
 Volume 23, Issue 271 The Beacon of The sTone IndusTry  January 2017

w w w . s l i p p e r y r o c k g a z e t t e . n e t

Arizona’s Countertop Rock is 
Rooted in Customer Service

Joe Ricciardi, founder of 
Countertop Rock in Phoenix, 
Arizona, has a deep back-

ground in customer service, and 
he brought it with him to the stone 
industry.

Originally from northern New 
Jersey, Ricciardi has been in sales 
his whole life, and most of those 
years were in the automobile in-
dustry. He worked as general 
manager and sales trainer, created 
marketing materials, and even 
turned around a failing dealership. 
In the late 1990s he got an offer 
to take over a car dealership in 
Phoenix, and he accepted.

Around 2001, Ricciardi realized 
it was time for a career change. 
A friend connected him with an 
Italian man who was a stone artisan. Please turn to page 2
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“He had great workmanship 
when it came to tile and granite 
work, but little know-how when 
it came to marketing his busi-
ness and the ability to grow it,” 
Ricciardi said.

The two struck a bargain. 
Ricciardi would market the com-
pany if the Italian man would 
teach him about stone fabrication 
and installation. After four years, 
the man decided to leave the 
country, and Ricciardi struck out 
on his own.

“I had a little building, a hand-
saw, and an old Mitsubishi,” said 
Ricciardi. “I started basically out 
of the trunk of my car. Every day 
from 6 a.m. to 6 p.m., I stopped 
everywhere, walking onto job 
sites, usually getting thrown 
off the site. I would just keep 

Please turn to page 14

Lessons Learned

Life has a way of changing 
around the best laid plans.  
No matter how often we 

think we have the tiger by the tail 
it doesn’t take much to change 
your situation in a short space of 
time.

Sixteen years ago my husband 
and I started our countertop busi-
ness in our garage, and 16 years 
later we have a shop, a show-
room, returning customers and 
contractors we have worked with 
for quite a few years. We have 
established many great business 
relationships, some that have 
turned into friendships as well. 
After 16 years of working hard 
to build our business and repu-
tation, we have had to make the 
tough decision to shut Monarch 
Designs down. I had actually 
started looking into the idea of 
selling the business a few months 
ago, but a recent health issue with 

Jodi Wallace
Stone Industry Consultant

a family member has made that 
idea no longer feasible. Our em-
ployees are not in the financial 
position to buy it and we simply 
don’t have three to six months to 
find someone who would like to 
purchase the business. It’s a dif-
ficult decision made even harder 
by people who are not happy 
with our decision. They are not 
asking to buy the business; they 
are just upset because they feel 
we are hurting them by closing it 
down.  Regardless of who agrees 
or not, IT IS our decision to 
make, and we have made it.

 The good news is the economy 
is strong and I was able to find 
jobs for my guys before I an-
nounced we were closing. This 
was really important to me. 

A Review of the Proliner 7 and Proliner 8 Digital Templating Tools

showing up until I was given 
an opportunity to bid the home 
being built or the hotel going up. 
Eventually my tenacity paid off 
and relationships were built and 
customers started to call.”

That hard work was a sound 
investment. Today, Countertop 
Rock has a fabrication shop and 
showroom on a half acre of prop-
erty, two steady crews and eight 
fabricators. The shop has two 
bridge saws and hand tools.

“Nothing too fancy,” Ricciardi 
said.

Part of his secret, aside from 
radical customer service, is keep-
ing it simple.

Located in Fort Pierce, 
F l o r i d a ,  P r o d i m 
International has been 

developing digital templating 
Proliner technology for over 15 
years. Currently offering two 
models, the Proliner 7 and Proliner 
8, the company continues to stay 
ahead of the curve by offering cut-
ting-edge technology, explained 
sales manager  Zach Harris.  

“We are always refining our 
stone industry products. We do sell 
to other industries, but the stone in-
dustry is our bread and butter, and 
any time there’s a solution needed, 
we try to be on the front wave of 
that. Our Proliner digital Templater 
is a good example of this.” 

Features & Benefits 
of the Proliner

The main difference between the 
Proliner 7 and Proliner 8 series is 

that the 8 is used more for 3D mea-
suring, such as architectural work, 
while the 7 is used for 2D mea-
suring, such as countertops. Both 
units come with their own CAD 
software, allowing the user to fin-
ish all the drawings in the field, 
and then send them back to the 
shop. This, said  Harris, is one of 
the biggest benefits. “The Proliner 
has software built 
into the system, and 
you’re able to 
do all the 

The Proliner 7 has 
built-in CAD software, 

allowing an operator to 
finish drawings in the field.

editing in CAD, even building 
a job ticket right in the Proliner 
itself. You can then transfer the 
file via USB from your phone or 
laptop. This factor alone is a huge 
time savings.” 

Anyone that’s been in the 
stone business for any length 

of time knows that accurate 
templating is the first 

step to a more ef-
ficient workflow.  
It’s where all the 
good and all the bad 
begin, period! 

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Countertop Rock is Rooted 
in Customer Service

Continued from page 1

low, I am able to pass those sav-
ings along to my customers.”

Now, the housing market in 
Phoenix is doing well. Ricciardi 
estimates that more than 100 stone 
fabrication shops are thriving in 
the area, and he’s optimistic about 
the future.

“The market here is very, very 
good,” he said. “There’s a lot of 
work here. I am very optimistic 
about the coming year and beyond. 
To me, the future is exciting.”

The shop sells a full line of nat-
ural stone, including Cambria, 
Travertine and Venus Quartz.

Countertop Rock also 
does cabinetry, and 
Ricciardi is trying to ex-
pand that area of the busi-
ness. He’s also expanding 
in to multi-unit jobs. One 
upcoming project is a 205-
unit condo complex.

“It’s magnificent,” 
Ricciardi said. “It’s like 
Miami Beach, lots of glass 
and quartz with a contem-
porary feel.”

Countertop Rock does all 
fabrication and installation 
in-house, including large 
jobs like hotels. Ricciardi 
said many shops order 
prefabricated material for 
large jobs from overseas, 
but not Countertop Rock.

Changing Industry
In just the past decade, Ricciardi 

has seen a lot of changes in the 
stone industry. One big change is 
the shift away from stone as a lux-
ury item.

“Years ago, granite was a luxury 
item. A 60 square foot job would 
be almost $5,000,” he said. “That 
same job today is about $2,500. 
It’s become more accessible, more 
affordable. The affordable stuff is 
our bread and butter here in the 
Phoenix market.”

Whether affordable or lux-
ury, Countertop Rock has done 
it all. Ricciardi has worked in 

multi-million dollar homes, with 
exclusive material like onyx, and 
executed lovely work with double- 
and triple-laminated edges.

And he appreciates every job, 
big or small, for helping make 
Countertop Rock successful.

“For me, after all these years, I 
am selling my integrity and show-
ing my appreciation to thousands 
of customers who have entrusted 
me with their homes and projects. 
I am very grateful.”

For more information, visit the 
Countertop Rock website, www.
countertoprock.com .

over the last 14 years, and 700 in 
the last year, that’s quite a feat.

“We are not a big, fancy facil-
ity, but we get the job done with 
the highest quality workmanship 
and best price possible,” Ricciardi 
said. “I am very customer oriented. 
If I ever have a customer who is 
not 100 percent satisfied, it liter-
ally keeps me up at night. So, I do 
everything to make sure people are 
fully satisfied with our work.

“My philosophy is: pay attention 
to customers’ needs, give them 
quality and a fair price, and be 
there after the sale and the instal-
lation. I give a lifetime warranty 
on our installation. I’ve had cus-
tomers from nine years ago whose 
sink may have come loose or seam 
may have separated, and we come 
back out at no charge and repair it 
for free.”

Keeping it Simple
Ricciardi estimates that 

Countertop Rock’s business fell 
off maybe 10 percent during the 
recession, and the shop weathered 
the storm just fine. The worst that 
happened was that Ricciardi won 
a bid to do stone in 50 new bank 
branches, but the bank built eight 
branches and quit when the reces-
sion hit.

“My strategy was to have a low 
overhead,” said Ricciardi. “My 
trucks and equipment were all paid 
for. The fact that my overhead is 

This double ogee edge profile was done for a Scottsdale client, 
in a $3 million customer home. Countertop rock gives a life-
time warranty on installation, and customer satisfaction takes 
top priority.

The clean lines of this mitered and laminated granite island makes it the center-piece of this open-
plan combination kitchen and family room in a custom private residence.

It’s All About the Customer
Ricciardi built Countertop 

Rock on customer service, and 
it’s gained him repeat business 
and word-of-mouth referrals that 
can’t be beat. While he has done 
and continues to do commercial 
and multi-unit jobs, the bulk of 
his business is in home remodels.

But, if he gets one home in a 
neighborhood, chances are the 
neighbors will call Countertop 
Rock when it’s time to remodel 
their own kitchens and bath-
rooms, Ricciardi said. He takes 
any job that comes his way, and 
uses skills learned in his car 
salesman days to keep business 
at Countertop Rock. The key is 
flexibility, he said.

“I negotiate, talk alternatives,” 
he said. “When someone needs a 
bid or we have an appointment, I 
am immediately on the project, 
and if the numbers do not work 
for the client’s budget, I find a 
way to make it work, finding al-
ternatives or even taking a ‘short 
deal.’ Being flexible with people 
I’ve learned comes back around 
in the long run.”

Countertop Rock has a lifetime 
warranty on installation, and cus-
tomer satisfaction takes top prior-
ity. The business has an A+ rating 
with the Better Business Bureau. 
With thousands of jobs completed 

“I just like to do things 
custom,” he said.

Although Ricciardi does take on commercial and multi-unit jobs, the 
bulk of Countertop Rock’s work is in home remodels. Exotic stone like 
Galaxy Black and the Stone Wood Onyx slab shown above are still in 
high demand with his customers, but the average cost for granite has 
gone down, he says. “It’s become more accessible, more affordable.”

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

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.

See Elipse & More
at the 2017 StonExpo

Booth #3549

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop braxton-bragg.com for the New Elipse 6-step Polishing System

http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11024,11026/
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Who is wise? He that learns from 
everyone. Who is powerful? 
He that governs his passions.  
Who is rich? He that is content. 
Who is that? Nobody.

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

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

BEST-SELLING 
BRIDGE SAW BLADE

FEATURING 

ARRAY  
TECHNOLOGY

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

– Mike Weldon, 
 Stone Fuzion

20mm Segment and 
Array Diamond Technology

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

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

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

 Item # Description MSRP OUR Price 

 9881  Viper® Array 20mm Segment Silent Core Blade, 14”, 4,500 RPM $344.95 $270.12

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

20mm!
Segments

Laticrete Co-Founder 
Lillian Rosenstock 

Rothberg Passes Away

Laticrete co-founder 
and wife of the late 

Dr. Henry M. Rothberg, 
Li l l ian  Rosenstock 
Rothberg, passed away 
on November 27, 2016. 
Throughout her impres-
sive life, Mrs. Rothberg 
remained the bedrock 
upon which the Rothberg 
family legacy was built 
and the inspiration for 
the values instilled in the 
family-owned company, 
Laticrete. She was 91 
years old.

Mrs. Rothberg co-
founded Laticrete with 
her late husband in 1956. 
While overseeing office 
and administrative func-
tions in support of her hus-
band’s efforts to champion 
superior tile and stone 
adhesives, she also main-
tained a home and ensured 
the successful upbringing 
of their seven children.

Together, and lovingly, 
she and her husband estab-
lished the soul of Laticrete, 
shaping it into the fami-
ly-run and family-oriented 
business it is today.

“Words cannot express 
the depth and pain of this 
loss. Our devoted mother 
was a true inspiration to all 
members of the immediate 
Rothberg and extended 
Laticrete family,” said 
David Rothberg, chairman 
and chief executive officer 
of Laticrete. “She was not 
only our loving mom, but 
was instrumental in the 
creation of the company’s 
philosophy and values.”

Ahead of her time, Mrs. 
Rothberg brilliantly balanced 
the demands of career, family 
and leadership. Without her 
active involvement, Laticrete 
would not be the successful 
worldwide company it con-
tinues to be.

“No matter what we do, our 

company’s actions are based 
on family values,” continued

David Rothberg. “And, 
from the very beginning, our 
company’s values have been 
the values born by both my 
mother and father.”

Outside of her professional 
life, she was known for her 
superb insights into human 
nature, passionate concern 
for sociopolitical justice and 
love of literature. She and 
her husband took pleasure 
in inspiring young mem-
bers of their growing fam-
ily to achieve great things. 
Their devotion to mentor-
ship and education led them 

to contribute 20 schol-
arships to Dr. Henry M. 
Rothberg’s alma mater, 
the University of South 
Carolina’s School of 
Chemical Engineering.

Mrs. Rothberg is sur-
vived by her seven chil-
dren, Irene Rothberg, 
Henry B. Rothberg, 
David Rothberg, Deborah 
Rothberg, Celia Meadow, 
Dr. Jonathan Rothberg, 
Michael Rothberg, 19 
grandchildren and five 

great-grandchildren.
An online memorial in 

remembrance of Lillian 
Rosenstock Rothberg has 
been established at shure-
funeralhome.com/service/
lillian-rosenstock-roth 
berg/ for condolences.

Contributions, in lieu 
of flowers, may be made 
in her memory to the 
Smilow Cancer Center at 
Yale New Haven Hospital 
or the Jewish Federation 
of Greater New Haven, 
Connecticut.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Array Silent Core Blades

http://shurefuneralhome.com/service/lillian-rosenstock-rothberg/
http://shurefuneralhome.com/service/lillian-rosenstock-rothberg/
http://shurefuneralhome.com/service/lillian-rosenstock-rothberg/
http://shurefuneralhome.com/service/lillian-rosenstock-rothberg/
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6998/
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This KDrill core 
bit drilled 2,972 
holes. How 
many could 
you get?

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

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

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

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

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

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

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

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

 19400 KDrill CNC Core Bit, 1”  $59.95

 19401 KDrill CNC Core Bit, 1-1/4” $64.95 

 19402 KDrill CNC Core Bit, 1-3/8” $74.95

 19403 KDrill CNC Core Bit, 1-1/2” $79.95 

 19404 KDrill CNC Core Bit, 2” $94.95

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

 19406 KDrill CNC Core Bit, 3” $149.95

NEW!NEW!

Actual KDrill 
 Core Bit used by 
Stone Spectrum

KDrill Blind Hole Core Bits

“We seem to be moving steadily in the 
direction of a society where no one is 
responsible for what he himself did, but 
we are all responsible for what some-
body else did, either in the present or in 
the past.”
— Thomas Sowell 

Shop www.braxton-bragg.com for KDrill NCC Core Bits Visit www.slipperyrockgazette.net for more Stone & Tile industry news

Please email address updates to k.richards@braxtonbragg.com.  
Please note that subscription requests, classified ad submission form and our 

2017 Advertising Guidelines are available online at www.slipperyrockgazette.net

Visit www.slipperyrockgazette.net to place Classified ads 
and to view current and back issues.

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10721/
http://www.slipperyrockgazette.net
mailto:k.richards%40braxtonbragg.com?subject=Address%20Update%20for%20My%20Slippery%20Rock%20Subscription
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net/index.cfm/m/13/fuseaction/listing.listingForm
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“A good digital file is para-
mount,” continued Harris. “Even 
before getting a CNC, it’s nice to 
learn how to create a digital tem-
plate because you’ve already got 
the first step down. Moreover, 
where it would take one or two 
hours to template an average 
kitchen using wood strips, with 
the Proliner you can do it in 15  
to 20 minutes. So from taking 
the machine out of the bag to fin-
ishing the drawing and sending 
it to the shop, the time saved is 
substantial. The savings will add 
up because you’ll be able to cut 
out the cost of the wood strips, 
screws or glues used to assemble 
templates. 

“It also looks more professional 
on the jobsite. Many customers 
don’t know what the Proliner is 
and think it’s a really cool tool. 
It’s almost a sales tool in itself 
when you tell the customer that 
you digitally template. Also, 
there’s no need for a truck to haul 
the wood, the tools, or finished 
templates. You can transport the 

Using the Prodim International Proliner Digital Templating Tool

Proliner to the jobsite in a small 
car.”

Proliner Setup
At the jobsite, you simply set 

the tripod, mount the Proliner, 
turn it on and start measuring. 
There is no leveling either, said 
Harris. You just basically put it 
in the best position to measure 

Continued from page 1 the complete kitchen and begin, 
even if the countertops are a full 
360 degrees around the Proliner. 
It comes with a 21-foot cable, so 
you have a 42-foot working diam-
eter from one position. If needed, 
you can move the Proliner, ex-
plained Harris. “It has a built-in 
reposition function, so if there’s 
a countertop that you can’t get to 
from one location, you can easily 
set up from a different position. 

The Proliner is a coordinate mea-
surer, so you are actually touching 
what you’re measuring. Wherever 
you touch is the exact point the 
Proliner is going to record, up to 
15 thousands of an inch. So the 
accuracy is far better than other 
methods.”

