
 Volume 21, Issue 256 The Beacon of The sTone IndusTry   ocToBer 2015

Summer is officially 
over and I can feel 
fall in the air. Today, 

I thought I would fire up the 
old Harley and head out for 
some two-wheel therapy. Just 
as I was putting on my boots 
the phone rang. 

The voice on the other end 
was a familiar one. Just my 
luck – it was Major Problems 
Joe, again. Those of you who 
read my column might remem-
ber Joe. It seems every problem 
he runs into is a catastrophe of 
Biblical proportions! 

Joe had just taken on a project 
renovating a building that was 
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loaded with travertine. He 
told me the floors, furniture, 

walls, etc. were all travertine, 
and that they were cleaning, 
honing and polishing a lot 
of square feet. Now, Joe has 
been in the business awhile 
and certainly knows how 

to do this type of work. 
But this time, it seemed 

that maybe he actually had a 
real major problem. As usual, he 
wouldn’t give me much info and 
wanted me to fly up north to see 
the problem for myself, and come 
up with a solution.  

much sooner. We have seen effi-
ciency gains and are eager to au-
tomate the rest of the shop as soon 
as possible.”

The use of the Proliner also in-
creased accuracy. Installers don’t 
have to transcribe measurements 
for fabricators. “We now have 
the ability to email the template 
from the job site to the shop,” she 
said. “There is less opportunity to 
make errors.” 

Putting digital templating into 
action has been educational. The 
benefits are obvious, according to 
da Ponte. “It’s the kind of thing 
we should have done a long time 
ago. You think, ‘Why didn’t I do 
that?’”

The GMM Brio saw and the 
Proliner were serious purchases, 
not a trivial step to take. However, 
da Ponte has her eye on the ulti-
mate return. “For us, it was a big 
investment, but it is the front end 
of turning the shop digital,” she 
said. “It was important to do it.”

Please turn to page 2
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Cole Brothers
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Talk to most old-school fab-
ricators and they will tell 
you that the proper place 

to put a seam, when possible, is 
in the sink line. However, this old 
belief does not take into account 
new technology that allows seams 
to be made almost invisible. To 
better educate yourself on where 
you should be placing seams, you 
need to understand why the sink 
line was the place of choice for so 
many years.  

My father, along with many of 
his colleagues, was a strong advo-
cate of always placing the seam in 
the sink line. Going back ten years 
or more I would have agreed that 
the sink line was the best place to 
put a stone countertop seam, for 
multiple reasons.  First, the sink 
line allows for the smallest seam 
possible as the sink bowl removes 
a large part of the seam and the 
faucet often helps to cover part of 
the back seam. Second, it is easier 
to deal with crowning issues or 

warped materials when you only 
have a small seam to manage and 
you are only dealing with the 
front and back of the seam. Third, 
it can be easier to color match the 
seam in a smaller area.  

But granite and stone seams had 
a bad reputation for many years, 
especially when compared to solid 
extruded products like Corian–
which have no seam. Seams ten 
years or more ago tended to be 
wider (1/8˝) and more noticeable 
due to the large numbers of fine 
chips that ran along both edges 
of each piece.  These small chips 
were caused by the saw blade and 
it was standard practice to join 
two pieces that had just been cut 
with a bridge saw blade without 
any other prep work.  

Please turn to page 5
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Using the right tool pays 
off. Digital templat-
ing has reduced costs 

for Louisville, Tennessee-based 
Stone Creek Surfaces. Templating 
now takes about 90% less time for 
them than making the old Luan-
style templates.

The company specializes in 
stone countertops. It describes 
itself as having one of East 
Tennessee’s widest array of coun-
tertop materials available, with 
100 colors on site.

Stone Creek Surfaces recently 
bought a GMM Brio saw for its 
shop. Its installers now use a 
Proliner for digital templating. 
The switch proved far easier than 
owner Laura da Ponte expected. 
“I was concerned about the tran-
sition to digital because of the 
learning curve, but it has been in-
credibly easy.”

Going digital has drastically 
cut templating time. It’s about 
nine times faster than by hand. 

Trenton Hayes, lead installer for 
Stone Creek Surfaces, is a con-
vert. “Whenever I would go into 
a house before, I would do a Luan 
(plywood) template,” he said. 
“You take the strips and lay them 
out and take a hot glue gun and 
glue them all together. Whenever 
I would go into a big house, doing 
several rooms, it would probably 
take me three hours to set it all up. 
With a digital templater, I can do 
it in 20 minutes.”

Stone Creek Surface’s experi-
enced installers have taken well 
to digital templating. “Our em-
ployees know how to do it the 
hard way, so they made it look 
effortless,” da Ponte said. “We 
still have a lot to learn to take ad-
vantage of all the features and it’s 
a big challenge to find the time to 
change, but I wish I had done it Please turn to page 4

Laura da Ponte in the Stone 
Creek Surfaces showroom. 
Stone Creek keeps over 100 
slabs on site for customers 
to browse color and stone 
choice, including exotics like 
the Honey Onyx on page 38.
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The Stone Detective

I told him he was lucky that it 
was fall and not winter. These 
old bones can’t take the cold 
anymore! So it looks like I’ll be 
trading a bike ride for a plane 
ride– not equivalent therapy, by 
the way.

After a pretty dreary plane ride 
I disembarked and headed to bag-
gage claim, where Joe had prom-
ised to meet me. In case you’re 
wondering, I don’t like to check 
baggage. Call me old-fashioned, 
but I don’t trust the airlines. Plus, 
they are now charging for extra 
carry-on bags!  

Sure enough, just as I entered 
baggage claim, I spotted Joe 
waiting for me. He was still 
wearing his signature overalls. 
He’s a rather large fellow, and 
my guess is that overalls are the 
only plus-size attire that will fit 
him comfortably. All the years 
I have known him he has been 
wearing those ugly, gray pin-
striped overalls. But he’s easy to 
spot in a crowd.

 In typical Joe fashion, he did 

not greet me with a “Hello, 
how are ya,” rather with a 
“Get in the truck – the guys 
are waiting for us.”

I was really hungry, 
though, and asked if we 
could stop for a bite to eat. 
“No problem!” he said. “We can 
run through McDonald’s.” 

“McDonald’s?” I said. I was 
thinking more of a sit down, lob-
ster or steak lunch. On his tab.  So 
I told him to forget it, we could 
get something after I saw his 
major problem. 

The ride to the jobsite was a 
traffic nightmare. Joe kept tell-
ing me how he hated this town 
and how the traffic was always 
a cluster@#$%. He must have 
called his travertine issue a Major 
Problem at least a dozen times on 
the way. 

We finally arrived at the job-
site, which was your typical 
downtown office building. He 
parked the truck and rushed me 
inside.   We entered the build-
ing,  and he wasn’t lying. There 
was travertine all over the place. 

The owners must have had some 
connections in the stone indus-
try. (Later, I found out that they 
owned a traver tine quarry!)

My first look around I didn’t 
see anything out of the ordinary. 
His crew was working on the 
floors, and there was one guy 
polishing the reception desk. The 
next thing I knew he grabbed me 
by the arm and took me to the cor-
ner of the lobby. He pointed to the 
wall and said, “There’s my Major 
Problem.”

Holy cow! I thought. It looks 
like someone painted splotchy 
brown polka dots all over the 
wall!  I asked him if he knew what 
the dots were. He said they were 
mastic spots. Apparently, one of 
the tenants once had mirror-tile 
glued to the wall–bad idea.

Please turn to page 6

Please turn to page 8

Continued from page 1

Continued from page 1

This letter is in response to our 
August issue articles about the 
NSF and how it rates food-
zone safe surfacing products.

Dear Rich:
 
You would have done your 

readers a bigger service by 
telling them, which, if any, 
engineered stone products 
do not meet the NSF stan-
dards for Food zones. Every 
major manufacturer, Cambria, 
Caesarstone, Hanstone, 
Zodiaq, Silestone, and Pental 
are all Food zone certified. 
While I haven’t any statistics, 
it’s probably safe to say those 
6 manufacturers comprise 95% 
of the engineered stone mar-
ketplace. It’s also safe to as-
sume that the remaining 5% are 
manufactured in substantially 
the same process, and would 
thereby claim the same level 
of sanitation.  While you’re 
looking up the non-designated 
e-stone manufacturers, perhaps 
you could add non-designated 
granite manufacturers to your 
search.

 

Dear Joseph:

Thanks for your letter. When 
I first heard about this issue, 
the idea of just publishing the 
names of materials that did not 
conform occurred to me. As we 
did more research we learned 
that the NSF tests each brand, 
not just the manufacturer of 
the material, and also inspects 
each production facility.  As 
Mr. Kohler of the NSF pointed 
out, the only way to know if a 
material is certified as “Food 
Zone” is to go to the NSF web-
site. Anything that we would 
publish would be immediately 
out of date. The NSF keeps 
their website current.  

What we found as we looked 
at advertisements and at mate-
rials is that most of the adver-
tisements showed a countertop 
in the photo. We found prod-
ucts featured in these ads that 

Letters to SRG
I’ve done a fair amount of 

commercial solid surface work 
and have seen Corian specified 
by architects for hospital surgi-
cal room wall cladding. I have 
yet to see granite specified for 
this application.
 
http://www.cambriausa.com/en/
Advantages/Certifications/
 
http://info.nsf.org/Certified/
food/Listings.asp?Trade-
Name=caesarstone
 
PDF Download:
http://www.leezasurfaces.com/
wp-content/uploads/2012/09/
HanStone-NSF-Approval.pdf

PDF Download
http://www.dupont.com/con-
tent/dam/dupont/tools-tactics/
bi/surfaces-technical-library/
 
PDF Download:
http://www.pentalquartz.com/
uploads/pdf/msds_vicostone.
pdf
 
 
Sincerely,
 
Joseph Corlett
CBC1259693

Walking away from busi-
ness is never an easy 
thing. But sometimes 

it turns out it is the right 
thing to do for your com-
pany, employees, and your 
self-respect.

This week I made the 
serious decision to termi-
nate a relationship with a 
general contractor who we 
have worked with previ-
ously. It’s not the contrac-
tor that’s the problem, it’s 
their end customer, a large 
retail chain; we have worked on 
at least four of their new stores as 
well as doing repairs when em-
ployees decide to go “through the 
door” instead of opening it. 

This past week was one of those 
defining “stand up, or shut up” 
moments. And I have to admit 
I’m just not a shut up kind of girl.  

Monterey, California is a 
90-minute drive from San Jose 
on a good day – and another 
90+ minutes drive back if you 
are lucky. That is not including 
packing tools, materials, and 

Jodi Wallace
Monarch Solid Surface Designs

R– E – S – P – E – C – T

bodies and then unloading the 
same tools, materials and bod-
ies. By the time anyone makes it 
inside the job site they will have 
been on the clock for hours and 
nothing accomplished except for 
travel time. They’ll spend over 4 
hours on the clock without doing 
a lick of work except siting (or 
driving).

Now, I actually did not sign up 
for this job – in fact, I thought we 

had agreed to not work on these 
stores after my son and husband 
left me running Monarch, to pur-
sue some promising opportuni-
ties. But there were other issues in 
play and Monarch Designs ended 

up committed.
Very importantly, our 

contract clearly stated 
working hours were 
8:00am – 5:00pm… not 
the night and weekend 
hours we had struggled 
through before, but reg-
ular M-F business hours. 
If an after-hours schedule 
had been stated up front, 
we would not have even 
submitted a proposal.  

  The general contractor was 
way behind, which meant so were 
all the subcontractors. Everyone 
was struggling and unfortunately 
we couldn’t do our part until other 
trades had completed their part.

 The customer (store manage-
ment) decided they didn’t care 
and they were going to take pos-
session of the store and open, 
regardless of the fact there was 
a huge amount of work yet to be 
completed. 

Finishing the remaining work 

What do you do when 
a contract isn’t right for 
 you or your company?

were in fact not “Food Zone” 
certified. I don’t have access to 
market share information so I 
have no way to determine the 
percentage of sales by brand, 
but the number of different 
brands offered for sale is very 
large. I have been told that 
there are in excess of a hun-
dred manufacturers worldwide 
of this type of material and 
that the number is expected 
to grow. Because this (man-
made) material is covered by 
patents and trade secrets, the 
details of how it is produced 
are not common knowledge.

As you pointed out, many of 
the large manufacturers that 
you mentioned do have prod-
ucts certified as “Food Zone,” 
but it only takes one rogue ex-
ception to throw a shadow on 
the others. 

Please turn to page 5

Travertine before 
treatment with my 
“secret formula”

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

http://cambriausa.com/en/Advantages/Certifications/
http://cambriausa.com/en/Advantages/Certifications/
http://info.nsf.org/Certified/food/Listings.asp?TradeName=caesarstone&Standard=051&
http://info.nsf.org/Certified/food/Listings.asp?TradeName=caesarstone&Standard=051&
http://info.nsf.org/Certified/food/Listings.asp?TradeName=caesarstone&Standard=051&
http://www.leezasurfaces.com/wp-content/uploads/2012/09/HanStone-NSF-Approval.pdf
http://www.leezasurfaces.com/wp-content/uploads/2012/09/HanStone-NSF-Approval.pdf
http://www.leezasurfaces.com/wp-content/uploads/2012/09/HanStone-NSF-Approval.pdf
http://www.dupont.com/content/dam/dupont/tools-tactics/bi/surfaces-technical-library/documents/north-america/Z-3-2004_NSF_ANSI_51.pdf
http://www.dupont.com/content/dam/dupont/tools-tactics/bi/surfaces-technical-library/documents/north-america/Z-3-2004_NSF_ANSI_51.pdf
http://www.dupont.com/content/dam/dupont/tools-tactics/bi/surfaces-technical-library/documents/north-america/Z-3-2004_NSF_ANSI_51.pdf
http://www.pentalquartz.com/uploads/pdf/msds_vicostone.pdf
http://www.pentalquartz.com/uploads/pdf/msds_vicostone.pdf
http://www.pentalquartz.com/uploads/pdf/msds_vicostone.pdf
http://info.nsf.org/Certified/Food/Listings.asp?Company=0C410&Standard=051 
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/


slIppery rock GazeTTe ocToBer 2015  |  3  8 April  | 2015 BrAxton-BrAgg Ads slippery rock gAzette      

“I thought all 8-step wet polishing pads were the same …
“Phooey! These amazing Vipers had the job done by step 6”

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

But you must act now. Please call 

800-575-4401

Set of 8

3˝ pads

4˝ pads

5˝ pads

MSRP

$142.95

$182.95

$238.95

Our Price

$94.95

$118.95

$158.95

Try them risk-free for 30 days!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 8-step Polishing Pads
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Over the years, Stone Creek 
Surfaces has transitioned to a 
higher-end market. 

“Now we have done a com-
plete 180-degree turn and try to 
bring in more unique stone,” da 
Ponte said. “We get material from 
across the country and make trips 
a few times a year to make sure 
we are getting a unique stone se-
lection. We try to make it differ-
ent from what people normally 
see.”

Stone Creek Surfaces carries 
many different colors of both 
granite and marble. They also 
offer six brands of quartz. There 
are over 100 slabs on-site for 
customers to choose from. The 
company has access to thousands 
more. The company installs about 
40 to 45 countertops each month.

The company has a small 
showroom attached to its shop in 
Louisville. The facility is about 
9,000 square feet. “We also added 
tile about three years ago and one-
stop-shopping has been a huge 
success,” da Ponte said. “There 
is nothing easier than walking out 
the door with your tile in hand, to 
see it with your slab.”

da Ponte has experience run-
ning huge manufacturing opera-
tions. She majored in Industrial 
Engineering at the University of 
Tennessee. Her first job out of 
college was with Shaw Industries, 
which according to the 2013 
Berkshire Hathaway report is the 
largest broadloom carpet manu-
facturer in the world. Her career 
began as an Associate Industrial 
Engineer responsible for project 
proposals and plant efficiency. 

