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I  have been in this busi-
ness for nearly 40 years, 
and some of the misin-

formation I see out there is 
so wrong that it’s scary. The 
following case is just one of 
the examples of contractors 
who are sadly misinformed 
on the proper installation 
techniques.

I was sitting in my office en-
joying a cup of Chai. Yeah, I 
know– it’s not the cup of Jo that 
I usually have, but I figured I 
would try something new. Plus, 
the girl at Starbucks who asked 
me if I’d like to “try something 
different” was kinda cute. 

The Stone Detective

NSF International, The 
Public Health and 
Safety Organization, 

is a global independent orga-
nization that develops public 
health standards for products in 
the food, water and consumer 
goods industries. 

Manufacturers of products 
from around the globe, includ-
ing solid surfacing companies, 
seek NSF certification by sub-
mitting their products to NSF 
for evaluation and testing to 
these standards. If full compli-
ance to all NSF requirements 
are met the products receive 
an official NSF certification 
listing and are permitted to use 
the NSF certification mark in 
association with the certified 
products. 

The NSF Food Equipment 
Certification Program has 
22 different food equipment 
standards that establish the 
minimum food protection and 
sanitation requirements for the 
materials, design, fabrication, 
construction and performance 
of food handling and process-
ing equipment. 

Solid surfacing materials are 
reviewed to NSF/ANSI 51, 
Food Equipment Materials, 
which details the public health 
requirements for materials Please turn to page 2
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NSF Certified Surfacing Explained

I was about to take my 
first sip when the phone 

rang.  The voice on the other 
end sounded very pompous 
and official. For a moment, I 
thought it was one of those 
voice-over narration guys 
who do movie trailers.  

He said he was an in-
surance adjuster, had a 

tile floor case, and he needed my 
help to resolve it. 

I asked him what the problem 
was, and he told me he had a cli-
ent that was complaining about 
their tiles coming off the floor. 

Product safety is on ev-
eryone’s mind these 
days. News reports of 

hazardous drywall, flooring, 
dog food and other unsafe 
products are front-page news.  
Marketers of man-made ma-
terials often seek independent 
certification for their products 
to provide customers with as-
surance of safety and peace of 
mind.

I recently learned that many 
commercial jobs require quartz 
countertops that are compli-
ant with NSF/ANSI 51. Most 
Quartz countertop materials 
prominently display the NSF 
logo. You could reasonably 
conclude all products that are 
entitled to display the NSF 
logo are certified for coun-
tertops, but I have learned 
that many quartz products 

that display the NSF logo are 
not certified as “Food Zone” 
but are only “Splash Zone” 
certified.

NSF International is the 
global organization that devel-
ops standards for food, water 
and consumer goods. I had 
a chance to talk with Mike 
Kohler, Associate Technical 
Director, Food Equipment, 
and ask him about the safety 
of Quartz countertop materi-
als available in the USA. Mike 
agreed to provide an explana-
tion of the standard, which is 
is printed to the right, and his 
answers to my follow up ques-
tions are on page 2. See also 
my Publisher’s Pen on page 5. 

used in the construction of 
commercial food equipment. 
This standard contains require-
ments for toxicological safety, 
smoothness, cleanability and 
corrosion resistance of the 
materials. 

The NSF food equipment 
standards are designed in a 
manner that classifies different 
surfaces or areas of equipment 
into defined zones of exposure. 

•	Food zones are intended 
to be exposed to direct 
food contact or surfaces 
which consumable food 
or condensation may con-
tact and then drain, drip, 
or splash back onto food 
or food contact surfaces. 
Materials certified for 
use in a food zone are also 
suitable for use in splash 
and nonfood zones.

•	Splash zones are areas 
that are exposed to rou-
tine soiling from splashes 
and spills but are not 
surfaces intended for 
contact with consumable 
food. Materials certified 
for splash zones are not 
certified for use in food 
zones.

•	Nonfood zones are areas 
that are not exposed to 
food or splashes but may 
be subject to some minor 
dirt and debris. 

Requirements for NSF/
ANSI 51 certification differ by 
zone; while all solid surfacing 
is evaluated for the smooth-
ness, cleanability and corro-
sion resistance requirements, 
only solid surfacing certified 
for food zone meets the re-
quirements for toxicological 
safety. Based on this, the NSF 
Certification Listings for NSF/
ANSI 51: Food Equipment 
Materials are formatted to in-
dicate the zone of intended 
end use in the heading for each 
product listing. 

Reference the online NSF/
ANSI 51 certification listing 
at http://info.nsf.org/Certified/
Food to determine what zones 
NSF certified solid surfacing 
may be used in. 

Surfacing materials that 
are certified for use in food 
zones may be used for coun-
tertops, table tops, or other 
surfaces in which food con-
tact is intended. Surfacing 
materials certified for splash 
zone should not be used on 
any surfaces intended for 
food contact. 

The NSF Online Certification 
Listings are updated each busi-
ness day and are the only offi-
cial source of information that 
should be utilized to obtain in-
formation about NSF Certified 
products.

NSF International  
develops standards on 
how surfacing products 
are tested and labeled 
as food safe or splash 
zone safe.

Are Quartz 
Countertops Safe?

Please turn to page 2
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The Stone Detective

Well, that sounded serious to 
me, so I told him I could be there 
that afternoon.  Before we hung 
up he told me that the tile setter 
was going to be there, and asked 
if I had a problem with that. 

Now, you have to realize that 
when I show up to examine a 
problem, tile setters are usually 
not very happy campers, but I 
didn’t object, and hoped he was 
going to be reasonable. I fin-
ished my Chai–which was ac-
tually pretty good–and went to 
get a haircut before heading over 
to “Don Pardo’s” job site (the 
voice-over guy).

I arrived at the home, which 
was a modest structure, nothing 
fancy. It was your typical Florida 
tract house. There was a beat-up 
pickup truck in the drive with dry 
mortar all over the bed, which I 
suspected was the tile setter’s 
ride. 

Parked next to the truck was a 
brand new Lexus, which I sus-
pected was the insurance adjust-
er’s ride. 

Hmmm – I must be in the 
wrong business, I thought. 
But my old Woody is gain-
ing in value by the day, so 
I shouldn’t complain about 
driving an antique!

Before I could get out of 
my car, a gentleman came run-
ning out of the house wearing a 
fancy suit. I was sure this was the 
insurance adjuster. He greeted me 
and told me to be careful what I 
said because the installer was in 
the house trying to convince the 
homeowner that his installation is 
perfect. Well now… this is going 
to be fun, I thought.  

We entered the house and I was 
introduced to the homeowner and 
the installer. The homeowner was 
wearing a golf shirt and khakis – 
and no, he wasn’t Jake from State 
Farm. The installer was holding a 
hammer and a chisel and he im-
mediately started telling me how 
good his installation was. 

 Now, before I go on, let me 
add that the tile was a 12 x12 inch 
porcelain tile. This will be im-
portant in a minute.  

The tile setter rambled on about 
the job, but his explanation didn’t 
cover what I needed to know. I 
asked him what thin set he used. 
He told me a standard thin set. I 
asked if he used any acrylic or 
latex additives, and he said no.  

Before I could ask any more 
questions he took the hammer he 
was holding and hit a tile in the 
center of the room. The tile not 
only cracked in half, but nearly 
flew off the floor! 

I stood there in shock, staring 
at the setting bed. He pointed to 
it and proceeded to insist that his 
installation was perfect. 

Before you read any further, 
look at the tile picture, above. I 
hope all you seasoned installers 
as well as you trained newbies 
will notice the clues.  

Please turn to page 6

Please turn to page 12

Continued from page 1

Continued from page 1

The Slippery Rock 
asked Mark Kohler, 
Associate Technical 

Director, Food Equipment of 
National Safety Foundation 
International (NSF) to ex-
plain how countertop com-
panies can apply the ANSI 
51 standard for food safety 
when they specify or recom-
mend materials or bid on 
commercial jobs. 

Q: If our readers are asked 
to bid on a job that specifies 
NSF/ANSI51, how do they 
know if they should quote 
Food Zone listed material or 
Splash Zone product? What 
should they do if the bid 
package is not specific?

A: Materials certified for use 
in a food zone are also accept-
able in a splash zone. Materials 
certified for splash zone appli-
cations should not be used in 
situations where contact with 
consumable food is anticipated.

Q: What does the phrase 
“food equipment standards” 
mean? Does Food Zone only 
apply to commercial kitch-
ens or does it also apply to 
home kitchens?

A: NSF/ANSI Standards are 
consensus documents that 
provide the basic criteria to 
promote sanitation and pro-
tection of public health. The 
food equipment standards 
are focused on establishing 
the minimum food protection 
and sanitation requirements 
for the materials, design, con-
struction, and performance of 
food preparation and handling 
equipment. 

The food zone would apply to 
any food equipment item being 
evaluated to the NSF/ANSI 
Food Equipment Standards. 
Commercial food establish-
ments are inspected by health 
departments that typically 

Using the NSF/ANSI 
Standards in Your Shop

require compliance to the 
NSF/ANSI Food Equipment 
Standards. Home kitchens are 
not regulated.

Q: If a Splash Zone product 
is not subjected by NSF to 
toxicological safety testing, 
how can fabricators be sure 
that it is safe to use in the 
home? Is there risk to ex-
posing their workers to this 
material?

A: Splash zone materials are 
evaluated for smoothness, 
resistance to corrosion, and 
ability to be manually cleaned. 
Food zone materials are also 
evaluated for toxicological 
safety as a food contact sur-
face. If consumable food con-
tact is anticipated, food zone 
materials should be used. 
The scope of the NSF Food 
Equipment Standards does not 
include requirements for occu-
pational safety hazards.

Q: Other than the NSF web-
site is there any other way 
to determine if a particular 
brand of Quartz material is 
safe for use as a countertop?
 
A: The NSF Website is the 
only official source of de-
termining what products are 
currently certified and any ap-
plicable zones of end use that 
the certification may cover.

Q: Many of the advertising 
claims for Quartz material 
that are Splash Zone listed 
seem to indicate that it is 
safe for use as countertop 
material.  What can the NSF 
do to eliminate confusion? 
A: Countertops intended to 
be used as a food preparation 
surface are considered a food 
zone.

For a listing of NSF tested 
products visit http://info.nsf.
org/Certified/Food

Continued from page 1Just like Clark Kent is 
Superman, we all have our 
own alter egos. There is 

something we do that 
defines the “other” per-
son we are, the “better” 
part of us. Perhaps you 
coach your child’s 
soccer team, help at a 
soup kitchen, play in a 
rock band, or run mara-
thons. Your alter ego is 
that same person who 
meets your gaze every 
day in the mirror, and 
when unlocked brings 
out a different part of 
you–  that something or 
someone else inside of 
us that makes us better than we 
are. For me, I am part of the Red 
Cross disaster response teams 
that deploy in times of disasters.

I can distinctly remember sit-
ting in front of my television 
watching the devastation when 
Hurricane Katrina hit. Up until 
that moment my experience 
with the Red Cross had con-
sisted of my donations of money 

Jodi Wallace
Monarch Solid Surface

What Super Hero Are You?

and blood (not necessarily in 
that order!). But at that moment, 
something inside me changed.

I don’t remember how I dis-
covered that the Red Cross was 
recruiting volunteers to help 
in what some have called the 
worst disaster in “our lifetime.” 
However, I learned of their need, 

I called and within a week I was 
sitting in a classroom learning 
about the Red Cross and its mis-
sion. Most people don’t realize 
95% of the Red Cross are volun-
teers. There are paid positions, 

but the people who 
are “in the trenches” 
are almost exclu-
sively volunteers.

Although I have 
tried several differ-
ent functions within 
the organization, I 
find my true calling 
is in Mass Care / 
Sheltering. Shelters 
are a last resort and 
having to stay in 
a shelter is by no 
means luxurious or 
fun. Sometimes a 

client may be there a night or 
two until they can make other 
arrangements; sometimes the 
devastation is such that they are 
there until the Red Cross shuts 
the shelter down. We can’t 
make the bad things go away, 
but sometimes a friendly face, a 
sympathetic ear and a warm bed 
can make a real difference.

“Women and cats will do as they please. 
Men and dogs should just relax and get  

 used to the idea.”   –Robert A. Heinlein

Jodi, on her most recent Red 
Cross deployment in Texas
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They cost around 40% less than any-
thing else you can buy. Their 6mm dia-
mond plate means they run faster, last 
longer and put less strain on your CNC 
machine. But you can’t buy them from 
GranQuartz because GranQuartz doesn’t 
sell them. 

You’ll never believe what they’re made of. 

They are the ONLY CNC tools with a 
6mm layer of diamonds on every wheel – 
including the polishing steps.

So they run faster for longer, and put less 
strain on your machine. Yet they cost up to 
40% less than anything else. 

Hard to believe? 

Call 877-493-0394 for a free demonstra-
tion. Let a fully-qualified Braxton-Bragg 
CNC technician show you how quick and 
easy they are to set up. (And how much 
you’ll save in operational costs day after 
day.)

Find out - at our risk, not yours. Order 
now with FREE next-day delivery. Our 
rock solid, 90-day, money-back guarantee 
means you don’t risk a cent. 

Save an extra $1250 instantly
Our regular price for a complete set of 

profile V-30 R15 Viper wheels is $3776.65 
– already around 40% less than anything 
else you can buy. 

But buy right now and you save an 
additional $1250 and only pay $2516.65 
- that’s 33% off. 

They’re not just cheaper, they’re better ... 

• Every diamond on every wheel has been 
carefully screened and sorted for grit. 

• Only diamonds with the highest particle 
strength are selected. 

• So, you can run these wheels faster. But 
despite this, they don’t wear as quickly. 

Why such a crazy offer?
Look, we realize you’d rather not change 

your CNC tools. And we realize you might 
think this sounds too good to be true.

So the huge savings are to make it worth 
your while. 

Rock solid, 90-day, money-back guar-
antee – if you’re impressed after your 
FREE demo

It seems impossible that you could imme-
diately save 40% (as much as $6500 total) 
on these profiles and: 

3 Increase the lifespan of your CNC 
    machine
3 Replace your CNC tools less frequently
3 Complete jobs faster than you would 
    with any other CNC tools on the market
3 Produce a consistently higher-quality 
   finish
3 Reduce operational costs

But you don’t have to believe what 
you’ve just read. Just call 877-493-0394 
for your free demo and put us to the test! 

There’s no obligation to buy. No hard 
sell. You decide. 

And even after you do order (with FREE 
next-day delivery), you still risk nothing. 
Every wheel from every profile is backed 
by our rock solid, 90-day, money-back 
guarantee. 

If you don’t notice the kind of improve-
ments you just read about, send them back 
for a full refund. 

But don’t pass up on this special deal. 
Call us right now, the minute you finish 
reading this – at 877-493-0394.

Why not make it the very next thing you 
do?

Have you any reason not to call 877-
493-0394?

What GranQuartz would hate for you to know about 
these NEW CNC tools

Save 40% and an extra $936, $1280 - even as much as $6500 if you act now!

• You see – unlike most other wheels – 
these are hot pressed with Inconel, a costly 
super-alloy that bakes the wheels’ hard-
ness all the way through. 

• The tool’s density is constant from crust 
to core. Even in the last seconds of its life, 
you’re guaranteed the same finish as when 
you first took it out the box. 

• This also puts less strain on your CNC 
machine. During your demo, you’ll notice 
these wheels draw fewer amps. 

Your CNC machine is certainly your 
most expensive asset. But why over pay? 
Why not use these CNC tools, save a bun-
dle and get more years out of them? 

7 wheels for every profile
Each profile is divided into 7 steps: 5 

metal wheels, followed by 2 ceramic pol-
ishing steps. 

They also have the same 6mm thick dia-
mond finish. So you can run them faster, 
for longer and produce a higher quality 
polish. 

If they’re so good, why such a bargain? 
The reason is simple – and you’ll appre-

ciate why it makes sense. The cost is kept 
down by manufacturing only the 6 most 
commonly used profiles. These cover 90% 
of the market, but not all of it. 

So we’ll be frank. There’s a 1 in 10 
chance these CNC tools aren’t suitable for 
you. 

But the odds are you’re one of the other 
9 in 10.

So why not switch to Viper today?

After all, you always save 40% com-
pared with anything else you can buy … 
cut operational costs … and increase the 
lifespan of your CNC machine. 

And if you order now, you’ll save $936, 
$1280 - even as much as $6500 – off our 
normal prices.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper CNC Profile Wheels
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Quality is king at Duncan 
Stone and has carried the 
small shop to success –

from the Magic Kingdom to na-
tional television.

