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This ole Stone Detective 
has been in the stone in-

dustry for a long time. Over 
the last 40 years, it has cer-
tainly changed. The follow-
ing case I recently solved has 
become more common in the 
past few years. I would go as 
far as to say it is growing at an 
alarming rate.

I was sitting in my favorite 
spot at my local greasy spoon 
talking to Flo about the town’s 
upcoming parade when my 
phone rang. I excused myself 
and walked outside to take the 
call. 

“Stone Detective, here,” I 
said. The man on the other end 
sounded very businesslike. He 
told me that he was an architect 
and about a year ago, they fin-
ished a 90 million dollar build-
ing. The granite they used for 
cladding was getting stained. He 
wanted to hire me to come out 
there and see what was going 
on and if there was a chance of 

The Stone 
Detective

Several months ago I found 
the handkerchief my daugh-
ter gave to my husband be-

fore her wedding last year. On it 
was a note: “Dad, of all the walks 
we have taken together, this is my 
favorite. I love you, Kodee” and 
the date. It was sweet and loving 
and brought tears to his eyes.

When I came across the  beau-
tiful card she had written him to 
accompany the handkerchief, I 
knew I didn’t want things to be 
put in a drawer and forgotten. 
I scouted around, located the Please turn to page 4
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The Case of the 
China Syndrome

Love is Thicker than Blood

Classic Stone Works of Linville, North Carolina are pros in producing 
custom countertops. “We specialize in doing out-of-the ordinary 
countertops like curved islands and laminated, multi-profile edges,” 
said Production Manager Joe Magid. Left: Rainforest granite with a 
travertine tile backsplash and matching travertine farmhouse sink.
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Classic Stone Works: 
High Country Pros
in the Custom, Hand-
Finished Approach

removing the stains. 
Well, stain removal is right up 

my alley so I told him I could get 
out there as soon as I could 
book a flight. He said there 
was no need to book a flight 

– they would send their 
Lear jet out to pick me 
up tomorrow morning. 
Holy Cow, I thought. 

Must be serious if 
they’re sending a private 
jet. I also thought it was 
a sign these folks must 
have some dough. 

You should know by 
now that I am used 

to dealing with 
wealthy (and ec-

centric) people, but I’ve never 
had one pick me up in their pri-
vate jet. 

I was looking forward to this. I 
told him I would be at the airport 
in the morning with my test kits. 
Normally I could not bring my 
chemicals on a plane, but since 
this was a private jet, there would 
be no problem.  

I arrived at the local airport at 
8:00 the next morning and there 
was a young pilot waiting for 
me. He introduced himself and 
asked me if I was ready. I al-
most said no. The reason? This 
kid looked like he just got out of 
high school!  I guess I must be 
getting old. 

“Father of The Bride” cuff links, 
and knew I had the perfect start 
for a very special gift. Depending 
on how deep my “ignorance is 
bliss” idea for a shadow box was, 
and how long it would take me to 
figure out how to match my vi-
sion to reality, it would be perfect 
for a Father’s Day gift, or in the 
worst case, Ken’s birthday, which 
falls several weeks later in July.

Linville, North Carolina-
based Classic Stone 
Works supplies quality 

stone countertops and custom 
stone projects from Key Largo 
to Manhattan. This is one stone 
company that isn’t tied down 
by its regional roots. So how 
does this small shop prosper in 
a high-end market?

It starts with quality and tak-
ing the time to achieve it. “Our 
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bottom line is not a number,” 
said Debbie Guinn, who owns 
the business with her husband, 
Eric. “It is how we did our job 
that counts. Our goal is for our 
clients to love their project once 
it is completed. We do not en-
courage fast turnaround. We 
want to do it right the first time.” 

High-quality custom work 
is the company’s specialty, 
Production Manager Joe Magid 
said. “We do a lot of high-end 

homes with high-end builders 
and designers. We specialize in 
doing out-of-the-ordinary coun-
tertops like curved islands and 
laminated multi-profile edges. 
It’s all custom work. We don’t 
do any cookie cutter or produc-
tion-type multi-unit work.

The scale of a project doesn’t 
matter. Classic Stone Works can 
fulfill customer wishes. “Every 
job we do is a unique custom 
job,” Magid said. “We do any-
thing from four-square foot 
vanities to 300-square-feet of 
countertops in houses.”

The company started out in 
the tile business. Now about 75 
percent of jobs involve stone.  
“We do primarily natural stone, 
but we are getting more and 
more requests for quartz all the 
time,” Magid said. Engineered 
stone is growing in variety and 
popularity. “We are getting a lot 
more variety of materials from 
our distributors,” Magid said. 
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The Stone Detective

Them’s My 
Pet Fish

A man was stopped by a  
Fish and Wildlife Officer  
while carrying two big 

buckets of live fish. 
The suspicious officer asked the 

man, “Do you have a license to 
catch those fish?” 

The man replied, “No, sir. Don’t 
need one. Them’s my pet fish.”

“Pet fish?!” The warden asked.
“Yes, sir. Every night I take 

these here fish down to the water 
and let them swim around for a 
while. I whistle and they come 
and jump back into their buckets, 
as neat as you please, and I take 
’em home.”

“That’s a bunch of hooey! I’ve 
fished all my life and been catch-
ing poachers for 30 years, and fish 
can’t do that!” 

The man looked at the offi-
cer for a moment, and then said, 
“Here, I’ll show you. If you train 
’em young, it really works.” 

“O.K.  – I’ve GOT to see this!” 
The game warden was really cu-
rious now. 

The man carefully emptied the 
buckets of fish into the river, call-
ing each one by name, and stood 
and waited. After several min-
utes, the game warden turned to 
the man and said, “Well?” 

“Well, what?” The fisherman 
responded. 

“When are you going to call 
them back?” the game warden 
prompted. 

“Call who back?” the man 
asked.

“The FISH!” the game warden 
shouted, loosing his patience. 

“What fish?” the man asked 
with a grin.

He asked if I wanted to sit up 
front with him in the cockpit, 
and I jumped at the opportunity. 
We taxied for takeoff and soon 
we were on our way to the west 
coast. 

I’d tell you about the great 
conversation I had with the 
pilot… but this story is about 
the stained granite.  

A limo was waiting for me at 
the airport and took me directly 
to the building. As we pulled 
up, I noticed right away that the 
granite was stained with what 
looked like rust. 

There were five “suits” wait-
ing for me as I got out of the 
limo. One of the well-dressed 
gents told me he was the ar-
chitect that spoke to me on 
the phone. The others were 
representatives of the building 
owners. They all introduced 
themselves and asked me what 
I needed to get started. 

I asked them the normal ques-
tions. How old was the build-
ing? When did they first start 

seeing the stains? Etc., etc.  
As I was asking my ques-
tions, the architect told me 
that they originally had spec-
ified a local granite source but 
it was too expensive, so they 
found a similar granite from 
China at less than half the price.  
The minute he said that I knew 
what was causing the problem. 

Now, please do not send me 
any hate letters or emails, but 
I have noticed that some of 
the beautiful and cheap granite 
coming out of China has a very 
high iron content and is prone 
to oxidation. This is exactly 
what was happening here. The 
building was in a city that ex-
perienced high humidity during 
the warm months, and when 
this happens iron will begin to 
oxidize.  

I simply told them I needed 
some time to examine the gran-
ite and perform some tests. 
What I really needed was time 
to think about how to break it 
to them. They all gave me their 
cards and asked me to call them 
when I was done.

Fortunately, the rust stains 
were on the surface and came 
off very easily with a mild ox-
alic acid solution. This was the 
good news, but the problem was 
it would certainly come back.  I 
could recommend a sealer but I 
am not a fan of sealing exterior 
stone for many reasons. After 
about an hour or so I was fin-
ished with my inspection and 
called the men in black for the 
verdict.   

They all arrived within 15 
minutes of my calls. I told them 
that some granites from China 
are prone to rusting and they 
happen to have one of these 
granites.  I told them it could 
be removed but there was no 
guarantee that it would not re-
turn. Needless to say, they were 
not happy and asked me if there 
was anything they could put on 
the stone to prevent it from hap-
pening.  I told them we could try 
applying an impregnating sealer 

but there were no guarantees. 
To make a long story short, they 
applied the sealer after some 
extensive testing and a few jet 
rides, and so far, after two years, 
the stains have not returned. 

So my advice to you? Just be 
aware of the hidden potential 
of some of these granites from 
China; don’t fall victim to the 
China syndrome!

“I f  God wanted us to fly,
   He would have given us tickets.”

– Mel Brooks –

The Stone Detective is a fic-
tional character created by Fred 
Hueston, written to be entertain-
ing and educational. He has writ-
ten 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.

Varmint County

It may seem sometimes that 
the characters featured in my 
Varmint County tales never 

age, or grow older very slowly. 
Sadly, this isn’t a comic strip and 
our heroes do in fact grow older 
with the years. This fact was 
brought home to me at one of Doc 
Filstrup’s weekly poker parties a 
couple of months back.

“Boys, have you noticed that 
we’re not gettin’ any younger?” 
former Sheriff Smoky asked, 
addressing himself to no one in 
particular.

“What makes you think that, 
Sheriff? Is Belinda thinking about 
tradin’ you in on a newer model?” 
Archie Aslinger asked to a chorus 
of laughs.

“Archie, you old fool, what time 
do we start folding our hands and 
heading home?”

“Well, it’s getting on to midnight 

so this will be my last hand, win or 
lose,” Archie replied.

“Uh huh. We used to play cards 
’til the last of us was tapped out 
and somebody went home with the 
pot, usually not before three or four 
in the morning.”

“Well boys, I don’t know about 
you but I still have to work for a 
living. I have to convene court 
at 8:00 A.M. tomorrow,” Judge 
“Hard Time” Harwell pointed out. 

“Judge, don’t be laying that 
‘have to work for a living’ stuff on 
us. You socked away enough years 
ago to retire and you know it. You 
just plain enjoy sitting up there on 
that bench,” retired Judge Hugh 
Ray Jass said.

“That’s true, fellows. I do enjoy 

 Boomer Winfrey  
Varmint Co. Correspondent
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Varmint County’s Poker 
Pals plan a road trip, and 
the Caribbean may never 
recover

dispensing justice,” Hard Time 
responded with a wide grin. “But 
it is getting harder to keep up 
with all those fast talkin’ law-
yers. Sometimes I find myself just 
zoning them out when they start 
objecting to this and objecting to 
that.”

“Can I point that out the next 
time you overrule my objection?” 
Philbert McSwine asked.

“Philbert, if you do, I’ll find you 
in contempt and sentence you to 
eating my wife’s cooking for two 
weeks,” Hard Time sneered.

“Well, it’s a fact that we’re not 
gettin’ any younger,” Doc sud-
denly announced. “Look at us. 
Smoky, Archie and Hugh Ray 
are all pushing 70. I’ll be 85 my 
next birthday and my son Clyde 
just attended his 50th high school 
reunion.”

“Yeah, you’ve got a point Doc, 
you old farts have all got one foot 
in the grave and the other one 
on a banana peel,” Coach B. O. 
Snodgrass laughed. 

“I feel like a baby in this crowd 
and I’ve been coaching for 30 
years now.”

Continued from page 1
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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 593,412  sold!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for E-Z Dishwasher Bracket
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A good example of things that don’t work the way 
they should are complicated return policies. Poli-
cies that are limited or overly complicated can drive 

you crazy. 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! 

But sometimes, that’s what happens. Look no further than 
one of our competitors. Their policy has a condition of 
“unopened and original packaging” as an example of one 
of the 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 re-
turned if you can’t open the package and actually use it? 
At Braxton-Bragg, we want you to try as many products as 
possible so that you find the products that work best for 
you, your team and your business. And we understand that 
can take some trial and error. You shouldn’t be treated 
like a deadbeat teenager for trying new things. Plus…

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

Your returns help us
You can help us by making the returns because we’ll take 
the defective 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 business. We know you value honesty and integrity 
just like we do. So we’re going to start with a super easy 
return process (no complicated policies needed) that as-
sumes you know what’s best for your business. 

That’s why if at anytime within 30 days of ordering a prod-
uct you are not 100% satisfied with the performance or 
quality of the product, simply give us a call and we’ll give 
you a return number so it’s easy for you to track and re-
ceive 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 man-
ufacturer 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 Brax-
ton-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. 

Sometimes Things Simply Don’t Work 
The Way They’re Supposed to Work

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

Sharon Koehler
Artistic Stone Design

Please turn to page 10

Networking is Everywhere

When I say net-
working – you  
say BNI. BNI is 

by far the most recogniz-
able and well known net-
working organization out 
there. 

A bunch of people sit 
around in a room at the 
same time every week 

and talk about their busi-
nesses–the concept being 
that everyone in the room 
promotes your business as 
well as their own. 

It’s a great concept and 
a great organization. They 

Love is Thicker 
than Blood

Continued from Page 1

I found several of my 
favorite pictures from 
the wedding: the smile 
and giggle as they started 
walking down the aisle; 
the proud look on his face 
of walking his beautiful 
daughter; the sweet look 
during the father-daugh-
ter dance. I then looked 
around for the same num-
ber of pictures of just the 
two of them from when 
she was little. This was a 
little more difficult since 
we also have a son, so pic-
tures usually are of both 
he and the kids together.  

Eventually I located 
several pictures that fit 
my criteria. I made copies 
and went shopping for a 
shadow box large enough 
to fit everything I wanted 
to include. When I got 
home and looked at the 
36˝ X 24˝ box I wondered 

if I had lost my mind!
Although I think this 

would be a nice gift for 
any dad, the thing that will 
make this special for my 
husband is that he is my 
daughter’s stepfather and 
he, not my ex-husband, 
was the one to walk her 
down the aisle.

As with many children 
of divorced parents, there 
were many ups and downs 
in my daughter’s life. Her 
emotions were sometimes 
torn between her loyalty 
to her “Daddy” whom 
she loved desperately but 
whose life was contin-
uously spiraling out of 
control, and her “Dad” 
who was the ever present, 
steadfast and calm element 
in her sometime stormy 
emotional life. When my 
husband and I first started 
seeing each other I made 
it clear my daughter and I 
were a package deal and 
she would always be my 
first priority.

Please turn to page 6

are a worldwide organiza-
tion with weekly meetings 
going on all over the globe 
at different times on differ-
ent days. It’s really easy to 
find one near you. But if 
that’s all you’re doing, you 
are cheating yourself out of 
other potential customers. 

You belong to the BBB, 
right? The BBB has net-
working opportunities on 
a regular basis.  They have 
networking luncheons fre-
quently.  You meet at dif-
ferent restaurants around 
town with other business 
representatives in your area 
that belong to the BBB.

You can bring cards and 
fliers and you get the oppor-
tunity to give your “busi-
ness speech” to all these 
other business people. But 
the BBB also does other 
things as well. Recently my 
local BBB threw a contest 
up on Facebook and we 
entered. We won two tick-
ets and a parking pass to a 
baseball game. Five other 
companies also won so it 
was an outdoor, fun, net-
working event. Because it 

was a smaller group, we got 
to get a lot more up close 
and personal. 

Another thing is BBB 
night at the ball games. 
They reserve a section and 
sell those tickets to their 
A-rated businesses and 
everybody sits in the same 
section.  It turns into a fun 
networking event (with 
beer and peanuts, too!)

Don’t belong to the BBB? 
Check out the MIA. The 
Marble Institute of America 
gives classes and lectures 
all over the country. These 
are always filled with peo-
ple from the industry who, 
like you, want to learn what 
others are doing. 

That is nothing more than 
a win-win situation. You 
will learn something new 
from the MIA AND you 
get to network with others 
in your industry as well. 

Or, join an MIA chapter 
in your area. I’ve listed 6 
benefits to joining a chap-
ter – like the quarterly MIA 
educational event is a great 
networking opportunity. 
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Special Bulletin from the MIA
U.S. Legislative Call for Action 
Contact Your Legislators about OSHA and Silica

Email responses to: publisher@slipperyrockgazette.net

For several months, 
the MIA safety com-
mittee and other key 

partners in the construc-
tion industry have alerted 
you to the fact that the U.S. 
Occupational Safety & Health 
Administration (OSHA) is 
proposing to change the al-
lowable exposure limit by 
one-half. Recognizing that 
there is strength in num-
bers, the MIA joined the 
Construction Industry Safety 
Coalition (CISC) which is 
comprised of twenty-five 
trade associations (including 
the Natural Stone Council 
and Building Stone Institute), 
to contribute feedback of the 
process and hopefully influ-
ence the result.

The CISC has just submitted 
a new report to OSHA on the 
“Costs to the Construction 
Industry and Jobs Impacts 
from OSHA’s Proposed 
Occupational Exposure 
Standards for Crystalline 
Silica” (for a copy of that 
report please turn to page 
25). In this report, the CISC 
estimates that OSHA’s pro-
posed silica standard will 
now cost the industry more 
than $4.9 billion per year, 
increasing our original esti-
mate by approximately 20 
percent since our post-hear-
ing economic analysis was 
submitted.  
This new analysis shows an 
additional $1.05 billion per 
year of indirect costs will 
be placed on the construc-
tion industry in the form of 
increased prices paid for 
construction materials and 
building products (i.e., block, 
stone, tile, concrete, paint, 
countertops, etc.) when man-
ufacturers of those materials 
pass on some of their costs of 
complying with the “General 
Industry” portion of OSHA’s 
proposed silica standard, 
while $3.9 billion per year 
(which we already provided 

to OSHA) will be direct com-
pliance expenditures by the 
construction industry for addi-
tional equipment, labor, mon-
itoring, medical surveillance, 
record-keeping, etc.  In addi-
tion to the proposed rule being 
more costly than originally 
estimated, the report trans-
lates the costs into significant 
job losses for the construction 
industry and the broader econ-
omy. The CISC estimates that 
the proposed regulation would 
reduce the number of jobs in 
the U.S. economy by more 
than 52,700 yearly.  
On March 11th, the CISC 
submitted a request for a 
60-day extension of time for 
submitting written comments 
in response to the agency’s 
request for information.  
OSHA issued a 180 day exten-
sion of the comment period 
on March 25th based on the 
CISC and other organizations 
written requests. Comments 
are now due October 9, 2015.
How can you help? We urge all 
members to write to their two 
U.S. Senators and designat-
ed House of Representatives 

member about this matter. 
While safety is paramount 
to each of us, the assump-
tions that were made by 
OSHA in developing this 
rule are completely off base. 
We believe the current silica 
rule has done a fantastic job 
of reducing related illnesses 
so much so that it is still 
declining every year and 
current projections have it 
being eliminated over time.
Along with your letter we 
recommend that you include 
the following documents:

•New study finds that 
OSHA underestimated cost 
of silica rule by $4.5 billion 
a year

•How OSHA’s Silica 
Proposal Impacts 
Construction

Both documents and a tem-
plate letter are provided for 
you online at www.mar-
ble-institute.com/silica.
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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.

