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I was enjoying my breakfast 
at the local greasy spoon 

and listening to all the old men 
tell the same basic it-was –bet-
ter- back-then story over and 
over again. I kind of tuned them 

out as I downed all 
my flapjacks.  Just 
as I took my last bite 

and asked for the 
check, my phone 
rang.

I hastily swal-
lowed and said,  
“Stone Detective 
here. ”

The voice on 
the other end 
had a really 

deep voice. 
He kind of 

sounded like Lurch from 
The Adams Family – or was it 
The Munsters? Anyway he told 
me that he had a white marble 
shower that was turning dark 
from the bottom up. I asked 
him how long this was going on 
and how old the shower was. 

He said he had no idea since 
he just bought the house and 
moved in last week. He asked 
if I could come take a look. I 
asked for the address and it was 
only ten minutes away. Guess 
I’ll have to postpone my fishing 
trip this morning and actually 
do some work!

I arrived at “Lurch’s” home 
and it was a house right out of 
a horror movie. It was an old 
Victorian that was in bad need 
of a paint job. The wood siding 
was grey and weathered, and I 
couldn’t even tell what color 
it used to be. The oak trees in 
the front of the house were old 
and covered with Spanish moss, 
adding to the spooky effect.

 I parked the Woody in the 
drive and went to the front door. 
The door had a large knocker 
that reminded me of the knocker 
in the movie Scrooged. 

I expected that door knocker 
come to life, so I reluctantly 
grabbed it and quickly knocked 
three times. 

How I Survived the Crash of ’08

The Stone 
Detective

I am a NASCAR fan. And, 
better yet, I am a NASCAR 

fan in a town that gets two 
NASCAR races a year.  I have 
season tickets or “renewable 
tickets” as they are now called. 
I go with the same set of friends 
every race. We sit in the same 
seats every race – and we have 
great seats! We know everyone 
around us because we’ve all 
been in these same seats every 
race, and a good time is had by 
all. Everything has been fine 
for years until one day late last 
summer.
 It was 5 days before the race. I 
realized I had not seen the cus-
tomary e-mail announcing that 
I could now print my tickets, so 
I called the ticket people.  

Sharon Koehler
Marketing Maven

Guy Shopping 101

Y OU’D think that after more 
than forty years of marriage 

I’d know better. Indeed, I do 
know better. I just wasn’t paying 
attention to business. 

Oh, how I wish someone had 
held me down and said, “Think, 
man, think! Use your noodle! 
You’re a Guy who’s about to 
enter the Non-Guy world! For 
Pete’s sake, don’t blow it!” But 
someone didn’t say that to me, 
and it led to a crisis.

What happened was, I went 
fabric shopping with my wife.

Please understand. That, in and 
of itself, is not an issue. There’s 
nothing in the Guy Book of Rules 
that says you can’t shop for fab-
ric—with or without your wife. 
Truth be told, I was the instigator 
of the fabric shopping trip in the 
first place.

Happened like this: I’d been 
needing new curtains in my office 
at home. Mary Ann had dozens of 

other chores on her to-do list, and, 
frankly, this wasn’t a high prior-
ity item for either of us. A few 
days ago, however, we finally 
got around to acquiring the raw 
materials. That’s when I commit-
ted the cardinal sin of Non-Guy 
shopping.

I walked into the store, which 
was stocked with approximately 
856,732 bolts of cloth in 417,964 
different patterns and textures.

 Sam Venable  
Department of Irony

The Most 
 Interesting 
News in the 

Stone Industry
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Frederick M. Hueston, PhD

A Funny Thing 
Happened On the 
Way to the Job 
Change Order

AS pretty much anyone in   
the construction business 

will tell you, most of us have a 
love/hate relationship with Job 
Change Orders. Mostly because 
they are such a PAIN to do!! 

It’s not as if I don’t have 
enough paperwork that I try to 
stay ahead of on a daily basis 
(notice the word is “try!”). 

Jodi Wallace
Monarch Designs

Knoxville’s Stone Interiors has 
developed a great relationship with 
area custom home builders. This 
sample kitchen was fabricated and 
installed in an Ethics Construction 
2015 Parade of Homes Tour house. 
Knoxville’s Stone Interiors Owner 
Kelly Milligan represents the third 
generation of her family to work in 
the stone business.

Please turn to page 2.

The Case of the 
Mega-Rain

The Devil is 
in the Details

Kelly Milligan started 
her countertop venture 
in 2007. Through 
some smart choices 
and business savvy her 
company survived and 
is flourishing. 
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Continued from page 1
I waited what seemed like 

several minutes,  when I heard 
someone walking toward the 
door. The door slowly opened 
and there stood Lurch. This man 
had to be at least 6 foot 14 and 
was wearing an Honest-to-Pete 
leisure suit! 

If it wasn’t for his shoulder 
length hair I would have sworn 
Lurch was reborn in a bad ‘70s 
sit-com.

He asked me to come in and 
to follow him.  The inside of the 
house looked like it had been re-
modeled. It had fresh paint and 
new furniture. He led me up the 
stairs and was droning on in his 
bass voice about the shower and 
the discoloration. 

I followed him into the master 
bath and noticed that it too had 
been remodeled. I asked him if 
he knew when the remodeling 
had been done.

“Certainly,” he rumbled.  “The 
previous owners claimed the en-
tire house was redone about a 
year ago.”

I opened the shower door, and 

sure enough the entire 
shower bottom was dark. 
The discoloration contin-
ued up the walls about two 
feet, and I’d seen it before – a 
condition we call rising damp. 
I took out my moisture meter to 
make sure it was in fact mois-
ture. No surprise, the meter 
pegged in all the dark spots. It 
was clear what was going on.

Shower failures are probably 
the number one stone instal-
lation failure I have seen over 
the years. Many times it’s im-
proper slope, poor installation 
or clogged weep holes.  

Luckily, this was an easy fix 
and I knew right away what 
had caused all this moisture. 
But before I get to that, let me 
give you some interesting facts 
about the average shower.  

A friend of mine, Don 
Halverson, did a study a num-
ber of years ago and calculated 
how much water the average 
shower uses in a year. Care 
to take a guess? The wettest 
state has an average rainfall of 
over 105 inches per year. The 

The Stone Detective

average shower has about 1,935 
inches of rain a year. That’s a lot 
of water. So we can assume that 
your shower is most likely the 
rainiest place on earth!

 Now, the number one prob-
lem I see with showers is that the 
weep holes become blocked over 
time. Soap scum, skin cells and 
another yucky matter will clog 
them. When this happens, water 
backs up in the shower pan and 
starts to climb up the walls. 

The fix is easy. I took the screen 
off of Lurches shower drain and 
took a little tool I crafted which 
is basically an awl with a bend 
in it. I placed it down the drain 
and found that the weep holes 
were indeed clogged. I opened 
them up and told Lurch that it 
would take several months for 
the shower to dry out. 

Now with that said, I have seen 
installations where the installer 
plugged the weep holes with set-
ting mortar. 

Please turn to page 10

IT is not just a woman’s touch.

Kel ly  Mil l igan owns 
Knoxville’s Stone Interiors. Her 
hands are on the steering wheel. 
She’s led the business to suc-
cess since 2007.

It has been a challenging eight 
years. Milligan conquered the 
economic turmoil that drove 
many out of the industry.

“Customers are happy again,” 
Milligan said. “They are ready 
to invest more in their homes.”

KSI is the only woman-owned 
stone fabricator in Knoxville, 
Tennessee. Milligan has a fam-
ily legacy in the stone indus-
try, but, she built the company 
on her own. The company has 
succeeded through her tireless 
customer service and outreach.

“Every customer has the op-
portunity to meet with me per-
sonally to go over their project 
before, during and after – which 
surprises many of them, since I 
am the owner,” she said.

This means female customers 
might feel a little less pressure 

during the sales process. “A lot 
of them are just a little more 
at ease. Perhaps they are com-
fortable because a woman who 
knows the details is helping 
them choose THEIR stone.”

Being attuned to customer 
concerns also gives Milligan 
an insight into the importance 
of response time. “As a wom-
an-owned business, I understand 
being without a kitchen for an 
extended period of time, so that 
is one area I keep a close eye 
on,” she said.

Customers are ensured peace 
of mind. All employees pass 
a thorough background check. 
They are also drug screened. 
Only then can they enter a busi-
ness or residence as part of a KSI 
install crew. 

Perhaps the biggest reason 
Milligan succeeded during the 
crunch is she used marketing 
and networking ideas that many 
stone shops ignore. Outreach is 
a big part of KSI’s marketing. 
It partners with more than 60 
builders, home remodelers, and 
designers in the area. 

How I Survived the Crash of ’08 by Joel Davis

“He that 
falls in love 

with himself 
will have no 

rivals.”
Benjamin Franklin

A Funny Thing
Continued from page 1

Now I have to stop what I am 
doing, write up a Job Change 
Order, send it to the customer, 
hope they will remember to sign 
it and return, and when they 
don’t, follow up with them and 
remind them to sign and return 
it. I need to make sure I get a 
copy in the folder, make sure 
my guys actually READ it so 
when they get to the job site 
they know what has changed, 
and can accommodate the nec-
essary change. I then have to re-
mind the customer at the end of 
the job why there is a cost differ-
ence between the original con-
tract and the new balance I am 
requesting. There are days the 
mere mention of the word Job 
Change Order makes me wince!

 As anyone who has ever failed 
to write up a Job Change Order 
and been burned by a customer 
can tell you, when the customer 
looks at you with that feigned, 
innocent, doe-eyed look and 
says, “But I thought you were 
redoing that to be nice,” it can 
hurt.  

Please turn to page 6

Anthem Shore 
Model Kitchen, 
created for a 
Parade of Homes 
custom house. 
Installing their 
granite kitchens in 
the annual Shows 
means lots of name 
recognition for the 
shop.

If this is the case there is not 
much that can be done other 
than to tear out the shower. I 
told Lurch that he should have 
the weep holes unclogged from 
time to time and he should 
be good to go. Another case 
solved – and I actually repaired 
something this time!

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

BANNED
by an industry leading publication... 

Turn the Page for the

UNCENSORED TRUTH
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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 busi-
ness. 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 de-
fective product back to the manufacturer and make sure they’re 
fixing 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 prod-
uct, 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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From the Publisher’s Pen
Is 2% irrelevant?

Email responses to:
publisher@slipperyrockgazette.net

RECENTLY I was told that 
because the tools and sup-

plies sold by Braxton-Bragg 
account for less than 2% of the 
total annual sales of most fab 
shops, our low pricing does not 
really matter. He said that the 
fact that we sell for less is irrel-
evant. After all, a 20% savings 
on a 2% expenditure is not that 
much money. (For a stone shop 
with $2 million in annual sales 
savings would only be about 
$8,000 per year).    

This of course was a gen-
tle jab at our Better! Faster! 
Cheaper! tag line. It was also a 
jab at my focus on internal cost 
control, efficiency, and product 
selection.

In the short term, my friend 
may well be right. However, in 
the long term, I see a different 
picture.

Natural stone is and probably 
always will be a premium prod-
uct. The economics of produc-
tion follows the curve of other 
natural resources. If my cus-
tomers just create granite coun-
tertops, the market for stone 
tools is very much a niche. He 
is right, in a niche industry, 
prices don’t really matter that 
much.

But the introduction of Quartz 
changed the picture. Although 
currently priced as a premium 
product, it is a manufactured 
product and will inevitably fol-
low the curve for manufactured 
goods. This curve was clear-
ly established by Henry Ford 

in 1908 when he introduced 
the Model T. I believe that 
his thoughts on pricing express 
the foundation of our modern 
economy. Here is my favorite 
quote:

“Our policy is to reduce the 
price, extend the operations, 
and improve the article. You 
will notice that the reduction 
of price comes first. We have 
never considered any costs as 
fixed. Therefore we first reduce 
the price to a point where we 
believe more sales will result. 
Then we go ahead and try to 
make the price. We do not both-
er about the costs. The new 
price forces the cost down.”

I often hear about two prob-
lems our customers face. The 
first is that some fabricators 
don’t have a firm understand-
ing of their own costs. The 
result is that some fabricators 
bid jobs too low, hurting their 
own profits and the profits of 
their competitors. 

The second problem is that 
patents as well as massive mar-
keting expenditures for engi-
neered stone has kept the price 
of quartz too high. But this is a 
short-term phenomenon. In the 
long run, man-made products 
increase in value and decrease 
in price. At some price the 
market that now buys lami-
nates will step up to engineered 
stone.

When that happens, the impli-
cations are staggering. First 
of all, exploding demand will 

mean that cost efficient fab-
ricators will have more work 
than they can handle.  Second, 
natural stone will once again be 
at the top of the price chain and 
will be aspirational, (for only a 
little more, the consumer can 
step up to natural stone). Third, 
the price of quartz countertops 
will come down. It is inevi-
table that tools will become a 
larger percentage of the fabri-
cators sales dollar unless tool 
purchases become a fabricator 
focus.  

Keeping this picture in mind, 
there is another quote from 
Henry Ford that is never far 
from my mind:

“Keeping that principle in 
mind we can attack waste with 
a definite objective. We will not 
put into our establishment any-
thing that is useless. We will 
not put up elaborate buildings 
as monuments to our success. 
The interest on the investment 
and the cost of their upkeep 
only serve to add uselessly to 
the cost of what is produced.”

Substitute stores, vans, and 
middlemen for buildings and 
you have a pretty good summa-
ry for what drives us. Anything 
that increases cost but does not 
add value is apt to end up as a 
tomb.

Rich Hassert

“Yeah, and you’re crazy, n’ I’ll be 
sober tomorrow n’ you’ll be crazy 

for the rest of your life.”
W. C. Fields (1880 – 1946)  

 American comedian, actor, 
juggler and writer

In the film “It’s a Gift,”a guy hostile to W. C. Fields 
says to him, “You’re drunk.” His memorable reply…
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IN this 251st edition of the Slippery Rock Gazette we return 
to our roots as a newspaper in design and entertaining 
content. We listen to our readers and appreciate your com-
ments. Enjoy this issue with its extra dose of humor – it is all 
for our hard-working friends in countertop shops, all across 
the country.  —  Larry Hood, Editor
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We have gone in and done 
work on good faith and 

expect to be paid as such. But 
thinking that just because 

someone seems nice does not 
guarantee they will do a Dr. 

Jekyll and Mr. Hyde.

A Funny Thing Happened on the 
Way to the Job Change Order

Continued from page 1
It is important we remember 

a Job Change Order is protec-
tion not only for us, but for our 
customers as well. I know con-
tractors who go through life on 
a wing and a prayer, telling me, 
“I’ve never done a J.C.O. And 
I’ve never had a problem.” Ah 
yes, be careful what you brag 
about because at some point it 
will come back to bite you.

Over the years we have been 
burned a time or two. The 
first time I learned the hard 
way about why J.C.O. forms 
are important was just a few 
years after we started working 
with stone. We had just fin-
ished installing the new kitchen 
countertops when the contrac-
tor came by and asked about 
adding a full height backsplash. 
We had worked with the con-
tractor before and my husband 
didn’t see any issue with it, 
so he just went ahead and did 
it – no Job Change Order, no 
deposit, no signature.  

No J.C.O. meant that when 
the splash was installed and we 
tried to collect payment, the 
customer looked him straight in 
the eye with a “too bad, prove I 
asked for that to be added.”  

I was furious with the con-
tractor who I felt owed us the 
money but he kept saying the 
customer didn’t pay him for the 
additional work, so he couldn’t 
pay us. That was an $800.00 
“ouch” at a time we definitely 
didn’t have it. And a hard les-
son to learn.

Job Change Orders are a defi-
nite hassle both to those on the 
writing-it-up side, and those on 
the receiving side. It’s just one 
more “thing.” The contractors 
I know and work with will roll 
their eyes when I send them one 
to sign. “But you knowwww 
me, do we really need to do 
this?” is a pretty common (and 
whine-y) answer that I get. 

That is absolutely true – I 
do know them. And I would 
like to maintain a good work-
ing relationship with them. By 
both parties being fully aware 
that there is a J.C.O. in place, 
there are no “are you sure we 
discussed this?” or “I don’t 
remember us talking about 

that,” or “wow, that sounds 
like a lot. Are you sure we dis-
cussed this price?”

When expectations are writ-
ten right there in black and 
white, there is no guessing, no 
incorrect or forgotten items, no 
conflicts to be disputed. 

I am the one who issues the 
Job Change Order for Monarch 
Designs. If something changes 
after a contract has been signed, 
it needs to be acknowledged. 
Which means my guys need to 
make me aware of it, which can 
often become a hassle all of its 
own. 

The issue I have been run-
ning into lately is that my guys 
will get over to the job site to 
template, a conversation will 
take place with the customer, 
a change will get made and no 
one will tell me, and all of a 
sudden I have no clue what is 
going on when the shop calls 
saying I haven’t signed off on 
the new edge / addition of a 
window sill / missing back-
splash, etc.

In response I created a new 
Job Change Order sheet. This 
one is put in the folder when 
folders for all new jobs are cre-
ated. If it isn’t used, I will pull 
the copy and put it back in the 
manila file to be pulled when 
another new file is created.

I wanted it simple and “child 
proof.” The template person is 
to note the change and then 
have the customer sign the 
Order, thereby acknowledging 
the change they are requesting. 
Short, sweet and to the point. If 
the change is something small 
that does not involve a change 
in the cost of the job, the J.C.O 
my guys write up is punched 
and added to the folder paper-
work.

