
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

 Volume 21, Issue 252 The Beacon of The sTone IndusTry   June 2015

People never cease to 
amaze me. Some folks 
have no idea of the value 

of things. This is especially true 
in the stone and tile business. 
You should get a kick out of 

the following story – 
I know I did!

It was one of 
t hose  r a re , 
beautiful early 

summer morn-
ings. The sun was 
shining and the 
temperature was 
about 68 de-
grees. It was one 
of those days 
I wanted to 

shut off my 
phone and 

either take a long mo-
torcycle ride or hop in the boat 
and spend the day fishing… or 
maybe both! It had been a slow 
week and I thought I might be 
able to sneak away… and then 
I got a call from a contractor 
friend of mine.  

I hadn’t heard from Joe in a 
while, and every time I saw him 
pop up on my phone I rolled 
my eyes. I nicknamed him 
Major Problems Joe. It seemed 
every little thing was a major 
problem. 

I remember getting a call from 
him one day saying that his 
floor machine had no power. I 
went through the standard trou-
bleshooting routine: Check the 
breakers, is it plugged in, etc. 
He was in a total panic. Finally, 
I figured out that there was a 
breaker on the motor, and once 
it was reset he was good to 
go. So I wondered what major 
problem this one might be. 

He began to tell me that he 
was working on a lobby in a 
major hotel that had a slate 
floor. He said it had numerous 
coats of polyurethane on it and 
it wasn’t coming off. I asked 
him what strippers he was using 
and he said he doesn’t hire 
strippers… they’re too expen-
sive… badda-boom. 

The $1,000 Start-Up

The Stone 
Detective

T his past October a unique 
opportunity presented 
itself to my husband Ken 

and he was offered a job. The 
company was one we work with 
closely and consider a partner. 
But their “go back” rate for 
problems is astronomical. 

My husband has a Type A en-
gineer mentality, which makes 
him great at doing templates. 
He can troubleshoot practically 
any issue that arises and come 
up with an answer to even the 
most challenging problem. 
Although you can train some-
one to understand the basics of 
templates, it takes a long time to 
train someone into a really good 
templater, someone who can 
identify and diagnose how to 
fix or work around a problem.

It had been many years since 
we had seen a regular paycheck 
in our house. 

Sharon Koehler
Marketing Maven

Varmint County

Memorial Day in Varmint 
County is a mix of solemn 
ceremony and unbridled 
merry-making

Memorial Day weekend 
in Varmint County is 
an odd mix of somber 

reflection and unbridled merri-
ment. Many of our citizens fol-
low the ages-old traditions, such 
as attending church on Sunday, 
gathering the clan for a family 
dinner and then on Monday 
morning, going out to the var-
ious cemeteries to decorate the 
graves of distant ancestors.

Memorial Day Monday is also 
a time for honoring the county’s 
veterans who have passed on, 
and a solemn memorial service 
is held every year at the Varmint 
County Veteran’s Cemetery.

The cemetery has an un-
usual history, having been cre-
ated several decades ago and 
playing a role in ending the 

century-long feud between the 
Haig and Hockmeyer clans.

That feud, you may recall, 
began shortly after the Civil 
War. The Haigs were all un-
apologetic Rebels, the men folk 
to a man having all fought for 
the old Southern Confederacy. 
Natives of the Louisiana 
swamps, many Haigs migrated 
north after the war to settle in 
Varmint County. 

 Boomer Winfrey  
Varmint Co. Correspondent
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Frederick M. Hueston, PhD

And We’ll Have 
Fun, Fun, Fun…

Work hard. Keep your 
nose to the grind-
stone. Bust your 

buns. Give 110%. Concentrate. 
Focus. Work your butt off some 
more.

 Work is hard. Work is se-
rious. You work hard to get 
ahead.  All that may be and 
probably is true (unless you win 
the lottery), BUT there is an-
other side. Where there is hard 
work, there should be some fun.

Jodi Wallace
Monarch Designs

The Case of the Cheapest 
Person in the World

If It’s Broken, 
Please Fix it

Left: Double granite 
island kitchen by Ellis 
Stone. Many of his jobs 
are in a resort town full 
of luxury properties, 
near Salt Lake City. 
New construction and 
high-end remodeling 
demand the best work, 
and Ellis delivers.

Shahn Ellis of Salt Lake 
City started up a granite 
business in 2010 with 
about $1,000 and a drive to 
succeed. Now, Ellis Stone 
is on its way to success  in 
its niche market. For our 
story on how Ellis made it 
through the first five years, 
please turn to page 2.
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This was Joe’s way of getting 
a laugh and I have to admit I did 
chuckle a little.  

I must have told him a mil-
lion times that when it comes 
to urethane and epoxy coat-
ings he needs to use a strong 
solvent stripper that contains 
Methylene Chloride.   He told 
me he couldn’t use it since the 
hotel lobby was open in the 
center and the fumes would rise 
up to the guest rooms. “Simply 
unacceptable,” is how the hotel 
management put it.

Before I could say any more, 
he offered to fly me up there to 
solve the problem. Thank good-
ness it was spring ’cause I hated 
going north in the winter. This 
ole man can’t take the cold any-
more. The next day I was on a 
flight and headed for the home 
of the buffalo. No, not the ani-
mal: the football team.

I exited the plane and was 
headed for the concourse when 
I saw Joe waving at me. He 
looked beat. He had major shad-
ows under his eyes and looked 
like he hadn’t slept in days. 

“You look like crap,” 
I said, shaking his 
hand. He said, “Thanks, 
it’s nice to see you, too! 
Seriously, this job is killing 
me!”

We made it to his truck and 
I threw my bags in the back. I 
was expecting to go to my hotel, 
because it was a looong flight, 
and I was bushed.

Instead, he took me right 
to the jobsite. Of course, he 
did… after all, this was a major 
problem.  

I walked into the lobby and 
sure enough, the entire lobby 
floor was a (formerly nice) slate 
with so much polyurethane on 
it that it looked black. Joe told 
me he had only been doing tests 
and demos. He was still trying 
to figure out how to strip the 
urethane off without using a 
strong stripper and the fumes 
that came with it. And lucky for 
him I knew exactly what to use.

However, it was going to take 
a couple of days for the product 
to come in. I was going to fix 
his major problem with a safe 

The Stone Detective

stripper made with citrus peels. It 
contains what is known as a ter-
pene. It has hardly any odor. The 
down side – it is very expensive 
and it takes time to work. Well, 
I now had a day or two to waste. 
Since I was up north and suppos-
edly the salmon were running, I 
might still get to go fishing! Off 
I went while we waited for the 
product to come in. Not a bad 
deal!

A couple of days passed and 
the product was in. I met Joe at 
the hotel and we picked a spot to 
strip. After spending all night on 
a 10 foot by 10 foot area – most 
of the time spent waiting – the 
urethane was totally stripped off. 
Joe was happier than I had seen 
him in a while.

He asked if I could help him 
figure out a cost and if I could 
meet with the hotel manager in 
the morning. “Yeah, I can do 
that,” I said. 

Please turn to page 10

He started his business 
with $1,000 and a will 
to work hard. Five years 

later, Shahn Ellis is riding high. 
Although it hasn’t been easy, he 
says.

His company Ellis Stone is in 
Salt Lake City. It does much of its 
business in a nearby resort town. 
There are a lot of luxury proper-
ties, new construction and remod-
eling in the area.

“We do higher-end, luxury-type 
kitchens, bathrooms, fireplaces, 
and surrounds,” Ellis said. “There 
are all kinds of different stuff that 
people want us to do. Not just 
your run-of-the-mill, one slab 
type, one color, in-and-out type 
of kitchens.”

Building the business has been 
a challenge, but Ellis responded 
with a focus on customer care. 
“The secret is taking care of peo-
ple and providing a good experi-
ence and just doing the best work 
you can possibly do,” he said. 
“If you can give them something 
they are proud of and want to 

invite friends and family over to 
look at, something to talk about, 
they are going to naturally refer 
you.”

Craftsmanship sets Ellis Stone 
apart. “Our signature is in the 
small details most overlook or 
simply do not do,” Ellis said. “It’s 
the little things multiplied that cre-
ate a great client experience and a 
better finished product.”

The Ellis Stone fab shop re-
lies on tools including a Park 
Industries Cougar Bridge Saw and 
a Single Speed Router.

The average Ellis Stone proj-
ect is 80-120 square feet, mostly 
high-end residential. Quartz and 
miter edges are very popular.  The 
average turnaround is 7-10 days. 
The shop did around 600 units last 
year. The company also installs 
cut-to-size multifamily projects. 

Ellis gets his stone from several 
sources. The latest material gain-
ing in popularity in his market is 
engineered stone. “We purchase 
our slabs from local suppliers 
where we have long standing rela-
tionships,” Ellis said. “We import 
our cut-to-size projects. 

How to Build a Granite Business 
with $1,000 Bucks and Hard Work

by Joel Davis

And we’ll have fun…
Continued from page 1

Don’t shake your head and 
tell me there is no time for fun. 
Fun should enhance work not 
hinder it. If you know a good 
joke – TELL IT! What do you 
call a nice French Fry? A sweet 
potato! How many politicians 
does it take to change a light 
bulb? 4 – 1 to change it and 3 
to deny it. Badda bing, badda 
boom!

If you see the opportunity for 
a good, non-destructive prac-
tical joke – PLAY IT!  Jay 
stepped into the shop bathroom. 

6cm laminated granite countertops 
for an upscale client’s remodeled 
home, in a resort community near 
Salt Lake City, Utah.
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While he was in there, they 
rolled the forklift up to the door 
and blocked him in. Everybody 
laughed, including Jay. 

Once, someone switched the 
knob on Steve’s office door 
so the lock was on the outside 
and then locked the door. Steve 
was locked out of his office and 
could NOT figure out what the 
problem was. We were all just 
laughing. When we told him, 
he admitted it was a good joke. 
I’m not saying to sit around all 
day on the clock and tell jokes 
but a joke or two during the day 
to ease a “situation” never hurt 
anyone.

Please turn to page 6

Please turn to page 6
2cm Purple Dunes Granite vanity with a chiseled edge combines 
a rustic countertop with a modern sink and faucet combo for a 
“mountain modern” look.
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Order online or call 1-800-575-4401 before 
5:45 pm eastern for Same Day Shipping.

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

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

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

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

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

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

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

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

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

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

 19400 KDrill CNC Core Bit, 1”  $55.95

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

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

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

 19404 KDrill CNC Core Bit, 2” $89.95

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

 19406 KDrill CNC Core Bit, 3” $149.95

NEW!NEW!

Actual KDrill 
 Core Bit used by 
Stone Spectrum

KDrill Blind Hole Core Bits

 Continued from Page 1

There they found pristine spring 
waters and isolated mountain hol-
lows ideal for their preferred pas-
time of manufacturing fine corn 
whiskey.

The Hockmeyers were all 
Appalachian hillbillies, of 
Scotch-Irish and German blood, 
who had settled here in the 1780s. 
During the Civil War they tended 

to remain loyal to the old Union, 
some fighting for the North while 
others retreated into the moun-
tains to wait out the war. The 
Hockmeyer clan already had a 
corner on the making of corn li-
quor, so when the Haigs arrived, 
a natural rivalry was born.

Most have long forgotten what 
event kicked off the blood feud, 
but it lasted for nearly a century 
as young Haigs and Hockmeyers 

waylaid each other in the woods, 
ambushed each other at their 
moonshine stills and generally 
kept Varmint County in a state of 
unrest until after World War II.

During that war many young 
men from both clans ended up 
fighting together for the same 
cause. They returned home with 
no stomach for more blood-
letting with their former com-
rades-in-arms and tended to 
disregard the old hatreds of pre-
vious generations.
 

The Varmint County Chronicles

Good Problems

Dealing with problems is part 
of running a granite shop. It 

seems that problems happen al-
most daily.  But I like to divide 
these problems into two cate-
gories – good problems and bad 
problems. Now when it comes 
to work, I would classify “not 
enough work” under the bad 
problem category, and “too much 
work” under the good problem 
category. But as sure as the sun 
rises, too much work is a problem 
and can be dangerous for your 
company and its goals.

My company is currently going 
through one of the busiest pe-
riods of work we have ever ex-
perienced. Since January, the 
work has been flooding in from 
our dealers, builders, designers, 
and also walk-in homeowners. 
There’s been so much work that 
despite adding three new mem-
bers to our team, our backlog of 
jobs has been pushing past three 
weeks, to four weeks. Now, we 
have always worked hard to keep 
our turnaround time right around 
two weeks. Sometimes we have 
stretched that deadline closer to 
three weeks, but past that is con-
sidered unacceptable to our usual 
type of customer. And I would 
have to agree. Past two weeks – 
let alone into four weeks – will 
hold a project up more than most 
customers are willing to wait.

So what’s the big deal? Some 
fabricators might say, “If the cus-
tomers are not willing to wait for 
quality work, then they can go 

somewhere else.” Not so fast! 
Let’s think about that. 

First, you definitely do not want 
to tell your big accounts that you 
cannot meet their time expecta-
tions and ask them to use another 
fabricator. Do you really want to 
open the door for someone else to 
take one of your big accounts? 

Secondly, you have to be very 
careful that you do not misquote 
the turnaround time. If you tell 
one of your builders that you 
can have a kitchen installed in 
two weeks and you get it back 
after four weeks, then you are 
jeopardizing your relationship 
with that builder along with your 
good name. The word is likely 
to spread that you are no longer 
a reliable partner.  Last and most 
importantly, who wants to turn 
away work these days?

You might say that it must 
be poor planning if you are not 
ready to handle the work com-
ing in. Well, we were very busy 
last year and made moves to ex-
pand our fabrication space. We 
improved our material storage 
to bring down the amount of re-
finishing we needed to do, and 
brought on another employee. 
We hoped to get him up to speed 
in our production system by the 
time the busy season started. 
Unfortunately, he didn’t work out 
as well as I’d hoped.

 Ben Cole  
Cole Brothers

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

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

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

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

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

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

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

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

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

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

MADE IN THE USA

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

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

NEW size for compact dishwashers!

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

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

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

More than 580,476 sold!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for E-Z Dishwasher Bracket
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Comparisons
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The “opt-out” move-
ment is gaining trac-
tion. This is a name 

used to describe the decision 
by some parents to keep their 
children from participating 
in standardized tests. I can’t 
comment on the quality of 
the tests or the subjects being 
tested, but comparisons do 
matter. Competition is how 
things get decided, resources 
get allocated and society 
functions. Comparison is 
how we keep score.

Who among us does not 
ask the following two ques-
tions?

 
1.  How am I doing – 
 in absolute terms?
2.  How am I doing –  
 compared to…?   

I have read that there are 
theological and philosophical 
problems with competition 
and comparisons.  But, I have 
also read that most of us turn 
to the sports page first.

Horse races, football games, 
test scores and income state-
ments all require a little com-
parative information to be 
truly meaningful.  This month 
Peter De Kok is  joining us 
as a special contributor. His 
focus is benchmarking.  

Peter has studied the subject 
for several years and provid-
ed leadership for the MIA 
benchmarking study. No 
stranger to the stone industry, 
Peter founded GranQuartz in 
1972 and ran it until he sold 
the company in 2008.  He has 
been a supporter of the MIA 
for more than thirty years.

MIA members can down-
load a copy of the bench-
marking study at the MIA 
Website.

If you are not a member, 
now might be a good time 
to consider it.  By the way, 
the new OSHA Silica rules 
really are a wakeup call. 
The stone industry needs 
a unified voice to get the 
attention of our govern-
ment.  I think that the MIA 
is the most viable voice. It 
is a good organization, one 
worthy of your consider-
ation.

Have a good read.

Rich Hassert
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I have been in the last few weeks “commuting” from Coast to Coast. 
I would grab the “5:15” and head for California and then get the early 
morning “8:20” back to New York. So I been leaping from Pacific to 
Atlantic and vis-versa for some distance. Now, I might just as well stayed 
one place. There is an awful lot of this running around that is overestimated. 
You don’t see much more where you are going than where you come from.

Will Rogers – Commuting by Plane, 
 Excerpt from Weekly Articles, 1935, Vol. 6

Good Problems
Continued from page 3

We actually ended up need-
ing three new employees to help 
handle the larger than expected 
work load. Right now, more 
work has come in than expected 
and we have moved into a cau-
tious mode of turning away any 
customers that are not one of our 
repeat accounts (builders, kitchen 
dealers, designers etc.). First and 
foremost, we want to make sure 
that our main customers are well 
taken care of and keep them sat-
isfied with our turnaround times 
and service.

What can you do to fix this 
“good problem?” I have increased 

the overtime for our shop guys, 
which is standard for our busy 
season. 