She worked her way up 
through a variety of positions 
over the next 13 years. Finally, 
she became Director of Sample 
Manufacturing for the company. 
As such, she was responsible for 
850 hourly employees, 40 sala-
ried, and a $100 million dollar 
operation. 

This background laid the foun-
dation for da Ponte’s success. 
She oversaw scheduling, distri-
bution, and manufacturing at the 
plant. “It had all the components 
of what I would be doing here. I 
did costing. I did budgeting. I did 
project proposals. I started as an 
engineer and worked my way up 
through the management ranks. I 
did a little touch of everything re-
lated to running a company. That 
background helped me tremen-
dously coming into this.”

Running a much leaner com-
pany has been educational. “My 
tenure at Shaw had prepared me 
with a great background in run-
ning an operation, but doing it 
on my own was tough,” da Ponte 
said. “There was no IT or Human 
Resource Department to help if I 
didn’t know how to do things and 
that was very trying in the first 
few years.”

The operation has benefited 
from excellent hiring choices. “I 
got really lucky with a few great 
hires,” she said. “Our general 
manager, our lead installer and 
our shop foreman have been with 
me from the beginning. We also 
have a creative sales staff and 
several stone artisans who love a 
challenge. We currently have 14 
employees.”

Please turn to page 38

Digital Templating

“As with this Minsk Green island, one of the keys to our success is 
the amount of time we spend with our customers on finding what 
they like. We searched high and low until we found what this 
customer wanted,” says Stone Creek owner Laura da Ponte.

Right: Cherokee 
Country Club Bar, 

Knoxville, TN. 
Stone Creek 

 Surfaces’ new 
GMM CNC made 
this large, curved 
Costa Esmeralda 
bar much easier 

to fabricate. Stone 
Creek offers many 
different colors of 

marble and granite, 
and six brnds of 

quartz material.

Installation Photos (3)  used by permission Stone Creek
Larry Hood

Continued from page 1

Trenton Hayes sets 
measuring points for a 

two-level marble vanity 
using a Proliner Digital 

Templating system.

Above: This Colonial 
Gold kitchen was part of 
a large scale renovation 
for a retreat in the moun-
tains of East Tennessee.
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The Publisher’s PenLetters

IN September we 
published a joint 
press release 

from the MIA (Marble 
Institute of America) and the 
BSI (Building Stone Institute) 
regarding a plan to consoli-
date operations.  

Dan Rea, the MIA pres-
ident, pointed out that the 
natural stone industry faces 
marketing challenges from 
well-funded alternative 
materials and legislative 
challenges from various reg-
ulatory government agencies.  

It seems to me that a sin-
gle quarry or a single stone 
fabricator has little chance 
of being heard in the power 
block politics of today. But 
politicians do respond to 
the size of potential voting 
blocks. The combined MIA 
+ BSI membership of over 
1,900 companies will help 
provide a voice for the indus-
try. This combined voice will 
help, but why is the number 
so small?

The circulation of Stone 
World Magazine is over 
16,000 per month.

The circulation of the 
Slippery Rock Gazette is 15,000 
per month.  Why is the com-
bined MIA and BSI member-
ship only 1,900 companies?  

I have been told that various 
stone fabricator organizations 
were created in the past be-
cause companies felt that the 
national organizations were 
not meeting their needs. Times 
change.  What may have been 
a good idea in the past could 
morph into a better idea in the 
future.  Just as a combined 
MIA and BSI gives the in-
dustry a stronger voice, what 
about the other regional and 
national organizations begin-
ning discussions that could 
lead to a merger and an even 
stronger industry voice?

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

gazette.net .

Have a good read.
– Rich HassertFeatured in this Issue
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New Technology and Seam Placement

Some customers even chose 
other products because of these 
unsightly seams, in such an ex-
pensive product.

Thankfully, new technologies 
over the past few years have re-
ally changed the dynamics and 
art of seam placement. There are 
two pieces of technology that 
revolutionized the stone seam 
and these are the Scorpion Seam 
Wheel (along with other simi-
lar seam chip removal devices) 
and seam clamps (like the Omni 
Cubed Seam Setter). Tools like 
the Scorpion Seam Wheel elimi-
nate the unsightly chips left when 
a piece of stone is cut with a 
standard blade. Specialized seam 
tools also make both pieces a true 
ninety-degree angle for a perfect 
fit, with a tiny seam line.  

Often times in the past when a 
bridge saw blade was cutting a 

piece of granite, the blade would 
have a slight wiggle of a six-
teenth of an inch or more due to 
the hardness of the stone.   This 
would cause the two pieces of 
stone to not join tightly and often 
left a wider and more unsightly 
seam.  Improvements in diamond 
and blade technology along with 
tools like the Scorpion Sink 
Wheel have helped to eliminate 
this issue. Pneumatic or powered 
seam clamps also were a brilliant 

invention that allows two pieces 
of stone to be held tightly together 
while the adhesive hardens. The 
pneumatic seam clamps also 
allow the operator to eliminate 
crowning and warping issues on 
main seams with the use of cams 
that put pressure down on areas 
of the seam that are sticking up 
higher than other areas.  

Please turn to page 12

Continued from page 1

Continued from page 2
That is why we published the 

article. It seems to me that the 
best thing is for all of the pro-
ducers to go through the cer-
tification process so that there 
isn’t a question, and if there 
are problems the issues can be 
resolved before the material is 
used in homes.

Regarding specs for hospi-
tals, it is my understanding 
that the NSF certifies man-
made materials, not natural 
materials. A building spec 
for NSF/ANSI 51 could not 
be met using granite or any 
other natural material.   I did 
ask about the safety of natural 
material and my understand-
ing is that natural materials are 
considered safe but outside the 
scope of the NSF. The MIA 
has taken a leadership position 
on the testing of Granite for 
countertops. The information 
that I have seen has convinced 
me that Granite countertops 
are safe and my experience 
is that they are easy to clean 
and maintain. For more in-
formation about natural stone 
the Marble Institute is a great 
source.

Best regards, 
Rich Hassert

Scorpion CNC Sink 
and Seam Wheels 
are a brazed dia-
mond product used 
for smoothing out 
the seams before 
joining two stone 
slabs together. The 
50 grit wheel is 
designed to remove 
about 0.02˝ of stone.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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now became the subcon-
tractor’s problem.  

With their “soft opening” 
approaching, employees 
stocked shelves, worked 
on inventory, tidied up, 
and went through training. 
Anyone who has ever tried 
to install on a “working job 
site” knows that is a train 
wreck waiting to happen, 
and it definitely did. 

  My guys showed up on 
site and after unloading ev-
erything were then literally 
thrown off the job. They 
were informed subcontrac-
tors would no longer be 
able to work during regular 
business hours and would 
only be allowed to begin 
work after 6:00pm. As I 
said, our contract clearly 
stated 8:00am – 5:00pm. 
This was the first of many 
hotly discussed issues I had 
with the project manager. 
As I have mentioned a time 
or two, I stand up for my 
people!

Continued from Page 2 The reason we were given 
was that the company did 
not want any (sub) contrac-
tors there in case someone 
chose to sexually harass 
store employees. No kid-
ding  — I seriously made 
Mark repeat that to me 
twice when he called, be-
cause I honestly couldn’t 
believe what I was hear-
ing. My crew was rudely 
informed by mall security 
to pack up their tools, load 
up materials, and not come 
back until the employees 
were gone. Oh, and security 
would be there to ensure 
“there were no problems” 
– translation: make sure we 
didn’t steal anything. To 
add insult to injury, after 
picking up and re-loading 
tools which involved going 
in and out through the back 
area, Mark was instructed to 
empty his pockets because 
he was walking through an 
inventory area. (You know, 
in the case he was stealing 
inventory and stuffing it in 

his pockets!)
To say I was furious 

and went off on the proj-
ect manager is putting it 
mildly. She tried to smooth 
things and repeatedly told 
me she knew we weren’t 
supposed to be working 
after hours, but please, if 
we could just be patient in 
this stressful time, and help 
out. She literally begged me 
to please work with them as 
they were in trouble on this 
job. She offered to buy the 
guys dinner and get them 
hotel rooms so they could 
crash for a couple hours be-
fore they had to come back. 

I talked to my guys and 

they agreed with that plan.
The onsite supervisor 

then promptly told my 
guys in a rude and insult-
ing manner that there was 
no way he was putting any 
expenses on HIS company 
charge card, and that in-
cluded food, or anything 
else!! Like a game of “tele-
phone” where you pass a 
message and see how gar-
bled it becomes, I called the 
project manager, and once 
again she called the onsite 
supervisor. He then made 
his displeasure known by 
getting a room with a single 
bed and telling my guys one 
of them could sleep on the 
floor. Bryan and Mark were 
seriously irate and when 
they called me they were 
packing it up and ready to 
head home! Once again, a 
phone call was made to the 
project manager who called 
the site supervisor who told 
him to fix it NOW!! 

My guys had started their 
day at 6:30am. By the time 
they finished what they 
could and made it back to 
San Jose it was 3:30am 
the following day. We had 
overtime, double time, and 
kitchen installs scheduled 
for the day. The guys went 
home to crash for a couple 
hours and came back in. I 
canceled what I could and 
sent them home early. This 
job was a disaster in every 
sense of the word and I am 
wondering how badly we 
are going to come out of 
this financially since they 
still owe us a lot of money.

A few days later I re-
ceived an email informing 
me that we were scheduled 
to start the NEXT store the 
following week. 

R– E – S – P – E – C – T

Please turn to page 7

Man Charged with Bringing 
Counterfeit Chips to Poker 
Tournament

A man admitted that he 
brought millions of 

dollars in counterfeit poker 
chips to use in a casino’s 
poker tournament, a scheme 
that was uncovered when he 
clogged a pipe by flushing 
the chips down the toilet in 
his hotel room.

Christian Lusardi, 43, 
of Fayetteville, North 
Carolina, pleaded guilty 
to trademark counterfeit-
ing and criminal mischief. 
Under terms of a plea 
agreement, Lusardi will be 
sentenced to five years in 
prison.

Authorities said Lusardi, 
after suspecting the fake 
chips had been noticed, 
flushed them down the toi-
let in his room at Harrah’s 
Resort Atlantic City, where 
he had been staying. But the 
chips clogged the pipes, and 
guests on the floor below 
complained that water was 
dripping into their rooms.

Maintenance was called, 
and the chips were found. 
An additional 22 tourna-
ment chips worth $5,000 
were found in a clogged toi-
let in the Borgata the next 
day. A total of $3.6 million 
worth of tournament chips 
were found, although they 

have no actual cash value.
Lusardi will be required 

to pay the Borgata Hotel 
Casino & Spa $463,540 for 
the revenue it lost when it 
canceled the 2014 tourna-
ment after discovering the 
fake chips. He also owes 
Harrah’s Casino Hotel 
$9,455 for damaging the 
pipes.

There were 27 people 
remaining in the Borgata 
Winter Open Big Stack, 
No Limit Hold ’Em event 
when play was suspended. 
The $1.5 million in remain-
ing prize money was put 
on hold before Division 
of Gaming Enforcement 
Director David Rebuck is-
sued an order to distribute 
the money and refund entry 
fees.

Lusardi had won $6,814 
in the tournament before he 
panicked.

Investigators said he pur-
chased the chips from a 
Chinese manufacturer on-
line and then put a counter-
feit Borgata logo on them. 
In response to the scam, the 
Borgata began using more 
intricate chips with more 
colors and an authentication 
element that can be checked 
under ultraviolet light.
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Continued from Page 6
I read it and had to laugh– 

It would be a cold day in 
Hades before we stepped 
one foot anywhere near that 
place!

Things happen for a rea-
son and it turned out I had 
been so busy I had never 
signed and returned the 
general contractor’s sub 
paperwork for the next 
store. The contractor in re-
turn had been nasty and re-
fused to sign our company 
contract feeling theirs was 
sufficient. So although we 
had provided a proposal, 
and they had sent a down 
payment, there was, in fact, 
no signed contract. I was 
ecstatic when I noncha-
lantly confirmed this with 
the contractor’s office. 

I quickly called and in-
formed all parties that we 
would not be doing the up-
coming store or any others 
in the future. I would return 
their down payment and we 
would be done, done, done 
with this nightmare!! 

   Throughout the day I re-
ceived multiple calls from 
multiple people trying to 
cajole, bully, reason, and 
sweet talk me into doing 
this next store until they 
could find another shop. 
But I was adamant– I may 
put up with a lot from cus-
tomers, but disrespect is 
NEVER going to be a thing 
I tolerate.  

The following day the 

owner of another shop that 
had been asked to step in 
and take over called me. He 
asked about picking up a 
couple of sheets of material 
we had already purchased 
for the job and I told him, 
“Not a problem.”

It’s a small circle in our 
industry and I wanted to 
make sure he knew WE had 
walked away from the job, 
and why, not the other way 
around – of being let go. I 
gave him a quick rundown 
of the situation, wished him 
luck and told him he was 
going to need it!!  I could 
hear the hesitation in his 
voice as he asked if I was 
sure I wouldn’t reconsider. 
I told him absolutely not!! 

When I walked into the 
office a couple hours later, 
the first thing I did was take 
the new store paperwork 
and rip it into many, many 
pieces!! It felt awesome!!

  To some, walking away 
from business might seem 
extreme. But I believe we 
must pick our battles and 
make a stand for what we 
believe in. Because as they 
say, “Sometimes you’re 
the windshield, some-
times you’re the bug,” – so 
choose wisely!!

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

R– E – S – P – E – C – T

Varmint County

When last we 
left our friends 
in Varmint 

County, everyone, or at 
least every male young 
enough to still have a 
drop of testosterone left 
in them, was counting 
the days until Saturday 
night’s big event at the 
Dead Rat Tavern, a female 
mud wrestling tournament 
with a $1,000 first prize.

The tournament was 
a desperate act by Dead 
Rat owner Corky Haig 
to recover the patrons 
he lost to rival Barney 
Hockmeyer’s new ven-
ture, the Rocky Topless 
Lounge.

You may recall that 
no barmaids were going 
topless at the Rocky 
Topless Lounge. The 
name is a play on words 

since the bar is located on 
Rocky Top Peak, or what 
is left of the peak since a 
local coal company strip-
mined the top off, hence 
the name.

But the isolated tavern 
is too far off the beaten 
path for Sheriff Hiram 
Potts’ deputies, so it has 
become a haven for all of 
the county’s miscreants, 
misfits and mischief-mak-
ers, leaving Corky’s Dead 
Rat Tavern a bit short on 
paying customers.

To counter this trend, 
Corky decided to put on 
the mud wrestling event, 
figuring that the chance 
to watch ladies ripping 
each other’s clothes off in 
a slimy pit of liquid ooze 

Boomer Winfrey  
Varmint County 
Correspondent

Mud Wrestling Fracas and  
Clan Patriarchs Bring an End 
to “War of the Roadhouses”

would bring the drunks 
down off Rocky Top 
Peak, not to mention 
from the taverns over in 
Burrville, and the fishing 
and skiing crowd hanging 
out at Mud Lake Marina.

Penny Haig’s little sis-
ter, Chloe, who made a 
reputation for herself as 
a scrappy five-foot, two-
inch basketball star at 
Varmint County High, 
signed up for the tour-
nament over Penny’s 
objections, along with 
a couple of dozen other 
females, ranging from 
gangly Six-foot, two-inch 
Cloretta Hightower from Please turn to page 11

Upper Primroy to Agnes 
“Gorilla” McGrew, a 
200 pound pro wrestler 
from Burrville.

