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From Quarry to Client 
Gawet Marble & Granite, Inc.

‘Trust, Integrity and Respect’ Create Legacy of Success

Renowned as one of the 
largest marble deposits in 
the world, and supporting 

over 700 quarries at its peak, the 
Vermont “Marble Belt” runs verti-
cally from Brandon (mid-state) to 
Bennington (the lower tip). Center 
Rutland, Vermont, sits atop this 
great deposit; and since 1919, so 
has Gawet Marble & Granite, Inc..

A self-described hands-on guy, 
co-owner Philip Gawet has la-
bored in the quarries, trucked it, 
designed it, sold it, cut it, polished 
and edged it –   and he’s also a his-
torian of the local stone industry. 
While some shops may talk the 
talk of “full service,” offering 
slabs and fabrication, Philip and 
company walk the walk every 
day, taking most jobs from quarry 
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Peter J. Marcucci

PerspectiveDoing Business “The Park Way”

Not too long ago, we were 
all watching the 2016 
Summer Olympics, held 

in Rio. The United States wasted 
no time scoring the first gold of the 
games, and earned an impressive 
121 medals – 46 gold, 37 silver and 
38 bronze – their biggest haul ever, 
not counting the boycotted 1984 
Los Angeles Games, or the 1904 St. 
Louis Games, when hardly anyone 
else showed up to compete.

Some interesting things stand 
out in my memory from the 2016 
Summer Olympics. The Italian 
Beach Volleyball team had an ath-
lete that served a “skyball” that rou-
tinely goes 50 – 70 feet in the air. 
The bicycle road race course went 
through the Brazilian rainforest. 
That rainforest produces 20 percent 
of all the oxygen on Earth. Speeds 
on the course reached 60 miles an 
hour. Imagine hurtling down a hill 
at 60 miles an hour without the 

There’s a lot of talk about the 
stone market being a young 
industry. When all you hear 

about are companies that got started 
in the late 90’s, just as stone coun-
tertops came into high demand, it’s 
easy to forget that there are compa-
nies with legacies that span a half 
century or more, that were in stone 
long before it was trendy.

One such giant of the business 
is Park Industries, which has de-
signed, built, marketed and sup-
ported stone fabrication equipment 
for more than 60 years in its home-
town of St. Cloud, Minnesota.

Today, the company’s co-lead-
ers are Joan Schatz and Mike 
Schlough. Mike is a third-genera-
tion Park Industries owner and fam-
ily member.

protection of a car! Uzbekistan had 
a woman gymnast competing in her 
seventh Olympics. She was the old-
est female gymnast in Olympic his-
tory.  It takes a lot to be an Olympic 
athlete. It takes some athletes more 
effort than others.

For the first time in Olympic 
history there was the Refugee 
Olympic Team (ROT). Did anyone 
besides me notice that?  A team of 
10 refugees came to the Olympics 
with no home country to represent. 
No country to be proud of them, 
no teammates that shared their ups 
and downs, no family rooting for 
them, no flag but the Olympic flag 
to fly, no one to fight for except 
themselves, for their pride, for their 
honor. 

So for some perspective, imag-
ine you are on the highway driving 
to your first job of the day and the 
work truck breaks down.

Mike’s grandfather Leon got Park 
Industries off the ground in 1953, 
making a small stone-splitting 
machine. In those days, before in-
dustry events were available, mar-
keting was challenging.

“You put a machine on the back 
of a truck and went on a road trip,” 
said Mike. “It was that way for 
years and years up until the 80s. I 
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would hear stories of, ‘Don’t come 
back until you’ve sold it.’”

But even back then, the ethic that 
would come to be known as the 
Park Way was taking shape. At its 
heart is the idea that Park Industries 
can be of service to its customers, 
employees and the community, that 
by doing good the company will be 
successful.

block to turn-key solutions. 

If Only These 
Walls Could Talk

Surrounding the all under one 
roof facility is an ocean of local 
cut stone, where shades of white, 
gray, green and black of all sizes 
wait patiently to be cut for fa-
cades, countertops or pavers. 
But it wasn’t until I peered into 
the shop, seeing the diverse array 
of machines that I realized how 
much this company has actually 
produced through the decades. 
If only these stained walls could 
talk, they’d speak volumes!  

Park Industries co-leaders Joan Schatz and Mike Schlough stand  
on the production floor at Park Industries in St. Cloud, Minnesota.

Gawet Marble & Granite’s wire saw was custom built to fit their shop. They had a roof restriction and 
a length restriction, so this compact wire saw exactly fits the facility. Co-owner Philip Gawet com-
mented, “It’s been wonderful, but it’s 20 years old, and yes, we’ve rebuilt it. It has got to be rebuilt 
again. We’re thinking about purchasing another one and putting it outdoors – under roof, of course.” 

Photo by Peter J. Marcucci
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From Quarry to Client
Continued from page 1

Machinery consists of a sand-
blaster for engraving, a line pol-
isher, two Park Bridge Saws, two 
Park Radial Arm Polishers, a gang 
saw, wire saw and three jib cranes. 
The company guillotine cutter is 
currently on loan to Philip’s sis-
ter Monica Gawet, the owner of 
Tennessee Marble Company and 
the Isle la Motte quarry, which 
produces Champlain Black. 
Additionally, on site are a vari-
ety of loaders and lift trucks. All 
equipment is operational, and at 
the time of my visit the crew was 
producing a large order of custom 
windowsills. 

“Memorials by my grandfa-
ther, Joseph Gawet, is how this 
company started out,” explained 
Philip. “He emigrated from Poland 
the same time that the Vermont 
Marble Company put out a big 
ad in Europe wanting craftsmen 
and laborers for their quarries 
and shop. Craftsmen came from 
Italy, Sweden, Ireland, Poland and 
France to work at the company, 
and when he arrived in America 
he worked for them.

“At first he was a grader of 
blocks, specifying what the mar-
ble could be used for. He then 
began doing memorial work. At 
the time, this area was a series of 
ethnically diverse communities, 
and the Polish community would 
ask him if he could get them a me-
morial. So he started doing work 
on the side, buying stone, working 
it and selling memorials. Later, he 
opened his own shop, J.P. Gawet 
and Sons, right up the street from 

Trucking To  
All Points Profitable

“At the time, the family had 
two trucks on the road, and we 
were sending an average of four 
truckloads per week of ‘Vermont 
Log’ to New York City and Long 
Island. Quarried marble at that 
time came from West Rutland, 
Florence, Brandon, Rochester, and 
of course, the Hollister quarry. 

“Masons would set the chunks 
of stone on an 8-inch bed of mor-
tar, exposing the flattest face, but 
it would still be rough,” explained 

Philip. “Today’s masons can only 
lay-up 30 square feet per day of 
this type of stone, but these days, 
this same look can be accom-
plished with the same material in 
one-inch thick veneer and simply 
stuck on. You do have to make the 
corners, but it looks good. That’s 
where that market went and they 
have machines now to make this 
stone, but we never made the 
change to continue that trend.”

Gawet Marble & Granite’s cur-
rent facility was incorporated by 
Stanley Gawet in 1961, and all 

four of his children grew up to be-
come involved in the business. 

Philip continues, “By the 1970s, 
my father and uncle were either 
in the shop or on the road, while 
my aunt stayed in the office. My 
dad went around and established 
dealers in Connecticut, New York, 
New Jersey – all over the northeast 
– and we started to ship there reg-
ularly. My father, my grandfather, 
my uncle and aunt built a very suc-
cessful company in those days.”

here – which was also our fam-
ily homestead. Additionally, he 
contracted memorials from the 
Vermont Marble Company, and 
bought granite memorials from 
Barre, Vermont. He’d put the ma-
terial on a rail car, travel by train to 
the location where it was to be set, 
then unload and take it to the erec-
tion site with a horse and buggy. 
Many times he’d be gone for two 
weeks. At the time there were only 
a few mom and pop shops that 
made memorials.”

It would be years later when 
Philip’s father (Stanley Gawet) 
and uncle (Paul Gawet) became in-
volved in the family business, but 
the call to duty was clear: Stanley 
Gawet joined the U.S. Armed 
Forces and left home to serve 
during World War II. 

“When my father came back 
from the war, he wanted to get 
into producing other types of stone 
and began sawing and splitting 
rough stone by hand in incremen-
tal rises,” continued Philip. “The 
demand for this new ‘Splitface 
Ashlar Veneer’ began to outpace 
production, and they purchased a 
guillotine and trucks for delivery. 
Soon they purchased the former 
Green Mountain Marble Quarry 
in West Rutland from the Georgia 
Marble Company to access ma-
terial for this product. They ex-
panded our product line into 
rubblestone; a quarry blasted stone 
that was also being used for riprap. 
Calling it ‘Vermont Log,’ they re-
worked it and sold it to be used for 
fascia and fireplaces. You see it on 
many government buildings.” 

Please turn to Page 40
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Deirdre Shaw and Olivia Boughton (nee Gawet, the fourth generation in the 
Gawet business), manage the administrative and sales operations, while Peter 
O’Bara, having just celebrated his 35th anniversary at the company, oversees the 
shop functions and does the finish work on all the stone fabricated.

Co-owner Phil Gawet inspecting one of the prime-quality blocks stored in their stoneyard. “My 
father bought blocks and stockpiled them. This one would be good for memorials. Many blocks are 
a combination of colors. Most are usable for large– or small-scale projects, including sculpture.” 

Built from local stone, and purchased in 1961, Gawet Marble & Granite’s main shop 
and offices are located on US-4 in Center Rutland, Vermont, right down the road 
from the family homestead. “When my dad put this shop together it was done 
piece by piece, a little bit here, a little bit there.” 
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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
This Great Low Price has been extended due to popularity! 

3.98Now YOU can solve a $200 problem… 
 

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!

4.10

Michael Peay, a veteran home builder with 30 years of experience that 
includes hundreds of kitchen installs, was continually confronted with 
a nagging problem—mounting the dishwasher. Out of frustration, Mi-
chael 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, before?” This product really works, and we’ll prove it to you. 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. 

for only $495 !

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for E-Z Dishwasher Bracket
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I’ve spoken to a couple 
of other small business 
owners lately, and we 

seem to agree that we have 
felt a definite shift in the atti-
tude of both customers and 
general contractors.

Things are happening that 
are so crazy, that if I didn’t 
see them myself, or hear 
about them from my employ-
ees, I would think someone 
was just messing around. For 
example: multiple instances 
of people pulling out lighted 
magnifying glasses and 
flashlights to examine fin-
ished seams; customers who 
drive you crazy with constant 
emails and phone calls look-
ing for an install date, and 
then complain when you call 
to set up a time, saying, “But 
we don’t get up that early;” 
customers who had (2-1/2) 
weeks to decide where they 
wanted the faucet (and other 
holes) drilled, and then spend 
45 minutes arguing with 
each other, as your employee 

Jodi Wallace
Monarch Solid 

Surface Designs

Know When to Say No

awkwardly stands around 
waiting  for a decision; (ob-
viously he didn’t call to tell 
me this!); and last but not 
least, the job site where one 
of my guys was recently told, 
“Yes, we know the general 
contractor’s guy didn’t screw 
in the underlayment correctly 
(as in the screws are com-
ing out through the top and 
sides of the plywood), but he 
told us it’s alright, it’s your 
(meaning Monarch’s) job to 
fix it!” In this situation, the 
customer didn’t understand 
why I pulled my guys off the 
job and told the customer to 
call me when the contractor 
had redone his job correctly!

In past years, having prob-
lems like these with jobs was 
more the exception than the 
rule. Now, I do try and pay 
more attention to the jobs 
we take, and I have politely 

backed away from several 
jobs lately because there 
were red flags before we 
had even signed the contract. 
Unfortunately, the red flag 
warnings don’t always go 
off as quickly as they need 
to. Does this next situation 
sound familiar?

For your sake – I hope not.

A Case Study in 
Frustration

Sarah visited our show-
room several times, looking 
at samples for her kitchen. 
She was struggling to find 
the right color to work with 
her “unique” wall colors, and 
I let her borrow several 10 x 
10 inch samples – which I 
rarely do, because samples 
loaned out tend to “disap-
pear.” Finally, after multiple 
tries, she settled on a color. 

The first issue (red flag) 
arose when Sarah’s sis-
ter came to visit from out 
of town. The particular 
Hanstone color Sarah chose 
was a Group 4 pricing. To 
my surprise (and without 
even a “hello”), her sister 
looked me straight in the eye 

and said “the re-facing com-
pany and the new cabinet are 
coming in more expensive 
then she thought, and so is 
the plumber. You need to 
lower your price.”  (How’s 
that for a new one!!)

As politely as possible I 
informed her I had shown 
Sarah several other colors 
that would have saved quite 
a bit on slab costs, but since 
she didn’t like any of them, 
the color she had chosen was 
the price I provided – period. 
Sarah stood there not saying 
a word as her sister literally 
tried to stare me down. I 
stood there casually leaning 
on the island top and didn’t 
say another word. After two 
or three minutes of complete 
silence in the showroom it 
became apparent I wasn’t 
going to budge, and Sarah 
finally spoke up. I should 
have stepped away from the 
job right then and there, but I 
still believed we could reach 
a reasonable understanding.  

So I proceeded with the job.
Sarah lives in a convert-

ed-to condo, meaning it was 
an apartment building for 
many years, but was con-
verted  into condos, where 
the property owners could 
make much money in a place 
with a shortage of affordable 
housing.

The building is at least 30 
years old and has the origi-
nal, cheaply-made apartment 
building cabinetry and white 
laminate countertops. The 
plumbing is still the original, 
and to none of my guys’ (or 
my) surprise, the shut-off 
valves wouldn’t cooperate, 
and continued to leak, re-
gardless of our best efforts. 
We had already done the tear-
out when I was not-so nicely 
informed that my employees 
were obviously inept and 
didn’t know what they were 
doing, since we obviously 
started this leak. I called up 
the plumber I often use, who 
is one of the nicest, most 

courteous people I know. I 
explained the situation, and 
Gary was there within an 
hour and fixed the problem. 
To my surprise, I received 
a call back from him telling 
me that they would abso-
lutely not go back to work on 
her plumbing when the new 
countertops were installed. 
That said a lot, as Gary has 
never reacted like this in all 
the years I have been working 
with him.

Sarah’s kitchen cabinetry 
was simply awful – old and 
sloppily installed, and my 
guys spent way too much 
time struggling to level 
things. The countertop on the 
left side of the stove was a 
half-inch out of level with the 
top to the right of the stove. 

Sarah wanted a four-inch 
backsplash. There was a 
phone outlet that fell within 
the area of the taller back-
splash, and at  the time of 
the tear-out and templates, 
my templater, Mark, sug-
gested a shorter backsplash 
that would come up to, but 
not above the existing phone 
jack. That would have given 
her an approximately 3.5 inch 
splash. She was adamant she 
was going to have the phone 
jack moved and wanted a 
four-inch splash. As they say, 
the customer is always right 
(until they aren’t). She told 
Mark she would find some-
one to help her move the 
outlet before our install date, 
and her new backsplash was 
measured for four inches.

We ran into a delay with the 
Hanstone distributor trying 
to get the custom color she 
wanted, and it added an addi-
tional week onto the project, 
not counting my normal 12-
day fabrication time we were 
currently experiencing. 

“I am not bound to win, but I am bound to 
be true. I am not bound to succeed, but I am 
bound to live by the light that I have. I must 
stand with anybody that stands right, and 
stand with him while he is right, and part 
with him when he goes wrong.”
— Abraham Lincoln

Please turn to Page 28
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The Publisher’s Pen

I received a letter on 
September 2 from the 
Italian law firm of 

Cantaluppi & Partners.  They 
represent ADI.  The letter 
said  that we were “illegiti-
mately using UHS Ultra High 
Speed” on our  website.    The 
law firm included a screen 
shot of the offensive ad.  (See 
“Before” ad below)

It was a Friday afternoon be-
fore a three-day weekend and 
things were slow, so I decided 
to check it out myself.  Turns 
out that it is true that  we are 
running comparison ads be-
tween Viper CNC tooling and 
ADI CNC tooling.  