But I have had issues with 
our fabricators being willing 
to work as much overtime as I 
need them to, and this attitude 
puts our schedule in jeopardy. It 
is not always easy making some 
of the guys see that anything that 
affects the large accounts will 
directly affect them. They don’t 
understand that my ability to pro-
vide men with forty hour work 
weeks during the slower times of 
the year – and a generous bonus 
system – is all a result of the busy 
season. But not every person has 
the same drive to take advantage 
of extra work and a bigger pay-
check when they are available.  

Despite my previous plan-
ning, the take home lesson I am 
learning from this busy season 
is that better and more efficient 
machinery may be a good option 
to improve our output, and also 
make us less reliant on personnel, 
when our core fabricators can’t or 
won’t work the extra hours. Like 
us, you may have to reevaluate 
current staff and look to build the 
leanest, strongest team possible. 

In our busy shop, I will con-
tinue to do everything I can to 
convince my team that our top 
priority is to meet the expecta-
tions of our steady accounts, en-
sure that our reputation remains 
intact, and that our company is 
heading on the right course.

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

http://www.braxton-bragg.com/
http://www.slipperyrockgazette.net
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 Item # Description MSRP OUR Price
 9375 Makita®  5˝ Grinder, 9565CV $282.95   $145.95

Why spend $30.00 MORE

Braxton-Bragg sells for less!

Screen Capture
5-12-2015

GranQu
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Website

$3000
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GRANQUARTZ

at ?
Continued from page 2

We went for breakfast to 
talk it over. We sat down 
and calculated that the 
stripper alone was going 
to cost about $5,000. The 
labor and everything else 
would run about 10K. 

That was reasonable, I 
thought, to fix a major eye-
sore in a prominent hotel. 
So, Joe’s total restoration 
bill was going to be about 
$15K. Now that you know 
that, you had better sit 
down for what’s to come 
next.

We met with the hotel 
manger the next morning. 
She was overwhelmed with 
the results. She keep going 
on and on about how many 
years she has had dozens 
of contractors try to re-
move all this urethane. She 
just couldn’t believe it. She 
called the engineering head 
and the cleaning people to 
show them. I have never 
seen someone so excited 
over a floor. Anyway, after 

she settled down she told 
us that they were going to 
have their annual meeting 
here and that this needed to 
completed within a week. 
That’s not impossible, I 
thought, but it’s going to 
cost more than we calcu-
lated. Are you still sitting 
down?

She looked Joe straight 
I the eye and said the fol-
lowing: “I hope you’re not 
one of those contractors 
that are going to tell me 
that this is going to cost me 
$500.00 to strip.”

That’s not a typo – she 
actually thought it would 
cost less than five hundred 
dollars. My mouth hit the 
floor and I was waiting for 
the punch line. But, she 
was dead serious. 

I couldn’t wait to hear 

The Stone Detective

what Joe was going to 
say. He extended his hand 
to her and said, “No, I’m 
not.” Then he walked out 
the door, with her follow-
ing right behind him. I just 
smiled and kept my mouth 
shut. I have to admit I was 
proud that he stuck to his 
guns.

The good news is, he did 
eventually get the work.

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

“Don’t accept your dog’s 
admiration as conclusive 

evidence that you are 
wonderful.”- Anne Landers

Continued from page 2

From time to time, show 
your fellow co-workers (or 
if you’re the boss, show 
your employees) that you 
appreciate them and their 
hard work. Spring for some 
McDonald’s in the morn-
ing or some donuts. A few 
items off the Dollar Menu 
will go a long way. A cou-
ple dozen donuts doesn’t 
cost much, but everybody 
smiles when donuts ar-
rive. So, spread some good 
cheer. It doesn’t hurt and 
you can feel good knowing 
that you put some pep in 
someone’s step.

A few years ago, I 
worked for a big granite 
company and at the last 
minute we were awarded 
a huge contract. (Another 
company was awarded the 
contract but they bowed 
out at the VERY last min-
ute).  People were working 
70 and 80 hours a week. It 
was nuts. 

We did 3 things to keep 
everyone going. The first 
thing was that a couple of 
nights a week the company 
bought dinner for every-
one. This was not an ex-
pensive dinner, but pizza, 
or KFC, or Taco Bell. 

Bosses, office staff and 
shop guys used to gather 
in the break room and eat. 
Stories were told (and em-
bellished). Jokes were told 
and once there was even a 
food fight. It was great.

The second thing was 
that EVERYBODY went 
home at 5pm on Friday, 
no matter what, because 
everybody deserves an 
evening with their family 
and a chance to relax. And 
lastly, NO ONE stepped 
foot in the building on 
Sunday. 

Everyone smiles when doughnuts 
arrive. A few items from the Dollar 
menu will go a long way. 

And We’ll Have Fun…

Let your clients know you’re 
serious about their job…

… but you also have a sense 
of humor. Please turn to page 9

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7507/


slIppery rock GazeTTe June 2015  |  7  

Get your facts first, and 
then you can distort them 
as much as you please.
– Mark Twain 

$10.45

Order Item  
1266

Call 800-575-4401

Available at

Continued from Page 1

This is an unfortunate side 
effect of both of us working 
for our small business. The 
job opportunity seemed an 
answer to a few prayers – a 
regular paycheck, and they 
covered his health insur-
ance 100%, so we just had 
to cover mine. That would 
certainly save us a good bit 
of money.

(Sigh) As they say, the 
grass is always greener. 
After several weeks, he 
understood where many of 
the problems were coming 
from. One problem was they 
were very overextended on 
jobs. Another big problem 
was that they spent too 
much time and energy re-
acting to situations. Instead, 
they needed to look at put-
ting processes in place to 
get rid of the issues that kept 
cropping up, like dandelions 
on a putting green. Their 
philosophy seemed to be, 
“He who yells the loudest 
gets the quickest results.” 
As anyone who has ever 
been in charge knows, that 
isn’t a very productive way 
to run a business. People are 
stressed, overworked, and 
much more likely to make 
mistakes (and lots of them, 
at that). 

As it turned out, his new 
job put him in charge of 
templates and supervising 
the two template guys. He 
was to schedule and con-
firm templates with custom-
ers, check in all templates 
to confirm the paperwork 
was completed and the tem-
plate details matched the 

If It’s Broken, Please Fix It Endangered
Speciespaperwork. The details for 

each template job included 
the correct edge treatment, 
was the template accompa-
nied by a sink, and seeing 
that all template pieces were 
accounted for. 

He also handled customer 
“red tag” (problem) issues. 
He was responsible for the 
screw-ups the template guys 
made (who were not trained 

by him), as well as field the 
many, many calls from un-
happy customers who had 
been given his name and 
number as the person “re-
sponsible.” Oh, and when 
needed, he was also sup-
posed to make templates. 
Attending to all these re-
sponsibilities was exhaust-
ing and he was putting in a 
huge number of hours to get 
it all done. 

Anyone who has ever 
been on the outside looking 
in at “the eye of the storm” 
knows it’s much easier to 
identify and evaluate prob-
lems than the person try-
ing to just survive the day 
to day issues. Ken realized 
there were definite things he 

could put in place to help 
solve some of the prob-
lems – like schedule multi-
ple template jobss located 

in the same or nearby cities 
in a logistical order instead 
of wasting time jumping 
across town from one job 
site to another, without a 
plan. Other simple changes 
would also help – like con-
firming customer tear outs 
and templates several days 
prior, including the template 
details, confirming coun-
tertops have been cleared 
off, and lower cabinets and 
drawers have been cleared 
out. Also, confirming the 
sinks are on location, (or 
farmhouse sinks installed), 
all cabinets are on site and 
fully installed and leveled. 
These are just a few of the 
upgrades in planning that he 
knew would reduce re-dos, 

mistakes and wasted time. 
I was shocked at the 

number of cancellations my 
husband received. People 
who had been scheduled 
for weeks would say, “Oh, 
am I supposed to have my 
sink? I didn’t know that.” 
Or, they would confirm 
their appointments and 
the template person would 
show up only to find half 
the cabinets were missing. 
I go over things in minute 
detail with my customers 
so everyone knows what 
the proper process is, 
but when you are the 
subcontractor, information 
doesn’t always get shared 
properly. (DO NOT forget 
to tell subcontractors what 

you need from them to do 
your part of the job. Do 
not overlook this important 
detail – for it will cause 
problems, every time.) 

Back to fixing what’s 
broken: instead of working 
with Ken as he slowly tried 
to put changes in place which 
would benefit the company 
as a whole, the templaters 
habitually did an “end run” 
around the new processes. 
Tempers then flared when 
the “shortcuts” resulted in 
incorrect products, re-work, 
and in many cases, total re-
fabrication. How is it turning 
out? It’s a work in progress, 
but changes are gradually 
being accepted.

Please turn to page 9  

A salmon fisherman was 
out in the ocean fishing 

when his boat sank. He was 
lucky enough to make it to a 
small deserted island off the 
Oregon coast where he had 
to survive on what he could 
find.

When the Coastguard 
eventually found him, the 
leader noticed a fire pit with 
California Condor feathers 
all around. He went over 
to the fisherman and said, 
“You know, it’s illegal to 
kill a California Condor, I’m 
afraid I’m going to have to 
arrest you.” The fisherman 
protested for some time say-
ing that he killed it because 
he was going to starve, but 
eventually he calmed down. 

“Just out of curiosity” the 
coastguard asked, “what did 
it taste like?” The fisherman 
replied, “Well, it was kind of 
a mix between a snowy owl 
and a bald eagle.”

“Every hitter likes fastballs, 
just like everybody likes 

ice cream. But you don’t like it when 
someone’s stuffing it into you by the 
gallon. That’s what it feels like when 
Nolan Ryan’s thrown balls by you.”  

 – Reggie Jackson –

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

http://www.slipperyrockgazette.net
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The Fabricator’s Choice 
for More Than a Decade!

“Excellent quality 

and excellent price.”

– Kathi Upchurch, 

  Castech, Inc.

“Great quality 
for the price.”

– Hershel Margaretten, 
  Imperial Marble

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

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

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

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

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

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

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

Chip Free
Smooth, chip free cutting was mentioned by several 

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

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

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

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

 Item # Description MSRP OUR Price 

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

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

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

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

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

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

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

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

Viper® Turbo Granite Dry Blade

Steve Bussell recommends 
Viper® Turbo Granite Dry Blades

Shop www.braxton-bragg.com for Viper Turbo Blades Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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I believe that if life gives you lemons, 
you should make lemonade... And try 

to find somebody whose life has given 
them vodka, and have a party.

   – Ron White –

Continued from Page 7

“Quality over quantity” 
is something I regularly 
repeat to my guys. There 
still are months we can 
barely keep up because 
things have gone from 0 – 
90 in the blink of an eye. I 
admit it can be a challenge 
to get everything completed 
and installed correctly. 
But taking shortcuts and 
hurrying through things 
can cause return visits, or 
make you re-fabricate jobs 
because they missed details. 
It only takes a couple of 
minutes more to make sure 
a vital step has been done 
correctly. Sometimes I feel 
like a recording, repeating 
over and over to my guys, 
“Take the extra time to 
ensure it is done right.” 

If they get to a job site 
and it isn’t ready, pick up 
the phone. I will reschedule 
templates in a heartbeat 
rather than have the guys 
template something that is 

If It’s Broken, Please Fix It
going to be wrong. Letting 
contractors or customers 
pressure guys into making 
templates when they knew 
the job site was not ready 
has resulted in wasted 
labor, unanticipated costs 
and verbal and written 
write-ups. There is a reason 
to do things the right way, 
because as we all know, 
shortcuts inevitably cause 
headaches. And this applies 
to the small things as well. 

Count all the tops and 
backsplash pieces before 
we leave for the job site. 
Double check that you have 
the sink, make sure all tools 
and supplies are loaded onto 
the truck. “Oops – I forgot” 
is just not an acceptable 
excuse for a job you do 
every day. It doesn’t take 
any more time to make sure 
things are accounted for and 
correct than the extra time 
required to go back and fix 
something. In fact, it takes 
less time.

As the saying goes, “The 
devil is in the details.” 
Making sure a job goes in 
correctly means that all the 
details have been worked 
out and we are installing 
a correct and well-fitting 
product that meets our 
customer’s expectations 
the first time. Occasionally 
something changes and 
we just have to get over 
the annoyance and make a 
return visit. But we should 
always aim high. Everyone 
in our shop generally tries 
to do their job quickly and 
safely. It is up to everyone in 
charge – from owners to shop 
foremen to lead templaters 
to lead installers – to remind 
templaters, fabricators, 
polishers and installers that a 
job should be done RIGHT, 
not just fast.

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

Continued from page 6

We did that for 6 weeks 
straight. We filled the con-
tract on time and oddly 
enough, when it was all 
over, we all seemed to work 
a bit better together. I guess 
we all took the time to get 
to know one another over 
those dinners. There is al-
ways room for fun.

So what can you do? Plan 
a BBQ or a seafood boil. Get 
everyone to bring something 
from home. There is always 
someone that has a grill they 
can bring. And there is al-
ways someone who can be 
the grill master. Somebody’s 
wife makes the best potato 
salad in town and someone 
else’s wife always makes 
desserts to die for. Tommy 
brings burgers and Corey 
brings hot dogs. Dave brings 
condiments and Holly brings 
paper plates. Kenny brings 
chips and maybe the boss 
springs for soda. Or, take up 
a collection. Everybody do-
nates a couple of bucks for 
a couple of checks and then 
have a lunch BBQ or sea-
food boil. Have a food day. 
Everybody brings some-
thing and swap bagels for 
donuts or English muffins 
for chicken biscuits.  There 
is always room for fun.

Morale is important. Have 
a contest or two. The install 
crew that installs the most 
square footage in a month 
without call backs gets a gift 
certificate to somewhere. 
The sales person that sells 
the most jobs in a month 
gets a bonus. If you have a 
specialty item you want to 
push like a laminated edge, 
the person that sells the most 
footage gets a prize. 

The business as a whole 
can have some lighter mo-
ments as well. Advertising 
is serious business and can 

be expensive but it can be 
humorous as well. We have 
a local TV station here that 
does a “picture your pet” 
segment during the morning 
news. We have a fish in our 
office, so I sent in a picture 
of the fish and they said our 
name and our location on 
local news. Best of all, they 
even encouraged people to 
come by and visit the fish. 
It was advertising on the 
lighter side and it was free. 

A while back, a local shop 

And We’ll Have Fun, Fun, Fun…

in town furnished their in-
stallers with work T-shirts 
in the summer that said the 
name of the company on 
them along with the words 
“We will rock you” from the 
old Queen song. A few years 
ago, our guys had T-shirts 
that said “Everybody must 
get stone” which is a play 
on words from the old Bob 
Dillon song. Everything 
does not have to be serious. 
There is room for fun.

Celebrate your birthdays. 
Decorate your showroom 
and break room for the holi-
days. Change your hair color 
for Halloween and give out 
candy to kids. Everybody 

Thanks to a local TV segment 
on “Picture Your Pet,” our of-
fice mascot Auggie became an 
instant celebrity… free adver-
tising, and a free boost in our 
shop’s name recognition.

loves a kid’s smile and par-
ents love people that make 
their kids smile or laugh. 
Throw a Christmas party.  
Have a 4th of July cookout 
or a Memorial Day cookout. 
Organize a football or a soc-
cer pool. Show your lighter 
side.

Yes, work is serious and 
sometimes it’s hard and 
sometimes you don’t want to 

do whatever it is you should 
be doing right that moment. 
But, while you are keeping 
your nose to the grindstone, 
remember – Laughter is the 
best medicine!

 Sharon Koehler is a 10-
year veteran of the stone 
industry. Currently she is 
the head of marketing for 
Artistic Stone Design in 
Richmond, Virginia and has 
been a regular contributor 
to various trade magazines 
for several years. Send 
your thoughts or comments 
on this article to sharon@
artisticstonerichmond.com.

Visit www.slipperyrockgazette.net for more Stone & Tile industry news Shop www.braxton-bragg.com for SKM Grout-Aide Grout Pens
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 eastern for Same Day Shipping. Fax 800-915-5501

www.braxton-bragg.com

Touchstone™ Edge System 
Clear Flowing Epoxy

 Item # Description MSRP OUR Price 

 3900 Touchstone™ Clear Flowing Epoxy Adhesive $345.95  $259.95
  System, 2 Gallons Part A, 1 Gallon Part B 

 3901 Touchstone™ Clear Flowing Epoxy Adhesive $121.95  $89.95
  System, 2 Quarts Part A, 1 Quart Part B 

 3902 Touchstone™ Clear Flowing Epoxy Adhesive $143.95  $124.95
  1 Gallon Part A 

 3905 Touchstone™ Clear Flowing Epoxy Adhesive $143.95  $129.95
  1 Gallon Part B

MADE IN THE USA

• 2 to 1 Mix Ratio
• Set Time: Just 2 hours at 75°F
• For countertop fabrication
• Odorless 
• Transparent and easily polished
• Holds up through rigorous machining
• Exterior grade epoxy
• Ideal for high humidity or 
 freeze/thaw conditions
• Excellent for rodding countertops

It’s easy to use - Touchstone Edge System Epoxy is designed to be used with the 
Touchstone Easy Mix Dispenser. It flows better and is compatible with the Touchstone 
dispenser gaskets. Two strokes of “A” and one stroke of “B” provides fabricators the 
correct mix ratio for perfect laminations. This combination reduces labor costs and waste.

