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The Rocky Road to Lyons Sandstone

Originally used as a live-
stock pasture in the 1800s, 
the Lyons Sandstone 

quarry, located in Lyons, 
Colorado, found its true merit as 
a supplier to a growing west and 
mid-west America in the 1800s 
and 1900s. From The California 
Gold Rush, to Chicago’s dom-
inance as a mid-western meat 
packing and manufacturing hub, 
immigrants from all parts of the 
world came in droves to these 
areas to begin their American 
dream; and as the railroads tied 
the cities together, more and more 
building materials were needed. 
Wood was being supplied by vast 
numbers of logging operations 
throughout Oregon, Washington, 
Colorado and northern California, 
while quarries, both local and 
distant, supplied the stone to build 
the homes, the skyscrapers and 
the factories.

The Early Years
If you ask Lyons Sandstone 

co-owners Bernard and Brenda 
Buster about the history of their 
quarry, they’ll tell you it’s been a 
rocky road with lots the ups and 
downs and bumps in-between, 
recalled Bernard Buster. “The 
property that we are quarrying on 
was actually a cattle ranch that 

my dad, Louden Buster, bought 
in 1958 to continue using as a cat-
tle ranch. The quarries that were 
on the property since the 1800s 
had been operated pretty much 
by contractors coming and going, 
over the years. Fortunately, we 
did collect some modest royalty 
checks over the decades. As for 
the cattle ranching, there were 
just too many years of drought, 
and the property was too small 
to support the size of heard that 
was needed to make a living at it. 
Dad did try quarrying for one year 
in 1969. He had a flatbed farm 
truck, and a friend also had a flat-
bed truck with a boom that would 
load pallets onto dad’s truck. That 
was the sole amount of motorized 
equipment they had. Everything 
else was done with bars, wedges 
and sledge hammers.”          

In the old days, according to 
Bernard, the quarried blocks were 
carved and used primarily for ar-
chitecture, both locally as well 
as nationally. Fortunately, the 
sandstone formations were and 
still are very close to the surface; 
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with most being hog backs (hilly 
ridges) that allowed the over-
burden (surface material) to get 
pushed over the edge.

Build It and They Will Come
“We had wanted to move back 

to Colorado for the 22 years that 
Brenda and I had been married, 
and thought that 1998 was a rea-
sonable time to do it,” continued 
Bernard. “You could also say 
it was a mid- life crisis when 
switching from one profession to 
another. So, our first year running 
the quarry was 1999, and we’ve 
been in business for twenty years 
now.” 

Brenda Buster: “About 15 years 

ago, we began drilling holes, 
and we would crack the rock as 
a back seam to break the chunks 
lose and distribute them among 
the workers that would then split 
them and put them on pallets. As 
the years went by, the amount of 
product that we’ve found markets 
for has changed dramatically. A 
lot of the overburden and blocky 
pieces that we hadn’t developed a 
market for really got started after 
the flood here in 2013, because 
so many river banks were rebuilt 

and stabilized using local chunks 
and pieces. During this recovery 
process, we shipped thousands of 
tons of rubble to rebuild roads so 
people could get to and from their 
homes. 

“As for our cut pieces and 
blocks, we rarely sort for color. 
Occasionally, we will do an up-
charge and cull out the real out-
liers. However, our Lyons Red 
is not like the Arizona quarries, 
where they have their peach, their 
rose, and their cream. There is 
hardly any color variation.

“Our quarries are really just big 
holes in the ground, and the for-
mations are sedimentary stone,” 
continued Bernard. “Most people 
think of sedimentary stone as wa-
ter-born, but this stone is actually 
from the sand dunes along the 
shores of the Great Inland Seas 
dating back to 270 million years 
ago.

 “So instead of laying in flat lay-
ers that would be characteristic of 
water-born sediments, the stone 
lays in a jumble, partly because 
of when the Rocky Mountains 
pushed up through those sand 
dunes, they scrambled things. 

Please turn to page 2

Lyons Sandstone is celebrating 
20 years in the quarry busi-
ness, headed by co-owners 
Bernard and Brenda Buster.

Stone has been quarried on the Lyons Sandstone acreage since the 1800s. Average yearly production 
is 17,000 tons, with some 13,000 tons in dimensional stone, and 4,000 in landscaping stone and rip rap.

Below:  Their Komatsu excavator and 
two loaders help move stone and dig 
through the light overburden.

Stone Slueth Fred Hueston reports from his road trip: “Yes, there 
is a Slippery Rock.”  Read this month’s Stone Detective on page 16.

On the Road Again
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Then, of course, as the wind 
would blow, it would blow from 
different directions, so you never 
see absolutely level sand dunes. 
You see hills and valleys, and our 
stone follows all of those lines and 
is kind of unpredictable.”   

   
In 2008, before the couple knew 

there was going to be a mas-
sive recession coming, they had 
reached the point that direct mar-
keting to masons was needed to 
acquire the big building projects, 
explained Brenda.

 “At the time, we thought that 
some of the distributors we were 
selling to would land some big 
jobs, but I’m sorry to say that 
we just didn’t know how things 
worked. So it took a while to break 
into that market, because it’s scary 
to a mason to use a new supplier, 
because if a supplier can’t deliver, 
the consequences are grim. So, we 
bought a few bridge saws, think-
ing that if we have the equipment, 
the business will come. Well, we 
did get the business but, unfortu-
nately, we didn’t have the build-
ing to put the equipment in and 
put up a 30-foot by 40-foot tent 
and heated it with propane to keep 
the water from freezing. We got 
through that winter and had es-
tablished that we were a company 
that could deliver on time and our 
service was good. These projects 
also tended to be well funded and 
made up for a lot of the residen-
tial and landscape markets that 
we lost because of the economic 
downturn.”

Soon after, the couple took 
a deep breath, took stock of 
the situation, and built a 5,000 
square-foot building to house the 
equipment. The smell of success 
was in the air, and the whirring 
of saw blades was everyone’s 
favorite tune. The company had 
now shifted into second gear and 
was gaining momentum. So much 
so, in fact, that two more 5,000 
square-foot buildings would soon 
be placed on the drawing board to 
house the next wave of equipment 
that included a bridge and wire 
saws, a waterjet, CNCs, splitters 
and polishers. But, according to 
Bernard and Brenda, there is still 
not enough space to place their 

new waterjets and a 65-foot single 
head CNC polisher that are sit-
ting under tarps. “We bought this 
equipment, because we needed a 
more automated production line,” 
continued Brenda. “Finding labor 
is getting to be more and more 
of a challenge, and we wanted to 
find ways to do more with less 
man power. Additionally, from 
that standpoint, we decided to buy 

other colors from other quarries to 
offer a more diverse inventory to 
our customers.” 

Sales and Marketing
Lyons Sandstone currently 

stocks eight colors in a variety of 
cuts, with the most popular being 
their 4-inch bed depth Ashlar ve-
neers. All can be shipped nation-
wide as well as internationally. 

Lyons Sandstone’s GraniRoc wire saw is their main production 
machine for raw block production.
Below: Their Simec Stratos Nesting Bridge Saw is a mutlitask-
ing workhorse. The white boom is a camera station, allowing 
them to determine the most efficient way to process incoming 
slabs like the one on the roller bed, under the camera boom.
Lyons Sandstones uses three Park Industries machines, four 
Cee-Jay Splitters and many other stone processing machines.

Lyons 
Sandstone

Continued from page 1

Average yearly sales of dimen-
sional stone is 13,000 tons, while 
stone for landscaping, rip rap, 
etc., totals 4,000 tons per year. 
The company’s sales ratio is ap-
proximately 50 percent Lyons 
Red, with the remaining 50 per-
cent being their other colors. 
According to Brenda, Lyons Red 
is used a lot locally, whereas 
other areas, such as Kansas City, 
Lyons Red would look unusual, 
so sometimes Lyons Red doesn’t 
travel as far as they’d like it to. 

    
“We are pretty much order tak-

ers,” continued Bernard, “and we 
are well known in what we call 
the Front Range, which extends 
from Cheyenne, Wyoming, to 
Pueblo, Colorado. I won’t say 
we own that market, but most of 
the big projects in this area are 
done by two or three of the ma-
sonry contractors who ask us for 
quotes on those projects. So, yes, 
you could say we are just order 
takers, but the best sales tool that 
we have is to keep those masonry 
contractors happy by getting 
them what they need on time as 
the job is progressing. If we can 
do that, that’s going to keep us in 
their good graces. We also have a 
decent website, and we feel it is 
there to satisfy the people who are 
looking for stone for architectural 
projects. We also like when archi-
tects and masons from other parts 
of the country look at our web-
site, but we wind up doing more 
retail sales than we would like to 
because of it. We would much 
rather ship our stone out on a trac-
tor trailer than a trailer behind a 
pickup truck. It’s about an equal 
amount of effort to handle each of 
those different customers.”

Brenda: “Sometimes people call 
us because they can’t get what 
they are looking for from one of 
our distributors. So, Yeah! We get 
suckered into selling retail some-
times, and we kick each other 
when we do.” 

Bernard: “If someone is inter-
ested in our stone, we don’t want 
to kill that interest. The more 
people interested, all the better. 
We have no sales people, but 
someday we do want to have our 
nephew, Joshua Buster, out sell-
ing to architects and to big proj-
ects. Joshua has been part of this 
company for fifteen years, and he 
is a great asset.”  

According to Bernard, the com-
pany currently employs 54 person-
nel, with 34 being seasonal labor 

that stays as late as November 16, 
every year. Keeping production 
steady is high on the priority list, 
but keeping the good folks that 
produce every day is at the top of 
the list, he explained. “We are re-
quired by the Mining Safety and 
Health Association (MSHA) to 
do eight hours per year of mining 
refresher training and four hours 
of new employee mining training 
per year. Most of the accidents we 
have, and we do have them, are in 
the category of a smashed thumb 
from missing the wedge that 
they’re hammering into the rock 
that they’re trying to split. We 
wouldn’t be where we are today 
without our employees, and in all 
respects we constantly strive to 
create a safer workplace for them 
every day.” 

A Prosperous Outlook 
with High Expectations

Bernard: “I predict that the per-
centage of sales of Lyons Red 
will continue to grow, but the 
other stones we have will grow 
even faster. We haven’t found the 
bottom of our quarried areas yet, 
either. Out of our 173 permitted 
acres, we’ve only quarried about 
fifteen. We think that the forma-
tion of Lyons Red could be 200 to 
400 feet deep, but you don’t know 
how deep the good reserves go 
until you get there.” 

Brenda: “Things have changed 
from the early days, and we are 
looking at the company continu-
ing on past our active involvement 
in it. When Bernard and I came to 
Colorado and tried our hand at 
quarrying, our thought was that 
we would do it for a few years and 
sell it and retire, but it has gotten 
in our blood. We are working hard 
to develop more people to manage 
it and be able to keep growing and 
expanding the business, with no 
foreseeable end.”

Lyons Sandstone is a member 
of the Rocky Mountain Masonry 
Institute and the Natural Stone 
Institute (NSI). 

For more information visit 
www.lyonssandstone.com

Everyone says forgive-
ness is a lovely idea, 

until they have some-
thing to forgive.”  

– C.S. Lewis

http://www.lyonssandstone.com
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BEST Brands!
BEST Guarantee!

BEST Service!
BEST Rates!

The Brand with 
More BITE!

Quartzite, Ultra Compact Surfaces (UCS), 
Marble, Quartz, & Granite 

From Blades, to Pads, to Core Bits, 
the Viper Product Line Covers Every Surface

The NEW Species of Viper
Blades and Core Bits

Viper 7-Step 
Granite Diamond 

Wet Polishing Pads

Viper 3-Step Dry 
Polishing Pads

Viper 7-Step 
Quartz Diamond 

Wet Polishing Pad

Viper Quartzite

Viper Ultra 
Compact 
Surfaces

™

Viper Porcelain

Viper Granite 
and Quartz

Viper Marble Side Cut
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“Tradition is always a more reliable guide to truth than fashion.” 
— G.K. Chesterton

New Line of Concrete 
Sealants from Tenax

Tenax announces a 
complete line of 
Concrete Sealers 

and Protectant products. 
This line consists of two 
solvent-based products and 
three water-based prod-
ucts. All five products are 
designed to help seal and 
protect concrete, cement, 
terra cotta.

The solvent-based prod-
ucts are:
Concrete Pro Shield:  
A penetrating water and oil 
repellent sealer for use on 
concrete, cement and terra 

cotta with high porosity. 
Protects against weather, 
organic and oil stains.

Concrete Proof:
 A water repellent sealer for 
use on concrete, cement and 
terra cotta with high poros-
ity. Concrete Proof protects 
against rain and moisture 
damage, algae and mold.

The water-based products 
are:

Concrete H2O Proof:
A waterproof, water-based 
product used to protect con-
crete from water and water 

soluble dirt. Helps protect 
against dirt and mold and 
algae.

Concrete H2O Shield:
Water and oil proof, wa-
ter-based product to protect 
concrete based material 
with high porosity against 
staining. Penetrates into 
surface.

Concrete H2O Prowax:
A water-based blend of 
polymers that protect ce-
ment and cement agglom-
erate surfaces. Enters the 
porosity of the material and 
creates a protective film 
that protects the cement 
from both organic and inor-
ganic stains.

Visit www.tenax4you.
com/tenax-quartz- 
products .

Safety Training in the Stone Shop

We all know that working safely with 
stone and heavy materials requires 
training and following safety pro-

cedures. There are many training resources 
available to stone industry workers and shop 
owners, some free and some offered through 
companies that specialize in on-site work-
place training / OSHA certification programs.

