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Fall has finally come 
to the south and I 
can’t wait to get out 

and ride in the open air.  I 
thought this would be a good 
day for a motorcycle ride. So 
I fired up the ole Harley, put 
on my helmet and headed out 
the door for a long morning 
ride. Just I was pulling out 
of the drive my phone started 
vibrating. I turned the bike off 
and answered, “Hello, Stone 
Detective here.”

 The person on the other end 
was a past client. The case was a 
marble floor failure that I looked 
at a year or so ago.  He told me 

The Stone Detective

Frederick M. Hueston, PhD

The Case of the Expert Vs. Expert
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Charting a Course for 
Success in Paradise

that the installer hired an ex-
pert and he wanted me to be 

there when the expert did his 
inspection.  Now, there aren’t 
a lot of stone inspectors in the 
US and I know most of them. 
It was going to be interesting 
to see who this was.  I asked 

him when, and he told me 
tomorrow morning. 

The jobsite was only about a 
three hour ride away, so I thought 
if the weather was good, I just 
might take the Harley. On second 
thought, that might not look pro-
fessional. I guess I’d better take 
the Woody…  sigh.

business, and we take that seri-
ously. If you’re part of our team, 
then you’re part of our extended 
family. Our people are our most 
valuable resource. Even during 
the downturn of the economy, our 
first priority was our team. We 
have 35 employees and therefore 
there are 35 families that depend 
on us. They are talented, commit-
ted and honest — many have been 
with us for 10 years or more. We 
are very fortunate.” 

An Essential Approach To 
Purchasing, An Outstanding 

Approach To Service
As they are over 2,400 miles 

west of California, everything is 
brought in by container, Jim ex-
plained. He added, “We are the 
most remote place on the planet. 
When customers come in, they 
want to see it — they want to 
touch it. 

Please turn to page 8

Peter J. Marcucci
Photos by Custom Tile PlusI was greeted with a cheerful 

“Aloha” when connecting 
with Jim Doran, Manager of 

Ceramic Tile Plus & EY Design.

You see, Ceramic Tile Plus 
& EY Design (CTP) is located 
on the island of Maui, Hawaii. 
Abounding with tropical forests, 
pristine beaches, scenic cliffs and 
breathtaking waterfalls, Maui is 
the second largest of eight main 
islands within the state’s 1,500-
mile territory.          

CTP’s humble beginnings, envi-
sioned over 39 years ago by Jim 
Doran ll (Jim’s 77 year old entre-
preneur father, who still works 6 
days a week), are actually rooted 
in New England just before World 
War ll. “My Grandfather, James 
Doran senior, started the company 
75 years ago in North Adams, 
Massachusetts doing tile, carpet 
and vinyl flooring under the name 
Doran Carpet Center,” explained 
Jim Doran.

Residing in its fourth and larg-
est location since 2008, the CTP 

facility consists of a total of 30 
thousand square feet under one 
roof, with 9 thousand square feet 
of showroom, 12 thousand square 
feet of warehouse and 9 thousand 
square feet for fabrication. 

“When we purchased this lo-
cation we thought 30 thousand 
square feet would be enough,” 
continued Jim. “Unfortunately, 
we’ve already outgrown the 
warehouse space, so we have an 
off-site warehouse that offers us 
an additional 15 thousand square 
feet.” 

CTP is, however, in the process 
of getting building permits to con-
struct an additional 10,000 square 
feet of onsite warehouse space. 
Currently the company employs 
a total of 35 superb folks con-
sisting of 15 fabricators, 10 sales 
and design staff, 6 warehouse 
and cabinet assemblers and 4 in 
administration.  

“We are a family-owned Please turn to page 2

Please turn to page 6

The whole CTP gang, minus 
a few absent due to vaca-
tion. Jim Doran, seated 
at center: “We try to do 
all we do with our clients 
in what we call out here 
the ‘Aloha Spirit.’ It’s kind 
of like southern hospitali-
ty, treating everyone with 
respect, kindness and grat-
itude.” Now approaching 
its 40th year, CTP contin-
ues its growth momentum 
through a strategy of bulk 
purchasing, offering cutting 
edge designs and outstand-
ing service to its customers.

Photos by Zach Smyser

Sharon Koehler
Artistic Stone Design

Deep in the Woods

Nestled in a valley deep 
in the mountains of 
Virginia there sits a 

house. But not just any house, a 
house that is a home to a family 
and a home to stone. Granted, 
from a distance, it looks like  
other mountain homes that occa-
sionally dot the country side. But 
don’t be fooled. This is no ordi-
nary mountain chalet. This home 
is adorned with well over a thou-
sand square feet of natural 
and man-made stone.  

Stone comes in such a wide va-
riety of colors and finishes that 
it can literally go just about any-
where. And this home is “living 
proof” of that. From the rooftop 
to the foundation and just about 
everywhere in between, inside 
and out, there is stone. 

The Blue Ridge Mountains grace the view from the porch of this secluded 
retreat. Inset: Fantasy Brown granite installed in the kitchen features a 
sink bump-out and full-height backsplash over the stove.
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We have a special selection of 
slabs, certainly, but if we don’t 
have it, sometimes customers 
or their designers will fly to the 
mainland and hand select from 
one of our many special suppli-
ers. We’ll then ship it in one of 
our containers. Most everything 
goes to Honolulu first, and then 
comes to the outer islands. The 
quickest delivery is two and a half 
weeks, and that’s from Anaheim, 
California. So we stock more ma-
terial than you’d think a regular 
tile and stone store would stock 
on the mainland, because here, 
you just can’t drive to town and 
pick it up more material. It’s just 
part of our daily life here!”       

Servicing a mostly upscale de-
mographic, the company’s work 
is primarily residential homes and 
condominiums ranging from 300 
thousand to 20 million dollars. 
They do service all the islands, 
but their primary market focus is 
the island of Maui. 

Recent notable projects include 
a 4 home beachfront complex 
called ‘Makena Sunset’ and a 
151 home project – Hokulani Golf 
Villas. Cabinets, countertops, tile, 
carpet and wood flooring are all 

inclusive in these 1 to 1.3 mil-
lion dollar units with 76 out of 
150 being complete. “For the 
Hokulani project, we built a full 
scale model kitchen for these units 
in our showroom. Homeowners 
actually get to sit in their future 
kitchen, and we make all the se-
lections, together. It could be one 
session or five sessions. We have 
a very personal connection to 
them,” explained Jim. 

Cutting-Edge Vignettes Of 
Cabinets And Stone

CTP’s customer-friendly show-
room features a number of kitchen 
and bath vignettes including Please turn to page 38

Success in Paradise

Right: Contemporary 
home remodel on Maui 
features 2cm Bianco An-
tico Granite countertops 
and backsplash, over 
white painted Adornus 
Cabinetry. Slabs take 
about 3 months to get 
here, said Jim, adding, 
“Selections are by pho-
tograph, while materials 
purchased from Anaheim 
are hand selected after 
flying in. It’s a big leap of 
faith to purchase from 
photographs, but we’ve 
learned over the years 
who to trust and who not 
to trust, and have long 
standing relationships with 
buyers that we can rely 
on.”    

Photos (4)  used by permission Custom Tile Pros

Continued from page 1

CTP’s 9,000 square foot 
showroom features a num-
ber of kitchen and bath 
vignettes, All incorporat-
ing natural or engineered 
stone. CTP’s usual inven-
tory includes 7 to 8 thou-
sand ready-to-assemble 
cabinets offered in cherry, 
bamboo and several variet-
ies of white. “About half of 
our countertop customers 
also want cabinets,” said 
Jim. CTP additionally offers 
stainless steel sinks as well 
as stone and glass sinks.

Above: One of many kitchens of a 151 unit condo project at the 
Hokulani Golf Villas in Kihei. Countertops are 2cm Santa Cecelia 
over cabinetry by Huntwood. According to Jim, CTP is supplying 
most of the interior finishes to this 151 unit project, and includes 
cabinets, stone, carpet and tile. 

appliances. All are topped with 
natural or engineered stone, while 
a multitude of samples whet cli-
ents’ appetites and seal the deal. 
“Space is very valuable here, ” 
Jim continued. “We are always 
trying to bring in new materials to 
the marketplace. Our showroom 
is comfortable, welcoming and 
quite beautiful. There is no other 
showroom in Hawaii that can 
stand up to it in terms of variety 
and quality. We take great pride in 
that.  Many of our customers are 
part-time residents, so much of 
the time we are shooting pictures 
and video, and sending it to them 
on the mainland. That, too is an 
everyday part of our life here.” 

Most of company’s remodel 
projects are multi-layered with 
CTP supplying tile, cabinets, and 
granite or engineered stone tops.

At any one time, CTP stocks 40 
to 50 thousand square feet of slab 
material. Most are imported from 
South America, Italy, Taiwan and 
India. Their full line of in-stock, 
ready to assemble cabinets are 
imported from China. Special 
order and custom cabinets man-
ufactured on the mainland and 
Canada are additionally offered 
to its clientele. 

“Our design and sales staff is 
another area where we stand out. 
We greet our clients the moment 
they walk in the door, and we stay 
in close communication through 
the completion of their project, 
which always concludes with a 
personal, hand-written thank you 
note.” 

The CTP fabrication shop is 
equipped with a variety of Park 
Industries machinery including a 
Yukon ll Bridge Saw, Pro-Edge 
Edge Machine and a Wizard 
Radial Arm Workstation.
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

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

The Fabricator’s Choice 
for More Than a Decade!

“Excellent quality 

and excellent price.”

– Kathi Upchurch, 

  Castech, Inc.

“Great quality 
for the price.”

– Hershel Margaretten, 
  Imperial Marble

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

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

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

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

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

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

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

Chip Free
Smooth, chip free cutting was mentioned by several 

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

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

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

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

 Item # Description MSRP OUR Price 

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

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

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

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

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

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

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

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

Viper® Turbo Granite Dry Blade

Steve Bussell recommends 
Viper® Turbo Granite Dry Blades

Shop www.braxton-bragg.com for Viper Turbo Blades Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The Next Big Thing is Coming
to StonExpo January 20, 2016
“A lot of times, people don’t know what they 
want until you show it to them.”

-Steve Jobs, Business Week, November 25, 1998

KNOXVILLE, TN – “Get ready.” Those are the words of 
Braxton-Bragg CEO, Rich Hassert. He goes on to say, “It took 300 
years for someone to realize the wheel could be used on a chariot 
instead of just a potters table. It revolutionized transportation and 
people’s ability to travel and carry things over distances. This January 

we will be introducing a technology that will revolutionize the stone 
fabrication industry.”
Big words for certain. And yet, if anyone has a proven reputation 
for partnering with industry innovators and bringing new ideas to 
market, it’s Braxton-Bragg.

As amazing as this track record of innovation is, it’s nothing com-
pared to the next product Braxton-Bragg will be releasing world-
wide at the StonExpo event in Las Vegas, January 2016.

Stay tuned to the pages of Stone World, the Slippery Rock Gazette 
and Braxton-Bragg’s own Express for more about this upcoming in-
dustry breakthrough.

Edgemate In-Line Polishing System 3/19/13

E-Z Dishwasher Brackets 8/14/08

E-Z Level Seam Leveling Clips 1/17/11

Fab King  4/1/11

G-Clips Sink Support Clips 5/22/08

GoClips Sink Support Slips 3/18/15

Hercules Universal Sink Harness 8/3/09

Husky Bridge Saw            6/20/13

I-Brace Countertop Support 5/5/11

KDrill CNC Core Bits 9/9/13

Predator Edge Router 12/26/13

Raimondi Tile Leveling System 3/11/10

Raptor Rail Saw 3/1/13

ScratchPro for Stainless Steel Sinks 3/28/11

Steve’s Polishing Pro System 10/19/10

Stone Pro ½ Gas Pressure Heads 5/6/08

Stone Pro ADA Compliant 10/11/13

Countertop Support

Stone Pro Seam Vice 5/18/12

Stone Pro SR2 Countertop Support Rails 3/28/13

Supreme Surface Stone Care 8/8/12

Talon 4-Step Quartz Pads 11/4/08

Talon 6-Step Dry Marble Pads 11/4/11

Talon Miter Cut Blade 6/12/14

Tomahawk Stone Splitter 3/11/10

Viper 3-Step Dry Polishing Pads 11/17/09

Viper 3-Step Wet Polishing Pad 11/17/09

Viper CNC Profile Tooling 7/5/13

Long, long ago 3,000 B.C. Coming January 2016

?

If you’d like to be added to the early notification list, contact Rich Hassert 
at 865-293-0230 or by email at r.hassert@braxtonbragg.com.