How to Build 
a Granite 
Business
Continued from page 2

“We will be starting to import 
and inventory slabs in the near 
future.”
Ellis has been a customer of 
Braxton-Bragg for more than 
five years. “I’ve been buying 

from Braxton-Bragg since the 
beginning,” he said. “They were 
one of my initial go-to suppliers.” 
(See page 38 for Shahn’s favorite 
products from Braxton-Bragg).

For environmental safety, the 
company also uses Novatek 
Nova air filters and an Abaco 
Dehydrator system, both also 
from Braxton-Bragg. The Abaco 
is an economical, one-step method 
for recycling water. It separates 
water from fabrication-produced 
sludge and slurry. “We strive to 
do as much as possible wet,” Ellis 
said.

Ellis Stone is OSHA certified. 
It is also a member of the Marble 
Institute of America.

Ellis plans to increase produc-
tion through investing in equip-
ment. “The next step for us will be 
a Saw Jet and digital templating 
equipment,” he said. “I believe 
equipment should not only in-
crease production but enhance the 

artisan’s ability to create amazing 
works with stone.”

Eight years ago, Ellis got into 
the stone industry. “I’ve always 
loved working with my hands, 
and I had gotten a desk job and 
was going insane and got an op-
portunity to work in the counter-
top industry.”

Teaming up with a fabricator, 
Ellis went to work. A few years 
later, he started his own business. 
“I made the leap. I scraped to-
gether about $1,000 and just put 
together the most basic necessities 
to make it happen.”

The bare necessities meant a 
humble beginning. “I didn’t have 
a truck or shop or anything like 
that.  I had a relationship with a 
contractor who had a bunch of 
spec houses he was trying to get 
done. He had a cargo van,  and I 
did trade work for it. We just did 
everything 100 percent by hand 
on-site.”

Please turn to page 15 

After: the 
kitchen and 
great room 
have been 
transformed 
into a bright, 
welcoming 
space, using 
2cm Silestone 
White Zeus 
with a 3 inch 
mitered 
edge, mated 
with a 3 inch 
thick slab of 
solid walnut. 
This kitchen 
features all 
undercounter 
refrigerators.

Custom hexagon 
undermount vanity 
sink in quartz, with 
matching back-
splash and modern 
fixtures

Before: the kitchen of this 
vacation home is a dark 
and cramped work space.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Touchstone Epoxies
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WANT PRODUCTIVITY ?

BULLET PROOF™ 
Fabricator’s Apron

Stone Sleeve™ 
Fabricator’s Sleeve

Available from

Why work wet?

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

Order Item  
9121

Order Item  
9127

$66.95

$56.79

There’s no telling 
what kind of wild 
tale David Sawyer 

will come back with when 
he goes hiking. Depending 
on the time of year, 
Sawyer’s trail exploits 
might revolve around 
bears or blizzards, bugs or 
blisters. 

And occasionally, bare 
butts. 

“I knew nobody would 
believe me if I just told ’em 
what I saw,” he noted, “So I 
took a picture.” 

And what a photograph it 
was! It proved oh-so-graph-
ically that you never know 
what to expect in the great 
outdoors. 

This occurred one morn-
ing in June when Sawyer 
traveled to Roan Mountain. 
He knew that the Catawba 
Rhododendrons would be 
near the peak of their bloom 
by then, and he wanted to 

capture this botanical maj-
esty. He left the parking 
lot at Carvers Gap shortly 
before sunrise, intending to 
hike all the way to the top of 
Grassy Ridge Bald, which 
veers off the Appalachian 
Trail. 

“Just before the junction 
I found some outstanding 
blooms right on the trail,” 
he recalled. “I set up my 
tripod and camera and had 
been taking photos for 10 or 
15 minutes.” 

About that time, he heard 
the voices of approaching 
hikers. That’s no surprise 
to anyone who frequents 
the trails, of course. In fact, 
Sawyer didn’t even look up 
from his work when one 
of the walkers called out, 
“Hail! The summer solstice 
is upon us!” 

Sawyer was in process of 
snapping photos by remote 
cable, so he was engrossed 
with his equipment. He 

 Sam Venable  
Department of Irony

Please turn to page 15

simply threw up a hand and 
hollered “Hail!” in reply.

As soon as the expo-
sure was taken, however, 
he turned around. And his 
mouth dang-near dropped 
open. 

The three hikers headed 
his way had on nothing 
but backpacks, boots, and 
smiles. 

“It was three college-aged 
guys,” Sawyer said. 

“I asked them what in the 
world would bring them into 
the woods dressed like that. 

“They said on the sum-
mer solstice you’re sup-
posed to hike naked. 

“In our short conversa-
tion – during which I main-
tained strict eye-to-eye 
contact, by the way–  they 
told me this was a old rit-
ual of the Druids.” 

Allergic to 
Nuts

CA Police Release Images 
of “Mrs. Doubtfire” Robber

On the outskirts of a 
small town in south-
ern Georgia, there 

was a big, old pecan tree just 
inside the town cemetery 
fence. One day, two boys 
filled up a bucketful of nuts 
and sat down by the tree, out 
of sight, and began dividing 
the nuts.

 
“One for you, one for me. One 
for you, one for me,” counted 
one of the boys. Several nuts 
dropped and rolled down to-
ward the fence.

Another boy came riding 
along the road on his bicycle. 
As he passed, he thought he 
heard voices from inside the 
cemetery. He slowed down 
to investigate. Sure enough, 
he heard, “One for you, one 
for me. One for you, one for 
me...”

He just knew what it was. 
He jumped back on his bike 
and rode off. Just around the 
bend he met an old man with 
a cane, hobbling along.

“Come here quick,” said the 
frightened boy.

Police have released 
surveillance images of 
a wanted man dubbed 

the “Mrs. Doubtfire” bandit 
because he was disguised as a 
woman during a bank robbery 
in California.

The Santa Cruz Sentinel 
newspaper reports the suspect 
was seen acting suspiciously 
inside a US Bank branch in 
Santa Cruz.

He wore a wavy blond wig, 
thick-framed glasses and navy 
blue hospital scrubs, and car-
ried a purse.

About an hour later, the same 
man in the same outfit handed 
a teller a note that demanded 

Please turn to Page 13

money at a second US Bank 
branch in Santa Cruz.

The suspect got away 
with an unknown amount of 
money.

Investigators say no weapon 
was seen, and nobody was 
hurt.

Police dubbed the man 
“Mrs. Doubtfire,” after the 
1993 movie in which Robin 
Williams pretended to be a 
woman.

Nature “Au Naturel”

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Bullet Proof Apron & Stone Sleeves
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Call 800-575-4401

Makita®  4˝ Wet Polisher 
Variable Speed

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

 9376 Brush Set for Makita® PW5001C $19.95 $11.95 

OUR Price: $319.95!

Distributed By

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

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

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

FREE 

FREIGHT!

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

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

Continued from Page 3

Then in the early 1950s, 
the young daughter of Caleb 
Hockmeyer was lost in the 
woods during a blizzard and res-
cued by some young Haigs. They 
rushed the half-frozen child to 
Granny Haig’s cabin where she 
was warmed and fed. Caleb and 
Elijah Haig, as patriarchs of their 
clans, decided the time had come 
to bury the hatchet at long last.

Around that same time, the 
county fathers down at the court-
house decided to dedicate a vet-
eran’s cemetery to honor the 
many young men who had given 
their lives in the nation’s various 
conflicts. The Hockmeyer fam-
ily cemetery near McCracken’s 
Peak was filled with the graves 
of Union veterans from the 
Civil War, as well as many men 
who had served their country 
in the hundred years since. An 
American flag flew proudly from 
a central pylon surrounded by 
generations of Hockmeyers.

Over in Haig Hollow, two 
dozen graves of old veterans 
rested beneath a flag as well, 
the old Stars and Bars of the 

Confederacy. Generations of 
Haigs who later served their re-
united country also rested there.

To make a long story short, 
Elijah and Caleb agreed to end 
the feud by moving the remains 
and gravestones of their veterans 
to the county’s new cemetery. 
There both flags were hoisted 
side-by-side, and the Haig Civil 
war veterans were re-buried, 
not together, but alongside the 
Hockmeyer veterans, North and 
South, Haig and Hockmeyer, re-
united at last.

While the county’s veterans 
and political leaders gather at 
the veteran’s memorial and cem-
etery to honor the sacrifices of 
the county’s old soldiers, a cel-
ebration of a different kind is 
underway over at the Mud Lake. 
This is, of course, the annual 
Inter-mountain All-Star, No-Star 
Spiritual Convention, Chicken 
Pluck and Round Robin Softball 
Memorial Tournament.

This massive party was first 
organized some 30 years ago by 
a young group of rabble-rous-
ers including the young lawyer 
Philbert McSwine, young Ike 
Vanderpool, Hugh Ray Jass, 

Archie Aslinger and others. The 
three-day party started out as a 
simple softball tournament with 
an evening cookout and late night 
of merry-making, but has grown 
through the years.

Today, the various children and 
grandchildren have gotten into 
the act, coming home from their 
scattered new homes and colleges 
to catch up with old friends, eat, 
play and party. Highlights include 
the Saturday afternoon parade of 
states, followed by softball games 
and later, the chicken pluck and 
potluck. 

An elected Commissioner of the 
Games tosses out the first ball and 
the Queen, usually a male, opens 
the cheesecake and cobbler bake-
off and hosts formal ceremonies 
at the Elvis Shrine, where every-
one is expected to pay homage to 
various Elvis memorabilia. One 
recent year Penny Haig won ac-
colades for her contribution to the 
Elvis Shrine, an Elvis imperson-
ator she had met in college.

Fire chief Stanley “the Torch” 
Aslinger always concludes the 
Saturday festivities with an in-
credible fireworks show. Stanley 
was an explosives expert in 
Vietnam who once was credited 
with torching an entire province.

Please turn to page 14

The Varmint County ChroniclesContinued from page 12

“You won’t believe what I heard! 
Satan and the Lord are down at the 
cemetery dividing up the souls!”

 The man said, “Beat it, kid, can’t 
you see it’s hard for me to walk?” 
When the boy insisted though, the 
man hobbled slowly with him to 
the cemetery.

Standing by the fence they 
heard, “One for you, one for 
me. One for you, one for me.” 
The old man whispered, “Boy, it 
sounds like you’ve been tellin’ me 
the truth. Let’s see if we can get a 

glimpse of the Lord.”
Excited but shaking with fear, 

they peered through the fence, yet 
were still unable to see anything. 
The old man and the boy gripped 
the wrought iron bars of the fence 
tighter and tighter as they tried 
to get a glimpse of the Lord.   
At last they heard, “One for you, 
one for me. That’s all…  now let’s 
go get those nuts by the fence and 
we’ll be done!” 

…They say the old man had the 
lead for a good half-mile before 
the kid on the bike passed him!

“I think we can charge more if we calculate 
our billable hours in dog years.”
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Shop www.braxton-bragg.com for the Makita PW5001 Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Order online or call 1-800-575-4401 before 5:45 pm 
 eastern for Same Day Shipping. Fax 800-915-5501

www.braxton-bragg.com

Tired of

DULL BLADES?

Screen Capture 
5-12-2015

Their Price: $4.15

GranQuartz 

Website

OUR
PRICE

$374

Our blades are made in the USA and deliver the quality 
that you expect. Others offer “price point” blades made of 
low quality steel. And ours come 100 to the box!

Once you try our blades, 
you will never use anything else!

MADE IN THE USA

Item #
9100

Continued from page 13

His first fireworks display at 
Mud Lake caused the Emergency 
Management Agency over in 
Burrville to place the National Guard 
on alert. His secret: an ingenious 
combination of rockets, explosives 
and Haig “Spring Run” moonshine.

The party goes on until the food 
and booze are exhausted, the banjo 
and guitar pickers are picked out and 
the last dancers have crawled off to 
their tents.

Then on Sunday it begins all over, 
with a breakfast potluck followed 
by Gospel Hour and a sermon from 
the Reverend Cleotis McNew of the 
New Tabernacle Church in Jesus’ 
Name. In deference to Reverend 
McNew, the revelers wait until he 
has departed to begin the Bloody 
Mary Stir-Off followed by the an-
nual group photo and more softball.

Sunday night concludes with the 
“New Orleans Seafood Fest” fea-
turing recipes from Granny Haig’s 

personal Cajun cookbook and fish 
fresh out of Mud Lake compliments 
of Ike Vanderpool. Game rules 
forbid practicing, sliding or tobac-
co-spitting on the dugout steps. 

General rules include “compli-
ance,” meaning nobody is allowed 
to play who is not under the influ-
ence of a “legal” foreign substance. 
This last rule is subject to some in-
terpretation. The Hockmeyers long 
ago deviated from their traditional 
moonshine industry to pursuits of a 
more “agricultural” nature, while the 
Haig’s corn whiskey is technically 
illegal except as a jet fuel additive.

Varmint County Memorial Day 
weekends may exceed Varmint 
County 4th of July celebrations for 
sheer merriment and buffoonery. 
After all, the 4th hosts the annual 
renewal of the Haig-Hockmeyer 
feud in a free-for-all at the county 
fairgrounds. After that brawl is con-
cluded, most young men from both 
clans are in no shape to continue 
celebrating.                

The Varmint County Chronicles

“During my 18 years I came to bat almost 
10,000 times. I struck out about 1,700 

times and walked maybe 1,800 times. You figure a 
ballplayer will average about 500 at bats a season. 
That means I played seven years without ever hit-
ting the ball.” – Mickey Mantle

We are all familiar with the 
typical adhesives that have 

been used in stone countertop 
fabrication for decades:  polyes-
ters, epoxies, acrylics, urethanes,  
and combinations we’ll simply 
call “hybrids.”  In the spirit of 
“if it ain’t broke, don’t fix it,” 
those adhesives have served the 

industry well for many years. Until 
something new came along…

With the recent skyrocketing 

popularity of ultra-white marbles 
like Carrara and Thassos, it’s be-
come painfully evident that those 
chemistries mentioned above 
just don’t “cut it” on these ma-
terials. Sure, they stick just fine, 
but they cause what is variably 
called “shadowing,”  “darken-
ing,” “staining,” or “yellowing,” 
of the bond line — whatever you 
call it, it just looks bad.

New Adhesive 
for Difficult 
White Marbles

 Mike Beckmann  
Special Contributor

Please turn to page 19

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the best prices on Razor Blades

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8498/


slIppery rock GazeTTe June 2015  |  15  

How to Build 
a Granite 
Business 
with $1,000 
Bucks and 
Hard Work

Continued from page 10

Time passed. Ellis continued 
improving capacity. “I did that 
for a few months and had kind 
of gotten things together enough 
where I had gotten into a really 
small shop,” he said. “We were 
sill working mainly by hand. 
About two years into it, I found 
another shop that had just updated 
their bridge saw, so I bought their 
old bridge saw and moved into a 
bigger shop.”

Acquiring the saw proved a big 
step forward. “That bridge saw 
definitely helped things speed 
along, and it gave me capacity to 
increase production,” Ellis said. 
“I ran that pretty hard and heavy 
and I built it to where we were 
doing 7 to 10 kitchens a week, 
and I had seven employees.”

The growth did not bring hap-
piness, though. “It just kind of 
got to be a grind for me,” he said. 
“I enjoy being involved in the 
hands-on part of it, doing fabrica-
tion and installation, so it just got 
to the point where I realized it was 
time for me to shrink things down 
and really focus on the niche of 

the jobs I liked working on – the 
more creative, higher-end type of 
projects.”

Ellis reduced his workforce 
to three employees and still 
completes three to four jobs per 
week. This depends on the size 
of the project.  “I am a lot more 
hands-on and involved in the 
whole process,” he said. “It’s 

been a whole lot more en-
joyable than the chaos and 
thinking I had to get every 
single job I was bidding on.”

Focusing on less but higher 
quality jobs improved reve-
nue. “It’s been half the head-
ache,” he said. “At the end 
of the day, I’m taking home 
about double the money.”

Times have improved. 
Ellis has a new goal. “I’m 
starting to provide some 
information and mento-
ring for other people to 
help them avoid some of 
the things that I’ve gone 
through and try to change 
the mindset. Many people 
get into the industry and 
think we’ve got to grow 
to this huge company. It 
drives the whole industry 
into who can be the low-
est bid and who can do the 
most volume, and it takes 
away from all the people 
who are really artisans and 
have those skills.”