If there is a change involving 
a cost difference, then I will 
write a more formal J.C.O. and 
send it over to the customer 

showing the revised payment 
schedule.

I actually was feeling pret-
ty proud of myself that I had 
things under control until I 
started pulling J.C.O. forms out 
of folders and discovered — no 
customer signature! My guys 
had noted a change, (some pret-
ty significant) and that was all 
there was on the form. 

How, I asked them, could you 
have not have had the customer 
sign the form acknowledging 
their agreement that what you 
noted was correct? 

Please note there are only 
(3) areas to be filled out on 
this form– it’s not that hard! 
Answers varied from, “I got 
busy,” or “The customer left,” 
to my favorite, “I didn’t want to 
bother the customer!” Or, they 
simply just didn’t think it was 
important. (They would most 
certainly think it was important 
enough if it affected their pay-
check!).

Although we would like to 
think of our customers as hon-
est, we also have to be realistic. 
I was talking to someone last 
week about my article topic and 
he mentioned he has a friend 
who is a general contractor. 
The contractor was working on 
a large and expensive home and 
his customer asked for some 
changes to be added. The con-
tractor filled out a J.C.O., the 
customer signed it and the con-
tractor completed the additional 
items. 

Restricted Parking

POLICE in Ohio say a 
Michigan man who drove 

away from a traffic stop smashed 
through a gate and landed right in 
a prison parking lot.
  

Officers arrested the man early 
one Wednesday after he drove 
around the outside of the Toledo 
Correctional Institution and then 
crashed back into the parking lot.

Court records show that the 
charges against Jason Davis of 
Monroe, Michigan, include van-
dalism of government property, 
drug possession and failing to 
use his turn signal.

Police tell The Blade newspa-
per in Toledo that they were able 
to arrest Davis after his vehicle 
ran over stop sticks that deflated 
his tires.

Court records do not indicate 
if Davis has an attorney. A tele-
phone call to his home was not 
answered.

The 33-year-old was due in 
court a few days following his 
arrest.

Source: The Blade, 
http://www.toledoblade.com/

Varmint County’s 
Old April Fool  

Tradition Backfires

The Varmint County Chronicles

SPRING has at last brought 
some relief to Varmint 

County’s collective frostbitten 
nose. 

Farmers are plowing, the little 
old ladies of the Lower Primroy 
Garden Club are trimming 
their rose bushes, Coach B. O. 
Snodgrass has put away his bas-
ketballs and dug out the base-
ball bats and the crowd out at 
Ike Pinetar’s Mud Lake Marina 
are oiling their fishing reels and 
tuning up their outboard motors.

One of the rituals of Spring 
around Varmint County for 
the past fifty years or so has 
involved April 1–April fool’s 
Day–and the unofficial compe-
tition to see who can pull off the 
best April Fool’s joke.

The tradition started, I guess, 
with old Sheriff Shirley Bandit, 
father of retired Sheriff Smoky 
T. Bandit and grandfather of 
current chief deputy Belinda 
Bandit. One April 1st back in 
the 1950s, Sheriff Shirley un-
locked the cells to the jail and 
gathered his prisoners, all 43 of 
them, together in the parking lot 
next to the courthouse.

“Boys, seein’ as how it’s 
Spring and all, I thought ya’ll 
could use a little fresh air and 
exercise. We’re going to take 
everyone out to the lake for a 
little sunbathing and you can 
even go swimming if you can 
stand the cold water. Oh, and 

 Boomer Winfrey  
Varmint County Correspondent

Please turn to page 26

Please turn to page 9

there’s barbecued chicken for 
anybody with a taste for good 
smoked meat.”

Sheriff Shirley took the con-
victs to the lake all right, to 
the road over Mud Lake Dam 
where a truckload of chick-
ens from Clem Hockmeyer’s 
poultry farm had collided with 
a truck hauling sorghum on its 
way to Haig Hollow.

The sorghum had spilled and 
spread all over the highway, 
liberally sprinkled with feath-
ers, while the poultry truck had 
plunged down the embank-
ment and burst into flames just 
short of the water, barbecuing 
roughly 600 pullets in their 
cages.

“OK, boys. Over there is a 
truckload of shovels, mops and 
buckets. Half of you start clean-
ing the mess off this highway. 
The other half, start unloading 
those bunt out cages from the 
poultry truck so we can hook 
a cable to the chassis and haul 
it up from the lake bank,” the 
Sheriff announced.

You see, the way I figure this thing will end is that the 
depression won’t be solved. It will just remain with us, 
and as a new generation grows up – why, they won’t 

 be used to anything else and they won’t mind it.

Will Rogers – How to Solve the Depression 
 Excerpt from Weekly Articles, Vol. 1

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Order Item  
17992

$6.95

Available at

“BOSSES: can’t live 
with ’em… can’t 

kill ’em.” Or perhaps, 
even more appropriate: 
“You can’t choose your 
relatives, but you can sure 
as hell choose your boss!” 

I got the news some three 
years after the fact of the 
death of my very first boss 
and mentor, Jack Manning.

Shortly after college, 
I got my first real job 
as an inside salesman/
customer service repre-
sentative for Baystate 
Abrasives in Chicago. Jack 
Manning was the boss. In 

Doug Slocum
Special Contributor

Please turn to page 28

Please turn to page 9

Bosses: Learn from ’Em 
those days Inside Sales 
Representative was noth-
ing more than a glorified 
order taker. In fact, they 
had a fancy name for us: 
we were “Order Editors.”  
Since I was a “college 
man,” I was made Senior 
Order Editor, and was paid 
six dollars more per week. 
Baystate Abrasives was 
in the business of manu-
facturing grinding wheels. 
They made everything 
from little cup wheels and 
mounted points to giant 
abrasive wheels three 
feet in diameter and over 
a foot thick. In addition, 
Baystate made diamond 
grinding wheels in every 

The Devil is in the Details

To succeed in life you 
need two things: 
Ignorance and confidence
– Mark Twain 

Continued from page 1

A very nice, helpful 
woman answered my call 
and explained that there 
was now a new system in 
place and that the tickets 
were delivered to my track 
account.  All I had to do 
was log in to my account 
and print them. “Easy 
enough,” I thought while 
I thanked her and got off 
the phone. I logged into 
my account and low and 
behold NO TICKETS!

 I called back and ex-
plained my plight to a 
nice, polite gentleman.  He 
went into my account and 
said, “I see them. They are 
right there.” I was happy 
he could see them but I ex-
plained to him that I, as the 
ticket purchaser, COULD 
NOT see them! He verified 
everything: my name, ad-
dress, phone number, my 
email address and account 
number.  He said that he 
would just go ahead and 

send me an email with a di-
rect link to my tickets and I 
could print them that way. 
He assured me it would 
take me about 30 minutes 
to get it. I was feeling con-
fident when I got off the 
phone, but when I checked 
an hour later, no email. 2 
hours later, no email. And 
then it was too late to call 
back. 

Now it’s 4 days before 
the Sprint Cup race. I call 
again. I explain my situa-
tion again. I get asked the 
same questions again. They 
verify everything again. I 
even got an apology for the 
e-mail not being sent. They 
sent me one right then with 
a link, etc, etc., and I think 
I am 30 minutes away from 
being golden. Well, not re-
ally, as I find out. 

To make a long story 
short, over the course of 
3 days I made 19 separate 
phone calls. I talked to 14 
different people, which 
resulted in absolutely 

SQUAT in the way of 
tickets.

It’s 2 days before the big 
race and there are still no 
tickets. I don’t mind saying 
that my friends are begin-
ning to doubt my resolve 
on this issue. 

I was due to call a par-
ticular supervisor back at 
1pm and I did. She was on 
the phone, so a polite lady 
from the phone answering 
pool did her job and asked 
if she could help me. I said 
no, I was waiting for the 
supervisor. I was on hold 
for a bit and she came back 
and asked me again. I said 
no again, but this time she 
said she could tell by my 
tone that I had a problem. 
She asked for the oppor-
tunity to help me while 
I waited. So I once more 
explained it all and added 
that 14 people and 19 
phone calls had happened 
before her, and I was sure 
she could not help. 

conceivable shape and 
size. Remember, this was 
the pre-fax days, when 
everything was handled 
by telephone and teletype. 
Orders came into the of-
fice via telephone and 
were then sent on to the 
home office via teletype.

Front and center of the 
desk of every order taker 
was a price book. That, 
I kid you not, was well 
over 1000 pages and 
two feet thick. It was our 
Bible. From this book you 
would have to build the 
order. You would figure 
the price by a complex 
set of formulas that in-
cluded blueprint number, 
materials, and lead time. 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Nelson Shims
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.
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The Fabricator’s Choice 
for More Than a Decade!

“Excellent quality 

and excellent price.”

– Kathi Upchurch, 

  Castech, Inc.

“Great quality 
for the price.”

– Hershel Margaretten, 
  Imperial Marble

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

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

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

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

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

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

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

Chip Free
Smooth, chip free cutting was mentioned by several 

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

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

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

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

 Item # Description MSRP OUR Price 

 1020 Viper® Turbo Granite Dry Blade, 4˝ x 5/8˝, Quad Holes, 15,000 RPM $26.95 $17.95

 1022 Viper® Turbo Granite Dry Blade, 4-1/2˝ x 5/8˝, Quad Holes, 13,300 RPM $28.95 $18.95

 1023 Viper® Turbo Granite Dry Blade, 5˝ x 5/8˝, Quad Holes,12,000 RPM $29.95 $19.95

 17453 Viper® Turbo Granite Dry Blade, 6˝ x 5/8˝, Quad Holes, 10,000 RPM $37.95 $24.95

 1024 Viper® Turbo Granite Dry Blade, 7˝ x 5/8˝ KO, 8,500 RPM $52.95 $34.95

 41349 Viper® Turbo Granite Dry Blade, 8˝ x 5/8˝ KO, 7,500 RPM $61.95 $40.95

 41350 Viper® Turbo Granite Dry Blade, 10˝ x 5/8˝, 6,000 RPM $119.95 $79.95

 41351 Viper® Turbo Granite Dry Blade, 12˝ x 5/8˝, 6,200 RPM $149.95 $99.95

Viper® Turbo Granite Dry Blade

Steve Bussell recommends 
Viper® Turbo Granite Dry Blades

Shop www.braxton-bragg.com for Viper Turbo Blades Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The Devil is 
in the Details

A Funny Thing Happened on the 
Way to the Job Change Order

I looked around for, 
oh, ninety seconds. Two 
minutes, tops. Then I an-
nounced, “Here’s what I 
want for my curtains. Let’s 
take it to the counter and 
ring it up.”

Mary Ann looked at me 
in horror, like I’d 
just been visited, 
publicly, by the 
Three-Bean Chili 
Emission Monster.

“What did you 
just say?” she asked.

“I said I found 
what I want. Let’s 
go.”

“Go?!” she demanded. 
“We just got here!”

“So? I found what I like. 
Let’s buy it and leave.”

“You couldn’t have found 
what you liked!” she in-
sisted. “You’ve hardly 
looked at all!”

“How hard can this be?” 
I replied. “All I needed was 
something brownish with 

Guy Stuff on it. This mate-
rial is tan, and it’s covered 
with a fishing lure pattern. 
It’s perfect.”

“But what if you find 
something you like better?”

“I won’t.”
“How do you know if you 

don’t shop?”
“I don’t need to shop! I 

came here for brownish Guy 
Stuff curtain material, and I 
found some!”

Our debate had attracted 
some of the sales clerks by 
then. They took Mary Ann’s 
side. In fact, they appeared 
to feel quite sorry for her. 
Of course they would. They 
were all Non-Guys.

To placate the entire lot 
of them, I paced up and 
down seven or eight aisles, 
nodding this way and that. 
After fifteen excruciating 

Guy Shopping 101

Continued from Page 1

minutes, I finally was able 
to herd the Non-Guy car-
avan toward the cash reg-
ister, where my originally 
selected material was mea-
sured, cut, and put into a 
bag. Mission, at long last, 
accomplished.

“Honestly!” Mary Ann 
said as we exited. “I can’t 
take you anywhere!”

And, wow, you should 
have heard what 
she said a few sec-
onds later, when the 
Three-Bean Chili 
Emission Monster 
did rear his ugly 
head. The Guys 
would have loved it.

Sam Venable is an au-
thor, stand-up comedian, 
humor columnist for the 
Knoxville News Sentinel, 
and a member of the 
Tennessee Journalism 
Hall of Fame. His lat-
est book is “WARNING! 
This Product Contains 
Nuttiness!”Contact him at 
sam.venable@outlook.com.

Continued from page 7

She went to my account 
and started to verify every-
thing with me again. But 
she did it differently than 
anyone else. She spelled 
every word letter by letter. 

Sharon became S-H-A-
R-O-N. She did that for 
my whole account, and lo 
and behold, she found the 
problem. Someone had 
left the “A” out of Gmail 
when they set up my new 
account. All those emails 
and links they said they 
were sending? Well, they 
actually had been sent - 
they just bounced back 
as undeliverable ( and 
someone in their IT de-
partment should have no-
ticed). Everyone that was 
verifying my information 
was reading Gmail even 
though it actually said 
Gmil. She corrected it and 
waited on the phone with 
me while I logged into my 
account, found my tickets 
and printed them. She was 
my hero!

My point to all this is: 
it’s the details that can and 
will kill your profit. The 
track wasted a lot of time 
and money paying people 
to help me and provide me 
with what was eventually 
good customer service. 
Without paying attention 
to detail, It can happen to 
you too, and very easily.

Let’s say that some-
one accidentally writes 
an address down wrong, 
reverses a couple of num-
bers, and that carries 
through the paperwork and 
the directions. Your tem-
plate person figures it out 
first because he shows up 
at the wrong house. 

Continued from page 6

When it came time to 
pay, the customer argued 
he hadn’t asked for the 
upgrades and he was flat 
out not going to pay. 
The contractor reminded 
him he had signed a Job 
Change Order and the cus-
tomer told him he had no 
idea what he was talking 
about. When the contrac-
tor took him to court the 
judge asked the homeown-
er one question– “Is this 
your signature?” 

The customer said, “Yes, 
but…” and the judge cut 
him off.  At that point the 
customer had absolutely 
not a leg to stand on. He 
had signed a legal binding 
document acknowledging 
his request for the addi-
tional work.  

“Is this your signature?” 
the judge repeated.

And again the homeown-
er started “Yes, but…”

The judge said, “Case 
dismissed,” and that was 
the end of it. 

For anyone who has ever 
lost money to a customer 
who either intentionally 
or semi-intentionally has 
tried to cheat them out of 
money (I know “cheat” is 
a harsh word, but that is 
what they are doing), we 
know it hurts. 

We have gone in and 
done work on good faith 

and expect to be paid as 
such. But thinking that just 
because someone seems 
nice does not guarantee 
they will do a Dr. Jekyll 
and Mr. Hyde, deciding for 
whatever reason they no 
longer should have to pay 
for the changes requested. 
Unless you have it in writ-
ing, if they balk at paying 
you, you have nothing to 
protect yourself. 

It is always important 
to maintain a good rap-
port with our customers, 
to be nice, treat them with 
respect, laugh and joke 
with them. But we must 
never forget they are cus-
tomers first and foremost. 
Our priority as business 
owners is to protect our 
company, and ourselves, 
above all. 

As painful as a Job 
Change Order feels like 
when you are short on time 
and feeling overwhelmed, 
it is still our best protec-
tion. That ten minutes it 
takes to write up a Job 
Change Order and send it 
to your customer may be 
the one thing that saves 
you if there is a problem 
down the road.

Jodi Wallace is co-owner 
of Monarch Solid Surface 
Designs in San Jose, 
California. She may be 
reached at monarchssde-
signs@aol.com.Please turn to page 12

Be careful about reading 
  health books. 
  You may die of a misprint.
 – Mark Twain –

Visit www.slipperyrockgazette.net for more Stone & Tile industry news Shop www.braxton-bragg.com for SKM Grout-Aide Grout Pens
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How I 
Survived 
the Crash
Continued from page 7

KSI is a member of 
the Home Builders 
Association of Greater 
Knoxville.

“As the owner of KSI, I 
am always aware of how 
much time and emotional 
energy customers spend 
on their kitchen proj-
ects,” Milligan said. “My 
goal over the next 6 to 12 
months is to significantly 
reduce the time and anxi-
ety of choosing colors by 
finding and implementing 
ways for customers to 
view available material, 
view selections with a 
representative cabinet and 
wall color, and help them 
gather as much informa-
tion about their process 
as they can without ever 
leaving the house.”

Milligan also uses so-
cial media to great effect. 
KSI has been voted “Best 
of Houzz” three years in 
a row. They also have re-
ceived the Angie’s List 
Super Service Award two 
years in a row. These en-
dorsements are important 
marketing points to bring 
in customers, as is their 
“A” rating with the BBB. 

“After much testing 
and sampling for results, 
we are currently most 
successful with: internet 
advertising and social 
media, targeted radio and 
television advertising, 
targeted print media, and 
specific home show par-
ticipation,” Milligan said.

KSI offers turnkey, in-
house service as a selling 
point. No subcontractors 
are used. “Life is not per-
fect,” Milligan said. “Life 
is messy sometimes. If 
something does go wrong, 
they only have to call us. 
They don’t have to call 
three or four people.