Over the last 12 years they’ve successfully launched more than 48 Industry Leading Products such as:

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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The Publisher’s Pen

Last week I read that 
Walmart and Costco were 
the two largest retailers 

in the USA.  Can’t say that I am 
surprised.  I had the privilege of 
selling to both companies when I 
worked for manufacturing com-
panies and have studied both for 
many years.

Both companies are very suc-
cessful because they do many 
things well, but both have also 
been pioneers in a couple of 
“Big Ideas” that they imple-
mented while their competitors 
were asleep. I admit that I am 
a customer and a fan of both 
companies and frequently take 
“field trips” to see what new 
things I can learn and apply at 
Braxton-Bragg.

The following “Big Ideas” cer-
tainly apply to us as a stone tools 
retailer, but you may find appli-
cation for these ideas in your 
business as well.

Walmart:  Two really big ideas 
were to eliminate middlemen 
and to use information tech-
nology to understand customer 
behavior.

When Walmart was started 
most retailers bought goods for 
resale from importers, distribu-
tors or wholesalers. Sam Walton 
went to manufacturers and gave 
them the opportunity to sell 
directly to him at a wholesale 
price; in return he purchased 
large quantities. He also elim-
inated much of the complex 

promotional money that whole-
salers extracted from manufac-
turers.  He wrung out the waste 
of excess transportation costs and 
extra layers of margin created by 
middlemen.  

The second innovation was the 
use of information technology 
to determine what customers 
wanted. Prior to Walmart, retail 
buyers relied on sales pitches, 
anecdotal information, personal 
preference, and advertisements 
to figure out what products to 
offer. Walmart pioneered using 
real data and testing to determine 
what people really wanted, not 
what the pundits, salesmen, and 
“experts” thought they should 
want.  

Costco: Two big ideas of 
Costco were the “Quality Off-
Set,” and Simplification.  

“Quality Off-Set” is a fancy 
term that is meant to explain that 
Costco wants to sell higher qual-
ity product at the same or lower 
prices than their competitors.  
They typically go to manufac-
turers and either require that the 
branded product be offered at a 
lower price packaged in higher 
quantities, or that the manu-
facturer makes a higher quality 
product that they can label as a 
Kirkland brand and sell for the 
same price. The big idea is that 
most manufacturers really don’t 
know much about marketing, so 
why not take the marketing spend 
and use it to increase the quality 
of the product? The consumer 

wins. Kirkland as a brand is 
simply the name of a town in 
Washington State. Costco did 
not use an army of management 
consultants to come up with the 
name. Costco buyers are really 
focused on providing their cus-
tomers the best value for their 
money.

The other big idea is simplifi-
cation.  Costco has two grades of 
gasoline instead of three. Three 
grades of gasoline is a meaning-
less differentiation thought up 
by some marketing person. The 
typical Costco has less than 20% 
of the number of items as your 
neighborhood grocery store, 
yet generates many times more 
in sales. Inventory turns are a 
religious experience at Costco 
(contemplating them gives one 
a sense of awe). Costco has 
packaging and handling speci-
fications, which eliminate huge 
amounts of labor and compliance 
is not optional.  These guys are 
really, really focused.

So how do these lessons from 
the worlds most successful retail-
ers apply to the stone industry?  

Write me at publisher@slippery-
rockgazette.net and let me know 
if any of these ideas are driving 
your business. Also, let me know 
if I can share your ideas in future 
editions of the Slippery Rock 
Gazette. 

Have a good read.
– Rich Hassert
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Featured in this Issue

Yesterday my supervisor 
Mark and I met at Home 
Depot to pick up a couple 

things the shop had run out of, 
(because no one can remember to 
give you prior notice when you are 
getting low!).  As Mark finished 
loading the truck and we were 
doing a quick summary of jobs for 
the day a pickup truck pulled up 
next to us and stopped.

“Hi,” I said, realizing the guy 

Jodi Wallace
Monarch Solid Surface Designs

Simply Said, Do Your Best

was waiting for a break in our 
conversation.

The driver smiled and said,  “Hi. I 
was wondering if you have a card.” 

I stood there a minute trying to 
get my brain to wrap around what 
he was asking. After a minute the 
lightbulb went off – he was asking 
for a business card. (Honestly, at 

7:00am, when I went to bed at 1:00 
am trying to catch up on paperwork, 
what can you expect?).

I tried to remember where I had 
put our business cards and realized 
I had cleaned out the stash of cards I 
had in the truck before I redeployed 
with the Red Cross again a couple 
weeks ago, for the newest round of 
fires in Northern California. As I 
searched through my purse, the cen-
ter console and side doors I could 
hear Mark talking with the guy. 

Please turn to page 22
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There are more outdoor 
projects planned after the 
weather breaks for spring: 

• A sandstone walkway 
(now being installed) be-
tween the front stoop and 
the driveway. 

• On both sides of the 
Sands tone  walkway 
there will be 16-inch tall 
Soapstone “sitting walls.”

• Last but not least, the 
front stoop will be covered 
in Soapstone tiles. 

That is A LOT of stone 
and we haven’t even looked 
inside yet!

Deep in the Woods

Let’s take a tour outside:
This custom crafted chim-

ney is actually a combina-
tion of two natural stones. 
The stack is Fieldstone and 
the rain cap is Church Hill 
Reserve Soapstone. 

The columns at the front 
door and out on the back 
deck carry the same theme 
of the mixed Fieldstone 
and Soapstone with an 
added ornamental twist. 
The Soapstone caps are 
two tiered levels instead of 
just one straight cap. Bevel 
edges compliment the rustic 
look of the natural stone.

This is a very creative 
way to use natural stone.  
Soapstone ledges line this 
home between the founda-
tion and the siding (shown 
at right). These are water ta-
bles. Water tables are used 
to channel rain or melting 
ice and snow away from the 
foundation to help prevent 
foundation erosion. Genius!

A stone mason specialist 
was brought in to custom 
create the chimney and the 
outside columns as well as 
install the water tables.

Now that we have walked 
around the outside, let’s go 
take a look inside. Most of 
the projects inside the home 
have a leather finish ac-
cented with bevel edges but 
there are a couple of places 
inside that mimic the outside 
theme of mixing Soapstone 
and Fieldstone.

When you open the front 
door you are greeted by 
an unbelievably beautiful 

foyer. It’s a stone floor 
made  from Diamond 
Arrow granite. The 3cm  
slabs  arrived polished and 
were sent out to be leath-
ered. Upon the granite’s re-
turn to the fabrication shop 
it was cut into tiles and in-
stalled level with the hard-
wood floor. This project  is 
a total of 38 tiles cut to 5 
different sizes. A total of 5 
slabs in all.

The Diamond Arrow is 
a perfect contrast to the 
brown tones of the hard-
wood floor and just could 
not look more beautiful.

To the left of the foyer, 
you will find an inviting 
wet bar. The natural hick-
ory cabinets and authentic 
Devil’s Backbone beer tap 
are complimented by the 
Fantasy Brown countertop. 

But the wet bar is not the 

The mixed fieldstone and 
soapstone chimney has a 
beveled soapstone cap. 

Beveled soapstone column caps repeat a rustic theme.

Fantasy Brown granite wet bar features a built-in tap.

only place you will find this 
gorgeous stone. 

The kitchen is also a trib-
ute to Fantasy Brown and 
all its glory. The veining of 
the Fantasy Brown not only 
accentuates the sink bump 
out, but almost seems like a 
work of art as it rises from 
the countertop and travels 
up the wall to a full height 
backsplash behind the stove. 
And, to top it all off, what 
better choice for a country 
kitchen than Soapstone?  
5cm Church Hill Reserve 
soapstone sits proudly on 
top of the island as a perfect 
accent to the cabinets and 
the Fantasy Brown counter-
top. Adjacent to the kitchen 
is the butler’s pantry that 
features Giallo Ornamental 
granite.

Diamond Arrow granite flooring makes a stunning en-
tryway: the custom tiles are from 4 matched slabs.

Continued from page 1 

Photos (5) by Zach Smyser

Please turn to  Page 18

www.marble-institute.com/accreditation

Join a growing number of
top-notch professional fabrication
and installation fi rms that are 
MIA accredited.

JOIN US!
Being accredited by the MIA
differentiates you from
the competition.
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Order Item  
17992

$6.95

Available at

Pre-scored every 1/8˝  for excellent snap
Resists splitting when nailed or screwed
Convenient packaging
Water, rot and insect resistant
Greater load bearing capacity than
wood shims

Varmint County

Things have pretty 
much gone back 
to normal here in 

Varmint County, follow-
ing the now-legendary 
“War of the Roadhouses” 
between Corky Haig’s 
Dead Rat Tavern and 
Barney Hockmeyer’s 
Rocky Topless Lounge.

The Dead Rat recently 
reopened after a 30-day 
hiatus enforced by Elijah, 
the patriarch of the Haig 
clan, while Rocky Top 
Peak is again topless, 
Barney’s tavern merely 
a smoldering ruin after 
Caleb, patriarch of the 
Hockmeyer clan, burned 
it to the ground.

Most of the drunks and 
ne’er-do-wells around 
the county still speak in 
whispered tones about 
the reign of terror im-
posed by 6´6˝ Penny 
Haig when her baby 
sister nearly met an un-
timely end at the Dead 
Rat Tavern’s mud wres-
tling tournament. Penny 
crippled her uncle and all 
three of his bouncers, left 
Lawyer McSwine unable 
to sit for a month and 
scattered 200 male spec-
tators to the far reaches 
of the county.

Penny, who helps 
Coach B. O. Snodgrass 
out as an assistant for 
the Viper football squad, 
noticed a marked im-
provement in the de-
meanor of B. O.’s 
rowdy bunch of players 
the following week, as 
she was addressed by 
“Yes, Ma’am” to every 
instruction and com-
mand. Even 23-year-old 
tackle Carlisle “T-Bone” 
Thompson, who is a 
convicted felon, showed 
respect.

T-Bone is still play-
ing high school football 
thanks to the fact that he 
repeated the sixth grade 
three times, spent two 

years in seventh grade and 
two more in the eighth. 
Doc Filstrup, who deliv-
ered him, helped out by 
signing an affidavit that 
T-Bone’s birth certifi-
cate was lost in a fire but 
Doc “recollected” that he 
couldn’t be a day over 17.

But the attention span of 
Varmint County’s wag-
ging tongues soon moved 
on from Penny’s ram-
page, since it was, after 
all, nearing the time for 
our traditional Halloween 
festivities. Every year, 
the gang at the Dead Rat, 
Smiley’s Pool Emporium 
and around Doc Filstrup’s 
poker table occupy much 
time discussing past 
Halloween pranks and 
trying to predict what new 
terror some inspired soul 
will come up with for the 
current season.

Each year, the list of 
possible new ideas nar-
rows considerably, as 
local pranksters have tried 
just about every conceiv-
able combination ranging 
from stupid or dangerous 
to merely destructive or 
hilarious, depending on 
whether one is a partic-
ipant, a victim or merely 
an observer.

Some honest efforts to 
celebrate Halloween in 
a proper and civilized 

Boomer Winfrey  
Varmint County 
Correspondent

Scheduling Viper-Burrville Football 
on Halloween Eve has Predictable 
Results

manner have often gone 
very much wrong, such as 
the time a few years ago 
when the Varmint County 
High cheerleaders hosted 
a haunted high school to 
raise funds for a trip. A 
borrowed casket from 
Clyde Filstrup Junior’s 
funeral home turned out 
to contain a real corpse, 
the mortal remains of 
Carlisle McCracken, caus-
ing much consternation 
among the cheerleaders 
who jumped in the casket 
with the stiff to have their 
photo made, believing it 
to be a dummy.

The very next year, 
Elijah Haig decided to 
open up a Halloween 
corn maze over in Haig 
Hollow. Things went 
well and the maze was a 
major hit with everybody 
until Cody Perkins, Quip 
Aslinger and a couple of 
other mischievous youths 
decided it would be cool 
to turn over the last out-
door privy in Varmint 
Count, at the back of 
Granny Haig’s log cabin.

Unfortunately the boys 
picked the wrong time to 
turn over a privy, when 
Granny was inside on 
the throne reading an 
old Sears Roebuck cat-
alog. If the purpose of 
a Halloween corn maze 
is to instill terror, the 
Haig Hollow maze was 
certainly successful that 
year. The wayward boys 
were last seen screaming 
in terror as they fled Haig 
Hollow with Granny in 
fast pursuit, wielding a 
butcher knife and an axe.