Having tools is good. 
Knowing how to use them 
is even better. “I have noth-
ing against technology,” 
Ellis said. “I just feel it 
should enhance the skills of 
a craftsman and not replace 

him. If you know what you’re 
doing, you don’t have to be in a 
race to the bottom to see who can 
be the cheapest. There are people 
out there who want quality, and 
you can have a very sustainable 
and very profitable business with-
out being a massive company and 
relying on volume to make ends 
meet.”

An important business break-
through for Ellis involved ap-
propriate pricing. He found the 
lowest price wasn’t always the 
best. “I’ve come to the realiza-
tion that when I value me and 

am comfortable charging what 
I know that I’m worth, then my 
clients value me and they value 
my work more,” he said. “Trust 
that people will pay for the qual-
ity they want.”

Newcomers to the industry 
need to know this, Ellis said. 
“The best piece of advice I could 
give them is don’t try to be the 
lowest bid. I did it, too. I did a ton 
of work and was crazy busy and 
had a ton of stress, but at the end 
of the day you can be really busy 
and not make any money.”

Please turn to page 38

Continued from page 12

The merry men were soon on 
their way. Indeed, they were 
partway down the trail before 
Sawyer regained his senses, 
swung the camera around, and 
snapped a shot of them “natu-
rally fading” into the distance. 
He’s been showing the picture 
to family and friends ever since. 

The reason I tell this tale right 
now is because the summer sol-
stice is upon us once again. It 
arrives June 21. 

Naturally, David Sawyer 
plans to be on the same Roan 
Mountain trail, photographing 
the same rhododendrons. Or 
whatever else he happens to see. 

“I’m just hoping there are 
some women in the group next 
time,” he said.

Nature “Au Naturel”

Sam Venable is an author, 
stand-up comedian, humor 
columnist for the Knoxville 
News Sentinel, and a member 
of the Tennessee Journalism 
Hall of Fame. His latest book 
is “WARNING! This Product 
Contains Nuttiness!” He may 
be reached at sam.venable@
outlook.com . 

Ellis uses a Park Industries Cougar saw for cutting slabs and a single 
speed router to cut edge details.

Below Left: 2cm Golden Crystal Granite counters with a chiseled edge 
and a stainless steel farm sink. This kitchen is in same luxury home fea-
turing the purple dunes vanity shown on page two, with a larger shot of 
the spacious room on page 38.

Below Right: 2cm Pental Quartz Lattice island. Ellis Stone’s home owner 
customers are loving the natural marble look that quartz manufacturers 
have produced. It gives them the look they want with the durability and 
easy maintenance of quartz.

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Are You Paying More than 
40¢ per Sink Cutout?

 Item # Description MSRP OUR Price 

 16017  Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $163.95  $108.95
  1/2 Gas Thread, Orange, Twin Seg., 5,500-5,800 RPM

 16018 Scorpion™ CNC Granite Finger Bit, 20mm x 40mm,  $165.95  $109.95
  1/2 Gas Thread, Orange, 5 seg., 5,500-5,800 RPM

Scorpion™ CNC Finger Bits
Soft Bond for Hard Stone

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

*Average sink is 4 linear feet

™

Consider the Scorpion CNC 
Finger Bits...

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

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

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

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

Overcome Installation Challenges
with Omni Cubed Automatic Seam Setters

T here are many variables 
in countertop installa-

tion, but successful fabrica-
tors know how to anticipate 
and prepare for them. 

 

The key to being prepared 
on the job site is having the 
right tools. Omni Cubed 
tools are designed to help 
fabricators deliver quality 

countertops - in any situa-
tion.  When it comes to lev-
eling and joining seams, the 
Automatic Stealth Seamer™ 
and Seam Setter VCA offer 

unmatched reliability, dura-
bility, and versatility.

The new 2015 vacuum 
pump for Omni Cubed au-
tomatic seam setters has 2.5 
times greater airflow than 
previous models, which pro-
vides an even stronger hold 
on very porous or textured Please turn to page 17

The Marble Institute of 
America (MIA) has hired 

Carol Wilkins to fill the role 
of Accreditation & Special 
Projects Manager. Wilkins 
spent eight years in the stone 
industry serving as Senior 
Conference Manager for 
Hanley Wood (now Informa 
Exhibitions) from 2004 to 
2011. During that time she 
championed the education pro-
gram for StonExpo, Surfaces, 
and Construct.

Wilkins recently earned 
her Master’s of Arts in 
International Relations 
from Webster University 
Leiden (Holland).  She also 
holds a Bachelors of Arts 
in Marketing from Georgia 
State University. In addi-
tion to leading the MIA 
Accreditation Program, 
Wilkins will assist with the 
MIA’s Women in Stone ini-
tiative and lead the MIA’s 
planned launch of an on-
line university which will 
offer classes for both the 
stone trade and the design 
community.

Jim Hieb, executive vice 
president of MIA said, 
“We are pleased to have 
Carol join the MIA staff. 
Her familiarity with the 
stone industry is an asset as 
we prepare to surpass one 
hundred accredited compa-
nies, as well as offer more 
professional development 
opportunities to women in 
the industry. She is also a 
natural lead for the soon to 
be announced online univer-
sity which will complement 
the vast array of face-to-
face learning opportunities 
offered by the MIA at re-
gional, chapter, and trade 
show venues.”

For more information visit 
the association’s website: 
www.marble-institute.com .

MIA Hires 
Wilkins to 
Lead MIA 
Accreditation 
Program

surfaces.  The seam setters 
feature vacuum cups with a 
closed and continuous seal.

They won’t “let go” or 
lose suction if loss of power 
occurs. The powerful, yet 
compact pump maintains 
pressure for all cups. 

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

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

Sinkmate Chopper  
by Edgemate Stone Tools

FREE Viper 
6 inch Con-
tour Blade 

 Item # Description  OUR Price 

 5100 Sinkmate Chopper TS6 Saw $2,299.00

 7421V Viper Contour Diamond Blade, 6” FREE

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

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

MADE IN THE USA

Omni Cubed Automatic Stealth 
Seamer™ (with new 2015 
model pump)
Omni Cubed seam setters run on AA batteries if 
electricity is not available. Perfect for job sites!

Omni Cubed seam setters offer open, easy access to 
the work area at the seam.

Omni Cubed Seam Setter VCA (shown with the 
new 2015 model pump)

Accessory Expansion Kit allows “chain-linking” two seam setters to the same pump.

Continued from page 16

It operates on AC power 
or eight AA batteries, for 
installations where electric-
ity is not available. The new 
pump has an ultra-durable 
housing that is more resis-
tant to dust, water, debris, 
and overheating.  

Another versatile feature 
of the seam setters are the 
non-spinning, vinyl-capped 
leveling feet which allow 
“fine-tune” adjustments 
on both sides of the seam, 
and won’t scratch surfaces.  
These integrated leveling 
feet provide total control 
along the entire seam, and 
eliminate the unevenness 
caused by crowned or 
warped countertops.  

The seam setters are de-
signed to keep the work 
area open and accessible 
while the product is in use, 
so removal is not needed to 
apply epoxy or scrape the 
seam.  

Omni Cubed automatic 
seam setters are a reliable, 
durable, and versatile solu-
tion to help you overcome 
some of the challenges that 
may occur during the instal-
lation process.

You can find the full line 
of Omni Cubed products 
through Braxton-Bragg. 
Call toll free 1-800575-
4401 or visit the website 
www.braxton-bragg.com.   

Omni Cubed
Seam Setter

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

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

Mike King demos a 
long-lasting Viper® 
Side Protection 
Dry Core Bit

Braxton-Bragg offers an exceptional line of quality, high  
performance core bits. Viper® Dry Core Bits are fast, long-lasting, 
and designed to handle the toughest coring applications quickly, 
efficiently, and economically.

Viper® Side Protection Dry Core Bits feature very aggressive, high-
quality diamonds, designed for a wide range of applications. These 
diamond core bits are for use on granite, marble and quartz.

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7383/
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The new Shaveit tool 
means you save it… time 
and money, that is.

Braxton-Bragg’s newest offering is 
the Shaveit Filler and Seam Cleaner. 
It is from inventor David DeLarm. 
David also invented the Predator 
Electric Edge Profiling Router.  

The palm-sized device holds 
12 single-edge razor blades. The 
Shaveit locks the blades in a verti-
cal position. The Shaveit is designed 
to scrape and clean stone seams. It 
works best at removing excess poly-
ester acrylics and epoxies. “There is 
nothing on the market quite like it,” 
DeLarm said.

“When it comes to patching or 
doing a seam, the industry standard 
is to use a single, flat-edge razor 
blade. You hold it in your fingers 
and you slide it across the polyes-
ter acrylic or epoxies that you were 
using for seams or fillers. You are 
basically scratching a tiny layer off.”

Scratching away at a seam for 20 
minutes is tiring and dangerous. It 

is also not consistent. “The Shaveit 
is designed to go in and do it faster, 
safer, easier and without the stress on 
your fingers,” DeLarm said.

Using the Shaveit means patches 
can be made perfectly level. There is 
no more dipping below the surface. 
“The time that it saves on patching 
and doing a seam is just phenome-
nal,” DeLarm said. 

The Shaveit is easy on the hand, 
easy-to-use, and cheap. “It’s so easy, 
even a CEO can use it!” commented 
Braxton-Bragg President Rich 
Hassert, who personally tested this 
new product.

“It is also great for removing mesh 
from the back of slabs,” Braxton-
Bragg Product Manager Steve 
Bussell said.

DeLarm is a 28-year-veteran of 
the stone industry. He owns DLD 
Granite. He is well-known as an in-
novator and inventor. His Predator 
router is available only at Braxton-
Bragg. This well designed tool is 
lightweight and powered by a stan-
dard Makita grinder. It profile edges 

using standard bits. 
The product requires only 3 inches 

of surface material to balance. This 
allows the Predator to easily profile 
sink cutouts, too. A hydroplane base 
helps scratches from stone grit.  

Developing the Shaveit was quicker 
and cheaper than the Predator,  
DeLarm says. He designed the new 
tool with a CAD program. The proto-
type was produced with a 3-D printer. 
This let him try out many versions 
cheaply. 

“A 3-D printer easily gives you the 
ability to do a prototype,” he said. 
“If you have an idea that is floating 
around, you can make it on a com-
puter. If you don’t like what you are 
seeing, you can change it right there.”

Developing through CAD meant 
spending far less time and money. 

“My other inventions took a lot of 
time because with each design change 
we’d have to go back and have ev-
erything milled and CNC produced,” 
he said. “If it worked, great, but if it 
didn’t, we’d have to go back and have 
another piece manufactured.”

It took a decade and thousands of 
dollars to design the Predator. Each 

New Shaveit Invention Makes 
Finishing Seams Easier

prototype took three-to-four months 
to produce. They ended up costing 
about $6,000 each.

By contrast, DeLarm created about 
40 different versions of the Shaveit. 
This only took half a year. It only 
cost a fraction of the Predator to pro-
duce. “From 10 years to six months 
is pretty impressive savings on time,” 
he said.

DeLarm’s philosophy is “Work 
smarter, not harder.” It is what he 
wants his products to offer to the in-
dustry. “A lot of us work hard, but 
we don’t quite work as smart as we 
should,” he said.

The Shaveit tool is available from 
Braxton-Bragg at the lowest price on 
the market. 

Braxton-Bragg offers a full 
range of fabrication tooling and 
installation accessories including 
sinks, installation hardware, and 
every tool and piece of equipment 
needed to run a professional gran-
ite shop. For more information 
about Braxton-Bragg and its publi-
cations and products, contact them 
toll-free at 800-575-4401 or 
visit www.braxton-bragg.com. 

Man Gets $7M 
Lottery Ticket in 
Get-Well Card

from Dad

A Pennsylvania man 
recovering from sur-
gery has won $7 mil-

lion off a lottery ticket tucked 
into his get-well card.

Joseph Amorese, of Easton, 
PA, got the ticket from his 
father, who lives in the ham-
let of Congers in Rockland 
County, New York.

Amorese had just under-
gone hernia surgery. A few 
scratches later on the “$7 
million Golden Ticket,” and 
he was feeling great.

“I scratched the ticket and 
it was a good thing I was al-
ready sitting down because 
I was shocked. I was — and 
still am — in complete disbe-
lief,” Amorese said.

“I had surgery so I didn’t 
jump up and down, but in my 
mind I was jumping up and 
down,” the beaming winner 
recalled.

He sent a photo of the ticket 
to his dad, who agreed that it 
was a winner.

The 46-year-old Verizon 
employee then called his 
wife, Jodi, a social worker.

“I said, ‘Honey, I think we 
won $7 million.’ And there 
was silence on the other end 
for a long time. She was too 
stunned to talk,” Amorese 
said.

Lottery officials presented 
Amorese with a ceremonial 
check at the dollar store in 
New City, New York, where 
the ticket was purchased.

The new multimillionaire 
and his wife plan to keep 
their jobs.

Continued from page 14

It usually appears as a faint 
but definitely visible line along 
both sides of the joint. This line 
is caused predominantly by the 
“wetting” of the substrate by the 
adhesive. Think of water applied 
to dry, un-treated concrete — the 
light-colored concrete is immedi-
ately darkened as the water pen-
etrates and fills the open pores 
of the concrete. This is not really 
“staining” in the classic sense, be-
cause when the water evaporates 
the concrete returns to its original 
color. With an adhesive, however, 
there is no evaporation so the dark-
ening effect is permanent.

You might ask, “Why doesn’t 
this also happen with other mar-
bles, or with granite, limestone, 
sandstone, etc?” That’s a very 
good question! And the answer 
is: no one has really been able to 
fully explain it (at least, to my 
satisfaction).

What is commonly postulated:  
1. These marbles are more po-
rous than the other stones, so the 
adhesives penetrate deeper;  and 

New Adhesive 
for Difficult 
White Marbles

2. The ultra-white color of these 
stones exacerbates the darkening 
effect—it simply stands out more 
on a bright white than it would on 
a grey, red, or brown stone.

This makes sense to me… but 
regardless of the explanation—
these adhesives don’t work!

Bonstone Materials, Inc. has 
developed a solution to this prob-
lem. We have essentially mod-
ified an existing technology to 
create a new class of chemistry, 
so new it hasn’t even really been 
given an accepted name yet.  For 
purposes of our discussion, let’s 
just call it “MPH”—stands for 
Modified Polyurethane Hybrid.  
Our trade name for this new prod-
uct is Touchstone Glacier. 

Touchstone Glacier is a 2-part 
adhesive, looking and acting 
very similarly to a conventional 
epoxy—with several critical dif-
ferences. First, this new adhesive 
is ultra-clear—much better than 
even the clearest epoxy. Second, 
it doesn’t appear to have the af-
finity for the stone that the other 
adhesives have—it just doesn’t 
seem to “wick in” as much as the 
others (or perhaps because it’s 
so clear we just can’t see that it 
has). Finally, and probably most 
importantly—it cures so quickly 

that it doesn’t have time to soak 
in deeply.

Even though it doesn’t appear 
to penetrate deeply, it still has 
outstanding adhesive strength 
and durability – rivaling that of a 
high quality epoxy. And one more 
thing that really puts Touchstone 
Glacier in the winner’s circle – it 
is UV-stable and non-yellow-
ing – making it ideal for outdoor 
installations!  

Now for the first time, you can 
fabricate these popular marbles 
with confidence, knowing you 
have a permanent and invisible 
bond.  And of course Touchstone 
Glacier also works on other stones 

too: marble, limestone, granite, 
travertine, onyx—it works on all 
these, and more—even engineered 
stones!  And now Touchstone 
Glacier is also available in conve-
nient cartridge packaging that fits 
a standard caulk gun—no special 
2-component gun required. 

Give Glacier a try. You’ll be 
glad you did.

Glacier is available through 
Braxton-Bragg, the premier 
Bonstone distributor in the U.S.

For more information call 800-
575-4401 or visit their website 
www.braxton-bragg.com.

© Guy & Rodd /  www.cartoonstock.com

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

http://www.braxton-bragg.com/
http://www.slipperyrockgazette.net
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Fax 800-915-5501 

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

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

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

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

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

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

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

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

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

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

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

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

$300/ea $11/ea

Old-style corbels

SEE THE

ANIMATED VIDEO

WWW.BRAXTON-

BRAGG.COM

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

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

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

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

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

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

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

  Centers should be spaced every 18-24˝.

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

www.braxton-bragg.com

MIA Stone Tolerances Tech Bulletin Makes Research Easier

It Seemed 
Like a Good 
Idea at the 

Time…

Police in Fairbanks, 
Alaska, say a 
21-year-old man 

drove a stolen forklift 
more than 3 miles while 
intoxicated to retrieve a 
truck he had crashed.