“A lot of people do 
like that phrase ‘turnkey 
services, in-house,’” she 

Double vanities and 
master bath suites 
are becoming a 
more common part 
of KSI’s business as 
new construction 
again features larger 
houses. 

said. “That is for all the 
processes. That is prob-
ably one of the biggest 
complaints (in the indus-
try)… the subcontractors.”

Customer comfort is also 
a priority that gains KSI 
points. “The customers 
feel comfortable with us,” 
Milligan said. “They are 
more at ease knowing if I 
wouldn’t trust the employ-
ees to go into my house, 

I’m not sending them into 
theirs.”

KSI focuses on econom-
ical options. For example, 
customers do not have to 
pay for entire slabs for 
projects. “We only charge 
for what is used,” Milligan 
said. “We then make the 
remnants available to other 
people who have smaller 
projects.

Please turn to page 34

 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 to place your 
order for any of our products.

YOU

SAVE

40%

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Talon Marble Blades
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Things Mom Would Never Say

Though Mother’s Day is a 
sentimental time, it’s good to 

balance it with laughter. Can you 
imagine YOUR mom saying…  
  
• “How on earth can you see the 
TV sitting so far back? Move up, 
sit on the floor!”
• “Yeah, I used to skip school a 
lot, too. Boring stuff, math.” 
• “Just leave all the lights on ... 
it makes the house look more 
cheerful.” 
• “Let me smell that shirt – Yeah, 
it’s good for another week.” 

• “Go ahead and keep that stray 
dog, honey. I’ll be glad to feed 
and walk him every day.” 
• “Well, if Timmy’s mom says 
it’s OK, that’s good enough for 
me.” 
• “The 10:30 p.m. curfew is just 
a general time to shoot for. It’s 
not like I’m running a prison 
around here.” 
• “I don’t have a tissue with me 
... just use your sleeve.” 
• “Don’t bother wearing a jacket 
– the windchill factor is bound to 
improve today.”

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 

OUR Price: $319.95!

Distributed By

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

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

• Five variable speeds 2,000 – 4,000 RPM (no load) 
• 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.

Continued from page 9
Embarrassed, he calls the cus-

tomer, gets the right address 
written down on his template 
paperwork and carries on…
forgetting he also needs to 
change the original MapQuest 
directions. 

Now, your installers are trying 
to get out the door. They look at 
the original paperwork, see the 
MapQuest directions and head 
out, once again showing up at 
the wrong house. They call the 
office because no one is home. 
The office calls the customer, 
who is home – and your team 
is at the wrong house! The team 
finally gets to the right house 
and apologizes, starts work, 
but this delay makes them late 
to their second install.

It doesn’t sound like a big 
deal but at least seven people 
have had their time wasted – at 
least four of whom are getting 
paid by the company. Not to 
mention the extra wear and tear 
on the truck, and wasted gas.

When there’s a problem on 
the jobsite, or a top is simply 

cut 1/2 inch wrong, everything 
grinds to a halt! How much 
profit did you have in the job?  
Well… not anymore!

We all know that you can’t 
stop all mistakes and accidents. 
Despite your best efforts, things 
are going to happen. But if you 
take a few extra minutes to ver-
ify information, question things 
you are unsure of and double- 
check measurements, machines 
and loads, you can save your-
self some headaches and some 
dollars. It’s a win – win!

Sharon Koehler is a 10-year 
veteran of the stone industry. 
Currently she is the head of 
marketing for Artistic Stone 
Design in Richmond, Virginia 
and has been a regular con-
tributor to various trade mag-
azines for several years. Send 
your thoughts or comments on 
this article to sharon@artistic-
stonerichmond.com.

The Devil is 
in the Details

Did the Wall 
Mounts Give 

It Away?

A man who was attempt-
ing to hide a 30-inch 

TV — with wall mounts — 
under his coat drew the suspi-
cion of an alert police officer 
in Aberdeen, Washington.
  

KXRO reports the officer 
took the TV as evidence. 
Officers later found a break-
in at a nearby business where 
a 30-inch TV was missing.

The 40-year-old suspect 
is familiar to police from 
numerous contacts.

Source: KXRO-AM, 
http://www.kxro.com

Shop www.braxton-bragg.com for the Makita PW5001 Visit www.slipperyrockgazette.net for more Stone & Tile industry news

http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/6684,7509/
http://www.slipperyrockgazette.net
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Wedding Highs and Lows

A Utah woman says she has 
smashed the world record for 

catching bridal bouquets at weddings 
and now is seeking recognition for it.

Salt Lake City’s Jamie Jackson 
submitted an application to Guinness 
World Records, saying she has caught 
46 bouquets since 1996 and has the 
documentation to prove it.

The current record of 11 bouquets 
caught by Stephanie Monyak of 
Pennsylvania has stood since 2004.

Jackson said she has attended as 
many as 100 weddings over the years 
because of her family’s connections to 
musical theater and their church. She 
jokes that what started out as a hobby 
has turned into “her sport.”

“It is something that you have to 
plan for and you have to be very stra-
tegic where you place yourself,” she 
told KSL. “My strategy is to be right 
up in the front because a lot of times 
the brides don’t know how far they are 
going to throw it.

“A lot of times it will hit a ceil-
ing, it’ll hit a chandelier ... I’ve had 
many, many catches where I’ve had to 
jump for it. And I’ve hit little kids by 
accident.”

Before she could apply to Guinness, 
Jackson had to track down all the 
brides whose bouquets she caught to 
obtain documentation and photos.

She said she was happy to learn 44 
of the 46 brides were still married. “I 
consider myself a good luck charm,” 
she said.

Jackson has dispelled the myth that a 
woman who catches a bouquet will be 
the next to get married. She said some 
people joke that she’s purposely stay-
ing single to catch more bouquets, but 
she assures them that is not the case. 
“It’s just been a fun process over the 
years,” she said.

Till Theft Do Us Part 

Police say a northeast Ohio man 
called 911 to report that his wife 

stole his cocaine and was then arrested 
himself.

The Review newspaper in Alliance 
reports officers responding to a 
Wednesday night call discovered the 
man had a marijuana pipe and was 
wanted on a warrant for failing to pay 
hundreds of dollars in costs in an ear-
lier court case.

The man, 39-year-old Robert D. 
Collins of Alliance, was charged with 
two misdemeanor counts alleging im-
proper use of the 911 system and pos-
session of drug paraphernalia. Records 
did not indicate whether police located 
the reportedly stolen cocaine or his miss-
ing wife.

WANT PRODUCTIVITY ?

BULLET PROOF™ 
Fabricator’s Apron

Stone Sleeve™ 
Fabricator’s Sleeve

Available from

Why work cold and wet?

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

Order Item  
9121

Order Item  
9127

$66.95

$56.79

MIA Education 
Offered at the 
Middle East Stone 
Show

The Marble Institute of America (MIA) 
will present seven seminars at the 

Middle East Stone show on 18-21 May, 
2015. The event will be held at the Dubai 
World Trade Centre and is expected 
to draw regional and international 
designers, architects, contractors and 
other procurement specialists to source 
a wide array of finished and unfinished 
stone products. Attendees will also learn 
about the latest global stone technologies, 
testing and maintenance methods, and 
industry trends. The show is managed by 
dmg events which has operated a number 
of successful Middle East conferences 
such as The Big 5 trade show.

MIA presentations will include:
Monday, 18 May
• State of the Market Address: • Update 
on developments in the global stone 
industry
• Panel Discussion: Commercial Instal-
lation
• Stone Exterior Wall Cladding Master-
class

Tuesday, 19 May
• Flooring, Finishes and Friction Mas-
terclass

Wednesday, 20 May
ª Sustainable Natural Stone Masterclass

Thursday, 21 May
• Thin Veneer Stone Masterclass
• Stone Care Masterclass

These MIA presentations are part of 
40 certified seminars about the latest 
global stone design, technologies, meth-
odologies of testing and maintenance, 

and trends across sectors with local, 
regional and international experts as 
speakers. MIA’s Technical Director 
Chuck Muehlbauer, MIA Board 
President Dan Rea (Coldspring), and 
MIA Executive Vice President Jim 
Hieb will be featured speakers.

MIA’s Jim Hieb said, “We are 
pleased to be providing some of the 
best technical seminars available in the 
industry. It is also exciting to show-
case information about NSC 373, the 
Natural Stone Council’s Standard for 
the Sustainable Production of Natural 
Dimension Stone.”

To learn more about this show,  go online to 
www.middleeaststone.com.

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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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 

BEST-SELLING BRIDGE SAW BLADE
FEATURING 

ARRAY  
TECHNOLOGY

 Item # Description MSRP OUR Price 

 9881  Viper® Array 20mm Segment Silent Core Blade , 14”, 4,500 RPM $344.95 $258.79

 9882  Viper® Array 20mm Segment Silent Core Blade, 16”, 3,800 RPM $389.95 $289.95

 9467  25’ Braxton-Bragg Steel Tape Measure: a $15.95 value–FREE with Viper® Array

20mm!
Segments

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

– Mike Weldon, 
  Stone Fuzion

FREE
BB TAPE

MEASURE
Item # 9467

20mm Segment and 
Array Diamond Technology

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

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

  

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

A 

$15.95
Value!

Call Now–Special Offer Ends May 31, 2015

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6998/
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SKIP Ford of Stonecraftsman 
Services brings 52 years of 

experience and old-world artistry 
to the job. Skip has been a loyal 
Braxton-Bragg customer for sev-
eral years. “When I build a busi-
ness relationship, I like to stick 
with people I trust. It may be an 
old-fashioned way of doing busi-
ness, but for me it is about mutual 
respect and trust.”

Based in Hillsboro, New 
Hampshire, Ford started his ca-
reer as an 18-year-old apprentice 
tile and marble setter’s helper in 
Boston, Mass. What he learned 
in those days was invaluable, he 
said. “Today you couldn’t learn 
the things we learned then. We 
did Olympic swimming pools, 
we did skyscrapers in Boston. 
Everything was different in those 
days. Everything was mud work. 
It was really not like today at all. 
It was quite amazing.”

It was an intensive and lengthy 
training period working with 
men who really new their trade. 
“In those days, there were only 
200 tile and marble and terrazzo 
workers in New England on union 
books. They were real craftsmen. 
It was different than it is today. 
It took a long time to become a 
tile man.”

But the long training period has 
paid off, Ford said. “That is why 
I’ve been so successful. I have a 
lot of skills that the younger guys 
today don’t even know about.”

By mud work, Ford means 
the techniques of setting tile in 
the days before sheetrock when 
craftsmen would have to lay 
down an inch of plaster over 
wire frames before placing the 
tile. “We put them on while the 
mud was wet,” he said. “That 
was the standard for the industry 
in those days. I remember when 
they invented cement board. We 
couldn’t believe how it simplified 
installation.”

Occasionally, Ford will still 
turn back to the old ways. He’ll 
sometimes lay tile for floors with 
the mud method. 

Stonecraftsman Services 
Custom Stone with a Heritage of Quality

by Joel Davis

Ford hand-cut and installed this fieldstone flag floor in a 
mortar bed, the old-school way. The special project was 
for his friend Dave Croteau, owner of Stoneyard.com 
( See Slippery Rock Online story on StoneYard, Sept. 2012)

Why pay $64.95 for Ager at GranQuartz? 

Save $20 at Braxton-Bragg!

Stone Shield™ 
Enhancer & Sealer 
Now Match the Edge to the 
 Surface of Resined Stone.

MADE IN THE USA

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

COMPARE 

TO
AGER!

 Item #  Description MSRP OUR Price 
 46407 Stone Shield™ Color Enhancer & Sealer, 1 Quart $55.95 $45.79

• Enhances the natural look of granite, marble and travertines

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

• Offers a wet look indoors and outdoors

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

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 

Please turn to page 17

Photos by Skip Ford

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Enhancer & Sealer
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BEFORE any stone building 
is cleaned, several questions 

need to be answered before a suc-
cessful cleaning operation can be 
started. 

 
Why does the building need 

to be cleaned?  There are many 
reasons a building may need 
cleaning. Primarily, it is for the 
appearance – dirty buildings are 
ugly. However, there are other 
practical reasons a building may 
need to be cleaned. If the stone 
has many cracks, decay, or is se-
verely eroded, cleaning may be 
necessary to make proper repairs.

First Step: Identify the stone 
type. Before any cleaning is 
begun, identifying the stone type 
is very important. Is it marble, 
granite, limestone, sandstone, 
etc.? Identification is essential 
since cleaning chemicals effect 
each stone differently. For ex-
ample, marble is very reactive 
to acid cleaners, whereas granite 
can be very acid resistant. If the 
building contains more than one 
stone type, they need to be identi-
fied and perhaps several cleaning 

methods will need to be used.
Next, identify the soiling.  

Many substances can stain a 
stone building. Often, staining 
is not discovered until after the 
building is cleaned. This can re-
sult in a building that looks worse 
cleaned than it did dirty! Some 
materials that can cause staining 
are: metallic stains from copper 
roofs and down spouts; rust from 
iron, grease, and oils from indus-
trial sources; roofing tar; lichens, 
algae, moss, and fungal growth; 
paint and wood stains; graffiti; 
caulking from windows; and the 
list goes on. Examine the build-
ing carefully and try to pinpoint 
where staining may be a problem.

These are just a few of the ques-
tions that must be answered be-
fore any cleansing is performed.  
If the building is of historical 
significance, local historical so-
cieties, the National Historic 
Trust, and other agencies may 
have something to say about the 
method of cleaning. In some 

states, counties, and cities, the 
methods for cleaning a building 
are strictly regulated.

Cleaning Tests
Once it has been determined 

that the building will be cleaned, 
a series of cleaning tests should be 
done.  Several methods are usu-
ally tried to decide what method 
will produce the desired results 
without damage to the stone.

The cleaning tests should help 
determine the following: does the 
cleaning produce the desired re-
sults? Does it look better cleaned 
or does it look worse? Which 
method may be damaging? This 
method should be eliminated right 
away.

The cleaning test area should 
be observed over several weeks, 
since problems such as efflores-
cence and staining can take sev-
eral weeks to develop.  

All cleaning tests should be 
done with the same equipment and 
procedures that will be used on the 
large-scale project.

Cleaning Stone Buildings 101
by Frederick M. Hueston

Please turn to page 22

Stone Restoration Corner:
Polishing Concrete

BACK in the late 1990s, I 
was one of the original con-

crete polishers here in the USA. 
I typically treated concrete like 
marble back then. I was involved 
with one of (if not the first) 
polished concrete projects for a 
commercial job in the US. that I 
am aware of. It was the invento-
ry warehouse in the back of the 
Bellagio in Las Vegas, NV

Of course this was before the 
days of dry polishing. There were 
no large planetary machines, 
densifiers, stains, and guard 
products. If I remember correct-
ly, we used Cimex machines wet 
and then polished using marble 
polishing compound. This com-
bination produced a great look 
but nothing compared to today’s 
polished concrete finishes.  

Now I don’t profess to know all 
of the latest and greatest methods 
for polishing concrete. However, 
I have done my share through the 
years. I have sold and demon-

strated just about all of the major 
brands of equipment and dia-
monds.

I do know that many contrac-
tors now use both wet and dry 
methods in combination. When 
cutting wet, stock is generally 
removed faster. When cutting 
dry, a higher degree of finish is 
achieved. So many concrete pol-
ishers will cut wet initially and 
then switch to a dry operation to 
achieve the final polish. Each has 
advantages and disadvantages. It 
all depends on the existing condi-
tion of the concrete and what the 
expected results are.  

Cutting wet with metal bond 
diamonds will definitely expose 
the salt and pepper (small surface 
aggregate) of newly installed 
slabs. Aggressive wet cutting 
(less than 70g metal) or use of 
shot blasters or shavers will 
expose the large aggregate cre-
ating what I call, “poor man’s 
terrazzo”. This is a unique look 
and can be quite a lot of work to 

get to this point, even with the 
right equipment. 

Less aggressive cutting is 
required to only polish the cream 
(surface cement) without expo-
sure or minimizing exposure of 
the fine aggregate. It is just about 
impossible to not expose any salt 
and pepper aggregate. 

Cutting wet will cut faster but 
generates a lot of slurry which 
must be properly disposed of. 
There are commercial products 
that will solidify the slurry waste 
so that it will harden and can 
be disposed of in conventional 
methods to a land fill. Cutting 
dry requires a commercial dust 
extractor system. Of course the 
bags of collected dust can be 
easily disposed of in the land fill.

Using densifiers to harden the 
surface for a better and easier 
polish is fairly routine today. 
Densifiers are typically applied 
after a 200 grit or 400 grit resin 
puck used dry. 

 Bob Murrell 
Special Contributor

Please turn to page 22

Please turn to page 18

KAT (Knoxville Area Transit) Center and Megabus station in 
downtown Knoxville, TN. This floor sees a lot of foot traffic, and 
is maintained with diamond impregnated pads.

Photos provided by Bob Murrell

Stop that Truck!

Adesperate  tractor-trailer 
driver threw items from 

his cab at pursuing police – in-
cluding socks, shoes and a small 
refrigerator – as he led them 
on a 34-mile chase in western 
Pennsylvania, authorities said. 
  

Police in Westmoreland 
County said a man called emer-
gency dispatchers just before 2 
a.m. one Saturday and said he 
planned to wreck his truck. State 
troopers tried to stop the vehi-
cle near Washington Township 
but the driver disregarded the 
emergency lights and sirens, 
and a pursuit began along Route 
70 and later the Pennsylvania 
Turnpike, police said.

