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he story of Santarossa  
Mosaic and Tile Company 
is the stuff both lure and 
legends are built of: A cen-

tury’s worth of achievements fostered 
from one man’s dream—to come to Amer-
ica, think long, work hard and succeed 
while pursuing his chosen trade. 

“I’m too young to remember my grandfa-
ther. He came from Italy to America in 1919 
and ended up at Ellis Island,” explained Rob 
Santarossa, while reflecting on the past of his 
grandfather, Domenic Santarossa. “He had 
everything he owned in a bag: his clothes and 
tools of the trade. He didn’t speak any English 
either, which is amazing to me. While asking 
for directions to a home that took in immi-
grants, he briefly put his bag down, only to find 
it was gone moments later. So with only his 
knowledge and craftsmanship, he soon began 
working for a company in Chicago doing tile 
and terrazzo.” 

One year later, just 9 years before the 
great stock market crash of 1929, Domenic 
Santarossa had moved to Indianapolis. Again, 
rolling up his sleeves, Domenic got to work. 
This time, however, he partnered with fellow 
tradesman, Louis Toffolo. The two friends 
worked side-by-side, taking on as many tile 
and terrazzo construction jobs as possible, 
while building a reputation for impeccable 
craftsmanship. 

The company, still in its embryonic stage, 
incorporated under the name Santarossa 
Mosaic & Tile Company in 1924. Throughout 
the passing decades, both Carlos Toffolo 
(Louis Toffolo’s son) and Constance “Connie” 
Toffolo (Louis Toffolo’s cousin), also became 
partners. Led by Mario Santarossa as company 
president starting in 1970, this 2nd generation 
of trade savvy men, who possessed the where-
withal to perpetuate both the good name and 
reputation of the well established enterprise, 
continued the company leadership through 
even more decades and into the next century. 

Unfortunately, all the Toffolo partners are 
now deceased along with Rob’s father, Mario, 
who just passed in December 2014.  

In its current stage and 90th year, the compa-
ny is owned and managed by 4 partners: John 
(President) and David Santarossa, who mostly 

oversee the commercial end; Rob Santarossa, 
who oversees residential and fabrication; and 
David Saylor, field superintendent. 

“To Build the Best Finished Products 
From the Finest Materials”

Adding stone fabrication during the early 
1970s, Santarossa Mosaic & Tile currently 
features 2 showrooms—one in the original 
Indianapolis, Indiana location, the other in 
Carmel, Indiana at The Indiana Design Center. 
At any one time, over 4,000 slabs of exotic and 
premium slabs await the visitor in search of 
the finest residential and commercial creature 
comforts wrapped in natural stone. Both show-
rooms are fully staffed with sales and design 
personnel. 

While all stone and precast terrazzo fabrica-
tion is based out of the original Indianapolis 
location—the Carmel location is “showroom 
only,” and where they stay fully connected to 
the design community, said Rob, adding, “It 
is very contemporary and staffed with interior 
designers that work hand-in-hand with local 
designers who serve that demographic.” 

According to Rob, the company’s service 
spans the entire state of Indiana, and with the 
majority of work concentrated in the central 
region. 

Santarossa Mosaic and Tile Company
Celebrating Almost a Century of Outstanding Work in the Central Indiana Region

by Peter J. Marcucci
Photos Courtesy Santarossa
Mosaic and Tile Company

This residential kitchen showcases an expansive use of Calacatta Gold Marble on the island, perimeter 
countertops, and backsplash, including a mitered stand-up edge on the large island.
Inset: Santarossa Mosaic and Tile Company Founder Domenic Santarossa, c.1950

Left to right: David Saylor, Rob Santarossa, 
President John Santarossa, David Santarossa 

Continued on Page 2
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They occasionally do work in neighboring 
cities Cincinnati and Columbus, Ohio and 
Springfield, Illinois. “As a company we love 
to create things, anything from terrazzo and 
precast terrazzo, to mosaic, floor tile, slab or 
concrete. We have a niche we are serving with 
on the commercial end, and we are involved in 
some of the largest projects in the state includ-
ing malls, airports and many types of corporate 
entities.” 

Builders and homeowner are also a strong part 
of the company’s business, added Rob, while 
confirming that the biggest thing that makes the 
company stand out is their talent and creativity. 
“Even though we are an old company, when it 
comes to creating different things from stone, 
we continue to come out with new and exciting 
ideas that are cutting-edge. That’s why people 
come to us, and it really helps us exercise our 
creativity. People always look to us as being the 
best in the industry, and we are really proud of 
that. We love working closely with designers 
and architects, and their builders and home 
owners. Our motto has always been service, 
quality and workmanship.”  

Santarossa Mosaic & Tile imports much of 
its materials from lands beyond the sea, but 
mainly Italy, according to Rob. Premium and 
exotics of 2-3cm granite, quartzites, marble and 
engineered stone is the norm for the company’s 
70% residential-30% commercial production 
ratio. As needed, they also buy from 4 favorite 
local suppliers. 

Production equipment consists of two bridge 
saws, a waterjet, two radial arm polishers and a 

years back was the J.W. Marriott in downtown 
Indianapolis. That was a nice project for us with 
a lot of tile and marble slab work in the main 
lobby. We also did a lot of beautiful artwork at 
the Indianapolis International Airport, a bunch 
of mosaics out of terrazzo using our waterjet. 
They really stand out to the passersby.”

A Little Follow-Up Goes a Long Way
Rob also explained that the company does 

advertise on television, but it’s the word of 
mouth and nurtured relationships that keeps 
them busy. “We rely on client feedback and 
referrals—that is a huge part of our new and 
return business. What we do is meet with the 
client after the installation. If it’s the homeown-
er or the designer or whomever, if they can be 
there to review the finished installation—that’s 
the time that we want to address any concerns. 

milling machine. Digital templating facilitates 
transferring information used for waterjetting, 
while hard templates, mostly converted from 
E-Templating, are used for cutting. The com-
pany additionally offers ceramic bowls as well 
as custom made stone sinks for its discerning 
client. All fabrication and installations, includ-
ing flooring, are performed in-house by the just 
over 100 employees.

“We are so very proud of the employees that 
have worked here for so many years. Their life 
is Santarossa, and we are so very pleased to 
have such loyal and talented craftsmen who 
have worked for us all these years. They have 
made us who we are,” said Rob.

Staying in the Black by Installing Green 
Rob continued, “We are promoting our ter-

razzo as a green product, because we use local 
recycled materials to produce our terrazzo coun-
tertops and flooring. A few years ago we did a 
hospital in Fort Wayne, Indiana. Our terrazzo 
flooring was the greenest product in the whole 
construction job, because we used recycled 
materials, such as mirrors and headlight lenses 
and windshields off of cars as well as products 
destined for landfills that were repurposed into 
flooring. This particular project they wanted 
a really green product, and that was what we 
were able to provide. We don’t have a crusher, 
but we do have a tumbler that we mix all the 
different terrazzo chips in that we acquire from 
local recyclers. Ninty-five percent of the time, 
this is what we use.

“Another notable project we completed a few Continued on page 5

We are always very, very concerned about the 
client having closure, and we want them to have 
a good feeling when their job is complete. So 
if there are any issues, we are quick to address 
it. We are proud of good follow-up and making 
sure that each and every client is happy.” 

Clockwise from top right, and bottom right: 
Flower pattern terrazzo waterwall at the J.W. 
Marriott plaza in downtown Indianapolis, fab-
ricated from natural stone slab pieces. Cut on 
Santarossa’s water jet machine,  the pieces were 
mounted into a black, cement-based terrazzo, the 
design installed on site by their craftsmen.

Ornate, laminated Taj Mahal Quartzite island

Custom built up bench of White Carrara marble 
in the Carmel showroom makes a bold statement 
about  beauty, functionality and craftsmanship

Terrazzo and mosaic design and installation has 
always been a hallmark of Santarossa crafts-
manship. Inset: The completed floor medallion of 
Sodalite Blue Stone and Calacatta Gold marble 
pieces was also cut using their water jet.
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It’s hard to imagine why something as simple as returning a 
product with which you’re not happy would require a “policy.” 
Even harder to comprehend is why that policy would require 

you, the customer, to meet as many as 9 different requirements 
before you would be allowed to return a product and receive credit 
for your order. NINE!

Look no further than our competitor’s policy of “unopened and 
original packaging” as an example of one of those absurd hoops 
you’ll need to jump through to make what should be a simple 
return.

Let me ask you 
How are you supposed to know if an item needs to be returned if 
you can’t open the package and actually use it? At Braxton-Bragg, 
we want you to try as many products as possible so that you find the 
products that work best for you, your team and your business. And 
we understand that can take some trial and error. You shouldn’t 
be treated like a deadbeat teenager for trying new things. Plus…

Mistakes Happen
Sometimes manufactures make mistakes. And when that happens 
you really should return a product. And in fact…

Your returns help us
You can help us by making the returns because we’ll take the defec-
tive product back to the manufacturer and make sure they’re fix-
ing whatever caused the problem. It’s the same philosophy that’s 
allowed us to work hand in hand with you and the manufacturer 

of the Hercules Router to make 21 improvements (and counting). 

In short, we welcome your feedback and your returns just like we 
welcome the orders you keep and love.

A more “grown-up” approach
At Braxton-Bragg we know you’re a grown-up running a real busi-
ness. We know you value honesty and integrity just like we do. So 
we’re going to start with a super easy return process (no compli-
cated policies needed) that assumes you know what’s best for your 
business. 

That’s why if at anytime within 30 days of ordering a product 
you are not 100% satisfied with the performance or quality of the 
product, simply give us a call and we’ll give you a return number so 
it’s easy for you to track and receive credit for your return. 

That’s it. No restocking fees. No catches. No weasel clauses. 

And if you’ve got any ideas on how the product could be improved, 
we’ll be happy to pass those along to the manufacturer too.  

You’ve got a friend
You see, at Braxton-Bragg we believe doing things in a way that’s 
right is just the right way to do things. It may be a small town idea 
from a time past. Still, here at Braxton-Bragg we want you to know 
you’ve got a friend in Tennessee. And we’ll still be friends even if 
you need to return a product. 

Shouldn’t Making a Return be 
Simple and Straightforward?

Braxton-Bragg would love to be your supplier of choice. We know you have options when choosing suppliers. If there’s anything we’re not doing that we could be 
doing to earn your business, let us know. You can reach us by phone at 1-800-575-4401 or by email at r.hassert@braxtonbragg.com

(As seen on GranQuartz website March 2, 2015 9:45am)
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HIS month we profile a third-generation company founded almost a hundred 
years ago by an immigrant passing through Ellis island, New York. Like many 
of the experienced stoneworkers of the day, Mario Santarossa and his partner 
Louis Toffolo learned their trade apprenticing with master masons, and the 
company they founded in the 1920s continues that legacy of craftsmanship 

today. This month we also present Part 2 of our coverage of the Pinnacle Awards, and the 
Stone Craftsman of the Year award, the Migliore Ward for Lifetime Achievement, and a 
new alert concerning some pending changes to silicon dust exposure regulation. Our special 
Stone Industry contributors ponder some difficult issues that affect businesses large and small: 
Communicating with your installers and fabricators, advice on documenting your work as 
insurance against install damage claims, and the importance of creating a web presence for your 
shop. Thanks for reading- I hope this April issue entertains as well as informs.
Larry Hood - Editor
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I’d also say that over the next 2 years we hope to 
improve our sales by ten percent and will continue 
to expand our presence and develop new markets 
by staying involved in the high-end commercial and 
residential arenas. This future may include a CNC 
machine and, additionally, more employees. Good 
people are also a priority. We like to train, and we are  
always looking for new talent that might be out there. 

“Many of our employees have been with us for a 
long time. It is basically their life and trade, and many 
have their sons working here, so for us it’s been a 
family that we’ve created. My brothers and I are third 
generation, and we have a fourth generation of nieces 
and nephews that are now working for us as well, and 
we are looking forward to passing on the torch.”

Santarossa Mosaic & Tile is a long-time, happy 
Braxton-Bragg customer, and a decades-old charter 
member of the Marble Institute of America, National 
Terrazzo Association, National Association of Home 
Builders, and American Society of Interior Designers. 
For more information call the main location at 317-
632-9494, the Carmel location at 317-580-1924 or 
visit www.santarossa.com.

Santarossa Mosaic & Tile also offers supplemen-
tal service after the sale, especially for their larger 
projects, offering a maintenance program where 
they will refinish floors or countertops. “We do 
offer an annual maintenance contract for both larger 
residential and commercial projects to keep things 
looking their best. That’s something we try to stress, 
especially when it’s natural stone. Every once in a 
while they do need some refinishing to keep them 
looking wonderful. We’ve been doing it for many 
years, and we are one of the few shops in the area 
that’s been well received in this market.” 

A Bright Future Etched in Stone
With several large-scale projects in the pipeline, 

Rob, unfortunately, couldn’t mention any until they 
were finalized. He did, however, confirm that busi-
ness has been quite good and that they’ve steadily 
been getting busier over the last few years. 

“I see the future being bright. We are very, very 
proud to have recently celebrated our 90th year in 
business, and our future includes staying on the 
forefront of ideas and technology. This is a priority. 

SantaroSSa MoSaic and tile co.
Continued from page 2 

Santarossa Mosaic and Tile fabricated and installed extensive terrazzo work at the Indianapolis 
Airport. They are fully focused on customer satisfaction and absolutely adamant about getting it, so 
much so that they’ve been a loyal Braxton-Bragg customer for a very long time, explained Rob. 
“Braxton-Bragg has always been a good supplier, for many years. They’ve been a great supplier of glues, abrasives 
for finishing terrazzo, and refinishing supplies. We’ve always received great service.”  Inset: Mario Santarossa, 
b.1924 –12-18-2014, Mario started working for his father at the age of 13. A War War II vet, he graduated from Notre 
Dame with an Architecture degree in ’47 and served as president of Santarossa from 1970 to his retirement in 1996.

“The showroom at the Indiana Design Center is very contemporary. With terrazzo on the 
floors for a fresh look, we included Infinity sinks and stone tubs. It shows some very unique 
and creative products we produce and opens up peoples’ eyes that more than just counter-
tops can be made from stone. It’s fully staffed with salespeople and designers.”
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1928 Alexander Fleming discovered Penicillin. However, his 
own belief that the human body should heal itself prevent-
ed him from testing his discovery on animals. It wasn’t until 
1940 that Howard Florey and Ernst Chain proved that 

Penicillin could fight bacterial infections.    

So what does this moment of history have to do with the stone industry? I think that there 
are at least two lessons:

1. What we “know or believe” can prevent us from learning something of far greater value 
and usefulness.

2. Discovery and innovation can come from unexpected places.

Both points were brought home to me recently when we began working with an inventor 
who came up with a potentially very significant innovation while sitting in a tree stand, wait-
ing for a deer to stroll by.  

Although in theory, this fellow was enjoying much needed recreation, his change in per-
spective (from tree height) enabled him to see something clearly that had eluded him for the 
last twenty years.  

With hard work, perseverance, and more than a little luck, we will be able to demonstrate 
the product next year in the Braxton-Bragg booth at StonExpo.

So consider this article both a challenge and a permission slip to get out of your routine and 
look at things from a different angle. And, if a new stone tool results from your efforts, give 
me a call and we will see if we can help you bring it to market.

Have a good read.

Rich Hassert

From the Publisher’s Pen
Innovation: 

a new idea, device, or method. The act or process of 
introducing new ideas, devices, or methods

Email responses to:
publisher@slipperyrockgazette.net

David Carnevale Selected 
as MIA Treasurer

IA president Dan Rea 
(Coldspring) has select-
ed David Carnevale 
(Carnevale & Lohr Inc) to 

join the MIA executive committee and 
serve as the 2015 board treasurer.               

Dan Rea shared, “David is deeply committed 
to the MIA and will do a great job championing 
the financial oversight of the organization.” 
David Carnevale shared, “I look forward to 
working with the board and several member 
committees to make sure the projects being 
undertaken are tied to the strategic plan and 
meet the needs of our members and stone 
industry.” 

Carnevale joined the MIA board in 2014 
representing MIA’s zone 7 (Pacific: Alaska, 
California, Hawaii, Nevada, Oregon, and 
Washington). In the past year he has been instru-
mental in helping with membership recruit-
ment/retention at Marmomacc and is co-chair-
ing an MIA initiative to create a “Supplier to 
Buyer Stone Manual.” His involvement has 
also included participation in the MIA pinnacle 
awards.

Carnevale assumed the role of treasurer at 
the MIA annual meeting at TISE West in Las 
Vegas in January 2015. He is president of 
Carnevale & Lohr Inc (MIA member since 
1981) and has been with his firm and in the 
natural stone industry for 36 years. 

Other members of the MIA executive com-
mittee include:

• President: Dan Rea, Coldspring
• Vice President: David Castellucci, Kenneth 

Castellucci & Associates
• Secretary: Jon Lancto, Surface Products
• Immediate Past President: Tony Malisani, 

Malisani & Inc
Additionally, the MIA has a board of direc-

tors consisting of 13 individuals (9 from the 
U.S. and 4 from outside the U.S.) 

The Marble Institute of America (MIA) has 
served as the authoritative source of informa-
tion on standards of natural stone workmanship 

and practice and the application of natural stone 
products for 70 years. 

Membership in the association is worldwide 
and includes over 1,700 natural stone produc-
ers, exporters/importers, distributors/wholesal-
ers, fabricators, finishers, installers, and indus-
try suppliers in 55 countries committed to the 
highest standards of workmanship and ethics.  

MIA offers an industry accreditation program 
for fabricators and installers, markets a range of 
technical publications and consumer pamphlets 
on natural stone, sponsors business and techni-
cal meetings and seminars on industry-related 
topics, provides educational programming for 
architects and construction specification pro-
fessionals, and conducts the annual Pinnacle 
Awards competitions recognizing outstanding 
natural stone projects worldwide. More infor-
mation can be found on the association’s web-
site: www.marble-institute.com.

David Carnevale, 2015 MIA treasurer, 
Carnevale & Lohr Inc.

We Won’t Get Fooled Again
E humans like a good joke, 
and we’re not above mak-
ing our nearest and dear-
est the butts of it, espe-

cially when the powers that be have 
set aside a day purely for that purpose.

 The first of April releases something within 
us that at other times during the year we 
attempt to keep reined in. Yet whatever 
social constraints we normally submit our-
selves to, it is the amateur joker in us that 
comes to the surface every first of April, 
leaving us contemplating  secreting ketchup 
in the showerhead or salt in the sugar bowl.

One of the more imaginative April Fool’s 
Day hoaxes was the work of a well-known 
restaurant chain. In 1996, Taco Bell Corp. 
announced it had bought the Liberty Bell 
from the federal government and was 

renaming it the Taco Liberty Bell. Citizens 
outraged by the vending of a historic treasure 
complained to the National Historic Park in 
Philadelphia where the bell is housed. A few 
hours later, Taco Bell admitted the spoof. 
When asked about the sale, Mike McCurry 
(who was then the White House press sec-
retary) replied with tongue in cheek that the 
Lincoln Memorial had also been sold to a 
different corporation and would henceforth 
be known as the Ford Lincoln Mercury 
Memorial.

Source: Snopes.com
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Say Cheese!