I recently purchased several 15-inch I-Braces to 
support the granite/overhang on my kitchen island. 
They worked absolutely perfect! I weigh 250lbs and 
was able to hang from them to demonstrate how  
 strong they are  (although I don’t recommend any 
 one doing that).  For $15.00 each, they were a steal. 
    Corbels are thing of the past!
          – Thanks!   
        Stephen Waldeck  

This was was non-negotiable! 
He didn’t even blink an eye as 
he said he totally understood. 
When I told him that package 
also included my ex-husband 
because he was my daughter’s 
father, that did not faze him 
either.

When we decided a couple 
years later to add to our fam-
ily I made it very clear that if 
we did this, there would be no 
favoritism, no she was “mine” 
and the baby was “ours.” He 
didn’t even pause to consider 
as he readily agreed.  Over the 
years, my daughter found a 
balance and peace on how to 
differentiate between the two 
men in her life – my ex was 
“Daddy,” my husband “Dad.” 
Stepfather was never a word 
used in our home or family.  

When I remarried I kept 
my previously married name. 
Although many people disap-
proved, I am not one to care 
what others think. My daughter 
carried my ex-husband’s name 
and my son my husband’s. I 
didn’t want my daughter to feel 
like a third wheel. 

Then there came a particu-
larly hard year with her Daddy. 
The emotional impact on both 
my daughter and our family 
was huge.  So, when she was 
14 years, old she asked my hus-
band if he would adopt her. To 
this day, it is one of his most 
precious memories. 

Love is Thicker 
than Blood

Continued from Page 4

Please turn to page 7

Please turn to page 11

Continued from Page 2

“So we’re all gettin’ older. That 
beats not gettin’ older,” Hugh Jass 
observed. “Besides, what can we 
do about it?”

“There’s one thing we could do,” 
Doc replied. “Road trip!”

“Oh no you don’t,” Sheriff 
Smoky cried out. “Last time we all 
took a road trip together we ended 

Varmint County up robbed and lost in Mexico 
and had to hire some coyotes to 
smuggle us back across the bor-
der before our wives found out 
we were there.”

“That wasn’t the last time, 
Smoky. Remember that deep 
sea fishing trip a few years back. 
That didn’t end up so badly, did 
it?” Archie added.

“Nah, nobody got arrested 
or lost but I recall we were all 
frustrated because them danged 

wildlife people in Florida has 
done gone and put some serious 
size limits on grouper and snap-
per! Why, a feller can’t bring 
home a decent catch, anymore.”

“Yeah, if old Elijah Haig 
hadn’t been with us, we wouldn’t 
have caught anything we could 
keep,” Clyde Junior recalled.

“Was Elijah the only one 
who caught anything?” Lawyer 
McSwine asked.

“Nah, we all caught plenty of 

fish just under the 30-inch limit. 
The captain made us toss ’em all 
back until old Elijah grabbed one, 
broke its back and stretched it 
out to 35 inches. From that point 
on, every time we’d hook a fish, 
we would pass it to Elijah and he 
would ‘stretch it’ for us,” Sheriff 
Smoky chuckled.

“What did the captain say?” B. 
O. asked.

“What would you say to some-
body who could break a 30-inch 
grouper in half with his bare hands? 
The captain just mumbled, ‘Nice 
catch’ each time,” Smoky replied.
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To not be disrespectful to 
her Daddy she hyphenated 
her name but within a cou-
ple years as things digressed 
she stopped using his name 
completely. 

My husband never men-
tioned it but I knew how 
much it meant to him. On 
our anniversary following 
her adoption, my card to him 
contained my new driver’s 
license with my new name. 
We were now a family united 
by love, if not by blood.

Love is Thicker 
than Blood

Continued from Page 6

The relationship between 
my daughter and my ex con-
tinued to worsen when my 
ex-husband remarried and 
his new stepchildren and 
grandson became priority 
over any time spent with 
his daughter. Several years 
passed, and then my daugh-
ter was in a life-altering car 
accident. 

I was in shock and shak-
ing as my son and I drove 5 
½ hours down to Southern 
California. The CHP officer 
who was first on scene called 
a few days after her accident 
to check on her. Although we 
knew how lucky we were, 
when I thanked the officer 
for calling and asked if he 
did this for everyone, he told 
me no, but he could count on 
one hand how many people 

he had seen walk away from 
an accident like hers.  I si-
lently counted my blessings, 
as our life could have ended 
up profoundly different.

The night of the accident 
I called my ex-husband. I 
calmly told him what hap-
pened and informed him he 
had one chance to get his act 
together and work things out 
with our daughter. Because 
if he didn’t, I guaranteed she 
was done with him once and 
for all.

He showed up that night 
at the hospital. He realized 
how close we had come to 
losing her, and promised 
things would be different 
from that day forward. It 

took her a long time to re-
build the trust between them, 
but to his credit, almost five 
years later, he has stuck to 
his word.

One of things that I knew 
weighed heavily on my 
daughter’s mind as she 
planned her wedding was 
who would walk her down 
the aisle. Her Daddy had be-
come re-engaged in her life 
and the younger part of her 
still felt that same loyalty. 
But the grown-up and ma-
ture side of her knew who 
had raised her. She knew 
who had been there through 
the good and bad. No matter 
what, he never faltered in 
HIS loyalty to her. 

After much soul searching 
my daughter told me she was 
going to ask my husband to 

walk her down the aisle. I 
told her the decision was 
totally hers to make, but I 
knew it would mean a lot to 
him. Inside I secretly smiled. 

…
Several months later she 

asked my husband and 
it took her several more 
months to gather her cour-
age to tell my ex-husband. 
Although disappointed he 
never said anything. As he 
had told me many times, 
he knew my husband was 
always there for her emo-
tionally, physically, and 
supporting her financially. 
She had become the person 
she was today in large part 
because of my husband and 
the stability he had provided.

For the wedding recep-
tion my daughter gave both 
her Dad and her Daddy the 
opportunity for a Father 
of The Bride speech. My 
ex-husband’s speech was 
short, heartfelt and sweet. 
He thanked my husband 
for being his friend and for 
everything he had done for 
both he and “their” daugh-
ter over the years. It was 
totally unexpected and 
moving. I don’t think there 
was a dry eye in the house. 
My husband wiped his eyes 
as he told everyone, wow, 
now that was a tough act to 
follow!

Owning a business to-
gether has not been as easy 
as we naively thought it 
would when we decided 
to take this leap. We do 
things very differently and 
there have been times we 
have been at serious odds 
with each other. But when 
I returned from visiting my 
daughter and new grandson 
last week and saw the beau-
tiful, grounded and happy 
woman she has grown into, 
I realized that although our 
business is important, the 
truly important things in 
life we have already accom-
plished, and accomplished 
together. And regardless that 
she was not “born” his, she 
is his daughter in every as-
pect of life that truly matters.

So, thank you to all the 
hard-working stone indus-
try dads out there, for all 
you do.

Will Rogers was born in Oologah, Oklahoma, on November 4, 1879. After performing in Wild West 

shows as a young man, Rogers broke into vaudeville and then Broadway. His folksy wit and common 

sense attitude made him one of the most famous actors and authors in the world in the 1920s and ’30s. 

Rogers died in a plane crash in Point Barrow, Alaska, on August 15, 1935.

Burnt Macaroni and Cheese Episode Forces 
Evacuation at Iowa State Capitol

A burnt bowl of mac-
aroni and cheese 

forced a brief evacua-
tion at the Iowa Capitol, 
recently.

Iowa Department of 
Administrative Services 
spokesman Caleb Hunter 
says somebody’s lunch 
was carelessly allowed to 
burn in a microwave be-
hind the Senate Chambers, 

on the second floor of the 
Capitol. He says the smoke 
prompted a short evacua-
tion of the entire building 
during the morning.

Luckily, no one was in-
jured in the smoky panic. 
Hunter commented that 
he’s not aware of any sig-
nificant property damage or 
any injuries sustained in the 
evacuation.

Even if you’re on the 
right track, you’ll get run 
over if you just sit there.
– Will Rogers
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Historical Stone Preservation and 
Restoration Seminar by Hueston 
Slated for August 2015

Historic stone expert, 
trainer and author 

Frederick M. Hueston, 
will present an exclusive 
look into historical stone 
restoration on August 12-
13, 2015, in Melbourne, 
Florida, for those eager to 
break into this specialized 
field.

The cost for the two-day 
Historical Restoration and 
Preservation Seminar is 
$995.

Historic stone resto-
ration requires a certain 
knowledge and skill set 
beyond everyday floor 
or countertop restoration. 
This seminar is designed 
to provide the knowledge 
and the tools necessary to 
be successful in this lu-
crative sector of the resto-
ration business.

Beyond the techniques, 
Hueston, or Dr. Fred as he 
is known in the industry, 
will also educate attend-
ees how to market their 
services, as well as how 
to communicate with ar-
chitects and conservators. 
Class size is limited and 
this seminar will only be 
offered once this year. 

Topics covered in 
the seminar will in-
clude: What is Historical 
Restoration?; Standards 
for Rehabilitation and 
the National Register; 
Who’s Who? (Architect, 
Contractor, Architectural 
Conservator); Repair and 
Maintenance of Historical 
Stone Masonry; and Stone 
Masonry Cleaning.

Hueston will also ad-
dress the problems associ-
ated with cleaning historic 

stone, stain removal and 
the long-term effects of 
cleaning.

To register, or for more 
information, please visit 
http://www.stoneforensics.
com or email Dr. Fred at  
fhueston@gmail.com.

 
Frederick M. Hueston, 

is an internationally rec-
ognized stone and tile 
consultant, and the author 
of more than 27 books 
and numerous articles on 
stone and tile. Founder 
and former owner of the 
National Training Center 
for Stone and Masonry, 
Dr. Fred is now concen-
trating on full-time con-
sulting, installation fail 
investigations, and expert 
witness work in courts 
worldwide.

Organize Your 
Scheduling to Save 
Time and Money  

I  have found that sched-
uling and organizing 

my shop on both a day-
to-day and week-to-week 
basis is essential to keep 
a shop running smoothly. 
Trying to “wing” your 
daily schedule not only 
adds unnecessary stress 
but can also lead to prob-
lems, confusion, and more 
mistakes than should be 
taking place. Customers 
also appreciate and re-
spect an organized com-
pany as it is often a 
reflection of the overall 
company and makes for 
a more pleasant buying 
experience. 

My general method for 
keeping an organized 
schedule is simple.  First, 
I keep a large monthly 
calendar that hangs on 
the wall to the left of my 
desk. Every template, de-
livery, install or company 
event gets marked on my 
calendar as soon as the 
day and time is verified 
by the homeowner. This 
calendar is normally the 
first thing I look at every 
morning and the last thing 
I see as I leave the office 
every evening. It helps 
ensure that nothing ever 
slips my mind and is a 
constant reminder of ev-
erything that is going on. 
I would be lost without it.  

In addition to my 

calendar I keep an on-go-
ing daily list that has the 
tasks that have been as-
signed to every member 
of our team. I list each 
person separately and 
give an order of the jobs 
or pieces they are work-
ing on and always project 
past that day to ensure the 
employee never runs out 
of work. It also ensures 
what they will be work-
ing on the following day. 
I revise the daily list at 
the end of each workday, 
which gives our company 
great flexibility to make 
changes quickly if there is 
an issue with a job or one 
of our builders needs to 
squeeze in a rush order.

I review the daily list 
with my shop foreman, 
and give him a copy, so 
that he is aware of ev-
erything that is going on 
and knows any changes 
that may have been made. 
Our install crew and tem-
plate crew are also given 
the same list so everyone 
knows not only what they 
are working on, but also 
what the other members 
of the team are doing.

The third step in my 
scheduling process is re-
viewing and writing the 
upcoming weekly install 
and template schedule 

 Ben Cole  
Cole Brothers

every Friday. Now, we 
typically try to set up the 
installation date on the 
day we template with our 
private customers. Our 
company works to keep 
a rough turnaround time 
of two weeks but this can 
vary throughout the year 
during our intensely busy 
times – around the sum-
mer holidays (our work 
is primarily shore based). 
With our builders, we 
tend to have more flexi-
bility, especially with new 
construction where the 
builder typically needs a 
maximum of a week’s no-
tice for install. 

Regardless, on Friday, 
we call or email all of the 
customers scheduled for 
the coming week to re-
mind them and verify that 
they will be ready for the 
day they are scheduled. 
We also use this day to set 
up some of the following 
weeks schedule.  

But wait, there’s more! 
We write up all of the 
small orders (sills, etc.) 
that come in and place 
them in bins with the old-
est orders at the lowest 
section of the bins.  This 
makes it easy to track 
which order is next in line 
to be completed. For the 
larger projects I will typ-
ically maintain a cut list 
(some of the small items 
normally make the list) 
which helps keep orga-
nized which job is to be 
cut next.  

Please turn to page 11
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Getting Connected with 
Chapter Member Benefits
An MIA chapter membership 

connects you with other stone 
professionals in your geographic 
region. Membership dues support 
chapter programming which in-
cludes initiatives and benefits for 
the design community, and some 
great perks:

• Admission to quarterly educa-
tional events

• Participation in an MIA chap-
ter-hosted event for the design 
community

• Networking with industry 
peers

• Use of the MIA chapter logo – 
it is great  PR to post your profes-
sional associations on your web 
site or social media

• Access to training and educa-
tional opportunities

• Opportunity to involve up-and-
coming leaders in your company.

Continued from Page 4

Please turn to page 13

Continued from Page 1

Networking is 
Everywhere

But, the BBB and the MIA are 
not the only ones that recognize 
the power of networking. NARI, 
the National Association of the 
Remodeling Industry also holds 
events. The events that I have at-
tended have all been in someone’s 
shop or showroom. They are usu-
ally very casual with a variety of 
cabinet designers, contractors, 
countertop people and other in-
dustries related to the remodeling 
business. As they say, “It’s all 
about who you know.” The nice 
thing is you can go as a guest to 
check it out and see if it’s for you. 

The Home Builders Association 
is also good for networking. Since 

winter is long gone, more and 
more events are being held out-
side. Recently, we were repre-
sented by two people at a Home 
Builders Association dinner meet-
ing. The meeting was outside in a 
pavilion with ceiling fans going 
to create a breeze. The menu was 
steak (cooked on a grill) baked 
potatoes, beans, rolls and desert. 
Everything was provided at no 
charge and all we had to do was 
walk around and talk to people 
about who we are and what we 
do. How simple is that? 

And I bet if you look hard 
enough, you’ll find that some 
of your vendors hold regular 
networking events. Thomas 
Somerville, a large plumbing 
supplier in the East, holds differ-
ent events almost monthly. Yes, 
they want to sell you product but 
it is the perfect opportunity to 
talk with other businesses like 
yours or related to yours.  Marva 
Marble and Granite (a local 
supplier in my area) has hosted 
NKBA events in the past, as well. 

If you aren’t interested in big 
industry events, look around your 
town for other opportunities. 

I personally belong to a group 
called “Tri-Cities Women’s 
Network.”

 On the books there are about 
15 of us but due to circumstances 
we really only get half that in reg-
ular attendance. We meet once a 
month, sometimes at the library, 
sometimes in a restaurant; some-
times a member will host it in 
their home. Yes, it is a networking 
group but we have the occasional 
pool party or Christmas party. We 
also hold informational seminars 
for taxes, finances, organization, 
insurance and so much more. 

MIA events are a great place to network with your industry peers.

Please turn to page 12

Custom Stone Works: High Country Pros 
in the Custom, Hand-Finished Approach

“We’re getting some really 
pretty stuff that mimics natural 
stone,” Magid said. “It doesn’t 
all look uniform now. There are 
a lot of interesting patterns and 
great color choices. We’re able 
to help people who want the du-
rability of granite but the look 
of marble. When that’s what 
they ask for, we steer them to-
ward quartz.”

There is no typical Classic 
Stone Works project. “We have 
people from all over the country 
building vacation homes in this 
area. We have people who bring 
a lot of styles with them. There’s 
just not one specific style that 
is popular to the mountains be-
cause we get a wide diversity of 
clientele. We get a lot of differ-
ent design requests. We still do 
a lot of mountain cabin looks, a 
lot of rustic treatments. We get 
requests for weathered materi-
als and honed materials.”

Projects often reflect the 
mountain setting, though. “Our 
clients are steering more toward 
natural earthy looks as opposed 
to glitzy and flashy in their tile 
and countertops,” Magid said.

Classic Stone Works Inc. 
started in 1999 as Classic Tile 
and Marble. It began with only 
two employees. It was primarily 
a tile installation business. As 
business grew, it began getting 
requests for natural stone coun-
tertops. There were no fabrica-
tion shops in its service area. 
Its crews began traveling to 
Asheville to fulfill client needs.

After a few years, Eric and 
Debbie Guinn decided to ex-
pand. The company purchased 
fabrication equipment and 
moved to Banner Elk, N.C.