The Natural Stone Institute has been hard 
at work creating quality online courses, not 
just for their members, but for all stone pro-
fessionals. There’s a great selection of silica 
protection, fabrication and slab handling-spe-
cific videos and courses in the Natural Stone 
University online library. The recommended 
procedure is that all employees go through the 
full training program.

 The NSI safety courses are meant to sup-
plement training made available at convention 
workshops and on-site ed-ucation seminars. In 
a recent interview with the Slippery Rock, NSI 
education manager Aaron Dahnke said, “We 
started with over 100 safety courses formed 
by a safety committee 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.”

At the very least, training in slab fall shadow 
awareness should be mandatory viewing for 
anyone working with or around slabs. One of 
the newest NSI video training resources deals 
specifically with training visitors (i.e. custom-
ers) to slab storage areas (see www.natural 
stoneinstitute.org/safety for more.)

Safe Stone Shopping is a three-minute re-
source designed to provide safety guidelines 
for consumers entering a natural stone show-
room or fabrication facility for the first time. 
The video provides an overview of safety re-
quirements and things one should consider be-
fore entering a working facility. 

The NSI provides a safety education syllabus 
as a guide to help companies train employees 
who are new to the stone industry. The guide 
takes new employees through the first 4 weeks 
of employment and recommends training 
through the first year of employment.

No matter which training method you choose, 
work wet and stay alert around moving slabs. 

Ongoing Training is Essential for Safety

mailto:b.burgess%40braxtonbragg.com?subject=update%20my%20address%20for%20SRG
mailto:publisher%40slipperyrockgazette.net?subject=Comments%20on%20SRG%20article
http://www.slipperyrockgazette.net
https://www.tenax4you.com/concrete-pro-shield-1-liter-p/1maaconproshield.htm
https://www.tenax4you.com/concrete-pro-shield-1-liter-p/1maaconproshield.htm
https://www.tenax4you.com/concrete-pro-shield-1-liter-p/1maaconproshield.htm
http://www.naturalstoneinstitute.org/safety
http://www.naturalstoneinstitute.org/safety
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Tested.

Verified.

Accredited.

www.naturalstoneinstitute.org/accreditation

Pricing Your Products

Braxton-Bragg 
Participates in St. Jude 
Walk/Run Knoxville

Ed Hill
Synchronous SolutionsThe fact is, pricing your 

products is far from an 
exact science. Ultimately, 

it is all about what the market 
will bear. If there is one abso-
lutely true statement regarding 
pricing, it is this:

The price of your products 
is determined by your custom-
er’s perception of value and 
availability.

Let’s examine that statement.
Price is the quantity of  payment 

given by one party to another in 
return for a unit of goods or ser-
vices. Typically, in the counter-
top industry, the unit price is set 
as an amount per square foot of 
surface materials.  Add to that 
the price for sinks, faucets and all 
the special features like premium 
edges, chip minimizer, digital 
layout, tile backsplash, expedited 
completions, etc. All of those en-
hancements should increase your 
income on every job. Don’t give 
any of it away.

Customer’s Perception. Your 
reputation in the market has a 
lot to do with the prices you 
can charge. If you are known 
as a quality provider with fast 
processing who always meets 
the promised dates, you can 
reasonably charge a premium 
price. You should not seek to be 
the cheapest. There will always 
be someone who can beat your 
price. You should charge for ex-
cellent quality and superior cus-
tomer service.  

Value. This is the combina-
tion of fair pricing, acceptable Please turn to page 7

Please turn to page 6

Your Cost of Production 
has little to do with the 
price of your product.

quality, timely completions, re-
liability and trust that your cus-
tomers expect from you. The 
higher your perceived value, the 
higher your prices can be. You 
should not allow your company 
to be known as a commodity pro-
vider and your prices should re-
flect the value you deliver to your 
customers. Going beyond the 
basic requirement is a good tac-
tic too.  One of my clients jokes 
that they can mow the customer’s 
grass if it needs it. Another noted 
that their Installer cleaned the 
light fixture in the kitchen when 
the job was complete. That went 
a long way in establishing value 
with the customer.

Availability. This has to do 
with meeting customer need 
dates. A common standard today 
is a one-week process time 
from Template through Install.  
Template on Monday and Install 
the next Monday. In any case, 
when you make a promise to 
complete an installation by a 
given date, you should do every-
thing you can to meet that date. 

Missing a promised installation 
date can cause more damage to 
your reputation than any other 
failure. If an expedited comple-
tion is requested (and your sys-
tem can do it), this should garner 
a premium price.  

Another fact of life concerning 
pricing is that your cost of pro-
duction has little to do with the 
price of your product. In other 
words, you should pay much 
more attention to “what the mar-
ket will bear” than a detailed cal-
culation of your manufacturing 
costs. 

Here is a personal story to il-
lustrate that point. In another 
lifetime, I was a manufacturing 

manager in the apparel industry.  
The plant I managed made Ralph 
Lauren Polo shirts. These were 
high quality knit shirts for men.  
And they were expensive at the 
retail stores. Likewise, we got 
paid well to produce them. Our 
plant also made the same shirt 
for JC Penny. It was the same 
fabric; the same patterns and we 
used the same quality standards.  
The only difference was the label 
and embroidery on the left chest. 
The labor content of the two 
shirts was the same. We got paid 
a lot less for the same work on 
the JC Penny shirt.  

Training & Education

IN keeping with its 
pledge of com-

pleting 25 Good Deeds 
to celebrate 25 years in 
business, Braxton-Bragg’s 
Marketing Manager, Derek 
Brodka, represented the 
company during this year’s 
St. Jude Walk/Run To 
End Childhood Cancer on 
Saturday, September 21, at 
World’s Fair Park in down-
town Knoxville, Tennessee.

The Knoxville’s weather 
was beautiful, with the 
sun shining throughout 
the morning event. There 
was coffee on hand and 
an assortment of breakfast 
snacks in the morning for 
the participants. The orga-
nizers and many volunteers 
had water on site, as well 
as water stations along the 
path of the 5K walk/run for 
anyone needing it.

“As a dad, seeing kids 
that are befallen with any 
illness is heartbreaking, es-
pecially one as unforgiving 
as cancer,” said Brodka. 
“My donation and par-
ticipation in these sort of 
local events is just a very 
small contribution to the 
massive effort of finding a 
cure for cancer. No child 
should ever have to suffer 

with these diseases, and it 
was great seeing that many 
local people turn out for 
the event. Even a bunch of 
super heroes were on hand 
to cheer and interact with 
the kids before the walk/
run.”

Thousands of walkers and 
runners across the coun-
try are raising the funds to 
support the children of St. 
Jude. Thanks to this effort, 
families never receive a bill 
from St. Jude for treatment, 
travel, housing or food... 
because all a family should 
worry about is helping their 
child live. Plus, St. Jude 
freely shares its discover-
ies, and every child saved 
at St. Jude means thousands 
more children saved around 
the world, including in your 
community.

St. Jude Children’s 
Research Hospital is lead-
ing the way the world un-
derstands, treats and cures 
childhood cancer and other 
life-threatening diseases.
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Sharon Koehler
Artistic Stone DesignOne of the hardest things 

for a company to do is 
hire skilled, qualified 

candidates for a position. Any 
position, actually; office, field or 
shop can be difficult. Luckily, in 
my neck of the woods, somebody 
always knows somebody who 
knows somebody who knows 
somebody. If someone puts in an 
application here, it is most likely 
because somebody else recom-
mended them over here. That’s 
how I got my job here eight years 
ago. I told a friend of mine that 
I was looking for a change. He 
knew that Artistic was looking for 
someone with my skill set. Eight 
years later, I’m still here, and it’s 
all good. Artistic never adver-
tised the position. They just let it 
be known that they were looking. 
I never went to any sites like 
Monster or Indeed. I never got the 
chance. We both just networked 
our way to each other. In this one 
instance, the sun, moon and stars 
lined up just right.

However, we all know that it 
really seldom happens that way 
in the real world. Resumes, job 
boards, social media, network-
ing, emails, walk-in applications, 
phone calls and interviews can all 
make one’s head spin. Is all that 
really necessary? Unfortunately, 
yes, it is probably necessary.

In this modern electronic world, 
a paper resume is still one of your 
best friends. If you give a good 
resume to a potential employer, 
whether the job is office, trade 
or management, you look profes-
sional and serious as an applicant. 
Even if it is a situation where you 
are just filling out an application, 

bring it. A good resume will more 
than likely have the answers to 
most of the application questions: 
where you worked and how long, 
education, reference information, 
etcetera. There is no more guess-
ing or not remembering phone 
numbers and addresses. 

An application to a potential 
employer looks much better filled 
out completely. Plus, a resume 
doesn’t have to stay on paper. I 
have had the same resume writer 
for 30 years. He offers paper, 
disc, thumb drive and electronic 
presentations that you can offer to 
any employer. 

A good resume writer isn’t 
cheap. View it as an investment 
in yourself. I can honestly say that 
over the years, every time I have 
offered my professionally written 
resume to an employer, I have 
gotten the job (no kidding!). It 
also looks good when a job board 
like Monster lets you post your 
own resume. That’s what you 
want right? You want to stand out 
and be noticed. 

When you start looking for a 
new job, you should clean up 
your social media profiles. Some 
of your posts, tweets and social 
media comments could be misun-
derstood by someone who doesn’t 
know you. These days, more em-
ployers than not will check your 
social media presence to get a 
sense of who you are. Let’s face 
it, this happens every day some-
where. You hear about someone 
being sued, arrested, forced out or 
fired** for something they posted 

Looking? Seeking? 
Wondering? Thinking?

or tweeted years ago. 
Look what just happened to 

Carson King. One day he is on top 
of the world, raising money for a 
Children’s Hospital, and then the 
next thing he knows, some re-
porter finds an offensive tweet or 
two from when he was 16, prints 
it in the paper and the Fortune 500 
company** that was backing him 
cuts ties with him.  Don’t let your 
social media profile be the thing 
that doesn’t get you an offer.

Network, network, network! 
Tell everyone you know what you 
are looking to do. Even if the per-
son you are talking to can’t help 
you, they may know someone 
who can. 

When the moon and the stars 
line up and you get an interview, 
be proactive. Prepare yourself be-
fore the interview. Research the 
company online. See what they 
are about. Figure out why you are 
a good fit for them AND tell them 
during the interview. You don’t 
just have to sit during an interview 
and answer their questions, ask 

your own questions! What are the 
exact duties of this position in this 
company? Is there a chance for 
advancement from this position? 
Who do I report directly to? What 
are the values and goals of this 
company? No matter what type of 
position you are interviewing for, 
sitting like a lump on a log during 
an interview does not do anyone 
any good. Showcase yourself! 

People look for jobs for many 
reasons. No matter what the rea-
son, job seeking is hard work. 
Whether you have to because your 
previous employment came to an 
end, or you just need a change, the 
more organized and prepared you 
are, the less time it will take and 
the sooner you will be working in 
your new position. Good Luck!
 

Just an afterthought or two:
Another reason you want to 

research a company online is to 
see if you really want to work for 
them. A company with bad re-
views or low star ratings across 

the internet may not be where 
you want to settle down.  Only 
you can decide that.

Also, if you are currently em-
ployed and you don’t want your 
current employer to know you are 
seeking a job elsewhere, you may 
need to be a bit more careful and 
discrete about what you are doing. 
Only you know how far you can 
safely go. Another option is to be 
honest and discuss your dissatis-
faction with your boss. You might 
be surprised what your employer 
is willing to do to keep a skilled, 
trained worker.

**The Fortune 500 Company 
that cut ties with Carson King 
did say they would honor their 
monetary commitment to the 
Children’s Hospital, just not in 
conjunction with Mr. King.

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

If you get to the point in your job search of filling out an application, fill it out completely. Many 
jobs involving heavy equipment or working with tools also require a drug test.

© MARK ANDERSON. www.andertoons.com

“The trick is to get one of the kids to give you a name.”

It is the only National 
Cancer Institute-designated 
Comprehensive Cancer Center 
devoted solely to children. 
Treatments developed at St. Jude 
have helped push the overall 
childhood cancer survival rate 
from 20 percent to 80 percent 

St. Jude  
Walk/Run

since the hospital opened more 
than 50 years ago.

To learn more, please visit st-
jude.org or follow St. Jude on 
social media at @stjuderesearch.

For 25 years Braxton-Bragg’s 
philosophy has been to offer ex-
ceptional products and first-class 
service to its partners in the stone, 
tile and concrete industries. Visit 
braxton-bragg.com and face 
book.com/braxtonbraggllc.

Continued from page 5

mailto:Sharon%40asdrva.rocks?subject=Slippery%20Rock%20article
http://stjude.org
http://stjude.org
https://twitter.com/StJudeResearch?ref_src=twsrc%5Egoogle%7Ctwcamp%5Eserp%7Ctwgr%5Eauthor
http://braxton-bragg.com
http://facebook.com/braxtonbraggllc
http://facebook.com/braxtonbraggllc
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PO Box 188, Stinesville, IN 47464 

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

If no one shopped on Thanksgiving Day, the stores wouldn’t 
open. End of Story. I say we all TAKE THE PLEDGE and 
stay home. Thanksgiving is a day to give thanks for what you 
have, not to save a few bucks to get more. – Anonymous

Pricing Your Product
Continued from page 5

The point is that the mar-
ket was willing to pay much 
more for the Ralph Lauren 
Polo label. Our customer 
paid us more as well.  So, 
this presented a challenge 
in level-loading our plant. 
If we had too much of the 
JC Penny product, it took a 
lot more units of production 
to make the same money. If 
we had a heavy load of the 
Polo shirts, we made more 
money even if production 
was low.  Unfortunately, my 
boss at the time expected 
the high profits all the time 
no matter what we were 
manufacturing.

