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Fordham Marble:  
Old World Craftsmanship 
Meets Technology

IN the early 20th 
century, droves of 
immigrants, fleeing 

revolution, war and injustice, 
looked toward America for 
opportunities. These immigrants 
would soon migrate to cities like 
Chicago, Boston and New York 
City, and begin anew. Salvatore 
Sardo, a Sicilian with only a 
third grade education, but lots of 
determination, was one of them.               

Salvatore Sardo settled in the 
Brooklyn community of New 
York City. In 1905, he started 
General Marble Company, which 
would grow into a major force in 
the custom marble industry. The 
company, now known as Fordham 
Marble Company, is still operat-
ing and specializes in custom 
marble, granite, limestone, quartz, 
and quartzite surfaces for new or 
remodeled kitchens, bathrooms, 
bedrooms, patios, and all other 

rooms or grounds of a home. They 
also offer a line of exclusive home 
décor including ceramic, porce-
lain and glass tiles. 

Today Salvatore Sardo’s grand-
son, Mario Sardo, operates the 
business. Mario says that origi-
nally his grandfather “had three 
partners and three shops but they 
split up. My grandfather got the 
shop that was in the Bronx. The 
Bronx was country at that time, 
and the shop, known as General 
Marble, was located on West 
Farms Road.”

While growing General Marble, 
Salvatore Sardo raised two sons, 
Mario and Alexander, and he 
saw to it that they got a good 
education. 
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Peter J. Marcucci

Top: Fordham Marble excels in producing slab-sized islands with 
detailed architectural edging, creating luxurious spaces in kitch-
ens, master bath suites and commercial settings. 
Above: Column and trim detail from an opulent master bath 
lavishly decorated with Green and White onyx.

Photos provided by Fordham Marble 

The Ripple Effect

Recently, I witnessed a 
knock-down, drag-out 
argument between two 

people. I know them both and 
have a good relationship with 
both of them. It upset me very 
much as I respect both parties. 
After it was all over and I had 
left the area, one of the arguing 
people started texting me their 
side. Honestly, I didn’t want 
to hear it or be involved with 
it. I wanted to remain neutral, 
and it truly was none of my 
business. Unfortunately, I 
just happened to be in the 
wrong place at the wrong time.

However, it was what hap-
pened next that really made me 
stop and think. I was upset, and 
instead of calming down, I let it 
affect me. So, because of that, 
I was unkind (for no reason) to 
one of my co-workers, which 
then put her in a bad mood (I 
have since apologized).  Later, 
I found out that one of the guys 

involved in the argument made a 
huge mistake at his job, sending a 
couple of people in his customer 
service department into a tailspin 
trying to cover his mistake. Due 
to that mistake, one of the incon-
venienced customers had to call 
his work and take the whole day 
off instead of just the morning. 
It also caused him to cancel a 
meeting he was supposed to be 
involved in that afternoon. You 
get the idea.

By the end of the day I counted 
no less than 19 people affected by 
this argument that was originally 
just between two people. And 
those are just the people I know 
about. I don’t know if one of the 
customer service reps went home 
and took it out on their family, 
or if someone scheduled to make 
an important presentation at the 
canceled meeting became upset 
and had a few too many at the 

Sharon Koehler
Artistic Stone Design

bar, which in turn made him 
brave enough to take on the big-
gest, baddest dude in the place 
and get hurt. Who knows? 

The point here is that humans 
are not solitary. Unless you are 
at the South Pole in the middle 
of winter conducting a science 
experiment, somewhere along 
the line, you are going to run into 
another person during your day. 
There are too many of us on the 
planet to not run into or interact 
with someone. It’s just a fact.

“So what?” you might be won-
dering. “Who cares?”  To be 
truthful, everybody should care. 
The world is full of bad things 
happening to good people. Stress 
levels have reached an all-time 
high. People are moving faster 
and doing more. We now deal 
with mass shootings, terror-
ism, violence in the streets and 
schools, and drugs everywhere. 
No wonder we are stressed and 
ready to snap. But don’t.

 If you’re in a bad mood be-
fore you get to work, try to check 
your bad mood at the door. 
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Fordham Marble: Old World  
Craftsmanship Meets Technology

Continued from page 1
“When my uncle (Alexander) 

and father (Mario) grew up, they 
went to Fordham University 
where both of them got their law 
degrees,” says Mario. “My uncle 
practiced law, but my dad stayed 
in the marble business. My 
grandfather changed the name of 
his business from General Marble 
to Fordham Marble because he 
was very proud of both sons 
for graduating from Fordham 
University.” 

Salvatore Sardo passed away in 
1955, and from that point his son, 
Mario Sr., ran the business with 
a minor partner, Frank Simone. 
“Basically my dad ran the shop 
and Frank ran the outside,” says 
Mario. “When it came to sales, 
they were not very aggressive. 
They worked on whatever came 
in the door. Starting from third 
grade, I used to go there when-
ever there was a snow day or hol-
iday from school and answer the 
phone. So I always knew I was 
going to wind up in the business, 
and did so, beginning in 1968.” 

According to Mario, marble 
wasn’t as popular as it had once 
been. “Most people were using 
glass and chrome, and we were 
making a living by doing a lot 
of repair work – stair treads for 
apartment houses and the occa-
sional countertop. I would go out 
with Frank to measure the jobs, 
holding the dumb end of the tape 
measure. He did all the drafting, 
all the measuring, everything! 
He had a bad heart, so I would al-
ways drive. While driving, we’d 
play the game of me estimating 

the place down and you’re going 
to lose everything!’ In those days 
there was no marble industry, so 
nobody bought a marble shop. I 
realized that I was married with 
one son, one on the way, and my 
work is here — I’ll just take over 
the outside!” 

Mario aggressively tackled his 
new position, “That year, vol-
ume-wise, was the best year we’d 
ever had. I had taken over sales 
and took the time to rework our 
prices. I would spend my days in-
teracting with the clients, setting 
up the guys on the job, and then 
do my estimating at night.” 

Sales continued to increase, 
doubling every year for the next 
five years. “I took on a lot of 
crazy jobs. There was nothing I 
wouldn’t do, and I kept the costs 
as low as I could. By 1977 we 
were up to $1 million in sales, 
and in those days that was a lot 
of money. Our shop was 5,000 
square feet with a little stone 
yard attached. All fabrication was 
done with an old saw, chisel and 
hammer.” 

Taking a hard look at the mar-
ket he had developed, Mario con-
vinced his father to expand and 
buy a new building in the Bronx. 
“I sold the old building for more 
than we paid for the new one. The 
new building was 16,000 square 
feet, and to this day, it’s the one 
we fabricate in. We cut all the 
water canals, did all the foun-
dations, dropped all the electric 
wires and got everything ready. 
Then during 4th of July week, 
when all the union marble shops 
were closed, myself and two other 
guys moved the entire shop.” 

Around this time, Mario made 
his first trip to Italy, staying a 
month with a family that was in 
the marble business. “I became 
very excited, because I saw how 
advanced the marble industry 
really was. This was a turning 
point in my attitude toward the 
business. I saw the machinery, 
the attitudes and how it was a 
real industry and began importing 
mostly two and three cm Carrara, 
because we used that for steps in 
the apartment buildings. I knew I 
could bring in a lot of that mate-
rial all the time. I also bought a 
used forklift that was a beast, an 
old beast. The trouble was that it 
had a gasoline engine, and I was 
indoors sucking in the carbon 
monoxide. I had to stop every 
20 minutes, because I would get 
dizzy on the fumes.” 

the job and seeing how close 
I would come to his estimate. 
Frank was a good teacher.” 

A Defining Moment 
Frank Simone passed away 

from a massive heart attack in 
1972. Unbeknownst to Mario at 
the time, this would be a major 
turning point, not only for him 
but also for the company. “It was 
at this point that my father was 
going to close the shop, saying, 
‘We have no outside guy!’ I said 
dad, listen, I’ll take over the out-
side! I had been working there 
about four years. My dad just 
said, ‘You can’t do that!’ He used 
to say that about everything. So I 
said, ‘Listen, you’re going to shut 

Please turn to Page 38

Laminated Newport White 
Quartzite island with matching 
wine cooler table top for a cus-
tom residence in New York.

Left: This custom marble kitchen includes matching, hour-
glass-shaped mosaic marble backsplash tiles.
Below: The Pickwick building lobby in Greenwich, Connecticut 
features a top-lit, bookmatched  Fior D’ Bosco marble wall, 
separating the space between the sitting area and elevators.
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

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

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

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

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

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

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

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

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

MADE IN THE USA

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

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

NEW size for compact dishwashers!

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

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

The E-Z Dishwasher Bracket attaches to the cabinet with wood 
screws, as well as to the countertop with impact absorbing 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 793,325 sold!
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Continued from page 1
Don’t take it out on other 

people. If it’s work related, 
find someone to vent to. 
Venting gets your anger 
and frustrations out with-
out affecting a whole lot of 
people, plus it makes you 
feel better both physically 
and mentally. Medical re-
search shows that holding 
in anger and frustration 
can lead to high blood 
pressure and heart disease.  
Why would you do that to 
yourself?

Now for the good news: 
The ripple effect works 
when things go bad but 
the ripple effect also works 
for the good side of things.  
When you are angry or in a 
bad mood, it can affect the 
people around you. So can 
good deeds, laughter and 
a good mood. Laughter is 
infectious – we all know 
that – but you can do more. 
If you see someone strug-
gling, help them. If they are 
angry and taking it out on 
everyone, pull them aside 
and offer to help them. 

Let them vent and listen to 
them. You don’t have to 
agree with them or be on 
their side, just listen. If you 
see someone having a hard 
time with a task, offer to 
help them. Even if you can’t 
help for some reason, the 
offer will be appreciated. 

Not too long ago I was in 
a mechanic’s shop at 5p.m. 
on a hot Friday afternoon. I 
was absolutely livid about 
something concerning my 
Jeep.  I was not the least 
bit concerned about hid-
ing my anger. I was raking 
the manager over the coals 
for this horrible mistake 
when a complete stranger 
tapped me on the shoulder. 
When I whirled around, 
wondering who dared to 
incite my wrath even fur-
ther, this total stranger 
told me the dumbest, lam-
est joke I have ever heard. 
I had no choice – I burst 
out laughing. I was laugh-
ing so hard that tears were 
running down my cheeks.  

Please turn to Page 8

The stone business 
can be pretty excit-
ing at times, and to 

say the least, it is also some-
times strange. I have had 
inspections and consulting 
work on yachts, RVs and 
even on airplanes, but today 
I got a call that was a new 
one for me. 

I was sitting at my favor-
ite greasy spoon listening 
to an old World War II vet 
talk about Pearl Harbor.  
Yes, there are few vets still 
around.  He always tells 
the same old story, but it’s 
a good one about how he 
saved several men just be-
fore their ship sank. 

Just as I was finish-
ing up my last cup of joe, 
my phone rang. “Stone 

Frederick M. Hueston, PhD

The Stone Detective Goes to the Dogs
The Stone Detective

Detective, here,” I said, 
as I excused myself and 
stepped outside. The fe-
male voice on the other 
end sounded rather hoarse. 
She said the entire staff (at 
a local animal hospital) 
was sick, and she thought 
the chemicals used by the 
stone restoration people 
might have caused it. 

Well, I’m not a medical 
doctor or an animal doctor, 
but I was wondering why 
she was calling me instead 
of the ER. I told her that 
she should get the staff to 
the hospital to be checked 
out, and then I asked her 
why she was calling me. 
She said she couldn’t get 
hold of the restoration con-
tractor, and someone at one 
of the trade associations 

told her to call me.  I told 
her that I could come take a 
look at what they did to re-
store the stone but couldn’t 
guarantee I would know 
what they used.  She said 
that one of the staff was at 
the ER and having trouble 
breathing, and the doc-
tors needed to know what 
chemical was used. I told 
her I would be right there. I 
hopped into the ole Woody 
and was off to the vet. 

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

Composite Shims the Pros Love
Perfect for Outdoor Use!
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One of the things I 
enjoy most when 
I receive my new 

issue of the Slippery Rock 
Gazette is looking at the 
beautiful projects other 
companies have completed. 
Our shop has fabricated and 
installed some kitchen and 
bathroom projects that we 
are very proud of, but when 
I see some of the projects 
other shops have done, I am 
truly in awe of the amazing 
skills it takes to complete 
these beautiful pieces of art.  

Don’t get me wrong – my 
guys work hard to make 
sureour customers are 
happy, providing a quality 
product our customers will 
enjoy for many years to 
come. But I am realistic 
enough to know that we 
aren’t quite at the level of 
doing the intricate work 
these journeymen do. That 
isn’t a bad admission on 
my part – it’s just a realis-
tic evaluation of our shop’s 

Jodi Wallace
Monarch Solid 

Surface Designs

It’s All About Your Confidence Level

talent and skill level.
Knowing our strengths as 

well as our limitations is an 
important aspect of being 
a business owner – and 
not something everyone 
is comfortable admitting. 
Many times over the years I 
remember being told, “You 
cannot be everything to ev-
eryone.” I agree, but would 
like to add my own caveat 
to that – you cannot be ev-
erything to everyone, but as 
long as you know the right 
people, you don’t have to!

My husband is very much 
a type A personality. That 
amazing critical and cre-
ative part of his brain al-
lows him to read blueprints 
like they were a book. He 
can look at something and 
troubleshoot the problem 
on the spot. I am definitely 
a visual girl, and his ana-
lytical talent has allowed 

him on many occasions to 
draw a 3D view of some-
thing to help me conceptu-
alize what it will actually 
look like. I can call him up 
while he is driving, and he 
can work out numeric cal-
culations for material usage 
in his head. When he was 
working at our company in 
a “worker” capacity (visit-
ing job sites and customer 
homes), he could figure out 
how to design, build and 
install something we had 
never previously attempted 
to do, or troubleshoot a 
problem for a customer and 
provide an idea on how to 
fix it. I don’t think there 
has ever been a problem 
he has encountered that if 
given time to sleep on it, he 
hasn’t been able to resolve.

But that is Ken. Over the 
last year and a half while 
he has been working else-
where, I have sometimes 
chosen to pass on jobs. 
It’s not that I wouldn’t 
have liked these jobs, but 

I knew that as hard as my 
guys work, their knowl-
edge and skill set level to 
tackle some of these cus-
tom projects just wasn’t 
there. More than a couple 
of times I have passed on 
names of other shops that 
I thought could provide 
what the customer was 
looking for.  And it hasn’t 
been uncommon for a 
contractor or customer to 
pause with a confused look 
on their face before slowly 
and skeptically saying, 
“Wait a minute, are you 
giving me the name and 
number of a competitor?” 
Yep, that’s not something 
you see happen very often!

I am a firm believer that 
it’s all right to admit we 
don’t know how to do ev-
erything. Perhaps if my 
shop was larger I would 
have the luxury of sending 
my guys to workshops, or 
be able to hire someone to 
come in and spend a cou-
ple days working with us 
to teach the latest “tricks 
and trends.” 

The Ripple Effect
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Hilgartner Natural Stone Company 
Opens New Production Facility

Hilgartner Natural 
Stone Company offi-
cially celebrated the 

grand opening of its new 
facility at 2220 Severn Street 
in Baltimore, Maryland, on 
June 29.

Mayor Stephanie Rawlings-
Blake and representatives of 
the Baltimore Development 
Corporation were on hand to 
help cut the ribbon on the fa-
cility. Officials also wanted to 
take the opportunity to com-
memorate completion of a 
new access road.

The 16,000-square-foot for-
mer foundry provides an open 
and flexible space for the 
company. “We were able to 
build something that was not 
only able to meet our needs 
now but could be easily re-
configured and changed for 

the future,” Hilgartner President 
Tom Doyle said.

As market demand changes, 
Hilgartner Natural Stone can 
easily rearrange its production 
facilities to meet new needs.

“This is my 30th year here, 
and the one thing that has re-
mained constant is you need 
to be able to adapt to market 
needs,” Doyle said. “If you 
build yourself into a corner as 
to your workflow, it become 
much more difficult for you to 
respond to demand for changes 
in the marketplace.”

Hilgartner Natural Stone fo-
cuses on what its website de-
scribes as the fastest-growing 
part of the stone industry: res-
toration, repair and historic 
replication.

The production side of the 
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“The income tax has 
made liars out of  more 
Americans than golf.”

facility includes 5,000 square 
feet of space for a wet shop 
and about 3,000 square feet 
for stone carving. There is 
also room for administration 
and a central common area 
used for training.

“By having this training 
facility, we are able to bring 
in the field people and shop 
people for cross-training,” he 
said. “By training people all 
together now, instead of send-
ing out a mason and a field 
helper on a project, quite often 
we’ll be sending out a mason 
and a shop man with a specific 
skillset as a crew.”

Better teamwork means bet-
ter service. “There is a much 
tighter relationship (between 
production and installation) 
and that is probably the single 
greatest impact I’ve seen with 
the facility,” Doyle said.

Joel Davis

Photo by Geoff Graham
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The Varmint County Chronicles

With the July 
4th festivi-
ties behind us, 

the big news in Varmint 
County this summer, as 
one might expect, is poli-
tics. You might recall that 
former County Mayor 
Clyde Filstrup Junior had 
pledged earlier this year 
to run for his old office 
and lead a “good ole boy 
revolution” against the 
females who have taken 
control of the courthouse 
over the past four years.

This would be no easy 
task, as Clyde was trounced 
roundly in the last elec-
tion by former Lady Viper 
coach Gabrielle “Gabby” 
Aslinger, daughter of 
Archie, a regular at Doc 
Filstrup’s poker table.

A week before the qual-
ifying deadline, Clyde 
Junior dropped into his 

Junior Invokes The Donald in an Effort to 
“Make Varmint County Male Again”

pop’s clinic to talk poli-
tics, sporting a “Donald 
Trump for President” hat 
and a “Make America Great 
Again” T-shirt.

“What do you think you’re 
doing, boy? Everybody in 
the county knows we’re 
Democrats, even if local 
races are always non-parti-
san,” Doc exclaimed.

“Well, daddy, The Donald 
isn’t exactly a traditional 
Republican. I’ve de-
cided that his running for 
President is the best thing 
that could happen if Varmint 
County men folk want to re-
claim the courthouse from 
that gang of so-called ‘Jones 
Girls,’” Clyde replied.

“How do you figure that? 
Trump’s a Yankee and an 
idiot, to boot,” Doc quipped.

“Maybe so, but he’s got 

Boomer Winfrey 
Varmint County Correspondent

all the good ole boy, angry 
white males riled up across 
the country. The reason I 
lost to Gabby in the last 
election is because all 
the women turned out to 
vote while you couldn’t 
get Varmint County men 
out of the bars and pool 
halls long enough to cast 
a ballot,” Clyde explained. 
“This year will be different 
as all those redneck peck-
erwoods are excited about 
Trump and will register to 
vote for a change.”

“We’ll see. The only 
thing that would get that 
crowd down at Smiley’s 
pool hall to vote would 
be free whiskey, while 
Penny Haig makes sure 
all her male kinfolk vote 
for Gabby,” Doc observed. 
“That Trump sign might 

Please turn to Page 24

backfire on you.”
Despite Doc’s dire warn-

ings, Clyde Junior continued 
with his master plan, mak-
ing the rounds at the bars 
and pool halls, dropping in 
on the boys at the county 
garage, and hanging out 
at Ike Pinetar’s Mud Lake 
Marina where he handed out 
voter registration forms and 
encouraged all the drunks, 
pool sharks and bass fish-
ermen in the county to, as 
he put it, “Make Varmint 
County great again by send-
ing the women back to the 
kitchen and returning the 
courthouse to control of real 
men.”

“Hmm,” Stanley “The 
Torch” Aslinger commented 
when Clyde handed him a 
card. “When you find a real 
man, let me know.”