We claim that  Viper runs 
as fast or faster, lasts as long 
or longer, polishes as well, or 
better and costs a lot less to 
use. Furthermore, we are back-
ing up this bold claim with a 
90-day use test.   Buy a set; 

wear it out if you can. Measure 
the results and if you are not 
happy, we will buy it back. 
Only Braxton-Bragg guarantees 
happiness with a money-back 
promise.  

Since everything seemed to 
be in order I re-read the letter.  I 
noticed that they were not dis-
puting our claims, they were ob-
jecting to the use of our photo of 
an ADI tool.  

I was tempted to reply  that 
they should read the US 
Constitution, paying special at-
tention to Freedom of Speech. Featured in this Issue

From Quarry to Client–Gawet Marble,  by Peter J. Marcucci ....  

Doing Business “The Park Way,” by Shannon Carey  ....................  

Perspective, by Sharon Koehler ..........................................................

Know When to Say No, by Jodi Wallace  .........................................  

The Publisher’s Pen, by Rich Hassert  ................................................................ 

Online Registration Now Open for TISE 2017  ..............................  

Varmint County, by Boomer Winfrey  ..............................................  

Nine Farmhouse Sink Designs Your Customers Will Love,  
 by Steven Schrenk  ..............................................................................  

Stone Restoration and Maintenance Corner, by Bob Murrell  ......  

McHaggis Is Not in Our Future, by Sam Venable  ............................  

Four Myths About Natural Stone, by Stephanie Vozza  ................................... 

Omni Cubed Exhibits at 2016 Marmomacc International Fair  ......................

The No Lift Install Cart Has Your Back, by Joel Davis  ................................... 

The Stone Detective, by Frederick M. Hueston .............................................. 

Did Your Countertop Company Just Write a Large Check to the IRS? 
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But after reflecting on the wis-
dom of irritating lawyers, I de-
cided to bow to  pressure  and 
comply with their request.  (See 
the modified ad below.)

Special Note to Granite City 
Tool Customers:   Sooner or 
later you will be “encouraged” 
to switch to ADI tooling. This 
will be expensive and painful. 
Braxton-Bragg will do more 
than “feel your pain.” If you 
would like to check out Viper 
CNC give us a call to schedule 
a trial. If you decide that we 
offer a better answer, we will 
give you a 25 percent conver-
sion allowance to help “ease 
your pain.”  

Have a good read.
If you have thoughts or con-

cerns, please address them 
to publisher@slipperyrock 
gazette.net .

– Rich Hassert

“The first lesson of economics is scarcity: there is never 
enough of anything to fully satisfy all those who want it. 
The first lesson of politics is to disregard the first lesson 
of economics.”   — Thomas Sowell

Braxton-Bragg Receives Threatening Letter from ADI Lawyers, 
CEO Bows to Pressure and Changes Ad

Before: The Offending Ad

The Modified Ad

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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By placing value on the 
customer experience and 
taking responsibility for 
their product, Park has 
stayed strong as a corner-
stone of the industry.

Bringing the  
Culture To Life

Mike’s father, Tom 
Schlough, took on leader-
ship of the company after 
Leon. Mike grew up around 
Park Industries, but didn’t 
join the company immedi-
ately after college. He pur-
sued a career in engineering 
in “corporate America” 
until he felt compelled to 
come back home 11 years 
ago.

Tom Schlough brought  
Joan on to Park’s exec-
utive team 10 years ago, 
recruiting her from the 
Minneapolis/St. Paul area. 
It was the Park Industries 
culture that brought her on 
board.

“I never thought that I 

would work for a family 
business, nor did I ever 
think I would work in the 
stone industry,” she said. “I 
was really impressed with 
the culture. It wasn’t just 
words on a wall. I could feel 
the difference.”

She could also tell that 
Park Industries was “the 
best of both worlds,” a 
close-knit, family-owned 
business that was also pro-
fessionally managed.

“Sometimes family busi-
nesses can have some chal-
lenges to them. I didn’t find 
that at Park at all. We are 
professionally run with an 
external, independent board 
of directors. We have the 
camaraderie and closeness 
of a family-owned business 
and the benefits of a profes-
sionally run business.”

Joan was also excited to 
be able to have an impact 
on the St. Cloud commu-
nity. Part of the Park Way 
is community involvement. 
The company is active in 
the United Way, over and 

out of town, the community 
connection and the giving 
back changes dramatically, 
and you can see it,” said 
Mike. “When you’re owned 
by somebody out of town, 
the importance of volun-
teering at the elementary 
school, all that essentially 
stops.”

“We are very much ori-
ented around service,” said 
Joan. “If we live in a strong 
community, that helps us be 
a stronger business. It’s a 
virtuous cycle.”

Joan and Mike have a 
tagline for the Park Way: 
“trust, integrity, respect.” 
It encompasses everything 
about the company, from 
how employees are treated 
to customer care.

“I bet we have a conversa-
tion daily in which the Park 
Way comes up,” said Joan. 
“It truly is our compass that 
guides how we live out our 
daily work.”

“Everything we do, we 
do it the Park Way,” said 
Mike. “It’s a way to cement 

expectations and behavior 
for everybody that we deal 
with.”

Shaping Stone, 
Shaping the Industry
That splitting machine that 

Leon Schlough developed in 
the 50s was Park Industries’ 
bread and butter until the 
late 70s. In the 80s, Park 
expanded into sawing equip-
ment, then CNC equipment.

“Now, we have a full line 
of fabrication equipment for 
the countertop industry in ad-
dition to having roots in the 
larger architectural stone fab-
rication industry,” said Mike.

One of those, the Pro-Edge, 
is a Park Industries inven-
tion that became, in Mike’s 
words, “the Kleenex of the 
stone industry.” It became 
a household name among 
stone fabricators and was one 
of Park Industries’ top sellers 
until CNC technology came 
to the fore.

“We’ve sold over 1,000 of 
those machines,” said Mike. 
“And it’s fun to hear people 
talk about a different brand 
Pro-Edge.”

Park Industries has also re-
ceived awards for innovation 
around the Fusion SawJet 
and was instrumental in the 
growth of the thin veneer in-
dustry, Mike said.

“We have introduced a lot 
of things that have raised 
the bar in the industry, and 
we’re continuing to work on 
things on that end. We have 
a research and development 
space that is jam packed as 
we speak with new stuff. We 
are always looking for new 
ways to help our fabricators.”

And where do many of 
these ideas get their start? 
From fabricators, Park 
Industries’ own customers. 
Each new product is an an-
swer to fabricators’ calls for 
improved processes.

“We know a lot of people, 
and we have groups of fab-
ricators that belong to some 
business groups that we have 
formed,” said Mike. “But 
they’re not for us to influence 
the members. They’re for the 
members to collaborate. We 
get to hear challenges and 
solutions. We’re kind of the 
middle group that gets to talk 
to thousands.

Doing Business “The Park Way”

above embracing an an-
nual campaign. Mike and 
Joan support the local Boy 
Scouts and Girl Scouts, and 
all associates receive paid 
time for community service.

“We’ve also observed 
over time that as businesses 
have been bought or sold 

Founded in 1953, Park Industries began by 
building small hydraulic splitters.

Please turn to Page 42

Continued from page 1

The Park Industries massive, modern production facility spans two large facilities 
occupying over 100,000 square feet.   
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Extending Careers Lowering Costs

TM

Good Installers
    Get Injured 

www.NoLiftSystem.com        n        503.212.4034        n        Sales@NoLiftSystem.com

BUT NOT ANY LONGER!

When installers get hurt, they work in pain... 

Quality Goes Down, Costs Go Up.

Eliminate Install Injuries

Keep Good Installers

Improve Quality & Profits

100% OF OWNERS & USERS LOVE THIS CART!

Push Button Mechanical Lift Safely Rotate Awkward Counters Roll Easily Onto Cabinetry

Watch videos online
     at www.NoLiftSystem.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 

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 

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

“We make a 
living by what 
we get, but we 
make a life by 
what we give.”

–Winston Churchill

Ohio Woman Who Missed Bus is 
Charged with Stealing Ambulance

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. 

Try One and You’ll Believe It!
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. Visit www.braxton-bragg.com for 
the complete Universal Sink Harness video.

“When your mother asks, 
‘Do you want a piece of 
advice?’ it is a mere for-
mality. It doesn’t matter 
if you answer yes or no. 
You’re going to get it 
anyway. ”
–Erma Bombeck 

Police say a woman who 
missed the last bus for the 

night is accused of stealing an 
ambulance to get home from a 
hospital in Ohio.

Court documents filed in 
Hamilton Municipal Court in 
Cincinnati say 43-year-old Lisa 

AN Albuquerque, New 
Mexico woman tried 

to spring her boyfriend from 
the back of a police car trav-
eling on I-40 late one Monday 
night by trying repeatedly to 
crash into it, and when she 
failed, she drove to a garage 
near the police station and took 
out her frustration by smashing 
into an unmarked, but occu-
pied unit, ending her road rage 
rampage.

26-year-old Tommianne 
Patten faces charges of ag-
gravated assault on a peace 
officer with a deadly weapon 
for the incident. She also 
blew twice the legal limit on 
a Breathalyzer taken after her 
arrest, according to a police re-
port, but at press time had yet 
been charged with DWI.

The police report for her ar-
rest says an APD officer had 
just picked up Patten’s boy-
friend on a domestic violence 
charge around 11:30 p.m. when 
Patten drove up behind the 
police car and tried to ram it 
while westbound on I-40 near 
Eubank, New Mexico.

The report says the officer 
turned on his lights and tried 
to flee Patten, but she pulled 
up alongside him and tried to 
crash into him again.

Carr is accused of getting into an 
ambulance that a driver had left 
running one Thursday night and 
driving to her home in suburban 
Cincinnati. The driver apparently 
had left the ambulance to go in-
side the hospital with a patient.

Police say the Springfield 
Township woman was arrested 

after a short pursuit. They say 
she told them she took the 
ambulance because she had 
missed her bus home.

Carr is charged with theft, 
failure to comply with a po-
lice order and driving under 
suspension. 

The police report did not re-
veal whether Carr was a vis-
itor, patient or worker at the 
hospital, and court records 
didn’t show an attorney for 
her, either.

Police: Woman 
Tries to Spring 
Boyfriend from 

Police Car

Please turn to Page 15
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Our members work with all types of premium surfacing materials including 
quartz, solid surface, granite, sintered compact surfaces, laminate, porcelain, 
tile, wood, recycled glass and more. We are your association.

Members receive opportunities for:
•	 Networking with some of the largest and/or most knowledgeable 

fabricators who have created very successful businesses.
•	 Training and picking up new skill sets, whether it’s fabrication, business 

management or sales ability.
•	 Educating themselves and their employees about the latest products, 

techniques, systems and processes.

If YOU get involved, you WILL more than earn back your annual dues.

One great way to get involved and is to 
attend the upcoming Annual Meeting & 
Conference Nov. 8-11 in Cancun.  
You can have a great experience while 
also gaining information and contacts 
that will improve your business.

The conference will be held at the Hyatt 
Ziva All Inclusive Resort, in Cancun, 
where you can build a network, re-

connect with old friends and learn new ways to improve business all while 
experiencing a stunning beachfront all-inclusive resort on the most beautiful 
strip of Punta Cancun.

Contact ISFA Membership Director Bryan Stannard at bryan@isfanow.org or at 
(210) 389-2917 or visit www.ISFAnow.org for more information. 

INTERN AT ION AL  SURFACE  FABR IC AT ORS  ASSOC IAT ION

becoming a member 
of the International 
Surface Fabricators 
Association ( ISFA) 
more than  
pays for itself.

INTERN AT ION AL  SURFACE  FABR IC AT ORS  ASSOC IAT ION

It’s not too late to attend,  
but you must sign up right away!

This year’s agenda is designed to provide the perfect balance of 

educational and networking opportunities, as well as ample time to 

relax and enjoy oneself. ISFA also made it easy to enjoy additional 

days at the resort by adding nights to the stay after the event.

FOUNDED BY FABRICATORS FOR FABRICATORS
To JOIN ISFA and find out more, go to www.isfanow.org
International Surface Fabricators Association  SERVING OUR MEMBERSHIP SINCE 1997

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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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 $59.95 $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 

Perspective only ones in the group that could 
swim. Other reports say they were 
helped by two others. Either way, 
Yusra helped to save the lives of 
18 other people. She was then and 
is now still a teenager. 

Now, you get to work one day 
and as you open the door, you 
hear alarms going off. In truth 
you hear multiple alarms that you 
have NEVER heard before, and 
don’t even know what they all are 
for. The office area looks fine, so 
you walk into the shop. Alarms 
are buzzing; you hear electricity 
crackling and see some smolder-
ing wires and outlets. Error mes-
sages are reading on all your big 
equipment and nothing works, not 
even the overhead lights. Being 
the safety conscious soul you are, 
you dial 911 for the fire depart-
ment. They come and look ev-
erything over and determine that 
your building was struck by light-
ning from the predawn storms 
that rolled through just a couple 
hours before. Your company is 
essentially “shut down” until you 
can get everything repaired, and 
if necessary, replaced. The list of 
people to contact is overwhelm-
ing. And what are your employ-
ees going to do while the shop 

Continued from page 1

is down? You realize that this is 
not a simple fix, and this could 
take weeks if not months to fix, 
depending on how quickly repair-
men, electricians and parts can 
arrive. You call your insurance 
company and very quickly get 
the feeling that they are going to 
be a pain in the you-know-what. 
Honestly, you can’t see the light 
at the end of the tunnel.

 A little perspective might help. 
Popole Misenga, a refugee from 
The Democratic Republic of the 
Congo, was separated from his 
fleeing family when he was 9 
years old. He spent eight days 
alone wandering the forest. He 
was finally rescued and taken to 
an orphanage. There he took up 

Judo. A boy with no family found 
sense, discipline and focus in the 
sport. As he got better and better, 
he started to compete, but when 
he lost, his coach would lock him 
in a cage for days at a time only 
feeding him coffee and bread. 
Frustrated and fed up with years 
of abuse, while at The World 
Judo Championships in Brazil, he 
fled and sought asylum in Brazil, 
which he was granted. He is 24 
now and has not seen his family 
since he was 9. He has no idea 

what happened to them. But, he 
overcame more hardship than any 
of us will likely experience to be-
come an Olympic-caliber athlete.

These are only two of the many 
stories the Refugee Olympic 
Team can tell. The thing is, no 
matter what the circumstance, 
these people chose to “rise 
above.” Now truthfully, we as 
mere hardworking mortals will 
probably never compete in the 
Olympics, but we can all “rise 
above” in any circumstance. It’s 
a choice we make. 

When you need some perspec-
tive in the future, think about 
these men and women that defied 
the odds, rose above, and perse-
vered. Then look at your broken 
truck or your smoking, smolder-
ing shop and decide how you 
want to handle it. It’s your choice.

Sharon Koehler is a 10-year 
veteran of the stone industry 
and currently head of market-
ing for Artistic Stone Design in 
Richmond, Virginia. She has 
been a regular contributor to var-
ious trade magazines for several 
years. Please send your thoughts 
on this article to sharon@artistic 
stonerichmond.com.

Popole Misenga defied the odds 
to become an Olympic athlete. 
It’s up to you to decide how to 
handle adversity.

You call the office and they get 
upset because you are screwing 
up the whole schedule for the day. 
They call roadside assistance, but 
it’s going to be a while. You’re 
late for your first countertop in-
stall, and you’re definitely going 
to be running late for the rest of 
the day, if not totally reschedul-
ing everything. To top it all off, 
it’s starting to rain. You and your 
partner jump back in the truck, 
roll up the windows and hit the 
A/C because it’s hot in the cab. 
The final straw–  the A/C starts 
blowing warm air. OMG, Worst 
Day EVER!!