This phenomenon is not 
unlike the situation in a 
countertop fabricator that 
does work for retail custom-
ers (who are willing to pay 
premium prices) and at the 
same time does work for 
box stores that emphasize 
low prices.  The same job 
for a retail customer could 
be 30% more compared 
to that job for a box store, 
while the cost of production 
is the same.  Ultimately, the 
cost of production has little 
to do with the price of your 
product.

A solution to the dilemma 
of level loading is to control 
the mix as best you can. Try 
to blend the high value and 
low value products in your 
daily mix so that the shop 
does not experience the 
“waves” of high and low de-
mand that will diminish pro-
ductivity and cause lots of 
chaos among your workers.

In the Synchronous Flow 
system, we use Throughput 
Dollars ($T) as the metric 
for planning, scheduling and 

the target of $700, you can 
adjust the price higher to 
achieve a higher Octane. 
Again, this is a method to 
help assure that your pric-
ing will be profitable. You 
still must learn what the 
customer will accept.

Another popular ap-
proach to pricing is called 
“Hot Sauce” which is the 
upcharge for the enhance-
ments beyond the basic 
countertop such as pre-
mium edges, chip mini-
mizer, digital layout, tile 
backsplash, expedited 
completions and any other 
feature that you can sell to 
your customers. A clever 
App has been created by 
Geoffrey Gran and Bill 
Hauer at The Countertop 
Factory-Midwest.  The fact 
is that there is money to be 
made in selling Hot Sauce, 
i.e. the enhancements be-
yond the basic counter-
top. The App will help 
you encourage, manage 
and track those additional 
sales. Check it out at www.
tcfmidwest.com .

The bottom line on pric-
ing is that it has a major 
impact on your bottom line. 
As such, it should be a part 
of your daily routine. It is 
not an exact science, but 
there are techniques and 
strategies that you can uti-
lize to make more money.  
After all, that should be The 
Goal of every company. 

For more information 
on how to use Throughput 
($T) to manage and con-
trol your pricing contact 
Ed Hill at Synchronous 
S o l u t i o n s ,  w w w.
SynchronousSolutions.com 
or call 704-560-1536.

$T Ratio =  
$T – Sale Price

tracking the orders through 
the system. $T is “the mea-
sure of value added” for 
your business. (See “Square 
Feet vs. Dollars” in the July 
2018 edition of the Slippery 
Rock Gazette, at slippery 
rockgazette.net).  Using that 
metric, you can also cal-
culate the $T Ratio, which 
is the percentage of a sales 
dollar that will become $T.    

We have learned over the 
years to target that ratio for 
given products. In other 
words, you can adjust the 
price until you have achieved 
the desired $T Ratio.  The $T 
Ratio varies by product and 
a bit by region of the coun-
try, but this is a good way to 
gain confidence that you are 
setting your price at a prof-
itable point. Of course, this 
assumes that the customer 
will accept this price level, 
which is always paramount.  

Another measure that 
we use in the Synchronous 
Flow system to set pricing is 
Octane, which is $T per hour 
of time at your system’s 
Constraint or Control Point. 
Typically, in the countertop 
industry, we use Install as 
the Control Point. We have 
learned that a good target 
for Octane is about $700 per 
hour. The process is to cal-
culate the $T for the order 
as the projected sales price 
minus the investment in ma-
terials and freight. Divide 
that number by the projected 
drive time and job time for 
the installation. That equals 
Octane. If the result is below 

Please turn to page 29

Natural Stone Council 
 Updates Sustainability Standards 

to Align with Evolving Green 
Building Programs

T he Natural Stone 
Council – a collab-
oration of natural 

stone trade associations to 
promote the use of natural 
stone in commercial, resi-
dential, government, insti-
tutional, educational, and 
all types of applications 
interior and exterior – is 
proud to announce updates 
to the Natural Stone 
Sustainability Standard 
(ANSI/NSC 373).

“Five years ago, the vol-
untary natural stone sus-
tainability standard was 
adopted, and companies 
in the stone industry have 
shown tremendous support 
by certifying and giving de-
sign teams more options for 
what they’ve asked – certi-
fied, sustainably produced 
stone,” says Duke Pointer, 
Executive Director of the 
NSC. “As the building and 
design market continues to 
demand greener and more 
sustainably produced ma-
terials, green building pro-
grams evolve to meet the 
rising needs. Updates to the 
natural stone certification 
reflect the stone industry’s 
commitment to aligning 
with evolving green build-
ing programs.”

NSF International’s 
National Center for 

Sustainability Standards 
facilitated the standard’s 
development, including re-
visions, and published the 
updated standard in August 
2019. The 2019 updates 
address a broad scope of 
issues including water, site 
management, land recla-
mation and adaptive use, 
corporate governance, man-
agement of excess process 
materials, and innovation. 

Updates to the standard 
also address a wider range 
in variability of operations, 
natural stone dimensional 
deposits, and regulatory 
requirements across the 
country. The ANSI/NSC 
373 joint committee, com-
prised of members from a 
cross-section of stakehold-
ers within and outside of 
the stone industry, worked 
to update the standard with 
input from task groups. 
Along with the updates, the 
committee has reenergized 
its efforts to educate the de-
sign community about using 
the standard. 

“The heart of ANSI/NSC 
373 Sustainable Production 
of Natural Dimension Stone 
is continuous improve-
ment,” says Kathy Spanier, 
Marketing Director of 
Coldspring and Chair of 
the NSC’s Sustainability 
Committee. “With the stan-
dard being in the market for 
about five years, we took 
feedback from certified 
companies as well as input 
from key green building 
programs to make neces-
sary updates and ensure 
relevance.” 

First issued in 2014, the 
Natural Stone Sustainability 
Standard establishes criteria 
and methods for tracking, 
measuring and improving 
sustainability in the produc-
tion of natural stone, long 
regarded for its durability 
and resiliency.

“Natural stone is one of 
the best building products 
we have from an environ-
mental perspective, and the 
NSC’s response to feedback 
from the green building in-
dustry with updates to the 
stone standard demonstrates 
their commitment to con-
tinual improvement,” says 
Jason F. McLennan, au-
thor of the Living Building 
Challenge.

http://www.tcfmidwest.com
http://www.tcfmidwest.com
http://www.SynchronousSolutions.com
http://www.SynchronousSolutions.com
http://www.slipperyrockgazette.net/index.cfm/pageId/3150/Square%20Feet%20Versus%20Dollars/
http://www.slipperyrockgazette.net/index.cfm/pageId/3150/Square%20Feet%20Versus%20Dollars/
http://www.naturalstonecouncil.org/sustainability
http://www.naturalstonecouncil.org/sustainability
http://www.naturalstonecouncil.org/sustainability
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Recycle, Reuse and  
Repurpose Your Scrap

One question every stone 
fabrication shop in the 
nation will have to even-

tually confront: what to do with 
all their accumulated, unusable 
scrap stone? A busy stone shop 
can produce up to 8,000 pounds 
of scrap granite every business 
day. That’s equivalent to two 
full loads of Braxton-Bragg’s 
Hercules DS Self-Dumping Steel 
Hopper.

A well-known tactic that I have 
noticed shops around my area 
using to get rid of scrap is putting 
all of it on a pallet by the road, 
in hopes that people will take it 
off their hands for home projects 
such as stepping stones, garden 
bed decorations, or crafts. And 
from what I hear, the scrap goes 
quickly. 

But if a shop is not located by 
a convenient, busy roadway, such 
as a highway, and an abundance 
of land is available, a shop can 
keep dumping their scrap in a 
field, eventually creating a moun-
tain of scrap over time. Although 
a mountain of stone is a haven 
for D.I.Y., and serves its purpose 

Codiak Herrell
Photos by Holly Herrell
and Courtesy Recycled 
Granite

The parking lot ploy – free 
granite scraps for the taking. 
Not surprisingly, this works.

The Tomahawk Stone Splitter is capable of producing evenly- 
sized rectangular granite pavers and curved firepit blocks.

when you need a color sample, 
eventually someone (like the shop 
owner) will need to confront that 
mountain. 

On the plus side, a company 
can benefit from its accumulated 
scrap by reusing all the scrap 
stone on their parking lot, when 
it is time to expand, by setting 
a layer of scrap stone down and 
covering it with crushed rock. 
Or, one can make the scrap into 
gravel and reuse or resell it, al-
though considering the price tag 
of a gravel-making machine, 
that’s not as attractive a solution. 
One company mentioned how 
they donated their scrap to their 
community after a natural disas-
ter, for filling sinkholes. 

To reap some profitable rewards 
for your unusable scrap, Braxton-
Bragg offers a machine called 
the Tomahawk Stone Splitter, 
which is designed to break scrap 
into uniform length tiles. This 

versatile tool is easy to use, mod-
erately priced and a necessity to 
any small shop with scrap over-
flow. Altogether, over 100 shapes 
and sizes can be produced from 
the Tomahawk in comparison to 
a stone tumbler or vibrator. But 
more importantly, this machine 
promotes the recycling granite 
and build green movement for 
smaller shops. 

A major contributor to the re-
cycling granite movement is 
none other than the company 
Recycled Granite, whom you may 
have heard of before due to their 
work on 14 HGTV and DIY TV 
shows, and numerous public proj-
ects across the country. To date, 
Recycled Granite has saved over 
80,000,000 pounds of granite 
remnants from being dumped into 
landfills, by repurposing. Their 
mission, as told by Julie Rizzo, 
CEO and founder of Recycled 
Granite, is to “create jobs, re-
duce waste, and make the world Please turn to page 18

a better place.” Recycled Granite 
understands that one fabricator 
does not have enough machines 
and time to recycle all their own 
waste. Working with Recycled 
Granite will not only leave you 
feeling green, but also give you a 
Green Certification to add to your 
portfolio, showing customers that 
you are conscious of the environ-
ment. With 20 locations across 

the United States, it’s easy to set 
up involvement with Recycled 
Granite. Simply contact the near-
est Recycled Granite location and 
work out an arrangement that is 
best for your shop. 
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ZENESIS™ introduces an unmatched premium 7-step wet 
polishing pad. Independent testing has shown these new pads 
to achieve the highest gloss readings after the 3000 grit level
when polishing both white and black granite. Our unique design 
provides these pads with an exceptional lifespan.

 • Removes dull spots, etches, and smooths uneven surfaces quickly
 • Shorter polishing times on the most di�cult stone surfaces
 • Better shine (higher gloss reading) us.zenesistechnology.com

A WHOLE  OTHER LEVEL
OF POLISHING PERFORMANCE, 

POLISHING PADs

Training Resources to Combat Silica

Two recent reports have served 
as a reminder of the threat of 
silica in our industry. On Friday, 

September 27, the Centers for Disease 
Control and Prevention (CDC) issued 
a report entitled “Severe Silicosis 
in Engineered Stone Fabrication 
Workers — California, Colorado, 
Texas, and Washington, 2017-2019.” 
On Wednesday, October 2, National 
Public Radio (NPR) ran a story entitled 
“Workers Are Falling Ill, Even Dying, 
After Making Kitchen Countertops.”

While the focus of both reports was 
on engineered stone, we must remem-
ber that certain species of natural stone 
also pose a risk for silica exposure for 
workers in our industry.

We would like to take a moment 
to remind all stone workers of the re-
sources available to combat the threat of 
silicosis. These resources are available 
free of charge courtesy of the Natural 
Stone Institute Safety Committee. All 
resources can be found online at www.
naturalstoneinstitute.org/silica.

Available resources include:
· Silica Exposure and Employee Safety 
Webinar

· Silica Exposure Control Plan for 
General Industry Document

· Silicosis Prevention Checklist

Remember: silicosis is not curable. 
Prevention is critical for all employees 
in our industry. Use the resources avail-
able to you to bring greater awareness 
to your team about this important issue.

For more information, please con-
tact NSI Accreditation & Technical 
Manager, Mark Meriaux, email mark@
naturalstoneinstitute.org.

The CDC report can be found at: 
www.cdc.gov/mmwr/volumes/68/
wr/mm6838a1.htm , and the NPR 
story at www.npr.org/sections/
health-shots/2019/10/02/766028237/
workers-are-falling-ill-even-dying-after-
making-kitchen-countertops .

https://www.cdc.gov/mmwr/volumes/68/wr/mm6838a1.htm
https://www.cdc.gov/mmwr/volumes/68/wr/mm6838a1.htm
https://www.cdc.gov/mmwr/volumes/68/wr/mm6838a1.htm
https://www.cdc.gov/mmwr/volumes/68/wr/mm6838a1.htm
https://www.npr.org/sections/health-shots/2019/10/02/766028237/workers-are-falling-ill-even-dying-after-making-kitchen-countertops
https://www.npr.org/sections/health-shots/2019/10/02/766028237/workers-are-falling-ill-even-dying-after-making-kitchen-countertops
https://www.naturalstoneinstitute.org/silica/
https://www.naturalstoneinstitute.org/silica/
mailto:mark@naturalstoneinstitute.org
mailto:mark%40naturalstoneinstitute.org?subject=Training%20Resources
mailto:mark%40naturalstoneinstitute.org?subject=Training%20Resources
http://www.cdc.gov/mmwr/volumes/68/wr/mm6838a1.htm
http://www.cdc.gov/mmwr/volumes/68/wr/mm6838a1.htm
http://www.npr.org/sections/health-shots/2019/10/02/766028237/workers-are-falling-ill-even-dying-after-making-kitchen-countertops
http://www.npr.org/sections/health-shots/2019/10/02/766028237/workers-are-falling-ill-even-dying-after-making-kitchen-countertops
http://www.npr.org/sections/health-shots/2019/10/02/766028237/workers-are-falling-ill-even-dying-after-making-kitchen-countertops
http://www.npr.org/sections/health-shots/2019/10/02/766028237/workers-are-falling-ill-even-dying-after-making-kitchen-countertops


Know Your Minerals
A Handy Guide to the Ingredients of Your Favorite Natural Stone

Minerals are the com-
ponents of all natural 
stones. The color of 

every natural stone, whether it’s 
jet black, glittery silver, or a kalei-
doscope of Technicolor – comes 
from the individual minerals.