Police Lt. Matt Soden 
says just before 6 a.m. 
one frosty Monday, Mr. 
Aleksandr Glushko of 
Delta Junction slid off 
a road in a pickup and 
crashed into pipe stacked 
in a company yard.

The pickup was left 
straddling pipe.

Police say Glushko then 
walked to George Horner 
Ice Park, stole a forklift 
and drove off with it.

An Alaska Railroad 
worker spotted the fork-
lift driving by the crash 
site. The Fairbanks Daily 
News-Miner reports that  
police were waiting at 
the scene when Glushko 
looped back.

Glushko has been 
charged with felony driv-
ing under the influence of 
alcohol.

He remained jailed the 
following Tuesday. A 
message seeking com-
ment from the Public 
Defender Agency wasn’t 
immediately returned.

Source: Fairbanks 
Daily News-Miner, http://
www.newsminer.com

The Marble Institute of 
America (MIA) has is-

sued a new technical bulletin 
that references fabrication 
and installation tolerances 
from a variety of sources, 

dramatically reducing the 
time needed to obtain pub-
lished tolerance standards. 

The use of the new ref-
erence bulletin makes re-
search easier for the design 

community and stone trades.
MIA technical director 

Chuck Muehlbauer was the 
primary author of this new 
technical bulletin. He stated, 
“The recently published 

MIA bulletin on fabrication 
and installation tolerances 
for natural stone has sim-
plified the lives of both the 
specifier and the provider. 
Previously, you had to sift 

through more than 1,000 
pages of published docu-
ments to find all of this in-
formation.  Now, it can be 
easily referenced in a few 
minutes.”

David Caste l lucci 
(Kenneth Castellucci & 

Associates), MIA techni-
cal committee chair added, 
“This new technical bulletin 
is an excellent reference tool 
that every stone company 
should be sharing with ar-
chitects and designers.”

To obtain a copy of the 
Tolerances in the Dimension 
Stone Industry techni-
cal bulletin, go online to: 
www.marble-institute.com/
tolerances.

For more information on 
the MIA, visit the website: 
www.marble-institute.com.

MADE IN THE USA

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Why pay $66.25* for Ager at GranQuartz? 

Save $20.46 at Braxton-Bragg!

Stone Shield™ 
Enhancer & Sealer 
Now Match the Edge to the 
 Surface of Resined Stone.

MADE IN THE USA

Stone Shield Enhancer & Sealer brings out a deep, rich color 
in stone. Use it to get that wet-effect look for indoor and 
outdoor 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.

COMPARE 

TO
AGER!

 Item #  Description MSRP OUR Price 
 46407 Stone Shield™ Color Enhancer & Sealer, 1 Quart $55.95 $45.79

• Enhances the natural look of granite, marble and travertines

• UV stable - Does not change color when exposed to the sun

• Offers a wet look indoors and outdoors

• Works as a stone color enhancer and a high quality sealer

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

Fax 800-915-5501 

Backed by 
our 30-day 
unconditional 
money-back 
Satisfaction 
Guarantee! 

*Price GranQuartz Website 5-12-15

Stone Restoration and 
Maintenance Corner
Cathedral of Saint Paul Restoration Project

I met Tim Lesnar back in the late 
1990s when he and one of his 

associates attended my training 
class in Knoxville. I have been 
supplying Tim with products and 
technical assistance where possi-
ble ever since.

Tim is the owner/operator 
of Classic Marble Restoration 
in Blaine, Minnesota. Tim is a 
professional in every detail. He 
knows his trade extremely well 
(since 1992), and is an all-around 
good guy.  

Tim recently took on the res-
toration project for the historic 
Cathedral of Saint Paul, which 
overlooks St. Paul, MN. It began 
as a small log cabin-like struc-
ture overlooking the Mississippi 
River in 1841, in what was then 
the settlement of Pig’s Eye. 
Seriously!

The current structure is the 
fourth since that first log cabin 
in Pig’s Eye. The cornerstone 

was laid in 1907 and the church 
was consecrated in 1958. Just 
as an FYI, to be consecrated 
the church must be durably con-
structed, monumental in charac-
ter, substantially complete, and 
no chance that the building will 
ever fall out the hands of the 
Church.

Tim and his team had the 
daunting task of completing the 
first true stone restoration work 
on the church in over 100 years. 
There was approximately 13,500 
square feet of marble floors and 
stairs, which had to be ground, 
and in some cases filled, honed, 
polished and finally, sealed. This 
first phase of the project took 
about 3 months to complete. 

There were at least 35 different 
types of stone, including Alpine 
Green, dark and light Botticino 
and Carrara from Italy. Others 
included were Mankato Kasota 
Stone (American Travertine) 
from Minnesota, Connemara 

marble from Ireland, Formosa 
from Germany, Portura Black 
from Spain and even Tennessee 
Pink (from guess where?).    

There was vein damage, holes 
and general scarring that had to 
be ground using both wet and dry 
methods. The first phase of oper-
ation was to restore the marbles 
in the main altar, side chapels, 
shrine altars and hallway, and the 
Narthex. The second phase has 
not yet started due to scheduling 
the repair of the large stained 
glass windows. The second phase 
will restore the cathedral Nave 
(main seating area).

There were up to 7 techni-
cians on site at any given time. 
Working hours were mostly 9 
hour days on Monday through 
Saturday. Working Saturdays 
helped shorten the project by 
2 weeks while certain church 
events like funerals periodically 
stopped all work.

 Bob Murrell 
Special Contributor

Please turn to page 22

St Paul’s Cathedral exterior, St. Paul, Minnesota. The current 
structure is the 4th in a series of buildings that began as a small log 
cabin structure in 1841. The cornerstone was laid in 1907.

Photos provided by Bob Murrell

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

http://www.slipperyrockgazette.net
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SAXannual

S t o n e c a r v i n g 
Wo r k s h o p s

Rinconada, New Mexico
Session 1 July 18 - 24

with Joseph Kincannon
Session 2 August 10 - 16

with Fred X. Brownstein
& Guest Artist Kazutaka Uchida

www.saxstonecarving.com
505.579.9179

15th

Cathedral of Saint Paul 
Restoration
Continued from page 21

Specialty work was per-
formed to clean and seal the 
30 foot main altar pillars 
holding the marble cornice 
which supported the bronze 
baldachin. Tim’s team erect-
ed scaffolding to allow tech-
nicians to safely work around 

any polishing was done. 
Floors were polished the day 
after wet honing to allow 
for the stone to dry before 
the Majestic 5X was used. 
Allowing the moisture in the 
stone to evaporate typical-
ly helps both the production 
and performance of the pol-

in their safety harnesses 
and gear. Walls and newly 
cleaned bronze grillwork as 
well as the pipe organ and 
chamber were masked off 
with plastic. Protection and 
dust control was extremely 
important during the resto-
ration project. 

Initial cutting using 30/40 

ishing procedure.
Green marble was fin-

ish polished using a spray 
crystallizer to achieve the 
extra gloss and color. All 
floors were sealed with an 
impregnator to help facili-
tate long-term maintenance 
of the stone.

grit diamonds was done dry. 
This allowed for quick, cus-
tom color- matched polyes-
ter filling of vein damage 
and holes, with no extra 
drying time required. Once 
the adhesive was installed 
and cured, floors were honed 
to smooth the fill. All edge 
work, bull nosed edging, and 
staircase work was done by 
hand.

Wet honing was com-
pleted to 3000 grit before 

All waste cutting slurry and 
dust was carefully removed 
for off site disposal. Dry 
cutting was bagged and dis-
posed of. Wet slurry was first 
separated using a flocculent. 
Once most of the water was 
removed, a gelling agent was 
then used to help solidify 
the remaining marble slurry 
before normal disposal.     

A variety of equipment 
and products were used. 
Planetary floor grinders, 
Stone Medic single disc 
machines, Ermator dust 
extractors and both Makita 
and Flex hand tools were 
part of the list of equipment. 
Diamond tooling consisted 
of M3 Typhoons, M3 PLP 
diamond impregnated pads, 
metal bonds, and various oth-
ers grits for hand work. Tim 
used Majestic 5X and Stone 
Polishing Compound to pol-
ish most of the marbles.

In front of the St Paul’s Cathedral altar, from left: 
 Luis Campoverde, Tim Lesnar, and Rich Barone.

St Paul’s St. Joseph’s chapel – before St Paul’s St. Joseph’s chapel – after

Please turn to page 25

“I get no respect at all – When I was a kid, 
I lost my parents at the beach. I asked a 
lifeguard to help me find them. He said, 

“I don’t know kid, there are so many 
places they could hide.”

Rodney Dangerfield (1921 – 2004)  
 American comedian and actor800-575-4401  •  www.braxton-bragg.com

Bullet Proof ® Apron DELUXE

DESIGNED

By a Fabricator

FOR 

Fabricators

Available from

Order Item  
9122

JUST

$7895

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

DESIGNED

By a Fabricator

FOR 

Fabricators

Available from

Order Item  
9122

JUST

$7895

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

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

 Item  # Description MSRP OUR Price
17867 Viper® 3-Step Granite Dry Polishing Pad, 4˝, Step 1 $38.95  $25.95

17868 Viper® 3-Step Granite Dry Polishing Pad, 4˝, Step 2 $38.95  $25.95

17869 Viper® 3-Step Granite Dry Polishing Pad, 4˝, Step 3 $38.95  $25.95

 Are we cRaZy?!
Our competitors thought we were crazy when we started selling fewer 
polishing pads to our customers. Not only did these pads cost less per set 
($49.10 less per set), reports from the field told us they lasted longer too. 

However, it wasn’t long before the competition tried to copy what our 
“mad scientist” spent nearly two decades perfecting: a 3-part, proprietary 
technology. A technology we’ve trademarked as TrifectaMate™ Technology. A 
technology that allows any fabricator to polish stone faster – with fewer steps. 
This saves labor and supply costs.

And while we’re not going to give away the secrets behind this new technology, 
I can give you a little insight on how all this money saving is possible.

How it’s possible – Part One…
The first thing that makes TrifectaMate™ Technology so remarkable is the fact 
that our scientists formulated a unique way to hold more diamonds in each 
pad. And more diamonds means the pads can do more work. Our technology 
goes way beyond the “White” resins others claim is the answer. 

How it’s possible – Part Two…
The second part of our TrifectaMate™ Technology is that we’ve discovered 
how to hold the diamonds longer as you use the pad. Most polishing pads lose 

their diamonds too quickly – before the diamond is used up. This results in shorter 
life. It can also mean loose diamonds from the larger grit pad left behind to scratch 
the surface in the next round of polishing. We’ve solved these problems. 

How it’s possible – Part Three…
Finally, the diamond selection process. Many manufacturers have the same quality 
of diamonds. What they may or may not have is the quality control to choose the 
right size and type of diamonds to create the perfect set of polishing pads. We have 
the technology.

The Result – The Viper 3-Step Dry Pad
with TrifectaMate™

Thanks to TrifectaMate™ Technology, the Viper 3-Step Dry Polishing Pad saves 
fabricators $49 when they order a set of pads – compared to comparable 8-Step 
pads. And because there are fewer steps, each job is completed in 62.5% less time 
than with comparable 8-Step pads. 

Add in the fact that TrifectaMate™ Technology allows each pad to work harder for 
longer and the savings really begin to pile up. Best of all you don’t sacrifice quality. 

In fact, many fabricators who’ve already made the switch tell us the finished 
product may be even better. 

Best Uses for TrifectaMate™ Technology?
Because this proprietary technology saves so much time and works DRY, we 
believe you’ll find it ideal for job site installations. Still, once you get your hands on 
a set, you’ll probably want to use it everywhere.

30-Day Risk-Free Trial…
Order a set of the Viper 3-Step Pads today and we’ll back them with our no-hassle, 
30-Day satisfaction Guarantee which says: “If you don’t love the way these pads 
perform, we’ll buy them back from you.” Not sure what could be more fair than 
that. 
Call 1-800-575-4401 to start your risk-free trial or place your order online at:  

www.Braxton-Bragg.com/Viper3StepDry

“The Viper 3-Step Pads are the 
best I’ve used...Saves us 60% of 

polishing time and lasts twice as 
long as the previous pads.” 

– Tim Zeng, 
Granite Installation Specialists

“Mad Scientist” devotes more than two 
decades of research and development to 

create a better polishing pad.
His greatest creation – TrifectaMate™ Technology – is 
changing the way fabricators polish stone.

And with good reason – it saves 62.5% of labor costs and 
at least $49 on supply costs. 
Here’s how…

MUST-SEE 

VIDEO
ON OUR WEBSITE!

Steve Bussell testing 
Viper® 3-Step Dry Pads 
on Black Absolute granite

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 3-Step pads 
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 Item # Description MSRP OUR Price 

 4654  Akemi Akepox 2010 Knife Grade Epoxy Adhesive $104.95 $82.95
  Two part epoxy: A=1500 g, B=750 g 

 4655  Akemi Akepox 2030 Knife Grade Epoxy Adhesive $110.95 $91.95
  Two part epoxy: A=2000 g, B=1000 g 

 4656  Akemi Akepox 2040 Knife Grade Epoxy Adhesive  $116.95 $84.99
  Two part epoxy: A=2500 g, B=1250 g  

 4658  Akemi Akepox 5010 Knife Grade Epoxy Adhesive $139.95 $106.99
  Two part epoxy: A=1500 g, B=750 g 

The Best Akemi Knife Grade Epoxies 
All in One Place...

• Fast hardening (20-60 minutes) 
• Ideal for adhering, patching, rodding and repairs
• Excellent polishing characteristics
• Excellent adhesion on natural stones, even in higher temperatures
• Resistant to water, gasoline and mineral oils
• Easy to color with Akemi Epoxy Coloring Tints
• Designed for granite, marble and quartz

For use on granite, marble, quartz products, and all 
natural stone. Great for exterior as well as interior 
applications. 
Choose your favorite or call our product specialists 
at 1-800-575-4401 and let them help you choose 
which type is right for your project...

Ideal for White, 
 Natural, & Artificial Stone
Akemi Akepox 5010 Knife Grade 
Epoxy Adhesive is a gel-like, 2-com-
ponent construction adhesive, only 
slight tendency to discolor, ideal for 
coloring. For face joints indoors and 
outdoors - particularly where they 
are visible, for restoration work in 
contact with mortar, ideal for white 
natural and artificial stone.

Use for Fine Bonding 
 Joints and Vertical 

Positions
Akepox 2010 Knife Grade Epoxy 
Adhesive is a gel-like, 2-component 
construction adhesive, that is weath-
er-resistant. Used for fine bonding 
joints and for the bonding of natural 
and artificial stone, wood and ceram-
ics in a vertical position. Easy to 
color. Good adhesion on damp stone.

Use for Bonding 
 Stone to Metals

Akemi Akepox 2030 Knife Grade 
Epoxy Adhesive is a creamy, 2-com-
ponent construction adhesive. After 
approximately 8 to 10 hours the prod-
uct is workable. Used for bondings 
in vertical positions in construction 
work. Very good adhesion on damp 
stone, aluminum and other metals, as 
well as on natural and artificial stone.

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 

Akepox is made by Akemi, the world 
famous German producer of superior 
adhesives for stone fabrication.

Available at

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-brasgg.com for Akemi Akepox Epoxy adhesives
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Cathedral of Saint Paul 
Restoration
Continued from page 22

Tim and his team of pro-
fessional technicians have 
taken on the monumental 
task of a complete resto-
ration project for one of 
America’s historic land-
marks. They have certain-
ly hit a home run on the 
first and largest phase of 

the project. Tim and I have 
had a business relationship 
and been friends for almost 
20 years. I am very proud 
to say that I am associat-
ed with this project, even 
though remotely.

As always, I have to 
close with the importance 
of partnering with a good 
distributor of quality prod-

ucts and technical support, 
like Braxton-Bragg. It is 
essential for a contractor’s 
success.

Bob Murrell has worked 
as a supplier of products 
and technical support to 
the natural stone industry 
for over 35 years. He has 
written numerous articles 
for various trade publica-
tions and has also trained 
thousands of contractors 
over the last 25 years.

Birdseye view of St Paul’s nave floor during the restoration process.

item # 10558

$1,151.95
Item # 17975

$1,184.95

Item # 16624

$2,339.95

Item # 10567

$764.95
Item # 2628

$359.95
Item # 17963

$534.95

Item # 15755

$674.95
Item # 10542

$1,399.95
Item # 10561

$1,774.95

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Groves products
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“A man who 
carries a cat by 
the tail learns 
something he can 
learn in no other 
way.” – Mark Twain

Four Simple Principles

A few years after 
starting my fabri-
cation company, I 

decided to take up the game 
of golf.  For one thing, the 
game appeared to me to be 
a serene, stress relieving 
diversion from the madden-
ing frustration of running a 
granite shop.  Furthermore, 
because I assumed that all 
golfers were successful 
businessmen, it seemed log-
ical that taking up the sport 
would improve my pros-
pects for success.
 