 Is it really? Consider Yusra 
Mardini, a Syrian refugee who 
was fleeing her war-torn coun-
try. She and her sister made it to 
Turkey. They were trying to cross 
the Aegean Sea to get to Greece in 
a dinghy with 18 other people. The 
motor failed. Yusra and her sister 
jumped into the cold sea and for 
three hours they pushed the boat 
to land and safety. Some reports 
say she and her sister were the 
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The Varmint County Chronicles

November is only 
a month away but 
you hear little dis-

cussion about the national 
election in Varmint 
County’s bars and pool 
halls these days. Likewise 
there’s little talk about 
Coach B. O. Snodgrass and 
his undefeated Varmint 
County Viper football team, 
the recent local election in 
which Varmint County 
females nearly took control 
of the county commission, 
or the upcoming Halloween 
season.

Instead, all the talk here-
abouts is about the re-
cent demise of one of the 
county’s most well-known 
characters, Corky “Little 
Poison” Haig, late operator 
of the infamous Dead Rat 
Tavern and sole surviving 
son of clan patriarch Elijah 
“Big Poison” Haig.

The past year had been 
anything but kind to 
Corky Haig. When his 
paw fell into a coma and 
appeared near death a lit-
tle over a year ago, Corky, 

What Election?  Varmint County Abuzz Over  
“Who Shot Corky?”

considering himself the heir 
apparent to the title of clan 
patriarch, began negotiating 
with a cable TV network for 
a reality show, similar to the 
“Duck Dynasty” series, but 
featuring the Haigs.

Corky and lawyer Philbert 
McSwine were in heavy 
negotiations for a pilot ep-
isode based on the expected 
funeral of the clan patriarch 
when Elijah himself walked 
in the door.

The old man had emerged 
from his coma, and learning 
about his son’s shenanigans 
from granddaughter Penny, 
he had checked himself out 
of the hospital and arrived 
at the Dead Rat just in time 
to stop the contract from 
being signed. Elijah gave 
the network officials 10 
minutes to leave town and 
Lawyer McSwine five min-
utes to take a long vacation, 
then disinherited his young-
est son, announcing that 
Penny Haig would assume 
leadership of the Haig Clan 

Boomer Winfrey 
Varmint Co. Correspondent

when Elijah did finally cash 
in his chips.

A few months later, Corky 
had to deal with another 
kind of trouble when rival 
Barney Hockmeyer opened 
up the “Rocky Topless 
Lounge” on the pinnacle of 
Rocky Top Peak. Barney’s 
lounge siphoned much of 
Corky’s business away, at 
first because patrons were 
curious to see if there were 
actually topless dancers at 
the bar (there weren’t), and 
later because it was so far in 
the sticks that Sheriff Hiram 
Potts declared the joint “no 
man’s land” as far as his 
deputies were concerned.

Corky countered by 
scheduling a female mud 
wrestling tournament at 
the Dead Rat, but that, too, 
went badly when Penny 
Haig’s little sister Chloe, all 
5-1/2 feet and 110 pounds 
of her, entered the tour-
nament hoping to win the 
prize money for the down 
payment on a car.

The ill-fated Muddy Topless Fracas, as it was popu-
larly called in the offices of the Varmint County War 
Whoop and Exterminator, could also have accurately 
been described as “Penny Haig kicks butt and takes 
no prisoners.”

Please turn to page 20

Please turn to page 16

“Now the trumpet 
summons us again – 
not as a call to bear 

arms, though arms we 
need – not as a call 
to battle, though 

 embattled we are – 
 but a call to bear the 
burden of a long twi-
light struggle year in 

and year out,  
‘rejoicing in hope, 

patient in tribulation’ 
– a struggle against 

the common enemies 
of man: tyranny,  

poverty, disease, and 
war itself.”

– John Fitzgerald  
Kennedy

The International 
Surface  Event 
(TISE) SURFACES 

| StonExpo/Marmomacc 
Americas | TileExpo, North 
America’s largest floorcov-
ering, stone and tile indus-
try event, has now opened 
attendee online registration 
for the 2017 event. Industry 
professionals are encour-
aged to register early for the 
first pick of events, experi-
ences, and education ses-
sions, as space is limited for 
many options.

As the first event of the 
year, TISE is going be-
yond the edge of imag-
inable, packed with new 
exhibitor product launches, 
live demos, feature areas, 
such as the highly-antici-
pated Trends Hub curated 
in 2017 by the acclaimed 
Pompei C3 Design Firm, 
and a unique set of specialty 
experiences and events. 
The International Surface 
Event at the Mandalay Bay 
Convention Center will be 
the biggest (market) place 
to be Wednesday, January 
18 through Friday, January 
20, education starting on 
Tuesday, January 17. For 
hours, tickets and additional 
event information, visit 
TISEwest.com .

Trend Seekers Alert
Attendees wanting guided 

trends information curated 
from keyed-in industry de-
signers are in luck. A new 

Online Registration Now Open 
for TISE 2107
Make Plans Now to Attend the Industry’s Largest 
Marketplace For Floorcovering, Stone & Tile

twist to an old favorite, 
The Speed Trending Tour, 
will now bring the eye of 
the top product picks for 
2017 right to you. Hear the 
designer’s thoughts on the 
trend-setting aspects of the 
products, technical product 
information directly from 
the product manufacturers, 
ask direct product questions 
and inquiries - all while en-
joying light bites and bev-
erages, from the comfort 
of your seat. This is a lux-
ury experience with limited 
space, so register now.
If you can’t make the Speed 
Trending Tour, or if it sells 
out quickly, finding trends 
at TISE 2017 is easy. See 
designer-selected, trend-set-
ting products on display in 
the Trends Hub, sponsored 
by Floor Focus / Floor 
Daily, hear trend forecast-
ing information to assist you 
in your own product selec-
tions in the Trends Chats @ 
the Trends Hub, and take 
advantage of design, retail 
and architecture sessions in 
the IGNITE Education pro-
gram.

Expert Learning,  
On & Off the Floor 

On the floor, attendees 
can participate and experi-
ence stone cutting displays, 
all types of surface material 
installations and techniques, 
participate in digital mar-
keting consultations, and all 
while working directly with 
experts who can answer spe-
cific questions to solve and 
offer business solutions. 

Show features such as the 
Installation Showcase, the 
Social Media Learning Lab, 
The Cage, The Trends Hub, 
Tool Alley, as well as in-
booth exhibitor demonstra-
tions are just a few of these 
offerings at TISE 2017.

Off the floor is a suite of 
education in the IGNITE 
Education Program and 
bonus education opportu-
nities from key association 
and industry partners. The 
IGNITE Education Program 
is constructed in partner-
ship with a high-profile, 
targeted industry group to 
produce 55 sessions of the 
most engaging, hot topics 
and inspiring information, 
all instructor-led by over 
100 experts in their fields. 
Defined into easy-to-search 
career tracks, the IGNITE 
program is a must-attend for 
any industry professional. A 
full listing of the IGNITE, 
Certifications and Bonus 
Education offerings at TISE 
2017 is available online.

With over 25 million 
monthly visitors, Houzz 
offers homeowners inspi-
ration, advice, and connec-
tions to pros who can turn 
their dreams into reality. 
As a leading platform for 
home remodeling and de-
sign, Houzz will bring their 
unique industry perspectives 
and curated information into 
multiple education opportu-
nities at TISE in their 2017 
Consumer Insight Report 
and When Clients Come 
Knocking. 

Happiness is pro-
duced not so much 
by great pieces of 
good fortune that 
seldom happen, 
as by little advan-
tages that occur 
every day.

–Ben Franklin

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

888-289-5284  •  www.sassousa . comPlease turn to Page 14

Why does the 
farmhouse sink 
endure? Is it the 

sink’s timeless look or it’s 
ability to hold up to washing 
babies, dogs and giant spa-
ghetti pots?

I’m going to say both. 
Perhaps what also keeps 
the farmhouse sink on trend 
is the variety of materi-
als and styles it comes in. 
Farmhouse sinks (or apron 
sinks) can be crafted out 
of almost any material - 
porcelain glazed cast iron, 
fireclay, ceramic, stainless, 
composite and even natural 
stone. For example, fabrica-
tors can custom-build sinks 
from marble, granite or 
soapstone.

Stainless steel, porcelain 
and fireclay sinks are all 
made in molds and on an as-
sembly line, whereas stone 
sinks are more customized 
and can be made to fit any 
size opening.

Glazed Cast Iron Sinks
A white apron sink makes 

for a crisp, clean tuxedo 
look against oiled soapstone 
countertops in a Brooklyn 
brownstone. The classic 
white pairs well in mod-
ern, traditional and eclectic 
interiors.

Deep sinks are great for 
hiding dirty pots and pans, 
and built-in drain boards 
(carved right into the soap-
stone countertop!) maintain 
practicality, simplicity and 
high design. 

 
Carved Granite Sinks
A carved Cambrian 

Black  granite sink and 
matching countertops and 
backsplash give a sculptural 
quality to an everyday space. 

The naturally-occurring  
black granite from Canada 
is one of the most durable 
natural stones. Also interest-
ing, the sink’s large radius 
has curved corners so they 
aren’t as sharp.

Steven Schrenk
Polycor

Nine Farmhouse Sink Designs 
 Your Customers Will Love
Featuring Soapstone, Granite and More

Above and Below:  This white cast iron apron sink is 
paired with oiled soapstone countertops featuring a 
beautifully functional carved drainboard.

A stainless steel apron 
sink will complement 
Cambrian Black granite 
countertops.

Pair a carved Cambrian granite sink with matching 
countertops and backsplash for a unified look.

Fabrication by Garden State Soapstone 

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8451,10903,11038/


14 |  OctOber 2016 Slippery rOck Gazette

 
PO Box 188, Stinesville, IN 47464 

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

© MARK ANDERSON. www.andertoons.com

 Fabricated in the same 
granite, the faucet plinth be-
comes an interesting design 
feature.

Warm wood cabinetry  is 
the perfect compliment to 
the deep black tone of a 
Cambrian Black granite 
sink and countertops and 
oiled bronze hardware.  At 
right is an example of a 
granite sink carved from a 
single block of stone by fab-
ricator Stone Age Marble 
in British Columbia, with 
custom cabinetry by Jason 
Good Custom Cabinets.

 
Soapstone Sinks

Soapstone farmhouse 
sinks carved from a block 
of soapstone feel especially 
rustic, great for country 
homes or outdoor installa-
tions – notably,   if custom 
carved with ornamentation 
or artistic motifs. Natural 
stone sinks can be crafted 
from individual pieces of 
stone attached to each other 
with adhesives (known 
as an additive process) or 
carved from a solid block 
of stone (the reductive 
process), which can offer 
a broader range of design 
possibilities, like the ex-
ample below of soapstone 
counters and sink.

Still, in the hands of the 
right craftsmen and design-
ers, the additive process can 
result in a stunning sink. 
Soapstone sinks can have a 
variety of looks depending 
on whether they are treated, Rustic, carved soapstone sink and splash produced by  

additive (backsplash) and reductive (sink) processes.
The combination of the 
two processes opens up 
a wide range of design 
possibilities, including  
matching a carved sink 
with soapstone counters.

Carved soapstone sink and matching countertops

Warm, traditional wood cabinetry and oiled bronze 
fixtures and hardware goes perfect with a carved 

 granite sink. This stonework is by Stone Age Marble.

Continued from page 13

Nine Farmhouse Sink Designs 
 Your Customers Will Love

Please turn to page 20

with oil, enhancer, wax, or 
left natural.  Naturally oc-
curring veining also adds 
one-of-a-kind character 
to soapstone sinks that 
can’t be replicated in other 
materials.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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“Somebody asked me about the 
current choice we’re being given 
in the presidential election. I 
said, ‘Well, it’s like two of the 
scariest movies I can imagine.’”

– Dean Koontz, (b. 1955)
Koontz is a best-selling 

American author. His novels 
are broadly described as suspense 
thrillers, but also frequently incor-
porate elements of horror, fantasy, 
science fiction, mystery, and satire.

IN another bizarre example of life resembling the movies, a minor 
league baseball player in southern Illinois hit a grand slam 

homerun only to find the ball smashed the windshield of his own truck.

“Noise proves 
nothing. Often 
a hen who has  

merely laid an egg 
 cackles as if she 

laid an asteroid.”
—  Mark Twain

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,  $174.95  $119.95
  1/2 Gas Thread, Orange, Twin Seg., 5,500-5,800 RPM

 16018 Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $174.95  $132.55
  1/2 Gas Thread, Orange, 5 seg., 5,500-5,800 RPM

Scorpion™ CNC Finger Bits
Soft Bond for Hard Stone

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

*Average sink is 4 linear feet

™

Consider the Scorpion CNC Finger Bits...

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

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

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

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

Police 
 Astounded: 

Woman Tries to 
Spring Boyfriend 
from Police Car

Continued from page 8

Illinois Minor Leaguer Hits Grand 
Slam Homer, Gets Bonus Surprise

The Gateway Grizzlies of Sauget, Illinois, say Brandon 
Thomas hit the homer during a game against the Joliet 
Slammers. The 25-year-old outfielder sent the ball sailing 
into the parking lot, where his 2008 black Toyota Tundra 
was parked.

Thomas says he didn’t real-
ize what had happened until his 
teammates were laughing about 
something in the dugout, a couple 
of innings later, and told him.

Thomas says that after the 
game, he “went out there and saw 
the damage that (he) had done.” 
He says the truck was parked 60 
feet behind the left field wall.

Thomas also says a couple of 
people have offered to fix the 
windshield for him.

The officer was able to 
swerve out of the way and exit 
the freeway at Wyoming.

But around 15 minutes later, 
Patten showed up to the park-
ing garage at Albuquerque 
Civic Plaza, near the main 
APD station, and crashed into 
an unmarked police vehicle 
with an officer inside.

That officer arrested Patten. 
The report says after she was 
put in a squad car, she admit-
ted to having drinks earlier 
in the night and was taken to 
booking.

There, she allegedly admitted 
to trying to get her boyfriend 
out of the car by ramming it, 
then blew “at or above” twice 
the state’s legal blood alcohol 
limit.

Facing only the aggravated 
assault on a peace officer 
with a deadly weapon charge, 
Patten is being held on a 
$15,000 cash or surety bond 
at the Metropolitan Detention 
Center.

At press time, Patten had not 
yet been assigned an attorney.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Scorpion CNC Finger Bits
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“When you 
want to win a 

game, you have 
to teach. 

When you lose 
a game, you 

have to learn.”
— Tom Landry

© MARK ANDERSON. www.andertoons.com

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

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

 Item # Description MSRP OUR Price
 9375 Makita®  5˝ Grinder, 9565CV $282.95  $149.98

Makita® 9565CV SJS
5 ̋  Industrial 
Variable Speed Grinder

•SJS technology prevents tool kickback by accidental wheel binding
•Improved 12 Amp motor for increased output power
•Variable speed (2,800 - 10,500 RPM) to match speed to application
•Labyrinth construction seals moor and bearings from contamination
•1-year limited manufacturer’s warranty

#1 

SELLER

Online Registration Now  
Open for TISE 2107

Continued from page 12
Attendees can also at-

tend the Case Study ses-
sions, designed to express 
and inspire: Why After 
Sale Marketing Will Save 
Your Business and Tivoli 
Village, Las Vegas, focus-
ing on the economical use 
of natural stone as a visual 
and influential application.

Planned by TISE’s ex-
traordinary StonExpo/
Marmomacc Americas’ 
event partners from Italy, 
Veronafiere, in partnership 
with TISE and MIA+BSI, 
the Designing With 
Natural Stone Program 
is an exclusive opportu-
nity for qualified archi-
tects and designers to learn 
advanced techniques in 
the use of marble, granite 
and other stone materials. 
The program is a unique 
combination of classroom 
lectures (offering continu-
ing education credits), a 
guided architectural tour 
of the iconic and stunning 
Lloyd D. George Federal 
Courthouse, and field trips. 
This comprehensive ap-
proach enables designers 

to better understand stone’s 
full life-cycle – including 
how marble is quarried, 
cut, processed, finished, se-
lected for specific jobs and 
installed, all using the latest 
technologies and products. 
Attendees interested in tak-
ing part in the Designing 
with Natural Stone Program 
should register online as 
soon as possible as space 
will fill up quickly.

Save Time, Buy 
Tickets in Advance

Those interested in at-
tending The International 
Surface Event can purchase 
tickets before the event by 
registering online, saving 
time and money. Tickets 
will also be sold on-site 
at the Mandalay Bay 
Convention Center the four 
days of the event.