Then came the name change. 
The business relocated to 
Linville. “We’re in the middle 
of where everyone wants to be, 
the North Carolina mountain re-
sorts,” said Debbie Guinn,

The business currently em-
ploys six fabricators. It has a 
total staff of about 15. 

“Our employees are our fam-
ily and we support each other on 
the job and away from the job,” 
Guinn said. “Every employee 
is dedicated to seeing Classic 
Stone Works be successful.  Our 
success is their success, and we 
make sure they know it.”

Classic Stone Works has a 
full-service tile showroom and 
design center, but the business 

no longer installs tile, Magid 
said. 

The company has a 15,000 
square foot showroom and fab-
rication shop. It has the largest 
slab yard in the High Country of 
North Carolina. 

“We buy from vendors up and 
down the East Coast,” Guinn 
said. “Most of our inventory is 
on consignment from different 
vendors.  If a material does not 
sell then we switch it out for 
another.”

“We have done some nice 
work in the Diamond Creek de-
velopment (in North Carolina),” 
Magid said. “For one of our 
higher-end builders, we’ve 
been doing some really interest-
ing countertops with multi-pro-
file laminated edges and curves 
and lots of mitered apron-front 
islands.”

Diamond Creek is a private 
gated golf course community. It 
is located outside of Banner Elk, 
and founded in 2003. 

The company’s fabrica-
tion shop is heavy on man-
ual equipment. “We have two 
Park Industries bridge saws 
that are manually operated,” 
Magid said. “We have a Park 
Industries Wizard Radial Arm 
Workstation. 

Also, we’ve got our Marmo 
electric routers and lots of 
hand-tooling and air polishers.”

Manual tools suit the Classic 
Stone Works philosophy. 

Onyx and absolute black inlaid floor makes a stunning entryway.

Green rainforest double vanity top with hand-cut marble sinks.

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

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

 Item # Description MSRP OUR Price

 4805 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Clear    $4.95 $3.25

 17901 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Black $5.95  $3.99

 17902 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Bronze  $5.95 $3.99

 17903 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Sandstone   $5.95  $3.99

 17904 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., White $5.95 $3.99

 17905 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Yorktown Beige $5.95 $3.99

 17906 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Pebble  $5.95 $3.99

 17907 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Earthtone  $5.95 $3.99

 17908 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Terratone  $5.95  $3.99

 17909 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Brown  $5.95 $3.99

 17912 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Gray $5.95 $3.99

 17917 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Beige  $5.95 $3.99

 17918 Stone Shield™ 100% Silicone RTV Sealant, 10.1 Fl. Oz., Bone   $5.95 $3.99

Stone Shield™

Silicone RTV Sealant
Stone Shield™ is 

100% Silicone!

Color Guide

Clear
#4805

Black
#17901

Bronze
#17902

Sandstone
#17903

White
#17904

Yorktown Beige
#17905

Pebble
#17906

Earthtone
#17907

Terratone
#17908

Brown
#17909

Gray
#17912

Beige
#17917

Bone
#17918

100% RTV Silicone is a PROVEN Winner 
And Stone Shield brand is a 
100% RTV Silicone Sealant

Fabricator’s Tip: Call us at 
1-800-575-4401 for your FREE color 
card and never order the wrong color!

Call Ken Brock toll free at 800-
575-4401 for any questions you 
have about our products.

MADE IN THE USA

Barry is a popular humorist who has poked fun 
at an array of topics, from bad songs to historical 
events, for more than 30 years. At its peak, his week-
ly column appeared in more than 500 newspapers.

My therapist told me that the way to 
achieve inner peace was to finish 

something. So far I’ve finished two bags 
of M&Ms and a chocolate cake. 
I feel better already.  – Dave Barry 

Continued from Page 8

I hope that most of you 
already have systems of 
your own but it is always 
smart to reevaluate your 
processes to see if and 
where you can make im-
provements. It may seem 

Organize Your 
Scheduling

Please turn to page 19

like we take a lot of steps 
to organize but once you 
have a good system in 
place it is easy to get into a 
good rhythm. Scheduling 
becomes easier to man-
age and less mistakes are 
often made. And despite 
the many steps, schedul-
ing actually takes up very 
little time during my day 
and actually is a vital part 

of our reputation (reliabil-
ity is key) and is a pillar of 
our smooth running, effi-
cient company.

Ben Cole grew up in the 
stone industry working 
in his family’s shop and 
currently manages Cole 
Brothers, a family-owned 
fabrication shop located in 
southern New Jersey.  

“OK, so where would 
YOU suggest we go for this 
senior citizen road trip?” 
Hard Time asked Doc.

“Judge, there’s only one 
place where we can go 
fishing and legally land a 
decent catch, go gambling 
at night, and find a decent 
bottle of rum–  Cuba!” Doc 
exclaimed. “They’re about 
to legalize tourism to Cuba 
again. I can remember going 
down there to the casinos 
in the 1950s. Havana was a 
rocking place.”

“No way. This gang is not 
going to Cuba. We would 
all end up in prison for es-
pionage, sabotage or gen-
erally creating a nuisance. 
The U.S. is just beginning 
to thaw out relations with 
Cuba and I don’t want to be 
responsible for undermining 
our nation’s foreign policy!” 
Judge Harwell proclaimed.

“OK gentlemen, Cuba 
is out. How about the 
Bahamas? That place is al-
most as close as Cuba and 
there ain’t no commies. Just 
casinos, deep sea fishing and 
plenty of rum punch,” Doc 
suggested. “You gentlemen 
up for another road trip be-
fore we all get too old to cut 
the mustard?”

“We’re already too old to 
cut the mustard but I’d kind 
of like to have one last fling 
together,” Smoky agreed. 
“Besides, Nassau has plenty 
of duty-free shops so our 
wives can leave us alone and 
have fun blowing our life 
savings, while we fish and 
carouse. Let’s do it!”

Continued from Page 6

Varmint 
County

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield 100% Silicone 

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8447,9940/
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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.

MIA Launches “Wine & Stone” 
Networking Events Through 
its Women in Stone Initiative

The MIA’s “Women in Stone” 
initiative is launching an in-

novative and fun way to bring 
industry and design professionals 
together. 

The “Wine & Stone” presenta-
tion is a wine tasting event cen-
tered on educating participants 
about the similarities in select-
ing both wine and stone and the 
uniqueness of both products. 
Both are products of Mother 
Nature that have distinctive char-
acteristics, the same variety of 
grapes produced in two different 
regions will yield completely 
different taste. The same applies 
to selecting stone from around 
the world and the difference in 
characteristics.

This program was initially in-
troduced as a test in two mar-
kets (Las Vegas and Dallas), 
hosted by Las Vegas Rock and 
MS International. At Coverings, 
the MIA unveiled a resource kit 
and video to showcase how these 
networking events can be used in 
individual showrooms. The first 

company to schedule a “Wine & 
Stone” event is Cosentino Center 
at their Canton, MA location.

The resource kit includes the 
following:
• A shopping list with recom-
mended wines, and supplies 
needed.
• Samples of stones featured in 
the presentation.
• Room set-up instructions.
• Table place mats with desig-
nations and labels for each wine 
being used, and a presentation 
guide for your team to educate 
the audience about the wines and 
stones being showcased.
• A marketing flyer template 
which will be customized with 
your logo and the date & time of 
your event.

• A landing page on the MIA 
website where attendees can find 
out all the details about your 
event, including the option to 
register online.
• And optional: the MIA will 
also promote your event with 
email marketing to MIA members 
in your area.

Kim Dumais of Miller Druck 
Specialty Contracting, Inc. said, 
“The Wine & Stone resource kit 
provides everything necessary to 
host an event. The event is educa-
tional, fun, and attracts people to 
your facility.”

To learn more about how to 
schedule a “Wine & Stone” event, 
go online to www.marble-insti-
tute.com/womeninstone to watch 
the orientation video or contact 
Carol Wilkins at cwilkins@mar-
ble-institute.com.

The Women in Stone group 
began in 2014 with a vision to 
help recruit, retain and advance 
women in the stone industry. 
Over the past year they have ac-
complished many goals including 
developing a mission statement, 
organizing a steering committee 
and holding several networking 
and education events. 

For more information, visit their 
website at www.marble-institute.

com/womeninstone . 

To be truthful, just about any 
event you attend can be turned 
into networking.  Every year my 
city hosts a Greek Festival. It’s a 
huge event. People come from ev-
erywhere. There is music, danc-
ing, food and a lot of laughing. 
The last time I went to the festi-
val, there was a guy just walking 
around and handing out his busi-
ness card. “Hi, my name is ––– 
and I own–– and we specialize in 
–––. If you ever need us, just call. 
What do you do? Maybe we can 
find a way to work together.”

Is that effective? I honestly 

don’t know, but if I ever see him 
again, I sure will ask him. 

Is that bordering on advertis-
ing? Probably, but because he 
was engaging people in conver-
sation and trying to form a bound 
on common ground, I would put 
that towards networking. 

Networking is all around you. 
You can be a part of it. You can 
create it and most of all you can 
have fun with it. The big thing is 
to always have business cards and 
always have your 30 second busi-
ness speech ready. Don’t have 
one? That’s a topic for next time.

EVERYBODY – GO FORTH 
AND NETWORK!

Continued from Page 10

Networking is 
Everywhere

Remember that you can have 
fun while networking!

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

http://www.marble-institute.com/womeninstone
http://www.marble-institute.com/womeninstone
mailto:cwilkins%40marble-institute.com?subject=Women%20in%20stone
mailto:cwilkins%40marble-institute.com?subject=Women%20in%20stone
http://www.marble-institute.com/womeninstone/
http://www.marble-institute.com/womeninstone/
http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/6684,7509/
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.

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 10

High Country Pros in the Custom,  
Hand-Finished Approach

“Primarily, everything we 
do is by hand,” Magid said. 
“We prefer the personal 
touch and having every-
thing handmade as much 
as possible. We hand-
build our own templates 
to use … that way we get 
the exact look we’re going 
for.”

The business has added 
a center pole crane to 
the shop. “We’ve been 
using that for the last few 
years, which has certainly 
made our production a lot 
quicker and safer for our 
fabricators,” Magid said.

Classic Stone Works fo-
cuses employee training. 
“All of our training is in-
house,” Magid said. “We 
don’t have a high turn-
over so we’re able to train 
in-house and get people 
where they need to be as to 
the skills for their particu-
lar job.”

What sets Classic Stone 
Works apart from compet-
itors is simple. “We offer 
a personal touch that our 
clients and contractors we 
work with really appreci-
ate and keep coming back 
for,” Magid said. “We have 
a really high quality stan-
dard that we adhere to. All 
our return customers know 
to expect that regardless of 
what problems occur, they 
are going to end up with a 
high-quality product when 
the job is done. That is the 
thing we’re known best 
for – the overall quality of 
our work and dedication to 
making sure every job is as 
perfect as possible before 
we finish.”

This serves as the main 
advertising for the busi-
ness.  “It’s almost entirely 
world-of-mouth,” Magid 
said. “We do some very 
small local advertising. We 

don’t do any billboards 
or television or radio 
advertising.”

Referrals and repeat 
customers are the core of 
the business, Magid said. 
“We have designers… and 
even a lot of homeowners 
that have multiple projects 
going on that we see over 
and over again. Almost 
all of our business comes 
from our repeat customers 
and their referrals.”

Braxton-Bragg is Classic 
Stone Works’ primary 
supplier for fabrication 
tools and polishing pads, 
Magid said. 

“We like the Viper line 
of pads,” Magid said. 
“We’ve tried lots of dif-
ferent pads, but we seem 
to get a better quality 
and faster polish with our 
Viper wet pads than any-
thing else we’ve tried. We 
pretty much enjoy the en-
tire Viper line.”

This includes wet pads, 
cutting pads, and drill 
bits. “There’s certainly a 
lot of miscellaneous items 
we buy there regularly,” 
Magid said.

The business doesn’t 
stand still. The staff con-
tinues to learn. The owners 
of Classic Stone Work are 
certified concrete counter-
top artisans. The business 
is working toward OSHA 
certification, Magid said. 
“That’s an important step 
for us.”

What’s next for Classic 
Stone Works? “We see a 
bright future,” Guinn said. 
“We plan on doing what 
makes us who we are —
serving our clients to the 
best of our ability, turning 
out quality work that we 
stand behind, and having a 
good time while we do it.”

To learn more about 
Classic Stone Works, visit  
their website:
www.classicstoneworks 
inc.com

This custom designed, 
fabricated, & installed 
Jerusalem Gold 
fireplace surround & 
hearth features clean, 
classic lines.

This custom bath features a Silver travertine vanity, 
backsplash and drop apron paired with an Absolute 
Black granite vessel sink.

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

mailto:http://www.classicstoneworksinc.com?subject=Slippery%20Rock%20Article%20on%20CSW
mailto:http://www.classicstoneworksinc.com?subject=Slippery%20Rock%20Article%20on%20CSW
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10979/
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New Study Finds That OSHA Officials 
Underestimated Cost of Proposed Silica Rule 
for Construction Industry

HOW OSHA’S 
SILICA PROPOSAL 
IMPACTS CONSTRUCTIONIMPACTS CONSTRUCTION

 PROPOSAL 
IMPACTS CONSTRUCTION

WHAT IS CRYSTALLINE 
SILICA?
Silica is one of the most abundant 
substances on earth and is most 
commonly found as sand or quartz. 
Silica is ubiquitous on construction 
sites by virtue of its presence in 
many commonly used construction 
materials including: concrete, 
bricks, rocks, and stones.

WHAT ARE THE CURRENT 
REQUIREMENTS?
OSHA measures silica by Permissible 
Exposure Limit (PEL), which is the 
maximum amount of silica to which a 
worker may be exposed to during an 
8-hour shift of a 40-hour week. The 
current PEL for silica exposure for the 
construction industry is 250 micrograms 
per cubic meter of air.

The Construction Industry Safety Coalition (CISC) shares OSHA’s desire to ensure 
that all workers are protected from unsafe levels of silica exposure and the illnesses 
that it creates. Our organizations and their respective members encourage OSHA 
to work with the construction industry to ensure the positive reduction in silicosis-
related diseases and fatalities continues.

CISC is comprised of 25 trade associations representing virtually every aspect of the construction 
industry—from home building, to commercial and road construction, to heavy industrial production, 
to specialty trade contractors and material suppliers. The mission of the coalition is to promote 
healthy and safe jobsites in our industry.

A new report released in 
March 2015  by the 
Construction Industry 

Safety Coalition (CISC) found 
that the Occupational Safety 
and Health Administration’s 
(OSHA)  proposed silica stan-
dards for U.S. construction 
industry will cost the industry 
$5 billion per year--roughly $4 
.5 billion per year more than 
OSHA’s estimates. 

The coalition cautioned that 
the flawed cost estimates reflect 
deeper flaws in the rule and urged 
the federal agency to reconsider 
its approach. 

OSHA’s proposed rule, in-
tended to drastically reduce the 
permissible exposure limit (PEL) 
of crystalline silica for the con-
struction industry, has been un-
derestimated by the Agency to 
cost the construction industry 

about $511 million a year. The 
new estimates recently released 
by CISC estimate that the costs to 
the industry will actually be ap-
proximately 10 times the OSHA 
estimate –– costing nearly $5 bil-
lion a year.  

The cost and impact analysis 
from OSHA reflects a fundamen-
tal misunderstanding of the con-
struction industry. The OSHA 
analysis included major errors 

and omissions that account for the 
large discrepancies with the CISC 
report. The CISC report estimates 
that about 80% of the cost ($3.9 
billion/year) will be direct com-
pliance expenditures by the indus-
try such as additional equipment, 
labor and record-keeping costs. 
The remaining 20% of the cost 
($1.05 billion/year) will come in 
the form of increased prices that 
the industry will have to pay for 
construction materials and build-
ing products such as concrete 
block, glass, roofing shingles and 
more. OSHA failed to take into 
account these additional costs to 
the construction industry that will 
result from the proposed standard, 
which will then be passed down 
to customers in the form of higher 
prices.

Not only will the proposed rule 
be more costly than originally 

estimated, but it would translate 
into significant job losses for 
the construction industry and the 
broader economy. The CISC es-
timates that the proposed regu-
lation would reduce the number 
of jobs in the U.S. economy by 
more than 52,700 yearly. That 
figure includes construction in-
dustry jobs, jobs in related in-
dustries such as building material 
suppliers, equipment manufac-
turers and architects, as well as 
losses in non-construction sec-
tors. Additionally, the losses are 
full time employee positions. 

Factoring in the many part-time 
or seasonal jobs, that number 
could increase to close to 80,000 
positions lost. 

“We are deeply concerned about 
the misguided assumptions and 
cost and impact errors that OSHA 
has relied upon in creating this 
proposed rule that will signifi-
cantly affect our industry,” said 
NAHB Chairman Tom Woods, a 
home builder from Blue Springs, 
Mo. “This report reveals the crit-
ical need for OSHA to withdraw 
its proposed rule until it can put 
forth a technologically and eco-
nomically feasible rule that also 
works to improve industry work-
ers health and safety.

“This report clearly demon-
strates OSHA’s lack of real world 
understanding of the construction 
industry and raises serious ques-
tions about their ability to respon-
sibly craft industry standards,” 
said ABC Vice President of 
Government Affairs Geoff Burr. 
“We hope that this report will 
lead OSHA to withdraw its pro-
posed rule and work more closely 
with the construction industry to 
emphasize compliance with the 
current standard.

“These errors raise serious 
and significant questions about 
many of the other assumptions 
the agency relied upon in craft-
ing its new rules,” said Stephen 
E. Sandherr, the chief executive 
officer of the Associated General 
Contractors of America. “We 
need measures in place that are 
going to allow all of us to con-
tinue the significant improve-
ments in silica safety the industry 
has made, and the sad truth is that 
the agency’s rule is too riddled 
with errors to do that.