The big day arrived 
and with it the expected 
crowd of drunks, dirty 
old men and gamblers, 
offering heavy odds 
on Gorilla McGrew to 
take the trophy. Lawyer 
Philbert McSwine was 
persuaded to serve as 
referee since he did a 
little wrestling in col-
lege and added a touch 
of legal decorum to the 
proceedings. 

I’m not concerned 
with your liking 
or disliking me... 

All I ask is that you 
respect me as a 
human being.
 – Jackie Robinson

Freedom!
A couple who took their 

nearly 5-foot boa 
constrictor for a swim in 
a Pennsylvania river say 
the pet slipped away and 
they’re concerned about its 
welfare.

The Bloomsburg Press 
Enterprise  repor ted 
that Kolby and Zachary 
Latranyi had been swim-
ming with the snake named 
Leyla one August weekend 
in the Susquehanna (suhs-
kwuh-HAN’-uh) River. 
The Latranyis say the red-
tailed boa was shedding, 
so the swim was designed 
to help it remove material 
from its scales.

They say Zachary 
Latranyi was on shore with 
the snake wrapped around 
his shoulders when he 
dozed off, never noticing 
that Leyla had slithered 
away. They’ve been back to 
the riverside several times, 
but so far haven’t turned up 
the missing reptile, who is 
reportedly “very friendly.”

Shop www.braxton-bragg.com for Nelson Shims Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The Stone Detective

Fax 800-915-5501 

The following can all be caused 
by a simple head injury:

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

•  Prolonged loss of consciousness
•  Persistent or severe memory loss, confusion
•  Persistent vomiting
•  Seizure
•  Severe, persistent, or worsening headache
•  Suspicion of intentional injury (abuse)
•  Behavioral changes (eg, lethargy, decreased 
 alertness, extreme irritability)
•  Signs of a skull fracture or bulging fontanel  
 (the soft spot on an infant or toddler’s head)
•  Significant scalp bruise, trauma or brain injury 

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

Better Design = Safer Product 
The patent-pending I-Brace granite support 
installs in just minutes, eliminates the need for 
corbels or wood supports on breakfast bars and 
can be kept in stock – on the truck or in the 
shop.  Plus…  never again will you need to 
worry about your work inadvertently causing 
injury.

You Get More Profit
What good does it do to sell an extra 10 
square feet of granite if you have to spend 
the profits on high-priced wood corbels? 

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

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

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

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

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

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

$300/ea $11/ea

Old-style corbels

SEE THE

ANIMATED VIDEO

WWW.BRAXTON-

BRAGG.COM

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

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

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

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

 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

  Typical breakfast bar islands use 2–4 braces per side.

  Centers should be spaced every 18-24˝.

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

www.braxton-bragg.com

MADE IN THE USA

IF you 
could 

kick the 
person in the 
pants who is 
responsible 
for most of 
your trouble, 
you wouldn’t 
sit for a 
month.

–Theodore 
Roosevelt

He told me they had tried every 
chemical in the book to try and re-
move them. He added that they even 
tried several poultices, to no effect.  
Without beating around the bush, 
he came right out and asked me if 
I could “perform my magic.”  I told 
him I needed a minute of silence to 
inspect the wall and commune with 
my inner powers (LOL!).

I sat down and considered where 
the polka dot wall was located. It 
was in an isolated area of the lobby, 
and not adjacent to any other trav-
ertine. That was important, since I 
had an idea.  After mulling that over 
for a minute or two, I went over to 
Joe and said I needed to go to the 
hardware store or one of those big 
box stores.  He started arguing with 
me, telling me that he had every-
thing I would need right there. I 
told him, “No, I seriously doubt it.” 
I wouldn’t say any more, so off we 
went.  

When we got to the store I asked 
him to wait in the truck. “This is 
one of my secret formulas,” I said, 

Continued from Page 2 to create an air of mystery. I came 
back out in about twenty minutes 
carrying a plastic bag. “What’s in 
the bag?” he asked? 

 “You’ll see…” I told him. 
“Besides, If I told ya my secret, I’d 
have to kill ya,” I said, in my best 
growly Bogart voice.

We arrived back at the job-
site and I taped off a twelve-inch 
square, which contained about 
three of the dots. I reached in the 
bag a pulled out a small can of 
walnut wood stain. I took out a rag 

and proceeded to stain the taped off 
area.  When I was done, the polka 
dots blended right in!   Of course, 
the travertine would now be darker. 
But as I mentioned, since it was in 
an isolated area, it wouldn’t matter 
so much.

I asked Joe to call the owners and 
have them take a look, and if they 
approved, he could stain the entire 

wall, and cover the mastic stains.
Long story, short: He did, they 

loved it, and were thrilled that they 
wouldn’t have to replace all that 
stone. 

“Now, how about that lobster?” 
I asked Joe. 

Another case solved – and I got 
to deliver some good news, for a 
change!
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.
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How Does the Raptor Aqua Base Rail Saw 
Make All Other Rail Saws Obsolete?

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

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

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

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

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

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

MADE IN THE USA

Includes 
FREE Shipping!

This is a

BraxTon-Bragg

ExclusivE!

You can only get it here

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

Kit Includes:

• 6˝ Talon™ AX Turbo Diamond 
 Dry Granite Blade
• Milwaukee Angle Grinder
 with Lock-On Paddle Switch

• Raptor Saw Aqua-Base
• Yellow Jacket GFCI

MIA Reaches 100 Accredited Locations with 
Two Sims-Lohman Accredited Shops

The Marble Institute of 
America (MIA) accredita-
tion program has reached 

the milestone of 100 accredited 
locations in North America. Sims-
Lohman in Zionsville, Indiana and 
Pittsburgh, Pennsylvania were the 
99th and 100th member locations 

to earn MIA Accreditation. 
Several companies are nearing 
completion of the accreditation 
process, meaning that MIA will 
have over 100 accredited loca-
tions by the end of 2015. 

MIA Accreditation Commission 

chair, Rodney Harvey (Curtain 
Wall Design & Consulting), looks 
forward to what this milestone 
means for the program: “The 
future of the MIA Accreditation 
program is very bright, as the 
number of accredited companies 
in each category (Natural Stone 

Fabricator, Commercial “A” 
Contractor, and Commercial “B” 
Contractor) are expected to expe-
rience continued growth to meet 
the needs of the consumers, the 
construction market, and the de-
sign community. Our accredited 
members exemplify the industry’s 
highest standards for business 
activities, product knowledge, 
fabrication, and installation.” 
Accreditation Commission mem-
ber, Rob Barnes (Dee Brown), 

Please turn to page 14

“Politics is the 
art of looking for 
trouble, finding it 
everywhere, 
diagnosing it 
incorrectly and 
applying the 
wrong remedies.”
Groucho Marx

agrees: “It is exciting to see MIA 
Accreditation taking hold. It is the 
gold standard for qualified, com-
petent fabricators and installers, 
and MIA Accredited members 
will see benefits over time as the 
program continues to grow.” 

Steve Steinman, owner of Sims-
Lohman, said: “At Sims-Lohman, 
we are focused on continuously 
improving our capabilities to 
serve our customers. As such, 
we look to independent advisors 
and organizations to objectively 
review our facilities and pro-
cedures. We view MIA as the 
gold standard in the stone indus-
try, so it was important for us to 
earn MIA Accreditation.” Sims-
Lohman also has MIA Accredited 
locations in Cincinnati, Ohio  
(featured shop in the February 
2014 Slippery Rock) and 
Columbus, Ohio. 

Sims-Lohman’s Pittsburgh, PA 
location marks the 100th MIA 
accredited fabrication shop.

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

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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Wrestling is like 
ballet with 

violence.

 – Jesse Ventura 

Continued from Page 7

Varmint County

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

#1 Seller! 

Most Popular

Sink Support

You’ve Got To See This Video!

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

HerculesSinkHarness

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Call for a

FREE
Sample!

MADE IN THE USA

Despite my misgivings, 
your fearless reporter for the 
Varmint County War Whoop & 
Exterminator attended as well, 
merely to record the event for 
posterity.

The tournament started off 
tamely enough, with each contes-
tant drawing a name from the hat 
to determine the pairings. Gorilla 
McGrew quickly flattened and 
pinned poor Doreen Pennywell 
and the crowd grew restless as it 
happened too fast for any cloth-
ing to get ripped or serious injury 
to either contestant.

Bonnie Cupp and Lula Mae 
Potts squared off next, and the 
crowd of mostly male spectators 
hooted and whistled as the two 
ladies struggled in the mud until 
poor Lula Mae, covered from 
head to toe with sticky goop and 
her bathing suit half torn away, 
was pinned until she yelled “calf 
rope!”

Finally, after a couple of other 
pairings, little Chloe Haig took 
the ring against Delores Duke 
from over in Cowpatch. Chloe 
was outweighed by a good 50 
pounds and stood six inches 
shorter, but her quickness pre-
vailed as she slipped between 
Delores’ legs, came up on her 
from behind and took her down 
in a headlock.

As the second round began, 
things were really beginning to 
get rowdy as many of the spec-
tators were by now deep in their 
cups, yelling profanities, urging 
the contestants to “strip off her 
clothes,” and on occasion, try-
ing to join the melee in the mud. 
Corky Haig quickly quelled all 
such attempts, and several of 
his cousins enforced a “hands 
off ” rule with help from a pair 
of baseball bats and Tommy 
“Mule” Haig’s artificial steel 
hand.

Fire Chief Stanley “The Torch” 
Aslinger, also a certified para-
medic, was present to administer 
first aid to any injured wrestlers. 
“As it turned out, I had to patch 
up a whole lot more spectators 
than contestants,” Stanley later 
reported.

The reason for the large num-
ber of injuries among the spec-
tators can be traced not to Corky 
Haig’s enforcers, but to little 
Chloe’s participation in the 

event. After managing to outwit 
and put down a couple of other 
contestants, Chloe found herself 
matched up in the semifinals 
against Gorilla McGrew.

Big sister Penny, the 6-foot 
6-inch coach of the Varmint 
County Lady Vipers, had no 
intention of attending what she 
considered a “sleazy event not 
fit for decent folks.” Then she 
began to worry about her baby 

sister, fearing the diminutive 
Chloe would get seriously in-
jured and big sister needed to be 
at hand to get her home in one 
piece. Please turn to page 12

Arriving late, Penny was 
shocked to find Chloe had sur-
vived three matches and was now 
tackling the odds-on favorite to 
win the tournament. Fearing the 
worst, Penny watched from a re-
spectful distance as little Chloe 
proceeded to run circles around 
McGrew, finally landing a kick 
to her posterior that left the big 
woman sprawled facedown in 
the mud.

Referee McSwine rattled off 
the count and declared Chloe 
the winner of the semifinal 

match, but as Chloe turned her 
back to leave the pit, an enraged 
Gorilla blindsided her from be-
hind, pushed her into the mud 
facedown and held her under 
as Chloe helplessly flapped her 
arms and legs.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Hercules Sink Harness

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9096/
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Order online or call 1-800-575-4401 before 
5:45 pm eastern for Same Day Shipping.

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

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

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

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

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

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

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

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

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

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

 19400 KDrill CNC Core Bit, 1”  $55.95

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

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

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

 19404 KDrill CNC Core Bit, 2” $89.95

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

 19406 KDrill CNC Core Bit, 3” $149.95

NEW!NEW!

Actual KDrill 
 Core Bit used by 
Stone Spectrum

KDrill Blind Hole Core Bits

Varmint County

to complain about the jukebox, 
since Penny tossed her uncle 
twenty-five feet, right through 
the door of an outdoor privy he 
kept around for “atmosphere.”

The other enforcers fared no 
better. Rufus Haig lost three teeth 
while Tommy “Mule” Haig’s ar-
tificial hand ended up, well let 
us just say lawyer McSwine was 
forced to stand without sitting 
in Judge Hard Time Harwell’s 
courtroom the following week.

The following Monday morn-
ing, Corky Haig was hobbling 
around the Dead Rat, trying to 
patch up holes in the wall, replace 
broken windows and figure out 
how to pry Pitney Hockmeyer’s 
dentures out of the side of his 
outdoor privy.

“Well, son, looks like you’ve 
got a mess on your hands.” Elijah 
“Big Poison” Haig commented as 
he walked in and looked around.

“Daddy, that danged Penny 
went crazy last Saturday and tore 
up the bar, ran off all my custom-
ers and sent three employees to 
Doc Filstrup’s emergency clinic. 
I’m gonna make her pay for all 
this damage out of her coach’s 
salary!”

“I don’t think so, son.”
“What do you mean? I know 

she’s your favorite granddaugh-
ter but weren’t no call for all that 
damage, and she tossed me into 
the privy pit.”

New Tech & Seam Placement
Continued from page 5

Continued from Page 11

Please turn to  Page 15

“Somebody get that ape off my 
sister before she drowns!” Penny 
screamed as one or two specta-
tors waded into the pit. Instead 
of pulling McGrew away, the 
drunks just laughed and stag-
gered around, their groping 
hands reaching and pulling at 
Chloe’s clothing.

Few in Varmint County can 
recall the last time they saw 
Varmint County’s former star 
basketball center and current 
coach lose her temper. A few 
claimed to have been present 
back in the regional basketball 
tournament in 2002 when Penny 
Haig was fouled for the twen-
ty-sixth time in a game against 
Burrville. The home-court ref 
called a foul on Penny instead 
when the Burrville center tried 
to rip out Penny’s blond hair by 
the roots. After the fight, Penny 
was ejected from the game but 
Burrville was unable to continue, 
having only two players and one 
assistant coach still able to stand.

That was a mere skirmish com-
pared to what happened at the 
Dead Rat Tavern mud pit on this 
past fateful Saturday. Suffice it 
to say that nobody collected the 
$1,000 first prize as the tourna-
ment had to be canceled before 
the final match. Corky Haig 
might have been forced to refund 
the $5 admission fee to all of his 
patrons, except those who were 
still able to walk had fled in ter-
ror and confusion from the anger 
of a 6´6˝ female tornado.

Gorilla McGrew suffered 
no serious injuries other than 
a broken arm when she was 
lifted and tossed twenty feet 
into Corky Haig’s prize antique 
jukebox. Corky was in no shape 

These relatively new inventions 
have drastically improved how 
tight and nearly invisible either a 
sink line seam or main seam can 
be made.  Customers now often 
have to look to find the seam, 
where in times past, it would be 
painfully obvious where the seam 
was located. 

New technology has also chal-
lenged the old idea of the seam 

needing to be placed at the sink 
line. If you can now make a nearly 
invisible seam and you have elim-
inated most crowning and warp-
ing issues, then why put a seam 
in the area of the countertop that 
is used the most, and in a place 
that will be seen the most? Why 
not make more main seams away 
from the sink line?  

Now, don’t get me wrong. There 
are still times when putting the 

seam in the sink line makes 
sense. Color matching and grain 
matching the seam are two other 
important issues that fabricators 
ought to consider.  Needless to 

say, the waste factor or how much 
of the slab is being used is also 
always part of the equation. But 
the idea that you should do ev-
erything in your power to put the 

seam in the sink line is certainly 
dated and no longer holds true in 
the age of nearly invisible seams.

And on a final note: it is always 
important to make sure your cus-
tomers are aware of where the 
seams will be in their countertops 
and why they are being placed in 
that location. Educating and com-
municating about seam placement 
is a sure way to avoid headaches 
or misunderstandings with a 
homeowner.

The Omni Cubed 
VCM Seam Setter 
offers manual, AC 
or battery vacu-
um operation to 
firmly pull seams 
together for per-
fect contact while 
adhesive cures.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for KDrill CNC Core Bits
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The Fabricator’s Choice 
for More Than a Decade!