Duncan Stone primarily does 
residential work, owner Ty 
Duncan said. Its largest share of 
jobs are installing granite coun-
tertops in residential homes.

It also does limited commercial 
projects for an interesting client 
list. For instance, the company 
repairs stone at some Disney at-
tractions. The company performs 
whatever repairs are needed at 
the Florida locations. “They’ve 
got a water fountain that we have 
to keep repairing,” Duncan said. 
“People drive across the water 
fountain, they’re not supposed to, 
and they crack the stones. Then 
we get the call.”

Another interesting current proj-
ect is for cable television. Duncan 
recently completed the templat-
ing for a house that will be fea-
tured in the “Designing Spaces/ 
Military Makeover” TV show. 
“The show’s producer called and 
asked if we were available to do 
the work,” he said. “The house 
was donated, and they are going 
through and totally renovating the 
home. We started that project in 
June. I’m donating materials and 
installation, and I’m very happy it 
is for a military family.”

Designing Spaces is a Lifetime 
Channel TV show.  The home im-
provement show travels the coun-
try, filming the transformation 

of home renovations for worthy 
recipients.

As owner, Duncan takes a direct 
hand in his business. “I go to work 
everyday,” he said. “If I didn’t 
have any fun, I’d stay home. Most 
of the time, I meet the customers 
for the first time at their house. I 
personally go out and do the tem-
plates and measurements. Then I 
go back on a daily install and try 
to check up on the guys and make 
sure everything is OK.”

Duncan started out in the stone 
industry after high school in 1989. 
“I was helping out a friend doing 
tile work,” he said. “One thing led 
to another.”

Please turn to page 38

The Duncan Stone Company Repaired fountain at a Disney 
Theme park. The Green Gran-
ite squares that make up the 
surface are 6mm thick x 3 feet 
square. “They’re big pieces of 
granite, but people keep 
driving over them, and when 
they do, they crack the stones. 
Then we get the call.”

Laminated, 6cm  
Absolute Black island, 
for new residential 
construction. Many of 
the fabrication jobs in 
Duncan Stone’s area 
are in upper market 
homes and retirement 
communities, and 
95% of it is in granite. 
“Even during the 
recession,” Duncan 
says, “remodeling jobs 
kept us in business.”

Duncan Stone does 
get a few requests for 
quartz installs, like this 
2-level Silestone coun-
tertop. They believe in 
supplying what fits the 
customer’s needs and 
style.  “Our installers, 
salespeople and fabrica-
tors – everybody – takes 
their time with them. 
Our goal is to provide 
the best customer 
service possible,” says 
Duncan.
Left: Jeremy Speegle 
operates the shop’s Fab 
King with a template 
to make a replacement 
Disney fountain tile.

Florida Company Goes Above and Beyond 
for Residential Customers and  
Corporate Clients

The tile work led to other areas. 
Duncan began installing ceramic 
tile, porcelain, and then granite. 
“Now, here we are today,” he 
said.

Duncan Stone still offers tile 
but has mostly moved to granite. 
“We still offer Corian, it’s not as 
popular as it used to be,” he said.

The company began in 
September 2003. Duncan started 
a full-time granite shop with a 
high school friend.  Previous tile 
work led to the new business. 
Going into people’s home gave 
Duncan an idea of a new market. 
Granite countertops were the fu-
ture. “That’s what we were doing 
next,” he said. “One thing led to 
another. There was a need for it.”

The company started with two 
people, Duncan and his high 
school friend Randy Hobaugh. 
“He was the fabricator, and I 
was the installer,” Duncan said. 

“After high school, he got a job 
at a Corian shop – a competitor, 
actually. Talking one day, we de-
cided instead of doing Corian, we 
should work together and move 
up into granite. He came to work 
with me 2003.”

Most of Duncan’s fabricators 
have been with the company for 
six or seven years, or more. “That 
first joint effort with Randy led 
into more and more people,” he 
said. “Now we’ve got a total of 12 
people here.”

Based in Tavares, Florida, 
Duncan Stone sees advantages 
from its location. “We do pretty 
much all of central Florida,” 
Duncan said. “We’re in Lake 
County, which is the center of the 
state. We’re about an hour outside 
of Orlando, and we do jobs from 
the Gulf Coast to Atlantic Coast 
in Florida.

After many years of doing res-
idential work, Duncan is well 
known. He still gets return cus-
tomers from decades ago. “I still 

get people today that I put tile 
work in their house 20 years ago. 
The early days were about being 
in the right place at the right 
time. We never really advertised. 
We’ve always pretty much been 
word-of-mouth.”

The location and Duncan 
Stone’s reputation protected it 
from the economic downturn.

“Honestly, we didn’t really no-
tice much of a decrease,” Duncan 
said. “I’ve never really gone for 
builder work. We’ve always been 
customer-oriented. I’ve always 
dealt with people directly. Even 
though they weren’t building new 
homes, they were still fixing their 
older homes up.  Everybody saw 
a decrease, but it wasn’t detri-
mental to our well-being.”

Granite remains the most pop-
ular material for Duncan Stone. 
“Quartz is seeing a little bit of an 
increase in usage,” he said. “I’d 
say 95 percent of the jobs are 
granite.”

Below: Ty Duncan 
inspects the damage 
as they begin repairs 
on damaged tiles.

by Joel Davis

Photos used by permission Duncan Stone Co.
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The Publisher’s Pen    Why Print it?

Most materials are either 
designated as “natu-
ral” or “man-made.”  

If the material is found in nature 
and man has been using it for a 
few thousand years, it is gener-
ally considered safe.

The basic thought is that if 
God made it (i.e. it is a natural 
material), unless proven other-
wise, the assumption is that it is 
safe. If the product is man-made, 
some due diligence is probably 
in order.  

Man has been using natural 
stone for a long time, but engi-
neered stone or quartz is a recent 
innovation and there are differ-
ent processes used in the market 
today.

We know that what man can 
make, man can make wrong.  
That is why independent test-
ing agencies have been cre-
ated. The National Sanitation 
Foundation is such an agency.  
Like Underwriter Laboratories, 
the NSF implements standards 
to insure public health and 
safety.  Manufacturers often are 
not required to seek listing or 

certification from outside agen-
cies, but failure to do so may raise 
questions by customers and may 
also prove embarrassing if a mat-
ter should ever come to court.

The NSF does a complete 
chemical and physical analysis 
of materials submitted for use 
in “Food Zone” areas. They also 
do process audits to insure that 
the manufacturer has not devi-
ated from the tested process. For 
products listed as “Splash Zone” 
no analytical testing is done and 
there is no on-going factory in-
spection by the NSF.  

This does not mean that the 
product is unsafe; it simply means 
that the NSF has not tested and 
approved it as safe for areas that 
are in direct contact with food. I 
think that the standard is actually 
fairly clear. It is the advertising 
that may be a problem.

Advertisements that display 
Splash Zone products, used as 
countertops, with the NSF logo 
prominently displayed could lead 
someone to the conclusion that 
the NSF has certified the prod-
uct as safe for Food Zone. The 
only way to know if a product is Featured in this Issue
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Varmint County

Last month, you will re-
call, we left our aging he-
roes from Doc Filstrup’s 

weekly poker game planning 
a deep-sea fishing trip to the 
Bahamas, with a little casino 
and bar time on the side.

This time the boys’ wives 
took no chances and demanded 
to go along, recalling that the 
last time they left their men 
folk to their own resources at a 
Fiesta Bowl game, they ended 
up mugged and penniless in 
Mexico.

Of course that doesn’t mean 
that everything went without 
incident, starting at the airport 
security line.

“We’ve got a gun, here!” a se-
curity guard called out.

“Of course you have. It’s 
mine. I don’t go anywhere 

without it!” Judge Hard Time 
Harwell proclaimed.

That did not exactly prove a 
convincing argument and the 
rest of the crew watched as the 
Judge was escorted to a hold-
ing room. Shortly afterward, he 
emerged, barely in time to board 
the flight.

 “The federal magistrate here 
is an old friend of mine,” Hard 
Time explained. “A quick phone 
call and they released me but 
they’re holding my .45 until 
I come back to the States, dad 
gum it.”

“That’s alright, Judge. If you 
really need to carry a pistol 
to feel comfortable, I got one 

 Boomer Winfrey  
Varmint Co. Correspondent

The Good Ol’ Boys Tempt 
Fate With Yet Another 
Varmint Co. Road Trip

you kin borrow,” Elijah Haig 
offered.

“How in the Devil can you 
get a pistol on a plane when a 
Criminal Court Judge can’t?” 
Hard Time asked.

“Grandpa wanted to bring 
some of his Haig Hollow Spring 
Run moonshine along but I told 
him it would never get through 
customs. So he called some 
Chief of Staff general or some-
thing who he does business with 
and the government arranged 
for him to have diplomatic im-
munity,” Penny Haig explained.

“Yup. They don’t check my 
bags, so I loaded a gallon of 
shine and a pair of Smith & 
Wesson .38s along with my 
clothes,” Elijah said with a grin. 
“Yore lookin’ at the o-fficial 
U. S. of A. Consul to some place 
called Paradise Island!”

And so dear readers, yours 
truly got to witness yet another 
road trip adventure, or misad-
venture, with Varmint County’s 
finest citizens. 

Please turn to page 11

certified as Food Zone safe is to 
check the NSF website listing.

We have had a lively internal 
debate as to whether we should 
or should not print this informa-
tion. The Slippery Rock Gazette 
is not a conventional newspaper 
and we are simply not capable 
of doing investigative reporting. 
That is why we asked the NSF to 
tell its story rather than writing it 
ourselves.  

A bigger question is, “Why 
print it?” What do we have to 
gain and lose?

We finally decided that if 
printing this prevented a product 
failure like drywall or flooring, 
it would be worth it. Quartz can 
be a useful product, but only if 
the market has confidence in the 
manufacturers. We urge all man-
ufacturers of quartz products 
intended for use as countertops 
to seek “Food Zone” status as 
quickly as possible.

If you have thoughts or con-
cerns, please address them to 
publisher@slipperyrockgazette.net .

– Rich Hassert

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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I find it funny when 
people living in “Tornado 
Alley” find out I’m from 
California, and tell me, “I 
would never live there –
you have earthquakes!”

Please note that Tornado 
Alley earned its nick-
named for the states that 
are hit on a regular basis 
by tornadoes. I was de-
ployed to Moore, OK a 
couple years ago when 
the town was devastated 
by a cyclone. My heart 
fell when I heard that 
they once again had come 
under the wrath of another 
storm, recently. 

I may one day have riv-
erfront property in my back 
yard when “the big one” 
hits, but when that might 
be is strictly a guess. For 
those living in states deal-
ing with tornadoes on a reg-
ular basis, you can be pretty 
sure they will be hit every 
couple of years!

Continued from Page 2

I recently returned from 
Texas where excessive 
rain has caused flooding 
for those living along the 
rivers. (The irony of living 
in a state in the midst of the 
worst drought we have seen 
and deploying to a state suf-
fering the effects of terrible 
flooding was not lost on 
me! If only I could have 
brought some of that water 
home!) 

I will admit that I’m very 
lucky. I have an amazing 

husband who supports my 
deployments. As he has 
told me several times when 
I have been trying to de-
cide if I should deploy or 
not, “There is never a good 
time to leave, but this is 
what you trained for.”  Not 
everyone in his family sup-
ports my choice to leave on 
emergency deployments, 
but I have his support, and 
it is Ken’s opinion that mat-
ters the most to me!

Owning a small business 

Jodi and a new friend, Carson, who waited patiently 
for the water to go down so he could return home.

is hard enough, and being 
a volunteer just adds to it. 
Ask any owner living and 
breathing it day to day, and 
they will tell you the seven 
days a week, 16-hour days 
are horrendous, even if you 
love what you do. Problems 
with employees, vendors, 
and customers can make 
even the most dedicated 
business owner question 
their occupation.

But the person I am when 
I am deployed and work-
ing with our “clients” (Red 
Cross terminology for those 
we are there to serve), can 
be very different from the 
person I am at home – or 
even who I am to family 
and friends. 

Although I deploy on an 
“as needed” basis (depend-
ing on how foul a mood 
Mother Nature may be in), 
it becomes an opportunity 
to remember the “other 
me” that existed before 
our business consumed our 
lives. No matter how I have 
to drag myself out of bed 
to go to work when I am 
home, because I know the 
problems and aggravation 
I have to deal with, getting 
up at 5:00 am when I am de-
ployed is never a problem. 
That isn’t to say that every-
thing is always great. Like 

Order Item  
17992

$6.95

Available at

any other organization that 
has grown over time and 
become bogged down with 
bureaucracy and the “too 
many chiefs, not enough 
warriors” syndrome, there 
are definite times of im-
mense frustration. But like 
a soccer coach dealing 
with obnoxious parents, I 
remind myself of why I do 
what I do, and whom I re-
ally serve.

Empathy, patience and 
understanding are not 
words that come into my 
vocabulary much when 
dealing with our countertop 
business.  But in my “other 
life,” my perspective is dif-
ferent. We still have clients 
who can be a problem and 
there have been times we 
have had to call the police 
on people for drugs, alco-
hol or violent behavior, but 
they are the exception to 
the rule. Most clients are 
hardworking people just 
trying to pay their bills and 
raise their families.

It’s easy for people to get 
caught up in the material-
istic things in life. Living 
where I do in Silicon 
Valley, I see this on a reg-
ular basis. But it is very 
humbling to experience 
the resiliency of people 
who have lost everything 

they own from a hurricane, 
flood, or fire, who can still 
put a smile on their face, 
and ask what they can do 
to help someone else in in 
need. Deploying reminds 
me to keep my perspective, 
no matter how out of con-
trol or overwhelmed I may 
feel in my “day job.”

When I am wearing my 
red vest and someone on 
the street walks by and says 
“thank you for being here,” 
there is nothing in the world 
that means more to me. In 
that instance, to that person, 
I represent something big-
ger then myself. And that 
makes me want to strive to 
be better than I am.

So the next time you feel 
something is missing, look 
around you. Can you iden-
tify the thing that makes 
your pulse race, makes 
you hold your head a little 
higher, and makes you want 
to be the best you can be? 
Because even Clark Kent 
had a blue suit to remind 
him of his true calling.

Jodi Wallace is co-own-
er of Monarch Solid 
Surface Designs in San 
Jose, California. She may 
be reached at monarchss 
designs@aol.com.

What Super 
Hero Are You?

© Randy Glasbergen  www.glasbergen.com

Shop www.braxton-bragg.com for Nelson Shims 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 

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 593,412  sold!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for E-Z Dishwasher Bracket
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Please turn to page 13

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

The Curious History of 
Sergeant Stubby

Sergeant Stubby was 
the most decorated war 

dog of WWI.

Stubby was found as a 
puppy in 1917, wandering 
around the fields of Yale 
University. Private Robert 
J. Conroy was undergoing 
military training in the area 
at the time, and when he 
found the little dog with 
a short tail, he decided to 
adopt him, and named him 
Stubby.

Due to the way the dog 
was found, it’s impossible 
to know his exact breed. 
Newspapers at the time 
claimed he was a Pit Bull, 
and while he certainly has 
some features of the breed, 
most consider his breed 
to be “undetermined” or 
“mixed.”

Conroy brought Stubby 
back to camp, and although 
pets were not allowed, 

Stubby proved good for 
the soldiers’ morale and 
was allowed to stay. 
While living with the sol-
diers, clever young Stubby 
trained as well. He learned 
how to salute with his paw 
and became familiar with 
bugle calls and marching 
routines.

Several of his sol-
dier friends undoubtedly 
thought these things mer-
ited taking Stubby off to 
war with them when the 
time came. He had be-
come something of a mas-
cot for the 102nd Infantry 

Battalion. Dogs were not 
an uncommon sight during 
the war, but the United 
States Army didn’t employ 
many of them—they were 
used more often by the 
Europeans.

At the least, Conroy ob-
viously thought the dog 
had earned an honorary 
position, because he smug-
gled Stubby on to the ship, 
breaking some rules in the 
process. Once on board, 
he hid Stubby in a coal bin 
until the ship was out to 
sea.

When Stubby emerged, 
most of the soldiers were 
ecstatic. However, when 
the commanding officer 
discovered the dog, he was 
less than pleased. Perhaps 
sensing he was in trouble, 
Stubby gave the CO a sa-
lute, which impressed the 
CO so much that he al-
lowed Stubby to stay on. 
The 102nd division would 
later have cause to be 
grateful for the addition of 
Stubby to their lines.