Exhibits Registration in-
cludes unlimited access to 
the Exhibit Hall and on floor 
education. Also included is  
access to the bonus educa-
tion options, if listed as free. 
Advance prices start at $28 
for members and $50 for 
non-members.

Industry professionals will 
want to attend TISE begin-
ning on Tuesday, January 
17 to take full advantage 
of the IGNITE Education 
Program. Exhibits + 
IGNITE Education regis-
tration includes all days 
of the IGNITE Education 
Program, plus unlimited ac-
cess to the exhibit hall and 
on floor education. Also 
included is access to the 
Bonus Education options, 
if listed as free. Advance 
prices start at $54 for mem-
bers and $109 for nonmem-
bers. VIP Package Options 
are also available for Exhibit 
and Exhibits + IGNITE 
Education Program regis-
trants. For complete pricing 
options, visit the registration 
page of the TISE event site.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Makita 9565 Grinder
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Gloss meters help to quantify the job to both your 
boss and the customer.

Stone Restoration and 
Maintenance Corner
The People Around Us

Bob Murrell 
M3 Technologies

Photos by Bob MurrellMost restoration 
and maintenance 
professionals get 

up and go to work every 
day without thinking too 
much about the people we 
interact with. It is second 
nature. Of course, those 
who are employers have to 
assign their employees the 
schedules and tasks for the 
day or week. Employees 
have to deal with home-
owners or building man-
agers on a daily basis. So 
we deal with employees, 
employers, peers, suppli-
ers, and customers on a 
routine basis.

these traits are usually 
also ambitious and tend to 
move on to better hunting 
grounds, eventually. That 
is why it is very import-
ant to pay employees of 
this caliber well and con-
tinue to raise their salary, 
in order to be competitive 
with the market. Also, 
great amounts of time 
and money can be spent 
training an employee, so 
retention of quality people 
is usually more efficient 

just as much as they are in-
terviewing you. 

Employees can be the 
hardest part to manage of 
any company. If it were 
all sales and production, 
work would most al-
ways be a pleasure, right? 
However, we all know 
that is not necessarily re-
ality. Employees will call 
in sick on days when a 
new, important customer 
has been promised a date 
of completion. Trucks get 
wrecked and machines 
fail, and most always this 
happens at the most incon-
venient times. An employ-
ee’s problems at home can 
easily become your prob-
lems, which is most likely 
not a good thing.

Another common em-
ployee or employer issue 
is problems with peers or 

These interactions are 
just a part of our job and 
regular work day. We nor-
mally don’t think about 
it much unless there is a 
problem or an opportunity, 
right?  

As an employer, you 
need company employ-
ees who are smart, trust-
worthy, loyal, responsible, 
who listen well and have 
a good work ethic. Easy 
to say, but not so easy 
to find and it’s even 
harder to hold on to them. 
Employees who do exhibit 

in the long term. The old 
saying goes something 
like this: “Try not to train 
your competition.”

It goes both ways, too. 
When looking for em-
ployment, search out 
companies who are well 
established, offer a fair 
and competitive salary 
package with plenty of 
opportunity for advance-
ment, have a clean and 
compliant workplace with 
modern equipment, and 
don’t forget that you are 
interviewing the employer 

fellow employees. I have 
personally seen fights 
(both verbal and physical) 
at work, theft, and even 
sabotage. From things as 
simple as one employee 
eating another’s lunch, to 
more complex problems 
like one messing around 
with another’s spouse or 
significant other. In most 
all of these situations, it 
doesn’t turn out well for 
the people involved – or 
the company.

Ideally, a good work 
environment is one that 
provides both a physically 
and mentally challenging, 
productive, and safe envi-
ronment for all involved. 
Living healthy lifestyles 
both at work and at home 
is good for the employer, 
employees, and their fam-
ilies. Therefore, it is also 
good for the business. 

Encourage your employ-
ees and peers alike not to 
smoke, do drugs, or drink 
in excess. Also, keeping 
physically fit has great 
benefits, too. Employers 
should certainly reward 
employees who lead 
healthy lifestyles. These 
people will have fewer 
missed work days, fewer 

accidents at work, and will 
generally present a better 
image of the company.

Many of you must deal 
with suppliers or vendors 
on a regular basis, as well. 
Being on this side of the 
equation for much of my 
life, I have always tried 
my best to be respectful, 
courteous, and helpful. 
The main thing I always 
try to follow through with 
is doing what I say I will 
do. When I can’t, I will be 
truthful and keep the cus-
tomer informed. 

Please turn to page 18

“Finding things to tax is becoming quite a problem. 
You see when taxes first started (who started ‘em 
anyhow?), Noah must have taken into the ark two 
taxes, one male and one female, and did they 
multiply bountifully! Next to guinea pigs, taxes 
must have been the most prolific of animals.”  

— Will Rogers,  From Weekly Articles,  
the Roosevelt Years

Who ate my lunch? Employee 
problems can be the hardest job 
to manage in any company.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for for SKM Grout Pens
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Stone Restoration and 
Maintenance Corner

I try to treat my custom-
ers the way I want to be 
treated. If your suppliers 
aren’t doing this, I would 
certainly shop around!

Now for the most un-
predictable part of the 
business social equation: 
the customers. Most cus-
tomers want to be treated 
just like you want to be 
treated. They want you to 
listen and then give them 
their options. You are the 
professional, so it is up to 
you to treat them like you 
are a professional. Never 
talk down to them, or over 
them. Treat their property 
like it is yours. Always try 
your best to manage their 
expectations and provide 
the very best service that 
you can. If you aren’t sure 
of something, be honest 
and tell them you will re-
search the issue and get 
back with them. Always, 
submit test areas where 
applicable. Providing the 
customer with before and 
after photos and gloss 
meter readings also helps 
instill confidence in both 
you and the customer. 

As a restoration and 
maintenance professional, 
you should always pre-
scribe a maintenance 
program before leaving a 
project. Do not leave it up 
to chance that your cus-
tomers will pick the right 
products to properly main-
tain your work and their 
investment. 

Personally, I always 
leave behind the correct 
products with explicit in-
structions on how to re-
order, or who to contact 
if any issues arise. Of 
course, in commercial ap-
plications where ongoing 
maintenance is supplied, 
this is not as critical. 

…
I know this article has 

no great epiphanies in it 
but even so, it is some-
times good to go over the 
obvious just to help stay 
on track. So again, be 
courteous and respectful. 

These are qualities of the 
consummate professional. 
You are only as good as 
your equipment so lean 
on your supplier for both 
technical support and in-
novation. They should be 
able to assist you in choos-
ing the right products and 
technical assistance for a 
particular project, and with 
a good attitude as well.

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. 

Continued from page 17

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

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

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

“If you are out 
to describe 
 the truth, 

leave elegance 
to the tailor.”

– Albert Einstein

He helped develop some 
of the main products and 
processes which revolu-
tionized the industry, and 
is currently the Director 
of Operations for M3 
Technologies.

Before and after pictures 
always help the customer 
realize the improvement.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsVisit www.braxton-bragg.com for Viper 30 Grit Polishing Pads 
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“On Halloween, 
the parents sent 
their kids out 
looking like me.” 

 — Rodney Dangerfield

 Item # Description OUR Price
 55228 Brace Setter Router, 1/4”  $207.95

 55230 Brace Setter Router, 3/16”  $207.95 

 55229 Brace Setter Replacement Blade Set  $51.95
  Includes: (2) Blades, (1) Spacer, (5) Bolts

Brace Setter Router 
For Floating Countertop Supports

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Wait Until YoU See the Video!

NEW!

The patent-pending Brace Setter is a 
high performance router housing that 
connects to a 5/8 x 11 angle grinder 
that will cut a groove 2-9/16” wide by 
¼” or 3/16” deep.

The precision router attachment 
cuts a precise groove for your brace 
in record breaking time with its two 
cutting blades. Each blade has 18 
teeth giving you a total of 36 long 
lasting tungsten carbide teeth, 
which easily cut through hardwood, 
softwood, plywood, and laminates.

What’s even better is the fact 
that the Brace Setter requires no 
measuring because everything is 
preset (width and depth), making it 
very measurement friendly. With just 
a simple cut, your work is done with 
the Brace Setter.

Created by 
Fabricators for 

Fabricators

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 
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McHaggis Is Not in Our Future

The hottest news on 
the international front 
doesn’t come out of 

Iraq, Afghanistan, Russia, 
Indonesia, or Pakistan. Instead, 
it’s from bonny olde Scotland.

The Scots are asking the U.S. 
government to drop its importa-
tion ban on haggis. 

If that statement causes you to 
say “Huh? What-gis?” it’s ob-
vious your knowledge of sheep 
is limited to bawdy jokes about 
love-starved rednecks. 

Haggis is a dish made from 
sheep innards, including the 
lungs, liver, and heart, com-
bined with oatmeal, spices, and 
suet. These ingredients are then 
stuffed into a sheep’s stom-
ach—I’m assuming you realize 
the sheep is a rather unwilling 
participant at this point, hav-
ing already been slaughtered, 
skinned, and eviscerated—
and boiled for three hours. 
Traditionally, it is served with 
potatoes and mashed turnips. 

Haggis is to Scots what ham-
burgers are to Americans. It’s 
their national dish, proving that 
enough alcohol can make any 
food palatable. 

Haggis imports have been 
banned in the United States ever 
since the European outbreak 
of mad cow disease, which is 
linked to Creutzfeldt-Jakob dis-
ease, a human brain ailment. But 
the Scots insist their meat poses 
no health hazards. 

“It’s safe, or we wouldn’t eat 
it here,” a government spokes-
woman told Reuters news ser-
vice. “We think there is a large 
market for it amongst expatriate 
Scots in America.” 

Maybe, maybe not. 
I, personally, can attest to the 

relative safety of Scottish haggis 
because I ate some while touring 
there in 2003 and lived to tell 
about it. Mostly.

I credit this success to an iron 
stomach, the above-mentioned 
ingestion of elixirs, and a proud 
Tennessee heritage of souse, 
chitlins, potted meat, and Spam. 

What’s more, I’m certain the 
spokeswoman is correct about 
the vast number of Americans, 
especially here in Southern 
Appalachia, who trace their 
roots to Scotland. She’s also on 
the money about the growing 

Sam Venable 
Department of Irony

U.S. market for kilts, bagpipes, 
tartans, Scotch whisky, and other 
products from the highlands. 

But haggis? I think not. 
Even if the import ban were 

lifted immediately, I can’t imag-
ine legions of locals flocking 

to restaurants and ordering it. 
Before I opened a haggis fran-
chise in the United States, I 
would invest heavily in Enron, 
WorldCom, Lehman Brothers, 
VW, the subprime mortgage in-
dustry, and the Powerball—and 
consider my chances of striking 
it rich exceedingly greater. 

Please turn to page 24

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for The Brace Setter Router
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The Varmint County Chronicles

Scrappy little Chloe, 
toughened by years of fight-
ing at basketball games, 
won the tournament but 
when she turned to hold up 
her arms in a victory stance, 
the large woman she had 
just bested blindsided her 
and pushed her facedown in 
the mud.

Big Sister Penny, a stat-
uesque 6-1/2 feet and 180 
pounds, had attended only 
to make sure her little sis 
did not get injured. She in-
tervened and whipped the 
other wrestler, whipped 
referee Philbert McSwine, 
whipped her Uncle Corky, 
two security guards, two 
bartenders and six leering 
male onlookers before she 
took her baby sister home 
for first aid and a bath.

From this point Corky’s 
prospects seemed to have 
bottomed out, and sure 
enough, it wasn’t long be-
fore his life took a turn for 
the better. First, Barney 
Hockmeyer, flush with the 
success of his mountain-
top tavern, actually began 
to feature topless female 
go-go dancers at the Rocky 
Topless Lounge. 

Old Caleb Hockmeyer, 
the God-fearing, always-at- 
church-on-Sundays patri-
arch of the clan, had loaned 
his oldest grandson the 
money to build the lounge, 
so felt no hesitation in burn-
ing it to the ground when 
he learned about the topless 
dancers. The Hockmeyers 
and the other patrons slowly 
began drifting back to do 
their drinking at the Dead 
Rat Tavern once again, 
where Corky had found a 
brand new attraction that 
was bringing in new cus-
tomers by the droves.

You might recall, back last 
Thanksgiving, that our re-
tired county judge, Colonel 
Hugh Ray Jass, hosted a rec-
onciliation feast, inviting all 
the Haigs and Hockmeyers 
to attend and officially sign 
a permanent treaty ending 
their century-long feud. 
Also imposing himself into 
the ceremony was Carlisle 

Continued from page 12

Gump, also known as 
Chief He-Who-Runs-With-
Wolves Blackfeather of 
the Kisokonee Band of the 
Eastern Cherokee Nation.

Carlisle, uh, Chief 
Blackfeather, had unsuc-
cessfully petitioned to be 
admitted to the Cherokee 
reservation after his third 
wife left him, but with 
the assistance of Lawyer 
McSwine, had petitioned 
the federal government for 
recognition as an official 
tribe – and had even secured 
promises from Chinese in-
vestors for backing of a 
casino.

Carlisle conned a very 
inebriated Elijah Haig and 
Caleb Hockmeyer into 
signing a “treaty of recon-
ciliation” with his tribe that 
turned out to be a deed to 
all the Haig and Hockmeyer 
lands that were purportedly 
stolen from Carlisle’s tribe 
in the 1830s. The plan back-
fired when Sheriff Hiram 
Potts informed the new 
owner of Haig Hollow that 
the lands he had just ac-
quired had a delinquent tax 
bill dating back 60 years, 
and was arrears somewhere 
in the neighborhood of 
$63 million, plus penalties 
and interest owed on the 
property.

Des t i tu te ,  Car l i s le 
needed cash to pay Lawyer 
McSwine’s tab for con-
tinuing the legal efforts to 
get federal approval for the 
Kisokonee Band. He hocked 
his genuine Sioux war bon-
nets to Smiley down at 
Smiley’s pool emporium, 
sold his war drums to a 
traveling rock & roll band 
and approached Corky Haig 

with his last tangible asset, a 
pet black bear named “Beer 
Barrel” that he had bought 
off a failing roadside attrac-
tion over in North Carolina.

Beer Barrel had been res-
cued from a trap while still 
a cub and raised with the 
idea of making a dancing 
bear out of him. State laws 
against abuse of wild ani-
mals intervened, however, 
and the owner soon found 
himself saddled with a ful-
ly-grown black bear with an 
expensive taste for beer.

Carlisle, thinking the bear 
would make a nice addition 
to his reservation casino, 
bought Beer Barrel for 
next to nothing and taught 
him how to beg for beers, 
dance to the beat of a war 
drum and a few other tour-
ist-pleasing tricks, but now, 
with no reservation and no 
casino anywhere near be-
coming a reality, the bear 
was an expensive liability.

Instead, he sold the bear 
to Corky Haig, to serve as 
a mascot and the latest at-
traction at the Dead Rat 
Tavern. Corky had always 
wanted to have a bear mas-
cot, ever since he saw a 
Paul Newman movie on late 
night TV about Texas Judge 
Roy Bean and a pet bear 
who saved the judge’s life 
from a gang of assassins.

It wasn’t long before Beer 
Barrel was the hit of the 
joint, swilling beers as fast 
as patrons would buy them 
for him, belching loudly, 
roaring in gratitude and 
eventually plopping over 
in a alcoholic trance while 
various drunks hooted and 
hollered their approval. 

Please turn to page 22

While some farmhouse 
sinks are designed to blend 
in, this one is designed to 
stand out as a work of art. 
Clients can shape the char-
acter of their own sink by 
choosing their own slab of 
natural stone before custom 
fabrication and even choos-
ing what areas and pieces 
they want to highlight for 
the front or interior sections 
of the sink. Here prom-
inent veining of the  Old 
Dominion  variety of 
Alberene Soapstone makes 
the sink a focal point in the 
black and white kitchen.

Finally, farmhouse sinks 
need not be confined in-
doors; outdoor kitchens, 
even potting sinks – the du-
rable nature of soapstone 
will be right at home.