HIS has happened to all of us at 
one time or another. You send 
your competent, capable, de-
tail-oriented installers out to 

do a job. They do it. They come back and 
say everything was great. There were no 
problems. They move on to the next job. 
You send an invoice for the current job 
and you move right along to the next 
thing. All is well.          

 
Then, a week later, it happens. The contractor 

calls and he is not happy. He has just gotten 
back on his feet from the flu and has seen the 
job for the first time. He’s yelling! “How could 
you do that? How could your idiot installers 
leave the job with a cracked sink? Why didn’t 
they switch it out for a good one? Surely you 
have extra sinks. How could they think no one 
would notice? What are you going to do about 
it? You need to come and fix this now.” 

He’s one of your best customers. What to do, 
what to do? So you put a guy with a new sink 
in a truck and send him out to the job to replace 
the broken sink. You are now paying a guy to 
remove it and reinstall a sink. You are paying 
for gas, drive time and wear and tear on the 
truck. And, you are out 2 sinks plus the wages 
of the original installers and possible plumbing 
back charges as well. You see all your profit 
in the job driving down the road. Now you are 
unhappy. 

The installers come back to the shop after 
working a long day, having absolutely no idea 
what has happened and there you are, angry. 
You start telling them what happened and you 
just keep getting madder. “I can’t run a business 
like this. You have to be more responsible. If 
you break it, fix it! Or, tell someone you broke 
it so they can fix it.” 

Your installers assure you that they didn’t do 
that. They would never do such a thing. Another 
trade must have come along and broken it. The 
last thing you say is, “PROVE IT!” The last 
thing they say is, “How?”

Now, in the real world, you know that the tile 
guy or the plumber accidentally dropped a tool 
in that sink and cracked it. He meant to tell the 
contractor but the contractor was sick in bed 
and as time went by, he just forgot. But, you 
have no proof. You can’t argue your point to 
the contractor without proof. Well, actually you 
can but then he won’t be your customer much 
longer if you start doing that. So you fix the 
problem and make a mental note to make it up 
on the next job.

Example #2 – Meet Crystal. She is currently 
sprucing up her parent’s home to be competitive 
in today’s real estate market. She works all day 
so you go in on a lockbox and install the job. 
The job is done. Your installers walk away 
thinking they did a great job. Then, several days 
later, Crystal calls. She is upset and wants to 
know what sort of operation you are running. 

The granite on the small cabinet to the right of 
the stove is crooked and the strip for the slide in 
range is on the floor in pieces. 

Frustrated, you have your sawyer cut a new 
stove strip. It is rushed through fabrication for 
polishing. You put a guy in a truck, send him 
back out to the job to fix everything and while 
he is driving away, you see your profit in the job 
eroding mile by mile. 

The installers come back at the end of the 
day. You confront them, ask them what hap-
pened. They have had a hard day with a huge, 
complicated install. They are dirty, tired and 
cranky. They want to go home and here you 
are bending their ear with something they know 
nothing about. 

A heated discussion ensues because they’re 
tired and you’re frustrated. They tell you they 
don’t know what you’re talking about. When 
they left the job, everything was great. The 
all important question is, “Can you prove 
everything was fine when you left?” And their 
answer is also, “No.”

Here again, you know that either the electri-
cian or the appliance delivery guy accidentally 
knocked that granite crooked when they were 
shoving that range into place. But, since you 
can’t prove it, you fix the problem so that 
Crystal won’t give you a bad review on any 
Social Media sites or won’t bad mouth you to 
all her friends and co-workers. Social Media 
and word of mouth can be your best friends or 
your worst enemies, depending.

So, my question to you is “Why in this day 
and time, with all the technology flying around, 
do you or your installers not have proof?” I 
can see, back in the day, you didn’t want to 
trust your installers with a big, bulky, heavy, 
expensive name-brand camera that you have to 
replace every few months because it got lost or 
broken or stolen. 

But today with the proliferation of cell phones 
that can take quality pictures and videos, there 
are no more excuses. Everybody has a cell 
phone and potential camera in their pocket. 
There is no reason your installers can’t do a 

 Sharon Koehler
Stone Industry Consultant

Photo by Zach Smyser 

sweeping 20 or 30 second video and a couple 
of close-up pictures of the sink area or the stove 
area when they are done. 

Simply put the paperwork on the countertop 
to identify the job, take a close-up and then start 
videoing or snapping pics. Then move on to the 
next job, put the paperwork on the countertop 
and start the process all over again. Those three 
or four extra minutes may save your bacon, 
someday. 

You don’t have to download them every day. 
Just leave them in the phone until the job is 
paid for or until there is a problem and you need 
them. (Of course, if the phone gets replaced for 
some reason, be sure and get the pictures off. 

Don’t let the photos go when the phone goes.) 
Now, I do want to offer up a word of cau-

tion – just because you have proof does not 
mean you should fight every battle. (I believe 
the proper expression is – “Just because you 
can, doesn’t mean you should.”) If your best 
customer has an issue and you fight the battle, 
you may win but he may take your need to be 
right as being difficult and argumentative. Do 
it often enough and he may decide to take his 
business elsewhere. 

So even with proof, you still may need to 
acquiesce a bit from time to time. The goal is 
profit AND retention. You know your custom-
ers better than anyone, so let that be your call.

 So: now you have all these great pics and 
videos sitting in someone’s phone doing noth-
ing. That is such a waste. You know that social 
media craves pictures. Social media pictures 
don’t all have to be the glitzy, end result pho-
tos. People like to know how things got the 
way they are. Showing before, during and after 
pictures on a job is great. If you have a decent 
picture of anything, it is more than likely fod-
der for some social media site somewhere. Let 
pictures work for you.

Sharon Koehler is a 10-year veteran of the 
stone industry. Currently she is the head of mar-
keting for Artistic Stone Design in Richmond, 
Virginia and has been a regular contributor to 
various trade magazines for several years. Any 
thoughts or comments may be sent to sharon@
artisticstonerichmond.com.

Installers know that countertops need to be level, and more the uneven the cabinets are, the more you 
need to shim. This can creates a gap between the cabinets and the countertops. If the gap is small 
you can caulk it, but if the gap is large and caulk won’t cover it, then wood trim needs to be installed, 
which is usually the customer’s responsibility.  But what usually happens is that the contractor or the 
customer calls and either says there is a gap or they can see the shims, making it YOUR problem.
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Is Your Company Properly Positioned 
in the Age of the Internet?

today’s internet age the 
need for a website is not 
important, it is imperative. 
Yet, I know that some fab-

ricators still do not have a website or 
put very little effort into their website.      

 
If your company has made it this long with-

out a website, or if your company has a very 
outdated and poorly built website, it is time to 
rethink how this is negatively impacting your 
company.

It is obvious to see all around you how the 
internet has effected each of our lives and 
changed the way business is done. Fifteen years 
ago, when a customer was looking for a stone 
fabricator, their first turn would typically have 
been to the Yellow Pages. Even if a customer 
heard of your company through word of mouth, 
more often than not they would look to the 
Yellow Pages for a company phone number or 
address. 

Now, the information once only found in 
the Yellow Pages has mostly been replaced by 
internet websites. And whether the customer 
is searching for fabricators in their area via a 
search engine or whether a customer heard of 
your company from friends or family, typically 

the first place they will turn to find information 
on your company is the internet. 

So without a website you stand to lose busi-
ness and an opportunity to let a customer know 
what separates your company from those that 
you are competing against. And even if you 
do have a website, a poorly built and poorly 
maintained site could cast a bad reflection on 
your company and cause the customer to look 
toward other fabricators.

A proper website has so many benefits that 
the list can seem endless. A great website builds 
a customer’s confidence in your company even 
before they talk to anyone from your business. 

 Ben Cole
Stone Industry Consultant

Customers that were recommended to you via 
friends or who are clients of builders or kitchen 
dealers will look to your website for general 
information. 

They will look to find basic information such 
as your hours, location, and telephone number. 
But they will also see other important details: 
your company statement or motto (Quality 
First, etc.), pictures of your previous work, 
posted inventory, information on different types 
of stones, the materials you do or do not work 
with, how the process of replacing their kitchen 
tops works, what edge details you offer and 
which are upgrades and what are standards. 
And last but not least, they’ll look for endorse-
ments from satisfied customers. The list of 
benefits and opportunities go on and on. 

I am a realist and I do realize that there are 
some hurdles and adjustments that need to be 
made when starting or maintaining a website. 
First, you will likely want to pay a professional 
to set up your site. This of course is not free and 
can vary in cost from $500.00 to $10,000.00 or 
more depending on the complexity of the site 
and the amount of information you are looking 
to share. 

You will also receive more emails from cus-
tomers who randomly come across your site.  

This will require more effort in getting back 
to these customers but can also lead to much 
more business, which is what most companies 
are looking for. 

Now, some fabricators have made the argu-
ment to me that many of the random customers 
that find them on the web are not the type of 
customers they want to deal with. They are not 
referred and are typically shopping solely based 
on price. 

It is true that you may be contacted by this 
type of customer, who you may feel is a waste 
of your time, but the additional good custom-
ers and work you will receive will more than 
out weigh the headache and time spent on the 
customers who only care about cost and not 
quality.

It is time to step up and get a professional 
website that reflects the quality and service that 
your company provides. The additional busi-
ness generated and the information provided to 
the customer will generally pay off in months, 
not years.

 
Ben Cole grew up in the stone industry work-

ing in his family’s shop and currently manages 
a family-owned fabrication shop in southern 
New Jersey.

A great website builds a customer’s 
confidence in your company even 
before they talk to anyone from 

your business. Customers that were 
recommended to you via friends or 

who are clients of builders or kitchen 
dealers will look to your website for 
general information. They will look 

to find basic information such as 
your hours, location, and telephone 

number. The list of benefits and 
opportunities go on and on.

Pretty Dam Determined
road crew in Washington 
state has had it with a bea-
ver that persists in building 
a large dam under a bridge.  

Crews have removed a beaver dam three 
times since August. Each time the beaver 
rebuilds it near Port Orchard, on the west 
side of Puget Sound, across from Seattle. 
One impressive example was as large as 40 
feet long and 3 feet high.

Kitsap County Roads Superintendent 
Jacques Dean tells KOMO that he appreciates 
how industrious the animals are, but the water 
threatens to undermine bridge abutments.

The county decided to spend $15,000 to 
hire a beaver trapper.

Source: KOMO-TV, 
http://www.komotv.com/

“Even if you are on the right 
track, you will get run over 

if you just sit there.” 
Will Rogers (1879 – 1935) 

William Penn Adair “Will” Rogers was an American cowboy, vaudeville 
performer, humorist, social commentator, motion picture actor ( talkies and silent), 

and author of more than 4,000 nationally syndicated newspaper columns. His 
earthy, folksy style allowed him to poke fun at gangsters, prohibition, politicians, 

government programs, and a host of other controversial topics in a way 
 that was appreciated by a national audience, with no one (usually) offended.
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Common Sense: Lost But Not Forgotten

E are gathered today to 
mourn the death of com-
mon sense. Once it was 
in abundant supply. But 

today it seems to have become a commod-
ity high in demand and short on supply.       

 
How exactly did I come face to face with the 

reality that common sense truly has become 
an elusive creature on the brink of extinction? 
Ever have one of those weeks where if you 
hadn’t actually lived through it you would have 
thought it was a great plot for a bad movie? Let 
me share my tale of woe. 

I have a quick meeting with the guys at the 
shop every morning to go over the schedule 
for the day. I confirm what is going through 
the shop, what we are installing, who is going 
where, and any other items that may need 
attention.

One day last week as I was getting ready to 
leave and grab a quick shower before having 
to open the showroom, one of my guys non-
chalantly strolled into the shop from the office 
where we keep several supply cabinets, holding 
up four small hot glue sticks.

“This is it,” he said waving the glue sticks in 
the air. “We are OUT!”

I looked at him curiously. My son had pre-
viously been the one handling inventory and 
ordering shop and job supplies we needed. 
When Shane started his new job I had talked to 
him about training John to take over handling 
inventory. 

I liked John. He always came to work with a 
smile on his face and was the one person none 
of the other guys had anything bad to say about. 
He got along with everyone. After a short time 
it became apparent we had hired a good fit. 

He was eager to learn and took it upon him-
self to help the guy hired after him become 
acclimated to the way we did things. He took 
the initiative and regardless of how slow things 
might be, always found something (productive 
I might add) to do to keep busy. 

John was organized and seemed to genuine-
ly care about doing things the right way. He 
seemed the perfect person to take over inven-
tory and he seemed pleased when asked. He 
and Shane had met one Saturday morning to 
go over things and the torch had been passed. 

I walked over to John and looked at the four 
small, forlorn-looking, hot melt sticks still in 
his hand. 

“How can we be out?” I asked. “I haven’t 
seen any notes left for me saying we were get-
ting low. You guys are supposed to give me a 
heads-up when you hit half a box.”

 “I did,” he said. “A couple of times.”
I was slightly confused. I know I have a bad 

memory, but I make sure whatever supplies 
the guys need are purchased and in place for 
them. Although I keep pre-loaded credit cards 
available in the case they need to run to Home 
Depot for something on a job site, I make a run 

with someone anytime we need plywood, rags, 
template material or anything else. I count on 
the guys to let me know things that need to be 
ordered from vendors or online.  

John was regularly one of the guys going to 
Home Depot with me, so he obviously knew I 
purchased supplies whenever needed. 

“John,” I said, “you haven’t mentioned any-
thing to me that we were running short on hot 
melt.”

“I put it on the inventory sheet,” he informed 
me.

“The inventory sheet? You’ve never shown 
me an inventory sheet,” I told him suddenly 
realizing I had never seen an inventory sheet 
from him or had a conversation about invento-
ry. “When do you do inventory?” I asked.

He looked at me kind of funny. “On 
Mondays,” he said. Monday was the day we 
had agreed upon when things were originally 
set up.

“If you are running low on something, 
wouldn’t you tell me?” 

“You should see it on the inventory sheet,” 
he insisted. 

“John, I don’t even know where the inven-
tory sheet is kept. Where exactly should I be 
looking?” 

He gave me another funny look, disappeared 
around the corner and returned with a plastic 
box I swear I had never seen before.  He opened 
the lid and pulled out a piece of paper. 

 “So…you fill the form out, you know what 
we are running low on, but it never dawned on 
you that you should review it with me or write 
a list so I know what to order?”

 “No,” he said. “Why would I?” 
I honestly had no clue how to respond.
Please note this is the way the week started 

and it didn’t get any better.
We fill the gas tanks on our install trucks 

every Monday morning to start the week off. 
Since I am at the shop every day and we do 
make some long distance drives, I ask every 
other day if either truck needs gas and if need-
ed, we run to the gas station literally around 
the corner. 

Several days after my “inventory episode” 
my main installer called in sick, so we were 
scrambling to re-arrange jobs for the day. The 
guys at the shop were prepping jobs for installs 
and pulling tools to be loaded. Of course we 

 Jodi Wallace
Special Contributor

were out of plywood again, so I grabbed John 
and we ran to Home Depot which is just down 
the street.

When we got back, I confirmed what we 
were doing for the day, asked if there were any 
questions, and left. I live about 7 miles from 
the shop. JUST as I pulled in my driveway the 
phone rang. It was John.

 “Hey, John, what’s up?” I had the phone in 
the crook of my neck as I was grabbing stuff out 
of the back seat.

 “The truck needs gas,” he said.
 “What?” I said as I reached for the bag I had 

just dropped. 
 “The gas light just went on when I went to 

leave for the job.”
I put down the bag and removed the phone 

from my shoulder, gripping it firmly in my 
hand as I put it against my ear.

“What?” I repeated.
 “The truck needs gas,” he said again.
 “Didn’t we just go to Home Depot?” I asked 

(not too nicely I admit.)
 “Yes.”
 “And you didn’t think to mention it at the 

time I was in the truck with you and we could 
have stopped and gotten gas?”

“Well, the gauge showed I had a quarter tank, 
so I figured it was fine. The guys always said it 
was OK with a quarter tank of gas.”

Please note our Ford F-150 is an 8-cylinder 
extended cab with an 8 foot bed. This translates 
into not great on gas mileage! The first install 
was an hour away, and an hour back to San 
Jose. Actually, the rule is to say something 
when you get DOWN to a ¼ tank of gas! So we 
can fill it back up and no one runs out!

“So…you knew we had no gas but didn’t 
think to say anything while I was there? In the 
truck? With you?”

My hand was gripping the phone pretty 
ferociously by now. I did my best to remain 
calm. “How exactly did you plan to get to San 
Francisco and back on a quarter tank of gas?” 
By now I was stripping off my sweatshirt one 
handedly because I was starting to have hot 
flashes from my blood pressure rising. 

“It was fine,” John told me. “But it isn’t now 
because the gas light just went on. What do you 
want me to do? Are you coming back or do you 
want me to put money in the tank and you can 
repay me?”

“You do know San Francisco is 60 miles each 
way right?” I said gritting my teeth. “No…I 
will come back. And meet you at the gas station 
– to put gas in the truck. Because obviously I 
have nothing else I am supposed to be doing 
right now.” 

I shoved my bag and sweatshirt into the back 
seat and slammed the car door – loudly. And 
headed back. To the gas station. Which I had 
passed both going, and leaving the shop no 
more then 15 minutes prior!

Unbelievable. Could this week get any bet-
ter? I sarcastically asked myself out loud. Ah…, 
be careful what you wish for.

Since my installer was out for several days, I 
had rescheduled to deliver a ½ slab of material 
left over to a past customer who we also needed 
to redo some silicone for. The customer lived 
45 minutes away and was on the high mainte-
nance side, so I knew it was important to send 
the right guy to be in charge, so we needed to 
wait for Matt to return.

The stone countertop was a large “L” shaped 
piece and weighed approximately 200 – 250 
pounds. The macho talk in the shop was that 
two guys could offload and carry the stone to 
the back of the shop to free up the truck, but I 
was taking no chances with anyone getting hurt. 

Since I knew the truck wasn’t needed for any 
major jobs for several days, I figured it was 
just as easy to leave it loaded on the truck than 
to struggle getting it off. We strapped it to an 
A-frame on the truck so we wouldn’t have to go 
to the trouble of loading it back on in a couple 
days, for delivery. 

To ensure the local vandals wouldn’t have 
the chance to use the beautiful white quartz as 
their newest graffiti canvas, at night the truck 
was backed into the shop and in the morning 
pulled back out. 

That Friday the Pineapple Express blew 
through Northern California with a vengeance. 
I remember thinking at one point I should call 
to make sure they had covered our $750.00 
wooden A-frame my husband and son had built, 
but the phone rang, customers were walking in 
and I knew in the past we had covered it when 
it rained and the truck was parked outside, so 
I decided I was being a slight bit paranoid and 
didn’t make the call. (BIG mistake!)

Saturday morning I received a call from my 
husband who had gone by the shop while I was 
working at the showroom. Anyone married for 
a certain length of time knows from the voice 
on the other end of the phone when something 
is definitely not right.

“What’s the matter?” I asked. 
“We’ll talk about it later,” he said through 

what sounded like gritted teeth…. Definitely 
not a good sign.

An hour later my husband walked in the 
showroom and directly into the office. Which 
is unusual because he always greets customers 
when he walks in. I followed him back as soon 
as my customer left.

