong acid 
deeply etched these marble 
pieces?

Step one:  the grout on 
the shower walls was first 

universal cleaner, but when 
homeowners turn to Google 
for answers, it’s not a pretty 
sight.  

I have seen multiple times 
where a metal filing cabinet 
was dragged across a mar-
ble lobby floor, gouging 
the stone all the way. It is 
not uncommon at all, even 
though you would think that 
after the first foot or so of 
a deep scratch (along with 
that irritating noise), they 
would’ve figured it out, 
right?

So for this article, I will 
cover two specific prob-
lems. The first one is 
where a cleaning company 
came into an upscale home 
with the task of cleaning 

cleaned using an appropri-
ate mildew stain remover 
and a gentle nylon scrub 
brush. Because the ceiling 
was 12 feet tall, a stepladder 
and a brush on a telescoping 
handle were used to assist 
the technician with reach-
ing all the way to the top. 
This particular shower has a 
glass door so tight that if the 
exhaust fan was not always 
used, and the humidity had 

Please turn to page 18

consistency. Once the mar-
ble was cleaned and al-
lowed to thoroughly dry, 
the marble could then be 
inspected for consistency. 
The etching was every-
where, so the entire accent 
had to be refinished. The 
newly honed finish almost 
exactly matched the origi-
nal tumbled finish.

Once the etching had 
been totally removed and 
the marble was consistent, 
it was impregnated/sealed 
with a color-enhancing 
product, which brought out 
the natural colors of the 
stones. This product would 
also help prevent pene-
tration from foreign con-
taminants while helping to 
facilitate a successful ongo-
ing maintenance program. 
The client loved it, and the 
cleaning company gladly 
paid to be through with the 
situation they had created. 
Both hopefully learned a 
lesson regarding the use 
of inappropriate products 
to maintain their installa-
tion. Majestic No-Rinse pH 
Neutral Cleaner was left 
behind so there would be 
no confusion over what was 
appropriate to use, going 
forward. 

EASY AS 1, 2, 3!

Lowering Costs Extending Careers 

TM

Increase Profits with
Lower Install Costs

CONTACT US TODAY!   503.212.4034

REDUCE LABOR
No more shop guys 
sent out on install

INCREASED
PRODUCTIVITY
Fewer stairs and less 
fatigue = faster installs

ELIMINATE INJURIES
Never lose another
skilled installer

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

Get Started with No Lift Today!

www.NoLiftSystem.com      503.212.4034      Sales@NoLiftSystem.com

WATCH VIDEOS ONLINE AT
www.NoLiftSystem.com

Polished porcelain tile 
can generally survive 
harsh or acidic cleaning 
solutions, but not mar-
ble, as shown in the deep 
etching in this shower.

The clients were very 
happy with their shower, 
restored after honing, 
polishing and sealing with 
a color enhancer.

no place to escape, I’m sure 
that contributed to the ex-
cessive mold growth.

The etching was so deep 
that a 120 grit diamond 
pad was required in some 
areas to remove the blem-
ish. The stones were then 
honed back up to a 220 
grit. Finally, a 220 grit di-
amond impregnated pad 
was used to remove honing 
swirls and to help ensure 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Alpha® Introduces Two New Wet 
Blade Cutting Kits for Grinders

Alpha Professional Tools® 

has announced the intro-
duction of two new 

Wet Blade Cutting Kits: the 
perfect accessory for the Alpha® 
PSG-125 or other high-speed 
angle grinders. The Wet Blade 
Cutting Kit is designed to convert 
any variable or single-speed angle 
grinder into a wet tool for grind-
ing, profiling or cutting.

The kits come in 5-inch and 
6-inch  in order to fit most 4-1/2, 
5 and 6-inch angle grinders.  The 
kit is unique in that it allows you 
to use a dry angle grinder with wet 
diamond blades, saving money 
without the expense of buying a  
second tool.

Assembly is required for the 
two kits. Part number numbers are 
WBC5KIT and WBC6KIT.

For more information, visit 
the Alpha® website at www. 
alpha-tools.com or contact them 
toll-free at 800-648-7229.

Federal authorities say they 
have intercepted a ship-

ment of 108 phony replica 
Super Bowl rings representing 
many past champion teams, 
including the Philadelphia 
Eagles.

U.S. Customs and Border 
Protection officials say the 
rings were found in an ex-
press consignment parcel that 
arrived June 18 from Hong 
Kong marked as “alloy rings.”

Trade enforcement officers 
noted “poor craftsmanship” 
and detained the rings to ver-
ify their authenticity with the 
National Football League, the 
trademark holder.

Customs officials say the 
NFL confirmed that the rings 
were phony. Officials say an 
authorized replica of a Super 
Bowl ring can cost $10,000 
but counterfeit ones are of-
fered on the internet for $25.

Bling Sting

“Ideas matter. 
Legislative proposals 

matter. Slick  
campaigns and 

 dazzling speeches 
can work for a while, 

but the magic 
always wears off.” 

—Charles Krauthammer
3-13/1950 – 7/21/2018 Call 1-800-575-4401 or Order Online www.braxton-bragg.com

Purchase 20 Original I-Braces  
and Get 5 FREE!

Yes, that’s right, save up to $60!

Three 15-inch I-Braces were used to support this 30˝ × 96˝ island install.

Stone-Colored I-Braces

Also Available

13˝ and 20˝ 
standard and heavy duty

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

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

 12472	 The	Original	I-Brace	XL	Countertop	Support,	20˝	x	2-1/2˝,	3/8˝	Thick $15.79

	 12461	 The	Original	L-Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	3/16˝	Thick	 $14.99

	 12462	 The	Original	L-Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	3/16˝	Thick	 $16.99

 12473	 Heavy-Duty	L-Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	3/8˝	Thick	 $12.99

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

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

 Item # Description OUR Price 
	 12466	 Stone-Colored	I-Brace	Countertop	Support,	13˝	Long	x	2-1/2˝	Wide,	3/16˝  $10.99

 12467	 Stone-Colored	I-Brace	XL	Countertop	Support,	20˝	x	2-1/2˝,	3/16˝	Thick $12.99

 12474	 Stone-Colored	I-Brace	XL	Countertop	Support,	20˝	x	2-1/2˝,	3/8˝	Thick $15.79

	 12470	 Stone-Colored	L-Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	1/4˝	Thick	 $14.99

	 12471	 Stone-Colored	L-Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	1/4˝	Thick	 $16.99

 12475	 Stone-Colored	Heavy-Duty	L-Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	3/8˝	Thick	 $12.99

	 12468	 Stone-Colored	Upper	Brace	Upper	Bar	Support,	10˝	x	2-1/2˝,	1/4˝	Thick $10.99

	 12469	 Stone-Colored	Upper	Brace	Upper	Bar	Support,	15˝	x	2-1/2˝,	1/4˝	Thick $12.99

– ONLY Available At –

MIX & 

MATCH  

ALL LENGTHS, COLORS, 

STANDARD AND  

HEAVY DUTY

The 5 free will be the least expensive 
purchased. Purchase 10 heavy duty and 10 
standard, and receive 5 additional standard 
for FREE! Or purchase 20 standard 13” black, 
and get 5 FREE 13” stone-colored!

Use Code

SRG91
when placing 
your	order

Hurry — Special Offer Ends September 30, 2018

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the original I-Brace
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Continued from page 16 using the 220 grit resins, 400 grit 
resins were applied, feathering out 
further, but not to the wall.  

Mild lippage became somewhat 
of an issue by leaving some pic-
ture framing behind after the 400 
grit resin diamonds were used. It 
was hoped that after polishing, 
this issue would be minimized. On 
these particular marbles (different 
varieties of pink Tennessee), the 
5X Gold was used to get a bril-
liant polish. The picture framing 
was indeed reduced to a minimum 
and the floor looked great. Many 
existing etches were also removed 
as a result of the process. Even 
though a full restoration of the 
floor was not the goal, and a deep 
clean and repair of the grout was 
not on the work order either, the 
clients were overjoyed with their 
newly restored floor.

Once the stone has been prop-
erly restored, please try to ed-
ucate your clients to help them 
minimize future avoidable issues. 
Also, I highly advise impregnat-
ing/sealing all stone and grout 
(except epoxy grout) surfaces 
(especially honed or textured) to 

Stone Restoration and 
Maintenance Corner

reduce foreign contaminant pen-
etration. This is especially true 
in what I call critical areas like 
kitchens, baths, and areas subject 
to frequent spillage. Develop a 
maintenance plan that includes 
both products and procedures and 
then be sure to go over it with the 
client or their appropriate mainte-
nance personnel. As I said before, 
I advise contractors to leave be-
hind a quart or so of the No-Rinse 
Neutral Cleaner, along with a 
spray bottle. It looks professional 
and is the right thing to do.

Just remember Benjamin 
Franklin’s saying, “An ounce of 
prevention is worth a pound of 
cure.”

As always, maintain a good 
relationship with a distributor of 
quality products and the technical 
support to back them up. Doing 
this will help make your projects 
much easier.

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

The next problem project re-
sulted when a plumbing company 
removed and dragged a toilet 
across a marble floor in the very 
high-end restroom of a Federal 
Courthouse building. This issue 
was easily diagnosed, and the pre-
scription was fairly straightfor-
ward: Remove the deep scratches 
and feather out with each step to 
blend into the rest of the floor, 
right?

Of course, things are hardly 
ever as easy as they seem. The 
scratches were very deep, so deep 
you could catch them easily with 
your fingernail. That meant start-
ing low with at least a 120 grit 
flexible metal-bond diamond for 
quicker stock removal. A hand 
tool was used to speed up the pro-
cess with the 120 grit and 220 grit 
metals, before switching to the 
220 grit resins under a 13-inch 
floor machine to feather into the 
rest of the floor. Pro-Tip: using 
the smaller machine allowed bet-
ter access to the stalls.)

 Once the main areas were honed 

What was done to the beautiful 
Tennessee marble floor in this 
Federal courthouse bathroom 
should be a Federal crime. 
Right: After restoration.