For more information 
about the stone varieties 
discussed in this article, 
visit www.polycor.com .

Continued from page 14

Nine Farmhouse Sink Designs 
 Your Customers Will Love

With its distinctive veining, this Old Dominion Alberene 
Soapstone sink makes a stunning design statement, by itself.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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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  $23.95 $15.95

 1732 Viper® 7-Step Granite Wet, 4˝, 100 Grit, Red  $23.95 $15.95

 1734 Viper® 7-Step Granite Wet, 4˝, 200 Grit, Yellow  $23.95 $15.95

 1736 Viper® 7-Step Granite Wet, 4˝, 400 Grit, Light Blue  $23.95 $15.95

 1738 Viper® 7-Step Granite Wet, 4˝, 800 Grit, Green  $23.95 $15.95

 1740 Viper® 7-Step Granite Wet, 4˝, 1,500 Grit, Orange  $23.95 $15.95

 1742 Viper® 7-Step Granite Wet, 4˝, 3,000 Grit, Pink  $23.95 $15.95

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

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 $270.12

 9882  Viper® Array 20mm Segment Silent Core Blade 16”, 3,800 RPM $389.95 $296.21

20mm!
Segments

The Varmint County Chronicles

Corky, of course, was 
happy to sell his customers 
all the beer they wanted to 
feed the bear’s growing ap-
petite for booze.

Then came this past week-
end. Bartender “Gopher” 
Haig arrived at the Dead 
Rat shortly before 11 a.m. to 
begin preparing for the usual 
Saturday morning crowd. 
He walked into a room 
turned upside down from 
one end to the other, bottles 
broken and scattered every-
where, the jukebox turned 
on its side and busted, bro-
ken pool cues scattered on 
the floor and in the middle 
of it all, the prone body 
of Corky “Little Poison” 
Haig, very much dead, and 
sprawled over the corpse, 
the unconscious mass of 
Beer Barrel the Bear.

As various Haigs rushed 

Continued from page 20 to the scene, their first incli-
nation was to slaughter the 
hapless bear, which had ob-
viously mauled their cousin 
to death. However, it was 
Corky’s father, Elijah Haig, 
who prevented his clan 
from carrying out vigilante 
justice on the poor animal.

“Boys, this bear is just 
a dumb animal. If he did 
kill my boy, he’ll have to 
be put to sleep but we’ll 
let the wildlife people do it 
humanely,” Elijah insisted. 
“Now, some of you drag 
that bear off my son so I can 
clean him up and make him 
decent before his Granny 
Haig sees him.”

It was then, when poor 
Corky was turned over, that 
his death took a new twist 
of fate. 

“Boys, I ain’t seen every-
thing there is to see in this 
old world, but one thing I’m 
pretty sure about,” Elijah 

proclaimed as he stared at 
his son’s silent face. “No 
bear I ever heard of can pull 
the trigger on a gun. You 
better go get Sheriff Potts 
right away.”

Corky was dead all right, 
and Beer Barrel the Bear 
was found unconscious and 
draped over his prone form, 
but there, squarely between 
Corky Haig’s eyes was a 
neat little bullet hole, origin 
unknown.

Next month we will con-
tinue the saga of “Who 
Shot Corky?” as the list of 
potential suspects grows 
to include ex-girlfriends, 
cousins, a loopy Vietnam 
veteran, an Indian chief and 
any number of Hockmeyers.

Sheriff Potts, aided in 
his investigation by former 
Sheriff Smoky T. Bandit 
and Doc Clyde Filstrup 
Sr., will race against time 
in their efforts to solve the 
case and head off a new 
civil war between the Haig 
and Hockmeyer clans.          

“We are all 
born ignorant, 
 but one must 

work hard 
to remain 
stupid.”

– Benjamin Franklin

© MARK ANDERSON. www.andertoons.com

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Array Silent Core Blades
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Four Myths About Natural Stone
(And Why They Aren’t True)

Natural stone is one of 
the most beautiful 
materials available 

for residential and com-
mercial design. Each piece 
is unique, not man-made, 
and can fit effortlessly into 
a variety of decors, making 
it a top choice for consum-
ers and designers. While 
natural stone is a popular 
material, there are several 
myths surrounding its use 
that cause homeowners to 
question its practicality. 

Myth #1: Natural 
Stone Stains Easily

Staining is a big concern 
for many homeowners con-
sidering natural stone. A 
common misconception is 
that common products like 
red wine, cosmetics, or cof-
fee will stain natural stone 
countertops beyond repair. 
While staining can occur 
on any light colored mate-
rial, including some lighter 
stones, Carl Vona Jr., pres-
ident of Paramount Stone 
in Stamford, Connecticut, 
says that most stains are 
treatable: “We can always 
troubleshoot the problem. If 
you know the origin of the 
stain, you can care for it.”

Jennifer M. Foresman, 
owner of Madison & Wells 
Design in Atlanta, Georgia, 
recommends being mindful 
of material choice if stains 
are a concern: “If a client 

wants white marble for their 
bathrooms, I would recom-
mend using it in the master 
bath rather than a child’s 
bathroom. White granite 
would be a beautiful option 
for a child’s bathroom—it 
gives a similar look but is 
more stain resistant.” 

Myth #2: Natural 
Stone is Expensive

Natural stone is often 
found in high-end projects, 
but that doesn’t mean it is 
out of reach for more mod-
est budgets. The cost of 
natural stone depends on a 
variety of factors, including 
availability and demand. 

Susan Thiel, founder 
of Susan Thiel Design in 
Los Angeles, remarked 
that natural stone is often 
in a similar price range as 
many man-made materials. 
“Prices vary depending on 
the movement of the slab 
and the color. Sometimes 
we find that natural stone 
is less expensive than man-
made materials.”  

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!

“When a politician is in 
opposition he is an expert on 
the means to some end; and 
when he is in office he is an 

 expert on the obstacles to it.”
– G.K. Chesterton

Photo Courtesy Artistic Tile

Please turn to page 30

Myth #3: Natural 
Stone is Delicate and 
Requires Too Much 

Maintenance
Softer stones, such as 

marble or limestone, can 
be susceptible to etching or 
scratching. However, this 
can be prevented by taking 
simple preventative mea-
sures. Always use a cutting 
board when preparing food 
on natural stone counter-
tops, especially with acidic 
foods such as tomato sauce 
or lemons. Consider using 
coasters and trivets under 
glasses and hot pans. Clean 
up spills as quickly as pos-
sible. Do not use harsh 
cleaning products on natu-
ral stone — instead, choose 
a gentle cleanser and a soft 
cloth.  

Stephanie Vozza
This article originally appeared 
on www.usenaturalstone.com

Shop www.braxton-bragg.com for Scorpion CNC Sink & Seam Wheels Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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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

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.

Omni Cubed Exhibits at 2016 
Marmomacc International Fair

Omni Cubed,  Inc. 
recently attended the 
2016 Marmomacc 

International Trade Fair in 
Verona, Italy, along with their 
partner for European distribution, 
LPE Tooling Ltd.  

Omni Cubed was very grateful 
to have the opportunity to share 
their passion for stone tools with 
the European market, and absorb 

new insight on international stone 
trade and fabrication practices.

The partnership with LPE 
Tooling was forged in the spring 
of this year, and Omni Cubed is 
excited about the potential for 
global distribution. Omni Cubed 
recognized the need for their 
tools to be more accessible to 
European fabricators, and LPE 
has helped make that a possi-
bility in 19 countries, by way of 

their well-established network 
of sub-distributors.   Both com-
panies share a strong commit-
ment to providing high-quality 
products and outstanding service 
to the stone industry.  For more 
information about the annual 
Marmomacc International Trade 
Fair in Verona, visit their website 
www.marmomacc.com .

“A man wrapped 
up in himself 
makes a very 
small bundle.

– Benjamin Franklin

True, I’ve missed burgeoning cu-
linary markets before. Years ago, 
you never would have convinced 
me egg rolls and tacos, let alone 
sushi, would appear on menus all 
over this meat-and-potatoes town. 
And don’t get me started on the bot-
tled water craze, which began when 
some genius brought in the first 
green jug of Perrier from France. 

But trust your Uncle Tastebuds 
on this one: Even if it’s rolled in 
seasoned flour, deep-fried, and lay-
ered with shredded cheese, haggis 
is still sheep guts. 

In our part of the world, we call 
that catfish bait.

Sam Venable is an author, 
stand-up comedian, and humor col-
umnist for the Knoxville (TN) News 
Sentinel. He may be reached at sam.
venable@outlook.com.

Continued from page 19

McHaggis Is Not 
in Our Future

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

The 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

Two rare one-cent coins 
from the earliest days of 

the U.S. Mint have sold for a 
pretty penny.

The copper coins, both dat-
ing to 1792, went for a com-
bined total of $869,500 at 
the auction held in Anaheim, 
California.

One of them, known as 
the “Birch Cent,” sold for 
$517,000. The other, known 
as the “Silver Center Cent,” 
went for $352,500.

Eric Bradley, spokesman 
for Heritage Auctions, said 
that while the sales fell some-
what short of the combined 
$1 million the auction house 
projected they would go for, 
organizers are still pleased 
with the result.

“We’re looking at two 
coins that sold for more than 
43 million times their face 
value,” Bradley said, “so 
you can’t be disappointed in 
that.”

The coins have historical 
significance that goes be-
yond their collectible value, 
representing “the transition 
in American history from 
the colonies to a new repub-
lic,” Bradley said.

Two Penny Coins from Early 
U.S. Sell for Combined $869,500

“These are coins that were 
developed and thought up 
by the Founding Fathers, 
who were trying to differ-
entiate themselves from 
British coinage and British 
rule,” he said.

The words “Liberty Parent 
of Science & Industry,” 
which are engraved on both 
coins, also show how the 
United States was trying 
to distance itself from the 
religious persecution and 

monarchy it associated with 
Britain, Bradley said.

The origin of the Silver 
Center Cent was also ref-
erenced in a letter from 
Thomas Jefferson to 
George Washington, and it 
is among the very first coins 
ever struck by the U.S. Mint 
in Philadelphia, Bradley 
added.

According to the auction 
house, the coin went miss-
ing before eventually being 
discovered in an English 
pub in the 1960s. The pen-
ny’s name derives from the 
fact that it was produced 
with a small insertion of 
silver at its center. It is one 
of about a dozen surviving 
coins known to exist with 
this insertion, Bradley said.

© MARK ANDERSON. www.andertoons.com

This undated photo 
provided by Heritage 

Auctions show the 
front and of a 1792 

“Silver Center Cent.” 
The one-cent coins just 
auctioned off are two 
rare 1792-dated coins 
made during the early 
years of the U.S. mint.

“Gravitation 
 cannot be 

 held responsible 
 for people 

 falling in love.”
–Albert Einstein 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Pro ADA Countertop Support
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The No Lift Install Cart 
is a new invention by 
Aaron Crowley.

Installing a heavy countertop with the No Lift Install Cart is as easy as roll it in, lift it 
up and slide it into place. The cart frame features a battery-operated mechanical lift 
and frictionless roller bearings that make moving the countertop less of a strain on 
workers, and reducing the lifting injuries common on installation jobs.

Joel Davis
Photos by Wes RiceStone fabrication and 

installation shops 
now have a better 

way to protect their most 
valuable investments – their 
workers.

Lifting 300- to 500- 
pound countertops, week 
after week, can cause long-
term physical damage to in-
stall crew members. That’s 
the invisible problem that 
Aaron Crowley of No Lift 
Install System decided to 
tackle with the company’s 
new No Lift Install Cart 
product.

“We developed this piece 
of equipment to solve what 
has been an unspoken 
problem in the industry,” 
Crowley said. “We’ve had 
numerous employees suffer 
injuries while installing and 
were forced to move on be-
cause their bodies couldn’t 
handle it any longer. It’s so 
commonplace in the indus-
try that it’s been accepted 
as normal. It’s a fact that 
installing actually wears 
people out.”

The No Lift Install Cart 
can help extend the working 
life of install crew mem-
bers, who might otherwise 
end up driving forklifts or 
running shop equipment be-
cause they can no longer lift 
countertops. “It physically 
eliminates all those aspects 
that make lifting heavy and 
awkward countertops so de-
structive,” Crowley said.

Shane McConnell, pres-
ident of American Home 
and Stone Inc. in Philomath, 
Oregon, said the No Lift 
Install Cart pays for itself 
by preventing physical 
wear and tear on his crew 
members. “I love it. It’s 
not just a back-saver, it’s 
a huge financial savings. 
We’re using it to lift about 
half of the material that is 
going into homes. It’s tak-
ing a huge amount of stress 
off the shoulders and backs 
(of our crews), but it’s not 
just safety, it’s the stabil-
ity of it. There is a lot less 
chance of breakage of ma-
terial and losing money on 
jobs.”

The No Lift Install Cart is 
perfect for companies that 
field one to three full-time 
installation crews. It is de-
signed to make installing 
awkwardly shaped counter-
tops, weighing hundreds of 
pounds each, easy and safe.

The cart easily fits in an 
enclosed trailer or van, al-
lowing it to be transported 
straight from the shop to 
the installation site. Once 
on-site, a battery-operated 
mechanical lift on the cart 
raises the countertop to its 
desired height. Then the 
frame securing the counter-
top pivots from vertical to 
horizontal for installation. 
“That is the critical func-
tion,” Crowley said. “The 
whole frame that supports 
the countertop rotates and 
automatically locks into the 
horizontal position, support-
ing the countertop for final 
positioning.”

Lastly, the frame features 
a series of transfer bearings 
allowing the countertop to 
roll into place without fric-
tion, and without strain.

As the industry has 
evolved, crews have to 
handle increasingly heavy 
and awkward countertops. 
The No Lift Install Cart 
offers a means to deal with 
them. Using the cart al-
lowed American Home and 
Stone to complete a job that 
McConnell would have oth-
erwise passed on as being 
too dangerous for his crew.

The job involved install-
ing a corner sink counter 
that was 10 feet long and 5 
feet tall. “It was three-quar-
ters of a slab essentially,” 
McConnell said. “The No 
Lift Install Cart made it like 
a piece of cake. We brought 
it in on the cart, which lifted 
it up and then tilted it level 
with the cabinetry. We just 
pushed the counter onto 
the cabinets. There was no 
lifting whatsoever and very 

The No Lift Install Cart Has Your Back

little chance of breaking 
due to the bars and clamps 
included in the No Lift 
system.”

More information about 
the No Lift Install System 
can be found online at 
www.noliftsystem.com or 
by calling (503) 212-4034.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Fax 800-915-5501
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 Item # Description MSRP  OUR Price

 8714 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Extra Coarse $89.95 $59.95 

 8715 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Coarse $89.95 $59.95

 8716 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Medium $89.95 $59.95

 8717 Talon™ Turbo Dry Diamond Cup Wheel, 4”, Fine $89.95 $59.95

Talon™ Turbo 
Diamond Cup Wheels

#1 Seller! 

Most Popular

Cup Wheel

“Thanks, everything is great! Thank you 
for your awesome quick response. Braxton-

Bragg is the best company we deal with. 
Your entire crew has been great and we 

will always do business with you!”

Sincerely,
Kim Johnson

Talon™ Turbo Cup Wheels are designed to be aggressive, fast 
working tools. The turbo design with two layers of segments with 
spacing in between keeps the core and diamonds cool and removes 
the dust, or if used wet, the slurry can be readily expelled.

The back of the cup wheel is polished aluminum and this softer 
metal allows bounce to be absorbed, reducing chatter and making 
the weight of the cup wheel less than other wheels.

Cutaway (above) shows how Talon™ Cup Wheel segments dovetail into the 
wheel body to eliminate segment separation. The unique center segment 
groove helps remove grinding slurry while reducing heat build-up.

•Designed to operate at 
 10,000 RPM 
 14,000 RPM Max
•Can be used wet or dry
•5/8-11˝ thread arbor

I was just admitted to 
the hospital for some 
heart issues and ended 

up spending a few days in 
intensive care. Luckily, 
they were able to stabilize 
me and moved me to the 
heart floor for a few days. 