The choices employees make on the jobsite may not 
always be made in the best interest of the company, 

choosing what is easier, quickest and requires the least 
amount of effort to get the job done. That isn’t saying 
bad decisions are intentional. What employees forget 

is that careless and avoidable mistakes have costly 
consequences associated with them.

Continued on page 12
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

Are You Paying More than 
40¢ per Sink Cutout?

 Item # Description MSRP OUR Price 

 16017 Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $163.95  $108.95
  1/2 Gas Thread, Orange, Twin Seg., 5,500-5,800 RPM

 16018 Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $165.95  $109.95
  1/2 Gas Thread, Orange, 5 seg., 5,500-5,800 RPM

Scorpion™ CNC Finger Bits
Soft Bond for Hard Stone

The Scorpion™ Soft Bond Finger Bit is ideal for hard stones like 
granite. Hard stone requires the finger bit bond to be softer, so that 
the diamonds are exposed sooner to cut the stone. Softer stone are 
milled best with a finger bit that have a harder bond matrix, so that 
the diamonds are not exposed as fast.

*Average sink is 4 linear feet

™

Consider the Scorpion CNC 
Finger Bits...

Looking For The Right Finger 
Bit to Tackle The Right Stone?

With the Scorpion CNC Granite Finger Bit, this customer is 
averaging 1100 feet per bit, which works out to about 40¢ per 
sink. With his previous bit, he was only averaging 500 linear feet.

“After running it extensively we took it off 
and it still had life after cutting 1,068 feet. 
We realized it had given us over double the 

linear feet of work from any fingerbit.”
Josh, Stone Spectrum LLC

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Finger Bits
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Order online or call 1-800-575-4401 before 
5:45 pm eastern for Same Day Shipping.

Fax 800-915-5501
www.braxton-bragg.com

 Item # Description Intro Price 
 78464 Super Fast Sink Bracket $3.95

Super Fast Sink Bracket 

The brackets are adjustable for fine-
tuning and leveling and are designed to 
work well in tight spaces.

The Easiest Sink 
Bracket on the Planet?

Super Fast Sink Bracket is very 
easy to install:
Step 1: Simply hammer the bracket in place on the sides  
  of the cabinet.

Step 2: Adjust the bolts with a 1/4 inch hex head socket  
  to raise or lower the support arm.

Step 3: Pack up and go home.

• Carbon spring steel clip bolts & hardware are grade 8 high strength steel

• Fits 3/8”– 5/8” thick cabinet walls

• Top and side hammer in stab locks

• Uses 1/4” hex head bolt

• Self-contained system, nothing can get lost

• Install sink before or after stone is in place

NEW!NEW!

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

SuperFastSinkBracket

Scan This QR 
Code to See a 
Video Demo 

“The shop is flooded,” he said. “And the 
office.” The words came out calmly, but oh, I 
could tell the wrath behind them. “I walked in 
the office and the floor squished from all the 
water!” 

“Are you serious?” I asked. I have a bad habit 
of using that phrase, one he despises although 
he has never said it.

He glared at me. “I was freaking out. There’s 
water EVERYWHERE. I was getting ready to 
call the landlord because I thought the roof had 
a leak. Water is everywhere. All over the shop, 
the office, the floor is ruined. It’s all going to 
have to come up.” He could barely contain his 
anger. 

I waited for the other shoe to drop, which it 
did. After searching high and low he discovered 
the water leaking from the back of the pick up 
truck. The truck had been put away with all 
the standing water accumulated from 8 hours’ 
worth of major thunderstorms that had filled 
up a good portion of the truck bed. And it 
had leaked – ALL over the entire shop floor, 
seeping in and saturating the laminate flooring 
in the office, spreading to the linoleum in the 
bathroom. 

Monday morning everything had to be emp-
tied out and the entire floor pulled up and 
thrown away. We set out whatever fans and 
heaters we could round up from around the 
shop. It was not a pretty picture. 

One of the guys said he told the shop foreman 
water was leaking out of the truck bed. The 
shop foreman told him don’t worry about it, it’s 
just a little water. 

As a business owner it is difficult to under-
stand that things that seem so simple to us 
are not viewed the same way by employees. 
We know decisions made on the spur of the 
moment without much thought have a way to 
come back and bite you.  

When you run a business you stress about 
where every penny goes and how to stretch that 
penny. We all know there are times the bills 
coming in far outweighed the money coming 
in, but as owners it is our responsibility and 
priority to ensure the business bills and employ-
ees paychecks are taken care of, even if during 
some months we struggle a bit to pay our own 
personal bills. 

As business owners we take everything per-
sonally, because it is personal. Our business is 
our lifeblood. Our decisions are weighed and 
made on what will provide the best positive 
and long-term results that will benefit the com-
pany and in return, benefit our employees as 
well. But for employees, it’s just a job. It’s not 
viewed the same way we do, and the choices 
they make may not be made in the best interest 
of the company, but perhaps what is easier, 
quickest and requires the least amount of effort. 

That isn’t saying bad decisions are intention-
al. I have one guy who messes up more than 
anyone I know and at times I seriously have 
wanted to throttle him. Customers love him and 

when he is “on,” he is amazing. But when he’s 
“off”, he just needs to be sent to the corner and 
not allowed to touch anything! 

When I have asked him why he did, or didn’t 
do something a certain way as requested, or 
took a shortcut instead of doing it the right way, 
or didn’t pick up the phone and ask me before 
installing something he knew was incorrect, 
he has looked me right in the eye without any 
trace of sarcasm and responded, “I don’t know, 
I didn’t think of it.” 

What employees forget is that careless and 
avoidable mistakes have costly consequences 
associated with them.

Running out of hot melt sticks which are used 
on a daily basis may require costly express 
delivery charges. Having to run back to fill up 
a gas tank consumes additional gasoline as well 
as jeopardizes a potential job and new customer 
relationship.

Filling up the dumpster after having ripped 
out the floor caused the amount of dumpster 
space available for tile tear outs to be reduced. 
If we had had several large kitchen tile tear outs 
we would have been forced to pay to dispose of 
our debris at the landfill because the dumpster 
was full.

We are still not sure how our $750.00 wood 
A-frame is going to fare after being water sat-
urated. It will depend on how much the wood 
shrinks and if we feel the integrity of the frame 
has been compromised. 

Having to replace and rebuild that would be 
a big hurt. Not only would the new materials 
run $750.00 to rebuild, but the time and labor 
required to build a new one would have costs 
associated with it as well.

Moving everything out of the flooded area, 
ripping out the floor, mopping up the mess, and 
hunting down heaters and fans to dry out the 
area and then having to move everything back 
in, all required wages being paid to employees. 

And while money was going out to clean 
up the totally avoidable mess, the time spent 
doing this took away from the work and jobs 
that create cash flow, which in turn pays their 
paychecks and our bills.

As a small business owner I try hard to lead 
by example, to let our employees know what is 
important to us and why. I always emphasize 
why it is important to do things the “right” way, 
not the quickest way. Quality over quantity (and 
call backs.) 

I keep hoping they will, in turn, look at a situ-
ation and evaluate what they should do based on 
past circumstances, common sense, and “What 
would Jodi want us to do?” 

Unfortunately, that is usually not the case, but 
one must try to remain optimistic. Give thought 
to something before you do it – or as my hus-
band says, measure twice, cut once. 

Jodi Wallace is co-owner of Monarch Solid 
Surface Designs in San Jose, California. She 
may be reached at monarchssdesigns@aol.com.

Common Sense: Lost But Not Forgotten
Continued from page 10

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Super Fast Sink Bracket
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February 18th the 
Occupational Safety & 
Health Administration 
(OSHA) and the National 

Safety and Health Administration 
(NIOSH) issued a Hazard Alert about 
“Worker exposure to silica during 
countertop Manufacturing, finishing and 
installation.”   

NIOSH/OSHA have teamed up several times 
to issue Hazard Alerts to assist with the haz-
ard education for many industries. The MIA, 
Natural Stone Council, and other allied asso-
ciations were consulted and, for the most part, 
our advice and counsel was used for the final 
version.  A copy of report has been posted at 
www.marble-institute.com/silica.

Generally, the issuance of a Hazard Alert 
has been the precursor to an upcoming rule 
changes or other regulatory adjustment.

What is the latest update on 
the proposed silica rule change?

OSHA is currently in the process of analyzing 
the substantial comments it received (nearly 
10,000 pages) on its proposed silica rule, which 
the agency has scheduled to take place through 
at least the middle of this year. In a recent meet-
ing, the Deputy Assistant Secretary of Labor for 
OSHA, Jordan Barab, reiterated that issuing a 
final silica rule by the end of the current admin-
istration was a top priority.

The Construction Industry Safety Coalition 
(CISC) has been an active participant. CISC is 
comprised of 25 trade associations (including 
the MIA and Natural Stone Council) repre-

senting virtually every aspect of the construction 
industry—from home building, to commer-
cial and road construction, to heavy industrial 
production, to specialty trade contractors and 
material suppliers. The mission of the coalition 
is to promote healthy and safe jobsites in our 
industry.

Where can I learn more about the proposed 
change? 

Visit www.marble-institute.com/silica and 
www.osha.gov/silica 

  
Has anyone studied the economic impact of 

the proposed rule change?   
OSHA has issued some data, however, these 

estimates are dramatically different than an 
independent analysis conducted by the CISC. 
A two page infographic entitled “How OSHA’s 
Silica Proposal Impacts Construction” has been 
produced.  This document highlights the CISC 
written comments on OSHA’s proposal in a 
quick and clear manner.

Closing thoughts   
There is no cure for silicosis. But with the 

proper equipment, training, vigilance and con-
tinual monitoring, you and your shop can be free 
of the most dangerous of the most occupational 
lung disease in the world! We will continue 
to keep you informed as information becomes 
available.  Please refer to www.marble-institute.
com/silica for current information and key doc-
ument links.  The MIA staff is also available to 
assist as needed at 440-250-9222 or miainfo@
marble-institute.com.

Industry Responds to NIOSH/OSHA Silica Hazard Alert

Video on the MIA website helps explain the dangers of silicosis, medical opinions about the 
disease, how NIOSHA tests and gathers data on exposure, and the best ways to limit exposure 
using wet process stone fabrication

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Order online or call 1-800-575-4401 before 
5:45 pm eastern for Same Day Shipping.

Fax 800-915-5501
www.braxton-bragg.com

This KDrill core bit drilled 2,972 
holes. How many could you get?

• Works equally well on granite & quartz
• Faster cutting speed
• Exceptionally long life
• ½ gas thread
• Available in 1/4” to 3”

Advances in stone working machinery and CNC Tooling have 
improved drastically in recent years. KDrill Thin Wall Core Bits 
offer superior speed and life. Our customers have reported from 
600 to 2,972 holes from one core bit.

Braxton-Bragg offers KDrill CNC Core Bits that will save you time 
and money. Simply put, these core bits last longer! They also 
offer faster cutting speeds on granite and quartz.

Call Daryl Sims at 877-493-0394 and tell him that 
you are ready to be wowed!

 Item # Description LOW Intro Price 
 19407 KDrill CNC Blind Hole Core Bit, 1/4” $43.95

 19408 KDrill CNC Blind Hole Core Bit, 5/16” $47.95

 19409 KDrill CNC Blind Hole Core Bit, 3/4” $51.95

 19410 KDrill CNC Blind Hole Core Bit, 1/2” $59.95

 19400 KDrill CNC Core Bit, 1”  $55.95

 19401 KDrill CNC Core Bit, 1-1/4” $59.95 

 19402 KDrill CNC Core Bit, 1-3/8” $69.95

 19403 KDrill CNC Core Bit, 1-1/2” $74.95 

 19404 KDrill CNC Core Bit, 2” $89.95

 19405 KDrill CNC Core Bit, 2-1/2” $119.95

 19406 KDrill CNC Core Bit, 3” $149.95

NEW!NEW!

How Many Licks Does It Take to 
Get to the Center? Now You Know

the classic commercial 
asking how many licks 
it takes “to get to the 
Tootsie Roll center of a 

Tootsie Pop,” the conclusion was: “The 
world may never know.” 
  

Turns out that was wrong—scientists have 
figured out how many licks are required, 
though the figure is approximate (yes, your 
taxes still fund such important research).

It takes about 1,000 licks to get to a lol-
lipop’s center, researchers say in a New 
York The finding was incidental to research 
on what some might see as a topic of more 
importance: the way water currents 
shape objects they’re rushing past. 
The findings help explain how 
solids dissolve—handy knowledge 
for pharmacologists making pills and 
geologists studying erosion. 

Researchers used candy to reach their 
conclusions. When they dipped homemade 
hard candy into flowing water, they found 
that the same shape was eventually left—no 
matter how the candy was shaped to begin 
with—before the candy disappeared com-
pletely. “We used these results to figure out 

in general how fluids dissolve materials, and 
we realized that that is basically what you’re 
doing when you’re enjoying a lollipop,” a 
scientist tells ABC News. 

Tootsie Roll Industries applauds the work. 
“How many licks is a question fans of our 
candy have asked us for decades,” the com-
pany’s president tells ABC. “We’re thrilled 
that New York University has conducted a 
study to help find out.” 

But it wasn’t without sacrifice, says the 
researcher: “Resisting the temptation to just 
bite into one is tough.” Sadly, the news 
comes shortly after the passing of Melvin 
Gordon, the company’s CEO.

Source: ABC News, 
http://www.newser.com

KDrill CNC Core Bit
Don’t let foggy lenses or screens get in the way 

of your morning routine! Use IT Screen Saver 
Lens Cleaner to keep glasses and screens 

fog-free and crystal clear. It’s also perfect for 
sports gear, protective eyewear, sunglasses

and even VR goggles! 

The new Wheel
 applicator makes

it easy to apply.
Covers grout,

mold, and 
mildew stains.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for KDrill CNC Core Bits
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EFFREY Matthews, owner of 
Trade International, Inc. of 
Atlanta, and one of the nat-
ural stone industry’s most 

knowledgeable experts, has been award-
ed the 2014 Migliore Award for Lifetime 
Achievement by the MIA, the industry’s 
highest honor.           

It was presented at MIA’s annual awards 
luncheon at StonExpo/Marmomacc Americas 
in Las Vegas on January 22, 2015.

Matthews, a native of Washington D.C., has 
been in the stone industry since the early 1970s, 
amassing more than four decades of experience 
in sales, marketing consulting and service to the 
industry and the MIA. He has visited over 30 
countries, over 300 quarries and inspected more 
than 400 factories worldwide. 

In 1986, at the age of 37 and after sever-
al years of service to the MIA as an officer 
and director, he was named the association’s 
youngest president. Over the years, he and 
other officers were instrumental in revising 
the Dimension Stone Design Manual (DSDM), 
producing the MIA Stone Color Book, and 
assisting the MIA with becoming a more rele-
vant organization. 

Once off the board, his involvement with the 
MIA continued. Jeff assisted in authoring the 
early version of the Stone Selection & Stone 
Testing technical bulletin, as well as helping to 
complete version 6 of DSDM, after MIA tech-
nical director Vincent Migliore passed away. 

Today, Jeff Matthews is still consumed with 
learning and helping others do a better job in 
selling and producing better projects.  He is cur-
rently working with other MIA volunteers on a 
new “Supplier to Buyer” stone manual which 
will debut in 2015.

In a letter nominating Matthews for the 
Migliore Award for Lifetime Achievement 
Award, David Carnevale of Carnevale and 
Lohr in Bell Gardens, California said, “his vast 
knowledge makes him a valuable asset to our 
industry.” Carnevale continued: “But more than 
that is his unwavering dedication to the better-
ment of our industry.”

Jeff and his wife, Sandy, have been married 
41 years and have two children.

Additional information about Jeff Matthews 
and the Migliore Award for Lifetime 
Achievement can be found at: www.marble-in-
stitute.com/awards.

Jeffrey Matthews Receives 2014 MIA 
Migliore Award for Lifetime Achievement

Jeffrey Matthews, owner of Trade International, Inc. of Atlanta, and one of the natural stone 
industry’s most knowledgeable experts, has been awarded the 2014 Migliore Award for Lifetime 
Achievement by the MIA, the industry’s highest honor.

Call 800-575-4401

Makita®  4˝ Wet Polisher 
Variable Speed

 Item # Description MSRP OUR Price
 9001 Makita® 4˝ Wet Polisher, PW5001C $568.95 $319.95  

 9376 Brush Set for Makita® PW5001C $19.95 $11.95 

 2368 Viper® Male Garden Hose Quick Coupler, 3/4” $11.95 $8.99

OUR Price: $319.95!

Distributed By

Makita 4” Stone Polisher 
“It’s all the power you need.”

The Makita PW5001C is the 
most popular wet polisher 
in the stone industry with a 
built-in GFCI for safety.

• Variable speed 2,000 – 4,000 RPM 
• Built-in GFCI with reset and test buttons  
• Built-in water connections 
• Powerful 7.9 Amp motor  
• 5/8-11 spindle thread
• 5.1 lbs.
• 4˝ Hook & Loop Back-up Pad included
• 1-year limited manufacturer’s warranty

FREE 

FREIGHT!

Order a PW5001C 4˝ Variable Speed Wet 
Polisher Item #9001 from Braxton-Bragg 
and the freight is on us! 
Includes ALL 50 states and Puerto Rico

Darrell Lynch is waiting for your toll 
free call at 800-575-4401.

Shop www.braxton-bragg.com for the Makita PW5001 Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Suspected Burglar Falls 
Through Store Ceiling,  

Lands Near Police
uthorities say a man’s plans 
to break into a Houston, 
Texas store fell through, 
after he crashed through 

the ceiling and landed in front of 
police.

Houston police say the man climbed a tree 
and onto the roof of a Family Dollar store 
early one Sunday morning, then managed 
to break a hole in the roof and enter the 
building.

But after making his way into the store, the 
man fell through the ceiling just as a police 
officer arrived in response to a call about a 
potential burglary.

Houston KHOU-TV reported that the offi-
cer ordered the unidentified man to stay on 
the floor, and the suspect was later arrested 
for breaking and entering.

Authorities believe the man was trying to 
steal cigarettes. Maybe a little jail time will 
help him reflect on the wisdom of quitting.

Source KHOU-TV, www.khou.com

“Freedom fries” was a short-lived political euphemism used by some in the US for French 
fries after French politicians opposed the 2003 invasion of Iraq. In March, 2003, all references 
to French fries and French toast on the menus of restaurants run by the House of Representatives 
were removed. By July 2006, however, the move had been reversed. Politically-motivated 
renamings were also seen during World War I, when anti-German sentiment led some to refer 
to sauerkraut as “Liberty Cabbage,” and frankfurters as “hot dogs,” a name still in use today.

Did You Know…

R.I.P.
young minister was con-
tacted by a funeral direc-
tor looking for a volun-
teer willing to hold a 

grave side service for a homeless man 
with no family or friends. The funeral 
was to be at a cemetery way out in the 
country. This was a new cemetery and 
this man was the first to be laid to 
rest there.

The minister was not familiar with the 
area and became lost. Being a typical man, 
of course,  he did not ask for directions. He 
finally found the cemetery about an hour 
late. The backhoe was already there and the 
crew was eating their lunch. The hearse was 
nowhere to be seen.

The minister apologized to the workers for 
being late. As he looked into the open grave, 
he noticed that the vault lid was already in 
place. 