Small Shop or Large, All 
Sizes of Shops Can Benefit
Harris stressed that you don’t 

need a CNC to take advantage of 
the Proliner because Prodim also 
offers a template plotter for those 

shops not yet using CNC. You 
simply transfer the information 
from the Proliner to a plotter that 
prints out each countertop using 
Mylar material.  

“For the smaller shop, the big-
gest return on investment (ROI) 
is the time savings,” Harris con-
tinued. “Basically, you’ll get your 
ROI within a few months, because 
instead of going to just one or two 
jobs throughout the day, one per-
son will be able to template five 
to six jobs per day. So you’re get-
ting more jobs through, and that 
will help grow the company. 

“For larger shops, the ROI 
is due to all of the above, plus 
higher accuracy and fewer mis-
takes, and the more accurate and 
fewer mistakes, the more money 
you make.” 

Please turn to page 29

Prodim also offers a tem-
plate plotter for those shops 
not yet using CNC. You simply 
transfer the information from 
the Proliner to a plotter that 
prints out each countertop 
using Mylar material.  

Measuring points for a back-
splash can include the cutout 
for an electrical plate.

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 . com Please turn to page 16

The holidays are 
finally over – well, at 
least Thanksgiving, 

Christmas, Hanukkah and 
other assorted celebrations. 
Now it’s back to work and 
my regular routine. So, I 
headed off for a cup of joe 
at my favorite greasy spoon 
and to wait for my first case 
of the New Year. 

I left my office and, 
no sooner than I got out 
of the door, my phone 
rang. I flipped it open and 
said, “Hello, The Stone 
Detective.” Yes, I still have 
a flip phone, in case you’re 
wondering.   The voice on 
the other end asked if I 
knew anything about rust 
stains in granite counter-
tops. I told him that yes, I 
wrote the book on stains 
and stain removal on stone 
and other porous surfaces. 
He said, “Good, because I 
have a real problem.”

Frederick M. Hueston, PhD

“I’m listening,” I said 
in my best Frazier Crane 
voice. 

He told me he was a 
builder and had 26 condo 
units with new granite 
countertops, and all the 
backsplash seams are stain-
ing with what appeared to 
be rust. Well, that sparked 
my interest, since I never 

The Stone Detective
The Case of the Mysterious 
Rust Spots

the condo complex, which 
appeared to still be under 
construction since there was 
no landscaping and several 
backhoes working.  I looked 
for a place to park the ole 
Woody, preferably some-
where where it wouldn’t 
get dust all over it.  Finally, 
I spotted a place across the 
street, parked and headed 

heard of just the 
seams rusting. My 
first thought was that 
it wasn’t rust and that the 
fabricator may have used 
a silicone or caulk that was 
bleeding into the granite.  

He added that the condos 
were all sold, several cus-
tomers had already moved 
in, and he needed me to get 
out there right away to see 
what could be done. I asked 
him where, and it was only 
a few miles from me. So, I 
told him I needed my caf-
feine fix first and I would 
be there sometime this 
morning.

 
I finished my coffee and 

was off to my first inspec-
tion of the New Year.  My 
first thought was that this 
would be a simple case. 
I was convinced it was a 
caulking / staining issue, 
since I have seen this 
many times.   I arrived at 

over to the complex.  
I entered the front 

door, and there was 
a gentleman pacing 
back and forth in 

the lobby. I kid 
you not, this guy 
looked like the 

monocle-wearing 
chappie from the board 
game Monopoly. Who 
the heck wears a monocle 
these days? For a moment, I 
thought I was dreaming and 
would soon wake up. 

I walked up to Mr. 
Monopoly and asked him if 
he was waiting for me. He 
stopped, looked up at me, 
squinted behind the mono-
cle and said, “Who the heck 
are you?” I told him I was 
the Stone Detective. He just 
said, “Oh, well then. Follow 
me.”

We rode the elevator up 
to the top floor. The entire 
time I tried to make conver-
sation, but he ignored me 
and didn’t say a word. 

We entered the condo 
unit, which was covered in 

Yes, granite can rust, but 
It is not normal for rust 
stains to appear like this.

marble. Everywhere you 
looked was white marble. 
It had a sterile look, con-
sidering the furniture was 
also white.   I said, “Nice,” 
and he said his first word 
since we entered the condo 
– “Here,” as we went into 
the kitchen. 

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

For over a decade now, advertisers 
have been throwing themselves 
at the Baby Boomer generation 

(people born between 1946 and 1964). 
With 65 million Boomers out there shop-
ping and spending a good amount of dis-
posable income, advertisers, marketers 
and businesses have to consider them a 
buying/spending force. 

But wait, what is this coming around 
the corner? By golly, it’s the Millennials 
(people born between 1982 and 2004). 
The Millennials outnumber the Baby 
Boomers, at least as a generation. True – 
right now the Baby Boomers outspend the 
Millennials, but the Millennials are get-
ting ready to hit their prime spending age 
shortly, and you better be ready. 

Sharon Koehler
Artistic Stone Design

Jersey, oddly enough). Boomers grew up 
in a simpler time.

Millennials were the first generation to 
grow up with computer technology. They 
have had access to the Internet since 
birth. They post, pin, text, chat, tweet and 
check in with lightning-fast speed, that 
indicates they are comfortable with all 
the electronic “stuff” that Boomers had 
to struggle to get a handle on. They are 
the largest, most diverse generation of all 
time. 

But it is widely accepted that British 
Millennials will be the first generation to 
earn less than their parents. Whether that 
carries through to the rest of the world’s 

Marketing Your Message to the Generations is Tricky

Baby Boomers grew up without 
now-common technology, i.e.: smart-
phones, laptops, desktop computers and 
tablets. They drove manual shift cars 
and for the most part, fathers worked 
and moms stayed home. The telephone 
was on the kitchen wall, with a possible 
extension in the den. There was no call 
waiting, so Boomer teenagers got yelled 
at a lot for spending too much time on the 
phone. TV was new, no color and three to 
five channels that you had to get up and 
change by hand (oh, the horror of it all). 
Purchasing was done in a store, in per-
son, with a nice friendly sales clerk. The 
friendly sales clerk probably knew your 
name, as well as the names of everyone 
in your family. The gas station attendant 
pumped your gas, checked your oil and 
cleaned your windshield as you sat in the 
car. Then he took your cash money and 
made change (and you can still find this 
gas service in rural Vermont, and in New 

Millennials, we will just have to wait and 
see. American Millennials were coming 
of age during the recession, and we will 
have to see how that impacts their spend-
ing habits. 

One of the things we can attribute to 
Millennial spending habits is the dilution 
of “Black Friday.” While Black Friday 
still maintains its hold on holiday shop-
ping, we have seen it go from Black 
Friday to Cyber Monday to a week or 
more of Black Friday deals, especially 
online. Several surveys have directly 
linked these changes to the Millennial 
generation.

Unfortunately, you cannot advertise to 
both generations in the same way. (Well, 
actually you can, but it won’t go well.) 
The trick is to capture the Millennials as 
they hit their prime without alienating the 
Baby Boomers. It can be tricky. 

Please turn to page 18

An online education tool
for stone industry professionals.�

Initial Courses Include:
Safe Slab Handling Modules • Installation Safety Modules

 OSHA Compliance • CNC Operation • Toolbox Talks
All safety materials have been made available free of charge courtesy of the 

Natural Stone University sponsors and the MIA+BSI Safety Committee.

An online education tool
for stone industry professionals.

Natural Stone University
I N T R O D U C I N G  T H E

Visit www.naturalstoneinstitute.org/university to get started. 

Architectural Granite & 
Marble Names New CEO

Sunil Palakodati has 
assumed the reins of 
Architectural Granite 

& Marble (AG&M), upon 
the retirement of Jack 
Seiders.

Jack Seiders formed 
AG&M in 1992, and served 
as its president. Seiders 
states, “Sunil has the traits 
needed to guide AG&M to 
future growth and success. 

“He’s smart and person-
able, a big picture thinker, 
a great communicator and 
has a ‘roll up your sleeves’ 
work ethic.”

Sunil comes to AG&M 
from Masco, a leading 
building materials com-
pany knows for brands like 
KraftMaid Cabinets, Behr 
Paint, and Delta Faucets 
to name a few,  where he 
held the positions of ex-
ecutive vice president and 
managing director, and 
provided the organization 

with business development 
and operational skills that 
strengthened its capability. 

At AG&M, he is respon-
sible for all aspects of the 
multi-location countertop 
distribution company, lead-
ing the management team 
and driving organic growth 
as well as acquisition and 
integration.

Sunil received his un-
dergraduate degree in en-
gineering from Bangalore 
University, his masters 
degree in Technology 
from Pittsburgh State 
University and an M.B.A. 
from Ross Business School 
at University of Michigan. 
Sunil worked for Ford 
Motor Company and its part 
supplier Visteon both in 
technical and commercial 
areas. In recent years, he 
was at Masco, an industry 
leader in  building materials 
where he led the Kitchen 
Cabinet, Countertops and 

Distribution solutions. 
He has managed complex 
business situations work-
ing in corporate environ-
ments, and multi-site  field 
operations.

Architectural Granite & 
Marble is an industry leader 
in natural stone supply with 
eight U.S. sales centers and 
slab yards, a commercial 
division, and a globetrotting 
management team. 

AG&M’s deep industry 
experience and excellent 
reputation provides access 
to the finest quarries in the 
world. For more informa-
tion, visit www.agmgranite.
com, or call 512-263-7625.

Sunil Palakodati

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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10 |  January 2017 Slippery rock Gazette

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

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

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.

#1 Seller! 

Most Popular

Sink Support

For her Advanced Placement 
World History class at Magnolia, 

Texas, West High School in 
December, Reagan Hardin con-
structed an elaborate diorama of a 
Middle Ages farm – which her dog 
ate on the night before it was due. 

Veterinarian Carl Southern per-
formed the necessary scoping-out 

A Cliché Come to Life

MIA+BSI 
Supports R.I.S.E.  

Program

MIA+BSI: The Natural 
Stone Institute has 
announced  the i r 

collaboration with the Gary 
Sinise Foundation. In 2017, 
MIA+BSI will provide support 
to specially-adapted smart home 
building projects for severely 
wounded heroes and their fam-
ilies through the Foundation’s 
R.I.S.E (Restoring Independence 
Supporting Empowerment) 
program. As part of this program, 
MIA+BSI members will provide 
natural stone materials, fabrica-
tion, and installation for these 
homes across the United States. 

MIA+BSI CEO Jim Hieb looks 
forward to this new opportunity: 
“The R.I.S.E. program is a very 
worthy cause for our association 
to become involved with. We are 
privileged to be in a position to 
provide resources that will add 
beauty and function to the homes 
of these heroes. The cause is 
noble and worthy of our indus-
try’s support.”

Plans are underway for 
MIA+BSI members to provide 
natural stone for both interior and 
exterior uses in these custom-built 
homes. 

“Gary Sinise Foundation is in-
credibly grateful for the support 
of MIA+BSI,” said Judith Otter, 
Executive Director of Gary Sinise 
Foundation. “There are many 
elements that go into the con-
struction of one of our specially 
adapted smart homes, and we 
couldn’t be more pleased to have 
the MIA+BSI team onboard.”

For more information about 
this partnership and to learn 
how MIA+BSI members can 
get involved in this unique 
new opportunity, please visit  
www.naturalstoneinstitute.org/
RISE. 

“My New Year’s resolution? Set some unattainable career goals. 
Then some reasonable ones. Then something easy.  

Then settle into February. You?

on Roscoe, extracting such items as 
a plastic chicken head, horse body, 
sheep and pig, along with wire that 
held the display together. 

Warned Dr. Southern: “Don’t 
put anything past your dog. We all 
say,‘My dog would never eat that,’ 
and that’s the main thing he’ll eat. 
Believe me, I’ve seen worse.”

© MARK ANDERSON. www.andertoons.com

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

Every January, I’m 
reminded of Navin 
Johnson and his 

great literary “discovery.”  
Navin, of course, was the 
central character in the 
hilarious 1979 movie, The 
Jerk. His role was played 
by an equally hilarious 
actor, Steve Martin. The 
scene I’m talking about 
occurs when Navin runs 
into his house, clutching a 
telephone directory.

“The new phone book’s 
here!” he shouts. “The new 
phone book’s here!” 

When another character 
questions how somebody 
could get so excited over 
nothing, Navin isn’t fazed: 
“Nothing? Are you kid-
ding? Page 73—‘Johnson, 
Navin R.’ I’m somebody 
now! This is the kind of 
spontaneous publicity that 
makes people! I’m in print! 
Things are going to start 
happening to me now!” 

If I published phone 
books, I’d try to buy the 
rights to this piece of 
movie script and use it in 
my advertising. That way, 
I could show custom-
ers how important it is to 
be seen in print. Maybe I 
could sell ’em super-sized 
type for their listing, or 
even a personalized photo. 

Another thing I’d do is 
change colors in the busi-
ness section. 

Right now, these come 
in one hue—yellow—and 
it has led to a commercial 
tug-of-war for our affec-
tions. My latest inventory 
includes The Real Yellow 
Pages, along with its 
smaller cousin, The Real 
Yellow Pages Companion, 
plus the Yellow Book. 

Sam Venable 
Department of Irony

Why doesn’t someone 
get innovative and issue 
The Lime Green Pages 
for a change? Or The 
Chartreuse Pages? Maybe 
The Pink Pages. For Pete’s 
sake, The Big Orange 
Pages oughta go like pro-
verbial hotcakes in East 
Tennessee.

Nope. Just as Henry Ford 
only offered his Model T 
in black, we’re stuck in 
commercial-page mono-
tone. Yellow. 

Color aside, these books 
stack up quite differ-
ently against each other. 
Literally. 

Compressed, my copy 
of The Real Yellow Pages 
measures an inch and 
three-quarters in thick-
ness. The diminutive 
Companion is a mere half-
inch. Hefty ol’ Yellow 
Book is two and a quarter. 

At this point, I’m keep-
ing all three—even though 
I don’t have room for 
them in my phone-book 
drawer. Perhaps I’ll pit 
them against each other 
over the next few weeks, 
like basketball playoffs, 
and see which stays and 
which winds up in the re-
cycle pile. 

Then again, maybe not. 

Both The Real Yellow 
Pages and The Real Yellow 
Pages Companion have a 
dire warning on the cover: 
“Do Not Discard Before 
December.” 

Huh? Is there a law against 
getting rid of a phone book 
ahead of schedule? Will the 
phone police come call-
ing? Or—gasp!—will an 
angry Ma Bell show up at 
my door, hickory switch in 
hand? 

But at least there’s one 
cover warning I don’t have 
to worry about violating. 
It’s on the front of The Real 
Yellow Pages Companion. 
I quote: “Caution! Please 
do not use this directory 
while operating a moving 
vehicle!” 

Good grief. What do these 
people think I am, stupid or 
something? I’d never try to 
read a phone book while 
driving. 

I’m always too busy run-
ning my electric razor or 
dialing the cellphone.

Sam Venable is an au-
thor, stand-up comedian, 
and humor columnist for 
the Knoxville (TN) News 
Sentinel. Contact him at 
sam.venable@outlook.
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
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 9375 Makita® 5˝ Grinder, 9565CV $282.95  $145.95 $134.95 

Hurry—Sale Ends  
January 31, 2017

MakitaMadness!!
By popular

Demand
FRESH 

MAKITAS!
Reg.

$145.95
$134.95

YOU

SAVE

$11
00Get ‘Em

While They’re

Hot!
Best Products, Lowest Prices, 

Better Service

Never spend your money 
before you have it.

–Thomas Jefferson

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

The Christmas season 
has come and 
nearly gone here in 

Varmint County and it has 
been a memorable one, to 
say the least. Most events 
went off without a hitch. 
Chloe Haig’s plans to 
turn the Dead Rat Tavern 
“respectable” was a big 
success when the annual 
Toys for Tots party brought 
in a record take of nearly 
$10,000. 

Men and women who had 
never set foot in the bar be-
fore showed up to see Beer 
Barrel the Bear dressed as 
Santa Claus. B. B., as Chloe 
calls him, even let some of 
the children cuddle up to 
him as he discovered a new-
found love for candy canes 
instead of beer.

The annual Christmas 

Fire Season in Varmint County Takes Out the Still 
But Spares Granny Haig

parade also went off with-
out any mishaps. County 
Mayor Gabby Aslinger 
served as grand marshal, 
and in a surprising gesture 
of holiday good will, in-
vited her political arch-ri-
val, Clyde Filstrup Jr., to 
sit beside her on the float 
as co-grand marshal. Clyde 
did, at one point, let out a 
couple of profanities when 
some of the kids threw the 
candy he had tossed back at 
him, bouncing one off his 
nose.

“Steady Clyde, they’re 
only kids – and future vot-
ers,” Gabby counseled. 
Clyde quickly let his gri-
mace spread into a big smile 
and the incident passed 
without much hoopla.