Minerals also give each stone its 
personality. Is it flashy, or subtle? 
Is it a uniform color, or a melee of 
diverse ingredients? 

And, of course, minerals dictate 
the properties of a stone: Hard or 
soft; acid-resistant or acid-sensi-
tive; flaky, chunky, or smooth.

Given that minerals determine 
so much about a stone, it warrants 
a look at some of the more com-
mon minerals, how to spot them, 
and what they tell you about a 
stone.

Before we dive in, one important 
point is that you can only see indi-
vidual minerals in coarse-grained 
stones. A smooth stone with small 
grains, like Absolute Black or 
Pietra Grey, doesn’t reveal much 
about specific minerals because 
you can’t see them. But many 
popular stones have big crystals 
in all kinds of patterns and colors, 
inviting curiosity about just what 
those minerals are all about.  

Feldspar
Feldspar is the most abundant 

mineral in the Earth’s crust, 
but it’s far from mundane be-
cause it occurs in a huge range 
of colors and forms. When you 
look at a slab of typical granite, 
you’re looking at mostly feldspar. 
Igneous rocks like granite take 
shape as they solidify from liquid 
magma. You can think of magma 
as a ‘slushy’ drink. It’s a mixture 
of solid bits and liquid. Feldspar 
crystals are often the solid chunks 
within a body of slushy magma, 
and you can see the chunky tex-
ture of feldspar in some granite 
slabs.

In other cases, feldspar is al-
tered by metamorphism, changing 
its shape from pushing, pulling, 
or shearing. In these cases, the 
blocky shapes of feldspar crystals 
can become more rounded. 

Color:
Feldspar crystals can be white, 

black, and any shade of grey. 
They can also be pink, cream, 
brown, and sometimes green. 
Best yet, the variety of feldspar 

called labradorite is iridescent 
blue, and plays the starring role 
in Blue Pearl and Volga Blue.

Identifying Features:
Since feldspar can be nearly 

any color, using color to identify 
it won’t help at all. But it does 
have a few features that make it 
recognizable. 

• Feldspar is not glossy and its lus-
ter is similar to porcelain when its 
not polished. 
• It is always opaque, meaning, you 
can’t see ‘into’ the crystal at all. 
• It’s more or less rectangular in 
shape.
• The crystals break into naturally 
flat faces called cleavage planes. 
This is especially visible on a honed 
or leathered slab when you look at 
it from an angle. The flat faces will 
catch the light. This is also evident 
on the edge of a slab where you can 
see a crystal in three dimensions. 
• You can sometimes see subtle 
stripes or grooves in a feldspar 
crystal.

Karin Kirk 
usenaturalstone.com

Many thanks to Slabworks of Montana 
and Montana Tile and Stone for allow-
ing me to explore and photograph their 
beautiful stone slabs.

Feldspar often forms rectangular or blocky-shaped crystals. 
In this slab of Ocre Itabira there are two types of feldspar. 
One is silvery white and the other is light brown.

In this slab of Sea Foam Green it’s plain to see that the 
feldspar crystals floated around in a liquid magma.

Please turn to page 24

Properties: Feldspar is an all-
around easygoing mineral. It has 
no special needs, has a Mohs 
hardness of 6 to 6.5 (harder than 
glass), and holds up well to hard 
use. It won’t etch, flake, or offend 
anyone in any way.

Examples: Alpine White, 
Antique Brown, Patagonia, Coral 
Grey, Blue Pearl, and many 
others. Since feldspar is such a 

common mineral, there are doz-
ens of examples.

Superpower: Feldspar makes 
you more gracious and less 
self-involved. The relaxed flow of 
energy from feldspar allows you 
to let someone else take that last 
slice of pizza, even though you’re 
still a little bit hungry.

These feldspar grains lost their blocky shape when the 
stone got squeezed and stretched during metamorphism. 
The black, wavy layers are black mica.

Blue feldspar — called Labradorite — in a slab of Volga Blue.
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https://slabworksofmontana.com/
https://www.montanatile.com/
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• ZERO Bleeding
• Colorless, clear knife grade formula
• Fast cure time with 5 - 8 minute 
   working time
• Easy to mix 1:1 ratio

• Indoor and Outdoor
• Non yellowing
• For all surfaces – stone, porcelain, ceramic,   
   quartzite, quartz, etc.
• Non-hazardous and VOC Free

*Packaged in 1 Quart total unit (1 quart = Half quart A and two half pint tubes of B). Based on PUR resin 
technology now with longer shelf life. Packaged 8 units per case. Each individual units in its own box.

InnoChem, LLC  Atlanta, Ga
Phone: 770-409-8789 Email: Info@innochemllc.com

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

Senority Counts

Politics, Politics

Representative Raul Ruiz, 47, 
a California Democrat rep-

resenting the 36th Congressional 
District, may face an unusual 
opponent in the November 2020 
election: Republican candidate 
Raul Ruiz, 57, a construction con-
tractor. “I want to give the citizens 
another option,” challenger Ruiz 
told Politico. “I’ll say this. I had 
the name first.”

Dirty Campaign Tricks

Pre-existing conditions, im-
migration policy and Nancy 

Pelosi’s leadership were all defin-
ing issues in last year’s midterms, 
but no campaign had quite the 
unique flair, the je ne sais quoi 
of the debate in Virginia’s 5th 
Congressional District race.

That’s because the central 
Virginia contest included mul-
tiple references to one candi-
date’s fondness for images of a 
muscular and (ahem) extremely 
well-endowed Sasquatch. It all 
started when eagle-eyed crit-
ics from Democratic candidate 
Leslie Cockburns campaign un-
earthed the questionable social 
media posts by Republican can-
didate Denver Riggleman. Things 
escalated upon the revelation that 
Riggleman had also authored 
something titled Mating Habits 
of Bigfoot and Why Women Want 
Him. His Democratic opponent 
publicly accused him of being 
a “devotee of Bigfoot erotica,” 
while Riggleman insisted that 
the entire thing was an elaborate 
joke with some military buddies. 
It helped that he had proof to cor-
roborate the story. 

Riggleman was elected to the 
House in November 2018, by a 
6.6 percent margin.

“I was born on Nov. 4, 
which is election day ... 
my birthday has made 

more men and sent 
more back to honest 
work than any other 

days in the year.” 
— Will Rogers

AVAILABLE AT
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Why Do Employees Leave? 
Some Answers and Retention Tips

Millions of people volun-
tarily leave their jobs 
every month. The reper-

cussions of this can be far reaching. 
In fact,  some estimates  put the 
cost of replacing an employee at 
between 50 — 200 percent of their 
annual salary.

Although job-hopping is on the 
rise, most employees won’t leave 
an environment that nurtures them. 
Here are some helpful tips to stop 
an employee from leaving before it 
happens.

Benchmark your retention rate
Turnover can be a normal part 

of the workplace lifecycle. But 
when one of your best employ-
ees leaves, it often triggers a 
snowball effect where others be-
come disengaged, morale drops, 
and productivity plummets. 
Stay updated on turnover trends by 
calculating your employee retention 
rate quarterly and comparing it to 
the benchmark you’ve set for your 
company. 

Know when to step in
Employees don’t want to be micro- 

managed, but they need a certain 
level of guidance in order to feel 
supported. There may come a time 

Number of employees who 
stayed at company for 

entire time period

  Number of employees at start 
of time period 

x 100 = % Retention Rate

when a star employee must move 
on to advance their professional de-
velopment. If you have developed a 
strong relationship with them, they 
will probably come and talk to you 
before handing in their notice.

Schedule a Meeting
If you notice uncharacteristic signs 

– like the quality of someone’s work 
slipping – carve out time to meet 
with them to gauge how they’re 
feeling and discuss solutions.

Six things to look out for
Do all of your employees feel like 

they’re supported, valued, chal-
lenged, and provided a good work-
life balance? If not, you might have 
a flight risk. Learn to take action 
before an employee has left by iden-
tifying these common, nonverbal 
warning signs.

• Sees little opportunity for growth 
Reason:  An employee is  more 
likely  to leave due to job stag-
nation and uncompetitive pay. 
Solution:  Discuss a development 
and promotion plan to prevent dis-
satisfaction or restlessness.

• Works too much overtime
Reason:  An employee is at high 
risk for burnout if they’re working 
beyond the usual demands of a job. 
Solution:  If an employee’s work-
load is more than they can handle, 
offer additional support like helping 
them prioritize or offloading work.

• Becomes significantly less pro-
ductive
Reason:  An employee who 
is less productive than usual, 
like calling in sick more often, 
may be ready to move on.   
Solution: Have a frank discussion 

about how they’re feeling; be care-
ful not to come across as angry or 
passive-aggressive.

• Hesitant to commit to a long-term 
project
Reason:  Flightiness surround-
ing a long-term deadline can in-
dicate that an employee doesn’t 
see themselves sticking around.   
Solution:  They may not want to 
commit for other reasons, but hav-
ing a conversation early can help to 
keep them happy and engaged.

• Has a long commute
Reason:  The time it takes to 
get to work can increase an 

employee’s chances of burnout. 
(Nearly 25%  of U.S. workers 
have quit due to a long commute.) 
Solution: Offering commuter bene-
fits or flexible and remote working 
options could be beneficial.

• Habitually casual employee starts 
dressing more professionally: i.e. 
from tees and jeans to suit and tie
Reason:  If an employee usually 
dresses casually but switches to 
more businesslike attire, it may 
signal they’re looking elsewhere.   
Solution: Start a friendly discussion 
with the employee to gauge their 
happiness level and address their 
career path.

Source: Linkedin Talent Solutions © MARK ANDERSON. www.andertoons.com

“No politics, no religion, no family gossip, no ailments, no 
movie or TV spoilers, and no one really cares what you’re 

thankful for!  Kittens. We can talk about kittens.”

https://hbr.org/2017/03/why-do-employees-stay-a-clear-career-path-and-good-pay-for-starters
https://hbr.org/2017/03/why-do-employees-stay-a-clear-career-path-and-good-pay-for-starters
http://rh-us.mediaroom.com/2018-09-24-Nearly-One-Quarter-Of-Workers-Have-Left-A-Job-Due-To-A-Bad-Commute-According-To-Robert-Half-Survey
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SQUARE
[ 200 x 200 mm ]

RECTANGULAR
[ 200 x 400  mm ]

ROUND
[ 120 mm (glass) – 200 mm ]

LOW-PROFILE
[ 150 x 150 mm – 150 mm Round ]

SHAPED
[ Vanity Sink Cup Set ]

500 SERIES
[ 50 x 500 mm – 250 x 500 mm ]

ANY CUSTOM SHAPES AVAILABLE
[ Trapezoidal – Hexagonal – Beveled Trophy]

SPECIALTY ITEMS
[ Robocup – Retractable – Miter ]

NOTE: Not all suction cups are to scale

BLICK INDUSTRIES has the largest selection of suction cups in the industry, with 30+ shapes available to suit your machine and your project. 
Accuracy and consistency are imperative; every cup is checked to meet a standard +0.05 mm, -0.00 mm tolerance.

Open body design allows most cups to be safely and easily picked up with one hand. 
Do not risk damaging fittings, cups, table or yourself by holding heavy water-filled pods by the tubing/fittings.

All BLICK INDUSTRIES products are designed, manufactured and assembled in Laguna Beach, CA, U.S.A.
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An Indiana Limestone 
Restoration Revives a Gold 

Rush Building in Vancouver
Steven Schrenk 
Polycor
Photos Courtesy Acton Ostry

The Flack Block building is 
one of the most impressive 
examples of Vancouver’s 

turn-of the-century architecture. 
The four-story Romanesque 
Revival-style structure, with its 
expressive stone facade, was 
built by noted architect William 
Blackmore between 1898 and 
1900. 

This was the era of the Gold 
Rush, when Vancouver was an 
important pit stop, a place for 
supplies and transportation, for 
fortune seekers on their way 
to the Yukon. It was built for 
Thomas Flack who himself made 
a fortune in the Klondike heyday. 
It was one of the largest buildings 
constructed in Vancouver during 
the era.

The building is located in the 
Gastown neighborhood, an area 
that became a busy commercial 
development and retail center, 

in some part thanks to the mag-
nificent Flack Building which 
became a calling card for the 
area. The Flack Building’s orig-
inal entry had been of sandstone, 

and included an elaborate hand-
carved archway with voussoirs. 
Fiery griffins, wizened faces and 
elaborate floral ornamentation 
came alive in the original stone-
work, which was supported by 
coupled columns.

But, years after it was built, 
the building’s physical state took 
a turn for the worse. The neigh-
borhood declined and the reputa-
tion and condition of the historic 
property suffered with it. The 
sandstone had deteriorated quite 
dramatically and the elaborate 

ornamental facade was covered 
with unsightly stucco, its arched 
entrance was completely obliter-
ated. (It had become a structural 
hazard.) The onetime home of 
the Bank of Vancouver had fallen 
into disrepair.

