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I was talking to one of the 
regulars at my favorite 
greasy spoon about the 

time change. I was blunt– I 
hate these time changes. But 
we agreed in our dislike of 
it being the end of summer, 
and time for the unneces-
sary ritual of turning the 
clocks back. This old body 
just can’t handle it anymore. 

I can never get a straight 
answer as to why we imple-
mented daylight saving time 
anyway. Some say it was for 
the farmers. Others say it was 
for the wartime effort, and yet 
others say it was for the school 
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How Does Rivers’ Edge 
Countertops Continue to Grow?

children waiting in the 
cold darkness for a school 

bus.  I don’t want to com-
plain, but we need to just do 
away with it all. I just kept 
on rambling, voicing my 
strong opinions as the regu-
lars just drank their coffee 

and shook their heads. 
OH NO! I thought, I’m 

turning into one of them– an old 
man sitting at the counter com-
plaining about everything that’s 
wrong with the world!   

Fortunately, my phone rang. 
The voice on the other end 
sounded like Pee Wee Herman!
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Rivers’ Edge is a fully digital 
production facility. Its shop has 
two Titan CNC routers. It also has 
a Fastback inline edge polisher. 
The shop uses the Park Industries 
Pathfinder for imaging slabs.

Rivers’ Edge only has a small 
showroom. It partners with an-
other company to display its 
wares. “We mainly use our fa-
cility for customers to come out 
and handpick their slabs for their 
countertops,” Rivers said.

Rivers has been in the counter-
top industry since 2002. “I started 
doing laminate countertops when 
I was in high school and kind of 
fell in love with the industry,” he 
said.  “I started my own business 
in December 2008. At that point, 
I’d had experience in all types 
of countertops from laminate to 
solid surface to concrete, granite, 
quartz, pretty much everything.”

Rivers began the company as 
the economy crashed. “(The first 
years) were pretty tough to be 
honest,” he said. 

Please turn to page 8
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and Rivers’ Edge CountertopsPeople say time is 

money. For Rivers’ 
Edge Countertops Inc., 

being on time makes money.

A reputation for timeliness has 
paid off for the company, said 
CEO Jeremiah Rivers. “So what 
we’ve done is we guarantee to our 
builders and retail clients if we’re 
not there the day we’re supposed 
to show up, we give them 50 per-
cent off their invoice.”

The company does work for 
one of the largest builders in 
Oklahoma. “They base their clos-
ing dates off of our installation 
dates because we’ve never moved 
(a date) in 14 months,” Rivers 
said. “Basically they do that be-
cause we’re the only company 
that is predictably there on a con-
sistent basis.”

Rivers’ Edge is based in 
Newcastle, OK. This is slightly 
south of Oklahoma City. “We 
produce more through having the 
largest shop in the area,” Rivers 
said. “We have the ability to han-
dle large builder accounts without 

customers having to use multiple 
suppliers.”

The company backs its work to 
give customers confidence. “We 
also warranty the installation of 
our countertops, the seams and 
installation of the under-counter 
sinks,” Rivers said. “If they ever 
come apart, we’ll come back 
and fix them. We warranty those 
things for life.”

Rivers’ Edge offers countertops 
and sinks. It offers fabrication 
and installation. The majority of 
its business is with homebuilders. 
It also offers retail sales and does 
some commercial work. The com-
pany is a member of the Marble 
Institute of America. It is also part 
of its local Better Business Bureau 
and Chamber of Commerce. 

The company is working to-
ward OSHA certification. It uses 
a HydroClear water recycling 
system. The system is from Park 
Industries. Please turn to page 2
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All Work…

All work and no play 
makes Jack a dull boy,” 
or so says the age-old 

expression. Back in the days 
before electronics when work 
was more physical, I can see that 
being true. Jack works hard and 
comes home tired and flops in 
the bed snoring before his head 
hits the pillow. But these days, 
with electronics everywhere 
making everything easier so we 
can do more longer, I would say 
that all work and no play makes 

Jack an over-stressed, burnt out, 
frazzled, ill-tempered twit with 
a bad attitude and a chip on 
his shoulder. Nobody wants to 
work for that guy, with that guy 
or hire that guy. And to be fair, 
this also applies to the Jackies 
and Jennas of the world, as well.

Why would you want to miss this for a text or a Tweet?

The Rivers’ Edge Countertop 
Showroom has neat, com-
pact, and elegant displays 
showcasing the company’s ca-
pabilities. This young, innova-
tive company offers a unique 
On Schedule Delivery or 50% 
Off Guarantee to their builder 
and retail customers.

“
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“I didn’t really know how to 
run a business and didn’t have 
experience at that, so we flopped 
around for a while trying to do 
whatever we could to make ends 
meet. I was trying to do it on my 
own. We really only had a staff of 
three people at that point.”

The hard first years paid off. 
“They say if you can survive 
them, it can only go up from 
there. Pretty much for me for the 
first six months to a year I didn’t 
hire anybody. I didn’t have the 
overhead, and I didn’t have the 
expenses, but I was able to work 
on getting clientele.”

In 2012, the company narrowed 
its focus. It ditched concrete and 

recycled glass. It switched to 
solely offering granite, quartz, 
and natural stone. That’s when 
growth took off. “At that point, 
we really started growing the 
business and started hiring a lot 
of people.”

The company has grown to 22 
employees. It has a six-person in-
stallation crew, with eight people 
specializing in production.

The lean economic times helped 
with recruiting good employees. 
“So far what it’s done for us, it’s 
helped us actually get some better 
people on our team,” Rivers said. 
“They want to work at a place 
where they feel like they can have 
a job and have a career.”

Rivers’ Edge has been a 
Braxton-Bragg customer for at 
least four years. It purchases 
polishing pads and installation 
supplies. It also buys sealers and 
support brackets from Braxton-
Bragg. “We recently purchased 
our first CNC router bits from 
Braxton-Bragg,” he said. “I think Please turn to page 38

Rivers’ Edge Countertops
Continued from page 1

Left: Rivers’ Edge 
CEO Jeremiah Rivers 
and a talented team 
of stoneworkers have 
built a thriving counter-
top company. In 2012, 
Rivers narrowed his 
focus to offering granite, 
marble, other natural 
stones, Silestone and 
Bretonstone® surfaces 
to residential customers 
and key area builders, 
and they are looking 
forward to a 35% growth 
in sales in 2016.  The 
company now has 22 
employees and is in the 
process of expanding to 
a second facility to house 
their stone and a second 
production line.

Above: A bookmatched 
Orinoco granite counter-
top and full backsplash 
graces a mud room in a 
Goodman Homes new 
residence built in the up-
per-end Pulchella Drive 
development, in Edmond, 
OK. The digital imaging 
capabilities of Rivers’ 
Edge production shop 
helps them to visualize 
and fabricate perfectly 
matched pieces.

Right: Twin vanities with 
a 4 inch mitered edge 
built of Q Stone (Breton-
stone®) Natural Quartz 
for a master bath, also in 
the Pulchella Goodman 
Homes project.

the guys like them a lot.”
The current Rivers’ Edge facility 

is about 9,000 square feet. There 
are expansion plans.  “We’re very 
excited about  the next few years,” 
Rivers said. “We’re in the process 
of building our second facility at 
our current location.”

The company needs room to 
grow.  “Right now, we’re bursting 
at our seams and all our materials 
are stored outside. It will be an 
11,000 square foot indoor facil-
ity to house all our materials and 
also house a second production 
line for continued growth. We’re 
planning to have that finished by 
end of the next year.”

Rivers hopes to enter at least 
two new markets in the next three 

years. “We’re also in process of 
looking into other markets for 
expansion. We’ve grown tremen-
dously. Two years ago we were 
maybe producing a kitchen a day 
—about 40 square feet. Now we 
average over 450 square feet a 
day, and we continue to see that 
grow.”

Each quarter, company person-
nel travel to Brazil to source new 
stone. “It gives us a wider range 
of colors at a better price than we 
typically could if we were just 
buying locally,” he said.

Advertising does not stop with 
personal referrals. “We get a lot of 
word of mouth, but we do all the 
social media: Houzz, Facebook, 
Twitter, LinkedIn, Instagram,” 
Rivers said. “We actually have an 
outside marketing company that 
does most of it for us. We’ve also 
started doing some TV commer-
cials and some co-op marketing 
with some of our suppliers. We 
also do home and garden shows. 

10.5 x 4 foot White Ice 3cm Brazilian 
Granite kitchen island features pat-
tern-matched, full length mitered side 
panels and a cast iron farmhouse sink. 
Being able to pick material direct from 
Brazil is a huge asset for Rivers’ Edge.
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The Next Big Thing is Coming
to StonExpo January 20, 2016
“A lot of times, people don’t know what they 
want until you show it to them.”

-Steve Jobs, Business Week, November 25, 1998

KNOXVILLE, TN – “Get ready.” Those are the words of 
Braxton-Bragg CEO, Rich Hassert. He goes on to say, “It took 300 
years for someone to realize the wheel could be used on a chariot 
instead of just a potters table. It revolutionized transportation and 
people’s ability to travel and carry things over distances. This January 

we will be introducing a technology that will revolutionize the stone 
fabrication industry.”
Big words for certain. And yet, if anyone has a proven reputation 
for partnering with industry innovators and bringing new ideas to 
market, it’s Braxton-Bragg.

As amazing as this track record of innovation is, it’s nothing com-
pared to the next product Braxton-Bragg will be releasing world-
wide at the StonExpo event in Las Vegas, January 2016.

Stay tuned to the pages of Stone World, the Slippery Rock Gazette 
and Braxton-Bragg’s own Express for more about this upcoming in-
dustry breakthrough.

Edgemate In-Line Polishing System 3/19/13

E-Z Dishwasher Brackets 8/14/08

E-Z Level Seam Leveling Clips 1/17/11

Fab King  4/1/11

G-Clips Sink Support Clips 5/22/08

GoClips Sink Support Slips 3/18/15

Hercules Universal Sink Harness 8/3/09

Husky Bridge Saw            6/20/13

I-Brace Countertop Support 5/5/11

KDrill CNC Core Bits 9/9/13

Predator Edge Router 12/26/13

Raimondi Tile Leveling System 3/11/10

Raptor Rail Saw 3/1/13

ScratchPro for Stainless Steel Sinks 3/28/11

Steve’s Polishing Pro System 10/19/10

Stone Pro ½ Gas Pressure Heads 5/6/08

Stone Pro ADA Compliant 10/11/13

Countertop Support

Stone Pro Seam Vice 5/18/12

Stone Pro SR2 Countertop Support Rails 3/28/13

Supreme Surface Stone Care 8/8/12

Talon 4-Step Quartz Pads 11/4/08

Talon 6-Step Dry Marble Pads 11/4/11

Talon Miter Cut Blade 6/12/14

Tomahawk Stone Splitter 3/11/10

Viper 3-Step Dry Polishing Pads 11/17/09

Viper 3-Step Wet Polishing Pad 11/17/09

Viper CNC Profile Tooling 7/5/13

Long, long ago 3,000 B.C. Coming January 2016

?

If you’d like to be added to the early notification list, contact Rich Hassert 
at 865-293-0230 or by email at r.hassert@braxtonbragg.com.

Over the last 12 years they’ve successfully launched more than 48 Industry Leading Products such as:
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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
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For Classified advertising rates, contact Larry Hood at 865-293-0231,  
lhood@slipperyrockgazette.net, or visit www.slipperyrockgazette.net 
to place a FREE Classified ad  and to view current and back Issues.

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

2016 Advertising Guidelines are available online at www.slipperyrockgazette.net
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The Anthem Veteran’s Memorial is a 
Unique Tribute in Marble, Steel and Light

The Anthem Veterans 
Memorial, located in 
Anthem, Arizona, is a 

monument dedicated to hon-
oring the service and sacrifice 
of the United States armed 
forces. The pillar provides 
a place of honor and reflec-
tion for veterans, their family 
and friends, and those who 
want to show their respects 
to those service men and 
women who have and con-
tinue to courageously serve the 
United States. The monument 
was dedicated on Veteran’s 
day, November 11, 2011.

The memorial was designed 
by Anthem resident Renee 
Palmer-Jones. The five mar-
ble pillars represent the five 
branches of the United States 
military. They are staggered 
in size (from 17 ft to 6 ft) and 
ordered in accordance with the 
Department of Defense pre-
scribed precedence, ranging 
from the United States Army, 
the United States Marine 
Corps, the United States Navy, 
the United States Air Force and 
the United States Coast Guard.

Additionally, the brick pav-
ers within the Circle of Honor 
are inscribed with the names of 
over 750 U.S. servicemen and 
women, symbolizing the ‘sup-
port’ for the Armed Forces. 
The pavers are red, the pillars 
are white, and the sky is blue to 
represent America’s flag. The 
circle represents an unbreak-
able border. Anthem resident 

and chief engineer, Jim Martin 
was responsible for aligning the 
memorial accurately with the 
sun.

The Anthem Veteran’s memo-
rial is located 41703 N. Gavilan 
Peak Parkway, Anthem, 
Arizona 85086. For more in-
formation visit the Anthem 

Community Council website, 
www.onlineatanthem.com/an-
them-veterans-memorial or call 
the Memorial (623) 742-6050.

Sources: The Anthem 
Community Council website,  
and Arizona Tourisms website:  
Anthem Veterans Memorial.
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woods is more your style. 
That’s fine. There’s a lot 
to be said for sitting around 
a fire pit making s’mores 
with your kids or grand-
kids. Or maybe just turn-
ing your car on an old dirt 
road surrounded by trees 
and just seeing where the 
road goes. (Using a GPS 
or Waze is cheating, by the 
way!) Again, why would 
you want to miss this for a 
Tweet or a game level?

If it can’t be a week’s 
vacation, take a long 
weekend. Get out of your 
rut. Shake up your rou-
tine. Admittedly, taking 
your phone for emergency 

All Work…
The world is becoming 

faster paced every day. 
Electronics are allowing us 
to work from homes, cars, 
trains and just about every-
where else. Desktops have 
been replaced by laptops 
that are being replaced by 
tablets that are being re-
placed by smart phones, 
on and on and on. We 
can work from anywhere. 
Everything is just a Wi-Fi 
connection, keystroke or a 
Google search away. How 
FREEING is that?!?!

Or, is it freeing at all? It 
used to be that when you 
left work, nobody could 
call you, much less tweet, 
chat, skype or email you. 
Now, you are pretty much 
connected 24/7, no mat-
ter where you are or what 
you’re doing. We have 
somehow become addicted 
to instant answers and we 
are chained to our devices. 
I saw this 21st century 
problem first hand, not too 

long ago.
I was on a ferry headed to 

an island. Once the ferry is 
underway you are allowed 
to get out of your car and 
walk around. I have been 
on this ferry trip before so 
I headed to the back of the 
boat because that is where 
I love to be. The views are 
spectacular. Fish, birds, 
water, sunrises, sunsets 
and so much more can be 
seen. To me, the wonders 
of all creation can be seen 
from the back of the boat. 
But as I walked the deck, it 
was distressing to see that 
almost half the cars on the 
ferry had people in them on 
their “gadgets.” They were 
talking, Tweeting, gaming, 
emailing and Googling. I 
couldn’t believe it. Why 
would you pass up this for 
an email or a FB post? (See 
sunset photo, page one!)