Occasionally, you will en-
counter some scratches so 
deep that honing can cre-
ate lippage, as in this dark 
Tennessee marble picture 
frame flooring 
outlining a lighter 
Tennessee Pink marble. 
Careful polishing will help 
to minimize any uneven-
ness.  After a difficult 
restoration that could 
have been prevented by 
a little extra care, please 
try to educate your clients 
to help minimize future 
avoidable incidents. Ask 
to develop a maintenance 
plan for them, and you just 
may turn an averted disas-
ter into a grateful, steady 
client.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Filter Project Dry Dust Collection Booths are all 
stainless steel, heavy duty, dry dust collectors.
With the additional requirements initiated by OSHA for 
Silica in the granite and engineered stone, the Filter 
Project Clean Air Dry Dust Collection Booths will be a 
major advantage in removing silica dust from the air.

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

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

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

The Filter Project Dry Dust Collector Booth is made to 
trap 99.99% of Dust from Granite, Marble, Engineered 
Stone, Quartz, Quartzite, and other airborne particles.

Automatic Dry Dust
Collection Booths

Description Length Width Height Weight Power Aspiration
Dust 

Efficiency
Noise
Level

6 1/2 ft.
2 Meter

76” 43” 96” 660 lbs 3 hp
12.000 m3/h 99.99% 67 dB

1930mm 1100mm 2450mm 300 kg 2.2 kw
10 ft.

3 Meter
115” 43” 96” 858 lbs 4 hp

16.000 m3/h 99.99% 67 dB
2930mm 1100mm 2450mm 390 kg 3 kw

13 ft.
4 Meter

155” 43” 96” 1100 lbs 8 hp
32.000 m3/h 99.99% 67 dB

3930mm 1100mm 2450mm 500 kg 6 kw

Are you compliant with the new OSHA Crystalline Silica rules 
and guidelines?

Shipping available
from either

North Carolina
or California

for your convenience.

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

Everything for the Stone Industry

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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High traffic, outdoor, exposed, 
and wet areas can maintain the 
aesthetic appeal of their indoor 
counterparts, without compromis-
ing design or durability.

Live Seamlessly
With the introduction of wood 

and concrete-look tiles, porce-
lain products have continued to 
rise in popularity. R11 Anti-Slip 
finish gives a new edge to these 
already artistic materials, giving 
the added appeal of endless instal-
lation applications. Using materi-
als with the R11 Anti-Slip finish, 
fluid designs are now attainable 
allowing for truly seamless living.

About Arizona Tile
Founded in 1977 in San Diego, 

California, Arizona Tile has 
grown into a nationally recog-
nized commercial and residen-
tial distributor with more than 
25 showrooms throughout seven 
Western states. Arizona Tile im-
ports more than 250 varieties of 
granite, marble, limestone, trav-
ertine, and slate. Not only do they 
stock over 40 series of porcelain 
and ceramic tile, their relation-
ships with manufacturers allow 
them to develop new ceramic, 
porcelain and glass tile lines that 
are only available at Arizona 
Tile. Additionally, Arizona Tile 
offers over 40 colors in Della 
Terra Quartz slabs. Founded by 
John Huarte, former NFL player 
and Heisman Trophy winner, the 
company is still family-owned 
after more than 40 years.

Arizona Tile

Continued from page 13

Arizona Tile’s certified R11 
anti-slip coated tile is perfect 
for shower installations.

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

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

Terminator NanoCut Q2 
Wet Quartzite Blades

Terminator Q2 Quartzite 
Turbo Blades

20mm!

This is a great natural 
quartzite cutting blade 
and the 20mm high 
segments work through 
the stone like no other.

These Turbo Blades have a high performance on hard and 
exotic material like natural quartzite and harder granites. 
Designed specifically for very hard materials like quartzite, 
a softer metal bond matrix allows the diamonds to be 
exposed more efficiently, which allows you a fast clean cut.

•“Natural” angle segment design
•Reformulated 20mm position diamond segment construction
•Silent core construction
•Diamond bond and composition formulated specifically for  
 natural quartzite
•Great for cutting Natural Quartzite

A Cut  
Above

Terminator Bigfoot 
Core Bits

The turbo segment design and the vacuum-brazed side 
segments increase performance of these core bits, and will 
also perform well on Granite, Marble, and Engineered Stone. 
Available in sizes from 5/8 inch to 4 inches.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Should You 
Own a Waterjet?

It is extremely important to 
understand that to make the ma-
chine give you the maximum 
return there must be at least one 
single person dedicated to learn-
ing how to operate the machine 
and to maintain it. Too many 
times the machine shows up, 
gets installed, a couple of days of 
training are completed, and then 
the boss fails to appoint some-
one to actually run the machine. 
That combined with impatience 
with regard to a reasonable learn-
ing curve often leads the boss to 
conclude that the machine is a 
great “disappointment,” or the 
machine did not “deliver” the 
promised production. These 
types of shops often revert to 
just doing things by hand and let 
a machine that would otherwise 
be minting money sit idly by, 
gathering dust, and accumulat-
ing piles of scrap stone leaning 
against it. Following that path, it 
will be just a matter of time be-
fore the shop will no longer be 
able to compete.

Here is what it takes. The 
moment it is decided a piece of 
equipment will be purchased, it 
should also be decided who will 
be the main operator. When that 
decision is made, arrange for that 
person to go and get training be-
fore the machine arrives. Also, 
it is imperative that the operator 
should learn which parts of the 
machine will require the most 
maintenance, which parts need to 

Continued from page 14

be replaced most often. To keep 
up with each new version of the 
software for the machine, get 
that information directly from 
the manufacturer. Those are just 
a few things that should be done 
prior to machine arrival. Post ar-
rival, there should be a dedicated 
set of tools for that machine that 
are locked up in a cabinet so that 
they are readily available when 
the machine needs maintenance 
or repair. Finally, there should 
be a second person who is the as-
sistant to the main operator, and 
may ultimately become an oper-
ator himself or herself. Always 
keep a person in training in the 
event the main operator should 
leave.

These suggestions are just opin-
ions formed by many decades of 
observation in the stone industry. 
I hope that this discussion has at 
least provided a reason to give 

you pause before jumping into 
the major financial commitment 
that comes with a machine pur-
chase. It was also my objective 
to have you consider that there 
is a definite order of machine 
types to bring into your shop, 
and that it does matter. Also, al-
though I did touch a little on the 
human element involved in the 
purchase, the human element if 
not addressed properly in regards 
to a proper level of pay for the 
responsibility of operating an 
important piece of production 
equipment can put you in the 
frustrating position of having 
your operators constantly hired 
away by competitors. Remember 
that the marketplace determines 
how much a job is worth, so keep 
yourself informed. I wish every-
one continued success with your 
business no matter which ma-
chines you choose to use.

American Black Granite: Unique 
and Versatile for Large- Scale 

Architectural Projects

IN Pennsylvania a little- 
known quarry is turning 

out a black granite with dramatic 
veining, and it’s showing up in 
both living rooms and city parks.

One of the challenges of large- 
scale architectural projects using 
natural materials is consistency of 
material over large lot sizes, and 
over long build times.

One natural stone that meets 
these demands is American Black 
granite which Polycor quarries in 
Pennsylvania. Because Polycor 
owns the quarry it has total con-
trol of supply, ensuring it can sup-
ply blocks of the same quality of 
color and veining, no matter how 
long the project takes.

American Black granite meets 
a wide range of designs thanks 
to the versatility that comes from 
two different cutting directions. 
One directional cut provides a 
consistent linear veining while the 
other yields a gentle, consistent, 
wavy movement.

“What really defines us is when 
an architect is looking for linear 
movement,” says  Jeff  Lemieux, 
vice president of international 
block sales at Polycor. “Other 
quarriers can provide the swirly 
mist granites, but not the linear. 
When it’s time to supply the linear 

Steven Schrenk 
Polycor

veining in large scale, we are the 
only one with the capacity to meet 
the demand.”

Those “swirly” mists Lemieux 
refers to is the product of slic-
ing the granite blocks against the 
grain, also referred to as a fleuri 

American Black granite slab, linear cut with antique 
finish to bring out the distinctive white veining.

ombre from North to South. At 
Polycor’s Elverson, Pennsylvania 
quarry the company pulls blocks 
of American Black granite, deep 
in black color with linear white 
veining.

cut. An American Black granite 
block cut in this way is called 
American Mist for the swirling 
spray pattern revealed within the 
stone.

What’s the Difference 
Between Jet Mist and 

American Black Granites?
 Don’t be fooled by these look- 

alikes. American Black and Jet 
Mist quarries are not too far from 
each other but yield much dif-
ferent qualities of granite. This 
granite deposit runs like an un-
derground river down through 
the mid-Atlantic states, with 
markedly different appearances 
throughout. If you were to map 
the appearance of the granite 
deposit on a color spectrum it 
might appear as a black to grey 

Please turn to page 38

American Black Granite

“No, you’re right. ‘Eat’ is better.”
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“Nothing is more 
wonderful than 
the art of being 

free, but nothing 
is harder to learn 
how to use than 

freedom.” 
– Alexis de 
Tocqueville

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Achill i USA • 7606 Whitehall Executive Center Dr., Ste 400 • Charlotte, NC 28273
Ph. +1 704 893 4634 • Fax +1 833 514 7058 • www.achill iusa.com

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

GOLD
CNC CONTROLLED

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

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

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

4 Axis
Bridge Saw

Now available at braxton-bragg.com

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Sussing Out Sandstone
Karin Kirk 
usenaturalstone.com
Photos by Karin Kirk, Courtesy 
Natural Stone Resources, Inc.