“I thought you and Doc 
were Democrats? Why are 
you stumping for Trump?” 
former Sheriff Smoky T. 
Bandit asked.

“Because he’s gonna 
make America great again, 

put real men back in charge 
who aren’t afraid to do a lit-
tle waterboarding of terror-
ists or build a wall to keep 
furriners out. That’s what I 
want for Varmint County, 
too,” Clyde replied.

“The only foreign folks 
we got in Varmint County 
are that bunch that work 
over at La Casa Dulce 
restaurant next to the 
Interstate. I kinda like their 
food,” Curley Hockmeyer 
remarked.

“Well, why are they work-
ing there instead of good, 
solid Varmint County resi-
dents? That’s why we need 
a wall to keep ‘em out,” 
Clyde snapped back.

“Uh, Clyde? The folks 
that built that restaurant 
are Mexican, and most of 
the folks that work there 
are their family members,” 
Smoky noted. “Plus, they 
do hire some locals, includ-
ing my wife’s niece and 
Eloise Pinetar’s little girl, 
Petunia.”

“My point exactly,” Clyde 

shot back. “They only 
hire females from Varmint 
County, not men. It’s a plot 
between them and our pow-
er-hungry womenfolk to 
keep Varmint County men 
down and we need to put a 
stop to it!”

This is the sort of rheto-
ric that Clyde continued to 
spread running up to the big 
4th of July festival at the 
Lower Primroy fairgrounds. 
On the 4th, Clyde donned 
his Trump cap and worked 
the crowd, handing out red, 
white and blue candy canes 
to the kids and kissing ba-
bies, or at least those whose 
mother’s reflexes were too 
slow to pull their toddlers 
away in time.

At last it came time for the 
highlight of the day, the an-
nual bare knuckle free-for-
all between the young men 
of the former Confederate 
Haig clan and the former 
pro-Union Hockmeyer clan.
Patriarchs Elijah Haig and 
Caleb Hockmeyer took 
their seats together in the 
grandstand to watch the 
melee, which was orga-
nized a number of years 
back as a substitute for 
the century-long blood 
feud between the two rival 
moonshining families.
Ten minutes into the brawl, 
Dormand “Doofus” Haig 
ran out of the middle of 
the fight and landed a hay-
maker on Clyde Junior’s 
chin, sprawling him out 
like a wet dishcloth.
“Sorry,” Doofus told Clyde 
as he lurched dizzily to 
his feet, “You had that 
Republican cap on so I mis-
took you for a Hockmeyer.”

Poor Richard’s Almanack
 “Love your Enemies, for they tell you your Faults.” 
“Lost Time is never found again.”
“There cannot be good living where there is not good
drinking.”
“If you would not be forgotten, as soon as you are dead and
rotten, either write things worth reading, or do things worth 
writing.”
—Benjamin Franklin, “The Sayings of Poor Richard:” The Prefaces, 
Proverbs, And Poems of Benjamin Franklin, Pub. 1773 — 1758
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 High-quality diamonds (3x more than the competition) 

 Computer controlled production for consistency, pad after pad

 Can be used at 1,500-5,000 RPM

 With the use of a buff pad, reach 102 reading on a gloss meter

Familiar Quote
At Braxton-Bragg, we 

hear this question about 
Viper® 7-Step Granite 
Wet Polishing Pads from 
fabricators all the time:

Are Diamond Pads  
Really Different?

Year after year, Viper® is 
the industry choice. Is this 
just dumb luck or is there a 
reason?

4 Things to Look 
for in a Pad

1. Consistency is the 
primary reason why the 
Viper® Polishing Pad is 
so popular, but how is 
this maintained? It turns 
out that Viper® 7-Step 
Granite Wet Polishing Pads 
are manufactured under 
precise computer controlled 
conditions from start to 
finish. Nobody is just 
sprinkling diamond powder 
at their own discretion. 
Compute r  con t ro l l ed 
processes produce absolute 
consistency, reliability and 
dependability. Viper® has 
it, many others do not.

2. Quality is another 
key to Viper® being the 
preferred polishing pad. 

Diamonds with multiple 
cutting surfaces are the 
main reason Viper® 7-Step 
Granite Wet Polishing Pads 
perform at a high level from 
start to finish. Other pads 
start out working well but 
quit on you before the job is 
done, and yet appear to still 
have life remaining.

 
3. Bond of a polishing pad 

is as critical as the diamonds 
used. The Viper® Polishing 
Pad’s bond achieves a 
balance of flexibility and 
strength. Our unique resin 
bond holds diamonds in 
place until their useful life 
is exhausted, providing 
great pad life. The bond also 
has good flexibility keeping 
the pad in constant contact 
with the work surface, even 
when polishing inside or 
outside radiuses.

4. Price of Viper® 7-Step 
Granite Wet Polishing 
Pads is the final piece to 
the puzzle. Combine our 
unbeatable price with 
consistency, quality and 
superior bond, and its 
no wonder fabricators 
say, “Viper Granite Wet 
Polishing Pads can’t be 
beat!”

4 Reasons Why Fabricators Say…
“Viper Wet Polishing Pads Can’t be Beat!”

GREAT 

LOW
PRICE! 

 Item # Description  MSRP OUR Price 

   Viper® 7-Step Granite Wet 4˝ Polishing Pads Hook & Loop-Backed

 1730 Viper® 7-Step Granite Wet, 4˝, 50 Grit, Lime Green  $22.95 $14.95

 1732 Viper® 7-Step Granite Wet, 4˝, 100 Grit, Red  $22.95 $14.95

 1734 Viper® 7-Step Granite Wet, 4˝, 200 Grit, Yellow  $22.95 $14.95

 1736 Viper® 7-Step Granite Wet, 4˝, 400 Grit, Light Blue  $22.95 $14.95

 1738 Viper® 7-Step Granite Wet, 4˝, 800 Grit, Green  $22.95 $14.95

 1740 Viper® 7-Step Granite Wet, 4˝, 1,500 Grit, Orange  $22.95 $14.95

 1742 Viper® 7-Step Granite Wet, 4˝, 3,000 Grit, Pink  $22.95 $14.95

 55070 Viper® Granite Wet Polishing Pad, 4”, Buff Light and Dark Stone  $59.95 $35.95

Also available in

3˝and 5 ̋

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the Viper 7-Step Polishing System
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I pulled up to the animal 
hospital and some of the 
staff had dogs and cats out-
side sitting on the lawn. I 
guess they were concerned 
the animals would also get 
sick. One of the vets met me 
at the door. He had a respi-
rator on and told me the 
odor was horrible. I opened 
the door and immediately 
got a whiff of the stink. It 
didn’t smell like anything 
I have dealt with before. 
Years ago, when sealers and 
floor finish strippers were 
all solvent-based, the odors 
could be overwhelming. But 
this smell was like nothing 
I had ever encountered. I 
walked back to my truck to 
get a respirator, so I could 
take a look inside.

When I walked inside the 
first thing I noticed was 
that the floor was a white 
marble. It looked nice and 
shiny, so I assumed it had 
just been polished.  My first 

guess was that they sealed 
the floor with a solvent im-
pregnator and it was leaving 
an odor, but it did not smell 
like solvents.  

I continued to walk around 
looking for what could have 
been causing the odor. Just 
as I was about to give up, 
the restoration contractor 
showed up. Fortunately, 
I knew him, and stepped 
outside to see what he had 
used. He told me all they 
did was hone and polish 
the floor. They didn’t use 
any sealer or any chemicals 

All my anger over the mis-
take immediately left me, 
and the manager and I were 
able to work something out 
agreeable to both of us. I 
was happy when I left, and 
what could have been a hor-
rible, whiny night with my 
friends was instead a fun, 
relaxing evening, all be-
cause a stranger told me a 
dumb joke to defuse a tense 
situation. 

Continued from page 4

Continued from page 4

The Ripple Effect
So, make a difference in 

someone’s day and your 
own. A kind word, a dumb 
joke, a smile, a compliment 
or a pat on the back can go a 
long way for them and you! 
Have a nice day!

(Writer’s note: The lame 
joke told to me by the 
stranger? “Which side of a 
cheetah has the most spots?  
…The outside!”)

Sharon Koehler is a 
10-year veteran of the 
stone industry and cur-
rently head of marketing 
for ArtisticStone Design 
in Richmond, Virginia. 
She has been a regular 
contributor to various 
trade magazines for sev-
eral years. Please send 
your thoughts on this ar-
ticle to sharon@artistic 
stonerichmond.com.

The Stone Detective Goes to the Dogs
The Stone Detective other than some polishing 

powder.  Now I was truly 
puzzled, but I was sure the 
refinishing and polishing 
chemicals used on the mar-
ble didn’t cause the odor.

I figured my job was 
done since I could pretty 
much guarantee the strange 
odor was not caused by 
the restoration contractor. 
However, I do have a soft 
spot for animals and figured 
I would take one more look. 
So, I donned my respirator 
and went back inside. This 
time I decided to check out 
the air conditioning unit.  I 
removed the cover and lo, 
and behold — there was the 
most disgusting gunk I have 
ever seen! I was sure that 
was where the odor was 
coming from. I told the vet 
that he needed to call their 
HVAC people, and they 
may also want to call an en-
vironmental air quality per-
son, too, to find out what it 
was. Later I found out that 
the odor was a buildup of 
mold and other organic ma-
terial. It wasn’t toxic, but it 
sure did cause some respi-
ratory issues. 

“Here’s how I’m going to beat you. 
I’m going to outwork you. That’s it. 
That’s all there is to it.”

— Pat Summitt in her 1999 book 
Reach for the Summit.

Legendary Lady Vols coach Pat Summitt was known for her memorable quotes, many of which 
shed light on her leadership style and work ethic. During her 38 years as Head Women’s 
Basketball Coach at the University of Tennessee, she won more games than any other Division 
One coach – man or woman – in history.

In Memory of Hank Groves
Henry “Hank” R. Groves, 

78, of McHenry, Illinois 
passed away on Wednesday, 
June 29, 2016 in McHenry. 
Hank was born April 7, 
1938 in Quincy, Illinois 
to Jacob S. and Henrietta 
(Rupp) Groves.

 
Hank was CEO of Groves, Inc. 

in Woodstock, Illinois and was a 
part-time resident of Florida who 
enjoyed golfing and boating. Hank 
took much pleasure in collecting and 
restoring classic cars, hot rods and 
motorcycles.

Groves, Inc. has contributed signifi-
cantly to making the stone industry a 
safer place to work, and the industry 
is grateful for the role that Hank and 
his brother, John have played, and 
mourns his untimely passing.

Survivors include his companion, 
Donna Lappen; daughter, Amy Elam 

of Geneva, FL; grandson, 
Ben Ritthaler of McHenry; 
granddaughter, McKenna 
Ritthaler of Crystal Lake; 
brother, John (Sally) 
Groves of Bull Valley; 
nieces and nephews; and 
his beloved dog, Cinder.

Hank was preceded in 
death by his parents; sister, Mary 
Virginia Jacobs; wife, Carol (nee 
Gunther) Groves; and daughter, 
Christine Marquette.

The memorial visitation  and ser-
vice were held Tuesday, July 5, at 
Davenport Family Funeral Home & 
Crematory, 419 E Terra Cotta Ave 
(IL Rt 176), Crystal Lake, Illinois. 
Interment followed at Windridge 
Memorial Park, Cary, Illinois.

Memorial donations can be made 
to Y-me Breast Cancer Organization, 
5775 W Glen Park Rd, Ste 201, 
Glendale, WI 53209.
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Save your back—roll when you can!

Pro-Lift Automatic
1,000 lb lift capacity 
Clamp opening: 4.5”/115 mm

Pro-Cart AT2
1,000 lb capacity
Clamp opening: 2.88”/73 mm
Includes Folding KitPro-Cart AT1

750 lb capacity
Clamp opening: 2.88”/73 mm

Pro-Dolly™ HD2
1,000 lb capacity
Clamp opening: 5.13”/130 mm

Pro-Dolly™ HD1
750 lb capacity
Clamp opening: 2.88”/73 mm

Tool Tray
Add this Tool Tray set to your 
Pro-Cart AT1 or Pro-Cart AT2 to 
carry more gear in one trip.

Multi-Top Accessory
These optional arms allow 
the  Pro-Cart AT1 to move 
multiple smaller pieces at 
once—boosting your efficiency.

Folding Kit
The Folding Kit lets you 
collapse your Pro-Cart AT1 to under 
10" wide for easy transport on your truck or 
inside your A-frame when not in use.

SUMMERCARTSALE
10% OFF JULY 1— AUGUST 31, 2016
Includes all transport carts and cart accessories!*

Omni Cubed’s carts allow you to move and install stone more safely and 
with greater efficiency—featuring rubber-lined support rails to prevent 
damage, integrated stone clamp(s), and non-marking, flat-free tires.

Pro-Dollies have an ultra low profile for tall pieces to fit through tight 
doorways, and are extremely stable and easy to maneuver.

Pro-Carts can overcome stairs and 
other challenging install terrain.

The Pro-Lift Automatic does the 
heaving lifting for you—raising 
slabs up to 45" from the ground.

*S
al

e 
ex

cl
ud

es
 re

pl
ac

em
en

t p
ar

ts
.
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Pat Summit: Saying Goodbye to a Legend

Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

Patent Pending

#1 Seller! 

Most Popular

Sink Support

You’ve Got To See This Video!

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Call for a

FREE
Sample!

MADE IN THE USA

IT is with great sadness that 
we bid farewell to the leg-

endary University of Tennessee 
basketball coach, Pat Summit. 
Pat passed away from early onset 
dementia, Alzheimer’s Type, on 
June 28, with family and friends 
at her side. She was 64 years old. 

We all know the iconic image of 

Pat Summit, pacing the sidelines 
during games, screaming at who-
ever displeased her; the tough-as-
nails-coach whose icy glare could 
make the toughest man whither. 
The fierce warrior queen who led 
her team, the Lady Vols, to eight 
national championship wins. The 
determined fighter who scored a 
record 1,098 career wins – the 
most in NCAA history. 

That Pat Summit was a fighter 
is indisputable. She was also 
someone who overcame adver-
sity, an uncompromising re-in-
ventor whose favorite quote was, 
“It is what it is but it will be what 
you make it.” Indeed the shy, 
awkward country girl who en-
tered college as Trish Head was 
far different from the confident, 
outspoken coach she would be-
come. The story goes her name 
changed from Trish to Pat when a 
professor called her by that name 
and she was too shy and nervous 
to correct her. 

But Pat’s talent on the basket-
ball court was undeniable. When 
she was hired, at age 22, to coach 
the UT Lady Vols, the University 
sent her to Carnegie Institute to 
learn to speak and overcome her 
social anxiety. As we know, Pat 
learned very well how to express 
herself. And shy was not a word 
that would appear in the same 
sentence as the name Pat Summit. 
But she never did give up the 
charming Southern accent that 
became part of her down-home 
appeal. Pat was about being real. 

Pat Summit single-handedly 
made women’s basketball a major 
force to be reckoned with. But 
part of Pat’s success lay in the 
fact that she also had a caring, 
nurturing side. She championed 
her players off the court as well as 
on and became a driving force in 
their lives. She recruited the first 
black female basketball player 
for UT and emboldened her with 
the strength to survive the heck-
ling and name-calling the player 
would encounter. With Pat on 
your side there was literally little 
to fear. She was a compassion-
ate friend to the all the women 
who played on her team — often 
giving them the respect, support 
and love, that they were denied in 
other parts of their lives. Pat knew 
she was as dependent on her play-
ers as they were on her, she often 
said, “You win with people.”

Chamique Holdsclaw, a for-
mer Lady Vol who would go on 
to become the greatest female 
basketball player of the 20th cen-
tury, says, “I tell people all the 
time that she was so much more 
than a great coach. She loved us 
for who we were from the first 
to the last person on the bench; 
black, white, gay or straight, 
she expected excellence on and 
off the court from all of us. 
She always had our backs.” 

“I believe there 
is something out 

there watching us. 
Unfortunately, it’s 
the government.”

–Woody Allen Pat cutting the net follow-
ing her 8th and final NCAA 

Championship . 

Please turn to page 11

Tom McCarter
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When Triston Chase, 20, 
missed his court date in 

April in Harnett County, North 
Carolina, on financial fraud 
charges, it was revealed that his 
arrest in December 2015 had 
come when he had been found 
“residing” illegally, as a civilian, 
in a barracks at Fort Bragg — in 

“You can fool all of the 
people some of the time, 
and some of the people 
all of the time, but you 
cannot fool all of the peo-
ple all of the time.”

Wait… What?

Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

Are You Paying More than 
40¢ per Sink Cutout?

 Item # Description MSRP OUR Price 
 16017  Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $183.95  $119.95
  1/2 Gas Thread, Orange, Twin Seg., 5,500-5,800 RPM

 16018 Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $183.95  $119.95
  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

— Abraham Lincoln

Saying 
Goodbye 

 to a Legend

Holdsclaw expressed the 
sentiments of tens-of-thou-
sands of people when she went 
on to say, “The world lost a su-
perhero (when Pat died). She 
will be missed, and although 
she is gone, her legacy will 
never be forgotten.” 

Continued from page 10

“It is what it is, 
but it will be 

what you  
make it.”

Alex Carter of Knoxville 
Tennessee, is part of a fam-
ily that was extremely close 
friends with Pat. Carter was 
lucky enough to grow up with 
Pat as a fixture in his life. 
“Pat and my mom had been 
best friends since they were 
sorority sisters in college,” 
explains Alex. “She’s been a 
part of my family since I was 
born and she was, and always 
will be, the single greatest in-
fluence in my life. Losing her 
was tough, but I’m glad she’s 
happy and whole again in 
heaven. Alzheimer’s is a hor-
rible disease, it took the Pat I 
knew and loved long before 
she physically died.” 

In true Pat Summitt style, 
she fought to the end and, to 
no one’s surprise gave death a 
run for his money. She stub-
bornly clung to life far beyond 
the point her body should have 
sustained it. As usual Pat did 
things her way, on her sched-
ule and when she finally gave 
up the struggle, she went out 
like a gladiator. She left like 
the warrior she was. 

Many were heartbroken with 
her leaving, but Pat’s own 
words can be their best con-
solation. It is fitting the final 
words belong to Pat, “God 
doesn’t take things away to 
be cruel. He takes things 
away to make room for other 
things. He takes things away 
to lighten us. He takes things 
away so we can fly.” 

a facility housing the Army’s 3rd 
Special Forces Group. According 
to a prosecutor, Chase had been 
posing as an explosive ordnance 
disposal specialist “for months.” 
The official investigation of 
Special Forces’ barracks “secu-
rity” was still underway at the 
time of Chase’s court date. 

Source: Fayetteville Observer
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Sasso Flying Flat

Elegant Design
Sasso machines not only perform, they’ll 
look great in your shop. We take pride in 
our products, and it shows in every ma-
chine we make.

Fast and Productive
Our innovative designs not only look 
great and last a very long time, Sasso 
builds machines that get the job done fast. 

Corrosion Resistant
Every machine we build uses corro-
sion-resistant component. By using hot 
galvanized frames, fiberglass, stainless 
steel and aluminum, we  your machine 
will be running long after its paid for. 
How many saw manufacturers can say 
the same thing? 

Accuracy and Quality
Our engineering team works hard to use 
high-quality components to ensure your 
are the right size with the perfect finish. 
Every time.

USA-Based Tech Support
We understand that occasionally you may 
need tech support or have a simple ques-
tion answered. When you call we’ll be 
there to assist.

USA-Based Spare Parts
We stock spare parts in North Carolina. 
When you need a part, we can usually get 
it to you within 24 hours.

Now Recommending Viper
The Viper 6-Step Inline System from 
Braxton-Bragg is a perfect complement 
to the speed of the Flying Flat. Unlike 
other inline systems that require a slow 
speed, you can run it fast to achieve the 
ultimate, professional shine.