Sergeant Stubby in his Army Jacket

Smithsonian Institution

Please turn to page 9

Sharon Koehler
Artistic Stone Design

Get Internet Exposure

A few months ago, we 
talked about Social 
Media and where 

you should be. Hopefully, 
you got that all worked out 
and you’re good to go. Now 
what? Well, there’s more. 
(There’s always more, isn’t 
there?) Now you need to 
figure out your next move – 
where do you want to have 
a bigger online presence? 

#1 – You can’t be ev-
erywhere. You may think 
you are. You may think 
you have scoured to the far, 
far reaches of the internet. 
You may think you have 
left no stone unturned. But 
trust me, there is always an 
app or a website that you 
have no idea even exists. 
It’s OK. It’s just the nature 
of the beast. Plus, honestly, 
you probably don’t have 
time to be everywhere. It’s 
time-consuming to con-
stantly be checking sites 
and comments, uploading 
photos, reading and com-
menting on reviews and 
plotting internet strategy. 
Once you get into it, it’s 
easy to see how keeping 
your web presence updated, 
all by itself, could become 
a 40-hour adventure, every 
week. 

#2 – You are going to 
make a mistake. There 
again, it’s just the nature of 
the beast. You know what 
you mean or what your 
intentions are, but other 
people may see things 
differently.  Don’t worry 

– you’re in good com-
pany.  DiGiorno Pizza and 
Smuckers had gaffes last 
year that went very public. 

The name of the game 
now is CUSTOMER 
REVIEWS. You need ’em. 
You gotta have ’em. But 
you gotta go get ’em.  

Unlike social media, 
there a no “Top 3” or good, 
better, best scenarios with 
these internet sites. Some 
of your strategy is going to 
be demographics, some of 
it is going to be what area 
of the country you’re in, 
and some of it is going to 
be what you are comfort-
able with. It’s your call. So, 
let’s take a look at the most 
popular sites and go from 
there.

Angie’s List
Angie is the grandmother 

of the group. Angie’s List 
sprang to life in 1995 
and  went virtually un-
challenged for quite some 
time. Professionals do not 
pay to be on Angie’s List, 
but consumers do pay to 
belong. The reviews are 
consumer-driven, BUT 
professionals can pay to 
advertise with Angie’s List. 
Advertising gives more ex-
posure to your company 
and supposedly drive more 
more projects your way. 
I have personally had a 
membership for quite some 

time and I do use it. As a 
company, Artistic Stone 
Design advertised there for 
a while but we just recently 
jumped over to Houzz. 

Angie’s List makes it very 
easy to get reviews, and 
they are more than happy to 
help you do it. They have 
self-addressed forms, links 
and several other different 
ways to get reviews. You 
can build a page with pho-
tos, videos and information 
about your company. They 
contact you when some-
one inquires about your 
company. The cool thing 
is that Angie’s List fits our 
demographic to a “T.”  But 
we have to start looking at 
the next generation that fits 
our demographic, and build 
a presence where they go 
to get their product/com-
pany reviews. Angie’s List 
is definitely doing some 
new and different things 
to get people’s attention 
and maintain their status 
in the marketplace. But, 
with more and more sites 
doing the same things – and 
sometimes more – I feel that 
Angie’s List might have a 
fight on their hands for 
King (or Queen) of the Hill.

Yelp
Yelp came along in 

2004. It was not a partic-
ularly successful venture 
back then, and eventually 
relaunched in 2005 in a 
more viable, consumer re-
view-based format. It’s free 
to the consumer and free to 
the business. Businesses 
can build a profile page. 

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/6779/


slIppery rock gazeTTe augusT 2015  |  9  

The 102nd reached the front 
lines in France on February 5, 
1918.  They were under constant 
fire, and Stubby became used to 
the gunshots and explosions that 
were now part of his everyday life. 
All too soon, Stubby sustained 
his first injury: inhaling toxic gas 
landed Stubby in the hospital, 
where he was treated alongside 
his two-legged comrades.

He made a full recovery, but 
the encounter with the dangerous 
gas left Stubby sensitive to the 
smell. This came in very useful 
later during a German gas attack, 
which happened in the morning 
while most of the soldiers were 
asleep. When Stubby smelled the 
offending gas, he started barking 
and roused most of the soldiers 
before they inhaled too much, 
saving many lives.

It wasn’t just his nose that 
helped the soldiers out; his sharp 
ears did, too. Stubby was able 
to dart between the trenches of 
the opposing armies and find 
wounded soldiers. He was trained 
to differentiate between English 
and German speakers, and learned 
to bark at the location of wounded 
English speaking soldiers until 
paramedics arrived to care for 
them.

Stubby also was trained to 
whine when he heard incoming 
artillery shells, which alerted his 
fellow soldiers before human ears 
could pick up the sound.

In one famous incident, Stubby 
captured a German spy. The 
man was mapping out the Allied 
trenches when he spotted Stubby  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.

and called out to him in German.  
Stubby, recognizing it as the lan-
guage of the enemy, ran the man 
down and attacked him, keeping 
him in one place until United States 
soldiers arrived to cart the new 
prisoner off. Stubby was promoted 
to the rank of sergeant for capturing 
this spy, becoming the first dog to 

achieve such a rank in the United 
States Army — not to mention sur-
passing his owner’s rank (Conroy 
was now a corporal) in the process!

But Stubby didn’t escape the war 
unscathed. In addition to the gas 
incident, Stubby was wounded at 
least once. He came away from a 
battle with shrapnel embedded in 
his chest and legs. Rushed to the 
hospital for emergency surgery, he 
made a full recovery. While he re-
covered, he visited with soldiers in 
the hospital, boosting morale.

Stubby served in a total of 17 
battles during the war. He had to 
be smuggled back home — dogs 
still weren’t allowed on the trans-
port ships. But when he landed on 
American soil he was an instant 
celebrity. He had served faithfully 
in the war, saving many lives and 
earning nearly a dozen medals for 
various deeds. He met President 
Woodrow Wilson, visited the 
White House twice, and led several 
military parades.

Conroy and Stubby settled down 

at Georgetown, where Conroy 
studied law. Stubby was made the 
mascot for the Georgetown foot-
ball team. During halftime, he 
would wander the field nudging 
the football around and entertain-
ing the fans, one of the first half-
time shows in history.

In 1926, at the estimated age 
of 9 or 10, Stubby passed away. 
His body was donated to the 
Smithsonian Institute where it 
was preserved and put on display, 
along with his medals.

The Curious History of 
Sergeant Stubby

Continued from Page 8

Corporal Robert Conroy and Sgt. 
Stubby in March 1919. Photo from 
Division of Armed Forces History, 

Smithsonian Institution.

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

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 news

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9350/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net


slIppery rock gazeTTe augusT 2015  |  11  

Never argue with 
stupid people. 

They will drag you 
down to their level 
and then beat you 
with experience. 

 – Mark Twain 

Continued from Page 5

Varmint County

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

Everything went more or less 
routinely for the next few hours 
as the gang settled into a couple 
of West Bay condos, compli-
ments of one of Doc Filstrup’s 
pharmaceutical salesmen.

The first day in Nassau, 
Belinda Bandit, Penny, Dottie 
Jass and the other women 
headed downtown to shop 
while the boys visited a casino, 
quickly losing the money the 
wives had allowed them to take. 
All that is, except Hard Time 
Harwell, who ended up $1,200 
in the black.

“Boys, I’ve spent a lifetime 
trying to guess what sort of bull-
crap lawyers are going to lay on 
me next. I know how to run a 
bluff.”

The next day, the men all 
loaded up on “Goldie’s Girl” 
for a day of fishing, trolling for 
sailfish and king mackerel and 
stopping over reefs to bottom 
fish for grouper and red snapper.

Since the boat only had one 
trolling seat, everyone took 
turns going after the “big ones” 
when the boat was moving. 
Sheriff Smoky hooked a nice 
sailfish, but it slipped the hook 
after a twenty-minute fight. Doc 
and Hard Time both landed a 
couple of fair-sized kingfish 
while Clyde Junior managed to 
hook a hammerhead shark.

Clyde didn’t know what he 
had on the line until it was right 
up next to the boat, where it 
reared out of the water, teeth 
flashing. Clyde was so trauma-
tized that he let go of the rod and 
lost the whole rig overboard.

“No problem, mon. I’ll just 
add the cost of one trolling rig 
to the charter,” Captain Goldie 
said with a shrug, his grin be-
traying a mouth full of solid 
gold teeth.

Finally, as the day was begin-
ning to wind down, Doc and 
Archie were able to persuade 
old Elijah to try his hand at the 
trolling chair.

“Better strap in, Elijah. You 
saw how big some of those fish 
can get,” Doc advised. “I’m 
going into the cabin to mix a lit-
tle rum cocktail.”

As a matter of fact, everyone 
on board was milling around 
in the cabin, sloshing drinks 
and comparing fish tales. All 

except Lawyer McSwine, who 
had been laid up in a bunk with 
a bad case of seasickness ever 
since the boat put to sea.

Clyde Junior was mixing his 
fourth double, still fuming about 
losing his fishing rig overboard 
and the fact that Captain Goldie 
was charging him $200 to re-
place it.

“That shark didn’t pull it out of 
your hands, son,” Doc scolded. 

“You just dropped it overboard. 
You can bet old Elijah Haig 
wouldn’t have lost his head like 
that.”

“Where is Elijah, by the way?” Please turn to page 13

Hard Time asked. “I want to mix 
a little Haig Hollow special with 
this rum concoction.”

“He’s out in the chair, trying 
his luck now that everyone else 
is tired of fishing,” Doc replied.

“Uh… no, he’s not,” Sheriff 
Smoky announced. “I just went 
out there to see if we’re in sight 
of land yet, and the chair’s 
empty.”

Panic quickly ensued, or at least 
as much panic as a boatload of 
drunken Varmint Countians can 
generate. “He has obviously fallen 

overboard. We have to backtrack 
and try to find him!” Hard Time 
bellowed.

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.

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

A rancher named Bud was 
checking on his live-

stock in a remote, high pasture 
in Montana when he spotted a 
2015 BMW advancing up the 
bumpy track toward him in a 
cloud of dust. 

The driver, a young man 
who was wearing a fancy, cus-
tom-tailored suit, Gucci® shoes, 
Louis Vuitton® sunglasses and 
Yves Saint Laurent® tie, leaned 
out the window and asked Bud, 
“If I tell you exactly how many 
cows and calves you have in 
your herd, will you give me a 
calf?” 

Bud looks at the man, who is 
obviously a city boy, then back 
at his peacefully grazing animals 
and calmly answers, “Sure, why 
not?” 

The young man parks his car, 
whips out his Apple iPad®, and 
surfs to a NASA page on the 
Internet, where he calls up a 
GPS satellite to get an exact fix 
on his location, which he then 
feeds to another NASA satellite 
that scans the area for an ul-
tra-high-resolution photo. 

The young man then opens 
the digital photo in Adobe 
Photoshop® and exports it to 
an image processing facility in 
Hamburg, Germany.

Within minutes, he receives 
an email on his iPad® that the 
image has been processed and 
the data stored. He then accesses 
an MS-SQL® database through 
an ODBC connected Excel® 
spreadsheet with email on his 
iPad® and, after a few minutes, 
receives a response. 

Montana 
Head Count

Finally, he prints out a full-
color report on his hi-tech, min-
iaturized printer, and studies it 
for a moment. He turns to Bud 
and says, “You have exactly 
1,586 cows and calves.” 

“Yep, that’s the right number, I 
reckon. I guess you can fit one in 
the back seat, just roll down the 
window s litle,” says Bud. 

He watches with interest as the 
young man selects one of the an-
imals and looks on with amuse-
ment as the young man bundles 
it into the back seat of his car. 

Then Bud asks the young man, 
“Hey, if I can tell you exactly 
what your business is, will you  
give me back my critter?” 

The young man thinks about 
it for a second  and then says, 
“Sure, why not?’ 

“You’re a Congressman for the 
U.S. Government,” says Bud. 

“Wow! You’re right,” says the 
young man, laughing nervously. 
“But how did you guess?” 

“Heck – no guessing was re-
quired, son. In fact it’s pretty 
obvious,” answered Bud.

“You showed up here unin-
vited; you want to get paid for 
an answer I already knew, to 
a question I never asked. You 
used millions of dollars worth 
of equipment trying to show me 
how much smarter than me you 
are; and you don’t know squat 
about how working people make 
a living – or about cows, for that 
matter. For example – most folks 
call this ‘herd’ a flock of sheep.  

“Now how ’bout you return my 
dog, and get off my property?”

The Stone Detective

He pointed to the trowel marks 
saying that he used the proper 
notch size and then he said he 
even placed mortar dots to make 
sure the tile was even with no lip-
page. It was all I could do to keep 
from laughing.  

OK: for those of you who 
don’t know what’s wrong, here’s 
what I noticed, right away. First, 
the mortar used was the wrong 

mortar. Porcelain tile and stone 
tiles with fiberglass and resin 
backs will not bond with standard 
thin set.  

Secondly, when using a notched 
trowel, the tile should be installed 
parallel to the ridges, closing 
them up. So when you pull a tile 
up, you should see NO trowel 
marks. 

Lastly, the little mortar dots are 
a big NO-NO. They elevate the 

Continued from page 2

tile without supporting it, which 
can result in cracking.

So as I was saying, I just stood 
there in shock. I took a deep 
breath, looked at the insurance 

adjuster, and said I would do a 
report on my findings. 

Then, the installer asked me if 
had I found anything wrong. I just 
told him that it would be in my 
report, and I headed for the door. 
Oh yeah– and I took lots of pics 
to document the faulty install. 
Another case solved – but jeez, 
I wish more installers sought out 
industry-approved training and 
certification before unleashing 
their misguided notions on a 
trusting, unsuspecting public.

The Stone Detective is a fic-
tional character created by Fred 
Hueston, written to be entertain-
ing and educational. Dr. Fred 
often writes about real situations 
that he’s encountered in over 
40 years in the industry. He has 
written over 33 books on stone 
and tile installations, fabrication 
and restoration and also serves 
as an expert for many legal cases 
across the world. You can send 
any email comments to him at 
fhueston@stoneforensics.com.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for KDrill CNC Core Bits
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Continued from Page 8

Get Internet
Exposure

Captain Goldie was skep-
tical. “We have no idea 
how far back he went over, 
or exactly where. We need 
to report this and let the 
Marine Patrol search with 
their helicopter.”

“That’s a good idea, 
Captain. Report it. But 
while they’re searching, 
we’ll turn around and 
search ourselves,” Hard 
Time insisted, waving 
his borrowed pistol under 
Goldie’s nose. For the next 
four hours, the crew of 
Goldie’s Girl combed every 
foot of ocean that they had 
passed that day, with no 
sign of the missing patri-
arch of the Haig clan.

Twenty miles away, an 
aging, reclusive actor was 
out walking a pair of border 
collies on the beach in front 
of his private estate when 
he observed an elderly man 
emerging from the surf.

 “This is a private beach 
and you’re trespassing in 

case you didn’t know it,” 
the somewhat grumpy actor 
announced.

“Tell that to the fish that 
dragged me here. Maybe 
he’ll swim on down the 
beach another mile or two,” 
Elijah replied, wiping sand 
and seaweed out of his 
beard.

“What fish?” Connery 
asked.

“The one that’s on the 
end of this here line,” 
Elijah said, holding up a 
fishing rod that was bent 
nearly double. “It’s about 
played out now. If you give 
me a hand we might be able 
to pull him on the beach.” 

“Good God man, that’s a 
Great White Shark. A good 
thousand pounds of it, I’ll 
wager.”

“I don’t doubt that. He 
done pulled me over the 
end of a boat and through 
about ten miles of ocean. 
He come at me once or 
twice with them teeth 
flashing but when I’d pull 
the slack out of the line and 

tighten the hook, he’d veer 
away again.”

“Name’s Sean Connery. 
You’ve probably heard of 
me.”

“Can’t say I have.”
“Thank God! I’m sick of 

autograph seekers and pa-
parazzi. You have a strange 
accent, mister uh. . . ”

“Elijah Haig. You’re one 
to talk. What kind of accent 
is that you have?”

“I’m Scottish.”
“Well, I’m part Scotch-

Irish and part Cajun, but 
mostly I’m hillbilly.”

“Well, Mister Elijah 
Haig, mostly hillbilly, let 
us finish dragging this 
monster from the deep up 
on the sand and retire to my 
house where I will mix you 
a stiff drink.