“Excellent quality 

and excellent price.”

– Kathi Upchurch, 

  Castech, Inc.

“Great quality 
for the price.”

– Hershel Margaretten, 
  Imperial Marble

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

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

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

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

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

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

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

Chip Free
Smooth, chip free cutting was mentioned by several 

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

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

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

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

 Item # Description MSRP OUR Price 

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

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

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

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

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

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

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

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

Viper® Turbo Granite Dry Blade

Steve Bussell recommends 
Viper® Turbo Granite Dry Blades

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

a bundle of anything, we can 
(and will) look around and find 
the best slabs at the best price. 
If vendor “A” has quality slabs 
for $18/sq ft and vendor “B” 
has quality slabs for $16.50/sq 
ft. then we can do a couple of 
things.  We can either order from 
vendor “B” or ask vendor “A” 
to lower their price. Sometimes 
they do, sometimes they don’t, 
but either way, saving $500 on 
a slab bundle can come in handy 
when you are pricing jobs. 

So on another front let me ask 
you this: “How’s your bank?”  
You started your account(s) 
with your bank many years ago.  
You walked into a brick and 

Sharon Koehler
Artistic Stone DesignShopping Can Pay

Recently I saw a bill-
board for a local insur-
ance company and the 

caption read “Change pays.” 
It was an effort to get the mes-
sage out that if you switch to 
their company you could save 
money on your insurance. So 
the question is: Can you re-
ally save money by switching 
carriers, companies, banks and 
vendors?  The simple answer is 
“YES.” So the next question is 
“Why don’t we?”

We, as humans, can get lazy 
from time to time. We like the 
status quo.  Getting used to a 
new way, a new product or 
new people is not on the top of 
our To Do list. Things are fine 
and dandy just the way they 
are. Why rock the boat?

We need to leave our comfort 
zone, look around a little bit, do 
some investigating. Sometimes 
the status quo is good and we 
need to do nothing. Sometimes 
change can help you out and 

give you a little bit more money 
in your bank account at the end 
of the month. 

Not too long ago I was in a 
local phone store getting some 
help with my company phone. 
Before the store rep started help-
ing me, he looked up our ac-
count. He indicated that we were 
on an old plan and he could save 
us some money. Not only would 
a new plan be less expensive 
but we would get more data as 
well. I got stoked about that and 
thought that if our old company 
could help us save money, what 
might a new company do for us? 

I did some googling and made 
some phone calls for clarity. I 
learned a lot about things I never 
cared about before like stream-
ing, roaming, data and the cloud.  
But the end result was: a new 
phone carrier, more data, and 
saving $60 a month. 

Vendors can work the same 
way. We are fortunate to be in 
an area where we have multi-
ple stone vendors. If we need 

mortar building, sat down with 
a branch manager or some other 
representative and hammered 
out a deal for your accounts. 
That was fine back then, but 
what about now?   

Online banks like Ally and 
Simple are giving brick and 
mortar banks a run for their 
money. Even if all you have are 
a couple of business accounts, 
it pays to shop around now. 

Online banks may be the way 
to go. Because they don’t have 
physical “branches,” they may 
be able to do more for you than 
a traditional bank. And if you 
have a couple of checking ac-
counts, possibly a business 
loan, a couple of financed vehi-
cles or a line of credit, then you 
are in the driver’s seat when it 
comes to rates and services. 

A bank that was good for 
you 10 years ago may not be 
the best deal for your business 
any more. It’s a competitive 
market in the banking industry 
right now. Take advantage of 
it. Shop around and see what’s 
right for you and your needs. 

Please turn to  Page 17 Please turn to  Page 22

Continued from page 10

MIA Reaches 
100 Accredited 
Locations

Since 1971, Sims-Lohman 
has provided products and ser-
vices for professionals and their 
clients, including custom / pro-
duction builders, remodelers, 
designers, architects, home cen-
ters and commercial contractors. 
Sims-Lohman has showrooms in 
Cincinnati, Columbus, Dayton, 
Erlanger, Lafayette, Lexington, 
Louisvi l le ,  Indianapol is , 
Cleveland, Pittsburgh, Huntsville 
and Nashville. They fabricate 
more than 5,000 granite coun-
tertops while providing the cabi-
netry for more than 20,000 new 
kitchens annually. To become 
an Accredited Natural Stone 
Fabricator by the MIA, a com-
pany must have successfully 
completed three phases of a rig-
orous application process. 

Sometimes 
change can 
help you out 

and give you a little 
bit more money in 
your bank account at 
the end of the month. 

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10717/
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Varmint County
“But paw, 

Barney 
Hockmeyer 
will steal all 
my custom-
ers up to 
the Rocky 
Topless 
Lounge. I’ll 
be out of 
business!”

“Not 
hardly. Caleb Hockmeyer 
heard that his young-
es t  g randdaughte r 
Georgia was tending bar 
up at Barney’s place. 
Somebody told him 
Barney had started letting 
his barmaids take their 
tops off, so old Caleb 
went up there, and sure 
enough, caught ‘em in the 
act.  He burnt the place to 
the ground right then and 
there.”

And so ends the saga of 

Continued from Page 12

“Son, this is yore tavern, 
but who holds the deed?”

“You do, but . . . .”
“No buts about it. You 

let my granddaughter sign 
up for that danged mud 
rasslin’ circus of yore’n. 
You know how I feel 
about treating women 
with respect and you let 
my baby Chloe tromp 
around wet and half 
naked in front of two 
hundred drunks!” old 
Elijah replied, his voice 
rising with every word.

“Besides,” the old man 
continued, his voice 
dropping back to an icy 
calm, “you’ve got plenty 
of time to fix things up. 
I’m closing the Dead 
Rat for thirty days to let 
you and all the drunks 
you cater to think about 
the error of your ways.”

Corky was also doing a brisk business in 
souvenir T-shirts until he lost his stock 
to a teed-off Caleb Hockmeyer.

Varmint County’s “War 
of the Roadhouses.”  For 
the following month, the 
county’s shiftless crowd 
find themselves home-
less as well, but that 
shouldn’t bother Caleb 
Hockmeyer and Elijah 
Haig. With the county’s 
legal taverns temporar-
ily out of business, the 
two old men are seeing 
a brisk business at their 
string of moonshine 
stills.

The International Surface Event 
Officially Opens Las Vegas 2016 
Attendee Online Registration

The International 
Surface Event 
(TISE) announced 

today that attendee online 
registration for Las Vegas 
2016 is now officially 
open. On The Cutting 
Edge of the floor cover-
ing, stone and tile industry, 
The International Surface 
Event- SURFACES | 
StonExpo/Marmomacc 
Americas | TileExpo is 
four impressive days of the 
newest products, hands-on 
demos, inspiring trends, 
key manufacturers, indus-
try suppliers, along with 
unmatched education and 
networking. 

Industry professionals at-
tending The International 

Surface Event 2016, exhib-
its occurring January 20-22 
and education January 19-
22, will experience a new 
line up of revenue gener-
ating and engaging events 
and activities, alongside 
all their previous show 
favorites.

For prime selection of 
events, activities and educa-
tion sessions at TISE 2016, 
attendees are encouraged to 
register early. Online regis-
tration is available at www.
TISEwest.com/Register, 
where information is acces-
sible 24-hours a day, seven 
days a week. Additionally, 
while registering, attendees 
will have the opportunity 
to register for a Design & 
Construction Week® Pass 

to include all the benefits of 
The International Surface 
Event, as well as, gain ac-
cess to three related indus-
try shows. For participating 
Design & Construction 
Week® events, dates and 
information, visit www.
TISEwest.com/DCWeek.

“We are excited to host 
the global floor cover-
ing, stone and tile pro-
fessional community at 
The International Surface 
Event 2016. Attendees 
are expected from across 
the entire United States 
and over 90 countries in 
the world,” says Amie 
Gilmore, Show Director for 
The International Surface 
Event. 

Please turn to  Page 26

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

Backorders 
Leaving You

Less Than 
Satisfied?

And you’ll know UP FRONT if an item is not in 
stock for any reason. If you’re sick and tired of 
backorder hassles, call 800-575-4401 or visit:

www.Braxton-Bragg.com

Not If We Can Help It…
(And We Can!)

We Deliver 99.27% of Our Customers’ Orders
in 2 Days or Less.

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

http://www.TISEwest.com/Register
http://www.TISEwest.com/Register
http://www.TISEwest.com/DCWeek/
http://www.TISEwest.com/DCWeek/
http://www.braxton-bragg.com/
http://www.slipperyrockgazette.net
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Holy Halloween!

Unless you had 
youngsters back 
then, a certain 

event in October 2004, 
and again in October 
2010, likely passed your 
family unnoticed. But 
for parents of wee ones 
during the aforemen-
tioned dates, it was a time 
for worry and strife—as 
only modern Americans 
can do.

Those were—gasp!—
the most recent years 
when Halloween hap-
pened to fall on a Sunday.

To hear folks talk about 
it, you would have thought 
the world was coming to 
an end. Why? Because 
parents didn’t know what 
night their kiddies should 
go trick-or-treating: 
Saturday night, the 30th, 
or Sunday night, the 31st.

I am not making this 
up. Both times, the metro 
desk at our newspaper was 
bombarded with dozens 
of telephone calls from 
anxious mamas, daddies, 
grannies, grandpas, aunts 
and uncles wanting to 
know when kids should hit 
the streets for their annual 
sugary treat shakedown.

To reiterate for the dis-
believing: I am not mak-
ing this up.

My response to the ones 
I talked to was, “Huh? 
Even in these idiotic 
times, how hard can this 
be to figure out? Children 
are supposed to go trick-
or-treating on the night of 
October 31! Just like they 
have forever!”

“But October 31 falls 
on Sunday this year,” the 
parents, et al, would con-
tinue to protest. “Doesn’t 
that mean they should cel-
ebrate on Saturday night? 
Isn’t there a law about 
this?”

It wasn’t just here 
in Knoxville or else-
where in the South, 
either. All across the na-
tion, the question arose. 
Several cities—Quincy, 
Washington, among 
them—officially moved 

Halloween to Saturday 
to accommodate the date. 
Once again: Not making 
this up.

My initial reaction was 
to scream something 
aloud into the phone: “Get 
a life, people! There aren’t 
any rules, official or other-
wise, about something as 
mundane as Halloween! 
Panic about something 
that truly matters! Sheesh! 
Sunday Halloweens were 
no big deal when I was 
growing up! We never 
worried about them! Why 
should they be a problem 
now?”

And you know what? I 
was wrong.

I made this startling 
discovery while looking 
back over October calen-
dars from my childhood. 
That’s when I discovered 
the truth: Sunday trick-or-
treating never occurred in 
my day. Not once. Ever. 
I’m serious.

If you don’t believe me, 
grab a perpetual calen-
dar and see for yourself. 
That’s what I did, and it 
took me several days to 
polish off the last crumbs 
of humble pie. Consider:

I was born in 1947. 
During my childhood, the 
only years October 31 fell 
on a Sunday were 1948 
and 1954. Clearly, 1948 
was out of the question 
for candy grubbing, as I 
was still wearing diapers. 
I have no recollection 
of Halloween ’54, but at 
age seven I’m sure I was 
judged too young to be 
turned loose for house-to-
house maneuvers.

One other thing to 
keep in mind: Halloween 
back then was a virtual 

 Sam Venable  
Department of Irony

afterthought on the hol-
iday calendar. It was 
nothing like the fancy, 
orchestrated, mega-bil-
lion-dollar, glitzy-cos-
tumed festival Americans 
celebrate today.

In fact, because of the 
way Leap Years figured 
into the plan, it wasn’t 
until October 31, 1965, 
that a Sunday Halloween 
rolled around again. I was 
a student at the University 
of Tennessee by that time, 
and can assure you the 
only treats and costumes I 
was interested in were (1) 
female and (2) skimpy.

So what, ultimately, 
was my recommendation 
about when to unleash 
trick-or-treating rug rats 
in the neighborhood?

I told readers to let ’em 
go whenever they dang-
well pleased—Saturday 
night or Sunday night or 
both. It didn’t matter ei-
ther way. Just as long, of 
course, as they split their 
take with Mom and Dad.

If any of this makes you 
scratch your head and say, 
“Hmmm, what about next 
time?” worry not. Thanks 
once again to the vagaries 
of Leap Years, a Sunday 
Halloween won’t occur 
again until October 2021.

By then, you’ll be in (1) 
the boneyard or (2) “the 
home” and will have many 
other matters of worry and 
strife on your plate.

So happy trick-or-treat-
ing! And save a Tootsie 
Roll Pop for me. I like 
grape the best.

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.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
9-8-2015

GranQu
artz 

Website

at ?

Big 

October sale!

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

mailto:sam.venable%40outlook.com?subject=Slippery%20Rock%20Article
mailto:sam.venable%40outlook.com?subject=Slippery%20Rock%20Article
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7507/
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Continued from Page 14

Shopping Can Pay

 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 different 
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.

Businesses and customers need to 
work together. Loyalty is a two- 
way street. It’s when it becomes 
a one-way street that you need to 
take a long, hard look.  Shopping 
can pay.

On a side note, here is a little 
tip for you. These issues can carry 
through to your personal life as 
well.  Following the trend, I per-
sonally switched my phone carrier 

Times change: if your bank isn’t 
willing to change too, there is no 
harm in searching for better rates, 
terms or perks. 

It’s not just slabs, phones and 
banks. Long-term relationships 
can get stale and we humans 
can get complacent. We had our 
same car insurance for 10 years. 
You would think that your agent 
would always be looking out for 
your best interests, but let’s face 
it: one agent can have hundreds of 
customers. That’s a lot of due dili-
gence. There is no harm in calling 
your agent and asking him to look 
things over. We ended up saving 
$150 a month on auto insurance 
and getting better coverage. And 
all it took was a phone call.

Yes, it’s a hassle to change in-
surance, banks or even uniform 
companies, for that matter. Don’t 
get me wrong– loyalty is import-
ant in business. Supervisors and 
bosses need to be loyal to their 
employees, and vice versa. You 
need to be loyal to your customers 
and help them out whenever you 
can. Your customers need to be 
loyal to you as well.  Vendors and 
businesses need to work together. 

Behind every 
great man is a 

woman rolling her 
eyes.  –Jim Carrey

For having lived 
long, I have expe-
r ienced many 

instances of being obliged, 
by better information or 
fuller consideration, to 
change opinions, even on 
important subjects, which 
I once thought right but 
found to be otherwise.

–Benjamin Franklin

for a savings of almost $80 per 
month. You might have to wait 
for the end of your contract but 
check with your new prospective 
carrier– a lot of times they will buy 
out your contract.

I did the same thing with my 
personal car insurance. I talked 
to my old company and they 
laid out what they would do for 
me. Thinking I could do better, 
I started investigating and found 
a good, reputable company that 
could save me $189 A MONTH!  

Two changes netted me over $250 
a month in savings. Who can’t use 
an extra $250? Shopping can pay.

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.

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

mailto:sharon%40artisticstonerichmond.com?subject=Slippery%20Rock%20Article
mailto:sharon%40artisticstonerichmond.com?subject=Slippery%20Rock%20Article
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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Wear from constant foot traffic on black granite in 
front of an elevator cab. This can be considered a 
high traffic area.

Black granite wear restored and polished.

Please turn to page 26

Stone Restoration and 
Maintenance Corner
Polishing Granite & Similar Stones

Bob Murrell 
Special Contributor

Photos provided by Bob Murrell

When it comes to 
tough restoration 
jobs, being able to 

successfully restore granite is 
definitely a big feather in the 
cap. It is a milestone of a sort 
when a contractor completes 
his first granite project. It is 
almost like you have arrived, 
even though you know there 
will still be many trials and 
tribulations ahead.