Please turn to  Page 11
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The Stone Detective
Continued from Page 1

How Do YOU Deal with an 
Ever-Changing Industry?

Ben Cole
Cole Brothers  
Marble and Granite

Things are always chang-
ing. And in this day and 
age things change so fast 

that sometimes it feels like it can 
be impossible to keep up. New 
tools, new materials, new glues, 
new products... it can definitely 
feel overwhelming at times. But 
despite some folk’s tendency 
towards inertia, it is important to 
keep moving and keep up with 
the inventions and ideas that are 
changing our industry. 

By now most of you have likely 
heard about the new sintered 

materials (Dekton, Lapitec, etc.) 
that are just now starting to be 
heavily marketed. It seems as 
though many of these companies 
are rushing to see who can claim 
an early lead in this new product 
category. My first initial thoughts 
as I have started to see ads and 
hear customers asking questions 
about these materials were nega-
tive. I said to myself, “Oh great, 
another product to have to learn 
about and deal with.” And in my 
defense, between marbles, gran-
ites, quartzites, soapstone, man-
made quartz, and glass slabs there 
are quite a number of different 
methods to master and tools to 
stock. 

But my initial reaction was the 
exact opposite of one that a good 
fabricator, owner, manager, or 
company as a whole should have. 
I realize that people are hungry 
for new products and designers 
and homeowners alike all love to 
be one of the first to catch on to 
a new trend. And if this new ma-
terial is the next big thing, or just 
destined to take a chunk of the 
market, then I need to position my 
company to be ready for the shift. 

To put my money where my 
mouth is, I called Cosentino 
(manufactures Dekton) and asked 
where I can get more info, take 
classes, or get my hands on some 
material to experiment with. And 
my change in attitude may have 

New generation materials such 
as Dekton and Lapitec are 
made by speeding up the met-
amorphic process, putting the 
raw materials under high tem-
peratures and pressure during 
the manufacturing process.  
The final Dekton product has 
zero porosity, is extremely 
dense, and extremely heat re-
sistant, similar to large format 
porcelain tile.  

attracted some good luck. There 
just so happened to be a semi-
nar Cosentino is giving only a 
half hour away from my shop, 
on a Saturday morning when 
I am actually free. And so this 
Saturday I will take my first dive 
into learning how to fabricate this 
new product and will soon be a 
better-informed fabricator. This 
is the first step to catching up to 
those companies that may already 
be fabricating this product in my 
area, and another step towards 
building a lead on my compet-
itors who choose to keep their 
heads in the sand. 

No one knows exactly where 
the stone countertop business is 
heading over the next five, ten, 
twenty and more years. But what 
we do know is that the business 
will constantly be changing and 
evolving and those companies 
that work to study, experiment 
with, and selectively adapt some 
of the new products will find 
their companies leading their 
local countertops markets.  Are 
you ready to lead?

Ben Cole is a stone industry 
consultant and  Vice President 
of Cole Brothers Marble & 
Granite, a family business in  
Pittsgrove, New Jersey. Ben has 
a BS in Biology from Virginia 
Polytechnic Institute.

With that important decision 
made, I put my phone away and I 
was off for a nice ride.

The next morning I headed 
south for my appointment. I ar-
rived at the home, when Lo and 
behold! the other expert had got-
ten there ahead of me. 

Yes, I knew him, and no, I’m 
not going to reveal his name. All 
that matters is that this guy is on 
the up-and-up and knows his stuff 
(almost as much as me–LOL!). 
After all, he took my stone in-
spection class a few years back, 
so he learned from the best. More 
importantly, he was also not one 
of those hired gun-type experts. 
In other words, he was not the 
type that will say anything you 
want, as long as you pay him.  

This was going to be interest-
ing because the floor was a total 
failure.   Let me explain.   When 
I inspected the floor last year the 
entire floor sounded hollow, ex-
cept for a few areas.   I also in-
spected some tiles that were not 
installed and discovered that all 
this marble flooring had a fiber-
glass mesh backing. I couldn’t 
wait to see what this expert was 
going to say when he discovered 
the same thing.

He started his inspection and I 
could tell right away that I taught 
him well. We talked to each 

other but not about this floor.  He 
turned to the client and asked if 
they could remove some tiles.   
Bingo! I thought that was exactly 
what needed to be done, to get to 
the truth. A hollow sound on a tile 
floor don’t always mean the floor 
is not bonded. Soundproofing 
membranes, acoustics and nu-
merous other factors can give you 
a false reading. 

We collectively chose four tiles 
to remove; two of them were 
hollow and the other two were 
sound.  I thought this would be a 
good comparison.  

He took out his grinder and 

started cutting around the perime-
ter of the tile, about one inch from 
the edge.  He finished his last cut 
and the tile popped up. I kid you 
not; it actually lifted off the floor. 
He took a screwdriver, carefully 
lifted the tile and then flipped it 
over. The back of the tile had no 
thinset or setting mortar at all on 
the back. The look on his face 
was priceless!

“It’s going to be interesting to 
hear how he justifies this,” I mut-
tered to myself. Oh, yeah– that 
tile was the hollow-sounding one. 

Please turn to  Page 12

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

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


slIppery rock GazeTTe noVemBer 2015  |  9  

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

http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,8455,9958/


10 |  noVemBer 2015  slIppery rock GazeTTe      

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

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

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

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

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

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

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

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

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

You will be glad you did.

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

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

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

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

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

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

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

The other suppliers are selling knock-offs!

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

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

This year’s festivities prom-
ised to be even more memo-
rable than most, as the annual 
Varmint County-Burrville foot-
ball rivalry was foolishly sched-
uled for Friday, October 30, the 
night before Halloween.

Varmint County High School, 
over the misgivings of the 
principal and school board, 
decided to go all-out for the 
occasion. The Viper marching 
band dressed up as zombies, the 
cheerleading squad came as a 
coven of pointy-hatted witches, 
and the vampires working the 
snack bar served cherry punch, 
Bloody Marys and spider web 
cotton candy.

But no Halloween is complete 
without a prank, usually one that 
goes terribly wrong. Varmint 
County’s crew of student man-
agers, led by Toady Hockmeyer, 
Cody “Pie Face” Pennywell and 
Pete “Cargo” Clampton, in-
spired by the alleged exploits 
of pro football quarterback Tom 
Brady, decided to do a little 
doctoring of the game balls.

Instead of deflating the foot-
balls, however, the trio enlisted 
the help of Dormas Letner, who 
runs a little party store over in 
Burrville. Dormas naturally 
keeps a ready supply of helium 
on hand to inflate his balloons, 
and was more that happy to loan 
his tank to the managers.

Shortly before the toss of the 
coin, Pie Face and Toady filled 
most of the game balls with 
helium and waited to see who 
would win the toss to open the 
game. Burrville won and elected 
to receive. Kicker Fuzzy Pinetar 
set the ball down on the turf, and 
when the ref blew his whistle, 
Fuzzy booted the football into 
the air.

They’re still trying to fig-
ure out exactly where the ball 
landed, since nobody has seen it 
since it left Fuzzy’s toe. Some 
speculate that the ball landed 
somewhere on the side of 
McCracken’s Neck, the moun-
tain that looms over the west 
side of the county. Others be-
lieve it floated into a neighbor-
ing state.

At any rate, the prank almost 
backfired when the officials 
could not find a single football 

that met regulation weight to 
continue the game. They threat-
ened to forfeit the game in 
Burrville’s favor until someone 
reminded the officiating crew 
that many Varmint County fans 
come to the games armed.

Instead, the game was post-
poned for an hour while the ref-
eree drove over to the Athletic 
Mart in Burrville and purchased 
a supply of balls.

As for Toady, Pie Face and 
Cargo, Coach Snodgrass had 

a little Halloween prank of 
his own waiting for them at 
Monday’s practice.

“Coach, I looked all over the 
locker room and I can’t find the 
tackling dummies,” Pie Face 
pleaded as he reported to the 
practice sideline.

“Oh, I sent them off to be re-
paired. We’re going to use live 
tackling dummies today, boys. 
You better get on some pads, 
’cause you’re gonna need ’em,” 
B. O. replied with a wicked grin. 

Continued from Page 7

Varmint County

IF you can’t be a 
good example,  

then you’ll just have to 
be a horrible warning.

 – Catherine Aird –

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

Continued from Page 8

Next, he made a perimeter 
cut around the sound tile. 
This time it did not pop up. 
I thought we might find that 
this tile would be bonded 
properly.  After he finished 
this round of cuts he took 
a screwdriver and pried up 
the tile. It came up clean, all 
in one piece. He flipped it 
over– and surprise, surprise 
– There wasn’t any mortar 
on the back of the tile (see 
pics). I just looked at him 
and smiled. After all, we had 
lawyers watching this whole 
thing.

It was clear to me and 
hopefully to him that this 
floor was not bonded. Most 
likely the installer used the 
wrong setting mortar. The 
mortar would have to be 
tested to find out for sure.

I have no idea what he 
told his client but I do know 
there was no counterclaim 
report, and the case set-
tled out of court. I’m sure 
he told them it was a poor 

installation. Any compe-
tent expert would have. I 
have many times.

Another case solved. 
You know, it’s nice to be 
right. I’ll think about that 
on my next ride.

The Stone Detective is a 
fictional character created by 

Fred Hueston, written to be 
entertaining and educational. 
He has written over 33 books 
on stone and tile installations, 
fabrication and restoration 
and also serves as an expert 
for many legal cases across 
the world. You can send any 
email comments to him at 
fhueston@stoneforensics.com.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Groves products  Shop www.braxton-bragg.com for SKM Grout-Aide Grout Pens
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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 11 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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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

Rockcrete specializes in 
producing turnkey custom 
trench drain systems for  
stone fabrication facilities. 

Over the past 10 years, 
Rockcrete has become a 
recognized leader in pro-
viding concrete infrastruc-
ture for shops including 
machine foundations for 
bridge saws, machine foot-
ings, and base pads. 

Rockcrete USA Celebrates 
10th Anniversary

This year marks the 
10th anniversary 
of Rockcrete USA. 

Rockcrete has served clients 
in the commercial and 
industrial market through-
out the US and Canada since 
2005 and what better way to 
celebrate their success than 
by thanking everyone that 
supported them since the 
beginning.

Rockcrete USA started 
off specializing in the 
construction of Machine 
Foundations, Concrete 
Footings and Industrial 
Base Pads. Their innovation 
provided turnkey solutions 
to a wide range of manu-
facturing facilities in the 
solid surface industry. They 
soon realized the need for 
an affordable and effective 

trench drain system and 
additional employees were 
hired to help meet the un-
filled needs of an expand-
ing customer base.

This company soon be-
came a trusted name in 
the Trench Drain Industry, 
and decided to launch 

their first product line. 
Rockcrete USA prides it-
self in having developed 
the MEGAMAX® INSTA-
POUR® trench drain sys-
tem. This trench drain 
system, specifically de-
signed for the stone indus-
try, is the only trench drain 
system on the market of its 
kind, a combined effort of 
engineers and installation 

crews in the field, looking 
for a more efficient way 
to build trench drains. The 
final product and key fea-
tures of this trench drain 
system eventually resulted 
in a much more “User 
friendly, customizable, ver-
satile, less labor intensive 

and affordable” product. As 
the company expanded they 
started offering products, 
services and project man-
agement to serve a large 
variety of industries includ-
ing the Mining and Water 
filtration Industry.

In the past 10 years, 
Rockcrete USA has suc-
cessfully completed proj-
ects in 28 states and in 
Canada. They are excited to 
see what the next 10 years 
may bring and look for-
ward to continuing to meet 
and surpass your expecta-
tions while expanding their 
services across the entire 
United States and Canada. 

For more informa-
tion, please contact Hank 
Liebenberg, President, 
Rockcrete USA via email 
sales@rockcreteusa.com or 
by phone at 404-543-0446 
or 1-877-999-1175.

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

mailto:sales%40rockcreteusa.com?subject=Slippery%20Rock%20story
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.

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.

“If elected, I promise to bring you  
an abundance of outrageous blunders, 

gaffes and controversy to keep you 
 entertained and amused for 4 years!”

Help Eliminate Boring 
Voicemail Greetings!

Because we firmly be-
lieve in the philosphy 

of Have More Fun at Work, 
we bring you the following 
public service announce-
ment. Do your part to elim-
inate the boring from the 
home and workplace!

* Hello. I’m available right 
now but cannot find the 
phone. Please leave a mes-
sage and I will call you up 
as soon as I find it.

*Hi, this is… [insert 
your name here.]  If you’re 
part of the problem, hang 
up now.  If you’re part of 
the solution, leave a mes-
sage.