OK – I get it. Maybe you 
aren’t a beach or water 
kind of person. Maybe the 

purposes is probably nec-
essary. But, you don’t need 
to take your tablets, laptops 
or whatever else you have 
along with you. And FYI: 
using your phone for any-
thing other than emergen-
cies or directions defeats 
the whole purpose. Let 
those unwanted calls roll 
right over to voice mail and 
don’t check those e mails. 
The world will survive a 
few days without you. 

If you’re in the middle 
of your busy season and a 
long weekend just isn’t in 
the  game plan, take an af-
ternoon or an evening and 
do something fun. Take in a 
game, go out to dinner with 
family and friends, go shoot 
some hoops or some pool. 
Do something to shake the 
cobwebs out. Nothing beats 
back stress like laughter and 
good times. 

Now, I am in no way sug-
gesting that you just walk in 
and announce that you are 
taking a vacation or a long 

weekend. I’m sure your 
company has rules about 
time off and how far out 
you need to schedule it, and 
who you need to schedule 
it with. Those rules should 
be followed so you don’t 
put your company at the 
disadvantage of being a 
person down while you go 
play. Planning any time 
off includes letting your 
co-workers know what you 
have going on so they can 
plan for your absence. 

And, I am in no way 
suggesting that all those 
electronics we have ac-
cumulated are bad either. 
They help us in ways that 
some of us never imagined 
but as Pete Seeger once 
paraphrased, “To every-
thing there is a season.” 
(Meaning there is a time 

Maybe hiking in the mountains or exploring where that 
back road leads you is more your “thing.”

and place for everything.) 
Sometimes we need to em-
brace our electronics but 
sometimes we need to leave 
them sitting on our tables 
and desks. 

The world is a big, beau-
tiful place with amazing 
things happening in it 
every day. Don’t miss it for 
a Tweet!

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 regu-
lar contributor to various 
trade magazines for several 
years. Please send your 
thoughts on this or any 
other article to sharon@
artisticstonerichmond.com.

Continued from page 1 
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game, go out to dinner with 
family and friends, go shoot 
some hoops or some pool. 
Do something to shake the 
cobwebs out. Nothing beats 
back stress like laughter and 
good times. 
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gesting that you just walk in 
and announce that you are 
taking a vacation or a long 

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
AN Ohio church con-

gregation ordered 
a pizza from Domino’s 
during a service, then tipped 
the driver more than $1,000 
that had been collected for 
the offering.

The driver brought the 
$5.99 pizza to Sycamore 
Creek  Church  in  
Pickerington in suburban 
Columbus on Oct. 4. The 
Rev. Steve Markle brought 
her onstage and asked her 
the biggest tip she’d ever 
received. She said about 
$10.

Church Gives Pizza Delivery 
$1,000 Tip from Collection Plate

That’s when Markle 
told her the teaching at 
the church lately had been 
about generosity, so the 
congregation had taken up 
an offering for the driver. 
She broke into tears.

The Columbus Dispatch 
reports that the congre-
gation was wrapping up 
a sermon series on “I was 
Broke. Now I’m Not.” The 
church has an attendance 
of about 500 to 600 people 
each week.

Source: The Columbus 
Dispatch, www.dispatch.
com .

“One of the 
most glo-

rious messes in 
the world is the 
mess created in 
the living room 
on Christmas day. 
Don’t clean it up 
too quickly.” 
– Andy Rooney 
American writer, 
producer, humorist

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone Sleeves
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With my husband 
Ken having 
taken a job 

with another company last 
year I run the business’s 
day-to-day activities. 

I meet the guys at the 
shop in the morning to dis-
cuss jobs and they check 
in with me throughout the 
day. (Or I track them down 
if they don’t!)  I then spend 
the day at the showroom 
/ office and don’t end up 
back at the shop until the 
next morning, unless some-
thing is going on.

 Although Ken is no lon-
ger there on a daily basis he 
still handles sales tax, pay-
roll and audits, and I call 
him for technical advice 
when needed.  Payroll is 
one of those things I have 
always left to him.

 A couple of years ago we 
installed a time clock. We 
had avoided this because 
we really weren’t ready to 
work that way, but as most 

Jodi Wallace
Owner, Monarch Solid 
Surface Designs

How Goes that Payroll?

business owners know, 
you can only be taken ad-
vantage of so much before 
decisions need to be made. 

My husband and son set 
up the time clock, which 
has actually worked out 
very well – when the guys 
would actually clock in! 
(Please note the time clock 
is mounted on the wall just 
inside the door they walk 
through every morning– 
translation: it’s a little hard 
to miss it!!)

When we asked why 
they weren’t clocking in 
we were repeatedly told 
they “forgot,” because they 
were so used to “signing” 
in. To help them “remem-
ber,” Ken created a work-
sheet of sorts. It sits on a 
shelf just below the time 
clock. It has the employees 
name and the dates within 

the pay period. They punch 
in and then write what time 
they start, sign in and out 
for lunch (if they are at the 
shop), and what time they 
leave at the end of the day. 
Pretty basic stuff.

Wednesday morning as I 
was getting ready to leave 
the shop, one of my fab-
ricators offhandedly in-
formed me, “We’re out of 
worksheets.” I texted my 
husband and son to ask 
where I could find a copy, 
then printed one and left. 
Talking to my husband later 
that night he looked at me 
and said, “Shoot, is it pay-
roll this week, already?”

When Ken and Shane 
were working at the shop 
they would pick up the 
“worksheet” when they 
were doing payroll and sta-
ple it to the computer-gen-
erated timecards from the 
time clock. 

Please turn to page 22

Varmint County

The holiday season 
is in full swing 
here in Varmint 

County as everyone has 
completed the digestion of 
Thanksgiving turkey and 
is now anticipating the 
consumption of prodigious 
portions of Christmas ham.

Not to say that holidays 
around here revolve en-
tirely around food, but for 
many, such amenities as 
giving thanks or wrapping 
gifts to place under a tree 
take second stage to the eat-
ing, belching and rude gas-
tric noises, not necessarily 
in that order.

Still, holiday cheer does 
make Varmint County a 
gentler, kinder and there-
fore more pleasant, place 
to live. For instance, 
Corky Haig has recovered 
from his recent misadven-
ture involving a female 
mud-wrestling tournament 
and the Dead Rat Tavern 
has already held the first of 
two auctions to raise money 
for Toys for Tots. 

Corky’s arch-rival in the 
tavern business, Barney 
Hockmeyer, even brought 
his Rocky Topless Lounge 
crowd down from the 
mountains to participate 
in the auction. Of course, 
that gang has little choice 
if they’re looking for a wa-
tering hole, since clan pa-
triarch Caleb Hockmeyer 
burned the Rocky Topless 
Lounge to the ground a 
couple of months back.

But the talk of the county 
this year revolves around 
former County Judge Hugh 
Ray Jass and his decision, 
after several years have 
lapsed, to reinstate the 
Jass Family Thanksgiving 
Celebration, complete with 
the firing of a Civil War era 
cannon.

You might recall that 
Hugh’s grandpa, old 
Cornelius Jass, had a tradi-
tion for years of flying the 
Confederate Stars & Bars, 

playing “Dixie” over loud-
speakers and firing off his 
smooth-bore howitzer every 
Thanksgiving, which old 
Cornelius termed “Mister 
Lincoln’s Holiday.” 

When the old man fi-
nally passed on to that big 
Cotillion in the sky, Hugh 
Ray, embarrassed by his 
grandfather’s intractable 
attitude, suspended the tra-
dition and donated the can-
non to the Varmint County 
Historical Society.

Only when Hugh moved 
into old Cornelius’ antebel-
lum home did he discover a 
hidden room in the basement 
and a diary that showed that 
Cornelius’ father, Colonel 
Cornelius Jass of the Third 
Georgia Cavalry, had 
been a conductor on the 
Underground Railroad, and 
as a staunch abolitionist, had 
helped hundreds of escaped 
slaves find their way north 
to freedom before the Civil 
War broke out.

Perplexed, Hugh asked his 
great aunt Penelope, “If he 
was so strong against slav-
ery, why did the old man 
fight for the Confederacy?”

“Well, Hughie, I asked my 
daddy that same question a 
few years before he died. He 
just said, ‘I never did like 
Yankees all that much,’ ” 
the old lady replied with a 
chuckle.

At any rate, Judge Hugh 

Boomer Winfrey  
Varmint County 
CorrespondentKisokonee Indians Talk Turkey, but

Thanksgiving Land Grab Backfires 

Ray decided it was time to 
bury the hatchet with his 
forefathers, and invite ev-
eryone else in the county to 
use the Jass Thanksgiving 
feast as an excuse to re-
solve old differences and 
forget and forgive, in the 
true spirit of Thanksgiving.

He invited the Haig clan, 
which traces their roots to 
the old Confederacy, and 
the Hockmeyer clan, who 
were all pro-Union moun-
tain men, to have dinner at 
the Haig mansion and cel-
ebrate a reconciliation of 
sorts, with the traditional 
firing of the Jass cannon to 
kick off the season of peace 
on earth and good will to-
ward all.

Things got compli-
cated right off the bat 
when Carlisle Gump, also 
known as Chief Carlisle 
He-Who-Runs-With-the 
Wolves Blackfeather of 
the Kisokonee Band of the 
Eastern Cherokee Nation, 
complained that reconcili-
ation between Rebels and 
Yankees left his people 
out of the picture.

“Carlisle, I didn’t include 
your people because there 
is no ‘Your people,’” Hugh 
Ray replied. “You know the 
Cherokee Nation refused to 
recognize the Kisokonee 
Band a few years back. 

Please turn to  Page 11
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I really couldn’t figure 
out if it was an imperson-
ation, or for real. What was 
even more confusing was 
the person’s name: Pat. 
That could be a guy or a 
gal’s name.  

Pat began telling me that 
a marble column in his/her 
house was ruined by one of 
the maids. My first thought 
was, holy crap– Pat has 
more than one maid? Must 
be tough, I thought.  

Pat kept babbling on and 
on about how disastrous 
this whole situation was, 
and I really wasn’t follow-
ing the spiel very well. I 
finally got that the maid 
used a marble cleaner on 
the column and it left some 
kind of streak. I thought 
this job was just going to 
be a simple clean it again, 
but no, Pat insisted that I 
come out and take a look. 

Fortunately, it was only 
5 minutes away. I finished 
my cup of jo, checked 
to make sure my watch 
was set an hour back and 
hopped in the ole Woody 
to head to Pat’s address.

I pulled the ole Woody 
and my old bones up to this 
house, which looked as big 
as the Biltmore House in 
Asheville, NC. If you’re 
not familiar with the 
Biltmore, look it up. It’s 

huge, with awesome stone 
masonry, something like 
300 rooms and 50 baths, 
built by the Vanderbilts 
back when there were rail, 
timber and oil tycoons liv-
ing it up in style. 

As soon as I got out of 
the car a tall, pale gen-
tleman dressed in a tux 
opened the door and mo-
tioned me to come in. 
He didn’t say a word so I 
followed him. The house 
was very cold and I don’t 
mean just the air tempera-
ture. The furniture looked 
old and the whole place 
reminded me of a haunted 
house. I was expecting 
Lurch or Uncle Fester to 
greet me any minute.  

The guy in the tux led me 
up a long flight of stairs. 
The stairs were all solid 

marble, not to mention the 
walls and everything else. 

As we reached the top 
of the stairs a lady with a 
long, flowing gown was 
standing there. She was 
very tall and slender. She 
had a cigarette, and I kid 
you not, stuck into one of 
those long cigarette hold-
ers. Holy crap, I thought. 
It’s Morticia Addams. She 
extended her hand as if she 
wanted me to kneel and 
kiss it, and then she broke 
the weird moment when 
she spoke.  

“Hi, I’m Pat, we spoke 
on the telephone… hehe-
hehehe.” Yup, just like Pee 
Wee Herman. Somehow 
the voice didn’t match 
the body, face or anything 
else, for that matter. 

Order Item  
1266

$10.45

Call Toll-Free to Order 

800-575- 4401

Available at

120 pc. Box

Consistent Quality
Kiln Dried
Excellent Snap
Feathered Tips
Convenient Packaging
Proudly made in USA

Minnesota State Capitol Restoration 
Features Several MIA Members

Past MIA president 
Monica  Gawet 
(Tennessee Marble 

Company) recently stated: 
“There are many firms 
here in the US that do out-
standing commercial stone 
work.” The Minnesota 
State Capitol Building res-
toration project certainly 
highlights that sentiment.

This is the first compre-
hensive preservation of 
the Capitol building since 
its original construction in 
1905. The exterior of the 
building is Georgia White 
marble. It is a $272.7 mil-
lion, three plus-years res-
toration and renovation 
project featuring historical 
lighting fixtures, marble re-
pair and restoration, as well 
as other interior and exte-
rior upgrades. For the stone 
component, several MIA 
members are involved: 

Bonstone, Italmarble Pocia, 
Polycor, Tennessee Marble 
Company, Twin City Tile 
& Marble Company, and 
Cutting Edge Stone.

Twin City Tile & Marble 
Company was the lead MIA 
member onsite with respon-
sibilities including: field 
measure of all stones; shop 
ticket creation and coordi-
nation with architects (HGA 
and WJE); creating full size 
models of carved elements 
for use by the fabricators; 
stone acquisition; and, 
working with field carving 
of new stones to match ex-
isting profiles.

Joe Becker, Twin City 
Tile & Marble Company, 
serves as the overall proj-
ect manager. He indicated: 
“Projects like this one are 
a ‘once-in-a-lifetime’ op-
portunity. The combination 
of restoration/fabrication 
being done using modern 

technology, coupled with 
hand-precision of our store 
carvers is just remarkable.” 

Gawet commented that 
the complexity of this proj-
ect is worthy of a broader 
case study. She added: 
“There were hundreds of 
cut pieces on the project 
varying in shape, length 
and thickness. While 
molds were primarily cut 
on a CNC, many required 
hand cutting returns in the 
shop. Because there were 
a limited number of repeat 
shapes or sizes, the CAD/
CAM programing was time 
consuming as well.” 

P o l y c o r ’ s  S y l v i e 
Beaudoin was the project 
manager coordinating all 
the raw material selection, 
fabrication details and de-
livery schedule require-
ments to the fabricators 
involved.

Please turn to page 10

The Stone Detective
Continued from page 1 

Please turn to page 12 
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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!