This is the stone that started 
it all for me. In the throes 
of a kitchen remodel, I 

ventured to the local stone yard 
and worked my way down a tan-
talizingly long aisle of slabs and 
remnants. My husband was wise 
to let me make the first cut on 
my own, because I had to admire, 
examine, and/or fondle almost 
every slab. Whoa, a pegmatite! 
Oooh, is that amphibole? Breccia, 
niiiiice! Ahhhh, my sweet marble 
(presses cheek up to slab). Oh 
hey, look at the fossils! Yep, I’m 
a nonstop stream of exclamation 
points when it comes to rocks. 

But of all those delectable 
choices, it was sandstone that 
stole my heart. Wild Sea. A grey 
to pale green color with graceful, 
swooping movement, showing 
how the water flowed just so, a 
few million years ago. I imagined 
gentle waves lapping across my 
kitchen, and of course, I could 
hardly wait to tell every house-
guest about cross bedding and 
paleocurrents. 

Sandstone sometimes gets a bad 

rap when it comes to its usefulness 
and durability, but all sandstones 
are not equal. Some sandstones 
are porous and not suited for in-
door use, but they make excellent 
dimension stone and are a natural 
fit for landscaping projects. Other 
sandstones are dense and imper-
meable, making terrific counter-
tops and backsplashes. Read on 
to learn about the all-important 
differences in sandstones.

Sandstone is Made of…  
Wait for it… Sand

Presumably, you’ve wiggled 
your toes on a sandy beach or 
river bottom. So you’ve experi-
enced the precursor to sandstone: 
sand. To a geologist, sand is any 
piece of mineral or rock that is 
within a certain size range. Sand 
is between 1/16th of a millimeter 
to two millimeters. That’s some-
where between fine sugar and 
coarse cornmeal. Particles larger 

than sand are called gravel or peb-
bles, and specks smaller than sand 
are officially called silt. 

Sandstone, by the most basic 
definition, is any stone that’s 
made mostly of sand-sized pieces 
that have been stuck together into 
a solid rock. That loose definition 
leaves a lot of room for variation. 
What minerals are in the sand? 
How tightly is it stuck together? 
This is why you can’t lump all 
sandstones together.

Colors Tell Us Where the 
Stone Was Formed

For starters, it’s helpful to know 
what kind of sand we’re talking 
about. Far and away the most 
common type of sand is quartz, 
and hence the most common 
sandstone is quartz sandstone. 
Quartz sandstone can be white, 
light grey, red, yellow or tan. It’s 
almost always light colored be-
cause quartz is clear or white. The 
colors come from the mineral ce-
ment that binds the quartz grains 
together.

If a sandstone is dark grey or 
dark brown, it’s probably made 
of something other than quartz. 
Bluestone is a well-known exam-
ple of sandstone that’s made of 
feldspar, quartz, mica, clay, and 
rock fragments. Geologists call 
bluestone a lithic sandstone or 
“greywacke.”

Dark brown to dark red sand-
stones and brownstones are a mix 
of quartz and feldspar and have 
iron oxide cement. Red sand-
stones are significant in geology 
because they formed at times 

when the atmosphere had abun-
dant oxygen. These “red beds” 
are also an indicator that the rock 
formed on land or in very shallow 
water. Sediments in deeper water 
are not exposed to as much oxy-
gen, so they tend to be dark grey 
or black.  

Patterns in Sandstone
The thing that attracted me to 

Wild Sea was the pattern made as 
sand grains were carried along by 
currents. This is called cross bed-
ding and it’s one of the hallmarks 
of sandstone. Cross beds look 
like graceful, diagonal lines that 
have a gentle curve to them. You 
know how water flowing over 
sand leaves a rippled pattern? If 
you were to slice down into those 
ripples, you’d see cross beds. The 
swooping layers show the direc-
tion the water flowed. 

Small cross beds are made by 
small stream channels. Giant 
cross beds are formed by sand 
dunes. Cross beds that flow one 
direction, then the opposite direc-
tion are caused by water that al-
ternates flow direction—in other 

words, tides. Cross beds that look 
like lots of U-shaped patterns 
show that the water was flowing 
toward you rather than side to 
side. 

Geologic minutia like cross 
bedding may seem superfluous. 
Ah, but no. Cross-bedding is a 
quick and reliable way to recog-
nize sandstone. This is especially 
handy because sandstones are 
sometimes labeled as quartzite or 
granite. Being able to recognize 
this distinctive pattern will help 
you understand what type of stone 
you’re dealing with. 

Some sandstones, like Rainbow 
Teakwood, have a woodgrain 
look that is similar to cross bed-
ding. These patterns are caused 
by dissolved minerals carried in 
groundwater and they’re called 
Liesegang rings. You know how 
a red wine stain on your moth-
er-in-law’s best white tablecloth 
leaves a distinct, red outline at the 
farthest reaches of the stain? The 
same thing happens with minerals 
too, only with a lot less guilt. 

Please turn to page  25

Top Left: Red sandstone from 
the Lyons quarry in Colorado.
Left: This Wild Sea ‘quartzite’ 
countertop is actually a 
sandstone. 
Karin Kirk

Image by Karin Kirk for NSI

Photo courtesy Lyons Sandstone Quarry & Fabrication

Cross bedding drawings: The Florida Center for Intructional Technology Image by Karin Kirk for Natural Stone Institute
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Call 1-800-575-4401 or Order Online www.braxton-bragg.com

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

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

Rock Jockey

MADE IN THE USA

PATENT PENDING

 Item # Description OUR Price

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

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

FREE
Abaco Lifter 
with the purchase  
of every Stone Pro  

Trigger

MADE IN THE USA

 Item # Description  OUR Price 

 11713 Stone Pro Trigger $2,299.00

EXCLUSIVE

PRODUCT!

Item # 92350

Use Code

SRG92
when placing 
your	order

Hurry! Special Offer 
Ends Sept. 30, 2018

NEW!

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.

Sandstone Evokes 
Ancient Landscapes

Think of all the places you en-
counter sand – on a beach, in a 
river, or across a desert. These are 
the same types of environments 
that brought us sandstones. 

The thing we love about sedi-
mentary rocks is how they offer a 
glimpse into former worlds. Even 
a billion years ago, beaches and 
sand dunes formed the same way 
they do today. We can use what’s 
happening around us now to infer 
what happened long ago. That’s 
one of the fundamental rules of 
geology.

Sand can be deposited in vast 
blankets, such as in the Sahara 
desert. The Navajo Sandstone 
that spans Utah, Arizona, and 
Colorado tell us this was a 
Sahara-like desert during the 
Cretaceous Period. Massive cross 
beds, like those seen on sandstone 
cliffs in Zion National Park, are 
the remnants of huge sand dunes 
that marched across the desert 
floor. 

Rivers carry sand, too, with 
bluestone coming from sandy 
river channels and river deltas. 
On the banks of rivers, floods 
deposit alternating layers of sand 
and mud. As floodwaters recede, 
the sediment dries out, shrinks, 
and cracks into polygon shapes. 
That’s what made Stone Wood 
and Palomino. The sand devel-
oped a network of cracks, and 
then dark brown clay filled in the 

Continued from page 24

cracks and created a stark 
geometric pattern.

Beach sand tends to be 
more pure that river sand, be-
cause wave action winnows 
out everything but the quartz 
grains. White sandstones like 
White Sea are most likely 
from former coastlines. 
Today, pure white sand can 
be admired on the beaches 
near Pensacola, Florida. 
Someday, those beaches 
will make a gorgeous sand-
stone (maybe for my next 
kitchen?).

How Does Sand Turn 
into Solid Rock?

Loose sand can become 
a super strong stone, or 
one that’s disappointingly 
crumbly. It’s all a matter 
of how well those sand 
grains are stuck together. 
Groundwater circulates be-
tween sand grains, carrying 
dissolved minerals along 
for the ride. Over time, min-
erals fill in the spaces be-
tween sand grains and glue 
everything together. 

Please turn to page  27

Rainbow Teak sandstone is 
beautiful but also very porous.

Image by Karin Kirk for NSI

Image by Karin Kirk for NSI

SANDSTONE

Individual grains are visible
(magnifying glass may help)

QUARTZITE

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

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the new Rock Jockey
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PSA – More than Straws

I have four trash cans in my 
kitchen. One is for trash, and 
one is for cardboard – as I’m 

an Amazon Prime and a Chewy.
com member,  I have a lot of card-
board. One bin is for plastic, and 
one is for aluminum cans. The 
trash goes outside to be picked up 
weekly. When the aluminum gets 
full I take it to a friend, who recy-
cles it. The cardboard and plastic 
go in my recycling bin every 
other week to be picked up by 
the city contract recycling / waste 
management people.

Sharon Koehler
Artistic Stone Design

I bring reusable shopping bags 
to the store to cut down on plas-
tic bags, and I try to buy products 
with recycled content. Pilot Pens 
has a pen called B2P (Bottle to 
Pen). It takes two plastic water 
bottles to make each pen. To top 
it all off, they are good pens. I use 
them all the time! 

These are small things, but I feel 
like I’m helping the planet by re-
cycling. After all, we only have 
the one. It’s not like we can just 
pick up and move to the next one. 

If you aren’t aware, plastic is the 
big culprit. Plastic doesn’t break 
down like other recyclables. It 
takes plastic approximately 700 
years to start breaking down, and 
it will not completely break down 
for an estimated 1,000 years. 

What that really means is that 
EVERY piece of plastic ever cre-
ated is still on this earth, in some 
form. Worldwide, 300 million 
tons of plastic is created every 
year, but we recycle just under 
10 percent. That leaves approxi-
mately 270 million tons a year to 
end up in landfills – or worse yet, 
the ocean where it injures or kills 
marine life. Please turn to page  29

Try it and see why installers call 
 Stone Shield their go-to adhesive.

MADE IN THE USA

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

 46405 Stone Shield™ Transparent Knife Grade, Gallon $43.95 

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

$26

Adhesive Spreaders 
 & Stirring Sticks

Item # 

4800A

Item # 

4802

$9.74

$19.95

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

Polishable in 30 –60 minutes
Transparent –easy to color

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

Many companies are now see-
ing the error of their “plastic 
ways.” Starbucks, Disney and 
McDonalds (to name a few) have 
publicly announced they are 
going to phase out plastic straws. 
Many grocery stores are once 
again offering paper bags instead 
of plastic, if you forget your re-
usable cloth bags. Plus, many box 
stores now have recycling bins for 
plastic, electronics and batteries. 