He felt terrible about being late! He told 
the workers he would not keep them long, 
but that this was the proper thing to do. The 
workers, still eating their lunch, gathered 
around the opening.

He was young and enthusiastic and poured 
out his heart and soul as he preached. The 
workers joined in with, “Praise the Lord,” 

“Amen,” and “Glory!” The minister got 
so into the service that he preached and 
preached and preached, from Genesis to The 
Revelation.

He said a final prayer and walked to his 
car. As he opened the door, he heard one of 
the workers say, “I never saw anything like 
that before and I’ve been putting in septic 
systems for twenty years.”

Memorable Moments in 
MLB Spring Training History

AJOR League Baseball 
spring training camps are 
laid back compared to most 
professional environments.

Many hilarious, fun and absurd stories have 
been made public, over the years.

The regular season spans the country and 
unfolds over six months of the year, and bare-
ly matches the entertainment that the training 
camps in Arizona and Florida provide in six 
short weeks!

Just to show the spring silliness is not a 
modern phenomenon, some 100 years ago 
Hughie Jennings, a player-manager with the 
Detroit Tigers did something straight out of a 
Looney-Toons cartoon. His intention was to 
cool off in a local pool following an exhibi-
tion against the New York Giants. He dove in 
without hesitation, only to come to the painful 
realization that the pool had been emptied! 
What happened to looking before leaping?

I’d like to know who among today’s stars 
is as tough as former New York Met Frank 
Thomas? The three-time All-Star is remem-
bered for his barehanded catching ability. He 
never needed a glove to cushion his palm, 
regardless of the velocity on an incoming 
throw. Future Hall of Famer Willie Mays was 

skeptical in the 1962 preseason and challenged 
Thomas’ reputation. Mays put $100 on the 
line before firing from 60 feet 6 inches away. 
Thomas caught the baseball cleanly.

Mays revised his bet, lowering it to $10 and 
requesting an opportunity to warm up before-
hand. Being a good sport, Thomas permitted 
the changes. Same result, though.

Outfielder Jay Johnstone was admittedly 
fed up with drug tests in Philadelphia Phillies 
camp in 1976 – something taken very seriously  
indeed, today. But that day Johnstone decided 
to lighten the mood by replacing his urine sam-
ple with apple juice of a similar shade.

The woman accepting the sample was imme-
diately suspicious. So Johnstone drank it in 
front of her!

But perhaps the most complex baseball 
prank was pulled on Philadelphia Phillies 
pitcher Kyle Kendrick: he was told that he 
was being traded to Japan’s Yomiuri Giants by 
manager Charlie Manuel, in February 2008. 
Kendrick even signed paperwork to make the 
deal “official” and was told to pack up his 
belongings for a flight the following morning. 
Several reporters met him in the locker room 
to get his reaction to the truth, where teammate 
Brett Myers finally put an end to the torture. 
The rest is Youtube history.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

KNOXVILLE, TN – Recently we 
conducted a study where the prices of three 
categories of diamond tooling (polishing 
pads, core bits and turbo blades) were 
analyzed over the past 10 years.

The results were shocking and eye-
opening. The data was pulled from multiple 
sources including old catalogs and online 
archives of various industry suppliers’ sites. 

Here’s what was discovered…
(prices are average pricing across multiple 

brands and suppliers)

As you can see by the chart above, prices 
have dropped – while quality increased – in 
three major categories of diamond tooling 
for the stone industry. The average drop in 
pricing over the last ten years is 35%.

However, over the same time period, as 
far as we can tell, CNC tooling did NOT 
decrease in price. As a major distributor of 
diamond tooling products, we know from 
our vendors the cost of manufacturing CNC 

tooling HAS dropped significantly. 

So, what gives? Well, no one knows for 
sure why the end users are still paying the 
old prices since the cost of manufacturing 
has dropped.  

The only logical answer is that there simply 
hasn’t been a major supplier willing to part 
with the high profit margins offered by 
selling CNC tooling. In other words, instead 
of passing the savings on to CNC owners, 
the distributors have decided to keep the 
added profit margins for themselves.

Fortunately for the industry, one major 
supplier, Braxton-Bragg, is stepping in to 
right the wrong. After an exhaustive search 
for the highest quality CNC tooling from a 
reputable manufacturer, we found a CNC 
product line worthy of the Viper® name. 

We found a manufacturer who spent more 
than 1.2 million dollars in research and 
development bringing a new line of CNC 
tooling to market. The manufacturing is 

done in Bulgaria as opposed to the industry 
norm of Italy. This leads to consistent tooling 
and world-class standards of precision. 

We even had the tooling field tested by 
several of the largest and most demanding 
fabrication shops in the nation. And the 
results were astounding.

That’s why effective immediately, 
Braxton-Bragg is offering a high quality 
line of CNC tooling with the Viper® name 
at about 40% LESS than their biggest 
competitor.

To keep costs down, we’ll only offer the 
top 9 selling profiles… and we’ll pass that 
savings on to our customers.

The Great CNC Tooling Hoax? 
CNC Tooling is the Only Category of Diamond Tooling 

That Has Not Decreased in Price Over the Last 10 Years – 
and what one supplier is doing to change that…

Important Industry Update…

Product   2003  2009        2013       decrease

Core Bits 1-3/8˝ Wet Core  $85  $65              $56.95            33% to end user

Polishing Pads 4˝ Wet  $16.88  $14.49              $12.95            24% to end user

Turbo Blades 5˝   $40  $30.50              $20.95            48% to end user

If you’d like more information on 
our new line of CNC tooling, call 
Daryl Sims at 865-293-0243.

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

A One – Two Punch for Vanity Sinks!

VIPER CONTOUR BLADES 
CUT OUT SINKS FAST!

®

Purpose of Blade
Contour blades are designed to make radius cuts in stone and are ideal for 
bowl holes. The dish-shaped design reduces the possibility of binding and 
kickback.

Granite & Quartz 
The segmented design is the most popular design because it’s very aggressive. 
This blade works best with hard material, such as granite and quartz.

Why Drop-Down Segments?
Notice that the segments of the Viper® Contour Blades are thicker than the 
blade core. The drop-down segments protect the core from wearing, keeping 
the segment weld protected from premature wear. This drop-down segment 
design has an added benefit of reducing binding and kickback.  

Fast-Cutting and Clean
This leaves a cleaner, smoother edged cut than a standard straight blade. 
Viper® Contour Blades are designed to be aggressive and fast-cutting because 
of the large segments and coarse diamonds.

May Be Used Wet or Dry
Viper® Contour Granite Segmented Dry Blades are conveniently designed to 
be used either wet or dry.

Three Sizes
The Viper® Contour Granite Segmented Dry Blade is available in 4-1/2”, 5” and 
6˝ configurations.  

Risk-Free
Guaranteed Quality–All our products carry a 30-day, risk-free, money-back 
guarantee. If you are not satisfied with your purchase, simply return it for a 
prompt and courteous refund.

Clean up your sink cut-outs with 
Viper® Brazed Zero Tolerance Wheels!

 Item  # Description MSRP OUR Price
 7419V Viper® Contour, 4-1/2˝, 20mm Arbor, 13,300 RPM $82.95 $64.95

 7420V Viper® Contour, 5˝, 20mm Arbor, 12,000 RPM $127.95  $84.95

 7421V Viper® Contour, 6˝, 20mm Arbor, 10,000 RPM $149.95  $99.95

 4130 Viper® 1” x 50mm Brazed Zero Tol. Wheel, 5/8”-11 $139.95  $94.95

 4131 Viper® 2” x 50mm Brazed Zero Tol. Wheel, 5/8”-11 $162.95  $109.95

 4132 Viper® 3” x 50mm Brazed Zero Tol. Wheel, 5/8”-11 $193.95  $129.95

As approved by the Stone Detective

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Viper Contour Blade

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7081/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7081/
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Order online or call 1-800-575-4401 before 
5:45 pm eastern for Same Day Shipping.

Fax 800-915-5501
www.braxton-bragg.com

Sinkmate Chopper  
by Edgemate Stone Tools

FREE Viper 6 
inch Contour 
Blade Included

 Item # Description  OUR Price 

 5100 Sinkmate Chopper TS6 Saw $2,299.00

 7421V Viper Contour Diamond Blade, 6” FREE

Chopper TS6 uses a 6˝ contour blade. It will cut a 3 cm lavatory 
bowl hole in less than 4 minutes.  Chopper’s patent-pending 
design has guides that follow the edge of a template. These guides 
are adjustable allowing the operator to change the size of the sink 
hole using the same template. 

Chopper’s design also allows the operator to quickly change the 
blade’s depth for step cutting while holding the blade at the perfect 
angle. Chopper cuts on the line and leaves a vertical edge on the 
finish side of the bowl hole, saving you clean-up time. This tool 
will step cut the corners of a rectangular sink hole, leaving very 
little material to remove with a clean up drum, saving you time 
and money.

MADE IN THE USA

Stephan Follega Awarded 
2014 MIA Stone Craftsman 

of the Year

TEFANO Follega of Grazzini 
Brothers & Co. in Egan, 
Minnesota was recently 
named the 2014 Natural 

Stone Craftsman of the Year. The Marble 
Institute of America (MIA) award hon-
ors excellence in craftsmanship. Follega 
received the award at the MIA’s annu-
al awards luncheon at StonExpo/
Marmomacc Americas in Las Vegas.

Follega, a native of Rome, Italy, learned the 
craft from his father and uncle. He also worked 
with top architects and designers in historic 
Rome, home to some of the world’s most beau-
tiful architecture. He credits his first teachers 
- his father, uncle and prominent architects - 
for his work ethic and simple philosophy: ask 
questions, be respectful and always be ready to 
do the job. He also admits he’s a perfectionist 
with a fervent passion for stone. “I like seeing 
a piece of stone, a rock or something change,” 
he said. “I always envision the finished product 
before I start.” 

When he and his wife, Cara, moved to her 
native Minnesota to raise their family, Follega 
brought his old-world, artisan craftsmanship 
with him.  In two weeks time Follega was work-
ing at Grazzini Brothers, one of America’s lead-

ing stone companies. “Stefano walked into our 
office and spoke about 10 words of English,” 
recalls Guido Gliori, Chief Operations Officer 
at Grazzini Brothers. “He showed up with his 
interpreter, who happened to be his wife. You 
knew immediately that he was a good man. He 
had the credentials... The rest is history.”

His work with the Lakewood Mausoleum 
Project in Minneapolis earned the Grazzini 
Brothers the 2012 MIA Grande Pinnacle 
Award. “No project is beyond Stefano’s abil-
ity,” said Eugene Grazzini, Jr., Chairman of 
the Board at Grazzini Brothers. “His layout, his 
attention to detail and his creativity are superb. 
We are proud to have him as part of our team.”

The Marble Institute of America (MIA) has 
served as an authoritative source of information 
on standards of natural stone workmanship and 
practice and the application of natural stone 
products for 70 years. The worldwide member-
ship includes over 1,700 natural stone produc-
ers, exporters/importers, distributers/wholesal-
ers, fabricators, finishers, installers and industry 
suppliers in 55 countries committed to the high-
est standards of workmanship and ethics. More 
information can be found on the association’s 
website: www.marble-institute.com.

Stefano Follega (Center) accepts the 2014 Craftsman of the Year Award from MIA President Tony 
Malisani and program sponsor Brenda Edwards of TexaStone Quarries. Not pictured is program 
sponsor Patrick Perus of Polycor.

“The Nearest way to come at Glory, is to do 
that for conscience which we do for Glory.”

Benjamin Franklin – Poor Richard’s Almanac

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

http://www.marble-institute.com
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8454,10193,10504/
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

 Item # Description OUR Price
 55000 Viper® A-20 (2cm), Radius Router Profile Wheel, Pos. 1 $179.95  

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

Pos. 1 comes with two (2) different 
size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond/Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

 Item # Description OUR Price
 55020 Viper® A-30 (3cm), Radius Router Profile Wheel, Pos. 1 $270.95  

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

Pos. 1 comes with two (2) different 
size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond/Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

Pos. 1 Pos. 2

2cm Radius Router Bits

Pos. 1 Pos. 2

3cm Radius Router Bits

Viper® Diamond Router Bits

 Item # Description OUR Price
 55002 Viper® B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 1 $252.95  

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

Pos. 1 comes with two (2) different 
size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond/Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

 Item # Description OUR Price
 55004 Viper® B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 1 $337.95  

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

Pos. 1 comes with two (2) differ-
ent size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond/Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

 Item # Description OUR Price
 55010  Viper® E-20 (2cm), Bevel Router Profile Wheel, Pos. 1 $213.95  

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

Pos. 1 comes with two (2) differ-
ent size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond/Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

 Item # Description OUR Price
 55012 Viper® E-30 (3cm), Bevel Router Profile Wheel, Pos. 1 $307.95  

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

Pos. 1 comes with two (2) differ-
ent size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond/Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

 Item # Description OUR Price
 55006 Viper® F-20 (2cm), Ogee Router Profile Wheel, Pos. 1 $227.95  

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

Pos. 1 comes with two (2) differ-
ent size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond/Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

Pos. 1 Pos. 2

2cm Demi Bullnose Router Bits

Pos. 1 Pos. 2

3cm Demi Bullnose Router Bits

Pos. 1 Pos. 2

2cm Bevel Router Bits

Pos. 1 Pos. 2

3cm Bevel Router Bits

Pos. 1 Pos. 2

2cm Ogee Router Bits

 Item # Description OUR Price
 55008 Viper® F-30 (3cm), Ogee Router Profile Wheel, Pos. 1 $275.95  

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

Pos. 1 comes with two (2) different 
size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond/Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

 Item # Description OUR Price
 55014 Viper® V-20 (2cm), Full Bullnose Profile Wheel, Pos. 1 $235.95  

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

Pos. 1 comes with two (2) different 
size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond/Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

 Item # Description OUR Price
 55016 Viper® V-30 (3cm), Full Bullnose Profile Wheel, Pos. 1 $361.95  

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

Pos. 1 comes with two (2) different 
size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond/Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

 Item # Description OUR Price
 55018 Viper® V-40 (4cm), Full Bullnose Profile Wheel, Pos. 1 $397.95  

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

Pos. 1 comes with two (2) different 
size bearings. One is over-sized 
(installed) and one is flush with the 
profile. 
Pos. 2 is a Metal Bond / Sintered 
Router Bit that removes lines, leav-
ing a smooth honed finish on the 
edge that is ready for polishing.

Pos. 1 Pos. 2

3cm Ogee Router Bits

Pos. 1 Pos. 2

2cm Full Bullnose Router Bits

Pos. 1 Pos. 2

3cm Full Bullnose Router Bits

Pos. 1 Pos. 2

4cm Full Bullnose Router Bits

Note: Position 1 comes with two (2) 
different size bearings. One is over-
sized (installed) and one is flush 
with the profile. 

 Item # Description OUR Price 

 10459 Viper® Straight Z Profile Bit, 2” x 2”, Pos. 1, 36 Grit  $190.95
  9,000 RPM Max

5cm Straight Router Bit
• Used to grind inside sink cut out to fit  
 template line
• Comes with a bearing on top to follow  
 template
• 2” diameter allows user to “get into the  
 corners” when doing bowls
• 2” height enables you to do 4cm to 5cm  
 stone

Designed to give you professional results using a router, when fabricating 
stone countertops. These fabricator-tested router bits use a special 
manufacturing process that bonds an extra-thick layer of diamond abrasives 
to help you achieve great results.

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

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

• Designed for all manual routers
• Position 1 comes with 2 bearings
• The first bearing determines the offset for the second tool
• Recommend running speed is 9,000 RPM
• 6mm layer of diamonds for long tool life
• Same geometry as Viper CNC profile wheels
• 8 & 10mm bolt included with all bits

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8450,8525,10874/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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“I thought all 8-step wet polishing pads were the same …
“Phooey! These amazing Vipers had the job done by step 6”

Cheaper isn’t always smarter. This 
$14.95 wet polishing pad polishes 
66% faster and last 43% longer than a 
$10 one. Or your money back. 

“That’s enough buff,” said the foreman. But the 
polisher still had 2 more steps to go. 

These Viper pads are so efficient a 100 grit pad can 
produce a 300 grit finish. 

Fabricators tell us they often have to stop polish-
ing at steps 6-7: Or else the edges would outshine 
the tops!

And they keep on going 43% longer than any oth-
er pad on the market. So you replace them half as 
often. Here’s what Frank Keyser, General Manager, 
MGT Stone Inc. says:

“We have used the Viper pads for over 
8 years because they are consistent in 
quality, affordable, & long lasting. I 
have tried dozens of other pads but none 
have produced the cost to production ra-
tio that the Vipers have performed.”
– Frank Keyser, GM, MGT Stone Inc.

Why not call 800-575-4401 and see for yourself? 
If you don’t agree, send them back within 30 days 
for a full, no questions asked refund. 

Get the job done 66% faster
There are plenty of cheaper pads (we sell those, 

too). And they’re good ... but they ALL end up cost-
ing you more. 

We’ve tested these Vipers in a laboratory against 
our cheaper Scorpion pads. Here are the plain facts: 

• The Vipers polish 66% faster.
• They last 43% longer.
• You get a consistent 102 glossmeter reading.
 And if you act now, a 4-inch Viper pad costs just 

$5 more than a Scorpion. 
You’ve already spent serious money on machinery, 

labor and materials. Is it really worth skimping on 
$5? 

“In the last 10 seconds of its life, you get 
the same finish as when you first took it 

out the box.”
The diamonds on cheap pads break away. They 

don’t just have a shorter lifespan than a Viper pad.  
They’re also inconsistent. 

The more you use them, the poorer the finish qual-
ity. A Viper pad is totally different ...

It’s loaded with 3-8 times more diamonds than 
any other pad on the market. And these diamonds 
sharpen themselves, so the finish stays the same. 
Here’s how it works ...

Minute diamond crystals are bonded together 
through a process called sintering. 

Baked at 1400C, under pressures of 60Kbar, they 
form a complete diamond crust. The plate is then 
hardened in a furnace – baking that toughness all 
the way through. 

As you use the pad, the tiny diamond crystals pro-
duce fresh cutting surfaces. And this is how these 
Vipers get the job done 66% faster than cheaper 
pads. 

But – just as importantly – it makes them more 
consistent too – right until the very last second of 
their life.

Why a Viper pad lasts 43% longer
To get the most out of your pad, you need a differ-

ent bond for each grit type. A 50G pad needs a more 
flexible bond that moves with the rough surface of 
the unpolished granite. 

Cheap manufacturers don’t consider this. They 
use the same bond for every step, so your pads waste 
away in half the time. 

However, the bonds on each of the 8 Viper steps 
have been produced and tested under laboratory 
conditions. 

They all have a unique bond to get the maximum 
lifespan from your pad. We’ve spent 19 years testing 
bonds, diamonds and pads. 

And Vipers last 43% longer than the pads you use 
now. We know because we’ve tested them all.

No more scratches!
Blocky, round or oversized diamonds leave deep 

scratch marks. They ruin hours of work and cost you 
a fortune in materials. 

Yet these are the very diamonds you’ll often find 
hidden in cheap pads. Of course you can’t see them 
until it’s too late. Not on a Viper pad ...