Engineered for Speed – Built to Last

Since 1974 Sasso has built world-class 
machinery for the stone industry.

The Sasso Flying Flat is a 
backsplash polishing machine 

capable of polishing countertops 
up to 36 inches tall. Sasso recom-
mends the Viper ® 6-Step Inline 
Polishing system to achieve a fast, 
professional polish. 

• Two models available: five or six 
 polishing heads, two or four bevelers

• Micro oscillation

• Calibrating/Drip edge spindle

• Corrosion resistant galvanized frame

• Easy to set-up, operate and maintain

6-Step InlIne MultI-edge 
polIShIng SySteM

888-289-5284  •  www.sassousa . com

Women in Stone Announces 
Award and Scholarship

Women in Stone 
(WIS)  has 
unveiled two 

new opportunities to 
promote the program’s 
efforts to promote women 
in the stone industry. 

The Women in Stone 
Pioneer Award will rec-
ognize an advocate within 
the stone industry for their 
role in recruiting, retain-
ing, and advancing women. 
The winner’s performance 
in promoting women 
should be exemplary, hon-
orable, and inspirational. 
Women in Stone co-chair 
Allyson Humphries (M S 
International) commented: 
“The Pioneer Award rec-
ognizes an individual 
who has ventured into the 
unknown to educate and 
empower women in our 
industry.” Co-chair Kim 
Dumais (Miller Druck 
Specialty Contracting) 
agrees: “There are many 
individuals within our in-
dustry who go above and 
beyond to educate and el-
evate women. This award 
has been established to ac-
knowledge those individ-
uals and recognize them 
publicly for their efforts.” 

The Women in Stone 
Empowerment Scholarship 

will provide an MIA+BSI 
member with an all-expense 
paid trip to a 2017 industry 
event (TISE, Coverings, or 
an MIA+BSI study tour). 
The winner will also be able 
to shadow industry profes-
sionals during the event, 
in order to gain a better 
understanding of differ-
ent sectors of the industry. 
Applicants should be first-
time attendees of the chosen 
event, and should have be-
tween two and five years of 
stone industry experience. 
Dumais remarked: “The 
Empowerment Scholarship 
is designed to provide an 
opportunity that otherwise 
may not be accessible to 
women in the industry. The 

scholarship offers a unique 
opportunity to be person-
ally guided, mentored, and 
exposed to all aspects of 
our industry.” According 
to Humphries: “The schol-
arship is the perfect vehicle 
for the woman who needs a 
kickstart to her career and 
wants to learn more about 
our industry.”

Nominations for the 
Pioneer Award and applica-
tions for the Empowerment 
Scholarship are due by 
Friday, September 9th. To 
download nomination and 
application forms, please 
visit www.naturalstone 
institute.org/womenin 
stone.  

“Well, yes, we could fix it in Photoshop,  
but your arm would still be broken.”

© MARK ANDERSON. www.andertoons.com
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Protect 
Yourself from 
the Top Five 
Phone Scams

Fax 800-915-5501 

Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

www.braxton-bragg.com

(So You Don’t Have To)
WE BUY BIG!

Imagine if you had to buy an entire 
pallet worth of pads… or adhesive… 
or a truckload of Makita tools… just 

to get a fair price.  

That’s how it would be if Braxton-
Bragg didn’t exist.

Makes Your Life Easier
We buy big and it makes your life 
easier. You don’t need to deal with 
hundreds of vendors, inventory 
controls, backorders, shelf space, 
trucks coming and going all hours of 
the day, etc.

Plus, because we buy in such high 
volume, we get prices you never 
could. Even after our mark-up, your 
end price is still better thanks to us 
buying so big. 

Higher Quality/Lower Price
In most cases, we can provide you 
with higher quality, at even lower 
prices, than you could get direct on 
your own. 

And don’t even get me started on 
the “Van Guys” who buy small. They 
have to buy junk just to compete on 
price. 

Why should you settle on quality just 
to get a low price when you get both 
the best price and the best quality 
from Braxton-Bragg?

Answer: You shouldn’t. You should 
buy everything from Braxton-Bragg… 
that way you know you are getting 
the best price and best quality and 
best service — on everything. 

Start (or continue) saving by placing 
your order with Braxton-Bragg today. 

Two Ways to Order
Order online at www.Braxton-Bragg.
com or by phone at 800-575-4401.

Almost nine out of ten 
Americans (89 percent) re-

ceive unwanted calls each month, 
according to a recent survey 
which has also revealed the top 
five types of scam that people 
have fallen victim to.

 
The YouGov.org survey, com-

missioned by call blocking spe-
cialists CPR Call Blocker, also 
showed that 11 percent of U.S. 
adults have been a victim of a 
telephone scam. Of those who 
have been scammed, 20 percent 
said they had lost between $500 
and $10,000 as a result.

The survey revealed that from a 
list, victims have been scammed 
most by:

•  IRS scams (33%)
•  Credit/Loan scams (31%)
• Lottery/Sweepstakes scams (27%) 
• Banking scams (22%)
• Automated message scams (16%)

 
While not all unwanted phone 

calls are scams, the shocking sta-
tistics show that many U.S. con-
sumers are regularly bombarded 
by unrequested calls from people 
and organizations for commercial 
purposes. From long distance call 
providers through to Robocalls, 
consumers are continually being 
targeted over the phone, with 14 
percent of people surveyed re-
ceiving over 30 unwanted calls 
each month.

The study also suggests that 
organizations making these un-
wanted calls are avoiding con-
sumers’ requests to be removed 
from call lists, as 60 percent of 
those surveyed claim to receive 
repeated calls from the same or-
ganization despite telling them to 
stop calling.

Kris Hicks of CPR Call Blocker 
comments, “With 89 percent of 
people claiming to receive un-
wanted calls each month, the scale 
of the problem is out of control. 
Not only are consumers contend-
ing with regular Robocalls, there 
is also a risk that they could be 
tricked into giving away personal 
details and financial information. 

Please turn to page 26
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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 $61.95 $49.95

•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 p.m. Eastern for Same Day Shipping.

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

AG&M Anaheim Celebrates Grand 
Opening of 50,000 Square Foot 
Design Center Showroom

Architectural Granite & 
Marble (AG&M) cele-
brated the opening of its 

new location in Anaheim Hills/
Yorba Linda with a casino-themed 
party. The design, builder and 
stone fabrication community 
showed up for a tour of the indoor 
slab selection center and upscale 
showroom, as well as some casino 
fun. The party also launched 
Metro Quartz, AG&M’s exclu-
sive quartz countertops/surfacing. 

“I am beyond excited about the 
new AG&M showroom,” says 
Shannon Ratcliffe, publisher, 
Luxe Interiors + Design. “From 
a brilliant design layout of the 
space, to an abundance of surface 
options, this design center is cut-
ting-edge in their approach to the 
design community and consumer 
experience.”

“It’s been a pleasant sur-
prise to have a new granite and 

marble source to OC,” says 
Paulette Moore, Savvy Interior 
Design Group. “A couple of high 
points for the AG&M showroom 
are  that the slab warehouse is in-
doors, and only a few steps from 
the tile selections, making design 
work much more accessible. The 

staff at AG&M has been ex-
tremely helpful and friendly, and 
we find ourselves working at 
AG&M often.”

“We have opened what is likely 
to be considered the finest indoor 
stone facilities in the US,” says 

Jerry Salveson, General Manager. 
“Our indoor selection warehouse 
offers 185 colors in wide, well-lit 
aisles, and we offer personalized 
customer service.  The variety of 
offerings within this setting makes 
this truly a designer’s dream.”  

AG&M Anaheim invites build-
ers, designers, architects and the 
stone fabrication community to 
experience the new design cen-
ter and slab area, open: Monday, 

Wednesday and Friday 8:30 
a.m. to 5:30 p.m., Tuesday and 
Thursday  8:30 a.m. to 8 p.m., and 
Saturday 9 a.m. to 4 p.m. .

For more information regarding 
AG&M Anaheim, visit us at 4850 
East La Palma Ave. Anaheim, 
CA, call 714 465-5220 or visit 
www.agmgranite.com/contact-us 
/anaheim or www.facebook.com/
agmgranite.

Party guests at AG&M Anaheim shop for exotic granite and 
marble during the grand opening reception. 

AG&M employees Tim Reid, CFO, Greg Strom, National 
Marketing Manager and Jesse Bogan, Operations Director en-
joying the grand opening reception in the gorgeous AG&M 
Anaheim showroom.

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

I’ve just finished reading 
a big medical story 
from Texas, and my 

reaction can be summed 
up in two boring words: 
“Well, duuuuh!”

Maybe you’ve heard 
about this thing, too. If so, 
and if you’re a native or 
longtime East Tennessean, 
you probably share my 
feelings.

First the facts, straight 
from a Scripps Howard 
News Service dispatch 
from Wichita Falls, Texas. 
The story, written by Judith 
McGinnis, describes a 
strange turn of events that 
occurred in the life of a 
26-year-old Wichita Falls 
man named Justin Martin.

In May 2007, Martin was 
ejected from his car during 
a wreck on a rural Texas 
road. He suffered a broken 
pelvis, plus arm and knee 
injuries so severe he under-
went multiple surgeries and 
months of physical therapy. 
During follow-up treatment, 
a painful, marble-sized 
lump appeared on Martin’s 
left arm. Surgeons removed 
it for biopsy. That’s when 
they discovered a tiny plant.

It was a cocklebur that 
was sprouting. No joke.

Doctors concluded the 
cocklebur had jammed into 
a deep cut during the wreck. 
Undetected, it migrated six 
inches and eventually got 
close enough to the surface 
of his skin to find light. 
Then — voila! —it sprouted. 
Ever since, Martin has be-
come quite a celebrity in 
medical and botanical cir-
cles. He was featured in 
the 2011 edition of Ripley’s 
Believe It or Not.

Well, OK. Perhaps it is 

Calling it “dirt” or, more 
accurately, “mud” is a 
stretch of both language 
and agronomy. This stuff 
is stickier than 50 sheets of 
flypaper, gooier than con-
densed honey, and so poor 

Sam Venable 
Department of Irony

significant that a plant took 
root inside a living human 
body. If this had been a wa-
termelon, a dogwood tree, 
tumbleweed, goldenrod, 

– Benjamin Franklin

“Love Your Neighbor; 
Yet do not pull down 
your hedge.

a muscadine vine — heck, 
even kudzu — I would 
have shouted, “Holy Luther 
Burbank!”

But a cocklebur? Good 
grief.

Cockleburs will grow 
anywhere. If you don’t be-
lieve it, I invite you to slog 
through the sterile mudflats 
of any TVA lake in late 
summer.

After decades of im-
poundment, the soil on the 
bottom of our reservoirs is 
as leached of nutrients as a 
chunk of chipped concrete. 

it makes Job’s turkey look 
like a Butterball. It will 
support no life whatsoever. 
With one exception.

Cockleburs.

As soon as tributary res-
ervoirs start dropping in 
August, wade (I use the 
term loosely) across the 
nearest mudflat and see for 
yourself. Water will hardly 
have receded before these 
vast expanses of barren 
wasteland are lush with 
green cocklebur plants. By 
the multiplied millions.

I’m amazed energy re-
searchers haven’t discov-
ered this vegetative gold 
mine. Who needs switch-
grass? Just turn cockle-
burs into biofuel, and the 
price of gasoline should 
drop to pennies per gallon 
overnight.

Green cockleburs are no 
big deal. But as soon as 
they die and turn brown, 

they evolve into a gazil-
lion-billion, itty-bitty, nee-
dle-pointed balls of Velcro 
that cling tenaciously to any 
material from armor plate 
on down. Ask anyone fool-
ish enough to walk within 
touching distance of a ma-
ture cocklebur plant while 
wearing corduroy pants and 
a wool shirt.

But wait until they quit 
hollering first, or else you’re 
bound to get an earful. Of 
cuss words and cockleburs.

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.

© RANDY GLASBERGEN
glasbergen.com

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

mailto:sam.venable%40outlook.com?subject=Slippery%20Rock%20comments
mailto:sam.venable%40outlook.com?subject=Slippery%20Rock%20comments
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/


16 |  augusT 2016 slIppery rock gazeTTe

The Marble Restoration Company Receives 
Preservation Alliance Grand Jury Award

Peter J. MarcucciGiving facelifts to local 
landmarks and upscale 
residences has been 

a cornerstone of The Marble 
Restoration Company’s business 
since 2014. Located in Lafayette 
Hill, Pennsylvania, the company 
has earned significant recog-
nition in their market through 
offering quality service at a fair 
price. Like any new company 
seeking success, growth is some-
times achieved by venturing out 
of your comfort zone, rolling up 
your sleeves and undertaking the 
unknown. This is one of those 
stories.

“We were hired by Hansell 
Contractors to restore the stone 
in the Esherick House, a local 
historic landmark,” explains Rick 
Sirianni, owner of The Marble 
Restoration Company. “Hansell 
Contractors are really unique 
because they specialize in doing 
original restoration of historic 
homes. They are amazing, and 
every one of their employees pays 
attention to every detail, even 
doing research into the history of 
the structure. It was this mindset 
that allowed us to become artisans 
working to preserve everything.” 

Built in 1961, the Esherick 
House was designed by archi-
tect Louis Kahn for Margaret 
Esherick. Esherick, a Philadelphia  
bookseller, wanted something 
bright and efficient, and Kahn, 
one of the most influential archi-
tects of the 20th century, designed 
it for her. Now a national legacy, 

the Esherick House has become 
one of the homes most studied by 
architects in training. 

“Normally, our inclination 
would have been to match the 
background of the stone and fill 
the holes in,” continued Rick, 
“but the preservation architects 
said, ‘No, no, no! Just leave it 
the way it is!’ So that presented a 
challenge, or at least a little bit of 
a challenge.” 

“Keeping everything as authen-
tic as possible was basically our 
goal,” explains Chaz McFadden. 
Chaz is the company Production 
and Technical Manager, and all- 
around artist. “It wasn’t to go 
in and make everything perfect 
again. They really just wanted it 
left in the condition that it was, 

sort of. To be honest, that goes 
against everything that I was 
taught. I was taught to fix every-
thing and make it look brand new 
again, but in this case we needed 
it to look brand ‘old’ again!

“In terms of the soapstone van-
ities, soapstone pretty much has 
an aged look to it, whether it is 
10 years old or a 100 years old. 
They looked very natural and 
very raw, and they really did take 
a beating over the years from 
not being cleaned correctly and 
the hard well water from back in 
the day. Fortunately, everything 
was matte finished and in a nat-
ural state when it was installed, 
so it was somewhat of a normal 
process of honing while leaving 
the etching and scratch marks. 
We then used Stone Shield Color 
Enhancer that we purchased from 
Braxton-Bragg to give it its depth 
and color again. So in that re-
spect it was kind of nice getting 
everything back to looking like it 
was when it was first fabricated, 
yet leaving the natural wear from 
normal usage. Of course, all the 
seams in the backsplashes had to 
be re-grouted.“ 

Chaz went on to say that other 
areas needed grouting as well as 
shoring-up, adding, “On one of 
the fireplaces, they didn’t even 
want some of the holes filled in 
the hearth. There were, however, 
voids where the panels butted 
up to each other. The epoxy 
used back then had cracked and 
fallen out, so we replaced it to 
give it a cleaner look and to keep 
dirt and debris from getting in 
there. Additionally, we did light “Soapstone pretty much has an aged look to it, whether it is 10 

years old or a 100 years old…We used a color enhancer that 
we purchased from Braxton-Bragg to give it its depth and color 
again. Also, all the backsplash seams were re-grouted.”

On the soapstone fireplace and hearth restorations: “We did 
light resurfacing on the hearth, and filled in some voids where 
the epoxy used back then had cracked and fallen out.”

Please turn to Page 20

Photos provided courtesy The Marble Restoration Company

resurfacing on the hearth, but 
that’s it. The surround and the 
mantle surfaces were still in good 
shape and only needed cleaning 
and enhancing as well as filling 
the voids in the seams.” 

Rick: “Honestly, everyone made 
the decisions real easy, because 
not only were the two owners 
there, who were big supporters of 
the arts, but the restoration archi-
tects were there, too. They simply 
walked us through and gave us 
very clear instructions as to what 
they were looking for. That was 
really helpful. One of the trickiest 
parts of the preservation was fill-
ing in the concrete kitchen floor 
where the old heaters used to be. 
This really challenged Chaz, be-
cause the new cement had to look 
like the old cement. ”

“…Hansell Contractors 
are amazing at what they do. 
Doing a preservation is a lot 
different than doing a resto-
ration.  You’re trying to pre-

serve the original look with the 
wear and tear, rather than 

making it look new again. It 
was a unique situation for 

people like us who work in the 
restoration industry. It was 

a good project and we are all 
grateful to have been part of it.”

  – Chaz McFadden,  
Production Manager,

The Marble Restoration 
Company

Chaz: “Yeah, actually it was 
due to the fact that the coloring in 
the aggregate and sand used today 
is completely different from what 
was used in the 1960s. So the 
challenge was to create a dirtier, 
browner shade versus a gray. 
What we did was take brown and 
black concrete stain and applied 
it using a mild acid solution to 
etch the stain into the concrete. 
Once that was done and we knew 
we got the color as close as we 
were going to get it, we applied a 
little bit of enhancing to get it to 
all blend together. We then did a 
few coats of lithium silicate seal-
ant to give the water repellency 
it needed. It was in a working 
kitchen, and they didn’t want oil 
stains. So we didn’t make it look 
pretty, and we didn’t make it look 
bad, so it looked good. If it looked 
new it would have looked bad.” 

If preserving a national treasure 
wasn’t itself an honor, receiving 
an award was.

Rick: “I think the biggest reason 
the Esherick House was picked 
for preservation, was because 
Louis Kahn is a very famous ar-
chitect, and there aren’t many 
of his houses standing anymore. 
The second reason is because the 
current owners who reside there 
(Dan Macy & Paul Savage) were 
committed to bringing the house 
to its original state. So the preser-
vation was mainly driven by these 
two factors. 
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BEST Polishers for Quartz — Guaranteed!
This new Viper® 6-Step In-Line System is revolutionary in 
its design and function. In our initial testing on an In-Line 
Machine, we had expected great results, but what we had 
achieved was simply amazing! This new system is unique 
in that it will work on both Vertical and Horizontal In-Line 
Machines. There is no need to buy separate specific tooling 
for a particular machine. Now you can use this one  system 
on both platforms.

Traditionally you don’t want to run the in-line machine at a 
fast speed. Doing so may damage the existing tooling in use 
by most fabricators. With this new Viper® In-Line Polishing 
System you can run it fast for the ultimate quality of shine. 
The results will surprise you, to say the least!

Achieve better shine with Viper  
than with any other wheels!

NEW!NEW!

Works with any automated 
straight edge shaping, wet-
polishing, multi-head machine.

The NEW Viper® 6-Step In-Line Polishing 
System works on both Vertical and Hori-
zontal In-Line Machines.

Give Lee Woodson a call 
toll free at 800-575-4401 
to place your order.