 Portable

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

Minnesota State Capitol Restoration 
Features Several MIA Members

In many respects she made the 
project run smoothly and effi-
ciently prior to the onsite field 
work.

Becker and Steve McIntosh 
(project manager for field mea-
surement efforts and manage-
ment of the day-to-day onsite 

operations) recently led a small 
tour for the Marble Institute of 
America (MIA) to showcase the 
type of stone work that many in 
the stone industry never have a 
chance to see first-hand.

High up in the scaffolding of 
the building, the complexity of 
the project was evident. The role 

of the “old world” craft of three 
stone carvers displaying their 
trade, each beaming with pride 
that their work will help preserve 
the building at least another 100 
years, was also a highlight of the 
tour. 

The amount of training each 
had was equally impressive. With 
a “master stone carver” certifi-
cation, Mark Wicksrom studied 
for two years in France with the 
French Stone Mason’s Guild, 

and also participated in a one-
year study program carving at the 
Notre Dame Cathedral of Reims. 
Margaret Moore is a graduate 
of the American College of the 
Building Arts in Charleston SC. 
She trained with Simeon Warren, 
as well as under a German Master 
Carver, Frank Haufe. Her resume 
includes work on the Lincoln 
Cathedral Works department. 
Scott Halverson has been carv-
ing stone since the mid-90s and 
is a Professional Member of the 
Stone Carvers Guild. He has also 
been mentored by store carvers 
associated with the Elisabet Ney 
Sculpture Conservatory.

Becker commented: “It is won-
derful that the stone carving craft 
is still available and their skills 
compliment what we had fab-
ricated by machine in Georgia, 
Tennessee, and Italy.”

The Capitol is on schedule to be 
fully reopened for the 2017 ses-
sion, with some minor restoration 
work continuing until later that 
year. Look for an expanded arti-
cle about this project in the next 
issue of the Slippery Rock.

Steve McIntosh and Joe Becker (Twin City Tile & Marble Company), Patrick 
Perus (Polycor), Bernie Van Etten III, Joshua Levinson (Artistic Tile), and 
Michael Schlough (Park Industries) joined Jim Hieb (not pictured) on the tour.

Continued from page 8 

“ Iam not say-
ing  th i s 
Congress is 

bad at its job. I’m 
just saying that this 
Congress is equiva-
lent to a skunk with 
its head in a jar 
of Skippy peanut 
butter.”

–Jon Stewart

“Iam not say-
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They told you that as best 
they could determine, you 
might be one sixty-fourth 
Cherokee on your grand-
mother’s side, but then 
again she might have been a 
Choctaw, or even a Caddo. 
They couldn’t be sure.”

Carlisle, having just been 
divorced by his fourth wife, 
had applied for member-
ship in the Eastern Band of 
Cherokees so he could move 
onto the reservation and 
land a job posing for tour-
ists wanting a photograph of 
their kids with a real Indian 
Chief.

Rejected by the Tribe, 
Carlisle didn’t give up. 
When that consortium of 
Chinese investors decided 
to open up a water park in 
the Town of Confusion, 
formerly Pleasant View, 
over on the eastern fringes 
on Mud Lake, Carlisle once 
again tried to get federal rec-
ognition for his Kisokonee 
Band.

“I talked to some gentle-
men from Hong Kong who 
were here for the grand 
opening of the water park. 
They seemed real interested 
in financing a casino if I 
can get the U. S. govern-
ment to recognize our sta-
tus as Native Americans so 
we can buy some land and 
get it proclaimed a reserva-
tion,” Carlisle, rather, Chief 
Blackfeather, told lawyer 
McSwine.

Philbert, for a small fee 
and a promise of a cut of 
the proceeds, happily filed 
all the necessary papers and 
the chief is now eagerly 
awaiting official recogni-
tion by the Department of 
the Interior. To strengthen 
his argument, he makes fre-
quent appearances at all pub-
lic gatherings, along with his 
latest wife, Princess Blossom 
Bonnet Blackfeather, the 
former Sally Ann Pinetar. 

“Well Judge, it’s hard to 
see how you can celebrate a 
reconciliation of North and 
South and leave out Native 
Americans. Yankees and 
Rebels both stole the land 
equally from us in the first 
place,” Carlisle argued.

Finally Hugh Ray relented 
and told Chief Blackfeather 
that his tribe was invited 
to the Thanksgiving feast. 
Carlisle’s tribe consists of 
his wife and a half dozen 
of his pool-shark cronies 
from down at Smiley’s 
Pool Emporium, along with 
Varmint County’s only gen-
uine Native American, old 
Julius Cornhusker, who lives 
by himself over on the side 
of McCracken’s Peak.

The  Jass  Fami ly 
Thanksgiving was quite a 
sight to see. The Haigs all 
showed up in their ances-
tors’ Confederate uniforms, 
borrowed for the occasion 
from the Louisiana branch of 
the family. The Hockmeyers 
arrived sporting blue Union 
uniforms, more or less. 
They were actually Spanish-
American War uniforms 
rented from a  movie set 
down in Florida.

Doc Filstrup came sport-
ing a white surgeon’s smock, 
prepared to treat casual-
ties from either side, while 

Archie and Gabby Aslinger, 
Judge Hard Time Harwell 
and the rest of Hugh Ray’s 
poker buddies dressed as 
civilians with no particular 
affiliation.

The Haigs brought the tur-
keys, a dozen or so wild gob-
blers that they shot over in 
Haig Hollow a couple of days 
earlier. The Hockmeyers 
cooked three whole hogs and 
brought those as their con-
tribution while Hugh Ray’s 
wife and aunts cooked up the 
biggest mess of yams, fried 
okra, green bean casseroles, 
dressing and giblet gravy 
ever seen in Varmint County.

The Kisokonee Band of 
the Eastern Cherokee arrived 
decked out in full regalia, 
and appeared to bring noth-
ing but their appetites. Old 
Julius Cornhusker did bring 
a jug of his patented “Bug 
Juice,” which he happily 
shared with many members 
of the Haig and Hockmeyer 
clans.

Continued from Page 7

Varmint County

Please turn to  Page 17
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The Stone Detective
Continued from Page 8

Well, the first mystery was 
solved, that had to be Pat’s real 
voice. She pulled her long dress 
up off the floor and told me to 
walk this way. 

I started laughing because 
it made me think of that line 
in Young Frankenstein where 
Marty Feldman said the same 
thing, and everyone limped all 

hunched over the way he did. I 
resisted the temptation to do the 
same. The situation was already 
too weird, even for me.

Pat led me back downstairs 
and into an empty room.  The 
room was round and surrounded 
by large columns. It had a very 
cold air about it. She pointed to 
one of the columns. I walked 
over to the column and saw 
a large green streak running 

down. At first I thought that was 
odd for a marble cleaner of any 
kind to do. Upon a closer look I 
saw exactly what was wrong. I 
asked if I could inspect the other 
columns.

I touched each of the green 
marble columns and they were 
all solid green marble. None of 
them had the problem. I turned 
around and asked Pat if she’d 
had any of the columns replaced. 
She told me that she didn’t, but 
she also was not the original 

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

owner. I walked her over to the 
problem column and told her, 
“The reason you have a streak 
like this is because this column 
is wood. Someone painted it to 
look like green marble–and did 
a really good job. The cleaner 
one of your maids used contains 
a solvent which works like a 
paint remover. Your maid sim-
ply removed the paint.”

 I thought Pat was going to 
faint. I told her that she should 
replace this column with real 
marble like the others or call in 
someone like my concrete art-
ist friend Eugenia to faux paint 
it. She thanked me and handed 

me her cigarette to hold while 
she wrote me a check. Got to 
love jobs like this. Another case 
solved.

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

Want to Visit the Real Bedford Falls?

Was the Upstate New York 
village of Seneca Falls 

Frank Capra’s inspiration for 
the design of Bedford Falls 
in the movie It’s A Wonderful 
Life?

Karolyn Grimes, the actress 
who played Zuzu, one of the 
children of George and Mary 
Bailey (James Stewart and 
Donna Reed) in the American 
movie classic, thinks it was.

“When I came around the 
corner and saw [Seneca Falls’] 
main street, I gasped and 
said, ‘This is Bedford Falls!’” 
Grimes then saw the steel 
bridge that flows over the canal: 
“It is nearly a replica of the 
same bridge that George Bailey 
had grown up with all his life.”

Physical similarities between 
Seneca Falls and Bedford Falls 
are striking. In addition to the 
architecture along the main 
street and the steel truss bridge, 
Seneca Falls has many Second 
Empire Victorian homes (like 
the large, old house George 
and Mary owned in the movie). 
Both towns have a canal. In 
1945, when the movie was shot, 
Seneca Falls was a mill town, 
just like Bedford Falls. Seneca 
Falls had the globe street lamps 
seen in the movie and even had 
a median on a portion of its 
main street.

There were also similarities in 
the towns’ characters. Both had 
a large Italian community and 
both had a neighborhood where 
people of modest means could 
live comfortably, courtesy of 

the generous terms of a commu-
nity leader. In the movie it was 
“Bailey Park,” named in honor 
of George Bailey’s family build-
ing and loan; in Seneca Falls it 
was “Rumseyville,” named after 
the owner of one the town’s 
large pump manufacturers.

It is documented that Capra 
was in New York City in 
November 1945 trying to talk 
Jean Arthur into the female 
lead in It’s A Wonderful Life. A 
check of historical maps shows 
that the most direct route in the 
’40s from New York to Auburn, 
where his aunt reportedly lived, 
would have been west across 
NY Route 17 and then north 
when he got to the southern 
Finger Lakes region – a route 
that would have taken him 
through Ithaca and then Seneca 
Falls.

Seneca Falls’ town leaders are 
so sure it served as Capra’s in-
spiration that they have created 
an It’s A Wonderful Life festival. 
This year’s event is December 
7-9 and will include a screening 
of It’s A Wonderful Life, during 
which featured guest Karolyn 
Grimes will discuss her expe-
riences shooting the movie.  

Please turn to  Page 36
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The following can all be caused by
a simple head injury:

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

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

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

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

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

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

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

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

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

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

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

$300/ea $11/ea

Old-style corbels

The following can all be caused 
a simple head injury:

to happen to your customer’s child?

• Prolonged loss of consciousness

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

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

Suspicion of intentional injury (abuse)
Severe, persistent, or worsening headache

You can onlY gET

ThE original

i-BracE

at Braxton-Bragg

Santa Claus has been chosen to 
represent the people of North 

Pole. Really.

The Fairbanks Daily News-
Miner reports that a man whose 
legal name is Santa Claus won 
a write-in campaign for an 
open City Council seat in the 
2,200-person Alaska town of 
North Pole.

He began campaigning in his 
red velvet suit just two weeks be-
fore the Oct. 6 election. Claus re-
ceived 58 votes and a seat on the 
six-person Council.

No official candidates had filed 
for the two City Council posi-
tions. The second open seat was 
won by write-in candidate Elyse 
Dawson, a youth pastor at the 
North Pole Assembly of God.

Mr. Claus is the former presi-
dent of the North Pole Chamber 
of Commerce.

Source: Fairbanks (Alaska) 
Daily News-Miner, www.news-
miner.com .

Santa Claus 
Elected to North 
Pole City Council

Prison Garb Mix-Up Means More Coats for the Homeless

Hundreds of winter coats 
earmarked for inmates near 

Philadelphia will instead warm 
the homeless because they ar-
rived in a too-familiar shade of 
prison blue.

Officials say the tan coats they 
ordered for the Bucks County Jail 
arrived in a shade similar to the 
coats worn by guards.

So women inmates in 
Doylestown, Bucks County, have 
helped with some tailoring.

The Bucks County Courier 
Times reports that the 400 coats 
now have a new flap sewn over 
the word “inmate” and are on 
their way to homeless shelters and 
outreach programs.

County spokesman Chris 

Edwards says the county won’t 
have to pay for the items be-
cause of the shipping error.

Source: The Intelligencer, 
http://www.theintell.com

N ever put off 
till tomorrow 

what may be done 
day after tomorrow 
just as well.”

– Mark Twain–

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

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

Sinkmate Chopper  
by Edgemate Stone Tools

FREE Viper 
6 inch Con-
tour Blade 

 Item # Description  OUR Price 

 5100 Sinkmate Chopper TS6 Saw $2,299.00

 7421V Viper Contour Diamond Blade, 6” FREE

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

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

MADE IN THE USA

Five 20 Percent Rules

Not long after I 
went into busi-
ness, a very sea-

soned businessman took 
me under his wing. I have 
often said that neither my 
business nor my mar-
riage would have survived 
without his advice and his 
insistence that I follow it.

One of the many lessons 
he drummed into my head 
over those many years of 
getting up early for coffee 
was that I needed to stop 
measuring the performance 
of the business in dollars. 

He insisted that dol-
lar signs were too emo-
tional and that they cloud 
good judgment and deci-
sion-making.  Instead, he 
said that percentages were 
the best way to plan the 
future and the best way to 
evaluate past performance.

That advice has been 
proven to be true in every 
area of the business, from 
financial performance, to 
production output, to sales.

In this article, I want to 
step into the role of busi-
nessman/mentor and insist 
that you consider the “20 
PERCENT RULE:”

For every one of the fol-
lowing proven sales prac-
tices you ignore, your sales 
drop by 20%.   

1. Qualify Prospects 
Simply quoting every 

job, large or small, com-
mercial or residential, re-
tail or contractor with no 
boundaries or consider-
ation for who your target 
client is guarantees that 
your sales will be 20% 
lower.
 
2.  Schedule Face to 
Face Presentations
 Attempting to convey 
value to clients exclusively 
via phone and email, be-
cause you believe a trip 
to the client’s home or job 
site is a waste of time will 
cost a fabricator at least 
20% of his sales because 
it limits and even dimin-
ishes the ability to develop 

relationships, which many 
sales are built on.

3. Be On-time For 
Appointments and 
Quotes  

Sadly, very few clients 
expect contractors to show 
up on time and for good 
reason… many of them 
don’t. Those that don’t 
will experience 20% lower 
sales! In the contracting 
world, simply showing up 
on time for appointments 
and providing quick quotes 
is a cheap and easy way to 
exceed the client’s expecta-
tions, and get the sale.

 Aaron J. Crowley
Crowley’s Granite 

Concepts

4. Promptly Follow Up
How many times have 

you waited too long to fol-
low up on a quote only to 
find out that they already 
have their new counters?  
Sales people who delay 
the follow up call, asking 
if they received the quote, 
asking if they have ques-
tions, or asking for the sale, 
will again see at least an-
other 20% of their potential 
sales slip through their fin-
gers and into the hands of 
their competitors.

5. Ask For the Sale 
Often, the fear of losing 

the sale will prevent sales 
people from asking for it.  
Many clients (about 20% 
of them) need a little nudge 
to help them finalize their 
decision.  To qualify a lead, 
schedule an appointment, 
provide a quote and fol-
low up on it, and then fail 
to ask for the sale you have 
worked so hard to earn, is a 
shame.  And it’s a sure-fire 
way to reduce your sales by 
20%.