Boomer Winfrey 
Varmint Co. Correspondent

But the holidays were 
also marked by a near-di-
saster when the long, dry 
summer turned into a drier 
fall. The predictable spring-
ing up of wildfires here and 
there in Varmint County’s 
mountains kept the state 
forestry folks and local 
volunteers busy throughout 
much of November, but it 
wasn’t until the first week 
of December that the real 
stuff hit the fan, so to speak.

It happened when one 
of the numerous moon-
shine stills on the flanks 
of McCracken’s Peak ex-
ploded, setting the forest 
afire. The blaze, stirred 
by a stiff wind, quickly 
spread downhill, burning 
3,000 acres of woodland 

The great McCracken’s Peak blaze started when 
one of the numerous moonshine stills on the flanks 
of the knob exploded, setting the forest afire, and 

spreading into Haig Hollow.

On the Thirteen Virtues, the 
fourth is Resolution: Resolve 
to perform what you ought. 
Perform without fail what 
you resolve.

 
PO Box 188, Stinesville, IN 47464 

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

“Now there 
are more over-
weight people 

in America than 
average-weight 

people. 
 So overweight  
people are now  
average. Which 

means you’ve 
met your 

New Year’s 
 resolution.” 
— Jay Leno

as it engulfed several other 
stills, resulting in several 
massive fireballs on the 
mountainside.

Fueled by the explosions, 
the fire quickly spread fur-
ther into Haig Hollow, with 
Elijah’s mansion and his 
large “Spring Run” distill-
ery squarely in the path. 
Stanley the Torch Aslinger 
brought his Lower Primroy 
Fire Department over, along 
with as many volunteers as 
could be mustered. Among 
those joining the fight were 
Caleb Hockmeyer and most 
of the young Hockmeyer 
men, their century-long 
feud forgotten.

“Where do you want 
me to station our pumper 
trucks?” Stanley asked 
Elijah Haig, “Over there 
near the distillery?”

“Ferget the distillery,” 
Elijah yelled over the din of 
crackling trees and scream-
ing firefighters. “Save 
Granny Haig’s log cabin.”

Sure enough, the ma-
triarch of the Haig clan 
had refused to leave her 
150-year-old cabin. “I was 
borned here and I aim to die 
here, boy,” Granny replied 
when Elijah begged her to 
move to safer ground.

As it turned out, Stanley’s 
pumper trucks weren’t 
needed to protect the dis-
tillery. Elijah had already 
put in a call to the Pentagon 
and shortly, a dozen U. S. 

Air Force C-130s loaded 
with firefighting foam were 
dumping their loads right 
on top of the distillery and 
Elijah’s big house. Other 
planes dumped water on 
the spreading blaze and 
in the end, most of Haig 
Hollow was spared from 
destruction.

The one casualty was 
Granny’s outdoor privy. A 
burning tree toppled over 
on it before anyone could 
take action, and the privy 
went up in flames. “Well, 
boy, that old privy don’t 
mean near as much to me as 
the house I was born in. It’s 
been turned over, burned 
up and smashed more than 
once on Halloween and I al-
ways had it rebuilt,” Granny 
chuckled.

When the smoke finally 
settled, most of the county 
was still more or less intact, 
although the Haigs did lose 
several stills and a few iso-
lated cabins up in the hills. 
Christmas approached, and 
a sense of normality began 
to set in when another 
near-tragedy occurred.

It was at Doc Filstrup’s 
weekly poker game. 
Everyone was chiding 
Clyde Junior about riding 
shotgun with his political 
rival in the parade, and 
Doc had just dealt the lat-
est hand of cards. Retired 
Judge Hugh Ray Jass 
picked up his cards, took a 

glance and choked. Hugh 
Ray then crumpled over and 
fell across the table, a royal 
flush trickling from his limp 
fingers.

“Heart attack!” Doc cried 
as he stumbled after his 
office defibrillator. Hugh 
Ray had the good fortune 
of having a heart attack at 
a doctor’s clinic, and within 
a few hours he was slowly 
recovering at Burrville 
Medical Center.

A week later, Doc, Clyde 
Junior, Archie, Judge Hard 
Time Harwell, Pothole and 
Sheriff Smokey all showed 
up at Hugh Ray’s bedside, 
where they quickly rolled 
in an examining table and 
set themselves up for a few 
hands of poker.

“Thought you might 
want to play out your hand, 
Hugh. Here’s your royal 
flush and we’re all holding 
the hands we had that night 
when you collapsed.

“Well thanks, guys, but 
it’s not quite the same, see-
ing as how you all know 
what’s in my hand. You’ll 
just fold when I raise the 
pot,” Hugh Ray muttered 
under the oxygen mask cov-
ering his face.

“Yeah, we’re your friends 
but we’re not fools,” Doc 
replied. “But at least you 
can say you once drew a 
royal flush on the deal in 
five-card stud.”

—  Benjamin Franklin
Poor Richard’s Almanak

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Women in Stone has 
announced that the 
winner of the first-ever 

Women in Stone Empowerment 
Scholarship is Jessica Lussier 
of Granit Design. Jessica will 
receive an all-expense paid trip to 
TISE 2017 in January, where she 
will shadow industry profession-
als and participate in education 
sessions and networking events, 
including the MIA+BSI Awards 
Luncheon. 

Jessica has been employed in 
the stone industry for two and 
a half years. In her application, 
Jessica wrote: “Being in the stone 
industry has shown me how in-
teresting a work day can really 
be. This is a constantly growing 
industry that I could never let go 
of.” In a letter nominating Jessica 
for this award, Jean-Christophe 
Peters wrote: “Jessica has demon-
strated excellent communication 
and analytical skills. She’s char-
ismatic, highly intelligent, and to 
qualify her as driven would be an 
understatement. She has limitless 
potential and is well on her way 
to realizing it.” 

The Women in Stone 
Empowerment Scholarship was 
created to help women gain a bet-
ter understanding of different sec-
tors of the industry. Kim Dumais, 
Women in Stone co-chair, com-
mented: “The Empowerment 
Scholarship is designed to pro-
vide an opportunity that otherwise 
may not be accessible to women 
in the industry. The scholarship 
offers a unique opportunity to 
be personally guided, mentored, 
and exposed to all aspects of our 
industry.” 

Lussier looks forward to the 
opportunities awarded by this 
scholarship, saying: “I’m ex-
tremely grateful and plan to make 
the most of this opportunity and 
share my experience with my 
colleagues. Continuous growth is 

extremely important in this indus-
try and Women in Stone is giving 
me a great opportunity to do so. 
This is the perfect opportunity 
for a go-getter, which is what the 
women in the stone industry are!” 

To learn more about Women 
in Stone, please visit www.
naturalstoneinstitute.org/
womeninstone . 

“Giving money 
and power to 

 government is like 
giving whiskey 
and car keys to 
teenage boys.”
– P.J. O’Rourke

Women in Stone Announces 
Empowerment Scholarship Winner

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

“God, as some 
cynic has said, is 

always on the side 
which has the best  

football coach.”
— Heywood Broun

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

http://www.naturalstoneinstitute.org/womeninstone
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6812/


14 |  January 2017 Slippery rock Gazette

“The older I 
get, the greater 
power I seem to 
have to help the 
world. I am like 
a snowball—the 

further I roll, 
the more I gain.”

— Susan B. Anthony

There were days I truly 
wanted to put them all on a 
“time out,” but when push 
came to shove, I always 
knew they had my back, 
and I wanted them to know 
I appreciated their loyalty. 

I know a business owner 
who has been drooling 
over our showroom loca-
tion since we moved in, 
and he was thrilled when I 
called and asked if he was 
interested in taking over 
the space. It also looks like 
I have a couple of shops 
interested in some of our 
tools, so that takes some 
of the stress off as well, al-
though I have no clue what 
I am going to do with our 
humongous panel saw!!

 There are a lot of details 
to work out in a short time, 
but I will focus on closing 
the showroom first and then 
focus on the shop. I still 
have job commitments that 
were made before we made 
the decision, and a couple 
shops we are friends with 
are going to help me finish 
our commitments. 

In a sense, I feel that when 
the last job is completed, we 
will have gone full circle. I 
have no clue what I will be 
doing in six months or a 
year, but I have decided to 
take the attitude of “when a 
door closes a window opens 
in its place.” 

As I work on sorting and 
packing up, I have been 
thinking on what the past 
16 years have meant and 
what we have learned in the 
process. I thought I would 
share a few reflections.

• First and foremost, 
don’t let anyone ever tell 
you can’t do something. 
Determination, persever-
ance and faith in yourself 
are all that matter.  Ignore 
the naysayers. Above all, 
remember the only person 
whose opinion you need to 
care about is your own. 

Regardless of how every-
one touts the importance 
of small businesses to our 
economy and how won-
derful it can sound, it’s 

Continued from page 1

definitely not an easy life 
and it’s not for everyone. 
But done correctly, it’s 
something to be truly proud 
of.  

• Some customers are se-
riously amazing and oth-
ers you want to throttle!! 
Appreciate the ones you 
enjoy working with and 
remind yourself that the 
problems ones won’t last 
forever!!  

• Lead by example. Produce 
the best quality your com-
pany can regardless of 
whether the job is residen-
tial or commercial. Never 
allow shoddy workmanship 
to become the company 
“norm,” and call out any-
one who tries to excuse bad 
quality.

• Everyone’s time is valu-
able. If we want customers 
to notify us that they are 
going to be late or cancel, 
we need to return the cour-
tesy. Even if you are going 
to be ten minutes late, call, 
call, call !!

• Be friendly, courteous, 
helpful, and polite. And 
above all be genuine. 
People want to work with 
businesses that take an in-
terest in them and treat them 
as more than just a $ sign.

• Managing employees can 
be tough. You end up being 
part parent, part referee, and 
part cheerleader. Do what 
you can to encourage posi-
tivity among employees and 
never, ever excuse bad be-
havior. Your employees are 
the face of your company 
to customers. Hold them to 
the same standards you hold 

yourself to and again, lead 
by example.

• Errors suck!! But stand 
up and take responsibil-
ity and do what you can to 
make it right. It would be 
great if every job went in 
without problems, but we 
all know that isn’t the case. 
When that happens, return 
calls, emails, and texts so 
customers know you are at 
least working on it. There is 
nothing worse than some-
one who takes a customer’s 
money and then doesn’t 
stand behind their work.

• Occasionally, despite 
our best efforts, we end 
up with one of those cus-
tomers we just can’t make 
happy, no matter what we 
do. Sometimes it’s better 
to just cut your losses and 
move on. 

• Life is an adventure!! Try 
many things, meet many 
people, be open to new ideas. 
Sometimes we get stuck 
in a rut and it’s hard to be 
open to someone else’s idea.  

Please turn to page 15

Lessons Learned

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

Big T & Little T Brackets
These brackets are powder-coated and can be used 
for exterior or interior installations of tops. Unlike 
heavy steel brackets and supports, these T Brackets 
are made from extruded structural aluminum, so 
they’re very light, without sacrificing their ability 
to support stone and other countertop materials.

The Big T and the Little T Brackets have been 
designed for use in outdoor kitchens on the patio, as 
well as for interior support of granite or marble stone 
bar countertops. They are easy to mount to most 
cabinets and surfaces with just a few screws and will 
last a lifetime without corroding.

 Item # Description MSRP OUR Price
  14188  Stone Pro Little T Bracket, Structural Aluminum,   $69.95 $39.95
  Powder-Coated, Small  

  14189  Stone Pro Big T Bracket, Structural Aluminum,  $79.95 $49.95
  Powder-Coated, Large

Little T Specs:
10” H x 8” L x 2” W, 3/8” Thick, 
Use 1/4” Screws, 450 Lbs. Capacity

Big T Specs:
21” H x 16” L x 2” W, 3/8” Thick, 
Use 1/4” Screws, 450 Lbs. Capacity

Sold individually, 
not as a set

…Little on Price

Big on 
Support

Shop www.braxton-bragg.com for Big T & Little T Brackets Visit www.slipperyrockgazette.net for more Stone & Tile industry news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11011/
http://www.slipperyrockgazette.net
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 Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.

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

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.

Lessons Learned

Continued from page 14

Try to keep an open mind – you 
never know when someone’s idea 
can make a big difference.

Owning a small business is both 
an exhilarating and exhausting 
roller coaster of a ride. I think 
the most important thing for us 
through all the ups and downs is 
to be able to look back with pride 
at everything we accomplished. 
We may not have done things the 
way others thought we should, but 
we did it exactly as we wanted 
and were successful because of, 
or in spite of that fact. If that isn’t 
having the American dream I’m 
not sure what is.

Jodi Wallace is a 15-year veteran 
of the stone industry. She also vol-
unteers as a Disaster Responder 
for the American Red Cross.

Grumpy Cat 
Counts Down 

to the New Year 
with Top Pet 

Peeves

Grumpy Cat’s got a message 
just in time for the New 

Year and she doesn’t care how 
you feel about it.

In vintage David Letterman 
style, the grumpster has posted 
her Top 10 pet peeves on her 
new blog at Pawculture.com, 
but absent is the multi-mil-
lion-dollar thing that might just 
annoy her the most: money talk.

As in, exactly how many 
truckloads of Benjamins is that 
cat worth these days, what with 
gobs of licensed products, en-
dorsement deals and other proj-
ects stuffed into her short four 
years on the planet?

Her human, Tabatha 
Bundesen, wouldn’t say or even 
come close to providing a ball-
park. She has, in the past, de-
bunked the idea that the Friskies 
brand ambassador is now a $100 
million sensation.

“Every day is still kind of a 
pinch me moment,” Tabatha 
summed up.

The tiny and extremely mellow 

cat’s other human, Bundesen’s 
brother and Grumpy empire 
overseer, Bryan Bundesen, 
also wouldn’t remotely discuss 

Grumpy’s bank 
during a re-
cent New York 
media swing.

So about those 
pet  peeves. 
Among them:

— “If one 
more person 
tells me to 
smile, I’m going 
to lose it.”

Grumpy’s permanent frown 
has to do with a condition she 
was born with, feline dwarfism. 
So get over it.

— “I have had it up to here 
with the social media. I don’t 
want friends in real life. What 
makes you think I’d want them 
on a computer?”

Yeah, so forget those 1.9 mil-
lion followers on Instagram and 
10 million on Facebook.

— “Humans love selfies. I 
know this because they always 
ask to take them with me. But 
what is up with those sticks?”

We feel you on that one, 
Grumpy.

“Without  
continual growth 

and progress, such 
words as  

improvement, 
achievement, 

and success have 
no meaning.”   

– Benjamin Franklin

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

http://www.pawculture.com/catclubhouse/magic-of-cats/grumpy-cat-10-pet-peeves/
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The Stone Detective
Continued from page 8

He pointed to the backsplash, 
at a seam behind the sink fixture 
(see photo).   My first reaction 
was that it certainly looked like 
rust, but why was it only in the 
backsplash seams?

I examined the rest of the coun-
tertop, and there was no sign of 
rust. I asked him if the staining 
was in every unit, and he said yes. 

Highest Polish, No Bleeding, No Burning

NEW!

O ur Talon™ 4-Step Polishing Pads have been designed specifically for 
wet use on quartz. 

These pads, with only a 4-step process, perform better and offer a better 
finish than a traditional 8-step pad set. 

And because of the next generation resins used in Talon™ 4-Step Pads, 
they are non-marking and will not bleed like other pads.

“This four-step system is the best solution I have come 
across for polishing engineered stones. There is no 
color transfer from the pads. The process is quick and 
they work equally as well on our natural stones.”

–Phil Kuczma, Shop Manager, Italian Marble and Granite 
Inc., Clarence Center, N.Y.

Quartz
Use for Silestone, Caesarstone, 

and Cambria

WORKS IN

1/2
THE TIME!

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

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

   Item # Description MSRP OUR Price 
 18278 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 1, Red $38.95 $25.95

 18279 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 2, Blue $38.95 $25.95 

 18280 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 3, Orange $38.95 $25.95 

 18281 Talon™ 4-Step Quartz Wet Polishing Pad, 4˝, Step 4, Pink $38.95 $25.95

50% Labor Savings

No Orange Peel!No Orange Peel!

Polish Faster and Get a Greater Shine Sooner!
In other words, the proprietary design of these quartz polishing pads 

allows the fabricator to achieve the best quality finish and shine, while 
saving you time.

Call Today for a 30-Day, No-Risk Trial…
Call 1-800-575-4401 today and give the new Talon™ 4-Step Quartz Wet 

Polishing Pads a try. 
If you don’t agree they save you time and money, then just let us 

know within 30 days and we’ll buy them back from you.

 My next step was to test the stain 
to see if it was rust or some mys-
terious stain. 