•Revolutionary design and function

•Achieve exceptional shine

•Use on both platforms

•Can run at fast speeds

 Item # Description MSRP OUR Price

  Viper® 6-Step In-Line Polishing System 5˝

 58000 6-Step In-Line Polishing System, Step 1  $115.95 $69.95

 58001 6-Step In-Line Polishing System, Step 2  $115.95 $69.95

 58002 6-Step In-Line Polishing System, Step 3 $115.95 $69.95

 58003 6-Step In-Line Polishing System, Step 4 $115.95 $69.95

 58004 6-Step In-Line Polishing System, Step 5 $115.95 $69.95

 58005 6-Step In-Line Polishing System, Step 6 $123.95 $74.95

  Viper® 6-Step In-Line Polishing System 6˝  

 58006 6-Step In-Line Polishing System, Step 1 $132.95 $79.95

 58007 6-Step In-Line Polishing System, Step 2  $132.95 $79.95

 58008 6-Step In-Line Polishing System, Step 3 $132.95 $79.95

 58009 6-Step In-Line Polishing System, Step 4 $132.95 $79.95

 58010 6-Step In-Line Polishing System, Step 5 $132.95 $79.95

 58011 6-Step In-Line Polishing System, Step 6 $140.95 $84.95

As Seen at 
StonExpo 2016

Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

Rufus Leakin

You may have seen a recent 
email or Facebook post claim-

ing there’s a new United States 
law for consumer protection. The 
claims state that when you call an 
American company with a for-
eign-based call center, on demand 
they must transfer you to a U.S.-
based sales representative. This is 
an old Internet myth dating back a 
few years, and simply not true.

Although the practice of U.S.-
based companies’ operating call 
centers in other countries (where 
labor costs are cheaper) to handle 

Another Myth 
Bites the Dust

“I believe there are more instances 
 of the abridgment of the freedom 

 of the people by gradual and silent 
 encroachments of those in power, than 

by violent and sudden usurpations.”
– James Madison 

Fourth President of the USA (1809-1817)

he would be introducing legislation 
which would require U.S. callers 
be informed when their calls were 
being transferred to a foreign coun-
try and would impose a $0.25 per 
call excise tax on any customer ser-
vice calls placed inside the United 
States that were transferred to 
agents in foreign locations. Despite 
the announcement, Schumer has 

customer service issues has been 
the focus of some legislative in-
terest, there is not yet any federal 
law requiring companies which 
utilize foreign call centers to dis-
close that information to their 
customers, or to transfer such 
calls to United States-based op-
erators upon customer request.  
Legislation aimed at restricting the 
use of foreign call centers has pri-
marily been intended to eliminate 
the transfer of jobs from the U.S. 
to overseas locations and to better 
protect the privacy of American 
customers’ personal information.

In September 2009, Rep. Jason 
Altmire of Pennsylvania took a 
stab at the issue by introducing the 
Call Center Consumer’s Right to 
Know Act (HR 3621) to Congress, 
a bill which sought to “require em-
ployees at a call center who either 
initiate or receive telephone calls 
to disclose the physical location 
of such employees.” That bill was 
referred to a House subcommittee 
with no further action taken. 

In May 2010, Senator Charles 
Schumer of New York addressed 
a similar issue when he announced 

not yet introduced any such legis-
lation to Congress. 

However, although the practice 
is not yet legislatively mandated, 
some U.S. companies have estab-
lished policies and procedures of 
their own that instruct foreign call 
center operators to transfer calls 
back to United States-based reps 
upon customer request.

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 p.m. Eastern for Same Day Shipping.

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

 Item # Description MSRP OUR Price Sale Price 

 9375 Makita® 5˝ Grinder, 9565CV $282.95  $145.95 $134.95 

Hurry—Sale Ends  
August 31, 2016

MakitaMadness!!
By popular

Demand
FRESH 

MAKITAS!
Reg.

$145.95
$134.95

YOU

SAVE

$11
00Get ‘Em

While They’re

Hot!
Best Products, Lowest Prices, 

Better Service

 
PO Box 188, Stinesville, IN 47464 

Ph:  812-876-0835    Fax:  812-876-0839 
bigcreekstone.com 

MIA+BSI Announces 
New Staff Additions

MIA+BSI: the 
Natural Stone 
Institute has 

added two full-time 
staff members. Mark 
Meriaux has been hired as 
Accreditation & Technical 
Manager, where he will 
have a blended role on staff 
managing the Accreditation 
program, and addressing 
technical inquiries from 
members and design pro-
fessionals (assisting Chuck 
Muehlbauer and Mike 
Loflin). 

Mark has 14 years of 
stone industry experi-
ence and was most re-
cently a Commercial 
Sales Manager with VT 
Industries. Mark stated: “I 
am very excited to be a part 
of the MIA+BSI team. I 
look forward to helping ex-
pand awareness and partic-
ipation in the Accreditation 
program.” 

Pam Hammond has 
also joined the staff as 
Executive Administrative 
Assistant. Pam has over 15 
years of trade association 
experience, most recently 
serving as the Foundation 
Program Manager for the 
National Association of 
College Stores. Pam will 
assist with a number of 
administrative functions 
to assist the MIA+BSI ex-
ecutive team in enhancing 
and expanding member 

programming. Pam com-
mented: “I am thrilled 
about joining the MIA+BSI 
team, where I hope to draw 
on the skills I have ac-
quired from my previous 
association experience. 
The talented group of indi-
viduals at this organization 
are going places and I am 
excited to be a part of their 
bright future.”    

MIA+BSI CEO Jim Hieb 
remarked: “We are pleased 
to have Mark and Pam join 
the staff. Their combined 
stone industry and associ-
ation knowledge and ex-
perience will be extremely 
helpful as MIA+BSI contin-
ues to expand programming 
for the entire natural stone 
industry.”

MIA+BSI: the Natural 
Stone Institute serves more 
than 1,900 members in 55 
countries who represent 
every aspect of the natu-
ral stone industry, offering 
them a wide array of tech-
nical and training resources, 
professional development, 

Mike Meriaux will 
manage the MIA+BSI  

accreditation program.

Pam Hammond is the new MIA+BSI Executive 
Administrative Assistant.

regulatory advocacy, and 
networking events. Two 
prominent publications – the 
Dimension Stone Design 
Manual and Building Stone 
Magazine – raise awareness 
in both the industry and 
the design communities 
for the promotion and best 
use of natural stone. Learn 
more at www.naturalstone 
institute.org. 

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

http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
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https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7507/
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40-Year-Old 
Twinkie Still 
Going Strong

Dr. McCoy to 
the Bridge…

IF you’ve ever wanted that an-
nual physical to be like hav-

ing an appointment with Dr. McCoy 
onboard the starship USS Enterprise, 
your wish is a lot closer to being true. 
Doctors are now conducting trials of 
a Star Trek inspired medical probe 
that beams infra-red light into the 
body to find cancer cells.

The infra-red device can identify 
cancer cells that are up to 2mm below 
the skin’s surface and then map so 
doctors can find out how far it has 
spread. Tests are being concluded on 
the new medical tool by the National 
Institute for Health Research.

Physicians are praising the medi-
cal device and say it may well mean 
skin cancer is diagnosed faster. That 

IN a glass box in a private school 
in Maine sits a 40-year-old 

chemistry experiment still going 
strong: A decades-old Twinkie.

ABC News reports the experiment 
started in 1976 when Roger Bennatti 
was teaching a lesson to his high 
school chemistry class on food addi-
tives and shelf life.

After a student wondered about the 
shelf life of the snack, Bennatti sent 
the students to the store with some 
money. When they returned with the 
treat, Bennatti ate one and placed 
the still-surviving Twinkie on the 
blackboard.

Bennatti has since retired, but the 
snack now resides in the office of 
George Stevens Academy’s Dean of 
Students Libby Rosemeier.

Rosemeier told ABC News she isn’t 
sure who will inherit the Twinkie 
when she retires, but joked that the 
Smithsonian hasn’t called yet.

means patients would stand a better 
chance of being cured if any skin 
cancer was found. A non-invasive 
approach is great for anyone who oth-
erwise may not have gone to see the 
doctor because they don’t like pain, 
as this one has little to none of the 
usual pain in testing.

Potential patients can rejoice in the 
fact that this device means no more 

painful biopsies. If this medical mira-
cle proves successful, there won’t be 
a reason to cut into a person’s skin 
to test for cancer.   Plus, there will 
be less scars since the probe can not 
only find the cancer cells, but also 
maps out where they are and there is 
no need to remove large amounts of 
tissue.

Thousands of people get skin cancer 

every year. Some of these unfortunate 
patients even die.  That fact makes the 
success of a new cancer-seeking tool 
something to cheer about.

So, your next doctor’s appointment 
may not contain the southern accent 
of Dr. Leonard “Bones” McCoy, 
but it might include the use of an 
infra-red cancer probe that even he 
would approve of.

Fax 800-915-5501 

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

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

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

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

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

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

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

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

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

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

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

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

$300/ea $11/ea

Old-style corbels

SEE THE

ANIMATED VIDEO

WWW.BRAXTON-

BRAGG.COM

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

 12460 The Original I-Brace XL Countertop Support, 20˝ x 2-1/2˝, 3/16˝ Thick $22.95 $12.99

 12461 The Original L-Brace Upper Bar Support, 10˝ x 2-1/2˝ Thick  $23.95 $14.99

 12462 The Original L-Brace Upper Bar Support, 15˝ x 2-1/2˝ Thick  $29.95 $16.99

 12464 The Original Upper Brace Upper Bar Support, 10˝ x 2-1/2˝, 1/4˝ Thick $17.95 $10.99

 12465 The Original Upper Brace Upper Bar Support, 15˝ x 2-1/2˝, 1/4˝ Thick $22.95 $12.99

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

  Centers should be spaced every 18-24˝.

www.braxton-bragg.com

MADE IN THE USA

You can onlY get

the original

i-Brace

at Braxton-Bragg

Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the I-Brace
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“The Preservation Alliance for 
Greater Philadelphia is a huge 
organization, and when we got 
the invitation for the award cer-
emony, we were a little stunned. 
That said, we were elated to win 
an award. The neat thing about the 
ceremony is that it took place at 
the Union League of Philadelphia, 
which is in a historical building 
that we maintain. It is one of our 
oldest accounts, and we are in 
there maintaining their marble 
floors every week.”

A Future To Preserve
Chaz: “The Esherick House is an 

amazing property, and to have the 
original components of the house 
intact is a sight to behold. We are 
always looking for opportunities 
but when it comes to preserva-
tion, it’s a whole other level of 
what we do. When you’re facing 
something that is old and historic, 
and you’re being asked to make it 
look original and still usable, it’s 
an honor. Our projects are always 
successful, and anytime we can 
get a next project like this under 
our belt it only helps our team. It 
is challenging, and I look forward 
to the next opportunity.” 

Rick: “It was a real honor for us 
to do it. We knew it was something 
special, but didn’t realize just how 
special until we got the award. 
Doing this kind of work just adds 
to our skill set, and we may ac-
tively go after this kind of work in 
the future. As far as historical res-
torations, there are many historical 
buildings in Philadelphia and the 
surrounding area that were built in 
the 1700s and 1800s, and we stay 
very busy doing restorations on 
these.” 

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

Continued from page 16

The Marble Restoration Company Receives 
Preservation Alliance Grand Jury Award

Above: Living room soapstone hearth, before restoration. 
Below – after.  “The extent of our work included two green soap-
stone vanities, two fireplaces (one in the main living room, one in 
the master bathroom area), and the concrete area in the working 
kitchen.”

“When you’re facing 
something that is old 

and historic, and you’re 
being asked to make 

it look original 
and still usable,  
it’s an honor.” 

 — Rick Sirianni, 
The Marble Restoration 

Company

© MARK ANDERSON  www.andertoons.com

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 

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, “Bill, 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, “Bill, 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

Give Lee a call toll 
free 800-575-4401 
to place your order 
today!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Turbo Blades
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Everything Old is New Again

The results of the 
2016 annual Houzz 
& Home survey 

are in, and it holds good 
news for renovation pro-
fessionals. The report 
reveals that in 2015 many 
homeowners opted to reno-
vate rather than buy or sell

Houzz is the go-to on-
line community about 
architecture, interior de-
sign, decorating, and home 
improvement. A well-re-
spected website and app, 
in May 2016 Houzz was 
the recipient of the “Best 
App” award at Google’s 
Inaugural Play Awards. 
CNN has dubbed Houzz 
“The Wikipedia of interior 
and exterior design sites.” 

The annual Houzz & 
Home study is the largest 
survey of residential remod-
eling, building, and deco-
rating activity conducted. 
The 2016 survey gathered 
information from 121,639 
respondents in the U.S., 
representing the activity 

of the more than 40 mil-
lion monthly unique Houzz 
users.

The survey reveals that 
in 2015 home renovation 
and decorating activities 
far outpaced selling or pur-
chasing, with nearly two 
in three homeowners on 
Houzz engaging in each 
one. The study found this 
was true across generations 
with Millennials just as ac-
tive in home renovations as 
other demographics, though 
spending far less. On aver-
age millennial homeowners 
spent $24,500 on renova-
tions compared with an av-
erage of $73,300 spent by 
Boomers. 

The survey concluded that 
the top motivator for reno-
vation projects was that peo-
ple, across demographics, 
had more time and money. 
However, Baby Boomers 
spent three times more than 
Millennials on home im-
provement. Boomers were 
motivated to remodel rather 
than buy because they had 

time and wanted to stay in 
the “dream” home they al-
ready owned, while millen-
nials saw renovation as a 
more affordable option than 
purchasing a new home. But 
no matter the motivating 
factor, in 2015 more survey 
respondents chose to reno-
vate than purchase or sell. 

The majority of renova-
tions (four in five) were to 
the main home structure 
with kitchens (31percent) 
and bathrooms (26 percent) 
significantly more likely to 
be renovated than any other 
room. The reason cited most 
often for the renovations 
was an outdated design.

Homeowners are invest-
ing more in their kitchen 
and bathroom renovation 
projects.

© MARK ANDERSON  www.andertoons.com

–Will Rogers 

“Ohio claims they are due a president 
as they haven’t had one since Taft.
Look at the United States – they have 
not had one since Lincoln.”

“Oh, I installed the driver all right!”

2016 Houzz Home Renovation Report Reveals 
Encouraging Trends in Home Renovation

Frequency of Top Reasons for Renovating Vs. Building

50 percent of the Baby 
Boomers surveyed 
want to improve the 
home they’re in, and 
spent an average of 
$73,300 on renova-
tions, with kitchens, 
bathrooms and liv-
ing / family rooms the 
most frequent choice.

Please turn to Page 24

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for for SKM Grout Pens
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But Monarch Solid Surface 
Design is a small “mom-and-
pop” shop. Our small work-
force means that when one 
of my guys calls in sick, we 
definitely feel his absence. 
But my philosophy is, “We 
can be and do the very best 
at what we are best at!”

I have to admit there have 
been times I haven’t told 
Ken I have passed on a job, 
(if you are reading this, sorry 
honey!), because in his eyes 
there is always a way. But I 
have learned (the hard way) 
that not everyone has his in-
genuity and creativity. And 
although my people may 
feel they are able to follow 
directions, like in a game of 
“Phone,” what is meant and 
what is heard are not always 
the same thing. This has oc-
casionally produced what I 
consider less than stellar re-
sults, and that just isn’t the 
way I want us to do business.

Not everyone thinks that 
way, and anyone in the con-
struction industry has likely 
met the “weekend warrior.” 
This is the customer who 
feels that after watching a 
few YouTube videos they 
can not only tackle their 
own cabinet installation, 
but can tell us how we 
should be making our tem-
plates or what we are doing 
wrong installing their new 
countertops.  Never mind 
that the cabinet boxes are 
incorrectly assembled or 
hugely out of level. They 
have watched videos online 
and now feel they are truly 
qualified to consider them-
selves professionals (sigh). 

When I was growing up (I 
will not tell you the precise 
years!), most of the guys 
I knew worked on cars or 
helped with projects around 
the house. Guys took shop 
classes, and most of their 
dads owned tools so they 
could work on, or at least 

tinker around the house. 
It’s a very different world 

nowadays. Show someone a 
crescent wrench or a router 
and ask them what it is, but 
bring along a chair because 
it could be a very long wait 
for an answer! And that is 
the exact reason people hire 
us. We are professionals at 
what we do and the prod-
ucts and services we offer. 
We sell quality, reliability, 
and honesty. And I believe 
honesty includes looking 
at something and knowing 
there is no way we can pro-
vide what the customer is 
asking for, with the quality 
they expect.

Here’s an example. I am 
not a fan of trough sinks. 
Although they look pretty 
awesome I have never seen 
one that really has good 
drainage, and in a commer-
cial setting that can defi-
nitely be a problem. But 
many people are looking 
for them, and I get at least 
a call or two a month where 
I am very happy to pass on 
the name and number of an-
other shop that does beau-
tiful trough sinks. I don’t 
have the luxury of re-in-
venting the wheel and going 
through the learning curve 
of how to build these, but 
Frank has it down to a fine 
art, so why wouldn’t I send 
a customer to a shop that I 
know can provide exactly 
what the customer is look-
ing for? I actually keep a 
picture of one of his trough 
sinks on my phone for easy 
access.  If someone asks, I 
can pull up the picture and 
then pass on his name and 
number. I believe it’s a 
win-win situation.

Continued from page 4 

Please turn to page 24    

It’s All About Your Confidence Level

– Groucho Marx Order online or call 1-800-575-4401 before 
5:45 p.m. Eastern for Same Day Shipping.

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

Scorpion™ CNC Vacuum-Brazed 
Sink Profile Wheels

 Item # Description MSRP OUR Price 
 55023 Scorpion™ Brazed Profile Wheel, T-30, (3cm), R3, 1/2” D, 50 Grit  $159.95 $103.95

 55024 Scorpion™ Brazed Profile Wheel, T-30, (3cm), R3, 1/2” D, 100 Grit $159.95 $103.95

 55025 Scorpion™ Brazed Profile Wheel, T-30, (3cm), R3, 1/2” D, 200 Grit $159.95 $103.95

 55026 Scorpion™ Brazed Profile Wheel, T-30, (3cm), R3, 1/2” D, 400 Grit $159.95 $103.95

 55027 Scorpion™ Brazed Profile Wheel, T-30, (3cm), R3, 1” D, 50 Grit $183.95 $119.95

 55028 Scorpion™ Brazed Profile Wheel, T-30, (3cm), R3, 1” D, 100 Grit $183.95 $119.95

 55029 Scorpion™ Brazed Profile Wheel, T-30, (3cm), R3, 1” D, 200 Grit $183.95 $119.95

 55030 Scorpion™ Brazed Profile Wheel, T-30, (3cm), R3, 1” D, 400 Grit $183.95 $119.95

For Stock Removal and 
Honing Scratches on 

Internal Radiuses, Use...

•Can be used on any type of stone
•All brazed sink wheels feature center water feed
•Available in ½ Gas thread
•Vacuum-brazed sink wheels with ½ Gas attachments are ideal for  
 CNC applications
•They have only one diamond layer and do not change their shape 
•Consequently, the shape of the internal radius is the same all around

NEW!

“Getting older is 
no problem. 

You just have to  
live long enough.”

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Sink Profile Wheels
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“Well, I ain’t a Hock-
meyer, you ninny! Can’t 
you see that I ain’t dressed 
for a brawl?”

At that comment, Corney 
Hockmeyer landed a blow 
to Clyde’s backside with 
his boot. Corney quickly 
apologized, telling Clyde, 
“Oh, sorry, I heard you say 
you aren’t a Hockmeyer, so 
I figured you were on the 
other side.”

Clyde didn’t hang around 
to wait for further apolo-
gies, limping away from 
the crowd before somebody 
else took a swing at him.

“Clyde, you’re going 
to get yourself kilt if you 
keep up this Donald Trump 
thing. You know every pol-
itician in Varmint County 
always runs as an indepen-
dent to keep the political 
parties out of our politics,” 
Clyde’s wife Matilda 
sighed as she replaced the 
ice pack on Clyde’s bruised 
jaw.

“Don’t lecture me about 

The Varmint County Chronicles

politics, dear. You went 
out and supported Gabby 
Aslinger against me four 
years ago, your own hus-
band. I’m just trying to 
get back what’s rightfully 
mine, namely the County 
Mayor’s office.”