Plastic is the big culprit, but 
there are other things like glass, 
paper, cardboard, batteries and 
electronics that can be recycled as 
well. I’m sure that on a personal 
level, many of us recycle, but 

what about on a business level? 
Recycling isn’t just for the resi-

dential consumer.  Any business, 
big or small, can have a recycling 
program, and it’s not hard to do. 
The first decision you need to 
make is whether you want to han-
dle it in-house or if you want to 
hire a company to manage it for 
you and then proceed accordingly.  

If you choose to handle it in- 
house, try to roll the program 
out in stages. On average 80-90 
percent of office waste can be re-
cycled. Define what you want to 
recycle and start with one or two. 
Giving people all their choices in 
the beginning may overwhelm 
them and may keep them from 
participating.

Getting Started
The easiest thing to start with is 

paper. The average office gener-
ates two to three pounds of waste 
paper a day. The next easiest 
thing is aluminum (soda cans). 
Place your recycling bins in con-
venient areas and let all your em-
ployees know what’s happening.  

“I got lucky because 
I never gave up the 

search. Are you 
quitting too soon? 
Or are you willing 

to pursue luck 
 with a vengeance?”  

— Jill Konrath

If you want to start 
an in-house recycle 
program, clearly 
marked bins will 
help your company 
define and manage 
a program. Some 
waste management 
companies will even 
provide recycle bins.

Razor Blades Item #  

9100

$3.74

Don’t forget the installation accessories!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Adhesives
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IF you search the Knoxville 
News Sentinel’s obituary 

archives from September 16, 
2001, you will find the name of 
Cecil Edgar Wells, 76. It lists 
facts about Mr. Wells’ life, his 
survivors and plans for graveside 
services at Tennessee Veterans 
Cemetery.

What this obituary does not re-
veal, however, are details of how 
Mr. Wells got to the cemetery. 
And therein lies a story that has 
taken on legendary status among 
family members. 

“Everybody agrees he would 
have gotten a big laugh out of it,” 
is how one daughter-in law, Holly 
D. Wells, puts it. 

 A Knoxville native, Cecil Wells 
worked in the insurance busi-
ness. He had moved to Lafayette, 
Louisiana, in the 1980s. In early 
September 2001, he suffered a 
massive stroke. It would take his 
life on September 12. 

As you surely remember, this 

Sam Venable 
Department of Irony

was one day after one of the most 
tragic events in U.S. history. 

“My brothers-in-law drove to 
Louisiana as soon as we heard 
about the stroke,” explained 
Holly. “The rest of us decided to 
wait and see how he was doing, 
then go ourselves.” 

Alas, all travel plans went 
out the window when hijacked 
jetliners turned New York 
City, Washington, D.C., and 
Shanksville, Pennsylvania, into 
war zones. 

“They had a funeral for him in 
Lafayette,” Holly recalled, “but 
he had always wanted to be bur-
ied in Knoxville. Any other time, 
this wouldn’t have been a prob-
lem. But after 9/11, all the planes 
were grounded.” 

The boys checked into having 
Mr. Wells’ casket shipped via a 

commercial trucking company. 
It was too costly and would take 
too much time. So they did what 
any resourceful East Tennesseans 
would do. 

“They rented a regular-sized 
U-Haul trailer, hooked it to the 
pickup and brought him here 
themselves,” said Holly. “Soon as 
the funeral was over, they loaded 
him up and came to Tennessee.” 

This took a bit of planning, she 
remembers. First, permits had 
to be obtained to transport the 
body across state lines. While 
that was being done Holly, still 
in Knoxville, contacted Rose 
Mortuary so the casket could be 
taken directly there. 

“They drove almost nonstop,” 
she said. “Just pulled in long 
enough to get gas and go to the 

Almost Late for His 
Own Funeral

restroom. They got here the same 
night, and we had his graveside 
services the next day.” 

Nobody in the clan makes merry 
of either Cecil Wells’ death or the 
tragedy of 9/11. Still, the irony 
isn’t lost on them. 

“Everybody keeps saying how 
much of a kick he would’ve 
gotten out of this,” Holly noted. 
“We all said he would agree his 
funeral wouldn’t be typical. I 
guess if your casket arrives in a 
U-Haul trailer, it’s a pretty red-
neck event.”

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

Sussing Out Sandstone

Geologists call this mineral glue 
‘cement.’ The cement can be iron 
oxide, silica, clay or calcite. More 
importantly, the cement can fill in 
all the spaces between the sand 
grains, or only some of them. 

When a lot of those spaces 
are left open, you end up with 
a porous sandstone. Some, like 
Rainbow Teakwood, suck up 
water like a sponge. Others, like 
Wild Sea, have very little pore 
space because minerals have thor-
oughly filled the spaces between 
the sand grains, making a low-po-
rosity stone that will repel water. 
In general, the older the sandstone 
and the more deeply it was buried, 
the less porous it will be. 

Evaluating Sandstones
Given this big disparity in sand-

stones, it’s important to match 
the right stone with the right use. 
For interior use, like counter-
tops, bathrooms, backsplashes or 
flooring, you want a low-porosity 
sandstone. Fortunately, testing 
the porosity couldn’t be simpler: 

pour or spray some water on an 
unsealed sample of the stone and 
watch what happens. If the water 
readily soaks into the stone, it’s 
not a good candidate for use where 
the stone will get wet. If water 
doesn’t visibly soak into the stone 
but it leaves a dark spot, then the 
stone has moderate porosity, and 
would be safe for most uses as 
long as sealer is applied regularly. 
And if the water neither soaks in 
nor leaves a dark area, you’ve got 
a tightly-cemented sandstone that 
will resist whatever your 4-year-
old can throw at it. 

Quartzite is a Former 
Sandstone

Quartzite is all the rage right 
now. An unfortunate side effect 
of this wave of popularity is that 
some stones are being labeled as 
quartzite when they aren’t. This 
is most common with marbles 
that are labeled quartzite, but 
some sandstones are being called 
quartzite, too. 

Quartzites start out as sand-
stone, and then they’re subjected 
to so much heat and pressure that 

the sand grains fuse together into 
one solid mass. Even if you look 
really close, you won’t see indi-
vidual sand grains. This makes 
quartzite less porous than sand-
stone. That said, this process is 
not definitive. Some stones strad-
dle the line between sandstone 
and quartzite. Usually this is 
recognizable by the patterns in the 
stone. If you can see cross beds, 
it’s either a sandstone or a quartz-
ite that has only been subjected to 
a mild amount of heat and pres-
sure. White Macaubus, Nuage, 

and Infinity White quartzites are 
examples of lightly metamor-
phosed quartzites, while White 
Sea ‘quartzite’ is actually a sand-
stone (see my kitchen counter on 
page 24). So, regardless of the 
label, if a stone has cross bedding, 
check the porosity before falling 
deeply in love with it. 

Many Iconic Buildings Are 
Made of Sandstone

Sandstone makes wonderful di-
mension stone, because it’s hard 
and impervious to the elements, 

yet it’s still relatively easy to 
cut, shape, and carve. That said, 
quartz-based sandstones and 
quartzites may require some ad-
ditional fabrication costs due 
to additional time or tool wear, 
since the minerals are so hard. 
Sandstone buildings are com-
monplace all over the world, 
from Manhattan’s brownstones to 
Washington D.C.’s Smithsonian 
Institution to Jordan’s ancient 
Petra. The U.S. is home to many 
productive sandstone quarries, 
such as the Potsdam sandstone 
in upstate New York, the Dakota 
sandstone in Colorado, and the 
Berea sandstone in Ohio. 

Home Grown
The University of Wyoming 

in Laramie takes sandstone con-
struction to a whole new level. 
They have their own sandstone 
quarry near campus, with a ready 
supply of dimension stone. 

Most of the campus buildings 
are made of this stone, tying to-
gether the campus and lending a 
native feel to the architecture.

Please turn to page  33

Continued from page 25

 “It’s not about 
having the right 

opportunities. It’s 
about handling the 

opportunities right.” 
– Mark Hunter

The distinctive red sandstone Smithsonian Castle in Washington, D.C.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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spots, soap scum build-up and more. 
Supreme Surface cleaners for nat-
ural stone are non-toxic and 100% 
naturally derived. Unlike other gran-
ite cleaners and cleaning products 
for natural stone, Supreme Surface 
cleaners are designed to clean and 
polish your stone, and then ionically 
seal and protect against stains with 
ioSeal protectants. With every use, 
you will noticeably improve the feel 
and reflection of granite countertops, 
enhance the colors of tumbled and 
honed travertine, marble and more. 
Log on to www.consumerstonecare.
com.

_____________

Thanks for
READING!

Ads not meeting guidelines will not 
be published. 

•$30.00 per print ad, per month. Ads 
may be renewed by contacting the 
Slippery Rock Gazette. Free online ads!
•Maximum of 70 words or less per ad
•Payment must be made at the time ad is 
submitted. Credit or Debit Card only. A 
Credit Authorization Form is available 
by fax, or download a PDF from the 

Slippery Rock website.
•All faxed ads must be typed–No hand-
written ads–No exceptions. 
•Please review all your ad info before 
submitting– NO refunds will be given 
for ads that are submitted with the 
wrong contact info or content and then 
published.
•Best way to submit an ad is by going 
online at www.slipperyrockgazette.net 
for a free ad, or use the online form for 
a print ad, then fax payment to 865-688-
2076, (Attn: Rhonda Griffin).