“Shaken, not stirred – ha 
ha, and find you some dry 
clothes. My butler is about 
your size.”

“Actually, I’d rather take 
a shot of my own personal 
brew. I jest happen to have 
a flask in my hip pocket.”

Continued from Page 11

Varmint County

Please turn to page 19

Consumers leave reviews. 
Their revenue comes from 
the businesses they recruit 
to advertise. The big draw-
back is that they allow 
anonymous reviews. So 
they have been fighting 
the notion of fraudulent 
reviews throughout their 
short history. However, 
this has not stopped them 
from growing and being 
profitable. At last look they 
average 135 million views 
a month and approximately 
71 million reviews every 
month. 

Both Houzz and 
Thumbtack were launched 
in 2009. Houzz has done 
a great job of getting and 
keeping market share. In 
the July issue of the SRG, 
Peter Marcucci wrote an 
in-depth article on how 
Houzz can help build your 

business. They come across 
as being new, energetic, 
fresh and innovative. You 
can build a profile page, 
add pictures, solicit re-
views and give advice to 
consumers as well. No fee 
is charged to the consumer 
or business. BUT you can 
advertise with Houzz and 
get noticed more often that 
way. 

Thumbtack seems to 
have lagged behind Houzz 
but they are coming to the 
forefront now with more 
frequent and noticeable 
advertising. Thumbtack is 
free to the consumer but not 

to the business.  I recently 
went online to Thumbtack 
to look for a landscaper. 
(Yes, I belong to Angie’s 
List, but research is re-
search.) The consumer 
creates an account, tells 
Thumbtack what they are 
looking for and Thumbtack 
matches your request with 
up to 3 candidates. The 
businesses send emails or 
estimates and the consumer 
takes it from there. 

As it so happens, I did 
hire a landscaper from that 
research. 

Please turn to page 17

A man and wife were 
having a disagreement 

over home expenses and 
personal spending. As such 
arguments go, this one was 
kept relatively polite, even 
though both firmly believed 
they were in the right.

After a few days of debate 
the polite disagreement had 
escalated into giving each 
other the silent treatment.… 

Wake Up, Dear which went on and on, for 
two more days.

On the third day of this 
stalemate the guy realized 
that he would need his wife 
to wake him at 5:00 am for 
an early morning business 
flight to Chicago. But he 
was as stubborn as he was a 
heavy sleeper,  and not want-
ing to be the first to break 
the silence, he finally wrote 
a short note on a Post-It and 
handed it to her. It read:  
“Please wake me at 5:00 am. 

Make it loud. Thank you.” 
The next morning the man 

woke up, only to discover it 
was past 9:00 am, and that 
he had missed his flight. 
Furious, he was about to go 
and see why his wife hadn’t 
woken him when he noticed 
a piece of paper by the bed 
... in large marker words, 
saying ... “IT’S 5:00 am – 
WAKE UP!!”

Angie’s List, 
Yelp, Houzz, 
Thumbtack 
and Porch all 
offer different 
ways to reach 
customers.

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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The new video is also available 
to non-MIA members.

Why pay $64.95 for Ager at GranQuartz? 

Save $20 at Braxton-Bragg!

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

MADE IN THE USA

Stone Shield Enhancer & Sealer brings out a deep, rich color 
in stone. Use it to get that wet-effect look for indoor and out-
door applications. Apply it on polished, flamed, rough or 
sanded surfaces. Works well to disguise small scratches on 
surfaces. It seals surfaces against oil and water.

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

• Enhances the natural look of granite, marble and travertines

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

• Offers a wet look indoors and outdoors

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

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

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

MIA Releases New Video 
From the Quarry to the Kitchen

T he Marble Institute 
of America (MIA) is 
pleased to announce the 

release of From the Quarry to 
the Kitchen. This educational 
video, presented in an easily-ac-
cessible, consumer-friendly for-
mat, features all new content 
and offers a behind-the-scenes 
look at where natural stone 
comes from and how it is used.

The video is ideal for show-
room displays and is perfect for 
sharing on company websites 
and social media. It provides 
“beneficial information on the 
entire process, from how nat-
ural stone is quarried, cut, and 
installed, to how it adds beauty 
and value to your home,” said 
Carol Payto of Mont Granite, 
where portions of the video 
were filmed.

From the Quarry to the 
Kitchen reflects current stone 
trends and highlights natu-
ral stone’s availability and 

affordability. “Consumers are 
always interested in learn-
ing where their natural stone 
comes from,” added Stephanie 
Guilfoyle, MIA Controller and 
Office Manager.  “It is fascinat-
ing for them to see the journey 

each stone takes before becom-
ing part of their home.”

From the Quarry to the 
Kitchen is available for purchase 
through the MIA Bookstore and 
is available to non-members. 
However, MIA members re-
ceive preferred pricing and can 
order customized versions that 
feature their company logo as 
well as an encoded social media 
file. 

For more information on 
availability and pricing, visit 
www.marble-institute.com.

“Give a man 
a fire and 

he’s warm for a 
day, but set fire 
to him and he’s 
warm for the rest 
of his life.”

–Terry Pratchett, 
Jingo, 1997

DRILL PRESS: A tall upright machine useful for sudden-
ly snatching flat metal bar stock out of your hands so that it 
smacks you in the chest and flings your beer across the room, 
denting the freshly-painted project which you had carefully set 
in the corner where nothing could get to it.

Hand Tool Definitions:

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10717/
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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Omni Cubed products
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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.

The Ultimate Excuse

The next time some kid 
calls you a “pea brain,” 
don’t be offended.

Instead, smile from ear to 
ear and say, “Why, thank you! 
That’s the nicest thing any-
body’s said to me in years. 
Matter of fact, the last time 
someone was this kind to me 
was back about the time…”

 
That’s all you’ll have to say. 

For two reasons. 

 Sam Venable  
Department of Irony

In the first place, the per-
son you were speaking to will 
already have walked away, 
rolling his or her eyes. In the 
second place, that’s all you can 
think to say because you will 
have forgotten what you were 
talking about. This is especially 
true if you’re of the aging male 
persuasion. 

We men can’t help it. Our 
brains are shrinking. Seriously. 

We’re just skipping merrily 
along on the road of life with a 
head full of gray matter when—
zap!—there’s nothing rolling 
around inside the ol’ noggin but 
a BB. 

Don’t take my word for it. 
Hey, at my perilous age, you 
never know when downsizing 
might occur. Maybe it has al-
ready. Where was I? Oh, yes, 
brain shrinkage. 

According to a recent study 
published in the Archives of 
Neurology, men’s brains shrink 
faster than women’s brains 
through the normal aging pro-
cess. Up to thirty times faster 
in some instances. And none of 
the experts who worked on the 
study had a clue why it happens 
this way. Possibly because they 
are old men themselves. 

Whatever the cause happens 
to be, I hope scientists never 
discover it. And I dearly pray 
they never find a way to reverse 
the process.

Why? Because this is the most 
exciting news that ever came 
down the pike for married men, 
that’s why. We now have a 

“Life’s hard. 
It’s even harder 
if you’re stupid.”
Sgt. Stryker - Sands of Iwo Jima

“A man deserves 
a second chance 

– but keep an eye 
on him.”

–John Wayne

perfect response when the topic 
of discussion around home turns 
to chores that went undone, 
errands that went unrun, and 
birthdays and anniversaries that 
slipped by unnoticed. 

After more than forty years of 
marriage, I have seriously de-
pleted my supply of excuses for 
missing important dates, times, 
places, and appointments. But 
now that this glorious scien-
tific news has been revealed, 
I’m going to keep a copy of the 
report in my pocket. And then, 
whenever my wife asks why 
I haven’t done this or that, I’ll 
just reach into that pocket, whip 
out the article and say, “See? 
Not my fault. Instead, it’s my 
normal brain shrinkage.” 

Assuming I can remember 
where my pocket is.

Sam Venable is an author, 
standup 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.

Shop www.braxton-bragg.com for the Makita PW5001 Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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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

MADE IN THE USA

Continued from Page 13

Get Internet
Exposure

Jonathan Rogers of Property 
One LLC stated that he gets more 
quality leads for a less expensive 
price with Thumbtack than he 
did with Home Advisor, so he 
switched.  

Thumbtack
Thumbtack uses a pay per 

quote system. The business buys 
a certain amount of credits from 
Thumbtack. When they send 
an email or an estimate on your 
company’s behalf, it takes a cer-
tain amount of credits for each 
communication. Credits cost 
$1.67 each but the more you buy, 
the less expensive they become. 
Consumers are free to hire whom-
ever they choose and are encour-
aged to leave reviews after the 
work is finished. 

Porch
And then there is Porch. Porch 

was launched in 2012 as a way to 
hook up consumers needing help 
to professionals that could help 
them. Then in 2012 they started 
Porch Premium. This is a paid 
subscription-based service for 

home improvement professionals 
that includes lead generation tools 
like special Porch page branding 
and analytics. BUT it was the 
other thing they did in 2012 that 
drove them to the forefront in 
a big way.  In 2012 Porch part-
nered with Lowe’s. Now when 
you walk around in Lowe’s you 
see Porch signage and kiosks. 

With a partner like that how can 
you go wrong? Lowe’s sales as-
sociates can help consumers look 
for Porch Pros whenever the need 
arises. And consumers can go on-
line as well and look around. The 
trust factor is already here because 
it is backed by Lowe’s, a trusted 
name in home improvement. 

There are more, so many more, 
too many to mention – BUT no 
matter where you go, you have to 
work it. You have to be proactive 
in building your page, soliciting 
reviews, answering reviews and 
keeping your page up to date. You 
don’t have to be everywhere, but 
be good where you are.

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

WIRE WHEEL: This com-
mon shop tool is useful for 
cleaning paint off bolts and 
then throwing them some-
where under the workbench 
with the speed of light. Also 
removes fingerprints and 
hard-earned calluses from fin-
gers in about the time it takes 
you to say, “Oh, crap–!”

SKILL SAW: A portable cut-
ting tool used to make studs 
too short.

PLIERS: Used to round off 
bolt heads. Sometimes used in 
the creation of blood-blisters.

VISE-GRIPS: General ly 
used after pliers to complete-
ly round off bolt heads. If 
nothing else is available, they 
can also be used to transfer 
intense welding heat to the 
palm of your hand.

Hand Tool Definitions:

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

mailto:sharon%40artisticstonerichmond.com?subject=r.e.%20August%20Slippery%20rock%20Article
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An example of moderate to severe lippaage:  You can 
easily see how the uneven surface would be diffucult 
to maintain, hard to wax or even dust mop. 

The same entryway floor with the lippaage removed, 
after honing and polishing.  The beauty of this stone 
floor shines through, again – and the property value 
has also gotten a boost.

Please turn to page 21

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

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

 Item # Description MSRP OUR Price

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

Why spend $36.00 MORE

Braxton-Bragg sells for less!

Screen Capture
7-8-2015

GranQu
artz 

Website

at ?

Big 

AUGUST sale!

Stone Restoration and 
Maintenance Corner
Grinding and Honing

Bob Murrell 
Special Contributor

Photos provided by Bob Murrell

There is no substi-
tute for using di-
amond discs on 

a stone surface for both 
grinding and honing. 
Rigid and semi-rigid dia-
monds provide the flattest 
finish on stone surfaces, 
which means you’ll get a 
higher degree of both re-
flection and color.

I consider grinding to 
be 120 grit and below 
and honing to be anything 
180 grit and higher, prior 
to polishing. Some may 
disagree with me on the 
specific grits but this is 
fairly consistent, indus-
try-wide. Of course, there 
are 150 grit abrasives so 
you can make that call. It 
also depends on the bond 
of the diamond and how 
aggressive it is (meaning 
how much stock it will 
remove).

As we have discussed in 
previous artilces, on cal-
cium-based stones (mar-
ble, etc.) only polishing 
is normally required un-
less major wear or abra-
sion has occurred. Even 
when excessive wear has 
occurred, the technique 
of feathering out with 
diamonds is normally 
successful except in se-
vere lippage situations. 
A typical grit sequence 
for this might be starting 
with a 220 grit used in the 
main traffic or wear area, 
followed with a 400 grit, 
covering a slightly larger 
area than the first grit ap-
plied. In many cases these 
two levels of honing may 
be sufficient prior to pol-
ishing but sometimes an 
800 grit level of hone or 
even higher may be nec-
essary for darker stones. 
Honed installations may 
be finished at 220 grit to  
400 grit, depending on 
what was originally there, 
and what the customer 
likes. The higher the hone, 
the more color and reflec-
tion the stone exhibits. 

Granites can be done 
in much the same way 
at higher grit levels. 
Typically an 800 grit, 
1500 grit, and 3000 grit 
(some diamond series 
may be 800, 1800 and 
3500) are feathered before 

polishing. As we know, 
granite is much harder 
than marble and normally 
wears better, so there is 
usually (but not always) 
less degradation from foot 
traffic.

I 
believe you should live each day as 
if it is your last, which is why I don’t 
have any clean laundry. Because, 
come on, who wants to wash clothes 
on the last day of their life?

– Jack Handey–
Jack Handey is the American writer resposible for Deep Thoughts. So 
if you’ve read something on the internet and laughed so hard you snorted 
coffee out your nose you can probably blame him.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Makita 9565 Grinder
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Why Use Kanban Strategy for Fabrication Supplies?

Some years ago, our guys 
were unloading slabs from 
a delivery truck out in the 

parking lot when the forklift 
ran out of propane. It happened 
from time to time, but this time 
it was a bit different… and a bit 
embarrassing. 

The usual flurry of activity 
swapping tanks was strangely 
absent so I inquired of the driver 
the status of the replacement 
tank and he informed me with 
the “you’re not going to believe 
this” look on his face that ALL 
the spare tanks in the shop were 
empty.

So, there they were: forklift 
stalled in the parking lot, slab 
dangling from the clamp, and 
a sheepish looking driver twid-
dling his thumbs while someone 
raced to the nearby gas station 
to get a tank filled. 

I’d like to say that was an iso-
lated case of oversight, but the 
truth is that before we started 
implementing a key Toyota 
manufacturing principle, it 
happened all the time. One day 
we’d be overnighting finger bits 
for the CNC.  The next day we’d 
be desperately calling Braxton-
Bragg to have some 30 grit pol-
ishing pads delivered, ASAP.  
The day after that we’d be rac-
ing out for propane.

It was the very definition of 
waste. 

The key Toyota principle that 
greatly reduced this chronic 
problem in our company is 
Kanban, which means signal.

Toyota’s version of Kanban is 
a system of storing and re-order-
ing critical supplies making it 
possible to always have enough 
supplies on hand without the 
excessive waste of last minute 
purchases and delays or the cost 
of over stocking (and loosing) 
excess inventory.

Step 1 is dedicating space for 
storage.  Whether it’s open stor-
age racks or locking cabinets 
with shelves, each supply must 

have a “place” that is clearly la-
beled so that costly supplies ar-
en’t misplaced or hidden. It’s a 
shame to spend $30 to overnight 
a $100 finger bit when you are 
out of finger bits. It’s a crime 
to spend that money because 
you can’t find the finger bits 
you’ve already bought (not that 
your tooling supplier is going to 
complain).

Step 2 of the system is to de-
cide the minimum quantity that 
triggers re-ordering. This is a 
function of how frequently the 
supply is consumed and the time 
between re-order and standard 
delivery. If you use five 30 grit 
Viper pads per week and it takes 
2-3 days to ship, the minimum 
acceptable quantity of 30 grit 
pads on the rack is three before 
re-ordering is triggered.

Step 3 is to create a signal 
that will trigger the re-order of 
the supply. This is communi-
cating through visual cues that 
the minimum quantity accept-
able has been reached and that 
re-ordering is necessary.  For 
example, empty propane tanks 
could be placed outside the pro-
duction manager’s door, instead 
of along the wall where they 
are indistinguishable from the 
full tanks.  When the minimum 
number of full tanks is visible 
along the wall, the empty tanks 
are refilled before the remaining 
full tanks are consumed.

On the surface, Toyota’s 
Kanban might appear to be 
an overly simplistic system of 
managing the supplies that keep 
a stone shop running efficiently.  
But that’s the beauty of it: it is 
simple enough to work in small 
stone shops, and large multina-
tional corporations alike.

And the fact that Toyota’s 
profits regularly exceed the 
combined profits of Detroit’s 
big three year after year is yet 
another reason to consider 
Kanban for your countertop 
shop!