*Please leave a mes-
sage.   However, you have 
the right to remain silent. 
Everything you say will be 
recorded and will be used 
by me.

*Hi. I’m probably home.  I’m 
just avoiding someone I 
don’t like.  Leave me a mes-
sage, and if I don’t call back, 
it’s probably you.

*Hello, you have reached 
the number you have dialed. 
Please leave a message after 
the tone.

Hi, this is [your name].  I’m 
sorry, I can’t answer the 
phone right now. Leave a 
message, and then wait by 

your phone until I call you 
back. Seriously – I mean it!

*Hello, this is… [insert 
your  name here.]  I’m not 
home right now, but I can 
take a message.  Hang on a 
second while I get a pencil. 
(Open a drawer and shuf-
fle stuff around, making 
noise. Drop a pan or two. 
Be noisy.) … Okay, what 
would you like me to tell me?

*Hello, this is you-know 
who.  We are you-know-
where.  Leave your you-
know-what. And you know 
when to do it.

*Please leave your name 
and a brief message at the 
tone. It’s just a nicer way of 
saying, “Who the heck are 
you, and what do you want 
with me?”

*[Your name’s] voicemail is 
broken.  This is his refriger-
ator speaking. Please speak 
very slowly and clearly, 
and I’ll stick your message 
to myself with one of these 
magnets.

*Hi There! You know what 
I hate about voicemail mes-
sages? They go on and on, 
wasting your time. I mean, 
all they really need to say 
is, “We aren’t in, leave a 
message.”   That’s why I’ve 
decided to keep mine simple 
and short.   I pledge to you, 
my caller, that you will never 
have to suffer through anoth-
er long, frustrating, rambling 
answering machine message 
when you call me. You can 
be sure I’ll give your mes-
sage the full attention it war-
rants! By the way, how are 
you today? The weather sure 
is beautiful! That’s probably 
why I’m not here, just in case 
you wanted to know. I hope 
you have a nice day, too!

*I can’t come to the phone 
now because I have amne-
sia and I feel stupid talking 
to people I don’t remember. 
I’d appreciate it if you could 
help me out by leaving my 
name and telling me some-
thing about myself.  Thanks!

*Hi, I’m sorry I couldn’t 
come to the phone, but if you 
hop 3 times, spin around, 
touch your nose and say your 
name, then leave me a mes-
sage after the beep, I’ll get 
back to you as soon as I stop 
laughing...

*Voicemail…  Speak now. 
Thanks.

HE that is 
good 
for 

making excuses is 
seldom good for 
anything else.
–Benjamin Franklin

Carmen Ghia
Dept. of Helpful Trivia

© Randy Glasbergen, glasbergen.com

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

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

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

Quote from the weekly “dispatches” of Will Rogers, from 
the Will Rogers Museum, Claremore, Oklahoma

“It takes a great 
country to stand a thing 
like (elections), hitting 
it every four years.” 
– November 13, 1932

10 Tips for a Better Workday
1) Stretch in bed before you 

get up and at ’em – this improves 
focus and helps the body transi-
tion from sleep.

2) Before you eat or drink any-
thing in the morning, gargle a cup 
of water to get out your night’s 
germ farm – your breath will be 
fresher all day (but onions and 
garlic might tip the scales!).

3) Think of 3 things that your 
grateful for –  think of this as mood 
lighting for your day that has been 
proven to boost your immune sys-
tem (keeping you healthy through 
flu season) and better at problem 
solving (the more relaxed you are 
when a problem arises the more 
chances you have of finding a 
thoughtful and creative solution).

4) Take a moment to remember 
your bigger life goals – health, 
happiness, good family relation-
ships, great friendships – before 
you head out to do your day’s 
work. Perspective also gives us a 
boost of energy before your morn-
ing coffee.

5) Speaking of morning cof-
fee...does acidic coffee bother 
your stomach? If so, put a little 
sprinkle of the spice cardamom to 
make the coffee less acidic.

6) Make room for young people 
and elders. If you are young, try 
to spend time with an elder whose 
good stories and lessons learned 
can help you become more adapt-
able and open to the sidewinders 

Anne Tenna  
Department of 
Human Resources

life can throw at you. A grouchy 
elder will do, as they tend to have 
an “honesty first” policy the likes 
of which make most polite peo-
ple blush. If you’re an elder, the 
youthful exuberance of children 
and teens is a hoot! Just remember 
they’re not yours so you no longer 
need to abide by the disciplinar-
ian role which can make for faster 
trust, by kids and teens, which can 
grow into friendship.

7) Make room to play (games, 
sports, the sky’s the limit). This is 
NOT a pastime reserved for chil-
dren, this should be a requirement 
for us all.

8) Take time for silence, turn off 
your radio to or from work, shut 
down your cell phone and just lis-
ten to the sound of silence, even if 
only for a moment or three.

9) Make sure you have things to 
look forward to that include other 
people and fresh air.

10) And finally, know that each 
small act of kindness and chiv-
alry make for a better day not 
only for those who you... held the 
door open for, allowed to merge 
in through tremendous traffic, 
shared a joke or laugh with, lis-
tened to without judging... these 
acts are slightly heroic and lead to 
a better quality of life for us all.

Mother Nature Can Ruin 
Your Business. Are You 
Ready for Natural Disasters?

Robert SicilianoIN the boxing ring, if 
you focus on the 
knockout punches 

too much, the quick sharp jabs 
are what may bring you down. 
This is how some businesses 
approach their security. They 
put too much emphasis on pre-
venting that mountainous data 
breach, while smaller everyday 
threats sneak by. Those smaller 
threats may be difficult to get 
at, and they can knock you out 
for good. A company may have 
all eyes on that Russian hacking 
ring, a fire or hurricane. But 
threats come in all flavors.

A business just can’t use all 
its artillery against the “big” 
threats, because this will create 

non-flexible tactics that unrav-
el in the face of an unexpected 
threat.
Unless company leaders are 
psychic, they can’t anticipate 
every possible threat. But being 
narrowly focused is no good, ei-
ther. Here are some tips on how 
to widen that focus and plan for 
disaster:
Certainly, gear up for the “big” 
threats like natural disasters and 
brick-and-mortar crimes. This 
includes having insurance plans, 
conducting evacuation training, 
and implementing additional 
protection like smoke detectors 
and fire extinguishers.

Please turn to  Page 17

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10721/
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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 

Another Design Breakthrough
David DeLarm is at it again, taking design 
to a higher level, making things simple and 
affordable. 

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

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

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

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

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

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

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

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

Great LOW Price!

Uses Standard 
Profile Bits

Fits on Narrow Surfaces 
to Profile Inside of Sinks

13 amp, 2100 watt 
Milwaukee 6117-33D

Aqua Base

Glides on a Cushion of Water!

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

Are You Ready 
for Natural 
Disasters?

Continued from Page 16

Create a list of as many possible 
threats you can think of. If you 
can conceive it, it probably can 
happen.

Come up with a backup location 
should your primary office loca-
tion be rendered inoperable.

Create a core response team for 
any kind of disasters, and see to 
it that the members are easy to 
reach. Have a secondary team in 
place in case anyone in the pri-
mary core can’t function.

Establish post-disaster commu-
nication plans for employees, cus-
tomers/clients and vendors. Have 
a list of backup vendors.

Create security plans that are 
flexible rather than rigid, and 
make sure they are regularly 
updated.

Back up all data. Have an on-
site data backup as well as cloud 
backup.

Replace computers every 2-3 
years. But don’t wait that long 
if the following symptoms of a 
croaking computer occur: odd 
noises during boot-up; things tak-
ing way too long; a blue screen.

The preparation and prevention 
tactics above apply to businesses 
and really, everyone. Employees 
should be rigorously trained on 
proactive security and tricks 
that cyber thieves use. To learn 
more about preparing your small 
business for disasters, download 
Carbonite’s e-book, “Five Things 
Small Businesses Need to Know 
about Disaster Recovery.”

Best-Selling Author Robert 
Siciliano of IDTheftSecurity.
com is a United States Coast 
Guard Auxiliary Flotilla Staff 
Officer of the U.S. Department 
of Homeland Security whose 
motto is Semper Paratus (Al-
ways Ready). He is a four time 
Boston Marathoner, Private In-
vestigator and is fiercely com-
mitted to informing, educating, 
and empowering people so they 
can be protected from violence 
and crime in the physical and 
virtual worlds.

Suspect returns to burglary scene 
for lost keys, cellphone

A man has been charged 
with burglary after po-

lice say he returned to a Twin 
Falls, Idaho, home for his for-
gotten car keys and cellphone.

The Times-News reports a 

woman called police when she 
found her home ransacked one 
Saturday, with a stranger’s cell-
phone on the bed and a strange 
car parked behind the property.

Police were at the scene when 
22-year-old Caleb Shay Funke 

was dropped off near the ve-
hicle. Officers say Funke told 
them he loaned the car to a 

friend and the keys got locked 
inside.

Keys found inside the bur-
glarized house unlocked and 
started the vehicle.

Court documents say Funke 
acknowledged during an in-
terview with police to being 
involved in at least two other 
burglaries that Saturday.
Source: The Times-News,  
www.magicvalley.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Predator Router
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Call 800-575-4401

Makita®  4˝ Wet Polisher 
Variable Speed

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

 9376 Brush Set for Makita® PW5001C $19.95 $11.95 

OUR Price: $319.95!

Distributed By

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

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

• Five variable speeds 2,000 – 4,000 RPM (no load) 
• Built-in GFCI with reset and test buttons  
• Built-in water connections 
• Powerful 7.9 Amp motor  
• 5/8-11 spindle thread
• 5.1 lbs.
• 4˝ Hook & Loop Back-up Pad included
• 1-year limited manufacturer’s warranty

FREE 

FREIGHT!

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

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

In this case, a small room makes 
a big statement. The first floor pow-
der room is incredibly warm and in-
viting. The Copenhagen granite is 
the perfect complement for the soft 
wood tones of the cabinets, floor 
and walls. 

Two Fieldstone fireplaces are 
where the inside meets the outside. 
The inside fireplace is Fieldstone 
with a substantial Soapstone slab 
hearth and mantle. 

Deep in the Woods Continued from page 6 

Copenhagen Granite 
was chosen to comple-
ment the warm, wood 
tones of the chalet’s 
rustic powder room.

Textured 5cm Church Hill Reserve 
Soapstone island in the country kitchen 
is a breathtaking contrast to the Fantasy 
Brown countertops and full-height 
backsplash.

Two fieldstone fireplaces share a common wall, and 
tie the outside fieldstone and soapstone to the stone 
chosen for the interior. A similar soapstone floor to 
the porch fireplace room is also planned for the front 
porch area.  Right: White Eyes Granite ties the vanity, 
shower seat and trim together.   

The screen porch fireplace is 
Fieldstone with Soapstone trim 
and is rustically accented by a 
Soapstone tile floor – Perfect for a 
mountain chalet!

The master bath has a few sur-
prises. The vanity top is White Eyes 
granite, polished with a bevel edge. 
The shower trim, jamb, curb and 
wall cap plus the shower seat and 
shelves are White Eyes as well thus 
tying the shower area to the rest of 
the bathroom granite.

The upstairs guest bath holds a 
nice surprise. Your eye is naturally 
drawn to the White Maura leather 
marble on the vanity. It is beauti-
ful, but keep going. Let your eye 
wander to the left of the vanity 

over to the tub. The step and the 
base are also marble AND the tub 
is specially designed to be outfitted 
with a custom front, which in this 
case happens to be the same marble 
as the rest of the room. You don’t 
see that very often. All the marble 
in this room has been treated with 
15-year sealer.

There is one more project yet to 
do on the inside. The desk niche 
will get stone as well after the area 
has been shaped into the space the 
homeowner is content with. 

Time, passion and imagina-
tion went into building this home. 
Natural stone is the perfect comple-
ment to all of it. 

Photos (6) by Zach Smyser

Shop www.braxton-bragg.com for the Makita PW5001 Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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 Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

 • Fax 800-915-5501

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.

How to Share 
Bad News with 

Your Team

IF you have been leading 
for very long, you’ve 
likely had bad news 

to deliver to someone or to your 
entire team.

You should realize that there 
is “bad news” and there is “seri-
ously-work-and-life-changing-
bad-news,” but regardless of the 
depth, leaders worry about the 
impact the news will have on the 
psyche, attitude and motivation of 
their teams.

While that is a worthy concern, 
there are several things to think 
about that will change your ap-
proach, your expectations and 
likely your results when you have 
to be the bearer of bad news.