2018 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

October 2018 Wednesday, August 22, 2018

November 2018 Wednesday, September 26, 2018

December 2018 Wednesday, October 24, 2018

Business Opportunities

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

_____________ 

Stone Care

Braxton-Bragg’s Supreme Surface 
Stone Care Program. Braxton-Bragg 
firmly believes in offering not only 
the best products for stone fabricators 
and installers, but also in providing 
our customers with a way to retain 
and maintain great working relation-
ships with their customer base. This 
is why we have launched Supreme 
Surface Stone Care Program for stone 
fabricators that purchase their supplies 
directly from us. It is easy to sign up 
and we do all of the work for you! 
All you have to do is let us know that 
you’re interested in becoming a par-
ticipant in this program and we will 
print for you custom postcards and 
brochures to hand out to your clients 
and prospective customers interested 
in your countertop services.

_____________

ATTENTION Fabricators: 
To discover how you can make 
extra money selling this prod-
uct call 800-575-4401 and ask for 
details. FINALLY, Seal, Protect, 
Polish, Enhance and Clean Stone 
with consumer friendly Supreme 
Surface Cleaners. Supreme Surface 
stone care products offer the most 
advanced cleaning and conditioning 
technology available on the market 
today. The line of products with the 
exclusive ioSeal™ protectants are for-
mulated to be more than just granite 
cleaners and cleaning products for 
natural stone. Using Supreme Surface 
products with ioSeal™ is a daily treat-
ment, formulated to condition as well 
as improve the look and feel of your 
granite countertops, quartz counters, 
marble and other stone surfaces, as 
well as protecting them against com-
mon issues such as stains, hard water 

The postcards and brochures will be 
printed with your company name and 
address. The space | Your Business 
Name & Address | will be replaced 
with your pertinent information to let 
your customers know how to contact 
you directly. You will also receive a 
unique discount code that is linked 
to your Braxton-Bragg account, so 
that we can track your customers, for 
you to receive a rebate from us when 
someone purchases Supreme Surface 
Products. For more information about 
this program, please contact one of our 
salesmen at 800-575-4401.

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

Readers Please Note:

Join Us 
Each Month!

For your subscription requests, 
address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

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

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

 • #36064 Lavina Quick Change Grit 120, Yellow, Trapezoid Pad, 1 Rectan-
gular, Segment, Soft Concrete • #36087 Lavina Quick Change Grit 70, Grey, 

Trapezoid Pad, 1 Rectangular, Medium Concrete • #10525 V-Harr Felt 
Backed Polish Pad, 13.5 in Buff • #36097 Lavina Quick Change Grit 50, Red, 
Trapezoid Pad, 1 Button, Round Segments, Hard Concrete • #11602 Lavina 

Quick Change Plate Fits, New Style HTC 500, HTC650 • #11603 Lavina 
Quick Change Plate Fits, Husqvarna PG820, PG950

CALL FOR PRICES!   

Stone Inspection & Troubleshooting

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

ing workshop. The class will be held Jan-
uary 29-February 1, 2018, in Las Vegas, 
Nevada, presented by Dr. Fredrick M. 
Hueston. 

Take Dr. Fred’s Stone and Tile Trouble-
shooting Training and learn how to take 
your skills to the next level. 

“The amount of failures, poor in-
stallations and other issues with stone 
and tile flooring are on the rise. This 
seminar is perfect for restoration 
and installation contractors as well 
as architects, building engineers and 
maintenance staff who have to deal 
with stone and tile installation and 
restoration,” says Dr. Fred.

Class size is limited– register today.

Get a full 4 days of training, covering…
•The geology of stone  •Understanding the structure 
of different kinds of stone  •Slab &tile production  
•Quarry techniques that affect the final product  
•Stone and tile forensic investigation
•Problem diagnosis •Installation requirements
•Stone and tile restorationCall 321-514-6845

visit www.stoneforensics.com/training
For more information,For more information,
visit www.stoneforensics.com/training

• 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 

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.

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

www.wilsonsaws.com 
Manufacturing Stone Processing 

Equipment Since 1982.                        
706-213-6725 

www.fabricatorsfriend.com

MADE IN THE USA

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

Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

www.braxton-bragg.com

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

we offer them with a 
100% Money Back Guarantee!

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

1.800-341.0432

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

WWW.STONEPROEQUIPMENT.COM

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

www.braxton-bragg.com

25 Years of Innovation
Extreme X2 Bridge Saw Blade

COMPLETE  TERMINATOR LINE IS NOW AVAILABLE AT

CNC Tooling for 
Natural Stone and  
Dekton

www.braxton-bragg.com
NOW AVAILABLE AT

www.braxton-bragg.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

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

www.akemi.com

www.braxton-bragg.com

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

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

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

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

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

Call 1-800-575-4401 or Order Online

www.braxton-bragg.com

As they get more and more 
comfortable with recycling 
you can add more bins 
for more items. (Suggest 
the employees rinse out 
the cans if possible, to re-
duce attracting ants, gnats, 
wasps, etc.)

When it comes to dis-
posal, there are several 
different ways to handle it. 
If your company is small 
enough, you may just want 
to drop collected items 
off at your local recycling 
center, or drop-off is also 
sometimes available in the 

want to recycle. Most com-
panies do paper, aluminum, 
glass, etc. Not all do bat-
teries, light bulbs, ink car-
tridges and electronics.

Water is another com-
modity that can be recycled. 
Many stone companies 
recycle their fabrication 
water. We do, and I can 
honestly say that the water 
bills here are less than the 
bills at my home! 

I heard a story earlier this 
year about a stone company 
that did not recycle their 
water. Apparently, they 
pushed so much water out 

More than Straws

of the building that eventu-
ally it damaged the founda-
tion of their building. They 
had to pay thousands upon 
thousands of dollars to take 
care of the problem, plus 
shut down production for a 
while. Then, on top of that, 
they were forced to put in 
a recycling system so it 
wouldn’t happen again. 

Be Earth-friendly, recy-
cle and reuse. The planet 
you leave behind will be 
the better for it, and so will 
your grandkids, your great 
grandkids and all the future 
generations to come.

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

large recycling bins placed 
some in mall parking lots, 
and outside local dump 
sites and schools. You can 
also check with your waste 
management company and 
get their guidelines. 

Another resource is your 
landlord. He may already 
have procedures in place 
to help you. You can also 
team up with other small 
businesses in your area 
so a waste management 
company will come and 
pick up your recyclables, 
if you don’t have enough 
by yourself for your waste 
management company to 
bother with.

If you choose to hire an 
outside company, make 
sure they handle what you 

Continued from page 26

Water recycling 
makes sense on 
several levels. 
Besides the 
environmental 
impact, most fab. 
processes simply 
work better with 
cleaner water.

Photo courtesy Full 
Circle Water

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Laser Products Industries Releases New 
Series of LT-2D3D Training Videos

Laser Produc ts 
Industries (LPI) has 
introduced a new 

series of training videos 
for its popular LT-2D3D 
Laser Templator. Designed 
to easily educate custom-
ers on digital templating 
with the unit right out of the 
carton, these concise, yet 
informative videos are seg-
mented by application from 
initial setup and templating 
to editing and emailing job 
files.

“We want our customers 
to get acquainted with the 
unit and be able to do basic 
templating the day they re-
ceive it,” said Kevin Yeh, 
marketing director and na-
tional sales manager for 
LPI. “We discovered that 
by breaking out and up-
dating our previous train-
ing videos into multiple, 
succinct clips, people were 
able to learn how to operate 
the LT-2D3D and software 
more effectively and mini-
mize the learning curve.”

The new training videos 
are available on the tablet 
that comes with each LT-
2D3D Laser Templator, as 
well as online at www.laser-
productsus.com/LTvideos 
and the Laser Products 
Industries YouTube page. 
LPI encourages not only 
customers to utilize these 
enhanced resources for 
training, but also prospec-
tive customers to under-
stand the benefits and ease 
of use of the LT-2D3D.

In addition to the new 
training videos, LPI will 
continue to offer custom 
online training for its cus-
tomers. For more informa-
tion on the LT-2D3D Laser 
Templator and additional 

products and services from 
LPI, please visit www. 
laserproductsus.com/ 
contact to find your re-
gional sales manager or 
call Braxton-Bragg at 
1-800-575-4401.

LT-2D3D Laser setup screen

Measuring walls and corners

Adding backsplashes and drop edges screen

Industry-leading digital templating company revamps its 
video resources to provide customers with an enhanced 

digital and online training experience

The new series of train-
ing videos created by 
Laser Products Indus-
tries are designed to help 
minimize the learning 
curve on its LT-2D3D La-
ser Templator and teach 
customers to perform 
basic digital templating 
the day they receive the 
unit.

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

Makita®  5˝ Grinder 
Variable Speed

Item # 9375

Makita®  4˝ Wet Polisher 
Variable Speed

Item # 9001

Makita®  4-1/2˝ Grinder 
Variable Speed

Item # 9377

 Item # Description  OUR Price

	 9375	 Makita®	5˝	Grinder,	9565CV	  $149.98 

		9377	 Makita®	4-1/2˝	Grinder,	9564CV	  $149.98

	 9001	 Makita®	4˝	Wet	Polisher,	PW5001C	  $299.97 

 NEW

LOWER
PRICE!

Get ‘Em

While They’re

Hot!
 Hot!

By popular

Demand
FRESH 

MAKITAS!

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

Now Available at Braxton-Bragg
Diamut CNC Tooling

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

Drastically Increase CNC Rates 
to Improve Production

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

For more information and pricing  
on Diamut tooling call

800-575-4401

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

Now Available at Braxton-Bragg
Diamut CNC Tooling

Continued from page 9

The program is being offered in 
Las Vegas, Nevada, the same time as 
StonExpo. Training will be held January 
21-24, 2019.  For those who wish to be 
certified inspectors this course will also 
offer certification.

The stone and tile troubleshooting pro-
gram is a full 4 days with the certifica-
tion test on the last day. The program is 
only offered once per year and the class 
size is limited. The cost of the class is 
$2,500 per person. 