“During the pursuit, the driver 
threw numerous items at pur-
suing troopers from the cab” 
including a steel canister that 
struck a Greensburg state police 

unit and disabled it, police said. 
The driver also threw a mini 
refrigerator before the truck 
was stopped with spike strips 
shortly after 3 a.m.

The driver refused orders to 
leave the cab, police said, so 
troopers entered and used a stun 
gun to subdue him. He was 
taken to a hospital because offi-
cers believed he was under the 
influence of a controlled sub-
stance, namely Xanax, and for 
other injuries, police said.

“It should be noted that during 
the pursuit the operator threw 
his shoes and socks at troop-
ers. When the windows were 
broken to make entry into the 
cab, the operator’s feet were cut 
during his resistance to arrest,” 
police said. At the hospital, he 
was treated for cuts on his feet. 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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If a ceiling requires curves 
or arches, he’ll go back to 
mud work. “I use the old 
method to float the ceil-
ings, float the curves, make 
the curve out of wire and 
scratch board and mud.” 

Ford works with stone, 
tile, and terra cotta and also 
performs restoration work.  
He relies on Braxton-Bragg 
for purchasing supplies and 
regularly uses diamond pro-
file wheels, polishing pads 
and blades, and wood and 
stone epoxy.

He has not found a reason 
to shop anywhere else than 
Braxton-Bragg. “I don’t 
jump from one person to 
another,” he said. “They are 
courteous, they are kind, 
and they are fast. I get it 
wherever I am in a few days. 
I really enjoy doing business 
with people like that. I don’t 
have time to fool around. 
They are perfect. It is a plea-
sure to work with them.”

In addition, Ford’s normal 
toolkit includes Flex hand 
machines and saws and 
Metabo grinders. “I have a 
portable bridge saw, which 
I can take apart, bring it to a 

job, and set it up. I use regu-
lar tile saws, German polish-
ing equipment, and I have a 
machine for polishing floors 
that I use quite a bit.”

Most of Ford’s work is 
intensive custom hands-on 
projects. “A lot of this stuff 
is all handmade, granite and 
marble. I make a lot of cus-
tom pieces.”

A One of a Kind Floor
Dave Croteau, owner of 

Stoneyard.com, contacted 
Ford in fall 2014 with a 
new idea for his personal 
residence.

“Dave makes veneer 
stone from New England 
field stone,” Ford said. 
“He cuts one inch of the 
face of the stone to use 
on masonry projects. This 
leaves a saw cut on the re-
maining stone. He wanted 
to cut the next slice one 
half inch thick to create 
the floor. Each piece in the 
floor had to be cut by hand. 
It was like a puzzle except 
we had to make each piece 
as we went along.”

For eight weeks, Ford 
carefully worked, laying 
a piece at a time, paying 
attention to every detail. 
“This floor, all the joints 
are an eight inch thick. 
Every piece was intricately 

cut and fit together in a de-
sign so there wouldn’t be 
any blotchy places in the 
floor.”

The stone is found in 
the surface layer of soil 
throughout New England 
and was left from the 
movement of Glaciers 
during the Karoo Ice Age 
which lasted from 360 to 
260 million years ago. The 
stone was not exotic but 
became something spe-
cial during the process. 
“They used to pick it up 
on the farms and just pile 
it up for walls. You’d be 
amazed to see the colors in 
the stone that look like ab-
solutely nothing when we 
started. When we finished, 
we realized this is one-of-
a-kind job.”

After cutting the pieces 
and installing them, Ford 
had to pick the right color 
joint filler to go with the 
stone. “I tried to blend the 
stone as I went along, not 
knowing exactly what the 
final colors would be,” 
he said. “We had never 
polished this stone before 
so no one knew what it 
would look like. What a 
surprise when we saw the 
beautiful colors hidden in 
the stone.” 

Stonecraftsman 
Services
Continued from Page 15

Please turn to page 18

About one nearly four-year-long project at Squam Lake in NH, Ford said, “Everything 
was custom made for that job, even the tiles. We started with four blocks of Tapistry 
Granite taken from the same section of the quarry to insure the range of colors would 
stay the same throughout the project. 

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 Con-
tour Blade 

 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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Sinkmate Chopper
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This kind of intricacy is a 
hallmark of Ford’s crafts-
manship. During one nearly 
four-year-long project at 
Squam Lake in NH he said, 
“Everything was custom 
made for that job even the 
tiles. We started with four 
blocks of Tapistry Granite 
taken from the same sec-
tion of the Quarry to insure 
the range of colors would 
stay the same throughout 
the project. We put whole 
walls up in one slab. We 
used the natural images in 
the Tapistry Granite to paint 
pictures on the walls.”

Ford pays attention to the 
details. For instance, when 
putting in a Rosa Alicanti 
Marble ceiling in a home,  
Ford said, “We may secure 
it with 15 pins to ensure its 
stability. If the house moves, 
the marble slab will never 
crack or break. It can absorb 
the movement of the house 
as it expands and contracts 
without affecting the stone.”

A photographer by hobby, 
Ford will often document 
his projects. At times, he’s 
gone back to visit a site 
where he worked decades 

ago to compare his crafts-
manship then and now. 
“They look exactly the way 
they did when I left them 20 
years ago.”

Ford does his own work 
and prefers it that way. 
“I’ve had helpers through 
the years, but right now I 
usually really prefer to work 
alone. …Artists will come 
and work with me on a proj-
ect if I need help. I have a 
lot of people who are build-
ers, and they’ll drop what 
they are doing and work 
with me on a project just 
because they like to do this 
kind of work.”

It has been a wonderful 
career, Ford said, and it is 
not stopping any time soon. 
“I’ve been very lucky,” he 
said. “I’ve met the most in-
teresting people. I’ve done 
the most unbelievable jobs. 
I should be retired. I’m 70 
years old, but I’m still work-
ing every day. I enjoy it. I 
can’t imagine what I would 
do if I stopped working.”

Standard advertising and 
marketing are not compo-
nents of Ford’s business 
plan. “All the people I’ve 
worked for through the 
years, I’m still friends with 
them. My whole approach 

is built on good relation-
ships with customers. I only 
do one job at a time, and I 
give them 100 percent of 
my attention and the best 
work I can do. When I walk 
away I never have to think 
about it again. I’d call my-
self more a craftsman who 
relies on word of mouth and 
reputation.”

And his craftsmanship 
keeps the customers coming 
back, Ford said. “My body 
is worn out from work, but 
it’s not like work to me. 
If I was putting tile in at 
McDonald’s, 300 feet a day, 
I wouldn’t like it, either, but 
I’m working with people 
who are building custom 
jobs. The people are inter-
esting. They can afford to 
do nice work. They find me 
from word of mouth. They 
call me from all over the 
place. I never have to ad-
vertise. I don’t have to go 
looking for work, and I’m 
grateful for that.

For more information 
and photos on Skip Ford’s 
custom projects please 
visit www.Stonecraftsman 
Services.com and www.
StoneYard.com or contact 
Skip at 603-464-5230.

Stonecraftsman

Stop that Truck!

Continued from Page 17

Continued from Page 16

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?

• 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. Field testing has yielded from 600 
to 2,972 holes from one core bit.

Braxton-Bragg is now offering a line of KDrill CNC Core Bits that 
will save you time and money. These CNC Core Bits allow you to 
drill many more holes with the same core bit than other brands. 
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! A sample of his blood 
was taken for drug and 
alcohol testing.

The truck driver, ID as 
Christopher C. Boyer, 47, 
of Mifflintown, is charged 
with aggravated assault, 
fleeing or attempting to 
elude, reckless endanger-
ing, resisting arrest and 
other counts. Court doc-
uments indicate he had 
requested representation 
by the public defender’s 
office, which rang unan-
swered when reporters 
called the following day.

State police told the 
Pittsburgh Tribune-
Review that Boyer was 
the only one in the truck, 
which hauls sand used in 
the hydraulic fracturing 
drilling process, known 
as fracking. Police reports 
did not disclose the truck 
driver’s employer.

Live in such a way 
that you would not 
be ashamed to sell 
your parrot to 
the town gossip.
—Will Rogers —

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for KDrill CNC Core Bits
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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

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

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

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

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

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

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

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

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

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

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

You will be glad you did.

 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˝.

The other suppliers are selling knock-offs!

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

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

How Does the Raptor Aqua Base Rail Saw 
Make All Other Rail Saws Obsolete?

Saw Base Features:
• As fast as a bridge saw
• Precision cut
• Fast set-up
• Portable

Unlike conventional rail saws, the Raptor glides on a film of 
water, all but eliminating the chance of scratching the stone. 
It slices through 3 cm stone like a hot knife through butter at 
a speed that approaches a bridge saw – no more step cutting 
required!

The Raptor cuts twice as fast as current rail saws, at a fraction 
of the cost. It can also make small tapered cuts, a feature which 
hasn’t been possible with other rail saws.

The Raptor uses a high quality 6 inch turbo blade (we 
recommend the Talon™ AX Turbo for this application) instead 
of an expensive specialty blade at 7 times the cost! Unlike 
bulky, heavy, first generations saws, this saw only requires 
110 Volt power so you can use it in any shop. No need to run 
220 Volt lines! Any straight edge will work with the Raptor–
no need for an expensive, truck-ship only rail system.

The best news is that this saw will save you thousands 
compared to the best selling rail saw and it will out-perform it 
in every way - We Guarantee It!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

MADE IN THE USA

Includes 
FREE Shipping!

This is a

BraxTon-Bragg

ExclusivE!

You can only get it here

 Item # Description MSRP OUR Price
 14159 Raptor Portable Saw/ 5˝ Milwaukee Angle Grinder Kit $1,695.00 $1,295.00

Kit Includes:

• 6˝ Talon™ AX Turbo Diamond Dry
 Granite Blade

• Milwaukee Angle Grinder
 with Lock-On Paddle Switch

• Raptor Saw Aqua-Base

• Yellow Jacket GFCI

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Raptor Portable Saw

http://www.slipperyrockgazette.net
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SAXannual

S t o n e c a r v i n g 
Wo r k s h o p s

Rinconada, New Mexico
Session 1 July 18 - 24

with Joseph Kincannon
Session 2 August 10 - 16

with Fred X. Brownstein
& Guest Artist Kazutaka Uchida

www.saxstonecarving.com
505.579.9179

15th

Once a successful clean-
ing test is performed, that 
cleaning test should be used 
to design the specifications 
for the entire building.

Cleaning Types
Several methods for build-

ing cleaning are available. 
The following is a brief de-
scription of methods I have 
found effective

Water Misting
Many stone types can be 

cleaned with just misting the 
surface with water. Misting 
heads are set up on scaf-
folding and water is gently 
misted on the surface of 
the building. These misting 
heads are usually set on a 
timer so that they go on and 
off intermittently. For exam-
ple, they mist for 30 minutes 
and are off for 30 minutes. 
This intermittent cycle al-
lows for the building to dry 
and prevents oversaturation 
of the stone. This method is 
the safest, gentlest method 

for cleaning a building and 
is widely used for historical 
buildings. 

Pressure Washing
Pressure washing uses 

high-pressure water jets of 
up to 2,500 PSI or more. 
Pressure washing works by 
blasting the dirt off the sur-
face of the stone. Pressure 
washing also can cause 
irreversible damage to a 
stone surface and should be 
used only by highly trained 
craftspersons. Pressure 
should never exceed 1,000 
PSI and you should only use 
a fan tip spray nozzle.

Steam Cleaning
Hot water is generally be-

lieved to be more effective 
at removing dirt than cold 
water. Tests have proven 
that this is not true when 
removing atmospheric dirt. 
However, steam cleaning 
may be very effective in 
removing tar, caulking, and 
chewing gum.

Sandblasting
Sandblasting uses sand, 

grit, and many other abra-
sives to remove the soiling 
mechanically.  Sandblasting 
is very dangerous to the 
stone and should be avoided. 
However, several alterna-
tive blasting methods are 
available that use very gen-
tle abrasives that cause no 
damage to the stone surface. 

These methods look very 
promising for cleaning 
stone, and include media 
such as baking soda, walnut 
shells and proprietary soft 
abrasives. Many of these 
abrasives are delivered with 
a special gun that creates 
a vortex or swirling on the 
surface of the stone.

Chemical Cleaning
Chemical cleaning is used 

in combination with one or 
several water washing meth-
ods. Often, a chemical agent 
will be needed to detach 
soiled particles. Chemicals 
can be very dangerous to the 
stone, the operator, and the 
surrounding landscape. 

Cleaning Stone Buildings 101
Continued from Page 16

Please turn to page 24

The process is then con-
tinued dry to an 800g, 
1500g or even a 3000g 
resin finish. Mostly lithium 
and potassium densifiers 
are used today but some 
also use the sodium type as 
well. You can do your own 
research into the chemistry 
here as I will defer to the 
manufacturers. I will tell 
you that for me, the lithium 
and potassium type are fast-
er and easier to apply. I call 

them spray and goes. 
Some use the densifiers 

to achieve a shiny look by 
diluting with water and 
using as a spray buff type 
product with a slow speed 
buffer and a hog hair pad. 
This will produce a nice 
gloss after a 400g finish or 
higher but it won’t last as 
long as a true mechanical 
polish.

Most concretes today are 
fairly hard (at least 2900-

4600 psi of compressive 
strength). Of course harder 
concretes are available for 
special applications and at 
a higher cost. Therefore, 
when grinding and polish-
ing concrete, the harder the 
concrete, the softer the bond 
the diamond abrasive needs 
to have. 

Hard concrete needs soft 
bond diamonds to cut effec-
tively and soft concrete 
needs a harder bond dia-
mond to last. Normally a 
medium to soft bond dia-
mond is sufficient for most 
contractors.

Diamond impregnated 
pads are also very popular 
with getting a nice look on 
concrete as well as being 
used for the routine main-
tenance. They can be used 
wet or dry, slow speed or 
high speed. Just like most 
all diamonds, they cut more 
slow speed and wet and pro-
duce a higher finish high 
speed and dry. 

Stone Restoration Corner
Continued from Page 16

Please turn to page 28

Polished concrete training back in the early 2000s.

The more people I meet,  
the more I love my dog.

    –Anonymous

    “The more boyz I meet,    
    the more I luv my dog” – Song by Carrie Underwood 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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 Item  # Description MSRP OUR Price
17867 Viper® 3-Step Granite Wet/Dry Polishing Pad, 4˝, Step 1 $38.95  $25.95

17868 Viper® 3-Step Granite Wet/Dry Polishing Pad, 4˝, Step 2 $38.95  $25.95

17869 Viper® 3-Step Granite Wet/Dry Polishing Pad, 4˝, Step 3 $38.95  $25.95

 Are we cRaZy?!
Our competitors thought we were crazy when we started selling fewer 
polishing pads to our customers. Not only did these pads cost less per set 
($49.10 less per set), reports from the field told us they lasted longer too. 

However, it wasn’t long before the competition tried to copy what our 
“mad scientist” spent nearly two decades perfecting: a 3-part, proprietary 
technology. A technology we’ve trademarked as TrifectaMate™ Technology. A 
technology that allows any fabricator to polish stone faster – with fewer steps. 
This saves labor and supply costs.

And while we’re not going to give away the secrets behind this new technology, 
I can give you a little insight on how all this money saving is possible.

How it’s possible – Part One…
The first thing that makes TrifectaMate™ Technology so remarkable is the fact 
that our scientists formulated a unique way to hold more diamonds in each 
pad. And more diamonds means the pads can do more work. Our technology 
goes way beyond the “White” resins others claim is the answer. 

How it’s possible – Part Two…
The second part of our TrifectaMate™ Technology is that we’ve discovered 
how to hold the diamonds longer as you use the pad. Most polishing pads lose 

their diamonds too quickly – before the diamond is used up. This results in shorter 
life. It can also mean loose diamonds from the larger grit pad left behind to scratch 
the surface in the next round of polishing. We’ve solved these problems. 

How it’s possible – Part Three…
Finally, the diamond selection process. Many manufacturers have the same quality 
of diamonds. What they may or may not have is the quality control to choose the 
right size and type of diamonds to create the perfect set of polishing pads. We have 
the technology.

The Result – The Viper 3-Step Pad
with TrifectaMate™

Thanks to TrifectaMate™ Technology, the Viper 3-Step Dry Polishing Pad saves 
fabricators $49 when they order a set of pads – compared to comparable 8-Step 
pads. And because there are fewer steps, each job is completed in 62.5% less time 
than with comparable 8-Step pads. 

Add in the fact that TrifectaMate™ Technology allows each pad to work harder for 
longer and the savings really begin to pile up. Best of all you don’t sacrifice quality. 

In fact, many fabricators who’ve already made the switch tell us the finished 
product may be even better. 

Best Uses for TrifectaMate™ Technology?
Because this proprietary technology saves so much time and works DRY, we 
believe you’ll find it ideal for job site installations. Still, once you get your hands on 
a set, you’ll probably want to use it everywhere.

30-Day Risk-Free Trial…
Order a set of the Viper 3-Step Pads today and we’ll back them with our no-hassle, 
30-Day satisfaction Guarantee which says: “If you don’t love the way these pads 
perform, we’ll buy them back from you.” Not sure what could be more fair than 
that. 
Call 1-800-575-4401 to start your risk-free trial or place your order online at:  

www.Braxton-Bragg.com/Viper3StepDry

“The Viper 3-Step Pads are the 
best I’ve used...Saves us 60% of 

polishing time and lasts twice as 
long as the previous pads.” 