“The assumptions that were 
made by OSHA in developing 
this rule are completely off base 
and we hope this report ade-
quately tells the truth of what this 
rule will truly mean to the con-
struction industry.

The CISC report disagrees 
with the OSHA cost and 
impact analysis. It demon-
strates that OSHA “has no 
real world understanding 
of the construction indus-
try.” This raises serious 
questions about the overall 
proposed changes in the 
Silica Exposure Rule.

Please turn to page 25

You only need two tools in life:
WD-40 and Duct Tape. 
If it doesn’t move and should, 
use WD-40. 
If it moves and shouldn’t, 
use Duct Tape.

Source:  The Construction Industry Safety Coalition (CISC) 

Underestimate of $4.5 Billion a Year Cost Adds to a Growing 
List of Concerns About the Flawed Rule  

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Highest Polish, No Bleeding, No Burning
50% Labor Savings

   Item # Description MSRP OUR Price 
 18278 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 1, Red $38.95 $25.95

 18279 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 2, Blue $38.95 $25.95 

 18280 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 3, Orange $38.95 $25.95 

 18281 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 4, Pink $38.95 $25.95

Why use 7 or 8 steps 
to polish Quartz 

when you can do it 
in 4 Easy Steps?

NEW!

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

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

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

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

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

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

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

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

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

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

Quartz
Use for Silestone, Caesarstone, 

and Cambria

WORKS IN

1/2
THE TIME!

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 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxtonbragg.com for Talon 4-Step Quartz Wet Pads

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/
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 Item # Description MRSP Our Price 
 2536 Viper® Silent Core Marble Bridge Saw Blade, 14”,  4,500 RPM $299.95 $199.95

 2537 Viper® Silent Core Marble Bridge Saw Blade, 16˝, 3,800 RPM $382.95 $254.95

Order online www.braxton-bragg.com

Call 1-800-575-4401 before 5:45 pm 
Eastern Time for Same Day Shipping.

Viper® Marble Blades are optimized 
for cutting marble on a bridge saw.
Viper® Marble Blades provide efficient cutting in soft materials, as well as 
providing a smooth cut.

A marble blade that leaves a smoother working cut is key to finishing the 
job in less steps. Viper® Marble Blades allow faster production by providing 
chip-free edges. You can depend on these high-quality blades to provide a 
consistent cut on marble and soft stone.

PLUS... Viper® Diamond Bridge Saw Marble Blades have a hard bond de-
signed to optimize your saw’s cutting performance when cutting marble or 
other soft stone, such as travertine and limestone.

If you want the right results, 
use the right tool for the job.

•  Fast, chip-free cutting

•  Wet use only

• Designed for use on 3 HP 
 saws & larger

•  Designed for cutting softer stones  
 like marble and travertine

Fabricator’s Tip: Your surface feet per 
minute speed should be faster when cutting 
marble. Adjust your saw’s RPM, or you can 
compensate by using a larger size marble 
blade than you would use on granite.  
For example: If your saw’s RPM is set for 
using a 14 inch granite blade, leave the saw 
at that RPM, but use a 16 inch marble blade.

Please turn to page 19

The One That Didn’t Get Away

Now that summer is in full 
swing, it’s my pleasure to 

welcome swimmers, waders, 
skiers, boaters, anglers, sun-
bathers, picnickers, and other 
outdoor enthusiasts to the many 
and varied waterways of East 
Tennessee.

From TVA’s broad, open res-
ervoirs to the babbling brooks 
cascading through the Great 
Smoky Mountains National 
Park and the Cherokee National 
Forest, we’re blessed with 
ample opportunities for lei-
surely aquatic pursuits. 

Typically, it is my duty to pro-
vide precautions, especially for 
newcomers to our shores. You 
know, the usual, common-sense 

stuff: Wear sunscreen and life 
jackets, don’t drink behind the 
wheel of a boat, watch out for 
paddlers and swimmers, be 
mindful of the potential damage 

caused by your boat’s wake, 
make sure your marine registra-
tion and fishing license are up to 
date, blah-blah-blah. 

But this year, there’s some-
thing else to worry about out 
there on the water—particularly 
if you’re a fisherman or fisher-
woman, as the case may be. 

Bombs. As in “ka-blooey!” 
Right off the bat, the answer 

is no; I don’t expect this to be 
a common problem. Surely the 
likelihood of encountering a 
very dead, very swollen, very 
sunbaked, very explosive carp 
is 100,000 times greater than 
something that goes boom. 

World War II-Era Live Bomb 
Found on College Campus,  
Detonated by Military

The ground shook near a 
New Jersey military base as 

an explosives team detonated a 
500-pound World War II-era 
bomb that had been found on the 
campus of a community college.

The unexploded ordnance was 
taken to Joint Base McGuire-
Dix-Lakehurst. It had been dis-
covered during excavation for 
a new building at Middlesex 
County College, which is on 
the site of the former Raritan 
Arsenal.

When it was found, college 
officials evacuated construction 
workers. But classrooms and 
other campus facilities were far 

enough away that they were not 
affected.

Air Force Staff Sgt. Adam 
sher, leader of the 87th Civil 
Engineer Squadron Explosive 
Ordnance Disposal team, says 
his group has up to three emer-
gency calls a week. This was 
the largest bomb to date they’ve 
been called to dispose of.

 Sam Venable  
Department of Irony

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-brag.com for the Viper Marble Blade
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Stone Restoration and 
Maintenance Corner
Using Hand Tools on Raised and Vertical Surfaces

 Bob Murrell 
Special Contributor

Please turn to page 18

Photos provided by Bob Murrell

With marble, French 
limestone, and 

other calcium-based 
stones becoming very 
popular for countertops, 
vanities, and vertical sur-
faces, the demand for 
restoring these sensitive 
stones is also increasing.

  
As we have covered 

many times in previous 
articles, calcium–based 
materials are very chemi-
cally sensitive. Of course 
because they are also 
much softer on the Mohs 
Hardness scale, they 
scratch more easily as 
well. Therefore by choos-
ing one of these materials 
for a kitchen countertop 
or any other preparation 
surface, bathroom vanity, 
or shower, it becomes in-
evitable that restoration 
will become necessary. In 
fact, periodic surface res-
toration will necessarily 
be routine if the surface is 
to be maintained.

Polished and higher 
honed surfaces will re-
quire the highest main-
tenance. This is because 
they will show etching 
and scratching the most. 
Low honed surfaces 
show fewer chemical 

and mechanical attacks. 
Of course the reason that 
polished and high honed 
surfaces are chosen is be-
cause they better reveal 
the colors of the stone. 
Also, shiny is what many 
customers expect when 
they think of marble.

Customers choose mar-
ble and limestone be-
cause it is very ornate or 
“chic”. Fabricators sell it 
because they sell what the 
customers want. Many 
times customers become 
baffled or even angry by 
the quick deterioration 
of the surface due to the 
first tomato that is cut or 
glass of orange juice that 
is spilled. Virtually every 
food and drink we con-
sume has a pH value in 
the acidic range, along 
with products used in the 
bathroom as well. That, 
in combination with cut-
ting, produces etches and 
scratches on the delicate 
surface. Showers tend to 
collect mineral deposits 
and soap scum around 
faucets.

That is where the resto-
ration professional comes 
in to diagnose, fix, and 
prescribe the proper care 
and maintenance for the 
problem. Repairing the 
surface can be the easy 
part. Educating the cus-
tomer to help them avoid 
or certainly delay the 
same problems from re-
occurring as quickly is the 
hard part. 

The customer should be 
taught that spilled bever-
ages need to be wiped up 
as soon as possible and 
the use of a good cutting 
board should be imple-
mented. Showers should 
have a squeegee mounted 
in a handy location and it 
should be used routinely 
to help avoid buildup 
of conditioner and soap 
scum.   

This once beautiful 
marble fraternity house 
shower was a challenge 
to restore. The photo 
shows years of calcium 
and mineral deposits, 
and the staining of soap 
scum.

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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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

Stone Restoration and 
Maintenance Corner
Using Hand Tools on Raised and Vertical Surfaces

Use of a premium oleo-
phobic (resists and repels 
oils) impregnating sealer 
is highly advised, espe-
cially on honed surfaces. 
This will retard the pene-
tration of all foreign liquid 
contaminants. Grease, oil, 
and even acidic spills will 
be repelled. Impregnators 
will not stop acid etching 
but can keep them close 
to the surface for easier 
repairs later. 

One easy test: the stone 
should be re-impregnated 
when the surface no lon-
ger causes water to bead 
satisfactorily. I person-
ally like the newer, low 
odor solvent-based im-
pregnators as they are 
easy to work with and the 
smell doesn’t offend the 
customers.

Maintenance should 
be conducted with a No-
Rinse Neutral Cleaner, 
Stone Soap, Stone Plus, or 
Conditioning Treatment 
and Polish. Of course 
it depends on whether 
the finish is honed or 
polished. 

Now for the actual 
restoration procedures. 
If the surface is honed, 
use of a 200 grit to 400 
grit diamond should be 
sufficient. If polishing, 
you would normally go 
to at least an 800 grit or 
maybe even an 1800g 
before polishing with ei-
ther a 5X stone polishing 
compound, or one of the 
newer powders like 10X. 
It all depends on the stone 
and the results of your 
preliminary testing.

Diamond impregnated 
pads can be used if the 
etching and scratching are 
not too bad. They are eas-
ier to use and less messy 
than diamond discs. 
However, diamond discs 
normally give a better 
reflection when re-polish-
ing a surface.  

I can say confidently 
that it would be a very 

Two examples of marble etching on countertops:  
Left: white tracks and dull areas around the sink cut-
out show etching; and right: the multiple rings on the 
countertop are a commonly seen problem, left by 
juice or wine glasses or other acidic liquids.

Honed and polished, the sink area of the counter has 
been restored to its former beauty. After restoring, 
I recommend applying a quality sealer. Many home-
owners will appreciate a little free education in how 
to better care for their stone investment.

rare occasion that a di-
amond abrasive coarser 
than a 220 grit would be 
necessary on a counter-
top. In most cases with a 
polished surface, a 400g 
followed with an 800 
grit diamond and finally 
polished using one of the 
powders or compounds 
should be sufficient. Using 

abrasives coarser than 220 
grit make taking the slab 
off plane or dipping more 
likely. When it comes to 
slab surface work, mono-
lithic (flat) is the name of 
the game. Wavy surfaces 
look bad and because they 
are closer to our eyes, they 
are more noticeable.

Continued from page 17

Please turn to page 21
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Talking to Your Clients with a Plan Can 
Help You Close the Sale

There are two basic types 
of customers in the mar-
ket for granite and quartz 

countertops…let’s call them 
the “Price Shopper Company 
Hopper” and the “Trust or Bust–
Value is a Must” buyer. 

The price-oriented shopper is 
generally interested in getting a 
competing bid to use as a base-
ball bat for beating up the next 
guy on price. The value-orient-
ed buyer is usually interested in 
a relationship where they will 
receive value equal to or greater 
than the price…in the form of 
education about the product, a 
positive and predictable experi-
ence, and the assurance that the 
finished product will be serviced 
and supported.

There’s a useful strategy of 
asking open-ended questions that 
help clients to divulge informa-
tion that then can help you deter-
mine their type and how or if you 
can help them. This technique 
will help you decide whether to 
politely send the price “shopper” 
down the road or take the next 
step of helping and selling the 
value oriented “buyer.”

That’s where we’ll pick back 
up: helping the value-oriented 
buyer to understand the realities 
of the industry and product they 
are considering and how our pro-
cesses deliver what they want.

This “help them to help us, 
help them” philosophy is really 
a questions-based sales presenta-
tion with 3 basic steps:

Step 1– Identify your unique 
advantages. Pick 3-6 aspects of 
your company that you know set 
you apart from the competition 
and you would like your custom-
ers to understand.

For example’s sake, let’s say 
you have a special tool that cre-
ates absolutely stunning seams. 
If most of the competition installs 
ragged saw-cut seams, then you 
have a unique advantage that the 
value-oriented buyer is going to 
appreciate and more than likely 
happily pay a little more for it.

Step 2 – Create an open-end-
ed question for each advantage 
that helps you with introducing 
and explaining how it’s valu-
able for the customer.  Here 
are a few examples for the seam 

quality advantage mentioned 
above:

“How impressed are you with 
the seams you’ve seen in other 
people’s kitchens?”

“What have your impressions 
been with seams you’ve seen in 
the past?”

“How familiar are you with 
the technologies that affect seam 
quality?”

Step 3 – Listen to the cli-
ent’s response and then offer 
your unique advantage. This is 
where selling gets fun! Here is an 
example of how you could craft 
a scripted explanation or your 
advantage that would work with 
any of the above responses:

“Let me explain why some 
seams are so nice and why others 
are so ragged and raw. 

“Many companies simply cut 
their seams and glue the sawn 
edges together, leaving a chippy 
void that must be filled with 
epoxy.

“Our seams are different! 
We’ve invested in technology 
that allows us to completely elim-
inate the chips left by the saw as 
the stone is cut. As a result, your 
seams will be nearly invisible.” 

 Aaron J. Crowley
Crowley’s Granite Concepts

Please turn to page 22

Continued from page 16

Firefighters Rescue Indiana Man 
Who Wedged Himself Inside a 
Wall to Escape Cops

A central Indiana man who 
hid inside a wall in his 

home to avoid arrest had to be 
rescued by firefighters after 
he became wedged next to its 
chimney for more than a day.

Mr. Steven Shuler was try-
ing to avoid arrest on a pro-
bation violation when he 
squeezed down a narrow 
hole in the attic floor next to 
the chimney in his home in 
Monrovia, about 25 miles 
southwest of Indianapolis, of-
ficials said.

Morgan Township Fire 
Chief Miguel Ongay said 
Shuler had to stay in his 16 
inch-wide hiding place for 
more than a day because he 
couldn’t climb out. A visit-
ing friend found him the next 
morning and called firefight-
ers to retrieve him.

Ongay said he had never en-
countered anything like that in 
three decades on the job.

“It was a special kind of stu-
pid. This is one of those jobs 
where you think you’ve seen 
it all and then somebody tops 
it,” he said.

Morgan County Sheriff’s 
Cpl. Ryan Swank said Shuler 
was arrested on the probation 
violation and remained held at 
the county jail.

Sources: www.usnews.com/
and www.660news.com/

But you never know. 
I bring this to your atten-

tion because of recent news in 
Canada. Seems that at a lake 
near Hanley, Saskatchewan, a 
fisherman hooked and lauded a 
real, live explosive device.

I am not making this up. 
As we speak, I hold a report 
quoting the Royal Canadian 
Mounted Police, who were 
called to the scene, confiscated 
the bomb, “neutralized it,” (the 
RCMP’s words, not mine) and 
“declared the reservoir safe for 
the public.” 

Naturally, this sent me to the 
Tennessee Wildlife Resources 
Agency’s fishing guide to see 
how to handle a similar situa-
tion on the fragrant waters of 
my home state. And wouldn’t 
you know it? Not a dad-blamed 
word about the best lure to use 
for a bomb, how to bring a bomb 
to the net, or how to clean one! 

I read about creel limits, size 
limits, possession limits, rod 
limits, unlawful species of fish 
to import into Tennessee waters, 

protected species that cannot be 
possessed, the trout stocking 
schedule, live bait regulations, 
reciprocal license agreements 
with adjacent states, hook reg-
ulations, contaminants in fish, 
state records—indeed, enough 
information that, if laid end-to-
end, would likely stretch from 
Fort Loudon Dam to Kentucky 
Lake. But nothing about how 
to catch a bomb. What has this 
world come to? 

And don’t get started about 
how to cook one of these cock-
eyed things. You reckon bombs 
are best fried, baked, or grilled?  
After neutralization, of course.

Sam Venable is an author, 
standup comedian, humor col-
umnist for the Knoxville News 
Sentinel, and a member of the 
Tennessee Journalism Hall 
of Fame. His latest book is 
“WARNING! This Product 
Contains Nuttiness!” He may be 
reached at sam.venable@out-
look.com.

The One That Didn’t Get Away

And so, dear readers, it was that 
Doc, Smoky, Hugh Ray and Archie 
agreed to one last fling to the land 
of Junkanoo parades, James Bond 
movies and conch chowder. 

Hard Time Harwell postponed 
two murder trials to join the fun, 
while youngsters Stanley the 
Torch Aslinger, Lawyer McSwine, 
Coach B. O. Snodgrass and Clyde 
Junior also signed on for the trip.

Finally, yours truly was invited 
to tag along to chronicle and re-
cord the trip for posterity. Old 
Elijah Haig was also invited, the 
boys recalling how useful he had 
proven to be on their previous fish-
ing trip.

“I don’t know, boys. I ain’t been 
out of the country since the big 

war. I don’t even have the papers 
I need,” Elijah protested.

“Grandpa, it would be good for 
you to see something new. I’ll 
help you apply for a passport and 
we’ll get Judge Harwell to have it 
expedited,” Penny Haig told her 
grandpa.

“I’ll go but only if you come 
along, granddaughter. I need you 

Continued from Page 11

Varmint County

to help me remember which of 
these danged pills Doc’s got me 
on, and when to take ’em,” the old 
man proclaimed.

And so, dear readers, stay tuned 
next month to find out if any of 
our heroes survive, if the Bahamas 
survive or if the whole crowd gets 
lost on the high seas and ends up 
in a Cuban jail, anyway.
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 Item # Description MSRP OUR Price 

 4654  Akemi Akepox 2010 Knife Grade Epoxy Adhesive $104.95 $82.95
  Two part epoxy: A=1500 g, B=750 g 

 4655  Akemi Akepox 2030 Knife Grade Epoxy Adhesive $110.95 $91.95
  Two part epoxy: A=2000 g, B=1000 g 

 4656  Akemi Akepox 2040 Knife Grade Epoxy Adhesive  $116.95 $84.99
  Two part epoxy: A=2500 g, B=1250 g  

 4658  Akemi Akepox 5010 Knife Grade Epoxy Adhesive $139.95 $106.99
  Two part epoxy: A=1500 g, B=750 g 

• Fast hardening (20-60 minutes) 
• Ideal for adhering, patching, rodding and repairs
• Excellent polishing characteristics
• Excellent adhesion on natural stones, even in higher temperatures
• Resistant to water, gasoline and mineral oils
• Easy to color with Akemi Epoxy Coloring Tints
• Designed for granite, marble and quartz

For use on granite, marble, quartz products, and all 
natural stone. Great for exterior as well as interior 
applications. 
Choose your favorite or call our product specialists 
at 1-800-575-4401 and let them help you choose 
which type is right for your project...