Boy, was I wrong about 
golf relieving stress. My 4, 
5, 8 irons did not survive that 
first summer and I even bent 
a putter in half, right in front 
a tool rep who had invited 
me out to play. Struggling 
to hit a golf ball where I 
wanted it to go turned out to 
be the only thing more frus-
trating than struggling to get 
my employees to fabricate 
and install counters the way 

I wanted them to.
The following summer I 

took up my partial bag of 
clubs determined to im-
prove my score and my 
sanity out on the fairway. It 
wasn’t a promising start.  In 
fact, it started so poorly that 
my wife had to intervene 
with an ultimatum.  “Either 
get lessons to learn how to 
play and enjoy the game, or 
you’re done!” she said.

Lessons?  Now why hadn’t 
I thought of that?

Up to that point, I had just 
assumed that one either had 
an innate ability to accu-
rately swing a golf club or 
one didn’t, and that there 
wasn’t much the latter could 
do to alter their experience.  

Yet in following her ad-
vice and hiring a swing 
coach, I learned that fun-
damental principles for a 
proper stance, grip, and 
swing actually existed, and 
that when I practiced them 
at the driving range and em-
ployed them out on the golf 
course, I began to see mea-
surable improvements in my 
score, and my enjoyment!

It even taught me a pro-
found lesson about success 
in small business.

Sadly, at that point my 
view of business was not 
much different from how 
I’d once viewed golf. I had 
come to believe that success 
in business was more a ran-
dom achievement than the 

 Aaron J. Crowley
Crowley’s Granite Concepts

result of any particular prin-
ciples or practices.  It would 
be a few years before I hired 
the business coach who 
would teach me that like in 
golf, there are fundamental 
principles and disciplines 
that when practiced and 
employed, produce amazing 
results. 

Below are four simple 
mechanics of small busi-
ness management that like 
a proper stance, grip and 
swing, will improve the 
score and experience for the 
struggling entrepreneur.

Principle #1 – Find and 
Listen to Wise Counsel. 
The greatest leaders in his-
tory, from generals to pres-
idents to famous CEO’s, 
assembled teams of experts 
and advisors to provide 
them with insight and per-
spective. A struggling small 
business owner must be 
willing to seek advice and 
humble enough to take it.

Principle #2 – Know the 
Numbers & Know the 
Costs.  Some people call it 
budgeting and others call it 
forecasting, but no matter 
what you call it, a finan-
cial template or model for 
each month must exist if a 
profit is to be maintained. 
Revenues can be influenced 
but only costs can be con-
trolled. Thus, costs must be 
determined as fractions or 

percentages of actual reve-
nues, so decisions to reduce 
or increase them as reve-
nues fluctuate can be made 
quickly. 

Principle #3 – Know Thy 
Customer & Specialize.  
Builders, developers, re-
modelers, and homeowners 
all want granite counters. 
But they are all looking for 
something very different 
in the process and the fab-
ricator who tries to be all 
things to all these people 
will have very little to offer 
any of them in the way of 
a compelling reason to do 
business. Understanding 
the unique needs of each of 
these segments of the mar-
ket, identifying the greatest 
need, then building a busi-
ness around supplying that 
need is a guaranteed strat-
egy for success.

Please turn to page 27

Burglary 101: Don’t 
Pocket-Dial 911 in the Act

Louisiana authori-
ties responding to a 
tractor-trailer stuck 

on the muddy shoulder of 
a highway were astounded 
to see what was keep-
ing it from tipping over: 
elephants.

The Natchitoches (NAK-
uh-tesh) Parish Sheriff’s 
Office says the truck was 
carrying three elephants 
from New Orleans to 
Dallas but got stuck when 
it pulled over onto the soft 
shoulder of Interstate 49 
near Powhatan, about half-
way through its trip.

The truck was leaning to-
ward a ditch. The driver led 
two of the elephants onto 
the slope between the truck 
and ditch and used them to 
help prop it up. They were 
not harmed in the incident.

Police did not say who 
owns the elephants or the 
tractor-trailer. A wrecker 
pulled the rig out of the 
mud. The driver was not 
cited for the mishap.

Author i t ies  in 
Minnesota say 
three would-be 

burglars picked the wrong 
time to pocket-dial 911.

Blue Earth Sheriff’s 
Capt. Rich Murry says a 
dispatcher took the call 
early one Thursday morn-
ing and heard two voices 
on the other end. Officer 
Murry says what the dis-
patcher could hear of the 
conversation suggested 
the men were involved in a 
theft or burglary.

Murry says officers were 

able to use the 34-minute 
call to figure out where the 
men were. They found the 
break-in and arrested them 
and a third suspect. He 
says one of the last things 
heard on the unintentional 
911 call was, “I think I see 
the police,” followed by 
sounds of running.

KTOE-AM reports 
Murry says officers found 
that a Mankato, MN sup-
ply business had been 
ransacked, with cash and 
other items taken.

Source: KTOE-AM, 
www.ktoe.com

18 Wheeler 
Gets Stuck in 
the Mud – 
Passengers 
Keep Truck 
from Tipping

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

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

Are You Throwing Away  
$5,000 per Month?

Now, At Last, 
Turn Scrap Stone 
Into Cash!

The average fabricator loses  
$5,000/month!

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

Turn waste stone into tile!

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

What is the 
z Stone Splitter?

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

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

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

It’s guaranteed!

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

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

*Call for Equipment Financing Options

Stone 
Splitter

 Item # Description Great LOW Price* 

 18441  Tomahawk Stone Splitter  $8,250.00

 18605  Tomahawk Fire Pit Attachment  Included

  F.O.B. Knoxville, TN

MADE IN THE USA

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

CALL FOR INFO

ON HOW TO 

CREATE THIS

FIRE PIT 

Continued from page 26

Principle #4 – Documenta-
tion Beats Conversation. For 
the business owner who can’t 
be everywhere at once, insist-
ing on written processes from 
workers and the use of mea-
surable standards is the only 
way to ensure that critical 
tasks in the business are done 
right and at the right time. 

An ancient Chinese proverb, 
“Strongest memory weaker 
than faintest ink” says it all.  
Leaving thousands of details 
to chance and the memories 
of very busy people is a sure 
fire way to increase mistakes 
and unhappy customers. 

If you are so irritated with 
your business experience that 
you’re ready to wrap a five 
iron around a tree or if profits 
are as elusive as a birdie on a 
par 3, know that frustration in 
business is not inevitable. 

Know that people who 
achieve success in business 
do so, not because of a ran-
dom achievement or because 
they golf, but because they 
understand the fundamental 
principles mentioned above, 
practice them, and use them 
every day.  

So get to the range and never 
stop swinging.

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

Texas Man Accused of Posing as 
Officer to Cut into Fast-Food Line

A West Texas man has been 
charged with imperson-
ating an officer by using 

sirens and flashing lights after 
skipping to the head of the drive-
thru line at a fast-food restaurant.

Odessa police say Michael 
Chico was arrested after an off-
duty officer spotted a truck with 
law-enforcement trappings. Cpl. 

Steve LeSueur (luh-SWEER’) 
says Chico’s vehicle looked like 
an unmarked police vehicle.

The officer who saw the truck 
cut in line thought that the driver, 
who was wearing a uniform, was 
a volunteer firefighter.  Officer 
LeSueur followed Chico to some 
apartments where he approached 
him.

LeSueur says that when 

confronted, Chico admitted he 
wasn’t an officer and also used 
his lights and siren to skate 
through traffic lights. 

Chico was freed on $15,000 
bond. Online jail records don’t 
list an attorney for him. 

Four Simple 
Principles

“Don’t confuse 

fame with 

success. Madonna is 

one; Helen Keller is 

the other.” 

  – Erma Bombek

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for The Tomahawk Stone  Splitter
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Police in Central Texas help 
round up buffalo on the loose

A  buffalo that roamed away 
from home has been 

recaptured after being cornered 
by police in Central Texas 
following a wild chase through a 
residential area.

Round Rock, TX police were 
dispatched one Friday morning 
when the owner reported the 

buffalo jumped some fences at a 
rural property and fled.

Patrol car video shows officers 
with flashing lights chasing the 
buffalo as it gallops along side-
walks, on grass and into streets.

Officers eventually managed to 
secure the buffalo, safely return-
ing the animal to its home.

The buffalo wasn’t harmed, and 
no officers were hurt recapturing 
the wayward critter.

“I fear the man who 
drinks water, and so 

remembers this morn-
ing what the rest of us 
said last night.”

– Benjamin Franklin

When Cops Become Cowboys

Seattle Police corral frolicking 
escaped goats 

Seattle police got their goats, 
so to speak, last month.

They finally managed to corral 
a group of 10 that had broken 
loose from a yard in the city’s 
Beacon Hill neighborhood

On their website, police say 
officers responded one Thursday 
afternoon to a report that the 
loose goats were chasing a group 
of children.

After a brief chase of their 
own, police managed to herd the 
goats back into a pen.

Animal control officers were 
called to contact the goats’ owner 
to task for the lax security.

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

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

Please note:

GlossFire-B ® is the new name for Toro-B resin polishing 
wheels for horizontal in-line machines. 

Same great product — funny new name.

It’s Not Complicated:
$54.49 is LESS THAN $59.95

 14421   Resin Snail Lock, 50 Grit $54.49 $59.95

 14422 Resin Snail Lock, 100 Grit $54.49 $59.95 

 14423 Resin Snail Lock, 200 Grit $54.49 $59.95 

 14424 Resin Snail Lock, 500 Grit $54.49 $59.95 

 14425 Resin Snail Lock, 1,000 Grit $54.49 $59.95 

 14426 Resin Snail Lock, 2,000 Grit $54.49 $59.95 

 14438 Resin Snail Lock, Buff Grit $54.49 $59.95

5  ̋Resin Snail Lock GlossFire® Polishing Wheel

*GranQuartz Website
Prices as of 5-13-2015 

GlossFire-B®

It’s All About 
that ’Tude

A Shelburne, VT woman who 
was arrested and charged 

with driving while intoxicated 
only made things more difficult 
for herself  once she was brought 
to the local state police barracks.

She stuck out her tongue for her 
police booking photo.

If Linda MacDonald, 50, had 
held onto some hope her drunken 
driving arrest would be over-
looked in the daily flow of the re-
gional news stream, it’s all over 
now.

News of her arrest was picked 
up by television stations in 
Boston and Connecticut. The 
New York Daily News picked it 
up, as did KRMG radio in Tulsa, 
Oklahoma. 

The Huffington Post, the third 
most popular online news site in 
the United States, had a story of 
her arrest featured on its Weird 
News page.  Please turn to p. 31

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

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

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

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

Unlike metal or carbide cup 
wheels, chipping and 

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

Finally!
Eliminate Bouncing  

& Chipping
Caused by Metal or  
Carbide Cup Wheels

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

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

Everyone’s heard of 
home shows. Many 

of you have visited one. 
Some of you have even 
participated. But as a stone 
fabricator, do they work? 
Do they improve sales or 
get you where you want to 
go?

Many think these events 
are well worth the invest-
ment and commitment. 
That said, my curiosity 
was peaked after speak-
ing to a friend and former 
co-worker about a local 
show he’d participated in 
a while back. Overall, he 
had garnered excellent re-
turns for his hard work.

So read on. You may 
be surprised to hear what 
5 shops located in differ-
ent markets and regions 
had to say on the sub-
ject. Participants are: Jon 
Rathke, Artistic Stone 
Design in Richmond, 
Virginia; Josh Spencer, 
Stone Spectrum in 
Arcadia, Illinois; Kelly 
Milligan, Knoxville’s 
Stone Interiors in 
Knoxville, Tennessee; 
Irini Kroll, International 
Artistic in Stone, Sarasota, 
Florida; and Chip Gleine, 
Distinctive Marble & 
Granite, in Plain City, 
Ohio.

SRG: Have you ever par-
ticipated in home shows?

Jon Rathke:
 No. Generally, there are 

many fabricators at these 
shows and it’s a lot of time 
and energy to put these 
displays together. It’s 
also an incredible amount 
of follow up, and you are 
competing with 8-10 fab-
ricators. The bang for the 
buck isn’t there in my 
opinion, and that’s why I 
don’t do it. Artistic Stone 
Design has been around 
for almost 16 years, and as 
far as marketing efforts go 
and relationship building 
with our builders and con-
tractors, we have a great 
following. 

Josh Spencer:
Yes, we have. We started 

home shows in 2005-2006 
to try and get more ex-
posure for the company. 
It worked out good until 
about the last 2 years, 
when we began spending 
more time at the shows and 
the costs went up for booth 
space. We kept on trying 
to outdo the previous year 
by putting more money 
into it. So the last 2 years 
were a bust compared to 
the previous years.

 
Kelly Milligan:
 Yes, we have. In fact, we 
had a home show booth 

about 2 weeks ago. Origi-
nally, we started this busi-
ness as a big box service 
provider, and it was the 
bulk of what we did for 6 
years. When it was time 
for us to dissolve that re-
lationship, nobody knew 
our name – everybody 
thought we were Home 
Depot. So, the first time 
we did a home show it 
was to get our name and 
brand out.

Irini Kroll:
 Yes, we have. It was in 
Sarasota, Florida and we 
went hoping that people 
would see our product 
and become our custom-
ers. Unfortunately, none 
of them came back to us. 
Our experience was that 
visitors came to the show 
just to spend time, but not 
really shop. They were 
just looking around, did 
not leave us any informa-
tion, so we couldn’t call 
on them. We had to wait 
for them to call us back. 

Chip Gleine: Yes, we 
have. Our home shows 
are usually in March and 
January, and it is a good 
boost to our volume. This 
is our 4th year participat-
ing. Many of our custom-
ers (cabinet shops and 
remodelers) are at these 
shows, so we support 
them. We also sell retail, 
so it’s a good boost in the 
winter months.

Photos provided by Knoxville’s Stone Interiors

Are Home Shows Worth It?
by Peter J. Marcucci

Please turn to page 31

Shop www.braxton-bragg.com for Viper 30 Grit pads Visit www.slipperyrockgazette.net for more Stone & Tile industry news

http://www.braxton-bragg.com/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10022/
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 

Add $200 Pure Profit
to every Job!

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

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

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

 
They’re Gonna Buy It Anyway

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

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

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

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

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

™

Compare to 

Kohler K-3356 

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

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

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0,8457,10164,8576,10164/
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Continued from page 29

SRG: What kind of display, size 
of booth and signage have you 
used?

Josh Spencer: Originally we 
had a fairly big booth, but they 
started consolidating booth 
space to bring the home & gar-
den people in, which kind of put 
those home & garden people in 
front of us. This gave us a little 
less exposure, but I don’t think 
that was the whole problem. 
Our booth space was 40 feet 
by 100 feet. There were always 
four to six other fabricators that 
would attend as well. You also 
saw a lot of cabinet shops at-
tend, and they often were ones 
that we supplied tops to.

Kelly Milligan: We are very 
selective on which shows we 
do. Knoxville has many shows, 
and the ones that we do are ones 
where we can be a shining star 
and stand out from other ex-
hibitors. Also, we like shows 
that are within 15 minutes of 
our showroom. The ones that 
we avoid are the ones that are 
big, because we don’t stand out. 
We do two shows a year in a 10 
foot by 20 foot booth, and our 
spring show in a 20 foot by 20 
foot. I always try to have a cor-
ner booth with two open sides; 
that’s very important for ex-
posure. Our 20 by 20 has four 
open corners. What makes us 
unique is that we put squares of 
countertop material on the floor, 
so people can view a bunch of 
different colors in the horizontal 
position. We also display some 

form of cabinet with a counter-
top, such as a vanity, kitchen or 
outdoor kitchen. 

We’ve also learned that visi-
tors like to meet the owner. It 
makes a big difference, espe-
cially since I’m a woman. We 
pick up a lot of business once 
people realize that it’s a woman 
in business and go, “Oh! You’re 
a woman, and you’re the owner. 
Okay!” It also gives them an 
extra level of confidence know-
ing that they’ve met the owner. 
So I’m always there.

Irini Kroll: I believe we had 
a 20 foot by 10 foot booth. We 
displayed artistic work, a stone 
table and countertops with edge 
details.

Chip Gleine: This year we 
actually did a bigger booth. I 
believe it was a 10 foot by 20 
foot which allowed us to dis-
play two book-matched slabs. 
The two slabs were exotics and 
really caught people’s atten-
tion when they walked by. In 
years past we had only done a 
10 by 10 with an arched piece 
of stone, but it wasn’t as effec-
tive as 2 massive book matched 
slabs. It stopped people in their 
tracks and they would say my, 
that’s gorgeous! We also dis-
played an engineered stone is-
land in the middle and a tower 
with samples.