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

 Aaron J. Crowley
Crowley’s Granite Concepts Meanwhile out on the deep 

sea, the crew of Goldie’s Girl 
had all but given up hope.

 “This is terrible. The old man 
must have hooked something 
really big and been pulled over-
board. I told him to strap into 
the chair but he didn’t,” Doc 
moaned.

“How are we gonna break the 
news to Penny? That old man 
was everything to her, raising 
her from a baby,” Archie added. 
“It will break her heart.”

“All we can do now is return 
to port. It’s pitch dark out here 
and there’s no way we’ll find 
him even if he’s still afloat,” 
Captain Goldie announced. 
“I’m sorry but we’ve done ev-
erything possible.”

With heavy hearts, the gang 
returned to Nassau Harbor. It 
was after midnight and a group 
of worried wives were gathered 
on the dock, waiting for the 
long-overdue boat to arrive.

Hard Time Harwell vol-
unteered to break the news. 
“Where’s Penny? Something 
terrible has happened to her 
grandpa,” the Judge announced 
as he stepped to the pier.

“You mean that Elijah got 
pulled overboard and you 
drunks didn’t even know it until 
you were out of sight? Penny’s 
up there in that balcony bar, 
with her grandpa and his new 
friend,” Belinda Bandit replied, 
pointing to a pub overlooking 
the harbor.

A group of relieved, amazed 
and to say the least, confused 
men climbed the stairs to the 
“Crow’s Nest” where there sat 
Elijah Haig, wearing a dinner 
jacket and dress trousers, next 
to his granddaughter and an el-
egant, bearded man who looked 
vaguely familiar.

…
“It’s about time you boys 

showed up. We was jest getting 
ready to organize a search party 
and head out looking for you,” 
Elijah growled. “I want ya’ll to 
meet my new friend here, Mr. 
Connery.”

“So based on Mr. Haig’s de-
scription, you must be Doc, and 
you would be  Judge Hard Time 
Harwell, and the rest of your 
motley crew. You gentlemen 
are late for dinner!”

And so it was that by the 
time the crew of the good ship 
Goldie’s Girl reached land, 
Elijah had already been re-
united with his granddaughter 
and made a new friend who ad-
mired the old bird for his tough 
manner as well as the quality of 
his homemade whiskey.

“The only thing I regret,” 
Elijah later said, “I’ve been 
looking for another pet since 
my alligator Old Gnash died 
a couple of winters back. But 
that danged shark can only live 
in salt water so I can’t take it 
home.”

Continued from Page 13

Varmint County

Phone Scammer Gets a Surprise 
When He Dials this 
Guy’s Phone

A Maine state trooper issued a 
threat of prosecution com-

bined with a stern warning to a 
telephone scammer who called 
to tell him he had missed grand 
jury duty and would be arrested 
if he didn’t pay a fee.

The scammer called state 
trooper Dale Lancaster on his 
private line one Monday and 
told him he had to pay the fine or 
make a donation to the Somerset 
County Sheriff’s Department.

The Kennebec Journal reports 
that Lancaster told the male 
caller, “If you call again, we’re 
going to hunt you down.”

After investigation, police 
found the man was using a 

track phone bought in Georgia 
and had set up voice mail to 
identify the phone as belong-
ing to “Officer Evans from 
the Somerset County Sheriff’s 
Office.”

Just for the record: there is no 
Officer Evans in the Somerset 
County Sheriff’s office.

Source: Kennebec Journal, 
www.centralmaine.com/

© Randy Glasbergen 
www.glasbergen.com

Shop www.braxton-bragg.com for Stone & Tile industry products Visit www.slipperyrockgazette.net for more Stone & Tile industry news
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Why is Akemi Platinum the clear leader? 
Akemi Platinum provides a permanent bond 
that cures faster and clearer than any other 
polyester adhesive.

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

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

The Clear Choice
With Akemi Platinum polyesters, there is 

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

   
Curing Time

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

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

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

Bond Strength
Bond strength is essential in laminating or 

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

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

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

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

Why is AKEMI Platinum the CLEAR leader?

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

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

 Item # Description MSRP OUR Price 
 4623 Akemi Marmorkitt 1000 Platinum Knife Grade  $40.95 $29.95
  Polyester Adhesive, Quart 

Price includes the correct amount of paste hardener

YOU

SAVE 

29%

Tim Nelson, Supervisor

Classic Stone Works

Linville, NC

“Since using Akemi Platinum 

we haven’t used any other 

polyester. It’s clearer and ‘tints 

right.’ Akemi Platinum is 

better than anything else.”

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

http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/0%2C8447%2C8727%2C9937%2C8727/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8727/
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Stone Restoration and 
Maintenance Corner

Grinding and honing reveals the low areas – the most 
difficult areas to deal with. A hand tool was necessary 

to get to the low area shown in the center of this 

Continued from page 18

When a politician starts a sentence 
with, “What the American people 
want is…” It’s time to change the 

channel.
– Pat Sajak Order online or call 1-800-575-4401 before 

5:45 pm eastern for Same Day Shipping.

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

Sinkmate Chopper  
by Edgemate Stone Tools

FREE Viper 
6 inch Con-
tour Blade 

 Item # Description  OUR Price 

 5100 Sinkmate Chopper TS6 Saw $2,299.00

 7421V Viper Contour Diamond Blade, 6” FREE

Chopper TS6 uses a 6˝ contour blade. It will cut a 3 cm 
lavatory bowl hole in less than 4 minutes.  Chopper’s patent-
pending design has guides that follow the edge of a template. 

These guides are adjustable allowing the operator to change the 
size of the sink hole using the same template. 

Chopper’s design also allows the operator to quickly change 
the blade’s depth for step cutting while holding the blade at the 

perfect angle. Chopper cuts on the line and leaves a vertical edge 
on the finish side of the bowl hole, saving you clean-up time. 
This tool will step cut the corners of a rectangular sink hole, 
leaving very little material to remove with a clean up drum, 

saving you time and money.

MADE IN THE USA

The previous two sce-
narios are under ideal sit-
uations, of course. The 
amount of Lippage (and 
not what you get from your 
significant other!), may be 
the determining factor as to 
whether or not these easi-
er-to-accomplish and less 
expensive procedures are 
an option. With lippage, 
honing can sometimes pro-
duce “picture framing’ (low 
areas where the diamond 
abrasive can’t reach prop-
erly). Picture framing will 
leave the original finish in 
the low areas, and the new 
finish may not match or 
blend satisfactorily. 

Lippage is present in all 
floors that have not been 
previously ground and 
honed flat. Whether it is se-
vere, moderate, or minimal 
is the important question. I 
have flattened lippage that 
was 3/8” in height. That is 
certainly considered severe 
and it was not easy. 

Even with a fair amount 
of experience, determining 
the amount of lippage and 

what it will take to prop-
erly flatten it is best ac-
complished by working on 
a test area. Closely inspect-
ing a floor is always good 
idea, to be sure. But when a 
machine and diamonds are 
used, the amount of lippage 
is often under-estimated. 
The amount of the lippage 
and hardness of the stone 
will determine the number 
of passes and the amount of 
time necessary to flatten the 
floor. It will also determine 
whether metal bond or resin 
bond diamonds will be nec-
essary. There is no standard 
except to remove all of the 
lippage. 

Hitting lippage from 
the high side is the best 
approach as this is not as 
likely to chip the stone 
or the diamond abrasive. 
Use of metal bond dia-
monds may be necessary 
to improve stock removal 
production in moderate to 
severe lippage situations. 
Floating moderate to severe 
lippage with un-sanded 
grout can also be an effec-
tive method of reducing 
chipping and breakage. The 

un-sanded grout provides a 
ramping affect as well as a 
visual indication of when 
the floor is flat.... i.e. no 
more grout on the surface.  

Whether grinding, hon-
ing, and polishing or just 
grinding and honing, flat-
tening a floor is a very de-
sirable thing. When there is 
no lippage, floors are easily 
dust mopped, easily damp 
mopped or auto-scrubbed, 
and much easier to make 
future restorations. Lippage 
will never again have to be 
taken into account. Any 
stage of the restoration and 
maintenance process can be 
easily implemented without 
fear of the lippage.  

For the above reasons, 
ground-in-place floors are 
many times more valu-
able than a newly installed 
floor. This is why floors 
in Europe are ground flat 
as part of the installation 
process. With the use of 
modern 3/8 inch x 12 inch 
x 12 inch stone tiles, the 
possibility of lippage is in-
creased. This is especially 
true if great care is not de-
voted to the install.

Consider this: To re-
move lippage and restore 
a 15-year-old marble floor 
may cost between $5/ sq. 
ft. and $15/sq. ft. depend-
ing on the many variables. 
The difficulty of the project 
(is it cut up or very open), 
total square footage, type of 
stone (i.e. black or cream), 
amount of lippage, area of 
the country (labor rates), is 
it a preferred customer, etc. 
are all pricing factors.

I have had people say 
they would just remove and 
replace a floor rather than 
pay $10/sq. ft. for a total 
restoration with lippage 
removal. 

Please turn to page 36

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

http://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8454,10193,10504/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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Good Help Is Hard to Find

A neighborhood pet shop 
needed some office help, 

so the owner posted a sign in 
the window: HELP WANTED: 
Must be able to sort mail and 
use the computer. Must be bi-
lingual was underlined in red. 

In the afternoon, a friendly 

golden retriever trotted into the 
store, wagging his tail, and barked 
at the sign repeatedly. The owner 
finally realized he wanted the job. 
Perplexed, he said, “Sorry, pup. 
You have to be able to sort mail.”

The dog put his front paws up 
on the counter where the day’s 
mail was stacked, and used his 

nose to sort the packages and en-
velopes into separate piles—junk 
mail, invoices, checks, and the 
like.

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 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

A woman went to a walk-in 
health clinic complaining 

that she’d been hiccupping for 
three days straight. She went 
into the examination room, but 
she emerged three minutes later, 
screaming at the top of her lungs, 
and ran from the office.

The nurse rushed in and asked, 
“Doctor, what happened?”

“I simply told her she was 
pregnant,” the doctor said.

“I know that lady – she goes to 
my church! She’s 67 years old, 
widowed, and has eight grand-
children! You were only with 
her for a few minutes – how could 
you even test her for pregnancy?”

“I didn’t,” the doctor admitted. 
“But it sure cured her hiccups, 
didn’t it?”

Guaranteed Cure

The disbelieving owner didn’t 
know what else to do, so he took 
the dog in back to the office and 
showed him the computer. The 
dog hopped on the chair, tapped 
the mouse with a paw to wake up 
the screen, and began surfing the 
Web for pet sites.

Stunned, the owner sat down 
and tried to think. The dog waited 
patiently, wagging its tail and 

grinning a doggy grin. Then the 
owner said, “OK. You’re good. 
You even have a winning per-
sonality. But you still have to 
be bilingual.”

The dog opened his mouth 
and replied, “Moooooooo.”

So what happened to the dog, 
you ask?  Sadly, he didn’t get 
the job. You just don’t get cows 
in a pet store.

Bad News for Beaver 
Dam: No Roos Allowed 

Officials have changed a 
southeastern Wisconsin 
city’s rules on service an-

imals after a woman took a baby 
kangaroo into a McDonald’s 
restaurant.

The Beaver Dam Daily Citizen 
reports the city’s Common 
Council voted 14-0 to define a 
service animal as a dog or min-
iature horse, but not a kangaroo. 
Police can cite people who try to 
use other animals.

Beaver Dam police say the 
woman wrapped the baby kan-
garoo in a blanket and tucked it 
in an infant car seat, then took it 
inside a McDonald’s in February. 
The woman has said the kanga-
roo is a therapy animal to help her 
cope with emotional distress.

City Attorney Maryann Schacht 
says the changes comply with the 
Americans with Disabilities Act.

Source: www.wiscnews.com/bdc

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

http://www.wiscnews.com/bdc 
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6812/
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2 Girls Ordered to Close Lemonade Stand for “Lack of a Permit”

Two Texas girls whose lem-
onade stand was shut down 

because they lacked a permit 
will instead offer the summer-
time drink for free.

Television station KLTV re-
ports that 8-year-old Andria 
Green and her 7-year-old sister, 
Zoey, will take only donations 

for lemonade in Overton, about 
120 miles east of Dallas.

A police officer approached 
the stand, which offered lem-
onade for 50 cents and “kettle 
korn” for $1.

In patrol-car video, the officer 
can be heard asking the girls’ 
mother, Sandi Evans, for a per-
mit. She says she wasn’t aware 

they needed one.
A family friend went to City 

Hall to get the girls a permit. 
Authorities waived the $150 fee, 
but said health department offi-
cials needed to inspect the stand.

Overton’s police chief had 
commented that “police must 
follow state health guidelines.” 
Thank you, Overton, Texas, for 

impartially upholding the let-
ter of the law against flagrant 
uninspected food vendors 
Andria and Zoey.

Source: KLTV-TV,
www.kltv.com

Highest Polish, No Bleeding, No Burning

NEW!

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

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

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

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

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

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

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

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

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

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

Quartz
Use for Silestone, Caesarstone, 

and Cambria

WORKS IN

1/2
THE TIME!

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

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

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

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

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

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

50% Labor Savings
AN animal control worker 

in Michigan was con-
vinced he was looking at a young 
tiger lying in a driveway, so he 
approached with care. He grabbed 
a pole and a shield, and called 
police.

Lucky for him, it was a stuffed 
animal.

The Grand Rapids Press reports 
that Kent County Animal Control 
received a call about a tiger in 
the driveway of a vacant Grand 
Rapids home.

Supervisor Joe Dainelis (dan-
EHL’-iss) responded to the call, 
and when he spotted the ani-
mal, he grabbed his safety gear. 
Neighbors also thought the life-
sized, furry toy was real.

But when co-worker Rachel 
Jensen approached from another 
direction, she realized there was 
nothing ferocious about the toy 
feline.

Dainelis says he expects to be 
teased for a few days.

Source: The Grand Rapids Press, 
www.mlive.com/grand-rapids

Help! There’s 
a tiger in my 
neighbor’s 
driveway!

No Orange Peel!No Orange Peel!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxtonbragg.com for Talon 4-Step Quartz Wet Pads
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There are at least four 
easy home methods to 

remove rust from chrome 
and two of them might 
surprise you: rubbing with 
Aluminum Foil for mild 
rust, and first treating the 
rust with a mild acid – (re-
portedly, Diet Coke works) 
for more extensive resto-
ration jobs. 

Typically, chrome is used 
to add a shiny or protective 
coating to other metals, 
and the metal underneath 
the chrome is usually the 
source of rust. Removing 
this rust with household 
objects is surprisingly easy 
with some elbow grease.

A simple and inexpen-
sive way to remove rust 
from and polish chrome 
surfaces by hand is to rub it 
with aluminum foil dipped 
in salt water. This process 

Restoring Chrome? How to
Remove Rust from Chrome 
Using Aluminum Foil

yields two advantages. 
First, since the aluminum 
foil is softer than steel, it 
will not scratch the surface. 
And second, a by-product 
of the process produces a 
fine metal polishing com-
pound that smoothes the 
chrome surface to a bright 
shine.

How Does this Work?
Rust is basically oxidized 

metal. As heat is generated 
by the friction of rubbing 
the aluminum foil on the 
chrome, a portion of the 
aluminum will also oxi-
dize to produce aluminum 
oxide. Aluminum has a 
higher reduction potential 
(a tendency take on elec-
trons and in the process re-
duce or break itself down) 
than the chrome, and will 
therefore leech oxygen 
atoms away from any rust 

on the chrome surface, 
which changes the chem-
ical properties of the rust 
and breaks it down.

A common way to clean 
a rusted chrome surface 
such as a fender or bumper 
is to use fine (000) steel 
wool. However, when 
you use this method you 
have to use a lot of elbow 
grease and you still end 
up with a slightly dull sur-
face with some amount of 
scratching – not to mention 
the messy “dust” left over 
from the steel wool. That’s 
because you are physically 
scraping off the rust. 

When you use the 

aluminum foil method 
you are dissolving the rust 
chemically so you don’t 
need to rub nearly as hard, 
and since the aluminum foil 
is softer than the chrome, 
you are left with few if any 
scratches. This method also 
allows you to get the rust 
out of some minor pitting 
without having to dig into 
the surface.

The aluminum oxide that 
is created by friction when 
you rub the surface of the 
chrome leeches the rust 
away and when combined 
with the water you added 
creates its own polishing 
compound so you end up 
with a clean, smooth, shiny 
surface. 

Step-By-Step
1- Cut the aluminum foil 

into small squares, about 3 
inches by 3 inches should 
do. 