I reached in my bag and 
pulled out a tube of Ammonium 
Permanganate. This is a gel that 
is use to test for suspected rust. 
The gel is a milky white color, 
but when rust is present it will 
turn a dark purple. I placed a 
small amount on the stain and 

unit, and there were contractors 
running all over the place. He led 
me to the kitchen, and there was a 
worker with a backsplash laying 
on the counter. I just stood there 
to watch the installation. Within 
a minute, I had my answer. The 
fabricator had placed grooves on 
the edges of the backsplash. He 
placed several washers in the 
groove, similar to what a wood 
worker calls biscuits. Bingo! He 
was using standard galvanized 
washers, and they were quickly 

Karma at Work

it immediately turned purple. It 
was rust for sure, but where was 
it coming from and why only on 
the backsplash seams?  

I asked if I could take one of 
the seams apart. He told me that I 
couldn’t but there was a unit still 
under construction, and the fabri-
cator was getting ready to install 
the backsplashes. “Perfect,” I 
said. “Maybe I can see what they 
are doing.”

We rode back down the elevator 
to the first floor. We entered the 

rusting in the stone. I looked at 
Mr. Monopoly, picked up one of 
the washers and explained they 
were the source of the rusting, 
and that was why they were get-
ting the staining. I told him he 
would have to have all the back-
splashes replaced.   He looked at 
me and said, “OK ,”and told me to 
send him my report. Another case 
solved, and the New Year is off to 
a great start. 

 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.

MR Jacob Roemer was 
arrested in Negaunee 

Township, Michigan, after a brief 
chase following an attempted 
home invasion. The home owner 
confronted Roemer and chased the 
burglar into some nearby woods, 
where a State Police dog eventu-
ally found Roemer lying on the 
ground, unconscious and bloody. 
In the darkness, Roemer had run 
straight into a tree and knocked 
himself out. 

Asher Woodworth, 30, was 
charged with misdemeanor traf-
fic obstruction in the Portland, 
Maine, arts district last October 
as he stood in a street after cover-
ing himself with branches of ev-
ergreen trees. A friend described 
Woodworth as a performance art-
ist contrasting his preferred “slow 
life” with the bustle of downtown 
traffic. Jail should suit him, then.

Ms. Cana Greer, 29, was ar-
rested in Sacramento, California, 
in October when police responded 
to a call to help her remove hand-
cuffs she had accidentally en-
gaged while fooling around with a 
friend. Police, routinely checking 
her ID, discovered an outstanding 
felony burglary warrant. As per 
procedure, officers took her to 
a fire station for removal of the 
cuffs – to make room on her wrists 
for their own handcuffs. 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Talon 4-Step Quartz pads

mailto:fhueston%40stoneforensics.com?subject=Stone%20Detective%20article
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Stone Restoration and 
Maintenance Corner
Tech Tips for Winter Restoration

Bob Murrell 
M3 Technologies

Photos by Bob Murrell

Happy New Year! Well, 
winter 2017 is officially 
here, and all of the bad is-
sues that come along with 
it. I personally have no use 
for cold temperatures and 
shortened daylight hours. It 
is what it is, though. 

I thought I would pass 
along some more technical 
tips this month that have 
served me well through 
the years.  Some are from 
my own experiences, and 
some are from contractor 
customers I have known. 
Some are old, and some are 
new. In this article I will try 
to address several important 

the Moh’s Hardness scale. 

So knowing these two 
variables, every contrac-
tor should have a small 
glass dropper bottle (you 
can find these at your local 
pharmacy) with a strong 
acid (like hydrochloric or 
muriatic) inside for the 
chemical test, and a small 
pocketknife for the scratch 
test (tool steel is about a 
6.5 on the Moh’s scale, and 
should easily scratch most 

water-based products from 
freezing. Cleaners, im-
pregnators (water-based), 
polishing compounds (both 
for marble and granite), 
and Crystallizer should all 
be kept from below freez-
ing temperatures. Keep 
machine solution tanks 
and lines clear of stand-
ing water, along with wet 
vacuums.    

The type of shoes that 
your technicians wear is a 
topic of discussion too, be-
lieve it or not. I was taught 
early on to wear shoes 
with little to no deep tread 
pattern. In fact, old, leath-
er-soled dress shoes were 
supposedly the best foot-
wear as they did not pick 
up polishing powders, com-
pounds, or slurry in gen-
eral. I have seen tennis shoe 

issues regarding stone iden-
tification, polishing, stain 
removal, and the associated 
procedures involved.

Most of us can probably 
identify many of the mar-
bles used as dimensional 
stone. Marble typically has 
veins and has less depth in 
the polish than does gran-
ite. Marble is comprised of 
calcium and other minerals. 
This means that we have 
some known quantities that 
we can test for. Calcium 
is acid sensitive and is be-
tween a three and four on 

marble and similar stones). 
Be sure to do the tests in an 
inconspicuous area.

Once you have determined 
if the stone contains cal-
cium or not, half the battle 
is won. Calcium-containing 
stones are usually easier to 
both cut and polish. One of 
the first things a technical 
support person should ask 
is whether or not the stone 
you are dealing with is cal-
cium-based (marble) or not. 

Now that colder tempera-
tures are here for sure, you 
want to keep all of your 

tread patterns etched in the 
surface of many a marble 
floor, where the technicians 
invariably got the soles of 
their shoes contaminated. 
Shoes with little to no tread 
are also easier to clean on 
a towel or rag. I now use a 
very low tread rubber-soled 
shoe that is easy to keep 
clean and does not tend to 
grab product or slurry.

Of course, this brings up 
the idea of establishing a 
clean zone and a dirty zone. 
Keeping the clean zone free 
from cross contamination is 

key. Even little things like 
running the wet vacuum 
down and back before mov-
ing over about 75 percent 
with the squeegee will keep 
the wheels and therefore 
the slurry removal process 
cleaner. It’s essential to 
have clean mop water to 
keep from the redistribution 
of polishing products or 
slurry. Keep the squeegee 
blade on your wet vacuum 
clean by also using copi-
ous amounts of water when 
rinsing. A wet vacuum, by 
definition, can’t be effi-
cient when too little water 
is used!

Many use white or natural 
pads for a final buffing out 
the door, so to speak. I al-
ways say, if it ain’t broke, 
don’t fix it. However, I 
have discovered that using 
a 12,000 grit diamond 
impregnated pad really 
helps most marble and 
similar type floors to look 
their best. When run at a 
slow speed and wet under 
a swing machine, these 
12,000 grit pads seem to 
remove any over-etching 
and swirls from the polish-
ing step, and generally just 
make the floor pop. 

Please turn to page 27

Tools used for the scratch and acid test for 
granite or marble are the same:  a small 
pocket knife, and muriatic or hydrochloric 
acid. Always test in an inconspicuous area.

These etch and scratch tests show what you’ll see 
on a marble sample (top) and on granite (below, no 
visible scratching).

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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The International 
Surface Fabricators 
Association (ISFA) 

announced the winners of 
its annual awards at the 
association’s recent annual 
meeting and conference in 
Cancun, Mexico. The ISFA 
awards are chosen by asso-
ciation members and given 
to those in the industry that 
stand out as the very best. 

Industry veteran Jon 
Olson was inducted into the 
ISFA Hall of Fame, joining 
a long list of esteemed in-
dustry professionals. The 
Hall of Fame Award is 
given to the individual who 
has, in the course of his/her 
career, made significant 
contributions to the deco-
rative surfacing industry, 
and has demonstrated lead-
ership and commitment to 
the ideals of ISFA. Olson 

ISFA Announces Annual Awards

was awarded the honor for 
contributing significantly 
to the knowledge base, un-
derstanding and awareness 
of surfacing materials such 
as solid surface and quartz 
through his article writing 
for several industry mag-
azines, his social media 
outreach, speaking en-
gagements and his various 
roles in the industry from 

fabricator to manufacturer 
representative to associate 
at a well know material 
distributor.

The Fabricator of the 
Year Award was given to 
Augie Chavez of GECKO 
SSS in San Antonio, Texas. 
The Fabricator of the Year 
is awarded to an individ-
ual of a fabricator member 
company that in the past 
year has best exemplified 
the ISFA ideals of quality, 
innovation, character and 
exemplary service to ISFA 
and/or the decorative sur-
facing industry, with overall 
excellence. 

MIA+BSI Announces Natural 
Stone Supplier–to–Buyer ManualContinued from page 9

© MARK ANDERSON. www.andertoons.com

MIA+BSI has 
introduced a 
new resource for 

importers and exporters of 
natural stone: the Natural 
Stone Supplier-to-Buyer 
Manual. 

The purpose of this 
manual is to establish in-
dustry standards and best 
practices for domestic and 
international suppliers and 
buyers of natural stone. 
The manual suggests rules 
and provides guidelines 
for the complicated and 
sometimes confusing pro-
cess of purchasing from—
or selling to—overseas 
clients.

Primary author Jeffrey 
M a t t h e w s  ( T r a d e 
International) remarked: 
“Our purpose was to pro-
vide a resource to stream-
line communications and 
offer expectations for the 
buying and selling pro-
cess. The manual also 
provides definitions of 
industry-specific terms 
intended to avoid mis-
understanding among 
those engaged in stone 
transactions.”

David  Carneva le 
(Carnevale & Lohr), who 
assisted in the creation of 
this manual, commented: 
“This is a companion 
to the Dimension Stone 
Design Manual that will 
provide readers with a 
greater understanding 
of how to accomplish 
smooth sales transactions 
by minimizing common 
misunderstandings and 
problems.”

The Natural Stone 
Supplier-to-Buyer Manual 
includes 54 pages of text, 
29 pages of descriptive 
photos and examples of 
international documents, 
and 18 downloadable and 
editable documents. A 
20 page compendium of 
over 600 stone terms in 
English, Spanish, German, 
Portuguese, Italian, 
French, and Mandarin is 
also included.

Always bear in mind that your own 
resolution to succeed is  

more important than any other. 

— Abraham Lincoln 

As generations go, they 
are so different, in so many 
ways (I know there is a gen-
eration in-between; we will 
get to Gen X in a bit).

A recent survey shows 
that only 19 percent of Baby 
Boomers researched their 
last purchase on their smart 
phone, compared to 41 per-
cent of Millennials that did. 
That’s a big difference, but 
what does it mean? 

Boomers tend to like ac-
tual stores that that they 
can walk into, where they 
can see and touch what 
they want to purchase. They 
like to talk to knowledge-
able people who can help 
them make a good choice. 
They like in-store specials 
and discounts. Now before 
you yell out “Amazon,” 
Boomers make up the least 
amount of shoppers on 
Amazon Prime. Only 11 
percent of Baby Boomers 
use Amazon Prime (there 
are exceptions–I Do!). Now, 
a Boomer will cheat from 
time to time and go into a 

Hey, Baby brick and mortar store to 
research an item, and then 
order it online if it’s less 
expensive. We may be gray, 
but we ain’t dumb!

Millennials like on-
line deals and specials. 
A Millennial will turn to 
their phone and look for 
these deals and specials. 
The “smartphone” is the 
Millennial’s best friend 
and they take their phones 
everywhere. 87 percent 
of Millennials take their 
phones EVERYWHERE 
they go. 80 percent immedi-
ately reach for their phones 
when they wake up in the 
morning and 78 percent 
spend more than two hours 
a day using their phones for 
other things besides talking 
and texting. 70 percent 
believe that in five years, 
everything will be done on 
mobile devices. Basically, 
what this means is that if 
you don’t have a mobile 
platform, you don’t exist in 
the Millennial world.

These are two very differ-
ent groups, but they have 
two big things in common. 
The first thing they have in 
common is that the women 

of the groups do most of 
the shopping and spending. 
The second thing is that 
both groups like coupons 
(Boomers prefer paper and 
Millennials prefer digital). 
But, hey–a coupon is a cou-
pon is a coupon! 

The Gen Xers, the gen-
eration in between the 
Boomers and Millennials, 
Boomer’s children and 
Millennial’s parents, are a 
divided group. The older 
ones tend to shop like their 
Boomer parents and the 
younger ones tend to follow 
the Millennials. There is no 
clear-cut answer for them.

So, start gearing up. The 
times, they are a changin’. 
The Millennials, they are a 
comin’.

Sharon Koehler is a 10-
year veteran of the stone 
industry and currently head 
of marketing 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 ar-
ticle to Sharon@asdrva.
rocks.

MIA+BSI  wou ld 
like to thank the fol-
lowing individuals for 
their work on this proj-
ect: Jeffrey Matthews, 
David Carnevale, David 
Castellucci (Kenneth 
Castellucci & Associates), 
Claus Larsen (DANSK 

Srl), and Arik Grebelsky 
(A. Grebelsky & Son).

The Natural Stone 
Supplier-to-Buyer Manual 
is available for pur-
chase online at www.
naturalstoneinstitute.org/
bookstore. 

Industry Veteran Jon Olson Inducted into ISFA Hall of Fame

Jon Olson was inducted into 
the ISFA Hall of Fame.

Please turn to page 19
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“They’re talking obstruction of justice here, Tom.  
I don’t think a New Year’s resolution is  

gonna cut it.”
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ISFA Announces 
Annual Awards

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 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.”
Continued from page 18

Pizza: Not Valid ID

Chavez earned the award for 
building a successful commer-
cial fabrication business from the 
ground up, while maintaining a 
commitment to social standards, 
such as environmentally friendly 
practices and training, as well 
as educating and respecting the 
company’s staff.

The other honored winners are:
The Associate of the Year 

Award is given to an associate 
member company that in the past 
year has best exemplified the role 
of servicing the needs of fabri-
cator member companies, and 
who has best supported ISFA in 
all activities. This year’s win-
ner is Moraware for going out 
of its way to expand the amount 
of solid information available 
to fabricators through its inno-
vative newsletter, blog, podcast 
(StoneTalk) and its approach to 
marketing that works to improve 
industry standards and quality.

The Innovator Award is for 
the member firm or individ-
ual who goes outside the box to 
create a product or system that 
enhances the life or elevates the 
role of the surface fabricator. The 
2016 Winner is ArtCor for using 
its experience and innovative 
solid surface design and fabrica-
tion techniques in Russia to ad-
vance the scope and possibilities 
for the use of solid surface mate-
rial around the world.

The Envision Award is given 
to the manufacturer member that 
excels in creating something 
imaginative and special for the 
surfacing industry. The 2016 
Winner is Cosentino for de-
veloping Dekton Large Format 
Tile, which allows traditional 
countertop fabricators to expand 
into flooring with a durable, 
high quality product that can be 
used in both interior and exterior 
applications.

For more information about the 
ISFA and its programs contact 
Communications Director Kevin 
Cole at 815-721-1507 or email 
kevin@isfanow.org.

Police in Massachusetts say a 
woman tried to use a slice of 

pizza as a form of identification 
to get into a college town bar 
and slapped the bouncer when 
he refused her entry. There is 
speculation that the slice was 
actually an unsuccessful bribe.

Monkey Bar co-owner Rasif 
Rafiq informed reporters for The 
Boston Globe that the apparent 
college student had attempted to 
hand the bar’s bouncer a slice 
of pizza she had purchased at a 
nearby shop as proof of her legal 
age. She allegedly became ag-
gressive and a nearby police of-
ficer got involved.

Police say the woman was 
issued a trespass notice to stay 
away from the club.

Rafiq says his phone has been 
“blowing up” since the early 
morning incident at the Amherst 
bar was reported by the Daily 
Hampshire Gazette and picked 
up by other news outlets.

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

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

ON the 
Gonzaga 
University 

campus, there kneels a 
lonely angel, offering holy 
water at the entrance of 
St. Aloysius cathedral. A 
hundred years of dipping 
fingers in the water, leaving 
behind dirt, oil, hand lotions 
and the like, contaminated 
the old, unsealed sculpture 
to the point of needing some 
serious TLC. The base of 
the sculpture, a marble-clad 
wooden structure, had also 
deteriorated to the point of 
not only being unsightly, 
but dangerous considering 
the amount of weight it was 
now straining to support.

Enter Mario & Son...
Some parts of the sculp-

ture were so badly stained 
that even a vigorous clean-
ing couldn’t improve it. 
Sections like the clam-
shaped bowl had to be 
completely re-sculpted in 
order to get past the deep 
scratches and embedded 
stains. 

The years of grime and 
neglect had penetrated 
deep within the stone, and 
the sculpture was badly 
chipped as well, requiring 
repair and re-finishing of 
the entire piece.

The brilliant white of the 
Carrara marble reappeared 
as we re-abraded the sur-
face. We even gave the 
angel a day at the “spa” for 
a facial of clay poultice in 
an attempt to draw out the 
remaining deep-set stains 
that were beyond the reach 

of refinishing. Further sand-
ing of the sculpture would 
have begun to alter the orig-
inal appearance.

Restoring a Marble Holy Water Font

Joey Marcella
Mario & Son

“I saw the angel 
in the marble 

 and carved until 
 I set him free…”  
– Michelangelo

Among other problems, the 
font had deep scratches and 
embedded stains.

We used a clay poultice to draw out deep-set stains that 
refinishing could not remove without reshaping.

The chips on the base of 
the sculpture were espe-
cially noticeable, 
but fixable.