The diamonds on a Viper are sourced and quality 
controlled right here in the U.S. They’re manufac-
tured under precise, computer-controlled condi-
tions from start to finish. 

First, the diamonds are sorted for size and shape. 
If they’re too round … too blocky … or too large ... 
they don’t make the cut. And the computer doesn’t 
stop there …

Once the diamonds are ready, it selects the precise 
number of diamonds to use on each pad. Cheap pad 
manufacturers leave this process to human error. 
It’s why cheap pads let you down. But every Viper 
is practically identical from crust to core. So your 
finish quality won’t change when you replace them. 

Call 800-575-4401 to order your Viper pads right 
now.  

Remember you’re not risking a cent – guaran-
teed. If you’re not completely satisfied with your Vi-
per pads, return them within 30 days for a full, no 
questions asked refund. 

5000 RPM and still sticking ...
You’ve probably noticed cheaper pads don’t hold 

very well. Once they start spinning, the pad flies off 
like a Frisbee. 

With the hook and loop system on a Viper, it 
sticks to your backup pad like cement. 

You can spin these pads all the way to 5000 RPM 
- they’re guaranteed to stay put. 

Order today and save 
$48, $60 or even $80

A 4-inch Viper pad normally costs $22.95. But if 
you call 800-575-4401 now, you only pay $14.95. 
And you save a whopping $60 if you want all 8 steps.  
See here: 

As you can see, you save a total of $48 on the 
3-inch pads. Want a full set of 5-inch Vipers? Save 
$80 right now.

And don’t forget your 30-day, no-quibble guaran-
tee. So why not put them to the test? See for your-
self they do everything I’ve promised. If they don’t, 
send them back for a full refund. 

Remember a 4-inch Viper pad costs just $5 more 
than a pad from our cheaper range. Yet you get: 

3 A deeper shine: 102 on the gloss meter.
3 A 43% longer lifespan: Replace them almost  

  half as often.
3 A consistent finish: Even in the last second of  

  its life, a Viper produces the same finish as when  
  you first took it out the box. 

3 66% faster polish: Watch your productivity soar.
3 No more scratches: The diamonds on a Viper  

  pad are consistent. There aren’t any unusual  
  shapes or sizes. Unlike cheap pads, they’re  
  guaranteed not to scratch – saving you a fortune  
  in materials. 

Right now, you can try these Vipers risk-free and 
save $48, $60 or even $80. 

But you must act now. Please call 

800-575-4401

Set of 8

3˝ pads

4˝ pads

5˝ pads

MSRP

$142.95

$182.95

$238.95

Our Price

$94.95

$118.95

$158.95

Try them risk-free for 30 days!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 8-step Polishing Pads

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8442,8464,7447/
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

One Pad Works for Three: 
Granite, Marble, or Quartz

Significant Time Savings
Fabricators who’ve been using eight pads to achieve 

a polish will use only six Viper Elite® pads, saving 25% of 

the time required to complete a job. Fabricators using 

a seven-pad process will use only five Viper Elite®  pads, 

saving 29% of the time to perform the same job.

Use on Natural Stone or Quartz
Viper Elite® Granite Wet 6-Step Polishing Pads perform 

excellently on quartz in 4-5 steps and polish marble to 

a glowing finish in 3-4 steps.

• For use on all types of stone– 
 the most versatile and  
 flexible pad on the market
• Wet polishing pad

Viper Elite® Wet Polishing System

For Wet Use Only

 Item # Description  MSRP OUR Price
 1723 Viper Elite® Granite Wet Polishing Pad, 4˝, Step 1, Red  $26.95 $17.95

 1724 Viper Elite® Granite Wet Polishing Pad, 4˝, Step 2, Yellow $26.95 $17.95

 1725 Viper Elite® Granite Wet Polishing Pad, 4˝, Step 3, Blue  $26.95 $17.95

 1726 Viper Elite® Granite Wet Polishing Pad, 4˝, Step 4, Green  $26.95 $17.95

 1727 Viper Elite® Granite Wet Polishing Pad, 4˝, Step 5, Orange  $26.95 $17.95

 1728 Viper Elite® Granite Wet Polishing Pad, 4˝, Step 6, Pink $26.95 $17.95

4˝ for Hercules®, Flex and Makita® Polishers

 Item # Description  MSRP OUR Price
 1991 Viper Elite® Granite Wet Polishing Pad, 5˝, Step 1, Red  $37.95 $24.95

 1992 Viper Elite® Granite Wet Polishing Pad, 5˝, Step 2, Yellow $37.95 $24.95

 1993 Viper Elite® Granite Wet Polishing Pad, 5˝, Step 3, Blue  $37.95 $24.95

 1994 Viper Elite® Granite Wet Polishing Pad, 5˝, Step 4, Green  $37.95 $24.95

 1995 Viper Elite® Granite Wet Polishing Pad, 5˝, Step 5, Orange  $37.95 $24.95

 1996 Viper Elite® Granite Wet Polishing Pad, 5˝, Step 6, Pink $37.95 $24.95

5˝ for Flex and DS 301 Planetary Polishers

 Item # Description  MSRP OUR Price
 1971 Viper Elite® Granite Wet Polishing Pad, 3˝, Step 1, Red  $20.95 $13.95

 1972 Viper Elite® Granite Wet Polishing Pad, 3˝, Step 2, Yellow $20.95 $13.95

 1973 Viper Elite® Granite Wet Polishing Pad, 3˝, Step 3, Blue  $20.95 $13.95

 1974 Viper Elite® Granite Wet Polishing Pad, 3˝, Step 4, Green  $20.95 $13.95

 1975 Viper Elite® Granite Wet Polishing Pad, 3˝, Step 5, Orange  $20.95 $13.95

 1976 Viper Elite® Granite Wet Polishing Pad, 3˝, Step 6, Pink $20.95 $13.95

3˝ for WerkMaster™ Scarab and Termite

Call Bob Wilcox to order toll free at 800-575-4401

Shop www.braxton-bragg.com for Viper Elite Polishing Pads Visit www.slipperyrockgazette.net for more Stone & Tile industry news

http://www.braxton-bragg.com/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8442,8464,10417/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Politically Correct Cities
OO-BOY. Some things you 
just can’t make up.
In an attempt to create a 
kinder, gentler nation, an 

animal rights organization recently 
asked the citizens of Fishkill, N.Y., to 
find a new name for their town. The 
group PETA sent a letter to Fishkill 
Mayor George Carter requesting this 
change. 

“Fish are able to feel pain,” said Davey 
Shepherd of PETA headquarters in Norfolk, Va., 
“and therefore to use them for your enjoyment 
is wrong.”

Point of order: PETA in this case means People 
for the Ethical Treatment of Animals. It should 
not be confused with another group called PETA 
(People Eating Tasty Animals) that formed a 
few years ago to combat the fringe animal rights 
lobby. Personally, I’m thinking about organizing 
yet another PETA (People Enjoying The Antics). 
But just as sure as I do, a group of lawyers will 
form PETA (People Envying The Action) and 
sue the pants off me. So forget I mentioned it.

No, the town didn’t drop the name, one it has 
had since being settled by the Dutch in the 1600s. 
As Mayor Carter pointed out, the “kill” portion 
of the word has nothing to do with ending life. 
Instead, it’s Dutch for “stream.”

Good. Put a stop to this idiocy before it goes 
any farther, I say. Changing the names of cities, 
towns, communities, and geographical locations 
across this country to appease the animal rights 
extremists would be a major undertaking. If you 
don’t believe it, stroll through a couple of atlases 
like I did.

Right off the bat, these ghastly links to hunting, 
fishing, and related activities would have to go: 
Trappers Lake, Col.; Killbuck, Ohio; Fishtrap, 
Ky.; Gunsight, Mont.; Gunpowder Falls Creek, 
Md.; Winchester, Tenn.; Hunter, Mo.; Hooks, 
Texas; Knife River, Minn.; Buckskin, Ind.; 
Shooting Creek, N.C.; Shooters Hill, Ind.; Arrow 
Creek, Mont.; and Arrowsmith, Ill.

Naturally, the exploitation of animal body 
parts by humans is a travesty. So out with 
the likes of: Birdseye, Ind.; Rabbit Ears Peak, 
Col.; Horseheads, N.Y.; Beaverhead, N.M.; 
Hogshead Mountain, Ct.; Buckeye, West Va.; 

Doe Ear Creek, S.D.; Monkey’s Eyebrow, Ky.; 
Moosehead, Me.; Owls Head, Me.; and Gnaw 
Bone, Ind. Not to mention the Calfkiller River 
in Virginia. 

While PETA’s at it, why not eliminate any 
hint of mayhem and destruction? Such as: 
Savage, Minn.; Slaughter, La.; Slaughters, Ky.; 
Hanging Rock, West Va.; Hanging Limb, Tenn.; 
Lynchburg, Tenn.; and Graves, Ga. Particularly 
painful, and certainly in need of redemption, are 
Scalp Level, Penn., and Cut Off, (yee-iii!) La.

Indeed, one could go for a total environmental 
cleansing and get rid of ecologically unpleasant 
locations. Including: Deadwood, S.D.; Sulphur, 
La.; Stinking Creek, Tenn.; and Dry Creek, Miss.

But if this foolishness does get out of hand and 
municipal names are changed from sea to shining 
sea, there’s one that shouldn’t be touched what-
soever. In fact, we oughta make it the nation’s 
new capital.

I speak, of course, of Looneyville, West Va..

Sam Venable is an author, stand-up comedian, 
and humor columnist for the Knoxville (TN) 
News Sentinel. He may be reached at mahv@
outlook.com.

 Sam Venable  
Special Contributor

Sports Quote of the Month
“Baseball is a game where a curve is an optical 
illusion, a screwball can be a pitch or a person, 
stealing is legal and you can spit anywhere you 

like except in the umpire’s eye or on the ball”
James Patrick Murray (1919-1998)  

 American sportswriter at the  
Los Angeles Times from 1961 to 1998.  

In 1990, he won a Pulitzer Prize for Commentary for his 1989 columns, and the 
Baseball Hall of Fame awarded him the J. G. Taylor Spink Award in 1987.

800-575-4401 • www.braxton-bragg.com

Available at

Order Item  
1266

$10.45
$6.95
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Nelson Shims
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UST as I was finishing my 
cup of jo, one of the regu-
lar old-timers looked over 
at me and just shouted 

out, “They don’t build them 
like they used to!”         
  

Before I could say something 
he started talking about how 
they build houses nowadays.

He went on ranting that back 
in his day, a house was built to 
last hundreds of years and that 
today’s homes won’t last 20, due 
to poor workmanship and crap 
products. Not my words— yes, 
he did say crap. I just let him go 
on and on. 

Flo walked by, rolled her eyes, 
and poured me another cup of jo. 
I guess she knew I would be there 
for a while.

Just as I was finishing my second 
cup of jo my phone rang. “Stone 
Detective, here,” I said as I got 
up and walked outside. The voice 
on the other end was very busi-
nesslike. He identified himself as 
an architect involved in restoring an 
old building. 

He went on, telling me he was working on a 
capitol building that was built in 1878 and their 
marble flooring was popping up. This really 
caught my attention, considering how old the 
floor was. I had to see this for myself, so I 
asked if I could meet with them the following 
week to do an inspection. The capitol building 
was out of state so I needed to make travel 
arrangements, otherwise I would have asked to 
see it immediately.

After my flight, I found my rental car and 
headed over to the capitol building. I walked in 
the front entrance and was greeted by a com-
mittee of suits. There must have been about 10 
gentleman waiting for me. They began to intro-
duce themselves and gave me the feeling that 
I was there to perform some kind of miracle. 

Most of them were with the architectural 
firm and a few were from the capitol building, 
including the governor. Yes, this was such a 
big problem that the governor himself had to be 
there. (Made me feel really important, now let’s 
hope I can solve the problem!)

They took me over to a spot out of the main 
traffic and pointed to a tile that was noticeably 
loose. I reached in my bag and pulled out a 
suction cup and asked if I could pull that tile 
up. They gave me the go ahead. I attached the 
suction cup and the tile came right up without 
any effort.

I looked at the underside of the tile and there 
was no setting mortar attached. It was like it 
was just sitting there on a dry mortar bed. I 
started pulling tiles up all over the place and 
concluded that none of the tiles were bonded. 

So how could this be? This building is over 100 
years old. What could cause the tile to lose its 
bond after 100 years?

Sometimes the best way to solve a problem 
is with questions. I asked how long this had 
been an issue. They told me within the last few 
months. I thought. I continued to ask questions 
and discovered that about 6 months ago they 
were doing some renovations which involved 
tearing out some small sections of flooring. 

OK, I thought, maybe the vibration caused 
the stone to debond. I asked if I could be alone 
to do some thinking. They handed me their 
business cards and told me to call them when 
I was done.

I walked all around the capitol building trying 
to figure out how these tiles could debond and 
none of my logic was making sense. Once the 
tile is bonded and bonded properly it is nearly 
impossible for it to debond as clean as these 
tiles where.

As I was walking around looking at the floor 
I noticed that the grout joints in one direction 
were very tight. So tight that you could hardly 
put a razor blade in the grout joints. Then it hit 
me. These tiles didn’t debond, they were never 
bonded in the first place. So why didn’t they 
come up before, for the last 100 plus years?

The only reason that fit the facts is they were 
so tightly installed against one another that 
they were being held down by the pressure 
on each tile. Kind of like a jigsaw puzzle. The 
demolition that began in several areas caused 
this pressure to release and then it was like a 
chain reaction.

So the next question was — why they didn’t 
bond? That answer was easier. I examined the 
setting bed and it had a mortar bed about 3 inch-
es deep which was set on about 6 inches of a 
material known as pugging. Pugging is a coarse 
mortar. Due to how absorbent the pugging was, 
it could have absorbed all the moisture from 
the setting bed and not allowed it to bond to the 
back of the tile. 

In a follow up conversation with the archi-
tects, they asked me how the floor could be 
repaired. So I set up three test areas in an 
attempt to rebond the tiles. The first method 
used standard thin set. The second way was 

with an epoxy, and the third was with a new 
setting bed, with a full mortar.  

The test areas were evaluated for three 
months to see which one would be the most 
successful. All three ended up working, howev-
er the cheapest and fastest method was to reset 
all the tiles using standard thin set. Anyway, 
another case solved.

By the way, they debated which method to 
use back and forth for nearly three months. 
When dealing with a historic restoration project 
such as this, care must be taken. For example, 
every tile that was removed and reset had to 
be placed back into its original location and 
orientation. If you’re a restoration contractor 
and want to do this type of work I would highly 
recommend taking some training on Historic 
Stone Restoration.

The Stone Detective is a fictional character 
created by Fred Hueston, written to be enter-
taining and educational. He has written over 
33 books on stone and tile installations, fab-
rication and restoration and also serves as an 
expert for many legal cases across the world. 
You can send any email comments to him at 
fhueston@stoneforensics.com.

 Frederick M. Hueston, PhD  
Stone Care Consultant 

I looked at the underside of the 
tile and there was no setting mortar 

attached. It was like it was just sitting 
there on a dry mortar bed. I started 

pulling tiles up all over the place 
and concluded that none of the tiles 
were bonded. So how could this be? 
This building is over 100 years old. 
What could cause the tile to lose its 

bond after 100 years? Sometimes the 
best way to solve a problem is with 

questions.

The Stone Detective
The Case of the Century-Old Debonded Tile

The Mystery Winchester
ESEARCHERS are trying to 
crack the mystery surround-
ing the discovery of a weath-
ered, rusted Winchester 

rifle in the mountains of remote east-
ern Nevada.
  

The gun manufactured in 1882 was found 
leaning against a juniper tree on a rocky out-
crop in Great Basin National Park during an 
archaeological survey in November.

Nichole Andler, the park’s chief of inter-
pretation, said officials may never know 
when the .44 - 40 rifle was placed there, but 
it’s possible it could have been left undis-
turbed since the 1800s.

The area along the Utah border has a 
history of mining, ranching and hunt-
ing, she said, and park researchers 
are scouring historical documents to 
learn who might have owned the 
rifle.

“I would say the possibilities are 
wide open as to who owned the rifle 
and why it was left there,” Andler 
said. “It leaves a lot to the imagination 
and it may be a mystery that’s never 
solved.”

Herbert Houze is the former curator 
of what became known as the Cody 
Firearms Museum at the Buffalo Bill 
Center of the West in Cody, Wyoming.

He said Winchester Model 1873 rifles 
such as the one found in Nevada were so 
valuable that he thinks whoever owned 
it leaned it against the tree and then was 

unable to find it, or suffered a mishap.
“You just don’t leave a gun like that there,” 

he said.
The rifles, which sold for $35 to $50 in the 

1880s, now can fetch up to $15,000 when in 
excellent condition. They were among the 
most popular guns on the Western frontier.

After viewing photographs of the rifle, 
Houze said, he knows why it went undetect-
ed for so long: It blended in so well with its 
surroundings.

“People probably have 
walked right by it,” he said. 
“It was a one in a million 
chance they looked at it the 

right way and found it.”
The unloaded rifle’s wooden 

stock was cracked but still intact, 
while its barrel was rusted. Its seri-

al number was still visible, which 
allowed experts at the Buffalo Bill 

Center to determine it was made in 
1882.

Though a 1919 advertising cam-
paign branded the Winchester rifle 
as “The Gun that Won the West,” 
the Colt single-action Army 
revolver probably deserved the 
reputation more, Houze said.

In any event, he’s thrilled by 
what he called the “rare find” in 

Nevada, which will eventually go 
on permanent display at the park.

“It’s one of the most exciting gun discov-
eries I’ve ever heard of,” he said. “I’m just 
tickled pink the gun got found.”

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

Call 800-575-4401 to order

   Item # Description Our Price 

 4661 Transformer, 1 Liter $65.95
 4662 Transformer Exotic,1 Liter $84.99

MADE IN THE USA

Akemi Transformer and Transformer Exotic are a 
new development in fast-penetrating color intensi-
fying products. They penetrate and transform dull, 
lackluster and faded stone in only 30-90 seconds 
after application! 

 Transformer Benefits:
• The fastest color intensifier and 

revitalizing product on the market

• Especially suited to adjust and enhance the 
edge color of resin treated stones 

• For natural stones and quartz-based 
 surfaces

• Provides stain protection

• For polished, honed, flamed or brushed 
stone surfaces

• Higher spreading rate than other color 
intensifiers: 300–530 sq. ft. on 
polished surfaces

• Strong and durable color deepening effect 
is weather-resistant

 Transformer Exotic Benefits:
• Highly concentrated formula

• For highly resinated stones

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Akemi Transformer 
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

Now, Thanks to This Revolutionary NEW PRODUCT,
You Can Grab Your Fair Share…

Over the next 17 years, 75 million 
babyboomers will retire. And that’s 
important because the baby boomers 

have been lining the pockets of manufacturers 
and business owners for more than six decades. 
Everything from diapers to cars to high-end 
kitchens and baths to the stock market and 
now, retirement and healthcare needs.

As boomers – and their parents – continue 
to age, more and more will need physical assis-
tance. What’s more, if they want to stay home 
and stay independent, then they’ll need to 
modify their homes to meet safety and acces-
sibility requirements.

In other words, they’ll need to modify their 
homes to be “disability” friendly. That means 
wider doorways, smoother floors and custom 
sinks and vanities that allow for wheelchair 
access.