– Tim Zeng, 
Granite Installation Specialists

“Mad Scientist” devotes more than two 
decades of research and development to 

create a better polishing pad.
His greatest creation – TrifectaMate™ Technology – is 
changing the way fabricators polish stone.

And with good reason – it saves 62.5% of labor costs and 
at least $49 on supply costs. 
Here’s how…

MUST-SEE 

viDEo
ON OUR WEBSITE!

Steve Bussell testing 
Viper® 3-Step Dry Pads 
on Black Absolute granite

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 3-Step pads 
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It is extremely important 
that all chemicals used be 
tested and monitored. The 
following are some cleaning 
chemicals commonly used:

• Acids – chemicals with a 
Ph less than 7. Use carefully 
on granite and sandstone, 
but acids should not be used 
on marble and limestone.

• Alkali – chemicals with 
a Ph greater than 7. Safe 
for use on most stone types, 
but can cause spalling if not 
rinsed thoroughly.

• Neutral cleaners –  chem-
icals containing surfactants 
with a Ph equal to 7. Safe 
for most stone surfaces.

• Solvents – waterless 
chemicals. Mineral spirits, 
acetones, etc., are solvent 
cleaners. They are rarely 
used for building cleaning 
due to their high flamma-
bility, but are useful for spot 
stain removal.

Scheduling Cleaning
Scheduling the clean-

ing project is as important 
as choosing the cleaning 
method. Never schedule 
cleaning when there is a 
chance of freezing weather 

or frost. If water penetrates 
the stone and freezes, the 
stone will flake and/or spall. 
The best time to clean is late 
spring, early summer, and 
early fall. Hot weather can 
also cause cleaning prob-
lems. If a building needs to 
be cleaned in hot conditions, 
try cleaning early in the 
morning and late in the af-
ternoon or shield the build-
ing from the sun.

The Big Picture
As you can see, many fac-

tors need to be considered 
before a stone building is 
cleaned. It is best to consult 

with a Conservator, build-
ing cleaning contractor, or 
specialist before doing any 
cleaning. You will be glad 
you did.

Fred Hueston has writ-
ten over 33 books on stone 
and tile installations, fabri-
cation and restoration and 
also serves as an expert for 
many legal cases across the 
world. 

If you wish to learn more 
about historic building 
cleaning there is an upcom-
ing seminar on August 12-13 
in Melbourne, Florida. 

For more information 
contact Dr. Fred at 321-
514-6845 or visit www.
stoneforensics.com.

Cleaning Stone Buildings 101
Continued from Page 22

Marcella Prado & Amie Gilmore Selected to “Women In 
Stone” Steering Committee (Powered by the MIA)

MARCELLA Prado 
(Laticrete) and Amie 

Gilmore (Informa Exhibits 
US) have been selected 
to serve on the ten-person 
Women In Stone steering 
committee (powered by 
MIA).

Brie Pfannenbecker, WIS 
Steering Committee chair, 
said “We had a lot of great 
applications from powerful 
and inspiring women in our 
industry. Being selected to 
serve on the steering com-
mittee is a great honor. The 
steering committee plays a 
crucial role in setting prior-
ities for this relatively new 
MIA initiative/program.” 

Marcella Prado has been 
involved in the stone indus-
try for over 13 years and 
will be focused on upcom-
ing WIS events and edu-
cation.  Amie Gilmore has 
been involved in the stone 
industry for over 9 years, 
and given her role with 

S tonExpo/Marmomacc 
Americas will be assisting 
to elevate WIS program-
ming to a broader scale.

Additional 2015 WIS 
committee appointments:

• Brie Pfannenbecker 
(Connecticut Stone 
Supplies, Inc.) has been 
selected to serve a second 
term as committee chair.

• Kim Dumais (Miller 
Druck) and Allyson 
Humphries (Walker Zanger) 
have been named to serve as 
co-vice chairs.

Jim Hieb, MIA Executive 
Vice President and CEO, 
said “The leadership and 
passion offered by the WIS 
steering committee is the 
primary reason this new 
initiative is gaining so 
much momentum. They are 
laying the ground work for 
some outstanding network-
ing and education events.” 

The Women In Stone 
group is powered by the 
MIA. It began in 2014 with 
a vision to help recruit, 
retain and advance women 
in the stone industry. Over 
the past year WIS devel-
oped a mission statement, 
organized a steering com-
mittee, and held several 
networking and education 
events. To find out more 
information, visit their 
website at www.marble-in-
stitute.com/womeninstone. 

The Marble Institute of 
America (MIA) has served 
as the authoritative source 

of information on standards 
of natural stone workman-
ship and practice and the 
application of natural stone 
products for 70 years. MIA 
offers an industry accred-
itation program for fabri-
cators and installers, mar-
kets a range of technical 
publications and consumer 
pamphlets on natural stone, 
sponsors business and tech-
nical meetings and seminars 
on industry-related topics, 
provides educational pro-
gramming for architects and 
construction specification 
professionals, and conducts 
the annual Pinnacle Awards 
competitions recognizing 
outstanding natural stone 
projects worldwide. For 
more information visit: 
www.marble-institute.com.

Allyson Humphries,  
Walker Zanger

Marcella Prado, 
Laticrete

Kim Dumais, 
Miller Druck

Amie Gilmore, 
Informa Exhibitions US

Always acknowledge a 
fault. This will throw those 
in authority off their guard 

and give you an opportunity 
to commit more. Always do 
right. This will gratify some 
people and astonish the rest.

– Mark Twain –

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Eliminate Spider Veins and Fissures 
on natural stone surfaces INSTANTLY! 

Just wipe the Akemi 

Spider on and then wipe 

it off for a complete fin
ish

- you’re done!

Users can achieve this long-lasting effect quickly and 
easily, and there is no hard residue to remove after 
application.

This product will achieve the desired effect instantly!

Use Akemi Spider Black for dark or black stones, 
and Akemi Spider Clear is recommended for white 
to medium-dark stones.

 Item # Description MSRP OUR Price

 10847 Akemi® Spider Black Enhancer, 1000 ml, for dark or black stones $45.95  $33.95 

 10848 Akemi® Spider Clear Enhancer, 1000 ml, for light stones $45.95  $33.95

• Fast drying
• Applies quickly and easily
• Intensifies the color of the stone
• Can be renewed if necessary
• No hard residue to remove  
 after application
• For indoor use

COMPARE TO 

PECTRO

BLACK & CLEAR

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 Advertised”

COMPANIES make all kinds 
of claims about their prod-

ucts and services. 
 

Your dishes will be “spotless.” 
Your hybrid will get “50 gallons 
per mile.” Your teeth will be “5 
shades whiter.”  Or how about 
this one? Your CNC will “knock 
out 2 kitchens per day…easily.”

Sometimes the claims are true, 
as advertised.  Sometimes you 
have to read the fine print to un-
derstand the absurd conditions 
under which the claims were 
made.  And with the others, they 
are simply false to begin with.

But with any of the above 
claims, they can at least be mea-
sured against reality.  

And thus the possibility for 
outrage exists when you can 
prove that the dishes still have 
spaghetti on them, the car only 
gets 25 miles per gallons, or that 
the tobacco and coffee stains 
remain.  (I’ll leave the claims 
about CNC productivity for an-
other article!)

But what about the claims that 
agencies, radio stations, and 
magazines make about the ef-
fectiveness of their advertising?  

Have you ever bought ad-
vertising then wondered if it 
was money well spent?  What 
happens when the sales results 
don’t quite measure up to the 
claims?  Can you even effec-
tively measure it?  

The fact is this: measuring the 
true effectiveness of advertising 
dollars is not easy. But there are 
ways to do it (which also can be 
covered in a future article). One 
way to measure effectiveness is 
by adding an offer code to your 
ad. Will all customers use it? 
Only if it is in their best inter-
ests, and sometimes not even 
then. 

So how do you make your ads 
effective? The fabricator who 
wants to make the most of their 
advertising dollars must under-
stand and use proven principles 
before the advertising decisions 
are made, instead of trying to 
determine after the fact whether 
it was a good investment or not. 

The following 4 principles 
are worth considering if you 
are considering an ad campaign 
anytime soon.

 Aaron J. Crowley
Owner, Crowley’s, Granite Concepts

Now, That’s Just Fowl

PENNSYLVANIA State 
Police are crying fowl 

after crates of live chickens 
hurtled off a tractor-trailer on a 
Pennsylvania highway and the 
birds flew the coop.
  

The feather-ruffling incident 
happened at around 6:30 a.m. 
one Thursday on Interstate 80 
in Nescopeck Township, near 
Berwick.

State police say about 500 
chickens fell from the truck. 
Police and Department of 

Transportation workers spent 
about an hour gathering up the 
fowl, some living and some 
dead.

Police say PennDOT will 
hand the live chickens over 
to the Agriculture Department 
and the dead ones will be 
thrown away.

Police say the driver of the 
truck did not realize he lost his 
load and kept going.

Traffic wasn’t affected by the 
search.Please turn to page 26

“Tell me and I forget,
teach me and I may remember,
involve me and I learn.”

– Benjamin Franklin

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsBuy Akemi Spider Black and Clear Enhancers at www.braxton-bragg.com
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800-575-4401  •  www.braxton-bragg.com

Bullet Proof ® Apron DELUXE

DESIGNED

By a Fabricator

FOR 

Fabricators

Available from

Order Item  
9122

$7895

Continued from page 6

Several prisoners whined 
that Sheriff Shirley had 
lied to them but he simply 
smiled and said, “Well, 
it’s sunny so ya’ll get a 
good tan, there’s plenty of 
barbecue chicken in those 
cages and when ya’ll get 
all sticky from the sor-
ghum, that cold lake water 
will feel mighty good. 
Oh, and it’s April 1st so 
you can consider this your 
April Fool’s joke.”

From that point on, 
Varmint County folks 
have tried to one up each 
other with April Fool’s 
antics. One recent year 
Smiley’s Pool Emporium 
& Tobacco Mercantile an-
nounced free table time all 
day. Turned out he was re-
placing his worn out pool 
tables with a load of new 
ones, so he cut the legs off 
the old tables and left them 
one foot off the floor.

“The tables are free 
today, fellas, but you gotta 
get down on your knees 
to make a shot,” Smiley 
told the angry pack of pool 
sharks and billiard bums 
who packed into his place, 
“Happy April Fool’s Day.”

Another year, the 
Stinking Creek Church of 
the Tabernacle sent out a 
press release announcing a 
snake handling service on 
Sunday, April 1. Reporters 
from all over the state, TV 
news crews from three 
states and a representative 
of a reality TV program all 
showed up for the specta-
cle. The preacher and dea-
cons then began to pass out 
harmless garter snakes to 
the congregation.

“What, you thought we’d 
be handling copperheads 
and rattle snakes? Do you 
fellas think we’re crazy?” 
Pastor G. A. Honeycutt 
laughed as the frustrated 
media types filed out the 
door.

One April, Doc Filstrup 
had Coach B. O. Snodgrass 
quarantine his entire Viper 
baseball squad because 
a couple of players came 

into the office with swollen 
private parts.

“They’ve got Rubicon’s 
Disease. It’s highly conta-
gious and I imagine the en-
tire team will come down 
with it. You better keep 
them under quarantine in 
the high school gym or it 
could spread into an epi-
demic,” Doc told B. O.

An hour before Varmint 
County was scheduled to 
play a doubleheader with 
Burrville, Doc told B. O. to 
go ahead and let the boys 
suit up. 

“Those two boys with 
the swollen genitals? They 
went hunting for spring liz-
ards to use as fish bait, dig-
ging around in that moss 
up by the old mill spring. 
They’re just eat up with 
chigger bites,” Doc told 
the coach. “The swelling 
will go down in a few days 
and by the way, ain’t today 
April the first?” 

Sometimes the April 
Fool’s jokes backfire. Take 
the time Corny “Little 
Poison” Haig posted fake 
winning numbers for the 
$100 million Powerball 
lottery on his bulletin board 
at his Dead Rat Tavern. 

He had sold a Powerball 
ticket the previous day to 
Rufus Hockmeyer, who 
always bought one ticket 
for each weekly drawing, 
picking the same numbers 
each time that represented 
the birthdays of his chil-
dren and the ages of his 
three ex-wives.

Rufus walked in the door, 
read the numbers posted 
on the winner’s sheet and 
dropped dead on the spot 
from a heart attack. His 
oldest son heard about his 
father’s untimely demise 
and the winning Powerball 
ticket and stopped off to 
buy a new SUV and bass 
boat on his way to the fu-
neral home.

When the ruse was ex-
posed, poor Corny had to 
pay off the bass boat and 
SUV to keep Rufus’ family 
from putting a contract out 
on him. Fortunately Rufus 
was not that well liked, so 
the boat and vehicle satis-
fied the entire family and 
Corney avoided further 
repercussions for his joke 
gone bad.    

Please turn to page 28

1. Know Your Customer:  
As simple as that sounds, 
DO NOT discount this 
“first principle!” Before 
you can select the best ad 
medium for you (mean-
ing type of advertising – 
print, internet, radio, etc.) 
to reach “your” customer, 
you must know who your 
customer is. You should 
understand them well 
enough to define them in 
measurable terms.

2. Achieve Concentration:  
Once you have a clear pro-
file of your customer, then 
you can begin to evaluate 
the many options available 
for reaching them.  All 
advertising providers will 
have demographic sta-
tistics for their audience. 
Finding the right medium 
to reach the highest con-
centration of your custom-
ers will enable you to focus 
your advertising. It will 

maximize your advertising 
efforts and dollars.

3. Commit to Consistency:  
You cannot convince your 
customer to buy new count-
ers if they are not in the 
market for new counters. 
What you can do (and what 
you must do) is keep your 
message in front of them 
long enough so that when 
they decide they are in the 
market, you are the first 
and only countertop com-
pany that comes to mind.   
A single ad in a magazine, 
a one month internet pro-
motion, or a 3 month radio 
campaign are a waste of 
money.  Do it for the long 
haul or don’t do it at all.

4. A Call to Action: An ad 
must have an offer that is 
limited to a deadline. An 

offer code is also a good 
idea. I’m no psychologist, 
but I can tell you with ab-
solute certainty that ads 
containing a limited time 
offer (or call to action) will 
be more effective.  There 
is something about the fear 
of loosing out on a deal 
that will nudge an inter-
ested customer to making 
the call to get a quote.

If you are of the mind to 
advertise because you need 
more customers, or you 
suspect that it’s just good 
business, or believe that 
your company has claims 
so great that they simply 
must be made to the pub-
lic, please consider these 
4-Cs of advertising.

“They are guaranteed to 
produce superior results!”

How’s that for a claim?

As Advertised
Continued from Page 25

The Varmint County Chronicles

Be thankful we’re not getting all 
the government we’re paying for.

– Will Rogers –

“All I need to make a comedy is a park, 
a policeman, and a pretty girl.” 

Charlie Chaplin – My Autobiography

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

This CNC CalibraTioN Tool CaN be used 
wiTh The KremiN Tool holder.

Viper® CNC Calibration Tool

Let the Viper CNC Calibration Tool 
Put the Finishing Touch on Every 
Countertop Project...

The new heavy duty stubbing wheel by Viper is 
designed to calibrate the thickness of the countertop 
where it overhangs the cabinets. This is important 
because not all slabs are equal thickness, which 
can throw off your seams at install. This tool also 
allows you to create a smooth to the touch finish on 
the underside of tops.

Because one way to tell if the countertop installation is done by a 
professional installer is to check the underside of the overhanging 
countertop — like a bar top, for example.

If done professionally, one can tell that the underside has been smoothed 
out and all of the rough surface is gone, leaving a nice smooth surface. The 
ladies will also appreciate this kind of an installation, as it will not snag 
their pantyhose or scrape their knees under the bar countertop.

• Calibrates about 2 inches in width of the underside of countertop’s edge
• Grinds down the rough surfaces and leaves them smooth to the touch
• One of the determining factors of a professional countertop installation

Who Else Wants To Avoid This 
Rookie Fabrication Mistake?

NEW!NEW!

Toolholder sold 
separately

 Item # Description MSRP OUR Price 

 22349 Viper® CNC Calibration Tool, 5000-6000 RPM $199.99 $149.95
  400-800 mm

 20190 Kremin CNC Calibration Wheel Adapter  $139.95

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Viper CNC Calibration tool
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This year the April Fool’s 
jokes rose to new heights as 
the lawyers at the courthouse 
decided to get in on the act. 
Lawyer Philbert McSwine and 
Assistant District Attorney 
Gabe Boswell, over a bottle of 
Jack Daniels at the Elk’s Club 
in Burrville, cooked up a lit-
tle April Fool’s joke to play 
on Judge Hobert “Hard Time” 
Harwell.

On April 1, Judge Harwell 
was scheduled to hear prelimi-
nary motions in the murder trial 
of Caswell “Beano” Tobin, who 
was accused of gunning down 
three tourists from Ohio while 
they were cruising in their boat 
out on Mud Lake.

When it came time to file 
motions, Gabe announced, 
“Your honor, defense attorney 
McSwine and the prosecution 
have worked out a plea agree-
ment. Mr. Tobin, it appears, was 
out baiting his trot lines with 
chicken gizzards when the three 
Yankees, uh, victims, passed by 
his fishing boat at a high rate 
of speed, nearly capsizing his 
small boat.