Before Your Start . . .
It will happen. First and fore-

most, as I’ve already said (and 
you already know), bad news will 
surface. As a leader, you can’t be 
surprised by the fact that you have 
a tough message to deliver, and 
you must be prepared to deliver it.

Don’t wait. Procrastination 
doesn’t make it better, and it usu-
ally makes it worse. You know 
it is true. Share what you know, 
when you know it.

How bad is it? The truth about 
this depends greatly on your per-
spective. There is no doubt you 
have examples in your life where 
you thought news was bad, and 
that with the wisdom that comes 
from time, that “bad” thing either 
wasn’t as bad as imagined or ac-
tually became something good. 
Keep this in mind as you prepare 
to deliver the message.

Think about the whole picture. 
The situation may be bad, but is it 
all bad? If we frame it as negative 
from the start, the chances of you 
(or anyone else) seeing anything 
other than the negative is greatly 
diminished. Before you deliver 
the message, make sure you are 
seeing it from every side first.

Delivering the News . . .
Acknowledge the bad, share it 

all. In the last point, I encouraged 
you to get a broader perspective 
on the situation and the news. I am 
not suggesting you sugar coat the 
news or make things seem better 
than they are. I am suggesting you 

help people see the full picture – 
warts, scars and possibilities, too. 
Your goal is to communicate the 
message clearly and help the team 
move past it. Without a 360 per-
spective it will be more difficult 
for them to move forward.

Shut up and let people ask ques-
tions. This is really two pieces of 
advice in one, but the first is re-
quired to get to the second. Make 
your remarks and share the news, 
then shut up. Often the longer you 
talk, the worse you will make it. 

Understanding and acceptance 
comes from conversation, not 
from listening. Let people ask 
their questions about the news – 
both what it is and the implica-
tions of it.

Allow people to vent. 
Depending on the nature of the 
news, people may be angry, upset 
and frustrated. Make it safe for 
them the vent and let some of 
those emotions out. 

You might know from experi-
ence that when negative emotions 

remain bottled up, they become 
bigger, worse and more explo-
sive. Let people share their con-
cerns and remember that your job 
then isn’t to justify, explain or 
“fix”, just to let them talk.

Focus on the future. The news 
is out and the facts are the facts. 
None of that can be changed now. 

To motivate your team moving 
forward you must help the team 
move past the news to what is 
next. 

Please turn to  Page 25

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

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

BEST-SELLING 
BRIDGE SAW BLADE

FEATURING 

ARRAY  
TECHNOLOGY

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

– Mike Weldon, 
  Stone Fuzion

20mm Segment and 
Array Diamond Technology

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

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

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

 Item # Description MSRP OUR Price 

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

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

20mm!
Segments

Dueling Thanksgiving Days

IF you think that  
Washington, D.C., 

is the capital of the State of 
Confusion these days, you 
should’ve been around in 
1939.

Way Back Then, we didn’t 
have one Thanksgiving Day. 
We had two. No joke.

Well, no; your humble cor-
respondent wasn’t around 
Way Back Then. I was mi-
nus-eight years of age at 
the time. But microfilmed 
newspapers tell the tale, and 
I availed myself of the ar-
chives for a little research.

In 1939, Thanksgiving was 
celebrated on November 23. 
At least it was in 25 states. 
Not so in the remaining 23. 
In those rebellious outposts, 
including Tennessee, T-Day 
didn’t arrive until November 
30.

(Right now you’re roll-
ing your eyes and saying, 
“What a goof this Venable 
guy is! You add 25 and 23 
and it comes to 48. Doesn’t 
he know there are 50 states?” 
To which Venable replies: 
“Neener-neener! Hawaii 
and Alaska hadn’t even been 
invented Way Back Then! 
It wasn’t until 1959 that a 
pineapple was discovered 
in an icebox owned by some 
old coot named Stewart, 
forcing Congress to ratify 
the Gettysvue Amendment. 
As a result, this guy named 
Ross sewed a flag with fifty 

to launch the Christmas 
shopping season. So he de-
creed T-Day would be the 
fourth, but not necessarily 
final, Thursday. Period.

You would have thought 
FDR had ordered tofu be 
served instead of turkey, 
sweet potatoes, and cran-
berry sauce.

The aforementioned re-
bellious states screamed, 
“No way!” They contin-
ued to observe the last 
Thursday. This controversy 
likely would have erupted 
every few years, but in 1941 
Congress stopped it by offi-
cially designating the fourth 
Thursday as Thanksgiving. 
Period-period.

Based on vintage news-
paper accounts I’ve read, 
the whole thing boiled into 
a humongous fight. Indeed, 
the FDR Presidential 
Library in Washington 
contains many of the irate 
letters, telegrams, and edi-
torials it sparked.

Ahh, for the good ol’ days 
when that’s all that politi-
cians had to argue about!

Sam Venable is an au-
thor, stand-up comedian, 
and humor columnist 
for The Knoxville (TN) 
News Sentinel. He may be 
reached at sam.venable@
outlook.com.

 Sam Venable  
Department of Irony

stars, signifying Hawaii 
and Alaska could be vis-
ited by American tourists, 
but only if they purchased 
souvenir leis and mukluks.” 
At least that’s the way goof 
Venable recalls it from 
American History 101, 
during which he slept most 
of the time. So there.)

However, I’m not joking 
about twin Thanksgivings 
in 1939. This all came 
about because of feuding 
between the president and 
Congress. Sound familiar?

Although Thanksgiving 
had been observed on 
various dates through the 
years, the last Thursday in 
November was proclaimed 
by President Abraham 
Lincoln in 1863.

Such an arrangement 
worked well for a while. 
But then the pre-Christmas 
marketing rush came into 
vogue. By the time 1939 
rolled around—accompa-
nied by a November with 
five Thursdays—President 
Franklin Roosevelt felt 
November 30 was too late 

“Go ahead – Make my day.”

Murder Witness and Suspect 
Mistakenly Put in Same Cell 

AN Ohio 
sheriff 
says a 

guard mistakenly put a 
murder suspect in a holding 
cell with another inmate 
who was about to testify 
against him, and a fight 
ensued.

The Lima News reports 
that the men weren’t hand-
cuffed when the guard 
put them together in a 
cell during a break in the 

trial. Sheriff Sam Crish 
says an investigation will 
be conducted on how that 
happened.

Crish says authorities 
broke up the altercation 
within two minutes. He 
says the men suffered only 
minor injuries from the 
scuffle.

The holding cell was 
out of public view, but the 
sheriff says the fight was 
recorded on video from a 
surveillance camera.

The judge later denied a 
defense request for a mis-
trial because of the fight, 
and he said the video can 
be shown to the jury.

Source: The Lima News, 
www.limanews.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Array Silent Core Blades
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“I thought all 8-step wet polishing pads were the same …
“Phooey! These amazing Vipers had the job done by step 6”

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

But you must act now. Please call 

800-575-4401

Set of 8

3˝ pads

4˝ pads

5˝ pads

MSRP

$142.95

$182.95

$238.95

Our Price

$94.95

$118.95

$158.95

Try them risk-free for 30 days!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 8-step Polishing Pads
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Why pay $66.25 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 

“Yeah, sure, we would love to 
help you,” Mark was saying. “We 
do really good work.” 

The guy must have smiled or 
smirked because I heard Mark say, 
“No, REALLY– we do GREAT 
work!!” You could hear the pride 
in his voice. I have to admit it 
made me smile. And proud that 
he felt that way. Not that we don’t 
have problems as every shop does, 
but the fact that he felt confident 
enough to make a statement like 
that to a potential customer said a 
lot. 

  Leaving the shop a few minutes 
later I realized that a couple of days 
prior he and I were at the gas station 
filling up trucks, when I had casu-
ally mentioned something about 
some upcoming bathroom jobs. 

Mark smiled. “Cool!” he said. “I 
love doing showers! I really like 
taking pictures as I’m going along. 
You know– before, during, after. I 
like to post them on Facebook.” 

“Really?” I commented. On one 
hand I admit I was surprised, but 

Simply Said, Do Your Best
Continued from page 5 

on the other hand I know the way 
Mark works. He likes working on 
showers better than kitchens, be-
cause some of the complex designs 
allowed him a bit of creativity, like 
to trying to assemble a jigsaw puz-
zle. Each piece had to fit just right 
to allow the next piece to fall into 
place.  He is definitely one of those 
guys who takes pride in what he 
does. I knew it meant something 
to him when things turned out nice 
and the customer was happy.

“Not like I ever see any pictures 
of the jobs!” I teased him. 

I am always trying to get 
the guys to send me pictures 
since I put all this time in with 
customers and NEVER get 
to see the jobs completed!! 

  “Maybe I could send you a cou-
ple and you could put them in your 
book (I have a small photo album I 
keep at the showroom).

“Or online,” I added. He just 
smiled (Not holding my breath on 
actually seeing any, but the thought 
is nice!!).

Hearing Mark make a state-
ment like that to a potential cus-
tomer – when he didn’t have 
to – reinforces my trust that he 
has my back and wants us to be 
successful. 

As business owners, we know 
that the quality of the product and 
the service we offer our customers 
reflects back on us. And like it or 
not, our employees hold the power 
in presenting this in a positive or 
negative way. No matter how well 
we sell it, or the time we spend with 
a customer prior to the job starting, 
it’s our employees who can make 
or break a job. Their actions and 
words speak loudest and it is their 
behavior and attitudes that custom-
ers remember. We can encourage, 
cajole, scold, and sweet-talk our 
employees to do their best, but like 
parents, we aren’t always there to 
ensure our employees are doing 
what we request or need them to.   

Things are never perfect and 
there are days I seriously shake my 
head at decisions employees have 
made, but I have never doubted 
that my guys do their best and 
want every customer to be happy 
with the final product. There is 
a definite sense of pride when a 
customer calls or emails me to 
say how polite and respectful, or 
nice and professional my guys 
were, taking care of the customer’s 
“things,” cleaning up after them-
selves. And not just homeowners. 

I have had contractors on job sites 
make comments as well. I make a 
serious effort to remember to share 
the feedback with my guys when I 
hear from a customer but I admit 
a little ashamedly I don’t always 
remember.

I remind myself that regardless of 
the times I want to strangle some-
one, I know my guys always have 
Monarch’s best interest in mind. 
They work hard and they make me 
proud. I couldn’t ask for anything 
more.

NO matter how well 

we sell it, or the 

time we spend with a cus-

tomer prior to the job start-

ing, it’s our employees who 

can make or break a job.
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Enhance and Sealer
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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 cut-
ting 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 construction, 
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
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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

Police conducting a raid at a 
suspected drug dealer’s home 

south of Boston made an unusual 
discovery — a stolen 2004 Red 
Sox World Series ring.

Quincy police had been watch-
ing the home for several months, 
and one Tuesday they executed a 
search warrant after witnessing a 
drug deal.

Capt. John Dougan says they 
found a “significant” number of 
oxycodone pills, money-counting 
machines, police scanners, $9,000 
in cash – and the ring.

Dougan says the ring belongs to 
a team employee, not a player or 
coach. The Red Sox broke an 86-
year World Series championship 
drought in 2004.

The man who lives in the home 
and two men to whom he al-
legedly sold pills are expected in 
court.

Dougan says it’s unclear how 
the ring ended up in the home.

Stolen Red Sox 
World Series Ring 

Found During 
Drug Raid

Baseball legend Yogi Berra 
died in September, 2015 at 
the age of 90. Besides being 

a great baseball player, he was 
also a great example of a fading 
standard of true sportsmanship 
and integrity, Yogi is also justly 
famous (or infamous) for his puz-
zling and priceless quips, like:

* It’s like deja-vu all over 
again…

* If you don’t know where 
you’re going, you might end 
up some place else.

* He hits from both sides of 
the plate. He’s amphibious. 

* The future ain’t what it 
used to be!

* Never answer an anony-
mous letter.

* When you come to a fork 
in the road, take it.

* If the world was perfect, 
it wouldn’t be.

* Baseball is 90% mental – 
the other half is physical.

* You can observe a lot by 
watching.

Police say a woman was hit with a hot 
flying brisket when a contestant’s 

temper flared during a beef over a shared 
cooker at a central Kentucky barbecue 
festival.

Danville, KY police say they were called 

Flying brisket whacks woman during beef at  
Kentucky State Barbecue Festival

to the Kentucky State BBQ Festival after 
a dispute was reported between contestants 
who were sharing a cooker one Sunday, at 
the intensely competitive cook-off.

Mary Berry of Bardstown told officers she 
was hit in the shoulder, neck and head by 
the slab of hot meat, which was estimated 

to be between 200 and 250 degrees when it 
was thrown.

