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I love the stone busi-
ness. But it never 
ceases to amaze me 

how many people in this 
business think they know 
all the facts. The sad thing 
is – they don’t.  The misin-
formation, false claims and 
outright lies I find disturb-
ing, but also funny at the 
same time.   Today would 
turn out to be one of those days 
that make old detectives just 
shake their heads..  

I was once again sitting at 
the counter of my local greasy 
spoon, having a cup of Jo as I 
do every morning, when my 
cell phone beeped at me. 

“Good morning, Stone 
Detective,” I said. The lady 
on the other end was very 
soft-spoken, but very direct and 
got right to the point. She told 
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me she just had installed 
some imported marble and 
was having some issues with 
the installation. She also 
told me that she wanted me 
to come out right away and 
take a look at it. Before I 

could even give her a 
price, she said again, 

more forcefully,  “I need you 
to come now, and I’ll pay what-
ever it takes, because I’m get-
ting ready to sue the distributor 
and installer.”

“Oh boy,” I thought, “Another 
sue-happy, ‘I don’t want to pay 
you, I don’t like what I bought’ 
person.”

Well, since she had agreed 
to pay me whatever I wanted 
I was pretty interested, despite 
circumstances.

AS the saying goes, 
“You’re only as 
good as your last 

performance.” It may be a cliché, 
but it is also true for all types of 
businesses that offer custom work 
to a vocal and critical public. In 
the case of AGS Stone, Tampa, 
Florida, those are the words they 
live by.

After purchasing all assets from 
its former owner in 2010, the 
family-owned stone and cabinet 
supplier has been making con-
siderable gains in the Tampa Bay 
area by offering its clientele un-
paralleled service and products. 

After deciding to take the plunge 
into the stone countertop business, 

AGS Stone owners Gary Rogers 
and wife Jackie acquired the as-
sets and name of a struggling fab-
shop when the owner wanted to 
get out of the business. Taking 
the helm of a sinking enterprise 
was risky, and not done without 
careful discussion and planning 
by the Rogers.

Jokes owner Gary Rogers, “It 
was a mid-life crisis for me, and 
my wife, Jackie, humored me. 

An extra large Fusion 
Quartzite island is the 
dramatic focal point in 
this custom remodel. 
Quartzite of this quality 
is rare and, according to 
Gary Rogers, this very 
dense stone takes extra 
care to cut.

Please turn to page 2

Image Matters

IT was a dreary, over-
cast morning. The 
sun was struggling 

to break through and losing. 
I climbed in my Jeep, backed 
out of my driveway and 
headed for work. I am not 
a fan of dreary days. Sun is 
fine. Rain is fine but dreary 
is sort of a mood dampening 
thing. 

I drove through my neigh-
borhood and turned onto 
the 4 lane that runs through 
my town and takes me most 
of the way to work. When I 
turned onto the 4 lane, there 
it was, a 2015 White Mustang 
GT fastback with custom black 
pin striping. The rumble of the 
engine took me back in time to 
when my Challenger was out-
fitted with the old-school glass 
pack muffler. It was a heavenly 
sound, coming from a beauti-
ful, cherished automobile. The 

dreary day was forgotten.
We drove on for a bit and as we 

stopped at stop lights the Mustang 
was revving his engine and acting 
like he was just looking for an ex-
cuse to race. Unfortunately, since 
it was pre rush hour, there just 
wasn’t a lot of traffic out there to 
take him on. We were sitting at 
a stoplight. He was revving his 
engine and looking around for a 
challenger. I was kicking myself 
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for choosing not to drive my 
Mustang that day. I would have 
gladly engaged him in some 
early morning fun. But alas, I 
knew my Jeep was no match for 
him so I drooled in silence.

And then it happened. 
Another player entered 
the game. We were driv-
ing over the highway when 
up the ramp came a brand 
new, sleek, shiny, all black 
Charger with custom red pin 
striping. Another beautiful 
piece of automotive machin-
ery was in play. We blew by 
him while he was sitting at 
the light. I looked in my rear-

view and saw him turn onto the 4 
lane. He was coming and coming 
FAST! I watched as he weaved 
in and out of some light traffic. 
I could hear his engine dying to 
break free and take off. As he got 
closer and closer I was growing 
more and more excited. “Hot 
dang, there’s going to be a race 
today!” I said to myself.

Please turn to page 2
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AGS Stone Targets Tampa 
Bay’s Upscale Remodelers to 
Build a Strong Market Presence
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The Stone Detective

I had nothing better planned 
for the day, so I thought I would 
take a drive and see what she 
was all worked up about. I fin-
ished my cup of Jo and hopped 
in the ole Woody, put on some 
Sinatra and was on My Way 
(LOL).

…
I arrived at the home of Ms. 

“I’m Going to Sue You,” lo-
cated in a gated community of 
what were probably million 
dollar–plus homes. Her house 
reminded me of the Biltmore 
House in Asheville, NC. In 
other words, it was huge… 
jaw-dropping huge.

I pulled up to the front door 
and was greeted by a guy who 
had to be a butler or valet. 
Really couldn’t tell which, but 
he had what I’d call a formal 
butler uniform. He asked who 
I was and to state my business.  
I felt like telling him I was the 
Fuller Brush man and wanted 
to show the owners some new 
products, but this guy didn’t 

look like he could take a 
joke. I told him I was there 
to see his boss (no, I didn’t 
say “Ms. Going to Sue 
You”). He looked down his 
nose at me,  and pointed 
to where I should park my 
common, lower class, an-
tique set of wheels.

I walked in the house and 
was greeted by yet another 
man wearing a tux. This time I 
thought surely he had to be the 
butler. He was an older, very 
proper gentleman and reminded 
me of Batman’s Butler – Alfred, 
from the original Keaton movie. 
He asked me to “kindly to fol-
low him, please.”

We entered a large room with 
painting easels all over the 
place. There was a naked lady 
lying on the couch (I ain’t kid-
ding – a naked lady!) holding a 
bowl of fruit on her lap.  In the 
corner was a lady in a smock, 
wearing one of those French 
berets, painting the lady. “Ah, 
she must be an artist,” was my 
brilliant deduction. 

She turned in my direction and 
then looked me up and down as 
if she was going to ask me to 
take my clothes off and be a 
model, too. Not this old man – I 
don’t look good naked, anymore 
(LOL). She said hardly a word 
of greeting, just pointed to the 
floor. 

“There you have it,” she said. 
“I paid a lot of money for this 
Italian marble. It came all the 
way from Italy and it looks 
nothing like the samples I was 
given.” 

I asked her if she still had the 
samples.  She snapped her fin-
gers and the Butler brought in a 
stainless steel tea tray with some 
white tiles on it.  She pointed to 
the samples.

Please turn to page 6
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Continued from page 1
Everything fell into place. 

Mustang and Charger side by 
side. The Charger was rev-
ving his engine and inching 
forward. The engine rumble 
of the Mustang roaring to life 
like the announcer had just said 
“Drivers, start your engines.” 
The anticipation of the light 
turning green is all around us.

The light turns green. The 
Charger takes off like a bat 
outta hell. Shoom, he’s gone. 
His tail lights are getting 
smaller and smaller by the 
nanosecond.  The Mustang? 
Well, he took off like Grandpa 
Moses after a big turkey din-
ner. I almost rear ended him. 
As I drove around him, I said 
to no one “If you’re going to 
buy a car like that then you 
need to be able to drive a car 
like that!” (I can say that with a 
fair amount of disgust because 
not only do I own one, I’ve 
had mine up over 100 mph one 
more than one occasion. Shhh, 
please don’t tell the cops)

The Mustang has a rep. It 
has an image.  It is muscle 
car, cool, bitchin’, bad @%* 
ride. Fast, sleek, the envy of 
every car in town. “Look at me 
coming down the road. I am 
to be respected, feared and re-
vered. I am MUSTANG. I am 
AWESOME!” But then again, 
the Mustang has been around 
for 50 years. One slow-poke 
Grandpa Moses-after-a-turkey-
dinner driver really can’t tar-
nish the Mustang image too 
badly. 

But what about you? Have 
you been around for 50 years? 
What’s your rep? What’s 
your image? And are you sure 
you’re living up to it? And bet-
ter yet, it can’t be just you. It 
needs to be every employee, 
sales person or sub that rep-
resents your company.

 Do you profess to be a cus-
tom shop? But then, when 
someone comes looking for 

Image Matters

that special something that will 
set their job apart from every-
one else’s, you give them the 
same “something special” that 
you sell to everyone else?  Be 
very careful with that approach. 
After all, hell hath no fury like 
a homeowner scorned.

Or, do you proclaim to be the 
cheapest game in town? “We 
will meet or beat any price!” If 
that’s the case then you have to 
do it all the time, consistently, 
no matter what. (And you have 
no one but yourself to blame 
when you go out of business). 
Shy away from that mindset 
one time, and thanks to social 
media, the whole world will 
know. 

It’s easy to lure people in 
with proclamations of exotic 
material. Everybody loves the 
word exotic. But honestly, 
most people, because they ar-
en’t exposed to the business, 
don’t really know what exotic 
material really is or looks like. 
But show one highly educated, 
knowledgeable consumer 
something that isn’t exotic 
and all their friends and their 
friend’s friends will know that 
what your image says and what 
you really do are two com-
pletely different things. 

Let’s just say that you pro-
claim to have the best quality 
in town, bar none. But one day 
you are out sick and one of 
your suppliers accidentally de-
livers a less than quality batch 
of material. A new employee, 
not knowing what to look for, 
accepts the material and it acci-
dentally ends up in someone’s 
home. 3 months later, they are 
on you to DO SOMETHING! 
You can’t back away from this. 
You have to do whatever it is 
that your image or reputation 
says you will do. All it takes is 
one or two people to complain 
to the BBB and your good 
name and image is toast. 

Continued from page 1

Have you ever met a nice 
customer who seems to 
go through a transforma-

tion and become an 
entirely different per-
son once that contract 
is signed?

A couple days ago, 
Mark, one of my field 
install guys, called in 
from a jobsite. He 
was taking template 
measurements at a 
customer’s home 
and was getting more 
frustrated by the min-
ute. Not only was the customer 
hanging over his shoulder trying 
to tell him how to make templates 
(and what he was doing wrong), 
but he also informed Mark that I 
obviously didn’t understand how 
things worked because I had mis-
calculated the number of slabs he 
needed.

Mark is a really laid back guy 
and for the most part keeps his 
cool.  He had stepped outside to 
call me and vent a bit.  I told him 
to (nicely) tell the customer he 
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Dr. Jekyll & Mr. Hyde

was only there to take templates 
and Jeff (the customer) would 
need to discuss material require-
ments and any other questions or 
issues he had with me.

Now, it’s not highly unusual 
for a customer to be difficult. But 
here’s the interesting part of the 
story.

Our first impression of Jeff was 
when he visited the showroom. 
He came across as a really nice 

guy. He was early to mid-thirty 
-something, professional, polite, 
and obviously intelligent as he 
asked a lot of good questions. I 
liked him and his wife, right off.

Back to our story: About an 
hour after my conversa-
tion with Mark, I called 
Jeff.  He informed me that 
he had done his own cal-
culation and based on his 
experience as an engineer, 
he had determined I had 
incorrectly estimated the 
number of slabs needed – 
instead of the single slab 
I had indicated on our pa-
perwork, the correct slab 
count should be two slabs. 
He had used this “correct” 

count to pick out and put two 
slabs on hold. I should have paid 
more attention to the red flag alert 
when he insisted on picking out 
slab(s) even after we had a con-
versation on why you don’t need 
to pick for a “repetitive” pattern.

I was then (nicely) informed 
I obviously did not quite under-
stand stone and the fabrication 
process, which must be why I had 
under estimated how many slabs 
he needed!

“I like long walks, especially when they  
 are taken by people that annoy me.”  

    –Fred Allen

Have you ever met a nice 
customer who seems to go 
through a transformation?

Please turn to page 8
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5:45 pm eastern for Same Day Shipping.
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BEST-SELLING 
BRIDGE SAW BLADE

FEATURING 

ARRAY  
TECHNOLOGY

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

– Mike Weldon, 
  Stone Fuzion

20mm Segment and 
Array Diamond Technology

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

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

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

 Item # Description MSRP OUR Price 

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

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

20mm!
Segments

Varmint County

While Doc Filstrup’s 
poker gang was off 

tempting fate once again 
on a group road trip in 
the Bahamas, all Hades 
was breaking loose back 
here in Varmint County 
in what is already becom-
ing immortalized in local 
folklore as the “War of the 
Roadhouses.”

Orchard stone comes from).
Then there’s Rocky Top 

Peak in Varmint County, on 
the opposite side of Stinking 
Creek from its sister moun-
taintop, McCracken’s Neck. 
The Town of Pleasant View, 
you might recall, tried to 
change its name to Rocky 
Top a couple of years back, 
to attract investors looking 
to build a theme park.

The state legislature 
thought it was all a big joke 
and instead passed a bill to 
change the town’s name to 
“Confusion.” Pleasant View 
got the last laugh, as the 
Chinese investors thought 
the town was named to 
honor the ancient philoso-
pher Confucius and built an 
even larger theme park.

But back to Barney 
Hockmeyer’s Rocky Top. 
Barney bought his twenty 
acres on the cheap after 
Lazy Boy Coal Company 

 Boomer Winfrey  
Varmint Co. Correspondent

“War of the Roadhouses” Threatens to 
Break Varmint County’s Fragile Peace

Please turn to page 11

actually has several “Rocky 
Tops” – there’s the moun-
tain in Cocke County over in 
the foothills of the Smokies. 
There’s also a failed gated 
community that was called 
Rocky Top, along with 
Rocky Top Ridge, in 
Middle Tennessee, on the 
Cumberland Plateau (where 
all that beautiful Crab 

As you may recall, Corky 
“Little Poison” Haig runs 
the county’s most popular 
watering hole, the Dead Rat 
Tavern, located up near the 
interstate. It is so popular 
that even the members of 
the rival Hockmeyer clan 
frequent the Dead Rat when 
they’re in a mood to blow 
off steam.

But one Hockmeyer, 
old Caleb’s youngest 
son Barney, got it in his 
head that the Hockmeyers 
needed a tavern of their 
own. Barney, as it hap-
pens, owned a little tract 
of land up on Rocky Top 
Peak, which looms over 
the Hockmeyers’ stomping 
grounds in Stinking Creek, 
pronounced “Stankin’ 
Crik” by most of the locals.

Yes, that’s Rocky Top, 
as in the Bluegrass fight 
song of the Tennessee 
Volunteers. Tennessee 

“I always cook with 
wine – sometimes I even 
add it to the food.”
– W. C. Fields

strip-mined the top of the 
mountain a few years back, 
leaving an ugly pile of clay 
and black shale instead of 
an old-growth hardwood 
forest.

Barney talked old Caleb 
into loaning him enough 
money to grade and gravel 
the haul road to the top of 
the mountain and build a 
ramshackle building. Since 
several cable TV compa-
nies had already located 
transmission towers on 
top, electricity was also 
available.

Soon, Barney Hockmeyer 
opened his new tavern, 
which he named the “Rocky 
Topless Lounge.”

Half of the males in 
Varmint County rushed to 
the top of Rocky Top Peak, 
expecting to see topless 
waitresses dispensing beer. 
Instead, they were disap-
pointed to see everyone 
thoroughly clothed.

“What kind of top-
less lounge is this where 
nobody’s topless,” Ike 
Pinetar’s nephew Curly 
complained.

“Well, this used to be 
Rocky Top Peak but as 
you can see, there ain’t no 
top anymore since it got 
stripped away. Now it’s 
Rocky Topless,” Barney 
quipped to a roar of laugh-
ter from some of the less 
sober patrons.

“If you want, I’ll take my 
shirt off,” Barney added.