The Canadian Salient 
Group  took over the building 
with an aim to save it from demo-
lition from neglect. Furthermore, 
the company was determined to 
bring it back to its splendid orig-
inal look.

Vancouver-based, British-born carver Tony Rogac and his 
company Architectural Masonry was commissioned to 

reproduce the arch.

The building’s two-year, $20 
million renovation and resto-
ration project was lead by the 
local architecture firm  Acton 
Ostry  Architects. The extensive 
renovation was a combination of 
heritage and savoir-faire that also 
saw environmental, mechanical 
and electrical system upgrades. 
The ground floor commercial 
space was outfitted to meet 
LEED® Gold standards.

A new 6,100 square foot steel 
and glass rooftop addition incor-
porated into the original four story 
structure extended the building to 
50,200 square feet. The new addi-
tion complemented rather than de-
tracted from the heritage façade.

The focal point, though, was 
the restoration of the building’s 
beautiful original stonework. 
Vancouver-based, British-born 
carver Tony Rogac and his com-
pany Architectural Masonry was 
commissioned to reproduce the 
arch. It was the kind of major old 

For the reconstruction they 
used  INDIANA LIMESTONE - 
STANDARD BUFF ™. Steffen 
Waite and his team ordered stone 
blocks from Polycor’s Indiana 
quarries in Bloomington, Indiana 
and then cut the stone into billets 
related to the individual stone 
sizes. “All the stone was carved 
by hand using templates produced 
from the drawings,” Waite said.

Approximately 80,000 pounds 
of Indiana Limestone was hand-
carved to recreate the long-lost 
details. The new arch, sculpted in 
Indiana Limestone, was divided 
into 15 sections. It also features 
a lower ornamental arch. The in-
tricately hand-carved relief-sculp-
ture of fierce griffins and wizened 
gargoyle faces was brought back 
to life atop the entry’s heav-
ily ornamented pediments. The 
work was all done by hand with 
a masterful hammer-and-chisel 
technique.

“Flack Block”, the intricately 
carved building name as well as 
the building number, a feature of 
the original, are once again em-
blazoned on the 20-foot archway.

Thanks to this careful crafts-
manship, the restoration project 
has renewed interest in the old 
world craftsmanship of hand-
carved stone work. 

Intricately hand-carved re-
lief-sculptures of mythical 
creatures & whimsical gar-
goyle faces adorn the arch.

Please turn to page 15

style masonry commission that is 
almost non-existent these days. 
Architectural Masonry worked 
with a team of carvers, and local 
suppliers/fabricators Red Leaf, 
under company owner Steffen 
Waite. The team of artisans faith-
fully reconstructed the masonry 
heritage including the stone entry 
archway, using only vintage pho-
tographs for reference.

http://www.thesalientgroup.com/
http://www.thesalientgroup.com/
https://www.actonostry.ca/project/flack-block-vancouver/
https://www.actonostry.ca/project/flack-block-vancouver/
https://www.polycor.com/stone/limestone/indiana-limestone-standard-buff/
https://www.polycor.com/stone/limestone/indiana-limestone-standard-buff/


Slippery rock Gazette November 2019  |  15  

Continued from page 14

Indiana Limestone 
Restoration

The Flack Block building is now a tourist attraction in the re-
vived Vancouver downtown area. Below: An interior view of 
the stone arch at the Flack Block building.

The building was the recipient 
of the Heritage BC Outstanding 
Achievement Award and the City 
of Vancouver Heritage Honour 
Award.

Today the Flack Building is 
once again a defining feature of 
Vancouver’s streetscape. The 
Indiana Limestone facade stands 

resolutely amid Vancouver’s sea 
of green glass skyscrapers. Its 
textured stone surface with its op-
erable arched windows gives the 
heritage structure a solidity, and a 
sense that is at once contemporary 
and history-filled.

Durable and attractive, Indiana 
Limestone is a classic material 
choice that can move heritage 
projects from relic to relevant.

No Soup for You!

Nearly a year after chef 
Xiu Bin Wang, 33, was 

found dead in his room above 
China Chef carryout restaurant 
in Brockenhurst, Hampshire, 
England, police are still try-
ing to figure out how he died, 
Metro News reported. 

Chef Wang apparently suf-
fered a “forceful blow” to the 
head, and officials first fin-
gered Zhu Long Guo, a col-
league at the restaurant who 
admitted to striking Wang with 
a ladle during an altercation. 
“A ladle was seized, and there 
was a thorough investigation,” 
Detective Constable Brad 
Wanless reported at an inquest 
in July. 

But the coroner could not 
make a definite determina-
tion, and issued the following 
statement: “I do not accept 
that there is a clear causal link 
between the admitted blow 
with the ladle and the death 
of Mr. Wang,” senior coroner 
Grahame Short concluded. 

TR10

SAFE TRANSPORTATION
WITHOUT COMPROMISE

TR4496

The Transport Rack by Groves Incorporated
is made to be the perfect solution for safely getting 
your materials from fabrication to the job site.

The Transport Rack is available in three different 
sizes, and either 4,000 or 10,000 lb. capacities.
Models include: TR4482, TR4496, & TR10

Groves knows what you need
to get the job done!

T: 800.991.2120  |  W: GROVESGLASSANDSTONE.COM
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I was just getting ready to 
board the plane for my 
yearly vacation. This year 

I was headed to Niagara Falls, 
then through New York State, 
and then off to tour some of the 
stone quarries in Vermont. That’s 
right folks, I still get to do stone 
stuff while on vacation. I’ll most 
likely do a podcast of the quarry 
tours, so make sure to listen to my 
podcasts at blogtalkradio.com/
drfred. 

I had just found my seat on the 
plane when my phone rang. The 
voice on the other end was hard 
to understand. She was what I 
call a whisperer. I thought at first 
it was the phone reception, but 
she was almost whispering.  She 
started telling me about a strange 
orange stain she had on a granite 
façade she had installed recently. 
I had to ask her to please speak up 
several times, and was beginning 
to get frustrated. Finally, I told 
her to send me an email as I was 
having a hard time hearing her.   
I hung up the phone and made a 
mental note to have my hearing 
checked. They say these are the 
“golden years.” Well, you could 
have fooled me. These days, I 
spend a lot of time thinking about 
the hereafter… I go somewhere 
to get something, and then won-
der what I’m hereafter – LOL!

I no sooner had landed, and 
my phone already had ten voice 
mails on it! You guessed right 
– it was from the orange stain 
lady. I deleted them all and then 
checked my email. Sure enough, 
there were three emails from 
her, all saying the same thing. I 
thought about ignoring her, but 
this sounded like a stone emer-
gency. It’s funny how some folks 
treat these situations like it’s life 
or death. I called her back and she 
was still whispering. Long story 
short, I set up an appointment to 
take a look at the stone after my 
vacation. To find out how my va-
cation went, look at the pics on 
my Facebook page at www.face 
book.com/stoneforensics1.

I returned from vacation and 
called Ms. Whisperer to set up 
a time to take a look at the or-
ange stone.  Fortunately, it was 
only across town. I grabbed my 

Frederick M. 
Hueston, PhD

The Stone Detective
There’s a Fungus Among Us

hearing aid (just kid-
ding), hopped in 
the ole Woody and 
headed out the door.

I pulled into a long 
driveway and was sur-
prised that the house 
was modest. I couldn’t 
see any stone on the 
outside of the house. 
As I pulled in front, 
Ms. Whisperer was 
waiting outside for me. 
She ran to my car yelling  (well, 
sort of). She was still whispering. 
“OH, I’M SO GLAD YOU’RE 
HERE.” I handed her my card and 
asked her to show me to the stone. 
She took me around the back of 
the house and there was another 
monstrous house being built. 
Guess her little modest house 
didn’t have any stone.

 As we walked up to the house 
I could see the limestone façade 
had all these circular orange 
to brown stains on them.  They 
looked like iron stains, and my 
first thought is that the anchors 
had rusted through. However, 
when I mentioned that, she told 
me that the same spots appeared 
on stone that hadn’t been set yet 
(see the photos). I asked to see the 
uninstalled stained stone, and said 
I also needed to go grab my test 
kit. 

I ran back out to the Woody, 
grabbed my testing bag, and 
headed back to the pile of stone.  
I reached in my bag and pulled 
out a small bottle of ammonium 
thioglycolate. I know what you’re 
thinking. What the heck is this 
long chemical name? Ammonium 
thioglycolate reacts with iron 
to form a purple color. It starts 
out as clear but in the presence 
of iron it turns purple. This is a 
typical colorimetric test. I placed 
several drops on the stone and it 
instantly turned purple, indicating 
that these orange spots were iron. 
Now, the next task would be to 
find out where the iron was com-
ing from. 

I went back to Ms. Whisperer 
to tell her the news and to ask a 

few more questions. She told me 
that the stone was fine when it 
was installed and then these spots 
started appearing. This told me 
that the most likely cause of the 
oxidation (rusting) was that nat-
urally occurring iron in the stone 
is being exposed to moisture and 
was causing the iron to oxidize. 
This is a common problem with 
many types of stone that contain 
iron. The problem is that most of 
the time it is hard to tell without 
lab testing that the stone will do 
this. I explained this to her and 
she asked if it could be removed. 

The simple answer is “maybe.” 
Since the stone contains iron it 
is possible to remove any surface 
oxidation, but as long as the stone 
continues to get wet it is going to 
continue to rust. I thought the poor 
lady was going to cry— not very 
loudly, mind you.  I told her this 
was a product of nature and iron 
is a natural mineral that is found 
in a lot of stone types. Some will 
rust and others will not. I gave her 
the name of a local contractor to 
see if he could apply some rust re-
movers and/or poultices, but there 
was no guarantee. I whispered 

goodbye and I was off.  I should 
have stayed on vacation.

The Stone Detective is a fictional 
character created by Dr. Frederick 
M. Hueston, PhD, written to en-
tertain and educate. Dr. Fred has 
written over 33 books on stone and 
tile installations, fabrication and 
restoration and also serves as an 
expert for many legal cases across 
the world. Fred has also been writ-
ing for the Slippery Rock for over 
20 years. Send your comments to 
fhueston@stoneforensics.com.

These odd orange blossoms of stain show the presence of iron oxidation. Iron is naturally 
present in many stones, including limestone, like this exterior façade. 

http://blogtalkradio.com/drfred
http://blogtalkradio.com/drfred
http://www.facebook.com/stoneforensics1
http://www.facebook.com/stoneforensics1
mailto:fhueston%40stoneforensics.com?subject=Hey%20Stone%20Detective%21
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$15900
Each

BRAXTON-BRAGG IS NOW THE PRE-
FERRED NATIONAL FLEX DISTRIBUTOR 

IN THE STONE INDUSTRY

$795
MASONRY

 WET SAWS

      
 ONLY6

CS-40 WET
5” Masonry Wet Saw

Item # 50030

BUY 5 GET 1 FREE

 SPECIFICATIONS CS 40 WET 

 Motor 12 A

 Max. disc diameter 5”

 Bevel cut 0-45

 Weight 9 lbs

The FLEX CS-40 wet tile saw is made for use in the stone, tile and glass 
industries. The powerful 12 A motor makes it possible for the saw to cut 
through any tough material. The wet tile cutter is also equipped with 
a high quality water-feed system that will eliminate the harmful dust 
particles which are common in dry cutting applications. 

Variable 
Speed Dial

A $125
VALUE

FREE
• Smooth, chip-free cutting • Dry or wet use
• Cooling holes extend life by cooling the blade core
• Designed for straight cuts on granite and quartz

$649
GRINDERS

AND BLADES

      
 ONLY6

$12999
Each

 SPECIFICATIONS LE14-11 125 

 Power output 12 A

 No load speed 2800-11500 rpm

 Max. disc size 5”

 Weight 5.1 lbs

The LE14-11 125 is designed for the professional’s needs. Its safety 
features include a soft start system, reload protection and restart 
protection. In addition, its tool free adjustable guard makes it easy 
to adapt for whatever the job requires. 

+ 6 FREE
Viper 5˝ Diamond Turbo Blades

BUY 5 
GET 1 FREE

LE14-11 125
12 A 5” Variable Speed Angle Grinder

Item # 80000

Use Code
FLEX45
when placing your order 

Use Code
SAW45
when placing your order 
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Cut your sinks for 

$100 / week
less than $400 per month (60 payments)

Variable speed spindle, center waterfeed and 1/2G for finer grit CNC brazed bits

SinkBot includes router, control cart, computer & touchscreen monitor, CAD/CAM

  Call for details  612-741-6510   E d g e m a t e S t o n e T o o l s . c om

 Powerful  &  Fast    
 3x the speed cutting   

over 100" per min

Use the control-work station to lift and carry the SinkBot CNC to your 
polishing benches and reduce handling of L -shaped and oversized tops

Easy programming and incremental bits will profile a radius top edge, cut the hole 
to size, reduce your labor with no templates, no blowouts, and no tool changes

Save on Labor & Money
                    - - a portable CNC for sink cutouts - -SinkBot 

Recycle, Reuse

Mixed granite and marble scraps in irregular shapes and 
sizes give this colorful patio floor a fieldstone look. Re-
cycling and repurposing can save millions of tons of good 
stone from being dumped in waste piles and landfills.

Do you feel like you are throw-
ing away money or wasting valu-
able resources when you walk past 
the scrap bin? Julie Rizzo com-
pared throwing away or burying 
granite to throwing away every 
piece of a cow. “We should be 
using every piece of stone because 
it has a use, and it’s a financial 
gain if we know what to do with 
it.” 