 
The following topics will be covered 

in the comprehensive class:
 

• The geology of stone
• Understanding the structure of  
 different kinds of stone and materials
• Identification of stone and tile types
• How quarry techniques affect the  
 final product
• Production of tile and slabs
• Fabrication and installation  
 requirements
• Physical and chemical testing
• Stone and tile forensic investigation
• Diagnosis of problems
• Stone and tile restoration
• Repair and replacement
• Stain removal
• Troubleshooting
• Report writing
• Expert witness testimony
• Slip resistance
• Laboratory testing

One day will be spent in the field ex-
amining failures.

 For further information and to register 
go to www.stoneforensics.com or con-
tact Dr. Fred at 321-514-6845 .

Stone Forensics 
2019 Stone and Tile 

Troubleshooting

Fred Hueston and 2017 attendees visit 
a shop to study fabrication issues.

Shop www.braxton-bragg.com for Diamut CNC Tooling Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Continued from page 7

Alpha Professional Tools®

Tough Market, Tough Sell
Nao recalls that when he offered 

the first diamond pads to the mar-
ket, nobody believed they would 
polish edges. “My daily activ-
ity was to visit stone fabricators 
who were established in the New 
Jersey and the New York City 
area. I would introduce myself 
and tell them that I have a fan-
tastic product that would polish 
black granite edges as good as 

the surface. Most responded by 
saying, ‘Oh, come on. You can’t 
do that!’ I experienced so much 
rejection that I decided not to 
confront them with my technol-
ogy, but instead said, ‘I want to 
show you what my product can 
do. Can I borrow a corner of your 
shop to actually show you how 
well my product works?’ They 
would just laugh, but let me set 
up in a corner. So I would polish 

would follow up and make the 
sale. This became the routine and 
the formula for success back then. 
Additionally, with stone prices 
coming down and new materials 
being introduced (such as engi-
neered material), the momentum 
in the stone industry was chang-
ing polishing methods to diamond 
pads. We caught the wave at just 
the right time.” 

Staying on the Cutting Edge
“We classify granite into five 

different hardnesses,” said Nao, 
“with class one being the softest 
and class five being the hardest. 

Alpha® conducts in-house product R&D to ensure tools and tooling meet their high standards. A 
focus on the stone industry’s particular needs includes meeting new OSHA dust control standards.

the edge of a piece of black gran-
ite, put my tools away and show 
the shop foreman my final prod-
uct. At that point everybody ba-
sically said (Nao laughing while 
speaking with an Italian accent), 
‘Look man, I’m fourth generation 
Italian, my grandpa was a mason 
for 40 years and my father is pres-
ident of this company! What do 
you know!’ That was their atti-
tude. Being Asian, in this market 
they thought I knew nothing. So I 
would simply reply, ‘Please show 

this piece to your father,’ and I 
would walk away. Two days later 
the phone would ring with some-
one asking, ‘How much are your 
pads?’ 

“After scoring several sales, one 
of my dealers said to me, ‘You’ve 
worked so hard developing this 
market and have given business 
to me, so I will open doors for 
you.’ I would go out and do the 
demonstrations and my dealer 

There is a wide variety in hard-
ness, and when you try to cut a 
class five with a class one blade, 
immediately you have a problem. 
Other manufacturers generally 
make only one blade, usually 
for the class one to class three 
granites. Quartzites, on the other 
hand, are way beyond class five. 
This means that either the blade 
RPM needs to be slower or, if 
you’re cutting with a single-speed 
saw, the blade needs to be smaller 
along with slower cutting head 
travel speed. The new porcelain 
(sintered) slabs coming to market 
also have different cutting param-
eters. So unless you understand 
peripheral and  traverse speeds 
for different materials and thick-
nesses, you may be pushing the 
blade too hard. The outcome: you 
won’t get a quality cut or may 
break an expensive slab. We are 
constantly educating our consum-
ers as well as our sales people. 
When we see new market trends 
coming, we always have those 
networks and relationships with 

Nao field-testing the first Alpha® 

AEP-458 electric polisher with 
water feed and resin pads, circa 
1989.

Surface grinding typically produces significant dust in shop. The 
Ecoguard shroud and vacuum dust collection system developed by 
Alpha® offers a solution to meet strict OSHA regulations.

the suppliers of these new materi-
als – like porcelain, for example.

“About eight years ago, an 
Italian company came up with 
small porcelain slabs. Initially it 
was designed for use on staircases, 
windowsills and small countertops. 
They also wanted to do something 
in particular with those materials, 
such as creating a market for coun-
tertops. At the time this material 
didn’t take off. Later on, when they 
tried to bring this material into the 
American market, they contacted 
us saying that there is no tooling 
available for this material. They 
asked us to work on this so that 
when the material arrives, the fab-
ricators have the option to use our 
tools. So we began making these 
kinds of relationships with many 
of the companies that produce new 
materials. After all, their goal is to 
sell their slabs, but for them to sell 
successfully, the tools to fabricate 
them must be available, and the 
fabricators need to know how to 
use them.

“For example, we trained the 
Cosentino technicians how to cut 
to size and polish engineered ma-
terial, basically from start to fin-
ish. During this time we built a 
great relationship with them. They 
took this knowledge and used it to 
train fabricators. Eventually this 
evolved into approval of them as 
classified fabricators. So we train 
the trainers and have a very wide 
network of material suppliers con-
stantly asking, ‘We have this ma-
terial going into this market. What 
do you recommend?’

“For the most part, cutting 
used to be simple. Having a 

general-purpose blade that cuts 
class one to class three materials 
worked fine (which covered most 
materials available back then). If 
it was a harder material, you cut 
slower; if it was softer, you cut it 
faster. That was the only adjust-
ment you needed to make. But 
today, you have quartzites, crys-
tallized glass and porcelain. With 
so many different requirements 
for so many different materials, 
you must follow the manufac-
turer’s recommended working 
parameters. Professional people 
have their own way of doing 
things, and we’re always trying to 
deliver something better, some-
thing easier that saves time and 
material.” 

Safety First
“We were one of the first in the 

stone industry to promote dust 
collection. Remember, we were 
the first to deliver wet polishing 
pads and center feed, right-angle 
power tools to the American mar-
ket.  This also helped to reduce ex-
posure to silica dust. We are also 
the first to offer “ECOGUARD” 
dust collection shrouds for the 
most popular power tools. We 
started this campaign eight years 
ago with our own vision even 
though there was no pressure 
from OSHA like today. So we 
are always focused on safety, not 
only with the product, but also in 
the instructions and on the pack-
age. Everything we sell has multi-
ple warnings, and shops that want 
to limit their silica dust should 
take a close look at our products. 

“One of the important things 
that people need to know is when 
you purchase tools there is always 
a price attached to what you are 
receiving. That price sometimes 
comes without safety warnings. In 
our case we have multiple warn-
ings that include do’s and don’ts 
recommendations. Many overseas 
manufacturers do not carry any 
product liability insurance. Alpha® 
does, because safety is important 
to us. 

“We stand behind our quality, 
and all of our products have se-
rial numbers that are traceable if 
needed. This is an additional qual-
ity control measure which allows 
us to track the production run of 
every item. Many manufacturers 
do not put a serial number on their 
products, and it is very difficult if 
not impossible to trace where and 
when it was made.

Please turn to page  35
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Highest Polish, No Bleeding, No Burning

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

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

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

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

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

Designed for Quartz
Use for Silestone, Caesarstone, 

and Cambria 

WORKS IN

1/2
THE TIME!

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

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

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

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

50% Labor Savings

No Orange Peel!No Orange Peel!

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

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

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

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

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

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

Left: Wyoming University, 
“Old Main” hall, built with 
buff sandstone,  circa 1886 
from stone quarried nearby. 
Most of the older campus is 
this beautiful, durable buff 
sandstone.

Right: Dry stone stack retain-
ing wall and planter with cap-
stone flags, built by Kirk. 

Continued from page  27

 Sandstone is Versatile 
for Landscaping

Sandstone has a special place 
in outdoor spaces. It’s easy 
to work with and it naturally 
cleaves into flat slabs for patios, 
stepping stones, and stone walls. 
The grainy texture offers grip in 
wet weather, and it’s manageable 
to work with as a DIYer. Local 
sandstones are readily available 
in most places, and each region 
has its own sandstone vernacular. 
In Arizona, red sandstone slabs 
are a proper fit. Sienna Buff, 
Sienna Grey, and Moss Rock all 
hail from southern Colorado. In 
the northeast, bluestone is right 
at home. 

Here in Montana, I’ve become 
somewhat addicted to working 
with our native Frontier sand-
stone. Most years I buy a couple 
tons of it and have way too much 
fun building walls, borders, and 
pillars. My husband jokes that 
soon our entire property will be 
covered in sandstone. Like that’s 
a bad thing?

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 per-
spective to the stone industry. 
Karin was an education pro-
gram presenter at TISE 2018 
and a regular contributor to 
usenaturalstone.org and the 
Slippery Rock Gazette.

Sussing Out Sandstone “What you lack in 
talent can be made 

up with desire, 
hustle, and giving 
110% all the time.”  

– Don Zimmer

“We live our lives as if 
life was forever. To live 
one’s life without a sense 
of time is to squander it.”  
– Diana Trilling

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

“Then, at some point, I think 
about 15 years ago, I began 
doing stonework for The 
Knickerbocker Group (Boothbay 
Builders at the time), a pretty big 
outfit doing high-end homes. 
That’s when I began doing wet 
masonry work like exterior ve-
neer, fireplaces and chimneys.” 
That’s also when Dan and his 
subcontractor associates began 
doing all types of large-scale ex-
terior stonework. “I didn’t want 
to run a company and didn’t 
want to be responsible for em-
ployees, so if I had a job that I 
knew I was going to need help 
on, I would simply put a crew to-
gether. I would sign the contracts 
and they would subcontract 
off of me, and when it was fin-
ished everyone went their own 
way and was happy. Everyone 
wanted to do their very best, 
and never just saying, ‘It’s good 
enough.’ So I’m really blessed in 
that respect.”  