 I was glad to get out of 
the ICU, but wasn’t very 
happy when they didn’t 
give me a private room. 

They wheeled me into a 
room with someone else 
in another bed.   Hope this 
guy is going to be quiet. I 
thought to myself.   After 
all, the last time I was in a 
semi-private room, all the 
guy in the next bed did was 
complain. Little did I know 
that this was going to lead 
to a huge project for me.  

Unfortunately, we had 
to share a bathroom and, 
wouldn’t you know it, we 
both had to go at the same 
time. We got out of bed and 
met at the door.  I looked 
at this gentleman who 
seemed to be middle-aged, 
in decent shape, and said 
“I’m sorry, go ahead,” as I 
pointed to the bathroom. He 
said, “No – you go first. ”

Well, who was I to argue? 
I really had to go.  

I finished and headed 
back to bed while my 
neighbor was next. I was 
laying there, flipping chan-
nels on the TV, when all of 
sudden, around the corner 
of the privacy curtain this 
gentleman came up to me 
and introduced himself.  

He seemed friendly 
enough, and hopefully 
was not too friendly. All 
I needed right now was 
someone talking my ear 
off. We spoke for several 
minutes, and he asked what 
I did for a living. I told him 
I was a stone expert spe-
cializing in installation fail-
ures and similar issues. He 
started asking me all kinds 
of questions about what I 
did. These questions were 
intelligent questions, too, 
not your run-of-the-mill, 

Frederick M. Hueston, PhD

The Case of the Curious Roommate
The Stone Detective

OH, that must be interest-
ing response.

After the 20-question 
treatment I asked him what 
he did. He mumbled some-
thing about property man-
agement or real estate. He 
then asked for my card and 
went back to his bed. The 
next day he left the hospi-
tal. Unfortunately, I would 
be there for a few more 
days.

It was actually four days 
more before I finally got 
released from the hospital. 
Thank goodness, too. The 
food was awful. I think my 
dog’s kibble would have 
tasted better. But thank-
fully, all I needed was sev-
eral weeks to recover and 
I would be fit enough get 
back to work.  

It turned out to be about 
four weeks of recovery be-
fore I started taking phone 
calls, again. It’s amazing 
how much work I turned 
away in the past few 
months! The good news is, 
the phone was still ringing.  

My first call was from 
a gentleman who had a 
building that he said had 
some issues with the mar-
ble flooring, kitchen count-
ers and walls. He asked 
if I could take a look at it 
ASAP. Fortunately, it was 
right here in Florida and 
only a few hours’ drive 
away. I scheduled an ap-
pointment and headed 
south.

I pulled up to a luxury 
condo tower that was built 
right on the beach. It had to 
be at least 35 stories tall.  

I was greeted by the gen-
tleman I spoke to on the 
phone, who introduced 
himself as Jose. He asked 
me if I had a few hours. A 
few hours I thought, just to 
look at one condo?

 Well, lo and behold, 
he wanted me to inspect 
each and every unit in the 
building!

We entered the first condo 
and I immediately dis-
covered one of the issues. 

All the marble was etched 
around the perimeter. It was 
well polished in the cen-
ter of each unit, but etched 
around the perimeter, near 
the walls.   Someone must 
have used some type of an 
acid on it. I asked if the in-
staller was available, and it 
just so happened they were 
working in a unit on the 
34th floor. 

“Let’s go talk to them,” I 
said.  

I walked into the unit 
they were working on and 
noticed one of the workers 
was applying some type of 
chemical to the grout lines.  
I asked what they were 
using, and he just handed 
me the bottle.

It was an off-brand prod-
uct I have never seen be-
fore, and to top it off the 
entire bottle was in a foreign 
language! The installer told 
me it was a grout remover 
and that they had used it on 
all their tile to clean up the 
excess grout.  

I was dumbfounded, but 
had to ask so, I just yelled 
out, “Have you EVER used 
it on MARBLE before?”

He shook his head no, 
and said–  and I kid you not, 
“Tile is tile.”  

“However 
 beautiful the 

strategy,  
you should 

 occasionally 
look at the 

results.”
–Winston Churchill 

Please turn to page 46

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Talon Turbo Diamond Cup Wheels
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“The Bible tells us to 
love our neighbors, 
and also to love our 
enemies; probably 
because they are 
generally the same 
people.” 

– G.K. Chesterton

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

Makita® 4˝ Variable 
Speed Wet Polisher 

OUR Price: $329.95!

Distributed By

Makita 4” Stone Polisher 
SALE of the CENTURY!

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

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

Know When to Say No

Adding on an extra week of 
fabrication time is not the way 
I prefer to do things, so I called 
Sarah to explain about the deliv-
ery problem. I offered an oppor-
tunity for her to choose another 
more available (and less pricey) 
color. She declined and stated she 
still wanted the original color, and 
would wait.

Fast forward several weeks– 
Mark went back to do the install. 
The countertops and first three 
backsplash pieces went in with 
minimal pain. He then realized the 
last splash couldn’t be installed, 
because the phone jack had not 
been moved.

When he spoke to Sarah, she told 
him she didn’t want to pay some-
one to move it, and he should do it 
– at no charge of course! Our con-
tract and work orders clearly state 
we do not do electrical or plumb-
ing, and she and I had already dis-
cussed this at the beginning.

Mark finished what he could and 
left, per my instructions. Several 
days later I received an email from 
Sarah saying she wanted to cut 

the backsplash down to 3 inches.  
OK, I could do that. There would 
be a charge for the modification, 
and per our contract, a charge for 
returning. I acknowledged the 
change, provided a cost and sent 
over a Job Change Order. Later 
that day she emailed me back 
saying she wanted ALL the back-
splash cut down to 3.5  inches!

When I spoke to Mark about the 
change, he reminded me the main 
splash piece was seamed together, 
and if we tried to remove it, there 
was a good chance it would break.

I replied to Sarah’s email, ex-
plained the drawbacks and risks, 
and asked if she would like me to 
cut the smaller piece down, or if 
she was going to move the outlet 
as originally discussed. I received 
no response back to my email, 
but instead received a new thread 
asking when Mark would be back 
to pull everything off. I left mul-
tiple voice mails and sent several 
emails explaining what we could 
and couldn’t do, but received no 
response. 

………
It’s not always easy to know if 

and when we should pass on a job, 

Continued from page 4

especially when things are slow. 
Many times problems don’t arise 
until we are already in contract, 
and there is nothing we can do 
at that point. But there are a few 
things I try to keep in mind, even 
if I don’t always get it right. My 
list of “when to pass” on a job 
includes:

• That little voice in your head 
is telling you something is “off,” 
even if you can’t quite put your 
finger on it. 

• Trust your instincts. For most 
of us this is the hardest thing to do.

• If someone tries to haggle over 
the price or continuously tries to 
negotiate the price down. These 
customers want the cheapest price, 
will expect the most hand holding 
and consume copious hours of 
your time. 

• If someone displays an aggres-
sive attitude or tries to intimidate 
you on pricing, fabrication time or 
delivery or tries to pit you against 
other companies.

• Someone is rude or disrespect-
ful. If they are like this before you 
even have a contract, you know 
it’s not going to get better.

• Someone is passive-aggres-
sive. I just had one of these. She 
was a past customer whom we 

tried to help out with a small job, 
at a nominal cost, and she ended 
up wasting HOURS of Ken’s time. 
When she recently contacted me, 
she ONLY wanted my husband 
to do the work and wouldn’t ac-
cept that Ken no longer works 
for Monarch Designs. She didn’t 
want any of my other employees 
because she “likes the way Ken 
works” and “couldn’t trust some-
one she doesn’t know.” Although 
I repeatedly emphasized my fab-
rication time and she kept saying 
“OK,” she kept pushing to adjust 
what could I actually do “for her” 
fabrication time.  It took three 
very nice but assertive “I’m sorry 
but we are busy and cannot help 
you” for her to get the point. I was 
never rude because that is unpro-
fessional, but I had to stick to my 
guns because if I didn’t, I knew I 
would regret it later. 

As business owners, we take 
pride in providing a quality prod-
uct and great service. We want the 
maximum amount of customers 
to know our name and reputation, 
and it’s not in our nature to walk 
away from a potential job –espe-
cially those instances when you 
just can’t put your finger on what 
doesn’t quite feel right.  But some-
times we need to remind ourselves 

that passing on a job doesn’t make 
us bad. It just means we need to 
look out for our company’s best 
interests. And sometimes, that 
best interest is a “thank you, but 
no thank you.”

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

Get it now!
Sale price won’t last!

 Item # Description MSRP OUR Price

 9001 Makita® 4˝ Wet Polisher, PW5001C $568.95 $299.99

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

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

All stainless steel sinks come with a Limited Lifetime 
Warranty for as long as you own the sink.

add $200 PUre Profit

to eVerY Job!

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

   Item # Description MSRP  OUR Price
 20206 Vallé™ 18 Gauge Stainless Steel Single Bowl Sink, Large, 10-1/8” Deep $194.95 $139.95

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

 
They’re Gonna Buy It Anyway

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

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

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

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

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

Compare to 

Kohler K-3164

Item # 20206 18 Gauge Stainless 
Steel Single Bowl Sink: Large 
Bowl Size: 29-1/2” x 16-1/8”
Bowl Depth:10”

Comparable Models: 
• Kohler K-3164 • Blanco 440247 • Elkay ELU1418 • Franke CPX11013

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Valle Stainless Steel Sinks
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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  $118.72

Item # Description MSRP OUR Price
4450 Stone Shield™ Penetrating Sealer, Quart  $30.07  $23.07

4451 Stone Shield™ Penetrating Sealer, Gallon  $74.95  $59.65

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

Sealer

“If time be of all things 
most precious, wasting 
time must be the great-
est prodigality, since lost 
time is never found again.”

— Benjamin Franklin

Myth #4: Natural Stone 
Goes Out of Style

While particular colors and fin-
ishes may come in and out of fash-
ion, natural stone is a timeless, 
classic material. “You can’t go 
wrong,” says Thiel. “Natural stone 
is beautiful and durable.” Natural 
stone also adds a level of romance 
not found in any other product, adds 
Foresman: “It offers a sense of his-
tory, nature, or drama to a space 
while always feeling authentic,” she 
says. “Stone also brings depth and 
texture to a space that is hard to rep-
licate. It’s been used for centuries 
as a building material; while it can 
change in appearance over time, 
most styles age very gracefully.”

For more information on nat-
ural stone care and mainte-
nance, visit www.consumerstone 
care.com , and www.naturalstone 
institute.org to find a stone supplier 
in your area.

Four Myths 
About Natural 

Stone
(And Why They Aren’t True)

Mountain Valley quartzitic sand-
stone boulders help create a nat-
ural setting. 

Photo courtesy Delta Stone Products

Continued from page 23

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9947,10718/
http://www.consumerstonecare.com
http://www.consumerstonecare.com
http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9947,10718/
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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

Did Your Countertop Business Just 
Write a Large Check to the IRS?

A better question might 
be, “Did you just 
weaken your business 

by sending a large check to the 
IRS?”

If you answered, “YES” 
to that question, would you 
instead like to strengthen 
your business by sending far 
smaller checks to the IRS?

If you can affirmatively 
say, “YES”!  to the following 
statement, “I want to make my 
business stronger and more 
survivable by sending smaller 
checks to the IRS,” then this 
article is for you.

At the outset I want to be 
very clear that I am not advo-
cating tax evasion. *

 I am advocating one of the 
most responsible strategies 
that small and mid-sized busi-
ness owners can implement to 
ensure the long-term survival 
of their enterprise. This strat-
egy has legitimate business 
purpose, provides significant 
tax savings, and is even en-
couraged by Congress. **

What is this responsible 
strategy that is also a finan-
cial game-changer?  Well, I 
partially tipped my hand in 
the link provided above. This 
wealth-preserving, business 
survival strategy is Enterprise 
Risk Management (ERM)
utilizing a small Captive 
Insurance Company (CIC).

BACKGROUND: 
Congress And Small 
Captive Insurance 

Companies 
Over time, taxes can take 

a heavy toll on a countertop 
shop and its owners.  Year 
after year, profits are stripped 
away to pay taxes often result-
ing in a business that is less 
prepared for the challenges 
and risks it may face in the fu-
ture.  Congress doesn’t want 
small and mid-size businesses 
and business owners to be hol-
lowed out by excessive taxa-
tion either.  

In the mid-1980s, Congress 
passed legislation creating 
the 831 (b) “small” insurance 
company tax election. A small 
insurance company is defined 

as an insurance company that 
collects $1.2 million or less 
in premiums. In most captive 
insurance company arrange-
ments, premiums are paid by 
the parent company to the 
captive insurance company. 
In return, the captive provides 
insurance policies to the par-
ent company. The 831(b) tax 
election allows small insur-
ance companies to be taxed 
at a zero percent (0%) tax 
rate on underwriting profit. 
Underwriting profit is simply 
defined as premiums collected 
less claims paid.  Hence, a 
small business could pay up 
to $1.2 million in premiums 
to its captive insurance com-
pany and the captive would 
pay no taxes. The captive can 
be owned by the business, 
the business owner, business 
owners, heirs or other related 
parties. Depending on claims, 
a captive can save up to 
$600,000 per year in taxes. In 
2017, the limit for the 831(b) 
election increases from $1.2 
million to $2.2 million.

It’s worth noting that “small” 
captive insurance company 
legislation was a bi-partisan 
effort passed by a Democratic 
controlled Congress and 
signed into law by Republican 
President, Ronald Reagan. 
This issue united both sides of 
the political aisle in America 
because small captive 

Randy Sadler
Principal, CIC Services LLC

Please turn to page 34

insurance companies are good 
for small businesses, good for 
long term business sustain-
ability and good for America. 

How Is Enterprise 
Risk Management With 

a Captive Insurance 
Company a Game 

Changer?
The chart below shows why 

captive ownership is so often 
good for countertop manufac-
turers and other businesses in 
the stone industry. A captive 
can serve as the backbone or 
chassis of an Enterprise Risk 
Management (ERM) approach. 
ERM addresses risk holisti-
cally, expands insurance cov-
erage to the business, takes 
a long-term approach to risk 
management, and simultane-
ously puts more wealth at the 
disposal of the business owner.  

Chart one compares the sta-
tus quo on the left with ERM 
implementation and captive 
ownership on the right. This 
illustration covers a 10 year 
period and assumes a four 
percent rate of investment re-
turn for both scenarios. Both 
businesses have third party 
insurance coverage in place to 
insure core risks. The business 
on the right implemented ERM 
with a captive insurance com-
pany has more insurance cov-
erage and more money. Over a 
10 year period, the business on 
the right has almost 80 percent 
more wealth than the business 
on the left.   

 GRANITE SHOP ONE GRANITE SHOP TWO

RESERVES: $5.3 MILLION‡ RESERVES: $10.7 MILLION‡

INSURANCE POLICIES INSURANCE POLICIES
• Auto Liability • Auto Liability
• Employment Practices Liability • Employment Practices Liability
• Property & General Liability • Property & General Liability
• Umbrella Coverage • Umbrella Coverage
• Worker’s Compensation       • Worker’s Compensation
  • Administrative Actions
  • Product Liability
  • Equipment Outage
  • Commercial Crime
  • Worker’s Comp. Deductible
  • Litigation Defense Expense
  • Accounts Receivable
  • Loss of Key Supplier
  • Reputational Damage
  • Special Catastrophic Risk

Compare & See: 
Countertop shops who 

properly implement a CIC 
as part of their ERM 

program are better suited 
to survive today’s uncertain 

business environment.
‡10-Year Protection, based on $1 mil-
lion / year risk management budget.

Chart One

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6980/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6980/
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The Slippery Rock Classifieds

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

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).

2016-2017 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

November 2016 Monday, October 3, 2016

December 2016 Tuesday, November 1, 2016

January 2017 Monday, December 5, 2016

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. 