And for those that don’t stay home, millions 
of them will begin filling the assisted living 
communities being built right now.

Another huge opportunity is the fact that 
all hotels and commercial bathrooms must be 
ADA (American Disabilities Act) compliant.

Either way, you have three huge opportu-
nities to be the go to company in your area 
thanks to Stone Pro’s newest breakthrough 
product - ADA Compliant Wall Mount 
Brackets.

The Aging of America Could Be the Single
Biggest Money Making Event of Your Lifetime…

 Item # Description MSRP OUR Price 
 3743 Stone Pro ADA Compliant Countertop Support  $224.95 $149.95

MADE IN THE USA

Restroom vanity pictures 
captured at a tavern in 
South Illinois

ADA Compliant and Easy to Install
These brackets simplify and streamline the 

installation of vanity sinks in commercial set-
tings where volume is key. General Manager 
Brad Winn of Stone Pro said the product 
offers several advantages to fabricators and 
contractors. “Time savings and consistency 
are going to be a plus,” he said. “If you had to 
custom make every one of these brackets for 
sinks in 200 bathrooms, that adds up to a lot 
of time.”

So, Brad came up with an alternative…

The brackets mount to the wall and form a 
free-standing anchor for granite tops with sink 
cutouts. Also included are angled panels that 
mount on the sides of the brackets that form 
a sleek, modern look and hide the plumbing 
without a boxy cabinet underneath.

Nothing could be simpler than using the 
Stone Pro Wall Mount Vanity Brackets, 
Winn said. “You just bolt them up.”

As a supplier to contractors, you need to be 
aware of how federal regulations regarding 
handicapped accessibility affect the products 
they can offer. Anything that is built these 
days really needs to be ADA compliant.

It’s one stop, one item you can put in place. 
It’s there, and you don’t have to custom build 
everything.

Allows for Multiple Sink Setups
Where the bracket shines is in settings that 

require the installation of many sinks at a time. 
“If you were in a bathroom in a hotel or any-
where it may be and if you had to do multiple 
vanities, you could put these brackets on the 
wall,” Winn said. 

Be the Go-To Company
By placing three brackets every five feet, a 

contractor could place up to three sinks in a 10 
foot span, he said. The brackets make it easier 
to build sinks to meet ADA standards. And if 
you can show your client that every sink will 
be exactly as your promise, then you can be-
come the go-to shop in your area for residen-
tial, commercial and assisted living facilities.

Get It Today
For more information on the Stone Pro 

ADA Compliant Countertop Support, con-
tact the sales reps at Braxton-Bragg, 1-800-
575-4401 today. Or, visit online at www.
braxton-bragg.com.

See the video 
www.braxton-

bragg.com

“Fast and easy to install, 
very strong and effective...”

Troy Pilkington, Shop Manager at 

TNK Design, Maryville, TN

Shop www.braxton-bragg.com for Stone Pro Countertop Support Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Makita® 4101RH 5” 
Masonry Saw 
For Wet Cutting Stone

• Powerful 7.9 AMP motor for the most demanding applications
• Special cover design prevents water from entering into motor housing
• Cuts up to 1-5/8” at 90° and 1” at 45°
• Ground fault circuit interrupter (GFCI) plug
• Lock-on button for continuous operation
• Includes 15 ft. of tubing, water pressure regulator and water valve
• Adjustable depth of cut

 Item # Description MSRP OUR Price 

 9361 Makita® 4101RH 5˝ Masonry Saw, 7.9 Amps $594.95 $368.95
  115 Volt, 6.5 Lbs., 12,000 RPM

Kit Includes:
(1) 15´ Water kit

(1) Water Pressure Regulator

(1) Water Valve

(1) Lock-on Button For Continuous Operation

(1) Ground Fault Circuit Interrupter (GFCI) Plug

(1) Special Cover Design That Prevents Water From Entering Into Motor Housing

Call 800-575-4401

Available at

OUR Price: $368.95

YOU
SAVE

$ 226

Wacky Thievin’ Varmints
family in northern Ohio says 
a man trying to break into 
their home left behind a 
trail of blood after meeting 

their dog at the front door.
  

The family in Port Clinton says they were 
home when their 11-year-old pit bull named 
Mamma heard something at the door and 
began growling.

Tony Byrd Jr. tells The Blade newspaper 
in Toledo he heard screaming coming from 
the front of the house that Sunday night and 
came out to see the would-be burglar shut-
ting the door and running to a car.

Byrd says he then saw a blood trail in the 
snow.

He says their dog normally is playful and 
that she must have sensed something dan-
gerous about the man.

Police were asking hospitals to watch for 
anyone seeking treatment for dog bites.

Too Much Time on His Hands 
A northeast Ohio couple who reported a 

break-in say the burglar apparently was in 
no hurry because he or she took time to feed 
their dog bologna, make a pot of coffee and 
smoke some cigarettes.

WKBN-TV in Youngstown says the cou-
ple from Newton Falls reported that their 
home was ransacked after they were picked 
up by police on an outstanding warrant earli-
er that week. Prescription drugs were stolen, 
along with a video game console, a DVD 
player and dozens of movies.

WFMJ-TV reports police determined that 
someone pried open a side door and that, 
as the police report put it, the intruder “was 
comfortable while they were there.”

One of the residents suggested a possible 
suspect. Newton Falls police were investi-
gating.

Of All the Dumb Cluck 
Hueytown, Alabama police say a door-to-

door salesman dressed in a chicken suit has 
been arrested on an outstanding warrant.

Chief Chuck Hagler says 40-year-old 
Brian Eades was arrested on a Jefferson 
County sheriff’s warrant for assault one 
Tuesday after neighbors complained about 
unpermitted solicitors in their area.

Police say a second man, 58-year-old 
Michael Bratton, was also arrested on an 
outstanding warrant for possession of a con-
trolled substance. Hagler says Bratton was 
with Eades, but wasn’t wearing a chicken 
suit. Police say the men were soliciting for 
a tax preparation service and are being held 
in the county jail. It’s unclear if they have 
attorneys.

Hagler says Hueytown has had ongoing 
problems with unpermitted door-to-door 
salespeople and homeowners should never 

assume that companies screen door-to-door 
salespeople for criminal histories.

Mr. Sandman, Send Me a Scheme 
Officials say a Florida man suspected of 

stealing a car took off on foot from a traffic 
stop and briefly eluded deputies while he 
grabbed a nap under a nearby trailer.

The Pensacola News Journal reports that 
deputies followed the sound of 37-year-old 
Kevin Lee Barbour’s snoring — described as 
a “snorting wild boar” — to discover him that 
Sunday night in Santa Rose County.

Officials say deputies tried to stop Lee, of 
Pensacola, after noticing his vehicle didn’t 
have tag lights. They say that when the dep-
uty activated his siren, Barbour pulled off the 
road and ran.

The deputy followed but eventually lost 
sight of Barbour.

He was in the Santa Rosa County Jail the 
following Tuesday, accused of driving with a 
suspended license, vehicle theft and resisting 
an officer.

Source: Pensacola (Fla.) News Journal, 
http://www.pensacolanewsjournal.com

Would You Like Cops with Your Biscuits? 
Police arrested a western Pennsylvania 

bank robbery suspect when he stopped for 
chicken and biscuits at a restaurant two 
blocks away.

Online court records don’t list an attorney 
for 32-year-old Shane Lindsey, who was 
arrested that Wednesday about 20 minutes 
after he allegedly robbed the Citizens Bank 
in downtown New Kensington.

Police tell the (Tarentum) Valley News 
Dispatch that witnesses saw a bald man 
matching Lindsey’s description run toward 
a restaurant after the heist. Police knew the 
business had surveillance video and went 
inside to view it hoping for clues as to where 
the suspect went — only to find Lindsey 
eating at a booth.

Police say the video showed the suspect 
running past the restaurant and then pausing 
before coming back and going inside.

Source: Valley News Dispatch, 
http://www.valleynewsdispatch.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Makita 5 inch Masonry Saw
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The following can all be caused 
by a simple head injury:

Will your next breakfast bar cause this 
to happen to your customer’s child?

•Prolonged loss of consciousness

•Persistent or severe memory loss, confusion

•Persistent vomiting

•Seizure

•Severe, persistent, or worsening headache

•Suspicion of intentional injury (abuse)

•Behavioral changes (eg, lethargy, decreased  
 alertness, extreme irritability)

•Signs of a skull fracture or bulging fontanel 
 (the soft spot on an infant or toddler’s head)

•Significant scalp bruise, trauma or brain injury 

SEE THE

ANIMATED VIDEO

WWW.BRAXTON-

BRAGG.COM

Imagine if you were to blame for this happening 
to one of your customer’s children. That’s exactly 
what happened to one fabricator in Kentucky.  
Although, instead of a customer’s child… it was 
his own nephew.

Better Design = Safer Product 
The patent-pending I-Brace granite support in-

stalls in just minutes, eliminates the need for cor-
bels or wood supports on breakfast bars and can be 
kept in stock – on the truck or in the shop.  Plus…  
never again will you need to worry about your 
work inadvertently causing injury.

You Get More Profit
What good does it do to sell an extra 10 

square feet of granite if you have to spend the 
profits on high-priced wood corbels? 

Faster Install Times 
Now you can install a breakfast bar or cantile-

vered island top and have it securely braced in 
minutes, with no special hardware or tools re-
quired. All it takes is 2 to 4 I-Braces, a length of 2 
x 4, a few inexpensive screws, construction adhe-
sive, and you’re ready to set the island top in place! 

Fewer Call-Backs 
Now you can offer your customers a more se-

curely braced breakfast bar with no return trip 
needed to install costly, old-fashioned–and poten-
tially dangerous–corbels.

Industry Leading Guarantee
Go ahead and give the I-Brace a try on your next 

breakfast bar and rest assured you’ll be backed by 
the industry leading “Better! Faster! Cheaper!” 
guarantee.

$300/ea $11/ea
MADE IN THE USA

Old-style corbels

 Item # Description MSRP OUR Price 
 12458 The Original I-Brace Countertop Support, 13˝x 2-1/2˝, 3/16˝ Thick $16.95 $10.99

 12460 The Original I-Brace XL Countertop Support, 20˝ x 2-1/2˝, 3/16˝ Thick $22.95 $14.99

 12464 The Original Upper Brace Upper Bar Support, 10˝ x 2-1/2˝, 1/4˝ Thick $17.95 $11.99

 12465 The Original Upper Brace Upper Bar Support, 15˝ x 2-1/2˝, 1/4˝ Thick $22.95 $14.99

 12461 The Original L-Brace Upper Bar Support, 10˝ x 2-1/2˝, 1/4˝ Thick  $23.95 $15.99

 12462 The Original L-Brace Upper Bar Support, 15˝ x 2-1/2˝,  1/4˝ Thick $29.95 $19.99

  Typical breakfast bar islands use 2–4 braces per side.
  Centers should be spaced every 18-24˝.

You can onlY get

the original

i-Brace

at Braxton-Bragg

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the I-Brace
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The Varmint County Chronicles “Boomer” Winfrey
Varmint County Correspondent

HE ice storm and bitter cold 
temperatures that pummeled 
Tennessee, Kentucky and the 
rest of Central Appalachia in 

February did not spare Varmint County.   

The first storm dropped a half inch of ice 
on everything and temperatures then plunged 
to minus-four in Haig Hollow and Mud Lake 
while the weather service’s automatic monitor 
on McCracken’s Peak bottomed out at ten 
below with wind chills to minus thirty.

By comparison, the weather was practically 
balmy around courthouse square in Lower 
Primroy, where it only dropped to a low of five 
degrees on the coldest night of the week. Local 
wags naturally attributed the spike in tempera-
tures to all of the hot air being generated by 
politicians in the courthouse, but truth is, most 
of the politicians were nowhere to be seen, all 
ice-bound at home for five days.

The major problem was predictably the ice, 
which downed trees and power lines all over 
the county. The Stinking Creek Utility District 
reported that over 4,000 homes lost power, 
which considering how many folks in the 
SCUD service area live off the grid or steal 
power from a neighbor’s lines, probably meant 
close to 100 percent of the utility’s customers.

With Varmint County schools shut down 
for the week, along with basketball games 
and practice, Coach Penny Haig decided to 
use her time checking on the welfare of her 
Haig Hollow relatives. Penny recruited cousins 
Corky, Lamance and Kermit “Doodle” Haig to 
accompany her and the four set out in Penny’s 
4-wheel drive Chevy Blazer, loaded down 
with food, water, kerosene heaters and first aid 
supplies.

Power was predictably out all over Haig 
Hollow as close to eighty trees collapsed from 
the ice, taking out power lines and blocking 
roads. The situation could have been much 
worse except for the fact that many Haigs cling 
to old ways and reject modern conveniences 
such as basic electricity.

Penny found many families having to do 
without their electric lights and dish TV, but 
staying warm in front of their fireplaces and 
cooking meals as always, on their wood or 
coal stoves.

Not so her grandpa Elijah, who had used 
his profits from the government contract for 
spring run moonshine to build an antebellum 
mansion with all the modern conveniences. In 
times past, Elijah’s twelve bedroom home has 
served as a refuge of sorts for other members of 
his clan. He sheltered a dozen families after the 
tornado outbreak in ’12 and last spring, seven 
families from the lower end of Haig Hollow 
found Elijah’s home open to them when their 
homes were washed away in a flash flood 
along Shine Branch.

The flood took out over a dozen homes and 

in a devastating blow to the local economy, 
an equal number of moonshine stills. Elijah’s 
door was always open to folks in need. The 
challenge was getting them to leave once the 
disaster was past, since his home was luxurious 
by any standard.

Pittance Haig, a widow whose home washed 
away in the flood, had to be physically ejected. 
Pittance decided Elijah needed a woman’s 
touch around the house and determined to 
extend her stay indefinitely, but the old man 
would have none of it.

“I was happily married for over 50 years to 
my beloved Matilda, God rest her soul. I don’t 
want a replacement wife and I don’t need a 
replacement wife or a housekeeper,” Elijah 
told Pittance. “Time for you to go.”

“Where am I going to go? I lost my home,” 
she asked, sobbing.

“I just had the boys build you another one, 
complete with new furniture, a satellite dish 
and a big television to watch yer soap operas 
on,” Elijah announced. “Now, please go home 
and leave me in peace.”

This time Elijah’s mansion was no refuge 
for other Haigs, however. The electric heat 
pumps silenced, the windows frosted over and 
four-foot icicles hanging from the columns on 
the front portico, the Haig Mansion looked like 
something out of a winter fairy tale.

Penny found her grandpa resting comfort-
ably, however, having taken refuge in Granny 
Haig’s cabin behind the mansion. Granny, you 
might recall, is the 105-year-old (more or less) 
matriarch of the Haig Clan. When Elijah built 
his mansion, she refused to move in, preferring 
the familiar surroundings of the little cabin 
where she was born and raised.

Now, Elijah found himself thankful for 
Granny’s stubborn refusal to go modern. Penny 
found her grandpa and great-grandma sitting 
down to a piping hot bowl of possum stew and 
cornbread while logs cracked in the fireplace 
and the stew simmered on top of the wood 
cook stove in the corner.

“Looks like I don’t need to worry about you, 
Grandpa,” Penny grinned.

“Nope. We got everything we need right 
here. Well, almost. It’s a mite of a cold trip out 
to the outdoor privy,” Elijah replied.

“Boy, ain’t you learned nuthin’ yet?” Granny 
piped in. “What do you think them chamber 
pots under my bed is for, anyhow?” 

One by one, Penny and her cousins checked 
on every home in the hollow, leaving off food, 
kerosene heaters to those few who had no fire-
place or wood stove and patching up Sparkle 
Haig’s youngest boy, who had a nasty gash on 
his forearm from a sledding accident.

Finally the group worked their way to the 
head of Haig Hollow, where the gravel road 
gave way to mule paths and homes were 
scarce.

“Nobody left now except Uncle Em, I reck-
on,” Corky Haig commented as they left the 
last house, having dropped off a pot of beef 
stew and some kerosene.

“He’s probably alright. He heats with a 
fireplace and burns oil lamps for light. I doubt 
Uncle Em has even noticed the power is off,” 
Penny added. “Still, we’ve come this far, we 
need to check on him.”

Embodene Haig, or Uncle Em as the younger 
members of the clan referred to him, is Granny 
Haig’s youngest brother, a spry lad of not more 
than 85 who has lived by his wits and alone for 
the better part of 30 years, since his beloved 
wife Delilah passed away giving birth to the 
couple’s only child.

Tragically, the boy, Jeremiah, was one of the 
three young Haigs who died in a still explosion 
over on Connor’s Branch a few years back, 
leaving the old man with no immediate family 
to look after him.

As Penny nudged her Blazer into gear and 
began crawling up the mule track toward Uncle 
Em’s cabin, she recalled fondly the one time in 
over twenty years that the old man had left his 
beloved hollow, to watch her play basketball in 
the state tournament.

“I couldn’t hardly let my favorite niece play 
for a championship and not be here to cheer 
you on, even if I don’t quite get the purpose 
of this game,” Uncle Em told a shocked Penny 
when she spied him in the crowd. 

Penny suddenly felt a chill run through her 
as they rounded a curve and Uncle Em’s cabin 
came in to view. It was dark, and no smoke 
was wafting from the chimney. The one glass 
window in front was totally frosted over and 

there were no tracks leading through the snow 
from the woodpile to the front door, as one 
would expect.

Penny knocked on the door and hearing no 
reply, pushed it open a bit to reveal an icy cold 
interior.

“Oh, God! Uncle Em, Uncle Em! Are you in 
here?” she called out.

“Penny, is that you? I’m over here in the 
bed,” came the faint reply, barely a croak.

Penny rushed inside to find her great-great 
uncle lying in bed with only his face peering 
out from the blankets, frosty steam rising with 
every breath in the cabin’s icy air.

“Uncle Em, why don’t you have a fire going? 
It must be ten degrees in here!”

“Niece, I done gone and slipped on that ice 
and I think I broke my hip. I barely made it 
back in the house and I just run out of things to 
burn,” the old man replied, his voice barely a 
whisper. “I burned up all them old newspapers 
and every one of Delilah’s old books except 
the family Bible. I busted the kitchen chairs 
and table up as best I could and burnt them 
too. Even burned Jeremiah’s old baseball bat.”

While Uncle Em was talking, the Haig cous-
ins were busily hauling in firewood and getting 
a blaze started in the fireplace. “I brought in 
the Coleman stove,” Doodle announced. “I’ll 
crank it up and get some hot coffee boiling in 
a few minutes.”

“Uncle Em, we’re going to get you warmed 
up and then we’re going to get you down the 
mountain to Doc Filstrup, let him look at your 
hip. What I can’t understand is how you’ve 
managed to keep from freezing to death in here 
all night without heat. It’s almost as cold in this 
house as it is outside.”

“Well, Penny, the good Lord just looked 
after me I guess. Plus it don’t hurt none when 
you’ve got a dozen good hound dogs,” Uncle 
Em replied.

He then lifted up the blanket to show his 
bedmates, his pack of prized Blue Tick Coon 
Hounds, all piled in around Uncle Em’s legs, 
arms and body. “I guess we all just kept each 
other warm,” he chuckled.