Granite is much harder 
than marble and most all 
other natural stones as well. 
Granite is a loosely used ter-
minology as most of these 
stones are gneiss, anortho-
site, basalt or some other 
igneous material. However, 
the stones are grouped to-
gether and called granites 
as a common commercial 
term.

Granites are generally 
about a 7 on the Mohs scale. 
Most marbles and other 
similar stones tend to be 
generally less than 4.

We use specialized acids 
combined with micro-abra-
sives to polish marble. 
These same acids do not 
help when polishing granite. 
Only the fine micro-abra-
sives work to mechanically 
shine the granite.

Grinding, honing, and 
polishing granite is a slow 
process compared to that of 
marble. Because the granite 
is so hard, stock removal 
can be very slow. Lippage 
removal is slow but very 
important, especially if the 
granite is black or dark. 
“Picture framing” flaws can 
be very obvious when work-
ing on black granites.

It helps to have gran-
ite-specific diamonds and 
heavy machinery when 
doing granite projects. 
Because granite is so hard, 
softer bonded abrasives are 
needed. Remember, when 
working on “soft” material 
like travertine or limestone, 
hard-bonded abrasives are 
required so that they won’t 
wear prematurely. When 
working on hard material, 

the opposite is true: soft 
bonds are necessary to 
achieve good cutting rates. 
If significant lippage is 
present, a total restoration 
will be required. 

Also, remember that 
granite normally doesn’t 
wear too much because 
it is so hard. There are al-
ways exceptions, of course. 
However, if lippage is not 
a major issue, blending can 
be achieved by feathering 
out in traffic wear lanes. 
For example, starting with 
the use of an 800 grit dia-
mond to smooth the heavy 
wear areas followed by a 
1,500 (or 1,800) grit over-
lapping by a good amount, 
and finally by a 3,000 (or 
3,500) grit, overlapping all 
by at least a foot or two. Try 
using foam spacers under 
your diamonds to allow for 
maximum flexibility which 
definitely helps with minor 
lippage. 

It’s best practice to use 
granite specific diamonds 

on large granite projects. 
However, regular mar-
ble-suitable diamonds 
should work satisfactorily 
on mixed material surfaces 
or small granite projects. 
Just remember– if you are 
not removing stock as fast 
as you think you should, 
you will probably need to 
use softer bond diamonds.  

Speed and weight will 
help with many aspects of 
the process. Stock removal 
is faster with more weight 
and the higher RPM of a 
planetary-type machine. 
Polishing is also certainly 
faster and better with more 
weight. Standard heavy 
duty floor machines are 
also capable of successfully 
finishing granite.

Current granite polishing 
procedures utilize granite 
polishing powder com-
bined with crystallizer or a 
ready-to-use granite polish-
ing compound. 

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8454,10193,10504/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Order in the Universe

For 17 years now, my 
stone shop has been a 
laboratory. It may not 

have beakers, Bunsen burners, 
or bottles of dangerous chemi-
cals, but there have been scien-
tific studies taking place since 
day one.  

Many bright ideas have been 
measured out, extreme heat has 
been applied, and chemical re-
actions have occurred.  

Yes, there have been many 
explosions!

After documenting the out-
comes of hundreds of such ex-
periments inside the universe 
of stone fabrication, I can con-
clusively report the following:  
Order has never just evolved out 
of the chaos–  ever.  Not a single 
solitary case of clarity material-
izing out of the thin air of confu-
sion and miscommunication has 
ever been observed.

Entropy and The Second Law 
of Thermodynamics are the sci-
entific terms that explain this 
phenomenon.

Translated into Fabricator-ese 
these terms mean that things 

like communication, equipment, 
and the very people that make 
up the business are constantly 
breaking down and energy must 
be applied continually to get and 
keep things under control.  

If you have been in business, 
managed a department, or lead 
a small crew for more than 5 
minutes, you know this to be 
true.  And you know that order 
can be elusive and a challenge 
to maintain.

The Three Elements of Order 
necessary to establishing order 
in your universe are Authority, 

Standards, and Will:

Authority:  Every lab needs 
a scientist and every decision 
to impose order on a business, 
department, or job site source 
and a starting point.  Authority 
starts at the top naturally, but 
it must cascade throughout the 
organization as well.  At every 
level, the work of developing 
solutions to problems must be 
delegated.  Remember, it will 
not happen on its own.

Standards:  Solutions require 
the right ingredients at the right 
time in the right proportions.  
These ingredients, if you will, 
are the timing and tolerances, 
the when and how well a task 
is to be preformed.  When 
communicated effectively in 
measurable terms, they are the 
magic-potion that will solve the 
problem.  Leaving them to the 
discretion of the operating level 

 Aaron J. Crowley
Crowley’s Granite Concepts

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.

“Please hold for the next service agent. This 
call may be recorded to play back to your 

mother if you use bad words.”

employee is like giving a lab as-
sistant a beaker with no lines for 
volume to precisely mix highly 
volatile chemicals…Boom!

Will:  Edison tried thousands 
of experiments before the light-
bulb glowed and stayed lit. 
Imposing and maintaining order 
in a business is no less an en-
deavor, and the scientist must 
decide that nothing less than 
success is acceptable, because it 
is a contest of wills.

You may have a shop with 
slurry on the floor and assistants 
wearing Bullet Proof Aprons 

instead of white lab coats, but 
you are no less a genius at work 
than Albert Einstein, Isaac 
Newton, or Alexander Graham 
Bell. Your work is no less 
important.

So get back into that lab and 
remember this: hoping that 
order in your business will ma-
terialize out of thin air makes 
you the maddest scientist in 
your universe!

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

© Randy Glasbergen / www.glasbergen.com

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

http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/6684,7509/
http://www.slipperyrockgazette.net
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Why is Akemi Platinum the clear leader? 
Akemi Platinum provides a permanent bond 
that cures faster and clearer than any other 
polyester adhesive.

Akemi begins with the best raw materials 
and engineering, and has more than 75 years 
of experience in formulating products for 
stone applications. Akemi is also dedicated to 
providing the best in adhesives with its top of 
the line Platinum Premium Clear Polyester.  

Appearance and Clarity
  Appearance and clarity are a priority in 
making a seam, lamination or repair invisible. 
Clear epoxies and “water-clear” polyesters take 
hours to cure to a polishable stage, and while 
transparent polyesters may cure in less time, the 
amber appearance they have must be overcome. 
Each option requires a trade-off to be made; 
will you choose quick curing time, or are you 
willing to sacrifice appearance and clarity?

The Clear Choice
With Akemi Platinum polyesters, there is 

no trade-off. The clarity of Akemi Platinum 
makes it easy to match the color of the stone. 
The appearance of the stone comes through 
more exact and clear. Akemi Platinum “colors 
right,” making it easy to tint and match stone.

   
Curing Time

Akemi Platinum cures in only 30 minutes.* 
That means you have less down time with 
Akemi Platinum before you can safely mill, 
profile, polish or drill. 

  High quality resins and  ingredients insure 
Akemi Platinum performs exceptionally in 
many applications such as seams, laminations 
and repairs. Best of all, it is ideal for working 
with granite, marble or engineered stones.

*Curing varies with temperature. Cure time is faster 
at 70° or higher, and will be slower at 70° or less. 

Bond Strength
Bond strength is essential in laminating or 

making repairs. Akemi Platinum’s strength 
makes it perfect when layering or joining 
integrity is needed. Akemi Platinum’s strength 
and quick cure time eliminates failures in 
laminating and in seaming countertops.    

Another way that Akemi insures a good result 
in comparison to other adhesives is that Akemi 
Platinum allows more forgiveness when it 
comes to measuring out the mixture. So when 
too much or too little hardener is added, the 
results can still be strong and secure. ** 

**Best results will be always be achieved when 
following manufacturer’s instructions.

Call now to order Akemi Marmorkitt 1000 Platinum Knife Grade
Call toll-free 1-800-575-4401

Why is AKEMI Platinum the CLEAR leader?

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 
 4623 Akemi Marmorkitt 1000 Platinum Knife Grade  $40.95 $29.95
  Polyester Adhesive, Quart 

Price includes the correct amount of paste hardener

YOU

SAVE 

29%

Tim Nelson, Supervisor

Classic Stone Works

Linville, NC

“Since using Akemi Platinum 

we haven’t used any other 

polyester. It’s clearer and ‘tints 

right.’ Akemi Platinum is 

better than anything else.”

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

http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0%2C8447%2C8727%2C9937%2C8727/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8727/
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They cost around 40% less than any-
thing else you can buy. Their 6mm dia-
mond plate means they run faster, last 
longer and put less strain on your CNC 
machine. But you can’t buy them from 
GranQuartz because GranQuartz doesn’t 
sell them. 

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

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

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

Hard to believe? 

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

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

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

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

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

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

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

• Only diamonds with the highest particle 
strength are selected. 

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

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

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

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

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

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

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

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

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

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

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

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

Why not make it the very next thing you 
do?

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

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

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

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

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

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

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

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

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

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

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

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

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

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

So why not switch to Viper today?

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

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

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,10544/
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The Mommy Test

I was out walking with my 
4-year-old daughter. She 

picked up something off the 
ground and started to put it in 
her mouth. I took the item away 
and I asked her not to do that.

“Why?” my daughter asked.
“Because it’s been lying 

outside, and you don’t know 
where it’s been; it’s dirty and 
probably has germs,” I replied.

At this point, my daughter 
looked at me with total admira-
tion and asked, “Wow! How do 
you know all this stuff?”

“Uh,” …I was thinking 
quickly… “All moms know this 

stuff. It’s on the Mommy Test. 
You have to know it, or they 

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

don’t let you be a Mommy.”
We walked along in silence 

for 2 or 3 minutes, but she was 
evidently pondering this new 
information

“OH…I get it!” she beamed, 
“So if you don’t pass the test you 
have to be the daddy.”

“Exactly!” I replied back, with 
a big smile on my face and a 
“fist pump” in my heart.

Continued from page 14

MIA Reaches 
100 Accredited 
Locations

Phase one was the completion 
of a lengthy application that re-
quired the applicant company to 
provide various documents and 
references which ensure that 
the company is in compliance 
with the 10 standards of accred-
itation as laid out by the MIA 
Accreditation Commission. 

Phase two required the compa-
ny’s qualifying agent to pass a 
200-question exam, online or an 
immersion onsite course. 

The exam tested the applicant’s 
knowledge and application of 
material usage, installation, fabri-
cation, restoration, care and main-
tenance, administration, legal/
contracts, and jobsite and shop 
safety. Phase three was a compre-
hensive site visit, which included 
a facility review, document re-
view, and one or more installation 
site visits.

James A. (Jim) Hieb, CAE, 
Executive Vice President/CEO 
at the MIA said, Sims-Lohman is 
now able to proudly display the 
accreditation seal, symbolizing 
that they are among the finest in 
the natural stone industry with 
respect to craftsmanship, safety, 
and business practices.”

Sims-Lohman in Zionsville, 
Indiana is the 99th location in 
North American to achieve the 
MIA Natural Stone Fabricator 
accreditation. For more informa-
tion on the company, visit www.
sims-lohman.com.

To learn more about the MIA 
Accreditation program, and to 
see a full list of MIA Accredited 
companies, please visit www.
marble-institute.com/gettheseal.

“Give a man a 
fire and he’s 

warm for a day, but 
set fire to him and 
he’s warm for the 
rest of his life.”

Terry Pratchett 
 Jingo, 1997

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Finger Bits
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“What Sound Does Stone Pro’s Beaver Edge Chisel Make?”

If you thought “The Beaver” was just another pretty tool, then you are missing out on 
serious, cash-register-ringing, profit-producing opportunities with the best clients. 

Here’s why…
The best clients to have are not the ones trying to keep up with the Joneses 

– the best (and most profitable) are the Joneses.

Double bullnose with ChiseleD Center ChiseleD eDge

I n today’s highly competitive market, you can’t depend on price 
shoppers to grow your business. Those clients are great for cash 
flow but you’ll never get ahead. What you need are the clients 

who set the trends… the clients who are willing – even eager – to pay 
more to have something few others have.

A Secret About What the Joneses Want
Most fabricators don’t realize it but the customers who want the most 
unique products won’t come out and ask for it. They want you to pro-
pose it. You see, they want to know they’re working with a fabricator 
who “gets” them. They’ll test you to see if you can bring unique ideas 
to the table. If not, you’ll never hear from them again. You’ll think you 
were priced too high. The truth is,  for them it’s not about price – it’s 
about having something no one else on their street has.

Better Tools Create Better Products
So, how do you make sure you don’t under quote the Joneses? In every 
presentation, offer a “Cadillac” level choice. The best, most unique 
stone with one-of-a-kind edges you can only get from The Beaver. 
The Beaver – along with your craftsmanship and imagination – will 
allow you to create one of a kind products. Everything from kitchen 
counters to steps, to pool edges, to fireplace mantles and hearths, to 

showers to desks and more. And these are the projects the best cus-
tomers with the most money to spend, love! 

The Beaver is a Better Tool
The Beaver Pneumatic Rock Chisel works on all types of stone, in-
cluding granite, marble, and limestone.  The Beaver eliminates human 
error and gives you a consistently even, yet random chiseled-look edge. 
The Beaver gnaws away stone so quickly that you can edge an entire 
island in about an hour! Increase the production capability of your 
shop, and don’t lose out on chisel-edge top bids again!

Get It For Less 
For the first time ever, we are now able to offer The Beaver for ONLY 
$1,875! Upgrade just one small project – or part of a project like a bar 
– and you’ll cover your cost for this profit-producing tool. 

Get It Today 
For more info on The Beaver and how it can help you increase prof-
its in your fabrication business, call 1-800-575-4401 today. Or, go 
online and order your own Beaver today by visiting www.braxton-bragg.
com/beaver.

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

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

“Cha-Ching!”

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Beaver Edge Chisel Machine

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9456/
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Kitchen Remodel in Arizona 
Takes Surprising Turn 

Home renovations are 
rarely pleasant, es-

pecially on an old house. 
Anything from faulty elec-
trical wiring, foundation 
issues, or even pest infesta-
tions can be revealed when 
you start knocking down 
walls and tearing up floors. 
And very rarely, you find a 
jaw-dropping surprise– in a 
good way.

Recently, one Phoenix, 
Arizona couple were start-
ing some kitchen renova-
tions in their home. They 
had been in their house for 
two years, and it had had at 
least 6 previous owners, so 

it probably needed updat-
ing, and  wasn’t their style. 

In an attempt to save 
money, the young couple 
decided to renovate the 
room themselves. When 
they tore down the old 
kitchen island, they found 
a mysterious safe set flush 
with the floor. 

Strangely enough, when 
the couple first moved in, 
they found what appeared 
to be a safe combination 
code in the back of a medi-
cine cabinet. After a casual 
search,  they never found a 
safe, but luckily they had 
kept the code – just in case. 

The Marble Institute 
of America (MIA) 
has appointed 

three new individu-
als to the Accreditation 
Commission. Rob Barnes 
(Dee Brown, Inc.), Travis 
Collins (B.C. Stone, Inc.), 
and Gregory Lepore (Dan 
Lepore & Sons Company) 
were all recently appointed 
to a three-year term.

Rob Barnes stated: “I 
believe accreditation will 

MIA Accreditation Commission Appoints 
Three from the Industry

bring up the overall com-
petency of our industry 
members. I am excited to 
be involved with the con-
tinual evolution of the pro-
gram, and I hope to see us 
create a continuing educa-
tion platform that I believe 
will be necessary for con-
necting with the architec-
tural community.”