By this time, Dan had be-
come a member of the Stone 
Foundation and currently 
sits on the Advisory Board. 
He also explained that he’s a 
proponent of the Dry Stone 
Conservancy and British Dry 
Stone Walling Association, add-
ing, “Organizations like these set 
the standards in stone work, and 
if you don’t have personal stan-
dards of what you’re building, 
then it’s not going to be in the 
finished product.” A driven per-
fectionist, he’s also a member of 
the Maine Stone Workers Guild 
and studied masonry techniques 
in Scotland in 1992. Fortunately, 
it was around this same time that 
Ucci met up with Don Meserve, 
a brilliant Maine stone artist 
by trade. Now deceased, Don 
Meserve had a dramatic effect 
on the path of Ucci’s winding 
career, as he did with many other 
artists. 

“I met Don Meserve through 
mutual friends. He was a full-
time sculptor and I used to go 
to his house on Fridays. We 
had what we called art appreci-
ation day. At this point I wasn’t 
doing any artwork — not really, 
but Don encouraged me to start 
doing sculpture. Some days I 
would go there and help him on 
something, and we would work 

Continued from page 2

together or I’d just do my own 
work. Sometimes I’d be stressed 
out about a masonry job and be 
talking to him, and he’d say, ‘Do 
your sculpture work, just do your 
sculpture work!’ Another thing 
about Don was that he really men-
tored a lot of us, not just me. He 
mentored contemporary artists, 
David Sywalski, Mark Harrington 
and Paul Kozak. Everyone he 
touched he encouraged, saying, 
‘Do it, do it, just do it!’ He was 
that way with everybody.”

Diversity: The Key 
to Staying Busy

What gets Ucci up every day 
and you out the door, especially 
during Maine’s legendary cold 
winter?

“I love what I do. Not all as-
pects of it, but I do enjoy doing 
this kind of work. I like to pay 
attention to details and giving a 
good product. I try to say that I 
don’t have an ego, but I do. But 
on the work that I’ve been doing, 
it’s not about me, it’s about we as 
a group and what we’ve pulled 
off. My bread and butter is resi-
dential stonework building fire-
places, patios, house veneers and 
landscape projects. They’re ex-
tensive and long-term, and a lot 
of it is a timeline. The homes I do 
are easily a million dollars and up 
– summer homes, mostly along 
the coastline. If you can draw it 
or think it, we can do it. I’ve got 
contractors who I do work for, 
who come to me and say, ‘This 
is what we want to do, or this is 
what we’re thinking. What do you 
think?’ It’s kind of nice, because 
I get to input what I would like 

to do, versus an architect or land-
scape designer, where you get a 
plan with dimensions and sizes, 
and then become just an installer. 

“Five out of the last six years 
I’ve only been on two jobs – but 
they were huge projects. One 
lasted almost four and a half years 
and the other lasted 10 months. 
One was in Boothbay, Maine, the 
other in Cape Elizabeth, Maine, 
so that didn’t leave a lot of time to 
do other things. When I’m doing 
that kind of work it is a collab-
orative effort, and I cannot take 
credit. I really can’t. Without the 
input and hard work of the guys 
that work with me, it wouldn’t 
have happened. Large-scale work 
like this you can’t do yourself. 
Everybody enhanced those jobs 
in their own way. 

“What was really good on the 
last project was having separate 
crews. We were all working on 
the same thing, but there were 
three people working in one area, 
while two others worked in an-
other. That took me away from 
the labor end of it and allowed me 
to be in a managerial position, get 
materials, and keep things mov-
ing as one cohesive unit. So I’m 
lucky that I’ve got a good group 
of people that I can pull from, 
and that helps. A good example is 
Andreas von Huene. When I’ve 
had stones damaged, who do you 
call? You call Andreas, because 
he’s very good at what he does. 
He can repair stone and make it 
look like it never happened.” 

Above: Dan Ucci shapes granite with a hand chisel, adding final 
touches to a fireplace surround.
Right: Ucci shows Maine Stone Workers Guild member Norman 
Casas the mitered joints used instead of simple butt joints on the 
legs and massive lintel of this fireplace project.
Photos (2) by Peter Marcucci

Huge Maine granite quarry blocks were delivered to the site and 
then hand fabricated to create these custom retaining walls and 
stone steps for a Maine house overlooking the sea. 

Please turn to page  36

Right: Ucci shows Maine Stone Workers Guild 
member Norman Casas the mitered joints 
used instead of simple butt joints on the legs 
and massive lintel of his latest fireplace.
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“Additionally, if a user of any 
of our products has difficulty 
or needs a specific product for a 
particular use, we have technical 
service teams and research and 
development behind that. We also 
have a fully staffed tool depart-
ment where we do all of our own 
repairs and maintenance.” 

New and Exciting 
 Products from Alpha 
Professional Tools®

The first new product the com-
pany is introducing is a slick little 
solution for doing mitered work. 
Once you set up the guide, a wa-
ter-fed hand saw cuts left to right, 
while a second hand saw cuts 
right to left leaving a perfect miter 
cut ready to laminate. Another 
new product is a tool that grinds a 
mitered edge. New materials com-
ing into the market place, such as 
thin porcelain slabs, can benefit 
greatly from this type of miter-
ing system. As a result, smaller 
shops can offer higher quality 
miter work, while larger shops 
can continue production on their 
saws. Alpha Professional Tools® 
is also preparing to roll out a new 
right-angle air polisher in autumn. 

Thoughts on the Future
“We are constantly learning 

from fabricators and everyday 
strive to make things easier for 
them. We are here to help them ei-
ther by phone, Facetime or online. 
Mindy Wessel and I, along with 
our 34 employees are constantly 
developing new ideas, and I am 
very proud of everyone. Many 
are long-term employees and all 
enjoy working with us like family. 

We are a team, and this team is 
very important for the integrity of 
the organization.

“I’m 61 years old, and I’ve been 
the head of Alpha Professional 
Tools® for 32 years. Nothing lasts 
forever, and I think I need to be in 
a more supportive roll in the fu-
ture. In business, it’s important to 
have new or unique ideas, and talk 
about executing these ideas with 
your people. Steve Jobs of Apple 
fame was a visionary, but he 
didn’t do everything by himself. 
He had entire teams to support 
his visions. We have established 
our name, but if we continue just 
doing the same thing, I don’t think 
that we can get through the next 
20 years. So my job now is to de-
velop the next leader of this com-
pany and the teams to support that 
leader. 

“Young people have the atti-
tude to try, try, try until they get 
it. When you get older you have 
the mindset of been there, done 
that and it may or may not have 
worked. If I tell our young peo-
ple that I tried, it didn’t work and 
stopped there nothing new will be 
invented. But if I tell them that 
they may have a different idea and 
they should go for it, the company 
will continue moving forward.  
This is my goal now. 

“In this way, we can continue 
providing better solutions to 
professional.”

For more information about 
how Alpha Professional Tools® 
can improve your fabrication, go 
to www.alpha-tools.com or call 
a Braxton-Bragg professional at 
800-575-4401. Visit their website 
www.braxton-bragg.com .

Continued from page 32

Alpha Professional Tools®

© MARK ANDERSON. www.andertoons.com

“I don’t know what it says, but I’ve always felt 
it meant I was destined for something special.” 

•	 Create	a	Precise	Edge	whether	
Mitered,	Beveled	or	Straight

•	 Perfect	on	all	Materials	including		
Sintered	Slabs	and	Thin	Porcelain	
Panels

•	 Fabricator’s	Choice	for	Seamless		
Countertop	Installations

•	 Precision	Grinding	for	Perfect	
Mitered	Edge	for	Lamination

•	 High-Quality	Polishing	Results

•	 Cost	Savings	when	Compared	to		
Expensive	Machinery

BAB1590

BAB0650

BAB-CASM

ASC-GR04

ASC-GR07

ASC-GR12
Part number: 5480-2200  

In
C

Lu
d

E
S

:		

103 Bauer Drive, Oakland, NJ 07436 • 800-648-7229 • Fax: 800-286-0114 • www.alpha-tools.com
Copyright © 2018  Alpha Professional Tools. All rights reserved. 

A Precision 
Grinding and 
Polishing Tool

BEvELInG	BaSE	
STaRTER	KIT

Alpha® & Innovation
Over the decades, Alpha 

Professional Tools® has in-
troduced a number of 
ready-to-fabricate kits for par-
ticular segments of production. 

One of the newest kits – the 
beveling base – allows fabri-
cators to work with some of 
the newer materials now in 
demand: thin porcelain pan-
els and ultra-dense sintered 
panels.

The Alpha® kit solution allows 
shops to offer their clients a 
professional, mitered or bev-
eled product that normally 
takes larger, more expensive 
machinery to produce.

Other new Alpha® kits include 
a miter cutting kit (see photo 
above), a water kit for all pop-
ular angle grinders, and a 
series of dust collection kits 
and shrouds to make fabrica-
tion safer and OSHA compliant 
with the new silica exposure 
limits.

“Our customer base is a driv-
ing force for product devel-
opment and improving our 
existing product line. We have 
a broad spectrum of experi-
ence to work from, starting 
with the manufacturer of mate-
rials, up to and including the 
fabricator. All play an import-
ant part in our success,” says 
Mindy Wessel, Alpha® General 
Manager.

“Equally important is educat-
ing our employees, dealers 
and the people actually using 
the product. In this area, every-
one’s success is dependent on 
the correct use of the product.”

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Please turn to page  37

Dan Ucci
Continued from page 34

The Wisdom of Experience
“If I had to put something out 

there to the industry it would be 
this, but it begins with a story,” 
continued Dan. “I was having a 
hard time with a contractor. He 
was getting down on something 
I did while building a wall. So 
one day I took him photos from 
a magazine and online and asked 
him, ‘What do you think of these 
photos?’ He answered, ‘I don’t 
like the stone.’ 