Just like recycling aluminum 
or scrap metal, there are rewards 
to this type of thinking, whether 
those benefits are for extra profit 
or to help the environment. The 
mindset of giving scrap granite to 
a landfill is on the outs. And it is 
up to us to start and maintain the 
trend of recycling. 

For more information on the 
Tomahawk Stone Splitter visit 
our archives for a product review: 
www.slipperyrockgazette.net/
file/archive/.

See also Recycled Granite’s 
website for many reviews and vid-
eos profiling their work on HGTV, 
www.recycledgranite.com .

Continued from page 8

Blick Industries Upgrades 
 40 x 300 mm Supports

Blick’s popular  40 x 300 
mm Supports have been 
upgraded to have suction 

cup tops with replaceable seals. 
Soft rubber seals, that are easily 
swapped out when damaged, 
have replaced the one-piece hard 
rubber pad from the previous ver-
sions. The new design provides 

a secure seal for vacuum holding 
when handling stone, glass, and 
solid surfaces. They are available 
with 150 x 300 mm or 100 x 300 
mm vacuum bases.

For more information, visit  
blickindustries.com/product/ 
40x150x300mm-cup/ .

40 x 150 x 300
Blick Support

http://www.slipperyrockgazette.net/index.cfm/pageId/1182/Splitting%20the%20Profits/
http://www.slipperyrockgazette.net/index.cfm/pageId/1182/Splitting%20the%20Profits/
http://www.recycledgranite.com
http://blickindustries.com/product/40x150x300mm-cup
http://blickindustries.com/product/40x150x300mm-cup
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Let’f fee. What 
foundf tafty for our 
big Thankfgiving 

feaft? Roaft beef, perhapf? 
Pigeonf? Or maybe fifh—
like falmon, fhad or eelf. 
Oh, decifionf, decifionf, 
decifionf!

Oops, pardon me; I didn’t 
realize you were looking 
over my shoulder.

I’ve been reading a book 
about cooking in colonial 
days and have fallen into the 
habit of using “f” for “s.” 
You know, like the type face 
appeared in print way back 
when.

This delightful publication 
is called “The First American 
Cookbook.” I bought a copy 
not long ago when my wife 
and I were touring historic 
Philadelphia, Pa.

The title may be plain, but 
it’s most appropriate be-
cause this is considered to 

Sam Venable 
Department of Irony

Guaranteed to Ftick to 
Your Ribf!

be the very first cookbook 
of American authorship 
ever published within the 
United States. It was written 
by Amelia Simmons and 
came out in 1796.

While the founding fa-
thers were scribbling 
“whereafef” (aka “where-
ases”) on parchment paper, 
Miss Amelia was busy in 
the kitchen. Apparently she 
was as skilled at gathering 
ingredients as she was pre-
paring meals.

Consider these instruc-
tions for selecting veal—
verbatim in spelling and 
punctuation, except with 
“s” instead of that goofball 
“f” for easier reading: “It is 
soon soft—great care there-
fore is necessary in purchas-
ing. Veal bro’t to market in 

crumbly, which soon be-
comes rancid and snowy.”

Ooooo-kay ...
Now let’s get down to 

cooking the main course 
for our Thanksgiving 

Day feast. Here’s Miss 
Amelia’s secret for 
a hearty “Sea Pie,” 
again verbatim.

“Four pound of 
flour, one and half pound 
of butter rolled into paste, 
wet with cold water, line the 
pot therewith, lay in split 
pigeons, turkey pies, veal, 
mutton or birds, with slices 
of pork, salt, pepper, and 
dust on flour, doing this till 
the pot is full or your ingre-
dients expended, add three 
pints water, cover tight with 
paste, and stew moderately 
two and half hours.”

For dessert, here’s her 
“Plumb Cake,” straight off 
the page.

“Mix one pound currants, 
one drachm nutmeg, mace 
and cinnamon each, a little 
salt, one pound of citron, 
orange peel candied, and al-
monds bleach’d, 6 pound of 

panniers, or in carriages, is 
to be preferred to that bro’t 
in bags, and flouncing on a 
sweaty horse.”

Miss Amelia also was 
quite fond of shad. And 
not necessarily fresh: “I 
have tasted shad thirty or 
forty miles from the place 
where caught, and really 
conceived that they had a 
richness of flavor, which 
did not appertain to those 
taken fresh and cooked 
immediately.”

Can’t forget the butter: 
“Tight, waxy, yellow but-
ter is better than white or 

flour (well-dry’d), beat 21 
eggs, and add with 1 quart 
new ale yeast, half pint of 
wine, three half pints of 
cream.”

Yuck. That sounds abso-
lutely gross. I’ve got a bad 
case of acid reflux just from 
reading her recipe.

Anybody got a roll of 
Tumf they could fpare?

Sam Venable is an au-
thor, stand-up comedian, 
and humor columnist for 
the Knoxville (TN) News 
Sentinel. Email comments to 
sam.venable@outlook.com.

© MARK ANDERSON. www.andertoons.com

“Of all the 
 tyrannies, a 

 tyranny sincerely 
 expressed for the good 

of its victims may be 
the most oppressive. 

It may be better to live 
under robber barons 
than under omnipo-

tent ideological busy-
bodies.” 

—C.S. Lewis

mailto:sam.venable@outlook.com
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Laboring Lippage

Bob Murrell 
M3 Technologies
Photos by Bob Murrell

WE have discussed 
lippage before, 

but it is such a reoccurring 
issue that I thought revis-
iting the topic would be of 
value. Lippage, not to be 
confused with the back-talk 
from your significant other, 
or quite possibly even your 
mom, lol, is the height dif-
ference between one tile 
and next.

Even with the high tech 
tile setting systems of 
today, to install a totally 
lippage-free floor is practi-
cally impossible. Of course, 
having proper grout width 
helps with the precision of 
the install. Grout lines that 
are too wide can increase 
the margin of error for lip-
page. Remember, for mar-
ble and other dimensional 
stone, the grout lines should 
typically be no larger than 
1/8” or even 1/16”. Wide 
grout lines normally re-
quire the addition of sand 
for strength and stability 
too, and we all know that is 
a no-no, for most finished 
stone installations.  

means there are now more 
steps in the process as well.

Breaking out the metal 
bond diamonds is always 
a major commitment. 
Depending on the severity 
of the lippage, it will deter-
mine the step at which you 
start. Trust me, if you have 
severe lippage, starting at 
a 70g metal bond diamond 
will make for slow going. 
For example, let’s say you 
go ahead and go for the 
gusto and start with a 50 
grit or somewhere close 
to that. Starting with a 50 
grit or coarser metal means 
that you will probably need 
to go with either a 70 grit 
metal or 50 grit transition 
resin diamond next. So you 
easily end up doing two 
steps before you ever reach 
100 grit or 120 grit. Hence 
the reason for both the 
added time and cost.    

There are ways to cheat 
the lippage removal system 
in certain situations and I’ll 
discuss this in a moment. 
The terms picture framing 
or widow pane come to 
mind for those who have 
experience with lippage 
removal. This is especially 
true for darker floors and 
definitely most black floors. 
The lighter colored stones 
are better with regards to 

People, meaning custom-
ers, who do not know the 
significance of lippage, 
will tell you there is no 
height difference in their 
floor installation. They are 
not trying to deceive you, 
they honestly just don’t 
know what to look for. Of 
course, neither do some 
general contractors. Most 
anyone, who has never had 
to remove lippage, doesn’t 
understand the significance 
of it. 

As restoration profession-
als, we know that irritating 
sound from diamonds going 
clackety-clack on the un-
even tiles. We know that 
dreaded sound means more 
work and potentially much 
more work. It also means 
more costs, both to you 
and therefore the customer, 
too. Lippage is typically the 
most expensive step in the 
restoration process, not to 
mention the fact that it also 

disguising and blending 
the picture framing. You 
see, the high spots are not 
necessarily the main prob-
lem with lippage. The low 
spots typically remain in 
the original finished con-
dition, meaning they never 
received wear like the sur-
rounding surface. These low 
spots, which show up as the 
picture framing areas, can 
stick out like a sore thumb.   

If you have ever had the 
request to convert a previ-
ously polished marble floor 
to a honed floor, lippage re-
ally becomes an issue. The 
picture framing just can’t 
be blended or matched like 
when polishing. This sticks 
out so bad that contractors 
will try anything to get rid 
of it, even turning to the use 
of strong acids to etch and 
remove the polish in these 
low areas. This operation 
of going from polished to 
honed can be very tedious. 
It is best to go ahead and 
remove the majority of lip-
page, through grinding, in 
this scenario. 

Deciding on the type of 
metal bond diamond to use 
in the initial heavy grinding 
of the lippage removal pro-
cess can be a key compo-
nent as to how much work 
you will have to commit to. 

Moderate lippage on a limestone floor.

Severe lippage removal using a hand tool with 
ELF5 Flexible Metal 40 grit.

There are many diamonds 
that can accomplish this 
task, but doing it with as 
little of an invasive scratch 
pattern is the trick. You see, 
some metal bond diamonds 
can leave behind a very 
aggressive scratch pattern. 
That is why you probably 
wouldn’t want to use a 16 

grit or 24 grit concrete-type 
diamond. These super ag-
gressive metal bond dia-
monds are used for coatings 
removal or heavy rectifying 
situations where the scratch 
pattern left behind is not 
consequential.   

Please turn to page 21

Restored polished marble, honed in place.

Severe lippage on a marble floor.
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Inc. I have found that using these, 
in conjunction with the 3-inch 
spacers (for added cushion), can 
make short work of moderate to 
mild lippage removal applica-
tions. They also come in 5-inch” 
diameter, which works great on 
a hand tool for help with those 
pesky high and sharp edges. 
These thin, yet fairly aggressive 
little pads work very fast and are 
available in grits from 40 grit to 
600 grit.

Now as promised, let’s discuss 
the situations where lippage re-
moval is not feasible, whether 
by lack of budget or whether it 
is simply not a completely neces-
sary action. On most lighter col-
ored marble, you may be able to 
just hone (meaning 220g, 400g, 
and 800g), feathering out after 
each step, prior to polishing. It 
all depends on your ability to pol-
ish and match the original finish. 
Heavy traffic lanes and bad etch-
ing are usually the only areas that 
normally require any significant 

I recommend starting as high in 
the grit sequence as possible, to 
avoid heavy scratch patterns. The 
3-inch tooling metals from M3 
Technologies, Inc. are excellent. 
They have the beveled edges, 
which help prevent the chipping 
of tiles and with gliding over high 
spots, and believe me you don’t 
want to glide over the high spots. 
They also have excellent life 
expectancy.

One of my favorite metal bonds 
for lippage removal are the 
Flexible Electroplate metal bond 
diamonds from M3 Technologies, 

Continued from page 20

honing. All other areas of mar-
ble, travertine, terrazzo, onyx, 
and other calcium-based stones 
should respond well to Majestic 
5X, XXX, or Marble Polishing 
Compound.  

As always, I recommend sub-
mitting a test area to confirm the 
results and the procedure prior 
to starting a stone or hard sur-
face restoration or maintenance 
project. Remember to use your 
smartphone to take plenty of be-
fore and after pics! Also, the best 
way to help ensure success is by 
partnering with a good distributor 
who knows the business. They 
can help with technical support, 
product purchase decisions, lo-
gistics, and other pertinent project 
information.

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

New to 
Market S3 | SLIM SLAB SAVER™

• Pays for itself with one prevented break™

• Ideal for LFTM (large format thin material), gauged or thin 
porcelain slabs, and sintered stone such as Dekton®

• Cups, clamps, and rails can be arranged in many configurations

• Non-marking 6” cups feature a concave design for quick 
attachment, even to bowed and textured surfaces

• High flow vacuum release valves for fast and hassle-free removal

• Kickstand Kit accessory (included with 3-Rail models) allows 
upright resting of material for easy application of mortar

(530) 748-2260
omnicubed.com

Saving Your Thin Materials
The FIRST Time

There are six Slim Slab Saver™ models available, as well as numerous accessories 
and a-la-cart options, to build a truly customized system.

© MARK ANDERSON. www.andertoons.com

“OK, let’s go back to the stuff we said you be-
lieved in initially, and see how that works.”

“The older I grow, the 
more I distrust the 

 familiar  doctrine that 
age brings wisdom.” 

—H.L. Mencken

Do You Want 
Fries with That?

Two football-crazed fans 
of Kansas City Chiefs QB 

Patrick Mahomes couldn’t quite 
pull off a heist in Lawrence, 
Kansas, on Sept. 16. Pulling up 
to a McDonald’s, the two ran in-
side, grabbed a life-size cardboard 
cutout of Mahomes and ran out, 
stuffing the promotional piece 
into their car.

Lawrence Police spokes-
man Patrick Compton told the 
Lawrence Journal-World that 
as they received the call about 
the theft, they were working a 
car crash nearby – in which one 
of the vehicles just happened to 
have a Mahomes cutout in the 
back seat.

Officers questioned the sus-
pects and ordered them to ap-
pear for alleged theft. Flat Pat 
was eventually returned to the 
McDonald’s.
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How Artists Use Natural 
Stone to Create Timeless 
Sculptures

Sebastian Martorana, sculptor and illustrator lives and works in Baltimore, MD.

Robin Antar, American sculptor, at work. Photograph by Morris Gindi.

Robin Antar with David’s Knot in Flames.

The beauty and versatility of 
natural stone are among the 

many reasons homeowners and 
builders gravitate to the material 
for their projects. Artists often 
are drawn to stone for similar 
reasons.