The businessman who 
taught me the power of 
measuring by percentages 
was famous for his blunt-
ness and to-the-point ad-
vice. I suspect that if he 
was writing the conclusion 
to this article, this is how he 
would end it.

Measuring sales in dollars 
is emotional. Measuring 
sales in percentages is 
effective.

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

Dollar 
signs 
are too 

emotional and 
cloud good 
judgment and 
decision-making.

“You cannot correct an old person every time 
they say something offensive. You would never 
make it through Thanksgiving dinner.’’

— Stephen Colbert

Shop www.braxton-bragg.com for the Sinkmate Chopper 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

Backorders 
Leaving You

Less Than 
Satisfied?

And you’ll know UP FRONT if an item is not in 
stock for any reason. If you’re sick and tired of 
backorder hassles, call 800-575-4401 or visit:

www.Braxton-Bragg.com

Not If We Can Help It…
(And We Can!)

We Deliver 99.27% of Our Customers’ Orders
in 2 Days or Less.

A good conscience 
is a continual 

Christmas.

–Benjamin Franklin

BSI Announces 2016 Tucker Design 
Awards Call for Entries

Building Stone 
Ins t i tu te  has 
announced a Call 

for Entries for their 2016 
Tucker Design Awards 
competition. Sponsored 
by Building Stone 
Institute (BSI), the Tucker 
Design Awards are the 
natural stone industry’s 
most prestigious archi-
tectural awards program. 
Tucker Design Awards 
recognize and honor those 
professionals whose proj-
ects achieve excellence in 
the use of natural stone in 
design and construction. 

Categories do not limit 
project award selec-
tion. All aspects of nat-
ural stone installation, 
whether exterior building, 

landscape, interior design, 
ornamentation or resto-
ration of commercial, in-
stitutional or residential 
projects are considered in 
the Tucker Design Award 
selection process.

 
The esteemed jurors for 
the 2016 program will 
include:
•  L. Azeo “Ace” Torre – 
Torre Design Consortium-
A r c h i t e c t u r e  a n d 
Landscape Architecture;
•  F. Macnaughton “Mac” 
Ball – Waggoner & Ball 
Architects; and
•  Jack W. Davis – Editor, 
Publisher at The Chicago 
Tribune (retired), all cur-
rently in New Orleans, 
LA.

 
Who May Enter

Architects, landscape ar-
chitects, interior design-
ers, restorers and other 
design professionals 
are encouraged to enter. 
Suppliers and installers 
of natural stone materials 
used in a project may sub-
mit entries on behalf of 
the designer.

 

Electronic Submissions
Entries are due January 

15, 2016. The Entry 
Form,  Submiss ion 
Guidelines & more can 
be found online at:

 
www.buildingstone 
institute.org/about-us/
programs/tucker-de-
sign-awards. 

Electronic Submissions 
will be due March 11, 
2016.

Presentation of Awards
The 2016 Tucker 

Design Awards will be 
presented to the win-
ning project’s architect 
or landscape architect 
October 20, 2016 at 
the Contemporary Arts 
Center, New Orleans, 
Louisiana.

Contact BSI for details 
on how to attend or join 
the BSI. Call (518) 803-
4336 or visit their website 
www.buildingstoneinsti-
tute.org .

landscape, interior design, Electronic Submissions
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– Will Rogers 1879-1935

“I guess there is nothing 
that will get your mind 
off everything like golf. I 
have never been depressed 
enough to take up the 
game, but they say you get 
so sore at yourself you

Woman Stops Intruder with Medieval 
Combat Skills and a Sword

AN  Ind iana  woman  
says  her training 

in medieval combat helped 
her corner a home intruder.

Karen Dolley, 43, woke up to 
find the man standing in her hall-
way early in the morning and 
instinctively began protecting 
herself.

“I could see the guy standing 
right about here and I just came 
out of the bathroom and started 
punching, and yelling get out, 
get out, get out!” Dolley told the 
local TV station.

Dolley punched him in the 
face at least 10 times before she 
grabbed her large Japanese com-
bat sword, according to the news 

Once again we 
find ourselves en-

meshed in the Holiday 
Season, that very spe-
cial time of year when 
we join with our loved 
ones in sharing centu-
ries-old traditions such 
as trying to find a park-
ing space at the mall. 
We traditionally do this 
in my family by driving 
around the parking lot 
until we see a shopper 
emerge from the mall, 
then we follow her, in 
very much the same 
spirit as the Three Wise 
Men, who 2,000 years 
ago followed a star, 
week after week, until 
it led them to a reserved 
parking space (stable).

– Dave Barry

Christmas Shopping

report given to station WXIN.
The Indianapolis Star also re-

ports Karen Dolley of kept the 
intruder subdued with a Japanese 
sword she keeps near her bed.

Dolley says she learned to fight 
as a teenager in the Society for 
Creative Anachronism, a group 
that recreates skills of the Middle 
Ages. She also skates with roller 
derby team Naptown Roller Girls.

Police responding to Dolley’s 
911 call arrested 30-year-old 
Jacob Wessel of Greenwood, 
charging him with residential 
entry. Police say he forced open 
the home’s back door. Police re-
ports say he was taken to a hos-
pital because he was high on an 
unknown substance.

Source: The Indianapolis Star, 
www.indystar.com

forget to hate your enemies.”

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

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!

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

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9096/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9096/
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9096/


slIppery rock GazeTTe decemBer 2015  |  17  

Paramedic in wedding dress works crash 
on the way to her reception

When Sarah Ray’s 
father and grand-

parents were in a car crash 
on the way to her wed-
ding reception, the off-
duty Tennessee paramedic 
rushed to the scene in her 
wedding dress.

“My dad called my hus-
band and said there had 
been an accident,” Sarah 
Ray said. “All he told 
him was there had been 
a wreck, and the car was 
totaled. We didn’t know 

anything about 
injuries.”

Ray found her 
grandmother in an ambu-
lance with injuries from 
the air bag and seat belt 
that were serious enough 
to send her to the hospital, 
but not life-threatening.

“One of the first things 
she said to me was sorry 
she ruined my wedding 
day,” Ray said. Ray as-
sured her grandmother she 
had done no such thing.

As she walked back to 
the car in the drizzling 
rain, holding her wed-
ding dress off the ground, 
ambulance and fire truck 

behind her, Ray’s mother 
snapped a photograph.

The photo was posted to 
the Montgomery County 
government’s Facebook 
page with the caption, 
“How dedicated are you 
to your job?” The caption 
briefly explains the cir-
cumstances of the photo 
and concludes, “Thank 
you, Sarah, for loving what 
you do!”

In an October 3, 2015 
photo, Sarah Ray, in her 
wedding dress, attends to 
a car crash in Clarksville, 
Tennessee. Ray’s father 
and grandparents where in 
a car crash on their way to 
Ray’s wedding reception. 
Ray, who is a paramedic, 
went to the scene to check 
on her relatives. 

Source: Montgomery Co, 
Tennessee Facebook page,
Photo © Marcy Martin 
Photography 

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   $145.95 

Why spend $36.00 MORE

Braxton-Bragg sells for less!

Screen Capture
11-8-2015

GranQu
artz 

Website

at ?

end of year 

LOW price!

Continued from Page 11

Varmint County

“What’s in the Bug 
Juice?” Archie Aslinger 
asked Julius.

“Not much, just a few 
mushrooms I found grow-
ing out in the cow patties 
on Ike Pinetar’s farm, along 
with a couple of ounces of 
Peyote buttons my cousin 
out in Arizona sent me for 
Christmas.”

“Thanks anyway, I think 
I’ll stick to Haig Hollow 
moonshine. I want to keep 
the few brain cells I have left 
from my wayward youth,” 
Archie reflected. 

After everyone had eaten 
to the point of exhaustion, 
Judge Hugh Ray com-
menced with the official 
ceremony of reconciliation. 
He invited Elijah Haig and 
Caleb Hockmeyer to shake 
hands, declare the War 
Between the States officially 
at an end and the two old 
men took turns firing off the 
Cornelius Jass  Memorial 
Cannon.

Chief Blackfeather then 
rose to announce that the 
Kisokonee Band of Eastern 
Cherokees had also recon-
ciled with the white man. “I 
have here a deed signed by 
Elijah and Caleb, granting 
the Kisokonees ownership 
of Haig Hollow and all of 
Stinking Creek between 
McCracken’s Peak and 
Mud Lake,” Carlisle loudly 
proclaimed. “We now have 
our ancestral lands returned 
to us and can establish our 
reservation and open up the 
Kisokonee Casino!”

Elijah and Caleb, hav-
ing sampled some of Julius 
Cornhusker’s bug juice, had 
signed what they thought 
was a compact of peace 
and reconciliation with 
Carlisle’s tribe. Instead it 
was a warranty deed for all 

of the Haig and Hockmeyer 
lands, drawn up by lawyer 
McSwine.

“So you are now in own-
ership of all of Haig Hollow 
and Stinking Creek?” Judge 
Harwell asked.

“That’s right your honor. 
This here paper proves it,” 
Carlisle said with a wide 
grin.

“That’s good, because 
the property taxes on that 
land have been delinquent 
for fifty-three years. The 
Haigs and Hockmeyers have 
been squatting on the land 
without paying taxes since 
before anyone can recall,” 
Hard Time announced. “Last 
time I checked, the county 
is owed somewhere in the 
neighborhood of sixty-three 
million dollars, plus interest 
and of course, court fees.”           

Ray’s story went 
viral when the ac-
count and photos 
appeared on the  
Montgomery Co, 
TN  Facebook 
page.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Makita 9565 Grinder
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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 cut-
ting 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 construction, 
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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Guard Your 
Laptop While 
Traveling

IF you are flying to 
or passing through 
Atlanta, you might want 

to keep both hands on your laptop.

According to data gathered by 
Code 42, a backup/data man-
agement company, Atlanta’s 
Hartsfield-Jackson has the high-
est frequency of laptop thefts 
in the U.S. Miami International 
airport came in 2nd, followed by 
Chicago’s O’Hare International 
Airport.

This is bad news for the mil-
lions of Americans who travel 
with their laptops. Seriously, how 
are you supposed to get through 
a long layover if you can’t watch 
“Frozen?”

And the date suggests a stolen 
laptop stays gone. Code 42 con-
cluded that 97% of stolen laptops 
will never be found. How de-
pressing is that? 

The study also found that a 
laptop is stolen every 53 sec-
onds. That translates to 1,600 sto-
len laptops a day and countless 
stolen data. In fact, the average 
consumer stands to lose $342 
on replenishing multimedia pur-
chases alone if their laptop is sto-
len. So, what do you do?

First, and this goes without say-
ing, don’t leave your laptop unat-
tended. If you’re grabbing a quick 
coffee at Starbucks while your 
laptop charges, take it with you. 
No skinny low-fat latte is worth 
losing your Macbook.

And finally, it’s not a bad idea 
to back up your computer before 
you hit the road this holiday sea-
son. Take a moment to store your 
photos, music, and data in a ser-
vice like icloud, Google Drive, or 
Code 42. This way, if the unthink-
able happens, at least you won’t 
lose your entire digital life.

Airports with the highest fre-
quency of laptop thefts: 
1.  Atlanta, GA 
(Hartsfield–Jackson) 
2.  Miami, FL (Miami 
International) 
3. Chicago, IL (O’Hare) 
4.  Orlando, FL  
(Orlando International) 
5.  San Francisco, CA 
(San Francisco International) 
6.  Chicago, IL (Midway) 

7. Los Angeles, CA (LAX) 
8. Denver, CO 
(Denver International) 
9. Houston, TX (George Bush 
Intercontinental) 
10. Philadelphia, PA 
(Philadelphia International) 

If you’re traveling through any 
of these airports on your way to 
TISE East in Orlando (#4 on the 
list) be on your guard.

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

Copyright: www.123rf.com/profile_forestpath

Keep your laptop close to 
you anytime you fly, holiday 
season or not. Data from 
backup/data management 
company Code 42 claims 
that 97% of stolen laptops are 
never recovered.

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

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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Not a Guy Thing

Whenever Christmas 
rolls around, fear 
and  t r embl ing 

run rampant among men. 

This angst has nothing to do 
with the impending arrival of 
out-of-town guests, ingestion 
of old family recipes that should 
have been purged generations 
earlier, or decorating chores 
involving knots of twinkling 
lights last untangled during the 
Eisenhower administration. 

Instead, it has everything to 
do with wrapping presents. 

Shopping is bad enough 
for those of us of the 
Y-chromosome persuasion. We 
never know what to buy, nor are 
we particularly adept at taking 
subtle hints. (For Pete’s sake, 
what wife, daughter, or sister 
wouldn’t want to find a new 
shotgun, chain saw, or cordless 
drill under the tree?) Try as we 
might, we rarely wind up with 
the appropriate item. It’s one of 
the curses of being a guy. 

As far as men are concerned, 
“presentable” covers a vast ter-
ritory meaning “more or less in 
working condition.” 

It’s a matter of practicality. 
When one man asks another to 
“toss me that nine-sixteenths 
wrench, will’ya?” that’s pre-
cisely what he means. Pitch it 
over here, and I’ll catch it and 
use it. He does not intend for 
the wrench to be offered up on a 
platter like pheasant under glass. 

Men take the same no-non-
sense approach with gift wrap. 

 Sam Venable  
Department of Irony

But regardless of how care-
fully/carelessly we acquire 
gifts, that’s merely Step One 
on the road to failure. Step Two 
is making them presentable. 
“Presentable” in estrogen cir-
cles, that is. 

Frankly, we see no need for it. 
If shrink-wrap was good enough 
for the manufacturer, it’s good 
enough for us. 

Nonetheless, sentimental-
ity does overtake us in late 
December, and we foolishly at-
tempt to sheathe the goods with 
gaily colored paper and bows. 
Invariably, all we do is make a 
mess. 

I remember once, as a boy, 
going with my mother to a de-
partment store and watching 
one of the sales clerks gift wrap 
a present. 

(Historical note for anyone 
under the age of 40: Stores pro-
vided this service, either free or 
at minimal cost, back then. They 
also hired enough staff to help 
you carefully select your pur-
chases and check them out in a 
timely manner. Think about that 
the next time you’re standing 
behind 17 people in the three 
checkout lanes – out of 25 – that 
are actually open.) 

With sheets of floral paper 
and streamers of ribbon, she 
transformed a simple box into a 
work of art. 

Note I said “she.” Men cannot 
complete this task with any de-
gree of skill. 

Perhaps there’s a difference 
in the muscular structure of 
male and female hands. Men’s 
fingers may be deft enough to 
perform heart bypass surgery, 
or lay a line of bricks straight as 
a laser beam, or carve intricate 
designs into walnut; but we can-
not fold the edges of wrapping 
paper neatly, tape the ends dis-
creetly, and anoint the creation 
with an ornate bow. 