“The three gentlemen then 
turned and passed by again, in 
an obvious attempt to cause Mr. 
Tobin bodily harm. He tried to 
fire shots over their heads to 
warn them off but his boat was 
rocking in the waves so vio-
lently that his shots hit the other 
boaters instead. This is an obvi-
ous case of self defense and the 
state has agreed to a reduced 
charge of illegal discharge of a 
firearm and involuntary man-
slaughter. We recommend a 
fifty dollar fine on the firearms 
charge and six month’s proba-
tion for manslaughter.”

Hard Time looked down 
over his glasses, first at Gabe 
Boswell, then at Philbert 
McSwine. “Amazing stroke 
of luck, those wild shots from 
a rocking boat. Hit all three 
victims square between the 
eyes,” the Judge observed. “Mr. 
McSwine, do you concur with 
this plea agreement?”

“Well, yes your honor, al-
though considering my client 
was merely defending himself, 
I would prefer that the man-
slaughter charge be dropped.”

Then the lawyers blew it. 

Contractors will hone to their 
agreed upon last diamond puck (a 
1500g is fairly common) and then 
use a 1500g and maybe a 3000g 
diamond impregnated pad under 
a propane or electric burnisher 
to get rid of any resin marks and 
achieve a consistent look. 

These pads are also available 
in very high grit (3000g, 6000g, 
and 12,000g) series for use under 
auto-scrubbers in combination 
with a quality concrete cleaner and 
conditioner for polished concrete 
maintenance.

There are colored concretes, 
dyed concretes, and stained con-
cretes that are related to the head-
ing of polished. Most of the acid 
stained and dyed concretes will 
require a surface coating to lock 
them in. These coatings are called 
“concrete guard” products. These 
are also useful when protecting 
the polished concrete from acidic 
etching spills (think pickle jar spill 
in aisle 3) such as in grocery store 
applications.     

There are many issues to con-
sider when polishing, staining and 
polishing, or even doing surface 
prep (coatings removal and recoat-
ing) concrete projects. I have 
merely touched on some of the 
many common current practices. 
Please always remember to sub-
mit a test area to confirm proce-
dures, equipment, and results. And 
remember: partnering with a rep-
utable distributor of equipment, 
products and technical support is 
the most important thing.

Gabe choked back a laugh 
when the Judge rolled his eyes 
while Philbert could not keep 
a straight face any longer and 
broke out in an uncontrolled 
series of chuckles and snif-
fles. “Happy April Fool’s Day, 
your honor,” both attorneys 
announced as the courtroom 
roared with laughter.

Hard Time peered out as a 
wicked little grin spread over 
his face. “That’s a good one, 
boys. I have to admit you had 
me going there for a minute. I 
suppose the only thing to do is 
postpone Mr. Tobin’s motions 
hearing until next Monday.”

“Oh, we’re ready to proceed 
today, your honor. The state is 
prepared to answer all of the de-
fense motions and proceed with 
our charges of second degree 
murder against Caswell ‘Beano’ 
Tobin,” prosecutor Boswell 
announced.

“Well, normally that would be 
the case,” Hard Time replied. 
“But in this instance I’m going 
to have to postpone the hearing 
until Monday because it will 
be Monday morning before the 
defense attorney and the prose-
cutor are released from their jail 
cells. I sentence both of you to 
96 hours for contempt of court. 
Happy April Fool’s Day, boys!”        

The Varmint County Chronicles

Bosses: Learn from ’Em

Stone Restoration Corner
Continued from Page 22

Continued from Page 26

Continued from Page 7

Finished polished concrete demo at a Lowes branch.

They Walk  
Amongst Us

A guy I know was finally 
able to afford a new 

fridge for his family. To get 
rid of his old fridge, he put 
it in his front yard and hung 
a sign on it saying: “Free 
to good home. You want it, 
you take it.”

For three days the fridge 
sat there without anyone 
looking twice.

He eventually decided that 
people were too mistrustful 
of this deal.

So he changed the sign to 
read: “Fridge for sale $50.” 
The next day someone stole 
it! 

Who says zombies aren’t 
real? The brain-dead walk 
amongst us!

Please turn to Page 30

 Some of the diamond wheels 
cost thousands of dollars and 
would take up to sixteen weeks 
to make. All this was done 
while an impatient customer 
was on the other end of the line, 
waiting for your answer.

The pressure at times was 
intense. A phone quote was 
considered a contract between 
Baystate and the customer, and 
a mistake could have big con-
sequences. Use the wrong blue-
print and the wrong wheel was 
manufactured. Spec the wrong 
materials and the product was 
useless. Promise the wrong lead 
time and the customer might 
have to wait weeks longer than 
anticipated. Use the wrong pric-
ing formula and the customer 
would pay too much or too little 
and the product was produced 
at a loss. A mistake could shut 
down the production line at 
Chrysler, Boeing, or any other 
of thousands of customers, both 
big and small.

Jack Manning was a calm in-
fluence in the eye of the daily 
storm. Nothing seemed to sur-
prise him or shake his cool 
demeanor. Jack had the ability 
to immediately recognize the 
problem and chart the most 

direct course to a solution. He 
knew how to handle both em-
ployees and difficult customers. 
But most of all, Jack knew how 
to teach and how to lead by ex-
ample. He also recognized that 
a boss was more than just the 
man who gave the orders; he 
was also a friend.

On one particularly hectic 
day about four months into my 
tenure at Baystate, I got a call 
from the purchasing agent for a 
large steel fabricating firm. He 
requested a quote on 500 metal 
cut-off wheels. This guy was in 
a hurry, and he didn’t try to hide 
his impatience with my me-
thodical approach to producing 
a quote. After a certain amount 
of badgering, I figured up the 
math and quoted him a price. 
He placed the order, gave me 
a purchase order number, and 
hung up on me without saying 
goodbye.

Please turn to page 30
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Makita® 4101RH 5” 
Masonry Saw 
For Wet Cutting of Tile, 

Masonry, Concrete and More

• 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

Stephen Beck Awarded 2014 MIA 
Natural Stone Scholarship Award

S TEPHEN Beck, assistant 
project manager, Connecticut 

Stone Supplies in Milford, 
Connecticut has been awarded the 
2014 Marble Institute of America 
(MIA) Natural Stone Scholarship 
Award.   The scholarship is 
awarded annually to provide edu-
cational opportunities to further 
careers in the stone industry. Beck 
will earn a degree in construc-
tion management later this spring 
from Central Connecticut State 
University.

“My eyes have been opened to 
the vast applications of stone I 
never saw possible,” Beck wrote 
in his application essay. “While 
I have always had an interest 
in design and architecture, the 
stone industry has given me the 
opportunity to draft and design 
bathrooms, countertops, bar tops, 
accent walls, and backsplashes. I 
believe the opportunity to attend 
StonExpo/Marmomacc Americas 
will boost my knowledge of 
the industry to new levels. This 
knowledge will help me improve 

not only myself, but the company 
I work for.”

“Stephen Beck is talented, pas-
sionate and hardworking,” said 
Tyra Dellacroce, Connecticut 
Stone Vice President. “It is very 
exciting to work with a passionate 
young professional who is at the 
beginning of what I believe will 
be a very successful career in the 
stone industry.”

Beck received the award at the 
January MIA Awards Luncheon 
at StonExpo/Marmomacc Amer-
icas in Las Vegas. His travel 
and registration costs were cov-
ered by the scholarship, whose 
funds are made available through 
a sponsorship from MIA mem-
ber, Coldspring and the gener-
ous donations of MIA members 
worldwide. The selection was 
made by a panel of five judges, 
consisting of MIA board members 
and past presidents.

Applications for the 2015 
Scholarship Award are available 
at:  www.marble-institute.com/
Awards.

2015 MIA President Dan Rea (L) of Coldspring, 
sponsor of the 2014 Scholarship Award and 
2014 MIA President Tony Malisani (R) of 
Malisani, Inc. presenting the 2014 MIA 
Natural Stone Scholarship Award to 
Stephen Beck of Connecticut Stone 
Supplies, Inc. in Milford, Ct.

Honesty is the best 
policy—  when there is 

money in it.
– Mark Twain –

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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MIA Releases 2014 Fabrication 
Benchmarking Survey

THE Marble Institute of 
America (MIA) has released 

its 2014 Fabricator Benchmarking 
Survey, which was sponsored by 
Cosentino NA, KOHLER Co., 
and TENAX USA. The 2014 sur-
vey boasted 212 participants with 
40% of those also completing 
the 2013 survey. Participation 
in the survey was available for 
free to all fabricators in North 
America and the resulting report 
allows fabrication companies to 
compare their firm with firms 
of similar size. The MIA has 
used the data derived from the 
survey, both the current year and 
prior year, along with addition-
al industry statistics, to create 
a one-of-a-kind web portal that 
contains statistical data, design 
trends, housing information, and 
more. 

While the survey questions 
were posed to fabricators, the 
report offers relevant information 
for suppliers and international 
companies seeking information 
about the North American mar-
ket. The report also highlights 
key differences between fabri-
cators operating manual versus 
automated production facilities.

Stephanie Guilfoyle, who facil-
itated the survey for the MIA, 
had this to say of the partici-
pation, “I was truly amazed to 
see the variety within the stone 
industry ...from small shops with 

1 or 2 employees and no show-
room, to larger operations with 
80 employees and 10,000 sq ft 
showrooms! I’m excited to show 
the results of the survey to the 
industry.”

Peter DeKok, of Granite 
Mountain Enterprises said, “This 
is by far the best survey result/
analysis the MIA has ever done.”

New in the 2015 survey are:
• Sales, payroll, purchasing 

broken out by geographic region
• Sales, payroll, purchasing 

broken out by metropolitan area
• Internet trends
• Spending on natural stone as 

a percentage of all stone and as a 
percentage of sales

• Ranking of Natural and 
Quartz purchases by geographic 
region

“This is the best in depth anal-
ysis we’ve ever done,” said Mike 
Loflin, MIA Industry Research 
and Information Manager. “From 
the additional data collected on 
region and metropolitan areas, 
we were able to develop the 
analysis so that companies could 
compare their results with results 
of same size companies in the 
same region, or in the same size 
metropolitan area.  It makes the 
results much more useful for the 
fabricators.”

The results of this study, along 

with several other key industry 
trends/reports, are posted by the 
MIA’s Industry Research and 
Information Department on the 
MIA’s online industry statistics 
web portal. 

A follow up report is being 
produced in July which will pres-
ent a two year perspective with 
data provided by over 400 fabri-
cators.  An opportunity to partic-
ipate will be given to fabricators 
who have not yet submitted their 
data. 

To learn more about upcom-
ing studies, please visit the web, 
www.marble-institute.com/data. 

As soon as he hung up, I 
started to get an uneasy feeling 
about the whole thing, and de-
cided to overt the formula and 
math. Sure enough, I had made 
a mistake. I remember it well to 
this day.  My quote was off by 
29 cents per wheel: $145 on a 
$2,900 order, a small fortune in 
1973. 

I immediately picked up the 
phone and called the guy back. 
I explained to him that I had 
made a mistake and gave him 
the corrected price. 

His reaction was predictable. 
He ranted and raved, and then 
asked, “What kind of a company 
is this? Do you stand by your 
phone quotes or don’t you?” I 
said that we did, and with that, 
he said,” Then I will expect de-
livery at the price quoted,” then 
slammed down the phone. I was 
screwed.

Now I had a new problem. I 
would have to take this to my 
boss, Jack Manning. I swal-
lowed hard and marched into 
Jack’s office, laid the order on 
his desk, and began to tell my 
tale of woe. 

Jack listened quietly, reached 
over, picked up the order and 
began rewriting it, word for 
word, number by number, in-
cluding my rookie mistake. 
When he completed the order, 
he handed it back to me with 
his signature. 

“Put it through,” he said, “and 
relax, you’re doing a fine job.” 

I came out of his office with a 
whole new outlook on life and a 
new respect for my boss. I de-
cided then and there that wher-
ever this man wanted to lead, I 
would follow.

Another example of this 
man’s wisdom was his ability 
to recognize when to draw the 
line. In my youth, every situa-
tion that came up was a crisis 
that demanded immediate and 
drastic response. No matter 
what the request or need of my 
customer, it was handled like a 
national emergency. 

In my position as Senior 
Order Editor I called the shots 
for the warehouse foreman and 
his seven-man crew. I made 

Bosses: Learn 
from ’Em

Continued from Page 28

these guys jump through hoops 
in order to satisfy my custom-
er’s every whim. This made me 
a hero with my customers, and 
a royal pain in the butt to the 
warehouse crew.

One day, Jack happened to be 
walking by my desk as I was 
giving some ridiculous and un-
reasonable order to the ware-
house crew. I don’t remember 
the exact situation, but I’m sure 
that on a scale of one to ten, this 
ranked in the range of negative 
three. 

After I hung up, Jack leaned 
over the back of my chair and 
whispered in my ear, “You 
know, Doug, the easiest thing 
in the world is to sell another 
man’s sweat.” 

Bingo! The light came on. 
After that, before issuing or-
ders, I would think to myself, 
“Is this a reasonable request?” 
And if the answer came back 
yes, I would ask myself, given 
the time allowed, “Is this a rea-
sonable request from a reason-
able supervisor?” After that, my 
relationship with the warehouse 
crew improved dramatically, 
and my relationship with my 
customers suffered not at all.

Almost 45 years have passed 
now since those lessons were 
learned. I have worked for 
many a boss since then, and 
been one myself. Some were 
talented men; some were dumb 
as a mud post. I have learned 
valuable lessons from all of 
them. What to do, and more im-
portantly, what not to do. But 
no one has ever taught me more. 
I remember Jack Manning with 
great fondness.

Reprinted from Slippery Rock 
Gazette, Volume 3, Number 6,  
June 1997

They Walk  
Amongst Us
 

Continued from page 28

One summer vacation my 
friend and I were walk-

ing down the crowded beach 
when a cute girl shouted...

“Oooh, look at that dead 
bird!” My buddy, bless his 
heart, looked up at the sky 
and said...“Where?” 

They walk amongst us, and 
you might even know one! 

My brother just retired 
from the military. After 

carefully saving up for years 
he was ready to settle in one 
place and buy a house. While 
looking at a property in my 
neighborhood, my brother 
asked his Real Estate agent 
which direction was north, 
because he didn’t want the 
sun waking him up every 
morning. She asked, “Does 
the sun rise in the north?”

My brother patiently ex-
plained that the sun rises in 
the east, and has for some 
time. She shook her head and 
said, “Oh, I don’t keep up 
with all that science stuff... 
Hey, do you think I can get 
an App for that?”

They walk amongst us! And 
they make more money than 
we do!
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W HEN you see an obvi-
ously fake hairpiece, you 

can’t help but shake your head 
and chuckle. The same may 
be said for really odd building 
restorations – Restorations so 
blatantly tacky even a novice to 
the building trades could spot 
the errors and say, “What were 
they thinking?”

This applies to the “modern-
ization” that took place during 
the mid twentieth century at The 
King Street Station in Seattle, 
Washington.

The original train station was 
built in the early 1900s. It was 
done in an elegant institutional 
style with perfectly used details, 
such as the shine on the terrazzo 
flooring, the ornate ornamental 
plaster ceilings and the fancy 
marble paneling and glass tiling 
accents. The most obvious fea-
ture was an old-fashioned, early 
1900s style clock tower that can 
be seen for miles and miles.

All this beautiful work was 
laid waste over time. It did not 
help that there were some mis-
guided attempts at taking care 
of the building. 

Back to the example that 
started this story… the fake 
hairpiece is not even as bad as 
the suspended ceiling that was 
installed over the King Station 
ornamental plaster ceilings. 

There’s an awful yet highly 
entertaining card game called 
Cards Against Humanity. This 
ceiling design choice should 
be one of those Crimes Against 
cards. The ornamental plaster 
was like a choir of heavenly 
angels, while the suspended 

ceiling was a bad Karaoke 
singer who can’t stay on pitch.

Anyone who walks into the 
building now can breathe a sigh 
of relief.  The angels are back 
in full view, no longer shrouded 
by a tacky drop-in ceiling.  

In a time when Apple comput-
ers is getting ready to release a 
watch with iphone capabilities 
it’s refreshing to see an old clock 
tower restored to it’s former 
glory with new frosted glass for 
clock faces, and wooden clock 
hands and numbers refurbished 
and repainted. There’s even a 
new clock system installed. 

Another important and note-
worthy repair that occurred 
on the clock tower is one 
any Pacific North Westerner 
wouldn’t bat an eye at … (are 
you feeling the suspense?) … 
moss removal. 

In many places both rural and 
urban, moss is used as a gar-
nish in bouquets or an accent 
in gardens. In Washington and 
Oregon moss is as prolific and 
ever-present as mosquitoes are 
in the south after a long, hard 
summer rain. Moss, wreaks 
havoc on wood, and smothers 
stone like a long lost and nev-
er-missed lover who needed to 
leave and couldn’t get the hint. 

Moss is public enemy number 
#1. Well, maybe that is giving 
the bushy invader too much. 
Hordes of interior decorators 
and designers may find it en-
chanting, but don’t buy it for a 
minute, folks. 

King for a Day

by Carmen Ghia
Foreign Affairs Dept.