Please turn to page 21

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

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

Right: the completed res-
toration, including the new, 
reinforced, floating base.
Below: Before restoration, 
showing the dramatic differ-
ence with the original, bril-
liant white Carrara revealed.

The clam-shaped bowl was 
completely re-sculpted, 
to the exact proportions 
of the original, including 
sourced Carrara marble.

We engineered and man-
ufactured the new base so 
that it “floats” on casters, 
along with a brake to keep it 
from rolling once in place. 
The brake is accessed by a 
removable, magnetic side 
panel, which will allow the 
option of rolling outdoors 
for a gentle pressure wash-
ing in the future, if needed.

Continued from page 20

A subtle cross with a de-
sign that coincides with 
the rest of the church was 
inlaid into the side panels 
because… well… it was 
added, because we could!

Once complete in the 
shop, the entire work was 
sealed thoroughly, and only 
awaited delivery back to the 
church.

“I saw the angel  
underneath the dirt 

and cleaned, scrubbed 
and sanded until I set 
him free.”  Take that, 

Michelangelo!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsVisit www.braxton-bragg.com for Viper 30 Grit Polishing Pads 
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Cosentino Group, a global 
leader in the produc-
tion and distribution 

of natural stone, quartz, recy-
cled and architectural sur-
faces, was honored with the  
2016 Envision Award from the 
International Surface Fabricators 
Association (ISFA) during the 
organization’s annual conference 
awards dinner held November 
10 in Cancun, Mexico. 

Slippery Rock Soapbox

WE are all so busy 
these days 
meeting dead-

lines, sending out invoices and 
keeping equipment running that it 
is easy to overlook major changes 
that are occurring in the indus-
try.  Some of the most profound 
changes are being driven by the 
explosion in the specification of 
quartz stone that appears to be 
displacing natural stone as the 
preferred material specified for 
most commercial finish-outs.  

What exactly are those changes 
and why should it matter? The an-
swer to that question depends on 
where your business is operating 
on the supply chain. However, no 
matter where you are in the chain, 
changes are already occurring.

To begin, we need to see just 
how explosive the demand for 
quartz stone has been. The owner 
of Caesarstone, Sdot Yam of 
Israel, is the only publicly traded 
producer of engineered quartz and 
thus the only source of verifiable 
sales numbers. Below are the an-
nual sales figures of Caesarstone 
from 2008 to 2015:

2008    $169,203,000
2009    $162,634,000
2010    $198,791,000
2011    $259,671,000
2012    $296,000,000
2013    $356,550,000
2014    $447,400,000
2015    $499,520,000

From 2008 to 2011 sales had 
increased one and a half times, 
and then have almost doubled 
since 2011. These types of gains 
are very impressive for any com-
pany, but what is more impressive 
is that these sales increases were 
happening as the “great reces-
sion” was wreaking havoc on the 
industry. Their sales only dropped 
by roughly $6 million from 2008 
to 2009, and that’s a strong signal 
for the coming demand that we 
are still experiencing today. 

What is interesting is that the 
last time we saw such a great 
change in material specifications 
was after the recent recession, 
from 1987 to 1991. Before that 
recession, marble was the domi-
nant specified stone with granite 
being just a small amount of the 
demand. After the recession had 
ended, the market completely 
flipped over with granite becom-
ing the dominant specified mate-
rial, and marble taking a backseat.

The changing of one natural 
stone for another was not anything 
unusual, but now a man-made 
material is displacing natural ma-
terials, and that has some interest-
ing ramifications. Lets consider 
some of the possible reasons for 
this increasing demand for quartz. 

From the point of view of the 
designer or architect, quartz is 
a real problem-solver and time-
saver. No longer does the design 
professional have to make trips 
to several yards just to make sure 
that they get just that right shade 
of stone or veining, because the 
small 2 x 2 samples on the sample 
board are only consistent with any 

slabs that are either in New York, 
Houston or LA. Slabs of quartz 
are all the same size among man-
ufacturers, and that lessens the 
arguments about the number and 
location of joints required. Simply 
put, the consistency of color and 
slab size greatly increases the 
time a design professional can put 
into actual design, versus going 
on a wild goose chase for some-
thing that may not be available in 
natural stone.

The fabricator benefits from the 
same consistencies mentioned 
above, but also benefits from the 
strength of quartz stone during the 
fabrication process. With natural 
stone, the fabricator has to be very 
careful about natural seams that 
are not always visible, but always 
seem to suffer breakage at the 
hands of shop novices unfamiliar 
with the fragility of the different 
types of stone. 

That is not to say that quartz 
does not have its challenges, be-
cause it certainly does, but these 
challenges are far outweighed 
by the benefits of the controlled 

 Mark McMunn

Some Observations on Quartz Stone

manufacture of the stone. The 
degree of control in manufactur-
ing quartz stone is similar to how 
fast food chains have great qual-
ity control over things like french 
fries or burger patties.

Finally, the consumer benefits 
by having a high performance 
surface that will last for years if 
properly maintained and cared 
for.

It appears that everyone one is 
winning here, but there are some 
losers, and the ones with the most 
to lose are the quarriers of natural 
stone… and the consumer. 

Now that the technology of 
quartz manufacturing has reached 
a point that almost any color 
natural stone can be duplicated 
for shade and veining, then why 
quarry anything at all? What good 
will it do to find, quarry and pro-
duce a new and exciting color 
stone and try to get a premium for 
it, if the public is willing to accept 
a synthetic version of it? 

We have already seen this phe-
nomenon happen with the al-
most perfect duplication of the 
Calacatta colors from Carrara, 
Italy. One would think that the de-
sign profession would look down 
on synthetic copies of a marble 
with Calacatta’s storied prove-
nance, but you would be wrong. 
Also, is there anything that the 
quarriers of Calacatta marbles can 
do about this?  Sadly, the quarri-
ers of the Calacatta marbles have 
found out the hard way that you 
cannot copyright nature’s natural 
patterns or shades of color. 

The cost of natural Calacatta 
marble appears to have put the 
consumer in the pro-synthetic 
corner, but is it not strange that 
anyone would want to boast about 
their synthetic Calacatta mar-
ble, when the genuine material 

Cosentino Group Receives 
2016 Envision Award

The Envision Award is given 
to the ISFA member that excels 
in creating an imaginative and 
stand-out product for the sur-
facing industry. Cosentino was 
nominated for the award in rec-
ognition of its development of 
Dekton large-format tile which 
allows traditional countertop 
fabricators to expand into floor-
ing with a durable, high qual-
ity product that can be used in 

both interior and exterior appli-
cations. Brandon Calvo, COO 
Distribution Cosentino North 
America, was in attendance to 
accept the award for Cosentino.

Through its 18-year partner-
ship with ISFA, Cosentino has 
supported the Association’s 
commitment to industry growth, 
advancement and education by 
sponsoring and participating in 
nearly 30 ISFA events, confer-
ences and seminars. “Cosentino 
has continually shown its sup-
port for surface and countertop 
fabricators over the years,” said 
ISFA Communications Director 

Kevin Cole. “Not only have 
ISFA members benefited from 
Cosentino’s gracious support 
and devotion to the industry, 
but fabricators all around the 
world have benefited from the 
company’s generosity and ded-
ication. We are fortunate to have 
so many great corporate partners 
like Cosentino to help us to im-
prove the industry for the good 
of all.”

In addition to receiving 
the 2016 Envision Award, 
Cosentino was a recipient of the 
2012 ISFA Associate Member 
of the Year Award. Cosentino 

also received the Envision 
Award in 2014 in recognition 
of its innovation following the 
introduction of Dekton, an ul-
tra-compact surface that was the 
first of its kind.

“Just as Cosentino is commit-
ted to innovation, we’re grateful 
for the partnerships and alliances 
with associations like ISFA that 
share in our vision to always pur-
sue excellence,” says Lorenzo 
Marquez, VP of Marketing 
for Cosentino North America.  

Please turn to page 26

is the source of the prestige? Is 
there such a thing as “derivative 
prestige”? The consumer loses 
here because the consumer is not 
actually in control of choice but 
is being willingly herded to the 
choices that ostensibly benefits 
them – but actually is benefiting 
others.

The point here is not to expose 
any hidden agenda of the quartz 
industry because there is not one. 
Rather, it is the fabricators that 
need to be aware of these factors 
mentioned above, and how they 
will affect their business. 

Just to mention one benefit, 
although quartz removes a lot of 
uncertainties in the fabrication 
process, the trade-off is a shorter 
learning curve to fabricate quartz 
versus natural stone, creating a 
lower skill barrier to entry into 
the business. The search for prof-
its follows the path of least resis-
tance, but the least resistant path 
also attracts hordes seeking those 
same profits. If this describes 
your situation keep yourself up-
dated with the latest technology 
or prepare for  a continued profit 
squeeze.

It appears that every 
-one is winning here, 
but there are some 
losers, and the ones 
with the most to lose 
are the quarriers of 
natural stone… and the 
consumer.

Mass-produced quartz stone slabs 
present both opportunities and 

limitations for fabricators. 
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 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 

“Tart Words make no 
Friends: a spoonful of 
honey will catch more 
flies than a Gallon of 
Vinegar.”

— Benjamin Franklin

Live Life Like a Dog

A veterinarian had been 
called to examine 

a ten-year-old dog named 
Belker. The dog’s owners 
and their little boy, Shane, 
were all very attached to 
Belker and were hoping for 
a miracle. The vet examined 
the dog and found he was 
dying. He told the family 
he couldn’t do anything for 
him and offered to perform 
the euthanasia procedure for 
the old dog in their home. 

As they made arrange-
ments, the parents of six-
year-old Shane thought 
it would be good for him 
to observe the procedure. 
They felt as though he 
might learn something from 
the experience. 

The next day, the vet-
erinarian felt the familiar 
catch in his throat as Belk-
er’s family surrounded him. 
Shane seemed so calm, pet-
ting the old dog for the last 
time. He wondered if Shane 
understood what was hap-
pening. Within a few min-
utes, Belker slipped away 
peacefully. The little boy 
seemed to accept his pet’s 
transition without any dif-
ficulty or confusion. After-
wards, they all sat together 
for a while wondering aloud 
about the sad fact that ani-
mal lives are shorter than 
human lives. 

Shane, who had been lis-
tening quietly, piped up, “I 
know why.” Startled, they 
all turned to him. They were 
stunned as they heard the 
most comforting of expla-
nations. “People are born 
so they can learn how to 
live a good life ...like loving 
everybody all the time and 
being nice, right?” The six-
year-old continued, “Well, 
dogs already know how to 
do that, so they don’t have 
to stay as long.”

A man rescued from an oven vent 
at a western New York pizzeria 

is now facing burglary charges.
The Monroe County Sheriff’s 

office says deputies arrived at 
Pontillo’s Pizzeria in suburban 
Rochester at 3:45 a.m. one Friday 
after someone reported a man yell-
ing for help. They found 53-year-old 
Richard Graham of Rochester stuck 
in ductwork that led from an oven to 

No Way Out!
a roof vent.

After Penfield firefighters pulled 
him out, Graham was checked out 
at a hospital before being arraigned 
in town court on burglary and crim-
inal mischief charges. The sheriff’s 
office says Graham caused over 
$2,000 in damage to the restaurant.

Graham was sent to the county jail 
without bail because he’s considered 
a repeat offender.
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Order online or call 1-800-575-4401 before 5:45 pm eastern for Same Day Shipping.
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5 Reasons Why Our Customers 
Choose Braxton-Bragg

(and why you’ll want to call us when placing your next 
order… and the next… and the next… and the next)

REASON #1 – We identify the best tool and supply manufacturers in the 
world. Our customers benefit by getting the best quality tools on the planet.

REASON #2 – We develop relationships with those manufactures and have 
them make our house brands (Viper, Talon, Scorpion, Hercules, Stone Shield).  
Our customers benefit by getting consistent quality we can test and control.

REASON #3 – We eliminate all middlemen and middlemen products.  Our 
customers get the savings created by eliminating the middlemen without 
sacrificing quality.

REASON #4 – We continuously upgrade the quality of our offerings so that 
we offer the highest quality product and best value for money.  Our customers 
get the latest technology and advances automatically with every order.

REASON #5 – We work with our chosen manufacturers to offer products that 
save labor (about a third of total expenses in any shop).  Our customers get ac-
cess to tools and supplies that work the way they’re supposed to work the first 
time – many are brand new innovations never seen in the industry (I-brace, 
Dishwasher Bracket, etc.). This saves time and labor, and time is money. 
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The Fabricator’s Choice 
for More Than a Decade!

“Excellent quality 

and excellent price.”

– Kathi Upchurch, 

 Castech, Inc.

“Great quality 
for the price.”
– Hershel Margaretten, 
 Imperial Marble

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

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

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

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

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

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

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

Chip Free
Smooth, chip free cutting was mentioned by several 

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

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

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

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

 Item # Description MSRP OUR Price 

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

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

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

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

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

 41349 Viper® Turbo Granite Dry Blade, 8˝ x 5/8˝ KO, 7,500 RPM $61.95 $44.95

 41350 Viper® Turbo Granite Dry Blade, 10˝ x 5/8˝, 6,000 RPM $119.95 $89.95

 41351 Viper® Turbo Granite Dry Blade, 12˝ x 5/8˝, 6,200 RPM $149.95 $119.95

Viper® Turbo Granite Dry Blade

Give Lee Woodson a 
call toll free at 800-
575-4401 to place 
your order today!
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Why Do Black Vacuum 
Cups Leave Marks?

Rubber’s trademark black 
color comes from chem-
ical additives used in 

the manufacturing process. A 
common additive is carbon 
black, which helps strengthen 
rubber’s desirable properties, 
such as durability and UV resis-
tance. However, carbon black 
has the potential to leave marks 
on surfaces, as do several other 
components of the manufactur-
ing process, such as plasticizers, 
processing oils, releasing agents, 
etc. These substances can leach 
from the rubber over time and 
transfer onto contact surfaces—a 
big problem in the stone indus-
try, notably when working with 
light-colored materials.

All vacuum cups made of black 
rubber have the potential to leave 
marks on surfaces. When a vac-
uum cup tool is used, the rub-
ber is pressed tightly to another 
surface. This pressure, and the 
rubber’s contact with the surface 
material, increases the potential 
for chemical leaching. Aging and 
use of harsh cleaning solvents, 
such as acetone, also increase 
the potential for black rubber to 
leave stains and marks, because 
the rubber begins to chemically 
break-down with age or solvent 
exposure.

Prevention
To prevent stains on lighter 

materials, use a plastic protective 
film, like what is used to protect 
larger stone pieces during ship-
ment and processing. Simply 

Jessica Sherwood
Omni Cubed

Photos Courtesy Omni Cubed

Occasionally, black vacuum 
cups leave acetone contami-
nation stain, a problem that is 
more noticeable on light-color 
stone. The use of acetone as a 
stone cleaning solvent will ac-
celerate the chemical break-
down of rubber vacuum cups.

Lifters, seam setting devices and hand vacuum cups all use black 
rubber cups, and have the potential to leave marks on surfaces. 
But don’t worry: a poultice can usually draw the stain out.

A 3 mil protective film like 
Americover is designed for clean 
release and easy removal without adhesive 
transfer, and can also be used to protect 
countertops in transport and on the jobsite.

apply smaller pieces of the pro-
tective film where black rubber 
vacuum cups will be used. The 
film will adhere to the material 
very well, and the pressure from 
the vacuum cup on top will hold 
the film against the material even 
tighter. It is recommended to test 
the film prior to use, to ensure it 
will not damage the material.

Removal
A poultice can be used to 

loosen rubber stains, and help 
draw them out of the material. 
A poultice is a two-part paste 
consisting of a wicking chemi-
cal and an absorbent base. There 
are some commercial poultices 
available such as Dr. Fred’s and 
StoneTech Professional Oil Stain 
Remover, by DuPont. Also, many 
DIY poultice solutions can be 
found online, which are simple 
to make. The Marble Institute of 
America has an entire consumer 
page devoted to stain removal, 
including a sub-section on poul-
tices. Some stone fabricators have 

even suggested using carburetor 
cleaner to remove rubber stains 
on light-colored stone. NOTE: 
With any chemical solution, be 
sure to test a piece of the same 

© MARK ANDERSON. www.andertoons.com

“We’re honored to receive 
the Envision Award in rec-
ognition of our company’s 
advancements that allow 
fabricators, a vital segment 
of our business, to expand 
their application abilities 
which in turn helps grow their 
business.”

Cosentino Group currently 
distributes its products and 
brands in more than 80 coun-
tries from its headquarters 
in Almeria, Spain. Currently 
Cosentino is present in 32 
countries with its own assets 
in 27 of them. The group 
has seven factories (six in 
Almeria and one in Brazil), 
one intelligent logistics plat-
form in Spain and more than 
120 commercial and business 
units throughout the world. 
More than 90 percent of 
Cosentino Group’s financial 
turnover comes from interna-
tional markets.

For more information visit 
www.cosentino.com . 