_____________ 

Help Wanted

Granite Marble Quartz Lead 
Installer — Our company has been in 
business for 36 years and is recognized 
as a quality-oriented fabrication and 
installation company. We are seeking 
a full-time lead installer. Candidate 
must have excellent communication 
skills and be able to carry heavy 
loads. Must be willing and able to 
continue with our current level of 
quality in the custom home field. 
This job position will install slabs 
in kitchens, shower walls, shower 
ceilings, fireplaces, BBQs, etc. Some 
projects will be standard counter 
top installations while many are 
complex projects on multiple floors. 
Must be able to understand technical 
shop drawings and follow specific 
installation instructions. Must have a 
valid California drivers license. Must 
be fluent in English. Spanish speaking 
a plus. Contact: Chad Borden at 
256-859-0291, or send an email to: 
cborden@carpetonehsv.com

_____________ 

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. 
Together with a chemist that he met 
though his stone design business, Tom 
developed a unique 3-in-1 formu-
la that will clean, polish, and pro-
tect your granite countertops. It is 

non-toxic, biodegradable and safe to 
use around food preparation areas, 
children and pets. Supreme Surface 
Granite Cleaner & Conditioner leaves 
a streak-free shine, every time — even 
on black granite! But Tom wasn’t 
satisfied. To learn what others thought 
of his new granite cleaner he gave it 
away—free. “We sent our free sam-
ples across the USA to everyone that 
wanted it… Yes, everyone! All this, 
just for their feedback on how we 
could improve our product!” Log on 
to www.consumerstonecare.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 fabrica-
tors that purchase their supplies direct-
ly from us. It is easy to sign up and 
we do all of the work for you! All you 
have to do is let us know that you’re 
interested in becoming a participant 
in this program and we will print for 
you custom postcards and brochures 
to hand out to your clients and pro-
spective customers interested in your 
countertop services.
The postcards and brochures will be 
printed with your company name and 
address. The space | Your Business 
Name & Address | will be replaced 
with your pertinent information to let 
your customers know how to contact 
you directly. You will also receive a 
unique discount code that is linked 
to your Braxton-Bragg account, so 
that we can track your customers, for 
you to receive a rebate from us when 
someone purchases Supreme Surface 
Products. For more information about 

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:

Join Us 
Each Month!

For your subscription requests, 
address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

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

 • #5580099 Stone Pro Demo Seam Machine – Like New, $625.95 
• (10) #1415899 Demo Raptor Portable Saws, $499 • (1) #510199 

Demo Sinkmate Tracker Saw, Uses 8 in. Turbo Blade, $995 
• (1) #1016099 Demo Keil Handheld Portable Anchor Drilling 

Machine, $495 • Demo CNC B30 Demi-Bullnose Profile Bits - Pos. 1 
to 4 – Just Broken In!, $1,200 (set of 4)  • #224999 Slightly used 

Hercules  Self-Dumping Hopper, 4,000 lb. capacity, $695  $495

• 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.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

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
http://www.FireUps.com
mailto:cborden%40carpetonehsv.com?subject=Installer%20Ad%20in%20Slippery%20Rock
http://www.consumerstonecare.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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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 $34.56
  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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8727/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8727/


34 |  OctOber 2016 Slippery rOck Gazette

Did Your Countertop Business Just 
Write a Large Check to the IRS?

Continued from page 31
Clearly, the business that 

implemented ERM with a 
Captive Insurance Company 
is better prepared for the fu-
ture.  Remember, small in-
surance company legislation 
united both sides of the polit-
ical aisle in America because 
small captive insurance com-
panies are good for small 
businesses, good for long 
term business sustainability, 
good for employment, and 
good for America.  Don’t 
just pay more taxes if your 
business would benefit from 
owning its own insurance 
company! 

What Is Enterprise 
Risk Management 

(ERM)
ERM is the discipline by 

which an organization in any 
industry assesses, controls, 
exploits, finances and mon-
itors risks from all sources 
for the purpose of increasing 
the organization’s short and 
long-term value to its stake-
holders.  Beginning in the 
mid-80s, many businesses 
continued down an entre-
preneurial path and shifted 
their mindset from risk man-
agement simply as a form 
of cost containment to risk 
management as a profit cen-
ter. Indeed, a more mature 
approach to risk manage-
ment can be quite creative 
and entrepreneurial. Making 
a paradigm shift from view-
ing risk management purely 
as a cost center to viewing 
risk management as a profit 
center and strategic pillar 

of the business can be very 
rewarding from a financial 
standpoint.         

ERM is the paradigm shift 
that transforms risk manage-
ment from a cost center to 
a profit center.  Large cor-
porations have employed 
ERM for some time, and 
this mature approach to risk 
management can also be 
adopted by small and mid-
size companies.  The chas-
sis of an ERM approach is a 
captive insurance company 
(or companies). Captive 
insurance companies give 
business owners or CFOs 
the ability to take an active 
versus a passive approach 
to risk management. ERM 
increases depth of coverage 
and is a forward-looking ap-
proach to risk management.  
Furthermore, as a company’s 
ERM strategy matures, risk 
management can transition 
from being a cost center to 
serving as an entrepreneurial 
profit center.

Ownership of one or more 
captive insurance compa-
nies makes ERM possible, 
because a business is then 
able to:

• Increase depth of insur-
ance coverage
• Increase the time hori-
zon of its risk management 
approach

Increase Depth Of 
Insurance Coverage
When employing a ma-

ture ERM model, counter 
top manufacturers can cat-
egorize risk as core risk, 

operational risk and strate-
gic risk.  Most businesses 
and individuals simply in-
sure core risk and usually 
do so via third party com-
mercial coverage.  Utilizing 
an ERM approach, a cap-
tive insurance company, in 
its formative years, gives 
businesses depth of cover 
by addressing the second 
and third layers of risk 
management (operational 
risk and strategic risk).  As 
the captive matures and 
amasses reserves, it can 
also play a role in address-
ing core risk.  Operational 
and strategic risks and the 
existential threat that can 
pose to small and mid-
size business owners are  
summed up in Chart Two, 
below, and outlined in de-
tail at FEMA’s Ready.Gov 
website.***

Increase the Time 
Horizon of Risk 

Management
Another characteristic 

of a mature risk manage-
ment approach is taking 
a forward looking stance.   
A short term approach 
to risk management typi-
cally buys insurance from 
year-to-year with the goal 
of keeping costs as low as 
possible. 

Each year, all premi-
ums paid for third party 
commercial coverage are 
a “sunk cost.” At the end 
of the year, if there are no 
claims, the money is gone.   
 

Please turn to page 35

Chart Two

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

Fax 800-915-5501

Why spend $100k for an 
inline machine when the 
Edgemate 100 will give you a 
PERFECT PROFILE for $6k?

“Great for new employees without 
fabrication experience. After 
just two days, she was producing 
perfect, clean profiles on granite.”

– Brian Fansworth, Owner

SEE THE

VIDEO
HTTP://WWW.BRAXTON-BRAGG.

COM/EDGEMATE100

*Call for Equipment Financing Options

 Item # Description Price* 

 5104 Edgemate 100 with 12´, 7´- 3˝ and 4´- 6˝ Track $5,995.00

  F.O.B. Knoxville, TN

Economical
With the Edgemate 100, there’s no need to buy 

special profile wheels for a CNC, router or expensive 
inline tooling. Talon™ Cup Wheels and Viper® 
Polishing Pads are all you need to produce a finish 
that will exceed what you can expect from high-priced 
machines.

Invisible Seams and Laminations
Use the Edgemate 100 to back-bevel your seams 

to achieve a perfect seam. Instead of re-sawing a 
laminated edge, simply polish it out; less stress on 
the stone and on you.

And you won’t have to buy 
special high-priced tooling!

Easy to Use!

Shop www.braxton-bragg.com for the Edgemate 100 Visit www.slipperyrockgazette.net for more Stone & Tile industry news

Our Federal Government Encourages ERM

Even the U.S. 
Government 
encourages small and 
mid-size businesses 
to prepare for a wide 
range of threats.

(Chart from ready.gov 
landing page for 
business risk 
assessment)

Hazards
• Fire
• Explosion
• Natural hazards
• Haz Mat spill, release
• Terrorism
• Workplace violence
• Pandemic disease
• Utility Outage
• Mechanical breakdown
• Supplier failure
• Cyber attack

Assets at Risk
•  People
•  Property, including  
 buildings, critical  
 infrastructure
•  Supply chain
•  Systems / equipment
•  Information technology
• Business operations
•  Reputation of, or  
 confidence in entity  
•  Contractual obligations
•  Environment

Impacts
• Casualties
• Property damage
• Business interruption
• Loss of customers
• Financial loss
• Environmental 
 contamination
• Loss of confidence in 
 the organization
• Fines and penalties
• Lawsuits

HAZARD IDENTIFICATION VULNERABILITY ASSESSMENT IMPACT ANALYSIS

www.braxton-bragg.com

https://www.ready.gov/risk-assessment
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8454,10492/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.ready.gov/risk-assessment
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8454,10492/
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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 

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 $43.95 

 46406 Stone Shield™ Transparent Knife Grade, 5 Gallons $195.95 $169.95
$26

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

$59.97

$9.74

$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!

Please turn to page 37

Continued from page 34

Because a captive insurance com-
pany is owned by the business 
owner(s) or the parent company, 
premiums paid to the captive in-
surance company are retained 
after claims are paid. Wealth 
accumulates in the captive as 
insurance reserves and pro-
vides flexibility to the business 
in its risk management in future 
years. A captive facilitates an 
ERM strategy because it enables 
a multi-year approach to risk 
management.

Summary: The  Financial 
Impact of ERM with a CIC
Adopting an ERM approach 

with a captive insurance company 
as the chassis can be a financial 
game changer for stone industry 
businesses.  Because the business 
owner and/or company can reap 
additional profits from its captive 
insurance company, the organi-
zation will inevitably make risk 
management and risk mitigation 
a higher priority. Furthermore, as 
the CIC grows its reserves, it is 
in a position to help reduce total 
reliance on third party commer-
cial cover for core risks. This can 
often be achieved by re-insuring 
deductibles and insuring addi-
tional potential losses not covered 
by commercial insurance (includ-
ing losses above third party insur-
ance policy limits). Finally, CIC 
ownership enables the business 
owner or owners to capitalize on 
the favorable tax treatment that 
insurance companies receive on 
their reserves set aside for fu-
ture claims. As covered in my 
previous Slippery Rock articles, 
a well-structured ERM strategy 
with a CIC can save a business 
owner up to $600,000 per year in 
taxes. 

Because a captive insurance 
company is owned by the busi-
ness owner(s) or the parent 
company, premiums paid to the 
captive insurance company are 
retained after claims are paid. 
Wealth accumulates in the cap-
tive as insurance reserves and 
provides flexibility to the busi-
ness in its risk management in fu-
ture years. A captive facilitates an 
ERM strategy because it enables 
a multi-year approach to risk 
management. 

Did Your Business Just 
Write a Large Check 

to the IRS?

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8447,9936,8649/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8447,9936,8649/
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8447,9936,8649/
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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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10874/
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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

*** To read more on operational and 

strategic risks, visit my web page:

www.captivatingthinking.com/

the-best-self-insurance-money-can-buy-2/

If the insurance company qual-
ifies as a “small” insurance com-
pany (defined as receiving annual 
premiums of $1.2 million or less), 
it can make an 831(b) tax elec-
tion and be taxed at a 0% (zero 
percent) rate on its underwrit-
ing profits. Hence, a well-struc-
tured ERM strategy with a CIC 
can save a business owner up to 
$600,000 per year in taxes. Most 
importantly, rather than being 
weakened by taxation, the busi-
ness is strengthened and better 
prepared for long term survival.   

* For an in-depth look at this issue, read 

Tax Avoidance Is Perfectly Legal, But Tax 

Evasion Is Against The Law, on my web 

page… www.captivatingthinking.com/

tax-avoidance-is-perfectly-legal/ 

** To read Congress Wants You To Own 

A Captive Insurance Company, visit my 

web page www.captivatingthinking.com/

congress-wants-you-to-own-a-captive-in-

surance-company/

Continued from page 35

Did Your Business Just 
Write a Large Check 

to the IRS?

Face Transplant 
a Success for 

Injured Missis-
sippi Firefighter

A Mississippi firefighter who 
received the world’s most 

extensive face transplant after 
a burning building collapsed 
on him said last month that he 

Rufus Leakin

feels like “a normal guy” for the 
first time in 15 years.

Patrick Hardison, 42, said he 
can now eat, see, hear and breathe 
normally, thanks to last year’s 
surgery. He has a full head of hair 
and hits the gym twice a week.

“Before the transplant, every 
day I had to wake up and get my-
self motivated to face the world,” 
Hardison told reporters at NYU 
Langone Medical Center. “Now I 
don’t worry about people pointing 

The life-changing procedure 
was performed by Dr. Eduardo 

D. Rodrigues.

and staring or kids running away 
crying. I’m happy.”

Hardison was a volunteer fire-
fighter in Senatobia, Mississippi, 
when a building collapsed on him 
in 2001. He had 71 reconstructive 
surgeries before the transplant.

While there have been nearly 
40 face transplant surgeries since 
2005, Hardison’s was the first to 
include a scalp and functioning 
eyelids. Doctors have since fixed 
up some features and removed his 
breathing and feeding tubes.

Hardison has no scars on his 
face, and although he resembles 
his old self, some of his features 
are different.

His eyes are smaller and his 
face is rounder, but he still has 
sandy brown hair.

“I don’t get up and look in the 
mirror and focus on that,” he said. 
“I get up and just go along with 
my day.”

The divorced father of five said 
one of the best moments of his 
life was seeing his children for the 

first time after the August 2015 
surgery. Four of his children at-
tended the news conference.

His 21-year-old daughter, 
Alison, said she cried after see-
ing him because she was so 
relieved.

“I walked into the room and I 
was just speechless,” she said. 
“He gave me a hug and our 
cheeks touched, and his cheeks 
were kind of warm, and that was 
something I hadn’t felt in 14 
years.”

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9409/
http://www.captivatingthinking.com/the-best-self-insurance-money-can-buy-2/ 
http://www.captivatingthinking.com/the-best-self-insurance-money-can-buy-2/ 
http://www.captivatingthinking.com/?s=perfectly+legal
http://www.captivatingthinking.com/congress-wants-you-to-own-a-captive-insurance-company/
http://www.captivatingthinking.com/congress-wants-you-to-own-a-captive-insurance-company/
http://www.captivatingthinking.com/congress-wants-you-to-own-a-captive-insurance-company/
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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NO Orange Peel on Quartz! 
The 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 $76.67 

58001 6-Step In-Line Polishing System, Step 2  $115.95 $76.67

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

 58003 6-Step In-Line Polishing System, Step 4 $115.95 $76.67

 58004 6-Step In-Line Polishing System, Step 5 $115.95 $76.67

 58005 6-Step In-Line Polishing System, Step 6 $123.95 $85.36

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

 58006 6-Step In-Line Polishing System, Step 1 $132.95 $85.36

 58007 6-Step In-Line Polishing System, Step 2  $132.95 $85.36

 58008 6-Step In-Line Polishing System, Step 3 $132.95 $85.36

 58009 6-Step In-Line Polishing System, Step 4 $132.95 $85.36

 58010 6-Step In-Line Polishing System, Step 5 $132.95 $85.36

 58011 6-Step In-Line Polishing System, Step 6 $140.95 $85.36

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 

Sausage Strife: 
 Do Your Wurst!

A reckless BMW driver 
brought out the wurst 

in a pedestrian in Germany, 
who dented the luxury vehicle 
with a foot-long bologna roll, 
alarmed that the car was going 
too fast and was endangering 
his son.

Police in the eastern city of 
Neubrandenburg said the sau-
sage attack broke out one week-
end when the 49-year-old man 
and his 8-year-old son were 
crossing the street.

As a 47-year-old BMW driver 
tried to scoot quickly into a 
nearby parking spot, the pedes-
trian yelled “Stop,” and after 
the car didn’t slow, he threw the 

sausage he was carrying at the 
car to get the driver’s attention.

The bologna triumphed over 
Bavarian engineering, leaving 
a small dent in the BMW’s 
back right door. Police say the 
pedestrian is accused of causing 
property damage. Both the boy 
and bologna were unharmed in 
the incident.