‘How about this one,’ I asked? 
He answered, ‘Oh, well, no, I 
don’t like that stone either.’ The 
reason I picked those photos, un-
beknownst to him, was because 
not one of these walls were built 
correctly. The basic rule in ma-
sonry is two stones over one and 
one stone over two. I don’t care 
if the stones are large or small, 
when you break, don’t break 
the vertical joint when you’re 
tying them together, because 
that’s where your structure and 
strength is and not adhering 
to this basic rule will compro-
mise the integrity. Every one of 
those photos had that fault, but 
he didn’t see that. He was fo-
cused on the aesthetics and not 
the structure. I’ve been guilty of 
doing it sometimes, too, when 
working close, but you’ve got 
to stand back, take a look, and 
sometimes realize, oops, this 
isn’t working, I need to correct 
this. 

“One of the things I would 
say to any new mason is to pay 
attention to your work structur-
ally. I really see a lack of this in 
both the architect and labor end. 
You should be able to stand back 
and look at it and it all blends to-
gether and that it is a pretty pic-
ture, but you have to be aware of 
structural integrity. 

“When I first started doing 
stone walls there was nobody to 
learn from. I guess I just had it 
in me and went with it, but now-
adays there are so many people 
with so much knowledge. So I’d 
say definitely talk with artists 
and masons and ask questions 
when learning. I learn from you 
and you learn from me, so don’t 
be afraid to ask questions or get 
your hands dirty. Tomas Lipps 
started the Stone Foundation, 

so people who love stone could 
come together to show what they 
can do as a group versus what 
they can do individually. When 
you’re around a group of like-
minded people, like at a sculpture 
symposium, the energy is there 
and you’re feeding off of it. 

Dreams for a Diverse 
and Exciting Future

“I don’t want to grow our 
business. I guess Jill and I are 
comfortable where we are at. 
Word-of-mouth has worked, and 
I’m really enjoying doing land-
scaping stonework, again. It’s 
not so rigid, and it’s free form. 
I also continue to enjoy doing 
large stone fireplace surrounds. 
I’ve always been a ‘what comes 
down the pike’ kind of guy and a 
‘yes man.’ ‘Can you do this?’ and 
I’d say, ‘Yes, I can!’ I may not 
have enjoyed doing it, but I did it. 
I don’t want to do that anymore. 
I’ve burned out on getting up on 
roofs or doing veneer work for 
siding, so I’m pulling away from 
that. I have a wide range of as-
sociates, and I just pass jobs like 
that on to them. 

“There was one winter that was 
very cold and hard, and Jill and I 
said to each other, ‘let’s get the 

heck out of here.’ So I went to 
the Stone Foundation’s web-
site. They have stone people 
listed state by state, and I 
called the ones in North and 
South Carolina and said, hey 
it’s cold here in Maine, and 
I’d be willing to come down 
and work, but nothing panned 
out. We’ve also talked about 
traveling and doing work-
shops. I can do what I like to 
do, and Jill can do what she 
likes. I would also like to do 
more artwork collaboration 
with the artists I’m friends 
with. Some are the most tal-
ented people I know.

“For my next project, I am 
incorporating several large 
rocks weighing over 30,000 
pounds into the architec-
ture of a private residence 
in Edgecomb, Maine. I am 
also making plans for the 
Viles Arboretum  Art Event 
in Augusta this October, and 
the 2019 Maine Coast Stone 
Symposium at the Railway 
Village in Boothbay, Maine.”  

Dan is currently show-
ing his sculpture in the 
Sculpture trails of the Viles 
Arboretum in Augusta and in 
the Boothbay Harbor Region 
and at the Down East Gallery 
in Edgecomb, Maine. His son 
Gabe is showing work there 
as well. “We are a family of 
artists: Jill’s a photographer, 
our daughter, Isabella Ucci is 
a graphic designer and our son 
Gabriel Greenlaw is a sculp-
tural glass blower. We all love 
what we do!” 

Right, Center: “Torso,” Ucci’s 
first carving done in marble, in 
the studio with Don Meserve.

Right: “Balance,” Heritage 
Valley granite and bronze, 6.5 
feet long

This eight foot wide entryway 
is custom fabricated out of J. C. 
Stone’s Heritage Valley stone. 
Ucci also extensively surrounded 
this Southport, Maine estate 
with stone veneer, an exterior 
fireplace, patio, walls, gateposts, 
gazebo, and hot tub with pool wa-
terfall and coping.
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Braxton-Bragg Announces 
 Mobile Sales with Viper Van

Top: Local stone was used to create this naturalized out-
cropping for a waterfall and swimming pool retaining wall 
in Cape Elizabeth, Maine.

Bottom: “Ucci Bear,” a protective gargoyle-style sculpture, 
minimally carved out of a found granite boulder, Pittston, 
Maine.

Now available at braxton-bragg.com

Braxton-Bragg has hit the road 
with Viper Van, a mobile 
sales van, offering local 

Tennessee stone fabrication shops 
immediate access to both exclusive 
and national brands of blades, pads 
and tooling, including the company’s 
own Viper brand. 

“We are reviving the mobile sales 
program that we ended six years 
ago because of customer demand,” 

says Bill Hickey, vice president of 
business development. “Even in this 
highly technological world, people 
are requesting face-to-face time. 
Our initial stab at this three months 
ago was an SUV, packed with tools, 
to gauge the response. We quickly 
had to transition to a Mercedes 
Metris, fully-outfitted with shelving 
and displays to hold the necessary 
inventory.” 

Please turn to page  38

Dan Ucci operates Ledge Hill Creations, Stone 
Masonry & Sculpture, in Pittston, Maine. Contact him 
at 207-458-1819, email ducci@roadrunner.com .
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American Black 
Granite

The tight, interlocking mineral 
structure of this granite gives it 
superior density, uniform back-
ground color and surface quality.

Specifying the right granite can 
be tricky when the names are so 
similar.Lemieux says he sees the 
mix- up all the time among archi-
tects, and even distributors. 

“The market is getting confused 
because the minerals in the ma-
terial are the same, but it’s in the 
movement of the vein that our de-
posit has a distinct pattern to the 
stone which makes it unique in 
one way but it can also match our 
competition’s swirly movement.”

In the global market, supply 
chains can be muddy. Products 
are often renamed by distributors 
and origins are getting tougher 
to determine as companies im-
port, relabel and export materials. 
Specifiers looking for a true black 
granite with a linear vein should 
be clear when requesting material.

A True Black with a Clear 
White Vein

Because American Black gran-
ite is naturally black there is no 
need for resin treatment or dye 
to enhance the background color. 
With a subtle, unique and con-
sistent veining that differs from 
marble – American Black is truly 
unique.

An ultra hard wearing natural 
stone, American Black granite 
has none of the maintenance, like 
etching or staining, associated 
with marble, making it an ideal 
choice for fireplaces, kitchen 
countertops and even the high 
traffic stairs of a busy subway 
terminal.

For more information and sam-
ples visit www.polycor.com .

Continued from page 22

Left: A mockup of an archi-
tectural project featuring 
American Mist with thermal 
finish. The left panel is wet 
to show the intense black 
color of the granite when 
enhanced.

Continued from page 37

Braxton-Bragg Announces 
Mobile Sales with Viper Van

looking at a website or catalog, 
and best of all, they can purchase 
what they need immediately.”

“This has been a great learning 
process to discover our custom-
ers’ largest needs so we can cater 
to them even more,” says Hickey.  
“We have a commitment to better 
service and better value, as well 
as delivering customer delight, 
and the Viper Van is helping us 
to accomplish those goals. If we 
continue to experience this level 
of success, we may expand the 
program to other markets.”

About Braxton-Bragg
Since its beginning in 1995, 

Braxton-Bragg’s philosophy has 
been to offer the best customer 
service and the best value for 
the money. This is accomplished 
by providing the best quality 
tile, stone and concrete tooling 
and supplies, with the best in-
stock availability and the fastest 
shipping.

For more details, please visit 
www.braxton-bragg.com and 
facebook.com/braxtonbraggllc .

“Our customers from Knoxville 
to Chattanooga to Nashville, 
Tennessee have responded with 
much enthusiasm to the van, 
coming out like we are driving 
an ice cream truck and ordering 
each time,” adds Todd Chapman, 
Braxton-Bragg Viper Van sales 
representative. “We’ve been on 
the road three weeks  with the 
van and have added several new 
customers so far. As we visit, 
we tailor our inventory to meet 
customer needs. This hands-on 
approach is already providing a 
more personal relationship with 
our customers, as well as giving 
them the opportunity to touch 
and feel the products, rather than 

The Viper Van is stocked with 
name-brand fabrication supplies.

Authorized Distributor  www.braxton-bragg.com
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Aaron Crowley
Crowley’s Granite Concepts is one of the 

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

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

Ted Janusz
Ted has delighted audiences all over the country, 

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

Relationships: Here and Now!”  

International Surface Fabricators Association  

2018 ISFA  
Annual Conference 

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

For all details and registration,  
go to ISFAnow.org

With Featured Speakers
and Networking and 

Peer Group Discussion

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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CRAFTWITHEASE
90º STEALTH SEAMER™
Perpendicular seam solution
Consistently create high-quality, perpendicular seams 

Ideal solution for mitered aprons, butt-joints, compound and 
inside corners

Proprietary, non-marking vacuum cups won’t stain surfaces

FTS™ technology provides optimum hold on textured and leathered materials

90° Auto model:

Sold in pairs and includes Anchor Cup Attachments to handle waterfall or 
floor-length aprons

Powerful, compact vacuum pump maintains pressure for entire system

Why clutter your shop when ONE machine does it all?

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

MADE IN THE USA

See the Fab King on the 
Braxton-Bragg website
www.braxton-bragg.com

Better Service
Better Value

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

  F.O.B. Knoxville, TN

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Call for Equipment Financing Options and 
a Freight and Installation Quote

Authorized Distributor
www.braxton-bragg.com
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