Continued from page 22

Cosentino Group 
Receives 2016 

Envision Award

There really is no such 
thing as race. We all 

came from Africa.  
We are all made  of the 

same stardust. We are all 
going to live and die on 
the same planet, a Pale 

Blue Dot in the 
vastness of space. 
We have to work 

together.

– Bill Nye

material first, to check for finish 
degradation or other undesirable 
effects before applying the chem-
ical to the finished piece.
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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

Stone Restoration and 
Maintenance Corner

I highly recommend try-
ing this on your next marble 
floor polishing project. As 
always, do a test to confirm 
the results and procedure 
before general application! 

During the winter months 
there is less natural light 
available. With not as much 
natural light to benefit in-
spection of the floors, some-
times polishing mistakes 
are not easily seen until the 
next morning. Getting this 
type of call the next day is 
a true bummer, and those 
who have had one know 
what I am talking about. 
Therefore, I advise always 
taking plenty of lights with 
you. I like the newer L.E.D. 
lights that can be varied in 
both power and white level. 
These can simulate natural 
light very well.

Most all of us use the 
Tape & Drape and blue tape 
for masking off sensitive 
areas. These normally work 
very well, but when the blue 
tape gets excessively wet, it 
can let go and lose much 
of it’s adhesive qualities. 
Therefore, I suggest trying 
the red polyethylene film 
tape. It is much more wa-
ter-resistant than the blue 
tape and works very well 
for this application. It does 
cost more, but is normally 
worth the difference. So use 

the lower priced blue tape 
where you can (up high), 
and use the red tape to pro-
tect those extra wet and 
nasty locations.

This is by no means a 
complete list of all technical 
tips for polishing of marble 
and similar stones. If you 
have some tips that you 
would like to share, please 
send these to the editor who 
will in turn get them to me 
for future publication. As 
always, check with your 
supplier of products for 
technical support. Finding 
answers and offering advice 
on your technical product 
questions is part of their job 

The phone call or email is 
free, the advice is free, so 
what have you got to lose?  

Continued from page 17

I recommend using Red Vinyl 
tape instead of the standard 
blue painter’s tape when you 
need to tape and drape a par-
ticularly wet job – the red tape 
adhesive is less sensitive to 
moisture.

Using a 12,000 grit di-

amond impregnated 

pad as a finishing step 

helps most marble and 

similar-type floors look 

their best. Use wet at a 

slow speed with a swing 

machine to remove any 

over-etching and swirls 

from the polishing step.

Bob Murrell has worked 
in the natural stone indus-
try for over 40 years and is 
well known for his expertise 
in natural stone, tile and 
decorative concrete resto-
ration and maintenance. He 
helped develop some of the 
main products and processes 
which revolutionized the in-
dustry, and is currently the 
Director of Operations for 
M3 Technologies. 

“ He that would 
live in peace 
and at ease, 

must not speak 
all he knows, 

nor judge 
 all he sees.”
– Benjamin 

 Franklin
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Ten Truths Ultra-Compact Dekton®  
by Consentino Earns 

“Environmental Product 
Declaration” (EPD)

Economies change, 
cultures change and, 
of course, presidents 

change.

Industries change, too.
And while shifting cir-

cumstances abound in this 
season, it is important to 
remember and know that 
some things do not change. 
Some things endure.

Here are 10 enduring 
truths to consider as 2017 
begins:

1. The customer is 
always right
Customers have unreal-

istic expectations.  They 
have limited understand-
ing of natural stone.  There 
is limited time to educate 
them.  These are all unde-
niable facts…yet they are 
irrelevant if your goal is a 
satisfied customer who will 
speak well of your company 
on social media.  Companies 
that do unreasonable things 
for unreasonable people 
endure.

2. Success cannot 
replace relationships
 The passion to succeed 

is almost as intense as the 
will to live and often, when 
success or the life of the en-
terprise is on the line, the 
most important people to 
the leader seem to suffer the 
most. A successful business 
cannot fulfill the God-given 
need for healthy, strong 
relationships, but healthy 
relationships can sustain 
a leader during times of 
duress. Balance between 
the two is literally life and 
death.

3. Your potential is 
limited by your ability 
(or willingness) 
to delegate
 Companies with great po-

tential never reach it if the 
owner and managers can’t 
let go and effectively dele-
gate. Owners and managers 
who assign critical tasks to 
specific positions, define 
the standards, and provide 

Cosentino Group, the 
Spanish company 

and leader in the pro-
duction and distribution 
of innovative surfaces 
for architecture and de-
sign, has obtained the 
Environmental Product 
Declaration (EPD) for 
the ultra-compact surface 
Dekton® after an analysis 
of the environmental im-
pact of its life cycle.

The granting of this cer-
tificate by an external orga-
nization (The International 
EDP® System), accredits 
Cosentino Group’s policy 
of maximum commitment 
to sustainability, and sup-
ports its involvement in 
improving efficiency in 
the consumption of raw 
materials and energy, re-
ducing the generation of 
waste.

In order to obtain an 
Environmental Product 
Declaration (EPD), the 
Cosentino Group R&D 
department assessed the 
environmental impact of 
Dekton® during 2015 at 
all stages of its life cycle 
(“from cradle to grave”). 
The results obtained re-
flect the optimum analysis 
of the following phases: 
production in industrial 
plant, transport, installa-
tion, use and end of life.

The Life Cycle Analysis 
(LCA) of Dekton® has al-
lowed improvements to be 
implemented and a series 
of indicators to allow sim-
ple and easy monitoring of 
Dekton’s environmental 
status, paying special at-
tention to greenhouse gas 
emissions, efficiency in 
the consumption of raw 
materials and energy, and 
the reduction in waste 
generated.

The EDP is a highly 
useful tool that provides 

operational steps to follow 
for their staff, will free the 
organization to grow and 
free themselves from the 
tyranny of chaos.

4. People pay more for 
that which they value 
Studies show that half 

of all consumers surveyed 
value unique features and/
or premium services over 
a low price. Those who un-
derstand what their custom-
ers value and aren’t afraid 
to charge for it will prosper.

5. Quote follow up = 
sales that go up
 A prompt follow up call, 

simply making sure that the 
client received the quote and 
to ask if they have questions 
will result in more sales. 
Failing to follow up leaves 
the door wide open for your 
competitors to close your 
sale. It also leaves you with 
quotes on your desk instead 
of jobs on your calendar.

6. Cash is King
Companies that are liberal 

with spending and lacka-
daisical with collections are 
chronically short of cash. 
The consequences of such 
behavior leads to limited 
resources for maintaining 
vendor relationships, cap-
italizing on opportunities, 
and weathering short term 
declines in the business.

7. Short term pain = 
long term gain 
Short term pain = Long 

term gain:  Shortsighted 
decisions really do shorten 
the life of the enterprise. 
Maintenance on equipment 
and vehicles, training for 
staff, and servicing unhappy 
customers can be painful in 
the moment, when other 
expenses abound. But they 
are investments that make 
the future of the enterprise 
more likely.

8. Granite is heavy and 
if handled carelessly it 
can injure, cripple or 
kill you
Simply put: granite is 

heavy and an accident with 
a slab can kill. This will al-
ways be a dangerous busi-
ness for those handling 
granite slabs and bundles. 
Regular reminders and dis-
cussion of safe slab han-
dling techniques and regular 
inspection of equipment can 
save lives.

9. Employee Turnover 
is EXPENSIVE
No matter how you 

slice it, anytime an em-
ployee moves on unex-
pectedly, great expense is 

 Aaron J. Crowley
Owner, Crowley’s 
 Granite Concepts

to be expected. The longer 
they’ve been on the team, 
the greater the disruption it 
will mean.  

 10. Refusing to 
change = inevitable 
decline
Ignoring or refusing to 

accept the changes that 
threaten “the way we’ve 
always done it” is the 
highway to obsolescence.  
Principles need not bend to 
current circumstances, but 
practices and opinions of 
how things should be done 
must be flexible and modi-
fied to adapt.  

Seasons of upheaval, un-
certainty, and revolutionary 
changes expose the true 
character and test the be-
liefs of the people living 
through them.  

The people who have 
built their lives on the foun-
dation of enduring truth and 
reality emerge from those 
seasons wiser, stronger, and 
wealthier.

Aaron Crowley is a stone 
shop owner, author, speak-
er, and inventor of stone 
safety products. Contact 
Aaron by email at aaron@
fabricatorsfriend.com .

transparency in terms of 
sustainability for a prod-
uct or service during its 
entire life-cycle. Not only 
does it demonstrate the re-
duction of negative impact 
on the environment, but 
also provides the infor-
mation necessary to com-
pare products and services 
found on the market and 
that serve the same pur-
pose. In addition, this cer-
tification helps to obtain 
Leed credits for building, 
making Dekton® an at-
tractive product for prop-
erty development based on 
criteria for sustainability 
and high efficiency.

The International EDP® 
is a global program for 
environmental declara-
tions based on ISO 14025 
and EN 15804 standards. 
Currently, the IEDP® has 
630 certified products by 
150 companies in 32 coun-
tries and different catego-
ries. In particular, under the 
“construction materials” 
category, which includes 
Dekton® by Cosentino, 
there are currently 27 ma-
terials in Spain and 305 
in the 32 nations included 
on the system. All de-
tailed information on the 
Environmental Product 
Declaration for Dekton® 
is available at http://www. 
environdec.com/en/Detail/
epd916 .

In 2011, Cosentino 
Group obtained this same 
certification for the ECO® 
Line by Silestone®, be-
coming the first company 
in the quartz surfaces 
sector to achieve this 
accreditation.

Dekton® by Cosentino 
is available in thin thick-
nesses from 0.8cm to 
1.2cm and 2cm. Visit 
www.cosentino.com for 
more information.

Dekton® is durable, very easy to maintain, and 
has potential for both indoor and outdoor uses 
including flooring, façades, wall cladding, coun-
tertops and worktops.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Why pay $66.25 for Ager at GranQuartz? 

Save $20 at Braxton-Bragg!

Stone Shield™ 
Enhancer & Sealer 

Now You Can 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 

Built-In Software
According to Harris, the soft-

ware for countertops is basic 2D 
elementary CAD that uses easy-
to-learn symbols. Every time you 
touch a symbol, the Proliner tells 
you what it wants you to do next 
for that command. It’s tailored 
to the stone industry, so you’re 
able to add color-coded radiuses, 
seams and overhangs.

You can also create your own 
sink and edge profile library, so 
for the sinks that you use that 
come with a DXF file from the 
manufacturer, you can upload 
them into the Proliner library and 
drop them into the drawings. It’s 
also easy to double-check all mea-
surements in the Proliner software 
before beginning production. 

Prodim International addi-
tionally offers a slick little op-
tion for the Proliner, explained 
Harris. “We also offer another 
solution for fabricators called 
‘Prodim Factory’ which is used 
for slab matching. You simply 

take the digital templates within 
the Proliner and overlay them 
on the slab pictures stored in the 
software’s “digital warehouse.” 
Customers can now see and sign 
off on book matched seams, the 
sink and backsplashes while you 
maximize the use of slabs. 

“You also have the ability to 
create quotes using customer 
drawings. For instance, if some-
one came in with measurements 
of a countertop, you could type 
in those measurements, add the 
edge and cutout and give a quick 
estimate right then and there. So 
the Proliner really is a sales tool 
as well.” 

Battery Power for Jobsites
The Proliner is powered by both 

AC (wall current) and DC (bat-
tery packs), and comes with two 
battery packs and an AC power 
supply. Each battery pack is good 
for approximately four hours, 
so you’re good for a full day of 
templating. It also comes with a 
one-year warranty. “If there’s 

a malfunction due to a parts or 
software issue it is fully covered 
under the one-year warranty,” 
said Harris.  

Training
For fabricators buying into the 

Proliner system, hands-on train-
ing is available at their facility 
in Fort Pierce, Florida, explained 
Harris. “Onsite training is usu-
ally one day. We have a demo 
kitchen counter with full height 
backsplash, a demo shower and 
a demo staircase. Anything you 
would need to measure, we have 
it set up here. After training, if the 
user has any technical questions, 
he or she can call our office. Our 
people know the Proliner inside 
and out and can help out with 
any issue that may be happening. 
There is never a charge for any 
after the sale support like this. 
Online training from one of our 
many instructors is also available. 
It’s live, one-on-one and usually 
lasts about three hours.

“The Proliner software and 

Prodim Factory is a one-stop 
solution tailored for stone fabri-
cators. We made it that way, so 
if you have the Proliner you can 
finish everything on it. The soft-
ware is easy to update, too. So if 
you’re thinking about going dig-
ital or just want to increase effi-
ciency, the first place to start is 

Using the Prodim International Proliner Digital Templating Tool
Continued from page 6

Screen shot of Prodim Factory software, showing a collection of 
actual slab photos that have been added to the software’s digital 
warehouse. This innovation allows fabricators to present choices to 
customers about matching seams and patterns from their in-stock 
slabs, quickly offer quotes, and also maximize the use of slabs.

by acquiring accurate digital tem-
plates using our Proliner.”

For those interested in seeing 
the Proliner 7, Proliner 8 and 
Prodim Factory in action, visit 
the Prodim International booth 
at the January 2017 StonExpo in 
Las Vegas or visit www.prodim- 
systems.com .

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

http://www.prodim-systems.com/en-en/Industries/Stone.html
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10717/


30 |  January 2017 Slippery rock Gazette

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

Cops Find 
Robbery Suspect 

After Sending Him 
Facebook Warning

State police have helped cops 
in a Pennsylvania town keep 

a Facebook promise they made to 
an armed robbery suspect: “We 
WILL find you.”

The Meadville Tribune  re-
ports that 32-year-old Robert 
Watkins III was arrested one 
Sunday afternoon in Rockdale 
Township,which is near 
Meadville, Watkins’ hometown 
and last reported location.

About 100 miles away in 
Bridgeville, police got a war-
rant charging Watkins with a 
Thanksgiving Day gas station 
robbery.

Bridgeville police had posted 
a message on Facebook saying, 
“It’s only a matter of time before 
we find you.” The post included 
several pictures of Watkins, 
and said he had been identified 
through surveillance video.

Online court records show 
Watkins was captured and re-
turned two days after the post-
ing and arraigned in Allegheny 
County, where he’s jailed without 
an attorney.

“You don’t want to 
raise a kid in a cul-
ture where the kid 
who asks the most 
questions is annoy-

ing. You want a 
culture where the 
kid who asks the 
most questions 
gets awards and 

gets another piece 
of cake.”

— Neil deGrasse Tyson 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Penetrating Sealer
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Stop trying 
to compete 
with your 
hands tied.

World Leader In Digital Templating
866-539-0052  -  LaserProductsUS.com

Free On-Site Training
Financing Available

Unleash the power of 
Digital Templating

BEST
PRODUCT

STONEPXO

2015

No CAD experience needed. 
Using our LT-2D3D Laser Templator is effortless. 
Add backsplashes or drop-ins such as sinks,
with just a few clicks. Easy to use and operate.

Small Investment Big Return
Manual or CNC fabricators save time and money 
with the LT-2D3D Laser Templator. Doing as little 
as 150 sf. per week will save enough to pay for the 
investment within months. Calculate your savings 
online at LaserProductsUS.com/calculator

Call 866-539-0052
for a no-obligation demo. 

Made in the USA
with US and 
imported parts

Three Reasons Why Millennials Leave 
a Job –  and What You Can Do

Sources  estimate that 
Millennials will comprise 
50 percent of the work-

force by 2020. As with previous 
generations, companies should 
take  Millennial preferences  into 
account when developing aspects 
of their human capital manage-
ment strategies, such as recruiting 
and compensation strategy. To 
help you with the process, here are 
some conclusions from the latest 
research about why Millennials 
switch jobs and what companies 
can do to retain their best young 
talent.

The Need for a  
Clear Growth Path

According to the Society for 
Human Resource Management 
(SHRM), a recent study revealed 
that many Millennials leave jobs 
due to a lack of career advance-
ment opportunities. Within the 
context of career development, 

Millennials still have decades left 
to work. So, the moves they’re 
able to make during this stage of 
their career often influence their 
long-term trajectory. A clear path 
can mean many different things, 
from providing a formal progres-
sion and mentorship, to train-
ing opportunities. It may help to 
evaluate your career progression 
opportunities and find better ap-
proaches to help your employees 
develop skills, earn promotions, 
and generally grow their careers.

Family Friendly Policies
Millennials are known for want-

ing flexible work environments, 
with benefits such as telecommut-
ing or remote work opportunities. 
Increasingly, Millennials are fo-
cused on these and other factors 
that make it easier to balance 
work/life issues and family com-
mitments. According to a  recent 
study, 62 percent of Millennials 

would leave their current jobs 
for a company with more family 
friendly policies and 48 percent 
reported that their work perfor-
mance had been negatively af-
fected by a lack of family-friendly 
support. A flexible work sched-
ule and child care support were 
also cited as benefits that would 
encourage Millennials to make 
a career shift. So, to recruit and 
retain Millennial employees, 
businesses may want to evaluate 
how those employees approach 
their work/life issues and what 
changes could be made to make 
their working environment more 
family friendly.