SRG: Can you offer an opin-
ion on the positives or nega-
tives, such as networking with 
builders, customers?

Jon Rathke: It really depends 
on the fabricator, and what their 
focus is.

Josh Spencer: The biggest 
advantage was being able to 
network and talk to other com-
panies that use our service. The 
direction that we’ve gone in the 
last couple of years found us as 
almost competitors of the com-
panies that we build for, so we 
now just display our work in 
our vendor’s booths. Last year 
we had our products in 12 other 
booths, so they were out there 
selling and of course, we were 
selling, but not getting the sales 
directly. What we found at the 
end of the day was that most of 
the people attending were look-
ing to get the whole job done, 
not just countertops, over the 
last 2 years. They were looking 
at new cabinets, or looking for a 
handyman guy to do the whole 
bathroom or the kitchen.

Irini Kroll: No, not really, be-
cause we could see that these 
shows weren’t for us. That was 
10 years ago. 

Chip Gleine: The positive is 
that it gets our brand name out 
there. The negative would be 
that you might get a different 
type of client. A lot of the cus-
tomers are buying from home 
shows because they are doing 
projects, so it is very compet-
itive. Most are educated cus-
tomers that can be tricky to deal 
with. We try to staff it with 2 
people on weekdays and with 3 
people on the weekends. 

Are Home Shows Worth It?

Monkey 
Market Fund

Please turn to page 34

Once upon a time in a place 
overrun with monkeys, a 

man appeared and announced to 
the villagers that he would buy 
monkeys for $10 each. The villag-
ers, seeing that there were many 
monkeys around, went out to the 
forest, and started catching them.

The man bought thousands of 
monkeys at $10 and as supply 
started to diminish, they became 
harder to catch, so the villagers 
stopped their effort. The man then 
announced that he would now pay 
$20 for each one.

This renewed the efforts of the 
villagers and they started catching 
monkeys again. But soon the sup-
ply diminished even further and 
they were ever harder to catch, so 
people started going back to their 
farms and forgot about monkey 
catching.

The man increased his price to 
$25 each and the supply of mon-
keys became so sparse that it was 
an effort to even see a monkey, 
much less catch one.

The man now announced that 
he would buy monkeys for $50! 
However, since he had to go to 
the city on some business, his 
assistant would now buy on his 
behalf.

While the man was away the as-
sistant told the villagers, “Look at 
all these monkeys in the big cage 
that the man has bought. I will 
sell them to you at $35 each and 
when the man returns from the 
city, you can sell them to him for 
$50 each.”

The villagers rounded up all 
their savings and bought all the 
monkeys. They never saw the 
man nor his assistant again and 
once again there were monkeys 
everywhere.

…And now you know how the 
stock market works!

Continued from page 28

And all because she chose to 
stick her tongue out at the state 
trooper who was taking her mug 
shot.

Arrest stories come and go, but 
stories accompanied by unusual 
mugshots have a way of living 
on in infamy… Sometimes for-
ever and ever. 

There’s a thought to ponder 
the next time the booking offi-
cer says, “Look straight into the 
camera.”

According to police reports, 
McDonald told troopers she 
went off the road because she 
was lost, and at the time of the 
accident she was on the phone 
getting directions and writing 
them down on a legal pad.

Police said she blew a .10 on a 
Breathalyzer, beyond that state’s 
threshold of .08 for intoxication. 
She was charged with driving 
under the influence (alcohol).

It’s All About 
that ’Tude

It was “common knowledge” 
that a certain formerly well-
stocked TVA lake was consid-

ered “fished out,” but a Fish and 
Wildlife officer happened to no-
tice on several occasions that one 
guy kept coming back to the boat 
launch area with his limit of fish.

Curious, he asked the guy, “How 
is it that you’re catching fish out of 
this lake when hardly any one else 
can? I love to fish myself, and I’d 

give 20 bucks to see how you do it. 
“The guy thought for a moment, and 
replied, “Well, if I show you, you’ll 
have to swear your most solemn oath 
to keep my magic fishin’ stick a se-
cret. But you seem like an honest guy. 

I’m coming back here tomorrow, 
why don’t you come along?” 

And, so, the off-duty officer 
swore to keep the secret and met 
him the next day. They were in the 
boat when the fisherman reached 
over and lit a stick of dynamite and 
then tossed it overboard. BOOM!!! 
There were fish floating to the sur-
face all over! The game warden 
freaked out, and said, “You can’t 
do that! That’s illegal!” 

The fisherman reached over and 
handed him a lit stick and said, 
“Are you gonna fish, or talk?”

So the officer threw it, of course, 
making him just as guilty. Now, 
who was he going to tell?

The Magic 
Fishing Sticks

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 Slippery Rock Classifieds

Join Us 
Each Month!

For your subscription requests, ad-
dress changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

Ads not meeting guidelines will not 
be published. 

•$30.00 per print ad, per month. Ads 
may be renewed by contacting the Slip-
pery 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 avail-
able 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.
•The best way to submit an ad is online 
at www.slipperyrockgazette.net . Sign 
up for a free ad, or use the online form 
for a print ad, then fax your $30.00 
payment to 865-688-8254,  
(Attn: Karen Richards).

2015 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

July 2015 Wednesday, June 3, 2015

August 2015 Wednesday, July 8, 2015

September 2015 Wednesday, August5, 2015

For Sale

FOR SALE: New, in stock, Upstate 
New York; Steinex Hydraulic Stone 
Splitters & Extreme Duty Conveyors.  
242 ton MENHIR “H-frame,” 39.37˝ 
Blade length & 23.62˝ Blade Height. 
55 ton BROADWAY “H-frame,” 
23.62˝ Blade length & 11.81˝ Blade 
Height. 132 ton IGLOO “C-frame,” 
18.9˝ Blade length & 17.72˝ Blade 
Height. 77 ton IGLOO “C-frame,” 
17.72˝ Blade length & 15.75˝ 
Blade Height. SHERPA Motorized 
Conveyor w/High Sideboards, 13.12´x 
3.28´, Dual Track & Single Track 
Conveyors 9.84´ x 3.28´. For more 
information or to schedule an appoint-
ment, please contact André @ (518) 
260-2158 or email apexequipintl@
aol.com.

_____________

FOR SALE: DIAMOND WIRE 
SAW. One reconditioned 7´ x 12´ 
Diamond Wire Saw manufactured by 
Ideal Quarry Inc. in the USA. Includes 
16´ of track with a 4´ square rotating 
cart, PLC controls with Auto Feed, 
20HP main drive motor, hydraulic up 
& down. $45,000 Located in Northern 
California. Ask for Art @ 530-925-
4517 for more information.

_____________

Repair Services

AIR TOOL OVERHAUL –  
Complete overhauls for selected mod-
els, include ALL NEW upgraded bear-
ings, oil seals, O-rings, body gaskets, 
head packing, vanes, and the honing 
of cylinder. We will restore YOUR 
TOOLS to run like NEW! FREE Pre-
Overhaul Inspection. $159.00 plus 
$4.95 Shipping and Handling. Call 
for available model numbers. Stone 
Perfect Enterprises, Inc. Call 503-705-
2398. Email: rogerc52@comcast.net

_____________

Business Opportunities

Do you want 10, 20, 30 + more 

Care Program for stone fabricators 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 participant in this pro-
gram 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 and for you to receive 
a rebate from us when someone pur-
chases Supreme Surface Products. For 
more information about this program, 
please contact one of our salesmen at 
800-575-4401.
What makes Supreme Surface 
Cleaners so special? ioSeal. The 

installs per month? We can take you 
from wholesale to retail and fill that 
void left by channel partner’s drying 
up. We have generated over 5 Million 
in sales for our partners in 2013. Your 
phone can be ringing in as little as 24 
hours. Call today 877-877-1916 or visit 
www.FireUps.com. Granite Marketing 
Experts. We have clients doing up to 70 
installs per month from our programs - 
Sell More Granite.

_____________ 

Diamond Belt Saw Business: Molds 
and accessories to make 22 to 42 ft. 
quarry diamond belt saws 1-1/2˝ wide. 
Also mold to make 1/2˝ mill diamond 
belt saw. Included - diamond segment 
support, cable, urethane, curative,  heat-
ing oven, 7 metal tables, digital control 
panel, thermocouples, electric heaters, 
exhaust hood, and various hand tools. 
Video tape on manufacturing process. 
$5,000. Call 936 537-0520 or Email: 
jbridwell@texasdiamondtools.com.

_____________ 

Help Wanted

Project Manager for Marmi Natural 
Stone: To support our award winning, 
highly custom natural stone installa-
tions, we need Project Managers to 
ensure our projects are completed with 
the highest quality work and customer 
service. This is a full-time salaried 
position with excellent benefits and 
bonus. Candidates must be organized 
and communicate effectively in a 
high-paced, team environment. E-mail 
resume to info@marmistone.com or 
fax to 770-685-6190. Marmi is a drug-
free workplace.

_____________

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 

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

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

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

 • Raptor 6˝ Portable Saw (Demo), $999.00  
• Viper® 4˝ Turbo Blade, no quad holes, $5 each 

• Viper® Wet Core Bit, 1-3/8˝, $25.00; 2˝, $26.00; 3˝, 
$39.00 • Flex LW1503 #880299 Demo Polisher, $95.00 

• Lavina L25-S Floor Grinding Machine Class Demo, 
$9,292.50 • IPC Eagle Wet/Dry 19 gal. Vacuum (415PLT), 
$735.71 • Demo 5˝ Flex LE12-3 Polisher #880399, $199

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

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

Thassos White MarbleThassos White Marble

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

Visit www.stoneforensics.com

Historical Restoration & Preservation
Visit the Stone Forensics 
website to register. The 
two-day Seminar is $995.
Class size is limited – 
reserve your space today!

Eager to break into this spe-
cialized field? 
Frederick M. Hueston will 
present an exclusive seminar 
on historical stone resto-
ration and preservation on 
August 12-13, 2015, in Mel-
bourne, Florida. Learn…
• What is Historical Restoration?
• Standards for Rehabilitation and  
 the National Register
• Repair, Cleaning, & Maintenance  
 of Historical Stone Masonry
• Long-Term Effects of Cleaning

Call 321-514-6845

stone conditioner in Supreme Surface 
cleaners is a proprietary ingredient 
called ioSeal. This amazing technology 
ionically bonds with the surface of your 
natural stone, sealing it and protecting 
it from hard water spots, mineral build-
up, and stains. Supreme surface clean-
ers are the brainchild of stone industry 
veteran Tom Munro who embarked 
on a quest to find the BEST granite 
cleaner. Since the perfect stone clean-
ing product didn’t exist, Tom invented 
it Together with a chemist that he met 
though his stone design business, Tom 
developed a unique 3-in-1 formula that 

will clean, polish, and protect your 
granite countertops. It is non-toxic, bio-
degradable 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 clean-
er he gave it away—free. “We sent our 
free samples across the USA to every-
one that wanted it… Yes, everyone! All 
this, just for their feedback on how we 
could improve our product!” Log on 
http://www.consumerstonecare.com/

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

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 

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 3 NEW Profiles!

ALL VIPER® CNC

FREE NEXT DAY 

DELIVERY!

Call Daryl Sims at 
 877-493-0394 

 if you’re tired of paying 
inflated prices for CNC tooling.

N
EW

!

N
EW

!

N
EW

!

 Segmented Pos. 1 $356.95 $407.95 $443.95 $393.95 $459.95 $319.95 $392.95 $473.95 $401.95

 Sintered Pos. 2 $347.95 $386.95 $485.95 $393.95 $500.95 $303.95 $392.95 $515.95 $383.95

 Sintered Pos. 3 $347.95 $386.95 $485.95 $393.95 $500.95 $303.95 $392.95 $515.95 $383.95

 Sintered Pos. 4 $347.95 $386.95 $485.95 $393.95 $500.95 $303.95 $392.95 $515.95 $383.95

  Pos. 5 $149.95 $149.95 $136.95 $174.95 $197.95 $128.95 $145.95 $164.95 $172.95

 Ceramic Pos. 6 $149.95 $149.95 $136.95 $174.95 $197.95 $128.95 $145.95 $164.95 $172.95

 Ceramic Pos. 7 $149.95 $149.95 $136.95 $174.95 $197.95 $128.95 $145.95 $164.95 $172.95

   $1,849.95 $2,017.95 $2,311.95 $2,099.95 $2,555.95 $1,617.95 $2,008.95 $2,515.95 $2,071.95
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Complete Set

Metal 
Pre-Polish

* Seven-step system

* Longest life of any CNC tooling

* High speed tooling

* All profile wheels are balanced 
 & carefully inspected

* Standard 35mm bore

Shop www.braxton-bragg.com for Viper CNC Bits Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Continued from page 31

SRG: Do you consider home 
shows a good return on invest-
ment?
 
Rathke: Sharon, our marketing 
director, was at a show – it think 
last weekend – and saw one of 
our competitors just sitting there 

Are Home 
Shows Worth It?

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

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

Patent Pending

#1 Seller! 

Most Popular

Sink Support

You’ve Got To See This Video!

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

HerculesSinkHarness

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Call for a

FREE
Sample!

MADE IN THE USA

and playing with their phones. 
So there is one example of a 

company that wasn’t getting 
any return on their investment. 
You’ve got to know the shows. 
Some shows are good and some 
are not so good, and you’ve 
got to look at every bit of your 
expense to decide if it will be 
worth it: the cost of the booth, 
your printing, the labor to run 
the booth, and the setup cost 
both to and from the show.

Josh Spencer: That’s a two-
edged sword, because the first 
5-6 years we did great and could 
see a good return on our invest-
ment, but the last few years we 
questioned it, and it was not a 
good return.
 
Kelly Milligan: Yes, it’s been 
a good investment for us. But 
it’s not an immediate return. 
The number one reason people 
drop out of home shows is that 
they get back to their office and 

begin calling people back, and 
don’t get any immediate sales. 
You may not get any for a year 
or more. It is not instant grat-
ification, and you rarely sell 
anything at a show. Our clien-
tele is mostly homeowners, but 
we usually pick up at least one 
builder or remodeler that we 
didn’t know existed; usually 
they’re another exhibitor. 

Irini Kroll: No, I don’t believe 
it worked for us.

Chip Gleine: Some years yes, 
some years no. I think your 
success is based on who you 
have working that show, and 
what you’re offering. If you just 
want to go there and sell gran-
ite at normal, everyday pricing, 
I don’t think you’re going to 
get much turn, but if you have 
someone there who’s willing to 
work deals or run a promo, yes, 
you’ll get a good return.

Please turn to page 35

Mystery Gator 
Haunts PA Lake?

An alligator reportedly spotted in a 
western Pennsylvania river may 

never be found — or even confirmed 
— but police continued to search for 
it, the local police chief said.

Nobody has seen the reptile since 
two people reportedly spotted it in the 
Monongahela River in Belle Vernon, 
Southwest Regional Police Chief 
John Hartman said.

“We’ve continued to investigate it,” 
Hartman said.

The initial report made by two peo-
ple near a boat launch indicated the 
alligator was about 7 feet long.

It’s possible the animal hitched a 
ride on a barge from a warmer spot 
down South, or was an exotic pet that 
was released by its owner or escaped 
into the river, Hartman said.

Police have consulted with the U.S. 
Coast Guard and Pittsburgh Zoo offi-
cials and determined that the alliga-
tor — if that’s what it was — could 
survive even though the river remains 
relatively cold, Hartman said.

Police received several calls about 
the alligator, but they weren’t new 
sightings, the chief said. Rather, peo-
ple who also thought they had seen an 
alligator in the river — some several 
weeks ago — called police to report 
it after Pittsburgh-area media outlets 
began reporting sightings.

“There have been no additional 
sightings or reports since the first two 
people spotted it,” Hartman said.

The Coast Guard used crews to 
search the river’s banks and found 
nothing.

Although experts have told police 
the alligator couldn’t live in the area 
year-round, the cold-blooded ani-
mal would be able to survive for an 
extended period as long as the river 
wasn’t frozen over. That would keep 
it from breathing properly in the 
water, Hartman said.

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

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

3 Red release button
3 Built-in cable and swivel hook
3 Vertical cable lift
3 Load range: up to 2,640 lbs
3 Grip range Abaco 50: 5/8˝ to 2˝

ONLY
$44879

When you’re moving a slab, there’s no substitute for a dependable Abaco Lifter.

…AND GET FREE Shipping!