“Well, you finally kept 
your promise and took 
me on that trip to Paris, 
so I promised not to work 
against you in this elec-
tion,” Matilda replied. “I’m 
just not going to vote for ei-
ther one of you, but Gabby 
doesn’t need my help any-
way. She’s going to clean 
your clock, Clyde. You 
wait and see!”

“I’m looking forward to 
the match. You just wait, 
I’ll be elected by the men 
of this county, running as 
I am on Donald Trump’s 
coattails,” Clyde predicted. 
“As a matter of fact, I’ve 
just challenged that fe-
male State Representative, 
Toony Pyles, to a debate. 
She’s a big Hillary Clinton 
supporter, so I want a 

Continued from page 6 Trump-Clinton debate here 
in Varmint County be-
tween the two of us. That 
will cement my position 
as the champion of all red-
blooded Varmint County 
males and I’ll win the 
county election in August.”

“You and Toony in a de-
bate? I don’t know whether 
to laugh or cry. Just re-
member that Toony’s 
cousin Camilla Clotfelter 
has some rather interesting 
powers,” Matilda laughed.

“You mean that myth 
about her being a witch? 
Poppycock! I’m going to 
destroy Toony when we 
face off next week, and 
then I’ll trounce your friend 
Gabby in the election.”

“OK, dear. I’ll stock up 
on some extra bandages, 
painkillers and anti-venom, 
just the same,” Matilda 
closed with a sad smile.

Tune in next month to 
learn if Clyde Junior sur-
vives the debate and can 
“Make Varmint County 
Male Again.”

© MARK ANDERSON. www.andertoons.com

The average spent on 
kitchen and master bath 
remodeling projects in-
creased by 12 percent 
from 2014. Significantly 
for the stone trade, coun-
tertops were a top priority 
for 70 percent of kitchen 
renovations. 

People tended to stay put. 
The majority of renovating 
households had been in 
their home or planned to 
be in their home for some 
time.

 New homeowners were a 
driving force in renovations 
with 26 percent of respon-
dents reporting they had 
recently purchased their 
homes. 

The average spent on 
home renovations was 
$59,800. The majority, 
82 percent, financed their 
renovations with savings 
rather than through credit 
or loans. Millennials were 
more likely to use credit 
rather than other resources, 
32 percent of millenni-
als financed their renova-
tions with a credit card.  
Surprisingly nearly one 
third of homeowners take 
on a remodeling project 
without setting a budget.

Everything Old is New Again
Continued from page 22 The survey found that 85 

percent of remodelers hired 
professionals to help with 
renovations. Among those 
homeowners who hired a 
professional, nearly half 
(46 percent) hired a profes-
sional remodeler such as a 

or start renovations in 2016 
(52 percent. Nearly half of 
homeowners plan to deco-
rate (46 percent). More than 
four in five (84 percent) 
plan to hire professional 
help for their projects.

The annual Houzz & 
Home study is the largest 
survey of residential re-
modeling, building, and 
decorating activity con-
ducted. The 2016 survey 
gathered information from 
121,639 respondents in the 
U.S., representing the ac-
tivity of the more than 40 
million monthly unique 
Houzz users.

The Houzz & Home sur-
vey was sent via email to 
registered users of Houzz 
and fielded in March-June 
2016. The Farnsworth 
Group, an independent 
market research firm, con-
ducted the survey.

The current report re-
lies on responses of U.S. 
homeowners on Houzz 
(n=121,639) and U.S. 
homeowners on Houzz 
who renovated in 2015 
(n=71,638).

See the full 2016 Houzz 
& Home report at info.
houzz.com/HH2016.html.

Significantly for 
the stone trades, 
updating coun-

tertops was a top 
priority for 70% of 

kitchen renovations.

general contractor, builder, 
kitchen or bath remodeler 
or a design-build company. 
A fifth (20 percent) hired a 
design professional such as 
an architect, an interior de-
signer or a kitchen or bath 
designer. Homeowners cite 
finding products and ma-
terials, staying on budget, 
and managing the project 
as the most valued con-
tributions of general con-
tractors and design-build 
companies during their 
projects, following the de-
livery of a quality result.

Over half of homeowners 
on Houzz plan to continue 

Replacing countertops 
is the top priority in 
kitchen remodels, 
while faucets, fixtures 
and flooring are at 
the top of the list for 
master and guest bath-
room upgrades.

Continued from page 23
The customer gets what 

they want from a shop that 
already has the process 
down, and they see a busi-
ness confident enough to 
send them to someone else 
that they know can build 
exactly what they are look-
ing for.

It’s not for everyone, but 
I believe when you show 

your weakness you are also 
showing your strengths. 
More than once I have had 
people come in saying they 
were sent by a customer we 
didn’t do any work for, but 
who really liked our hon-
esty. I can say I am totally 
good with that!

Now if you will excuse 
me, I am sitting back down 
with the June issue to 

It’s All About Your 
Confidence Level

finish reading about Pete 
the Miner and his Sunrise 
Mine Enterprise (and drool 
over some of those amazing 
pieces of onyx)!

Jodi Wallace is owner of 
Monarch Solid Surface 
Designs in San Jose, 
California. She volunteers 
as a Disaster Responder for 
the American Red Cross.  

I believe when you 
show your weakness you 

are also showing your 
strengths. More than 

once I have had people 
come in saying they 

were sent by a customer 
we didn’t do any work 

for, but who really liked 
our honesty.

If Lassie was a cat…

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Above and inset: This antique white marble top, discolored 
by time and oxidation, was first cleaned with Majestic Deep 
Cleaner / Stripper. It still looks dull, and the leathery, orange 
peel texture is noticeable in the highlight reflection closeup.

Starting from a 220 grit, Bob finishes a three-step polishing test with 
a hog’s hair pad, on a low-speed Flex polisher. It was a noticeable 
improvement, but was still a little dull and dingy-looking. 

Stone Restoration and 
Maintenance Corner
Restoring an Antique Marble Top

Bob Murrell 
M3 Technologies

Photos by Larry Hood  
and Bob Murrell

I get calls and emails on a 
regular basis regarding the 
restoration of a marble top 

or accent on an antique piece 
of furniture. This time the 
call came from my friend and 
Slippery Rock editor, Larry Hood. 

So, Larry calls me up and says he 
has a piece of white marble (pre-
sumably Italian) from an antique 
dresser. It is discolored and basi-
cally very lackluster. He wanted to 
recycle this piece of marble into a 
functioning vanity top.

Of course, the many years of 
exposure to who knows what, 
like furniture polish, moisture, 
and any number of contaminants, 
had taken their toll. The top was 
yellowed and not very smooth. It 
seemed almost leathered.

As we all know, white marble 
can have a high content of iron. 
This iron, when exposed to mois-
ture, can oxidize and turn yellow 
or orange. Sometimes this is only 
at the surface and can be easily 
removed, other times it may be in 
the stone and difficult if not im-
possible to remove entirely. 

The first thing to do is take the 
piece to an area more conducive 
for refinishing, if possible. In this 
case, he placed the piece out back 
in the warehouse, on a fabrication 
table. Perfect!

I recommended that Larry do 
some stain removal testing, just 
to see how the piece responded. I 
knew we would probably have to 
refinish it anyway. He did a cou-
ple of tests with several products. 
Different levels of concentration 
were applied and allowed to dwell. 

First used was the Majestic Deep 
Cleaner Stripper/Degreaser to re-
move any accumulative wax-based 
furniture maintenance products 
from the surface. This really didn’t 
improve the appearance much, so 
both bleach and an Akemi Rust 
Remover product were tried. The 
bleach probably worked the best 
of the products in this particular 
situation simply because the sur-
face was stained from years of 
soiling. Yet, most of the oxidation 
and discoloration remained. Also, 
most rust remover products con-
tain an acid. This, of course, will 
etch the surface, requiring honing 
and polishing anyway.

start with a 220 grit diamond and 
go up to 400 grit, and then to the 
800 grit. I could tell that this was 
making a significant improve-
ment, even after the 220 pad.

Finally, I polished using the 
Majestic 5X using a natural hair 
pad. The surface looked really 
good but still had some deeper 
shadowing (staining). Larry liked 
the look as well but agreed that 
it still looked a little dingy. So I 
made the command decision to 
drop down to a 120 grit this time. 

I typically don’t like to use a low 
grit on a top with a hand tool, as 
the potential for creating dips and 
waves is higher with a more ag-
gressive stock removal tool. There 
are several tricks to avoid dipping 
and waving a beautifully mono-
lithic surface like a top or coun-
tertop. Using a larger drive pad 
— like a seven inch drive pad with 
a seven inch diamond, or three 
each,  three inch diamond pads—
or a planetary head unit can help 
keep the surface relatively flat. 
There are also new technologies 
on the market such as a weighted 
drive unit with splashguard like 
the KPS system.

If you are using a standard five 
inch Velcro pad driver and dia-
mond, like I typically do, then you 
must develop “the feel” to know 
your pad is on the surface flat and 
not on an angle. This will keep 

Please turn to page 28

Basically, I told Larry to just 
wait until I got there and we 
would refinish the top, which 
would hopefully be successful 
and restore the top to a beautiful 
like-new piece. This is where you 
sorta cross your fingers and hope 
for the best.

I arrived with my laundry bas-
ket (literally) full of tools, dia-
monds, Majestic 5X polishing 
powder, Majestic XXX polishing 
powder (I always bring more than 
one polishing powder as one may 
work better on a particular piece 
of marble than the other), pads, 
and accessories. I actually brought 
everything I could think of and 
then some. Remember one of my 
previous articles on Checklist for 
Crew (June SRG, 2015)?

The first thing to do is what? 
Submit a test area, of course. This 
confirms both the results and the 
procedure. So with my many years 
of experience (LOL), I decided to 

the surface flat and help to avoid 
divots, dips, leading edge patterns 
and waves. Practice is the best 
teacher for this technique.

The marble top was univer-
sally polished to a 120 grit 
hone and brought up to a final 
polish. Below: test corner 
(top left) shows the big color 
difference after removing the 
surface layer of oxidation.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Continued from page 13

Order online or call 1-800-575-4401 before 
5:45 p.m. 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 Termi-
nator 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

“We hope that by high-
lighting the most common 
types of scams out there, 
people will be more savvy 
when it comes to saying 
‘no’ to unwanted callers.”

CPR Call Blocker com-
missioned the YouGov.
org research to highlight 
the scale of unwanted 
calls across the US. Its 
V5000 product offers an 
immediate solution to the 
problem. The device is 
plugged into home phones 
and allows consumers to 
cut off unwanted calls 
as they come in and per-
manently stop them from 
calling again. It is al-
ready installed with 5,000 
known unwanted phone 
numbers and gives con-
sumers the option to add 
a further 1,200 numbers.

For more information 
visit www.callblocker 
usa.com/stoprobocalls.

Top Five 
 Phone Scams 

Revealed

 

 

Hilgartner Natural Stone 
Company Opens New 

Production Facility

The facility includes 
a 1,500-square-foot 
showroom. “The new 
facility has allowed 
us to put our marble 
under roof, which we 
have found to be a real 
positive here as well,” 
Doyle said.

When inventory is 
stored outside, envi-
ronmental conditions 
begin wearing away at 
the stone, destroying 
its distinctiveness. “All 
your marble ends up 
looking alike,” he said.

Protecting the inven-
tory from weathering 
and preserving its dis-
tinctiveness makes it 
easier for customers to 
find matches to older 
stone that is no longer 
quarried.

The company also 
created a special envi-
ronmentally protected 
area in the facility that 
ended up anticipat-
ing upcoming OSHA 
standards.

“We created a vac-
uum room,” Doyle 
said. “If you make any 
dust, it is immediately 
evacuated out of the 

room. That is where all 
grinding is done now. 
It is also where all 
sandblasting is done. 
We did this for our 
own peace of mind and 
comfort of the work 
environment. It works 
great. We probably 
have the closest thing 
to a dust-free marble 
shop.”

Not only does it pro-
tect the health and 
comfort of its workers, 
the vacuum room meets 
upcoming federal re-
quirements. “It appears 
that a room like that is 
going to have to be in 
virtually very marble 
shop by 2020,” Doyle 
said.

Hilgartner Natural 
Stone Company has 
been in business for 153 
years. It was founded 
by Ludwig Hilgartner, 
who immigrated to the 
United States to pur-
sue a career in stone 
cutting.

For more informa-
tion, company can be 
reached by phone at 
(410) 752-4832, or visit 
www.hilgartner.com.

Continued from page 5

From Left: Hilgartner 
President Tom Doyle 
and Baltimore Mayor 
Stephanie Rawlings-Blake 
discuss a slab of Tennessee 
Cedar being polished on 
Hilgartner’s vintage 1953 
Hysaman polisher.

Photo by Geoff Graham

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Array Silent Core Blades
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Order online or call 1-800-575-4401 before 
5:45 p.m. Eastern for Same Day Shipping.

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

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

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

Unlike metal or carbide cup 
wheels, chipping and 

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

Finally!
Eliminate Bouncing  

& Chipping
Caused by Metal or  

Carbide Cup Wheels

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

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

A pessimist sees the difficulty in 
every opportunity;  
an optimist sees the opportunity 
in every difficulty.  
— Winston Churchill

Don’t Let Taxes Hollow Out Your 
Business     Put ERM in Place

I was on a hike in the 
mountains when my 
children jumped on a 

log on the side of the trail.  
It crumbled under their 
weight, and we realized it 
had been hollowed out by 
insects and termites.  The 
log looked solid enough 
to hold their weight, but 
clearly wasn’t.  That log 
reminds me of a lot of small 
and mid-size businesses.

Sometimes, things ar-
en’t as they appear. I’ve 
worked with pieces of 
stone that looked solid and 
absolutely beautiful on the 
outside, only to find them 
brittle and porous on the 
inside.  Even tiny air pock-
ets and cracks inside of a 
piece of stone can remain 
hidden until it is stressed 
or cut.  Some of them just 
snap under a light load and 
can result in tremendous 
rework.  

In the same way, porous 
or hollowed out businesses 
are poorly positioned 
for long-term survival.  
Excessive taxes can take a 
heavy toll on the economic 
viability of a countertop 
manufacturer. This is par-
ticularly true for small 
and mid-size manufactur-
ers which are often less 
prepared to manage risk, 
uncertainty and economic 
swings caused by external 
forces. This was clearly 

the case in the 2008 down-
turn which shuttered many 
small and mid-sized busi-
nesses in the housing and 
construction industries, 
wiping out companies, the 
jobs they provided and their 
impact on the local econ-
omies and communities 
where they previously op-
erated.  Many were ill pre-
pared and lacked flexibility 
to respond because their 
previously successful busi-
nesses had been hollowed 
out by years of taxation 
that thwarted the build-up 
of reserves.  

Hollowed out businesses 
are bad for local communi-
ties, bad for the labor mar-
ket and bad for America.

How Can Countertop 
Manufacturers Avoid 

Letting Excessive 
Taxation Hollow Out 

Their Business?
A business owner can 

choose to own their own 
insurance company, known 
as a captive insurance com-
pany (CIC).  This captive 
insurance company forms 

the chassis of an Enterprise 
Risk Management (ERM) 
strategy. ERM is a more 
mature and more compre-
hensive approach to risk 
management.  

Specifically, ERM is the 
discipline by which an or-
ganization in any industry 
assesses, controls, exploits, 
finances and monitors 
risks from all sources for 
the purpose of increasing 
the organization’s short 
and long-term value to its 
stakeholders. Successful 
ERM programs manage  
risk across two dimensions 
- time and space:

Time: Properly devel-
oped ERM programs 
shift Risk Management 
focus from short-term  
(once-a-year when tradi-
tional insurance policies 
renew) to a long-term 
p r o g r a m  d e s i g n e d  
with the organization’s 
overall goals in mind.

Space: ERM programs 
increase the Depth of 
Coverage of an organiza-
tion, allowing for formal  
insurance across three dis-
tinct areas of risk; Core, 
Operational and Strategic.

Randy Sadler
Principal, CIC Services LLC

Please turn to page 34
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Order online or call 1-800-575-4401 before 
5:45 p.m. Eastern for Same Day Shipping.

Fax 800-915-5501
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Sinkmate Chopper  
by Edgemate Stone Tools

FREE Viper 
6 inch Con-
tour Blade 

Item # Description MSRP  OUR Price 

5100 Sinkmate Chopper TS6 Saw $3,065.95 $2,911.95

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

This time, after starting 
at the 120 grit, the marble’s 
surface turned out beauti-
fully. Only natural inclu-
sions remained and this is 
part of the marble’s charac-
ter. I also did a test on the 
half-bull nose edge with my 
400 grit pad cupped in my 
hand, and this worked well 
also. I polished the edge by 
using the center of my seven 
inch natural hair pad in my 
palm to help it conform to 
the edge. It worked great. 
The pristine, demi bullnose 
edge created by an unknown 
craftsman from the previous 
century was given new life 
and shine.

So now that we had con-
firmed the procedure and 
the results, it was Larry’s 
turn. He got the feel of the 
diamonds under the tool 
after only a few moments 
and was operating the ma-
chine like a pro. We had to 

do a few touch ups here 
and there, especially on the 
transition between the top 
and edge but it turned out 
absolutely beautifully. Of 
course, Larry is now going 
to have to core out a 1-3/4 
inch hole in middle of it, 
for a white marble vessel 
sink! I really enjoy recy-
cling a beautiful piece of 
marble.  

For sure, I have not cov-
ered everything here. Like 
what if you couldn’t re-
move the piece to the out-
side? Obviously you would 

have to Tape & Drape ev-
erything very well and fig-
ure for wastewater removal. 
That is why, as you know, 
I always recommend you 
check with your supplier 
first for the quality prod-
ucts and supplies you need 
as well as technical support. 
The phone call and advice 
are free, so what do you 
have to lose? Next month 
I’ll present another special 
project.

Bob polishes the demi-
bull edge using the 
center of a large,  
natural-hair pad 
impregnated with 
Majestic 5X.

Continued from page 25

Stone Restoration and 
Maintenance Corner
Restoring an Antique Marble Top

Bob Murrell has worked 
in the natural stone indus-
try for over 40 years and is 
well known for his expertise 
in the restoration and main-
tenance of natural stone, 
terrazzo, ceramic tile, and 
decorative concretes. He 
helped develop some of the 
main products and processes 
which revolutionized the in-
dustry and is currently the 
National Sales Manager for 
M3 Technologies.

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8454,10193,10504/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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MIA+BSI Announces 2016 Vermont 
Study Tour and Two New Chapters

MIA+BSI will 
host a fall study 
tour in Vermont 

in conjunction with 
the newly formed New 
England chapter. The 
study tour is scheduled for 
September 18-20, 2016. 

The Vermont study tour 
will include quarry tours 
(Rock of Ages, Vermont 
Quarries, Camara Slate, and 
Vermont Verde Antique), 
stops at member companies 
Trow & Holden Company 
and Buttura & Gherardi 
Granite Artisans, and trips 
to the Vermont Granite 
Museum and the historic 
Hope Cemetery. Attendees 
will also have time to ex-
plore the city of Montpelier 
and enjoy Vermont’s fa-
mous fall foliage.

Vermont has long been 
known for its rich stone 
heritage. The abundant 
manufacturing plants, art-
ist studios, cemeteries, tool 
shops, museum, and quarries 
both active and historic offer 
much to the stone enthu-
siast. MIA+BSI members, 
especially those involved in 
the New England chapter, 
will enjoy the benefits and 
convenience of networking 
with fellow members while 
immersed in various facets 
of the stone industry.

Early bird rates are avail-
able until Friday, August 
5. Registration will close 
on Friday, August 26. 
Registration is all-inclusive 
and will include three nights 
lodging, most meals, event 
transportation, and tour ad-
missions. Non-lodging rates 
are also available. To regis-
ter for this event, please visit 
www.naturalstoneinstitute.
org/2016studytour. 