Ideal for White, 
 Natural, & Artificial Stone
Akemi Akepox 5010 Knife Grade 
Epoxy Adhesive is a gel-like, 2-com-
ponent construction adhesive, only 
slight tendency to discolor, ideal for 
coloring. For face joints indoors and 
outdoors - particularly where they 
are visible, for restoration work in 
contact with mortar, ideal for white 
natural and artificial stone.

Use for Fine Bonding 
 Joints and Vertical 

Positions
Akepox 2010 Knife Grade Epoxy 
Adhesive is a gel-like, 2-component 
construction adhesive, that is weath-
er-resistant. Used for fine bonding 
joints and for the bonding of natural 
and artificial stone, wood and ceram-
ics in a vertical position. Easy to 
color. Good adhesion on damp stone.

Use for Bonding 
 Stone to Metals

Akemi Akepox 2030 Knife Grade 
Epoxy Adhesive is a creamy, 2-com-
ponent construction adhesive. After 
approximately 8 to 10 hours the prod-
uct is workable. Used for bondings 
in vertical positions in construction 
work. Very good adhesion on damp 
stone, aluminum and other metals, as 
well as on natural and artificial stone.

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 

Akepox is made by Akemi, the world 
famous German producer of superior 
adhesives for stone fabrication.

Available at

The Best Akemi Knife Grade Epoxies 
All in One Place...

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

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

 Item # Description MSRP OUR Price

 9375 Makita®  5˝   , 9565CV $282.95   $139.95

Why spend $36.00 MORE

Braxton-Bragg sells for less!

Screen Capture
6-10-2015

GranQu
artz 
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at ?

Big 

July sale!

Stone Restoration and 
Maintenance Corner

The upper counter surface was in equally bad shape. 
After honing, polishing and sealing it looks better 
than it did when newly installed.

Continued from page 18

Typically I will say 
that larger diameter pads 
make for less wave pos-
sibility on slab surfaces. 
Therefore, a 5˝ diameter 
disc is better than a 4˝ 
inch, and a 7˝ diameter 
disc is better than a 5˝. 
However, the larger di-
ameter discs also don’t get 
into tight situations well. 
It is not necessary to get 
to the edges in many cases 
and feathering should be 
implemented. In other 
words, use the starting 
grit disc on the bad areas, 
then use the next succes-
sive grit feathering out to 
a larger area.  

Finally, polish the whole 
thing to the edge to blend. 

Note: always routinely 
use some anti-seize on 
the spindle of your handle 
tool to ensure driver pads 
and accessory tools easily 
screw on and off.

On honed surfaces, di-
amond impregnated pads 
come in very handy for 
eliminating honing marks 
(swirls caused by resins). 
For example, if you hone 
with a 220 grit and then 
a 400 grit diamond disc, 
I would recommend fin-
ishing up using a 400g 
diamond impregnated pad 
to smooth out and make 
everything consistent. It 
works most every time. 

There are also some 
new accessory tools on 

the market. I have been 
using a specialty weighted 
driver designed to fit on 
standard restoration tools 
(right angle slow speed 
with variable drive and a 
5/8-11 spindle). It keeps 
the disc flat and makes 
honing easy, even for 
technicians with not much 
experience. It works for 
most everything when 
using diamonds both wet 
and dry. It contains the 
slurry and also has a dry 
vacuum attachment for 
dry grinding of concrete 
and other materials. Stay 
tuned for more on this 
very handy tool.

Of course there are 
many variables to con-
sider when doing elevated 
horizontal and vertical 
surfaces. We all know 
about green marble (ser-
pentine). So be prepared, 
do a test (or two), and take 
everything with you that 
you can possibly think of. 
Razor blades are useful 
in removing heavy soap 
scum build up in show-
ers and then cleaned with 
heavy duty soap scum re-
movers before honing or 
polishing. 

I will discuss how to 
price projects in a future 
article, but suffice to say 
that these types of resto-
ration projects are priced 
by the job – and not neces-
sarily by the square foot,z 
like floor projects. I would 
not even show up for less 
than a certain predeter-
mined amount. You can’t 
afford to. 

As always, I have to 
close with the impor-
tance of partnering with a 
good distributor of quality 
products and technical 
support. It is essential for 
a contractor’s success.

I went to a bookstore and asked the sales 
clerk, “Where’s the self-help section?” 
She said if she told me, it would defeat 
the purpose.  
– George Carlin –  

Stand-up Comedian and Activist,  1937-2008

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Makita 9565 Grinder
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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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Patent Pending

#1 Seller! 

Most Popular

Sink Support

You’ve Got To See This Video!

See the animated video!
http://www.braxton-bragg.
com/HerculesSinkHarness

Why Pay More to Install a Sink
Why pay more than $5 for a sink install 

kit, when you could use the Hercules® 
Universal Sink Harness and complete 
your install project in minutes, with no 
return trip needed? 

The Hercules® Universal Sink Harness from 
Braxton-Bragg is another great innovation that can 
save installers time and money.

At Last, a Simple,  Fast Alternative 
The Hercules® Universal Sink Harness is a simple, 

ingenious alternative to expensive brackets that only 
work on some installations, and a time-saving, more 
professional alternative to building a scrap wood 
support system to hold the sink in place while the 
caulk or adhesive dries. It installs without drilling into 
expensive countertops or cutting notches into your 
customer’s cabinets, and without using messy epoxies 
or relying on adhesives to secure sinks. One of the most 
immediately recognizable benefits is that you won’t 
have to make a return trip to remove bracing or jury-
rigged 2 x 4 supports.

Fabricator Tested in Thousands of Installs 
The Hercules® Universal Sink Harness has been 

fabricator- and installation-tested under demanding 
conditions, and can be used to install the most popular 
types of sinks, including ceramic, stainless steel, and 
even cast iron undermount. It is effective on either 
double bowl or single bowl steel or ceramic vanity 
sinks.  Just imagine–one simple, inexpensive kit can do 
all of those sinks! Not only is the Hercules® Universal 

Sink Harness the fastest and most economical system 
available, it’s also the most versatile.

Be the Go-To Guy to Repair Failed Installs 
While the Sink Harness was being developed and 

tested, we discovered another notable benefit of 
the Sink Harness: it’s a great system to repair failed 
undermount installations. Many fabricators are asked 
to repair someone else’s poor sink installation job. The 
Hercules® Universal Sink Harness will get the job 
done quickly. You can become known as the guy who 
contractors and home owners in your area call for help. 

Supports the Heaviest Sink Loads
Some clips and anchor systems rely on the countertop 

to support the sink–not so with the Hercules® 
Universal Sink Harness. Just like a suspension bridge, 
the Hercules®  Universal Sink Harness helps to 
provide support and over-all strength to a countertop 
installation. It actually transfers all weight to the 
cabinet and doesn’t add additional stress to the weakest 
and most easily damaged part of the countertop: the 
sink cut out. It does its primary function admirably 
well, support the sink under the heaviest of loads.  

You Can Even Try One for FREE!
Braxton-Bragg wants to prove it to everyone 

who’s faced sink-installation problem, or 
just wants to save money and keep their shop 
profitable. Call Braxton-Bragg and we’ll send 
you a Hercules® Universal Sink Harness FREE 
to try! Visit www.braxton-bragg.com for the 
complete Universal Sink Harness video.

 Item # Description MSRP OUR Price 
 17310 Hercules® Universal Sink Harness Kit    $9.95 $4.95

Call for a

FREE
Sample!

MADE IN THE USA

The cumulative affect of ask-
ing open-ended questions and 
offering prepared explanations 
on 3-6 key factors in the granite 
counter process is astonishingly 
effective.  

By helping the value-oriented 
buyer to understand the realities 
of the industry, we help them 
understand what is important to 
them.  

And in the end, when we help 
them understand how we offer 
and deliver what is important to 
them, that helps us close the sale! 

Aaron Crowley is a stone shop 
owner, author, speaker, and 
inventor of stone safety prod-
ucts. Contact Aaron by email at 
aaron@fabricatorsfriend.com

Talking to Your 
Clients with a 
Plan

Continued from page 21 

Fed-Up Colorado 
Computer User 
Arrested After Fatal 
CPU Shooting

For killing the source of his 
frustration and abandoning 

the body in an alley, a Colorado 
man could be considered lucky 
for just receiving a citation — 
considering that the unlucky vic-
tim was his computer.

The Colorado Springs Gazette 
reports that 37-year-old Lucas 
Hinch was slapped with a ticket for 
discharging a weapon within city 
limits after he took his computer 
outside and shot it eight times. 

Colorado Springs Police Lt. Jeff 
Strossner, who issued the citation, 
says Hinch told him he had been 
fighting his computer for months 
before he decided to exact his re-
venge. Hinch accepted his citation 
without problem and told Strossner 
he did not realize he was breaking 
the law. 

The penalty for the citation will 
be up to a judge to decide in this 
unusual case. Meanwhile – just 
chillax, dude!

Source: The Gazette,  
www.gazette.com

California man punches trespassing 
bear on the snout

A Northern California 
man says he punched a tres-
passing bear on the snout to 
send the critter fleeing from 
his property.

Carl Moore tells the 
Auburn Journal he acted 
on his boxer instincts when 
the bear rose up on two 

legs and turned toward him 
and his two dogs outside his 
Meadow Vista, CA home.

The 75-year-old says he 
boxed competitively in his 
youth and also waded into 
his fair share of fights as a 
bouncer.

The hard-to-believe en-
counter was witnessed by 

two friends and employees 
of Moore, who were inside 
his house when he encoun-
tered the bear in late April.

They tell the newspaper 
the commotion from the two 
dogs drew their attention and 
that they watched as Moore 
landed his blow on the bruin.

Source: Auburn Journal, 
www.auburnjournal.com

Shop www.braxton-bragg.com for the Hercules Sink Harness Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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MADE IN THE USA

Over the next 17 years, 75 million baby 
boomers will retire. And that’s im-
portant because the baby boomers 

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

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

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

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

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

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

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

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

So, Brad came up with an alternative…
The brackets mount to the wall and form a 

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

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

As a supplier to contractors, you need to be 
aware of how federal regulations regarding 

handicapped accessibility affect the products 
they can offer. Anything that is built these days 
really needs to be ADA compliant.

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

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

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

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

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

Get It Today
For more information on the Stone Pro 

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

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

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

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

Restroom vanity pictures 
captured at a tavern in 
South Illinois

See the video 
www.braxton-

bragg.com
“Fast and easy to install, very strong and effective...”Troy Pilkington, Shop Manager 

at TNK Design, Maryville, TN

Next time you go out 
on the golf course, 
take along these 

short jokes to amuse your 
tee buddies. Note: the best 
time to deliver the punch 
line is when they are con-
centrating on their swing.

Golfer: “I think I’m going 
to go drown myself in that 
water hazard.” 

Caddy: “Good luck with 
that. Do you think you can 
keep your head down that 
long?”

Golfer: “I’d move heaven 
and earth to break 100 on 
this course.” 

Caddy: “Try heaven—
you’ve already moved most 
of the earth.”

Golfer: “You’ve got to be 
the world’s worst caddy.”

Caddy: “I don’t think so. 
That would be too much of 
a coincidence.”

Golfer: “Do you think my 
game is improving?” 

Caddy: “Yes. You miss 
the ball much closer now.”

Golfer: “Do you think I 
can get there with a 5 iron?”

Caddy: “Eventually.”

A Good Walk 
Spoiled

What the Movies Can Teach Us About Conflicts & Difficulties

The movies have so much to 
teach us. Here are a few im-

portant life lessons offered up 
from Hollywood’s finest:

• If you have a prolonged phys-
ical fight with another person 
that ends without one of you 
killing the other, you’ll become 
BFFs. Bring on the bromance!

• If your current problem re-
volves around an elderly sci-
entist, he or she will invariably 
have a beautiful daughter who 
will fall in love with you.

• If you shoot people, they will 
die instantly. If someone shoots 
you, you’ll suffer a bloody but 
minor flesh wound.

• If you grunt in pain while a 
beautiful woman is treating your 
flesh wound, she will fall in love 
with you.

• If you compete in a game or 
sport against a world champion, 
you will win despite your lack 
of training or actual ability. He 
or she will then try to kill you.

• According to current cine-
matic standards, what’s the 
most important thing Holly-
wood has to teach us?
No matter what your problem 
might be – it’s someone else’s 
fault. You’re an innocent vic-
tim of a Government conspir-
acy, probably involving aliens 
or mind control experiments!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Stone Pro Countertop Support
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Using humor in the 
workplace can be an 

ideal way to relieve stress, 
improve morale, and build 
stronger relationships and 
team camaraderie between 
co-workers. Although 
humor is often encour-
aged within companies 
and businesses, there are 
ways to use humor that 
will demonstrate your 
ability to maintain pro-
fessionalism in the office 
no matter what the situ-
ation. Continue reading 
this article to learn how 
you can use humor in the 
workplace tastefully to 
lighten stressful situations 
without offending your 
co-workers.

1. Apply humor to situ-
ations instead of people. 
This will allow co-work-
ers to relate and bond with 
one another over shared 
experiences. On the other 
hand, jokes about a cer-
tain individual can offend 

How to Use Humor in the Workplace
or insult that particular 
person and make you ap-
pear unprofessional–and 
unpopular. 

2. Use humor that your 
audience can appreciate. 
This practice can ensure 
that your jokes will be 
happily and humorously 
received without offend-
ing anyone.  

•Use humor around 
co-workers you feel com-
fortable with, or tailor 
your jokes to accom-
modate and entertain a 
certain audience. For ex-
ample, if there have been 
rumors that a certain de-
partment in your company 
will soon be downsized, 
you may not want to make 
downsizing jokes in front 
of people who work in 
that particular department.

•Take note of your 
co-worker’s moods before 
joking or using humor 
with them. Sadness, 

anger, and other negative 
moods may cause them 
to receive your joke with 
less humor than usual, 
or offend them, or even 
make them angry.

3. Use humor related 
strictly to the job. Some 
topics and jokes that are 
not relevant to work may 
offend your co-workers. 

•Make jokes about top-
ics such as difficult cus-
tomers, company goals, 
competitors, specific com-
pany products, and other 
topics related to your job.

 • Refrain from joking 
about topics considered 
sensitive or offensive by 
many individuals and 
companies. Stay away 
from: politics, religion, 
ethnicity, gender, sexu-
ality, profanity, and hair 
color (blonde jokes, etc.).

4. Use humor to ease 
tension in difficult sit-
uations. In some cases, 

humor can potentially dif-
fuse an argument between 
co-workers and instantly 
cause employees to relax.

•Make a joke during a 
meeting if co-workers are 
upset or argumentative, 
or if negative news about 
the company has recently 
been announced.

5. Use positive humor 
instead of negative 
humor. Positive humor 
can increase productiv-
ity and morale among 
co-workers; whereas neg-
ative humor will usually 
have negative effects on 
productivity and lower the 
morale of employees.

Source: www.wikihow.com

“We don’t pay extra for overtime. If 
you work more than 8 hours a day, we 
figure you owe us a volume discount.”

© Randy Glasbergen  www.glasbergen.com

Speed Limit

A state trooper noticed 
a car driving down 

the highway very slowly. 
His radar clocked the ve-
hicle at about 21 mph. The 
trooper, worried that the 
driver might be in trouble, 
turned on his siren and 
brought the slow-moving 
car to a stop.

The driver was an elderly 
man with thick glasses. In 
the back seat sat two old 
ladies, both pale and trem-
bling with fright. “What’s 
wrong, officer?” asked the 
driver. “I was driving the 
speed limit. It was on that-
there sign, back yonder a 
ways.”

The trooper realized 

what had likely happened. 
“Sir, that wasn’t the speed 
limit sign, that was the 
route number. The speed 
limit on state highways is 
55 miles per hour. You’re 
on Highway 22.”

“Gosh, Officer,” the man 
said with a nod. “Sorry 
about that, and thanks for 
settin’ me straight. Am I 
in trouble?”

The trooper looked into 
the back seat. “No sir, I’m 
just concerned for you and 
the safety of your passen-
gers. Are these ladies all 
right?”

“Oh, those are my sis-
ters,” said the driver. 
“They’ll be fine. We just 
got off, uh, Highway 125.”

Who’s the 
Smart One, 
Now?

In a small town in 
Illinois many years 

ago, there was group of 
boys at the local drug-
store who would always 
tease a little boy named 
Johnny Mueller. I was 
the manager of the drug-
store, back then, and I 
felt sorry for the kid. I 
noticed that the older 
boys liked to play a par-
ticular prank on Johnny: 
They would hold out a 
dime and a nickel and tell 
him to choose one. 

Johnny always took the 
nickel, saying that coin 
had to be better because 
it was bigger. Every day 
they played the same 
joke, over and over again, 
laughing when Johnny 
chose the nickel.

One day I’d had enough 
and took Johnny to 
one side. “Son, there’s 
something you ought to 
know—those boys are 
tricking you. A dime is 
worth twice as much as a 
nickel.” 

“Quiet!” the little boy 
whispered to me. “I’ve 
already made 10 bucks 
off those idiots!”

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

BULLET PROOF™ 
Fabricator’s Apron

Stone Sleeve™ 
Fabricator’s Sleeve

Available from

Why work wet?