Police said 42-year-old Mike Owings of 
Cunningham told officers he threw the bris-
ket because he lost his temper, but “didn’t 
mean for anyone to get hurt.”

Police say he faces a misdemeanor charge 
of wanton endangerment. He was not 
charged for ruining a perfectly good piece 
of prime brisket, though hungry spectators 
of the fracas were ready to lynch him.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Finger Bits
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This etched marble countertop needs honing and 
polishing. Customer education here can possibly 
prevent this type of damage from happening again.

A good example of poorly maintained and badly 
eroded serpentine tiles. This is one of those no-
win situations where you should just decline. 
There will always be some projects that a savvy 
contractor will want to avoid. Some projects are 
just not feasible or profitable.

Stone Restoration and 
Maintenance Corner
Managing Customer Expectations

Bob Murrell 
Special Contributor

Photos provided by Bob Murrell

Please turn to page 27

   

One of the hardest 
issues to manage 
for restoration con-

tractors, whether new to the 
industry or an experienced 
veteran, is customer expec-
tations. Some new contrac-
tors can be easily bullied by 
the customer and some old 
crusty salts can be a little 
too pushy regarding the 
suggested course of action.

There is an art regarding 
educating a customer while 
guiding them in the right 
direction to best achieve 
the desired or “perceived” 
desired results. 

If a polished marble floor 
has become dull from foot 
traffic wear, the obvious 
solution would be to simply 
re-polish it. That is an easy 
enough fix, right? What if 
it is black marble? What if 
it has some deep etches or 
scratches? Polishing may 
highlight these types of 
problems. The customer 
would probably not expect 
to see some scratches they 
never really noticed before 
because the floor was so 
dull. But believe me when 
I tell you, they will notice 
after the floor has been 
polished.

So when it comes to pro-
viding a solution to a stone 
surface that a customer 
wants repaired, there may 
be many aspects to this 
course of action. There 
can be many contributing 
factors to the problems be-
yond normal wear such as 
lippage, inappropriate coat-
ings like wax, poor mainte-
nance procedures, spillage 
of acidic materials, sanded 
grout, and list goes on.  

Lippage can trap and 
hide abrasive grit that was 
walked in and never appro-
priately removed. When 
foot traffic walks across 
the floor some of this grit 
can be extracted, spread, 
and ground into the stone 
causing premature and ex-
cessive wear. Severe lip-
page can also interfere with 

the re-polishing process by 
tearing up polishing pads 
and also contributing to the 
probably already existing 
picture framing appearance. 

Instead of hiring a profes-
sional, many customers had 
a wax or coating applied 
when they noticed their 
surface becoming dull. Of 
course any coatings would 
necessarily have to be re-
moved before polishing or 
honing could take place. 
Waxes and coatings tend 
to fill in and hide scratches 
and other issues in the 
stone.  

Poor maintenance prac-
tices can cause premature 
wear and other issues. Dust 
mopping or vacuuming 
should be accomplished 
as often as necessary to 
remove tracked in grit and 
soiling. Entrance mats or 
similar dirt trapping sys-
tems should be installed to 
also help reduce wear from 
exterior grit sources. Spills 
should be cleaned up as 

soon as possible to reduce 
etching and staining. A 
quality stone specific neu-
tral cleaner or stone soap 
should be used as part of 
a comprehensive mainte-
nance program.  I always 
advise the contractor to 
leave behind or at least pro-
vide the client with the right 
products and instruction on 
how to properly maintain 
their hard surfaces.

Sanded grout can cer-
tainly cause premature 
wear of polished surfaces 
and possibly inhibit the 
polishing and restoration 
practices too.

All of the above issues 
can be contributing factors 
to your diagnosis and prog-
nosis. To fix or rectify the 
customer’s complaint, you 
must first realize the cause. 
You may also find the need 
to educate the customer re-
garding their installation’s 
problems. 

Continued from page 19
You might need more than one 

meeting to get people to move for-
ward; depending on the news, it 
might take much longer. But in 
every communication with the team 
and individuals, help them focus on 
the future – which is something they 
can influence.

Moving Forward . . .
Crafting and delivering the mes-

sage isn’t all that you want to achieve 
here. The challenge isn’t just sharing 
the bad news, but doing it so that it 
doesn’t demotivate your team. If you 
have done the first two steps, you are 
heading in the right direction, but as 
a leader you must continue to keep 
people’s focus on the future, on what 
they can do regardless of, or in spite 
of, the bad news. Yes, depending on 
what the news is, people may need to 
grieve, but wallowing in grief for too 
long is the demotivating factor you 
were worried about in the first place.

Help people lift their head and 
move forward, because the past is 
gone and they can only influence 
the future (Tweet that!). That future 
focus will create the motivation, en-
ergy and better future results you and 
the whole team desires.

Sharing Bad News

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

 9375 Makita®  5˝ Grinder, 9565CV $282.95   $145.95 $139.95

Why spend $36.00 MORE

Braxton-Bragg sells for less!
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sale!

to the sides of your Pro-
Cart, enabling you to load 
heavy tool bags and cases 
onto the cart instead of 
on your back.  The Tool 
Trays don’t interfere with 
the cart’s ability to carry 
countertops, so you can 
get all your equipment 
and materials to the job-
site in fewer trips!

Last but not least, the 
Folding Kit allows you 
to rotate the Pro-Cart 
AT1 casters beneath the 

Working More Efficiently 
with Accessories

Jessica Sherwood  
Omni CubedDid you know that 

you can maxi-
mize efficiency 

and get the most benefit 
out of your Omni Cubed 
Pro-Cart by accessorizing 
it? There are three acces-
sories available for the 
Pro-Cart AT1: Multi-Top, 
Tool Tray, and Folding 
Kit.  The Tool Tray is also 
compatible with the Pro-
Cart AT2.

T h e  M u l t i - T o p 
Accessory allows you to 
transport multiple stone 
pieces at the same time, 
reducing the number of 
trips back and forth from 
shop to truck, or truck to 
install site.  Save time and 
money by installing an 
entire kitchen in a single 
trip.

The Tool  Tray 
Accessory works with the 
Pro-Cart AT1 and AT2.  
These sturdy, non-rust-
ing aluminum trays in-
stall quickly and easily 

main support rail for eas-
ier storage and transport.  
When folded, the cart 
takes up minimal space in 
the truck bed, giving you 
more room for stone and 
other tools.

For more information 
about these and other 
Omni Cubed products, 
visit www.omnicubed.
com .

All Omni Cubed Pro-
Carts and accessories are 
available today at www.
Braxton-Bragg.com .

Multi-Top and Tool Tray 
accessories are designed 
to expand the functional-
ity of the Pro-Cart AT1. 
A handy folding kit makes 
the AT1 easier to store 
and transport.

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

“Beethoven 

can’t really 
be great because 
his picture isn’t 
on a bubble gum 
card.” - Lucy van Pelt

–Charles Schulz

What about customer miscon-
ceptions? I have seen many cus-
tomers who had a commercial 
limestone floor that was much 
too soft to attain and/or sustain 
a polished surface. Yet in their 
minds they wanted a highly re-
flective surface. So after tiring 
of having the stone polished on a 
frequently and costly basis what 
had they done? Applied a wax or 
coating of course! This opens a 
whole other can of worms such 
as increasing the maintenance 
because of buffing, stripping, 
discoloring, scuffing, etc., etc.

There is also the customer’s 
individual character to consider 
in occasional situations. For in-
stance, I have heard of horror sto-
ries from contractors who ended 
up working for an attorney (not 
that there is anything wrong with 
attorneys in general) that basi-
cally wanted their marble work 
done for free. Once the project 
was complete, the customer said 
it was not what they expected 
and refused to pay. What are you 
going to do against an attorney? 
Hopefully these types of situa-
tions are extremely minimal. I 
have personally never run into 
this situation but I am also not 
out there every day working with 
the end customer like most con-
tractors must do. I have met my 
share of difficult to work with or 
please people though.   

One of the best ways to help 
manage the customer’s expec-
tations is to provide a test area 
when possible. This can accom-
plish many things like confirm-
ing the procedure, results, and 
potential costs. You can also 
provide several options. 

Stone Restoration and Maintenance Corner
Continued from page 25

This was a test polish area 
on terrazzo, where the 
previous floor care pro-
gram just used a chemical 
floor finish, and build-up 
occurred. A test area can 
accomplish many things 
like confirming the proce-
dure, results, and potential 
costs. You can also provide 
several options based on 
addressing the repair or 
restoration. 

For example, you could present 
a simple option 1 (polishing only) 
for X number of $/sq. ft. or op-
tion 2 (honing and polishing) for 
X number at $$/sq. ft. . Of course, 
there are many options and pos-
sibilities that may need to be ad-
dressed based on the needs of the 
particular project.

Please turn to page 29

Creator of the comic 
strip  Peanuts

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for The Tomahawk Stone  Splitter
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The 169-year-old basilica was designed by the renowned American 
architect Napoleon LeBrun, and modeled after the Church of St. 
Charles in Rome. “This whole project has been very exciting. It’s 
wasn’t a big project, but it meant a lot to all of us to play a small part 
in this whole event,” said TMRC founder Rick Sirianni.

One  of 3 serpentine thresholds repaired in the main entrance. “We 
then walked out to the vestibule where there were 3 giant doors,” 
explained Rick. “Underneath the doors there were 3 serpentine 
thresholds all beat to heck with cracks and jagged edges. I was sur-
prised that someone hadn’t tripped on them.” 

3 of the 30 holes needing repair in the Carrara marble. “There were 
repairs done a long time ago and done terribly. We had to drill them 
out and re-patch them correctly. Our guys really like K-Bond adhe-
sives mixed with K-Bond paste colors for patching. They say it gives 
a more true and natural look to the stone,” said Rick Sirianni.

Standing as a proud symbol 
of the Catholic faith for 169 
years, the Cathedral Basilica 

of Saints Peter and Paul, located 
in Philadelphia, Pennsylvania, 
has also stood the test of time. 
Nonetheless, it was in desperate 
need of cosmetic work for a very 
special reason. You see, by the 
time you read this, a once-in-a-
lifetime visit by Pope Francis will 
have taken place, and let’s face 
it, with the whole world watch-
ing, there’s no second chance to 
make a first impression. Enter The 
Marble Restoration Company. 

Located in Lafayette Hill, 
Pennsylvania, the folks at The 
Marble Restoration Company are 
not new to natural stone. They 
are, however, the new kids on the 
block, said Founder Rick Sirianni. 
“We’ve only been in business for 2 
years. We work out of a very small 
building and all of our technicians 
work out of fully-stocked vans.” 

Doing stone repairs of all types, 
Rick and company specialize 

in countertops, walls and floors. 
“One of the big reasons I started 
this company was because I was 
so upset with the lack of profes-
sionalism and service that I had 
experienced,” Rick continued. “It 
seems to be ubiquitous. We need 
more education, more intelligence 
and more professionalism in this 
business.” 

A Few Details about the 
169-Year-Old Landmark   

Modeled after the Lombard 
Church of Saint Charles in Rome, 
Italy, the Cathedral Basilica of 
Saints Peter and Paul was designed 
by Philadelphia architect Napoleon 
LeBrun. The first cornerstone was 
laid on September 6, 1846. LeBrun 
also designed The Philadelphia 
Academy of Music, Saint Patrick’s 
Roman Catholic Church, Saint 
Peter the Apostle Roman Catholic 
Church, Saint Augustine’s Roman 
Catholic Church and St. John 
Chrysostom’s Albanian Orthodox 
Church. LeBrun also designed 
some of the earliest skyscrapers, 

most notably the Metropolitan Life 
Insurance Company tower in New 
York City. 

Being at the Right Place at 
The Right Time and 

 Just Saying Yes!
Rick was standing in the lobby of 

one of his condominium projects. It 
was a high rise with a Carrara floor 
that needed lots of work, Rick ex-
plained: “They hired us to come in 
and restore the floor. It was filthy, 
with cracked tiles. It hadn’t been 
taken care of for years, and we 
brought it back to life. They were 
thrilled with it, and we convinced 
them that they needed to put us on 
a monthly maintenance to keep it 
looking that way.” 

A bit later, Rick was meeting 
with the manager of the condo, 
standing there talking about some 
additional work, when a woman 
walked by. He explains in detail, 
“The woman was a resident. She 
and the manager knew each other 
and were joking back and forth. 
The manager then introduced us.  

‘So, what do you do?’ the woman 
asked.

‘I replied, ‘I take care of these 
floors.’