The Accredi tat ion 
Commission is a gov-
erning body responsible 
for setting guidelines for 

MIA’s accreditation pro-
gram and establishing rules 
and regulations for compa-
nies seeking accreditation. 
Responsibilities of com-
mission members include:

•Monitoring and revis-
ing accreditation program 
standards, policies and 
procedures

•Actively promoting 
the accreditation program 
throughout the natural 
stone community

•Responding to inquiries 

regarding qualifications for 
accreditation and maintain-
ing accreditation status

•Using established pol-
icies and practices to 
determine accreditation el-
igibility for companies in 
the natural stone industry

Greg Lepore said: “I’m 
pleased that the focus for 
the next few months is to 
build more awareness for 
the accreditation program 
in the design community 
and with consumers. We 
have an aggressive agenda, 
and we want to build the 
program on all fronts.” 
Travis Collins looks for-
ward to this challenge: “We 
want to raise awareness of 
the accreditation program 
outside of the MIA cir-
cle. Accredited companies 
are committed to a higher 
standard, and consumers 
who understand what the 
MIA accreditation means 
can make a more educated 
decision when selecting a 
company.”

Continuing on the 

Gregory Lepore,  
Lepore & Sons, Inc. 

Rob Barnes, 
Dee Brown, Inc.

Travis Collins, B.C. 
Stone Inc.

C o m m i s s i o n  a r e 
Commission Chair Rodney 
Harvey (Curtain Wall 
Design & Consulting, Inc.), 
Monica Gawet (Tennessee 
Marble Company), Guido 
Gliori (Grazzini Brothers 
& Co.), GK Naquin (Stone 
Interiors), Bernie van 
Etten (Murphy Marble 
Company) and Robert 
Zavagno (Cleveland 
Marble Mosaic Company). 

MIA would also like to 
welcome the 2015 mem-
bers of the Accreditation 
Appeals Committee: 
Kevin Camarata (Camarata 
Masonry Systems, Inc.), 
Scott Lardner (Rocky 
Mountain Stone), and 
Brad Pearce (Front 
Range Stone). Appeals 
Committee members serve 
one-year terms and are re-
sponsible for receiving and 
considering appeals for 
accreditation.

For more information on 
accreditation, visit the MIA 
website, www.marble-in-
stitute.com

Faux Smokey
Eludes Capture

Authorities really want 
to question a man 

who donned a fairly real-
istic bear costume – head 
and all – and wore it while 
harassing a mother bear 
and two cubs trying to 
feed on pink salmon in an 
Alaska river.

The incident happened 
one Monday in August on 
the Chilkoot River near 
Haines, said Alaska Fish 
and Game Assistant Area 
Management Biologist 
Mark Sogge.

It wasn’t immediately 
known what the man was 
trying to accomplish, but 
if events had happened 
differently, it could easily 
have been a unique way of 
committing suicide.

A crowd had gathered 
at a weir, used to count 
fish, because the sow and 
two cubs have frequently 
showed up there to feed 
during the salmon run.

The crowd, which is 
kept at a safe distance 
from the weir, became 
startled when a man 
decked out in a bear outfit 
ran through the area that 
Monday evening.

The man began to jump 
up and down, and then got 
dangerously close to the 
cubs – within five to 10 
feet, Sogge said.

Alaska Fish and Game 
technician Lou Cenicola 
moved the sow out the 
way for the man’s safety 
and then tried to talk to the 
man, which Sogge said is 
a little outside Cenicola’s 
normal duties.

“Our job is to count 
fish,” Sogge said.

The man refused to iden-
tify himself, Cenicola said.

Please turn to page 25
Please turn to page 25
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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The Marble Institute 
of America (MIA) 
has expanded its 

Wine & Stone program to 
include a CEU component. 
The expanded program 
will offer the same engag-
ing information found in 
the original Wine & Stone 
presentation (developed by 
MIA’s Women in Stone 
initiative), with added in-
formation to educate par-
ticipants on the mineral 
composition of stone and 
other factors that make each 
stone type unique. CEU 
credit will be available for 
architects and designers 
through the following or-
ganizations: AIA, IDCEC, 
LACES, and NKBA. The 
original 30-minute Wine & 
Stone presentation is still 
available. 

The 90-minute Wine & 
Stone CEU presentation 
includes six wine compari-
sons and six stone compari-
sons, plus additional content 
about the effects of various 
finishing details. It is de-
signed to meet the following 
learning objectives:

1. Find out how formation 
and mineral composition 
affect the characteristics of 

After a half dozen at-
tempts, the code finally 
worked, and the cou-
ple found stacks of old 
money, a bottle of bour-
bon, and a book holding 
notes, a photo, and some 
mysterious clues.

The bourbon was a 
sealed, rare 1960 bottle of 
James E. Pepper, which 
had already aged for six 
years (before 1960), ac-
cording to the tax stamp.

The safe contained 

Kitchen Remodel 
in Arizona Takes 
Surprising Turn 

stacks of neatly tied old 
bills, including some rare 
$2 bills that were discon-
tinued in 1966. The secret 
hoard totaled an impres-
sive $51,080 in cash – a 
significant nest egg by 
1960’s standards.

Along with the money 
and bourbon, the couple 

also found a copy of A 
Guide for the Perplexed 
by E.F. Schumacher that 
held cryptic clues like 
names, a bingo card, a 
photo, underlined pas-
sages, and a map with 
an ‘x’ mark over Mesa, 
Arizona. 

Needless to say, the map 
and book of “clues” is one 
mystery we’d like to see 
solved – there may be 
more treasure involved! 

The couple have not  
decided what to do with 
the windfall – but they 
are definitely keeping the 
bourbon, they say.
Source: www.elitereaders.
com

MIA Expands Wine & Stone 
Program to Include CEU Component

natural stone as a building 
material.

2. Compare and contrast 
similar types of stone.

3. Learn how to create 
appeal for natural stone 
by telling the interesting 
stories about how and why 
they look and perform 
differently.

4. Learn how climate and 
soil factors affect the flavor 
and acidity of wine.

MIA Accreditation and 
Special Projects Manager, 
Carol Wilkins, stated: 
“MIA has received numer-
ous requests to expand the 
Wine & Stone program to 
include CEU credits. This 
is a great way for stone 
companies to reach out 
to designers and archi-
tects in their region.” MIA 
CEU Administrator, Sarah 
Gregg, said: “Members of 
the design community will 
be more likely to attend an 
educational event if their 
CEU needs can be satisfied. 
The additional wine and 
stone comparisons increase 
the program’s capability to 

teach attendees how to tell 
the story of natural stone in 
order to create appeal for 
their clients.” 

The first Wine & Stone 
CEU event was recently 
held at LATICRETE 
International in Bethany, 
CT. According to Marcella 
Prado, Strategic Accounts 
Manager at LATICRETE: 
“We chose the CEU option 
because it was requested 
by several distributors—
there are not very many 
programs out there that 
add a little wine with learn-
ing! Our event was very 
well received; we actually 
received letters from par-
ticipants who told us how 
much they enjoyed it and 
expressed interest in hosting 
similar events in their areas. 
I would definitely recom-
mend this to others.” 

For more information 
about MIA’s Wine & Stone 
program, including how to 
schedule a Wine & Stone 
event, please visit www.
marble-institute.com/
wis-wine-stone. 

Faux Smokey
Eludes Capture

Sogge reported the man 
told the technician: “You 
have the license plate num-
ber. You figure it out.”

The man then drove off 
without ever removing the 
costume head and revealing 
his face.

Wildlife officials reported 
the incident to troopers, in-
cluding the license plate 
number. Troopers are investi-
gating, spokeswoman Megan 
Peters said. If warranted, the 
man could face wildlife ha-
rassment charges.

“This is not the first time 
we’ve encountered a man in 
a bear suit,” Peters said.

The other incident of a man 
in a bear suit came during 
the forest fair in Girdwood, 
just south of Anchorage, a 
few years ago. That man’s 

arrest was cap-
tured on film for 
the now-canceled 
“Alaska State 
Troopers” reality 
TV show, as an ex-
ample of the daily 
weirdness they 

have to handle.
Haines is about 500 miles 

east of Anchorage, near the 
top of Alaska’s southeastern 
panhandle.

Continued from page 24

Continued from page 24
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The International Surface Event 
Opens 2016 Online Registration

“Additionally, our second an-
nual partnership with Design & 
Construction Week® will offer a 
unique expanded opportunity to 
view products and services for 
remodeling professionals.”

New at TISE 2016 Vegas!
TISE Living Magazine is a new 

twist to a favorite show floor 
feature, THE TRENDS HUB. In 
2016, the Trends Hub is modern-
izing into a sleek, modern “Living 
Magazine”. Attendees will have 
the experience of taking a 3D 
walk through a magazine expe-
rience featuring the forecasted 
trends and colors for interiors 
for 2016/2017, product samples, 
and interactive social media and 
trends sessions.

TISE announces the new 
IGNITE Education Program. At 
the forefront of the event, this 
unique educational opportunity 
offers proven strategies for in-
creasing a company’s profitabil-
ity and productivity. Participants 
will learn best practices and the 
latest technology to help increase 
their bottom line and network 
with industry leaders and get an-
swers to the challenges faced in 
their business. Carefully crafted 
into the program are courses to 
assist industry professionals in 
navigating and targeting key 
growth areas for their business.

Registration Packages
Attendees may choose from 

multiple registration exhibit 
and education packages at TISE 
2016 in Las Vegas. Members 
of the World Floor Covering 
Association (WFCA), the 
Marble Institute of America 
(MIA), National Tile Contractors 
Association (NTCA) and sup-
porting organizations of Design 
& Construction Week (DCW) 
may take advantage of discounted 
registration and conference pric-
ing. Full details and pricing can 
be found on the registration page 
of the show website.

Exhibits Registration includes 
unlimited access to the Exhibit 
Hall and on floor education. 
Also included is access to the 
bonus education options, if listed 
as free. Advance prices start at 
$25 for members and $45 for 
non-members.

Exhibits + IGNITE Education 
registration includes full IGNITE 
Education Program, plus unlim-
ited access to the exhibit hall and 
on floor education. Also included 
is access to the Bonus Education 
options, if listed as free. Advance 
prices start at $49 for members 
and $99 for non-members.

VIP Package Options are also 
available for Exhibit and Exhibits 
+ IGNITE Education Program 
registrants. The packages include 
unlimited access to the exhibit 

hall including an exclusive half 
hour advance entry to the hall, 
VIP credentials, VIP lounge ac-
cess, shuttle bus pass, and a swag 
bag. Also included is access to the 
bonus education options, if listed 
as free. Advance prices start at 
$99 for members and $149 for 
non-members.

Design & Construction Week® 
Pass includes access to TISE 
exhibit halls, all on-floor edu-
cation/demonstrations plus ac-
cess to IBS, KBIS, and IWCE 
January 19-21. Early pricing 
is $75. Design & Construction 
Week® Pass + IGNITE Education 
includes the same benefits as 
Design & Construction Week™ 
Pass plus full TISE IGNITE edu-
cation program admission. Early 
pricing is $124.

Pricing for each package will in-
crease after December 4 through 
January 18, 2016 and again for 
on-site registration, January 19 
through January 22. There are 
also various other educational 
opportunities available as pack-
age add-ons; additional fees may 
apply. Visit www.TISEwest.com 
for more information.

Continued from page 15 

“You’re made entirely from recycled 
products, so you qualify for a  

green energy tax rebate.”

Omni Cubed recently an-
nounced the launch of 
an all-new website, re-

designed from the ground up for 
improved user experience and 
functionality. Amy Livingston, 
Omni Cubed’s Marketing 
Director shared with us, “This 
has been a collaboration of 
many people’s efforts over the 
past 15 months. We wanted it 
to be new and different, but still 
recognizably Omnified. And, 
like any product we produce, 
we put this site through count-
less tests and quality checks to 
ensure we worked out any kinks 
before turning it over to our 
customers.” 

The Omni Cubed team holds 
customer service as a top pri-
ority, so the entire site was de-
signed with the fabricator in 
mind.  Some of the new features 
include: mobile compatibility, 
which allows easy access to 
all of the site’s features on the 
go; a Google Translate option, 
so product information is now 
available in many different 

languages; and improved parts 
and service navigation.  The 
new site will guide you to the 
exact parts you’re looking 
for, without the guesswork.  
Whenever assistance is needed, 
the Customer Service link on 
the homepage will take you 
straight to the company’s con-
tact information, where you can 
choose your preferred method 
of communication.

Omni Cubed Announces 
Launch of New Website

In addition to the website 
redesign, the company logo 
has also been updated.  David 
Ernst, Omni Cubed’s Creative 
Director commented, “We like 
to think of it as getting back to 
basics, because it has been sim-
plified to resemble our original 
logo from 12 years ago.”

Also new from Omni Cubed, 
is a plan for regularly releas-
ing new product videos. These 
videos will vary from quick 
maintenance and how-to vid-
eos, to more in-depth product 
overviews. 

Please turn to page 31

Please turn to page 36

Stone Restoration and Maintenance Corner
Continued from page 18

Either type of polishing process typ-
ically uses a #0 or #1 steel wool pad. 
When the granite polishing powder 
(normally the dark variety as most 
granites contain some black elements) is 
used, a 1/4 -1/2 cup amount is applied in 
a small pile. Several squirts of the crys-
tallizer is applied on top to wet and lu-
bricate the powder. The steel wool pad 
is laid on top of the mixture and the ma-
chine is run spreading the mixture over 
about 9 square feet or so. It is best to use 
a buffing pad of some type between the 
steel wool pad and the pad driver. This 
will keep steel wool fibers from getting 
stuck in the pad driver. 

The mixture will initially become a 
paste as you spread it over the polish-
ing area. It will then start to dry out 
and turn back to powder. When this 
happens the machine will encounter 
resistance and become hard to handle. 
Apply more crystallizer to rewet and 
lubricate. Repeat this going from wet to 
dry procedure until the polish develops 
as required.

I had always heard that getting the 
granite hot when polishing is what 
helped it “pop.” That may have been 

somewhat true back in the day when 
a lead and felt head was used to pol-
ish. Most granite has open microscopic 
surface pits where small crystals have 
been ejected from previous honing 
steps. The lead would actually fill in 
these pits making the surface more uni-
form and helping with the overall pol-
ish appearance. Today, the polymer in 
the crystallizer helps provide this same 
effect. Getting the granite hot is just a 
byproduct of polishing correctly. 

Polishing can be used to maintain 
a floor, but normally will not repair 
wear satisfactorily when it has be-
come noticeable. 

This granite flooring in a hall-
way is starting to show wear 
patterns: note the dull areas.
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Moisture damage, pitting and 
spalling, and stain removal are 
just a few of the topics covered 
in Dr. Fred’s 4-day workshop.

Stone Forensics Offering Stone and 
Tile Troubleshooting Workshop in 
Las Vegas, Nevada, January 2016 

Stone Forensics  announced 
today that it will be con-
ducting its popular Stone 

and Tile Troubleshooting  train-
ing in January 2016 in Las Vegas. 
The program is designed to teach 
the basics of stone and tile instal-
lations failures. 

According to Fred Hueston, 
who will be conducting the train-
ing, “The amount of failures, 
poor installations and other issues 
with stone and tile flooring are on 
the rise. This seminar is perfect 
for  restoration and installation 
contractors as well as architects, 
building engineers and mainte-
nance staff who have to deal with 
stone and tile installation and 
restoration.

The program is being offered in 
Las Vegas, NV, the same time as 
Stone Expo. Training will be held 
January 18-21, 2016.   For those 
who wish to be certified inspec-
tors this course will also offer 
certification.

 

The stone and tile troubleshoot-
ing program is a full 4 days with 
the certification test on the last 
day.  The program is only offered 
once per year and the class size 
is limited. The cost of the class is 
$1995 per person. 