My Comfort Clothes by Robin Antar. 
Tinted Limestone.

Permanent Separation Anxiety by Sebastian Martorana. 
Salvaged Beaver Dam marble. Photo by Geoff T. Graham.

Megy Karydes
usenaturalstone.com

Please turn to page 30 

For artist and sculptor Sebastian 
Martorana, the challenge and 
beauty of the material was enough 
when he first began working with 
natural stone. “As I have grown, 
I now see natural stone as the 
best vehicle for the concepts that 

I want to explore,” Martorana 
admits. “Each stone, just like each 
sculpture, is unique. That cannot 
be said of anything that is cast or 
mass produced.”

Sculptor Robin Antar agrees.
In her abstract work, her 

challenge is to make heavy stone 
look like it is twisting, bending, 
and light. “I like the fact that it’s 
heavy and I can transform it into 
a sculpture which has movement 
and form so people don’t realize 
the weight of it,” Antar shares. “I 
also work to bring out the beauty 
of the stone in each piece, carving 
it in a way that showcases its 
natural properties.”

Her Realism in Stone series also 
transcends the weight perception. 
“I sculpted a pair of jeans in 
limestone,” she shares. “Nobody 
realizes it weighs 80 pounds—it 
just looks like a pair of jeans.”

Natural Stone Tells A Story
Many of Martorana’s sculptures 

are made from salvaged material. 
In addition to the material’s 
geological origins and cultural 
association with memorial and 
permanence, each stone has its 
own specific history, which he 
appreciates and finds important.

“Where did it come from? What 
was it? When was it installed 
there? Why was it thrown away?” 
he asks. “Those answers inform 
each stone sculpture that I make.”

Even if the piece he uses wasn’t 
salvaged, where in the world it 
came from will be of significance 
to the completed work of art. 
It is rare for him to pick a stone 
at random for a sculpture as he 
always takes into account its 
individual story.

The Power of Natural Stone 
as a Form of Healing and 

Expression
As a sculptor, Antar is drawn to 

the subtraction process of carving 
and working with grinding 
tools. She also appreciates the 
challenge of taking an unworked, 
unpolished piece of stone that 
many might perceive as “dead” 
and make it come alive.

The type of stone Antar uses 
depends on the mood of the piece 
since she says different stones give 
off different moods. She offers 

honeycomb calcite to illustrate 
her point. “It looks like candy in 
a way,” she explains. “And when 
I carve out figure shapes, it has 
a very different mood than white 
marble, for example. A sculpture 
in honeycomb calcite – a light, 
airy, glass-like stone – would 
have a completely different 
feeling than an opaque white 
stone like marble.” Sometimes 
she’s drawn to a type of stone 
because of the emotion she’s 
trying to express in the piece.  
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800-575-4401www.braxton-bragg.com

STARTING
LESS THAN

$120/MO

with our  

easy financing

Formidable. Powerful. Trustworthy.

NOW!NOW!IN STOCK

V A C U U M  L I F T E R S

Easily mountable and has 
friendly-to-operate features 
designed for natural stone 

fabricators in a shop.

Call 1-800-575-4401 
for Equipment Financing  

Options and Pricing



Know Your Minerals
A Handy Guide to the Ingredients of Your Favorite Natural Stone

All feldspar, all the time! This stone is 100% feldspar, arranged in 
a textbook-perfect example of ‘interlocking’ texture that shows 
how the crystals have grown tightly into each other. The different 
shades of grey are caused by the different orientations of the crys-
tals, so they reflect light in different directions. This is leathered 
Antique Brown, which a geologist would call ‘anorthosite,’ and I 
would call ‘fabulous.’

Continued from page 10

Garnet’s dark pink color and round crystal shape make it 
easy to recognize.

Garnet
Garnet is January’s birthstone, 

and it’s a beautiful mineral. 
Garnet is dark-raspberry pink, 
maroon, or maroonish-brown. 

Identifying features: 
• The color is usually a total 
giveaway.
• The crystal shape is usually 
round-ish. It often occurs in 
specks.

The Weha Puma 1-3/8-
inch T-Segment core 
bit is designed with side 

diamond segments for fast cutting 
of granite, quartz, marble, and 
even quartzite.

Made with a T-segment that 
drops into the steel body, this 
strong design allows the Puma 
Core Bit to take even greater 
abuse while drilling by hand into 
stone. This greatly reduces the 
likelihood of a segment breaking 
off when “wobbling” the core bit 
during the hand-drilling process.

 

• Garnet crystals have a glassy 
luster, and when viewed on the 
edge of a slab or in an un-cut 
rock, they are brilliantly sparkly.

Properties:
Garnet is 6.5 to 7.5 on Mohs 

scale and is often used as an 
abrasive. Large, translucent 
crystals of garnet are used for 
gemstones. 

Examples: Garnet is not a 
major ingredient in any stone, 
but its recognizable crystals are 

in River White, Colonial White, 
Dallas White, and St. Cecilia, 
among others. 

Superpower: People who like 
garnet are above average at math. 
Unfortunately, simply owning a 
garnetiferous stone will not, in 
and of itself, improve your math 
skills. 

Join us next month for Part 2 
of Know your Minerals.

Karin Kirk is a geologist and 
science educator with over 20 
years of experience and brings a 
different perspective to the stone 
industry. Karin is a regular con-
tributor to usenaturalstone.com 
and the Slippery Rock Gazette. 
Contact her at karinkirk@gmail.
com .

These garnets come 
to life in the sunshine 
of the slab yard. 
The white mineral is 
quartz and the black 
is biotite mica. 

Weha Announces New 
Tooling for Stone Pros
Puma 1– 3/8 Inch T-Segment Core Bit

The Weha Puma T-Segment 
has a full drilling depth of 2-3/4 
inches even when the segment 
is worn completely down. This 
gives plenty of drilling depth 
for all countertop applica-
tions, but short enough to offer 
solid control when drilling. 
The Puma -Segment core bit has 
vacuum brazed diamonds on 
the outside core to help with the 
hand-drilling process. It also helps 
if you need to make the hole just 
a little bigger, and to clean up the 
hole as well. The four turbo-style 
diamond segments act like a typi-
cal turbo diamond blade by allow-
ing air and water (when run wet) 
to get in the segment while drill-
ing, as well as channel the dust 
out to help cut and core faster.

The Puma T-Segment diamond 

core bit is a very affordable 
core bit that offers outstanding 
performance.

  
Specifications: 
Diameter: 1- 3/8 inches 
Thread: 5/8”-11 
Total length: 4 inches 
Drilling depth: min 2 ¾ inches – 
max 3 inches, when bit is new. 
Max RPMS: 6500 
Use: Dry or Wet 
Recommended Materials: 
Granite, Quartz, Quartzite, 
Marble, Engineered Stone

For more information see www.
wehausa.com or contact their 
authorized distributor, Braxton-
Bragg. See the related story on 
page 26.
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Filter Project Dry Dust Collection Booths are all stainless steel, 
heavy duty, dry dust collectors.
With the additional requirements initiated by OSHA for Silica 
in the granite and engineered stone, the Filter Project Clean 
Air Dry Dust Collection Booths will be a major advantage in 

removing silica dust from the air.

How does the Dry Dust Collection
Booth Work?

The Filter Project Dry Dust Collectors have specially designed cloth filtering 
sleeves inside the Dust Collector. The Dry 
Dust Suction Wall’s powerful motors create 
a strong vacuum that pulls the dust particles 

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

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

Engineered Stone, Quartz, Quartzite, and other 
airborne particles.

Automatic Dry Dust
Collection Booths

10% OFF 
FILTER PROJECT AUTOMATIC DRY DUST COLLECTORS*

END OF YEAR

SPECIAL!
END OF YEAR

SPECIAL!

Available 
Filtering Sleeve

TEC733

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

*Offer good through Dec. 31, 2019
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The Slippery Rock Marketplace

STORAGE
FABRICATION

TRANSPORTATION

www.groves.com  |  P: 800.991.2120  |  sales@groves.com

Built with the customer in mind, offering tremendous 
strength and support for every job they are needed for!

Check out the Heavy Duty Transport Rack

Weha Offers Red 
Cat Blades Series
Red Cat Diamond Bridge Saw 
 and Diamond Turbo Blades

Weha Red Cat 
Diamond Bridge 

Saw Blades 

Weha Red Cat Bridge 
Saw Blades are a 

steady running blade for 
granite, quartz, marble, and 
even quartzite.

These are dependable 
blades at a great price point, 
designed to be a good blade 
for all stone types. This si-
lent core bridge saw blade 
is a great for doing 45 de-
gree miters as well with no 
deflecting. 

The Red Cat is designed 
to run up to 80 inches per 
minute, with steady, tried 
and true cutting. If your 
saw has auto settings, set 
the saw to monitor amps 
and let it cut. 

The Red Cat is built 
with 15 mm height ta-
pered segments designed 
as open cutting segments. 
Use with plenty of water 
to keep it sharp and cut-
ting clean and consistent,    
with very little chatter or 
chipping. The Weha Red 
Cat will cut all the way to 
the core and deliver maxi-
mum life out of the blade.

The Red Cat blade is 
made for shops that want 
an all-around good blade 
at the best price possible.   

Specifications 
• 60/50 arbor 
• 15mm height segment 
• 3.3mm thick segment
• Available in 14, 16 and   
 18 inch diameter

Weha Red Cat Turbo 
Blades are designed 

for granite and all natural 
stones, and also engineered 
stone and quartz.

The Weha Red Cat Turbo 
blade is designed to work 
equally well on granite, 
quartz, and engineered 
stone, and is offered at a 
great price point. Red Cat 
Turbo blades cut fast, sink-
ing into the stone with ease. 
The simple weight of the 
grinder is enough to make 
them cut through granite 
and quartz easily.

The combination of a full 
8mm of diamonds in tight, 
narrow turbo diamond 
segments allows clean, 
fast cuts and a lot of life. 

Weha Red Cat Turbo Blades for All Natural 
and Man-Made Stone Surfaces

Weha Red Cat Diamond 
Turbo Blades come with 
7/8-5/8 inch arbor and four 
quad holes for flush cutting 
using a quad adapter. Red 
Cat blades can be used wet 
or dry on all materials.
 
Specifications 
• Wet or dry cutting 
• 7/8-5/8 inch arbor 
• Quad holes for flush
 cutting 
• 8mm diamond rim
• Available in 5 and 6 inch

www.wilsonsaws.com 
Manufacturing Stone Processing 

Equipment Since 1982.                        
706-213-6725 

Used by 11 out of 12  fabricators of the year

www.laserproductsus.com

A WHOLE  OTHER LEVEL
OF PERFORMANCE

us.zenesistechnology.com

www.wehausa.com
info@wehausa.com

1-877-315-4761

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

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

CNC Tooling for 
Natural Stone and  
Dekton

www.braxton-bragg.com
NOW AVAILABLE AT

www.braxton-bragg.com

http://www.groves.com
http://www.wilsonsaws.com
http://www.laserproductsus.com
http://www.rockcreteusa.com
http://www.zenesistechnology.com
http://www.wehausa.com
http://www.rye-corp.com
http://www.blickindustries.com
http://www.akemi.com
https://www.braxton-bragg.com/catalogsearch/result/?q=Stone+Shield
https://www.braxton-bragg.com/catalogsearch/result/?q=hercules
https://www.braxton-bragg.com/catalogsearch/result/?q=Diamut
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The Slippery Rock Classifieds
For Sale

1980 Salin Bridge saw. 1980 Salin 
Bridge saw for Marble & Granite. 3 
Phase electrical hook-up needed. I 
had the bearings replaced and fans 
for both motors, and have receipts and 
pictures showing both motors run-
ning at RUN EM AGAIN MOTORS 
IN PHX. A generator with single 
phase will not turn the motors. While 
placing top motor back in, the motor 
connector broke (as per picture). I 
had MarZee waterjet 2 new connec-
tors, 1 to hook up motor and an extra 
one. In the picture I have 1 connector 
showing how they line up to motor 
and pump below. COME AND BUY 
IT, MAKE MONEY. Has Hydraulic 
lift table and rotating head and comes 
with 2 blades. Great for a new small 
business. It will need 5 new belts and 
seals for cylinders. Comes with 20´ 
trailer, needs work on electric brakes. 
Bring a dually and drive it away, will 
not ship or tow to new location. Lo-
cated in Phoenix. No reasonable offer 
refused. Contact Scott Wargo, 602-
284-7424,  scottw.nbs@gmail.com.

_____________

New GHINES Transformers. 2 new 
Ghines transformer 230v-115v fits 
only SECTOR SINGLESPEED 230V 
& SECTOR TRIPLESPEED. still in 
box never used or connected. $550 
each. Contact David, 360-524-9295,   
rivercitystones@comcast.net. 

___________ 
New Milwaukee Angle Grinder. 
New Milwaukee angle Grinder Model 
6088-30 7˝/9˝ with lock-on. $174 at 
Home Depot. Our price $150. We 
purchased and it was the wrong model 
for us to be able to use. Contact David, 
360-524-9295, rivercitystones@com-
cast.net. 

___________ 
Milwaukee 7/9 inch Angle Grinder 
with Lock-On. Great condition, sells 
for $174 new. Asking $100. Contact 
David, 360-524-9295,  rivercity 
stones@comcast.net. 

___________ 
ScandInvent AB-Cn Cut C-3 2004. 
ScandInvent AB Cn Cut C-3 for sale. 
Purchased new in 2004 and in good 
condition now. This small bed, CNC 
is for sale by the original owner for 
$12,500.00. Please call or email for 
pictures. Contact Hunter Olive, 910-
484-5277, bette@oliveglassandmar-
ble.com. 