That Olde 
Kentucky 

Entrepreneurial 
Spirit

The Meg C Jewelry Gallery 
of Lexington, Kentucky 

introduced a limited line of 
Kentucky-centric gold-plated 
necklaces and earrings this 
summer (recently touted 
for Christmas!) – each shiny 
bauble dangling with gen-u-
ine Kentucky Fried Chicken 
bones. That’s right, somebody 
else ate ’em, and now, you can 
wear ’em – all done in the best 
of taste, of course.

All the meat, gristle, car-
tilage, etc. was picked clean 
from KFC wings, which were 
then washed, dried, sealed with 
varnish and conductive paint, 
copper-electroformed, and 
then electroplated with 14k 
gold. Small-bone necklaces 
go for $130 (large, $160), and 
earrings for $200 a pair — and 
according to Meg C, they’ll ac-
cessorize anything from jeans 
to a lady’s best little black 
dress, especially for going to a 
fancy chicken dinner – the kind 
catered by the bucket-load.

Carmen Ghia

“Attitude lies somewhere between emotion and 
logic. It’s that curious mix of optimism and de-
termination that enables you to maintain a pos-
itive outlook and to continue plodding in the 
face of the most adverse circumstances.”
— Pat Summitt  1952 – 2016

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Viper In-Line Polishing System

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11038/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11118/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11118/
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An Era Concludes
Founded in 1880 by Redfield 

Proctor, at its peak the Vermont 
Marble Company was the largest 
marble company in the world, with 
48 gang saws and several thousand 
employees. “It was an amazing 
company,” said Gawet. “They had 
their own architects, their own ge-
ologists that did their own studies, 
and their own carvers and setters. 
They made their own machinery, 
too. Highly resourceful, turning 
trash to cash; blocks that were 
considered unusable for standard 
production were used for half-inch 
thick tile. Then, with the advent of 
better cutting technology for harder 
stone, granite popularity grew, and 
by 1978 the West Rutland quarry 
had closed. None of the siblings 
were interested in taking over the 
company, so the buildings and 
quarries were sold to various other 
companies.

“During this transition they 
weren’t able or willing to do their 
standard work, so it was subcon-
tracted to us and other compa-
nies. They had also quit making 

memorials, so we picked that work 
up, too. Many of their employees 
from those days became our em-
ployees. The quarry let them go, 
and we welcomed them here. 

We were fortunate to take on 
some very talented sculptors. In 

fact, my father snapped up our 
current shop foreman as soon as 
he found out he was available, and 
he’s been working for us for the 
past 35 years.”

By the mid 1980s, the company 
had become a “cut-to-size-shop,” 
said Gawet. “We did some nice size 
jobs back then with the old-timers. 
Unfortunately, after the economic 
downturn, we saw a big drop in 
business.” Lately, however, Gawet 
has seen an increase in both whole-
sale and retail monuments. This 
year they’ve not only shipped local, 
but as far as California, Canada and 
Puerto Rico. 

“We’ll ship our building stone 
anywhere! We just had a home-
owner show up from Martha’s 
Vineyard wanting West Rutland 
Grey marble. It is a big job.” 

Philip Gawet, now co-owner with 
his brother, Albert Gawet, who 
handles trucking the company and 
memorial setting, currently em-
ploys a total of six people. “They 
are a great bunch of people!’ They 
are also highly diversified, doing 
countertops, shower surrounds, 
fireplaces, flooring, exterior facade 
and pavers, in addition to their 
thriving memorial business.  Some 
clients show up with their design-
ers in tow, some don’t, and many 
are price shopping. Gawet employ-
ees do not perform the onsite instal-
lation other than setting memorials 
and headstones.

The Future 
“I will continue doing what I’m 

doing, but it’s a tough market,” 
said Gawet. “We do need to update 
some of our equipment. We’ve got 
the trucks and we handle the pro-
duction. That said, I’ve been look-
ing at our Cippolino quarry in West 
Rutland. It was part of the quarry 

Continued from page 2

A wire saw and gang saw facilitate 
Gawet’s quarry to client concept, 
while two Park Industries bridge 
saws – a Prodigy and a Jaguar – 
round out the company’s arsenal 
of cutting equipment. These well-
built machines have some mile-
age on them, but are still going 
strong.

“We also have an well-used 
Savage Face Polisher (shown 
below). Unfortunately, no one 
can date when this machine was 
built. Suffice it to say that it is 
pretty old, as it was purchased 
from the Vermont Marble 
Company.” Here, a large cut-to-
size job is being staged: custom 
windowsills with a honed finish.

Photos (2) by Peter J. Marcucci

Courtesy Building Stone Magazine and Gawet Marble & Granite (2) 

that my father bought years ago 
from Georgia Marble Company. 
It’s a beautiful material and differ-
ent than anything around. Some of 
the Vermont marbles are subtle and 
bland, unlike many of the current 
popular imported marbles that are 
livelier. This Cipollino has a lot of 
pizazz. There is also a white and 
lime green that comes out of that 
quarry. 

“There are other markets, and the 
future looks good if we can pro-
duce products with mostly our own 
stone. The West Rutland quarry is 
still closed, but still contains all the 
original colors and could be made 
available for historic renovation/
preservation work if we open it up 
again.  

“Therefore, the future is about 
equipment, machinery, moving 
heavy blocks and networking. 
Unfortunately, in the (stone) indus-
try these days, you don’t have the 
lead times that you used to. People 
want it now! So that’s tougher, too, 
but I’m always learning, and the 
potential for the marble from this 
area is enormous.” 

The Gawet family, in their own 
way, has perpetuated the concept 
of quarry to client into a present 
day business model, continuing the 
heritage of Vermont stone and the 
legacy of the giant that once flour-
ished producing it.

Notable work includes, but is 
not limited to the U.S. Capitol, 
Washington, D.C.; Idaho 
State Capitol; Lord and Taylor 
Stores throughout America; the 
Hubbardton Battlefield Memorial; 
and scores of beautiful residences 
throughout this country.  

Additionally, Gawet Marble & 
Granite received the 2012 Tucker 
Award for its cut-to-size prod-
ucts used in the construction of 
The Center For the Advancement 
of Public Action, located at 
Bennington College, Vermont.

For more information about 
Vermont marble and the Vermont 
marble belt, Google: Vermont 
Marble Trail.

For more information about 
Gawet Marble & Granite, visit 
www.gawetmarble.com .

Gawet Marble & Granite’s contributions as a cut-to-
size stone supplier were recognized with a 2012 Tucker 
Award on this notable project for Bennington College.

From Quarry to Client

Gawet family archive photo 
of Stanley Gawet (at far left) 
at the Hubbardton Battlefield 
Memorial, a monument 
fabricated by Gawet Marble & 
Granite, Inc., of marble from 
the West Rutland quarry.

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

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

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

ATTN: GRANITE CITY TOOL CUSTOMERS
“You Have The Right to

Choose Your CNC Tooling!”

Better!  F
aster!  C

heaper!

(and get 25% OFF)

So, you might as well choose the real deal, industry leader in 
quality, service and value: Braxton-Bragg’s Viper Tooling, yeah?

“Viper CNC Tooling is like

getting the benefits of a

luxury jet

for the investment of

a toy plane.”

Imagine a world where you could get 
better quality CNC tooling with better 
value and better service.

Now, imagine it costs 40% less!
Well, not only can you imagine it, 

it’s reality because buying Viper CNC 
Tooling from Braxton-Bragg is like 
getting the benefits of a luxury jet for the 
investment of a toy plane.

Okay… Viper may not be that much less 
expensive, but it is 40% less than ADI… 
and the comparison in quality isn’t even 
close - Viper CNC Tooling wins.

As you probably know by now, 
GranQuartz bought Granite City Tool.

And because you were a customer of 
Granite City Tool, you’re likely to see a 
few changes that may not be in your best 
interest.

One such change — a change that could 
dramatically impact your bottom line 
and your productivity — is that you’ll be 
asked to switch over to ADI for your CNC 
tooling.

Of course, we believe our Viper CNC 
Tooling is the best.

But why do we believe it?
Because we’ve tested Viper against the 

rest — and won.
So if you’re going to have to change 

brands anyway, why not change to a 
proven winner?

PLUS… you’ll get an additional 
25% OFF as a “conversion 
allowance.”

For details and to talk with Daryl Sims, 
our CNC Tooling Pro, call toll free at 877-
493-0394.

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,10544/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8452,10544/
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“No one will really understand politics until they under-
stand that politicians are not trying to solve our prob-
lems. They are trying to solve their own problems — of 
which getting elected and re-elected are number one and 
number two. Whatever is number three is far behind.”

— Thomas Sowell

Doing Business “The Park Way”

Please turn to Page 44

Continued from page 6

“Running a business is 
kind of at an evolution right 
now. Because of the reces-
sion, unfortunately we lost 
a lot of fabricators. People 
are forced to be more busi-
ness-minded. The point is 
that we want to help you in-
vest in your business.”

“Our machines transform 
their business,” said Joan.  
“It will transform their shop. 
It has a much larger impact. 
By challenging their pro-
cesses, we are able to help 
our customers be more suc-
cessful financially.”

In-House Equals 
Innovation,  

Quality, Service
There’s another aspect 

of the business that makes 
Park Industries unique.

“We believe that we are 
the only stone equipment 
manufacturer in the world 
that does everything on our 
own, front to back, from de-
sign to sales to after-market 

support. We have always 
structured our business in 
this fashion,” said Joan.

“In the beginning we 
were very, very small,” said 
Mike. “But as we grew we 
began to understand that the 
best way to serve our cus-
tomers is to do it ourselves. 
We have a direct line to the 
customer without anybody 
in between.”

To achieve this today, 
Park Industries employs 
around 290 associates 
across a wide array of dis-
ciplines. Software, me-
chanical and manufacturing 
engineers, designers, in-
stallers, sales force, training 
team, phone and field ser-
vice groups, manufacturers 
like machinists, welders 
and electrical technicians, 
all and more are part of the 
Park Industries team.

Every aspect of every ma-
chine is assembled in the 
Park Industries facility with 
no outsourcing.

“We literally start off with 
steel and some wires, and 

out the back door comes a 
completed machine,” said 
Joan. “At Park, we are a 
highly collaborative group 
with a wide array of skills 
and knowledge at our 
fingertips.”

That’s why Park Industries 
places emphasis on devel-
oping their workforce and 
treating their employees 
right. 

One in five Park employ-
ees in each of the last two 
years has had the opportu-
nity for promotion or a lat-
eral move.

“We are upping the abil-
ities of our workforce all 
the time,” said Mike. “We 
are giving them the oppor-
tunity to grow personally 
and professionally, too. It 
is our hope that because of 
the culture and values that 
we instill here that peo-
ple go home and become 
better members of the 
community.”

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

 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

Park Industries transformed the 
thin stone production market by 
introducing revolutionary thin stone 
veneer machines, like the patented 
TXS-2600 Whisper.

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10491/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10491/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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www.braxton-bragg.com Fax 800-915-5501 

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.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11024,11026/
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11024,11026/
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Doing Business “The Park Way”

Park Industries has about 
13,000 machine installa-
tions across North America, 
a lifetime service guarantee, 
24/7 phone support, and 
field support. On top of that, 
they conduct customer train-
ing in-house. On any given 
day, customers are on-site 
at Park Industries, making 
the Park Way even more 
important.

“We have a very complex 
business, there’s no doubt 
about that,” said Joan. “But 
we have really good people 
that work at Park, and they 

do a great job at keeping 
things coordinated within 
the business and for our 
customers.”

Looking Ahead
As for the future, Mike and 

Joan said their goals are not 
driven by numbers. They 
don’t want to grow just to 
be a big company. For them, 
growth is about improving 
the industry and helping their 
customers succeed. 

“I think the stone industry 
is pretty cool and continuing 
to grow, and we want to grow 
with it. The satisfaction that 
we get through the company, 

Of Park’s associates, 22 percent are located in customer service/support roles.  This 
supports the company’s commitment in providing exceptional customer service.

working through problems, 
that’s the icing on the cake. 
When people say, ‘That’s 
why I work with you,’ that 
makes it all worth it,” Mike 
said. “We want to set the bar 
for excellence, and whatever 
that brings, we’ll embrace it. 
It’s fun to be able to do what 
needs to be done, to be able 
to continually set the bar for 
what being the best means in 
the community.

“That’s the fun part.”
And that’s the Park Way.

For more information, visit 
www.parkindustries.com .

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 

Continued from page 42

Today, Park Industries is the largest manufacturer 
of stoneworking solutions in North America.

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

http://www.parkindustries.com
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10979/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10979/
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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

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!
IT EVEN WORKS ON 

 VERTICAL SURFACES 

AND TEXTURED STONE!IT EVEN WORKS ON 

 VERTICAL SURFACES 

AND TEXTURED STONE!

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11045/
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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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.

Continued from page 27
I reached in my bag, pulled out 

my pH test paper, and inserted it 
into the bottle. Yep, you guessed 
it – the product contained an acid 
with a pH around five. It was 
definitely harsh enough to etch 
the stone, and something anyone 
who worked with marble should 
have known, and avoided! 

What I just did not understand 
is why they were continuing to 
use it, even after seeing what it 
was doing the stone! All I could 
think of was a quote from Forest 
Gump… “Stupid is as stupid 
does.” 

I must have inspected over 20 
units, all with the same problem. 
When we were done, Jose took 
me to the main office to talk to 
his boss.

We walked into this plush of-
fice decorated with stone (un-
etched) everywhere. We entered 
though big wooden double-doors, 
and the gentleman sitting at the 
desk looked at me and asked me, 
“How’s the ole ticker?”  

Yep, it was my neighbor from 
the hospital.  

He shook my hand and said it 
must have been kismet that he 
meet me, due to the fact they dis-
covered this problem the day he 
returned to work.  

I told him the fix was easy, but 
here is the icing on the cake: he 
told me that he wanted me to bill 
each condo owner my individual 
fee! Holy crap, I thought. That 
was like doing 20 inspections in 
one day, and getting paid sep-
arately for each one. Maybe I 
should spend more time in the 
hospital… NOT! 

Just in case you’re wonder-
ing, the marble just needed to be 
re-polished. It could have been 
so much worse  – just like my 
heart surgery.

The Stone Detective is a fic-
tional character created by Dr. 
Frederick M. Hueston, PhD, 
written to be entertaining and 
educational. Dr. Fred has writ-
ten over 33 books on stone and 
tile installations, fabrication and 
restoration and also serves as 
an expert for many legal cases 
across the world. You can send 
your email comments to him at 
fhueston@stoneforensics.com.

The Stone 
Detective

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

http://www.braxton-bragg.com/
mailto:fhueston%40stoneforensics.com?subject=The%20Stone%20Detective
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 

The New Super Premium Talon 
Turbo Blades Are Here!

NEW &

IMPROVED
Polishing is the most time intensive 
part of your fabrication process, right?

So wouldn’t it be incredible if you 
could start that process with a 
smoother cut, before you ever break 
out the polishing pads?

Well, the new Talon Super Premium 
Turbo Blade cuts faster, with a much 
smoother edge compared to other 
Turbo blades.

There are two reasons why we’re willing to 
go on record and say this is the best turbo 

blade on the market today:

    1. No other Turbo blade has a 10mm segment like 
this Super Premium Turbo Blade, and that means 
more diamonds cutting for a faster, smoother cut. 

    2. We’ve tested the rest and found them all wishing 
they were the Talon Super Premium Turbo Blade. 

Let’s sum it up:
•Unique 10mm Segment
•These new blades cut faster
•Much less chipping
•Dry or wet use
•Blades last much longer than other turbo blades  
   out there

Add a couple (or more) to your cart now. You’re going to 
love the way they cut. We guarantee it.

 Item # Description OUR Price
 10030 Talon Turbo Diamond Dry Granite Blade, 5”, 5/8” with Quad Holes, 12,000 RPM Max. $34.95

 10010 Talon Turbo Diamond Dry Granite Blade, 6”, 5/8” with Quad Holes, 10,185 RPM Max.  $39.95

Order Yours

NOW!
Smoother 

Cut!

New & Improved? YES!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Super Premium Talon Turbo blade

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11184/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11184/
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