Better Compensation
Money can be another import-

ant factor in why Millennials 
shift careers. According to the 
Society for Human Resource 
Management (SHRM), 49 percent 
of Millennials would leave their 

current position for more money. 
However, it’s helpful to look at 
compensation within the broader 
context of the full employment 
environment. Is your total com-
pensation (salary + benefits) 
competitive for your industry? 
Correcting any imbalance in these 
areas may help with attracting and 
earning the loyalty of workers 
from all age groups.

Millennials may leave jobs for a 

wide range of reasons, from com-
pensation, to growth, and quality 
of life. Based on this recent re-
search, businesses that wish to ac-
commodate them should consider 
implementing flexible working 
arrangements, addressing com-
pensation gaps, and creating pol-
icies that are family friendly and 
promote a better work-life bal-
ance –most of these are policies 
that make good sense.

© MARK ANDERSON. www.andertoons.com

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

“So, which generation are we blaming today?”
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ricators that purchase their supplies 
directly from us. It is easy to sign up 
and we do all of the work for you! 
All you have to do is let us know that 
you’re interested in becoming a par-
ticipant in this program and we will 
print for you custom postcards and 
brochures to hand out to your clients 
and prospective customers interested 
in your countertop services.
The postcards and brochures will be 
printed with your company name and 
address. The space | Your Business 
Name & Address | will be replaced 
with your pertinent information to let 

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

What makes Supreme Surface 
Cleaners so special? ioSeal. The pro-
prietary stone conditioner in Supreme 
Surface cleaners is called ioSeal.  

List it Free 
www.slipperyrockgazette.net

2017 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

February 2017 Wednesday, December 28, 2016

March 2017 Wednesday, January 25, 2017

April 2017 Wednesday, February 23, 2017

For Sale

FOR SALE: Daytona XL Automatic 
Edge Shaper and Polisher S N 
101920052118. Year 2005. Located in 
Southeastern North Carolina. Bought 
new. Many new parts. Not currently 
working properly. Priced to move 
$12,500.00. Buyer responsible for all 
moving expenses.  Olive Glass and 
Marble 910-484-5277. Email: bette@
oliveglassandmarble.com

_____________

Help Wanted

Shop Foremen/Templator +. We are 
looking for a shop foremen - You 
must be experienced and precise at 
templating, and making repairs in the 
field and know installation and have 
an understanding of the Granite and 
quartz business. This is a $50,000 to 
$100,000 plus position for the right 
person. Relocation help possible. We 
are also looking for bridge saw opera-
tors/sawyer, fabricators and installers. 
Please send resume to info@counter-
toprock.com or through our website 
www.countertoprock.com.

_____________ 

Business Opportunities

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

_____________ 

Stone Care

Braxton-Bragg’s Supreme Surface 
Stone Care Program. Braxton-Bragg 
firmly believes in offering not only 
the best products for stone fabricators 
and installers, but also in providing 
our customers with a way to retain and 
maintain great working relationships 
with their customer base. This is why 
we have launched Supreme Surface 
Stone Care Program for stone fab-

Services

Buy Buy Brazil! Do you need some-
one dependable and trustworthy for all 
your imports in Brazil? Count on me 
from ordering to landing the inspected 
bundles at your door. Email Albert at 
al@malfacini.com or call 918-249-
0786.

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

Readers Please Note:

DEMO & CLOSEOUT
TOOLS anD EqUipMEnT

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

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

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

• #5181 Talon Wet 1-3/8˝ Core Bit, $39 
• (1) #1016099 Demo Keil Handheld Portable Anchor Drilling  

Machine, $495 
• Assorted Sizes 1-2˝ RTC Diamond Turbo Bits for stone or tile. 

• #10632D Demo Braxton-Bragg Bevel Bits for Router, Pos. 1, $25

Visit www.stoneforensics.com

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

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

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

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

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

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

Thassos White Marble

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

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

Buy from the #1 U.S. source for White Thassos since 1988! We 
produce the whitest Thassos available in slabs, 2cm, 3cm and 
tiles 12 x 12, 18 x 18 and 24 x 24, with over 150,000 sq. feet in 
our Houston warehouse.

Thassos White Marble

Granite Shop Est. 20+ Years

702-429-2129

Business is booming here in Las Vegas. Turnkey 
shop with multiple ongoing contracts. Currently 
doing 30-50 kitchens a week with builders such 
as Pardee, Cal-Atlantic, Woodside, Dr. Horton. 
$5 million + in sales. 2 New GMM Brio saws, 1 

Montressor machine, 3 screw compressors, fork-
lifts, multiple tools, etc., etc. Time to move on. 

Email: frank@tandfmarble.com
Call for price

•176 TON SPLITTING FORCE  

•23.6” BLADE LENGTH 

•21.6” SPLITTING HEIGHT

•15 KW PUMP UPGRADE 

•3.73” PER SECOND DESCENT  

•5.71” PER SECOND RETRACT

•MANIPULATING ARM

IGLOO 160 
600 X 550 

www.ApexEquipmentInternational.com

• TESTED and PRESSURES SET PRIOR TO SHIPMENT

• IN STOCK (EXW) WHITEHALL NY @ $88,300.00

 (518) 499-0602 
ApexEquipIntl@Aol.com

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

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).
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mailto:frank%40tandfmarble.com?subject=Granite%20Shop%20for%20sale-%20SRG%20ad
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This amazing technology 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-friendly formula that would clean, 
polish, and protect granite and other 
natural stones against stains, and was 
made in America. 
Since the perfect stone cleaning 
product didn’t exist, Tom invented 
it. Together with a chemist that he 

met though his stone design busi-
ness, Tom developed a unique 3-in-1 
formula that will clean, polish, and 
protect 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.

Braxton-Bragg’s 2017 
Product Catalog has all 
the best stone and con-
crete tools, supplies and 
new equipment, and 
also offers a full range of 
fabrication tooling and 
installation accessories 
for stone and tile shops.

Now Available! 800-575-4401

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

NEW!NEW!

Braxton-Bragg Now Carries

Dekton Large Blades
 Item # Description Price
 55802  ItalDiamant Dekton Core Bit, 1-3/8” (35mm) $105.95

 55803 ItalDiamant Dekton Blade, 5”, 20mm, 3,000 RPM  $68.95

 55804 ItalDiamant Dekton CNC Core Bit, 1/2 Gas, 1-3/8” (35mm)  $105.95
     1,900 RPM Max, Feed Rate: 1” to 1-1/2” per minute

 55805 ItalDiamant Dekton Finger Bit, 1-3/8” (35mm),   $145.95
     4,100 RPM Max, Feed Rate: 9” to 10” per minute

  55906  ItalDiamant Dekton Blade, 14”, 10mm (H), 50/60mm   $213.95
     1,900-2,500 RPM Max

  55907  ItalDiamant Dekton Blade, 16”, 10mm (H), 50/60mm $259.95
     1,700-2,300 RPM Max

  55909  ItalDiamant Dekton Blade, 18”, 10mm (H), 50/60mm Bushing  $368.95
     1,400-2,000 RPM Max

Dekton 5˝ Blade

Dekton CNC Core Bit

Dekton Core Bit

Dekton Finger Bit

ItalDiamant 
Dekton

ItalDiamant 
Dekton

TOUGH TOOLS

METAL, GRANITE & MARBLE
Call For 
FREE
Samples1-800-851-8464

TOUGH TOOLS

PAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERS

METAL, GRANITE & MARBLE

1-800-851-8464
METAL, GRANITE & MARBLE

PAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERSPAINT MARKERS

METAL TIP

Writes on 
Most Surfaces
. Metal . Plastic
. Rubber . Glass
. Wood . Stone 
. Wet . Oily Surfaces
  and much more!

FOR USE 
IN ALL 
FABRICATION

“You the temp?”

© MARK ANDERSON. www.andertoons.com

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

http://www.consumerstonecare.com
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6765/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/pageid/5/fuseaction/store7products.search?cx=002052156708402726684%3Al1u1onwtucu&cof=FORID%3A10&ie=UTF-8&q=ItalDimant&sa=Search&storeCircuit=store7
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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

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!
MIA+BSI Welcomes New Board Members

MIA+BSI has 
announced that 
three individuals 

have been elected to the thir-
teen-person MIA Board of 
Directors. These individuals 
will also serve on the tran-
sitional MIA+BSI Board of 
Directors during the second 
year of the joint venture. 

Duane Naquin, CEO of 
Stone Interiors, an MIA 
Accredited fabrication /
installation company in 
Gaston, SC will repre-
sent Zone 3 (Southeast: 
Alabama, Florida, Georgia, 
North Carolina, South 
Carolina, and Tennessee). 
Naquin is an MIA+BSI 
CEU speaker, Women in 
Stone mentor, and is ac-
tively involved in the ed-
ucation program. Naquin 
replaces Jon Lancto, who 
will remain on the board as 
2017 MIA President.

Herwig Cal lewier , 
Chairman of Beltrami 
N.V., a natural stone pro-
ducer and wholesale com-
pany located in Belgium, 
will represent Zone 10 
(Europe). Callewier is 
founding member and now 
president of Febenat, an 
association which furthers 
the natural stone industry 
in Belgium and Holland. 
He is also involved with 
the WTCB Belgian 
Technical Institute’s stone 
committee and the World 
Natural Stone Association. 
Callewier replaces Claus 
Larsen (DANSK Srl), who 
served on the MIA Board 
for five years.

Ali Kader, President 
and CEO of Egy-Mar 
International, a quarry and 
supply company based in 
Egypt in Dubai, will repre-
sent Zone 11 (Africa, Asia, 
Australia, Middle East, 
and Philippines). Kader is 
the founding member of 
the World Natural Stone 
Association and has been in-
volved with the Egypt Expo 
& Convention Authority, 
the Federation of Egyptian 
Industries, Marble Sector, 
and the Marble & Granite 
Investors Association. 

Duane Naquin

Ali Kader

Herwig Callewier

Kader replaces Arik 
Grebelsky (A.Grebelsky 
& Son), who served on the 
MIA Board for five years.  

2016 MIA President 
David Castellucci (Kenneth 
Castellucci & Associates) 
expressed his gratitude to 
the two outgoing board 
members, saying: “We are 
most appreciative of the 
work done by both Claus 
and Arik during their 
time on the MIA Board of 
Directors. With their help, 
we have made great strides 
to become a more inclu-
sive and international as-
sociation. We welcome the 
three new board members 
and look forward to what 
the future will bring for our 
combined organization.”

For more information 
about the MIA+BSI Board 
of Directors, please visit 
www.naturalstoneinstitute.
org/boardofdirectors.

MIA+BSI: the Natural 
Stone Institute serves more 
than 1900 members in 55 
countries who represent 
every aspect of the natu-
ral stone industry, offering 
them a wide array of tech-
nical and training resources, 
professional development, 
regulatory advocacy, and 
networking events. Two 
prominent publications —
the Dimension Stone Design 
Manual and Building Stone 
Magazine — raise aware-
ness in both the industry 
and the design communities 
for the promotion and best 
use of natural stone. Please 
visit www.naturalstone 
institute.org to learn more. 

“Effective leadership is putting first 
things first. Effective management is 

discipline, carrying it out.” 
— Stephen R. Covey

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

http://www.naturalstoneinstitute.org/boardofdirectors
http://www.naturalstoneinstitute.org/boardofdirectors
http://www.naturalstoneinstitute.org
http://www.naturalstoneinstitute.org
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11068/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Order online or call 1-800-575-4401 before 5:45 p.m. Eastern for Same Day Shipping.

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

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

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

www.braxton-bragg.comFax 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

Station WLUK-TV in 
Wisconsin reports that 

Wayne Douville was hunting 
near Abrams in northeastern 
Wisconsin one Monday when 
he shot and killed a 222-pound 
deer that had eight points on its 
antlers. 

Upon closer inspection, 
the 68-year-old Douville and 

his aptly-named friend, Mel 
Buckmaster, discovered the 
deer was definitely NOT a 
buck!

Jeff Pritzl, district wild-
life supervisor for the state 
Department of Natural 
Resources, says the doe likely 
had a higher testosterone level, 
which might occur in one in 
100,000 deer. He says the deer 

was tagged a buck be-
cause the antlers were 
at least three inches 
long.

Douville says he 
plans to have the en-
tire deer mounted, 
though he doubts his 
wife will let him put it 
up on the living room 
wall. 

Officials say a man shop-
ping in New York’s Grand 

Central Terminal suffered leg and 
hand burns when an e-cigarette 
exploded in his pants pocket.

Central Cellars employee John 
Lee says it looked like fireworks 
exploding when the vaporizer pen 
suddenly blew up in the man’s 
pants that morning.

Metropolitan Transportation 
Authority spokesman Aaron 
Donovan says the man was taken 
by a private ambulance service to 
a hospital. He says the injuries ap-
peared minor.

Donovan says train service at 
the transit hub wasn’t affected.

Electronic cigarettes and other 
battery-operated electronic smok-
ing devices occasionally do catch 
fire.

Last year, the federal 
Department of Transportation 
issued a rule prohibiting passen-
gers from packing e-cigarettes 
in checked luggage to protect 
against in-flight fires.

Wisconsin Hunter Bags Trophy 
Eight-Point ... Doe?

E-Cigarette 
Explodes in Man’s 

Pants at NYC’s 
Grand Central 

Terminal

The world’s first constantly 
flowing (and free!) “wine 

fountain” opened in Abruzzo, 
Italy, in October, to help draw 
tourists and pilgrims who 
make the trek south from the 
Vatican to view the cathedral 
where remains of the disciple 
Thomas are kept. Operators 
said they hope the fountain 
will not become a home to 
“drunkards.” 

IN September, the world’s 
first (legal) beer pipe-

line opened, pumping 12,000 
bottles’ worth an hour from 
the Halve Maan brewery in 
Bruges, Belgium, to its bot-
tling plant two miles away, de-
signed to spare visitors to the 
historic city the sight of tanker 
trucks cluttering the cobble-
stone streets. The pipeline 
was partly funded by private 
citizens offered “free beer for 
life” for their donations.

What’s on Tap?

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

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

Artisan Group Adds 
San Diego Member Need a distraction today? Not only 

does 12 + 1 = 11 + 2, but the letters 
“twelve plus one” rearrange to give 

you “eleven plus two.”
 –Neil deGrasse Tyson

San Diego Granite has 
been selected as the 
newest member of the 

Artisan Group, a national orga-
nization of independent coun-
tertop fabricators. 

San Diego Granite, owned by 
Bill Mullett and Doug Main, is 
one of the largest countertop 
fabrication shops in San Diego 
County. They specialize in 
everything from small remod-
els to large scale commercial 
jobs including the Hard Rock, 
UCSD College Symphony 
Towers and more. San Diego 
Granite has also landed 
“Business Hall of Fame” two 
years in a row. The shop is out-
fitted with the latest machinery 
from Park Industries and they 
hosted a recent Park Industries 
“Digital Expo.” 

“San Diego Granite is such 
a power player in Southern 
California, where Artisan 
Group had a void, so this is a 
perfect match for our group 
because of business men-
tality and geography,” says 
Chad Seiders, Artisan Group 
Executive Director. 

“We are proud to be a part of 
the Artisan Group because of 
their reputation,” says Mullett. 
“We are very busy with com-
mercial and residential work, 
but there’s one project coming 
up that we are looking forward 
to contributing to--the Tony 
Gwynn memorial site that will 
be placed near the baseball di-
amond at Lake Poway. It’s an 
exciting thing we’re doing for 
the community.” 

San Diego Granite makes 
time to give back to the com-
munity through organizations 
like Best Buddies and fund-
raising for several youth sports 
teams throughout Rancho 
Bernardo and Poway.

The San Diego Granite show-
room is open 7 a.m. to 4 p.m. 
Monday through Friday and 
Saturday by appointment. For 
more information, call 858-
486-2040, visit at 13026 Stowe 
Drive, Suite C, in the Poway 
Business Park, or online www.
sdginc.net .

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

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

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

NTCA Welcomes New 
Executive Officers

After a long and pro-
ductive weekend 
at Total Solutions 

Plus, the National Tile 
Contractors Association 
(NTCA) held its annual 
meeting in late October 
2016, and elected new 
members of the executive 
board.

Martin Howard of David 
Allen Company was 
elected President. Chris 
Walker, also of David 

Allen Company, was named 
1st Vice President. Martin 
Brookes of Heritage Tile 
and Marble was elected 
2nd Vice President, and 
outgoing President James 
Woelfel was elected 
Chairman of the Board. 
Dan Welch was named 
Executive Committee ad-
visor, joining John Cox and 
Nyle Wadford as advisors 
to the committee.

Congratulations to the 
incoming executive board! 

NTCA looks forward to 
continuing its growth and 
success as Voice of the 
Contractor with their help.