Mentally picturing 
Barney Hockmeyer without 
a shirt, a chest full of thick 
hair and numerous knife 
scars, Curly shut up, sat 
down and ordered a beer.
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This KDrill core 
bit drilled 2,972 
holes. How many 
could you get?

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

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

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

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

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

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

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

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

 19400 KDrill CNC Core Bit, 1”  $55.95

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

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

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

 19404 KDrill CNC Core Bit, 2” $89.95

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

 19406 KDrill CNC Core Bit, 3” $149.95

NEW!NEW!

Actual KDrill 
 Core Bit used by 
Stone Spectrum

KDrill Blind Hole Core Bits

Bacon of the Sea
Scientists in Oregon Develop  
Bacon-Flavored Seaweed

Four Dads

W hat grows quickly, is 
packed with protein, has 

twice the nutritional value of 
kale and tastes like bacon?

The answer, according to 
scientists at Oregon State 
University, is a new strain of 
seaweed they recently patented.

Dulse is a form of edible sea-
weed that grows wild along the 
Pacific and Atlantic coastlines. 
It’s harvested and commonly 
used by people in dried form as 
a cooking ingredient or nutri-
tional supplement.

But OSU researchers say the 
variety they’ve developed can 
be farmed and eaten fresh, with 
the potential for a new industry 
for Oregon.

Scientists have been trying to 
develop a new strain of the sea-
weed for more than 15 years. 
Their original goal was to cre-
ate a super food for commer-
cially grown abalone, a mollusk 
prized in Asia.

The strain of dulse they came 
up with, which looks like trans-
lucent red lettuce, is a great 
source of minerals, vitamins 
and antioxidants, not to men-
tion protein. The abalone grew 
exceedingly quickly when fed 
the dulse and an abalone opera-
tion in Hawaii is now using the 
seaweed on a commercial scale.

But after a product devel-
opment team at OSU’s Food 
Innovation Center created new 
foods with the dulse, research-
ers began to think humans might 

benefit a lot more than a high-
priced mollusk.

Among the most promising 
foods created were a dulse-
based rice cracker and salad 
dressing. And bacon-tasting 
strips, which are fried like regu-
lar bacon to bring out the flavor.

The research team received 
a grant from the Oregon 
Department of Agriculture to 
explore dulse as a “specialty 
crop” — the first time seaweed 
had made the list, officials said. 
The team brought on a culinary 
research chef to further refine 
recipes and products.

Several Portland-area chefs 
are now testing the sea “vegeta-
ble” in its raw or cooked form. 
And MBA students at OSU are 
preparing a marketing plan for 
a new line of dulse-based spe-
cialty foods and exploring the 
potential for a new aquaculture 
industry.

There are no commercial op-
erations that grow dulse for 
human consumption in the U.S. 
and chefs say fresh, high-quality 
seaweed is hard to come by.

“The dulse grows using a 
water recirculation system,” 
said OSU researcher Chris 
Langdon, who developed the 
strain. “Theoretically, you could 
create an industry in eastern 
Oregon almost as easily as you 
could along the coast with a bit 
of supplementation. You just 
need a modest amount of sea-
water and some sunshine.”

Once there were four success-
ful businessmen, who by a 

strange twist of fate were sitting 
together on a bench in a hospital 
waiting room because their wives 
were having babies. 

A nurse comes over and 
says to the first businessman, 
“Congratulations! Your wife had 
one baby boy.”

 

The man says, “What a coin-
cidence! I’m the president of 
AND1!”

The nurse goes away.
The nurse returns 15 minutes 

later and says to the second busi-
nessman, “Congratulations! Your 
wife had twins!”

The man says, “What a coin-
cidence! I’m the owner of the 
Minnesota Twins!” 

The nurse goes away.
The Nurse returns 10 min-

utes later and says to the third 

businessman, “Congratulations! 
Your wife had triplets!”

The man says, “What a coinci-
dence! I work for Triple Crown!”

The nurse goes away.
The nurse comes back and sees 

the fourth businessman sitting 
alone on the bench, crying. 

She says, “Why are you crying? 
I have GREAT news for you!”

The man replies, “I’m crying 
because I work for Seven-Up, 
and I have a pretty good idea what 
you’re going to tell me!”

© HCC Publishing, www.zondervan.com

“Yes, I’m well aware that our project doesn’t meet 
your building codes. Tell you what… give me a week.”
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The Publisher’s Pen

This morning I had to 
write an email to a 
vendor explaining 

that the sales of his product 
had fallen substantially be-
cause a new product has been 
introduced that offers signifi-
cantly more value to the cus-
tomer, at about ½ the price.  

That long sentence sums 
up the ongoing battle in the 
marketplace. For every inno-
vation there is a winner and 
a loser.  The customer is the 
judge and the marketplace the 
jury.  People vote with their 
purchases.  

As a tool distributor I often 
see two different attitudes 

from manufacturers. One is 
the commitment to continuous 
improvement and the other is 
to sell the same old stuff but 
dress up the marketing a bit. 

There is risk in new product 
introductions. We are excited 
to introduce new products that 
are driven by technical im-
provements, not just market-
ing smoke and mirrors. Good 
management knows that to 
survive, constant, real innova-
tion is required. That is why 
we are happy to work with 
vendor partners who share that 
perspective.

In two weeks we begin ex-
tended field trials of a new 
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product. If the market accepts 
this product it will make a 
substantial portion of our 
existing product offering ob-
solete, which is more than a 
little frightening, but it will 
reduce time, labor and in-
crease quality for our custom-
ers. Visit our booth #26208 
at StonExpo to see how this 
attempt at innovation works 
out.  

If you have thoughts or con-
cerns, please address them to 
me at publisher@slipperyrock-
gazette.net .

Have a good read.
– Rich Hassert

Two Sides of Innovation

AEMA and MIA Join Forces to Create Spanish 
Edition Dimension Stone Design Manual

The Asociación 
de Empresarios 
del Mármol de 

Andalucía (AEMA) and 
the Marble Institute of 
America (MIA) will col-
laborate in the coming 
months to create a Spanish 
translation of MIA’s 
Dimension Stone Design 
Manual, Version 8. The 
translated manual will then 
be made available in Spain 
and other Spanish-speaking 
countries. 

Antonio Martinez, AEMA pres-
ident, stated: “This partnership 
will help AEMA regulate and 
control the quality of products 
from our member companies, 
as well as position the Macael 
brand in the United States.” Dan 
Rea, MIA board president, said: 
“MIA looks forward to partner-
ing with AEMA for this exciting 
new endeavor. Translating the 
Dimension Stone Design Manual 
into Spanish will make it avail-
able to a much wider audience 
and help MIA broaden its inter-
national scope.”

The Dimension Stone Design 
Manual features stone industry 
standards and technical specifi-
cations, as well as general infor-
mation on stone installation, uses, 
and maintenance. It showcases the 
standards and specifications nec-
essary for international companies 
to better understand the United 
States market. The joint copyright 
for the Spanish version will be 
owned by AEMA and MIA. 

This is the second time that 
MIA and AEMA have collabo-
rated. In the fall of 2014, AEMA 
recognized MIA with the presti-
gious “Institution Award” in the 
28th annual Macael Awards for 

its work on industry safety.
The Spanish version of 

the Dimension Stone Design 
Manual is expected to be 
completed and available to 
the public by January 2016.

The Marble Institute of America 
(MIA) has served as the authori-
tative source of information on 
standards of natural stone work-
manship and the use of natu-
ral stone products for 70 years. 
Worldwide membership includes 
over 1,700 natural stone produc-
ers, exporters/importers, distribu-
tors/wholesalers, fabricators, and 
industry suppliers in 55 countries.

For more information, visit 
www.marble-institute..

The AEMA was created in 1977 
to serve the natural stone industry 
in Almería and Spain. Visit www.
marmolesdemacael.com  for more 
information.

From left: AEMA Pres-
ident Antonio Martinez 
meets with former 
MIA President Tony 
Malisani to discuss the 
collaboration.
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After I picked both my jaw and 
myself up off the floor, I told him I 
would call him back after I looked 
over his drawing. 

   I called him back a few minutes 
later.  I had looked over my origi-
nal proposal and the final contract 
signed. I told him I thought the mis-
understanding was that he originally 
asked for an option if they went for 
full height backsplash, which was 
not what they decided to do. The 

Continued from Page 2

Please turn to Page 7

full height would have required its 
own slab, so based on going with 
a tile splash instead, he really only 
needed a single slab. I waited for a 
“wow, that’s great,” or “thank you!” 
or something. 

Instead, what I surprisingly re-
ceived was another (nice) explanation 
going into detail that based on his job 
and his understanding of math, the 
correct count should be two slabs. 
One slab would simply not allow us 
to fit his countertops.  He continued 
to explain that obviously I did not un-
derstand the process involved and had 

underestimated the material required. 
To be honest, I was starting to get 

seriously irritated. Skip the fact cus-
tomers were walking in, and waiting 
for service. I was having a disagree-
ment with someone who had hired me 
for my expertise and was now telling 
me I didn’t know how to do my job!! 
I bit the inside of my cheeks as I tried 

to be polite and not come across as 
snarky.  

“Jeff,” I explained, “You don’t 
have a very big kitchen. It will be 
close, but we can keep everything on 
one slab unless you are trying to add 
another piece.” (Personally, I would 
have been thrilled if someone ever 
told me a major remodeling project 
was going to cost me less then I orig-
inally anticipated!)

But he wasn’t giving in that eas-
ily. He once again explained why I 
was still wrong He would be happy 
to walk me through his calculations 

so I would understand the process 
of how to correctly estimate stone 
usage! Seriously, I wanted to reach 
through the phone and grab him by 
the hair! But…. I am a professional, I 
reminded myself! 

“Look, Jeff,” I said. “You aren’t 
doing a full height backsplash, which 
would have consumed one entire slab 
of material by itself. You just don’t 
have that large a kitchen and I need 
you to trust me when I say one slab 
really is all you need.”

To my amazement he continued 
to (very nicely) argue with me. I 
honestly could not believe it! In ret-
rospect, I should have washed my 
hands of the whole job on the spot, 
but it sort of throws you off your 
game having someone argue with you 
really politely!

“Look,” I said.  “I do this every 
day. How many businesses do you 
think would tell you that you need 
less material – which will cost you 
less money than what you originally 
planned?” There was a pause. 

“Wouldn’t you expect more places 
to try and charge you more money 
for material at a higher cost, than less 
material to, save you money?” 

Aha, I thought. The lightbulb is  
flashing over Jeff’s head!

I waited for him to sound pleased 
or appreciative. No such luck!  By 
now I had several customers stand-
ing around listening to my side of the 
conversation. 

I seriously could not believe he 
wouldn’t give up. He wasn’t mean 
about it, he just reminded me of a 
teacher informing a student over and 
over why they had gone through all 
the work and still come up with the 
wrong answer. I was getting tired of 
this and enough was enough already.

“OK,” I said starting to seriously 
get ticked off. “I’m not going to argue 
with you. You need only one slab of 
material. If you want to buy two slabs 
you are welcome to. But you DON’T 
need two! You hired me because this 
is ALL I do. And you hired me be-
cause I have really good reviews that 
indicate I take really good care of my 
customers. Therefore, you are just 
going to have to believe me when I 
say I know my business and my job 
- and we ONLY need one slab!” (I 
think this last bit might have been 
spoken through clenched teeth!)

I didn’t give him a chance to inter-
rupt. “I will make you a deal. If you 
need more material than I estimated 
I will pay for the additional slab. No 
questions, no arguing. Fair?” 

Honestly, I just wanted off the 
phone at this point.

Dr. Jekyll & Mr. Hyde

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 

Patent Pending

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

P atience is not the 
ability to wait, but 

the ability to keep a good 
attitude while waiting.

#1 Seller! 

Most Popular

Sink Support

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Hercules Sink Harness
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“When you’re 
in jail, a 

good friend will be 
trying to bail you 
out… A best friend 

will be in the cell next to you say-
ing, ‘D@#*, that was fun!’ ”

“OK,” he said. “Are 
you sure?”

“Yes, absolutely sure, 
and I will talk with you 
later!” 

Click! That had to be 
one of the most surreal 
conversations I had ever 
had. It isn’t everyday that 
someone calmly explains 
why, as a business owner, 
you have no idea what 
you’re talking about!

As it turned out, that 
conversation was actually 
the easy part of the job! 
There was his (unneces-
sary) layout, which un-
fortunately complicated 
matters when he pulled 
out his phone and inform-
ing me the serial and lot 

numbers on the slab did 
not match the slab he had 
chosen! (They actually did, 
but he was looking at the 
wrong set of numbers! (I 
hope you never have to deal 
with someone this stubborn 
and arrogant!)

…
I would like to say I had 

a great deal of satisfaction 
when (behold!) his tem-
plates fit on only one slab 
of stone. 

But sadly, no. After argu-
ing with us about the sink 
set back and insisting we 
should be able to fit this 
huge sink in a small 45 de-
gree angle, I had had it. I 
told him he needed to take 
his sink with him, talk to 
his contractor about cutting 
the cabinetry so the sink 
could fit, and to call me 

when they had it resolved. 
Just to be extra nice, I told 
him his fabrication time 
would not start until the 
sink issue was resolved, 
and my husband came by 
to give it his blessing.

This job is currently 
going through fabrication. 
The thought of the mi-
cro-managed installation 
nightmare we’re facing 
on this kitchen gives me a 
serious stomach ache. Jeff 
and I are going to have a 
serious heart-to-heart chat 
before my guys put one 
foot into this kitchen!!

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

Continued from Page 6

Dr. Jekyll & Mr. Hyde

Stone Mart Opens Cincinnati Location

Columbus, Ohio-based 
Stone Mart is ex-
panding. The com-

pany has already grown to 
three locations, with its  new-
est showroom in Cincinnati, 
Ohio. The grand opening of 
the 19,800-square-foot facil-
ity was in July.

Stone Mart also has two 
other locations. They are 
in Columbus, Ohio, and in 
Rochester, NY.  A fourth lo-
cation will open soon.

One of the company’s 
strengths is its inventory. In 
2011, it offered 350 choices 
of natural stone. Now it of-
fers more than 400. There 
are almost 50 choices of 
engineered stone and porce-
lain, too.

Natural stone is a specialty. 
Customers can choose from 
granite, marble, quartzite, 
and soapstone. There are 
more than 200 colors and 
textures. It is sourced from 
all over the world. Granite, 
which is company’s most 
popular offering, mainly 
comes from India, Italy, and 
Brazil. “We have our own 
inspectors,” said owner Yash 
Lunkad. “The stone is in-
spected before it is shipped.” 
Granite selections vary from 

Stone Mart’s new warehouse and showroom in  
Cincinnati, OH features large selection of  imported 
granite, marble,  quartzite, soapstone, quartz and por-
celain products for area fabricators and their clients.

Absolute Black Honed to 
Blue Bahia. Marble ranges 
from Black Fossil to White 
Dunes. The most popular va-
riety of marble sold by Stone 
Mart is White Carrara from 
Italy.

Quartzite is generally 
scratch- and stain-resistant. 
It is a natural metamorphic 
stone. It is formed under 
great heat and pressure. It is 
an alternative to granite for 
countertops. “It can be put in 
every application that gran-
ite can,” he said. “It can defi-
nitely take a lot more abuse 
than marble can.”

It is also used for accent-
ing, bar tops, and wall clad-
ding. In 2011, Stone Mart 

launched a signature series 
of quartzite. “It has very 
specific applications, and 
it’s on the higher end of the 
market,” Lunkad said.