___________ 

Laser Templating System, Model 
LT-2D3D For Sale. Surface Pro 4 
Tablet included, software included.
Purchased in 2017, used once to have 
someone demonstrate, and never used 
again.  Brand New. Paid $15,950.00.  
For Sale - $9,995.00. Call 410-761-
6336 or email designtops@aol.com .

___________ 

Business Opportunities

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

___________ 
Fabrication Facility — Sale or 
Lease. Fully operational facility over 
13,000 SF with all equipment needed 
to produce more than 4,000 SF per 
month including specialized delivery 
vehicle. Perfect for company inter-
ested in vibrant, growing market in 
the Philadelphia area. Contact A. 
Hamilton, 856-437-0748, aham1924@
comcast.net. 

___________

Become a Stone & Tile Inspector
Stone Forensics is now offering 

its popular Stone Inspection Sem-
inar as an affordable, self guided 
PowerPoint presentation. 

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

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

Visit www.stoneforensics.com

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

Ads not meeting guidelines will not 
be published. 
• We are again offering FREE online 
and print line ads for 2020! Ads 
may be renewed or discontinued by 
contacting the Slippery Rock Gazette 
via email or fax at 865-688-2076.

•To submit a print or online classified 
ad, use the online form at www.
slipperyrockgazette.net/listingform – 

you will be sent a confirmation email. 
Send other ad inquiries to publisher@
slipperyrockgazette.net.

•Maximum of 70 words or less per ad. 
All classified ads must be typed–No ads 
taken over the phone–No exceptions. 

•Please review all your ad info before 
submitting – The Slippery Rock is not 
responsible for ads submitted with the 
wrong contact info or content.

2019-2020 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

December 2019 Wednesday, October 23, 2019

January 2020 Friday, November 15, 2019

February 2020 Friday, December 20, 2019

• 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 

Join Us 
Each Month!

For your subscription requests, 
address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

Call 321-514-6845

Happy Thanksgiving
“It’s true– I was born on election day, but never was able 
to get elected to anything. I am going to jump out some 
day and be indefinite enough about everything that 
they will call me a politician, then run on a platform of 
question marks, and be elected unanimously.” 
– Will Rogers

Happy Thanksgiving

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

http://www.rockcreteusa.com
mailto:scottw.nbs%40gmail.com?subject=SRG%20Classified%20ad
mailto:rivercitystones%40comcast.net?subject=
mailto:rivercitystones%40comcast.net?subject=
mailto:rivercitystones%40comcast.net?subject=
mailto:rivercitystones%40comcast.net?subject=
mailto:rivercitystones%40comcast.net?subject=
mailto:bette@oliveglassandmarble.com
mailto:bette@oliveglassandmarble.com
mailto:designtops@aol.com
http://www.FireUps.com
mailto:aham1924@comcast.net
mailto:aham1924@comcast.net
http://www.stoneforensics.com
http://www.ApexEquipmentInternational.com
http://www.skmproducts.com
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800-575-4401www.braxton-bragg.com

Stone Shield has high performance, high quality products from sealers and 
adhesives to color enhancers, including new latex Translucent and White 
caulk, all compatible with granite, marble, travertine and engineered stone.

Get Seamless Seams  
on White Material

With the current kitchen trend of using 
light-colored stone, this translucent 
adhesive provides better color matching, 
and is designed for a stronger bond.

Exclusively available at:

Hiding in 
Plain Sight

Capitol Police in Montpelier, 
Vermont, discovered dozens 

of cannabis plants growing in the 
flower beds along a walkway at 
the Statehouse one morning this 
past July. 

Police Chief Matthew Romei 
told NBC5 that it was unclear 
whether the more than 30 plants 
were marijuana or hemp, and they 
don’t know who planted them. 
But since there is no criminal 
case, officials don’t plan to have 
the plants tested. 

“It’s legal to cultivate, but there 
are limits on where you can do it, 
and the Statehouse flower beds 
certainly aren’t one of those per-
missible sites,” Romei said. “If 
there is a typical Vermont story, 

this is probably it.” 

Nice Chap, Brilliant Cake

A kindly grandfather, who just 
wanted to treat nurses at 

Warrington Hospital in Cheshire, 
England, for the good care given 
to a relative, unwittingly gave 
them a red velvet cake laced with 
cannabis.

According to Sky News, the man 
got the leftover cake from his 
grandson’s 18th birthday party 
and presented it to staff at the 
hospital. An unnamed staff mem-
ber said three or four of the nurses 
were “off their faces” afterward, 
and another noted how “relaxed” 
they were. Cheshire police report-
edly took away what remained of 
the cake after the incident. How 
the constables “destroyed” the 
cake, and whether they had ice 
cream with it, is the real question.

Bright Idea

People in the United Arab 
Emirates depend heavily on 

expensive desalination for drinking 
water. But an Emirati businessman 
has a novel idea for providing fresh 
water to the Arabian gulf.

Abdulla Alshehi wants to “bor-
row” an iceberg from Antarctica, 
EuroNews reported in May. For six 
years, Alshehi has been working on 
a plan to tow an iceberg, as much 
as 1.25 miles long and a third of a 
mile wide, the entire 5,500 miles 
to the UAE coast. He estimates the 

journey will take 10 months and the 
iceberg may lose about 30 percent 
of its mass, but Alshehi believes its 
presence could provide drinking 
water to about 1 million people for 
about five years. And that’s not all. 
“It’s expected that the presence of 
these icebergs may cause a weather 

pattern change (and) attract more 
rain to the region,” he said.

A trial run this year will move 
a smaller iceberg, at a cost of $60 
million to $80 million. Alshehi be-
lieves the cost of the larger project 
will be between $100 million and 
$150 million. (Source, EuroNews)

LATEX 

CAULK 

 NOW IN STOCK!
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Now available at braxton-bragg.com

“I am only one,  
but still I am one.  
I cannot do every-

thing, but still I 
can do something. 

And because I 
cannot do every-
thing, I will not 
refuse to do the 
something that  

I can do.”  
—Edward Hale

Natural Stone 
Council

The standard aligns with ma-
terials and resource credits for 
LEED v.4 and Living Building 
Challenge projects. It applies to 
all processors of natural stone, 
from quarry operators to final 
stone fabricators. 

“The stone industry is dedi-
cated to aligning with the con-
tinually evolving marketplace,” 
says Pointer. “As further changes 
come, we’ll continue our efforts 
to respond.”

To access the standard and 
find a full list of certified stones 
and how to source them, visit 
www.naturalstonecouncil.org/
sustainability. 

In 2003, the Natural Stone 
Council (NSC), a not-for-profit 
organization, was formed to unite 
a diverse industry of natural stone 
producers to actively promote the 
attributes of natural stone in com-
mercial, residential, government, 
institutional, educational and all 
types of applications interior and 
exterior, and to proactively posi-
tion natural stone as the premier 
construction material. The NSC is 
comprised of organizations repre-
senting every type of dimensional 
stone quarried and fabricated in 
the United States. 

For more information, visit 
www.naturalstonecouncil.org.

Continued from page 7

http://www.naturalstonecouncil.org/sustainability
http://www.naturalstonecouncil.org/sustainability
http://www.naturalstonecouncil.org
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Escombros by Jorge Vascano.

The Thinker by Robin Antar. Honeycomb Calcite. 
Photo by Morris Gindi.

Unseen by Sebastian Martorana. Montclair Danby 
marble. Photo by Geoff T. Graham

Continued from page 22
 
“Different emotions, 
different stones,” Antar 
likes to say.

When she created a piece 
to honor her late son, which 
she titled “David’s Knot in 
Flames,” she chose a 1,500-
pound block of Turkish 
white marble with purple 
veins in it, her son’s favorite 
color and the “secret code” 
he whispered when life 
got hard and he needed 
her help. “If I had done 
that same sculpture in a 
honeycomb calcite, it would 
have had a completely 
different feeling,” she says, 
adding that working on that 
piece literally saved her life. 
“Different textures can also 
create various emotions,” 
she adds. “The surface 
can be chiseled, polished, 
rough-cut.”

J o r g e  V a s c a n o 
understands Antar and 

Martorana when it comes 
to the visceral feelings 
associated with using 
natural stone to create 
works of art. He’s currently 

an artist-in-residence 
at the North American 
Sculpture Center (NASC), 
an annex of Precision 
Stone Inc. which has been 
serving the architectural 
and design community 
over the last 35 years. The 
NASC offers artists, trained 
and untrained, classes in 
traditional stone carving 
techniques, clay modeling, 
digital modeling, and digital 
fabrication.

The stone Vascano chose 
to work with during a merit 
award sculpture residency 
in Carrara, Italy in 2017 
was Bardiglio Nuvolato, a 
beautiful white and grayish 
stone full of veins.

“While I was sculpting, 
and revealing the forms of 
the sculpture, the natural 
attributes of the stone, 
such as the hardness, the 
way it would break, the 
inner colors, the smell, 
the sound when striking, 
the time it took and the 
physical demand [all] 
contributed to gradually see 
the sculpture differently,” 

he admits. “The nature of 
the stone was stimulating 
past experiences in my life, 
taking me to places in my 
mind I had not visited or 

considered in a long time.”
He began to see these 

visions in the stone slowly, 
as if the stone and the 
process were inviting him 
to go in a certain direction. 
He recalls the experience as 
beautiful because in those 
long hours of observation 
and understanding the 
stone, the material was 
allowing him to have a 
conversation with himself. 
“I felt the stone and its 
uniqueness were the vessel, 
the vehicle,” he adds. “At 
the end, the piece ended 
up having a way more 
intense feel that I initially 
anticipated.”

What It Means 
 to Sculpt Using 
Natural Stone

Martorana likes to remind 
people that natural stone is 
a natural material, so the 
irregularity that comes with 
that should be expected 
and enjoyed. “If you want 
something that is going to 
be aesthetically consistent, 
you can find that in a cast 
mate rial,” he says. “Natural 
stone can provide patterns 
within patterns that have 
been millions of years in 
the making. If you don’t 
appreciate that quality, then 
natural stone is not for you.” 

Vascano feels artists 

are drawn to natural stone 
because it has a natural 
poetry. Unlike other types 
of material that can be used 
to create sculptures or art, 
he says using natural stone 
is completely different. For 
one, it’s hard and requires 
patience. 

“You have to learn the 
feel of each stone to work 
with because each of them 
is different,” Vascano  
adds, noting that is also 
requires an understanding 
of how the material needs 
to be handled, while its 
composition and its physics 
also need to come into play 
in order to take advantage 
of the possibilities each 
stone has to offer as well as 
their limitations.

For links to the websites 
of the artists in this story, 
visit usenaturalstone.org .

How Artists Use Natural 
Stone to Create Timeless 
Sculptures

Mrs. A. Janus 
Yeager, 49, of 

Dixon, Illinois, was ar-
rested this summer as 
she motored toward 
home with an inflated 
kiddie pool on the roof 
of her SUV.

CBS2 Chicago reports 
that Dixon police offi-
cers pulled Yeager over 
after being alerted that 
there were two children 
in the pool, riding on top 
of the car.

Yeager told police 
she took the pool to a 
friend’s house to inflate 
it, then had her daughters 
ride inside it “to hold it 
down on their drive 
home.” 

Yeager was charged 
with two counts of en-
dangering the health 
or life of a child and 
two counts of reckless 
conduct.

Mrs. Yeager obviously 
cares for her children- 
she thought of the pool 
as a treat, after all. But 
this is still one of dumb-
est stunts we’ve reported 
on this year.

Questionable 
Judgement

https://usenaturalstone.org/how-artists-use-natural-stone-to-create-timeless-sculptures/
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Astra3 Bridge Saw

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

Braxton-Bragg has been named the preferred national 
supplier for Emmedue Marble & Granite Machinery, and 
is one of only two suppliers in the United States. Emme-
due is one of the premier brands of Industrie Montanari 
Company, manufacturer of stone-working machines since 
the early1990s. Its product range includes Bench Saws for 
contractors, and CNC Bridge Saws and Work Centers for 
small, mid-sized and large stone fabrication companies.

Braxton-Bragg is the Preferred 
Emmedue Supplier in the USA

LESS THAN
$2,000/MO

with our  
easy financing

LESS THAN
$1,450/MO

with our  
easy financing

LESS THAN
$3,600/MO

with our  
easy financing 5-AXIS 

BRIDGE SAW

3-AXIS 

BRIDGE SAW

4-AXIS 

CNC MACHINE

Astra5 
Bridge Saw

Contor CNC

Call for Equipment Financing  
Options and Pricing

We offer several different machines with a 
variety of options. Let us help you choose 
the best machine to suit your needs.
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Distributed by

LESS THAN

$1,150/MO

with our  

easy financing*

The Husky 20 HP Direct Drive Bridge Saw 
is the investment that works hard  

for you day after day.

Cuts 45° 

Miters!

The Husky Bridge Saw 
controls are easy to use. 
You can even operate 
the saw using the control 
panel and the wireless 
remote at the same time.

MADE IN THE USA

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

Hercules A-Frame Slab 
Storage Racks #6698

Only $198.75
Capacity: 15,400 Lbs. Per Side

– Your complete source for storing and transporting stone –

Hercules Shop Cart #6706

Only $198.85
Capacity: 2,200 Lbs.

Hercules 8 Ft. Kitchen 
Transport Rack #6703

Only $1,498.00
Capacity: 30,800 Lbs. 
(Also available at 6 Ft.)

MATERIAL HANDLING SOLUTIONSMATERIAL HANDLING SOLUTIONS

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