The NTCA is a non-profit 
trade association serving 
every segment of the indus-
try, spearheading education 
for the professional installa-
tion of ceramic tile, natural 
stone and allied products.   
For more information, 
please contact NTCA exec-
utive director Bart Bettiga 
at bart@tile-assn.com, via 
telephone at (601) 939-
2071, or visit www.tile-
assn.com.

Left to right: board advisors John Cox and Dan Welch, incoming President Martin 
Howard, outgoing President James Woelfel, incoming 2nd Vice President Martin 
Brookes, and incoming 1st Vice President Chris Walker. 

© MARK ANDERSON. www.andertoons.com

“So, are we in the post-season now, 
or the pre-preseason?”

Shop www.braxton-bragg.com for Stone Pro SR2 Support Rail System Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Artisan Group Emphasizes Best Practices 
and Partnerships with Combined Shop 
Tour and Kohler Tour

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 Sink & Seam Wheels

• Tough, reliable and long lasting
• Use on all types of stone
• Vacuum brazed bond

• 1/2 gas thread fits CNC or  
  radial arm machines

• Will maintain true shape
• Center water feed

 Item # Description MSRP OUR Price 
 55146 Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 50 Grit $115.95 $71.95

 55147 Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 100 Grit $94.95 $64.95

 55148 Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 200 Grit $94.95 $64.95

 55149 Scorpion™ Brazed Sink Wheel, 1/2” x 2”, 400 Grit $61.95 $53.95

 10431 Scorpion™ Brazed Sink Wheel, 1” x 2”, 50 Grit $134.95 $89.95

 10432 Scorpion™ Brazed Sink Wheel, 1” x 2”, 100 Grit $134.95  $89.95

 10433 Scorpion™ Brazed Sink Wheel, 1” x 2”, 200 Grit $134.95 $89.95

 10434 Scorpion™ Brazed Sink Wheel, 2” x 2”, 50 Grit $149.95 $99.95 

 10435 Scorpion™ Brazed Sink Wheel, 2” x 2”, 100 Grit $149.95 $99.95

 10436 Scorpion™ Brazed Sink Wheel, 2” x 2”, 200 Grit $149.95 $99.95

Braxton-Bragg is proud to offer our customers these exceptional center 
water feed sink wheels. They are made for us by a well known ISO9001 
certified manufacturer and are of the highest quality.

These Sink Wheels are designed to be used on CNC machines. 
 

Fabricators Tip:
Item #55146 - #55149: ½˝ Brazed Sink Wheels are ideal for use with Quartz, and have been 
designed for inside zero radius sinks.

Items #10431 - #10433: 1˝ Brazed Sink Wheels are good tools to use for inside sink cutouts, 
corners and for tiny radiuses.

Items #10434 - #10436: 2˝ Brazed Sink Wheels are typically used for smoothing out the seams 
before joining two stone slabs together.

 NEW
1/2˝ SIZES

At Last! Sink Wheels that 
Maintain a True Shape!

Twenty-seven Artisan 
Group member 
companies, as well 

as the Kohler Members 
of Artisan Group recently 
toured fellow member shop 
KG Stevens in Wisconsin 
with tour guide Fabricator’s 
Choice. Participants got to 
see the latest in machin-
ery and shop layout effi-
ciency. Members discussed 
fabrication from sales to 
installation, and shared 
new ideas and concepts 
for issues that all coun-
tertop fabricators face. As 
a result of the meeting, 
the group is expanding 
its vendor partnership 
program. Companies that 
wish to exhibit in front 
of the Artisan Group at 
the Industry Showcase in 
Austin next April, should 
contact the group. 

The tour’s next stop was 
the Kohler Design Center 
and Foundry, expanding 
the group’s product knowl-
edge. The Kohler partner-
ship has been expanded 
to allow group members 
to better capitalize on the 
Kohler brand recognition. 
“As tough as it for business 
owners to take time away, 
this trip will drive business 
and relationships well be-
yond the time in Kohler,” 
says John Hansen, Kohler 
Sales Manager.

“The group’s enjoyment 
of the VIP factory tour and 
Design Center will continue 
to grow the relationship be-
tween Kohler and Artisan 
Group. I’m looking forward 
to seeing the group again in 
April, having been attend-
ing the Industry Showcase 
since the inaugural meeting 
four years ago.”

The group allowed 
trip sponsors Kohler, 
Moraware, Tenax, AG&M, 
Park Industries, BACA 
Systems, Fabricators 
Choice & Heritage Wood/
Craft Art to address the 
group regarding efficiency, 
design, finances and more. 

“Whenever the Artisan 
Group gets together great 
information is shared 
among its members,” says 
Jon Lancto, Artisan Group 
best practices consultant. 
“Having this take place at a 
venue like Kohler was icing 
on the cake.”

The trip included a 
packed business itinerary, 
but in Artisan Group fash-
ion, the group made time 
for fun and comradery as 
well, with fishing, golf 
and some shooting. “We 
have an amazing group that 
works hard and plays hard,” 
says Chad Seiders, Artisan 
Group Executive Director. 

“The group started out 
as a granite buying club 
of fly fisherman. We have 
continued that tradition as 
a group, with several fish-
ing trips during the year. 
We also golf and shoot at 

some locations. Our family 
atmosphere is one of the as-
pects that makes our group 
unique.” 

With 35 members and 
growing, Artisan Group 
covers most major markets 
in the U.S., and it can han-
dle a variety of fabrication 
needs from a local to na-
tional scale. Its members 
average more than 20 years 
of fabrication experience 
in the countertop indus-
try, and all Artisan Group 
members have achieved, or 
have begun the process to 
achieve, full accreditation 
with the Marble Institute 
of America. The group 
is among the first granite 
fabricators in the world to 
be working towards this 
distinction. 

Brands of the Artisan 
Stone Collection include 
Aventine Quartz, Exotic & 
Classic Granite & Marble, 
and Saratoga Soapstone. 
It also offers Heritage 
Wood surfacing products.   
For more information, 
see  www.artisan-counters.
com and facebook.com/
ArtisanGroupCountertops.

KG Stevens played host to the Artisan Group tour, 
where members discussed fabrication issues from 
sales to installation.

“I would love to see Mr. (Henry) Ford in there (the White House), really. 
I don’t know who started the idea that a President must be a Politician in-
stead of a Business man. A Politician can’t run any other kind of business. 
So there is no reason why he can run the U.S. That’s the biggest single 
business in the World.”  – Will Rogers, Weekly Articles, 1923

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

http://www.artisan-counters.com
http://www.artisan-counters.com
http://facebook.com/ArtisanGroupCountertops
http://facebook.com/ArtisanGroupCountertops
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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 861,489 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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When you’re in 
the market for 
a thin surface, 

be it a countertop or a full 
wall backsplash, you’ve got 
more options today than 
ever. Porcelain, quartz and 
natural stone all come in 
ultra-thin tiles and slabs 
now, with a variety of color, 
pattern and texture. 

There is a demand from 
architects and designers for 
ultra thin materials that can 
give a seamless appearance 
while saving on weight. 
(The fall 2016 issue of Stone 
World devoted several ar-
ticles to installations fea-
turing ceramic, porcelain 
and natural stone tiles and 
slabs.) In one case ultra-thin 
flooring material was used 
to create an even transition 

Steven Schrenk
Polycor

Thin Surface Stone, Quartz & Porcelain

between rooms. It’s the 
same reason that architect 
Raphael de Cardenas’ team 
chose large format  1 cm 
granite tiles for the Baccarat 
Crystal flagship store. 

One of the differences to 
note is that the 1 cm thick 
slabs of marble and gran-
ite that Polycor quarries 
in North America have an 
added composite backing 
that gives them 10x the 
flexural strength of a tra-
ditional 3 cm slab. They’re 
also two-thirds lighter so 
clients still get all that nat-
ural veining beauty while 
fabricators get to save their 
backs. (Am I right?) 

I’m working on a thin 
stone marble project with 

an Austin, TX designer 
who’s bringing back to 
life a mid-century gem of 
a home. He wanted a sleek 
one wall kitchen that ap-
pears like a natural fixture 
in the home. He chose ul-
tra-thin American marble 
countertops in Pearl Grey. 
The 1 cm thickness (that’s 
3/8 inch) is so weight-
less-looking your brain 

The Skinny on the Popularity of Thin Materials

keeps saying, “Wait, is that 
really marble?” And he 
even carried the look right 
up to the ceiling with a 
backsplash of bookmatched 
slabs.

To help you understand 
some of the options avail-
able to you, Polycor has 
created an infographic to 
show you how thin surfaces 

are made and the popular 
brands to choose from. 

Surely there are even 
more brands than we’ve 
mentioned here, but we’ve 
included ones we see in the 
market most often. Polycor 
makes ultra-thin slabs, large 
format tiles and custom cut 
tiles in all of its marbles and 
granites.

Kodiak granite counter-
top in 1 cm thickness 
pairs well with modern 
European cabinetry. 1 
cm stone is only one-
third the weight of a 3 
cm slab. With Polycor’s 
proprietary composite 
backing, 1 cm has 10x 
the flexural strength.

This seamless modern 
fireplace was fabricated 
with 1cm thin slabs 
of antiqued St. Henry 
granite from Polycor 
through Cosentino. 
Design by Jessica 
Boily. Fabrication 
by Mountain Granite. 
Photo by Annie Roy.

Clay and other
ingredients compacted

Color, pattern
and texture added

to the surface

Additional pattern
and color features

incorporated

Blocks cut into thin slabs,
backed for strength,

then polished

Polycor
(granite & marble)

Caesarstone
Cambria
Silestone

Neolith
Laminam

StonePeak

Blocks of stone cut
away from quarry

Crushed quartz, resin binders
and pigment combined

Porcelain Quartz Natural Stone

SlabLarge Format TileTile

Natural StoneQuartzPorcelain

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

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


Slippery rock Gazette January 2017  |  43  

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!

Life Imitating 
Art… Again

“It is a popular 
 delusion that the 

 government wastes 
vast amounts of 

money through inef-
ficiency and sloth. 

Enormous effort and 
elaborate planning are 
required to waste this 

much money.” 

— P.J. O’Rourke

Security experts hired 
by the investment firm 

Muddy Waters (which is 
being sued for defamation 
by St. Jude Medical Inc. 
over claims that St. Jude’s 
cardiac implant device can 
be hacked) disclosed in an 
October court filing that they 
agree the devices are anon-
ymously and maliciously 
hackable. 

They found that a popular 
control device (Merlin@
Home) could be remotely 
turned off, or jiggered to 
carry a dangerous electrical 
charge from up to 100 feet 
away. A similar incident was 
part of a plot in Season 2 of 
the Homeland TV series, as 
the means by which the ail-
ing U.S. vice president was 
assassinated. 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Shield Adhesives
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Too Close to Home: The Case for Business 
Interruption Insurance

CIC Services is headquar-
tered in Knoxville, TN, in 
the foothills of the Smoky 

Mountains.  East Tennessee is 
a beautiful place and natural 
disasters are usually few and 
far between. The Cumberland 
Plateau to our west usually 
pushes massive storms and tor-
nados to the north or south of us, 
and our elevation usually mini-
mizes flooding. Also, the Smoky 
Mountains and Carolinas to our 
east protect us from any hurri-
canes or storms in the Atlantic.

All that changed this year with 
a drought unlike any of us have 
ever seen who have lived here 
most of our lives.  The drought 
has spawned enormous wild-
fires in East Tennessee and the 
Carolinas, forcing the evacuation 
of the towns of Gatlinburg and 
Pigeon Forge, two thriving tour-
ist destinations in the Smokies.   
The New York Times reported, 
“Gatlinburg Wildfires Force 
Evacuations: It Was Like Driving 
Into Hell.”  More than 14,000 res-
idents, workers and tourists were 
evacuated.  

This is the busy season for so 
many business owners in the 
area, as Fall leaves changing col-
ors and Christmas in the Smokies 
draw thousands of visitors to 
lodges, restaurants, candy shops, 
holiday stores, gift shops, col-
lectibles dealers, mini golf and a 

myriad of other attractions. And 
hundreds of business owners are 
facing difficult questions and de-
cisions. How long will their busi-
nesses be closed? How will they 
pay their employees? How will 
they survive the slow season next 
year without a strong busy season 
this year?     

It’s for this reason that most of 
the Captive Insurance Companies 
(CICs) we manage have insur-
ance policies in place to cover 
business interruption, and these 
policies specifically compensate 
for lost revenue.  A CIC is par-
ticularly well-suited for business 
interruption, because revenue re-
placement policies are often ex-
pensive or difficult to obtain on 

Randy Sadler
Principal, CIC Services LLC

the commercial market.  
Furthermore, premiums paid to 

commercial insurers are a sunk 
cost.

With a CIC arrangement, busi-
ness owners are able to own their 
own insurance company.   Small 
CICs as defined by IRC 831(b) 
can elect to be taxed at a rate of 
0% on their underwriting prof-
its, enabling them to accumulate 
significant loss reserves for the 
future.  When a crisis arises, a 
business owner with a CIC can 
essentially address this year’s 
problem with prior years’ taxes 
(or what would have been prior 
year taxes), provided the crisis 
is insured by the owner’s CIC.   
Imagine the peace of mind own-
ing a Captive Insurance Company 
could provide!   

What Is A Captive 
Insurance Company?

 A captive is a unique and REAL 
casualty insurance company. It in-
cludes its own corporation, insur-
ance license, reserves, policies, 
policyholders, and claims.  It is a 
formal way for business owners to 
self-insure, and captives are gen-
erally formed to insure the risks 

of business owners and related or 
affiliated third parties.

There are many risks that all 
businesses regularly face and in-
formally self-insure.   It’s worth 
noting that businesses  infor-
mally  self-insure with after tax 
dollars, meaning that a businesses’ 
“rainy day fund” is usually com-
prised of retained earnings that 
have already been taxed.  With a 
captive in place, businesses can 
formally insure risks not normally 
insured by third party insurers. 
Premiums are paid from the par-
ent company to the captive with 
tax deductible or pre-tax dollars, 
and can accumulate tax-free as 
reserves of the captive (up to $1.2 
million annually - $2.2 million 
in 2017). Reserves can be trans-
ferred into virtually any other 
type of asset (some domiciles 
have restrictions).  

If you have any questions about 
captive insurance as a means of 
addressing business interruption 
risk in your countertop manufac-
turing, please don’t hesitate to 
reach out to me. Call 865-599-
6104 or e-mail me at randy@cic 
servicesllc.com.

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 

Rock Jockey 
Coming Soon!

Rock Jockey Virtually Eliminates 
the Number One Cause Of 
Injuries in the Stone Industry.

NEW!

Another fine tool from Stone Pro

MADE IN THE USA

See It In Action
at the 2017 StonExpo

Booth #3549

“Each year one 
 vicious habit 

rooted out, in time 
might make the 
worst man good 

throughout.”
–Benjamin Franklin

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

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

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!

As Seen at 
StonExpo 2017

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

Fans Toss 
Over 20,000 Teddy 
Bears Onto the Ice 

at PA Hockey Game

“This whole 
acting thing was 

always just for me 
and was always 

an absolute shot 
in the dark. If it 
didn’t pan out, I 
had my hammer 

and tool belt, 
banging nails 

again tomorrow  
if I had to.”

- Matt LeBlanc

A Pennsylvania hockey 
team’s “teddy bear toss” 

event resulted in a record 20,662 
stuffed bears being thrown onto 
the ice to celebrate a goal.

The event, one of several held 
by AHL teams to collect bears 
for children in need, featured 
20,662 teddy bears being thrown 
onto the ice one Sunday at Giant 
Center to celebrate the Hershey 
Bears’ first goal of the game 
against the Syracuse Crunch.

A video of the bear toss shows 
one giant teddy bear required 
help from multiple audience 
members to make it over the 
glass and onto the ice.

The AHL said the bear total 
was a new franchise record, beat-
ing the 18,115 collected during 
last year’s teddy bear toss.

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

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

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

Are you wasting thou$ands per month?

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

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

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

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

All in stock with IMMEDIATE Delivery!

ALL VIPER® CNC

FREE NEXT DAY 

DELIVERY!

Call Daryl Sims at 
 877-493-0394 

 if you are ready to improve 
your CNC tooling performance.

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

 A-30 R15  $378.65 $347.95 $347.95 $347.95 $149.95 $149.95 $149.95 $1,849.95

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

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

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

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

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

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

 T-30 R3  $392.95 $399.95 $399.95 $399.95 $399.87 $145.95 $145.95 $2,008.95

 T-30 R6  $392.95 $392.95 $392.95 $392.95 $340.00 $145.95 $145.95 $2,008.95

 V-30 R15  $473.95 $515.95 $515.95 $515.95 $364.01 $164.95 $164.95 $2,515.95

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

Complete 
SetSegmented Sintered Sintered Sintered Metal Pre-Polish Ceramic Ceramic

Radius

Demi 
Bullnose

Bevel

Radius

Ogee 
Bullnose

Ogee 
Straight

Double 
Eased

Double 
Eased

Double 
Eased

Full 
Bullnose

Straight

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

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

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

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

 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!

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...

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,11118/