2- Wipe down or wash the 
surface to remove any sur-
face dirt. 

3- Dip a square into some 
saltwater or sprinkle some 

“Remember son, if at first you don’t succeed, 
watch sports. If your team wins, it feels just 
like you actually accomplished something!

© Randy Glasbergen / glasbergen.com

Did You Know…

The Secret Journal of 
Congress reveals that 

contrary to popular be-
lief, the Declaration of 
Independence was actu-
ally signed on August 2nd, 
1776. 

There’s some good ev-
idence to support this, 
and historians suggest 
that Jefferson, Franklin 
and Adams simply misre-
membered what actually 
took place at the historic 
July 4 meeting, when the 
Declaration was announced.  
This is not the only event 
from this period of history 
that has been shown to 

differ from their account of 
events. It was a pretty busy 
summer, after all.

As for other interesting 
facts relating to this historic 
event, it’s well known that 
Thomas Jefferson was cho-
sen to write the Declaration 
of Independence over the 
much more qualified and 
more skilled writer Ben 
Franklin. The reasons why 
Jefferson was approached 
and eventually persuaded 
to write it are talked about 
a lot less. 

The reason behind this, 
according to Ormand 
Seavey, editor of Oxford’s 

edition of Ben Franklin’s 
autobiography, was that 
Franklin was known to put 
very subtle jokes and satire 
in just about everything he 
wrote. Quite often, nobody 
but Franklin was smart 
enough to comprehend it 
until much later. 

Knowing this document 
would likely be examined 
closely by the nations of 
the world at that time, they 
chose to avoid the issue by 
having the much less gifted 
writer, Jefferson, write 
it instead, with Franklin 
and three others to help 
Jefferson draft it. 

water on it and spread it 
around on the surface of 
the foil.

4- Cup the wet square 
over the surface you want 
to clean so you get a nice 
even coverage.

5- Start rubbing a 6 or 8 
inch area and remember 
you don’t have to rub very 
hard. As you rub, you’ll feel 
the surface get smoother 
and smoother until the foil 
just glides over it. You will 
also notice a light brown 
paste building up. This is 
the polish that results from 
the chemical reaction.

6- When the surface is 
nice and smooth and you 
have polished it, take a 
clean cloth and wipe the 
polish off.

7- Once you finish clean-
ing and polishing the item 
you need to cover the sur-
face to protect it from the 
elements. At a minimum 
you can wipe it down thor-
oughly with a clean cloth. 
Since cloth inherently con-
tains some amount of oil, 
this will give you at least 
some protection.

Please turn to page 26

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Terrazzo is a compos-
ite material, poured 
in place or precast, 

which is used for floor and 
wall treatments. It consists 
of marble, quartz, granite, 
glass or other suitable chips, 
sprinkled and poured with a 
binder that is cementitious, 
chemical or a combination 
of these binders. Portland 
cement makes up the ma-
jority of cementitious ter-
razzo floors while epoxy 
or polyaspartic resins are 
found in chemical-based 
terrazzo floors.

What makes terrazzo such 
a desirable flooring solu-
tion? Its durability in high 
traffic areas combined with 
design flexibility, beautiful 
aesthetics, environmental 
friendliness and the implied 
benefit of low maintenance. 

The reality is that most 
terrazzo floor installations 
achieved the beautiful shine 
and glossy finish using 
several coats of wax. The 
floors are typically ground 
to a 200 Grit mechanical 
finish then wax is applied 
and burnished to achieve 
the shine. As many Facility 
Maintenance Managers are 
realizing, waxing, strip-
ping and re-waxing terrazzo 
floors is a labor intensive, 
costly process. The use 
of harsh chemical strip-
pers over time can cause 
floors to eventually dete-
riorate, especially along 
the metal divider strips, 
resulting in costly repairs. 
Environmentally green 
stripping products are not 
as effective as the harsher 
chemical stripping products 
resulting in higher labor 
costs due to lower produc-
tion. And because of the ex-
pense, many floors are not 
efficiently maintained nor 
properly stripped resulting Please turn to page 34

A New York man who 
sought help from a 

fortuneteller to fix a roman-
tic relationship says she 
scammed him out of more 
than $700,000.

His allegations have 
the Manhattan psychic, 
Priscilla Delmaro, and an-
other person facing charges 
of grand larceny.

The 32-year-old Brooklyn 
man told police he con-
sulted Delmaro in August 
2013, and she told him 
that evil spirits were keep-
ing him from a woman he 
claimed to love and wanted 
to be with who did not 
share his same affections.

In a statement he and a 
private investigator pre-
sented to detectives last 
month, the man said that 
the 26-year-old psychic told 

New York Man 
Claims Fortune-
teller Scammed 
Him for $700K

him that he and the woman, 
Michelle, were “twin 
flames” being kept apart 
by negativity. Delmaro told 
him spirits talked to her, so 
he made multiple payments 
to her over 20 months, he 
told investigators.

According to the man, 
those payments included 
$80,000 for an 80-mile 
bridge she said would trap 
evil spirits into another 
realm, a $30,000 Rolex 
she claimed would cleanse 
the sins of his past and 
$40,064 for a Tiffany dia-
mond ring to “protect his 
energy,” along with other 
payments totaling as much 
as $40,000.

The man — who has not 
been identified in court 
documents – told police 
he had spent hundreds of 
thousands of dollars before 
finding out in February 
2014 that Michelle had 
died. But, the man wrote, 
Delmaro assured him that 
she could be reincarnated. 
(Just like in that movie 
with Whoopi Goldberg 
and Patrick Swaze, only 
reversed.)

Time Passes …
More payments and a 

trip to seek out the “new” 
Michelle followed before 
the man, now suspicious,  
said he decided to go to 
police. By then, he said he 
was out $713,975.

Delmaro and 27-year-old 
Bobby Evans were arrested 
on May 26. Their lawyer, 
Jeffrey Cylkowski, denied 
the man’s allegations.

Delmaro and Evans re-
main in jail, pending bond.

Source: The New York 
Times, www.nytimes.com

WerkMaster™ Takes the Mystery 
Out of Refinishing Terrazzo Floors
Terrazzo floors are commonly found in airports, malls, government 
buildings, hospitals, train and subway systems and in some residen-
tial homes. The Slippery Rock Gazette presents a case study where the 
WerkMaster™ Titan™ was specified to refinish the Dulles Forth Worth 
International Airport (DFW). 

in heavy wax buildup, 
causing yellowed, dull and 
worn-looking floors.

Terrazzo Needs 
to Breath 

Since 70 percent of the 
content in a terrazzo floor 
typically comprises mar-
ble or natural stone chips, 
moisture transmission 
through capillary action is 
necessary for the stone to 
“Breath.”  If natural vapor 
transmission is prevented 
from occurring and mois-
ture gets trapped in the 
stone, chemical and miner-
alogical changes can occur. 

This will result in damage 
to the stone. This action of 
decay may take the form 
of pitting, spalling, flaking 
and oxidation. Oxidation is 
generally noticeable along 
the metal divider strips. 
Waxes DO NOT allow 
stone to breath!

4-Step Restoration 
Process

The best way to restore 
a worn and tired terrazzo 
floor to its original clean 
and beautiful look is to me-
chanically grind and polish 
the surface. The process in-
cludes four steps: 

Step 1: Remove the 
wax coating using 
WerkMaster’s Propane or 
Electric powered Terrazzo 
Grinder/Polisher and pro-
prietary Plug’n Go metal 
bond or Hybrid diamond 
abrasive tooling. The initial 

grind can be accomplished 
dry or wet using a slight 
amount of water by misting 
the floor. Once the floor is 
completely void of wax and 
the entire surface has been 
evenly ground and refined, 
then move onto Step 2.

Step 2: Remove the tool 
marks using WerkMaster’s 
Achromic Plug’n Go 
Transitional Resins ensur-
ing all tool marks have been 
removed.

S t e p  3 :  U s i n g 
WerkMaster’s MirraShine 
resin bond tooling, sequen-
tially polish the surface 
to the desired shine and 
clarity. A high gloss shine 
would involve using 200, 
400, 800, 1500 and 3000 
Grit MirraShine resins. 

Step 4: Apply UltraGuard 
Stain and Wear Protector 
Sealer. UltraGuard is a 
breathable, modified, non 
VOC acrylic sealer spe-
cifically designed to allow 
terrazzo, stone and concrete 
surfaces to breath. It pre-
vents etching or damage 
to the surface for up to 24 
hours from harsh staining 
agents such as vinegar, soya 
sauce, mustard, ketchup, 
wine, soda, coffee, urine 
and most other staining 
agents. It provides a James 
Scale Slip/Fall rating of 
0.68 and is CFIA Certified 
for use in hospitals, food 
processing and food courts 
and food preparation areas.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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About 20 participants 
enjoyed the Wine & Stone 
program hosted by 
Cosentino Center, in 
Canton, Massachusetts.

Cosentino Center 
Hosts Successful 
Wine & Stone 
Event

ON May 21, 2015, Cosentino 
Center sponsored the 

first company-hosted Wine & 
Stone event at their Canton, MA 
location. 

The event was targeted to ar-
chitects and designers, with ap-
proximately twenty people in 
attendance. Although the Marble 
Institute of America (MIA) has 
previously tested the event in two 
markets, Cosentino Center is the 
first company to schedule an event 
through the new Wine & Stone 
program.

Renee Nardo, Design Sales 
Manager at Cosentino, stated: “It 
was a great success. MIA helped 
me put together a wonderful event. 
It was well received and many 
guests commented on how much 
they enjoyed the connection be-
tween the selection of stone and 
the relation to wine selection.” The 
Wine & Stone program, powered 
by MIA’s Women in Stone com-
mittee, educates participants on the 
similarities and uniqueness of each 
product. It offers an innovative op-
portunity to bring stone industry 
and design professionals together 
for a fun, educational purpose.

This new MIA program has al-
ready attracted attention and is 
quickly growing in popularity. 
According to MIA’s Carol Wilkins, 
“We have had many inquiries al-
ready. My advice to companies is 

to plan early.” Nardo added, “I 
recommend anyone who wants 
to have a quality event to contact 
MIA.” 

For more information about the 
Wine & Stone program, includ-
ing how to schedule an event, 
visit www.marble-institute.com/
womeninstone or contact Carol 
Wilkins at cwilkins@marble-in-
stitute.com.  

For more information on be-
coming a member, please visit 
www.marble-institute.com.

“A wise man 
once said, 

‘All you need is 
love.’ But a little 
chocolate now and 
then doesn’t hurt.”
– Charles M. Schulz – 
Creator of  the comic 

strip Peanuts

The best method would be to 
use a small amount of chrome 
polish or maybe something like 
Turtle Wax or an equivalent 
kind of wax or polish. Make 
sure you wipe the surface down 
with a paper towel first instead 
of a cloth, because paper doesn’t 
contain any oil. You will have a 
clean and dry surface for the wax 
or polish to stick to.

Some Final Tips
Use a little extra water if you 

want a super fine finish.  Wad up 
a larger piece of foil when you 
work on pitted areas. The edges 
created will help smooth down 
the pits.

Don’t rub too long with the first 
“paste” created. Once the surface 
feels nice and smooth and you’ve 
wiped the gunk off, you can use a 
new piece of foil with some more 
water to get as much shine as you 
like.

Don’t waste your time with a 
severely pitted surface, since the 
rust has probably eaten down 
through the chrome to the bare 
metal. Smooth it down as much 
as you can with steel wool then 
use the aluminum foil method to 
remove as much rust as possible.

To get the best results, remove 
that fender or other part so you 
can work on it easily without 
having nooks and crannies to 
dig into. If you’re working on 
severely rusted rims, you might 
want to use a steel brush to re-
move the worst rust spots first. 
This will also remove any caked 
on road gunk so you have a bet-
ter surface to work with. 

Finally, the aluminum foil 
method also works pretty well 
on steel. It removes the rust 
well, but don’t expect that super 
shiny finish like you get with 
the chrome because it never had 
that to begin with!

More serious follow-up mainte-
nance may be required if the rust 
is widespread and much of the 
chrome has flaked off.

Removing Rust with Mild Acid
The “Coke” method, uses 

cola, lime juice, or other mild 

Continued from page 24 

Restoring Chrome?  Here’s 
How to Remove Rust from 
Chrome Using Aluminum Foil

household acids. Any 
cola or soda that includes 
phosphoric acid in the in-
gredients can be used to 
dissolve rust. Lime juice 
or vinegar will also work. 
These mild acids can re-

move rust without significant 
risk to the surrounding metal.

Why Diet Coke®? Diet soda 
does not have sugar in it, so the 
process will be less sticky.

Avoid strong or concentrated 
acids, which can etch and 
weaken the underlying metal, 
and also produce toxic fumes.

Soak or cover the chrome with 
the liquid. Ideally, soak the ob-
ject for 15 minutes to loosen the 
rust. If you cannot soak the ob-
ject, then simply pour the mild 
acid over the surface, then rub 
with a dish scrubber or rough 
sponge. If you’re working on a 
car part (while attached), wash 
off the residue using a mild, car 
finish-safe soap, rinse and dry. 
Don’t use dish detergent – it can 
strip your car’s paint! Protect 
with chrome polish or wax.

Sources: www.WikiHow.com , 
www.robertscycle.com .

“Tommy got hurt when I poked him in the behind with a forklift, but it 
wasn’t my fault! Nobody put up a safety poster telling me not to do that.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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A sense of humor 
is good for you. 

Have you ever heard of a  
laughing hyena with 
heart burn?

– Bob Hope –

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 

How Does the Raptor Aqua Base Rail Saw 
Make All Other Rail Saws Obsolete?

Saw Base Features:
• As fast as a bridge saw
• Precision cut
• Fast set-up
• Portable

Unlike conventional rail saws, the Raptor glides on a film of 
water, all but eliminating the chance of scratching the stone. 
It slices through 3 cm stone like a hot knife through butter at 
a speed that approaches a bridge saw – no more step cutting 
required!

The Raptor cuts twice as fast as current rail saws, at a fraction 
of the cost. It can also make small tapered cuts, a feature which 
hasn’t been possible with other rail saws.

The Raptor uses a high quality 6 inch turbo blade (we 
recommend the Talon™ AX Turbo for this application) instead 
of an expensive specialty blade at 7 times the cost! Unlike 
bulky, heavy, first generations saws, this saw only requires 110 
Volt power so you can use it in any shop. No need to run 220 
Volt lines! Any straight edge will work with the Raptor–no 
need for an expensive, truck-ship only rail system.

The best news is that this saw will save you thousands compared 
to the best selling rail saw and it will out-perform it in every 
way - We Guarantee It!

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

MADE IN THE USA

Includes 
FREE Shipping!

ThIs Is a

BraxTOn-Bragg

ExclusIVE!

You can only get it here

 Item # Description MSRP OUR Price
 14159 Raptor Portable Saw/ 5˝ Milwaukee Angle Grinder Kit $1,695.00 $1,295.00

Kit Includes:

• 6˝ Talon™ AX Turbo Diamond 
 Dry Granite Blade
• Milwaukee Angle Grinder
 with Lock-On Paddle Switch

• Raptor Saw Aqua-Base
• Yellow Jacket GFCI

A preacher who liked 
to play golf every 
Wednesday at a modest 

public golf course was standing 
on the elevated tee at the sixth 
hole of that course. He took a 
few practice swings, and looked 
across the river to the immaculate 
private country club nearby.

“Just once I’d like to play at that 
gorgeous course,” the preacher 
said to his foursome.

Another player spoke up: “My 
company has a reserved tee time 
at that club for us every Sunday 
morning, and it’s all paid for, too. 
But all of a sudden yesterday the 
boss says we have to travel out 
of town for a week. It’s a shame 
to let that tee time go to waste. I 
could give you a guest pass and 
you could have it all to yourself. 
What do you say?”

Of course this was a dream 
come true for the preacher, but it 
put him in a terrible predicament. 
If he accepted the gift, he would 
have to miss Sunday worship. 
He thought to himself, “I haven’t 
missed a Sunday service in 17 
years of preaching. A sin to be 
sure, but I am after all just a man 
trying to do my best like all the 
rest.” He succumbed to tempta-
tion and accepted the invitation.

On Sunday, the preacher awoke, 
called his head deacon, and said, 
“I’m terribly sick today, and will 
not be able to offer service.”

“Well, we surely hope you are 
feeling better soon,” said the dea-
con. “What matters most is that 
you get well. We shall all pray 
for you today.”