“Friendship is born at that moment when one person 
says to another: What! You too? I thought I was the 
only one.”
— C.S. Lewis

Order online or call 1-800-575-4401 before 
5:45 p.m. Eastern for Same Day Shipping.

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

Announcing the Stone Pro 
SR2 Vacuum Support Rail System

MADE IN THE USA

Have you ever done the fabricator’s “twist and shout?”
Imagine you’re carrying a sink section of countertop and 

suddenly you twist the slab a little too much, hear a crack 
and shout in frustration. That’s what the twist and shout is 
all about. 

Fortunately, it doesn’t have to be this way thanks to this 
brand new system.

It is simply awesome! It adds rigidity to sink cutouts so you 
can avoid the dreaded “twist and shout”.

No one in the stone industry has anything like this that can 
vacuum to stone that has a textured surface. It also works 
great on polished stone surfaces as well.

SR2 Retro Fit 
Rechargeable Cup

No More

Twist and Shout!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

NOW
WITH

RECHARGEABLE

BATTERY

The MIA+BSI Chapter 
Program has expanded 

to include new chapters in 
New England and North 
Texas. 

The New England 
chapter, which will in-
c lude  Connec t icu t , 
Massachusetts, Rhode 

Allyson Humphries (MS 
International) said: “The 
decision to become an 
MIA+BSI chapter was led 
by our collective recognition 
that by doing so we were 
connecting with progres-
sive, prestigious, and qual-
ity-minded organizations 
worldwide that would ele-
vate the safety, education, 
and promotional efforts of 
our membership.” The in-
augural event of the North 
Texas chapter is tentatively 
scheduled for this fall. 

For more information 
on the MIA+BSI Chapter 
Program, please visit www.
naturalstoneinstitute.org/
chapters.

Island, Maine, and 
Vermont, launched of-
ficially on July 19, with 
a Chapter Kickoff at 
Marble and Granite, Inc. 
in Westwood, MA. The 
Chapter Kickoff introduced 
the chapter steering com-
mittee, discussed the ben-
efits of getting involved, 
and solicited input on up-
coming chapter events. 
John Kilfoyle (United 
Marble Fabricators) com-
mented: “New England is 
a rich landscape for nat-
ural stone use in all types 
of building. The MIA+BSI 
New England chapter will 
help trade professionals 
come together to fortify 

our industry through open 
collaboration, formal ed-
ucation, and the passion 
of a shared vision for our 
future.” 

In June, leadership 
of the North Texas 
Fabricators Association 
voted to become an of-
ficial MIA+BSI chapter. 

 Item # Description OUR Price 

 2743 Stone Pro SR2 Combo Pack Vacuum Support $597.95
  Rails With Rechargeable Cups, Includes:
  (1) 3-1/2 Ft Rail, (1) 7 Ft Rail, (1) Charger
  (4) Suction Cups, including one rechargeable master cup

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Pro SR2 Support Rail System

http://www.naturalstoneinstitute.org/2016studytour
http://www.naturalstoneinstitute.org/2016studytour
http://www.naturalstoneinstitute.org/chapters
http://www.naturalstoneinstitute.org/chapters
http://www.naturalstoneinstitute.org/chapters
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10491/
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

Are you wasting thou$ands per month?

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

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

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

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

All in stock with IMMEDIATE Delivery!

ALL VIPER® CNC

FREE NEXT DAY 

DELIVERY!

Call Daryl Sims at 
 877-493-0394 

 if you are ready to improve 
your CNC tooling performance.

 CNC Tool Pos. 1 Pos. 2 Pos. 3 Pos. 4 Pos. 5 Pos. 6 Pos. 7  Shape

 A-30 R15  $356.95 $347.95 $347.95 $347.95 $149.95 $149.95 $149.95 $1,849.95

 A-30 R5  $407.95 $386.95 $386.95 $386.95 $149.95 $149.95 $149.95 $2,017.95

 B-30 R30  $443.95 $485.95 $485.95 $485.95 $136.95 $136.95 $136.95 $2,311.95

 E-30  $393.95 $393.95 $393.95 $393.95 $174.95 $174.95 $174.95 $2,099.95

 FG-30  $749.95 $549.95 $549.95 $549.95 $549.95 $199.95 $199.95 $3,348.95

 FZ-30  $459.95 $500.95 $500.95 $500.95 $197.95 $197.95 $197.95 $2,555.95

 T-20 R3  $319.95 $303.95 $303.95 $303.95 $128.95 $128.95 $128.95 $1,617.95

 T-30 R3  $392.95 $392.95 $392.95 $392.95 $145.95 $145.95 $145.95 $2,008.95

 T-30 R6  $392.95 $392.95 $392.95 $392.95 $145.95 $145.95 $145.95 $2,008.95

 V-30 R15  $473.95 $515.95 $515.95 $515.95 $164.95 $164.95 $164.95 $2,515.95

 Z-30  $401.95 $383.95 $383.95 $383.95 $172.95 $172.95 $172.95 $2,071.95

Complete 
SetSegmented Sintered Sintered Sintered Metal Pre-Polish Ceramic Ceramic

Radius

Demi 
Bullnose

Bevel

Radius

Ogee 
Bullnose

Ogee 
Straight

Double 
Eased

Double 
Eased

Double 
Eased

Full 
Bullnose

Straight

*Seven-step system
*Longest life of any CNC tooling
*High speed tooling
*All profile wheels are balanced & carefully inspected
*Standard 35mm bore

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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Fax 800-915-5501 

Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

www.braxton-bragg.com

Your Reputation Rides on Ketchup!
Think about it. Word of mouth is the best 
advertising. How are your countertops 
holding up? Often the difference between 
a countertop that looks great for several 
years and one that doesn’t is the sealer.

Your Customer Doesn’t Know 
It’s amazing, but most people do 
not understand that stone is porous. 
Neither do they understand that harsh 
supermarket cleaners can harm sealers.

Not All Sealers are Created Equal
Stone Shield™ Penetrating Sealers are 
high performance, impregnator sealers 
for all natural stone. Stone Shield™ is 

formulated with the latest solvent-based 
fluoropolymer technology to protect 
against all oil and water-based stains.

Stones Gotta Breathe
Unlike surface sealers, Stone Shield™ 
is a deep penetrating sealer that leaves 
a natural look and feel, allowing the 
stone to breathe. Small molecules allow 
for deep penetration and long-lasting 
protection of the stone without leaving a 
surface film that quickly wears off.

We Test So You Don’t Have To
The manufacturer of Stone Shield™ 
Penetrating Sealers constantly tests for 
real life hazards. We know that you 

don’t have time to test and verify all 
the materials you use. That’s why we 
offer the Braxton-Bragg unconditional 
guarantee on the Stone Shield™ 
Penetrating Sealer.

Honed, Leather, and Brushed Surfaces
These surfaces need even more 
protection. That’s why we offer Stone 
Shield™ Penetrating Sealer in two 
versions. One is for traditional Polished 
Surfaces and one for Porous Surfaces 
that need extra protection. 

Q: Who Would Actually Test Countertops Against Stains Like  
 Ketchup, Mustard, Olive Oil, Wine, and Peanut Butter?

A: Your Customer. Are You Prepared?

For Porous Surfaces For Polished Surfaces

Coverage: 200-1,500 Sq. Feet/Gallon Coverage: 1,000-1,500 Sq. Feet/Gallon

Item # Description MSRP OUR Price
4453 Stone Shield™ Penetrating Sealer, Quart  $51.95  $39.95

4452 Stone Shield™ Penetrating Sealer, Gallon  $134.95  $109.95

Item # Description MSRP OUR Price
4450 Stone Shield™ Penetrating Sealer, Quart  $26.95  $19.95

4451 Stone Shield™ Penetrating Sealer, Gallon  $74.95  $54.95

MADE IN THE USA

Won’t change color of stone
Odorless
FDA compliant solvent
Interior and exterior use

Stone Shield Penetrating Sealers

#1 Seller! 

Most Popular

SealerJames Kinley III, 27, was 
recently charged in York 

County, South Carolina with 
dealing marijuana. Not an un-
common crime, but the scope 
of his ignorance is astound-
ing. He apparently had the 
(unfounded) belief that York 
County deputies do not mon-
itor Craigslist — because that 
is where Kinley advertised (“I 
Sell Weed”), in a notice with 
his photo, address and price 
($200). 

Mr. Grady Carlson, 58, 
went to the Carolina Title 
Loans office in Spartanburg, 
South Carolina, to apply 
for a high-interest “payday” 
loan – and nervously paced 
while answering questions. 
The Carolina employee asked 
if anything was wrong, and 
Carlson allegedly disclosed 
that he needed money– fast! 
-- to purchase methamphet-
amines. A subsequent police 
search turned up a glass con-
tainer and drugs. [report from 
WIS-TV (Columbia)]

Mr. Timothy Trammell, 36, 
was arrested on several charges 
in Jonesville, South Carolina, 
after a sheriff’s deputy spotted 
him spray-painting a car that 
was not his. According to the 
deputy’s report, Trammell had 
just finished angrily painting 
“C-h-e-e-t-e-r” (sic) on the car 
(belonging to a woman, iden-
tified in a WSPA-TV report 
as his girlfriend). His defense? 
Love makes you do crazy 
things.

Exercising Poor 
Judgment

“Evening news is 
when they begin 

with, ‘Good 
evening,’ and then 
proceed to tell you 

why it isn’t.”

– Justine Vogt
Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Penetrating Sealer

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9947,10718/
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The Slippery Rock Classifieds

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

List it FrEE 
www.slipperyrockgazette.net

Ads not meeting guidelines will not 
be published. 

•$30.00 per print ad, per month. Ads 
June 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).

2016 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

September 2016 Monday, August 1, 2016

October 2016 Tuesday, September 6, 2016

November 2016 Monday, October 3, 2016

For Sale

FOR SALE: 2006 Denver Quota 
Tech CNC Machine - Low Hours. 
2006 Denver Quota Tech CNC 
Machine - Low hours. - Priced for 
quick sale at only $30,000.00 OBO - 
This is a full-featured machining cen-
ter designed to produce countertops 
and bowl openings as well as radius 
corners, sink cutouts and odd-shaped 
islands. It can also be used for stan-
dard faucet holes and edge profiling. 
It is 3 Axis Machine, 12.5 HP Spindle, 
208/240 3 Phase Power, Transformer, 
PC/Mouse, Pendant Control, Auto 
Tool Change Option, 21 Position 
Rack and, can work on pieces up to 
65 X 118 inches. Includes Instruction/
Maintenance Manuals assorted 
Suction Cups, Tool Holders, and some 
Tooling. This complete machine is 
being sold “as is” where is. Packaging 
and Shipping are at buyer’s expense. 
Contact Chad Borden, 256-859-0291, 
cborden@carpetonehsv.com

_____________ 

FOR SALE: Priced for Quick Sale 
at only $8,000.00, OBO. Make sink 
cut outs much faster and smooth-
er than hand work. Using templates 
ensures perfect bowl shapes every 
time, and is done in less than 15 min-
utes - polishing of edges and sink cut 
outs - automatic Z movement ensures 
scratch free core drilling - surface 
polishing - dust free operation - 3 
HP, variable speed, 2, 700- 10, 000 
RPM motor - operates on 220 Volts, 
3 phase - easy to operate (no previous 
experience required) - 81-inch arm 
radius allows large piece fabrication 
- small footprint - perfect for both 
small and large shops - heavy duty 
steel structure - the sturdiest construc-
tion of all bowl hole machines on the 
market - fast, efficient and affordable. 
Contact Chad Borden, 256-859-0291, 
cborden@carpetonehsv.com

_____________

Stone Care

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

you to receive a rebate from us when 
someone purchases Supreme Surface 
Products. For more information about 
this program, please contact one of 
our salesmen at 800-575-4401.

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

surface cleaners are the brainchild of 
stone industry veteran Tom Munro 
who embarked on a quest to find 
the BEST granite cleaner. What he 
found, however, was no one product 
that offered a no-rinse, streak-free 
(even on black granite), eco-friend-
ly formula that would clean, polish, 
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. Log 
on to www.consumerstonecare.com.

_____________ 

Business Opportunities

How Many More Sales Do You 
Want This Month? Let’s partner up 
and grow your business. We have been 
helping granite fabricators since 2009 
go from commercial to build a direct 
to consumer marketing channel. With 
over 20 million in countertop sales at 
this time, we will help you Sell More 
Granite. Call 877-877-1916 or visit 
www.FireUps.com for more details. 

_____________ 

Marble Shop for Sale in Miami. 3o 
years of business, big book of estab-
lished clientele. For more information 
contact: Robert Sasso, 305-300-1886, 
miamigranitemarble@yahoo.com.  

_____________

Turnkey Shop Opportunity.  
Complete Fab shop close to Boston, 
MA. Axia 38 saw w/tilting hydraulic 
table, Schubert dust machine, Ghines 
router, rough terrain fork truck over-
head walking crane, Woods lifter, 
carts, etc. Call 781-710-7696.   

_____________ 

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

DEAL$ & STEAL$!
Once They’re Gone — They’re Gone!

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

 • (1) #1064499 Slightly used 2cm V Pos. 1 Router Bit, $25 • (1) 
#1886199 Omni Cubed VCA Automatic Seam Setter, slightly used, new 
$195, NOW $95• (1) #510199 Demo Sinkmate Tracker Saw Uses 8 in 

Turbo Blade, $995 • (1) #1016099 Demo Keil Handheld Portable Anchor 
Drilling Machine, $495 • (2) #889699 Demo Flex LW1509 Center Water 
Feed Grinder 4.5 lb 5/8 11 7.1 Amps  8300 RPM, $99 • #224999 Slightly 

used Hercules Self-Dumping Hopper, 4,000 lb. capacity, $695 

Visit www.stoneforensics.com

Become a Stone & Tile Inspector
Visit the Stone 
Forensics website/
training page and 
see what seminar 
graduates say 
about the class!

Stone Forensics is now offering its 
popular Stone Inspection Seminar 
as an affordable, self guided Power-
Point presentation. 

Take Dr. Fred’s Stone and Tile 
Inspection course and learn how to 
take your skills to the next level as 
a certified stone inspector. Evaluate 
installations, understand crack prop-
agation, troubleshoot failures, learn 
problem solving for stain removal, 
efflorescence, lippage, and more.

• Learn physical and chemical  
 testing, troubleshoot problems
• Earn Up to $300 per hour
• Includes class manual & three 
 technical calls to Dr. Fred

Call 321-514-6845 Visit www.stoneforensics.com

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

Thassos White Marble

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

Call for more information
T. 713-521-1414
1-877-815-1414 (toll-free)
F. 713-521-2206

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, 18 x 18 and 24 x 24, with over 150,000 sq. feet in 
our Houston warehouse.

Thassos White Marble

• 11 KW PUMP UPGRADE 

• 2.35” PER SECOND DESCENT  

• 5.35” PER SECOND RETRACT

• 242 TON SPLITTING FORCE 

• 51” MAXIMUM OPENING             

• 39.37” BLADE LENGTH

• 22.2” SPLITTING HEIGHT 

• TESTED and PRESSURES SET PRIOR TO SHIPPING

• IN STOCK @ $154,300.00 w/MP1000, BTS & BTS

ApexEquipmentInternational.com

 (518) 499-0602 
ApexEquipIntl@Aol.com

MENHIR 220 
1000 X 600 

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

http://www.slipperyrockgazette.net/index.cfm/m/13/fuseaction/listing.listingForm
mailto:cborden%40carpetonehsv.com?subject=Slippery%20Rock%20Classified%20ForSale
mailto:cborden%40carpetonehsv.com?subject=Slippery%20Classified%20For%20Sale
http://www.consumerstonecare.com
http://www.fireups.com/
mailto:miamigranitemarble%40yahoo.com?subject=
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

NOW there are TWO Stone Pro Coring Vacuum Templates
No dust or mess to clean up. Just 
attach a shop vac and you’re set!

MADE IN THE USA

Simply attach a shop vac hose in place.

1

2
Position the Coring Vacuum Template. 

Drill completely through using the template guide.

3

4
A perfect hole is drilled, leaving no mess to clean up.

Reduce the risk of core bit movement 
and ruined tops – save money on 
installs and reduce clean up time!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

As Seen at 
StonExpo 2016

IT EVEN WORKS ON 

 VERTICAL SURFACES 

AND TEXTURED STONE!IT EVEN WORKS ON 

 VERTICAL SURFACES 

AND TEXTURED STONE!

This template tool was 
developed to make coring holes 
in the shop or at a customer’s 
home much easier. The Coring 
Vacuum Template is easy to 
operate and works with most 
commonly used core bits on 
stone or marble. 

Attaching a wet shop vac to the 
back provides the necessary 
suction for the template to lock 
securely in place on the stone 
surface and evacuate the water 
and slurry produced while wet 
coring. Connect the shop version 
to a standard 1/4” NPT air fitting.

 Item # Description MSRP OUR Price 
  55049 Stone Pro Coring Vacuum Template $352.95 $229.95

 55400 Stone Pro Coring Vacuum Template Shop Version $352.95 $229.95

Install for the Truck

Install for the Shop

NEW!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the Stone Pro Coring Vacuum Template

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11045/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11045/
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Call 800-575-4401 • www.braxton-bragg.com

 Item # Description MSRP OUR Price Sale Price

 9001 Makita® 4˝ Wet Polisher, PW5001C $568.95 $319.95  $279.95 

  9376 Brush Set for Makita® PW5001C $19.95 $11.95 

Distributed By

Hurry—Sale Ends  
August 31 , 2016

Makita Madness!!
Reg.

$319.95
$279.95

YOU

SAVE

$4000
By popular

Demand
Get ‘Em

While They’re

Hot!
FRESH 

MAKITAS!

Best Products, Lowest Prices, 
Better Service

What Does ERM with a 
Captive Insurance 

Company Do?
First, it establishes a more ro-

bust risk management approach, 
placing the manufacturer on 
better survival footing. Second, 
it enables the business owner 
or business to own a profitable 
second business. This profitable 
business can build up loss re-
serves, helping prevent the total 
business entity from being hol-
lowed out by excessive taxation.  
A CIC primarily insures the risks 
faced by the operating company 
or related companies.  The pri-
mary reasons that businesses or 
their owners form CICs are:
1. To manage business risk by 
formally self-insuring certain 
risks with pre-tax dollars.
2. To protect assets from credi-
tors of the operating business and 
its owners or other risks.
3. To realize profits and accumu-
late wealth inside of a separate 
business entity.

Why are ERM and 
Owning a Captive Insurance 

Company an Effective 
Solution?

In addition to better positioning 
a stone countertop manufacturer 
to better manage risk, ERM can 
change risk management from 
a cost center to a profit center. 
Consider two identical counter 
top manufacturers as illustrated 
in Table One. Manufacturer A 
continues with the status quo.  
Manufacturer A has $1 million of 
profit annually and pays taxes of 
$500,000 per year. At the end of 
ten years, Manufacturer A has ac-
cumulated $5.9 million based on 
a reasonable investment return. 
Manufacturer B, however, im-
plements ERM and owns a CIC. 
In the exact same 10 year pe-
riod, Manufacturer B has MORE 
INSURANCE and MORE 
MONEY (almost twice as much 
wealth as A). 

Continued from page 27

Please turn to page 36

Don’t Let Taxes Hollow Out Your 
Business – Put ERM in Place Counter Top Manufacturer A Counter Top Manufacturer B

 Assets: $5.9 Million Assets: $10.7 Million 

  Insurance Policies: Insurance Policies:

 • Property & General Liability • Property & General Liability

 • Employee Benefits Liability • Employee Benefits Liability

 • Umbrella Coverage • Umbrella Coverage

 • Auto Coverage • Auto Coverage & Deductible

 • Worker’s Compensation • Worker’s Compensation

  • Administrative Actions

  • Directors & Officers

  • Employment Practices

  • Litigation Defense Expenses

  • Cyber Risk

  • Accounts Receivable

  • Excess Commercial Crime

  • Loss of Key Customer

  • Loss of Key Supplier

  • Special Catastrophic Risk

 10-year projection based on $1 million per year risk management budget

Table One

Shop www.braxton-bragg.com for the Makita PW5001 Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Flex Introduces 
CS 40 Wet Saw

Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

Why is Stone Shield Knife Grade 
Our Best Selling Adhesive?