Instead, what we wind up with 
looks like it was assembled by 
committees working in Iowa, 
Texas, Oregon, and Virginia 
and communicating by Morse 
code. This explains why, on the 
eighth day, God created the gift 
bag. 

And He saw that it was good. 

Sam Venable is an author, 
stand-up comedian, and humor 
columnist for The Knoxville 
(TN) News Sentinel. He may be 
reached at sam.venable@out-
look.com.

Why pay $66.25 for Ager at GranQuartz? 

Save $20 at Braxton-Bragg!

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

MADE IN THE USA

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

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

IF  shrink-
wrap was 

good enough for 
the manufac-
turer, it’s good 
enough for us. 

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

mailto:sam.venable%40oiutlook.com?subject=Slippery%20Rock
mailto:sam.venable%40oiutlook.com?subject=Slippery%20Rock
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10717/
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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? 

11 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 11 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

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

envelope off the ground 
(although I still couldn’t 
figure out where ex-
actly). She went to throw 
it away and for whatever 
reason decided to open 
it first. When she saw it 
was some sort of pay-
check she used her phone 
to go online and looked 
up our company  name 
and number. 

She said she could 
bring it by since she 
lived in San Jose but she 

worked in San Mateo and 
wouldn’t be home until 7:00 pm. 
I asked if she had a shredder. 
She said yes and I asked if she 
would please shred the check and 
I would issue him a new one. I 
thanked her for calling and hung 
up. It was really nice that she took 
the time to locate our number and 
call. Not everyone would have 
put in the effort even if they re-
alized what was in the envelope. 

After Mark had been so rude to 
me that morning I was momentar-
ily tempted keep my mouth shut 
and let him discover the missing 
check on his own… and let him 
freak out a bit. 

But I am supposed to be a 
grown up and the boss (which at 
times is a serious drag!).  I picked 
up my phone and called him.

“Hey,” I said, getting straight 
to the point. “Know where your 
paycheck is?”

“What?” he said. “Yeah, in my 
pocket.” (It was so tempting to 
make a comment but please note 

This is how we set things up:
When the worksheet was com-

pleted it was dropped on Ken’s 
keyboard at the shop and the guys 
then pulled a new pay period 
worksheet from copies stored in 
a folder, on the desk. This is im-
portant to note because as I said, 
I am only there for a few minutes 
each day.

In order for the guys to be paid 
on Friday, payroll has to be en-
tered no later than Wednesday by 
12:00 pm. If the worksheet had 
been sitting on Ken’s computer 
this particular day as in the past 
I would have seen it, picked it up 
and brought it home. 

But no one placed it on the key-
board, handed it to me or even 
moved it to any conspicuous place 
so I would have seen it.  Nope – 
they just punched in for the new 
two week time period and left 
the old completed worksheet sit-
ting on the shelf.  Even if anyone 
had mentioned at any point that 
we were out of worksheets that 
would have triggered a response 
something. But no one thought it 
important enough to mention, it 
so it never crossed my mind.

On Thursday morning, after 
Ken and I discovered we had 

How Goes that Payroll?
Continued from page 7 missed the deadline for direct 

deposit. I made it a point to tell 
the guys that because no one 
thought to put the completed 
worksheet on the keyboard or 
even mention to me that we 
were out of new worksheets, 
there was no way we could do 
a direct deposit because we had 
missed the cutoff cutout day. 
Instead, we would have to go to 
Plan B: issue paper paychecks. 

There were was definite 
grumblings and my shop fore-
man informed me, “You should 
know this. You’ve been doing it 
for a long time.” He gave me a 
nasty look. “I have a post-dated 
check for my rent.”

I looked back at him and didn’t 
budge. “Actually, I don’t now, 
never did, and STILL don’t do 
payroll. This time clock thing… 
it hasn’t been here very long 
right? What… three years? 
Four?” I looked around. “And 
how is it out of five guys here, 
only one thinks to mentions to 
me on Wednesday that there 
are no more worksheets? How 
about when you took out the last 
one? What happened to Monday 
or Tuesday? No one thought 
to say, ‘Hey, we need a new 
worksheet?!’” 

I was just as bent out of shape 
as he was. I sent them to pack up 
the trucks for the day’s jobs be-
fore my mouth and brain parted 
ways and I said something I 
might regret. 

I printed out multiple work-
sheets for the next (3) months 
and grabbed my main fabricator. 
“YOU are responsible for this,” 
I told him. “Put the completed 
one on the keyboard and pull out 
the new one. I don’t want to go 
through this again.” 

I waited until I had his full at-
tention. “If there’s a problem, I 
come to you. Are we good?” He 
nodded.

Friday morning as promised, 
I showed up with paychecks in 
hand and handed them out. My 
foreman grumbled and told me he 
needed to take lunch early to de-
posit his check to cover his rent. I 
told him that would be OK.

Two hours later as I was trying 
to get out the door to the show-
room my phone rang. In a very 
heavy accent a woman asked if 
this was Monarch Solid Surface 
Designs and I said yes. I couldn’t 
understand what she was trying to 
say but I did catch my shop fore-
man’s name. 

“I’m sorry,” I said. “Could you 
please repeat that?” Her accent 
was so heavy and her voice so 
soft I was only catching every 
couple words – Mark, envelope, 
work, San Jose, San Mateo. I se-
riously felt stupid asking if she 
could please speak up because I 
wasn’t understanding couldn’t 
understand what she was trying 
to tell me. After explaining to 
me again, things semi-clicked 
and I started catching the gist of 
the conversation, although I still 
didn’t quite get it all. 

I did not!)
“Try again,” I told him. “I just 

had a call from a girl who found 
your paycheck on the sidewalk 
and almost threw it away.”

I cannot repeat the string of 
words that came out of his mouth, 
but I can definitely say he was 
one unhappy boy!!! 

Who says Karma doesn’t pay 
attention?!

I told him to come by the show-
room when he was done and I 
would issue him a new check.

He came by an hour or so later. 
When I handed him his new pay-
check he took it, looked down at 
the check, back at me and said a 
sincere, “Thank you.” 

I smiled.  “So I guess it’s safe 
to say you’re going to make sure 
worksheets are where they belong 
and I know when payroll is?! I 
think we both prefer NOT to go 
through this again!”

He looked at me and smiled. 
“Ohhh yeah. Not a problem!!” 

For the next several months, 
every other Monday morning, 
Mark would casually walk past 
me and in a quiet voice remind 
me “pay week!” And best of all, 
the completed worksheet miracu-
lously showed up exactly where 
it should be, when it should be 
there!

 Jodi Wallace is the owner of 
Monarch Solid Surface Designs 
in San Jose, CA, and has been in 
business since 2000. The focus 
of her business is customer care 
and education.

© Randy Glasbergen
glasbergen.com

This fruitcake recipe is guaranteed 
to put you in the holiday spirit! 

Share with your friends!

You’ll need the following: four 
large eggs, two cups of dried fruit, a 
teaspoon of baking soda, a teaspoon 
of salt, a cup of brown sugar, lemon 
juice, nuts, and a bottle or two of rum.

Before you start, sample the rum to 
check for quality. If it’s good, then 
you’re ready to start!

Take a large bowl and a measur-
ing cup. Check the rum again. To 
be sure it is the highest quality, pour 
one level cup and drink it as fast as 
you can. Repeat. Turn on the elec-
tric mixer; beat one cup of butter in 
a large fluffy bowl. Add one seapoon 

Simple Fruitcake 
for the Holidays

of thugar, and beat again. Meanwhile, 
make sure the rum has retained it’s 
fine quality. Cry another tup. Open a 
second quart if necessary.

Turn off the mixer. Break two 
arge leggs, and add to the bowl, 
and chuck in the cup of fried druit. 
Mix on the turner, and beat till high. 
If the fried druit gets stuck in the 
beaterers, just pry it loose with a 
drewscriver. Sample the rum to check 
for tonsisticity.

Next, sift two cups of pepper or salt. 
Or something. Who cares? Check the 
rum. Now sift the lemon juice, and 
strain the nuts. Fold in some chopped 
butter. Add one table. Spoon. Of 
brown thugar or white, or whatever. 
Grease the oven. Turn the cake tin 
to 350 gredees. Don’t forget… urn 
toff th’ blender-thingy. Now pour the 
whole mess into the oven and bake. 
Check the rum again, and bo to ged.

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 

We’re making room for the NEW Viper® In-Line Polishing System
and our existing 6-Step Edge Polishing System is moving to Close Outs!

…In With The New!
Out With The Old

This polishing system utilizes the newest tool making technology and 
works with any automated straight edge-shaping, wet  polishing, multi-head 
machine. It comes equipped with the popular snail lock adapter for easy 
attachment. The flat edge polishing disks optimize the productivity cycle by 
achieving ready-to-install countertops with a single pass.

The Viper® TrifectaMate™ Vertical Flat Edge Polishing System only re-
quires 6 steps to achieve the same or better polish than similar products. It is 
available in 4˝, 5˝ and 6˝ and is designed for Park Industries, Breton, CMPI, 
Montresor, Marmoelettromeccanica, USG Machinery, Comandulli, Sasso, 
Omega and other machines.

 Item # Description MSRP OUR Price Sale Price 

  Viper® TrifectaMate™ Multi Edge Resin 5˝

 28288 6-Step Multi Edge Pure White Resin Wheel, Step 1  $110.95  $71.95 $35.98

 28289 6-Step Multi Edge Pure White Resin Wheel, Step 2  $110.95  $71.95 $35.98

 28290 6-Step Multi Edge Pure White Resin Wheel, Step 3 $110.95  $71.95 $35.98 

 28291 6-Step Multi Edge Pure White Resin Wheel, Step 4 $110.95  $71.95 $35.98

 28292 6-Step Multi Edge Pure White Resin Wheel, Step 5 $110.95  $71.95 $35.98

 28293 6-Step Multi Edge Pure White Resin Wheel, Step 6 $123.95  $71.95 $35.98

  Viper® TrifectaMate™ Multi Edge Resin 6˝  

 28294 6-Step Multi Edge Pure White Resin Wheel, Step 1 $125.95  $99.95 $49.98

 28295 6-Step Multi Edge Pure White Resin Wheel, Step 2  $125.95  $99.95 $49.98

 28296 6-Step Multi Edge Pure White Resin Wheel, Step 3 $125.95  $99.95 $49.98

 28297 6-Step Multi Edge Pure White Resin Wheel, Step 4 $125.95  $99.95 $49.98

 28298 6-Step Multi Edge Pure White Resin Wheel, Step 5 $125.95  $99.95 $49.98

 28299 6-Step Multi Edge Pure White Resin Wheel, Step 6 $142.95  $99.95 $49.98

Viper® Multi Edge Polishing System 

All PAds
Must Go

 Item # Description MSRP OUR Price Sale Price

  Viper® TrifectaMate™ Flat Edge Resin 4˝

 25270 6-Step Flat Edge Pure White Resin Wheel, Step 1  $92.95  $59.95 $29.98

 25271 6-Step Flat Edge Pure White Resin Wheel, Step 2  $92.95  $59.95 $29.98 

 25272 6-Step Flat Edge Pure White Resin Wheel, Step 3 $92.95  $59.95 $29.98

 25273 6-Step Flat Edge Pure White Resin Wheel, Step 4 $92.95  $59.95 $29.98

 25274 6-Step Flat Edge Pure White Resin Wheel, Step 5 $92.95  $59.95 $29.98

 25275 6-Step Flat Edge Pure White Resin Wheel, Step 6 $104.95  $67.95 $33.98

  Viper® Flat Edge Polishing System 5˝

 25276 6-Step Flat Edge Pure White Resin Wheel, Step 1  $109.95  $70.95 $35.48 

 25277 6-Step Flat Edge Pure White Resin Wheel, Step 2  $109.95  $70.95 $35.48 

 25278 6-Step Flat Edge Pure White Resin Wheel, Step 3 $109.95  $70.95 $35.48

 25279 6-Step Flat Edge Pure White Resin Wheel, Step 4 $109.95  $70.95 $35.48

 25280 6-Step Flat Edge Pure White Resin Wheel, Step 5 $109.95  $70.95 $35.48

 25281 6-Step Flat Edge Pure White Resin Wheel, Step 6 $127.95  $82.95 $41.48

  Viper® Flat Edge Polishing System 6˝  

 25282 6-Step Flat Edge Pure White Resin Wheel, Step 1 $131.95  $85.95 $42.98

 25283 6-Step Flat Edge Pure White Resin Wheel, Step 2  $131.95  $85.95 $42.98

 25284 6-Step Flat Edge Pure White Resin Wheel, Step 3 $131.95  $85.95 $42.98

 25285 6-Step Flat Edge Pure White Resin Wheel, Step 4 $131.95  $85.95 $42.98

 25286 6-Step Flat Edge Pure White Resin Wheel, Step 5 $131.95  $85.95 $42.98

 25287 6-Step Flat Edge Pure White Resin Wheel, Step 6 $153.95  $99.95 $49.98

Viper® TrifectaMate™ 6-Step Flat Edge Polishing System

Hurry — Sale Ends 
December 31, 2015

Out With The Old
 CLOSE OUT

SALE!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 6-Step Mult Edge Wheels

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10894/
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A man who dropped his 
wallet and lost his driv-

er’s license while fleeing po-
lice, used the van from the 
adult day care center where 
he worked to commit burglar-
ies of several vehicles in cen-
tral New Jersey, police said.

Jarred Robinson, of 
Franklin, was arrested in 
at least a dozen burglaries, 
and he may be connected to 
more than 30 others, South 
Brunswick police said.

Two other people are sus-
pected to have helped, but 
Police Capt. James Ryan said 
police believe all the crimes 
are related.

Robinson stole about 
$1,500 worth of laptops, cash 
and other items from a dozen 
unlocked vehicles, Captain 
Ryan said. A total of 48 sim-
ilar burglaries occurred in the 
same area, all at night.

In some of the burglaries, 
Robinson used a van be-
longing to the Sterling Adult 
Day Care center in North 
Brunswick where he previ-
ously worked. Robinson was 
connected to burglaries at 
Royal Oaks Apartment com-
plex after he dropped a wallet 
containing his driver’s license 
while running from police in 
September, police said.

Ryan said most of the 
burglaries happened from 
late July through August 
along Route 27, near South 
Brunswick’s border with 
Princeton.

Robinson was being held in 
Middlesex County Correction 
Center on charges including 
burglary and theft. Bail was 
set at $30,000.

It was unclear if Robinson 
has an attorney willing to 
make a comment on his 
behalf.

Man Leaves His 
Wallet Behind, 

Gets Nabbed for  
12 Robberies

A Kentucky woman who al-
legedly tried to strangle 

another woman with a bra was 
thwarted when the victim fought 
back with a ceramic chicken.