The original Stone Mart 
facility in Columbus has 
doubled in size. It expanded 
from 20,000 to 42,000 
square feet in 2014.  “This 
is the best showroom in 
Central Ohio with displays 
of kitchens, showers, fire-
places, fire pits, bars, coffee 
stations, anything which 
might need a surface,” he 
said. “It give a vast variety 
of ideas to customers on 
how they can remodel their 
dream kitchen, basement, 
etc.”

Lunkad said that Stone 
Market works hard to keep 
up with the market. “It is ex-
tremely dynamic these days. 
Things change. Technology, 
if you look at what is new 
today, might be completely 
outdated within the next two 
years.”

Stone Mart does not cut 
or install granite. The com-
pany partners with with fab-
ricators and contractors. It 
strives to provide the best 
quality products. Customer 
satisfaction is key. 

Staff can help customers 
design the perfect kitchen. 
Once a design is picked, the 
next step is hiring a contrac-
tor. Several area fabrica-
tors work with Stone Mart, 
Then, staff at Stone Mart 
will help them pick the best 
stone to suit their needs.  

Being based in Columbus 
gives Stone Mart a strategic 

advantage. It is within 250 
miles of larger urban areas.

More change is coming. 
Stone Mart is addressing 
customer demand. It is 
adding a satellite facility in 
Columbus. It will be on the 
east side of the city. This 
will accommodate develop-
ment. “That is what we are 
working toward,” he said.

Stone Mart belongs to 
several industry asso-
ciations. It is a member 
of American Society for 
Interior Designers, Marble 
Institute of America, Brick 
Industry Association, and 
the National Association of 
the Remodeling Industry. It 

has a social media account 
on Houzz. 

The market for stone in 
central Ohio is booming. 
“We know all local build-
ers but do not supply to 
them directly, it’s through 
fabricators. Remodeling 
continues to remain our 
primary focus. Our focus 
is residential. We are 80/20 
percent between residential 
and commercial.”

Marketing is mostly word 
of mouth rather than adver-
tising. Stone Mart is sensi-
tive to customer needs, and 
pays attentions to market 
demand. 

– Groucho Marx

Joel Davis
Special Contributor
Photos courtesy Stone Mart
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Image Matters

If superior customer ser-
vice is your draw then ev-
eryone on your team has 
to be on the same page. 

If your receptionist has a 
sick child or your plumber 
has a headache and fails to 
give top notch customer 
service just one time, you 
need to be able to make 
that right. (A cutting 
board or a can of cleaner 
can go a long way towards 
re-establishing good will). 
You can’t let something 
small and simple sit and 
fester because then it be-
comes something large 
and complicated.

Admittedly, this all 
sounds like a lot of work 

and you aren’t going to 
be able to make every-
body happy all the time. 
But, you need to live up 
to your reputation. You 
went through a lot of time, 
effort and trouble to cre-
ate it. Keep it and maybe 
you’ll be around in 50 
years like the Mustang. 

Sharon Koehler is a 10-
year veteran of the stone 
industry,  and currently 
head of marketing for 
Artistic Stone Design in 
Richmond, VA. She has 
been a regular contributor 
to various trade magazines 
for several years. Send 
your thoughts or comments 
on this article to sharon@
artisticstonerichmond.com .

Continued from page 2

ANAlbuquerque, New 
Mexico, woman 

says she took the law into her 
own hands to find her late 
husband’s stolen truck and 
even helped capture the al-
leged truck thief.

KOAT-TV reports Ana 
Dean boxed in the ac-
cused car thief after driving 
around Albuquerque with 
her grandchildren in search 
of the stolen Ford F-150.

According to Dean, she 
loaded up her grandchil-
dren, prayed that her hus-
band’s spirit would lead 
them to the truck and even-
tually found it in a parking 
lot.

Dean says after she en-
tered the key code into the 
truck’s electronic lock, she 
used her own car to block 
the entrance to the parking 
lot and called 911.

Police arrived and ar-
rested 25-year-old Jasen 
Mulvaney on a stolen vehi-
cle charge.

Don’t mess with Granny!

Source: KOAT-TV,  
www.thenewmexicochan-
nel.com/index.html

Albuquerque 
Woman Tracks 
Down Late 
Husband’s 
Stolen Truck

Reports of a mountain 
lion or someone’s es-

caped pet lion roaming a 
Milwaukee neighborhood 
has police and others on the 
lookout.

Milwaukee police say 
a woman reported seeing 
a “lion” one Monday af-
ternoon in her north side 
neighborhood. Police Chief 
Edward Flynn says his of-
ficers were given cellphone 
video of an animal that 
appeared to be a “lion-like 
creature.”

Wanted: 
Cougar in 
Milwaukee

Off i ce r s  checked 
the neighborhood, but 
didn’t find anything. The 
Wisconsin Department 
of Natural Resources was 
notified and dispatched an 
employee to check it out. 
Flynn says it was “theo-
retically possible” a wild 
cat had made its way south 
from northern Wisconsin.

Since the first call, police 
have received about two 
dozen lion reports. Officers 
investigated each call and 
so far have found no lion.

The initial report of a 
lion sighting lit up social 
media with its own hashtag 
#mkelion.

In related news, A man 
who thought he spot-
ted a lion wandering on 

Milwaukee’s north side has 
shot and injured a large pit 
bull.

Police say the dog, which 
was shot by a trigger-happy 
citizen one night, is being 
cared for at the Milwaukee 
Area Domestic Animal 
Control Commission.

The organization’s direc-
tor, Karen Sparapani, com-
mented that people might 
be “amped up or afraid” 
by the reports of lion sight-
ings. The pit bull suffered a 
gunshot wound to the right 
front leg and is recovering. 
The shooter has not been 
named.

Source: WITI-TV,  
www.fox6now.com

I would rather have my own 
ignorance than another 

man’s knowledge, because I 
have so much more of it.”
– Mark Twain –

Tailgating Without 
Worries

Each year Americans 
look forward to the 

time-honored tradition 
of tailgating at sporting 
events, especially football. 
During these pre-game 
festivities, usually in the 
stadium parking lot, there 
is always an abundance of 
food from burgers and po-
tato salad to sandwiches 
and desserts. Food poison-
ing can be a game changer 
if proper food handling 
practices aren’t followed, 
however. Here are some 
tips to keep in mind when 
tailgating.

Avoid False Starts
Bringing a meat ther-

mometer to the game will 
help you avoid taking food 
off the grill too soon and 
serving it undercooked to 
your fellow fans. You can’t 
rely on your eyes alone, so 
use an NSF-certified food 
thermometer to make sure 
foods are cooked to the 
proper minimum internal 
temperature:
• Whole or ground poultry 
— 165º F
• Ground meats (other than 
poultry) — 160º F

• Fresh fin fish — 145º F
• Fresh whole (not ground) 
pork, beef, veal — 145º F 
with a three-minute rest 
time.

Put Your Marinade 
on the Sidelines

When preparing for the 
big day, keep your mari-
nade in bounds. If you need 
some for basting, do not 
use marinade that has come 
into contact with raw meat. 
Instead, set aside a small 
amount of prepared mari-
nade in a separate dish and 
bring it to the game.

Play Defense
Take defensive measures 

to protect you and your fel-
low fans against germs by:

• Bringing wet wipes 
and hand sanitizer to the 
game. Make sure you san-
itize your hands frequently, 

especially after putting raw 
meat on the grill and before 
eating.

• Bringing two sets of 
utensils and dishes if grill-
ing raw meat — one for use 
with raw foods, the other 
for cooked foods.

• Having a plastic bag 
handy to store dirty uten-
sils or dishes that have 
touched raw meats to pre-
vent spreading germs in a 
cooler or in your car after 
the pre-game meal.

Prepare for Kickoff
Cooking outdoors makes 

it challenging to avoid 
cross-contamination.

Please turn to Page 12
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http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,10255/
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Omni Cubed products
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http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,8455,9958/


10 |  sepTemBer 2015 slIppery rock GazeTTe

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 adhesive 
caulk or silicone. It is made to accommodate virtually any dishwash-
er on the market and may be installed prior to or after countertop 
installation.

More than 665,638  sold!

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10476/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10476/
http://www.braxton-bragg.com/
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Continued from Page 3

for real. We’re sponsoring a fe-
male mud wrestling contest next 
Saturday at the Dead Rat Tavern,” 
he announced. “First prize will be 
a thousand dollars.”

Camilla Clotfelter, who ev-
eryone in the county suspects of 
being a witch, popped her head 
into Penny Haig’s office next 
to the Varmint County High 
gymnasium.

“Penny, you need to sign up 
for that mud wrestling contest,” 
Camilla insisted.

“You know I can’t do that. It 
wouldn’t be fitting for the basket-
ball coach to get involved in such 
a sleazy business. Besides, you 
know I’m a teetotaler!

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 a thing of the past!
          – Thanks!   
        Stephen Waldeck  

Varmint County

Please turn to page 13

The trouble with 
having an open 
mind, of course, 

is that people will insist 
on coming along and 
trying to put things in it.  

 – Sir Terry Pratchett –

“Boys, I know the name is a 
bit misleading but it’s meant as 
a joke,” Barney told the crowd. 
“Plus, I wanted to get y’all up 
here one time so I can point out 
the advantages of doing your 
drinkin’ on top of the moun-
tain. The Sheriff’s deputies ain’t 
gonna waste their time driving 
all the way to the top of this here 
mountain lookin’ fer drunk driv-
ers. They’d rather hang out down 
around the interstate and the Dead 
Rat Tavern.

“Now, if y’all want to step 
outside and smoke some of that 
wacky weed, I’ll just look the 
other way. Ain’t nobody up here 
on the mountain to complain, and 
I charge a quarter less for beer 
than old Corky Haig does. This is 
gonna be one jumping joint in a 
week or two,” Barney predicted.

Sure enough, by the time the 
poker pals returned from their 
Bahamas fishing misadventure, 
the Rocky Topless Lounge was 
the talk of Varmint County.

Sheriff Hiram Potts sent dep-
uties up to the Rocky Topless 
Lounge a couple of times in the 
first week, to make sure there 
were in fact, no topless females 
dancing on the bar. He quickly 
did the math on the wear and 
tear caused by the rough road to 
his aging fleet of patrol cars and 
proclaimed the Rocky Topless 
Lounge to be officially no man’s 
land.

“First, if anybody gets stabbed 
or shot up there, they’ll bleed out 
long before an ambulance can get 
there. Second, we don’t have to 
worry about some drunk driver 
leaving the bar and hitting some 
innocent motorists. They’ll weave 
off the side of the mountain long 
before they get to a public road,” 
Hiram told Judge Hard Time 
Harwell. “Anybody who chooses 
to do their carousing up there is 
on their own.” 

Little Poison Haig was one per-
son who was not amused by the 
opening of the Rocky Topless 
Lounge. Business at his tavern 
dropped by half the first week 
after his rival opened. The Dead 
Rat dropped its beer prices; 
Barney Hockmeyer dropped his 
prices even more. 

Little Poison announced spe-
cial “all you can drink free” 
with a cover charge at Friday 
Happy Hour. Barney Hockmeyer 

announced “all you can drink 
free” without a cover charge at 
his Friday Happy Hour.

“Son, how can you just give 
beer away free for an hour and 
still turn a profit?” Caleb asked 
his enterprising son.

“Simple, Pop. After Happy 
Hour ends, we charge double for 
beer. By then the customers are all 
so lit up they don’t even notice.”

Finally, Corky Haig turned 
to desperate measures. “Old 
Barney has a topless lounge, but 
I’m gonna give ’em topless gals 

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9912/
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The Stone Detective
“There are some very nice 

veins in the samples but none in 
my floor tiles.” I peered at the 
samples and then at the floor and 
immediately spotted the problem. 

“I see,” I told her. I asked her 
how she knew this was Italian 
marble. She just rolled her eyes, 
said “Come with me,” and led 
me to the basement. Stacked in 
the basement were the crates the 
stone came in and, Golly Gee! – 
they were marked Imported from 
Italy.  

I looked at her and said, 
“Ma’am, the marble you have 
is not from Italy, but is a Greek 
marble called Thassos white.” 
She looked at me as if I were nuts. 

“Can’t you read?” she said 
rudely, as she stabbed a finger at 
the crates.

I explained to her that many 
European countries routinely 
send their stone blocks to Italy 
for fabrication, and that cut stone 
was then commonly shipped from 
Italy to the US. So, in this case, 
since the stone was shipped from 
Italy, it was considered an Italian 

import.  Thus, the crate label…
This reminded me of the time 

I had friends over who had just 
come back from a trip to France. 
They bought a bottle of imported 
wine while they were in Paris, 
and gave it to me as a gift. When I 
looked at the bottle (in very small 
print), it was a chardonnay from 
Napa Valley. (LOL!)  Anyway, it 
took a lot of patience to explain, 
but she finally got it. 

Now the next question: why 
she didn’t get her Italian marble, 
since the samples were clearly 
White Carrara from Italy? I 
guess that will all come out in 
the lawsuit. To a less-picky cus-
tomer, maybe any white marble 
would be as good as another. But 
they didn’t reckon with “Ms. 
Going to Sue You.” And that’s 
a story for another time.

You gotta love this business, 
or it’ll drive you crazy. Another 
case solved… sort of.

The Stone Detective is a fic-
tional character created by 
Fred Hueston, written to be 

Continued from page 2

entertaining and educational. 
Dr. Fred often writes about real 
situations that he’s encountered 
in over 40 years in the industry. 
He has written over 33 books on 
stone and tile installations, fabri-
cation and restoration and also 
serves as an expert for many legal 
cases across the world. You can 
send any email comments to him 
at fhueston@stoneforensics.com.

Pure Thassos White Greek mar-
ble has little to no veining. 
(Quarry Photo Courtesy Eurostone)

Classic Italian Carrara marble: 
note the distinct, dark veining.

Tailgating Without Worries

and create a neutral area to dispose 
of garbage, empty cans or bottles, 
and unwanted leftovers. Keep 
your tailgating area neat and avoid 
placing glass bottles on the ground 
where they could be tripped on or 
broken. When game time is over, 
throw out your garbage on your 
way out of the stadium if possi-
ble rather than leaving it in your 
car where bacteria can grow and 
spread to other surfaces in your car.

Tailgating is a fun way to cele-
brate before watching your favor-
ite team play, but can be ruined if 
you don’t follow the rules of food 
safety. By following these food 
safety tips, tailgaters will help keep 
food poisoning at bay and make the 
pre-game experience a safe one.

 

Continued from Page 8
Prepare for the big day by pack-

ing three coolers: one for your raw 
meats, another with your pre-made 
foods (e.g. potato salad, vegeta-
bles) and a third for your bever-
ages. Pack the food at the bottom 
of the cooler and the ice on top to 
better insulate the food and keep 
it at a safe temperature of 40° F. 
As partygoers often open coolers 
to get drinks, pack beverages in a 
separate cooler to avoid frequent 
opening of the coolers containing 
perishable foods.

Don’t Let Food 
Go Into Overtime

While it’s tempting to display 
your game day food spread, it 
should not be left out for more 
than two hours (or one hour on 
days over 90° F) to avoid bacterial 
growth. Keep perishable foods in 
coolers to help keep them at safe 
temperatures as long as you can, 
and don’t take them out until right 
before it’s time to eat.

Create a Neutral Zone
Come prepared with trash bags 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Groves products
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I haven’t seen the inside 
of a bar since college,” 
Penny replied. “Why would 
you even suggest that?”

“Well, I thought you 
might want to be there to 
keep your baby sister from 
getting herself killed,” 
Camilla said matter-of-
factly. An hour later, Penny 
cornered her sister Chloe at 
Granny Haig’s cabin.

“You know that’s just 
a cheap sexual thing that 
Uncle Corky is putting on 
to compete with that bar 
up on the mountain. It’s 
beneath you, Chloe, and 
besides, you don’t need the 
money.”