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

MADE IN THE USA

 Item # Description MSRP OUR Price 
 46404 Stone Shield™ Transparent Knife Grade, Quart $15.95 $12.95

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

 46406 Stone Shield™ Transparent Knife Grade, 5 Gallons $195.95 $154.95 21%

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

Item #  

4357

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

Adhesive Spreaders 
 & Stirring Sticks

Razor Blades

Item #  

4800A

Item #  

4802
Item #  

9100

$54.79

$8.95

$19.95
$3.74

MADE IN THE USA

MADE IN THE USA

Stone Shield™ Transparent Can Save You Money!
How can glue save you money?  Stone Shield™ Transparent Knife Grade is high 
quality polyester adhesive, made in America and offered at a great price.

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

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

Lightweight, ultra-powerful 
and built to last, the new 
Flex CS 40 Wet Stone Saw 

incorporates some noteworthy 
features into a compact design. A 
durable stainless steel rail system 
built into the saw frame helps 
delivers precise cuts, every time. 

This saw is ideal for renovating 
bathrooms, cutting porcelain and 
stone to tile a kitchen backsplash 
or floor. A removable cutting cart 
gives you better access to the saw, 
so you can clean up quickly and 
easily. The 12-amp motor delivers 
plenty of power to cut through any 
tough material. A side handle pro-
vides stability and extra control.

The CS 40 takes a 5-inch blade, 
and also accepts curved cutting 
blades, like the 5-inch Talon 
Contour Blade, perfect for cutting 
bowl holes or your marble and tile 
cutting jobs.  

The CS 40 is also equipped with 
built-in GFCI (in the power cord) 
and a high-quality water-feed sys-
tem for dust reduction and safer 
cutting. 

For more information on the 
Flex CS 40 see the Braxton-Bragg 
website, www.braxton-bragg.com 
or call a customer service rep at 
800-575-4401.

 “Fools make 
feasts and 
wise men 

eat them.”
– Benjamin Franklin

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Adhesives
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Don’t Let Taxes Hollow Out Your 
Business – Put ERM in Place

One of the primary objectives 
of any insurance company is to 
build up significant reserves for 
the future. And, insurance com-
panies enjoy many tax advantages 
as they accumulate reserves.  
Captive insurance companies are 
no different. When a business 
owner sets up a captive insurance 
company to formally insure risk, 
he or she also benefits by being 
able to accumulate wealth in a 
more tax efficient vehicle.  

The operating company (or par-
ent company) pays tax deductible 
premiums to the captive insurance 
company. And, small captive in-
surance companies may make 
an 831 (b) tax election. As such, 
they are taxed at zero percent 
(0%) on their underwriting profit.  
Underwriting profit is simply 
defined as premiums collected 
less claims paid. Small insurance 
companies by definition receive 
$1.2 million or less in annual pre-
miums according to the Internal 
Revenue Code (IRC). The result 
is a remarkably efficient vehicle 
to accumulate loss reserves (and 
by extension wealth) for the fu-
ture. This prevents the counter 

Continued from page 34
top manufacturer and its owners 
from being hollowed out by ex-
cessive taxation.  

In Table Two,  the counter-
top manufacturer pays $1.2 mil-
lion to purchase insurance from 
its captive insurance company.  
The captive insurance company 
(which is owned by the business 
owner(s)) makes and 831(b) tax 
election and is taxed at a rate of 
0% (zero percent). This results 
in $600,000 of tax savings.  This 
helps ensure the business is NOT 
hollowed out by taxation and can 
weather uncertainty. 

What Is A Captive 
Insurance Company?

A captive is a unique insurance 
company. It includes its own 
corporation, insurance license, 
reserves, policies, policyholders, 
and claims. It is a formal way for 
business owners to self-insure 
risk, and captives are generally 
formed to insure primarily though 
not exclusively the risks of one 
or more businesses owned by the 
same or related parties.

Business
Premiums Paid to CIC: 

$1,200,000

CIC

Type: Single-Parent
C Corporation

Board Managed

Insured Client:
Business

Deducts
$1,200,000

as a business expense

Makes an 831(b) tax 
election and is taxed at 

a rate of 0%
on underwriting profit.

Tax Savings:
$600,000

Assumes 50% combined state 
and federal income tax rates

Table Two

How Does a Captive 
Insurance Company Work? 
A captive primarily insures its 

parent company or related compa-
nies. It typically forms the back-
bone of a company’s Enterprise 
Risk Management (ERM) strat-
egy. Hence, the parent company 
is able to purchase insurance from 
its captive, and it can insure risks 
that third party insurers will not 
insure or risks where third party 
insurance cost is not affordable. 
The captive can also insure the 
gaps in third party commercial 
insurance policies. Premiums are 
paid from the parent (operating) 
company to the captive with pre-
tax dollars. The captive can invest 
its assets mostly as its owners 
choose (some domiciles have 
restrictions). 

Time For A Better Model?
It may be time for your busi-

ness to implement ERM and for 
you to own your own insurance 
company. If the thought of hav-
ing both more insurance and 
more money sounds like the right 
move for you, feel free to call me 
at 865-599-6104 or send e-mail to 
randy@cicservicesllc.com .

 

“To be a  
champion you 

must believe you 
are the best.  
If you’re not,  

pretend you are.” 

— Muhammad Ali    
(1942 –June 5, 2016)

A man who left about 
$187,000 cash in a Boston 

taxi has been reunited with his 
money thanks to an honest cab-
bie, police said.

R a y m o n d  “ B u z z y ” 
MacCausland, a driver for the 
Independent Taxi Operators 
Association, picked up a fare 
one Saturday who had a cast on 
one leg.

“He told me he was homeless 
and had been living in a shelter 
for six months,” MacCausland 
said.

At one point, the man got 
out of the cab to meet a friend, 
intending to return and leav-
ing a bag behind, the 72-year-
old MacCausland said. 
MacCausland waited about 30 
minutes, but the man didn’t re-
turn. So, he drove to the man’s 
hotel to look for him.

Unable to find the man, even 
with the help of the hotel staff, 
MacCausland looked in the 
bag for identification. There he 
found three bundles of $50 and 
$100 dollar bills. He immedi-
ately drove to police headquar-
ters to turn in the cash.

Police found paperwork indi-
cating that the money was part 
of an inheritance.

Boston Cabbie Turns in $187,000 
Left Behind in His Taxi

His Mamma Raised Him 
Right… Sort Of

“To me that was a relief,” 
MacCausland said. “Because I 
know if it wasn’t they’d come 
looking for me.”

The money was returned to 
the unnamed man after po-
lice determined he was the 
rightful owner. The man gave 
MacCausland a $100 reward.

“This hackney driver exhib-
ited exemplary behavior and 
his honest deed should be rec-
ognized,” Police Commissioner 
William Evans said in a 
statement.

About 30 years ago, an-
other person left a large sum 
of money in MacCausland’s 
cab. A fare he drove to the air-
port left a briefcase containing 
$10,000 behind. Sadly, that 
person didn’t give him a re-
ward, he said, so MacCausland 
has always suspected it was 
not “honest” money. “I re-
turned it to him, just the same,” 
MacCausland said.

AN inmate who escaped a 
northwestern Arkansas 

jail showed up at a nearby bar a 
week later, ordered a beer and de-
clared he was turning himself in.

The Arkansas Democrat-
Gazette reports that 45-year-old 
Shaun Higham turned up one 

Tuesday night at Mitch’s Place 
in Paris, AR about six miles from 
the Logan County Jail. He was 
wearing a dirty prison uniform 
and covered in insect bites.

Logan County Sheriff Boyd 
Hicks says there had been no 
sightings of Higham since he 
picked a lock and fled the county 

jail on June 28.
The bar’s owner called police, 

saying Higham was there and 
that he wanted to turn himself 
in. Higham was drinking a beer 
when police arrived. He surren-
dered without incident.

Paris is about 90 miles north-
west of Little Rock.
Source:  
Arkansas Democrat Gazette,  
www.arkansasonline.com

The Daily Pakistan newspaper, 
covering the Anti-Terrorism 

Court in Karachi in April, re-
ported that a judge in Courtroom 
III asked a constable if he knew 
how the grenade entered into evi-
dence worked. 

Rather than assume that a 
simple verbal explanation was 
requested, the constable pulled 
the pin to demonstrate, and the 
resulting explosion injured the 
constable, a court clerk and an-
other police officer. Reportedly, 
the constable is said to be facing 
severe discipline as soon as he re-
covers. And hopefully, he’ll also 
get some basic training in when 
and where it’s appropriate to pull 
the little pin on a hand grenade.

Call it Exhibit 
Boom

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Up to 300% Longer Life...
Designed to give you professional results using Hercules, Master, Magnum, and Sector, when fabricating stone 
countertops. These fabricator-tested router bits use a special manufacturing process that bonds an extra-thick 
layer of diamond abrasives to help you achieve great results, and up to 300% longer life.

Position 1 is a Metal Bond/Sintered Router Bit. This very aggressive and long lasting first step is used for quick 
stock removal and rough edge shaping. Supplied with 2 bearings. The first bearing is over-sized to allow the 
second tool to refine the profile edge. The second bearing is used when only using the first profile bit.

Position 2 is a Metal Bond/Sintered Router Bit. This second step removes lines, leaving a smooth, honed finish 
on the edge making it ready for polishing.

• Position 1 comes with 2 bearings
• Use pos. 1 bearing when following it with pos. 2 wheel
• Recommend running speed is 9,000 RPM
• 6mm layer of diamonds for long tool life
• Same geometry as Viper CNC profile wheels
• 8 & 10mm bolts included with all bits

2cm Radius 
Router Bits

 Item # Description  MSRP OUR Price

 55000 Viper A-20 (2cm), Radius Router Profile Wheel, Pos. 1  $275.95 $179.95

 55001 Viper A-20 (2cm), Radius Router Profile Wheel, Pos. 2   $248.95 $161.95

Pos. 1 Pos. 2

3cm Radius 
Router Bits

 Item # Description  MSRP OUR Price

 55020 Viper A-30 (3cm), Radius Router Profile Wheel, Pos. 1  $415.95 $270.95

 55021 Viper A-30 (3cm), Radius Router Profile Wheel, Pos. 2   $386.95 $251.95

Pos. 1 Pos. 2

2cm Demi 
Bullnose  

Router Bits
 Item # Description  MSRP OUR Price

 55002 Viper B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 1  $388.95 $252.95

 55003 Viper B-20 (2cm), Demi Bullnose Profile Wheel, Pos. 2   $379.95 $246.95

Pos. 1 Pos. 2

3cm Demi 
Bullnose  

Router Bits
 Item # Description  MSRP OUR Price

 55004 Viper B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 1  $519.95 $337.95

 55005 Viper B-30 (3cm), Demi Bullnose Profile Wheel, Pos. 2   $508.95 $330.95

Pos. 1 Pos. 2

2cm Bevel  
Router Bits

 Item # Description  MSRP OUR Price

 55010 Viper E-20 (2cm), Bevel Router Profile Wheel, Pos. 1  $328.95 $213.95

 55011 Viper E-20 (2cm), Bevel Router Profile Wheel, Pos. 2   $312.95 $203.95

Pos. 1 Pos. 2

3cm Bevel  
Router Bits

 Item # Description  MSRP OUR Price

 55012 Viper E-30 (3cm), Bevel Router Profile Wheel, Pos. 1  $472.95 $307.95

 55013 Viper E-30 (3cm), Bevel Router Profile Wheel, Pos. 2   $443.95 $288.95

Pos. 1 Pos. 2

2cm Ogee  
Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55006 Viper F-20 (2cm), Ogee Router Profile Wheel, Pos. 1  $349.95 $227.95

 55007 Viper F-20 (2cm), Ogee Router Profile Wheel, Pos. 2   $334.95 $217.95

3cm Ogee  
Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55008 Viper F-30 (3cm), Ogee Router Profile Wheel, Pos. 1  $423.95 $275.95

 55009 Viper F-30 (3cm), Ogee Router Profile Wheel, Pos. 2   $340.95 $221.95

2cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55014  Viper V-20 (2cm), Full Bullnose Profile Wheel, Pos. 1  $362.95 $235.95

 55015 Viper V-20 (2cm), Full Bullnose Profile Wheel, Pos. 2   $357.95 $232.95

3cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55016  Viper V-30 (3cm), Full Bullnose Profile Wheel, Pos. 1  $555.95 $361.95

 55017 Viper V-30 (3cm), Full Bullnose Profile Wheel, Pos. 2   $526.95 $342.95

4cm Full  
Bullnose  

Router Bits

Pos. 1 Pos. 2

 Item # Description  MSRP OUR Price

 55018  Viper V-40 (4cm), Full Bullnose Profile Wheel, Pos. 1  $611.95 $397.95

 55019 Viper V-40 (4cm), Full Bullnose Profile Wheel, Pos. 2   $583.95 $379.95

5cm Straight Z 
Profile Router Bit

 Item # Description  MSRP OUR Price

 10459  Viper Z-50 (5cm), Straight Z Router Profile Wheel,  $292.95 $190.95
  Pos. 1, 36 Grit, 2” OD x 2” H, 9,000 RPM Max

DESIGNED 

FOR ALL

ROUTERS!

CALL 

800-575-4401

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Diamond Profile Wheels
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Fordham Marble: Old World Craftsmanship Meets Technology

Mario later began importing 
colored marbles and marble tiles 
for wholesale. “When the market 
became less profitable around 
1986-87, I got out, because ev-
eryone was doing it. Additionally, 
we were giving white-glove ser-
vice at a wholesale price.” 

CNC:  All the 
 Difference In The World 
By the early 1980s, Mario 

had gone back to doing what he 
knew best – fabrication, but with 
a twist. “All the guys working 
for me were getting old. They 
were all highly skilled European 
craftsmen, still doing everything 
by hand. You want to do an ogee 
molding? Get out the chisels, 
brrrr, brrrr, brrrr! They were re-
ally artisans.”  

“I’m looking at these guys, 
thinking, they’re all going to re-
tire soon, and there’s nobody to 
replace them. What am I going to 
do? So I started to look for a ma-
chine that would do profiling and 
began going around to local ma-
chine shops saying, ‘This is my 
idea, can you help me?’ Everyone 
looked at me and thought I was a 
bit strange.  I then went to one of 
the marble fairs in Italy and saw 
the first CNC. It was made by 
Brembana, a division of CMS. It 
was a three-headed monster with 
three motors, because it didn’t 
have an automatic tool changer. 
There were maybe two in the 
world other than the one at the 
show. It was $200,000.” 

“So I flew back to New York, 
thought about it and then called 
the CMS engineer who was start-
ing the marble division. That 
engineer was Mario Prussiani 
who now has his own machine 
company making saws and 
everything.

“Flying back to Italy, I met 
with Prussiani and said, ‘I want 
to buy this machine.’ We nego-
tiated back and forth, and I got a 
very good price, because he really 
wanted to get one into the United 
States. So I bought the first CNC 
machine made for the stone busi-
ness. That was December 1986 
and it changed everything for 
me! I was able to produce very 
intricate floor pieces very quickly 
and precisely. A sunburst pattern, 
for example, any one of the rays 
could go anywhere in the pattern 
accurately. I was able to produce 
work so quickly and accurately 
that at one of my jobs, the con-
tractor allowed me to show other 

contractors before the owners 
moved in. They would be amazed 
at the work and I got a lot of new 
clients. Even the architect on the 
job called me wanting us to be his 
exclusive fabricator. I just said, 
‘Sorry, I can’t do that.’” 

The Next Defining Moment
In the late 1980s, the marble 

business in New York was boom-
ing and a lot of small shops were 
opening in the city. “We were 
doing a lot of work in Greenwich, 
Connecticut. I was the only one 
doing work for these contractors. 
As a result, other shops were 
opening here, too. Unfortunately, 
people didn’t want to come to 
our Bronx showroom because 
they considered it too dangerous 
an area, and thought they would 
get mugged! So in order to pro-
tect my market in Greenwich, I 
opened up a showroom close by 
in Stamford, Connecticut. It was 
5,000 square feet and eventually 

grew to 10,000. I didn’t design 
it, but it is so well done, that 
when people come in they are 
blown away. We feature about 
300 slabs of different colors. We 
also have every kind of tile you 
can think of: porcelain, glass and 
ceramic. My wife, Joyce, who’s 
been working there since 1980, 
runs the showroom and a team of 
three, while I sit upstairs and act 
as a technical advisor, coordinate 
all the efforts in the shop and do 
what I have to do to support her 
team and co-ordinate with our 
shop.”

Current Equipment
The 16,000 square foot fabri-

cation shop features two CNCs, 
two bridge saws, a five-axis 
Prussiani CNC saw, three radial 

arm polishers and one edge ma-
chine. Keeping 10 craftsmen 
busy year-round, it is used only 
for production. There is also a 
10,000 square foot yard for slab 
storage. “I love my employees. 
Without them, the company is 
nothing. A lot of them learned 
the business in my shop, passing 
knowledge down from one to the 
other. I have one guy who’s been 
working for me for 46 years.”  

The majority of the company’s 
work extends 70 miles in three 
directions. They have, however, 
serviced Bermuda, the Turks 
and Caicos Islands, Nantucket, 
Martha’s Vineyard and many 
destinations within the U.S.,” 
said Mario, adding, “The design-
ers come here from Manhattan 
and Connecticut, and have clients 
that are moving. They select our 
slabs or tile and we ship it to their 
fabricators.” 

Besides 300 slabs of marble, 
Fordham Marble’s expansive 
showroom include porcelain, 
glass and ceramic tile samples.

This stunning, palatial Green and 
White onyx master bath suite in-
cludes baseboards, pilasters and 
even cladding on the walk-in tub. 
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Why is Akemi Platinum the clear leader? 
Akemi Platinum provides a permanent bond 
that cures faster and clearer than any other 
polyester adhesive.

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

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

The Clear Choice
With Akemi Platinum polyesters, there is 

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

 
Curing Time

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

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

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

Bond Strength
Bond strength is essential in laminating or 

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

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

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

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

Why is AKEMI Platinum the CLEAR leader?

Order online or call 1-800-575-4401 before 5:45 p.m. 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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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 $285.95 $169.95

  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 p.m. Eastern for Same Day Shipping.

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

INcounters Expands Countertop Business 
with Knobs & More Partnership

Artisan Group Member 
INcounters, a fam-

ily-owned and operated 
countertop fabrication 
business in west Texas, has 
expanded to a full-service 
design center by partner-
ing with Knobs & More, 
and relocating its San 
Angelo showroom to 3301 
Southwest Boulevard. 
The group now offers a 
full-service, one-stop de-
sign center for counter-
tops, lighting, sinks, tile, 
flooring, custom cabinets 
and hardware, as well as 
professional interior design 
services. 

 “We are excited about 
this new business ven-
ture,” says Ed Wright, 
INcounters owner. 
“We’ve been waiting 
for the right time and 
opportunity to expand 
our services in the San 
Angelo market, and 
this partnership with 
Jessica Currie and 
Knobs & More was 
a perfect fit. Jessica 
Currie has an excellent 
reputation for custom 
design, and this part-
nership allows us to 
offer a full range of 
products and services 
normally only found 
in the Metroplex area. It is 
going to be a great venture 
for both companies, and for 
San Angelo homeowners.” 