This made the preacher feel 
quite guilty, but it was a clear, 
cool morning, and promised to 
be a beautiful day. He opened a 
box from under the bed that had 
a new, carefully-folded, colorful 
golf shirt, his cleaned and pol-
ished golf shoes, and he put them 
on instead of his usual, sober 
Sunday clothes.

Later, on the beautiful practice 
green, the preacher fit right in but 
couldn’t help feeling conspicu-
ous. At that exact moment up in 
Heaven, Saint Peter was look-
ing down. He said to God, “Do 
you see what is happening down 
there? I’m very disappointed 
in George – he has shown such 
Faith. Surely you are going to do 
something?”

A Just Punishment it all to play out. He watched 
the preacher walk confidently to 
the first tee, a short par-4. The 
preacher teed it up, and hit a 
pretty fair drive, low and straight.

But just then, God waived his 
hand and created the perfect little 
wind. The wind carried the ball as 
if in the hand of God and lifted it 
down the fairway. The ball took 
once bounce and landed on the 
green, kept rolling, swung to the 
right, barely crept up to the hole, 

and fell in. It was beautiful.
Up in heaven, St. Pete was very 

upset. “A hole in one? Are you 
kidding me? Here is one of our 
devoted own, committing this sin, 
on a Sunday no less. Just when 
I’m certain that you are going to 
offer up the perfect punishment to 
befit the sin, you instead go and 
reward him with a once-in-a-life-
time shot?”

God says, “Yes, but calm down, 
Pete. Who is he going to tell?”

God replied, “Don’t 
worry, Pete, I’ve got 
it all figured out. 

This game has 
tested the will 

power of 
many of my 
Saints.”
St. Peter 

knew it was 
best not to ask 

why, to just wait 
patiently and watch 

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Raptor Portable Saw
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Woman Reports 
$5 Pot Rip-Off, 
Ends up Charged

Authorities say a South Florida 
woman who called 911 to 

report that she was getting stiffed 
in a drug deal ended up reporting 
on herself: She now faces charges 
including drug possession.

The Broward Sheriff’s Office 
reports that Ms. Daneshia Heller 
told a 911 operator that she went 
to a Fort Lauderdale home to buy 
marijuana, but a man there took 
her $5 without giving her the 
drugs.

Officials say a deputy checked 
a white substance in Heller’s 
pocket, which tested positive for 
alpha-PVP, a psychosis-inducing 
street drug known as flakka.

The South Florida Sun Sentinel 

reports that Heller was charged 
with drug possession and misus-
ing the 911 system. Jail records 
show Heller was in custody with-
out bond for violating the terms of 
her release on an unrelated mis-
demeanor battery charge. Jail re-
cords didn’t list an attorney who 
could be contacted for comment 
on her case.

Source: Sun Sentinel, 
 www.sun-sentinel.com

IN an incident that seems 
like reality imitating a 

sitcom rerun (The Andy Griffith 
Show), authorities say a man 
drove himself while under the 
influence of alcohol to a small-
town Kentucky police station, 
where he requested that officers 
arrest him.

The Kentucky New Era reports 
that 26-year-old Christopher L. 
Stewart drove one Tuesday night 
to the station in Hopkinsville, 
near the Tennessee border, and 
slammed on his brakes, nearly 
hitting a police cruiser. The 
newspaper reports that Stewart 
approached officers and said he 
was ready to go to jail for DUI.

Stewart reportedly told police 
that he drank a pint before driving 
to the station. Police say Stewart 
also attempted to drink a closed 
bottle of fuel injector cleaning 
fluid, but officers stopped him.

He was charged with driving 
under the influence. It was un-
clear whether he had a lawyer to 
contact for comment on the case.

Source: Kentucky New Era, 
http://www.kentuckynewera.com

“What do I 
think of 

golf? Well, it took 
me 17 years to get 
3,000 hits in base-
ball, and I did it in 
one afternoon on 
the golf course.”

 – Hank Aaron –
Hank Aaron hit his 755th and 
final homerun on July 20, 1976, 
and Aaron remained baseball’s 
all-time homerun champion un-
til Giants slugger Barry Bonds 
surpassed him in 2007.

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 

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

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

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

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

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

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

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

Now the BEST Guarantee 
in the Industry—12 Months!

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

Hercules® Single Speed 
with Hydroplaning System

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

I am Bill Roberts and I approve this message!

ONLY

$1,995

 Item # Description MSRP OUR Price

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

  F.O.B. Knoxville, TN

Sounds like Otis 
and Andy, Again

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Hercules Edge profiling machine
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“Outside of a dog, a book is man’s best friend.   
   Inside of a dog, it’s too dark to read.”

–Groucho Marx, 
The Essential Groucho: Writings For, By and About Groucho Marx

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

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

BEST-SELLING 
BRIDGE SAW BLADE

FEATURING 

ARRAY  
TECHNOLOGY

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

– Mike Weldon, 
  Stone Fuzion

20mm Segment and 
Array Diamond Technology

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

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

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

 Item # Description MSRP OUR Price 

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

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

20mm!
Segments

STONEYARD® Adds Portsmouth 
Granite™ to Its Line of Thin 
Veneer Natural Stone

STONEYARD®, a nat-
ural stone products 

manufacturer (www.stone-
yard.com), has announced 
that Portsmouth Granite™ 
has been added as a new 
thin stone veneer color 
and is available in four 
shapes: Mosaic, Square & 
Rectangular, Ledgestone, 
and Ashlar. This New 
England stone was selected 
due to its desirable range of 
colors, fine grain, and harsh 
climate durability.
 

“Living in New England, 
our building materials need 
to be able to withstand the 
many freeze-thaw cycles 
that we go through in a 
given year. This includes 

some extreme weather con-
ditions, both hot and cold, 
as well as snow, heavy 
rains, and salt water or 
sand spray. When we are 
deciding on what stones to 
add to our product line, we 
keep all of this in mind,” 
says David Croteau, VP 
and co-founder of the 
STONEYARD ®.

Portsmouth Granite is 
a fine grain granite stone 
with slight veining. It 
is a salt & pepper mix 
with light gray and subtle 
specks of black and brown. 
Accents of white and beige 
complete the color profile. 
“Customers have been 
asking for a gray gran-
ite, particularly one that is 

speckled, to match some 
of the historic architec-
ture seen throughout New 
England. When we found 
the Portsmouth Granite, we 
knew it would be the per-
fect fit,” said Mr. Croteau.

Portsmouth Granite is 
available now through 
Stoneyard’s network of 
building and masonry sup-
ply yards throughout the 
USA. 

For more information 
about this product, photos, 
videos, installation guides, 
and project tours, please 
visit www.Stoneyard.com. 
Free samples can be re-
quested through the online 
store, http://store.stone-
yard.com .

Stoneyard® products are 
made from both quarried 
and weathered real stones 
from such New England 
states as Connecticut, 
Massachusetts and New 
Hampshire.

Sagging Clue Leads to Burglary Arrest

The expensive blue 
sports  sneakers were 

the subject of the crime, but 
police say it was a man’s 
red underwear that led to 
his arrest on Long Island.

Police say Mr. Taykim 
Ross stole $200, electron-
ics and a pair of Air Jordan 
sneakers from an apartment. 
He apparently stopped in 
the backyard with his loot to 
try on the new kicks. That’s 
when a neighbor snapped 
a photo of the suspect with 
red boxers visible above his 
sagging jeans.

Hempstead Village, New 
York Officer Russell Harris 
says he was returning after a 
canvass of the neighborhood 
when he noticed someone 
taking garbage out. He saw 
someone bending over with 
“bright red underwear.”

Turns out, the shorts were 
an exact color match.

“I just happened to sit in 
the car for a moment and in 
my rear view mirror about 
500 hundred yards away 
I see a guy bending over 
putting garbage bags down 
and what do I see, low and 
behold, I see red underwear 

standing out,” Harris said.
The officer acknowl-

edged that young men in 
Hempstead are often seen 
not wearing belts, with their 
pants hanging low.

“If he would have gone 
home and put a belt on, I 
probably wouldn’t have no-
ticed him.”

Harris was arraigned on a 
burglary charge in district 
court and was conditionally 
released to probation. He 
was represented by a law-
yer from Legal Aid, which 
does not comment on pend-
ing cases.

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

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

As Close as You Can Get to Level Floors 
and Straight Walls… Just 3 Easy Steps!

A ccurate tile setting requires perfect tile 
leveling to prevent lippage. Uneven 
floor conditions–a commonly encoun-

tered problem–makes it difficult to properly set 
ungauged and thin tiles or even larger format tiles.

Problem…
As a result, tiles that seem perfectly leveled during 

installation, often show a variance in height after 
the thin set or adhesive cures.

Solution…
Now, thanks to the new Raimondi Leveling 

Spacers, the installation process is faster, and they 
eliminate or reduce grinding needed to remove 
lippage.

An added benefit is that the low-cost Raimondi 
system provides a HUGE savings over the other 
leading brand of lippage reduction systems.

3 Easy Steps…
Both the setting and removal of the leveling 

spacers are quick and easy.

Step One:
Set the Support
• Spread the adhesives, insert  
 support underneath and along  
 four sides.
• According to tile size, set one or  
 more supports on all tile sides.
• Set the tile, tap in with a rubber mallet.

Step Two:
Insert the Wedges
• Insert wedge in support slot carefully, not passing  
 breaking point.

• Use the special traction-adjustment pliers to set  
 the wedge.

Step Three:
Remove the Support
• When adhesive sets, separate protruding part of  
 support from base.
• Use traction-adjustable pliers, rubber mallet, or  
 feet to remove support.
• Snaps parallel to the joint.

FREE SAMPLE
We’re so sure you’ll love the new Raimondi Tile 

Leveling System that we’d like to send you a free 
sample kit. 

We’ve also prepared a special starter kit just for 
you that gives you everything you need to make 
your first project a breeze. To order your starter 
kit or to claim your free sample, call 1-800-575-
4401 today. 

AS SEEN ON

HGTV

“We love the Raimondi Leveling System! We use it for floors, for walls; it really complements our Granite 
Transformations system. No lippage on our seams, no lippage in our mosaics. It saves us a lot of time. We tried 
other systems but we love this one.” 
Craig Walters, 
Granite Transformations

http://www.
braxton-bragg.com/
RaimondiTileLevel

Scan This QR 
Code to See a 
Video Demo 

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

Raimondi Large Format Free Cut 
Tile Guides

With the increased popularity and use of 
large format tiles during home remodels comes 
increased risk to businesses. Breaking one or 
more of the expensive tiles due to outdated 
cutting tools can break your bottom line, too.

That’s where Raimondi comes in — invent-
ing the right tools to easily cut big tiles in one 
pass.

Raimondi Large Format Tile  
Free Mover

Designed for moving big tiles around the 
shop and homes doing a remodel or new con-
struction, the Raimondi Large Format Tile Free 
Mover helps protect the significant investment 
that a business has made in materials. Workers 
can freely move large format tiles and take the 
slabs out of the crates with ease and safety. 
Slabs are held in a vertical position for applying 
adhesive on the back.

LIPPAGE

Other Great Tools from 
Raimondi

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9125,10347/
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Stone Pro is known for the 
many quality stone industry 
products and inventions they 

have introduced. New for 2015, 
Stone Pro announces their latest 
chisel machine, “The Hydraulic 
Beaver.” 

Most workers in the stone ind-
dustry are aware of how power-
ful hydraulics can be. Hydraulic 
power is also a safe, alternative 
way to power fabrication equip-
ment. “More and more fabrica-
tors these days are asking us to 
address some particular chiseled 
edge challenges they are facing. 
That’s why Stone Pro developed 
the Hydraulic Beaver for our chisel 
machine product line,” said Brad 
Winn. “This next generation of 
Beaver combines superior hydrau-
lic power, with a lighter weight 
control platform for the user.”

Stone Pro designed the new 
chiseling machine with the power 
source located separately from the 
control device, to make the ma-
chine easier to handle. The power 
source on the Hydraulic Beaver 
model has been moved to a porta-
ble stand that sits on the floor, by 
the user. 

The hydraulic power source is 
designed with a 10-foot protected 
cord for a long reach and ease 
of travel down a long chiseling 
surface, like a large island. The 
working platform is designed to 
easily disconnect from the pump 
by means of a snap coupler fitting. 
The power cord uses a simple, twist 
lock plug for quick disconnect, as 
well.

The Hydraulic Beaver can chisel 
2cm up to 6cm material. It han-
dles Granite, Quartz, Marble and 
Engineered Stone. To switch from 
2cm to 6cm material, you simply 
swap out the lower chisels (pro-
vided with the machine) and reset 
an adjustment bolt for the lower 
chisel to the correct height for your 
chosen material thickness.

 Improvements and features 
of the new Stone Pro Hydraulic 
Beaver include:

• A reduced weight, handheld 
platform.
• Hydraulic power unmatched by 
any other chiseling device in the 
industry.

• Premium quality components for 
long tool life
• Quicker cycle times for faster 
production
• Quiet 110V electric pump
• Made in the USA

Stone Pro extensively tests 
their products in a real fabrication 
setting, and stands behind their 
quality. They also provide techni-
cal assistance on every item they 
manufacture. 

Stone Pro is confident of the 
quality of their stone industry in-
novations, and provides contact in-
formation on all of their products.  
Another benefit of their Made in the 
USA products is that if you have a 
problem with a Stone Pro product, 

you can speak with the folks that 
actually build the machine. 

The new Hydraulic Beaver will 
be available in September, 2015. 
For more information on the Stone 
Pro Hydraulic Beaver, call Stone 
Pro at 217-536-6187. Stone Pro is 
located in Effingham, Illinois. To 
order Stone Pro products, contact 
authorized distributor Braxton-
Bragg toll-free at 800-575-4401, 
or order on the BB website at  
www.braxton-bragg.com .

Stone Pro Introduces Hydraulic 
Beaver Edge Chiseling Machine

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 
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 

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9462/?utm_source=msn&utm_medium=ppc&utm_term=tomahawk%20stone%20splitter&utm_campaign=Saws-Fabrication-JF


Ads not meeting guidelines will not 
be published. 

•$30.00 per print ad, per month. Ads 
may be renewed by contacting the 
Slippery Rock Gazette. Free online ads!
•Maximum of 70 words or less per ad
•Payment must be made at the time 
ad is submitted. Credit or Debit Card 
only. A Credit Authorization Form is 
available by fax, or download a PDF 

from the Slippery Rock website.
•All faxed ads must be typed–No hand-
written ads–No exceptions. 
•Please review all your ad info before 
submitting– NO refunds will be given 
for ads that are submitted with the 
wrong contact info or content and then 
published.
•Best way to submit an ad is by going 
online at www.slipperyrockgazette.net 
for a free ad, or use the online form for 
a print ad, then fax payment to 865-
688-8254, (Attn: Karen Richards).

2015 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

September 2015 Wednesday, August 5, 2015

October 2015 Wednesday, September 9, 2015

November 2015 Wednesday, October 7, 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: The Basic Stone 
Saw– A Thin Veneer Saw. The Basic 
Saw can increase your profit with its 
low purchase price, low maintenance 
expense, decreased labor and its high 
productivity. After years of use and 
testing, the design has been refined 
until it is ready for the market. The 
Mighty Stone Saw is its big broth-
er. See the video at www.themighty-
stonesaw.com and email the developer 
at stone_ forsale@yahoo.com or call 
1-931-248-1759 for more information.

_____________

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

_____________

spective customers interested in your 
countertop services.
The postcards and brochures will be 
printed with your company name and 
address. The space |Your Business 
Name & Address| will be replaced 
with your pertinent information to let 
your customers know how to contact 
you directly. You will also receive a 
unique discount code that is linked to 
your Braxton-Bragg account, so that 
we can track your customers and for 
you to receive a rebate from us when 
someone purchases Supreme Surface 
Products. For more information about 
this program, please contact one of 
our salesmen at 800-575-4401.

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

Business Opportunities

Do you want 10, 20, 30 + more 
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.