Package Includes: 
Abaco Stainless Steel 
Swivel Shackle

 Item # Description MSRP OUR Price 
 92350 Abaco 50 Professional Series Heavy-Duty Lifter  $652.95 $448.79  

ACCEPT NO SUBSTITUTES

FREE 

FREIGHT

ALL 50 STATES & 

 PUERTO RICO

Hercules® A-Frame Slab Rack

Optional crossmember
 sold separately

Rack Up 
on these 
efficient
material 
handling 
products!

Hercules® Telescopic BoomsItem #  

2248 

Item #  

2250 
Item #  

6692 $774.00
$229.95

$890.00
$890.00

Are Home 
Shows Worth It?
Continued from page 34

SRG: Do you see yourself 
participating in future home 
shows?

Rathke: Probably not. I think 
there are three of them here in 
Richmond—they contact us all 
the time. A single booth is in the 
$1,000 range, but if you’re going 
to have a decent display, you’ve 
got to have more than one booth. 
Then there is the setup and tear-
down as well. You also need 
to pay your people, so there is 
a lot of money that you’ve got 
to put into it. The booth is just 
a small percentage of the cost. 
I’ve talked to our sales staff 
about it, and we just don’t want 
to participate at this time. On the 
other hand, there are a couple of 
our contractor and cabinet shops 
that we fabricate for that do go 
to these shows and display our 
work, and we see return from 
that. So, in a sense we are there.

Spencer: As of next year we 
won’t be going to the shows. 
We’ve given up our booth space. 
We will continue to put out our 
products with our label, but we 
are standing by our vendors 
rather than going ourselves and 
being their competitors. We’ll 
be giving them free countertops 
and displays, spending time with 
them and shaking the hands of 
their visitors. It’s about half the 
cost, and 10 times the value, by 
far. So we’ll always be visible 
at the show, but as for us taking 
our own booth out there, as of 
2015 we will not be having our 
own. 

Milligan: Yes, we are already 
signed up for next year.

Kroll: No. No more home shows 
for us. 

Gleine: Yes! Absolutely.

SRG: What advice do you have 
for those thinking about partic-
ipating in home shows?

Rathke: I’m very indifferent 
about the effectiveness of home 
shows. It may be because back 
in my previous careers I had 
worked a lot of conventions, and 

you had to be there the entire 
time. So be prepared to spend 
the time.

Spencer: If you don’t have some-
thing that is new, eye-catching 
and extremely different, such as 
a new quartz or granite, you’re 
probably going to have a dif-
ficult time because it is less 
efficient. Unless you have some-
thing that nobody else has and 
you can stop them and get their 
attention with it, you’re proba-

bly going to be spending more 
money than you’re going to get 
back and working against your-
self. 

Milligan: If you participate you 
need to network with other ex-
hibitors. They also need to stay 
in their booth and work it. Even 
if it is slow, they need to look 
ready to welcome people. 

Please turn to page 36 ©
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“Except for the people, the hours, the work, the stress and the pay, 
 making templates is the best job I ever had!”

Shop www.braxton-bragg.com for Abaco 50 Heavy-Duty Lifters Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Continued from page 35

Milligan: The last show we did, 
there were times during the day 
where there were literally no 
visitors, but each of us stood 
there and stood there, being 
ready, making eye contact, and 
being available for people who 
walked up. 

The guy across from us, who 
also does countertops, was 
just leaning and looking at his 

Are Home 
Shows Worth It?

Benchmarking and Fabrication
The stone industry in the USA, 

and in fact the industrialized 
world, used to consist of monu-
ments, major construction, res-
idential work, landscaping and 
crushed stone. 

Many stone companies did a lit-
tle bit of all of the above to make 
ends meet, but in the 1990’s gran-
ite kitchen countertops started to 
replace Corian and a new branch 
of working stone emerged, aided 
and abetted by the growing use 
of engineered stone. The advent 
of granite kitchen countertops 
has doubled the size of the indus-
try in both dollars and employee 
count and it is difficult to believe 
that this happened in such a short 
space of time, given that this de-
velopment started only in the late 
eighties/early nineties. Granite 
and engineered stone kitchen 
countertop fabricators are more 
focused on this segment of the 
business than traditional compa-
nies, which enables benchmarking 
to have more relevance.

Benchmarking in its simplest 
sense is a tool to compare the 
efficiencies of two companies, 
doing essentially the same thing, 
as there is no value in comparing 
a stone working company with a 
plumbing concern since, although 
both are involved in building, 
their skills, and therefore their 
efficiency, are totally unrelated. 
So now we have one countertop 
fabricator employing seven peo-
ple and producing $1 million in 
sales and another employing ten 
people with the same sales. Which 
is more efficient? Clearly the first. 
This is benchmarking at its most 
primitive.

All restaurant businesses have 
costing similarities in that, sim-
plistically put, their costs are: 30% 
labor, 30% food, 30% all other 
costs including rent, insurance, 
leaving 10% for profit. In the 
counter top fab business the MIA 
benchmarking survey shows: 
35% labor, 35% all consumables 
including stone and tools, 20% all 
other costs, 10% profit.

Now for the subtlety: As the fab 
shops grow bigger, the percent-
ages change.

Labor cost is reduced as the 
shop becomes more automated. 
Tooling costs are cut in half. Stone 

costs are substantially reduced 
since a plant requiring $250,000 
stone per year versus one requir-
ing $2,500,000 will pay more for 
the material. Rent and utility costs 
go down as the plant is more auto-
mated and space efficiency for the 
bigger facilities is clearly shown.

Talking about labor cost, the sur-
vey shows AVERAGE WAGES 
in different parts of the country: 
are you paying too much or under-
paying your staff? Checking with 
the survey will tell you where you 
stand on this and the other points 
raised above.

The quickest and easiest way 
to find out how efficiently YOU 
are performing is to get the MIA 
Benchmarking Survey. Compare 
yourself to the industry average 
either by number of employees 
or sales. The MIA survey shows 
average sales per employee, which 
you can figure out for your com-
pany, and you can see immediately 
if you are more or less efficient 
than the average. From spending 
a little more time on your actuals 
versus the industry average, you 
can see where your efficiency or 
your deficiency lies.

Benchmarking is more geared 
towards the MACRO aspect of 
running a business: there is there-
fore also the MICRO perspective. 
Just one very quick example: as-
sume that from studying the MIA 
Benchmarking Survey you have 
decided that in your market area 
there is room for growth and you 
have therefore decided to auto-
mate your fab shop. Now comes 
the question of what machines are 
suitable for you? The machinery 
suppliers are only too anxious to 
supply you with whatever you re-
quest: but is that right?

A  simple suggestion: keep a 
record over a six months’ period 
of all the edge profiles you have 
supplied. Predominantly Ogee, 
Full Bull, Half Bull? Well then 
a CNC might be appropriate. If 
mostly flat polished edge with 

beveled arras, an edge polisher 
might be more suitable. If you 
cut mostly thin stone and require 
quirk-mitered detail, a really good 
saw might be the right machine for 
you. It all involves record keeping.

One question left out of the sur-
vey relates to stone waste. The sur-
vey says the average kitchen uses 
60 square feet. We all know that 
the average granite or ES slab is 
50 sq. ft. Thus the average kitchen 
requires two slabs or, put another 
way, 100 sq. ft. Therefore, 40 sq.ft. 
are left over. Some companies 
cost as if they had used both slabs 
completely, thus these 40 ft. are 
paid for. Some companies charge 
only for the sq. ft. used, and thus 
the remnant remains in inventory. 
Some companies take an estimated 
average of 25% waste factor across 
the board. Others differentiate on 
exotic stones or common material 
such as Ubatuba: in this plan the 
company would cost an exotic slab 
in full, BUT only charge for that 
which is used in the common ma-
terial, as they carry huge inventory 
of the common stock.

So clearly there are many vari-
ables. Which factor you calculate 
can make the difference between 
running a profitable operation or 
losing money. The waste factor 
question will be part of a later sur-
vey as the industry needs to try and 
reconcile what is proper practice.

Using the bench marking survey 
can help you in another direction: 
borrowing money. If you intend 
to automate, you will need to pay 
for the equipment. That probably 
means bank money. At best guess, 
a city of 5,000,000 inhabitants will 
install approx. 35,000 tops per 
year. The survey says the aver-
age top sells for $3,000. Thus the 
market potential in dollars is $100 
Million. If you know the popula-
tion of your market area (you can 
get this information from your 
local chamber of commerce), you 
can figure out YOUR total mar-
ket potential in number of tops 
OR dollars by simple math. List 
all your competitors by name and 
employee count. By using the MIA 
survey you can figure out their 
sales the same way as you figured 
your own. 

Peter T. de Kok
Special Contributor

Please turn to page 38

phone texting or playing a 
game, whatever. We, however, 
got 5 sales leads by just stand-
ing there ready, and he missed 
every single one of them. One 
day, when it was slow, a lady 
visitor showed up. We greeted 
her with eye contact, made 
conversation, and she chose to 
make a purchase with us, and 
she wasn’t even looking for a 
countertop! So if you’re sitting 
and playing on your phone, 
you’re not going to get any 
sales—I’m 100% sure of that! 

Kroll: Well, every company 
is different and each one pro-
vides different ideas and prod-
ucts. So if they would like to 
try, just because we didn’t get 
a good response, doesn’t mean 
that they won’t.

Gleine: Make sure you have 
the right person working the 
booth. You cannot just have a 
warm body there. You have to 
have someone that can work 
deals and follow-up. As people 
walk by they need to be able to 
say, “Hey, how are you doing?”

Pennsylvania man who skips out on 
 jury duty eleven times gets nabbed

A Pennsylvania man who 
skipped out on jury duty 

eleven times in the last two years 
has been arrested while he was 
inside a courthouse attending a 
child custody hearing.

Owen Fazenbaker III, 32, was 
first summoned to appear for jury 
duty on March 4, 2013. In the two 
years that followed, he was sum-
moned an additional 10 times, the 
last coming on March 9, 2015 ac-
cording to court documents.

Somerset County Judge D. 
Gregory Geary told Fazenbaker 
that he found it “ironic” that the 

man could find his way to court 
for that, but not for his civic re-
sponsibility in serving jury duty.

Fazenbaker promised to serve 
on future juries if the judge would 
not impose a $500 fine and 10 
days in jail for each time he has 
missed jury duty.

The (Somerset) Daily American 
newspaper reports the judge 
warned the Stoystown man that he 
could avoid a seven-day jail term 
if he paid a $500 fine. Fazenbaker 
paid the fine.

Source: Daily American, 
www.dailyamerican.com

I just LOVE the way you’ve done the stone cladding!
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“I thought all 8-step wet polishing pads were the same …
“Phooey! These amazing Vipers had the job done by step 6”

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

But you must act now. Please call 

800-575-4401

Set of 8

3˝ pads

4˝ pads

5˝ pads

MSRP

$142.95

$182.95

$238.95

Our Price

$94.95

$118.95

$158.95

Try them risk-free for 30 days!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 8-step Polishing Pads
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Benchmarking and Fabrication

Top Five Tips for Entering the 
MIA Pinnacle Awards Competition

Custom kitchen with chiseled counters and stainless farmhouse sink.  Ellis 
does most of his fabrication work using a Park Cougar bridge saw, a single 
speed router, and hand tools and polishing pads from Braxton-Bragg.

Continued from page 15

When you do most of your 
fabrication work by hand, 

the tools and supplies you choose 
become even more important in 
making your work profitable. 
Buying dependable tools and sup-
plies at a great price has helped 
Shahn Ellis succeed. He relies on 
tools and supplies from Braxton-
Bragg. Some of his favorites are:

Viper 3-Step Polishing Pads
“We love these pads for pol-

ishing backsplashes and onsite 
polishing during installation. 
They are the only 3 step pads 
that actually work. I have tried 
them all.”

EZ-Dishwasher Bracket 
“This product is the safest, 

quickest and easiest way to 
mount a dishwasher–  hands 
down.”

U-Mount Undermount 
Sink Supports

“There is nothing worse than 
getting a call from an angry cli-
ent whose sink was full of water 
and dishes, and just fell into the 
sink cabinet. U-Mounts make 
sure it never happens again.”

TemplatePro 
Templating Kit

“I like that I can use a com-
pact car to go out and do a tem-
plate on a jobsite because the 
finished templates can be rolled 
up without worry.”

Viper Dry Diamond Core 
Drill Bits Side Protection
“These are the fastest, lon-

gest lasting dry core bits I have 
found.”

Hercules Grinder Gear
& Makita 9565CV Grinder
“Cut the dust and stop burn-

ing up angle grinders. We tran-
sitioned to a wet fabrication 
process and these grinder cov-
ers have been invaluable. They 

have cut my Makita (9565CV) 
angle grinder consumption by 
over half.”

Hercules Variable Speed  
Wet Air Polisher

“I use an air tool almost daily 
for polishing. The Hercules is 
reliable and easy to use.”

Stone Pro Suction Vacuum 
Cup Assembly System 

“There is nothing worse 
than spending hours fabricat-
ing a kitchen to perfection and 

breaking a sink run. It takes less 
than 1 minute to put the sink 
savers on so you never break a 
piece again.”

Abaco Self-Locking 
Slab Trolley 

“My trolley is a back saver 
and it’s great for rough terrain. 
It also holds big pieces up off 
the ground so they are easier 
to lift onto the cabinet during 
installation.”

For more information on 
the tools mentioned here visit 
www.braxton-bragg.com.

Continued from page 36

With the total potential calcu-
lated as above, you then know 
where you stand in YOUR 
market and what your potential 
could be.

When you apply to the 
bank for your loan take all the 
above information with you, 
INCLUDING the MIA survey, 
and your loan request will float 
to the top of the pile because 
you will prove to the bank man-
ager that you have done your 
homework, as supported by the 
survey.

It might be of interest that 
improved record keeping is be-
coming ever more important 
to all industry, small or large. 
Daimler Benz just put out an ar-
ticle in The Wall Street Journal 
listing their sales, profits and 
employee count, comparing 
2013 to 2014. Their sales im-
proved by 10% but their profit 
by 47%, accomplished by add-
ing only three percent to their 
employee count. Why not do the 

same thing: automate, adding a 
few employees but increasing 
your sales from an average of 
250 tops per year to 1,250 tops 
per year, as shown in the MIA 
Benchmarking survey?

Interestingly enough, this 
benchmarking/data research is 
becoming a worldwide phenome-
non. The last issue of Naturstein, 
the German trade magazine, 
included a request to the monu-
ment industry to complete a sur-
vey form so that they could make 
comparisons between compa-
nies. The Australian stone trade 
is considering using the MIA to 
conduct a survey for them. The 
Italian stone industry has been 
doing this for years, perhaps 
centuries?

Work on it: using benchmark-
ing will make you more efficient 
for the good of your company 
and the good of your industry. 
If you are not a member of the 
MIA, think about joining, as this 
is the only association that gives 
you this benefit, as well as many 
others, for a very nominal cost.

How to Build 
a Granite 
Business 
with $1,000 
Bucks and 
Hard Work

The Pinnacle  Awards are given 
out every year at StonExpo. 

Many shops do excellent work, 
but are you ready to give the 
competition your best shot? Here 
are the top 5 tips to get give your 
entry the best chance of success.

5) Start early
Watch for the Call for Entries 

announcement (on the MIA web-
site, MIA newsletter, and in the 
Slippery Rock Gazette). Identify 
the categories that might fit your 
projects and begin gathering the 
data now.

4) Describe your project with 
a good story

The description of the project 
is your opportunity to tell a great 
story of the project. Play up the 
use of stone.

3) Attention to Detail
 Be sure to follow all general 

entry guidelines and proofread 
your entry. Editorial errors detract 
from your project.  Entries should 

arrive in a binder, as described in 
the entry guidelines.

2) Photographs
Photographs - while your writ-

ten description is important, the 
photographs are what the judges 
primarily use to grade the proj-
ects. The higher the quality of 
the photo, the better your chances 
are of impressing the judges. Be 
sure to include a wide angle shot 
of the entire project and several 
close-ups of the natural stone de-
tail. A professional photographer 
is not required, but good, clear 
photos will help tremendously.

1) Two New Categories
“Kitchen of the Year” and 

“Bath of the Year” – be the first 
MIA member to win one of these 
coveted awards!

For more information on the 
Pinnacle Awards visit: 
www.marble-institute.com/
awards/pinnacle-awards/. 

 

Honed Black 2cm island and counters. The owner commisioned a high end 
New York City design firm to design the kitchen and the rest of the home’s 
$1.2 million dollar remodel. “Installing the island was fun,” said Elllis. “It’s 
an entire slab (6 ft. wide x about 10 ft. long). It took 8 guys to pull it off.”

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 June 2015  |  39  

“What Sound Does Stone Pro’s Beaver Edge Chisel Make?”

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

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

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

Double bullnose with ChiseleD Center ChiseleD eDge

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

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

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

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

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

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

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

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

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

“Cha-Ching!”

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

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

MADE IN THE USA

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9456/
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