‘You mean you are the guy who 
actually takes care of these floors?’ 

‘Yeah,’ I said. 
‘And you do marble?’ she 

exclaimed. 
‘Yeah! That’s what we do,’ I 

said.
‘Would you be interested in 

looking at a piece of marble at the 
cathedral?’

‘I’d be happy to,’ I said. 
‘I can’t promise you anything,’ 

she continued, ‘but we have this 
outdoor statue — it’s a crucifixion 
with other statues around it that ev-
erybody comes to look at, and we 
have to clean it up before the Pope 
comes.’” 

The woman then identified her-
self as  Mary Ann Leigh —  an ac-
tive volunteer parishioner at Saints 
Peter and Paul. What a coincidence!

Rick continues, “So later on, 
I went and looked at the statue 
with Mary Ann. It turns out that it 
wasn’t marble at all — it was con-
crete with a coating on it. So I ex-
plained that it really only needed a 
good cleaning.

‘We’ll show you what we can 
do,’ I said, and I sent over one of 
our techs. He used Majestic Deep 
Cleaning Stripper on a small area. 
Mary Ann just looked at it and 
said, ‘Yep, you’re hired, do it! — 
And would you mind walking with 
me again?’” 

So Rick and Mary Ann took 
a tour of the cathedral, this time 
counting the holes in the Carrara 
marble walls. 

  “‘Can you fix these holes?’ she 
asked.

‘Yeah, we can do that.”’ Soon 
after, the team got the project 
started when, again, Mary Ann ap-
proached Rick explaining that she 

TMRC Hired to Restore Stone in 
Philadelphia Basilica for Pope’s Visit

TMRC started 
restoration 
projects a few 
weeks prior to 
Pope Francis’ 
visit to the 
U.S. Team 
member Mike 
McCormick 
is shown here 
cleaning the 
flamed granite 
steps in front of 
the cathedral.

now knows the path that the Pope 
is going to take.

Rick continued, “So we started 
walking up the altar steps, saw a 
big crack and we just stopped and 
looked at each other laughing. 
I told her,  ‘You know, we can’t 
have the Pope tripping up these 
stairs — that wouldn’t be good.’

Mary Ann again asked, ‘Can you 
fix that?’ 

“Again I said, ‘Yes, we can fix 
that,’ all the while knowing that 
we have a policy that we never 
change a job scheduled. 

“But I broke that rule, called our 
customers and told them the truth. 

Please turn to page 36

Peter J. Marcucci

Photos provided by TMRC
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A Repairman’s Story
My name is Bill Roberts and I repair     
routers for Braxton-Bragg. Over the years, 
I have worked on hundreds of routers 
made by most manufacturers including 
Sector, Stinger, MEM and others.  

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

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

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

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

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

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

Now the BEST Guarantee 
in the Industry—12 Months!

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

Hercules® Single Speed 
with Hydroplaning System

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

I am Bill Roberts and I approve this message!

ONLY

$1,995

 Item # Description MSRP OUR Price

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

  F.O.B. Knoxville, TN

Another good practice is the 
use of a gloss meter to provide 
positive before and after read-
ings. Showing the customer this 
data can reassure them that there 
is proof positive of a significant 
improvement.

Looking professional and using 
professional methods in your 
day-to-day business practice also 
helps. The use of contracts, pro-
viding proof of insurance, dress-
ing to impress, decent looking 
vehicles, and, of course, using 
plain and simple business cour-
tesies should be SOP when work-
ing with people.   

There will always be some 
projects that a savvy contractor 
will want to avoid. Some projects 
are just not feasible or profitable. 
There are some poorly designed 
installations with combinations 
of incompatible stones, stone fin-
ishes, other materials like wood 
or carpet, and customers who 
simply do not have a sufficient 
enough budget to make a signif-
icant improvement. Successful 
contractors should know when 
to walk away and even let your 
competition take on these proj-
ects. Better them than you!

As always, I suggest that you 
consult with a reputable distrib-
utor and solicit their input for 
specific products to help with 
managing your customer’s ex-
pectations on their restoration 
or maintenance project. You 
can utilize their experience in 
supporting and dealing with 
other restoration pros who have 
successfully dealt with many of 
these encountered issues.      

Bob Murrell has worked in the 
natural stone industry for over 40 
years and is well known for his 
expertise in the restoration and 
maintenance of natural stone, 
terrazzo, ceramic tile, and dec-
orative concretes. He helped de-
velop some of the main products 
and processes which revolution-
ized the industry. Bob started one 
of the largest and most successful 
training seminars in the industry 
with thousands of contractors 
having attended his school over 
a 25 year period. He has writ-
ten technical articles for many 

Stone Restoration 
and Maintenance 
Corner

Continued from page 27

Left: Gloss meter reading of a 
marble floor section, before res-
toration and polishing. Providing 
tangible, measured results be-
fore and after a test procedure is 
a great way to educate the cus-
tomer, and manage expectation 
about the level of service you can 
provide.

Right: Gloss meter after a test 
polish, to show the customer  
measurable results from your 
methods.

industry publications and is cur-
rently the National Sales Manager 
for M3 Technologies based out of 
Cohasset, Massachusetts.

Polished granite surrounded by 
flamed:  a tough, expensive job.

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9409/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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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

IN 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 profits 
in your fabrication business, call 1-800-575-4401 today. Or, go on-
line 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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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!

“To succeed, 
jump as quickly 
at opportuni-
ties as you do at 
conclusions.”
– Benjamin Franklin

Authorities say two suspects in 
a drug store burglary chose 

one of the worst possible places 
to make their getaway: the police 
station.

Police say the men ran from the 
business, ending up at the back 
gate of the Roswell police station.

Roswell police say an officer 
on patrol heard an alarm coming 
from the Wender and Roberts 
Pharmacy around 3:30 a.m. one 
Wednesday.

Police say the officer spotted 
three men wearing masks and 
gloves run from the business. 
One was taken into custody, but 
two others fled.

Authorities say a police dog 
tracked the two fleeing suspects 
to the rear gate of the Roswell 
Police Department, where both 
were apprehended.

The suspects’ names have not 
been released, pending charges.

A Cornell University graduate 
student who allowed hon-

eybees to sting him in 25 places 
and a group of scientists who con-
cluded it’s possible for one man 
to father 888 children are among 
the winners of this year’s Ig 
Nobels, which honor the humor-
ous and ridiculous side of scien-
tific research.

Michael Smith estimates he was 
stung about 200 times during his 
2012 honeybee study. His con-
clusion: The three most painful 
places to get stung are the nos-
tril, the upper lip and the male 
genitalia.

“A sting to the nostril is so pain-
ful it’s like a whole body experi-
ence,” he said.

Other winners being honored 
at the 25th annual ceremony at 
Harvard University include a 
trio of linguists who discovered 
that almost every language in the 
world uses the word “huh” for 
clarification in a conversation and 
researchers who found that corpo-
rate CEOs take less professional 

A Classic Case of 
Bad Judgment

Bee Stings & Re-
search that Makes 
You Go ‘Huh?’ Win 
2015 Ig Nobels

risk if directly affected by natural 
disasters as children. Huh.

Real Nobel laureates hand 
out the prizes, and each win-
ner receives a cash award: a 
Zimbabwean 10 trillion-dollar 
bill, the equivalent of a couple of 
U.S. dollars.

Smith shared the Ig Nobel for 
physiology and entomology with 
Justin Schmidt, an adjunct profes-
sor at the University of Arizona 
who devised a pain scale for in-
sect stings.

His advice: Do not get stung 
by the tarantula hawk, a nasty 
looking wasp found in the 
Southwestern U.S. with a stinger 
about a quarter-inch long.

“The sting is entirely non-
toxic but hurts like the bejesus,” 
Schmidt said.

Mark Dingemanse and two 
colleagues at the Max Planck 
Institute for Psycholinguistics 
in Nijmegen, Netherlands, won 
the Ig Nobel for literature for 
determining that the word “huh” 

is used in languages around the 
world, including some of the most 
obscure.

“A system for fixing misunder-
standings is clearly a crucial part 
of language,” he said. “’Huh?’ is 
one element of this system: It’s 
the basic error signal people fall 
back on if all else fails.” Uh-Huh.

As usual, the winners were 
thrilled with the honor.

“Sometimes these crazy things 
provide a lot of insight,” said 
Schmidt, the sting pain researcher.

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

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

Join Us 
Each Month!

For your subscription requests, ad-
dress changes, and

FREE CLASSIFIEDS,    
visit 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

December 2015 Wednesday, October 28, 2015

January 2016 Wednesday, December 2, 2015

February 2016 Monday, January 4, 2016

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.

_____________

Services

TIRED OF YOUR TIRED OLD 
WEBSITE?  FREE! COUNTERTOP 
DEALER WEBSITE TEMPLATES. 
Standard templates include online lead 
generating form, countertop project 
calculator, granite sample visualizing 
gallery, printable project worksheet 
gallery and more. $49 setup and you 
take control or we’ll assist with build-
ing a website that informs and per-
forms. NOT READY TO CHANGE? 
Add all our features to your website 
with a single link connecting your 
“Web Portal.” Visit ArtStone online: 
www.countertopbid.com 

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.
For more information about this pro-
gram, please contact one of our sales-
men at 800-575-4401.

What makes Supreme Surface 
Cleaners so special? ioSeal. The 
stone conditioner in Supreme Surface 
cleaners is a proprietary ingredient 
called ioSeal. This amazing technol-
ogy ionically bonds with the surface 
of your natural stone, sealing it and 
protecting it from hard water spots, 
mineral buildup, and stains. Supreme 
surface cleaners are the brainchild of 
stone industry veteran Tom Munro 
who embarked on a quest to find 
the BEST granite cleaner. What he 

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

Readers Please Note:

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

$100 SALE

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

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

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

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

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

Add $200 Pure Profit
to every Job!

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

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

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

 
They’re Gonna Buy It Anyway

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

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

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

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

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

™

Compare to 

Kohler K-3356 

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

Comparable Models: 
• Kohler K-3356 • Blanco 513-618 • Elkay ELUH3119R • Franke PRX120

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Valle Stainless Steel Sinks

http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,8457,10164,8576,10164/
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Order online or call 1-800-575-4401 before 
5:45 pm eastern for Same Day Shipping.

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

Sinkmate Chopper  
by Edgemate Stone Tools

FREE Viper 
6 inch Con-
tour Blade 

 Item # Description  OUR Price 

 5100 Sinkmate Chopper TS6 Saw $2,299.00

 7421V Viper Contour Diamond Blade, 6” FREE

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

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

MADE IN THE USA The Marble Institute 
of America (MIA) 
announces that a 

new course has been added 
to the CEU program. “The 
Art of Specifying Natural 
Stone” was written by 
MIA Education Committee 
Chair, Rob Bacon (Daltile), 
and qualifies for CEU credit 
through AIA, IDCEC, 
LACES, and NKBA.

This one hour session is 
designed to give architects 
and designers an overview 
of how to specify natural 
stone. Many factors must 
be considered to ensure that 
the proper stone is selected 
for a project. Architects 
and designers must know 
about the species, color 
variations, and finish possi-
bilities of the stone, as well 
as whether or not a quarry 
is capable of producing the 
sizes and quantities needed. 
“The Art of Specifying 

Natural Stone” also ad-
dresses factors that affect 
the price of stone and gives 
participants the resources 
necessary to help ensure 
the stone specified meets 
the standards and design in-
tents set for the application. 

Learning objectives for 
“The Art of Specifying 
Natural Stone” include:

1. Discuss the respon-
sibilities and liabilities of 
each pillar in the typical 
construction project.

2. Review resources 
to find more informa-
tion about natural stone 
standards.

3. Learn how to plan for 
the longevity of an installa-
tion by specifying appropri-
ate materials.

4. Evaluate factors spe-
cific to the price of differ-
ent materials, finishes and 
methods.

According to Sarah 
Gregg, CEU Administrator 

for MIA: “This course was 
developed because CEU 
program attendees have 
expressed a strong interest 
in a course about specify-
ing natural stone. This new 
course will answer some 
of the most common ques-
tions about specifying and 
help participants better un-
derstand the topic.”

“The Art of Specifying 
Natural Stone” will be 
presented at TISE West 
(StonExpo/Marmomacc 
Americas) on Thursday, 
January 21, 2016. For more 
information about this 
course, and to learn more 
about the other courses 
offered by the MIA CEU 
program, please visit www.
marble-institute.com/CEU.

For more information 
about the Marble Institute 
of America visit them at 
www.marble-institute.com.