“Wrong, sis. Grandpa 
helps me out with whatever 
college expenses my bas-
ketball scholarship won’t 
cover, but he put his foot 
down when I told him I 
wanted a car of my own. 
He told me he wouldn’t 
buy me one and I’d have to 
work to come up with the 

money myself.
“I can manage a part-time 

job but I need a down pay-
ment. He just says I don’t 
need a car ’til I get out of 
school and go to work,” 
Chloe whined. “Grandpa 
doesn’t understand a gal 
needs to be self-reliant. 
This ain’t the 1940s!” 

“Chloe, there are going to 
be some big, rough women 
in that competition, all 
wanting that thousand dol-
lar prize. How do you ex-
pect to compete?”

“You forget I wrestled in 
college as well as playing 
basketball. I’m no push-
over, sis.”

“Yeah, I also remember 
all those fights you got 
into in high school. Got 
thrown out of… how many 
games? Was it twenty-two 
or twenty-three?”

“Twenty-five, counting 
the regional play-offs. But 
we’re not talking about 
street brawling. This is a 
wrestling match with a ref-
eree in a ring… of sorts.”

“Yeah. And the “ring’ is 

simply a pit filled with mud 
in the backyard of the Dead 
Rat Tavern. That creepy old 
lawyer Philbert McSwine, 
who used to wrestle in high 
school, will be the referee 
– and the crowd will be 
mostly drunk men hoping 
to see the women tear each 
other’s clothes off,”

Penny sighed. “And you, 
dear sister, are only a little 
over five feet, two inches 
and barely a 110 pounds. 
They’ll eat you alive.”

“Hey – I’m five-three and 
126 pounds! I grew a whole 
inch since high school and 
I’ve been working out with 
weights. Forget it, Penny, 
I’m going to win that thou-
sand bucks.”

…To be continued next 
month! Will little Chloe 
win? Will she survive? Will 
the Rocky Topless Lounge 
put the Dead Rat out of 
business or will the tavern 
wars reignite the ancient 
Haig-Hockmeyer feud and 
result in bloodshed?                

Continued from Page 11

Varmint County

Most people know that 
computers aren’t 

magical devices. Here’s 
what Hollywood would 
like you to believe about 
computers from the way 
they’re depicted in the 
wonderful world of mo-
tion pictures:

• The hero always finds 
the important e-mail 
right away – it’s always at 

Computers in the 
Movies Are Truly 
Unbelievable

the top of the inbox, and 
no one ever has to wade 
through spam.

• Anyone can infect a 
computer with a crippling 
virus simply by entering 
the words DOWNLOAD 
VIRUS on a keyboard.

• Good guys and bad guys 
alike can infiltrate any 
computer in the world. 
Even when it’s turned off.

• A movie hacker can 
guess any password in two 
or three attempts. Hackers 

can also instinctively use 
any computer they find, 
no matter how specialized, 
advanced, or alien 

• Every laptop in the 
world has real-time video 
phone capabilities and the 
performance of a Cray 
supercomputer.

• Destroying the moni-
tor will prevent the entire 
computer from function-
ing, and copying massive 
amounts of data to a USB 
drive can be accomplished 
in ten seconds or less.

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

Shop www.braxton-bragg.com for the Sinkmate Chopper Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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“I thought all 8-step wet polishing pads were the same …
“Phooey! These amazing Vipers had the job done by step 6”

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

But you must act now. Please call 

800-575-4401

Set of 8

3˝ pads

4˝ pads

5˝ pads

MSRP

$142.95

$182.95

$238.95

Our Price

$94.95

$118.95

$158.95

Try them risk-free for 30 days!

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8442,8464,7447/
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“Duct tape is like the 
Force. It has a light 

side, a dark side, and it holds 
the universe together.”

–Carl Zwanzig –

Available at

Order Item  
1266

$10.45

Call Toll-Free to Order 

800-575- 4401

Available at

Ciphering Made Simple

Schools are back in 
session all over the 
country. And, as 

usual, education leaders 
are worried sick because 
our students can’t keep 
pace with kids from other 
countries in the study of 
mathematics.

Pfft! Don’t worry, I say.
American students 

still lead in important 
categories like football, 

basketball, cheerleading, 
prom, and the senior play. 
So what if they can’t add 
two plus two and come up 
with five? (Or is it seven? 
Wait, three! Geez, that 
question always stumps 
me.)

You want to know why 
American students can’t 
get the hang of add-sub-
tract-multiply-divide? 
It’s because teachers 
stick with the same-old, 
same-old: “If Johnny has 
two apples and someone 
gives him four more, how 
many apples does Johnny 
have?”

Borrr-ing! (Besides, 
the teacher didn’t realize 
Johnny has an apple al-
lergy and had to be rushed 
to the hospital. Now she’s 

 Sam Venable  
Department of Irony

worried about losing her 
job and being sued.)

Educators need to spice 
up their approach. Get 
with the times. Make their 
examples relevant. If I 
were in charge of math 
tests, I’d use something 
like this:

First question: 
Using his father’s credit 

card, Seth buys five tick-
ets to a Justin Bieber 
concert at the face price 
of $150 each. He keeps 
two—one for himself 
and one for Ruth Anne 
Quigglewart, who is hot-
ter than a depot stove and 
would do anything to see 
Justin Bieber live. Seth 
scalps the other three 
tickets—one for $175 to 
Junior Romines, one for 
$200 to LeRoy Bushberry, 
and one for $215 to Bruno 
Jawsmashki.

Calculate the percent-
age of markup for each of 
the scalped tickets. In ad-
dition, determine Seth’s 
profit, less the $100 doc-
tor bill he rung up after 
LeRoy and Bruno realized 
what a bargain Junior got 

and stomped Seth’s guts 
in the parking lot. Also, 
how many days after his 
Visa statement arrived 
did Seth’s father realize 
those tickets were on his 
account?

Second question: Steve 
leaves home at 7:26 a.m. 
and walks three-tenths 
of a mile to the bus stop, 
with an average stride of 
two feet, seven inches, 
into a wind of six mph. 
Bill leaves home at 7:32 
a.m. and walks two-tenths 
of a mile to the bus stop 
with an average stride of 
two feet, five inches, with 
a five mph wind at his 
back.

Determine the num-
ber of Red Bulls and 
Blueberry Pop Tarts each 
had to consume during 
breakfast to supply the 
calories needed to fuel his 
respective journey.

Third question
 The back window on 

the second floor of the 
school library is twen-
ty-six feet off the ground. 
The principal’s new con-
vertible is parked six 
feet, four inches from the 
building. The bottom limb 
of a Bradford pear grow-
ing ten feet, eight inches 
from the right front fender 
of the car covers fourteen 
percent of the surface area 
of the vehicle.

Calculate the saliva 
pressure (in pounds per 
square inch), plus angle 
of arc, required to propel 
the juice from a half-pinch 
of Skoal toward a direct 
hit on a point triangulated 
by the antenna, steering 
wheel, and left rear stereo 
speaker.

Fourth question:
Madelyn, Stephanie, 

Caitlin, Heather, and 
Brittany each go to differ-
ent stores to buy a dress 
for the big dance. Each 
has a budget of $350, but 

the actual amount spent 
decreases by 7.3 percent 
per student, respectively, 
starting with Stephanie.

Determine the odds that 
each will show up at the 
dance wearing exactly the 
same outfit. Extra credit: 
What is the diameter of 
the gonzo zit that will 
erupt on Brittany’s nose 
the morning of the dance?

Fifth question
The school’s grounds-

keeper applies 10-10-
10 fertilizer at a rate of 
.002-ounces per square 

yard across the surface of 
the football field, both end 
zones, plus a border 15 
feet wide on either side of 
the field in the red zone. 
Each stem of grass pro-
duced by this effort grows 
at an average rate of .039 
inch per day during the 
first month of the season.

How deep a crater will 
be formed when the goal-
posts come crashing down 
after the home team is 
shellacked, 45-0, by the 
homecoming patsy?

…

Trust me, teachers. Give 
your students a few doses 
of this kind of math, and 
they’ll all be Phi Beta 
Kappas.

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

After Days of 
Pain, Woman 
Finds She was 
Hit with Bullet

A Florida woman says 
she was shot in the leg 

while sitting at a café on 
Independence Day, but she 
didn’t realize it until doc-
tors found the bullet five 
days later.

Ms. Heather Charlebois 
told The Daytona Beach 
News-Journal that after 
days of pain from what 
she initially thought was 
a firecracker, she went to 
the hospital. Doctors told 
her they found a .38-caliber 
bullet lodged in her leg.

Charlebois says she was 
on the patio of Cafe Da 
Vinci in DeLand, FL on 
Saturday night, July 4, 
when she felt a pain in her 

leg. She checked it out in 
the bathroom, but there was 
little blood.

Police say there were no 
reports of gunfire but be-
lieve the bullet might have 
been fired into the air from 
some distance away.

Source: Daytona Beach 
(Florida.) News-Journal, 
www.news-journalonline.
com

Shop www.braxton-bragg.com for Nelson Shims Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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BELT SANDER: An 
electric sanding tool 
commonly used to con-
vert minor touch-up jobs 
into major refinishing 
jobs.

HACKSAW: One of a 
family of cutting tools 
built on the Ouija board 
principle… It transforms 
human energy into a 
crooked, unpredictable 
motion, and the more 
you attempt to influ-
ence its course, the more 
dismal your future be-
comes.

BAND SAW: A large 
stationary power saw 
primarily used by most 
shops to cut expensive 
materials\ into smaller 
pieces that more easily 
fit into the trash can af-
ter you cut on the inside 
of the line instead of the 
outside edge.

Shop Machines 
Defined

Using Mobile Content 
Marketing to Attract 
New Customers

IF you haven’t heard 
by now, some of the 

best Internet marketing 
you can do is through the 
content on your website. 
You can show your slab 
and material selection, but 
you can also provide some 
good care tips for your 
homeowner customers.
post current style trends 
and links from Houzz, and 
other valuable sources of 
customer information on 
stone, including MIA vid-
eos about natural stone 
(a great member benefit). 
You can become a source 
for current customers and 
potential customers, 

 
Mobile content marketing 

should be one more plat-
form in your overall content 
marketing strategy–another 
way to market your content 
to your clients as well as a 
way to attract new clients 
who are too busy to sit 
down at a computer to look 
at your website.

In your ongoing effort to 
build a relationship with 
your potential clients and 
customers, mobile content 
marketing is becoming an 
essential part of that mix. 

The number of consum-
ers using mobile phones 
and other devices to access 
online content is growing 
by leaps and bounds, and 
by some reports even out-
growing personal computer 
adoption. Mobile content 
marketing cannot be ig-
nored by the savvy Internet 
marketer who wants to re-
main relevant.

Mobile access to the net 
has increased social net-
work use by over millions 
and is expected to continue 
to climb. 

How do I take 
advantage of mobile 

technology?
You start by offering your 

current clients the ability to 
read, watch and listen to 
your content via the mobile 

device that most of your 
current readers use, or code 
the site to detect what de-
vice is reading. Then you 
make it easy for your cur-
rent clients to pass on the 
information via texts.

The “Queen of the 
Internet” Mary Meeker 
stated in her “State of the 
Internet Report” that “The 
rapid ramp of mobile inter-
net usage will be a boon to 
consumers, and some com-
panies will likely win big 
(potentially very big), while 
many will wonder what just 
happened.” Don’t be one 
of those who just wonders 
what just happened!

But what exactly is mo-
bile marketing content?

Mobile Marketing 
Trends and How 

They’ll Affect Your 
Business

There’s no doubt that 
Mobile Marketing is here 
to stay. But just as with 
any new technology that 
comes down the pike, there 
is going to be a learning 
curve that goes along with 
it. This is no more true than 
when it comes to creating 
a Mobile Marketing cam-
paign or a series of these 
campaigns if you’re really 
feeling ambitious. 

“I had actually run a busi-
ness in another industry for 
30 years. It was the fluid 
power industry in upstate 
New York. I also managed 
a number of different busi-
nesses for investors, but after 
30 years I’d had enough travel 
and decided I wanted to do 
something else. So we found 
this little stone business in 
Tampa, Florida and bought 
it. It had a leased space, good 
location and three key people 
that wanted to stay with us. 
To be honest, if it wasn’t for 
them, we wouldn’t be here.” 

AGS Stone’s facility is 
11,000 square feet total and 
staffed with 14 dedicated em-
ployees. Customers are met 
by one of three sales people 
to discuss their countertop 
needs and there are also two 
on-staff designers to help 
customers with their cabinet 
requirements. Main shop fab-
rication equipment includes 

AGS Stone Targets Tampa Bay’s Upscale 
Remodelers to Build a Strong Market Presence

Continued from page 1 Below: Long-time AGS fabricator Eduardo fine-tunes 
an edge with a Makita grinder before wet-polishing. 
He has been with the Rogers from the beginning.

a Park Industries bridge saw 
and multiple hand routers, 
served by a purpose-built 
water recycling system.

Everything is hand fabri-
cated. Templates are made 
the old-fashioned way, and 
the Rogers find this to be a 
plus for custom layout. “With 
any material that has a lot of 
movement to it, we invite 
the customer here to meet 
with our stone cutter, so they 

feel comfortable with the 
design and what they’re get-
ting. That’s very important,” 
said Gary. Producing vein-
matched seams and cascades 
that flow from the backsplash 
top to the counter bottom is 
the norm for many of their 
upscale jobs.

A Thriving Present 
Tampa Bay can be a cut-

throat market, according to 

Gary.  The Rogers realized 
early on that the shop’s sur-
vival depended on a diversi-
fied offering. They decided 
to concentrate on complete 
kitchen and bath solutions 
in the residential remodeling 
niche.

“We expanded into cab-
inetry with sister company 
Tampa Bay Kitchen & Bath. 
The key to all this, of course, 
was the people that part-
nered-up with us to make this 
all possible. We also brought 
in some good designers and 
a project manager. Now the 
idea is that when a customer 
comes in to see us, we help 
them with their project from 
start to finish. 

“It’s one-stop shopping 
for them. We can walk 
them through the options. 
Residential remodeling is a 
tough place to be because 
it’s always different, and 
customer expectations are a 
challenge to meet. You re-
ally have to be good at what 
you’re doing.” 

Please turn to Page 36

Please turn to Page 19

RICKTAUCEDA.COM

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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 Item # Description MSRP OUR Price 

 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...

Shop www.braxton-brasgg.com for Akemi Akepox Epoxy adhesives Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Above: An example where the existing conditions 
can create some complexity in the job: here, marble 
flooring butts directly up to wood paneling.

Investment in equipment like this planetary machine 
will improve your lippage removal capability, and 
allow you to bid more complex and specialized jobs.

Please turn to page 20

Stone Restoration and 
Maintenance Corner
Operational Costs & Bidding

Bob Murrell 
Special Contributor

Photos provided by Bob Murrell

Warning! This article 
contains some simple math. 
Beware!

I have been been asked 
thousands of times in 
my career what should 

contractors charge and 
how much does it cost to 
operate? These questions 
and more are dependent on 
many variables, of course.

What are the labor rates 
in your area? What is the 
surface being worked on? 
How big is it? How many 
steps are you doing? How 
cut up is it? Does it have 
lippage? What does the 
customer want? Is the cus-
tomer a preferred repeat 
customer? There are many 
questions that need to be 
answered in order to know 
costs and submit bids.  

I will in no way presume 
to tell you what to charge or 
what all of your operating 
expenses might be. I can 
tell you what customers 
from all over the country 
tell me and what the basic 
costs of products that I am 
involved with are. I will 
most always give you my 
opinion, even though we 
all know what opinions are 
like. In any event, feel free 
to make my opinion yours. 
No charge.  