Police in Lexington arrested 
Ashley Sies, 31, early Monday 
morning after she allegedly pushed 

Kentucky Woman’s Alleged Burglary 
Attempt Thwarted by Ceramic Chicken

her way into a home belonging to 
Patricia Leece, 61.

“It happened about 12:30 the other 
night. Someone came to my doors, 
banging, screaming and hollering,” 
Leece told Station WKYT.

At first, Leece thought her grand-
daughter was the one banging on 
the door. Instead, it was Sies pushed 

her way inside of Leece’s home and 
wrapped a bra around the homeown-
er’s neck.

Sies and Leece struggled for about 
15 to 20 minutes before the victim 
found a way to protect herself, Leece 
says.

“Finally, I saw one of my (ceramic) 
chickens on the floor so I picked it up 
and started bashing her on the head 
with it,” she said, according to the 
website UPI.com.

Highest Polish, No Bleeding, No BurningHighest 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

No Orange Peel!No Orange Peel!

Sies was knocked out by the 
chicken. Leece locked herself in 
the bathroom and called police, 
Kentucky.com reports.

Officers then took Sies to the hos-
pital before booking her on charges 
of first-degree burglary, WKYT 
reports. Leece told the station she 
also plans to press charges for the 
attack.

Sies pleaded not guilty to the 
burglary charge, according to 
Kentucky.com.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxtonbragg.com for Talon 4-Step Quartz Wet Pads

http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,10704/
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This should be a busy season for 
restoration pros as people prepare 
their homes (and stone floors) to 
look their best. New M3 Majestic 
XXX Shine is a premium polishing 
powder that will add the “wow” 
factor to your next polishing job.

Folks in the Stone Industry 
work hard, and it’s important 
to have an outlet that involves 
family, friends, or perhaps a 
hobby. I have all three cov-
ered.  My apiaries (honey bee 
hives) and boating with my 
family are my hobbies.

Stone Restoration and 
Maintenance Corner
2015 Review and Holiday Wishes
Bob Murrell 
Special Contributor
Photos provided by Bob Murrell

   

Summer is long gone 
and we are approach-
ing the end of another 

year. I hope that everyone 
has had a good and profit-
able 2015. We have covered 
many topics this year and 
I hope that my input has 
been beneficial in some 
way to you. If so, I would 
consider that as having 
accomplished the goal. 

So far this year we have 
discussed ceramic tile, 
quartzite and sandstone, 
polished concrete, a cus-
tomer spotlight, grinding 
and honing, use of hand 
tools, polishing granite- type 
materials, operational costs, 
and managing customer ex-
pectations. Hopefully these 
were some helpful topics 
and next year we will try to 
do many more.

There should probably be an in-
crease in restoration projects and 
maintenance in general during this 
time of the year as both commer-
cial properties and homeowners 
alike want their installations to 
look good for the upcoming hol-
iday season.  

Of course, as we know, most 
will require only polishing but 
some may need some light honing 
first in the most worn traffic lanes. 
At M3 Technologies, we have just 
come out with our latest polishing 
powder which is called Majestic 
XXX Shine. It is a premium pol-
ishing powder for professional 
contractors and works really well 
to produce a high degree of gloss 
without leaving etching or swirl 
marks. This pre-holiday season 
would be a great time to give it a 
try.  

So go clean that grout, hone 
those scratches and etches, and 
re-polish those traffic patterns. 
Now is the time to tidy up and pol-
ish so that all applicable stone in-
stallations shine like the top of the 
Chrysler Building. Oh, yeah – and 
hopefully it will help bring up 
those year-end revenues too.   

Finishing on some personal 
notes, my honey bees are hope-
fully ready for winter. I have 

four hives, two of which are very 
strong and the other two are so–
so. We will see if they make it 
through the winter. 

The last few years I have suf-
fered about 50% losses, which 
is about the average for most of 
the smaller apiaries like mine. A 
small parasite called the Varroa 
Mite is a major culprit in their 
demise. These nasty little critters 
are kinda like ticks on a dog suck-
ing the life blood while spreading 
viruses and bacteria. I proactively 
treated for them this fall, so hope-
fully next year will be a banner 
year for my bees and honey. My 
fingers are crossed. You are prob-
ably asking, “Why should I care 

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.

about honey bees?” 
Honey bees and other pollina-

tors are responsible for helping 
produce 1/3 of all the food crops 
we consume. 

Without them, we could have 
serious food supply issues for the 
world’s population.

Please turn to page 26

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

http://www.braxton-bragg.com/index.cfm/m/1/fuseaction/store7catalog.level/bc/6684,7509/
http://www.slipperyrockgazette.net
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My other favorite past time is 
our family boat which is being 
winterized as I type. I am really 
looking forward to next summer 
on the lake. The bees and the boat 
are how I help clear my mind.

I have selected and marked 
standing dead trees in my woods 
for the fireplace fuel, as I do every 
year. I still fell, cut, and split my 
own wood for the fireplace. It 
is getting harder as I am getting 
older but I still enjoy the process– 
plus I figure I need the exercise! 
Even though it is probably not 
very efficient, our fireplace really 
helps make the ambiance of the 
den in the colder months. I am 
sure many of you will agree. 

A few dreaded yard chores re-
main like blowing and mulching 
of the last leaves, removing all 
water hoses and installing the 
spigot insulation caps, and up-
rooting any annuals still hanging 
on to till the ground for next year. 
But mowing season is almost 
over, thank goodness (oh and 
I still use a walk behind mower 
too).

For now, I am looking forward 
to spending the Holidays with my 
family and friends. I have always 
liked this time of the year as I ex-
pect many traditionalists do. For 
those of you who don’t, “Bah, 
humbug!” I have also discovered 
that if you wait too long to get 
into the spirit, you may miss out 
on it. Don’t forget the reason for 
the season either.

My youngest child is eleven 
(even though I am probably the 
most juvenile), so Christmas is 
still very special in the Murrell 
household. We have decorated 
the same tree for about 20 years 
now. It holds an ever growing 
eclectic ornament collection that 
represents each year of our lives 
as a family. I feel that I am a 
truly blessed citizen of these here 
United States of America. 

So bring on the pecan pie, tur-
key and dressing, ham and yams, 
and those wonderful yeast rolls! 
Oh the rolls! I’ll worry about get-
ting back to my svelte self (ha) in 
the spring.

I hope you had a successful 
2015, have a safe and wonder-
ful Holiday Season, and I hope 
we all have a blessed and pros-
perous 2016. As always, please 
consult your distributor or myself 
anytime we can be of assistance. 

Stone Restoration and Maintenance Corner
Continued from page 25 Happy polishing to you, and I’ll 

see you next year. 

Bob Murrell has worked in the 
natural stone industry for over 40 
years and is well known for his 
expertise in the restoration and 
maintenance of natural stone, ter-
razzo, ceramic tile, and decora-
tive concretes. He helped develop 
some of the main products and 
processes which revolutionized the 

industry. Bob started one of the largest 
and most successful training seminars 
in the industry with thousands of con-
tractors having attended his school over 
a 25 year period. He has written techni-
cal articles for many industry publica-
tions and is currently the National Sales 
Manager for M3 Technologies based 
out of Cohasset, Massachusetts.

 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

MSRP OUR Price

#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.

I hope you had a successful 2015, have 
a safe and wonderful Holiday Season, 
and I hope we all have a blessed and 
prosperous 2016. 

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

http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,7383/
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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…Here’s how…

MUST-SEE 

viDEo
ON OUR WEBSITE!

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

Shop www.braxton-bragg.com for Viper 3-Step pads Visit www.slipperyrockgazette.net for more Stone & Tile industry news

Shop www.braxton-bragg.com for Viper 3-Step pads 
https://www.braxton-bragg.com/index.cfm/fuseaction/store7catalog.level/bc/0,9350/
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
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“I thought all 7-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 
quality. 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 7 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 
$42, $56 or even $70

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 $56 if you want all 7 steps.  
See here: 

As you can see, you save a total of $42 on the 
3-inch pads. Want a full set of 5-inch Vipers? Save 
$70 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 $42, $56 or even $70. 

But you must act now. Please call 

800-575-4401

Set of 7

3˝ pads

4˝ pads

5˝ pads

MSRP

$125.65

$160.65

$209.65

Our Price

$83.65

$104.65

$139.65

Try them risk-free for 30 days!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper 8-step Polishing Pads
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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

Legislative Outreach: Stone 
Industry Fact Sheet & Position 
Statements Available from MIA

Legislative out-
reach is a vital 
component of 

every industry. When 
MIA president Dan Rea 
took office in January, 
he highlighted the need 
for MIA and other stone 
industry associations to 
foster relationships with 
government officials. 
This year alone MIA 
has interacted with staff 
members of several U.S. 
Congressional offices, as 
well as U.S. federal agen-
cies such as OSHA, EPA, 
MSHA, NIOSH, DOL, 
and others. However, 
MIA has much work to 
do if it is to be success-
ful in influencing deci-
sion makers at both the 
elected and agency levels.

To get started, the MIA 
board of directors has 
authorized the following 
steps:

Silica Standards Issue
MIA renewed its in-

volvement / membership 
with the Silica Coalition, 
which has been carrying 
the bulk of the responsi-
bility in Washington DC, 
lobbying on behalf of the 
silica issue. To learn more 
go to:  www.marble-insti-
tute.com/silica.

Overregulation
 MIA joined the grow-

ing list of associations that 
signed their names to U.S. 
Senator Mike Rounds 
(R-S.D.) bipartisan 
RESTORE Resolution, 
which seeks to free 
Americans from overreg-
ulation. RESTORE would 
establish a Joint Select 
Committee to conduct a 
comprehensive review of 
rules enacted by federal 
agencies and analyze the 
feasibility and options for 
creating a rules review 
process in Congress.

Legislative Committee: 
MIA will create a legisla-
tive committee to oversee 
and provide input about 
legislative initiatives.

Legislative 
Communication

MIA membership da-
tabase was upgraded for 
better legislative polling 
and communication.

Industry Fact Sheet
MIA will create a stone 

industry data sheet to ed-
ucate government officials 
about the industry.

Stone Industry 
Position Statements

MIA will create a list 
of position statements on 
subjects of importance to 
the industry.

Rea remarked, “The 
development of an indus-
try fact sheet, short de-
scriptions, and position 
statements will help MIA 
members tell the story 
of who the natural stone 
industry is and what we 
care about.” He added that 
future efforts to commu-
nicate clearly with legisla-
tive leaders will be easier 
because of the easy-to-use 
fact sheets being produced 
for distribution.

Some Quick Facts 
 about the Stone Industry

What types of companies 
make up the stone indus-
try and MIA membership?

The entire supply 
chain—stone produc-
ers, exporters/importers, 
distributors/wholesalers, 
fabricators, finishers, 
installers, and industry 
suppliers comprise the in-
dustry as a whole.

Number of Companies
9,689

Number of Employees
85,966

Consumption of Imported 
Stone:
$2.2 billion

Consumption of 
Domestically Produced 
Stone:
$451 million

Domestically Produced 
Stone Exported for 
Consumption:
$61 million

Legislative Position 
Statements

Excessive Regulation: 
MIA supports congressio-
nal efforts to hold federal 
regulatory agencies ac-
countable for their prom-
ulgation of new rules and 
regulations and the recent 
trend of issuing guidance 
or policy letters in order 
to circumvent the public 
comment and cost-ben-
efit analysis process that 
allows for industry input.

Tax reform must benefit 
small and family owned 
businesses, not only cor-
porations: The majority 
of MIA members are or-
ganized as pass-through 
entities, sole proprietor-
ships, partnerships, LLC, 
or S Corporations, which 
pay tax on business in-
come at the individual 
tax rate. The term “pass-
through” comes from the 
way the income earned 
by the business “passes 
through” to the owner. 
While most discussions 
on tax reform are about 
lowering the corporate tax 
rate, tax reform must also 
include lowering the indi-
vidual tax rate to support 
pass-through business, 
like members of MIA.

Please turn to page 37

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Viper Array Silent Core Blades
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In the case of fragile, exotic stones like honey onyx or marble, even 
a short backsplash like a vanity may need to be rodded. And, for a 
double sink vanity, you may also need a carefully placed seam.

Larger kitchens requiring more square feet of slabs offer signifi-
cantly more latitude to fabricate the backsplash, especially when 
the movement or flow from seam to countertop is a consider-
ation. Says Jim Doran, “The majority of the stones we carry have 
a lot of movement in them, and we don’t want to have a big 
white vein coming down the wall and meet up with a dark area 
in the countertop. So we’ll work with (the customer) in terms of 
making sure the colors flow.”

Jim Doran: “It’s not always possible to run the splash or counter-
top continuously, because using the slabs efficiently – sometimes 
that’s just not possible. So we’ll continue to work with (the cus-
tomer) to make them understand what we need to do. Everyone 
loves beautiful countertops, but when you walk into the room, 
it’s the backsplash you see first. We want to showcase the ‘Bling 
Factor,’ if you will, on as much of the vertical space as we can, 
blending them as best as possible with the horizontal surfaces.”

Backsplash seams: Can’t 
live with ’em, can’t live 
without ’em. Ask any 

designer, on any given day: 
“How many backsplash seams 
will your client accept?” and 
the short answer will always be, 
“As few as possible!” But when 
building with materials that vary 
in size and strength, installing 
a running, regular-height back-
splash with as few seams as 
possible can be a real challenge, 
leaving you, the designer, sales 
person or cutter at odds about 
what is possible, and what is best. 
As you might have suspected, 
the subject of best practices 
for seams is mostly subjective. 

Most clients don’t take time 
from their busy day to attend a 
layout session with seam lengths 
on their mind. For them, layout 
day is more about loving their 
choice of material, establishing 
focal points and matching seams 
in their dream kitchen.  

Experienced sales staff, design-
ers and longtime cutters have an 
acquired sense for a client’s needs 
before they arrive. But just in 
case you don’t, the Slippery Rock 
sought out the wisdom and exper-
tise of 3 handpicked shops, asking 
them one simple question: What is 
your strategy for explaining seam 
placement, specifically back-
splashes, to your clients? Some of 
the answers might surprise you. 

Participants in this roundtable 
were Jim Doran, Ceramic Tile 
Plus & EY Design, Maui, Hawaii; 
Kelly Milligan, Knoxville’s Stone 
Interiors, Knoxville, Tennessee; 
and Julie Hoffmeyer, Mammoth 
Granite, Escanaba, Michigan.

Jim Doran: Most of the time, 
what’s important to the client is 
the final look and, during lay-
out, most are concerned with the 
placement of their countertops. 
Then, after we start playing with 
the templates on the slabs, they 
want the backsplashes to flow. 

The majority of the stones we 
carry have a lot of movement in 
them, and we don’t want to have 
a big white vein coming down the 
wall and meet up with a dark area 
in the countertop. So we’ll work 
with them in terms of making sure 
the colors flow. 