Later that week, Penny stopped by Doc 
Filstrup’s clinic, where her Uncle Em had 
taken up temporary residence.

“Doc, Grandpa Elijah is going to take care 
of Uncle Em for awhile once his electricity is 
back on and the house warms up. Granny Haig 
will come over and help feed and bathe him 
while his broken hip is healing and Corky is 
taking care of his hound dogs. Other than the 
broken hip, did you find anything else wrong 
with him?”

“Penny, the old man is amazing. A minor 
hip fracture, but no hypothermia, no frostbite, 
not even a head cold from that ordeal,” Doc 
replied. “There was one thing though. The poor 
old guy is absolutely eaten up with flea bites.”

Varmint County Folk have Their Own Ways of Dealing with Ice and Cold
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Continued on page 31

OST types of quartz-based 
stones are clastic sedimen-
tary stone, composed of 
particles or grains usually 

cemented with varying amounts of either 
hydrous silica or crystalline quartz.             

In laymen’s terms, most are simply either 
sandstone or metamorphic (created by heat and 
pressure) sandstone.

The groups as defined by the MIA Design 
Manual are Quartz, Crystalline Quartz, 
Sandstone, Quartzite, Metaquartzite, Quartz 
Pebble, Metaconglomerates, Chert, Agate, and 
Flint.

Quartz is composed of the two most abundant 
elements in the Earth’s crust: silicon and oxy-
gen, which respectively make up 28% and 47% 
by weight of our planet’s lithosphere. Of all 
the common minerals, quartz lasts the longest 
in the environment. Most of the beaches in the 
world, with a few exceptions, are quartz sand. 
Now, that is interesting.

Quartz has a Mohs Scale hardness rating of 
7 (talc =1 and diamond =10), much like that of 
granite. It takes a higher Mohs Scale number 
to scratch a lower number. Quartzite and sand-
stone are hard durable materials.

The colors found in quartzite are primarily 
due to iron oxides. The presence of limonite 
usually yields yellow, brown, and buff shades; 
the presence of hematite yields darker brown or 
red. Illite, sericite, and chloritic minerals supply 
blue hues–like Bluestone. Of course this group 
is composed of natural stones so there may be 
other elements in the stones which may add 
color or character– at no extra charge.

Many of the quartzites quarried in the 
Crossville, Tennessee area are capable of tak-
ing different surface finishes like natural cleft, 
sandblasted, thermal, saw cut, honed, and even 
take a polish. The Crab Orchard variety is very 
popular. It depends on the type of quartz-based 
stone and the finish required for the project to 
determine which surface is best to use. Crab 
Orchard is excellent for flagging, stacked stone, 
pool surrounds, walkways, patios, countertops, 
and many other installations. Of course being 
from Tennessee, I am partial to this beautiful 
warm brown stone.

American Bluestone, which is a dark gray 
coarse-grained sandstone from the Northeast, is 
also in this category. Quarried in PA, NY and 
all the way up into Canada, it is a very common 
stone used in many building applications. 

Brownstone is another type of sandstone that 
is very popular in the Midwest and Northeast.

Porosity with these materials is varied based 
on the particular stone and surface finish. In 
most all situations, use of an impregnator will 
help render the stone surface more resistant to 
staining and reduce freeze-thaw concerns. 

True impregnators should not appreciably 
affect the permeability (ability to pass vapor) 

For polished finishes, I would recommend a 
pH neutral cleaner and for all honed and tex-
tured materials I would recommend the stone 
soap. The reason is that a good stone soap actu-
ally leaves behind conditioners which are good 
for most all porous honed or textured materials. 

However, use of a stone soap may leave a 
slight film behind on denser polished surfaces, 

of the stone or the natural appearance. There 
are also intensifier impregnators or penetrating 
sealers that will enhance the natural colors on 
honed or textured surfaces. 

Many customers prefer the intensified look 
which brings out the beauty, character, and 
natural colors of these stones.  In any case, it is 
advised to protect these stones with the impreg-
nator of personal choice. 

Routine maintenance for stone that is used 
for countertops, flooring, and other applications 
should be accomplished with either a quality 
neutral cleaner or natural stone soap. 

which could require buffing. 
Occasionally, exterior stone may need a com-

bination of a deep cleaner with a good pressure 
washing. Interior periodic intensive cleaning 
can be accomplished with the deep cleaner 
and a nylon scrub brush on textured and honed 
materials as well as helping to clean the grout. 

Restoration & Maintenance Corner
Quartzite, Crab Orchard and Bluestone

Bob Murrell 
Stone Restoration

Quartzite has many traditional, exterior uses as a dimensional and decorative building material.

Above: Honed Quartzite fireplace surround and hearth with a honed finish.

Photos provided by Bob Murrell

Left: Quartzite bluestone steps with a natural, chiseled edge.
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On an annual basis or after any deep clean-
ing, always test to see if the stone needs more 
impregnator. An impregnator integrity test is 
very complicated–Not! Simply pour a small 
amount of clean water on the stone to make 
sure it still beads satisfactorily. If it does not or 
turns dark quickly, that means water is being 
absorbed, and it is safe to assume you can apply 
more impregnator.

These stones have been used in the dimen-
sional stone industry for hundreds of years and 
are becoming even more popular today. So the 
chances of running into one are increasing. 
They are fairly durable and chemically resistant 
materials and not overly sensitive but like any 
material, they are subject to environmental 
contaminants. 

Always try to submit a test area to confirm 
the products, procedure, and results. And of 
course, partner with a reputable distributor 
for quality products and technical support. 
Braxton-Bragg has high-quality pH neutral 
cleaners, stone soaps, and impregnators that 
work well with quartzites.

 
Bob Murrell has worked as a supplier of 

products and technical support to the natural 
stone industry for over 35 years. He has written 
numerous articles for various trade publications 
and has also trained thousands of contractors 
over the last 25 years.

Restoration & Maintenance

Quartzite can also be polished, as shown 
with these two dramatic slab tables.

Quartzite conference table, sealed with a good 
penetrating sealer. Stone Shield Penetrating 
Sealer for Polished Surfaces works well with 
quartzites. For honed quartzite that needs to be 
sealed, use Stone Shield for Porous Surfaces.

Crab Orchard quartzite block on a saw at Big Lick Sawed Stone in Crossville, TN

Order online or call 1-800-575-4401 before 
5:45 pm eastern for Same Day Shipping.

Fax 800-915-5501
www.braxton-bragg.com

• Grinder with a blade is all you need

• No special tools needed

• Self-locking with spring clip

• Sink rims up to 3/4 inch

• Quick and easy

• Professional results every time

NEW!NEW!

All it takes is a 
Makita® and 

About 5 Seconds!

GoClips are another innovative, 
quick and easy way to secure 

your undermount sink to a stone 
countertop.

 Item # Description  LOW Intro Price 

 7870 GoClips Sink Clip  $1.45

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for New GoClips
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The Slippery Rock Classifieds
Ads not meeting guidelines will not 
be published. 

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

•All faxed ads must be typed–No 
hand-written ads–No exceptions. 
•Please review all your ad info before 
submitting– NO refunds will be given 
for ads that are submitted with the wrong 
contact info or content and then pub-
lished.
•Best way to submit an ad is by going 
online at www.slipperyrockgazette.net 
for a free ad, or use the online form for 
a print ad, then fax payment to 865-688-
8254, (Attn: Karen Richards).

2015 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

May 2015 Wednesday, April 8, 2015

June 2015 Wednesday, May 6, 2015

July 2015 Wednesday, June 3, 2015

For Sale

FOR SALE: New, in stock, Upstate 
New York; Steinex Hydraulic Stone 
Splitters & Extreme Duty Conveyors.  
242 ton MENHIR “H-frame,” 39.37˝ 
Blade length & 23.62˝ Blade Height. 
55 ton BROADWAY “H-frame,” 
23.62˝ Blade length & 11.81˝ Blade 
Height. 132 ton IGLOO “C-frame,” 
18.9˝ Blade length & 17.72˝ Blade 
Height. 77 ton IGLOO “C-frame,” 
17.72˝ Blade length & 15.75˝ 
Blade Height. SHERPA Motorized 
Conveyor w/High Sideboards, 13.12´x 
3.28´, Dual Track & Single Track 
Conveyors 9.84´ x 3.28´. For more 
information or to schedule an appoint-
ment, please contact André @ (518) 
260-2158 or email apexequipintl@
aol.com.

_____________
_____________ 

Repair Services

AIR TOOL OVERHAUL –  
Complete overhauls for selected mod-
els, include ALL NEW upgraded bear-
ings, oil seals, O-rings, body gaskets, 
head packing, vanes, and the honing 
of cylinder. We will restore YOUR 
TOOLS to run like NEW! FREE Pre-
Overhaul Inspection. $159.00 plus 
$4.95 Shipping and Handling. Call 
for available model numbers. Stone 
Perfect Enterprises, Inc. Call 503-705-
2398. Email: rogerc52@comcast.net

_____________

Business Opportunities

Do you want 10, 20, 30 + more 
installs per month? We can take you 
from wholesale to retail and fill that 
void left by channel partner’s drying 
up. We have generated over 5 Million 
in sales for our partners in 2013. Your 
phone can be ringing in as little as 
24 hours. Call today 877-877-1916 
or visit www.FireUps.com. Granite 
Marketing Experts. We have clients 
doing up to 70 installs per month from 
our programs - Sell More Granite.

_____________ 

gy ionically bonds with the surface 
of your natural stone, sealing it and 
protecting it from hard water spots, 
mineral buildup, and stains. Supreme 
surface cleaners are the brainchild of 
stone industry veteran Tom Munro 
who embarked on a quest to find 
the BEST granite cleaner. What he 
found, however, was no one product 
that offered a no-rinse, streak free 
(even on black granite), eco-friend-
ly formula that would clean, polish, 
and protect granite and other natural 
stones against stains, and was made 
in America. Since the perfect stone 
cleaning product didn’t exist, Tom 
invented it...Together with a chemist 
that he met though his stone design 
business, Tom developed a unique 
3-in-1 formula that will clean, polish, 
and protect your granite countertops. 
It is non-toxic, biodegradable and 
safe to use around food preparation 
areas, children, and pets. Tom’s stone 
cleaning product, Supreme Surface 
Granite Cleaner & Conditioner, leaves 

Diamond Belt Saw Business: Molds 
and accessories to make 22 to 42 ft. 
quarry diamond belt saws 1-1/2˝ wide. 
Also mold to make 1/2˝ mill diamond 
belt saw. Included - diamond segment 
support, cable, urethane, curative,  heat-
ing oven, 7 metal tables, digital control 
panel, thermocouples, electric heaters, 
exhaust hood, and various hand tools. 
Video tape on manufacturing process. 
$5,000. Call 936 537-0520 or Email: 
jbridwell@texasdiamondtools.com.

_____________ 

Stone Care

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

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

Readers Please Note:

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

Premium diamond tooling and equipment at 
rock-bottom prices. Call now – Limited Quantities!

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

 • Raptor 6˝ Portable Saw (Demo), $999.00  
• Viper® 4˝ Turbo Blade, no quad holes, 3 for $20 

• Scorpion™ 5˝ Turbo Blades #1031, 10 for $99.00 
• Flex LW1503 #880299 Demo Polisher, $95.00 

• Demo Hercules® Rear Exhaust Air Polishers #386699, 
$129 • Demo Flex Air Polisher #1778299, $150 • Demo 

5˝ Flex LE12-3 Polisher #880399, $199

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

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

Thassos White MarbleThassos White Marble

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

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

Visit www.stoneforensics.com

Historical Restoration & Preservation
Visit the Stone Forensics 
website to register. The 
two-day Seminar is $995.
Class size is limited – 
reserve your space today!

Eager to break into this 
specialized field? 
Frederick M. Hueston 
will present an exclusive 
seminar on historical 
stone restoration and 
preservation on August 
12-13, 2015, in Melbourne, 
Florida. Learn…
• What is Historical Restoration?
• Standards for Rehabilitation and  
 the National Register
• Repair, Cleaning, & Maintenance  
 of Historical Stone Masonry
• Long-Term Effects of Cleaning

Call 321-514-6845

Join Us 
Each Month!
For your subscription requests,  

address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

a streak free shine, every time—even 
on black granite! But Tom wasn’t 
satisfied. To learn what others thought 
of his new granite cleaner he gave it 
away—free. “We sent our free sam-
ples across the USA to everyone that 
wanted it… Yes, everyone! It wasn’t 
long before we shipped out thousands 
of free samples, and even paid the 
shipping. All this, just for their feed-
back on how we could improve our 
product!” Log on and see for yourself:
http://www.consumerstonecare.com/

_____________
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

Five specialized bearings 
increase tool performance

• Spindle speed: up to 4,500 RPM • 88 Db • Side Exhaust  
• Air consumption: 16 cfm @ 90 psi • Weight: 3 lbs. 
• Length: 7”  • Center water feed  • 5/8–11 spindle thread  
• Built-in water dispenser • Reversible side handle 
• Textured, rubber coated body for secure grip 
• 90-day warranty
Comes with: Wrench, adapters, 12 foot water hose, air lubricant

Who Else Wants to Own the #1 Best-Selling Air Polisher?
Two Models to Choose From

• Spindle speed: up to 3,500 RPM 
• Rear Exhaust 
• Air consumption: 15 cfm @ 90 psi  
• Less noise: 88 Db 
• Weight: 3 lbs. 
• Length: 8” 
• Center water feed 
• 5/8–11 spindle thread 
• Built-in water dispenser 
• Reversible side handle 
• Textured, rubber coated body for secure grip 
• 90-day warranty

Hercules® Variable Speed Wet Air Polisher
with Rear Exhaust

 Item # Descripti  on Reg. Price Sale Price 
 3866 Hercules® VS Wet Air Polisher, Rear Exhaust $198.95 $174.95

  Back-Up Pad Sold Separately  

Comes with: Silencer, air and water line sleeves, air hose adapters, clamps, 
water hose, air lubricant and wrench; back-up pad sold separately

 Item # Descripti  on Reg. Price Sale Price 
 3803 Hercules® VS Wet Air Polisher, Side Exhaust $164.95 $149.98

  Back-Up Pad Sold Separately  

BIG
SALE
$17495

Hurry—Sale Ends April 30, 2015

Hurry—Sale Ends April 30, 2015

Save time 
AND money! 

Get maximum productivity 
with high-quality tools that  

fit your budget!

Rear
Exhaust

Hercules® Variable Speed Wet Air Polisher
with Side Exhaust

#1 Seller! 
Most Popular

BIG
SALE

$14998

Get the most out of your
polishing pads with these

high-performance air tools!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Hercules Air Polishers
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Casinos Place Their Bets on 

Waterjet-Fabricated Floor Designs
IS no accident that some 
of the most elegant and 
luxurious lobbies are found 
in world-class casinos. 

“Casinos should seduce us with a sense of 
magnificence,” says Roger Thomas, who 
designed the Bellagio in Las Vegas.               

There’s even research to prove that people 
relax and spend more when welcomed by 
opulent settings. “People tend to take on the 
characteristics of a room,” Thomas says. “They 
feel glamorous in a glamorous space and rich 
in a rich space.”  

In their quest to create magnificent lobby 
floors, casino architects are turning to water-
jet-fabricated medallions and whole-floor 
designs. 

“Waterjet technology fuels the imagination of 
the designer, because your options are virtually 
unlimited,” says Jim Belilove, CEO of Creative 
Edge Master Shop. “It allows you to cut intri-
cate shapes in multiple colors and multiple 
materials, including durable stone and marble. 
If you can imagine it, you can create it.”

Belilove should know. Creative Edge, which 
he founded in 1986 in tiny Fairfield, IA, 
pioneered the use of waterjet technology for 
architectural functions. Their reputation spread 

and — spinning the wheel forward twenty-five 
years —  today their award-winning creations 
grace the floors of five-star hotels, embassies, 
convention centers, airports, villas, palaces, 
luxury private residences — and casino lob-
bies — worldwide. 

A Tour of Luxurious Casino Floors
Waterjet work can be seen as spectacular 

visuals in casino lobbies across the country, 
with each unique design fabricated using state-
of-the-art waterjet technology.

Caesar’s Palace 
 Hotel and Casino, Las Vegas

This elegant natural marble floor was Creative 
Edge’s first casino commission. Fabricated in 
1992, to this day it remains an enduring icon of 
grace and beauty. 

“A beautifully crafted marble floor will last 
as long as the building,” notes Belilove, “mak-
ing it a sound investment in art and durability.”

The Rivers Casino, Pittsburgh 
Located in Pittsburgh’s newly revived river-

front, this 2009 showpiece features an undu-
lating glass façade that takes advantage of 
panoramic river views, the downtown skyline, 
and natural light. Continued on page 35

Super-sized terrazzo Hibicus flowers, Rancho Graton, Sonoma County, California

10,000 feet of inlaid terrazzo, The Cosmopolitan of Las Vegas;  Inset: World of Poker floor inlay

Creative directional arrows installed at New York, New York Hotel and Casino, Las Vegas

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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The theme of water and light is continued 
in the contemporary interior design. Creative 
Edge’s designer Annie Aalto created a free-
form, whole-floor design featuring flowing rib-
bons of flamboyant Red Onyx and Indus Gold 
natural marble that dance beneath a light-pul-
sating chandelier called The Drum. The result is 
a warm, playful and celebratory effect. 

Binion’s Horseshoe Hotel 
and Casino, Las Vega 

Commissioned to design the floors of the 
card rooms that host the yearly World Series 
of Poker, Creative Edge fabricated the series’ 
emblem in three different materials: granite, 
brass and quartz. “Waterjet’s cutting preci-
sion allows brass to be inlaid into granite and 
quartz,” says Belilove. “Multiple materials can 
be combined in an artistic design.”

The Cosmopolitan of Las Vegas
This dazzling new installation features a geo-

metric design of interlocking rings in 10,000 
square-feet of brilliant, durable and cost-effec-
tive terrazzo floors. “Casino floors have to be 
unique and visually pleasing, but they also have 
to be extremely durable and easy to maintain 
as there is such a high volume of pedestri-
an traffic,” notes Mark Balogh, president of 
ArCon, the design firm that designed the floor. 
“Finding the right materials that set a casino 
floor apart from the competition, maintaining 
design integrity and being practical and cost 
effective are key.”

Rancho Graton, 
Sonoma County, California

Twenty-eight giant hibiscus flowers realized 
in brightly colored terrazzo sets a lively theme 
for this Native American casino’s floor. “We’ve 
found that waterjet technology is equally useful 
in creating designs in terrazzo,” says Belilove. 
“Using waterjet to fabricate the metal forms and 
patterns for use in the terrazzo tile industry has 
opened up a new level of creativity in terrazzo 
flooring,” says Belilove. 

New York, New York 
 Hotel and Casino, Las Vegas

The waterjet process is equally at home fab-
ricating medallions and whole-floor designs 
in resilient materials. For the New York New 
York Hotel and Casino in Las Vegas, luxury 
vinyl was incorporated in a series of colorful 
medallions to direct visitors to the roller coast-
er. The result is a highly detailed and colorful 
signage emblem that entices children and adults 
alike to follow the arrows. “Today, with thou-
sands of colors and dozens of resilient flooring 
materials available—from VCT to luxury vinyl 
to rubber to cork—there is literally nothing to 
limit a designer’s vision,” says Belilove. 