Product costs are one of 
the smaller parts of oper-
ations as compared with 
labor, overhead (building 
and equipment) and insur-
ance. They are, after all, 
consumables that normally 
get passed along to the cus-
tomer. Labor, overhead, 

insurance, vehicles, and 
utilities are normally some-
what fixed costs, but can be 
harder to quantify. 

When we are talking 
about diamonds, pads, 
chemicals, and prep ma-
terials, these costs can be 
converted to a per square 
foot cost when the approx-
imate coverage is known. 
The same is true of fixed 
costs if you can average 
your yearly estimated total 

square footage completed.
I have generally found 

that resin bond diamonds 
will cost about 5 to 10 cents 
per square foot, based on 
the material being honed, of 
course. As we know from 
previous articles, softer ma-
terials such as limestone are 
more abrasive than marble 
and diamond wear is much 
higher on these stones. 

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˝ Grinder, 9565CV $282.95   $139.95

Why spend $36.00 MORE

Braxton-Bragg sells for less!

Screen Capture
8-11-2015

GranQu
artz 

Website

at ?

 

September 

sale!

Mama wanted me to 
be a preacher. I told 

her coachin’ and preachin’ 
were a lot alike.”

– Paul “Bear” Bryant –

“

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Makita 9565 Grinder
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MIA Launches New Online Research Library

The Marble Institute of 
America (MIA) has 
launched a new online re-

source library. For the first time 
ever, all MIA technical documents 
will be available in one easily-ac-
cessible location. In addition to all 
MIA technical bulletins and mod-
ules, users will also have access to 
all chapters of MIA’s Dimension 
Stone Design Manual, an industry 
consensus document compiled by 
industry experts and MIA staff. 
This valuable learning tool was 
previously available only to MIA 
members and/or through purchase 
at the MIA bookstore. 

Technical Committee Chair, 
David Castellucci, stated: 
“MIA’s new online resource 
library will be a major asset to 
the natural stone industry and 
our partners in the design world. 
MIA has an extensive database 
of relevant, important informa-
tion, and this new library puts it 
all in one central location.” 

This forward-thinking change 
is hoped to not only help the 
stone industry, but also to 

bolster the use of natural stone 
in the design and architecture 
communities. Users will have 
the capability to find quick an-
swers to common questions 
about all varieties of natural 
stone, including suggested uses 
and applications for both resi-
dential and commercial settings.

According to MIA’s Technical 
Director, Chuck Muehlbauer: 
“The online resource library will 
be very beneficial to members 
of the architecture, design, and 
construction communities. They 
will now be able to quickly ac-
cess information on the uses and 
applications of natural stone, 

and can search through several 
years’ worth of MIA resources in 
minutes.” To access the library, 
go to www.marble-institute.com/
resourcelibrary. 

The Marble Institute of America 
(MIA) has served as the authori-
tative source of information on 
standards of natural stone work-
manship and the use of natu-
ral stone products for 70 years. 
Worldwide membership includes 
over 1,700 natural stone produc-
ers, exporters/importers, distribu-
tors/wholesalers, fabricators, and 
industry suppliers in 55 countries.

For more information, visit 
www.marble-institute.com.

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.

 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 

We’ve done our homework and 
gone through the trials and trib-
ulations of developing new mo-
bile campaigns and have come 
up with the following tips to help 
you avoid the pitfalls. 

• Know your goals and know 
your target audience. Just as with 
any other marketing strategy, it’s 
important to know what goals you 
want to reach with your Mobile 
Marketing campaign. If you are 
looking for some type of cus-
tomer feedback, crowdsourcing 
has become a hit (i.e Hershey 
letting consumers pick the next 
M&M color) so an SMS (text 
messaging) campaign would be a 
good start.

• Determine your budget. 
Mobile Marketing isn’t as expen-
sive as you may think, but there 
will be some overhead involved. 
There’s no real right or wrong an-
swer as for how much to allocate.

However, for your first cam-
paign especially, you may want 
to plan for a little more than con-
secutive campaigns to allow for 
list building, mobilizing your 
website, etc.

• Plan for ongoing engagement 
with your customers and pros-
pects. It’s important to give your 
campaigns, especially the first 
one, time to build. A key point to 
remember is successful business 
is all about building solid rela-
tionships . Mobile Marketing is no 
different. It’s about building long-
term relationships so always be 
on the lookout for ways to weave 
campaigns together over long pe-
riods of time.

Mobile Marketing, at least for 
now, is the most personal market-
ing platform for businesses that 
consumers can engage in. Make 
sure you have a plan in place to 
make the most of the opportunity.

Continued from Page 16

Using Mobile Content 
Marketing to Attract 
New Customers

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

Continued from page 18
So, figuring 10 cents a square foot 

is a fairly good place to start with 
resins. Of course, 50 grit resins do 
more work than 800 grit resins and 
will generally wear at a faster rate. 
But if you figure the general aver-
age to be 10 cents per square foot 
per step you should be OK on resin 
costs. A five step resin process will 
therefore cost about 50 cents per 

square foot.   
Metal bond diamonds cost more 

but generally last much longer than 
resin bond diamonds. The average 
cost on metal bond diamonds is 
also about 10 cents per square foot 
per step. So if you were to do two 
steps of metal bond diamonds and 
five steps of resin bond diamonds, 
your approximate costs would be 70 
cents per square foot.

Use of polishing products like 5X 
or Stone Polishing Compound cal-
culates to around 5 cents per square 

foot based on the larger sized con-
tainer price. Intensive cleaners cal-
culate to around less than 5 cents 
per square foot. 

Impregnators and sealers can 
cost upwards of 15 to 20 cents per 
square foot for the product. Porosity 
and density determine coverage 
rates while quality and type of prod-
uct determines the per bottle cost.  

Other consumables such as poly 
draping and masking materials 
which are normally applied to pro-
tect vertical surfaces when working 

Highest Polish, No Bleeding, No Burning

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 

   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

50% Labor Savings

No Orange Peel!No Orange Peel!

floors or countertops, costs about 
11 cents per lineal foot. Of course 
there are also rags, buffing pads, 
razor blades, blue tape, and brushes 

A minister was making his rounds 
in his small town when he saw, 

down one side road, a group of young 
boys standing around a dog. Worried 
that the boys might be teasing the 
pooch, he walked over and asked 
them what was going on.

One boy said, “This dog’s a stray. 
We all want to adopt him, but only 
one can, so we’re having a contest: 
Whoever tells the biggest lie gets to 
keep him.”

Needless to say, the minister was 
appalled. “That’s a terrible contest 
to have—the biggest lie,” he chided. 
He then launched into a spontaneous 
sermon about lying. “Don’t you boys 
know that lying is a sin?” he asked. 
Ten minutes later he concluded with, 
“In my entire life, I’ve never told a 
lie.”

The boys stood in silence, looking 
at one another. The minister knew 
he had made his point. He was just 
about to turn and walk away when the 
youngest boy said, “OK, Reverend. 
You win. You get to keep him.”

He’ll Be Doggoned!

Please turn to page 22

Don’t forget to include 
consumable supplies like 
masking materials to con-
tain your dust and slurry. 
Poly drapes and tape are a 
reoccurring expense with 
almost every job, even 
though it may only be 5 to 
10 cents per square foot.

for both hand work and floor ma-
chine work. So another 5 to 10 
cents per square foot should be 
added to the costing to cover all of 
these consumables. 

So now we know some of the 
basic product costs. What about gas 
for vehicles, repairs, the time and 
scheduling for submitting test areas, 
and expenses when doing projects 
out of town? There are many other 
costs of doing business that must be 
calculated and added into the bid-
ding procedure.

As we all know, managing com-
pany employees can demand most 
of the business owner’s time and 
certainly have the potential for pro-
viding many problematic issues. 
Labor rates vary from one part of 
the country to another. I have seen 
some owners that pay around $15 
per hour and others who pay over 
$25 per hour for experienced tech-
nicians. Health insurance and other 
benefits can also be part of compen-
sation packages.

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/
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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 

The Fabricator’s Choice 
for More Than a Decade!

“Excellent quality 

and excellent price.”

– Kathi Upchurch, 

  Castech, Inc.

“Great quality 
for the price.”

– Hershel Margaretten, 
  Imperial Marble

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

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

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

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

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

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

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

Chip Free
Smooth, chip free cutting was mentioned by several 

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

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

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

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

 Item # Description MSRP OUR Price 

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

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

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

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

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

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

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

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

Viper® Turbo Granite Dry Blade

Steve Bussell recommends 
Viper ® Turbo Granite Dry Blades

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9240/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9240/
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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

So lets put some simple 
calculations together. Say 
you pay two technicians $25 
each per hour (1 standard 
floor machine operator and 
assistant) and they can do 
approximately 500 square 
feet of light lippage removal 
to polish (lets use a six step 
process starting at 70g metal 
and going 50g through 800g 
resin) in a 10 hour day on an 
easy to work light colored 
marble. That is a $1.00 per 
square foot cost for labor. 
Add that to the 60 cents per 
square foot for diamonds, 5 
cents per square foot for pol-
ishing, and another 5 cents 
per square foot for acces-
sories and you have $1.70 
in product and labor costs 
so far. Note that this figure 
does not include vehicle and 

Stone Restoration and 
Maintenance Corner

Continued from page 20 equipment wear and tear ex-
penses, gas, lodging, your 
overhead…you get the idea.

For many years I have 
often told customers for the 
above type scenario that 
they should be charging 
between 50 cents to $1.00 
per square foot, per step. 
The lower end is for larger 
projects with easy-to-work 
stone that is open (not cut 
up) and has good access to 
water and electrical supply. 
The higher end would be 
for the opposite of this. Of 
course really difficult proj-
ects like black marble with 
white borders in ornately 
cut up installations (narrow 
hallways, small bathrooms, 
etc.) could necessarily 
demand anz even higher 
price. A 35% to 50% profit 
margin should be the goal, 

in my opinion.
I have often said that 

it is typically easier and 
more cost effective to do a 
100,000 square foot proj-
ect than a smaller cut up 
1,000 square foot project. 
Reducing costs is all about 
increasing production not 
necessarily lowering prod-
uct costs. More and larger 
machines is one way to 
help accomplish this task.  

I know that I have merely 
touched on subjects that 
comprise some of the costs 
of doing business. Each 
company will need to do 
their own cost analysis. As 
always I suggest that you 
consult with a reputable 
distributor and solicit their 
input for product costs and 
coverages. Of course ulti-
mately, the operating costs 
and bid prices are your de-
cision as the owner of the 
company.       

A retired Arizona 
State University 
p rofessor  i s 

taking his pursuit of 
a death certificate for 
Billy the Kid to New 
Mexico’s highest court. 

Historian Robert J. Stahl 
filed a petition with the 
New Mexico Supreme 
Court to order the state’s 
medical examiner to create 
the document for the leg-
endary outlaw, the Santa 
Fe New Mexican reported.

Stahl says he hopes the 
court will order the Office 
of the Medical Investigator 
to consider the evidence 
and determine whether 
William H. Bonney’s death 
can be certified.

According to most ac-
counts, the Kid was fatally 
shot by Lincoln County 
Sheriff Pat Garrett in Fort 
Sumner in 1881. But some 
claim Garrett shot some-
one else and the Kid took 
up ranching or escaped to 
Texas under an alias.

Stahl is a member of the 
nonprofit Billy the Kid 

A man goes into a pet 
shop to buy a parrot. 

The shop owner points to 
three identical looking par-
rots on a perch and says, 
“The parrot on the left costs 
500 dollars.”

“Why in the world does 
that parrot cost so much?” 
asks the man.

The shop owner says, 

Academic Seeks Death Certificate 
for Wild West Outlaw Billy the Kid

The Boss

Outlaw Gang, an organiza-
tion formed to protect the 
“true” history of the Kid. 
He wants to silence rumors 
that Bonney escaped the 
sheriff’s bullet.

An official death certif-
icate would end the atten-
tion that has been given to 
impostors claiming they 
were the Kid, like Ollie 
“Brushy Brill” Roberts of 
Hico, Texas, said Stahl.

No one in Fort Sumner 
ever denied that the Kid 
was shot by Garrett, said 
Stahl, and six members of 
the jury appointed to in-
vestigate the case knew the 
Kid and saw his body.

The jury unanimously 
found Garrett’s shooting 
of the Kid to be “justifiable 
homicide.”

The retired professor also 
wants to correct the coro-
ner’s report on Bonney’s 
death. Stahl has been 

researching frontier topics 
since 2003 and his research 
has led him to believe the 
date on the report is wrong.

An English translation of 
the coroner’s report says 
the Kid died minutes after 
being shot, around mid-
night on July 14, 1881. But 
Stahl believes the Kid ac-
tually died at about 12:30 
a.m. on July 15, citing an 
account by George Miller, 
who was staying in Fort 
Sumner that night.

Miller wrote in the Las 
Vegas Optic on July 18 that 
the shots woke him and he 
immediately checked his 
watch.

Stahl’s previous efforts 
to get the Office of the 
Medical Investigator to cre-
ate a death certificate have 
failed. He submitted a writ-
ten request that was denied 
earlier this year.

Stahl was told he’d need a 
court order for a death cer-
tificate to be issued.

The medical investigator 
did not return calls seeking 
comment on Stahl’s latest 
efforts.

Source: The Santa Fe New 
Mexican,  
www.sfnewmexican.com

“Well, she knows how to 
use a computer. Types 100 
words a minute, too.”

The man then asks about 
the next parrot and is told 
that one costs $1,000… be-
cause it can do everything 
the other parrot can do, plus 
it can do accounting.

Then the man asked about 
the third parrot, and is told 
that it costs $2,000. He has 
to know why, so he asks, 
“What amazing things can it 

do, for such a steep price?”
The shop owner replied, 

“To be honest, I have never 
seen it do a thing, but the 
other two call him Boss.”

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

http://www.santafenewmexican.com/news/local_news/newly-authenticated-photo-rekindles-hype-over-the-kid-historians-skeptical/article_e92ad471-8faf-5d07-8cdd-86c9b834900b.html?mode=image&photo=1
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/6779/
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

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

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

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

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

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

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

Solution…
Now, thanks to the new Raimondi Leveling 

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

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

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

spacers are quick and easy.

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

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

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

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

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

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

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

AS SEEN ON

HGTV

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

Scan This QR 
Code to See a 
Video Demo 

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Raimondi Large Format Free Cut 
Tile Guides

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

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

Raimondi Large Format Tile  
Free Mover

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9125,10347/
http://www.slipperyrockgazette.net
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https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9125,10347/
http://www.braxton-bragg.com/RaimondiTileLevel
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Did You Know…?

Have you ever wondered 
what the symbols used 

instead of spelling out a 
swear word explicitly, as 
in “d*@#” or especially 
“@#$%&!” are named? 
The symbols are known as 
“grawlixes, ” or ”profani-
type,” and American car-
toonist Mort Walker (Beetle 
Bailey, etc.) is credited with 
coining the term “grawlix.” 
Typographical substitu-
tions for swear words have 
been around for a very long 
time, in an effort to evade 
censorship.

In 1980, Mort Walker—
the creator of comic strips 
like Beetle Bailey and Hi 

and Lois – published a 
charming book titled The 
Lexicon of Comicana. 
Barely 96 pages, mostly 
cartoons and white space, 
The Lexicon was Walker’s 
own silly attempt to classify 
the symbols used in comic 
strips around the world. But 
the book ended up doing far 
more than that. To this day, 
it’s studied in art schools 
around the world, not just 
as a textbook but as a trea-
tise explaining why the fun-
nies matter.

Over time, people have 
%&*# come up with vari-
ous @$#& handy ways to 
insert $(^& swearing, or at 
least the @+)^ recognition 

of ̂ %*& swearing, without 
setting off the $)+$ Censor 
Alarms. One of the old-
est and easiest #*%^ ways 
to do this is by $%&^ in-
serting random %&$#?@! 
symbols. This ()%$ method 
of &%&$ censorship has 
been seen in @*+^ newspa-
per comics from the #$%* 
beginning, making this 
practice Older Than Radio.