 
The following topics will be 

covered in the comprehensive 
class:

 
• The Geology of Stone

• Understanding the Structure 
of Different kinds of stone and 
materials

• Stone and tile identification

• Quarry techniques and how 
they affect the final product

• Production of tile and slabs

• Fabrication and installation 
requirements

• Physical and Chemical Testing

• Stone and Tile Forensic 
Investigation

• Problem diagnosis

• Stone and Tile Restoration

• Repair and replacement

• Stain Removal

• Troubleshooting

• Report writing

• Providing Expert witness 
testimony

• Slip Resistance

• Laboratory testing

One day will be spent in the 
field examining on-site failures.

For further information and to 
register please go to  www.stone-
forensics.com or contact Dr. Fred 
at 321-514-6845 

Old boys have their 
playthings as well 
as young ones; 
the difference is 
only in the price.

– Benjamin Franklin

Favorite Bumper Stickers
Be safe when you’re driving: Don’t laugh yourself into an accident 

if you see these provocative bumper stickers out on the road!

EARTH FIRST!   We’ll strip-mine the other planets later. 

The gene pool could use a little chlorine.

 Make it idiot-proof– 
 and someone will make a better idiot

Ambivalent? Well, yes and no....

 I’m not driving fast — just flying low.
If you can read this  

    I’m not impressed – most people can read.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Groves products
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Creepy Car Show & Block Party 
Highlight “Scream Cruise”

AN end-of-summer creepy 
car show offered a new 

treat for car aficionados in the 
Detroit area.

“Scream Cruise” took place 
in Pontiac, MI in August, a day 
after the 21st annual Woodward 
Dream Cruise celebration of clas-
sic car culture.

Glen Konopaskie, executive di-
rector of the Pontiac Downtown 
Business Association, tells The 
Sun Sentinel that the car show and 
a motorcycle block party were 
designed to bring attention to 
Pontiac’s growing business dis-
trict as well as custom motorcy-
cles and car clubs.

Konopaskie says the “Thunder 
in Pontiac Dream Cruise 
Festival” sought to attract groups 
that can’t or don’t participate in 
the traditional Dream Cruise.

Hearse enthusiast Jake Ohse 
tells MLive.com that the vehi-
cles are “pieces of machinery 
that were made to work” and 
were “not just a macabre thing 
to look at.”
Sources: Sun Sentinel, www.
sun-sentinel.com/, MLive.com

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 

A Repairman’s Story
My name is Bill Roberts and I repair     s 
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

Nightmare 
Cruisers 
hearse club 
president 
Steve Frey, 
left, shows 
off his “Open 
Casket Bar 
and Grill” 
during the 
inaugural 
Scream 
Cruise, 
Hosted by the 
Nightmare 
Cruisers 
Hearse Club.

Photo: Brandy Baker /The Detroit News

 NO man has a 
good enough 

memory to be a 
 successful liar.

Abraham Lincoln

Sherlock Holmes and Doctor 
Watson were on a walking 

tour of Northumberland and were 
caught between villages when 
darkness began to fall. Luckily, 
Watson had planned ahead and 
brought a small oilskin tent. 
Exhausted, they pitched their tent 
under the stars and went to sleep.

Sometime in the middle of the 
night Holmes woke Watson up 
and said, “Watson, look up at the 
sky, and tell me what you see.”

Watson replied, “I see millions 
upon millions of stars.”

Holmes said, “And what do you 
deduce from that?”

Watson replied, “Well, if there 
are millions of stars, and if even 
a few of those have planets, it’s 
quite likely there are some plan-
ets like earth out there. And if 
there are a few planets like earth 
in the Heavens, there might also 
be life.”

And Holmes said, “Watson, 
you disappoint me. It means that 
someone stole our tent!”

Elementary,
My Dear Watson
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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!

A Pennsylvania borough is 
putting the brakes on a dis-

gruntled handyman’s attempt at 
paying his $25 parking fine with 
50 rolls of pennies.

Chambersburg officials told 
Justin Greene his passive-ag-
gressive payment of 2,500 pen-
nies wasn’t allowed under a 
federal rule designating the cop-
per coins as small change — not 
tender for debts greater than 25 
cents.

Greene tells Chambersburg 
Public Opinion he tried paying 
with pennies because the $25 
ticket seemed excessive for the 
violation: parking on the wrong 
side of the street for 10 minutes.

The borough’s finance direc-
tor says Greene could have paid 
in quarters and dimes instead –
just not all pennies.

Greene tells the newspaper he 
still hasn’t paid the fine. He says 
he’s still trying to think of an-
other way to inconvenience the 
borough for what he believes is 
an unfair fine.

Source: Public Opinion,
www.publicopiniononline.com

The King County Sheriff’s 
Office says an 11-year-old boy 

was arrested after stealing a car 
and leading deputies on a chase in 
SeaTac, Washington.

Deputies say the boy stole a red 
Subaru Impreza one Wednesday 
after finding a hidden key. They 
say they saw someone driving 
extremely recklessly at 3:45 p.m. 
and used a driving maneuver to 
stop the vehicle. He was taken into 
custody six minutes after the chase 
began.

The sheriff’s office says no one 
was injured. By 5 p.m., the car 
had been returned to its owner and 
the boy had been returned to his 
mother.

*The computer game Grand Theft 
Auto, among other violent adult-
rated games, has been blamed for 
extreme behavior and a rise in teen 
crime and anti-social development.
Source: www.cnbc.com

Reaching the end of a promising job 
interview, the Human Resources 

Officer was impressed with the confi-
dence of a young engineer fresh out of the 
Massachusetts Institute of Technology. 
Asking one final question, he said, “And 
what starting salary are you looking for?” 

The young engineer replied, “I’m expect-
ing something in the region of $125,000 a 

Pennies Are Not
 Legal Tender?

I Blame GTA*

Job Interview year, depending on the benefits package.” 
The interviewer is a little stunned, and 

thinks for a moment, digesting that infor-
mation. He then asks, “Well, what would 
you say to a package of five weeks vaca-
tion, 14 paid holidays, full medical and den-
tal, company matching retirement fund to 
50% of salary, and a company car leased 
every two years, say, a red Corvette?” 

The engineer sits up straight and says, 
“Wow! Are you kidding?” The interviewer 
replies, “Yeah, but you started it.” 
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

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

Add $200 Pure Profit

to every Job!

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

   Item # Description MSRP  OUR Price
 20208 Vallé™ Double Bowl Reverse 60/40 Sink, 31-1/2˝ x 20-3/4˝ $166.95 $137.95

These designer Vallé™ 18 Gauge Stainless 
Steel Undermount Sinks could easily retail in 
a showroom for $250-$500.00. However, our 
offering is priced so right that it can become a 
true money-maker for fabricators! 

 
They’re Gonna Buy It Anyway

Don’t let your customer buy the sink 
from someone else and bring it to you for 
installation–give your customers a beautiful, 
cost-effective alternative with our high-end 
Vallé sinks! 

Quality
You’ll be able to please the most demanding 
homeowner with these quality sinks. 
Manufactured from heavy gauge, premium 
304 stainless steel, our Braxton-Bragg sinks are 
remarkably resistant to stains and corrosion.

Design & Style
The stylish looks of our sinks compliment 
the latest trends in modern kitchen design. 
The high luster satin finish and superb crafts-
manship will add long-lasting beauty to any 
kitchen.

Practical
Give your customers the function and 
convenience of a professional sink. The bowls 
in our sinks can accommodate large pots 
and pans without spill over. The undersides 
are fully coated, and come with extra rubber 
padding for superior sound deadening.

Durable
In our search for a suitable sink to offer our 
valued customers, our main goal was to find 
a professionally manufactured, consistently 
high-quality product. Our stainless steel sinks 
hold up to heavy use, look good in any new 
or remodeled kitchen and are easy to maintain 
and clean. What more could you ask for?

™

Compare to 

Kohler K-3356 

Item # 20208   Double Bowl Reverse 
Sink: 31-1/2˝ x 20-3/4˝
Bowl Depth: 7˝ (left) and 9˝ (right) 

Comparable Models: 
• Kohler K-3356 • Blanco 513-618 • Elkay ELUH3119R • Franke PRX120
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The first video in this series features the Pro-
Lift Automatic, released in English, Spanish, and 
French—all currently available on the Pro-Lift’s 
product page at www.omnicubed.com/prolift.

This heavy-lifting installation cart makes un-
loading large pieces out of trucks and off the 
A-frame much safer, faster, and easier than 
traditional methods.  The Pro-
Lift safely lowers, transports, 
and lifts very large/tall pieces 
(up to 1,000 pounds) that would 
otherwise have to be moved 
manually.  Engineered for opti-
mum stability and easy maneu-
verability, the cart can safely 
lift “L” or other shaped coun-
tertops for easier placement on 
cabinets.  Operated by wireless 
remote, the powered lift feature 
allows controlled tipping/tilting 
of large countertops onto cab-
inets up to 45 inches from the 
ground.  The wireless remote 
allows workers to safely posi-
tion themselves outside of the 
“fall shadow” of stone during 
installation.  Omni Cubed dedi-
cated more than three years into 
the engineering and develop-
ment of every aspect of the Pro-
Lift cart to ensure it meets the 
highest product standards and 
the installer’s rigorous needs.

Omni Cubed specializes in 
creating tools for the stone fab-
rication industry that not only 
help reduce the risk of injury, 
but also increase efficiency by 
reducing time and labor. Learn 
more about Omni Cubed tools 
and how they can help you and 
your business at www.omni-
cubed.com. Be sure to check out 
all the new features and product 
videos while you’re visiting the 
new Omni Cubed website.

If you would like to equip 
your crew with these or other 
Omni Cubed products, visit 
www.braxton-bragg.com or call 
1-800-575-4401.

Omni Cubed Announces 
Launch of New Website

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 Throwing Away  
$5,000 per Month?

Now, At Last, 
Turn Scrap Stone 
Into Cash!

The average fabricator loses  
$5,000/month!

According to market research, 85% of stone that 
is excavated from the earth for countertops gets 
thrown away during the various processing phases, 
from the quarry to final fabrication.

Turn waste stone into tile!

No other machine matches the versatility nor 
generates the yield of the Tomahawk. You can even 
create split stone surfaces that are the rage on all of 
the home and garden shows. You can charge a pre-
mium because these tiles qualify for LEED points 
and you can tell a compelling story about recycling 
and reuse of materials.

What is the 
Stone Splitter?

The Tomahawk is a compact, industrial-strength 
shear. It works by stressing the stone to fracture 
over a carbide blade. When subjected to hydraulic 
force, the stone fractures cleanly. Unlike bulky, 
expensive stamping machines, the Tomahawk 
simply shears the stone. You do not need special 
“cookie cutter” dies. The machine adjusts from ½˝ 
chiseled edge tile to 10˝ x 20˝ pavers. One machine, 
one set of tooling. The machine is made in the USA 
and supported by Braxton-Bragg.

Why spend $25,000 when the 
Tomahawk only costs $8,250?

That’s right, an initial savings of $19,000 and 
there are no expensive paver dies to buy. You can 
turn your trash into cash in no time.

It’s guaranteed!

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

You can own a Tomahawk for ONLY $175 per month 
with approved credit. See the BB website for details.

*Call for Equipment Financing Options

Stone 
Splitter

 Item # Description Great LOW Price* 

 18441  Tomahawk Stone Splitter  $8,250.00

 18605  Tomahawk Fire Pit Attachment  Included

  F.O.B. Knoxville, TN

MADE IN THE USA

A backyard fire pit in East Tennessee created 
with the Tomahawk Fire Pit attachment

CALL FOR INFO

ON HOW TO 

CREATE THIS

FIRE PIT 

Continued from page 26

The new Omni Cubed web 
site offers a new line-up of 
product videos and new 
features, including mobile 
compatibility, allowing easy 
access to all of the site’s 
features on the go; a Google 
Translate option, so product 
information is now available 
in many different languages; 
and improved parts and 
service navigation, guiding 
you to the exact parts you’re 
looking for.

“One of the 
advantages 

of being disorderly is 

that one is constantly 

making exciting 

discoveries.”

– A.A. Milne

“I  love dead-
lines. I love 

the whooshing 
noise they make 
as they go by.”

– Douglas Adams

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

http://www.omnicubed.com
http://www.omnicubed.com
http://www.braxton-bragg.com
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9462/?utm_source=msn&utm_medium=ppc&utm_term=tomahawk%20stone%20splitter&utm_campaign=Saws-Fabrication-JF


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

Join Us Each Month!............................
www.slipperyrockgazette.net 

Ads not meeting guidelines will not 
be published. 

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

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

2015-2016 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

November 2015 Wednesday, October 7, 2015

December 2015 Wednesday, October 28, 2015

January 2016 Wednesday, December 2, 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 
appointment, please contact André @ 
(518) 260-2158 or email apexequip-
intl@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 brother. 
See the video at www.themighty-
stonesaw.com and email the developer 
at stone_forsale@yahoo.com or call 
1-931-248-1759 for more information.

_____________

FOR SALE: Line Polisher and 
Bridge Saw. Quasar tech line polish-
er, low hours, works great, 35,000 or 
best offer. Can train at our shop and 
load and ship, for under 2,000 in the 
US. FOMA bridge saw, cuts on 45 
degree angle, mounts on block wall. 
Rotating table $17,000 or best offer, 
also have welded boom($1000), A 
frame trailer ($2000), Achilli sc500 
slab cart.($3,500) and Curtis dual 
motor 5hp compressor ($1,500). Call 
Mark 559-905-6430.

_____________

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 
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.
You will also receive a unique discount 
code that is linked to your Braxton-
Bragg account, so that we can track 
your customers and for you to receive 
a rebate from us when someone pur-
chases Supreme Surface Products. For 
more information about this program, 
please contact one of our salesmen at 
800-575-4401.

What makes Supreme Surface 
Cleaners so special? ioSeal. The 
stone conditioner in Supreme Surface 
cleaners is a proprietary ingredient 
called ioSeal. This amazing technol-
ogy ionically bonds with the surface 
of your natural stone, sealing it and 

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:

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

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

 • #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

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

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

Stone Inspection & Troubleshooting
Troubleshoot-
ing pitting 
and spalling, 
moisture and 
rust damage 
will be cov-
ered in Dr. 
Fred’s 4-day, 
in-depth 
class.

Stone Forensics is again offering its 
popular Stone and Tile Troubleshoot-

ing workshop. Class will be January 18-
21, 2016, in Las Vegas, Nevada, presented 
by Dr. Fredrick M. Hueston. 

Take Dr Fred’s Stone and Tile Trouble-
shooting Training and learn how to take 
your skills to the next level. 

“The amount of failures, poor in-
stallations and other issues with stone 
and tile flooring are on the rise. This 
seminar is perfect for restoration 
and installation contractors as well 
as architects, building engineers and 
maintenance staff who have to deal 
with stone and tile installation and 
restoration,” says Dr. Fred.

Class size is limited– register today.

Get a full 4 days of 
training, covering…
•The Geology of stone
•Understanding the 
structure of different 
kinds of stone
• Slab &Tile productionCall 321-514-6845

•Quarry techniques that 
affect the final product
•Stone and tile Forensic 
Investigation
•Problem diagnosis
•Installation requirements
•Stone and tile restoration

Visit www.stoneforensics.com/trainingVisit www.stoneforensics.com/training
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

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

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

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

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

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

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

Solution…
Now, thanks to the new Raimondi Leveling 

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

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

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

spacers are quick and easy.