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

Order Item  
9121

Order Item  
9127

$66.95

$56.79

 
“We believe the current 

silica rule has done a fantas-
tic job of reducing related 
illnesses so much so that it 
is still declining every year 
and current projections 
have it being eliminated 
over time,” according to 
Jeff Buczkiewicz, President 
of the Mason Contractors 
Association of America. 
“Our industry needs a rule 
that is based on real world 
construction site scenarios 
that is not technologically 

New Study Finds That OSHA Officials 
Underestimated Cost of Proposed Silica Rule for 
Construction Industry by $4.5 Billion a Year

Continued from page 14 and economically infeasi-
ble to implement and this 
report clearly shows that 
this rule does not fit that 
bill.”  

MOre information on thr 
proposed rule can be found 
on the Nahb wesite: www.
nahb.org .  

The  Cons t ruc t ion 
Industry Safety Coalition 
(CISC) is made up of 25 
trade associations, rep-
resenting all sectors of 
the construction indus-
try, including commercial 
building, heavy industrial 

production, home building, 
road repair, specialty trade 
contractors and material 
suppliers.  Virtually every 
construction trade, task, 
and activity is represented 
by the member associations 
of the CISC.   Workplace 
safety and health is a pri-
ority for all members of the 
coalition, and each is com-
mitted to helping create 
safer construction jobsites 
for workers.

Vis i t  www.marb le - 

institute.com/si l ica  for 
more info on this topic. 

Washington DC Study Tour 
Set for November 2015

Please turn to page 26

The Building Stone 
Institute (BSI) and 
Marble Institute 

of America (MIA) will 
jointly host a 2015 study 
tour with Washington, DC 
as the backdrop for a 3-day 
event immersed in its rich 
heritage of natural stone. 
Registration is open for this 
event with an early bird 
registration discount avail-
able until July 31st.

This is not the first time 
these two leading stone 
associations have come 
together to host a study 
tour. Both collaborated on 
a Vermont study tour in 
2011, as well as individu-
ally leading tours over the 
past several years to places 
such as Minnesota, Texas, 
Colorado, Banff, Alberta 
(Canada), and Georgia. The 
study tours offer a unique 
combination of classroom 
and field-trip experiences 
about natural stone.

The Washington, DC 
event dates (November 
15-18, 2015) immediately 
precede Greenbuild’s Expo 
which affords stone pro-
fessionals an opportunity 
to extend their learning 
experience and see what 
other building products 

are competing with natural 
stone in the green building 
marketplace.

Tour highlights include 
many member-led, open 
forum workshops; tours of 
the MLK and FDR memo-
rials and other monuments; 
a visit to the National 
Cathedral for a presentation 
on earthquake repairs and 
routine restoration efforts; 
and an interactive “Stone 
Experience” at Luck Stone 
Center in Sterling, VA.

Peter Miller, Vice 
President, Publisher and 

Tour highlights will 
include many mem-
ber-led, open forum 
workshops, and tours 
of the MLK and FDR 
memorials and other 
monuments.

General Manger of the 
Home Group of Active 
Interest Media (AIM) – 
whose work serves the 
information needs of old 
house owners, architects, 
contractors, building own-
ers, developers and fa-
cilities managers who do 
residential and non-resi-
dential historic preserva-
tion and traditional building 
– will speak on trends in 
the building and design 
communities.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Bullet Proof Apron & Stone Sleeves
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Hands-on learning stations on 
the tour will include such di-
verse topics as working with 
thin veneer stone, architec-
tural carving, paving, the care 
and maintenance of stone, 
and dry wall building.

Akemi Spider & Akemi Impregnation Remover 
Cutting-Edge Products Designed for Fabrication & Restoration 

Akemi is a name most 
fabricators in the stone 
industry recognize for 

superior, dependable products 
to assemble and protect natural 
stone. The company has been at 
the forefront of research and de-
velopment for over 70 years. 

Akemi has developed sever-
al products to help fix specific 
problems in slab fabrication. The 
first, Akemi Spider, fills sur-
face flaws – the second, Akemi 
Impregnation Remover – extracts 
impregnated chemicals such as 
sealers, agers and enhancers. 
Both are products that fall under 
the, “When you need ’em, 
you really need ’em” category 
and are essential in the shop. 
Andrew Landis, Sales Manager 
at InnoChem LLC, says, “Akemi 
Spider and Akemi Impregnation 
Remover are superior products 
simply because of the economics 
and their ease of use.” 

Akemi Spider Black and 
Akemi Spider Clear

“Akemi Spider Clear and Dark 
are topical solutions that you 
apply by hand with a clean rag. 
You then remove any excess and 
buff off after 5 minutes, and the 
process is finished,” explained 
Landis. “It’s wipe on, wait 5 
minutes, then wipe off. Akemi 
Spider black is for darker colored 
stones, the clear for other colors. 
Spider Clear should be used on 
any polished stone surface where 
you want to remove spider veins 
while keeping the color consis-
tent. Spider Black removes spider 
veining on darker stone. Both can 
be used in interior and exterior 
applications. Coverage is 150-
300 square feet per liter.”

According to Landis, an addi-
tional issue in countertop produc-
tion is that the resin treatment on 
the majority of polished slabs can 
delaminate. 

 “It doesn’t affect the surface 
in a way that makes grooves or 
spider-veins, but you can see the 
affect of delamination behind the 
resin. You can see it especially 
in Verde Peacock and Ubatuba. 
It’s not a surface polish issue—
it’s delamination of the resin. 
Ultra violet rays will discolor the 
resin, especially the lighter color 

stones, where it’s more preva-
lent. Heat, humidity, freeze-thaw 
and evaporation, can also have 
an effect, and applying Akemi 
Spider Clear or Spider Black will 
revive these slabs. We have a dis-
tributor in Ft. Myers, Florida who 
buys Spider just for that reason. 
Enhancers do a similar job, but 
cost twice as much. They also 
take longer to cure. They’re not 
just a wipe on, wipe off treatment 
like Akemi Spider. 

“So for economic reasons, I 
consider Akemi Spider to be a 
superior product when used for 
its intended purpose. Spider will Please turn to page 27

Akemi Spider Black and 
Spider Clear Enhancers are 
topical solutions that hide 
spider veins on natural stone 
surfaces in just minutes. 
These two products also 
enrich the gloss of the entire 
surface of natural stone. 

also work for matching edges to 
resinated surfaces, but only on 
a temporary basis because it’s a 
topical treatment. Stone Shield 
Color Enhancer, however, is a 
penetrating product and much 
more permanent for this applica-
tion, based on the wear and tear 
on the edges of a countertop.” 

Participants will also have an 
opportunity to attend two MIA 
“Women in Stone” facilitated pro-
grams. The “Stone Experience” 
Workshops will feature hands-on 
learning stations including:

•Thin Veneer Stone 
•Anchored Stone 
•Paving 
•Stone Architectural Carving 
•Stone Letter Carving 
•Care and Maintenance 
•Splitting and Trimming
•Dry Stone Wall Building
•Building Stone Geology
•Stone Tools

Early event sponsors include 
Custom Building Products, 
EuroStone Machine USA, Luck 
Stone Center, Miles Supply, 
Park Industries, Rock of Ages, 
and Stone Source. The stone ex-
perience workshops are being 
hosted by Red Leaf Stone 
Anchors, Manassas Granite & 
Marble, Coldspring and Northern 
Stone Supply, Custom Building 

Continued from page 25 

Washington DC 
Study Tour Set for 
November 2015

Products, Tompkins Bluestone, 
The Stone Store, Rundle Rock 
Building Stone, and Trow and 
Holden.

Registration information for 
this joint MIA-BSI event can be 
found at: www.buildingstonein-
stitute.org/2015-study-tour/ . 

(Please note that early bird reg-
istration ends July 31st).

Any fool can criticize, condemn and 
complain and most fools do.

– Benjamin Franklin

Peter J. Marcucci 
Special Contributor

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

Continued from page 26

Akemi Impregnation 
Remover – Restoration Pros 

Take Note

Some examples of impreg-
nation products are: Stonetech 
Bulletproof; Miracle Sealants 
511 Impregnator; Akemi 
Nano-Effect; Stone Shield 
Impregnators for both porous and 
polished stone; Akemi Darkener 
Super; and Tenax Ager. Akemi 
Impregnation Remover is devel-
oped specifically for use when 
these or similar products have 
been misapplied, unevenly 
applied or applied in the wrong 
order – such as applying an 
impregnator, then the enhancer. 
According to Landis, doing these 
steps out of order can cause an 
uneven finish. 

Akemi Impregnation Remover 
is also essential when the stone 
needs to be dyed, but first needs 
any impregnator removed. Landis 
explained, “No matter how long 
a chemical has been in stone, 
Akemi Impregnation Remover 
will remove it. Impregnator 
Remover is in gel form and is 
used for both interior and exte-
rior applications and vertical and 
horizontal surfaces. You simply 
apply the gel and let it work for 
at least 20 minutes or up to 24 
hours. Coverage is 50-200 square 
feet per liter. If needed, it can be 
reactivated with water instead of 
reapplying a 2nd coat. Akemi 
Impregnation Remover can be 
used on any granite, and cleans 
up easily by rinsing or mopping 
with just water.”   

If you need to use Akemi 
Impregnation Remover on mar-
ble, limestone, onyx or engi-
neered stone to correct any dis-
coloration or change in surface 
polish, Akemi does suggest that 
you first test a small section. 
Note that Akemi Impregnation 
Remover is not designed for top-
ical products or coatings. For 

those applications you should use 
Akemi Wax Stripper. 

   Landis continued: “There 
are no other products like 

Akemi Impregnation Remover 
offered by any other manufac-
turer. There are strippers and 
removers, but no impregnation 
removers. Because it can be used 
in any environment and is easily 
cleaned up with water, it’s very 
cost effective.” 

InnoChem is a member of the 
Akemi Group and the North 
American representative of the 
Akemi line. Akemi chemists are 
constantly developing new prod-
ucts. Both Akemi Spider and 
Akemi Impregnation Remover 
have been on the market for 
three years and are tested, tried, 
and true. They are preferred by 
fabricators who appreciate econ-

Akemi Impregnation 
Remover: “No matter how 
long a chemical has been in 
stone, Akemi Impregnation 
Remover will remove it. ”

omy and a product that does 
exactly what it was designed to 
do.

The full line of Akemi prod-
ucts is available at www.Braxton-
Bragg.com or by calling toll-free 
800-575-4401. Users may call 
the InnoChem Sales & Service 
hotline available at www.
innochemllc.com.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Viper CNC Calibration tool

http://www.braxton-bragg.com
http://www.braxton-bragg.com
http://www.innochemllc.com
http://www.innochemllc.com
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10812/
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Stone Shield ™ Transparent Can Save You Money!
How can glue save you money?  Stone Shield™ Transparent Knife Grade is high 
quality polyester adhesive, made in America and offered at a great price.

Consistent Performance
Smooth consistency makes this a good choice for a wide variety of applications. Can 
after can, you know what you’re getting; it’s never a surprise.  Consistent work time, 
consistent strength, consistency that you can count on.

Universal Application
Since it’s compatible with granite, marble, travertine and quartz,  Stone Shield’s 
strong bond and fast hardening time is ideal for seams, patching or repairing. This is 
the only can of adhesive you’ll ever need!

Why is Stone Shield Knife Grade 
Our Best Selling Adhesive?

4–6 minutes of working time
Polishable in 30-60 minutes
Transparent formulation is easy to color match 

MADE IN THE USA

OTHERS CHARGEHAZMAT FeesWE DON’T!

 Item # Description MSRP OUR Price 
 46404 Stone Shield™ Transparent Knife Grade, Quart $13.95 $10.99

 46405 Stone Shield™ Transparent Knife Grade, Gallon $48.95 $39.99 

 46406 Stone Shield™ Transparent Knife Grade, 5 Gallons $188.95 $149.99

25%

K-Bond Coloring Kit, 10 Colors,  2 oz.

Item #  

4357

Easy to Color
Compatible with all major adhesive color mixes including K-Bond 
Granite Color Pigments — what could be easier?

Adhesive Spreaders & Stirring Sticks

Razor Blades

Item #  

4800A

Item #  

4802

Item #  

9100

$54.79

$8.95
$19.95

$3.74

MADE IN THE USA

MADE IN THE USA

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg for Stone Shield Knife Grade and accessories

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8447,9936,8649/
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5:45 pm eastern for Same Day Shipping.

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

Talon AX Turbo Blades 
represent the latest 

technology in diamond 
turbo design.

™

Each blade is engineered with the right combination of diamond 
quality and quantity to allow these blades to cut smoothly 
through the hardest stones, leaving the cut free of chips. 

The Talon AX Turbo blade cuts smoothly because the segment design 
places the teeth close together. With other blades this causes a sacrifice 
in cutting speed, but not with Talon AX Turbo blade. It features the latest 
technology in diamond bonding that balances a smooth cut with the 
fastest possible cutting speed.

Since it’s so free–cutting, the Talon AX Turbo also reduces user 
fatigue, helping in production and extending tool life.

 Item # Description MSRP OUR Price

 1005 Talon™ AX Turbo Diamond Dry Granite Blade, 5”, 12,000 RPM Max $28.95  $18.95 

 1006 Talon™ AX Turbo Diamond Dry Granite Blade, 6”, 12,000 RPM Max $31.95  $20.95 

The perfect balance of a 
smooth cut with the fastest 

possible cutting speed...

Let’s face it, good 
jobs are hard to 
find – and good 

workers, even harder, ac-
cording to a cross section 
of business owners in the 
industry. So once you 
have a job, what can you 
do to hold onto it? And 
how can you get that cov-
eted promotion in a cut-
throat company?

 
10. Never walk without a 
document – People with 
documents look like hard-
working employees headed 
to important meetings. 
People with nothing in their 
hands look like they’re 
headed for the cafeteria. 
Note that someone carrying 
a newspaper in their hand 
looks like they’re headed 
for the toilet. Above all, 
make sure you carry loads 
of stuff home with you at 
night, thus generating the 
false impression that you 
work longer hours than you 
really do.

9. Use a computer to 
look busy. Any time you 
use a computer, it looks 
like “work” to the ca-
sual observer. You can 
send and receive personal 
e-mail, chat and have a 
blast without doing any-
thing remotely related to 
work. These aren’t exactly 
the societal benefits that 
the proponents of the com-
puter revolution would like 
to talk about, but they’re 
not bad either. When your 
boss catches you – and you 
will get caught – your best 
defense is to claim you’re 
teaching yourself to use 
new software, thus saving 
valuable training dollars.

8. Keep a messy desk.  
Only top management can 
get away with a clean desk. 
For the rest of us, it looks 
like we’re not working hard 
enough. Build huge piles 
of documents around your 
workspace. To the observer, 
last year’s work looks the 
same as today’s work; it’s 
volume that counts. Pile 

10 Job-Retention Strategies to 
Help You Claw Your Way to the Top

them high and wide. If you 
know somebody is coming 
to your cubicle, bury the 
document you’ll need half-
way down in an existing 
stack and rummage for it 
when he/she arrives.

7. Make your voice mail 
work for you – Never an-
swer your phone if you have 
voice mail. People don’t 
call you just because they 
want to give you something 
for nothing – they call be-
cause they want YOU to do 
work for THEM. That’s no 
way to live. Screen all your 
calls through voice mail. If 
somebody leaves a message 
for you and it sounds like 
impending work, respond 
during lunch hour when you 
know they’re not there. It 
will look like you’re hard-
working and conscientious 
even though you’re being a 
devious weasel.

6. Look impatient and 
annoyed – According 
to George Costanza, one 
should also always try to 
look impatient and annoyed 
to give off the impression 
that you’re always busy.

5. Leave the office late– 
Always leave the office 
late, especially when the 
boss is still around. You 
could read all those mag-
azines and books that you 

always wanted to read. 
Make sure you walk past 
the boss’ room on your way 
out. Send important e-mails 
at unearthly hours (i.e. 
9:35pm, 7:05am, etc.) and 
during public holidays.

4. Practice creative sigh-
ing for effect – Sigh loudly 
when there are many peo-
ple around, giving the im-
pression that you are under 
extreme pressure.

3. Use a Stacking 
Strategy – It is not enough 
to pile lots of documents on 
the table. Put lots of books 
on the floor, etc. Thick 
computer manuals and ref-
erence books are the best. 
Think mass – not content.

2. Build your vocabu-
lary – Read some industry 
magazines or blogs and pick 
out all the jargon and new 
products. Use the phrases 
freely when in conversation 
with bosses. Remember, 
they don’t have to under-
stand what you say, but you 
will sure sound impressive.

1. (This is the most 
IMPORTANT piece of 
advice:) If you share this 
valuable info, choose 
wisely. And if your boss 
sees it, you’ll have to 
change your tactics! 

 

The pen is mightier than the 
sword – if the sword is very 

short, and the pen is very sharp.

– Sir Terry Pratchett – 
Author, 1948–2015 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Talon AX Turbo Blades

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10737/
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Then use a blade
engineered to

DO THE JOB RIGHT!
Get the tried and true Talon™ 
Quartz Diamond Saw Blades!

The Talon name always means superior quality.

The Talon Side Cut Blade is designed with teardrop- 
shaped side segments.

These segments are impregnated with diamonds on 
each side of the blade, for the best cut money can buy. 

Not only does it cut Quartz better, it makes cutting 
safer too. 
These blades can be used with a grinder or saw, and can 
be used wet or dry.

How it works:
The blade’s diamonds on the side do more than pro-

vide a clean cut; they prevent the stone from wearing the 
segment prematurely at the weld between the core and 
segment. This design helps to keep the segment in place 
and allows it to be used down to the core.