Walker just found a 
catchy and non-profane 
way to describe it. Comic 
characters even talking 
about grawlix symbols 
have become a common 
funny-page gag-line, the 
cartoonist’s inside joke and 
commentary on censorship.

Five specialized bearings 
increase tool performance

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

Comes with: Wrench, adapters, 12 foot water hose, 
air lubricant; back-up pad sold separately

 Item # Descripti  on MSRP OUR Price 
 3803 Hercules® VS Wet Air Polisher, Side Exhaust $280.95 $164.95

  Back-Up Pad Sold Separately  

Hercules® Variable Speed  
Wet Air Polisher

with Side Exhaust

#1 Seller! 
Most Popular

Save time 
AND money! 

Get maximum productivity 
with a high-quality tool that  

fits your budget!

YOU
SAVE

$11600

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

“Once in his life, every man 
is entitled to fall madly in love 
with a gorgeous redhead.”

– Lucille Ball

© Randy Glasbergen www.glasbergen.com

“Relax, mom… It’s macaroni.”

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop at www.braxton-bragg.com for Hercules Air Polishers

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6980/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6980/
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Countertop strength-
eners are not typ-
ically thought of 

as a safety tool.  They are 
commonly believed to only 
protect fragile materials, not 
the person handling them.  
However, it is important to 
understand that reinforcing 
stone is critical for material 
handling and installation 
safety.  

Countertops are cut from 
very brittle material that is 
highly susceptible to break-
age.  The unfinished, sharp 
edges of broken stone, 
combined with its size and 
weight, create a serious 
risk for injury.  This risk is 
amplified when handling 
awkwardly shaped pieces, 
or stone with sink cutouts.  
In the event of a break, the 
stone will likely fall and 
injure the person carry-
ing it, but this risk can be 

Thinking Outside the Box 
 for Jobsite Safety
Sink Hole Savers: Protecting 
Countertops AND Installers

minimized with the use of 
countertop strengtheners.  
The Original Sink Hole 
Saver™ by Omni Cubed is 
a reliable and durable solu-
tion for protecting stone 
and crew from damage and 
injury.

Another installation chal-
lenge is setting countertops 
that require “high-low” 
placement, also known as 
a “suicide drop.”  Omni 
Cubed’s vacuum cup coun-
tertop strengtheners can 
be applied to the finished 

IF you don’t think 
humor is import-

ant in customer service, 
you’d be wrong. A sense of 
humor can go a long way 
with customer service and 
can turn a bad situation into 
a good one. Those com-
panies and organizations 
that recognize the value of 
great customer service will 
often encourage that their 
employees who interact 
with customers – including 
salesmen and customer ser-
vice reps use humor.

Humor and personal con-
tact are dying in customer 
services. Technology is 
taking over human inter-
action in the customer ser-
vice industry. Humor and 
a smile go hand in hand to 
make your customer feel 
relaxed and that they will 
be looked after. It defuses 
a situation quickly and 

Keep the Humor in 
Customer Service

makes the customer feel 
connected. Technology 
can’t do that.

Here’s what we also 
know: When you laugh the 
whole body relaxes and 
that relieves tension, mak-
ing the situation at hand 
much easier to deal with. 
It will allow your customer 
to hear what you are saying 
and make good choices, 
and it will do the same for 
you, allowing you to make 
the best decision for the 
situation.

Laughter triggers the 
body to release endorphins, 
which are the body’s “feel 

good” hormone. If you and 
the customer are both feel-
ing good and have a better 
sense of well-being, you 
are much more likely to 
quickly and easily resolve 
the situation and your cus-
tomer will leave happy.

Even in more volatile 
situations, when used prop-
erly laughter and humor can 
help to lower the threat and 
calm down the customer. 
Of course, you need to read 
the situation carefully, be-
cause you do not want to 
escalate a situation either.

Laughter actually boosts 
one’s social skills. Science 
has discovered that laughter 
lets humans connect, and it 
creates a bond. Laughter is 
a universal language and 
so you can imagine how it 
might be beneficial in cus-
tomer service to bring the 
customer and the rep onto 
the same page, eliminating 
any threat and creating a 
situation where, quite sim-
ply, resolution occurs more 
often.

“Barking dogs 
occasionally 

bite,  but laughing 
men hardly ever 
shoot.”

 – Konrad Lorenz –

Jessica Sherwood
Product Information 
Specialist, Omni Cubed

Photos provided by Omni Cubed
and courtesy Eric Richardson, 
RCO Tile and Stone

The unfinished, 

sharp edges of 

broken stone, 

combined with its 

size and weight, 

create a serious 

risk for injury. 

surface of stone to provide 
a “handle” during lowering, 
which gives workers bet-
ter control of the material.  
The Sink Hole Saver™ 
VCA (automatic) and Sink 
Hole Saver™ VCM (man-
ual)  feature vacuum cups 
that slide in channels on 
the strengthening rail and 
lock in place for custom 
placement around cutouts 
or centered on thin mate-
rials.  These products not 
only protect the stone from 
breaking when positioned 
horizontally, but more 
importantly can prevent 
installers from having to 
hunch over and strain their 
backs, or place their arms 
beneath the heavy stone to 
lower it onto cabinets.

Protect yourself, your 
team, and your countertops 
by using Omni Cubed Sink 
Hole Savers on every job!  
Visit www.omnicubed.com 
to learn more about these 
and other products by Omni 
Cubed, which are available 
now at Braxton-Bragg, 
www.braxton-bragg.com .

Slab strengthening devices like the Sink Hole Savers 
protect your team and the time invested in the top.Photo by Eric Richardson

The Sinkhole Saver™ 
pays for itself after one 
prevented break

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

IF you are as human 
as the rest of us, 
chances are you’ve 

done at least a couple of these 
odd things. No one knows why, 
but at least it’s something we all 
have in common. How many of 
these are familiar reactions?  

• You unconsciously think of 
the ’90s as being only 10 years 
ago.
• Right away you go back and 
read an email just after you hit 
send, hoping you don’t find 
something awkward.
• A long phone call means pac-
ing around the house.
• You are in a store and you 
aren’t planning on making a 
purchase. You begin to get par-
anoid that security might think 
you are a shoplifter because 
you’re not carrying something.
• You rehearse arguments in 
your head, so you are prepared, 
just in case that argument should 
ever come up.
• If you don’t get any texts for a 
period of time, you begin to text 
yourself to see if it’s still work-
ing–not because you’re having 
texting withdrawal.

Strange Things that People Do

• You set the alarm earlier than 
you need so you can have the 
satisfaction of hitting the snooze 
button a dozen times. Or,  you 
set multiple alarms so you’ll get 
up by the last one.
• You’re busy, listening to 
music while you work. You’re 
so busy that you listen to a song 
on repeat so many times it be-
comes stuck in your head. Now 
what do you do? You play it for 
someone else so they can share 
your pain.
• You start heating something 
in the microwave, and turn 
away to quickly do something 
else, keeping time in your head. 
Times almost up! You quickly 
rush back to the microwave 
and stop it with just a couple 
of seconds left because you are 
pretending that you are a bomb 
expert defusing a time bomb. 
• You smile at dogs and say 
“Hi” to them as they walk by 

you, without ever making eye 
contact with the dog’s owner. 
Alternately, you sometimes 
make barky noises at dogs as 
they pass by you, in a car.
• Every time you use the bath-
room you check behind the 
shower curtain to make sure that 
no one is lurking in there.
• You suffer from phantom 
phone vibrations even when 
your phone’s vibrate mode is 
turned off.
• After an hour of no phone 
calls you begin to hear your cell 
phone ringing, even when it’s 
not. You tell yourself you’re 
not having phone withdrawal. 
Then you realize you’re talking 
to yourself – out loud.
• You put your streaming music 
on shuffle, because you like the 
random freedom of it. Then, you 
realize you’re skipping songs 
until you find one you’d rather 
listen to.
• You talk to people as if they 
already know what’s going on 
in your head.
• You’re introduced to someone 
at a party and almost immedi-
ately forget their name. You’re 
too embarrassed to ask them, 
because they’ll think you’re ei-
ther stupid, drunk, or just plain 
weird.

Snohomish County (Wash.) 
authorities say two thieves 

suspected of stealing an ATM 
machine from a business made 
it as far as the parking lot, but 
through poor planning, or just 
too much haste, they allowed 
the machine to fall out of the 
getaway van.

Sheriff’s spokeswoman Shari 
Ireton said that deputies have 
recovered the ATM machine. 
They believe two men backed 
up a white van to a business 
near Lynnwood at around 11 
a.m. one Sunday, cut the cables 
to the ATM and loaded it in to 
the van.

Deputies believe the ma-
chine fell out of the van when 
the men drove too fast over 
a speed bump. The suspects 
drove away without it.

Deputies found the unoccu-
pied van idling, the following 
morning. It had been reported 
stolen from Kent. The van was 
impounded so deputies could 
look for evidence.

Speed Bumps Foil 
ATM Machine 
Robbers

“I feel like I’m 
the best, but 

you’re not going 
to get me to say 
that.”

 – Jerry Rice –
Rice was inducted into the Pro 
Football Hall of Fame on Aug. 
7, 2010, and played 20 NFL 
seasons, including four with 
the Oakland Raiders and the 
balance of his career with the  
San Fransisco 49ers and Seat-
tle Seahawks.  Rice retired from 
professional football holding 
nearly every NFL career re-
ceiving record ..Selected to 
play in 13 Pro Bowls...Named 
first team All-Pro 10 times. He 
was owner of a grand total of 
38 NFL career records at the 
time of his retirement. The out-
spoken pro was also not known 
for his modesty.

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

http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/6684,7509/
http://www.slipperyrockgazette.net
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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
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You Can Run, 
But You Just 
Can’t Hide

Murphy Was 
an Optimist

A man who police say sneaked 
into a central New Jersey 

home and successfully hid under 
a bed for three days before he was 
discovered was the ex-boyfriend 
of the homeowners’ daughter.

Here are some Universal 
Constants (like Murphy’s 

law) that seem to govern ev-
erything that could possibly go 
wrong in life, and usually does:

• Any technical problem can be 
solved if you have enough time 
and money. Corollary: You never 
have enough time or money.

• When a wife asks her husband to 
pick up five items at the grocery 
store, and then adds one more as 
an afterthought, he will forget at 
least two of the first five.

• Most pay raises are just large 
enough to raise your taxes and 
just small enough to have no ef-
fect on your take-home pay.

• Food that starts out hard will 
soften when it gets stale. Food 
that starts out soft will harden 
when it gets stale.

• The candy bar you bought to eat 
on the way home from the store 
is always hidden at the bottom of 
the grocery bag.

• When you work late, no one will 
notice. When you leave work five 
minutes early, you will always 
meet your boss in the elevator.

Spotswood police announced 
that Jason Hubbard was charged 
with burglary in the incident, 
which occurred in May. He also 
was charged with theft of services 
because he allegedly charged his 
four cellphones in an electrical 
outlet under the bed.

Margaret Adamcewicz told 
WABC-TV that Hubbard was hid-
ing upstairs underneath the bed in 
her daughter’s bedroom. She said 
the two had dated five years ago.

“It didn’t end well,” Ms. 
Adamcewicz said. “He didn’t say 
why he came back. He just picked 
our house to hide out in. He didn’t 
have a home to live in.

“I haven’t heard from him in 
five years,” Adamcewicz said. “I 
wasn’t scared, I was just angry.”

Hubbard entered the home May 
7, sneaking in while the home-
owner took out the garbage, au-
thorities said. Hubbard remained 
jailed on $50,000 bail.

 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

Viper  Side
Protection 

Dry Core Bit

Drills a Clean Hole, Every Time...

• Diamond segments on side greatly reduce segment breaking

• Fast drilling  

• Long life

• Use wet or dry

• 2,000 to 4,000 RPM recommended for wet use

• 10,000 RPM recommended when using dry 

• Our testing proved over 60 holes done dry and more than 
 100 holes done wet: average of 30 seconds per hole

 Item # Description MSRP OUR Price 

 7560 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1˝ $67.95 $44.95

 7561 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/8˝ $71.95 $47.95

 7562 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/4˝ $74.95 $49.95

 7563 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-3/8˝ $77.95 $54.95

 7564 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 1-1/2˝ $82.95 $59.95

 7565 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2˝ $97.95 $64.95

 7566 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 2-1/2˝ $119.95 $79.95

 7567 Viper ® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3˝ $134.95 $89.95

 7568 Viper® SP Dry Core Bit, 5/8˝-11 Threaded Arbor, 3-1/2˝ $149.95 $99.95

#1 Seller! 

Most Popular

Core Bit

Why have two differ-
ent core bits, when Viper 
Side Protection Core Bits 
perform great wet or dry!

Mike King demos a 
long-lasting Viper® 
Side Protection 
Dry Core Bit

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

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

“I didn’t mean 
to hit the um-

pire with the dirt, 
but I did mean 
to hit that loud-
mouth #@$%&! 

in the stands.
– George Herman

“Babe” Ruth –

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Side Protection Dry Core Bits

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7383/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7383/
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“Homeowners are looking for 
more options than just natural 
stone,” Lunkad said.

Market demand means branching 
beyond just natural stone. “We are 
a surfaces company,” he said. “We 
are now selling and distributing 
porcelain as well as quartz.”

Changing customer desires re-
quire new products. Stone Mart 
has partnered with two prominent 
companies that make ceramic and 
quartz surfaces.

The new partnership with 
Santamargherita involves an el-
ement of prestige, Lunkad said. 
“The owner of Santamargherita has 
been instrumental and has been the 
backbone of the whole creation of 
quartz.”

Santamargherita Quartz is an en-
gineered stone. The manufacturing 
process means consistency. “For 
example, Starbucks: they want all 
their stores to look the same across 
the country,” Lunkad said. “You 
can manufacture quartz the same 
every time. We can provide more 
stable and consistent supplies for 
our commercial customers.”

The choice of offering ceramics is 
to fill a customer need. “Porcelain 
has a longer lifespan than any other 
product for countertops because of 
its characteristics,” Lunkad said. 

Market preferences continue 
to change. “A lot of people have 
moved on from laminated and 
moved into solid surfaces,” he said. 
“Solid surface incorporates every-
thing from porcelain to quartz slabs. 
Anything that is man-made.”

Among its locations, Stone Mart 
employs 35 people in all. Through 
hard work, it has kept growing. “I 
am honestly the most proud that we 
have maintained the same rate of 
growth every year,” he said. “Once 
you reach a certain level to grow at 
the same rate is extremely difficult, 
but we’ve been able to double the 
size of our operation within a pe-
riod of less than seven years.”

Growth has not lessened indi-
vidual customer attention. “As we 
grew and we expanded, we have 
added more people to our team so 
we can maintain the same level of 
service,” he said.

Cultivating employees pays off, 
according to Lunkad. “We always 
believe a company is as good as 
people working for it. It’s all about 

teamwork so I would give a lot of 
credit of our success to Team Stone 
Mart.”

The Stone Mart sales staff is 
trained extensively in home deco-
ration. The company incorporates 
the latest technology.  “We are still 
very customer-focused and service 
driven,” he said. “We believe that 
anybody can supply a product. 
Anybody can supply solid surfaces. 
So why is one distributor different 
from another? It is how you ser-
vice your customer that separates a 
seller from a service provider.”

Stone Mart delivers up to 300 
miles from its locations. Its fleet has 
expanded from three trucks to eight. 

Lunkad, who founded Stone Mart 
in 2006, holds Master’s Degrees in 
business administration and eco-
nomics. His entry to the stone in-
dustry came out of the blue. Prior to 
that, he was working in an unrelated 
industry. 