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

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

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

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

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

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

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

AS SEEN ON

HGTV

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

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

Scan This QR 
Code to See a 
Video Demo 

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Raimondi Large Format Free Cut 
Tile Guides

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

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

Raimondi Large Format Tile  
Free Mover

Designed for moving big tiles around the 
shop and homes doing a remodel or new con-
struction, the Raimondi Large Format Tile Free 
Mover helps protect the significant investment 
that a business has made in materials. Workers 
can freely move large format tiles and take the 
slabs out of the crates with ease and safety. 
Slabs are held in a vertical position for applying 
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.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9125,10347/
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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

Mike Beckmann
Bonstone Materials Corp.You’ve probably 

seen (and hopefully 
used!) these unique 

patching and restoration 
products from Bonstone 
Materials. But you may 
not be aware of the subtle 
but important differences 
between these two product 
families.

The “original” Last Patch 
products were developed 
over 20 years ago to fill an 
unmet need for a light-sta-
ble, non-yellowing, per-
manent patch material 
for natural stone–one that 
would look as good after 
50 years’ exposure to the 
elements as it did on Day 
One. The Last Patch Gel 
(for polished and honed 
fine-grained stones) and the 
Last Patch Limestone (for 
coarse-grained stones like 
limestone and sandstone) 
met those needs, and still 
continue to be best-sellers 
to this day. 

The combination of easy-
to-use, quick cure, UV-
resistance, and inherent 
resiliency have led to their 
broad acceptance in the 
marketplace, and their use 
on some marquee projects 
including the Washington 
Monument and the 
Longfellow Bridge.

With the ever-increasing 
pace of life in our hectic 
United States, our custom-
ers are continually asking 
for faster-curing products.  
And that’s where the spark 

of innovation that led to 
Dymond comes in.  

We experimented with 
variations of the origi-
nal Last Patch formula to 
see if we could speed it 
up to the required level of 
cure;  and it could indeed 
be accelerated, but we 
quickly ran into the Law of 
Diminishing Returns—we 
simply couldn’t get there 

Please turn to page 36

Bonstone Last Patch & Dymond: 
What’s the Difference? Bonstone Last Patch and 

Dymond have similar UV-
resistant properties, but 
different curing times and 
polishing characteristics. 
Last Patch is suitable for 
sandstone & limestone, 
and Dymond, for granite.

from here. So we entered 
into a lengthy research 
project to develop a product 
with the following goals:   
retain all the desirable 
properties of Last Patch but 
find something that would 
cure harder and faster. And 
viola! Dymond was born.

Here’s Dymond, in a 
very few words:  “imag-
ine Last Patch that gets 
harder, even faster”– that’s 
Dymond. It still has all 

those wonderful properties 
of Last Patch: colorless, 
easy to tint, easy 1:1 mix 
ratio, easy to apply, fast 
cure, excellent adhesion, 
great strength coupled with 
resiliency, non-yellowing, 
UV-stable . And now it 
also cures to a harder patch 
(allowing for easier pol-
ishing), and it cures much 
faster, too – More than 
twice as fast as Last Patch.  

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6980/
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

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

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

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

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

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

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

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

3.98
Now YOU can solve a $200 problem for only $495

and we’ll send you a FREE sample to prove it.
4.10

MADE IN THE USA

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

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

NEW size for compact dishwashers!

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

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

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

More than 665,638  sold!

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

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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Stone Restoration and 
Maintenance Corner

Continued from page 26

One of the biggest issues with 
polishing granite can be the sur-
rounding materials. Polished 
granite combined with honed or 
flamed granite, carpet, wood, and 
other materials can make resto-
ration and polishing very difficult.  

I have given out just enough 
information to get you into trou-
ble, here. So, please always do or 
submit a test area prior to general 
work. This will confirm the neces-
sary procedure and results. In this 
way adjustments can be made as 
necessary to be successful when 
doing granite. Doing granite is not 
rocket science but it can be more 
difficult than most marble.

As always, I suggest that you 
consult with a reputable distributor 
and solicit their input for specific 
products to help with your granite 
projects. You can utilize their ex-
perience in supporting and dealing 
with others who have successfully 
completed granite projects.      

Bob Murrell has 
worked as a supplier 
of products and tech-
nical support to the 
natural stone industry 
for over 35 years. He 
has written numerous 
articles for various 
trade publications and 
has also trained thou-
sands of contractors 
over the last 25 years.

Continued from page 34

Bonstone Last Patch & Dymond: 
What’s the Difference?

For instance, we have cus-
tomers using Dymond to repair 
polished headstones, and they 
are “in-and-out” with a full col-
or-matched and polished repair in 
under an hour.

We will continue to provide 
both the original Last Patch and 
the Dymond products.  Though 
they are pretty much interchange-
able, they each have their favored 
“sweet spots:” we mostly rec-
ommend Dymond for the harder 
stones (such as granite) where a 
high polish is required, or when 
someone is in a big hurry;  and 
we recommend the original Last 
Patch for most other stones, or if 
you are working on a substrate 
that may experience some minor 
movement (such as an outdoor 
kitchen seam, since the slightly 
softer Last Patch has a little more 
“give” than the much-harder 
Dymond). 

We suggest you give each of 
them a try in your application—
you’ll most likely find one that 
meets YOUR sweet spot. 

Last Patch and Dymond are 
made in the USA, and both are 
available through Braxton-Bragg, 
the premier Bonstone distributor 

in the U.S.
For more information call 800-

575-4401 or visit their website 
www.braxton-bragg.com .

 Starting with his B.S. in 
Chemistry in 1982, Mike 
Beckmann worked in developing 

epoxies and as National Epoxy 
Technical Service Representative 
for Reichhold Chemicals. In 
1992, he arranged to purchase 
Bonstone, Inc. from then-owner 
and stone adhesive pioneer King 
Harte. The resultant company, 
now named Bonstone Materials 
Corporation, has since grown 
8-fold in sales and number of em-
ployees. Mike continues to work 
full-time as President, and Chief 

This will require the use of some 
diamond honing. The amount of 
honing needed is usually minimal, 
and in most cases can be blended 
or feathered into the existing pol-
ish– provided the lippage is not 
too severe, of course.

Small tight areas and bor-
ders are accomplished using a 
variable speed right angle hand 
tool, or a specialty machine like 
WerkMaster Scarab. When hon-
ing entire floors with diamonds, 
always lead with the hand tool 
or edging machine on the edges 
or borders. Overlapping the edge 
work with the floor machine on 
each grit step will blend it well. 
Otherwise, a noticeable picture 
frame will develop around the 
edge of the room. If you use a 
hand tool, there are 7-inch steel 
wool pads available for just for 
this purpose. 

Some granites have been dyed 
at the production facilities to im-
prove color or just to help keep it 
consistent. Stones from different 
areas of the quarry can vary. If you 
encounter this type of issue, there 
are color intensifiers available 
which can help with getting these 
stones back to their installed color.  

This office building lobby is a challenge 
in restoration: a floor that combines 
both dark and light granites in a pol-
ished and honed design. Remember 
that stock removal on granite can be 
very slow. Lippage removal is very 
important, especially if the granite is 
black or dark. “Picture framing” flaws 
can be very obvious when working on 
black granites.

 Censorship 
is telling 

a man he can’t 
have a steak 
because a baby 
can’t chew it.”

– Mark Twain 

“

Dymond has a different 
“sweet spot” in curing time 
than Last Patch, and offers a 
faster, harder UV-stable cure 
suitable for granite projects. 
It can even be used to repair 
polished granite headstones.

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10722/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Try Beveled Subway Tile 
to Update a Classic Look 

IF your customer loves traditional 
subway tile but wants a little 
unique, and a tile that has some 

extra texture, beveled subway tile may be 
exactly what you’re looking for. 

The Origin of Subway Tile
This much loved style of tile gets its name 

from its use on the walls of New York City 
subway stations in the early-1900’s. Its dura-
bility and easy maintenance made it the tile 
of choice, not only in subway stations, but 
on the walls in numerous commercial spaces, 
including hospitals and restaurants.

The clean lines of the standard 3 x 6 inch 
rectangles and 4 x 4 inch squares became 
popular for their practicality and simple 
beauty– plus they were an easy size to install!

Beveled Subway Tile 
 Layout & Design

There are a variety of subway tile options 
available to suit different tastes and design 
needs. The tile in Arizona Tile’s Bevel 

Subway Series adds a subtle detail to classic 
subway tile, while maintaining the simple, 
crisp look subway tile is known for.

Looking great in both modern and vintage 
designs, beveled subway tile is the perfect 
way to add a slight bit of unexpectedness to 
your customer’s project without having to do 
a whole lot.

Using a bevel subway tile will liven up a 
basic kitchen or bathroom backsplash, add-
ing dimension to the walls in an otherwise 
neutral room. To create a design that main-
tains a traditional component but has mod-
ern appeal, suggest they try mixing it up 

by installing the tile both horizontally and 
vertically.

Be sure to check out The Arizona Tile 
Serious Subway Tile Pinterest Board for 
loads of inspiration ideas!

For the ultimate in customized subway 
tile, Braxton-Bragg offers special bullnose 
and beveling wheels to create bullnose 
tile. See their line of tile edging tooling at 
www.braxton-bragg.com.

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

$56.79Beveled Subway tile updates a classic look.

Emoticons or “Emotive 
Icons,” (emotive 

meaning “appealing to or 
expression emotion,” hence 
“icons that express emo-
tions”) have been around 
in vertical form since the 
early days of the type-
writer. However, sideways 
emoticons seem to be a sur-
prisingly recent invention, 
only going back about three 
decades.

Before the days of LOL 
and even apps to aid parents 
in understanding their teen-
ager’s “text-speak,” a man 
named Scott E. Fahlman 
wanted his colleagues and 
students to understand 
the difference between a 
sarcastic joke and a nasty 
barb when typed. (Sarcasm 
is so common in online 

communication that today 
we even have a name for 
mean-spirited online com-
ments – “snarking:” the 
act of making rude or crit-
ical remarks or otherwise 
“pranking” another person, 
normally anonymously and 
online.)

Fahlman was part of a 
group of scientists and stu-
dents at Carnegie Mellon 
University (CMU) who 
frequently communicated 
via an early online news-
group to discuss a wide 
variety of topics. In these 
groups, if someone failed 
to understand that some 
sentiment was meant to be 
sarcastic or a joke, they 
would “post a lengthy dia-
tribe in response,” explains 
Fahlman, “that would stir 
up more people with more 

Who Invented Emoticons?

responses, and soon the 
original thread of the dis-
cussion was buried. In at 
least one case, a humorous 
remark was interpreted by 
someone as a serious safety 
warning.”

So Fahlman came up 
with a sideways smiley and 
posted it on the newsgroup 
in September of 1982. This 
is the earliest documented 
posting using the now 
common “smiley” :-) and 
“Frowny” :-( emoticons, so 
Fahlman gets the credit.

“Opportunity 
is missed by 

most people 
because it is dressed 
in overalls and looks 

like work.” 
– Thomas A. Edison

Install subway tile both horizontally and vertically to give added visual interest.

Many have since claimed 
that they used it before him, 
without having any docu-
mented evidence to support 
their claims.  And Fahlman 
himself thinks it highly 
probable that other people 
were using these particular 
notations before him, being 
a very simple idea.

Regardless if they did, 
it was Fahlman’s post that 
popularized and spurred on 
the creation of new emot-
icons.  The idea caught 
on quickly at CMU and it 
soon spread to dozens of 
other universities, research 
labs, and computer net-
works. Some people have 
even made a hobby out of 

compiling all sorts of smi-
leys expressing various 
sentiments.

So how do we know?  
Where’s the proof? In 
2001, someone at Microsoft 
restored and started digging 
through old backup tapes of 
the original email archives, 
where the original bulle-
tin board discussions were 
posted. And you think you 
keep too much old mail? 

Fahlman didn’t make 
a dime off his invention, 
which doesn’t bother him a 
bit. He continues to work at 
CMU, researching artificial 
intelligence.

Source: www.Wikipedia.com

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

http://www.braxton-bragg.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/6779/
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Can Digital  
Templating 
Reduce Errors & 
Increase Profits?

Above: This 3cm Ogee edge Honey Onyx vanity is just one of 
many exotic stone jobs Stone Creek has completed this year. 
The demand for quartzite and white marbles continues to in-
crease among their upper-tier market customer. With such ex-
pensive material, it’s doubly important to take the most accurate 
layout measurements possible.

Delicatus White Island and Ceramic Tile – Stone Creek says its 
customers continue to gravitate towards painted cabinets and 
lighter granites and marbles with simple ceramic tiles, as seen in 
this light-filled, newly constructed home in Knoxville, Tennessee.

This kitchen is in a Frank Lloyd Wright house design where the 
customer used Juparana Tier along with other varieties of 
natural stone to update the entire house.

Continued from page 4

A few of Stone Creek’s crew. Front, from left:  
Laura da Ponte, Sandra Townes, Audrey Anderson

Back, from left: Trenton Hayes,  Ashley Tillery, Shane Rose

It is those employees who make 
Stone Creek Surfaces successful. 
“It sounds cliché, but two big 
keys to our success is we try to 
treat people the way we want to 
be treated, and we have great em-
ployees,” da Ponte said.

Customers need to feel comfort-
able when investing in stone.

“Granite is an emotional pur-
chase, not just because of the cost, 
but it is a big part of the décor of 
your home,” she said. “People 
want to trust that we are honest 
and will take care of them. They 
also don’t want to feel like a num-
ber. We enjoy getting to know our 
customers and most of our work 
comes from referrals.”

This trust translates into cus-
tomers willing to invest more. 
They know they will get a better 
product. “I attribute that to the 
time we take with our custom-
ers and our on-site selection,” da 
Ponte said. “We get so many com-
pliments on our unique selection. 
Our marble and quartzite business 
has really increased. Customers 
are tired of seeing the same com-
modity products everywhere and 
welcome unique choices.”

Success also comes from 
good partnerships. Stone Creek 
Surfaces tries to choose excep-
tional vendors, da Ponte said. 
“It has to be a win/win and your 
vendors can make our break it 
for you. We try to treat them the 

same way we do our customers 
and do business with the ones that 
we trust and help us achieve our 
goals.”

Stone Creek Surfaces is a 
Braxton-Bragg customer. It buys 
a variety of shop supplies on a 
regular basis. 

Shane Rose, general manager 
for Stone Creek Surfaces, val-
ues the company’s relationship 
with Braxton-Bragg. He singled 
out salesman Lee Woodson. “He 
gives incredible customer service. 
Anything I need, he acts like I’m 
his only customer. He works with 
me on the price. If he doesn’t have 
something, he gives me a good 
alternative. If something is not in 
stock, he’ll send me something to 
get me by.”

“It’s a luxury having them local,” 
da Ponte added.

Da Ponte founded Stone Creek 
Surfaces about 12 years ago, 
after she to moved back to East 
Tennessee to be near family. 
She also wanted to start her own 
business. “My brother had a cab-
inet and solid surface countertop 
business and I worked with him 
for a year or two. We kept hav-
ing customers come in for gran-
ite, so I branched out on my own 
and started Stone Creek Surfaces 
in 2003. We leased space in his 
building for a short period and 
then moved to our current location 

in 2005.”
Stone Creek Surfaces has seen 

its share of struggles since then. 
The economic downturn of 2007 
transformed the company. It is all 
the better for it, though. “We cut 
in half,” da Ponte said. “We had 
two installation crews at the time. 
We cut everywhere. Honestly, 
looking back on it, it was kind of 
a necessary haircut, because we 
learned to do just as much with 
less.”

For more information on Stone 
Creek Surfaces, visit their website 
www.stonecreeksurfaces.com .

Joel Davis

Installation Photos (3), Stone Creek Surfaces

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

http://www.stonecreeksurfaces.com
http://www.slipperyrockgazette.net
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

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

 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

Shop www.braxton-bragg.com for Viper 3-Step pads Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9350/
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