That said, it’s not always possi-
ble to run the splash or countertop 
continuously, because using the 
slabs efficiently, sometimes that’s 
just not possible. So we’ll continue 
to work with them to make them 
understand what we need to do. 
Everyone loves beautiful coun-
tertops, but when you walk into 
the room, it’s the backsplash you 
see first. We want to showcase the 
“Bling Factor,” if you will, on as 
much of the vertical space as we 
can, blending them as best as pos-
sible with the horizontal surfaces. 

There is an educational compo-
nent, as you know as well. People 
will want to move and turn the 
templates in different directions. 
We’ll then explain that there is a 
certain direction to follow, and if 
we turn it that way, it will disturb 
the flow of the stone. We don’t do 
installations like that, so teaching 
them how to lay things out while 
paying attention to the stone is 
important. 

On some of our more solid col-
ors, when going seam to seam, 
you don’t notice a difference, and 
many are very simple to work with. 
But when we use stones that are 
more exotic, it takes a little more 
time to teach them what they want 
to look at. Showing them what the 
visual is going to be, when looking 
at the vertical and horizontal while 
using the stone most efficiently, is 
most important. You don’t want 
to buy an extra slab just because 
they want a little more blue in that 
backsplash. There are those cus-
tomers wanting a show-stopper 

kitchen that do that, though. 
They’re looking for the wow fac-
tor, and we want to give that to 
them as much as possible.      

Additionally, sometimes there 
are issues of fragility. Most of 
the stones we have that are frag-
ile have been reinforced on the 
back at the factory. We’ll also rod 
when necessary, especially in the 
sink area, where extra support is 
needed.

Julie Hoffmeyer: When it 
comes to placement of the back-
splash, we try to take into con-
sideration the fragility of the 
stone we are working with. For 
instance, if there is a lot of quartz 
or mica in it and it is meshed on 
the back, we always take that into 
consideration when dealing with 
the lengths of it. We know, over-
all, how much leeway we have to 
work with on these materials. 

The distance the splash has to 
travel is also a consideration. If 
we have a great distance to travel, 

we’re certainly not going to want 
to stretch it out there to a six foot 
piece that might break during 
transportation. We also even 
consider the construction of the 
home. For instance, in our neck 
of the woods, it’s not uncommon 
to see a log home. 

We would hate to put a stretch 
of backsplash out there at six feet 
and have it teeter-tottering on the 
wall due to an uneven log. Or 
perhaps a random two-by-four 
that’s warped, and now we’ve 
got a recess in the wall for one 
reason or another that occurred 
during construction. So all of 
these things come into play. 

We always try to place seams 
in the most inconspicuous 
places. Even when it comes to 
backsplash, no matter what the 
length, we try to put the fewest 
seams as we can. Typically, our 
backsplashes average 3 to 4 feet, 
based on how much we have to 
work within each slab. 

Please turn to page 36

Peter J. Marcucci

Photo by Zack Smyser

Photo Courtesy Shahn EllisHow Do You Handle Backsplash Seams?

The Slippery Rock 
interviews three shop 
owners in different 

markets to get a  
perspective on best 

practices for explaining 
backsplash seams to 

customers.

Backsplash and countertop 
seam placement actually 
begins at the time of pric-
ing. For example: your 
customer agrees on a price 
for using the perfect (rem-
nant) slab for their marble 
vanity. When the material 
is limited, chances are 
greater there may have 
to be a seam in the splash. 
Take a deep breath and 
explain the options to 
them.

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Man Poses as 
Agent to Get VIP 

Comic Con Passes

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

Oklahoma Man 
Reunited with 
Wedding Ring 

Lost 39 Years Ago

AN Oklahoma man has 
been reunited with 

the wedding ring he dropped 
in a New York lake nearly 40 
years ago.

The Post-Star of Glens Falls, 
NY reports that Jane and Jim 
Flynn honeymooned on Lake 
George in the Adirondacks 
after getting married in 1960. 
They returned to the upstate 
lake for summer vacations 
every year until 1976, when 
they bought property in Bolton, 
on the lake’s western shore. 
Soon afterward, Jim Flynn lost 
his wedding ring in the lake.

A woman from Seattle 
who vacations every August 
on property next door to the 
Flynns’ spotted the gold ring 
underwater along the shore. It 
had the date “2-6-60” engraved 
inside. She gave it to a year-
round resident who learned it 
belonged to Jim Flynn, who 
now lives in Tulsa, OK.

AN Oklahoma man has 

Prosecutors say a Utah man posed 
as a federal agent in an attempt to 

get VIP tickets to a Comic Con event 
in Salt Lake City.

Jonathon M. Wall was indicted on 
federal charges after the 29-year-old 
Layton man allegedly claimed he 
needed passes to catch a fugitive at 
the event where many attendees wear 
elaborate costumes.

Authorities say a security official got 
suspicious of Wall, who was posing 
as a special agent with the Air Force 
Office of Special Investigations. The 
official contacted the Air Force, whose 
agents confirmed Wall certainly didn’t 
work for them.

Wall faces charges of impersonating 
a federal officer and making a false 
statement.

The convention attracted about 
120,000 people and featured “Captain 
America” actor Chris Evans. No phone 
number was listed for Wall.

Photo from the San Diego 
Comic Con, held July 18-
21, 2013, shows cosplaying 
couple dressed as Marvel 
comics characters Captain 
America and Wolverine. 
Many ComicCon charac-
ters construct and dress 
in elaborate costumes 
as a tribute to a favorite 
character.

® www.123rf.com/profile_agezinder

Lucy Van Pelt: “I know 
how you feel about all this 
Christmas business, getting 
depressed and all that. It  
happens to me every year. I 
never get what I really want. 

I always get a lot of stupid toys or a bicycle or clothes or something 
like that.”

Charlie Brown: “What is it you want?”

Lucy Van Pelt: “Real estate.”

Charles M. Schulz– A Charlie Brown Christmas, TV Movie, 1965

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Hercules Edge profiling machine
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The Slippery Rock Classifieds

Stone Inspection & Troubleshooting
Troubleshoot-
ing pitting 
and spalling, 
moisture and 
rust damage 
will be cov-
ered in Dr. 
Fred’s 4-day, 
in-depth 
class.

Stone Forensics is again offering its 
popular Stone and Tile Troubleshoot-

ing workshop. Class will be January 18-
21, 2016, in Las Vegas, Nevada, presented 
by Dr. Fredrick M. Hueston. 

Take Dr Fred’s Stone and Tile Trouble-
shooting Training and learn how to take 
your skills to the next level. 

“The amount of failures, poor in-
stallations and other issues with stone 
and tile flooring are on the rise. This 
seminar is perfect for restoration 
and installation contractors as well 
as architects, building engineers and 
maintenance staff who have to deal 
with stone and tile installation and 
restoration,” says Dr. Fred.

Class size is limited– register today.

Get a full 4 days of 
training, covering…
•Th e Geology of stone
•U nderstanding the 
structure of different 
kinds of stone
• Slab &Tile productionCall 321-514-6845

•Q uarry techniques that 
affect the final product
•S tone and tile Forensic 
Investigation
•P roblem diagnosis
•I nstallation requirements
•S tone and tile restoration

Visit www.stoneforensics.com/trainingVisit www.stoneforensics.com/training

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 to www.slipperyrockgazette.net 
for a free ad, or use the online form for 
a print ad, then fax payment to 865-688-
8254, (Attn: Karen Richards).

2016 Classified Ad Deadlines

Classified Ad Guidelines

Issue Ad Submission Deadline

January 2016 Wednesday, December 2, 2015

February 2016 Monday, January 4, 2016

March 2016 Monday, February 1, 2016

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 
appointment, please contact André @ 
(518) 260-2158 or email apexequip-
intl@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.

_____________

stains, and was made in America. 
Since the perfect stone cleaning prod-
uct didn’t exist, Tom invented it...
Together with a chemist that he met 
though his stone design business, Tom 
developed a unique 3-in-1 formu-
la that will clean, polish, and pro-
tect your granite countertops. It is 
non-toxic, biodegradable and safe to 
use around food preparation areas, 
children, and pets. Supreme Surface 
Granite Cleaner & Conditioner, leaves 
a streak free shine, every time—even 
on black granite! But Tom wasn’t 
satisfied. To learn what others thought 
of his new granite cleaner he gave it 
away—free. “We sent our free sam-
ples across the USA to everyone that 
wanted it… Yes, everyone! All this, 
just for their feedback on how we 
could improve our product!” Log on 
http://www.consumerstonecare.com

Stone Care

Braxton-Bragg’s Supreme Surface 
Stone Care Program. Braxton-Bragg 
firmly believes in offering not only the 
best products for stone fabricators and 
installers, but also in providing our 
customers with a way to retain and 
maintain great working relationships 
with their customer base. This is why 
we have launched Supreme Surface 
Stone Care Program for stone fabrica-
tors that purchase their supplies direct-
ly from us. It is easy to sign up and 
we do all of the work for you! All you 
have to do is let us know that you’re 
interested in becoming a participant 
in this program and we will print for 
you custom postcards and brochures 
to hand out to your clients and pro-
spective customers interested in your 
countertop services.
The postcards and brochures will be 
printed with your company name and 
address. The space |Your Business 
Name & Address| will be replaced 
with your pertinent information to let 
your customers know how to contact 
you directly. You will also receive a 
unique discount code that is linked to 
your Braxton-Bragg account, so that 
we can track your customers 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 
who embarked on a quest to find the 
BEST granite cleaner. What he found, 
however, was no one product that 
offered a no-rinse, streak free (even 
on black granite), eco-friendly formula 
that would clean, polish, and protect 
granite and other natural stones against 

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

$100 sale on these gently used electric tools. All warranties 
apply from the date you purchase. No risk, only great savings!

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

 • #931099 (1) Makita 5005BA 5-1/2˝ Circular Saw, Sale $100 

• #8803199 (2) Flex L12-3 5˝ Center Water Feed SS Polisher, Sale $100 

• #1778299 (4) Flex PLW-923-S 4˝ Air Stone Polisher/Sander, Sale $100

• #9983150 (1) Flex LW603VR 5˝ Center Water Feed VS Polisher, Sale $100 

• #889699 (2) Flex LW1509 4-1/2˝ Center Water Feed Grinder, Sale $100 

• #386699 (12) Hercules VS Wet Rear Exhaust Air Polisher, Sale $100 

• #17935 (2) Barranca BD-5000 5˝ Wet Grinder, Sale $100 

Buy from the #1 U.S. source for White Thassos since 1988! 
We produce the whitest Thassos available in slabs, 2cm, 3cm 
and tiles 12x12, 12x24, 18x18, 24x24 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

Happy 
Holidays!

from the staff of the 
Slippery Rock Gazette

Join Us 
EacH MontH!

To send us your subscription  
requests, address changes, and

FREE CLASSIFIEDS,    
visit www.slipperyrockgazette.net 

Recharge Your Website
Transform your website into a lead gen-
erating tool with online service only 
available through Countertop Estimating 
Solutions. CES offers the first-ever online 
countertop information sharing program 
that seamlessly integrates with your web-
site, providing visitors with an engaging 
experience that can increase your sales.

FREE! Countertop Web Templates
Choose from a variety of dynamic tem-
plates that include the entire suite of CES 
online Services.

$99 Website Setup
New! One Page Websites  $9.95 /mo
$0 Setup – Complete CES Online Service

Visit Us Online: www.countertopbid.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 

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

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

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

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

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

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

3 .98
Now YOU can solve a $200 problem for only $495

and we’ll send you a FREE sample to prove it.
4 .10

MADE IN THE USA

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

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

NEW size for compact dishwashers!

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

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

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

More than 684,379 sold!

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for E-Z Dishwasher Bracket
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The NTCA, the 
world’s largest tile 
contractors associa-

tion, recently accepted two 
highly respected companies 
into its Five Star Contractor 
Program. 

The NTCA is proud to 
announce, De Anza Tile 
of Fremont, California, 
and Grazzini Brothers 
Company of Eagan, 
Minnesota have been ap-
proved for acceptance in 
this strong association com-
pany recognition program. 

NTCA Members who 
reach Five Star Company 
Recognition status must 
complete a comprehen-
sive application involving 
a rigorous peer-approval 
process.  Applicants must 
show a proven track re-
cord of success in tile and 
stone installation, business 
management and a strong 
commitment to training, 
service, quality, safety, fis-
cal responsibility and supe-
rior job performance.  

Five Star Contractors are 
required to:

•  Participate in annual 
conventions, tradeshows 
and meetings… and, must 
demonstrate strict adher-
ence to proven industry 
methods and standards. 

•  Provide written docu-
mentation supporting their 
business from vendors, 
customers, peers and even 
competitors. 

•  Maintain a workforce 
that employs a minimum of 
10% of installers who have 
successfully completed 
the Certified Tile Installer 
test, administered by the 
Ceramic Tile Education 
Foundation. 

The two new Five Star 
Contractors are:

De Anza Tile, a 2nd 
Generation Tile company, 
has been in business for 
36 years. The company 
believes proper training 
methods are vital to the fu-
ture of both their company 

and its trade. Its employ-
ees are Union BAC local 
3 apprenticeship-trained 
and “ACT” certified. 
Owner Rich Papapietro 
has been a Training 
Trustee for the JATC (Joint 
Apprenticeship Training 
Center) since 2008. De 
Anza Tile has been a mem-
ber of the NTCA since 
2012.

Grazzin i  Brothers 
Company is a 4th 
Generation Tile Company 
in business for 92 years. 
Grazzini currently employs 
50 installers, each have 
passed the Certified Tile 
Installer Program from the 
Ceramic Tile Education 
Foundation. Alan Grazzini 
who is 3rd Generation, has 
been working in the family 
business since 1969 and is 
past president of the Tile 
Contractors Association of 
American (TCAA). Greg 
Grazzini, who is 4th gen-
eration, has been working 
in the family business since 
1986. Grazzini Brothers 
Company has been a mem-
ber of the NTCA since 
2010. 

“Our new Five Star 
Members now can add 
this prominent accredita-
tion to their list of creden-
tials,” stated Bart Bettiga, 
Executive Director of the 
NTCA. “They also have 
the added benefit of in-
dustry sneak peeks at new 
technologies and access to 
special Five Star Contractor 
Summit meetings giv-
ing them a leg up on their 
competition.” 

The tile industry be-
lieves strongly in the 
quality of workmanship 
offered by NTCA Five 

Star Contractors. Many tile 
manufacturers recommend 
Five Star contractors to 
their customers for chal-
lenging projects.

NTCA Five Star 
Contractors are listed in 
the Tile Council of North 
America Handbook for 
Ceramic, Glass and Stone 
Tile Installation. 