_____________ 

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 Care Program for stone fabrica-
tors that purchase their supplies direct-
ly from us. It is easy to sign up and 
we do all of the work for you! All you 
have to do is let us know that you’re 
interested in becoming a participant 
in this program and we will print for 
you custom postcards and brochures 
to hand out to your clients and pro-

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

 • #900199 DEMO–Makita Wet Polisher 4˝ PW5001C, List $319.95, Sale $299 
• #1792899 DEMO– Omni Cubed Stealth Seamer, Manual w/ 8˝ Cups, List 
$375, Sale $199 • #1792099 DEMO–Omni Cubed VCA Seam Setter w/ 6˝ 
Cups, List $725, Sale $499 • #1778299 DEMO–Flex PLW-923-S Air Stone 

Polisher/Sander, 3600 RPM, List $279.95, Sale $149 • #889699 DEMO–Flex 
LW1509 Center Water Feed Grinder, 8300 RPM, List $399.95, Sale $299 

•#1778199 DEMO–Flex LCP1703VR Planetary Gear Driven 3 Head 
Polisher VS, List $2,299.95, Sale $1,399  • #3000499 DEMO –  

Omni Cubed 4´ Lam Clamp, List $225, Sale $149

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 
specialized field? 
Frederick M. Hueston 
will present an exclusive 
seminar on historical 
stone restoration and 
preservation on August 
12-13, 2015, in Melbourne, 
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

Join Us 
Each Month!
For your subscription requests,  

address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

who embarked on a quest to find 
the BEST granite cleaner. What he 
found, however, was no one product 
that offered a no-rinse, streak free 
(even on black granite), eco-friend-
ly formula that would clean, polish, 
and protect granite and other natural 
stones against stains, and was made 
in America. Since the perfect stone 
cleaning 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, biodegradable and safe 
to use around food preparation areas, 
children, and pets. Supreme Surface 
Granite Cleaner & Conditioner, leaves 
a streak free shine, every time—even 
on black granite! But Tom wasn’t 
satisfied. To learn what others thought 
of his new granite cleaner he gave it 
away—free. “We sent our free sam-
ples across the USA to everyone that 
wanted it… Yes, everyone! All this, 
just for their feedback on how we 
could improve our product!” Log on 
http://www.consumerstonecare.com

_____________

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

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

Add $200 Pure Profit

to every Job!

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

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

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

 
They’re Gonna Buy It Anyway

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

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

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

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

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

™

Compare to 

Kohler K-3356 

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

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

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

http://www.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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Five specialized bearings 
increase tool performance

• Spindle speed: up to 4,500 RPM • 88 Db • Side Exhaust  
• Air consumption: 16 cfm @ 90 psi • Weight: 3 lbs. • Length: 7”  
• Center water feed  • 5/8–11 spindle thread • Built-in  
water dispenser • Reversible side handle • Textured,  
rubber coated body for secure grip • 90-day warranty

Comes with: Wrench, adapters, 12 foot water hose, 
air lubricant; back-up pad sold separately

 Item # Descripti  on MSRP OUR Price 
 3803 Hercules® VS Wet Air Polisher, Side Exhaust $280.95 $164.95

  Back-Up Pad Sold Separately  

Hercules® Variable Speed  
Wet Air Polisher

with Side Exhaust

#1 Seller! 
Most Popular

Save time 
AND money! 

Get maximum productivity 
with a high-quality tool that  

fits your budget!

YOU
SAVE

$11600

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

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

August Fishing Forecast

Thanks to some careful record-keeping, and folks who have studied fishing 
patterns, the lunar calendar, natural cycles and other factors over a life-
time of observation, we can offer you a helpful fishing guide for August. 

The dates indicated with a fish symbol show three levels of better-than average 
conditions: Great, Good, and just OK. No fish – that’s just what it means. You’re 
better off staying home, on those days. All the important conditions being equal – 
weather, location, bait and technique – fish on the dates shown below and you’ll 
have an improved chance of coming home with a full stringer. But if you don’t 
catch anything at all – you can blame the lure or the weather – just don’t blame us! 

GREAT

GOOD

OK

TYLAD*

August 1
August 2
August 3
August 4
August 5
August 6
August 7
August 8
August 9
Aug 10
Aug 11
Aug 12
Aug 13
Aug 14
Aug 15

Aug 16
Aug 17
Aug 18
Aug 19
Aug 20
Aug 21
Aug 22
Aug 23
Aug 24
Aug 25
Aug 26
Aug 27
Aug 28
Aug 29
Aug 30

Aug 31
*Try Your Luck Another Day!

DF W  A i r p o r t 
Authority recently 
awarded a contract 

to ERMC 2   to refinish over 
1 million square feet of 
epoxy terrazzo in Terminal 
E, utilizing WerkMaster’s 
Terrazzo Restoration 
System. 

The first tender for re-
finishing one million 
square feet of epoxy ter-
razzo in Terminal D was 
awarded to Corporate 
Floors of Dallas in the fall 
of 2014. Corporate Floors 
had submitted their tender 
specifying they would be 
using WerkMaster’s sys-
tem and technology. The 
original tender did not 
specify any grinder manu-
facturer or technology but 

did establish that the floor 
should be polished to 3,000 
grit with the resulting shine 
meeting or exceeding 73 on 
a WerkMaster Gloss Meter.

The DFW airport au-
thority was so impressed 
with the results achieved 
by Corporate Floors using 
WerkMaster’s Epoxy 
Terrazzo Restoration 
System they specified 
WerkMaster’s TITAN XT 
in the subsequent project 
specs. In Solicitation No. 
7006180 – Airport Wide 

Terrazzo Reconditioning & 
Polishing, Addendum No. 
2,  they stated in Section 
1.4 of the Scope of Work, 
the “Contractor shall use an 
articulating floor machine 
such as a WerkMaster Titan 
equipment or equivalent. 
Due to fluctuations in the 
terrazzo floor, single plan-
etary drive equipment will 
not provide the required re-
sults and shall not be used.”

The advantages that 
were realized utilizing 
WerkMaster’s system in-
cluded the ability to remove 
up to 50 coats of wax – dry, 
eliminating wet chemical 
stripping. Grinding dry 
for the first two steps in 
the process significantly 
increased production. 
WerkMaster’s Octi-Disc 
8 Head Technology al-
lows the machine to safely 
grind and polish over the 
metal strips inlaid in the 
floor while edging to within 
1/8th inch of the wall. 

WerkMaster Titan XT Case 
Study: Dulles Fort Worth 
International Airport

Please turn to page 36

Continued from page 25

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,6980/
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“What Sound Does Stone Pro’s Beaver Edge Chisel Make?”

If you thought “The Beaver” was just another pretty tool, then you are missing out on 
serious, cash-register-ringing, profit-producing opportunities with the best clients. 

Here’s why…
The best clients to have are not the ones trying to keep up with the Joneses 

– the best (and most profitable) are the Joneses.

Double bullnose with ChiseleD Center ChiseleD eDge

IN today’s highly competitive market, you can’t depend on 
price shoppers to grow your business. Those clients are 
great for cash flow but you’ll never get ahead. What you 

need are the clients who set the trends… the clients who are willing – 
even eager – to pay more to have something few others have.

A Secret About What the Joneses Want
Most fabricators don’t realize it but the customers who want the most 
unique products won’t come out and ask for it. They want you to pro-
pose it. You see, they want to know they’re working with a fabricator 
who “gets” them. They’ll test you to see if you can bring unique ideas 
to the table. If not, you’ll never hear from them again. You’ll think you 
were priced too high. The truth is,  for them it’s not about price – it’s 
about having something no one else on their street has.

Better Tools Create Better Products
So, how do you make sure you don’t under quote the Joneses? In every 
presentation, offer a “Cadillac” level choice. The best, most unique 
stone with one-of-a-kind edges you can only get from The Beaver. 
The Beaver – along with your craftsmanship and imagination – will 
allow you to create one of a kind products. Everything from kitchen 
counters to steps, to pool edges, to fireplace mantles and hearths, to 

showers to desks and more. And these are the projects the best cus-
tomers with the most money to spend, love! 

The Beaver is a Better Tool
The Beaver Pneumatic Rock Chisel works on all types of stone, in-
cluding granite, marble, and limestone.  The Beaver eliminates human 
error and gives you a consistently even, yet random chiseled-look edge. 
The Beaver gnaws away stone so quickly that you can edge an entire 
island in about an hour! Increase the production capability of your 
shop, and don’t lose out on chisel-edge top bids again!

Get It For Less 
For the first time ever, we are now able to offer The Beaver for ONLY 
$1,875! Upgrade just one small project – or part of a project like a bar 
– and you’ll cover your cost for this profit-producing tool. 

Get It Today 
For more info on The Beaver and how it can help you increase profits 
in your fabrication business, call 1-800-575-4401 today. Or, go on-
line and order your own Beaver today by visiting www.braxton-bragg.
com/beaver.

SEE THE

VIDEO

WWW.BRAXTON-

BRAGG.COM

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

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

MADE IN THE USA

“Cha-Ching!”

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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9456/
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Stone Restoration and 
Maintenance Corner

On this elaborate residential floor, eight tiles were removed and 
replaced where the reflection of the door is in the floor. Moderate 
lippage was removed and honed with a hand tool, then the entire 
floor was polished using the new Majestic XXX Shine Powder.

Restored terrazzo floor at the DFW 
Airport, using the Titan XT and 
WerkMaster tooling. The E termi-
nal section of this on-going refining 
job entails restoring over a million 
square feet of epoxy terrazzo.

The DFW restoration contract 
specified that the floor be refin-
ished to a 3,000 grit polish, or a 
73 reading on a gloss meter. This 
level of reflectivity or greater was 
achieved using several stages of 
WerkMaster tooling.
Left: a closeup of the refinished 
and polished terrazzo (top) and 
damaged terrazzo (darker area 
at bottom).

Continued from page 21

Let us take a practical look 
at that scenario. It would cost 
probably at least $4-$6/sq. ft. 
to remove and $4-$6/ sq. ft. to 
install a stone tile floor (these 
are conservative figures, on an 
average). The replacement price 
of an equivalent stone product 
will probably be at least 3x the 
original cost, say $4 - $15/ sq. 
ft. So the cost could easily be at 
$12-$27/ sq. ft. and guess what? 
You would be right back where 
you started, a floor with lippage. 

Low areas can be the most 
difficult to deal with, as the sur-
rounding tiles would have to 
be brought down to that lowest 
level or point. Therefore, use of 
a hand tool may be necessary 
for these areas. Use flexible or 
semi-flexible diamonds and try 
to blend or feather outward. 
Of course, borders or edges to 
walls must also be done the ma-
jority of the time. I recommend 

always leading with the border 
work on each grind/grit. So if 
you are starting with a 50 grit 
grind, do the edge work first, 
then do the floor machine work, 
overlapping the edge work with 
the floor machine. Next, do the 
100g-120g edge work and then 
overlap with the floor machine 
and so on and so on.

Not everyone–in fact most 
customers–will not spring for 
the investment in a flat, low 
maintenance floor. But if they 
can be made to see the value, 
at least they can make an ed-
ucated decision. Polished, 
ground-in-place flat floors have 
been shown to retain a polish 
2-3 times longer than a floor 
with lippage, simply because 
it is easier to keep clean. That 
is a big cost savings, especially 
when you can also effectively 
go in and lightly hone and 
re-polish much easier as well. 
Of course, flattening removes 
trip hazards too.   

I am definitely positive that 
I have not covered everything 
here in this article. A full lip-
page removal grind and hone 
is messy and will cause major 
amounts of slurry waste. This 
must be planned for and dealt 
with, including the masking/
draping of sensitive areas. 

As always, the best way to 
help ensure success is by part-
nering with a good distributor 
that knows the business. They 
can help with product purchase 
decisions, logistics, and other 
pertinent project information.

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

 The floor was restored to the 
original color and look while 
removing or reducing numer-
ous high spots. Flattening the 
floor improves clarity, reflectiv-
ity and reduces excess wear and 
maintenance.

Over five million square feet 
of epoxy terrazzo will be re-
finished at DFW Airport using 
WerkMaster’s Epoxy Terrazzo 
Restoration System.

Some of the main advantages of 
the WerkMaster System are:

•  No More Waxing
•  No More Chemical Stripping
•  Improved Labor Efficiency
• Reduced Maintenance  

 Overhead
• Lower Implementation Cost  

 Per Sq. Ft. (M2)
• Higher Daily Production  

 Rates = Faster Facility  
 Turnover

• Environmentally Friendly  
 CFIA Certified Sealers &   
 Finishes

• Reduced Slip Fall Anti-slip  
 0.68 James Scale Rating

• Up to 24 Hours Resistance  
 to Staining Agents, including 
 Vinegar, Mustard, Ketchup,  
 Italian Dressing, Wine,  
 Coffee, Soda, and more.

WerkMaster™ Titan XT Case 
Study: DFW International Airport

Continued from page 34

“We are constantly looking for 
ways to improve our technology,” 
stated Brian Wilson, President, 
“and moving forward in the in-
dustry with a goal of providing the 
best possible solutions to our cus-
tomers and partners. WerkMaster 
is dedicated to providing our cus-
tomers with superior service and 
support, backing up our commit-
ment to deliver exceptional qual-
ity with an Industry Exclusive 3 
Years Parts and Labor Warranty.”

For more information visit 
www.werkmaster.com . Order 
from their authorized distributor 
www.braxton-bragg.com.

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

http://www.werkmaster.com
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10266/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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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

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,8442,8464,7447/
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Duncan Stone 
Company

Left: This striking Brazilian granite countertop has a grain-
matched pattern that extends along the counters and continues 
up the full-height backsplash walls. 
Above: Bordeaux granite countertops with matching backsplash 
and sills are used throughout this residential kitchen renovation.

Randy Hobaugh runs Duncan Stone’s new Husky Bridge Saw 
with a Talon Blade. Duncan Stone buys most of its fabrication 
equipment from Braxton-Bragg, from Hercules Air Polishers to 
Predator Routers.

Continued from page 4
There is no particular color or 

style that is most popular. Duncan 
Stone’s customers have many 
preferences. “It’s always chang-
ing, never the same,” Duncan 
said. “It’s just totally different 
every day.”

What makes Duncan Stone 
different from competitors? 
“Everything we do is in-house,” 
he said. “We do the best we can 
in customer service. It’s central to 
our success.”

The company also does not take 
financial risks. This pays off when 
recruiting customers. “We don’t 
require deposits when we start a 
job,” Duncan said. “That strikes 
people as unusual. I was told a 
long time ago by a guy I used to 
work for that if you can’t afford to 
be doing a job, don’t be doing it.”

 Duncan continued, “If you 
can’t afford to mess something 
up, don’t be doing it.”

Duncan Stone employees invest 
time in their customers. “People 
can come in and lay the material 
out,” he said. “Our installers and 
salespeople and fabricators – ev-
erybody takes their time with 
them. If a customer wants to 
change their mind about some-
thing, we give them that option.”

The central Florida location of 
Duncan Stone offers a good mar-
ket. “It’s growing,” Duncan said. 
“It’s definitely a good place to be. 
It’s a steady market. It’s mostly a 
retirement age community.”

The company currently installs 
about two jobs a day. It fields two 
installation crews, and some tal-
ented in-house stone workers, like 
Clay, who can turn scraps into art.

“We started out with 1,500 
square feet in a 30 x 50 building,” 
Duncan said. “Then we expanded 
over to a 2,400 square foot build-
ing right next door. Then two 
years ago, we expanded to an-
other 2,400 square foot building 
next door to that. We now occupy 
three buildings.”

Duncan Stone has been a 
Braxton-Bragg customer since 
2004. “In February, we got a new 
Husky Bridge Saw from Braxton-
Bragg,” he said. “It works great. I 
highly recommend it.  It’s a huge 
improvement over what we had.”

Among its other equipment, 
the Duncan Stone fab shop uses 
a Denver QUOTA Stone CNC 
work center. It also has a Fab 
King Work Center, which they 
used to do their fabrication work 
to repair the Disney fountain (See 
page 4).

Duncan continued, “We buy all 
of our hand tools from Braxton-
Bragg, from Hercules air polish-
ers to the Predator Router. They 
are real workhorses in my shop.”  

The company does not import 
materials directly. “We buy lo-
cally from several different sup-
pliers. We keep about 200 slabs 
in our slab yard so our customers 

have a wide selection, plus a lot 
of remnants.”

Duncan’s plans for the future? 
“Just keep on providing our cus-
tomer with the best quality coun-
tertops and install experience,”  
he said. “We are in the middle 
of expanding our showroom. We 
are probably going to triple our 
showroom space. That’s been a 
goal for a couple of years now.”

Austin Clay with a marble 
manta ray, one of his many 
shop remnant sculptures.

But doing a good job for his 
customers right now is most im-
portant. “One day at a time,” he 
said, “And each job is different. 
We try to help each individual 
customer as best we can. If you 
don’t enjoy what you’re doing, 
it’s not worth doing it.”

To see more samples of their 
work, view their photo galleries 
on www.duncanstoneinc.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 

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

https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9240/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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