“We were remodeling our offices 
and came into contact with a cou-
ple of granite companies and went 
to see their facilities,” he said. 

What Lunkad saw got him think-
ing about the future. “I got inter-
ested in it, and I felt that this market 
has a lot of potential and wouldn’t 
go away,” he said. “Any house or 
any commercial establishment will 
always need countertops.”

Lunkad’s plans continue to 
evolve. Stone Mart will further se-
cure its place in the market. “Our 
goal is to not keep expanding but 
also consolidate,” he said. “We 
want to consolidate and establish 
ourselves. In the next two years, 
we’ll see where the market is head-
ing towards and take our business 
in that direction.”

For more information, visit www.
stonemartmarblegranite.com or 
call 614-527-0257.

Continued from page 7

Stone Mart Opens 
Cincinnati 
Location

A member of the MIA, Stone Mart 
sources most of its natural stone 
from India, Italy, and Brazil. It also 
offers Santamargherita Quartz, 
manufactured in Italy.

T he board of directors for 
both the Marble Institute 
of America (MIA) and the 

Building Stone Institute (BSI) 
unanimously voted at their re-
spective July board meetings to 
ask the memberships of each or-
ganization to approve a 2-year 
joint venture to consolidate op-
erations. A late November/early 
December membership vote is 
anticipated. 

          
This action concludes twelve 
months of discussions about the 
similarity of missions, focus, and 
duplication of efforts to serve the 
stone industry. The recommen-
dation to enter into a 2-year joint 
venture came from a task force in-
cluding representation from both 
organizations.

2015 MIA President Dan Rea 
of Coldspring (Cold Spring, MN) 
explained, “the threats we face 
each day and into the future are 
not from the natural stone indus-
try, or its many associations. It is 
from well organized alternative 
materials with huge marketing 
campaigns focused on our mar-
kets. It’s time to create a unified 
effort to not only defend but ac-
tively promote natural stone.”

“Most importantly, we need to 
become pre-emptive as it relates 

to competing products and our 
own threats in not taking action,” 
said 2015 BSI President Rob 
Barnes, Dee Brown Company 
(Dallas, TX).

The new association created by 
the Joint Venture will serve as a 
2-year engagement, after which 
both memberships can decide to 
fully integrate or remain indepen-
dent. The combined group will 
be called “MIA + BSI–  the nat-
ural stone institute.” The name 
preserves connection to both or-
ganizations’ history and brand 
equity, and allows for transfer of 
goodwill.  

Both the MIA and BSI orga-
nization leadership believe that 
regardless of the markets where 
their member companies reside, 
uniting resources is a first step 
toward accomplishing the core 
responsibility of a relevant associ-
ation.  “Uniting resources creates 
enormous leverage that, simply 
put, gets things done,” stated Rea.  

“We believe this consolidation 
is additive, and strongly feel the 
combined equity will provide 
additional value to the industry 
and our members with continued 

relevance as the world’s premiere 
natural stone association,” added 
Barnes.

Informational web pages have 
been established by both orga-
nizations to inform their respec-
tive memberships of the reasons 
for this proposed consolidation.  
Updates on organizational data, 
new combined initiatives and op-
portunities for networking forums 
on the topic are posted. Visit www.
marble-institute.com/mia-bsi or 
www.buildingstoneinstitute.org/
join-bsi/joint-venture-proposal/ 
for more information.

Together, the MIA and BSI 
organizations serve more than 
1900 members in 55 countries 
who represent every aspect of the 
natural stone industry, offering 
them a wide array of technical 
and training resources, profes-
sional development, regulatory 
advocacy, and networking events.  
Two prominent publications – the 
Dimension Stone Design Manual 
and Building Stone Magazine –
raise awareness in both the indus-
try and the design communities 
for the promotion and best use of 
natural stone. 

Visit www.marble-institute.
com and www.buildingstoneinsti-
tute.org to learn more about this 
new collaboration.

MIA & BSI Seek a Joint Venture /  Consolidation 
to Strengthen the Natural Stone Industry

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
17867 Viper® 3-Step Granite Dry Polishing Pad, 4˝, Step 1 $38.95  $25.95

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

www.Braxton-Bragg.com/Viper3StepDry

“The Viper 3-Step Pads are the 
best I’ve used... Saves us 60% of 
polishing time and lasts twice as 

long as the previous pads.” 
– Tim Zeng, 

Granite Installation Specialists

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

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

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

MUST-SEE 

VIDEO
ON OUR WEBSITE!

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

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 3-Step pads 
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How Was the 
Mysterious 
Coral Castle 
Built?

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 

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

Between 1923 and 1951, a 
reclusive stone worker sin-

gle-handedly and without heavy 
machinery moved 1,000 tons of 
limestone to create a monumen-
tal castle and a lasting sense of 
mystery.

Very little is known of the 
mysterious creator of the Coral 
Castle, Ed Leedskalnin. Born in 
Riga, Latvia in 1887 to a family 
of stonemasons, Ed immigrated 
to the U.S. sometime around 1913 
after his fiancée broke off their 
engagement, apparently leaving 
him brokenhearted. During a bout 
with tuberculosis around 1919, he 
moved to Florida, where an ex-
perimental treatment using mag-
nets were apparently used to treat 
his condition. This experience 
seems to have had a life-changing 
effect on Leedskalnin.

After he bought a parcel of land 
in Florida City, Florida, Ed began 
to work on the Castle. A loner, 
one hundred pound, five-feet tall 
Ed refused to let anyone even 
watch him work, and no one is 
known to have helped him move, 
carve or place the massive stones. 
When asked how he manipulated 
such large blocks alone, Ed would 
explain that he had “discovered 
the secrets of the pyramids.”

The Structure
Originally named Rock Gate 

Park, the Coral Castle was first 
erected over a period of years 
at Ed’s remote, 10 acre Florida 
City property. Fearing the loss of 
privacy as development moved 
closer, Ed single-handedly trans-
ported his castle, with the aid of a 
truck, tractor and trailer, 10 miles 
north to its present location in 
Homestead, Florida.

Not really coral, the huge build-
ing stones used on the castle are 
composed of oolitic limestone; 

the coral designation came about 
later when visitors noticed fossil-
ized coral and shells in some of 
the rocks.

The average weight of the 
stones is about 14 tons each. With 
these huge rocks, Ed built walls, 
erected a tower and a 22-ton obe-
lisk. He made a variety of “furni-
ture” including beds and rocking 
chairs, as well as a fountain, table, 
well, sundial and throne.

Apparently fascinated with as-
tronomy, Ed carved a stone tele-
scope, and even erected large 

stone depictions of Jupiter, Saturn 
and the moon from blocks weigh-
ing as much as 23 tons. For the 
most part, each carving and piece 
is made from a single stone. The 
tallest stones reach 25 feet, while 
the heaviest rock weighs nearly 
30 tons.

Using no joint compound or 
mortar, the massive stones, when 
combined together, are held in 
place by their own weight.

Please turn to page 33

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Stone Pro Countertop Support

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10719/
http://www.slipperyrockgazette.net
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Buy from the #1 U.S. source for White Thassos since 1988! 
We produce the whitest Thassos available in slabs, 2cm, 3cm 
and tiles 12 x 12, 12 x 24, 18 x 18, 24 x 24 and slabs, with 
over 150,000 sq. feet in our Houston warehouse.

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

Thassos White MarbleThassos White Marble

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

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

October 2015 Wednesday, September 9, 2015

November 2015 Wednesday, October 7, 2015

December 2015 Wednesday, October 28, 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: The Basic Stone 
Saw– A Thin Veneer Saw. The Basic 
Saw can increase your profit with its 
low purchase price, low maintenance 
expense, decreased labor and its high 
productivity. After years of use and 
testing, the design has been refined 
until it is ready for the market. The 
Mighty Stone Saw is its big broth-
er. See the video at www.themighty-
stonesaw.net – email the developer 
at stone_forsale@yahoo.com or call 
1-931-248-1759 for more information.

_____________

Help Wanted

HIRING STONE, MARBLE, 
& GRANITE FABRICATOR/
FINISHER. Immediate, full-time, 
position for skilled stone workers able 
to do: sink cut-outs, edge finishes 
per drawings, and/or template. All 
applicants must have at the very least 
3 professional years of working expe-
rience. Must be able to operate electric 
and air tools; must be able to lift heavy 
weights. Excellent opportunity. We 
are located in Hudson County, NJ 
close to all modes of transportation. 
Please call 201-658-6262.

_____________ 

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, 
and protect granite and other natural 
stones against stains, and was made 
in America. 
Since the perfect stone cleaning prod-
uct 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 formu-
la that will clean, polish, and pro-
tect 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/

_____________

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

_____________

Stone Care

Braxton-Bragg’s Supreme Surface 
Stone Care Program. Braxton-Bragg 
firmly believes in offering not only the 
best products for stone fabricators and 
installers, but also in providing our 
customers with a way to retain and 
maintain great working relationships 
with their customer base. This is why 
we have launched Supreme Surface 
Stone Care Program for stone fabrica-
tors that purchase their supplies direct-
ly from us. It is easy to sign up and 
we do all of the work for you! All you 
have to do is let us know that you’re 
interested in becoming a participant 
in this program and we will print for 
you custom postcards and brochures 
to hand out to your clients and pro-
spective customers interested in your 
countertop services.
The postcards and brochures will be 
printed with your company name and 
address. The space |Your Business 
Name & Address| will be replaced 
with your pertinent information to let 
your customers know how to contact 
you directly. You will also receive a 
unique discount code that is linked to 
your Braxton-Bragg account, so that 
we can track your customers and for 
you to receive a rebate from us when 
someone 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 

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:

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

 • #900199 Demo Makita Wet Polisher 4˝ 
PW5001C, List $319.95, Sale $299 $100 

• #1792899 Demo Omni Cubed Stealth Seamer 
Manual w/ 8˝ Cups, List $375, Sale $199 $100 
• #889699 Demo-Flex LW1509 Center Water 

Feed Grinder, 8300 RPM, 
List $399.95, Sale $299 $100

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

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

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

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 

Are You Paying More than 
40¢ per Sink Cutout?

 Item # Description MSRP OUR Price 

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

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

Scorpion™ CNC Finger Bits
Soft Bond for Hard Stone

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

*Average sink is 4 linear feet

™

Consider the Scorpion™ CNC 
Finger Bits...

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

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

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

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

They are so well constructed 
(and heavy) that during the 
Category 5 Hurricane Andrew in 
1992, none of the stones shifted, 
the 8 foot wall was not effected, 
and remains to this day of uni-
form height around the perimeter.

Perhaps the most spectacular 
structure on the grounds is the 
eight-foot tall revolving gate. 
Carved to exacting specifications, 
it clears the walls next to it by a 
mere quarter of an inch. Before 
it needed repair in 1986, it was 
widely reported that the swivel 
was so well designed that the 
gate could be opened with just the 
push of one finger.

When it broke in 1986, the nine-
ton gate required six men and a 
crane to remove and re-install 
what Ed put up alone.  What they 
discovered when they did the re-
pair was that he’d used a metal 
shaft placed in a hole drilled 
through the stone, positioned to 
balance the gate perfectly.   The 
shaft itself sat on a truck bear-
ing.  What had caused the gate to 
break was simply that the bearing 
became rusted.  They replaced the 
bearing and shaft, and again had 
to fix it in 2005, but today it is no 
longer quite so easy to open and 
close as it once was.

How Did Leedskalnin Do It?
He believed that the animating 

force in the universe does not 
come from the protons and elec-
trons in the atom, but rather from 
tiny magnets of different and 
opposite polarity that imbue all 
matter.

In his book, Magnetic Current, 
Ed explained his basic principle:

[Because] the magnet can be 
shifted and concentrated . . . you 
can see that the metal is not the 
real magnet. The real magnet is 
the substance that is circulating 
in the metal. Each particle in the 
substance is an individual mag-
net by itself, and [contains] both 
North and South Pole individual 
magnets. They are so small they 
can pass through anything. In fact 
they can pass through metal easier 
than through the air. They are in 

How Was the 
Mysterious 
Coral Castle 
Built?

Continued from page 31

constant motion . . . running one 
kind of magnets {sic} against the 
other kind, and if guided in the 
right channels they possess per-
petual power.

It is this “perpetual power” that 
Ed claims to have harnessed in 
order to move, carve and place his 
gigantic stones. 

Please turn to page 34

Photo: Homestead, FL Tourism

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Finger Bits
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A Repairman’s Story
My name is Bill Roberts and I repair routers 
for Braxton-Bragg. Over the years, I have 
worked on hundreds of routers made 
by most manufacturers including Sector, 
Stinger, MEM and others.  

I Have Seen a Lot of Wear and Tear…
Routers get a lot of hard use. Some parts 
simply wear out, and some occasionally 
break. Over the years I saw patterns and 
often wondered why manufacturers did 
not beef up more of the critical parts.

Nobody Listened
From time to time, I communicated ideas 
but for the most part, did not see any 
changes.   

Finally, Somebody Did
Then about three years ago, I was asked 
to provide detailed information on my 
experience with Hercules® Routers. Since 
Hercules® is our best-selling router, I had 
a lot of practice repairing them. Now 
I finally got the chance to take one 
completely apart and find the most worn 
components.  

Little Things Matter
Often it was the little things that mattered.  
An engineer in a lab does not know the 
real world of a stone shop, and how the 
shape of the power cord, the thickness of 
a belt, or the type of bearings used can 
affect performance.

Single Phase Power
It costs more to produce a powerful 
router with single phase power than with 
3-phase, but when asked about making 
it 3-phase, I told them that many shops 
only had single phase power…and they 
listened!

21 Improvements Later
Well, to make a long story short, the 
manufacturer has implemented 21 
improvements in the design of the Hercules® 
Router. These improvements make it 
perform better and last longer. I believe 
you will agree with me that this is the most 
reliable router you have ever used.
 

Now the BEST Guarantee 
in the Industry—12 Months!

Because of the changes, the router is 
now backed by a 12-month guarantee—
the longest in the industry. I would have 
to say that this is the most reliable router 
that Braxton-Bragg has ever sold.  

Hercules® Single Speed 
with Hydroplaning System

Finally, a Manufacturer Who Listens to a Repairman
Now the Strongest Guarantee in the Industry—12 Months!

I am Bill Roberts and I approve this message!

ONLY

$1,995

 Item # Description MSRP OUR Price

 5368 Hercules® Router Edge Profiling Machine, Single Speed $3,448.95 $1,995.00
  with Hydroplaning System

  F.O.B. Knoxville, TN

How Was the Mysterious Coral Castle Built?
Continued from page 33

He claimed the power came 
from a machine he dubbed the 
Perpetual Motion Holder (PMH). 
He built it on his idea that elec-
tricity is made up of two magnetic 
forces that move opposite each 
other in a double helix motion. 
Ed’s machine was composed of 
two coiled wires, each having its 

own terminal and current, and 
connected to each other nose to 
tail in a circuit. This completed 
circuit allowed individual mag-
nets to form into one of two cur-
rents, and the currents to “chase” 
each other in a never ending loop.

Ed claimed that by directing this 
“perpetual electromagnetic en-
ergy”, he could easily manipulate 

the large stones. According to 
unverified reports, the massive 
rocks would then be floated into 
place like “hydrogen balloons.” 
Deriding the theories of conven-
tional archaeologists, Ed is quoted 
as saying he had “found out how 
the Egyptians and the ancient 
builders of Peru, Yucatan, and 
Asia, with only primitive tools, 
raised and set in place blocks of 
stone weighing many tons.”

Ed’s Machine: Real or Hype?
Several people have claimed 

to have successfully constructed 
a PMH machine.   Many PMH 
reconstructions can be found on 
the web, YouTube, etc. But as 
you might imagine, hard, docu-
mented, well-vetted evidence of 
a full size machine that can float 
stones around “like balloons” 
does not exisist. This is is unfor-
tunate because such a technology 
would finally presumably give us 
a viable flying car. 