 In 2012, language rec-
ommending qualified labor 
and in particular, NTCA 
Five Star Contractors, was 
approved and inserted into 
the TCNA Handbook for 
tile and stone specification 
and installation. An ex-
cerpt: “Matching installer 
ability to the project at hand 
requires close evaluation of 
their experience, training, 
state licensing…and certi-
fication/credentials…em-
phasizing the inclusion of 
qualified labor on tile and 
stone installation projects.”

NTCA is a non-profit 
trade association serving 
every segment of the tile 
and stone industry,For more 
information, please contact 
NTCA Executive Director 
Bart Bettiga at bart@tile-
assn.com, via telephone 
at (601) 939-2071, or visit 
www.tile-assn.com.

NTCA Announces the Latest Inductees 
into “Five-Star Contractor Program”

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

Five specialized bearings 
increase tool performance
Five specialized bearings 

#1 Seller! 
Most Popular

Save time 
AND money! 

Get maximum productivity 
with a high-quality tool that  

fits your budget!

•  Spindle speed: up to 4,500 RPM •  88 Db •  Side Exhaust 

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

“The Constitution 
only gives people 
the right to 
pursue happiness. 
You have to catch 
it yourself.” 

 Benjamin Franklin

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop at www.braxton-bragg.com for Hercules Air Polishers
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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
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that we have to do a larger splash, 
such as 5 or 6 inches high, be-
cause they don’t want to raise the 
outlets up. It’s almost impossible 
to safely make an outlet cutout in 
a 4 inch splash.  

Another consideration: if they 
are going to reuse an existing tile 
backsplash installed above their 
old kitchen counters, we ask that 
they allow us to make our splash 
a little bit taller to reach the bot-
tom of that tile. Our granite most 
of the time is not as thick or as 
straight as their old countertop. 
We’ve been recommending this 
approach a lot lately.

As far as the number of seams, 
we are not as concerned about that 
as we are about the length of each 
backsplash. If it’s engineered 
stone, then we can make it 70 or 
80 inches long. But if it’s gran-
ite, specifically one of the more 
exotic granites, then we’ll start to 
shorten the length within reason. 

Continued from page 30 

Continued from page 12 

If we have material that we’d nor-
mally make only 60 inches but 
the kitchen requires 65 inches, 
we’re going to fudge and do that. 
Obviously, the taller the splash, 
the shorter the length, the less 
likely it is to break. Additionally, 
we always try and find out what 
areas are going to be seen from 
the living room, where is every-
one going to be sitting and where 
is the most traffic going to be. We 
definitely want to find out where 
the focal points are. 

I decided a long time ago, that 
instead of me just setting down 
rules and making everybody live 
by them, that we try to involve 
the customer in it and let them 
have some responsibility in the 
decision making. If they abso-
lutely insist that a splash has to be 
longer than what we’re comfort-
able with, especially if it’s going 
to have outlets in it, that they be-
come responsible if it breaks. If 
there is no more material, then 
there is no material, but if there 
is more material and if we have 
to remake it (and they’ve agreed 
to this upfront), they will pay for 
it. Moreover, we get to make it 
the size we originally wanted 
to, because we’ve just proved 
that is wasn’t strong enough. 
You wouldn’t believe how many 
times that changes people’s opin-
ion of what they want. We’re not 
mean about it, we’re not pushing 
it down anybody’s throat. We’re 
just letting them have some re-
sponsibility and saying to them, 
that if you’re willing to take the 
financial risk to make this splash 
longer, we are willing to try just 

as long as you understand that 
you are going to pay for it. More 
often than not, when we have that 
discussion, they will change their 
mind on what they’re willing to 
accept.

Granted, seam placement is im-
portant, but it’s only part of the 
equation. My strategy has always 
been don’t ask them — tell them 
— then listen, but first, before 
they arrive, know what’s import-
ant to them. 

Knowing what your client 
wants before they do is power, 
and having the confidence to use 
that power will get you where 
you want to go. They will sense 
it almost immediately, and trust 
me on this, when they do, their 
doubts will melt away, be grate-
ful for your experience, and gush 
with thanks for relieving them of 
layout stress.  

How Do You Handle Backsplash Seams?

The first thing we take out of 
a slab is, of course, the kitchen 
counters. We’ll then try to match 
up the backsplash to it. If we’ve 
got a stretch of backsplash that 
we’ve got to bring out to 5 feet 
and we feel like the material 
can handle it, we’ll certainly do 
it. We have honestly never rod-
ded a backsplash before — we 
have never done that! We also, 
whenever possible, waterfall the 
backsplashes. 

   If we have a patterned granite 
my husband also tries to make it 
flow, so that when it comes to that 
90 degree corner, it’s not going 
to be as noticeable. Some shops 
won’t do this because they want 
to get as much square feet out of 
that slab as possible. Our goal 
is always the best results for the 
homeowner. So when it comes 
to the backsplash, it is individual 
to the product, to the wall, to the 
construction we are adhering it to, 
and to the customer.

Kelly Milligan: If you ask 
somebody how many seams 
they’ll accept, the answer is zero, 
every time. But then again, the 
discussion is different if we are 
talking to them about a 5 inch 
piece of engineered stone versus 
something exotic that has mesh 
backing. So it depends on what 
the project is. If it’s a kitchen that 
requires full height backsplashes, 
we always want to look at their 
designs. If they’ve got 4 inch 
splashes and there are electrical 
outlets close to the countertops, 
we are going to have a totally dif-
ferent conversation. We’ve found 
a lot of these lately, and found 

Kelly Milligan: As far as the number of seams, we are not as 
concerned about that as we are about the length of each back-
splash. If it’s engineered stone, then we can make it 70 or 80 
inches long. But if it’s granite, specifically one of the more exotic 
granites, then we’ll start to shorten the length within reason.

Seams are inevitable when your layout includes matching up a run-
ning backsplash around an angled surface, like this Silver Travertine 
vanity. The challenge then is making a smooth seam and matching 
the flow of the grain – and educating the customer on the options. 

So have a plan and explain it 
as vividly and comprehensibly 
as possible, then listen. If they 
have their doubts, stand back and 
let them experiment with their 
ideas. If it looks good, works 
and they’re happy, go with it. If 
it doesn’t, explain to them that 
their way doesn’t allow for that 
matched seam, that cascade, or 
address that important focal point. 
Chances are they’ll see it your 
way, realize you had their best 
interest from the very beginning 
and go back to your original plan. 

Additional information on best 
practices for backsplashes and 
seams can be found within the 
Marble Institute of America’s 
Stone Design Manual. 

Thank you Jim, Julie and Kelly!

(Her character closes the movie 
with the famous line, “Look, 
Daddy; teacher says, ‘Every 
time a bell rings, an angel gets 
his wings.’”) The downtown will 
be decorated with replicas of the 
Christmas lights of Bedford Falls, 
and the shops and restaurants will 
serve up It’s A Wonderful Life 
fare. 

Bedford Falls might just be a 
composite of small towns across 
America, set in Upstate New 
York. But the fact is no town in 
Upstate New York has as many 
similarities to the town in It’s A 
Wonderful Life as does Seneca 
Falls.

Either by design or extraordi-
nary coincidence, when Frank 
Capra created Bedford Falls, he 
replicated Seneca Falls. There are 
too many similarities!

1. Seneca Falls and Bedford Falls 
are both mill towns.
2. Seneca Falls had a grassy me-
dian same as the one George runs 
down in Bedford Falls with a 
movie theater located off to the 
side.
3.Both communities boast 
Victorian Architecture and a large 
Italian population.
4. The location is perfect: 
George’s sister-in-law’s father 
owns a glass factory in nearby 
Buffalo, New York.
5. Bailey’s friend Sam wants to 
build a soybean processing plant 

outside of Rochester.
6. The bank examiner wants to get 
back to Elmira, NY on Christmas 
Eve.
7. The train ran through Seneca 
Falls just as it did in Bedford 
Falls.
8. The Bedford Falls High School 
was dedicated in 1927–the 
same year as the old Mynderse 
Academy was dedicated. 
9. In the film, the Bailey’s 
Savings and Loan Association 
builds low cost housing called 
Bailey Park. In Seneca Falls, 
19th Century factory owner John 
Rumsey helped immigrant work-
ers by lending them money and 
building low cost housing. It is 
still known as Rumseyville today.
10. A local businessman named 
Norman J. Gould owned Gould 
Pumps, and was one of the rich-
est men in town. He drove his 
car with license number NJG1. 
Norman Gould also had great 
control over politics and eco-
nomics of the area… much as Mr. 
Potter did in the movie. Norman 
could send someone to fight in 
the military or retain them for his 
factory– just like Potter.

Want to Visit the Real Bedford Falls?

Photos by Zach Smyser

Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for Stone & Tile industry products
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Continued from page 29 

Industry Fact Sheet 
& Position Statements 
Available from MIA

AT Braxton-Bragg, when we 
say FREE SHIPPING for UPS 
orders over $250, that’s 

what we mean. 

In other words, if you order $250 worth of 

supplies or tooling, you’ll never see an invoice 

for shipping charges on that order — the entire 

order is covered. 

Makes sense, right? Well, it’s come to our 

attention that this is not always the case. 

Apparently, our competitors like to charge 

multiple shipping charges on the same order. 

Truthfully, I don’t know if our competition 

is taking advantage of you… if they are just 

incompetent… or they just aren’t paying 

attention. 

Either way, it ain’t right. For instance, Let’s 

say you place an order for $250 with one of 

our competitors. However, they don’t have 

everything on that order in stock at one 

location. 

So, what they do is split the order into, 

for example, one order of $150 from one 

warehouse and $100 from another warehouse. 

Now, according to their system you have 

two orders that don’t meet the free shipping 

requirements. 

So, you get TWO shipping bills even though 

you placed one order for which you thought 

you were getting free shipping. 

At Braxton-Bragg, we’ve streamlined 

operations to ensure this nonsense never 

happens when you order from us. 

Go ahead and put us to the test and you’ll 

see that we mean what we say when we say, 

“You’ve Got a Friend in Tennessee.” 

To eliminate the double shipping charge 

nonsense, give us a call at 800-575-4401 or 

visit www.braxton-bragg.com .

“Free Shipping? 
Sure, we offer free shipping…”

Fax 800-915-5501 

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

www.braxton-bragg.com

Reforming U.S. Mine Safety & 
Health Administration (MSHA): 
MIA values its partnership and col-
laboration with MSHA. However, 
MIA does have concerns about 
the “one-size-fits-all” approach of 
mining regulations by MSHA. The 
distinction between open pit min-
ing and underground mining is an 
important one. The vast majority of 
MIA’s quarry members utilize open 
pit to quarry their product. MIA en-
courages Congress to update mining 
regulations to allow regulators the 
flexibility to distinguish between 
these two very different types of 
operations.

Percentage depletion: 
MIA urges Congress to retain the 

present-law percentage depletion 
tax deduction as their committee 
considers tax reform. Keeping the 
percentage depletion tax deduc-
tion at its current levels is a critical 
component to the competitiveness 
of American natural resources 
industries.

To learn more about these legis-
lative outreach efforts, go online 
to www.marble-institute.com/leg-
islative. If you have an upcoming 
appointment with a member of 
Congress, don’t hesitate to down-
load the industry fact sheet and 
position statements to help them 
understand more about the stone 
industry.

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

http://www.braxton-bragg.com/
http://www.slipperyrockgazette.net
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Above and right: This exotic Brazilian Granite kitchen features a long, two-level 
expanse of textured stone with a decorative ogee edge. The angled travertine 
backsplash offsets the dark and lively movement in this beautiful stone.

Above: Granite kitchen island is made of about one and a half slabs, 
expertly seamed and joined near the center sink line. Full-height 
backsplashes are also featured in this traditional-styled  kitchen.

Continued from page 2
We do a lot of cold calling. We 
host events.  We’re pretty aggres-
sive. We get out there.”

The staff of Rivers’ Edge has 
ambitious goals. “I’m 30 and most 
of the people who work here are 
30 or younger,” Rivers said. “To 
be honest, we actually want to be 
the first countertop company that 
is nationwide. Right now there is 
not really a countertop company 
that services the entire U.S., and 
we’d like to be the first one.”

Some companies in the 
Oklahoma City market are see-
ing slow sales. Not Rivers’ Edge, 
though. “That’s not the case for 
us,” Rivers said. “In October, we 
had the strongest month we’ve 
ever had in sales and production 
and our pipeline is extremely 
strong. We’ve got a lot of big 
projects that are coming up that 
we haven’t even started yet with 
our builders and commercial jobs 
we’ve landed. For 2016, we are 
realistically expecting about a 35 
percent growth. We’re extremely 
optimistic, and we keep gaining 
more market share as we speak.”

Rivers is proud of a recent proj-
ect in the Pulchella Drive devel-
opment in Edmond, Oklahoma. 
“Basically it’s a David Goodman 
(Goodman Homes) residence in 
the most premier community in 

the state. It’s a $4.5 million house, 
and we did all the stonework in it.”

The job featured aspects like 
custom stone trim. It was made 
out of quartz to match wood trim. 
It also featured a countertop with 
two full slabs that waterfall down 
the sides of cabinets (see page 2).

Rivers’ Edge has received sev-
eral awards in the past two years. 
In 2014 it was honored as the 5th 

fastest growing privately owned 
company in Oklahoma. In 2015, 
the company was honored as the 
7th fastest growing. 

Also in 2015, Rivers received 
the Entrepreneur of the Year 
award from Action Business 
Coaching and an Oklahoma City 
“40 under 40” award in 2014. In 
2015, Rivers’ Edge was listed at 
517th on the Inc. 5000 list.

The employees of the company 
deserve credit for its success, 
Rivers said. “It is because of 
them. I have a really great team. 
I’ve been very fortunate. My best 
friends work for me. They treat 
this place like it’s their business, 
too. They’ve given their blood, 
sweat, and tears to help this place 
grow. They care about it, too. The 
first person I hired seven years 
ago still works here.”

Rivers’ Edge strives higher. 
“We feel like we work for a 
higher purpose in what we do,” 
Rivers said. “We are providing 
people’s dreams.”

For more information about 
Rivers’ Edge Countertops, visit 
their website www.riversedge-
countertops.com .

How Does 
Rivers’ Edge 
Countertops 
Continue to 
Grow?

From Left: Heath Gray and Jeremiah Rivers inspect quarried granite 
blocks. Each quarter, company personnel travel to Brazil to source 
new stone. “It gives us a wider range of colors at a better price than 
we typically could if we were just buying locally,” Rivers said. 

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

http://www.riversedgecountertops.com
http://www.riversedgecountertops.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/
http://www.braxton-bragg.com/
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Order online or call 1-800-575-4401 before 5:45 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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Visit www.slipperyrockgazette.net for more Stone & Tile industry newsShop www.braxton-bragg.com for the Husky Bridge Saw

http://www.rye-corp.com
http://http://www.braxton-bragg.com
http://www.slipperyrockgazette.net
http://www.slipperyrockgazette.net
http://www.braxton-bragg.com/Husky/