Please turn to page 33

King Station in Seattle was a shabby, sad sight before it was 
restored to its former glory, at the cost of about $50 Million.

Smile for the (Traffic Light) Camera!

A man was driving when he 
saw the flash of a traffic 

camera. He figured that his pic-
ture had been taken for exceeding 
the limit, even though he knew 
that he was not speeding. 

Just to be sure, he went around 
the block and passed the same 
spot, driving even more slowly, 
but again the camera flashed. 

Now he began to think that 
this was quite funny, so he drove 
even slower as he passed the area 
again, and the traffic camera 
again flashed. 

He tried a fourth time with the 
same result. He did this a fifth 
time and was now laughing when 
the camera flashed as he rolled 
past, it at a snail’s pace. 

Two weeks later, he got five 
tickets in the mail for driving 
without a seat belt. Bless his 
heart, you can’t fix stupid!

LOCATED in Effingham, 
Illinois, the family-owned 

Mette’s Cabinet Corner has been 
producing quality cabinets for 
over 3 decades. According to 
shop foreman B.J. McDaniel, the 
company expanded their line to 
natural stone in 2007. 

Now, they primarily fabri-
cate 3cm granite and engineered 
stone, with a smaller mix of cus-
tom marble tops. Most of their 
customer base is in the residen-
tial kitchen and bath market. The 
company also does commercial 
jobs including hospitals and 
banks.

This company stayed suc-
cessful by adapting to changing 
customer demand. They offered 
granite when it became more 
common in upscale homes. They 
added quartz products when they 
were on the upswing in popular-
ity. They listened to their cus-
tomers and stayed in tune with 
in-demand product trends when 
marble began reappearing in 
kitchens and baths.

So how does Mette’s Cabinet 
Corner keep up their present 
level of success? According to 
McDaniel, they established a 
good production system and sim-
plified it over the years. They use 
Viper Elite pads to finish all their 
tops, to get dependable results 
and save time. 

Their shop equipment includes 
several Park machines: a Yukon 
bridge saw, Titan CNC and Pro-
edge 4. The company also uses a 
Flow International Corporation 
waterjet, and hand tools for fin-
ishing. That’s where their use of 
Viper Elite Pads come into play: 

it’s a tool that works equally well 
for finishing the Big Three mate-
rials: granite, engineered stone, 
and marble. Over years of use, 
McDaniel has come to trust the 
consistent performance and qual-
ity of Viper Elite pads.

SRG: We’ve heard that you 
really like Viper Elite Polishing 
pads. When are you using them?

“We use them once the ma-
chined pieces come off the 
CNC,” he replied. “We run a 
hand-polish cycle to take most 
of the lines out (from the) ma-
chining, but we’ve got a higher 
level of expectation than many 
shops. Our customers pay good 
money and we want their coun-
tertops to look good, so we make 
sure to take out every line. Some 
jobs may not need touch-up and it 
may mean just hitting the bottom 
for a finished touch. However, on 
some jobs such as an Ogee edge, 
we’ll typically take the edge back 

down and start over beginning 
with the Viper Elite step 3 pad. 
It eats a little bit of the stone, but 
not enough to reshape it. We also 
have a few profiles that we typ-
ically don’t polish at all on the 
CNC and so we’ll start with the 
Step 2 Viper Elite pad. 

SRG: How do the Viper 
ELITE pads fit into your pro-
duction flow?

  
“The Viper Elite Pads give us 

a streamlined, 6 step process, so 
when beginning a new hand pol-
ished edge, such as a polished 
edge that’s not being done on 
our Pro-Edge 4, we’ll start with 
the step 1 pad and work our way 
up to the 6, be it granite, quartz 
or engineered stone. Right now 
we are about 50/50 on granite 
and engineered stone with the 
occasional marble or quartzite 
job. The Viper Elite pads work 
equally as good on all of those. 
We don’t have to switch pads to 
keep up standards. 

Here’s What One Company Did to Simplify Production

by Peter J. Marcucci

Please turn to page 33

Little Rufus
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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 
published.
•Best way to submit an ad is by going 
online at www.slipperyrockgazette.net 
for a free ad, or use the online form for 
a print ad, then fax payment to 865-688-
8254, (Attn: Karen Richards).

2015 Classified Ad Deadlines

Classified Ad Guidelines

Issue Classified Ad Submission Deadline

June 2015 Wednesday, May 6, 2015

July 2015 Wednesday, June 3, 2015

August 2015 Wednesday, July 8, 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.

_____________ 

overtime and some Saturdays. Pay 
will depend on experience. Insurance 
benefits after 90 days. This is a Great 
Opportunity with a stable company! 
Qualified candidates should contact 
our office at 423-926-1258 to sched-
ule an interview. Come grow with us!

_____________ 

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 fab-
ricators 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 

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.

_____________ 

GREAT LAKES AREA FAB SHOP 
FOR SALE Great opportunity for 
a cheap price! Open a new market 
or get a good start in the business. 
Selling for personal reasons. Includes 
2 Bridge Saws (1 almost new), Woods 
Power Lift, Shark CNC (hardly used), 
New Hercules Router, Work Benches, 
Frames, Omni Seam Setter, ‘99 Box 
Truck, Air Polishing Tools, Stone 
Displays. Lease or buy existing location 
or move to your location. Quality busi-
ness with good referrals. Price reflects 
desire for quick sale. $185,000. Serious 
Inquiries Reply To: StoneLink52@
gmail.com.

_____________ 

Help Wanted

Stone Shop Fabricators Needed - OR 
& WA. Precision Countertops is a 
leading custom countertop manufac-
turer with over twenty five years of 
experience manufacturing and install-
ing countertops. We are currently 
recruiting for Stone Fabricators for our 
Wilsonville, OR and Kent, WA man-
ufacturing facilities. Successful appli-
cants will have previous experience in 
fabricating countertops or experience 
using similar hand tools, measuring and 
cutting accurately, as well as a strong 
work ethic and attention to detail. 
Please submit resume to careers@pre-
cisioncountertops.com.

_____________ 

U.S. Marble, Inc., Johnson City, TN is 
seeking Hand Polishers with Granite/
Quartz experience. Work Hours are 
7am-4:30pm, Monday-Friday with 

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, $5 each 

• Viper Wet Core Bit, 1-3/8˝, $25.00; 2˝, $26.00; 3˝, $39.00 
• 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

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

Join Us 
Each Month!
For your subscription requests,  

address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

participant in this program and we will 
print for you custom postcards and 
brochures to hand out to your clients 
and prospective customers interested 
in your countertop services.
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.

_____________

Call 321-514-6845

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

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


slIppery rock GazeTTe may 2015  |  33  

Natural Stone Council Names 2015 Officers and 
Committee Chairs

T he release of the ANSI/NSC 
373 Sustainability Standard 

was clearly the highlight of the 
Natural Stone Council (NSC) 
2014 accomplishment list 
according to NSC chairman Moe 
Bohrer, as he addressed a num-
ber of stone industry leaders at 
StonExpo West / Marmomacc 
Americas 2015 in Las Vegas, 
Nevada.

Bohrer commented, “the NSC’s 
commitment to sustainability 
goes far beyond producing the 
ANSI approved standard (a three-
year effort), assisting the first 
company (TexaStone Quarries) 
to achieve the new standard, 
and producing tools to educate 
the design community about the 
standard.” He announced that 
Kathy Spanier of Coldspring will 
be chairing an effort to pursue 
acceptance of the standard by 
various sustainability market 
drivers, such as the USGBC and 
the Living Building Challenge, 
in the upcoming months.

Additional 2014 NSC accom-
plishments included:

• Joining the Construction 
Industry Safety Coalition (CISC) 
to insure the natural stone indus-
try’s voice is heard specific to 
proposed changes to the allow-
able silica exposure levels by 
the U.S. Occupational Safety & 
Health Administration (OSHA).

• Monitoring and keeping 
member associations informed 
about a variety of regulatory 
agencies impacting the stone 
industry.

• Establishing an associate 
membership category for stone 
associations outside of the U.S. 
to become active with NSC ini-
tiatives.

• Assembling a new NSC 
member association annual dues 
structure to help provide a more 
regular base of ongoing financial 
support.

• Joining together with sever-
al stone associations to provide 
continuing education on the show 
floor at the American Institute of 
Architects (AIA) annual conven-
tion in Chicago.

Networking activities at the NSC Booth during StonExpo 2015, 
Las Vegas tradeshow.

Continued from page 31

McDaniel added that the 
company’s two, 2-man installa-
tion crews use Viper Dry pads 
when in the field. “It’s difficult 
to use a wet pad at the jobsite. 
Fortunately, our installation 
crews don’t have much pol-
ishing in the field; mostly just 
touching up from an occasional 
notch. The dry pads are super 
for that kind of touch-up during 
the install.”

SRG: How much mileage do 
you get out of them?

 
“Speed and wear do go hand-

in-hand, and at the same time 
we are getting the quality that 
we expect from the Vipers, and 
we continue to be very happy 
with the performance of these 
pads. I can’t give you an hon-
est estimate on how many feet 
they polish before being worn-
out, but they are fast. We get the 
job done quickly with a good 
quality finish, and that’s what is 
important.”

SRG: When did you first start 
using the pads?

 “I had been using Viper Elite 
pads prior to coming to Mette’s 
Cabinet Corner in 2012. It seems 
like as the years have gone by, 
with the use of new technology, I 
have noticed the pads have gotten 
even better. One improvement 
was changing from different col-
ors to different numbers, making 
it easier to change from pad to 
pad. 

Another improvement is that the 
abrasive side of the pads is either 
white or gray so you’re not get-
ting any of the color of the abra-
sive transferred to the edge when 
you’re polishing, especially with 
the higher grits. So it seems like 
Braxton-Bragg is always doing 
what they can to make them bet-
ter. They listen to their customers 
and make improvements.” 

   
Friends In Cool Places

McDaniel continued: “Here’s 
a funny story. It’s been about a 
month since a Braxton-Bragg 
salesman showed-up here; that 
is—I thought he was a salesman. 

He handed me a business card, 
but I didn’t bother to look at 
it right away. And so we got to 
talking, he was a real nice guy, 
and I offered him my opinion 
of the Viper Elite pads, telling 
him that we’ve been using them 
for many years and found them 
to be very efficient and working 
equally as well on any stone. I 
also explained that we have tried 
other brands of pads on and off, 
as well, but that we always go 
back to the Viper brand. 

“Then, about 3 hours later, 
when handing the business card 
to the owner, I happened to 
glance down at it and thought, 
Holy Smoke! That was Braxton-
Bragg CEO, Rich Hassert. I had 
no idea! I thought he was a sales-
man! So that was pretty cool. 

“Rich also asked me to try their 
K-Drill core bit saying, ‘Just call 
Braxton-Bragg and tell ‘em to 
send you one’. I haven’t finished 
using the other brand we’ve been 
using, but when it’s worn-out 
I’ll be giving the K-Drill a shot. 
I’m very interested in seeing how 
many holes we get out of it.” 

Here’s What One Company Did

Please turn to page 35

Please turn to page 36

Continued from page 31

It’s about as cute as an an-
kle-biting Chihuahua yelping 
for dear life from inside it’s 
owner’s handbag.

However, I digress– moss is 
like a plague on stone buildings, 
like pigeon poo on a statue.

 The current King Street resto-
ration which began in 2008 and 
finished up in 2013 began with 
one of those awesome deals 
where the building changed 
hands for a whopping $10.  The 
price is a gesture of good faith. 
It enables the new owners to 
get the restoration balls rolling. 
Still, it reminds me of those 
pompous and silly white wigs 
that British barristers (lawyers) 

wear in Court. Why? Well, it 
just looks good on the books 
and the accountants are satisfied 
at the end of the day. 

But I am happy to report that 
the architects, stones masons, 
plumbers, electricians, builders 
and their amazing crews revived 
the soul and original beauty 
and craftsmanship of The King 
Street Station… At the slight 
total cost of around $50 million 
dollars.  You know – the chump 
change the likes of which you 
and I could wrangle up in a day 
or two at a kiddy version of a 
lemonade stand. 

But that’s another story. Be 
patient, good readers… the tale 
is to be continued.

–Reporting from the Lunatic 
Northwest – Carmen Ghia.

King for a Day

“Watch” Out for Bargins

A watch collector spotted a 
rare Swiss timepiece in 

a Phoenix secondhand store, 
bought it on sale for $5.99 and 
then sold it for $35,000.

Zach Norris said he went to a 
Goodwill store early this year to 
look for a golf cart but took some 
time to peruse the watch section.

It proved to be time well-spent.
Norris said he was excited 

when he recognized the 1959 
Jaeger-LeCoultre diving watch, 
he told KTVK-TV.

“I’ve found some stuff in the 
past that I have been really excit-
ed about and stoked, but this is 
one of those things you’re like, 
‘One day, one day it will hap-
pen,’ and it happened for me,” 
Norris told the TV station.

Norris took his purchase to 
a dealer for the brand, Oliver 
Smith Jeweler in the Phoenix 
suburb of Scottsdale. The busi-
ness’ watchmaker authenticated 

the timepiece, Vice President 
Paul White said.

The watch was “worn, but not 
badly worn, certainly wearable,” 
White said.

Norris announced his find on 
a website for watch collectors, 
and a San Francisco enthusiast 
gave Norris $35,000 plus a less 
valuable watch.

Asked about the price tag, 
White said it was “market-driv-
en.” The watch was part of a 
production run of about 1,000 
and “a rare enough piece” that 
it would have garnered interest 
among collectors, White said.

Norris says the proceeds will 
help pay for his wedding.

The discovery shows there are 
deals to be had at the thrift stores, 
Goodwill spokeswoman Summer 
Dunham said.

“We’re happy for him,” 
Dunham said.
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Bath remodels and 
new construction 
are also a signifi-
cant part of KSI’s 
business. Angie’s 
List and social 
media comments 
from satisfied cus-
tomers keep the 
shop’s name in the 
spotlight. 

How I 
Survived 
the Crash

Pyramid Marble & 
Granite Increases Revenue 
Using ActionFlow

Continued from page 10

We hold the remnants until the 
job is safely completed, and the 
customer is satisfied. Then we 
release the extra stone for other 
jobs, and can keep the cost per 
square foot down.”

KSI has certainly found its 
niche. It completes about 1,000 
jobs each year. They are primar-
ily kitchen and bath projects for 
mid-income customers. Milligan 
is directly involved in the day-
to-day operations. 

The company has been a 
Braxton-Bragg customer since 
2007. KSI relies on Viper brand 
pads and small blades which 
offer high productivity. They 
also provide long life and good 
quality results. 

KSI also uses I-Brace prod-
ucts (manufactured by InnoTops 
LLC) on many projects. I-Braces 
support overhangs on granite 
and concrete breakfast bars and 
islands.  They are safer and re-
place old-fashioned corbels or 
wood supports. In addition, KSI 
uses Braxton-Bragg sink setters 
and dishwasher brackets.

These time-saving prod-
ucts help countertop produc-
tion and installation go faster. 
Turnaround time for KSI proj-
ects is 10-14 business days. 
Milligan recently added another 
installation crew. She wants to 
keep response times down.

KSI employs 16 people in 
their showroom. It has a 10,000 
square-foot fabrication shop 
with inside slab viewing and 
storage. There are plans to up-
grade its production capabilities 
in 2016, Milligan said.

All in the Family
Another factor affecting 

Milligan’s success is her fa-
miliarity with stone and stone 
products. She represents the 3rd 
generation in her family to work 
in the natural stone industry. She 
has also been a member of the 
Marble Institute of America for 
several years, and is also a mem-
ber of the new Women in Stone 
Initiative supported by the MIA. 

KSI mostly uses 3 cm gran-
ite for Kitchen counter tops, 

P YRAMID Marble & 
Granite, in Effingham 

Illinois, saw large increases in 
revenue and profitability once 
they started using ActionFlow 
software to manage their coun-
tertop business. 

Barry Brandt said, “It was 
a difficult task selecting new 
software for our business. After 
researching all of the options, 
ActionFlow was the best choice 
for us.”

Previously, Pyramid used 
Counter Intelligence (no longer 
available or supported) for coun-
tertop quotes. This was an old 
system, cumbersome to main-
tain, and made it difficult to ac-
curately price quotes. 

bathroom vanities, conference 
tables, and commercial count-
ers. They purchase stone locally 
and from suppliers throughout 
the Southeast. KSI keeps 80 
to 120 slabs on-hand. It offers 
granite, marble, and other natu-
ral and engineered stone. 

Products can be cut to any size 
or shape. They have also done 
specialized jobs like fireplace 
surrounds. Special projects like 
that naturally have longer lead 
times, but their satisfied cus-
tomers say it is worth the wait.

KSI offers several major brands and a multitude of color choices in  
engineered stone, including Daltile, LG, Caesarstone, and Hanstone. 

Please turn to page 36

Please turn to page 35

Using ActionFlow they are 
able to know that every job is 
profitable while still creating the 
most value for the customer.  In 
competitive bidding situations, 
even a small overestimating of 
the cost could be enough to pre-
vent them from earning the job. 
“We now estimate instead of 
guesstimate,” said Barry.

To create a quote, they simply 
draw out the countertops using 
the graphical drawing module 
(see screenshot below). This 
module enables them to quickly 
add finished edges, backsplash  
and many other features to their  
countertop quotes.  
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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

• 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 
Grinder and 

About 5 Seconds!