In reality, one person with 
the right expertise could have 
achieved moving 10-ton blocks 
without any such machine. And, 
indeed, Leedskalnin had tripods 
of various sizes, pulleys, winches, 
chain falls –all simple yet power-
ful enough technology to move 
multi-ton stones.

Likely, he was simply being-
mysterious to draw the admiring 
crowds to his atraction. Even with 
primitive equipment like chain 
falls and tripods, the scope of the 
“castle,” as well as the craftsman-
ship involved in building it, is still 
extremely impressive.

Like many roadside attractions 
of bygone years, The Coral Castle 
park is a little off the beaten path. 

Take exit 5 off of the Florida 
Turnpike to Homestead and drive 
to the intersection of U.S. 1 and 
S.W. 157th avenue to see the 
wonders of this park, now oper-
ated by a private company. There 
is something interesting for all 
ages. Parents don’t have to worry 
about their children wrecking 
anything, either. Coral Castle has 
endured a lot, including Hurricane 
Andrew in 2005. There is a small 
gift shop by the park which sells 
souvenirs. 

For more info visit: www.
southfloridafinds.com or visit the 
Coral Castle Museum website at 
www.coralcastle.com. 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Hercules Edge profiling machine

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9409/
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Are you wasting thou$ands per month?

Braxton-Bragg now offers superb quality 
CNC Tooling in the most popular profiles!

Viper® CNC Tooling is the only CNC tooling system featuring a 6mm layer 
of diamonds on each profile wheel, including the polishing steps, ensuring 
the longest tool life in the industry.

The Viper® CNC Tooling system features seven steps - 5 metal and 2 ceramic 
polishing steps. This allows you to complete the job faster than any other 
CNC system in the stone industry. All of our CNC tooling is accompanied by 
data sheets with complete set-up information including pre-calibrated setting 
parameters, detailed operating information, and maintenance instructions.

All tools are carefully balanced and inspected by strict quality control 
standards. All of our CNC profiles are produced with a standard 35mm bore.

All in stock with 3 NEW Profiles!

ALL VIPER® CNC

FREE NEXT DAY 

DELIVERY!

Call Daryl Sims at 
 877-493-0394 

 if you’re tired of paying in-
flated prices for CNC tooling.

N
EW

!

N
EW

!

N
EW

!

 Segmented Pos. 1 $356.95 $407.95 $443.95 $392.95 $459.95 $392.95 $392.95 $473.95 $401.95

 Sintered Pos. 2 $347.95 $386.95 $485.95 $392.95 $500.95 $392.95 $392.95 $515.95 $383.95

 Sintered Pos. 3 $347.95 $386.95 $485.95 $392.95 $500.95 $392.95 $392.95 $515.95 $383.95

 Sintered Pos. 4 $347.95 $386.95 $485.95 $392.95 $500.95 $392.95 $392.95 $515.95 $383.95

  Pos. 5 $149.95 $149.95 $136.95 $145.95 $197.95 $128.95 $145.95 $164.95 $172.95

 Ceramic Pos. 6 $149.95 $149.95 $136.95 $145.95 $197.95 $128.95 $145.95 $164.95 $172.95

 Ceramic Pos. 7 $149.95 $149.95 $136.95 $145.95 $197.95 $128.95 $145.95 $164.95 $172.95

   $1,849.95 $2,017.95 $2,311.95 $2,008.95 $2,555.95 $1,617.95 $2,008.95 $2,515.95 $2,071.95
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* Seven-step system

* Longest life of any CNC tooling

* High speed tooling

* All profile wheels are balanced 
 & carefully inspected

* Standard 35mm bore

Shop www.braxton-bragg.com for Viper CNC Bits Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Continued from page 16

Alex Rogers continues, 
“Adding to what my father was 
saying, the direction we are try-
ing to go is not focusing on quan-
tity, although it is important, but 
focusing on higher end residential 
jobs rather than chasing the quan-
tity dream, such as fabricating for 
big box stores or small builders,” 
explained son Alex Rogers. Alex 
joined the company just over a 
year ago and is currently the pro-
duction planner. 

“We may not be servicing as 
many clients, but it will mean 
more profits with less quantity. 
Each year we’re taking on more 
of these types of projects, and we 
are going to keep that up and take 
on more of these jobs.”  

AGS Stone services a 60-mile 
radius with the Florida I-75 cor-
ridor defined as the sales “sweet 
spot,” according to Gary. In his 
area, there’s a stone wholesaler 
on every corner. “With repu-
table businesses like Ultimate 
Granite, Stone Warehouse, 
United Materials, Mont Krest 
and Stone Outlet regularly visited 
by our customers, why buy in 
bulk?” he says. “We are fortunate 
to be in the middle of all these 

Above, from left: The Rogers 
– Alex, Jackie, Gary 

Please turn to page 38

AGS Stone Targets Tampa Bay’s Upscale 
Remodelers to Build a Strong Market Presence

Left and Below: Full kitchen 
remodel featuring beveled 
3cm Netuno Bordeaux granite 
countertops and full height 
backsplash makes the most of 
movement in the slabs. Akemi 
products were used to secure 
splashes as well as blend 
seams.

wholesalers, so for us to invest 
and risk holding a lot of inventory 
– we don’t need to do that. We 
can send our customers to any of 
the wholesalers I mentioned with 
total confidence.” 

So a small showroom of 
well-designed vignettes in a 
big city was in the cards for the 
Rogers family — they had to get 
creative.

 It’s not a huge showroom, just a 
few thousand square feet of space 
that tastefully includes cabinetry, 
a material selection center and vi-
gnettes of kitchens and baths. 

“The idea is when you come in 
here you get ideas, so you’ve con-
stantly got to reinvent yourself —
we are in the process right now 
of updating and redesigning our 
show space. We also have a 4,000 
square foot slab room with 35 col-
ors on display. Unlike the big box 
stores, where people select their 
materials from small samples, we 
want our customer to select from 
the actual slabs they’re going to 
use, each and every time.”

Inspiring Thoughts on 
Employees, Customers 

and Marketing
“We want our people to see 

themselves as craftsmen,” con-
tinued Gary. “One of the things 
we see lost in the Tampa market, 
probably because it is awash in 
stone, is less about the craft and 
more about installing and just 
getting it done. So what we’re 
trying to do is believe that we are 
craftsmen, and we are looking 
for people that see themselves as 
craftsmen. We can look at a job 
and know right away the level of 
skill and care that went into that 
installation. Whether the cus-
tomer sees it or not, we see it, 
and we want to walk away proud 
of what we’ve accomplished. So 
there is that element of craftsman-
ship that I think is lost and has 
been lost. We want to make sure 
that it is, in fact, a part of what 
we’re doing.” 

Alex: “Yes, it’s certainly a com-
pany culture here that everyone is 
a craftsman. One example is that 
our installers are always pushing 
each other to a higher quality of 
work. That’s important, because 
our products come with a war-
ranty, and if a customer calls with 
any concern at all we’ll go back to 
the job, no matter what the prob-
lem is. So they’re always striving 
to perfect their work, if you will. 
We will never be the sort of com-
pany that does the installation and 
disappears, never seen again.”

AGS Stone’s biggest lead gen-
erator is Angie’s List, accord-
ing to Gary. They’ve been with 
them for a few years and made 
the investment to keep a busi-
ness listing. “That first year I had 
wondered what we were doing. 
Now it’s our number one lead 
generator. We probably have 
160 A-Rated reviews and Super 
Service Awards for each year that 
we’ve been involved. Let me tell 
you, that helps greatly. 

PHOTOS: RICKTAUCEDA.COM (3)

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Another Design Breakthrough
David DeLarm is at it again, taking design 
to a higher level, making things simple and 
affordable. 

He has capitalized on innovative materials and 
design concepts pioneered when he created the 
Raptor next-generation rail saw. 
  

Modern Technology
David’s goal was to use modern technology to 
create a tool easier to control and use. 

The Predator will profile the edge of stone 
using standard profile bits, and requires only 
3” of surface to balance the tool. This allows 
the Predator to profile sink cutouts as easily as 
edge profiles.

Power to Spare
Like every other component of the Predator, 
the choice of the Milwaukee 6117-33D was 
no accident. With a 13 amp, 2100 watt, 
variable speed motor, the Predator is strong 
and durable.

Unlike a belt-driven router that can bog down, 
you will be amazed at the strength of this 
Milwaukee. Even with harder to shape profiles 
like ogee, the Predator has power to spare! 
  

Call now or visit www.braxton-bragg.com to place your order

 Item # Description LOW Intro Price 
 5365 Predator Electric Edge Router, Variable Speed $1,395.00

Finally, a Stone Router that is easy to use 
 and does not require 220 volt power. 

Great LOW Price!

Uses Standard 
Profile Bits

Fits on Narrow Surfaces 
to Profile Inside of Sinks

13 amp, 2100 watt 
Milwaukee 6117-33D

Aqua Base

Glides on a Cushion of Water!

The Predator has all the power needed to quickly profile 
 the inside of your sink as well as the edge in record time!

Anyone can support a team that is 
winning – it takes no courage. But to 
stand behind a team – to   defend a 

team when it is down and really needs you, 
that takes a lot of courage.” – Bart Starr

“

Starr was quarterback for the Green Bay Packers from 1956 to 1971, 
during which time he became the only quarterback in NFL history to 
lead a team to five championships (1961–62, 1965–67) as well as Super 
Bowls I and II. He has the highest playoff passer rating (104.80)[2] of 
any quarterback in NFL history and a playoff record of 9–1.

Escaped Bull Terrorizes 
Texas State Campus

Sometimes 
the News is 
Just Plain Bull

Learning about livestock took 
on new meaning at Texas 

State University when a bull wan-
dered onto the campus.

Fortunately, nobody was hurt 
when the bull was seen roaming 
the grounds of the school in San 
Marcos, Texas.

TSU issued a “loose livestock” 
emergency alert. An all-clear ad-
visory was issued shortly after 
10:30 a.m. CDT that Wednesday 
when the bull, according to school 
authorities, was no longer the 
Biggest Texan (Bull) on campus.

The animal was captured that 
afternoon in a neighborhood near 
the university and returned to a 
livestock trailer.

Authorities did not immediately 
provide information on who owns 
the bull or how the animal ended 
up on the TSU campus, about 30 
miles south of Austin.

Burglary Suspect 
Chased Down by Angry 
Bull in Alabama 
Getaway

Money Can’t Buy Me Love

Sheriff’s officials in northern 
Alabama say a burglary sus-

pect was taken into custody after 
being chased by a bull through a 
cow pasture.

Marshall County Sheriff Scott 
Walls tells WHNT-TV 26-year-
old Brad Lynn Hemby was being 
sought in connection with a bur-
glary one Wednesday morning in 
Arab, Alabama.

Walls says Hemby tried flee-
ing deputies by running through 
a cow pasture and a bull roaming 
the land joined the “fun” chase. 
Walls says Hemby eventually 
fell onto a barbed wire fence and 
surrendered.

Walls says stolen property was 
recovered from Hemby’s truck 
and the man is charged with bur-
glary, theft and attempting to 
elude. It’s unclear if he has an 
attorney… so No Bull alibi, yet.

Source: WHNT-TV, 
www.whnt.com/

A very rich investor was 
bragging to a well-off 
author at a cocktail 

party: “You know, I made 
more money on one invest-
ment last month than you’ve 
made with all your best-sell-
ers. I’ll probably make more 
money this year than you’ll 
make in your entire life. What 
do you think of that?”

The author replied, “That 
may well be true, but I have 
one thing you’ll never have.”

“And what’s that?”
“Enough.”

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Predator Router
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AGS Stone

The AGS Stone showroom uses color samples, fixtures and vi-
gnettes to showcase their countertop and cabinet prowess. The 
Tampa Bay market is mostly 3cm, doing very little 2cm. With a 
5% Marble, 75% granite, 20% engineered stone sales ratio, AGS 
Stone on any given day only keeps 50-70 slabs in stock – those 
are mostly exotics, according to company President Gary Rogers. 

Continued from page 36

“Obviously, because anytime 
we’re doing a job, we’re being 
reviewed. You really have to stay 
on top of it.” AGS Stone is also a 
regular on Houzz. 

 “I think brand awareness of 
AGS Stone is at the top of our 
list. It supports our efforts with 
wholesalers and the people we 
deal with. We work very hard at 
this whole reputation thing. In my 
mind, the way you’re successful 
in this business, it’s all about 
credibility. So it’s always an on-
going effort to establish ourselves 
as a good company, and we want 
that to be known to the industry 
as well as our customers. It’s al-
ways a positive thing to let people 
know who you are.” 

A Brilliant Future
“I’d definitely say that our suc-

cess is due to our employees,” 
explained Alex. “Outside of my 
mother and father and me, every-
one is an extension of our family, 
and you know it when you come 
in here. Everyone helps each 
other and is friends with each 
other, and that reflects on our 
work. I couldn’t imagine doing all 
this without each and every one of 
them. When someone isn’t here 
or when something goes wrong, 
everyone pulls together and helps 
out. That’s what has made our 
company what it is now. 

“As far as the future, we are up-
ping our marketing right now and 
exploring a couple of different 
avenues.”  

our cabinetry and finish work.” 
When asked if a second saw, 

CNC or edge machine is in the 
company’s future, Gary re-
sponded: “I don’t know, to be 
honest with you. To recoup your 
investment, you’ve really got to 

be pumping out a lot of square 
footage, and that’s not our focus. 
So I’m not sure if the payback is 
going to be attractive. The jury is 
still out on that. Our fabricators 
can do a variety of edges from 
triple pencil, to polished, to built 
up. They’re very good at what 
they do. 

“I was in the automation busi-
ness, so I’m not afraid of technol-
ogy, but the issue with me is that 
I’m a dollars and sense kinda guy, 
and always think how can I justify 
that kind of investment without 
pumping out more square foot-
age. That’s not what we want to 
be. So it really depends on your 

This kitchen featuring 3cm Persian Treasure from United Materials 
Inc. was fabricated with a double laminated ogee edge flowing into 
a demi bullnose. AGS Stone has continued from day-one to do 
edging free-handed using a right angle grinder or a router with 
profile wheels. “This was a passion project for the fabricators,” 
explained Alex Rogers, “And photos really do not do it justice.”

   Gary: “We are going to focus 
more on the mid to high-end work 
and taking on the kind of projects 
that are more challenging. And of 
course, we are combining carpen-
try with stone fabrication in some 
very interesting ways, because of 

business model. If we serviced 
big box stores or had a lot of big 
builders and a lot of repetition, a 
CNC would be the right thing to 
do. We are conservative and pay 
for everything in cash and don’t 
owe anybody anything. That’s the 
way I want to keep it. If the hous-
ing industry tanks again, I don’t 
want to be caught with much 
overhead. So we’re very cautious. 

“I’m also a firm believer in es-
tablishing a certain business niche 
for yourself. Get good at it, stick 
with it and don’t get too far afield. 
We are fairly broad, in a sense, 
doing several different things in a 
remodel setting, but we are, how-
ever, focused on a segment of the 
industry where we think we can 
make money. 

“That market is now improv-
ing and our business has doubled 
since 2011. It’s like a step ladder 
and every year there is another 
rung added.” 

For more information and proj-
ect photos visit AGS Stone’s 
website visit www.tampagranite-
countertops.com.

The Persian Treasure kitchen 
includes a separate wet bar and 
bar top that continues the lam-
inated ogee edge theme.

The 3cm Black Atacama granite 
used on this vanity is anoth-
er challenging material – getting 
profile gloss to match the top.

Photos: RICKTAUCEDA.COM (5 )

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