MIA Unveils New CEU Course: 
“The Art of Specifying Natural Stone”

© Randy Glasbergen
glasbergen.com
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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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 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
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the original design, though. That 
part was very important to them.

“The third challenge was clean-
ing the flame-finished steps. 
Overall, they cleaned up pretty 
good, but not completely. There 
was some deep, deep rust from 
the wrought iron fencing, and we 
just couldn’t get all of it out. We 
tried rust removers and all the 
different cleaners, but none of 
them would do it. That was a lit-
tle bit of a disappointment to us.”   

Continued from page 28 

As far as work restrictions, 
Rick said there weren’t any until 
the last day when the secret ser-
vice told them they needed to 
be out, as well as few scheduled 
weddings. The team finished on 
Tuesday 9-15-15, just one week 
before the Papal visit.  

Education is One of 
The Marble Restoration 

Company’s Primary Goals
“There are a few things that are 

very important to us,” explained 
Rick. “Quality and customer ser-
vice. You can’t join our organi-
zation unless you are committed 
to both of them, and if you bring 
quality and if you bring customer 
service to this company, you are 
going to make money. 

“A third element is one of edu-
cating not only our staff, but our 
customers as well. Most people 
don’t understand what we do. 
An example of this is that we get 
an awful lot of calls from people 
that think we’re a janitorial com-
pany saying, ‘I need my marble 
cleaned’ or ‘I’ve got stains on my 
marble,’ when what they really 
have is etches. If we can educate 

our customers by showing them 
case studies of something similar 
to their problem and what needs 
to be done, then all the better. 
So I think that a smart consumer 
makes a great customer. The more 
we can educate people, the easier 
the job becomes, the easier it is to 
sell people and the easier it is to 
set expectations that can be met. I 
think it’s an ongoing process that 
brings a higher level of profes-
sionalism to our trade.” 

The Marble Restoration 
Company’s service area 
spans from Wilmington, 
Delaware north, to Allentown, 
Pennsylvania, and from the New 
Jersey shore west to the west-
ern suburbs of Philadelphia. 
Employing just 8 people, the tal-
ented staff consists of 3 senior 
techs (with a combined total of 40 
years experience), 3 junior techs 
and 2 sales administrators. Rick 
is, however, looking for a 7th and 
possibly an 8th technician, but it’s 
difficult, he explained. 

“It’s a challenge to find an expe-
rienced person that will buy into 
our business philosophy. We treat 
our job like a craft and finding 
young workers that want to learn 
a craft is a challenge. Our 3 senior 
techs love the business, love what 
they do and love the end results of 
their efforts. They’re the ones with 
the knowledge, and without them 
we wouldn’t have a business. 

TMRC Hired to Restore Stone in 
Philadelphia Basilica for Pope’s Visit

Everybody was happy to move 
their schedule around.” 

Rick and company additionally 
were contracted for the restoration 
of 3 huge serpentine thresholds 
and flame-finished steps. 

Renovation Key Issues 
The team labored in the basil-

ica for 2 weeks. It really wasn’t 
a big job, but it was challenging 
work, Rick recalled. “We needed 
to show a lot of flexibility with 
them, because it was all last min-
ute stuff. It was, ‘What about this 
— what about that?’

“We were there and just said 
we’ll do it, we’ll stay flexible, and 
we’ll do everything that we can. It 
really was a constant high for all 
of us, but the high point was just 
getting the job done.

“A big issue was repairing the 
holes in the walls. They were 
stained and dirty, and once we 
patched the holes, it was hard to 
match the surrounding area. We 
would have loved restoring all 
the panels, not just patching the 
holes, but we didn’t have the time 
to do that. We instead had to dirty 
up the panels around the patch-
work using concrete dyes. The 
priest that was in charge of it said, 
‘Don’t worry about polishing the 
area. We’ll get that done after the 
Pope leaves.’  

“Another challenge was the 
serpentine thresholds. They were 
about 10 feet long and the repair 
work went deep. We first had to 
fill them in with concrete and 
then K-Bond. It was rainy and 
damp and the stone was hard to 
dry and reinstall. We did preserve 

A virtually invisible repair to a huge chip on the steps to be used by 
the Pope was completed by both Chaz McFadden and Mike McCor-
mick. According to Rick, employees own a small percentage of the 
company and are paid well. “We’ll invest in people, we are willing to 
train and we pay above average because we want good people.”

Holes repaired in the Carrara marble wall cladding, where a railing 
was formerly bolted. TMRC restoration pros used a combination of 
K-Bond adhesives mixed with K-Bond paste colors for patching. 

The wall to the left of this altar chair, 
where the Pope was seated, con-
tained several holes repaired by The 
Marble Restoration Company’s finest. 
The Papal visit was on Saturday, 
September 26, 2015. “Our 3 senior 
techs love the business, love what 
they do and love the end results of 
their efforts,” said company founder 
Rick Sirianni. 

When we were doing the work at 
the cathedral, we had one guy that 
was so good at patching, repairing 
and color matching, that a person 
called him the Michelangelo of 
marble repair. His name is Chaz 
McFadden. 

“Sometimes, however, those 
guys aren’t the best communi-
cators, but Brynn Fiel –  our op-
erations manager– is very good 
at communicating. We’ll pick 
our techs brains for information 
and solutions, and the operations 
manager then figures out how to 
say it. So the job for us is to fig-
ure out how to communicate what 
they know and say in a way that 
makes sense to our customers. 

“We are also a little more fas-
tidious than other companies. We 
come up against a lot of compe-
tition, and when we lose an ac-
count it’s typically because we 
believe we need to do more than 
what our competition believes. 
So I think we are fussier than our 
competition, and we’re not going 
to change. We’ve also thought 
about lowering our prices, but 
where is that going to leave us? 
It makes us a ‘Me Too’ company, 
and we don’t want to be a ‘Me 
Too’ company. If we cannot con-
vince a customer that they need 
that extra step, then they should 
go with the cheaper guy. That’s 
the biggest difference between us 
and the competition.” 

A Conservative 
Approach to Marketing

Rick’s sole advertising is a 
Google listing, and most of their 
business is acquired through word 
of mouth. He explained that for 
their larger accounts, they do di-
rect, one-on-one marketing.

Please turn to page 37
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Patent Pending

#1 Seller! 

Most Popular

Sink Support

You’ve Got To See This Video!

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Call for a

FREE
Sample!

MADE IN THE USA

Continued from page 36 

“We know who they are, we 
know who the property man-
agement companies are and we 
know who the condos and hotels 
are, and we talk to them. We may 
send 4 or 5 emails to a prospective 
customer, but 3 of them are going 
to be about education, not about 
selling. Again, this is part of our 
educational approach.” 

Bright Prospects Through 
Due Diligence  

Concluding, Rick continues, 
“We want to grow our business, 
and we see huge growth in con-
tract maintenance in this area. The 
type of work we performed in the 
Cathedral is not normal. Half of 
our business is commercial resto-
rations and monthly or quarterly 
maintenance. That’s our base. 
The other half is residential coun-
tertops, foyers and bathrooms, and 
we are booked solid for the next 
2 months. That may sound like a 
good thing, but it’s really not, be-
cause most people don’t want to 
wait so long. But we’d rather do 
that than hire people off the street. 

“So our future focus is going to 
be on developing more talent by 
hiring and training more people. 
The more qualified people we 
have, the more business we can 
acquire while being the best in the 
industry. We’ve already got the 
reputation, but not many know 
about us yet.” 

 Products supplied by Braxton- 
 Bragg used in the St. Peter and  
 St. Paul basilica restoration:

• K-Bond Polyester Adhesive 
• K-Bond Hardener
• K-Bond 10 color paste kit
• Majestic No-Rinse Neutral  

 Cleaner
• Majestic Deep Cleaning  

 Stripper/Degreaser
• Makita Sander/Polisher 
• K-Bond Elite Knife Grade  

 Acrylic Blend Adhesive
• Makita Right Angle Grinders

For more information about 
these products, visit www.
Braxton-Bragg.com.

For more information about The 
Marble Restoration Company visit 
www.marblerestorationco.com.

TMRC Hired to 
Restore Stone in 
Philadelphia Basilica 
for Pope’s Visit

Chaz McFadden and Mike McCor-
mick work on repairing the steps that 
Pope Francis will ascend to reach the 
altar area in the basilica. Said Rick 
Sirianni, “When I stood at the altar 
and looked to the back of the church, 
it just felt good, not just from a busi-
ness standpoint, but from the soul. 
All of us felt good that we participat-
ed a little bit in this great event. Ev-
ery one of us will talk about this to 
our kids and remember this for the 
rest of our lives. We are proud of the 
job we did.” 

 THE BEST 
 

American Author, 1859-1915

    preparation 
 for good work 

 tomorrow is to do 
good work today.

–Elbert Hubbard
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Above: The CTP fab team left to right: Codee Dudoit, Louis 
Kadguyed, Moku Pontes (Fabrication Shop Foreman), Ellie Doran 
Kidd (Fabrication Manager), and Sonny Tavares

Contemporary condo remodel in Kihei features Cerdomus Over 
Porcelain Wood-look flooring and Kitchen Craft Cabinetry topped 
with engineered stone. “Here in Hawaii, we are always 18 months 
behind the sales trends than California, it seems. I think part of that 
is because there is so much southern California money here support-
ing second homes,” explained Jim.  

One of seven units in a new condo complex in Wailea called the 
Wailea Town Center. It features bull-nosed 3cm Verde Fire granite 
countertops over Columbia Cabinetry and Rosewood Flooring.

Continued from page 2

3cm Yellow River Granite is featured in this traditional  kitchen 
design, The full-height custom backsplash is Honey Onyx. Cabinets 
were supplied by Rutt Handcrafted Cabinetry.

 A Sebring bridge saw as a 
backup helps expand their cutting 
capability.

When asked about perform-
ing custom slab layout, Jim re-
sponded: “It happens all the time. 
Our fabrication team takes great 
pride in their work, and it’s nice 
when the homeowner wants to be 
more involved.” 

Templating is done by a full-
time templater with 18 years of 
experience, made the old fash-
ioned way, using plastic strips. 
According to Jim, they are cur-
rently considering one of the 
many electronic systems on the 
market as a time and effort-sav-
ing upgrade. 

Efficiency within the company 
is always of primary concern. 
So much so, in fact, that they re-
cently upgraded the shop’s water 
recycling system, added LED 
lighting within the entire facility 
and additionally installed a 100 
Kilowatt Photo Voltaic Panel 
system on the roof. “We have the 
most expensive electricity in the 
country in Hawaii. These solar 
panels cut our power bill from 12 
thousand dollars per month to 2 
thousand dollars.”   

Employee safety, Jim’s other 
primary concern, is vigorously 
addressed on a regular basis: 
“We take safety seriously. We 

have a former Maui Electric in-
spector who comes in randomly. 
At least once every quarter, he 
walks the entire facility taking 
notes and photographs and tells 
us what we’re doing right or 
wrong. Basically, we pay him to 
surprise us. We have a regular 
safety program in place as well as 
safety manuals and monthly safety 
meetings.” 

The Future   
Jim continues: “We have been 

here on Maui almost 40 years, 
and we are the oldest and largest 
stone supplier on the island. But, 
like much of our industry, we had 
a very bad run from 2008 to 2012. 
New construction had ground 
to a halt. That said, business has 

improved dramatically with more 
calls and more traffic in our show-
room. Those are all good signs, so 
we’ve recently added 3 sales staff 
members and will probably add 2 
more next year to keep up with the 
increased traffic. Just last month 
we installed the Park Industries 
Yukon ll. It has sped up the shop, 
as we do a great deal of mitering. 
We are very pleased with it. We’re 
probably going to add one more 
piece of equipment in the next 
year or so, too.

“One of the lines in our company 
mission statement reads: ‘We 
don’t measure ourselves by when 
things go perfectly — we’re best 

measured by when things don’t 
go perfectly.’ When something 
didn’t get here in time, or when 
something was broken — it’s all 
about how we handle it, so our 
customers’ needs are best served 
and things are kept moving. I 
think we do a great job at that! 
We always strive to do our best.”                                       

                                                                                  — Aloha —

Ceramic Tile Plus & EY Design 
is a member of the Marble 
Institute Of America, the National 
Tile Contractors Association and 
the local Better Business Bureau.

For more information go to 
www.ceramictileplus.com.

Photos (4), Custom Tile Pros

Charting a 
Course for 
Success in 
Paradise
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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 ad-
hesive 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 671,058  sold!

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

http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,8459,10476,8769,10476/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10476/
http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,8459,10476,8769,10476/
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