An Update on Waterjet
Waterjet technology forces 50,000 pounds 

of pressures of water through 1/8- inch tubes 
before it emerges from a tiny head of sapphire, 
ruby or diamond as a micro-cutting tool. The 
water is mixed with an abrasive, usually pow-
dered garnet. 

“The tiny stream of water looks harmless, but 
it could cut off your hand,” says Belilove. 

 “When we started back in the 80s, waterjet 
technology was being used for cutting wind-
shields, metals and food: frozen pizza, olives, 
and green beans. It occurred to us that this 
could be a great thing for architectural finish 
material.”

Indeed, the high-pressure water cuts through 
the most brittle of floor materials—such as 
glass, stone, ceramic tile, marble, travertine, 
limestone and granite in slabs up to 3 inches 
thick—as precisely as a laser. And because 
the heat is carried off by the water, waterjet 
can slice stainless steel, aluminum, copper and 
bronze without warping, burning or oxidation. 

Looking back on 25 years of waterjet design, 
fabrication, and innovation, Belilove says,

“By pushing the envelope Creative Edge 
spearheaded the use of inlaid stone and metals 
in floors. Yet it was the waterjet technology 
that made it possible to create such grand and 
elaborate floors for casino lobbies.”

Casinos Waterjet-Fabricated 
Floor Designs

Caesar’s Palace Hotel and Casino, Las Vegas

 Item # Description MSRP OUR Price 

 6765 Talon™ Electroplated Marble Blade, 4˝ x 5/8˝, Max. 13,700 RPM  $41.95 $27.95

 6766 Talon™ Electroplated Marble Blade, 4-1/2˝ x 5/8˝ Quad Holes, Max. 13,300 RPM  $44.95 $29.95

 6767 Talon™ Electroplated Marble Blade, 5˝ x 3/8˝ Quad Holes, Max. 12,200 RPM  $47.95 $31.95

 11059 Talon™ Electroplated Marble Blade, 6˝ x 5/8˝, Max 10,000 RPM  $65.95  $43.95

 11060 Talon™ Electroplated Marble Blade, 7˝ x 5/8˝ Quad Holes, Max. 8,500 RPM  $74.95 $49.95

•Fast, chip-free cutting
•For medium to softer grades of  
 marble and other soft stones
•All blades have quad holes  
 except for the 4”

Our dry-cutting Talon™ Marble Blade is designed to 
cut very fast and chip-free on medium to softer grades 
of marble, limestone, travertine and other soft stones. 
Talon™ Marble Blades are our #1 selling small blades 
for marble. This versatile blade can be use with a grinder 
or on a small stone saw. Talon™ Marble Blades can be 
used wet or dry.

Talon™ Electroplated Marble Blades 

Give Lee Woodson a call 
toll free at 800-575-4401.

Order online or call 1-800-575-4401 before 
5:45 pm eastern for Same Day Shipping.

Fax 800-915-5501
www.braxton-bragg.com

NEW &

IMPROVED

Call me!
800-575-4401

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Talon Marble Blades
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HE MIA announced the win-
ners of the 2014 Pinnacle 
Awards competition during 
its annual Awards Luncheon, 

held during StonExpo/Marmomacc 
Americas 2015 in Las Vegas, NV.           

The Pinnacle Awards recognize excellence 
in commercial, residential and renovation/res-
toration of natural stone projects worldwide. 
Projects selected as winners must demonstrate 
exceptional beauty, creativity, ingenuity, and 
craftsmanship in the use of granite, marble, 
travertine, limestone, and other natural stones.  

Sponsors of the Pinnacle Awards are: MAPEI 
for the Commercial Awards; Blanco for the 
Residential Awards; and Coldspring for the 
Renovation/Restoration Awards. The competi-
tion is open to MIA members around the world.

During the Awards Luncheon, the MIA also 
presented the 7th annual Grande Pinnacle 
Award, sponsored by Marmomacc. A Grande 
Pinnacle Award was also presented to the archi-
tect involved with the winning project. The 
2014 Grande Pinnacle Award winner is:  

Stones and Roses International Company 
Ltd. of Samutprakarn, Thailand for the amaz-
ing Residential Interior/Exterior work on the 
Navathani Residence in Bangkok, Thailand. 
Traditional Thai homes are usually built as a 

to Las Vegas Rock Inc., Jean, NV for the 
Conrad N. Hilton Foundation Headquarters in 
Agoura Hills, CA.

• Commercial Exterior Award of Excellence 
to Kenneth Castellucci & Associates Inc. of 
Lincoln, RI for the Massachusetts Maritime 
Academy in Bourne, MA.

• Commercial Exterior Award of Merit to 
Carnevale & Lohr, Inc., Bell Gardens, CA for 
the Film Archive and Preservation Center in 
Santa Clarita, CA.

• Commercial Exterior Award of Merit to 
Creative Edge Master Shop, Inc., Fairfield, IA 
for Spotlight on Broadway Map, Times Square  
in New York, NY.

• Residential Interior/Exterior Award of 
Merit to Stones and Roses International Co. 
Ltd., Samutprakarn, Thailand for the Residence 
Bangsen in Chonburi, Thailand.

• Residential Interior/Exterior Award of 
Merit to Picasso Tile & Stonework, Tempe, AZ 
for Hadstan in Paradise Valley, AZ.

Congratulations to all the winners.

2014 Pinnacle Awards Judges:

Mr. Daniel Lobitz, Partner
Robert A.M. Stern Architects, LLP
460 West 34th Street
New York, New York 10001

cluster of physically separated rooms arranged 
around a large central terrace.  

Interpreting the traditional typology of the 
Thai houses, the Navathani Residence consists 
in 2 parallel wings, separated by a large garden 
and a swimming pool. The objective of the 
stone architecture is to give a sense of unity and 
blend the building with trees, plants and other 
natural landscape. 

The choice of Thai travertine was selected 
for the main stone for the interior space and 
the stone featured on the façade changed to a 
minimalist grey basalt. 

The judges commented that the project excels 
with a large variety of stone finishes and com-
bines well the travertine color with the sleek 
design. They also praised the project for its 
gorgeous, juxtaposition of materials and inven-
tive use of stone.

The architectural firm of Architects49 House 
Design Limited of Bangkok, Thailand, archi-
tect for this project, was also presented with a 
Grande Pinnacle Award.  

The 2014 Pinnacle Award winners featured in 
the March issue of Slippery Rock Gazette are:

• Commercial Interior Award of Excellence 
to Las Vegas Rock Inc., Jean, NV for the 
Antero Resources Corporation in Denver, CO.

• Commercial Exterior Award of Excellence 

Hana Kassem, AIA, LEED, AP
Director
Kohn Pedersen Fox Associates PC
11 West 42nd Street
New York, NY 10036

Christian Pongratz
Pongratz Perbellini Architects
VRoooMSTUDIO
Via d.a. Tridentina 9
37057 s.g.l. Verona, Italy

Jonathan Zanger
Immediate Past President,
MIA
Walker Zanger
1050 Amboy Avenue
Perth Amboy, NJ 08861

Chuck Muehlbauer
Technical Director
MIA

2014 MIA Pinnacle Awards (Part 2)
Continued from SRG March 2015 issue

 AWARD OF MERIT: Commercial Interior

Center for Strategic Intelligent Studies (CSIS) Headquarters
Washington, D.C.

THE Center for Strategic 
Intelligent Studies (CSIS) is the new 
headquarters for one of the leading 
think tanks in Washington, D.C. 
This project has achieved LEED 
Platinum certification. The build-
ing was designed to be fully 
occupied by the owner.

The interior space is completely clad and 
paved in elegant marbles. The walls are clad 
in Tennessee Pink marble with a sand blasted 
finish. The design allowed for the same appear-
ance of the exterior stone finish to pass through 
into the interior space at all the curtain wall 
intersections. This helped create the appearance 
of a floating glass wall. The interior public 
space is open from the garden basement level, 
through the 1st floor, and open to the ceiling 
of the 3rd floor. This open space is completely 
clad with Tennessee Pink marble, fabricated 
by the Tennessee Marble Company, which 
created a very warm and uniform background. 
The Tennessee Pink marble is used on all nine 
levels of the interior.

The interior floor was fabricated in 
Statuario Venato honed marble in large 

format parallelograms with accents of 
a soft warm grey Fior Di Bosco. The 

interior paving stone was fabricat-
ed in Carrara, Italy by Santucci 
Armondo.

The lobby desk and numer-
ous fireplaces utilize sawn small 
strips, laid with tight joints, to 
create a very unique modern 

appearance. The interior space is 
considered one of the most elegant 

in the Washington, D.C. market.

Continued on page 37

MIA Member Company: 
Rugo Stone, LLC
Lorton, Virginia

Stone Supplier | Stone Fabricator
Stone Installer

Other Project Team Members: 
Hickok Cole Architects

Architect
Hitt Contracting Inc.

General Contractor
Santucci Armando, Srl

(MIA Member Company)
Structural Stone LLC

(MIA Member Company)
Stone Fabricators

Tennessee Marble Company
(MIA Member Company)

Stone Supplier | Stone Fabricator
Stone:

Tennessee Pink Marble
Statuario Venato Marble

Fior Di Bosco Marble

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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 AWARD OF MERIT: Commercial Interior

Celine
Beverly Hills, California

CELINE, a high-end fashion company, 
opened its new 3,100 sq. ft. luxury boutique 
in April 2013. It is a showcase of stone work 
on the world-famous Rodeo Drive in Beverly 
Hills, CA.

The materials for the project were chosen by 
lead Celine designer, Phoebe Philo. Samples 
were reviewed prior to selection by the design 
team in France and purchased by the owner.

Mechanically attached 5 ft. x 6 ft. panels of 
Turquoise Blue quartzite were chosen for the 
store’s exterior cladding, which wrap into the 
interior entryway. The store interior has 3 in. 
thick cross-cut Roman travertine walls and 
matching display shelves. Fire Red onyx is 

used as an accent material on the shelves, while 
Brown Wood onyx is used for the honeycomb 
door panels. 

The store’s feature wall is beautifully book-
matched Jade onyx, which continues around to 
clad the changing room door panels in a honey-
comb system. The wall is 14 ft. tall, with piece 
sizes measuring 4 ft. 2 in. x 6 ft.

Throughout the process, the team from 
Amalfi Stone & Masonry faced and over-
came several challenges. One obstacle was 
the City of Beverly Hill’s tough construction 
constraints. Delivery of the large pieces of 
Turquoise Blue quartzite and Green onyx was 
difficult as Amalfi Stone & Masonry had limit-
ed sidewalk space to mobilize and lift the pieces 
to the height of the store front for installation. 

Also with no on-site storage, Amalfi Stone & 
Masonry had to make multiple trips for deliv-
ery of the stone. Lastly, the brand was eager to 
unveil the store, which called for a tight fabrica-
tion and installation schedule to meet the grand 
opening deadline.

Continued on page 38

 AWARD OF MERIT: Commercial Interior

Petersburg Public Library Medallion
Petersburg, Virginia

THE overall goal of the library medallion 
is to provide the city of Petersburg, VA with 
a long lasting decorative focal point that rep-
resents the city’s rich history and bright future. 
This project was designed by the architects at 
Enteros Design and handmade by mosaicists at 
Appomattox Tile Art. 

Both companies are located just a few blocks 
from the Petersburg library. The image incor-
porates forty eight of the city’s landmark build-
ings, stylized books, trees and sky, railroad 
lines, the river, and historic scenes. 

The design was produced using 100% Post- 
Industrial Bohemian Style marble, granite, 
limestone and onyx. All 138,000 pieces of 
organically shaped tesserae trimmings were 
sorted by color to provide a cost effective prod-
uct. The twenty-one foot diameter medallion is 
located in the rotunda at the front entrance to 
the library, which opened in 2014.

MIA Member Company: 
Appomattox Tile Art Co.

Lorton, Virginia
Stone Supplier | Stone Fabricator

Stone Installer

Other Project Team Members: 
Petersburg Public Library

Client
Enteros Design, PC

Architect
EDC

General Contractor
Travis Cobb
Stone Installer

Stone:
Marble, Granite

Limestone, Onyx

MIA Member Company: 
Amalfi Stone

& Masonry, Inc.
Sun Valley, California

Stone Supplier | Stone Fabricator

Other Project Team Members: 
B+A

Architect
Alain Hirsch Construction

General Contractor
Owner Supplied

Stone Supplier
Stone:

Roman Travertine
Fire Red Onyx, Jade Onyx

Brown Wood Onyx
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 SPECIAL AWARD OF MERIT: Commercial Interior

Nu Skin Innovation Center
Provo, Utah

WITH its clean lines and modern décor, 
every aspect of the Nu Skin Innovation Center’s 
atrium is designed to exude excellence and 
sophistication. One of the center’s most impres-
sive features is the massive, one-of-a-kind 

and pavers to limit dirt accumulation within 
the voids in the stone and provide the building 
owner the desired clean appearance.

marble desk, which greets visitors upon their 
arrival. 

Shaped like the hull of a boat, the unique 
desk is 26 ft. long and 5 ft. wide at the thickest 
point. A feat of modern design and innovation, 
the desk curves in such a manner that only a 
strip of stone 8 ft. long and 3 in. wide makes 
contact with the floor. The desk was fabricated 
from two very large blocks of Carrara “Pencil 
Vein” marble. 

Because the shape of the desk was computer 
generated, the stone had to be shaped using a 5 
axis CNC machine and then hand-cut to achieve 
the desired finish. The stones were dry set and 
only a small amount of hand finishing was nec-
essary to fine-tune the shape of each stone to 
match the adjacent stone. 

The blocks were carefully oriented so that the 
veining was random. Installation of this unique 
feature also took great care and planning. Three 
layers of plywood were used to protect the atri-
um floor from receiving any damage during the 
desk’s installation due to the significant weight 
of the stones (7,700 lbs. each) and the large 
forklift required to lift the stones into place. 
Special jigs were created out of steel to support 
the stone while it was being installed. 

The two end stones were connected via a 
stainless steel frame hidden beneath the match-
ing stone countertop in the center of the desk. 
Three-quarter inch stainless steel anchors were 
used to attach the stone to the frame. Once 
adjusted, the frames were removed and the desk 
was free standing.

MIA Member Company: 
KEPCO+

Salt Lake City, Utah
Stone Installer

Other Project Team Members: 
Nu Skin Enterprises

Client/Owner
Bohlin Cywinski Jackson

Architect
Okland Construction

General Contractor
Henraux Spa

(MIA Member Company)
Stone Supplier

Stone Fabricator
Stone:

Carrara White
“Pencil Vein” Marble

 AWARD OF MERIT: Renovation/Restoration

Capital One Plaza
Houston, Texas

CAPITAL One Plaza is a 22-story building 
built in 1982 and located in Houston, Texas. 
The building exterior wall consists of ribbon 
windows and 3 cm thick travertine panels con-
nected to precast concrete spandrel panels.

The travertine panels are mechanically con-
nected to the precast concrete panels with 
stainless steel wire loop anchors. The height of 
the travertine panels is approximately 4 ft. and 
the length of the panels vary between approxi-
mately 5 ft. and 7 ft.

The 30-year-old travertine exterior wall pan-
els and plaza pavers at Capital One Plaza exhib-
ited distresses such as cracking and spalling. A 
comprehensive evaluation was performed on 
the exterior wall and pavers at the building. 
It consisted of field observations, laboratory 
testing, structural calculations, and mockup 
repairs to understand the condition of the 
travertine exterior wall panels, design repairs, 
select replacement stone, and establish stone 
repair criteria required to maintain the build-
ing’s original appearance.

The repairs consisted of removing and replac-
ing approximately 250 exterior wall panels 
and 90 pavers along with in-place repairs of 
approximately 1,000 additional exterior wall 
panels. Repair anchors were designed and test-
ed per current ASTM standards to determine 
the capacity of the anchors under a tension 
load. A custom made mortar mix was designed 
and implemented to parge the travertine panels 

MIA Member Company: 
Wiss, Janney, Elstner

Associates, Inc.
Houston, Texas

Designer

Other Project Team Members: 
CBRE
Client

Western Waterproofing
General Contractor 

 Stone Installer
Mariotti, Carlo & Figli SpA.

Stone Supplier 
Stone Fabricator

Stone:
Roman Classic Travertine

Continued from page 37
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

www.braxton-bragg.com Fax 800-915-5501 

As Close as You Can Get to Level Floors 
and Straight Walls… Just 3 Easy Steps!

A ccurate tile setting requires perfect tile 
leveling to prevent lippage. Uneven 
floor conditions–a commonly encoun-

tered problem–makes it difficult to properly set 
ungauged and thin tiles or even larger format tiles.

Problem…
As a result, tiles that seem perfectly leveled during 

installation, often show a variance in height after 
the thin set or adhesive cures.

Solution…
Now, thanks to the new Raimondi Leveling 

Spacers, the installation process is faster, and they 
eliminate or reduce grinding needed to remove 
lippage.

An added benefit is that the low-cost Raimondi 
system provides a HUGE savings over the other 
leading brand of lippage reduction systems.

3 Easy Steps…
Both the setting and removal of the leveling 

spacers are quick and easy.

Step One:
Set the Support
• Spread the adhesives, insert  
 support underneath and along  
 four sides.
• According to tile size, set one or  
 more supports on all tile sides.
• Set the tile, tap in with a rubber mallet.

Step Two:
Insert the Wedges
• Insert wedge in support slot carefully, not passing  
 breaking point.

• Use the special traction-adjustment pliers to set  
 the wedge.

Step Three:
Remove the Support
• When adhesive sets, separate protruding part of  
 support from base.
• Use traction-adjustable pliers, rubber mallet, or  
 feet to remove support.
• Snaps parallel to the joint.

FREE SAMPLE
We’re so sure you’ll love the new Raimondi Tile 

Leveling System that we’d like to send you a free 
sample kit. 

We’ve also prepared a special starter kit just for 
you that gives you everything you need to make 
your first project a breeze. To order your starter 
kit or to claim your free sample, call 1-800-575-
4401 today. 

AS SEEN ON

HGTV

“We love the Raimondi Leveling System! We use it for floors, for walls; it really complements our Granite 
Transformations system. No lippage on our seams, no lippage in our mosaics. It saves us a lot of time. We tried 
other systems but we love this one.” 
Craig Walters, 
Granite Transformations

http://www.
braxton-bragg.com/
RaimondiTileLevel

Scan This QR 
Code to See a 
Video Demo 

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Raimondi Large Format Free Cut 
Tile Guides

With the increased popularity and use of 
large format tiles during home remodels comes 
increased risk to businesses. Breaking one or 
more of the expensive tiles due to outdated 
cutting tools can break your bottom line, too.

That’s where Raimondi comes in — invent-
ing the right tools to easily cut big tiles in one 
pass.

Raimondi Large Format Tile  
Free Mover

Designed for moving big tiles around the 
shop and homes doing a remodel or new con-
struction, the Raimondi Large Format Tile Free 
Mover helps protect the significant investment 
that a business has made in materials. Workers 
can freely move large format tiles and take the 
slabs out of the crates with ease and safety. Slabs 
are held in a vertical position for applying adhe-
sive on the back.

LIPPAGE

Other Great Tools from 
Raimondi

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Raimondi Tile Leveling System & tools
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Husky Bridge Saw
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