 Item # Description  MSRP Our Price
 5170 Talon™ Turbo Quartz Dry Blade, 4˝ x 5/8˝, 13,700 RPM  $32.95 $19.79

 5171 Talon™ Turbo Quartz Dry Blade, 4-1/2˝ x 5/8˝, 13,300 RPM $37.95 $23.79

 5172 Talon™ Turbo Quartz Dry Blade, 5˝ x 5/8˝, 13,200 RPM  $44.95 $28.79

 5173 Talon™ Turbo Quartz Dry Blade, 7˝ x 5/8˝, 8,500 RPM  $70.95 $46.79

• Additional diamonds on the core to prevent 
premature wearing

• Additional diamond segment on both sides of blade 
provides the smoothest, chip-free cut possible

• Fast cutting, dry or wet

• Designed for Quartz

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

Cutting Quartz?

Bank Robbery 
Suspect’s Posts 
on Instagram 
Leads to Arrest

A man accused of robbing a 
Virginia Beach bank posted 

two videos and a photo doc-
umenting the incident to his 
Instagram account.

Police informed WAVY-TV 
in Virginia Beach that 23-year-
old Dominyk Antonio Alfonseca 
walked into a TowneBank and 
handed the teller a note asking 
for $150,000 in bonds — and it 
included the word “please.” He 
recorded the incident on his cell-
phone and posted videos and photo 
of the note online. Surveillance 
videos show the teller putting 
stacks of cash in a bag.

Officers picked up Alfonseca 20 

minutes after he left, carrying a 
gym bag full of money.

In a jailhouse interview, 
Alfonseca told the station that 
asking for money isn’t a crime. 
Alfonseca says he believes he’ll 
be found innocent. He says he 
wouldn’t have posted if he’d 
committed a crime – that would 
be stupid!

At press time it was unclear 
whether Alfonseca had a lawyer 
to contact for further comment.

Man Pepper 
Sprays Himself 
During Robbery

A West Virginia man is 
in jail after authorities 
say he foiled his own 

robbery by accidentally pep-
per-spraying himself.

The Register-Herald reports 
that 43-year-old Michael 
Kevin Meadows of Shady 
Spring was arrested for at-
tempted robbery.

Authorities say a man went 
into a pharmacy in Beaver 
wearing full camouflage and 
a paintball mask.

The would-be robber started 
spraying pepper spray in an ef-
fort to take down employees, 
then walked into the cloud of 
pepper spray in front of him. 
Police say security footage 
showed he was taken down by 
his own pepper spray.

He staggered out of the 
business and got into a vehi-
cle. Police investigating the 
incident discovered the name 
of the man who was driving 
the vehicle. The driver then 
identified Meadows as the at-
tempted robbery suspect.

Source: The Register-Herald, 
http://www.register-herald.com

http://www.sfgate.com/search/?action=search&channel=news%2Fcrime&inlineLink=1&searchindex=gsa&query=%22Virginia+Beach+bank%22
http://www.sfgate.com/search/?action=search&channel=news%2Fcrime&inlineLink=1&searchindex=gsa&query=%22Dominyk+Antonio+Alfonseca%22
http://www.sfgate.com/search/?action=search&channel=news%2Fcrime&inlineLink=1&searchindex=gsa&query=%22Michael+Kevin+Meadows%22
http://www.sfgate.com/search/?action=search&channel=news%2Fcrime&inlineLink=1&searchindex=gsa&query=%22Michael+Kevin+Meadows%22
http://www.register-herald.com
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Peter J. Marcucci 
Special ContributorThere are many online 

promotion choices for 
your business on the 

web. For potential customers, 
an abundance of services and 
consumables are no further than 
their browsing fingertips. As 
sellers, potential clients can be 
within easy reach through an 
up-to-date website. You can 
even get on board with a na-
tional brand that’s in the busi-
ness of leading clients to you.

While researching that last 
option, I found Renovation 
Experts, Hearst Local, Home 
Advisor, and Angie’s List, to 
name a few. And then there was 
Houzz—an international com-
pany and one-stop shopping 
source for the homeowner in 
search of anything from lamps 
to countertops. 

The Houzz homepage is 
loaded with options including 
buttons for “FIND PROS,” and 
“Tile, Stone & Countertops” 
(my personal favorite). I wanted 
to see what the typical buyer 
faced when they researched 
stone companies on Houzz. 

In the countertop section 
you’ll find stunning pictures 
from local stone fabricators and 
tile companies displaying their 
finest work. For the shopper 
this presents a lot of attractive 
choices, and a very easy way 
to shop. (As a interesting side 
note, the Houzz site did not ask 
for my zip code, state or town. 

Like it or not, they know where 
you live – or where your com-
puter is.)

I picked and clicked on an 
interesting-looking local fab-
ricator and entered a page of 
photos, reviews, comments 
and endorsements, badges and 
affiliations. It presented a very 
professional public face for the 
company. I then browsed the re-
tail menu, each time going deep 
in to the selections. The variety, 
quality and prices are pretty 
good, I thought. This would be 
a great way to attract customers 
looking for countertops.

I wanted to see what some-
one actually using Houzz had 
to say. I contacted friend and 
SRG Writer Sharon Koehler, 
Marketing Director at Artistic 
Stone Design, Richmond, 
Virginia for her insight. Sharon, 
it turns out, had just signed up 
Artistic Stone Design on Houzz. 

“As far as marketing and ad-
vertising goes, you are always 
looking for the next big thing. 
We advertised on Angie’s List 
for a while, but when the return 
on investment began slipping, 
we started looking for some-
thing else. We recently signed 
up to advertise with Houzz, be-
cause right now they are the next 
big thing, and they have the stats 
and numbers to back up their 
claims.”

Houzz user demographics re-
veal they are potential upscale 
customers: 91% of Houzz view-
ers own their own home; 76% 
are 35-64 years old (a great 

Using Houzz to Build Your 
Granite Countertop  Business

demographic for remodeling 
or buying countertops) while 
median household income is 
$127,000 and median home 
value averages $426,000. 

To get on Houzz is surpris-
ingly simple. All you have to 
do is join (free) and put up your 
profile. “There is also no veri-
fication process, but the more 
that you put on your profile, the 
more legitimate you look,” ex-
plained Sharon. 

“Like any other website, the 
best profile is a complete pro-
file. There is also a place for 
writing and submitting articles, 
but it’s like anything else, you 
have to work it and be proactive 
in getting reviews and only use 
current or recent photos. That’s 
the power that drives the whole 
site – people want to see the 
PHOTOS! 

“Houzz is like Angie’s List, 
because they want reviews. It’s 
also like a storefront, because 

you can sell products like 
cleaner, cutting boards or sealer. 
It’s also like a help desk, because 
there is a spot where people can 
ask for help or tips, and you can 
comment and help them—I did 
that just this morning. They also 
make it easy to get reviews, and 
even have a form that you can 
email to your customers so they 
can review you. Our profile is 
not quite complete. It’s at 85 
percent complete because we 
don’t have (the recommended) 
3 reviews yet.” 

If you’re still not impressed 
by how easy it is, Houzz will 
even come and speak at your 
corporate event for free, said 
Sharon. “Houzz has a groovy 
feature that I find quite impres-
sive. Recently, I went to a local 
networking event and Houzz 
was there. Their rep spoke to 
us for about 30 minutes. It was 
cool and you don’t spend a dime 
except to have the event. Houzz 
pays all their travel expenses. I 
loved that part! 

“I must admit, so far, I’m im-
pressed. (A Houzz rep) will call 
you once a month to check on 
you and give you information 
about what’s going on. I acci-
dentally made a mistake on our 
profile, and they fixed it and 
then called me to let me know 
they fixed it! You only get all 
this attention if you sign up to 
advertise, but still, they seem 
to give you a lot of bang for 
your buck.  Pretty impressive 
for a company that has only 
been around for 6 years. I find 
them to be more ‘together’ than 
Angie’s List, and a little more 
upscale, somehow.  Angie’s 
List doesn’t know yet that we 
are moving on. They will find 
out next month when we don’t 
renew our contract.”

…And you spent 6.35 years of your life 
deleting SPAM from your email.”

© Randy Glasbergen / glasbergen.com

Please turn to page 38

Positive reviews and kudos 
from satisfied clients will help 
foster local interest.

Visitors to your page on Houzz want to see your best work.

Tater Tots and Comfy Couch Waylay 
Home Intruder

Police say a would-be burglar got 
sidetracked by a snack and a 

comfy place to snooze. After heating 
up some tater tots, the intruder appar-
ently got drowsy and decided to take a 
nap on the sofa of the house he broke 
into.

The San Francisco Chronicle re-
ports that a homeowner in Petaluma 
went downstairs to find the intruder 
asleep on her sofa.

The woman rushed back to her bed-
room, called police and then ran out 
the front door. In the process she woke 
up the man, who fled out the back.

Officers parked on the next street 
spotted him and tried to handcuff him. 
They used a stun gun on him twice 
when he resisted. Police claim he 
wasn’t injured in the scuffle.

The “Tater Tot Intruder” is being 
held on $30,000 bail and has a crim-
inal history including arrests for drug 
and weapons possession.

Source: San Francisco Chronicle, 
www.sfgate.com

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

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 Ad Submission Deadline

August 2015 Wednesday, July 8, 2015

September 2015 Wednesday, August 5, 2015

October 2015 Wednesday, September 9, 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.

_____________
 

FOR SALE: Bridge saw, Sawing 
Systems 515c. 2002 bridge saw,10hp, 
5x10 tilt table, fully functional, still 
set up. Well used, needs some work. 
Priced to sell, opportunity for a handy 
man who wants to cut stone. Located 
in mid Michigan. We will help dis-
mantle it. $5500 cash. See it on you-
tube; Bridge saw for sale. Michigan. 
Contact: Jason at 1-810-223-5286 or 
email: jgt@stonespecialists.net. 

_____________

FOR SALE: Cultured Marble 
Equipment. Top quality Gruber 
molds in very good condition. Vanity 
tops and bowls, shower pans, bathtubs, 
shower walls, trim, splash, shower seat 
and many more. Mixing machines, 
vibrators, tub delivery system, grind-
ers, polishers and many supplies. 
Way to much to list- over 200k new- 
$30,000. Expert advice and training 
available. Call Curt Haddock, 918-
857-1402, or send an email to: majes-
ticmarble@att.net.  

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 par-
ticipant in this program and we will 
print for you custom postcards and 
brochures to hand out to your clients 
and prospective customers interested 
in your countertop services.
You will also receive a unique dis-
count 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 purchases Supreme Surface 
Products. For more information about 
this program, please contact one of 
our salesmen at 800-575-4401.

What makes Supreme Surface 
Cleaners so special? ioSeal. The 
stone conditioner in Supreme Surface 
cleaners is a proprietary ingredient 
called ioSeal. This amazing technol-
ogy ionically bonds with the surface 
of your natural stone, sealing it and 
protecting it from hard water spots, 
mineral buildup, and stains. Supreme 
surface cleaners are the brainchild of 
stone industry veteran Tom Munro 
who embarked on a quest to find 
the BEST granite cleaner. What he 
found, however, was no one product 
that offered a no-rinse, streak free 
(even on black granite), eco-friend-
ly formula that would clean, polish, 

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.

_____________ 

Help Wanted

Project Manager for Marmi Natural 
Stone: To support our award winning, 
highly custom natural stone installa-
tions, we need Project Managers to 
ensure our projects are completed with 
the highest quality work and customer 
service. This is a full-time salaried 
position with excellent benefits and 
bonus. Candidates must be organized 
and communicate effectively in a 
high-paced, team environment. E-mail 
resume to info@marmistone.com or 
fax to 770-685-6190. Marmi is a drug-
free workplace.

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 • Lavina L25-S Floor 
Grinding Machine Class Demo, $9,292.50 • IPC Eagle 

Wet/Dry 19 gal. Vacuum (415PLT), $735.71

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

Call 321-514-6845

and protect granite and other natural 
stones against stains, and was made 
in America. Since the perfect stone 
cleaning product didn’t exist, Tom 
invented it...Together with a chemist 
that he met though his stone design 
business, Tom developed a unique 
3-in-1 formula that will clean, polish, 
and protect your granite countertops. 
It is non-toxic, biodegradable and safe 
to use around food preparation areas, 
children, and pets. Supreme Surface 
Granite Cleaner & Conditioner, leaves 
a streak free shine, every time—even 
on black granite! But Tom wasn’t 

satisfied. To learn what others thought 
of his new granite cleaner he gave it 
away—free. “We sent our free sam-
ples across the USA to everyone that 
wanted it… Yes, everyone! All this, 
just for their feedback on how we 
could improve our product!” Log on 
http://www.consumerstonecare.com/

_____________

Thassos White MarbleThassos White Marble

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.

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

sold
sold
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The Slippery Rock Classifieds

mailto:apexequipintl%40aol.com?subject=Slippery%20Rock%20July%20Ad
mailto:apexequipintl%40aol.com?subject=Slippery%20Rock%20July%20Ad
mailto:majesticmarble%40att.net?subject=Slippery%20Rock%20July%20For%20Sale%20Ad
mailto:majesticmarble%40att.net?subject=Slippery%20Rock%20July%20For%20Sale%20Ad
mailto:rogerc52%40comcast.net?subject=Classified%20ad%20in%20July%20Slippery%20Rock
http://www.FireUps.com
mailto:Slippery%20Rock?subject=Help%20Wanted-%20Slippery%20Rock%20Classified
http://www.consumerstonecare.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/


slIppery rock GazeTTe July 2015  |  33  

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

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

As Close as You Can Get to Level Floors 
and Straight Walls… Just 3 Easy Steps!

A ccurate tile setting requires perfect tile 
leveling to prevent lippage. Uneven 
floor conditions–a commonly encoun-

tered problem–makes it difficult to properly set 
ungauged and thin tiles or even larger format tiles.

Problem…
As a result, tiles that seem perfectly leveled during 

installation, often show a variance in height after 
the thin set or adhesive cures.

Solution…
Now, thanks to the new Raimondi Leveling 

Spacers, the installation process is faster, and they 
eliminate or reduce grinding needed to remove 
lippage.

An added benefit is that the low-cost Raimondi 
system provides a HUGE savings over the other 
leading brand of lippage reduction systems.

3 Easy Steps…
Both the setting and removal of the leveling 

spacers are quick and easy.

Step One:
Set the Support
• Spread the adhesives, insert  
 support underneath and along  
 four sides.
• According to tile size, set one or  
 more supports on all tile sides.
• Set the tile, tap in with a rubber mallet.

Step Two:
Insert the Wedges
• Insert wedge in support slot carefully, not passing  
 breaking point.

• Use the special traction-adjustment pliers to set  
 the wedge.

Step Three:
Remove the Support
• When adhesive sets, separate protruding part of  
 support from base.
• Use traction-adjustable pliers, rubber mallet, or  
 feet to remove support.
• Snaps parallel to the joint.

FREE SAMPLE
We’re so sure you’ll love the new Raimondi Tile 

Leveling System that we’d like to send you a free 
sample kit. 

We’ve also prepared a special starter kit just for 
you that gives you everything you need to make 
your first project a breeze. To order your starter 
kit or to claim your free sample, call 1-800-575-
4401 today. 

AS SEEN ON

HGTV

“We love the Raimondi Leveling System! We use it for floors, for walls; it really complements our Granite 
Transformations system. No lippage on our seams, no lippage in our mosaics. It saves us a lot of time. We tried 
other systems but we love this one.” 
Craig Walters, 
Granite Transformations

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

Click This link 
or Scan QR 

Code to See a 
Video Demo 

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Raimondi Large Format Free Cut 
Tile Guides

With the increased popularity and use of 
large format tiles during home remodels comes 
increased risk to businesses. Breaking one or 
more of the expensive tiles due to outdated 
cutting tools can break your bottom line, too.

That’s where Raimondi comes in — invent-
ing the right tools to easily cut big tiles in one 
pass.

Raimondi Large Format Tile  
Free Mover

Designed for moving big tiles around the 
shop and homes doing a remodel or new con-
struction, the Raimondi Large Format Tile Free 
Mover helps protect the significant investment 
that a business has made in materials. Workers 
can freely move large format tiles and take the 
slabs out of the crates with ease and safety. 
Slabs are held in a vertical position for applying 
adhesive on the back.

LIPPAGE

Other Great Tools from 
Raimondi

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

http://www.braxton-bragg.com/RaimondiTileLevel
http://www.braxton-bragg.com/RaimondiTileLevel
http://www.braxton-bragg.com/RaimondiTileLevel
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9125,10347/
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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 out-
door 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 

How Safe is Your Jobsite Material Handling?

From the quarry to the in-
stallation site, the stone 
industry faces many chal-

lenges when it comes to worker 
safety.  In recent years, there has 
been quite a buzz about the im-
portance of material handling 
safety, but typically what comes 
to mind is the quarry and fabri-
cation shop, while the jobsite 
(installation site) tends to be over-
looked or neglected.

There is great need for better 
material handling tools that help 
reduce jobsite injury, which is 
why Omni Cubed, Inc. has devel-
oped several tools to make stone 
installation safer and easier than 
ever.  With more than 20 years 
experience working in and with 
fabrication shops, and seeing the 
need for better installation tools 
first-hand, Omni Cubed has made 
jobsite safety in the stone industry 
a top priority.

A common challenge for in-
stallers is transporting large and 
cumbersome stone around the 
jobsite.  Not anymore!  Omni 
Cubed’s Pro-Cart AT2 provides 

a sturdy, yet lightweight solution 
for moving stone across rough 
terrain without straining or strug-
gling.  The Pro-Cart AT2 is de-
signed with features to overcome 
jobsite challenges and bear the 
weight of large stone pieces, so 
installers don’t have to.  The cart 
is designed to allow installers to 
“rest” it on stair treads, which lets 
the guys doing the hauling pace 
themselves in multi-story homes 
and buildings.  The innovative 
adjustable wheel base allows 
four inches of sliding room to 

match varying stair tread pitch.  
Additionally, the carts have a 
high ground clearance, which al-
lows you to “pop wheelies” and 
move it easily over larger curbs 
and entryways. The Pro-Cart AT2 
can carry up to 1,000 pounds and, 
in many cases, one person can op-
erate a loaded cart with ease.