GoClips Sink Clips 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

Continued from page 31

SRG: Is there anything you can think 
of that could make Viper Elite pads 
even better? 

“No—nothing that I can think of, at 
the moment. But I’ll let Braxton-Bragg 
know if I think of something! What 
I have noticed is they are long lasting 
and work on any type of stone. Even the 
hook and loop material on the back has 
never given us a problem. So no, I can’t 
think of anything they could do to make 
them better.” 

McDaniel added that although he 
sometimes does use other vendors, 
Braxton-Bragg is at the top of their 

speed dial. They also go to Braxton-
Bragg for consumable supplies like glues, 
razor blades, polishing compounds, dish-
washer brackets, sink fasteners and coun-
tertop supports (the I-Brace). 

Commenting on Braxton-Bragg’s cus-
tomer service, McDaniel stated that all he 
has to do is write a purchase order and 
hand it to the purchasing guy. “Supplies 
ordered from Braxton-Bragg are just a 
2-day ship, he said. “We can call in the 
order at 10am or 2:30 pm, and I’ll still 
have it in 2 days!”

So when’s the last time YOUR shop 
evaluated the way you hand polish? 

To find out how Viper Elite Polishing 
Pads can help you, contact Braxton-Bragg 
at 800-575-4401. To start with, you’ll see 
immediate savings and a superior finished 
product, and end with happier clients.

Here’s What One 
Company Did

ActionFlow

Please turn to page 38 

Continued from page 34

In just a few minutes, they can diagram 
very detailed features of their quotes.  
Once the diagram is completed, they 
simply click ‘Calculate’ and ActionFlow 
produces a detailed quote of the coun-
tertops with the drawing attached. By 
providing the customer with the draw-
ing they were also able to show seam 
location and other features. This makes 
it possible for the customer to get a true 
“apple to apples” comparison.

“In the first full month of using 
ActionFlow, we saw an increase of rev-
enue of 11%.” said Ryan Brandt, one of 
the owners of Pyramid.   “The second 
month, the increase was 14%.   We were 
able to bid lower on some jobs because 
we had a clear understanding of exactly 
what our costs would be.  Those lower 
bids resulted in more jobs.”

To set up the quoting feature, they first 
defined the cost for every line item that 

they might include in a quote, such as 
cutouts, edge profiles, sinks and mate-
rial.  ActionFlow includes the ability 
to quote the material cost either by the 
square footage of the tops, or by the cost 
of the slabs themselves.  Once those cost 
definitions were defined, every quote 
would be estimated consistently and 
accurately.  

Not only are the quotes more accurate, 
but the user interface of ActionFlow 
also makes it quicker and easier to cre-
ate those quotes.  Now, creating more 
accurate quotes actually takes less time 
than it did before.

Pyramid also takes advantage of the 
slab layout feature of ActionFlow.  
Pyramid has been doing slab layouts 
and nesting for a long time as part of 
the fabrication process, but ActionFlow 
enables users to do layouts in the same 
module where they create the quotes.  
Screenshot 2 shows the countertops 
from the first diagram laid out on the 
slabs chosen for the job.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for New GoClips
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Natural Stone Council
Continued from Page 33

While at StonExpo West, the 
NSC also hosted the 2nd annu-
al Stone Pavilion Block Party 
which brought together hundreds 
of natural stone industry profes-
sionals on the exhibit floor. 

The NSC also elected its 2015 
officers: Moe Bohrer, Chairman 
(Anderson Bros. & Johnson/
Michels); Brenda Edwards, 
Vice Chairperson (TexaStone 
Quarries); Jim Owens, Secretary 
(TexaCon Cut Stone); and 
Jeff Buczkiewicz, Treasurer 
(Mason Contractors Association 
of America). In addition to 
Spanier being named to chair 
the sustainability committee, 
other committee chair appoint-
ments included: Dan Posthuma 
(Michels Corporation) for the 
Environmental Regulatory 
Compliance Committee, 
Matt Pruitt (Elberton Granite 
Association) & Ted Huppert 
(Grazzini Bros.) co-chairs to 
the MSHA/OSHA Regulatory 
Compliance Committee, and 
Holly Luehring (Michels 
Corporation) to the Web-Site 
Committee.

The Natural Stone Council 
(NSC) is a collaboration of trade 
associations that have joined 
forces to promote the use of 
natural stone in commercial, res-
idential, government, institution-
al, educational and all types of 
applications interior and exteri-
or. The NSC has published the 
ANSI/NSC 373 Sustainability 
Standard, promotes the “Genuine 
Stone®” brand, and focuses 
attention on regulatory require-
ments placed on the stone indus-
try. The members include the 
Allied Stone Industries, Building 
Stone Institute, Elberton Granite 
Association, Indiana Limestone 
Institute, Marble Institute of 
America, Mason Contractors 
Association of America, 
National Building Granite 
Quarries Association, National 
Slate Association, Natural 
Stone Alliance, New York 
State Bluestone Association, 
Northwest Granite Manufacturers 
Association, and Pennsylvania 
Bluestone Association. Learn 
more at  www.naturalstonecoun-
cil.org.

How I 
Survived 
the Crash
Continued from page 34
Customers can also choose 

engineered stone. KSI offers 
Daltile, LG, Caesarstone, and 
Hanstone. One bonus of offering 
quartz  to customers: Installing 
quartz allows customers to 
earn Leadership in Energy and 
Environmental Design (LEED) 
points. It also counts toward 
other green home-building cer-
tifications, which are important 
points to area builders and home 
owners.

Quality control is another pri-
ority. All stone offered by KSI 
is inspected at the quarry. It is 
also inspected again before the 
project begins. 

KSI recruits experienced in-
stallers. Entry level employees 
can begin as helpers. “If they 
show interest in moving beyond 
a helper they can apprentice for 
at least a year before being con-
sidered for a lead role,” Milligan 
said.

High standards mean higher 
customer satisfaction. “KSI in-
stallers understand they are the 
face of our business because 
they are the last one in the house 
and have more face time with 
the customer than any other 
individual part of the process,” 
Milligan said.

At the completion of each 
project, feedback is gathered. 
KSI installers return a job com-
pletion form. It has notes about 
concerns they saw. It also in-
cludes customer-reported issues 
from the final walk-through.  
Customers can then offer feed-
back though surveys.

Protecting the environment 
is important to KSI. Workers 
fabricate wet to reduce dust 
exposure. The company recy-
cles more than 60 percent of 
its water. It uses a closed loop 
Schubert MicroClean system.

The company also has a 
Rockcrete trench drain system 
installed in its sawing area. 
Scrap is recycled into landscap-
ing stone, used for stacked stone 
walls and other jobs.

Safety is prioritized through 
annual training. KSI uses 
the MIA Safety Tool Boxes. 
These are used for periodic or 

topic-specific refreshers. To 
increase safety, other steps are 
taken. Namely – Customers 
cannot view slabs without an 
employee present. They also 
cannot be in the shop without a 
KSI employee present. All chil-
dren must be accompanied by 
an adult. Children under 12 are 
requested to remain in the show-
room. Milligan has planned 
ahead, and there are lots of op-
tions to keep smaller children 
occupied in the showroom while 
their parents are busy. 

“We do offer a ‘kid swap’ so 
that each parent may view while 
the other one attends children in 
the showroom,” Milligan said.

KSI services Knoxville and 
the surrounding areas. There 
is no mileage charge for in-
stallation within 50 miles. The 

farthest installs to date include 
Memphis and Gracie, Kentucky.

Notable past projects include:
• Three Burger Bar locations.
• Waterside Condominiums.
• More than 15 houses in the 
Knoxville Parade of Homes, 
Including many award winners 
for best kitchen design. 

Milligan is the third generation 
in the industry. Her grandfa-
ther worked at Candora Marble 
Company in Knoxville. Her 
father, Vic Green, owned VIC 
International.

Prior to founding KSI, she 
worked at VIC International. For 
25 years, she sold large equip-
ment. She also trained people. 
She also taught maintaining and 
restoring natural stone floors. 

Please turn to page 37 

A banker is a fellow 
who lends you 
 his umbrella 

 when the sun is 
shining,  

but wants it back 
 the minute it 

 begins to rain.

— Mark Twain —

Online Suitor Steals Lady’s 
Car During Their First Date

AUTHORITIES say a man 
who allegedly stole a wom-

an’s car during their first date last 
month has been captured.

Waterford Township police 
say 53-year-old Gerald Tietz 
was arrested after the vehicle 
— which had the vanity plate 
“JSRYGRL” — was spotted in 
Cherry Hill, NJ.

Tietz and the woman, identi-
fied only as a New Jersey resi-
dent, became acquainted online 

and decide to meet on Feb. 26. 
Tietz allegedly told the woman 
his name was Gennaro Aladena 
and that he went by the nickname 
“Gooch.”

At some point that evening, 
police say Tietz got the woman’s 
car keys and snuck away with her 
vehicle.

A telephone number for Tietz 
could not be located, and it 
wasn’t known if he has retained 
an attorney.

Ethics Model Home 
Vanity, 2015 Parade 
of Homes 

Commercial 
remodel for 
Kennedy 
Dentistry,
Powell, TN
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How I 
Survived the 
Crash
Continued from page 36

In 2007, Milligan and 
a customer, GK Naquin 
started KSI. Naquin 
is a past president of 
the Marble Institute of 
America. They decided 
to go into the fabrication 
business. The business 
was meant to serve the 
Knoxville area. They had 
a ready-made market wait-
ing for them. Home Depot 
needed a contractor to pro-
vide in-home installations. 
Several hundred jobs were 
waiting to be completed.

“We opened KSI as a 
Home Depot service pro-
vider,” Milligan said. “We 
picked up 15 stores, and I 
only had two weeks to get 
my shop ready and start 
fabrication!”

That was the year that the 
housing market started to 
crash. Milligan bought out 
her partner in 2008. “We 
figured out our niche and 
stated slowly moving away 
from the big box business, 
and completely got out of 
that in 2012,” she said. 

“The first seven years, 
we focused on granite. This 
year, we’ve increased our 
fabrication and installation 
of marble and quartz by 25 
to 30 percent. That is our Please turn to page 38 

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

The Viper ® 30 Grit Bites like a Cup Wheel, 
Smooths like a Polishing Pad.

Viper® 30 Grit Wet Polishing 
Pads have the chops to remove 
stock, shape edges and prepare 
cut stone to begin the polish-
ing process. This grit will re-
move the deepest scratches. 

Unlike metal or carbide cup 
wheels, chipping and 

bouncing is practically 
eliminated. You’ll be 
able to move on to 
the polishing pro-
cess in no time. 

Eliminate Bouncing  
& Chipping

Caused by Metal or  
Carbide Cup Wheels

 Item #  Description MSRP OUR Price 
 11051 Viper® Granite Wet Polishing Pad, 4˝, 30 Grit, Purple $22.95 $14.95

Andrew Geronimo
recommends the
Viper® 30 Grit 
Granite Wet 
Polishing Pad

next phase.”
Milligan came from the 

supply side of the indus-
try. This gave her some 
advantages. “I had con-
tacts that most fabrication 
shops don’t have to get 
equipment and supplies,” 
she said. “That backlog 
of Home Depot jobs was 
really what got us through 
that first year. It was huge 
and kept the cash flowing.”

The Standard Model Mom
WHEN the Good Lord 

was creating mothers, 
He was into his sixth day of 
“overtime” when an angel ap-
peared and said, “You’re doing 
a lot of fiddling around on this 
one.”

And the Lord said, “Have you 
read the specs on this order?
• She has to be completely 
washable, but not plastic;
• Have 180 movable parts... all 
replaceable;
• Run on black coffee and 
leftovers;
• Has a lap that disappears 
when she stands up;
• A kiss that can cure anything 
from a broken leg to a disap-
pointed love affair;
• And six pairs of hands.”
The angel shook her head 

slowly and said, “Six pairs of 
hands... no way.”
“It’s not the hands that are 

causing me problems,” said 
the Lord. “It’s the three pairs 
of eyes that mothers have to 
have.”
“That’s on the standard 

model?” asked the angel.
The Lord nodded. “One pair 

that sees through closed doors 
when she asks, ’What are you 

kids doing in there?’ when she 
already knows. Another here in 
the back of her head that sees 
what she shouldn’t but what 
she has to know, and of course 
the ones here in front that can 
look at a child when he goofs 
up and say, ’I understand and 
I love you’ without so much as 
uttering a word.”
“Lord,” said the angel, touch-

ing His sleeve gently, “Go to 
bed. Tomorrow...”
“I can’t,” said the Lord, “I’m 

so close to creating something 
so close to myself. Already 
I have one who heals herself 
when she is sick... can feed 
a family of six on one pound 
of hamburger... and can get a 
nine-year-old to stand under a 
shower.”
The angel circled the model of 

a mother very slowly. “It’s too 
soft,” she sighed.
“But she’s tough!” said the 

Lord excitedly. “You cannot 
imagine what this mother can 
do or endure.”
“Can it think?”
“Not only can it think, but it 

can reason and compromise,” 
said the Creator.
Finally, the angel bent over 

and ran her finger across the 

Humor 
 can be 

 dissected 
 as a frog can, 
 but the thing 

 dies in the

cheek. “There’s a leak,” she 
pronounced. “I told You You 
were trying to push too much 
into this model.”
“It’s not a leak,” said the Lord. 

“It’s a tear.”
“What’s it for?”
“It’s for joy, sadness, disap-

pointment, pain, loneliness, and 
pride.”
“You are a genius, Lord” said 

the angel.
The Lord looked somber. “I 

didn’t put it there,” He said. 

Over a 30-year writing career, 
Erma Bombeck made us laugh; 
she also made us think. 

process, and the innards 
are discouraging to any 
but the pure scientific 
mind. 

— E.B. White —
(1899-1985) American writer, 
author of Charlotte’s Web and 

Stuart Little.
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“I went from training people 
in a controlled environment to 
a real life fabrication shop. I 
figured out really quickly why 
some of our customers said, 
‘Yeah, that is really not going 
to happen that way.’ ”

It was a learning experience. 
“I never had a homeowner in-
volved,” Milligan said. “I never 
had to worry about the direction 
of the veining in slabs. I never 
had to worry about slab size. 
That was a big eye–opener.”

The first years were tough. 
This began changing during the 
past 18 months. “Customers are 
happy to be spending money. 
They are remodeling because 
they want to, not because they 
have to.”

The current KSI showroom is 
2,000 square feet. It is located 
at 3900 Middlebrook Pike in 
Knoxville, Tenn. Hours are 
Monday through Friday, 8 a.m. 
until 5 p.m. and Saturdays from 
9 a.m. until 2 p.m. 

All of the company’s sales-
people have experience in 
design. They also have some 
hands-on experience of the con-
struction industry. “Everybody 
has some kind of experience in 
the field whether it’s flooring or 
cabinets or installation.”

Walk-in customers are wel-
come at KSI, says Milligan.  
“We do encourage making an 
appointment so we can spend 

How I 
Survived the 
Crash
Continued from page 37

One attitude that has helped Knoxville’s Stone Interiors succeed is the cooperative relationship they have developed with a highly respected custom home 
builder in the area: Ethic Construction. Over the past few years KSI has won numerous awards for its custom granite and marble installations. According to 
Milligan, they have also done over 6,000 area installs (and counting) since KSI started in 2007.

ActionFlow
Continued from page 35

In addition to having more 
accurate quotes and being able 
to nest his tops on the slabs, 
Ryan wanted to be able to pro-
vide countertop quotes to his 
customers right from the slab 
yard.  That way, they could 
know exactly what the cost 
would be as they chose the ma-
terial for their job.

To do that, Ryan took two 
additional steps.  First, he pur-
chased Microsoft Surface Pro 
3 tablets for his employees.  
Then, he installed wireless in-
ternet routers that covered his 
slab yard.  Now, his employees 
can simply carry their Surface 
tablets out in the yard with 
them and show the customers 
the immediate cost impact of 

choosing various colors.  This 
capability provides a valuable 
service to his customers, but 
also gives them confidence 
that they are dealing with a 
highly professional countertop 
fabricator.

“Our customers have been 
very impressed with our new 

This screenshot shows an initial slab layout, starting with the 
chosen slabs.

quoting capabilities and they 
love the fact that they can see 
the impact of their decisions 
immediately,” says Ryan.

For more information on the 
Actionflow system, please visit 
www.actionflow.net.

enough time with each person,” 
Milligan said.

For more information, visit 
KSI’s website at www.knox-
stoneinteriors.com or call (865) 
971-5800.
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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 

Call today!  Toll free 1-800-575-4401
Offer extended due to popularity! Call and receive a FREE E-Z Dishwasher Bracket!

Michael Peay, a veteran home builder with 30 years of experience that includes 
hundreds of kitchen installs, was continually confronted with a nagging prob-
lem—mounting the dishwasher. Out of frustration, Michael Peay invented and 
patented the solution.

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

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

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

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

3 .98
Now YOU can solve a $200 problem for only $495

and we’ll send you a FREE sample to prove it.
4 .10

MADE IN THE USA

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

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

NEW size for compact dishwashers!

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

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

The E-Z Dishwasher Bracket attaches to the cabinet with wood 
screws, as well as to the countertop with impact absorbing adhe-
sive caulk or silicone. It is made to accommodate virtually any 
dishwasher on the market and may be installed prior to or after 
countertop installation.

More than 580,476 sold!

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