Jessica Currie blends her 
interior design knowledge, 
construction experience 
and passion for design, to 
create a full-service design 
boutique. Having opened 
Knobs & More in 2015, 
she has already established 
her brand of unique and 
sophisticated lighting, fans 

partner with INcounters, 
and to expand our product 
offering and design ser-
vices,” says Currie. “Many 
of the products that we 
now feature are new to San 
Angelo and the Concho 
Valley. With the booming 
housing industry in this re-
gion, we are excited to offer 
homebuilders a full-service 
design center to simplify 
the selection process for 
their homeowners.”

and decorative hardware. 
Although this partnership 
wasn’t something she had 
been looking for, she was 
very excited when the op-
portunity presented itself.

“We are looking for-
ward to the opportunity to 

INcounters is a fami-
ly-owned and operated 
countertop fabrication 
company based in Abilene 
with three other locations 
in West Texas: Lubbock, 
Midland and San Angelo. 
The company is proud to 

be one of the few 
Marble Institute of 
America accred-
ited fabricators in 
Texas, signifying that 
they are among the 
best fabricators in the 
country held to high 
standards in  fabrica-
tion and installation. 
INcounters is also 
one of the founding 
members of the elite 
nationwide Artisan 
Group, an indepen-
dent fabricator group 
that exclusively of-
fers its members First 

Choice Granite & Marble 
as well as Saratoga  soap-
stone, Aventine Quartz and 
Heritage Wood  hand-
crafted products. 

For more information 
about INcounters visit in 
counters.com, facebook.
com/incountersinc or call 
800-588-5909. For more 
information about Knobs & 
More visit facebook.com/
knobsandmoredesign.

“I never threw an illegal pitch. The trouble is, once in 
a while I toss one that ain’t never been seen by this 
generation.”  — Satchel Paige
Satchel Paige ((July 7, 1906 – June 8, 1982)) was the first player who had played in the Negro 
leagues to pitch in the World Series, in 1948, and was the first player from the Committee on Negro 
Baseball Leagues to be inducted in the National Baseball Hall of Fame, in 1971.

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

http://incounters.com/
http://incounters.com/
https://www.facebook.com/incountersinc/
https://www.facebook.com/incountersinc/
https://www.facebook.com/knobsandmoredesign
https://www.facebook.com/knobsandmoredesign
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6980/
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The remaining herd of 75 rare 
deer at the Romulus, NY sanc-
tuary aren’t albinos, but are a 
natural mutation of common 
white-tailed deer.

Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

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

Army Site’s 
New Owner 

Preserves Rare 
White Deer 

Herd

A rare herd of ghostly white 
deer that multiplied at a 

World War II weapons depot 
under the protection of the U.S. 
Army is now being nurtured by 
the site’s new owner.

Seneca Iron Works owner Earl 
Martin has planted 15 acres of 
soybeans to improve the diet 
of the deer roaming the former 
Seneca Army Depot in the Finger 
Lakes, and is working with a 
nonprofit group to develop about 
1,500 acres of the 7,000-acre site 
as a wildlife preserve and eco-
tourism park.

“The idea is to create tourism 
and wildlife conservation in the 
northern part of the depot and de-
velop businesses in the southern 
portion,” Bob Aronson, executive 
director of the Seneca County 
Industrial Development Agency, 
said in a recent interview.

Martin’s winning $900,000 bid, 
announced last month, includes 
plans to create 200 jobs, expand 
his iron works business, establish 
about 20 Amish homesteads and 
renovate a short-line railroad.

Preserving the white deer was a 
priority of wildlife groups when 
the depot was put up for sale.

The deer aren’t albinos, but are 
a natural mutation of common 
white-tailed deer. In the wild, 
white deer have short lifespans, 
because they are easy targets for 
predators and hunters. But the 
24-mile fence that encloses the 
depot and the Army’s protective 
policies allowed the white deer 
to multiply in peace among more 
than 500 concrete munitions stor-
age bunkers.

Aronson and Martin are includ-
ing the nonprofit group Seneca 

“Common sense 
is the collection of 

prejudices acquired 
by age eighteen.”

– Albert Einstein

Dennis Money, who heads the 
group, noted that the herd of 
white deer has fallen from about 
200 eight years ago to about 75 
today.

“One of the primary things we 
need to do is improve habitat and 
food availability to help bring 
the deer back up to the numbers 
there were before,” Money said. 
Normal brown deer have also de-
creased, he said. “We need to put 
in better quality foods, like clover, 

turnips, soybeans and corn.”
Seneca White Deer ran some 

bus tours at the depot between 
2006 and 2012. Money envisions 
future tours that will include not 
only the deer, but also the history 
of what was one of the most im-
portant Cold War storehouses of 
bombs and ammunition.

“We’re hoping maybe in 2017 it 
will be opened to the general pop-
ulation,” Money said.

White Deer in development plans. 
The group was among the other 
bidders for the property, one of 
the largest developable sites in 
the region.

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9409/
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Marble, quartz and warm wood tones combine to 
create a comfortable, stylish and functional space.Continued from page 38

Order online or call 1-800-575-4401 before 
5:45 p.m. Eastern for Same Day Shipping.

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

• Grinder with a blade is all you need

• No special tools needed

• Self-locking with spring clip

• Sink rims up to 3/4 inch

• Quick and easy

• Professional results every time

NEW!NEW!

All it takes is a 
Grinder and 

About 5 Seconds!

GoClips Sink Clips are another 
innovative, quick and easy way 
to secure your undermount sink 

to a stone countertop.

 Item # Description  LOW Intro Price 

 7870 GoClips Sink Clip, for sink rims up to 3/4”  $1.45

 7875 GoClips 5-Second Anchor Sink Clip, for sink rims up to 1/8” $0.99

 7874 GoClips Sink Clips (#7870), 500 Box  $575.00

Item # 7870 

Item # 7875 

Fordham Marble: Old World  
Craftsmanship Meets Technology

Other than tiles, cut-
to-size jobs are the only 
materials that Mario im-
ports these days, buying 
slabs locally since 2008. 
“Nobody in this market 
wants granite anymore. 
They want marble, quartz-
ites and engineered stone 
for countertops. We used 
to sell granite like crazy, 
but the kitchens we do are 
in high-end homes. These 
owners know what is in 
style because they either 
have a designer, or they’re 
looking on Houzz or watch-
ing HGTV. They all want 
big islands, too! The aver-
age size is 9+ feet long by 
5-foot 6-inches wide or big-
ger with a 2-inch mitered 
edge and no seams. Just 
try getting one of these up 
the stairs or into an eleva-
tor and into the house! And 
while you’re doing it, don’t 
damage the floor!” 

Over the years, Fordham 
Marble’s work has been 
featured in such publi-
cations as Architectural 
Digest, The New York 
Times and House and 
Garden. “Martha Stewart 
did a whole show on us. 
She’s a very nice lady, 
actually.” And although 
he wouldn’t share the list, 
Mario’s clientele includes 
famous actors, media mo-
guls, politicians, musicians, 
businessmen and women, 
“And a whole bunch of 
rich people. I respect the 

privacy of all my custom-
ers, I don’t pry into what 
they do for a living.” 

Unparalleled Quality, 
Superior Service

So what makes Fordham 
Marble different from their 
competitors? “111 years of 
experience,” replied Mario. 
“Also, personal involve-
ment. One of my people 
said to me that he couldn’t 
believe the amount of per-
sonal involvement I have in 
every project. He’d worked 
at other places, and he had 
never seen the owner this 
involved.”

“We are very concerned 
that what we do is done 
correctly. Actually, maybe, 
sometimes we deliver too 
much customer service. 
I’m very, very, very old 
world that way. Even with 
all the modern equipment 
like computers, lasers, dig-
itizers and stuff, it comes 
down to, ‘I’m very old fash-
ioned.’ It’s the same way 
when one of my customers 
calls up and says, ‘I’ve got 
a chip in my sink.’ I don’t 
tell them it’s going to cost 
600 bucks if I send up a guy 
from the Bronx to fix it. I’ll 

simply tell them that I’ll 
have a man in the area next 
week, and I’ll take care of 
it for them. Then they’ll 
say, ‘You’re not going to 
charge me?’ No, no, no, I 
say, that’s okay!

“So what makes us differ-
ent is knowing the business 
and believing that we have 
to deliver respect and ser-
vice to our clients. That’s 
what it’s all about. It also 
helps to have a 10,000 
square foot showroom, and 
be able to show people that 
you know what are the lat-
est and greatest trends. Our 
showroom shows the differ-
ence between our work and 
the others trying to match 
our work. Everybody in the 
area knows that our work-
manship is second to none. 

“We care more about 
turning out a really good 
product and delivering cus-
tomer service than short-
term profit on an individual 
job. It’s caring about your 
reputation and about deliv-
ering service rather than a 
quick profit. When people 
see me, they see Mario 
from Fordham Marble. 

Continued on page 46

“Discipline helps you finish a job, and 
finishing is what separates excellent 
work from average work.” 

— Pat Summitt, from Reach for the Summit

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for GoClips Sink Clips
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

ST    P
THE BLEEDING!

We Have the Cure:
Non-Bleeding Marble Adhesives

Finally, Akemi Ever-
clear Knife Grade & 
Flowing Adhesive...

Touchstone Glacier 
Knife Grade Epoxy

Touchstone Glacier 
Marble Adhesive 
Cartridge System

...solves the problem of 
adhesives “bleeding” into 

marble, travertine and other 
light-colored stones. 

GREAT for 
Light-Colored Stones Hardener mixes itself with 

adhesive while dispensing.
No muss, No fuss!

This non-yellowing, two-part gel-like adhesive 
is used for stone repair and laminating. UV 
stable, suitable for outdoor applications. 
Everclear tints easily with Akemi polyester 
pigments.

This product is a UV stable, clear, non-
yellowing, non-staining, two-part adhesive, 
that is easily tintable and has an adjustable 
cure time. It is very user-friendly and bonds 
well to construction materials.

It is a revolutionary clear, fast-curing, non-
staining, UV-stable adhesive designed for 
laminating and fabricating natural stone 
countertops. Compared to competitive 
products, it will SAVE you TIME and MONEY, 
due to its convenient and forgiving mix ratio 
of 1:1 by volume and a set time of 20-30 
minutes at 70° F.

 Item # Description OUR Price
 10849 Akemi® Everclear Knife Grade, A + B, 1350 Grams $119.95 

 10850 Akemi® Everclear Flowing, A + B, 900 Grams $74.95

 Item # Description OUR Price 

 16518 Touchstone™ Glacier Knife Grade 1/2 Pint  $45.95 
  Epoxy Kit, 1/2 Pint Part A, 7 each Part B 

 16524 Touchstone™ Glacier Non-Yellowing Knife Grade,  $159.95 
  1 Quart, 1 Quart Part A, 30 Tubes Part B 

 38892 Bonstone Last Patch Accelerator, 0.5 Oz Tube  $6.95 

 Item # Description OUR Price 

 55420 Touchstone Glacier Non-Yellowing White Knife  $34.95 
  Grade, 250ml Cartridge, Part A & Part B

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for non-bleeding marble adhesives

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8447,11169/
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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

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!

Call Mike King toll-free 1-800-575-4401 to order 
 the long-lasting Viper® Side Protection Core Bit

Police say a woman sprayed 
gasoline on a driver who 

criticized her for smoking a 
cigarette while pumping fuel 
at a Pennsylvania convenience 
store.

Fifty-one-year-old Kimberly 
Brinton, of Meshoppen, faces 
a preliminary hearing on ag-
gravated assault and other 
charges stemming from the 
encounter one Thursday at the 
Mehoopany Dandy Mart, about 
30 miles northwest of Scranton.

Police say the driver told 
Brinton to extinguish her cig-
arette, and when she refused, 
then threw windshield cleaner 
onto Brinton in hopes of putting 
out the cigarette.

Police say when the other 
woman tried to drive away, 
Brinton screamed she was 
going to light her on fire and 
sprayed gasoline on her.

Police say the other woman 
slipped on the gasoline getting 
out of her car and broke her 
arm.

Online court records don’t list 
an attorney for Brinton.

30-Person Melee at 
 Walmart Leads 
to Four Arrests

Searching for answers, au-
thorities are continuing to 

review surveillance video of a 
30-person brawl at a western 
New York Walmart that led to 
four arrests.

Gates, NY Police Chief Jim 
VanBrederode says the fight 
started around 7 p.m. one 
Sunday after two 17-year-olds 
made fun of a dress worn by 
a 24-year-old woman. He says 
the altercation quickly escalated 
into a melee.

The chief says people went 
into the sporting goods section 
of the store and got baseball 
bats to use in the fight.

Police say a 17-year-old girl 
threw a can of food at a 52-year-
old man, hitting him in the head. 
She’s charged with assault, ha-
rassment and related offenses. 
Three others have been charged 
with disorderly conduct.

Authorities say a 27-year-old 
man turned himself in to 

Fort Lauderdale, Florida, police 
after his mother recognized him 
in surveillance video circulated 
by detectives who were looking 
for a suspect in a string of four 
drug store robberies. The sus-
pect would act like he was going 
to pay for an item, then punch 
or push the cashier when they 

opened the cash register, grabbing 
cash and running off.

A police report says Keith 
Fitzgerald Knowles Jr. told inves-
tigators his mother showed him 
the video footage of the robberies 
and he admitted that it was indeed 
him. Apparently, she convinced 
him to do the right thing… or else.

Knowles was booked into jail 

Look, Mom, I’m on TV!

It’s a Madhouse 
Out There

“I dream of a better 
tomorrow, where 
chickens can cross 

the road and not be 
questioned about 

their motives.”
— Anonymous

Smoker Sprays Gas on 
Another Woman in 

Insane Fuel Pump Spat

and remained in jail with bond 
set at $45,100. He’s charged with 
robbery, theft and battery on a 
person over 65.

Investigators had released the 
videos showing a series of rob-
beries at Walgreens stores across 
Broward County in hopes of 
tracking down the suspect.

Jail records don’t list a lawyer 
for Knowles, who remains in 
custody. He is suspected of two 
other robberies.

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.

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

http://www.slipperyrockgazette.net
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

Stone Pro’s Seam Machine
Like Seams Never Even Happened
If you want flawless, tight, nearly invisible seams, 

then Stone Pro’s Seam Machine is your tool...

This tool is not some pieced-together toy full of plastic parts.

Take one look at the picture and 
you can see the Seam Machine is 
engineered and designed for the 
stone industry by stone industry 
pros at Stone Pro. 

PLUS... the Seam Machine has 
been fully tested and proven in the 
field so you know you can trust it for 
your next install. 

NEW!NEW!

MADE IN THE USA

As Seen at 
StonExpo 2016

 Item # Description MSRP OUR Price 

 55800 Stone Pro Seam Machine $1,135.00  $795.00
  Notice: Sold individually, not as a set.

a

TOOL
not a

Toy!

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

http://www.slipperyrockgazette.net
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My name and identity are linked 
to the quality that my company 
turns out. That’s the hard thing, 
because you have to guard that 
reputation, and reputation is al-
most everything.” 

The Future 
So what comes next for 

Fordham Marble? “Business is 
great and we’ve finished some 
really nice jobs so far this year,” 
say Mario. “Our showroom is 
in an industrial area, and lately 
a lot of high-end design compa-
nies have moved onto my street. 
None of them compete with me, 
and we’ve gotten together to call 
the area ‘The Waterside Design 
District.’ You don’t have to go to 
Manhattan anymore — you can 
find everything you want right 
here on this street.” 

“In some ways, having the 
nicest showroom in the area is a 
detriment. Some of the contrac-
tors won’t come to us, because 
we have this beautiful showroom 
and think we are too expensive. 
What they don’t realize is that 
you can’t have a nice showroom 
unless you’re successful. And 
the only way you can be success-
ful is if you have the customers. 
Well, the only reason we have the 
customers is because we offer a 
tremendous value and selection 
for the price. We have the slabs, 
the quality and the professional 
people who can deliver the job 

Continued from page 42 Photos provided courtesy Fordham Marble

This long, curving onyx counter is installed at 
the famous Delamar Hotel in Greenwich, CT. 

Order online or call 1-800-575-4401 before 
5:45 p.m. Eastern for Same Day Shipping.

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

MADE IN THE USA

 Item # Description MSRP OUR Price 
 3743 Stone Pro ADA Compliant Countertop Support $224.95 $99.95

Install an ADA Compliant
wall-hung vanity, quickly, 

inexpensively and beautifully!

Stone Pro Countertop Support is ADA compliant 
and is one of the best ways to mount and 
secure wall vanities. 

It’s a natural stone countertop support that 
can be set at the appropriate height for easy 
counter access for someone in a wheelchair. 

4´ span – 2 brackets
5´ span – 3 brackets
8´ span and larger – 4 brackets and on up 
    with compliant spacing

NEW 

LOW
PRICE! 

Restroom vanity pictures 
captured at a tavern in 
South Illinois

“Fast and easy to 
install, very strong 

and effective...”
Troy Pilkington, Shop 

Manager at TNK Design, 

Maryville, TN

See the video 
www.braxton-

bragg.com

From the over-sized shower and soaker tub to 
the large-format Calacatta floor tiles with a 
glass inlay carpet, classic perfection and under-
stated elegance is captured in the simple, clean 
beauty of white marble. 

correctly. So the owners, the architects, the design-
ers, the contractors keep coming back. 

“One of these days I’d like to retire, but I don’t 
see that happening soon. I’ll probably die with my 
boots on! I also believe in technology, and I would 
like to see us continue innovating. We are different 
in every way, shape and form, but it all comes down 
to this: I’m old-fashioned; I believe my clients are 
the kings and I treat them like that. End of story!” 

For more information about Fordham Marble go 
to www.fordhammarble.com .

Fordham Marble: Old World  
Craftsmanship Meets Technology

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

http://www.fordhammarble.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10719/
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NEW!NEW!

Call Andrew Geronimo 
toll free at 800-575-4401 

to place your order.

Elipse 6-Step Wet Polishing Pads combine TrifectaMate™ 
Pad Technology with the genius of one of the stone industry’s 
finest minds, Barry Brandt, and the efficiency of elliptical 
patterned orbital polishing backer pad. This really does put a 
new spin on how you polish stone.

This breakthrough combination allows you to harness the 
power of elliptical motion without losing the center water 
feed vital for stone polishing. The result is a nearly perfect 
polish with less physical pressure and less manipulation of 
the hand-held polisher.

In other words, you get a better polish with less effort 
from your polishing craftsman (50-80% less human energy 
needed). The combination of cutting edge engineering, manu-
facturing and labor reduction is the reason we can confidently 
say you’ll save up to $2 per foot on your production costs.

A true state-of-the-art engineered and 
manufactured, labor-reducing pad is 
finally available for Granite, Marble and 
Quartz polishing.

 Item # Description MSRP OUR Price 

   4-1/4˝ Elipse® Wet Polishing Pads Hook & Loop-Backed

 22509 Elipse® 6-Step Granite Wet Pad, Step 1, Red  $41.95 $24.95 

 22510 Elipse® 6-Step Granite Wet Pad, Step 2, Yellow  $41.95 $24.95 

 22511 Elipse® 6-Step Granite Wet Pad, Step 3, Blue  $41.95 $24.95 

 22512 Elipse® 6-Step Granite Wet Pad, Step 4, Green  $41.95 $24.95 

 22513 Elipse® 6-Step Granite Wet Pad, Step 5, Orange  $41.95 $24.95 

 22514 Elipse® 6-Step Granite Wet Pad, Step 6, Pink  $41.95 $24.95 

 22507 Elipse® Aluminum Oscillating Back-Up Pad $49.95 $29.95

The Most Advanced Wet Polishing System Since... EVER!

As Seen at 
StonExpo 2016

MUST-SEE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the New Elipse 6-step Polishing System

http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11024,11026/
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Shop www.braxton-bragg.com for the Fab King Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9905/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net