The award-winning Pro-Cart 
AT2 is designed with features 
to overcome jobsite challenges 
and bear the weight of large 
stone pieces.

The Pro-Cart AT2 is designed with features to overcome jobsite 
challenges like curbs and stairs and safely bear the weight of large 
stone pieces. The oversize tires give extra cushioning when maneu-
vering the AT2 over sills and bumps. Pro-Cart AT2 Installation Cart 
and Aqua-Jaw™ Carry Vise™ are a great combination of tools to 
safely handle curbs and stairs.

The Aqua-Jaw™ Carry 
Vise™ allows workers 
to safely “share the 
load” of heavy coun-
tertops. Managing 
the weight of a stone 
countertops when in-
stalling is one of the 
areas of greatest risk 
for accidental injury.

Please turn to page 38

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10717/
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“I thought all 8-step wet polishing pads were the same …
“Phooey! These amazing Vipers had the job done by step 6”

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

But you must act now. Please call 

800-575-4401

Set of 8

3˝ pads

4˝ pads

5˝ pads

MSRP

$142.95

$182.95

$238.95

Our Price

$94.95

$118.95

$158.95

Try them risk-free for 30 days!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 8-step Polishing Pads
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2016 Tucker Design Awards 
Jurors Announced by the 
Building Stone Institute

The Building Stone 
Institute (BSI) recently 
selected three prominent 

New Orleans-based jurors for 
its upcoming Tucker Design 
Awards competition.   L. Azeo 
“Ace” Torre, FASLA, AIA of 
Torre Design Consortium F; 
Macnaughton “Mac” Ball, 
FAIA of Waggoner & Ball 
Architects;  Jack W. Davis, 
Jr. editor/publisher Tribune 
Publishing (retired), advisor/
trustee to the National Trust for 
Historic Preservation.

First presented in 1977, the 
Tucker Design Award is the most 
prestigious architectural design 
award for the building, land-
scape and design communities, 
honoring those whose work ex-
hibits excellence and innovation 
in concept, design, construction 
and use of natural stone. “Tucker 
Design Award winning projects 
also typically exhibit excep-
tional collaboration of the design 
teams with stone suppliers and 
installers, which is something 
our industry advocates and BSI 
celebrates,” said BSI Executive 
Vice President Jane Bennett. Call 
for Entries will be announced in 
the fall 2015 edition of Building 
Stone Magazine publishing in 
late October.

On October 20, 2016 the ju-
rors will present the awards 
during a ceremony held at the 
Contemporary Arts Center in 
New Orleans. “Having the jurors 
at the event to personally present 
this award to their peers, listen-
ing to comments supporting their 
selections, and viewing inspiring 
images of those projects is mem-
orable to our winners,” added 
Bennett. 

In conjunction with the Tucker 

BSI will also recognize their 2016 
Bybee prize winner, given in honor 
of the late James Daniel Bybee.

The Tucker Design Award was 
first presented in 1977. This  
award for the building, land-
scape and design communities 
honors those whose work ex-
hibits excellence and innovation 
in concept, design, construction 
and use of natural stone.

Eye-Catching Ideas for Walk-In Shower Designs

Walk-in showers are 
perfect for bathrooms 
of all sizes, adding 

elegance without compromising 
function.

Walk-in shower designs bring 
a modern feel to any bathroom 
while allowing for efficient use 
of whatever amount of space is 
available. 

If you want to create a seamless 
transition between the shower 
area and the rest of the bathroom, 
a glass-enclosed walk-in shower 
is the perfect way to do so! This 
type of shower design is beautiful 
and luxurious, providing the look 
and feel of a spa.

When combined with light-col-
ored design elements, such as 
white subway tiles, the atmo-
sphere of the bathroom becomes 
pleasantly light and airy. For 
smaller bathrooms, this combina-
tion is a real winner as it gives a 
more spacious appearance.

Walk-in shower designs without 
doors add openness by creating 
continuity throughout the bath-
room. Keeping the shower floor 
level with the bathroom floor is a 
smart way to integrate the shower 
area with the rest of the room, as 
well as eliminating the possibil-
ity of tripping over a ledge when 
stepping out of the shower!

For a unique and highly per-
sonalized design, combine differ-
ent types, shapes or sizes of tile 
on the walls and floors of your 
walk-in shower. You can stick to 
all porcelain tile but use tiles of 
varying sizes. By getting creative 
with tile combinations, a walk-in 
shower will go from humdrum 
to spectacular right before your 
eyes!

Creating art with tile is a styl-
ish option for a walk-in shower 

design that’s sure to draw atten-
tion to the space. Incorporating 
horizontal rows of mosaic tiles 
to shower walls will add some 
contrast and beauty. For the ar-
tistic, designing a tile feature 

A luxurious walk-in 
shower completely 
lined in Calacatta 
Gold Marble from 
Arizona Tile. 
Complete sealing 
with a quality im-
pregnator is recom-
mended for a project 
of this scope. Make 
sure your client 
knows how to prop-
erly care for marble 
surfaces – especially 
light-colored marbles 

Large format porcelain 
tiles inside a seamless 
glass enclosure give a 
seamless transition 
between the shower 
and the rest of the 
bathroom. Shown 
at left is Waterfall 
Yosemite Porcelain 
tile, from Arizona Tile

Vertical format porcelain 
tiles create an “interest 
wall” inside a walk-in 
shower. Combined with 
other tile sizes, this 
creates an effect that’s 
anything but boring! This 
sample uses Soho-Suede 
Glass/Stone Stack from 
AZ Tile.

wall, as shown in the above ver-
tical format example, is a fun and 
eye-catching choice.

Visit www.arizonatile.com for 
more creative bathroom ideas.

Design Awards event, BSI will 
also recognize their 2016 Bybee 
Prize winner. Given in honor of 
the late James Daniel Bybee of 
Bybee Stone Company, a re-
spected past president of the 
Building Stone Institute, the 
Bybee Prize is awarded to an in-
dividual architect or landscape 
architect for a body of work exe-
cuted over time and distinguished 
by outstanding design and use of 
natural stone.

Editorial coverage of the 2016 
Tucker Design Award projects 
and the Bybee Prize recipient 
will be the exclusive content of 
the spring 2016 issue of Building 
Stone Magazine. 

 Since 1919, the Building Stone 
Institute (BSI) has worked on 
behalf of a diverse membership, 
representing all aspects of the nat-
ural stone industry. BSI provides 
resources, programs and services 
that empower member companies 
to offer the highest level of qual-
ity products and services and to 
educate the architectural and de-
sign communities on the benefits 
and uses of natural stone. 

For more information visit 
www.buildingstoneinstitute.org

Baseball is the only 
field of endeavor 
where a man can 

succeed three times out of 
ten and be considered 
a good performer.

– Ted Williams –

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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They cost around 40% less than any-
thing else you can buy. Their 6mm dia-
mond plate means they run faster, last 
longer and put less strain on your CNC 
machine. But you can’t buy them from 
GranQuartz because GranQuartz doesn’t 
sell them. 

You’ll never believe what they’re made of. 

They are the ONLY CNC tools with a 
6mm layer of diamonds on every wheel – 
including the polishing steps.

So they run faster for longer, and put less 
strain on your machine. Yet they cost up to 
40% less than anything else. 

Hard to believe? 

Call 877-493-0394 for a free demonstra-
tion. Let a fully-qualified Braxton-Bragg 
CNC technician show you how quick and 
easy they are to set up. (And how much 
you’ll save in operational costs day after 
day.)

Find out - at our risk, not yours. Order 
now with FREE next-day delivery. Our 
rock solid, 90-day, money-back guarantee 
means you don’t risk a cent. 

Save an extra $1250 instantly
Our regular price for a complete set of 

profile V-30 R15 Viper wheels is $3776.65 
– already around 40% less than anything 
else you can buy. 

But buy right now and you save an 
additional $1250 and only pay $2516.65 
- that’s 33% off. 

They’re not just cheaper, they’re better ... 

• Every diamond on every wheel has been 
carefully screened and sorted for grit. 

• Only diamonds with the highest particle 
strength are selected. 

• So, you can run these wheels faster. But 
despite this, they don’t wear as quickly. 

Why such a crazy offer?
Look, we realize you’d rather not change 

your CNC tools. And we realize you might 
think this sounds too good to be true.

So the huge savings are to make it worth 
your while. 

Rock solid, 90-day, money-back guar-
antee – if you’re impressed after your 
FREE demo

It seems impossible that you could imme-
diately save 40% (as much as $6500 total) 
on these profiles and: 

3 Increase the lifespan of your CNC 
    machine
3 Replace your CNC tools less frequently
3 Complete jobs faster than you would 
    with any other CNC tools on the market
3 Produce a consistently higher-quality 
   finish
3 Reduce operational costs

But you don’t have to believe what 
you’ve just read. Just call 877-493-0394 
for your free demo and put us to the test! 

There’s no obligation to buy. No hard 
sell. You decide. 

And even after you do order (with FREE 
next-day delivery), you still risk nothing. 
Every wheel from every profile is backed 
by our rock solid, 90-day, money-back 
guarantee. 

If you don’t notice the kind of improve-
ments you just read about, send them back 
for a full refund. 

But don’t pass up on this special deal. 
Call us right now, the minute you finish 
reading this – at 877-493-0394.

Why not make it the very next thing you 
do?

Have you any reason not to call 877-
493-0394?

What GranQuartz would hate for you to know about 
these NEW CNC tools

Save 40% and an extra $936, $1280 - even as much as $6500 if you act now!

• You see – unlike most other wheels – 
these are hot pressed with Inconel, a costly 
super-alloy that bakes the wheels’ hard-
ness all the way through. 

• The tool’s density is constant from crust 
to core. Even in the last seconds of its life, 
you’re guaranteed the same finish as when 
you first took it out the box. 

• This also puts less strain on your CNC 
machine. During your demo, you’ll notice 
these wheels draw fewer amps. 

Your CNC machine is certainly your 
most expensive asset. But why over pay? 
Why not use these CNC tools, save a bun-
dle and get more years out of them? 

7 wheels for every profile
Each profile is divided into 7 steps: 5 

metal wheels, followed by 2 ceramic pol-
ishing steps. 

They also have the same 6mm thick dia-
mond finish. So you can run them faster, 
for longer and produce a higher quality 
polish. 

If they’re so good, why such a bargain? 
The reason is simple – and you’ll appre-

ciate why it makes sense. The cost is kept 
down by manufacturing only the 6 most 
commonly used profiles. These cover 90% 
of the market, but not all of it. 

So we’ll be frank. There’s a 1 in 10 
chance these CNC tools aren’t suitable for 
you. 

But the odds are you’re one of the other 
9 in 10.

So why not switch to Viper today?

After all, you always save 40% com-
pared with anything else you can buy … 
cut operational costs … and increase the 
lifespan of your CNC machine. 

And if you order now, you’ll save $936, 
$1280 - even as much as $6500 – off our 
normal prices.

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,10544/
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How Safe is 
Your Jobsite 
Material 
Handling?

The Omni Cubed’s Aqua-Jaw™ 
Carry Vise™ is often used in con-
junction with the Pro-Cart AT2, 
which is a unique and patented 
solution for manually lifting and 
moving stone around the jobsite.  

These “all-weather” carry 
clamps use a vise-grip action so 
they won’t slip off stone, even 
when wet. Aqua-Jaws distrib-
ute weight to both arms, en-
abling the safe and easy lifting of 
heavy pieces up to 800 pounds.  
Additionally, the optional Handle 
Kit allows four workers to “share 
the load” for greater weight distri-
bution and less risk of injury.

The latest addition to Omni 
Cubed’s jobsite material handling 
line is the Pro-Lift Automatic.  
This heavy-lifting installation 
cart makes unloading large pieces 
out of trucks and off the A-frame 
much safer, faster, and easier than 
traditional methods. The Pro-Lift 
safely lowers, transports, and 
lifts very large/tall pieces (up to 
1,000 pounds) that would other-
wise have to be moved manually.  
Engineered for optimum stability 
and easy maneuverability, the cart 

can safely lift “L” or other shaped 
countertops for easier placement 
on cabinets.  Operated by wireless 
remote, the powered lift feature 
allows controlled tipping/tilting 
of large countertops onto cabinets 
up to 45 inches from the ground.  
The wireless remote allows work-
ers to safely position themselves 
outside of the “fall shadow” of 
stone during installation.  Omni 
Cubed dedicated more than three 
years into the engineering and de-
velopment of every aspect of the 
Pro-Lift cart to ensure it meets the 
highest product standards and the 
installer’s rigorous needs.

Having the right tools for the 
job minimizes job-related risks 
for installers, so every effort 
should be made to equip them 

with tools that will help get the 
job done safely and efficiently.  
Omni Cubed specializes in cre-
ating tools for the stone fabrica-
tion industry that not only help 
reduce the risk of injury, but also 
increase efficiency by reducing 
time and labor.

The Pro-Lift Automatic safely lifts “L” or other shaped counter-
tops for easier placement on cabinets. It can easily handle loads 
up to 1,000 pounds. Pro-Lift Automatic allows controlled tipping/
tilting of large tops onto cabinets, making installs safer. The Pro-Lift 
Automatic won “Best Product” at StonExpo West 2015.

Continued from page 34

Continued from page 31

Installation Photos (2) courtesy of Leroy Lapp, LappTops

You can learn more about Omni 
Cubed tools and how they can help 
you and your business at www.
omnicubed.com.  If you would 
like to equip your crew with these 
or other Omni Cubed products, 
visit www.braxton-bragg.com or 
call 1-800-575-4401.

© Randy Glasbergen  www.glasbergen.com

How does a stone fabrica-
tor get their profile on Houzz? 
Visit www.houzz.com and fill 
out their simple application. Let 
me say it again … it’s FREE to 
apply.

To get the best results, fill in 
your profile with the best de-
scription of who you are and 
what you do, while additionally 
adding high quality photos of 
your best countertop installa-
tions. You should also consider 
getting a consumer grade digital 
camera for that part – it will be 

Using Houzz to Build Your 
Granite Countertop  Business

a huge step up in quality from 
your smart phone camera.
You should also look at the ef-
forts of other fabricators, espe-
cially fabricators that service 
super-upscale areas. Then con-
tinue being aggressive about 
making needed changes to 
class-up your company’s ap-
pearance. Change is your friend, 
here, and keeping your image 
updated is crucial.  

Then you should buckle your 
seat belt, and prepare for all the 
attention it will bring you from 
potential customers.  

A roll of the dice has determined who 
will be the next mayor in the South 

Dakota town of Platte.
Steve Christensen became the next 

mayor after the town solved its too-close-
to-call race with a game of chance.

Christensen and incumbent Mayor Rick 
Gustad split the vote in the April 14 elec-
tion. An old state statute says certain elec-
tions can be determined by a high card 
draw or a roll of the dice.

As the incumbent, Gustad picked dice as 
his preferred game of chance. KSFY-TV 
reports that Christensen rolled a seven to 
become Platte’s mayor for the next two 
years. Gustad rolled a four.

The two also ran against one another 
in 2013, with Gustad winning by only 
six votes. Christensen is a former police 
chief. Gustad serves as Platte’s fire chief.

Source: KSFY-TV, www.ksfy.com

South Dakota town 
rolls the dice to 
decide their next 
mayor

“As long as it doesn’t interfere 
with your work, it’s O.K. with me.”

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

http://www.omnicubed.com
http://www.omnicubed.com
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9958/
http://www.houzz.com
http://www.sfgate.com/search/?action=search&channel=news&inlineLink=1&searchindex=gsa&query=%22Steve+Christensen%22
http://www.sfgate.com/search/?action=search&channel=news&inlineLink=1&searchindex=gsa&query=%22Rick+Gustad%22
http://www.sfgate.com/search/?action=search&channel=news&inlineLink=1&searchindex=gsa&query=%22Rick+Gustad%22
http://www.ksfy.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

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

Add $200 Pure Profit

to every Job!

Vallé™ 18 Gauge Stainless Steel Undermount Sink
Made of surgical grade 304 stainless steel

   Item # Description MSRP  OUR Price
 20208 Vallé™ Double Bowl Reverse 60/40 Sink, 31-1/2˝ x 20-3/4˝ $166.95 $137.95

These designer Vallé™ 18 Gauge Stainless 
Steel Undermount Sinks could easily retail in 
a showroom for $250-$500.00. However, our 
offering is priced so right that it can become a 
true money-maker for fabricators! 

 
They’re Gonna Buy It Anyway

Don’t let your customer buy the sink 
from someone else and bring it to you for 
installation–give your customers a beautiful, 
cost-effective alternative with our high-end 
Vallé sinks! 

Quality
You’ll be able to please the most demanding 
homeowner with these quality sinks. 
Manufactured from heavy gauge, premium 
304 stainless steel, our Braxton-Bragg sinks are 
remarkably resistant to stains and corrosion.

Design & Style
The stylish looks of our sinks compliment 
the latest trends in modern kitchen design. 
The high luster satin finish and superb crafts-
manship will add long-lasting beauty to any 
kitchen.

Practical
Give your customers the function and 
convenience of a professional sink. The bowls 
in our sinks can accommodate large pots 
and pans without spill over. The undersides 
are fully coated, and come with extra rubber 
padding for superior sound deadening.

Durable
In our search for a suitable sink to offer our 
valued customers, our main goal was to find 
a professionally manufactured, consistently 
high-quality product. Our stainless steel sinks 
hold up to heavy use, look good in any new 
or remodeled kitchen and are easy to maintain 
and clean. What more could you ask for?

™

Compare to 

Kohler K-3356 

Item # 20208   Double Bowl Reverse 
Sink: 31-1/2˝ x 20-3/4˝
Bowl Depth: 7˝ (left) and 9˝ (right) 

Comparable Models: 
• Kohler K-3356 • Blanco 513-618 • Elkay ELUH3119R • Franke PRX120

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Valle Stainless Steel Sinks

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,8457,10164,8576,10164/
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Husky Bridge Saw

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